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2X the speed 3X the densnty, 4X the capamty
: 1/3 the cost

”"‘Kennedy is, and has always been the Ieader in peripheral tape

‘technology With. Model 9400 Kennedy has done |t again. For

instance:

. 2X the speed. ‘Model 9400 i isa dual speed transport operatmg
..at.45.ips.in.the.GCR mode.and. 75 i ips-in-the PE/NRZ modes
with a maximum rewind- speed of 500 ips.

"3X the densuty The dnve utilizes Group Coded Recordmg at '

-+6250-BP|-along with- prevnous industry standard densities of -
1600 BPI/PE recording. and ‘800 BPI/NRZI recording. -

~:4X the capacity. In"GCR" mode the Model 9400 can store up

. to 180M BYTES of data (four times more capacity than the
. ftradmonal 1600 BPI drive). -

’More’ Th Model 9400- features multlple processors to
eparate data handllng and control functlons An 8088

fo r_'20_yea,rs

72:0116|

KENNEDY
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Candle Introduces EPILOG*“/MV_S | L

Mvs | o
PERFORMANCE S
IN3 EaSsy STEPS

The EPILOG™/MVS Installation Performance Management System will allow you to
easily analyze and manage your performance and capacity concerns. . .

Step ] T

Discover your problems. Ask EPILOG/MVS to plot
TS0 response times or batch job run times (yesterday,
last week, last month) on your CRT. After analyzing
the workload for problems, simply place a “d”
next to the problem time period and press enter.
In this example, July 12 is the problem day.

e 5 . o Lt
e B e L R R a

Historical TSO plotfof the month of July N |
- Step 2

The resultis a display of degradation reasons for that
time period. Now you know the major causes of poor
response. In this case, paging caused 60% of

response time problems. Butwhatis causing the

degradation? Place an “r” on the problem line
and press enter,

i o o . = S
R o S SRR R G e SR s

Detailed anélysis of TSO response time problem for July 12.
Step 5} —

EPILOG/MVS will automatically bring you the
information needed to help analyze degradation for
that time of day. In this example, Step 3 shows an
analysis of paging activity where a paging device has
contention from another system.

Use EPILOG/MVS for monitoring: trends, capacity, o
TS0 response time problems, batch job run times, o ,

effects of changing hardware, and effects of making e .
tuning changes. It's as easy as 1-2-3. Analysis for paging on July 1.

[JPlease send me more information on EPILOG/MVS.
U Please enter my free subscription to the Candle Computer Report.

Name Title 10880 Wilshire Boulevard Suite 2404
Company ' . . Los Angeles, CA 90024 '
Address 213207 - 1400

City/State/Zip .
Phone . N
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Which PC deserves to print out "
feel pretty"? Industrial designer Marc
Harrison has the answer in “Mirror,
Mirror, on the Wall.”

104

SYSTEMS SOFTWARE SURVEY
Data Decisions

The pictures at the exhibition were
packages, the critics were more than
5,000 users, and the reviews were
mostly good.

152

ALAN TURING: THE ENIGMA
Andrew Hodges

An excerpt from the new book about
the unsung, unfathomed father of
programming.

178

DP CAREER PATHS

Kate M. Kaiser

Frustrations and opportunities for
systems professionals abound in a
field with no clear roads to advance-
ment.

193
WINNERS AND LOSERS IN THE

FIFTH GENERATION

Frederic G. Wlthington

Predictions concerning the futures of
four of the major information
technologies.
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Dp managers must attend to machi-
nations as well as machines.

220
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Edwin R. Coover

Although X.25 and SNA are very
different, they'll be a double
standard for datacom in the '80s.

235

THE SOFTWARE REHEARSAL
John G. Seddon

User participation and live data help
prepare a business for installation of
a new package.

240

END-USER GAME PLAN
Hugh Ryan

- Suggestions for making the user's
computing environment friendly and
productive.
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Once a month
- isntenough.

B eginning in April, 1984, Datamation will increase its fre-
uency to twice a month, 24 times a year. .

.I'd like you to know the reasons behind this change, and
why I believe it represents such an important benefit to you, the
Datamation reader.

For 26 years, Datamation has been dedicated to covering
every vital aspect of the computer industry for the information
processing professional. And with a worldwide circulation of
over 163,000, we're the largest publication serving this important
audience.

- ‘Buttoday, your role as an information processing profes-
sional is being rapidly redefined and broadened. Unprecedented
growth and change are taking place. o

Decentralization, the personal computer, the microproces- -

sor, advances in data communications, fourth generation
languages, office automation... '
these are just a few of the forces
converging to reshape the infor-
mation processing industry.

So, in order for Datamation
to provide the scope of informa-
tion, analysis, and advice you've
come to rely on, we need to grow.
Not to a 700-page “phone book”,
but to more frequent issues.

With two issues each month,
Datamation will provide even -

| Sadirrl 4o ¥
more quality editorial. Expanded

“departments. And more timely
topics.

I'd like to thank you for your —
loyalty to our tgublication. And1 /

James M. Morris

promise you that starting this bublisher
April, Datamation will be twice |
the magazine it is today. ; _
: ' DATAMATION.
875 Third Avenue, New York, NY 10022
212-605-9400
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SAS Products Installed

By Reglon i =

LEGEND: PRODUCTS Y 239 or less
B} 600-899

September, 1982

HelFapalizHE W EYE o

Operating Revenue Dollar

. . )
Uholesale raphics Replay Pracedire
18 ) i Command

PROC GMAP DUTPUT 09DECE2
CHOROPLETH MAP OF PRODUCTS

PROC GCHART OUTPUT 09DEC82
PIE - CHART OF REVENUE

R e RS SR SN GRAPHS FROM PROC GSLIDE 09DECB2
. TELEPHONE EXPENDITURES

PROC GPLOT OUTPUT 09DEC82
PLOT -OF LOADXTIME .

Commercial
19¢
Residential
: 314
. nlnd‘ustrial g
29 0

1981 Annual:Report, p. 6

i

TELEPHONE EXPENDITURES
FOR TELEMARKETING

(Estimated Figures)

(In Million‘s) .
1980 1976

Resigential originated local calls $ 569 $ 232

Residential originated toll calls - 1889 . 269

Business originated. local calls 4,144 3,045

Business originated toll,* . :
WATS, 800 calls 4,443

TOTAL : $9,845

Nurrber of Users

13:00
Time of Day

LEGEND: USERS active. Logged On



Introducing COMPAQ PLUS,
the first high-performance portable
~ personal computer.

he makers of the COMPAQ™

Portable Computer, the indus-
try standard, announce another
breakthrough—the COMPAQ PLUS™
Portable Personal Computer. No other
personal computer can handle so much
information in so many places. :

The new COMPAQ PLUS offers the

power of an integrated ten-megabyte
fixed disk drive in a portable. You get
problem-solving power that no other
personal computer can match.

Plus‘a bigger payload

How much is ten megabytes?

Enough to tackle jobs that can’t be
conveniently handled on most personal
computers.

" Information that would
fill your company’s ledgers can
be stored on the fixed disk drive of the
COMPAQPLUS.

A mailing list of 100,000 names,
addresses; cities, states, and Zip codes.

A full year of daily prices for every
stock on the New York exchange.

Inventory records on a quarter mil
lion items. :

The entire San Francisco phone
book. And room left over for Peoria,

The fixed disk drive keeps all the
information seconds away, ready to
.| be searched, sorted, retrieved, ana-
lyzed or updated. '

Plus better use of your time

The integrated fixed disk drive will
store programs. That means your most

used programs and data can be perma-
nently kept in the COMPAQ PLUS, -
ready to call up and run.

With programs permanently stored,
the COMPAQ PLUS becomes a well-
informed traveling companion, a tool
to help you apply your best thinking
anytime, anywhere. ~

You could store a complete library of

accounting programs on the disk—
payables, receivables, general ledger,
and payroll—with the company’s
books.

You could store an inventory control
program with your inventory records
and a list management program with
your mailing list and a filing program
with your personnel files.

. The COMPAQ PLUS is also
equipped with a 360K byte diskette
drive for entering new programs, copy-
ing data files, and making backu
copies.

et

Plus more programs

More programs means more
versatility. And the COMPAQ
PLUS is impressively versatile
because it runs all the popular
programs written for the IBM®
Personal Computer XT, avail-
@ > able in computer stores all over
he country. And they run as is, with
no modification whatsoever.

And the high-capacity portable mul-
tiplies the productivity of every pro-
gram it runs. Your inventory and its

The COMPAQ
PLUS runsall
the popular pro-
grams written for the

IBM Personal Computer XT:

control programs can go with you to
the factory. Your books and your
accounting programs can go with you
to a board meeting. Your building specs
and your project management pro-
grams can go with you to the construc-
tion site.

You're buying a computer to solve
problems. Why not have more
problem-solving programs to choose
from?

Specially &

designed shock ‘
isolation system protects the fixed
disk from jolts. '

Plus a traveler’s toughness

Life can be tough on the road. A true
portable has got to be tougher. The
COMPAQ PLUS is.

Its integrated fixed disk drive is unique,
designed specifically to travel. Rough
roads and hard landings don’t bother it
because of a specially designed shock
isolation system that protects the disk
from jolts and vibration.

All the working components are
surrounded by a uniquely cross-
membered aluminum frame. This
structure, common in race car

il design technology, strengthens it

- side-to-side, front-to-back, and top-
to-bottom. ’

The outer case is made of LEXAN?,
the same high-impact polycarbonate
plastic used to make bulletproof win-
dows and faceplates-for space suit
helmets.

Does a portable personal computer
really have to be this tough? Take
a good look at your briefcase and
then decide. :




Plus ease of use
The COMPAQ PLUS is big where i it

counts.

The display screen is big. Nine inches
diagonally. Big enough to show a full
25-line-by-80-character page that’s easy
to read even if you're leaning back in
your chair.

The keyboard is full-sized and
typewriter-style for easy control.

With its built-in display, the
COMPAQ PLUS makes a smooth,
low profile on your desk, not an ob-
stacle that you have to talk around.

Plus an easy way to get started

If you’re buying your first personal
computer and you’re not sure how .
much capacity you need, your choice
is easier now.

Start with the COMPAQ Portable
with single or double 320K byte disk-
ette drives. If you need more capacity
later, upgrade to the COMPAQ PLUS.
A conversion kit is available that
turns the COMPAQ Portable into a

. COMPAQ PLUS, complete in every
detail and capab111ty

Plus a lot more
"The COMPAQ PLUS also works with

optional printers, plotters, and com-
munications devices designed for IBM’s
personal computer family.

It has two IBM-compatible slots for
adding optional expansion boards.
With companion programs, they’ll let
you share information with a network
of personal computers in your office,
communicate with your headquarters
computer files while you’re away, or
add memory capacity if your needs
grow.

The COMPAQ Portable, the industry standard
in portable personal computers. g

The problem-solving power of a high-
performance desktop personal computer can
now go where you need it.

* It’s got high-resolution graphics and
text on the same screen. A detached
keyboard. Programmable function
keys. Expandable memory. Dozens of
other features that simply make it do a
better job of personal computing.

And when you see all that the
COMPAQ PLUS has to offer, you'll
be pleasantly surprised by the price.
The fact is, it costs hundreds less than
comparably equipped desktop personal
computers.

See the first high-performance porta-
ble personal computer. The COMPAQ
PLUS—performance, programs, pro-
ductivity. Plus problem-solving power.

The new COMPAQ PLUS, the first high-
performance portable personal computer.  /

COMPAQ PLUS
Specifications

Storage

[0 One integrated IO'megabyte fixed
disk drive

[J One 360K byte diskette drive.

Software
[0 Runs all the popular programs
written for the IBM XT.

Memory
[ 128K bytes RAM, expandable to
640K bytes

Dlsplay

[ 9-inch diagonal monochrome
screen

[ 25 lines by 80 characters

O Upper- and lowercase high-
resolution text characters

0 High-resolution graphics

Interfaces

(1 Parallel printer interface

[J RGB color monitor interface

[0 Composite video monitor
interface

[0 RF modulator interface

Expansion board slots
O Two IBM-compatible slots

Physical specifications

0 Totally self-contained and
portable

00 20"W x 8%2"H x 16"D

For the name of the
Authorized Dealer nearest
you, call 1-800-231-0900.

" 01983 COMPAQ Computer Corporation

COMPAQ™ and COMPAQ PLUS™ are trademarks of
COMPAQ Computer Corporation.

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

LEXAN®is a registered trademark of General Electric Company.

omreaa
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Software Inc.

INFURMATIIIN
CENTER?

DEVELOPMENT
CENTER?

WE'VE 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 cotlec-

tion, costing and reporting for the VM
environment.

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

VMTAPE Frovides flexible control

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

VMARCHIVE riovides space

management tool to end users, saving
disk space andtapes.

VMSECURE Fovides compre-

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

VMDEFER rermits users to

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

VMLIB Ailows users to share fites
without duplication. saving disk space.

Call Us
703/821-6886

or Write
]

Name
Title -

Company
Address
City
" State Zip
Phone ( )

CPU
VM Software Inc.

2070 Chain Bridge Road
Suite 355, Vienna, VA 22180

Twenty Years Ago/Ten Years Ago

LOOKING

BACK

CIRCLESONREADERCARD

8 DATAMATION
N ~

PRAYER

December 1963: As the magazine went to
press, President John F. Kennedy was fatal-
ly shot. News of the assassination traveled
quickly, and many Americans feared we
might be attacked in our weakened state, or
even that panic within our own military
could set missiles off.

The tension of the first hour follow-
ing the shooting prompted Robert Patrick to
write a special Editor’s Readout, ‘‘Prayer
of a Computer Specialist>’: *“We who intro-
duce the military to the developing technol-
ogy fail sometimes to properly weigh the
benefits of stability, training, and disci-
pline. O Lord, bless them for their judg-
ment when our peril was great. May your
wisdom descend on us as we design our
new systems for command and control; may
we control the response and retain such
judgment in our computer-based sys-
tems. . . .”’

YOU CAN COUNT ON THEM

An inventory of dp equipment in the federal
government showed 1,248 computers oper-
ating during fiscal 1963, with expenditures
of $705 million for personnel, hardware,
and other costs. The Department of Defense
soaked up 63% of that figure, with the Air
Force getting $179 million; the Army, $133
million; and the Navy, $94 million.

STRUCTURED GENESIS
December 1973: DATAMATION greeted the
dawn of structured programming with five
articles devoted to the new method that
promised to bring a revolution in program-
mer productivity, and the project that
brought it into the public eye.

1BM had taken on the task of design-
ing the New York Times’s vast information
bank. The programming team developed
over 83,000 lines of original high-level lan-

guage source code. The complete project
took just 22 months, half the amount of
time that normal programmmg techniques
would have required.

The team working on this complex
information retrieval system consisted of a
few highly skilled programmers under the
direction of a chief programmer. Two fac-
tors were deemed central to the success: a
development support library, in which all
programs under development were main-
tained by a programming secretary in a visi-
ble, standardized form; and the use of struc-
tured programming, which defined a top-
down sequence for program unit creation
and testing and a technical standard for the
coding of each unit.

While it was not yet clear whether a
single definition existed to describe struc-
tured programming, several threads seemed
to run through all the discussions. A 1966
paper by C. Bohm and G. Jacopini proved
that it was possible to write any program
using only three structures:

1. Simple sequence: in the absence
of instructions to the contrary, statements
were executed in the order written.

2. IF-THEN-ELSE: combined with
statement brackets (begin and end) so that
groups of statements could be included in
the THEN and ELSE clauses, which could
then include any of the three structures re-
cursively.

3. A loop control mechanism such
as DO-WHILE or DO-UNTIL.

Using these three constructions,
programs could be read from top to bottom
without ever branching back to something
carlier. It also eliminated the use, for the
most part, of the GO TO statement. In this
manner, programs became much easier to
read and understand, prodvced fewer er-
rors, and as a result, took a lot less time.

—Lauren D'Attilo




IBM MAKES THE SYSTEMS
34, 36 AND 38. WE MAKE
THEM BETTER - o

ity of your IBM computer system.
o Decision Data equipment does
more work, more quickly, more easily, for

Address

City State | Zio

feature which doubles the '
number of ports. All stan-
dard from us, all extra

" - CIRCLE 9 ON READER CARD

The Systems 34, 36 and 38 are very less money. And it's reliable —backed by
impressive IBM computers. But they're even more nationwide and international service.
impressive when they're using Decision Data'’s When people think of computers, they
compatible family of computer peripherals. think of IBM. But when they think of the best fam-
Take our work stations. With tiltable, ily of peripherals, they come to Decision Data.
~ non-glare screens that provide automatic And that's a very smart Decision.
dimming, cursor-position and error-message [ 'S - - - - -y
displays. Keyboards are movable and offer B Decision » : "~
comfortable palm rests. ] D t - i
Or look at our printers. A 300 lpm matrix | omputer'., 8
line printer with dual print heads and paper = Corporation n
position adjustments. Or a band printer that ﬁ)%x“31f312 Road “ |
operates at 700, 1100 or 1400 Ipm, and which i Horshom PA 044 i
Can‘be upgraded in the field. It is also a lot 0 Tell me more about your productive peripherals. i
easler to operate. B o Work Stations O Printers O Cluster Controiler, ]
~ Our cluster controller expands - {,Ysggg?,k?;j“;)fgggegg%‘g 'l phone (800) 523-6529. g
mainframe capabilities. It includes 4 [
ports, a single cluster feature, an EIA g oot ]
interface and an expansion g o Telephone ]
|

from IBM.
primary source for computer Al ‘
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Anetworkof HoneyWell computers
to improve customer Service.

When Metropolitan says they stand
by you—beheve them.

One way to upgrade customer service more easily. The system is a strong deci-

is to do more to help the sales representa- sion support tool. Indeed, its word proc-
tives responsible for that service. - essing, electronic mail, and other office

So the Metropolitan Insurance Com- automation capabilities will go a long way
panies are installing over 1000 Honeywell toward speeding operations and decreas-
DPS 6/40 small computers in their per- ing paperwork overall.
sonal insurance offices throughout the . The Metropolitan Insurance Compan-
U.S. and Canada. ies chose the DPS 6/40 for its reliability,

By decentralizing computerized sales =~ expansion capability, ease of use, and the
support functions, Metropolitan is giving quality of support available from Honeywell.
its sales representatives instant access to They also liked its combination of price/
data that once took days to get. - performance, local processing power, and

For instance, they can now obtain - communications.
sales illustrations and price quotes and ‘Metropolitan has always been dedi-

- process service transactlons just by going cated to the best possible customer service.
toaterminal. We think it’s a wise policy.
- The system also helps reps by main- For more information on how Honeywell
taining their policyholder files and gener- computers can help solve your problems,
- ating quality sales letters and timely call 800-328-5111, Ext. 2705. (In Minnesota,
reminders for client calls. What’s more, call collect, 612-870-2142, Ext. 2705) or
- Metropolitan’s managers benefit by being =~ write Honeywell Inquiry Center, MS 440,
able to measure sales against objectives 200 Smith Street, Waltham, MA 02154.

Togethér, we can find the answers.
Honeywell
\

CIRCLE 10 ON READER CARD



We've just enhanced the indus-
try standard, and we're confident
it's the most advanced general
ledger on the market.

Selective Realtime ability
provides precise feedback from
your general ledger. Immedi-
ately. Realtime maximizes the
efficiency of your accounting
operations. .

Comprehensive system
security and audit controls
are built into the system to
ensure data integrity. You
control who can enter,
review and make changes
. to your financial information.
Audit trails allow you to trace
the source of transactions. ; .

Our Variable Report Writer lets you design, maintain
and control every report that comes out of your system. The
- automatic building of reporting structures allows you to rap-

idly address your company’s reporting requirements. An
extensive standard format library eliminates the need to
" design basic financial reports. You can also use a common
format across reporting entities. No other general ledger
provides as much easy-to-use reporting power and online
access to information.

With our powerful online inquiry ability, you can query
your financial database at a summary or detail level
to immediately trace the source of a variance or an account
balance.

- Our package design accommodates your chart of
accounts, not vice versa. You can design any account num-

Goneral Lodgor & Financial Reporting System

bering system, up to a 24 alphanu-
meric free-format account number.
Sophisticated system architec-
ture provides benefits not found in
any competitive product. Detail and
'summary financial information
is as accurate and up-to-date as
the last physical posting to the
system. System design can
automatically reflect corpo-
rate changes and reorgani-
zations in company reports.
Software International
has been installing and sup-
porting high quality financial
application packages for
almost two decades. Cur-
rently, our General Ledger
‘ and Financial Reporting Sys-
tem is hard at work for more than 4,000 of the best run busi-
nesses in the world—firms like E.l. Dupont, R.J. Reynolds
and Miller Brewing. Hundreds of Fortune 500 Companies
have selected our General Ledger over the competition’s.
As a wholly-owned subsidiary of General Electric Information
Services Company, we are part of a worldwide family of more
than 5,000 computer and business professionals. )
For more information, call us today. Or write our Corpo-
rate Headquarters at One -Tech Drive, Andover, MA 01810.
When you take a closer look, you'll see that no other general
ledger measures up to ours. We're continually improving our
product to stay at the leading edge of software technology,
and to serve the changing needs of the business world.
After all, you don’t remain the industry standard by
standing still.

e

CONFIDENCE IN EVERY PACKAGE
CALL TOLL FREE 1-800-343-4133

(IN MASSACHUSETTS 1-800-322-0491)

SOFTWARE
' INTERNATIONAL
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LOOK AHEAD

PBX FROM
- BURROUGHS?

A TAXING ISSUE-[i_

'FOR IBM

| 1BM GOES AT

‘TALES OF
iJUPITER

'fﬁdto be felt
- say at the recent stockholders,¢
of the 36- -bit machines love the TOPS operatlng |
7system so much that DEC will "have to force them“* :
“to 1eave it. The company is understood to have i
| taken a seven- flgure write- off on Juplter and 1s

fcommunlcatlons schemes The machine was the focus
of a suit brought agalnst the Brltlsh Plessey

| group by Rolm Corp., which clalmed the hardware

| had been partlally copled from Rolm englneerlng

: ‘~de51gns,_f ““,,,.;, S ‘ - -

, ,Not to be outdone by the rash of startups in the St
o Qexpert systems business (October), IBM has its |
| own artificial 1ntelllgence progect under way at el
the Yorktown Helghts research lab. One of the s
| small team's first goals is to bulld a real tlme e i
| advisor for operators of large-scale MVS com- e
puters. The proposed system would help operators;‘,~”
‘schedule jobs, perform malntenance tasks, and S
,ffreconflgure perlpherals Also belng worked on
| is an algebra system that would perform hlgh- e
,,wlevel mathematics for englneers, ‘scientists, and{fgfﬁa
wd'mathemat1c1ans.; The company emphas1zes that‘the?j};jm
| AI efforts are for research purp ses only of =
:ﬂnot represent product developmen ‘

Word has it that Burroughs is testing a Plessey
digital private branch exchange, the IDX, for
p0551ble marketlng in the U.S. The Detroit main-
framer is currently without a PBX to offer its -
customers and the IDX ‘would seem a loglcal ch01ce
as it is said to be largely compatlble with IBM

The b1g questlon 1n the computerﬁlea51ng bu51—ff

| ness these days is whether or not IBM Credlt Corp.T'”‘
(_(ICC) ‘will make the $350 mllllon year—end goal |
it set. for 1tself.; ‘And if 1t does, w1ll 1t all '“7 '
rreally be good buSLness for IBM? The economic e
‘upturn has put the squeeze on third- party lessorszff
| as they compete for the tax shelter bu51ness of :
'*ycompanles and individuals whose incomes have beenf 1
~driven into hlgher brackets.w Accordlng to "Com—ff~'7
fputer & Communlcatlons Buyer,"'a New York Clty
‘Wnewsletter, the frenzy of tax shelter act1v1ty
- has made lea51ng cheaper for computer users. but S
may ‘hurt ICC's bottom llnevas 1t~str1ves for mar—j;f};
: ket share : . e Srrenn , e ]

DEC chlef Kenneth Olsen was e
meetlnguthat users,‘g*

fnow hoplng to lure TOPS userskto the aglng VAX

""f DECEMBER198313 ‘



LOOK AHEAD

MULTI-USER

ADAPSO AND

'MICROSOFT LOSES
UNIX DEAL

RUMORS AND

COBOL FOR PC/XT

THE PIRATES

RAW RANDOM DATA'

| line. One DEC watcher, Sonny Monosson, expects a
‘healthy used-system market to develop as DECsystem

users migrate. Monosson, however, also expects
many users to move to IBM machines, which he

- thinks may satlsfy timesharing needs better than

do VAXs.

A Delray‘Beach' Fla 'company has developed an
“ANSI COBOL software package that enables the

sharing of applications between IBM Series/1
minicomputers and the IBM PC/XT. VM-86, as Ad-

~vanced Software Products' $1,000 package is

called, provides multi-user capability on the

XT as well as support for large, hard disk drives
not supported under‘PC/DOS., The company has de-
termined the XT's performance with VM-86 is
roughly equal to a Serles/l 4954 processor.

- "How can we stop the Boy Scout troops from steal—

ing and exchanging our software?" asks an official
at ADAPSO, the software and services trade group.
While it may not be able to take any merit badges
away, the association is doing all it can to
answer what the official says is "the question

| closest to our hearts." ~Among other things,

ADAPSO has been lobbying the legal offices of

‘large corporations to make employees aware of the

illegality of ripping off office software packages

for home use. It is also watching closely the

outcome of efforts in the courts to crack down on
video cassette recorders, and is monitoring the
development of software protection devices.

Microsoft Corp., Bellevue, Wash., has apparently
dropped the ball in. porting Unix to Intel's 286
microprocessor. The job has been taken over by
Digital Research, Pacific Grove, Calif., which is
known for its CP/M operating system. Word has it

‘that DR will develop the System 5 version of Unix
for the 286, deriving the code from the version
'currently operatlng VAX: mlnlcomputers. ‘The 286
“is expected to surface in a large number of ma-

chines next year, the most notable of which is to

~be a Unix-based workstation from IBM that will

fill the gap between the P. C llne and - the

"‘¢System/36

Reports that 1BM Wlll flnally 1ntroduce its Oco-
tillo tape drlve, an 18-track machine- designed to
replace the aging 3420 line, have reached a cre-

| scendo lately. Industry observers, however, have
~been predicting the product's introduction regu-

larly for the past three years....Look for Dun &

| Bradstreet Corp. to bring out a version of its
~'Nomad DBMS for the new IBM XT/370.
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The new rack-mounted IBM 3868 Modem saves you space.
And money. And effort.
| Space because IBM’s new one-nch-wide vertical package
allows you to mount up to 12 modems in one enclosure that fits a
standard 19-inch rack.
Money, because each enclosure needs only one power supply
and cooling system to support all of its modems. ,
And you manage your network with less effort because the
IBM 3868 Modem has the same high availability and rock-steady
reliability as other modems in the 386X Series—plus |
an enhanced Link Problem Determination Aid (LPDA)
- Working with software available for many IBM
‘host systems, the LPDA performs greater end-to-end
management. Now line conditions are identified
further downstream from the host, and in more detail. For example,
conditions in any multi-point circuit can be pinpointed to a particular
leg, including tailed configurations off multi-plexed links.
| In fact, to help you keep your network humming, the LPDA
and host software monitor and provide you with a line quality value,
a receive signal level, an error-to-traffic ratio and modem self-test
results to help you isolate line problems. Now you can more pre-
cisely communicate them to your communications carrier.
And because the 3868 Modem is so reliable, it’s backed by a

full three-year warranty.

Try them for up to four weeks: just select 2400, 4800 or 9600

bps line speeds If youpurchasein [ =TT s
quantity, discounts are available. | DRM, Dep. BORBZ
TO get your copy Of a free ' : Franklin Lakes, NJ 07417

bI‘OChure, or to arrange to have an | [ Please have an IBM represente}tive call me.

| [ Please send me more information on the IBM Modem.

IBM representative contact you, call |

| Name

toll-free, 1 800 IBM-2468, ext. 82. |
Call your IBM representatlve | Company
or return the coupon.

|

I

|

|

|

|

|

|

|

|

|

I

| Address_ ~ I
|

I
J
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CALENDAR

DECEMBER

CMG XIV, International Conference on Computer
Performance Evaluation.

Dec. 6-9, Crystal City, Va., contact: Computer Measurement
Group, P.0. Box 26063, Phoenix, Az 85068, (602) 995-0905.

Conference on Personal and Small Computers.
Dec. 8-9, San Diego, Calif., contact: Billy G. Claybrook, Publicity
Chairman, The MITRE Corp., MS B332, P.0. Box 208, Bedford, MA
01730, (617) 271-2439.

JANUARY

Seventeenth Hawaii International Conference on
System Sciences.

Jan. 4-6, Honolulu, Hawaii, contact: Emily M. Yano Jorgensen,
Center for Executive Development, College of Business Adminis-
tration, University of Hawaii, 2404 Maile Way C-202, Honolulu,
Hi 96822, (808) 948-7396.

6th Annual Pacific Telecommunications
Conference.

Jan. 8-11, Honolulu, Hawaii, contact: Fred Smith, Pacific Tele-

communications Council, 1110 University Ave., Suite 303, Hono-
lulu, HI 96826, (808) 949-5752.

Southcon/84.

Jan. 17-19; Orlando, Fla., contact: Nancy Hogan, Electronic Con-
ventions Inc., 8110 Airport Blvd., Los Angeles, CA 90045, (213)
772-2965. '

Sixth Annual Advanced Semiconductor Equipment
Exposition (ASEE ’84).

Jan. 24-26, San Jose, Calif., contact: Joyce Estill, Cartlidge &
Associates Inc., 4030 Moorpark Ave., Suite 205, San Jose, CA
95117, (408) 554-6644.

Communication Networks 1984.

Jan. 30-Feb. 2, Washington, D.C., contact: Louise Myerow, Reg-
istration Manager, CN ’84, Box 880 Frammgham MaA 01701,
(617) 879- 0700 or (800) 225-4698.

IMPRINTA 84 (International Congress and Exhibi-
tion for Communications and Techniques).

Feb. 22-28, Dusseldorf, West Germany, contact: Dusseldorf Trade
Shows, 500 Fifth Ave., New York, NY 10110, (212) 840-7744.

MICAD ’84.

Feb. 27-March 2, Paris, France, contact: World Computer Graph-
ics Association Inc., 2033 M Street N.w., Suite 399, Washington,
DC 20036, (202) 775-9556.

The Hong Kong Personal Business Computer Show.
Feb. 29-March 3, Hong Kong, China, contact: Overseas Exhibition
Services Ltd., 11 Manchester Square, London W1M 5AB, England,

(01) 486-1951. \

MARCH \

SaudiComputer 84. AN

March 18-22, Riyadh, Saudi Arabia, contact: Overscas Exhibition
Services Ltd., 11 Manchester Square, London wIM 5AB, England,
(01) 486-1951. .

Federal Office Systems Expo (FOSE '84).

March 19-22, Washington, D.C., contact: Mary Beth Gouled,
National Trade Productions Inc., 9418 Annapolis Rd., Lanham,
MD 20706, (301) 459-8383 or (800) 638-8510.

International Symposium on the Performance of
Computer Communication Systems.
March-21-23, Zurich, Switzerland, contact: Harry Rudin, 1BM Re-

search Laboratory, Saumerstrasse 4, CH-8803 Ruschlll\on Swit-
zerland, (01) 724-2727.

APRIL

Hannover Fair.

April 4-11, Hannover, West Germany, contact: Hannover Fairs

Information Center, P.0. Box 338, Route 22 East, Whitechouse, NJ
08888, (201) 534-9044 or (800) 526-5978.

Videotex '84.

April 16-18, Chicago, Ill., contact: London Online Inc., Suite
3314, 1133 Avenue of the Americas, New York, Ny 10036, (212)

FEBRUARY

398-1177.

1984 Office Automation Conference (OAC '84).
Feb. 20-22, Los Angeles, Calif., contact: Ann-Maric Bartels,
American Federation of Information Processing Societies (AFIPS),
1899 Preston White Dr., Reston, vA 22091, (703) 558-3613.

AUTOFACT Japan Conference & Exhibition.

April 25-27, Kobe, Japan, contact: Public Relations Department,
Society of Manufacturing Engineers, One SME Drive, P.0. Box 930,
Dearborn, M1 48128, (313) 271-1500.
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hat tolook for
inaword processing printer.

olookout for.

quahty and reliability. '
It’s that reputation that made us

the largest independent manufac-

turer of computer printers in

the world.

J;  Tolearn more about

/ Dataproducts DP-55 and DP-35,
or for the name of our distributor

Erst of all, look for a daisywheel

printer. Dalsywheels produce crisp,
sharp characters that readers
can’t tell from the finest office
typewriter. g

They’re the best choice for N\

printing letters, proposals, :
contracts and other important docu-

ments that call for a professional look. S in your area, call (213) 887-3924.

We make the DP-55 and DP-35 type styles are available, so you Or send the coupon below.
daisywheels, which printat 55and 35  can match most any office
characters per second (CPS). . typewriter. L()Ok for Datapr()ducts

Rule of thumb: Faster is better. A printer’s no better
Our DP-55 will print a one-page than the techno
letter in about a minute. A 12 CPS logy behind it.
machine takes five. Some compa-
You may be happy to wait five min-  nies are push-
- utes for your letter. But remember, ing the limits
while the computer is tied up running  of their tech-
the printer, it may not be available for  nical knowhow
other jobs. and offer little more
Bad design can make a smart .than souped up typewriters.
operator look dumb. Dataproducts has decades of

printers.

performance printers (] Dot matrix graphics and label
printers ] Printer supplies

Dataproducts is a registered trademark. DP-55 and DP-35

plastic or metal printwheels are avail- ~ Dataproducts, then resells them with
able from Dataproducts or local office  their name on them. For them,

"‘7“77 Y )/
L//’ﬁw

People with otherwise normal dex- experience in the design and S
terity sometimes become all tgux;xbf g}aﬁufacttclire of sophisticated, [—D — _d —-C— — —
around a computer printer. The fault igh-speed computer printers. ataproducts Corporation
is usually the glachfr)le ’s. Our daisywheel printers are g%‘l&ag‘zi‘}s‘:‘)ﬁeﬁxa%l:gg gi‘sls 5:2131365
Our DP-Serles printers were serious business machines, engi- | OTm shopping for printers now. Send arep.
designed P ol s w7 neered to perform Name
with the ; ) ' reliably for years and | Title
operator in years. And to pro- Comonn
mind. A sta- vide their users the | Comp ﬂ,y :
tus display is § greatest produc- I Type of business
standard on tivity at the lowest No. of printers needed
the DP-55. The printhead mecha- cost of ownership. | Address
nism tilts a full 90° to make print- Depend on the world leader. | ity State
wheel changes a snap. Virtually every major computer Teleph
Industry standard ribbons and manufacturer buys printers from | gnfog'i‘;ggm;:nglp:fggg%*;gggngggg {};’mﬁgh

l
|
|
|
|
|
|
|
|

supply stores. More than a hundred Dataproducts is synonymous with | are trademarks of Dataproducts Corporation. ~  13/g3.p ]

&7// /"/ // 1 /= ,
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Personal Computers have opened up all kinds
of possibilities throu(fhout your company.
Including some you'd rather not think about.
Somehow a balance must be struck between
the performance PCs offer, and the control you
have to have in a local area network to make
sense of the whole system. Somehow, costs,
information and information processing
resources have to be managed.

INTRODUCING THE NET/ONE®
PERSONAL CONNECTION. IT’S SMART,
- FAST, AND SNA-COMPATIBLE.
The Net/One Personal Connection™ hardware
is a high performance, 10 megabit-per-second,
Ethernet-compatible Network Interface Unit
(NIU®) in a plug-in board for IBM® Personal
Computers. It packs enough microprocessing
power on a single 52-square-inch board to
offload all networking functions, so it doesn’t
consume any of the host CPU'’s resources.
~ With Net/One SNA Server software, a

PC can emulate a 3278, and get adirect SNA
route to the top. So the Personal Connection is
a far-sighted solution when PCs need to share
information and peripherals. And it’s the
only solution when PCs need to be mixed cost
effectively into a high-speed corporate net-
work with information processing devices
from different manufacturers.

The Personal Connection can do it,
because it’s the Net/One Personal Connection.
That means it not only does the job from PC-
to-PC, it’s the newest extension of Net/One,
the general purpose local area network system
that can turn all the equipment you have now,
no matter who makes it, into a fully functional,
high performance network. A Big Picture
network. Broadband, baseband, fiber optics.
Mainframe to mini to micro. Local to remote.

Now PCs can get into

Net/One, Personal Connection, NIU, Personal NIU, Diskshare and Printshare are trademarks of Ungermann-Bass, Inc.

IBM is a registered trademark of International Business Machines Corporation.
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I'T’S POWERFUL ENOUGH TO

PERFORM IN HEAVY TRAFFIC.
The Personal Connection is impressive even if
all you need to do now is hook up a few PCs.
Our Diskshare™ software lets one PC act as a
disk server and still function fully as a PC.
A Printshare™ program lets a number of PCs
share a printer effectively. Because the
Personal Connection offloads networking
functions completely, you're getting every
ounce of performance from every machine as
well as maximum network performance.

When you connect more than just a few
PCs, or a few hundred, the Personal Connec-
tion’s on-board intelligence and 10 Mbps trans-
mission speed are more than impressive.
They’re critical. : v

The ability to handle heavy traffic, fast,
and to fully integrate PCs into your corporate
network—now, or later—gives you both the
high performance and the manageability you
need, no matter how many PCs come in the
door. You get the shared access, fast response,
and easy, transparent operation you'’re looking
for. And you get better management of file
storage, applications software, and costs.

HOW MUCH WOULD YOU PAY FOR .
A BOARD THAT DID ALL THAT?
The Net/One Personal Connection board
(Personal NIU™) and operating software are
-$850. Surprised?

If you're looking to harness PCs to a high
performance network, or trying to solve net-
working problems of any kind, give us a call.

Ungermann-Bass, Inc., 2560 Mission
College Boulevard, Santa Clara, California
95050. Telephone (408) 496-0111.

Net/One from Ungermann-Bass lm

the corporate network
out of control.
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 APRINTER FOR EVERY NEED
" "AND EVERY SPEED,

[f you're looking for a dependable  beat. In fact, they're the only print-  print quality and outstanding-graph-

“lineup of printers, look at Printronix.  ers built to take the pressure of ics capability.
Welve got it all in the family. continuous duty processing in the . For printers for every need and
From Word Processing at 80 LPM,  most rigorous environments. every speed, come to Printronix. The
Graphics at 150 LPM, to high-volume And, in addition to industrial best printer line for your bottom line."-
Data Printing at 2000 LPM, Printronix ~ durability, our unique hammerbank For more information, please
printers do it all, without skipping a technologies give you superior write or call today.

P-Series :

The P-Series consists of our proven printer/plotters, the P300 and P600. At 300 LPM, the
P300 can combine bar codes, OCR and alphanumerics all in one dependable package to
bring you the best in medium-speed line printer capabilities.

And, with twice the throughput of our P300, the extra-
rugged P600 is truly an industrial printer,
deiigned for all your heavy-duty processing
tasks.

Plus, there’s our new P-Series XQ. Enhanced
versions of our P300 and P600, delivering
high-speed draft print and compressed print
in an office-quiet cabinet.

Fhetet sy

DataPrinter

reliable band printer performance
available, using a pre-
cision hammer
actuator system
evolved from
chain printer
technology.
DataPrinter’s
fully-formed char-
acter bands offer
superior print
quality for your
super-mini and
mainframe data
processing needs,
at speeds from

MVP
Our MVP is the business
grinter that really means
usiness. It's the world’s
first and only microcom-
puter line printer which

00 LPM to a
puts the dependability of blistering
our P-Series into a smaller : 2000
package. . . LPM.

The MVP is truly the Most Versa-

tile Printer, with selectable speeds
ranging from 80 LPM to 200 LPM,
and full graphics capability. It's the
perfect printer for all your multi-
user, multi-application needs.

