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; !') ) 0 you want one software system to meet all

| of your Information Center needs? Look no
.=/ further. The SAS® System can reduce the
applications backlog and improve productivity
throughout your organization.

Discover. . .
The SAS Solution for End Users

You can meet every computing need with the in-
tegrated SAS System. Use it for prospect files, sales
reports, tracking systems, spreadsheets, mass mail-
ings, project schedules, product mix models, fore-
casts, and presentations. All this and more with the

SAS System.
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Discover. . .

The SAS Solution for Programmers
The SAS System satisfies your programmers’ needs
too. With a few simple statements, you can read files
from your production systems and DL/I data bases.
You'll find the SAS System ideal for adhoc report-
ing, problem solving, and prototyping.

q{

Discover. . .

The SAS Solution for You

The SAS System helps you cope with all your end
users’ and programmers’ needs. One system gives
you the software tools for every application, on the
hardware you’ve already installed. The SAS System
runs on the IBM 370 family of machines under OS,
TSO, VM/CMS, DOS/VSE, SSX, and ICCF, and
under Digital Equipment Corporation’s VMS™ and
Data General Corp.’s AOS/VS operating systems.

7~ Enployee Nusbers
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Put the SAS System
in your Information Center.
It may be the best decision you
make all year. 9 9 .

SAS Institute Inc., Software Sales Department,
SAS Circle, Box 8000, Cary, NC 27511-8000, USA.
Telephone (919) 467-8000. Telex 802505.

International customers, call the Institute’s Inter-
national Marketing Department for information on
your local distributors.

SAS is the registered trademark of SAS Institute Inc., Cary, NC, USA.
'VMS is the trademark of Digital Equipment Corporation, Marlboro, MA.
Copyright © 1984 by SAS Institute Inc. Printed in the USA.




* SNA, Ethernet, X.25 « Scientific languages

The new Perkin-Elmer 3208 fits
a lot into a little package. Designed
to fit the office, laboratory or factory
environment, it fully supports up to
16 users — at the lowest cost per
user in its class.

And the 3203 is a full member of
our Series 3200 family of supermini-
computers. So as your application
grows, your computer can too, with-
out sacrificing software or peripherals.
Mainframe-class software

Tailored for real-time applications,

the 3203 runs not just a subset, but
full versions of powerful Perkin-Elmer
software. Like a complete relational
database manager. Comprehensive
networking. Even our high perform-
ance scientific languages.
That's real supermini versatility
now and for the future, at a price
starting as low as $10,292*
Featuring up to 4MB of memory,
170 MB fixed disk storage, a
cartridge streaming tape, plus an .
SCSi bus for peripheral flexibility, this

low-cost entry into Perkin-Elmer
computing is easy to install,
configure and use. Allin all, a
very fitting choice.

Fit us in: :
1-800-631-2154.

Or contact the Perkin-Elmer
Corporation, Two Crescent Place,
Oceanport, NJ 07757,

(201) 870-4712.

*OEM quantity 100; single unit price $16,600
(U.S. prices only)

PERKIN-ELMER
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Centralized
network
management.
As your network
grows—linking
offices, cities or
counliries —you can
centralize monitoring and control
functions through the ANM-800
Advanced Netwoik Manager.

A central console controls up to
32 remote nodes. User-friendly
color graphics help you tell ata
glance the real-time status of the
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fine-tune your netwo

future growth.
Working with information from

Infotron’'s 790 and 792 Network

Concentrators. the ANM-800 pro-

vides diagnostics, alarms and event
reporting. Ali designed to help you
pinpoint problems and take correc-
tive action.

Flexibility and growth:

about ANL"

The ANM 800 is a key component
of Infotron's Advanced Network
Integration, a concept for network-
ing growth that means the Infotron
equipment you buy now will never
be obsolete. ANI also gives you the
flexibility to extend your network,
expanding and reconfiguring as
your needs change.

And our systems suppaort pro-
vides the help you need —from
engineering assistance to training
to worldwide field service—to ensure
ongoing network performaice.

To find out more, send the

CIRCLE 4 ON READER CARD

coupon 1o Infotron Systems
Corporation. Marketing Depart-
ment, 9 North Olney Avenue. Cherry
Hill. NJ 08003. Or call toll-free
1-800-345-4636.

Infotron. First in

performance and reliability.

Please send me more information  ns 15

about ANI™ products. and the
ANM-800 Advanced Network Manager

Name — R

Address
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.. Hyouwantto

implement a true corporate
~Information strategy;
here are the places to start.

* IDMS/R, Cullinet’s high performance relational database, pro-
vides the foundation for a successful corporate information system. -
And a Cullinet Seminar provides a thorough introduction to IDMS/R *

To arrange to attend one of the Seminars listed below, phone,
toll-free, 1-800-225-9930. (In MA, the number is 617-329-7700.) Or
simply return the coupon.

*Cullinet also offers Seminars on our Hurman Resources Ménagement System, Financial

System, Manufacturing System and Information Center software products. Inquire about them
when you call. :

" ALABAMA KANSAS

DATAMATION

LAB ANS Rochester. .. ... June 19
glrn;mgl}llam. e Jﬁne %’é Wichita......... June4 NORTH CAROLINA
untsvile. ... ay KENTUCKY . Charlotte ....... May 21
Montgomery. . . .. July 11 Lexington. . . .... July10 OHIO
Louisville ... . ... June 19 Cleveland. ... ... June 5
Anchorage. .. .. June 20 Columbus. . ..... July 12
3 LOUISIANA
ALBERTA : New Orleans . ... May 16 ONTARIO ;
Calgary......... May 28 MARYLAND Ottawa ........ June 27
Edmonton ... ... May 21 Baltimore . ...... June7 g%r Nolr\}tSOYLVANIA June 25
ARKANSAS : ~ ‘
RS Juness MASSACHUSETTS =~~~ Valley Forge..... July 10
BRITISH COLUMBIA MICHIGAN Y7 QUEBEC May 17
Vancouver ... May 23 Detroit . ........ May21  (English
CALIFORNIA L Detroit ......... July 16~ Quebec City..... June 6
Berkeley........ June4  Grand Rapids. . .. May 22 (French)
Los Angeles.... June25 Lansing......... July 17 RHODE ISLAND
81‘3118,9 County .. May 21  MiNNESOTA = . Providence. .. ... July 16
e Dle(g;fﬁéﬁT' - June 11 Minneapolis, ... June13 SASKATCHEWAN %0
)NNE 1 . QT egina. ......... ay
Bridgeport/ MISSISSIPPL | e13 SOUTH CAROLINA
New Haven.... May 21 S0 >>2 ---cc-- Charleston . .. ... July 12
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FLORIDA -Louis. ... Y 23 TENNESSEE
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Orlando. . ....... June 6 ' ga. . ... wy
NEW JERSEY Kingsport....... June 5
GEORGIA Atlantic City. . . .. May 23 Nashville .. .. .. June 26
Augusta ....... June 26 Fairfield....... June25 TEXAS '
Columbus. . ... .. May 22 Newark Airport.. May 16 Houston .. ...... May 30
Savannah...... June 28  Princeton . .. ... June 26  Lubbock . . ... ... May 21
ILLINOIS : NEW YORK . VIRGINIA
Chicago. ........ June 25 Buffalo ......... May 21  Lynchburg..... June 13
INDIANA New York . ..... June 18 Norfolk......... May 22
Indianapolis. . . .. July26 NewYork....... July 17  WASHINGTON )
SouthBend ..... ~May 16 Longlsland .... June 19

Seattle.......... May 23

r:Yes, I'd like to attend a Cullinet Seminar.” -

Please enroll me in the Seminar in on
(CITY) (DATE)

Name. Title

Address : City
State/Zip

) I Corﬁpany/Departmenr

Cullinet

| We understand business better than
] any software company 1n business. :
Send to Cullinet Software, 400 Blue Hill Drive, Westwood, MA 02090-2198 DM515
N E—
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cutting phone lines.

With Codex’s complete
line of statistical multiplexers.

You see, what a Codex
mux does is take data that
used to be transmitted over
two, three, even sixteen lines
and transmit it over just one.
Doing this not only decreases
phone line costs, but increases
operating efficiency as well.

In fact, a Codex mux can
save your company consider-
able time and money. Even if
youre only networking as few
as two terminals.

Later, when your needs
expand, so can your network.
Codex has muxes that can sup-
port anywhere from just a few
terminals to several hundred.
Whether theyre graphics ter-

minals, printers, pc’s or CRT.
A Codex applications

expert will gladly tell you more

about the advantages of taking

O you've been put in
‘charge of making sure data flows
smoothly to and from your
company’s remote offices.

You could continue the
expensive practice of trans-
mitting strictly by modem. (The
phone company would like that
very much.) |

Or you can cut costs by

© Copyright 1985 Codex Corp.

away your computers phones.

Get us on the line. For more inform-
ation, call 800-426-1212.
Extension 240. Or write Codex
Corporation,
Dept. _—
707-240,
20 Cabot
Boulevard,
Mansfield
MA 02048.

@ MOTOROLA




__INTRODUCING THE HEWLETT-PACKARD TO

E

ett-Packard

With the new Touchscreen ll, it's
easy to put your finger on a
problem (and a solution). Simply
point at what you want.

When you take a look at the
Touchscreen ll, the first thing
you'll see is our new high-
resolution 12-inch screen.

UCHSCREEN

The new Hewlett-Packard Touchscreen Il
personal computer is the mainstay of an
office automation system designed to be easy.

Easy to learng Easy to operatem Easy to
place in an office information network.

In short, Touchscreen Il makes it easy to be
productivem Here are a few pointers.

WHEN YOU SEE WHAT
YOU WANT, POINT.

Sit down to work, and Touchscreen Il displays
a selection of application software on a
high-resolution 12-inch screen.

Find the one you want to use, then touch the
oint on the screen where it appearsm
nstantly, the program is activated.

You're freed from typing complicated
gibberish commands@ Simply look, touch,
and move on.

THERE'S PLENTY
TO POINT TO.

Touchscreen Il allows you to choose from
over 600 of the most popular business
software packages® In addition, you can use
Hewlett-Packard’s own software librarym



Including our new Graphics Gallery,which
offers you presentation graphics of a quality
previously available only from larger
computers& And, with HP's new Executive
MemoMaker, it's easy to merge graphics with
text—right on the screen.

Most of these packages are enhanced through
the use of touch and soft keys, which execute
complex commands in one stroke & This not
only speeds the operation of Touchscreen /I,
it sp_et:eds the learning process required to
use it.

EVERYONE IN YOUR OFFICE
WILL GET THE POINT.

Touchscreen Il requires minimal orientation,
even for the beginning user This is largely
due to an ingenious system called Personal

Applications Manager, or PAM.

PAM displays program ap;?lications as
English-language labels @ These labels, when
touched or activated through soft keys, get
you into programs immediately.

PAM also enables you toaccomplishanumber
of common jobs—such as switching from pc
to terminal mode —with a single keystroke.

Touchscreen Il is easily set up for peripherals
like printers and plotters, thanks to the
pictorial menum Simply touch the pictures
that match the devices in your system.

GET YOUR POINT ACROSS.

Touchscreen Il makes it easy to communicate.

Built-in terminal capabilities and a variety
of data communication devices allow
Touchscreen Il to exchange information

with Hewlett-Packard, DEC and IBM host
computers& Acting as a terminal,
Touchscreen Il enables you to tap into the
power of these larger computers, making use
of their software, databases and peripherals.

Touchscreen Il will also relay information
among pc's (including IBM) and peripherals as
the hub of a 3Com™ Ethernet Local Area
Network.

A BIG HAND FOR
OUR PERIPHERALS.

Plotters, LaserJet and ThinkJet printers, mass
storage devices, user interfaces and more are
available from Hewlett-Packard.

And they're all built to Hewlett-Packard’s
meticulous standards of quality & Not merely

uality of construction® But a quality of
thinking that precedes it.

If you'd like more pointers on the quality and
simplicity of the new Touchscreen Ii, call us
toll-free at 1-800-FOR-HPPC, Dept. 276X,
for the name of your nearest Hewlett-Packard
dealer or sales office.

The more you simplify, the more you'll
produce@ And productivity is, after all, the
point of this discussion.

