


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

T he makers of the COMPAQ™ 
Portable Computer, the indus­

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

The new COMPAQ PLUS offers 
an integrated ten-megabyte fixed disk 
drive in a portable. 

Plus a bigger payload 
How much is ten megabytes? 

Enough to tackle jobs that can't be 
conveniently handled on most per­
sonal computers. 

A mailing list of 100,000 names and 
addresses. 

Information 
that would fill your company's 

ledgers can be stored on the fixed disk 
drive of the COMPAQ PLUS. 

Inventory records on a quarter mil­
lion items. 

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

Your most used programs can be per­
manently kept on the fixed disk drive 
of the COMPAQ PLUS, ready to 
call up and run. 

Store a library of accounting 
programs-payables, receivables, 
general ledger, and payroll-with 
the company's books. Then take 
them to a board meeting or a 
branch office. 

Your inventory control program 
and your inventory records can go 
with you to the factory. Your build­
ing specs and your project manage­
ment programs can go with you to 
the construction site. 

The high-capacity portable 
multiplies the productivity of every 
program it runs. 

Plus more programs 
The COMPAQ PLUS runs all the pop­
ular programs written for the IBM" 
Personal Computer XT, available in 
computer stores all over the country. 
And they run with no modification 
whatsoever. 

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

Plus a traveler's toughness 
A true portable has got to be tough. 
The COMPAQ PLUS is. 

Its fixed disk drive is designed specifi­
cally to travel. Rough roads and hard 
landings don't bother it because a spe­
cially designed shock isolation system 
protects the disk from jolts and 
vibration. 

All the working components are sur-
rounded by a unique aluminum frame 

with cross-members that 
strengthen it side-to-side, front­
to-back, and top-to-bottom. 

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

Plus a lot more 
The COMPAQ PLUS comes with a 
360K byte diskette drive for 
entering new programs and copying 
data files. 

The COMPAQ PLUS also works 
with optional printers, plotters, and 
communications devices designed for 

The COMPAQ Portable, the industry stan­
dard in portable personal computers. ' 

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

IBM's personal computer family. 
It has two IBM-compatible slots for 

adding optional expansion boards. 
With companion programs, they'll let 
you network with other personal com­
puters, communicate with your head­
quarters computer files or add memory 
capacity if your needs grow. 

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

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

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

CJ983 COMPAQ Computer Corporation 
COMPAQ''" and COMPAQ PLUS'• are trademarks of 
COMPAQ Computer Corporation. 
IBM• is a registered trademark oflntemational Business 
Machines Corporation. 

The new COMPAQ PLUS, the first high­
performance portable personal computer. ' 
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Some data security methods 
work better than others. 

'1101~ 
the state­
of-the-art 

S ~f~llE'I' re source p ro­
tection pack­

age for MVS works best of all. 

TOP SECRET is data security at 
its best. Offering quick installa -
lion, phased implementation 
and comprehensive resource 
protection , TOP SECRET out­
distances all other data 
security methods for tota l 
resource protection. 

TOP SECRET immediately secures 
your most critical resources with­
out impacting normal processing. 
Implement security with no de lay 
and with absolutely no modifi­
cations to your operating system. 

TOP SECRET is the only total 
resource protection package that 
offers comprehensive 
CICS security, including file 
and program control and pro­
tection down to the field level. 

By using the Standard MVS 
Security Interface, TOP SECRET 
becomes an integral part of 
your operating system. Com­
ple te compatibility with all IBM 
and vendor products that use 
Standard Security is automatic 
a nd guaranteed, now and in 
the fu ture. 

TOP SECRET security comes with 
the same top-notch technical 
support that guarantees the 
q uality and reliability of all 
CGA software products. 

CIRCLE 1 

Protect your valuable data 
resources today. Join the MVS 
sites across the country that 
have considered every data 
security method and made 
the sure TOP SECRET choice. 

Call for additional product 
information and your free trial. 

800-237-2057 

Sof~e-!,cIB 
Group 

P.O. Box CGA-1 
Holmdel. NJ 07733 
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OOTHER 
GENE L LEDGER 

MEASURES UP 
We've just enhanced the indus­

try standard, and we're confident 
it's the most advanced general 
ledger on the market. 

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

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

Our Variable Report Writer lets you design, maintain 
and control every report that comes out of your system. The 
automatic building of reporting structures allows you to rap­
idly address your company's reporting requirements. An 
extensive standard format library eliminates the need to 
design basic financial reports. You can also use a common 
format across reporting entities. No other general ledger 
provides as much easy-to-use reporting power and online 
access to information. 

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

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

bering system, up to a 24 alphanu­
meric free-format account number. 

Sophisticated system architec­
ture provides benefits not found in 
any competitive product. Detail and 
summary financial information 
is as accurate and up-to-date as 
the last physical posting to the 
system . System design can 
automatically reflect corpo­
rate changes and reorgani­

zations in company reports. 
Software International 

has been installing and sup­
porting high quality financial 
application packages for 

almost two decades. Cur­
rently, our General Ledger 

and Financial Reporting Sys­
tem is hard at work for more than 4,000 of the best run busi­
nesses in the world-firms like E.I. Dupont, R.J . Reynolds 
and Miller Brewing. Hundreds of Fortune 500 Companies 
have selected our General Ledger over the competition 's. 
As a wholly-owned subsidiary of General Electric Information 
Services Company, we are part of a worldwide family of more 
than 5,000 computer and business professionals. 

For more information, call us today. Or write our Corpo­
rate Headquarters at One Tech Drive, Andover, MA 01810. 
When you take a closer look, you 'll see that no other general 
ledger measures up to ours. We're continually improving our 
product to stay at the leading edge of software technology, 
and to serve the changing needs of the business world. 

After all , you don't remain the industry standard by 
standing still. 

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

(IN MASSACHUSETTS 1-800-322-0491) 

AsoFTWARE 
• INTERNATIONAL 
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If You 
Need A 

Vacation. 
(and who doesn't?) 

Watch For Our 
Top Ten Contest 

In The February Issue 

• 

Win A Luxury Caribbean Cruise 
For Two + $500 

• 

All you have to do is pick the ten ads that you think will 
score highest on our February Reader Recall Readership 

Study. You can win a Princess Cruise or one of a 
hundred prizes if your entry is on target. 

Here's How You Enter 
1. Official entry blanks will appear in the February issue. 

2. Read the rules contained in the issue. 

4 

3. Pick the 10 ads you think your fellow readers will 
best remember having seen. 

4. List the ads by company name, reader service 
number, and page number on the entry card. 

5. Mail before April 15, 1984. 

Your list of selections will be checked against Reader 
Recall , Computer Decisions method of measuring 

readership . The entry that comes closest to 
matching our results wins the top prize. 

COMPUT&" 
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MICROPRO~SOFTWARE BUYER'S GUIDE 

Finally a data base management system 
that lets you do just that 

Manage. 
• 

You probably know more 
about managing people than 
managing a data base. That's 
why we designed a system 
that's easy to use, yet so 
sophisticated it will increase 
the productivity of every 
person in your office. 

The data 
base manage­
ment system with 
the added plus of 
StarBurst: a systems 
building tool that 
integrates your software to 

.. 

' " 

let you create your own custom applications. 

A SYSTEM THAT SPEAKS YOUR LANGUAGE. 

InfoStar+ makes accurate, 
efficient data entry easy 

by letting you design 
any form for custom 
data entry-mailing 
lists, inventories or 

sales figures-simply 
by drawing it on your 
screen. 

Want to sort things 
out? InfoStar+ sorts in­

formation five to six times 
faster than any other DBMS. 

What's more, InfoStar+ has a custom report 

• 

r 

• feature that lets you 
"'" • simply design and 

• draw your report on 
• the screen to format, 
• manipulate and merge • 
• information in count-

a.._ 
• less different ways. 
• Plus a quick report fea-
• ture that lets you gen-
• 
• erate a pre-formatted 

• report in 60 seconds, 
or even less. 

~ • All without 
• knowing a program-• 
• ming language or 
• special code. Just 

Q ' ' °' !!I • • English, or the lan-
guage of your choice. 

A GOOD MANAGER ALWAYS DELEGATES. 

The StarBurst portion of InfoStar+ integrates all 
your MicroPro software products as well as other 
popular software. StarBurst lets you set up and dele­
gate any sequence of data entry, sorting and 
reporting. 

So see your computer dealer now, and ask 
about InfoStar+. The sooner you start using 
InfoStar+, the better 

For the dealer nearest you, call (800) 443-0100 
ext. 948. 

When you sta11 with M icroPro, 
there's no stopping you. Ill 

M1craPra® 
For name of the dealer nearest you, phone (800) 443-0100 Ext. 948. For more information wn'te M icroPro, 33 San Pablo Avenue, San Rafael, CA 94903. (415) 499-1200. 
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VT220 
Monochrome text. 

For years, Digital's VTlOO terminal has been 
the CRT to choose if you want the most out of 
your computer. It has become the industry stand­
ard for reliability and ease of use. Not to mention 
the largest-selling ASCII terminal in the world. 

Now Digital advances this standard with the 
VT200 family. 

Three new terminals that embody everything 
Digital has learned about how to make people 

© Digital Equipment Corporation 1984 

comfortable with computers. They offer non­
glare screens that can be positioned for the best 
viewing angle. Keys that are so well arranged on 
our low-profile keyboard that you increase pro­
ductivity and convenience. Fifteen programmable 
function keys eliminate keystrokes to speed up 
tasks. Plain-language setup commands to easily 
tailor the screen to each user. Plus, a built-in 
printer port for hardcopy convenience. 



VT240 
Monochrome text 
and graphics. 

We've even included our most advanced video 
capabilities-like smooth scrolling and 132-
column display-as standard features. 

All packaged in our sleek new design that fits 
conveniently on your desk. And all supported by 
Digital's worldwide service organization. 

But the best news is yet to come. Because 
despite all the advances, the VT200 family is very 
competitively priced. 

Simply stated, Digital has advanced the stand­
ard. Once again. 

For the full story, call 1-800-DIGITAL, 
extension 700. 

CIRCLE 4 



Now there's a way to let every­
one in your company chip in. 

AT&T Information Systems, 
whose unparalleled communications 
heritage has been bringing people 
together for 100 years, now brings 
your office together. With state-of­
the-art office automation designed 
to get your company moving ahead. 

Electronic Document Communi­
cations, now available on System 85 
and DIMENSION'" PBX, is an easy­
to-learn software application that's 
hard to beat. Because it integrates 
your office by letting everyone pre­
pare, send and store documents and 
messages with the speed and efficien­
cy of a computer. So you can have 
better access to the right informa­
tion in the right form at the right 
time. 

Electronic Document Communi­
cations streamlines your office in 
three ways: 

Preparing Information - Reduces 
the time, effort, cost and wasted 
paper between drafts by electroni­
cally creating, editing and formatting 

documents and messages. "The 
Composer:' a special software feature, 
enhances document appearance and 
content by checking spelling, gram­
mar, punctuation and usage. EDC 
even measures whether documents 
are readable by technical and non­
technical readers. 

Moving Information-Speeds 
documents to many people in dif­
ferent locations simultaneously so 
they can act decisively. EDC allows 
you to determine the timing and cost 
of delivery, and even check to find 
out when documents were received. 
Using a password ensures the pri­
vacy of your messages. 

Managing and Storing Informa­
tion -Locates documents, and 



retrieves and evaluates contents 
quickly and easily with electronic 
files-while reducing the possibility 
of losing documents. An electronic 
"Mailbox" allows you to quickly 
determine which documents to read 
first by giving you an overview of 
"Mailbox" contents. EDC reduces 
storing and filing costs with an elec­
tronic "Archives" that allows for 
either short- or long-term storage, 
and the "Wastebasket" which enables 
you to permanently delete items after 
a determined period of time. There's 
even an electronic "Calendar" that 
checks personal schedules and ar­
ranges mutually convenient meetings. 

Not only will all these features 
help you further integrate your office, 

Electronic Document Communica­
tions is itself just one part of AT&T's 
line of completely integrated business 
systems. For state-of-the-art office 
automation, you can implement EDC 
in conjunction with other applications 
software like Message Center/Direc­
tory, a call coverage and message 
system. These office management 
applications are now available on 
System 85 and DIMENSIOW 600 
and 2000 systems with the Applica­
tions Processor. 

The result is you'll be able to 
improve staff productivity at every 
level and get everybody on board. 
And as new features are developed 
in the future, they'll be compatible 
with your existing equipment. 

EDC was developed by systems 
designers from Bell Labs who now 
work for AT&T Information Systems 
Laboratories. AT&T Western Electric 
produces EDC, and AT&T Information 
Systems will maintain it with compre­
hensive, conscientious service from 
the largest service organization in 
the industry. To find out more, call 
toll-free 1-800-247-1212, Ext. 879M. 

AT&T's Electronic Document 
Communications: It's part of the inte­
grated office of tomorrow that you 
can board today. 

~ATs.T -=- Information Systems -



lntll&HT 
AT& T's brave new worlds 

T he big news on 
January I 
wasn't the 

emergence of George 
Orwell 's "Big Broth­
er." That sinister auto­
crat hasn't materi­
alized . R a ther, the 
birth of 1984 will be 
remembered for the 
launching of eight gi­
gantic companies: "the 
new AT&T" and Ma 
Bell's offspring, Ny­
nex, Bell Atlantic, Bell 
South, Ameritech, US 
West , Southwestern 
Bell , and Pacific Tele­
sis. AT & T a nd its sib-
1 i ng rival s face two 
brave new worlds. 

ware, a nd training ser­
vices. Indeed , IBM has 
become the promul­
gator of de facto stan­
dards to an extent not 
witnessed for more 
than I 0 years. It 's 
doing this by using 
previously verboten 
tactics : discounting , 
extensive buying of 
other manufacturers ' 
subassemblies, and en­
dorsements of third­
party software. 

A realignment of 
the major suppliers of 
computer equipment 

~ and services has al­
~ ready begun , largely 

~"iiijjjjii!li••P'I~ prompted b y Big 
.3 Blue 's marketing 

:---:;;;=-==-:::=~---\~ thrusts. Vendors that 
.Q 

~ 

The divestiture by 
the world 's largest cor­
poration of three­
quarters of its assets 
defies Orwell's vision L--~~-~~~-L~~~--~------~---"""----'g 

once were considered 
powerhouses may 
fade . 

of the future. Communications has 
been an increasingly diverse arena, 
and the Bell breakup advances the 
trend . (See "Now that the cord's 
been cut .. . " in this issue.) 

Before the breakup, AT &T's dom­
inance as the common carrier of ·in­
formation in the United States had 
begun to erode in the face of com­
petition from aggressive suppliers of 
long-distance phone service, satellite 
services, and customer-owned com­
munications lines . The bre a kup 
roughly doubles the number of 
AT & T competitors in the field . And 
even seemingly solid sources of long­
distance revenues for the new AT & T 
can disappear in a flash. Ameritech, 
for example, is building an extensive 
fiberoptic network among its various 
facilities so that it can avoid pay ing 
heavy long-distance phone charges. 

In addition, Ma Bell's own off-

10 

spring are competing with AT & T as 
suppliers of phone equipment. The 
stiff challenges facing the new 
AT&T were recognized by Wall 
Street when trading in the company's 
stock began in la te November. Re­
sults for the new company were 
decidedly undecided . 

In time, expect AT & T to assert its 
power as a vendor of communications 
services and equipment- and com­
puters . The new AT&T retains Bell 
Labs, one of the world's foremost re­
search organizations and a good bet 
to be a leader in advanced technolo­
gies. But in the face of IBM's hard 
charge into every market, AT & Twill 
need all the muscle it can muster to 
make inroads into this second "new 
world ." 

No corporation is effectively chal­
lenging Big Blue's domination as a 
supplier of computer equipment, soft-

AT&T chairman Charlie Brown 
may disavow the notion that IBM 
and his corporation are headed for a 
collision , but we don ' t. As the use of 
personal computers explodes in cor­
porations, the demand for truly open 
connections between giant com­
puters , personal-computing work­
stations, and many peripherals will 
grow. The network- the sum of the 
parts- will be more important tha n 
the individual components. Data 
communications and information 
processing are becoming one, driving 
IBM a nd AT&T toward each other. 

AT &T's cha llenges in communi­
cations and computers hold out 
promises of better machines and 
prices. But only astute users will cash 
in : AT&T's brave new worlds are 

~~ 
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MULTI MATE: 
THE WORD 

PROCESSOR 
YOU'VE BEEN 

DREAMING OF 
At SoftWord, we had a vision of what 
word p rocessing on a personal 
computer ought to be. 

We were challenged by a blue chip 
insurance company to create word 
processing for the IBMt PC that would 
mimic the features and 
functions of a dedicated system. 
Other software manufacturers 
thought we were dreaming. 

We envisioned a word processing 
system that would make full use of 
the PC and its keyboard . With 

fiilllii) 

MultiMate:j:, you get over 80 powerful 
word processing functions. Merge, a 
library for boilerplate. automatic 
underlining on the screen, on-line 
help, everything dedicated word 
processing could give you and more. 

In our wildest dreams, we never 
imagined we would write the 
documentation reviewers say is the 
best in the industry. Or offer free 
enhancements for 180 days , 
including a spell checker/corrector 
with an 89,000 word dictionary. 

Or that we would be called the 
"industry heavyweight." 

By adding quality technical support, 
toll-free to end users and offering a 
30-day money back guarantee, we 
took the nightmare out of word 
processing. In case you think it's stil l a 
dream, try Multi Mate at a computer 
store near you. 

SOFIWORD SYSTEMS. INC (203) 522-2116. 52 Oakland Ave . North. East Hartford. CT 06108 

Some people 
have dreams 
while others 
have visions. 

tlBM is a registered trademark of International Business Machines Carp. j:MultiMate is a trademark of SoftWard Systems. Inc. 
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NOW THAT EVERYBODYAND 
HIS BROTHER ARE GETTING INM 
THE DATA BUSINESS. HOW DO 
YOU DECIDE no GETS YOURS? 

Suddenly, companies that make everything from motor 
oil to wrapping tape are trying to make big money in the 
data business. . 

And so are hundreds of upstarts that never made a thing. 
They all want a piece of your "office of the future:' But 

how can you be sure they have a future? 
Of course, that's no problem if your decision is ITT Courier. 
With 325,000 terminals installed worldwide, we're neither 

a Johnnie-come-lately nor an upstart. Plus, we have the 
financial strength and the product pathway to give your office 
of the future a real future. 

For instance, we can provide ASYNC terminals small in 
price. Or SNA terminals big on communications. 

We can give your people personal computing power. 
Or a telephone system that lets them talk to computers and 
other people. 

And, unlike everybody and his brother, you know you 
can count on us to be here from generation to generation. 

Contact your nearest ITT Courier Represen- ITT 
tative. Or call the ITT Courier Sales Support 
Department at 1-800-528-1400, toll free. COURIER 

YOU KNOW WE'LL BE AROUND. 
CIRCLE 6 
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Are corporate micros underused? Schoen concluded that managers a nd 

employees alike don't fully under­
sta nd personal computers in a cor­
porate setting. Many managers and 
users need better insight into how 
personal computers can be integrated 
into existing information-processing 
systems in a tailor-made arrange­
ment. 

" 

re personal computers in 
corporations being used to 
capacity? A new survey of 

managers and employees in Fortune 
500 companies suggests that capacity 
has very different meanings to the 
two groups. 

In the survey, 80 percent of the 
I 00-manager sample said their or­
ganizations' personal computers 
aren't being used to full capacity. 
Only 12 percent said users were fully 
utilizing the machines. 

However, the 100 users included in 
the survey disagreed . More than half 
(53 percent) said they use their per­
sonal computers as much as initially 
expected, and 42 percent said the ma­
chines are being used more than an­
ticipated . 

The survey was conducted last Au­
gust for Control Data Corp. (Min­
neapolis) by Penn + Schoen Associ­
ates, a New York research house . It 
examines the beliefs and attitudes of 
I 00 management-information 
systems (MIS) managers, 100 em­
ployees who use personal computers 
on the job, and I 00 employees who 
don ' t use microcomputers at work . 

Utilization is often raised as an is­
sue in corporate personal-computer 
deployment. Indeed, some or­
ganizations require prospective users 
to project the number of hours they'll 
use personal computers before pur­
chases are approved. 

The managers in the survey clearly 
believe users can do a good deal more 
with personal computers. But manag­
ers don't seem to be overly concerned 
about taking action to improve utili­
zation. Only 6 percent of the respon­
dents said they are dissatisfied with 
their organizations' personal comput­
ers. Seventy-eight percent are satis­
fied . 

The most popular personal-com­
puting application among user re-
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spondents was doing budgets, 
with "spreadsheet ana lysis" finishing 
a close second. As the accompanying 
chart demonstrates, employees are 
using their machines for a variety of 
tasks . 

Fifty-nine percent of the sample 
said they 've expanded their duties us­
ing personal computers. The manag­
ers haven't realized such impressive 
on-the-job gains . Only 11 percent 
said their workload had been reduced 
by personal computers, while 53 per­
cent noticed no change. 

Based on the responses from the 
three groups in the survey, Penn + 

Of course, as a vendor of data­
bases, Control Data's interest in the 
survey is in managerial and user atti­
tudes toward databases. Among M IS 
managers, 46 percent said they didn't 
think their departments were using 
all available database services. How­
ever, 27 percent of the managers dis­
couraged use of such services. 

Most-popular micro applications 
Percent 

performing Hours saved 

Calculating budgets 
Spreadsheet analysis 
Preparing lengthy documents 
Reviewing records 
Accounting 
Market-analysis reporting 
Interoffice memos 
General research 

IBM PC is 
conquering OA 

task 
63 
58 
52 
32 
31 
27 
23 
22 

• 

ajor vendors of office 
systems are moving to con­
nect the I BM Personal Com­

puter to their systems. The "PCing of 
the automated office" was one of the 
trends revealed at the recent Ham­
mer / Seybold Forum on office 
systems and professional computing. 

The I BM PC is "the mos t im­
portant development in office auto­
mation of the past five years," David 
Klein, executive vice president of 
NBI Inc., told the conference. IBM's 
machine is nettlesome for N Bl , a 

~ 3-5 6+ 
64% 15% 6% 
65 15 10 
59 15 8 
59 24 10 
71 18 8 
76 16 0 
75 15 5 
72 6 17 

Boulder, CO-based supplier of word­
processing systems. Klein said that 
some user organizations have more 
PCs hooked to shared-resource 
systems made by N Bl than they do 
N Bl workstations. 

Tying office-automation systems 
to IBM mainframes is the other ma­
jor thrust in current office auto­
mation. One vendor after another has 
revealed plans to tie equipment into 
IBM's various communications pro­
toco ls or document-sharing schemes. 

I BM standards are not the only 
ones gaining support. Executives 
from AT&T Information Systems 
(New York) and Digital Equipment 
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The Data Center 
is under ' ' 

~~ your 
command. 
But is it 
under 
your control? 

Value Computing's systems man­
agement software automates the 
critical tasks of production fore-
casting and scheduling, capacity (., ~ 
planning, and resource allocation "" 
and accounting, and brings & 
those tasks under centralized 
control. Your control. 

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

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

I 

We don't believe there's a more 
cost-effective way to improve the 

performance of your data center or 
the value of its position in your com­

pany. Call us and find out why more 
than 1500 users agree. 

Value Computing Softw are Systems: 
DCMS-The most powerful and comprehen­

sive production scheduling and control system 
available. 

Comput-A-Ch a rge-The industry standard in job 
accounting and computer billing. 
VALU-LIB-An entirely new tape management system 
designed for today's VS environments. 
SMF Express-A unique package for the management 
of important SMF data. 

VALUE COMPUTING 
THE OPTIMUM SOFTWARE FOR DATA CENTER MANAGEMENT 

Value Computing, Inc., 498 N. Kings Highway, Cherry Hill, Nf 08034 (BOO) 257-8242. In New Jersey (609) 482-2500 

CIRCLE 7 

JANUARY 1984 15 



n••••ca••enT 
Corp. (Maynard, MA) told conferees 
they are working on connections be­
tween their equipment and office 
systems made by Wang Laborato­
ries, Lowell , MA. 

In addition to the announcements 
of cooperation between computer­
ma kers and office-system vendors , 
the conference featured some revela­
tions . Julius L. Marcus, vice presi­
dent and group manager of DEC, 
said the computer-maker will soon 
offer voice synthesis on its systems. 
Employees will be able to call in from 
outside of headquarters and retrieve 
electronic mail directly. But DEC 
does not plan to offer voice mail, 
which has not been successful in cor­
porate America . 

AT & T still has high hopes for its 
Picturephone service, which bombed 
some years ago. Frank Vigilante, 
president of AT&T Information Ser­
vices' Product Planning and Devel­
opment Division , also revealed that 
some of AT & T's bulkier desk-top 
terminals will be redesigned for com­
pactness. 

The Unix operating system for 
personal computers is apparently at­
tracting much attention. Robert C. 
Mi lier, senior vice president of Data 
General Corp. (Westboro, MA), re­
vealed that customers will soon be 
able to run Unix-based software with 
his company's Advanced Operating 
System. NBI also plans to offer 
systems that will run Unix. 

Protecting personal computers 

I 

• 

orried about losing your personal computers or terminals? Theft 
Guard is an inexpensive way to secure them to a table or desk. Of 
course, a determined thief could make off with the table too, but this 

is less likely to happen in most offices. The cost is $30. For more information , 
contact Computerized Manufacturing Consultants Inc. at (312) 940-0100. 
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Dark horse . . 
wins micro race 

• 

ver heard of the Starlite HD-
20 personal computer from 
Computershop? It won top 

honors in "The Personal Computer 
Price-Performance Guide," an anal­
ysis of 92 machines. The report was 
recently published by the Manage­
ment Training Institute Inc., Rock­
ville, MD. 

The HD-20, an 8-bit machine with 
a standard hard disk, was rated above 
many better-known and better­
selling machines, including those 
made by IBM, Apple Computer, 
Tandy (Radio Shack), and Digital 
Equipment Corp. (DEC). 

Each of the 92 personal computers 
in the competition was compared to a 
theoretical standard. The standard 
was a $2,000 computer with an 8-bit 
processor, 64 Kbytes of random­
access memory, 256 Kbytes of 
floppy-disk storage, a 12-inch mono­
chrome display, and a keyboard with 
four function keys and a keypad. 

The HD-20 achieved a rating of 
2.90. The Kaypro I 0 was second, 
with a rating of 2.71, and the Sanyo 
MBC 550 was third at 2.45. The 
Commodore Executive 64 was 
fourth, followed by Telcon's Nomis, 
the Kaypro II, the Pied Piper by 
STM, Telcon's Zorba, the NEC PC-
8000, and the Toshiba TIOO. 

The I BM Personal Computer XT 
finished 20th; it was rated slightly 
above the theoretical standard. The 
Franklin Ace, DEC's Rainbow I 00, 
and the Radio Shack TRS-80 Model 
4 were also rated slightly better than 
the standard. Personal computers 
with substandard ratings included 
the Apple lie and III, the DEC Pro­
fessional 350, and Xerox's 820-11. 

The ratings do not weigh the avail­
ability of software, which would fa­
vor IBM. Also, each vendor's like­
lihood of survival was not taken into 
consideration. The competition 
placed a heavy emphasis on hard-disk 
capacity, portability, graphics, bun­
dled software, and multiple pro­
cessors. Personal computers with 
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16-bit processors, 128 Kbytes of 
memory, or a color monitor received 
extra points. If a display or keyboard 
was not included with the basic 
system, the machine lost points. 

The Guide costs $20. For more in­
formation, call The Management 
Training Institute Inc . at (301) 
881-7666. 

Walking fingers 

T 
he FM / 3000 product ivity 
systems for minicomputers, 
from Computer Solutions, 

can now be accessed by the touch­
screen Hewlett-Packard 150 personal 
computer. Users can literally walk 
through the systems' menus and 

Users rate small systems 

U sers of small systems aren 't happy about the trend away from tradi­
tional on-site maintenance for small systems. According to a survey 
of 251 managers by Input, Mountain View, CA, managers would 

rather go the traditional route. Fourteen vendors were covered. Apparently, 
new methods of providing service that give users more responsibility dissipate 
the lines of communication between managers and vendors. 

Responding managers said they need better service than vendors are provid­
ing. Software service did not rate as highly as service for hardware. As 
expected, managers gave low marks to documentation. Because documenta­
tion usually is given low priority during the product-development cycle, late 
delivery of documents is common and quality is generally poor. Another 
problem is that the documentation is usually written in technical language. 
Many managers said they need plain English. In an attempt to remedy this 
problem, some vendors have merged engineering and sales groups, creating 
documentation departments. 

Respondents included company presidents, managers, and analysts em­
ployed by organizations with from $1 million to $1 billion in annual sales. 
Only 15 of the respondents were corporate officers. By far, the greatc.st 
number had the title of "manager." The survey was conducted last summer. 

Service ratings on small systems 
Vendors Service Software Problem 

image service diagnosis 
Autotrol 6.19 5.00 6.81 
Burroughs 6.77 6.55 7.10 
Computervision 7.32 6.21 7.32 
Digital Equipment 8.03 7.30 7.87 
Data General 8.03 8.56 8.10 
Datapoint 7.65 7.27 7.45 
Four Phase 7.40 6.65 7.60 
Hewlett-Packard 7.70 7.05 7.37 
Honeywell 7.40 6.50 7.67 
IBM 8.25 7.79 8 .21 
Intergraph 7.15 6.22 7.45 
NCR 7.57 6.27 7.43 
Prime 8.05 7.27 7.55 
Texas Instruments 7.35 7.40 7.84 
All vendors 7.54 6.79 7.60 

Small-systems users in the Input survey were asked to rate vendors on a scale of 1 to 
10 in three categories: overall service image, ability to maintain software, and ability to 
d1agn.ose and repair hardware problems. The chart lists the mean ratings. Reprinted by 
perm1ss1on of Input. 
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databases with their fingers. 
FM/3000 includes programs for 

manufacturing-resource planning, 
inventory control, accounts receiv­
able, accounts payable, sales-order 
processing, and general ledger. Aver­
sion for marketing is called 
FM / 3000 Plus. 

The HP 150-link package offers 
three new features: Browse, Help, 
and Executive Inquiry. Each can be 
activated via the touch screen . 
Browse lets a user scroll alphabet­
ically or numerically through all the 
files in a database. Help can be acti­
vated at any point in an operation; its 
function is self-explanatory. Execu­
tive Inquiry lets users pose any one of 
20 questions to the database. 

A version of FM / 3000 that runs on 
HP 3000 minicomputers costs 
$40,000. FM/3000 Plus costs 
$55,000. Timesharing is also avail­
able. For more information, contact 
Computer Solutions at (617) 229-
2200. 

Rolm looks ahead 

C ommunications technology 
may be changing rapidly, 
but Rolm Corp. has de­

signed its new digital switch to last 
through the end of the millennium. 
The CBX 11 private automatic 
branch exchange (PABX) will still be 
useful in the year 2000, the vendor 
claims. 

The CBX 11 incorporates dynamic­
ally allocatable bandwidth, which ac­
commodates communications be­
tween two network devices on up to 
192 lines, each operating at 192,000 
bits per second (bps). If two de­
vices communicate at a higher speed, 
their transmissions will occupy more 
than one channel. For example, if two 
devices operate at I Mbps, six chan­
nels with a total capacity of 1.15 
Mbps can be assigned to their com­
munications. The system's aggregate 
limit is 4.4 billion bits per second. 
The CBX II is non-blocking. 

The CBX II is designed to handle 
(N ews continued on page 22) 
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More Gang 
for the Buck. 
Business today is a streetfight where only the most productive survive. 

So for all you streetfighters, we developed the CompuPro 10™ A computer many times more 
productive than networked personal systems. For the lowest cost per user of any high 
performance multi-user microcomputer on the market-25% lower than our nearest competitor. 

CompuPro 10 is more productive because it gives four busy people all the power they need 
to run any of 3000 + commercially available programs. And even though they 're 
sharing system resources, they'd never know it by the response 
they get. Or by how much work they get done. 

CompuPro 10 has the lowest cost per user because 
it's got ten years of pioneering successes built into 
it. Plus nationwide on-site service and a full 
12-month warranty behind it . 

Performance, quality, and reliability 
like this are hard to find at any price. 
But you can find it for less 
at more than 60 Full Service 
CompuPro System Centers 
worldwide . 

CompuPro 10. 
Because inthe 
fight for survival , 
efficiency is 
its own 
reward . 

Our ever-growing network of Full Service 
CompuPro System Centers offers full 
hardware and software support , system 
installation , customization, and training . 
Call (415) 786-0909, ext. 206 for the location 
nearest you. 

(~mpuPro® 
A GODBOUT COMPANY 

3506 Breakwater Court, Hayward, CA 94545 
CIRCLE 9 

CompuPro 10 is a trademark of CompuPro . 
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Here are two beautiful ways to get small 
computers on line with the mainframe 
quickly, easily and economically-yours 
from DCA, home of the industry's first co­
axial cable links between small computers 
and IBM 3270 networks. 

MAIN 

FRAME 

<t IBM 
& PC 

IRMA" is the Decision Support Interface™ that gets IBM Personal Computers and IBM 
PC XTs into the 3270 mainstream via direct attachment to 3274 or 3276 controllers. 
IRMA , IR MALINE, and Decision SupJX>rt Interface are trademarks of Digital Communications Associates, Inc. 

l~ I 

ID 1983, Digital Communications Associates, Inc. .. 



IRMALINE'"does the same for remote IBM PCs, IBM PC XTs, Apple Lisas and DEC 
Rainbows, among others, with just a local phone call to a nearby 3270 controller. 

Both can go to work literally minutes out of the box. Both provide mainframe data 
access, selection and storage, and data communication back to the mainframe. 

Put first things first. Find out more about the DCA first family of 3270 micro/main­
frame connections. For information, write DCA, 303 Technology Park, 
Norcross, Georgia 30092. Phone (404) 448-1400, TLX 261333 c! 
DCA ATL. Or call us toll-free (800) 241-IRMA. CCI® 
The new home of IRMA, IRMALINE and the rest of the 'IAC family. D1g1tal Commun1cat1ons Associates. Inc 

IBM PC and IBM PC X Tare trademarks of International Business Machines Cof}X)ration. Apple and Lisa are trademarks of Apple Computer, lnc. Rainbow is a trademark of Digital Equipment Corporation. 
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integrated voice and data communi­
cations. Its distributed architecture 
integrates fiberoptic links, and it can 
be expanded modularly to support 
from 16 to about I 0,000 users . Each 
CBX .II comprises from one to 15 
nodes . A single-node system supports 
up to several hundred users; expan­
sion is accomplished by adding nodes . 

Upgrades are available for users of 
the more than 13,000 Rolm CBX 
switches already installed. The cost 
will equal between 15 percent and 20 
percent of the original purchase 
price. 

Prices for CBX 11 range from $700 
to $1,000 per line, depending on 
which Rolm-made terminals are 
used . Three Rolmphone models are 
available for interface to the CBX 11. 
In addition , the Cypress Personal 
Communications Terminal can be 
deployed with the system. 

Rolm also announced Rolmlink, a 
256-Kbps bidirectional pipeline from 
Rolmphones and Cypress terminals 
that operates on single twisted-pair 
telephone wiring. Rolmlink carries 
voice and data transmissions at 
64 Kbps . 

Costliest crime: 
theft of time 

T he most heinous crime 
against business is "time 
theft," which accounted for 

a $137 billion loss last year. So says 
Robert Half, chief headhunter for 
Robert Half International, an em­
ployment agency with 80 offices. He 
bases his estimate of the value of sto­
len time on interviews with 330 exec­
utives about their hourly employees. 

"Time theft is a national menace 

Headhunter Robert Halt calls theft of 
time a "national menace." 

that has dire consequences both for 
companies and the entire country," 
says Half. The weekly theft of time 
averaged 4a hours per employee last 
year, up from 3~ hours in 1970. Half 
believes his figure is conservative be­
cause it does not include the millions 
of employees a bove the supervisory 
level. 

What constitutes theft of time? 
Halfs list includes the following. 
• Leaving work early 
• Constant socializing with other 
employees 
• Excessive personal phone calls 
• Attending to personal business on 
company time 
• Frequent and long coffee breaks 
• Deliberately neglecting work 

The problem for business is that all 
employees- even the bosses- are 
guilty of some of these crimes, partic­
ularly the last one on the list. Half 
makes no effort to estimate the value 
of extra work done without compen­
sation by salaried employees, and he 
gives managers no indication of 

Don't reinvent the wheel 

• 

efore you order your programmers to create software for a special 
purpose, find out if another organization has already created what 
you need. Several software databases are available; a new one is 

International Software Database in Fort Collins, CO. This library contains 
information on more than 50,000 packages for machines of all sizes. A search 
can cost as little as $25. For more information, call (303) 482-5000. 
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which time-robbing crimes are 
misdemeanors and which ones are 
felonies. 

Some of the "crimes" cited by Half 
that are serious enough to warrant 
dismissal are habitual lateness for 
work, running a personal business 
during company hours, and feigning 
illness to take unjustified sick days. 
Managers should be alert enough to 
detect such offenses and take action. 
Be alert on Mondays and Fridays­
more time is stolen on those days than 
other days, says Half. Start with 
stern warnings to time thieves, and 
use more extreme measures if the 
problem persists, he advises. The key 
is usually stopping "ring leaders," 
rho en.courage other employees to 
waste time. 

Half's figures may seem half­
ba ked , but he insists they're 
serious- and conservative. To arrive 
at his figure of $137 billion as the cost 
of stolen time, Half derives the aver­
age amount of time stolen by each 
employee at the companies surveyed . 
(Each of the 330 executives inter­
viewed for the survey works for a 
company with at least $25 million in 
annual revenues.) He multiplies that 
figure by $8 .15, which is the average 
hourly wage of production and non­
supervisory workers on private pay­
rolls, according to federal statistics. 
His average loss per week ($34.64 per 
worker last year) is multiplied by 50 
work weeks to produce the annual 
loss per worker ($1 ,732). That figure 
is multiplied by 78.98 million, or 80 
percent of the workforce in private 
industry . 

Office workers are the worst of­
fenders, says Half. Each office work­
er averaged 4 hours and 21 minutes 
of wasted time per week, compared to 
the weekly 3 hours and 43 minutes 
attributed to each blue-collar worker. 
Older workers are less likely to steal 
time, Half asserts, and 83 percent of 
the executives surveyed believed em­
ployees under age 30 were responsi­
ble for stealing the most time. 

Half mitigates his fulminations 
against theft of time by encouraging 

(News continued on page 26) 
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Peat Marwick technology 
has exploded the myths 
about comvuter systems 
development: 
It doesn't have to take 
forever or cost the earth. 
Introducing Structured 
Retrofit. 

Even the best-managed computer system can 
develop spaghetti code over the years. Chang­
ing demands and expanded requirements can 
make yesterday's state-of-the-art a state of con­
fusion . And until now you haven't had a cost­
effective way of replacing your system. 

But now Peat Marwick has the answer: a 
technological breakthrough that gives you the 
best of both worlds : the technical currency of a 
new software system at an affordable price. It's 
called Structured Retrofit. Its advantages are 
simple: You save the valuable existing informa­
tion from your present system by regenerating it 
in a structured format that is then used as a base 
to build a new system. Even on a new computer. 

Your immediate benefit is you can achieve 
your new system with savings in time and ex­
pense as great as fifty percent of that needed 
to write an entirely new system. Only Peat 
Marwick's Structured Retrofit can do this. And 
you gain the long-term advantage ofa major 
reduction in maintenance programming costs. 

Peat Marwick technology creates workable 
solutions for your business problems. Learn 
more about the advantages of systems develop­
ment through the Structured Retrofit process. 
For a free brochure and case histories, send 
in the coupon or call 800-621-1776 (in Illinois 
312-951-7692). 

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

Name 

Title 

Company 

Address 

City 

State Zip 

r:il PEAT 
l~MARWICK 

Accounting and Auditing/ 
Tax Services/ Management Consulting/ 
Private Business Advisory Services 
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managers to avoid treating employ­
ees like machines . "We are all enti­
tled to engage in a reasonable degree 
of socializing at work," he says, "and 
being late once in a while is un­
derstandable." 

IBM's new graphics 

C 
ontinuing its aggressive 
moves into engineering and 
design graphics , IBM has 

announced a new system that pro­
duces images with the detail of photo­
graphs. The Model 5080 system uses 
up to 256 hues and gray shades . 

The system's 19-inch monitor has 
more than one million addressable 
points . Ma ny of the computations re­
quired to create three-dimensional 

drawings can be done at the worksta­
tion without the assistance of a host 
computer. A tablet input device and 
either mouse or stylus cursor-control 
devices extend the flexibility of the 
system. 

The Model 5080 is compatible 
with IBM's 3250 graphics system . A 
monochrome version (pictured) costs 
$19,750. With a color display ter­
minal and 16 colors, the price is 
$24,750. 

Space saver 
• 

ne way to conserve valuable 
desk space is to hang the 
processing unit of your per­

sonal computer on the side of the 
desk. The System Sidekick suspends 
the central processing unit of person-
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a l computers made by IBM , Digital 
Equipment Corp., or Texas Instru­
ments. The cost is $79.95. For more 
information call Lintek Computer 
Accessories at (616) 241-4040. 

Sony heads up 
wp honor roll 

T ext systems from eight ven­
dors have received top hon­
ors on the Honor Roll of 

Word Processing Systems. The rank­
ing of systems is issued ann ua ll y by 
Data pro Research Corp., based on a 
survey of users. 

The Sony Series 35 tops this year's 

Honor Roll, followed by Com­
pucorp's Omega 60 and two systems 
from CPT. Ironically, the fifth finish­
er, Dictaphone, announced last 
October that it would stop manu­
facturi ng word processors . 

The survey results reveal that a 
growing number of users are buying 
their systems, as opposed to renting 
or leasing them . This year, 46 percent 
of respondents said they had pur­
chased multi-terminal systems, up 
from 38 percent the previous year. 
Users show little interest in adding 
comm unications capabilities to their 
systems, according to the results, 
even though such capabilities are be­
coming more readily available. 

The latest listing is based on the 
ratings of more than 4,800 users of 
stand-alone and mul"ti-terminal 
word-processing systems. The users 
rated systems on a number of points, 
including overall reliability, peri­
pheral reliability, and performance 
vs . anticipated performance. 

For a system to earn a spot on 
Datapro's li st, it must be rated by at 
least 20 users, receive an overall­
satisfaction rating of 3.2 on a scale of 
4, and have no single score of less 
than 2.9 on the same scale. 

Datapro's Honor Roll is part of 
"User Rati ngs of Word Processing 
Systems," a report that includes de­

(News continued 011 page 30) 

The word-processing honor roll 
Number 
of users 

Overall 
rating* 

Lowest 
rating 

Stand-alone systems 
Sony Series 35 
Compucorp Omega 60 
CPT 8500 Series 
CPT 8000/8100 
Dictaphone Dual Display*• 
CPT 6000/6100 
NBI OASys 3000 

Multi-terminal systems 

20 
85 
86 

216 
30 
27 

175 

3.7 
3.7 
3.6 
3.5 
3.5 
3.5 
3.4 

3.4 
3.3 
3.2 
3.1 
3.1 
3.0 
3.0 

NBI OASys 64 76 3.6 3.2 
Philips 2002 49 3

3
.6
5 

3
3

.1
1 NBI OASys 8 73 . . 

Wang WPS 20 22 3.5 2.9 
A.B. Dick Magna SL 61 3.4 3.0 
·weighted average based on a scale of 1 through 4-, . 
·•Dictaphone no longer manufactures word-processing eqwpment. 
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A coninuter 
upgrade with Wang 

won't stunt your 
Contpany!s The best reason for choosing a 

Wang VS computer today may be 
tomorrow. Because unlike compara-

th ble IBM systems, the Wang VS line is 

g~o~·' acomputerfamilywithasmooth, . .I. ~ 'yy • proven and continuous growth 
path. 

Consider. All Wang VS computers use 
a single operating system and single system 
software. Once your people are familiar 
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m 
< 
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FISCAL YEAR 

© 1983 Wang Laboratories, Inc. 

with one Wang VS, they're already familiar 
with the next. 

On the other hand , the IBM 34/36, 38 
and 4300 all use different operating systems, 
different source codes and even different 
software. Upgrading from one to another is 
almost like starting over again with a whole 
new system. 

A typical conversion from the IBM 34/36 
to a Wang VS computer takes about two 
months. From then on, no other conversions 
are necessary. 

Converting from the IBM 34/36 to the 
IBM 38 is a long and tedious process. And 
you face an even more difficult task going 
to an IBM 4300. That's time and money that 
a growing company just can't afford. 

If you want to spend more time doing 
business, and less time getting ready to do 
business, choose the Wang VS computer 
line. ltwon'tstuntyour company'sgrowth no 
matter how fast you grow. 
l For a dem~tration of Wang VS ;;;;;;,pule~;- - cD-4 l 
I 1-800-225-9264. Or send this coupon lo: Wang Laboratories, I 
I 

Inc., Business Executive Center, One Industrial Avenue, Lowell, I 
MA0!851. 

I I 
I Name I 
I Title I 
I Company I 
I Address I 
I I I f'ty 

1 
State Zip I 

L Teleph.'.:_ ____________ J 

WANG 
The Office Automation 

Computer People. 
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''TIS™is truly a remarkable software system. With 
TIS operating at both the Strategic and Tactical 
levels of our organization, we now have a sophis­
ticated software system capable of evolving as 
the needs of the company evolve. As far as I'm 
concerned, TIS is giving Best Western Interna­
tional the kind of next generation technology we 
need." 

-Keith Barlow 

Best Western International is the world 's largest 
lodging chain. In the fast-paced lodging business, 
total control of accurate and timely information is 
no luxury. It's a vital neGessity. For this reason, 
Best Western demands advanced software that 
can grow as its needs grow. 

The TIS Solution 
After a careful evaluation of several systems, 
Best Western chose TIS-Cincom 's powerfully 
integrated data base management and applica­
tion development system and winner of the 
Associated Information Managers' (AIM) Out­
standing Information Technology Award. 

TIS was brought up quickly. It was first used in 
a Strategic capacity to implement corporate . 
payroll and personnel applications. Now, TIS 1s 
being used in both Strategic and Tactical opera­
tions throughout Best Western International to 
develop applications for financial , marketing, 
supply and other functions. 
And, because the TIS Intel­
ligent Query language 
provides easy access to 
corporate information, 
end-users are discovering 
that they can meet their 
own information needs 
without the aid of trained 
programmers. 
TIS helped solve Best 
Western's immediate 
needs. More importantly, 
with TIS Best Western 
International now has a 
migration path to the future 
-with little concern for 
obsolescence. 

Modern Technology For Modern Needs 
TIS is a totally integrated appl ication development 
and information processing system. Its entirely 
new architecture is designed to meet a wide range 
of needs. Designed for complex, high volume 
data base environments, TIS provides: 

• Full in-line integration, so that one system can be 
used to meet the needs of all users with unpre­
cedented security and control. 

• A relational view of data which gives pro­
grammers and end-users complete data structure 
independence. 

• A powerful 4th Generation procedural language 
to serve requ irements of both programmers 
and end-users. 

•A new Data Manipulation Language so powerful 
only four commands are needed to handle even 
the most complex logical data base processing: 
GET, INSERT, UPDATE, DELETE. 

• An Intelligent Query language to provide instant 
information to end-users for virtually all ad hoc 
needs. 

•A new DBMS component that provides unique 
data structuring capabilities with high performance. 

Check Into TIS For Your Company's Needs 
TIS is giving Best Western International 

a migration path to the future. Isn't it 
time to find out what TIS can 
mean to the future of your 
company? For more informa­
tion, or for answers to your 
specific questions, contact 
our Marketing Services 
Department, 2300 Montana 
Avenue, Cincinnati , Ohio 
45211 . 

800-543-3010 
(In Ohio : 513-661-6000) 

(In Canada: 416-279-4220) 

TIS, the architecture of the next generation of 
integrated data base technology. 

EECincom Systems 
Excellence in Software Technology. 

TIS is a trademark of Cincom Systems, Inc. 
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tailed ratings of 71 systems. The re­
port costs $25, and is available from 
Datapro Research Corp., 1805 Un­
derwood Blvd., Delran, NJ 08075. 
The phone number is (609) 764-
0100. 

More portable and 
personal computers 

T exas Instruments, long the 
leader in portable printers , 
has finally introduced a 

portable personal computer- or, as 
Tl 's vice president Eric Jones calls it, 
a trans portable persona I corn pu ter. 
Weighing about 45 pounds with two 
floppy-disk drives, the color version 
of the TI Portable Professional Com­
puter cannot be carried comfortably 
under your a rm. The monochrome 
version with one disk drive weighs 32 
pounds . 

Unlike many of the recently intro­
duced portables, Tl 's machines, 

which are assembled in Japan, are 
not compatible with the IBM Per­
sonal Computer. However, many of 
the packages popularly used on the 
I BM PC run in MS-DOS 2.1 versions 
on the Tl machines. The new por­
tables cost $2,395 for monochrome, 
and $2,965 for color. 

Xerox has introduced a number of 
options that fit the Tl Professional 
and portable computers. These are: 
kits that expand internal memory to 
768 Kbytes in 256-Kbyte increments; 
software that lets machines emulate a 
standard I BM 3276 Model 12 control 
unit / display station with a 3287 
printer; and a numeric co-processor 
that accelerates calculation-intensive 
applications by as much as I 00 times. 
A I 0-Mbyte hard disk for the Profes­
sional was also announced, but hard 
disk will not be available on the por­
tables until September. 

Xerox Corp. has also unveiled its 
first portable computer, the Xerox 
1810. The 5-pound unit can be car-

The color version of the Tl Portable Professional Computer weighs 45 pounds 
and includes two floppy-disk drives. 
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ried in a briefcase, and will run for up 
to I 0 hours off a built-in recharge­
able battery. The 1810 is the first 
member of the Xerox 1800 family, 
but there are plenty of peripherals to 
enhance it. On its own, the 1810 has 
64 Kbytes of memory, a three-line, 
80-character LCD display, a tape re­
corder with a rnicrocassette, a Basic 
language compiler, and automatic­
dialing capabilities that manage up 
to 30 numbers. It also has an alarm 
clock, which indicates Xerox's desire 
to meet all the business traveler's 
needs . The 1810 runs CP/M soft­
ware, and costs $2, 195. 

The Commuter from Visual Corn­
pu ter Inc . is another IBM PC­
cornpa ti ble portable. It weighs 16 
pounds, and comes with 128 Kbytes 
of memory, a 360-Kbyte floppy-disk 
drive, the MS-DOS 2.1 operating 
system, and a keyboard that looks 
like the IBM Personal Computer's. 
Greater memory and storage are 
optional, as is an 80-character, 16-
line LCD display. The basic model 
costs $1,995. You can call Visual 
Computer at ( 617) 480-0000. 

Televideo Systems has added a 
portable computer and a hard-disk 
desk-top system to its line of PC­
cornpatible systems. The TPC 11 por­
table follows up the company's TPC 
I, an 8-bit machine that was not com­
patible with the IBM PC. The basic 
configuration with 128 Kbytes of 
RAM, one disk drive, and a 9-inch 
monitor, weighing in at 33 pounds, 
costs $2,995 . The hard-disk system, 
the TS 1605H, which is not a por­
table, is compatible with the IBM 
PC-XT. Televideo's previously an­
nounced TS 1605 is compatible with 
the IBM PC. With 256 Kbytes of 
RAM , the I 0-Mbyte hard disk, a 
360-Kbyte floppy , and a 14-inch dis­
play, the I 605H costs $4,995. 

The PC Traveler is also IBM 
PC-compatible. From Strategic 
Technologies Inc., the Traveler incor­
porates many rare features into its 
26-pound bulk. The vendor claims its 
use of a plasma display is a first for 
personal computers. The display can 
be found when the lid portion of the 
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PC Traveler is opened up. A built-in 
printer, which prints 80 or 132 char­
acters per line, is in the base portion 
of the unit. A special cartridge pack 
holds five floppy disks; floppies can 
be slipped in and out of the cartridge, 
which cumulatively has over three 
times the IBM PC's storage capacity. 

Two 16-bi t processors, Intel 
80 I 86s, are the heart of the unit. 
Dual processors in a personal com­
puter are usually assigned separate 
processing responsibilities, but the 
Traveler's processors share responsi­
bilities . Price: $4,495. Call (404) 
441-8070. 

Several vendors of new desk-bound 
personal computers are also using the 
Intel chip. The best known is Tandy 
Corp., which has introduced the 
TRS-80 Model 2000, featuring the 
80186 processor. Versions compati­
ble with the IBM PC and XT are 
available. The PC-compatible 2000 
with 128 Kbytes of RAM, two floppy 

disks, and display, costs $2,750. The 
XT-compatible version comes with 
an additional I 0-Mbytes hard disk, 
and sells for $4,250. 

Although Dimension from North 
Star Computers uses the Intel chip, 
"it's not another IBM clone," accord­
ing to Charles Grant, the company's 
president. Dimension is a multi-user 
system that can build a 12-work­
station network . North Star says the 
cost per station is lower than the cost 
of individual I BM XTs, which a 
Dimension workstation resembles. 
The network would have additional 
capabilities for electronic mail , 
shared files and peripherals, and 
optional communications with an 
I BM mainframe, via an I BM 3270 
controller. These features "add value 
beyond IBM compatibility," Grant 
says. A basic two-user system starts 
at $7 ,000. Additional workstations 
can be added for $1,500. North Star 
can be contacted by calling ( 415) 

357-8500. 
Mohawk Data Sciences also has 

different ideas for its personal com­
puter, the Hero. Hero is designed for 
use within an I BM 3270 terminal 
network. Compatible with the I BM 
PC, it runs MS-DOS programs, but 
can also access host-based programs 
with the help of the Super 21 commu­
n i cations processor. Super 21 
supports sharing of peripherals and 
communications with a host, but 
communications are restricted to 
user-written Hero programs. It also 
supports configurations of up to 16 
Heroes or non-intelligent Mohawk 
terminals. Acting as a personal com­
puter within an IBM host network, 
Hero "integrates an organization's 
in formation-processing activities," 
according to Robert Amman, presi­
dent of Mohawk's Systems Division. 
One Hero workstation, with 256-
Kbytes RAM, a 12-"inch monitor, and 

(News continued on page 36) 

Here are a few good reasons why you should 
make Local l>dta your protocol converter company. 

Local Data's com­
prehensive line of local 
and remote protocol 
converters have been 
used around the world 
to make async-to-IBM 
communications simple 
and economical. 
DATALYNXTM/3274. 

DataLynx™/3274 
remote async ASCII 
protocol converter sup­
ports SNA/SDLC or 

low-cost ASCII CRT 
terminals or p.c.'s to 
3274/3276/4701 and 
43XX integrated adaptor 
Type "A" coax ports. 
InterLynx/3278 enables 
the user to use async 
CRTs on IBM systems 
and switch to async 
applications under 
terminal control. 
FILELYNX™/3278. 

'--------------------------' For micro-mainframe 
BSC protocols. 80 types of ASCII async terminals can file transfers. 
emulate IBM 3278 display stations. RS-232C ASCII INTERLYNX™/3287. 
async printers can emulate IBM 328X printers. Inter Lynx ™/3287 allows attachment of ASCII 
DATALYNX ™/3780. printers to IBM Type "A" coax ports or 3274/3276/ 

DataLynx™/3780 async ASCII-to-IBM 3780, 4701 controller ancf 432114331 CPU's. 
2780, 2770 and 3741 protocol converter supports SNA LUI SCS and LU3 capability are standard 
EBCDIC BSC protocol on one channel and async with the lnterLynx/3287. Features include parallel and 
ASCII devices on the other two channels. Features serial ports and front panel set-up. 
include transparency, mini/micro support and free For more information call toaay. 
file transfer program. LOCAL DATA· 2701 Toledo Street· Suite 706 • 

Torrance• CA• 90503 Lo f 1::11 
INTERLYNX ™/3278. Telephone (213) 320-7126 DaCilta 

Inter Lynx ™/3278 allows the attachment of Telex# 182518 

LocalData 
"Your fytx to IBM." 
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The terminal thats a perfect 
fit anywhere in your company. 

Qume's new QVT 108,. terminal has the power 
and flexibility to handle everything from routine order 
entry to the most demanding management-level 
applications. It outperforms competitive 
terminals, with sophisticated features like 
22 user-programmable functions, 12 
editing functions, a user-defeatable 25th 
status line, a menu set-up mode, and 
two full pages of screen memory. 

/ The QVT 108 is easy to use, with 
£ complete emulation ofTelevideo's 925: 
~ no: or 912* terminals at the stroke of 
~ a key. And your staff will love its 
==- superior ergonomics. The 

QVT 108 has a detached , 

low-profile keyboard, height-adjustable to different 
handrest positions. A tilt-swivel screen in green or 

amber, with an optional 14-inch display for even 
better readability. Plus many other features to 

keep people comfortable and productive. 
Best of all, the Q VT 108 is priced to fit 

just as comfortably within your budget. Talk 
to your Qume sales office about the terminal 
that's ideal for everyone in your company. Or 
write Qume Corporation, 2350 Qume Drive, 

San Jose, CA 95131. 
Qume QVT terminals. 
Your best investment in productivity. 

Q~ID!· 
QUME CORPORATION 
HEADQUARTERS 
2350 Qume Drive , San Jose, CA 95131 

CALIFORNIA 
San Jose(408)920-2500 

Culver Ciry (213)410-1458 
Santa Ana (714) 957-4040 

COLORADO 
Aurora (303) 7 52-3000 

ILLINOIS 
Hoffman Estates (312) 490-9320 
OHIO 
Dayton (513) 439-0469 
TEXAS 
Irving (214) 659-0745 
NEW JERSEY 
Edison (201) 225-5005 
MASSACHUSETTS 
Bedford (617) 275-3200 
GEORGIA 

Decatur ( 404) 284-8500 
GERMANY 

Dusseldorf 
PH 211743016 

ENGLAND 
Reading, Berkshire 
PH: 734-584-646 



Speed. C~:mve~ience. Productivity The ro~d. to hell of y~ur corporate data base. 
All good mtentions.All up m smoke. Ct With our IPBC, your people 
All because too many personal • d • h can access all the complete, consistent 

c~mputers proved too much of a good lS pa"{ lie Wlt information in y~:)llr c~rporate com-
thmg. And caused problems for your . V 1 puter and use 1t m their personal 
people. Incompatible programs, d • • computers.And vice versa.With-
inaccessible inforn:iation, inconsis-goo 1ntent1ons out rek~ying. \X'.it~out erro~s. 
tent data, uncoordinated efforts. • And without gtvmg up therr favo-

But we can put out all those contains all the hardware and software rite progran1s. Because, as a 16-bit per-
fires with our Integrated Personal you need to combine the convenience sonal computer, our IPBC runs the new 
Business Computer Because our IPBC of personal computing with the power MS-DOS"' based programs for the IBM-

O 1983 DirL"Ct, Inc. MS-DOS b a tmdcmark or Microsof1 Corp. IHM and IBM-PC are tr .. u:k~marks of IBM Corp. CP/ M is a registcn:x.I trndemark of Digital Rt!-ie-Jn:h, Inc. DEC is a trJdcmark of Digital Equipmcm C.orp. 



PC" Right off the shelf And it runs all 
the popular CP/M~based programs too. 

Then at the touch of a button, the 
IPBC becomes a terminal that lets your 
people run programs on most host 
computers, including IBM, DEC and HP. 

Which means that with just one 
piece of hardware from one supplier, 
you can give everybody what they 
expected from personal computing. 
And what you expect from your 
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corporate MIS investment. 
So call Direct at (408) 980-1414, 

extension 315. Or write us at 4201 
Burton Drive, Santa Clara, California 
95054.We'll show you how to 
travel the road to Integrated 
Personal Business Computing. 

Without getting burned. 

DIRE<£T 
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keyboard, costs $2,950. Super 21 
prices start at $7 ,000. Hard or floppy 
disks are optional. For information, 
call Mohawk at (201) 540-9080. 

The Logical L-XT from Logical 
Business Machines, another XT­

system without having to plug an­
other board into the back of their 
system. The software costs $240. 

Kaypro Corp. has also added fea­
tures to its line of portables. Kaylink 
is a $750 HASP station emulator 

that lets any of the Kaypro por­
tables- the JI , 4, or IO-communi­
cate with other micros , mini s, or 
mainframes supporting the HASP 
protocol. Kaynet is a local-a rea net­
work that connects up to 60 different 

compatible computer, comes with the~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~­
Logical Natural Language.This lan­
guage aids users in the development 
of applications and allows for the 
creation of files and reports, and for 
the arrangement of data-entry 
screens. With 192 Kbytes of memory, 
a 10-Mbyte hard disk, a single floppy 
disk, a monitor, and a language, the 
L-XT costs $5 ,985. The company 
plans to add 50 Mbytes of optional 
storage to the system, but has not 
established a price yet. Logical Busi­
ness Machines can be called at ( 408) 
744-1290. 

Sperry Corp .'s Sperry Personal 
Computer is compatible with the 
IBM PC, and can communicate with 
IBM and Sperry mainframes 
through standard and optional com­
munications interfaces. The company 
offers an optional medium-resolution 
color display, and also has a high­
resolution monitor that, it says, out­
performs available color monitors. 
Seven versions of the Sperry Personal 
Computer are available, ranging in 
price from $2,643 to $5,753 . Prices 
vary depending on the user 's choice 
of floppy- or hard-disk storage, and 
the choice of display. 

Wang has announced enhance­
ments to its Professional Computer. 
One, the Wang PC Multistation, lets 
a Wang micro display multiple win­
dows when used as a workstation on a 
Wang VS mini . It costs $295. An­
other, Microsoft Windows, brings 
multiple displays to personal com­
puters using MS-DOS. The windows 
are accessed and controlled by a 
mouse, which costs $215 . The 
upgrade for the windows is priced 
separately. PC Basic-2 brings 
Wang's 2200 Basic-2 programming 
language to personal computers for 
writing applications for the 2200. PC 
Basic-2 costs $395. Finally, disk­
based CP / M-80 emulation software 
lets users have the extra operating 

36 



Kaypro machines-although the 
company recommends you keep the 
number closer to 25 . 

All of Kaypro's machines can be 
included in Kaynet, which costs $195 
per networked machine. Plus 88, a 

modification to the Kaypro II and 4, 
adds the MS-DOS operating system 
to those units . Users can select, 
through software control , between 
the MS-DOS or CP/M-80 operating 
systems. A Plus 88 board costs $400. 

Today, many companies depend on 
computeIS for efficient operation of 

their businesses. This is why they protect 
their data processing avallabWty with 
computer support systems by Uebert ! 

IJebert Environmental Control Systems 
provide precise control ot computer room 
temperature. humidity and air cleanliness. 

Liebert Electrtcal Power Protection 
AltemaUYes : 
• The Programmed Power Center"' tor 
uninterruptible power ... and .. . 
• The Power Management Center"' with 
patented Datawave-i technology tor 
unmatched cost etticiency. 

IJebert Monitoring/Control Systems 
Sitemaster "' provides complete, full·time 
support system surveillance through a 
versatile, microprocessor-based monitoring 
system 

Liebert Corporation 1050 Dearborn Drive. 
P.O. Box 29186, Columbus, Ohio 43229. 
Phone 614-888-0246 Telex 246-655 LIEBERT WOGN 

lend lor literature on Llebelt's Total llUpport ..,.._Capability. 

Title 

Company ---------------~ 

Adrue~ ---- -------------

City ______ State ----- Zip ----

O Have salesman call Phone •--- - - --- - CD14 

The Uniform program, which costs 
$50, lets Kaypros read 15 different 
CP / M disk formats, in addition to 
the five formats they already read. 
The vendor has a lso introduced a 
desk-top machine, called the Kaypro 
Robie. Robie features the CP / M-80 
operating system, and comes with 
two 2.6-Mbyte floppy-disk drives. It 
also has a built-in modem and 
clock/calendar, and comes with a 
9-inch display screen. It is expected 
to cost $2,295. For information on 
these products, call Kaypro at ( 619) 
481-4300. 

Kaypro scores 
in micro survey 

• 

hen it comes to word pro­
cessing on personal comput­
ers, smaller is apparently 

better. The top finisher in the ranking 
of 80 micros for only their word­
processing capabilities was the Kay­
pro 10, a portable with a hard disk. 
The older Kaypro II finished fifth in 
the ratings, which were compiled by 
Auerbach Publishers, Pennsauken, 
NJ. 

Surprisingly, several very popular 
personal computers fared poorly. The 
IBM Personal Computer, a widely 
used machine, finished 22nd. The 
other top I 0 machines were the Col­
umbia MPC, the Toshiba TIOO, the 
Sanyo MBC 1250, the Toshiba T300, 
the TRS-80 Model 4, the Eagle 1600 
Series, the Cromemco C-10, and 
the Columbia VP. 

The machines were evaluated ac­
cording to many criteria, including 
price (which favors the low-cost Kay­
pro line). The top finisher in the price 
ranking was the Datamedia 932. 

The personal-computer-as-word­
processor study is the first of three to 
be published by Auerbach. Next is a 
survey of graphics and spreadsheet 
capabilities. Each report costs $9.95, 
and the package of three studies costs 
$25. The microcomputer ratings will 
be updated every six months. For 
more information, contact Auerbach 
Publishers at (609) 662-2070. 
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By Susan Foster, Microsystems Editor 

Back up your data-or beware 

T echnical writer Jordan Utilities. (This $80 series of pro­
Gold has made a special grams from Peter Norton Co. in 
New Year's resolution, in Santa Monica, CA, performs various 

addition to all the standard self- operations, such as recovering lost 
improvement pledges. He's resolved data or locating hidden files on disks 
always to back up his files . in the IBM Personal Computer.) ·He 

He explains why: "While working tried the hard-disk "unerase" utility, 
on my last article, I accidentally but received a message explaining 
erased 22 single-spaced pages of that the program couldn ' t read his 
notes from a hard disk on my IBM disk. Finally, at 7 p.m ., he called 
Personal Computer- and I had no Peter Norton for help. 
backup protection. Luckily , I had He was told that the Norton pro­
saved my hand-written notes, but grams don't work on his disk, because 
they were not nearly as detailed as his brand isn't fully compatible with 
the ones I had entered into the com-
puter. I was forced to plow through 
five 50-page notebooks filled with 
chicken scratch. My article took 
three times as long to write as it 
should have. " 

Gold 's experience is not uncom­
mon, nor is it limited just to writers 
who use their personal computers as 
word processors. Anyone can lose 
data for any reason- be it an incor­
rect entry, a static discharge, a dirty 
disk, or a hardware failure- and you 
never know when it might happen. 

Here's what happened to Gold : 
" It was 4:30 on a Friday afternoon. 

I had begun to delete I 0 files from 
the main directory, after transferring 
them to a subdirectory. I meant to 
tell the computer to delete all docu­
ments labeled with the prefix 'STR' 
and the suffix 'doc. ', but I acci­
dentally instructed it to delete all 
documents with the suffix 'doc.' Be­
cause the computer has no 'a re you 
sure? ' prompt for instructions other 
than a total delete, I watched in hor­
ror as 40 important documents were 
wiped out of my computer." 

Gold couldn ' t accept the finality of 
his mistake. He turned to Norton 
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"I accidentally erased 
22 single-spaced pages 
of notes from a file­
and I had no backup." 

Gold, technical writer 

the IBM PC. He called the disk 
manufacturer, but by that time it was 
8 p.m. and the offices had closed . Still 
optimistic about recovering his data, 
Gold kept his computer running all 
weekend. On Monday morning, a 
customer-service representative from 
the manufacturer told him quite 
clearly: "Once removed from the di­
rectory, a file cannot be recovered." 

Get the message? If you're cueless 
about backing up data, change your 
ways. Make a resolution to protect 
your files . Here are some of the ways 
you can do it. 

Flexible disks. Floppy disks are an 
inexpensive form of backup . Al­
though compatibility with hard-disk 
computers is not a problem for 
5!-inch floppies , they have their 
drawbacks. For one, cheap disks can 

be defective and reject your data- so 
buy quality . Second, backing up data 
on floppies is a time-consuming, con­
tinuous process- it takes about six 
hours to copy I 0 megabytes onto 70 
floppies . The keyboarding can be 
hard on your wrists. 

Still, floppies are the least ex­
pensive backup method . They cost 
about $4 to $5 apiece, and their stor­
age capacity is increasing. In the near 
future, some floppies will contain as 
many as 3.3 megabytes of storage; 
you'll only have to use three to back 
up a I 0-megabyte hard disk. 

Magnetic-tape drives. More than 
twenty years ago, magnetic-tape cas­
settes were developed by consumer­
electronics manufacturers as an al­
ternative to audio records. Based on 
the technology for magnetic-tape 
cassettes, designers at 3M (St. Paul, 
MN) developed a backup cartridge 
with a removable !-inch tape. Only 
slightly larger than an audio tape, 
this system, the High Density Data 
Cartridge System, backs up I 0 mega­
bytes in I 0 minutes, and has a storage 
capacity of about 67 megabytes. The 
system is compact, easy-to-use, and 
sturdy. Cartridge prices range from 
$5 to $10. ·single-unit price of the 
backup system is $2,600. Although 
presently used only in minicomputer 
systems, this method soon will be 
available for high-end personal­
computing systems, a 3M spokes­
person says. 

One-quarter-inch streaming tape. 
Considered by some to be the Edsel of 
backup media, streaming tape didn't 
work very well when it was released 
for backup of Winchester-disk drives 
in 1980. Its performance has im­
proved since, and many industry ob­
servers believe streaming tape will 

(Continued on page 42) 
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lHE MICROCOMPUTER 
When you look at the mainstream 
of microcomputer design, you 
can see them getting smaller 
every day. And watch the prices 
shrink, too. 

Well that's terrific, up to a 
point. But as any student of 
nature can tell you, little fish tend 
to have little brains. 

Of course, it's the same 
with PCs. If you build a tiny little 
PC around a tiny little operating 
system, sooner or later you'll 
run into a big surprise. No matter 
how much memory you surround 
it with, you'll always have micro­
system performance. And 
microsystem languages. 

So at Wicat, we went the 

other way. Instead of trying to 
make a little box act llke a big 
one, we created the first genera­
tion of grown-down mainframes. 