The 4160 GraphicPrinter
The 4160 GraphicPrinter com-
THE FIRST LINE IN PRINTERS. bines the reliability and

- versatility of Printronix
. technology with higher
dot density. Perfect for.
applications requiring high
17500 Cartwright Road resolution graphics.
PO. Box 19559, Irvine, CA 92713
714/863-1900 TWX: 910-595-2535
Outside California: 800-556-1234, ext. 66
In California, 800-441-2345, ext. 66
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CARTOON BY REX E. MAY

'LETTERS

DOWNER WIT

I enjoyed the bit
of Downer wit
appearing in DATAMATION. *
It proved to me
that one’s loyalty**
can defy rationalization!
PETER KUSHKOWSKI
Manager, Process Computer Engineering
Northeast Utilities
Hartford, Connecticut
*Letters, August, p. 23, “‘Jersey Raises a
Stink’’ from Whit Downer.
**Secaucus notwithstanding!!!7?

Your ‘‘Jersey Raises a Stink’’ response to

my ‘‘manhattan tastes like New Jersey’’ let-

ter is a classic, and I don’t think I’ll cross

verbal swords with you again. But the air is
sweeter down here in Ocean County!

WHIT DOWNER

Manager, Communications

Electronic Associates Inc.

West Long Branch, New Jersey

INFO CENTERS, INDEED

Being involved in the development of an
academic computing information center, I
am interested in reading articles such as the
one you presented on ‘‘The New Info Cen-
ters’’ (July, p. 30). What I think is unfortu-
nate is that the lead-in to your article was
neither appropriate nor accurate, to wit,
your statement that ‘‘walk-in offices for ad-
vice on which micro to buy are springing up
in companies across the country.”’ While
micros are certainly a component of a cen-
ter, as indicated in your article, the mandate
of such a center is to do much more than
give advice on purchasing micros.
JOHN JOHNSTON
Manager, Academic Computing
Ryerson Polytechnical Institute
Toronto, Ontario, Canada

STANDARD SQUABBLE

The article by William Stallings titled *‘Be-
yond Local Networks’’ (August, p. 166)
states that ‘‘public access networks, such as
Telenet and Tymnet, do not accommodate
X.75 links to private networks.”” Tymnet

does in fact support X.75 and has done so
since 1981, but only to connect internation-
al public packet networks, since the CCITT
has defined X.75 as a public network inter-
connect protocol.

Tymnet is in compliance with the
ccITT X.75 recommendation. The X.75 in-
terface has been enhanced to produce com-
patible interfaces to the network services of
all major public packet switched networks
including Datapac, Telenet, KDD Venus
network, the British Telecom IPSS service,
Telepac, Italcable, Austpac, and Transpac.
It is widely used by the international record
carriers including RCA, ITT, WUI, TRT, FTCC,
OTC, and Teleglobe.

Private networks can be attached to
Tymnet via X.25. The only problem with
the X.25 attachment is that there is no stan-
dard for addressing entities within the pri-
vate network. CCITT Study Group VII is
working on a recommendation for subad-
dressing in private networks to be included
in a revised X.121 standard. There are sev-
eral different numbering plans vying for ap-
proval. Tymnet will support whatever the
CCITT recommends on this issue. In addi-
tion, the U.S. ANsII Task Groups X3S3.3
and X3S3.7, on which Tymnet is represent-
ed, have provided much input to Study
Group VII.

The Tymnet X.25 and X.75 inter-
faces provide access to the packet switching
data transmission services of Tymnet and
are compatible with recognized internation-
al standards. The same interface implemen-

‘tation and procedures may be used to access

both private networks and independent pub-
lic networks that are based on Tymnet tech-
nology. The ccITT adopted both X.25 and
X.75 as international recommendations in
1976. Since then, the protocols have under-
gone several changes, the latest of which
were approved in November 1980. Tymnet
recognizes that it is not possible for all cus-
tomers to update to the latest version of the
standard. To meet all customer and vendor
needs and requirements, Tymnet has pro-
vided several options that allow for earlier
version of the standards. This allows each
interface to be totally customized.
' JANIS BESSLING
Manager, Sales Support
Private Network Systems
Tymnet Inc.
San Jose, California

A THANK YOU NOTE

I read with great interest the remarks by
Michael E. D. Koenig about *‘‘Librarians:
The Untapped Resource’ (September,
Readers’ Forum, p. 243). You are to be

. \ Bq.’dd
“Justice may be blind, but she has very sophisticated listening devices!"
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commended for recognizing the great re-

sources we do have in professional librar-

“ians and the skills and expertise they can

bring to bear on present day information

needs. You have done this without hauling

out of the closet the tired clichés and stereo-

types of librarians, and have focused on the

positive in an original and enlightening
manner.

CARL F. OLDSEN

Research Specialist

Ohio State University

Columbus, Ohio

AT&T BALKS AT BLOCKING

We at AT&T Information Systems (formerly
called American Bell) appreciated being in-
cluded in the article entitled ‘‘Voice/Data
PBX Survey’’ (August, p. 155). Unfortu-
nately, in the table comparing the voice/
data switches from 17 vendors on pp. 156
and 157, eight of the 22 entries for Ameri-
can Bell’s Dimension System 85 were in-
correct. The correct entries are listed in the
table below.

In addition, the sidebar on p. 160
titled ‘‘Nonblocking Architecture,”” by
Robert L. Patrick, incorrectly portrayed
System 85 as a blocking switch. System 85
can be configured to be fully nonblocking
(i.e., zero calls blocked) up to about 4,000
lines. However, we believe that most cus-
tomers can be adequately served by an *‘es-
sentially nonblocking’’ (i.c., onc blocked
call per million attempts) configuration,
which costs approximately 20% less than a
fully nonblocking configuration.

R. MAGNANI

Product Manager, Dimension System 85
AT&T Information Systems

Morristown, New Jersey

Our information indicates that the Dimen-
sion System 85, as announced in January,
was small capacity and blocked because it
ran out of time slots. This past July (after
the deadline for our article), the company
announced an upgrade for that system that
reduced the probability of blocking and
held out a carrot for a further upgrade that
would eliminate the possibility of blocking.
Both of these promised upgrades are sched-
uled for first customer ship in 1984. In an-
nouncing the improvements, the company
inadvertently admitted that the original de-
vice did indeed block.—Ed.’

COKE IS APL-FREE

Your article, ‘‘A New Dawn for APL,”’ by
Claiborne Lange (September, p. 129), is
one that caught my eye. The second para-
graph provides as examples of the ‘‘loyal
following’’ of APL users such as Exxon and
Coca-Cola.

I think a correction is needed. 1
worked for Coca-Cola when APL was in-
stalled on our in-house system. At that
time, we had two users of outside APL ser-
vices. APL was operational on our in-house
computer for over two years with almost no
activity. Because of the lack of interest, it
was finally canceled and sent back to IBM.

What I saw at Coke is typical of
what I have seen in other companies offer-
ing APL. There is a very small group of
extremely dedicated users, but the average
terminal user prefers the services of TSO or
VM. I have tried to teach APL, only to find
users turned off by the unfamiliar Greek
characters. That seems to be the biggest
sturnbling block to converting people from
more traditional languages.

STEVE YATES

Vice President, Information Systems
Pool Company

Houston, Texas

IN THE YEAR 1815 ...

Thanks for the story on Ada (September, p.
114). I especially enjoyed two sentences
right near each other on p. 116: **Ada Love-
lace (1818-1851) was a mathemati-
cian . ..” and ‘‘The military standard
specification (MIL-STD 1815) was chosen to
reflect the year of her birth.””

Happy birthday, Ada, whenever it

was! - . )
WILLIAM B. LURIE
Consultant
Delray Beach, Florida

DOING WHAT’S NOT FEASIBLE

The inside story of the development of IMS
(September, p. 158) was very interesting
reading. Having worked in several different
database environments myself, I was par-
ticularly interested in William Grafton’s
comments about the usefulness of IMS in the
practical business world.

I would like to point out, however,
that the integrated database approach that
Grafton says is ‘‘not feasible with current
technology’’ is an accomplished fact in our

PRINTED IN CORRECT
‘FEATURE DATAMATION ENTRY
Av. Voice/Data Lines Installed N/A 350
Av. $Cost per Voice Line 250-400/mo. 700 (purchase)
Av. $Cost per Voice/Data Line 300-500/mo. 950 (with 10% data)
Redundancy no yes
Digitized Voice Handset no yes
Synchronous Data Speed — 19.2 Kbps
Protocol Converters Available no yes
Wiring Trace Software no yes

company. We have implemented MAN FACT
II, a real-time manufacturing system fully
integrated with INFORMATION, a dictionary-
oriented relational database, on a Prime su-
perminicomputer. Using a project team led
by our plant manager, we converted from
an IBM 4331 in about nine months with no
major milestone slipping more than three
weeks. During the conversion, and because
of the recessionary business conditions of
the time, we reduced the MIS expense bud-
get by over 50% and the MIS staff by 80%.

Our software (from COMPUFACT of
Santa Ana, Calif.) integrates sales history,
order entry, closed loop MRP, payroll, and a
full complement of financial applications.
Within this application environment, our
company is a successful example of end-
user computing with Prime’s INFORM query
and report writing capability. After two
hours of classroom instruction and two
hours at a terminal, our users now have the
capability to access our complete produc-
tion database. Communications have im-
proved significantly among our operating
staff, because users share accurate, up-to-
date information, and our management now
has access to information that was previous-
ly unavailable. System availability is ex-
tremely high, with less than five hours of
downtime for the past year!

I believe that an environment close
to that envisioned years ago is available to-
day with the combination of reliable, inte-
grated software packages, relational data-
bases, and end-user tools. Based on our ex-
perience, manufacturing companies that are
willing to leave the IBM world could install
this type of system for well under
$250,000. Can you imagine the expense to
duplicate this degree of integration with
MS? '

DAVID L. MAYES

Manager,

Management Information Services
“Heatilator Inc.

Mt. Pleasant, lowa

SETTING THE RECORD STRAIGHT

In your Look Ahead column (August, p.
13), you state that a ‘‘joint venture’’ has
been formed between Productivity Interna-
tional Inc. of Dallas and Set Theoretic In-
formation Systems Inc. of Ann Arbor to
build a new back-end database machine.
The fact is, Productivity International Inc.
is an independent engineering services
company that specializes in turnkey factory
automation systems design and installation,
and has not formed a joint venture with
anyone. The organization from Dallas that
is involved is PDC Venture Group I Inc.
Please set the record straight as it is impor-
tant that we guard our status as an indepen-
dent systems integrator.
JOHN J. ALLAN III
" President
Productivity International Inc.
Dallas, Texas
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Can you print 300 pages of data at
your Remote site...[n > minutes?

YES, Paradyne’s NEW
8360 Remote Page Printer
Prints as fast as a Page a
Second. Paradyne introduces
high speed, non-impact remote
printing — from one location to
any other — at speeds up to 60
pages a minute, depending on
line speed and data density.

‘No Host Remote
Teleprocessing Software is
Required. Communications
requirements are handled
through PIXNET®, Paradynes
communication system, and
the page printer will operate
without any changes to your

_ existing applications programs.

With the 8360 your re-
mote operators have the same
functional capabilities as the
data center operator. And the
8360 has the same capabilities
-as the system printer in your
computer room.

Uses Standard 8%:" x 11" copy paper.

Compact in Size, Highly
Reliable and Easy to Use. The
8360 is easy to install and it runs
cool — all day long. You'll have
a high quality printer designed
to blend into your office
environment with an operation
that's so quiet your operator
may have to check to see if it's
finished printing.

CIRCLE 17 ON READER CARD

A Price Breakthrough.
Now, Paradyne offers your
remotely located officesand
plants the convenience of high
quality, high speed printing...at
a price that’s a breakthrough in
the industry. Call 1-800-482-3333
and we'll tell you why. Plus, we'll
give you the location of the
Paradyne sales office nearest
to you.

pagadyne

Paradyne Corporation PO. Box 1347
8550 Ulmerton Road, Largo, FL 33540




You've gota PC.
m  Now where do you put it?

On a MicroMaster, from Inmac. It eliminates the tangled mess

of cables and printout permanently. MicroMaster manages them
so your work area stays neatly organized. It’s also genuinely port-
able — with a standard 26%" keying height on sturdy ball-bearing
wheels. Best of all, it can be shipped within 24 hours, from the
nearest of eight convenient Inmac outlets nationwide. Lifetime
warranty, risk-free 45-day trial. $349, base unit, accessories
optional. Call toll-free and order a MicroMaster today.

(800) 547- 5444. :
In Calif. (800) 547-5447. /

Inmac Catalog Dept.
- 2465 Augustine Drive
Santa Clara, CA 95051

Please be sure to indicate your phone number.

Name

Company

- Address

Send today for your free 100-page
Inmac catalog.

City/State/Zip

Phone ( )

115115

------1
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VSM
is the
NEWEST

in the family of VSAM
Products from Softworks.
To introduce you to VSM,
we are making a LIMITED OFFER..... -

TEST VSM FOR 30 DAYS
AT NO COST - NO OBLIGATION

VSM provides OS/VS VSAM users with a means to accommodate
nonspecific volume allocation of VSAM space by eliminating the
vexing requirement of identifying specific volumes by volume
serial number when allocating VSAM space to clusters by means
of the IDCAMS DEFINE CLUSTER command. It also provides the
availability to “place” (by absolute tracks) heavily accessed
VSAM datasets and catalogs for efficient arm movement on a

volume. Another feature addresses potential problems
associated with integrated Catalog Facility (ICF) environments
where the removal of volume ownership by catalogs has opened
a "“Pandora’s Box” in the recovery area.

\ SOFTWORKS, INC.

Consultants in data pr g — Sp

ialists in software development

7801 Oid Branch Avenue ¢ Clinton, MD 20735 « (301) 868-4221

-CIRCLE7ONREADERCARD
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TOO GOOD TO BE TRUE
Your article titled ‘“The opM Scandal Un-
masked’’ (September, In Focus, p. 34) was
interesting reading. I think you missed a
good way to summarize the situation, how-
ever. If it feels, reads, or smells too good to
be true, it probably is. :
ED HEINLEIN
Heinlein Associates Inc.
San Rafael, California

FOOLS FOREVER

I was totally amazed to read your inside
magazine entitled Digital Tattler and dated
April 1, 1983 (April, p. 150). At last some-
thing refreshing, funny, and subtle appears
in your otherwise cold and all-too-serious
publication. My only regret is that Digital
Tattler appears only on April Fool’s Day.
But then, my hope is for a monthly Fool’s
Day to come. A copy of DATAMATION costs
$4, but Digital Tattler is priceless!
ANDRE DELISLE
Aylmer, Quebec
Canada

TALKING FURNITURE HOAX
My compliments on a brilliant exposé of
““The 0A Hoax’’ (September, Readers’ Fo-
rum, p. 246). Perhaps with the elimination
of offices, as Alan Krigman suggests, we’ll
see an end to those annoying memos people
get from  furniture—‘‘From the desk
of. . ..” :
PETER KUSHKOWSKI
Manager, Process Computer Engineering
Northeast Utilities
Hartford, Connecticut

HOLD THE PHONE!

A recent Readers’ Forum (October, p. 322)
included an article called ‘“The Amazing E.
G. Ratigan.”’ It was a bogus resumé for a
fictitious character but, as it turns out, one
part of our piece was real: the toll-free
phone number, which belongs to the Hertz
Penske Truck Leasing company in St.
Louis. Since release of the October issue,
Hertz Penske has been receiving phone
calls nonstop from jesting DATAMATION
readers who are trying to track down our
man Ratigan. Apart from the nuisance fac-
tor, these phone calls are costing the St.
Louis company actual dollars. We urge you
to stop the search for Ratigan so that Hertz
can keep on truckin’. We offer our sincere
apologies to Hertz Penske for this blunder.

MISCONCEPTION

The People profile on Lynn Conway (Octo-
ber, p. 263) did not make clear the fact that
the ‘‘exclusive interview’’ mentioned was
indeed exclusive to the Palo Alto Weekly
newspaper and not to DATAMATION. Author
Michael Doyle supplied us with an adapted
version of that earlier interview granted to
his California publication. —Ed.




ZEBRA'RUNS CIRCLES AROUND
EVERY COMPUTER IN ITS CLASS.

Zebra™ is the fastest, most
powerful multi-user “
microcomputer system in
its class.

Zebras are friendly too.
Because they utilize the
PICK™ Operating System. And
with ACCESS™ the system’s
information management and
retrieval language, Zebra speaks
English. Just like you do. So
everyone from a secretary to
top management can use it..
Without hours of tedious train-
ing. Zebra comes complete
with software packages for
word processing, graphics and
financial spreadsheets.

Zebra also speaks to other
computers in your company.
It can communicate system to
system through its local area
network. Or talk with other
Zebras in the field through a
simple telephone connection.

Zebras also support most
industry standard communi-
cations protocols giving Zebra

the ability
to communicate
with major mainframes and
minicomputers. Zebra also
runs the XENIX™ Operating
System so it adapts to an
infinite variety of commercial,
engineering and scientific tasks.
The MC68000® micropro-
cessor gives Zebra the power
to handle dozens of tasks simul-
taneously. Every Zebra has a
unique modular design that
allows it to grow as your busi-
ness grows. Your Zebra can

FOR MORE INFORMATION CII}CLE 18 (ENDUSER)

74

- of over 30,000 satisfied users

expand from a single user
desktop system, to net-
worked and clustered
configurations capable of
serving hundreds of users.
Zebra follows in the tracks

of GA computers worldwide.
Inthe U.S,, service for Zebra
is available through SORBUS?
the number one rated service
organization in the country.

. Find out how Zebra can set
a faster pace in your company.
Call or write now to GA cor-
porate headquarters. GA, 1045
South East St., PO. Box 4883,
Anaheim, CA 92803, (714) 778-
4800, Toll-free 1-800-556-1234,
Ext. 41. In California, 1-800-
441-2345, Ext. 41.
©1983 by General Automation, Inc. Zebra is a
trademark of General Automation, Inc. PICK is
a trademark of PICK SYSTEMS. ACCESS is a
trademark of PICK SYSTEMS, XENIX is a trade-
mark of Microsoft, Inc. MC68000 is a registered

trademark of Motorola, Inc. SORBUS ‘is a regis-
tered trademark of Management Assistance Inc.

ZEBRA BY GA

FOR MORE INFORMATION CIRCLE 19 (RESELLER)
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ILLUSTRATION BY AMY SALGANIK

John L. Kirkley, Editor

EDITORIAL

PAINTING THE WORLD
BLUE

IBM is Creating an Umbrella
of De Facto Standards

/4

IBM, a company one would never characterize as shy and retiring, has be-
come even more aggressive since the government dropped its antitrust suit
in 1982. During the past year it has made a series of product announce-
ments that have delighted users, confounded competitors, sobered venture
capitalists, and sent shock waves through Wall Street.

““They’re painting the world blue,”’ commented one industry observ-
er, and, indeed, it appears they are. From P.Cjr to the 3081, from the dp
shops of the Fortune 500 to the home and the classroom, IBM has thrown
down the competitive gauntlet. Concerned about the inevitable clash with
the Japanese, IBM is clearly seeking a new level of dommance in the infor-
mation processing industry.

Domestic competitors have been caught in the. buzz saw: earnings
and stock prices have fluctuated wildly. Like aroused sharks, the financial
analysts are circling the industry’s largest companies, probing for weakness,
anticipating trouble. Some are forecasting the demise of at least one .or two
of the BUNCH companies; others cast a cold eye on the prospects of such in-
dustry stalwarts as Wang, Digital, and the upstart newcomer, Apple.

Above all, IBM has become the primary source of de facto standards,
the creator of a pervasive information systems environment that every other
firm in the information handling business must reckon with.

’ These developments should surprise no one. IBM has openly declared
its intentions for some time; its stated goals are to be the number one low-
cost supplier, to lead in quality and service, and to compete in every area
of computing.

Information processing firms that are to survive in this IBM-dominat--
ed marketplace must have certain clearly definable characteristics.

_ First of all, at some level, they will be IBM-compatible—that is,
their prodicts and services will fit comfortably within the umbrella of de
facto standards that 1BM has erected. They will be well capitalized and well
managed (worthy of at least a favorable mention in the next edition of In
Search of Excellence). They must have a broad range of products and a va-
riety of distribution channels to match. Special emphasis will be placed on
marketing skills, including a thorough understanding of their customers’
needs (engineering solutions that are technically elegant but do not address
real world concerns will remain in the lab). Manufacturing facilities must be
modern, highly automated, and very efficient. R&D spending will be ample,
and overall empha51s will be on long-term goals, not quarterly earmngs
Smaller companies will understand that the new business environment is
more unforgiving: one major strategic mistake, such as Osborne’s, and their
ex1t from the business will be almost inevitable.

-Firms with these characteristics will be in a position to take advan-
tage of an information systems marketplace that is projected to grow from
its current $70 billion annual level to $300 billion by 1990.

‘With increased industry standardlzatlon de facto and otherwise, we
should 'see more innovation, more entrepreneurs, the growth of a myriad of
small to medium-sized niche companies, and a cluster of stronger, larger
compames offering viable' products within the IBM environment.

IBM’s dominance of our industry is a fact of life, a fact that we will -
live with for some time to come despite the efforts of the Japanese and
AT&T. Whether or not this is the best way for a technology that is pro-
foundly altering our ways of hvmg and working to develop is no longer a
pertinent question. ' _

For better or for worse, thls is the way it is. %*
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MIRROR,
MIRROR,ON
THE WALL

Who is the fairest one of all?
An industrial designer looks at
portable computers.

by Marc Harrison

The exquisite design and style of one’s
tools can mysteriously add to the pleasure
and precision of our work and play, as if
they have a power or spirit of their own.
Professionals, as well as hobbyists, who
use tools revel in owning and using the fin-
est tools of the trade.

These tools usually have an under-
stated design, are constructed of high qual-
ity materials and finishes, and effortlessly
fit the hand, eyes, and the task. The analogy
holds true for the sophisticated new porta-
ble computers and the new craftsmen who
use them to manipulate words, data, and
graphic images. '

The visual, tactile, physical, and
subjective qualities of personal artifacts like
computers can delight and amuse, uplift our
spirits, and act as extensions and mirrors of
ourselves and as signals to others of our
individuality. We all respond to beautiful
and elegant objects and tend to temper our
choice of automobiles, clothing, home and
office furnishings, and almost everything
else to our expectations that these products
meet not only our practical demands. for
technical performance but also the demands
of our aesthetic sensibilities, emotions, and
personal taste.

So too with the computer portables.
They are becoming a popular and highly
visible and active physical companion to
the new craftsmen, who transport them to
and from the office, home, and school by
auto, airplane, train, and bus, using them in
any or all of these varying work environ-
‘ments. Understandably, users fully expect
ease of use and precision results, regardless
of the conditions.

A product with such inherent power
deserves and demands to be a truly magnifi-
cent artifact, even a cultural icon of our
time. It should be exquisite and visually
exciting—an impressive implement that the
user can enjoy for its own rational beauty
and pragmatic utility.

There are scores of entries in the
portable computer category, suggesting the
need to employ computer-aided selection
for the simple task of sorting out which one
of these portables would best serve the us-
er’s performance needs. Besides the tradi-
tional technical features, prospective pur-
chasers should consider the physical ap-
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IN FOCUS

pearance. A design review of this product
grouping shows that some objects have ‘a
visual grace and life, while others with al-
most identical technical attributes are dull
and lifeless. -

The criteria for our review were
based upon traditional formal questions
common to all visual and decorative arts
and design. How well has the designer used
and integrated appropriate materials, fin-
ishes, and markings? Are proportions and
scale of the shapes, masses, lines, and sil-
houette gracefully managed? Does the ob-
ject have a clear dominant identity with
functioning elements supported by subordi-
nate detailing? Have all of these visual qua-
lities been simultaneously incorporated in
engineering and ergonomic consider-
ations—making the object fit the user and
the task? How legible is the display? Is
glare eliminated? Do the keys feel good,
and are ‘the markings understandable?
These considerations and the authors’ aes-
thetic views were the governing factors. -

Of the 45 models we examined,
some resembled a technician’s test equip-
ment. Many others were respectable but un-
inspired. Weak product offerings typically
had a simple, sheet metal package. Many of
the components appeared to be added on in
bits and pieces, as if from a catalog of last

Some resemble a technician’s
test equipment. Gthers are
respectable but uninspired.

minute ideas, and as a result, the portable
itself resembled an assemblage of ad hoc
parts. : '
To be fair, and for the sake of con-
venience, we chose to organize the review
of computer portables into three subsets,
based upon weight and size.

* Transportables—those portables averag-
ing 25 pounds or so. Extremely heavy for

long hauls because of built-in disk drives, -

full keyboards, and crt displays, these tend
to approach the full features of desktop
units. They need alternating current power
or heavy battery packs and are inherently
larger. Many transportables resemble por-
table sewing machines, though some suc-
cessfully break away from this image.

* Briefcase or notebook-sized computers—
range from three to 10 pounds and are char-
acterized by low profile. A truly self-
powered portable suitable for use in one’s
lap, these usually embody the flatter liquid
crystal or electro-luminescent display and
have full keyboards. This category also in-
cludes the flip-up display units and special-
ty systems, designed for specific tasks and
market areas. o

* Pocket computers—can weigh a few

ounces to a pound and comfortably fitintoa

pocket or purse. Fundamental differences
between briefcase and pocket computers
are keyboard size and layout, display length

-1-Compa

q: “Clever
2-Gavilan: “Well proportioned.” .
3-SharpPC-1500: “Thoughtful, pleasant.”
4-Hyperion: “Great sensitivity.”
5-Sharp PC-5000: “Different image.”
6-Olympia: "Jewel-like quality.”
7-Roadrunner: “Uncluttered look."

internal memory. Most have single line LC
displays and are often used as parts of larger
systems. Obviously, some trade-offs must
be expected when the computer’s size is
reduced for the sake of portability. The dis-
play size, memory, and keyboard size will
be affected, along with the appearance of
the total package. Compact, however, does
not necessarily mean difficult to use. For
example, industry standard keyboards have
¥a-inch centers between keys and represent
a typical typewriter layout best for touch
typing. Those portables with reduced cen-
ters and a smaller keyboard force slower
data entry, but are satisfactory for non-
touch-typists.

Also, a separate numeric pad is a
convenience, especially if one requires fre-
quent number entries and calculations. A

logical cursor key arrangement is impor-

tant. The best are directional, with north/

‘south and east/west placements.

Two key types exist. Break keys,
which click and feel like a typewriter and
have a full travel, are considered best for
touch-typing. Soft keys have comparatively
less travel, feel stiffer, and take some get-
ting used to. The cathode ray tube display is
very legible and good for graphics, but the
large and heavy glass tube compromises
compactness for clarity and is used mostly
in transportables. Smaller displays offer
more problems—liquid crystal displays are
less legible than crts, with reduced graphic
capabilities. Since they require so little
space and are lightweight, the LC is found in
many of the notebook and briefcase-type
units. )

The electroluminescent display is
excellent for clarity and graphics because it
actually produces light; it is better than the
LcD and requires less space than the crt. The
ELD is found in few products because of its
great expense.

For ease of legibility, especially for

those portables with LcD displays, a good
contrast adjustment will help to reduce user
fatigue. The display screen should be ad-
justable to reduce glare. The goal of the
display is to approach the quality of the
typewritten page, black or white. For leg-

* ibility, sepia-tone ‘screens, which offer

higher contrast, may soon be used.

Optional attachments must also be
considered when purchasing a portable
computer. System peripherals such as disk
drives, modems, printers, and additional
displays have their own particular design
requirements but should be integrated me-
chanically, electrically, and visually into
the main unit.

The following products are praise-
worthy. Much effort and talent obviously
went into these elegant products.

 The Hyperion, an exceedingly at-
tractive product, has a simple rectilinear
shape softened by slightly radial edges, a
detail consistently carried out on almost all
of the edges of the crt monitor and the sepa-
rate keyboard. The severity of the pure rec-
tangular form of other models is modified
by continuing the two sides to the table sur-
face. This converts the side view from a
pure rectangle to a long trapezoid, estab-
lishing the correct viewing angle. The low-
er portion of the side acts to elevate the
monitor and create a storage space for the
keyboard; two feet retain the keyboard for
transport and are a continuation of the entire
form.

This product’s design has been ex-
ecuted with great sensitivity: it whispers
rather than shouts at you. All of the detail-
ing is understated with finely incised lines
to quietly define the working component
sections of the main processor, disk stor-
age, crt, and adjustment controls. The few
details of the adjustment knobs are discreet-
ly set in flush with the surface, and have a
slight radiating texture directing the eye to
the place for fingers. The same is true of a
small textured area that activates the doors
of the disk drives.

COMPASS is a masterpiece. It
established the prototypical
form for a product this size.

The housing’s color is a light muted
gray, with special attention drawn by a
darker gray on the bezel around the screen
and on the standard section of the keyboard.
This two-tone color signifies that these two
parts are the dominant functioning elements
that work in unison. The adjustable
keyboard is also a single rectangle. The
edges of the keyboard caps have been pro-
portioned so that the eritire keyboard resides
in a rectangular frame without ragged
edges. The numeric keyboard is also a
darker color. The remaining keys seem to
recede since they are the same tone as.the
case itself. :

The main body has a built-in handle

and width; and of course, the amount of
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molded into the top. The screen is amber
phosphor for comfort, which is an excellent
color complement to the soft grays of the
molded cases and the small red power-on
details on the front of the monitor. The
keyboard has 84 keys and meets the Euro-
pean ergonomic design standards.

Even the back of the device has
been thoughtfully designed in the visual
texture created by the cooling slots and line-
up of connectors. The device is supplied
with a protective carrying case similar to
soft-side luggage and weighs 38 pounds,
just within the OSHA 40-pound limit.

The DOT is a full-functioned high
performance transportable. Special features
include a wide screen display, 5" X 9", set
into an easy to look at textured black front
integrated with the modestly stated disk
drives. It has a built-in full width printer
that can print whatever is on the crt screen.
The printer is simply expressed by a rectan-
gular slot on the top, but a side view of the
unit makes a subtle statement of the printer
as a rectangle intersecting the wedge shape
of the crt housing. A black base lines up
with the keyboard at the same latitude,

making the unit a visual whole even when

seen from the side.

The keyboard is carefully propor-
tioned into two main rectangles, eliminat-
ing the annoyance of ragged key arrange-
ment on the edges. The 90 keys are desig-
nated by a subtle change in color: the alpha-

“numeric keys and separate numeric keys are
aslightly darker shade of gray than the main
housings. The black front eliminates glare
and calls attentjon to the wide display. The
base, main housing, and keys make a pleas-

The Tl pocket computer
peripherals are an attractive
product on their own.

ant play of light gray, medium gray, and
black shapes. :

The DOT is more sculptured in ap-
pearance than other transportables, with
large, softly curved top edges on the main
unit and on all four corners of the keyboard.
‘Oddly enough, the DOT has an inconsistent-
ly designed hard-molded carrying case,
with common handle and latches.

An interesting design and engineer-
ing concept is reflected in Compaq Com-
puter’s COMPAQ. This transportable has
been planned with the entire exterior hous-
ing acting as the carrying case with a nonde-
script luggage-style handle permanently af-
fixed on the back of the unit. The keyboard
locks into the front of the display face to
become the bottom of the case. A clever
detail is the molded tube receptacle for the
coil cord connection to the keyboard.

The crt tube and vertically oriented
disk drives are set into a glare-free black
plane within a light exterior structural
frame. The crt and disk drives are treated as
slightly recessed rectangular openings with

radius corners. In this design all the exterior
edges are treated with the same modest radii
to soften the simple rectangular package.
On the keyboard, the full keys are set into a
black plane that is recessed into a shoulder.

In contrast to the Hyperion and DOT,
the COMPAQ’s keyboard colors are reversed:
the main alphanumeric keys and numeric
keys are molded in a light gray, while the
function keys have a darker tone in keeping
with the darker overall color of the main
housings. The keyboard has been propor-
tioned and the keys molded and arranged to
create an overall rectangular shape that par-
allels the exterior structure.

Otrona’s Attaché is the smallest
conventional transportable and, unlike oth-
ers, it is within the 9" X 13" x 23" size
limit for items that fit under an airplane
seat. The Attaché is housed in a no-non-
sense rectangular housing as is the detacha-
ble keyboard. A crt and two horizontal disk
drives are tightly packed. The keyboard oc-
cupies real estate up to the borders, though
with some subtlety, and the unit resembles
a technician’s product but in a form accept-
able to the executive.

One feature is particularly worth
noting. The clever handle rotates to act as
the support and simultaneously sets the
viewing angle of the crt. The handle is
molded with structural ribs and weight re-
duction holes recalling airplane spars. Itis a
design that consciously avoids styling, but
in a recognizable technical style that is well
done. The 18-pound Attaché is supplied
with a top-loading soft-luggage knapsack
carrying case with a shoulder strap. A ra-
tional, understated technical style of design
is consistently carried out in the Attaché.

In the notebook and briefcase com-
puter category, one must pay homage to a
masterpiece of design, the Compass GRiD,
which broke new ground and established
the prototypical form for this product type.
The black magnesium housing contains so-
phisticated components and the high price
limits its appeal. The display is electrolu-
minescent, permitting extremely clear,
hard-edge legible displays. The graceful
opening and closing action of the covered
display is based upon an innovative hinge
invention. When closed, the package is a
severe black rectangular solid, but when it
opens one can only be impressed by the
beautiful proportions, fine finish, and sub-
tle detailing and markings. It looks ex-
tremely inviting to use. The rich orange-
yellow display color is repeated in the logo
and in the instructions, along with white
and red typography.

The keyboard repeats these color
markings. Although closely spaced, the
keys have a positive feel. They are subtly
sculptured and are partially recessed into
the keyboard plane.

Many innovative features distin-
guish the Compass. The flush latches are
elegantly conceived details. The product

COMPASS: “Elegantly conceived.”

has no handle, since it is designed to fit into
a briefcase. The black squared-off tele-
phone handset and all other peripheral prod-
ucts match the Compass’s sleek design and
geometries. A difficult act to follow, the
Compass has received many design awards
and is currently displayed in the Philadel-
phia Museum of Art ‘‘Design Since 1945’
exhibit of distinguished products. It is a liv-
ing lesson of technical and design innova-
tion and performance, one of the most
beautifully designed products seen in years.

A strikingly attractive special func-
tion portable, Convergent Technology’s
Workslate is an exciting new entry in the
field. The small 82 X 11-inch unit is about
one inch thick and weighs 3%z pounds. It is
a thin, nonglare textured black, slablike
plane, with precise detailing on the surface.
Caught by the light, a series of incised map
lines quietly define and separate the dis-
play, speaker, microcassette holder, func-
tion keys, and keyboard. i

The keys are slightly raised circles,
oblongs, or diamonds above the slab’s sur-
face. They are playfully and effortlessly ex-
pressed—the enter key is labeled “‘Do It.”’
The organization is a remarkably clever and
rational placement pattern. The rhomboid
or diamond-shaped cursor key stands out
visually and physically, with tactile texture
at the north, south, east, and west edges.
The small, oblong keys under the display
are set into areas defined by the incised
lines that correspond perfectly with the
graphics on the display screen, showing
premeditated and thoughtful integration of
hardware and software. Yellow, green,
white, and gray colored keys add to the
lighthearted spirit of this portable. The
smaller keyboard is more of the hunt-and-
peck variety but the round, raised keys and
the colored alphanumeric markings on the
black housing on the upper left of each key
extends accuracy by separating the moving
key target and the fixed markings.

The Workslate is a beautifully pro-
portioned, detailed portable with a sense of
humor that delights the eye. It is a product
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that delivers strong tactile pleasure, one that
is enjoyable to hold and use. Destined to be
a significant product in its category because
of a masterful and deft design effort.

The Gavilan embodies the latest
state-of-the-art technological advances, in-
cluding such devices as a solid state touch
pad below the liquid crystal display, which
allows the cursor to move as a finger moves
across the pad. This product integrates the
keyboard, display, and snap-on printer into
one simple, well-conceived rectangular
package. The printer occupies only 5
inches, but the total unit can fit into a brief-
case.

The design understates the sophisti-
cation of Gavilan’s capabilities. The hous-
ing is comprised of well-proportioned basic
rectalinear and wedge shapes and has an
excellent finish and mechanical details.
When closed, the housing is a severe rec-
tangle, but the angled planes of the
keyboard and flipped-up display create an
inviting, easy to understand and use array
of three large planes when opened. These
three planes place the keys and display into
proper viewing and working angles. A
beautiful product of unusual capabilities.

The display is a large LCD, and the
tilt is adjustable, in [5-degree-locking in-
crements, based upon a beautifully con-
ceived spring-loaded post and hinge assem-
bly that attaches the display housing to the
computer; when closed, the display housing
seals the keyboard. The exposed ribbon ca-
ble to the display is a purposely expressed
clement of the hinge invention, whose rib-
bing is repeated on the exterior of the hous-
ing. The software and memory expansion
capsules are cleverly designed to lock into a
side opening and disappear as a flush detail.
The computer is nonglare black, while the
keyboard, LCD, touch pads, and touch-sen-
sitive keys are a lighter gray. The keyboard
is full size with separate numeric pad.

A new entry that packs a great deal
of computer power in a small five-pound
package that fits into half of a briefcase is
Micro-Office’s Roadrunner. Despite its
small size this portable contains a full-sized
keyboard suitable for touch-typing (73
keys). The lineup of function keys on the
top row line up with corresponding symbols
below the Lc display to ease user entry. The
flip-up cover and display is adjustable for
the best viewing angle and presents a clean,
uncluttered look when open. Four plug-in
program cartridges are expressed three-di-
mensionally at the top of the keyboard, sug-
gesting their easy-to-replace status. The
warm gray color scheme and color shading
differences between the alphanumeric keys
and slightly darker function keys convey a

" nonthreatening feeling. The keyboard is set
at an angle, with the cover-mounted display
set comparatively higher in space than
most. A clean, modest, and unassuming
product of quiet grace.

The Sharp pc-5000 is an interesting

entry with a different image. Rather than
convey the image of a new breed product,
this device, when deployed, looks and acts
like a typewriter. It has a full-size
keyboard, optional printer, and a large LCD
screen with eight lines. The keyboard is the
familiar QWERTY layout, with the function
keys lined up on the top row.

The pc-5000 is characterized by
large, unadorned, smooth surfaces convey-
ing a sense of great simplicity and calm.
The color scheme is muted with light gray
backgrounds and slate gray bands and fram-
ing. The alphanumeric keys are a light
gray, and the function keys are distin-
guished by a darker tone. Three muted or-
ange keys provide just enough interest to
enliven this otherwise totally subdued prod-
uct that, in use, recedes in visual impor-
tance. The modem that fits in the portable

‘system is an attractive product in its own

right, employing the same color scheme
and a rational geometric layout of numeric
keypad and speaker band. A modest look-
ing but carefully designed product.
Olympia’s Portable Computer is a
clean, rectangular, solid shape with a mod-

The entry key on the
Workslate is playfully labeled
“Do R.” A

est radius on the outer edges that softens the
package for the hand. The layout of the

" keyboard follows a rectangular grid, de-

parting from the typical ragged edge AscIl
layout. A clear space surrounds each key,
with markings legibly set on the upper left
of the fixed surface. Both the keyboard arca
and Lc display are quietly defined as two
rectangular frames. The keyboard is subtly
recessed, and the tops of the keys are on the
same plane as the display surface. Thought-
ful attention has been given to understated
details, which give this product a jewel-like
quality, a mild finish, and delicate propor-
tions.

Of special note is the beautifully in-
tegrated family of peripheral products—
acoustic modem, tv adapter, serial inter-
face, additional memory, and plotter—
which have been carefully dimensioned and
detailed to fit, and line up in a rational grid,
within an accessory attaché case. The total
family is an attractive and visually coordi-
nated consistent assemblage.