3Com™is a U.S. trademark of 3Com Corporation.

HEWLETT
(ﬁ/’ PACKARD
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Let Dataware provide
proven software and
dependahle services
for your conversion

COBOL to COBOL’
Circle 96 on Reader Card

AUTOCODER/SPS to COBOL
Circle 97 on Reader Card

EASYCODER/TRAN to COBOL

Circle 98 on Reader Card
BAL/ALC to COBOL

Circle 99 on Reader Card
FORTRAN to FORTRAN

Circle 100 on Reader Card
PL/1 to COBOL

Circle 101 on Reader Card
RPG/RPG Il to COBOL

Circle 102 on Reader Card
RPG/RPG Il to PL/1

Circle 103 on Reader Card
DOS to OS

Circle 104 on Reader Card

Call or write today.

Twenty Years Ago/Ten Years Ago

LOOKING

BACK

Uanpl
DB,

Dataware,Inc.

A Computer Task Group Company C:TG

3095 Union Road

Orchard Park, NY 14127-1214
Phone: (716) 674-9310 -
TELEX: 510-100-2155

8 DATAMATION

THIS IS YOUR LIFE: LEO |

May 1965: Spurred by the recent retire-
ment of one of the first British vacuum
tube computers, DATAMATION published
“The LEO I: There Was a Machine.” After
14 years of active service, “bits” of LEO I
(Lyons Electronic Office) were being
moved to the Science Museum in Lon-
don. The history of LEO I dates back to
1947, when T.R. Thompson, after visiting
the U.S., became convinced early com-
puters like ENIAC demonstrated the feasi-
bility of electronic office management.
Reporting back to his directors at J. Ly-
ons & Co., the large catering and restau-
rant firm, an optimistic Thompson got
approval to pursue his ideas. Since the
Mathematical Laboratory at Cambridge
University was in the midst of developing
EDSAC, Thompson decided to reengineer
and modify the EDSAC design,hoping to
produce a machine capable of performing
office management computations.

' Author Gordon R. Gibbs ob-
served that the basic units and flow of
data were ‘“relatively conventional for
that period; however, the input/output
equipment was on-line and was isolated
from the computer itself by a series of
buffer registers, known as ‘annexes,’
which essentially allowed the computer to
continue until input or output was avail-

able.” Programs were fed into LEO I by -

means of high-speed paper-tape readers
or from a punched-card pack. It took 1.5
seconds to compute a man’s wage allow-
ing for all the intricacies of the British in-
come tax and social security systems,
compared to a manual speed of eight min-
utes—a remarkable feat for 1951.

LEO I had more than 7,000 tubes
which were checked every morning by a
technician (who received a bonus for do-
ing the test) until it was programmed to
detect those tubes destined for failure.
Some of LEO I's early accomplishments
included computing the optimum mix for
Lyons tea, recomputing new tax tables,
performing fundamental crystallography,
and calculating the Lyons payroll. In
1953, the total system was dedicated; LEO
II was born and the LEO legacy continued.

TIMESHARING VS. PCS

May 1975: From the time we were chil-
dren, we have been taught to share. In
this issue, however, Berthold K.P. Horn
and Patrick H. Winston advocated the re-
turn of processors dedicated to individual
users without sharing. Though the idea of
timesharing had dominated interactive
computing for more than a decade, Horn
and Winston believed the time had come
to return to the personal computer.

“It makes sense today, because it
is certainly superior to have 30 systems
that give excellent steady service for
$33,000 than to have one central time-
sharing system that cannot adequately
support 30 users and costs $1 million.
The economics of scale in the past fa-
vored putting all one’s eggs in one basket.
The balance will now tip the other way,”
stated Horn and Winston.

Decentralization of computing
components such as processors, memo-
ries, and file systems were also of concern
to Horn and Winston. With setup costs
very high and production costs very low,
the authors predicted standardization on
a small number of products with wide
applicability.

Horn and Winston also gave ex-
amples of the pc as a further sophistica-
tion of minicomputer systems. A system
that would cost around $33,000 to build
was focused on, and the authors expected
a group of these systems to be used like a
secretarial pool. Each system would be
“totally dedicated to individual users on
demand, but would reside in a central
pool otherwise.” .

As evidenced by their inclusion of
Kay’s and Greenblatt’s systems, the au-
thors were not only thinking of typical
business computers. Alan Kay’s Dyna-
book, rumored to be under development -
at the Xerox Palo Alto Research Center,
was a display-oriented system intended
for educational use. Meanwhile, Richard
Greenblatt and Thomas Knight were de-
veloping a pc to efficiently execute very
large programs written in high-level lan-
guages like Lisp, Planner, or Conniver.

—Mary Ann Hariton




WITH OUR BR:

MUX, YOU CAl KEEP USING

That makes it easiertoowna - configuration and remote
mux. And a lot less expensive. - diagnostics. How remote?
Because when you connect - You or your service people
our 7400 Series statistical multi-  can examine and reset the 7400
plexer to an ordinary phone line,  from anywhere you can find a

you pay only for the callsyou ~ phone. And that's something no
make. Not for the use of aleased  other multiplexer can offer. -
line, 24 hours a day. Of course, the 7400 sends data

Obviously, this is no ordmary over leased lines, too. Just like
mux. For starters, it can handle any other multiplexer.
4 or 8 channels. And features But the way we look at it,
(among other things) remote why pay for a leased line if you

CIRCLE 8 ON READER CARD

RACAL}

don’t really need one? What
you do need is a brochure and

~that's free.

For yours, call (800) 543-3000,

Operator 507.In Cahforma, call

(408) 946-2227.

But don’t stay on the line too
long. One of our muxes might be
tt‘ying to get thr ough. ©1985,Racal-Vadic.

'Racal-Vadic



“YAX IS GIVING
AMF MORE TIME FOR THE THINGS

THAT REALLY MATTER?

Michael Lilly
Director, Corporate MIS/Operations
AMF, Incorporated

Tomany people AMF means
recreational sports. Buttoday it
alsomeans electronic compo-
nents, filtration equipment, auto-
mated process equipment
andmore.

It's a vastly more complex
company. A company made

vastly more manageable by
Digital’s VAX™ computers - the
vital component of office auto-
mation at AMF Corporate/MIS
Operations.

AsMichael Lilly says, the
company's decision to stake its
futurein MIS on Digital's VAX
computers - and the office
automationtoolslike All-in-1,*
DECnet™ and DECmail™ soft-
warethatrunonthem-was
hardly asnap judgment.

Every major computer com-
pany was considered. Lilly says
that, “‘dollarfor doliar” only
Digital’s VAX system offered
the power, ease of use and com-

munications capability with other

computer systems - including
IBM -that AMF needed.
So AMF chose the VAX com-

puter - the best-selling 32-bit
computer inthe world - and
waited to see what the machine

.could do.

*’SUDDENLY

WE HAVE TOOLS AND
CAPABILITIES WE
NEVER HAD BEFORE."’

Lilly and his group didn’t
havetowaitlong. The system
was up and running within days.

Reaction within the depart-
ment was rapid and gratifying.
“We really got excited aboutit,”
says Lilly. “Immediately, we were
communicating better’ And
there was more - spreadsheets

and word processingand amail 7

system. “Suddenly,” Lilly said,
“we had a vehicle for total open
communications to every impor-

© Digital Equipment Corporation 1985. Digital, the Digital logo, VAX, VMS, All-In1, DECnetand DECmail are trademarks of Digital Equipment Corporation.

Y

tant person or departmentinthe
corporation.”

Part of the story behind
AMFs almostinstantaneous rap-
port with the VAX system is that
it's so easy to use. Menus and
operating commands are the
same for each fully integrated
application. Whole functions are
completedin as few as two key-
strokes. And because everything
isin plain English, it'sliterally as
simpleasA-B-Cto mcorporate
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any VMS™ applicationinto the
daily work routine.

“‘INSTEAD OF SIX
WEEKS T0 DEVELOP
AN APPLICATION,
ITTAKES TWO."’

VMS software development
tools have soimproved the way
things are donein his depart-
ment, Lilly says, that he projects
the savingsin applications devel-
opmenttime and costs alone at
some 70 percent.

“Many of our new applica-
tions here at AMF will be written
onthatmachine. | can’t quantify
it exactly. Alll know isthat I'm get-
ting aheck of alot more bang for
my buck.”

The first tests of VAX equip-
ment proved so successful,
that AMF quickly enlargedthe
system, adding terminals and
DECmate™ and Rainbow™ per-
sonal computers. New de-
partments wentonline, for ex-
ample finance.

“Andthat,” says Lilly, “really
created an explosion.” Now
AMF isimplementing programs
like general ledger systems,
stock options and inventory sys-

tems, and keeping more efficient
and flexible records, fromac- -
counts payable to personnel.
Adds Lilly, “People here are
screaming to be onthe VAX
system, andthere’sgottobea
reason forthat. And I tend to

~< -

-
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ment, mailing lists, discounted
cash flows, spreadsheets they
couldn'teven beginto do before,
versatility, tremendous graphics
potential. It's just a whole world
of opportunity thatis elevating
AMFtothe forefront.”

“‘ANYONE WHO

USES VAX IS GOING

T0 GET THE

COMPETITIVEEDGE."’
Lilly feels the VAX system

has already elevated his own

department to the forefront.

“It's put corporate MIS onthe
map,” he says. “It has effectively

increased productivity and effi-

ciency. People are beginning to
believe we can do the things we

say we are goingtodo.”
And what VAX technology

—

-
-
-

e o

isdoing for his group, Lilly be-
lieves, it can do for all of AMF, or
indeed for any company. “‘Any
corporation that employsthis
technology,” he says, “is going
to getthe competitive edge.

“This technology will ex-
plode. Because there are a
thousand reasons to have it.
But what it really all boils down
tois this; everybody will want a
VAX system because they can
do the job better, faster and
more efficiently.

“And that's what really
matters.”

BESTENGINEERED
MEANS ENGINEERED
TOAPLAN.

VAX office automation com-
puter systems, like all Digital
hardware and software prod-
ucts, are engineered to conform
to an overall computing strategy.
Thismeans our systems are en-
gineeredto work together easily
and expandinexpensively.

Only Digital provides you with a
single, integrated computing
strategy direct from desktop

to data center.

Tolearn more about Digital’s
VAX system, call toll free: 1-800-
DIGITAL, ext. 200, or write Digital
Equipment Corporation, 200
Baker Avenue, West Concord,
MA 01742,

THE BEST ENGINEERED
OMPUTERS
IN THE WORILD.
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“The computer is down.”

It is ironic that when we STRATUS  IBM HP 3000 DEC Why Stratus May Be The
become dependent on com- RELATIVE 22400 438 28 vax LT —Bézt Computer %‘or The
puters, we are at their mercy. As | pPERFORMANCE* 125 100 64 109 Times, For The Money.
more and more companies go PRICE $446,350 | $707,897 | $437,754 | $656,889 Considering its showing in
on line, the industry reliability PRICE overall price/performance com-
standard of 98.5% becomes PERFORMANCE | $ 3,571 | $§ 7,079 | $ 6,840 $ 5,999 parisons against the most suc-

unacceptable because it means
your compuiter is liable to go

Relative Price Performance Index
*Computerworld, August 20, 1984

cessful computers, Stratus must

down once every two weeks,
on a statistical average.

‘So, if you are a broker, banker, man-
ufacturer, or businessman who relies
on your computer more and more, take
note: Stratus Computers are designed
not to fail; not once every two weeks, or
once every 200 weeks, or once every
2,000 weeks!

Debunking The Myth That All Fault

Tolerant Computers Cost More.

It is a common and reasonable
assumption that because there is re-
dundancy (extra programming, or extra
components) in fault tolerant computers,
that makes them cost more. Where the

All systems are comparably configured with identical amounts of memory, disk
space, and communication lines. But, only the Stratus price includes fault tolerance.

redundancy is in expensive software,
this is true. But Stratus has hardware-
based fault tolerance that takes advan-
tage of the extraordinary advances in

chip technology. The result—price drops.

