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the self-service society, Robert Garr-
son reports in “Easy Money.”

120

TELECOM MANAGEMENT:

AN EMERGING ART

Robert M. Dickinson

How the handling of telecommunica-
tions facilities can be tied to busi-
ness strategies.

I, COMPUTER, TAKE THEE, PBX
William Ambrose

and Diane Flood

Vendors are proposing to get a
piece of the huge aftermarket the
marriage of voice and data will
generate, '

147

IS IT THE PBX OR IS

IT THE LAN?

Philip H. Reagan

The major networking technologies
are clearly different, but which is
more promising is not clear.

152

YOUR POCKET PROTOCOL

| PRIMER

Eric D. Siegel

A guide to the jargon of communica-
tions standards as easy as Dick

and Jane.

Educational market leader Apple and
its rivals are crying, “Get 'em while
they're young!”

169

COMPUTER INTEGRATED
MANUFACTURING

Eric Teicholz

Optimizing ‘production flow and
scheduling, this concept combines
manufacturing, design, and business
functions.

179

LABOR RELATIONS IN THE
AGE OF ROBOTICS

Charles Bruno

As factory automation improves effi-
ciency, management and labor
disagree on what it will do to
employment.

A LEXICOGRAPHER’S
ADVENTURES IN COMPUTING
Laurence Urdang

How an academic wrested an appli-
cation from the jaws of early wp
monsters.

198

APPLICATIONS SOFTWARE
SURVEY

Of 3,000 users who rated 82 pack-
ages, 73% reported satisfaction with
their purchases. More in this Data
Decisions survey.

FEATURES NEWS IN PERSPECTIVE
32 158

IN FOCUS THE OLD SCHOOL SELL

The ATM is leading the way toward Willie Schatz
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Export laws on the line.
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Is Big Blue Big Brother?

61 MICROCOMPUTERS
IBM to go portable.
IBM lix AT&T in Unix mix.
Selling software to go.
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RDBMS: is now the time?

93 WASHINGTON
Hi-tech tax policies.
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CSC: a hectic 25 years.
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Two for the road.

116 BENCHMARKS
DEPARTMENTS

8 LOOKING BACK
13 LOOK AHEAD
18 CALENDAR
23 LETTERS
29 EDITORIAL
225 PEOPLE
229 HARDWARE
239 SOFTWARE & SERVICES
249 SOURCE DATA
256 ADVERTISERS’ INDEX
264 ON THE JOB
268 MARKETPLACE
272 READERS’ FORUM

INTERNATIONAL 224-1

- 3 FROM HERE TO THERE
-11 THE SOFTWARE/SERVICES SCENE

OEM SUPPLEMENT 225-1

- 3 THE NEW ORIENT EXPRESS
- 9 THE OUTLOOK FOR
INTEGRATED SOFTWARE

COVER SCULPTURE BY GERALD SICILIANO
PHOTOGRAPH BY ROBERTO BROSAN

MARCH 1984 3




From the culting edge
of NCR software engineering comes
NCR/SNA Systems Network Architecture

If you area comphter manufacturer, or an
OEM, there are two ways that you can imple-
ment SNA or X.25 on your systems:

« Do it yourself.
_Call NCR.

NCR systems engineers have developed
portable communication products which can

be easily implemented on a variety of pro--

cessors and operating systems. These
products allow for SNA communications,
SNA network management and communica-
tion using X.25. Many of the products are
immediately available, and could be ported
onto most processors with minimum effort.
And that's not all. NCR/SNA is backed by the
o

4 DATAMATION

resources and experience of an international
company with a long background in data
processing, and with the engineering tech-
nology that will keep it among the leaders.

In 1984, NCR is 100 years young. If you are
going to make a major investment in a
strategic product, you'll want the innovative
technology and service for which NCR has
long been famous.

If you are a computer manufacturer or an
OEM, and would like more information contact:

NCR Corporation

11010 Torreyana Road

San Diego, Galifornia 92121
Phone (619) 452-1020
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Introducing COMPAQ PLUS,
the first high-performance portable
personal computer.

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

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

Plus a bigger payload

How much is ten megabytes?

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

‘ Information that would
fill your company’s ledgers can

be stored on the fixed disk drive of the

COMPAQPLUS.

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

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

Inventory records on a quarter mil-{*
lion items. :

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

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

Plus better use of your time

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

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

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

You could store a complete library of
accounting programs on the disk—
payables, receivables, general ledger,
and payroll—with the company’s
books.

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

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

Plus more programs

More programs means more
versatility. And the COMPAQ
PLUS is impressively versatile
because it runs all the popular
programs written for the IBM*
Personal Computer XT, avail-
able in computer stores all over
“the country. And they run as is, with

no modification whatsoever.

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

The COMPAQ
PLUS runs all
the popular pro-
grams written for the

IBM Personal Computer XT.

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

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

Specially .
designed shock e
isolation system protects the fi
disk from jolts.

d

Plus a traveler’s toughness

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

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

All the working components are
surrounded by a uniquely cross-
membered aluminum frame. This
structure, common in race car
design technology, strengthens it
side-to-side, front-to-back, and top-
to-bottom.

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

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




Plus ease of use

The COMPAQ PLUS is big where it
counts.

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

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

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

Plus an eaSy way to get started

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

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

{
Plus a lot more

The COMPAQ PLUS also works with
optional printers, plotters, and com-
munications devices designed for IBM’s
personal computer family.

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

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

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

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

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

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

The new COMPAQ PLUSS, the first high-

performance portable personal computer.  /

COMPAQ PLUS
Specifications

Storage
[0 One integrated 10-megabyte fixed
disk drive

[0 One 360K byte diskette drive.

Software

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

Memory
[0 128K bytes RAM, expandable to
640K bytes

Display

[ 9-inch diagonal monochrome
screen -

[ 25 lines by 80 characters

00 Upper- and lowercase high-
resolution text characters

[0 High-resolution graphics

Interfaces

[ Parallel printer interface

[J RGB color monitor interface

O Composite video monitor
interface

[0 RF modulator interface

Expansion board slots
[0 Two IBM-compatible slots

Physical specifications

O Totally self-contained and
portable

0O 20"W x 8%2"H x 16"D

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

©1983 COMPAQ Computer Corporation

COMPAQ™ and COMPAQ PLUS™ are trademarks of
COMPA(Q) Computer Corporation.

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

LEXAN®js aregistered trademark of General Electric Company.

comeAa
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We offer more ways
to help you
manage a project
than anyone else.

“Look Fenton, just make sure
everyone knows how to use the system,
what the plan is. and how
to get it done. Because I don’t want

to hear anymore about it."

As the world leader in project man-
agement systems, we offer the
widest range of systems and method-
ologies, along with our full support.
All to keep even your toughest pro-
jects running smoothly.

The Leading Project
Management Systems

AGS Management Systems pro-
vides the systems to plan, monitor,
analyze, cost and manage any type
of project. Our PAC Il and PC/70
systems are used by over 2,000
major companies and government
agencies worldwide.

State-of-the-Art
Methodologies

Our systems development method-
ologies feature the latest structured
analysis, design and programming
techniques, including automated
estimating.

- We’ll Back You
All the Way
We can provide complete training
and support with all of our systems
and methodologies —before, during
and after installation.

For more information write to
AGS Management Systems, Inc.,
880 First Avenue, King of Prussia,
PA 19406. Or call:

(215) 265-1550
Telex: 510-6603320

‘Management
svs‘mlwc.

THE WORLD'S LEADER IN
PROJECT MANAGEMENT SYSTEMS

Twenty Years Ago/Ten Years Ago

LOOKING

BACK

MIGHTY MITRE

March 1964 : MITRE Corp. and its president,
Clair W. Halligan, were under the editorial
microscope in a DATAMATION interview.
The company was formed in August
1958 to fulfill U.S. Air Force needs. When
the Semi-Automatic Ground Environment
(SAGE) Air Defense System (developed at
MIT’s Lincoln Laboratory) was in the imple-
mentation phase, the Air Force realized this
project required a larger systems effort than
was previously anticipated. First, it formed
a military organization called the Air De-
fense Systems Integration Division (ADSID)
which was made up of R&D, logistics, and
operating personnel. Next, it looked for
technical support from various places, in-
cluding industry and other organizations. It
finally decided to ask MIT for Lincoln Labo-
ratory’s support. MIT figured the system en-
gineering job was not appropriate for a uni-
versity lab, but agreed to give temporary
support to the project while sponsoring the
formation of a nonprofit corporation to take
on the permanent task—thus MITRE Corp.
The Lincoln Lab group that had
been working on the project was transferred
to the new company. Until the end of fiscal
1959, MITRE operated as a subcontractor to
MIT. ADSID matured into the Command and
Control Development Division (CCDD) and
the scope of its duties was broadened to
include the entire Air Force command and
control systems in addition to SAGE. The

_ Air Force asked MITREIif it would expand its

duties as well, and the company assented.
Sometime later, the Air Force formed the
Air Force Systems Command, and cCDD
became its Electronics Systems Division,
with the same duties. MITRE continued to
handle the system engineering for Air Force
Command as well as related advanced plan-
ning and technological work. ,

Other MITRE projects included air
traffic control for the Federal Aviation
Agency (FAA) and technical support respon-
sibility for the Defense Communications
Agency’s (DCA) National Military Com-
mand System.

BILL, PLEASE
March 1974 : Both Senator Sam Ervin (D-
N.C.) and the Justice Department authored

bills aimed at preventing ‘‘snoopers’’ from
getting into police department dossiers and
related records. Ervin’s bill (S. 2963) was
designed to prevent credit bureaus, employ-
ers, and similar individuals or organizations
from obtaining records of persons who had
been arrested but not convicted. Said the
Senator, ‘‘As many as 70% of arrest rec-
ords do not contain dispositions . . . I
would not be surprised to find that the per-
centage . . . is even higher in FBI files.”
Ervin’s bill was officially called the

*“*Criminal Justice Information Control and

Privacy Act of 1974.” In effect, the bill
would allow individuals and organizations
outside the law enforcement community to
obtain only conviction record information.

The Justice Department bill was
similar, but it lacked the restrictions on ex-
change of data between law enforcement
agencies that the Ervin bill proposed. Also,
the Ervin bill would bar criminal justice
information systems from keeping data ob-
tained by informants. The Justice Depart-
ment bill would not only allow the retention
of the data, but would permit dissemination
to outsiders at the discretion of the Attorney
General.

Both bills maintained that operators
of criminal justice information must keep
accurate, complete records and seal or
purge records if subjects have not been rear-
rested within a specific time period. They
also provided access and challenge privi-
leges to persons with such records.

The Justice Department bill, how-

‘ever, allowed access only to criminal of-

fender records and not arrest-only or intelli-
gence records. It would also have enforced
agencies holding information to ‘‘take ap-
propriate steps’’ to have changes made in
any system to which it has provided the
same information.