There are seven of them in 
all; from a single-user desktop 
to a full-blown 48-user machine. 
Every one of them gives you 
the same mainframe operating 
system. So you can look for total 
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SCHOOL OF THOUGHT 
software compatibility. And 
price/performance that outdoes 
any micro, mini, or mainframe 
you can think o( 

What's the operating 
system? That's your decision. You 
can have our own MCS, or 
the industry standard UNIX~ 
And we give you all the main­
frame language compilers you 

UNIX is a registered trademark of Bell Laboratories. 

could ask for. Nine of them, 
altogether. 

So if you' re rea4y to head 
in a direction that really makes 
sense, get in touch with us for 
complete information. 

Wicat Systems, P.O. Box 539, 
1875 South State, Orem, UT 
84057. (801) 224-6400. 
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We'll show you how a grown­
down mainframe can take on a 
full-size workload. Without being 
swallowed alive. 

WICATsystems"" 
The grown-down mainframes. 



42 

If you 're considering 
PAC II, N5500 or PC/70 . . . STOP, 

we have an all-new system tor you. 

CICSITSO 
Finally , there 's a project management system designed from 

the beginning to be on-line : TRAK. We didn't just bolt an on-line option to the 
front end of an archaic batch system. With TRAK you' ll have up-to-the-minute in­
formation at your finger tips - and all this new on-line power is yours for about 
one third the cost of other systems . 

Now, you can act on Service Requests immediately- no more waiting for 
next week 's batch reports - and no more re-runs due to inaccurate or incomplete 
data. 

Use your project management system for planning. TRAK gives you t imely, 
accurate , and complete project information. You 'll get a clear picture of total work­
load, will be able to forecast manpower and resource requirements , and can im­
prove project estimates . TRAK also gives you the ability to allocate costs to users 
and lets you become a profit center by charging back for services . 

TRAK is the most significant improvement in 
project management systems during the last dec­
ade. Get on-line and on-TRAK - write or call The 
Bridge (415) 697-2730 for more information or ar­
range for your no obligation 30-day trial. 

199 CALIFORNIA, SUITE 210 MILLBRAE, CA 94030 
(415) 697 -2730 
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YOU DON'T HAVE 
TO GO BROKE FOR 

PEACE FMIND 

Computers are smaller, and offer more power per dollar than ever before. 
But for all of the technological advancements they 're still susceptible to 
the havoc created by blackouts, brownouts, and "dirty" power. 
Now you can have the same protection that mainframe and mini users 
have demanded for years at a cost you can't afford to pass up. 
SuperNova, the personal UPS from the UPS experts at Nova Electric 
Manufacturing. Available in 400, 800, and 1200Va models. 

NOVA ELECTRIC MANUFACTURING 
263 Hlllelde Avenue, Nutley, NJ 07110 • (201) 661-3434 
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become a popular backup medium. 
Others foresee reliability problems as 
manu fact urers set out to create the 
higher storage capacities needed to 
back up the latest Winchester-disk 
drives . For now , a hefty price tag 
hampers popular use of this medi um 
- each tape costs $30. 

Disk cartridge drives. At $50 to 
$ 100 apiece, the rigid-disk cartridge 
drive is an expensive backup a lterna­
tive. A Winchester-disk drive sealed 
in an enclosed chamber, it yields de­
sirable short access times and high 
transfer rates. But if you try to trans­
port a cartridge, you risk losing data. 

One-half-inch tape reel drives. An 
old, reliable friend to the world of 
da ta processing , tape reels were 
la rge, cumbersome, and expensive 

Data can be lost easily. 
Failed hardware, 
a static discharge, a 
dirty disk-many factors 
can make it happen. 

prior to 1982. They ' re improvi ng, 
however; such products as Tandon's 
T M95 J, a 1-inch streaming-tape reel 
drive for 5!-inch disk-drive backup 
ca n store up to 50 megabytes . 

One last product and technology to 
exp lore when assessing back u p 
systems is the Mirror, from Corvus 
Sys tems (San Jose, CA) . The Mirror 
lets you copy data from your Win­
chester-disk drive onto videotape cas­
settes through an ordinary video re­
corder. One two-hour cartridge holds 
up to 73 megabytes of information. 
The Mirror contains an error-detec­
tion system to ensure accuracy of 
stored data , and is available fo r $790. 

As of now, these are the backup 
systems most managers use. As stor­
age methods for persona l computers 
improve, so will methods of backup. 
Sti ll , even though the methods avail­
able today may be time-consuming, 
expensive, or cumbersome, consider 
the a lternative to backing up data . 
Ca n you afford to take that risk? O 
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by Jan Snyders, Midwestern Editor 

•nYD••s an SOP I IUCIRB 
Making the most of "people" resources 

H uman-resource management 
has been a numbers game 
since the federal government 

began requiring slews of reports from 

companies. Any company with a gov­
ernment contract has to comply 
with the Equal Employment Oppor­
tunity (EEO) Act. Then there's the 

Employees Retirement In come 
Security Act , the Occupational Safe­
ty and Health Act, and state workers' 

(Continued on page 48) 

Software that manages human resources 
Ci rel Vendor Package Equipment Price e 

Alpha Syst. Payking IBM S/34 and S/38 $11 ,000to 401 
(617) 620-0983 $13,500 

Computer Assoc. lnt'I. CA-Personnel Mgt. IBM 370, 43XX, $17,500/DOS 402 
(516) 333-6700 30XX, and PCMs $19,500/0S and VM 

Data General $9,000 

Computer Information Personnel & IBM S/34 and S/36 $2,800 403 
Syst. Applicant 

(702) 736-4215 Tracking Syst. 
Payroll Same systems $2,800 
Combined Same systems $4,800 

Com share Profiles/3000 HP 3000 $25,500 404 
(313) 994-4800 Profiles Timesharing service Based on usage 

Applications 
Library 

Distributed Profiles Timesharing service Based on usage 
Condata Pas-Ryte/Pay-Ryte Online: IBM under CICS; $18,000 to 405 
(215) 569-4240 batch: IBM, Honeywell , $49,000 

Sperry, and Burroughs 
Convey Cos. Ready IBM 370, 43XX, and $15,000 406 
(513) 461-4021 30XX 
Cortex Cortex/HAM DEC PDP-11 and VAX $10,000 to 407 
(617) 237-2304 $46,000 
Cyborg Syst. Payroll/Personnel IBM, Honeywell , Sperry, $45,000 to 408 
(312) 454-1865 Prime, Control Data, $95,000 

NCR, DEC, Data General , 
Hewlett-Packard , and 
Burroughs 

DP Consulting Topps NCR I 9000 $20,000 409 
(304) 232-1655 NCR V 8000 $25,000 
Generated Syst. Payroll/Personnel Wang VS $15,000 to 410 
(312) 668-0506 $25,000 
Genesys Software Syst. Payroll Accounting IBM 360, 370, $42,000 411 
(617) 685-5400 43XX, and 30XX 

Personnel Same systems $54,000 
Administration 

Benefits Mgt. Same systems $110,000 
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The word gets out 
about an aavanced 
On-Line Human 
Resource System. 





Our clients heard 
about us through 
the grapevine. 
The word gets out. The word about an On-Line Human Resource System that's better. 
With very little effort on our part, data processing, personnel and financial executives 
have been hearing about us-and asking us to talk to them about ISi. And when we do, 
we win 0ut over our competition 90% of the time. Clients recognize quality. 

Clients like Ford Motor Company, Harvard University, The Washington Post, Hughes 
Aircraft Company, Bank of Montreal, First Interstate Bancorp, Hartford Life Insurance 
and New York City Hospitals, to name just a few. 

We know why we have the competitive edge. We have the industry's most advanced 
system architecture. We offer more on-line (real-time) payroll/personnel expertise than 
any other vendor. We deliver the best system documentation in the business. We're 
committed to customer service and we're ready and willing to be on-site to help clients 
with any aspect of their installation. 

ISi software includes payroll processing and reporting, personnel management, posi­
tion control, applicant tracking, career planning, affirmative action, and pension and 
benefits administration. 

So, if you're even thinking about human resource management software, please do 
call us. We'd like to make your life easier now and in the future-with a product that 
speaks for itself. 

Setting the standards for excellence. 

iSi ~!:1!!:"<;!~~"~~~!!:~~ INC. 
( 415) 939-3900. 

Sales and support offices located throughout North America. 
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(Continued from page 44) 

an d un employment compe nsation 
procedures to cope with, not to men­
tion the In ternal Revenue Service. 

Add those reports to the ones that 
help corporations make personnel 
decisions, and, in even the smallest 
companies, employee reports very 
quickly pile up to mountainous pro-

portions. Some of the reports take 
weeks, or even months, to prepare by 
hand. But personnel reporting is a 
natural application for computers: It 
involves pulling certain minutiae out 
of a number of files, and grouping 
them in separate reports. Hurnan­
resources software provides instant 

information, reducing the overall ex­
pense of administering these tasks . 

The most important function of 
these software packages is to keep 
track of a company's human assets . 
They track work records, educational 
experience, and all manner of job­
perforrnance data . "You don't realize 

Software that manages human resources 
Vendor Package Equipment Price Ci rel e 
Information Assoc. Series Z DEC VAX-11/7XX; $45,000 to 412 
(716) 288-6900 IBM mainframes $90,000 

Information Science lnSci Human IBM 370, 43XX, $46,000 to 413 
(201) 391-1600 Resource Syst. and 30XX $145,000 

lnSci Payroll Sarne systems $45,000 to 
$120,000 

lnSci Personnel/ Sarne systems $75,000 to 
Payroll $230,000 

Integral Syst. HRS IBM 370, 43XX, 30XX, $50,000 to 414 
(415) 939-3900 and PCMs; HP 3000; $250,000 

Prime 650 and up; 
Honeywell Series 60; 
IBM S/38 

McCormack & Dodge H/R Plus IBM 360, 370, $49,500 to 415 
(617) 651-1010 43XX, 30XX, and $110,000 

PC Ms 
H/R: Millennium Sarne systems $49,500 to 

$110,000 
MSA Payroll Syst. IBM 360, 370, 43XX, $32,000 to 416 
(404) 239-2000 30XX; Burroughs $97,000 

2700 to 7800; Sperry 
1100; Honeywell DPS 8 

Personnel Mgt. & Sarne systems $32,000 to 
Reporting Syst. $293,000 

National Information PRES DEC System 10 and 20 $15,000 to 417 
Syst. $40,000 

(408) 257-7700 
Pacesetter Software Organization Map IBM Personal Computer $6,500 418 
(609) 737-8351 with 128-K memory 
Personnel Data Syst. Pass/ Accu-Pay IBM 43XX, 30XX, $19,000 to 419 
(215) 828-4294 S/38; HP 3000; Burroughs; $160,000 

DEC VAX; Data General; 
Sperry; NCR; Honeywell 

RSA Products Direct/3000 HP 3000 $15,000 420 
(201) 335-7800 

SMS Mgt. Syst. HAMS Sperry 1100 $50,000 421 
(312) 293-5699 
Software lnt'I. Human Resources IBM 360, 370, and PCMs; $15,370 to 422 
(617) 685-1400 IBM S/3, S/34, and S/36; $21,800 

Sperry9030, 9040, and 
1100; HP 3000; Wang VS 

Software Plus HR/38 IBM S/38 $30,000 423 
(609) 235-3611 
Tesseract PMS IBM 370 and PCMs $60,000 to 424 
(415) 543-9320 $120,000 
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Statistical and Reporting Software 
SPSS Inc. a leading producer of statistical software for over 15 years, with 
more than a half million manuals sold in 80 countries, is making micro waves 
with SPSS/PC and SPSS/Pro.'" Two powerful new statistical and reporting 
programs which were designed for the IBM Personal Computer and the 
DEC Professional 350. 

POWERFUL STATISTICS 

~ Crosstabulations 

~ Analysjs of variance 

~ Multiple regression 

~ Over 25 integrated procedures 

CUSTOM DISPLAYS 

Automatic or custom reports 

Fully labeled tables 

Plots & graphs 

TOTAL INTEGRATION 

~ File management of large 
or small data sets 

~ Input & output to popular 
PC programs 

~ Flexible data transformations 

EASY TO LEARN 

Simple English commands 

Tutorial & demonstration 
diskette included 

Comprehensive documentation 
for all levels of users 

444 N. Michigan Avenue 
Chicago, Illinois 60611 
(312) 329-2400 

For the DEC Professional 350, and soon for the 
IBM PC with hard disk. To discover how SPSS 
can help you make waves, call us for the full 
story. (312) 329-2400. 

SPSS, SPSS/ PC and SPSS/ Pro are trademarks of SPSS Inc. for its proprietary computer software. IBM PC is a trademark of 
IBM Corporation . DEC and DEC Professional are trademarks of Digital Equipment Corporation . 

© Copyright 1983. SPSS Inc. 
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how much information is available to 
you until it is computerized," says 
William H . Miller, vice president of 
administration at Kansas City (MO) 
Power and Light Co. With better in­
formation on hand, managers can do 
a better job of schedu ling employee 
benefits and payments. 

In some cases, the packages even 
help managers save money. Armed 
with current, pertinent information, 
they can apply tighter controls over 
the high costs of salaries and benefits. 
One package helped Toledo (OH) 
Hospital fix a busted labor budget, 
for instance. "The year before we 
went on our system, we ran about $1 
million over our labor budget," says 
David Mikola, director of manage­
ment-information systems at the hos­
pital. "The following year we were 
right on budget, so it appears we 
saved about $1 million." The hospi­
tal's labor budget for the second year 
was $80 million . 

A software umbrella 

Most of the new human-resource 
packages integrate information about 
payroll and personnel. Many or­
ganizations installed separate pack­
ages covering these two areas years 
ago. These older packages help man­
age their respective areas, but much 

of the information in payroll is valu­
able to personnel managers, and vice 
versa. Arizona Bank, a Phoenix­
based institution with $2.5 billion in 
assets and 2,500 employees , and 
Burroughs Wellcome Co. a pharma­
ceuticals manufacturer in Research 
Triangle Park, NC, with 3,900 em­
ployees, both have installed packages 
to consolidate payroll and personnel. 

At Arizona Bank, Information Sci­
ence's Personnel/ Payroll system 
eliminated the inevitable bottlenecks 
when information was transferred 
between payroll and personnel. Until 
last December, the department had 
separate software packages that 
weren't efficiently tied together 
says Gloria Heckman, assistant vice 
president and project director at the 
bank . 

The bank replaced the older pack­
ages late last year, when it was reor­
ganized as a bank-holding company. 
"We needed the flexibility to add 
subsidiary companies to the payroll 
and human-resource systems," re­
calls Heckman. "We needed systems 
that would interface." 

InSci's combined personnel and 
payroll package runs on the bank's 
two IBM 3033 mainframes, which 
are linked to 1,500 IBM 3278 ter­
minals. The system collects data on all 

A human-resources software package enabled Burmah-Castrol to pare its 
personnel-department staff from four employees to one, says C. Russell Ditzel , 
personnel manager. 
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new employees for the human­
resources and payroll departments. It 
automatically handles all tax and 
EEO reporting and produces a wide 
variety of reports on benefits and em­
ployment status for managers and 
employees. 

Putting the personnel and payroll 
systems under the same software um­
brella has simplified reporting. The 
package's report generator, which al­
lows staff members to write their own 
reports, has boosted productivity in 
her department, says Heckman. 
And postdated transactions, which 
used to be the source of headaches, 
are now automatically processed. 
Previously, many transactions were 
traced manually, and important 
pieces of paper got lost in the sh ufne. 
The I nSci system has ended all that. 

Eliminating duplications 

Burroughs Wellcome wrote its own 
payroll system more than eight years 
ago, and subsequently added a per­
sonnel record-keeping system. "We 
had a tremendous duplication of ef­
fort," says Robert S. Whichard, 
payroll / personnel-system coo rd i­
na tor . "On the personnel side, we 
were maintaining three masters for 
each file in addition to what we were 
doing on the payroll side. There was 
no connection between them." 

In April 1981, the drug company 
installed Personnel Management and 
Reporting System from Manage­
ment Science America (MSA), and 
brought the functions together. The 
system operates on an 8-Mbyte IBM 
4341 and a 24-Mbyte IBM 3081. 
Three hundred I BM 3270 terminals 
are linked online to the data center. 

The software has eliminated the 
duplication of the past. The company 
has only one master file, containing 
personnel and payroll data. The 
package does the work of splitting 
payroll and personnel functions, 
explains Whichard . Payroll data are 
handled through his department, 
which is based in Greenville, NC. 
The personnel department, which is 
located at headquarters 110 miles 

(Continued on page 54) 
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NET-WORK Distributed Data Processing System 
Alaska has always been famous for its natural 

environment. 
Now it has a Natural Network as well . 
The combination of Software AG 's NATURAL, 

NET-WORK, and ADABAS has given Alaska's statewide 
MIS Department the tools it needs to keep information 
flowing throughout the biggest state in the U.S. 

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

NET-WORK is the distributed processing software 
that allows Alaska's officials to manipulate data from 

multiple systems hundreds of miles apart-without hav­
ing to worry about which location has what data . 

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

No wonder Software AG's products are such a 
Natural for the state of Alaska . 

Which leaves us with just one question: 
What's the state of your system? 

Software AG of North America, Inc. 
11800 Sunrise Valley Drive, Reston , Virginia 22091 
(703) 860-5050 

Copyright 1983. ADABAS, NATURAL and NET-WORK are trademarks of Software AG of Nor1h America, Inc. 

t: scftWFIRE FIG :I OF NORTH AMERICA. INC 

Powerful Software Solutions 
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State of the Smart. 
IBM 3270 Personal Computer 



If you're looking for a personal 
computer that will satisfy your com­
pany's professionals and managers, IBM 
now has exactly what you need. The 
new IBM 3270 Personal Computer. 

The fact is, many personal computers 
can be too personal for many business 
environments. Not the 3270 Personal 
Computer. Its strength is the ease with 
which it communicates with IBM hosts 
and office systems-in the next room 
or around the globe. 

The 3270 Personal Computer is 
designed to accommodate the way 
people actually work. It can display in 
color up to seven windows of informa­
tion at one time. Four with data from 
host computer applications (on the 
same or different hosts), two electronic 
notepads and one personal computer 
session. And despite its impressive 
capabilities, the 3270 Personal Com­
puter is small enough to sit on a desk 
without taking it over. 

The information windows can be 
moved, just as a person moves papers 
on a desk. They can be made bigger or 
smaller, put on top for immediate atten-

tion or temporarily hidden when not in 
use. Information on the screen can be 
processed, printed or exchanged between 
windows. And the 3270 Personal Com­
puter can be programmed by the data 
processing professional to meet the 
needs of each end user or department. 

The IBM 3270 Personal Computer 
offers outstanding price/performance. 
And volume discounts are available. It 
could turn desks throughout your com­
pany into very Smart Desks. 

To arrange to have an IBM market­
ing representative contact you, call toll 
freel800IBM-2468, ==-= :=® 

Extension 81. Or = =-= == - -. ---send in the coupon. .:. .::..: :::E ';':: 
r------------------1 
I IBM CD 1/ 84 I 

DRM, Dept. BR/81 
400 Parson's Pond Drive 
Franklin Lakes, NJ 07417 

D Please have an IBM representative ca ll me. 
D Please send me more information on the 3270 Personal 

Computer: 

Name Title 

Com an 

Address 

City Stale Zip 

~~~----------------~ 

The Slllart Desli. frolll IBM. 
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away, maintains its own records, but 
Whichard's department handles all 
the processing. MSA's package inte­
grates a report generator, enabling 
both departments to produce ad hoc 
reports. "We finally have centralized 
storage of data," says Whichard . 

Controlling costs 

The biggest personnel challenge 
for some organizations is managing 
part-time and special-status employ­
ees. A workforce of part-timers 
usually has high turnover, and the 
number of hours in a workweek 
changes from week to week. Special 
employees may earn considerably 
more than their salaries by working 
overtime in response to emergencies. 
For organizations with these kinds of 
employees, software can help keep 
personnel costs in line. 

When Toledo Hospital discovered 
its million-dollar overexpenditure for 
labor, the cause was traced to part­
timers and on-call staff, says David 
Mikola . "A hospital is open 365 days 
a year, 24 hours a day- and we 
couldn't operate without a lot of on­
call and part-time help," he says. 
"But those costs are among the most 
difficult to control." 

The 809-bed hospital uses Topps 
from DP Consulting, insta lled on a 
l~-Mbyte NCR 9040, to manage its 
4,200 employees. Before installing 
Topps, the hospital ran a human­
resources application on the McDon­
n e 11 Douglas Automation Co. 
(McAuto) timesharing service. 
Topps is used by the payroll, person­
nel, and finance departments. Using 
the package to anticipate shifts in 
staffing requirements for each sec­
tion of the hospital, administrators 
hold the line on extra labor costs. 
Thus, if a specialist is no longer need­
ed in a particular unit, administrators 
will be able to make a reassignment. 
Eventually, each clinical director will 
be able to make scheduling changes 
for each day and shift from an online 
terminal , says Mikola. 

Mikola is installing a similar 
scheduling system for the nursing de­
partment. The system provides better 
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Maricopa Colleges' flexible-benefit 
program made computerized 
personnel records an imperative, says 
Ronald Bleed, director of computer 
services and management systems. 

insight into the level of care each pa­
tient needs . For example, if a patient 
is listed in "good condition," staffers 
can safely assume he or she does not 
require constant monitoring. "But," 
says Mikola , "that patient may have 
two broken arms and two broken legs. 
In that case, he or she would need 
more than routine attention ." 

Mikola credits Topps with saving 
$1 million, but the software's value to 
the hospital can't be fairly quantified 
by that initial saving, he says. In the 
long run, the system gives adminis­
trators better control over the only 
health-care expenses that are really 
manageable- labor costs. 

Hospitals are not the only or­
ganizations with large numbers of 
part-time employees. Fast-food res­
taurants couldn't survive without 
part-timers, and that leads to a spec­
ial set of personnel-management 
problems, says Ward Patrick, senior 
financial-systems analyst with Pizza 
Hut Inc., Wichita, KS . 

"A [U.S .] Supreme Court ruling 
on company-furnished meals made 
the choice of our system easy," says 
Patrick. Part of the rationale for in­
stalling McCormack & Dodge's 
H / R Plus system was also the tax 
implications of rules on reporting em­
ployee tips, he adds. 

With 4,000 fast-food restaurants 

nationwide, Pizza Hut has special 
personnel-management problems. 
Last year, the company issued pay­
checks to some 150,000 workers, of 
which only about 37 ,000 were full­
time employees. H / R Plus was in­
stalled in 1979, during an overhaul of 
the company's financial systems. The 
package, which runs on a 16-Mbyte 
IBM 3033 accessed by 40 online ter­
minals, replaced a homegrown 
personnel / payroll system. However, 
some 300 reporting functions from 
the old system work with the new 
package. 

H/ R Plus was installed to smooth 
current operations, but also to pre­
pare for a more flexible, diversified 
personnel-reporting system. The 
package will enable Pizza Hut to re­
shape the way employees are man­
aged. For example, "position control" 
will be added to Pizza Hut's bag of 
applications this year, says Patrick. 
The system will integrate informa­
tion about open jobs and the skills 
they require, speeding the hiring of 
new, qualified employees. This infor­
mation will be merged online­
management won't have to wait for a 
printed report. If the same informa­
tion were manually collected and 
compiled, the job would take two 
weeks. "We purchased H / R Plus to 
give us a strong base of information 
from which we could develop other 
personnel / payroll applications and 
reports," says Patrick. 

Indispensable tool 

· Many personnel managers believe 
they'd be unable to function effec­
tively without the wide range of in­
formation human-resources software 
provides. "We couldn't do the job 
without our package," says Ronald 
Bleed, director of computer services 
and management systems at Mar­
icopa Colleges, Phoenix, AZ. 

Kansas City Power & Light had to 
work a little harder than most com­
panies to get its human-resource 
system, but William Miller wouldn't 
do it any other way. When Miller was 
hired as vice president of administra­
tion in November 1978, the utility 
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Only One Human Resource 
Management System is good enough 
to be fully guaranteed. Genesys'. 
Our own people developed all of our 
software and systems. Our own 
people will also install our system, 
compiling and testing all our pro­
grams for you. Then our people will 
stand behind their work with a 
no-strings, money-back guarantee. 

Genesys is simply unbeatable . 
Most Human Resource Systems con­
tain the raw data you need for 
management reports, government 
compliance and to let you know "Is 
she promotable?". But you have to 
do a lot of work preparing data to get 
the information you want because 
they've added third party software. 

Not so with Genesys. All our 
software is completely integrated and 
menu-driven. No matter what you 
need to know about Payroll , Per­
sonnel or Cafeteria Benefits , it 's easy 
to get precisely the information in 
exactly the format you want. Just one 
keystroke gives you selective search , 
decision support, PC integration and 
color graphics. Real-time, from any 
office, anywhere in the country. With 
by far the tightest, most flexible 
security available. 

We 're so confident you ' ll be suc­
cessful with Genesys we'll give an 
unconditional guarantee. How can 
you beat that? If you'd like more 
information on the Genesys HRMS o r 
would like to attend an Executive 
Seminar near you, call No rman 
Bushee at (617) 685-5400. 

Genesys Software Systems, 10 Grafton St., 
Lawrence, MA 01843 (617) 685-5400 
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didn't deploy computers to help man­
age employees. But Miller concluded 
that effective administration of the 
utility's 3,000 employees was impos­
sible without them . 

Miller first installed a n lnSci 
human-resources package on the util­
ity's 4-Mbyte Sperry 1100 Module 
82. (It is connected to 350 Sperry 
UTS 400 terminals.) However, the 
package didn ' t run well on the Sperry 
system. An InSci employee proposed 
to build a system for the Sperry ma­
chine, and the result was the birth of 
SMS Management Systems, publish­
er of HRMS (Human Resources 
Management System) . 

Installation started in mid-1979 . 
"We found that a great deal of our 
information on employees was inac­
curate," recalls Miller. The data were 
corrected, new information was gath­
ered for the personnel database, and 
employees were asked to help prepare 
profiles of themselves . 

Personnel-department employees 
use the system for a variety of func­
tions , says Miller, and they mai ntain 
it themselves. For example, the util­
ity helps employees with career plan­
ning. Personnel staffers have also 
compiled an inventory of worker 
skills and career profiles using the 
syste m. On a more practical level, 
they use it to forecast manpower 
needs. Many of these functions 
require ad hoc reports, and the 
sys tem can handle such requests, says 
Miller. 

Human-resources software is par­
ticul a rl y valuable to complex or­
ganizations. Says Bri a n Costello, 
ass istant vice president for human 
resources at Hahnemann University 
School of Allied Health Professions, 
Philadelphia : "We couldn't dig out 
the information we need without this 
software. We'd have to hire too many 
people just to gather the data in 
time." 

Hahnemann University comprises 
four colleges- a medical school, a 
school for allied health professionals, 
a graduate school, and a school of 
continuing education- as well as a 
606-bed teaching hospital. Five bun-
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dred faculty members work at the 
school, instructing 2,000 students, 
and 2,800 employees work at the hos­
pital. There's a lot of crossover be­
tween the two "halves" of the institu­
tion: Many faculty members also de­
liver health care at the hospital. 

"We didn ' t have a particula r prob­
lem," says Costello. "But to manage 
an organization as complex as ours, 
you need to have timely access to ac­
curate information." Costello was 
under one major constraint: The uni­
versity's 4-Mbyte IBM 4341 is a 
batch-processing machine. 

Costello installed Pay-Ryte/ Pas­
Ryte from Condata at the university . 
It currently batch-processes informa­
tion . Costello works up a small report 
describing the information he needs . 
The management-information ser­
vices department processes the 
request, and the report is returned 
later the same day or the following 
morning. The university plans to in­
stall Four Phase minicomputers in 
June that will give Costello direct ac­
cess to the main computer. 

Hahnemann University is using all 
of the Comdata system's modules . 
The first handles payroll, pumping 
out payroll checks and completing 
the associated tax, reconciliation, and 
check-register reports . The second 
module is a labor-distribution data­
base. It generates a massive report 

Burroughs Wellcome's payroll and 
personnel departments were doing 
double work before a 
human-resources package was 
installed, says Robert S. Whichard, 
payroll/ personnel-system coordinator. 

after each payroll, explaining how 
money was spent by classification 
and department. The third module 
helps Costello and his staff with their 
budget reports. The fourth module is 
a report generator that allows users 
to compile ad hoc reports. For exam­
ple, if Costello needed the hiring 
dates, pay rates, dates of last salary 
increase, ages, and home addresses of 
the hospital's 55 registered nurses, he 
could get it within hours. 

During the last recession , some in­
dustries dramatically reduced and 
realigned their workforces. This pro­
cess has continued during the past 
year. In many cases, a corporation's 
responsibility for a worker who's been 
laid off doesn't end until months, or 
even a year, after the layoff. 

Managers at the Electric Power 
Generation Operations Division of 
Westinghouse Electric Corp. in Les­
ter, PA , used a human-resource pack­
age to help with a specific problem. 
The division manufactures steam tur­
bines, and Welland J. Welsch , man­
ager of employee services, laments: 
"Th is isn ' t a great business to be in 
these days." After three years of fall­
ing sales, the division 's workforce had 
dropped from about 7,000 employees 
to about 3,500. The downturn in busi­
ness increased the normal workload 
associated with layoffs. Welsch de­
clines to reveal the number of em­
ployees who were laid off their jobs, 
but he says many more jobs were cut 
through attrition than through lay­
offs. 

About a year ago, the division was 
converting from a manual system to 
Profiles / 3000 from Comshare. 
Welsch 's staff deployed the package 
to help cope with extra work gener­
ated by layoffs. The package is in­
s ta 11 ed on one of two 2-Mbyte 
Hewlett-Packard 3000 minis at the 
di vision 's headquarters. The 
personnel-relations department has 
five Hewlett-Packard 2645A ter­
minals and one 2624D terminal 
linked online to the computers. 

Layoffs caused two problems for 
Welsch 's department. First, when an 
employee is laid off at Westinghouse, 
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he or she retains company-paid medi­
cal coverage for up to a year. Howev­
er, the employee must prepay a nom­
inal fee to retain medical coverage for 
dependents. "Under our manual 
system, the monthly fees were re­
corded on cards," says Welsch, "but 
I'm sure we had some cases where 
employees forgot to pay, and lost cov­
erage for their families ." 

Using Profiles /3000, Wel sc h's 
staff generates a list of employees 
who haven't paid the monthly fee be­
fore they miss their deadlines and 
lose coverage. "We send them a 
warning letter," says Welsch . "We're 
really helping these people this way." 

The second problem is health­
insurance conversions. At the end of 
the first year they are laid off, em­
ployees have the option of converting 
their health-insurance to a self-paid 
Blue Cross/Blue Shield plan. 
Profiles /3000 is used to notify em­
ployees facing expiration of their 
holdover benefits about the con­
version option, says Welsch . 

Overall , Profiles /3000 has drama­
tically cut the personnel-ad minis­
tration paperwor k at the division. 
The first step in the installation was 
putting all of the employee data on 
the system, a major undertaking. 
Some of the employees have worked 
for Westinghouse for up to 40 years, 
and held many positions. These data 
formerly were recorded on cumber­
some cards. Now, they are instantly 
ava ilable to personnel-relations staff 
members via the terminals. 

Company records on employee be­
nefits are also automated. Although 
the corporation provides free benefits 
to most employees, some benefits a re 
optional. Each employee can have 
from six to 12 separate benefits . 
Profiles / 3000 has helped Welsch's 
staff get a better grasp of the whole 
picture. "It has saved a lot of time 
maintaining records, and our infor­
mation is much more accurate than it 
used to be," says Welsch. 

The steel industry has been shrink­
ing for years, but personnel manage­
ment has become no less complex as 
a result , says Norman Yost, assistant 
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to the director of industrial relations 
a t the Lukens Steel Div ision of 
Lukens Inc., Coatesville, PA . "We've 
got to do more than keep records," he 
says. "We've got to make workforce 
projections so that management can 
a nticipate problem s, rather than 
react to them." 

With 2,300 employees, Lukens 
Steel manufactures steel used in cap­
ital goods. Pass/ Accu-Pay from Per­
sonnel Data Systems Inc. is installed 
on the company's I BM 4341 for both 
personnel and payroll functions. 
About 400 IBM 3270 and 3278 ter­
minals are used to access the comput­
er. 

As steel production dropped off 
during the past three years, Lukens 
cut its manufacturing workforce 
from a high of 5,000 to the current 

"You don't realize how 
much information is 
available to you until it is 
computerized." 

Miller, Kansas City P & L 

level. The personnel staff was also 
reduced, from eight to four, but the 
department's workload remained the 
same. Without Pass / Accu-Pay , 
which replaced a manual record­
keeping system in April 1982, the de­
partment would not be able to keep 
up with the work, says Yost. "That's 
a key point ," he says. "We didn't in­
stall the package to replace people, 
rather we need it to get the job done 
with fewer people. " 

Pass / Accu-Pay was installed in 
sections. The first step was to convert 
the huge amount of information on 
each employee from hard copy to 
magnetic media. The second stage 
was benefits and union-related pro­
grams, and payroll was the third . Ac­
cording to Yost, the system is used at 
three levels . First, records are in­
stantly available to mahagers. Sec­
ond, the department can produce ad 
hoc reports. Third , and most im­
portant, the department can con-

struct business models. This capa­
bi Ii ty is put to good use during 
labor-contract negotiations, and it is 
used to make those vital projections 
of the future. "We can determine 
which skills we're going to need dur­
ing the next five years, and take posi­
tive steps to acquire them," he says. 

Human-resources software can 
also benefit companies that face up­
and-down business cycles at regular 
intervals . The Hotel Westcourt in 
Phoenix , AZ, installed the Payroll 
and Personnel & Applicant Tracking 
System from Computer Information 
Systems before it opened in 1982. 

Hotel Westcourt has an average of 
250 employees, and estimated reve­
nues last year were $5.5 million . Dur­
ing the summer months, business 
trails off, and the hotel scales back its 
workforce. The cycle reverses during 
the winter. The software packages 
help the hotel plan for those ups and 
downs, says Les Davidson, hotel con­
troller. 

Installed on a 256-Kbyte IBM 
System/34, the packages handle all 
personnel record-keeping and report­
ing, payrolls, taxes, and benefits. The 
hotel also uses the packages to pair 
employees with the jobs for which 
they' re best suited. 

Maricopa Colleges faced the same 
circumstances, says Ronald Bleed. 
Earlier this year, as the colleges grew 
and additional staff was hired, bring­
ing the total to 2,000 full-timers, 
Bleed's staff installed Series Z from 
1 nformation Associates. 

Growing staff was one challenge, 
says Bleed. A greater number of em­
ployees generates more information . 
Also, the colleges adopted a nexible­
benefits program for employees that 
complicated record-keeping . The 
program gives employees a benefits 
menu with 50 choices. Employees are 
given a dollar amount, and allowed to 
put together a list of benefits up to 
that limit. 

Government reports are a special 
problem for colleges, says Bleed. 
"The volume of data required by gov­
ernment agencies is tremendous," he 
says. "Most of the information could 
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LEARNED YOUR LANGUAGE. 

Now, you can talk to your com­
puter the way you talk to a col­
league: in plain English. 

Even if you've never been on 
speaking terms with a computer, 
RAMIS II's advanced knowledge­
based technology lets you ask 
questions, obtain answers, even 
create reports in only a few minutes. 
As a result, you can work more 
effectively and productively-with­
out having to learn a specialized 
computer language. You just use 
English. 

RAMIS II: ARTIFICIAL 
INTELLIGENCE THAT DELIVERS 
REAL PRODUCTIVITY. 
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for each application, 
the extensive built-in 
knowledge base of 
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provides immed­
iate access to 
most data. 

RAMIS II English 
enables you to access 
data directly, without 
costly and time­

consuming down­
loading or refor­
matting, so the 
latest informa­
tion is always 

available. 
Wherever your 

data is stored­
in RAMIS II databases; in ADABAS, 
IMS, TOT AL, or IDMS databases; or 
in VSAM or sequential files-there's 
only one language you need to know: 
English. And, because English com­
prehension is an integral part of 
RAMIS II, you have full access to all 
of its fourth-generation capabilities, 
from powerful reporting and analysis 
to full color business graphics. 

THE BENEFITS OF RAMIS II 
ENGLISH SPEAK FOR 
THEMSELVES. 

Teaching the computer to 
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way to put the vast power of 
today's computer systems direct-
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not be processed manually ." 

The package is installed on two 
8-Mbyte DEC VAX- I I / 780s- the 
college has a total of six, accessed by 
some 500 DEC terminals, including 
the specia l GIG I model and a variety 
of other models. Maricopa Colleges 
also has 500 personal computers, in­
cluding IBM Persona I Computers, 
DEC Professionals and Rainbows , 
and a variety of models from Apple 
and Tandy (Radio Shack). Series Z 
integrates personnel and payroll rec­
ords. 

Because they handle so many du­
ties automatically, human-resources 
packages can help companies stream­
Ii ne their personnel departments . 
Burmah-Castrol Inc. (Hackensack , 
NJ), manufacturer of Castro! GTX 
motor oil and other petroleum prod­
ucts, reduced its personnel de­
partment from four staffers to one. 
"If an employee's job title changes, 
the system automatically updates a ll 

relevant records, including benefit 
entitlements," says C. Russell Ditzel, 
personnel manager. "We used to 
need four employees to enter all the 
changes manually, but now we've got 
one." 

Before the system was installed 
last February, says Ditzel , personnel 
information was ha rd to track. 
Burmah-Castrol, a subsidiary of Bur­
mah Oil Public Trading Ltd., a Brit­
ish corporation, has 400 employees. 
It runs the HR / 38 system from Soft­
ware Pl us Inc. on a I ~ - Mbyte 
I BM System/ 38 with 26 IBM 5251 
terminals. The software package has 
six modules , handling applicant 
tracking, compensation reporting, 
personnel demographics , adminis­
trative reports, benefits reports , and 
company-vehicle-usage reports . 

The system has not only reduced 
the size of the company's corporate­
support staff, it also has improved the 
accuracy of information , says Ditzel. 

repons arc a\'ai lable along with op1ional 
on l ine summaries and pion er graphics. 

"A lot of bits and pieces of informa­
tion tend to get delayed or lost in a 
manual system involving a lot of peo­
ple," he says. 

Despite all the benefits users 
gained from human-resource soft­
ware packages, they report they'd do 
a few things differently if they could 
go through the installation again. 
• Start the autom ation process 
before the database becomes cum­
bersome. 
• Start training users before imple­
mentation. 
• Evaluate as many software pack­
ages as possible. 
• Educate managers and executives 
about the functions of the system. 
• To avoid redundancies, evaluate 
data before setting up the system. 
• Plan to cope with time lost to con­
version, education , and documen­
tation. 

But then , that's good advice for in-
stalling any software. D 

Increasing profitability by im 
proving product iviry and controll ing 
costs is obviously good management 
stra1egy. And good managers have 
found achieving that goa l is eas ie r wi th 
the help of the N5500 project control 
system. 

NS.500 schedules current and 
future work ass ign ments and costs on 
one or many projects simultaneously. 
Allocation repons identify resource 
constra ini s and availabilit y. Review 
reports he lp establish performance 
standards for more effective plann ing. 

NSSOO is easy to use. It can be n m 
from a CRT, 1ele1ype terminal or any 
o ther input device. And it can be used 
on a wide range of computers and 
operating systems. 

Available on long or short tenn 
lease, or through our service bureaus 
on a ti mesharing bas is, N5500 is good 
management strategy for all managers 
who know the value of effecti,·e proje(1 
control. 

ROTARvUPS 
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The unique system design of the 
N5500supplies information in mult iple 
formats. Graphic and tabular printed 

Call or write today for more infor­
mat ion on NS500 and our free dem­
onstrat ion sem inars. 
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Culver City, CA 90230 
(213) 67CH400 
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A WINNING COMBINATION 
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Non-magnetic. 
Safe for all media. 

Wilson Jones Copy Holders are safe to use with 
your word processors and computer terminals. 

If you're using a word processor or a computer 
terminal, you better be using a nonmagnetic 
CopyHolder. It won't erase or make gibberish out 
of your floppy disks, mag cards or cassettes . 

The reverse side has an inch/ centimeter ruler. 

Our unique line guide highlights the line 

A separate plastic clip holds material in posi­
tion. The stand can be adjusted to best reading 
position. Choose nonmagnetic CopyHolders for 
letter or legal size material. In black or putty. 

being typed. The two lines 
above and two lines below 
can be seen through the 
blue-tinted area. The front 
side of the guide has a pica/ 
elite gauge, to help line up 
tabs, center copy and type 
text to a specified measure. 

" 1983 Wilson Jones Company. 
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WilsonJones 
1-800-323-2921 

(In Ill. : 1-800-942-2568) 
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See your local office 
products dealer or write 

Wilson Jones Company, 
6150 Touhy Ave., 
Chicago, IL 60648 
Or better yet, call toll-free. 
Better media-safe 
than sorry. 
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EGALINK WILL 
BLOW YOU AWA~ 
You'll be amazed at what our new 
time-division multiplexor can do. 

It supports combined data 
and digitalized toll-quality voice 
communications over a transmis­
sion link at a maximum of 1.544 
or 2.04 mbps. 

It provides a cost-effective 
backbone for local area networks de.a. 
and regional concentration links 1 0 0 
for higher speed networks. With 
trunk speeds from 50 to 2,048,000 
bps. And channel speeds from 50 
to 256,000 bps. 

And since its design is based 
on Integrated Network Architec­
ture, it is low-cost, expandable 
and compatible with all DCA 
components. 

The new DCA T-1 Megalink. 
Flexible, efficient, advanced. And 
fast. For more information, call us 
toll-free: 1-800-241-5793. Or write: 
DCA, 303 Research Drive, 
Norcross, Georgia 30092. 

And hang on to your hat. 
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Digital Communications Associates. Inc 
DCA Products Are Available Worldwide. 
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by John Seaman. Data Communications Editor 

DBTa ca••un1canans 
Get smart: Pooled communications cost less 

T he nex t time you're asked to 
pl an colllmunica tions fo r a 
new bra nch sa les offi ce, you 

lllay be able to choose an "intelligent" 
site. So-ca lled smart bu ildings, which 
give tenants access to "pooled" inter­
na l communica tions sys tems and oth­
er au to Illa ted services, a re an effec­
tive mea ns of cutting cos ts. 

Smart offi ce buildings offer or­
ga ni za tions colllmunica tions fac ili­
ties ranging frolll least-cos t routing 
on a digital priva te autolllatic branch 
exchange ( PABX) to simulta neous 
voice and data communica tions. One 
setup, Ol ylllpi anet, prov ides coast-to­
coas t sa tellite co mmunica ti ons be­
t ween one large land lord 's sea t tered 
holdings. 

All of the services are avai lable in 
a smart building fo r a lllOnthl y fee. 

Orga ni za tions are libera ted from the 
tasks of asse mbling a nd insta lling 
their own sys tellls. Rather, a sophisti­
ca ted sys telll is insta lled by a land­
lord, and shares of the cost are passed 
to tenant orga ni zat ions. In Slll a rt 
buildings, co lll mun ica tions fac il it ies 
are a utilit y, as invisible as plulllbing 
and electrica l wiring. 

"A nu mber of vendors are provid­
in g da ta -co mm equ ipm e nt a nd 
PABXs," says Leonard Cozza, gen­
era l lllanager of Bu ilding Systems 
Co. ( BSC), a smart-building-systems 
vendor in Fa rmington, CT. "We' re 
trying to lllakc it possi ble for tenants 
to get everyth ing fro Ill one source." 
BSC also offers consul ting services to 
tenants. 

Orga ni za tions that are construct­
ing their own buildings a lso might 

This operator is accessing a Lexar private automatic branch exchange that is 
part of an internal communications ut ility in her employer's bui lding. The system 
was built by Un ited Technologies' Building Systems Co. 

JAN UA RY 1984 

co nsid er poo ling co mmuni ca ti ons 
resources by offering them to tenants 
for a monthly service fee. BSC, Hon­
eywell (Minnea poli s), and Johnson 
Co nt ro ls Inc . (Mil wa uk ee ) a re 
a mong th e ve nd ors th a t ma rk et 
sys tems fo r new build ings. 

Either way, the sav in gs ca n be 
signi fica nt. Cozza won' t outline the 
cost of his company's basic service 
beca use a num ber of var iabl es ca n 
change the price. But he es ti ma tes 
that tenants leas ing communica tions 
services in the two buildings pay up to 
$4 per square foot less per year than 
they would for their ow n PABXs and 
related eq ui plllcnt. 

Inv isible utili ties 

Most slllart buildings, in the lex i­
con of computers, are stand-alones. 
That is, they incorporate loca l com­
munica tions and a host of building­
maintenance sys tems. For exa mple, 
many smart build ings have sys tems 
that automatica lly monitor security, 
cool and hea t the air, lllanage energy 
usage, and even switch off the lights 
when employees leave fo r the day. 

The Crys tal Gateway 11 and 111 in 
Arlington, VA (owned by the Charles 
E. Smith Co. ), are typica l exa mples. 
Building Sys tems Co. recentl y retro­
fitt ed Crys ta l Ga teway II with a 
co mmun ica ti ons ut ilit y. C rys ta l 
Gateway 111 , which was onl y recently 
construct ed, has co mmuni ca ti ons 
a nd co mpute r ized ma int ena nce 
systems. 

At a " response center" in the 14-
story Crysta l Gateway II , the build­
ing's communicati ons services a re 
demonstrated to prospective tenants. 
For exa mpl e, a receptionist uses a 
Lexa r telephone console from United 
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Technologies to field incoming calls. 
The console is connected to a Lexar 
PABX . Each time the phone rings, a 
digital display tells the receptionist 
the caller's phone number, the cor­
rect time, and the number of calls 

waiting in queue to be answered . 
fhe same sys tem directs outgoing 

long- dist a nce calls to the le as t­
expensive route and provides station­
mcssage-deta il-recording (SM DR) 
reports , listin g for each call the 
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caller's extension, the number dialed , 
and duration of the connection. 

The system integrates a message­
taking feature. If an incoming caller 
wants to talk to an employee who is 
a way from his or her phone, the re­
ceptionist types a message into a dis­
play terminal. The message is stored 
in the employee's electronic mailbox 
for retrieval at any time. 

BSC also installed a "data high­
way" through the heart of Crystal 
Gateway II. The facility is a fiber­
optics communications link connect­
ing electronic office equipment, data 
terminals , personal computers, and 
enhanced telephones on a high-speed, 
all-digital pathway. 

A DC/ Telecommunications, one of 
the tenants housed in Crystal Gate­
way 11, reports savings of about 50 
percent on phone bills . "The SMDR 
feature is a great help in controlling 
our phone costs," says Cindy A. Mil­
iano, sa les coordinator for the seven­
employee office. The company, a sub­
sidiary of ADC/ Magnetic Controls 
Inc. , uses Crystal Gateway It's call­
forwarding feature to route calls to 
the homes of sales representatives . 

Holding the line on the costs of do­
ing business is a vital issue for a 
branch sales office like Miliano's. 
Opening a branch office in a distant 
city can be expensive. More than one 
company has been set back by sky­
rocketing costs for basic services. 

ADC / Telecommunications also 
leases office equipment from BSC. 
"We've got access to a high-speed 
copier that would have been too much 
of an expenditure for this office," 
says Miliano. BSC's computerized­
officc-services divi sion offers its 
parent company's Lcxar communica­
tions equipment for lease. The com­
pany also offers terminals from Lee 
Data Corp. (Eden Prairie, MN) and 
Digital Equipment Corp. (Maynard, 
MA), the I BM Displaywriter word 
processor, and high-speed copiers 
from IBM (Armonk, NY), Xerox (El 
Segundo, CA) , or Kodak (Rochester, 

Y) to tenants . 
United Technologies has an early 

lead in the equipping of smart build-
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THE FASTEST POLLING 9600 BPS 
MODEM IN THE WORLD! 

The Rixon R96FP Fast Polling Modem is living up to its name 
by being the fastest polling modem in the industry with a 
12 ms turnaround time . 

These 9600 bps modems are Y.29-compatible and operate 
synchronously over four-wire unconditioned 3002-type private 
lines. Designed for point-to-point and multipoint 
(multidrop) polling networks , the R96FP's advanced 
technology provides rapid equalization and retraining to 
obtain the 12 ms RTS/CTS delay for greater data 
throughput in polling networks . 
The following example shows what the R96FP can do for 
you. In a typical polling network comparing a 
competitor's fast polling modem at 30 ms 
with Rixon 's R96FP, you will have 78% 
more polls and an 85% increase in data 
throughput with the R96FP. If you change 
your network, you can decrease the 
number of computer ports by 40%, 
decrease your backbone lines , or 

WIR9CSCOEllllOTOTMF!I 

increase the number of drops by 80%. In the test mode, the 
hub modem can poll , address and perform tests on up to 

100 tributary modems. In using the master/tributary 
configuration in high-speed , point-to-point applications, the 

modem operates at 9600 bps with fallback speeds of 7200 
or 4800 bps. Fallback speed is enabled by a modem front -panel 

pushbutton. Tests of the modem, line and terminal are 
controlled by other front-panel pushbuttons . 

ST Al.. Dl. llDl. FB 

R96FP modems are available as compact standalone units 
or as card models for mounting in the RM90 Rack 

Mountable Card Cage. The list price of the 
R96FP is $2995. and $2595 for the R96 

point-to-point modem . For more 
information call Bob Sagolla at 

301-622-2121 extension 327, or write 
to RIXON INC. at 2120 Industrial 
Parkway, Silver Spring, Maryland 

20904 . 

~ 
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ings, but other vendors are also offer­
ing systems. Last year, Johnson Con­
trols Inc., a building-management 
company, joined forces with two 
communications vendors, Rolm 
Corp. (Santa Clara, CA) and Mite! 

Corp. (Kanata, Ont., Canada) , to 
provide smart-building systems. 
Johnson Controls integrates build­
ing-automation and energy systems 
with Rolm and Mite! PA BXs in the 
same way that United Technologies 

integrates Lexar products with its 
offerings. 

Honeywell and Ericsson Inc ., a 
subsidiary of the Swedish Ericsson 
Group based in Greenwich, CT, con­
cluded a similar pact. The two ven­
dors will pool 150 technical employ­

r===========:::;;;;;;;;;;;~=========:;;;;;;;;;;;;;;;;;;;;;;;;;;;;;;;:;=====~;;===;-i ees in a joint smart-bui Id ing project 

We're cable specialists.For more 
than ten years now, we've manu­
factured and supplied millions of 
feet of data cable assemblies for 
some of the largest companies 
in the' world . 
1.We speak the language. 

Simply give us your part number 
and we'll take it from there. 

2. Shipments are sometimes 
one day, usually three days. 
That's really hustling .with no 
rush charges. 

3.Every assembly is built to 
specifications.Absolutely 100% 
inspected and guaranteed to 
meet your system's specifications. 

4.Prices are competitive. 
We're not always the cheapest. 
But saving a few dollars by using 
make-do cable assemblies is 
risking the value of your data 
communications investment. 

5.Cables are cut to exact length. 
So you only pay for what you need. 

6. We solve problems. 
When signal integ rity is crucial 
and speed is of the essence.we 
supply the knowledge and 
experience to get the system on 
line, in spec, in a hurry. 

For your new or expanding 
systems by IBM,Wang,Four Phase, 
lncoterm,Texas Instruments or 
lnforex call or send for brochures . 

800-323-6604 
Systems Engineering Group 

U NATIONAL. 
ELECTRIC 
CABLE 

A National Applied Science Company 
1730 Elmhurst Rd., Elk Grove Village , IL 60007 
(312) 593-8100 

16566 SW 72nd Ave .. Portland, OR 97223 
(503) 620-9400 
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integrating Honeywell's building­
automation and energy-management 
products with modified MD- I I 0 
Ericsson PABXs. 

Network of smart buildings 

Wray's words suggest the best in 
smart bui ldings is yet to come. Some 
real-estate experts believe communi­
cations and automated-maintenance 
services will become widely available 
in response to demands by tenants. 
They'll be landlord-provided services 
like heat and electricity. Olympia & 
York 's Olympianet may provide a 
glimpse into this future. 

Olympianet, which became avail­
able late last year, takes the concept 
of smart buildings one step further by 
linking the many buildings owned by 
the Toronto-based real-estate devel­
oper via satellite connection. Indeed, 
if stand-alone smart buildings are 
bad news for local telephone compa­
nies, Olympianet may chip away at 
the customer base of the new AT & T 
or other common carriers. The new 
network will even provide telecon­
ferencing, a service that AT&T and 
the common carriers are hoping to 
cash in on during the next few years. 

To implement the network, Olym­
pia & York formed a joint venture 
with United Telecommunications 
(Westwood , KS) , the third-largest 
telephone company in the United 
States . United Telecom retains a con­
trolling interest in the venture. 

Although the satellite link is cer­
tainly the fl ashiest feature of this 
system, Olympia & York will also of­
fer tenants other communications 
services, including various PABX­
based amenities. Olympianet and 
other smart-building services hold 
out the promise of enhanced commu­
nications services at a lower cost. It 's 
a promise you should investigate. D 
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H ~u want to talk to IBM 
and have a CRT or Personal Computer, 
PCI speaks the language. 

Simply, conveniently, economically, PCl's 
data communication protocol converters 

make IBM talk to your Personal Computer 
and low-cost terminal in its own language. 

From ADDS, to Apple, CPT, DEC, (even 
IBM's own PC), Tandy, Televideo, and all 
the PCs, CRTs, printers and peripherals in 
between. They all need PCl's protocol 
converters to communicate with the vast 
world of IBM - at the mainframe site, or by 
phone from anywhere in the world. 

PCI has a broad line of protocol conver­
ters, each opening up a gateway to a different 
IBM world. Improve your communication 
skills with IBM by letting PCI speak for itself 

For more information call today; 
{800)423-5904, {213) 716-5500 in 

California, 1WX 9104945941 PCI WHQ. 
PCI, 6150 Canoga Avenue, Woodland Hills, 
California, 91367-3773. 

The Micro-Mainframe Link 

DI 
Making the non-IBM world 

IBM compatible. 

Send more infonnation on: 
O The PCI protocol 

converters 
0 The PCI tenninals 
0 All PCI products 
0 The PCI Personal 

Computer Support book 

Namemtle 

O:>rrv-mr Name 

Address 

Oty State Zip 

·PROTOCOL 
COMPUTERS. INC. 

6150 Canoga Avenue 
Woodland Hills, California 
91367-3773 CDl / 84 
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And the race goes on-Part II 

T he era of office automation est possible score any vendor could 
is, without a doubt, here . attain was 360, but no vendor re­
Once considered applicable ceived that score because not all re­

only to large organizations, the need spondents rated every vendor. (In last 
for and cost-effectiveness of OA are year's survey, reported in the January 
having an increasingly greater im- and February 1983 issues, the high­
pact in smaller, single-site, compa- est possible score was 220.) 
nies. And typical of the U.S. Keep in mind that this survey indi­
marketplace- whether it be for pens, cates knowledgeable users' percep­
automobiles, or computers- as de- tions on the survivability of vendors. 
mand grows, more and more vendors It shows, by implication, which ven­
spring up, offering the American dors will be favored enough by buyers 
buyer an enormous variety of prod- to still be around in five years. Al­
ucts. though it does not bear the imprima-

With all the choices that are born- tur of any office-automation expert, 
barding you, how can you know what it still merits attention. What users 
criteria to apply when deciding on a think about the equipment available 
vendor? There are two important to them will undoubtedly affect the 
questions that small organizations market. 
facing potential growth should ask: The chart that accompanies this 
Will the vendor survive in the current second-half report provides total 
competitive climate? and, If so, will 
the vendor still serve our needs as our 
organization expands? 

Last month, in Part I of this report, 
we addressed the importance to For­
tune 1,000 companies of a vendor's 
five-year survivability, and reported 
the results of the first half of our sur­
vey. (We queried members of the 
Office Automation Society lnterna­
tional, and received a total of 36 re­
sponses. In last year's survey of 
office-automation consultants and 
managers of OA projects, we re­
ceived only 22 responses.) This 
month, we bring you the results of the 
second half of our survey, which con­
sidered the survivability of vendors to 
the smaller, single-site, companies. 

The survey recipients were asked 
to check one of three ratings for each 
vendor named (there were 34 in all). 
The choices included "sure survivor," 
"likely survivor," and "not likely." In 
totaling the scores, a "weight" of I 0 
was assigned to each "sure survivor" 
vote, 6 to each "likely survivor" vote, 
and 2 to each "not likely." The high-
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The cost-effectiveness of 
OA is having an 
increasingly greater 
impact in the smaller, 
single-site, companies. 

scores, as well as "sure survivor" 
votes, for suppliers to single-site com­
panies. It also compares these with 
each company's scores in last year's 
survey. 

The roster of "Top 1 O" vendors is 
surprisingly different from last year's 
list. In rank order of total scores, the 
winners are: Apple Computer (334); 
I BM (312); Digital Equipment Corp. 
(272); Wang Laboratories (256); 
Hewlett-Packard (230); Xerox 
(222); AT&T Information Systems 
(218); Kodak (192); Lanier ( 184); 
and Honeywell ( 182) . 

Moving up from last year's third­
place spot, Apple Computer captured 
the top position, leaving behind such 

giants as IBM, Digital Equipment, 
and Wang. It received 31 "sure survi­
vor," four "likely survivor," and one 
"not likely" vote. Apple's success 
might be the payoff of superb mark­
eting; it seems to have convinced the 
small-business market that its pro­
duct is perfect for the needs of a small 
organization. 

IBM's Personal Computer and 
Displaywriter have given it almost as 
strong a foothold in the small­
business market , and the experts 
think Big Blue is there to stay. Their 
votes of confidence included 30 "sure 
survivor" and two "likely survivor." 

Digital Equipment Corp. has also 
had a strong impact, as evidenced by 
its move from fifth place in last year's 
survey to third this year. 

Wang's slip from second place last 
year to fourth place makes one 
wonder about the depth of its pene­
tration into the single-site market. 
The votes for this company included 
21 "sure survivor," seven "likely sur­
vivor," and two "not likely." 

Surprisingly, Hewlett-Packard, 
which was not even in the "Top 1 O" 
last year, took fifth place. Sixteen 
"sure survivor," 11 "likely survivor," 
and two "not likely" votes were cast 
for HP. 

Although it lost ground in the For­
tune 1,000 race, Xerox moved up 
among the single-site suppliers from 
seventh to sixth place. 

AT&T Information Systems is 
also moving in a positive direction­
it jumped from ninth place last year 
to seventh in the current survey, and 
picked up 16 "sure survivor" and 13 
"likely survivor" votes along the way. 

A new addition to the survey, 
Kodak, stepped right into eighth 
place, while Lanier slipped from sixth 
in last year's poll to ninth place. 
Honeywell, which didn't make the 
"Top IO" last year, squeezed into the 
number-JO spot over 3M. 

Noticeably missing from this 
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We're 
ourt 

We've done it again. 
We've one-upped DEC® with a fully 

ergonomic version of our CIT-101. 
It tilts. It swivels. It has a large 14-inch 

screen . The detachable keyboard is pure 
ergonomics right down to its matted key caps. 

It 's the CfflOle. 

kind Actually. it makes us more than 
two-dozen features u on the DEC even. more VTIOO. Because our ~fflOle has all the 

to mankind 
extras that DEC asks you buy extra terminals to get. 

Features like Advanced Video. A bi-direc-
• tional printer port. Tutorial soft setup mode. 

~ 
~~ 

So you don't have to buy DEC after DEC to 
get all the features you want. You'll find them all in one CIT-lOle. 

How's that for kindness? 
To learn more, just write or call. 

'I~ P~a~l~,..I ~ A new company of 
6'1& I &~I~ C. !TOH ELECTRONICS. INC. 

New headquarters and Southern California sales office: 2505 McCabe Way. Irvine. CA 92714-6297. (714) 660-1421. 
Or call toll-free , 1-800-854-5959. In California, 1-800-432-3687. Other regional sales offices: San Jose. CA 
(408) 247-2393: Cherry Hill. NJ (609) 983-5075; Chicago, IL 1312) 992-2346: Houston, TX (713) 777-1640: Atlanta, GA 
1404 ) 257-1814 : Boston. MA 1617) 935-5188: Ontario. Canada 1416 ) 848-1050: Denmark 102 ) 921100. 
®DEC is a Registered Trademark of Digital Equipment Corporation . 
<> CIE TERMINALS. INC. 1983 
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yea r's "Top 10" roster are Ta ndy 
(Radio Shack), C PT, and NBI. This 
change in the lineup, coupled with 
Lanier's drop in sta tus, may indicate 
a fu ture t rend . As equipment con-

tinues to evolve, growing still more 
sophistica ted, support and t ra ining 
wi ll become increasingly critica l as­
pects of servici ng the small-business 
ma rket. Thi s will requ ire vendor 

companies of substantial size . 
Therefore, the fu ture may belong 

to those vendors who are a lready big 
fi sh- and will become even bigger by 
swallowing up the small fry. D 

"Survivor" survey results for smaller users 

70 

"Sure "Sure 
Total survivor" Total survivor" 
score votes score votes 

Vendor * 1989 1989 1988 1988 
Anaconda-Ericson 62 1 - -
Anderson Jacobson 114 4 54 1 
Apple Computer 334 31 162 10 
AT&T Information Systems 218 16 128 10 
Bell & Howell 172 11 - -
Burroughs 180 7 70 1 
CPT 160 7 124 6 
Data General 170 8 70 0 
Datapoint 152 4 76 1 
A. B. Dick 134 3 78 1 
Dictaphone• • 194 9 112 2 
Digital Equipment 272 19 152 12 
Exxon Office Products 158 6 48 0 
Hewlett-Packard 230 16 116 7 
Honeywell 182 7 84 2 
IBM 312 30 178 17 
Kodak 192 11 - -
Lanier 184 6 148 9 
Motorola (Four Phase) 126 4 74 0 
NBI 124 4 132 5 
NEC 130 8 92 1 
Nixdorf 88 2 60 0 
Northern Telecom 162 8 74 2 
Olivetti 138 5 92 2 
Philips (Micom) 82 4 90 1 
Prime 174 8 88 0 
Raytheon (Lexitron) 90 1 78 1 
Rolm 114 4 62 1 
Royal 104 2 80 0 
Sony 152 6 94 2 
Sperry 122 3 58 1 
Syntrex 98 3 74 0 
Tandem 104 2 94 1 
Tandy (Radio Shack) 230 14 160 10 
3M 180 10 - -
Wang Laboratories 256 21 172 16 
Wordplex 84 2 26 0 
Xerox 222 14 136 8 
*These results show which vendors members of the Office Automation Society International think will be serving smaller, single-site, 
companies in five years. Vendors that received write-in votes from respondents include CPI , Kaypro, Siemens, and Texas Instru­
ments. 

·* In October, Dictaphone announced its withdrawal from the word-processing business. 
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LEADER OF THE PACK 
~ The Quality Leader: 
~ BASF disk packs and cartridges 
reflect BASF technology and quality, 
because unlike many suppliers, we 
make them ourselves. 

BASF drive tests each pack 
at the factory to ensure optimum 
performance. 

BASF commitment to magnetic 
media is now in its 50th year. 

~ The Performance Leader: 
~ BASF mirror-polishes its uncoated disks 
for optimum headflight characteristics . 

BASF magnetically orients all oxide 
particles in the disk coating for greater pack­
ing density. 

BASF coats, polishes, 
and burnishes each disk 
by its own process, for 
long-lasting, trouble-free 
operation. 

~ The Value Leader: 
~ BASF has the con­
figuration you need · ... for 
Burroughs, CDC, Data 
General , DEC, Honeywell, 
IBM, NCR, Wang ... ready 
for immediate delivery at 
new low prices. 

N The Premium Leader: 
~ BASF has a new premium 
program with exciting gifts to add extra 
value to your order. 

For ordering or compatibility details , 
send the coupon today, or call toll-free 
800-343-4600. 

"For Burroughs: Front-load single 
disk cartridges. BO MB Tndents. 

For CDC: 80 and 300 MB storage modules . 

PhF~nga~~"8~n~~:i~~g.'~~~~·oo . and 300 MB disk packs, 
10~~aoiE~~~d!~~ C:org~ie~2-high packs, front-load single disk 
cartridges. 80 and 300 MB storage mcx:lules. 

For Honeywell : Phoenix single disk cartridges, 80 and 300 MB storage 
modules . 100 MB packs . 

For IBM: 100 and 200 MB 12-high paclts, top and front-load single disk 

ca~t~~~a5rig : Phoenix sing le disk cartridges, 80 and 300 MB storage 
modules, top-load single d isk cart ridges . 
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BASF Systems Corporation 
Attn .: Marketing Services , Computer Division 
Crosby Drive, Bedford , MA 01730 

I Please send me information on BASF Disk Packs, 
your new low prices, and premium program. 

I Name/Title _ ___________ __ _ 

I Company _______________ _ 

I Address _______________ _ 

I City _ ______ State ____ Zip __ _ 

I Telephone _______________ _ 

l _______________ c~I 
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OA vendors roasted and rated 

T he party was exclusive­
which means that one should 
be as interested in the ven­

dors that were not invited as in those 
that were. Conspicuous by their ab­
sence at the first Hammer-Seybold 
Forum on Office Systems and Profes­
sional Computing were Burroughs, 
CPT, Exxon, Hewlett-Packard, 
Honeywell, NCR, and especially 
Xerox . 

The primary OA vendors who did 
participate in the forum were: 
AT&T, Data General, Digital 
Equipment Corp. (DEC), IBM, NBI, 
Prime, and Wang. Apple was invited, 
but "couldn't get its act together," 
according to co-sponsor Michael 
Hammer. Mite!, lntecom, and Rolm 
shared a special panel on PBXs. At 
the Forum, the term "office systems" 
was stressed: Consultant Hammer 
claims there's no such activity as 
office automation. 

Held recently in downtown Man­
hattan, the three-day forum was 
unusual in that the co-sponsors, 
Hammer & Co. and Seybold 
Consulting Group, reviewed each 
participant's presentation prior to the 
conference, and Hammer and 
Patricia B. Seybold acted as grand 
inquisitors after each vendor repre­
sentative spoke. At first their inter­
rogations were mild, but later they 
really roasted speakers, as pressure 
from the 250 high-powered execu­
tives in the audience grew. 

For another viewpoint on the 
strengths of major vendors, see the 
"Office automation" column in this 
issue. Further details on the 
Hammer-Seybold conference will be 
published in a future "Office 
automation" column. 
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Here were some of the digs both 
the inquisitors and the audience di­
rected at the vendors: 
• IB M's reason for pushing its DIS­
OSS utility system is to sell more disk 
drives, on which it makes a lot of 
money. Also, the text-editing feature 
of the PROFS package is deficient. 
• Wang's Alliance system is merely 
an advanced secretarial system , not a 
solution to all office problems. 
• DEC made a major blunder by not 
making its personal computers 
compatible with the I BM Personal 
Computer. 
• AT&T's workstations are "ugly." 

David Klein of NBI 
noted that large vendors 
rarely benefit by acquiring 
independent 
suppliers of wp products. 

• Will Data General be able to 
switch from "peddling iron" to 
serving the sophisticated needs of the 
office? (DEC was similarly 
questioned .) 
• How can Prime serve both the of­
fice and CAD/CAM markets when 
the latter is more important to it? 
Also, what value does Prime add to 
the word-processing terminals it buys 
from Convergent Technologies? 
• Can large customer organizations 
depend on NB I (the smallest of the 
vendors who appeared) to remain in 
business? 
• With so many OA vendors seeking 
connections to private branch ex­
change (PBX) makers, why did 
Datapoint abandon this important 
activity? 

Vendors who were absent were 
roasted, too. Apple's Lisa was termed 
"a collection of mediocrities ." Xerox 
was described as a company fruit­
lessly in search of another "home­
run" product like its early copier. On 
a more positive note , Hewlctt­
Packard was praised as an upcoming 
power because of its recent offerings 
for the office. 

Representatives responded to the 
criticisms with varying degrees of 
aplomb. Frederick A. Wang, heir 
presumptive and executive vice presi­
dent of Wang Laboratories, held up 
well under intense fire, especially 
when he claimed that Wang is mak­
ing a major effort to improve service. 

Frank S. Vigilante, president of 
product planning and development 
for!\ T &T Information Systems, was 
refreshingly humble and humorous, 
considering the traumatic divestiture 
AT&T is going through. To the 
surprise of most, he was the only rep­
resentative who did not see IBM as 
his organization's principal com­
petitor. Instead, Vigilante cited the 
other suppliers of PBXs as AT & T's 
major competitors. Another surprise 
was his announcement of AT & T's 
plans to cooperate with Wang on 
document transfer. 

Other plans to work with Wang 
were voiced by Julius L. Marcus, a 
vice president and group manager of 
DEC. He was candid in admitting to 
many of DEC's past fa ilings in OA 
and other markets. When asked if the 
introduction of the VAX desk-top 
model would not "butcher" DEC's 
present offerings in personal comput­
ers, Marcus drew a big laugh with his 
response: "I would rather butcher 
myself than let someone else butcher 
me." 

David Klein, executive vice presi­
(Cominued 011 page 24 I ) 
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' HOW DO YOU STOP POWER DISTURBANCES 

FROM CAUSING COMPUTER CONFUSION? 
Answer: With a Topaz Power Conditioner. 

Ordinary AC power often confuses com­
puters. Transient electrical impulses (noise) 
can be misread by a computer, causing 
untraceable data entry. Common voltage fluc­
tuations can cause memory losses, system 
malfunctions and e•1en hardware damage. 

Topaz Power Conditioners eliminate these 
types of problems. Installed between the power 
source and your computer, a Topaz Power 
Conditioner continuously provides 
stable, noise-free power to all your 
sensitive equipment. 

Topaz Power Conditioners fea­
ture Powerlogic® control , the 
most advanced power condition­
ing technology ever developed. 
Powerlogic control employs an 
internal microcomputer for fast , 

accurate performance and greater rel iability 
and servicing ease. Other Power Conditioner 
features include energy-saving high efficiency 
and exceptionally low output impedance for 
maximum performance. 

Don't let power disturbances baffle your 
computer. Protect it with a Topaz micro­
computer-controlled Power Cond itioner. 
All models are available for immediate 
shipment. 

For more information, return this ad with 
your name and address, mark 
the reader service card , or 
call us: 

Topaz 
9192 Topaz Way 
San Diego, CA 92123-1165 
(619) 279-0831 
TWX 910-335-1526 

TOPAZ® 
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Use this easy way to 
shop for your professional books. 
I. MICROCOMPUTER SYSTEMS 
-By Ivan Flores and Christopher Terry. Turn 
to this pioneering handbook for all the infor­
mation you need on how each part of the 
microcomputer system works and how they 
fit together. The authors give you practical 
tips on programs, keyboard operations, ter­
minals, printers, devices for graphics, opera­
tion of cassettes and cartridges, and operation 
of electrical and mechanical disk equipment. 
$22.50 

2. CICSNS COMMAND LEVEL 
WITH ANS COBOL 
-By Pacifico A. Lim. Customer Information 
Control SystemNirtual Storage (CICSNS) 
explains step by step how to write CICS ap­
plication programs that operate in a visual 
storage environment. The author thoroughly 
analyzes correct layout of information display, 
debugging processes, and special program 
techniques. You'll find data on the most recent 
CICS application programs. $29.95 

3. DOCUMENTATION STANDARDS 
AND PROCEDURES FOR 
ON-LINE SYSTEMS 
-By Martin Rubin. Geared to today's inter­
active systems and terminal-oriented envi­
ronments, this practical guide brings you 
ready-to-use standards and procedures to 
replace outdated batch system methods. 
You 'll see how to adapt these methods to 
numerous hardware and software environ­
ments, as well as to various staff organizations. 
$25.75 

4. COSTING HUMAN RESOURCES 
The Financial Impact of 
Behavior on Organizations 
-By Wayne F. Cascio. Discover how accurate 
costing can lead to crucial savings for your 
company. Cascio provides practical methods 
for assigning realistic dollar values to person­
nel activities. Focusing on labor contract cost­
ing, he reveals the true price of improvements 
in wages, hours, and conditions. He also ex­
plains how to measure turnover. absenteeism, 
and sick leave costs. $19. 9 5 

S. USING THE IBM PERSONAL 
COMPUTER 
-By Kenniston W. Lord, Jr. Gain access to 
programming techniques that get the best 
results with the IBM Personal Computer. 
Business, education, graphic, and household 
applications are examined in detail. You ' ll find 
techniques for defining internal data and 
external data, as well as for capturing, evaluat­
ing, sorting, and presenting data. The Disk 
Operating System (DOS) is described and 
DOS support utilities are explained, demon­
strated, and practiced. $19.95 

6. USING APPLE BUSINESS 
COMPUTERS 
-By Kenniston W. Lord, Jr. Use your Apple 
Ill® to its full potential. This practical guide 
demonstrates how to program your com­
puter, manipulate data, and develop applica­
tions for special purposes. It covers consoles, 
graphics, and business and non-business appli­
cations, as well as how to use the versatile So­
phisticated Operating System (SOS). You 're 
provided guidance on how to solve a wide 
range of specific problems on your Apple Ill !" 
$19.95 

74 

IS-DAY FREE EXAMINATION 
Circle appropriate numbers on Computer 
Decisions Bookstore coupon facing this page 
to receive your 15-day FREE examination 
copies. At the end of that time, if you are satis­
fied, send your remittance (including postage, 
handling, and sales tax.) Otherwise, return the 
books and owe nothing. (No shipment to 
P.O. box addresses unless prepaid. Offer 
good in U.S.A. only and subject to credit 
department approval.) 

All books published by 

VAN NOSTRAND 
REINHOLD 

7. ENCYCLOPEDIA OF COMPUTER 
SCIENCE AND ENGINEERING 
Second Edition 
- Ed ited by Anthony Ralston. Brings you a 
virtual li brary of technical data on all aspects of 
computers in 1,678 information-packed pages. 
This extensively updated edition includes 550 
entries and more than 700 illustrations, charts, 
and tables. Over 300 international experts 
explore the future direction of computer 
science. Here 's what the experts said about 
the first edition: "A real treasure cache." 
- Business Management. "Impressive, com­
prehensive, well-done, to be commended. " 
- Datamation. "There isn't another book 
like it. Strongly recommended."-Computer 
Management. $87.50 

8. USING THE OSBORNE® 
PERSONAL COMPUTER 
- Kenniston W. Lord, Jr. Gives you the know­
how to program your Osborne computer in 
two versions of BASIC and to effectively use 
the computer's popular CP/M operating sys­
tem. Methods of entering, sorting, and pre­
senting information are explained in detail. 
Included is a revolutionary memory sort that 
has resulted in a 4000% improvement over 
more traditional forms of sorting. Other areas 
covered range from the structure of program 
sequences to graphic techniques that are 
ideal for presenting business reports. $19.95 

9. COMPUTER CONTRACT 
NEGOTIATIONS 
-By Joseph Auer and Charles E. Harris. Rec­
ognize and counter the subtle marketing ploys 
that computer vendors utilize to manipulate 
users! Find out the many user pitfalls hidden in 
standard vendor form agreements and get 
solid pro-user advice on how to improve your 
business and negotiating position! This wide­
ranging volume shows you how to structure a 
data processing agreement that protects both 
user and vendor. You'll gain insights into the 
latest negotiating, legal, financial, and business­
data processing issues, plus tips on general 
contracts, third party leasing, used equipment 
acquisitions, and more. $34.50 

10. THE PSYCHOLOGY OF 
COMPUTER PROGRAMMING 
-By Gerald M. Weinberg. Fascinating in­
sights into the mind of the programmer await 
you! Discover how a program reflects its 
writer's personality-and how a program­
mer's working quarters have a profound effect 
on productivity. You'll also find out about the 
social factors that cause different levels of 
performance from different programmers, 
and ways of improving human memory that 
enhance a programmer's performance. Vital 
information is included on creating and main­
taining a better programming environment, as 
well as on coordinating the efforts of diverse 
or conflicting personalities. $14.95 

11. CONTROLLING FINANCIAL 
PERFORMANCE 
An IBM PC'" Business User's Guide 
- By Dennis Curtin, Jeffrey R. Alves, and 
Anne K. Briggs. Provides you with the guid­
ance you need to use the IBM PC'" to make 
accurate decisions about investment. expan­
sion, profits, and costs. This on-the-job man­
ual shows you how to set up detailed income 
statements and balance sheets that provide 
reliable operating ratios, year-to-year and 
month-to-month comparisons, financial ra­
tios, and comparisons with industry averages. 
$14.95 paper 
12. PLANNING AND BUDGETING 
An IBM PC'" Business User's Guide 
- By Dennis Curtin, Jeffrey R. Alves, and 
Anne K. Briggs. Simplifies planning and 
budgeting procedures for the IBM PC'" and 
gives you the information you need to accu­
rately forecast sales, expenses. and financial 
requirements. You "II be able to set up easy­
to-revise budgets. cash flow statements, pro­
forma income statements, and balance sheets 
for any business. $14.95 paper 

13. ELECTRONIC MAIL 
A Revolution in Business 
Communications 
-By Stephen Connell and Ian A. Galbraith. 
Examines the expanding array of products and 
systems for electronic mail and demystifies 
the technologies involved. This practical guide 
explains how to determine an organization 's 
mail needs and implement a system that meets 
those needs. Profiles of manufacturers and 
their products are included. $14.95 paper 

14. DATA COMMUNICATIONS 
DICTIONARY 
- By Charles J. Sippl. Use this handy reference 
every time you want quick, reliable definitions 
in the fast-moving field of data communica­
tions. It clearly explains over 14,000 concepts, 
working terms and phrases, acronyms, and 
abbreviations. The only single-volume diction­
ary to cover both data processing and data 
communication. $12.95 paper 
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15. PROJECT MANAGEMENT 
WITH CPM, PERT, AND 
PRECEDENCE DIAGRAMMING 
Third Edition 
-By Joseph J. Moder, Cecil R. Phillips, and 
Edward W. Davis. Keep up to date with the 
most significant developments in the theory 
and practice of CPM, PERT. and other net­
work based techniques. This revised edition 
of the classic source in its field helps you 
with all the planning, scheduling, and control 
phases of project activities. It provides useful 
advice on how to schedule activities within 
the framework of available time and other 
resources and then mon itor the project 
through each of its successive stages. $27.50 

DATA 
pROCESSING 

pROJECT 
~~~ 