The fact of the matter is, our hardware
redundancy adds a mere fraction to our
cost, and absolutely nothing to your put-
chase price. What's more, in overall
price/performance comparisons against
the top computer names, including IBM,
DEC, and Hewlett Packard, Stratus was
at the front of the pack, despite the fact
that it included fault tolerance, while the
others didn't.

be considered. And when you
take into account the added
efficiency and security of fault tolerance,
and the fact that it is the world’s most
powerful fault tolerant transaction pro-
cessing computer, Stratus truly becomes
impossible to ignore. In the 1980’s Stratus
simply is the right computer, at the right
price. For information, contact your local
Stratus sales office, or call Peter Kastner
in Massachusetts at (617) 460-2192, or
toll-free at 1-800-752-4826.
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CONTINUOUS PROCESSING™

Now that the world relies on computers
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it needs a computer it can rely on.



| 3090-400 | After a firestorm of crltlclsm from customers “IBM is
| COMING SOONER | now prlvately saying that it will begln shlpments of
{1 . | its new top-of-the- line 3090 400 model way before the
| second quarter 1987 date announced a few months ago.
| Flgure early 1987 or even late 1986 as more realistic. |
| The estimate is based on remarks by Carl Conti, former |
E ':«;pres:.dent of the Data Systems D1v1s10n and now head of
| the Information Systems and Storage Group, at a recent‘ |
el brleflng for investors. The announced schedule for™ :
| the 51MIPS, dual-dyadic machine was "a conservatlve an
date, worst —-case situation. We fully intend to make 1ti” .
‘fearllery " He also offered a broad hint that a uni-
*’processor version of the 3090 is planned w1th severala

dpers in the audlence predicting a mid-1986 announce-
:ment (For more 1nformat10n about hlS presentatlon, :

~CAN TPF2

An 1ns1der at megabank C1t1corp clyalms the bank iscur- |
‘ DELIVER'> .

rently evaluatlng IBM’s Alrl ine Control Program and e
its transaction proces51ng front end TPF2, for pOSSl- e
fble rellef of its massive proces51ng volume bottle-- b
neck. Other banks, such as Bank of America and Crock-, lh
er, are now apparently following suit, sources add. o
; ;;‘,Current I/0and file management systems CICS IMS, or ~g{ o
'IDMS typically handle 15 to 30 ‘transactions per second i
rat best accordlng to recent ClthOI‘p benchmarks but i

:,cause of the software avallablllty It's not surprls‘_'[;ia*
'f1ng to hear that Honeywellwls de01dedly mlffed (see

 wAvis o513
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HOT BOX OF

- f‘"III IN SEPT.

o V:,RUMORS“AND
| Raw RANDOM DATA

THE YEAR ’

| NE‘TWORKED‘)D/BASE

| Iomega Corp 'S Bernoulll Box must be among the nomina-
, kftlons for the "Hot Box of the Year" award. More than
1 20, 000 of the removable '10MB to 20MB hard disk car-

| tridge system for IBM PCs and clones had been sold as

k of the end of 1984 at a suggested retall price of
. $2,695 or $3,695. In addition to now shipping a 5MB
~version of the box for Macintosh owners, Iomega is

- ~working on a half- helght version of the original 10MB

. [dr:Lves On the drawing boards are double-density ver-

| Sions of its current product line. The Ogden, Utah-
| based company, started by former IBMers; may have ap-

1 ‘fproached 1ndustr1al nlrvana its bus1ness has become a
; class:.c razor and razor blade. comblnatlon because 1t

o lghas more than 150, 000 hard disk cartridges for its var- :
| dious systems Smlth Barney stock analyst Kenneth
| Ch'uan-k'ai Leung estimates that the company’s revenues :

:1ll more than double thlS year to $120 mllllon. ?If’t, S

A networklng vers1on of Ashton Tate s popular new data- 1 ,'

| base management system for microcomputers, dBase III,
| will be released in September, follow1ng on the heels

'»”of the w:.thdrawal of the company's relatlvely unsuc-

| cessful multi-user version of dBase II. According to

: those users who have seen the package at work, there's

" | good news for mlcrocomputer mavens at companies sweat-

| ing out 1ncompat1b111ty problems in their local area. |

- | networks: the new dBase III will supposedly run on any e

',]LAN, unlike the 3= COM hardware only llmltatlon of
i d/Base II B : :

: «?Tlmothy Leary, l960s guru, 1s Stlll try:.ng to expand
'minds, this time w:Lth computer software. The onetlme ,
"iHarvard lecturer and ‘ex-con has established a company
”f;called Futhue Inc. (oppos1te of anthue) to peddle .
~such packages as SKIPI (Super Knowledge Informatlon £
";Process:.ng Intelllgence) and Mind Adventure which
| help users learn about themselves .Santa Barbara,

| Calif., startup ExperTelllgence Inc has brought ar-
: ;,ttlflclal intelligence to the computer store level :
_W:Lth its ExperLlsp and ExperLogo languages. . . .Paci- |
| fic Telesis is buying dozens of fault tolerant proces— i
_sors. from Stratus to keep track of the coins in pay
;fwtelephones and for monltorlng crank calls.
ware developer swears he saw a 3270 PC runnlng Unix
H;communlcatlng to a mainframe via a heretofore unknown -
| SNA l:|.nk Will IBM keep it qulet to protect other pro-

. ;”:gett1ng pollutlon insurance after Lloyd' s of London
| and other insurors pald $100 million in damage clalms '
to homeowners and others who suffered from leaklng

[chemlcal tanks ‘When chip makers can get coverage, e
i ;they re paying sky high rates: last year a $400,000

| premium bought $100 million in coverage but now it
takes $l mllllon to get $25 mllllon in coverage.
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Symphony. Its the one software

To meet the varied needs of your end users,
you don’t need more software. You simply need
the one software that does more. Symphony™
from Lotus® } _

With Symphony users get a comprehensive
software program with five basic functions—
spreadsheet, database management, graphics,
word processing and communications. These
five functions can be used alone, together or in
any combination. And with Syrnphony, users
can start with one function and grow into others
as their needs change.

Users can even create customized applications.

With Symphony’s powerful command lan-
guage, end users can save time
by creating their

own applications either for themselves or for
entire departments. And users don’t have to be
programmers to build an unlimited variety of
tumkey applications.

~ With Add-Ins, Symphony grows as you grow.

Symphony’s unique open-ended architec-
ture allows you to expand the functionality of
the basic program with Add-In products. These
Add-Ins work like Symphony—and with Sym-
phony—so users don’t have to learn a new lan-
guage. Spelling Checker and Text Outliner are
already available. And a variety of future Add-
Ins and industry specific applications are now
being designed by Lotus and qualified third-
party developers to further enhance Symphony s
capabilities.




solution for more PC users.

Our micro-to-mainframe link will tie | - Symphony Software. The more your peo-
Symphony to your existing environment. ple do, the more it will do for your people. After
. o all, you wouldn’t expect less from the software
Later this year, Lotus will introduce a new that was named “Product of the Year”* and
micro-to-mainframe Add-In product. Deve10ped easily became 1984’s best selling new software
jointly by Lotus and DCAS this new link will ‘product.
allow designated PC users to transfer data to and B For more information on Symphony Soft-
from your mainframe computer. Mainframe data  ware, contact your Lotus Marketing Representa-
- will be available on their PC spreadsheets in use- tive or local authorized Lotus dealer.

able form, eliminating the need for retyping.

; If your corporate environment already “ ' - {M
includes 1-2-37 Symphony makes an even easier Vmp , Olly
4

fit. Ithas a famlhar user 1nterface and reads

1-2-3 data. ke o
And like all Lotus products Symphony i is e LOtUS

supported by the industry standard in service
and support, with training programs, Course-
ware, and Lotus Books.

* As awarded by BusinessWeek and Softsel Computer Products, Inc.
©198S, Lotus Development Corporation.

Lotus is a registered trademark of Lotus Development Corpor:mon

Symphony and 1-2-3 are trademarks of Lotus Development Corporation.

®DCA is a registered trademark of Digital Communications Associates, Inc.

DCA is the manufacturer of IRMA™ micro-to-mainframe communications products.
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CALENDAR

JUNE

American Bankers Association 1985 National Operations

and Automation Conference (NOAC).

June 2-5, Dallas. Contact Roslyne Johnson, Banker’s Education
Network, ABA, 1120 Connecticut Ave. Nw, Washington, DC
20036, (202) 467-6738.

MiM 85.

June 3-5, Montreal. Contact Co]ette Quesnel, 300, Léo-Pari-
seau, Suite 1919, r.0. Box 1119, Place du Parc, Montreal, Que-
bec H2W 2p4, Canada (514) 288-8811.

PHONE '85. ‘

June 4-6, London. Contact Network Events Ltd., Printers
Mews, Market Hill, Buckingham, MK18 11X, England, tel.
(0280) 815226. -

Government Computer Expo (GCE).

June 10-13, Washington, D.C. Contact Expo Manager, Govern-
ment Computer Expo 85, 1620 Elton Rd., Silver Spring, MD
20903, (301) 445-4400.

VenCom '85.
Jurie 11-14, Caracus, Venezuela. Contact LATCOM Inc., 3421 M
St. Nw, Suite 219, Washington, Dc 20007, (703) 685- -0600.

Summer 1985 USENIX Conference and Vendor

Exhibition.

June 11-14, Portland, Ore. Contact USENIX Conference Office,
P.0. Box 385, Sunset Beach, cA 90742, (213) 592-3243.

INFO/WEST. | |

June -12-14, Anaheim, Calif. Contact Show Manager,
INFO/WEST, Clapp & Poliak, 708 Third Ave., New York, Ny
10017, (212) 661-8010.

International Computer Show Cologne.

June 13-16, Cologne, West Germany. Contact John Lumborg,
U.S. Embassy, Regional Export Development Office (Europe),
Deichmanns Aue 29, 5300 Bonne 2, West Germany, tel. (228)
339-2047.

PC Expo.
June 17-19, New York Contact Camille Cammm 333 Sylvan
Ave., Englewood Cliffs, N7 07632, (201) 569-8542.

EFOC/LAN 85 (The’ Third European Fiber Optic
Communications and Local Area Network Exposition).

June 17-21, Montreux, Switzerland. Contact Michael O’Bryant,
Information Gatekeepers Inc., 214 Harvard Ave., Boston, MA
02134, (617) 232-3111.

Advanced Manufacturing Systems Exposition and
Conference.

June 18-20, Rosemont, Ill. Contact AMS *85, Cahners Exposmon
Group, 708 Third Ave., New York, NY 10017, (212) 661-8010.

Canadian Robotics Show. v
June 18-20, Toronto. Contact Ron McCreary, RIA, P.O. Box
1366, Dearborn, MI 48121, (313) 271-7800.

Design Automation Conference. ,
June 23-26, Las Vegas. Contact. P.O. Pistilli, MP Associates Inc.,
7366 Old Mill Tr., Rm. 101, Boulder, co 80301, (303) 530-4562.

Telecon East.

June 24-26, New York. Contact APPLIED BUSINESS teleCOM-
MUNICATIONS, Box 5106, San Ramon, ca 94583, (415) 820-
5563. .

VIDEOTEX '85.
June 24-26, New York. Contact Online Conference Inc., 989
Avenue of the Americas, New York, Ny 10018, (212) 279-8890.

JULY

World Computer Graphics '85.

July 10-12, New York. Contact Dorothy L. Bomberger, World
Computer Graphics ’85, 2033 M St. Nw, Suite 333, Washington,
DC 20036, (202) 775-9556.

Assoclatlon for Women in Computmg s Fourth Annual
Conference.

July 13-14, Chicago. Contact Joan Wallbaum, aAwcc 85, 407
Hillmore Dr., Silver Spring, MD 20901.

1985 National Computer Conference (NCC '85).
July 15-18, Chicago. Contact Registration Dept., AFIPS, 1899
Preston White Dr., Reston, vA 22091, (703) 620-8900.

SIGGRAPH’85.

July 22-26, San Francisco. Contact SIGGRAPH’85, Conference
Services Office, Smith, Bucklin and Associates Inc., 111 East
Wacker Dr., Chicago, IL 60601, (312) 644-6610.

1985 Summer Computer Simulation Conference.

July 22-26, Chicago. Contact Gene Graber, Applied Dynamics
International, 3800 Stone School Rd., Ann Arbor, MI 48104,
(313) 973-1300.

WCCE/85 (World Conference on Computers in

Education).