On the other hand, Ervin wanted to
permit access to any data collected on the
person in question, and would *‘adopt and
publish regulations that provide for inform-
ing other agencies not only when a record
has been corrected, but when it’s been chal-
lenged as well.””

Both bills would impose civil and
criminal penalties for violations.

—1Lauren D’Attilo
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"HELLO, IB

STATIONS.

Decision Data makes better S/34, 36 and
38 work stations than IBM. The proof? More
people choose Decision Data work stations
than any other alternative to IBM. Over 30,000
Decision Data work stations have been installed
to date.

And now, the new Decision Data work
station offers many significant advantages over
the IBM 529] work station.

The Screen. Our glare-free screen tilts
and swivels more easily—with brightness, con-
trast and power switches up front, where they
are in easy reach of the operator. Our screen
offers both block- and line-cursor
styles. To conserve and lengthen CRT
life, our screen dims automatically.

The Keyboard. Our . WE
contoured keyboard, with &y State —Zp
molded key caps, offers M o o e o o o e e e o e ]

ergonomic design that
opens a new era in operator
comfort. Like the screen,

the keyboard provides a choice of tilt positions, plus

a palm rest, an erasable scratch pad; an adjustable

clicker for loud, soft or silent responses; and a
detachable, coiled cord that
lets the operator work up to

six feet from the screen.
The Decision. With
, I all of these features,
Decision Data’s advanced work
F RY R K stations cost less, occupy less space
and help operators get more done

more easily. Maintenance is provid-
ed by our own highly respected nationwide service
organization. Depot-maintenance and annual-
maintenance-fee-service terms are available.
You shouldn't buy a work station, a serial,
line or letter-quality printer—or any other
peripheral for an IBM S/34, 36 or 38 without talk-
ing to Decision Data first. v
r---------‘-------q
Decision
Data

Computer
Corporation

Box 4503 :
100 Witmer Road
Horsham, PA. 19044 b by

O Please tell me more about the work stations that
work harder. O Better yet, I'll phone
(800) 523-6529. In PA call: (215) 674-3300.

Your Name

Company Telephone

Address

CIRCLE 8 ON READER CARD







MDS HERO TRANSFORNIS ISOLATED
WORKSTATIONS INTO NETUVORKSTATIONS.

The personal computer is not all pluses. This
modern miracle of speed and precision has created a
kind of cubbyhole mentality. Isolated, self-protective
pockets of valuable information, inaccessible to other

computers or the rest of the organization.

How will your company move forward whenits
best thinking can’'t even move from office to office?
Your company needs HERGS.

IN THE OFFICE, HERO lINITES AND CONGUERS.

HERO™ is the intelligent, desktop Networked
Personal Computer from MDS. It does everything an
ordinary persconal computer can do. And lots that it
can't. HERQO can form interactive alliances with main-
frames, trade information with other computers,
make peace between departments and convert diver-
sified knowledge into decision-making power.

HEROS LOOK GREAT IN BLUE.

HERO and IBM. Together, they're unbeatable.
Mated with MDS SUPER 21™Communications Proces-
sor, HERQO slips comfortably into IBM SNA networks. -
It looks like Big Blue's 3270 SNA and 3776 remote-

job-entry systems. And our MDS SUPER SNA™option
gets both on one communications link. Additionally,
HERQO runs MS-DOS software, as well as a fast-grow-
ing library of MDS software programs.

HEROS PLAY “SHOW AND TELL} NOT “HIDE AND SEEK™

HERO and SUPER 21 give you the power to liber-
ate data from personal, departmental and corporate
databases that used to play hard-to-get.

With INTELLIGENT 3270™ (an intelligence
only MDS offers), your people can write their own

programs and integrate them with data in the
mainframe. HERO lets you access the database,
extract information, process it, display it, update.

it and utilize it. Then return it or store it right at the
warkstation.

VDS HERO WILL MAKE A HERO OUT OF YOU.

With HERO and SUPER 21, what's been out of
control will soon be under control. Yours. And your cur-
rent investments in data processing will pay off even
more handsomely. Instead of your system not working,
it will be networking. Efficiently, effectively and
economically.

Not just in the office, but throughout your entire
organization.

Furthermore, MDS systems are planned for non-
obsolescence. They’re modular in design to accommo-
date future growth. So, like a herg, every MDS sys-
tem is immortal.

TOGETHER,WE'LL MAKE HEROIC STRIDES.

MDS is a multidivisional, multinational corporation.
We've grown by helping our customers to grow. We'd
like to do the same for you. Not just in IBM country, but
beyond.

Wherever you are, or want to be, we are. MDS

offers service and support capability around the world.
Around the clock.

Ask our customers about us. And give us a call.
Dial 800-MDS-HERO. Together, there’s no barrier we
can't break through.

DATA

n D- MOHAWK
l SCIENCES

7 Century Drive, Parsippany, New Jersey 07054. And over 430 locations, wordwide.

MDS is a registered trademark and HERG, SUPER 21, INTELLIGENT 3270 and SUPER SNA are trademarks of Mohawk Data Sciences Corp. MS-DOS is a trademark of Microsoft, Inc.
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Speed. Convenience. Productivity. then transfer data and results between so common when personal computers
All good intentions. All up in smoke. the host computer and their desks. and mainframes mix.
All because too many personal Spread sheet calculations, reports, With just one piece of hardware
computers proved too much of a good corporate-wide data, all can be from one supplier, everybody gets what

thing. Too much independence.
And not enough integration with your
corporate MIS system.

But depend on our Direct 1600
series to put out the fire.
~ In one compact unit we can pack
an MS-DOS™ and CE/M*based com-
puter, dual floppies, optional hard disk
system, modem, selectable 80/132
character display, and full-featured
DEC or HP terminal with DirectLink
communications software,

So everyone can run their favorite
personal computer programs. And

they expected from personal com-

puting. And from your MIS investment.
Call Direct at 800-538-8404 (408-

980-1414 in California). Or write us

exchanged without re-typing,
without errors. And without
the compatibility problems

at 4201 Burton Drive, Santa Clara,
California 95054. We'll show you
how to travel the road to micro-
mainframe integration.
Without getting burned.

DIREST

© 1984 Direct, Inc. MS-DOS is a trademark of Microsoft Corp.
DEC is a trademark of Digital Equipment Corp.CP’M isa
registered trademark of Digital Research, Inc.
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LOOK AHEAD

AT&T'S PC PLANS

CMS FOR ALL

NCR TOWER TO
'GET TALLER

NEW OA CO.

| IN THE WORKS

| POPPA POPS UP

| AGaIN

.month. Reportedly, pcs resembling Apple's Llsa“

,shlpped‘as early as June. A corporate spokesman Sl
would neither confirm nor deny the report, but oneV;[u
- has to wonder what the reaction would be in Wash- |
~ington, where AT&T fought so hard to enter de- [
~regulated markets, if it were flnally to come out f:«;

w1th foreign- -built goods : il

~desktop to mainframe. Currently, ‘addressing .
~limitations on the XT/370 personal computer in- QF',«
" hibit CMS's function, while at the high end, wherej

| a full 31-bit version of CMS is not yet available.

o SNA support of CMS to the IBM product line. Some
| observers expect a desktop 4300, the Illiad, to be
,1ntroduced later thlS year w1th VM/CMS support.

‘”July S NCC should see NCR Corp. 1ntroduce a broad
range of new products: including an upgrade of 1ts‘y“
Tower, a 68000-based Uan system sold to oems. =

~computer in the Decision Mate line. Meanwhlle,
the company has been packaging its Tower system

| with Ryan-MacFarland COBOL and selllng it agalnst
,rUIBM s System/36 and 38 and Burroughs 'B93 ma-
 chines. NCR also just scored a much needed p01nt
by convincing Honeywell to use the NCR 9300 chip

| set, a 32-bit processor that can be mlcrocoded to
'fhandle various 1nstructlon sets. S . i

“A tlny Sun Valley, Callf  startup headed by Dan
chGurk onetlme pre51dent of Xerox Data Systems

- and. founder of the Computer Industry Assoc1atlon

- x(now CCIA); ‘and Stephen L. Kurtln,,founder of word
',;eproce551ng equipment manufacturer Lexitron Corp.,=5
- is readying an office automation product for late
’VbMay or early June 1ntroduct10n-§,r<

Computer, and DPF fame getting back into the com—‘pn"
~puter bu51ness° Poppa took over Buckbee Mears Co.

Speculation runs rampant as to AT&T's plans in the |
computer hardware area. One report, emmanating
from Eastern Management Group, Morris Plains, N.J.,|
suggests the company will take the offshore route,
introducing a family of Japanese machines this

and MacIntosh are in the offlng and could be

IBM seems intent upon extendlng its CMS operatlng
system to run on a full range of machines, from

Extended Architecture (XA) is expected to reign,

Work is under way at Yorktown Heights, N.Y., to
correct the situation and help bring full XA and

Also being readled are a high-end dyadlc procesSor
mainframe, a laser prlnter, ‘and a new personal

Is‘that Ryal Poppa of Pertec Computer,‘Greyhound

‘t;MARCH198413°"ff




LOOK AHEAD

SOFTWARE TAX
BATTLES

| TRUE BLUE

UNDERPASSING
AT&T?

RUMORS AND RAW
RANDOM DATA

in St. Paul, Minn., in early 1982, saying he'd
get the manufacturing company into more advanced
markets. Now he's acquired the Tampa, Fla., oper-
ations of ‘Honeywell Inc., which makes subassem-
blies for the military and, interestingly enough,
IBM's PC product line.

Rumblings of another battle in the state of Cal-
ifornia's war against sales taxes on software have

‘been heard. Governor George Deukmejian has as-

signed a special commission to study "tax loop-

holes," one of which is understood to be the limi-

tation of software taxatlon to the value of the
media it's shipped on.

We hear IBM has been in the market for color video
projectors for use in branch offices for sales and
training. Reportedly, the company is most anxious

"to find a projector that can reproduce IBM Blue

exactly, with no color shift.

Local Bell Operating Companies have been worry-
ing -- loudly -- about the threat to their busi-
ness created by Bypass, the building of private
corporate networks that bypass the local loops.
But the newly independent BOCs may threaten their
ex-parent, AT&T, with another kind of pass, Under-
pass. There is talk that further deregulation
could let the BOCs begin to sell long distance

‘services, undercutting AT&T's biggest moneymaker,

AT&T Communications.

