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We've Delivered
On A Promise

Thats About To Deliver

StorageTek’s 8380E disk

drives: double capacity,
‘dual-ported and delivered

on schedule.

In April of 1985, the new

StorageTek made its

first public promise:

a double capacity,

4 field-upgradable
extension of our

highly successful

8380 disk drive. v

! A promise made is now a
promise kept. StorageTek’s 8380
customers are taking delivery of
‘double capacity upgrades and
drives on schedule. . . thus con-

_tinuing to broaden Storagelek’s
base among the world’s largest
users of information technology:

But the fact that 8380Es

are arriving is nothing compared
to the performance that’s arriving
with them.

ware our customers already own.
For new and present customers
alike, however, the foundations of
8380E capacity gains come from
technologies StorageTek has spent

Double capacity without
doubling floor space, power
or aggravation.

Every StorageTek 8380
customer can now double capacity
without moving .
into more floor
space or mov-
ing out a single
drive. 8380E up-
grades are made
X on-site; on hard-

years pioneer-
ing and perfecting. These

include dual porting (multiple data
paths which allow users to lower
response times and boost sys-
tem utilization) and thin-film
head design, dual actuators per
spindle, distributed electronics,
circuit redundancy and contin-

MuchMore.

uous self-
diagnostics—
all of which
increase the "
reliability so 7
critical on disk %
drives. For °
StorageTek,
theseadvance- %
ments are not

new technolo-
gies; they are
proven perform-
ance features that have been
part of StorageTek’s disk de-
velopment for many years.

What others are still
designing—we’re
delivering.

Superior performance;
increased reliability; faster
response times; measurable
cost/efficiencies; improved
system-wide resource utili-
zation. All advantages you've
come to expect from the
storage specialists at Storagelek;
and all key chapters in the newest
StorageTek success story.

For further information on the
8380E, please call the 800 number
below. And take part in a promise
that performs.

- 1-800-782-8380

Storagelek

Storage Technology. It's More Than Our Name... It’s Our Commitment.
Storage Technology Corporation Louisville, Colorado 80028-0001

CIRCLE 5 ON READER CARD







DEARTAMATION

NOVEMBER 1, 1986/33 U.S.A.
VOLUME 32 NUMBER 21
This issue, 192,600 copies

FEATURES

NEWS IN PERSPECTIVE

o4

BEHIND THE NEWS
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boils down to **‘Machine Politics.”
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John W. Verity

Growth of mini shipments this year

is not projected to reach even 8%,
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puter survey. More within.
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Get Some Bright Ideas

How to save. Jog.
Fix your car. Quit smoking.
Choose life insurance. Get a patent.
Select a home computer. Apply for credit.
Remove mildew. Shape
Write a resume

\ Choose a house.
revent sunburn.
pot a con job.

Check for breast cancer. Buy an IRA.
Cut down on sodium. Save energy.
Control your blood pressure.

- Help your kids to study.
Protect your house.

Lose some weight.

Grow tomatoes.

Keep records.

Get benefits.

You can count on the Consumer Information
Catalog to turn you on to new ideas that help solve
problems and brighten your world.

The Catalog lists more than 200 federal pub-
lications you can send for. Many are free, all are
helpful, and they cover a wide variety of topics. The
Consumer Information Center of the U.S. General
Services Administration puts the Catalog together
quarterly tomake sure you get the most up-to-date
information. '

So send for a copy and shed some light on your
problems. It’s free for the asking. Just write—

CONSUMER INFORMATION CENTER
DEPT.LB
PUEBLO, COLORADO 81009

A public service of this publication and the Consumer Information Center
of the U.S. General Services Administration.
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Attachmate has answers to your questions
about micro-mainframe communications.
Hardware answers, software answers and
now a guide packed full of answers to some
important questions—questions worth asking
before you make long-term decisions.

What should you know about IBM" standards,

multiple sessions, windows, file transfer, API,
and graphics?

You'll find the answers and solutions in
Attachmate’s Quick Reference Guide for
Micro-Mainframe Communications—with a
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chart comparing IBM, IRMA’, and Attachmate.
For a free copy, call toll free:

1-800-426-6283

Micro-Mainframe Technology: We put our heart in it!

Attachmate Corporation

3241 118th S.E., Bellevue, WA 98005
(206) 644-4010

Copyright ©1986, Attachmate Corporation. IRMA is a regi dt k of Digital Ct

Associates, Inc. IBM is a registered trademark of International Business Machines Corporation,



Why the COMPAQ

continue fo be the waorld's most
long after others

The 32-bit, 16-MHz Intel” 80386
microprocessor is at the heart of
the new COMPAQ DESKPRO 386™
Assuch, it lets you run thousands of
industry-standard business and
engineering programs 2-3

o times faster than ever.
: But that's where the
similarity with
other 80386-

based PCs

A A

The most advanced personal

Lotus®is a registered trademark of Lotus Corporation. Intel® is aregistered trademark ot Intel Corporation. Microsoft” is a registered trademark of Micrasoft Corparation. COMPAQ" is a registered trademark and COMPAQ



DESKPRO 386 will
advanced personal computer
copy its englne

ends. Along with advanced 32-bit archi-
tecture, every component has been op-
timized to achieve a true minicomputer
level of performance in a personal
computer. That's why no other per-
sonal computer is this advanced.

Greater stores of
knowledge

The COMPAQ DESKPRO
386 provides you the most
storage capacity and per-
formance available in any
personal computer. High-
performance 40-, 70- and 130-
Megabyte fixed disk storage
drives access information as
much as 50 to 150 percent faster
than those used in other advanced-
technology PCs. And they store 5,000
to 50,000 more pages of data.

We also developed a fast, eco-
nomical way to protect all that
data. Back up and verify 40 Mega-
bytes of data on a single formatted
cartridge at the timesaving rate of
one Megabyte per minute.

The most memorable
personal computer

Break the 640-Kbyte memory barrier
and use up to 8 Megabytes of high-
speed 32-bit RAM with the COMPAQ
Expanded Memory Manager. This

software comes standard and

Storage drives access
data faster, enhancing
performance.

works with programs that follow
the Lotus®/Intel/Microsoft® (LIM)
Expanded Memory Specification,
allowing you to build even bigger

spreadsheets, sort larger databases -

and run more programs without
having to buy additional software
or use expansion slots, leaving
% more room for you.

keyboard to help touch typists
avoid mistakes and simplify com-
mon chores. We offer a color moni-
tor with enhanced color graphics.
And we offer a one-year limited
warranty. These are just a few rea-
sons why the COMPAQ DESKPRO
386 is the unparalleled value for
demanding users.

Expanding
horizons

Exceptional expandabil-
ity lets you add as many as
four internal storage de-
vices. Place up to 10 Mega-
bytes of high-speed 32-bit
RAM on the system memory
board without using an expansion slot;
14 Megabytes of RAM using only two.
Or configure it using the COMPAQ
Enhanced Color Graphics Board
with built-in lightpen interface taking
up a single slot. This leaves four ex-
pansion slots that are compatible with
industry-standard expansion boards.
So you can communicate with main-
frames, in a network, or in a multi-
user environment.

Built to hlgher standards,
with “more” standards

We build more into the COMPAQ
DESKPRO 386, with more care. We
have included interfaces for printers
and modems. We improved the

The most advanced personal computer
because it incorporates the most advances.

computer in the world

DESKPRO 386TM is a trademark of COMPAQ Computer Corporation. ©1986 COMPAQ Computer Corporation, all rights reserved.

History in the making

COMPAQ?’ reached the Fortune 500
faster than any other company in
history by making computers that
work better. And even though
some companies may copy one or
two of our latest computer's fea-
tures, it will be years before they
copy them all. Such attention to
engineering detail is the reason why
COMPAQ Computers are recog-
nized as best in their classes by
industry experts and users alike.
For the Authorized Dealer near-
est you, or to obtain a brochure,
call 1-800-231-0900 and ask for
Operator 29. In Canada, call 416-
449-8741, Operator 29.

For engi-
neering and design
work, use a lightpen with the
built-in interface on the COMPAQ Enhanced
Color Graphics Board.

It simply works better.

___comrna
BESPRE 386




chael Bealmear, Partner,
National Director o :
VSystems Serv:ces ansu tmg,

.Coope Lybrand i




LOOK AHEAD

USER SCUTTLEBUTT Honeywell remains hush-hush about its talks with Nip-
ON HONEYWELL pon Electric Corp. (NEC) and Groupe Bull concerning
o | the formation of a new computer company, but its users
i claim to have heard the follow:Lng the new company
| would be based in the U.S., with Honeywell, NEC, and
| Bull investing $1.5 billion, $6 billion, and $2 bil-
b lJ.on, respectively. The president of the Jon.nt ven—\'
- | ture would be Wllllam N. Wray, now executive v:Lce \
ol pres:Ldent of Honeywell Information Systems. Among =
| those most eager to see how the talks work out are the
e :_flercely loyal, ‘hardware- hungry users. of the Multics
: \;;operatlng system They've just heard NEC has the lat-
| est copy of Multics: quletly running at 30 or so MIPS on
| anS-1000 mainframe, a machine that Honeywell sells
o only to GCOS users as the DPS/90. If brought to market
| such a combo would eas:.ly satisfy their needs for ad-
| ditional Multics horsepower. Meanwhile, word has it
| that Bull in France is being sued by some 200 companies
e ~\_“over support for Multlcs by 1t and Honeywell '

MEMOREX G s Word has J.t that Burroughs in an effort to raise cash f
ON THE BLOCK'> = follow1ng its takeover of Sperry, is entertalnlng of-
: | fers for its Memorex Corp. subsidiary in Santa Clara.

| Memorex officials won't say who the potentlal buyers

| are, but observers speculate that among them are Hita-
| chi and Fujitsu, both already players in the compatl—
L ,,ble storage market. If a sale goes. through officials

| say, the plug- compatlble disk, tape, and communica-
| tions parts of the Memorex bus:Lness would be sold as a
\\package along w:.th the company s dlstrlbutlon network \

'UCCEL IN TALKS \,‘Talk about a blg tlcket ltem' Uccel Corp. / Dallas, is:

- ;FOR ACF II said to be in negotiations to acquire Cambridge Sys-

- ';AS IF DELAYS \.Several users at a recent Hewlett Packard user group

| oN SPECTRUM o .ifmeetlng reported a sporadlc deadlock problem with two ° o

| tems's ACF II software program for a whopping $65 mil-
| lion to $70 million. That may be small change to some,
| but conSJ.der:Lng that ACF IT made only a reported $l6

\,mJ.lllon, that's qulte a load of 51moleons. :

.«,REACHING THE - IBM is stopplng further development of J.ts relatlvely .

; gEND OF THE LINE,“E; _young protocol converter, the 3710. Users report that |

: . | the device will be maintained but not enhanced. Slow |

ij‘sales attrlbuted to the product' s kludgy software
o _worklngs are said to be the cause. Enhancement of the
_‘3708 however, w1ll contlnue. s < .

\WERENT ENOUGH ?-.\large HP 3000 mlnlcomputers Accordlng to one custom— :
. .| er; the Serles 70 "ceased like an engine without oil.

| We couldnt do a load or a dump. The only way to get the :

”system up was to hit the off switch and turn it on o

: agaln. " He clalms that the machlne was not do:.ng any—

NOVEMBER 1,‘ 1986 9



LOOK RERD.

'HP READIES
_ STARLAN PRODUCTS

- IBM-FORD
CONTRACT |

NOW. OVERDUE ~

DIRECTION
 WITH NO MAP

RUMORS AND RAW
RANDOM DATA

thlng unusually 1nten51ve when the problem occurred.
Another user reports a similar problem with HP's Se—
ries 68. "All the disk drives stopped, " he explains,
"and the status lights came on and we couldn't get any

response from the terminals. We put a tape drive on-
line and that solved the problem." HP technical ex- :
| perts say they are unaware of the problem but Wlll look\
\1nto J.t . , ,

‘Hewlett Packard may announce products based on AT&T's
 StarLAN local network this month for delivery around
\ February HP has been active on the IEEE task force -
that recommended a standard based on StarLAN How-
ever, the company reportedly is worklng on an imple-
‘mentation of IBM's token ring network, too. Also on the

HP front, Access Technology Inc., South Natlck

| Mass., maker of the 20/20 spreadsheet program, has be—“
gun work on a vers:.on for HP s Spectrum l:Lne .

e In July, when IBM sald .'Lt had been selected prellml— “ |
| narily to be the exclusive provider of about $300 mll-f
lion worth of office automation equ:.pment to Ford Mo-

tor Co.,. the company said a contract would be ironed

out w1th1n 30 days. Well, 1t’s been 90 days, Ford and
 IBM are stJ.ll talking, and they don't have a contract.’

Ford says the negotlatlons are going well, but the

 company now won't say when a contract will be signed. A

key part of IBM's bid is understood to be its new 9370.
Sources say IBM is proposing that Ford use the new box
as a server, runnlng VM/Entry and t:Led by Ethernet to

er Ford's earlier selectlon of IBM reportedly was

; predlcated on availability of the 9370, which IBM of-
fered in place of D:Lgltal s M:LcroVAX II. - -

o  The ":leands of automatlon“ 1n Telex Corp 's ultra—
modern 175,000-square-foot repair and production fa-
~cility in Tulsa Okla., will be networked together

without the beneflt of any of the factory floor proto-
cols, like MAP, that are currently available. In- .

«stead the 3270 terminal vendor will string its con-
veyor system, bidirectional transporter, -and auto-
mated guJ.ded vehlcles together through a protocol it

o system Wlll be operatlonal early next year.,‘ji

\. Tandem Computers Inc. is work:Lng closely w1th General .
Motors and EDS on GM's ‘Saturn project, insiders say.
| Tandem will possibly provide the computing power that

will enable customers to order and finance an automo-

bile froma showroom terminal and then have the car

built to spec. .. .Ashton- Tate is readying RapldFlle,.
a $395 file-manager program for users of the dBASE

famlly of database programs .
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THE 4TH GENERATION GAP

JUST GOT WIDER.