July 29-Aug. 2, Norfolk, Va. Contact AFIPS, 1899 Preston White
Dr., Reston, va 22091, (800) 622-1985.
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Dataproducts printers.
Nobody puts ideas on paper so many ways.

DATAPRODUCTS CORP, 6200 CANOGA AVE., WOODLAND HILLS, CA 91365. (818) 887-3924. IN EUROPE, 136-138 HIGH ST.,.EGHAM, SURREY, TW 20 9HL ENGLAND.
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- Omnimux® is just right for your network. By design.
- This modular family of mid-range statistical mul-
~ tiplexers lets you build the mux you need to
. economically move data. Synchronous data.
Asynchronous data. Or any combination.

pphcatrons

What's more, Omnrmux works to prevent net- i

work problems like time delays and transmission

errors. Because extensive diagnostic, statistical
eportrng, and control features are built-in. You

always have an accurate prcture of how effr-
;crently your data ||nes are being used...via

~ With Omnimux 82, 162, and 322, you get a
e chorce of channel and aggregate cards. Soyou
e ‘can match the mux to the job, whether it's 8, 16,
or32 channels Channel rates up to 19.2 Kbps
and aggregate Irnk rates up to 72 Kbps provide
fficient operatlon m a broad range of ;

- end-to-end control is an easy system upgrade.
With CMS, you can monitor, test, reconfigure,and

The only mux in its class that offers

front panel control.

For sophisticated point-to- pornt network control
Omnimux is way out front. The optional front
panel, with touch-sensitive switches and an

easy-to-read alphanumeric display, allows all

‘parameters, diagnostics, and system statistics
to be set or read without opening the unit.

Centralized control for any size network. S
The multi-unit supervisory capability lets you

“control any number of Omnimuxes from a single
central site terminal. And since the 82, 162, and
322 will be fully compatrble with Racal-Milgo
'CMS®network management systems, complete

v

restore performance in an entire network of mul-

~tiplexers and modems. Al from your central site. L
~ And only with Racal- -Milgo.

Omnimux is another way RacaerIgo dem-

onstrates its reputation for reliability. With our
~ broad range of products and systems backed

by extensive service capabrllty, there's not a
,}problem |n data communlcatrons we can t solve

» Specla' Offer : - DAT:5/15/85 i
| We're so certain we can solve your network problems that |
| we've developed a “Problem Analysis Form’’ Just fill it out, |
| return it, and we'll solve your problem fast. To receive your | -
| copy, call:us right now at:1-800-327-4440, Ext. 2251. In |

Florida, call (305) 476-4812, Ext 2251 Or frll out and marl |; ‘
| this coupon today : : ]

| NAMETITLE

COMPANY

ADDRESS -

CITY/STATE/ZIP -

PHONE( )




BASIS retrieves
information from
1 to 10,000,000
records in
nothing flat.

Tired of manually searching
through massive files of
data? Let BASIS turn your
existing files into an auto-
mated Information Center.
Imagine a system that
retrieves textual informa-
tion within seconds, the
same way a database man-
agement system retrieves
data. That’s BASIS, a
proven, interactive retrieval
system that does much
more than examine titles.
BASIS actually probes to
find the key word or phrase
you're looking for within
any record. Then it displays
a list of all records contain-
ing the word or phrase you
specified. BASIS also dis-

plays any or all of the infor-

mation, and prints hard
copy if you want.

BASIS canturn yourexist-
ing files into an automated
Information Center within
a few days. So if you have
one or ten million records
that need rapid referenc-
ing, see what BASIS can do
for you.

CALL FOR A BASIS BROCHURE
1-800-328-2648
In Ohio, call collect (614) 424-5524.

Balielle

Software Products Center
505 King Avenue
Columbus, Ohio 43201-2693

Other Offices: Boston, Chicago, Cleveland, Los Angeles, New York, Washington, D.C.,

Frankfurt, Paris, Geneva, London. -

BASIS runs on DEC VAX®, IBM, Prime and Wang VS mini and super minicomputers; on IBM,
CDC and DEC® mainframes. UNIX version also available. DEC and VAX are trademarks of

Digital Equipment Corporation.
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LETTERS

OUTLANDISH

.Your March 15 issue contains a News In

Perspective piece called “An 0A Merger
Fails” (p. 47), a story on the NBI-CCI
merger that didn’t happen. The reporter,
Lise Olson, used. the piece to expand on
the changes and corisolidations in the 0A
industry. In the article she quoted my ad-
ministrative manager. Those quotations
within the story give the impression that
Kidder, Peabody is unhappy with Xerox
as our office automation vendor and that
we are considering replacing them. This
impression is as outlandish a distortion as
quoting Tip O’Neill on the MX and con-
cluding he wants to overthrow the
government. : )

Kidder, Peabody has been a pio-
neering customer with Xerox network
products. We installed our first Ethernet
in December 1982 and we now have three
Ethernet installations and more than 200
Xerox workstations and servers. We have
no plans for abandoning Xerox as an of-
fice automation supplier; on the contrary,
we will continue to add Xerox network
products in applications where those
products make sense to our business.

Any close business relationship
that spans years is likely to experience
moments of frustration and annoyance.
Our relations with Xerox have been no
exception. We have been disappointed
when high-level friends in Xerox have left
to pursue their ambitions elsewhere. We
have been disappointed that STAR soft-
ware has emerged more slowly than we
would like, that the Xerox microcomput-
er products have not been as useful as we
would like, and the open architecture
higher-level protocols have not been
released as quickly as we hoped. These
disappoinitments are the “warts and wrin-
kles” that we see when we get very close.
They are not by any stretch of the imagi-
nation motivation for throwing out a ma-
jor vendor.

Our most mature Xerox network

installation represents the state of the art
in the field of financial research publica-
tion. The objective of the installation was
to cut the time from an analyst’s first
draft to print-ready as we produce these
complex, extremely time-sensitive docu-
ments. A careful analysis has shown that
the average production time has been cut
by more than half and the cost per docu-
ment is reduced in spite of the fact that
document length and complexity have
significantly increased. This is not the
kind of performance that a reasonable
company throws out. ‘
v BRUCE W. HASENYAGER

Vice President, Information Systems
Kidder, Peabody & Co.

New York, New York

Olson responds that she stands by her sto-
ry.—Ed.

SOMETHNG MISSING?

Having just been through an 0OA justifica-
tion study at my company, I found the
article entitled “The Real Cost of 0A” by
Paul A. Strassmann (Feb. 1, p. 82) to be
timely, thought-provoking, and contro-
versial. .

I don’t dispute his general thesis
that, unless watched carefully, the “orga-
nizational” costs of OA might equal or ex-
ceed its productivity cost savings. But
that part of Strassmann’s piece devoted to
the dollar costs of 0A is, I feel, confusing
and inconsistent. And overall, the lack of
specific reference to actual OA experience
is curious for an article devoted to hidden
pitfalls that only experience can reveal.

My particular points about the
article: v
® Why use 1980 costs? It’s now 1985, with
professional labor costs nearing $40,000
and per-station technology costs around
$5,000 and dropping fast.

* Why the emphasis on first-year costs?
Only the most unsophisticated would ex-
pect positive return in the first year and

omit training and startup expenses from
the equation. We should all know by now
that payback from automation is strictly
long term.
® The support staff cost of $2,000 per sta-
tion arouses my curiosity. Is the $2,000 in
1980 or 1985 dollars? Based on Fig. 2,
support overhead seemingly works outto
over 5% of office costs. That ratio seems
high, but is it consistent with actual 0A
experience? Alas, I’ll have to read else-
where to find out.
®The $5,000 to $20,000 per station to
provide suitable furniture for video/key-
board use is ludicrous. Based on cost per
square foot, constructing a new office fa-
cility from scratch would be a better bar-
gain. Also, that figure isn’t included in
any charts or other discussions of total
cost. )
¢ The sentence, “Organized labor is be-
coming keenly aware of the negotiating
leverage that mismanaged OA projects
hand over to them,” looks as if it were
thrown in as an attention-getter. The arti-
cle offers no support for that statement.
Generally speaking, organized labor has
never had a presence in the office work-
place. How can an unsuccessful OA sys-
tem provide labor unions leverage with
office and professional workers that 50
years of organizing effort (and 25 years of
botched automation projects of various
types at target companies) couldn’t?
* The only concrete OA experience the au-
thor cites is reading other people’s justifi-
cation studies. Exposure to case studies or
the personal experiences of grizzled 0A
veterans (are there any of those?) would
better serve the interests of most readers.
- RALPH L. CUMMING
Arvada, Colorado

'TAIN'T FUNNY
This is to strongly protest the cartoon on
p. 180 of your March 1 issue.

With ever-expanding opportuni-
ties and reasonable security, people in
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data processing should be helping the
homeless. We should not be making jokes
at their expense. Your cartoon implies
that people must live on the streets be-
cause of flaws of character; that is in very
poor taste and it is wrong.
EDWARD G. NILGES
. Mountain View, California

ALLEGED PROBLEMS v
Look Ahead (“Unix Problems Surface,”
March 1, p. 9) and News in Perspective
(“‘And Then There Were Two,” March 1,
p. 40) both contain erroneous statements
suggesting that Amdahl mainframes were
removed by customers because of com-
patibility problems with the VM operating
system. This is not true. The Amdahl UTS
Version 2 program product that supports
Unix runs on both Amdahl mainframes
and IBM mainframes. The alleged prob-
lems from the DATAMATION telephone
sampling must have occurred on IBM

mainframes, not Amdahl.

RICHARD A. WHITCOMB
_ Director
Financial and Public Relations
Amdahl Corp.
Sunnyvale, California

SWIRLING RUMORS
Look Ahead (“11 May Cut Pro Line of

that “Texas Instruments is rethinking its
commitment to the professional personal
computer business.” It is my sincere hope
that your readers are not being confused
by “swirling” rumors that conflict with
TI’s continuing investment in personal
computing products.

This investment has been manifest
recently with the introduction of new
products and services. On Nov. 12, TI an-
nounced the newest member of the Ti
Professional Computer Family, Pro-Lite,
a briefcase-sized full-function personal
computer. At the introduction, we also
announced an agreement with Sales
Technologies Inc. to sell productivity ap-
plication software with the Pro-Lite, and
an agreement with Ashton-Tate to dis-
tribute Framework, dBase III, and other
Ashton-Tate software for the entire TI
Professional Computer Family.

Other recent announcements for
this product line include 10 natural lan-
guage-based software packages and an
expert system development kit—all de-
signed and developed at T1 to demonstrate
the TIPC Family’s importance and suit-
ability as a delivery vehicle for advanced
Al-based applications. Additional person-
al computing announcements are planned
for 1985 and beyond.

TI has also enhanced customer sup-
port by offering the TIPC customer a
one- or five-year extended warranty and a
24-hour hot-line service. In addition, to

Pcs,” Feb. 1, p. 10) encourages the rumor

underscore our strategy of providing su-
perior solutions, we have announced pro-
grams that will assist our value-added
resellers in providing solutions in vertical
markets such as real estate, medical, and
CAD/CAM.

For people who are looking at the
facts today and understand our plans for
tomorrow, it is clear that TI considers per-
sonal computing products to be a vital el-
ement within our long-term business
strategy. '

TOM ELLIS

VP Group Marketing
Data Systems Group
Texas Instruments Inc.
Austin, Texas

TURNING THE TIDE:

The privilege of being mentioned in your
fine publication in “Bucking The Tide”
(News in Perspective, Feb. 1, p. 50) has
been overshadowed by a number of glar-
ing inaccuracies. Some of my quotes may
have been misunderstood and there are
others that I could not possibly have said.

First, here are some very basic
corrections. The author states that David
Irwin is “‘editor of the Data Based Solu-
tions newsletter.” There is no Data Based
Solutions newsletter. Data Based Solu-
tions publishes Data Based Advisor maga-
zine, a monthly publication for database
management system users. It is a true
magazine in every sense. Furthermore, I
am not the editor of Data Based Advisor. I
serve only as technical editor.

The article also refers to dBase 11
and dBase I1I as “interpreted programs.”
They are not “interpreted” programs, but
rather database management systems
with built-in interpreters for use with
their - proprietary programming lan-
guages. The difference is that rather than
being interpreted, these programs do the
interpreting. There is a huge difference.