Look for IBM to introduce a version of Unix for
its Series/l minicomputer. Most likely to make it

to market, perhaps as early as this spring, is a

package developed by CMI, the Troy, Mich., com-
puter leasing outfit. That firm has reportedly
written a System 5 port of the AT&T operating sys-
tem....Watch for Hewlett-Packard to drop 3M as a
SOurce of backup tape drives. Expecting the mar-
ket for archival storage to increase sharply, HP's
Greeley, Colo., division will soon introduce its
own line of quarter-inch drives....A price war in

~the raw floppy disk drive market is putting pres-

sure on Sony with its 3%-inch product. Company
insiders say a 640K-byte drive will soon be priced
at $100 or less in large oem quantities. The next
price target is $50 for a l-megabyte drive....
Striving to beat Tandem Computers at its own game,
Stratus Computer, Natick, Mass., will in mid-April
introduce a new fault-tolerant computer. The ma-

~chine is claimed to be software-compatible with

the two-year-old original Stratus cpu, of which
more than 140 have been installed.

14 DATAMATION




SAMPLE
USING ULTRAMUX

12 Voice & 12—56KB Digital

o ——— i
1 Pierae
Tt Sevings Analyaie
Soecially Pogared por:

G Sl I T, e,
sty Tt} favats

" Your
. T1 UltralViux
Cost Savings




B

b

ih
oy R

R
T

S
%

AT AT
SATEL Nk T
e PSS : ; oot
(BRI o ; R i HiAE ST i
gl 7 % *f”}“" é paenss ep EARE et N Kvadhe PP
i R LS el ol gi
I

AT s T " g e
et 2ok s FERAAT P 5 : i 2 5 %

= : : D T S SrA e R

St e




| Tomorrows$ office

wont have walls.

Soon, your office will be wherever you want it to be,
wherever your business takes you.

You'll be right in the middle of things at a
branch office hundreds of miles away, or at a plant
on the other side of the world. You'll still have
complete access to your company'’s total informa-
tion resources.

A company called Ericsson is in the forefront
of the new digital information technology that’s
wrapping up telecommunications, data processing
and office automation in one big package.

Take Ericsson’s new; all-digital Information
Switching System, for example. Starting with the
telephone lines you already have to connect every
desk in every office, it ties voice, text and data com-
munications into a total organization-wide network.

By adding modules, this network can be eco-
nomically expanded from 100 to more than 20,000
stations: telephones, desktop terminals, printers,
facsimile machines, computer interfaces and other
office automation devices in whatever combination
you need. It represents the most advanced applica-
tion of distributed, multi-microprocessor techno-
logy available today.

All of Ericsson’s 70,000 people work in just
one field: information technology. To Ericsson this
field extends from electronic typewriters to nation-
wide telephone systems. From lightwave cable to
office automation networks. From computer termi-
nals to satellites. From cellular radio networks to
distributed data processing systems.

Ericsson integrates all these into one com-
patible technology, staying at the leading edge by
spending 10% of its annual sales on Research &
Development.

Find out more about the technological and
financial strength of this innovative company.
Ericsson, Inc., Greenwich Office Park 3, Greenwich,
CT 06836-3110.

ERICSSON 2
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CALENDAR

MARCH

Automated Manufacturing 1984 (AM ’84).
March 19-22, Greenville, S.C., contact: AM84, p.0. Box 5823,
Greenvxlle sc 29606, (803) 233 2562.

Federal Office Systems Expo (FOSE ’84).
March 19-22, Washington, D.C., contact: Mary Beth Gouled,

National Trade Publications Inc., 9418 Annapolis Rd., Lanham,

MD 20706, (301) 459-8383 or (800) 638-8510.

International Symposium on the Performance of
Computer Communication Systems.

March 21-23, Zurich, Switzerland, contact: Harry Rudin, IBM Re-
search Laboratory, Saumerstrasse 4, CH-8803 Ruschlikon, Swit-
zerland, (01) 724-2727.

The West Coast Computer Faire.

March 23-25, San Francisco, Calif., contact: David Sudkin, Gen-
eral Manager, Computer Faire Inc., 570 Price Ave., Redwood
City, ca 94063, (415) 364-4294.

Future Office Exhibition and Conference.

March 27-30, Milan, Italy, contact: Carol Ross, Trade Promotion
Officer, U.S. International Marketing Center, Via Gattamelata 5,
20149 Milan, Italy, telex 330208 or telephone (39) 2-4696-451.

International Personal Robot Congress/Exposition.
April 13-15, Albuquerque, N.M., contact: International Personal
Robot Congress, 1547 S. Owens St., #46, Lakewood, co 80226,
(303) 278-0662.

Videotex '84. .
April 16-18, Chicago, Ill., contact: London Online Inc., Suite
3314, 1133 Avenue of the Americas, New York, NY 10036, (212)
398-1177.

Office Automation & Computer Show. .

April 19-21, Salt Lake City, Utah, contact: Office Automation &
Computer Show, Scott Marketing, 545 East 4500 South, Suite
E-130, Salt Lake Cxty, uT 84107. :

AUTOFACT Japan Conference & Exhibition.

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

MAY

APRIL

DEXPO East 84.

April 3-6, Boston, Mass., contact: Expoconsul lnternatlonal Inc.,
55 Princeton-Hightstown Rd., Princeton Junction, N3 08550, (609)
799-1661.

Hannover Fair. :

April 4-11, Hannover, West Germany, contact: Hannover Fairs
Information Center, P.0. Box 338, Route 22 East, Whitehouse, NJ
08888, (201) 534-9044 or (800) 526-5978.

Intergraphics ’'84.
April 9-12, Tokyo, Japan, contact: World Computer Graphics As-
sociation Inc., 2033 M Street NWw, Suite 399, Washington, DC
20036, (202) 775-9556.

The Sixth Annual International Conference on
Computer Capacity Management (ICCCM).

April 9-12, Washington, D.C., contact: Institute for Software En-
gineering, 510 Oakmead Parkway, Sunnyvale, cA 94086, (408)
749-0133.

Association for Information and Image Manage-

ment (AlIM) Conference and Exposition.

April 10-12, Chicago, Il1., contact: Sue Wolk, Director of Confer-
ence and Exposition, AlIM, 1100 Wayne Ave., Sllver Spring, MD
20910, (301) 587-8202.

Session '84 (The National Conference of the Cana-

dian Information Processing Society, CIPS).
May 9-11, Calgary, Alberta, contact: CIPS Session 84, Canadian
Information Processing Society, 722-500 4th Ave. sw, Calgary,
Alberta, T2P 2v6 Canada, (403) 261-5744.

Computer Graphics ’84.

May 13-17, Anaheim, Calif., contact: Christine A. Radiske, Na-
tional Computer Graphics Assn., 8401 Arlington Blvd., Suite 601,
Fairfax, va 22031, (703) 698-9600.

1984 IEEE International Conference on Communi-
cations (ICC ’84). ‘

May 14717, Amsterdam, the Netherlands, contact: Dr. T.A.C.M.
Claasen, Secretary of the Executive Committee, Philips’ Research
Laboratories, P.0. Box 218, 5800 MD Eindhoven, the Netherlands.

Communications '84.

May 15-18, Birmingham, England, contact: Kallman Associates, 5
Maple Court, Ridgewood, NJ 07450, (201) 652-7070; or Industrial
and Trade Fairs Ltd., Radcliffe House, Blenheim Court, Solihull,
West Midlands B91 2BG England, 021-705-6707.

Electro/84.

" May 15-17, Boston, Mass., contact: Nancy Hogan, Electronic

Conventions Inc., 8110 Airport Blvd., Los Angeles, cA 90045,
(213) 772-2965.

Mini/Micro Northeast-84.
May 15-17, Boston, Mass., contact: Kent Keller, Electronic Con-
ventions Inc., 8110 Alrport Blvd., Los Angeles CA 90045, (213)
772-2965. . .

1
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Nobody puts ideas on paper 50 many ways.

If you're using your printer with
a personal computer, you probably
need one that can handle a variety
of functions.

At the same time, the price
should be in line with the computer
itself. Low.

The pint-sized Dataproducts
printer in the picture costs about as
much as one good software package.

It prints spreadsheets, graphics
and illustrations, labels, multi-part
forms—even letters thatlook like they
were typed.

Dataproducts computer printers.

But let’s say you're running a
big computer and it's hundred-page
reports you need. Pronto. Or docu-
ments by the millions.

The printer on the right finishes
a full computer printout page in less
time than it takes to sneeze. At 2,000
lines a minute, it prints much faster
than you can see. Three shifts a day.
Year after year.

In between these two special-
duty Dataproducts printers are
whole families of other Data-
products printers—daisywheel

CIRCLE 13 ON READER CARD

printers, non-impact printers, high-
security printersfor the government,
and more.

In fact, we make more different
kinds of computer printers than any
other indeFendent printer company
in the world. :

Very likely we make one that
fits your needs exactly.

Write usat 6200 Canoga Avenue,
Woodland Hills, CA 91365. Or phone
(818) 887-3924. In Europe, 136-138
High Street, Egham, Surrey, TW 20

_ 9HL England.




Now there’s a way to let everyone
in your company chip in.

AT&T Information Systems, whose
unparalleled communications heritage
has been bringing people together for
over 100 years, now brings your com-
pany together. With DIMENSION®
System 85, a digital state-of-the-art

ment system designed to get your
company moving ahead.

System 85 integrates your company
so well because it is itself so fully
integrated. Imagine a system that
combines voice, data, office, network,
building, and systems management and
control functions. A system that fea-
tures simultaneous voice and data
transmissions, a non-blocking configu-
ration, data-switching speeds up to 64
Kbps, capacity up to 25,000 lines, and
increased customer participation in
systems management.

And most importantly, a system
with practical applications, like Message
Center, Directory, and Electronic
Document Communications. All this

ons and information manage-

makes System 85 the one system to
choose when you've got to be right.

What’s more, AT&T System 85 is
the only integrated business system to
offer all of these valuable functions that
fully integrate your company:

Voice management—System 85
offers over 100 voice features like
pre-programmed message paths for
improved call coverage, advanced con-
ferencing,and simultaneous transmis-
sion of voice and data.

Data management—An advanced
Digital Communications Protocol
(DCP) will enable data switching at
transmission speeds of up to 64 Kbps.
Our applications processor offers ter-
minal emulation programs so you can
communicate and share information



with a host computer.

Office management—Electronic
Document Communications cuts down
on routine paperwork by preparing,
editing and sending information elec-
tronically. A Message Center answers
calls, takes and stores all your mes-
sages electronically.

Network management—It central-
izes control over and integrates voice,
data, office, and building management
functions into a single network. It
reduces costs by routing long-distance
calls over the most economical path.

Building management—Sensors
monitor your doors and windows for
increased security, and they can also
regulate light, temperature and pres-
sure to greatly reduce energy costs.

Systems management and control—
Lets you manage and control the usage
and operation of the system yourself,
without assistance from outside techni-
cians. You can rearrange terminals and
their features with Terminal Change
Management.

