DP SALARIES:
THE SECRET WORD IS...




/ ‘ Modellbab5iGarntridgeRiapegoysten
[ I i L IR P VR ¥ -,
Loaeke) wi' = ignes =
—, . o - 1
[Fo R B e n efitss
KengedyIptotuctsinayeraiwaysYnrovideqln A0y A IEe RO (3 HtioepamiRrotection]
featlresWAnUltueseleatlitesthaverativaysTDLOV I REERTRES SRR B OtectsitnelcanutgeXiromivamagel ficatytge
mananq el copvenienceliotbESE I?él'vt(.‘g‘n::m;. o i Tl SEEeITAlEs) oy SO & GUeEt
Votellb4sblotiersitgeselieatltesanaibeteits SUrgelandituentdisablingRtbeXnotoatous]
EeatlreStarStapluperation] | BSUnooRhattheIcanndgesw  fnoubeldamaged)
Beriefit- b nVelcantenitlatela R T DeIt (| SNSRI IE T S HbebsitVIReCording}
ﬂi@ a:')”ﬁ'/ i@lggim“i—ﬂé{gﬂic“v@lfﬁ: vt Toieend "y ‘“’LL”J:U:(QB'/@7'@‘Mlg@i\é@li@@ié}gliii[i[;'}a
ﬁilgft‘@gwmalﬂ@l. IOAAREUING) ElAte =trvivnennee o e SR SERERG) Y2 (D B EGG
LGRS o S st UEIE) (ER GRS AR SRS
T @ik (5 sty & v s s e P EEERES 25 QRS i WEIE D Y |
E @f'hlllalf|:}alsiif‘;!gbé : Ve ”hhlol‘lih}\‘llm;iU‘nUJh/Lé(LiillL} 3
FEEUQNGE  RENGHEEER) Eevay Saaw o @ s Sl ;
Behet|t3 ‘?é!\fii'if:—'.iiénfﬂt*\"olmi',e LV R R UGG MG de| (6355 1
(Eﬂ'ﬁ—};i‘j‘ ie)eiilslay g il Aton; \iUIk 1;(_)‘ THE) ‘
r.'t-“;;}:cm‘.';f | . l
E@ﬂ:—ﬁﬁ: (LR
;
i
|
& > i
RENNEEY 6488 == o |
i
‘;
!
i
R !
[__h. ;‘4



Notfcanlhaverallocalldatalnetivalik
nninghthisyattesnoon’

Inifact¥yollaleadyihavelmostofitinstalied] h
\WhethegvoulreladdingloniyialfewImorelterminalsiog
personafcomputersYoimplementingfaimorefefficlept
minicomputegaccessmethodifophlindreds oftenminalsat
gltimeRvotlprobablyldogitieventhaveltaptiline.cabless
mtichllesslinstalifalcomplicatedinewinetworl
\ouginplantiielephonelneiworkistalreadyiwiredlintol
falmost lofficefandfpotentialiterminalisiteXinfvotgy
(JﬂKﬂi% Andliortnategtogyotdatalcompunications)
needsNitsiwiresicanlcarrvivoicelconversatiopslandidatal
laithelsameltimesswithlatlittielhelp! _ ;
JRAITvollrealivineedlisiaiwayiialconnectlalterminalland
theltelephone]tajthelsamaisetiafiwiresYandithatisiwheral
IMICOMISTINSTATINKVoice] Data]MUiltiplexodcames]ing
AtcomponeptiofMICOMISTINSTANETRocalNetworld
. nelsinstantifremedyltoflocalfareafcommunications
hieadachesSINSTACINIpllgsintofvatifexistingiteled
progeljackiandlaliowsvolliallisaivotidtapninaliandivolg
boopalindependentivaawithotitlinterferenceloffanyikinds
ifstippogtslasynchropolsiransmissionSiofupiol 9:200]

Jliiredlof
fightigd]

oroblem?;

TA% B Iod CARFRE LRI ;
BB X NG BN R W N Y

Canlinglheadacheyiastill
!

Wéﬁi@/'/%mmmmum

(N EETEYE (6. © FE RIS EER: © CEEE, CLGEIN C TaeG
D C@]\'ﬁgﬁ; 2»0/5@%}@% c éﬁ@fgﬂl% g % BostontMAIREN(6
asal g [4 80774 IRLOUISAMC) ] /6-7626

&iél c o ‘@@ﬁmmﬁr [e¥HeadingXBerkshirelH

N .ailaole)

LTJ MR

P
a

tel{erminalitCo

(€R))

5 g ";;m: 15
fg?‘;;.- Faapoad]E @

bpsYfulEdliplex¥fopovedainilessplentyogaimostany.jocal
petworkinglapplication N -
JAnd.itprovides something elsathatmany othegincnotsel
networks'dopitogcan;icompleta potabilty¥Alterminal cart
belmavediidlalnewsitelandconnectediiolanyitelephonel
linafaleadyiimplacegNajrerolitinglofcablesgNafcons
plicatedlinterfacinaRiusyplUglic ,

3 Voice
¢ PABX
L INSTALINK LISEGEAGENIGr: [ NS TALINK & I L..-—-
;jr:‘ 260 o
Terminal §

—]—} PABX

MiBestoffal fINSTANNISprovidestallithisiwitholilreqUite

inganvlongteqncommitmeptiwitialifmajogigvestiments

witholtdisdintingpognatbusinessoneratogstandaitiant
ussEnsEri

@ﬂhu- T o!# 7 s i

phong wiring]

,f' S
] T

VU

INSTATING
tElievesne

/

p—

(21310068544 REW 91 0[494910
E17}52740 0l Chicaqoy Rl (312)§/80T2430)
CRRI//codbridge X NUIIe TERAREDY
ARG, A © (% RN O 1 b RS

Lo
SRSD
0
hingtong DEAL301]

ICIHCIEIAIONIREADERICARD]

bd,

©




~ Candle’s Performance Seminars

MVS

technical seminars on performance analysis
and tuning for MVS, IMS, and CICS. These in-
depth presentations are designed for interme-

IMS CICS

Candle Corporation, developer of OMEGAMON®
announces a series of comprehensive two-day

diate or advanced level systems program-
mers and technically oriented managers.
Sessions cover both introductory concepts
as well as more detailed analysis of typical
performance problems.

San Francisco Oct. 13-14
New York City Oct. 17-18

8:00 — 9:00 A.M. Registration
9:00-10:30 A.M.

'GOi GENERAL SESSION i

New York City

Dallas Nov. 3-4

Day 1

Oct. 20-21

Los Angeles Nov. 7-8

Chicago

® Introduction to Performénce Tuning Methodologies for MVS, IMS and CICS Using Candle s Products‘k

" ‘e Degradation Anaiysis L

; . Future Direchons in Performance Analysls and Tuning

11:00-12:15 P.M.

 GO2: IBM's Dlrections for the Large System Environment
* IBM’s Directions and their impact on Users
e Effects on Performance Analysus and Tuning

MVS

1:30-4:45 P.M.

MO1: SRM ANALYSIS AND TUNING
* SRM Functions
¢ Adjusting SRM Parameters
* Monitoring the SRM Using
RMF, OMEGAMON, DEXAN/
and EPILOG"
* MVS/XA Considerations

9:00-12:15 P.M.

MO2: 1/0 CONFIGURATION ANALYSIS

AND TUNING

¢ Detailed Analysis of How
MVS Performs I/0s

e Optimizing 170 Configurations
for Performance

e Shared DASD Considerations

¢ Differences in MVS/XA

1:30-4:45 P.M.

MO03: PAGING/SWAPPING

e ASM Algorithms

* How to Configure the 170
Subsystem for Paging/
Swapping

* How to Measure the Impact
of Paging/ Swapping

* MVS/XA Considerations

The cost for the two-day seminars, including
all reference materials and lunches, is $340
per person. Early registration is recommended

IMS

1:30-4:45 P.M.

101: IMS COMMUNICATIONS -
e General Communications
Flow
* IMS Communications Pools
o Communications Queueing
Considerations

Day 2
CH R PHEN AN

102: IMS SCHEDULING
¢ General Scheduling Flow
o Scheduling Options
e Scheduling Pools

1:30-4:45 P.M.

103: IMS APPLICATION EXECUTION

¢ Introduction to Execution
Phases

¢ Application Phases

e Database I/0 :

e Data Communications Activity

e SYNC-POINT

¢ Database Pools Tuning

® Futures

e The Evolution of MVS VM lMS, and CICS
e Exiended Archltecture and Beyond !

CICS

1:30-4:45 P.M.

CO1: CICS INTERNALS
o CICS Task Control internals
and Performance
o CICS Transaction Flow
o CICS Task Dispatcher
Internals and Performance

9:00-12:15 P.M.

C02: CICS PERFORMANCE TIPS

AND HINTS

e Establishing Performance
Objectives

¢ A Practical Approach to
CICS Performance

o Performance Methodology
and Detailed Soifutions

- e Operating Systems

1:30-4:45 P.M.

C03: CICS VSAM PERFORMANCE
AND CICS STORAGE ANALYSIS
¢ File Contro! Functions
¢ VSAM Performance and its

Effects on CICS :
* CICS Storage Controi

as attendance will be limited. For further

details and registration, call Candle’s Educa- -
tlonal Services Department

‘Candle 10880 Wilshire Boulevard, Suite 2404, Los Angeles, California 90024 (213) 207-1400
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Before signing a computer lease that
looks almost too good, read Hesh
Wiener's “The O.P.M. Scandal Un-
masked,” and learn from the experi-
ences of dp managers who were
burned.

82

1983 DP SALARIES—
THE KEY WORD IS PERKS

Larry Marion .
DATAMATION's survey shows that
life and health insurance and “a
piece of the action” are popular
items to sweeten jobs that offer pay
raises of no more than 7% or 8%.

100

THE DP POPULATION BOOM
Bruce Gilchrist, Ates Dagli,

and Arlaana Shenkin

Some 1.7 million new jobs will be
created in systems analysis, pro-
gramming, computer operations, and
key entry operations in this decade.

114

ADA STEPS OUT
Edward V. Berard
The powerful high-level language is
becoming attractive to the commer-
cial software developer.

e L BN

A NEW DAWN FOR APL
Claiborne Lange

Although the language got off on the
wrong foot some 14 years ago, it
seems to have found its rightful

FEATURES NEWS IN PERSPECTIVE
44 TRAINING

34 Micro learning curves.

IN FOCUS Micro meets video.

136

802: A PROGRESS REPORT
Jim Nelson

A member of the IEEE's committee
to develop standards for shared me-
dium LANs explains the emerging
standards.

158

IMS: PAST, PRESENT,

FUTURE

William P. Grafton

An inside view of the birth and
growth of IMS by the manager of its
first production installdtion.

175

THE INFORMATION CYCLE

V. Venkatakrishnan

Planning can become just another
ritual, but with information resource
management, planning and its imple-
mentation can be made effective and
profitable.

184

EUROPE’S LEADING LIGHTS

The same six companies that shone
brightly in 1981 led the Top 25 again
in '82, although some rankings
changed.

243

READERS’ FORUM

Michael E. D. Koenig writes about
“Librarians: the Untapped Resource,”
followed by Alan Krigman's “The OA
Hoax.” Then Linda M. Tashker advo-
cates “Data Purity,” and Ken Meyer
and Almos Kovacs discuss “Model
Systems.”

51 HEALTH AND SAFETY
VDTs O.K. but . ...

58 WASHINGTON
Govt.: getting smarter?
GSA gets some respect.

65 STRATEGIES
A boost for RAMIS II.

70 MICROCOMPUTERS
Waiting for Unix.

75 SECURITY
Tales of decrypt.

77 BUSINESS
Old boys go legit in L.A.

78 BENCHMARKS
DEPARTMENTS

8 LOOKING BACK
13 LOOK AHEAD
18 CALENDAR
23 LETTERS
33 EDITORIAL
Underpaid and overworked?

197 PEOPLE

199 HARDWARE

211 SOFTWARE & SERVICES
221 SOURCE DATA

230 ON THE JOB

232 ADVERTISERS’ INDEX
238 MARKETPLACE

OEM SUPPLEMENT 192-1

- 3 AVOIDING THE CROWD:
FINDING OPEN MARKETS

-13 NEW BREED OF CAE
WORKSTATIONS

-25 INTEGRATING MODEMS
INTO OEM PACKAGES

COVER PHOTOGRAPH BY STEVE COOPER,;
SCULPTURE BY KATHY JEFFERS

place on microcomputers.
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Product Sales Summary
Data For 1983
Product Code A100 - WIDGETS
", Region of U,S.
! i North
“ b Central |Northeast| South West
{ City Size
¥
A Over Quantity |Total 17057 15045 13277 12603
G 500000
“'7 $ Amount |Total 26757.94| 2u040,36( 18853.55| 16777.59
Percent
s of
Regionat
Sales 55.8 u2.9 u7.4 50.8
50000 to |Quantity |Total 9012 13509 13280 11605
500000
$ Amount |Total 13787.06| 22071,22| 20954.00| 14210.25
Percent
of
Regionat
Sales 28.7 39.4 52.6 u3.0
Under Quantity [Total 4oug 5131 None AE-2R]
50000
$ Amount [Total Th28. 341 9944, 05 None| 2034,05
Percent
of
Regional
sales 15.5 17.7 None 6.2







Copyright 1983. ADABAS, NATURAL and NET-WORK are trademarks of Software AG of North America, Inc. «

Alaska.
ANatural place fora Network

NET-WORK
Distributed Data Processing System

Alaska has always been famous
for its natural environment.

Now it has a Natural Network as
well.

The combination of Software
AG’s NATURAL, NET-WORK, and
ADABAS has given Alaska’s statewide
MIS Departnient the tools it needs to
keep information flowing throughout
the biggest state in the U.S.

NATURAL is Software AG’s
fourth—generation online application
development system—a tool that
provides the productivity needed in a
place where people are the most price-
less resource of all. One NATURAL
programmer can typically do the
work of 10 to 20 COBOL
programmers.

NET-WORK is the distributed
processing software that allows Alas-

ka’s officials to manipulate data from
multiple systems hundreds of miles
apart—without having to worry about
which location has what data.

And ADABAS is the data base
management system that lets it all
happen in a convenient, friendly, and
relational way. ,

No wonder Software AG’s prod-
ucts are such a Natural for the state
of Alaska.

Which leaves us w1th just one
question:

What's the state of your system?

Software AG of North America, Inc.
11800 Sunrise Valley Drive

Reston, Virginia 22091

(703) 860-5050

5 softwARe AG

DF NORTH AMERICA, INC
Powerful Software Solutions
CIRCLE 7 ON READER CARD



SoftwareInc.

INFORMATION
CENTER?

DEVELOPMENT
CENTER?

WEVE GOT IT!

VM Software, Inc. has exactly the
software products you need to be
effective with VM from the start. . .
As much or as little as you need.
From the undisputed leader in VM
products.

VMACCOUNT -rrovides coliec-
tion. costing and reporting for the VM
environment.

VMBACKUP ailows full or in-
cremental dumps of both CMS and
non CMS data, saving system program-
mer. support personnel. CPU, and tape
resources.

VMTAPE rrovides flexible control

for managing tape volumes and drives.
saving tapes and operator and librarian
time.

VMARCHIVE rovides space

management tool to end users. saving
disk space and tapes.

VMSECURE Provides compre-

hensive security and directory manage-
ment for the VM environment. ensuring
data protection.

VMDEFER rermits users to

schedule any event on any basis.
facilitating load balancing of CPU.

VMLIB Allows users to share files
without duplication. saving disk space.

Call Us |
703 8216886
or Write
L

Name

Title I

Company .
Address ——
City -
State Zip

Phone(— )
CPU i .
VM Software Inc.

2070 Chain Bridge Road
Suite 355, Vienna, VA 22180

Twenty Years Ago/Ten Years Ago

'LOOKING

BACK

CODE BLUE
September 1963: After its final effort to
scuttle AscCI, 1BM completely about-faced,
and, in a special issue of The Data Proces-
sor, its magazine for customer manage-
ment, the company said, ‘*We as a corpora-
tion are determined to move ahead with As-
CII at the most rapid pace possible so that
our customers can gain the benefits of stan-.
dardization across the industry.”

The article also pointed out that AS-
1l could ultimately make intercommunica-
tions and interchangeability between all
manufacturers’ equipment a reality.

Supposedly, 1BM was pushing for
the implied collating sequence of Ascil,
calling for letters higher than digits, the di-
rect opposite of the IBM code. This would
mean a $15 million to $30 million tab for
the reconversion. of existing I1BM customer
files, and that new 1BM gear would undoubt-
edly incorporate the new code.

SHARE AND SHARE ALIKE

While it was still pretty much of a blue sky

“idea, timesharing was getting a lot of atten-

tion and a lot of funding through a handful
of universities and research organizations.
The best-known of the studies was
MIT’s Project MAC (Machine-Aided Cogni-
tion/Multiple-Access Computer), which
was an 18-month study funded by the Of-
fice of Naval Research on behalf of DoD’s
ARPA (Advanced Research Projects Agen-
cy). The initial segment of the study in-
volved some 60 people and was scheduled
to swing into high gear with the installation
of a 7090 that would have 20 to 25 remote
inquiry stations initially, and 100 at the fi-
nal count. ARPA was also sponsoring time-
sharing work through its Behavioral Sci-
ences and Info Processing group—headed
by J.C.R. Licklider—under the direction of
Jules Schwartz at spc, where a PDP-1 had
recently been joined with a Q-32. Lick-
lider’s two-man operation said there was no
way of telling the value of its current time-
sharing research, but a list of contracts from
the office noted the following grants: sbc,
$4,352,000; University of California,
$797,000; ucLa, $675,000; Stanford,
$420,000; sri1, $195,000; Carnegie Tech
(for limited research), $397,000. Exclud-
ing MAC, Licklider’s computer research
contracts added up to $6,836,000.

SECURE IN THEIR JUDGMENT

September 1973 : In early 1972, then-Secre-
tary of Health, Education, and Welfare El-
liot Richardson created a special advisory
committee to analyze the consequences re-
sulting from the abuse of automated person-
al data systems. The group was to recom-
mend strategies to protect individuals
against abuse and afford them redress for
any harm.

" Willis Ware, then a senior computer
scientist on the corporate research staff of
the Rand Corp., studied the results of the
committee’s work and commented on se-

‘lected segments of its report.

Ware said the study's main con-
cerns were the record-keeping practices of
government and private agencies in dealing
with the public’s personal information.
While at that time all such records were not
maintained by computer, those that were
became of special interest because so much
information was concentrated in computer
files at one location. The availability of
such files through remote access terminals
magnified the opportunities for misuse of
personal information.

A number -of recommendations
were made with regard to the use of Social
Security numbers that would restrict their
use to those purposes mandated by federal
law. The committee also felt that the Social
Security Administration should not assign
numbers to children below ninth grade lev-
el, and that it should give the sSN the status
of a confidential item of information.

Ware wrote that the committce was
convinced that adequate deterrents against
the abuse of personal information could be
provided through the mechanism of a code
for fair information practice. A regulatory
approach was deemed unnecessary and un-
desirable.

As for the role that social security’

numbers played in the dissemination of per-

sonal information, the committee felt that

the American public had not yet adequately
considered the implication of a standard
universal life time identifier. The commit-
tee’s position was that until social and legal
safeguards against missues of personal in-
formation were established, the use of so-
cial security numbers should be con-
strained.

—Lauren D’Attilo

CIRCLESONREADERCARD
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You can take the word of our critics.

And after you read their comments about
the attributes of 1-2-3, we think you’ll under-
stand what’s causing all the excitement.

If you'd like to see what 1-2-3 can do for you
and your business, just visit your nearest com-
puter dealer. Or call us at 1-800-343-5414
(In Mass. call 617-492-7171).

s & 5 e LS ol
Maybe, because we didn’t write it.
In fact, it was written by some of the most
respected business and computer analysts in
the country. And some of the most critical.

So when we tell you that 1-2-3™ from
Lotus™ is the most powerful productivity
software ever developed for PC’s, you don’t
have to take our word for it.

The hardest working software in the world.

1-2-3 and Lotus are trademarks of Lotus Development Corporation. All rights reserved.
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At last,

help

forcompanies

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.

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.

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
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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. Immediately. Because
the system is on-line, it frees data processing from the bur-
den of continually generating and maintaining cumbersome,
costlé reports.

uilt-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

CONFID

/{ ©

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 whoII?l -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 professnonals

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
Tech Drive, Andover, MA 01810.

CALLTOLL FREE 1-800-3434133

(IN MASSACHUSETTS 1-800-322-0491)

SOFTWARE
INTERNATIONAL
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LOOK AHEAD

AT&T'S
A-COURTIN'

IBM TAKES P.C.
TO OEM MARKET

DUTCH NET
ON THE WAY

~entree into IBM-dominated markets, like Italy it-

~with a stripped-down version of its popular Per-

~will embed the hardware into their products. One
of the first customers for such business may be

- Romox Corp., a Campbell, Calif., startup that
‘plans to distribute electronic game software
through retail terminals. Romox's planned ter-

- for home use. IBM has been bidding its P.C. in-
~nards to Romox, which like other potential buyers

~available for the P.C. architecture. Meanwhile,

~ into new markets and take advantage of higher

| however, may get a boost in the near future if

‘Brussels. Dubbed Sopho-Net, the product is de-
| computers, terminals, word processors, and

" The network will tie into other nets, local or

~Net will be the firm's Sopho-LAN, a local area

Look for AT&T soon to disclose further joint ven-
ture arrangements in Europe and other foreign
lands. The telephone giant already has a formal
deal with N.,V. Philips of The Netherlands, but
that covers only central switching systems, so
far. AT&T is said by European sources to be
highly interested in selling office workstations
and even whole computer systems and would there-
fore be likely to link up with Italy's Olivetti,
among others. That link would give AT&T a strong

self, where Olivetti already sells computers.