16. DATA PROCESSING 
PROJECT MANAGEMENT 
-By Thomas Gildersleeve. Look here for 
valuable assistance if you 're about to take on 
management responsibility for developing a 
data processing system! You'll find out how to 
prepare a cost estimate, accurately monitor 
the performance of coordination respon­
sibilities, keep project members on schedule, 
and motivate personnel to work at peak level. 
Project management concerns such as time 
reporting and project control systems, prepa­
ration of status reports, construction consid­
erations, and standards and procedures are 
fully discussed. $19.95 

17. BUSINESS PLANNING FOR THE 
ENTREPRENEUR How to Write and 
Execute a Business Plan 
- By Edward E. Williams and Salvatore E. 
Manzo. Devoted exclusively to business plan­
ning , this step-by-step guide shows you 
exactly how to write plans for starting new 
businesses as well as for expanding or improv­
ing operations for existing ones. It explains 
how to develop a complete plan- taking you 
from the critical initial steps to effective 
execution and even through plan revisions as 
your business grows. Valuable t ips on how 
to raise capital to finance each phase of your 
plan are included along with advice on how 
to finance a growth strategy. $21.95 

18. INDUSTRIAL PUBLICITY 
- By Joseph C. Quinlan. Turn here for hun­
dreds of ways to give your publicity the 
winn ing edge. See how to plan, research, 
write , and package press releases so that 
yours is the one that gets printed. Quinlan 
gives you practical t ips on how to cash in 
on little-known publicity opportunities, get 
editors to attend your press conferences, 
and protect your articles from destructive 
editing. You ' ll find out how to build mailing 
lists, select appropriate publicity formats, 
find qualified writers, and much more. $19.95 
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19. PROPOSAL PREPARATION AND 
MANAGEMENT HANDBOOK 
-By Roy J. Loring and Harold Kerzner. Pro­
posal preparation - from the laying of 
preproposal groundwork for the client's final 
analysis of the finished proposal-is fully dis­
cussed in this practical guide. You get tho­
rough coverage of many key areas, including 
developing a proposal preparation manual, 
constructing a realistic proposal budget and 
schedule, selecting and organizing a proposal 
team, and evaluating the relationship between 
contracts and proposals. $21.50 

20. MICROPROCESSOR-MICRO­
COMPUTER TECHNOLOGY 
- By Frederick F. Driscoll . Clearly explains 
how to use a wide range of microcomputer 
systems. Driscoll devotes special attention 
to the popular 8080A, the 6800, and the 
6502 microprocessors. He gives you easy­
to-follow instructions on how to design, load, 
test, debug, and document programs, as well 
as on how to use flowcharts , subroutines, 
and machine-assembly- and high-level lan­
guages. Also covered are microprocessor 
architecture, basic instruction sets, address­
ing modes, semiconductor memories, and 
memory chips. $29.95 

21. HOW TO WIN 
GOVERNMENT CONTRACTS 
- By Robert B. Greenly. Win lucrative gov­
ernment contracts again and again' This 
practical guide takes you from the first stages 
of planning right through final negotiations. 
It explains how to initiate and control the 
proposal effort and provide the necessary 
after-sale support. You get all the facts you 
need on pre-proposal preparation, reverse 
engineering, and how to calculate a favorable 
profit objective. $24.95 

NEW EDITION! 

23. DATA PROCESSING 
CONTRACTS 
Structure, Contents, and Negotiation 
Second Edition 
-Revised by George Ian Brandon. Demon­
strates how to take the risk out of buying or 
renting computer products and services and 
explains 250 specific clauses for hardware, 
software, and service contracts. This fully up­
dated second edition shows you how to struc­
ture and negotiate contracts that clear ly 
stipulate the responsibilities of both users and 
vendors. It thoroughly analyzes the latest 
judicial decisions that affect DP contracts, re­
veals how these decisions affect buyers, and 
helps assure the best possible contract within 
their framework. $44.50 

22. CDP REVIEW MANUAL 24. MICROCOMPUTER 
A Data Processing Handbook GRAPHICS AND PROGRAMMING 
Third Edition TECHNIQUES 
-By Kenniston W. Lord, Jr. The updated third -By Harry Katzan, Jr. Here 's the first easy-
edition of this successful review manual helps to-understand examination of computer 
you make sure you 're fully prepared for the graphics for small computers. It covers in 
current CDP examination. You ' ll find vital detail the most recent advances in color cod-
information on Systems Network Architec- ing and computer graphic technology as well 
ture, microcomputer hardware and software, as their applications and benefits. Among the 
relational data bases, and new management topics explained in nontechnical language are 
theories and practices. Current concepts and the fundamentals of programming, BASIC, 
business of EDP, DP equipment, computer principles of animation, image transformation, 
programming and software, general manage- text graphics, point graphics, and line graphics. 
ment, DP management, quantitative methods, You'll find over twenty practical and ready-to-
and systems analysis and design are all investi- use graphic programs, plus the methodology 
gated. $29.95 paper you need to write your own programs. $18.95 
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Do you have what it takes to make the big 
time in corporate management? Ten 

MIS/dp managers who've made it tell 

Striving to get the boss' job is the 
corporate version of the American 
Dream. Managers of management­
information systems or data pro­

cessing (MIS/ dp) who yearn for the 
big time usually set their sights on 
their organizations' top information­
processing jobs, branching out from 
data processing into data communi­
cations and office automation. How­
ever, if their drive is strong enough, 
they can make the jump to top 
general-management jobs. 

The allure of the executive suite is 
strong for MIS/dp managers. In the 
most recent Computer Decisions 
Salary-Status Survey, more than 40 
percent ( 42.8 percent) of respondents 
said they want to move into general 
management. Fifty-eight percent 
said they'd move to another organi-

how it's done. 

by David Whieldon, Senior Editor 

zation for a greater challenge, and 
45.5 percent would change jobs to get 
more autonomy, authority, or con­
trol. 

Is it realistic for MIS/ dp manag­
ers to dream of climbing the cor­
porate ladder to a perch in general 
management? "The statistics aren't 
encouraging," says Eugene F. Bedell , 
ctirector of MIS for FMC Corp., Chi­
cago. "But MIS/ dp managers with 
ambition, personality, insight, and 
training can reasonably shoot for top 
jobs." Robert L. Crandall, one of the 
I 0 executives profiled below, even 
took a detour from a career in general 
management for a stint in informa­
tion management. The experience 
certainly didn't hurt his climb to be­
come president of American Airlines , 
Dallas. 

MIS/dp managers might even 
have an advantage over others in the 
corporate hierarchy. As information­
processing becomes a pervasive force 

many organizations, MIS / dp 

Photo by Edward Hardin 
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Making It Big 
(Continued from page 77) 

managers are helping each section of 
the organization meet its information 
needs . They could conceivably help 
marketing, research and develop­
ment, manufacturing, or any of the 
individual cells that contribute to the 
functioning of the organism. In the 
process, MIS/dp managers can learn 
how work flows through the or­
ganization. This knowledge can be 
the foundation for a move upward. 

demonstrate broad profess iona l skills 
a nd interests early have an advan­
tage, adds Robert Ha lf, who runs a n 
executive-search firm in New York 
City. "Management selects future 
executives well in advance, based on 
maturity, education, a ttitude, and 
the ability to get a job done," he says. 

there . Others started in general man­
agement, engineering, or even sales in 
one case, entered the information 
specialty through a side door, and 
then moved up . Several have made 
excursions back and forth between 
support and line functions. Those 
who rose to top general-management 
jobs expanded their jurisdictions be­
yond MIS / dp to administration of 
production, communications, facili­
ties, a nd personnel. Some experts believe the oppor­

tunities for MIS/dp managers are 
best in financial or service organi­
zations, which are more dependent on 
information than are other organi­
zations. "Movement from informa­
tion management to the executive 
suite is more likely to happen in com­
panies that fashion 'products' from 
information," says Herbert Hal­
brecht, head of an executive-search 
firm in Stamford, CT. Managers who 

There are ma ny routes to the top, 
as demonstra ted by the careers of I 0 
MIS / dp managers who've made the 
big time. Some got into MIS / dp 
through programming and systems 
analysis and worked upwa rd from 

There's no success-guaranteed for­
mula , but certain professional and 
personal attributes are essential for a 
bid to win a top job, say experts . 
Broad knowledge of your organi­
zation's operations is one necessary 
trait. Business experience is vital. 
Good contacts, well-placed mentors , 
and advanced study or degrees will 
help . You must delegate responsibil­
ity for technical details, adds Eph-
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Bonanza for women managers? 
Growth opportunities abound in the ogy, her undergraduate alma mater. sometimes seeks out women scien­
world of corporate information pro- At Standard Oil , she administers an tis ts and technicia ns for manage­
cessing, perhaps more so than in annual budget of $400,000, super- ment positions." 
other fields. The chances for ad- vises three employees, and operates The opportunities for advance­
vancement also appear to be more a system based on an I BM Sys- ment are good in a large company 
equitable for women . tem / 34. like Standard Oil , which ranked 

In the latest Computer Decisions One of Kaminecki 's major pro- I 0th on the 1982 Fortune 500 list. 
Salary-Status Survey, I 0 percent of jects was building a n information "Some dp managers here are more 
the responding MIS/ dp managers system to help management cope managers th a n technicians, and 
were women, up from 6 percent in with the risks for employees of ex- managers from other departments 
the previous year. When executives posure to hazardous substances. Us- sometimes ma nage dp," she reports . 
like Donald P. Kelly of Esmark and ing the same database, she's pre- Kaminecki hopes to work her way 
Robert Crandall of American Air- paring safety literature for custom- upward through the ranks: "There 
lines were coming up through the ers on hazardous products sold a re a lot of opportunities here." 
ranks, women occupied far fewer under the Amoco name. "The job Kaminecki a nd managers like her 
positions in information manage- requires strong technical skills," she might choose as their role model E. 
ment. But as today's young MIS / dp says. But Kaminecki is not strictly a ancy Markle, vice president of in­
managers advance in the corporate technical expert. She is responsible formation services at the Federal 
hierarchy, a greater percentage of for the project's budget and or- National Mortgage Association in 
them are women. ganization, which a re purely mana- Washington . Markle started as an 

Take Sharon Kaminecki , director gerial functions . instructor at I BM, moved into pro-
of information systems for the Envi- Kaminecki has detected little dis- gram ming and systems design, and 
ronmental Affairs and Safety De- crimination in what she describes as then made the transition from tech­
partment of Standard Oil Co. (lndi- a male-dominated company. "Some nician to manager on the way to 
ana), in Chicago. After earning men feel uncomforta ble about the making it big . But then , Markle's 
bachelor's and master's degrees, she presence of women managers ," she rise can be a n inspiration to all 
worked as an editor, programmer, says. "But my supervisors have been yo ung line ma nagers with an eye on 
and systems designer for four years very helpful. Standard Oil is sensi- the corporate High Sierra , male and 
at the Illinois Institute of Technol- tive about equal opportunity and female alike. 
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Making It Big 
(Continued f rom page 78) 

raim R. McLean, an associate pro­
fessor at the University of California 
at Los Angeles' Graduate School of 
Management. But above all, you 
must have the will to make the climb 
and accept the heavy responsibilities 
that come with high-level jobs. 

Whatever the patterns and the 
strategies, the stories of these 10 
managers yield advice th at could 
prove valuable as you set out for the 
top. 

Kelly of Esmark 
As president and chief executive 

officer of Esmark Inc., Donald P. 
Kelly is one of the most successful 
executives who started in MIS/ dp. 
Esmark, a food-processing and 
consumer-products conglomerate, 
had sales of $3.3 billion in 1982. It 
was No. 117 on the Fortune 500 list 
for that year, but is sure to move up 
on the list when its recent acquisition 
of rival Norton Simon Inc. is com­
plete. 

When Kelly started his career in 
1946, data processing as it is known 
today didn't even exist. Kelly was in­
volved in the processing of numbers, 
however, as a manager of tabulating 
at the United Insurance Co. of Amer­
ica, Chicago. 

In that job, which he held until 
1951, Kelly might have been called a 
pre-dp-er. He started tabulating as a 
student: "At that time, if you had no 
other abilities, you were relegated to 
the 'tab room' to do rudimentary 
tasks with punchcard equipment." 

At the time, the first computers 
were being deployed in industry, and 
Kelly foresaw an opportunity. He 
joined A.B. Wrisley Co. as data­
processing manager, and then moved 
over to Swift & Co., a meat pro­
cessor, in the same capacity. He was 
promoted to assistant controller at 
Swift in 1953. During the next 15 
years, Kelly moved up the ladder, 
starting with a promotion to control­
ler, moving to vice president for cor­
porate development, and landing on 
the board of directors as financial 
vice president in 1968. 

When Esmark, a holding company 
of \.\. hich Swift is a major element, 
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was formed in 1968, Kelly was 
named fin ancial vice president and 
director , then president and chief 
operating officer, and finally presi­
dent and chief executive officer. He 
recently added the title of chairman 
to his portfolio. 

Kelly's road to the top has been 
long, and each step upward corre­
sponded to a new opportunity, he 
says. "To aspire to general manage­
ment, you have to see more than the 
technical side of your job," he says. 
"If you become a supreme technician , 
you're probably not broadening your 
knowledge. You might look up one 
day at 40 or 45 years of age believing 
that no one's ever offered you oppor­
tunities to advance. But the truth is 
you've never sought opportunities." 

Early in his career, one project at 
Swift helped Kelly gain upward mo­
mentum. "We had to install 28 data 
centers over the whole spectrum of 
the business , worldwide. I worked 
with manufacturing people, sa les 
people, and marketing people. I en­
countered managers and situations 
I'd never have been exposed to under 
any other circumstances." 

Donald P. Kelly 

That special experience gave him a 
rare opportunity to learn by listening, 
says Kelly. "Just listening, instead of 
always talking about equipment and 
software, broadens dp managers so 
that they become more acceptable to 
general business managers," he con­
tends. This strategy will also ac­
quaint you with the other members of 
the corporate-management team, he 
says. Like other highly specialized, 
technical disciplines, MIS / dp tends 
to become insular. Kelly warns: "All 
the brains in the world aren't in dp!" 
Get out into user departments, he ad­
vises, join professional organizations 
outside dp, and take positions in other 
departments if they give you power to 
participate. 

Ultimately, each step toward the 
top should put you in a better position 
to take advantage of opportunities­
and the occasional lucky break, says 
Kelly. "I've been very fortunate and 
successful, and I'm not sure which 
item came first." I nevi ta bly, there 
will be failures , he adds: "Most of the 
setbacks you encounter are the result 
of overexpectation. Think of setbacks 
merely as part of the learning pro­
cess." 

Crandall of 
American Airlines 

Robert Crandall's formula for suc­
cess is a bit unusual , but it demon­
strates the value of experience in in­
formation management. Crandall's 
career began with stints at Eastman 
Kodak, Hallmark Cards, and Trans 
World Airlines in various financial­
management positions. He went into 
information management at TWA as 
a vice president of systems and data, 
and stayed in that job for six yea rs 
before returning to finance at Bloom­
i ngdale's , the New York depart­
ment-store chain . He joined Ameri­
can Airlines as a senior vice president 
of finance in 1973, moved to vice 
president of marketing, and has been 
president since i 980. 

Airlines can't operate without their 
computers. "Bob's always had a very 
strong grasp of how automation can 
help a company grow and improve," 
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VAX track to hardware freedom. 
You know about the many portable pro­

gramming benefits of UNIX™. You're also 
keenly aware of your company's extensive 
investment in VMS software. Now you can 
take advantage of both and be hardware inde­
pendent, too. Because now there's EUNICE. 
A Clearly, the way to go. 

EUNICE provides a machine transparent 
medium that allows your programmers the 
freedom to operate in any one of three 
environments: VMS, UNIX, or integrated 
VMS/ UNIX. They can switch modes at any 
time , depending on application . And through 
EUNICE, they can also take advantage of a 
wealth of available UNIX-based software . 

EUNICE comes with the full Berkeley 4 .1 
BSD UNIX environment which includes the 
high level languages of C , FORTRAN 77, 
LISP, Pascal, and Franz LISP. You also get 
standard UNIX networking software. Plus, 
Source Code Control System - a powerful 
facility that provides a completely controlled 
program development and documentation 
environment. 
A We keep you on track. 

Vvbllongong is a full-service organization 

dedicated to the advancement of UNIX. As 
such , we're quickly becoming recognized as 
The UNIX Authority. We sell more UNIX­
based software to the 32-bit minicomputer 
market than anyone else. And back it with the 
widest range of support services available. 

Services like personalized client consultation ; 
system-level design; fast , efficient installation; 
on-site training and fu ll documentation. We 
also provide a wide variety of options to 
enhance the efficiency of your VMS/ UNIX 
system. Options like RM/ COBOL, a high-level 
implementation of the ANSI 74 COBOL stan­
dard for efficient execution of COBOL business 
applications. Or IP/ TCP, the new Department 
of Defense protocol that allows two or more 
host computers to communicate within a pre­
defined environment. 

A Over 300 VAX sites already free! 
They know the fastest track to independence 

lies with EUNICE. Because they've joined the 
growing list of satisfied Wollongong customers. 
To find out how you can enjoy hardware 
freedom , mail the coupon today, or call our 
toll-free number: 800-USA-UNIX. In Califor­
nia , call: 800-962-UNIX. 

The Wollongong Group, Inc. 
1135A San Antonio Road 
Palo Alto, CA 94303 
Tel 415-962-9224 CD 1/84 

OK, I'm ready to declare my hardware in ­
dependence. Please send me all the details. 

Name 

Title ____________ _ 

Company 

Address 

City -------------

State _____ _ 

™UNIX is a trademark of 
Bell Laboratories. 

WOLLONGGNG 
The UNIX Authority 
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Robert L. Crandall 

says a colleague. "Almost from the 
very day he came to American, he 
began to employ computer systems to 
better manage the marketing side of 
our business." 

Crandall gets credit for enhancing 
American's computerized reserva­
tions system, called Sabre. Travel 
agents use terminals connected to the 
system to make reservations for a 
number of airlines. But Crandall 
expanded it to produce more deci­
sion-making data for American, 
more booking services for customers, 
and accounting functions for travel 
agencies. Sabre gives American a 
subtle competitive edge, simply be­
cause it is linked to the airline's cen­
tral reservations system. (American's 
competitors says this competitive 
edge is unfair , and they've petitioned 
the Civil Aeronautics Board to make 
the system more equitable to a ll com­
petitors .) 

Bedell of FMC 
Eugene F. Bedell's career offers 

proof that MlS/ dp, combined with 
an "entrepreneurial spirit ," can be a 
stepping stone toward top ma nage­
ment. Bedell leapt from MIS onto the 
board of directors of his last em­
ployer, Iowa Beef Processors Inc. 
In 1978, he joined FMC Corp., a 
Chicago-based manufacturer of in­
dustrial, transportation, and defense 
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equipment with about $3.5 billion in 
sales last year, as director of MIS . 

Bedell got into MIS/dp via sales. 
After graduating from Brooklyn 
Polytechnic Institute with a degree in 
industrial engineering, he sold time­
sharing services for Interactive Data 
Corp. in 1968 . From that job, he 
moved to Morgan Stanley & Co., 
a Wall Street bank and brokerage, 
running the corporate-finance-sys­
tems group. These jobs not only gave 
Bedell an education in programming 
and systems, but also provided valua­
ble sales and general-business experi­
ence . "I was exposed not to just 
one company, as I might have been as 
a programmer , but to 100 com­
panies," he says. " What I've learned 
about sales has helped me sell my 
ideas to management." 

A knowledge of sales probably 
made the transition into general 
management a little easier for Bedell. 
From Morgan Stanley, he was hired 
as assistant vice president of MIS at 
Iowa Beef Processors Inc., overseeing 
70 employees. Bedell rose rapidly at 
Iowa Beef, being na med one of two 
group vice presidents and a member 
of the board of directors . He also had 
a seat on the corporation's executive 
committee. When he left to join 
FMC, Bedell 's group accounted for 
$1.4 billion in annual sales. Bedell re­
mained on the board for three years 
after he joined FMC. 

His rise at Iowa Beef was not due 
to his expertise in M IS / dp, says Bed-

Eugene F. Bedell 

ell. Rather, he attracted the notice of 
the company chairman because he 
tried to understand the whole cor­
poration's business. Currier Holman, 
the chairman, gave him a solid 
grounding in no-nonsense general 
management, says Bedell. 

Moving over to FMC was a career 
homecoming of sorts for Bedell. He's 
working for a manufacturer of indus­
trial goods-he has an undergraduate 
degree in industrial engineering­
and he's back in M lS/dp. Bedell ad­
ministers a budget of $100 million 
and a gamut of information services 
taking in telecommunications and a 
corporate-information center as well 
as data processing. 

Bedell's career also demonstrates 
the value of advanced academic de­
grees. Bedell has a master's degree 
and a Ph.D. in industrial engineering, 
and he believes they've helped. 

Peterson of 
Security Pacific 

It's been said that politics is the art 
of human happiness. DuWayne J . 
Peterson heartily endorses that no­
tion . Peterson is executive vice presi­
dent and administrator of the Auto­
mated Data Processing Group at 
Security Pacific National Bank, Los 
Angeles . Political acumen was es­
sential to his rise , he says. "You have 
to play politics to your advantage," he 
advises. "That's a turnoff for some 
managers, but it's a way to get where 
you're going. Politics is getting things 
done through other people. You ' ll 
probably never achieve your goals if 
you don't learn when to play hardball 
and when to bend." 

Peterson believes that an executive 
can't perform well if he or she isn ' t 
well-connected . Managers should es­
tablish a power base below them, but 
also curry favor in high places, he 
says. "It's a good idea to get plugged 
in as high as you can," he says. "Then 
you'll have someone on your side 
when you're attacked by rivals. 
You 'd better understand that, deal 
with it, and enjoy it. It's part of being 
a manager." Peterson delivered these 

(Continued on page 86) 
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NETWORKING VS. NOTWORKING: 

ANNOUNCING 
THE NET RESULTS. 

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

you gain more power instead oflosing it. 
Our broadband bus offers more flexi­

bility. So you can add more users when­
ever and wherever you want. 

By adding microprocessor-based 
workstations and CP/M-86, SyFAnet 
gives you more functionality, too. You 
can upgrade easily without costly 

~~-~--r--=-----:~~-- convers10n, 

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

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

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

. integrated, and built upon a foundation 
of proven hardware and software. 

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

because our software 
remains the same at all levels. 

And while you might get confused 
by the flurry of message traffic in the 
office, SyFAnet never does. Its unique 
version of collision avoidance means 
data doesn't get lost in the shuffle. 

Because business doesn't stop at 
borders anymore, SyFAnet was designed 
with the whole world in mind. SNA and 
X.25 capabilities connect you to main­
frames and networks around the world. 

SyFAnet. Ready to solve your net­
working problems today and tomorrow. 
It's the network that works. 

For more information, write or 
call today. 

IP/A\® ComputerAutomation® 
~ ~ Commercial Systems Division 

1800 Jay Ell Drive I Richardson, TX 75081 
(214) 783-0993 /TLX: 4630023 

' CP/M -86 is a registered trademark of DIGITAL RESEARCH. INC. CIRCLE 46 
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THENEW924 
THE TELEVJDEO 

SUCCESS 5TORY 
(CONT1D) 

From the time it was founded, Tele Video has combined the best innovations in technology, 
design and quality of manufacturing to bring you a superior terminal. Now with the new 924 
we've built in comfort and productivity features that leave the other manufacturers in the 
dark. The result is everything you've wanted in an advanced terminal. 

The 924 is comfortable, with a tilt and swivel non-glare screen. Its lightweight, low profile 
keyboard fits your fingers naturally. Our 32 programmable, non-volatile function keys turn 
often used instructions into simple one button commands to maximize your programming 
throughput. Extra display features include full screen editing, character and block graphics, 
definable scrolling regions plus 32 character-by-character visual attributes. 

There's more. The 924's logical attributes define protected and unprotected regions for 
maximum efficiency and accuracy in down-loading forms . And, standard one-page or 
optional four-page memory gives you plenty of off-line work room. 

If you don't need the full power of the 924, try our 914. It has all the design advantages 
of the 924 and is the superior terminal in its own class. It just costs less. And like all 
Tele Video terminals, both are backed nationwide 
by General Electric Instrumentation and Computer 
Service Centers. 

Whatever your application, in terms of reliability, 
serviceability, performance and price, nothing 
measures up to TeleVideo. And nothing succeeds 
like the 924! 

Ca ll us at 800-538-8725 fo r more in fo rmation (in 
Ca lifornia ca ll 408-745-7760) or contact your nearest 
TeleVideo offi ce : 
Ca li fornia/ Santa Ana . 
Ca li fo rnia/ Sunn yva le . 

. .. 714-557-6095 

Georgia/ Atlanta . . ......... . 
. ... 408-745-7760 

. . 404-399-6464 
312-351-9350 

. ..... 617-668-6891 
. 201-267-8805 

Illino is/ Chicago Area 
Massachusetts/ Boston . 
New York/ New Jersey . . 
Texas/Dallas . . ... . . . .. . . ... 214-980-9978 

France/ Paris . . ..... 33-1-687-3340 
United Kingdon/ Woking, Surrey . . .. 44-9905-6464 

-~ 

TELEVIDEO® TERMINALS 
0 ., TeleVideo Systems, Inc. 
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comments at the September confer­
ence of the Society of Information 
Management in San Diego. 

According to Peterson, managers 
must prepare both themselves and 
their bosses before they can move up­
ward. He outlines several key steps in 
this process: First, MIS/dp managers 
must let go of their technical know­
how. Too many managers use their 
technical knowledge as a "security 
blanket," he says. "You must learn to 
speak and write clearly," he says . 
"You can't communicate using jar­
gon." For Peterson, that meant trans­
cending his background in industrial 
management. After graduating from 
the Massachusetts Institute of 
Technology, in Cambridge, in 1955, 
with a bachelor's degree in indus­
trial management, Peterson worked 
at Ford Motor Co. as a systems man­
ager, and at Honeywell Inc. helping 
to design and market computer 
systems. 

In 1970, he moved to Citibank as 
vice president of systems develop­
ment and data processing. He held 
that job for three years before moving 
to RCA Corp. as staff vice president 
of management-information systems. 
He joined Security Pacific in 1977. 
Peterson also has an MBA degree 
from UCLA. 

As the bank's top information­
processing executive, Peterson is re­
sponsible for data processing, elec­
tronic banking and funds transfer, 

DuWayne J . Peterson 
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and telecommunications. His group 
comprises 3,200 employees, and has 
a yearly budget of more than $100 
million. But he also sits on the bank's 
corporate-policy board, a position 
that expands his influence beyond the 
information arena. 

He couldn't have risen to such 
heights at Security Pacific without 
prepating for his own succession, says 
Peterson . "Train the people working 
for you," he advises, "test them as 
managers . One of the best moves you 
can make is to build up their manage­
ment skills and promote them . 
You're preparing the organization 
for your own promotion by doing so." 

Of course, MIS/dp managers also 
have to demonstrate their credibility 
to top management. "You've got to 
run a no-surprises operation," he 
says. "Even if you take risks with pro­
jects, you have to demonstrate that 
you're in control- that you can put 
together budgets and processes and 
make things happen when you say 
they'll happen." 

Jones of 
Norfolk Southern 

Tying your fortunes to a railroad in 
this day and age may seem like a bad 
move. However, the strategy has 
worked pretty well for Jack L. Jones, 
executive vice president for adminis­
tration at Norfolk Southern Corp., 
Norfolk, VA- the new transporta­
tion holding comprising the former 
Southern Railway Co. and Norfolk & 
Western Railway Co. In 1982, Nor­
folk Southern had revenues of $3 .5 
billion, the highest net income- $41 I 
million- among the nation's tran­
sportation companies, and a 17 per­
cent growth rate- tops among the 
transportation brethren. That's not a 
bad record in an industry that's sup-

posed to be sidetracked . 
Like a small but growing number 

of MIS/dp executives, Jones has ex­
tended one foot into general manage­
ment. (His latest promotion came a 
little more than a year ago.) He over­
sees everything from Norfolk South­
ern 's MIS facilities, which have an 
annual budget of about $36 million, 
to photocopiers to the corporation's 
medical departments, personnel man­
agement, and labor relations. 

Jones attributes his rise to general 
management in part to a team-player 
outlook. "Even though my technical 
background is quite strong, I consider 
myself a railroad manager first and a 
computer technician second," says 
JOnes . "Outside of MIS, I speak in 
one- and two-syllable English words . 
It's one of the primary skills a man­
ager must have to relate to key pl~y­
ers in the corporation." 

Thus, even though his background 
is technical , Jones fervently believes 
in plain-sense dealings with users. He 
deploys task forces that comprise 
users as well as technicians to accom­
plish specific objectives. All members 
of the team, from the working levels 
of departments, sit down together 
and "walk through" the project, 
whether it's an automated rail yard, a 
word-processing system, or an elec­
tronic-mail setup. "We meet every 
week or two to assess progress and 
problems," says Jones . "And yes, we 
expose MIS problems at these 
meetings- everything is open, hon­
est, and up-front with the users." As 
a result , users regard MIS as a mem­
ber of the team , worthy of trust. 

Many management experts believe 
MIS/dp professionals hurt their 
chances to rise by insisting on 
"elegant" technical solutions. Jones 
advises against such an approach. 
Getting the job done must be the be­
all and end-all. "You have to apply 
common sense and business judg­
ment. I look for simple solutions to 
problems. My question always is, 
'What is the least I can do to accom­
plish a goal ?' Then when you tie pro­
cesses together, you don ' t have to un­
bolt and unbend too much metal." 

Jones' career in information-pro-
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Radio Shack's YRS-XENIX™ 
Multi-User Off ice System 
Is Now Better Than Ever! 
Now the TRS-80® Model 168 is available with a 
self-contained floppy disk and 15-megabyte 
hard disk system! And with its superior 
16/32-bit technology, 256K memory and 
TRS-XENIX operating system, the new 
Model 168 lets you create the most af­
fordable three-user system ever. With 
two of our DT-1 Data Terminals, it 's just 
$8397. 

Truly Multi-User 
Just add our ready-to-run interactive soft­
ware for accounting, general ledger, in­
ventory, payroll and more. Files can be 
shared by all users in the system, or 
restricted to certain users only, as you de­
termine. Everyone in the system can share 
the same peripherals, too-from printers to 
plotters to modems. Add our 3-User RS-232 
Card and three more terminals and give six 
people in your office the power of the 
Model 168 (requires 768K memory). And 
since this is a true multi-user system, your 
office staff won't lose time while waiting to 
use the computer. 

Write Your Own 
Multi-User Programs 
Want to develop multi-user application pro-

r.. 

grams specifically for your business? Then add Radio Shack's 
TRS-XENIX Development System (26-6401 , $750.00). Derived from 
Western Electric's UNIX'" operating system, TRS-XENIX features 
the flexibility and power of the C language, one of the most useful 
languages for writing multi-user application programs and utilities for 
research and business uses. It's the perfect system for developing 
numerical, text processing and data base management programs. 

See It Today 
Find out more about the TRS-XENIX Multi-User System at your 
nearby Radio Shack Computer Center, participating store or dealer. 
Ask about our leasing, service and training plans, too. 

! 
' i 
I 
' 
' 

Only $290 ~~nth 
On Our Commercial Lease 

(Plus Applicable Use/Sales Tax) 
Price does not include required RS-232 cables. 

~---------------------, 

I NEW 1984 TRS-80 CATALOG! Send for your free copy. I 
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Mail To: Radio Shack, Dept. 84-A-554 I 

300 One Tandy Center, Fort Worth Texas 76102 I 
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Prices apply at participating Radio Shack stores and dealers. XENIX is a trademark of 
Microsoft Corp . UNIX is a trademark of Bell Laboratories. 
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Jack L. Jones 

cessing began when he was "plucked 
up" by the U.S . Air Force in 1951 . 
He arrived in time to help assemble 
and test the first Univac computers, 
in Philadelphia. In that job, he 
worked with programming pioneer 
Grace Hopper in software devel­
opment, a nd completed two yea rs of 
graduate study at MIT. 

After leaving the Air Force, Jones 
worked for the Automotive Engineer­
ing Division of Chrysler Corp. From 
that job, he moved as a civilian to the 
Air Force's Air Materiel Command, 
where he helped develop a common 
programming language for the IBM 
705 and Univac 1105 computers . 

In 1963, Jones moved from the Air 
Force to Southern Railway. Among 
his accomplishments for the railroad, 
he led early efforts to use minicompu­
ters to automate rail yards . Produc­
tivity in the yards rose by 40 percent 
after the systems were installed . In 
all, Jones' group helped to automate 
38 rail yards . It also installed a 
system that provides dispatchers with 
graphic representations of the sched­
ule for the next six to eight hours, and 
suggests alternative routes. 

When Norfolk Southern was 
formed , Jones was charged with inte­
grating Southern's decentralized 
data-processing operations with Nor­
folk & Western 's centralized oper­
ations . It was an "interesting chal­
lenge," he says. 
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Umbaugh, Southern 
California Edison 

One way MIS/ dp ma nagers can 
arrive in the executive suite is via 
strategic planning, as the careers of 
Robert Umbaugh, of Southern Cali­
fornia Edison Co. , in Rosemead, and 
George M . Perry of Investors Div­
ersified Services Inc., Minneapolis, 
demonstrate . Umbaugh was given an 
opportunity to display his abil ities on 
one very large project. His per­
formance boosted him into position 
as vice president for administration 
of the nation 's eighth-largest public 
utility . 

The project was nothing short of 
remaking the dp operation . "When I 
joined Edison [as an executive assis­
tant in 1971] it was at the bottom of 
the pile in regard to strategy," Um­
baugh recalls . "My first job was to 
lay out the dp department's first mas­
ter plan . Developing and executing 
the plan set me and my colleagues 
apart from those who had gone before 
us ." 

In his current position, Umbaugh 
oversees about 2,400 employees in 
dp, facilities management, security, 
procurement and warehousing, fleet 
operations , and administrative ser­
vices, with an annual budget of about 
$140 million . 

A graduate of Penn State Univer­
sity with majors in biology and 
English , Umbaugh got into Fortran 
programming by accident at 

Robert Umbaugh 

AT&T's Bell Laboratories. He got 
the job when an abbreviation of 
"English," referring to his academic 
degree, was mistaken for "engi­
neering." After leaving Ma Bell , he 
did a stint as manager of technical 
training at the Redondo Beach, CA, 
branch of TRW Corp. From TRW, 
Umbaugh went to Computer Usage 
Co., which he says was the first soft­
ware house incorporated in the 
United States. 

Umbaugh is another believer in the 
principle of technology transcend­
ence. "Managers should concentrate 
on using technology for business pur­
poses, not for its own sake," he says. 
"In fact, dp is about the only func­
tional specialty where you can get 
away with this mistaken attitude." 

"MIS/dp managers with 
ambition, personality, 
insight, and training can 
shoot for top jobs." 

Bedell, FMC 

At the stops along his career path, 
says Umbaugh , he picked up valu­
able technical knowledge and experi­
ence. But he never let them eclipse 
the communication skills he learned 
in his undergraduate English studies. 
"There's no substitute for writing and 
speaking well if you want to move 
up," he says, "and oral presentations 
are most important." 

How can managers immersed in 
highly technical work maintain a 
broad perspective? Umbaugh has a 
simple strategy: Read . "I'm di s­
appointed in persons who stopped 
reading when they left college ," 
Umbaugh says. "If you don't read, 
you must depend solely on personal 
observation . So you can't grow very 
much. " 

If he could do it all over again, says 
Umbaugh, he'd learn more about 
finance, which he believes all manag­
ers must master. He studied finance 
in postgraduate courses and read up 
on capital needs, cash flow , value 
analysis , and leverage. (Con1inued ) 
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Ours has Automatic and 
'fransparentRestore. 

We like to think of our software as 
innovative and non-traditional. It is. 

Our new subsystem, Intelligent 
Transparent Restore (IXR) , working 
under our ASM2 software, provides 
you with the ability to archive more 
data and to access it automatically. 

Intelligently, as it were. 
Because you can submit a job or 

issue a command which accesses an 
archived dataset without the imposi­
tion of manual processes. 

You'll find that IXR intercepts the 
desired reference to an archived data­
set, performs a restore in real-time 
and the job or command processes 
normally. 

That's fast and smart. 
IXR not only provides the S213 inter­

cept, but also intercepts for VSAM 
Open and Dynamic Allocation. 

As mentioned, we design intelligent 
software. 

But that's not all. We also provide job 
and step level staging for archived 
datasets. And IXR inhibits execution 
until all restores are complete and then 
reschedules the job automatically. 

For further information on the 
ASM2 subsystem, IXR, please write or 
telephone Mr. Shawn McLaren direct: 
(415) 941-4558. 

After all, who says you can't teach a 
software system new tricks. 

Woof. 

Tie CambridlJO &ystelll'l Croup ~ 
24275 Elise, Los Altos Hills, CA 94-022, U .S.A. , 
(415) 941-4558 • Telex 357437 

London Paris Munich 
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Perry of IDS 
George M. Perry, corporate vice 

president for strategic planning and 
development at Investors Diversified 
Services, Minneapolis, also worked 
his way into the executive suite as a 
planner. "Top management believes 
dp managers are limited by a bac~­
office perspective," he says. "But 1f 
managers in MIS/dp do their jobs 
right, they do a lot of strategic plan­
ning. They're already conditioned to 
think strategically, so they're good 
candidates for jobs close to the nerve 
center of the corporation." 

Perry concedes that this route to 
the corporate staff doesn't exist in 
some organizations . However, in 
computer-dependent corpora t i~ns 
like IDS, it's wide open. IDS, which 
is scheduled for acquisition by Amer­
ican Express Inc. (New York) this 
quarter, is a securities and financial­
management company with sales last 
year of more than $1.2 billion and 
nearly 2,000 employees. 

Perry joined IDS as vice president 
for information systems in 1979 and 
was promoted to his current position 
in 1983. He's stayed in insurance and 
finance throughout his career, start­
ing as a programmer at Travelers In­
surance Co. in 1965 . Perry recalls his 
superiors saying to him: "We don ' t 
know what a programmer is, but how 
would you like to be one?" Before 
leaving Travelers as a second vice 

George M. Perry 
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president, Perry set up a nationwide 
financial network, which was a pio­
neering project. 

In 1970, Perry made a brief excur­
sion into "fast insolvency," starting 
an automated-typesetting company. 
His next move was to Equimatics, a 
software house established by Equit­
able Life Assurance Society, New 
York. Next, as vice president of dp, 

"There's no substitute for 
writing and speaking 
well. Oral presentations 
are most important." 

Umbaugh , So. Calif Edison 

Perry helped make Home Insurance 
Co. a leader in database utilization 
"before the industry realized its po­
tential." He implemented an early 
distributed-processing network there 
in 1975. 

Perry believes aspiring executives 
must have the courage to take risks, 
within reason, of course. "Always 
volunteer for new assignments," he 
says . "Be willing to experiment. If 
you trust your employer, take on new 
projects without worrying about ho~ 
they will affect your current am~1-
tions and political power. A certain 
percentage of these experiments will 
bomb, and you should prepare for 
that possibility. When you succeed, 
your work will attract the favorable 
attention of management." 

Perry's list of former employers be­
lies a certain stability in his career, 
he says . He believes any manager 
hoping to move into general manage­
ment must stick to an industry, not so 
much a specific company. "You real­
ly lose out by hopping from industry 
to industry," he says. "You don't 

build up good business credentials. 
Being a generalist is fine, but you've 
got to stick to a framework. It's better 
to work for three banks than a bank, 
an aircraft manufacturer, and an oil 
producer." 

Kahn of 
Goldman Sachs 

Alan D. Kahn would undoubtedly 
dispute Perry's belief in the industry­
specific career. "Sometimes I think 
I've had too many jobs," muses Kahn, 
who is vice president of systems and 
computing at Goldman Sachs & Co. 
(New York), a major bond under­
writer. "But then, it doesn't seem to 
have hurt me!" · 

Kahn has jumped from one "won­
derful experience" to the next during 
the last 23 years. After college, the 
Army, and odd jobs, Kahn joined a 
subsidiary of the Rand Corp., that 
had been set up to automate the U.S. 
Air Force's Strategic Air Command, 
as a programmer trainee. The year 
was 1960. When the project was fin­
ished, Kahn had risen to systems 
manager , but he decided to try some­
thing new. He joined Trans World 
Airlines in New York as a senior pro­
grammer. There, he learned abo~t 
flight operations and data communi­
cations, eventually moving into mid­
dle management. 

In 1966, Kahn moved to Citibank, 
New York, to set up the bank's first 
online, multi-host system for han­
dling securities purchasing by cus­
tomers. After four years at Citibank, 
he left to found a small consulting 
firm with two partners, selling service 
packages. A few years later, Kahn 
began a stint on Wall Street as head 
of systems and development, and lat­
er head of operations, at The Depos­
itory Trust Co., a New York-based 
"utility" founded by the Securities 
Industry Automation Association . 
The Depository helps to eliminate the 
logjam of paperwork in the "back 
offices" of brokerage houses by auto­
mating security-ownership records 
and bookkeeping. 

Moving uptown to the New York 
Daily News, Kahn became vice pres­
ident of dp, the first, he says, of any 
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A 
unique company dedicated to the development and 
enhancement of UNIX• software and support regard.­
less of host hardware! This was the concept pioneered 

by The Wollongong Group in 1980. The year it introduced 
the 32-bit UNIX-based operating system for the Perkin-Elmer 
3200 Series. 

'~16Ef 1dS first 
UNIX utility 
company. 

Since then , we have continued to develop and market a wide 
spectrum of UNIX software for 32-bit minicomputers . We have 
also gained an enviable clientele from the ranks of the 'Fortune 
1000.' In fact, we have now extended the UNIX utility con­
cept through distribution channels to worldwide markets . 

Today, Wollongong software products not only operate 
under UNIX, but also under DEC's VMS and our proprietary 
EUNICE which provides a transparent link between UNIX 
and VMS on the same host computer. 

System-level packages 
These run under VMS or EUNICE for VAX users , or UNIX 
for PE 3200 users . 
IP/TCP Internet Protocol Transmission Control Protocol is 
the newly adopted Department of Defense standard which 
provides a set of cooperative processes allowing two or more 
host computers to communicate . 
R/M COBOL is a high-level implementation of the ANSI 74 
COBOL standard, designed for efficient development and 
execution of COBOL business applications. Features include 
GSA certified COBOL, Level-2 relative and indexed file 
access methods, plus full arithmetic capability. 
Full Screen Editor supports advanced programming and 
text processing requirements, concurrent file editing, and 
formatting . 

Metaport products 
EUNICE A comprehensive suite of software which provides 
VAX users with the unique ability to merge their native VMS 
environment with state of the art UNIX commands and 
utilities. 
REX Runtime EXecutive provides all necessary interface 
software to allow application -level programs developed 
under UNIX to properly execute with VMS. 

UNIX support services 
Comprehensive seminars are provided for both novice 
and experienced UNIX users. These feature hands-on 
lab sessions as well as classroom presentations. Yearly 
support contracts which extend all the services and sup­
port provided during the initial product warranty period 
are also available. 

Custom products and services 
These include UNIX 'porting', UNIX modifications for 
special applications, custom hardware/software inte­
gration and system performance analysis. 

Plug-in now to the world's first UNIX utility 
company for total service and support. From 
The Wollongong Group, 1129 San Antonio Rd., 
Palo Alto, CA 94303. Telephone 415-962-9224. 
Toll free 800-USA-UNIX (In California call 
800-962-UNIX) . 

VIOLLONGONG 

0 UNIX Is a trademark of Bell Laboratories 
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Making It Big 
(Continued from page 90) 

-

Alan D. Kahn 

newspaper in the country. At the 
News, he was responsible for auto­
mated typesetting, and thereby had 
a hand in the "manufacture" of the 
company's product. But Wall Street 
lured him back when he was sought 
for the Goldman Sachs job. At the 
underwriting firm, Kahn supervises a 
large variety of cpus and peripherals, 
along with 250 employees, and has an 
ann ual budget of about $30 million . 

"There's no single, clear route to 
the top," says Kahn, in a masterpiece 
of understatement. About half the 
computer executives he knows rose 
through the ranks of one organi­
zation, he says, but just as many 
hopscotched their way like he did . 
The route to the top is not important, 
Kahn asserts. Managers who have 
the ambition and mindset to climb 
will be successful. "Don't think of 
yourself as a dp manager. Instead, 
tell yourself that you're a banker if 
you're in banking, a broker if you're 
in a brokerage house, and so on." The 
line where MIS/dp stops and general 
management begins is always 
blurred, he adds, and dp-ers have 
many opportunities to get more in­
volved with the business side of their 
companies. 

MIS/dp managers should think of 
themselves as pure managers. "Be­
lieve that you can do the job, that you 
can change things," he advises. Top 
management longs for candida Les 
willing to take responsibility and get 
the job done. "Executives are glad to 
find someone who's strong," he says. 
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Vetter of Illinois 
How important is a track record of 

stabi lity to moving upward? The ca­
reers of Kelly and William M. Yetter 
Jr., manager of the Bureau of In for­
mation and Communications Ser­
vices for the State of Illinois, indicate 
that there's something to be said for 
stability. If ever a manager stuck to 
his last, it's Yetter. He worked for an 
insurance carrier for 23 years and 
then had to be persuaded by execu­
tive searchers to jump ship. 

Yetter sounds like an oral historian 
of dp as he tells of programming a 
Univac I at the Franklin Insurance 
Co., Springfield, IL, in 1958. "You 
couldn't buy software then," he says, 
"you had to build it." From software 
builder, he progressed through jobs 
as analyst, lead ana lyst, and project 
leader. When Franklin established a 
subsidiary to supply dp services to 
outside customers, Yetter headed up 
the marketing effort, with responsi­
bilities equivalent to those of a vice 
president. 

Yetter hoped to be appointed vice 
president of dp, but that promotion 
never came. Nonetheless, from his 
position as head of the service bu­
reau, Yetter delved deeper into the 
work of his company. In addition to 
keeping abreast of changes in 
MIS/dp, he studied the intricacies of 
insurance. Over the years, he's ob­
tained credentials as a Certified Life 

William M. Vetter Jr. 

Underwritei (CLU) and become a 
Fellow of the Life Management In­
stitute (FLMI), sponsored by the 
Life Office Management Association 
(LOMA). He a lso writes CDP after 
his name, to show that he has a Cer­
tificate in Data Processing. 

"You can't begin to learn every­
thing, but it's good to go on," he testi­
fies. "Continued learning shows the 
boss that you have broad potential 
and that you 're putting forth extra 
effort." The CDP certification isn't 
required by any company or govern­
ment agency, but it's part of the foun­
dation of a good resume, he adds. 

Someone else was impressed with 
Yetter's record. Three years ago he 
got a call from the lieutenant gover­
nor of Illinois, who had picked up 
Yetter's name through the state 's 
executive-recruiting program. "I'm 
not looking for a job," protested 
Yetter. "We're not looking for some­
body who's looking for a job," was the 
reply. 

During the next six months, Yetter 
was interviewed by several officials­
and finally by Governor James R. 
Thompson himself. As head of the 
bureau, Yetter holds the top MIS/ dp 
job in the nation's fifth-largest state. 
Yetter's boss reports directly to the 
governor. 

Yetter is responsible for seven I BM 
mainframes- I BM 308X and 33XX 
machines- and an Amdahl Y-8 with 
a total of 110 Mbytes of memory. 
Data-storage facilities encompass 
about 300 disk drives of the I BM 
3350 and 3380 types plus two IBM 
mass-storage devices. This formi­
dable facility handles the information 
needs of about 70 state agencies. If it 
were a commercial service, the State 
of Illinois' data-processing facilities 
would be among the I 0 largest in the 
nation. 

Yetter does a lot more than oversee 
the state's data processing. He is re­
sponsible for voice and data commu­
nications on close to 5,000 video­
display terminals around the state, 
radio equipment, and telephones on 
535 trunk lines. "A lot of exciting 
things are going on in communica­
tions ," he says. "For example, we're 
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How to get top-quality 
printing for your IBM PC. 
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( Qume's SPRINT 11 PLUS™ 

is the smartest choice in a 
letter-quality printer for your 

IBM PC. It's made by one of the 
world's largest suppliers of daisy-

/' 

wheel printers, it offers the highest 
reliability in the industry, and its 

print quality is second to none. All this, 
for substantially less cost than any printer 

1 in its class. The SPRINT 11 PLUS plugs 
right into your PC, prints at 40 cps-equivalent 

to 360 words per minute-and works beauti-
- ~ fully with your IBM PC business software. 
~'-. Including sophisticated word processing 
_...-, packages. So don't take chances on a low-
~ performance printer. And don't 
~ spend more than you need to. Choose 
\,J.... the dependable, premium-quality 

SPRINT 11 PLUS from Qume. It's the 
best printer you can buy for your IBM PC. 

And the best buy in printers. For full details on 
the SPRINT 11 PLUS, contact one of the convenient Qume 
distributors listed. Qume Corporation, 2350 Qume Drive, 
San Jose, California 95131. 
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For your best 
investment in printers. 

Call yournearest Qume distributor today. Making It Big 
United States: 
American Calculator & Computer 
(205) 933-2344 - AL 
Almac Electronics 
(206) 643-9092- WA 
Anacomp (206) 881-1113- CA, UT, WA 
Anthem Systems ( 415) 342-9182-CA 
Bohlig & Associates (612) 922-7011- MN 
Butler Associates (617) 964-5270- CT, MA 
Byte Industries 
(800) 972-5948 (CA Only) 
(800) 227-2070 (Outside CA) 
David Jamison Carlyle 
(213) 410-9250-CA, CO, HI, IL, NJ , TX 
Computers & Peripherals Int. 
(315)476-6664- NY 
The Datastore (609) 779-0200- NJ 
Equipment Resources (404) 955-0313- GA 
Future Information Systems 
(212) 732-3905- NYC 
Gentry Associates 
(305) 859-7450- FL, GA, LA, NC, SC, TN 
Inland Associates (913) 764-7977 - KS 
Inter ACT Computer Systems 
(704) 254-1949- FL, GA, NC 
Kierulff Electronics 
(800) 338-8811- AZ, CA, CO, CT, FL, GA, MA 
MD, MN, MO, NC, NJ , OH, OK, TX, UT, WA, WI 
MA/COM-Alanthus Data 
(301) 770-1 150- MD 
MicroAmerica Distributing 
(800) 431-7660 (MA Only) 
(800) 343-4411(0utside MAJ-CA, MA, TX 
Midwest Microcomputers (419) 782-1115-0H 
National Computers Syndicate 
(312) 459-6400- IL, MN 
Pacific Mountain States 
(800) 272-3222-CA, WA 
PAR Associates 
(308) 371-4140-CO, UT 
PCA Microsystems (512) 654-4711-TX 
PCS, Inc. (214) 247-9946-TX 
Pioneer Electronics 
(301) 921-0660-AL, FL, GA, MD, NC, PA 
Polygon Industries 
(504) 834-7658- LA 
Printer Warehouse (213) 829-5493-(CA Only) 
(800) 245-9812-(0utside CA) 
R.C. Data (408) 946-3800-CA 
Rudor Communcations (212) 245-5509- NYC 
Schweber 
(800) 645-3040- AL, CA, CT, FL, GA, IA, IL, 
MA, MD, Ml, MN, NJ , NY, OH, OK, PA, TX, WI 
Southern Microcomputer 
(305) 621-4237 - FL 
Tek-Aids Industries 
(312) 870-7400- IL, PA, TX 
Terminal Rentals (714) 832-2414- CA 
Terminals Unlimited 
(800) 336-0423-24 Locations 
Tricom (516) 483-9700- NY 
Unico (512) 451-0251 - TX 
Western New York Computer 
(716) 381-4120- NY 

Canada: 
Abac;us Data Services 
(416) 677-9555-0ntario 
Datamex (416) 781-9135-0ntario, Quebec 
DataTech Systems 
(604) 479-7117- Alberta, BC, Ontario 
Data Terminal Mart 
(416) 677-0184- Alberta, BC, Nova Scotia, 
Ontario , Quebec 
Future Electron ics 
(416) 697-7710- Alberta, BC, Ontario, Quebec 
Micro Distributing (604) 941-0622- BC 
Printerm Data (416) 977-1711-0ntario 
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looking at ownership of equipment 
and lines as communications costs 
rise. " These two functions, dp and 
telecommunications, are supported 
by a budget of $80 million to $85 
million a year, says Yetter. 

Sitkin of Aetna 
" I've grown to the point where I 

can make a difference in my or­
ganization, and the company's re­
warded me." With those words, Irwin 
J. Sitkin capsu lizes his career in data 
processing at Aetna Life & Casualty 
Co. (Hartford, CT), where he's been 
working since 1954. In that year, he 
was tapped to be I BM supervisory 
clerk-trainee No. 2. Today he's vice 
president for corporate administra­
tion, a title that embraces both infor­
mation systems and facilities man­
agement. 

Si tkin arrived at Aetna 's Casualty 
Hollerith Department with a degree 
in economics from the New York 
State College of Agriculture at Cor­
nell University. But rather than 
working with combines and culti­
vators, he found himself operating 
sorters anq learning how to program 
the IBM 650, the earliest medium­
scale computer. His first mentor was 
a life-actuarial student who had writ­
ten a casualty-insurance program 
that began a "miracle" for his com-

Irwin J. Sitkin 

pany, according to Sitkin. 
Over the years, clerk-trainee No. 

I, who had appeared on the scene just 
a week before Sitkin, became techni­
cal ly adept, but not so managerially 
competent. Sitkin, on the other hand, 
moved from programming his de­
partment 's computers to a job as 
systems analyst and then into super­
visory and managerial positions. Now 
he oversees about 3,400 employees 
and 20 mainframes of the IBM 
3081 / 3083 family and four Amdahl 
computers. Aetna has a total of about 
40,000 employees and annual reve­
nues of about $15 billion . 

Sitkin is one of those rare execu­
tives who doubles as an MIS/ dp ex­
ecutive and a member of genera I 
management. He was the first man­
ager from dp to be promoted to assis­
tant secretary at Aetna, and he now 
meets with the corporate-manage­
ment committee. He's responsible for 
providing an array of services to the 
carrier's employees. The operations 
he oversees include a print shop, file 
department, a mail service big 
enough to serve a small city, copying 
and facsimile machines, 600 
company-owned and -leased offices 
and the interior finishing of them, 
four corporate aircraft and their fa­
cilities, an auditing department of 
I 00 professionals, and one of the 
largest cafeterias in New England, 
serving 9,000 meals daily. 

In the final analysis, if you have 
the verve and the courage to emulate 
these I 0 executives, you ' re already 
one or two rungs up the ladder. But 
because management may view you 
as a technician , you may find some of 
the rungs above you splintery and dif­
ficult to grasp. It's a long climb, and 
you'll sometimes have to stretch your 
knowledge and abilities to keep mov­
ing. Upward ho! D 
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The Texas Instruments 
makes the best software 



Professional Computer 
perform even better. 
See the difference the TI Professional Computer 
can make with these best--sellers and hundreds 
more software packages. 

Literally hundreds of third-party 
software packages are available 
for the TI Professional Computer. 
So with the TI Professional 
Computer, whether you need 
word processing, accounting, 
spreadsheets, data base manage­
ment or advanced integrated 
programs, the best - and best­
selling - software can help you 
meet virtually every business and 
professional need. But before you 
consider software alone, you 
should weigh one other very 
important point: the better the 
hardware, the more you get out 
of your software. 

It's no wonder critics have 
called it "the optimum 

personal computer." 
Popular Computing 

October; 1983 
The TI Professional Computer's 

outstanding monitor resolution 
and 8-color graphics make best­
selling programs like Lotus 
1-2-3 TM sharper, easier to work 
with. And the fact that you can 
put three times the graphic in­
formation on your screen - in 
both color and monochrome 
- means you'll be able to 
take even greater advan­
tage of the best graphics 
programs. For best-selling 
word processing pack­
ages like WordStar ~M 
Tl's comfortable, 
typewriter-sty le 
keyboard is a 
natural. Anyone 

Our sharp, 8-color graphics give your displays 
even more visual impact. 

familiar with a standard type­
writer keyboard can start to work 
immediately, without re-learning 
key positions. 
Texas Instruments has developed 

forward-looking programs 
to bring you innovative, 
easy-to-use technology. 

One such package is Natural­
Link ™, Tl's exclusive natural 
language interface program. 
N aturallink lets you access 
information from subscription 
data base inquiry 
services, such 
as the Dow 
Jones News/ 
Retrieval® 

service, in plain English. So you 
don't have to memorize special 
codes to get the outside informa­
tion your business depends on. 

Tl's revolutionary development 
of speech recognition is another 
way TI helps you get the most 

from your software. 
Leading third-party software 

suppliers are developing new 
programs to take advantage of 
Tl's speech technology. In early 
1984, with Speech Command7M 
you'll be able to say things like, 
"Inventory analysis, please," and 
have a spreadsheet displayed in­
stantly on your monitor. Voice­
operation will make the TI 
Professional Computer easier 
to use than ever before. 

If you're ready for the best -
and best-selling-programs, you're 
ready for the Texas Instruments 
Professional Computer. Now at 
participating ComputerLand stores 
and independent dealers. For the 
location nearest you, and answers 
to questions about your 
computing needs, call Jj;& 
1-800-527-3500. ~ 

TEXAS 
INSTRUMENTS 

Creating useful products 
and services for you. 

1-2-3 is a trademark of Locus Development Corp. 

Dow Jones News/Rettieval is a regiscered trademark 
of Dow Jones & Company, Inc. 

WordStar is a trademark dMicroPro International C.Orp. 

Narura!Link and Speech Command are trademarks of 
Texas lnstrumencs Incorporated. 

Copyright © 1983 Texas Instruments 
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Plotting against each other within highly competitive 
market niches, corporations are employing brand new 

strategic tools. Tools said to be potent enough to 
displace complacent leaders and boost the fortunes of 

aggressive underdogs. These include such devices as 
portable computers and terminals, point-of-sale 
terminals, automatic-teller machines, database 

management systems, decision-support systems, and 
sophisticated telecommunications equipment. The 

intention is to out-maneuver, out-guess, and 
out-service the competition. And the basic 

component behind all this paraphernalia is, 
of course, information technology. 

That more and more companies are seeing 
the implementation of such technology as the 

way to beat the competition is perhaps the most 
telling indicator that the information age has arrived. 

What's at stake is no longer just enhanced efficiency, 
or productivity, or number-crunching prowess. It's the 

power to realize higher profit margins, increase market 
share, and attain a bigger piece of the action at the 
expense of one's competition, thereby reducing your 

vulnerability to the fickle marketplace. 
"I'm not afraid to say it," declares Gregory L. 

Parsons, an assistant professor at Harvard Business 
School and author of a book tentatively titled: 

Computers and Competition: Winning with New l""'!l~-­
Technology. "The long-term viability of companies in 





businesses such as finance, retail merchandising, and 
publishing will be severely threatened in the next few 
years if they do not exploit the benefits of information 
technology." 

Inherent in such bold predictions is the sense that 
MIS/ dp has finally outgrown its rather tarnished 
reputation for promising more than it delivers. 
Technological breakthroughs that have produced 
cheaper, more powerful, easier-to-use systems have done 
much to help MIS/ dp realize that change. But that's 
not all there is to it-the availability of technology is 
one thing, knowing how to use it is quite another. And 
now, more than ever, corporations are gaining that 
knowledge. They are learning how to apply the 
technology to make a difference-a difference dramatic 
enough to win a bigger piece of the action. 

To be sure, this is a recent phenomenon. To 
appreciate just how recent, one only need scan the 
literature on the subject. 

For example: In 1980, Competitive Strategies (Free 
Press), by Michael Porter of Harvard University's 
Graduate School of Business Administration, was 
published. In that book, Porter describes a number of 
ways in which businesses can gain competitive 
advantages, but he hardly says a word about 
information technology. That is an oversight, Porter 

1 now acknowledges, and in a book to be published 
sometime in the near future, he hopes to set the record 
straight. "In my own mind," he says, "there are two 
ways to overtake a leader. One is to alter the ground 
rules by which the leader enjoys a competitive edge. The 

other is to redefine the boundaries within which the 
leader plays. In either case," Porter adds, " information 
technology can play an important role." 

The leaders may use the technology to maintain or 
enhance their leads, and if the traditional balances-of­
power remain relatively unchanged, then the impact of 
the new strategic tool might be minimal. But if Porter is 
right-if the rout of entrenched leaders can be 
accomplished with the deployment of information 
technology-then the business world really is at the 
threshold of a new age. If, suddenly, those long-standing 
balances are thrown into disarray, if the underdogs are 
suddenly winning where they couldn't win before, and if 
those victories are coming on the heels of a new 
online-system deployment, then the power of those 
systems cannot be denied. It'll no longer be a war just 
of words, marketing savvy, or financial acumen. It'll be 
a war of informa_tion techn~logy. 

Consider this: Can Hertz, which has dominated the 
cir-rental industry for over four decades, be overtaken? 
Number-two-ranked Avis has always said that if tries 
harder. But within the last few months, there's been a 
new twist to that old slogan, with an advertising 
campaign that talks more about whiz-bang technology 
than about cars. 

"Only Avis offers the technological leadership that 
delivers state-of-the-art services like rapid return," 
declares one magazine ad. "It's designed to make car 
renting faster and easier than ever for you . .. . Rapid 
return is the first and only automated self-service 
car-return system in car-rental history." (Continued) 



Technological Catch-Up 
(Co111inued from page IOI ) 

Around the same time that Avis' 
new ads were hitting the streets, Avis' 
president, Joseph V. Vittoria, 
plugged his company at a travel­
industry conference of the American 
Automobile Association in Hong 
Kong. Again , the thrust of the pitch 
was technology. 

"Some of you may have seen our 
rapid-return check-in system at work 
at many of the major U.S. airports," 
Vittoria said. "This stand-alone unit 
handles more than 20 percent of the 
check-ins during peak periods at the 
38 locations where it's now in place. 
You just punch in your vehicle num­
ber, mileage, and gas reading. In 
about 35 seconds, you receive a com­
puted report for your expense ac­
count. There's no need to wait in line 
because, thanks again to Wizard 
(the name given to Avis' online, real­
time computer system, first imple­
mented in 1972), the rapid-return 
terminal already knows all the check­
out details of your rental." 