B
M 4 3,
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4th generation language is the only
way to quickly develop the critical
applications that managers need to
successfully manage a company. That’s
why the software industry has been talking
about 4th generation languages for so long.

Unfortunately, to some software
companies 4th generation languages are still
just talk.

Today, ADR/IDEALS, our 4th generation
application development system, is in its
fourth release. And is the system of choice for
more than 750 companies around the world.

Because IDEAL is better than the soft-
ware that comes with the hardware. It lets
managers get the information they need and
supports virtually all of a company’s
applications.

And in its latest release, we’ve found
new ways to reduce CPU time and eliminate
I/Os. Or to put it another way, IDEAL now
runs 30 to 50 percent faster.

| Address. I

But the real speed of IDEAL is revealed
when you create applications.

Because IDEAL applications are written
much faster than COBOL applications. On
average, 10 to 15 times faster. So they’re ready
to run in a matter of days instead of months.

Another reason IDEAL programmers
work so fast is because they work on-line
without interruption. Because IDEAL is the
only system with an interactive workstation.
And complete facilities for prototyping,
developing, testing and maintenance of both
on-line and batch programs.

But IDEAL programmers don’t just
work faster, they work better. Because IDEAL
is the only system that uses intelligent editors
to generate syntactically correct code.

And IDEAL programs are easier to read,
understand and maintain. Because IDEAL
is the only fully structured 4th generation
language. It doesn’t create “spaghetti code.”

So it’s no wonder so many companies are
willing to pay more for IDEAL. IDEAL does
more. And does it faster. In fact, nothing even
comes close.

And we’re widening the gap.

For more information about IDEAL, mail
us the coupon. Or call 1-800-ADR-WARE.

r Applied Data Research® Orchard Road & Rt 206, CN-8, -l
| Princeton, NJ 08540 1-800-ADR-WARE. 1n N, 1-201-874-9000. |

[ Please send me more information about ADR/IDEAL”. I
[ Please have an ADR® Representative call.

I Name Position.

I Company Phone

I City . State : Zip.

For information about ADR Seminars call 1-800-ADR-WARE.

Computer Equi

o
=
&
=
© 1986 ADR

BETTER THAN THE SOFTWARE
THAT COMES WITH THE HARDWARE.
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Campbell Soup, Smith
Barney, The Commonwealtk
of Virginia and USAir

have all benefited from
Peat Marwick’s unequalled
information systems
development experience.

Maybe you can, too.

In an area where experience really counts, yot
can count on Peat Marwick. Our experienced
systems consultants bring you the highest lev¢
of expertise, whether your project involves
systems planning, custom design and develop-
ment, packaged software implementation or
software re-engineering services. )

Peat Marwick’s systems consultants average
more than ten years’ experience. What this
means to you is an unequalled opportunity to
get more out of the system you are planning,
developing, implementing or maintaining. Our
consultants provide high quality, and reliable
consulting services that will help take the risk
out of your critical systems projects. And they
will follow through to insure that your system:
continue to perform at peak effectiveness.

You can benefit from the information sys-
tems skills that have helped some of the world’
finest corporations and governments. For
more information and a free copy of our system:
brochure, “Meeting the Technology Challenge;
send in the coupon below or call 1-800-344-
3600. (In Illinois, call 800-328-4200.)

Mail to: Peat, Marwick, Mitchell & Co.,
345 Park Ave., Box ISS, New York, NY. 10154

Name
Title
Company
Address
City

MARWICK

Accounting and Auditing/
Tax Services/Management Consulting/
Information Systems Services

CIRCLE 9 ON READER CARD




There's something about buying
business software that brings out all of
man’s basic insecurities.

This is true whether your company
is large or small. Whether you're buying
afinancial or human resources package, a
manufacturing system or an applications
development tool.

In particular, the insecurities come
out when you're buying all of the above.

NO OTHER SOFTWARE COMPANY

ABLANKETSTATEMENT
CANMAKE

A total family of software. stability of McCormack & Dodge goes
That’swhen you begin wondering if the back nearly one hundred and fifty years.
technology you're investing in will stand the Because we're part of Dun & Bradstreet, a
test of time. Or if the software company itself ~ bastion of financial strength since 1841.
will be around when you phone for service * Thisgivesus resources to keep our
some cold night in 1991. technology ahead of its time. Resources
Forall of those insecurities, McCormack ~ tofund the most effective worldwide
& Dodge has a blanket statement no other support in the software industry.
software company can make: CallMcCormack & Dodge
1991 is only a few years away, but the Sleep well.

M‘Cormack&Dodgc

BB acompany of
The Dun & Bradstreet Corporation

McCor[nack & Dodge Corporation, 1225 Worcester Road, Natick, MA 01760, 1-800-343-0325
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LETTERS

MBAS AND MIS

Your editorial, ‘“MBA Students Need
More MIS” (Sept. 1, p. 19), and Michael
Tyler’s article, ‘“Mis for MBas, or Vice
Versa?”’ (p. 46), are really on target in
making it clear that good information sys-
tems are key to good business perfor-
mance and are important elements in
MBA education. I hope that DATAMATION
will continue and expand its coverage of
this important area.

The cISMER (Center for Informa-
tion Systems Management, Education
and Research) Research Group here at
the University of Delaware believes that
effective machine-based information sys-
tems must complement the other infor-
mation systems in the organization and
that MIS programs for MBA students need

to address a variety of information sys-

tems-related organizational issues.
LOUISE H. JONES
Director, CISMER
University of Delaware
Newark, Delaware

I don’t know why, since I almost never
read editorials, but I read “MBA Students
Need More MIS” in the Sept. 1 issue. My
comment is to quote the inimitable Colo-
nel Potter (of M*4*s*H fame) and say,
“Horsehockey!”

Certainly, “there is solid agree-
ment among professors on the need for
such education.” If I were a professor I
would say the same, in the interests of
saving my own job. Being an MBA (North-
western, 1967) provides me with the expe-
rience and background to say that the two
MIS courses (one undergraduate and one
graduate) I took are more than adequate
for a generalist degree. After all, the MBA
graduate is specifically not required to
have the detailed knowledge to solve the
problem, but only to know whom to see in
order to obtain the answer and to direct
and guide the solution. If you want to add
courses to assist MBA holders, make them
courses in industrial psychology, dealing
with people, communications, etc.

If you want a reasonable opinion,

talk to the people in the trenches, not the
ones interested in preserving their jobs.

RICHARD F. DUFNER

Vice President, Finance

American Tape

Marysville, Michigan

I read Michael Tyler’s article, “Mis for
MBAs, or Vice Versa?” with great interest.
I, myself, have an MS in MIS. I am a com-
puter professional, not a ‘“management
type,” and chose the MIS program in the
business school for two reasons: I wasn’t
interested in an MBA, and I didn’t feel the
computer science department was very
good at the time.

The MiS curriculum was thorough
and rigorous. I took a range of business
overview courses (economics, accounting,
management, etc.) but the major thrust of
the program was on using information
systems (read: computers) to solve busi-
ness problems. With such courses as data-
base systems, decision support systems,
operating systems, statistics, et al., and
with a thesis topic that used a simulation
language to model a business networking
situation, I feel I got a well-rounded edu-
cational background on which to build
my business experience.

MIS is not just for techies. It is a dis-
cipline which, if presented properly, can
teach problem solving techniques that are
applicable to a wide range of applications.
Most ¢s students haven’t the foggiest idea
of how a business is run and most MBA
students know little more than where the
on/off button is on their terminals—Mis
is the best of both worlds!

C.J. FALK MILOSEVICH
Computing Services Office
University of Illinois
Urbana-Champaign, Illinois

BOMB

Peter Krass’s review of The Computer
Pioneers (Source Data, Aug. 1, p. 73) con-
tains several unfortunate errors in its ac-
count of the bombing of Coventry in
November 1940. Colossus was not used
for the decoding of the “Korn” messages

since Colossus was not built until 1943.
The Korn messages were in the Luftwaffe
version of the Enigma cipher and were
decoded by the Bombe machines; Colos-
sus was designed expressly for the pur-
pose of attacking the Fish cipher, a more
complex version of the basic Enigma. Al-
though Winston Churchill, upon receipt
of Enigma decodes on the evening of the
raid, decided that the raid was probably
destined for London (and insisted upon
returning there along with his staff), Air
Ministry staff opinion had been divided
for several days over whether the forth-
coming raid would be in the English Mid-
lands (where Coventry is located) or in
the South; consequently, defensive mea-
sures were thinly spread to cover both
possibilities. The problem was further
compounded by an error in measurement
of the modulation frequencies of the Ger-
man navigational beams which rendered
the British jamming ineffective on the
night in question. Several recent texts
have provided overwhelming evidence
that Winston Churchill took no direct
part in the interpretation of the confused
evidence available prior to the fateful raid
on Coventry. Only in the sense that he
was, in addition to being prime minister,
minister of defense and thus responsible
for the actions of the armed services can
Winston Churchill be said to have “laid
an egg.”

Incidentally, apart from using
vacuum tubes, the capabilities of Colossus
were remarkably similar to those of the
first Altair microcomputers—including
the reliability!

CHRIS WHETTON
Levittown, Pennsylvania

CORRECTION

In “Salary Survey: Small Change for Dp
Pros,” (Sept. 15, p. 72) a box illustrating
inflation’s affect on salaries since 1981
contained two wrong dates. In the chart
titled “Inflation’s Bite, the Five Years Af-
ter 1981,” the first column should be la-
beled “1981 Salary”, the second, “1986
Salary.” )
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An IBM Color Display.

There are applications where it
can really boost an operator’s speed.

That’s what The Travelers
Companies found out. The Travelers,
headquartered in Hartford, is one of
America’s largest financial services
corporations.

In a real-world situation, The
Travelers took the information-

intense task of insurance claims
processing and ran their own test.
They matched IBM monochrome
displays against IBM 3179 Color
Displays. Default colors were used
so no software changes had to be
made.

Color won hands down.

The individual operators in the
test were amazed to see how data
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popped out and how mistakes were computer, theres a range of IBM color
easier to catch. The operators also displays and color graphic displays
became very possessive of their that could help enhance productivity
new machines. ‘ in your company.
The result—IBM color displays For your free demonstration
are now being installed throughout diskette, “Why Color,” call 1 800 IBM-
their Employee Benefits Claims 2468, Ext. BT/82. Or contact your
Division. IBM marketing e m— =
Whether you have a small representative. g E_—_'E ;—%_;i—:,

departmental system or a large ‘Call today.



“You'll Be Amazed
At What This
'I'ulurls Laser Printer
Can Draw
FromYo puter.

Com

Barry Ferris
VP. of Software Development
Talaris Systems Inc.

-—“And take-it- from-me;Talaris— ———
didn’t skimp on the hardware.

The Talaris 800, 1200 and 2400

text and graphics laser printers

- “It can scale your graphics
and merge them with text
from another file. It can
format text in over 1,000

down-loaded typeset-quality boast a full-page bit-map,

fonts. And it prints 24 pages 300-dots-per-inch resolution,

per minute. speeds from 8 to 24 pages
“That’s just for starters. per minute, and more.

I know: I write the software. Plus our new T810

And at Talaris, we think that’s combines laser printing

vety important. technology with

Talaris software
at an unbelievably
low price.

“Our team of programmers
took a great piece of hardware
and added the best support

software around. Software that “I want you to
allows our Talaris printers to know more about
work with your computer and our laser printers.
your existing text and Just call and request
graphic tools. This our new full color
attention to support is what "’\ applications brochure.
put Talaris Laser Printing It’s free for the asking.
Systems in 25 Fortune == Call us at

100 companies. 619-587-0787, or

“Our software supports write Talaris Systems Inc.,
TeX™, DITROFE MASS-11™, SCRIBE®, and PO. Box 261580, San Diego, California 92 126.
others on a long list of host systems. It’s ’ “You'll be amazed at what we have to
fully compatible. Because we make sure of it. tell you.”

Regional Sales Offices: California (714)540-7977, Georgia (404)587-3511, New Hampshire (603)893-1976, New Jersey (201)548-0821.

™ and ® subject to trademark claims. CIRCLE 11 FOR INFORMATION. ®
CIRCLE 83 FOR DEMONSTRATION SYSTEMS INC.



George R. Davis, Editor-in-Chief

EDITORIAL

ILLUSTRATION BY DORIS ETTLINGER

TOUGHER COPYRIGHTS | U.S. District Court Judge William A. Ingram’s recent microcode ruling

granting copyright status to software embedded in a microchip (see “Bolt of
w LL BOOT INNOATN Lightning,” p. 41) has the manufacturing community applauding. Well it

should. The U.S. information processing business has paid a heavy toll—
some estimates are as high as $20 billion over the past five years—for copy-
right rip-offs and software piracy.

The ruling creates an environment that rewards and safeguards intel-
lectual equity and is certain to spur innovation among both clone makers and
large manufacturers. For, as Irving Rappaport, associate general counsel of
Apple, says, “The decision will demonstrate [to clone makers] that the secret
to long-term success is innovation, not copying.” That should have users ap-
plauding as well. After all, only through continuing innovation can the
American computer industry hope to deliver on its promise of better and ul-

“timately less expensive technology.

The fundamental need to compete and win a healthy share of the
market will force more clone makers to increase research and development,
resulting in better copies, and possibly—as demonstrated by the likes of
Compagq and others—entirely new designs. It will come down to a matter of
survival and simple economics. Clone makers know that while they may be
able to survive, they will not prosper if they must pay IBM or Apple for the
right to do business.