In a major move into the.oem,components business,
IBM has entered the board-level computer market

sonal Computer. Building on its efforts to sell

raw disk drives to oems, the industry leader has
begun bidding the guts of the P.C. to others who

minal would reprogram a customer's ROM cartridge
in a minute or two, loading a new game package
could take advantage of the many software tools
IBM would further the penetration of its machine
production volumes. IBM has offered hard and
floppy disk drives in the past apparently with-

out much.success. 1Its propietary floppy drive,

it is incorporated in one of the new personal
systems expected from IBM.

N.V. Philips,Will finally introduce its. delayed
wide-area network (Look Ahead, March) Sept. 23 in

signed to connect virtually any supplier's
printers and will handle data, text, and images.

transcontinental, and is understood to have pro-
tocol conversion facilities. Joining the Sopho-

network. The Dutch firm is aiming high with the
new products, targeting the world's top thousand
companies, state agencies, and telephone author-
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LOOK AHEAD

NAS FINDS
SILVER LINING

BUT CAN IT
PRINT RED INK?

CDC MAKES
CYBER DEAL

RUMORS AND
RAW RANDOM DATA

ities. Indeed, Philips may get help in world mar-
keting from its new international partner, AT&T.

There's a dark cloud hanging over IBM Denmark
these days since diesel engine maker B&W threw out
a freshly installed 3083 mainframe in favor of a
National Advanced Systems/Hitachi AS/9050 cpu. It
seems the. purchased 3083 didn't meet performance
expectations and IBM has had to make an undis-
closed penalty payment. Meanwhile, NAS claims it
has sold the 3083 to a broker for a premium price.

Texas Instruments late this month is to introduce
a desktop matrix printer offering 150 cps in draft
mode and 35 cps of letter quality. Seven charac-
ter fonts (English only) will be available in ROM
capsules, any three of which can be in use simul-
taneously. Key to the success of the new device,
scheduled to sell for about $1,000, will be its
printing quality. ,

"I am in shock," was Cray Research president John
Rollwagen's initial reaction to arch-competitor
Control Data's disclosure in Los Alamos, N.M.,
that it was getting out of the supercomputer de-
velopment business. "John, do you want to buy
in?" someone else yelled from the crowd as CDC
chief William C. Norris made the surprise an-
nouncement. CDC of course isn't leaving the busi-
ness entirely. It will invest $25 million to $30
million a year in spin-off ETA Systems Inc.,
headed by Lloyd Thorndike and Neil Lincoln, which
has taken over the design and development of
CDC's planned 2XX machine. With funding of about

$100 million, ETA will deliver a specific number:

of the planned 10-gigaflop machines to CDC, which
in turn will remarket the systems and use them

in its Cybernet services. Meanwhile, CDC plans
upgrades and refinements of its Cyber 205 machine,
of which 18 systems have been installed.

Sperry Corp. was spotted recently at AT&T's Bask-
ing Ridge, N.J., facilities, talking joint ven-
ture. No details are available, but some think it
may involve AT&T's public networking services....
Digital Equipment has abandoned efforts to produce
an 8% x 11 inch crt terminal....Meanwhile, DEC is
understood to be entering its second year in the
personal computer market, having sold a total of
50,000 units, only a tenth of what IBM sold in the
same period....General Electric has been eyeing
Prime Computer as a potential takeover candidate.
Such a deal would help GE in the CAD/CAM market,
where its Calma subsidiary already competes with
Computervision, which just chose IBM mainframes.

14 DATAMATION




, |
- k] T W
H T N
= B . o
- e
X b .u: H : .
7 N
! L -
—
- i
L

N ——

I3 =

EE

i







WHAT GOOD ISA PRODUCTOF
THE FUTURE FROM A COMPANY
WITHOUT ONE?

Dealing with a company you've never heard of can often
lead to an experience you'll never forget.
- A missed delivery here. Some critical down-time there.
And all of a sudden, that breakthrough product you were so
high on at last year’s trade show is breaking your back when
it comes down to actual application.
AtITT Courier, we can get as excited about new technology
‘as anyone. In fact, fast year alone, IT'T spent over $1 billion
* on R&D. And millions more preparing each new product for the
“realworld.

What’s more, because the real world is filled with uncertainty,
we back up every product with 150 I'TT Service Centers in
North America alone. |

That'’s how you build a company that s 1nsta11ed over 325,000
terminals worldwide.

And that’s why instead of garnbhng on the company that
makes a new product first, you're a lot better off
waiting for the company that knows how to make it last.

Contact your nearest [T'T Courier Represen-
tative. Or call the I'TT Courier Sales Support T
Department at 1-800-528-1400, toll free. COURIER

YOU KNOW WE'LL BE AROUND.
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CALENDAR

SEPTEMBER

ACM ’83.

IFIP Ninth World Computer Congress.

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

Sixth International Conference on Digital Satellite
Communications.

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

SICOB '83.

Sept. 21-30, Paris, France, contact: International Trade Exhibition,
France, 8 West 40 St., New York, Ny 10018, (212) 869-1720.

COMPCON Fall ’83.

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

Telecommunications Association Conference (TCA
'83).

Sept. 27-29, San Diego, Calif., contact: TCA Conference Office,
P.0. Box 208, West Covina, CA 91793, (213) 960-1838.

Oct. 24-26, New York, N.Y ., contact: Assoc. for Computing Ma-
chinery, 11 W. 42 St., New York, NY 10036, (212) 869-7440.

TELECOM 83.
Oct. 26 - Nov. 1, Geneva, Switzerland, contact: Madame Rison,

International Communications Union, Place des Nations 1211, Ge-
neva 20, Switzerland, tel. Geneva 99 5111.

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: National Trade Productions Inc.,
9418 Anapolis Rd., Lanham, MD 20706, (301) 459-8383.

OCTOBER

Fifth Annual Northeast Computer Show and Soft-

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: Carol 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.

ware Exposition.
Nov. 10-12, Boston, Mass., contact: Northeast Expositions, 822
Boylston St., Chestnut Hill, MA 02167, (800) 841-7000.

International Information Management Congress
(IMC ’83).

Nov. 14-17, San Francisco, Calif., contact: IMC '83, P.0. Box
34404, Bethesda, MD 20817, (301) 983-0604.

AUTOFACT 5.

Nov. 15-17, Detroit, Mich., contact: Gregg Balko, CASA/SME Sr.
Administrator at the Society of Manufacturing Engincers, One SME
Dr., P.0. Box 930, Dearborn, M1 48121, (313) 271-1080.

Global Telecommunication Conference (GLOBE-
COM ’'83).

Nov. 29 - Dec. 1, San Diego, Calif., contact: GLOBECOM 83, P.0.
Box 81466, San Diego, ca 92138, (619) 457-2340,

DECEMBER

CMG XIV, International Conference on Computer

Performance Evaluation.
Dec. 6-9, Crystal City, Va., contact: Computer Mecasurement
Group, P.0. Box 26063, Phoemx AZ 85068, (602) 995-0905.

Conference on Personal and Small Computels.
Dec. 8-9, San Diego, Calif., contact: Billy G. Claybrook, Publicity
Chairman, The MITRE Corp., MS B332, p.0. Box 208, Bcdford MA
01730, (617) 271-2439.
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Tle more a business relies on
charts, graphs, forms,diagrams
and specialized characters, the
more it needs a flexible and
reliable computer printer.

And if that business also uses
bar codes and labels, it needsa
printer with a brain.

The brain is built in.
| Instructing the printer how to
make codes can take a lot of input

world’s largest independent
manufacturer of computer
printers. We build the
M-100L to the same strin-
gent standards we set for

“ our most sophisticated high-

speed printers. And we warrant
it to OEM:s a full two years—the
printhead itself for one. To learn

- From accounting to
shlppmg, everyone ’sin on

time from the host computer-time this printer’s act. more, phone (213) 887-3924

that it can’t be used for other jobs. After the day’s 1ab§1§ arc or send the coupon below.
Dataproducts’ M-100L matrix printed, the M-100L is just get- -
printer has its own label-printing 1§ Star ted. o
control board built in. It’s pre- It prints reports, invoices,
programmed to produce bar checks, sales charts, forms
codes, block letters and other and even a lot of office corres-

pondence,just as well as it
laagglg;%?cs - prmts bar codes and labels
configurations Whatever you'’re
and sizes. »» printing, you

cost of ownership. We’re the

all our printers, including

Thebard & O e T
: anoga Ave., Woodland Hills, 136
giis;:é%ﬁ iilsby Depend on the O Send details! O Send a sales rep! |
. Name.

and is installed world leader. l o l
at the Data- To some of the | |
products fac- biggest OEMsinthe | ©™™" |
tory. So you get -~business, Dataproducts | e of busi
this intelligent .~ 1s synonymous with Addres |
printer from a single /; - quality and reliability. | ci State Zip. |
supplier, not a printer from here To end users, Dataproducts Teleph Ext |
and a control board from there. means high productivity, low D i Coemmenton " o3 |

DATAPRODUCTS

Dataproducts

Z 7 00
=02 j AT
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How to get

a computer company
to help unclog your
applications

bottleneck.

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 powertul.
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 is a trademark of Sperry Corporation.

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 conecept of
“user friendly” far transcends
anything you've seen.

HERE'S THE OFFER.

Accept our MAPPER Challenge.
Bring us an application develop-

d

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.

800-647-8362

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

CIRCLE 15 ON READER CARD

Ch“aNHenge;” 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

Title

Company
Address
| City State ZIP

l We understand how important it is to listen.




Change your face with one finger.

o,

Now there's a printer that lets you express yourself.

It's the Letterprinter 100, from Digital.

When you're feeling very professional and business-1like,

then it looks just like this.

In fact, this is an actual printout. It's great for word processing.
You can send a nice polite letter to your most important client.

But there may be times when you want to put on a different face.

You can program your host computer to do it for you.

Or you can do it yourself.

Simply by pushing a button.

YOU CAN SHOUT AT THE TOP OF YOUR LUNGS
TELL THEM THEY'D BETTER PAY THEIR BILLS

OR ELSE. THEY'LL GET THE MESSAGE. Or you can

be elegant. Impress people with your sophisticated stylg.

But back to business. The Letterprinter 100 giveé
you all of the typefaces on this page. If you don't
see one you like, we'll customize one for you.

The Letterprinter 100 also gives you full graphics

capabilities. Plus three printing settings: one for

letter quality, one for graphics, and a high speed one that

gives you draft-quality documents in only 10 seconds.

So face it. Why buy an ordinary printer when you can express
yourself just by lifting a finger?

See the Letterprinter 100. It's just one of the family of
printers Digital offers,including a daisy wheel printer, the
LQPOﬁ, and a low cost Personal Printer, the LAS50. Call
1-800-DIGITAL, extension 700, for the distributor nearest you.
Or write Digital Equipment Corporation, Terminals Product Group,

2 Mt. Royal Avenue, UP0l1-5, Marlboro, MA 01752.




LETTERS

SET THE RECORD STRAIGHT!

Either time or transcription has confused
the facts about the development of the pLS
compiler at The Rand Corp., as discussed
in the article *‘Plugging the Mole Holes™’
(News in Perspective, May, p. 56). Rod
Frederickson, who is quoted in the article,
was neither a systems programmer at Rand
(**gifted,”” *‘enterprising,”’ or otherwise)
nor the author of the pLS compiler and man-
uals developed there. Mr. Frederickson was
the director of The Rand Computation Cen-
ter when the compiler was written and
should be credited with the foresight to rec-
ognize the need for the compiler and the
courage to provide the resources for its de-
velopment.

The PLS (or RLS, as we called the
language) compiler was the result of the
efforts of many people on the staff of The
Rand Computation Center in the mid-"70s.
The principal authors of both the compiler
and language manuals were R. Lawrence
Clark, James S. Reiley, and myself as proj-
ect leader. Using what was then state-of-
the-art compiler generation techniques, this
team developed a product that so sufficient-
ly duplicated 1BM’s internal compilers as to
make 1BM feel compelled to restrict its dis-
tribution.

At the time we thought IBM’s reac-
tion to our accomplishments was excessive.
Since the construction of the compiler had
required relatively few resources, we rea-
soned that IBM’s statements concerning the
competitive advantage provided by PLS
were either self-delusion or were motivated
by a desire not to establish any precedence
of not defending its trade secrets. It was
clear that any company seriously intending
to compete against IBM would have the re-
sources necessary to duplicate our efforts.
What we misread, of course, was IBM’s de-
sire to standardize the operating environ-
ment of its user community by making it

more difficult for anyone to modify its op-

erating systems. The strategic importance

of a PLS compiler was not in the value of the

language itself, but in the ability it provided

to control one’s operating environment in-
dependently of IBM.

DAVID J. SMITH

Director, National Systems

: Main Herdman

Certified Public Accountants

New York, New York

TOTALLY AWESOME

The article **The Other Half of the Comput-
er Revolution” (May, p. 260) is the most
thought-provoking article 1 have seen in
DATAMATION in approximately 15 years of
readership. While applauding the growing
commonality of thought and language in the
computer and biological fields, I am chilled
at the awesome implications of the predict-
ed biotechnology. Hazards to society posed
by industrial activity are nothing compared
to the threat posed by engineered life forms
which have no established niche in nature.
Now that you have given us this in-
troduction to the subject, I hope you will try
to provide follow-on articles on the risks

and benefits of the new biotechnology.
E.M. GREENWALT
Sunnyvale, California

I applaud your efforts to provide articles
that go beyond the usual dp fare, as demon-
strated by *“The Other Half of the Computer
Revolution.”” While 1 usually enjoy Mr.
Rifkin’s work, I feel compelled to chal-
lenge his basic assumptions in Algeny.

In this article, Mr. Rifkin appears to
confuse having the skills necessary to de-
velop the tools of an advanced technology
with having the wisdom to utilize those
tools to achieve the desired results. In mak-
ing reference to humankind conquering na-
ture, or separating itself from its surround-

ings, Mr. Rifkin calls to mind the tactics of
a cancerous cell. It too seeks to overcome

[its environment by imposing its own im-

print, thereby finding itself in a Catch 22
situation; its success is also its destruction.

This seems not unlike the double
crisis that Mr. Rifkin identifies in the third
paragraph of the article (*‘The earth is run-
ning low on its stock of burnable energy and
on the stock of living resources at the same
time’’), which is the result of humankind’s
attempts so far at reorganizing its relation-
ship to the globe.

I would think that we will first have
to recognize that we are an integral part of
nature, before we can find the wisdom to
use our new tools. effectively.

ROBERT D. KANTOR
Project Manager
Allied Stores Corp.
New York, New York

NONSTOP NONSENSE

In your article entitled *‘Queue and Count’’
(News In Perspective, May, p. 83), the
term ‘‘Nonstop’” was used in several in-
stances to describe a particular class of
computers, which are ' more commonly and
accurately referred to as fault-tolerant com-
puters.

Nonstop is a registered trademark of
Tandem Computers Inc. and should be used
only to denote the products or services pro-
vided by Tandem. Tandem, of course, is a
leader in the fault-tolerant computer indus-
try and has used the trademark Nonstop
with its products since 1976.

PATRICIA A. BECKER
Director, Public Relations
Tandem Computers Inc.
Cupertino, California

First, we did not employ nonstop usage of
your trademarked term; the word was used
once in the entire article. Second, the word
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was not employed to designate a particular
class of computers, but rather a_particular
class of computing. And third, perhaps the
term first entered your vocabulary in 1976,
but it's been in ours—and in our dictio-
naries’—for much, much longer —Ed.

METHOD TO THE MADNESS

In'his article on ‘‘System Development My-
thology’’ (Readers’ Forum, June, p. 272),
Ian Gilhooley emits a very mixed signal.

He delivers one of the more persuasive ar-
guments I’ve seen for systems development
methodologies, yet then goes on to predict
that the advent of prototyping will bring
about their demise; he even speaks of meth-
odologies in the past tense.

. This is not the first article I’ve seen
with this theme, and I doubt it will be the
last. Perhaps what bothers me is that these
articles give extra amraunition to those who
have always resisted methodologies for no
better reason than that they do not like being
told what to do, and every one of these
articles then makes life that much more dif-
ficult for people like me who earn their liv-
ing making methodologies work.

What bothers me even more is that
this prediction is so obviously wrong, for a
variety of reasons. First, although prototyp-
ing will be a great help in developing deci-
sion support systems, much of data process-
ing work consists of systems whose primary
purpose is not decision support but rather
the everyday operations of the business.
While prototyping may also be of value
here, the pressure will still remain to devel-
op precise project specifications, spelling
out such things as each needed calculation.

Also, in the case of operations sys-
tems, providing the computer system that
prototyping might aid in developing is just
the tip of the iceberg. What about controls,
noncomputerized procedures, backup and
recovery procedures, user manuals, train-
ing, documentation, testing, etc.? One of
the main reasons we do have methodolo-
gies, of course, is to get people to provide
all these things and to do them at the right
point in the project.

Even with systems that are the best
candidates for prototyping, do we simply
want to arm data processing personnel and
users with the appropriate software and then
unleash them with some sort of vague man-
date to ‘‘play around’’ until they find some-
thing they like? I have to believe that in
order to avoid the same kind of disasters
we’ve encountered with traditional devel-
opment methods, we’ll still need controls
and some sort of standard development cy-
cle that would allow for a number of iter-
ations of the prototype. And we’ll still need
the standard project management must-
haves of budgets, costs and benefits, sched-
ules, etc. In other words, we’ll need a meth-
odology for prototyping. So in the end,
“what we are talking about is not less meth-
odology, but more.

Mr. Gilhooley’s contention that
‘“‘system development is an art” is just
wishful thinking. I’'m sure we’d all like to
think of ourselves as artists, but business
has found that it cannot subsidize artistic
expression in an area as vital to the life of
the organization as data processing. That’s

why we have methodologies, and that’s

why they’re not going to go away.
: JERRY SCHULZ
Project Requirements Coordinator
Northwestern National Insurance Co.
Milwaukee, Wisconsin

IRRATIONAL RATIONALE

In your article entitled *‘Is Market Research
Rational?”’ (In Focus, June, p.32), Ulric
Weil seems to set himself up as the industry
overseer, keeper of the ethical standard,
and judge of what kind of market research
information is useful (or useless) to his cli-
ents and to ours.

The author claims that ‘‘in the end,
industry gossip at trade shows, seminars, or
cocktail parties in Westchester, Greenwich,
Silicon Valley, or suburban Boston may be
the most common but least reliable . . .”
sources of industry information. Perhaps he
is the best qualified to make that judgment,
as Mr. Weil frequently travels across the
United States, attending such shows and
cocktail parties, and often uses this infor-
mation in his own research reports.

The writer goes on to stress that
‘“More often than not, what the subscriber
to market research receives is tenuous pro-
jections . . . and speculative assessments

‘regarding a particular company’s future

product plans or market and pricing strate-
gies.”” As a principal in Morgan Stanley,
and as one who uses this material for his
own analysis and projections, Mr. Weil is
understandably frustrated with the quality.
But perhaps Morgan Stanley is subscribing
to the wrong services; I suggest that he con-
sider subscribing to our research studies and
newsletter, Infoperspectives, which accu-
rately predicted a number of significant IBM
developments over the past 12 to 18
months. Examples include: 1. 1BM’s Sys-
tem 36 price/performance and month of an-
nouncement; 2. IBM’s recent System 38
model 8 enhancements; 3. 1BM 8130-B
vLSI; 4. 1BM 3725 communications control-
ler—although we were six months early on
the date of introduction; 5. 1BM H series
price/performance and date of introduction;
6. the significance of IBM XA; and 7. var-
ious IBM purchase price reductions.

Allow me also to correct a few fac-
tual errors in this article: 1. Enterprise In-
formation Systems Inc. is considerably
larger than a ‘‘one- or two-man shop.”’ In
fact, we have doubled in size each year
since 1981; 2. 1BM’s annual R&D spending
does not ‘‘average about $2 billion.” It
averages about 6% of revenues per year,
3. None of our annual subscription fees
“‘range from $15,000 to $25,000.”" They

are considerably less, and our renewal rate
exceeds 80%; and 4. Reports from Wall
Street brokerage firms (such as Morgan
Stanley) are never free—such firms get
huge *‘soft dollar’’ (commissions on trades)
business from the institutions and other cli-
ents who read their research studies. And
please be so kind as to give examples of
where ‘the record shows [emphasis added]
that the pricey market research houses tend
merely to extrapolate prevailing trends.”’
Whose record is that?

I fully agree thatcertain research
firms, which you have cited, have the po-
tential for a conflict of interest because of
their close relationship with various Wall
Street firms and their dual roles as invest-
ment advisors and company consultants;
this is a real issue. EIS Inc. currently has no
such relationship with Wall Street and we
clearly recognize that objectivity and confi-
dentiality are the keys to professional con-
sulting.

In closing, I wonder how Ulric Weil
performs his research at Morgan Stanley—
in a vacuum without any input from
“sources’’? If he obtained an exclusive or
inside information or intelligence, would he
not use it? Can any analyst or researcher
afford to discount all rumors and forecast
data (which, by definition, are not factual)
as pure speculation? Has this Wall Street
analyst never extrapolated prevailing
trends? i

If research were based simply on
our analysis of currently available facts, our
job would be easier; but then, many compa-
nies would have less need for our services.
Research implies to search, to study, to in-
vestigate, and most importantly, to inter-
pret.

ROBERT T. FERTIG

President

Enterprise Information Systems
Greenwich, Connecticut

MR. WEIL RESPONDS:

In response to Mr. Fertig’s letter, as well as
a number of others I have received, I would
say my article has evoked predictable reac-

_tions: several of the leading lights from the

market research industry state that I am
right on target but that some of the key
conclusions do not apply to them, e.g.,
their prophesies have been on the mark,
they do not extrapolate trends . . . but in-
deed their competitors do. A number object
to my observations of a possible conflict of
interest because of their Wall Street affili-
ation, claiming that security analysts also
have a dual and sometimes conflicting func-
tion. My point remains that security ana-
lysts employed by member firms of the ex-
changes are subject to day-to-day surveil-
lance and must adhere to compliance stan-.
dards enforced by the exchanges. Those
who do not, place themselves at risk. No
such legal compliance procedure and ex-
change-administered surveillance applies to
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" Here's your blueprint
for getting into graphics...quickly,
N ngnomically, and safely.