In reference to FoxBase 11, I am
quoted as saying if is “ ‘a token compiler’
that . . . might be called a faster clone of
dBase than a true compiler.” To the best
of my knowledge, there is no-such thing
as a “token” compiler, and if there were,
it would not/could not be faster than a
true compiler. What I did say was that
FoxBase II from Fox Software comes
with a tokenizer for “crunching” its
source code. It could be called a clone of
dBase II in a positive sense (i.€., with im-
proved performance and added features).

I have one last point. The reason I
have a “dispassionate perspective” (as

"noted by your article) on Nantucket Soft-

ware’s dBase III compiler is because the
product has yet to be shipped to a single
end user. Clipper cannot be called “the
first compiler for dBase III” because it is
not yet on the market.

The author shows a lack of under-

standing about software testing and mar-
keting by saying in one sentence that:
“Clipper is currently available for IBM PCs
and compatibles...” and in the next
paragraph stating that “beta test sités
were scheduled for installation last |
month.” If Clipper is in beta testing, it is" |
not ‘“‘available.”
I am very conscious of my place in
the rhicrocomputer community and-
would hate to think that this misinforma-

tion would be attributed to me rather. |

than to the writer. 7
DAVID IRWIN -
President -

Data Based Solutions

San Diego, California

SMART MART

We would like to take issue with the lines
in “Computer Marts Multiply” (March 1,

p. 24): “Andther project with less than |

rosy prospects right now is the California
DataMart. It’s only 10% leased.”

Ten percent is a very good pre-
lease percentage for a new building in real
estate. The fact that our market for-ten-
ants is a specialized one and further that
DataMart is 2 new concept for the com-
puter industry makes this achievement
that much more laudable. People like to
touch and feel their new environment be--
fore signing a lease. They can’t do that
until the building is finished. -

In addition, we have close to 30% -
more under negotiation and expect to
open with about the same as Infomart at
its opening, 30% to 40%. To those who
know the real estate field, this is qu1te
good. :
Finally, there was one factual er-
ror. DataMart’s permanent show space is

-a 175,000-square-foot building comple-

mented by a 110,000-square-foot exhibit

hall which can accommodate up to 600

booths that are 10 feet by 10 feet. In addi-

tion, a second phase of 500,000 more
square feet is planned.

Thank you for the opportumty to
clarify these points.

RICHARD M. CROUCH

President

California DataMart

San Francisco, California

BILKED BY BILKO,
RUDE TO RUNYON

In the April 1 Letters column, a state-
ment was attributed to the immortal Ser-
geant Bilko, played by the equally
immortal Phil Silvers. But we’ve been
told the line was actually written by the
also equally immortal Damon Runyon. It
seems the bard of Broadway was the au-
thor of the wisdom, “The race goes not
always to the swift, nor the battle to the
strong, but that’s the way to bet.” Whoev-
er said it, it still makes a lot of sense.
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Using A Higher Form Of Intelligence,
aWang inWangen can understand
aPCinDC.
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Here a rekey. There a rekey. We can also give you your own

Everywhere a rekey. Till now that’s  giant electronic library where
been the time consuming, cost you can store, and retrieve —by
abusing way to cope with the inter-  key word, author or subject —any
site incompatibility of Wang® and number of documents, any time.
IBM®word processors and PCs. So everything from field audits
The solution? It's what we to status reports can bé revised,
at General Electric Information analyzed and customized —instant-
Services call A Higher Form Of ly. Add our smart E-Mail system*
Intelligence: our WPXchange™ to display and dispatch documents
system running on the world’s on even not-so-smart terminals.
largest teleprocessing network. Call us at 800-638-9636

Now anything anyone createson  ext. 2102 (Telex 192803003) about
any of your Wang word Broce‘ssors, WPXchange. And get a better un-

DisplayWriters or IBM PCs (with derstanding of how A Higher Form
MultiMate™) can be retrieved on Of Intelligence can get your word
any other Wang, DisplayWriter or processors working hand-in-hand.
PCNYOU hlave' ll 1 k . 1 l k K ‘ *Subject Fo local tariffs and restrictions.

- Not only will it look exactly like N\ AR
the original, you can treat it exactly INFORMATION
like the original. Change it, make SERVICES
comments on it, fill in the blanks, A
approve it and move it. : General Electric Information Services Company, U.S.A.
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o ’ ADABAS does it again— e KR
and we’re not surprised! '

The results are in! Datapro

Research Corporation asked systems

: software users to rate their data base EERE

o o management systems. And, Software o
AG users rated ADABAS “Excellent!”

Exactly the same thing happened in
an earlier survey when Data Decisions
asked users what they thought. For
the third year in a row, ADABAS went
right to the top of the list as the high-
est ranked DBMS for the IBM main-
frame. And NATURAL was a top
contender for best fourth-generation
language.

Together, ADABAS and NATURAL
make an unbeatable team!

At Software AG we don't believe in
surprises. We believe in providing our
users with the most powerful software
tools available anywhere. And that's
S the proper plan for the world leader in

o ‘ -+ advanced systems software.

‘ . 8o, if you want the facts about sys-
tems software, just ask our users. For
starters, send us the coupon below

T - : ... andwell rush you the official Datapro

‘, .. ... ...~ DBMSreport. Or call us at
- BT RSy . o .. 1-800-336-3761. (In Virginia and
Lo e e “wosvw o Canada, call 1-703-860-5050.)

" Dataprois a’ fe'glsieféd trademark of Datapro Research Corporation. "\ \i“g\“qo
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ILLUSTRATION BY DORIS ETTLINGER

Larry Marion, Assistant Managing Editor, News

HARDCOPY

UNDERDOG TAKES ON
TOPDOG

Can America’s affection for the underdog extend to the computer industry?
AT&T-18’s Jim Edwards says his team can achieve the kind of come-from-be-
hind victory that earned Villanova’s Wildcats the collegiate basketball
championship.

It’s seldom you see a real face-off between IBM and AT&T-IS. But it
came close to that—if only because of scheduling—Ilast month at Miami’s
Doral Country Club. The scene was the annual Computer/Telecommunica-
tions Industry Conference sponsored by DATAMATION and Cowen & Co.
Results of our most recent survey of MIS’ plans-to-purchase, analyzed in this
issue by senior writer John W. Verity beginning on p. 32, indicate that IBM is
taking a massive amount of market share away from its competitors across
the board. At the Miami meeting, two presentations offered a marked con-
trast—a confident IBMer and a contrite but optimistic AT&Ter.

Carl Conti is one of the big names at IBM. Until recently he was presi-
dent of the Data Systems Division; now he is group executive in charge of
the Information Systems and Storage Group and a member of IBM’s cabinet,
the Corporate Management Board. In conversation, Conti balances the lean
look of a long distance runner with a warm and personable attitude, answer-
ing questions with animated enthusiasm.

This is easy when your company’s shipments of PCs tripled in the past
year, your sales of workstations grew by 40%, your mainframe market is
“not only enduring, but thriving,” and you’re preparing to bring out 1Mb
memory chips in high volume in the “not too distant future.” With a $4 bil-
lion-plus R&D budget (from which artificial intelligence, speech recognition,
and advanced robotics have been singled out as areas of “significant inter-
est”), it’s hard to sound modest.

And then a startling revelation. When asked if the recently an-
nounced Sierra line was in part responsible for the sharp increase in the na-
tion’s capital goods order statistics, Conti’s answer triggered an appreciative
chuckle from the hard-boiled money managers in the audience: “about half.”
Imagine. One product causing the government’s economic seismograph nee-
dle not merely to jiggle, but to fly off the charts.

It was a tough act to follow, but AT&T-1S’s Jim Edwards, president of
Computer Systems and a former IBM salesman, began by citing the Villanova
victory as a symbol of the future for AT&T—an underdog turned top dog.

Edwards conceded a long list of problems arisen since AT&T-IS’s in-
auspicious start: lost market share in datacom due to the confusion of divesti-
ture; less than glowing sales reports on its line of 3B minis; and, perhaps the
biggest faux pas of all, the failure last year to provide mainframe connectivity
from its family of minis. For a communications company, that networking
omission was “not too smart on our part,” Edwards acknowledged. ‘“They
didn’t call us Ma Bell for nothing,” he said, noting that Ma protected her
children and her customers. ‘“Our backbone is networking. We learned that
our customers don’t expect us to play a different game. It’s time we put a lit-
tle of the Ma back in AT&T.”

Then, a feisty Edwards, jutting his face in true bulldog fashion, de-
fended his marketing organization: “Our sales force took a bum rap last year.
They know as much [about computers] as IBM’s salespeople. The problem
was, we didn’t give them the right tools. Today, they’re armed and ready.” -
And to prove that his first string sales force is running strong, he points out
that more pc sales were chalked up in the first two months of this year than
in all of last year put together.

And then, in response to a question on future markets, Edwards made
a strong stand: “IBM does so well in mainframes, we think we’ll just let them
continue to excel in that.”

What else can an underdog say? ®
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SOMETIMES YOU NEED MORE

THE QUESTION IS,

THEMINI TOWER

Maybe you run a small business. A depart-
ment of a large business. Or a nationwide
“network of businesses.

No matter what size business you run,
one of the NCR Towers™ above can help you
run it better. .

Because they all give your people a lot
more speed, memory, storage and versatility
than personal computers. For a lot less money.

MORE THAN A PERSONAL COMPUTER
IN MORE WAYS THAN ONE.
The Towers utilize UNIX SYSTEM V* or

© 1985 NCR Corporation

RM/COS* as their operating system. Which
means they’re perfect for the sophisticated
user who wants to write his own programs,
as well as for the beginner who can choose
from hundreds of off-the-shelf solutions to
his problems. ‘

If your business or department has al-
ready invested in IBM or IBM-compatible
personal computers (the NCR PC 4, for
instance), you can use them as intelligent
work stations with any of the Towers.

And, finally, the Towers can all stand

THETOWER

alone or be networked together. As well as
communicate with other computer systems
via SNA, X.25 and other industry standard
protocols.
THEY PERFORM BRILLIANTLY

BECAUSE THEY'RE BUILT BRILLIANTLY.
The Towers are all powered by Motorola
microprocessors (the regular Tower by the
68000, the XP and Mini by multiple 680105).

Other state-of-the-art features include

Winchester hard disk and the Intel Multibus¥*
Not to mention an error-correcting memory

* UNIX SYSTEM V is a registered trademark of Bell Laboratories. Multibus is a registered trademark of Intel Corporation. RM/COS is a registered trademark of Ryan McFarland Co.



THAN A PERSONAL COMPUTER.
HOW MUCH MORE?

THE TOWERXP

and a unique power-failure recovery system  users to a system for up to sixteen users. - Which means that in addition to getting
-that enables all the Towers to survive power  Starting for as little as $6,995. s all the computer you need, you'll get all the
outages (thus keeping your data intact). But no matter which Tower you choose, support you need.

‘ PEOPLE WHO NEED MORE you'll choose a computer that’s a good For miore information on the.NCR )

} THAN A PERSONAL COMPUTER DON'T deal more than a personal computer. And Towers, dial us - ’

| ALL HAVE THE SAME NEEDS. one which is backed by service from 1,200 toll-fre at N @ R

| Of course, the Towers do have their -offices throughout 120 countries. . 1-800-CALL NCR.

o chooe romszuioovesr | NINOVIATIVE COMPUTER TECHNOLOGY.,

memory to eight megabytes. From twenty-

five megabytes of disk storage to 260 You c A“ EXPECT IT FROM “CR
megabytes. From a system for one to eight _ N °
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Up
AND AWAY

While the BUNCH stagnates,
IBM has gained market share in
virtually every mainframe
product category, according to a
DATAMATION/Cowen & Co.
survey of user spending.

by John W. Verity
In case there was any doubt, users’ spend-
ing patterns show that more of the world
is 1BM’s these days than ever before. In
virtually every product area of its main-
frame business, 1BM is gaining strength
and market share. The company is gain-
ing significantly against traditional sys-
tems rivals and plug-compatible suppli-
ers, and is well ahead of the pack rushing
to market with office systems, personal
computers, and other forms of distributed
processors. If IBM can ship the new 3090
Sierra machines in volume and on sched-
ule (see box), it stands to record strong
shipments this year and even stronger
ones the next: among 370 users, demand
for MIPs is as high as éver, growing about
30% a year.