In fact, the higher the fees, the better. Expensive fees will push mere
copycats to the economic brink and transform the clever ones into offering
more than economy to the buyer: quality and invention.

There are those who argue, however, that licensing fees should be re-
duced on the theory that this will actually protect the larger manufacturers’
turf in the future. This theory holds that by setting low fees, the leaders in
microcomputer manufacturing can maintain a climate that is unconducive to
creative competition. Low fees mean more clone makers will be encouraged
to enter the business, and since licensing is cheap, there is no need to invest
in R&D to improve technology. The result: the status quo. In addition, it is
argued, the low price would protect users’ pocketbooks, which in the wake of
the microcode ruling will have to absorb part of the license fee tab.

But the seeming attractiveness of low-priced license fees is deceptive.
Taking this easy road would be a significant miscalculation of worldwide
technical capabilities, the upshot of which would severely crimp computing
technology in the United States. The danger of stagnated development on
these shores while Japan Inc.’s army of engineers continues to pour resources
into information processing is obvious.

In addition to charging steep prices for the right to copy, it is essential
to enforce stiff penalties for those found violating the copyrights and intellec-
tual property rights of others. While the U.S. computer industry has been
chasing down these criminals in corporate clothes more vigorously than in
the past, it could be more militant. And the courts, which have often unwit-
tingly encouraged rip-offs by meting out toothless punlshments to offenders,
must follow Judge Ingram’s lead and get tough.

Finally, the U.S. government must continue to put the pressure on
foreign countries that permit copyright abuses to continue. The government’s
weapons are many, but most feared is its ability to deny tariff considerations
to these nation violators.

Despite the inevitable turmoil Judge Ingram’s decision will cause the
industry, it will remove the disadvantage that burdens companies investing in
originality only to have it plundered by others who can sell it cheaper (be-
cause they didn’t have to pay for it) and place it squarely on the raiders.
Making things hard for the imitators will propel the innovators. And users
will ultimately reap the rewards. ®
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Introducing

the new team of
Fujitsu business
modems.

You can rely on Fujitsu’s new line of
business modems to get your impor-
tant messages through. Even while
everyone's out at lunch.

99+ % reliability

Fujitsu modems are built for de-
pendable performance, and we can
prove it. Over the past three years,
we’ve shipped thousands of modems
to major American corporations.

Less than 1% have been returned
for repair.

On the job, our modems average
over 70,000 hours before needing
service. Which means you can expect
7.99 years of faultless operation.

Over 20 years experience
We've been designing data commu-

S La"l()t}‘o‘fove‘rtim}ef. :

nication products for over 20 years.
That experience gives us the expertise
to produce modems built to the most
demanding specifications.

Ours.

2.4 to 14.4 kbps

Whatever your application, we have
a modem in the speed you need. From
2.4 to 14.4 kbps. And our modems are
also available in rack mount versions.

Up front simplicity
Whichever Fujitsu modems you
choose, everyone in your office will



| " And get this:
‘They don’t take sick leave
and they don't take lunch!

 Nolnch!

find them simple to operate because
all programming, monitoring and diag-
nostics are controlled from the front
panel. Where they're easy to get to.
And easy to understand. Because
the modems tell you how they're
performing in plain English. Not com-

puter code.
So if you'd like one less business
problem to worry about over lunch, FUJITSU
order Fujitsu modems. | R
Call 800-422-4878 for the name Dlgl%lfgg I\?&AS};IIICCPX 'rli\]oCNs
of the Fujitsu distributor nearest you.
In California call 408-434-0460. 3055 ORCHARD DRIVE

SAN JOSE, CA 95134
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IN PERSPECTIVE

DIVESTITURES

CLASH
OF v
CULTURES

Martin Marietta ends its rocky
relationship with RAMIS I, and
On-Line must now pick up the
mantle. :

by Wiilie Schatz
RAMIS II, conceived and dedicated to the
proposition that all fourth generation lan-
guages are not created equal, is about to
have its second new address in three
years. It’s enough to give a product an in-
security complex. ,
Currently residing in Martin Mar-
ietta Data Systems’ Information Technol-
ogies Division (ITD), Princeton, N.J.,
RAMIS II at press time was all but signed,
sealed, and delivered to On-Line Software
International Inc., Fort Lee, N.J. On-

Line was also expected to purchase the |~

Oxford Software piece of ITD. Terms were
not disclosed, but sources put the figure
at $30 million to $35 million. Martin
Marietta paid $30 million for Mathema-
tica alone in 1983. Other interested par-
ties were Pansophic Systems of Oak
Brook, Ill, and, reportedly, UCCEL,
Dallas.

Users, meanwhile, are beginning
to express some of that insecurity.

“What lousy news. This is.really a
blow,” says Larry Hall, vice president of
the financial information management
department at Security Pacific National
Bank, Los Angeles. Hall’s department
has been using RAMIS for 10 years. “I hate
to start over with new people,” he says.
“Every time there’s a change in a soft-
ware house, you always shudder a bit.
Now it’s back to square one.”

With drums rolling and trumpets
resounding, MMDS in 1983 had bought
Princeton-based Mathematica, developer
and purveyor of both RAMIS I and RAMIS
II. It was the aerospace company’s first
outside venture into the computer busi-
ness, and it seemed to be a match made in
heaven. Mathematica, experiencing fi-
nancial troubles, would take advantage of
Martin Marietta’s vaunted marketing
strength and deep pockets. Martin Mari-
etta would avail itself of Mathematica’s
renowned intellectual prowess and prod-
uct development. MMDS in 1984 acquired
Oxford Software, which markets the User
Files Online (UFO) product. The third
member of ITD, the Modular Application

System software, is not part of the deal.
Nor is Hoskyns International, a wholly
owned British MMDS subsidiary doing
mostly systems software.

So, what happened?

“We set some plans for 1986 that
were too aggressive on the revenue side,”
MMDS president Pat Zilvitas told DATA-
MATION. “We set the goals the same as
1985 and it turned out the industry
wouldn’t support that. We overestimated.

“That caused us trouble, because
if you’re not making your revenue goals,
then your expenses are too high. RAMIS II
had peaks and valleys, but it was not a
good business year for Princeton.”

. Then why, oh why, does On-Line
want to buy it?

“It’s a leading and successful

product,” says On-Line president Jack
Berdy. “It adds a user base of 3,200
[1,200 RAMIS and 2,000 UFO] to our com-
pany. It doubles our size. We’ve got a to-
tally telemarketing sales force. Theirs is
in the field and active. We get a direct
sales force overnight, and we get instant

access to the European market. Forty -

percent of their revenue comes from
there. Only 5% of ours does.
“We know how to run a software

company and-how-to -do-it-profitablyIf |

we didn’t think we could run ITD as a
profitable entity, we wouldn’t be doing
it.”

Berdy knows whereof he speaks.
On-Line, a developer of software de-
signed to enhance the use of IBM’s CICS
and 1Ms, finished fiscal 1986, ended May
31, with record revenues and its sixth
consecutive quarter with improvements
in net income and earnings per share. Its
only down year was 1984, when the entire
industry went in the tank. Forget the in-
stantaneous doubling in size. Never mind
taking on the type of sales force it never
had. Can On-Line really handle RAMis IT
and UFO, both of which established mar-
kets where none existed and were then
overtaken by competitors, and each of
which has run some heavy red lines
across the MMDS balance sheet?

“They have almost three times as
many employees as I do and they gener-
ate about the same revenue,” says On-
Line executive vice president Edward
Siegel. On-Line’s 1986 revenues were
$36.4 million. MMDS doesn’t break out
numbers for its divisions, but company
sources acknowledge that ITD contributed

approximately 10% of MMDS’s $400 mil- -

lion in revenues.

“I run the same size business, and
I do it better,” Siegel contends. “MMDS
hasn’t run ITD very well. They coupled a
bunch of businesses together and said,

‘Go fly.’ Then they looked at it two years

later and said, “‘Wow, it’s not doing what
we wanted it to.” Now they want to get rid
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of it. They ran it into the ground.”

Harsh, but the truth always hurts.
MMDS had had little but problems with
RAMIS. The dissatisfaction crested in a
minirevolution at last year’s users meet-
ing (see “Can RAMIS II Deliver?” July 15,
1985, p. 32).

MMDS obviously got the message. It
kept a full-scale revolution from erupting
by delivering what it promised, even if
some products were two years behind the
original timetable. A user-company bulle-
tin board went on-line in December. Con-
currency, which allows several people to
update and enter data to the same data-
base simultaneously, also became avail-
able in December.

“We've probably held up some
RAMIS growth because we had a customer
base -that we somewhat mistreated in
promising some things we were late in de-
livering,” Zilvitas admits. “We gave them
the aura of not listening in terms of prod-
uct enhancements. We didn’t take their
priorities into account—we imposed our
own. We were not real swift in going out
there and fixing a few liability problems
with products they had installed.”

But the products would have been
irrelevant without a new attitude by
MMDS. So MMDS spent the last year mak-
ing up for some very lost time.

“They’ve been killing us with
kindness,” says Hall, who was one of the

more vocal dissenters at the 1985 user
meeting. “We’ve had an excellent re-
sponse from them about our problems. I
thought from here on it was simply a mat-
ter of continuing to put their best foot
forward.”

“They’ve done a super job doing
the things people asked them to,” says
Pat Engstrom, dp project officer in the in-
formation support center at Pittsburgh

“Every time there’s a change in
a software house, you always
shudder a bit. Now it’s really
back to square one.”

National Bank and president of the Pitts-
burgh Users Group. “They’ve devoted a
lot of time and effort to giving customers
what they want. I have no complaints.”

Then who does? Martin Marietta
Corp., 90% of whose business is related
to aerospace, that’s who.

“To be successful in the packaged
software business over the long haul re-

‘quires repeated brilliance,” Zilvitas says.

“Yesterday’s hit requires that repeated
brilliance to maintain its level. That be-
came a tremendous burden. We’re finding
that the larger contracts that are executed
over a long period of time are a lot health-
ier for us than one-time deals with pack-
aged software.

“Most of our executives have little

or no experience in businesses where your
60-days-out sales numbers aren’t 100%
defined. The culture is such that when
times are good they understand your soft-
ware business. When things slow down,
they really don’t know how to cope with
the fact that the backlog, which used to be
60 days, is now 30 days. That’s not a big
deal in the software business, but it’s very
hard to understand when you don’t make.
that next 30-day revenue plan.”

So much for packaged software.
It’s on to systems integration for MMDS,
in which it has considerable federal gov-
ernment experience. It also has some, but
not much, in the commercial market.
Moving to that area will require a consid-
erable shift in resources.

Not to worry. First and foremost,
there are no short-term systems integra-
tion contracts. Once the original contract
is signed, it becomes much casier to re-
peat the business. So say goodbye to
repeated brilliance and perceived instabil-
ity, and say hello to predictability and
steadfastness.

“Part of MMDS’s strategic chal-
lenge is not only to build a business that’ll
grow rapidly and contribute profits for
the corporation,” Zilvitas says, “but to
build a business that they’ll understand
and be able to cope with the ups and
downs of because they’re similar to the
businesses they’ve had experience with.
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“Something that’s driven off a
backlog like systems integration is a lot
easier for me to defend and for people to
understand and participate in than some-
thing that’s a fashion business like soft-
ware. So from that standpoint maybe
getting into the packaged software busi-
ness was a mistake. We thought it was go-
ing to be a big business when we bought
RAMIS and we still think it’s going to be
big business. But something that can be
looked at as a retail business is absolutely
the wrong business for our company.”

Does that mean it’s right for On-
Line? Company executives apparently
think so. They’re convinced users have
seen the RAMIS light. They believe the
market will do likewise if the word’s put
out more forcefully than was done at
MMDS.

According to the proposed acqui-
sition agreement as outlined by Siegel and
On-Line president Howard Sorgen, On-
Line will acquire MMDS’s assets, not its
stock. On-Line can take its pick of which
MMDS employees it wants. Siegel esti-
mates that the final number will be “sub-
stantially less than double” On-Line’s
current total of 330 employees. On-Line
can also choose which of MMDS’s 14 do-
‘mestic offices it wishes-to keep open. It
doesn’t expect to operate more than six.
On the product side, neither Siegel nor
Sorgen will say at present how On-Line
might evolve RAMIS technologically, but
they concede that there had been a slow-
down in the development of the product.

This, of course, has not been lost
on the competition. :

“It’s usually not a good omen
when a product trades hands twice in two
years,” says Vern Scheidler, manager of
marketing support for Focus, the 4GL
market leader and RAMIS’s chief competi-
tor, which is made by Information Build-
ers, New York. “It’s not as easy to make
packaged software go as people think.
There are some fairly delicate dynamics
involved. When large corporations get in,
they can’t handle the entrepreneurial
aspects.

“T'm really not that surprised.
They’re not selling much RAMIS that our
field sales force can find. It’s changed
from a three-horse race [Focus, RAMIS,
and NOMAD, owned by Dun and Brad-
street Computing Services, ~Wilton,

- Conn.] to a two-horse race [Focus and
NOMAD]. RAMIS isn’t a factor anymore be-
cause they haven’t kept up with the tech-
nology. If we benefit from this, then that’s
all to the good. But I don’t like to see a
major product handed off like that. It
doesn’t look good for the industry.”

Or for RAMIS? v @®

News editor David R. Brousell assisted’
in the preparation of this story.

MIDRANGE COMPUTERS

THE CHILD
BECOMES
THE MAN

The S/38 picks up at the expense
of the 4300 line, but how far will
it go?

by Jeff Moad

Earlier this year, corporate MIS manager
Charles McKellar was planning to up-
grade the IBM 4341 Group 2 computer at
machine tools manufacturer Brown and
Sharp Inc., Kingstown, R.I. He consid-
ered the higher-performance 43xx alter-
natives. He looked at DEC. Then guess
what he did? He bought a new 1BM Sys-
tem/38 Model 400. That’s right, a Sys-
tem/38.