& more than 50

- intelligent drivers.
~- % Which lets you capitalize
_# on the horsepower in current
./ and future graphics hardware
" without modifying your software.
) *APPLICATION-INDEPENDENT.
s With its building-block approach, DI-3000
2 packs the versatility for virtually all your
graphics needs. From computer-aided en-
gineering to contouring to presentation graphics.

~ In short, DI-3000 makes economic sense
because it boosts programmer efficiency. It works

Study this blueprint and
you’ll find what you’ve been
looking for in graphics soft- \
ware. . .a solution that gives \
your organization top-quality Y
graphics with a minimum of '
time and effort. A solution you

can use for a variety of graphics
applications. One which gives you
the assurance that the software you
build today will work on the hard-
ware you buy tomorrow. It’s a plan :
based on DI-3000; an easy-to-use graph- *

ics subroutine toolbox. e '/ well onall your graphics hardware. And it protects
_ This is the blueprint that companies . - your software investment. Good reasons to make
large and small—including many Fortune - N DI-3000 your corporate graphics standard.

500 companies—use today to meet their
graphics needs.

Quick because you start with
powerful software building blocks. |.

We've written the fundamental graphics *
software. In fact, you can take advantage of
more than ten programmer years devoted
exclusively to graphics. That’s the kind of head-
- start you get with DI-3000. It means you elimi- ¥

nate a lot of programming, debugging, and docu-

Safe because you get the best support in
the business.

Another reason DI-3000 is the preferred solution
in graphics is that Precision Visuals has learned
what customers expect and need in support.
Documentation is key. You get an example-
intensive programming guide, helpful tutorials,
a Graphics Hotline for help as you need it, and

a lot more. There are also active international and
regional user groups. And seminars and courses

mentation effort. No wonder it can save you hun- v to help get your graphics applications operating on
dreds of hours. And speed you to the graphics solu- time gn% w)i,thin gbrugget, PP P g

tion you’ve been looking for. This is the blueprint you can trust. It’s been proven
Economical because a little progmmmmg by companies both large and small who need top-
effort delivers a lot of software life. _ . r?élzggl ;;‘raphlcs solutions...quickly, economically,

DI-3000 will save you significant software develop- Call or write Precision Visuals for complete details.
ment dollars. Because DI-3000 is:

* MACHINE-INDEPENDENT. Its modular structure
works as well on a microcomputer as it does on a
super-mini or mainframe. That means freedom from
software obsolescence.

* DEVICE-INDEPENDENT. You’re not locked into /5280 Lookout Hoad
specific graphics devices either. You can choose from (303) 530-9000/TELEX 45-0364

TWX 910-940-2500
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Just the facts:

When you're.good, you don't have to shout.
Our 3270 family of controllers, printers and
display stations is the best you can buy. So,
to prove our high opinion, a few quiet facts:

Plug-compatibility with IBM mainframes.
Plug Memorex terminals in and protect
your existing investment.

Wide range of protocols. Operate in BSC or,
with our new 2074 controller, SNA/SDLC.

Monitors that make a difference:

Crisp, high resolution characters and
graphics.

Choice of easy-to-read green phosphor, new
amber or seven-color screens.

Ergonomic design for increased
productivity. '

- Why your next 3270 cluster
should be a Memorex.

Economy in operation. Our display stations
use up to 58% less power than their largest
competitors. Our printers run up to 50%
faster than comparable models.

Available when you need them. Many items
are available immediately. Ask about our
quick delivery program.

Worldwide service. Quality computer
peripherals and media for over 22 years.
Sales and service that span the globe.

Call today for more information. Our toll
free number is (800) 538-9303; in California
(408) 996-9000, Ext. 616. Or write to
Memorex Marketing, 18922 Forge Drive,
Cupertino, CA 95014. Once you've got all
the facts, we're confident of your decision.

MEMOREX

A Burroughs Company
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LETTERS

the analysts employed by the market re-
search houses.

In writing the article I was careful
not to be ‘‘ad hominem,’’ i.e., while for
illustrative purposes I identified some of the
‘‘players,”’’ I made no judgments as to the
relative quality of any one of them vis-4-vis
their peers. The fact that quite a few appear
to be personally affronted may indicate that
they feel guilty and wish I had not opened
‘‘Pandora’s box.’

THOUGHTS ON THE THINKER

In his article ‘‘“Technology for the Execu-
tive Thinker’’ (June, p. 206), Mr. Denise
quite correctly points out that modeling is a
major component of a decision support sys-
tem. Our experience in assisting organiza-
tions to plan for decision support systems
indicates modeling is not only a major com-
ponent, but it is the component data pro-
cessing departments are least prepared to
deal with. The root of the difficulty is that
few systems analysts have the training and
experience required to develop the types of
complex models needed to effectively sup-
port upper-level management decision
making.

The experience of most systems an-
alysts has been limited to the development
of computer-based systems that have sup-
planted manual procedures or that merely
provide status information. What most up-

per-level managers are interested in by way
of decision support is 1mpact analysis.”’

For example, what will be the impact on the -

organization as a whole of introducing a
new product line? Or what will be the im-
pact of changing our pricing structure?
Finding reliable answers to questions of this
sort requires not only good understanding
of how various organizational processes in-
terrelate, but also the ability to accurately
describe those relationships in terms of
mathematical and simulation models. And
few systems analysts have backgrounds that
enable them to develop such models.
Furthermore, although there are
many tools available that facilitate model
building, such as software for performing
regression analysis or input-output analysis
for linear programming, many analysts are
unable to take advantage of them because
they do not understand when and how to use

.these tools.

If our experience is any indication,
it will be the lack of skilled model builders
that will impose the greatest limitation on
the development of effective and compre-
hensive decision support systems and not
any limitation of data processing technol-
ogy.

JOSEPH C. NAPOLI
Executive Vice President
P-Cube Corp.

Brea, California

RIGHT, WE'RE WRONG!

I was reading your DATAMATION 100 issue
(June, p.86) and noticed you reversed the
Hewlett-Packard and Honeywell spreads in
the Company Profiles section. HP is correct-
ly listed on p. 96 as the number 7 company,
with Honeywell number 8, but on p. 106,
we’re reversed. Actually, the charts on p.
106 are correctly placed—HP to the left,
Honeywell to the right—but the commen-

tary beneath the charts is reversed.
Congratulations on an otherwise ex-

cellent issue.

‘ ROY E. VERLEY
_ Corporate Press Relations
Hewlett-Packard Company
Palo Alto, California

We had planned to announce that error
ourselves, but you explained it so well that
we decided to run your letter instead. Our
apologies to both Hewlett-Packard and
Honeywell.

And while we're making our apolo-
gies, we'd like to point out an error in the
chart on p. 92 of that same article. The
three subheadings under ‘‘The Year of the
Bull’’ are, quite obviously, out of order. If
you examine the column ‘% Change’’ we
think you'll be able to separate ‘‘The Wall
Street Winners’’ from ‘‘Those Who Lost the
Most.”” We apologize to those companies as
well —Ed.

Teetering from amn appﬂnmw@m mbalamnce?

As DP Manager, you want to make your depart-
ment as productive as possible.
To design and implement new applications- while
reducing program maintenance costs.
And not be weighed down by project management
problems and a backlog of end user needs.
That’s why you need MAGNUM®, Tymshare’s
relational data base management system, for your DEC
TOPS-20 or VAX/VMS#* system.

MAGNUM gives your end users the convenience of using screens
. for accurate, data entry...the ease of producing ad hoc reports and
; accessmg data with a query language...the freedom from worry that

comes with error-checklng and updating capabilities...the facility to run both simple and complex programs.

And MAGNUM’s high-level procedure language increases programmer productivity—by cutting back on tedious
programming details.
To find out how to regain your balance, call MAGNUM Marketing at (408) 446-6255.

*VAX/VMS version available in early 1984.

TOPS-20, VAX, and DEC are of Digital i Ce
MAGNUM is a registered trademark of Tymshare, Inc.
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NETWORKING VS. NOTWORKING:

ANNOUNCING
THE NET RESULTS.

Linking micros to mainframes is one
of the most pressing problems facing
DP managers today. How do you bring
all the computers in your company
together so they can share information,
resources, programs, and access the
corporate data base without any loss
of securlty?

e RaRe Y

Networkmg is a nice concept but
it won’t work unless you have a system
that works.

SyFAnet™ (System For Access net-
work) is the network that works. The
only complete solution on the market,
ready to meet all your networking
needs now.

SyFAnet gives you everything you ever
wanted in a network: the ability to
link PCs together, multi-function work-
stations, industry-standard software,
global information access and unlimi-
ted expansion capabilities. All fully-
integrated, and built upon a foundation
of proven hardware and software.

- Picture a powerful processor for every
purpose—one for applications, another
for sharing resources. This special
architecture makes SyFAnet a more reli-
able network, with no single point of
failure. Every time you add a terminal,

you gain more power instead of losing it.
Our broadband bus offers more flexi-
bility. So you can add more users when-
ever and wherever you want.
By adding microprocessor-based
workstations and CP/M-86, SyFAnet
gives you more functionality, too.You

~can upgrade easﬂy without costly

5 because our software
remains the same at all levels.
And while you might get confused
by the flurry of message traffic in the

office, SyFAnet never does. Its unique
version of collision avoidance means'
data doesn’t get lost in the shuffle.
Because business doesn'’t stop at
borders anymore, SyFAnet was designed

- with the whole world in mind. SNA and

X.25 capabilities connect you to main-
frames and networks around the world.
SyFAnet. Ready to solve your net-
working problems today and tomorrow.
It’s the network that works.
For more information, write or
call today.

@/ \\ ComputerAutomatlon

Commercial Systems Division

1800 Jay Ell Drive/Richardson, TX 75081
(214) 783- 0993/ TLX: 4630023
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With all the clamor about personal computers,
a fundamental fact is often overlooked:
some simply work better than others.

Consider the COMPAQ Portable.

A computer will make you more
productive. A computer will
make you more efficient. You hear it
everywhere. But you don’t hear about
which computet actually works best.

A computer isn’t magic. It’s a tool.
And just like other tools, some com-
puters work better than others.

The COMPAQ™ Portable is a combi-
nation of 20th-century electronics and
19th-century pragmatism. It simply does
personal computing better. Here's why.

Works in more places

You don’t do all your thinking in one
place. Why have a computer that stays
in one place?

The COMPAQ Portable has all the
capabilities of a large desktop com-
puter. But now those capabilities can
go where you go.

You can move it from office to office
to share its resources. You can move
it into the conference room to answer

questions when and where they come up.

With the COMPAQ Portable, you
can be as productive in your hotel
room or your lake house as in your own
office. It’s a reliable companion on a
business trip. It’s a powerful sales aid in
your customer’ office.

What’s more productive than a com-
puter? A computer that works for you
in more places.

Works with the
greatest number
of programs

The most important
consideration when
you choose a computer
is “what programs will
it run?” And that’s one
more reason for choosing
the COMPAQ Portable.
The COMPAQ Porta-

ble runs more programs

The COMPAQ Portable was
designed to fit under a stand-
ard airline seat so you can take
it on business trips.

e ———

The unique alu-
L minum frame of the
e COMPAQ Portable has cross-

members that strengthen it front-to-
back, side-to-side, and top-to-bottom. It’s a
design practice commonly used in race cars.

than any other portable. In fact, it runs
more than most non-portables. That's
because it runs all the popular pro-
grams written for the IBM® Personal
Computer. There are hundreds of
them. They are available in computer
stores all over the country, and they
run without any modification, right off
the shelf.

Imagine the power of a portable word
processor. There are dozens of different
word processing programs available for
the COMPAQ Portable.

Planning, problem-solving, and
“what-ifs” are a cinch with a variety of
popular electronic spreadsheet pro-
grams. The COMPAQ) Portable runs
them all.

There are accounting programs for

anything from computerizing your

family budget to full-scale
professional management
of payables, receivables,
inventory, and
payroll for your
company. '

There are pro-
grams for making
charts and programs for
communicating with.
other computers. Or if
you want something
really specialized, there
are even program lan-
guages for writing your
own programs.

So, you get portabil-
ity and you don’t give

up problem-solving power. The combi-

= nation adds up to the most useful per-
+ sonal computer on the market today.

Works better because
it’s easy to read

The display screen of the COMPAQ
Portable measures nine inches diago-
nally. It shows a full “page width” of 80
characters on a line so tasks like word
processing are easier. And those char-
acters are big enough to read even if
you'te leaning back in your chair.

The display shows both high-resolution
graphics and
easy-to-read,
upper- and
lowercase
characters.
One screen

There are hundreds ™
of useful programs for the
COMPAQ Portable because it runs

all the popular programs written for the IBM.

for all the information. With some
personal computers, including the
IBM, you can have either the graphics
or the legible characters, but you can’t
have both unless you buy two different
displays. ‘
Incidentally, computer prices are
often quoted without a display. The dis-
play of the COMPAQ Portable is built

in, of course.

Add-on options make it work
the way you work
Inside the COMPAQ Portable are three

open slots. Electronic devices called ex-
pansion boards fit those slots and give

~ the COMPAQ Portable new powers.




Just like the programs, expansion
boards designed for the IBM work with
the COMPAQ Portable, so there are
dozens available right now. With them,
you can make your personal computer
more personal.

Want to check a stock price? Or look
up something in The New York Times
Information Service? One expansion
board enables the COMPAQ Portable
to handle those communications over
ordinary phone lines.

Want to use your company’s central
computer files while you're on a
trip? There are boards that allow the
COMPAQ Portable to communicate
with a variety of large mainframe
computers.

Other boards let you hook up con-
trollers for computer games or increase
memory capacity. Still others let you
connect personal computers in a net-
work so several people in your office
can share the same information.

Insi
&~ COMPAQ Por-
&> table are three slots

for optional electronics
" .that can add new capabili-
ties. Most portables have none.

" Works better because
it’s tough enough for the road

Portable doesn’t just mean smaller. Por-
table means tough, too.

The COMPAQ Portable was built to
withstand the hard knocks of constant
travel. An aluminum frame within the
case completely surrounds the com-
puter’s working components. Each disk
drive is mounted in rubber shock ab-
sorbers instead of being bolted directly
to the frame.

To test internal components, the
COMPAQ Portable was subjected to
‘impacts of 40 G’s while running a pro-
gram. After impacts on each side, there
was nointernal damage and the pro-
gram was still running, Without error.

Computers are for getting rid of wor-
ries, not giving you new ones.

Designed to help you
work better, too

The COMPAQ Portable was designed
to feel good.

Specifications

Software

O Runs all the popular programs
written for the IBM PC

Memory

[0 128K bytes RAM

O Expandable to 640K bytes

Storage

[J One 320K-byte minifloppy disk
drive, second drive optional

Display

O 9-inch (diagonal) monochrome
screen

[3 25 lines by 80 characters

O Upper- and lowercase, high-
resolution text characters

0O High-resolution graphics

Expansion board slots

O Three IBM PC-compatible slots

Interfaces

O Parallel printer interface

(0 RGB color monitor interface

O Composite video monitor interface

O TV RF modulator interface

O Communications interface
optional

Physical specifications

0 Totally self-contained and
portable

0O 20"W x 81/2"H x 16"D

The keyboard is detached so it can fit
into your most comfortable working
position.

The keyboard cable remains con-
nected at all times. So you don’t have
to unpack it and hook it up every time
you use your computer.

Because the display is built in, the
COMPAQ Portable makes a neat,

TR
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small package on your desk, instead of

a big obstacle you have to talk around.
The built-in display also avoids the usual
cable clutter because there’s no need
for separate cables for the display.

The COMPAQ Portable even has an
electronically synthesized sound to cre-
ate the familiar keyclick of a typewriter.
With a simple keyboard command you
can adjust the volume to suit the level
of background noise in your office.

The added usefulness
is free

The COMPAQ Portable can do what
desktop computers do and do it in more
places. But it doesn’t cost any more
than an ordinary desktop.

In fact, it costs hundreds less than a
comparably equipped IBM or Apple®
III. The COMPAQ Portable comes
standard with one disk drive and 128K
bytes of memory, both of which are
usually extra-cost options. A second
disk drive and additional memory are
available to make your COMPAQ
Portable even more powerful.

The bottom line is this—you just
can’t buy a more practical, useful, pro-
ductive computer. Before you decide
on a computer, you owe it to yourself

to compare the COMPAQ Portable.

For the location of the Authorized

Dealer nearest you, call 1-800-
231-9966.

©1983 COMPAQ Computer Corporation

COMPAQ™ is a trademark of COMPAQ Computer Corporation.
IBM® is a registered trademark of International Business Machines
Corporation.

Apple® is a registered trademark of Apple Computer Inc.
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John L. Kirkley, Editor

EDITORIAL

ILLUSTRATION BY DORIS ETTLINGER

ARE YOU UNDERPAID
AND OVERWORKED?

The dp manager’s dilemma:
not enough hours in the day,
not enough money in the pay-
check.

“but there are valid reasons why today’s top dp managers and directors of

There are a couple of questions we never ask when we conduct our annual
salary survey. One is ‘‘Are you being paid enough, given the responsibili-
ties of your job?’; the other is ‘‘Are you being paid too much?”’

To the first question we’d probably hear a chorus of hearty ‘‘nos
but we doubt we’d find anyone who admits to being overpaid; that’s not
the way the world works.

As you can see by this year’s survey (p. 82), how much the dp pro-
fessional is paid depends on a variety of factors, including geography, spe-
cific industry, bonus structures, perks, and the like. Vice presidents of dp
had an average base salary of just over $50,000; as you might expect, those
in large shops in big urban areas like New York command considerably
more.

23

Now, $50 thousand to $70 thousand a year is nothing to. sneeze at,

MIS may feel themselves underpaid and overworked.

As we all know, most corporate raises tend to be proffered in stair-
step progression—an annual percentage jump in the teens when inflation is
high and the economy is hot, or, as was the case last year, more modest
percentages when times are tough. But, generally speaking, unless you
make a very fortuitous job change, the upward salary progression remains
fairly steady and not too exciting.

The trouble is, many of you are suddenly experiencing a change .in
the nature of your work that is not only exciting but highly demandmg as
well.

- For the first time since the beginning of business data processing in
the late ’50s, your role has made a major shift. With the advent of micros,
the merging of computers and communications, increasing computer literacy
coupled with a growing demand for access to information processing capa-
bilities by every user department, the growth of information centers, and a
continuing technological explosion, the demands of your job have changed
and_increased dramatically.

The old technical skills are no longer at a premium (although you
still have to have them). No longer are you the elite high priest working
with strange machines and speaking some arcane language, totally in control
of your glass-enclosed electronic showcase.

Now you are being asked to be the creator of a corporate informa-
tion environment, a complex mixture of computing and communications
where the applications are being transferred out of the dp shop to the end
users. You are being called upon to exhibit a great variety of people skills
and to be a part of the corporate business environment. You are now a part
of top management and you must look and act the part.

Are you being paid enough? You might-ask what the top financial
officer or the top strategic planning executive is being paid in your com-
pany. You might compare your compensation with that of the top marketing
or human resources executives. If indeed your department is being used as
it should—as a key contributor to your company’s business strategy—your
paycheck and perks should reflect that contribution.

A great deal depends upon you—how you structure your job in the
face of these demands. If you see your role as strictly the keeper of the
corporate database and a cruncher of numbers—if your chosen lot in life is
to be down in the basement shoveling coal into a 360—then our second
question, are you overpaid, is not so ridiculous. You probably are.

But if you are an enthusiastic and key part of the information revo-:
lution, we have a suggestion. It’s September and budget time again. We
recommend that you pencil in a sizable raise for yourself. After all, you de-
serve it. 3*
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THEOPM
SCANDAL
UNMASKED

Investigators sifting through
the computer leasing scandal
have advice for dp managers.
by Hesh Wiener '

A salesman calls on the telephone, offermg
the computer lease of the century and citing
references from American Express, Ameri-
can Telephone & Telegraph and half a doz-
enother blue chip companies. For the first
three years of the lease on a 4341 from IBM,

he says, the monthly payments will be less -

than your mortgage. If you decide to keep
the machine for the full nine years of the
contract, he adds, the payments will mod-
estly increase. If you don’t like the ma-
chine, the deal, or the color of his shirt after
afew years, he promises, ‘‘there won tbea
problem. We’ll take out the computer and
you’ll owe nothing for the rémainder of the
leasé term because we have others who
would sublease the machine.’

Before grabbing your fountain pen
to sign the deal, remember the sad fate of
dozens of -data processing managers who
were badly burned from similar arrange-
ments when 0.P.M. Leasing Services Inc.
went bankrupt in March 1981 (April 1981,
Benchmarks, p. 112). After two years of
sifting through documents, some with sig-

| natures forged over a glass coffee table with

the aid of a flashlight, investigators and oth-
ers familiar with the case now offer-advice

. on what to look for to avoid fraud or the
myriad mistakes that cost companies like .

American Express more than $50 million:
While the publicity, lawsuits, and
judgments surrounding the 0.P.M. collapse
did a lot to sharpen hindsight, data process-
ing department managers may need more
help to improve their foresight. “‘I’ll bet
there are lots of users signing subleases
right now that are just plain nutty deals,’’
claims Tom Mattin, president of Computer
Financial Inc. of Hackensack, N.J., a
computer leasing company.

Overall, the investigators say _that
dp managers should keep four things in
mind to avoid falling into the trap that
0.P.M. set for the cream of American corpo-
rations. First, use common sense when
dealing with. a computer leasing - com-
pany—recognize that just because some-
thing is cheap does not mean that it is a
bargain. Second, insist on reviewing the
audited and certified financial statements of
the leasing company. Third, contact a credit
ratings service, or have the corporate credit

. department do a thorough investigation.

And fourth, if a sublease is arranged to take
a capacity-limited system off your hands,
file the appropriate documents to retain
your rights to the new lessee’s payments
and the old machine.