With System 85 integrating all of
these functions, you’'ll be able to im-
prove staff productivity at every level
and get everybody on board. And as
your company grows and changes,
System 85’s compatible and forward-
looking modular architecture allows it
to grow and change with you.

System 85 was developed by sys-
tems designers from Bell Labs. It’s
made with Western Electric product
reliability and it’s maintained with com-

CIRCLE 14 ON READER CARD

prehensive, conscientious service from
the largest service organization in the
industry. To find out more, call toll-free
1-800-247-1212, Ext. 879M.

System 85 from AT&T Information
Systems: It’s part of the integrated
office of tomorrow that you can board

today.

hen you've
got to be riglht.

.
pam——

== AT&l

Information Systems

I
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LETTERS

“CAN DO’ MENTALITY UNDONE

I enjoyed Hugh Ryan’s article entitled
‘‘End-User Game Plan”’ (December, p.
240). It points up the more complex issues
in systems work that relate to the user—data
processing interface. At this boundary, the
success or failure of ‘any prdctical systems
development is determined. -

As a student of consciousness and
the mind, I wish to point out a gross error in
what I call the ‘‘can do’> mentality. My
curiosity into the connection between the
almighty internal dialog that rattles around
in our minds and how we think and act led
me to a very significant discovery. The ‘I
can’’ approach to motivation, action, and
task achievement is totally ineffective. The
achievement of any goal based on an ‘I
can’’ mental program leads to mental con-
fusion and GIGO every time.

As a test of this, consider the fol-
lowing: Grasp a pencil tightly between your
thumb and forefinger. Now keep repeating
to yourself, *‘I can drop the pencil.”’ The
mind accepts this instruction and basically
responds-with, ‘*‘Okay, I can drop the pen-
cil, but what’s next? You will find it impos-
sible to instruct the mind to drop the pencil!
Now, keeping the pencil tightly grasped be-
tween the thumb and forefinger, say the
following, ‘I drop the pencil.”’ By repeat-
ing this phrase you will find the muscles in
your fingers quivering and relaxing. The
pencil will drop! \

The significance of this linguistic-
neurological discovery points out how we
have learned to sidetrack towards less than
optimal mental functioning by the way we
consciously and unconsciously talk to our-
selves. No wonder that we use only 10% of
our mental capacities. In addition, the “‘I
can’’ mentality leads to a pure will power
dominated goal programming. This coach-
ing approach will result in very strong-
willed, determined individuals who use the
power of fear and insecurity to attain their
goals. If successful, they win, but systems

and dp lose! This mental programming re-
sults in a force-of-will office automation
system and makes the human-electronic in-
terface a very difficult barrier to overcome.

The ‘I do’’ mental programming;
as advocated by W. Clement Stone and
Napoleon Hill, will yield ‘‘egoless’’ pro-
gramming and systems development. In ad-
dition, a significant berefit of this mental
programming is very efficient time man-
agement. Things will get done, and without
laying blame for missed deadlines or lack of
funds and hardware on staff and upper man-
agement for not understanding the ‘‘techni-
cal’’ problems associated with completing a
systems project.

The football coach approach to re-
solving the managerial problems facing all
dp installations does work when we are us-
ing the types of language constructs that
direct our minds correctly. ‘

ISRAEL M. KNOBEL

Data Processing Manager
Shippers Management Corp.
Philadelphia, Pennsylvania

MICROLAND UNDERMINED

‘“‘Adventures in Microland’” (November,
p. 153) are more exciting and successful
than you present. You correctly report that
at Shaw Data Services we developed our
own custom protocol converter, a ‘‘black
box’’ that links IBM PCs to our Honeywell
bisynchronous network. But what you fail
to comment on is our clients’ very success-
ful use of the PC using downloaded data.
In the IBM PC, we provide our cus-
tomers with a program that allows them to
“‘translate’” screens of data from our main-
frame into a format that can be used by
Lotus, SuperCalc, Multiplan, and other
spreadsheet packages. This piece of soft-
ware and the concept of the custom protocol
converter have been extremely successful
because they allow the end user to save the
data that he wants and to prepare special

reports that we may not be able to provide in

the time frame required.

The power of this concept is com-
pelling to users, as it enables them to get
things done on their own without slogging
through ‘the inevitable decision-making
process for changes to a system that serves
many, many different users.

At this point, we believe that the
only downside effect is that a few of our

" clients have been so aggressive in develop-

ing local applications on the PC that they
have reached beyond the capabilities of the
PC and have developed systems that are not
robust enough to be reliable and accurate in
their operations.

But on the whole, this concept is
now a proven and accepted fact of life in the
micro-mainframe connection.

» CRAIG M. SHUMATE
: Vice President,
Corporate Planning and Development
Shaw Data Services Inc.

New York, New York

FIGHTING BACK

[ would like to reply to Mr. Philip Harris’s
review (December, Source Data, p. 281) of
my book, Needed: Professional Manage-
ment in Data Processing.

First, as to my background, I have
25 years’ experience in data processing in a
variety of industries, having held such posi-
tions as programmer, analyst/programmer,
senior systems analyst, systems leader, and
project manager. Experience has included
both scientific and commercial applications
areas with 1BM and Univac hardware/soft-
ware installations. Projects have run from
small and short duration into very large and
several years duration.

However unfortunate repetition
might be, another charge leveled by Mr.
Harris, it appears to be necessary to ham-
mer wher a large number of clichéd beliefs
have become deeply entrenched in the dp
field as the dominating beliefs upheld in
‘““management’’ practices.
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If there is a problem in management
viewpoints, whether dp or otherwise, it is
that strong tendency to stress overcontrol-
ling, almost to the point of strangulation of
any creative initiatives on the part of em-
ployees.

What I discussed about project man-
agement concepts is correct. 1 again never
intéended to provide an in-depth analysis of
control techniques or project management
concepts, but to highlight some factors dp
managers need to think about before jump-
ing into controls at full speed, or at least
point out that the controls mean the manag-
ers have a clear handle as to what is tran-
spiring.

It was unfortunately necessary to in-
clude negativism in writing my book, a
negativism that Mr. Harris has indicated
undermines my case and has alienated him.
Mr. Harris should know that in a consulting
assignment, problems are very often uncov-
ered. These problems can be whitewashed,
glossed over as a minor cause for concern,
or so presented as to draw attention to them,
depending upon the nature of the assign-
ment. Many an executive does not want to
hear about such problems, unless they are
presented with white kid gloves.

In sum, Mr. Harris’s comments,

criticisms, and opinions about my book
bring strongly to mind the recent words of a

social research scientist friend who said,
““‘None is quite so blind as the person who
refuses to see, even after the evidence is
placed before his eyes.”
JOHN CALLAHAN
Arlington, Texas

SWITCHED DATA
The November Look Ahead column pre-

sents false and misleading information on
the progress and capabilities of the Mitel
$x-2000 Integrated Communications Sys-
tem. To set the record straight, the sx-2000
is being sold in three configurations: the Sx-

2000 S, providing 150 to 450 extensions

plus trunks; the sX-2000 sG, with 250 to
3,000 extensions plus trunks; and the Sx-
2000 MG, taking the switch from 2,500 to
10,000 extensions plus trunks. The switch
was not designed as a 20,000-line switch.

Starting in January, Mitel began

shipping the sx-2000 SG with voice and data
capability. The data capability at this initial
software release provides up to 9.6Kbps of
asynchronous data transmission. This is
provided through the Dataset 1, connecting
any data terminal or data circuit terininal
equipment with matching data system
stream formats or protocols through the sx-
2000.

In April, the $X-2000 sG will be en-
hanced to increase the capability through

the use of Dataset 2, offering 19.2Kbps
synchronous or 9.6Kbps asynchronous data
transmission.

Mitel will continue development on
the $X-2000 to provide increasing capabili-
ty with subsequent releases. As you can
see, the switch now going out is far more
than a “‘speech only’” version.

KEITH FAGAN

Director,

Large Systems Product Marketing
Mitel Corp.

Kanata, Ont., Canada

CORRECTION

In the January issue, the article- ‘“Touch
Screens: Big Deal or No Deal?”’ quoted
Aetna Life & Casualty consultant Richard
Telesca as saying that his company had ex-
perimented with the Easel touch-sensitive
information system but had dropped it. In
fact, Aetna is still working with Easel’s
vendor, Interactive Images Inc., of Wo-
burn, Mass., on ways of integrating Easel
into Aetna’s dp installations. %

Your comments on DATAMATION are
always welcome. We do reserve the
right to edit the letters for either
brevity or clarity. Letters should be
addressed to Editor, DATAMATION, 875
Third Ave., New York, NY 10022.

Invite your

computer to meetlngs

with General Electric
Professional Large Screen
Video Projection

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

Whether videotape, live transmission, TV programmmg or data
direct from your computer, the pictures projected can be seen

TER TE S v by everyone in the room, all at once, even when room lighting is
g, 2, u2 5m:msmm provided so viewers can take notes and refer to written material.
Spg T 4 The color projectors show every viewer the same accurate
color reproduction. An exclusive General Electric system
registers the colors for you, eliminating time-consuming manual
adjustments. ‘

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

GENERAL @B ELECTRIC

CIRCLE 16 ON READER CARD

COMPUTER-AIDED DESIGN displayed by General Electric projector i; viewed
by Engineering Society of Detroit.

AMENDVENT 1-DN PACE
. LINE 18 IR TITlag.

WORDS "“PUNCHED UP" by clerk of Florida State Senate are inspected
carefully before a vote.
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DS rorises the speed limil for dicl-up modens

At last there’'s a 9600 bps modem designed especially for the Contact Universal Data Systems, 5000 Bradford Drive,

dial-up telephone network. Huntsville, AL 35805. Telephone 205/837-8100; TWX
Our 9600 A/B is the ideal modem for projected system 810-726-2100.

growth. Realize immediate line-charge savings by moving from

208 A/B to 9600 A/B now! Then, if your system demands dedi-

cated lines, simple strap modifications will convert your mo- H :

dems. Nothing else changes! Unlversal Dafa SVSTQI’T)Q
A faster turnaround time than 208 A/R’s further increases

the 9600 A'B's efficiency. Multiple test modes are selectable A prOTOROLA MO,

from the front panel. Information Systems Group

UDNS modems are offered nationally by leading distributors. Call the nearest UDS office for distributor listings in your area,
DISTRICT OFFICES: Old Bridge, NJ, 201/251-9090 » Blue Bell, PA 215/643-2336 » Atlanta, 404/998-2715 « Glenview, IL, 312/998-8180 = Columbus, OH, 614/895.3075 = Boston, £17/875 RRAR
Richardson, TX, 214/680-0002 » Englewood, CO, 303/694-6043 « Houston, 713/988-5506  Tustin, CA, 714/669-8001 « Mountain View, CA. 415/969.3307 » Silver Spring, M, 301/587 N4
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Software International has
nearly two decades of experi-
ence in doing one thing
with exceptional expertise:
providing on-line, financial
applications software for main-
frame and mini computers.
We give you the special z
touch you need to anticipate !
and manage an increasing ;
flow of numbers with accuracy |
and ease. When financial ;
and accounting professionals
want to run with confidence,
they run with Software
International.
Software International®
software packages include: !
v General Ledger and i
Financial Reporting |
u Accounts Payable
u Payroll and Human
Resource Management
“ Accounts Receivable ,
“ Fixed Assets k
Management ‘
» Forecasting, Modeling
and Reporting
u Micro-Mainframe
Smart Link™ and Query.