Since August, when IBM started
shipping new, upgraded S/38 models an-
nounced in June, the once nearly forgot-
ten product line has enjoyed a modest
rejuvenation, especially-among-users-like—
McKellar who are looking for improved
performance and broad software offerings
but want to avoid the spiraling support
and programming costs that go along
with Mvs-based systems. Many users
seem to be taking IBM at its word when
the company says it remains committed
to the S/38 as a low-cost, midrange alter-
native. While the S/38 still is not posing a
major new threat to its minicomputer
competitors or to the 43XX, it’s clear that
the widespread reports of its demise were
greatly exaggerated. .

For Brown and Sharp, a Fortune
1000 manufacturer, the S/38 represented
a way to boost processing power while
keeping dp costs low. “Our goal was to
keep data processing costs at or below
1.5% of our company’s revenues,”
McKellar recalls. Brown and Sharp need-
ed a more powerful processor on which to
run its general business - applications.
“IBM was saying, “You’ve got to go to
Mvs.” But that meant increasing our sup-
port staff of three to seven or eight. We
couldn’t do that and stay within our bud-
get,” says McKellar, “We wanted to stay
with 1BM, so we went with the System/
38. Now we have one support person.”

Like Brown and Sharp, the Spe-
cialty Papers division of Mead Corp. re-
cently became a new S/38 user, trading in
a DEC PDP-11/70 minicomputer that had
run out of gas. According to Mead divi-
sion information systems manager Buzz
Sterner, the company decided against up-
grading to a DEC VAX as a departmental

system because DEC lacked adequate pay-
roll, general ledger, and costing software.
Also, other divisions within Mead had al-
ready standardized on I1BM mainframes,
and the South Lee, Mass., division want-
ed to exchange data with them via 3270
SNA links and to use the same PROFS
applications running on the corporate
mainframe. “It had gotten to the aggrava-
tion point to have one division with a DEC
system when everyone else was IBM.”

Mead was well aware of the ru-
mors months ago that 1BM would drop the
S/38 in favor of the S/36 or 4300 archi-
tecture. But when 1BM upgraded the S/38
in June, Sterner jumped to recommend
that the division buy an S/38 Model 400.
“Initially, there was some concern about
the System/38, particularly among our
top-level executives,” says Sterner. “But
the 1BM people in Rochester kept assuring
us the product was here to stay. I figured
1BM had put too much into the integrated
database, layered architecture in the 38 to
throw it all out the window.”

The new Model 400 that Mead
and Brown and Sharp bought has 3.35
times the performance of the earlier gen-
eration’s base Model 4 system. The new
systems, all of which started shipping in

—August,-go_up-_-to-4.9_times_the_perfor-_

mance of the Model 4. In addition, 1BM
began offering 3370-class disk storage de-
vices and more main memory at lower
prices. 1BM also promised new S/38 op-
erating system enhancements supporting
improved S/36-S/38 data sharing and
adding high-level language and better re-

“It had gotten to the
aggravation point to have one
division with a DEC system when
everyone else was IBM.”

covery facilities. IBM said the program
products would be available some time in
the fourth quarter, and many users were
expecting them as early as the end of Oc-
tober. Similar hardware upgrades of the
S/36 won’t start shipping before the end
of the year.

The performance boosts still leave
the S/38’s growth path limited, compared
with that of DEC’s VAX or the 43xX. But
1BM used the upgrades to give departmen-
tal dp users a message: the S/38 lives.
Or, as an IBM spokeswoman says, “IBM
doesn’t believe there is just one midrange
solution. We will continue to offer the 3X
and the low-end 370 architecture. That is
the choice we are offering customers.”

Figures compiled by market re-
search firm Computer Intelligence of La
Jolla, Calif., suggest some users are pick-
ing up on IBM’s message. Computer In-
telligence reported that, in the first six
months of this year, the U.S. installed
base of S/38s increased by 11% to about
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Today, total systems mtegratlon 1sthe order of the day.
And departments that can’t talk to departments are as

isolated as Brookl before the bridge.
To find out how Wang bridged the communications gap
for these organizations, call us. Toll free.

U.S.AIR FORCE

GRUMMAN

, Mellon Bank

SHEARMAN & STERLING

Wang is helping all these organizations become
more efficient, more competitive. Because Wang, the
vendor with an integrated and compatible line of VS
minicomputers, is installing information networks that
get departments talking to each other. Networks that
have different computers communicating with each
other like never before.

Wang helped all these organizations run smoother,
run easier, run faster. And we can help you run the
same way.

Call 1-800- 225-WANG today, and let’s talk.

WANGMAI(ESHWORI(
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Why the new Midframe comy

is small, requiring less space than

an ordinary desk.
___Its not fussy about

W OSL™TIOA AR %9°Z1 ‘7Y
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temperature or humidity,
so you can install it anywhere.

You can do it yourself, too, by
simply connecting a few plugs.

It’s like vintage champagne for the price of table wine.

It even plugs into a standard
220-volt outlet.

perry is proud to present the Suppose you are looking for a

2200/200—the very first departmental or single-solution

Midframe computer. computer. A minicomputer would

It’s small,inexpensive and easy be your natural choice.
to use, like a minicomputer. Yet it But let us tell you why the Mid-
has all the power and functions of  frame would be a better choice.
a mainfmme. Like a minicomputer, our Midframe

Perhaps the best way tode-- -~ - e B —

scribe it is “the best of both worlds”
And that’s just why we thought it
deserved a category of its own:

the Midframe.

It’s like a

concert grand

that fits in the space
of an upright.

It’s like a Concordt

And like a minicomputer, the
Midframe is easy to use. We've
created a software package called
SHIELD that lets just about any-
body in your office use it, without
extensive trmmng

What’s more, it’s priced like a
minicomputer.

But to judge the Midframe by
its performance, you'd swear you
were looking at a mainframe. As a
matter of fact, the Midframe is

It’s like a family car with the
power of a race car. ‘

e |

Anderson & Lembke




iter almost defies descfipt%on.

\
powerful enough to serve as a
host computer for most midsized
companies.
nz- In its most basic form, a
=3} single processor unit, the
\ Midframe offers up to
2 6 Megawords (24 MB) of
¥ main storage, and more
2/ than a billion bytes of mass
" storage in the main cabinet.
‘ It can grow; as your computer needs
| do, into a four-processor system
’ with 12 Megawords 48MB) of main
' storage.
| The Midframe offers enough
( capacity to support over 100 users

e
U L

“»u can fly yourself.

\

| running different applications at the

same time. Just like a mainframe.

And it uses the same operating

‘ system that runs on Sperry’s Series

' 1100 mainframes.

That means you’ll have a full

range of time-tested OS 1100 soft-
ware products to choose from.
(Including MAPPER? the tool that
lets you create your own appli-
cations and maintain them—even
if you've had no formal computer
training!)

The Midframe offers enormous
connectivity, not only to Sperry
computers, but to those made by
IBM and others.

If you're wondering how the
Midframe can be both a mainframe
and a minicomputer at the same
time, there’s a very simple answer.

That answer lies in a new
chip technology developed by

Sperry, called CMOS III/VLSL
processing power of a main-
frame computer into six
into the palm of your hand. J

It also lets us give f
never had before L
1n any computer, '-
puter or main-
frame. Such as a com-
chips to ensure full error
contamment.
mental computer, consider a Mid-
frame. It offers you mainframe ca-
as a minicomputer.

And if you are looking for a host
frame that can grow with you, at
far less than you'd expect to pay.

This lets us pack all the
small chips, which can fit
you some features you've
micro, minicom- 4
plete duplicate set of
If you're looking for a depart-
pability for about the same money
system, the Midframe is a main-
Would you like to know more

A

It’s like a dinghy that can grow
to the size of a ketch.

about the Midframe?
Just call Sperry today toll-free
at 1-800-547-8362 Extension 8.
Or write to Sperry Customer
Service Center, PO Box 1804,

West Chester, J
szsl938§.s - 1% SPERRY
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10,000 systems.

I1BM is not the only beneficiary of the
S/38’s modest rebirth. Applications soft-
ware companies such as System Software
Associates (ssA) of Chicago and Software
International of Andover, Mass., report
their S/38-related businesses are growing
nicely. Sales of Software International’s
S/38 financial packages have increased
about 50% over the last year, significant-
ly above the company’s overall 10% to
15% sales growth rate.

According to SSA technology vice
president Larry Roches, the S/38’s low
support costs and recent performance im-
provements aren’t the only factors mak-
ing it attractive to some 43XX users. “IBM
is creating a division within the 4300
product line,” he says. “At the high end,
IBM is anxious to migrate users to MVS/XA
and the 3090. But the low-end 4300 users,
who aren’t ready for Mvs/XA, haven’t
seen any major operating system im-
provements in a long time. They want
new database technology. Right now
IBM’s not providing it. The improved
S/38, with its built-in database at the mi-
crocode level is an alternative.”

IBM’s new 9370 system, although at
a performance level that competes with

new operating system or database solu-
tions, says Roches. “It’s a stopgap mea-
sure that we see providing off-line pro-
gram development for the 4300. But it
still doesn’t providée any major operating
system improvements.”

While some S/38 users say they
will take a look at the new low-end 4300
machine, others doubt in the end it will be
as inexpensive to support as the S/38.
According to Mead’s Sterner, “It’s a vM
machine, and VM is no less manpower in-
tensive to support than DOS or whatever
else you have running on a 4300.”

. Of course, not everyone is con-
vinced that the S/38 is attracting more in-
terest or that IBM is more committed to it
now than it seemed to be a year ago. A
recent survey of large corporate users by
Cambridge-based Forrester Research
showed little improvement in the percep-
tion of either the S/38 or S/36 since the
June announcements, according to re-
search manager John McCarthy. The
S/36 and S/38 were held in especially low
esteem by users in search of a departmen-
tal system to act as a PC integration sta-
tion. “The announcements made existing
36 and 38 users happy, but it didn’t win
many new customers,” says McCarthy.
“People still see those machines as based
on an old 16-bit architecture.”

Also suspicious of an S/38 rejuve-
nation is Cullinet Software Inc., which
has bypassed the S/38 market with its
embedded database in favor of the 4300
and DEC VAX markets. According to Cul-

“the S/38, doesn’t provide any significant -

linet product marketing director Bob
Barr, “There’s still a lot of uncertainty
surrounding IBM’s midrange strategy. In
the long run it goes contrary to IBM’s in-
terests to have users switch from the 370
architecture to the S/38. Users making
that switch may be making a mistake.”
IBM, however, says users switching
to the S/38 aren’t making a mistake if
what they are looking for is lower initial
hardware costs and reduced support
costs. “It all depends on the customer en-
vironment,” an IBM spokeswoman says.
“There may even be some shops where
both a 3X system and a 4300 would be
used. We don’t feel that improved de-
mand for the System/38 is coming at the

-expense of the 4300. Demand for the 4300

continues to be strong.”

So far, most users who have com-
pleted the switch from a 4300 or some
other system to one of the new S/38s
seem satisfied. The Erie, Pa.,-based prod-
ucts division of GTE made its decision to
switch from a 4341 to a System/38 about
18 months ago, well before this summer’s
S/38 enhancements were even rumored.
“Sure, we were concerned about the 38’s
life expectancy,” says GTE technical sup-
port manager Pete Swoger. “But we took

-a trip to-Rochester-and-got-promises-that—

the system would continue to grow. The
370 is still at the center of IBM’s strategy,
but we’re now satisified that they’re going
to have to continue to be aware of and
take care of 36 and 38 users.” O]

CRIES
AND
WHISPERS

Most HP users are holding
steady in the wake of Spectrum’s
latest delay, but there are some
rumblings of discontent.

by Susan Kerr
Although many Hewlett-Packard users
appear to be shrugging their shoulders at
the latest six-month delay of HP’s new
top-of-the-line, RISC-based Spectrum
minicomputer, the postponement may
have crimped HP’s attempts to woo much-
needed new customers and has sent the
company scrambling to hold on to the or-
ders it had already signed for the new
line.

Scheduled to ship this quarter,
HP’s Spectrum 930 minicomputer is being
held back until mid-1987 for additional
work on the operating system, with the
primary job being to shrink pathlength or
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THIS FREE § -

OFFER CAN
IBE WORTH

: A MILLION

TO YOU.

Managers of many of the i
world’s most successful organi- l
zations rely on ISSCO graphics
software.

TELLAGRAF® for business. I

I DISSPLA® for science and engi- _I

neering. TELLAPLAN® for
project planning,

I ISSCO software runs on 32-
bit,departmental and centralized
computers and supports more
than 300 output devices. Prices
start at $3,600.

Find out more. Mail this
coupon to ISSCO and we'll rush
you a report on Million Dollar
Applications.

I Name . I
Title
Company I
State__Zip______ l
Telephone ( )
I Computer Type l
l Operating System I
1 LU0 ¢

10505 Sorrento Valley Rd.
San Diego, CA 92121, (619) 452-0170

Address
City




Recently, transportation
costs were out of control
for a leading automaker.

: Field managers relo-

= BB qted thousands of new
cars through seat-of-the-
Il pants decisions, ignoring
computer sales projections.
BN Transportation costs

mmmn Skyrocketed.

HOW A MAJOR AUTOMAKER
FOUND'LBRTTER VAY
TO MOVE ITS CARS

To make projections more credible, a visual information sys-
tem from ISSCO took control of communicating data. As a result,
the automaker saved $4 million on a single car model alone.

Prov1d1ng a leading automaker with better ideas for moving
its cars is just one of hundreds of success stories associated with
ISSCO graphics.