While generically resembling com-
peting pocket-sized computers, the Sharp
PC-1500 displays fine attention to details
that are rationally and pleasantly distributed
on the work surface. The keyboard is set out
in the conventional typewriter pattern for
convenience, but the small size precludes
touch-typing. The numeric pad is easy to
read and use. Overall, this product has a

fine finish appropriate for its scale, good

proportions, and a thoughtful and pleasant
composition of line and form.
An interesting feature is the manner

in which the computer physically and visu-
ally integrates as a total form when connect-
ed to the printer. The assembled duo works
well together as an attractive, well scaled,
and finished product.

While the Texas Instruments cC-40
is closer in size to the notebook computers,
its functions place it somewhere between
categories. It is a clean design with muted

colors and fine finish, giving it the quality

of a miniaturized stereo component. The
full typewriter-style keyboard is composed
of slightly raised rectangular keys, with a
separate numeric pad. The various key
functions are distinguished with muted
shades of gray, with the main keyboard as
the dominant shade. Key spacing, howev-
er, is necessarily close, thus limiting touch-
typing. The function keys line up nicely
above the numeric keyboard, and the neatly
planned and executed plug-in software car-
tridges receptacle on the upper right corner
completes this quietly designed product.

Perhaps the most delightful aspect
of this product is its relationship with the
family of products that interface with it. A
four-color printer/plotter, R$232 communi-
cations interface, Wafertape cassette drive,
telephone modem, and video interface are
all housed in identically dimensioned and
detailed casings. When stacked together,
these products create a simple, beautifully
proportioned rectangular solid. All of the
details line up neatly, culminating with a
printer on top that is an understated compo-
sition of rectangular lines and opening. Be-
cause the soft and mild color scheme is sen-
sitively repeated, the peripherals make an
attractive product on their own.

Beautiful products share a common
heritage. Each makes a successful visual
and technical bridge between art and sci-
ence. A purely beautiful product with poor
function is unacceptable in this arena,
while, conversely, a magnificent technical
solution cannot be fully operational if it is
not designed for hand, eye, and spirit. To
accomplish balanced, purposeful, and ex-
citing products, reciprocal dialog must take
place among corporate philosophy, techni-
cal implementation, and design and human
problem solving at the onset of product
planning. The products mentioned in this
article demonstrate the integration of these
quantities. *

Marc Harrison is professor of indus-
trial design at Rhode Island School
of Design, Providence, R.l., and
president of Marc Harrison Associat-
ed, industrial design and engineering
consultants, Portsmouth, R.l. He is
principal designer for Cuisinarts Inc.

~and Cadmus Computer Corp., and

serves as a consultant to a wide
range of medical, industrial, electron-
ic, and consumer product manufac-
turers. Jill Shurtleff and Bill Hoopes
assisted him in writing this article.
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; SURFACE COATING
SUBSTRATE

100% Surface
o Tested

Only Dysan provides fully
usable diskette surfaces that
are truly 100% error-free
across the entire face of the
diskette. An exclusive on-
and-between the track test-
ing procedure guarantees
error-free performance
regardless of temperature
and humidity distortions or
slight head misalignments,

Select from a complete line of premium 8" and 5%4" diskettes,

Advanced
Burnishing
e Techniques

Dysan’s advanced polishing
methods create a smoother,
more uniform diskette sur-
face. This results in better
signal quality on each track,
less wear on drive heads and
reliable access to data after
millions of head passes.

in single or double densities, certified on one or both sides.
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DY]Q’I‘M .
e Lubricant

Dysan’s proprietary DY
lubricant complements the
advanced burnishing pro-
cess. Both maximize error-
free performance while
minimizing headwear.
Optimal signal presence is
maintained between the
head and diskette surface
during millions of write/
read interfaces.

DY is a trademark of Dysan Corporation

Auto-Load
e Certification

Dysan’s unique quality
control methods reflect
technological leadership in
designing, producing and
testing precision magnetic
media. Each diskette is un-
erringly certified by Dysan-
built, automated and
microprocessor controlled
certifiers. Your system and
data base will benefit from
Dysan’s diskette reliability
and unsurpassed quality.

Dysan.

CORPORATION

Corporate Headquarters:
5201 Patrick Henry Drive

* Santa Clara, CA 95050

(800) 551-9000







At NASAs Ames Research Center,
hundreds of scientists
share hundreds of programs on
one large computer network:

Digitals.

Aircraft design.

dynamics. Infrared
stronomy. Inter-

At NASAs Ames Research
Center, the technology couldn’t get
more advanced. [7R
That’s why Ames |-
scientists share a f;_
network of over
50 of Digital’s

computers and two large mainframes.

Everyone on the Ames network
has access to
almost every
computer on it.
' Researchers
. share not only
data, but soft-
ware, utilities, and peripherals as
well. A program written anywhere is
often useful everywhere on the net-
work, so there is practically no dupli-

| planetary exploration.

cation of effort and almost no need to
retrain users when new programs are

T L - AY..4 added. The savings,
AN W 1in time and money,
are substantial.

The Ames net-
work is an open-
ended system. It has
grown from one computer to over 50
in just eight years, with minimal dis-
ruption of service during its continu-
ous expansion. Thanks to Digital’s
compatibility, even across ge
tions, it wasn’t neces
sary to replace any of
Digital’s computers.
They simply added
to them. N

So if you're con-
sidering a network,
talk to Digital. We'll
show you how you can
start as small as you
want. And grow as
large as you need.

Eﬂgﬂnan-"‘

© Digital Equipment Corporation 1983
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USERS' CONCERNS

H'WELL
OPTS FOR
NEC

The Minneapolis manufacturer is
pegging its future on a Japanese
company it once tutored in the

"making of computers.

by Jan Johnson

In the computer business, at least for right
now, there’s only one company big enough
to be Momma, and many believe that com-
pany isn’t Honeywell. After years of taking
punches from pundits, it appears Hon-
eywell is retreating from at least one front.
It is on the verge of signing over the future
of its high-end mainframe line, machines
beyond the DPs-88, to NEC of Japan. Or at
least that’s the way some people see it.

Others, including Honeywell, see
the NEC deal as merely a means of extending
Honeywell product capability into the sci-
entific FORTRAN processing world without
extending Honeywell’s development bud-
get.

Since the early days, Honeywell
management has insisted on a ‘‘be all”’
product strategy, a strategy that has cost the
company dearly from the start. Not only did
Honeywell pay a hefty price for the 1970
General Electric computer acquisition, it
faced the demanding and expensive task of
juggling incompatible product lines. Then
the market exploded, fragmenting into
mainframes, minis, and micros, communi-
cations networks, peripherals, and service
burcaus. And, of course, the ever-present
demands for more and more application
software. Honeywell fell behind.

Indeed, a survey of Honeywell us-
ers performed earlier this year by Cowen &
Co., a Boston investment research com-
pany, found that 57% of respondents
viewed Honeywell’s applications software
offerings as inferior to IBM’s, up from a
reading of about 53% the year before. The
same survey found a rather tepid demand
for the company’s Dps-88 large-scale main-
frame and also discovered that 35% of the
remaining Level 66 users did not plan to
install DPS-8 or DPs-88 mainframes.

Reflecting on that past, retired vice
chairman Steve Keating, who became
president of Honeywell in 1965 and played
a key role in theé General Electric acquisi-
tion deal, admits that management may
have misplayed its hand in those early days:
‘‘Had we realized how big a market it
would be, we might have tended to develop
some niches instead of trying to be every-

thing to everyone. That’s a big responsibili-
ty in terms of R&D and massive model adap-
tation. I think everyone underestimated the
magnitude of the computer market.”’

Also underestimated was 1BM’s im-
pact—specifically, 1BM’s impact on the
third-party software market. It’s no secret
that Honeywell has suffered a number of
big customer defections to 1BM. The lack of
applications software for Honeywell ma-
chines is the most frequently cited reason
for the migration to IBM.

““Although we are a large trailer
manufacturer we are a small data process-
ing operation,”” explains Jim Staniforth,
vice president of information services at
Fruehauf Division, Fruehauf Corp., De-
troit. ‘I need preprogrammed solutions and
I need productivity tools.”” Staniforth, like
many others, sees a much broader product
offering for IBM machines from third-party
vendors, which is why Staniforth is serious-
ly considering leaving Honeywell.

D T Doan, vice president of admin-
istration at Central Life Assurance Co. of
Des Moines, also cites the lack of applica-
tions software as a key factor in moving the
company’s computing to 1BM. In Central
Life’s case, however, a corporate group
with Honeywell gear was merged with a
company that had IBM gear.

Even ardent loyalists worry that
Honeywell is stretched too thin. ‘‘From my
perspective they are putting too many dol-
lars into growth areas and not enough into
improving what they already have,”” ob-
serves an edp vice president with an East
Coast insurance company, who asked not to
be identified. ‘I think they have suffered
from trying to go too many ways. They
want to come out with a product in every
area, but once that product comes out it is
done and forgotten and they get going on a
new effort.”’

Less covert about his identity is Carl
Bond, vice president of information sys-
tems at Farm Bureau Insurance Group,
Lansing, Mich. Bond, who said he has no
intentions of migrating away from Hon-

Users cite the lack of
applications software as the
major reason for defecting
from the Honeywell fold.

eywell, agrees that Honeywell has a *‘di-
versity problem.”” ‘‘In most companies
there are resource constraints—that is, in
most companies, with perhaps one excep-
tion,”” commented Bond, alluding to IBM.

Since Honeywell professed a
*‘Momma attitude’’ but was faced with fin-
ite corporate resources, a dwindling cus-
tomer base, and robust 1BM third-party soft-
ware suppliers, something had to give.
Some DPS-8 customers suggest it was Hon-
eywell’s commitment to the high end. Re-
calls Staniforth, ‘“Two years ago we were
very concerned that Honeywell was not
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talking about its plans for larger processors,

so they took us out to Phoenix to let us see

and touch the DPS-88. After that we didn’t
hear much about large processors any-
more.’’ Other users expressed varying de-
grees of uneasiness about Honeywell’s
commitment to the high end.

It was also noted that Honeywell ap-
pears to be focusing some of its develop-
ment effort at the low end. ‘It wouldn’t
surprise me if Honeywell decided it was
going to get out of the large systems busi-
ness, that it was going to quit trying to pro-
vide higher-end processors,”” says Stani-
forth.

Enter NEC of Japan, which became a
student of Honeywell technology some 20
years ago. Not long after the GE deal, NEC
and Honeywell signed a technology ex-
change agreement. That technology be-
came the predecessor machines to NEC’s
current ACOS-1000 line, renamed the S-

,1000. The early agreement also licensed

NEC to distribute Honeywell mainframes in
Japan. ‘‘There was, of course, a reverse
flow ‘of patents and copyrights for Hon-
eywell to use regarding NEC’s technology,”’
says Deward Manzer, vice president and
general manager of Honeywell’s large com-
puter products division in Phoenix. ‘‘But
the flow was certainly more in the other
direction,”” from Honeywell to NEC, he
says.

By 1979, the agreement had fallen
into disuse. NEC no longer needed Hon-
eywell technology.

Now, the student is at the front of
the classroom, challenging its teacher for
control. The place of confrontation is, iron-
ically, General Electric’s Information Ser-

The proposed agreement
covers manufacturing rights
for the $-1000 machine and
future mainframes.

vices Co. (GEISCO), where 31 Honeywell
DPS-8 systems are up for replacement. Talk
about a computer industry soap opera—it’s
a triangle of technology transmutation. The
scene: Honeywell, at the feet of its mother,
battling it out with its nurtured student.
NEC has Honeywell beat on price
and performance. NEC’s S-1000 is said to
offer 15 MIPs and higher for scientific prob-

lems because of its integrated array proces-’

sor. Honeywell’s DPs-88/81 is generally
said to be rated at about 7.2 MIPS.

As for price, what is there to argue
about? Japan has recently shown it can
make equipment cheaper and then sell it for
less.

Now wait a minute, counters a tech-

" nology manager of a large East Coast Hon-

eywell shop who asked not to be identified.
The S-1000 may be a speed demon on FOR-

“territories covered by its subsidiaries in the

TRAN, but what about /0? What about CoO-
BOL? The DPs-88 is considered to be the
better COBOL and better interactive ma-
chine, and also to offer better 1’0, he main-
tains.

“‘In my opinion, we will probably
see GE take a mixed approach,’’ says the
technology manager. The word is that
should Honeywell sign the NEC deal, GE will
install a clustered arrangement featuring
DPS-88s and offering the S-1000 for special-
ized processing, such as large FORTRAN
problems. Deadline for closing the NEC deal
is March 1984, confirms Honeywell’s
Manzer.

The proposed agreement would be a
10-year pact in which NEC would give Hon-
eywell distribution rights to the S-1000 and
future machines in the U.S. and in sales

U.K., Italy, Canada, Australia, and Mexi-
co. NEC would retain Far East distribution
rights, while Honeywell would get nonex-
clusive rights for parts of the Far East.

The agreement also covers manu-
facturing rights for the S-1000 and future
machines. A lot of details have yet to be
hammered out, such as pricing for the S-
1000 and a distribution agreement between
Honeywell and Honeywell Bull, its French
affiliate.

Interpretation of the NEC/Honeywell
deal varies. A well-placed Honeywell
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source maintains this is the beginning of the
end. The bonus is that Honeywell users are
assured a high-end growth path, although it
will come from the Far East instead of the
Midwest. It’s a ‘‘graceful exit’’ for a re-
luctant Honeywell management that does
not want to fund high-end computer devel-
opment, ‘according to the source. ‘‘Grace-
ful”’ in that the Honeywell hand-off is to
NEC and a product line that has its roots in
Honeywell technology. From a user’s per-
spective, what better partner for Honeywell
to court than NEC? From Honeywell’s per-
spective, ‘‘it’s a total role reversal,”” main-
tains the source. NEC becomes the provider
of advanced circuit and packaging technol-
ogy and Honeywell becomes the distribu-
tor, continues the source. The student be-
comes the teacher.

*“The technology required to 2o to
the next step is not there. Honeywell is not
willing to invest in the next step,’’ insists
the well-placed Honeywell source.

The bonus to Honeywell corporate,
suggests' this same source, is that Large
Systems is able to participate at the high end
of the market without funding the high cost
of development. The speculation is that
Honeywell will focus on a niche, and what
better niche than the controls business? The
recent shift in top-level management seems
to support that theory. Steve Jerrits was re-
placed by James Renier as president of
Honeywell Information Systems. Renier
also functions as vice chairman of the com-
pany. Previously, Renier was president of
Honeywell’s control systems business, a
post that no longer exists.

*‘It’s my perception that Honeywell
has not abandoned the high end, insists the
technology manager with the East Coast
Honeywell shop. He points to Honeywell’s
involvement in the Very High Speed Inte-
grated Circuit (VHSIC) project as proof. ‘It
appears to me those products will be used
by all divisions,”’ he says.

He sees the NEC machine as a spe-
cialty machine with a single, fast processor
that will be a nice addition to Honeywell’s
line of general purpose machines. ‘I have
serious reservations about moving to a ma-
chine with one superfast processor. For my
needs, I’d rather have several slower pro-
cessors that are tightly coupled and run un-
der one operating system, which is the ap-
proach Honeywell has offered for years:
four to six—up to eight at some government
installations—tightly coupled Honeywell
processors.”’

All Honeywell has done with the
NEC agreement, he states, is offer an array
processor as an adjunct to its general pur-
pose line. ‘“What’s so bad about going out-
side to get hardware? 1BM did it with the
P.C., and everyone praised that as a unique-
ly creative solution. I think it’s good that
Honeywell is taking a very active position
in going out and acquiring new technology
on behalf of its customers.”’

DEWARD MANZER: Phoenix will be
a “systems integrator” and will con-
tinue to build large and medium-
sized mainframes.

Commenting on Honeywell’s shift
in focus, the user agrees that the company is
taking more of an active interest in applying
computer technology to its controls busi-
ness, but he said he views that as positive.
“It’s a good way for Honeywell to expand
its customer base.”” Once on site, ‘“Hon-
eywell can start selling additional comput-
ers for other purposes since part of the inter-
face to the new process control system is a
Level 6, which can connect into Hon-
eywell’s other products. And customers
that already have Honeywell equipment can
take advantage of the new process control
systems and integrate that into their main-
frame operation.”’

His only major complaint is that
Honeywell still has a ways to go in getting

One user points to Honeywell's
involvement in the Defense
Department’s advanced VHSIC
circuitry program as proof it
hasn’t sold its future in
computing.

its marketing act together. ‘‘The Honeywell
sales force was selling iron. They are
changing some now, but they are going to
have to change more, be more aggressive,
have a sales force that is more solutions
oriented.”” .

Word from the users’ camp is that
the majority support the NEC/Honeywell
deal, confirms Col. Pat Harris, president of
Honeywell’s user group and director of
NORAD systems software, Peterson Air
Force Base, Colorado Springs. Confides
the vp of edp with the East Coast insurance
company: ‘‘If the NEC announcement means
Honeywell is going to consolidate efforts in
their current equipment, then I think that
will be good. for me. The worst thing that

could happen would be to have Honeywell
get out of the business.”’

“I would say this move indicates
that Honeywell was having problems re-
maining competitive at the high end,’” con-
cludes Honeywell user Bond. ‘‘But the NEC
agreement seems like a rational move, and -
there certainly is a lot of precedent for ex-
panding a product line through an outside
source instead of reinventing the wheel.”’

What does this mean for Phoenix, a
company that employs more than 4,000
people and for which Honeywell has long
built large mainframes? Vice president
Manzer says the Arizona operation will
“‘focus efforts on successor products below
the S-1000,” namely the DPs-8 and 88
lines. Just a week before disclosing its dis-
cussions with NEC, however, Honeywell
said it would reduce the Phoenix work force
by about 500 employees, laying off and
moving to other divisions a good portion of
its systems cngincering staff. The official
reason for the cutback was the need to re-
duce production costs and overhead.
Manzer says the move has nothing to do
with the NEC deal.

When asked about Phoenix’s role if
the NEC deal does go through—it is current-
ly only an agreement in principle—Manzer
again states that the Large Systems division
would continue development ‘‘on the lower
end of the large system spectrum.’’ In addi-
tion, he says, there are ‘‘options’’ for man-
ufacturing the S-1000 at Phoenix. Other
sources say Honeywell has indicated the S-
1000 would be manufactured at Phoenix.

However, the bottom line is that
Phoenix’s role has shifted to a more soft-
ware-oriented function. The Honeywell
source concurs, saying, ‘‘Phoenix’s role is
now a software role.”’

Manzer bristles at this characteriza-
tion but doesn’t deny it. He is quick to point
out that Phoenix will continue to develop
and make the DPs-8, 88, and follow-ons.
Yet, when Manzer talks about Phoenix he
tends to focus on GCOs-8 development, /0
development, and communications systems
development.

As for the fate of GCos-8, it will
become one with NEC’s ACOS. ‘‘There is no
agreement between the two companies to
make the two operating systems compati-
ble,”’ asserts Manzer. There are plans,
however, to modify GCOs-8 so that it runs
on the S-1000. Manzer confirms that the S-
1000 will become the upward-compatible
member of the Honeywell product line.
“But the two operating systems,”” he
stresses, ‘‘are not going to be merged, nor
is one going to replace the other.”” .

' When Manzer talks about Phoenix,
he tends to position it as a *‘systems integra- -
tor.”” That does not mean Honeywell is re-
treating from its position as a full-service,
general purpose computer company, he
says.

Retreating? On the contrary, argues

48 DATAMATION




HARD FACTS

ABOUT THE REAL LEADER IN COMPLETE SOFTWARE

FOR BUSINESS: RAMIS Il FROM MPG

RAMIS 11 Is The
One System For
All Your Users

To meet the full spectrum of appli-
cation development and Information
Center needs, RAMIS Il starts with the
most advanced decision support
capabilities: a powerful report wiriter,
a complete relational language,
full-color business graphics, and
much more.

Then we add a data base manager
robust enough for high-performance
' on-line applications, a multitasked
TP monitor that minimizes overhead
and state-of-the-art saeen formatting.

The result is the only integrated
dafa base/data communications
systemn designed for both highly
structured  transaction  processing
applications and unstructured de-
cision support systems. And, the only
product designed to fully unlock the
power of your IBM mainframe,
whether i's @ 4321 running 55X, or
a 3081 running MVS/XA.

Z e

RAMIS 11
Unlocks Your
Existing Data

RAMIS I maximizes
the refurn on your
investment in data
through ready access
to ADABAS, IMS, TOTAL,
DU/ and IDMS data
bases, as well as VSAM,
ISAM and sequential files.

With the most powerful §
report writer available,
plus graphics, RELATE and even
English comprehension, RAMIS I
unlocks external data easily and
efficiently.

The Full Commitment
And Support Of

Martin Marietia
Leadership takes vision, plus the

commitment and resources fo turn
that vision info bold new products.

FACT: More copies of RAMIS Il have
been sold than all other
4 GL's combined.

FACT: rams 1l English comprehen-
sion responds to everyday
" English commmands.

FACT: MpG developed the first prac-
tical relational language.

FACT: there's no more powerful sys-
tem for screen-based appli-
cations than RAMIS [i.

FACT: ravis Il wos the first product

designed for both application
building and Information
Centers.

To achieve our goal

of a complete soft-

ware solution, we

have invested an average
of 16% of annual revenues

in research and develop-

ment—more than fwice the
industry average.

Now, as part of Martin
Marietta Data Systems, we
offer a complete range of
information solutions, from
software products to pro-
fessional services, from pro-
_ cessing services to integrated
systems. And, the financial
and technical strength of
Martin Marietta, a diversified
company with more than $3%2 billion
in revenues, is accelerating new
product development.

It takes more than a roar to be the
leader. When it comes fo providing
a complete software solution, the
facts prove there’s only one real
leader—RAMIS Il from MPG.

To get all the facts, visit one of our
regional Product Demonstration
Centers, or attend a free RAMIS I
seminar. For more information, call
your local MPG office or call toll free
(800) 257-5171. (In New lJersey
call (609) 799-2600, Ext. 2325.)

Mathematica
Products Group

A Martin Marietta
Data Systems Company %2
P.O. Box 2392
Princeton, NJ 08540

Copyright 1983 Mathematica ‘
Products Group, Inc

RAMIS II. . .‘l'he I.euder By Design

Boston (617) 357-9424
San Frandsco (415) 461-6315

Chicago (312) 870-9710

Kingston (809) 929-7223
Singapore 273 9255

London (1) 580-3681
Stockholm (8) 520720

Houston (713) 850-8497
Washington, DC (202) 484-5752
Mian (2) 546-8080
Sydney (2) 623 1677

Los Angeles (213) 670-6962
Bosel (61) 429923
Montevideo (2) 906788
Tel Aviv (52) 70364,

CIRCLE 23 ON READER CARD

New York (212) 980-9077
Bergen (5) 32 13700
Ottawa (613) 236-8616
Toronto (416) 226-6613

Princeton (609) 799-2600
Hong Kong 5-435714
Santiago (2) 31014

Heidelberg (6221) 14051
Paris (1) 776 41 71



NEWS IN PERSPECTIVE

the East Coast dp technology manager,
‘*‘Honeywell is broadening its reach by add-
ing an array processor that would be attrac-
tive to the scientific user and by pulling in
new users from the controls side of the busi-
ness.”’

““We are not going to be just a dis-
tributor or marketing organization to NEC,”’
insists Manzer. *‘Our posture is to acquire
outstanding products developed outside our
own line and integrate them with our inter-
nal products, GCOs-8, 1/0, and communica-
tions, in order to bring to the customer the
best possible offering we can.”

AVOIDING
LOCAL
LOOPS

That’s what bypass technology
is all about, but it has risks
as well as some major
benefits.

by Willie Schatz

There’s a new diagram in major corpora-
tions’ playbooks these days. It’s called the
end around.

It works just like the one in football.
The ball carrier comes from left to right (or
right to left, for those who like their politics
that way) in an attempt to catch the defense
napping. .

But this game isn’t football. It’s
called bypass. And the fields aren’t just in
Pittsburgh or Dallas. They’re all over the
couritry. Playing offense are the Fortune
500. On defense are the local telephone
companies. So far the game’s been fairly
even. It’s about to become all offense.

*“If I were an investor, I’d look hard
at putting my money into private micro-
wave,’’ advises Jerry Lucas, president of
Telestrategies, a consulting group in Ar-
lington, Va., that recently sponsored a tele-
phone bypass strategies conference.
““That’s going to be a booming business.
Companies that never considered bypass
are now actively thinking about it, because
the situation for them is only going to get
worse.”’

That’s not to say the current situa-
tion is bad. Then again, it ain’t good. The
fault, dear users, lies not in the long run but
in the short run. It seems that the telephone
company’s local loop is throwing users for
big losses on almost every play. Thus, the
new philosophy: if you can’t join them, go
around them. '

““There is nothing written in stone
that the telephone company local loop is the
most cost-effective way to provide service
to subscriber locations,”” Lucas says.
*“There are a host of technologies to use to

substitute for the traditional twisted wire
pair service. And most of those, such as
private microwave, satellite, and digital ter-
mination service [DTS], will generally out-
perform the local loop.”

Thus the rush to bypass. Or at least
the steady run to it. This is not a series of
long, flashy dashes that eat up a lot of tele-
phone company yardage.’ 1t’s more like
continuous, straight-ahead plunges that
gradually wear down the defense. So far,
bypass has only taken $65 million of the
phone company’s business. But that’s just
the beginning. There’s another $10 billion
waiting to be gobbled up in the next decade.
There may even be as much as $60 billion
available.

The amount depends on the kind of
bypass. You probably think bypass is as
simple as putting up two microwave towers
and yapping away. Fat chance. That would
be too easy for the economists and theoreti-
cians, so they had to do something. Thus
were created economic bypass and uneco-
nomic bypass.

‘‘Economic bypass occurs when
something like private microwave or cable
television just clearly outperforms the ser-
vice provided by the telephone company’s
plant,”’ Lucas explains. ‘‘It’s simply more
economic for the user than the pricing struc-
ture he can come up with based on the tradi-
tional phone company service.”’

That type of bypass accounts for the
projected $10 billion market. Lucas esti-
mates that the telephone company can par-
ticipate in, and possibly even capture, 70%
of that business if free enterprise is allowed
to go its merry way. But Congress doesn’t

" seem inclined to erect a shrine to that phi-

losophy, at least not in the phone industry.

‘‘Uneconomic bypass occurs when-
ever the cost of telephone company service
is about the true cost of providing that ser-
vice,”’ Lucas says. ‘‘Let's say a state public

_Industry observers point to

economic and uneconomic
bypass situations, depending
on the relationship between
the user and telephone
company.

utilities commission [PUC] determines that
the access charges large corporations and
interexchange carriers [e.g., MCI and GTE/
Sprint] have to pay to hook up to the public
network should be used to subsidize local
rates. That’s the trunk side of the switch.

‘“There’s such political pressure to
keep residential rates down that the state
PUCs can easily come up with a pricing phi-
losophy such that in order to keep rates
down, they’ll assess the interexchange car-
riers and large corporations more for ac-
cessing the public network on the trunk side
of the switch. Then they’ll have to pay a
higher price than they normally would if
everything were based on cost. So access

on the trunk side subsidizes access on the
subscriber side. That encourages unecono-
mical bypass. Normally that would not be
cost-effective, but because of the way the
service is priced it will be cost-effective for
large corporations and interexchange carri-
ers to use alternatives like private micro-
wave.”’

Weep not for the bypasser, by the
way. In both cases he saves money. It’s just
that in the so-called uneconomical type the
traditional wire pair approach would be
more cost-effective if it were really based
on actual cost.

But then the phone company’s ser-
vice has never been based on actual cost.

“Costs are totally insensitive
to use. Any method of
allocation is purely arbitrary
and makes no economic
sense,” says one analyst.

Since Alexander Graham Bell told Watson
to get the hell into his office, the residential
user has gotten much more than he paid for.
Long distance has more than held up its
end.

. “Costs are totally insensitive to
use,”” John Bain, vice president for tele-
communications research for Lehman
Brothers, Kuhn, Loeb, told Telestrategics
clients recently. ‘“Any method of allocation
is purely arbitrary and makes no economic
sense. How can you tell how much of [AT&T
chairman] Charlie Brown’s desk should be
allocated to interstate service?”’

You can’t. Neither can Charlie
Brown, for that matter. But the FCC thinks it
can, and so does Congress. That’s why the
former developed an access charge plan for
residential and business customers. That’s
also why the latter, now suddenly and
shockingly supported by the Reagan admin-
istration through Commerce secretary Mal-
colm Balridge, is doing some number
crunching of its own. The legislators don’t
seem to think the regulators can add. They
do know their constituents can subtract.

The FcC access charge, originally
scheduled to become effective on Jan. 1 but
delayed by popular (read political) demand
until April 3, would add $2 to each residen-
tial user’s monthly bill and $6 to each busi-
ness’s monthly bill, with the residential
amount increasing $1 per month each year.
The business charge would remain constant
until the ‘‘reevaluation’’ scheduled for
1986.

The theory is that the access charge
would eventually replace the AT&T long dis-
tance subsidy now used to prop up local
rates. The theory applied to interexchange
carriers is that the large discount they cur-
rently receive for local Bell System access
because that connection is inferior to
AT&T’s would gradually erode because
those carriers would receive equal access.

The reality is that the House passed
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H.R. 4102, the universal telephone service
preservation act. The bill repeals the FCC’s
access charge, creates a $1.25 billion *‘uni-
versal service fund’’ to provide subsidies
for phone service in rural areas and for
““lifeline service’’ for the poor, and im-

“Congress is grossly
misinformed. They have no
sense of how corporate
networks are designed.”

poses a $25 per month charge on privately
owned and operated phone systems that

could interconnect with the local phone
lines (whether they actually do so or not).
There’s also a levy of no more than 10% of
the special access charge on private lines
for those who indirectly interconnect with
the exchange carrier (the infamous ‘‘leaky
PBX’’).

The bill also provides significant re-
lief to the MCIs of the world.

S. 1660, the Senate contribution to
this lovely little war—in which AT&T. had
spent an estimated $3 million to defeat the
House bill—would defer the FcC access
charges on residential customers and sin-
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gle-line business users until Jan. 1, 1986. It
also directs the federal-state Joint Board
created by the bill to establish a schedule for
and provide for the collection of surcharges
on interexchange carriers, those connecting
either directly or indirectly with the local
exchange, and bypassers.

With Congress scheduled to take a
two-month vacation from Thanksgiving to
Jan. 23, no action was expected on S. 1660 -
until the lawmakers return to Washington.

“What Congress and the. White
House are overlooking is that local tele-
phone companies have to be put in a viable
economic position,”” Lucas charges. ‘“They
can’t just arbitrarily say, ‘No, you can't
raise your rates.’ If this is what they want,
they’ll have to come up with a system that
will end up subsidizing the local rate payer.

*‘Congress is grossly misinformed.
I'haven’t heard one of their discussions that
seems to really relate to the realities of tele-
phone networks. They have no sense of
how corporate networks are designed and
how bypass fits into the corporate telecom-
munications system. They don’t understand
the bypass strategies that will evolve as a

AT&T is estimated to have
spent about $3 million in
lobbying for its side of the
case as Congress debated the
bypass issue.

result of their access decision. They’re just
responding to the constituent who screams
loudest about increased phone rates. They
ought to be defending the Fcc plan, because
it puts the charges where they belong. The
cost creator is the payer.”’

The forthcoming strategies will be
an endless succession of end arounds. Cor-
porations and large privaté users, sworn to
reduce to the absolute minimum their de-
pendence on service provided by a monopo-
ly or regulated carrier (e.g., the phone com-
pany), will go wireless immediately.

At first glance, that hardly seems to
be the worst thing in the world. If you can
improve your service and your bottom line
simultaneously, who’s going to argue? Cer-
tainly not your stockholders. But some fur-
ther number crunching indicates that by-
passing the phone company just might put it
in tap city.

According to what Alan Pearce,
president of Information Age Economics,
told the Telestrategies meeting, it’s what’s
up front that counts for the local phone
companies. To wit: half of all residential
and three fourths of all business interstate
revenue is generated by the top 10% of peo-
ple in each category; half of the interstate
revenue is generated by the top 1% of the
large users; 10% of all households never
make a toll call and 30% spend less than $5
monthly on toll calls; and 50% of users
spend more than $50 monthly on toll calls.

*“The impact of bypass on local tel-
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One Program
Drives Many Devices

This single advantage can save you
hundreds of hours of programming time.
It enables you to use your hardware (both
host computer and graphics devices) to its
fullest. It protects your software
investment against obsolescence and frees
you from exclusive ties to hardware
vendors.

Precision Visuals currently offers
tailored interfaces for over 30 graphics
devices from these companies: AED O
Applicon O Calecomp O Calecomp
lookalikes O Chromatics O DEC O Digital
Engineering 0 HP [0 Houston
Instruments (0 IBM O Imlac O III O
KMW O Megatek [J Printronix [0 Ramtek

[ Raster Technologies (0 Sanders [0 Selanar

0O Servogor [0 Tektronix [J Tektronix
lookalikes O TI O Trilog O Versatec O
Visual Technology O Zeta.

They Run On Most
Popular Computers

Including IBM, VAX, PRIME, Hewlett-Packard,
CDC, Honeywell, Data General, DEC 10/20, Harris,

Univae, Cray, and DEC PDP-11.

Precision Visuals software tools require a surprisingly
small amount of computer resources. Even on smaller
machines they provide access to the full capabilities of

the CORE graphics standard.

“At Martin Marietta, DI-3000 serves as a
common interface between our numerous
graphics devices and software applications.
We use DI-3000 for applications including
structural analysis, business charts, graphs,
animation, 3D modeling, and general-
purpose graphics.”

Karin Bruce
Senior Graphics Software Engineer
Martin Marietta Denver Aerospace

‘[ FINANCIAL HIGRLIGNTS | |

EETTRY -

L Yt e hee :
syl L [ . g
s |t Sl - o ¥
won e | i I AN Y I K

@LJDMW -

[ S
Lol

Cpereting Femstues

-
°

TE V.78 0 80 '8) 82

Make better decisions, faster, using
GRAFMAKER’s spectally-placed
annotation and color.

Build highly interactive computer-
aided design applications with
the DI-3000 core system.

iraphics Software Tools!

Rich Capabilities Mean
Limitless Applications

Precision Visuals software tools are
proven in applications such as computer-
aided design, business graphics, process
control, mapping, geological data analysis,
document layout, plus many specialized
applications. System integrators (OEMs)
use them as the graphics nucleus in
turnkey systems and as the graphics
component of database management and
financial modeling systems.

$12,000 For Our
Most Popular System

DI-3000™, the core system, starts at
$8,000 and goes to $12,000 for our most
powerful and best-selling level. Add
$6,000 for GRAFMAKER™, the business
presentation specialty system, and you’ll
have one of the most versatile graphics
systems available at any price. Other
popular options include the METAFILE
SYSTEM for a device-independent

picture library, and our new CONTOURING SYSTEM

for advanced surface graphies.
These are single-CPU, end-user, U.S. list prices.

Multiple CPU and OEM discounts are also available.

Find out how Precision Visuals graphics software
tools can open a new world of flexibility, economy, and
standardization for your graphics apphcatlons Call us

at 303/530-9000.

 PrecisionVisuals

6260 Lookout Road

Boulder, Colorado 80301 USA
303/530-9000

TELEX 45-0364/TWX 910-940-2500

Amsterd Ponder A i

Phone 030445352 / TELEX 70634
Sydney: Techway

Phone 02920858 / TELEX 27987
Tokyo: Nichimen Company Ltd.
Phone 032775017 / TELEX 22329
Zurich: Computer Graphix AG
Phone 019323482 / TELEX 875447
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NEWS IN PERSPECTIVE

cos is badly underestimated,’’ Bain told the
conference. “‘If the top 1% of users go to
bypass and the phone company loses 50%
of its revenue, it can’t get that back by rais-
ing prices 100%.”’

Not only that, once the bypasser
goes, he doesn’t come back.

““You don’t get the bypasser back, "’
admits a telecommunications manager for a
Fortune 500 company in the Midwest. *‘At
least not on that particular link. They might
get me back on some other link. But I’m not
going to go back and throw in 24 tie lines
and saw down the [microwave] towers.
They work. They’re doing a beautiful job."’

Indeed. Fed up with what it consid-
ered poor service and tie lines that never
became untied, this same company erected
a 24-channel microwave system in Septem-
ber 1980. Sixteen of those channels are for
voice, two are for data, and six are re-
served. The 15-mile system was cost justi-
fied in two and a half years. Flush with
success, the company two months ago in-
stalled a second set of towers five miles
apart in a different location.

There’s plenty more from where
this came. Although this particular com-
pany has no immediate plans for expansion,

“The interest of investors is to
get something in place as
quickly as possible that makes
economic sense,” notes one
Wall Street observer.

other corporations are seriously examining
bypass technologies such as satellite, cable-
phone, cable television, teleports, cellular
radio, fiber optics, and dataphone digital
service (DDS).

Some of these corporations are big-

" ger than some sizable telephone companies
in terms of traffic use. So what they want,
they’ll get. If that means bypassing the
telco local loop with the assistance of the
telco, so be it. If that entails throwing up
their own microwave towers or buying a
rash of cellular radios, that’s okay, too.

But that won’t be kosher with the
phone company. Under economical by-
pass, they’ll certainly survive and quite
probably prosper. But faced with an endless
series of uneconomical end arounds, they’ll
have to call a forfeit.

*“There are four reasons to go by-
pass,”’ the telecommunications manager
says. ‘‘First, you get high-quality service
all the time. Second, you control the system
yourself. Third, you can plan for backup,
have the ability to build in extra slots, and
expand in five minutes, not five working
days. And fourth, you can save a hell of a
lot of money. And that’s figuring in no rate
increases from whatever time you do it.”

Despite Congress’s attempts to tax
bypassers nearly to death, a few extra bucks
won’t matter to a company rich enough to
go its own way. Instead of doing it ‘‘eco-

LX)

nomically,
cally.”
‘“That’s going to be very beneficial
to the technology, but three groups are go-
ing to suffer,”” Lucas says. ‘‘The public
will be denied the lowest-cost service in the
long run. The country will be hurt substan-
tially because technological advances will
be totally centered around bypass technol-
ogy. And the local telco will be denied new
markets, limited to being a plain old phone
company, and won'’t be able to modernize
because they won'’t have the money for it.”’
““The interest of investors is to get

they’ll bypass ‘‘uncconomi-

something in place as quickly as possible
that makes economic sense,”” Bain says.
““That’s a lot closer to what the FCC is doing
than to what Congress is doing.

‘“There really are only two choices
here. You either put in a rcasonable access
charge or tax bypass usage. That would
mean more regulation, not less. And how is
Congress going to enforce that tax? Do they
really think they’re going to go out and geta
bypass police force to check on who’s using
the public network when they’re not sup-
posed to be?’’ Probably not. At least it
hasn’t been written into either piece of leg-
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islation. But even if it were, that wouldn’t
stop people from bypassing. If it’s only
economical, expect a flow. If Congress gets
its way, look out for the flood.

But hear this word of caution before
you run to the nearest microwave vendor
and buy up next year’s inventory.

“‘One of the things that should not
escape the person looking at bypass is that
bypass by its nature means that when you
start owning your own telephone equipment
you start to take over the responsibility that
Bell had—or somebody had—to keep that
network running smoothly,’” the man from

the Midwest warns.

*“The good news is that you’re rid of
those buggers and all their screw-ups. The
bad news is there’s no one to point the fin-
ger at but you. We don’t get our number
called when we score. We get it called
when there’s been a personal foul or a pen-
alty. That’s a real important reality,”” he
concludes. ‘‘You don’t have anyone to
blame. You can blame the vendors, but you
picked them. You didn’t pick Bell. You
were stuck with them.”’

You're not anymore. Just run the
end around.

SOFTWARE

gine an intelligent ;
environmental control system
that utilizes its own data and
responds logically to changlng
conditions. This micro-processo

The more you know about th

new Deluxe System/3, the most
dvanced system of its kind, the

more ‘convinced you Il be

Llebert Corporation, 1050 Dearbom Dri!
‘P.0. Box 29186, Columbus, Ohlo 4.
Phone 61 4-888-0246 Telex 248655 LIEBERT WOGN

Tell me more about the new Deluxe System/3

the

man call.