The roots of such heated-up com­
petition can be traced back to the 
mid- '70s, when a ruling by the Feder­
al Trade Commission allowed car­
rental companies to compete more 
equally for airport business. And an 
article by Carol J. Loomis- "The 
rumble in car rentals"- in the March 
7 issue of Fortune magazine last year 
described just how fierce the com­
petition has gotten. "It's war out 
there in the rental-car business," 
Loomis wrote. 

"Recently in an employee ma iling, 
Avis (No. 2) cartooned Hertz (No. I) 
as a corpulent turkey. Hertz's an­
swering slam: 'Infantile.' At No. 3, 
National, the mood is stern: 'I'll be 
damned if we'll let them take market 
share from us ,' says an executive. 
Budget (No. 4) charged Hertz last 
year with 'sabotaging' an ad cam­
paign, and Hertz has sued Avis, alle­
ging that it 'desperately' stole Hertz 
employees and trade secrets." And to 
compete, they've even tried to top 
each other with free gifts- luggage, 
toasters, TVs. 

The attendant advertising cam­
paigns speak for themselves. "Avis 
announces more free gifts and more 

102 

time to get them." "National Car 
Rental expands free-gift offer." 
"Now you get more free bag and bag­
gage from Budget. " "Hertz beats the 
competition on every level. We beat 
them with gifts if you rent a little . We 
beat them with gifts if you rent a lot 
... " And so it goes. But within the 
fray of such gift-giving wars, as 
Loomis points out, there can be no 
winners. Onl y losers, who would 
squander their profits on a campaign 
with no future . Quality of service 
rather than free luggage is the key to 
long-term success. And in this re­
gard, there is a growing consensus 
that information technology will play 
an increasingly important role . 
Clearly, with the deployment of its 
rapid check-in terminals, Avis has a 
head start in exploiting the potential , 

Being the last bank in California to have 
automatic-teller machines contributed 
to Bank of America' s image as a 
"sleeping giant," says Peter Hill , 
senior vice president of consumer 
delivery systems. 

but as Vittoria noted in his Hong 
Kong speech: "In the not-too-distant 
future, we expect some of the other 
major companies in our industry to 
have state-of-the-art computer capa­
bility." 

He's right. Directly on the heels of 
Avis is fourth-ranked Budget. Over 
the last few years, this company has 
made impressive gains in market 
share with an image and a name that 
price-conscious customers have 
warmed up to. It is to solidify and 
expand upon those gains that Budget, 
within the next three months, plans to 
implement its own automated check­
in technology. 

Executive vice president Clifton 
Haley claims this technology will 
demonstrate "even more dramatic" 
capabilities than the Avis system. He 
is reticent about giving details, but 
when asked what could be done to 
improve on what Avis has, he offers 
several ideas. First, he says, the ter­
minals could be immediately de­
ployed throughout a renter 's en­
tire network of agencies rather 
than just a few. Second, a special slot 
could be created in the machine to 
accept any traveler's credit card. An­
other idea is to give the machine the 
a bility to provide a detailed report of 
each transaction , rather than just a 
cash-register receipt. And yet anoth­
er is to give customers using the ter­
minal the ability to make additional 
car reservations in any city through­
out the country. 

"I have to give Avis credit," Haley 
admits. "The fact that it is the pi­
oneer in using on line technology gives 
it a learning-curve edge. But only 
recently has that become important. 
Five years ago, the technology wasn't 
as good and consumer awareness 
wasn't as great. However, that's 
changed. Now, if we weren't close to 
implementing our own system, we 
would have a serious liability .... 
Avis has done it, but we'll top it." 

Avis, though, shows no sign of 
s tanding still. Speaking in Hong 
Kong, Vittoria outlined his own vi­
sion for the future. "Rapid return will 
eventually be adapted for vehicle 

(Continued on page 106) 
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Midnight. And you wish you would 
be left in the dark. But miles away in 
the DP Department, a misplaced DD 
override, an invalid concatenation, or 
some other equally obscure JCL error 
brought production to a standstill. 

And when the system breaks down, 
it's you or your staff they call up.Which 
usually means getting up and getting 
down there. And after a night like that , 
how productive will the morning be? 

What a waste. If you had the 
JCLCHECK™ program, you wouldn't 
have JCL errors, period. None. Zilch. 
Zero. 

Because the JCLCHECK program 
can catch any and all JCL errors and 
give you complete, on-line JCL valida-

tion and concise error diagnostics. 
Plus complete documentation on a job 
stream or entire production system 
suitable for insertion in the run book. 
And it can operate under TSO, TONE, 
ROSCOE or CMS. 

Imagine, with no more JCL errors, 
your programmers can finally con­
centrate on what you hired them for: 
writing programs. 

So what are you waiting for? 
Send the coupon or call us at (408) 
554-8121 for details. We 'll show you 
how the JCLCHECK program can 
bring your error detection out of the 
dark ages, increase production , 
and eliminate applications backlog. 
And that 'll put you in the spotlight. 
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Thelnterac 
Now it takes even less 

New three-in-one workstation combines word processing, 
graphics and data entry capabilities in a single terminal. 
It also has character sets for eleven national languages. 

High-quality printing for business Graphics created on this color 
correspondence or reports is the terminal can be filed or plotted 
function of this letter-quality printer. on paper or transparencies. 

Innovative new touch screen control 
makes this manager's workstation 
simple to learn and to use. 

An Office Systems Support Team is available for each customer, dedicated 
to on-site consulting, training and implementation assistance. 



tive Office. 
work to do more work. 

New laser printers provide fast text and graphic reproduction in 
quiet, low-cost, desk-top models. Up to 32 character fonts can be 
selected, forms stored and page sizes reduced . 

Reports and summaries can be ready in a matter of minutes, using 
personal or company data bases. Without any programming. 

Powerful, easy-to-use workstations that com­
municate. That's the key to increasing produc­
tivity in The Interactive Office. 

Now executives can stay on top of their 
crowded agendas with calendar functions 
that help to sort priorities and avoid schedul­
ing conflicts . With electronic mail to send 
memos and reports instantly around the office 
or the world. 

We're giving managers the personal com­
puting power they need, with connections 
to the company system for accessing and 
sharing data. And our word processors and 
graphics capabilities let support staffs put 
together impressive presentations and docu­
ments easily, even merging text and graphics. 

Since The Interactive Office is built around 
the powerful HP 3000 family, data processing 
jobs, order entry and accounting become an 
integral part of the overall plan. 

If you'd like to see your company do more 
work more easily, call your local Hewlett­
Packard sales office. Or write for our brochure, 
"The Interactive Office:' to John Metcalfe 
at Hewlett-Packard, Dept. 27188, 19447 
Pruneridge Avenue, Cupertino, CA 95014. 
In Europe, contact Henk van Lammeren, 
Hewlett-Packard Nederland B.V., Dept. 
27188, P.O. Box 529, 1180 AM Amstelveen, 
The Netherlands. 

We'll show you why the most productive 
office is an Interactive Office. 

F//09 HEWLETT 
~~PACKARD 
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check-out," he said. "There's already 
a slot designed into the unit for ac­
ceptance of credit cards . Later this 
year, Avis will test-market auto­
mated check-out units in the New 
York metropolitan area .. .. Think 
of it. Once you've made a reservation, 
you'll be able to walk up to a stand­
alone machine, insert your credit 
card, punch in answers to a couple of 
simple questions, and your rental 
agreement will be issued . Then you '11 
proceed directly to your car, and 
drive away. And you'll be able to 
make this automated rental at any 
location, and go straight to your car 
at any location in the car-rental com­
pany's network. " Vittoria added : 
"The-rent-a-car industry's self­
service units won't necessarily be lim­
ited to car-rental locations. There's 
no reason why they can't be situated 
at high-traffic locations anywhere­
like shopping centers, hotel lobbies, 
remote airline terminals, or office 
complexes." 

The car-rental companies hope to 
gain another, more subtle benefit 
than simply making service quicker 
and more convenient for the custom­
er. By tapping into the online infor­
mation that comes through the cus­
tomer terminals each day, both Avis 
and Budget will be able to plan the 
growth of their businesses much more 
precisely. They will be able to cull 
up-to-the-minute information on 
which services are being used most, 
for example, and plan the purchase of 
their car fleets accordingly. Thus, the 
terminals will become the antennae 
through which a rather powerful 
decision-support system can operate. 

It is an ambitious vision. But not 
everyone is rushing into it. Hertz, the 
number-one car renter, gives no indi­
cation of doing so. Commanding ap­
proximately 35 percent of the market 
share, Hertz pioneered the whole 
idea of car renting back in 1918, be­
fore there ever was an Avis or a Bud­
get. This head start has been a tre­
mendous advantage for Hertz. But, 
as far as implementing state-of-the­
art technology goes, Hertz has not 
been the front-runner. 

These days, the mood at Hertz is 
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"We' re not looking at what everyone 
else is doing to catch up. We just 
want to manage our business well. " 

Cook, F. W. Woolworth 

"We believe that within two or three 
years, we' ll be able to overtake Merrill 
Lynch in multi -service accounts." 

Plumeri, Shearson 

expressed with carefully phrased 
skepticism. "There's no question that 
Hertz is putting a lot of effort into 
information technology," says vice 
president of market research and 
planning , Thomas Werbe . " But 
whether rapid return is the maiden 's 
prayer, I don 't know. I can tell you 
this, however: From our own market 
research , we've learned that custom­
ers using Avis' terminals are taking a 

lot longer than 35 seconds to com­
plete transactions. There's a certain 
amount of impersonalization in these 
changes, too . .. . You ask why Hertz 
doesn't have rapid-return machines 
now. One reason is that we believe 
human contact is still very important 
for our customers. There are always 
going to be situations that the ma­
chines can't handle, where personal 
attention is needed to expedite the 
process ." Still, Werbe concedes, car 
renting is a fast-changing business, 
and if self-service terminals were to 
catch on, Hertz would undoubtedly 
change its tune in a hurry. "We're 
watching rapid return very closely," 
he says. "And if we thought that Avis 
was gaining market share because of 
it, we would respond very quickly." 

Like Hertz, number-three-ranked 
ational is also lukewarm to the idea 

of self service, even though histori­
cally it has been no slouch on comput­
erization. (As far back as 1968, it 
developed the first automated reser­
vation system in the car-rental indus­
try.) Here, too, it's "let's wait and 
see" rather than "let's dive right in." 

The issue is service, according to 
David Johnson, National's vice presi­
dent of MIS. "We believe we can get 
customers away from the counter just 
as fast as Avis but with a more per­
sonal touch . However, it's also a 
matter of perception, and if a lot of 
customers begin to perceive the 
rapid-return terminals as faster, then 
we probably will feel compelled to re­
spond." 

On being first 

To what extent car-rental compa­
nies lock horns in a war of technology 
has yet to be seen . But with the shad­
ows of such a war already on the hori­
zon, it is clear that each of the four 
leading contenders has staked out a 
position . On the one hand, Avis and 
Budget have decided to dive right in, 
hoping for early gains while the high­
tech paraphernalia is still a relative 
novelty. Hertz and National, on the 
other hand, have decided to watch 
and wait and let somebody else test 
the waters. Each strategy has its 
merits- while there are potential 
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ADDRESSING mmaRRDW TODAY. 
Imagine. 
A remarkable new ZIP Code system 

for business mailers. So precise it 
can actually pinpoint specific streets, 
specific buildings. Even specific build­
ing floors. 

That's the ZIP+ 4 code. 
Now imagine a computerized sorting 

system so advanced that it automati­
cally reads the last line of the address 
off your envelope. Reducing sorting 
time while increasing sorting efficiency. 

That's the Optical Character Reader 
(OCR). 

EFFICIENCY. 
Perhaps most amazing is the fact 

that both the ZIP+ 4 program and our 
OCR's are already in place. Ready to 
bring technological efficiency to the 

mountainous task of moving 100 billion 
pieces of business mail per year. 

But to deliver the future, we need 
your help. 

Begin by being sure that the entire 
address on all your business mail is 
totally visible, legible and located 
properly. Your local post office can give 
you all the information you need. 

ECONOMY. 
Use of ZIP+ 4 codes is voluntary. 

But by adopting them, you 'll be 
rewarded in the form of more stable 
postal rates. In fact, when you meet 
the eligibility requirements, you can 
start saving postage right away. 

If you're a First-Class mailer of 500 
pieces or more who already presorts, 
you can save a half-cent per piece 

CIRCLE 55 

when you use ZIP+ 4 codes. And that's 
on top of the three-cent discount for 
presorting. 

If you're a First-Class mailer who 
doesn't presort but mails 250 pieces at 
a time, you can save nine-tenths of a 
cent per letter. 

And no matter how many, or how few, 
pieces you mail, usingZIP+4codes 
can give you a cleaner, more efficient 
mailing list. Plus more consistent 
delivery. 

COOPERATION . 
Let us show you how you can put 

more zip in your mail service. Contact 
your local Postmaster or 
Customer Service Represen-
tative. And send yourself u.sMA•L 

into the future. © usPs 19s3 - ® 
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competitive advantages to being first, 
there are also potential advantages to 
waiting and learning from the other 
guy's mistakes. Ultimately, of course, 
it comes down to a question of per­
ceived risk. 

How harmful, for example, was it 
for the Bank of America- the na­
tion's second-largest bank-to be the 
last California bank to install 
automatic-teller machines (ATMs)? 
That's debatable. 

It's true that being last with A TMs 
went a long way toward creating the 
negative image the bank has of being 
a "sleeping giant," acknowledges 
Bank of America's senior vice presi­
dent in electronic banking, Peter Hill. 
And there is reason to suspect that B 
of A did lose the business of younger 
customers opening up accounts in the 
late 1970s. But it's also true that 
since it decided to commit its re­
sources to A TMs about four years 
ago, deployment has been rapid. This 
year, it expects to have the largest 
ATMs network of any bank in the 
state. 

Another debatable point is how 
significant Merrill Lynch's current 
lead in offering multi-service ac­
counts is. When the New York-based 
brokerage house introduced its Cash 
Management Account (CMA) five 
years ago, it shook up the financial-

"It's not a question of catching up 
with anyone. It's a question of serving 
our own needs." 

Berger, Barnes & Noble 
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services community considerably. A 
triumph of information technology as 
much as anything else, the CMA al­
lows customers to trade securities, 
write checks, invest in mutual funds, 
enjoy a line of credit, and earn inter­
est on any uninvested cash at money­
market rates- all within one ac­
count. And if it's any indication of 
how successful CMA has been, banks 
and brokerage houses all over the 
country have since jumped into the 
fray with their own central-asset ac­
counts. Among them is Shearson/ 
American Express. Its contribution 
to the marketplace- Financial Man­
agement Account, or FMA- is Jess 
than two years old. 

"Merrill Lynch's head start may 
be an advantage," acknowledges Jo­
seph Plumeri, an executive vice presi­
dent at Shearson. "But, you know, 
when CMA was first introduced, the 
product was so new and creative, a Jot 
of people couldn't understand it. We 
think we're in a good position," Plu­
meri adds, "and we believe that with­
in two to three years we'll be able to 
overtake Merrill Lynch ." 

Currently, Shearson has about 
50,000 customers signed up to its 
FMA, whereas Merrill Lynch has 
900,000. That's a sizable lead for 
Merrill Lynch, but it should be noted 
that the potential market is estimated 
at 17 million, so there's lots of room 
for a competitor like Shearson to 
catch up. 

It's not always OK to be the 
runner-up, however. For certain ap­
plications in certain marketplaces, 
being first can represent a tremen-

dous edge. As Harvard's Parsons 
warns: "If someone else does it first, 
you may end up so far behind you'll 
never catch up." 

Over one such edge in a particular 
industry, formal complaints have al­
ready been filed . Competitive airlines 
are charging that United and Ameri­
can use systems that give the two an 
"unfair" advantage. The systems, 
called Apollo and Sabre respectively, 
let travel agencies- some 50,000 at 
last count- book nights at the touch 
of a few keys. Though agents can ac­
tually use these systems to make res­
ervations on any airline, the other air­
lines charge that a powerful bias 
severely hampers their ability to com­
pete. Specifically, they say that when 
an agent gets a visual display of 
what's available from a United or 
American terminal, the United or 
American nights always get the most 
eye-catching positions on the screen. 

"The Civil Aeronautics Board's 
staff is investigating the anticom­
petitive bias and problems created by 
the computer-reservation systems," 
Alan Pollock, director of public af­
fairs, told Computer Decisions 
several months ago. He promised 
that the Board "will draw up guide­
lines that redefine the systems and 
make them more competitive." 

In the meantime, other airlines are 
making do as best they can. TWA, 
for one, has come up with its own 
alternative- Program Airline Reser­
vation System (PARS)- that it's 
trying to turn travel agents on to. 
But, because American and United 
committed significant resources to 
their systems four years before TWA 
did, it is unlikely that TWA will ever 
catch up. It's very difficult to dis­
lodge a competitor's terminal once 
it's on a travel agent's desk . 

In recognition of this principle, 
Pan American has opted for a strat­
egy of cooperation rather than con­
frontation. Staging an impressive 
comeback after suffering through 
several very lean years, Pan Am is 
trying to establish the best connec­
tion through the automated systems 
that are already out there. "We've 
worked hard to ensure that our 
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27 tertninals but not a 
foot of data cablelVe're 
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flights get the best possible position 
on those systems," says James Hard­
ing, Pan Am's vice president of 
communications. 

But it 's more than just a question 
of securing a good position, Harding 
says. It's also a question of developing 
a good connection. Through Ameri­
can's Sabre system, for example, an 
agent can actually tap into Pan Am's 
computers either to corroborate what 
Sabre is saying or provide additional 
information- information like the 
cost of a complex international itiner­
ary . 

Actually, at this writing, the soft­
ware is still in development, but when 
it's completed, Harding notes, travel 
agents will be able to quickly deter­
mine the lowest price for an extended 
trip abroad. All the agent will have to 
do is key in where the customer wants 
to go-say, Spain, Portugal, Italy, 
and France-and the system will au­
tomatically compute the cost, fig­
uring into the calculation all the com­
plex rules of international pricing. 
It 's not a cheap system to build, and 
there is no guarantee that more busi­
ness will be gained by it. And yet, 
declares Harding: "We know it will 
have a positive effect." 

Operative assumption 

Clearly then, the operative as­
sumption is: If you can get them into 
your computer, you can get them to 
buy more of what you're selling. But 
with some companies it's more than 
just an assumption. It 's documented 
fact. 

Such is the case for American Hos­
pital Supply Inc. in Evanston, IL. 
Like Johnny Appleseed, company 
sales reps- as far back as the mid­
'70s- were traveling from one hospi­
tal administrator's desk to another, 
planting their terminals . Terminals 
directly connected to the company's 
order-entry system in Evanston . For 
the administrators, this is a quick and 
convenient way to order and keep 
track of purchases . For American 
Hospital Supply, it's a way to lock in 
its customers- because if you use its 
terminals, you have to buy its prod­
ucts. And it is that sort of power that 
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has allowed American Hospital to 
dominate the marketplace. 

"I know of some competitors who 
have since tried to challenge Ameri­
can Hospital by offering alternative 
systems," says Parsons, who has 

Robert Gould, president of Fidelity 
Brokerage Services Inc., believes that 
if his company hadn't built a system 
that offers direct access to the stock 
market, staying in business would 
have been difficult. 

Clifton Haley, executive vice president 
of Budget Rent A Car Corp., says his 
company's automated check-in system 
will demonstrate "even more dramatic" 
capabilities than the Avis system. 

studied the case. "But the adminis­
trators didn't want to learn a new 
system. And they certainly didn't 
want more terminals on their desks." 

Another company that credits its 
success to a computer system that 
locks in its customers is Boston-based 
Fidelity Brokerage Services Inc . 
Founded in 1979, Fidelity has al­
ready become the second-largest dis­
count brokerage house in the 
country - just behind Charles 
Schwab Inc. Expressing his regard 
for the $8 million system built to help 
achieve that end, company president 
Robert L. Gould declares: "Without 
the system, we wouldn't have a 
prayer." 

The system directly connects bro­
kers to the stock market so that they 
can query and trade without having 
to hunt down scribbled-up pieces of 
paper or make time-consuming calls. 
That makes Fidelity's brokers more 
productive, and eliminates the need 
to purchase services from outside 
computer companies, Gould notes. 
But, it's Fidelity's success in selling 
the system to banks that has really 
made the competitive difference. To 
date, about a hundred of the nation's 
largest banks are tapping into Fi­
delity's system through terminals. As 
Gould describes the arrangement: "If 
my terminals are there, they deal 
only with me." 

It 's that sort of arrangement that 
illustrates how, in no uncertain 
terms, information technology can 
play a central role in helping a com­
pany get and keep a bigger piece of 
the action. But there are also other 
ways that the technology can be put 
to effective use- ways that perhaps 
aren't so blatantly related to im­
proving market share, and that can 
have that effect, nevertheless . In fact, 
any productivity-boosting device will 
ultimately make a company more 
competitive, if for no other reason 
than that it frees employees to do a 
better job with more sales-oriented 
responsibilities . That is what John 
Scallan maintains. As manager of 
business-systems development for the 
Firestone Tire and Rubber Com­
pany- another organization on the 
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Every decision counts. 
At every level of 

management. 
And now there's a way 

to bring the power of the 
computer into every manage­
ment decision made in your 
company ... to allow every 
decision to be based on current 
information, to be shared, to 
be consolidated with other de­
cision results, to be easily ana­
lyzed and used. 

It's called Distributed Decision 
Support. And it works only with 
FCS-EPS, the first major DSS available 
for virtually any microcomputer, mini­
computer or mainframe. 

For all computers, FCS-EPS incorporates 
standard financial functions . "Black boxing" 
automates the most complex custom applications . 
Powerful report writers and color graphics 
produce exactly the output you need. A relational 
database, a natural progression from simple row/ 
column "calc" processing to multidimensional 
consolidation. Statistical analysis, risk analysis 
and much more. That's FCS-EPS. 

Distributed Decision Support through FCS-EPS 
means a multiplied return on your investment in 
existing EDP resources and in existing manage­
ment talent. And standardized budgeting, 

forecasting, expenditure 
management, and dozens 
of other key processes 
within the organization. 
Your Distributed Decision 

Support begins with one deci­
sion. Call EPS today. Find out 
how the power of the micro­
computer can work within your 
existing planning environment 
to improve profitability this year. 

One Industrial Drive 
Windham, NH 03087 
603-898-1800 

FCS-EPS is available today on all IBM computers 
&om the PC through 43xx and 30xx; Hewlett Packard 

&om HP 125 through HP 3000, plus Wang, Honeywell, 
Univac, DEC, Prime, Data General, SEL, Burroughs, ONYX and 

CP/M or UNIX-based microcomputers. 
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comeback trail- Scallan oversees the 
installation of sophisticated point-of­
sale terminals to over 1,500 of the 
company's auto-care outlets. 

The automation in itself does not 
mean more lube jobs will be sold. But 
circumstances may very well turn out 
that way. "The terminals will provide 
a couple of advantages for us ," 
Scallan explains. "First, they will al­
low the store managers to better 
manage their territory. Managers 
will be able to tell customers what's 
available without leafing through a 
bunch of catalogs . And second, 
they' ll give the managers more free 
time. Time to be more sales- and 
service-oriented rather than admini­
stration-oriented." 

One intriguing question- the sub­
ject of much debate- is: To what ex-

Many companies are 
seeing the implementation 
of information technology 
as the way to beat the 
competition. 

tent are market-share gains attrib­
utable to the use of decision-support 
systems? In his book, Decision Sup­
port Systems: Current Practice and 
Continuing Challenges (Addison 
Wesley, 1980), Steven L. Alter ob­
serves: "The development of mod­
eling and da ta-retrieval technologies 
is not inexpensive, and the immediate 
benefits are not always clear. The 
justification for much of the initial 
work is necessarily based on pure 
faith. It is difficult to quantify the 
benefits from such efforts, even after 
they have attained momentum." Ar­
guing that there is a connection bet­
ween increased profits and the work­
ings of a decision-support system is, 
necessarily , based on circumstantial 
evidence. But, as time goes on, the 
evidence is becoming overwhelming. 
Take the case of Magnet, the $20 
million online decision-support 
system at the group life and health 
division of Massachusetts Mutual 
Life Insurance Co. This year, Massa-
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chusetts Mutual is projected to earn a 
$6 million profit after losing a total of 
$32 million in 1980 and 1981. The 
difference between then and now is 
that now, Massachusetts Mutual has 
Magnet. 

"The system has been crucial in 
helping us determine what to charge 
our clients," says John Lowenberg, 
the company's senior vice president 
of information services. "Before, our 
information wasn't up-to-date, so we 
couldn't react fast enough to adjust 
our rates appropriately . But with 
Magnet, all that information is cap­
tured online, and now we can react 
much more quickly." 

Inadvisable assaults 

When deploying one's technology 
for strategic gain, however, not all 
battles are worth fighting . In his 
forthcoming book, Competitive Ad­
vantage: Techniques for Creating 
and Sustaining Superior Per­
formance, (The Free Press, Spring 
1984) Michael Porter writes: "At­
tacking a good leader may worsen , 
not improve, a challenger's profit­
ability if the umbrella provided by 
the good leader is lost in the process. 
A challenger may not want to attack 
the leader at all if industry structure 
is attractive and the leader is a good 
leader. " One might conclude, there­
fore, that just as aggressiveness is a 
favorable combat trait, so is judi­
ciousness. And that 's a point with 
which Barnes & Noble Bookstores 
Inc. would agree. 

Compared to retail book-selling 
chains like B. Dalton Inc., which has 

been a pioneer in the use of inventory 
control and point-of-sale technology, 
Barnes & Noble is given little credit 
for being a technological innovator. 
In fact, the company's own dp man­
ager observes: "We're in the stone 
age by comparison." But Bruce Ber­
ger, the company's chief financial of­
ficer, maintains that Barnes & Noble 
hasn ' t automated to the extent that 
B. Dalton has because its needs are 
different. "We don 't sell books in the 
same way that B. Dalton does," he 
explains. "Many of our books, rather 
than being reorderable, are specially 
priced close-outs from the publisher. 
So, it would be of no advantage to us 
to develop a system that would 
track their sales on a day-by-day 
basis ." 

Though Berger maintains that 
there is no need for a full-blown 
point-of-sale system, he does recog­
nize a need to better track the stock 
that is reorderable- about 25 per­
cent. 

Another company whose image 
suggests a less-than-startling record 
for innovation is F.W. Woolworth's 
Inc. Kathleen Cook, vice president of 
MIS , echoes Berger's sentiments. 
"We're not looking at what everyone 
else is doing to catch up," she says. 
"We just want to manage our busi­
ness well." Like Berger, too, Cook is 
looking at point-of-sale technology 
guardedly. "POS is very expensive," 
she says, "a nd we definitely don ' t 
need it in all our stores." Cook also 
recognizes that there are parts of the 
business where new technology is 
needed. "We're not in trouble or los­
ing money," she notes, "but in the 
years ahead we'll have to modernize 
our stores and continue to grow." 

The power 

True, there are some battles that 
are not worth fighting. Battles that 
either cannot be won or won't yield 
valuable booty. But of the battles that 
are being waged now in business for 
bigger market shares, profits, and 
pieces of the action, an increasing 
number are hinging ever-more crit­
ically on the deployment of informa­
tion technology. D 
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Can you print 300 pages of data at 
your Remote site .. .In 5 minutes? 

Yes. Paradyne's NEW 
8360 Remote Page Printer 
Prints as fast as a Page a 
Second. Paradyne introduces 
high speed, non-impact remote 
printing - from one location to 
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THE BUSINESS OF MEETINGS 

better use of these media of productive 

Meetings have a bad name. One 
school of management thought 
considers them the curse of the 
manager's existence. A study 
found that managers spend up to 
50 percent of their time in 
meetings, and implied that this 
time is wasted. Peter Drucker 
once sa1 t at if a manager 
spends more than 25 percent of 
his or her time in meetings, he or 
she is guilty of malorganization, 

agemen. 

by Andrew S. Grove 

and William H. Whyte Jr. , in The 
Organization Man, described 
meetings as "noncontributory 
labor" that managers must 
endure. 

But there is another way to 
view meetings. A big part of a 
middle mana er's work is 
supplying information and 
know-how- imparting the 
preferred method of handling 
matters to the groups under his 

or her control or influence. A 
manager also makes and helps to 
make decisions. Both kinds of 
managerial tasks can only be 
completed during face-to-face 
encounters, and therefore only 
during meetings. 

Thus, a meetin is nothin less 
than the medium through which 
managerial work is performed. 
That means you should not be 
fighting their very existence, but 
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You can even back-up your hard disk on the 
mainframe. Leave it parked there until you need it 
All it takes is the press of a key to get it moving again. 
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getting infonnation out of the mainframe onto your 
desk And vice versa. 
Security conscious, private and flexible -
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rather using the time spent in them as 
efficiently and effectively as possible. 

The two basic man ageri a l roles 
produce two fundamental kinds of 
meetings. In the first kind, called a 
process-oriented meeting, knowledge 
is shared a nd inform ation is ex ­
changed. Such meetings are regul ar­
ly scheduled. The purpose of the 
second kind of meeting is to solve a 
specific problem. Sessions of this sort, 
called mission-oriented meetings, 
frequently produce a decision . They 
are ad hoc affa irs, and usually aren ' t 
scheduled- they usuall y can't be. 

Process-oriented meetings 

To make the most of a process­
oriented meeting, you should aim to 
infuse it with regularity. The employ­
ees atte nding the meeting should 
know how it will be run, what kinds of 
substantive matters will be discussed, 
and what will be accomplished . A 
meeting should allow you to handle 
transactions as if you were setting 
them up for batch processing on a 
computer. The same time and effort 
it takes to se t up batch transactions 
can take care of management tasks 
that are similar. 

The meeting matrix 

ACTIVE 

Supervisor 

INACTIVE Snore 

INACTIVE 

Moreover, given the regularity of 
the session, you and the other attend­
ees can begin to forecast the time re­
quired for the kinds of work to be 
done. Hence, a "production-control" 
system, as recorded on various calen­
dars, can take shape, which means 
that a scheduled meeting will have a 
minimal impact on the work of other 
employees. 

At Intel , we use three kinds of 
process-oriented meetings: the one­
on-one, the staff meeting, and the 
operation review. 

A one-on-one at Intel is a meeting 
between a supervisor and a sub­
ordinate, and it is the princi pal way 
their business relationship is main­
tained . The meeting's main purposes 
are mutual learning and exchanges 
of informa ti on. By ta lkin g about 
specific problems and situations, the 
supervisor teaches the subordinate 
his or her skill s and know-how, and 
suggests ways to approach problems. 
J\t the same time, the subordinate 
provides the supervisor with detailed 
information about specific tasks and 
problems. 

Regularly scheduled one-on-ones 
are highl y unu sual outside of our 

Discussion 
off track 

ACTIVE 
Subordinates 

At a staff meeting, the supervisor should strive to keep the discussion on 
track, and let the subordinates work out the issues. 
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company. When I ask a manager 
from another company about the 
practice, I usually get an "Oh no, I 
don't need scheduled meetings with 
my supervisor [or subordinate] ; I see 
him severa l times a day .. . . " But 
there is an enormous difference be­
t ween a casual encounter between 
supervisor and subordinate- or even 
a meeting to resolve a specific prob­
lem- and a one-on-one. 

When Intel was a young company, 
I realized that even though I was ex­
pected to supervise both engineering 
and manufacturing, I knew very little 
about the company's first product 
line, memory devices. I also didn 't 
know much a bout manufacturing 
techniques, my background having 
been entirely in semiconductor­
device research . So two of my asso­
ciates, both of whom reported to me, 
agreed to give me private lessons on 
memory design and manufacturing . 

These sessions took place by ap­
pointment, and demanded that the 
teacher/ subordinates make prepara­
tions . During each session, the 
pupil / supervisor busi ly took notes, 
trying to learn . As Intel grew, the 
tone and spirit of these initial one-on­
ones endured and grew. 

Who should have a one-on-one? In 
some situations, a supervisor should 
meet with all those who work under 
him or her , from professionals to 
production operators. But more im­
port a nt are one-on-ones between 
supervisors and each of the profes­
sionals who directly report to them. 
These meetings are our subject. 

How often should you have one-on­
ones, or how do you decide how often 
an employee needs such a meeting ? 
The answer to these questions will de­
pend on the job- or task-relevant ma­
turity of each of your subordinates. 
In other words, how much experience 
does a given subordinate have with 
the specific task a t hand ? This is not 
the same as the subordinate's age or 
level of general experience. The most 
effective management style in a spe­
cific instance varies from very close 
to very loose supervision as a sub­
ordina te 's task maturity increases. 
You shou Id have one-on-ones fre-
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quently (perhaps once a week) with a 
subordinate who is inexperienced in a 
specific situation and less frequently 
(perhaps once every few weeks) with 
a veteran at the task. 

Another consideration is how 
quickly circumstances change in a 
job. If you're managing online com­
puting, for example, the pace may be 
so rapid that you'll need to have fre­
quent one-on-ones to keep up with 
what's happening. But for managers 
responsible for batch processing, life 
may be quieter, and less frequent 
meetings may suffice for a given level 
of task-relevant maturity. 

How long should a one-on-one 
meeting last ? There really is no an­
swer to this question, but the sub­
ordinate must feel there is enough 
time to broach and get into thorny 
issues. Look at it this way: If you 
have a big problem you want to kick 
around with yo ur supervisor- the 
person whose professional interest in 
the matter is second on ly to yours­
would you want to bring it up in a 
meeting scheduled to last only 15 
minutes? Certainly not. A one-on­
one should last an hour at minimum. 
Anything less tends to make the 
subordinate confine him- or herself to 
simple or superficial problems that 
can be handled quickly. 

The subordinate's turf 

Where should a one-on-one take 
place? In your office, or somewhere 
else? You should have the meeting in 
or near the subordinate's work area, 
if that's possible. You can learn a lot 
simply by going to a subordinate's of­
fice. Is he or she organized? Does the 
subordinate repeatedly have to waste 
time looking for pertinent docu­
ments? Does he or she get inter­
rupted all the time? And in general, 
how does the subordinate approach 
his or her work? 

Indeed, the one-on-one should be 
regarded as the subordinate's meet­
ing, with its agenda and tone set by 
him or her. There's a good reason for 
this . Somebody needs to prepare for 
the meeting . If you've got eight 
subordinates, you'd have to prepare 
eight times . But each subordinate 
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will only have to prepare once. 
Each subordinate shou ld prepare 

an outline, which will force him or 
her to think through in advance all of 
the issues and points that could come 
up. Moreover, with an outline, the 
supervisor knows at the outset what is 
to be covered and can therefore help 
to set the pace of the meeting accord­
ing to the "meatiness" of the items on 
the agenda. An outline also provides 
a framework for supporting informa­
tion, which the subordinate should 
prepare in advance. The subordinate 
should then walk the supervisor 
through the material. 

What should be covered in a one­
on-one? You can start wi th per­
formance figures, the trend indi­
cators used by the subordinate, such 
as incoming-order rates , production 
output, or project status. Emphasis 
shou ld be on indicators that signal 
trouble. 

The meeting should also cover any­
thing important that has happened 
since the last meeting: current hiring 
problems, people problems in gener­
al, organizational problems and fu­
ture plans, and- most importantly­
potentia/ problems . Even when a 
problem isn ' t tangible, even if it 's 
only an intuition that something's 
wrong, a su bord i na te owes it to you to 
speak up. By doing so, he or she will 
trigger a look into the organizational 
"black box ." The most important cri­
terion governing matters to be talked 
about is that they be issues tha t pre­
occupy and nag the subordinate. 
These a re often obscure and take 
time to surface, consider, and resolve. 

What is the role of the supervisor 
in a one-on-one? You should facili­
tate the subordinate's expression of 
what's going on and what's bothering 
him or her. You are there to learn and 
to coach . Peter Drucker sums up the 
supervisor 's job very nicely: "The 
good time-users among managers do 
not ta lk to their subordinates about 
their problems, but they know how to 
make the subordinates talk about 
theirs ." 

Ask one more question 

How can you bring problems to the 
surface? By applying Grove's Prin­
ciple of Didactic Management: Ask 
one more question! When the subor­
dinate has said all he or she wants to 
about a subject, ask another question. 
Try to keep the flow of thoughts com­
ing by prompting the subordinate 
with queries until both of you feel 
satisfied you've gotten to the bottom 
of a problem. 

I have some mechanical hints for 
effective one-on-one meetings. First, 
both the supervisor and subordinate 
should have a copy of the outline and 
both should take notes about the dis­
cussion of it. The notes serve a num­
ber of purposes. I take notes in just 
about all circumstances, and most of­
ten end up never looking at them 
again. I do it to keep my mind from 
drifting, and also to help me digest 
the information I hear and see. Be­
cause I take notes in outline form, I 
am forced to logically categorize the 
information, and therefore absorb it. 

Equally important is what "writing 
it down" symbolizes. Many one-on­
ones lead to a decision requiring ac­
tion on the part of the subordinate. 
When he or she takes a note immedi­
ately following the supervisor's sug­
gestion, like a handshake, the act im­
plies a commitment that something 
will be done. The supervisor, a lso 
having taken notes, can then follow 
up at the next one-on-one. 

A real time-saver is using a "hold" 
file where both you and your sub­
ordinates accumulate important, but 
not altogether urgent, issues for dis­
cussion at the next scheduled meet­
ing. This file applies the production 
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principle of batching to meetings, 
and saves time for both supervisor 
and subordinate by minimizing the 
need for ad hoc contact- like phone 
calls, drop-in visits, and so on- which 
constitutes the interruptions we con­
sidered earlier. 

You should also encourage the dis­
cussion of heart-to-heart issues dur­
ing one-on-ones, because these are 
the perfect forums for getting at sub­
tle and deep work-related problems 
affecting subordinates. Is the sub­
ordinate satisfied with his or her own 
performance? Does some fru stration 
or obstacle gnaw at him or her ? Does 
he or she have doubts about where 
the job is headed? However, be wary 
of the "zinger," which is a heart-to­
heart issue brought up at an awkward 
time. More often than not, these 
come near the end of a meeting . If 
you let that happen, the subordinate 
might tell you something like he's un­
happy and has been looking for a job, 
and give you only five minutes to deal 
with it. 

Long-dis ta nee telephone one-on­
ones have become necessa ry because 
many organizations are spread out. 
But these can work well enough with 
proper preparation and attention: 
The supervisor must have the outline 
before the meeting begins, both par­
ties should take notes, and so on. 
Because you can't see the other par­
ticipant in the meeting, note-taking 
can't work in the same way as it does 
in a face-to-face meeting. Exchang­
ing notes after the meeting is a way to 
make sure each participant knows 
what the other is committed to do. 

One-on-ones should be scheduled 
on a rolling basis- set up the next 
one as the meeting taking place ends. 
Other commitments can thereby be 
taken into account and cancellations 
a voided. If the supervisor uses a set 
schedule for a one-on-one, such as ev­
ery second Wednesday morning, and 
if the subordinate's vacation happens 
to fall on that date, the meeting is not 
going to occur. By scheduling on a 
rolling ba sis, this can be easily 
avoided. 

What is the leverage of the one-on­
one? Let's say you have a one-on-one 
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with a subordinate every two weeks, 
and it lasts one and a half hours . 
Ninety minutes of your time can en­
hance the qua lity of your subor­
dinate's work for two weeks, or for 
some 80-plus hours, and also improve 
your understa nding of what he or she 
is doing . Clearly , one-on-ones can 
exert enormous leverage by helping 
to pool information in a common base 
a nd encouraging subordin ates to 
work in a way that complements your 
style. Also, one-on-ones are the only 
way efficient and effective delegation 
can take place. 

A subordinate's teachings are ab­
solutel y essential if the supervisor is 
to make good decisions. During a re­
cent one-on-one meeting [before the 
current economic upswi ng began], my 
subordinate, who is responsible for 
sa les, reviewed trend indicators of in­
coming orders . Although I was 

"A meeting is nothing 
less than the medium 
through which 
managerial work is 
performed." 

vaguely familiar with them, he laid 
out specific informa tion and con­
vinced me that our business had 
stopped growing. Even though the 
summer is usually slow, he proved 
that the slowdown was not seasonal in 
nature. 

After we pondered the data for a 
while and considered their relation­
ship to other indicators of busi ness 
activity in our industry, we came to 
the reluctant conclusion that business 
was indeed slowing down. This meant 
we should take a conservat ive ap­
proach to near- term investment- no 
small matter. 

By sharing hi s base of information 
with me, my subordinate and I devel­
oped a congruent attitude, approach, 
and conclusion: conservatism in our 
expansion plans. He left the meeting 
havi ng decided to sca le back growth 
in his own area of responsibility. I left 
having decided to share what we had 

concl uded with the business groups I 
supervi se . Thus , this one-on-one 
produced substantial leverage: The 
sales manager affected all the other 
managers who report to me. 

To digress a bit , one-on-ones at 
home can help family life. As the fa­
ther of two teen-age daughters , I 
have found that the conversation in 
family "meetings" is very different in 
tone and kind from what we say to 
each other in other circumstances. 
The one-on-one makes each of us 
take the other seriously and allows 
subtle and complicated matters to 
come up for discussion . Obviously, no 
notes are taken, as we usually go out 
for dinner at a restaurant, but a fam­
ily one-on-one very much resembles a 
business one-on-one. I strongly rec­
ommend both practices. 

Staff meetings 

A staff meeting is one in which a 
supervisor and all of his or her sub­
ordin a tes participate, and which 
therefore presents an opportunity for 
interaction among peers . Peer inter­
ac tion- especia ll y decision-making 
by a group of peers- is not easy. Yet 
it is a key to good management. The 
approach to decision-making that we 
advocate depends on a group of peers 
working well together. 

Staff meetings also create oppor­
tunities for the supervisor to learn 
from the exchanges and confronta­
tions that may develop. I get a bet­
ter understa nding of an issue with 
which I am not familiar by listening 
to two people with opposing views 
discuss it than I do by listening to 
only one side. 

My first experience with staff 
meetings dates to my early profes­
sional years. Everyone in my group 
worked on an isolated aspect of a 
problem or on a different problem al­
together. I was supposed to be the 
supervisor, but I found that others in 
the group often were more familiar 
with the work of a certain researcher 
than I was. Thus, a group discussion 
of any subject tended to get more de­
tai led and more heated than an ex­
change between me and one other 
speci alist. But these meetings were 
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also more rewarding than one-on­
ones between me and a specialist. 

What should be discussed at a staff 
meeting? Anything that affects more 
than two of the people at the meeting. 
If the discussion degenerates into a 
conversation· between two employees 
working on a problem affecting only 
one of them, you should break it off 
and move on to a topic that will in­
clude more of the staff, while sug­
gesting that the two continue their 
conversation later. 

The question of structure 

How structured should the meet­
ing be? Should it be a free-for-all 
brainstorming session or a controlled 
forum with a detailed agenda? Most 
meetings should be controlled, with 
an agenda issued far enough in ad­
vance to enable subordinates to pre­
pare for the meeting. But meetings 
should also include an "open 
session"- a period designated for the 
staff to bring up any topic. During 

"We should not be 
fighting the existence 
of meetings, but rather 
using the time spent in 
them more efficiently." 

this part of the meeting, house­
keeping matters can be disposed of 
and important new issues can be giv­
en a tentative first look. If it's justi­
fied, you can plan for a more formal 
discussion of an issue in the sched­
uled portion of a future meeting. 

What is the role of the supervisor 
in the staff meeting- a leader, 
observer, expediter, questioner, 
decision-maker? The role, of course, 
combines all of these. Please note 
that lecturer is not included on the 
list. You should never use staff meet­
ings to pontificate, which is the surest 
way to undermine free discussion 
and, hence, the meeting's basic pur­
pose. 

The accompanying chart shows 
that the supervisor's most important 
roles are being a meeting's moderator 
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and facilitator, and controller of its 
pace and thrust. Ideally, the super­
visor should keep the meeting on 
track, with the subordinates working 
through the issues . 

Staff meetings are ideal media for 
decision-making if the gathered man­
agers have worked together for a long 
time. In that case, the formal, as well 
as informal, authority of each indi­
vidual has been well established, and 
everybody knows who likes to spout 
off, who tends to daydream, and who 
has expertise in a particular area . A 
staff meeting is like the dinner-table 
conversation of a family, while other 
forums of interaction at work , in­
volving employees who don' t know 
each other very well, are like a group 
of strangers having a meal at the 
same table . 

The operation review is the me­
dium of interaction for employees 
who don't otherwise work together. 
The format should include formal 
presentations, in which managers de­
scribe their work to managers who 
are either superiors or peers. The 
basic purpose of an operation review 
at Intel is to foster continued teach­
ing and learning among employees 
separated by several organizational 
levels- employees who don ' t have 
one-on-ones or staff meetings. 

This is important for both junior 
and senior managers. The junior 
manager will benefit from the com­
ments, criticisms, and suggestions of 
the senior manager, who in turn will 
get a better feel for problems from 
the employees who are most familiar 
with their details. Such meetings are 
also a source of motivation: Manag­
ers making the presentations will 
want to leave a good impression on 
both their supervisors and on 
their outside peers. 

Who are the players at an oper-

ation review? The organizing manag­
er, the reviewing manager, the 
presenters, and the audience. Each 
has a distinct role to play ifthe review 
is to be a useful one. 

The supervisor of the managers 
making presentations should or­
ganize the meeting. He or she should 
help the presenters decide which is­
sues should be addressed, which 
topics should be left out, which ideas 
should be emphasized, and how much 
detail should be provided. The super­
visor should also be in charge of 
housekeeping (the meeting room, 
visual materials, invitations, a nd so 
on). Finally, he or she should be the 
timekeeper, scheduling the presenta­
tions and keeping them moving 
along. 

Although it's hard to judge in ad­
vance the time needed for any dis­
cuss ion, the supervisor has pre­
sumably had more experience than 
subordinates running meetings. In 
any case, the supervisor should pace 

"Staff meetings create 
opportunities for the 
supervisor to learn from 
the confrontations that 
often develop." 

the managers making presentations 
using inconspicuous gestures, so that 
a manager making a presentation 
doesn't suddenly run out of time 
without covering all relevant points. 

The reviewing manager is the se­
nior supervisor and the target of the 
review. This player has a very im­
portant, although more subtle, role to 
play. He or she should ask questions, 
make comments, and impart the ap­
propriate spirit to the meeting. He or 
she is the catalyst needed to provoke 
audience participation, and by exam­
ple, encourage free expression. The 
reviewing manager should never pre­
view the material because that will 
prevent him or her from responding 
spontaneously. Because the senior 
supervisor is a role model for the ju­
nior managers at the meeting, he or 
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Communication Sciences intro­
duces Explain. The system that puts 
your software documentation where 
you need it most-online and in your 
data base. 

With Explain, you can create online 
user help, training procedures, program 
documentation and more. Because 
Explain uses the power of your DBMS, 
you can maintain the documentation 
as easily as you do the rest of your 
business data. 

Access to the online documenta­
tion is at the user's fingertips. With 
simple commands, users can retrieve 
the help they need-directly from any 
application you link to Explain. 

Chosen by Comserv Corporation 
as the online help system for 
AMAPS/3000, Explain is a powerful 
tool for both writers and readers of 
software documentation. And it 's 
available to users of HP/ 3000 / 
Image and IBM series 30xx and 
43xx systems. 

With Explain, you can afford to 
throw the books away. And keep the 
documentation. 

For more information: call us at (612) 
332-7559, or write to Communication 
Sciences, Inc., 100 North Seventh 
Street, Minneapolis, MN 55403. 

Communication 
Sciences Inc. 
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she should take this role extremely 
seriously. 

The managers presenting re­
views- a group of project supervi­
sors, for example- should use visual 
aids like overhead transparencies as 
much as possible . People are endowed 
with eyes and ears, and the simulta­
neous use of both definitely helps 
them understand the points being 
made. But care must be taken be­
cause all too frequently , a presenter 
gets so obsessed with getting through 
all of the visual material that the 
message is Jost as the charts are 
nipped. 

As a rule of thumb, I recommend a 
limit of four minutes of presentation 
and discussion per visual aid, which 
can include tables , numbers, or 
graphics. The presenting manager 
must highlight whatever he or she 
wants to emphasize with a pen or 
pointer. However, a presenter must 
also watch the audience like a hawk. 
Facial expressions and body lan­
guage, among other things, yield 

"The one-on-one meeting 
should be regarded as 
the subordinate's 
meeting, with its agenda 
set by him or her." 

clues about whether the audience is 
getting the message, or whether a 
topic is unclear and should be ex­
plained again . These signs also tell 
the presenter whether or not the pre­
sentation is boring and should be 
speeded up . 

The audience at an operation re­
view also has a crucial part to play . 
One of the distinguishing marks of a 
good meeting is that the audience 
participates by asking questions and 
making comments. If you avoid the 
presenter' s eyes, yawn, or read the 
newspaper, it 's worse than not being 
at the meeting at all. Lack of interest 
undermines the confidence of the 
presenting manager. 

Remember that you are spending a 
big part of your working day at the 
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review. Make that time as valuable 
for yourself and your organization as 
you can . Pay attention and jot down 
ideas you 've heard that you might 
try. Ask questions if a point is not 
clear to you and speak up if you can't 
go along with an approach that 's be­
ing recommended. And if a presenter 
makes a factual error, it is your re­
sponsibility to go on record about it. 
Remember, you are being paid to 
al/end the meeting. It is not meant to 
be a siesta in the midst of an other­
wise busy day. Regard attendance at 
the meeting as what it is: work . 

Unlike a process-oriented meeting, 
which is a regularly scheduled affair 
held to exchange knowledge and in­
formation, the mission-oriented 
meeting is usually ad hoc and de­
signed to generate a specific output, 
frequently a decision. The key to suc­
cess is the chairman, or leader of the 
meeting. Very often, no one is offi­
cially given the chair, but by wha t­
ever name, one employee usua lly has 
more at stake in the outcome of the 
meeting than the others. 

The manager who holds the chair, 
either by design or default, usually 
calls the meeting, and most of what 
he or she contributes should occur be­
fore the meeting begins. All too often 
the leader shows up as if he or she 
were just another attendee, hoping 
that matters will develop as desired. 
When a mission-oriented meeting 
fails to accomplish the purpose for 
which it was called, the blame be­
longs to the cha ir. 

Thus the leader must have a clear 
understanding of the meeting's 
objective- what needs to happen and 
which decision has to be made. The 
absolute truth is that if you don't 
know what you want , you won 't get it. 
So before calling a meeting, ask your­
self: What am I trying to accom-

plish? Then ask, is a meeting neces­
sary? Desirable? Justifiable? Don't 
call a meeting if all the answers to 
those questions aren't yes . 

An estimate of the dollar value of a 
manager's time, including overhead, 
is about $I 00 per hour. So a meeting 
involving I 0 managers for two hours 
costs the company $2,000. Most 
expenditures of $2,000 must be ap­
proved in advance by senior staff­
like buying a copying machine or 
making a transatlantic trip- yet a 
manager can call a meeting and com­
mit $2,000 worth of managerial re­
sources at a whim. 

Determine the purpose of a meet­
ing before committing your time and 
your company's resources. Even if 
you're just an invited participant, you 
should ask yourself if the meeting­
and your attendance- is desirable 
a nd justified . If you don ' t believe it is, 
tell the leader. If a meeting makes no 
sense, get it called off early, at a low­
value-added stage, and find a less 
costly way (a one-on-one meeting, a 
telephone call, a note) to pursue the 
matter. 

Assuming the meeting does need to 
take place, and you ' re chairing it, 
you've got obligations. First, you 
must identify who should attend and 
try to get those employees to come. It 
is not enough to ask employees and 
then hope for the best ; you must fol­
low up and get commitments. If an 
invited employee can't make it, see to 
it that he or she sends a subordinate 
with the power to speak on his or her 
boss' behalf. 

Limit the guest list. If more than 
six or seven employees attend, the 
meeting will be more likely to bog 
down. Eight employees should be the 
absolute cutoff. Decision-making is 
not a spectator sport- onlookers get 
in the way of what needs to be done. 

The chair is also responsible for 
mainta ining discipline. It is criminal 
for you to allow employees to waste 
everybody's time by being late. Wast­
ing time really means wasting the 
company's money, and the meter is 
ticking away at the rate of $100 per 
hour per employee. Don't worry 
about confronting the late arriver-
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just proceed on schedule without him 
or her. Just as you would not permit 
a fellow employee to steal a piece of 
office equipment worth $2,000, you 
shouldn't let anyone walk away with 
the time of your fellow managers. 

Finally, as leader, you ' re responsi­
ble for logistical matters. You should, 
for example, make sure that all nec­
essary equipment is in the meeting 
room. You should also send an agen­
da to attendees that clearly states the 
purpose of the meeting, as well as the 
role each participant is expected to 
play to get the desired result. An ex­
ample of such an agenda follows . 

To: Manager, Data Center 
Manager , Software 
Manager, Ma rketing 
Vice President , MIS 

From: Project ma nager 

Subject: Project Status Meeting 

Friday, Jan. 16 
11 a .m. to I p.m. 
Santa Clara Conference Room 212 
Teleconference connection to 

Phoenix Conference Room 4 
Purpose of meeting: To decide 

if online order-entry project should 
be terminated 

Agenda 

I I to 11 :30 a.m. Review of project 
(Project manager) 

I I :30 to noon Software (Software 
manager) 

Noon to 12:30 p.m . Review of 
options, including preferred 
choice (Project manager) 

12:45 to I p.m. Discussion (All) 

This may seem like too much regi­
mentation, but that depends on your 
point of view. If the chairman forces 
you to show up at a meeting prepared 
and on time, you might consider him 
or her a drill sergeant. But if you 
show up on time, ready to work , and 
the chair doesn't and isn ' t , you'll 
probably begrudge that person for 
wasting your time. It 's the same in a 
hospital operating room. Some pro­
fessionals working there may not like 
a surgeon insisting on precision, but I 
am one patient who much prefers a 

disciplined operating room to any 
other kind. 

After the meeting, the leader must 
nail down exactly what happened by 
sending out minutes that summarize 
the discussion that occurred, the 
decision that was made, and the ac­
tions to be taken. It's very important 
that attendees get the minutes quick­
ly, before they forget what happened. 
The minutes should also be as clear 
and as specific as possible, telling the 
reader what is to be done, who is to do 
it, and when . All this may seem like 
too much trouble, but if the meeting 
was worth calling in the first place, 
the work needed to produce the 
minutes is a small additional in­
vestment (a n activity with high le­
verage) to ensure that the full benefit 
is obtained from the meeting. 

Ideally, a manager should never 
have to call a mission-oriented meet­
ing, because if all runs smoothly, ev-

"When a subordinate 
has said all he or she 
has to say about a 
subject, you should 
ask another question." 

erything will be taken care of in regu­
larly scheduled, process-oriented 
meetings. In practice, however, if all 
goes well , routine meetings will take 
care of about 80 percent of the prob­
lems and issues ; the remaining 20 
percent will still have to be dealt with 
in mission-oriented meetings . 

Remember, Drucker said that if 
managers spend more than 25 per­
cent of their time in meetings, it is a 
sign of ma lorganization. I put it an­
other way: The real sign of mal­
organization is managers spending 
more than 25 percent of their time in 
ad hoc, mission-oriented meetings. D 

Andrew S. Grove is president and a 
founder of Intel Corp. This article is 
excerpted from his book High Out­
put Management. Copyright © 1983 
by Andrew S. Grove; reprinted by 
permission of Random House Inc. 
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Data-Center Software 
(Continued from page 129) 

system, and for planning resource 
requirements for current and future 
workloads. Justifying hardware and 
software upgrades and prioritizing 
schedules are other tasks that de­
mand accurate resource monitoring. 

Without automation these jobs are 
difficult, perhaps even impossible, to 
accomplish with any degree of eff ec­
tiveness. "Using tracking tools lets a 
manager be objective. The tools Jet 
managers deal with problems fac­
tually rather than fancifully," com­
ments Aschauer. 

Major long-term projects can be 
kept on schedule only by carefully 
analyzing equipment and personnel. 
At Arizona Public Services (Tucson) , 
the ongoing development of a new 
customer-information system means 
ongoing resource tracking for Bob 
Hortenbach, senior planning and 
control analyst at the state's largest 
utility. 

Using the project-plann ing and 
-control system from Nichols & Co., 
Hortenbach measures the exact time 
operators take to insert code and 
determines the impact various delays 
would have on a project. Accurate 
resource tracking Jets Hortenbach 
budget his operators' time- and his 
own time- wisely. 

The recent recession forced busi­
nesses to stretch their resources. 
Though most organizations have re­
covered from the economic down­
turn, many, like Augsberg College 
(Minneapolis) , still maintain strict 
budgets . 

At Augsberg, the belt-tightening 
extends to the computer center , 
where administrator Dan Cruick­
shank wants permission to buy 13 
additional terminals. His center pro­
cesses financial data and payroll for 
the four-year college, and registers 
and schedules classes for its I ,350 
students. 

To prove to the purseholders that 
his equipment is overtaxed, Cruick­
shank installed Job Accounting / 
38. Geared specifically for the IBM 
System/ 38, this program from ew 
Generation Software helps managers 
detail information they need to re­
cord, report, and bill for the use of 
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"Choosing not to automate the data 
center is like letting the shoemaker's 
children go without shoes." 

Aschauer, consultant 

"A company's survival may depend 
on the data center 's ability to react 
quickly. Productivity tools help 
streamline dp operations." 

Bradley, UCC 

computer resources. Cruickshank 
hopes the program, installed in May, 
will give him the backup data he 
needs to justify new purchases. 

ARSAP is another resource­
management tool designed for DEC 
operating systems. From Gejac Inc., 
ARSAP helps managers monitor 
projects and helps users account for 
use of equipment and other resources. 
Managers can quickly tell which 
projects or users take up the most re-

sources. The updated version, which 
runs on DEC PDP- I I minicompu­
ters, leases for $2,995 yearly. 

Finally, Mort, an online-trans­
action monitor from Automation De­
sign Inc., measures response times at 
an IBM 3278 terminal without alter­
ing the performance of the processor. 
Mort operates on an IBM Personal 
Computer connected to the host as a 
3278 terminal. It works indepen­
dently of any application, software, 
or line protocol. Mort reports data­
entry, elapsed, think, and response 
times, as well as key and transaction 
counts. Price: $2,495. 

Faster, more accurate scheduling 

Big operations centers run hun­
dreds of jobs every day, thousands ev­
ery week. Maintaining job schedules 
on papers taped to terminals or rely­
ing on the memories of operators, 
who someday may leave the com­
pany, are sloppy business procedures. 
Yet many managers use these 
methods and are embarrassed by the 
costly reruns and delayed reports 
caused by missed deadlines. 

Edward J . Mitchen, data-center 
supervisor at Commonwealth Edison 
in Chicago, claims he hasn't missed a 
single deadline since installing an 
Automated Data Center System 
(ADC2) two and a half years ago. 
Considering that Commonwealth 
schedules 1,200 jobs a month, that's 
an impressive record. From Cam­
bridge Systems Group, ADC2 speeds 
production by starting a second job as 
soon as the first is finished. It elimi­
nates time-consuming manual­
collation and review procedures. 

A DC2 lets Mitch en save 13 hours 
every two weeks, when he processes 
Commonwealth's 16,000 payroll 
checks . Before, the payroll ran 43 
consecutive times; now, four job 
streams run concurrently. "We used 
to rely on the console operators ' 
memories to get the job done; now we 
let the scheduler package do the 
work," says Mitchen . "We don 't have 
to worry about gaps left by a change 
in shift or in personnel." 

At Inland Steel (East Chicago, 
IN), ADC2 reduced the number of 
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HERE'S OUR LATEST 
PLUG FDR IBM 

The new IBM plug-compatible CIE-7850 
is the IBM3270seriesadd-onfor full/BM PC andXTcapability. 

The new CIE-7850 gives an existing IBM 3178 
or 3278, or our own CIE-7800, all of the 
performance and software compatibility of the 
IBM PC and XT, while sacrificing none of the 
performance of the existing installation. 

The CIE-7850 plugs right into the existing 
coax line from the controller. There are no 
boards to change, no tools required, no 
servicemen to call, no conversion charges 
to pay. 

Our new add-on is functionally compati­
ble with all available IBM PC operating 
systems (CP !M 86 and MS/DOS 1.0, 2.0) and 
applications software. It comes standard with 
256 Kbytes of main memory and two 5 V<i­
inch 320/360 Kbyte dual sided, double den-

CIE-7800 
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sity floppy drives. Plus a separate memory to 
maintain ongoing 3178/3278 functions while 
in the PC mode. 

Also standard is an integrated parallel 
printer port configured to IBM PC LPT 1 
specifications to support local printing. Exist­
ing cluster printers may be accessed by the 
CIE-7850, too. There are also two standard 
serial ports (IBM PC COMl and COM2) to 
support additional communications. 

And then there's our CIE-7800 terminal, 
plug-compatible with the IBM 3178 and all 
five 3278 models. Yet it's priced even lower 
than the 3178. 

By combining the ergonomically advanced 
and feature filled CIE-7800 with the CIE-7850 

CIRCLE 67 

add-on, you get the most cost-effective solu­
tion to local intelligence and processing 
requirements for your 3270 installation. More 
overall features per dollar at a lower cost than 
any other terminal/PC combination avail­
able. Anywhere. 

The CIE-7850 and CIE-7800 could only 
come from the manufacturing experience 
and financial resources of C. Itoh & Company 
Ltd., with well over $50 billion in sales around 
the world. 

Tu learn more, contact our exclusive repre­
sentative, ACM, Inc., Suite 540, 3857 Birch 
Street, Newport Beach, CA 92660. Or call toll­
free 1-800-854-5959. In California, call 
1-800-432-3687. 

© C. Hoh Elec1ronics, Inc. 1983 
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workers required to monitor the daily 
scheduling of 1,500 jobs. The com­
pany saved money- and increased 
efficiency- by cutting its support 
staff of 60 by 15 people. "Our manual 
system was very cumbersome," says 
Stan Hernard, computer-control 
scheduler. "Operators referring to a 
printed list frequently would run a 
job twice or not at all. As new oper­
ators were hired, it became harder 
and harder to keep track of oper­
ations." 

At Allstate Insurance (Chicago) , 
25 file-cabinet drawers full of paper 
job schedules are destined for the 
scrap heap, thanks to the Data Cen­
ter Management System from Value 
Computing Inc . The progra m's 
scheduler automatically li sts special 
instructions for each procedure, no 
matter how obscure or infrequent. 
The complete package includes 
scheduling, online database main­
tenance, automatic job submission , 
and online job tracking . Price : 
$39 ,000 for YSI and $64 ,000 for 
MYS. 

Swift recoveries 

Restarting a system manually a f­
ter a crash worked well in the 1960s, 
when there were few users lo cl amor 

impatiently for the system to get up 
and running again. Now too many 
people depend on smooth data pro­
cessing for the dp staff to waste time 
eyeballing the dump and reloading 
the operating system. 

At Teachers Insurance in New 
York, restoring the system after it 
catches an error and ejects, or dumps, 
the bad data used to take anywhere 
from 30 minutes to an hour. "Users 
would call up and scream," recalls 
Simcha Druck , systems pro­
gramming advisor . "We have 150 
users in our building and others all 
over the country connected by eight 
CICS networks. If the system goes 
down, the company literally stops ." 

For more information 
The data-center automation packages mentioned in this article are 
available from the following vendors. 

Automation Design Macro 4 Pacific lnt'I. Mktg. 
(312) 670-2660 (201) 895-4800 Grp. 

Circle 444 Circle 448 (213) 215-0964 
Circle 452 

Cambridge Syst. 
Software Corp. of 

Midcom America 
Grp. (714) 998-6041 (703) 471- 1545 

(415) 941-4558 Circle 449 Circle 453 
Circle 445 

University 

New Generation 
Computing 

(214) 353-7 100 
Gejac Software Circle 454 
(301) 864-3700 (916) 969-8448 

Circle 446 Circle 450 Value Computing 
(609) 482-2500 

Circle 455 

H&W Computer Syst. Nichols & Co. VM Syst. Grp. 
(208) 377-0336 (213) 670-6400 (703) 243-5514 

Circle 447 Circle 451 Circle 456 
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One would imagine that chaos 
would be the order of the day when 
the system caught seven errors. 
Surprisingly, none of the users even 
noticed. V / Safe and V / Snap, two 
programs from VM Systems Group, 
prevented crashes by catching errors, 
ejecting data, and restoring opera­
tions automatically . Another re­
covery tool , Dumpmaster, from 
Macro 4 Inc., traps C ICS transaction 
dumps and writes them on a disk file 
where they can be examined and de­
bugged easily. This means no more 
overnight delays while the CICS 
dumps are printed; there's no need to 
maintain two dump files and switch 
back and forth between them. A one­
or two-year lease costs $3,000 per 
month. 

Speedy recovery is also the claim 
of Datacheck Recovery, which cuts 
through the elaborate procedures 
needed to restore operation after a 
system check . The package can solve 
75 percent of all data problems in 
three minutes if the culprit is a soft­
ware error, claims the vendor, Soft­
ware Corporation of America . 

Supercharged batch processing 

Despite the trend to online pro­
cessing , batch workloads are in­
creasing 30 percent to 40 percent a 
year, claims Maria Smith, UCC vice 
president. A new UCC tool that auto­
mates batch production makes the 
process more efficient. 

The newly introduced Report Pro­
cessing and Tracking component, a 
subsystem of UCC's Automated 
Production Control System (UCC-
7), includes report-distribution , 
report-archive, and online job-status 
reporting features . It helps ensure 
that a report lands on the right desk 
at the right time. It negates the need 
to rerun a job to recreate a lost report, 
and it gives online users information 
for handling exceptional or unusual 
situations . The UCC- 7 / RPT sub­
system costs $9,500 and will be li­
censed only in conjunction with 
UCC-7 . 

CPMS from H & W Computer 
Systems streamlines retrieval of 
batch reports . Because the spool 
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, ISTRE 
WORLD'S BEST 

6502 ASSEMBLER. 
You'll agree when you read what Peelings II and 
Softalk said: 
'The amazing thing about ORCA/M" is that in addition 
to being clearly superior to its competition, it also 
was written with future improvements in mind. The 
combination of power and potential is what warrants 
the AAA rating." Peelings fl, Volume 4, Number 5 

ORCA/M is only the second product to ever re­
ceive the top AAA rating in the history of Peelings fl . 

Now. The kind of high-level 
support you 'd only expect to 
find on a mainframe. 
ORCA/M (Hayden's Objecl 
Re/oca1able Code Assembler for 
Micros) le ts you develop sophis­
tica ted app lications with the 
speed and ease of a high-level 
language, yet retain the con trol 
:rnd effi ciency that only assem­
bly language can give. 

Here 's what ORCA/M gives you: 

The Assembler 
Macro language features: 

o Conditiona l assembly of source 
a nd macro files 

o Separate source a nd macro fi les 
o Nestable mac ros 
J Parameter mid-s tring and string 

sea rch functions 
<J Symbolic parameter ass ignmen t 
o Numeric, string, and boolean 

type parameters 
o Pa ramete r subscripting 
o Global commun icat ion between 

mac ros 
c Macro expansion loop control 
', Count , length and type 

parameter-allribute functions 

Extensive Macro Libraries 

Memory Constant Declarations: 
o Integer 
o Character 
0 Four-byte Integer 

Hexadecima l 
,, Floa ting Point 

Relocatable object module 
generation 

Fast assembly directly to disk 

Program segmentation: 
o Selectively assemble individua l 

subroutines 
c Globa l and local scope of 

symbols 

The Linker 
Produce executable binary 
files from relocatable object 
modules 
Link routines from library files 

Link subroutine re-assemblies 

Define a new origin for 
previously assembled code 

Invoke at assembly time or by 
command 

Subroutine libraries: 
o Floating point a nd 

double-precis ion routines 
o Transcendental functions 
o Hi- a nd lo-res graphics 
o Multiple-precision integer math 
o Input and output 

AAA, incidentally, stands for"absolutely astounding" 
software. 

Softalk magazine had this to say: "ORCA's true 
destiny is to assemble creations of the greatest sort: 
programs so big we don't even tend to think of them 
as programs but rather as part of the soul of the 
machine. ORCA would be a good assembler to get you 
started on the great American Arcade Game .. . " 

The Editor 
Co-resident screen editor: 

o Globa l search and replace 
o Block move 
o Entry of non-keyboard 

characters 
Supports lower case adapters 
and shift-key modifica tion 

80-column: horizontal scrolling 
with 40-column displays 

The System 
Monitor: transparent control 
of system from one command 
level 

Extended Disk Commands: 
o File copy 
o File undelete 
o Catalog sort 

Wildcard filenames 
Disk ZAP: Built-in disk sector 
editor 

Optimized DOS 3.3 compatible 
operating system 

Softalk, May 1983 

Operating system interface: 
o Supports a variety of 

configura tions 
o User-mod ifiable to allow linkage 

of custom drivers for peripherals 

64k RAM supported, 
48k required 

This unique array of features 
and functions speaks for 
itself: the power of ORCA is 
unsurpassed. 

All features a re documented 
clearly and extensively. Source 
listings for the subroutine and 
macro lib raries, as well as the 
operating sys tem, are included. 

ORCA. If you're serious about 
developing 6502 software, 
it 's the one to have. 

Available from your local dea ler, 
or call : 
800-343-1218 
(In MA call 617-937-0200) 
ORCA/M: 21609 
Apple II or Ile disk, 48k, DOS 3.3 
Two drives and 64k 
recommended. 

$149.95 
ORCA/M is now also the best 65C02 assembler, sup­
porting a ll 27 new opcodes. New hardware support 
includes the Ile 80 column board and disk emulators 
for the Legend" 128K card and Ile extended 
memory ca rd. 

II HAYDEN SOFTWARE II 
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function allows reports to be accessed 
from a crt, information on batch re­
ports is available faster; there's no 
waiting for list compilations, test re­
sults, or deliveries. CPMS allows 
users to submit and check their own 
batch jobs; thus, it reduces the work­
load of the data-processing de­
partment. CPMS operates under YSI 
and MYS operating systems with 
CICS/VS Release 1.4 and above. 
Site licenses cost $5,880 and include 
one year of maintenance. 