Seventy-seven of the top Fortune 100 corporations have
chosen ISSCO, the only company with more than 16 years expe-
rience developmg visual information systems.

ISSCO software runs on 32-bit workstations, departmental
and centralized computers and supports more than 300 output
devices. Prices start as low as $3600.

Having transportation problems?

Send for your free report on Million Dollar Apphcatlons Call

toll free, 1-800-556-1234, ext. 530. In Cahforma
1-800- 441 2345, ext. 530. ’E ta

10505 Sorrento Valley Road, San Diego, California 92121 (619) 452-0170

© 19861SSCO
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PCOX

The Micro-10-M
Mainframe

Now PCs on your LANS can talk
10 your mainframe as easily as
they talk to each other.

Talk about resource sharing.

All it takes is one PCOX
Gateway to deliver full mainframe
privileges to all the PCs on a LAN.

And talk about resource saving:

A PCOX Gateway can save you

“all kinds of modems, controllers,” -

terminal emulators and line costs.
Each PCOX Gateway is a
single board that plugs into a single
slot on a single PC on the LAN.
And unlike other gateways, PCOX
.Gateways let every PC on the LAN

'PCOX Gateway.

*through multiple -

talk to the main-
frame, using
software alone.

In fact, PCs
can talk through
more than a single

They can automat-
ically seek main-
frame sessions

PCOX Gateways
on a LAN.Then they can carry out
3278/79 emulation, 3270 PC emula-
tion, send-receive file transfers,

or even 3287 host printer emulation
with their PC printers.

PCOX Gateways work in all NET-
BIOS-compatible LANS, including
IBMsownTokenRing and PCNetwork;
plus LANSs from AST AT&T Novell,
Sytek, Ungermann-Bass and others.




l

PCOX/GATEWAY COAX con-
nects directly to a 3274 cluster
controller, and supports up to five
concurrent host sessions. In fact,
you can even make a PCOX Gateway
Coax out of your existing IRMA™
board.

PCOX/GATEWAY-16 and
PCOX/GATEWAY-64 each connect
to a mainframe communication
controller over modems and phone
lines, and support up to 16 or 64
host sessions.

You can also put any number
of PCOX Gateways on any size LAN,
and control access to the main-
frame through configuration and

Galeways:
CI0 —%a-yl\/ﬁcm -10-
ections.

security features built into the
gateway itself. o

PCOX Gateways are products
of PCOX Technology, a modular
system of advanced micro-to-
mainframe connections that helps
manage PC demands for mainframe
access.

And PCOX Gateways are at the
top of the PCOX product migration
path. Which means all you need is
software to turn any existing PCOX
micro-to-mainframe link—coax or
remote—into a PCOX Gateway.

So find out how PCOX Technol-
0gy can help connect any number
of micros to your mainframe. Call

now for more information about
PCOX Gateways. And ask for the
name of your nearest CXI distributor:

800-225-PCOX
In California, call 415-424-0700.

CXI, Inc., 3606 West Bayshore Road
Palo Alto, CA 94303. Telex: 821945

PCOX and all PCOX products arc trademarks of CXI. Inc.
IBM is a reg: rk of B i
IRMA is a trademark of Digital Communications Associales, Inc.
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GETHALEA-COMPUTER

FREE

WITH ORACLE VERSION

With ORACLE version 5, you save half the computer you thought
you needed in order to “go relational’... some benchmarks indicate

you save even maore.

WHY IS VERSION 5 OF

“ORACLE' SOFASTON
MAINFRAMES, ON MINIS
AND ON MICROS?

0. REASON #1: AT OPTIMIZES
QUERY PROCESSING.

V5 applies artificial intelligence to SQL
query optimization. For example, few
DBMSs can optimize the query “Select
accounts 90-days overdue and accounts
over $10,000.” But only ORACLE can
optimize “Select accounts 90-days overdue
or accounts over $10,000.”

0 REASON #2: ARRAY PROCESSING
OPTIMIZES ACCESS TO LARGE SETS
OF DATA.

" processors from IBM, and other multi-

ORACLE stores data from different
tables on the same physical disk page.
This technique—called multi-table
clustering—permits you to access data .
from multiple tables in one disk read .
operation. Clustering improves ORACLE
performance on all multi-table opera-

. tions, such as join queries, update trans-
actions, etc.

0 REASON #5: HIGH-SPEED
RELATIONAL SORT FACILITY
OPTIMIZES DATA AGGREGATION

Ad hoc relational queries frequently
request that data be grouped, ordered or
otherwise sorted. V5’s internal sort facility
performs aggregation and elimination early,
faster than previously thought possible.

0 REASON #6: EFFICIENT ROW-
LEVEL LOCKING OPTIMIZES
TRANSACTION THRUPUT.

Row-level locking and a read-consistency
model optimizes ORACLE V5 transaction
eoncurrency. For the first time, high
transaction thruput is achieved by a fully
relational DBMS.

THE ULTIMATE REASON

Oracle introduced the first relational
DBMS and the first implementation of
R SQL back in 1979. Today ORACLE is
Relational DBMSs have always dealt installed on thousands of minis and
with logical sets of data. But they mainframes, and over ten-thousand PCs.
manipulated only one-physical record-at-— QRACLE-is- the-only-SQL-compatible

a time. V5 eliminates overhead by physi-  relational DBMS that’s portable across
cally delivering arrays of hundreds, even  |BM mainframes, DEC, DG, HP and
thousands, of records at a time. most other vendors’ minis and micros,

0 RE ASON #3: PARALLEL- including the IBM PC. And ORACLE
PROCESSING OPTIMIZES COMPUTER applicalions and databases are
RESOURCE USAGE. - connectable across different hardware
V5 is 100% re-entrant shared code, and ar}d operating system, provi_ding you
ORACLE's parallel-processing architecture with a true distributed solution to your

: : : information needs.
fully exploits modern dyadic and quadratic Spend half a day at an Oracle seminar

in your city, and find out how you can
have the benefits of a portable, DB2-
compatible relational DBMS...and save
half a computer. Call our national seminar
coordinator at 1-800-345-DBMS. Or write
Oracle Corporation, Dept. V5, 20 Davis
Drive, Belmont, CA 94002.

processing computers such as those
from DEC and Stratus. So ORACLE uses
all the MIPS in parallel-processor
configurations.

0O REASON #4: MULTITABLE
CLUSTERING OPTIMIZES JOINS.

Call (800) 345-DBMS today.

ORACLE"®

COMPATIBILITY ¢ PORTABILITY * CONNECTABILITY

Ottawa (613) 238-2381 0O Quebec (514) 337-0755 O Toronto (416) 362-3275
ORACLE-UK. (SURREY) 44-1-948-6976 [J ORACLE-EUROPE (NAARDEN, THE NETHERLANDS) 31-2159-49344

©1986 by Oracle Corporation. ORACLE® is a registered trademark of Oracle Corpo-
ration. SQL/DS, DB2 and IBM are registered trademarks of IBM. DEC, DG, ATET,
Stratus, HP and Bell L ies own istered trad TRBA.
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the number of instructions required to ob-
tain data. Yet, while HP officials are
downplaying the complexity of the re-
maining work, it’s becoming clear that
the company’s reputation rests on getting
Spectrum out the door—and soon.

HP has often been credited with one
of the most loyal user bases in the com-
puter industry, and, for the most part,
this feeling prevailed at the company’s re-
cent user group meeting in Detroit. But
from those users who have reached the

HP is dealing with “concerned
customers on a one-hy-one hasis
to demonstrate to them that this
is not a disaster.”

limits of the current HP 16-bit 3000 mini-
computer line, and have been patiently
waiting throughout the five-year Spec-
trum development cycle for a solution,
some rumblings of disenchantment are
beginning to be heard.

One example is Lunn Poly Ltd., a
London-based travel agency and current
HP user. On July 15, HP proudly an-
nounced that Lunn Poly had signed the
first contract in the U.K. for a 930 sys-
tem. Two months later, after being faced
with a delay it’s not sure it can handle,
Lunn Poly revised its contract with HP

and is evaluating other vendors.

Lunn Poly is not alone. Doug
Spreng, general manager of Hp’s Comput-
er Systems Division, acknowledges that
“some” orders for the 930 have been “re-
configured,” but says that he’s “not
aware of any yet” that have been can-
celed. “I haven’t found any cases where
people have said, ‘That’s it, we’re going
elsewhere.” . . . It’s hardly a fatal sort of
thing,” Spreng says. Still, HP is dealing
with “concerned customers on a one-by-
one basis to demonstrate to them that this
is not a disaster.”

What is troublesome, Spreng ad-
mits, is the effect the Spectrum delay is
having on new business opportunities. HP
has been perceived as being weak at the
high end of the minicomputer market,
and counts on Spectrum to be the cure.
For example, the 930 will deliver twice
the throughput and the second Spectrum

‘release (the Series 950, to be based on

NMOs VLSI technology) will deliver three
times the system throughput of the previ-
ous high-end HP 3000 Series 68. Yet,
while there are at present no benchmark
tests, on a theoretical performance basis
the 930 will be comparable to Digital
Equipment Corp.’s 8600/8650 systems,
according to Spreng.

Despite denials from HP officials,

-“HP built up a lot of goodwill

leading market researchers estimate that
HP has lost ground in the commercial
minicomputer arena in recent years.
Dataquest Inc. industry analyst Kimball
Brown, based in San Jose, says that HP’s
position in the worldwide commercial
business marketplace has slipped to 2%
in 1985 from 3.1% in 1983. Likewise,
Forrester Research Inc. president George
Colony concludes that HP held between
15% and 17% of the U.S. minicomputer
market in 1985, dropped to 13% to 15%
in 1986, and next year will at best stay
even or else drop to 10% if Spectrum isn’t
delivered by midyear.

Analysts say that HP has primarily
lost business to 1BM, DEC, and Prime
Computer, with DEC winning the award

with its customers over the
years. Right now they need it.”

as most highly visible HP attacker. HP ex-
ecutives, however, shrug off the threat.
“We pioneered commercial data process-
ing,” says Spreng. “They are coming into
our business—business we understand ex-
tremely well.”

That’s all well and good, but for
some users that may not be enough. “I

have DEC and 1BM knocking on my door

®

AEA Electronic Ltd.,
26 Melbourne Office

{305) 727-9977
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Take A LONG HARD LOOK AT THE On

Consider the AT&T 6500 Multifunction Com-
munication System. For the first time, you have a
real choice in 3270 Systems. From a company
every bit as solid as Big Blue.

Which means, for a start, that complete 3270
compatibility in both SNA/SDLC and BSC proto-
colsis a given.

WINDOWS WORTH LOOKING INTO.

AHOST OF HOSTS.

The AT&T 6500 will tie together data and appli-
cations from up to three synchronous and 16 asyn-
chronous hosts. Not to mention allowing PCs to.

work as terminals.
© What’s more, you can switch back and forth be-
tween synchronous and asynchronous hosts with
. the touch of a single keystroke.

The 6500 lets you create up to four windows at
the same time—into both synchronous and asyn-
chronous hosts—and freely pass information
among various databases.

For example, an inside salesperson takmg an
order could access: the customer’s credit status in
one host; relevant inventory information from
another host at a completely different location; and
the order form to fulfill the request from yet another
host at another location.

All, on a single screen.

That kind of power means big productivity
gains with no outlay for costly systems and applica-
tions development.



|

*IBM is aregistered trademark of International Business Machines Corporation
© 1986 AT&T Information Systems

' HERTHREE INITIALS INTHE 3270 WORLD.

PEACE OF MIND.

The 6500 incorporates AT&T’s experience with
three previous generations of 3270 equipment. As
well as the kind of service that smaller companies
just can’t provide.

And we make the pieces fit. Modular architec-
ture assures you of smooth system evolution:
upgrading doesn’t even require a new communica-
tions controller, and you can easily reconfigure your
system with almost no disruption.

That’s what you’d expect from the company that

makes “The Computers With The Future Built In”

MORE PEACE OF MIND.
Even with performance that matches or sur-

passes comparable IBM "equipment, the AT&T 6500
looks a lot better on your balance sheet.

So before you decide on 3270 compatibles, call
on your AT&T Account Executive, or simply dial
1800247-1212. ‘

We’ll make sure you get a lot more to look at.

W

N
~——

The right choice.
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every day,” comments one HP customer.
“HP built up a lot of goodwill with its cus-
tomers over the years. Right now they
need it. But the longer they go [without
Spectrum] the more vulnerable they are.”

HP depends on the decade-old HP
3000 minicomputer family for around
33% of its roughly $6 billion in revenues,
and the growth of the line is crucial to its
future. Currently there are more than
26,000 installed HP 3000s that provide fer-
tile ground for follow-on business. But
until Spectrum is successfully proven at
customer sites, it will be difficult for HP to
increase its revenue base significantly.
That can be done only by selling to a new
crop of customers.

First, however, HP must make
Spectrum a success with its present user
base. To meet that objective, it has de-
signed the 930 so that it runs software
written for the old 3000 line.

Many originally thought that this
software migration scheme would prove
Spectrum’s undoing. HP has managed to
maintain software compatibility—but at a

erating system, HP to date has found it

favor if it comes out and it’s
right.”

can boost performance of the 930 only
roughly 1.6 times that of the Series 68.
That, says the company, is not enough.

“Unless we ship a machine signifi-
cantly improved over the Series 70, it’s
better [just] to ship the model 70,” HP
executive vice president John Doyle told
DATAMATION. The Series 70 is HP’s cur-
rent top-of-the-line minicomputer.

That decision was greeted with ap-
proval by many HP users. “My feeling is
they’re doing us a favor if it comes out
and it’s right. For us it’s not a problem,
since we won’t need it for a year and a
half. People are making too big a deal
about it,” remarks Terry Simpkins, MIS
manager at Spectra Physics, Eugene, Ore.

product now. Although HP says no major
defections have taken place, the delay has
given some users pause.