. To understand what not to do, some
background on 0.P.M. and its major players
is required. Mordecai Weissman and his
brother-in-law Myron Goodman started
0.P.M. in 1970 to lease equipment as diverse
as photocopiers and chicken fryers in the
New York City area. Clients might have
been forewarned by the name of the com-
pany, if they’d known the initials stood for
the phrase *‘other people s money.’’ But by
1974 the Brooklyn pair ‘appeared widely
successful ‘and decided to diversify—to
lease mainframes, minis, and peripherals.
American Express AT&T, Merrill Lynch,
Rockwell International, and dozens of other
respected corporations were customers
drawn into the 0.P.M. web.

0.P.M. wrote leases that permitted
users to return their computers earlier than -
at the end of what was typically a seven- to
nme-year lease term; these leases are called
“‘walks’” because the user was said to be
able to walk away from a deal. 0.P.M. prom-
ised clients that it would find another user
for ‘any computer that was returned, and
that the second user’s payments would ful-
fill the obligations of the initial user.

0.P.M.’s collapse began when the
second lessee paid a lower rate than Good-
man and Weissman expected, because of
declining .market conditions.- Under the

Some users couldn’t walk =
fast enough or far enough to-
avoid paying for machines no
longer on the premises.

terms -of the original lease, 0.P.M. was re-
sponsible for. making up the difference.in
payments owed to the banks or other credi-
tors, but after the March 11, 1981, bank-
ruptcy, the original lessee was presented
with the bill. Users who had expected to
“walk away’’ from a lease for returned
equipment learned that they couldn’t, and
some users who had walked in the past
could not walk fast enough or far enough to
avoid paying for machmes no longer on
their premises.

v Indeed, there were few second les-
sees for the hundreds of computers leased
by 0.P.M., which paid enough rent to cover
the original lease payments over the seven
years it was_ in business. According to
James P. Hassett, the court appointed bank-
ruptcy trustee responsible for unraveling
the financial transactions that led to bank-
ruptcy and lawsuits, 0.P.M. was never sol-
vent. O.P.M.’s cash flow was maintained
through a combination of a rising tide of
clients and bank loans, obtained with
forged computer leases as 0.P.M.’s collater-
al. Essentially, 0.P.M. organized and carried
off a pyramid scheme using computers as
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ILLUSTRATION BY SHELDON J. GREENBERG

the commodity and big companies, not in-
nocent investors, as its victims.

How did the 0.P.M. scam work? One
way was by forging a signed computer lease
in the name of a major company and selling
the agreements or forgeries in the financial
markets like a bond or debt instrument; a
bank, insurance company, or other investor
expected a good return on the investment
from the monthly payments. ’ ,

Other, equally fraudulent, means
were used to bilk financiers out of $200
million or so, some of which was paid back
before 0.P.M. collapsed. The 0.P.M. frauds
succeeded because not one investor
checked the authenticity of the leases. In-
stead, each relied on the assumed diligence
of others and the simple fact that billions of

dollars in similar paper, nearly all of it
good, is brokered in the financial system
every year without anyone getting hurt.

The finances and reputations of doz-

ens of people and institutions such as Leh-

man Bros. Kuhn Loeb Inc. were hurt by

0.P.M. Now the banks seem to be a lot more
careful, but dp managers are still taking
chances. That, at least, is the view of James
Hassett, the 0.P.M. trustee and veteran of
other computer company liquidations. Has-
sett is considered an expert on the leasing
business—his appointment as 0.P.M. trustee
was recommended by the Computer Deal-
ers and Leasors Association.

““The banks learned to check with
the lessee to confirm that equipment de-
scribed in a lease exists,”” Hassett says.

“When 0.P.M. was rolling, they had just
been taking the papers and issuing checks
on it. Now, many banks actually go out and
see that the physical product leased is there.
A bank officer visits the users and checks
the serial numbers on equipment to ascer-
tain whether it matches those on a lease.

““That protects the banks,’”” Hassett
continues. ‘‘They are basically interested in
protecting themselves. You might say that
the user is protected because the banks
would catch the kind of fraud that hurt
Rockwell International, whose name ap-
peared on forged leases, and which, for a
variety of reasons, sustained considerable
costs as a result.”’ , '

There are quite a few lessons for
users, and according to Hassett, those users
who were hurt by the 0.P.M. collapse did
learn them: At least they say they did. As
for others, that remains to be seen.

" Before signing a lease that appears

to be a bargain, a corporate dp manager

It looks like a free lunch, but
the bill comes two years later.

ought to think about the way it looks from
the lessor’s position. If the deal might cost
the lessor a bundle, Joe Mainframe should
assume the lessor is making similar deals
with other dp departments and will soon be
insolvent. If the lessor’s insolvency won’t
affect the user, it may not be the user’s
problem. But when lessors have bombed
out in recent years, this has not been the
case. : _

“‘If a deal comes in,”” says Hassett,
“‘that ‘is 'so good it is unbelieveable—and
0.P.M.’s deals were like this—maybe it is
unbelievable. The user has to ask himself
how the leasing company can make that
kind of offer. Then, if it does make eco-
nomic sense, the user has to take the neces-
sary stepsto investigate whether the leasing
company is capable of delivering what it
promises.”’ }

Many users have changed their atti-
tudes, according to Kenneth N. Pontikes,
chief executive of Comdisco Inc., the Chi-
cago company that has grown to be the big-
gest factor in computer leasing and remar-
keting, with 1982 revenues of $447 million.
*‘Quite a few customers have learned to
look critically at a deal. They have found
that a user can be offered a free lunch, only
to be presented with a bill for it two years
later.”’ o

By this, Pontikes means that time
bombs are ticking away—problems in com-
puter financing may take some time to ma-
terialize. The problems may stem from the
practices of the leasing company or from
unforeseen circumstances, but they may
also be the result of an unrealistic attitude
on the part of the user.

A number of data processing man-
agers are ‘‘simply trying to sign the cheap-
est lease as measured by the monthly pay-
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ments and without regard to the total impact
the lease can have on budgets under differ-
ent circumstances,”’ says Martin of Com-
puter Financial. ‘‘A leasing company that
makes too many unprofitable deals will
eventually fail, and this can hurt a lot of
users.”’ ‘

It’s one thing to seek a low bidder,
and another thing to grab a complex ar-
rangement that may turn out to be based on
fanciful representations. Some of the
schemes that backfired in recent years in-
volved a combination of a user’s agreeing
to a big payment spread over seven or nine
years and a leasing company’s promise to
cover part of the user’s future payments.
The two obligations are, from a legal stand-
point, unrelated, and each may be separate-
ly enforceable. »

‘‘Here’s an example of what can go
wrong,”” Jim Hassett says, recalling the
horrors in the 0.P.M. file. *‘American Ex-
press signed a number of leases in which the
full term was anywhere from 72 to 108
months. Amex was on the hook.to the bank
under the terms of the lease no matter what

0.P.M. did—it had to pay for the equipment
whether it was using it or not. 0.P.M. was
supposed to pay the banks for American
Express’s rent if it took back a leased com-
puter, but when 0.p.M. went under, Ameri-
can Express found itself exposed to the tune
of millions and millions of dollars. While
0.P.M. had an obligation to American Ex-
press, it had nothing to do with the obliga-
tion of American Express to the banks that
were assigned the lease payment stream.

‘] imagine many users are not
cautious about this.”

The banks loaned money on American Ex-
press’s credit and, in a sense, didn’t care if
O.P.M. went away because American Ex-
press had to pay no matter what.

“‘None of the many users caught in
such circumstances had ever gotten finan-
cial statements from 0.p.M., with the excep-
tion of Rockwell International,’’ says Has-
sett. ‘““And the statements Rockwell got
turned out to be forged.”’

In any event, obtaining a lessor’s

“Thank you, sir, and here’s your decal.”

financials should be standard operating pro-
cedure. ‘‘A user must be extremely careful
in looking at a lessor’s financial state-
ment,’’” warns Pontikes of Comdisco. ‘‘He
has to find out the real net worth of the
company, after taking things out of the bal-
ance sheet assets like good will and antici-
pated residual equipment values.”” As a
publicly held company, Comdisco includes
assets and liabilities in its annual report.
Other lessors, private as well as public, also
produce financial statements for their cus-
tomers to examine. While the reports are
not comparable—leasing companies do not
have identical report formats—it is possible
to examine a lessor’s representations to as-
sess the ability of the lessor to make good
on promises.

Further complicating a data pro-
cessing department manager’s life is the
sublease concept. If a user buys a new com-
puter to replace a leased 4341 that is at the
limits of its capacity, the leasing company

could try to sublease the old unit. Dp man- -

agers should remember that subleased
equipment is technically the original les-
see’s property that is out on loan. There-
fore, the sublease agreement must be treat-
ed as if it were a loan, and the borrower
must be credit worthy.” To protect the
“‘owner,”’ the sublease should include re-
possession provisions—if that asset is not
paid for, and if the initial user has to make
good on a loan used to finance it in the first
place, the default of the new lessee will ot
affect the initial lessee’s promise.

““If a user is allowing its credit to be
used to the extent of tens of millions of
dollars—as 0.P.M.’s big customers did
when they accepted a sublease from 0.P.M.
while their primary lease was running and
enforceable—that user has to know whether
the leasing company can meet its obliga-
tions,”’ explains trustee Hassett. ‘‘Because
when the user is bought out of a lease he is
extending credit to the buyer unless he gets
a lump sum payment. If you're extending
credit, act like it. Go to your credit people.
Find out if the sublessee is good for the
money.

““Users who got hit by 0.p.M. are
now very careful about this. 1 don’t have
any way of knowing whether others have
become equally cautious. I imagine that
some have, and that many have not.”

In real life, computer leasing ar-
rangements can be as convoluted as the ré-
sumés of certain professional sports team
managers. A computer may have two or
three subleases layered on top of its title.
The actual user, and everyone who used the

machine in the past, have to be aware of the -

liabilities if any one part of the chain is
broken. The first lessee will be responsible
for repaying the loans used to purchase the
machine, not the folks actually using the
machine. )

‘“To minimize risks,”’ Hassett sug-
gests, ‘‘the user who is subleasing a com-
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Imagine. 3270 Processing. IBM-Compatible Personal Computing.
Local Area Networking. And SNA Compatibility. In One System.

Imagme a system that successfully settles the before
now uncharted territory of 3270 local networking—that
“no man’s LAN” of unlinked and, thus, unrealized .
potential.

Imagine a system that delivers the power of 3270
processing, and the flexibility to build two local area
networks from a single controller. Imagine being able to
attach up to 120 devices to that controller. Or attaching



—
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REMOTE SNA

four distinct controllers—and multiple coaxial links of up
to 10,000 feet each—to any of those LANSs.

Imagine the economies of a system that handles that
networking with standard 3270 coax. That requires no
commitment to special architectures or non-standard
LAN technologies. And that, thanks to'a multi-drop,
station-to-station design, can eliminate thousands of feet
of new coax.

Of course, such a system would have SNA compati-
bility. But it would also have a set of capabilities to
dramatically increase efficiency and throughput, while
reducing hardware configuration and support cost in any
environment. Capabilities like multi-host and multi-
personality support, application and address switching,
session swapping and system printing.

‘This system would have an IBM-compatible personal
computing option “built into” the network, not “bolted
on” at the workstation—an option that would let you
assign true 16-bit computing power, maintain overall
MIS control, and share expensive resources, like hard
disks and letter-quality printers.

Such a system would offer a full range of printers,
including matrix, correspondence, and high-volume,
high-speed models—all designed for maximum efficiency

“LANmark is a trademark of The Braegen Corporation.
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and convenience. And it would boast an intelligent
display station that displays more than just data, but a
mastery of ergonomic and aesthetic design as well. With
multi-screen formats, anti-glare screen, low-profile
keyboard, and a tilt-and-swivel pedestal that gives the

. station the smallest footprint in the industry.

Imagine. 3270 processing. IBM-compatible personal
computing. Versatile, economical, powerful local area
networking. In one system.

Braegen has imagined just such a system. They have
designed it. Built it. And given it a name reflective of the
landmark accomplishment it most certaml)I< is—the in
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";i// System.
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The Braegen Corporation
525 Los Coches Street
Milpitas, CA 95035
(408) 945-1900
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It finds records in a flash-
even if there are tens of thousands of them.

DBMS-1 from 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, —— e e = == = -
as in typing "Budl” to get “Budlong- Send to _ 1
strovitz: Or retrieval based on a num- | C p p I
erical rating, such as your highest I om ucor |
volume salesman.This information " 2211 Michigan Avenue,
can be merged into a document, such | Santa Monica, CA 90404. |
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in practically any format you wish. = DBMS-1. Send information right
And it's as easy to use as word proc- | away. |
essing itself. I i
These capabilities make DBMS-1
a powerful tool in preparing many |
different types of documents, such | |
|
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|
I
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| Name

as sales reports, personnel files, price I
lists and inventory lists. And DBMS-1

I Company Name

can be used on OmegaNet.” Compu-
corp’s own local area network. | Sreer s
For more information: :

1-800-556-1234 (Ext. 28) : o ST

or in California:
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pute—who has, in effect, become a les-
sor—must get access to the payment stream
coming from the ultimate lessee. Alterna-
tively, the user may decide that a big leas-
ing company that arranged the sublease is
good . for the money—some are very
strong—and that it is prudent to extend
credit. But it is better to get the right pay-
ments, determine where the subleased ma-
chine is going, and file a Uniform Commer-
cial Code statement that secures an interest
in the computer.”” Basically, this protects
the first lessor the same way a mechanic’s
lien protects a plumber from deadbeat cus-
tomers.

*‘If a leasing company is in the mid- |
dle, the user has to get financial state-
> Hassett continues, ‘‘and make
sure they are certified. Then, if something
goes bad and the financial statements turn
out to be no good, the user has recourse to
the accounting firm.”’ )

Things ought not get to that point.
Lessors can arrange transactions that do not
put their ability to pay in the middle of a
transaction, whether a primary lease or a
sublease. According to Tom Martin, of
Computer Financial, ‘‘A user who bases a
deal on the lessor’s ability to pay, knowing
little or nothing about the other transactions
the lessor is involved in at the same time, is
making a big mistake. It’s just as easy to
reach an agreement that puts the lessee in a
secure position. If a machine is the user’s
asset; and a lease obligation the user’s debt,
the user has to treat them both that way.”’

There is one way a user can get an
upgrade before his lease is concluded that
works in some circumstances, according to
Pontikes of Comdisco. ‘‘The user may ar-
range to get his next machine’s lease writ-
ten as an offset,’’ he says. ‘‘That s, the user
pays only the difference between what
would be the separate rental on the machine
coming and the payment on the one going
out. This can’t always be done, but in many
circumstances a leasing company can work
it out.” - ‘

Users should check such a deal care-
fully to ascertain what happens if the leas-
ing company cannot pay for the sublease on
a machine that has been removed. ‘‘A user -
can ask for, and get, a letter of credit that
covers the obligation of the leasing com-
pany,”’ according to Pontikes. And lump
sum payments on the takeout can be gotten,
too, under certain circumstances.

Despite the possiblity of some risks,
there are times when the user will do best
subletting a machine to a lessor. It’s impor-
tant to look at the risks before signing a
contract, however. And to make sure to see
if the same results could be obtained with-
out taking chances. .

Hesh Wiener is president of Technol-
ogy News of America Co., a comput-
er newsletter and news service pub-
lisher in New York City.
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THE GRAPHICS
STANDARD

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

GRAPHICS DESKTOP
PRODUCTS

TE

Each offers

outstanding 60 Hz non-

interlaced displays and

rapid 16-bit graphic pro-
cessing speeds.

As simulated, Tek's 60 Hz
refresh rate and bright phos-
phors resutt 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.

you can add Tek’s com-
pact, plug-compatible
4695 Color Graphics
Copier. With a palette of
up to 125 shades, the 4695
lets you reproduce graphic
and alphanumeric displays
on report-size paper or
transparency film 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

VT100 text editing an_d : 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 unitsand  year on-site Graphics 8 16 16
priced from $3995 warranty. Tek _ Alphanumeric 8 8 8

- complete. Warranty-Plus  Palette 64 64 4.096

Tek's new 4100 Series extends this  Resolution 480x360 640x480 640x480

desktop terminals answer coverage tWO  segment Memory 128K Bytes 256K Bytes
a range of resolution, additional —  prcg $3,995 $6,950 $9,950
screen size, color palette years at mini- - o 195 $295 $395
and local intelligence mal cost. »
needs. All three feature For less than $1,600, provides up to 886K RAM

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
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: 1831218328

Canada

Tektronix Canada Inc.
PO. Box 6500

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

IN PERSPECTIVE

MICRO
LEARNING
CURVES

Companies are beginning to
demand in-place computer
literacy now for their middle
managers and top executives.
by Edith Myers

The invasion of corporate America by
microcomputers is spawning a new busi-
ness that, if it ever defines itself, promises
to become extremely lucrative.

It is the business of training busi-
ness’s top and middle managers to use’their
new toys. A three-year-old company in the
field, Micro Courseware Corp. of San Fran-
cisco, is projecting sales of $5 million in
1984 and $100 million by 1989. Another,
two-year-old American Training Interna-
tional Inc., Manhattan Beach, Calif., has
been profitable each month since it opened
its doors, according to its owners.

Deltak Inc., Naperville, Ill., which

claims to be the largest organization in the ~

dp training arena with $75 million in annual
revenues, liked the looks of the micro train-
ing arca so much that last February it started
a separate facility to address the market.
Educators approaching the comput-
er literacy problem at levels from elemen-
tary school through college predict that
computer training will someday be a job
requirement for most responsible positions.
From executive suites comes the cry, *‘But
what about now?”’ There seems to be a
~swelling need for almost instant computer
- proficiency-and big business is seeking it
any way it can.

- National Training Systems, a Santa
Monica, Calif., company that has been of-
fering business training since 1974 and for
the last two years has been conducting ex-
ecutive computer workshops, last month
offered a one-day personal computer
awareness seminar it calls Micro Ease con-
current with the 1BM Personal Computer
Fair in San Francisco. *“When the sign-ups
came in,”” said Lisa Gilmour, an executive
assistant at National, ‘‘they all came with
company checks.”’ '

JoelRakow, executive vice president
of American Training International said,
““Younever know who’s buying.’’ His com-
pany accepts mail orders for its line of inter-

-active computer-based training products for

micros, among otheravenues of distribution.
Through the mail, in fact, ATI received an
open purchase order for 5,000 training sys-
tems from General Motors.

ATI in June assigned to Advanced
Systems Inc. of Chicago exclusive rights to
market its training software to Fortune
1,000 companies and the government.

Rakow said- ATI’s programs cover
virtually every best-selling micro software
package on the market and operate on virtu-
ally every microcomputer using the IBM
P.C./DOS, Apple DOS, CP/M-80, CP/M-86, or
MS/DOS operating systems.

He said large end users utilizing ATI
products to train employees in various hard-
ware and software packages include Xerox,
Northrop, Hughes Aircraft, Transamerica
Corp., United Technologies Corp., Procter
& Gamble, Security Pacific National Bank,
Coopers and Lybrand, Boeing Computer
Services Co., and Harvard University Busi-
ness School.

Rakow, whose background is in
training rather than computers, founded ATI
with its president, Francis Gaskins I1I. The
two met four years ago when both were
working with Toshiba, Rakow developing
sales training and Gaskins evaluating soft-
ware packages. Rakow believes firmly that
a knowledge of instructional technology is

“When the sign-ups came in,
they all came with company
checks.”

essential to the development of all training
tools. ‘*A person with this knowledge then
works with a subject matter expert.

*“An intelligent professional doesn’t
want to know anything about a computer.
We teach him what it and the software does
and what to look for when it’s doing it,”’ he
said.

Of the interactive tutorials ATI has
for specific software packages, Rakow said
the most popular are for MicroPro Interna-
tional’s Wordstar and Ashton Tate’s dBase
11, followed by ‘‘all the Calcs.”’

Harvard Business School professor
Jim Cash selected ATI’s VisiCalc interactive
tutorial for students in the school’s PMD
(Program for Management Development)

next spring. He surveyed PMD participants

to determine the kinds of pressures they
were under to become fully informed on
information systems, particularly personal
computers.

““They told me they had had role
models, senior executives who were ad-
verse to technology and management sci-
ence methods. Now they’re seeing new
people coming into their companies who
are competent in both. They feel pressured
to get their [own] learning curves up.”’ The
PMD program runs 13 weeks for managers
with 10 to 15 years of experience. Cash has
written a book he will introduce into the
program in the spring which covers both
management science methods and personal
computer technology. Each copy will come
with a floppy disk containing ATI’s Visi-
Calc training program.
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He emphasized that PMD partici-
pants have been using personal computers
for a year now in the areas of finance and
accounting. They have had one 1BM p.C. for
every two students but next year that ratio
will be one to one. o

Another HBS program, AMP (Ad-
vanced Management Program), has had an
information science study as an elective.
Cash anticipates doing for this program
what he is doing for PMD within a year.

Cash said he determined through his
survey that his students wanted interactive
tutorials to get their learning curves up as
opposed to audio or video cassettes. In his
case, he combined these with a book.

" Books in the area of microcomputer
education abound. Arthur Leuhrman,
founder of Computer Literacy, Berkeley,
Calif , is in the process of preparing a series
of self-study books on *‘‘computer literacy
for managers,”’ which he expects to have
complete within nine months. Their use
presumes access to a computer, as they are
assigned for a hands-on approach. Leuhr-
man said his initial materials will be geared
to the IBM P.C. and possibly Osborne ma-
chines.

_ He’s looking at integrated pack-
ages, particularly Lotus 1-2-3 and the Visi-
Corp family. He contemplates bringing in
outsiders to rework his materials for other
computers.

A variety of combinations of mate-
rial are available-for seekers of microcom-
puter literacy (see box). Deltak Microsys-
tems offers its most basic courses as a com-
bination of videotape (both three quarter
inch and half inch) and floppy disks. One of
these, ‘‘How to Get Started with the IBM
P.C.,”> covers such elementary aspects as
““how to take it out of the box and plug it
in,”” a spokeswoman said. The second basic
course is ‘‘How to Use Software with Your
IBM P.C."”" . )

All Deltak’s courses are geared for
the IBM P.C/XT and Compaq computers. The

“They told me they had had:
role models, senior executives
who were adverse to
technology and management
science methods.” .

basic courses use videotapes, while courses
in two other categories, productivity soft-
ware and operating systems and languages,
are strictly floppy disks and text. In the
productivity software category, in which 25
packages are to be available by year-end,
programs are called ‘“Teach Yourself’’ and
cover such topics as VisiCalc, Lotus [-2-3,
MultiPlan, and dBase II.