Call or write:

Software International,

One Tech Drive

Andover, MA 01810
800-241-3208

Software International is a wholly-owned

subsidiary of General Electric Software
Products Company.




The Data Center

is under
your

command.
But is it
under
your control?

Value Computing’s systems man-
agement software automates the
critical tasks of production fore-
casting and scheguling, capacity
planning, and resource allocation
and accounting, and brings
those tasks under centralized
control. Your control. : -

The effects on data center oper- o
ations are immediate: a more stable production envi-
ronment...faster turnaround...fewer manual proce-
dures...shorter night processing times...fewer mistakes,
misunderstandings, re-runs...greater productivity from
your operations personnel.

In short, a smoother running, better performing data
center; a center where managers get the most intensive
use of all resources. Without making a major capital
investment in additional CPUs or peripherals.

We don’t believe there’s a more
cost-effective way to improve the
performance of your data center or
the value of 'its position in your com-
pany. Call us and find out why more
than 1500 users agree.

Value Computing Software Systems:
DCMS—The most powerful and comprehen-
~sive production scheduling and control system
available.

Comput-A-Charge—The industry standard in job
accounting and computer billing,

.VALU-LIB—An entirely new tape management system

designed for today’s VS environments.

SMF Express—A unique package for the management
of important SMF data.

VALUE COMPUTING

THE OPTIMUM SOFTWARE FOR DATA CENTER MANAGEMENT
Value Computing, Inc., 498 N. Kings Highway, Cherry Hill, NJ 08034 (800) 257-8242. In New Jersey (609) 482-2500
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ILLUSTRATION BY DORIS ETTLINGER

Rebecca S. Barna, Editor

TORIAL

THE GREAT DIVIDE

\ 01101100110011101
010100010

For years, few words passed between the telecommunications manager and
the data processing manager. In addition to the fact that neither had much
interest in the other’s operations, they also spoke different languages. The
bauds and bandwidth banter of the telecom group was unintelligible to the
dpers, who spoke in bits and bytes. The fields of voice and data were miles
apart.

Today, those turfs are not only closer, but in many cases they over-
lap. A voice/data PBX can serve as the cornerstone of a corporate communi-
cations system or as the backbone of an office automation system. Financial
consolidation and reporting systems are as dependent on effective telecom-
munications as on efficient data processing. Technologies are becoming rela-
tively easy to integrate. What’s more difficult to integrate is job functions.
It’s time to bridge the divide between telecom managers and dp managers.
And the gap is great.

Although telecom managers have been around twice as long as dp
managers, their role through the years has remained more static. Trained
largely by the Bell System, telecom managers functioned in a relatively
controlled environment. They operated a budget based on current, and re-
curring, costs. Corporate communications was an expense item that was
predictable at least five years out. Sure, Ma_Bell’s steady rate hikes had to
be anticipated and taken into account, but there were few other variables.
The work of telecommunications managers, often thankless, was seldom
challenged—either technologically or by corporate management.

Situated in another corner of the corporate basement was the dp depart-

~ment. Masters of mystique, these dp types had quite a different budget to

manage. Weighted down with multimillion dollar capital expenditures, the dp
budget was not only mammoth, but also unpredictable. With so much money
and manpower funneled into their departments, dp managers had frequent and
often frustrating accountability sessions with corporate management. What’s
more, the expertise of the dp department was constantly being challenged by
young whippersnappers, those fresh, feisty computer science graduates armed
with the latest in this fast-changing technology.

What happened, of course, is history. The dp department moved up
fast. Having tackled the challenges of constant change, ever-bulging bud-
gets, and a growing dependence on them by corporate management, data
processing managers had gained—whether by force or by fiat—valuable
management expertise. Soon, dp managers were within earshot and arm’s
reach of top management. .

And where was the telecom manager all this time? Still plugging
away at the formula for assessing next year’s corporate telephone costs. )

The tables have turned on telecommunications managers. Today they
face the management challenges that were met head-on by dp managers 10
to 15 years ago. Job responsibility includes both voice' and data, and often
spreads into the realms of data processing and office automation. And just
when the pace of technological change picked up, the long-incumbent tele-
com supplier packed it in. The dismantled AT&T can now be eyed as an op-
tion rather than an assumption. That means capital expenditures loom large;
indeed, corporate management is banking on its ability to depreciate some
telecom equipment over time to keep communications costs down. The tele-
com manager-turned-purchasing agent has a much bigger budget to man-
age—and it’s an elastic one at that. .

Telecom managers are now in the limelight. Their challenge is great-
er than the management of what’s traditionally been considered the telecom-
munications turf. It stretches well into the field of dp. That same challenge,
in reverse, holds for the dp manager. :

The technologies now talk to each other. So should the managers. #

MARCH 1984 29
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It's reaﬂy very Sj_I’ﬂplGi ADCA

1 network can integrate all your

| datacomm equipment—IBM
il or non-IBM —into one flexible,
14 efficient system. We call it Inte-
] grated Network Architecture
1 (INA). And it offers many
{ remarkable advantages.
| Like network transpar-
i1 ency: Our hardware is compat-
lq ble Wlﬂ'l all hosts and terminals
—synchronous or asynchro-
nous. So you're free to use less
expensive async terminals and
modems.

Host selection: With INA,
# any async terminal in the net-
% work can access any host in
4 the network. Including IBM

# hosts, packet mode hosts and

public data networks. And any
327X terminal can access any
host running 3270 BSC.

. High speed transmission:
You can transmit combined
voice and data at speeds up to
1.544 MBPS.

Modular hardware: You
can upgrade and expand your
network simply by adding—
instead of replacing—low-cost
DCA components.

1 And since data is routed
A through a network processor
| instead of a dedicated host, no
4 host software is involved and
@ no extensive programmer
| training is required. '
Smplicity. Flexibility.

| LEfficiency. Savings. Chalk
up to INA. From
DCA 303 Research
Drive,
Norcross, :
Georgia 30092.
Call us toll-free:
1-800- .
241-5793.

Digital Communications Associates, Inc. -~
DCA Products Are Available Worldwide.

CIRCLE 20 ON READER CARD .




«

EASY
MONEY

Thousands of automated teller
machines are linked in 125
nationwide networks. Has the
wiring of America begun?

by Robert M. Garsson

When banks first began dotting the Ameri-
can landscape in the early 1970s with auto-
mated teller machines—terminals that dis-
pensed cash, accepted deposits, and per-
formed other routine banking functions—
there was little reason to believe that any-
thing revolutionary was in the wind. Even
after financial institutions began linking the
terminals in networks, it was by no means
obvious that a transformation of fundamen-
tal importance was under way.

But today, as the terminals are
adapted to handle ever more self-service
transactions, and as the networks continue
to reach out into every corner of America,
the promise of shared ATM networks is be-
coming clear. What has begun is nothing
less than the wiring of America.

In the past three years the prolifera-
tion of ATMs and networks has been nothing
short of astounding. The Bank Marketing
Association, in a report on shared net-
works, says that by 1980, there were 20
such networks sharing from 15% to 20% of
the 10,000 ATMs then installed in the United
States. Two years later, says BMA, 110 net-
works shared 45% of the 32,000 ATMs in
place.

Today there are widely varying esti-
mates of the number of ATMs and the num-
ber of shared networks. Richard Dart, a
product manager at Cambridge, Md.-based
consultants Trans Data Corp., says a recent
survey turned up an installed base of 35,000
ATMs, about half of which are shared by 154
networks; some 8,000 of the banks not yet
part of a network, about half, said they
planned to join one within the next few
years.

Another independent market re-
searcher estimates that 47,000 ATMs were
installed in the U.S. By 1990, there will be
125,000 machines shooting $20 bills into
depositors’ hands, says an ATM consultant.

As for the number of operating net-
works, estimates start at 200 and work
down to 125, because of the consolidation
of duplicative regional systems.

Nationally, there are seven shared
networks. The oldest is American Express
Co.’s Express Cash, a network of traveler’s
check dispensers that also interchanges
with bank-owned ATMs. It currently links
over 1,000 terminals in 16 states.

The bank card associations have

also jumped into the game. MasterCard be-
gan operating its MasterTeller network last
year and Visa will start its network this
year. MasterCard says it will link over
1,000 ATMs in 24 states this year, and Visa
promises to have over 3,500 terminals
linked in 30 states.

The remaining networks include
Nationet, a Dallas-based network that says
it will link 13 regional networks with nearly
6,000 terminals in 26 states in 1984; Auto-
matic Data Processing Inc.’s The Ex-
change, which will connect more than
1,000 ATMs in 33 states this year; Cirrus, a
bank-owned network that will tie together
over 3,500 terminals in 41 states; and Plus,
another bank-owned network that promises
to have over 3,000 terminals on-line in 47
states by year end.

For the consumer, the benefits have
been quick and dramatic. A customer of
New York’s Chase Manhattan Bank, for
example, finding himself cashless in San
Francisco, need only find a Bank of Amer-
ica ATM to make a withdrawal from his
checking account back home. Wiped out at
a craps table in Caesar’s Palace casino and
hotel in Las Vegas, a Manufacturers Han-
over bank client from New York has only to
walk 50 feet or so to a pair of ATMs in the
hotel lobby, operated by Plus and Cirrus.

Although the networks are still in
their infancy, bank electronic funds transfer
(EFT) managers have begun to think of them
as electronic highways over which many

ATMs now spit out ski lift
tickets, airline tickets, and
hotel receipts as well as cash
from brokerage firm
accounts.

kinds of financial data can be transported.
Across the country, network operators are
working feverishly to adapt their systems to
support electronic payments at the retail
checkout counter, or point of sale, as such
transactions are more commonly known
(December, p. 99).

In the retail environment, the con-
sumer would present his ATM access card—
also known as a debit card—to the mer-
chant. The information encoded on the
card’s magnetic stripe would be read elec-
tronically and routed to the issuing bank’s
host computer. As a security measure, the

consumer would enter his personal identifi- -

cation number, which the bank computer
would verify. Assuming the user had suffi-
cient funds.in his checking account to cover
the purchase, the transaction would be au-
thorized and the consumer’s account would
be debited. At the end of the day, when
settlement is made, the merchant’s account
would be credited.