“I have two Series 68s,” says one
MIS manager, who, like many others, re-
quests anonymity. “I’'m fed up.” While
attending the user group meeting he took
the opportunity to visit a forum held by
rival supplier DEC. Asked if he would
consider moving to DEC equipment, he re-
plies, “I’'m real interested.”

Likewise, another MIS manager of
a Fortune 500 company says that while
he is reasonably content with his current
HP systems, he questions whether people
“want old systems running on new ma-
chines. . . . The whole delay is a good deal

cost. In writing a new but compatible op- .

_“‘My feeling is they're doingus a

“awards for subtlety
“What if . .
~handed out flyers and buttons asking
. you choose Digital?”” If that
_ wasn’t clear enough, canvas bags and oth-
er literature boldly proclalmed how D1g1- :
~' «tal has it “Now.”> = :
~ Traffic through the su1te was -
heavy, with a good portion of the gawkers ;
; employed by HP. While few HP users ques- -
tioned after receiving the pitch say they
-are. senously cons1der1ng buymg DEC in
lieu of HP, they took the DEC appearance
good-naturedly “T think it’s funny They
havea nght to. show up, says John Chur-
“ylo, M1S manager of Damels & Assoe1ates _"
'j«Inc Denver felien i i

- “What if . .

WAITING IN THE WINGS

If Hewlett-Packard had: the biggest con-
tingent at its recent user group meeting,
it's .a good guess that second place was

‘held by none other than Dlgltal Equ1p-
e ment Corp.:

'DEC wasnt exactly attending the

, meetmg That point its officials want to
- make clear. Rather, Digital set up shop at
a hotel suite directly -across the street
“from Detroit’s Cobo Hall—the site of the
HP user group meeting—to advertise its -
VAX Systems Attract Program for HP
- Users. -

Is DEC trymg to take advantage of

the delays HP is-facing with Spectrum?
" Not exactly, say DEC attendees in a feeble
‘,attempt at del1cacy DEC has been plan-'
“ning this program since late last year,
‘jlong ‘before Spectrum was mtroduced :
they explain. ~
T “The VAX seemed like the loglcal g
,':upgrade to the HP. 3000 » says DEC mar-
~keting  manager
“There’s. _considerable overlap between
 the 3000 line and the VAX. We want to
ﬂ;emphasrze that to the commercial com-
- munity. Some [HP users] are surprised we
_have COBOL compilers. They thought all

f;we have i FORTRAN.” : :
- 8till, DECisn’t going to win® many' :
Playing on HP’s:

John

» advertising campaign, DEC

McDonnell. |-

HP general manager_Doug Spreng -

echoes that thought. “I think they [DEC]
are wasting their time, but they have ev-
ery right to be here. But I can’t imagine

‘it’d be_ practical” to convert from the

3000 to a VAX.

In a room full of various VAX sys-
tems, DEC hawked its mlgratlon tools for
conversion from the 3000 to a VAX, in-
cluding HP COBOL and FORTRAN convert-

ers and a scheme to convert HP’s Image

database ‘to VAX/Ultra. While praising

- DEC for “‘a very well thought through pro-

gram,” Robertson, Colman & Stephens
analyst Richard Edwards says many of

- the conversion programs have yet to be
done and points out that most are sup- -

plied by third-party companies. Addition-

- ally, says HP’s Spreng, “‘Just the cost of .
‘| conversion for a Series 68 is $50,000 and
 then there are no plug- compatible perlph-‘ ,
erals. You’d have to start from zero.’

e “This is the first time DEC has ac-
‘tlvely camped out at another vendor’s

usergroup meetmg Asto what results or

level of sales DEC expects from its pres--
- ence, it’s too -early to guess, says McDon-
‘nell. “We’re not talking about physically

moving HP out the door [at customer

*sites] and moving Digital systems in. Dig=" |~

ital is interested in new growth opportu-
mtles,” ‘he adds. ‘

When HP actually Starts shipping
Spectrum HP “may well double our ef-
forts” - against DEC, notes: HP . Business
‘Computing Sector marketing manager

- Bill Murphy. “Given that imitation is the
best form of flattery,” he. laughs; ‘we're

flattered that they copied our a :
. While BP might not be planmng to
set up shop at DECUS, DEC’s user group

_ meeting, it’s not sitting still in the game of

. one-upmanshlp Playing on DEC’s Sys-
-tems - Attract Program. name, Spreng'
“quips, “We're callmg it SAP. Our motto 1s, '
‘Don’ t be a SAP for DEC.>

: .~_sx

But some customers do need the

since it give us time to rethink” the com-
pany’s computing strategy.
One possibility, he says, may be

not to migrate to the 930 or 950 but just

network upcoming 32-bit personal com-
puters. He claims software written for HP
minicomputers is beginning to be rewrit-
ten for smaller systems, which provides
him with new options.

To date, an estimated two dozen

customers and software suppliers have
tested their software on the more than
400 preliminary 930 systems HP has in-
house. The testing process begins with
these companies running their software in
compatibility mode. But for any notice-
able performance gains, applications then
must be recompiled, usually with opti-
mized native mode compilers.

Those who'’ve tested their software

“in the first stage—compatibility mode—

report success. “Definitely, HP’s claims
regarding compatibility are absolutely
true,” says Donn Lewis, vice president of
information resources at Allegheny Bev-
erage Corp. “We’ve taken Series 68 soft-
ware and run it without alteration on
Spectrum successfully.” Some have suc-
cessfully executed programs in native
mode, including Ask Computer Systems
Inc., HP’s largest 3000 reseller. Ask, Los
Altos, Calif., has been running its Man-
man manufacturing software in “fully na-
tive mode for at least two months,” says
software development vice president
Martin Browne. “We’re very pleased with
how migration took place.”

Yet, while all the components may
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The success of a corporation is increas-
ingly dependent on its ability to satisfy
the growing demands for accurate and
timely information.

To ensure successful information man-
agement, Software AG has engineered
a system that is both integrated and
comprehensive. A system that integrates
the functions of data communications,
end user services, applications devel-
opment, data base management, and
the advantages of an automated office
environment — without compromising
performance.

In addition, Software AG protects your
investment by providing environmen-
tal independence. Your applications
become portable across multiple hard-
ware and operating systems. .. while
giving you the flexibility to grow and
change over time.

Forming the foundation of this fourth
generation technology are ADABAS,
NATURAL, and PREDICT. .. the basis
of successful information management
for over 2200 clients — worldwide.

We're Software AG. For nearly two dec-
ades, we've been engineering success.
Our clients experience it. .. our cus-
tomer service teams support it. . .and
our status as an international leader
proves it.

Software AG. Because success is your
only alternative.

ADABAS NATURM. PREDICT ...AND MORE

EFFECTIVE DATA BASE MANAGEMENT

§ softwARE AG
PROGRAMMING BUSINESS SUCCESS

United States: Atlanta, Boston, Charlotte, Chicago, Cleveland, Dallas, Denver, Detroit, Ft. Lee (New Jersey) Housmn Kansas City, Los Angeles, Minneapolis, New
York, Orlando, Philadelphia, Pittsburgh, St. Louis, San Francnsco Seattle, D.C. , Austria, Belgium, Brazil, Canada,
Denmark, Finland, France, Germany, Hong Kong, Israel, ltaly, Japan Mexlco Netherlands, New Zealand, Norway, Panama, Smgapore Spain, Sweden, Switzerland,
United Kingdom, Venezuela.
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These days, everybody with a few PCs interface and choice of operating systems,

wants a LAN. Your problemistofinda PCLAN including NetWare™ 6000.

that can be tied to the rest of your company. And naturally, we'll handle the planning, |
Guess what. Youjust found it. installation, training and support. As only a "

Introducing the NETBIOS-compatible company who’s made over 260,000 network |
System 6000 PC network, from Sytek. Itcan ~ connections worldwide can.

link a department full of PCs, or a company So talk to us. Sytek, Inc. 1225 Charleston
full. Allon a single network that can grow as Rd., Mountain View, CA 94043. (415)966-74.30.
your needs grow. | After all, your PCs could surely use the
What’s more, we can easily link your company. |
System 6000 network to your corporate net- NetWare is atrademark of Novell Inc. © 1986, Sytek, Inc '

work. So you can share data and communicate
throughout your whole company:

You'll also have plenty of software to D[::’D Sytek

choose from, thanks to our industry-standard
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be there, the raw performance is not.

Mitchell Kertzman, president of
Computer Solutions Inc., a Burlington,
Mass., firm that jointly markets manufac-
turing solutions with HP, says his software
has run in compatibility mode on Spec-
trum. But “there’s a lot that goes between
working and being ready to ship. I believe
the first push was compatibility—that’s
what HP focused on. To some extent the
absolute performance of native mode
suffered.”

The real problem, accordmg to
Doyle, lies in the new operating system
developed for the 900 series and its re-
lationship with 170 functions. ‘“The only
question seems to be in the MPE operating
system; in particular, as we integrate all
the different modules together, we’re
finding that the 170 pathlength must be
further refined,” he says.

For example, according to one HP
insider, one corrective measure will take
place in the demand paged virtual memo-
ry scheme of the 930. Each virtual space
is divided into fixed-size blocks. Those
blocks will be doubled to 4kB from 2KB.

To maintain compatibility in the
3000 line, HP has had to upgrade its MPE
operating system, which is based upon
SPL. The new operating system, dubbed
MPE XL, is written primarily in Pascal,

though it has borrowed 55 modules from
MPE. That still leaves “several hundred
thousand lines to be written,” according
to Spreng.

HP expects to place the 930 in beta

sites in April. Meanwhile, the HP 9000

Model 840, a Unix-based computer for
engineering and manufacturing applica-
tions, is already at beta sites and should
ship on time in December. Although built
around essentially the same RISC hard-
ware as the 930, the 840 was easier to de-
velop because Unix is newer and more
portable than MPE, says Doyle.

Although MPE is getting the most
publicity, there are several other concerns

and question marks remaining with Spec--

trum. One is 1/0 bottlenecks.

“The area that worries me is I/0
capability,” says Mark Mojonnier, data
processing manager of Reliable Electric
Utility Products, Chicago, a three-year
HP user. In his application, “the amount
of access to disk drives is very heavy.
We’ve put in every option to deal with it
and we still get bogged down in disk 1/0.”
He says he’s heard that 1/0 bottlenecks
may still occur with the first release of the
930. Reliance Electric will wait and mi-
grate to a 950. ‘

To deal with potential bottlenecks
on the more powerful systems, HP is de-

- electrical link. But while fiber optics will

veloping a new fiber-optic 1/0 bus struc-
ture. The current 3000s and the initial
version of the 930 utilize the slower HP-1B

“offer a lot more performance . . . be fast-
er,” says HP product manager Lee Court-
ney, HP-IB will allow customers to contin-
ue using many of the same HP peripheral
devices they already have.

Another concern with the initial
930 release is networking. The first re-
lease will support only peer-to-peer or HP-
to-HP networking. To access, for example,
an X.25 network, a site will need a small-
er system such as the HP Series 37 to act
as a file server. HP is working on correct-
ing that problem, insiders say.

“In the first release, HP will just
bring out a very reliable product. With
the second cut they’ll address some of
these deficiencies,” says Lewis.

While HP’s engineers are scram-
bling, so are its marketing employees. The
arrival of the 930 should occur only a
month or so before the new Series 950.
The 4.5m1ps 930 is priced at $225,000
while the 6.7MIPs 950 will be between
$300,000 and -$350,000. HP is now posi-
tioning the 950 rather than the 930 as the
follow-on product to the current high-end
Series 70. The 930 now is seen as the fol-
low-up to the midsize 3000 models.

SECURITY
SPECIALIST

GS-080-12/GM-080-13

WHEN:SUC

ONLYALT]

$31,619-$37,599 PER ANNUM

(Salary dependent upon qualifications)

EFFECTIYE DATA BACE L

In the DBMS world, productivity comes from power. ADABAS
unleashes the power of information by presenting it simply,
and by delivering the performance and relational features
you need to use it effectively.

With ADABAS, information is available when you need it,
thanks to an innovative architecture that accommodates
change and recovers from problems more effectively than
any other DBMS.

And as your information needs change and grow, ADABAS
adapts to new requirements without incurring costly, time-
consuming maintenance. . . giving you more time to develop
new applications.

Powerful relational capabilities, non-stop availability, and
adaptability to change are just three of the ways ADABAS
helps you solve critical information management problems —
without creating new ones.

Power, performance, flexibility, and efficiency. . . that's
ADABAS. Because in business, success is your only alternative.

The Security Branch is seeking an individ-
ual who will be responsible for ADP and
operations security as well as to coordi-
nate all special access programs and
maintain the Special Access Program
Information System. The incumbent will
also be the Deputy Branch Head.

- Qualifications: Three years of general ex-
perience in analytical, decision-making or
administrative- work plus three years of ex-

_perience in ADP and operations security.

Interested applicants should submit a
SF-171 by 30,November 1986 to:

NAVAL RESEARCH
LABORATORY

Civilian Personnel Division
Attn: 12-30B-13.1:MB (D)
4555 Qverlook Avenue, S.W.
Washington, D.C. 20375-5000

AN EQUAL OPPORTUNITY EMPLOYER

FOR INFORMATION ON ADABAS CALL |-800-336-3761

(1N VIRGINIA OR CANADA, CALL 703-850-5050)
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OFFICEPOWER
SYSTEMS
WILL EAT THE LUNCH
- OF ANY COMPUTER
OR OFFICE

LET US SHOW YOU WHY.
CALL 800-345-1942.

In California, call 800-237-4552.