Before you run out and snatch up 
some of this nifty software, heed the 
advice of Layne Bradley, acting vice 
president of marketing at UCC . 
"Departments tend to hold on to old 
patchwork procedures, and slap new 
automation software on their equip­
ment. That only lets them process 
their problems faster. You must de­
fine the tasks before you automate 
them." 

Bradley emphasizes the im­
portance of defining the way data are 

entered into the system, how they're 
handled, and how they're tracked . 
"In many organizations, procedures 
for handling these tasks were set up 
years ago; now no.one looks at where 
the data come from or where they 
go," says Bradley. "The manager 
who set up the system may have quit 
three years ago." UCC provides con­
sultants and tools to help analyze 
data-handling procedures. "We map 

The ADP Autonet Public Network Primer 

PITFALL #1 : 

Going Beyond The 
Outage Limits 
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You can't afford undependable service due to equipment outages. 
So be sure to check every network's availability figures. 

When you do, you'll find that ADP Autonet is the only value­
added network to publish its average . Maybe that's because, since 1981, 
we haven't fallen below 99. 7% network availability. 

Translated into time that means-on an 
average- no network node is out of service more 
than 45 minutes in any given month. An exceptional 
record by any standard. 

Before you hook up, it pays to do your 
homework. A good way to start is with our 
booklet, "Going Public: The ADP Guide to 
Value-Added Networks." It's full of headache­
saving facts. And it's yours for the asking. 

~Autonet 
The Reliable Network Solution 

175 Jackson Plaza, Ann Arbor, Ml 48106 313/769-6800 TELEX: 211883 AUTO UR 
Autonet is a service mark of Automatic Data Processing, Inc. 
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out where you are and where you 
want to go, and identify all the bottle­
necks," Bradley explains. 

Before trying to generate your data 
faster, you might want to clean them 
up. The Data Expediter from Pacific 
International Marketing Group min­
imizes confusing redundancies by en­
suring that each datum has on ly one 
definition, checking for rearranged or 
synonymous data, and setting up 
standard business abbreviations. 
Data Expediter costs $I 1,500; a 
rental of six months or more costs 
$595; a one-month trial costs $I 00. 

Because automation tools that en­
hance productivity are generally in­
visible to those who authorize expen­
ditures, getting upper management 
to put cash on the line may take a 

Despite increased 
demand for information, 
many MIS/dp 
departments still use old 
housekeeping methods. 

little strategic planning. "There's a 
back-office mentality that has diffi­
culty dealing with the increased cost 
of dp, even though the data center is 
essential to the entire business," com­
ments consultant Aschauer. 

One way to convince upper man­
agement of the need for productive 
tools is to take advantage of the free 
one-month trial period many vendors 
offer. "A company's survival may de­
pend on its operations center's ability 
to react quickly," says UCC's Brad­
ley. "We tell upper-level manage­
ment we're selling business solutions, 
not technical support." A cost/ 
benefit analysis of the trial period 
should catapult the purseholders into 
pro-automation beliefs. 

When all else fails, remind top 
management that the competition's 
data center is automated- and that it 
pays to keep up. Manual dp pro­
cedures blunt an organization's effec­
tiveness; a faster, smoother now of 
information sharpens its competitive 
edge. D 

COMPUTER DECISIONS 



- ml OUR DH/DM THE STANDARD 
REPLICEMENtALSO •E IT THE STANDARD 

Because Abie's DH/DM communi- ·111a1n NMOG and half the power consumption. 
cations controller does so much more Modem control on all sixteen lines 
than the DEC DHll and DMll controllers, it's become the provides unobstructed system flexibility. And it's software 
standard replacement in PDP-11 computers. compatible with DEC's DHll and DMll. 

Except down under, in Australia. There, Abie's DH/DM To minimize obstacles, the DH/DM's self-diagnostics 
is not the standard replacement. There, it is the standard. and LED display make it easy to locate and isolate problems. 
In Australia, our DH/DM is standard equipment on PDP-11 And if you need them, Abie's fast, professional service and 
computers, and on VAX computers running on UNIX. support are as close as the phone. We're organized to solve 

It's easy to see the reasons our 16 line hex-size communi- problems in hours, not days. We want to provide you with 
cations controller has become the standard. complete customer satisfaction, and we work hard to do so. 

Clearly, there's more space. The DH/DM plugs into one Able has a broad range of devices for PDP-11 computers 
hex slot, instead of nine. That frees up eight slots for offering improved communications, memory expansion 
peripherals. and interprocessor connectivity. All of which comply with 

The DH/DM is faster. It transfers data by word rather FCC regulations. 
than by byte. Plus, there's an input silo with four So you see, you don't have to be down under 
times the standard depth for even higher data to come out on top. Just get the controller that's 
transfer rates without ripple down delays or over- ~.§. ~ ~} ~ ~~ become the standard, the DH/DM, from the 
flow. And with one-third less system loading (1(1),~ I :tili W 3 ii people who introduced it. 

The communications specialists. CIRCLE 70 

1732 Reynolds Avenue, Irvine, California 92714. Call toll free: 800-332-2253. In the Irvine area: (714) 979-7030. Or, TWX: 910-595-1729 
DEC, VAX, DMF32 and VMS are trademarks of Digital Equipment Corporation. 







1983 
\Vas a 
ve~ 
goou 
year. 
NCR introduced more 
major data processing 
products than any other 
high tech company. 
NCR closes out its first century with one of its 
most impressive technological achievements, 
the NCR 9300. It 's the first full 32-bit VLSI 
mainframe designed for business applications. 
The 9300 delivers the power of a mainframe 
at the price of a mini. 
New computers for 1983 included the UNIX™­
based Tower, a microprocessor with the power 
of traditional minicomputers. NCR also added 
new multiprocessors to our top-of-the-line 
8600 mainframe series. 
We introduced the NCR Personal Computer 
specifically designed for the business / 
professional market. It provides dual processor 
capabilities to enhance performance, and is 
the first personal computer designed with 
networking in mind. It can function as an off­
line computer, an online terminal to your main­
frame, or networked with other NCR Personal 
Computers and other popular PCs. 
We strengthened our position as the world 's 
leading supplier of retail point-of-sale terminals 
by introducing a wide range of new products. 
Included is a terminal that looks up the prices 
of over 14,800 items stored in its own internal 
bubble memory. 
Our number one position in automated bank 
teller machines produced the technology for 
self-service airline, ski lift and service station 
terminals. We are the leader in electronic 
banking networks and electronic funds transfer. 
Why did NCR introduce all these high technol­
ogy products in 1983? We wanted to get a 
good start on our second hundred years. For 
more information, call 1-800-CALL-NCR. 
In Ohio, 1-800-543-4470. 

And 1984 will he even better. 

1884-1984 
Celebrating the future 

UNIX is a 1radema1k ot Belt Lab01a!Ol'ies 

People Express, one of America's fastest­
growing ai rl ines, chose an NCR 8600 series 
computer system to handle online reservations. 

The Tower microprocessor packs a lot of 
computer power in a 29"x 27"x T' package. 
Up to 16 operators, local or remote , can 
access the Tower at one time. 

I 
NCR is a leader in online transaction process­
ing equipment, communications and system 
software. 

Debit cards and Electronic Funds Transfer became 
a reality in 1983. NCR is the leader in EFT 
technology today! 

Bubble memory technology provides resident The new NCR Personal Computer otters unsur-
mass memory in the terminal for automatic passed monochrome or color graphics. Industry 
price look-up for supermarkets and other standards are used throughout so the applications 
retail stores. programs you need are available now. 

New drive-through ATMs help the world bank 
on the go. NCR helped pioneer the regional 
electronic banking network and has installed 
more Automated Teller Machines worldwide 
than any other supplier. 

CIRCLE 71 

The NCR 9300, a roomful of computer power in a 
50-pound box, was a big breakthrough in 1983. 
Add this 32-bit VLSI mainframe for a complete 
system price of less than $46,000 1 
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problem on his IBM PC, arrivi ng at 
"an almost identical answer" in about 
the same time- 45 minutes. "Even 
though the IBM PC run s much 
slower than the mainframe, my time 
spent at its keyboard setting up a 
problem and getting the answer is 
never significantly longer, sometimes 
not longer at all," he says. 

Testing high-energy circuits on the 
personal computer eliminates the ri sk 
of damage to valuable components or 
injury to technicians during a live 
test. " It 's easy to use," he says. " If 
you want to put a million-volt diode 
on a model , you just tell the comput­
er, 'This entry is a million-volt di­
ode."' And, as far as the computer's 
concerned, it is. 

Many times Hall uses his comput­
er to test circuits that have already 
been designed . In one case, a high­
energy laser displayed some unusual 
faults in a live test. Rather than risk 
the equipment with continued oper­
ation, Hall put the questionable cir­
cuit on the personal computer, dis-

covered the problem, and modified 
the design . He also uses the program 
to double-check design work sub­
mitted by subcontractors. But he also 
does considerable work from scratch. 
"In the last year, I've probably built 
more circuits on the personal com­
puter than in the lab," he says. 

Hall emphasizes that he is not a 
programmer. He uses programs cre­
ated by others, and acknowledges 
having had difficulties with poorly 

For more information ... 
You may contact the vendors mentioned in this article by telephone, or 
circle the appropriate numbers on the reader-service card . 

AoP.ec Geisco Prentice-Hall 
( 13) 228-2602 (301) 340-4000 (201) 592-2000 

Circle 425 Circle 432 Circle 438 

Boeing Computer 
Svcs. Harvard Software RC Electronics 
(703) 556-3730 (617) 456-3400 (805) 964-6708 

Circle 426 Circle 433 Circle 439 

Context Mgt. Syst. 
lnacom lnt'I. (213) 378-8277 Software Arts 

Circle 427 (303) 694-4200 (617) 237-4000 
Circle 434 Circle 440 

Data General 
(617) 366-8911 Keithley DAS 

Circle 428 (617) 423-7780 Spectrum Software 
Circle 435 (408) 738-4387 

Data Translation Circle 441 
(617) 481-3700 

Circle 429 Lotus Development 
Strobe (617) 492-7171 

Design Futures Circle 436 (415) 969-5 130 
(305) 239-4677 Circle 442 

Circle 430 
Northwest 

Elliam Assoc. Instrument Syst. STSC 
(213) 348-4278 (503) 297-1434 (301) 984-5000 

Circle 431 Circle 437 Circle 443 
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supported ones. With one in-house 
program, for example, the documen­
tation was scant and its creator no 
longer worked for Rocketdyne. Hall 
and other engineers struggled with 
the program for a week before getting 
it to perform . 

The sa me problem can occur with 
commercial software. As engineering 
programs for personal computers 
proliferate, buyers should carefully 
consider how closely a package meets 
their needs, how much it allows for 
custom tailoring, and how well it is 
supported by the vendor. 

Timoth y O'Connor- whose con­
sultancy in Union Lake, Ml, spe­
cializes in helping er.gineers and ar­
chitects get the most from comput­
ing- recommends that buyers obtain 
the source code for commercial pro­
grams whenever possible. This would 
a llow them, perhaps with the help of 
a veteran programmer, to verify the 
accuracy of a program 's structure 
and modify it if necessa ry. " If I'm 
spending $300 on a program, 1 
want to be sure it will do the job," 
O'Connor says. 

He concedes that vendors may be 
reluctant to part with their products' 
code. If it's not available, he suggests, 
buyers should at least ask for a trial 
period . Talking to engineers who 
have used the package will also help 
determine how well it delivers. 

Paul Hazan, of the applied-physics 
laboratory at Johns Hopkins Uni­
versity in Baltimore and chairman of 
the IEEE ( Institute of Electrical and 
Electronics Engineers) committee on 
personal computing, suggests engi­
neers seek a bal ance between ease-of­
use and nexibility in their software. 
Generally, the more flexibility af­
forded, the more skill required. He 
advises individuals to consider this 
trade-off when selecting their soft­
ware. "The important issue in engi­
neering is not that personal comput­
ers are cheaper, faster, and smaller, 
but that they are accessible," Hazan 
says. " Personal computers acco m­
modate a large user community- but 
many engineers are not program­
mers." 

Some commercial packages give 

139 



Personal Computers In Engineering 
(Continued from page 139) 

nonprogrammers considerable lati­
tude for customizing their applica­
tions , Hazan notes. TK!Solver from 
Software Arts, for example, allows 
users to set up equations defining a 
problem, enter known values, solve 
for unknowns, and display results in 
several forms. Built-in function s for 
sine, cosine, net present value, and 
internal rate-of-return calculations 
a id in use. The basic package auto­
matically converts units of measure­
ment. TK!Solverpacks, addi.tional 
applications ai med at such specific 
disciplines as mechanical engineering 
and designed to work with the basic 
program, include other frequently 
used equations and models. 

Other technical packages for the 
personal computer perform specific 
functions. LSF- The Least Squares 
Curve Fitter from Prentice Hall-­
which runs on the IBM PC, for exam­
ple, automatically fits a first-, sec­
ond- , or third-degree leas t-squares 
curve to a dataset of up to 300 coordi­
nates i;iput by the user. The PSI 
Reli ability Prediction Program from 
Elliam Associates runs on the IBM 
PC and under CP/ M. It calculates 
the mean time between failures for 

"If I'm spending $300 on a program, I 
want to be sure it will do the job." 

O'Connor, O'Connor Consulting 

electronic hardware by subassembly, 
assembly, and total sys tem. 

Most engineers probably could 
find at least one task that could be 
done profitably on the personal com­
puter. Would that justify the cost of 
one? It might. One engineer who re­
cently purchased TK!Solver, for ex­
am ple, has used it only a few times in 
four months and believes he's already 
gotten his money's worth. The engi­
neer uses the basic package on his 

Page Highfill , president of Highfill , Smith Associates, Richmond, VA, believes 
engineering firms should aim for wide accessibility to personal computers. "If I 
had $4,000 to spend, I'd buy two $2,000 machines," he says. 
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IBM PC to perform ballistics calcu­
lations he would have found difficult, 
if not impossible, to do any other way. 
The results help him make decisions 
on projects in which mistakes would 
be costly. The security the calcu­
lat ions provide just ifies the cost of the 
softwa re, he believes. 

Adding applications 

All users want to do as much as 
they can with their computers, of 
course. (The aforementioned engi­
neer performs spreadsheet analyses 
in addition to his standard tasks.) Ac­
cording to Tim O'Connor, some engi­
neers put themselves in a bind by pur­
chasing a personal computer for one 
purpose and then deciding to add ap­
plica tions that the machine can ' t 
handle. They can avoid this pitfall by 
purchasing a nexible machine. Per­
sonal computers that accommodate 
the CP / M operating system have a 
wide range of ava ilable applications. 
And, more and more developers are 
creating programs to run on ma­
chines with MS-DOS. There are even 
microcomputer versions of popular 
minicomputer operating syste ms. 
O'Connor warns that there are varia­
tions of these opera ting systems and 
that programs purportedly written 
for any of them may not be compati­
ble with a user 's version . (See 
" Broadening your personal comput­
ers' horizons" in this issue.) 

Page Highfill , president of High­
fill, Smith Associates, an architec­
tural and engineering firm in Rich­
mond , VA , believes technical users 
should not worry about squeezing a 
lot of applications onto their personal 
computers. Many first-time buyers, 
he feels, opt for an overly expensive 
machine out of fear- to try to com­
pensate for a Jack of knowledge or 
cover a future contingency. 

"The primary aim should be to give 
as many potential users as possible 
access to simple, straightforward ap­
plications," Highfill contends. " If I 
had $4,000 to spend on personal com­
puting, I'd buy two $2,000 machines 
rather than a single model with a lot 
of horsepower. " 

Each of the five employees in 
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A minimum of moving parts and an exceptionally rugged design make 
the CI-600 from CIE Terminals the first 600 LPM matrix line printer you can 
depend on. 

And when you compare the CI-600 with other 600 LPM line printers, 
you'll find others either do a lot less, cost a lot more, or both. 

A600LPM 
The CI-600 is plug-in compatible with virtually 

every type of computer system, including IBM 
and DEC.® It doubles the throughput of our CI-300. 

It gives you 600 LPM data 

b ill e :J. processing and letter quality u on a snnp1e ~~~~~~r:~~:1gga~~~tvers • • I The CI-600 is ideal for retail, Prtnclp e business, engineering and scientific graphics applications, 
e all of which are easily accessed and used. And there's more. 

You get high resolution graphics for Bar Codes, Optical 
Character Recognition, Form Generation, Labels and Word 

Processing. An unusually small print head diameter for needle-sharp character 

all 
clarity. Hundreds of unique character fonts. And three built-in 

It 11e interfaces, two parallel and one serial. 

Y There are also two paper-loading points-front and bottom. Plus 
flexible line spacing and line feed speed. 

k 
If you'd like the same quality; but don't need as much speed, we 

Wior S also offer ~he CI-300-with 300 LPM data processing and 85 LPM of 
letter quality. 

• The CI-600 and CI-300 come 
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to you from CIE Terminals, a 
new company of C. Itoh Electronics, 
one of the world's most 
experienced printer companies. 

To find out more about 
the CI-600-the first 600 
LPM line printer that 
really works- and 
its cousin, the 
equally dependable ll!!!e;~ • ...::s;;:·· 
CI-300, just write 
or call. 

A new company of 
C !TOH ELECTRONICS. INC 

2505 McCabe Way. Irvine. CA 92714-629? (7141 660-142L Call toll-free 1-800-854-5959. 
In California, ca ll toll -free 1-800-432-3687. 
®DEC is a Registered Trademark of Digita l Equipment Corporal ion. 

©CIE Termina ls. Inc. 1983 
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Highfill 's firm- two archi tects, an 
engineer, a graphic a rti st, a nd a 
secretary- has a TRS-80 Model 4. 
They use the computers for engineer­
ing calculations, energy aha 1 yses, 
spec ifications drafting, financial 
planning, word processing, and let­
tering . The employees produce the 
drawings themselves with the help of 
a sta nd-a lon e drafting an d design 

system from Design Futures Inc. of 
Orlando, FL. It costs around $35,000 
with a plotter. 

Creating professional-quality 
drawings with a plotter may well 
require such a costly outlay. How­
ever, users of personal computers can 
find plotters within a wide range of 
costs and capabilities. The M260 
from Strobe Inc., for example, works 

on any computer with an RS-232 
serial port. It carries eight pews, 
draws lines with 500 points per inch, 
and costs $995. 

Compu ter-aided drafting and de­
sign (CADD) requires a considerable 
amou nt of computing power. Con­
seq uent ly, use of personal computers 
for the task is not widespread- but 
it's growing. There are problems to 

Personal instruments transform the lab 
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The personal computer has not only 
become an aid for simu lation, de­
sign, and numerical analysis, it 's 
also entered the laboratory as an ad­
junct to instrumentation. Personal 
computers specially configured with 
software, peripheral modules, and 
plug-in boards are increasingly be­
ing used to control experiments, and 
to collect and analyze data. These 
instruments provide flexibility and 
ease-of-use not found in traditional 
testing systems- and they're less 
expensive. 

Northwest Instrument Systems, 
where the term "personal instru­
ment" was coined, offers a variety 
of hardware and software that turn 
an Apple or an IBM Personal Com­
puter into a host of laboratory de­
vices. Other vendors jumping on the 
bandwagon include Keithley DAS, 
a recently announced partnership of 
Keithley Instruments and Data Ac­
quisition Systems. 

The transformation of computer 
into specialized instrument is some­
times done through peripheral mod­
ules and sometimes with plug-in cir­
cuit boards. The DT2801 series of 
circuit boards from Data Trans­
lations Inc., for example, allow the 
I BM PC to sample analog signals 
from many sources. They let the 
computer measure currents and 
voltages produced directly or 
through transducers by various 
physical phenomena, including 
temperature, pressure, and force. 
The computer times the readings, 
controls processes through digital­
to-analog output, and stores and 

analyzes acquired data . 
The latest in the series, the 

DT2808, at $495, provides enough 
features to render strip-chart re­
cords obsolete an d end manual 
reading and logging of instruments 
in most laboratory settings . The 
top-of-the-line DT28 l 8 ($1,695), 
which allows simultaneous readings 
from several sources , is useful for 
such high-level applications as ma­
terials and st ructural testing and 
seismic studies. 

John Hartung, a researcher in 
anesthesiology at New York 's 
Downstate Medical Center, uses an 
IBM PC equipped with a circuit 
board in his studies of crania l blood 
flow . An experimental animal is ad­
ministered hydrogen , oxygen, and 
an anesthetic. Four probes inserted 
in the brain react with hydrogen 
carried by the blood to produce an 
electric current. The I BM PC picks 
up the signals, converts them to dig­
ital form, and stores them. Later, 
statistical analyses on the computer 
indicate the blood-flow pattern cre­
ated by the drug. 

The experiment probabl y 
couldn't have been done with earlier 
measurement techniques . "The 
waveforms are very complex," Har­
tung explains. "They are not the 
kind of data that we can read 
merely by placing a ruler on an ana­
log chart." 

The Computerscope from RC 
Electronics in Santa Barbara, CA, 
also converts analog to digital. It's 
based on a Franklin personal com­
puter and, for $3,495, includes soft-

ware that lets it act as a frequency 
meter, digital voltmeter, transient 
recorder, signal averager, and 
pulse-rate meter. 

A circuit card plugged into the 
main unit handles data acquisition 
and, with the help of a software li­
brary, directs the machine to the 
proper instrumentation function. 
The computer accommodates four 
cards, allowing four test channels. 
With two cards installed, the com­
puter simultaneously simulates a 
circuit under test and acquires data 
from the response . Most software is 
written in machine language, pro­
viding the speed needed for many 
functions, but accessing of data and 
instrument control can be handled 
through Basic or Pascal. Scientists 
can program test control, for 
example. 

Curt Wade, an audiologist in 
Lompoc, CA, uses the Computer­
scope to measure the effects of 
sound on patients' brainwave pat­
terns. The computer acquires the 
signal and digitizes it. Then, Wade 
uses the machine's software to ana­
lyze the results. Previously, he used 
a storage oscilloscope to collect the 
EEG waves and a $10,000 signal 
averager to help analyze them. 
"That $10,000 box is now a foot­
stool," Wade says. 

Wade uses the Computerscope 
for a variety of tasks, including test­
ing of hearing aids and calibration 
of auditory tests . He figures the de­
vice replaces about $40,000 worth 
of instruments and equipment in his 
laboratory. 
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9 KIMBALL Network 
Product Design: Rich Thompson 
and the Kimball Design Staff 

Network, a modular 
computer support furniture 
group, is specifically 
concepted for high-density 
usage applications. Network 
provides optimal space 
utilization and flexibility while 
incorporating design features 
and technical innovations 
that facilitate increased user 
comfort and efficiency. The 
articulated keyboard arm, 
motorized VDT lift and 
unique interchangeable 
storage modules, which 
accommodate every type of 
electronic media in use, are 
among the specialized 
features Network offers. 
Network is available in 
coordinated finish colors and 
textiles for appealing and 
productive environments. 

Kimball Office Furniture Co. A Division of Kimball International 1600 Royal Street Jasper, IN 812.482.1600 

Showrooms: Atlanta Boston Chicago Dallas Denver Houston Los Angeles New York Seattle 
404.233.2229 617.357.5505 312.644.8144 214.869.0480 303.295.7066 713.629.7711 213.854.1882 212.753.6161 206.763.1330 
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be overcome. Beca use dra ftin g and 
design usuall y require a profess ion­
al's attention over an extended peri ­
od , a personal computer employed fo r 
that kind of work may have to be 
dedica ted to it. 

Tim O'Connor points out another 
drawback to using personal comput­
ers for CADD: The process' chi ef 
productivity benefits come not from 
the profess iona ls' ability to draw lines 
mechanica ll y, but from their ability 
to retrieve and modify what's been 
dra wn before . Pa rti cul a rl y when 
several profess iona ls work on th e 
same projec t , it helps if they ca n 
quickly update and sha re background 
dra wings. 

The hardware is developing ra pid­
ly, and observers see continued ad­
vances. James Jackson, data-process­
ing advisor to A PEC, the pro fess ional 
society of consulting engineers (Day­
ton , Ohio), sees grea t promise in the 
use of pe rso na I co mputer s fo r 
CADD. " Fea tures that you wa nt but 
don ' t see now will probabl y be ava il­
able next yea r," he says . 

The mainframe connection 

One popular practice is fo r an engi­
neer to solve part of a problem on the 
personal computer and connect to the 
central computer fo r problems the 
personal computer ca n' t handle. This 
a pproac h is use ful not onl y for 
CAD D but fo r a ra nge of engineering 
applications. According to Paul Ha­
za n, the personal computer fits well 
into the role of adjunct to minicom­
puters and mainframes. 

Rocketd yne's James Hall some­
times divides a circuit analys is be­
tween his IBM PC and the C DC Cy­
ber. But , he points out. few of his 
programs run on both machines, so 
he ca n' t transfer a problem from the 
personal co mput er directl y to the 
mainframe. If he's been working on 
the I BM PC, though, much of the 
preliminary work needed to tra nsfer 
the problem to the Cyber will have 
been completed. 

There is a trend toward simplifying 
translations from one computer level 
to anoth er whil e broadenin g th e 
range of technical progra ms fo r per-
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sona l computers. As personal com­
puters have ga ined power, they have 
acquired the ability to handle pro­
gra ms th at have become well estab­
li shed on larger machines . Data Gen­
eral, fo r exa mpl e, offers its Desktop 
Genera ti on- perso na l co mput e rs 
that execute programs originall y de­
signed fio r DG 's 16- and 32-bit mini ­
computers. And Di gital Eq uipment 
Corp. offers MicroVAX I, which pro­
vides the VAX minicomputer archi ­
tecture ye t fit s under a desk. The 
company says it pl ans to put the ar­
chitecture fo r the VAX line on a mi­
crochip. 

Hew lett-Packa rd , long es tabl ished 
in technical and ~c i e nti fi c computing, 
recentl y introdu ced th e HP 9000 
Seri es 500, a line of 32-bit persona l 
computers with basic prices ranging 
fr o m a bo ut $25 ,000 t o a bout 
$35 ,000. The systems will run such 
high-powered applications as simula­
tion and des ign, and will handle HP's 
ve rsion of the System 111 Uni x oper­
ating system from Bell Labs. 

AP EC also prov ides mainframe­
to-mic rocomputer so ftw are mi gra­
tion for its seri es of programs on ener­
gy and elec tri ca l-sys tem analyses . 
Co nsultin g engineers have famil ­
ia ri zed th emse lves with the seri es 
over yea rs of use on large machines. 
According to APEC's James Jack­
so n, th e newe r personal-computer 

" If anyone had told me a year ago that 
I'd be using a personal computer for 
the kinds of analyses I do. I wouldn't 
have believed it. " 

Hall, Rocketdyne 

versions run on 8-bit machines with 
64 Kbytes of memory, C P/ M, and 
8-inch single-density disks- usuall y 
th e TRS- 80 Model 2 or TRS- 80 
Model 12 . 

The versions of the A PEC pack­
ages confi gured fo r microcomputers 
are identica l to the ve rsions for main­
frames and minis. The primary dif­
ference is that the lower license fees 
fo r the microcomputer versions­
ra ngin g from $ 125 to $85 0, plus 
APEC membership fees- make the 
packages feas ible fo r personal com­
puting. 

Remote computing services . offer 
another avenue fo r easy tra nsitions 
betwee n co mputin g leve ls. Boeing 
Computer Services, for exa mple, is 
expected to release this month th e 
first of a series of microcomputer 
sys tems tha t will connect with its 
remote computing service. A person­
al computer based on DEC PDP- I I 
a rchitecture will anch or Boein g's 
Micro/ 8400 famil y of workstations. 
Softw are will provide compatibility 
with applica tions that run on Boe­
ing's la rge mainframes. 

The first package will a fford links 
to BCS' Ansys, GTStrudl , astra n, 
and Stardyne, all used for structural 
design and analysis. A user can con­
figure a problem for one of these ap­
plica tions on a personal computer, do 
some loca l processing, and dial up the 
service for number-crunching or oth­
er analyses requiring a lot of power. 
The arra ngement saves on connect­
tim e and process ing cha rges. The 
personal unit will also run any of the 
many technica l progra ms written for 
the PDP- I I. Hardware fo r the sys­
tem cos ts about $20,000, with the 
software running nea r $700. 

STSC, another remote computing 
servi ce, rece ntl y bega n offerin g 
/\PL* Plus/ PC, which runs on the 
IBM PC. The pac kage, priced a t 
$595, provides transparent portabil­
ity of applica tions written in tech­
nica l language from a personal com­
pute r to th e servi ce's ma infra me 
/\PL* Plus sys tem. 

For $50 , Gei sco provides th e 
Tim es ha rin g Int e rface Pac kage , 
which a ll ows easy tra nsfer of fil es 
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from an IBM PC to the service's 
mainframes. An IBM PC might col­
lect data in a lab overnight, for exam­
ple, and a scientist can send them to 
the mainframe with a touch of a 
button. 

Personal computers can also help 

flexibility versus ease-of-use. Linking 
applications on hard disk or through 
a mainframe connection allows engi­
neers to perform many tasks at their 
own keyboards. But the effort and 
skill needed to create the connections, 
or simply employ them, may reduce 

efficiency. As engineers use personal 
computers for more and more tasks, 
they and program developers will 
create easy translations from micros 
to mainframes. The personal comput­
er will become an all-in-one tool for 
science and engineering. D 

engineers with their nontechnical ~---------------------------­
chores, such as report writing and 
project management. HPM from 
Harvard Software, for example, 
helps users schedule and manage 
complex projects . Geoffrey Potter, 
director of manufacturing for Mo­
zaic Technologies in Billerica, MA, 
uses the package to manage the engi­
neering on the graphics workstation 
his company is producing. He enters 
the parameters of each task, and the 
program converts the information in­
to a time chart. It automatically re­
calculates the plan to account for 
modifications made along the way. 
According to Potter, a key benefit is 
credibility. 

The personal computer can also 
help in a design engineer's search for 
components- often a time-consum­
ing chore. Micro-Index, a retrieval 
program from lnacom, lets users ac­
cess the company's file of more than 
400,000 component descriptions, 
which are updated every two months. 
The designer locates products listed 
under the supplier's name, and under 
generic or specific terms. Then the 
designer contacts the vendor for de­
tailed specifications or retrieves them 
from I nacom 's microfiche·. 

Multifunctional packages, such as 
1-2-3 from Lotus Development Corp. 
and MBA from Context Manage­
ment Systems, merge spreadsheet­
a n a 1 ys is, word-processing, and 
graphics features. They let users 
move rapidly from numerical anal­
yses to written and graphic reports­
a handy feature for many engineers. 
These programs are primarily for 
business uses, however, and may not 
provide the speed, number-crunching 
ability, or sophisticated graphics nec­
essary for technical applications. 
Still, particularly when used with a 
hard disk for added speed, they may 
do the job. 

Again, this brings up the issue of 
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ft IR I HE 
Cures COBOL'S 
Common Code: 
lnterparagraph GOTOs 
ALTER Statements 
Altered GOTO Branches 
Fall Throughs 
Dead Code 
PERFORM Range Violations 

SUPERSTUCTURE takes 
your unstructured COBOL 
programs and automatically 
produces structured 
COBOL programs that 
are easy to understand 
and maintain. 
SUPER­
STRUCTURE 
provides a simple, 
cost effective alter­
native to manually rewriting 
those unstructured programs that 
are a maintenance headache. 

We're so sure we can cure your c 
code that we'll prove it to you using your 
programs at your location. Call Marketing 
Director-SUPERSTRUCTURE today for details. 

And soon you 'll breathe easier 
with uncongested COBOL. 

@ Group Operations Incorporated 
1110 Vermont Avenue, NW 
Washington, DC 20005 
(202) 887-5420 

Offices in Boston, Chicago, Dallas, Los Angeles and New York 
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microprocessors that could directly 
address only 64 Kbytes of memory. 
This limited the capabilities of the 
operating systems, which required a 
substantial amount of that memory. 
Many of the limitations have been 
overcome with add-on boards that in­
crease capacity on the 8-bit ma­
chines. The problems are nonexistent 
on the more powerful, more capa­
cious, 16-bit personal computers. 

With the increased capacity levels, 
feats that previously were only imag­
ined can now be performed . CP/ M­
based software will run under Bell 
Labs' Unix. Unix software will run 
under CP / M. PC-DOS will run 
CP/M-86 software, and vice versa. 
The Pick operating system has been 
simulated under PC-DOS,CP/ M 2.2 
under Unix, and other operating 
systems on PDP- I I, Motorola 68000, 
and Zilog Z8000 processors. Apple's 
Lisa runs CP/ M 2.2 and Unix, in ad­
dition to its own operating system. 

Such versatility may be yours 
through add-on boards, which slip in­
to expansion slots in the computer. A 
board provides all the capabilities of 
a particular operating system, and is 

less expensive than buying another 
personal computer that houses an 
operating system with the additional 
features you need . Quadlink, for ex­
ample, from Quadram Corp., Nor­
cross, GA, is functionally equivalent 
to an Apple computer. Once installed 
in an I BM Personal Computer ex­
pansion slot, it allows Apple software 
to run on the PC. (A board that per­
mits Apple computers to run soft­
ware written for the IBM PC will 
soon be available .) 

Although the possible combina­
tions keep multiplying. the question 

Nothing can stop Microsoft 
Microsoft- originator of MS- that the CP/M originator is mak­
DOS- is not only securing a lead ing little headway with its 
over Digital Research- originator CP/M-86 on IBM's Personal 
ofCP/M- inthesaleofoperating Computer and other machines; 
systems, but is heading for the IBM is selling Concurrent CP/M 
dominant position in the vending to large customers, however. 
of software for personal com put- CP / M is being ignored by many 
ers. This is the primary conclusion software developers, who report­
of a recent report from Strategic edly are aiming their efforts at 
Inc., a research and consulting or- MS-DOS and Bell Labs' Unix. 
ganization in San Jose, CA. The Killen says Microsoft's strategy 
report also indicates that Micro- is to control the market not only in 
soft's M ultiplan is moving ahead operating systems and languages, 
of Visicorp's Visicalc, the daddy of but in major applications as well. 
all electronic-spreadsheet pack- In pursuit of this goal, Microsoft is 
ages. challenging Visicorp and Lotus in 

Michael Killen, president of integrated software. It is also the 
Strategic, not only sees Microsoft supplier of the Basic language 
taking the lead from Digital Res- used on many popular machines. 
earch, but also sees Digital "in dis- The report, called Digital 
array, with no coherent plan to Research/Microsoft- The Real 
challenge Microsoft, and a frag- Issues, costs $950. To obtain a 
mented product line." He claims copy, call (408)243-8121. 
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of which operating system to buy is 
by no means irrelevant. Each one still 
costs money. You still have to be sure 
that you have the right amount of 
memory and mass storage. And since 
some systems are single-user and oth­
ers multi-user , you must also in­
vestigate them in consideration of 
overall information-resources strate­
gies and goals . 

Finding a suitable system in the 
fog of questions and considerations 
can be a formidable task. There is 
still much confusion over which oper­
ating system does what , along with a 
lot of controversy over which system 
- if any- is best. For a clearer pic­
ture, let 's take a look at the major 
players in the operating-systems 
standoff. 

The choice will be yours 

Originally developed for profes­
sional programmers, Unix (Bell Lab­
oratories, Murray Hill , NJ) now has 
many variants that operate on many 
types of computers- from personal 
computers to mainframes . One 
market-research firm , Input (Moun­
tain View, CA), estimates that there 
are over I 0,000 "Unix installations," 
more than half of which are actually 
Xenix- Microsoft's (Bellevue, WA) 
version of this operating system. 

Unix may be powerful , but many 
users also consider it very unfriendly. 
It has obscure commands and gives 
infrequent warning messages. How­
ever , it does offer a form of built-in 
electronic mail, along with a flexible, 
hierarchical filing system. Oasis and 
MS-DOS also have hierarchical file 
structures. 

A hierarchical file structure is one 
of the two basic ways in which oper­
ating systems organize informa tion . 
The other, on systems like CP / M a nd 
the p-System, is ca lled a sequential 
file structure. Both terms ­
hierarchical and sequential- refer to 
how the computer searches for files 
a nd interconnects them . 

In a sequential structure, the com­
puter searches for files starting from 
the beginning of its directory, until it 
finds what it is looking for. This is a 
relatively simple operation, and does 
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Lee Data's new Personal Workstation 
now lets you enjoy all the advantages of 
professional business computing plus have 
both 3270 and asynchronous access to 
CPU-based applications-all from the 
same Lee Data workstation! 
That's right! Completely-integrated, 
IBM-compatible personal computing 
-offering the latest functional capabilities 
and these value-added features: 
Support for a wide variety of popular 
applications, including all compatible 
IBM Personal Computer software. 
Personal Workstation-to-host file 
transfer capabilities that allow transfer 
of data from CPU-based files through 
existing system communications net-

works, meaning no new communications 
networks are ever required. 
A single board design that incorporates 
both display station and printer support, 
as well as 128K of random access 
memory standard-with up to 256K of 
expanded memory on the same board. 
Plus a dual diskette drive feature that 
offers two 5114-inch floppy diskettes, 
each with 320K of storage capacity! 
And four standard system expansion 
slots for add-on requirements as your 
needs change. 
3270 and asynchronous application 
access and now personal computing, 
too- all part of an advanced system 
design by Lee Data. 
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not require too much memory. If 
there are only a few files on the 
system, this type of organization will 
not slow down the system significant­
ly. But when the number of files in­
creases , this system will become 
slower as it searches. And it becomes 
very difficult to maintain data secur­
ity, since the computer must look 
over every file until it finds the one it 
needs. 

A hierarchical file structure, on 
the other hand, provides data security 
by locking users out of whole sections 
of files. It is organized like a tree, 
with the root file at the top. Starting 
with the root file , the computer will 
search for other files according to the 
path shown in its directory. Such a 
structure requires more memory than 
a sequential structure, but it is faster. 

Under Unix, which really exploits 
this file structure, everything- even 
input and output devices- is treated 
like a file . This means that once ex­
perienced with Unix, a user can do a 
lot of work with just file-processing 
commands. Corporate users looking 
to solve multi-user problems, howev­
er, should be aware that for every 
version of Unix, there's another 
version- some 35 in all. And there 
are no guarantees on compatibility. 

Safety in numbers? 

There are essentially two kinds of 
Unix "clones": those licensed from 
Bell, and those written independently 
but in conformance with the Unix 
manual. Xenix is the most popular 
licensed version , while Unos (Charles 
River Data Systems, San Jose, CA), 
Idris (Whitesmith's Ltd., Concord, 
MA) , and Coherent (Mark Williams 
Co., Chicago) are among the most 
popular unlicensed ones. 

Coherent is the least-expensive 
clone, available for the IBM Personal 
Computer for $500. It is also avail­
able for the Z8000 and 68000 micro­
processors, as well as DEC's 8086 
and the PDP- I I. Idris will run on a 
128-Kbyte 68000-based machine 
with a minimum of 5 Mbytes of hard 
disk. 

Those considering Unix- or a rea­
sonable facsimile- should note that 
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these are large operating systems. 
The fuller implementations require 
at least ~ megabyte of internal 
memory, with 5 or I 0 Mbytes of 
hard-disk storage available. These 
operating systems are expensive 
when compared to some of the others. 
(Coherent may be only $500 for the 
IBM PC, but CP / M has recently 
been reduced from $200 to $60 for 
the PC.) Also, there is not yet a tre­
mendous amount of applications soft­
ware available under Unix. This is a 
temporary, but very real, problem. 

With the growing demand for an 
operating system that can be down­
loaded from a mainframe to a micro, 
Pick (Pick Systems, Irvine, CA) is 
seen by some as a competitor to Unix. 
Initially designed for business use, it 
has had many successful supermicro 
implementations. These followed im­
plementation in the mid-'70s on Mi­
crodata minis. 

Pick is the only operating system 
with a built-in relational database 
management system, and is being of­
fered in conjunction with products 
from qatamedia Inc. (Camden, NJ), 
Altos Computer Systems (San Jose, 
CA) , Fortune Systems Corp. (Bel­
mont, CA), Applied Digital Data 
Systems (Palo Alto, CA), and Gener­
al Automation (Anaheim, CA). Pick 
has recently been implemented on the 
I BM Personal Computer and the 
IBM 4300 supermini - a devel­
opment you should monitor if the 
micro-to-large-computer connection 
is one of your corporation's goals. 

Also designed for business use, 
Oasis (Phase One Systems, Oakland, 

CA) already has a large European 
following, and is becoming known as 
an attractive option for smaller com­
panies. This system, which allows 
multi-tasking, has recently been 
redesigned for 16-bit multi-user per­
sonal computers and can serve up to 
32 users simultaneously. It handles 
shared, public, or private files, using 
passwords and privilege-level secur­
ity. It also has automatic record lock­
ing, which prohibits more than one 
user from changing a particular rec­
ord at the same time. The system has 
been implemented on 8086- and 
8088-based computers, and more rec­
ently on 68000-based systems. A fair 
amount of applications software is 
available for it. 

CP/M (Control Program/ 
Monitor), from Digital Research, Pa­
cific Grove, CA, took off in 1976 
when its vendor licensed it to several 
companies that were offering floppy­
disk-based products. It has been 
through many incarnations, and of­
fers tremendous compatibility 
among - but not limited to ­
personal computers from Tandy/ 
Radio Shack, Heath , North Star, 
Cromemco, Vector Graphic, Xerox, 
Wang, and Osborne, and any Apple 
outfitted with a Softcard. (Softcard 
is Microsoft's plug-in board that fits 
into an expansion slot of an Apple 11, 
thereby bringing CP/M to the ma­
chine.) Today, CP/M is available for 
microprocessors other than those of 
the 8080 family and offers a very 
large body of applications software. 

CP /M's documentation, however, 
has long been considered inaccurate 
and disorganized, and friendliness is 
not one of this operating system's 
strong points. If you are about to 
make a serious mistake- for exam­
ple, wiping out an entire disk­
CP/M gives no warning. However, 
the latest CP/ M version (3 .0) is 
reportedly more friendly. 

Until recently, CP/M's lack of 
friendliness wasn't a significant 
shortcoming. Like Unix, this system 
was originally developed for profes­
sional programmers, who didn ' t need 
friendliness . It was also originally in-

(Continued on page 154) 

COMPUTER DECISIONS 



Want to hook IBM? 
Terminals. Personal Computers. 

ASCII devices. Hook them all into the 
IBM world with the new AVATAR™ 
PAlOOO Protocol Converter. 

The PAlOOO provides low-cost 
IBM 3278/2 terminal emulation and 
coaxial connection to an IBM 327 4/ 
3276 cluster controller. Then, a single 
keystroke switches you back into the 
asynchronous world through an auxil­
iary RS-232-C port to access other 
computer systems, public information 
services or copy a screen to a printer. 

Our microprocessor-based unit 
provides user-selectable rates up to 
9600 baud, terminal keyboard configu-

rations, screen management and local 
or remote print functions. And, you can 
hook the PAlOOO to a modem for 
remote dial-in access. 

Simple, economical access to the 
world of IBM, just when you thought 
there was no answer. At $995, getting 
hooked has never been so affordable. 
For more information on our AVATAR 
PAlOOO Protocol Converter, contact 
Avatar Technologies Inc. 
99 South Street 
Hopkinton, MA 017 48 
Or call us at 
(617) 435-6872. 

Making IBM smarter since 1983. 
IBM is a registered trademark of International Business Machines Corp. 
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\Vbat 
shall we 
do about 
machines 

that create far more 
problems than they 
actually solve? 



T he personal computer courted the 
.l workplace with endless promises. 

A new era of problems was delivered 
instead. As MIS manager, you have 
observed: too many different brands of 
computers. Too many types of software. 
Software that's difficult to learn, limited 
and inconsistent in quality, and poorly 
backed up by manufacturers. 

More troubling: there has been no way 
to control the information flow. No way 
to make these machines communicate 
with one another, or with the 
company's mainframe. No way to 
customize software to meet spe­
cific company needs. 

Microcomputer chaos is likely 
to persist unless someone can 
bring in an effective system for 
managing them all, and introduce 
a measure of standardization. 

That logical someone is you. 
The logical solution is Visi On:" 

Whats good for the user 
is even better for the MIS 
Department. 

Visi On is not a new computer. 
It is not a new computer 

program. 

transfers data between applications , 
demonstrating depth of integration to an 
unprecedented degree. Instead of doing 
just oqe job at a time, the user may move · 
from project to project, backed up always 
by the full power of the machine. 

And it's all remarkably simple. Visi On 
provides a single, sensible interface that 
makes every application easy to learn, 
and even easier to use. 

There. Already it's getting quieter in 
your department. .. 

application program comes with the 
equivalent of 100 pages of Help text users 
may call on when there is a question. The 
more help the user gets from Visi On, 
the fewer the calls for help that come 
into your department. 

The Visi On system also provides the 
basis for a complete package of com­
munications programs. With applications 
software soon available, Visi On will allow 
personal computers to emulate both asyn­
chronous and synchronous terminals. 

And, Visi On will allow integration 
into local networks. 

And more. And more. 
And more. 

Additionally, Visi On is open­
ended. New applications , new 
capabilities, and new peripherals 
will be added. Plus, Visi On archi­
tecture is open to all developers, 
with a Visi On Toolkit to help you 
custom design your own applica­
tions programs. 

And with all of the above, Visi 
On introduces a new generation 
of software support. It's the most 
comprehensive program ever ex­
ecuted for microsoftware. Backed 
up by VisiCorp;1'1 the number one 
name in business software. 

Visi On is a completely new gen­
eration of business software that 
harnesses the power of the per­
sonal computer; a microcomputer 
applications manager designed to 
oork in tandem with the operating 
system of the pc, and integrate 

Sit back. Be pleased with 
yourself. And if you're far too 
modest for that, simply rest 
assured that legions of formerly 

ENTER VIS! ON Suddenly, every personal 
computer in your company becomes everything 
it ever promised to be. 

disgruntled users now have you 
to thank for an efficient , productive 
new partnership with their personal 
computers. 

any number of application programs. 
Initially, four applications are avail­

. ' 

Indeed, for MIS managers as well as 
for users, Visi On is a virtually instan­

taneous remedy for 
the problems exper­
ienced with per­
sonal computers. 

Instantaneous? 

able: Visi On Word;" Visi 
On Cale;" Visi On 
Graph;" and Visi On 
Query.™ Totally rede­
fined for the Visi On 
environment, each 
application includes 
features and functions 
that have dramatically 
improved performance. 

Consolidate Prohl/Loss for Procb: 

ales i~Sl L 198 1 !>58 1 7~ Yes . The system 
will work on most 
of the computers 
already in place. 

en.11ct> !rall'le 2• 31 JS 
ess01SCQU'lls 118 15.5 17'5 

lfleven.le 1184 1416 !be!S 

8 ErGt1,1 

Even more impressive, 
their strength is actually boosted when 
these applications are combined. Making 
maximum use of multiple electronic win­
dows and a mouse, Visi On instantly 

(Which also makes 
Visi On your simple­

to-implement solution for standardizing 
systems and applications.) 

On the off-chance a problem should 
befall a user, no problem. Each Visi On 
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Your management thanks you, too. 
You were, after all, the one who rec­

ommended Visi On. 

Vlsl On Is now available for the IBM® Personal Computer XT, the 
Wang® Professional Computer, the Honeywell® Serles 7900, the 
Tl® Professional Computer, and the Compaq'" Plus. 
Vlsl On1 Vlsl On Word, Vlsl On Cale, Vlsl On GraplJ. Vlsl On Query 
and Vls1Corp are all registered trademarks of Vlsl1;orp. 
© 1983 VlsiCorp. 



Broadening Horizons 
(Continued from page I 50) 

tended as a single-tasking system. 
This might still be fine for 8-bit ma­
chines, but at the 16-bit level, a user 
might wish to, for example, edit one 
document while printing out another. 

Although CP/ M itself does not 
permit multi-tasking , Digital Res­
earch's newer offspring- MP/ Mand 
Concurrent CP / M- do. 

Multi-user, multi-tasking, up­
wardly compatible MP/ Mallows up 
to 16 users to perform tasks at the 
same time. Concurrent CP / M Ver­
sion 2.0 allows up to 256 separate 
jobs to run simultaneously. Of 
course, there is a practical limit to the 
number of tasks run, since each addi­
tional process divides the cpu 's time 
among that many more tasks, there-

Each operating system 
has its own personality. 
Some are friendlier than 
others; some are more 
capable than others. 

by reducing the amount of comput­
er time each task is allotted. Con.cur­
rent CP/M also ensures data in­
tegrity through certain functions 
built into the operating system that 
are known as "lock file," "lock rec­
ord," and "test-and-write record ." 

CP / Net is an option that supports 
multiple users on multiple comput­
ers, with one of the machines func­
tioning as the master node in a classic 
star-network configuration. This 
local-area network is much like a 
phone network, having a controller 
with branches connected to each de­
vice. 

Another of the major systems, MS­
D OS (Microsoft, Bellevue, 
WA)- called PC-DOS on the IBM 
PC- is easier to learn than CP/ M 
and Unix. (Its documentation is eas­
ier to follow than most OS documen­
tation , too .) MS-DOS 2.0 provides an 
online help feature and , perhaps most 
important for the corporate user, an 
upwardly compatible path to Xenix. 
Microsoft has also extended the ca­
pabilities of the system with a feature 
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called Microsoft Windows. It sup­
ports sophisticated graphics-based 
integrated software packages. 

Unlike Xenix , MS-DOS does not 
have multi-user or multi-tasking ca­
pabilities, nor does it have, yet, as 
much applications software as CP / M 
has, though there has recently been a 
nood of new software for this system . 
So if your corporation isn't already 
committed to I BM PC hardware, 
there is little reason to commit to PC­
DOS. Bluebird Systems (Carlsbad, 
CA) , however , grants multi-user , 
multi-tasking capabilities via Super­
DOS, the company's proprietary 
IBM PC operating system. 

Another multi-user, multi-tasking 
system- this one for the PC's big 
brother, XT- has been introduced 
by Science Man a gement Corp ., 
Bridgew a ter , NJ. The 
Thoroughbred / OS supports three 
terminals and one printer, and allows 
simultaneous processing of several 
applications. Its price: $795. 

PC Technologies Inc., Ann Arbor, 
MI, also has a multi-user system for 
the XT. Known as Xtender, and 
packaged as a circuit board and nop­
py disk, the system permits up to five 
terminals to operate concurrently off 
the XT. Xtender costs $3,995. 

MBos / 5, a system from Bos Na­
tional , Dallas, gives multi-user capa­
bility not only to the XT, but to the 
PC as well. With it, up to two inex­
pensive crts with full file-sharing ca­
pabilities may be added , and any pro­
gram or system ever written in 
Bos / MicroCobol will run immedi­
ately on a PC or XT without recompi-

lation or relinking. MBos / 5 with run­
time MicroCobol sells for $1,050. 

With all the multi-user operating 
systems available for IBM's prod­
ucts, it seems only fair that Digital 
Equipment Corp. computers have 
one too . SMM-300 is the first such 
system for DEC's Professional series 
of personal computers. Developed by 
Structured Data System, a United 
Kingdom-based firm, the system is 
being distributed exclusively through 
Advanced Computer Techniques 
Corp. 's Creative Socio-Medics Corp. 
(New York) . 

The basic SMM-300 system sup­
ports up to three users; with the inclu­
sion of two Real Time Interface 
boards, it can support a total of seven 

Like Unix, CPI M was 
originally developed 
for programmers, a 
group that didn't 
require friendliness. 

users simultaneously. Single-license 
fee for SMM-300 is $1,400. Quantity 
discounts are available. 

The only operating system that 
was designed to be portable is the 
UCSD p-System , from Softech Mi­
crosystems, San Diego. Although 
IBM sanctioned it as the sole oper­
a ting system on its Displaywriter 
word processor, the p-System has re­
ceived little acclaim. It is a slow 
system designed for single-user situa­
tions. (It is mostly used with UCSD 
Pascal, which is widely accepted in 
universities as a teaching language.) 
Most applications written under this 
system are for Apple computers, 
which offer a version of UCSD 
Pascal. 

No discussion of operating systems 
would be complete without mention 
of the multi-tasking offering found 
on Apple's Lisa System (Apple Com­
puter Corp., Cupertino, CA) . This 
operating system, which is similar to 
Unix, has intertask communications, 
and allows two tasks to share one 

(Continued on page I 58) 
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ONE LANGUAGE. ONE SOLUTION. 

THE KEY TO INFORMATION 
CENTER PRODUCTIVITY. 

In today's Information 
Center environment the #1 
application development tool 
is Information Builders' 
FOCUS. No other product 
offers the productivity and full 
range of functions provided 
by FOCUS ... all within one 
nonprocedural language! 

FOCUS' powerful rela­
tional facilities enable you to 
quickly build new systems. 
You can create new files 
within minutes using simple 
English commands, as well 
as query and report from 

existing files fVSAM OSAM 
IMS, IDMS, etc.) in your 
Information Center. 

This increases programmer 
productivity by hundreds of 
percent and allows end 
users to perform their own 
ad hoc queries, reports, finan­
cial modeling, graphics and 
statistical analysis after only a 
few hours familiarization . 

And, there's PC/FOCUS 
too . It expands your PC into 
an Information Center with 
the same relational database, 
screen manager and data 

analysis facilities found in 
mainframe FOCUS. Plus, it 
enables you to download, 
manipulate and/or ur:;load 
data extracted from main­
frame files and DB's, all with 
full FOCUS security 

The FOCUS system. The 
language that unlocks pro­
ductivity in your Information 
Center For details write to : 
Don Wszolek, Dept. M2 , 
Information Builders, Inc., 
1250 Broadway, New York, 
NY 10001. 

INFORMATION 
BUILDERS, INC. 

New York: f212) 736-4433 • Washington, D.C.: f703) 276-9006 • St. Louis: f314) 434-7500 • Chicago: (312) 789-0515 
Dallas: (214) 659-9890 • Palo Alto: (415) 324-9014 • Los Angeles: (213) 615-0735 • Houston: (713) 952-0260 

Dealer 1nqu1rres 1nv1ted 
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10 nearly one 
there is only one word 

"WordStar® from 
MicroPro® is by 
far the easiest 
to learn." 

Pam Murphy 
Creative Market 
Commwtication 
Enid, Oklahoma 

"WordStar from MicroPro is a 
great product. I hadn't touched a 
computer since college, and now 
I'm really proficient." 

Da11iel Ke1111erk 
R & D Resume Service 
Fre111011t, Cnlifomitt 

"WordStar saves me time, and 
gives me information in an order 
I can understand. I'm really 
impressed." 

Del Ludlum 
A11ytl1i11g Wood, Inc. 
Broke11 A1To1v, Oklal10111a 

"WordStar was a cinch to 
learn-about 8 hours total. I defi­
nitely recommend WordStar. It's 
the best word processing package 
people can buy." 

Rod11ey Farley 
Fleet Feet of Davis 
Davis, Califomia 

"WordStar, I highly recommend 
it " · D, Clifford Bo11d 

Assis1t111t Professor of Microbiology 
Bozeman, Mon1t1na 

"WordStar from MicroPro is so 
easy to use and edit that every­
thing goes on it: letters, reports, 
memos, lists ." 

latTY Sta11/ey 
Windsurfi11g Hawaii 
Kailua, Hawaii 

"WordStar from MicroPro. 
I'm sold on it." 

Doralia Rey110/ds 
Seward Co11111y Community 
Liberal, Ka11sas 

"WordStar has the features we 
need-we like the ease 
with which you can 
move the cursor around 
for editing. That's why 
I chose the industry 
standard." 

A. Kuder 
Kuder, Smollar a11d Birkel, PC. 
Washi11gto11, D. C. 

"WordStar is one of the 
only word processing 
programs you can custom­
ize to your own appli­
catio~s: I'll never go back 
to wntmg on a yellow 
pad again." 

}oh11 Sealander 
Copywn.ter 
Dallas, Texas 

"WordStar 
from MicroPro 
is flexible and 
easy to understand 
-even for people 
not used to computers. And, it's 
increased my productivity 15%. 
I really like it.' 

Nelso11 Pi11zo11 
TRW 
Redo11do Beach, Califomia 

"WordStar is a thousand times 
faster than a typewriter. " 

Bryce Goodwin 
Regional Sales Mai1t1ger 
Colorado Springs, Colorado 

"WordStar is really flexible. I use 
it for eve~hing. A superior 
program.' 

joh11 Doggett, Ph.D. 
Amenlan Warehousemen 's 

Association 
Cltiwgo, Illinois 

"WordStar lets me compose and 
edit as I go along. Which means 
now I can type a two pa9e letter 
faster than my secretary. ' 

James Day 
Kalu Glass Company 
Ho110/ulu, Hawaii 

"WordStar from MicroPro made 
a difference from the very begin­
ning. It used to take a whole aay 
to type an investment report. 
Now, I just edit from the screen 
in hours." 

Lisa Peterseu 
Des Moi11es Housi11gAuthon·ty 
Des Moi11es, Iowa 

"WordStar has tripled my out­
put. I use the whole package: 
Mai1Mer9e1® SpellStar® ana Star­
Index."' I m extremely satisfied." 

Barbara jean Gruber 
Author: Household Money Tips 
E. P Dutton Pub/. 
Saratoga, Califomia 



.-...-.-.-.-.· ·on people, 
for wora processing. 
"WordStar from MicroPro is ver­

satile, convenient and has a lot of 
options. A fine program I recom­
mend to everyone I know." 

Dana McCartlry 
McCartlry Associates /111emarional 
Cape Cod, Maine 

"WordStar is a very good pro­
gram. I've done some really 
exotic things with it. And 
MailMerge is a very powerful 
attribute to WordStar." 

}olrn Ca/rill 
Grove Enterpn'ses, Inc. 
Morton Grove, Illinois 

"WordStar. I like that it's inte­
grated with SpellStar and 
MailMerge.With other word 
processors, you have to interrupt 
one to use the other." 

Clrarlie Kaplan 
Account Systems Engineer 
New York, New York 

11WordStar has made me more 
efficient. I'm writing m>.' thesis, 
and word wrap, the ability to 
move text around, and onscreen 
editing really help. A powerful 
program." 

Caty Yoshimura 
Graduate Swdenr 
Los Angeles, Ca!tfom1a 

11WordStar from MicroPro defeats 
any word processing package. 
Simple applications are easy, com­
plex applications are possible. And 
the documentation is excellent. 
It's all there:'' 

}olrn Beckner 
Program ln11ovatio11s 
(subsidiary o( Proreaive Agency Inc.) 
Lumberton, Nortlr Carolina 

11WordStar can do a lot more 
than other word processors. And 
it's so easy, I learned to operate it 
on my own." 

Slraron Cassidy 
Marker Researclr 
Sa11 Fra11cisco, Cnli(omrft 

Since 1978, nearly one million people have made MicroPro's 
WordStar the undisputed standard in word processing software. 

A step-by-step workbook, on-screen tutorial 
and reference manual make it easy to learn the 
basics in a matter of hours. What's more, memory­
jogging instructions remain on the screen as a 

guiae, then disappear as your proficiency grows. 
And because it's from MicroPro, you 

know that WordStar incorporates the latest 
innovations in word processing. 

But don't just take anyone's word 
for it. Try it yourself and see if you don't agree it's 

the best word processing package around. 
Buy MicroPro's WordStar on its own, or as part of a professional 

package that includes MailMerge, for customized form letters and more . 
Plus SpellStar, an automatic spelling checker based on the Houghton 
Mifflin American Heritage Dictionary of most frequently used-words. 
And Starlndex, for instant alphabetized indexes and tables of contents. 
They're available separately, or together in the WordStar Professional 
package at a special price. 

For the name of the MicroPro 
dealer nearest you, phone (800) 443-0100, 
Ext. 948. For more information, write 
MicroPro, 33 San Pablo Avenue, Ill 
San Rafael, CA 94903. M1craPra® 

Wiren you start with MicroPro, 
there's no stopping you. 

,----------------------------

: liy the leading word in word processing, and 
1 get a subscription to Popular Computing."' Free. 
I 
I 
I 
I 
I 
I 
I 

Be one of the first 6,000 people to take a WordStar® demonstration, and 
MicroPro® will send you a one-year's subscription to Popular Computing'" 
(a $15 value). Just complete the coupon and bring to a participating 
MicroPro dealer for a free demonstration (approx. 10 minutes) and 
validation. Mail promptly to MicroPro International, Magazine 
Offer, P.O. Box 4325, Burlingame, CA 9401 1. Coupons must 
be postmarked on or before January 31, 1984. AMP3 

I Name ______ ___________________ _ _ 

I Company _________________________ _ 

I I Address ____________ ________ _____ _ 

I City/State/Zip ___________ ____________ _ 

I Not valid unless venfied b6 authorized ~ordStar dealer. No. subst1tut1ons. Coupon value 1/20 of I cent. Subsc.ript1ons begin 30 to 60 da~s after 

I ~~aJ~'kJ~~-tV~1dr!ch~~n~iohi~edu~:~~ft~:~t~d~~a~~~I:~ ~f~h~s0;~u~i~~~h~~0th~~ra~~~~~~d~~1~b~~:';o0n~~~~~~~~fr~~~8f~~t:~~~J:fJ3f1~~ -years 

1

1 

Dealers: Verify customer completion of WordStar demonstration with your stamp or 
attach business card below. 

I 
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Broadening Horizons 
(Conrinued from page 154) 

data file. Although Lisa's operating 
system commands almost 2 mega ­
bytes of memory, including the appli­
cations, it is considered very friendly. 
It is also, however, considered very 
slow. 

ginning to need greater communica­
tions capabilities for working with 
company databases and local-area 
networks. They are also beginning to 
use higher-capacity hard disks with 
va rious backup methods. (See the 
"Personal computing" column in this Corporate computer users are be-
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PT-3 5 0 Twice the tester at half 
the price-$2995* complete ! 
All-in-one 8 "-5-1 /4" -3-112"-
3-114 " -3" floppy drive tester 
provides unprecedented 
portable test power' 
ComQrehensive Testability: 
program PT-350's 30 individual 
tests into phases for initiation 
with a single command' 
Unlimited Control : select from 
full complement of parameters 

- including independent early and late data window 
margin measurement utilizing self-calibrating margin 
circuits. 
Self-Contained Usability: definitive 40-character alpha­
numeric display, touch-sensitive 20-key panel, and built-in 
instruction flip-cards . 
*Including built-in 24-column printer for on-the-spot 
hardcopy of test results! Call now for ADC's very 
competitive quantity discount schedule-and equip 
your entire engineering team with PT-350 's! 

!:~:! : i::~! jEl:fl ;j~f:}jj:~h'C.ff'.fj(i~~~iJ~~:!1~~tiJ:~['.'.~; ~~~~\:~~~o~~~~ Road, 

First and still foremost in media duplication and test technology 
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issue .) The systems software will 
have to accommodate these changes 
in hardware and application soft­
ware. 

One important upgrade will be in 
better file management and protec­
tion. If a user has gone to a hard disk 
because of an increase in the number 
of files, he or she needs a better way 
to manage those files . So we may see 
more hierarchical file structures. 

Both the Apple II ProDOS and the 
Apple III SOS operating systems 
have hierarchical organizations. 
Users of these systems who have per­
sonal databases of, say, 200 files on 
hard disk can subdivide them into 
categories. Previously, the computer 
would have had to check all the file 
names when looking for a particular 
file. Now, the user need only specify 
the major category and the desired 
subcategory, and the machine will 
find the file quickly . This capability 
was also recently added to DOS 2.0, 
Concurrent CP / M, and the DEC 
P / OS (Digital Equipment Corp., 
Maynard, MA) . 

Another development to watch is 
more transportability of applications 
software between operating systems. 
An interesting version of this feature 
comes from Convergent Technologies 
Inc . (Santa Clara , CA), with its 
NGen family of intelligent worksta­
tions . (You may see these products 
under other labels, for example, 
Prime Computer, Gould , Burroughs, 
and A. 8 . Dick.) Different operating 
systems can run concurrently on the 
same machine with CTOS- the 
company's multi-tasking distributed 
operating system- but as application 
processes. Users can therefore have 
access to applications software writ­
ten for CP/ M and MS-DOS, which 
run as tasks under CTOS. 

As personal computing burgeons in 
corporate America , vendors are fast 
finding ways to overcome the in­
compatibilities arising in a game with 
too many players and too many dif­
ferent kinds of equipment. In the fu­
ture, users will no longer have to 
wonder which operating system to 
use , but how many operating 
systems, and in what combination . D 

COMPUTER DECISIONS 
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storage d business card 

• Deluxe lock 
Plus th s Manag~m!1n1~T-CARD ystem Manual 

Leather grained . • med mod I 
Manages 144 . e 

• 500 asst 'd SMpro1ects 
•Color-coded ART-CARDS 
• Name or i .. signals 
• Pen holde~1t1als on cover 

Genuine leather vinyl ~105.00 

A 

Plus $4 ship . 155.00 
II Models Available in· ping and handling 

LEATHER . 
Plus the SMAR 
Management ST-CARD ystem M 
Leather gra· . anual 

Chestnut Brown (da~RA_INED VINYL 
Black, Burgund ), Willow Brown . GENU Y and Natural 1 (medium) , 

tned Vtn I $27 
Genuine leath Y .50 

Plus $4 ship~~ $52.50 ng and handling 

Add $7 50 per Hawa11 and P model for sh1 (}~e r countn~:rto Rico. $1~~i~~:~cCanada Alaska 
U Spynght 1983 Exe o and $18 to all 

and I t · cut1ve M ~;:i~~~~~dRef_'C").1~3~1 g;,t}£tr~g~~;~1tn;vs~~Esc. Inc 
mark the prod -CARD M -U-s of Executive M ucts named h anagement anagement S ere1n are trade-ystems Inc 
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Black, Briti!~~ LEATH~~ Suede 
an and Burgundy 

SATISFACTION 
If for any reason GUARANTEED 
satisfied · you are not SMART-;~~Jour EXEC-U-P~':Jletely 
with in 30 d System sim 

1 

prompt ref~~~ - of purchase f0~ ~et~~:~~ 
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cont"'' 20-50-eveo hunrl<•d' ot P'°i•''' ata ttme 
with the ,ma!I•''· e"I•''· mo'' t1exlble method eve• 
developed to• p1,onlng and monttodng ,ottvttle,, 
"hedul"· appointment,, perto1manoe, deta•I' and 
deadlines. The SMART-CARD Management sys­
tem MIPS buSY executives accomplish more in 
less time-bY treeing the mind 's memory banks 
and thought pmo•"•' to tOCU' wh•" It ooun"' 
No matte• hOW well 01gan1,ed you a1e, The sMART-
cARD Management system will give you a better 
1etum on your ttme 1nve,1ment We gua•antee ttl 

CONTROL HUNDREDS Of PROJECTS 
WITH COMPUTER-LIKE EFFICIENCY 
The SMART-CARD Management System is de­
,1gned to tu notion In m•nY w•Y' Ilk•• pe"onal d•ta 
p1oo•";ng oentor. out, with muoh g1e•ter fleX!­
blllfY and•"•· simply reoord all 1mp0rtant '"for­
mation dl!eotlY onto oolO!-ooded SMART-GAR OS. 
Then insert them in the system 's exclusive see­
th1ough p•n•I'- to• v;,ual oontrol of hundred' of 
entrl•' ,1-a-gl•noe- MOrge oa•d' Into the ,y,tem •••• 
meeting'- Move oa!d' " pmi•'" a1e oompleted 
or pr;odtl•' oMnge- Ret.reve 1ntorm•t1on ln,tantlY 
Th• SMART-GARD Man•gement System '' un;que 
feature' ,nd ,1, ,pedal pu•pO'e ,,,,d, help you plM 
and manage more effectively than ever before. 

QUALITY CRAFTSMANSHIP 
1ndlvldu•llY oratted of the tin•'' genuine 1eath•" 
01 ,;oh 1eather groined vlnY''· eaoh SMART-GARD 
system comes personalized with your name or 
1n1tl•I' on the oove•-T•k• the h'"d'omely ,1yled, 
highlY portable EXEC-U-PLAN System with you 
to meeting,, on ousln•" 1,;ps. 01 tor• mo•• P'°duo-

tive dailY commute. 

WORKS FOR EVERYONE 
Mailable in three styles to satisfy a wide range 
of needs and preferences, The EXEC-U-PLAN 
SMART-GARD Management Sy,tem ts Ideal fO! •II 
executives and professionals. With the system 
you're alw•Y' 'o well org•nl,e.d, the t1me you save 
won't just oe you• own - •! will ,nore"e th• P'°duo­
t1vrtY of everyone around you . So. to Work smarter­
Not Halder, put the ,,markable new EXEC-U-PLAN 
SMART-CARD Management System to work tor 

you . and those around you. today ! 
* PATENT PENDING 

Now~~~~llAL BONUS 
receive a ha~~1ted time o•n•l•y• _ _.1,.-,vl 
Pocket 0 some m t . model h rganizer FREE a_ ching versio~ o~wn at left. This c~~h any _ .. ~-. 
System pu;~e SMART-CARCJ'a,Jt tuck-away 
lets you easil key data in your anagement 
Retail value '1;:1oake new entritsocket-and . o . on-the-go. 

CREDIT CA PHONE TOLRLD ORDERS FREE 

OR t-BOO-USA-0700 
WR/TE: fXE 

31-17QUEENS BL C-U-PLAN™ DEPT. 117 
VO., LONG ISLAND CITY • N.Y 11101 
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What if you could actually 
"soup up)) your data center? 

Increase your produc­
tion ... improve your pro­
ductivity ... all within 
existing resources? Run 
faster. Run better. Run 
more efficiently. You can. 

One software company 
can help you take com­
plete charge of your entire 
production process ... 
and manage it more effi-

ciently. That software 
company is UCC. 

Our Production Work­
load Management systems 
move the workload to, 
through, and out of the 
data center. On time. 
Every time. 

UCC software central­
izes control for all work 
areas. And manages every 

production activity -
from receipt of input 
through delivery of out­
put. Automatically. 

After all, Data Process­
ing is automated ... isn't 
it about time Production 
Workload Management 
was, too? 

Call 800-527-5012 
(in Texas 214-353-7312.) 



UCC ir a subsidiary of Wyly Corporatum (NYSE). For more information and an annual report, write 1000 UCC Tower, Exchange Park, Dallas, Texas 75235. 

l!JF?3 
THE MOST COMPLETE 
SOFTWARE COMPANY 

IN THE WORLD. 