When Deltak Inc. spun off Deltak
Microsystems, it had several pC courses un-
der development. These remain in the par-

ent company’s rental catalogue. For the fu-
ture, the company sees itself turning all mi-
crocomputer course development over to
the new subsidiary that will handle pur-
chases only. ‘“We’ve learned that the mar-
ketplace is asking for courses that can be
purchased,”” the spokeswoman said.

She added that the PC courses in the
parent firm’s catalog will continue to be
available for rent and are more in depth than
those of the spin-off firm.

Bob Rutan, marketing director for
MicroCourseware Corp., which has been
doing custom training packages for three
years, said the company’s ‘‘Blue Chip I:
An Introduction to Micro Applications’’
will be ready for product distribution Oct. -
15. Introduced at pC ’83 in June in San
Francisco, it is geared at developing com-
puter literacy for the professional first-time
user. B

““It is being offered in a market so
new it is hard to define,’’ said Rutan. *‘Our
goal is to achieve in five years a 3% market
share of an estimated 50 million executives,
middle managers, business owners, and
new white collar workers. That’s a pretty
substantial market, ranging from $3 billion
to $35 billion.”’

He said industry figures for 1980
showed external data processing training
capturing nearly $2 billion. *‘Figures for
1990 are estimated at $25 billion—just. in
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the data processing field, not counting those
in general management or accounting posi-
tions who will be using the micro as a tool
to solve their general business problems.”’

Gilmour of National Training Sys-
tems, which offers combinations of training
materials and personal instruction, said her
firm will be completing its biggest execu-
tive training program to date, the training of
some 1,100 managers at United Technol-
ogies Corp., by the first of next year. The
program began in mid-1982 with managers
trained for three days each at a rate of no
more than 16 at a time. )

The UTtc workshops were for users

of IBMP.C.s and Context MBA software. Na-
tional is completing development of a two-
day, hands-on workshop for Lotus 1-2-3.
**We respond to the demands that come in

over the phone and the 1BM P.C. and Lotus

All Deltak’s courses are
geared for the IBM P.C/XT
and Compaq computers.

1-2-3 are what it’s all about right now,”
said Gilmour, adding, ‘‘but this could
change overnight if someone came out with
something better.’’ . :

National, which ‘recently merged

with Safeguard Business Systems, has am-
bitious expansion plans that include open-.
ing offices and training centers in Boston,
Chicago, Dallas, and San Francisco for
starters.

Gilmour extolls the use of an “*A-
B’’ switch in training novices. In a group, a
participant can elect to be tied into the in-
structor’s computer or go it alone simply by
changing a switch. *‘It allows an instructor
to work with a small group of people expe-
riencing problems while the rest go ahead at
their own pace.”” . .

- Another National touch she says is
popular is the use of a simulation game in
which students become movie producers
bidding on movie stars. This technique is
incorporated in both the three-day and the
two-day offering.

She said the one-day Micro Ease
workshop that debuted last month is strictly
an awareness seminar. ‘‘There’s no way a
novice can become proficient in one day.”

Peddling microcomputer literacy is
a growing market in which new entrants
and new approaches are proliferating.

Last month a small Irvine, Calif.,
training firm, Learning Source Inc., hired
Ernie Sobel away from Woodbury College,
a Los Angeles business college, to attack
this market. In early August, Sobel said his
program was still ‘‘in the embryonic
stage,”” but he’s expecting to have an offer-
ing ready ‘‘in a couple of months’’ that will
incorporate live instruction and will be
available on customer sites or at Learning
Source’s Irvine facility. ‘

MICRO
MEETS
VIDEO

Users can become computer
literates after five hours

of videotape instruction.

by Edward K. Yasaki

In the learning center at the Computerland
store in La Mesa, Calif., near San Diego,
customers are gaining hands-on training
and learning to use the Apple 11 and 1BM
Personal Computer while watching a video-
taped presentation.

““People are demanding training,
and with our limited resources we don’t
have to hire a full-time trainer,” says the
store’s John Ray. *‘We can use videotape
and the sales force on the floor to answer
any questions.”’

At a large California bank, too,
computer- support personnel view tapes,
which are said to provide ‘‘a convenient,
quick solution for people within the support
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these productivity improvements
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requirements that range from main-
frames to desktop computers.

This partnership is a key building block

Martin Marietta Corporation and Mathematica,
Inc., of Princeton, N.J., concluded a merger
that brings together Martin Marietta Data Sys-
tems’ decade of experience in information ser-
vices with the industry’s premier supplier of
systems software products.

Now Martin Marietta Data Systems is posi-
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software solutions to meet their information

management needs—whether they are buying -
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cations using systems software productivity
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. we are taking the
lead.

For more details, call us toll free at (800)
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Martin Marietta Data Systems, Marketing Ser-
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group who have had no exposure whatso-
ever to microcomputers.”’ .

’ The tapes are the product of what
formerly was a small television production
house in Mill Valley, Calif., now called
Kennen Publishing. Since the company’s
first tapes on the Apple Il were shipped in
September 1982, others on the Apple III,
the IBM P.C., and the Apple Ile have been
completed, the latter yet to be shipped. But
in the first 10 months, upwards of 3,500
instructional videotapes have been sold.

Also in wide usage is training soft-
ware packaged on three floppy disks by
Cdex Corp., Los Angeles, Calif. Its in-
structional program on the IBM P.C., for ex-
ample, covers on the first diskette key terms
and concepts, first contact with the ma-
chine, and system components. Disk 2 gets
into the 'use of DOS and BASIC and further
details of the system, and disk 3 covers
additional DOs features, other operating
systems, programming languages, and ap-
plications programs. It typically takes about
three hours to complete a course, says the
firm’s Gary Niedermier.

He figures about half of the com-
pany’s sales have been to large corporations
and the other half to small- and medium-
sized firms, through a network of dealers.
Niedermier won’t say how many of his
firm’s programs have been sold since the
first program on VisiCalc was shipped in
October ’82, but he figures on becoming a
$50 million to $60 million company within
five years. In addition to offering how-tos
on the Apple Il and 1BM P.C., the firm ‘is
scheduled to begin porting its product over
to the DEC Rainbow and the Ti Professional.

‘‘Basically, the first script, which
was the Apple II Plus, evolved out of our
frustration with trying to learn how to use
the computer from reading the manuals,”’
says Ed Dudkowski, one of the two princi-
pals at Kennen Publishing. *‘I was angry
that this machine consumed so much of my
time to learn how to use it.”’ Dudkowski,
who has been in electronics for most of his
life, felt there had to be a more efficient
way, perhaps through the use of video tech-
niques, which was his business. ‘‘Good,
solid instructional television techniques are
adaptable to any field,”” he adds.

Dudkowski and coprincipal Mari-
jane Lynch undertook the scriptwriting. Re-
writes were performed by writing experts
and technical consultants, and suggestions
were solicited from training personnel em-
ployed. at computer stores. When the script
was completed, shooting required upwards
of 15 days, followed by two to three weeks
of tape editing. Only when this was com-
pleted was the product tested on 30 people
who had never used ‘a computer before.
They were expected to learn the use and
operation of the computer after five hours
of viewing the tape, without assistance
from anyone to answer questions. This
same technique, including additional re-

viewing by instructors in personal comput-
ers at a local junior college, is still being
followed in the production of new tapes.
Dudkowski explains that ‘with the
Apple II and Ile, every buyer must open up
the cabinet and physically install a disk con-
troller board. This forces the buyer to look -
inside and see what makes up a computer.
““Early on in the tape, having them
open up and physically install the card and
the disk drive causes their feeling of intimi-
dation to go way down,’” he says. ‘“And so
the machine begins to become friendly,
even before they’ve turned it on.”” He wish-
es that was also required with the IBM P.C.

““In terms of an initial exposure,”’
says the bank consultant, ‘‘the tape assumes
that you’ve just received the personal com-
puter and it’s still in the box, which, of
course, is not the situation we have. But it
still gives someone who has had no expo-
sure whatsoever to a computer-a very good
overview, including how it all fits together.
And, indeed, some of our people [in the
support group] will be responsible for that
kind of installation.”’

He adds that “‘it teaches some gen-
eral concepts about the operating system,
some of the capabilities such as copying a
disk, a bit about what programming is, and
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just enough to give someone a sense of what
it is and to do a few practices.”’

The Kennen tapes, all.priced at
$69.50, $10 more than the Cdex software,
range in length from 105 minutes to 145
minutes, not counting time spent by the stu-
dent when the tape suggests a pause for
hands-on practice. At the northern Califor-
nia bank, the videotape recorder and color
tv are set.up next to the computer “‘so that
what [the students] see on the tape is exactly
what they see in front of them,’’ says a
spokesman. Students there are said to spend
amaximum of two and a half hours viewing
the tape, including all interaction with it.

In terms of the relative efficiency of
audio- and videotapes for training pur-
poses, Kennen’s Lynch, who has a back-
ground in instructional tv, says that it de-
pends on what you’re teaching and on the
individual. ‘‘People learn in all different
ways,”” she says. ‘‘Some people can sit
down with a technical manual and be just as
happy as a lark. Other people can listen [to
an audiotape] and imagine pictures in their
head and be O.K. Most people have a prob-
lem with that, though.’’ She thinks illustra-
tive material, cven flip charts with words,
work better than mere audiotapes.

I don’t say that videotape is the
end-all, by any means,’” Lynch adds. ‘‘But
with the videotape, when you’ve finished
that tape, you’ll be using the computer.”’
That’s not true of all introductory material
now available. ‘“You won’t be using the
computer, I guarantee you, after reading the
manual.”’

Users of these instructional pack-
ages tend to be, but are not restricted to,
business organizations. In a number of
cases, the Cdex sets have been purchased
by MiIS or dp departments and supplied to
end-user departments, says Niedermier.

cently released by the NRC, an operating
arm of the National Academies of Science
and Engineering and the Institute of Medi-
cine. The report states that while there is
‘‘no scientifically valid evidence’’ that use
of vdts will increase the risk of ocular dis-
eases or abnormalities or cause harm to the
visual system, workers can suffer ill effects
when using awkwardly placed screens.

The NRC also reviewed the existing
scientific literature on the biological effects
of vdt radiation and found' that levels of
radiation during normal operation are
“‘highly unlikely’’ to be hazardous.

The study was requested and funded

by the National Institute for Qccupational
Safety and Health (NIOSH), which has pre-
viously investigated complaints and poten-
tial health hazards from the use of vdts. It
took two years and $180,000 for the 12-
member NRC panel to produce the report.

NRC’s expert words are the latest.
But some people don’t think they are the
gfeatest Everyone knows they won’t be the
last in the continuing vdt debate.

““We find no scientifically valid evi-
dence that occupational use of vdts is asso-
ciated with increased risk of ocular diseases
or abnormalities, including cataracts,’” the
report’s executive summary says. ‘‘Existing

HEALTH AND SAFETY

VDTS
O.K. BUL..

The National Research Council
says the machines’ placement
in offices is more troublesome
than the crts themselves.

by Willie Schatz

The National Research Council has given
the controversial video display terminal
(vdt) a clean bill of health, determining that
the ubiquitous office device itself does not
give off harmful radiation, as'some critics
have complained.

But the manner in which many vdts
are installed in offices leaves much to be
desired, according to ‘‘Video Displays,
Work and Vision,”” a 236-page report re-
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knowledge makes such an association seem
quiteunlikely. Wefind noscientifically valid
evidence that the use of vdts per se causes
harm, in the sense of anatomical or physio-
loglcal damage, to the visual system.

* ““The symptoms of ocular discom-
fort and difficulty with vision reported by
some workers who use vdts appear to be
similar to symptoms reported by people
performing other near-visual tasks. Tempo-
rary changes in measure of visual function
reported to occur following vdt work appear

mance of near-visual tasks in non-vdt jobs.
Most features of vdt work tasks that may

to be similar to those observed after perfor-

contribute to discomfort of visual difficulty
are also found in various jobs not involving
vdts; however, poorly designed vdts, work-
stations, and work tasks often produce a
particularly problematic concatenation of
adverse features.”’

On the touchy subject of radiation
emissions, the executive summary was
equally emphatic. ‘A number of competent
studies have found that the levels of radi-
ation emitted by vdts are far below current
U.S. occupational radiation exposure stan-
dards and are generally much lower than the

ambient radiation emitted by natural and

human-made sources to which people are
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continuously exposed. We have not at-
tempted to evaluate the adequacy of exist-
ing standards, but our review of the scien-
tific literature on biological effects of radi-
ation emitted by vdts under conditions
of normal operation and under conditions of
malfunction or aging of the vdt are hlghly
unlikely to be hazardous.’

Though the panel’s expertise lay in
visual issues, it touched briefly on the ques-
tion of whether vdt radiation adversely af-
fects pregnancy, as many workers have al-
leged. The panel referred to two formal
studies as having determined that ‘‘vdt
work was judged unlikely to be a causal
factor,”” while acknowledging, however,
that the reports ‘‘have not been publicly
disseminated.”’

The panel’s verdict was not unani-
mous. Lawrence Stark, a professor of phys-
iological optics and engineering science at
the University of California, Berkeley, and
a professor of neuroopthalmology at Cal’s
Medical Center in San Francisco, wrote a
dissent in which he criticized the majority
for not seeing it as he saw it.

' ““The report does not provide ade-
quate guidance to a vdt user or his or her
physician regarding complaints -of ocular
discomfort and visual fatigue,”” Stark said
in the back of the book. “‘I believe that
many highly motivated vdt users suffer

“The report does not provide

adequate guidance to a vdt
user or his or her physician
regarding complaints of ocular
discomfort and visual fatigue,”
says one panel member. .

from ocular discomfort and visual fatigue
beyond that appropriate to a normal work
place.

‘I do not, however, dlsagree with
the body of the report or with the ‘Executive
Summary’ in any of the detailed findings; in
particular, I do not believe that radiation
damage or serious diseases such as cataracts
result from .vdt use. My dissent rests on
possible misinterpretation of the report with
its detailed, balanced ‘scientific’ outlook
and style, as supporting the status quo of no
standards or guidelines for vdt work places
and no clear concern with unacceptable lev-
els of ocular dlscomfort and visual fa-
tigue.”’

According to Stark, the committee
met three times in the first year, then not at
all in the second. He requested a meeting,
first verbally, then in writing, before the
release of the report. It never happened.

I wanted us to get together and
discuss some of the outstanding issues, the
state of the findings, and how the report
would be viewed by the public,”” Stark
said. ‘‘It was 18 months between our final
meeting and the issuance of the report. We
traded voluminous correspondence, but




You can count on 3M dlskettes Day after day

Just like the sun, you can rely on 3M diskettes every day. At 3M,
reliability is built into every diskette. We've been in the computer
media business for over 30 years. And we've never settled in.
We're constantly improving and perfecting our product line, from
computer tape and data cartridges to floppy disks.

3M diskettes are made at 3M. That way, we have complete control
over the entire manufacturing process. And you can have complete
confidence in the reliability of every 3M diskette you buy.

Look in the Yellow Pages under Computer Supplies and Parts for

-the 3M distributor nearest you. In Canada, write 3M Canada, Inc.,

London, Ontario. If it's worth remembering, it's worth 3M diskettes.

3M hears you...

CIRCLE 32 ON READER CARD




- Allover the world, one nam

Montreal London

FER R o

Santo Domingo Lima

p T

Caracas

Bonn

A little over a decade ago,
McCormack & Dodge was a one-
package software company in
Massachusetts. That one package,
however, was years ahead of its time.
And our company began to grow.
Today we're a world software leader.

Madrid - Kuala Lumpur

With more international offices than
some of the biggest international corpo-
rations. As for our software (now many
packages instead of one), it's still years
ahead of its time. While most software
companies are still talking about such
features as borderless query and

McCormack & Dodge Corporation, 1225 Worcester Road, Natick, MA 01760. Sales and



neans tomorrow’s software today:

Helsinki Singapore

Port-of-Spain New York ~Abidjan

Buenos Aires Harare Rome

Bogota Manila : Brussels Natick, Mass.

McCormacké&Dodge

___________________ =

interactive PC link, we routinely offer

r
ini (1 General Ledger [ Fixed Asset Accounting
them as TIﬂISh_ed prOdL.JCtS' ; : [ Payroll/Personnel [ Capital Project Analysis
There Sa W0r|d Of dlﬁerence be_ [ Accounts Payable [ Purchase Order Management

- tween today’s software tormorrow and : Mainframe and minicomputer systems.
tomorrow’s software today. Because | ( ) _ *
we offer the latter, there’s a world of I 800 343 0325 |
demand for McCormack & Dodge. 'L_________’___FE&@?E@ZB..
suppo& offices throughout North and South America, Europe, Asia, Australia and Africa. - ’Ibmorrow S SOftware tOday

CIRCLE 33 ON READER CARD



NEWS IN PERSPECTIVE

that’s not the same thing as meeting face to
face. I think the chairman [Edward Rinal-
* ducci, a professor of psychology at Georgia
Tech] was being a very cautious scientist.”’

Too cautious, according to another
critic.

‘“The Executive Summary is noth-
ing short of misleading,”” contends a
spokeswoman for 9 to 5, formally known as
the National Association of Working Wom-
en, and one of the most vocal critics of
alleged vdt hazards. The association says it
has received 3,032 calls in the last eight
weeks on its “‘vdt hot line.”” Leading the
complaint standings with 17% are eye prob-
lems.

““The summary acts as though it’s
reasonable to say there are no problems,”
the spokeswoman says. ‘‘But the report re-
flects the lack of consensus on whether or
not there are eye problems and what should
be done about them. They say they’re not
going to deal with radiation, then they go to
great lengths to advance the issue. That was
totally inappropriate. It has the effect of
setting policy. The real problem is that
there’s not enough research.”’

No argument there, even from the
majority. ‘‘No study we have reviewed has
been adequate in meeting the criteria for
adequacies of research design, theory, mea-
surement, and sampling,”’ the panel said.

‘“The relationship between the use of vdts

and well-being has yet to be studied in a
satisfactory, scientific manner.”’

That raises the question of whether
this distinguished scientific panel filled that
void. It did urge that the terms *‘visual fa-
tigue”’ and ‘‘eyestrain’’ be described as
“‘ocular discomfort, changes in visual per-
formance, and changes in oculomotor func-
tions.”” And it blamed eye problems (for
lack of a better scientific term) on the place-
ment of vdts in the office, rather than on the
machines themselves. In short, the fault,

‘IBM wouldn’t be spending
millions on electrolumi-
nescence if it thought vdts
were really 0.K.”

dear operators, lies not in the manufacturers
but in the bosses.

“‘Evidence suggests that job design
and task requirements can produce job-re-
lated physical symptoms and stress,’” the
summary said. *“Thus it is possible that dif-
ferences in reported symptoms between vdt
workers and non-vdt workers might be
more directly related to characteristics of
the work situation—i.e., the way in which
vdts are used—than to characteristics inher-
ent in vdts.

‘“The comfort, performance, levels
of stress, and job satisfaction of workers
who regularly use vdts have in many cases

been adversely affected by failure to apply
to jobs and equipment well-established
principles of good design and practice. We
strongly recommend that manufacturers
and users of vdt equipment draw upon
available scientific data in designing and
selecting vdt equipment and in designing
vdt-related work.”’

But until—or, more likely, if—that
blessed day arrives, workers will continue
to sit in front of their terminals. They will
continue to complain about eye problems.
Whether they will be heard remains to be
seen.

““We can’t be getting all these com-
plaints for nothing,’’ the 9 to 5 spokeswom-
an says. ‘‘What are we supposed to do,
think these people are imagining things? In
the long run this report will mean nothing
and be shown up for what it’s worth.”’

““There’s no doubt that vdt users
suffer increased severity and prevalence of
ocular discomfort beyond what is appropri-
ate for non-vdt workers,”” Stark says. ‘‘The
report says that, although you have to look
in the fine print to find it. The summary
certainly doesn’t say that. That part is a
whitewash for the status quo.

““The report should have said that
vdts are difficult to look at for a nine-to-five
day. Vdts just aren’t good machines. IBM
wouldn’t be spending millions on electrolu-
minescence if it thought vdts were really

Invite your

computer to meetings

with General Electric
Professional Large Screen
Video Projection

With General Electric’s exclusive system for bright, sharp
professional-quality pictures, up to 25 feet wide, General -
Electric Professional Large Screen Video Projectors are making
presentations more dramatic, more productive, and more
convenient. ‘

Whether videotape, live transmission, TV programming or data
direct from your computer, the pictures projected can be seen
by everyone in the room, all at once, even when room lighting is
provided so viewers can take notes and refer to written material.

The color projectors show every viewer the same accurate
color reproduction. An exclusive General Electric system
registers the colors for you, eliminating time-consuming manual
adjustments.

Portable and flexible, General Electric projectors are being
used in a great variety of applications, including both rear and
front projection. Ask our applications experts whether yours can
be added to the growing list. Call or write: General Electric
Company, Projection Display Products Operation, Electronics
Park 6-206, Syracuse, NY 13221. Phone: (315) 456-2152.
TWX710-541-0498.

GENERAL @B ELECTRIC
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COMPUTER AIDED DESIGN displayed by General Electnc pm]ector is viewed
by Engineering Society of Detroit.
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0.K.,”” Stark added.

““This report undercuts the credibil-
ity of people who sit in front of vdts and
then go home with their eyes bothering
them. I’m not a raving radical, even if I live
in Berkeley. Milton Friedman is my econo-
mist. But the people in 9 to 5 and the work-
ers who complain about eye problems have
a real, legitimate gripe.”’

They’ll continue to be heard. As
will everyone else.

WASHINGTON

GOVT.:
GETTING
SMART?