OFFICEPOWER systems run fully integrated office automation on ultra-fast, UNIX-based
superminis with the best price/performance in the industry. CCI systems incorporate industry-standard
communications and database management options. Our technology base is built on
years of success in large fault-tolerant database systems closely coupled to communications networks.

COMPUTER
== CONSOLES
INCORPORATED

OFFICEPOWER s a registered trad k of Computer C les, Inc. UNIX is a registered trademark of AT&T.
1BM s a registered trademark of International Businéss Machines Corporation. DEC is a registered trademark of Digital Equipment Corporation.
Wang is a registered trademark of Wang Laboratories, Inc.
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“If we make it though the next
three months [with the Series 70s], we’ll
make it through the rest of the year,” says
Reliance Electric’s Mojonnier. “If we sur-
vive that, we’re probably not looking at
a 930 but a 950. We don’t want a little
jump—we want a big jump.”

After spending more than $250
million to develop Spectrum, HP hopes a
big jump is what it gets. Its officials brush
aside comments that the first Spectrum
minicomputer offerings are comparable
to already established systems from other
vendors. Without naming names, HP peo-
ple say that these other suppliers have
topped out on their current minicomput-
er architectures. Spectrum, they say, is
new and scalable. Once—and if—the
bugs are ironed out, the basic RIsC archi-
tecture can be the basis for higher- and
lower-performance systems than current-
ly unveiled. They just hope people will
wait them out.

Some definitely will. Kertzman of
Computer Solutions is one of them. “I
think Spectrum will be the vAX of the ear-
ly 1990s,” he says hopefully. “But there’s
a lot of pain involved to get there.” @

LEGAL AFFAIRS

BOLT
OF
LIGHTNING

A decision concerning copyright
infringement may descend on
clone makers like the plague.

by Tom McCusker

A court ruling this fall that semiconduc-
tor microcode is subject to copyright laws
has been hailed as an important new
weapon. for IBM and Apple in the battle
against some compatible microcomputer
manufacturers.

The long-term result could be
higher prices for hardware as these clone
makers begin to pay expensive license fees
to use the microcode, engage in costly
court fights, or go out of business.

The ruling came in round one of a
copyright infringement lawsuit brought
by Intel Corp., Santa Clara, against NEC
Electronics Inc., San Jose, U.S. subsidiary
of the Japanese electronics company. U.S.
District Judge William A. Ingram ruled
in San Jose that software in any form—
including software embedded in a micro-
chip that interprets commands—is a form
of expression that can be protected by a
copyright.

The judge did not rule on whether
NEC infringed on Intel’s copyright for the
microcode embedded in the Intel 8086
and 8088 microprocessors. That issue
should be decided in round two of the suit
sometime later this fall, when NEC ex-
plains to the court how it developed the
microcode for its V20 and V30 chips.

The decision is being applauded
by some micro vendors. “This decision
will demonstrate [to clones] that the se-
cret to long-term success is innovation,
not copying,” declares Irving Rappaport,
associate general counsel of Apple. He
says Apple knows of no clones that are
not infringing on Apple patents or copy-
rights. “There is no such thing as a legiti-
mate clone,” Rappaport adds. Apple is
currently embroiled in a patent infringe-
ment suit with Video Technology, a Hong
Kong clone maker.

IBM does not say that all IBM PC
clones infringe, but the company is dili-
gent in warning or prosecuting those that
do. J. Lyle McGuire, a spokesman for
IBM on legal matters, says a majority of its
complaints have been lodged against far
castern companies. He says IBM has taken
legal action 24 times against companies
that infringed its copyrights or patents—
this despite the spirit of IBM’s so-called
Open Architecture policy, which encour-

ages connectivity of non-IBM products.

It is generally believed, for exam-
ple, that IBM’s basic input/output system
(B105) was loosely written so that compet-
itive machines would be able to use a
comparable BIOS without infringing on
the computer giant’s copyrights.” (An
IBM-like BIOS is essential if application

Judge William A. Ingram ruled
that software is a form of
expression that can be protected
by a copyright.

software written for PC/DOS is to be fully
exploited on non-1BM machines.) When
Phoenix Technologies Inc., Norwood,
Mass., wrote its first commercial BIOS in
May 1984, every major PC-compatible
manufacturer was at its door.

"Those were the days when IBM
was trying to increase the size of the pc
market. Now, as it changes strategy and
seeks a larger market share, the rules may
change. Big Blue may be slipping in a few
hurdles for clone makers in the future.

For example, says software expert
Brian Boyle of Novon Research Group,
Menlo Park, Calif., programs written for
1BM’s windows environment, TopView,
will execute only on IBM’s original BIOS.
More such products are on the way, in-

improved productivity?

ware configurations; and

R
2.NATURAL

FOURTH GENERATION APPLICATIONS DEVELOPMENT

Software AG customers at thousands of sites around the
world have proven NATURAL to be the single, most success-
ful path to efficient applications development. . . the begin-
ning of the end for applications backlogs.

How has NATURAL achieved this unmatched record of

M By providing a simple means to develop complex applica-
tions with a common set of tools;

M By accommodating a wide variety of file structures,
operating systems, teleprocessing monitors, and hard-

B By providing the foundation for extending NATURAL's
4th Generation technology directly to the end user.

Offering the most advanced, most powerful program-
ming capabilities in an intelligent manner, maximizing
efficiency and productivity. . . that's NATURAL. Because in
business, success is your only alternative.

FOR INFORMATION ON NATURAL CALL 1-800-336-3761

(IN VIRGINIA OR CANADA, CALL 703-860-5050)
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BALANCE OF POWER.

Introducing the new power in AT-class personal business computers. The NEC Advanced Personal Computer IV.

You're the kind of person who's very serious about personal computers. The kind of person who will never settle
for just a powerful machine. Or just a compatible machine. Because you want them both. You're a Power User.

And the NEC APC IV™ is the one machine that strikes a perfect balance between compatibility and power.

Because the ﬁic IV offers both 6 MHz {?\?’d 8MHz processing speeds. L.
So you can run all the industry standard software. Like Lotus 1-2-3.™ dBase 7 W
II™ Multiplan.™ Windows.™ You name it. % /i% ‘

Plus the APCIV has the power of NEC behind it. The $10 billion leader
in computers and communications. So you never have to worry about
support. The new NEC APC IV. Because sooner or later, you're going to have
to take it to the limit. For more information, call NEC at 1-800-343-4419 (in
MA 617-264-8635). NEC Information Systems, Inc., Dept. 1610, 1414
Massachusetts Avenue, Boxborough, MA 01719. NEC Information Systems, Inc.
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cluding one before year’s end in the
graphics field. Boyle adds, “How are all
these things being done? In microcode,
which nobody now can touch.”

A hint of just how far IBM intends
to go to maximize its share of the market
is offered by Robert Simko, executive di-
rector at International Technologies
Group, Los Altos, Calif., a market re-
search house. Simko predicts that 1BM’s
future products will be built around the
company’s own 32-bit chip, not the Intel
80386. Under cooperative technology
agreements between IBM and Intel, long a
major IBM supplier, IBM has the right to
modify the 80386 and to sell it as a pro-
prietary product.

" Simko thinks 1BM would custom-
ize the 32-bit based computer to make it
fit into SNA networks. Regardless of IBM’s

“This decision will demonstrate
[to clones] that the secret to long-
term success is innovation, not
copying."”

eventual use, it would again have the ef-
fect of locking out—at least for a while—
a lot of pc-compatible companies.

Meanwhile, Apple’s Rappaport
says the company soon will be registering
all of that company’s microcode with the
copyright office. “We have programs
called PALS [program array logic devices]
and HALS [hardwired array logic devices]
and all sorts of custom software embodied
in microcode,” he explains.

The ruling was generally consid-
ered a surprise. It should not have been,
say those who have observed a national
trend toward protecting intellectual prop-
erty (see “Circling the Wagons,” May 15,
p. 42).“It should be a surprise only to the
bad guys,” Rappaport says.

“People who are infringing on
copyrights generally do so because they
believe the lower the level of utility [in
this case in firmware], the less copyright-

able it is,” says Boyle of Novon. You can

copyright the plans for a house, but you
can’t copyright the house, he adds.

“In this case, the old idea doesn’t
work because software is a way of accom-
plishing certain algorithms and that’s
what computers do—accomplish algo-
rithms. The judge probably asked, ‘Is this
a utilitarian object or an expression?” He
concluded that it was an expression.”

NEG, if it can prove to the judge that
it did not infringe on Intel’s microcode
copyright, will be able to continue to sell
the V series in the U.S. It is unclear what
effect the loss of the suit would have on
the companies to which it now sells the V
series. One such company is Epson Amer-
ica Inc., Torrance, Calif., whose Epson
Equity line of IBM PC compatibles uses the
V series. Epson refused to comment. @

USED EQUIPMENT

SECOND-
HAND
ROSE

Small firms specializing in used
computer equipment are making
it big.

by Edith D. Myers

Greg Chartrand, a technical specialist
with Fermi National Accelerator Center
(Fermilab), Batavia, Ill., is delighted with
several Micom Systems Inc. (Simi Valley,
Calif.) data PBXs he’s purchased over the
past year. What’s most delightful to him
is that he saved 60% over what it would
have cost to buy them new—his PBXs
were purchased used from Century Com-
puter Brokers, Culver City, Calif.

Like most managers in computers
and data communications these days,
Chartrand sought to keep costs down. He
heard about Century from a colleague at
Fermilab. Chartrand had once purchased
some used terminals, but he was uneasy

.(see “On the Boardwalk ” July 15, 1970,

by 1978, with dealers handling predomi-

about buying anything more.

“I was concerned. I didn’t want to
buy anything complex from anyone who
didn’t understand the equipment,”
Chartrand says. Century changed his
mind. “They did understand it. There
were some cosmetic problems, some chips
and dents here and- there, but they don’t
affect function and I plan to buy more.”

The used computer equipment
business has come a long way since Adolf
F. (Sonny) Monosson, president of Amer-
ican Used Computer Corp., Boston, used
to advertise his wares on a sandwich
board on Atlantic City’s -boardwalk dur-
ing Spring Joint Computer Conferences

p- 72).
It became a $1.6 billion business

nantly used IBM equipment. Its voice at
that time was the Computer Dealers As-
sociation (CDA), headquartered in Chica-
g0.-As some used computer dealers, like
Comdisco Inc., Rosemont, Ill., became,
for the most part, leasing companies, CDA
was merged in 1981 with the Computer
Lessors Association (CLA) to become the
Computer Dealers & Lessors Associa-
tion. CDLA is now a 305-member organi-
zation headquartered in Washington,
D.C. :

level.

alternative.

HIGH PRODUCTIVITY ACTIVE mcr E@FMV

When you need a powerful, active data dictionary, choose
PREDICT from Software AG.

PREDICT's no-bottleneck, integrated architecture
delivers consistent availability and fast response. ..
resource contention and increasing your productivity.

PREDICTs Active Cross-Reference facility captures and
maintains critical management information accurately and
automatically. So you always know precisely where and how
your data base resources are being used, even at the field

And PREDICT’s command driven/menu-assisted design
makes novice users productive quickly, while giving experi-
enced users immediate access to every PREDICT function.

Managing the production DBMS and 4GL development
environments with sophistication and power. .. that's
PREDICT. Because in business, success is your only

FOR INFORMATION ON PREDICT CALL 1-800-336-3761

(IN VIRGINIA OR CANADA, CALL 703-860-5050)
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CONNECTIONS

COST SAVING

RS232 INTERFACE PROBLEM SOLVERS...FROM WESTERN TELEMATIC INC.

END DATA SWITCHING
PROBLEMS

Is switching data cables becoming a
pain in the ASCII? Automatically switch
between computers, printers,
instruments—just about any
RS232 device.

. PRINTER
Economically expand

CONCERNED ABOUT
DATA SECURITY?

» AFFORDABLE
RS232 NETWORKING

Create your own local network with
our Any-port to Any-port Smart
Switches. Available in either 8 or 16
port versions, the Smart Switch is ideal
for computer port expansion, com-
puter sharing, engineering work
clusters and much more.

Prevent unauthorized access to your
computer system. Our Dial-back
Security Unit prevents outsiders from
peeking at, destroying or tampering

Each port has its own spooling
buffer. So any baud rate can communi-
cate with any other baud rate and
parity anywhere in the system.

DAISY WHEEL

with your data. Only users entering
authorized passwords and dial-
back numbers stored in the
"~ man 200 number battery backed
PO vmer  directory will be allowed
access.

LASER PRINTER

CRT PC ==

computer ports, access
CPU

(=

TERMINAL

An auxiliary com-

MODELBSI6

multiple computers or
~ remote peripherals.” "
From simple AB
switches to intelligent
196 port code activated switch-
ing systems, our reliable, easy to use, .
interface switches will help end your
interconnect problems.

EFFICIENT
PRINTER SHARING

It's time to make more efficient use of
your expensive printers. Share up to
two plotters, daisy wheel, dot matrix or
laser printers with up to 8 computers,
word processors or CAD systems.
Ideal for the automated office, school
or engineering lab.

e
MODEM

‘COMPUTERS

(Parallel)
Dot Matrix Printer

(Serial)
Laser Printer

Our 4 or 8 port Printer Sharing Units
work automatically with up to 256K
buffering. No cable switching or knobs
to turn. Software changes are usually
unnecessary since they use standard
Ready/Busy or XON/XOFF
handshaking.

Visit us at COMDEX...Booth 1198

TERMINAL

SMARTSWITCH.

mand port is used to

*I"set-up the directoryand
security levels as well as

MUX

e = = ~ log each password attempt
L PLOTTER .
MATRIKPRNTER K At and duration of each call.

Simply connect the DSU between
your computer and modem and feel
secure about who's using your data.