Systems rivals Honeywell, Sperry,
NCR, and Burroughs, meanwhile, face rel-
atively dim futures, as the size of their
mainframe user bases are merely staying
level, if not losing ground to IBM, the
compatible vendors, and minicomputer
makers. Honeywell .in particular seems
vulherable to defections, while Sperry ap-
parently has the best 1985 shipments to
look forward to. Users of non-IBM main-
frames continue to criticize their suppli-
ers chiefly for a relative lack of
industry-specific applications software.

Meanwhile, as shown in several
recent measures of industry activity, ship-
ments of personal computers to corporate
sites are leveling off this year. Where last
year’s survey showed pc shipments up
75% over the year before (in terms of
units), this year’s are expected to be up
only 7% over last year. 1BM’s PC family
nevertheless remains a strategic vehicle
for moves into a number of emerging
markets and in some cases is even win-
ning over IBM’s own host-based solutions.
Among this survey’s respondents, PCs
will account for 28% of the money they
spend with 1BM for mainframe systems in
the U.S. and Canada this year.

These are some of the major find-
ings of the 1985 DATAMATION/Cowen &

Co. Computer/Telecommunications In-
dustry Survey. The survey tabulates data
from 4,346 unduplicated responses, more
than 2,900 of which are from IBM sites.
Besides shedding light on 1BM’s impres-
sive gains in the mainframe arena; this
year’s survey paid special attention to
such topics as personal computer acquisi-
tions, packaged software buying trends,
" local networking, and office automation.

IBM’s massive investments in plant,
capital equipment, and R&D in the past 10
years and its flexibility in making finan-
cial deals to “get the business” are paying
off royally, judging by the survey’s find-
ings. With a particularly strong share of
the large-scale mainframe market under
its control, IBM is reaping the rewards of
advanced (and often unmatched) technol-
ogy—the double-density 3380 disk drive
and 3480 tape unit, for instance—by gain-
ing market share from plug-compatible
suppliers of all stripes. IBM is also leverag-
ing off that control of the central system
to win increasing orders for office sys-
tems, personal computers, and other de-
vices that will eventually be tied into
mainframes.

In the large 370 processor arena,
the combined share (measured in dollars)
held by Amdahl and National Advanced
Systems shrank by 2 percentage points to
13% in this year’s survey; the two firms
split that share 11% and 2%, respective-
ly. This is the third consecutive year that
the survey has indicated such a drop.

In the 370-compatible disk arena,
which is enjoying quite strong shipments,
survey respondents indicated that iBM
would supply 78% of their disks in the 24

Plug-compatible manufacturers
are not even holding their own in
most product areas.

" months following the survey’s February
1985 date. That commanding figure is up
from 75% last year and 71% in the 1982
survey. Trailing 1BM are Storage Technol-
ogy with 6%, Amdahl with 4%, and
Memorex with 3%. Narrowing the focus
down to 3380-class drives alone, IBM’s
share of the shipments will be 86%, com-
pared to 81% last year. Amdahl, Mem-
orex, StorageTek, and Control Data
stand to gain only 2% each of the 3380
shipments planned for this year and next.

Similarly, iBM’s hold on the 370
tape drive market is strengthening.
Where last year it was to supply just un-
der half (46%) of the tapes planned for
installation in the following 24 months,
this year users named I1BM for two thirds
(67%) of their planined tape acquisitions.
StorageTek still ranks secorid in tape,
with a 23% share this year, but has taken
a dramatic fall from the 40% figure of
last year. Memorex and Telex bring up
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FIG. 1
IBM MAINFRAME DISK PLANS

Respondent plans for next 24 months disk add-on procurements
,(All models) i ,

1982 1983 1984

5 'OTHER/ ,
 UNSPECIFIED

e STORAGE
TECHNOLOGY“

' SURVEY  SURVEY  SURVEY

1985
SURVEY .

. *NASshaeTinie85

ADD"ON PERIPHERALS ACTIVITY,

Percent of IBM sites plannnng to add penpherals/memory‘ : o

'ACQUIRING FROM
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 ACQUIRINGFROM
B IBM—2/84 SURVEY

; OTHER SUPPLIER .

ACQUIRING FROM:

(absorbed into Motorola) dropping out of

the rear with 4% and 3%, respectively.
In the market for crt terminals at-
tached to 1BM mainframes (primarily
3270 gear), IBM’s share reached 63% this
year, up from 53% in 1983. In fact, the
3270-compatible manufacturing ranks
have withered during the past year, with
Raytheon (now defunct) and Four-Phase

the survey findings altogether, and Telex,
Lee Data, Memorex, and ITT-Courier
gaining 11% (up from 8%), 3%, 2%, and
4% of planned crt business, respectively.
~ IBM’s domination of the 370 add-on
memory arena is even stronger. There it
stands to win 91% (compared with 64%
in 1981’s survey and 82% last year) of us-
ers’ planned business, followed by Na-
tional Semiconductor and Intel with only
1% and 2%, respectively. This despite
the fact that on average, 1BM sites in the
survey will attach 35 megabytes of main
memory to the large-scale IBM processors
they acquire over the next two years.
Within the 370-compatible pro-
cessor market, National Advanced Sys-
tems gained some market share (22% tliis
year, up from 17% last year) from Am-
dahl (61% this year vs. 62% in 1984).
Meanwhile, IPL’s share remained at 3%.
The battle for market share among
pems is evidently a heated one, as the
companies compete among themselves as
well as with 1BM. Compatible processor
makers, for instance, were found to be
discounting their equipment more than
last year, on average between '16% and
17%. Although the survey shows those
vendors making 110 penetration into the
high end of 1BM’s mainframe market com-
pared with last year, a slight upturn was
seen this year in the percentage of users
saying they have such independent gear
“under consideration.” Overall, however,
the shift in respondents’ attitudes toward
their current vendor was more favorable
for IBM than for the pcms, and a striking-
ly high incidence of disaffection with
suppliers was found among midrange
compatible processor sités: of the sites
planning to switch vendors, 60% of those
using IPL gear, 59% of those using Mag-
nuson, and 100% of the Cambex users in-
dicated they would return to IBM.
Front-end communications con-
trollers are increasingly important as re-
mote terminals, pcs, and entire networks
are attached to IBM mainframes. Respon-
dents are expanding their use of such de-
vices at a 5% compound annual rate, and
here, too, IBM enjoys a commanding lead:
82% of the devices planned for installa-
tion by respondents this year and next
will be from the industry leader, followed
by 8% from NCR-Comten, 3% from Am-
dahl, and 1% from Memorex.
Except for scientific and engineer-
ing applications, IBM was the leading

'
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choice for small systems used in stand-
alone and distributed processing situa-
tions, exceeding Digital Equipment
Corp., Hewlett-Packard, and Wang com-
bined. The System/36 is doing extremely
well, accounting for a doubling over last
year in the value of combined System/36
and 38 shipments.

- Just as important, the industry
leader has seen no weakening of its hold
on the corporate personal computer mar-
ketplace. IBM is the main pc supplier at
80% of the responding sites and stands to
ship 72% of the pc units they install in
1985. The PC family and compatibles are
cited by 75% of those sites that have stan-
dardized on one or two pc brands. Much
of IBM’s pc strength in this survey is be-
lieved to be a reflection of the mainframe
orientation of the survey population,
whose members tend to buy pcs centrally
and directly from the manufacturer and
therefore favor IBM.

IBM PCs are being attached to those
mainframes in greater numbers than ever,
according to the survey. Among large
‘mainframe sites, for instance, some 93%
of respondents will have attached person-
al computers to their host systems by the
end of next year. Interestingly, the trend
is away from simple terminal emulation
and toward direct, two-way interaction
with the mainframe and through depart-
mental minicomputers. These connec-
tions, of course, generally stimulate
demand for more mainframe capacity, as
seen in survey data showing that more
than two fifths of the 1BM sites doing so
find their mainframes’ workloads in-
crease. About half the sites saw no
change. The bigger the mainframe to
which the Pc is attached, the more likely
it will load the mainframe.

In the IBM PC software arena,
where Lotus Development’s 1-2-3 has
long been the market leader, 1BM has
gained sizable user bases for its Display-
write, Personal Decision, and Topview
products. The 1-2-3 product is evidently
slowing and its replacement, Symphony,
is taking up only part of the slack.

In the office systems market, IBM’s
majority share of the mainframe market
is helping it win many orders. The com-
pany this year has a 61% share of the of-
fice systems/word processing installed by
respondents (up from 53% last year),
while Wang, in second place, saw its
share fall to 15% from 19%.

Spending for host software pack-
ages continues to increase, but IBM’s
share of those outlays seems to have
peaked in 1982 at 67%: and is now at
62%. The reservoir of IBM users still not

_using database management packages is
shrinking, especially among large-scale
users. Of those database systems current-
ly in use on 370 mainframes, 1BM still has

FIG.3 .
MAINFRAME DBMS PACKAGES

Query: f you are us‘ing a DBMS software package on your IBM mainframe system(s),
which one(s)? ’

ALREADY INUSE .
2/81 - 2/82 - 2/83 2/84 2/85

OTHERY
UNSPECIFIED
ADABAS

(SOFTWARE |
AG) &

IDMS |
(CULLINET) 'k

TOTAL
(CINCOM)

oL
(BM)

*Includes 11% other IBM (SQL, DBZ2, CPF, etc), 5% ADR Datacom, 2% Focus, 2% System 2000, etc.

FG. 4
IBM MOST POPULAR ALTERNATIVE

Query: If seriously considering a change in vendors, who is the likely supplier?

DISTRIBUTION OF RESPONSES
(ALL NON-IBM SITES)

LARGE SYSTEMS
SITES

SMALL SYSTEMS
SITES

IBMOR
ANIBM PCM

DEC
HEWLETT-PACKARD
WANG
OTHER MINI VENDOR

OTHER MAINFRAME
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FIG.5
PCS IN OFFICE SYSTEMS

Query: If ydur organization has office system(s) already in use (or planned), what is (or
will be) the principal hardware orientation? ~

PRINCIPAL EQUIPMENT SUPPLIER ‘
ALLSITES - = |BM WANG

NETWORKED PCS

SMALL .
HOST-BASED
(DEPARTMENTAL)
SYSTEM

LARGE,
HOST-BASED
SYSTEM

PERCENT OF MENTIONS

STANDALONEPCS

FIG. 6
LOCAL 'NETWORK PLANS

Ouery If your organization has installed or plans to lnstall a locaJ area network (LAN)
whoisthe suppher’f’ :

PERCENTOF SITES . SHARE

AT&T 3BNet

convu5/
OMNINET

INUSE - PROJECTED INUSE" " * 'PLANNED
24 MONTHS FOR 1985/86

*Includes Xerox (4% in use, % planned), Ungermann-Bass (3%, 3%), Network Systems Hyperchannel (3%,
2%), Datapoint Arcnet (3%, 0%)

a leading share (23%) but one that has
gradually decreased in the past four years
as Cullinet, Applied Data Research, and
Software AG expanded their shares. IBM
has responded with several new database
products, however, including DB2 and
SQL, which appear to be helping it in this
crucial systems software arena.

One area where IBM is the only
supplier is mainframe operating systems.
Here, just over half the respondents (up
from 42% last year) said they will have
the vM “hypervisor” system installed by
the end of next year. Similarly, the Ex-
tended Architecture version of Mvs,
known as MVS/XA, is currently in use by
22% of all MVs users now (up from only
7% in last year’s survey), but will be in-
stalled by 34% more this year or next.
Another 22% indicated they indeed
planned to install MVS/XA, but later.

The majority of users seem to be
waiting for IBM to make its local area
networking move before they install
LANS. Only 9% of the respondents had
LANSs installed at the time of the survey,
but another 12% said they planned to do
so by the end of 1986. Almost three fifths
of the sites still planning such networks
claim they will use an 1BM scheme. The
bad news for Xerox Corp. is that its ver-
sion of Ethernet, upon which much of the
company’s high hopes for office systems
sales rested, is in use by 4% of the respon-
dents now but fits into only 1% of the
plans being implemented ‘during the fol-
lowing 24 months.