COMSERV
DOESITS
BOOKS

The manufacturing software
company has been in the
center of a storm over how
software development should
be accounted for.

by Jan Johnson

It’s hard to understand how Comserv
Corp., a typically low-key, midwestern
company that produces top-notch manufac-
turing software products, has managed to
entangle itself in so many controversies.

To begin with, Comserv is an ardent
supporter of the suspect accounting practice
of capitalizing software ‘‘construction’’
costs, suspect in that the financial commu-
nity finds the practice less ‘‘clean,”” less
straightforward than the more common
practice of expensing construction costs.
When capitalized, construction costs are
spread over several years’ income state-
ments—often four to six years—as an am-
ortized expense. When expensed, the cost
of construction is treated as an expense in
the year it occurs.

This past summer the Securities and
Exchange Commission called for a morato-
rium on the practice of software capitaliza-
tion. The upshot was that current users, in-
cluding Comserv, were allowed to continue
capitalizing (IBM, ITT, and Anacomp are
also practitioners). But that was it. Every-
one else had to go with or stay with expens-
ing. The action smudged Comserv’s credi-
bility in the eyes of the financial
community.

‘‘Some investors have the impres-
sion that the SEC put its foot down because
software companies have been wickedly
abusing capitalization. Nothing could be
further from the truth,”” observes Curt
Monash, software industry analyst with
Paine Webber Mitchell Hutchins Inc. Mon-
ash and others in the investment community
say there have been no documented abuses
of capitalization for a decade.

Comserv may be vindicated some-
time next year when a special task force of
the Accounting Standards Executive Com-
mittee (ACSEC)'is expected to come out in
favor of capitalizing. The task force will
advise AcSEC, which will advise the Finan-
cial Accounting Standards Board (FASB),
whose opinion the SEC is expected to adopt,
explains Monash.

I think most people would agree
that the current accounting literature pro-
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NEWS IN PERSPECTIVE

vides the opportunity for people to capital-
ize,”” comments Joseph Lhotka, chairman
of the special AcSEC task force wrestling
with the software accounting issue. ‘‘l
don’t see us changing that. I think our job is
to define miore precisely when in the proc-
ess of construction of software the costs
become eligible for capitalization.”” When

not chairing the task force, Lhotka works as,

partner and director of the accounting and
auditing firm of Clifton Gunderson & Co.,
Denver. )

In September, Comserv stumbled
into yet another accounting controversy.
During a routine quarterly audit review,
conducted in conjunction with its auditors,

some discrepancies turned up: $1.7 million.

reported as fourth quarter ’82 revenues
should have been reported in 1983.

This was not a case of phantom
sales. The sales were real and backed by
signed contracts. The problem was traced to
some field salespeople who made side deals
with customers to accommodate the cus-
tomer’s desired delivery dates. Problem
was, some customers did not want to take
delivery until 1983.

While sorting out what happcned
and what to do about it, short-term Com-
serv president Ted Priem had a *‘disagree-
ment’’ with the Comserv board over wheth-
er (o restate earnings or not. Priem, who
succeeded Richard Daly in the post of presi-
dent in May, left in September. Daly then
resumed his function as pre51dent in addi-
tion to chairman.

The point of confusion is.a classw
issue within the software industry—when
to recognize revenue. Most companies take
revenue when they have a signed contract,
says Daly. Daly indicates that he leans to-
ward policy, but until he gets more guid-
ance from ADAPSO or related boards on this

RICHARD DALY: Predicted sales
turnarounds that never materialized,
disappointing Wall Street analysts.

matter, Comserv will take revenue when it
has a receipt from an independent shipper.

While Comserv appears to be win-
ning on at least one accounting front, a far
more serious situation has arisen in its
bread-and-butter business, that of selling
$300,000 manufacturing software pack-
ages, trade named AMAPS/Q, to large corpo-
rations. Sales have taken an alarming
downturn. First quarter 1983 sales were
$3.6 million compared to $5.4 million in
first quarter *82. Second quarter 83 sales
were $4.5 million, compared to $6.2 mil-
lion in "82.

Comserv’s management aggravated
an already bad situation by grossly missing
its mark when forecasting 1982 and 1983
sales and earnings. Several times in 1982
and 1983, Richard Daly predicted a sales
and earnings gain or turnaround, only to see
the company suffer a drop and a loss when
the numbers came in. Management’s credi-
bility took a nose dive.

“‘Daly should not make projec-
tions,”’ states Henrietta de Veer, vice presi-
dent of corporate finance at Cralin & Co.
Inc., a New York investment bank. ‘“To
have the numbers come out so different

No other limited distance
modem goes this far and thls
fast over such a broad
of user-selectable bit rates.

The Complexx LVS 76.8 LDM uses a proprietary modulation A

technology developed for Complexx’s XLAN™ [ocal area network
products to transmit a broader range of data rates further than
previously available products. This modulation and bus transceiver
design (for which a patent is pending) provides a simple and reliable
method for synchronous data transmission.

This LDM is also unique in providing switch selection of Bell 43401
mode or “private cable” mode for transmitter power/bit rate output
envelope. In the Bell 43401 mode, selectable bit rates from 2400 to 9600
are transmitted in complete compliance with Bell requirements. In the
private cable mode, selectable bit rates from 2400 to 76.8 K bps are
transmitted at a higher power level to permit greater transmission
distances for such applications. Tail circuit 56K bps DDS applications
are accommodated via external clock slave operation.

The LVS 76.8 operates in half- or full-duplex, multi-drop polled,
or point-to-point configurations with common RS-232C interface. So
select the application and select the bit rate. All it takes is a flip of

the switch.

Why the LVS 76.8 limited distance modem from Complexx?

Power. Performance. Price.

See your local dealer or contact Complexx Systems, Inc., 4930
Research Drive, Huntsville, Alabama 35805. 205/830-4310.

COMPLEE
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from the projections is painful. It will prob-
ably take the stock two or three years to
recover. People don’t forget.”

Explains Daly: ‘“We were sclected
on all these contracts, but they were not
getting signed off. A year and a half ago, a
division of a major company could sign a
deal and pay for the $300,000 contract.
Now, a $500,000 deal needs four signatures
and we would have three of them toward the
end of a quarter We had a heck of a tlme
forecasting.”’

Comserv claims it is taking steps to
improve planning and forecasting. A for-

malized reporting process that originates in
the field is being put in place ‘‘to ensure
more grass-roots involvement in the strate-
gic planning process,’’ says Gary Paradisc,
Comserv vice president, corporate market-
ing and communications.

The recession, says the company,
has caused the slowdown in contract clos-
ings. Like other companies selling capital
goods to heavy industry or discrete manu-
facturers, Comserv claims its clients ran out
of cash for capital investments, and pur-
chase authorization was kicked up to the
director level.

Marketing Representatives:

Who Will

Your Income In 19847

Manage

AtMSA, our Marketmg Repre-
sentatives manage their own .
income because our commis-
sion plan is designed for the
money motivated superstar who
wants no limitations onearnings.

MSA is the recognized leader
in Applications Software. We
design, develop, market and
support a complete line of
Human Resource Management,
Financial Management and
Manufacturing Systems. Our
products are used by large and
medium size organizations
throughout the U.S. and inter-
nationally. We have grown
successfully and profitably atan
annual rate of 35 percent during
the past 10 years. Our high
visibility in the market is
exceptional and our future is
bright.

Because of our dynamic
growth, we are interested in
talking to professional
Marketing Representatives who
are overachievers. If you are an
individual whose performance
has earned you a position inthe
top 10 percent of your company
and you have a strong desire to
accelerate your career growth
and earnings, you should talk to

MSA.

e QOur constant growth offers
a fast track to high potential
professionals who want to move
into positions of greater

responsibility in the - future.
Management opportunities are
created by our growth and our
policy is to promote from within.
- ® Quota goals are realistic
and achievable with generous
bonuses and accelerators built
into the plan. Quota is not
“adjusted” during the year and
there are no “caps’ onearnings.
The ideal candidates for
these positions are presently
highly * successful selling
computer services, computer
timesharing or computer
software. Opportunities to join

MSA exist in major cities
throughout the U.S. and
Canada.

If you are the kind of

professional we are looking for
and you want to manage your
own income in 1984, call and
talk with Pat Blake, Manager of
Corporate Recruiting, in Atlanta
at (404) 239-2000 or send your
resume to: ,
Pat Blake
Manager Corporate Recruiting
Management Science America, Inc.

3445 Peachtree Road NE
Atlanta, GA 30326

TheSoitTareCompany

NO AGENCIES PLEASE
Equa! Opportunity Employer M/F

“‘Decisions were going all the way
to corporate, where they had to compete
with other needs. We might be selected, but
there was a question about when the divi-
sion would get its money to buy the selected
product,’” explains Daly. Comserv execu-
tives see the sales downturn as ‘‘short
term.”” When the recession backs off they
expect a sales pick-up.

Industry analysts are not so sure it’s
that simple. Competition has heated up in
Comserv’s traditional marketplace and the
game has become more marketing driven.
Competitors. to be reckoned with include
IBM, Martin Marietta Data Systems, Arthur
Andersen, Rath and Strong, MsA, and
Cullinet.

No one is questioning the quality of
Comserv’s product and services. On the
contrary, for the past two years Datapro has
ranked AMAPS/Q as the top mainframe-
based manufacturing software package.
And Comserv continues to be recognized as
the leader in providing training and educa-
tion for its packages. What is being ques-
tioned is Comserv’s marketing abilities
against aggressive powerhouses like MSA
and Cullinet. ‘“When you ask [Comserv

“l think most people would
agree that the current
accounting literature provides
the opportunity for people to
capitalize.”

management] if they are worried about
those two, they say: ‘We have better prod-
ucts than they do,’ *’ remarks Paine Web-
ber’s Monash.

Comserv counters that it has been
taking steps to compete in a changing mar-
ketplace. To cope with clients’ cash prob-
lems, Comserv instituted an extended pay-
ment plan, reflected on its balance sheet as
“‘unbilled receivables.”” Under the plan,
payment can be spread over six to 12
months.

Comserv also slacked off its tradi-
tional one cpu-one price strategy. Now the
company supports a national accounts pro-
gram that allows salespeople to negotiate a
pricing scheme for multisite clients, said
Daly.’

Another new direction within Com-
serv is niche markets. AMAPS/G, a product
focused. at government contractors, is a
prime example. It’s a standard version of
the traditional AMAPS/Q package, but en-
hanced to accommodate special reporting
and tracking requirements of government
contractors.

More important, AMAPS/G was a
joint development effort involving six cur-
rent AMAPS/Q users and Comserv staff. Spe-
cial interest groups within Comserv’s user
community are encouraged to band together
into development teams, called guide
groups, to codevelop new niche products.
But there is a catch. It costs money. Each
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Envision 631 River

Pristed by the Emition 420 Cotor Prister

RED HOT DEMO.

SEE THE NEW ENVISION 430.
IF ITS NOT MORE THAN

A COLOR PRINTER,

You really can't lose. Because if we
can't prove our new Envision 430 Color
VectorPrinter™ is more than a color
printer, we'll glve it to you onthe spot.
Free.

WHAT YOU DON'T KNOW

What you might not kriow is that
our new 430 has the uncanny ability
to print high resolution pen plotter
graphics. It can do that because we
designed vector-to-raster conversion
right into the printer.

And to make our 430 that much
better than any othes color printer you
can buy, we also gave it the ability to
print 100 characters per second in
letter quality mode or 300 characters
per second for drafts. This means our
430 gets your work done a ot faster.
It also means you can print high speed
drafts, letter quality text, high reso-
lution raster graphics and plot vector
graphics—on the same page! So
when you buy our new 430, you're
really getting four very usable talents
in one very versatile printer.
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IT’S FREE.

 AVERITABLE
PARADISE OF COLOR

Even if you're not a Van Gogh, our

new 430 gives you the ability to create
- inspired color graphics. It prints any

four colors of red, green, blue, cyan,
magenta, yellow or black in a single
pass. You can also blend any of these
colors to create an entire spectrum.

And because a one-eighth inch solid
color band is printed on each pass of
the 18-wire printing head, our 430
creates your masterpieces with
incredible speed.

UNCOMMON
VECTOR/RASTER GRAPHICS

We made our 430 compatible with
the Hewlett Packard 7220 pen plotter.
That means it's supported by a host of
business, engineering, and-scientific
graphics software packages. And it
gives you printed quality that's nothing
short of superb. As well it should.
Because we designed our 430 with
exceptionally accurate horizontal and

- 1980
TEDEMAL FISCAL TRAR

~pettort | o

1081 1982 1 1983

vertical registration. It also prints raster
graphics at 360x144 dots per inch for
the highest resolution or 72x72 dots
per inch for maximum speed. And to
give you added flexibility, we gave our
430 the ability to print on plain paper
and transparencies.

LETTER QIIAlI'I'Y
MAGNA CUM LAUDE

When you begin using our 430 you'll

quickly discover you don't have to be a
- wordsmith to create letter quality

documents with punch. Any of the
character fonts can be mixed or
colored using host computer control.

WORDS, 4444 (characters), lines or
pages CAN BE PRINTED in any of
EIGHT COLORS. One letter quality font
in 10, 12, and 18 PITCH and one high
speed fontin 10 and 12 PITCH ARE
STANDARD. This means you can make
MESSAGES STAND OUT. You can
COLOR specific words or IDEAS.

And our 430 comes with optional
letter-quality character fonts like BOLD,
italic, SCRIPT and ORATOR. Plus you
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feducing CPU and communications overhead.

The £nvision 430 VectorPrinter uses four separete color ribbon cessettes. Each
cessetts is sdvanced oniy when actuaily belmg used for printing, &nd can be
replaced Independentiy reducing printing cost while providing sherp, crisp
Fabric or myler fiim.ribbon cassettes
are availsble in black, red, blus, green, yellow. cysn. and magents.

250 The 430 'prints graphics at 144 by 144 dots per Inch resolution, and eccepty
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can define up to 196 characters to

| print both text and graphics. And to
add versatility to your text creations we
made our 430 compatible with the
Diablo 630 ECS. Which means it
supports the most popular text and
word processing packages.

NO MORE RIBBON WASTE

Anocther nice little benefit of our 430
you won't find in other color printers is
a four-cartridge ribbon system. Our
separate color cartridges advance
independently as each color is
used. By doing things this way
you don't end up wasting
ribbon or running out of the
color you want just when you
want it. It also means lower
cost per copy for you. Plus you
also have a choice of high
quality mylar ribbon cartridges
and longer life nylon ribbon.

YOU DON'T HAVE
TO PASS UP SPEED

FOR QUALITY

Our 430 has been designed with
an 18-wire printing head. This means
that instead of having to pass over
aline more than once to achieve high
quality, our 430 prints letter quality
characters in a single pass. It also does
this with a great deal more speed
because it never has to retrace the
same line.

And while we're talking about speed,
you should know we built our 430 with

Env:s:on

1520 .0 .25

30 -

a print control microprocessor which
tracks the carriage through a unique
closed-loop servo system and adjusts
for carriage speed and direction
during dot placerment. That permits it to
print while the carriage accelerates.
Which is another reason it gets your job
done a lot faster.

THE 430's
UNFORGETTABLY
EFFICIENT

~ If you tear down our 430 you'll find
two 16-bit microprocessors. One of
them controls the printing mechanism;
the other takes care of the host inter-
face and command interpretation.

They both share a 128K-byte

bit-map memory. So while you're busily
telling the 430 what to print next—

it's busily printing what you told it
to print last.

Hewlett Packard 7220 is a registered trademark of Hewlett Packard.
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Diablo 630 ECS is a registered trademark of Diablo Systems.
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We think you'll be impressed when
you see our 430. But that's not enough
to get you to pick up your telephone
and call. Soif we can't prove it's more
than a color printer, we'll give you a
430. Free.

Show a little sporting interest and
take us up on our offer. You'll get a red
hot demo and a chance to buy a printer
and a plotter. Send us the coupon
or call. Envision, 631 River Oaks
Parkway, San Jose, CA 95134,
(408) 946-9755 or Telex: 176437,

Text and graphics samples courtesy of:
ISSCO, Megatek, Molecular Structure
Corporation, and Precision Visuals, Inc.

" ENVISION...
ROVE IT TO ME.
PLEASE CONTACT ME
REGARDING A DEMO.

NAME

TITLE

COMPANY

ADDRESS

CITYy

STATE, ZIP

D12/83



1963.

AVer
Goo
Year.

NCR introduced the 9300,
a roomful of computer
power in a 50-pound box.

NCR closes out its first century with
its most impressive technological
achievement, the NCR 9300. It's
the first full 32-bit VLS| mainframe

designed for business applications.

The 9300 delivers the power of a
mainframe at the price of a mini.

VLS|, Very Large Scale Integration,
really means very, very small. The
technology for the 9300’s micro-
processor chip, developed by
NCR'’s Microelectronics Division,
put 70,000 electronic devices on a
chip the size of your little fingernail.
This VLSI technology serves as the
catalyst for significant reductions in
size and weight, increased reliability,

The 9300 fits in anywhere §
you can fit a two-drawer file

cabinet. You can even hang
the NCR 9300 on a wall.

quick and easy servicing and dramat-
ically improved price/performance.

This faster, more reliable computer
does more for less. Even when you
add a printer, disk drive, terminal
and operating software to the 9300,
you can have a fully configured 32-
bit mainframe system for less than
$46,000. And the 9300’s main
memory is expandable from one
megabyte to an impressive four
megabytes.

The 9300 is in volume production
now.

In 1983 NCR introduced more
major data processing products -
than any high tech company. We
wanted to get a good start on our
second hundred years. For more
information call your local NCR
office, or 1-800-CALL-NCR.

In Ohio, 1-800-543-4470.

NC R

Shaping the way business
does business for 99 years.
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AMAPS/G group member paid $160,000 for
the privilege of participating in the develop-
ment. A Comserv source estimates the
company spent about $8 million of its own
money. The advantage to participants is
that they get the product sooner and without
paying the standard $300,000 price tag.

From Comserv’s perspective, the
guide groups may serve as a safety net. As
Comserv pulls back on project development
funding, it is hoped the guide group will

‘‘pick up the slack,”” a Comserv executive

explains.

The pull back however, got staned
a little earlier than planned. When Com-
serv’s financial situation began to seriously
deteriorate in 1982, a hiring freeze was im-
posed in July of that year. That freeze
marked a radical departure from the-past. It
was the first sign that Comserv was cutting
back on product development. ‘“The reason
we reported a good year that year was be-
cause we did so well internationally,’” ex-
plains Daly.

No white knight appears in sight for
1983, however. Sales continued to deterio-
rate, so tight expense controls were en-
forced. Since Comserv does not expense
software construction, the cutback had far
less effect on the company’s aggressive
product development schedule than it
would have had on a company that ex-
pensed all product costs.

In the past two months, cost-cutting
measures became more severe and the spec-
ter of layoffs loomed everywhere. The
company was taking another direct hit on
product development—reducing people.
One insider figures that about 100 positions
were ‘‘reduced’’ during 1983, many by at-
trition, but increasingly by layoffs.

Next year Comserv’s product in-
vestment program will officially slow down
and the strain on the company’s financial
health may case. ‘‘We are doing this a year
earlier than planned,’’ confides Daly, refer-

“To have the numbers come
out so different from the
projections is painful. It will
probably take the stock two or
three years to recover,” one
analyst says.

ring to a company plan put in place in 1981.
Assuming sales come in as expected, Daly
expects to move into-a positive cash flow
position this quarter. He expects to operate
in a positive cash flow next year and fund
product construction out of operations.
““You can’t take a product construc-
tion program from $2 million [1981] to
$8.5 million [1983] and expect to fund it
out of operations. That is the crux of the
whole thing,’” he states in defense of his
negative cash ﬂow management strategy.

The hope for 1986 ‘‘is that new
product construction costs as a percentage
of revenue will be about equal to what we
are amortizing,’’ says Daly. ‘“Then the im-
pact on the bottom line will be awash.”
That’s assuming the company recovers its
financial health.

' Immediate cash infusions stand
ready in the form of a $12 million line of
credit and $13 million from a mortgage
transaction on the company-owned, head-
quarters building. ‘It only cost $12 million
to build [which the company covered itself]
and the land is worth about $25 million,”
confides Daly. In addition, the company is
selling its old building for about $700,000.

Meanwhile, Comserv is not de-
pending on its traditional product line and
marketplace for health. It’s diversifying
into minicomputer-based products for me-
dium-sized companies, and, down the road,
into microcomputer-based products that
could fit into a distributed shop floor envi-
ronment. Comserv is also capitalizing on its
training expertise, creating yet another new
business direction.

Like Comserv, Ask has not been
resting on its laurels. It too has pushed into
new grounds. This month Ask begins offer-
ing a VAX-based version of its manufactur-
ing package. ‘‘We’ve also added on-line
documentation to our product,”’ says Ken-
‘neth Fox, Ask vice president, R&D. ““That

DEBUGGED.

ONE OF THE REASONS UNIX’ SYSTEMV WILL BE
THE NEW STANDARD FOR MICROCOMPUTERS,

Developed by Bell Laboratories over the last decade,
UNIX System V incorporates over one thousand modifica-
tions and enhancements that were requested by users
of previous releases. As a result, UNIX System V is an
extremely high-quality production operating system. One
that’s been proven in use on thousands of CPU’s.

Western Electric will continue to enhance and improve
future releases of UNIX System V. From microcomputers to
mainframes, UNIX System V will help you meet the demands
of growth and change in the eighties and beyond.

Put UNIX Operating Systems to work for you. For more
information on UNIX Operating Systems licenses, training
or support services, write to AT&T Western Electric Software,
P.O. Box 25,000, Greensboro, N.C. 27420 or call collect

(919) 697-6530.

*Trademark of Bell Laboratories
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NEWS IN PERSPECTIVE

move was really triggered by the fact that
we were rewriting the package to run on the

X.”” By year-end 1984, the two products
are expected to contribute equally to rev-
enues, ‘‘about neck and neck,”” speculated
Fox. _

Looking at Ask’s strategy, some in-
dustry watchers worry that Comserv, aim-
ing for the *‘technologically superior prod-
uct,”” might be going for overkill. Observes
Ask’s Fox: *“You have to have a simpler
package for the small company. Rather than
port down, you leverage your knowledge.
Being oriented toward the smaller business,
you have to remember they don’t need as
many options, they don’t need as much ca-
pability.  You don’t want to make it too
complex for them.”’

Comserv, however, claims it is tar-
geting above the typical Ask user. In fact,

AMAPS/3000’s introduction
date slipped from June 1983
till this month because of
“integration problems.”

one Comserv executive hopes to see some

Ask users grow out of Ask and into AMAPS/
3000.

What about the future? The key
question . is where can Comserv fit in the
automated factory? *‘I think the issue is the
distributed factory,”’

observes de Veer of

Cralin. ‘*How much function will be based
on the mainframe.and terminals, how much
will be distributed? I think companies like
Comserv are going to have a hard time de-
ciding how they are going to fit into the
future factory.”’

“*Distributed”’ -at Comserv trans-
lates into microcomputers. Ideally, Com-
serv would like to get a guide group going
to explore “‘distributed shop floor control
systems.”’ Already it has queried users on
this subject. ““We need, and so do our cus-
tomers, to have a capability where we can
distribute function,’” said Comserv’s senior
planning guru, Bowman. ‘“There could be a
data input device, like a bar-code reader,
that sends data to a micro, which could have
attached to it a database of information that
came down from the host. Or you could
have a work-in-progress file on the micro
and have on-line data input and inquiry to
the host. The micro could function stand-
alone or be one or many workstations to a
host. We are in the process of defining var-
ious directions now."’

" Ask is also thinking about ways of
““carrying our knowledge forward onto mi-
cros,”’ says vp Fox. Within two years, he
expects to have either ManMan moved onto
a smaller machine or to have an equivalent
package on a smaller machine than an HP
3000.

‘“We are expanding our educational

products arca into a general manufacturing
educational series called The Manufactur-
ing Series,”’ says Daly. Comserv has .al-
ready signed a deal with AsI, a large distrib-
utor of corporate education materials.

““They are going to include our
product in their product library,”” Daly
says. Comserv will reccive royalties from
the use of its product.

The great revenue source for the
near term, however, is AMAPS/3000 de-
signed for the HP 3000 and targeted at man-

Comserv is competing head on
with Ask Computer Systems
of Los Altes, Calif., which sells
a very successful package
called ManMan.

ufacturing companies in the $20 million to
$60 million range. Comserv appears to be
positioning the 3000 product slightly above
Ask Computer Systems’ ManMan product.
It’s higher priced and, generally speaking,
aimed at larger companies, Daly claims.

Off to an ominous start, AMAPS/
3000’s introduction slipped from June 1983
till this month, because of *‘integration’
problems. Integrating an outside purchased
accounting package and redesigning the da-
tabase for AMAPS/3000 took a lot longer
than anticipated, explains Phil Logan, cor-’
porate vp, minicomputer products.

FLEXIBILITY.

ONFE OF THE REASONS UNIX® SYSTEM V WILL BE
THE NEW STANDARD FOR MICROCOMPUTERS.

UNIX Operating Systems are compatible withany vendor’s
hardware. So you won't be locked into any particular system.
And while the hardware you buy today may become obsolete, your
software will be reusable on any new equment This trans-
lates into real productivity improvements, since costly and time-
consuming recoding of applications software is eliminated.
With this flexibility, you can design a system using different
models and even different brands of equipment. Something
to keep in mind if you later need to update your hardware.

v Sophisticated, multiuser systems developed by Bell
Laboratories, UNIX Operating Systems are another example
of Western Electric’s commitment to quality.

Put UNIX Operating Systems to work for you. For more
information on UNIX Operating Systems licenses, training
or support services, write to AT&T Western Electric Software,
P.O. Box 25,000, Greensboro N.C. 27420 or call collect

(919) 697~ 6530

*Trademark of Bell Laboratories
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Typically Comserv, the goal was a
“*technologically superior’” product. The
result is a good product, says one analyst
who has seen it. It offers three modes of
processing: real time; delayed processing,
where the data is cued and processed in

background mode; and batch processing.

When a user needs help, there is on-line
documentation. To accommodate begin-
ners and more advanced users, there are,
respectively, two forms of navigation: hier-
archical menu screens and function keys.
Pricing is between $100,000 and $150,000.
“‘AMAPS/3000 has all the functionality of
the mainframe product,”’” and then some,
claims Jerry Bowman, senior vice president
responsible for business planning.

Do not confuse AMAPS/3000 with a
previous Comserv product, the HP version of
AMAPS, introduced in 1978 and sold through
the existing mainframe-oriented sales force.
AMAPS/3000 is a very different product,
stress company executives. The company
has also changed its sales strategy. *‘We
thought our existing salespeople could han-
dle it but it didn’t turn out that way,’” says
Daly. The mini product requires a top man-
agement sell instead of a manufacturing sell,
he explains, so a dedicated AMAPS/3000
sales force has been created.

Comserv’s prime competitor in the
mini market is the well-established, healthy
Ask Computer Systems, Los Altos, Calif.
Not only does Ask sell its systems for less,
it offers Asknet, a dial-up computer service
running the Ask manufacturing software.

ADAPSO
INTHE
DESERT

Microcomputers were the topic
of conversation as the
software and services trade
group met recently in Palm
Springs, Calif. '

by Edith Myers

Whoever first said “‘Plus ¢a change, plus
c’est la méme chose’” could have been talk-
ing about ADAPSO, the softwarc and ser-
vices trade group.

ADAPSO’s 59th Management Con-
ference in late October in Palm Springs,
Calif., was its largest ever, with 700 par-
ticipants. Many said this was because of the
“*micro people.’” ADAPSO created a Micro-
computer Software Association as a section
at its 1982 Management Conference in San
Diego, and the section had a major presence
in Palm Springs. '

Indeed, 12 sessions had micros as
their primary focus, and the term inevitably
came up in all the other 24. Microcom-

puters, once perceived as a threat by many
ADAPSO members, now seem to be looked
upon as an opportunity.

' Edward I. Metz, senior vice presi-
dent of Input Inc., a Mountain View, Ca-
lif., research firm. said an industry study

his firm conducted for ADAPSO showed

some firms still listing microcomputers as a
threat to growth but behind such problems
as turnover of employees, competition, and

. the economy.

On the other hand, he said, many
companics surveyed put microcomputer
products high on the list of keys to growth
and major opportunities. ADAPSO members
seem to be getting involved with micros for
reasons as varied as the companies them-
selves. Remote service offerings are being

expanded to include micros. Software firms
are concerned, among other things, with
micro-to-mainframe links. Systems inte-
grators sce micros as another candidate for
intcgration. . .

Computer Concepts & Services
Inc., St. Cloud, Minn., sees the machines
as a foot in the door for the mainstream of
its business. Monte Westphal, executive
vice president of the central Minnesota
firm, which specializes in the local govern-
ment marketplace, said, **We see them [mi-
cros} as an easy cntry into new arcas. We
have clients who are instituting micros, and
if we don’t help them someone else will.””

For new customers, he said, “‘mi-
cros get us into a unit and allow us to ex-
pand. If a prospect is only interested in mi-
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cros, though, we don’t spend much time
with him.”

In a session on host-micro connecti-
vity, Roger Mathews, manager of product
marketing at the Systems Center Inc., noted
that MIS managers are getting more in-
volved in micro strategies. ‘‘You used to
have to explain why the corporate MIS guy

had to get involved. No more. Users used to -

be the driving force, but now it’s corporate
Mis. He [the corporate MIS manager] wants
to control data processing power and access
to the corporate network. It’s becoming the
distributed processing area, and that’s not
new to MIS. The personal computer is the
ultimate distributed processor. With minis,
‘corporate MIS had to write the programs but
not with micros.”’. Mathews said that he
sees terminal emulation by micros as appro-
priate for the short-term micro-to-main-
frame link. ‘“We have to begin that way,
but this does not move processing off the
host. We want program-to-program com-
munications so that related functions appear
to a user as if they are one function.’”
Since the ADAPSO conference was
held the same week as 1BM’s 3270/p.C. and
XT 370 announcements were made, discus-
sions of mainframe-to-micro linking
abounded. Member reaction was generally
positive. ‘‘IBM has blessed the concept,”
said one participant. Speakers at almost all
sessions were asked their reactions to the

announcements, but all had **wait and see’’
answers.

While micro talk was ubiquitous at
the conference, not everyone thought that
micros were such a good thing. **We used
to have to try to convince people of the
importance of personal computers,”” said
Peter Cunningham, president of Input.
**Now there’s an overemphasis on personal
computers. You don’t send a boy to do a
man’s job.”’

In an ADAPSO session titled **Indus-
try Projections,”” Cunningham said infor-
mation services, which encompass the

The meeting took place the
same week as IBM introduced
its XT/370 and 3270 P.C.
products, which fueled further
discussion.

offerings of all of ADAPSO’s member com-
panies, grew 77% more than the computer
industry as a whole in 1982 and ‘‘probably
is accelerating.”” He sees much of this ac-
celeration coming from *‘a resurgence of
innovation from the federal government.’”
On the surtace it would seem that
the Palm Springs meeting was a far cry
from a two-hour meeting held in New York
in April 1960 at which 10 men gathered to
consider starting an organization of com-
puter services companies. But was it?

Writing about the 1960 meeting in
the March 1970 issue of DATAMATION, Jer-
ry Dreyer, now president of ADAPSO, said:
**Superficially, it would appear that a lack
of commonality existed and that a divisive
atmosphere might come into play. More
likenesses than differences among the

. ADAPSO membership were  discovered.

however—Ilikenesses and common interests
that have endured.”’ This would seem to be
true today. There are certainly more differ-
ences but equally more likenesses as well.

In 1960, the fledgling association
was called Data Actuating Technical Asso-
ciation (DATA). The name was changed to
ADAPSO on June 22, 1960, and incorpora-
tion was accomplished in 1961 with 16
companies listed as members.

As the computer services industry
evolved from the traditional data processing
center concept, special sections were set up
within ADAPSO. A timesharing section com-
posed exclusively of timesharing compa-
nies was established in Dec. 1968 with five
member firms. '

A software section was slower in
developing. **The slowness in the develop-
ment of our software section is particularly
vexing to us,”” wrote Dreyer in 1970. **We
have solicited this important segment of the
computer services industry on numerous
occasions, and the results, as of this writ-"
ing, have been somewhat disappointing. [

PORTABILITY.

ONE OF THE REASONS UNIX*SYSTEM V WILL BE
THENEW STANDARD FOR MICROCOMPUTERS.

Because of its portabilité
puters to mainframes, UNIX

to everything from microcom-
ystem V is the basis for stan-

dardized software. The modular design of UNIX System V,
coupled with its “C” language base, eliminates expensive,
time-consuming recoding of existing software on newly-
introduced computer technology.

Developed by Bell Laboratories, UNIX System V is de-
signed to evolve with your system in an orderly manner. The
portability, power and versatility that Western Electric has in-
corporated into UNIX System V make it the system of choice.

Put UNIX Operating Systems to work for you. For more
information on UNIX Operating Systems licenses, training
or support services, write to AT&T Western Electric Software,
PO. Box 25,000, Greensboro, N.C. 27420 or call collect

(919) 697-6530.

*Trademark of Bell Laboratories
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New from Timeples: LINI/1

The quintessential
T-1 connection

Presenting LINK/1. A totally new facilities
management system lets you manage,
multiplex and maintain combined data, voice
and video networks sharing 1.54 Megabit T-1
transmission facilities.

When you plug the big T-1 pipe into LINK/1, you get
single point control of a fault tolerant network. .. with
full redundancy and multiple data link capability.

LINK/1 makes possible cost-effective, ultra-wideband
networks and brlngs you closer to the true promise of
future office services.

For more information on how LINK/1 can lead you to
productive T-1 networking, write or call us today:
Timeplex, Inc./400 Chestnut Ridge Road

Woodcliff Lake, N.J. 07675/Phone: 201-930-4600
Attention: Corporate Communications
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NEWS IN PERSPECTIVE

personally attribute the inadequate response
to a surprising lack of cohesion and sophis-
tication among too many of the software
entrepreneurs, who seem to understand the
mysteries of Wall Street better than the ob-
vious merits of cooperation.’’

For a time, ADAPSO wooed the now
defunct Association of Independent Soft-
ware Companies (AISC) to join it as a semi-
autonomous software division. This didn’t
work, but in October 1971, ADAPSO did
launch a software section with 15 software
house members. It has become one of
ADAPSO’s most active sections.

Today, ADAPSO has six sections: mi-
crocomputer software, processing services,
professional services, systems integrators/
oems, remote processing services, and soft-
ware products.

Since many of the issues concerning
the association transcend the sections, it
also has a number of committees, including
bank relations, CPA relations, vendor and
industry relations, AT&T interface, IBM in-
terface, domestic communications, govern-
ment affairs, international relations, pro-
curement, software protection, taxation,
academic relations, compensation study,
contracts, financial practices, and stan-
dards.

Some of the issues that might seem
to be new are not. As early as July 1978,
ADAPSO formed a mini-micro committee

*‘to address the concerns of the developing
software products and turnkey system in-
dustry using micro and minicomputers.’’
The issues the committee was to address
were ‘‘marketing of software, software
support, software protection, technology
transfer and training, taxation, pricing,
product standards, and user groups.”’

Back in 1968, ADAPsO attacked the
software protection issue when it surveyed
its members to find out how they were pro-
tecting proprietary software against misuse
by customers and employees.

At the Palm Springs conference,
Ron Palenski, associate general council,
ADAPSO, told a software protection session
that ‘‘there will be a lot of legislative and
administrative activity in 1984 [on software
protection], and ADAPSO intends to be in-
volved.”” He noted that ADAPSO has a soft-
ware piracy clearinghouse through which
members are encouraged to exchange pro-
tection ideas.

Kennedy B. Dwight Jr., president,
the Teleprocessors Inc., Houston, offered
an alternative to protection, which he sees
as creating an ‘‘us versus them’’ climate.
“‘Look at their [software pirates] profiles.
It’s the same as for shoplifters.”’ He said
that retail merchants in the Houston area
had successfully combated shoplifting by
hiring an ad agency to develop a logo and
slogan and conduct a campaign to promote

customer loyalty. He suggested software
companies could try a similar approach.

ADAPSO general counsel Milton R.
Wessel suggested this approach could be
‘‘antitrust sensitive.”’

Palenski called for ‘‘point, counter-
point. We should think of a multifaceted
approach.”’

Ata 1979 ADAPSO management con-
ference, a major concern was Ma Bell. The
worry then was that Bell would move ag-
gressively into the software business.

In 1983, worries about Bell have
focused on current and future costs. Don
Fostle, a principal consultant with Input,
said that in 1981 and 1982 ‘‘overall tele-
communications costs for computer service
companies increased two times as fast as
operating costs.”” He told of one firm that
netted out its telecom expenses and found
that it would have increased its earnings per
share by 21% without them.

As in 1960, ADAPSO is concerned
with how it is perceived by potential mem-
bers. Last summer it commissioned Input to
study potential nonmembers with an eye
toward determining why they hadn’t yet
joined. The study of 80 executives was
completed in September. More than 70% of
the interviews in the study were conducted
at the presidential and vice presidential lev-
el. Input concluded there were several *‘sig-
nificant’” misconceptions about ADAPSO’s

SYSTEM SUPPORT.

ONE OF THE REASONSUNIX"SYSTEM V WILL BE
THENEW STANDARD FOR MICROCOMPUTERS.

Western Electric’'s experienced support staff is backed
by years of expertise with UNIX Operating Systems. Our
“hot line” puts you in direct contact with this staff to keep
your system up and running efficiently.

You also have access to an active problem reporting
system, newsletters, and the latest updates on UNIX
System V software documentation. This extensive support
system from Western Electric and Bell Laboratories is one
of the reasons UNIX System V is emerging as the new
standard operating system for the eighties.

Put UNIX Operating Systems to work for you. For more
information on UNIX Operating Systems licenses, training
or support services, write to AT&T Western Electric Software,
P.O. Box 25,000, Greensboro, N.C. 27420 or call collect

(919) 697-6530.

“Trademark of Bell Laboratories
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Thekeys toyour success, now

and for the future, are flexiblesys-
_temswithabreadth oflanguages
- thatprotect your softwareinvest-. -
ments. These languages save you time
minimize effort, and giveyou a power
ful tool, particularly useful for the -
many end users looking at updatmg
their hardware.
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orientation, including too much leaning to-
ward large firms and too much concentra-
tion on remote and batch processing and
on commercial as opposed to government
emphasis.

The study showed that ADAPSO is
best known by software products firms and
least well known by integrated systems
companies. Less than half of the integrated
systems companics interviewed were famil-
iar with the association.

Some surprising (to ADAPSO) ‘indi-
vidual comments came up in the survey.
George Dougherty, president, Information
Dynamics, said, **ADAPSO is self-serving to
large processing firms and unable to help
small businesses.” Harvey Coleman, vice
president of communications, Madic
Corp.. said, "*ADAPSO serves processing
more than software companies.””

Peter Smart, president, Applied Mi-
crocomputer Systems, said, ‘‘ADAPSO ser-
vices needs of large mainframe processors,
not the micro software industry.”’

A most surprising comment came
from Harold Newmark, director of corpo-
rate communications at Logicon, who
thought his firm belonged to ADAPSO. When
hc learned it didn’t, he concluded.

""ADAPSO is not striving hard enough for
membership.”’

Needless to say, ADAPSO is workm,‘a
hard to change these opinions.

DISTRIBUTED PROCESSING

WHO
BELIEVES
IN HEROS?

Mohawk Data Sciences has a
new workstation based on
N-Gen, but it also has a
problem: who’s paying
attention?

by Michael Tyler

When Mohawk Data Sciences (MDS) intro-
duced its Hero intelligent workstation to a
skeptical audience in New York last month,
the company’s biggest problem became
quite apparent: it—and particularly its larg-
est component, the Systems Division re-
sponsible for Hero—suffers from a substan-
tial credibility gap.