QUALITY PRODUCTS

Every WTI productis designed and
manufactured with quality and reliabil-

A special supervisory port lets you
monitor activity on any other port,
connect ports together, broadcast
messages or designate the supervi-
sory power to other ports.

The Smart Switch is easy to use.
User friendly commands allow you to
select ports, disconnect and display
port activity. A push button defines
each port for either DCE or DTE. So if

ity as a major requirement. We're so
confident you'll like our products that
we offer a 30 day return policy. Com-
pare our features, quality, customer
support and prices with any other

you need an intelligent, affordable way
to link your RS232 system, you're
ready for the Smart Switch.

manufacturer and you'll know why
WTlis a recognized leader in the Data
Communications industry.

IT’S ALL IN THE BOOK...IT’S FREE

Descriptions, diagrams, specifications and prices for
_ the above products, plus many more, are in our col-
orful new catalog. It's your cost saving connection
...just ask for it!

“ree: 1-800-854-7226

free:
(|n California 714/979-0363)

[LLLD ED western ‘
[ telematic inc.
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2435 S. Anne St., Santa Ana, CA 92704  Telex 467741
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NEWS IN PERSPECTIVE

Jim Benton, CDLA executive direc-
tor, says the market was $2.8 billion in
1985 and is projected to grow another
20% this year. He anticipates an atten-
dance of 800 at an association conference
this week in Colorado Springs.

The discount that customers can
get for used equipment varies widely, de-
pending on the type of equipment, its con-
dition, market demand, and availability.
None of the dealers interviewed by DATA-
MATION wanted to venture a guess as to
the average savings, but all agreed that
there are some very good deals to be had.

Several large. companies—Com-
disco, cMI, Continental Information Sys-
tems, and DataServ, to name a few—
dominate the used equipment market, but
a number of young, small- to medium-
sized companies have entered the scene
and found it rife with opportunity.

One such company is Century—
one-and-a-half years old with 25 employ-
ees and doing $8 million a year in busi-
ness. Although it might find itself with an
occasional IBM terminal or PC in its con-
stantly changing inventory, it deals pri-
marily with non-IBM equipment. Century
is unique in the used equipment field be-
cause it deals with data communications
gear as well as modems and terminals.

Another young firm is Tectran,
Cranston, R.1., also one and a half years
old. Tectran began in Cambridge, Mass.,

as a one-man band: its president, Lorne .

Adrain. It moved to Cranston in the first
quarter of this year and now has 10 em-
ployees. “I had worked for AT&T for five
years and got interested in videotex and
the whole notion of an information indus-
try both there and while getting my MBA
at Harvard Business School.” _

- He views Tectran as an informa-
tion service. The company doesn’t buy or
sell anything—it puts buyers and sellers
in touch with each other. Sellers could be
end users, dealers, or manufacturers

Jim Benton, CDLA executive di-
rector, says the market was $2.8
billion in 1985 and is projected to
grow another 20% this year.

phasing out a line or wanting to rid them-
selves of traded-in goods. Tectran charges
companies from $19.95 to $600 to be list-
ed for 90 days in both a hardcopy bulletin
with a 60,000 circulation distributed ev-
ery other week and a database that can be
accessed either electronically, like a bulle-
tin board, or by calling an operator.

The listed equipment runs the
gamut from microcomputers, peripherals,
minicomputers, mainframes, and main-
frame peripherals to telephone equipment
and facsimile machines. Supply and de-
mand, he says, “is a reflection of the mar-
ket. Right now we’re seeing a lot of

activity with 1BM pc XTs, Altos machines,
AT&T micros, a variety of Unix-based sys-
tems, Microvaxs, and CAD/CAM equip-
ment.” He says he’s beginning to see
activity with I1BM System/36s and 38s.

At the other end of the spectrum is
11-year-old East West Computing Inc.,
Los Altos, Calif. Its president, Bob Pear-
son, admits to being “kind of on the trail-
ing edge.” Pearson’s firm specializes in
IBM 3505 card readers and 3525 card
punches.

Aside from the dominance of Big
Blue in the market, there are other rea-
sons for the prevalence of IBM in the used
market. “IBM’s attention to the aftermar-

ket is very high,” says CDLA’s Benton.

“They give good support.” ,
Dealers echo this sentiment. Cam-
eo Computer Corp., Torrance, Calif,,
sells 1BM cpus from 34s, 36s, and 38s up to
the 303X series. Steve Mack, Cameo’s
small systems manager, says the company
has sold, “an occasional DEC and Data
General machine,” but adds, “No one is
as good as IBM as far as support. IBM is
conservative except for maintenance.”
David Wolff, vice president, El
Camino Resources, Sherman Oaks,
Calif., which is among the top 10 used
equipment dealers in the country and has
a DEC division in Irvine, Calif., tends to

agree. “The contributions to earnings is
lower,” he says, “because there is more
reconfiguration and parts swapping, more
technical expertise involved. A vax 8600
could have 60 variations whereas a 3081
is a 3081.”

A few computer dealers, notably
old-timers cM1 of Bloomfield Hills,
Mich., and Econocom, Memphis, have
ventured into the telecommunications
marketplace with used AT&T equipment,
particularly PBXs, but most mainstream
dealers prefer a one-vendor orientation.
Wolff says his firm has considered PBXs,
but it’s “a tough industry,” and the com-
pany has no plans in that direction.

* There doesn’t appear to be a con-
sensus as to exactly where the used com-
puter market is headed. There are those
who see a shakeout and others who see
the number of companies growing steadi-
ly. Wolff believes there will be “fewer
players in the long run, not more.” Mack
of Cameo says the competition has in-
creased dramatically in the last two years
and will continue to increase in the fu-
ture. “There are more people getting in
than getting out.”

Whatever wrinkles the future
holds for the industry, there doesn’t seem
to be a place for sandwich boards any
more. @®
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WHENSUCCESSISIYOUR
ONIVAITERNATIVE

4.SOFTWARE AG

ADABAS, NATURAL, and PREDICT are part of Software AG’s
family of more than 35 strategic products, designed to address
your comprehensive information management needs. Whether
it be 4th Generation applications development or data base
management; office automation or communications; end user
facilities or micro-to-mainframe linkage, Software AG's product
line offers power, flexibility, and full integration.

But even a technologically superior information manage-
ment system isn't enough. Without effective customer sup-
port and services, your chances for real success are slim.
Software AG provides an outstanding array of customer
services and support teams, including Custom Solutions,
Professional Services, Customer Education, and Customer
Support Centers on duty 24 hours a day.

Advanced, flexible technologies, fully-integrated product
lines, 24-hour support. .. that's Software AG. Because in
business, success is your only alternative.

FOR INFORMATION ON SOFTWARE AG CALL I-800-336-3761
(IN VIRGINIA OR CANADA, CALL 703-860- 5050)
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philosophy. One that created two
hard-working matrix printers perfect
for your medium-speed printing

requirements, from 180 to 220 cps.
Ready to take on muttipart forms of
up to 6 layers. Or produce Near Letter
Quality text at 45 cps for word-
processing applications. And although
they're tough, Datasouth printers are
easy to use, with front panel controls
instead of dipswitches and jumpers.
Each and every DS 180 and DS
220 printer that comes out of our
Charlotte, North Carolina plant has
been put together and inspected by

The Datasouth High Performance Matrix Printers. hardworking peoplewhotakea ot
of pride in building the worlds tough-

Power Toughness. Sticking to the proven ability torunaroundthe  est printer right here.
the job until the work gets done. clock, around the calendar, in some of Put a working-class printer to
These are some of the working-class  the toughest applications imaginable. ~ work for you.To find your nearest
virtues we build into Datasouth print-~~~ That kind of blue-collar reliability  Datasouth distributor, call us at

ers.Giving the DS 180 and DS 220 is the resutt of a very advanced design ~~ 1-800-222-4528

Datasouth

AMERICA'S HIGH PERFORMANCE
PRINTER.COMPANY

PO. Box 240947, Charlotte, N.C 28224, (704) 523-8500, Tix: 6843018, DASO UW SALES: 1-800-222-4528, SERVICE: 1-800-438-5050, West Coast Office: (818) 702-9065
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NEWS IN PERSPECTIVE

MERGERS

FOCUS'
‘Enhancer!

cadeé;’ SBEEED
Virtually eliminates time

developing finished form entry
screens.

coded5E SPEED

In seconds, produces routines
with only a master file
description!

code 45EEED
It's easy! With or without PC

FOCUS. Generates code for
all FOCUS versions.

code {SBEED

- Youte in control with the option =

of specifying validations, titles,
screen ID’s, colors!

FREE

15-DAY TRIAL!
SPECIAL INTRO

*195!

You won't be billed "til
after the trial period!

Regularly $250.

Send check, money order or
purchase order — plus $4.50
handling and shipping.

-F-ﬁ-!'- e ]
kl-

code 455

(213) 931—2211

419 N. Larchmont Blvd Suite 131
Los Angeles, CA90004

*FOCUS a trademark of Information
Builders Incorporated.

code: SPEED is a registered
trademark of Generation Software.
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SEPARATE
BUT
EQUAL

Sperry users express concern
about the recently announced
Burroughs-Sperry brand manage-
ment strategy.

by Robert J. Crutchfield

The merged Burroughs-Sperry company
may not yet have a new corporate name,
but it does have a strategy, which, two
months after the companies came togeth-
er, is being revealed to users.

The strategy is basically a repeat
of promises that Burroughs and Sperry
made when they merged, with a new
twist. At a recent meeting of Datametrics,
a group specializing in education, soft-
ware, and consulting services for users of
the Sperry 1100 series, executives from

- the recently-formed-merger-relations-de-—

partments at both companies told dp/Mis
executives that their systems would con-
tinue to be supported and enhanced.

According to John Wise, director
of merger relations at Sperry, and Sharon
Koshak, who holds the same title at Bur-
roughs, the new company will treat each
product line as a separate brand, much
the same way General Motors does with
its Chevrolet and Buick divisions and
Procter & Gamble does with its personal
care products.

Wise echoes Burroughs chief Mi-
chael Blumenthal’s statements in the ear-
ly days of the merger talks by referring to
his “We’re No. 2” slogan. As a “‘strong
number two, we can develop a ‘counter-
punch strategy,”” Wise says. He likens
the new company competing against IBM
to such companies as Ford, Avis, or Pepsi
competing against GM, Hertz, or Coca-
Cola. ,

“We are not going to spend one
dollar to converge product lines,” Wise
says, adding that the Sperry and Bur-
roughs architectures will remain separate
but equal.

Sperry is still trying to convince its
customers that the merger will benefit the
Sperry user base: According to the merg-
er team, product planning, common
hardware sourcing, and R&D budget dol-
lars are areas where users will see imme-
diate benefits. Wise says that while the
two companies’ architectures are differ-
ent, the combined buying power of a $10
billion company will lower manufactur-

ing costs, which he implied could be
passed along to the user in the form of
lower prices.

Initially, look for Memorex to of-
fer tape drives and terminals to the Sperry
user base. Sperry officials also indicate
that the company may convert Sperry’s
Mapper program development tools and
SperryLink office automation products to
the Burroughs environment. There is al-
ready a version of Mapper in C being
readied for release. Burroughs is also
marketing the Sperry pc (oemed by Mit-
subishi) to its users.

A task force of Burroughs and
Sperry employees charged with studying
the two product lines will make recom-
mendations by the end of this year, ac-
cording to Peter D. Bakalor, director of
market development for Sperry’s infor-
mation systems division. The group
looked at “commonalities in communica-
tion capabilities” of the two architectures,
Bakalor says, but he does not elaborate.

Meanwhile, users remain skeptical
of the positives put forth by Sperry. They
continue to express concern, doubt, and
confusion about the effect the merger will
have on their equipment over time.

“I see a lot of negatives,” says a

-data.center-manager-at.an.airline, but, he_

added, “in the end, I think it will work.”

Another user, who also requested
anonymity, says, “When you support two
architectures, someone has to lose. I am
confident that the Sperry base will be sup-
ported but at some point I think the new
company will move towards one architec-
ture—they have to.”

Other users are worried about
where the R&D money will go. “When the
companies combine their resources, they
are not going to double the R&D budget,”
says a user. “Where is the money going to
be spent—on a project for Sperry or a
project for Burroughs? I don’t see how it
can be both.”

Users also expressed concern for
their Sperry support teams. “There is
bound to be a lot of fallout with the merg-
er. It hasn’t started yet, but I see a lot of
combining of personnel resources,” a dp
manager says.

Meanwhile, the company is trying
hard to instill confidence in users. Sperry
recently introduced a new family of mid-
range mainframes and two new 32-bit
Unix-based microprocessor systems (see
Off-Line, p. 115). The introductions, Ba-
kalor says, are proof that the company is
committed to supporting its products.

Will these new products and long
speeches quell users’ fears? Sperry sure
hopes so. “There are a lot of fence sitters
out there,” says a Sperry insider. “It is
crucial for the company to instill confi-
dence in its users who are unsure about
remaining with the company.” @®
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The Handbook of Computers
and Computing

The latest edition of the most information-
packed computing resource is the most
convincing reason to try the Data
Processing Book Service.

Don’t take this hook hecause
it saves you $72.34

You will save $72.34 off the publisher’s
list price of $77.50, but that’s not the best
reason to send for The Handbook of
Computers and Computing.

Don’t take this book hecause

of the bonus gift.

When you accept The Handbook and
trial membership in the Data Processing

Book Service, well give you a handsome,

gunmetal gray canvas portfolio with
4 roomy pockets, free. But that's not the
best reason to respond.
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Take this hook for what it means
to your career

The Handbook of Computers and
Computing will help you catch up with
the rapidly changing technology. 50
original articles by 52 experts are written
for busy computer professionals like you,
who need to keep current. Read what’s
new in Components...Devices...Hardware
and Software Syst