Computers could save the
federal government as much
as $21.8 billion over three
years, according to a privately
funded study.

by Willie Schatz
On paper, the President’s Private Sector
Survey on Cost Controls (PPSSCC to its
friends) Task Force on adp/oa doesn’t fig-
.ure to be more than another 214 pages on
the scrap heap of reports detailing the woes
of the government’s dp and information re-
sources management situation.

It’s all been said before. Adp inven-
tory is obsolete. Dp is mismanaged. OA is a
total mess. Government can’t get good help
anymore. Things have gone from bad to
worse and are going downhill from there.
After millions of pages in hundreds of GAO
reports, everything still remains the same.

But it may not after this epic. Why
should this report be different from all other
reports? For several reasons. First and fore-
most, it was written—and underwritten—
by the private sector. It didn’t cost the gov-
ernment a cent. Chairman of the group’s
executive committee, established after
President Reagan brought the PPSSCC into
being on June 30, 1982, is J. Peter Grace,
one of the country’s business
heavyweights. The adp/0A task force, one
of 36, was cochaired by William Agee of
Bendix, Joseph Alibrandi of Whittaker
Corp., and Donald Procknow of Western
Electric, not exactly a trio of lightweights.

Second, the report talks about sav-
ing money, $21.8 billion over three years,
to be exact—$11.2 billion is identified by
this task force and $10.6 billion identified
by other task forces. This windfall is con-
tingent upon the government acting on
PPSSCC’s advice, of course. That wasn’t
part of the original deal.

Third, the task force makes numer-

ous recommendations that seem bureau-
cratically feasible. They would surely cre-
ate some order out of the current chaos.
Making them was easy. Implementing them
will be another story.

*‘By itself this report won’t do any-
thing,”” admits project manager John Kerr.
At the time of the study, Kerr was President
of Whittaker-Medicus, a unit of Whittaker
Corp. Kerr is now president of Mediflex
Systems Corp., a software supplier to hos-
pitals.

“‘But I think this report will make a
difference,”’ Kerr says. ‘“The cumulative

effect of the GAO reports, the Carter reorga-

nization initiatives, and this administra-
tion’s reorganization efforts have gotten us
close to making something happen. And
Peter Grace is very good at hitting people

] think this report will make
a difference. Peter Grace is
very good at hitting people
over the head.”

over the head. This report should help in
getting these ideas implemented.”’

If those ideas come to fruition, there
will be a Federal Information Resources
Manager (FIRM) appointed by the President.
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This individual, ‘‘together with the network
of Information Resources Managers (IRMS)
in the agencies, the Office of Management
and Budget (oMB), and the General Ser-
vices Administration (GSA), will be respon-
sible for the critical task of upgrading and
expanding the use of adp/OA systems,”” the
task force suggests. (The group had no
comment on the irony of suggesting an ad-
ditional bureaucrat to an administration that
makes a habit of unemploying federal
workers.)

““The federal government is not ef-
fectively managing its information technol-
ogy resources and, therefore, missing out

on substantial potential cost savings,”’ the
task force writes. ‘‘The government has
failed to develop a coherent system for adp
planning and management. As a result, it
has not capitalized on the substantial oppor-
tunities for cost savings and effectiveness
improvement.”’

The task force puts the onus for this
time warp on OMB. It accuses OMB of spend-
ing too much time worrying about how
much information technology is going to
cost and not enough worrying about how
it’s being managed. Rather than put its trust
in OMB, the task force heartily recommends
the FIRM.

\

LOJ Liebert

World leader in computer support systems

‘00 Have salesman cal

He or she would be a major part of
the proposed Office of Federal Manage-
ment, as recommended by another task
force. The FIRM would establish and chair a
government-wide Information Technology
Steering Committee (including the IRMS)
that would be the primary forum for estab-
lishing federal goals and directives in adp.
Better yet, the FIRM would control the purse
strings. If this saviour saw a cost-effective
adp scheme he or she liked, he or she could
expedite its funding. If an agency were not
following the Steering Committee’s priori-
ties and objectives, the FIRM could cut it off
at the checkbook.

The task force also criticized current
IRM management within the agencies. It ob-
jected to the standard practice of adding an
IRM’s responsibilities to those of an existing
administrative position, usually the Assis-
tant Secretary for Administration, rather
than hiring a full-time professional, as con-
templated by the Paperwork Reduction Act
of 1980. The task force recommended that
agencies be ‘‘directed to assign the IRM’s
function to an SES [Senior Executive Ser-
vice, the créme de la créme of government
bureaucracy] career professional with the
appropriate training and experience.”’

Other recommendations followed
the previous party line. GSA should grant |
agencies more procurement autonomy.
Agencies should upgrade or replace uneco-/
nomic and obsolete adp/OA systems—about
half of the government’s inventory is so old
that it is no longer supported by the manu-

The report accuses OMB of
spending too much time
worrying about how much
information technology is
going to cost.

facturer and must be maintained by special-
ly trained federal personnel. Teleprocess-
ing costs should be separately documented
and teleprocessing networks should be
shared. Government should improve man-
agement of OA and emphasize its use for
managerial/professional personnel. Last,
but hardly least, government should im-
prove salaries and hiring procedures for adp
personnel.

““‘Most of the recommendations of
the Task Force can be implemented without
legislation or Executive Order,”’ the group
contends. ‘‘However, Presidential initia-_
tive is required to establish the direction and
momentum for necessary changes. With the’
appointment of a FIRM and the formation of
the Office of Federal Information Re-
sources Management, leadership and au-
thority will exist for making the other nec-
essary changes within the agencies and
Government-wide."’

‘I know there are a lot of political
obstacles to this,”” concedes Kerr, who as
part of his preparation spent one weekend
reading five years” worth of DATAMATION
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Introducing
the Auragen of

the computer species.
Now a higher form of computer technoldgy has évolved.

~ It combines fault tolerance, high performance and ease of use.
The natural selection for your business transaction needs.

Now you can have fault tolerant applications
at price/performance levels never available before.
For under $138,000, our entry level 2-Cluster system
provides up to twice the performance of today's
fault tolerant systems. ‘

AURAGEN™ begins with an advanced 32-bit
distributed architecture. Both your professional
and end-user staff will find it easy to learn and use.
AUROS™ our operating system based on UNIX™
is enhanced with performance, security, privacy and
recovery capabilities specifically tailored for the
transaction market. We provide ANSI 74 High Level
COBOL, FORTRAN 77, Pascal, C and even business
BASIC that run fully fault tolerant. No special
instructions are necessary. No reprogramming.

No retraining. No added expense.

We also provide a full range of interactive
productivity tools for programmers, including
AURAGEN's full-function relational DBMS and
Transaction Processing Management System.

Then we've added menus, help facilities, and an
English-like query language to make your staff more
productive. The extensive communications packages
that we provide include SNA, BSC, X.25 and more.

The concept that sets us above and apart
from all other fault tolerant systems is simple.

Our fault tolerance is totally transparent and is so
efficient you'll never want to turn it off. Our backup
hardware is available to do productive work during
normal operations. No downtime. No manual
backup procedures. No added expense.

With AURAGEN's distributed design,
you can grow in precisely controlled increments.
The basic fault tolerant system contains two

Clusters. Each Cluster contains several tightly coupled

MC68000 processors. Separate processors handle
fault tolerance, user programs, communications,
and database functions. The system can be
expanded to 32 Clusters.

AURAGEN is so advanced, you'd select
our system even if we didn't provide fault tolerance.
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But we do. In today’s competitive business
environment, you need every survival factor working
for you. We provide them all. And we want to tell
you more about them. That's why we invite you to
ask for more information

S

Auragen

=

Systems ) Corp.
THE NATURAL SELECTION
r--r—-————F—Y~Y~~"~"~"~"~—~ T~/ 777777 1
AURAGEN Systems Corp. T

Two Executive Drive, Fort Lee, N.J. 07024
Call toll-free 800-221-1741. In New Jersey, (201) 461-3400.

I'm interested in the AURAGEN System. Tell me more.

Name

Company

Address

City ' State Zip

|

|

|

|

|

|

|

]

Title |
: |
|

|

|

|

|

|

Telephone

™AURAGEN and AUROS are registered trademarks of AURAGEN Systems Corp
™UNIX'is a registered trademark of Bell Laboratories.
© 1983 AURAGEN Systems Corp.



Good service, however, isn't.

Which is why in the last three
years Burroughs has invested over
$100 million worldwide on improv-
ing our service and support.

For example, we spent a small
fortune on the Burroughs Respond
System—a sophisticated computer-
ized operation that insures fast ser-
vice for our customers. (Our average
response time for mainframes is
already under two hours, but we're

~ determined to do even better. )
‘ Our new $23 million Lisle
Training Center is a “Service

“Service
sour
middle
‘name.’

- “Trustme’”

Well
| definitely
| bethere

- Monday”

_ TALKIS CHEAP.

University” that trains many of
our 16,000 service and support
people in the latest state-of-the-art
computer technology. ,

. Our experts are taught, for
example, to use a highly advanced
diagnostic device caﬁed a logic ana-
lyzer which is remotely controlled
so they can diagnose complex prob-
lems instantly from our customer
support centers without the delay of
travelling to your company.

What's more, the new

Burroughs Parts Inventory Manage- -

ment System is designed to get you
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the right spare part at the right place
and at the right time.

What all this adds up to is that
Burroughs is committed to doing
everything humanly (and electroni-
cally) possible to provide our cus-
tomers with the best service and
support in the industry.

And with $100 million behind
that commitment, it’s a lot more
than just talk.-

Burroughs

THE QUESTION ISN'T WHO'S BIGGER.
ITS WHO'S BETTER. .
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articles relating to government adp. *‘We
tried like hell to avoid the political ramifica-
tions. None of us are politicians.

“‘I’d never.spent much time in
Washington. I saw some of the most atro-
cious' and embarrassing things I've ever
seen. But I also found a lot of good people.
They’ve got the right spirit of entreprenurial
life.” They can do the _]Ob if they get the
chance.”

Until now, wamng for that chance
has been like waiting for Godot. Fmally, he
may have arrived.

GSA GETS
SOME
RESPECT

Having gone from enemies to
friends, neither GSA nor the
vendors wants to return
whence it came.

by Willie Schatz

*Twas barely a year ago that the computer
industry couldn’t find a kind word to say
about the General Services Administration
(GsA). Rest assured, the times, they are
a-changin’. The industry doesn’t have GSA
to kick around any more.

Not very many folks saw this one
coming. Last time anyone glanced at this
soap opera, the players were across the bar-
gaining table, each accusing the other of
trying to steal his soul. Now all is well.

“We’re not about to undermine
GSA,’” says Jody Walsh, director of con-
tracts administration for the Federal Sys-
tems Division of Honeywell Information
Systems. ‘“We’re in a position now where
we want to help them. They’re doing a good
job. They’ve definitely gotten new respect
from us and I think most other companies.
We all have to realize we can’t continue to
rely on GSA and try to thwan them at the
same time.

“There’s much more dialog be-
tween the representatives of industry and
GSA,”” says an attorney for a leading com-
puter company. ‘‘Each side is listening to
the other and beginning to understand the
other. | lhmk they’re moving in the right
direction.’

This is no one-way trip, either.

““Things are much better between us
and industry,”” says Harry Fuchigami, di-
rector of GsA’s Office of Information Re-
source Procurement. ‘‘We’ve changed our
attitude. If industry has a legitimate concern
we're willing to listen. Now we’ve got full
disclosure and coordination with industry
before major policy changes. We’re more
timely in our contract awards. And we’re

more professional in the manner in which
we do business with business.
*“Two years ago I would get three or

- four complaint letters a month. Now I get

one every five months. We’re trying to do
the thing that’s best for the entirc communi-
ty. We certamly weren’t working like thls a
year ago.

’ No kidding. A year ago GSA came
forth with its Multiple Awards Schedule
(MAS). The industry immediately said ‘‘no
MAS, no MAS.”” All GSA was asking was for
the vendor to treat it like an oem. Industry
members would sooner have given the
agency the sun, moon, and stars.

‘“The government’s goal when ne-
gotiating MAS contract pricing arrange-
ments is to obtain a discount from a firm’s
established catalog or commercial price list
that is equal to greater than the discount
given to the firm’s most favored custom-
er,”’ GSA said. ‘‘The most favored customer
[MFC] discount is equal to the best actual
discount given by a firm to any entity with
which that firm conducts business, includ-
ing original = equipment manufacturers,
dealers, distributors, and others.

““‘GSA will not award an MAS con-
tract to a firm that does not give the govern-
ment a price equal to the best price given to
its large volume end-user customers with
comparable terms and -conditions except
where the government’s overall volume of

purchases does not warrant the best pricc
given to end-user customers.’

‘ Well, they tried. And tried. But
GSA’s idea never got off the paper. Industry
groups closed ranks and wrought major
changes in the MAS schedule. Now, as Fu-
chigama told a recent conference on pro-
curement of computers and telecommuni-
cations equipment, GSA won’t execute a
contract unless the price and discount is
equal to the ‘‘lowest end-user price.”” It
doesn’t even ask for.the price a vendor

When GSA asked last year
that the vendor treat it like an
oem, another round of warfare
commenced.

gives an oem, distributor, or dealer. The
agency got the hint that though it may fancy
itself the center of ‘the vending universe,
there are plenty of other stars in the galaxy.

““They went completely overboard
on the first MAS policy,”” Walsh says. *‘It
was too much too fast. There was no way
they were going to get oem prices. But 1
have to give them high marks for at least

attempting to achieve their goal of guaran-

teeing the integrity of a schedule on which

-the government can obtain small quantities

at the most favored customer price.
‘‘But ADTS [GSA’s Automated Data
and Teleprocessing Service] has its act to-

Announcing
a first...

1=
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gether. It was the first to back off.™

GSA’s .intent remains the same. It

still wants that coveted oem price, even
| though it knows it can’t have it. And it still
wants to know the reason why.

*“The process has gotten much hard-
er now,”” Walsh says. “‘It’s more burden-
some because they’re asking you to justify
so much more of your prices to the commer-
cial sector. But that doesn’t mean it’s un-
fair. Industry knows what GSA is trying to
achieve. They have a right to know they’re
not getting ripped off. They should demand
data as to why they can’t get a discount
equal to a commercial customer. I have to
admit, though, that they are making it hard-
er for the vendors to deny the agency its
goal.”’

Despite the increased reams of pa-
per, however, a good contracting officer
can easily slip through the many cracks and
crevices still dotting the GSA landscape. Of-
fensive clauses disappear, never to return.
But both sides expect that to happen. And
the atmosphere is far more cordial than it
once was. Procurement may not be peace-
ful, but these days it is hardly ‘*warfare,”’
as Mark Dombroff, director of the Torts
Branch of the Justice Department’s Civil
Division, characterized it before his pro-
curement conference audience. Dombroff,
who said he and his cohorts once left a
‘Wang word processing system on the

sidewalk after failing to receive service on
it, also warned his listeners ‘‘not to cooper-
ate with the enemy.”’

The advice seems to have gone un-
heeded. Not only is the ‘‘enemy’’ getting
friendlier, it’s getting smarter. Where agen-
cy contracting officers were once two or
three generations behind the business, they
have rapidly been coming up to speed. Such
increased acumen makes it easier for a good
time to be had by all.

““A lot of our contracting officers
just did it like it was done the previous year,

Where GSA contracting
officers were once two or
three generations behind the
business, they have rapidly
been coming up to speed.

even if it was wrong,”” Fuchigami admits.
““That was costing everybody money.
We’ve tried hard to upgrade them from [GS]
12s and 13s to 14s and 15s, and I think it’s
helped everyone.”’

*“That situation has definitely im-
proved,”” Walsh agrees. ‘I remember the
dingdongs we used to work with in the mid-
and late *70s. They don’t seem to be around
any more.”’

This new-found euphoria does not
mean that everything is cool, calm, and col-
lected. There are some MAS issues, such as

industry treating the government as a single
market but not a single buyer, to be worked
out. Fuchigama admits his contracting offi-
cers must exercise their authority more ef-
fectively. He willingly concedes that most
of what GSA requires contractors to submit
is *‘garbage’’ and essentially useless to any-
body. He acknowledges the continuing dif-
ficulty with other agencies’ autonomy to
purchase dp equipment. He hopes to allevi-
ate part of the problem by increasing the
current maximums of $50,000 for a sole
source contract and $500,000 for a compet-
itive bid. Both floors may be raised tenfold.

But we speak of trivialities. The re-
lationship is markedly improved from a
year ago. Having gone from enemies to
friends, neither side wants to return whence
it came.

“‘Being litigious or starting a war
makes no sense if you want to keep selling
to GSA,’’ says Digital Equipment Corp. se-
nior attorney Andrew Stone. ‘‘A lot of
problems start because industry doesn’t un-
derstand the rules. It’s important that every-
one understand that there have to be rules
and understand the rules themselves. That
will make the situation even better.””

““Three years ago we were awarded
our contract on Christmas Eve,”” Walsh
says. ‘“Two years ago it was on New Year’s
Eve. Last year it was on Sept. 15. If GsA
keeps that up and doesn’t drown us in pa-

“Before, |

couldn’t geta

document from
our computer to
our word

-~ —processor.”———

“Before Soft-Switch;“hat is.”

"It used fo be difficult to share information at
our company because our office equipment
comes from different vendors. Consequently,
when we needed a finished document, all of -
the information had fo be re-keyed for the
word processors.

“Not any more. Soft-Switch lets us exchange
all of that information intact, with no document
clean-up.

"Soft-Switch is a Document Control System
from ITI, and it runs on our IBM mainframe.
It'permits documents created on one fype
of equipment to be used by other devices,
regardless of the vendor (word processors,
personal computers, printers, efc.).

"Soft-Switch gives us extensive edit level
translation capabilities. It stores documents in
libraries on the mainframe—no more hunting for

diskettes for last years reports. And .
routing is simple and efficient. Whether
the document goes to storage at the
mainframe, or to a device across the
hall, or to 25 branch offices around the country,
Soft-Switch requires just one command. -
Conveniently, the recipient gets the document
directly from the mainframe. This is especially
useful when you route across time zones.

“It's simple to install and doesn’t need much

maintenance. The staff likes it because ifs easy fo

use, requires very little training, and just about
eliminates document back-up.

“Soft-Switch supports both MVS and VM/CMS
operating systems, and it's the first Document
Control System that's fully compatible with [BM's
DIA/DCA.

"Sofi-Switch is available for most major OA
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equipment.-And if you don't
have.a mainframe, you can still
use Soft-Switch by time-sharing
through CiSinetwork Corporation.
“For years you've been
hearing about ‘integrated’ offices.
WeII now you really can integrate what you want,
when you want—with Soft-Switch.
Check it out. Call ITL*

Integrated
Technologies,
Inc. _

. . . we integrate technologies

200 North Warner Road
- King of Prussia, PA 19406
(215) 768-9330 » TELEX: 469600

IBM is a registered frodemark of Internationat Business Machines Corporation.




perwork, you have to respect that. We need-
some consistency, and GSA adds that. They
set the ground rules, and we can play by
them. It’s better to go through the process
once a year and know what to expect than
go through it every time you want to make a
sale to an agency.’’

STATE-OF-THE-ART
SOFTWARE FOR
DYL-AUDIT } THE 80°S
FIXED-FORM
DYL-AUDIT

FREE-FORM

““We're trying to do the thing that’s
good for the entire community,”” Fuchi-
gami says. ‘“We want to keep this relation-
ship going the way it is now. Each side is
doing as much as possible to be cooperative
and still maintain a business relationship.
I’ll be.the first to admit that’s not easy,
because doing business with the govern-
ment stinks.”’

- True. But it smells a lot less than it
did 12 months ago.

STRATEGIES

RAMISII
GETSA
Erti?lvgil urchase of

help both. companies in the
nonprocedural language arena.

by Willie Schatz

Aggressive aerospace conglomerate Martin
Marietta had the brawn but not the brains.
Mathematica Inc., the Princeton vendor of
Ramis I, was *‘like a brain with short arms
and legs,’’ recalls one insider. Putting their
talents together in a $30.8 million deal fin-
ished in late July, the two hope to muscle in
on the lucrative database management mar-
ket in ways neither could have done alone.

Like so many mergers and acquisi-
tions in the software market, this one prom-
ises to uphold that most ancient sports
ideal, the deal that helps both sides.

‘“‘Mathematica was not a casual un-
dertaking,’’ says Rick Walters, president of
Martin Marietta Data Systems, of which
Mathematica will become a wholly owned
subsidiary. “*It’s a fundamental piece of
long-term strategy we’ve been pursuing for
four years.

““We’ve been looking very hard at
nonprocedural languages, fourth generation
languages,”” Walters -explains. ‘‘We've
also been interested in programmer produc-
tivity for our applications business, so we
need portability. The third thing we’ve
wanted is reliability. When we started look-
ing at these, Mathcma(ica came through
loud and clear.’

Martin Marictta wasn’t the only
company that heard the message. At least
go other companies were talking seriously

DYL-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

supported in-house by Dylakor since 1968.

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

HUse everyday, Engllsh Ianguage to write
reports with-speed and ease. Ideal for
your end-users in an information center
environment.

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

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.

A Sterling Software Company
17418 Chatsworth Street
P.0. Box 3010

Granada Hills, CA 91344
(213) 366-1781 :
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- Dynamic young people. Educated within a system of universities and technical
colleges which inculcate the skills so vital to computer software development.

Young people capable of incisive, innovative thought and pioneering concepts.

- They are a natural resource that the Republic of Ireland has in abundance.
Ireland has managed to avoid the attendant disadvantages of industrialisation.
It still offers a very special environment: clean air, open spaces, magnificent
scenery and the possibility of a 11festyle whlch is calm and unhumed yet
stimulating.
Meanwhile, you benefit from 100% training grants to new compames
generous employment grants and the lowest corporate tax structure in Europe.
If people are a key factor in your business the people to talk to are IDA Ireland.
Call us or contact us at any of the ofﬁces hsted

EPUBLI

The new hlgh-tec centre of Europe.