LANS, however, appear to be gaining
a strong lead over private branch ex-
changes (PBXs) as local data commiunica-
tions devices, at least among those sites
that have made a choice. Meanwhile,
AT&T’s share of the PBX installations
among respondents has increased for the
first time in three years, hitting 39% of
planned installations, up from only 31%
of those already installed.

In the area of dp budgets, users ex- -
pected an annual increase of 9.3% over
the next three to five years. The most rap-
id hardware budget growth is among
large-system sites where. budgets will
grow 10.5% a year. While demand for
MiIPs will grow at 33% a year, demand for
disk megabytes will grow about 35% a
year during the next three to five years.
Asked what they expected the annual rate
of decline in price-per-MIPS on IBM pro-
cessors to be, respondents came up with
an average of 14.5%.

The collective future of the BUNCH
companies is far less bright than that of
1BM, for their mainframe bases have
ceased growing, and in several cases ef-
forts to build on those bases with an array
of small systems have not met with tre-
mendous success. Generally, their loss is
IBM’s gain: the survey figures show a ma-
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IN FOCUS

jority of defecting users move directly to
1BM hardware. Some of the BUNCH com-
panies have had to shore up their product
lines with equipment purchased from
oems, leading some users to speculate
about their vendors’ commitment to the
computer business.

Burroughs. Efforts by Burroughs
Corp. over the past few years to stem mi-
gration from its user base have evidently
paid off in certain key areas, but users
continue to have complaints about others.
New computers, including the desktop
machines Burroughs gets from Conver-
gent Technologies, seem to have done
their job in providing users with the new
functions and price/performance they
previously sought. Burroughs is in the
midst of broadening its product line, add-
ing the A Series medium- and large-scale
mainframes, a series of Unix-based ma-
chines, and various office systems. It has
also been concentrating on certain indus-
trial sectors, apparently with good effect.

The A Series saw its first model,
the A-3, unveiled last June and the survey
shows a good response by users. More
than a fifth (22%) of the users now run-
ning B6800/6900 equipment have plans
to install A-3s this year, followed by 11%
next year and 9% later.

Among B7800/7900 users, the
corresponding figures are 10% this year,
6% next, and 7% later. The machine has
been less warmly received by B1000 us-
ers; only about a fifth of them find the A-
3 an appropriate upgrade. Among those
not planning to acquire an A-3, however,
the strongest reasons were that present
systems are adequate and, particularly
among B68/6900 sites, that they were dis-
satisfied with Burroughs as a supplier.

Judging by the need voiced by us-
ers for additional processing power, addi-
tional models in the A Series, one of
which (the large-scale A-15) was intro-
duced just after this survey was taken,
will be welcomed. Among users at B1000
and B27-3900 sites, more than a fifth in-
dicated a need to install larger processors
while fully a fifth of large, B7000 sites
need additional processors. Banking users
showed a notably positive swing toward
needing additional capacity. Burroughs
sites claimed to be aware of machines la-
beled with odd numbers Al through A17
that were expected to be introduced this
year. Meanwhile, a substantial number of
users also expect Burroughs this year to
come out with its V Series of medium-
scale machines.

The winding down of the B7900/
4900 product cycle, noted again this year,
has nevertheless apparently dampened re-
spondents’ mainframe spending with
Burroughs when measured in dollar
terms. Asked how much, as a percentage
of their installed base, they expected to

FG.7
PC SOFTWARE PACKAGES

Query: Which of the following pc software is in Lise now or planned foruse by your .
organization in 1985/867

8% PERCENT OF SITES

INUSE NOW

PLANNED FOR 1985/86

LOTUS LOTUS IBM IBM - IBM .. ASHTON-TATE CULLINET. .
1-2-3 SYMPHONY :DISPLAY-" - PERSONAL ' TOPVIEW - FRAMEWORK GOLDENGATE
WRITE DECISION i :
SERIES

FIG.8
RESPONSE TO SIERRA

Query: What, if any, changes have you made in your originally stated next 24 months
planned installations of IBM large systems pursuant to the |ntroduct|0n of the
3090/200 and 3090/400’7 : »

UNITS

CANCELED
| SIERRA/3090

PREINTRODUCTION POSTINTRODUCTION

- Respondents had been asked in original survey questionnaire to *assume
introduction by IBM of Sierra (new top-of-the-line system) in the January-June time
frame for initial delivery prior to 1985 year-end” in detailing their next 24 months’
systems installations plans

38 DATAMATION




THE BIG THREE IN BUSINESS
SOFTWARE. BEFORE YOU BUY,
SEE HOW THEY RUN.

Run their general ledger. Their payroll/personnel.
Their entire product line of financial and human resources
software. Run the packages on your mainframe and link
them to your PC’s. Run them together and see if they
work together.

We believe you'll discover that two
of the big three offer the mere appear-
ance of integration, while one offers

the real thing. Millennium. A true
- family of systems in which the
: whole works as smoothly :
as any part. In which every package has the
same query mechanism, the same report _
writers, the same screen generation,
the same on-line documentation,
security and real-time capabil-
ities. Giving you more efficiency
than ever before from all your data processing resources.

Of the big three in software, who's blind to integration
and who's not? When you see how they run, you'll know
the answer.

McCORMACK 8. DODGE

McCormack & Dodge, 1225 Worcester Road, Natick, MA 01760 Sales and support offices throughout

acompany of

North and South America, Europe, Asia, Australia and Africa. 800-343-0325. Telex: 710-325-0329 B companyel et corporation
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IN FOCUS

spend in the following 24 months, users
indicated only 15%, compared with the
31% and 41% secen in last year’s survey
and that of the year before. In terms of
units to be acquired, this year’s survey
shows users planning to spend an equiva-
lent of 23% of their installed base, com-
pared with 19% and 20% in the two past
surveys. These figures did not take into
account A-15 orders or shipments of the
Convergent-supplied B25.

Relative to the industry sector, us-
ers in national defense planned the most
acquisition activity with Burroughs,
while government and education were
soft. There was a conspicuous lack of in-
creased demand in the manufacturing
customer base that is so important to
Burroughs. Add-on peripherals and
memory acquisitions will be weaker this
year than last, even in the disk area where
Burroughs’ Memorex subsidiary is active.

In all markets but education there
was a net positive shift in attitude toward
Burroughs, on average 10%. Particularly
more favorable attitudes were discovered
among distribution and government sites,
indicating that the company’s “lines of
business” focus is paying off. Medium-
scale users, too, showed a strong shift in
positive attitude.

Compared with I1BM, Burroughs
was claimed by users to excel in operating
systems software (a traditional strong
point for Burroughs), price/performance
of systems, and database/data communi-

Burroughs were industry-specific soft-
ware packages (cited by half the sites for
the third year in a row) and systems engi-
neering support and sales personnel. A
shrinking percentage of users desired to
" replace their Burroughs mainframe alto-

AT&T’s share of private branch
exchange installations has grown
since last year.

gether: 7% this year compared with 9%
two surveys ago. Evidently, the A Series,
new disk subsystems from Memorex, and
other new offerings are helping to keep
users loyal to Burroughs.

Sperry. This vendor, like others in
the BUNCH, showed some bright spots and
some dark spots. Sperry sites are showing
strong demand for additional mainframe
capacity, now that the 1100/90 system is
a proven product, and they are acquiring
their vendor’s Sperrylink office systems in
increasing numbers. Users are evidently
responding to the company’s pricing
strategy, which encourages purchasing
over lease. On the other hand, the compa-
ny’s relatively new Unix systems are not
finding broad acceptance among these
respondents.

The 1100/90, finally shipped after

cations software. The weakest points for -

SIERRA SAVES THE YEAR

A strong order response by users to IBM’s
‘February unveiling of the 3090 Sierra
~mamframes comes’ just . when it needs
their revenues to _boost faltermg 1985
"'growth o ,
_ _ The main all- vendor survey, taken ,
: before Sierra’ s formal mtroductron, indi-
cates that atotal of 92 Sierras were.
planned to be ordered by respondents but .
a post- Slerra follow-up answered by 175
large 1BM sites indicates a 40% step-up
from these prevxously stated expectations. |
_The original survey had asked -respon-
‘dents to assume that Slerra would be in-/
troduced before June 1985 and’ dehvered :
»by year-end e .
: In terms of umts, the post Slerra
; survey shows that the total number of IBM -
: mamframes ‘to be installed through the
“end of 1986 rose by 13% compared with
the plans they prevxously indicated. Be-
- fore Sierra, spending in dollars by all 1BM -
_respondents for all types of ‘mainframe
systems during the same period was an-
ticipated to equal 25% of the if-sold value -
- of their current installed base. (compared,,,
- with 28% last year), but once Sierra was
public the figure rose to 30% In other
“words, the #3090 seems 'to 'have ‘been’
brought to market at a crltlcal time when
- shipments of other large IBM systems
(303X and 308X) ‘were. begmnmg to ,
taper.. :

In fact in. terms of dollars to be"‘
spent, respondents indicated that 39% of -
. their spending for 1BM mainframes in the
next 24 months would go for Srerra hard- -

ware, S0 evrdently users are ordermg Sler- ’
ras‘at a strong rate. Among those users

indicating a specific model number, about-

four. 3090-200s- were to be ordered forf
each model 400. : }
' Once they had seen the machmes

”snecs, most users, (63%) said they would
themselves purchase the Sierra hardware,

during the next 24 months, while 8% will -

- lease through 1BM Credit Corp. and 29%
will lease through a third party.

The same users have taken well to '

’the double-capacny 3380E disk drlves,
~that came out with Sierra. Of the DASD

units they plan to install over the next two

“years, 41% will be single capa01ty fol-
" lowed by double-capacity dr1ves, and
24% will be double right from the start.

Some . users ‘indicated they were

"mlldly disappointed  with the 3090’

price/performance level and even more so -
with its delivery schedules which accord-

-ing to IBM stretch out to early 1987;

; Meanwhlle, in comments collect-,
ed dunng the follow-up survey, users sald;

‘ they expected IBM eventually to come out
,'w1th a uniprocessor. version of the 3090 ’
“(the model 200 has two processors and
“the 400 four) Some said the machine was

too little too late, others claimed it would™
buoy the value of 308X systems on the

“used market, and still others were disap-
| pointed that 6Mbps channels were niot of-
fered. One user, in fact, said, “The 3090
, offenng is not a new generation of main-
“frame, just the final 370 offermg If thls is

really Slerra, 1t’s a Joke '

many months’ delay, has whetted Sperry
users’ appetite for additional computing
capacity and promises to provide substan-
tial activity in the coming two years. At
large Sperry sites, only 26% of the re-
spondents, down from 34 9% last year, said
they would have enough capacity in-
stalled by year’s end. On the other hand,
34% this year said they needed to add
more memory, 20% needed a larger pro-
cessor, and 12% will ‘install additional
processors. Even those with 1100/90s in-
stalled indicated a need to upgrade or in-
stall additional processors.

As 1100/90 shipments escalate,
installation activity for Sperry’s mediuim-
scale products remains robust but seems
to be slowing. Shipments of 1100/60 and
1100/70 systems peaked two or more
years ago, according to this survey, and
users of those systems are showing a
growing interest in minicomputer solu-
tions for future needs. Sperry is not par-
ticularly strong in the mini market, but it
can look forward to a strong shipment
year anyway. In dollar terms, respon-
dents indicated plans to install gear worth
19% of their current installed base over
the following 24 months. Last year’s com-

parable figure was 13%. ‘

Just over a fifth (22%) of all Sper-
ry sites indicated they had Sperrylink
equipment installed and another 14%
have plans to install it. The strongest re-
ception for the office system appears
among 1100/60 and 70 sites, where 32%
have Sperrylink installed and 19% have
plans to install it. By contrast, however,
31% of all respondents said they had no-
plans to install Sperrylink and another
229 said they have considered the sys-
tem but have no plans for it. -

Sperry’s push into the Unix arena
has caught the interest of a fairly small
segment of its user base, concentrated
among scientific sites. Among midrange
1100 users, only 15% called Unix “very
desirable,” while a similar portion of
large-scale users (16%) answered like-
wise. Like other vendors, Sperry may be
finding that Unix on a mainframe is not
an immediate seller.