Here is a company, after all, that is
bringing to market the first production in-
carnation of Convergent Technologies’
touted N-Gen workstation, has integrated
N-Gen into a comprehensive distributed
processing strategy, and has given N-Gen
the ability to access 3270 networks and a

proprietary electronic mail service, WINC.

But it is also a firm whose earnings
have fallen for two straight years on small
revenue increases, and whose performance
through the first half of 1983 gives no indi-
cation that any improvement is around the
corner. It is a company whose flagship
product, the Series/21 eight-bit distributed
processing system, has been on the market
for over six years in an era in which product
life cycles can be as short as 18 months.
And it is a company whose new product
announcements have in the past promised
more than they delivered.

So it should be no surprise that
many outside observers see the company as
not much more than a peddler of obsolete
data entry equipment. Indeed, several secu-
rities analysts, such as Carol Muratore at
Prudential Bache and William Shattuck at
Montgomery Securities, have stopped fol-
lowing the company entirely. ‘‘There’s
simply not that much to be excited about,”’
Shattuck says.

The introduction of Hero, then,
poses two significant challenges that the,
Parsippany, N.J., company must meet by
the time Hero starts shipping in February.
First, it must ensure that Hero, by itself,
inherently makes the entire Series/21 sys-
tem more competitive on a technical level.
And, second, the company must convince-
users and analysts that the resulting product

PRODUCTIVIT

ONEOF THE REASONS UNIX" SYSTEMV WILL BE |
THE NEW STANDARD FOR MICROCOMPUTERS

Programmers frequently spend as much as 50% of their
- time recoding software to fit other vendors' hardware. But

because UNIX Operatlng Systems are machine independent,
your software isn'tlimited to one vendor’s hardware. As aresult,
time-consuming recoding is significantly reduced. So newly
introduced hardware can be set up and working almost im-
mediately. Productivity is further enhanced because your
software will operate with different pieces of hardware.

Designed by Bell Laboratories, the reliability and com-
patibility of UNIX System V will make your system more
productive. Without adding to the cost of your operation.

Put UNIX Operating Systems to work for you. For more
information on UNIX Operating Systems licenses, training
or support services, write.to AT&T Western Electric Software,
PO. Box 25,000, Greensboro N.C. 27420 or call collect

(919) 697- 6530.

“Trademark of Bell Laboratories
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NEWS IN PERSPECTIVE

line really is ‘‘a clear alternative to IBM,’
senior marketing vice president Brian Gay-
lord told ‘a press conference.’

Mohawk’s technical challenge with
Hero goes beyond producing a competitive
electronic workstation; many other vendors
have been selling similar products for aver
a year, and still others, such as Raytheon
Data Systems, Prime Computer, and Four-
Phase, will be selling the identical N-Gen
product. In fact, Mohawk advanced the an-
nouncement date of Hero by two months to
ensure that it would be the first to premiere
a production version of N-Gen. The larger
part of the challenge, then, is in using Hero
to make theSeries/21 competitive again.

. The Series/21 was introduced in
1977 as an eight-bit distributed processor
intended primarily for data entry. That was
where MDS had been strong in the past, and
at the time the Series/21 was indeed a tech-
nically  strong - machine. Says John
McManus, an analyst with Bear, Stearns
who has followed MDs for several years,
‘““Mohawk Data had products that were
competitive in the late 1970s, but no longer
are. They have not been able to keep up
with the changing technology.”’

Although the Series/21 has under-
gone a dozen enhancements since its debut,
it is still an 8-bit system in a 16-bit world.
And it is still a centralized system in an era
of decentralized personal computers. Even

CHECKING IT OUT: Ralph O'Brien
(left), chairman, and Robert J.
Amman, president of the Systems
Division, inspect Hero, Mohawk Data
Sciences’ new workstation, which is
based on N-Gen hardware from
Convergent Technologies. Mohawk
hopes the new product will help it
compete more effectively with IBM.

its Personal Computing/21 facility, intro-
duced last May, is centralized; it mercly
provides users with access to CP/M pro-
grams through the Series/21 host. No

access to the dominant Ms/DOS 16-bit appli-
cations world is available. As McManus
says, “They still need an intelligent work-
station.’

Hero goes a long way to bringing
the Series/21 up to date. As a standalone
personal computer, it has a 16- bit Intel
80186 microprocessor running at nearly
twice the clock rate of the IBM Personal
Computer, up to a megabyte of main mem-
ory, a pair of serial ports and a printer port,
a 98-key DIN-spec keyboard, and a 12-inch
monochrome monitor with a 29-row by 80-
character display. It runs Convergent Tech-
nologies’ CTOS operating system in native
mode, and can provide both Ms/DoOs and cp/
M-86 emulation. (Neither emulation is fully
compatible with the 1BM P.C. because of dif-
fering screen and disk formats, however.) It
also supports a pair of 5%-inch floppy disk
drives of a hard disk. A basic configuration
costs $3,000 without disks or $4,500 with
dual floppies, and a configuration similar to
an IBM P.C. XT is tagged at about $7,000.

While Hero finally gives Mohawk a
standalone P of its own, the machine’s true
value lies in the way it connects with the
Series/21. The company announced a 16-
bit controller board for the Series/21 cpu
that allows eight Hero workstations to con-
nect to the host. Another eight workstations
can be either dumb terminals or Heros. The
controller board, Mohawk’s - first 16-bit

ONE OF THE REASONS UNlX SYSTEM \/ WILL BE
THENEW STANDARD FOR I\/IICHOCOI\/IPUTERS

As more and more computers and their applications soft-
ware appear, the need for a universal software standard has
never been greater. Universally known and accepted, UNIX
Operating Systems are emerging as justsuch astandard. They
have been part of university curricula for ten years. Alarge pool
of computer specialists are not only familiar with UNIX Operat-
ing Systems, they are also sold on their power and capabilities.

Designed and refined by Bell Laboratories, applications
of UNIX Operating Systems go well beyond the nation’s
telecommunications system. With the worldwide respect of
an entire generation, Western Electric’s UNIX System V is
becoming the newest standard—the universal standard.

- Put UNIX Operating Systems to work for you. For more
information on UNIX Operating Systems licenses, training
or support services, write to AT&T Western Electric Software,
P.O. Box 25,000, Greensboro N.C. 27420 or call collect

(919) 697-6530.

*Trademark of Bell Laboratones
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An average sales
call costs $300.

You've watched it happen for a long time.
Identifying your prospect, getting to him and
finally selling him is getting more costly and
less efficient. :

The Technology Mart at Denver’s new Inter-
national Market Center offers you a profitable
alternative to the old, exhausting process. As part
of a state-of-the-art exhibit, educational and
executive conference facility, the Mart will
offer programs designed to attract
qualified buyers. It’s the one alterna-
tive that can lower both your cost
per sale and your blood pressure,
while supporting existing channels
of distribution.

Most importantly, the new mart

Now you can beat
the averages.

is strategically located in the heart of a
burgeoning 11-state region that stretches
from Mexico to Canada. It's a region with a
proven growth rate in the consumption of
technology products and services. The Interna-
tional Market Center Technology Mart offers an
affordable, efficient way to penetrate this
deep buyer base.

Leasing rates are most attractive now for
late fall 1985 occupancy. To find out how
your company can beat the averages,

contact Bob Okonski, Vice President

Technology Mart, International

Market Center—Denver, 7951 East
Maplewood Avenue, Suite 300, Engle-
wood, Colorado 80111  (303) 694-1966.

INTERNATIONAL MARKET CENTER In Denverl

Incomparable. World Class. At last.

A development of The Bill L. Walters Companies
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Lee Data’s universal terminal system design provides
access to both 3270 and VTI100 applications.

Now with Lee Data’s new 3270/Async
Communication System (Series 400) you
can eliminate the cost and inconvenience
of needing separate displays for access to
3270 and VT100 applications.

The Lee Data universal terminal
system approach is another innovative
Lee Data design that allows a single
Lee Data display to access applications
and data from an IBM CPU, a non-IBM
system such as DEC, H-P or Prime, and
timesharing services. And a simple
command entered from the display
keyboard is all that is required to switch
from 3270 to VT100 operating mode and
back again. What could be easier?

The Series 400 System incorporates a
new hybrid approach to system operation
that is simpler and more efficient than

protocol conversion. This approach allows
a Lee Data controller to provide dedicated
3270 and VT100 processors for concur-
rent, but independent application access.

In addition, a single Lee Data
controller provides you 3270 compatibility
via either a remote BSC or SNA/SDLC
or alocal SNA or non-SNA interface, as
well as 1to 16 RS232C ports for your
asynchronous application needs.

Line speeds available are from 300 to
19,200 BPS.

The Series 400 System also provides
you support for up to 32 devices, including
Lee Data’s unique All-In-One display that
offers dynamic selection of 4 screen
sizes—three 80-column and one
132-column. Lee Data’s 3279-compatible
color displays and a full line of printers are

CIRCLE 60 ON READER CARD

also available as part of the 32-device
complement.

3270 and VT100 capabilities
combined in a single terminal system—
a reality with the new 3270-plus-Async
system from Lee Data.

Discover what our system can do
for your company’s terminal network.
Call our system specialists toll free:

800/328-3998.
Designers of innovative systems
for the information worker
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NEWS IN PERSPECTIVE

product for the Series/21 host, permits disk
" and file sharing among workstations, pro-
viding users with a local area network fa-
cility. Because the Series/21 emulates the
IBM 3276 cluster controller, the new board
also gives the Hero workstation user a di-
rect connection to IBM mainframes as a vir-

MDS must convince users that
Hero makes the entire Series/
21 more competitive and that
the product really is “a clear

alternative to IBM.”

tual terminal. Finally, the board also allows
the Hero to communicate over Mohawk’s
WINC worldwide electronic mail service.
These capabilities reflect the chang-
ing direction in the Series/21’s evolution.
Once a data entry system, the Series/21 is
now being positioned as a cluster controller
directly competing with IBM’s 3276. Says
Robert J. Amman, president of the MDS
Systems Division, ‘*Office automation will
only come about by building on 3270 net-
works, not by giving lots of individuals lit-
tle toys. We made a conscious decision
some time ago to enter the 3270 intelligent
workstation market, and we are still com-
mitted to working within the 3270 environ-
ment. That must be the starting point.”’
_ Gaylord adds, ‘‘Everybody’s been
deluded a little into buying personal com-

puters. We’ve found that there is a real mix
of needs, from dumb terminals to intelligent
workstations. For us to come out with a
standalone PC would not have made sense.
We have to communicate using the proto-
cols of other vendors if we are to be a com-
petitive company.”’

Hero clearly fits in with this overall
strategy. The larger concern, which ulti-
mately is the biggest cloud on Mohawk’s
horizon, is convincing the world to buy the
idea and the product. *‘Our biggest chal-
lenge is to be known in the first place,”
Amman concedes.

To accomplish the goal of gaining
recognition and ensuring that the resulting
perception of the company is accurate, MDS
is launching a mammoth ad campaign this
month that plays on the ‘‘hero’’ theme.
But, as was the case with the Personal Com-
puting/21 product, the ads may promise
more than the product can deliver. In the
earlier instance, MDS promoted the product
as a personal computer tied to the Series/21,
when in fact the product could not act in a
standalone mode at all. With Hero, ad
mockups declare, ‘‘Heros are immortal.”
That may not fly with users who keep hear-
ing about short product life cycles, howev-
er—especially when they hear Amman ad-
mit that Hero is, in many respects, a re-
placement for the six-month-old Personal
Computing/21.

Such overstatement makes it more
difficult for Gaylord’s marketing force to
make its point clear. And even if it does
succeed in convincing users and analysts
that Series/21 with Hero is now a serious
and technically comparable competitor to
IBM cluster controllers, the job is only half
over. Says Amman, ‘‘We’re not talking
about replacing one IBM controller in one
location. We're talking about implement-
ing a major portion of a company’s dp net-
work. We’re looking at a more complex
situation than simple plug-for-plug com-
patibility. Our customers are changing or
building networks, which take many years
to plan and execute.”’

Part of the marketing pitch in devel-
oping such complex sales is an emphasis on

“For us to come out with a
standalone PC would not have
made sense,” Gaylord says.
“We have to communicate
using the protocols of other
vendors.”

the company’s research and development
expenditures. Chairman Ralph O’Brien
notes that five years ago ‘‘only about 3Y2%
to 4% of our sales went to R&D. We’ve
increased our spending there by about 25%
per year since then, so that now we’re
spending 7% or 8% of revenues per annum.

‘Wait ’til management see;

1s doing to th
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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

76 DATAMATION

“Before ISSCO

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

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.



We felt very strongly that because of the
speed of the industry the new products had
to be there and we had to spend money to
develop them.,”

Ironic, then, that Hero comes to
market not through internal development
but through a contract with Convergent
Technologies. ‘‘We defined what we want-
ed for an intelligent workstation that would
integrate with the Series/21,”” Gaylord
says. ‘‘We prioritized what we wanted, and
then looked at about a dozen vendors as
well as what we could do ourselves, before
choosing Convergent.”’ In so doing, MDs
tacitly admitted that its expanded R&D effort
was still far enough behind the industry to
warrant going outside for products.

The growth of R&D—small though it
may seem compared to competitors that
have spent upwards of 10% of their rev-
enues on R&D all along—may yet result in
new products, however. While the com-
pany won’t discuss specific plans for
Hero’s successors, it does say that the prod-
uct is the first in a new 3300 series of termi-
nal workstations. ‘‘I wouldn’t be surprised
if in six months we have a new set of termi-
nals for the 3300 from someone else or from
ourselves. We’re not hung to Convergent at
all,”” Gaylord says.

Moreover, with the introduction of
Hero behind it, Mohawk is shifting its re-
sources to spending a smaller percentage of

its revenues on R&D, and more on market-
ing. O’Brien says, ‘‘We’ve reached a point
now where we don’t have to spend that
much on product development anymore,
and in the next two or three years we will
cut the rate of increase. We will very much
accelerate the amount of money we spend
on marketing, although it may not show up
as a percentage of revenue.”’

Mohawk is hoping that the combi-
nation of increased marketing spending and
Hero will enable it to wedge itself into more
dp installations. Wall Street analysts see

Mohawk is hoping that the
combination of increased
marketing dollars and Hero
will enable it to wedge itself
into more accounts.

this thrust as coming none too soon, par-
ticularly in the insurance industry. Mohawk
has traditionally been strong with insurance
companies, notes Bear, Stearns analyst
McManus, and last year won a contract
from Nationwide Insurance Co. for over
3,500 Series/21 clusters to be installed at a
rate of 80 per month. Still, he says, ‘‘their
results in the insurance industry have been
disappointing. They have been unable to
leverage that Nationwide contract, and
that’s at least partly the fault of their mar-
keting people.”” (Apparently, Hero has

since made some progress in that regard.
Nationwide recently concluded an agree-
ment with MDS extending its original con-
tract to include several Hero workstations.
At press time, the value of the deal was
unknown.)

O’Brien believes that Hero will con-
tinue to boost Series/21 sales, and predicts
that the resulting gain in revenue will en-
able the company to post its first quarterly
earnings increase in 22 years this January.
If-that happens, he says, Wall Street may
once again pay attention to the company,
closing the credibility gap.

‘“When our earnings turn around,
our stock price will react. Wall Street is
harsh to people whose earnings go down,
and we’ve been no exception. Wall Street
so far has not treated us unfairly, I think.”
Mohawk’s price has dropped from a high of
$32 in 1980 to a current level of about $13.

Perhaps more important than Hero’s -
growth in determining Mohawk’s profit
picture are the company’s European and
Asian operations, which generate some
45% of revenues for the corporation. The
strength of the dollar has so diluted earn-
ings, O’Brien says, that ‘‘if the dollar had
stayed at the same rate it was in 1980, our
earnings would have been up substantially
each year instead of down. We’ve been hit
severely by the devaluation of foreign cur-
rencies.”’
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After ISSCO

Isn’t it time you got the credit for
making the company look good? For

10505 Sorrento Valley Road, San Diego,
CA 92121. Or call (619) 452-0170.

more information about artist-quality GRAPHICS SOFTWARE
graphics and a free copy of our 40- - o o
page manual, “Choosing e Right 1AW faster conclusions with ISSCO

Graphics Devices,” write ISSCO,
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_EVERY COMPUTER COMPANY
"TALKS SERVICE UP FRONT.

BUT HOW MANY OF THEM CAN
BM:I( ITUP?

These days, you've got to be real caretul that the service
- acompany promises you is more than just lip service.

Because if somethmg goes wrong with your new equipment,
and their service isn’t right, you've just bought yourself a
real headache.

- At ITT Courier, we've been around long enough to know
you can't sell customers short when it comes to service.

So we back up every I'T'T product with 150 service centers
in North America alone.

We staff every one of those ITT Service Centers with
field engineers who get their training at our state-of-the-art
service school, not on your equipment.

And we give every I'TT customer the security of a 24-hour
service hotline, seven days a week.

Of course, no company can promise you a fail-safe product.
But at I'T'T Courier, we’re very proud of how quickly we can rise
to the occasion should your system ever go down. -

- ITT Courier Service. It’s one important reason we’ll be
around long after a lot of those other companies are long gone.

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

YOU KNOW WE'LL BE Allﬂllllll
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NEWS IN PERSPECTIVE

Partly as a reaction to the currency
fluctuations, partly through a new emphasis
on U.S. sales in the Systéms Division, and
partly through the acquisition of Qantel in
1980, the percentage of Mohawk’s business
generated overseas has declined in the past
few years, from a high of 55%. **This com-
pany was out of balance. We dldnt sell
enough in the U.S.; O’Bri¢n says.

The company has no intention of
letting sales slip any more in foreign mar-
kets, however. “‘I think our mix is about
right now, because we couldn’t exist with-
out overseas sales at the rate we now
have,”” O’Brien notes. That’s because the
45% of revenues generated overseas counts
for fully 60% of Mohawk’s pretax profits,
making the overseas operations far health-
ier than the U.S. operations.

The emphasis on foreign markets is
also apparent in the Series/21 support of
X.25 and Sperry UTS protocols. ‘‘These two
protocols are strictly for the European mar-
ket, where we find Sperry and other com-
puters coresident with 1BM mainframes,”’
Gaylord says. ‘‘But 3270 is still our prima-
ry strategy. We will not offer other proto-
cols except on a secondary basis for coresi-
dent computers.’” The European emphasis
is also apparent in Mohawk’s decision to

service bureau routing center in London;

through a central Connecticut facility. And,
of course, Hero will be distributed outside
Ihe U.S. as well: '

- Mohawk’s traditional strength over-
seas is clearly no longer sufficient to sustain
corporate earnings. While Hero attempts to
boost the U.S. contribution, competition
will still be severe—perhaps more than a
company with a credibility gap can bear.

IBM
PONDERS
UNIX

The,mdustry'leader is
expected to make a move into
the Unix market soon, but it
has to tread carefully.

by Raiph Emmett

The question of 1BM’s possible adoption of
AT&T’s Unix operating system continues to
perplex the industry: will the computer gi-
ant position itself away from the relatively
open system or will it embrace the soft-
ware, which is rapidly gaining de facto in-
dustry standard status?

The answer is probably known for
surc only within the apple orchards of Ar-
monk, N.Y., where IBM planners are

inaugurate a second WINC electronic mail-

previously, all WINC messages were routed:

known to have been studying the issue for
several years. It has been learned, however,
that IBM has several Unix-related product
plans under way, one of which may bear
fruit as early as this month.

The most likely introduction  of
Unix by IBM will be as a *‘guest’’ operating
system under the firm’s vm/370 control
program, which has become increasingly
popular in recent months and which got a
major boost with the October introduction
by 1BM of the XT1/370 personal computer, a
desktop VM/CMS machine. This implemen-
tation, industry observers say, will enable
IBM to tap the vast Unix market while main-
taining its own operating system invest-
ment. The Unix-related market is projected
to hit.$5 billion in 1985, according to Gnos-
tic Concepts, a Menlo Park, Calif.,
search house.

It is most important for IBM, observ-
ers point out, to stay out of the clutches of
AT&T, which has recently boosted its mar-
keting efforts for Unix in preparation for
entering the general purpose small comput-
er market. AT&T has not only made signifi-
cant enhancements to its operating system
but has also struck deals with leading semi-
conductor houses to émbed Unix in silicon
in future systems. Unix is the wedge with
which AT&T will try to gain control of the
hardware and software market and is thus a
competitive threat that IBM cannot choose to
ignore.

Other computer makers, too, have
had to reckon with Unix, which, in variant
forms, has begun showing up on microcom-
puters as well as the traditional minicom-
puter-class machines for which it was origi-
nally written. Digital Equipment, Data
General, and Hewlett-Packard, among oth-
ers, have madé Unix key products in their
marketing efforts. In many cases, these
companies have implemented Unix in their
virtual machine operating systems. ‘“This
enables them to preserve their native envi-
ronments and at the same time look like
AT&T on the outside,’” says Jim Isaak, mar-
keting dlrector at Boston-based Charles

River Data Systems, which blll]dS Unix

hardware.

Many of the Unix look alike ven-
dors have banded together to form ‘a user
group (Sept., p. 71) and are attempting to
create a'Unix-like portable standard that re-
flects not only AT&T’s input but their own as
well. Sources in the group reveal close in-
terest by “IBM, which ‘has provided input
through one of the committee members.’

So, the big questions have been:
Would IBM become just another AT&T li-
censee like so many of the Unix standards
group, or will it use its own virtual machine
kernel to support Unix-like user and pro-
gram interfaces? Sources reveal that a Unix
marketing task group assembled at White
Plains, N.Y. in early 1980 pondered these
same questions. Another option, namely,
staying out of the Unix business altogether,

has been strongly advocated within 1BM by
the developers of vM/370’s usual *‘guest”
front end and Unix challenger, CMs (Con-
versational Monitor System).

George ‘Colony, president of For-
rester Research, Boston, points out that
CMs has now been announced with IBM’s
new 370 ‘‘on a desk,”’ the XT/370, to create
a homespun alternative to a Unix virtual
workstation. *‘IBM’s vM/cMs developers
are telling 1BM’s management that, as a re-
suit, the company doesn’t need to offer
Unix, and to offer it would be to undermine
¢cMs and aid AT&T’s ‘standards efforts,”’
Colony claims.

Sources say that, though IBM has
been sympathetic to the pleas of its own
people to ‘‘resist or block’ the surge to
Unix, which experts now say accounts for

Several observers expect IBM
to bring up Unix under the
VM/370 operating system,
which runs on 4300s and
308X machines.

more than 150,000 U.S. installations, it fi-
nally decided on a policy of using this mo-
mentum to its own ends. It will offer the
market a Unix-like front end under vi4/370.

"~ ““If anything is clear about IBM at
this point,’” says Amy Wohl, who has been
tracking IBM’s plans to automate the office
at her company, Advanced Office Con-
cepts, Bala Cynwyd, Pa., ‘‘it is that they
want all the business—including the lion’s
share of Unix.”

Sources reveal that IBM has decided
to offer both cMs and its own version of
Unix as guests under vM/370 and let the
market decide which it wants. Though it
could not be confirmed by press time, it is
believed that 1BM’$ Unix-like software was
written by Interactive Systems, Santa
Monica, Calif., in cooperation with IBM’s
Endicott, N.Y., fac111ty Both companies
declined comment.

The vm/Unix combo could be an-
nounced for use on the new X1/370 as early
as Dec. 15, sources confide. ‘‘They seem to
have planned a Unix-with-everything peri-
od,”’ says one insider, ‘‘because they also
will soon make their 9000 series Unix mi-
cro available as a commercial product
through the NAD [National Accounts Divi-
sion].”” The 9000 Series machine was de-
veloped by IBM’s Instrumentation Division
at Danbury, Conn., and features a Unix
port called Xenix from Microsoft. IBM plans
to give a large number of 9000s to Carne-
gie-Mellon University so that faculty and
students can develop new applications that
will eventually enrich the IBM portfolio.

Charles River’s Isaak says members
of the Unix standards committee have been
hoping that IBM will go along with whatever
they recommend. ‘‘Now, however, it could
well be that whatever 1BM announces could
become. a de facto [standard] in its own
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WHAT TO WEAR TO WORK
IF YOU BUY THE WRONG DBMS
INSTEAD OF OUR MODEL 204.
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Picking the best, most pnoducuve DBMS for an oS, DOS or producuvlty costs of a tennmal monitor,

CMS environment requires the use of all your facultles Because Our native CMS lmplementauon outperforms other DBMSs

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

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

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

act to convince you. Our MODEL 204 DBMS istheonly =~ Datapro survey: 3.5 And it’s the fastest growing system for

commercial DBMS ever designed from scratch for online - IBM mainframes from an independent vendor? .

systems. Every other DBMS was converted from batch. And Now faced with these facts wouldn’t you look silly buying
that means new apph%auom fc\:gdr?e up faster with MODEL 204. anything but MODEL 204 DBMS?

In fact, 5 to 50 times faster. your applicationsand =~ = o peemememe——— e — —— — — — — — —
databases are much easier to madintain. ‘ rMORE ON MODEL 204 DBMS. DM-12-G

What about performance? If you end up with a DBMS that | 0 Makea presentation. O Let's put MODEL 204 i and benchmark.
can barely carry a few million records and a dozen Or SO users, | Gperating Environment: 0 0S 0 DOS 0 CMS seminars.
you won’t be able to mask the fact forever. Especially if
someone finds out that MODEL 204 can handle upto 5 13
billion records and 999 concurrent updates. ‘

Now the advantages of MODEL 204 are available forthe | > Computer
DOS/VS(E) and native CMS environments. Without sacrificing

either performance or productivity. : ::1:::50 = m
a

In the DOS WOﬂd, MODEL 204 is the Only DBMS with _ _Fo_ur .Cimlﬂ‘ige_gen_ti Cimbn_dge_MAiZM_Z_(Gl_'l) ‘Eggﬁ)— _
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right”” he concedes. He alludes to the exis-
tence of CP/M as the standard for micros
before 1BM’s adoption and support of Mi-
crosoft’s MS/DOS on its PC. Now that IBM’s

Digital Equipment and Data
General have embraced the
AT&T operating system, each
in its own way.

370 on a desk, the X1/370, has become a
reality, its eager reception by IBM’s base
could catapult an IBM Unix to the same ele-
vated heights.

““The most important thing from
IBM’s point of view,”’ says Gnostic Con-
cepts director Bob Katzive, “‘is that it pre-
vents AT&T from setting its Unix standard in
concrete—or should [ say silicon?—at this
early stage.”” AT&T has signed deals with
Motorola, Zilog, and Intel to set its version
of the Unix kernel in silicon so that a third-
party applications industry can develop
around the chips. At the same time, AT&T
has developed its-own 32-bit Unix proces-
sor that it will build into a series of comput-
er and communications products scheduled
to be announced next year. Katzive, Isaak,

[ WANG )

W// @@@@@

@

We're far and away the leading
supplier of super-mini 32 bit main
memory. And price is only one reason.

Superior quality and reliability is the
best reason. We give every one of our
memories a 100-hour burn-in, a worst-
case test on our dedicated testers, and
afinal test on a Wang system..

Because our memory uses less
energy, you can cut operating cost up
to $1,000 per year. per megabyte.

And you save another $1,200-to-
$2,400 per year by avoiding monthly
maintenance charges.

We take trade-ins.

If you've got a chassis full of 256KB
boards, we'll take them in trade and
replace them with 1MB boards, so you
can increase your memory fourfold.

® Registered Trademark of WANG Laboratories, Inc.

- Wang charges $12,000,
EMC only $7,900.

For more information, call today
1-800-222-EMC2
" in Mass. call (617) 653-6600
or write EMC Corporation, 12 Mercer Rd.
Natick, MA 01760

EMC*

Buy a pair, rent a spare for next
to nothing.

Call to see if you qualify for a free
trial loaner.
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and others point out that any future revi-
sions and updates to Unix could be embed-
ded in silicon by AT&T, thus forcing the
industry to buy AT&T hardware to run Unix

applications.

“With an IBM alternative” at this
stage, the scene seems to be set for a battle
of the architectures: AT&T with Unix and
telecoms, and 1BM’s Unix supported by
SNA,” says Katzive. ‘‘AT&T will try to
avoid a direct confrontation with 1BM, and
will push its solutions through the telecom-
munications side of the large corporation.
IBM, true to form, will capitalize on its dp
connections.”’

Companies such as DEC and Data
General want to keep their Unix options
open, and will tailor their software to suit
whichever of the two environments, 1BM’s
or AT&T’s, they want to sell into. Like AT&T
and IBM, both companies are intent on com-
pacting their virtual machine operating sys-
tems to run on desktop workstations. IBM
and- DEC announced their workstations on
the same day in October: XT/370 (see relat-
ed box) and the Microvax 1, respectively.

DEC’s VMS (soon to be Micro VMS)
operating system can now run on a two-
board machine cxclusive of system mem-
ory. In six months or so, DEC is expected to
unveil both Micro vMs (for under $20,000)
and a one-board vVAX implementation, in-
cluding memory that will run vMS—the Mi-
CroVAX 2.

OFFICE AUTOMATION

IBM
TARGETS
OA

The industry leader seems
determined to penetrate the
office automation market as
never before.

by Ralph Emmett

After a decade littered with ‘‘total office
solutions’’ from such companies as Exxon,
Xerox, Wang Labs, and Datapoint, IBM is
set to step in with its first integrated ap-
proach to office automation.

It should be noted right off that iBM
itself was not particularly successful in of-
fice automation in the 1970s, primarily be-
cause of the fragmented quality of its dispa-
rate product lines. The company made no
claims of integration, however, and there-
fore could not be compared directly to its
more ambitious competitors. Now, with the
Personal Computer at the vanguard of its
attack, the industry leader is gathering all of
its forces to provide integrated office
automation.




NETWORKING VS. NOTWORKING:

ANNOUNCING
THE NET RESUITS.

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 security?

can upgrade easﬂy without costly

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

because our software

Networking 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,

*CP/M-86 is a registered trademark of DIGITAL RESEARCH, INC.

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.

m COmputerAutomation“”»

Commercial Systems Division

1800 Jay ElI Drive/Richardson, TX 75081
(214) 783-0993/TLX: 4630023
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While everyone else has been squawking
about private networks,

one company has been

Today, with dozens of new companies and hundreds
of unproven products all promising to perform net-
working miracles, the noise level has become exceed-
ingly loud. -

And the job of finding the right company to build
your network has become more confusing than ever.

Meet BBN Communications. In the midst of the
noise and confusion, we've been quietly building net-
works for government agencies and major corpora-
tions around the world. In fact, we built the world’s

first packet-switched computer network back in 1969.

But what sets us apart even more than our expe-
rience is the way we work. Instead of the usual short-
term “fixes,” we're commiitted to providing long-term
solutions. So before we design your network, our
communications consultants will analyze your spe-
cific needs—present and future. And based on them,
establish your optimum network configuration.
Then we'll build your network. Of course, even after
everything is working to your satisfaction, we'll still
be around to help with your future needs.

It takes more than computers to make a
computer network.

Another thing that makes us different is that we
manufacture a full line of our own proven network-
ing hardware and software, not just a few isolated
products. Including packet switches, terminal access

Our communications processors are the most advanced
available today.

devices, and electronic mail systems. All of which
simply means we can supply everything you need.
What's more, our entire product line is fully X.25
compatible and easily interfaces with public data
networks.
But state-of-the-art technology is just the begin-
ning. We also provide a network operations center so

quietly building them.

Packet-switched networks built by BBN Commwlica-
tions link companies with offices around the world.

you can monitor your entire network at a glance and
control it almost as easily. We'll even run the center
for you if you like. And to ensure maximum network
reliability—and uptime—we offer round-the-clock
field service by the most experienced communica-
tions engineers in the business.

Just because we're the networking leader, don'’t
think for a minute that we're resting on our accom-
plishments. Our R and D effort is one of the largest
in the industry, with major programs in protocol
development, network control, and future network
applications. And, of course, our customers receive
the full benefits of every breakthrough we make.

We're the networking leader. A
Fifteen years ago, we pioneered packet-switching
technology to build the Arpanet, the world's first
packet-switched computer network. Today, Arpanet
‘supports 10,000 users and over 300 different com-
puters in the United States and Europe, and the tech-
nology we invented for it has become a cornerstone of
the data communications industry.

As the networking leader, our customers include
‘major financial, manufacturing, and industrial corpo-
rations from all over the world. Recently we've even
been selected to build and run the U.S. Defense
Department’s major new computer network, the
Defense Data Network.

. So if you're tired of all the squawking, consider
BBN Communications. We think it's about time you
got your network, and some peace and quiet, too.

For a brochure on our complete networking
capabilities, contact BBN Communications Corpora-
tion, 33 Moulton Street, Cambridge, MA 02238,
(617) 497-2800.

BBN Communications Corporation
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In anticipation of IBM’s impending
shift, Wang, seemingly the only *‘total of-
fice’” vendor to thrive so far, is hastily
scrambling to reposition itself around 1BM
compatibility and an open as opposed to
proprietary network architecture.

The shift in emphasis is essential,
say Wang insiders, because 1BM’s 370 ar-
chitecture, which has spawned an applica-
tions software base worth billions, has fi-
nally reached desktop level and ‘‘is ready to
seed a whole new generation of third-party
software.”’

As Amy Wohl at Advanced Office

Concepts, Bala Cynwyd, Pa., says, ‘‘IBM
can use the 370 desktop [the XT1/370] to
blanket end users who are already pushing
upwards for 370 compatibility in 0A, data-
base management, and communications.
The new office applications software will
follow naturally as a result of this joining.”’

This strategy, which Boston-based
Yankee Group refers to as IBM’s ‘pincer”’
movement, is based on the emergence of
vM/370 as the standard operating system
and bridge between 1BM workstations and
mainframes. .

“Without vm/370, neither the XT1/

- to your changing needs!

, J‘Economlcally pnced CompuStat
- furniture quickly-adaptsto =

- changing workstation needs. Turn
. afew knobs to raise, lower, or tilt
. keyboard: Fads And...CompuStat

lends itself to easy expansion or
. workstation change. The result...
- greater efficiency, a smoother -

work flow Iess operator fatigue.

: ...modular furniture that adapts

_and accessories in easy-to-use

CompuStat offers afull
complement of connectable work
surfaces, returns, printer stands,

modules and popular sizes.
Call or write for the Iatest bro
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370 nor a coherent OA approach could be
attempted at this time. vMis the lifeblood of
IBM in the distributed arena,’’ notes Yankee
Group’s research director, Dale Kutnick.

Interestingly, IBM’s VM strategy was
telegraphed by insiders of the West German
4300 pcm, Nixdorf (Feb. 1982). They inti-
mated that the preliminary to a three-phase
implementation of vM/370 in the office was
the creation of a 370-compatible desktop
using Motorola 68000 boards.

The first phase would then be to of-
fer 1BM’s Conversational Monitor System
(cMs) on the 370 micro. CMS is used by
many of the estimated 8,000 to 10,000 vM™/
370 installations as a timesharing system
for program development, usually running
on a 4300.

It was suggested that in the second
phase a Unix-like applications front end
would be offered on the X1/370, running,
like cMs, as a ‘‘guest’” under vM/370. At
the third stage, the sources concluded, the
whole VM/370 capability would be offered
through a workstation.

As predicted, 1BM unveiled in Octo-
ber a $10,000 370 machine, running CMS.
Sources reveal that a Unix-like version
could be announced as early as Dec. 15 (see

Yankee Group researchers
estimate some 35,000 XT/370
machines could be shipped
next year.

related story). 1BM is believed also to be
readying two new low-end 4300-class pro-
cessors, one at its Boeblingen, West Ger-
many, site as part of its Olympia Series
(Nov., p. 66), and built from IBM chips, and
the other at its Endicott center, this time
using Motorola 68000s. The machines, to
be offered as office workstation controllers,
will perform at about 0.3 MIPS and be priced
at about $45,000. Unlike the x1/370, which
is estimated to perform at 0.1 MIPS (com-
mercial) or 0.4 MIPS (scientific), the new
office processors will host.a miniaturized
vM/370 as well as the CMs/Unix streams.

Nixdorf, for its part, has begun to
show its hand. Enlisting the services of two
young ventures, it has commenced a tack
parallel to 1BM’s. The Bedford, Mass.-
based Spartacus Computers has already
shrunk cMS and vM/370 as well as produced
attendant local networking software. Spar-
tacus has just begun to market the software
on its own processor and workstations.
Next year, following a two-year-old deal
with Spartacus, Nixdorf will begin to do the
same with its German/Israeli (Elbit) hard-
ware.

For the time being, at least, the X1/
370 is the name of the game for IBM. Yan-
kee Group estimates that some 35,000 of
the machines could be shipped next year,
beginning in volume late in the second
quarter. ‘“The number of vM/370 licenses
could easily soar to 18,000 next year. If




Instant networking, independent of computerand peripheral brands.

Creating a micro and mini com-
puter network has been costly
and confusing. Communications
hierarchy has prevented many
types and various kinds of equip-
ment from sharing information.
Until now. ‘

Introducing StationMate.
One unit that joins mini com-
puters, micro computers, termi-
nals, and printers. It's trans-
parent. So different brands and
types of computers and periph-
erals can easily interface. Sta-
tionMate allows you to construct
a comprehensive communica-
tions network. Inexpensively.

Users can select the infor
mation they need from the unit
they want. StationMate can

StationMate provides local
area networking with XLAN™,
the simple communications con-

only $1,450.00. StationMate
makes communications simple.
Incredibly.

cept from Complexx. All you
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Local Networking

address any port in the network
either by its assigned digital code
or by its common identifying
name. So everyone has access
to all the local or remote com-
puters, mass storage files, and
peripheral devices connected in
the network. Immediately.

“The Source is a regislered trademark of the Source Telecomputing Company, a subsidiary of the Reader's Digest

+1DEC VAX Is a registered trademark of Digital Equipment Corporation.

working, StationMate permits
access to remote workstations
via an internal dial-up modem.
And it serves as a gateway for
teleprocessing access to all LAN
resources. You couldn't get all
of this in one unit. Until now.
And the suggested retail price is

**Dow Jones
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of the dealer or distributor
nearest you. Complexx Systems,
Inc., 4930 Research Drive, Hunts-
ville, AL 35805. 205/ 830-4310.

is a registered trademark of Dow Jones & Company. Inc.  tHP 3000 is a registered trademark of Hewlett Packard.
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only a couple of program developers at each
vM/370 installation take the machine,
you’d get that sott of number,”” said the
company’s IBM watcher, Frank Gens.
““When you take IBM’s requirement for
chips, disks, and the like, it would probably
feel comfortable with that number.”’

Because of the x1/370, 1984 will be
the year when applications developers—
end users and third-party software firms—
begm to focus on vM/370 in a blg way.
‘““Many of the companies, such as Micro-
soft, Lotus, and Visicorp, that have written
for the IBM P.C. XT under MS/DOS will at-
tempt to convert their programs for use
under VM, or write entirely new ones,’’ pre-
dicts Chuck Tesler, former vM/CMS devel-
oper at 1BM, and now head of his own com-
pany, vM/cMs Consulting Services Inc., in
Los Angeles. .“*Some will adapt to the VM
‘gestalt’ or pattern, and some won’t. Either
way, there could be a big shakeout in the
microcomputer business software market.’’

George Colony of Forrester Re-
search, Boston, agrees: ‘‘Many young soft-
ware ventures will be seduced by the
prospect of selling to the new vM/370 envi-
ronment, especially in the office. As a re-
sult, MS/DOS, which is not as powerful or
user friendly as cMs or Unix, could wither
on the vine:”’

] Admitting an obvious bias, Tesler
adds: “‘There’s just no comparison. I’ve
done a lot of programming in CP/M and MS/
DOS, and like. everyone in the 1BM world
who has used it, I can’t wait to get back to
CMs.” ;

The runaway success of IBM’s P.C.
. XT in offices raises the question of what
happens to the existing pieces of IBM’s OA
challenge: the 8100, 5520, Displaywriter,
and Scanmaster, for example.