And down the road, the same net-
works are expected to be adapted still fur-
ther to support home banking. MCt Commu-
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IN FOCUS

nications Corp., which has its own telecom-
munications network, has announced plans

- sumers from their homes into ATM network
switches. ‘“We want to take advantage of
the networks banks have built,”” explains
McI vice president for planning Philip S.
Nyborg.

Together, point-of-sale and home
banking could move the nation a giant step
closer to the ‘‘cashless society’” that has in
the past seemed so close and proved so
elusive.

The shared networks constructed to
support ATMs seem so rife with potential
that only now is the versatility of the dis-
pensers themselves recognized. If they can
be used to dispense cash, then why not also
adapt them to spit out ski lift tickets, airline
tickets, hotel receipts, or almost anything
‘else that involves a payment and a piece of
paper? Indeed, they are being adapted to
handle all of those tasks and more.

Best known, thanks to a television
advertising campaign, is Avis Rent-a-Car’s
automated return system, which uses an
ATM manufactured by Diebold Inc., Can-
ton, Ohio, the nation’s leading manufactur-
er. The user inserts a credit card, calls up
his bill, punches in a few details, such as the

Insurance used to bhe cheaper
than the cost of data security
devices. Not anymore.

car’s mileage, and is given an itemized re-
ceipt after the transaction is completed. In
Chicago’s O’Hare Airport, American Air-
lines is testing an NCR terminal that permiits
a customer to make a flight reservation, pay
for it, and receive a ticket.

In short, the ATM is leading the way

toward the self-service society and all the
convenience that the American consumer is
widely believed to prize so highly.
 Without shared networks, however,
the self-service terminal, whether it be a ski
lift ticket dispenser or a cash dispenser,
would be of limited value. By linking it to
the credit card authorization system, cus-
tomers can use MasterCard, Visa, or Amer-
ican Express to pay for the transaction. And
by linking it to one or more of the shared
bank networks, customers can use their
debit cards to pay for the items with cash
from their checking accounts. As brokerage
firms begin to link their asset management
accounts to ATMs, consumers will eventual-
ly be able to access all their assets—from
their stocks to the equity in their houses—at
an ATM.

The potential of shared networks
runs far beyond point-of-sale and home
banking. ‘‘These discussions usually focus
on the retail, or consumer, side,’’ says D.
Dale Browning, senior vice president of
Colorado National Bank of Denver and
president of Plus System Inc., one of seven

to support home banking by wiring con-

‘national networks—which,
- ence the standards adopted by their member
- banks—use protocols based on ANSI X9.2.

TYING THE KNOT

Sharing ‘ATMs presents no overwhelming
technological problems for banks, especial-
ly since so many software packages: are

- available to run network switches. Paul R.

Kramme, president of Nationet—a Dallas,
Texas-based natmnal shared network that
bills ‘itself as a ‘‘network of shared net-

~works’’—says his member. networks have

spent anywhere from $10,000 to '$30,000
each developing -interfaces to Nationet’ 's
Carleton, Ind., switch:

The Nationet switch was purchased
from-Anacomp Inc., Indianapolis, one of

four vendors that' provide -most of ' the

switching software in use today. It runs on'a

- Perkin-Elmer 3200. series - superminicom-
“puter. ‘‘The protocol ‘we use is a pretty -
says

straightforward - IBM - protocol,”’

- Kramme.

One problem for the industry as a

“ whole has been the lack of standardization,
Although ~ANSI’s  X9.2' committee - has

worked out an industry standard, it has yet,

to be adopted.: ‘ ‘Fortunately, most of our

members ‘are using. protocols - that: were

based ‘on the proposed ‘ANSI X9.2 stan-

dard,”” Kramme says. *‘It will make life

_ easier for everyone, though if they adopt a
‘single standard.’’ -

That is especnally true in the retail

_point-of-sale area, he adds. *‘If we want to

move toward a system that everyone:[con-
sumers; merchants, and financial institu-

tions]. has access to, we don’t have: much:
‘choice. There has to be a single standard.”’

Fortunately, he says, a number of the large
in turn; influ-

The evolution from ATM sharing to

- retail point-of-sale payments will present -

problems for some; but should prove no

_trouble for those proprietors of ‘networks
.who have had their eyes on the merchant’s
- checkout counter all along. *‘The techno-
logical and operational requirements of ex-
_panding from ATMs to point of sale is not
difficult at all,”’ says Darwin Deason,

chairman of Affiliated Computer Systems,
the Mercantile Texas Corp. subsidiary that
operates the Mpact network in Texas. That
is_especially. true, he adds, ‘‘if your net-
work * was designed  with that- thought in
mind.”’.

Roger J. ‘Abouchar, division" vice
president of ‘Anacomp, says that perhaps
half the nation’s networks purchased the
capacity. to process point-of-sale payments
as well'as ATM transactions, Those that did
not, he adds, will find themselves replacing
their switches at some point—or face the
prospectof being shut out of the point of
sale market. The Anacomp switch comes in -
a modular package, with one module  to
support: ATM interchange and the other to
support _point-of-sale transactions. *‘Most
of our customers just pay for the ATM mod-
ule at first,”’ Abouchar says. ‘‘But both
modules are included;, so:when they get
ready for point of sale, all they have todo is

- pay the licensing fees for that module.’’

How big a market exists for network
switches is anyone’s guess: ‘‘I've seen esti-
mates of as many as 800 switches being
installed by the end of the decade,’’ Abou-

- char says. ‘I think that’s high, butan esti-

mate of 500 is fine with me.”” While the
prices vary depending upon the network, a

" single -switch can run from $300,000 to

$500,000, he adds."

The market for terminal devices is,
if anything; even larger. Susan Skinner, a
Donaldson, Lufkin & Jenrette, New York -
City, securities analyst who once followed
banks and now tracks the stocks of compa-
nies that prov1de technology to banks,
thinks as many as 245,000 terminals of one
kind or another may be purchased by the:
end of the decade. That ranges from full-
service ATMs to cash dispensers to a card
reader and personal identification number
(PIN) pad: device that can be attached to a-
merchant’s electronic cash register. *‘If you
just average out the cost at $17,000,’ says
Skinner; ‘‘that- means we’re looking at a
$4.2 billion market.’’ ;

national shared ATM networks. ‘‘But there
is even more potential on the wholesale, or
corporate, side,”’ he adds. The networks
could be used as an alternative to the Feder-
al Reserve System to clear checks electroni-
cally, he notes. They could be used for such
corporate cash management products as
cash concentration, funds transfer to dis-
bursement accounts and vendor payments.
In many ways, Browning says, they could
provide an alternative to the bank-operated
automated clearinghouses (ACH), another
electronic funds transfer network, but one
Browning regards as ‘‘a dismal failure.”’
Others—most  notably  George
White, publisher of White Papers, Mont-
clair, N.J., and perhaps the nation’s fore-
most advocate of the ACH system—take the

opposite view. Instead of creating new ATM
networks, the industry should adapt the ex-
isting. automated clearinghouse system to
support point of sale and ATM interchange.
‘“The ACH is already there,”” says White.
“It’s inexpensive and it works.”’

While the ACH network reaches ev-
ery bank in the country, not all the links are
electronic.  Small, technologically unso-
phisticated banks, for example, are likely to
receive printouts of ACH tapes, rather than
magnetic tapes or electronic transmissions
of ACH data.

Whether or not bankers like the
automated clearinghouse network, its exis-
tence could force them to step up the pace
on shared ATM networks, because nonbank
competitors are tying into the ACH system.
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for EDP managers

The micro invasion
has begun. And, chances
are, you've now got a lot of
different people in a lot
of different departments
using a lot of different
micros.

Now there's a way for
you to control and maxi-
mize the benefits of all the
different micros in your
domain.

Fight back with dBASE II? Help is here.

dBASE II is the relational database If you'd like to know more about
management system from Ashton-Tate how dBASE II and Runlime can help you
that enables you to manage your micro-  win the micro management battle, contact
based corporate data resources with the ~ Ashton-Tate today. 10150 West Jefferson
high level of consistency and sophistica-  Boulevard, Culver City, CA 90230.
tion you've enjoyed with mainframe and  (800) 437-4329, ext. 217 . In Colorado
minicomputer systems. (303) 799-4900. In the U.K. (0908) 568866.
Armed with dBASE II and the
dBASE II Runlime™ program develop-
ment module, you can write programs
which will enable micro users in each [ ™
department to “do their own thing” while &F TON . I A I E e
creating complete database consistency '
throughout the company.
dBASE Il is a powerful, flexible way
for you to effectively manage the micro dBASE Il is a registered trademark and RunTime is a trademark of AshtonTate.

. . Suggested retail price for dBASE II is $700.
proliferation. ©AshtonTate 1984
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Visual ——
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the Commuter:

[t can take your

business places

it’s never been before.

Heavyweight power, memory, and true IBM® PC compatibility in a portable
16 pound computer. ' :

The portable computer can be a very powerful business ally. :
But like any good business partner, the right one can be very hard to find. Some portables are
powerful. Some are IBM compatible. Some are affordable. And some are actually portable.

However, there's never been one portable computer that could gracefully combine all of
the above. Until now. ‘

Put the power of a desk-top computer in your hands. ;
Introducing Commuter,” the powerful portable computer. When you carry it, you're carrying
all the capacity, capabilities, and features of a desk-top computer. Yet you're carrying only
16 pounds.

Commuter comes with a 16-bit 8088 processor. 128K of memory, expandable
to 512K. Single or dual floppy disk drives, each with 360K bytes of storage. A large
80 column by 16 line optional flat panel display, designed to be easily removed when
Commuter is used with an external monitor. A full 83 key keyboard with an 1BM
PC layout, including numeric pad and ten function keys. And IBM compatible
color graphics and monochrome support.



Vlsual Compufer lncorporatm

While Commuter is powerful enough to stand alone, it can really grow on you.
Because Commuter also features built-in ports for adding printers, hard disk,
communications, external monitors, and yourtelevision set. Even a built-in port for
adding the IBM expansion chassis.

IBM® PC compatible. And downright sociable.

Many portable computers today call themselves IBM compatible. But before you

buy one, ask ifitcan run IBM PC software. Business programs like Lotus®1-2-3," VisiCalc™ or

WordPlus-PC™ Exciting games like Flight Simulator™ Or educational games from Spinnaker.”

" You'dbesurprised atthe answers. But not with Commuter. In fact, think of it as an 1BM PC to go.