IDA lreland &
!NDQSTR\AL DEVELOPMENT AUTHORITY

New York Tel. (212) 972 1000
Chicago Tel.(312) 644 7474
Cleveland Tel. (216) 861 0305/6

. Los Angeles Tel. (213) 829 0081

Menlo Park, Calif. Tel.(415) 854 1800 :
Houston Tel. (713) 965 0292

Fort Lauderdale Tel. (305) 785 9430
Boston Tel.(617) 367 8225

Atlanta Tel. (404) 351 8474

This announcement is published by IDA treland, 200 Park Averiue, New York, 10017, which is registered under the Foreign Agents Registration Acts, as amended, as an agent of the Government of Ireland. This
material is filed with the Department of Justice where the required regi ion statement is for public inspection. Registration does not indicate approval of the contents by the United States Government.
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NEWS IN PERSPECTIVE

to Mathematica about buying it. Martin
Marietta itself had been talking turkey since
July 1982, but the deal didn’t go down then
because ‘‘a company named Bendix came
knocking at our door,”” Walters says whim-
sically.

‘‘People had been after Mathemati-
ca for a while,”” says industry analyst Al
Berkeley of Alex. Brown in- Baltimore,
which handled the sale. ‘‘“The company
came up on everybody’s computer screen. ™’

The pursuit was hot and heavy to the
end. According to a well-placed source,
Mathematica was in the final stages of ne-
gotiations with acquirer number two when
Mathematica president Tibor Fabian got a
call from Martin Marietta. *‘Don’t do any-
thing until you talk to us,’’ said the voice
from Martin Marietta. A corporate jet ap-
peared shortly thereafter to transport Fabian
from Mathematica’s Princeton, N.J., head-
quarters to Martin Marietta’s base in Be-
thesda, Md.

“It wasn’t quite that dramatic,”
Berkeley says. ‘‘But other people were get-
ting close. Six expressed interest and two or
three got serious.”’

While not necessarily watching
these courtships with bemusement, Mathe-
matica was in no hurry to sell. The com-
pany had set records for operating revenues
($36 million), net income ($1.375 million),
and earnings per share ($1.30) for its fiscal
year ending June 30, 1982. Even a disas-
trous third quarter in the first three months
of 1983—an income deficit of $186,000
and an earnings-per-share loss of $0.18—
had not dimmed the company’s enthusiasm
for going it alone. . :

) “‘I’m confident we would have sur-
vived either way,”” says Dick Cobb, presi-

Mathematica was determined
to survive, takeover or not.

dent of Mathematica Products Group
(MPG), Mathematica’s major subsidiary.
*‘We would have succeeded had we done it,
and we would have succeeded had we not
done it. But we decided we would have a
higher probability of success if we did it.

“‘We really did it for two reasons.
The sharcholders decided that Martin Mar-
ietta’s offer was a very attractive opportuni-
ty for their own financial interests. From a
business standpoint, MPG is going to gét a
substantial improvement in the availability
of funds to do the things we want to do to be
able to capture the software market.””

A portion of that already belongs to
Mathematica. The company’s RaMiS Il
product is the industry’s leading fourth gen-
eration language, having some 500 installa-
tions. It operates on IBM or compatible com-
puters running with the MvS, VM/CMS, or
DOS/VSE operating systems. MPG’s other
major line is ATLAS, a data communications
monitor designed specifically for the DOS/
VSE environment.

RICK WALTERS: “When we started 7
looking, Mathematica came in
loud and clear.”

Mathematica Inc. also includes
Mathtech, which is involved in the develop-
ment of packaged software and the sale of
software-enhanced micros, and Mathemati-
ca Policy Research, a market research and
consulting group specializing.in formulat-

ing state lottery systems.

All three pieces of Mathematica will
become part of the whole of MMDS, which
has ambitious plans to enhance its market
position. MMDS has been the proverbial
sleeping giant. It has been successfully go-
ing about its business, which began as fa-
cilitics management and has since meta-
morphosed into integrated services, which
Walters describes as **womb-to-tomb re-
sponsibility to do the job for our custom-
ers.”’ Walters cites winning a $5.6 million
contract from the Army to install an instruc-
tional support computer center at West
Point, enabling cadets to learn computer
science and engineering skills on a system
that can be accessed at any time from class-
rooms, dorms, offices, and study areas.
MMDS had exactly four months to put the
system together from scratch.

*“If it worked, we got the money,™’
Walters says. “*If it didn’t, we would have
been in a world of hurt.””

It worked. They got the money.
And nobody feels any pain. MMDS has been
growing at an annual rate of 35% to 40%
over the last few years, compared to the
information system industry’s overall rate
of 21%. In fiscal 1982 sales were $122 mil-
lion to the outside world, an increase of
24% over the previous year, and $122.7
million to th¢ other divisions of Martin

. Marietta. That money isn’t just handed to
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NEWS IN PERSPECTIVE

MMDS, incidentally. It must compete with
outside bidders for internal services. As a
reward for its success on the outside, MMDS
was ‘accorded full company status within
Martin Marietta. The growth is expected to
continue in 1983, with outside sales pro-
jected at $175 million (including Mathe-
matica) and inside sales of $140 million.

Now MMDS would like the world to
know that Mathematica could be the start of
something big.

““There’s going to be a whole re-
structuring of U.S. manufacturing in the
next 10 years,”” Walters contends. *‘It’s go-
ing to be much more automated than in the
past. And it's going to be run by software.
We’re positioning ourselves as the informa-
tion supplier for that new marketplace. We
need tools for that, and one of those is
RAMIS II.

““We're going to try to accelerate
the products, particularly RaMis II. That’s
got a hell of a lot of capabilitics that haven’t
really been exploited. It’s got the best
screen editing’ I’ve ever seen. With that
available to our customers, our marketing
potential should improve substantially.”’

This could be a great fight. No one’s
going to lie down and let MMDS walk over
them in manufacturing,. federal govern-
ment, or MIS, the three areas of MMDS’ ex-
pertise. It’s now in 43% of the available
information services industry market. Wal-

ters anticipates that it will eventually be in
58%. That means more head-on conflict
with Cullinet, MSA, Software AG, Cincom,
PRC, and EDS, MMDS’ main adversaries.

“We’re not a household name,”
Walters admits. ‘‘But we’re not small folks
out there. We’ve just kept our heads down
doing what’s right and what’s making our
customers happy.

*‘Some of the things we see hyped,
we've done as normal business. Someone
comes along and says he’s got a micro-to-
mainframe link and all of a sudden he’s
written up as ‘a forerunner of the industry.’

The automated manufacturing
market is Martin Marietta’s
main target as it looks into
the future.

Then we think maybe we should have said
something about ours. Take John Imlay
[chairman of MSA] running around and talk-
ing about being (a] $100 million [com-
pany]. Cullinet’s what, $64 million? Soft-
ware AG is $25 million to $30 million? We
do that in our sales. But [Software AG presi-
dent John] Maguire gets all the publicity.
So I think we’ll talk more about the exciting
things we’re doing.”’

Many would say it’s terribly excit-
ing that Martin Marietta is around to do
anything at all. After the Great Merger War

is you.

2324 Shorecrest Drive Dallas, TX 75235

omputers, business machines, electronic systems ...

CWe have the tool kits your service personnel need for installation-and
repair of virtually any electronic equipment, including the newest state-of-the-art
hardware. Our kits are designed from a wide variety of manufacturers and our
own'15,000 item inventory, so that you get only the tools that are specifically
tailored to your unique application. We can even custom-design a kit for you at a
cost that's lower than if you did it yourself, and an enormous savings in time.
Contact us for a copy of our new catalog and discover our high quality products,
competitive prices, and timely service. At Specialized Products, the “special”

SPECIALIZED PRODUCTS COMPAN

whatever your field,

Toll Free: 800/527 5018

of 1982, when Bendix, Martin Marietta,
Allied, and United Technologies traded of-
fers for each other by the minute, Martin
Marietta seemed doomed to disappear off
the business map. Allied swallowed Bendix
whole and took a 39% bite of Martin Mar-
ietta. Last September Martin Marietta’s
debt-to-capital ‘ratio was an astonishing’
82%. The premerger level had been 23%.

Like a phoenix, the company has
risen. Its debt-to-capital ratio is now in the
mid-50% range. Allied’s stake has been re-
duced to 20% through one stock offering. A
second is planned to eliminate all Allied
holdings in the company.

Still, Wall Street raised its collec-
tive eyebrow when Martin Marietta
plunked down the $30.8 million for a small
software company. That was more than 20
times Mathematica’s trailing earnings, ex-
pensive by regular industry standards but
considered de rigueur these days for a com-
ing high-tech company. But paying three
times equity did seem somewhat dear, espe-
cially following Mathematica’s deficit in
the first quarter of 1983. ‘

*“They bought the company on rea-
sonably depressed earnings, so I think Mar-
tin Marietta got a very good deal,”’ says
Berkeley. *‘But I don’t think they were try-
ing to get a steal. The question for them was
whether it would be easier to play catch-up
against Cullinet and Software AG by going
head to head or going out and getting some-
one as good as Mathematica and tucking
them under MMDS’ marketing power.”’

*‘I would have been happier if Tibor
had stuck around,”” says Wolfgang De-
misch, who watches over Martin Marietta
for his First Boston clients. (Owning 8.8%
of the firm’s stock, former president Tibor
Fabian left Mathematica $2.2 million richer
after the acquisition, reportedly planning to
write his memoirs and unofficially help his
former employer for six months or so. His
post has been taken over by Walters.)

““The software business is 90% peo-
ple, and you have to be damn sure you want
to take on a new company in the midst of a
management change. Can they hold on to
what they got in a way that will satisfy them
and justify the price to investors? I'm opti-
mistic, but we’ll have to wait and see,”’
says Demisch.

The financiers may be waiting, but
the acquiree isn’t. After significant appre-
hension that it would be swallowed whole
by Martin Marietta, never to emerge again,
Mathematica is putting its considerable
brainpower to work for its new partner.

*‘If we can achieve our goals in the
software area we will have done a fantastic
amount for them because we will have giv-
en them a very large market position in an
area where they have no market position
now,”” MPG president Cobb says. ‘‘RAMIS II
is by far the best product around. It ought to
be dominating the whole computer software
industry and the one system that ought to be
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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 1/0
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

We Make
Fault-Tolerant from E

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 atllows 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

“ H nAI ACORPOR“ON

—ISWITC
Your IBM

15
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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 16 x 24. The Model 1200 can
be expanded on-line as.your
installation grows.

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

* 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 8 megabytes per
second, making it suitable for
\operation with current and future
processors.

Systems

nd to End



NEWS IN PERSPECTIVE

used by everybody to do their business dp
on. We’re going to have a better chance of
achieving that goal now.

‘‘By using our applications tools,
MMDSs will gain a significant advantage over
manufacturers who aren’t using our soft-
ware tools for their applications. And I
think they have had some position and iden-
tity problems they can do something about.
I think we will be able to help them do
that.”’

MICROCOMPUTERS

WAITING
FOR UNIX

IBM may have the current
workstation business sewn up,
but Bell has the operating
system.

by Ralph Emmett

Now that 1BM seems to have dispatched its
16-bit workstation challengers with a mini-
mum of fuss, the company is looking for a
repeat in the unfolding 32-bit division.
Only here, the competition might prove to
be a little less puny, for waiting in the wings
is that other megaforce of the information

processing world, AT&T.

While it’s true that IBM’s 16-bit
PC/XT Personal Computers are becoming as
common on users’ desks as the company’s
Selectric typewriters, Bell too, has the be-
ginnings of a ubiquitous presence in the
workstation business. Its Unix operating
system has become the popular choice
among 32-bit workstation vendors. So
much so, in fact, that Gnostic Concepts,
Menlo Park, Calif., predicts a $5 billion-
plus Unix-based business will materialize
by 1985.

IBM’s advantage is that the Unix-
based systems are more or less forced to
coexist and be compatible with its p.C. phe-
nomenon. The negative side for IBM is that
it is being pushed into supporting Unix by
the efforts of other vendors to do so.
Sources say IBM will not only support Unix
for its PC/XT but will announce its own
Unix-based 32-bit workstation next year.

In essence, IBM has the current
workstation business sewn up. But Bell,
observers point out, has the operating sys-
tem. ‘‘In fact, a close look at Bell reveals
that it has so much more,’’ says one source
related to a current Unix standards drive.

' Adds the source: ‘‘Bell has an end-
user population of telephone subscribers
that makes 1BM’s P.C. base look tiny by com-
parison. Bell also has a three-step plan to
bring Unix to these people.

“‘Bell realizes that it has this neat
operating system,’’ said the source. ‘‘The
company’s main question is, how do we get
the most mileage out of it?”’

Bell’s first step, according to the
source, was to get Unix as widely used as
possible. ‘‘Companies like Microsoft
[which helped popularize the IBM P.C. with

One source says Bell has a
three-step plan to bring Unix
to its huge base of telephone
subscribers.

its MS/DOS operating system] and Unisoft,
with its ports for Unix to run on the Motor-
ola 68000 micro, helped a great deal in this
respect.’’

Bell’s second (and current) step is to
get leading vendors to implement Unix on
their hardware. The telecommunications
giant recently concluded a deal with three
leading semiconductor outfits—Intel, Mo-
torola, and Zilog—to develop Unix ver-
sions for their micros. ‘‘Add to that the
efforts of such companies as DEC, Data
General, HP, Prime, and soon, IBM to do the
same, and pretty soon a river of applica-
tions software begins to flow in support—
the very thing, it should be stressed, that
Unix currently lacks,”” said the source.

It’s when we get to stage three,
however, that things get really interesting.

Wait til management see
1s domg to th
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and clear. What’s more, you’ll enjoy
layout freedom and can choose from
a variety of graphic enhancements
that let you tailor a chart exactly to

your needs.
ISSCO software is especially

With ISSCO graphics software your
computers can produce artist-quality
charts and graphs. No more fuzzy
letters and frazzled images. ISSCO
computer graphics are always sharp

useful for management presentations.
It lets you access data directly from
your computers and reproduce it on
paper, overhead transparencies or
35mm slides. And you’ll always get
professional results.
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*“This is when Bell bundles Unix into a new
generation of its own 32-bit virtual machine
chips and tells the industry that if it wants
Unix it’ll have to take the Bell hardware as
well”’—and pay hefty license fees based on
dollar volume of number of terminals used.

Other sources explain that this is the
logic underlying the recent Bell/Western
Electric development (the Bell MAC project)
of a new 32-bit chip from scratch, rather
than using Intel, National Semiconductor,
or Motorola equivalents. These observers
add that pretty soon the Bell/Unix worksta-
tions will begin to appear in their stores all
over the country as adjuncts to that most
ubiquitous of all terminals, the telephone.

Said one observer: ‘‘Once an IBM
P.C. leaves the factory, the computer giant
has no idea where it is going or what it’s
being used for. Bell, on the other hand, can

Fears that Bell will bundle
Unix into a new generation of
its own 32-bit virtual machine
chips is what prompted the
formation of/User/Group.

monitor its terminal base, offer credit, and
all kinds of technology extensions.’’

It wouldn’t be difficult to gauge
IBM’s reaction to such a three-step strategy
by Bell. Understandably, the other Unix
and Unix look-alike vendors aren’t crazy

about the scenario either. This is why a new
conglomeration of commercially oriented
Unix users, called the /User/Group, banded
together early last year.

““The idea,”” says Jim Isaak, mar-
keting director for one of the group mem-
bers, the Boston-based Charles River Data
Systems (CRDS), ‘‘is to come up with a por-
table Unix standard that reflects the efforts
of everyone, not just Bell Labs.”’

/User/Group (which is attempting to
change its unusual name to Uniform) is
composed of such luminaries as DEC, HP,
Microsoft, Fortune Systems, ITT, and, of
course, Bell itself. Though its ranks are pre-
dominantly made up of Bell Unix licensees,
some of the members, like CRDS, have
come up with their own Unix-like operating
systems.

Others, like HP, have developed
their own operating system as the ‘‘kernel”’
and offer Unix utilities on the outside, thus
preserving their own base environment and
looking like Bell on the outside. The net
result of this input, according to Isaak, is
that the recommendation for a new portable
Unix standard could be submitted to ANSI
by year-end. ‘‘Though the standard is large-
ly based on Bell’s new System 3, there have
been some significant changes to the draft,
such as new file and record-locking mecha-
nisms that Bell doesn’t offer,”” Isaak re-
vealed. '

’

““The important thing,”” Isaak
stressed, ‘‘is that you don’t have to be a
Bell/Unix licensee to implement our porta-
ble standard.’’

Against such a background, IBM’s
anticipated entrance into the Unix arena as-
sumes even greater importance. Will the
computer giant become just another Bell
licensee, like so many on the standards

/User/Group hopes ‘to come
up with a portable Unix
standard that reflects the
efforts of everyone, not just
Bell Labs.” '

committee? Or has the company followed
the HP route with its own kernel on the in-
side and a passing resemblance to Bell on
the outside? Will IBM use one of the alterna-
tives developed by Microsoft or Pick Sys-
tems? Maybe IBM has its own alternative?
Sources point out that even at this
late stage, IBM is juggling its options. The
betting among insiders is that IBM’s 32-bit
Popcorn (tipped for second quarter 1984
announcement) will be Unix based and that
the software was developed outside IBM.
At the same time, IBM is known to
have had a constant input to the /User/
Group meetings via ‘‘a committee mem-
ber’’ and may be prepared to go along with
its findings if a consensus can be reached.

vhat the D.P. department

ompany’s 1

.......

EXEETER]

mage.

.................... sresene

Automotive Products
0 Sales In millions

June 1983

Variance between
Actual and Forecast

48
26 32

726

o |

(2.8)

18 21

JAN FEB MAR APR MAY JUN

Cumulative percent variance
between Actual and Forecast

. Year 1o data o

Forecast
Reyised forecast

Last year sctual

\_ 32%

<. JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC JAN FEB MAR APR MAY JUN

,*klkki’un'cvnkhunnn’lnnt'unuu‘uunn'uuuklu“lnuul‘uuuuduuﬁ

Isn’t it time you got the credit for

After ISSCO

10505 Sorrento Valley Road, San Diego,

making the company look good? For
more information about artist-quality
graphics and a free copy of our 40-
page manual, “Choosing the Right
Graphics Devices,” write ISSCO,

CA 92121. Or call (619) 452-0170.
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Get the advantages
of personal computing
plus direct connect 3278
emulation.
i With the APC, your people
will be more producuve than
ever before.
They can easily perform all
their existing = |
3278 applications.
Then, with a
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Own for less than you pay in rent
With all this functionality,
youw'd probably expect
to pay a small
fortune
for the
APC.
Surprise!
The APC | &=
can be
purchased [
forless ——
than 1 year’s
rental charges on a 3278.
Which means you can offer your
people a lot more functionality and still
pay less.

Software, software,
and more software.
. With the APC, you can choose
. from hundreds of different
software applications
_ programs.
- You can get word
processing, forecasting,
spreadsheets, database
management and much
more. In fact, we probably
have a software program
for any need you might

IS

CAN OWNAN
INEC ADVANCED PERSONAL
COMPUTER FOR LESS THAN THE
COSTOF LEASING A 3278 FOR 1 YEAR.

The APC also offers you the best
color graphics in the industry, and a
wide range of graphics software. The
most storage capacity of any computer
in its class. And the kind of reliability
that NEC is famous for.

All for less than you’re paying now.

*IBM is a registered trademark of International Business Machines Corp.
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Ry WITH THE ADVANCED
. PERSONALCOMPUTER,
By DESKSARE LESS
CLUTTEREDAND
PEOPLE ARE MORE
PRODUCTIVE.

Fing out more about NEC s Advanced
Personal Computer.
For more -
information
about the
APC, or for
the location
of your
nearest NEC|
representatived
call 1-800-343-

4419.
And find out why

so many 3278 users
are saying “NEC and me”.

NIEG
AND

NEC Information Systems, Inc. /
5 Militia Drive, Lexington, MA, 02173  §

THERE ARE
HUNDREDS OF
PERSONALCOMPUTER
SOFTWARE PACKAGES THAT
RUNON NEC'S ADVANCED
PERSONAL COMPUTER.




g

507 R B CHBAE [ R S0, WS £

S IR DO O SO IOV R N OO BN R M e R e

 LocalNet networks make industry
managers downwardly mobile.

ol

And upwardly mobile. Whichever way they
have to move.

For instance, look at The Foxboro Company.

Hundreds of companies rely on Foxboro process
management and control systems when they move
liquids, gasses, and energy across plants and
factories. :

And Foxboro relies on a LocalNet system when
it moves both people and computers from office to
office. Or flcoi to flcor.

At Foxboro, a singie LocalNet cable distributes
the power of four computers from busy R&D labs to
executive coruer offices. While multiple taps, already
installed foi less thuii $50 each, make the network
instantly accessible.

© 1983 Sytek, Inc.

So at Foxboro, the company doesn’t stop moving
because people are.

And that helps Foxboro control one more thing.
Its cost of doing business.

It takes experience to design local area
networks with this kind of flexibility. Ours comes
from more than 18,000 connections to more than 250
LocalNet networks worldwide. More than any other
open network supplier.

Aiid we transfer this experience to LocalNet
users in goverument, finance, and academia.

If people in your company are going places,
contact us at Sytek, Ine. 1225 Charleston Road,
Mountain View, California

94043. Telephone (415) 966-7333. (j Sytek

It’li be a smart move.
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SECURITY

TALES
OF
DECRYPT

A Bay Area startup is peddling
a new data encryption device
for use with all sorts of
terminals.

by Edward K. Yasaki

Spending for data processing in the U.S. is
fast approaching the $100 billion-a-year
mark, and critical applications such as
funds transfer, distributed CAD/CAM, and

electronic mail are highly dependent on-

data communications channels. Yet, it has
been estimated that users spent as little as
$200 million last year on security for their
computer systems.

Although that figure is expected to
grow to $600 million in 1985 and as much
as $1.5 billion in 1990, it is no surprise that
current estimates put the cost to U.S. busi-
nesses of data theft and computer damage
as high as $3 billion a year.

In recent months, a technology that
represents but a small component of that
spending has begun showing up in the mar-
ketplace—cryptography. A number of ven-
dors have announced protocol-transparent
devices that encrypt and decrypt data sig-
nals to provide protection in communica-
tions environments. It’s a technology un-
derstandably favored by the financial com-
munity—banks, insurance companies, and
securities firms—and by the military. But
few others.