University Grmputing Campany · Da/Jas · Toronto · London · Paris · Frankfort · Zurich 



ONE SIZE 
11~TSALL 

vs. 
(jUSTOM 

TAILORED 
Remember the item you bought with the " one-size-fits-all " label? Maybe the 

arms were too long. Or it bagged at the waist. Or you buttoned it at 
the neck and found you couldn 't swallow. So you vowed to 

choose more wisely next time. 

Computer Decisions knows that " one-size-fits-all " doesn 't fit anyone well. 
That 's why we 're not an all-purpose computer magazine. Or a general 

business publication. Or a newsweekly for the entire industry. 

We custom-tailor our editorial to fit a single audience. Management. The MIS 
director who has come out of the back room into the boardroom. The 

corporate exec who's becoming more deeply involved with information 
resources. The financial vp who's suddenly buying not only his own personal 
computer, but a whole corporate information system. The Computer Decision 

Maker with purchase power for what you sell. 

We tell our 100% management audience one thing: how to manage their 
human and information resources for greater profit and productivity. 
With practical , non-technical application features on MIS strategies, 

data communications, software, office automation, mainframes, personal 
computers, peripherals. And they read us consistently, from cover to cover. 

Because we tell them better than any other publication. 

So when you think of buying a " one-size-fits-all " publication, think again. And 
remember that Computer Decisions is custom-tailored for management. 

Your Advertising 
And 160,000 (jon1vuter Decision Makers 

A Perfect 111t 
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New-Just Released! The Most Val'9able 
MIS/dp Salary Study You Can Buy 

Compensation in 

the MIS/ dp Field 

l5iOs1ons 

Compensat ion 

in the 

MIS/dp Field 

Sponsored by Computer Decisions , this tightly-packed , 346-page report provides the 
most intensive study of salaries, salary ranges, and bonuses ever attempted in 
the MIS/ dp field. For 35 job functions, ranging from Junior Key Entry Operator to 
Top MIS/ dp Officer, it reports all compensation data: 

• By 16 levels of supervisory responsibility 

• By geographical location-total U.S., U.S. by seven regions (including & 
excluding major metropolitan areas}, and 25 metropolitan areas &·states 

• By 25 types of employer 

• By total MIS / dp budget 

• By number of employees 

• By annual sales of manufacturing / extractive and non-manufacturing 
organizations and utilities 

• By total assets of financial organizations 

• By insurance policies in force 

• By education, experience, & sex 

An invaluable tool for determining the "right" salaries in the MIS / dp field. $195.00 

Complete & mail today for your 15-day FREE Trial Copy- No Obligation! 
----------------------------------------------------------------------------------------------------

Abbott, Langer & Associates • Dept. CD • 548 First Street • Crete, IL 60417 

Yes! I certainly can use Compensation in the MIS/ dp Field in my work. Please rush my 
copy to me immediately! (If I'm not satisfied , I'll return it within 15 days and not be 
charged for it.) 

D Check No. for $195.00 is enclosed. 
(Ill. residents add 6 1

/ 4 % sales tax.) 

D Bill my employer, adding a small charge for shipping and handling. 

Signature: _____________ Name (1ypeorpri n1): _ __________ _ _ 

Title: ____________ Employer: _______________ _ 

Street Address of Employer:*----------------------

City: State: Zip: ! 
*U .P.S. will not deliver to a P.O . Box number. Please give street address. I 

------------------------------------------------------------------------------------------------------
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MAN IS A TOOL-MAKING A 
HE IS NOTHING. WITH TC 

INTERACTIVE Systems Corporation 
understands the relationship 
between man and tools-and 
its potential for improving 
productivity. 

Since 1977, we've 
concentrated on 
the develop­
ment and 

support 
of software 

tools that can 
increase productivity 

in office areas and in 
software development centers. 

Major corporations throughout 
the world have used our tools to build 

systems matched to their own needs and 
the needs of their customers. 

*UNIX is a trademark of Bell Laboratories. 
**DEC, VMS, PDP, and VPV< are trademarks of the Digital Equipment 

Corporation. 

In fact, INTERACTIVE was the first 
independent supplier of software tools 

based on the UNIX* operating system. 
INTERACTIVE was also the first 

company to integrate UNIX tools into 
another operating system. We call 
that product the INTERACTIVE 
Systems Workbench. It allows pro­
grammers to use UNIX tools on a 

DEC** system that is also running 
production under VMS~* 

In addition we are 
offering the IS/3 operating sys­
tem. It provides all the 
facilities of UNIX System 
Ill and runs as the 
native operating 

system on 
PDP** and VAX** 

computers. 
Our operating 

systems incorporate 
many tools developed 

by Bell Laboratories. 
And we've added more 

tools of our own. 



~IMAL. WITHOUT TOOLS, 
~LS, HE IS EVERYTHING. 

One of the most important tools is our 
full-screen text editor. It uses features such as 
multiple windows, a HELP key and function 
keys to significantly improve the user inter­
face to UNIX. 

The editor is a good example of the way 
we have enhanced UNIX. Our editor is easier 
to learn and easier to use than the standard 
UNIX editors. It can make your host computer 
more efficient by allowing you to move 
certain tasks from your host 
computer to intelli- •11;~~~~~ 
gent terminals. 
By using that 
feature, you 
can provide 
better response 
times and sup­
port more users. 

We're now offer­
ing still another 
innovation. We have 
packaged sets of our tools to meet the most 
common customer needs and are offering the 
sets at new low prices. All of these packages 
run under either of our operating systems. 

INTERACTIVE's Advanced Productivity 

INTERACTIVE 
SYSTEMS CORPORATION 

-From Thomas Carlyle, 1795-1881 

System is our most complete set. It gives you 
a packaged set of tools to enhance both pro­
gramming and office pro­
ductivity. APS includes 
one of our operating sys­
tems, our screen 
editor, a versatile 
electronic 
mail 

facility, a networking capability, 
word-processing enhancements and 

two of our intelligent terminals. INTERACTIVE 
also provides free installation and training 
plus a year of free support and maintenance. 

Yes, we've accepted the wisdom of Thomas 
Carlyle. We're committed to building tools that 
our customers can use "to be everything '.' 

If you need such tools, call us at 
213 -450-8363. Or write, 

INTERACTIVE Systems Corporation 
1212 Seventh Street 
Santa Monica, CA 90401. 
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Buying Computer Supplies 
(Continued from page 167) 

"We try to make it easy for our 
customers to buy supplies from us. " 

Choquette, DEC 

network of distributors to sell their 
goods. The 3M Co. out of St. Paul, 
MN, operates this way, and so offers 
no natior.al contracts for supply sales, 
although it is one of the biggest, and 
best-known, manufacturers of disks 
and magnetic tape. Verbatim also de­
pends on distributors, but it is begin­
ning to offer national contracts to 
companies if one of its distribution 
outlets cannot compete against the 
prices of another manufacturer / 
distributor. 

Even while vendors are waging 
campaigns to sign national contracts, 
they realize that these contracts are 
not necessarily the best way for 
everyone to order supplies. Scott 
Cochran of Verbatim says that con­
solidated purchasing "is not going to 
work in all instances. It might create 
a hang-up in some organizations. The 
success of a contract depends on how 
well-structured a company is and 
how well it actually plans to dis­
seminate the supplies it orders." 

Lee Pryor, chairman of Pryor 
Corp .. the Chicago-based supply 
seller, agrees that "there are lots of 
cases where supply contracts won't 
work , but there are also many cases 
where they will. They take a lot of 
hard work and discipline, but they 
definitely work." The extra effort is 
worthwhile, in the vendors' view, but 
the buyers themselves aren't sure. 
Paul Merchant, the corporate direc-
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"National contracts take a lot of hard 
work and discipline." 

Pryor, Pryor Corp. 

tor of purchasing for national and 
international agreements for Allied 
Corp., Southfield, Ml, says that the 
savings a company may see by buying 
under a national contract vary from 
item to item. The more expensive the 
item , the better the chance for 
substantial savings. For this reason, 
he concentrates on consolidating the 
purchases of hardware, not supplies. 

Fine-print pleasures 

The opportunity for discounts is a 
company's primary motivation to 
consolidate purchases. Vendors cite 
possible savings that vary from less 
than 5 percent up to 30 or 40 percent 

"No two national contracts look 
exactly alike." Merchant, Allied Corp. 

of purchase price, depending on the 
item and the size of the purchase. 
That's a strong motivator, but other 
factors come into play, too. An IBM 
spokesman mentions the reduced ad­
ministrative costs for the purchaser 
of handling just one supply contract, 
as opposed to several. Scott Cochran 
says, "The convenience of a contract 
and the accessibility it gives to a 
supply are as important as the cost 
savings in some instances." 

Some contracts set the prices at 
which supplies will be purchased 
throughout the year, so a buyer can 
take advantage of a price that might 
otherwise be pushed up. If a national 
contract specifies that the vendor 
must pay for all deliveries, a cus­
tomer saves there also. "A company 
not only gets control over purchasing 
and the cost of purchases with a con­
tract, but it gets a better grasp on 
what's going on throughout the entire 
company," says Texwipe's Brogi. 

A company also acquires a favored 
position with a supplier once it be­
comes a national customer. "As the 
quantity of your purchases becomes 
more significant, your account will 
become more significant to a ven­
dor," says Sig Tullman of BASF. 
"You'll be more visible, and that visi­
bility brings with it an appropriate 
level of service." The new influence 
gives customers leverage they didn't 
have when dealing with local 
suppliers. 

Eli Lilly & Co., the pharma­
ceutical manufacturer headquar­
tered in Indianapolis, enjoys the 
national contracts it has established 
with suppliers over the years because 
the company grows to rely on a 
product and its manufacturer. "It's 
easier to stay up to date this way," a 
Lilly spokesman says, "because you 
already have information on the sup­
plier, and it's flowing into a central 
source." 

The contracts are advantageous to 
vendors, too- as might be surmised, 
given the efforts they make to nail 
them down . Since most national con­
tracts are arranged on an annual 
basis, and since customers are asked 
to either estimate or guarantee acer-
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Buying Computer Supplies 
(Continued from page 170) 

tain dollar amount in purchases, ven­
dors can then count on that business. 
Under contracts in which divisions or 
subsidiaries are required to parti­
cipate, the vendor has more than an 
introduction to a potential customer. 
That's a certain sale. 

Contract cold feet 

Though contracts between buyers 
and sellers have the makings of a 
happy marriage, many buyers are 
still cagey about rushing into them. 
What is it about the contracts that 
makes users wary? William Howard 
of Fairchild Industries feels · that, 
once signed, they are restrictive and 
dictatorial. He has arranged a few 
supply contracts, "but," he says, "l 
never commit to a vendor that has a 
minimum-purchasing requirement. 
Our agreements are based on esti­
mates, so the divisions don't commit 
to buying a certain amount. And they 
are never required to buy their sup­
plies through the contract. They can 
buy from whomever they want. If 
they choose to buy from a local sup­
plier, that's acceptable." 

Ray Kolley, the operations-control 
manager for Monsanto Co., the St. 
Louis chemical manufacturer, un­
derstands a division's desire to buy 
locally. "They have a valid point," he 
says. "There are good ramifications 
to buying from local sources." It en­
hances a company's reputation in the 
local business community, he says, 
and it's better to be across town, 
rather than across the country, from 
a supplier if you have an urgent need 

for some supplies. And if a local sup­
plier's prices are a little higher than 
what a customer would pay under a 
national contract, the difference 
would not be that great, Kolley says. 
"The divisions are under budget re­
straints. They can't buy frivolously ." 

Suppliers solve this problem for 
customers when they arrange for one 
of their local distribution points to 
serve an account. "We can offer local 
service to individual divisions or sub­
sidiaries throughout the country," 
says Moore's Lazaroff. Of course, the 
size of a vendor's distribution net­
work would define just how local the 
vendor's local service is. Kolley at 
Monsanto insists that his suppliers be 
based right in St. Louis. "Many cus­
tomers demand a local inventory of 
products from their suppliers," says 
Cochran of Verbatim. "A supplier's 
position is much stronger if he can 
offer a local source." 

All of Texwipe's products are 
shipped from a single location in 

Discount directory 
Not all suppliers are big enough to offer national contracts, and not all 
organizations are big enough to take advantage of them. But many 
suppliers offer their products at a discount to any buyer, regardless of 
the order's size. The who, what, where, and how much of these discount 
purchases are cataloged in the "Directory of Discount Computer 
Supplies" published by Di$count America Guide. 

The directory lists companies that offer supplies, as well as those 
selling personal computers, typewriters, software, printers, books, and 
other products. A single copy costs $3.50, and can be ordered from 
Di$count America Publications, 51 E. 42nd St., Room 4 I 7P, New 
York, NY l 0017, (212) 580-0541. 
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northern New Jersey. But even with­
out a distribution network, it tries 
to expedite the ordering process . 
"Some customers require all of their 
divisions to place their orders through 
headquarters," says Brogi. "We try 
to arrange contracts so that the guy 
in Boise doesn't have to wait two 
weeks for his supplies by ordering 
that way. He can call us up, and if he 
has his company's permission, he can 
order his supplies against a contract, 
and we can send it right out to him." 

The desire to deal with a local sup­
plier is so strong in some divisions 
that they spurn the national contracts 
their parent company has set up and 
buy from the local suppliers anyway. 
Lee Pryor says that some divisions 
that are under supply contracts from 

"Most companies buy 
supplies as they need 
them, which wastes a lot 
of money." 

Cochran, Verbatim 

Pryor Corp. buy from local suppliers 
instead . "We also have customers 
who are under national contracts to 
one of our competitors, but instead of 
buying from them, they buy from us. 
If our local suppliers have struck up 
personal relationships with them, the 
customers want to stay with their 
regular source." 

Some of the customer 's stipu­
lations can be met by the vendors, 
while others are out of the question. 
If a company prefers to sign contracts 
only with the manufacturer of the 
supplies, then the seller can only offer 
its original products. Ray Kolley at 
Monsanto also wants to test the sup­
plies he's going to be using before he 
sets up a national contract. "We 
won't accept any contracts on paper 
that we haven't brought into the shop 
and run on our equipment," he says. 
"Sometimes companies are reluctant 
to give us a large amount of paper, 
but we generally get enough to run a 
good test through the printers." 

(Continued on page 174) 
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You can count on 3M diskettes. Day after day. 
Just like the sun, you can rely on 3M diskettes every day. At 3M, 
reliability is built into every diskette. We've been in the computer 
media business for over 30 years. And we've never settled in. 
We're constantly improving and perfecting our product line, from 
computer tape and data cartridges to floppy disks. 
3M diskettes are made at 3M . That way, we have complete control 
over the entire man ufactu ring process. And you can have complete 
confidence in the reliability of every 3M diskette you buy. 
Look in the Yellow Pages under Computer Supplies and Parts for 
the 3M distributor nearest you . In Canada, write 3M Canada, Inc., 
London, Ontario. If it's worth remembering , it's worth 3M diskettes. 
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Buying Computer Supplies 
(Cominued from page 172) 

Buyers also tend to shy away •:om 
exclusive agreements with a vendor 
that would then become the com­
pany's only source for a particular 
supply item . Howard doesn ' t like 
such contracts for Fairchild, for ex­
ample, "because I'm not convinced 
everyone would benefit. Every time 
we look a t an exclusive contract and 
accept a bid from a vendor, one of our 
divisions points out a different sup­
plier who offers the product for less. " 

Paul Merchant at Allied stays 
away from exclusive contracts for an­
other reason . "We always order sup­
plies from at least two vendors, and 
sometimes from as many as four," he 
says. "Our divisions can order from 
anyone they like. It breeds com­
petition. And we don ' t want to put all 
our eggs in one basket. This way 
we're covered if one supplier goes out 
of business. " Merchant also feels no 
compunction about getting rid of a 
vendor he isn't happy with. He has 
managed to fashion contracts that 

...... 
William Howard, corporate director for 
Fairchild Industries, bypasses the 
savings offered by national contracts 
because he doesn't want "to sign an 
edict that defines purchases." 

suit Al lied's needs . "There are no two 
that look exactly alike," he says. 
"There's no standard arrangement." 

The vendors seem to agree. Their 

national contracts do not all look the 
same, and the choices they leave up to 
the customer give plenty of leeway to 
construct comfortable contracts that 
buyers can live with . Sig Tullman of 
BASF thinks large corporations are 
starting to come around to national 
contracts. "They aren't simple to 
manage," he says, "but large com­
panies want to know what's coming in 
house and how it's being used . The 
companies that have this information 
are in the best position to capitalize 
on it by organizing their supply 
requirements." 

Yan Lazaroff also detects a higher 
awareness of national contracts and 
their value to a corporation. "From 
both the sales end, and the pur­
chasing end, many companies are 
moving toward national contracts," 
he says. "On the purchasing end, 
some organizations are developing 
staffs that handle nothing but these 
contracts. They are recognizing that 
thi s may be the way to go." D 

For beginners. For experienced users. For anyone using CP/.M. 

Getting Started with CP/M® ,---------------
Order by Phone 1-800-631-0856 (Patten and Calandrino) A complete begin­

ner's guide. Explains how CP/M operates 
and describes the structure and functions of 
its commands. Focuses on subjects most 
useful to beginners-handling and caring 
for diskettes, storing and transferring infor· 
mation , creating and naming files, respond· 
ing to error messages; also details com· 
mand structures and functions. #520 8, 
$12.95 

CP/M® Revealed 
(Dennon) A full working "map" to CP/M­
the console monitor, system manager, and 
input/output driver package. Coverage in· 
eludes booting up, logging in , changing 
memory size, mapping disk space, calling up programs, interfacing, 1/0 
devices, and more. Clarifies many instructions in the Digital Research CP/M 
manual , and fills information gaps the manual leaves. #5204, $ 16.95 

CP/.M is a registered trademark of 
Digital Research, Inc. 

operator FCD 
In NJ (201) 393-6315. Book Sales Dept. 

Mail to: 
Dept. FCD • Hayden Book Company, Inc. 
10 Mulholland Drive 
Hasbrouck Heights, NJ 07604 
Please send me: 

0 Getting Started with CP/M. #5208 
0 CP/M Revealed, #5204 

If I am not completely satisfied, I may return the 
book(s), undamaged, within 10 days for a com· 
plete refund. I am enclosing $2.00 to cover 
postage and handling. 

0 Enclosed is my check or money order. 
0 Bill my 0 Visa :::J MasterCard 

Name 

Address 

City 

State /Zip 

Visa /MasterCard# Exp. 

Signature 

Residents of NJ and CA must add sales tax. 
Prices subject to change . .__ _______________________ __.._ _______________ _J 
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Normally, you might not trust a product with a 
new name. But while all of our products have a new 
name, they also have a proven history of quality 
and reliability. 

That's because Genicom was formerly the Data 
Communication Products Department of General Elec­
tric. Now an independently owned company, Genicom 
will continue the same product line we established 
with GE ... only the name has changed. 

Our Genicom 3000 family, for instance, still of­
fers the same performance features al ready pre­
ferred by users and the design flexibil ity so important 
to OEM's, distributors, retailers and dealers. Speeds 
from 40 to 400 cps. Single or dual mode printing. 
Type quality from EDP to NLQ. Multi-color printing. 
Graphics. Selectable type fonts, American craftsman­
ship and more. 

Of course, we'll also offer Genicom 2000 tele-

printers and the soon to be introduced 4000 shuttle 
matrix printers. You'll find we have the same com­
plete product line that we had with GE. We have the 
same corps of experienced employees, the same fa­
cilities, and the same nationwide service network. 

But above all , we have a new commitment to 
excellence. Which means, while we continue to serve 
existing customers with established products like our 
3000 family, we plan to introduce more products to 
meet growing needs. 

At Genicom, we've changed our name and we're 
planning to change the future with more innovations, 
and more of the quality you 've come to expect from 
us under any name. 

Genicom Corporation, One General Electric 
Drive, Dept. M321 , Waynesboro, VA 22980. In Vir­
ginia, call 1-703-949-1170. GEiN',..'"'M 

,. l\..VI I 

For the solution to your printing needs call 

TOLL FREE 1-800-437-7468 
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THE AUERBACH DATA PROCESSING MANAGEMENT LIBRARY. •• 

E more than 25 years. Auerbach has been serving the needs 
of computer professionals ... helping them increase their 
effectiveness and enhance their careers. The AUERBACH DATA 
PROCESSING MANAGEMENT LIBRARY is an indispensible tool 
for every computer management professional-covering practi­
cal applications for planning. implementing. and managing the 
latest. state-of-the-art computer innovations. Each in-depth vol­
ume provides you with vital information on such important 
topics as all-digital communications. EDP auditing. data base 
analysis. security measures in distributed systems ... and more. 
And. each advanced volume also includes worksheets that 
have been specifically designed to help you with the r:iractical 
aspects of computer management-appraising programmer 
performance. formulating network requirements and evaluat­
ing vendor support policies. 

These eight softcover volumes are published at $995 each and 
cover all the specifics of 
Data Processing Management: 

1. Data Processing Management~ Long Range Planning Poli­
cies and Procedures. Decentralized Computing. Systems Imple­
mentation. Selecting Software Packages. Structured Techniques. 
$9.95 
2. Computer Programming Management. Estimating Soft­
ware Costs. Designing Modular Programs. Decision Tables. Ac­
quiring and Approving Programmers. Testing. Program Mainte­
nance. S9.95 

3. Data Communications Management. Communications 
Technology Formulating Network Requirements. Data Security 
Disaster Recovery Planning. System Network Architecture (SNA). 
Digital Communications. S9.95 
4. Data Base Management. DBMS Implementation Planning. 
Data Base Design. Distributed Data Bases on Unlike Computers. 
Case Studies. S9.95 

5. Systems Development Management. Organizing for 
Project Management. User-Oriented Systems Analysis and De­
sign. Using a Systems Consultant. Evaluating Software Pack­
ages. Structured Walkthroughs. S9.95 
6. Data Center Operations Management. Documentation. 
Career Planning in Operations. Developing a Scheduling System. 
Evaluating and Negotiating with Vendors. Selecting Data Secu­
rity Software. $9.95 

7. EDP Auditing. Defining Objectives. Writing Audit Reports. 
CostjBenefit Review. Test Design for Systems under Develop­
ment. Application Programs. Auditing Microcomputer-Based 
Systems. Hardware Acquisition. S9.95 
8. Distributed Processing Management. Establishing Con­
trols. Operational Costs. Information Confidentiality. User 
Chargeback Procedures. Protocols and Compatibility. S9.95 

The Auerbach Data Processing Management 
Library ... 

• 8 comprehensive volumes 
• Over 1,200 pages of text 
• More than 100 major topics 
• 104 contributing authors, each an experienced data 

processing practitioner 

The Library of Computer and Information Sciences is the 
oldest and largest book club especially designed for the 
computer professional. In the incredibly fast-moving world of 
data processing. where up-to-date knowledge is essential, we 
make it easy for you to keep totally informed on all areas of the 
information sciences. In addition. books are offered at dis­
counts up to 30% off publishers' prices. 
Begin enjoying the club's benefits today! 

4 Good Reasons to Join 
1. Thi! Flrn!st Books. Of the hundreds and hundreds of books submitted to us each 
year. only the very finest are selected and offered. Moreover. our books are always of 
equal quality to publishers' editions.~ economy editions. 

2. Big Savings. In addition to getting the B·vellume AUERBACH DATA PROCESSING 
MANAGEMENT LIBRARY for only 52.95 when you join, you keep saving substantially 
-up to 30% and occasionally even more. !For example. your total savings as a trial 
member-including this introductory offer-can easily be over 50%. That's like getting 
every other book Freel) 

3. Bonus Books. Also. you will immediately become eligible to participate in our 
Bonus Book Plan. with savings up to 70% off publishers· prices. 

4. Convl!nll!nt Sl!rvlcl!. At 3-4 week intervals 116 times per year) you will receive the 
Book Club News. describing the Main Selection and Alternate Selections. together 
with a dated reply card. If you want the Main Selection. do nothing and it will be sent 
to you automatically If you prefer another selection. or no book at all. simply indicate 
your choice on the card and return it by the date specified. You will have at least 10 
days to decide. If. because of late mail delivery of the News. you should receive a book 
you do not want. we guarantee return postage. 

If the reply card has been removed. please write to: Thi! Library of Computl!r and 
Informat ion Scll!ncl!s Ol!pt. 7-CC9, Rlvl!rsldl!, N .J. 08075 to obtain membership 
information and an application. 
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From a space station orbiting Earth, 
Dr. Heywood Floyd, a top official of 
the U.S. space program, has just 
completed a personal long-distance 
call to his home in Washington. The 
image of his daughter flickers and 
blinks from the video screen and is 
instantly replaced by a readout of the 
charge- $1.70 . Then, a familiar 
symbol flashes on the screen, a 
stylized bell in a circle, the Bell 
System trademark. Of course. 

The year is 2001, and it's obviously 
a wonderful time in the history of 
telecommunications. You can call 
from virtually anywhere to any­
where, at a price too cheap to worry 
about , with service provided by a 
huge, powerful monopoly that after 
116 years still manages to be homey 
and comfortable. Before the Ameri­
can Telephone & Telegraph Co ., 
Congress may tremble, but in the 
Bell System we trust. 

Or at least most of us did in the 
late, great 1960s, when Stanley Ku­
brick made his classic science-fiction 
film, 2001: A Space Odyssey . Today 
we know better than to look for the 
Bell logo on our interplanetary long­
distance bills of the future. Add to 
the list of life's little ironies this one: 
A scene from a movie released in 
1968 might inflict a twinge of 
nostalgia for Ma Bell not as she was 



back then, or even a year ago, but as 
she was supposed to be 17 years from 
now. 

Something happened on the way to 
the millennium. At the stroke of mid­
night on January I, the era of the 
American telecommunications 
monopoly was over. AT&T was offi­
cially stripped of the 22 Bell tele­
phone companies and the national 
network through which it had 
reached out and touched 80 percent 
of our lives . 

Divestiture has unleashed power­
ful forces for change in a $I 00 billion 

industry already rushing headlong in­
to the future on the twin engines of 
deregulation and technological inno­
vation. For managers of the voice and 
data networks so crucial to American 
corporations, it will be a thrilling and 
anxious ride . 

Misgivings about the wisdom of 
breaking up Bell already haunt 
Anthony Palermo, director of net­
work planning for RCA Cylix Com­
munications Network, Memphis, 

communications system in the 
world ," he says, "and I think the 
pieces will yield a lot less than the 
whole." 

Even the optimistic observer al­
most inevitably warns of a grueling 
transition , a time during which un­
certainty will shadow most of the 
major decisions facing telecommuni­
cations managers . 

"After a couple of years of chaos 
and disorder, a nd a lot of hue and cry, 
we're going to strike an appropriate 
balance in telecommunications," says 
John Haven Chapman, executive 
director of telecommunications and 
information-policy research at the 
Columbia Graduate School of Busi­
ness in New York. "But it's going to 
be a difficult few years." 

Just as the divestiture took a giant 
company and broke it into eight 
smaller- but still very large- com­
panies , the settlement of the U.S. De-

TN. Palermo believes divestiture will t. 
be good for his company, a specia l-
ized satellite data service, but he 
questions whether it served the na-
tion's best interests . "We had the best 

partment of Justice's antitrust suit 
against AT&T resolved a giant issue 
only to raise a host of others. Some of 
the nagging questions have been 
around for a while. Divestiture didn ' t 
create them ; it pushed them to the sur­
face. Nevertheless, the search for 
answers has taken on a new sense of 
urgency and, in an election year, 
political intensity. 

Even now, Congress is poised to 
undo or delay much of what the 
Federal Communications Commis­
sion (FCC) has done to redistribute 
the burden of compensating local 
telephone companies for their part in 
providing interstate long-distance 
service. Congressional efforts to 
protect residential customers, single­
line and small-business users, and 
AT &T's long-distance competitors 
from the rigors of the FCC's access 
charges have further scra mbled an 
already chaotic situation. 

Until one side or the other prevails 
at the federal level, telecommunica­
tions managers will have to juggle a 
number of additional variables when 
making key economic decisions. Even 
then, more than a few important 
issues will remain to be settled by 50 
state public-utility commissions. In 
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the meantime, planning and budget­
ing for telecommunications will be 
reduced to setting broad ranges and 
second-guessing the powers that be. 

"I'm trying to figure out the extent 
of the injury- and I'm not the only 
one," says Philip S. Freeman, 
manager of telecommunications in 
North America for British Airways 
in New York. "Before I do anything, 
I need to know what kind of increased 
costs I've got to offset." 

Congress may come to the rescue 
of the residential customer, but big 
businesses will have to rely on tech­
nology and competition for economic 
relief. More important , network 
managers will have to rely on their 
own savvy a nd abilities to take charge 
of planning and maintenance to get 
the most out of the post-divestiture 
market. How much the network 
costs- and how much it is really 
worth to the corporation- will de­
pend on their expertise, their under­
standing of the role of communica­
tions in corporate strategy, a nd their 
a bility to act as the integrator of last 
resort. 

"When management asks me if di­
vestiture is good or bad for us ," says 
Robert E. Bennis, manager of com­
munications systems at Westing­
house Electric Corp., Pittsburgh, "a ll 
I can really say is that in the short 
run, it's not going to be easy." 

Rapid changes in technology and 
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the proliferation of equipment ven­
dors, common carriers, and enhanced 
data services add another layer of 
complexity to the network manager's 
job. Deregulation has already created 
a potentially paralyzing array of op­
tions and opportunities. As com­
petition stiffens, a vendor's ability to 
survive may become as important as 
the price and performance of what it 
has to sell. 

"The poor user is going to be inun­
dated with offerings," says J ames H . 
Morgan , a consultant in Morristown, 
NJ. "Users have to move ca utiously, 
stay calm, and try not to jump at 
price, or they could be left high and 
dry . I tell my clients not to hand all 
their business to a vendor. Give the 
vendor a little bit, and if the quality is 
good, give it a little more." 

Morgan, among others, also em-

phasizes the importance of building 
flexibility into a network to keep up 
with the volatile technology. As ana­
log telephone systems give way to in­
tegrated voice-data digital systems 
and telephone handsets are replaced 
by electronic workstations, the ability 
to adapt will be well worth the addi­
tional up-front expense, he believes. 
" I think a user should be willing to 
pay I 0 percent or even 20 percent 
more for a flexible network," Morgan 
says. "It will be less expensive in the 
long run ." 



There are limits to what a cor­
poration can do to avoid higher costs, 
anyway- especially if it wants to 
take advantage of new applications. 
Lewis L. Haring, a vice president at 
Chase Manhattan Bank, New York, 
argues that the expanding use of 
communications to connect personal 
computers to databases in remote 
locations, for instance, will undoubt­
edly drive total costs upward under 
any circum stances for corporate 
users. 

The cost of doing more with tele-

communications will be loaded on top 
of higher spending for basic services. 
"The cost of local voice-grade loops 
and plain old telephone service is go­
ing up ," Haring says. "Companies 
that are seriously looking at de­
veloping their own facilities will have 
to plan on greater capital spending. 
There's no doubt their telecommuni­
cations budgets will increase." 

With hindsight, divestiture can be 
seen as the inevitable last step in 
what for a dozen years or more had 
been a gradual stripping away of 
AT & T's government-sanctioned 
monopoly powers. From the Carter­
fone decision in 1968 to Computer II 
(for Second Computer Inquiry) in 
1980, the FCC virtually eradicated 

the regulatory barriers to competitive 
entry into the markets for on­
premises terminal and switching 
equipment. In the meantime, the 
commission opened the door to 
terrestrial and satellite carriers offer­
ing specialized private-line services. 
Eventually, after being sued by MCI 
Communications Corp. , the FCC 
agreed to license alternative dialup 
long-distance telephone services. 

The AT&T breakup, however, 
represents more than just another in­
crement in the progression toward a 
fully competitive telecommunica­
tions industry. The FCC's decisions 
created new options, enabling busi­
nesses and consumers to shop around 
for equipment and services. Divesti­
ture, on the other hand, is breaking 
old habits, habits that have formed 
over I 00 years , as one genera ti on 
after another did business with the 
Bell System and no one else. 

The attention focused on telecom­
munications in the two years since 
AT & T settled with the Justice De­
partment appears to have contributed 
to a revolution in the way business 
managers think about their phone 
bills . Janusz L. Madej , a consultant 
with John Diebold and Associates in 
New York , remembers when phone 
service was looked upon as a "fixed 
expense, " something over which 
management had little control. 

"Four or five years ago," says 
Madej , "not many companies were 
worried about communications costs. 
They got phones, dialed calls , and 
paid the bills. The phones were 
managed by general administration, 
which relied on the telephone com­
pany for everything. Today, it seems 
that many companies are pre-
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occupied with reducing cos ts." 
An oth er New York consult ant , 

Robert Self, agrees that management 
is beginning to see the need fo r exer­
ci s in g g rea te r co ntr ol ove r th e 
teleph one, a lthough he sta tes the 
problem more forcefull y. "The phone 
bil l, tr adition a ll y, is th e worst­
managed expense in American busi­
ness," asserts the author of Long Dis­
tance for Less (Market Dynamics, 
$75) , a detailed comparati ve guide. 
He suggests that no more than 20 
percent of a ll busin esses manage 
their phone systems effi cientl y. For 
some small businesses, 40 percent of 
phone costs are the result of abuse or 
fa ilure to use the right mi x of long­
distance circuits, he adds. 

Although Self admits that sma ll 
users without the budget to hire tele­
co mmuni ca ti ons ex perts are in a 
bind, he believes divestiture has en­
couraged them to kick the habit of 
relying on Bell sa les and service re­
presentatives. " It 's not just Bell ," he 
says. "Half of the sa les reps in this 
industry were wai ters a yea r ago. 
You very seldom find a sa les rep 
who ca n provide answers to tough 
ques tions." 

A blessing incognito 

To the ex tent that divestitu re is 
perceived as a bless ing, however, it is 
us ua ll y see n a t so me di s ta nce 
a nd trave ling in di sg ui se . Th is is 
especially true of national companies 
that in the past have had the lu xury 
of dea ling with the Bell System as a 
s in g le ent i ty, thr oug h a s in g le 
contact. 

Unt il this yea r, fo r instance, New 
York Teleph one acted as AT & T's 
na ti ona l account manager fo r the 
Wa ll Stree t fin ancia l community. 
Not onl y have the banks and broker­
age houses los t thei r interm edi ary, 
but the loss comes at a time when tens 
of thousa nds of employees are being 
shifted between the d ivested oper­
ating companies and what's left of 
AT&T. 

Chase Manhattan's Lewis Haring 
is d ea d ce rt a in th e ta sk of co­
ordinating the ba nk 's commun ica­
tions wi ll become more compl ica ted. 
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" It 's possible the people involved in 
divestiture anticipated the problems 
and are trying to provide solutions, 
but we' II have to wait and see." 

Ayres, Boeing 

He also suspects that confusion at 
AT & T and the opera ting companies 
will ca use some short-term deteriora­
tion in service. "A corporat ion with 
national req uirements will have to 
dea l with more ent iti es now," Haring 
says. "You may be abl e to arra nge a 
si ngle point of contact, but it will cos t 
you more." 

But single-site businesses, as well 
as big national ones, ca n ex pect to 
find managi ng the phones more com­
plica ted th is year than las t. A com­
pany in Portland , OR, fo r insta nce, 
that does a strict ly local business, and 
re li es on fo rmer Bell System services 
a nd products, will have to dea l wi th 
Pac ific Northwest Bell , AT & T Com­
mun ica ti ons (for me rl y kn ow n as 
Long Lines), and , if it has any leased 
equipm ent , AT &T Inform at ion 
Systems (fo rmerly known as Ameri­
ca n Bell ) . With out go ing too far 
a fi eld , the sa me company could pop 
over to US West- Pac ific Northwes t 
Bell 's parent company and one of the 
seven regiona l holding compa nies­
to find business- a nd mobile-phone 
sys tems a nd consult ing services. 

Splitting national systems 

The situations growing out of the 
di sengagement of AT &T fro m its 
fo rm er loca l te lephone com pa ni es 
ca n become even more involved. For 

example, Boeing Corp., the Seattle­
based ae rospace manufacturer , be­
gins th e new yea r with a pri va te 
long-distance network that once was 
s impl y a ll Bell but now has key 
swi tchin g fun cti ons performed by 
AT&T a nd two separate operating 
companies. 

Boeing's Elect ro nic Transfer Net­
work (ETN) is unusual beca use it 
uses a mi x of on-premi ses a nd 
cent ra l-offi ce sw itching. Most ETNs 
rely entirely on on-premises private 
a ut o m a tic br a nc h exch a nges 
(PABXs), but the number of lin es 
feedin g into Boein g's facilities in 
Seattle a nd Wichita, KS, makes the 
sta nda rd a rra nge ment imposs ible , 
according to M.U. Ayres, general 
manager of network services for 
Boeing. 

"Th ere isn' t a PA BX with th e 
ca pacity to handle what we've got," 
Ayres says. "We have 11,000 lines in 
Sea ttl e and about 7,000 in Wichita . 
We also provide a grea t dea l of access 
to th e ce nt ra l-office switch from 
other locations in the Puget Sound 
[Sea ttl e] a rea - a bout 25,000 to 
35,000 lines altogether- though the 
numbers change daily." 

After dives titure, the central of­
fice, or Centrex, switches remained 
with the local opera ting companies in 
Washington State and Kansas. But 
the leased PABXs at the two smaller 
hubs, in Philadelphia and Vi enna, 
YA, were inherited along with the 
rest of AT & T's "embedded" equip­
m e nt b y AT&T Inform a ti o n 
Systems. In light of the arm 's-length , 
co mpetiti ve rela ti onship between 
AT & T and it s fo rmer loca l com­
pa ni es, it ha rdl y comes as a sur­
prise th at Ay res is worri ed about 
coo rdin a tin g se rvice a nd ma in­
tenance of the ETN- which ca rries 
ha lf of Boeing's long-distance phone 
tr a ffi c, int e rn a l messa ges, a nd 
"incidenta l data." 

" It's poss ible the people involved in 
di ves titure anticipated the problems 
and are trying to provide solutions," 
Ayres says, "but we' ll have to wa it 
a nd see." 

The estra ngement of AT & T from 
(Continued 0 11 page 186) 
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Performance that can improve 
throughput by a full 20 percent, 

that's the new Memorex 3680 Disk 
Drive Subsystem ... Performance 

that can mean faster response for 
your terminal user and a lot less 

time required to run jobs. 

Or to look at it another way, it can 
mean getting a lot more jobs done 

in the same amount of time. 

This impressive achievement is the 
result of an advanced protocol scheme 

in combination with the 3680's new 
MAPS feature (Maximum Avail­

ability Path Selection) which permits 
simultaneous input and output to 

any two actuators on a string. 

What's more, the 3680 is designed to 
be as reliable as it is fast, with unique 

new features designed to maximize 
system availability. 

Obviously, in 3380 class subsystems, the 
3680 just went to the head of the class. 

Memorex Corporation, Storage Equipment Marketing, San Tomas at Central Expressway, Santa Clara, California 95052. Tulephone: (408) 987-2824. 
© Copyright Memorex Corporation, 1983. 



Storage capacity: 1.26 billion bytes 
Data transfer rate: 3.0 MB/second MAPS 

Average access time: 16.0 MS 
Maximum Availability Path L STORA-GE 01 
Selection (MAPS] permits ..... ,, __ 
simultaneous input and out­
put to any two actuators 
on a string with significant 
throughput improvement. 
State-of-the-art circuitry and 
microprocessor based archi­
tecture permit maintenance 
down to the actuator level. 
Single spindle design offers 
cost advantages as well as 
space savings. 
A unique self-diagnostic 
capability is incorporated in 
all string components. 
Each spindle is provided 
with its own power supply 
and air filtration system. 
HDA is located below heat­
generating power supply. 

MEMOREX 
A BJrughs O:rrpany 
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the local operating companies is al­
ready causing complications for 
private-line users, asserts Richard 
Montoro, a vice president in voice 
communications for Paine Webber, 
the New York brokerage house . 
"Smaller problems are turning into 
catastrophes," he says. "It's be­
coming more and more difficult to 
manage leased lines and point-to­
point networks. There isn't a lot you 
can do about it: The operating 
companies are looking at AT&T like 
it's a furry beast rather than Mother 
Bell." 

The access conundrum 

The breakup of the Bell System is 
arguably the biggest event in tele­
communications since the utterance, 
"Watson, come here. I want you." 
And the controversy surrounding the 
FCC's access-charge order is un­
questionably the biggest thing since 
the breakup announcement. Billions 
of dollars hang in the balance. 

For managers of the 
networks so crucial to 
American corporations, 
divestiture will be a 
thrilling, anxious ride. 

If, for instance, Congress succeeds 
in voiding or delaying the FCC's ac­
cess charge on residential sub­
scribers, long-distance users can ex­
pect to pay about $2 billion more this 
year than they would have otherwise 
to make up the lost revenue. If the 
commission's plan for redistributing 
the access burden among the com­
mon carriers gets tossed out as well, 
AT & T's competitors will be in a far 
better position to continue under­
cutting its long-distance prices and 
chipping away at its enormous mar­
ket share. 

In the meantime, the FCC is ex­
periencing doubts of its own, and has 
pushed back the effective date of the 
access charges from Jan . 1 to April 3. 
The extra time will be used to ex­
amine tariffs and carrier-access 
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charges filed by AT & T and the local 
telephone companies. From this re­
view could come some relief for users 
of short-haul private lines and multi­
point networks, as well as users of 
AT&T 800 (In-WATS) service. It 
could also act as a moderating in­
fluence on long-distance rates. 

Of course, most of the controversy 
has grown out of the FCC's plan for 
phasing in access charges on resi­
dential phone lines over the next six 
years. The plan would require con­
sumers to pay their local phone com­
panies a flat monthly fee- $2 this 
year and rising to about $8 by the end 
of the decade- for access to the 
interstate network. The theory be­
hind the plan is that the phone com­
pany has to provide the connection 
and so should be paid for it, even if 
the customer never makes an inter­
state toll call. 

Businesses haven't been spared by 
the plan. Most standard business 
lines would get hit immediately with 
a monthly charge of up to $6 under 
the FCC's plan, and WA TS and pri­
vate lines would be subject to a $25 
surcharge on each "closed" end (an 
end at which traffic can be routed 
through a PABX or switchboard 
back into the public network). Never­
theless, most businesses seem to ac­
cept and support what the FCC is 
trying to accomplish- cost-based 
pricing- though they might find it 
difficult to embrace the method . 

"The FCC has developed a reason­
able approach to moving toward a 
cost-based type of competitive mar­
ket," says Robert Bennis of Westing­
house. "You can argue about exact 
dollar amounts, but no one has come 
up with a more workable way." 

Support for the FCC among busi­
ness users might be explained, in 
part, by the expectation that rates for 

various long-distance services will 
come down once long-distance rates 
no longer need to subsidize the local 
telephone companies . (Under the 
pre-divestiture system, about a third 
of AT &T's long-distance revenues, 
or $11 billion of $33 billion annually, 
went to subsidize local service.) But 
business support might also be at­
tributed, in part, to a firm belief that 
whatever Congress cooks up will be 
even harder to swallow. · 

Congress, so far, has lived up to its 
advance billing . The House, un­
deterred this time by AT&T's 
vaunted team of lobbyists, passed a 
bill in November that would exempt 
residential and single-line business 
customers from the access-charge 
order. The legislation, sponsored by 
Rep. Timothy Wirth, a Colorado 
Democrat, would make up the loss in 
revenue by continuing the subsidy­
though at a reduced level- of local 
service through long-distance rates. 
The Senate is expected to act favor-

Divestiture is breaking 
habits that have formed 
as one generation after 
another did business with 
Bell and no one else. 

ably on a similar measure that would 
impose a two-year moratorium on the 
levying of residential access charges. 
And, while the Reagan administra­
tion has said it doesn't like either ver­
sion, that doesn't mean the president 
will veto whatever emerges from the 
House-Senate conference. He's up 
for reelection this year, too . 

Both sides warn of dire con­
sequences if the other side prevails on 
this issue. Both sides evoke "universal 
service"- the goal of making the 
telephone available and affordable to 
as many American households as 
possible- in their arguments. On the 
one hand, Ellis Woodward, a spokes­
man for Congressman Wirth's tele­
communications subcommittee, says 
that legislation was needed to correct 
an inequity- making people pay for 
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access whether they use it or not­
and to remove a direct threat to the 
abi lity of some consumers to pay for 
telephone service. 

"The philosophy is very simple," 
Woodward says. "First, there is a 
long-standing commitment to pre­
serving universal service, a commit­
ment dating back to 1934 and the 
Communications Act. Second, we 
want to ensure that long distance 
pays its fair share of the total cost. 
And we feel that the FCC's action 
could violate both principles ." 

On the other hand, the FCC warns 
that unless it is allowed to "reform 
network-pricing practices," high­
volume business users wi ll abandon 
the public network, shrinking the net­
work's revenue base, causing rates to 
soar. Not that the commission wants 
to, or thinks it can, eliminate "by­
pass" schemes altogether. The object 
is to prevent "uneconomic bypass," 
the use of alternatives that can only 
compete favorably with the public 
network because of distortions in 
pricing. 

Westinghouse 's Bennis, for one, 
thinks the FCC has the better half of 
the argument and notes, somewhat 
wryly, that he has the "onus of being 
a bypass user" already. 

"Congress is really saying, 'Let's 
protect the residential customer and 
sock it to the business users' ... and 
it's not a reasonable way to make 
policy," Bennis says. "Rather than 
that, let's go back to the way it was 
[before divestiture] and spoon-feed 
the user and forget about the benefits 
of competition . Let's just turn back 
the clock." 

Turning back the clock 

Turn back the clock: That's what 
AT &T's long-distance competitors 
are hoping Congress will do for them. 
The other intercity carriers have been 
drawn into the congressional camp by 
the hope that legislation will forestall 
a substantial shift in access costs 
from AT&T to them. Such legis­
lation could , for example, prevent a 
doubling of the revenues MCI , the 
nation 's second- largest long-distance 
company, is required to pass along to 
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the local telephone companies in 
1984. 

The legislative plan would re­
store- through 1985- the so-called 
EN FIA agreement (for Exchange 
Network Facilities for Interstate Ac­
cess) as the basis for access charges 
levied on the "other common 
carriers," or OCCs, such as MCI and 
GTE Sprint , and on the resellers, 
such as U.S. Telephone Inc. of Dallas 
and Combined Network Inc . of 
Chicago. It would enable AT & T's 
competitors to stabilize their rates, at 
least , while the dominant carrier 
would have to re-think its plans to 
reduce prices for regular Message 
Toll Service (MTS) long-distance 
calling and for Wide-Area Telecom­
munications Service (WATS), 
AT & T's bulk discount option. 

AT&T Communications has al­
ready indicated it might be forced to 
withdraw proposals to lower MTS 
rates by an average of l 0.5 percent 
and WA TS rates by an average of 6.9 
percent if the FCC's access-charge 
order is scuttled . 

The specialized carriers and re­
sellers were late converts to the cause 
of congressional intervention and 
broke a united front of major indus­
try and user organizations when they 
switched over . In fact, Eugene Eiden­
berg, senior vice president for regula-

. . . 
"We fundamentally agree with the 
FCC's long-term policy goals. It' s the 
two- or three-year transition that we 
think needs to be revisited ." 

Eidenberg, MCI 

tory and public policy at MCI in 
Washington , says his company has no 
quarrel with where the FCC is trying 
to take the industry. It was the way 
that the commission proposed to get 
from here to there that led to the 
defection . 

Is this the right road? 

"We fundamentally agree with the 
commission's long-term policy 
goals," Eidenberg says. "It's the two­
or three-year transition that's so 
badly screwed up that we think it 
needs to be revisited. " 

The ultimate goal, as set forth in 
the divestiture agreement, is a long­
distance market in which all the long- · 
distance carriers have equal access to 
the local-exchange network and pay 
the same usage-sensitive rate for the 
right to connect. AT & T's competi­
tors are complaining, however, that 
under the FCC's access-charge plan , 
they are being forced, right from the 
beginning of the transition, to pick up 
a bigger share of the total cost of 
compensating the local telephone 
companies without enjoying any im­
provement in the relative quality of 
access. 

No one's arguing about the advan­
tages that AT&T brings with it from 
the bygone days of Ma Bell. They 
make up an important part of 
AT & T's tactical response to the con­
stant barrage of commercials promis­
ing long-distance calls for 50 percent 
off. Some network managers, it 
seems, don 't even want to think about 
experimenting with circuits from 
other carriers. AT&T offers I I-digit 
dialing, instead of 22 or 23 digits; it 
can process calls from rotary tele­
phones, still about 40 percent of the 
market ; it has automat ic number 
identification and answer supervision 
to determine the origin of a call and 
when a connection is actually made; 
and it is connected to the central of­
fice by a superior four-wire trunk in­
stead of a two-wire line. 

What's at issue is how much these 
advantages, which taken together 
constitute "premium access," are 
worth. When the FCC revised its 
original access-charge order in July, 
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it raised the value of premium access 
in 1984 from $1.4 billion to $2.2 
billion (or from $56 million to $87 
million if you figure what part of the 
total AT & T would have paid any­
way, based on its 96 percent market 
share). But the other carriers sti ll 
aren't satisfied. They put the value at 
from $5 billion to $8 billion, and they 
worry that the FCC's schedule for 
phasing out this surcharge, though 
subject to adj ustment, fails to take 
into account the likelihood that real 
progress toward equal access will run 
behind the September 1984-to­
September 1986 timetable set under 
the divestiture agreement. 

In the first year, AT &T's contri­
bution to the exchange carriers would 
have been relieved of $3.3 billion, the 
total amount of end-user access 
charges, if the FCC's plan had been 
implemented on schedule. At the 
same time, Eidenberg estimates that 
MCI's monthly access cost, per line, 
would have increased from $234 to 
$425, or more than 80 percent. In 
addition, the total contribu tion to the 
telephone companies, about $170 
million in 1983, would have about 
doubled because there is a constant 
increase in the number of connecting 
lines. 

The additional burden would 
severely curtail MCI's abili ty to com­
pete aggressively, Eidenberg says, 
and cut deeply into capital spending, 
now about $1 billion a year. MCI's 
booming rate of growth- about 60 
percent of its plant is less than two 
years old- would slow to a relative 
crawl, Eidenberg says . This growth 
would slow at a crucial time, he adds, 
because the market for dial tele­
phones is just about to open to the 
other common carriers. 

Actually, concern about the im­
pact of the access-charge plan on 
MCI was registered the day the plan 
was announced, as MCI's stock 
plunged $4.875 to $15.25, a $1 .1 
billion loss in value. Nor has the 
situation escaped the attention of the 
FCC. Doubts about the reasonable­
ness of the local telephone com­
panies' proposed access charges on 
long-distance carriers were a major 
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fac tor in the commission's decision to 
delay implementation of the order 
until April. 

" If divestiture results in misapplied 
access charges, it co uld be a dis­
aster," says Columbia University's 
John Chapman. " If the operating 
companies are allowed to gouge the 
interexchange services, MCI and the 
other carriers cou ld begin to lose 
profitability and competition would 
suffer badly." 

What does the FCC want? 

Eidenberg draws a simi lar con­
clusion, but he suggests that MCI 
will come through the squeeze in 
pretty good shape. The real vulner­
ability , he thinks , lies elsewhere. 
"MCI will survive," he says, "but a 
lot of other companies, principally 
the resellers, say they won't. So the 
question becomes, 'Does the FCC 
really want competitive telecommu­
nications?"' 

Resellers buy transmission capa­
city "wholesale," or in bulk, and sell 
it "retail," or by the ca ll. They live 
and die in the margin between what 
they pay for a call and what they can 
turn around and sell it for. In recent 
years, that margin has been fat 
enough to entice hundreds of new en­
trants into the long-distance phone 
business. Interstate resale isn't regu­
lated anymore, so it's impossible to 
keep track of how many companies 
are out there leasing WATS and 
foreign-exchange (FX) lines (an FX 
line is a local business line in another 
exchange connected directly to the 
telephone by a dedicated private line) 
and reselling calls to other companies 
in the building , on the block, 
wherever. 

There's little doubt , however, that 
the combined impact of divestiture 
and the access plan will significantly 

narrow the margin for resellers. Wil­
li am G. Milne, general counsel for 
U.S. Telephone in Dallas, estimates 
that WA TS access will cost about 50 
percent more because of the $25 sur­
charge and that the new usage­
sensitive access charge on resellers' 
private lines- the same charge as­
sessed on the OCCs- would produce 
an increase of I 00 percent. And 
that's not the end of it: While the 
reseller's costs will be going up, 
AT & T's prices for MTS and WA TS 
service will be comi ng down. 

"The resellers a re getting squeezed 
at both ends," Milne says, "and, de­
pending on how much of a margin a 
reseller has to begin with, it could be 
forced out of business." 

Meanwhile, the impact of the 
access-charge plan is expected to be a 
good deal less severe on the re­
mote-processing an d computer­
timesharing companies, like GE 
Information Services (Geisco) and 
Automatic Data Processing (ADP), 
and the value-added carriers, like 
GTE Telenet, Tymnet, and ADP's 
Autonet. These "enhanced service" 
providers were specifica lly exempted, 
for the time being, from having to 
pay the higher carrier-access charges 
imposed on the OCCs and resellers 
because the FCC determined that the 
potential "tenfold" increase in the ac­
cess burden wou ld be unreasonably 
disruptive. The commission, however , 
left open the possibility of revising 
the system in the future to establish 
identical access charges for enhanced 
services and common carriers. 

Impact of new tariffs 

Although apparently satisfied with 
the FCC's handling of their situation, 
the enhanced-service companies 
hardly escaped scot-free. They sti ll 
must pay the same access charges im­
posed on private corporate networks 
and, under ta riffs filed by AT&T and 
the operating companies, can expect 
the underlying cost of transmission to 
rise as much as I 0 or 20 percent, 
according to Warner R. Sinback, 
manager of telecommunications af­
fairs for Geisco in Rockville, MD. 

(Continued on page 194) 
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ANNOUNCING 
A BIG IDEA FOR 
S ALL 
NETWORKS. 
It's Olli' new 335 Network Proces­
sor. A product we beheve will be 
as big with small-to-medium sized 
networks as Olli' 355 Master Net­
work Processor is with medium­
to-large sized networks. 

Because it offers many of the 
same big network featUI'es: Host 
selection. Port contention. X.25 
interlace. On-hne reconfigill'ation. 
Virtual circuit switcrung. Error-free 
transmission. Network trans­
parency Asynchronous or syn­
chronous modes. 

And since it's built with 
modular hardware, you can up­
grade it to a 355 simply by adding 
a few inexpensive modules and 
protect yoill' initial investment. 

But perhaps its biggest 
advantage is its small price. One 
that's just right for small-to-medium 
sized budgets To find out just 
how right it is, call us toll-free 800-
241-5793. Or write: DCA, 303 
Research Drive, Norcross, GA 
30092. 

The DCA 335 Network 
Processor. For anyone with a small 
network, it's a big deal. 
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Digital Communications Associates. Inc. 
DCA Products Are Available Worldwide. 
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PRESENTING LEAR SIEGLER'S 
AMERICAN DREAM MACHINES: 

THREE NEW HIGH TOUCH™TERMINALS, 

Have you noticed that the 
more high technology we put into 
the workplace, the more human 
touches the workers put in? 
There's a real need to soften the 
interface between people and 
high technology. 

That's why we designed our 
new High Touch TM terminals to 
work together with biology, not 
just with technology. 

Our new generation of High 
Touch terminals brings an ele­
gant new touch to our American 

6' coiled cable lets you put the keyboard 
anywhere. 

Dream Machine (ADM™) tradi­
tion. The family features three 
new ergonomic terminals designed 
to meet the needs of OEMs and 
end users alike: The ADM 11, 
ADM 12 and ADM 24E. 

There is more to ergonomics 
than simply tacking on a few fad­
dish features as an afterthought. 

Our uncluttered keyboard, 
with its logical separations 
between key groupings, improves 
your efficiency. The low-profile, 
DIN-standard keyboard is not 
only tapered, its angle of tilt is 
easily adjusted for maximum 
operator comfort. 

That's why we put our thinkin~g~in~L=~~:::-:-:;;;.:r up front. And came up with a 
whole new way for termi-
nals to relate to humans. 

No aspect of termi­
nal design escaped our 
deepest consideration. Or recon­
sideration. Dozens of little touches 
add up to the convenience and com­
fort of High Touch. For example, 
we put the power "on/off" switch 
and contrast control knob in front 
where they're easy to reach. 

The monitor not only tilts 
and swivels, it stops positively in 
almost any position. 

The clean, crisp display fea­
tures a large character matrix on 
an easy-to-read green or amber 
non-glare screen-made even 
easier to read by the hooded bezel. 
Screens are available in 12" or 
14" sizes. 

Low profile DIN-standard l?eyboard with 
adj11stable till. 

The Selectric® layout with 
its sculptured keys makes data 
entry easy and efficient. And we 
placed the control and escape 
keys close to the alphanumeric 
keys, where people just naturally 
expect to find them. 

The ADM 11 is a High 
Touch conversational terminal 
that accepts data continuously at 
19.2 kilobauds. It features sepa­
rate cursor control keys logically 
arranged in a cross for ease of 
use. Four modes are provided for 
the printer interface: page print, 

Dis tributor Sales & Ser v ice: Boston (617) 456-8228 • Chicago (312) 279·7710 •Houston (713) 780-9440 • Los Angeles (714) 774-1010, Ext. 219 • Philadelphia (215) 245-4080 • San Francisco (415) 828-6941 
• England (04867) 80666 • From the states of CT, DE, MA, MD. NJ. NY, RI. VA and WV (800) 523-5253. OEM S ales: Chicago (312) 279-5250 •Houston (713) 780·2585 • Los Angeles (714) 774-1010, Ext. 582 
• New York (516) 549-6941 • San Francisco (415) 828-6941 • England (04867) 80666. Selectric® is a trademark of IBM. ADM ,"' High Touch"' and Express Depot'• are trademarks of Lear Siegler, Inc. 
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ADM11 ADM11 ADM141 
Programmable Function Keys 4 (Shiftable 16 (Shiftable 16 (Shiftable 

to 8) to32) to 32) 
Non-Volatile Function Keys Optional Standard Standard 
Function Key Legends on From Host From Host Standard 
25th Line Non-Volatile 
No. of Pages of Display Memory 1 2 2 or 4 
Display Memory 
Configurations 
(Plus 25th message/status line) 
Scrolling 

Transmission Mode 

Editing 

Visual Attributes: 
Reduced Intensity, Blink 
Blank and Reverse Video. 
Underline also on 
ADM 12 and ADM 24E 
OEM Flexibility 

24 lines by 
80 characters 

Standard 
Scrolling 

Conversation 
Mode 
Limited 

(2) 24x80 or User· Definable 
(1) 48x80 or up to 96x80 
(1) 24x158 

Smooth, Jump Smooth or Jump 
or Horizontal Scroll 
Scrolling 
Split Screen Split Screen 
Conversation Conversation 
or Block Mode or Block Mode 
Full Editing & Full Editing & 
Protected Fields Protected Fields 

3 Embedded 5 Embedded or 6 Embedded or 
1 Non-Embedded Non-Embedded, Non-Embedded, 

plus Full Screen plus Full Screen 
Reverse Video Reverse Video 

and Highlight 
Modifiable 
Set-Up 
Characteristics 

Modifiable 
Set-Up 
Characteristics 
& Personality 

Modifiable Set-Up 
Characteristics. 
Add to Program 
in ROM or 
Down-Line Load 
in RAM(56K 
ROM or RAM. 
Plus up to 22K 
Display Avail­
able) Room for 
add'! Logic 
Boards. 

When it comes to terminal 
technology, we're the historic 
leader with the largest installed 
base. Our terminals are used in 

more computer-based systems 
than any other. 

When you buy Lear Siegler, 
you're buying proven quality and 
reliability, backed by the broadest 
network of full service centers 
anywhere. That means you can 
get walk-in Express Depot™ 

Monitor tilts and swit'!'ls to almost 
any position. Available with 12 or 
14 inch screen. 

service, on-site service and 
extended warranty service in 
3,000 cities nationwide. 

Lear Siegler High Touch 
terminals are made in America -
designed, engineered, manufac­
tured and shipped from Anaheim, 
California to provide you with the 
best local supl?ort. 

And that s just one more rea­
son they're called the American 
Dream Machines. 

line print, transparent print, and 
display and print. There are four 
:programmable function keys 
(shiftable to eight). And two lev­
els of setup mode to reduce errors 
while still giving the operator 
maximum flexibility. 

Keys color-coded 
by function. 

Separate 
numeric keypad. 

For a High Touch terminal 
with editing and more, choose the 
ADM 12. It features five non­
embedded attributes. Embedded 
mode can also be selected for 
existing applications. And 16 pro­
grammable non-volatile function 
keys (shiftable to 32). The display 
memory can be configured as two 
24 x 80 character pages, or one 48 x 
80 page, or one 24 x 158 page. The 
terminal runs in either conversa­
tional or block mode. 

Or choose our top-of-the-line 
ADM 24E which features a 
moveable 24-line window you can 
use to look at 48 (or 96) lines of 
memory. The ADM 24E also 
offers plenty of additional space 
for OEMs, with up to 56K ROM 

Control and escape keys 
close to alphanumeric keys. 

No keys next to 
space bar. 

Separate cursor control 
keys arranged in a cross. 

Selectric® layout 
with L-shaped return key, 

sculptured keys. 

ADM 11 keyboard. 

or RAM available for add-on _pro­
grams. Plus up to 22k display RAM. 901East Ball Road, Anaheim, CA 92805 · 714-774-1010 

EVERYBODY MAKES TERMINALS. ONLY WE MAKE LEAR SIEGLERS. 
Call Lear Siegler at 800/532-7373 for an authori zed distributor near you: Advanced Technology • Continental Resources • The Datastore •Data Sys!ems Marketing •David Jamaison Carlyle, Inc. 
• Gentry Associates • Ha ll -Mark Electronics • M/A-COM Alanthus, Inc. • Marva Data Services • M.T. 1. • National Computer Communications • Pioneer (Standard , Harvey, Gaithersburg) • 2M Corp. 
• Wyle Electronics • Kierulff Electronics •Inland Associates • Digital Source, Inc. 

CIRCLE 95 

JANUARY 1984 193 



AT & T Divestiture 
(Continued from page 190) 

Sinback is careful to distinguish 
between the impact of the access 
charges and the impact of the tariffs. 
The two are not the same. The tariffs 
reflect a. significant restructuring of 
the way private-line services are 
priced, Sinback says, with acceler­
ated depreciation and a generally 
higher rate of return "folded in" with 
the new access charges. 

"I don't know what the FCC had in 
mind," Sinback says, "but the new 
tariff structure really obfuscated the 
access-charge effect. If you look at 
what the access charges would have 
done by themselves, they're minor 
players . They represent less than a 
third of the total increase." 

Moreover, the new rate structure is 
heavily skewed in favor of long-haul 
point-to-point circuits, according to 
Sinback and other telecommunica­
tions managers . The average increase 
has been calculated at 15.3 percent, 
but the impact on short-haul point­
to-point lines and multidrop networks 
will be much greater. (And the rates 
for some long-haul circuits will actu­
a lly drop.) Anthony Palermo of RCA 
Cylix expects the price of leased pri­
vate lines, which the company uses to 
connect customers to its backbone 
satellite network, will increase more 
than 90 percent at distances of less 
than 10 miles . 

For a corporation with a private 
multipoint network- a bank's auto­
matic-teller network, perhaps- the 
cost of supporting each node is ex­
pected to more than triple , ri sing 
from about $36 to $133 a month. 

AT & T officials point to two major 
factors in explaining the favorable tilt 
toward long-haul private-line tariffs. 
The first is obvious: The $25 sur­
charge on each closed end represents 
a bigger percentage of the tota 1 cost 
of a short-haul circuit. But they also 
suggest that the rates for various 
private-line offerings needed upward 
adjustment to bring them into line 
with the actual cost of providing 
service. The FCC, it seems, is not en­
tirely convinced . 

Although the commission has com­
plained in the past about private-line 
users' paying too little, it is now con-
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cerned that businesses that depend on 
less competitive short-haul services 
may be forced to pay too much . 
Those tariffs are under review. 

Fine-tuning by the FCC, however, 
won't reverse the trend toward 
substantially higher costs for private 
lines and networks . As the FCC ap­
proach of cost-based pricing takes 
hold , more and more corporations 
may have to re-evaluate and recon­
figure their networks. 

"In the future, it 's going to become 
a very expensive luxury to have dedi­
cated service 24 hours a day," says 
Paine Webber's Montoro. 

Paine Webber has already decided 
to abandon a sys tem of private long­
distance tie lines because the cost of 
operation is no longer competitive 

"There's too much loaded on-the 
brick and mortar of the telephone 
company plant. for instance- for 
Centrex to remain broadly compet itive 
with the PABX." 

Rush, Coopers & Lybrand 

with WATS , says Montoro . The 
switch could save $10,000 a month 
under the old rates- more, once new 
rates are in pl ace. The brokerage 
house will also take a hard look at its 
voice ETN network and eventually 
may dismantle it , as well. 

Olin Corp., another big ETN user, 
and one of the earliest , may replace 
some of its private lines with WA TS, 
and use multiplexers- devices that 
concentrate traffic from low-speed 
lines into high-speed lines- to reduce 

from 16 to eight the number of trunks 
between its hubs in Stamford, CT, 
and southern Illinois, near St. Louis. 
Still , Eleanor Luce, director of 
management-information systems at 
Olin, anticipates paying more this 
year to operate the network, which 
services some 60 locations, because of 
the new access charges. And she's not 
pleased . 

"We're going to spend an addi­
tional $500,000 to do no more than 
we're doing now," Luce says. "It's an 
additional expense that 's not covered 
by additional sales, and it 's going to 
be on top of whatever other increases 
we have to pay." 

Cost-saving options 

How can corporations reduce, or 
even dodge, such hefty increases in 
costs? At Westinghouse, with its $65 
million domestic-communications 
budget, Bennis hopes to cut a poten­
tial 15 percent to 18 percent increase 
in networking costs to under 10 per­
cent by changing the mix of circuits 
and services. For instance, Bennis 
says, he may shift some traffic from 
the private network to other media, 
like satellite and AT &T's high­
speed, high-volume terrestrial digital 
service. 

Westinghouse is one of "30 or 40" 
corporations with an EPSCS (for En­
hanced Private Switched Communi­
cations Systems) network- AT &T's 
most advanced offering- and Bennis 
expects to have the option in the 
future of sharing facilities with other 
users. Or it may become possible, he 
says, to lease "raw" bandwidth from 
the common carriers and then break 
it down and use it any way the com­
pany chooses. 

Bennis doesn ' t foresee wholesale 
abandonment of private networks, 
however. There are still some price 
advantages over MTS and WATS, 
he says. More important, the private 
network can be tailored to accommo­
date new technology and specialized 
services. " If we hadn ' t had the price 
incentives in the past," Bennis says, 
"technology probably would have 
driven us to private systems anyway." 

(Continued 011 page 198) 
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Save 50% on your 
communications cost. 

Avanti's new Tl UltraMux. 
It lets you take maximum financial advantage of low-cost Tl tariffs. 

Using UltraMux, you can replace up to 128 lines with one Tl line. Plus, you 
can have additional voice circuits, increased data transmission rates and 
more capabilities, too. 

The UltraMux sends voice, data and video in any combination. That 
means the UltraMux can handle your telephone communications, data trans­
fers and video teleconferencing. The system's high bandwidth, up to 10 Mbps, 
means you can use satellite, private microwave and fiber optic communi­
cations links now and TIC and T2 links as they become available. 

Ultra flexible. 
Select the exact channel configuration you need; up to 

64 synchronous or voice channels; 128 asynchronous chan­
nels. Maximum channel speed can go as high as 8.2 Mbps, 
and you can digitize voice at 16 or 32 Kbps. 

If your communications mix changes at different 
times of the day or night, UltraMux can automatically 
change to match your required configuration. And for 
maximum utility, dynamic channel allocation assigns 
bandwidths only when needed. 

The UltraMux has centralized point-to-point or network-wide control. 
So, from anywhere in the system you can monitor and test the entire system '1 

'''
11
"''" 

or its individual components, perform complete reconfiguration or change any operating parameter. 
The UltraMux is flexible enough to expand as you do. Its modular interface works with 

whatever communications equipment you now use, and can easily adapt to future needs as well. 
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SAMPLE MONTHLY LINE COST SAVINGS 
USING ULTRAMUX 
12 VO!Ce & 12- 56KB D91tal 

Ultrafast payback. 
This graph shows some typical monthly line cost savings 

using Avanti's Tl UltraMux. Depending on your usage you can 
easily save up to 50% or more. § 160 
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We'd like to show you exactly how much Avanti's UltraMux 
can save your company. Just complete the coupon below. We'll 
send you a free, customized Tl UltraMux Cost Savings Analysis . 

100 :xio 500 1000 1500 2000 30ClO 
MILEAGE 

Send coupon to Avanti Communications Corp., Aquidneck 
Industrial Park, Newport , RI 02840, or call ( 401) 849-4660. 

free Tl UltraMux Cost Savings Analysis. 
----, 

Tu receive your free T ltraMux Cost Savings Analysis, please fill in the following information and 
send to Avanti Communications Corp., Aquidneck Industrial Park, Newport, RI 02840. 
(If you need more space, or have more locations, use a separate sheet of paper.) 

Transmission , current or planned between and ____ _ 
Location A Location B 

Mileage (i f known) ____ _ 

Type of ci rcuit Speed Number of ci rcuits Monthly cost 
(if known) 

Voice xxxxx 
Data Sync 0 Async 0 

Sync 0 Async 0 

Video 

""l"-c..,.,~ ............. 1, ... 

~l~!~:~~~~~;,_.m. '"'· 

Your 
TlUltraMux 
Cost Savings 

Analysis. 

I 

Name _ _ __________ Title -------- ....... 
Company _ ___________________ _ 
Address ____________________ _ 

City State Zip -----== 
1 Tulephone Have a representative call 0 L..----------------------
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Introducing the 1!2·inch decks 
designed for demanding professionals. 

The Panasonic 
AG Series. 