_ The IBM PC styled keyboard is only the start. Commuter comes bundled with the MS-DOS ™ operating

system and GW Basic" And at 5/4", Commuter’s double-sided double-density diskettes are directly

transferable to and from the IBM PC. So you can take advantage of the hundreds of business accounting, word

processing, financial planning and other software packages available for the IBM PC. Without having to modlfy a thmg

At $1,995 and 16 pounds, it’s never been easier to pick
up a portable computer.
At15"x18"x31/2" with built-in handle and carrying case, the Commuter
can go anywhere a briefcase can. Itfits easily under an airplane seat.
Because it weighs just 16 pounds (about half the weight of other portables
in its class), Commuter is very easy to handle. And its $1995 price can
save your business a small fortune even before you pick it up.

For more information on Commuter, the portable computer, call
‘ustoday at 1-800-847-8252 (in Massachusetts, call 1-800-462-5554),
or write Visual Computer Incorporated, 135 Maple St., Marlboro,
MA 01752. Or visit your local Commuter dealer and weigh the
differences for yourself. But hurry. At only 16 pounds and $1995,
Commuters are definitely going to be picked up fast.

Commuter. It can take your business
places it’s never been.

Visual Computer Incorporated is a wholly owned subsidiary of Visual Technology Incorporated. COMMUTER is a trademark of
Visual Computer Incorporated. IBM is a registered trademark of International Business Machines Corp. Lotus and 1-2-3 are trade-
marks of Lotus Development Corp. VisiCalc is a trademark of VisiCorp. WordPlus-PC is a trademark of Professional Software Inc.
d k of Spinnaker Software Carp.MS-DOS, GW Basic and Flight Simulator are trademarks of Microsoft Corp.
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The relevance of the ACH network has be-
come especially clear in light of a pilot pro-
gram Exxon USA has begun in Phoenix. In
that test, Exxon will be issuing its own debit
card to customers who sign a form authoriz-
ing the oil company to debit their accounts
through the ACH system. When they pur-
chase gas with the card, known as Auto-
Card, Exxon will initiate an ACH debit
through Chase Manhattan Bank. For the
customer, the incentive to use the card is the
same 5 cents a gallon discount Exxon gives
cash customers. For Exxon, the advantage
is that it can issue a debit card nationwide to
anyone with a checking account, without
waiting for the banking industry to come to
terms with shared networks and point of.
sale.

‘“The question is, how many cards
do people want to carry around in their wal-
lets,”” comments John F. Fisher, senior vice
president of Banc One Corp. of Columbus,
Ohio, and a leading advocate of Visa Inter-

‘About two thirds of a bank’s
customers refuse to use
automated tellers.

national’s Electron, a point-of-sale card de-
signed for the on-line authorization and di-
rect debit environment. He adds that the
Exxon pilot is a clear waming that banks
must get their act together if they don’t want
to be locked out of the point-of-sale market
altogether. ‘

The Exxon debit card test is not the
only dark card on the shared ATM network
horizon, as far as the banks are concerned.
Data security has been considered a low-
priority subject thus far, but as more and
more payments are made electronically by
more and more ATMs connected by ever-
increasing miles of cables, banks are now
thinking about encrypting transmissions be-
tween ATMs and the data centers. Indeed,
for many years it was cheaper for a bank to
buy antitheft insurance than to buy encryp-
tion hardware. ‘‘Eighteen months ago,
bankers were saying, ‘No problem, we can
get insurance,” ’’ recalls security expert
Stephen W. Leibholz, president of Analyt-
ics Inc., Willow Grove, Pa. ‘“Today every
bank we visit is interested.”” The Analytics
package now protects the EFT room of the
Federal Reserve Bank of New York, as well
as several New York City banks.

The confusion in data communica-
tions circles due to the divestiture of AT&Ts
operating companies also threatens the
health of newborn ATM networks. ADP’s
network of teller machines cost the parent
company $5 million last year over and
above fees paid by the banks for the service,
according to a recent report by analyst San-
dra P. Kraus of Kidder, Peabody & Co.,
N.Y. ““The company’s ATM business,’’ she
says, ‘‘is not expected to be profitable until
fiscal 1985,”" because of the cost of data

communications and other problems.
Physical security for ATMs could
also become important. ‘‘If we start to see

“murders or rapes at ATMs,”’ Marlborough,

Conn.-based market researcher Linda Fen-
ner Zimmer said at a recent ATM confer-
ence, it will become increasingly difficult

‘to persuade consumers to use unguarded

off-site ATMs. It’s already tough—about
two thirds of a typical bank’s customers
refuse to use a machine for their withdraw-
als and deposits. Zimmer, who has
achieved the status of an industry guru,
notes, ‘‘There really is a 33% barrier.”’

Perhaps the most notorious example
of a bank using coercive measures to bolster
ATM usage was Citibank’s policy of restrict-
ing-customers who maintain low balances
to ATMs while letting those who keep large
sums on account use human tellers as often
as they liked. Citibank rescinded its policy
under fire from local media and customers,
but that doesn’t mean that banks aren’t
looking for other ways to encourage cus-
tomers to line up for machines rather than
tellers. Philadelphia’s Girard Bank, widely
acknowledged as a leader in the pricing
area, charges customers 30 cents for each
check for using human tellers and pays 20
cents to those who use terminals to make
deposits, a model that is likely to be widely
imitated as banks come under increasing
pressure to price their services explicitly.

Since the first automated teller be-
gan whirring and clicking out cash in 1969,
bank EFT managers have tap danced with
some creativity around the question of re-
turn on investment. The price of an ATM can
reach $40,000, not including service, the
cost of replenishing the machines with
cash, or the cost of computer systems to
support them. Most bankers justified their
investment in electronics by talking about
customer convenience and competitive
edges, rather than by quantifying cost sav-
ings that arise from the displacement of pa-
per or the replacement of human tellers.

Today, banks are under pressure
from declining lending spreads, increased
competition from nonbank financial ser-
vices companies, and deregulation. As a
result, many have begun to insist upon pro-
ductivity advances in return for their ATM
expenditures. Some now require that a hu-
man teller be laid off or reassigned each
time an automated teller is installed. And in
bank branches equipped with ATMs, ma-
chines are expected to handle routine func-
tions such as deposits and withdrawals,
while human employees are expected to
tackle more complicated transactions and
sales.

But while some institutions are still
struggling to justify their investments, oth-
ers have decided they can make money on
ATMs. First Texas Savings Association has
begun installing the first of a projected
1,000 ATMs in 7-Eleven stores throughout

the Lone Star state. The object is not to win
new customers for First Texas—a tradition-
al argument for off-site ATM deployment—
but to make money for the thrift institution.
In this respect, First Texas and its innova-
tive president, Robin Glackin (who learned
banking while at New York’s Citibank, ar-
guably the industry’s leader in technology),
are pioneers. Only a handful of others
around the country have committed them-
selves to the proposition of earning a profit
on ATMs, and none has proven that it can be
done.

What makes the First Texas venture
possible, however, is the shared network.
““I doubt that 7-Eleven would have been
interested if we could deliver only our own
customer base or that of one network,”’ ac-
knowledges Glackin. On the other hand, he
says, First Texas could never have justified
the investment unless all or at least most of
the state’s bank customers would be able to
use the terminals. First Texas had to win a
Justice Department antitrust decision for
access to both of the state’s major shared
networks, Mpact and Pulse. Afterwards, it
quickly parlayed that approval into a con-
tract with Southland Corp., Dallas, the par-
ent of 7-Eleven. '

The convenience food store chain
will collect rent for the floor space occupied
by the ATM, and in addition a per transac-
tion fee. In return, the bank will collect fees
from the other banks connected to the net-
works.

While nearly everyone agrees that
sharing is critical to the success of ventures
such as in-store ATMs and retail point of
sale, it took a good deal of swallowing be-
fore banking industry officials began to di-

Some banks require that a
human teller be laid off each
time an ATM is installed.

gest the idea. Sharing was considered for-
eign—indeed, radical—to many bankers in
the early days. They thought the industry
was losing its competitive will. Bankers
who had invested heavily in their own pro-
prietary networks thought they had bought
themselves a competitive advantage in the
marketplace and they were loath to invite
other banks to share their treasured net-
work.

A variety of forces prompted the
move to shared networks. In some cases,
banks were looking for ways to circumvent
restrictions on branching across state or
county lines. Pulse and Mpact gave Texas
bankers an opportunity to offer statewide
service to their customers in spite of intra-
state branch banking restrictions. Small
banks sought ATM networks as a way to
compete with the larger, big city banks who
could afford to place large numbers of tell-
ers on street corners, in shopping centers,
office buildings and transportation depots.
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Furthermore, it was relatively easy
to tie ATMs together into networks. A
switch in a computer facility identifies
transactions intended for another institution
and routes them to the appropriate process-
ing facility (see ‘‘Tying the Knot,”’ p. 34).

Sharing gained considerable credi-
bility over the years as banks came to real-
ize that while there are limits to how many
terminals they could afford to buy, their
customers’ desire for convenience was
nearly insatiable. Even banks with many
ATMs are deciding that sharing offers a way
to maximize the return on their investment.

Some holdouts do remain—most notably
California’s ‘‘Big Five’’ banks—but in-
creasingly the antisharing argument is be-
ing relegated to the status of a straw man
dragged out only at conferences for public

- flogging. *‘It’s less and less of an advantage

to have a proprietary net,’’ says Linda Fen-
ner Zimmer. ‘‘People who were once dead
set against sharing have changed,’’ she add-
ed. ‘I know I have.”

What does raise the hackles of many
bankers now that they share ATMs is access
to, and ownership of, their ATMs by non-
banks. In the first case, a good many bank-

i
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ers were up in arms when securities broker
Paine Webber gained access to Master-
Card’s MasterTeller network for its Re-
source Management Account customers.
That access came through State Street Bank
& Trust Co., Boston, which issued a Mas-
terCard gold card to Paine Webber’s RMA
customers.

Even more threatening to banks,
however, is the prospect of supermarkets
purchasing ATMs and point-of-sale termi-
nals, opening them up to bank customers,
and charging banks each time one is used.
Currently, supermarkets find it competi-
tively necessary to offer check cashing ser-

Increasingly the antisharing
argument is being relegated to
the status of a straw man
dragged out only for public
flogging.

vices and pay banks as much as 10 cents an
item for that privilege. The prospect of see-
ing the payments system turned on its head
so frightened bankers that in Florida and
California, the banks quickly formed a
statewide shared network after a grocery
chain in those states began installing ATMs.

Robert L. Klingler, president of
Winter Park, Fla.-based Freedom Savings
and Loan Association’s Central Florida di-
vision and one of the industry’s most re-
spected figures, conceded late last year that
Florida’s statewide shared network, known
as Honor, ‘‘was born out of fear of Pub-
lix,”” a supermarket chain that had begun
installing ATMs in its stores with plans to
charge banks each time a customer used
one.