.According to Colony, a new version
of the IBM P.C. (the P.C. 2) will take care of
many of these discrepancies. ‘“This system
is based on Intel’s 186 processor, which is
more powerful than the 8088 used in the
p.C. With the addition of a text pack this P.C.
will run both the Displaywriter and 5520
software, and replace both machines next
year.”” Colony predlcted that P.C. 2 with
hard disk would sell for around $4,500 and
could be announced as early as the first
quarter of 1984.

Kutnick ‘adds that 1BM does have
other options up its sleeve. ‘“You don’t
really need a whole new p.C. All you have to
do is add another board to the current P.C. or
XTto handle the Displaywriter text pack and
office protocols.”’

. Industry observers say.the Display-
writer has been a very successful standalone
system, with some 50,000 to 60,000 units
sold. Combining it with an estimated 2 mil-
lion to 3 million P.C. XTs by next summer
gives IBM an instant, de facto word process-
ing standard. And as Wang insiders pomt
out, there are now clear signs that IBM in-
tends to capitalize on this by linking the

new P.C. to a recently disclosed set of stan-
dards for document content and interchange
known as DIA/DCA.

The DIA/DCA specifications were re-
vealed last summer as part of Dissos, IBM’s
library of office services which disperses,
delivers, and sorts electronic messages.
DCA, for example, specifies the necessary
protocol transformations that must occur
among the incompatible 8100, 5520, Dis-
playwriter, and Scanmasters to enable them
to work together in the office.

Wang responded at a splashy Oct. 4
press conference, proposing its own alter-
native to DIA/DCA in an effort to control the
present office standards environment. With
its current 150,000 text-oriented worksta-
tion base and an anticipated 75,000 of its
own PCs (Professional Computef) on-line
by next summier, Wang is *‘currently the de
facto standard, so it seems logical that we
should make this move,”” said company
president John Cunningham.

Currently, Dissos and bIA/DCA do
not encompass IBM’s P.C., but thiis is expect-
ed to change with a new version (release
2.4) of Dissos, anticipated by sources in the
latter half of next year. Wang, though clear-
ly not rejoicing in the prospect, is not blind
to it either, and said it would support IBM’s
DIA/DCA standards if users require them.
““This is the end of a proprietary Wangnet,
and the first step to an open access policy,”’
said Cunningham. ,

“‘“Wang and the others have about a
year to get their acts together,”’ says Kut-
nick. ‘“You can see IBM’s loop beginning to
close.”

GOVERNMENT

GOING _
TOO FAR

Proposed . federal legislation
regulating publicly funded R&D
has universities and small
business groups up in arms.

by W|II|e Schatz

It seemed like a good idea at the time. All
the myriad laws telling vendors how to do
business with the federal government
would be combined into one code. With
surprising logic, the new creation would be
called the Federal Acquisition Regulations
(FAR).

Almost six years later, it is an idea
whose time has finally come. Make that
almost come. Though much of the 700
pages released for comment last May was
acceptable to the commentators and, of
course, the authors, some of the proposed
rules on patents, data, and copyrights
aroused considerable ire in the university

and small business communities, as well as
in Sen. Robert Dole (R-Kans.). For them,
the FAR was just too far out.

It all has to do with the dissemination
of R&D work done with public money at uni-
versities. Sections 27 and 52.227 of the FAR
package are so close and yet so far from join-
ing the rest of the rules in getting approved
and implemented. The sound and fury ac-
companying the release of the draft version
has resulted in those two sections being *‘re-
served”’ in the final version issued in the
Sept. 19 Federal Register. So it’s back to
where it all began. A committee of 12 agen-
cies chaired by the General Services Admin-
istration (GSA) is poring over the comments
and will issue another version, perhaps by’
January. There will be more Comments on
that one. Then maybe there will be a third
version, followed by more comments.
Then . . . well, you get the idea. So don’t
hold your breath for FAR to become effective
next April 1, as scheduled.

““This was not a surprise,”’ admits
Lawrence Rizzi, director of the FAR Project.
““We knew for five years that patents, data,
and copyrights were the biggest bag of
worms in the whole thing.”’

““Will we make the deadline? Who
can say? If it were any subjects other than
these, we’d make it easily.’”” Rizzi isn’t
even sure the panel will make the interim
January deadline.

The draft proposal ‘“‘was a lousy
piece of work written by some guys who
wanted the government to own every-
thing,”” charges George Bush of the Coun-
cil on Government Relations (COGR). The
council is an autonomous arin of the Na-
tional Association of College and Universi-
ty Business Officers (NACUBO). From the
moment the draft proposal hit the streets,
NACUBO, which University of Washington
Provost Bob Gillespie characterizes as *‘our
early warning system,’’ was on the alert.

The issue, as always, is money, and
in this case the currency is patent rights.
The University and Small Business Patent
and Procedures Act (Public Law 96-517,
passed in 1980)- was: designed to reverse
previous government patent policy for
small businesses and universities. The law
was supposed to allow small businesses and
universities to retain the patents for prod-
ucts they - developed “under government
research and development. To hear the uni-
VerSlty people tell it, the proposed FAR gov-
erning that subject was straight out of /984,
as it would reverse P.L. 96-517 and give
patent control back to the government.

~ “P.L. 96-517 was a change the
world welcomed except the patent attorneys
for the Departiment of Energy, the Depart-
ment of Defense, and NASA,’’ Bush says.
‘“These guys wrote the draft and the univer-
sity and business communities ‘scréamed
and hollered. Everybody and his brother
had terrible things to say about Section
27.”
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grow, can’t change, or has a big gee-
whiz capability missing. ARGC?E'IE'{SITI'%C'IT#ERE
With CBX II}"that can’t happen. DESK THE
It’s totally modular and absolutely PATH IS
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Maybe even worse than terrible.
Take, for instance, a letter to Rizzi from
Stanford University vice provost Gerald
Lieberman: :

““‘If adopted as currently proposed,
these regulations would jeopardize this
country’s progress and leadership in sci-
ence and technology. FAR seeks to impose
government ownership and censorship over
information developed in the course of con-
tract research; it would inhibit the free and
open dissemination of unclassified research
results which is essential in order for the
United States to maintain its scientific and
technological progress.’’

That was just for openers. Then Lie-
berman got down to business.

“‘Prior written censorship by gov-
ernment officials would be required for the
dissemination of research results in any oth-
er copyrighted form such as books, mono-
graphs, unpublished papers, graduate stu-
dent theses, and other informal means of
scholarly exchange,”” he said of a section
that would permit copyrighted publication
without prior government approval only of
*‘scientific and technical articles . . . inan
academic or technical journal.’’

The proposed software regulations
also drew Lieberman’s wrath. The provi-
sions *‘singled out’’ software as items to be
owned by the government and not items to
be released by university contractors.

“Our software is. merely the em-
bodiment of research data in a copyright-
able medium,’’ wrote Lieberman. ‘‘More
and more research results are taking the
form of computer software. Stanford re-
cently established a distribution center de-
signed to insure timely and efficient dis-
semination of research software. FAR would
prohibit such dissemination, without even
giving government officials the discretion
.to authorize release.”

In the midst of all this noise, the
computer community remained relatively
quiet. The controversy, if not immaterial,
was at least irrelevant.

““This isn’t something that really
concerns us,”’ says a spokesman for
ADAPSO. ‘“The ownership issue is settled up
front in the contract. If it’s custom pro-
gramming, which is sort of what the univer-
sities are talking about, the parties settle it
themselves. If the seller wants to retain the
rights, he cuts the price. If the buyer wants
to own it, he has to pay more. We’re also
talking about R&D contracts, which very
few companies can afford to do on their
own. That’s fairly far removed from the
commercial marketplace.”’

‘‘People in the dp community won’t
be affected by it,”” says David Cohen, a
leading procurement lawyer in Washing-
ton. ‘‘It’s not an issue of burning concern to
people who sell to the government.”’

It is an extremely hot topic for peo-

ple who are the government, however. It-

did not take long for word of academia’s

and small business’s dissent to reach some
powerful ears. The groups found they had
some friends in mighty high places.

Following the passage of P.L.,
96-517, a presidential directive had been
issued at the behest of the Department of
Commerce. The message was clear. All
agencies were to implement the policies and
procedures of P.L. 96-517.

*“The purpose of that directive was
to tell the drafters of FAR to follow the lead
of 96-517 in developing the government
agencies’ patent procedures,”’ says Doug

“FAR was a lousy piece of
work written by some guys
who wanted the government to
own everything,” says one
critic.

Comer, chief counsel for the Senate Judi-
ciary Committee’s subcommittee on courts.
“They did not do that.”’

No kidding. So Dole, a cosponsor
of P.L. 96-517 along with then—Senator
Birch Bayh, wrote a letter to Vice President
Bush. The senator reminded the Vice Presi-
dent of the directive to members of Con-
gress involved with drafting the FAR. ‘I
was therefore quite disturbed to learn that
the draft FAR are being used as a fast track
by some agency patent staffs to attempt to
roll back the clock of patent policy in viola-

tion of the intent of the 1980 act,”’ Dole
wrote Bush. Bush wrote back, expressing
similar concern and promising Dole that
Part 27 would be withdrawn from the pro-
posed revision.

‘“The draft regulations that were to
be published were completely screwed up
and did not follow the act,”” Comer says.
““In fact they were written in such a way
that they undermined the provisions of
96-517 both as to small business and the
universities. The purpose was to stop that in
its tracks and go back to square one.”

That’s exactly where we are. It’s
several thousand pages and six months lat-
er, but everything essentially remains the
same. One difference between the upcom-
ing journey through the FAR wilderness and
the one just completed is some new writers.
The original authors had their chance and
apparently blew it. Whether their succes-
sors can turn FAR into what it’s supposed to
be, no one knows for sure.

‘“What most of us were hoping FAR
would really do is be a one-for-one transla-
tion reducing the number of regulations, not
just reducing what the regulations say,”’
says Bill Harris, formerly director of indus-
try/government affairs for Boeing Comput-
er Services and now managing director of
Interex, a consulting firm in Washington.
“It’s a very difficult job. They’ve taken a
large, immovable mess and made it into a

dBASE II®is, quite
simply, the bestselling
database management
system (DBMS) made .
for any computer.

Doctors and
lawyers, accountants
and salespeople, stockbrokers
and students, big business and
small—over 150,000 users around

the world are all managing their

data better with dBASE II.

Books have already been writ-
ten about it. Hundreds of inde-
pendent businesses are based on
it. And other microcomputer
programs measure themselves
against dBASE II.

For the name of your nearest
dBASE Il dealer, contact
Ashton-Tate, 10150 West Jefferson
Boulevard, Culver City, CA 90230.
(800) 437-4329 ext. 217.

In Colorado, (303) 799-4900.
In the U.K., (0908) 568866.

ASHTON-IAIELT”

© Ashton-Tate 1983.
dBASE Il is a registered trademark of Ashton-Tate.
dBASE II has a suggested retail price of $700.
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It took over 100 years for America
to do for the football what Zilog Systems
did for the computer in just three.

The next time you think about
buying a computer system, think
about the football. Because the evolu-
tion of its design clarifies the
important distinction between too
much and too little.

In 1869, when Rutgers beat
Princeton in the first intercollegiate
football game ever played, the ball
was a pig’s bladder wrapped in leather
—an inflated brown pumpkin. Like
the mainframe computer, it was fine
for a ground-breaking game, but
showed some pretty serious limita-
tions. So someone came up with a
different solution.

On a cold day in 1874, Harvard
played Montreal with a slimmer,
oval-shaped ball. This new ball was
okay for running, but had the aero-
dynamics of a watermelon. It was
tough to pass, and tougher to catch.
The game ended in a scoreless tie.
Like the personal computer, that ball
was all right for individual effort, but
didn’t do much for teamwork.

The moral is that somewhere
between pumpkin and watermelon
was a solution just right for any
game situation—the modern football.
Likewise, between too much and
too little computer is a system that
offers the right solution for most busi-
ness applications—Zilog’s System
8000 supermicros. They’re much more
powerful and versatile than personal
computers, yet priced far less than
mai es and minis. It’s been a win-
ning game plan for us, because it
helps our customers win at theirs.

Between too much and too
little computer is the
System 8000, the
right solution for most
business applications.

Today, there are thousands of
installations of our high-performance,

Old footballs courtesy of the
College Football Hall of Fame.

16-bit multi-user supermicros.
They've proven themselves in environ-
ments from offices to oil tankers—
and provide everything you need...
except a high price. Like software
migration tools to protect your
existing investment in software. Like
the UNIX* operating system, which
gives you portability of your appli-
cations, so you're not locked into one
hardware vendor. Plus, access to a
growing body of third party software
suppliers through our RSVP, Referred
Software Vendor Program.

System 8000 provides
portability of your applications,
so youre not locked into
one hardware vendor.

Then there’s our quality service
and support. Zilog Systems offers
the best service at every level —local,
regional and national. Our support
programs include a Software Subscrip-
tion Service, timely documentation,

and in depth technical support, both
in the field and at our home office.
And that’s not all.

It’s hard to outgrow the System
8000. Our family of supermicros are
modular, general-purpose computers
—each model an easy upgrade to the
next. Best of all, your first System
8000 can cost less than $15,000. A sur-
prisingly low figure for a computer
that rivals the performance of much
more expensive machines. But not
surprising from a company who is also
the leader in microprocessor
technology.

It took more than 100 years for
the right football to come along. For-
tunately, you won’t have to wait
that long for the right solution in a
computer system. It’s here today
from Zilog Systems. A company that
will be around for a long time,
thanks to our people, resources and
experience.

Find out how Zilog’s System
8000 can help your business. Call
Zilog Systems at (800) 841-2255. Or
write: Zilog Systems, Corporate
Publications, 1315 Dell Avenue,

MS C2-6, Campbell, CA 95008.

*UNIX is a trademark of Bell
Laboratories. Zilog, Inc.

is licensed by Western

Electric, Inc.

Zilog is an affiliate of Ex¢oN Corporation
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NCR designed the Tower for UNIX, today's
de facto operating system standard for
multi-user 16-bit microcomputers. Then
NCR made a number of enhancements to
make the Tower easy to use at any level of
computer sophistication.

NCR added a full featured, menu-driven
database that you create in English. The
Tower can be programmed in BASIC,
Pascal COBOL, and FORTRAN as well as
UNIX's own language, "C". Spreadsheets,
word processing and color graphic software

. are available now from NCR as well as from

third-party UNIX software developers.

The Tower can communicate with any
existing computer system from desktops to
mainframes. Communications capabilities
include SNA, X25, RBS, Tower-to-Tower,
and Tower-to-Terminal networking.

The Tower has power. Internal memory can
be expanded to two million bytes, external
storage from our standard 30 million to over
200 milion. Its operating speed is an impres-
sive 10 MHz. NCR enhancements include
detailed diagnostics, battery backup, error
correcting code and a new memory man-
agement system. A typical four-user con-
figuration, including operating system and
the “C” language, would cost only $16,495.

The Tower is in volume production now.

in 1983 NCR introduced more new data
processing products than any other high
tech company. We wanted to get a good
start on our second hundred years. For more
information call your local NCR office, or
1-800-CALL-NCR. In Ohio, 1-800-543-4470.

Shaping the way business
does business for 99 years.
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NCR introduced the Tower,
a UNIX™ based microcomputer
with the power of a mini.

Up 1o 16 users can access the Tower at the same time

The Tower. A lot of powerina 29" x 27" x 7' box.

Optional add-ons include a streaming tape
drive for disk storage backup.

UNIX is a trademark of Bell Laboratories.
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complicated mess. They’ve accomplished
something worthy of praise.”’

Pardon the university community if
it doesn’t join that chorus. While the
change in authors may make the group
slightly less paranoid, it won’t make it less
vigilant.

““This is a fight over R&D funds
says procurement - expert Terry Miller of
Government Sales Consultants. *‘Should
the government have 100% of a discovery
made under a contract which it supported,
or should business be allowed to go out with
it on its own? My sympathies. lie with the
government. If they paid.for it, why
shouldn’t the public own it? But the univer-
sity people figure that if it was their brains
that did it, they should get the bencfits.””

““We won the battle,” says COGR’s
Bush. *“The. question now 1s how does the
war come out?”’. ‘

It’s going to take longcr than anyonc
expected to ﬁnd out the answer.

EFTS

-ment.”’

IS“REAL”
POS
COMING?

Plans are afoot once again to
connect cash registers to
retailers’ and customers’ bank
accounts.

by Edith Myers

Is “‘real”” POs (point of sale) about to take
off?

" Probably not this year, but many see
it happening soon. When EFT (electronic
funds transfer) and pos afficionados talk
about real POS, they’re not talking about
automating checkout counters, which has
already taken off in a big way. They’re talk-
ing about 4 direct debit of a customer ac-

-count and a credit to'a merchant account

being ‘activated at the point of sale.

- The proliferation of what many call
POS temginals——-which are hooked up to in-
store controllers or minicomputers for
speedy checkout as well as for accounting
and inventory control functions—is one
reason ‘often given by those who see real
POS on the horizon.

““‘Complete POS is in the ofﬁng,
said Jon Poppen, senior vice president of
Booz Allen & Hamilton, at an American
Bankers Association Bank Card Confer-
ence in Los Angeles in September. ‘‘All

those stores with electronic cash registers

for other reasons can do it with little invest-

A re_cenf report by Creative Strate-

dered the future of such regional shared nét-

gies International Inc., San Jose, Calif.,
said EFT will be the most important factor
influencing new POS systems in what Cre-
ative scées as a ‘‘dynamic’’ new phase for
the systems.

The report said advances in EFT are
bringing banks and retailers closer and pro-
viding added convenience to the consumer.
“‘As terminals capable of handling bank
credit card account numbers are instailed
and the ‘necessary communications inter-
faces implemented, EFT applications will
become widespread.”’

The study predlcted that 75% to
85% of nonfood retail chains will accept
bank cards into their POS systems by 1985
and that integration of retailing subsystems
will develop further in the *80s and lead to
more networking by all types of stores.

‘In California’s highly competitive
banking community, five of the state’s larg-
est banks have combined forces to form a
nonprofit corporation .to set up a shared
point-of-sale network to be called Interlink.

The fact that retailers are moving to-
install sophisticated transaction.equipment
is one reason for the combined effort, ac-

cording to Steve Yotter, vp of electronic

product development at the Retail Market-
ing Division of Bank of America, one of the
participants. He said lack of this equipment
in the retail world, rather than an opposition

to sharing, kept something like Interlink .

from being tackled earlier.

- Participating with B of A are.the
Crocker Bank, First Interstate Bank of Cali-
fornia, Security Pacific Bank, and Wells
Fargo Bank. The system'is expected to be
operational late next year. Other banks will
be invited to use the network but not to join
the corporation.

John Fisher, senior vice president of
Banc One Corp., Columbus, Ohio, pon-

works at the Bank Card conference. ‘‘Do
we have to keep cookie cutting such sys-
tems as Interlink across the country?”’

Poppen of Booz Allen thinks the
complete POS networks of the future will be
national. *‘Only those banks and nonbanks
with nationwide networks can do it. Tech-
nology is reducing the opportunitics for
players to bring value to the customer.
There soon will be very few players.”’

He wonders who these will be.
‘Perhaps the owners of the technology, the
IBMs, the phone company, or maybe Sears
or Penney with their networks.”’

Fisher told an audience at the Bank
Card conference that ‘‘debit systems are be-
ing driven by network people, data process-

_ing people, not by you.”

Ronald Wean, senior research sci-

_entist at Battelle Columbus Laboratories,

Columbus, Ohio, said he sees the most ac-
tivity with “‘rcal”” POs in the petroleum

industry.

Estimates by Battelle based on an
interest rate of 10% and the current volume
of credit card purchases, put the total loss in
float for the petroleum industry at more
than $411 million per year. Credit card pur-
chases also produce significant losses in
fraud and unauthorized purchases.

An alternative such as direct debit
and credit from the point of sale is a natural
for the petroleum industry. Wean said there

“are 23 pilot tests under way. ‘‘Arco has

four. Chevron has thousands of NCR 2950s
that can be upgraded to Pos. Exxon has a
test going in Houston with NCr. Gulf in-
tends to install 3,000 pos devices and have
them operable by the end of 1984. Phillips
is just beginning with one up and it intends
to have 4,000 stations automated by 1984.
Texaco is just starting with one station in
Houston it is tesung with its employees
he said.
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BENCHMARKS

CHILLED OUT: M surprised the indus-

try in early November by letting it be
known that it was no longer pursuing Jo-
sephson junction switching technology for
high-speed computing. The technology had
for many years been seen as far surpassing
the capabllmcs of silicon semiconductors,
because of ‘its superconducting nature,
which stems from operation at extremely
low temperatures. iBM periodically publi-
cized its work in the technology, publishing
numerous technical papers that suggested
Josephson circuits would eventually come
to market in supercomputing architectures.
Other manufacturers, including Hon-
eywell, ICL, and AT&T, were known to have
done research in the area as well. Mean-
while, former IBM researcher Sadeg Faris
has formed a company named Hypres Inc.
in Elmsford, N.Y., to build Josephson-
based signal processmg equipment. The
company is backed by $2 million in initial
funding and has licensed IBM patents in su-
perconducting semiconductor technology.

COUNTERSU" Software Arts Prod-
ucts Corp., the Wellesley, Mass., develop-

ers of the popular VisiCalc spreadshcet
package, filed an $87 million suit against
‘VisiCorp, charging the latter with breach of

suit follows VisiCorp’s-$50 million breach
of contract and fraud suit against ! Software
Arts, which alleged failure to convert Visi-
Calc to run on the 1BM Personal Computer,
Digital Equipment 350, and other personal
computers (Nov., Benchmarks). Software
Arts seeks $29 million in compensatory
damages, which would be trebled if it won,
and a ruling that VisiCorp’s VisiOnCalc,
the spreadsheet component of the VisiOn
window manager, is covered by the two
firms’ original marketing agreement and
royalty provisions. In general, Software
Arts alleges that VisiCorp has not promoted
VisiCalc as strongly as it once did and that
as a result Software Arts has lost revenues.

VisiCorp said it planned to defend itself
“‘vigorously’’ against the charges.

- TURNED DOWN: Transamerica Corp.

was turned down by the Supreme Court in
an attempt to appeal a lower-court ruling
that IBM had not acted illegally against
Transamerica in the computer peripherals
business. Transamerica had entered the per-
1pherals business in the early *70s but,
along with more than a dozen other com-
petitors, had suffered huge losses. The
company filed suit, claiming IBM had en-
gaged in'illegal practices such as-shifting
the profits from outboard peripherals to in-
-board hardware and cutting prices. In 1978,
Transamerica’s lawsuit, one of many filed
against IBM by competitors; ended after
more than four months, when the jury re-
mained deadlocked for 10 days. The trial

contract, misrepresentation, and fraud. The -

judge took over the case and ruled in favor
of IBM. On appeal, Transamerica lost again
last February, when an appeals court in the
Ninth Circuit ruled that 18M had not illegal-
ly limited competition: The Supreme Court
made its decision without comment.

CHAPTER 11 Computer Devices Inc.,

the troubled Burlington, Mass., maker of
portable computers and termmals filed for
protection from creditors under Chapter 11
of -the federal bankruptcy laws. The com-

‘pany also laid off another 40% of its work

force, or about 80 employees, and replaced
its presxdent Computer Devices experi-
enced a $5 million loss for the first half of
fiscal 1983, ended July 2, caused primarily
by-sluggish sales of its DOT portable com-
puter. The machine was designed to run the
MS/DOS operating. system, similar to that
used on IBM’s P.C., but was unable to use the
same diskettes as IBM’s standard-setting
machine. Seaforth Lyle, the last remaining
member of a Digital Equipment Corp. man-
agement team brought in to turn the com-
pany around; was replaced by executive

vice president Robert Moore: Meanwhile,’

the company has been looking for a merger
partner but has apparently found no takers.
Computer Devices raised $10 million in a
public offering in the summer and then,
wher its financials slumped and a 40% lay-
off was made, the firm was hit by an inves-
tor lawsuit. In its Chapter 11 filing, Com-
puter Devices listed assets of $18.5 million
and liabilities of $7.5 million. Only 500 of
the DOT computers had been sold, it was
noted.

VICTOR NO VICTOR: with a massive

third quarter loss looming, Victor Technol-
ogies, Scoits Valley, Calif., laid off another
300 employees, bringing the total layoffs
for the year to some 1,600 persons. The
troubled maker of personal computers dug
in its heels after a second quarter loss of
$11.1 million, which was expected to be
exceeded in the third quarter. The com-
pany, which says it owes industry suppliers
$90 million, declined comment when asked
if it was considering filing for Chapter 11
protection from creditors. It would only say
that the fourth quarter is expected to show a
loss as well, caused, it was claimed, by
IBM’s dominance of the personal computer
market at a time when Victor was expand-
ing its sales force and .marketing efforts.
The company, headed by Chuck Peddle,
designer of the 6502 microprocessor and
the Commodore PET microcomputer, went
public early this year but has been in the red
ever since. The majority of its sales are said
to come from abroad, particularly in Europe
where the company sells under the name
Sirius.

FOR THE HOME: Pproductivity and

business packages will beat out entertain-
ment and software in the home market, says

Microcomputer Research Group, Mountain
View, Calif., a four-person research and
consulting organization. The statement is
based on preliminary findings in a survey
that ultimately will have queried 10,000
randomly selected U.S. households by
phone. The study is scheduled to be com-
pleted by March 1984. The researchers also
predict that home computer software sales
will grow from $900 million in 1982to $5.4
billion by 1987 and that the average unit
price during that period will decline from
$90 to $61. The end-user survey is also
including key decision makers at 100 For-
tune 500 corporations and will include sta-
tistics from publishers, distributors, and
dealers. Members. of Microcomputer Re-
search Group are Dr. William Coggshall,
president and founder of Software Access
International Inc. and a cofounder of Data-
quest Inc.; Dr. David E. Gold, president of
David E. Gold Corp., a consulting’ firm
serving the investment community and the’
computer- industry; Ronald F. Kopeck,
president of Kopeck & Associates, a tech-
nology consulting firm; and Charles A.

Pesko, president of C. A. Pesko Associ-
ates, a market research firm specnallzmg in
information processmg

DELAYED. The N-Gen, Convergent
Technologies’ heralded intelligent worksta-
tion, was late getting off the blocks, accord-

. ing to one of the Santa Clara, Calif., firm’s

oems. Prototype units suffered from a pow-
er imbalance on the proprietary X-bus that
connects the processor/RAM module to the
disk modules. Apparently, rearranging or
separating the modules caused the system to
crash éven when the power was turned
off—only if the power source was com-
pletely disconnected could individual mod-
ules be moved around, according to
sources. Production models were delayed a
couple of weeks while engineers worked on
the problem, and finally started shipping in
late October—without the problem.

NEEDS HELP: Sniping at the manage-

ment of Digital Equipment Corp. continues
in the wake of its financial and product
problems. Recently an analyst made the un-
heard-of public suggestion that Ken Olsen,
DEC president and cofounder, step aside
from day-to-day operations. ‘“There is little
likelihood of radical improvements at DEC
until a major structural change occurs,”
wrote L.F. Rothschild analyst Frederick
Cohen. ““We have the highest regard for
Olsen, but, while he has surrounded him-
self with very able lieutenants both in man-
agement and on the board, he dominates
DEC more than any other ceo does in any
company of DEC’s size. Without being pre-
sumptuous, we believe that the appoint-
ment of a powerful chief operating officer
who would tighten operations would be a
welcome development for DEC’s friends,
customers as well as industry analysts.”” s
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The manwho designs software for American
Can, American Greetings, Armour-Dial, Allied
Van Lines, B. Dalton Booksellers Computeersmn,
Heublein, Hoover, Fairchild Inc ustnes Masontte,
Ore-Ida, Rand McNally - and Lever Brothers

' ikf»r »L‘;‘;‘ !:

John Landry, Senior Vice President, Research and Development

- He’_s a member of the McCorméck & Dodge soft- - | _ Theres aworld of difference between today's soft -
- ware design team, recognized as the bestinthe © = ware tomorrow and tomorrow’s software today. -
- world by many of the world's best companies. Com-~ - Because we offer the latter, there’s a world of..

N panies-whose standards for internal ﬁgancnal perfor- demand for McCormack & Dodge. o
" mance are so high that any software but the fastest

and most powerful is simply out of the question. rI‘Om()rr()W,S SQ' | warc today
‘McCormack & Dodge has never restricted the ———————

research process by tying it to product marketing.. | E‘) Kayroll/l;elrpsonrglel ‘E} genehral Leod%er . t

‘oo : ‘ e eme

Uesce ealesar Spue s et | B 5 SR

the art, not just the profits in a particular package. | 1_ 800.3[ ,3_0325 *
As a result of our R&D, we now routinely offer | A p 8 {

systems that our competition is still talking about L_____________'_'__LT%XE‘@Z_J

offering. Borderless query that lets you choose an

audit trail and follow it to completion, criss-crossing

data bases as you go. Interactive PC link that lets MCCOTmaCk& DOdgC
you upload and download information to the main- BB acompanyof
fra me from yOUr own deSk ‘ ' TheDun& BradstleetCorporauen

MeCormack & Dodge Corporation, 1225 Worcester Road, Natick, MA 01760. Sales and support offices throughout North and South America, Europe, Asia, Australia and Africa.
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1 tive and the entire program more responsive. S

) In evaluating a com- Still another element of our customer
\ puter system, many users  service is training. In addition to such basics as

. put service at the top of programming, we conduct classes in
t their list. So do we. advanced areas such as data communica-
We start by making

i one individual respon51ble
, / for your system’s perfor-
—" mance. He's highly trained
and knows you and your operation first hand.
And he’s the focal point of a person-to-person
approach that makes communication more effec-

The Honeywell service program includes
varied resources to assist

%fﬁeré?;gS:é?;lgsen_ & —. tions and database design. Using the latest
tuality. Like our National = =- computer—a531sted learning techniques, these
Response Center, - = - classes can be conducted at your facilities or ours.
operating 24 hours a day, There are no compromises in the quality of
seven days a week. Your é‘ our service. But there are varying levels of

one call here is all it service available that can be tailored to meet
takes to trigger action. your system availability requirements. Our

All of the historic data Customer-Assisted Maintenance Program

on your system is at their (CAMP), for example, Y t\ provides tools

fingertips, all resources at their disposal.
Among these are our Technical Assistance
Centers. Staffed by hardware and software

for self-diagnosis
of difficulties

and offers additional economies through parts
replacement arrangements that include carry-in,
mail-in, or call-in options for expedited delivery.

experts, each TAC is equipped with system We call this comprehensive approach to sys-
documentation libraries and advanced capabilities tem support TotalCare™ service. It represents
to quickly diagnose your problem remotely. all that we've learned in more than 25 years of

If spare parts are required, you'll servmg the needs of customers all over the world.
get them. Fast. Our nationwide __— .. For more information, call 800-
on-line inventory tracking / o P \ 328-5111, ext. 2702 (in Minnesota
system and network of e meywweilis o) call collect 612-870-2142) or write
stocking centers allow us /== e CUstomer Services Division,
to locate and ship any part. | ’ ! Honeywell, MS 440, 200 Smith
Quickly. . < 4. Street, Waltham, MA 02154.

Together, we can find the answers.

Honeywell
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Support for communications packages received low ratings.

that 90% of the users reported that the pack-
ages met or exceeded the promised perfor-
mance. , '

The SAs database management pack-
age, from SAS Inc., was the highest rated
product, with a 9 out of 10. Other best of
category packages, and the categories, are:
Dylakor’s DYL-280, with an 8.4 rating com-
pared to other query and report writers; ADR’s
Vollie, with an 8.2 rating in the program de-
velopment aids and utilities category; Wes-
tinghouse’s WESTI, with a 7.9 for the commu-
nications category; Innovation Data Process-
ing’s Fast/Dump/Restore utility enhancement
package; and Candle’s Omegamon, with an
8.8 for the monitoring and performance aid
category.

Product performance and vendor sup-
port ratings were consistent in all but one
case. Communications software presents a
paradox—the products rated 6.8 on average,
but support lagged at 5.9. Many teleprocess-
ing monitors from independent vendors no
longer receive a vote of confidence, while
some of the terminal support products are just
starting to attract attention. Perhaps the de-
velopers of 1BM compatible communications
monitors have decided to leave the market to
IBM and its CICS and retrench into other soft-
ware product lines.

Throughout the survey, two catego-
ries consistently scored high. Ultilities and
monitoring aids received high ratings, 7.5
and 7.1 respectively, and no wonder. By
their very nature, they are simple, straightfor-
ward, no-nonsense packages that offer the
user quick installation and use. Very little
training is required, documentation is usually
adequate, and under normal circumstances,
enough of these packages have been installed
to minimize bugs and errors. Usually no spe-
cial hardware is needed so the package makes
no additional demands. Also, their high rat-
ings can be explained as expected, given their
limited and clearly defined capabilities.

SLIGHTLY On the other hand, com-
LOWER munications software usu-

ally requires special equip-
SCORES

ment and a highly trained
individual to implement the package. The rel-
ative complexity of communications soft-
ware, and the wide range of activities it ad-
dresses, would lead one to expect the slightly
lower performance figures—group average
of 6.6—that these packages received.

The popularity of monitoring and per-
formance aids may be the result of the profu-
sion of large IBM MVS-type systems—users
have found it essential to employ control sys-
tems to optimize system resources. Monitor-
ing products such as Candle’s Omegamon,
with over 500 sites, and Morino Associates’
TSO/MON, with over 400 sites despite the fact
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that it runs only on Mvs, are becoming house-
hold words in the homes of large system op-
erators. These products must be doing the job
since they are so popular.

Database  management  systems
(DBMSs) are becoming more comprehensive
than anyone had originally expected. They
now include data dictionaries, query lan-
guages, maintenance and control utilities,
and, in many instances, associated applica-
tions software. Vendors of these expensive
systems have even set up interfaces for trans-
action processing on a local and/or remote
basis.

Much attention has been paid to DBMS
technology over the past five years. Howev-
er, with the arrival of fourth generation lan-
guages and interactive development tools,
the software-acquisition emphasis has shifted
slightly from these large-scale products. The
more popular DBMS vendors have responded
to this shift and are beginning to provide mi-
cro-mainframe DBMS/DMS interfacing prod-
ucts. This approach has already been imple-
mented by ADR and Cullinet. Relational ver-
sions of the more popular nonrelational
DBMSs will also become more prevalent as the
user-friendly (albeit resource intensive) na-
ture of the relational system becomes more
accepted.

In this survey data management and
database management systems were com-
bined in the same category. There may be
some who feel that data management systems
are less sophisticated, and in some instances
this may be true. The data management sys-
tems of today, however, are much more com-
plex than many people think. In fact, it is
often difficult to determine where the data
management function ends and the database
management function begins.

While DBMS vendors are modifying
their products to meet changing needs, stand-
alone query and report writer systems are
finding it difficult to compete both with
DBMSs and with new application develop-
ment tools now being introduced. Not too
many years ago, every sophisticated data pro-
cessing installation had its favorite query/re-
port writer system, but, as users moved to a
centralized processing environment, the ca-
pabilities of these products were incorporated
into totally integrated systems. Coupled with
this, new application development tools en-
courage people without data processing back-
grounds to start programming reports that had
previously been done by the dp department.
The introduction of the microcomputer, with
its spreadsheet packages and other program-
ming tools for the nontechnical user, has all
but stolen the glamour from the standalone
query/report writer systems. In many cases,
vendors have integrated these older products
into other packages in their product line and

sold them as a unit.

Copy routines, file reconstruction
routines, sort programs, and other utilities are
the backbone of every reasonably-sized data
shop. There are companies that have enjoyed
great success marketing only these packages,
and as long as we use complex and sophisti-
cated operating systems, they will continue to
be in much demand. Their simplicity of func-
tion and ease of installation and support result
in consistently higher average ratings than for
any other categories. In the Data Decisions
study, nine products in the utility category
attained average mean scores of 8 or higher
while only six products received comparable
ratings in all the other categories combined.

The replacement operating system
market is another story. There are relatively
few replacement systems, and these too may
well disappear from the scene. Aside from
the very real problem of what to do with
existing applications, the complexity of the
IBM operating system environment makes it
financially infeasible for a competitor to try
to capture an appreciable market segment.

More action can be seen among prod-
ucts that address disk space management, li-
brary control and maintenance, and general-
ized data manipulation/resource management
activities. They will always rate high because

‘their limited operating capabilities are so well

delineated that the user doesn’t attempt any-
thing beyond the defined scope of the prod-
uct’s design. These products fill today’s
needs, and, in the foreseeable future, they
will probably remain a mainstay of the medi-
um- to large-scale user shop.

The charts that follow indicate how
the various kinds of products fared against
one another in areas such as performance,
vendor maintenance, and operations. User
thoughts on the product and the support ser-
vices overall are also included.

HOW THE As for specific ratings,

CTS Performance was the first
PRODU addressed. Users were
PERFORMED

asked to rate, on an as-
cending scale of 1 to 10, their product’s econ-
omy and efficiency in terms of hardware re-
source utilization, ease of use, freedom from
program bugs and errors, and the time re-
quired for initial installation. With ‘1 repre-
senting the lowest and 10 the highest score,
the average performance composite for all
packages was 7.0. However, because the six
categories differ significantly in terms of
function, sophistication, and complexity, the
group averages for individual categories are
more significant: utilities and operating sys-
tems enhancements had a 7.4 group average;
program development aids and programming
utilities received a 7.1 rating overall; moni-
toring and performance aids also scored a

4




AT THE FOREFRONT OF THE
REVOLUTION IS THE MULTIFUNCTION
WORKSTATION.

Seven years ago, DATAPOINT
ignited a revolution in business
communications with the intro-
duction of ARC® (Attached Re-
source Computer®), the original
local area network. Today the
ARC'local area network is the
most thoroughly proven system
of its kind, bringing distributed
processing and desktop comput-
ing to businesses around the
world. The 8600 multifunction

workstation is a vital part of that
success, leading the continuing
revolution in communications,
software, processing power and
ease of operation.

The DATAPOINT 8600 high-
performance processor features
data processing, word process-
ing, data communications?busi
ness applicati

operatjonsiinfonelcoms
ftinifcantcommuin|cates

with your existing mainframes
as well as with other DATAPOINT
equipment. When attached to an
ARC local area network, it be-
comes the basis of a system that
can expand as far and as fast as
your business expands.

If your company wants to join
the revolution, talk to our world-
wnde sales and service force about

It could put a spark
lution in your office.

We sparked the revolution.




About 30% of the communications software users
said they may change vendors.

7.1; database and data management packages '

rang up a 6.8; query and report writers and
DBMS aids, 6.6; and communications soft-
ware, a 6.6.

The ratings assigned to database man-
agement and data management systems are a
healthy sign that vendors are providing users
with what they need. The high rating for the
program development aids/programming
utilities category (which includes develop-
ment languages) indicates that significant
performance improvements can be realized
from their use.

The Vendor Support section contains
responses to questions on the vendors’ re-
_sponsiveness to users’ needs, the effective-
ness of the training supplied (where training
is applicable), and the quality and usability of
the documentation. The composite average
for all packages was 6.3. The individual
group support averages were utilities and op-
erating systems enhancements, 6.5; monitor-
ing and performance aids, 6.4; program de-
velopment aids and programming utilities,
6.3; database and data management systems,
6.2; query and report writers and DBMS aids,
6.1; and, communications software, 5.8.

Understandably, the degree of sup-

port often correlates with the complexity of
the product, and this factor is evident in the
results. Support for relatively simple prod-
ucts such as utilities is usually judged less
harshly than support for more sophisticated,
complex, products such as DBMSs and com-
munications software. The operations cate-
gory dealt with how well the package handled
expanding processing volume, backup/re-
covery, and security. The average composite
for all packages was 6.7. The individual
group averages were utilities and operating
systems enhancements, 7.2; monitoring and
performance aids, 6.8; program development
aids and programming utilities, 6.8; commu-
nications software, 6.4; database and data
management systems, 6.4; and, query and
report writer and DBMS aids, 6.3.