The new Panasonic AG Series. 
Three professional 1/2-inch 
decks packed with controls , 
functions and features you 
won 't find on other 112- inch 
industrial decks . 

_ _l.J~q~e_4-Head Design 
Unlike conventional four­

head designs, the Panasonic 
AG Series incorporates two 
ultrawide 70-micron heads 
designed exclusively for 
high resolution during 
search modes . While two 

58-micron heads provide 
two-hour record and play­
back functions . 

All three decks make it 
easy to search for lap time 
and remaining time with 
real time counters in hours, 
minutes and seconds, 
while saving you time with 
automatic features like 
rewind , play and repeat. 
And mode-lock will prevent 
accidents that can cost you 
time . Their audio sections 
include two separate 

tracks as well as Dolby* 
noise reduction . 

Direct-Drive Precision 
The AG-6300 and the 

AG-6200 recorders and the 
AG-6100 player will show 
you a sharp, jitter- free 
video picture . Because all 
three have direct-drive 
video head cylinders , full 
microprocessor logic and 
aluminum die-cast chassis 
for precise tape movement 
and long-term stability. 



Editing / Dubbing / Playback 

When it comes to %-inch 
editing , the AG -6300 is a 
natural as a source deck. 
Especially with its two 
direct-drive reel motors, two­
frame editing accuracy, 
forward and reverse frame 
shift , as well as inputs for 
a time base corrector and 
external sync . 

Both the AG-6300 and 
the AG-6200 are ideal 
dubbing decks for series 

recording . By looping must , the new Panasonic Panasonic., through the record-remote AG Series is a must. 
terminal , as many as 400 · 001by is a trademark ot Dolby Laboratories AUDIO-VIDEO SYSTEMS DIVISION 

units can record or play 1-------------------------------- - - ------ i 
back, all at the same time . I Panasonic Industr ial Company, Aud io-Video Systems Division I 

When your needs call for : One Panasonic Way, Secaucus, N.J. 07094 : 

playback only, choose our : Please send more information on the Panasonic AG Series. : 

AG-6100 . It has the perform- : : 
ance features to deliver a 1
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high-quality picture . 1 1 
For any application , from : Firm Phone ( : 

business to educational : Address : 

to medical , whenever : Ci ty State Zip : 
optimum performance in : co-184 : 

V2-inch industrial video is a ~--------------------------------- -- -----J 
CIRCLE 97 



AT & T Divestiture 
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Once the exchange carriers have 
developed methods of measuring the 
now of traffic from private systems 
into the public network, access 
charges could actually drop for some 
users . Ka thleen B. Lev itz, an 
attorney-adviser in the FCC's office 
of policy and planning, describes the 
$25 surcharge as an interim measure, 
a form of "rough justice." She admits 
that it fails to discriminate between 
the private network that leaks a lot of 
traffic through its PABX (hence the 
expression, "leaky PABX") and the 
one that leaks very little or none. 

Until it is possible to measure the 
amount of leakage, she says, the 
surcharge prevents businesses from 
using private lines simply to avoid 
paying access charges. "We don ' t 
want someone building a private net­
work just because we've allowed the 
phone companies to price interstate 
services in a wacky way," she says. 

Other services that have become 
staples in business communications, 
most notably WA TS and Centrex, 
are under pressure from the FCC. 
WA TS rates are being scrutinized by 
the commission as part of an ongoing 
review that could lead eventually to a 
unified MTS-WA TS tari ff structure. 
Such a unified structure would be a 
setback not only for resellers, but also 
for many business users of WA TS. 

Centrex threatened 

Centrex, which uses central-office 
switching for a customer's internal 
communications, is in immediate 
danger from the FCC's access­
charge plan. In a Centrex system, 
every phone is tied directly to the ex­
change carrier's central office, and 
the FCC has proposed assessing an 
access charge against every line. In a 
PA BX sys tem, on the other hand, 
many phones can be tied to the cen­
tral office with a single trunk, with 
the access charge applied only once. 
The access-charge burden on a Cen­
trex system might thus be I 0 times 
greater than on a PABX system with 
trunks capable of connecting I 0 
phones to the central office. A branch 
office with 50 phones, for instance, 
would pay the charge five times or 
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50, depending on whether it uses a 
PABX or a Centrex system. 

Despite entreaties from Centrex 
users and the telephone companies, 
the FCC has rejected the idea of 
adopting a "trunk equivalency" ap­
proach to access charges on Centrex. 
Instead, the commission has decided 
to treat Centrex lines in place or on 
order as of July 27, 1983, as if they 
were residential rather than business 
lines. Lines ordered after July 27 
would pay the full business access 
charge of up to $6 a month this year. 

The FCC's compromise is seen by 
many as postponing the demise of 
Centrex, but not preventing it. Some 
experts question whether Centrex 
could remain competitive with the 
PABX under any circumstances. 
William T. Rush , telecommunica­
tions consultant and partner in Coop­
ers & Lybrand in New York , calls 
the access-charge order just "the 
final nail " in the Centrex coffin. 

"There's too much loaded on," 
Rush says, "the brick and mortar of 
the telephone company plant, for in­
sta nce, and Bell labor charges, for 
Centrex to remain broadly com­
petitive with the PABX ." 

Rush and others, however, believe 
that Centrex st ill offers advantages in 
specific si tu atio ns- Boeing's ETN 
network might be an example- and 
some experts suggest that divestiture 
might have given the Bell operating 
companies an opportunity to broaden 
Centrex' appeal. Harry Newton, a 
consultant and publisher of Telecon­
nect magazi ne, points out that Cen­
trex has failed to keep pace with 
PABX technology, in part, because 
of a conflict in AT & T's mission , he 
suspects . 

As a producer of both PABXs and 
central-office swi tches , Western 
Electric, AT &T's manufacturing 

arm (now named AT&T Technolo­
gies) , may have had little incentive to 
outfit Centrex with features like data 
switching that have become almost 
commonplace for PABXs, Newton 
says. Competition could eliminate 
that problem as the former Bell oper­
ating companies look more and more 
to independent vendors for office 
switches, as well as customer-prem­
ises equipment. (One independent 
vendor, Northern Telecom, reported 
last year that the Bell operating com­
panies were already well on their way 
to becoming its major customers for 
large central-office switches.) 

Ultimately, of course, what hap­
pens to Centrex could affect not only 
the Centrex customer and telephone 
company but the general ratepayer as 
well. A relatively sudden mass aban­
donment of Centrex would, pre­
sumably, force the telephone com­
panies to look elsewhere to recover 
their stranded investment. The FCC 
recognizes the problem, but in large 
measure has left it to the state utility 
commissions to devise solutions for 
their separate jurisdictions. In fact, 
whether Centrex continues to be a 
viable option may be decided state by 
state. 

Economics and Technology Inc. 
(ETI), the Boston-based research 
and consulting firm, identifies two 
policy options for state regulators 
th at could salvage Centrex. In its 
newsletter, Trends in Communica­
tions Regulation, ETI suggests that 
the states are free to adopt trunk 
equivalency as the basis for setting 
intrastate access charges and to 
counteract the impact of interstate 
access charges with offsetting re­
ductions in overall Centrex rates. The 
latter move, ETI says, can be justi­
fied as preventing a double recovery 
of the cost of interstate access, which 
traditionally has been lumped into 
Centrex rates anyway. 

The double-recovery issue saddles 
state regulators with a tough choice 
between protecting the Centrex cus­
tomer base and maintaining, for the 
time being, the subsidy of residential 
se rvice through inflated Centrex 
rates. In tended or not, one of the side 
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0-PICT is a powerful Graphics Soft­
ware system offering hundreds of 
graphic solutions. It features an 
extensive range of colors, patterns, 
line weights and lettering styles to 
give you the total flexibility you 
need to turn mere data into mean­
ing, and make sense of masses of 
numbers and information. 

Graphical presentation of data 
makes it easier to make the right 
decisions. And when you see how 
D-PICT out-performs the competi­
tion, we're certain it will be your 
choice of graphics software. 

D-PICT/B 
BUSINESS GRAPHICS 

A comprehensive, user-oriented 
system for the creation of busi­
ness graphs and charts, with 
interactive ''plain language" 
menus to allow ease of use by 

non-programmers. Using our self-teachin 
guide, even a new user can create sophisti-
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D-PICT/VGL VIRTUAL 
GRAPHICS LANGUAGE 

A modular, device-independent 
graphics system for use by application 
programmers, compatible with the 
SIGGRAPH core standard. 

Graphical output functions include 
line, vector, chain , text, marker, poly­
gon, arc, circle and sector. 

Features and options include 20 
and 30 capability, modelling, per­
spective and parallel projections, 
hidden surface removal, and illumi­
nation of surfaces by a "light source". 

Graphic output may be sent 
directly to a specific device and/or 
to a virtual graphics file. 

D-PICT/B and D-PICT/VGL are 
backed by 15 years of experience 
in graphics software develop­

ment. DataPlotting software is 
in use around the world. Write 
for more information, or call 
us collect. 
• 0 -PICT/B single CPU license is $9500. 

0 -PICTNGL (20 capability only) single CPU 
license is $9500. Pu rchase price includes 
6 months of maintenance and support . 

0 -PICT is a t rademark of Data Plotting 
Services Inc. VAX is a trademark of Digital 
Equ ipment Corportion . IBM is a trademark of 
International Business Machines Corporation. 
Prime is a trademark of Prime Computer Inc. 

ti BM prices quoted separately 
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AT&T Divestiture 
(Continued from page I 98) 

effec ts of the access-charge plan, 
therefore, is that it forces the states, 
especially the " liberal " states, to re­
eva luate th eir rate structures and 
policies. And the FCC knows it. 

S ta tes' "social engineering" 

"A lot of the state commissions 
don ' t subscri be to the idea that the 
customer who incurs the cost should 
pay it," says FCC staff at torney 
Levi tz. "They subscribe to an ap­
proach based on the value of a service 
to the user. They figure the phone is 
worth more to a business customer 
than to a residential customer, and 
they use the rate structure to do some 
socia l engineering." 

In the past, Levitz says, some of 
that "social engineering" has been 
accomp li shed by se tting Centrex 
rates above the estimated intrastate 
cost of providing the service . Now the 
states can make use of that revenue 
cushion to soften the blow of the FCC 
access-charge plan on Centrex, she 
says, but it would mean higher rates 
on other services. 

Plain old higher rates 

Plain old telephone service will a l­
most cer tai nl y cost more in the 
future- probably a lot more in some 
states- no matter which side wins 
the various a rguments growing out of 
the access-c ha rge plan . Access 
charges, int rastate and inters tate, are 
on ly part of the problem. In Texas, 
for instance, Southwestern Bell 
proposed an increase in the basic 
monthly residential rate from $9.30 
to $24.90, or $ 15.60, of which $4 
would pay for intrastate access. ( In­
ters tate access charges were not re­
nected in the request.) The ba lance 
of the increase, $1 1.60, has noth ing 
to do with access charges. 

ET I argues that Congress would 
have to intervene across a wide range 
of policy issues to protect consumers 
from sign ificant ly higher telephone 
rates. Congress would have to block 
fas ter capita l recovery by the tele­
phone compa nies, curb new invest­
ment in telephone- company plant, 
and cut the rate of return on in­
vestment, according to ETI. Addi-
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"When management asks me if 
divestiture is good or bad for us, all I 
can say is that in the short run , it's 
not going to be easy. " 

Bennis, Westinghouse 

tionally, intrastate long-distance 
competition, which tends to force 
down long-distance rates, might have 
to be curtailed to allow the continued 
subsidy of basic local service. 

The role played by the sta te regu­
lators in setting rates and policies in 
telecommunications has been pushed 
we ll into the background by all the 
recent activity at the federa l level. 
Much of the power to determine 
ra tes, however, sti ll resides with the 
states, and that power shou ld become 
increasingly evident in the months 
ahead. 

A survey by the Associated Press 
(A P) in November found requests for 
rate increases totaling $6 .7 billion 
pending before state utility commis­
sions. Rate increases totaling about 
$1.5 billi on- about 38 percent of 
what was origina ll y sought by the 
loca l telephone companies- had al­
ready been approved in 1983 . If the 
pattern holds, another $2.55 billion 
(38 percent of $6.7 billion) in higher 
rates will result , bringing the total to 
$4 billion. Meanwhile, the AP fo und 
the phone companies in 18 states 
seeking approval of intrastate access 
charges totaling $934 million . 

Typically, the state commissions 
control rates by giving the telephone 

companies less than they ask for. In 
the future, however , state regulators 
may place greater emphasis on the 
problem of achieving an equitable 
distribution of the revenue burden . 
For instance, more and more states 
may replace nat monthly rates with 
some form of measured local service 
to shift an increased share of the total 
cosl to heavy telecommunications 
users . In New York State, measured 
usage is a lready required for busi­
nesses located in the major cities, and 
most residential customers can 
choose it as an option, says Richard 
S. Hesser , deputy director of the 
communications division of the New 
York Public Service Commission. 

The idea of measured local service 
tends to provoke a chilly response 
from residential and business users 
alike, Hesser says. But measured ser­
vice can actua lly cut the phone bill of 
a residential customer who uses the 
telephone sparingly. It has other ad­
vantages, too. Hesser points out that 
a telephone-company central office, 
like an electrical power plant , is engi­
neered to meet peak demand, requir­
ing the phone company to invest in 
capacity that goes unused most of the 
time . The sha rper the "demand 
spike," the greater the inefficiency 
and wasted expense. Measured local 
service cou ld be used to smooth out 
the demand curve by forcing those 
customers who contribute most to the 
peak to pay the most for the addi­
tional investment. At the same time, 
of course, it generates more revenue. 

Does a ll that make measured ser­
vice the wave of the future in the local 
loop? Hesser will only say maybe. 
"The telephone industry and some 
regulators think it is ," he says . 
"Other regulators think it isn't. .. . If 
technology produces central-office 
equipment that can handle more traf­
fic at the same cost, call volume will 
become less important in determining 
total cost." 

Troublesome technology 

Technological advances are the un­
doing of even the most carefully con­
si dered government regulatory 
efforts. In recent years, the regula-
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Telpac '" and Password "' do more than spread the 
word fast. By saving time, work, and money. the 
USR telecommunications software package and 
high speed modem are just as valuable for your 
longer, less urgent messages. Three revolutionary 
examples: You can receive a file the length of 
the Declaration oflndependence in a little more 
than a minute. Or send it-monitored for accu­
racy-automatically while you sleep. When long 
distance rates are lowest. And when you attend 
to Telpac, say to add Washington , D.C. to your 
directory, you will find it typically USR friendly. 

To do all this, team Telpac with your computer 
and with Password, the USR modem so advanced 
you just turn it on. Auto dial/answer, 300/ 1200 
baud, and a two-year limited warranty for $449.* 
Write or call for complete descriptions-both 
Telpac and Password do far more than this! 

*Suggested list for Password complete with power, phone, 
RS232 interface cables. Telpac software, $79. 
Password, Telpac , USR logo and U.S. Robotics are 
trademarks of U.S. Robotics Inc. 

U.S. ROBOTICS INC. 
1123 WEST WASHINGTON 
CHICAGO, ILLINOIS 60607 
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AT & T Divestiture 
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tory framework for telecommunica­
tions has been subjected to endless 
review and revision as technology has 
outrun one set of circumstances and 
assumptions after another. 

The FCC's Computer II decision is 
a good case in point. Because of the 
increasing difficulty of distinguishing 
between telecommunications, which 
the FCC was supposed to regulate, 
and data processing, which it wasn't, 
the commission gave up trying to 
classify various services and types of 
equipment as belonging to one or the 
other . Today, telephone-terminal 
equipment and enhanced data ser­
vices are no longer under tariff, and 
the FCC actively regulates only basic 
transmission. 

A different, perhaps more diffi­
cult , sort of problem arises from the 
development of sophisticated tech­
niques for bypassing the local tele­
phone companies. The FCC insists 
the threat of abandonment by major 
telecommunications users is very real 

as long as there is heavy cross-sub­
sidization of local service through the 
inflation of long-distance rates. Con­
gress, on the other hand , would per­
petuate the subsidy and raise the 
break-even point for bypass systems 

Even the optimistic 
observer inevitably warns 
of a grueling transition, 
an uncertain time for 
network managers. 

by hitting them with a surcharge like 
that imposed by the FCC on leased 
private lines. Is there a regulatory 
solution? Is there a threat? 

As time goes on and bypass tech­
nologies mature, corporations that 
rely heavily on communications are 
expected to engage in at least some 
bypass as a way of gaining control 
over network costs and performance. 

It's not unusual for major banks 
and other financi a l-service com­
panies, among the leaders in ex­
ploiting new information technolo­
gies, to employ one or more bypass 
methods even today. Chase Man­
hattan Bank moves data from several 
locations in Manhattan over its own 
loops of coaxial cable. In the future, 
the bank plans to integrate voice, 
data, and video on its cable system 
a nd is considering a n integrated 
voice-data digital-microwave link 
between Manhattan and Long 
Island , according to Chase Man­
hattan 's Lewis Haring. 

New York 's Citicorp, winner of the 
prize for boldness in the pursuit of 
communications independence, ser­
vices its various banking divisions 
with a satellite-based network that 
provides coverage of the 50 states and 
Puerto Rico. By the end of the year, 
Citicorp plans to have satellite earth­
stations in 10 cities, with microwave 
systems and, in New York , fiberoptic 

INTRODUCING NOTHING: 

202 

The fi ve printers in our Nothing Series offer a simplicity o f 
design so uncluttered that you may wonder w hat makes them 
run . And run . And run. 

I t's Nothing. Just good, sound engineering. 
Our printers give you Nothing where our competition 
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cable, to overleap the infamous "last 
mile" of the local loop. 

The real boom in bypass, however, 
is at least a few years away, in the 
opinion of some experts, including 
consultant William Rush of Coopers 
& Lybrand . Rush thinks the local 
telephone companies will be ready for 
that boom if the regulators give them 
a chance to compete. 

"The operating companies under­
stand their vulnerability," Rush says, 
"and unless their hands are tied by 
regulation, you'll find them to be 
smart and competitive. They won't 
make it easy for bypass to come in, 
not on the basis of cost. And the eco­
nomics have to be right. It all boils 
down to cost." 

When a big organization does de­
cide to make the bypass investment, 
it will rarely, if ever, end its relation­
ship with the phone company. Most 
bypass systems meet specific needs or 
take advantage of specific oppor­
tunities . New York State, for in-

stance, hopes to knock $2.6 million 
off its annual phone bill of $120 mil­
l ion by erecting microwave links 
between the capital city of Albany 
and the cities of New York, Buffalo, 
and Syracuse. Westinghouse, adapt­
ing the same technology to quite dif­
ferent situations , has erected one 
microwave network to service lo­
cations in and around Pittsburgh and 
another in Puerto Rico . Westing­
house hopes to save $500,000 to $I 
million a year , but still has a $6 
million annual bill from Bell of 
Pennsylvania. 

The real competition will start af­
ter alternative transmission services 
begin to make bypass readily avail­
able to companies that don 't want to 
invest in their own facilities. Some of 
these technologies, like direct satel­
lite, are still in their infancy. Digital 
termination service- a promising 
high-speed data-transmission system 
based on cellular microwave, the 
same technology as mobile telephone 

systems- is barely out of the experi­
men ta 1 stage . Cable television ' s 
potential as a medium for carrying 
high-speed da ta has been largely 
ignored except in New York and a 
relative handful of other cities. In 
fact, once the cable company is set up 
to carry switched, two-way traffic, a 
customer could send voice as well as 
data through the system. The cable 
company probably wouldn't be 
licensed to carry voice traffic, but 
it might not be able to tell the 
difference. 

"Corporations are doing it right 
now," says Teleconnect publisher 
Harry Newton. "They don't tell the 

NOTHING™IS MORE RELIABLE. 
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AT&T Divestiture 
{Continued from page 203) 

cable company, and it probably 
would be an invasion of privacy if the 
cable company tried to figure out just 
exactly what it was carrying." 

Perhaps the ultimate in a shared 
bypass system, the Teleport planned 
for the New York metropolitan area 
will combine satellite and fiberoptic 
systems for fast, efficient communi­
cations. Teleport's satellite farm on 
Staten Island will be connected to 
switching stations in Manhattan and 
Jersey City, NJ, by fiberoptic cable, 
with additional loops to provide di­
rect service to some high-volume 
users in Manhattan. Teleport, a joint 
project of the Port Authority of New 
York and New Jersey, Merrill Lynch 
& Co., and Western Union, is ex­
pected to come online sometime 
around 1990. 

Passionate shoppers 

In the meantime, everybody from 
AT&T to the divested operating 
companies may be competing for a 

share of the bypass market. Things 
could get bitter. Months before the 
actual breakup, the word was out 
that AT&T was making the rounds 
of major business users, encouraging 
them to opt out of the local loop. The 

Single-site businesses, as 
well as national ones, 
can expect to find 
managing the phones 
more complicated now. 

operating companies themselves may 
have to offer bypass as an option 
to hang on to some important 
customers. 

At British Airways, Philip Free­
man can hardly wait for the fun to 
begin. Freeman says his airline and 
its competitors will explore the alter­
natives. They'll move cautiously be­
cause they need to maintain common 

standards and because they depend 
on communications for everything 
from bookings to cargo control. 

But Freeman is eager for the op­
portunity to shop around. "I want out 
of the local loop," he says, "and so 
does everyone else. We need reliable 
services that are going to function 
day and night, every day of the week. 
But the quality of the local circuits in 
New York was never anything to 
brag about , and our [national and 
international] data networks suffer 
as a result." 

Competition in the interstate long­
distance market had a five-year head 
start on divestiture, but the Bell 
breakup has amplified the siren song 
of "long distance for less" to mega­
decibel volume. 

AT&T, of course, begins the new 
era with more than the lion 's share­
about 96 percent- of this $40 billion 
market. But as AT&T's competitors 
become as easy to dial up as AT & T, 
and as AT & T's customers become 
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"We' re going to spend an additional 
$500,000 to do no more than we're 
doing now." Luce, Olin 

aware of actually having a choice, the 
dominant carrier may find it's not 
really everyone's preferred carrier. 

Barring any dramatic swings in 
fortune, however, cutthroat com­
petition could actually produce some 
big winners without any big losers. 

As consultant and author Robert Self 
observes, if AT&T loses 5 percent of 
its market share, that would double 
the combined position of its com­
petitors and still leave the lion with 
90 percent of the market- or more. 
"For the foreseeable future," says 
Self, "AT&T will have 90 percent or 
better because most people don't 
think they have any reason to try 
someone else." 

This is definitely a buyer's market, 
especially for corporations headquar­
tered in major cities. Besides MCI, 
there are four other sizable OCC's­
G TE Sprint (formerly Southern 
Pacific Communications), ITT, 
Western Union, and Satellite Busi­
ness Systems. Two resellers, U.S. 
Telephone and Combined Network, 
rank among the top five long-distance 
companies after AT&T, and, of 
course, there are the innumerable 
medium-sized and small resellers­
anywhere from 400 to 600 of them, 
according to Self. 

As was the case before divestiture, 
the customer will be able to pick a 
mix of long-distance services. But 
equal access, once accomplished, will 
make it easier to use them all. Send­
ing a call over the customer's pre­
ferred carrier will be as simple as 
calling on AT & T has always been, 
and the customer will have access to 
any other carrier by dialing a four­
digit code. 

This convenience may have a price, 
however. As the quality of access im­
proves, the other long-distance 
carriers will have less incentive to 
compete on the basis of steep dis­
counts off AT&T rates. The FCC ac­
cess charges, if implemented, could 
also nudge the rates of companies like 
MCI and Sprint, the third-largest 
long-distance carrier, upward. On the 
other hand, AT & T's customers stand 
to lose that I 0 percent reduction in 
AT & T rates if Congress succeeds in 
blocking the access charges. 

(Continued on page 208) 

NA COMPILER COMPANY 
oar IN THE DOOR. 

In a word, experience. 
Ryan-McFarland compilers have been 

around almost as long as there have been 
computers that needed them. And that 
makes us stand out from those newer com­
piler companies in a lot of different ways. 

Ryan-McFarland compilers set the stan­
dard in transportability. In fact, programs 
written with our compilers are so transporta­
ble that they can move from one brand of 
computer to another, from one operating 
system to another, and all the way from 
micros to mainframes without changing a 
single line of code. 

Instead of constantly introducing state­
of-the-art "breakthroughs;· we constantly 
build upon what's worked for years. And 
instead of abandoning you after the sale, we 
respond to 98% of all requests for technical 

assistance within 24 hours. 
RM/COBOL:" for example, has been 

used to write more than 700 applications 
available from independent distributors and 
developers. And it's already working in thou­
sands of installations. Our unmatched expe­
rience also went into the development of 
RM/COS™ our multi-user operating system 
that makes business applications run more 
efficiently than any other operating system. 
And we're committed to building that experi­
ence into all our future products, too. 

The way we see it, you've got a very 
clear choice: Go with one of those newer 
compiler companies. And enjoy the 
experiment. 

Or go with Ryan-McFarland. And enjoy 
the experience. 

:BM!~ 
OUR EXPERIENCE SHOWS. 

609 Deep Valley Drive, Rolling Hills Estates, CA 90274, (213) 541-4828. 
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Win A Princess 
Caribbean Cruise for Two 
Plus $500 Cash 
Enter Computer Decisions Top Ten Contest 



• • 

Entry blank and rules will 
appear in the February 1984 issue. 
Win a luxurious Princess 
Caribbean Cruise for two. This 
ideal getaway on an elegant liner is 
the vacation of a lifetime! You'll be 
treated to extravagant meals, 
splendid entertainment, exciting 
nightlife, and plenty of fun in the 
sun. You'll cruise to the exotic 
Caribbean islands, experience their 
rich cultures, lounge on their 
beautiful beaches. Sample the 
perfect blend of comfort , elegance, 
and adventure on this dream cruise. 
First prize also includes $500 in 
cash to cover incidentals. 
It's easy to enter, and fun to win! 
All you have to do is pick the ten 
top-scoring ads in the February 
issue of Computer Decisions. 

Here's How You Enter 
1. Official entry forms are in the 
February issue. 
2. Read the rules contained in the 
issue. 
3. Pick the 10 advertisements you 
think your fellow readers will best 
remember having seen. 
4. List the ads by Company Name, 
Reader Service Number and Page 
Number on the entry card. 

MAIL BEFORE APRIL 15, 1984. 

Your list of selections will be 
checked against Reader Recall , 
Computer Decisions method of 
measuring readership. 

Second & Third Prizes: 
Well-known personal computers 

for business applications 
Fourth & Fifth Prizes: 
HP 41-CV hand-held computers 
Sixth Thru 100th Prizes: 
Hayden Books 

Welcome Aboard All You 
Advertisers, Too. 
There's a parallel contest with the 
same top prizes for advertisers, 
advArtising agencies, and 
advertising personnel in 
companies. You, too, can win a 
luxurious Princess Caribbean 
Cruise or other prizes. And there' II 
be free reruns and readership 
awards for the winning ads. The 
Top Ten Contest issue is one of 
the year's biggest advertising 
opportunities, with extra readership 
for every ad. 

• • • • • • • • • • • • • • • • • • • • • • • • • • • • • • • • • • • • • • • • • • • • • • 
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AT&T Divestiture 
(Continued from page 205) 

The rush to sign up customers has 
been paralleled by a big push to ex­
pand capacity . Sprint and MCI have 
both invested in satellite tran­
sponders, and MCI is in the process 
of laying 4,200 miles of fiberoptic ca­
ble in a network connecting the major 
eastern cities. MCI plans to repeat 
the feat on the west coast, while other 
carriers, following MCI's example, 
have been negotiating for railroad 
rights-of-way along which to put 
down fiberoptic networks of their 
own. 

In perhaps the most ambitious ven­
ture of its kind, Southern New 
England Telephone Co. (SNETCO) 

"The operating 
companies look at AT&T 
like it's a furry beast 
rather than Mother Bell. 11 

Montoro. Paine Webber 

has formed a partnership with CSX 
Corp. to build a fiberoptic network of 
up to 5,000 miles that would run 
through 20 eastern and midwestern 
states, primarily along CSX railroad 
rights-of-way, and reach more than 
60 percent of the U.S. population . 
The partnership plans to sell capacity 
to carriers and big business and 
government users, with SNETCO 
under contract to maintain the net­
work. One of two former Bell System 
companies in which AT & T held only 
a minority interest, SNETCO, unlike 
the Bell operating companies, is unre­
strained by the divestiture agreement 
and could jump into the long-distance 
market on the strength of its interest 
in the fiberoptic network. 

Even the bigger resellers are get­
ting into the act , as they reach out to 
microwave companies as part of their 
strategy to reduce their dependence 
on AT &T's WATS and private lines . 
Long-distance carriers like U.S . 
Telephone, Combined Network, and 
Lexitel Communications have 
entered into agreements with Times 
Mirror Microwave- whose parent 
company publishes The Los Angeles 
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Times, among other newspapers­
and other microwave networks to 
lease transmission capacity. Even­
tually , some observers speculate, 
Citicorp and other companies with 
sophisticated private networks may 
be offering excess capacity for sale. 

For the time being, an overload of 
capacity seems like a good reason to 
get into the interstate long-distance 
market. After all, no less a player 
than Satellite Business Systems ar­
rived that way. Originally a provider 
of dedicated services to high-volume 
business users , SBS introduced its 
Skyline dial up service near the end of 
1982, after the high-speed data­
communications business failed to 
develop as rapidly as expected. 
Eventually, however, an overload of 
capacity throughout the industry 
could start to drive some weak sisters 
out again . 

"A three- or four-cent game" 

From a carrier's point of view, a 
glut of capacity can only be bad for 
business, an encouragement to en­
gage in the sort of brutal competition 
and commodity pricing that has 
plagued the airline industry since it 
was deregulated. As Shelly Fishman, 
a division manager for industrial 
relations with AT & T, said during a 
forum on telecommunications last 
fall, this sort of price competition is 

" Innovative services may be where the 
glamour is; but MTS-type services 
may be where the money is.·· 

Johnson, Rand 

never rewarding. 
"The commodity game," he said, 

"is not a good game to be in. It's a 
three- or four-cent game, and if you 
get stuck in it , you're going to have to 
keep your prices down ." 

From the customer's point of view, 
such an eventuality could be a real 
boon, forcing the long-distance 
carriers to cut rates, improve ser­
vices, or both. But, if it triggered a 
drastic shakeout in the industry, the 
customer could end up paying more . 

Attempts to open telecommunica­
tions to competition haven 't always 
produced the intended results. For in­
stance, back in 1975, Richard E. 

"The phone bill, 
traditionally, is the 
worst-managed expense 
in American business. 11 

Self. consultant 

Wiley, then the chairman of the 
FCC, was sorely disappointed when 
MCI and Southern Pacific Commu­
nications filed proposals to offer what 
were essentially dialup long-distance 
telephone services, instead of the sort 
of innovative private-line business 
services the FCC was hoping for 
when it licensed them . He saw in 
their actions "something of a breach 
of faith ." 

Where the money is 

Seven years later, Leland L. John­
son, a senior economist at the Rand 
Corp. in Santa Monica , CA, took 
note of the situation in his report, 
"Competition and Cross-Subsidiza­
tion in the Telephone Industry. " He 
commented : "Innova tive services 
may be where the glamour is; but 
MTS-type services may be where the 
money is ." 

The glamour-or-money choices 
Johnson was talking about can cer­
tainly be made by providers of inter­
state toll service. But what about 
intrastate service? The divestiture 
agreement was supposed to foster 
wide-open competition to provide toll 
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A GOOD BET 
vs. 

ASMAKf 
INVESTMEN1~ 
Chances are you've put your money on ComputerWorld and 

Datamation a few times. After all, they were the odds-on 
favorites for a long time. And we all like to think 

we're picking front-runners. 

But no matter how good a bet seems, it's still uncertain. 
Because the favorites don't always pay off. 

Smart money doesn't place a bet. .. it makes an investment. 
Because a good investment pays off in profits and dividends. 

So while a few advertisers are still hoping for results with 
ComputerWorld and Datamation, the smart ones are 

getting results with Computer Decisions. Results that come 
from reaching a 100°/o management audience. 

Computer Decisions has more management subscribers than 
either of the others. And now, we deliver 160,000 Computer 

Decision Makers. More than ComputerWorld and 
Datamation combined. 

So when it comes to making your advertising dollars pay off, 
consider the alternatives. You can place two bets and 

take your chances. Or make one smart investment 
that guarantees a high return. 

(jo1nputer Decisions ... 
# 1 With rfhe S111art Investors 
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AT & T Divestiture 
(Cominued from page 208) 

service within states as well as be­
tween them . But in most cases, 
there's little money and certainly no 
glamour in providing this shorter­
ha ul se rvice . And there probably 
won't be much competition, either. 

The agree ment worked out by 
AT & T, the Justice Department, and 
U.S. Di s trict Judge Harold H . 
Greene carved the country into 
LAT As (for local access and trans­
port areas) and prohibited the local 
telephone companies from providing 
toll se rvice between different 
LAT As- even within the sa me state. 
AT&T a nd the other interexchange 
carriers are supposed to compete for 
this business. That was the idea, a ny­
way. But Lee L. Selwyn, president of 
ET I, says the idea "is a vision, a pipe 
dream ." 

According to Selwyn , "What's 
needed for intrastate competition is a 
market. You ' re going to have com­
petition in states with two or more 
major population centers, but you 
generally won't find it in sta tes 
without some big cities, or even along 
low-density routes in states that do 
have big cities. You 're not going to 
have competition between Peoria a nd 
Springfield in Illinois or between 
Scranton a nd Sta te College in 
Pennsylva nia." 

Calling short-distance 

The di sta nce between two cities is 
also a factor, says Richard Hesser, 
the ew York Public Service Com­
mission staffe r. Beca use sw itching 
makes up such a big pa rt of the total 
cost, Hesser says, there isn ' t much 
difference in the actual expense of 
completing a long or short call, but 
the carrier is permitted to charge 
more for the longer-di sta nce call, 
anyway, to make the rates "under­
standable." As a result, long-haul toll 
calls tend to be overpriced, he says, 
a nd short-haul calls, underpriced. 

Low-density, short-haul routes, 
therefore, will more than likely be 
serviced by AT&T, the "default" 
carrier for intrastate as well as inter­
state long-distance service. The fact 
that the AT & T network is already in 
place makes it the natura l choice and, 
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of course, makes the other interex­
change earners that much less eager 
to compete. 

The advantage of being the estab­
li shed carrier belongs to AT & T on 
inter-LATA, or interexch a nge , 
routes and to the local telephone 
company on intra-LATA to ll routes. 
Toll competition is permitted intra­
LA TA- th e entire state of New 
Mexico is within a single LAT A­
but on the high-density rou tes that 
might attract competitors, the local 
telephone company still has the ad­
vantage of hav ing a comprehensive 
network in place. Selwyn says that , 
with a call from Dallas to Fort 
Worth , for instance, the cost of 
getting to and from the central offices 
on the two ends would, in most in-

If divestiture is perceived 
as a blessing, it is 
usually seen at some 
distance and travel ing in 
disguise. 

sta nces , eliminate any compet1t1ve 
advantage a n intercity carrier might 
have had over Southwestern Bell. 

Just the hassle of going through 
the regulatory proces s may be 
enough to inhibit entry into the intra­
state market. For a small interstate 
reseller , it might mean having to sub­
mit to regula tion for the first time. 
For one of the OCCs or a large re­
sell er, it mea ns having to dea l with a 
separate regulatory body in each 
sta te. 

"AT & T must deal directl y with a ll 
the state commissions for the first 
time; this has forced a dramatic in­
crease in the number of lawyers 
working for AT&T," says FCC staff 
a ttorney Levitz . " If this is giving 
AT&T a head ache , you can just 
imagine what it would do to the 
OCCs." 

Resellers, with their minima l capi­
ta l requirements and ability to set up 
quickly , a re probably the likeliest 
source of competition for AT & T in 
the short run. New York had 10 re-

sellers a nd one private-line carrier 
opera ting in-sta te last fall, a nd Hes­
ser expects another 10 will join them 
eve ntually . Both MCI a nd GTE 
Sprint have filed ta riffs with the ew 
York Public Service Commission , but 
chose not to put them into effect after 
the commission imposed an EN FI A­
like charge for intrastate access. 

The situa tion can vary radically 
from state to sta te. Texas and Florida 
were both well a head of New York in 
opening the intrasta te toll market to 
competition. In fact, U.S. Telephone 
cut its teeth competing in Texas, the 
first state to end monopol y long­
di stance service within its borders, 
before going on to become an inter­
state reseller. In Colorado, on the 
other hand, the law requires- for the 
time being- th at only regul a ted 
monopolies provide interexchange 
se rvice . 

There's always AT & T 

No matter what state you're in, if 
you want to place a call from the 
farm to the feed store in the next 
county, there's a lways AT&T, even if 
there's only AT&T. "Some parts of 
thi s country," Hesser says, "may 
neve r have competitive intrastate 
long-distance service." 

The success or failure of deregu­
lation as a policy is determined, ulti­
ma tely , by the degree to which 
business riva lry eliminates the need 
for government oversight a nd inter­
vention. Where competition is strong, 
regulation should be unnecessary. 

Outside of some libertarian capi­
ta list's vision of the second coming of 
laissez-fa ire, it is hard to imagine a 
more convincing exa mple of how well 
deregu lation can succeed tha n the 
transformation of the telephone­
eq u i pmen t industry since the 
Carterfone deci sion. 

Today, a nybody 's teen-age son or 
daughter can walk into Radio Shack 
or the local electronics discount store 
a nd buy a cheap telephone with a few 
basic memory features like automatic 
redi a l. And the phone almost cer­
tai nl y wasn't made by We stern 
Electric . An up-to-d a te bu siness­
telephone system may offer a dozen 
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Imagine. A fully integrated development center 
system capable of upgrading and increasing output 
throughout the life cycle of both major and minor 
on-line and batch applications. 

This completely automated approach to interactive 
development was critical in the development of our 
own highly successful line of applications software. 
That included design , management, programming, 
implementation, and maintenance of both on-line 
and batch applications. The Umbrella weathered well. 

So well, in fact, users tell us that, "we beat our 
estimates by 50% on our very first major on-line 
application and that included our education time 
on the Umbrella." 

There's a lot more the Hogan Umbrella can do. Just 
ask any Umbrella user .. . various combinations of 
DOS, VS, MYS, IMS, VSAM, CICS, IDMS. And ask 
Ed Lomax, Vice President, at (214) 386-0020. 
Make a brilliant decision today. 

Send me more information on your UMBRELLA System. 

Title:----------------- ------

Company=--------------------~ 

Address: _____________________ _ 

City: State: ZIP: ___ _ 

Phone=----------------------~ 
CD 1/ 84 

TOMORROW'S SOFTWARE. 
HERE TODAY. 

Corporate Headquarters: 5080 Spectrum Drive, Dallas , TX 75248 0 Atlanta , Boston, Chicago , Dallas , Detroit , Los Angeles, New York, 
London, Australi a and New Zealand 0 TELEX 203927 0 (NASDAQ Symbol: HOGN) 
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To all reps: Price changes on following 
items effective immediately: No. 10-llA, 
10-114A, 10-AL. 

Chris: The latest off er looks better. 
although it's still not what we were 
hoping for. 'Il:y for another compromise. 

I 

1111////J, w11 11111/////J. w1 Microcomputer communications? 
~ ~ Get control of the situation with 

Just got the word from Gary. Increased 
our share by 6%. If trend holds, we'll 
pass competition by third quarter! 

llW//////////////JI I m ~ II ~ ~ keystroke. It stores communications 

J i 
~ ~ 'lh % ™ parameters for 25 remote systems. 

J ~ 
rj///PI ~ 'f//11111111111/J '!//, 'I~ Plus. the!e 's an on-line help feature I I t ~ ' I ~ ' that explams prompts. messages 

11/J 'lm1111 11/h 6111~////P l111 ~ ~ Liii/i/i a~Jr~~~~~[~~ speaks f?r itself. 
Hayes has five years of solid leader-

Microcomputer communications fl"'/j able as a plug-in board for IBM® shi~ in ~e micr~coI?puter industry. 
can ?resent the DP/MIS staff with a 'Ill/If. Personal Computers. And Hayes Nationwide availability through 
tangle of mismatched hardware. manufactures the Micromodem Ile® retail computer stores. '!Iouble-free 
user-hostile software. and a situation for Apple® II. III. Ile and Apple Plus factory service and call-in assistance. 
that can quickly get out of hand. computers. as well. It comes pack- A limited two-year warranty on all 

Hayes can help you avert that aged with Smartcom I™ communi- hardware. And the most efficient 
chaos. with a telecomputing system cations software. telecomputing system available. 
designed expressly for micro- Speaking of software. more pro- Anywhere. 
computers. grams are written for Hayes modems If you're involved in linking 

A system so advanced. it's down- than for any other. And that impres- micros or setting standards for 
right simple. Economical. And sive list includes our own incom- configurations. remember this. 
requires no handholding from you. parable communications software. Everything your people need to 

Hayes. The computer's telephone. Smartcom II:-" Complete, (!) know about communications ca~ 
Our Smartrnodem 300™ and Smart- menu driven softWare H ® be summed up m 
modem 1200™ connect to any desktop for the IBM PC, DEC ayes one word: ~ayes . 
computer with an RS-232C port. Rainbow™ 100, Xerox Hayes Micro-
They operate with rotary dial. Touch- 820-II™ and Kaypro II:" Even first- computer Produc~s. Inc .. 5923 
Tone® and key-set teleplione sys- time communicators will find sue- Peachtree Industrial Blvd .. Norcross . 
terns. At full or half duplex. And cess with Smartcom II. Screen GA 30092. 404/441-1617. 
both feature self-test capabilities, as prompts ~ide USerS in the Simple M1aomodem Ile is a registered trademark of Hayes 

Miaocomputer Products. Inc. 
well as indicator lights and built-in steps it ta es to create. send. receive, smartmodem 300. smartmodem 1200. smartmodem 1200B. 

k C • • ll li d d fil Smartcom 1 and Smartcom II are trademarks Spea ers lOr ffiOilltOnng ca S. St. e it, name an re-name . es. of Hayes Miaocomputer Products. Inc. 

The lower-priced Smartrnodem Tusks like simultaneously receiv- Touch-Tune is a registered service mark of American 

300 is ideal for local data swafus and ing. printing and storil data- 'Il>Iephone and 'Il>legraph. IBM Personal Computer is a registered trademark of 
communicates at 300 bps. A uilt-in completely unattende -are easily International Business Machines corporation. 
speed selector on Smartrnodem 1200 managed with Smartcom II. because Apple is a registered trademark of Apple Computer. Inc. 

11 d 
Rainbow is a trademark of Digital Equipment Corporation. 

automatica y etects transmission it takes full advantage of Smart- Xerox 820-II is a trademark of Xerox Corporation. 
speeds (110, 300 Or 1200 bps). modem's capabilities. Kaypro II is a trademark of Non-Linear Systems. 

d ls 1 h d 
Z8 is a trademark of Zilog. Inc. 

Smartmo em 1200B™ is a 0 avai - T e program re uces lengthy dial- ©1983 Hayes Miaocomputer Products. Inc. 



Smartcom II communications soft­
ware. currently available for IBM PC, 
DEC Rainbow 100, Xerox 820-11 and 
Kaypro II. 

Smartmodem 1200 for all computers 
with an RS-232C interface; Smartmodem 
1200B plug-in board for the IBM PC. 

Smartmodem Specifications; 
Low Speed Data Format; (Smartmodem 1200 and Smart· 
modem JOO) Serial. binary. asynchronous, 7 or 8 data 
bits; I or 2 stop bits; odd . even or no parity (O·JOO bps). 
High Speed Data Format; (Smartmodem 1200) Serial. 
binary. asynchronous; 7 data bits; I or 2 stop bits; odd. 
even. or fixed parity or 8 data bits; I or 2 stop bits; no 
parity (1200 bps}. 
Dialing Capability; Tuuch-Tone® and rotary·dial 
pulse dialing. 
Command Buffer: 40 characters. 
Commands; (unnecessary with Smartcom 11 software) 
A, Im.mediate answer. A/; Repeat last command. c, 
'Il-ansmitter Carrier. D, Dial command. including sim­
ple dialing. waiting for second dial tone. auto-dialing 
and other features . E, Loe.al echo. F, Fulllhalf duplex. 
ff , Switch hook. M, Audio monitor. o, On-Line. p, 
Pulse dialing. Q : Quiet mode. R: Reverse originate/ 
answer mode. S: 17 "Set" commands speed. escape 
code character. number of rings to answer on. etc. S?: 
Checks operational parameters above. T, Tuuch·Tune 
dialing. v, Verbal result codes. 
Result Codes, (can be numericaUverbal), O/OK, Com­
mand line ok. I/Connect; Carrier detected. 2/Ring; 
Phone is ringing. 3/No Carrier: Carrier lost or never 
heard. 4/Error, Error in command line. 5/Connect 1200, 
Carrier detected at 1200 bps. (Smartmodem 1200 only.) 
Audio Monitor: 1Wo-inch speaker with volume control. 
Rear Pmel, On-off switch. power jack. RS·2J2C con· 
nectar. modular phone jack connector. volume control. 
Operation; Full or half duplex. 
Data Rate; 0-JOO bps and 1200 bps for Smartmodem 
1200; 0-JOO bps for Smartmodem JOO. 
Interface, RS·2J2C. 
Intelligence; ZS™ microprocessor with 4K byte con· 
trol program for Smartmodem 1200; ZS microprocessor 
with 2K byte control program for Smartmodem JOO. 
Modem Capability; Bell System !OJ or 212A com­
patible originate or answer mode for Smartmodem 
1200; Bell System !OJ compatible originate or answer 
mode for Smartmodem JOO. 
Receive Sensitivity; -5odBm for Smartmodem 1200; 
-45dBm for Smartmoder.1 JOO. 
transmit Level; -lodBm. 
RegiJtration; FCC registered for direct-connect to the 
nationwide phone system. Connects ;vith modular 
jacks RJllW, Rjl IC. RJ12W, RJ!2C. RJIJW. RJIJC. 
Power Pack, U.L. listed 120VAC. 60Hz. !J.)VAC output. 
Size, 1.5" x 5.5" x 9.6" 
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AT&T Divestiture 
(Continued from page 210) 

such features for the end user, plus a 
number of fully automated manage­
ment tools- least-cost routing, call­
detail recording, toll restrictions, and 
automatic ca ll distribution. It could 
have been made by AT&T Technolo­
gies, but there's no dictum that it be 
made by AT & T's manufacturing 
arm. 

Columbia's John Chapman is un­
equivocal on the subject of deregu­
lation as it app li es to customer­
premises equipment (CPE): It has 
benefited all classes of users, he says. 
"The deregulation of CPE has been a 
strong plus. Even the residential user 
can get options like memory dialing 
and cost-control devices like digital 
read-out. And for business," he adds, 
" it has resulted in these benefits and 
elim inated a major source of cost. 
Regula ti on is costly and unnecessary 
unless it's needed as a counterbalance 
to monopoly, and CPE is highly 
competi tive." 

The erosion of AT &T's position as 
the "total communications supplier" 
has been most pronounced among 
sophisticated users . Consider, for in­
sta nce, what has happened to AT & T 
in the PABX market. It once had a 
virtual 100 percent share of that mar­
ket; now it has at least 41 competi­
tors, according to the September 
1983 issue of Teleconnect, and its 
share for this year has been estimated 
at about 25 percent, down from 
nearly 40 percent in 1981. By 1985, 
Rolm and Northern Telecom are ex­
pected to pull nearly even, with about 
18 or 19 percent apiece versus 20.4 
percent for AT&T. 

Can terminals be far behind? 

AT & T's competitiveness as a 
PABX supplier affects more than its 
ability to sell switches. The sophisti­
cated digital PABX will probably 
control many of the integrated voice­
d a ta office systems of the future. 
AT& T is no longer legally restrained 
from entering data processing and 
office automation as a full-fledged 
competitor, so selling switches may 
mean selling intelligent terminals 
and, one day, maybe personal com­
puters. The success of some of the 

company's new communications ser­
vices- its packet-switched data ser­
vice, for example- might also 
depend, to some degree, on its 
strength as a provider of in-house 
communications-support systems. 

And the competition gets tougher 
all the time. Deregulation of the com­
munications industry opens exciting 
new opportunities to outsiders, es­
pecially a big computer company like 
IBM. Not only does IBM have its 
own value-added network and a one­
t hird interest (with Comsat and 
Aetna) in Satellite Business Systems, 
but last year it acq uired a sizable 
chunk (about 20 percent) of Rolm. 
The world's biggest computer com­
pany could someday offer a complete 
line of communications products. 

Finally and most importantly, the 
Bell operating companies are no 
longer a captive market for AT&T­
built products. For a few years, they 
can make demands on AT & T Tech­
nologies and Bell La bora tori es, but 
the operating companies and their 
regional holding companies are under 
no obligation to buy from AT&T. 
This represents a tremendous, if not 
unprecedented, loss in market power. 
The seven holding companies, with 
assets ranging from about $15 billion 
to $20 billion and projected revenues 
for the year ranging from $7 .4 billion 
to $9.8 billion, are among the nation's 
largest utility companies and still em­
brace 80 percent of the U.S. market. 

In their dealings with the former 
parent company, the operating com­
panies give every indication of being 
independent, aggressive, and utterly 
unsentimental. They are expected to 
be fierce competitors for AT&T In­
formation Systems- which has suf­
fered through its first year and will 
depend heavily on revenues from the 
inherited embedded-equipment base 
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to get through its second- and only 
fickle clients of AT & T Technologies. 
In fact, William Hegge, telecommu­
nications administrator for North­
western Mutual Life Insurance in 
Milwaukee, worries that the operat­
ing companies could put so much de­
mand pressure on the "independent" 
vendors that it might disrupt rel a­
tionships with customers who are 
used to buying from them directl y. 

Much of the power to 
set rates still resides with 
the states; this will 
become increasingly 
evident this year. 

"Divestiture ha s made some 
strange bedfellows," C.J. Many, di­
rector of market operations for New 
York Telephone, admitted to a group 
of W all Street telecommunications 
ma nagers late last year. He went on 
to poke a little fun at IBM for having 
been "in bed" first with Mite!, an­
other leading PABX manufacturer, 
and then with Rolm . (I BM broke off 
an earlier arrangement with Mitel 
when it decided to buy into Rolm.) 
But Many made it clear that New 
York Telephone and Nynex, its new 
parent company, don't intend to 
spend much time in the sack with 
AT&T. 

"When we divest AT&T from our 
corporation," he said, "we gain the 
right to go out and look at any manu­
facturer and any technology. We 
have the right to pick and choose, and 
we're going to pick the products that 
solve the problem , not the products of 
any one manufacturer." 

New options for users 

Realizing the benefits of ag­
gressive competition will take 
aggressive, informed management­
management that can see beyond 
day-to-day operations to set long­
range goals that support larger 
corporate strategies. As tele­
communications systems become 
more sophisticated, the network 
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manager's value to the organization 
will depend more and more on his or 
her grasp of high-level technical a nd 
economic issues. 

Even basic-service management is 
changing. Microprocessors are per­
forming many routine network func­
tions and enabling managers and 
technicians to exercise greater con­
trol over costs and the allocation of 
resources. With an up-to-date PABX 
or " hybrid key" system, for instance, 
management today can control the 
assignment of trunk capacity among 
various groups of users, an ability 
once reserved to the local telephone 
company. A feature like call-detail 
recording makes available informa­
tion about calling patterns that can 
be useful in selecting the mix of long­
distance circuits and in controlling 
abuse. And least-cost routing, an­
other common feature in modern 
telephone systems, not only routes 
each long-distance call over the 
most cost-effective circuit, it gives 
management , in some circumstances, 
the option of using WA TS lines and 
other discount services without in­
viting abuse. The delusion th at 
"WATS is free" persists, but if em­
ployees don ' t know they're using 
WATS , they won't be tempted to 
abuse it, the reasoning goes. 

"If you can get away with it, 
there's no need for employees to know 
what mix of circuits you have," says 
Robert Self. He adds: "In some ways, 
ma naging the telephone is still not a 
science as much as a n art." 

An artful science 

Science has added a lot of new 
wrinkles to the practice of this art. 
New York State, for instance, hopes 
to save $2 million a year through the 
use of a new system of access codes 
that restrict calling by 80,000 state 

employees. Some corporations, how­
ever, might forgo the savings possible 
through the use of access codes, 
rather than jeopardize good relations 
with a highly motivated work force. 
How an employer makes use of tech­
nology to influence the behavior of 
employees obviously will depend on 
circumstances. Where abuse is rife, it 
may be necessary to wield data on 
calling patterns like a weapon , relent­
lessly tracking and confronting 
abusers. Under less extreme condi­
tions , circulating reports might in­
spire sufficient restraint. While there 
is less than absolute agreement as to 
the extent of misuse and abuse of 
long-distance circuits- Robert Self 
says WA TS abuse can range up to 50 

. percent of total cost- no one seems to 
doubt the seriousness of the problem. 

Crisis management 

In the period immediately follow­
ing divestiture , the fine points of 
managing employees will probably be 
overshadowed by the struggle to cope 
with general, industry-wide con­
fusion. For the organization that has 
traditionally relied on AT&T for 
end-to-end service, service manage­
ment could become crisis manage­
ment pure and simple. 

Teleconnect 's Harry Newton 

The real competition will 
start after vendors make 
bypass available to 
companies that shun 
buying systems. 

warns that business users should be 
prepared "to spend a fortune" on net­
work maintenance and diagnostics if 
they want to avoid long, costly service 
disruptions. He also predicts that 
companies that haven't invested in 
telecommunications expertise are go­
ing to suffer for the oversight. "Com­
pan ies that don't make the effort and 
the investment are going to pay more 
than they should, and they'll have 
more problems," Newton says. "It's a 

(Continued on page 218) 
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You Probably Thought 
We Were Selling 

Coinputer-Controlled Coinputer Power. 

Powercenter Plusn• 
Power Distribution System 

Actually ... We're Selling Peace of Mind. 
Some jobs are difficult. Others are just plain 

impossible- like estimating all th e costs of com­
puter errors due to line voltage sags and surges, to 
say nothing of brownouts. But now for a small per­
centage of your facility investment, you can have 
complete protection against troublesome voltage 
variations. And you can have immunity from noise 
and the effects of load changes, frequency changes 

and power-factor changes, too. Not to mention flex­
ible distribution of power throughout the computer 
room, monitoring of all key power parameters, and 
two-level facility protection. Powercenter Plus™ 
power distribution system - it's the only power 
center that does it all. Complete with microcomputer­
controlled power conditioning, of course . 

That's peace of mind. 

JANUA RY 1984 

That's our business. 

SOLUTIONS TO POWER PROBLEMS'" 

9192 TO PAZ WAY, SAN DIEGO, CALI FORNIA 92123-1165 (619) 279-0831 
SQUARED COMPANY 
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Hayden 
Computer Books 
Mean Business 
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Data Base Management 
tor the Apple™ 
(Wadsworth) 
Explains the basics of stor­
ing and organizing infor­
mation on your Apple II 
Plus or Apple lie home 
computer. Using DATA 
BASE as an example, the 
book shows how these 
techniques can simplify 
household chores such as 
checkbook balancing, 
organizing appointments, 
tracking investment port­
folios, and more. 
#6282, $12.95 

Business Program 
Portfolio: An Integrated 
Office System for the 
Osborne 1 and Executive 
Computer (Hildebrand) 
A valuable library of 62 
work-saving programs for 
the professional. These 
programs help keep 
office records in shape 
whi le eliminating much of 
the drudgery and paper­
work of the daily routine. 
The interactive disk­
based programs cover 
interest calculation, finan­
cial analysis, deprecia­
tion, property manage­
ment, real estate, cash 
receipts and disburse­
ments, job cost, payroll , 
and much more. 
#6301, $15.95 

The Investor's Computer 
Handbook (Packer) 
A valuable guide to help 
you manage your invest­
ments better using your 
micro. NO PREVIOUS 

JANUARY 1984 

MICROCOMPUTER EXPERI­
ENCE IS NEEDED. Offers 
advice on choosing the 
system best suited to your 
particular investment ap­
plications, including a list 
of required and recom­
mended components 
and information on hard­
ware, software, peripher­
als . The programs and 
principles transfer easily 
to other dynamic markets 
and portfolios, such as 
commodity futures and 
options, bonds, and trea­
sury bills. #5203, $12.95 

P.ASC AL 

Pascal Programs 
tor Business (Swan) 
Contains an excellent li­
brary of Pascal programs, 
including word-process­
ing programs that sort, 
merge, edit, tabulate, en­
code, and print out letters 
and reports. Also includes 
an electronic spread­
sheet that is easily up­
dated and greatly simpli­
fies financial planning and 
forecasting . #6270, $16.95 

Business Programs 
for the IBM® PC 
(Hildebrand) 
Presents 62 time-saving 
business programs for 
your IBM PC. Programs in­
clude interest calculation, 
financial analysis, job 
cost, payroll, and depre­
ciation . All are thoroughly 
documented for easy 
use. Also shows you how 
to set up your computer 
to take advantage of 
standard forms, create a 
menu to keep track of 
your program access, 
and more. #6351, $15.95 

Pascal Programs 
tor Data Base 
Management (Swan) 
One of the most practi­
cal, comprehensive treat­
ments of data base man­
agement on microcom­
puters available. Con­
tains pdbs (Pascal Data 
Base System), a suite of 

more than 35 short, UCSD­
compatible Apple Pascal 
programs for creating, re­
formatting, updating, stor­
ing, searching, sorting, 
and reporting a relational 
data base. #6272, $16.95 

CP/M® Revealed 
(Den non) 
Explore and master the 
full potential of CP/M, the 
most popular operating 
system for microcompu­
ters. The author breaks 
down the technical as­
pects of CP/M into step­
by-step explanations. He 
clearly describes the 
data structure of the 
CP/M disk. Booting up, 
logging in, changing 
memory size, mapping 
disk space, calling pro­
grams, and interfacing 
are explained to help you 
use CP/M more effectively. 
#5204, ~15.95 

Getting Started with 
CP/M® 
(Patten and Calandrino) 
Introduces you to 
CP/M-80. Explains how it 
operates and describes 
the structure and function 
of its commands. Answers 
quE:stions on handling 
diskettes, storing and 
transferring information, 
creating and naming 
files, reacting to error 
messages, and using 
specific command struc­
tures and options. With 
manufacturers now offer­
ing CP/M as a standard 
software component, this 
is a vital timely guide. 
#5208, $12.95 

BASIC Computer 
Programs for Business, 
Vols. 1 and 2 (Sternberg) 
Get your micro up and 
running as soon as it 
enters your office. These 
two volumes contain over 
Apple 1s a trademark of Apple Computer. Inc 
IBM and CPfM are registered trademarks of 
lnternot1onal Business Machines. Inc and 
Dig1ta! Research. lnc respectively None is 
aHi liated with Hayd en Book Company, Inc 

j 

100 programs essential to 
the success of your busi­
ness. There are p rograms 
to simplify bookkeeping, 
maintain accurate finan­
cial records, produce in­
stant marketing/sales 
analysis, organize your 
daily office routine, and 
much more. Each pro­
gram is documented with 
a description of its func­
tion and operation . 
Volume 1 #5162, $14.95 
Volume 2 #5178, $15.95 

ORDER BY PHONE 

1-800-631-0856 
operator CB 14 

In NJ ca ll 
(201) 393-6315 

r--------- -
MAIL TO: 
Dept. CB14 
Hayden Book Company, Inc. 
10 Mulholland Drive 
Hasbrouck Heights, NJ 07604 

Please send me the book(s) 
indicated below by code 
number. If I am not com­
pletely satisfied, I may re­
turn the book(s) undam­
aged within 10 days for a 
complete refund . 
I a m enc losing $2.00 to cover 
postage a nd handling . 
D Enclosed is my check or 
money order. 
Bill my 0 Visa D MasterCard 

NAME 

ADDRESS 

CITY 

STATE/ZIP 

VISA/MASTERCARD # 

EXPIRES 

SIGNATURE 

Residents of NJ and CA must add 
sales tax . Prices subject to change . 
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no-win situa tion. The phones a re 
going to go down more often. The 
data lines are going to go down more 
often . Dp will be screaming more 
than usual. " 

Orga nizat ions without much ex­
perience in telecommunica tion s 
man age ment will be tempted by 
package deals designed to replace the 
old arra ngement with AT&T. For 
the time being , paying t he new 
AT & T or someone else for compre­
hensive network manage ment may 
ac tually be necessa ry to esca pe chaos. 
But the additional security will cost 
the user the power to pick and choose 
among components and services and 
the chance to put together a network 
with the best performance for the 

The FCC access charges 
could also nudge upward 
the rates of MCI and 
Sprint, the third-largest 
long-distance carrier. 

price . Nothing ventured, nothing 
gained. 

A riskier but potenti a ll y more 
rewarding scenario has the organi­
za tion picking up where AT&T left 
off. For large, experienced cor­
porations, like Boeing, the risk is neg­
ligible. Boeing began to develop a 
sk illed team of telecommunications 
managers and technicians about 10 
yea rs ago; today, about 300 people, 
including network engineers and soft­
ware specialists , work in communica­
tions for the giant aerospace com­
pany, according to M.U. Ayres of the 
net work-services group. 

Boeing appears to be among a 
small minority, however . Author Self 
points to the typical discrepancy be­
tween data-process ing and telecom­
munications staffing to illustrate the 
situation . " In a company with a tele­
phone budget and data-processing 
budget that are about the same," Self 
says, "you' ll find a ny number of 
people managing data processing and 
one person, if anyone, managi ng tele­
communications." 

218 

Part of this legacy of dependence 
on AT&T, moreover, is a critica l 
shortage of experienced telecommu­
nication s managers. Many com­
panies are turning to consul tants or 
borrowing staff from data processing 
to make it through the transition . But 
Newton, for one, expects to see busi­
nesses pirating managers from one 
another amid "an explosion" in the 
number of incompetent communica­
tions consultants. William Hegge of 
Northwestern Mutual Life Insurance 
believes staff shortages will slow the 
pace of adjustment to divestiture and 
of progress, generally, at many com­
panies. "The whole process will need 
more people," Hegge says . "There 
aren't enough to go around ... and 
most companies won't have enough to 
do what they want to do. " 

Cross pollination 

The idea of borrowing from data 
processing has at least two strong 
points to recommend it. First, the 
technical background of many data­
processing managers is becomi ng 
increasingly applicable to communi­
cations. At the same time, such a 
move is seen as contributing to a 
trend toward the unification of all in­
formation technologies under the 
heading of management-information 
sys tems or something similar. "Tele­
communications is gradually melting 
into MIS/ dp and office automation," 
says James Morga n, the consultant. 
"Joining telecommunications and 
data processing is no longer a bold 
step. It 's a common thing to do." 

On the other hand, Harry Newton 
cautions aga inst expecting a data­
processing manager to move into tele­
communications without some diffi­
culty. It takes six to nine months, he 
says, "to turn a dp guru into a tele­
communications professional , despite 
what the dp gurus may think." 

Coopers & Lybrand's Willi am 
Rush is also restrained in his en­
thusiasm for such a move. Rush ac­
knowledges the technical strengths 
that data-processing managers bring 
to telecommunications, but he thinks 
these man age rs tend to under­
estimate the complexity of modern 

telecommunica tions . Moreover, he 
insists that technical skill won 't be 
enough to make a good telecommuni­
cations manager in the future . "Too 
often," Rush says, " there's a vacuum 
between senior management and ser­
vice management. The telecommuni­
cations manager understands the 
technology, and the senior manager 
understands where the business is 
going, but there's no middle ground." 

The gulf between the two levels of 
management causes problems on 
both ends, Rush says. The network 
manager without insight into cor­
porate strategy is less likely to pull 
together systems that provide opti­
mum support to that strategy. And 
the senior manager who fails to rec­
ognize the importance of communi­
cations to the corporation may hinder 
investment and, ultimately, damage 
competitiveness . 

Janusz Madej of John Diebold and 
Associates also sees a tendency by 
some top managers to take communi­
cations for granted. " If you go to top 

Companies that haven't 
invested in 
telecommunications 
expertise are going to 
suffer for the oversight. 

management and ask for $2 million 
for a new telephone system," he says, 
"you're probably going to hear, 'I've 
got no problem with the telephones."' 

In the future , Rush says, it will 
be up to the telecommunications 
manager to translate corporate needs 
into systems and to explain to senior 
management why those systems are 
indeed necessary. There will be a con­
tinuing need for day-to-day service 
management , as well, Rush says, but 
the "reactive mode" of operating tele­
communications systems has got to 
end . And some of the old-timers may 
have to go, too, he says. 

"As the environment changes," 
Rush cautions, "some communica­
tions people are not going to make the 
transition ." D 
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Compare Network Performance 
ent Systems. 

Feature Avant Garde 
Net/Alert* 

Application Unlimited number 
monitoring standard 

Individual transaction Yes 
record available 

Network alarms 33types 

Immediate display Yes 
of network alarms 

Intelligent line Yes 
data display 

User-programmable Yes 
automatic alarms trap 

Protocol discrepancy Yes 
alarms 

Line utilization 12realtlme 
analysis and 30 databased 

components 

Network configuration Automatically 
recognition generated and verified 

Entire database Yes 
available to host 

Local (non-host) Yes 
database 

Low maintenance Yes 
design 

Special A.C. power None required 

Erncom Is the winner. 

Tesdata 
SMART 

EMGGm's 3729 Network Performance Management System provides complete 
......,.,,. ... accountabittty.·Network control personnel consistently report 
~ tl.:l ll'nt!*Wed relations with both vendors and online users. 

tt'8 faCll, more and more companies choose the 3729 NPMS. 
f:er power,~ and tlexlbillty, Emcom is the proven winner. 

EM COO 
CIRCLE 108 

Emcam Colporallon 
800 East Campbell Road 
P.O. Box 741715 
Dallu, TX 75374-17'5 
214437-WIS 



11115Tl!PI YDUPI 
511Ll!5Mlln5HIF' 
Your idea for a new system is strong, and you have the talent 
and resources to carry it out. But senior management won 't 
buy the idea unless you present it right. by Robert w. Ericson 

"

s long as 
you're a d~ta­
p r o c es s 1 n g 

manager , you're in the 
sales business . One 
day you ' re convincing 
the steering committee 
that the warehouse 
needs a more compre­
hensive information 
system. The next, 
you're outlining the 
cost benefits of auto­
mation to the budget 
director. As manager 
of information systems 
you sell unusual prod­
ucts- you sell ideas. 

Selling intangibles 
is more difficult than 
selling material goods; your custom­
er, top management, can't kick the 
tires or test the brakes. To convince 
the purseholders to buy your ideas, 
you must learn the basics of persua­
sion and presentation . 

The first rule of selling is to know 
your product and know your custom­
er. Do your homework before you 
present your idea . Decide if your plan 
will fit in with corporate goals and 
procedures. Decide whether you want 
to direct your presentation to a top 
executive or to a line manager. Ask 
yourself: "Who will have to fund this 
effort?" and "Who will get the credit 
for success or the blame for failure? " 

Consider your timing . Your ap­
proach should mesh with the or­
ganization's budget cycle. If your 
plan , for example, is designed to com­
plement another system already ap­
proved, wait until that system is oper-
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ating before presenting your own 
idea . 

Most importantly, consider the 
users' viewpoint rather than the data 
center's . In a formal proposal, outline 
the business tasks the system will 
support and describe how it will do its 
job. Explain why the system is needed 
and provide costs of development, im­
plementation, and maintenance . 
Schedule each step of the imple­
mentation and devise a plan for phas­
ing out the current system. Finally, 
analyze savings and payback time. 

The first impression 

According to one school of sales­
manship, you have one minute to 
whet the appetite of your audience. 
Statements such as "I can save you 
hundreds of thousands of dollars" 
sound like slick "get-rich-quick" 
schemes, even if they' re true. Try to 

open with statements 
that entice the li stener, 
such as "I think I've 
found a way to reduce 
our inventory while en­
suring that we don't 
run out of supplies. 
The investment should 
be paid back within six 
months , after which 
we should realize a 

g profit. " This approach 
~will encourage the 
~ a udience to listen 
~thoughtfully to your 
~proposa l. 
~ 0 , g nee you ve cap-
~ tured your customers ' 
~attention, yo u must 

work to keep it. Make 
them feel at ease and confident in 
your ability to deliver what you say 
you will. When delivering your 
presentation , refer to your past suc­
cesses and avoid using computer jar­
gon. Make eye contact with your cus­
tomers . 

Another way to keep your custom­
ers' attention is to listen to them. If 
the warehouse manager, who ran out 
of parts halfway through the last 
production schedule, leans forward 
and nods at the phrase "ensure we 
don't run out of supplies," you know 
where to focus the rest of your pre­
sentation. 

Even if the purseholders are recep­
tive to your idea , convincing them 
that your plan will work can be diffi­
cult. 

If you have consistently kept your 
promises in the past , management is 

(Continued on page 224) 
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PETROCELLI OFFERS YOU ... 
OUR ESTEEMED CLIENTELE ... 

A FREE EXAMINATION 
OF THE FOLLOWING BOOKS 

DECISION 
SUPPORT SYSTEMS 

A Data.Based. Model.Oriented. 
User Developed Discipline 

ed ited by 

William C. House 

6 x 9 • 468 pp .• $34.95 

DECISION SUPPORT SYSTEMS 
A Data-Based, Model-Oriented, User-Developed Discipline 

Edited by William C. House 

1 • Decision Support Systems is the latest buzz word in our industry. 
What is it? What can it do for our operation? How can we implement it? 
Petrocelli suggests that you let the experts in Decision Support Systems 
give you the answers to your valid questions. In this one volume you 
will have the opinions and experiences of Ralph H. Sprague, Jr.; Hugh 
J. Watson; Steve Alter; John D. Baxter; Arthur M. Geoffrion; Richard 
F. Powers, Eric D. Carlson; Peter G.W. Keen; G.B. Davis; James L. 
McKenney; Daniel Robey; William Taggart; Robert H. Bonczek; Clyde 
W. Holsapple; Andrew W. Whinstone; G. R. Wagner; Jean-Claude Larreche; 
V. Srinivasan; and Jerry W. Durway. Professor House has provided intro­
ductions to each of the book's two parts, discussion questions on the 

various aspects of DSS, and an extensive bibliography. You owe it to yourself and to your organization 
to read this book before you tackle a Decision Support System. 