One of the problems with encryp-
tion has been its high price. What’s re-
quired is a cryptographic device at each end
of a transmission line, one near the termi-
nal, and one near the computer, and that
comes to at least $2,000 per line. A second
problem is management of cryptographic
keys, not a whole lot different from pass-
word management except that physical
keys must be distributed to authorized us-
ers. That might require the use of special
mail or courier services to reach distant us-
ers. But someone must still keep track of
who has which key.

“You buy a $2,000 device, and
then you hire a $24,000 guy to manage the
thing,”” says Shig Tokubo, president of
newly formed Securnet Corp., Oakland,
Calif. What with that individual’s overhead
and operating expenses, the company is
now paying $50,000 for key management,

and the device cost only $2,000.
Securnet is the latest entry into this
late-blooming market. The company is a
spin-off of a computer security consultancy
called EDP Audit Controls that performs
computer penetration projects, develops
risk analysis studies and contingency plans,
and advises companies on ways to improve
their computer integrity. From such experi-
ence has come a so-called data line security
device (DLSD). . .
““You can have the most unsecure
operating system in the world,”” says To-
kubo, a principal in the consultancy. ‘‘But
if you control the access to that machine,
you’d be pretty secure.”’ That, in essence,
is the objective of the DLSD, a passive de-
vice that is transparent to user traffic. It
scrambles data leaving the terminal and un-

Securnet does not use the
DES algorithm proposed by
IBM and accepted as a
standard by the federal
government.

scrambles them before they reach the com-
puter, -and vice versa on the return trip.
What sets the DLSD apart from simi-
lar devices is the absence of the DES (data
encryption standard) chip which, based on
an IBM algorithm, is available off-the-shelf
from several semiconductor makers. In-

NAGGING
POWER PROBLEMS?

" RUPS

THE PRESCRIPTION THAT

ENDS 100% OF YOUR POWER RELATED PROBLEMS.

Computer Power Products RUPS™ (Rotary Uninterruptible Power Supply)
combines the unquestioned superior power conditioning capabilities of a motor
generator with battery ride-thru to provide the greatest combination of reliabil-
ity, power quality, performance, efficiency and price effectiveness in the history
of uninterruptible power supply.

Available in all 60 hertz ratings from 12 to 500 KVA single units and parallela-
ble for hitgher requirements. Also available in 415 hertz output and 50 hertz input
or output. .

Take this prescription today—end your
nagging power problems!

Money back performance
guarantee. ]

Call (800)
421-6102

(Outside CA)

(213)CPP-OWER
(277-6937)

Or write type of computer system on
your business card and send it to us:

ERER Cowrutin .
I~ POWER PRODUCTS
A Division of Swernhart Electric Co. Inc.

227 €. Compton Blvd., Gardena, CA 90248
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A POCKETFUL
OF FACTS/

The AOC MarketGuide ™ on Personal

and Professional Computers

gives you:

« ratings and comparisons

« individual model hardware and
software specs

 component pricing

 new product enhancements

« distribution channels and more

COMPLETELY UPDATED EACH MONTH!
FITS RIGHT IN YOUR POCKET!

This concise, reader-friendly MarketGuide™ gives you the pluses and minuses of
every microcomputer currently designed for personal and professional use. Each
month the entire Guide is completely updated and reprinted, so you know your
decisions are based on the most timely and objective information available. No
supplements to misfile. No clumsy looseleaf books. Take advantage of our special
introductory subscription rate—S$95 for a full year. Subscribe today.

It's a calculator! It's a ruler! It's a clock! and it's yours FREE
upon payment) with the AOC MarketGuide™ on Personal and
rofessional Computers.

CALL or WRITE: Advanced Office Concepts » Department D3983 '

One Bala Plaza, Suite 200 Bala Cynwyd, PA 19004 « 215/667-6303
CIRCLE48ONREADERCARD

SEPTEMBER 1983 75



NEWS IN PERSPECTIVE

stead, DLSD uses an algorithm devised by
Tokubo and implemented in a custom chip
at a lower cost than the DES. As a result,
Securnet figures it will be able to supply a

Keys are inserted in the
device each time the user
wants to use his terminal.

pair of black boxes for half the price others
cost, or about $1,000 a pair.
Additionally, becausc Securnet per-
forms the key management task for its cli-
ents, keys can be distributed to users by a
client’s security officer, the dp manager, or

the person responsible for supplying new
employees with a key to the office.

‘““And any time a key is lost by a
user,’’ says Tokubo, ‘‘the matching key at
the computer end is removed and is consid-
ered invalid for the system.”’ There’s no
need to modify a password file.

device about the size of a business envelope
and measuring less than 2 inches thick, has
the key hardwired inside in its current con-
figuration, which means each box has a
unique encryption key. Under develop-
ment, however, is a DLSD with a separate
key fob about the size of a book of matches

The DLSD, a microprocessor-based-

The

Intelligent Answer To

'f'HQSt“e' Communications Circuits.

he 9600C Datatalker excels in communications
apabilities, while delivering up to 9600 bps over
ice grade lines to give you the most versatile data

Unmatched Features:

HDX 9600 bps over DDD, microwave,
satellite, UHF/VHF radio circuits.

FDX 9600 bps for 4-wire dedicated cir-
cuits and two-call DDD.

Speakerphone arrangement for alter-
nate voice/data transmission. No need
for additional telephones.

Autodial. either dial pulse or dual tone
multifrequency (DTHMF), stores up to 40
numbers in memory.

B  Optional third two-wire port for auto-
‘ matic,voice/data usage of private 4-wire
circuits.

communications device in the universe.

B Automatically monitors communication
link quality, adjusting baud and bit rate
up and down to maximize bit-per-
second throughput.

User friendly accessible control and
pragrammability. No switching or
jumpers. ’

Microprocessor controlled signal level
adjustment assuring optimum transmit
and receive levels over a variety of com-
munication links.

B Buili-in local and remote operational
and troubleshooting diagnostics.

A Totally New Dimension in NG Communications. -

B comspec,inc.

10000 Olid Katy Rd. #275
Houston, Texas 77055
(713) 461-4487

Telex: 910-881-4763

Representative Inquiries Invited

COMSPEC, INC. is a high technology computer solutions company providing new technology. products and systems to
diversified markets in data communications, computer graphics, data entry, and peripherals. .
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that the user will carry around. Each user’s
password will be inside that fob, which
must be inserted into the box before com-
munications can take place. ‘‘No one can
stand over your shoulder, watch you type,
and steal your password without your
knowing it,”” explains Tokubo. Not only is
the user responsible for reporting any loss
or theft of a key, but the thought is that a
user should be required to use his key at
least every other day. Failure to do so will
be interpreted as a lost or stolen key by the
system, which automatically erases that
key. Any key or pair of keys removed from
the system is returned to Securnet, which
supplies new keys at no cost.

An unfortunate side effect of the use
of keys is that the system is able to monitor
where the user is each time he or she logs
in, following a peripatetic user around the
facility and the equipment being used. The
security inherent in such a system also pro-
vides an element of Big Brother that some
may not find attractive.

There are a number of factors, how-
ever, that favor the use of cryptography.
One is a decrease in price as demand in-
creases, for the device consists essentially
of only a few IC chips. A number of termi-
nals makers are interested in integrating the
black box into their devices, the external
appearance changed only by a receptacle
for the user key, Tokubo says. That would
eliminate the separate cryptographic box,

What sets the DLSD apart
from similar devices is the
absence of the DES chip.
Instead, DLSD uses an
algorithm devised by Tokubo
and implemented in a custom
chip at a lower cost.

which ideally would be reduced to one
chip. For the oem, of course, incorporation
of that chip would represent another value
added by the equipment maker.

“In my opinion, everything that
goes over the satellite ought to be encrypt-
ed,”” says Martin Hellman, Stanford Uni-
versity’s leading cryptologist. The reason,
he adds, is that transmitting a signal by sat-
ellite *‘is like broadcasting it to the world.”’
Even data sent over phone lines create con-
cern, especially when handled by micro-
wave transmission. ‘‘But I also think things
like local area networks are going to create
a big demand”’ for encryption, Hellman
says.

Hellman, who consults in cryptog-
raphy, says people ask him about automat-
ed spying techniques, such as monitoring a
transmission line and looking for key
words. But the professor points out that a
local area network constantly scans the ca-
ble, looking for an individual’s address to
appear. When a packet destined for that in-
dividual’s terminal is found, that packet is




picked off. “‘It’s constantly spying for le-
gitimate purposes,’’ Hellman says. And if
one wanted to convert that into a spying
device, one only has to have it look, for
example, for a particular company’s ad-
dress.

BUSINESS

OLD BOYS
GO LEGIT
INLA.

executives from local
technology companies.

by Edith Myers

The “‘old boy’’ network has gone formal in
Southern California where a group of 110
chief executives, 97% of whom are in the
computer industry, have banded together to
help each other out.

Instigated by Steven Panzer, a Los
Angeles management consultant, the
Southern California Technology Execu-
tives Network (SoCalNET) hopes to foster
growth and development of its members
and help the Los Angeles area maintain it-
self as a stronghold of technology-related
companies. Technology is thought to bring
economic salvation and has therefore be-
come the subject of intense efforts by local
civic and commercial groups to lure invest-
ments to their communities.

Southern California has long been a
center of computer industry activity, al-
though its image as a leader in that area has
partly given way to Silicon Valley up north.

‘‘Together we represent 2,000 years
of computer experience,”’ says executive
director Panzer, half jokingly. He says the
group was founded after he.was called in to
help a struggling software company. ‘‘They
seemed to be doing the right things but there
were pieces of the puzzle missing. We be-
gan to wonder too why companies like Tex-
as Instruments and Atari were making stra-
tegic mistakes and why so many companies
failed to go beyond their first successful
product.”’ '

He began discussing the matter with
many ceos in the area, he says, and found
nearly unanimous desire for greater interac-
tion with peers to share problems and solu-
tions. The group held its first meeting in
midsummer.

‘“There is an informal network like
this in Silicon Valley,”’ Panzer notes, ‘‘and
it works.’

SoCalNET’s initial activities include
personal networking, information ex-

change, and image enhancement—making

the world perceive Southern California as a.

high-technology growth center.

“‘In the wake of IBM’s investment in
Rolm and Intel,”’ Panzer points out, ‘‘coop-
erative ventures will proliferate.””

Says one ceo who admittedly was
on the lookout for potential joint venture
partners, ‘‘With the climate what it is now
in Washington [for joint ventures], it looks
like anything goes, short of collusion.”’

Panzer initiated the plans for the
network last May 26 with a round table
meeting of some 50 ceos. At that meeting,
Walter Bauer, chairman and ceo of Infor-

matics General Corp., Woodland Hills, Ca-
lif., was named chairman. A core meeting
followed at Informatics on June 10 and, at a
subsequent meeting on July 8, two vice

“With the climate what it is
now in Washington, it looks
like anything goes, short of
collusion.”
chairmen and a 10-man executive council
were elected.

Ricardo G. Brutocao, president and

ceo, LDM Inc., and C. Paul Davis, president
of Perfect Data Corp., are the vice chair-

TIME-PROVEN
" PERFORMANCE

While new printers with impressive specifications are introduced on an almost daily basis, only
time will tell the true quality of the product. Over the past 2 years our customers have continued
to buy the DS 180 printer, not only because of its impressive performance and competitive price,
but aiso because of our outstanding track record for product reliability and customer support.

We have continually improved on the performance of the DS180 by incorporating such
enhancements as dot addressable graphics, 6 user-selectable print sizes and a 2000 character
buffer. These features coupled with 180 cps printing, parallel and serial interfaces, adjustable
tractor feed and over 40 other programmable features, make the DS180 one of the most versa-

tile matrix printers available today.

Before you select your next printer, why not take a look at a time-proven performer—the

Datasouth DS180.

The DS180 printer is available nationwide through our network of sales/service distributors.
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men. The council is composed of Martin
Albert, president, Cambrian Systems Inc.;
Richard Barrett, president, Adaptive Data
and Energy Systems; J. David Callan,

“There is an informal network
like this in Silicon Valley and
it works.”

president, Callan Data Systems; George M.
Crandell Jr., partner, Brentwood Associ-
ates; Harold M. Gordy, president, Tele-
dyne .National; Alexander D. Jacobson,
ceo, Inference Corp.; Arthur Lacerte, presi-
dent, Basic Computer Systems Inc.; Charan

S. Lohara, chairman-and president, Intelli-
gent Communications Networks Inc.;
Thomas L. Ringer, president and ceo, Fu-
jitsu Systems of America Inc:; and Thomas
Roberts, chairman, Transducer Technol-
ogies Inc.

The first official meeting of the net-
work was held July 29, when the member-
ship was divided into round table groups of
12 ceos, which will meet monthly for half a
day. Network-wide conferences and work-
shops are to be held quarterly.

Panzer predicted that the network
initially will give a lot of attention to mar-
keting. ‘‘Among the ceos we interviewed,

which to work and grow.

responsibility for:

¢ Capacity planning

be a big plus
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almost all ranked marketing high as a suc-
cess factor. They ranked themselves low.”’

At the initial meeting, David Cole,
ceo of Ashton-Tate, pointed to the tendency
toward *‘killing the messenger who brings
bad news. You’ve got to seek out informa-
tion. Expect bad news and appreciate good
news, but get the information quickly.”” He
said Ashton-Tate has identified all the chan-
nels in the organization through which a
customer can talk.

David Saykally, president of Con-
text Management Systems, said, ‘‘Focus on
the parameters of the marketplace, not on
channels of distribution. Determine who
has responsibility for strategies.’’

In addition to its regular members,
all high-tech ceos, SoCalNET has a panel of
venture capitalists, lawyers, and consul-
tants who can be called on by the round
table groups.

Panzer believes the network will
grow. “‘I’ve compiled a list of some 250
emerging high-tech companies in this area.
This is an exciting time in Los Angeles.”

BENCHMARKS

REENTRY: Data General once again has
attacked the microcomputer market, intro-
ducing a family of desktop machines- it
hopes will appeal to corporate and small
business users. The firm’s new Desktop
Generation line uses the microEclipse mi-
croprocessor and Intel’s 8086, offering the
ability to run previously written Data Gen-
eral minicomputer software as well as in-
dustry-generic packages. The company had
unsuccessfully tried to enter the micro mar-
ket in 1980 but *‘missed the mark,”’ as one
executive put it, by choosing a proprietary
operating system that limited the amount of
applications software available. The low-
end model of the new family is a single-user
machine selling for $3,165 with 128K bytes
of main memory, a 368K byte diskette
drive, monitor, and keyboard. The upper
two models, which can handle up to four
concurrent users, will sell in the $10,000 to
$17,000 range, depending on options. De-
liveries were set to begin this month.

BUYS IN: Frustrated in its delayed at-
tempts to enter the office systems business,
Harris Corp. has agreed in principle to buy
established word processing vendor Lanier
Business -Products Inc. of Atlanta. In a
stock deal valued at about $415 million,
Lanier would become a subsidiary of Har-
ris. The deal is expected to be completed by
October or November, giving Melbourne,
Fla.-based Harris a solid entrée into a mar-
ket it has eyed for-several years. Harris last
spring finally came out with its own word
processing system after several years of de-
velopment and scrapped plans. The com-
pany is understood to have-a relatively
strong standing in the distributed process-
ing marketplace but is now determined to




harlotte County, Florida, is one of the fastest growing
counties in America. And its government is one of
‘the most efficient. _ o

In fact, visitors have come from as far away as-Europe
to-study Charlotte County’s computer system. A Nixdorf
computer system. :

As Qliver Lowe, Charlotte County’s Property Appraiser,
and the driving force behind the implementation of the
Nixdorf-600/55 computer system, puts it, "One of the pri-
mary obligations of any government agency, regardless
of size, is the elimination of unnecessary expense and
duplication.of effort. With the Nixdorf system, we are
able to meet the data and information processing needs
of all county departments, and at the same time, make
the information used by one organization available to
any other department that might need it. We're compa-
rable with private enterprise when it comes to efficient
management.” ; ' :

The Nixdorf system handles the complete range of the
county’s administrative functions from property appraisal,
tax collecting, license and registration renewals, payroll,
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A lot of companies would like to run
as smoothly as Charlotte County.

and mosquito control to a number of law enforcement
requirements. o : PR
Another reason for the selection of the Nixdorf system, -
according to Mr. Lowe, was its ease of use. The system
is being run by people who had never operated a data
processing system before. No computer specialists had
to be hired. And that's a major factor in-Charlotte County’s
ability to save hundreds of thousands of dollars.
For 31 years, Nixdorf has been providing solutions
for the information processing needs of all kinds of busi-
nesses, as well as government agencies at the local, state
and Federal level. And today, we're a successful inter- -
‘national company with 16,000 people and over 110,000
computer systems installed around the world.
So if you want the best system of government, with all
the software and support you could ask for, all you have
to dois talk to Nixdorf. v '
" Nixdorf Computer Corporation,
300 Third Avenue, Waltham, MA 02154

NIXDORF
COMPUTER
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establish a position in the office arena. La-
nier sells the Ez-1 series of standalone word
processors which are manufactured for it by
Montreal-based AES data Inc. (in which La-
nier has a 37% interest), while Harris offers
a clustered system, the Series 9000. The
latter recently made the bold move of di-
vesting itself of its well-established printing
business to become entirely an electronics
company. Lanier brings to the situation a
payroll of approximately 5,000 emp]oyees

some 2,000 of whom are in sales.

SPLITS: After less than a year and a half
of its Industry Systems group structure,
Burroughs Corp. formed a three-group ar-
rangement at its head offices in Detroit. Re-
placing Industry Systems will be the Large
Accounts Development, Business Informa-
tion Systems, and Financial Systems
groups, the first of which is to be headed by
corporate senior-vice president William P.
Conlin, who had been in charge of Industry
Systems. All three of the new groups will
report to Burroughs president and chief op-
erating officer Paul G. Stern. Business In-
formation will include office automation
and small business computer operations and
is to be headed by Edwin F. Carlson, a
corporate vice president who joined.Bur-
roughs last spring from Victor-Kidde’s
computer operations. Heading Financial
Systems will be Martin A. Belsky, a corpo-
rate vice president. When formed in May
last year, Industry Systems had encom-
passed product planning; market planning;
engineering and manufacturing for finan-
cial, commercial, and manufacturing sys-
tems; as well as office and small business
machines.

DELAY: Amdahl Corp. has been forced to
slip the first customer ship date of its dual-
processor 5860 mainframe by at least three
months due to a shortage of engineering
staff within the company. Instead of being
available in the second half of this year, the
machine will be delivered early next year,
Amdahl] told customers. The slippage is un-
derstood to be the result of management’s
decision to concentrate engineering efforts
on other areas, most notably the develop-
ment of products to handle the Extended
Architecture (XA) IBM has started to deliver
in its high-end mainframes. While industry
observers don’t expect the pcm’s revenues
or earnings to be affected by the delay, it
will make Amdahl’s largest machine enter
the market a few months after IBM’s largest,
the quad-processor 3084.. That machine is
scheduled for first shipment in the last quar-
ter of this year.

TAIL WAGS DOG: Acknowledging that

its product’s name is better known than its
company title, Three Rivers Computer
Corp. has changed its name to Perq Sys-
tems Corp. The Pittsburgh maker of high-
performance scientific PCs also has snug-

gled closer to British computer vendor ICL,
which has for two years marketed and
manufactured Perq systems abroad. Under
a new five-year agreement, the two compa-
nies will more closely coordinate their man-
ufacturing efforts, dividing the Perq prod-
uct line between Pittsburgh and the United
Kingdom. Three Rivers hired a new top
management team in March to help reverse
what was understood to be a declining order
rate. Company sources indicated that new
financing, aimed to help development of an
expected lower-cost Perq 3 system, would
be publicly disclosed this month, perhaps
involving ICL. Meanwhile, the British firm
is gearing up to introduce the Perq 2 work-
station in the U.K. on Sept. 21.

SPREE: Management Science America
Inc., the Atlanta software company, has en-
tered the educational market through the
acquisition of Edu-Ware Services Inc.,
Agoura Mills, Calif., for about $1.5 million
in cash and stock. This move is expected to
bring the company more sales in the micro-
computer market and give it a boost in com-
peting with IBM whose Science Research
Associates subsidiary is expected soon to be
a major force in the educational software
market. Edu-Ware had fiscal 1983 revenues
of $1.6 million. Meanwhile, MSA earlier
had acquired Computeristics Inc., a builder
of order processing and accounts receivable
software, for about $4.5 million. MSA has
disclosed plans for further acquisitions in
the hospital and banking arenas, among
others, as it tries to target specific indus-
tries: The company reported second quarter
revenues of $36.9 million, up 63% over the
comparable year-earlier period.

“CAVED IN": Thats what AT&T ad--

mitted doing in reluctantly agreeing to drop
the Bell name from its corporate title fol-
lowing the upcoming divestiture of its local
operating companies. The agreement
cleared the way of all legal obstacles for the
breakup. Those 22 smaller units, which are
joining together into seven regional holding

moniker. Thus, AT&T’s unregulated subsid-
iary, now American Bell, will become
AT&T Information Systems and the long-
lines subsidiary will be named AT&T Com-
munications. Bell Laboratories will, how-
ever, retain its name intact. It is thought that
the phone company will now have to spend
millions of dollars to reestablish its market
identity without the Bell logo, but the com-
pany agreed to change in order to avoid
extended legal hassles as the Jan. 1 divesti-
ture approaches. . Meanwhile, AT&T has
chosen red, blue, and black as its corporate
colors, leaving the traditional blue, ocher,
and white to local companies.

TIDB"S: Digital Equipment paid $26
million for a 9% interest in mainframe mak-
er Trilogy Ltd., giving DEC an option to
license Trilogy’s wafer-scale semiconduc-
tor technology. It was also agreed that Tril-
ogy, at DEC’s option, could develop a new
chip manufacturing facility in California, a
portion of whose output would be used to
supply DEC. No details were given as to
DEC’s intention to use the advanced chips in