Klingler explains: ‘‘To keep Publix
from picking off banks one at a time, the
banks said, ‘We’ll form Honor and surren-
der en masse. But we’ll go one step further.
We’ll pay for the switch instead of using the
one you built.” *’

Following Klingler’s analysis, then,
the prospects for shared network growth
seemed bright indeed. There will always be
a Publix looking for ways to offer custom-
ers a bit more convenience than its competi-
tor down the road. The banking industry
will almost certainly move quickly to pro-
tect its payments system franchise each
time a new Publix steps forward. And the
more competitive the fight between banks
and competitors, the easier it will be for
consumers to get cash. Anywhere. Any-
time. - ’ #*

Robert M. Garsson is a reporter for
American Banker, a New York City-
based daily newspaper of the bank-
ing and financial services industry.
He covers bank operations and tech-
nology and has followed the rise of
shared ATM networks for several
years.
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IN PERSPECTIVE

SELLING ABROAD

EXPORT
LAWS ON
THELINE

The industry isn’t too happy
about proposed changes to the
U.S. high-technology export
laws.

by Willie Schatz and Paul Tate

The U.S. computer industry and European
customers are outraged over recently pro-
posed changes to this country’s export laws
that would tighten government control over
the shipment of high-technology products
overseas.

The protests, informal at press time
but expected to be voiced through proper
channels in coming weeks, arose from pro-
posals by the Department of Commerce that

- foreign resellers of U.S. high-technology

goods get licenses for each transaction. The
proposal came following public criticism of
the department by the Department of De-
fense. The latter has been seeking for the
past year to stem what it says is a large
volume of ‘‘militarily useful’’ gear being
diverted to Soviet bloc countries.

' The two federal agencies are vigor-
ously vying for control of high-technology
exports and have been bickering between
themselves about which should have the

- last say in awarding export licenses. DOC

has been proudly wearing the industry’s
colors against DOD’s national security ban-
ner. 'Washington observers said in early
February that bOC had a narrow lead over
DOD, but DOD has been coming on very
strong in the final quarter of the contest.
And what DOD wants, DOD usually gets.

“*Never mind my role as a lobby-
ist,”” said an attorney in the capital, who is
experienced in international affairs and has
been retained by a computer trade organiza-
tion. **As an American citizen it makes me
very nervous to think about oD controlling
all exports everywhere in the world. They
would put all kinds of pressure on their con-
tractors to toe the line. And they’d be totally
unresponsive to business.’’ ‘

In Europe, the criticism was even
harsher. “‘l think they’ve got a bloody
nerve,”’ said Parry Mitchell, chairman of
United Leasing, which deals in computers
in West Germany and the United Kingdom.
‘“We have our own equivalents of the Com-
merce and Defense Departments here in Eu-
rope and there is no need for this U.S. in-
volvement. What price the NATO alliance?”’

For such organizations as United

Leasing and even computer users them-
selves, the proposed changes to the U.S.
Export Administration Act would make life
a good deal more difficult. For instance,-an
IBM user in northern Paris who wanted to
upgrade his system and sell the old one to a
user across town would be required to get a
reexport license from the U.S. Commerce
Department. At least that’s what the law in
Washington would require. Whether or not
such users would take heed was seriously
questioned by industry representatives in
the U.K. and on the Continent.

The proposed regulations would re-
quire that the final destination of U.S.-
originated goods on a list of restricted items
would have to be reported every three
months by active resellers.

Times grew tough for exporters on
Jan. 19, when DpoC’s Office of Export
Administration (OEA) released proposed
changes to its distribution license (DL) pro-
gram (see box). The proposed tightening of
the rules would exclude certain items such
as semiconductor devices and lasers from
the DL, restrict use of the DL to firms with
proven export compliance records, require
lists of expected end users and more specif-
ic descriptions of exports, and tighten con-
trols on reexporting overseas.

““They’re trying to tighten up on
what they think are the excesses of the past
several years,”” says Tom Christiansen,
manager of international trade relations for
Hewlett-Packard. ‘“We knew for the past
year that DOC was working on the DL. But
no one expected this. It would have been
nice to see that there had been a demonstrat-
ed need for these proposals. But I haven’t
seen any evidence of that at all. That makes
it pretty annoying.

““It’s also going to make itahell of a
lot harder to do business. There’s definitely
going to be more paperwork, and all our
export operations will cost more. It’s going
to be difficult enough for large firms like
us, but it’s going to be really hard for small-
er firms. Large firms ought to know by now
how to stand at attention, click their heels
three times, and face the east. But for small-
er firms it’s like the straw that broke the
camel’s back.”

Almost. Business may be in the in-
tensive care ward, but its condition may be

‘] think they’ve a bloody
nerve,” says a European
computer leasing executive.

only grave, not critical. It might even linger
on that list for a while, or recover more
quickly than expected, but its future is not
totally within its control. On the chessboard
of exports, it is fact becoming little more
than a pawn.

Industry’s best hope lies in persuad-
ing DOC that its writing style is horrible.
Nowhere is it written that the DL changes
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will take effect as written. The original pro-
posal required comments in 30 days. Nu-
merous industry groups requested another
60 days to get their act together. DOC was
mulling that over. Under ordinary circum-
stances, 90 days is an average time in which
to solicit comments. Rather than seek in-
dustry input, another normal procedure
when an agency contemplates such signifi-
cant changes in its regulations, DOC first
met with business representatives two
weeks before releasing the DL proposals. By
then the proposals were a fait accompli. In
essence, DOC said, ‘‘Here it is. If you don’t
like it, write to us.”

‘“These proposals and DOC’s atti-
tude have caused a lot of distress,”’ says an

executive at one of the top 10 computer
manufacturers, which has a significant
overseas business. ‘‘The DL is the lubricant
that makes export control function. Without

Industry’s best hope lies in
persuading DOC that its
writing style is horrible.

the DL, the government would be inundated
with export requests.’’ '

It’s no picnic now for pOC. The
agency estimates there are currently 700 DL
holders, including most of the largest U.S.
exporters. The American Electronics Asso-
ciation (AEA) estimates that U.S. exports of
electronics products alone exceed $26 bil-

lion a year. More than half that dollar vol-
ume is products subject to DOC licensing.
Without the multiple licenses, DOC says it
would have to issue about a million individ-
val validated export licenses a year, com-
pared to the current total of 90,000.

" *‘From an exporter’s point of view,
that kind of delay would be intolerable,’’
the computer executive says.

That’s not to say exporting is such a
snap now. Why, then, would DOC, hereto-
fore business’s best friend in Washington,
want to alienate its constituents? Is there a
method to the agency’s apparent madness?

Well, yes. Retreating before DOD’s
potent offensive, DOC is trying to regroup
and preserve its turf.
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‘I think these proposals were re-
leased because of the pressure DOD’s [been]
applying following the news about this so-
called technology leakage,”” said Hugh
 Donahue, vice president of government
programs and international trade relations
for Control Data. ‘‘There’s a constant turf
battle about whether DOD can look at DLs.
Right now it can’t except in certain circum-
stances where DOC thinks DOD should
look.”’

DOD wants to be as ubiquitous in
export licensing as it is in military contract-
ing. Under the Senate’s version of the Ex-
port Administration Act Amendments (see
*“The Hitch in High-Tech Trade,”” Octo-
ber, p. 148), the agency may get its way. If
the Senate version of the bill passes, Sec-
tion 10(g) of the EAA of 1979 would become
a veritable blank check for DOD to see any-
thing it damn well pleases.

° DOD’s vision is much more restrict-
ed under the House’s half of the EAA
amendments, which that body passed last
Oct. 27. This legislation is far friendlier to
business, which makes it all the more irri-
tating that industry was first in time, but
may not be first in right. The Senate was
expected to pass its bill last month. Both
bodies were then scheduled to go to confer-
ence to see if they could iron out their con-
siderable differences. They weren’t going
to be able to char for very long, because the
EAA, which had already been extended
twice, once by presidential emergency, past

Damned with very, very faint
praise was the Commerce
Department, which drew
criticism from other
government officials.

its scheduled Sept. 30, 1983 expiration,
was slated to perish anew on Feb. 29.

_ Inthe interim, DOD was aggressive-
ly protecting its turf and vigorously trying
to encroach on DOC’s. Following the sei-
zure last fall in West Germany of a vax 11/
782 reportedly bound for the Soviet Union,
Defense Secretary Caspar Weinberger and
Treasury Secretary Donald Regan held a
press conference in which they said the
U.S. had prevented ‘‘an espionage coup’’
by the Soviets and made the world safer for
democracy. ‘

Praised to the skies for their bril-
liance were the Treasury Department, the
Customs Service via Operation Exodus,
and the Defense Department. Damned with
very, very faint praise was the Commerce
Department, which Regan suggested
should ‘‘do what it should have been doing
in view of these things. If there is a slippage
in that system, it is something that we will
be reviewing with Commerce.”’

In other words, the fault, dear ex-
porters, lies not in boD and Customs, for
they are wonderful. It resides in boC, which

could prevent such leakages if it were only
doing its job. '

‘It was absolutely unconscionable
for those two to call a press conference,”’
says Rep. Don Bonker (D-Wash.), chair-
man of the House Subcommittee on Inter-
national Economic Policy and Trade.
Bonker has batted cleanup in industry’s
lineup all season, and it is his bill that was
passed by the House.

‘“There was no reason for them to
create all this publicity unless they wanted
to hurt our chances of passing our bill,”
Bonker says. ‘‘This is clearly the work of
[Assistant Secretary for International Secu-
rity Policy Richard] Perle and company.
They never sit idly by. They’re always
looking for a chance to get their point
across.

**Did poc drop the ball? When my
subcommittee finishes its investigation,
we’ll show that DOC was vigorously doing
its job. Weinberger and Regan raised more
questions than they answered. And aren’t
we talking security matters here? If the sei-
zure were that big a deal, the last thing
you’d want to do is go public with it. When
all the facts are in, we’ll see that they made
a lot more out of it than was really there.”’

Well, this was only a VAX 11/782.
Weinberger was selling it as state-of-the-art
hardware and software that would have ac-
celerated Soviet military modernization
programs. No way business didn’t buy that
line. :

**This isn’t that big a deal,”’ Control
Data’s Donahue contends. ‘‘DOD seized on
it to push its case. But it was shipped under
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mation Center to a multitude of
new computer users. Through ad-

SAS® is a registered trademark of SAS Institute, Inc.

vanced knowledge-based technol-
ogy, even people who've never
been on speaking terms with a
computer can ask questions, obtain
answers, and create reports in only
a few minutes using everyday
English.

EFFICIENCY AND RELIABILTY
FOR SUPPORT STAFF

Our complete solution lets your
existing staff support many more
users by dramatically reducing the
number of products you need. And
RAMIS II makes your support job
easier with built-in computer-
based training plus facilities to -
monitor and control usage.

RAMIS II delivers the perfor-
mance and reliability needed to"
tackle even the largest decision
support tasks with confidence.
In fact, because RAMIS 11 is
a