DBMSs and communications systems
software are the major categories where
backup/recovery and security are of major
concern, and the relatively low ratings
achieved by these types of systems should be
construed ds a warning signal to vendors of
transaction-oriented products.

After respondents rated specific char-
acteristics, they were asked to give an overall
satisfaction rating on the package itself and
_on the quality of the vendor’s support. They
"gdve the products a rating of 7.1. The rating

for support services, however, was only 6.4.

Utilities and operating systems en-
hancements received a product average of 7.5
and a support average of 6.7. Database and
data management packages receiveda 7.1 for
products and a 6.3 for support. Program de-
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velopment aids and programming utilities re- -

ceived a 7.1 for the product and a 6.4 for
support. As for monitoring and performance
aids, the average was 7.0 for the product and
6.5 for support. Communications software
received a 6.8 and a 5.9, and query and report
writers and DBMS aids received a 6.8 and a
6.2, respectively.

The survey identified four basic types
of support commonly offered by software
vendors: on-site support; telephone hot line;
on-line support, where the user’s computer is
remotely hooked into a diagnostic computer
at the vendor’s support site; and mail. In
many cases, the respondents were using more
than one form.

The database/data management prod-
uct from SAs Inc. had the highest rating for
vendor support with an 8. It was followed by
the query, report writer, and DBMS package of
Dylakor, with a 7.9 rating. Runners-up for
support were Vollie, from ADR, with a 7.4;
Tone 3 from Tone Software, and WESTI, from
Westinghouse, tied at 7.2; Fast/Dump/Re-
store, from Innovation Data Processing, with
an 8.5; and TSO/MON, from Morino Associ-
ates, with an 8.

A total picture of how each package
measured up against the average for its cate-
gory and for all the products in the survey is
provided by the bar graphs at the end of this
article.

PHONE The most popular form of
quick response support
:(E)?’Zol.:fsf was telephone consulting,

used by 90% of the respon-
dents. Because of the high level of diagnostic
expertise available at most vendor installa-
tions, this makes sense. More surprising, per-
haps, is the fact that over half the respon-
dents, 54%, still use the mails, and that their
rating of this support is still relatively high,
6.1. '

Another figure that could be consid-
ered surprising is the 41% response showing
the use of on-site support. It is not uncommon
for a vendor to assign someone from a nearby
support office to attend to a large customer’s
needs, and vendors are trying to expand their
sales and support capabilities so they can be
within easy reach of any major account. Al-
though on-site support is-very expensive, us-
ers are obviously taking advantage of the
proximity of available assistance. Clearly
many users are willing to pay big money to
deal with one person who knows the staff, the
idiosyncracies of the systems, and the ins and
outs of the applications it is running. And the
average rating of 6.5 shows that the level of
satisfaction is relatively high.

On the other hand, on-line support, a
technique that several vendors (including
IBM) attempted to sell to large system users,

has never become particularly popular. The
number of users employing it is low, only
14%. Even more important, the average rat-
ing of 5 shows that performance in this area is
only ‘‘acceptable,’”” while all other types of
support were rated ‘‘very good.’’ Some of
the reasons could include the cost of estab-
lishing the original hookup, or the interface
may be too complex. The lack of human in-
terface might pose psychological problems
for the customer. How many times have you
hung up the phone when a machine asks you
to start talking when you hear the beep?

Needless to say, certain types of soft-
ware lend themselves more to one type of
support than to another. As one might expect,
users of the more complex software products,
such as DBMSs and communications systems,
were significantly more likely to use on-site
support than were users of other types of
products—55% versus an average of 41%.

In addition, DBMS users utilize on-line
problem diagnosis at a rate of 26%-—almost
double that for any other type of user. The
two categories with support services rated
higher than the others—utilities, monitoring,
and performance aids—are also the two with
the lowest percentage of users utilizing on-
site support.

Smart managers are always looking
for products that deliver value for the dollars
they spend. To determine whether our sys-
tems software users felt they had realized this
goal, Data Decisions asked them to charac-
terize the value of their packages. Overall,
49% of the users of the average package felt
they had received excellent value for their
investment; 35% said their package offered
outstanding features, while 14% reported that
the package provided good features at a low
price. Respondents who felt they had ac-
quired good value made up 43% of the re-
sponse. This includes 8% who felt they had
packages with outstanding features, but at a
high price; 32% who said they had acquired
good features at a comparable price; and 3%
who reported that their acquisitions lacked
features but were priced low enough to make
them worthwhile. Only 4% thought their
packages were poor values. This total was
split equally among those who felt they had
installed packages with good features, but at
a very high price, and those who had installed
systems that lacked necessary features and
were overpriced as well.

Thus, over 90% of the respondents
regarded their packages as excellent or good
value for the money, and over 80% said their
acquisitions contained good or outstanding
features at comparable or low prices. Compe-
tition among software suppliers has had much
to do with these results, but we shouldn’t
overlook the more educated selection pro-
cesses being incorporated in many installa-




We're Giants.

Just because Computer Associates is the world’s
dominant DOS software company, maybe you
thought we weren’t much of a factor in OS soft-
ware. The fact is, our very first product was devel-
oped for the OS system, and we've been
developing OS software for over ten years.

We have a product line of OS packages that’s
positively gigantic, backed by awesome service
capabilities.

Best of all, our software products are integrated
— they can talk to each other. The benefit to you is
far greater productivity than from any programs
acting alone.

The integrated approach to diverse software has

made Computer Associates the pre-eminent sys-
tems software company in the world. We have over
13,000 satisfied customers, over 24,000 products
installed, and over 50 OS/DOS and VM products
combined — of which over 20 are designed specif-
ically for the OS data center.

But just because we're big doesn’t mean we're
too big for our britches. We're ready and anxious
to service even the smallest data processing
department to help increase its productivity.

Take a giant step forward for your company.
Contact your local CA Account Manager now.

Or call 800-645-3003. In NY: (516) 333-6700.

@COMPUTER ASSOCIATES

Computer Associates International, Inc.
125 Jericho Turnpike Jericho, New York 11753

CIRCLE 58 ON READER CARD



Previous experience with the same vendor doesn’t

count for much.

tions. This combination of competition and
increasingly sophisticated buyers should
keep these vendors on their toes and ensure
that they continue to deliver the types of
products up-to-date users demand at a price
that is fair and equitable.

Every data processing manager has
been involved in a software package selection
process. During this exercise, much time is
spent listening to salespeople describe what
the company needs and how the package will
meet those needs. Sometimes, however, after
the sale has been made, the salesperson has to
rush back to the development site and prod
the resident genius into figuring out how to
modify the product to meet the claims. If the
customer is lucky, the modifications are
made with little or no effect on the installa-
tion. In some instances, however, the modifi-
cations are never done, or they have an unde-
sirable effect on the performance of the pack-
age. To help clarify this problem, respon-
dents were asked to judge whether three areas
of package performance exceeded, met, or
failed to meet vendor promises. The response
was overwhelmingly positive. Installation
time exceeded promises in 9% of the cases;
met promises, 81%; and did not meet prom-
ises, 6%. As for features and capabilities, the

packages exceeded promises 9%, delivered’

83% of the time, and failed 5%. In perfor-
mance, speed, and efficiency, the rates were
8%, 81%, and 7%, respectively.

PACKAGES  With over 90% reporting
FULFILLED that their packages either

met or exceeded the per-
PROMISES

formance promised by the
vendor, the chance of a major mismatch
based on promised capability seems far less
likely today than it was in previous years.

Although the responses from users of
all six types of packages closely followed the
percentages reported for the overall survey,
some interesting deviations occurred. For ex-
ample, the percentage of respondents who
said their products did not meet promises in
terms of performance was higher in the data-
base/data management group than in any oth-
er (12%), and users of query/report writer/
DBMS aids felt almost the same way (10%).
Ten percent of the communications software
users responding to this question reported
that their acquisitions did not meet vendor
promises when it came to installation time.
Again, we see that the more complex soft-
ware entities carry with them high expecta-
tions but less-than-expected results.

To determine how much influence
various factors have on the selection process,
users were asked about seven points of con-
sideration likely to come into play during the
selection process. Then they were asked
questions that explored pre- and postacquisi-
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tion procedures. Finally, users explained

why they were thinking of replacing their
packages.

The capability and features of the
package were cited as the major influence by
81% of those polled, with 10% considering
features a minor influence and 3% respond-
ing with no influence. Productivity and ease
of use were cited as a major influence by
66%, with 22% saying ‘‘minor influence’’
and 6% saying ‘‘no influence.’” Compatibil-
ity was a major influence for 60%, a minor
influence for 20%, and of no influence for
14%. Vendor presence and reputation is less
of a factor than everyone assumes—37% say
it is a major influence, 41% say it is a minor
influence, and 16% say it has no influence.
The costs and implementation time is a major
consideration for 30%, a minor influence for
41%, and of no influence for 22%. Prior ex-
perience with the vendor is a major influence
for 20%, a minor influence for 18%, and of
no influence to the majority, 55%. The least
important influence is advice from others—
13% say a recommendation is a major influ-
ence, 18% say it is likely to be a minor influ-
ence, and 62% say a good word from a third
party is of no influence.

‘ It seems likely that a good experience
with a vendor with whom one has had pre-
vious dealings would carry more weight than
the 55% “‘no influence’’ rating, but today’s
better informed users don’t seem to let past
experiences influence current selection pro-
cesses. This means that vendors continually
have to prove themselves and their products.

Although most of the percentages
within the six groups followed patterns simi-
lar to those shown in the overall breakdown,
there were some interesting deviations. In the
monitoring and performance group, 88% of
those answering the question felt that specific
features and capabilities were of the utmost
importance. This was a solid 7% greater than
the average and may indicate that, when se-
lecting this type of package, the user has
well-defined expectations concerning im-
provement and is looking for features that
will deliver these capabilities.

A rousing 22% of the respondents rat-

-ing database/data management packages in-

dicated that software compatibility had no
influence on their selection. This is not too
strange, when one considers that installing a
DBMS normally implies that new applications
would have to be written to accommodate it.

Finally, 73% of the respondents rat-
ing program development aids indicated that
productivity and ease of use were the major
influences governing their decision. This
high percentage was balanced by a low of
56% in the monitor and performance aids
group who felt that ease of use was of major
importance. The very nature of the user-

friendly software promised by most develop-
ers of these tools probably accounts for the
7% above average figure, while the users of
fine-tuning tools expect specialists to inter-
pret the results and are not necessarily look-
ing for ease of use. Also, monitors and per-
formance aids are not directly involved in
productivity, only indirectly as a result of the
analyses performed by them.

61% SAW How many of us go out
and buy the first item we
g:gf(':GEs see? Not many. Fortunate-

ly, the same holds true for
most installations in the market for software
products. Users were asked whether they had
evaluated alternative packages, from either
the computer manufacturer or independent
software vendors, before acquiring the pack-
age being rated, and to indicate the number of
prior reviews in both cases. It turned out that
61% had evaluated alternative packages;
33% had evaluated an average of 1.6 pack-
ages from computer manufacturers; and 50%
had evaluated an average of 2.5 packages
from independents.

Historically, independent software
suppliers have provided more efficient, less
expensive, and generally more effective al-
ternatives to the manufacturers’ products.
The poll indicates that this is still true. It
appears that, in the communications software
area, computer manufacturers are actively
competing with the independents—44% of
the users checked out vendor alternatives. On
the other hand, independent utilities and re-
port writers seem to be clear favorites, with
50% and 58% of the users evaluating their
alternatives—a trend that has been observed
for many years. The monitoring and perfor-
mance aids marketplace has been dominated
historically by independent software suppli-
ers such as Boole & Babbage, Morino Asso-
ciates, and, more recently, by companies
such as Candle, so there is less evaluation of
alternatives in this area—only 52% of the
users—than in any other. This is undoubtedly
because the technology is relatively new, and
there are relatively few independent vendors.

The growth of software technology is
so dynamic that one must continually com-
pare packages being used against those that
have become available since their acquisi-
tion. As for postacquisition evaluation, it
turned out that 22% had evaluated alternative
packages after acquisition; 9% had evaluated
an average of 1.3 packages from manufactur-
ers; and 14% an average of 2.1 packages
from independents. Thus, almost a quarter of
the respondents are involved in some form of
postacquisition review, and they seem to be
looking more toward the independents than to
manufacturers for possible replacements. Of
course the reason for this might be that most



If people were more like machines, office
~automation might work a little better.
Fortunately there's a new alternative. Office

~Humanation™ helps people-work a little better:

It means computers do things the human
way, instead of humans doing things the com-
puter way. It means information at your com-
mand, instead of at your inconvenience. It
means machines you can train, so you don't
have to be retrained.

CXCreplaces automation with humanation.
We've created the Rose™ a single central
nervous system for your office that relates to

the way humans work. It handles all voice and
data communications on one revolutionary
integrated local area network and telephone
switching system.

‘We've created the Rose Personal Teleter-
minal™ bringing voice and data to your desk
in a single compact unit. It embodies the pro-
ductivity of a computer—and the simplicity
of a telephone.

And we've made possible dramatic sav-
ings. In dollar costs. In people costs. Because
a job worth keeping is a job worth keeping
human.

'T'he Oftice Humanation Company: CXC

CXC Corporation, 2852 Alton, Irvine, CA 92714 (714) 760-7171. Personal Teleterminal Office Humanation,™ Office Humanation Company™ and Rose™ are registered trademarks of CXC Corporation.
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PERQ IS A TRADEMARK OF PERQ SYSTEMS CORPORATION. UNIXTM:- IS A TRADEMARK OF BELL LABOKATORIES'. ETHERNETTM |
TRADEMARK OF XEROX CORPORATION. PERQ 2 IS A JOINT DEVELOPMENT PRODUCT OF ICL AND PERQ SYSTEMS CORPORATIC



As you can probably tell from the
picture, this is an advertisement for one of
the world's most advanced graphics work-
stations. It’scalled PERQ2,

Now imagine that instead of looking
at this ad in a magazine, it was up there on
PERQ’s screen.

- Theheadline’s wrong. .

. Too large, perhaps Orinthe: wrong,
place. PERQ can change that at the push- ,

ofapuck. . .
‘ The wrong typeface, maybe’ PERQ

like

will heIp you. de5|gn anew: oneof
your very own. And PERQ’s ultra-high’
- resolution graphics display will let you dot
the mmutest “i’s” and cross the tiniest t’s .
The plcture swrong.
Hardly does PERQ justice, does it?
Well,you could ask PERQ to turn the
picture upside down, or back to front, or
inside out, or bring it to life and animate it...

There aren’t enough words.

An unlikely complaint. But we could
fill dozens of ads this size with details of all
the applications PERQ offers for CAD/
CAM,, structural analysis, 3D ' modelling,

drafting, simulation, circuit design, electronic

publishing, and so on and so on.

Then we could tell you about PNX,

We should be talking to each other:

a full implementation on PERQ of the
UNIX operating system. This de facto inter-
national standard gives access to the large
body of UNIX-compatible applications.

~ Andwe couldenthuse about PERQ’s
extended networking capabilities via the
industry standard Ethernet™ Local Area
Network. And we still wouldn't have told

you everythm '
I don’t like the style.

Sunt yourself. PERQ places a whole :
box of graphlcs trlcks at your f' ngertlps

" PERQcanmodelin 3D, for
example,or functionasan
™ electronic airbrush, or
magnify sections in detail.
- Again, not enough
words, we're afraid.

The whole ad’s wrong.

Of course itis. Why on earth should
you be interested in acomputer thatcan
simply shove around the component parts
of amagazine ad?

But there again, next time you re
designing and laying out a technical report,
or analyzing structural stresses, or planning
a new highway, wouldn’t it be -nice to be
able to test your work, modify it, and
improve itas easily as PERQ can change the
page you 're looking at right now? .

No wonder PERQ 2 has already -
changed one thingabsolutely:
the standard by which all ®PERQ :
future graphics workstations SYSTEmS

will be judged. CI |

R FURTHER DETAILS CONTACT: PERQ SYSTEMS CORPORATION, 2600 LIBERTY AVENUE, P. 0 BOX 2600, PITTSBURGH,
JINSYLVANIA 15230, USA. TEL (412) 355-0900. ICL INFOPOINT, ICL HOUSE, PUTNEY, LONDON SW15 {SW. TEL 01-788 7272.
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The overwhelming majority—91%—of packages are
still supported by the original vendor.

.

users bought the manufacturer’s package
originally, and therefore have to seek an al-
‘ternate elsewhere. -

When asked whether they are think-
ing of replacing. their packages, 15% said
yes, with 5% citing the need for features not
available in the current package. Four percent
indicated that they were upgrading or chang-
ing to a new computer system, 2% claimed
that execution speed was too slow, 2%
claimed that the package was generally unsat-
isfactory, and 1% claimed that it would cost
too ‘much to upgrade or expand the current
package:

Why this general lack of activity? For
one thing, software packages for mainframes
and many minis can be a big investment,
even for a large dp installation. When a user
spends over $100,000 for a database manage-
ment system and many thousands more on
implementation, application development,
and .other tasks, there is going to be great
hesitance about replacing it. This might be
one reason why relatively few are consider-
mg replacement though many users are ex-
amining their options.

Another reason might be that, in
many cases, the increasing speed of hardware
compensates for certain throughput concerns
that might have existed earlier. Finally, the
low percentage of respondents considering
replacement for generally unsatisfactory per-
formance could be interpreted as a plus for
the science of initial package selection. Don’t
forget, however, that the longer a package is
installed in a production environment, the
more dependent the operations become on
that package since changing systems or opet-
ating system environments can involve great
effort and cost.

A significant statistic reflected in the
individual bar charts is that 30% of the com-
munications software respondents indicated
that they were considering changing their
packages. This figure exceeds that for any of
the other groups, where the figures ranged
from a low of 10% for program development
aids to a high of 17% for database manage-
ment packages. A possible reason could be
the dynamic nature of protocol and office
automation communications-advancements,
which necessitate constant review of existing
communications hardware and software.

* In light of recent mergers, acquisi-
tions, takeovers, and general realignment of
the ‘vendor/developer marketplace, is the
original vendor still supporting the package,
or is it being supported by a third party or by
the user’s in-house staff? The overall survey
response showed that the overwhelming ma-
jority—919%—of the packages are supported
by the original vendor, with only 4% support-
ed by a third party and 3% by the in-house
staff. -
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The bar charts show the response to
questions on overall satisfaction, installation
and initial use, vendor service and support,
and operations criteria. Graphs are presented
for all 106 packages that were sampled.

The overall satisfaction-product bar
encompasses factors such as satisfaction with
package features, capabilities; and utility and
the frequency of failures requiring extra ef-
fort- for recovery. Overall satisfaction-sup-
port services reflects the user’s appraisal of
installation, documentation, modlflcauon

- and training support.

The bar labeled performance reflects
economy/efficiency factors such as hardware
resource "utilization, ease of use, freedom
from bugs/errors, and time required for the
initial installation. The bar labeled vendor
support ' gauges the vendor’s responsivencss
to user needs, effectiveness of training, and
quality of documentation. The operations bar
is a measure of the package’s ability to handle
cxpanding processing volumes, backup/re-
covery, and security.

Note: In split-bar presentations, the
solid bar indicates package scores and the
open bar the common group average.

Ratings Summaries

DATABASE/DATA MANAGEMENT
PACKAGES—23 packages studied.

Mean Score

9.0—sAs Inc. saAs

8.0—Software House Systcm 1022

7.9—Burroughs Corp. DMs-1I

7.8—Hewlett-Packard Image

7.7—Cullinet IDMS, Information Builders
Focus, Software AG ADABAS

7.1—Group Average, ADR Datacom/DB,
Cincom Total, Mathematica RAMIS II

7.0—Henco INFO, Honeywell DM-[V

6.9—Infodata Inquire

6.8—Sperry DMs-1100, Tominy Data Base
Plus

6.7—National Information Systems DPL

6.6—Oceanic Systems Extracto

6.5—IBM IMS/DB, Intel System 2000

6.4—Advanced Data Management DRS

6.1—Applications Software Inc. ASI-ST,
IBM SQL/DS

5.7—IBM DL/1 DOS/VS

QUERY/REPORT WRITERS/DBMS
AIDS—13 packages studied.

Mean Score ‘

8.4—Dylakor DYL-280

7.9—Dylakor DYL-260

7.2—Cullinet EDP Auditor/Culprit

7.1—Manager Systems Products (MsSP)
Datamanager, Pansophic Easytrieve

6.9—H&M Systems Keyfast

6.8—Group Average, Computer
Associates CA-EARL, University
Computing UCC TEN

6.6—TsI Int’l. Key/Master
6.5—ADR Datadictionary

6.1—TsI Int’l. Data Analyzer
5.7—rst1 Int’l. Data Catalogue 2
5.4—Informatics General Inquiry/IV

PROGRAM DEVELOPMENT AIDS/
PROGRAMMING UTILITIES—1 3
packages studied.

Mean Score

8.2—ADR Vollic

8.0—On-Line Software Int’l. Intertest

7.8—Altergo Quota 11 '

7.5—Cincom Mantis, IMSL Inc. IMSL
Libraries ‘
7.4—Pansophic 0-w-L, Softwarc AG

» Natural

7.1—Group Average

7.0—Oxford Software UFO

6.8—Altergo CPG

6.4—ADR METACOBOL

6.3—Informatics General Mark IV

5.4—ADR Autoflow I

COMMUNICATIONS SOF TWARE— 13
packages studied. ‘
Mean Score
7.9—Westinghouse WESTI |
7.6—Tone Software Tone 3 I
7.5—Altergo Shadow II
7.4—ADR Roscoe ‘
7.3—Burroughs NDL
6.9—IBM CICS/VS
6.8—Group Average, IBM IMS/DC,
Software AG COM-PLETE
6.7—Cincom Environ/1
6.6—IBM ICCF
6.2—Polygon Systems Intercomm
5.9—ADR Datacom/DC
4.8—TsI Int’l. Task/Master

UTILITIES/OPERATING SYSTEMS/
ENHANCEMENTS—34 packages.

Mean Score '

8.9—Innovation D.P. Fast/Dump/Restore

8.7—Corodale System/Manager

8.6—Macro 4 Logout/Multilog

8.5—Syncsort Inc. SYNCSORT,
Westinghouse Disk Utilities

8.4—Cambridge Systems Group ACF2,
Software Pursuits DOS/MVT/VSE

8.2—Computer Associates CA-Sort

8.1—Software Module Marketing—DMs/
0s

7.9—cGa/Allen Super-Msi, Computer
Associates CA-RAPS, Compuware
Abend-Aid

7.7—Informatics General Shrink,
University Computing ucc One

7.6—ADR the Librarian

7.5—Group Average, Computer
Associates CA-DYNAM/T,
Minicomputer Systems MICOS, SDI
EPAT, University Computing UCC
Seven



can happen:
A power outage
wipes out your computers, and
when it does, you lose big—in time,
money and in important data.
What's more, power fluctuations
are not only a problem for
computers, but for many other types
of sensitive electronic equipment.
Telecommunications systems,

Available in models
2 ranging from 400 VA to

25 kVA single-phase and 10
to 50 kVA three-phase, Elgar UPS
feature full kVA load rating from 0.7
lagging to 0.9 leading PF. All three-
phase and single-phase units rated
15 kVA and higher include a full
electronic static switch as a standard
feature. Other models are available
with the static switch as an option.

Elgar can deliver the right

This sight -
- sfrlkes ferror in the

hearts of all compufers.

security equipment,
process-control devices
and chorcn‘ory instruments—
: —a all rely on clean,
1 continuous power.
Elgar has
the solution—an
Uninterruptible Power
System (UPS) that
provides total
protection against
out-of-the-ordinary
power conditions
for your AC line. In

qé*

protection, an on-
line UPS constantly
filters the utility
and regulates the
output voltage.
~ eliminating virtually
every power line problem
without interruption or switching.

ELGAR

An Onan/McGraw-Edison Company

8225 Mercury Court

San Diego, California 92111
Telephone (619) 565-1165

TWX: 910-335-1246 Telex: 6834028

addition to blackout

system for you—from the
Mini-UPS, designed primarily
for low power applications
such as microprocessor- based
systems, data
acquisition
equipment
and smaller
mlcrocompu‘rers
—to the large
S0KVA UPS i
employed
with large
data
processing
equipment or other sensitive systems.
To put it simp , when you
order a UPS from Elgar, we'll deliver
complete, continuous power from
clean-up to back-up—and a much
rarer commodity: peace of mind.

Powerful Solutions for
Advanced Technology

Call today for complete information:

1-800-854-2213
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The packages in this year’s survey were mstalled
on average, for 39 months.

7.4—Cambridge Systems Group ASM2,
Computer Associates CA-DYNAM/D,
Johnson Systems OS/DOS/JARS,
Pansophic Panvalet, University
Computing ucC Eleven
7.1—Tower Systems D/Fast
7.0—Computer Associates CA-TLMS
6.9—spI Grasp, Tower Systems T/Fast
6.8—Johnson Systems UMAX
6.7—Nixdorf EDOS, Pace KOMAND

6.3—Computer Associates GA-Jasper,
University Computing ucc Two
5.5—Computer Associates CA-Scheduler

MONITORING AND PERFORMANCE
AIDS—10 packages studied.

Mean Score

8.8—Candle Omegamon

7.8—Morino Assoc. TSO/MON

7.3—ADR Look '

7.2—BGS Systems Best/1

7.1—BGS Systems Capture/MVS

7.0—Group Average

6.9—Boole & Babbage Control/lMs/
Realtime

6.7—Boole & Babbage TSA/PPE

6.5—Boole & Babbage CMF/Monitor,
Resolve-Resolve/cIcs )

5.1—Value Computing Comput-A-
Charge

METHODOLOGY

- The survey, designed by Data Decisions,
was conducted in July 1983. Packages from
independent vendors were selected using
the Million Dollar list from International
Computer Programs, ‘Indianapolis, as a
source. Only vendors with packages identi-

 fied by ICP as having grossed $5 million or
more in sales were included. Packages from

base supplied by: Computer Intelllgence
Corp., La Jolla; Calif.

Where possible; user site samplings

were obtained directly from the vendor. A

special delivery letter was sent to each com-

- pany asking for a list of the 125 most recent

~customers: who had had the  designated

.-package installed and running for at least

~six months as of June 1, 1983. If a package

didn’t have that many qualified users, the

- company. was -asked to supply its complete

. customer file. Companies were also asked

- resented their most recent customers and
- that they would make no attempt to contact
those customers with regard to the survey.

(Respondents were also asked whether they
_ were contacted by the vendors.) A mini-

. participate. If a vendor failed to provide a
_site list, Data Decisions contacted the sites
registered on the CI list.
The Mailing
~Intotal, 9,961 questionnaires were
sent to identified users of 108 packages dur-
_ing the last week of July 1983. As an incen-
tive ‘to respond, a $1 bill was included.
About 57%; or 5,667, of the ques-
tionnaires were returned; 105 question-
“naires were undelivered by the post office.
To ensure a minimum response rate of 40%
and a minimum user base of 15 interviews
for each package, Data Decisions conduct-
ed telephone interviews among those who

_ identical, and 88 telephone interviews were
“completed. This brought the number of sur-
vey responses to 5,755, for an overall re-
sponse rate of 58%. 'Seventy-four addition-
~al interviews conducted on two: products

~hardware manufacturers were included if at
least 30 user sites were recorded on a data-

- tocertify that the list provided actually rep- -

‘mum of two follow-up telephone calls were
made to each company to encourage it to

didn’t respond. The questionnaire used was -

resulted in less than 15 user responses per
product, and these products were dropped
from the survey and eliminated from the
overall package totals. This brought the to-

tal response to 5,681 completed questlon-

naires on 106 packages.
The Questionnaire

A questionnaire was mailed to the
key vendor contact at each installation, usu-

ally the data processing manager or head of

the dp ‘operation for the company. The
questionnaire first qualified the respondent
as a bona fide user and then explored the
factors that resulted in the ratings.
Types of Packages Surveyed

This: year, the packages were in-
stalled, on average, for 39 months, with a
low of 31 months for monitoring and per-
formance aids and a high of 54 months for
communications software, The overwhelm-
ing majority of the packages were running
on IBM machines.

Eighty -percent of the respondents
stated that the principal system for the pack-
age was installed on 1BM. Amdahl and DEC

~“accounted for an additional 3% each; NAS

and Burroughs accounted for 2% each; and

- Magnuson, Sperry, Hewlett-Packard, Hon-
eywell, Data General, Control Data, and

IPL Systems each registered 1%. Adding to-

gether all the IBM-compatible systems—
Amdahl, NAS, Magnuson, and IPL Sys-
tems—reveals that approximately 87% of
the 106 packages in the survey run on IBM-
class systems. '

The packages included in this year’s
survey have been divided into six categories
on the basis of their functions: Database/
Data Management:Packages, Query/Report
Writers/DBMS,  Program  Development

- “Aids/Programming -Utilities,  Communica-

tions - Software, Utilities/Operating  Sys-
tems/Enhancements, and Monitoring. and
Performance Aids. Users were asked to rate
them on various capabilities, using a scale
of 1to 10, with 9 to 10 for superior, 6 to 8
for very good, 3 to 5 for acceptable, and 1
to 2 for inadequate. Entries are arranged in
descending order by mean score. Although
these figures give a good general indication
of the relative ‘popularity of the various
packages, minute gradations should not be
taken too literally. Without further investi-
gation one would be hard put to say thata
package with a score of 7.0 was definitely

- better than one with a score of 6.8. If the

original vendor is not the current vendor of
the package, the original vendor’s name is
shown in parentheses after the name of the
current vendor.

AV. TOLERANCES FFOR 68% CONFIDENCE LEVEL

OVERALL SPECIFIC
SATISFACTION ATTRIBUTE RATINGS
' 6.0 or 8.0 or : 6.0 or 8.0 or L

SAMPLE SIZE Under 7.0 Over Under 7.0 Over
60 or more .25 .20 15 .30 25 .20
40 to 59 .30 .25 .20 35 .30 .25
30to 39 35 .30 .25 40 .35 .30
Under30 45 30 25 50 45 .35

The chances are'approximately two in three that a reported rating differs by no more than the .
indicated tolerance from the rating that would have been obtained had all eligible sites been
surveyed. For example, suppose a sample of 38 ‘sites gives a software package rating of 7.0
for Overall Satisfaction. The table indicates a tolerance of .30 on this estimate. Thus, the
chances are two in three that the interval 6.70 to-7.30 includes the rating that would have
been obtained had all eligible sites'been surveyed.
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Ratings Values
10-9: Superior
8-6: Very Good

§-3: Acceptable
2-1: Inadequate

mmmm Specific Product Rating
—= Group Average Rating

Legend

B _OVERALL SUMMARY
Average——All Packages o
8,171 responses ® 79% j

judged vendar, outstanqu
re;raflace packaqe with.

’ ed‘ packaqe ‘and’ 66%
15% ‘actively seeking: to
2% cihng 'unsatnsiactorv

- D DATABASE/DATA MANAGE~
' MENT PACKAGES

Group Average @ 23 packages

1,089 responses' ® 77% Judged package ‘and., 64%
Judged vendor outstanding 0 17% actively. seekmq to
eplace package, with

:Operations:
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DRS e Advanced Data Management, 15-
17 Main Street, ngston, NJ 08528 0609‘
799-4600

39 responses ® 67% judged package and 49% judged
vendor outstanding @ 21% actively seeking to replace
package, with 8%.citing unsatistactory performance as

ASIL'ST o Apbhcations Software; Inc.; -

21515 Hawthorne Bldv., Torrance,” CA
90503 ¢213-540-0111 !

16 responses @ 63% judged packaqe and 69% judged
vendor outstanding ® 25% actively seeking to replace

package; with 12% citing unsahs(actory performance as
reason. .
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ADR/DATACOM/DB o Applied Data

“Research, Rt. 206. & Orchard Road, CN 8,

Princeton; NJ. 08540  201-874-9100

53 responses ® 79% judged package and 59% judged
vendor outstanding: @ 17% actively: seeking fo replace
package, with: 4% citing. unsatisfactory performance as
reason.
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DMS.IL e Burroughs Corporahon Bur-
: gﬁluz%hs Place, Detroit, M148232 ¢313-972-

" 54 responses ® 89% judged package and 59% 1udged

A

vendor: outstanding. ® 9% actively seeking to replace
package, ‘with: 2% citing ‘unsatisfactory performance as
reason.

Overall Satisfaction.Product
‘Overall Satisfaction-Support:Services
Vendor Support -

Performance
Ope’xaﬁ'ons

—— 8
b—

TOTAL e Cincom Systems, Inc, 2300

Montana Avenue, Cincinnati, OH 45211 e
'513-662-2300

53 responses ® 79% judged package and 58% ludqed
vendor outstanding @ 38% ‘actively seeking to replace
package, with 4% cnmg unsansidctory per!ormance as
reason. \

L :

I

Overall Satisfaction-Support Services

Overall Satisfaction-Product

- Performance
Operations

IDMS e Cullinet, 400 Blue Hill Drive,

- Westwood, MA 02090 e 617:329-7700

61 responses ® 90% judged package and 79% judged

vendor: oulstanding ® 2% actively seeking to replace
packaqe w1th 0% citing unsahsfcclory performance as
reason:

Overall Satisiaction-Supp;)xt Services

Ovexall'Salisfa'cﬁon-PrtV)dﬁctfh\' i

“Performance
Vendor Support. -
Operations

INFO. e Henco, 100 Fifth Avénue\,\
‘Waltham, MA 02154 ¢617-890-8670. .

~- 80 responses ® 82% judged package and 60% judged -
vendor:outstanding ®:12% actively. seeking to replace .

package, with 6% citing unsahsfccicry performance as
reason. 4

Overall Satisfaction:Product
Overall Satisfaction-Support Seryic.:es

* Vendor Support

Performance
Operations
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Ratings Values
- 10-9: Superior
8-6: Very Good

5-3: Acceptable ; ‘
.2-1: Inadequate

Legend

mmmm Specific Product Rating
— Group Average Rating

IMAGE e Hewlett-Packard Co.; General
Systems Division, 978 E.'Arquet Avenue,
Sunnyvale, CA 94086 e 408-735-1550

package, with 0% citing unsatisfactory per(ormance as
reason:
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59 responses ® 86% judged package and 76% judged
vendor: outstanding @ 5% actively seeking to replace "

DM-IV e Honeywell Information Systems,
Inc; 200 Smith Street, Waltham, MA 02154
® 617-890-8400

29 responses ® 72% judged package and 59% judged
vendor outstanding '@ 24% actively seeking to replace
package, with' 0% citing -unsatisfactory. performance as
reason.

Overall Satisfaction-Support Services

Overall Satisfaction-Product
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DL/1DOS/VS ¢IBM, National Accounts
Division, 1133 Westchester Avenue, White
Plains, NY. 10604 @ 914.696-1900

48 responses ® 56% judged package and 58% judged
vendor outstanding ® 27% actively seeking to replace
package, with 10% citing unsatistactory. performance as
reason.
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IMS/DB e IBM, National Accounts
Division, 1133 Westchester Avenue,
Plains,'NY:10604 ¢ 914-696-1900
35 responses ® 66% judged package and 54% judged
vendor outstanding ® 11%. actively seeking to replace

package, with 0% citing unsatisfactory performance as
reason:

Overall Satistaction-Support: Services

QOverall SatisiSEtion-Pmduct :

Performance
“Vendor Support
Operations

White -

SQL/DS e [IBM, National Accounts
Division, 1133 Westchester Avenue, White
Plains, NY 10604 ¢ 914-696-1900

37 responses ® 64% judged package and 60% judged
vendor: outstanding @ 16% actively seeking to replace
package,  with' B% citing unsatistactory performance as
reason:.
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INQUIRE e Infodata Systems, Inc;; 5205
Leesburg Pike, Falls Church, VA 22041 e
703-578-3430

57 responses ® 75% judged package and 67% judged
vendor outstanding ® 10% actively seeking tc replace

package, with 4% citing unsatistactory performance as
reason.
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FOCUS e Information Builders, Inc, 1250
Broadway, New York, NY 10001 ®212-
736-4433

58 responses ® 90% |udqed package and 57% 1udged

* package, with 0% citing unsahsfactory pertormance as

reason.
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vendor outstanding: ® 9% actively seeking to replace

SYSTEM 2000 e Intel Corporation,
12675 ‘Research Blvd., P.O. Box 9968,

~Austin, TX 78766  512.258-5171

51 responses ® 69% judged package and 74% judged
vendor: outstanding ® 18% actively 'seeking to replace
package, with 6% citing unsahsfar.tory performance as

- reason,
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RAMIS II e Mathematica Products Group,
Inc., P.O. Box 2392, Princeton, NJ 08540 e
609-799:2600 -

89 responses ® 83% ]qued package and 76% Judqed
vender, outstanding. ® 8% actively seeking to replace
package, with 2% citing unsatistactory perfcrmance as
reason,
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“GET IBM 3270, 3780 AND
HASP COMMUNICATIONS —
ADDING A ONE-BOARD

“YOU CAN WITH PERSYST”

The Persyst DCP/88. The
only compatible front end
communications processor
that can support a range of
IBM communications.

It's a Persyst exclusive.

The DCP/88 distributed
communications processor. A
one-board'computer that can be
configured by software to handle
communications between a PC
and another computer system.

In fact, the DCP/88 enables
the IBM or Tl PC to support a
range of sophisticated |BM
communications—all with just
one pProcessor.

So it gives corporate users
unprecedented, iow-cost
flexibility to incorporate the PC
into virtually any environment.

Convert any PC into an IBM
3270 terminal. An IBM 2780/
3780 RJE workstation. Or a
HASP/RJE workstation—
instantly. :

Just combine the DCP/88
with Persyst software—and you
can connect your PC to any
compatible host mainframe or
minicomputer.

PC/3270 enables your PC
to emulate an IBM 3274 Cluster
control unit and 3278 terminal,
supporting up to four additional
devices. Including a printer and

PC/HASP Dynamic design
lets you assig{;n incoming 1/0
streams to ditferent devices—
disk files, printers and RS-232
ports.

PC/3270 and PC/3780
transmit data at speeds up
to 9600 baud.

three other PCs functioning as
3278 terminals.

PC/3780 converts your PC
into a 2780/3780 remote job
entry terminal that can send and
receive batch files to and from
the host. -

And with PC/HASP, your PC
instantly becomes a full-function
HASP/RJE workstation that
can support up to seven input
and seven output multi-leaved
job streams concurrently.

Capability to support your
communications needs now.
And in the future.

‘Because the DCP/88

“supports bisync, SDLC, HDLC

and async protocols, it is the
only communications processor
you'll ever have to buy.

Use it to connect your PC to
an expanding network of IBM
communications. Configure your
system to meet virtually any
communications need—without
adding another piece of hard-
ware. Or expense.

All of which makes the
DCP/88 as practical as itis
powerful.

Dedicated 8088 micro-
processor gives the DCP/88

processing power equivalent

to the IBM PC itself. You

can execute two programs

simultaneously.

THE DCP/88 BY
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PROCESSOR TO MY PC?”

The Persyst Coax/3278. Still
another way to expand your
IBM communications.

Here's another fast way to
incorporate the PC into existing
SNA or bisync data processing
installations.

The Coax/3278. A single-
slot expansion board that
converts your PC into an IBM .
3278 display terminal. And with
its high-speed coaxial port, you
can connect the PC directly
to IBM 3274 or 3276 cluster
controllers.

Sophisticated communications
products for the corporate
user. Insist on Persyst.

Persyst communications
products are designed to make
corporate information systems
more powerful. And more
efficient.

Write or call Persyst today
for complete information.

PERSYST

Persyst Products, Personal
Systems Technology, Inc.,
15801 Rockfield Blvd., Suite A,
Irvine, CA 92714. Telephone
(714) 859-8871. Telex: 467864.

High-speed line printer option
—up to 600 lines per minute.

@Y 128 character FIFO printer
y bufferimproves the efficiency
of data transfer o the printer.