In comparison with IBM, Sperry
was relatively strongest in the areas of
systems price/performance and operating
system software, but continues to suffer
in the vital applications software area
where 67% of respondents, compared
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Tak@ a Ug@ look at the new multi-purpose

SELANAR XL terminal with hardware zoom.

With the Selanar XL, you can display graphics and alphanumerics simultaneously. And you can see 132 columns and 48 lines

of type on a 14-inch, flicker-free screen. When you zoom in for a closer look, you'll get all the fine details. Some terminals limit

you to zoom with pixel replication. But the XL has true hardware zoom for total integrity.

The XL's superior zoom saves you time. As you press a single button, the magnified image appears on the screen
almost instantly. The XL also provides: = Tektronix 4010/4014" emulation = DEC VT100/102/52" Edit mode emulation
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The XL does all this and more for under $2,500. You could pay twice as much for another terminal and still

not get all the XUs benefits.

The XL has been developed and manufactured by Selanar Corporation, now an affiliate of Faraday
Electronics. The new Selanar is committed to producing graphics tools that will make your job easier.
Once you see the XL in action, you'll appreciate its clear superiority. For a demonstration, mail

in the coupon or call us at 408-735-8770.
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840 Del Rey Avenue, Sunnyvale, CA 94086; 408-735-8770. Telex: 910-997-8029
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INFOCUS

with 61% last year, found Sperry inferior
to IBM.

NCR. The past year has seen NCR
struggle to hang on to mainframe users,
boost add-on activity among those users,
and strengthen its showings in the small
computer arena. It had only modest suc-
cess in those endeavors, however.

First of all, the NCR sites have been
slow to install the company’s 9000 series
machines, which the survey showed as ac-
counting for only 16% of the installed
base’s dollar value, albeit up from 8% last
year. The aging 8000 series (including the
9020 and 9040) systems, which made up
41% of the installed base value in the
1979 survey, still account for more than
two fifths of this year’s base. Clearly,
large NCR users are in need of an upward
migration path, and with most of the
8000 base sold off or fully depreciated,
NCR can offer users significant price/per-
formance increases in 9000 machines
without giving up profits.

NCR’s efforts to penetrate large ac-
counts have evidently been a frustrating
activity, judging by the fact that only 1%
of the responding sites, down from the
4% measured last year, are at organiza-
tions with annual revenues over $500 mil-
lion a year. More than half (52%) of
NCR’s sites bring in revenues of less than
$25 million a year. About a quarter of
those sites using small systems were
found to be unsure of their future plans;
another 16% said they planned to replace
their NCR mainframes.

A small swing toward lower ca-
pacity needs in the future was registered
this year, continuing a trend that was first
seen in last year’s figures. That trend,
along with a general slowing of the econo-
my, falling system prices, and a lack of
high-end hardware presaged a slow
growth year for NCR’s systems business.
In dollar terms, respondents’ planned
over the following two years to install
equipment with a value equivalent to
12% of the current installed base. Last
year’s comparable figure was 24%.

NCR’s Worksaver line, a three-year-
old series of desktop machines supplied
by Convergent Technologies, is making
modest penetration of the NCR base, but it
may be losing steam. Only 13% of re-
spondents indicated they had Worksaver
installed, followed by a mere 3% plan-
ning to install it. On the other-hand, 22%
of the respondents said they had consid-
ered the product but had no interest in it,
and only 13% said they had any plans to
evaluate it in the future.

Similarly, NCR is faring poorly in
the personal computing arena where its
MS/DOS machine is up against IBM. Even
within its own mainframe customer base,
only a third of those sites that have picked
one or two standard makes have picked

NCR pes (40% chose 1BM). The survey
shows that large NCR users pick IBM more
often, while smaller users favor NCR pcs.

Like other BUNCH companies, NCR
must consider making Unix a standard
offering on its mainframes. Once NCR, or
any other company, discloses such plans,
it becomes vulnerable to defections by us-
ers who, now forced to convert from one
system to another, can more easily justify
moving to another system vendor alto-
gether. In this regard, NCR sites showed a
marked drop from last year in their judg-
ment of an incompatible operating system
on the company’s next generation of
mainframes. Where last year 44% of the
responding sites said such a new operat-
ing system would make them more likely
to consider NCR for future system expan-
sion, this year only 38% so indicated;
compared with 4% last year, 8% this
year said such a move would make them
less likely to stay with NCR. A stronger
positive reading on this issue came from
large sites, where users are generally more
inclined toward non-NCR solutions.

In comparison with IBM, NCR as a
vendor was found most deficient in appli-
cations and database/data communica-

With product cycles peaking this
year, Sperry appears poised to
do the best of the BUNCH.

tions software. The Dayton, Ohio, com-
pany’s field maintenance and systems
price/performance were two particularly
strong points with users, the survey
indicates.

Honepwell. This Minneapolis
manufacturer has seen far better days in
its computer business, which has gloomi-
er prospects than ever. The survey was
completed before the company intro-
duced its NEC-built DPS 90 systems, which
should help Honeywell significantly with
its largest customers, but the potential for
defection among large Honeywell users
remains strong, far higher than for Bur-
roughs and Sperry. Moreover, the reser-
voir of Level 66 users to be migrated into
the DPs 8 line is nearly tapped out now: of
those left with small Level 66s, for in-
stance, 27% plan to install DPs 8 hard-
ware but 49% are not planning to do that.

On the other hand, an encourag-
ing sign for future DpS 88 shipments is to
be found in the fairly big number (65%)
of large systems users -willing to convert
to the virtual memory GCOs 8 operating
system. In fact, at the time the survey was
taken, only two DPS 88 machines were in-
stalled by responding sites, but nine more
are to be installed by year-end.

Planned acquisition activity (not
including the sizable and dynamic Dps 6
base) for the following 24 months was
down from a year earlier. In dollar terms,

an equivalent of 11% of the value of the
current installed base (down from 14%
last year) will be installed this year. In
terms of units, the figure is 13% of the
installed base, equal to last year’s figure.

Field upgrades still represent a
significant source of high-margin business
for Honeywell. This year and next such
upgrades will in unit terms equal 15% of
the installed mainframe base. Upgrade
activity in the Dps 8 base is picking up
now that many of those machines have
been installed for two to three years: more
than a quarter of those machines will be
upgraded in the coming 24 months. Hon-
eywell’s share of add-on peripherals in-
stallations will generally be up this year,
although it seems to be suffering from
compatible competition in the terminal
arena. And only a very small number of
respondents (less than 10% in each size
category) said they anticipate a major
mainframe system introduction by Hon-
eywell this year.

The small DPS 6 line continues to
be an important adjunct to Honeywell’s
mainframe product strategy, with 53% of
large systems sites and 43% of Level 64
sites indicating they are using or will use
the machine to supplement their main-
frames. As for office systems, Honeywell
has shown a modest but growing penetra-
tion of its user base with its DPS 6-based
system. Among large users, a fifth have
installed or will install such gear (com-
pared with only 13% last year), while for
the second year running, 23% of those
large users have considered the system
but have no interest in using it.

Asked what change in their atti-
tude toward Honeywell took place during
the past year, users surveyed showed a
shift to the negative. Level 62 users, in
particular, were disgruntled about their
systems being dead-ended. Among large
systems users as a whole, 28% said their
attitude was less favorable while 16% in-
dicated an improvement. In a comparison
with 1BM, Honeywell ranked well in the
systems price/performance and operating
system software categories, but fared
poorly in industry-specialized terminals
and applications software. As a whole,
Honeywell users were found to be less
positive toward their supplier than cus-
tomers of Sperry and Burroughs. (It
should be noted that General Electric,
Honeywell’s largest user, declined to par-
ticipate in the survey for reasons of corpo-
rate policy. The survey also concentrates
solely on domestic sites, thus ignoring
Honeywell-Bull’s substantial user base in
France.) @®

To order the complete 1985-'86
DATAMATION/Cowen & Co. mainframe

" survey results for $750, please call

Julianne Kilbride at (212) 605-9582.
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BancOhio is constantly improving its products and services, with help from IBM’s DB2.

M

anagers at BancOhio Are

Banking on DB2

“DATABASE 2 (DB2) is an efficient
vehicle for providing our top
management with financial and
analytic details,” says Jack Kiger,
Vice President and Director of
Data Processing at BancOhio in
Columbus, Ohio. A

The bank, which has more than
250 branches throughout the state,
has been testing DB2, IBM’s full-
function relational data base sys-
tem, for a year and a half. “In that
time, we did a 22 man-year MIS
project in only 24 man-months,’
reports Kiger.

The key to this outstanding
productivity is DB2’s powerful
Structured Query Language (SQL),
which makes corporate data avail-
able—simply, economically and
with full data security and control.

Through its Query Management
Facility (QMF), DB2 provides end
users with a friendly interface
to SQL, including a full set of helps

and prompts. With QMF, users can
query the data base directly, ask
the system to generate reports or
create their  (continued next page)

riences with IBM software.

A NOTE TO THE READER

, To keep you informed of software developments at IBM we wﬂl
pubhsh Software Notes on a regular basis.
‘Software Notes will bring you news of programs that help make
 systems and people more productive. It will feature articles on
high- productmty packages such as DB2, IBM’s full-function rela-
tional data base system, and apphcatlon development tools such as -
-~ the Cross System Product Set. And it will tell you about users’ expe-

We'll also let you know about new software courses and other IBM
offermgs that can help you get the most from your DP resources. -




The Cross System Product Set
Aids Programmers at Corning

Through an innovation in
application development, Corning
Glass Works, Corning, New York,
has eliminated most of the detail
work involved in conventional
programming,.

The innovation is the Cross
System Product Set from IBM.

With this program, a developer
can complete every phase of a
project interactively at a terminal.

This includes defining and validat-

ing screens, files and logic; testing
and debugging a program; run-
ning trial executions and putting
the application into production.
The Cross System Product Set is
especially effective as a develop-
ment facility for applications
designed to run under CICS, or in
distributed 4300 and 8100 systems.
According to Steve Grace, Su-
pervisor of Application Develop-
ment Technology at Corning, “The
program’s interactive nature and

extensive debugging aids lend
themselves to developing applica-
tions quickly and accurately.”

What’s more, the Cross System
Product Set requires fewer special
CICS skills on the part of the pro-
grammer.

Such features as trial screens
and quick prototype executions
improve communication between
DP personnel and end users.

The program runs on all 4300
and 30XX series operating systems
and on the IBM 8100 with DPPX/
System Program. It’s portable, so
that an application developed on
one supported system can be run
on another.

Mr. Grace sums up the experi-
ence with the Cross System Prod-
uct Set at Corning Glass like this:
“As a result of its many benefits,
we’ve been able to satisfy user
requirements faster and more
economically.” m

DB2 (continued)

own unplanned reports.

But DB2 is much more than an
end-user product.

It’s a full-function relational
system that lets professional pro-
grammers develop complex appli-
cations with greatly improved
productivity. It provides them with
the facilities they need for backup,
recovery, restart and security.
These functions can be incorpo-
rated in an application by simple
statements and need little explicit
programming,.

With these security provisions,
transactions are well protected.
This means that DB2 can handle
online applications while maintain-
ing the integrity of the corporate
data resource.

Thus DB2 can meet the full
range of needs. It can handle pro-
duction work as well as end-user
query and reporting services.

“Our experience with DB2 has
been beneficial,” Kiger adds.
“From the standpoint of stability
and ease of use, it’s the best prod-
uct IBM has delivered to us”’ m

‘Usability’ Labs Help Make
IBM Software Easy to Use

It’s one thing to create software
that works. It can be quite another
to make that software easy for
users to learn and operate, and to
support it with documentation
that’s easy to follow.

Dr. Lewis Branscomb, IBM’s
chief scientist, puts it this way: “It
shouldn’t be necessary to read a
300-page book of instructions
before using a computer, any more
than it is before driving a new
automobile.”

That’s why, prior to release,
IBM evaluates many pieces of
software for “usability.” We've
taken a scientific approach to this
process in Usability Laboratories
located in cities across the United
States.

The evaluators are people who
have not had software experience.

In each lab, we've set up a com-

plete office environment, attrac-
tively decorated and comfortably
furnished. On each desk is an IBM
workstation which supports the
software to be evaluated.

Here, evaluators at the work-
stations are handed the instruction