Supports SDLC,
Bisynchronous, HDLC and
Asynchronous protocols.

Two or four channel
communications.

Full modem support, plus
modem eliminator option.



Asurecure
for the problem of
information
bottleneck.

Programming backlog is the

source of the problem. Elimi-
nate it, and you eliminate the
bottleneck.

Which is precisely what
Sperry has done with the
MAPPER™ System. ‘

With MAPPER, you work
with the computer directly. You

- ask questions in plain English.
And you get immediate
answers.

And if the information you
get raises other questions, you
can ask them right away. With
no delay for programming. Or

reprogramming.

MAPPER is that powerful.
It allows you to manipulate
information in almost any way
you want. And, interesting to
note, it can even help your pro-
grammers become more
productive.

AN AFFORDABLE SYSTEM.
You don’t have to be a large
company to have a MAPPER
System. MAPPER can be
scaled to the real and present
needs of just about any size
company. The cost of a
MAPPER System makes it
practical for even a department




MAPPER s a trademark o

MAIPP

within a company to own its
own system. Or you can time-
share through a Sperry service
bureau.

What you get for your money
is a whole new order of efficiency

in your day-to-day management
tasks. Because you'll have the
information you need right at
your fingertips. Literally.

SEEING IS BELTEVING.

We've made some promises

TR SYSTTER

here that may sound extrava-
gant. But if anything, our claims
are on the conservative side.
And to prove it, we offer you
the opportunity to see a demon-
stration of MAPPER at work.

800-547-8362

But first, you might want to
look over our MAPPER bro-
chure. A copy is yours for the
asking. Call toll-I'yee:
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Sperry Corporation.

CSperry Corporation, 1983

800-547-8362 (9 a.m. to 5 p.lﬁ.
E.S.T.). Or send us the coupon.

bpcx ry Corporation
Lumputez Svstems
Department 100

P.0. Box 500

Blue Bell, PA 19424

| Please send me a brochure on the
MAPPER System.
| DAL 83 -13

Name

Title

Company

Address

City State Z1r

Te Iophum e

%%%@ER%V



Legend

Ratings Values :
10-9: Superior £ 5-3: Acceptable ‘mmmm  Specific Product Rating
8-6: Very Good 2-1: Inadequgte ‘== Group Average Rating

20370 Town :Center Lane, Suite 130,
- Cupertino; CA 95014  408-257-7770
41 responses ® 71% judged package and 51% judged

package, with 5% cmng unsahs!actory performance as
reason. ;

. Ovérall Satisfactianlprbiduci
 Overall Saiishétiém/Supbbﬂ Services .
~ Vendor Support

*'Performance
“:Operations

DPL e National Information Systems Inc.,.

‘vendor outstanding ® 46% actively seeking to replace -

EXTRACTO o Ocean'ic Information
Systems, Inc., 2197 Leon-Harmel, Quebec
City, Ouebec Canada GIN 4N5 ®418-
681-774

23 responses ® 57% judged package and 57% judged
vendor outstanding' ® 35% actively, seeking fo replace
package, with 9% cmng unsansfactory performance as

reason

O;Erall Satisfaéiion-Shpport Services

_Overall Satisfaction-Product

* Vendor Support ' :

_Performance ..
- Operations

SAS e SAS Institute, Inc., SAS Circle, P.O.
Box: 8000, Cary, NC 27511-8000 o 919-
467-8000 &
78 responses ® 96% judged package and 88% judged
vendor. outstanding ‘® 1% actively seeking to replace

package, ‘with 0% citing unsatisfactory perlormance as
reason.
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America, International’ Center, 11800

VA 22091 e 703-860-5050

-vendor. oulstanding '@ 2% actively seeking .to replace

reason.”

10

Ovvv/eral/l Sa’til{!actibr\\/;Prod\/ncl 3
- Overall Satisfactidnis"uppon Services -

Vendor Support /’/f
“Operations =~~~

Performance

‘L_._4

'ADABAS o Software AG of North
~ Sunrise Valley Drive, Suite 1517, ‘Reston,

65 responses ® 91% judged package and 63% judged .

package, with 0% citing unsatisfactory performance ‘as

SYSTEM 1022 o Sohware House, 1105 \
Massachusetts: Avenue, Cambr]dqe. MA
02138 0617:661+ 9440 \

61 responses ® 93% judged package and 80% |udqed
vendor outstanding @ 15% actively ‘seeking 16 replace
package, with' 0% citing unsahsfactory performance as

“.Teason.

Ovbull/Siﬁsfafcﬁon;\’-sfupport Services

Performance
* Vendor Support
Opefationéi

- Overall Satisfaction-Product

-3
2
o) T
b o
8 3 2 \\
e &
i ] p et Eo L
3 @ -
1 £ e .
= 7:‘2 £ .
= (i~ -
) D 4
. . - .8 e
Ry £ ] . :
. C] ‘w g Fl "
e ‘0 £ (7] g
e A = E A L )
s R = B <@l =
5 3 2 & RE 5
] 4 . ] a
- Sl 8 & S B
. >

DMS 1100 . Sperry Corporatlon, PO
Box 500, Blue Bell PA 19422 0215:- 542

- 4011

45 responses ® 76% Iudqed packaqe and 56% mdqed .
vendor outstanding: ® 9% actively seeking: to replace
package; with O% cmng unsahs{actory perlormance as
reasor - o

- DATA BASE PLUS OTomlny, Inc., 4221

- OH 45242-513‘984 6605

* 29 responses

. reason

_ Overall s:iisiactidn~5dppon Services.
Pex{oimax;ce; . /

. Overall Satishctiox\/-?xoduc!/’ o

. Vendor Support
: Opéralioni e

- Malsbary Road, Building One, Cmcmnah :

® 72% judged package and 59% 1udged .
" .vendor. outstanding @ 28% actively seeking o replace ..
- package; wnth 3% cmng unsahsfactory performance as.

[—10 -

DATA DICI‘IONARY L) Apphed Data
~Research; Rt: 206 & Orchard Road, CN8,
Princeton, N 08540 ¢201-874: 9100 “
49 responses ¢ 67% judged packaqe and 57% 1udged :

vendor. outstanding: @ 8% ‘actively seeking to replace

- pdckaqe, with 2% cmnq unsatisfactory perlormance as

-reason;

Overall Sa‘tisifac(ion-Pmduct e
jOv/erall Saﬁsfa/éti’oﬁ-sixﬁﬁo/xt Serviées\ o

Vendor Sup./po/rt .

- Performance
-Operations. ==
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Ratings Values
10-9: Superior
8-6: Very Good

- B-3: Acceptable
2-1:Inadequate

Legend

- - Specific Product Rating
t—= Group Average Rating

CA- EARL [} Computer Associates Inter-
national, Inc., 125 Jericho Turnp]ke
Jericho, NY 11753 ¢ 516-333:6733

53 responses ® 79% judged package and 58% judged
vendor. outstanding ® 19% actively seeking to replace

package; with 6% cmnq unsahsfactory performance as
. Teason;

T

:1

Overall Satisfaction-Product
Overall Saﬁsfaclionv/Suppoﬂ Sewiees ety

‘Vendor Support

Opez’ ations '

Performance

«'L ;

1o

EDP_AUDITOR/CULPRIT e Cullinet

- 400 Blue Hill Driveé, Westwood, MA; 02090

0617-329-7700

54 responses ® 79% judged package and 79% judged
vendor: outstanding ® 4% actively seeking to replace
package, with 2% citing ‘unsatisfactory performance as
reason.

B

" Overall Satisfaction-Product =

o
Overall Satishctio‘n~3uppo/ﬂ Services'

Vendor Support ..

< Performance -

‘m
-1
S
°

DYL-260 e Dylakor, 17418 Chatsworth
Street, P.O. Box 3010, Granada Hills, CA:
91344 ¢213-366-1781

55 responses ® 85% judged package and 80% judged
vendor outstanding @ 9% actively seeking to replace
package, with 2% citing ‘unsatisfactory' performance as
reason,

Overall Satisfaction-Product
Vendor-Support

Performance

Overall Satisfaction-Support: Services

Operations

: DYL-280 L) Dylakor, 17418 Chatsworth
Street, P.O. Box 3
91344 e 213-366-1781
69 responses ® 94% judged package and 90% judged
-vendor:outstanding ' ® 1% ‘actively seeking-to replace
package; with 0% citing unsatisfactory performance as
reason.

Overall Satisfaction-Product-
'Overall Satisfaction-Support Services
Vendor Suinpor!

Operations’ .

Performance

010, Granada' Hills, CA

\KEYFAST o H&M Systems Software, Inc,

351 Evelyn Street, Paramus NJ.07652 e

201-599-9111

71 responses ® 79% judged package and 51% 1udged
vendor: outstanding ® 6% actively seeking to replace

package, with: 1% citing unsatistactory performance as

reason.
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INQUIRY/IV o Informétxeé “General

Corp.; 9441 LB] Freeway, Dallas, TX 75243 :
214-231.1400 :
33 responses ® 36% judged package and 24% ludged
vendor. outstanding’ ® 21% actively seeking to replace
package, ‘with 9% citing unsahsfactory performance as
reason.

Overall Satistaction-Support Services- =
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\DATA MANAGER ° MSP Inc, 131

1617-861-6130

- 63 responses ® 84% judged package and 72% )udqed
vendor. outstanding . ® 6% 'actively seeking to replace

reason

Overall Satisfaction-Product
Overall Saﬁsfﬁgtion-sﬁppod Services o -
Vendor Suppért 0

+ Performance: =
Operations

Hartwell Aveniie; Lexmgton MA 02173 .

packaqe’ with' 0% cnmg unsahsiactory perlormdnce as.

EASYTRIEVE e Pansophic Systems, Inc.,

709 Enterprise Drive, Oak Brook IL 60521 .
 0312:986-2263

60 responses ® 78% yudéed packaqe and 76% udged

vendor outstanding.®.10% actively seeking to replace\
package; with'0% citing unsahsfactory periormance as

reason.
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DATA ANALYZER e TSI Intematlonal‘\

187 Danbury Road, Wulton CT 0698

203-853-2884

" 53 responses ® 57% judged package and 51% udqed
vendor outstanding @ 26% actively:seeking to replace

package, with 6% “citing unsahsiactory perlormance as’ -
reasor. A
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'WHICH TWIN
HAS THE TANDBERG?

_ The big screen terminal that’s S 500000 easy on the eyes

I your operators are getting eye-
strain and headaches from star-

ing at small, fuzzy screens all day

_long, chances are, you haven't
_yetheard of the Tandberg Data
- TDV 2200.

The TDV 2200 featuresa 15-inch
screen with big, flicker-free, green-
on-green characters; a patented

- Equalite™ Video system that dis-

- plays both vertical and horizontal
~ lines with equal intensity; and true
character definition across the
~_entire 15-inch screen. The TDV
- 2200 also tilts, swivels, raises and
lowers for easy readablhty inany
~room light, at any angle.
~_Butthere’s alot more to the
- TDV 2200 than meets the eye.
There are sixteen soft switches
- called PUSH keys that recall -
- previously stored words, phrases,
. or code sequences. A'single
- keystroke can recall up to 48

characters. This not only saves

time, but also eliminates the pos-

sibility of error when entering
this data. Up to 416 characters
can be stored and recalled from

- the terminal or host computer.

There’s also a simplified menu
protocol that cuts set-up time in
half; full editing capability; up to
eight screens of memory; semi-
graphic display; character, page,
block or line/field transmission
and a host of other features.

The Tandberg Data TDV 2200
family is available in a number of
models that will emulate virtually
any popular terminal including
the DEC VT100 and VT52, Data-
point 3600 and 8200, IBM 3101,

TANDBERG DATA

Tandberg Data, Inc.

Data General 6053 and D200,
H-P 2622, Basic Four and others.
An advanced performance model
is also available for the develop-
ment of application-tailored OEM
terminals.

To truly appreciate this out-
standing combination of graceful
ergonomic design, functional

~capabilities and performance

features, you should really try one
for yourself Just call or write
for a8 demonstration. You’ll see -
that there’'salot moretothe =

-TDV 2200 than meets the eye.

Tandberg Data, Inc., P.O. Box 99,
Labriola Court, Armonk, N.Y.
10504. Phone: (914) 273-6400.
Telex: 137357 Tanberg Arnk.
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Speed. Convenience. Productivity. of your corporate data base.

All good intentions. Allup in smoke. e rO a O e With our IPBC, your people

All because too many personal . ° can access all the complete, consistent
computers proved too much ofa good 18 a e d v flth information in your corporate com-
thing. And caused problems for your p V puter and use it in their personal
people. Incompatible programs, o L° computers. And vice versa. With-
inaccessible information, inconsis- O O lnten Llon S out rekeying. Without errors,
tent data, uncoordinated efforts. * And without giving up their favo-

But we can put out all those contains all the hardware and software rite programs. Because, as a 16-bit per-

fires with our Integrated Personal you need to combine the convenience  sonal computer, our IPBC runs the new
Business Computer. Because our IPBC  of personal computing with the power MS-DOS™ based programs for the IBM-

©1983 Direct, Inc. M$-DOS is a trademark of Microsoft Corp. IBM and 1BM-PC are trademarks of IBM Corp. CP/M is a registered trademark of Digital Research, Inc. DEC is a trademark of Digital Equipment Corp.



PC" Right off the shelf And it runs all
the popular CB/M*based programs too.
Then at the touch of a button, the
IPBC becomes a terminal that lets your

people run programs on most host
computers, including IBM, DEC and HP
Which means that with just one
piece of hardware from one supplier,
you can give everybody what they
expected from personal computing.
And what you expect from your

corporate MIS investment.

So call Direct at (408) 980-1414,
extension 315. Or write us at 4201
Burton Drive, Santa Clara, California

95054. We'll show you how to

travel the road to Integrated

Personal Business Computing.
Without getting burned.

DIREST
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-~ Ratings Values
10-9: Supenor
8-6: Very Good

8-3: Acceptable :
- 2-1: Inadequate

Legend

wmmm Specific Product Ratmg
..——=. Group Average Rating

DATA CATALOGUE 2 ¢TSI Internation-
al, 187 -Danbury Road Wilton, CT 06987 e
203-853.2884

vendor outstanding ® 20% actively seeking to replace
package; wnh 10% citing unsatisfactory performance as
reason.

Overall Satis(actipn-Pbduct e
‘ Ov&fall'Satis'fa/cti;n-syuryiport Services -

- Performan/ce/_ o
V/efr{dor Support |

< Operations

40 responses ® 47% judged package and 28% ;udged'

 KEY/MASTER e TSI International, 187

‘Danbury Road W)Iton CT 06987 . 203-
:853-2884

53 responses . 72% Judqed package and 66% judged
vendor:outstanding. @ 13% actively seeking fo replace
packaqe with 2% citing unsatisfactory: performance as
reason; ;
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:~ UCC TEN . Umversny Computing Co,,

UCC Tower, Exchange Park; Dallas; TX

-75235 9 214-353-7150

22 responses ® 86% judged package and 64% judged
vendor-outstanding ' ®:18% actively. seeking to replace
package, with:0% citing unsatisfactory: performance as
réason.. :

: mexall Satisfaction-Support Services

. O;a:ail Satisfaction:Product

“:Vendor Suppoﬂ

- Performance -
- Operations

udqéa paékaqe and 66% judged
10% actively seeking' to replace

verall Satisfactio!

[T pearen

UOTA Il o Altergo Products. e 400W.

ummings Park; Suite 6900, Wobum MA\

01801 517-938-8811 "

vendor outstand..ig ®.17% actively seeking to replace

package, with:4% citing unsahsfcclory performance es,

reascm

o)) = o]

Overall Satisfaction-Product

o

Overall Satisfapﬁbn:-Supporg Services 1

Vendor Support: -

Performance
Operations =~

\CPG L) Altergo Products, Inc‘, 400 W \\
- Cummings Park, Suite 6900, Woburn, MA k
01801 ©617-938:8811"

24 responses ® 97% judged package and 67% )udged i
= vendor outstanding ® 22% actively seeking to replace .

84 responses ® 72% judged package and 52% )udged

package, with 6% cnlmg unschsfactory performance as

- ‘reason.

Overall SaﬁsiaciibmSﬁpport Seryices -

" Overall Satisfactizén-‘l’:roducvl‘
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AUTOFLOW II e Applied Data Research,
- Rt: 206 & Orchard Road, CN'8, Prmceion

NJ 08540 e 201-874- 9100

22 responses ® 36% judged package and 46% mdged

: reason

l

Overall Satisla;tior;-f’roductﬁ: .

P

!

_ Overall Satistaction-Support Services

Vendor Supi:oﬂ :\4

" Performance; -
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!

vendor ‘outstanding ® 5% ‘actively seeking to repluce\
package;: with 0% cmng unsahs{actory performance as .

reason.
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 METACOBOL e Applied Data Research,

Rt. 206 & Orchard Road; CN 8, Prmceton
- NJ.08540 ¢ 201-874-9100

. 31 responses ® 58% judged package and 68% 1udged .

vendor outstanding ®.10% actively seeking to replace

package; with' 3% cumg unsahsladory performance as. -
.~ reason.

VOLLIE e Applied Data Reseafch, Rt 206
f &  Orchard : Road;
08540 e 201-874-1900

8, Princeton, N]

61 responses ® 97% judged packui;e and 89% mdged :

_vendor outstanding ®:11% actively seeking t¢ replace

package, with 0% cntmq unsahsfactory performance as

Overall Satisfaction-Product e
Overall Saﬁshction-Su;;port: Services i

Vendor Support. -

. Performance
 Operations’. -
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THE TRAPIX 5500

'SOLVES ANOTHER TOUGH
IMAGE PROCESSING PROBLEM

—With digital images now having a million or more picture
elements (pixels), it is more |mp0r‘tantﬁ£:_han elver‘ for |m‘et!)l];e
rocessors to operate on images as efficiently as possible. :
hat’'s why we place image memory in the address space * 1024 x 1024 im
of the @-Bus or Unibus, so that when your LSI-11/23 or VAX
issues an instruction, the CPU executes directly on the
pixel. DMA devices, such as disks, may read and write image

data directly on the bus. Thus, no
time is wasted maving images into
the CPU and then back again. In
addition, the overhead of download-
ing commands to be interpreted by
a microprocessor controller is
eliminated.

High speed processing modules.are
also incorporated on two video rate
buses associated directly with the
image memories. With this archi-
tecture many image processin
functions may be performed in real-
time simultaneous with display and
computer access.

The TRAPIX Real-Time Image Proc-
essor delivers in record time. But,
speedis just one reason you should
consider the TRAPIX; we offer a host
of features that outdistance the
competition. ‘

* \lery low noise and stable 8, 10 or 12 bit video digitizers.
» Time base correction providing direct VCR operation.
dges acquired and processed at 7.5
frames per second.
* Interface to area or line arrays up to 2048 x 2048 at
rates from DC to 12.5 MHz.

* 32 bit Pixel Processor.
* Hardware Histogram Calculator.

* Up to 8MBytes of dual ported
image memory.

¢ Optional stand alone systems.

« Communication connections to
ETHERNET, DECNET AND NET
488 (IEEE 488).

¢ Real-Time Image Processing
FS%%tlt’\lNape for VMS, RSX11 and

For information about today's cost-
effective. solution to your image
processing Reeds, contact Recog-
nition Concepts, Inc. Write to us on
your company letterhead to receive
a video taped demonstration.

VMS, RSX11, RT11, LSI-11/28, VAX, G-Bus and
Unibus are re%istered trademarks of Digital Equip-

ment Corp. ETHERNET is a registered trademark
of Xerox Corp.

) RECOGNITION CONCEPTS, INC.

924 INCLINE WAY, P. 0. BOX 8510, INCLINE VILLAGE, NEVADA 89450 (702) 831-0473 TELEX: 170058
INNOVATORS IN IMAGE PROCESSING
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INTRODUCING
IBM'S NEW
PERSONAL COMPUTER.

If your company has an IBM or IBM-compatible
mainframe, you'll discover it's all the personal computer
most of your end-users need.

Sure, right now they think they want a “real” personal
computer. But their main priority is probably electronic
spreadsheet capabilities for management planning. Other
capabilities, like accounting or word processing, just aren't
as frequently used or needed.

And you don't need problems with networking com-
patibility, mainframe communications, security and
accuracy of vital corporate data, and the hidden costs of
maintaining a large inventory of PCs.

OMNICALC TURNS EVERY
'TERMINAL IN YOUR COMPANY INTO A
PERSONAL COMPUTER.

Now there's advanced spreadsheet software for your
mainframe. One that's already been tried, tested, and
loved by thousands of end-users. One that lets each of
your end-users enjoy powerful forecasting and modeling
capabilities without the expense and problems that come
with personal computers.

OmniCalc lets managers easily analyze financial
schedules, budgets, cash forecasts, planned expenses,

sales forecasts, and a whole lot more.

And since OmniCalc is backed by the power of your
mainframe, it’s far more capable than the micro-based
spreadsheets like VisiCalc*

Of course, there are those in your organization who

do need word processing and other capabilities. For

them, we're working on an expansion of OmniCalc which
will be available soon.

Discovering that you already own a large inventory
of IBM personal computers can be highly profitable for
your company. And so can all the other advanced software
products powered by Tower. OmniCalc runsin CICS,
VM/CMS or TSO environments. For complete details in
California, Hawaii, and Alaska, call (714) 752-8263. In the
rest of the continental United States, call toll-free
(800) 854-7551. 19782 MacArthur Blvd., Suite 365, Dept.
OCB, Irvine, CA 92715.

*VisiCalc is a registered trademark of VisiCorp.

TOWER SYSTEMS
INTERNATIONAL

Advanced Software Powered by Tower.
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Ratings Values
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Legend

wmmm Specific Product Rating
—= Group Average Rating

MANTIS e Cincom Systems, Inc., 2300
Montana Avenue, Cincinnati, OH 45211 e
513-662-2300

29 responses ® 76% judged package and 66% judged
vendor outstanding @ 17% actively seeking to replace
package, . with 0% citing unsatisfactory performance as
reason:

CA.- OP'i'IMIZER e Computer Associates

International, Inc., 125 Jericho Turnpike, L

Jericho, NY 11753 ' 516-333-6733

38 responses ® 92% judged package and 76% judged
vendor. cutstanding ® 8% actively seeking to replace
package, with O% citing unsahsluctory performance: as
reason, ¥

-

"IMSL f‘ORTRAN LIBRARIES e IMSL,

Inc;; Sixth Floor, NBC ' Building, ‘7500

- Bellaire Boulevard Houston, TX 77036 e

713-772-1927

44 responses ® 89% judged package and 66% xudged
vendor outstanding ® 2% actively seeking to replace

- ‘package, with 0% citing unsahslcctory performance as

reason.
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MARK IV e Informatics General Corp.,.  INTERTEST. e On-Line Software Inter- UFO Oxford Software Corp 174

9441 LBJ Freeway, Da]las‘ TX75243 €214-

231-1400

55 responses ® 62% judged packaqe and 56% sudged»

vendor outstanding ®18% actively seeking to replace
package. with 8% citing unsatisfactory. per(ormance as

“reason. -
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national, ‘Fort
Executive Dnve‘ Fort Lee, N] 07024 0201-
592-0009

65 responses . 94% )udq ed package and 83% )udged
- vendor outstanding: 8.2%: actively seeking fo replace

package, with 0% cmnq unsansfcclory performance as
reason.
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e Executive. Park, Two

: Boulevard Hasbrouck Heights, NJ 07604 .

201-288- 1515

.68 responses ® 79% judged packaqe and 57% )udged\

vendor: outstanding ® 9%- actively  seeking  to replace
package,” with 3% citing unsansfactory perlormanoe as
reason.

10

_ Overall Satisfaction-Support Services

Vendor Support

Performance
Operations

_ Overall Satisfaction-Product

O-W-L e Pansophic Systémé Inc, 709

‘Enterprise Drwe Oak Brook IL 60521 ()
312.986-2263

70 responses ® 86% mdged packaqe and 61% ;udqed :
vendcr outstanding ®.:13% -actively seeking to replace

package; wnh 4% cnmq unsatxsfactory per!ormunce as
- reason. |
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“NATURAL ) Software AG oi North«
- America; International: Center, 11800
. Sunrise Valley Drive, Suite, 1517, Reston,~

VA 22091 «703-860-5050

843 responses ® 73% judged package an )
endor‘oulstanqu . 30% actively. seeklt;tq,‘o repluc

57 responses ® 88%. judged packaqe and 65% ;udqed‘
vendor: cutstanding ® 2% actively. seeking. to replace
package, with. O% citing unsansfdctory performance asi:
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' Announcing

State of the Smart.

IBM 3270 Personal Computer

s o
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If you’re looking for a personal
computer that will satisfy your com-
pany’s professionals and managers,IBM
now has exactly what you need.

The new IBM 3270 Personal
Computer.

The factis, many personal computers
can be too personal for many business
environments. Not the IBM 3270-PC. Its
strength is the ease with which it commu-
nicates with IBM hosts and office systems
—in the next room or around the globe.

The IBM 3270 Personal Computer
is designed to accommodate the way
people actually work. It can display in
color up to seven windows of informa-
tion at one time. Four with data from
~ host computer applications (on the
same or different hosts), two electronic
notepads and one IBM Personal Com-
puter session. And despite its impres-
sive capabilities, the IBM 3270-PC is
small enough to sit on a desk without
taking it over.

The information windows can be
moved, just as a person moves papers
on a desk. They can be made bigger or
smaller, put on top for immediate atten-

tion or temporarily hidden when not in
use. Information on the screen can be
processed,printed or exchanged between
windows. And the IBM 3270-PC can be
programmed by the data processing
professional to meet the needs of each
end user or department.

The IBM 3270 Personal Computer
offers outstanding price/performance.
And volume discounts are available. It
could turn desks throughout your com-
pany into very Smart Desks .

-To arrange to have an IBM market-
ing representative contact you, call toll
free 1 800 IBM-2468, — = == =
Extension 82. Or
send in the coupon.

IBM
| DRM, Dept. BR/82

400 Parson s Pond Drive
I Franklin Lakes, NJ 07417

| (3 Please have an IBM representative call me.
[ Please send me more information on the 3270 Personal
I Computer. .

| Name " Title

I Company

I Address

|
I
I
I
|
|
|
I
|
|
I City . State Zip l i
-

The Smart Desk from IBM
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: Ratings Values
-10-9: Superior
~ 8-6: Very Good

8-3: Acceptable
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Legend

= Specific Product Rating
— Group Average Rating

' SHADOW I o Altergo Products, Inc. 400

W. Cummings. Park, Suite 6900, Wobum,x

MA 01801 ¢617-938-8811

52 responses ® 83% ‘judged package and 69% judged

vendor outstanding ® 44% actively seeking to replace
package, with 6% cxhnq unsahsfactory performance as
- reason, i |
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 ADR/DATACOM/DC e Applied Data
“Research, Rt. 206 & Orchard Road; CN

Prmceton, ‘NJ.08540 ¢201-874- 9100

51 responses ® 57% judged packaqe and 37% judged:

vendor outstanding @ 24%: actively seeking'to replace

- package; with 10% citing unsaﬁsfactqry performance as

" ADR/ROSCOE s Applied Data Research.

Rt. 206 & Orchard Road; CN 8, Prmceion

- NJ 08540 ¢ 201-874- 9100

51 responses ® 86% judged package and 71% judged

“ vendor. outstanding’ ®:4%" actively seeking- to réplace

package, with O% citing unsans(actory pedormance as

reason. reason:
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' NDL . Burroughs Corporahon Burroughs

Place, Detroit, M1 48232 ¢ 313-972:9127

48 responses @ 81% judged package and 69% judged

vendor ‘outstanding ® 10%' actively seekingito replace
package with 0%: citing unsahsfactory performance as’

ENVIRON/ 1 ) Cmcom Systems Inc,\
2300 Montana ‘Avenue; Cmcmnan OH\

45211 513:662:2300

vendor oulstanding @ .43% actively seeking to replace

- Teason, . package, with 4% citing” unsatisiactory perlormance as:
: reason: e
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- CICS/VS (] IBM Natzonal Accoums
~Division, 1133 W
Plains;. NY 10604 ¢ 914-696-1900°

54 responses ® 74% 1udged package and 54% )udqed .

estchester Avenue, Whlte

35 tesponses ® 83% judged package and 68% )udqed

+ vendor outstanding ® 3% actively seeking 1o replace

package, with OO/\ cmnq unsahsfactory performance as
reasen. X
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~ICCF o IBM \Naﬁonal A\écbunts Division,
1133 Westchester Avenue, Whlte Plams
NY. 10604 ¢ 914-696-1900

~ 31 responses ® 68% judged packaqe and 52% ;udqed
. vendor outstanding ® 23% actively seeking to replace

- package, with 0% citing unsansiactory periormdnce as- -

: ’,reason,

Véndor Support

Operations: - ‘,

- Overall Sa/{isfat:'ﬁc:tn}sy\:lpp‘éx;l’ Services
' Performance

~ Overall /Saatisfaééiéx{-i’réd\ict’ .

IMS/DC . IBM National Accounts ;
 Division, 1133 Westchester Avenue, thte
Plains, NY 10604 @ 914-696-1900 el
- 24 responses ® 83% )udged package and 79% ;udged \
~ vendor oufstanding: @ 4% actively seeking o replace
package, with 0% cmng unsahslactory perforrrance as

INTERCOMM . Polygon Systems 71

- Fifth Avenue, New York NY 10003 e212:
- 741-5200 :
- 31 responses ® 65% )udqed packeqe and 45% mdged :
- vendor outstanding' ® 71% actively seeking to replace
\_package with 13% cmng unsansfactory per!ormance as
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Tei'minal/Systelh Architect_ure in Dafa ProceSsing for IBM End Users

We’re saving Blue Cross/Blue s1gmﬁcantly faster and more accu-
: yrth Carolina $500,00 rately saving $500,000 per year in
1g costs. ..and reducmg ~ processing costs.
he load on their IBM ainfram ‘And witha CP/M® operating sys

communication consoles accessing v
‘host programs ﬁ'om the keyboard

2/593- 1565
A Greensboro 919/ 85 ;




Ratings Values
10-9; Superior
8-6: Very Good

5-3: Acceptable
2-1: Inadequate

Legend
mmmmm - Specific Product Rating
—= - Group Average Rating

COM.-PLETE e Software AG of North
America, International- Center, 111800
Sunrise Va]]ey Drive, Suite 1517 Reston,
VA 22091 e 703-860-5050

48 responses ® 71% judged package and 54% Judged
vendor outstanding @ 15% actively seeking to replace
package, with 4% citing unsatisfactory performance ‘as
reason.

’-——]0

Overall Satisfaction-Support Services

Overall Satisfaction-Product

- Performance
Vendor: Support

Operations

TASK/MASTER e TSI International, 187
.g)sagbury Boad, ‘Wilton,.CT: 06987 e:203-
23 responses ® 30% judged package and 13% ;udged ‘

vendor outstanding @ 83% ‘actively seeking to replace
package; with 35% cmng unsatislactory performance as

TONE 3 e Tone Software Corporation;
1735:S. Brookhurst, Anaheim, CA 92804 o
714-991-9460

19 responses ® 84% judged package and 74% judged
vendor: outstanding ' ®:37% actively seeking to replace
package, with 0% citing unsahsfcciory performance as

reason. reason.,
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76 responses ® 88% judged package and 83% judged
vendor outstanding ' @ 26% actively seeking to replace
package, with 0% citing unsatistactory performance ‘as
reason.

WESTI e Westinghouse Electric. Corp,
2040 Ardmore Boulevard, Pittsburgh; P.A\_

THE LIBRARIAN e Applied Data
‘Research; Rt: 206 & Orchard Road, CN 8,
Princeton; N]: 08540 ¢ 201-874-9100

49 responses ® 94% judged package and 78% judged
vendcr omstanqu ® 0% actively’ seekmq lc replace
packaqe

Overall Satisfaction-Support Services

Overall Satisfaction-Product

Vendor. Support

Performance
Operations

Overall Satisfaction-Support Services

Performance

: Overill Satisiacﬁor;-Product

5Verv\dor Supbort, i

o
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S
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ACF2 o The Cambridge Systems Group,
94022 0415-941-4558

vendor outstanding - ® 4% actively seeking ‘to replace
- package; with.0% citing unsatistactory’ performance as

reason.
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24275 Elise Court, Los Altos HIHS CA
e +.04022 . 0415:941:4558
72 responses ® 96% judged package and 81% Judged ,

SUPER-MSI () CGA Software Products
Group, 1370 Piccard Drive; Rockville, MD
20850 301-948-9600

48 responses ® 92% judged package and 73% Judged
vendor: outstanding. ® 8% ‘actively seeking fo replace
- package, with: 2% citing unsans(aclory periormance as’

ASM2 e The Cambridge Systefns C—ﬁ"oup, :
24275 Elise Court, ‘Los Altos Hills, CA\

64 responses ® 89% judged packaqe and 70% )udged
vendodr:outstanding ® 11% actively seeking to replace
package, with 0% citing" unsahsfactory perlormance as
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B _ ‘ ,
3270 Networking: NoMoreNoMan's AN,
Imagine. 3270 Processing. ]IBM—Compaﬁblé Personal Computing. :
Local Area Networking. And SNA Compatibility. In One System.

Imagine a system that successfully settles the
uncharted territory of 3270 local networking—that “no
man’s LAN” of unlinked and 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
four distinct controllers—and multiple coaxial links
of up to 10,000 feet each—to any of those LANs.

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 throughput, while reducing
hardware and support costs in any environment. Capa-
bilities like multi-host and multi-personality support,
application and address switching, and system printing.

This system would have multi-user personal
computing “built into” the network—allowing you to

. “ELAN is a trademark of The Braegen Corporation.

assign true 16-bit computing power, maintain overall
MIS control, and share expensive disks and printers.
Such a system would boast an intelligent display
station that displays a mastery of ergonomic and
aesthetic design. With multi-screen formats, anti-glare
screen, low-profile keyboard, and a tilt-and-swivel
pedestal with the smallest footprint in the industry.
Such a system would also include a full line of printers.
Imagine. 3270 processing. IBM-compatible personal
computing. Versatile, economical, powerful local area
networking. In one system. :
Braegen has imagined just such a system. They hav
designed it. Built it. And called it the ELAN™ System.
If such a system sparks your imagination, give us
a call. We know the feeling. The Braegen Corporation,
525 Los Coches Street, Milpitas, CA 95035, (408) 945-
8150; TWX: 910-338-7332.

Z’l
/ﬁ%ﬂf’"’zﬂﬁf ‘ |
9 /L;/W/f/ BRAGEN
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The Texas [nstruments
Juite simyply, the best
on the market today
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Professional Computet.
ersonal computer
And tomorrow.

For your best petformance and productivity,
| rely on theTI Professional Computer.

} Critics have called it “the machine
IBM should have designed.” And
“the optimum personal computer.”
And thousands of demanding busi-
ness and professional people have
had similar praise for the design,
software availability and depen-
dability of the Texas Instruments
Professional Computer. Here’s why.

Best internal design.

With the TI Professional Computer,
you avoid the possibility of com-
puter underbuy or overbuy. Unlike

| IBM; our standard PC can grow to
XT capability — so you don’t have
to choose between a PC or an XT.
If you need more computer after you
buy the standard TI Professional
Computer, add features like internal
‘memory up to 768K RAM. And
internal 10 megabyte Winchester
disk. Or other expansion capabili-
ties which you can add using our
5 built-in option slots. So you get
more computer without buying
a new one. -

Best graphics.

Our high resolution monitors
give you some of the sharpest dis-
plays available, 3-plane
graphics and the capability
for 8 simultaneous colors
or monochrome shades
(IBM and Apple give you
only 4). Plus, unlike IBM,
the same software runs
| on either the color or

monochrome
monitor.

Best software available today.

Literally hundreds of third-party
software packages are available for
the TI Professional Computer. In-
cluding the best-sellers like Lotus
1-2-3™. TI and leading third-party
software suppliers are committed to
developing new programs to help
keep your business ahead.

| PSR PO IS0 9% 0 P P ) P W I % e

T
23 U8 G L S A e O 0

L M N BB

Best keyboard.

- Superior design makes this the
easiest to use keyboard. You get 12
programmable function keys for
faster, easier use. Separate numeric
keypad and cursor controls. And
isolated edit/delete keys to prevent
accidental loss of data.

Best new features for the future.
Come in to a participating dealer -
today for a demonstration of the TI

" Professional Computer using our
* revolutionary speech recognitiont

capability. Soon you will be able to
add the recently announced Speech
Command™ option to the TI
Professional Computer. This will
enable you to operate the computer
with simple voice commands.
Which lets you work -

a lot faster and easier.

Best support equipment.
We offer companion equip-
ment like the OMNI 800* °
Model 850 and 855 printers for
reliable hard copy output. And, in ™
early 1984, the EtherLink™ Local
Area Network to connect your office

workstations. All backed by the
TI worldwide network of service
and support.

See the TI Professional Computer

. for yourself. It is, quite simply, the

best. Today and tomorrow. Now at
participating ComputerLand stores
and independent dealers. For the
location nearest you, and answers to

questions about your computing .
W4
1

needs, call 1-800-527-3500.
- 'TEXAS
INSTRUMENTS
Creating useful products

and services for you.

* OMNI 800 and Speech Command are trademarks of
Texas Instruments Incorporated.

. EtherLink is a trademark of 3Com Corporation.

1-2-3 is a trademark of Lotus Corporation.

" tNow being demonstrated nationwide. Available early 1984.
Copyright © 1983 Texas Instruments 2773-040PC



Ratings Values
10-9: Superior X
8-6: Very Good

8-3: Acceptable
2-1: Inadequate

-Legend

mmmm  Specific Product Rating
—= Group Average Rating

Jericho, NY 11753 e 516-333-6733

56 responses ® 91% judged package and 73% judged

package. with 2% citing unsatistactory. performance as

CA.DYNAM/D e Computer Associates
International, Inc.; 125 Jericho Turnpike,.

vendor outstanding ® 7% actively seeking ‘to replace " *

CA-DYNAM/T o:Computer ‘Associates’

International, Inc; 125 Jericho Turnpike,
Jericho, NY 11753 ¢ 516-333-6733

65 responses ® 85% judged package and 71% judged
vendor outstanding ®.8% actively seeking to replace

. package, with 0% citing unsatisfactory performance as

reason. B reason:
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CA.JASPER e Computer Aésoéiates
International, Inc;, 125 Jericho Turnpike,
Jericho, NY. 11753 ¢ 516-333-6733

48 responses ® 58% judged package and 56% judged
vendor- outstanding:®:4% actively seeking to replace
package, with 0% citing unsatisfactory: performance as.

reason. -
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Overall Saﬁﬂacﬁon-?roduct

[
Overall Satisfaction-Support Services

Vendor Support

Operations

e

- Perlormance

national, Inc:, 125 Jericho Turnpike,
Jericho, NY 11753 @ 516-333-6733

vendor outstanding - ® 10% actively seeking to replace
package, with 0% citing unsatisfactory performance as
reason., \

Ovérall Satistaction-Support Services

~Vendor Support g

Performance
Operations

- Overall Satisfach’oumduc(

‘CA-RAPS o Comp\uter Associates Inter-

88 responses ® 93% judged package and 69% judged ;

s

CA7SCHEDULER e Computer Associates ./
- International."Inc.; 125 Jericho Turnpike,

Jericho, NY 11753 ¢516-333-6733

. 29 responses ® 52% judged package and 35% judged

vendor-outstanding @ 10% actively seeking to replace
package, with 7% citing - unsatisfactory performance as
reason.’ .
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Overall Satistaction-Support' Services

Overall Satisiac?ion-?r:;d\;ct

Performance
Vendor Support

Operations

Ly

[ I T T ' T I [ ‘ I | |
- ;
Overall Satisfaction-Product

CA-SORT e Computer Associates Inter-
national, Inc.; 125 Jericho Turnpike,
Jericho; NY:11753 ¢-516-333-6733 . :
65 responses ® 94%-judged package and 85% judged:
vendor outsta