NEW 
THE 
KISS PRINCIPl.E 

Q 
Approaches to&.klong 
RekableSystems 

The KISS Principle 
Approaches to Building 

Reliable Systems 

by Ronald B. Smith 

2 •The idea behind th is book is to offer use-
Konaldn.smu1i ful and practical ideas and approaches on how 

to develop good application systems. In a sincere effort to 
" keep-it-simple '', the writing style is composed of non­
technical language. Approximately one-third of the book 
is composed of charts and illustrations . Part I updates and 
defines the KISS principle as it applies to data processing 
and describes the system development process (SDP). Part 
11 deals with alternatives to conventional application devel­
opment t echniques . $19.95 

S1;;Lrms 
R1·ll:1hiti11. 

~laintainahili1·, 
~lanag1·11u·ni 

Systems Reliability, Maintainability 
and Management 

by Balbir S. Dhillon 

3 • Forthe first time a book is available which 
11" 1bir S JJhithm incorporates and integrates systems reliability, 
~---~ maintainability and management in a single 
volume. Chock full of examples and exercises, the author 
begins with defining systems reliability, maintainability, 
and management and in eighteen chapters thoroughly ex­
plains the concepts . The emphasis is more on the structure 
of concepts rather than on minute details. However, the 
book is written so that the reader requires no prior know­
ledge of any of the topics in the book to understand its 
contents . $29.95 

Invitation to MAPPER™: JUST PUBLISHED 
A Pragmatic Approach to 

End-User Computing 
by Harry Katzan, Jr. 

4 •MAPPER is an acronym for Main­
taining, Preparing and Producing Ex­
ecutive Reports, a non-procedural pro­
gramming system that runs in real­
time on digital computers. MAPPER 
is the best known and most widely 
used system in the non-procedural 
class. It represents a revolution in 
computer language and extends the 
problem-solving power of the com­
puter to the total organization - from 
programmer to end-user. MAPPER has 
database capability and is available for 
all modern data processing applica­
tions. $24.95 

Effective Structured Programming 

by Lem 0. Ejiogu 

5 •The philosophy of this book seeks 
to eliminate the tricks from program­
ming, thus producing provable, reli­
able software systems. The purpose 
of this book is to erase the myths th at 
surround programming, raising it from 
the status of art to one of applied 
science. $24.95 

Database Management Systems 
for Distributed Computers 

and Networks 

by Dimitris N. Chorafas 

6 •For the information scientist who 
faces the dual challenge of integrating 
intelligent machines into local or long 
haul networks and employing data­
base management systems (DBMS) at 
each site. Addressed to thesystemsspe­
cialist and the experienced end-user, 
its emphasis is on explanation, back­
ground, description and understand­
ing. $24.95 



The Invitation Series ... 
Programming Languages 

7 •Invitation to Ada & Ada Reference Manual 
by Harry Katzan, Jr. $29.95 

8 •Invitation to FORTRAN for the TRS-80 
by Lawrence McNitt $15.00 

9 • Invitation to COBOL for the TRS-80 
by Lawrence McNitt $15.00 

10 •Invitation to BASIC Fitness 
by Stephen Mecca & Cemal Ekin $14.95 

11 • Invitation to FORTH 
by Harry Katzan, Jr. $20.00 

12 •BASIC For Beginners 
William C. Conley $10.95 

13 •BASIC II Advanced 
William C. Conley $10.95 

14 •An ASSEMBLY LANGUAGE COURSE 
by Mark E. Fohl $17.50 

15 •ASSEMBLER LANGUAGE FOR APPLICATION 
PROGRAMMING 
by Don Stabley $35.00 

16 •MOUSE: A Language for Microcomputers 
by Peter Grogono $17 .50 

17 •MICROPROGRAMMING: Concepts and Techniques 
by Ben E. Cline $20.00 
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For the Manager's Library 
MASTERING MICROS 

by Hannah I. Blank 
18 •A practical step-by-step handbook, uncluttered by 
technical jargon . It guides executives, managers and profes­
sionals with limited or no previous knowledge of computers, 
through evaluations, decisions and steps to make use of 
microcomputer software and hardware. Designed to be the 
indispensable guidebook to the world of micros. $24.95 

MANAGEMENT TOOLS FOR EVERYONE 
by Steve M. Erickson 

19 •A tool box of twenty analytical tools that have not all 
been put in one tool box before. Each chapter devotes atten­
tion to a particular analytical technique, or upon several if 
they are closely related. "A boon for any reader . . .. " SCC 
BOOK News "A fine aid .... " Computing Review "Illustra­
tions are excellent . ... " Computing Newsletter $17.50 

COMPUTER ACRONYMS, ABBREVIATIONS, ETC. 
by Claude P. Wrathall 

20 •Acronyms, abbreviations and names are used to reduce 
the time, space and effort required in communications. This 
dictionary will provide help to the reader/listener in those 
cases where the communicator fails to define the terms 
used. Many national, international and industry standards 
are included. $20.00 

SOFTWARE MANUAL PRODUCTION SIMPLIFIED 
by Richard Zaneski 

21 •In this brief, no-nonsense, highly acclaimed book, the 
author presents an effective plan for writing and producing 
software manuals. It is a valuable data processing tool that 
can be used in two ways : (1) As a source for developing a 
documentation program and applying specific guidelines 
to the preparation and maintenance of manuals, and (2) As 
a reference guide for the reader who has already acquired 
the necessary documentation expertise to perform his or 
her job. $20.00 

MICROPROCESSORS FOR MANAGERS: 
CAD, CAM, and ROBOTICS 

by Dimitris N. Chorafas 
22 •Using non-technical language, this book presents the 
trends of information management shaped by micropro­
cessor technology. It sets goals, explains strategic planning, 
elaborates on the use of microprocessors and demonstrates, 
through specific examples, the direction of design and manu­
facturing automation. Emphasis is placed on computer­
aided design (CAD) and robotics. $25.00 

DOCUMENTING COMPUTER APPLICATION SYSTEMS 
by Derek A. Kelly 

23 •The first part of this book develops concepts relevant 
to an understanding of what user-focused documentation is 
and involves. A wide variety of other issues are raised . The 
second part describes the te£hniquesof documentation. Two 
case studies are given, revealing the design, planning and 
implementation of the documentation process. $19.95 

Order Now for your 15-Day Free Examination Offer. 
Phone 1-800-631-0856 or in NJ call 201 -393-6013 

Computer Decision Bookstore 
10 Mulholland Drive 

Hasbroock Heights, NJ 07604 

Please send me the book(s) I have circled for a 15-Day Free Examination. At the end of that time, I will 
remit payment, plus shipping and handling, or return th£ books and owe nothing. 

1. 208-2 5. 205-8 9. 209-0 13. 202-5 17. 133-7 21. 180-9 

2. 198-1 6. 184-1 10. 211-2 14. 149-3 18. 207-4 22. 183-3 

3. 195-7 7. 132-9 11. 173-6 15. 176-0 19. 130-0 23. 206-6 

4. 228-8 8. 210-4 12. 141-8 16. 201-5 20. 138-8 

NAME 

ADDRESS 

CITY STATE ZIP 

SAVE!!! Publisher pays shipping and handling on all prepaid orders. Same return guarantee. Include NJ 
Sales Tax where applicable. Make remittance payable to Petrocelli Books, Inc. Mail coupon and remittance 
to Computer Decision Bookstore. Offer good in the USA only. 1/84 



Master Your Salesmanship 
(Com inued f rom page 220) 

more inclined to trust yo u now. But a 
good track record won' t compensa te 
fo r a fa ult y prese nt a ti on . Three 
techniques will help you prove your 
credibil ity. 

Address your a udience's needs in a 
nontechnica l, results-o ri ented ma n­
ne r. Th e fac t th a t yo u pa tched a 
Cobol progra m to a n ex isting soft­
wa re package to crea te a cost- effec­
ti ve system will proba bl y do littl e to 
convince a nyone outside the da ta cen­
ter of your idea's merits. Stress how 
the system will serve the recipient­
how it wi ll reduce cos ts, save time, 
smooth opera tions, a nd so on. 

Help the a udience visua li ze your 
concepts th rough the use of cha rts, 
di agra ms, a nd mock-up reports. Try 
to c rea te a scena rio with which the 
a udi ence ca n identify . Th en show 
how the new system will prevent or 
so lve a pro blem in the scena rio. 

Fina ll y, c ite a uthorities. Perh aps a 
ma rket leader or majo r competitor 
has recentl y a utoma ted its inve ntory. 
Or maybe a noted a nd respected a u­
thorit y has advoca ted a simila r sys­
tem . Rela te yo ur proposa l directl y to 
lo ng- or short-ra nge pl a ns for the 
compa ny a nd demonst ra te how it will 
help ac hieve these goa ls. 

No ma tt er how brillia nt your idea 
a nd how well orga ni zed your presen­
ta tion, you ca n count on yo ur a udi ­
ence to ra ise objecti ons. If yo u've 
ta ken the time to know yo ur custom­
ers, yo u ca n a nticipa te their objec­
tions a nd dea l with them before they 
sur face. 

If, during the course of yo ur pre­
senta tion, a n objection does sur face 
(a nd it will ), dea l with it immedi­
a tely. You should even soli cit di sa p­
prova l so you ca n counter it before it 
grows to unma nagea ble pro portions. 
Sta tements such as " How does tha t 
sound to you?" often provide the op­
po rtun it y fo r va lu a bl e feedbac k . 
Look out fo r tacit obj ections . The 
ma nager who sta res out the window 
with folded a rms will hea r littl e of 
wha t you say unless hi s or her res is­
ta nce is broken down . 

Dea ling with objections is easier if 
yo u lea rn to recogni ze th em . Th e 
three ca tegori es of obj ections inc lude 
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"Don't take objections to you r ideas 
personall y, and don't argue wi th the 
objector. Your goa l is to insta ll a new 
system -not to be your own hero ," says 
author Robert W. Ericson. 

co nce rn s, opinions, a nd prejudices. 
Co nce rn s a re th e lowes t leve l o f 
obj ecti o n- th ey a re not based on 
a na lys is or st rong emotion. They a re 
usua lly expressed casua ll y. " I don' t 
think our opera tion is la rge enough to 
a utoma te," or " Wouldn ' t a computer 
sys tem be too ex pensive? " a re objec­
ti ons tha t require a direc t a nd infor­
ma t ive response. 

T o dea l with concerns, you must 
s how res pec t fo r th e indi vidu a l's 
opinion; give a simpl e, log ica l ex pla­
na tion a nd ge t on with the presenta­
tio n. Exa mple: " Frequ entl y, a uto­
mation requires a la rge number of 
t ra nsactions to justify its purchase. 
However, in th is insta nce .... " 

Opinions a re more diffi cult to ha n­
dle; they a re usua ll y based on ex pe ri­
ence or a na lys is. The objector has a 
vested inte res t in hi s or her opinion. A 
ma nage r may say: "Eve ry time I 
work with dp , the job cos ts three 
times as much a nd ta kes five times as 
long as proj ected," or " If you put the 
job schedule on a persona l computer, 
we won' t be a ble to ti e it in with fi­
na nce or inve ntory cont rol. " 

These objections have a factua l ba­
sis. They dese rve a thorough expl a na­
tion. C ite a uthori ties, use visua l a ids, 
a nd give prac ti ca l reasons fo r exclud­
ing a lterna tive methods. 

Objections based on prejudice a re 

frequentl y the most difficult to over­
come. They ta ke the form of"As long 
as I'm ma nager, there' ll never be a 
co mput e r in thi s wa reh ouse. I've 
worked here fo r 20 yea rs, a nd no 
black box is go ing to ta ke over my 
job." 

In these insta nces, it 's very easy to 
get t ra pped into a n a rgument. The 
best way to ha ndle such a n emotiona l 
response is to res ta te the objection: 
" You believe yo u may lose your job if 
we bring in a computer ?" Acknowl­
edge the cli ent 's emotional a ttitude. 
Once the customer lets off stea m, he 
or she will respond to your presenta­
tion more ra tiona ll y. 

The worst thing yo u ca n do is to 
ta ke objections persona ll y. Stick to 
the issues a nd don' t a rgue, or you' ll 
furth er a li ena te the objector. Your 
goa l is to insta ll a sys tem- not to be 
your own hero. 

The c losing is the most importa nt , 
yet most frequ entl y neglected , pa rt of 
a sa le. Thi s is when you ask the cus­
tomer to sign on the dotted line. One 
clos ing techniq ue is to get the ma nag­
er's commitment on one fea ture of 
the system. You ca n close with some­
thing like: " I think we agree tha t or­
d e rs e nt e red in ma rketin g s hould 
tri gge r inventory cont rol in the wa re­
house." Save the technica l deta il s fo r 
la te r. 

Another technique is to force the 
ma nager to choose between two a lter­
na tives . " If we were to esta blish the 
system, wo uld you wa nt to summa­
ri ze th e wo rk b y product lin e o r 
would di visiona l tota ls be adequa te?" 
An y repl y implies some deg ree o f 
commitment on the ma nager's pa rt. 

Say ing " Here is my idea; ta ke it or 
lea ve it" will guarantee fa ilure. A 
new sys te m d e m a nd s a la rge in­
vestment a nd cha nges the way people 
work . Those whose jobs a re a ffected 
by the project will wa nt to be involved 
in its des ign. Ma ke them pa rt of the 
tea m effort. D 

R obe rt W . E ri cso n is a se nior 
professional-services consultant for 
Keane Inc., in Boston. He also lec­
tures on management issues to pro­
f essional and academic groups. 
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Integrating 
Federal Desktops 
With Mainfranies 

The Federal Government - the largest single purchaser of 
information systems integration products in the world - is the 
''capitol' ' market delivered by FEDERAL DP EXPO. It's literally 
a multi-billion dollar market. 

This year's FEDERAL DP EXPO celebrates its 10th 
anniversary. And once again, the show will bring you 
face-to-face VJith government decision-makers who will be 
looking for the newest, most productive and cost-efficient 
methods of integrating small information systems VJith existing 
and new mainframes. 

And, to relate technology to current policy and management 
issues, attendees depend on the FEDERAL DP EXPO 
Conference - featuring over 100 nationally prominent 
consultants, industry leaders, and government authorities. 

Make sure you are there, too. Rnd 
out how you can exhibit in the 10th 
Annual FEDERAL DP EXPO. Call us 
today, toll-free at (800) 325-3330. 
In Massachusetts, call (617) 449-6600. 

THE 
INTERFACE 
GROUP, Inc. 

World's leading producer of computer conferences and expositions including 
FEDERAL DP EXPO. INIERFACE, COMDEX/Wmter, COMDEX/Spring, COMDEX/Fall, 
COMDEX/Europe, COMDEX in Japan, the nationwide COMPLITER SHOWCASE EXPOs, 
and The BYTE COMPLITER SHOWS. 
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by Mary Miles, New England Editor 

YDUPI CBPl•l!R 

Thinking styles revisited 

" 

nyone who has followed the and the use of data that support their 
"Thinking styles"* series arguments. They present themselves 
through the last six issues as eminently sensible, reasonable 

has a pretty good understanding of people, and expect that others are the 
the different ways people operate. same way . Pragmatists exert influ­
Robert M. Bramson and Allen F. ence by showing their own enthu­
Harrison, authors of Styles of Think- siasm. Being adaptable and given to 
ing: Strategies for Asking Questions, tactical thinking, a Pragmatist's 
Making Decisions, and Solving methods are likely to be flexible . 
Problems, believe that understand- Idealists influence others by ap­
ing your own and others' thinking pealing to broad goals and high stan­
styles can help you be more effective <lards; they rely on receptivity to 
on the job. make people agree with them. Syn-

Examining the different styles of thesists try less than anyone else to 
thinking can also help you persuade influence others, partly because they 
co-workers to cooperate with your understand how hard it is to reach 
professional goals. true agreement and partly because 

What are the typical ways theybelievethatseveralrealitiesmay 
managers try to influence their exist simultaneously. Their tactics in­
peers? Realists tend to approach elude debate, pointed argument, and 
others in a straightforward , no- a structured excha nge of wit. 
nonsense manner . "Here are the Mostofusanalyzeothersbasedon 
facts," they say. "This is my opinion ." what we think we know about our­
Their technique is to get people to selves. Because everyone is different , 
agree on an idea and bring it to frui- our means of persuasion and manipu­
tion through a concrete plan of ac- lation don't necessarily work on 
tion. Analysts influence others everyone else. When trying to sway 
through logical , careful explanation, an associate's opinion, follow two 
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Putting your style to work 
Each of the five thinking styles (Synthesist, Idealist, Pragmatist, Ana­
lyst, and Realist) is used by everyone at different times to different 
degrees. Chances are that most of us use one style predominantly, and 
assim ilate strategies from other styles. Here are some ways to use your 
styles to communicate, make decisions, and solve problems more effec­
tively. 
I. Understand your preferred styles of thinking, their advantages and 
disadvantages. 
2 .. Understand how your thinking styles are useful. You should acknowl­
edge and respect your strengths, rather than wish you were different. 
3. Recognize the situations in which your strengths will be most effec­
tive. 
4. Use your strengths purposefully when the situation calls for them. 
5. Accept and enjoy your just rewards when your efforts are successful. 

rules of thumb: Learn his or her moti­
vations, values, and style of thinking, 
and apply persuasive techniques that 
work for that particular mindset. 

Influencing Idealists . Idealists 
believe in laudable goals, high stan­
dards, and good works. When trying 
to persuade Idealists, appeal to their 
high values. Don't interpret their 
tolerance for alternative viewpoints 
as a lack of inner fortitude . Idealists 
are not easily influenced; they can be 
extremely firm, even rigid. 
Ask for help. Whenever possible, tap 
the Idealist's developmental strength. 
Idealists like being helpful ; they are 
motivated by the chance to help solve 
someone else's problem. 
Appeal to high standards. Focusing 
on long-range goals and high stan­
dards is likely to be an effective way 
to grab the Idealist's attention. 
Keep in touch . Keep in mind that 
Idealists aren't likely to make quick 
decisions. They need to be prodded 
gently toward a decision. Don 't pres­
sure them, but keep in contact with 
them. Idealists respond best to a per­
sonal, relational approach. 
Avoid conflict. Remember, Idealists 
believe we can all agree as long as we 
set our goals high enough, broad 
enough, or far enough in the future . 
Don't risk letting them think you ' re 
not taking them seriously; in other 
words, play down that choice but 
skeptical witticism. 

Influencing Analysts. All you have 
to do to influence Analysts is to meet 
them on their own ground. Approach 
them in exactly the way they would 
approach others- as if the world 
were populated only by sensible, ra­
tional people. That approach is not as 
easy as it sounds. Analysts are much 
better at it than the rest of us, and 
their sharp eyes are always peeled for 
imposters . Here are some tips . 

(Continued on page 228) 
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More and more, personal computers in large 
organizations are dramatically improving productivity. 
But there's also a problem involved with this improve­
ment. People are using many different, often incompat­
ible microcomputers, yet they still need to share 
information, programs, and peripherals. 

It's as if everyone had an automobile, but no high­
ways leading to their destination. No traffic signs to 
follow. No rules of the road. The result? Mass confusion. 

Until now, that is. Until Liaison from SofTech 
Microsystems. 

Based on the p-System~ the Universal Operating 
System~ Liaison is a family of network software 
products that lets you establish a workable, efficient 
personal computer network. It allows personal com­
puters and users to co-operate and work together so 
that your organization is altogether more effective. 
Liaison includes systems software products, such as 

an operating system, print servers and disk servers 
as well as development tools. And, a collection of net­
work applications, including a database manage­
ment package, electronic mail, and more. 

Liaison lets you unite many different personal 
computers in an effective network. 8 and 16-bit 
machines from virtually all personal computer manu­
facturers (including IBM~ TI~ Corvus~ and Apple®) 
can all share programs, all work together, all co-operate. 

So if you're tired of your different personal com­
puters driving you to the brink of insanity, give us a call 
at SofTech Microsystems. 

We'll show you how SDFJiecH 
Liaison can get you back 
on the road to recovery. mlCRUSYS I ems 
Soffech Microsystems, Inc. 
16885 West Bernardo Drive· San Diego, CA 92127 • (619) 451-1230 
Liaison, p·System,and Universal Operating System are 1rademarksofSorn.~ch Microsystems, Inc:. IBM isa registered trademark 
of International Busin~s Machines. T l is a regis tered trademark of Texas Instruments, Inc. Corvus is a registered trademark 
of Corvus Systems, Inc. Apple is a registered trademark of Apple Compu1er, Inc. 

Introducing Liaisolf. 
Soft\Vare tliat allo\Vs 
personal coinputers 

to co-operate. 
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YDUFI CBFll!l!FI 
(Cominued from page 226) 

Learn to love the great stone face . 
Making the right impression at the 
very first transaction can put anyone 
in a receptive frame of mind. Unfor­
tunately, Analysts aren't much for 
giving feedback; you never really 
know where you stand with them. 
Don't be thrown off balance by their 
disconcerting facade. Go ahead with 
your presentation . Generate your 
own feedback; at critical points in 
your presentation, pause, change 
your tone of voice, and ask: "Does 
that make sense?" 
Do your homework. Never make a 
report or presentation to Analysts in 
a slipshod, quick-and-dirty manner. 
Remember, for them, thoroughness 
and accuracy equate with compe­
tence. 
Let them data you to death. Not only 
do Analysts require a lot of data from 
you, they also need to present you 
with their own data. It is their way of 
demonstrating their own competence, 
which is important to them. They'll 
tell you more about a subject than 
you'll ever want to know. Let them. 
Look for the theory. Almost every­
thing Analysts say is connected to a 
broad theoretical base, but you 'II sel­
dom get them to admit it. If you can 
discover an Analyst ' s underlying 
theory, your chances of getting 
heard are improved. 

Influencing Realists. The hardest 
part about dealing with Realists is 
flagging their attention . They focus 
so sharply on the ultimate reality of a 
situation that they can't see anything 
else- including your view of reality. 
Get to the point .State your case, say 
what you have to say, and let the 
chips fall where they may. Not only 
will you get the attention of Realists, 
you ' ll get their respect. 
Be concise. Say less than you think is 
absolutely necessary. Realists often 
stop listening as soon as they've made 
a judgment, good or bad, about an 
issue at hand. If you don't get to the 
point immediately, you may never get 
to it at all. 
Be firm. Most realists respect only 
people like themselves- those who 
seem to know what they are doing, 
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are forthright, and stand up for them­
selves. They have little respect for 
namby-pambies, or people who are 
long-winded or insecure. 
Encourage appropriation. Realists 
recognize a good idea when they see 
one. They are notorious appropri­
ators. When they see something 
good, they suck it up vampirically. 
Take control. The worst move you 
can make with Realists is to make 
them feel they've lost control over 
events. Similarly, it makes them ner­
vous to see you out of control. Let 
them see you use a firm hand. 

Influencing Pragmatists. Pragma­
tists are the easiest (and most enjoy­
able) people to influence, especially if 
you are amenable to the old philoso­
phy, "Win a few, lose a few." But if 
you take yourself too seriously, Prag­
matists won't take you seriously at 
all. The cardinal rule for dealing with 
Pragmatists is : Don't be heavy . 

Idealists like to be 
helpful; they are 
motivated by the 
chance to help solve 
someone else's problem. 

Let them be likeable. No matter who 
you' re trying to influence , never 
threaten his or her sense of im­
portance, competence, and popu­
larity. When talking to Pragmatists, 
get them to reveal their feelings and 
opinions; Ask, "If you were in my 
shoes, what would you do?" 
Take a marketing stance. Pragma­
tists understand the value of a quid 
pro quo approach to life; they are 
open to new situations and ideas. 
They like selling to others and they 
enjoy being sold. A good opening line 
is : ·'Have I got a deal for you!" 
Expect to compromise. Pragmatists 
never expect to get everything they 
want, and they know you aren't going 
to get everything you want, either. 
For them, finding the productive 
middle ground is a fascinating game. 

Influencing Synthesists. If you 

think "influencing" means 
"convincing," then, when it comes to 
Synthesists, there are only two words 
of advice: Forget it! Contradiction it­
self makes the most sense to Synthes­
ists. Even persuasion is hard, because 
of Synthesists' penchant for creating 
new ideas. They have a burning need 
to uncover their own answers. But 
you can try a few techniques. 
Make a case for specifics. To stop 
Synthesists from talking concepts for 
a while, you must cajole them into 
getting specific; make them think it is 
worth their while to do so. 
Don't bother them with facts. Be­
cause Synthesists love to speculate 
and hypothesize, sometimes you have 
to let them have their fun. To a con­
siderable extent you have to suspend 
your own practical judgment and 
sober, structured reality, and just 
concentrate on listening to all. the 
blather. At least, they'll appreciate 
your attention. 
Fighting. Sparring, teasing, match­
ing wits- these are some of the best 
short-term ways to influence Syn­
thesists. But the work is hard if you're 
not used to it. 
Play around. Given Synthesists' 
sometimes far-out ways of solving 
problems, a valuable way to influence 
them is to capture the essence of their 
unconventional and nonlinear think­
ing. That calls for an approach that is 
unstructured and free-form, and that 
involves playing with ideas .' 

Is all this advice nothing but tech­
niques for manipulating people? Yes! 
But what's so bad about that? If ma­
nipulating means getting the job done 
in a purposeful way, you need to do 
so. If "manipulation" is just another 
word for "application of method, " 
then these techniques are methods of 
improving your ability to work with 
others toward a common goal. The 
well-intentioned and enlightened use 
of method in human relations can 
only work to the good. D 

*Excerpts from Sty les of Thinking: Strategies 
for Asking Questions, Making Decisions, and 
S olving Problems (Doubleday, $13 .50) , by 
Robert M. Bramson a nd Allen F. Harrison. 
Copyright "' 1981 by Allen F. Harrison and 
Robert M. Bramson. 
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BASIS retrieves 
information from 
1 to 10,000,000 

records in 
nothing flat. 

Tired of manually searching 
through massive files of 
data? Let BASIS turn your 
existing files into an auto­
mated Information Center. 

Imagine a system that 
retrieves textual informa­
tion within seconds, the 
same way a database man­
agement system retrieves 
data . That's BASIS, a 
proven, interactive retrieval 
system that does much 
more than examine titles . 

BASIS actually probes to 
find the key word or phrase 
you're looking for within 
any record . Then it displays 
a list of all records contain­
ing the word or phrase you 
specified . BASIS also dis-

plays any or all of the infor­
mation, and prints hard 
copy if you want. 

BASIS can turn your exist­
ing files into an automated 
Information Center within 
a few days. So if you have 
one or ten million records 
that need rapid referenc­
ing, see what BASIS can do 
for you . Cal I or write for a 
descriptive brochure today. 

~~ 
~,. 

Banene 
Software Products Center 

505 King Avenue 
Columbus, Ohio 43201 

Telephone (614) 424-55 24 

BASIS run s on DEC VAX®, Prime and Wang VS minicomputers, and on IBM, 
CDC, DEC'" and Univac mainframes. DEC and VAX are trademarks o f Digital 
Equipment Corporati on. 
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Here's how 
you can: 

Identify l<ey prospects 

Improve 
direct mail response 

Lower 
your cost per sale 



Tal<e Advantage of 
Mailing Lists from Hayden 
Hayden Direct Marketing Services offers 
you the most specialized, high quality, 
flexible lists you can buy in the computer 
industry-and they are proven responsive! 

Now You Can Target Prospects By 
Manufacturer/ Model# On Site 

For a little more than 1¢ per name, you 
can have the option of selecting individual 
labels by manufacturer and model 
number. Zero in on only those you want 
to reach. For example ... select labels for 
managers with IBM &. Plug Compatibles 
such as .. . 
IBM 3081 I 303X/ 4341 I 4331 • 
Amdahl 580 / 470 
Or ... with medium/ large mainframes 
like these . .. 
DEC VAX / 10 I 20 series • H-P 3000 • Data 
General C/ 350-M / 600 / MV 8000 
And these minicomputers ... Data General 
Eclipse / Nova• DEC PDP 8 / 11 • H-P 250 / 
300 / 1000 •IBM series 1 / 3 / 7 / 32 / 34 / 38 
Or micro/ personal computers like .. . 

Apple II / Ill • Commodore • Radio Shack 
PLUS ... dozens of others. 

Give Your Direct Mail High Impact 
At Low Cost 

Hayden gives you 100 % management lists 
from Computer Decisions subscribers. 
That means you reach the industry's prime 
decision makers ... and the base cost is 
an amazingly low $50.00/M. 

Select These Options Tailored 
To Your Needs 

job title / function .. .. .......... $5 / M 
Business / industry ......... . ... $5 / M 
5-digit zip, SCF, or state ... ....... $5 / M 
Manufacturer I model number .... $15 I M 
4-up Cheshire labels ........... no extra 

charge 
Pressure-sensitive labels .. . ...... $8 / M 
Total list .. . ..... . ..... . ..... 120,000 

managers 
Minimum order .... . . . ... . ... $200.00 

HAYDEN 
DIRECT 

-------- ... .., MARKETING ,, ~~ ~Rm~B 

'--------------'' ''--------------------------

--
, , , You can test these lists for as little 

as $200.00. All you have to do is call 
Hayden Direct Marketing today at (201 ) 843-0550 

or fill out coupon . We"ll tell you how you can 

Zero in 
on your best prospects . 

Name ------------ Title ___ _ 

Company _ ______________ _ 

Address ----------------

City _________ State __ Zip __ 

Telephone ___________ _ 

CD-1 

Mail today to : # 

, , , 

' 

Hayden Direct Marketing Services ' 
50 Essex Street , =------- -----P-ho-to- co_u_rt_es-y o- f -Mc_D_on-n-e ll_D_o u_g_las_C_o r_p_--

'' Rochelle Park, N.J. 07662 , ' 
~ , ~... __ ... _____ _ 



Office Automation Conference 

T he 1984 Of­
fice Auto­
mation Con­

ference, appropriately 
dubbed "Office Auto-
mation and You ," is 
for anyone involved in 
o ffice automation. 
From February 20 
through 22 , profes­
sionals, managers , and 
users alike will gather 
at the Los Angeles 
Convention Center to 
see this extensive ex­
hibition of the offer­
ings of more than 150 
major vendors. 

The keynote address 
will be given by David 
T . Kearn s, president 
and CEO of Xerox. He 
will discuss how to in­
c I u de "the human 
element " in office­
automation plans. He 
also will discuss the future impac t of 
today's office automation . 

The OAC '84 program features 
more than 45 sessions in five program 
"tracks" of direct interest to manag­
ers and administrators ; technology 
managers and planners ; analysts, 
consultants, and implementors; prod­
uct designers and developers ; and 
users. The offerings include the fol­
lowing. 
• Who Should Control Office Auto­
mation: A debate between Irving 
Margo! , Security Pacific National 
Bank, and Allen N. Smith, Atlantic 
Richfield . 
• Office Automation: Overview and 
Update: Amy D. Wohl , Advanced 
Office Concepts. 
• Professional Computing in the Of­
fice : Patricia B. Seybold, The Sey­
bold Consulting Group. 
• The Business of Personal Comput-
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crs: John Sculley, Apple Computer. 
• Voice Mail : Caroline Watteeuw, 
Office of the Future. 

In addition to the regular confer­
ence program, a series of half- and 
full-day professiona l-development 
seminars and an executive program 
are planned. A first for the OAC pro­
gram, these sessions will focus on the 
increasing importance of se nior­
ma nagement participation in the 
planning and directing of office auto­
mation . 

The registration fee for full-da y 
seminars is $75; for half-day semi­
nars the fee is $45. Participation in 
the executive program is by reserva­
tion only, and is limited to corporate 
officers. 

Some of the topics covered in the 
seminars will be: 
• Personal Computers in the Office: 
What to Know and What to Ask: 

Ma rty Gruhn, The 
Sierra Group. 
• etwork Design 
and Strategies: Jean­
Paul Thomas, Thomas 
Enterprises. 
• Creating an lnfor­
ma tion Center for 
Support of Ma nage­
ment : Rich a rd C. 
Cole, Computer Res­
ults . 
• Integrating Person­
al Computers into the 
Corporate Setting: Ar­
nold M. Roberts , ADC 
Associates. 
• Strategic Pla nning 

"' for Integrated 
~Systems-Avoiding 
.g the Pitfalls: Thomas 
~ Johnson , Nolan, Nor­
~ ton & Co. 
~ Some of the subjects 
~ raised in the executive 

program will include: 
• Management Issues in the Ad­
vanced Office Systems Field: John J. 
Connell , Office Technology Re­
search Group. 
• Managerial Productivity and Its 
Measurement : Paul Strassman, 
Xerox . 

The conference program also in­
cludes six industry-specific luncheon 
workshops that will focus on the ap­
plication of office automation in 
aeros pace, entertainment, health 
care, energy, finance, and law. Also, 
a free career-planning workshop, 
"Plotting your computer career," will 
be offered to help information­
processing professionals plan . 

OAC is sponsored by the Ameri­
can Federation of Information Pro­
cessing Societies , 1899 Preston 
White Dr. , Reston , VA 22091; the 
phone number is (703) 620-8952. 
Registration fee is $125. D 
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Having trouble 
getting personal with your 

personal computer? 
r-....)) ,--~ 

CJ ,-t (I l 
<c , .... ;; ;. ~ I /..-\'- ~-"'l , 11-) l.l__....._~-=:c;,... 

_.1 ~- rr-
--\._A:~U.---==:J=-

Now that DELTAK and Cdex are together, 
learning is easier than ever. 

Today you can teach yourself with a whole 
series of learning diskettes from not one , but two 
leaders in computer based 

Like Making Business Decisions Using Electronic 
Spreadsheets, Teach Yourself VisiTrend/ Plot and 

training. DELTAK Micro­
systems and Cdex have 
joined together to bring 
you more courses, more 
ways to teach yourself 
than ever before. 

Even if you 've never 
touched a computer, you 
can learn practical applica­
tions for your IBM PC, 
PC-XT or PC compatible; 
Apple II + or Apple lie in 
just 60 to 90 minutes. 
There are even videotape 
courses on how to set 
everything up and start 
using your software. 

And the new courses 
will keep on coming . 

Here's what you can start teaching 
yourself now: 

Training for 
VisiCalc Produced by 

DELTAK 
Orllearning 
Diskettes 
Teach Yourself the 
IBMPC 

Teach Yourself 
VisiCalc on the 
IBM PC 
Teach Yourself 
VisiCalc on the 
IBM PC: Extended 
Features 

Teach Yourself 
VisiWord on the 
IBMPC 
Teach Yourself 
PC-DOS 

On Videotape: 
How to Get Started 
with Your IBM PC 
How to Use 
Software on the 
IBM PC 

Produced by 
Cdex On Learn­
ing Diskettes 

Managing Your 
Business with Visi­
Calc or VisiCalc 
Advanced Version 
Managing Your 
Business with 
SuperCalc or 
SuperCalc' 
Managing Your 
Business with 
Multiplan 
Training for 
EasyWriter II 
Training for the 
Apple l ie 

Teach Yourself 
WordStar on the 
IBM PC Managing Your How to Use Your 
Teach Yourself Business with IBM PC with 
dBASE II on the lotus 1-2-3 CPM-86 and Con-
IBM PC ) current CPM-86 
TeachYourself ,--. ) ,~ 
dBASE II on ;-- -..< ( \ 
the IBM PC I. d ), ' r,L 
i:~i:~"~\C:.i .. j I I 

. -/ ICY Al-='l 
---"-~~~!Jllb--_ _J ___ _ 

many more. So isn 't it time 
to get more personal with 
your personal computer? 
It's easy when you can 
teach yourself with courses 
from DELTAK and Cdex. 
Have questions? Lets talk. 

Call 800-532-7686 
In Illinois (312) 369-3000 
Ext. 100 

Your 
personal 
computer 
tutors. 

VisiCalc , Visi Word and VisiTrend/ Plot are trademarks of VisiCorp. WordStar is a trademark of MicroPro. dBASE II is a trademark of Ashton-Tate . PC-DOS .is a trademark of IBM/ Microsoft. 
EasyWriter II is a trademark of IUS. 1-2-3 is a trademark of Lotus . Multiplan is a trademark of Microsoft. SuperCalc and SuperCalc' are trademarks of Sorc1m . CP/ M .•s a trademark . 
of Digital Research . © Copyright 1983, DELTAK, inc. 
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Soft con 

I.I ust prior to 
the colorful 
celebration of 

Mardi Gras, New Or­
leans will be jazzing it­
self up for Softcon­
one of the first interna­
tional conferences ad­
dressed specifically to 
the needs of software 
buyers. 

With an estimated 
1,700 booths, Softcon 
is surpassed in size 
only by the National 
Computer Conference 
and Comdex. The con­
ference is a trade-only 
event ; attendees are 
expected from all cor­
ners of the computer 
industry. Softcon will 
be held February 21 
through 23 at the 
Louisiana Superdome, 
a huge arena. (Indeed, 
the Houston Astrodome could fit in­
side the Superdome.) Show hours arc 
I 0 a .m. to 5 p.m. daily . 

Softcon's exhibits will cover the 
full spectrum of software products, 
including fully integrated business 
systems and telecommunications 
packages. The focus will be personal­
computer software for business appli­
cations. Softcon will provide a great 
opportunity for users to see the latest 
products in software technology. 

Seminars, speakers, workshops, 
and panel discussions moderated by 
the editors and publishers of leading 
trade publications are all part of 
Softcon 's package. These sessions 
will address concerns such as tech­
nical standards, user interfaces, 
hardware compatibility, and future 
trends in software. Steven Jobs, 
co-founder and chairman of Apple 
Computer, the keynote speaker, will 
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discuss his views on the future of soft­
ware. 

The conference is divided into 
three categories: technical issues, 
software merchandising, a nd soft­
ware publishing and development. 

Some of the issues discussed will 
include: 
• Network Protocols : Patrick Ken­
ealy, Digital Review. 
• Standards for Data Interchange: 
Peter Bono, American National 
Standards Committee. 
• The Micro to Mainframe Bonan­
za: Edward Bride, Software News. 
• Evaluating Software Packages: 
Paul Gillin, Computerworld . 
• Software Packaging and Docu­
mentation: What You Don't Know 
Can Hurt You : Stewart Alsop, In­
foworld . 

Other workshops at Softcon will 
cover the following subjects: 

• Trends in Inte­
grated Software for 
Personal Computers. 
• Artificial Intel­
ligence. 
• The Next Gener­
ation of Business Soft­
ware. 
• Software for Porta­
ble Computers . 
• Choosing a Winner 
in the Battle of Oper­
ating Systems. 
• New Directions in 
Software. 
• The User Group 
Phenomenon. 

Following panel di s­
,., cussions, roundtable 
~ sessions will enable at­
~ tendees to participate 
.~ in discussions, talking 
~ individually with the 
"' speakers. 

If you find time to 
do some sightseeing, 

the city of New Orleans has much to 
offer. Famous, of course, as the birth­
place of jazz, it has been called 
"America's European Masterpiece." 

Softcon has been organized by a 
committee of the software industry's 
leading executives , including Daniel 
H. Fylstra of Visicorp, William H . 
Gates of Microsoft Corp., Mitchell 
Kapor of Lotus Development Corp., 
and Ben Dyer of Peachtree Software 
Inc. The exhibition is produced and 
managed by Northeast Expositions, 
822 Boylston St., Chestnut Hill, MA 
02167 . The phone number is (617) 
739-2000. Admission to Softcon , 
which includes registration fee, 
cxhibit-noor pass, panel discussions, 
seminar workshops, and Steven Jobs' 
keynote address , is $195. A special 
exhibits-only badge, good for all 
three days, is $30 . Conferences begin 
at 8:30 a.m. daily. D 
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Author 

Beaver, Jennifer E. , Growing pains: When 
you have to expand , July, p. 88; Remote 
computing services join your team, Sept. , 
p. 120; Word processors and terminals 
have something for everyone, Oct. , p. 172; 
Go-anywhere computing , Nov., p . 132; Of­
fice automation : The gift of productivity, 
Dec., p. 149 

Berliner, Thomas H., Test drive your soft­
ware, Sept. , p. 160 

Brown, Julia G., When the boss picks the 
wrong hardware, Jan. , p. 76 

Conlon , Theresa, Computer camps for 
your kids, Apr., p. 152 

Danie/enko, Robert, Keeping users happy, 
Apr., p . 82 

Data Decisions, Where to get plug­
compatible peripherals, Jan., p. 161 

DeGarmo, Terry J. , Test drive your soft­
ware, Sept. , p. 160 

Falk, Howard, In -house timesharing + 
micros, May, p. 92 

Ferris, David, The little engine that can , 
May, p. 152 

Foster, Susan, Welcome to the night shift , 
Feb. , p. 88; Networking micros ... sharing 
resources, Apr., p. 100; Supercharge your 
micros , June, p . 116; Powerful small 
systems, Aug ., p. 100; Micros - Harness­
ing the power, Sept. 15, p. 152; Micro 
software: See what's in store, Nov., p. 228 

Gebremedhin, Elinor, PCMs vs. IBM - The 
race for new technology, Dec., p. 212 

Harrell, Clayton Jr., Sure-handed project 
management - Part I: Reducing the risks, 
Nov., p. 260 

Hillhouse, Joseph, Toward the global 
village- The new world of telecomm, Sept. 
15, p. 94 

Honig, Lawrence M. , The top 100 in dp, 
June, p. G1 

Hunter, John J., Users rate interactive ter-
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minals, Nov., p. 202 

Ka/backer, Warren, The war for profits­
Part 2: Attacking new markets, Sept. 15, 
p. 42 

Ketchum, Sally, E. Office automation ­
Technology with a human touch , Sept. 15, 
p. 162 

Kirk, John, Electronic typewriters: Do they 
fit in? Feb. , p. 180 

Klein, Stanley, The new business graphics, 
July, p. 182 

Kliem, Ralph L., Sure-handed project 
management - Part II : Keeping track , 
Nov., p. 260 

Kull, David, Generators multiply output, 
Jan. , p. 122; Information centers help 
users put it all together, Feb. , p. 70 ; Re­
covering from mistakes, Apr., p. 144; Stra­
tegic planning - Information 's role in the 
battle plan , Sept. 15, p. 54 ; Interview with 
John Naisbitt - The Megaman, Sept. 15, p. 
174; MRP: The Industrial Revolution meets 
the Information Age, Oct ., p. 120; Should 
computers carry your mail? Part 1: Elec­
tronic mail , Nov., p . 164; Nonprocedural 
languages: Bringing up the fourth gener­
ation , Dec., p. 154 

Lasden , Martin , Surviving corporate 
crises, Jan., p. 84; Unacceptable behavior: 
How much should you take? Feb., p. 78; 
Moonlighting: A double standard? Mar. , p. 
82 ; Unrest in the data-entry department, 
May, p. 164; Flying solo, July, p. 104; How 
to pick your next employer, Aug ., p. 74; 
Must career growth stop? Sept. , p . 86; The 
information investment - How much is 
enough? Sept. 15, p. 82 ; Add sparkle to 
dull jobs, Oct. , p . 136; Enriching the 
decision-making process, Nov., p. 244; Is 
the middle manager fading away? Dec., p. 
140 

Mandell, Mel, When the boss picks the 
wrong hardware, Jan., p. 76; Fault-tolerant 
systems: Constant as the sun , Feb., p. 164 

Mead, Charles W. , Put time on your side, 
July, p. 172 

Miles, Mary, Gearing up for ddp, Apr., p . 
128; In-house consultants, May, p. 106; In 
search of the super integrator, Aug ., p. 86; 
Before disaster strikes, Sept. , p . 136; 
Bumper harvest for DEC users, Oct. , p. 
148 

Parker, W. Gary, New lift for mass 
storage-Part II : Software that shoehorns, 
Dec. , p. 189 

Roman, David R., Executives who love 
their personal computers, Jan., p. 142; 
Strengthening your supply lines, Apr. , p . 
112; From these hallowed halls, May, p. 
136; Word processing : It's never been 
easier , June , p . 152; The ten com­
mandments of cost-cutting , Sept. , p. 128; 
The war for profits- Part 1: The new com­
petitive weapon , Sept. 15, p. 30 ; Third­
party maintenance: First-class service with 
a second-class name, Dec., p . 164 

Rothfeder, Jeffrey, Executive support ­
Making molehills out of mountains, Sept. 
15, p. 66 

Rymer, John, CIOs- Executives to unlock 
technology's promise, Sept. 15, p. 134 

Seaman, John, Common carriers: Focus 
on savings, Jan., p. 98; PABXs: Hitting the 
right buttons, Feb., p. 96; LANs ready to 
deliver, June, p. 134; Controlling complex 
networks, Aug ., p . 140; Multi -function 
modems and muxes, Oct. , p. 188; Should 
computers carry your mail? Part II : .Voice 
Mail, Nov., p. 188; Network reliability: How 
much do you need? Dec., p. 196 

Snyders, Jan, DBMS: How sweet it is, 
Feb ., p . 132; Software successes - Part I, 
Mar., p. 110; Software successes- Part II , 
Apr., p. 160; Picking the right packages, 
July, p. 132; Promoting harmony-Part 3: 
Chargeback systems, Sept . 15, p. 128; 
Software: What lies ahead? Nov., p. 212 

Spencer, Donald, Computer forms: Five 
chances for more value, June, p. 186 

Stevens, Lawrence, SNA: IBM wins again , 
Mar., p . 144 

Trembly, Ara C., Office automation: A rev-
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olution in search of a leader, June, p. 106 

Viscomi, Anthony J., Sure-handed project 
management - Part Ill : What the software 
can 't do, Nov., p. 260 

Whie/don, David, Salary survey- Part I: 
Does MIS/ dp still deliver? Feb ., p. 116; 
Salary-status survey- Part II : Cashing in 
on extras, Mar., p. 94; Take charge of 
power problems, Mar., p. 160; Do you real­
ly want to be a pioneer? May, p. 122; Keep 
your computer comfortable, July, p. 148; 
The latest in printers, Aug ., p. 118; New 
alphanumeric terminals: Bigger and bright­
er, Sept. p. 98; Promoting harmony- Part 
1: Steering committees, Sept. 15, p. 120; 
Promoting harmony- Part 2: Annual re­
ports, Sept. 15, p. 124; New lift for mass 
storage-Part I: More and more mega­
bytes, Dec., p. 172 

Subject 

Alphanumeric terminals 

New Alphanumeric terminals: Bigger and 
brighter, David Whieldon , Sept. , p. 98 

Alternative work schedules 

Welcome to the night shift , Susan Foster, 
Feb., p. 88 

Automation 

Generators multiply output, David Kull , 
Jan., p. 122 

CIO (Chief information officer) 

CIOs-Executives to unlock technology 's 
promise, John Rymer, Seot. 15, p. 134 

Computer camps 

Computer camps for your kids, Theresa 
Conlon , Apr., p. 152 

Consultants 

In-house consultants, Mary Miles, May, p. 
106 

Cost-cutting 

The ten commandments of cost-cutting , 
David R. Roman. Sept. , p. 128 
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Crisis 

Surviving corporate crises, Martin Lasden, 
Jan., p. 84 

Data communications 

Common carriers: Focus on savings, John 
Seaman, Jan. p. 98 

Controlling complex networks, John Sea­
man, Aug . p. 149 

LANs ready to deliver, John Seaman, June, 
p. 134 

Network reliability : How much do 
you need? John Seaman, Dec., p. 196 

PABXs: Hitting the right buttons, John 
Seaman, Feb ., p. 96 

Data entry 

Unrest in the data-entry department , Mar­
tin Lasden, May, p. 164 

Data processing 

The top 100 in dp, Lawrence Honig , June, 
p. G1 

DBMS (Database management system) 

DBMS: How sweet it is, Jan Snyders, Feb., 
p. 132 

The little engine that can , David Ferris, 
May, p. 152 

DDP (Distributed data processing) 

Gearing up for ddp, Mary Miles, Apr., p. 
128 

Disaster 

Before disaster strikes, Mary Miles, Sept. 
p. 136 

DSS (Decision-support system) 

Enriching the decision-making process, 
Martin Lasden, Nov., p. 244 

Electronic mail 

Should computers carry your mail? Part I: 
Electronic mail , David Kull , Nov., p. 164 

Electronic typewriters 

Electronic typewriters: Do they fit in? John 

Kirk , Feb ., p. 180 

Entrepreneurship 

Flying solo, Martin Lasden, July, p. 104 

Environment 

Keep your computer comfortable, David 
Whieldon , July, p. 148 

Expansion 

Growing pains: When you have to expand, 
Jennifer E. Beaver, July, p. 88 

Fault-tolerant systems 

Fault-tolerant systems: Constant as the 
sun , Mel Mandell , Feb., p. 164 

Forms 

Computer forms: Five chances for more 
value, Donald Spencer, June, p. 186 

Generators 

Generators multiply output , David Kull , 
Jan., p. 122 

Graphics 

The new business graphics, Stanley Klein , 
July, p. 182 

Hardware 

When the boss picks the wrong hardware, 
Mel Mandell , Julia G. Brown, Jan. , p. 76 

Information 

The information investment - How much is 
enough? Martin Lasden, Sept. 15, p. 82 

Interview with John Naisbitt - The Mega­
man, David Kull , Sept. , 15, p. 174 
Promot ing harmony-Part 1: Steering 
committees, David Whieldon , Sept. 15, p. 
120 
Promoting harmony- Part 2: Annual re­
ports, David Whieldon , Sept. 15, p. 124 

Promoting harmony-Part 3: Chargeback 
systems, Jan Snyders, Sept. 15, p. 128 

Information centers 

Information centers help users put it all 
together, David Kull , Feb ., p. 70 
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Integrators 

In search of the super integrator, Mary 
Miles, Aug. , p. 86 

Interactive terminals 

Users rate interactive terminals, John J. 
Hunter, Nov., p. 202 

Languages 

Nonprocedural languages- Bringing up 
the 4th generation, David Kull , Dec. , p. 154 

Maintenance 

Third-party maintenance: First-class ser­
vice with a second-class name, David R. 
Roman, Dec. , p. 164 

Management 

Do you really want to be a pioneer? David 
Wh1eldon, May, p. 122 

Enriching the decision-making process 
Martin Lasden, Nov., p. 244 ' 

Must career growth stop? Martin Lasden 
Sept. , p. 86 ' 

Put time on your side, Charles W. Mead, 
July, p. 172 
Surviving corporate crises, Martin Lasden, 
Jan., p. 84 
Unacceptable behavior: How much should 
you take? Martin Lasden , Feb ., p. 78 

Managers 

How to pick your next employer, Martin 
Lasden, Aug ., p. 74 

Is the middle manager fading away? Martin 
Lasden, Dec., p. 140 

MRP (Manufacturing resource planning) 

MRP: The Industrial Revolution meets the 
Information Age, David Kull, Oct., p. 120 

Mass storage 

New lift for mass storage-Part I: More 
and more megabytes, David Whieldon , 
Dec., p. 172 

New lift for mass storage-Part II: Soft­
ware that shoehorns, W. Gary Parker, 
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Dec., p. 189 

Microcomputers 

Executives who love their personal com­
puters, David R. Roman, Jan. , p. 142 
In-house timesharing + micros, Howard 
Falk , May, p. 92 

The little engine that can , David Ferris, 
May, p. 152 
Networking micros ... sharing resources 
Susan Foster, Apr., p. 100 ' 

Supercharge your micros, Susan Foster, 
June, p. 116 

Microprocessors 

Powerful small systems, Susan Foster , 
Aug ., p. 100 

Micro software 

Micro software: See what 's in store, Susan 
Foster, Nov. , p. 228 

Microsystems 

Micros - Harnessing the power, Susan 
Foster, Sept . 15, p. 152 

Minicomputer systems 

Where to get plug-compatible peripherals 
Data Decisions, Jan., p. 161 ' 

Mistakes 

Recovering from mistakes, David Kull , 
Apr., p. 144 

Modems and Muxes 

Multi-function modems and muxes, John 
Seaman, Oct. , p. 188 

Moonlighting 

Moonlighting: A double standard? Martin 
Lasden, Mar. , p. 82 

Morale 

Add sparkle to dull jobs, Martin Lasden, 
Oct. , p. 136 

Networking 

Controlling complex networks, John 
Seaman, Aug ., p. 140 

Networking micros .. . sharing resources 
Susan Foster, Apr., p. 100 ' 

Network reliability : How much do you 
need? John Seaman, Dec., p. 196 

Office automation 

Office automation : A revolution in search 
of a leader, Ara C. Trembly, June, p. 106 

Office automation - Technology with a hu­
man touch, Sally E. Ketchum Sept. 15 p 
162 ' ' . 

Offic~ automation : The gift of productivity, 
Jennifer E. Beaver, Dec. , p. 149 

Online systems 

Fault-tolerant systems: Constant as the 
sun , Mel Mandell, Feb., p. 164 
PCMs (Plug-compatible mainframes) 

PCMs vs. IBM - The race for new tech­
nology, Elinor Gebremedhin , Dec., p. 212 

Personal computers 

Executives who love their personal com­
puters, David R. Roman, Jan., p. 142 

Plug-compatible peripherals 

Where to get plug-compatible peripherals 
Data Decisions, Jan. p. 161 ' 

Portable computers 

Go-anywhere computing, Jennifer E. Bea­
ver, Nov. p. 132 

Power 

Take charge of power problems, David 
Whieldon , Mar., p. 160 

Printers 

The latest in printers, David Whieldon , 
Aug. , p. 118 

Profits 

The war for bigger profits - Part 1: The 
new competitive weapon , David R. Roman, 
Sept. 15, p. 30 

The war for bigger profits- Part 2: At­
tacking new markets, Warren Kalbacker 
Sept. 15, p. 42 ' 
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Programming 

Generators multiply output , David Kull , 
Jan., p. 122 

Project management 

Sure-handed project management - Part I: 
Reducing the risks, Clayton Harrell Jr. , 
Nov., p. 260 

Sure-handed project management-Part 
II: Keeping track , R.L. Kliem, Nov., p. 260 

Sure-handed project management - Part 
Ill : What the software can 't do, Anthony J. 
Viscomi, Nov. , p. 260 

Recession 

Salary survey- Part I: Does MIS/dp still 
deliver? David Whieldon , Feb., p. 116 

Remote computing services 

Remote computing services join your 
team, Jennifer E. Beaver, Sept., p. 120 

Salaries 

Salary survey- Part I: Does MIS/dp still 
deliver? David Whieldon , Feb. , p. 116 

Salary-Status survey- Part II : Cashing in 
on extras, David Whieldon, Mar., p. 94 

Savings 

Common carriers: Focus on savings, John 
Seaman, Jan. , p. 98 

SNA (Systems Network Architecture) 

SNA: IBM wins again , Lawrence Stevens, 
Mar., p. 144 

Software 

Bumper harvest for DEC users, Mary 
Miles, Oct ., p. 148 

Executive support - Making molehills out 
of mountains, J. Rothfeder, Sept. 15, p. 66 

Picking the right packages, Jan Snyders, 
July, p. 132 

Software successes - Part I, Jan Snyders, 
Mar., p. 110 

Software successes- Part II , Jan Snyders, 
Apr., p. 160 
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Software: What lies ahead? Jan Snyders, 
Nov., p. 212 

Test drive your software, Thomas H. Ber­
liner and Terry J. DeGarmo, Sept ., p. 160 

Strategy 

Strategic planning-Information 's role in 
the battle plan, David Kull , Sept. 15, p. 54 

Supplies 

Strengthening your supply lines, David R. 
Roman, Apr., p. 112 

Telecommunications 

Common carriers: Focus on savings, John 
Seaman, Jan., p. 98 

PABXs: Hitting the right buttons, John 
Seaman, Feb ., p. 96 

Toward the global village - The new world 
of telecomm, J. Hillhouse, Sept. 15, p. 94 

Timesharing 

In-house timesharing + micros, Howard 
Falk , May, p. 92 

Universities and technology 

From these hallowed halls , David R. 
Roman, May, p. 136 

Users 

Keeping users happy, Robert Danielenko, 
Apr., p. 82 

Vendors 

The top 100 in dp, Lawrence M. Honig, 
June, p. G1 

Voice mail 

Should computers carry your mail? Part II : 
Voice mail , John Seaman, Nov., p. 164 

Word processing 

Word processing : It 's never been easier, 
David R. Roman, June, p. 152 

Word processors and terminals have 
something for everyone, Jennifer E. Bea­
ver, Oct ., p. 172 

Title 
A-0 

Add sparkle to dull jobs, Martin Lasden, 
Oct. , p. 136 

Before disaster . .. , M. Miles, Sept. , p. 136 

Bumper harvest for DEC users, Mary 
Miles, Oct ., p. 14 

CIOs- Executives to unlock technology 's 
promise, John Rymer, Sept. 15, p. 134 

Common carriers: Focus on savings, John 
Seaman, Jan., p. 98 

Computer camps for your kids, Theresa 
Conlon , Apr ., p. 152 

Computer forms: Five chances for more 
value, Donald Spencer, June, p. 186 

Controlling complex networks, John Sea­
man, Aug ., p. 140 

DBMS: How . .. , J. Snyders, Feb., p. 132 

Do you really want to be a pioneer? David 
Whieldon , May, p. 122 

E-H 

Electronic typewriters: Do they fit in ? John 
Kirk, Feb., p. 180 

Enriching the decision-making process, 
Martin Lasden, Nov., p. 244 

Executive support - Making molehills out 
of mountains, J. Rothfeder, Sept. 15, p. 66 

Executives who love their personal com­
puters, David R. Roman, Jan., p. 142 

Fault- tolerant systems: Constant as the 
sun, Mel Mandell , Feb., p. 164 

Flying solo, Martin Lasden, July, p. 104 

From these hallowed halls, David R. 
Roman, May, p. 136 

Gearing up for ddp, Mary Miles, Apr., p. 
128 

Generators multiply output, David Kull , 
Jan., p. 122 

Go-anywhere computing, Jennifer E. Bea­
ver, Nov., p. 132 

Growing pains: When you have to expand, 
Jennifer Beaver, July, p. 88 

How to pick your next employer, Martin 
Lasden, Aug. , p. 74 

1-l 
Information centers help users put it all 
together, David Kull , Feb., p. 70 

The information investment - How much is 
enough ? Martin Lasden, Sept. 15, p. 82 

In-house consultants, M. Miles, May, p. 106 

In-house timesharing + micros, Howard 
Falk , May, p. 92 

In search of the super integrator, Mary 
Miles, Aug., p. 86 

Interview with John Naisbitt - The Mega­
man, David Kull , Sept. 15, p. 174 

Is the middle manager fading away? Mar­
tin Lasden, Dec., p. 140 

Keeping users happy, Robert Danielenko, 
Apr., p. 82 

Keep your computer comfortable, David 
Whieldon, July, p. 148 

LANs ready to deliver, John Seaman, 
June, p. 134 

The latest in printers, David Whieldon, 
Aug ., p. 118 

The little engine that can, David Ferris, 
May, p. 152 

M 

Micros - Harnessing the power, Susan 
Foster, Sept. 15, p. 152 

Micro software: See what 's in store, Susan 
Foster, Nov., p. 228 

Moonlighting: A double standard? Martin 
Lasden, Mar., p. 82 
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MRP: The Industrial Revolution meets the 
Information Age, David Kull , Oct. , p. 120 

Multi-function modems and muxes, John 
Seaman, Oct ., p. 188 

Must career growth stop ? Martin Lasden, 
Sept. , p. 86 

Networking micros ... sharing resources, 
Susan Foster, Apr., p. 100 

Network reliability: How much do you 
need? John Seaman, Dec., p. 196 

New alphanumeric terminals: Bigger and 
brighter, David Whieldon , Sept. , p. 98 

The new business graphics, Stanley Klein , 
July, p. 182 

New lift for mass storage - Part I: More 
and more megabytes, W. Gary Parker, 
Dec., ,p. 172 

New lift for mass storage- Part II: Soft­
ware that shoehorns, David Whieldon , 
Dec., p. 189 

Nonprocedural languages: Bringing up the 
fourth generation, David Kull , Dec., p. 154 

Office automation: A revolution in search 
of a leader, Ara C. Trembly, June, p. 106 

Office automation - Technology with a 
human touch , S. Ketchum, Sept. 15, p. 162 

Office automation: The gift of productivity, 
Jennifer Beaver, Dec. , p. 149 

P-S 
PABXs: Hitting the right buttons, John 
Seaman, Feb ., p. 96 

PCMs vs. IBM: The race for new tech­
nology, Elinor Gebremedhin , Dec. , p. 212 

Picking the right packages, Jan Snyders, 
July, p. 132 

Promoting harmony- Part 1: Steering 
committees, D. Whieldon , Sept. 15, p. 120 

Promoting harmony - Part 2: Annual re­
ports, David Whieldon , Sept . 15, p. 124 

Promoting harmony-Part 3: Chargeback 
systems, Jan Snyders, Sept. 15, p. 128 

Powerful small systems, Susan Foster, 
Aug ., p. 100 

Put time on your side, Charles W. Mead, 
July, p. 172 

Recovering from mistakes, David Kull , 
Apr ., p. 144 

Remote computing services join your 
team, Jennifer E. Beaver, Sept. , p. 120 

Salary survey- Part I: Does MIS! dp still 
deliver? David Whieldon , Feb. p. 116 

Salary-status survey- Part II: Cashing in 
on extras, David Whieldon , Mar., p. 94 

Should computers carry your mail? Part I: 
Electronic mail, David Kull , Nov., p. 164 

Should computers carry your mail? Part II: 
Voice mail, John Seaman, Nov. p. 164 
SNA: IBM wins again, Lawrence Stevens, 
Mar., p. 144 
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Software successes - Part I, Jan Snyders, 
Mar., p. 110 

Software successes - Part II, Jan Snyders, 
Apr. , p. 160 

Software: What lies ahead? Jan Snyders, 
Nov., p. 212 

Strategic planning - Information 's role in 
the battle plan, David Kull , Sept. 15, p. 54 

Strengthening your supply lines, David R. 
Roman, Apr., p. 112 

Supercharge your micros, Susan Foster, 
June, p. 116 

Sure-handed project management- Part I: 
Reducing the risks, Clayton Harrell Jr., 
Nov., p. 260 

Sure-handed project management- Part 
II: Keeping track, R.L . Kliem, Nov., p. 260 

Sure-handed project management- Part 
Ill: What the software can 't do, Anthony J. 
Viscomi , Nov. , p. 260 

Surviving corporate crises, Martin Lasden, 
Jan., p. 84 

T-W 

Take charge of power problems, David 
Whieldon , Mar. , p. 160 

The ten commandments of cost-cutting, 
David R. Roman, Sept. 15, p. 128 

Test drive your software, Thomas H. Ber­
liner and Terry J. DeGarmo, Sept. , p. 160 

Third-party maintenance: First-class ser­
vice with a second-class name, David R. 
Roman, Dec., p. 164 

The top 100 in dp, Lawrence M. Honig, 
June, p. G1 

Toward the global village - The new world 
of telecomm, J. Hillhouse, Sept. 15, p. 94 

Unacceptable behavior: How much should 
you take? Martin Lasden, Feb., p. 78 

Unrest in the data-entry department, Mar­
tin Lasden, May, p. 164 

Users rate interactive terminals, John J. 
Hunter, Nov., p. 202 

The war for bigger profits- Part I: The new 
competitive weapon, David R. Roman , 
Sept. 15, p. 30 

The war for bigger profits- Part II: At­
tacking new markets, Warren Kalbacker, 
Sept. 15, p. 42 

Welcome to the night shift, Susan Foster, 
Feb., p. 88 

When the boss picks the wrong hardware, 
Mel Mandell , Julia Brown, Jan., p. 76 

Where to get plug-compatible peripherals, 
Data Decisions, Jan., p. 161 

Word processing: It 's never been easier, 
David R. Roman, June, p. 152 

Word processors and terminals have 
something for everyone, Jennifer E. Bea­
ver, Oct. , p. 172 

Coming 
next 
month 
How to recruit successfully: How 
can you build a quality staff with­
out spending a lot of time re­
cruiting? 

Database management systems 
roundtable: Top user experts tell 
how to get more out of your DBMS 
today and in the future. 

Personal-computer peripherals, 
Part I-data-output devices: An 
exploration of the alternatives in 
printers, plotters, monitors, and 
special tools. 

Salary survey, Part I: A sampling 
of 15,000 managers tells you how 
you're doing. 

Managing your corporate pen­
sion portfolio on a personal com­
puter: Here's how personal com­
puters can help financial managers 
fine-tune corporate portfolios. 

Are your systems growing 
obsolete? How to plan to avoid 
obsolescence. 

The check is in the mail: Do 
"white lies" help managers get 
ahead, or are they a risky strategy 
that will leave you behind? 

In February Computer Decisions . 
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YOU CAN'T 
FIGHT STATIC 

SITTING DOWN. 
Static electricity exists everywhere in an office 
environment- it's not just confined to a few square 
feet around a CRT. And when you consider that some­
one casually walking past a terminal can generate 
enough charges to trigger a major malfunction. 
it's clear that a small anti-static mat is hopelessly 
ineffective in protecting sensitive computers . 

The solution is Staticide®. Unlike bulky mats. 
which can be unwelcome in a smartly-decorated 
office setting , Static ide provides an invisible barrier 
against static- a shield that remains in effect for up to 
six months with a single application . And while mats 
can cost hundreds, a quart of Staticide is only a few 
dollars. What's more, now you could wipe out static 
and dust attraction on CRT screens and keyboards 
with new Staticide® Wipes ™. 

Staticide from ACL. When ) 
you compare it against anti-
static mats. the results will 
floor you . 

!tat1cTde 
by ACL Incorporated 

" 

1960 East Devon Ave. 
Elk Grove Vi llage, IL 60007 
(312) 981-9212, TELEX 4330251 

We offer no static 
to our customers. 

CIRCLE 117 

Ll!TTDRS 

Let users test-drive software 
The article, "Test-drive your software" [September]. is in­
teresting but fails to mention a very important aspect of 
developing software: testing the user-system interface. 

The technical integrity of a software program is not suffi­
cient to guarantee its success. The match between the 
software's user-system interface and its intended users is 
also critical for success. Too often , software systems fail to 
increase productivity as much as had been expected be­
cause the system 's intended users cannot understand how 
to use it. Other systems, designed for utterly unsophisti­
cated users, may prove "too easy" for a given user popu­
lation; those users will be frustrated by unnecessary com­
mands and keystrokes. 

We strongly suggest that our clients who develop soft­
ware also develop guidelines that will allow them to test 
that software's user-system interface. Only then will they 
be able to guarantee the success of their systems. 

Richard Koffler 
President 

Publisher I Editor- in-chief 
The Office Systems Ergonomics Report 

Santa Monica, CA 

Thoughtful gesture 
As a long-t ime reader of Computer Decisions , I've enjoyed 
many of your articles on both technical and managerial 
subjects. One I have especially appreciated is the six-part 
series "Think ing styles" [July through December 1983]. In 
fact , I have kept it for reference . 

Charles W. Evans 
President 

Organization and Human Resources 
Houston, TX 

Additional packages 
for project management 
It is always gratify ing to see the topic of project manage­
ment addressed in depth , as it was in your three-part 
article , " Sure-handed project management ," in the 
November issue. However, in addition to PAC I, which was 
mentioned in the accompanying vendor list , AGS Manage­
ment Sy s tems offers th r ee othe r major project­
management systems. These are: PAC II , available for IBM, 
Burroughs, DEC, Honeywell , Sperry, and Wang hardware; 
PC/ 70, available for IBM/ OS and IBM/ DOS hardware; and 
PAC Ill , available for IBM and DEC hardware. 

We will gladly provide additional information about any 
of our systems. Those interested should write to: AGS 
Management Systems, 320 Walnut St ., Philadelphia, PA 
19106; or call (2 15) 265-1550. 

Lawrence M. Light 
Vice President , Marketing Services 

AGS Management Systems 
Philadelphia, PA 

Address letters to the editor to Computer Decisions, 10 
Mulholland Dr., Hasbrouck Heights, NJ 07604. 
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FDLLD•ln& 
THeLeaDe•s 
(Conrinued from page 72) 

dent of NB I, gave a forceful presen­
tation . In response to doubts about 
NBl's survivability, he stressed his 
compa ny's determination to go it 
a lone- -without being acquired by a 
la r ge vendor. He noted that 
vendors- like AM Interna tional, 
3M, and Pitney Bowes- rarely 
benefit by acquiring independents 
like N Bl, which supplies word­
processi ng products. 

Lawrence Seligmann, executive 
vice president of Datapoint , defended 
the divestiture of the vendor's PBX 
operation, stating that PBXs require 
too much investment. He claimed 
that Datapoint is now besieged by 
PBX vendors who want to tie into its 
successful ARCnet loc a l-a rea 
network . 

Roland Pampel , senior vice presi­
dent of Prime Computer, saw no con­
nict between commitment to CAD/ 
CAM and to OA . He claimed that 

Most vendors seem 
to be trying very 
hard to tie into IBM's 
products, especially 
its SNA and IBM PC. 

many customers want to offer word 
processing and other office functions 
to engineers. He also defended the 
purchase of Convergent Tech ­
nologies' NGen word-processi ng ter­
minals , claiming they have been 
specially modified to meet Prime's 
needs . 

In spite of a strong presentation, 
Robert Miller , senior vice president 
of Data General , built little con­
fidence in the audience. But most 
criticism went to IBM's James T. 
Boyle, director of the communi­
cat ions-products division, who had to 
follow Big Blue's well-known policy 
of not revealing what's ahead. IBM 
was criticized for offering too many 
OA products and for seeming to be 
more concerned with bolstering the 
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position of dp managers . 
Yet , the major overall impress ion 

one received from the conference was 
that most vendors are trying very 

ha rd to tie into IBM 's product s, 
especially it s Systems Network 
Architecture and the I BM Personal 
Computer. D 

They offer PROFS under VM. 
We offer TOSS under MVS, VSL DOS/VS 

and DOS/VSE with CICS support. 

Terminal Support 
• 327x CRTs. 
• 327 x Printers. 
• TTY. 
• 3767 
• PCs 
• Display Write rs. 
• 8100/DOSF 
• 6670 and System 

Printer. 

•••• YOU R PERSONAL MAIL BOX •••• 

NO AUTHOR STAT DATE TME SU8JECT 

01 smtll 0Ml1182 08:35 Office Automation system 

02 W<.ens PA.SS lOIO!iof82 10· 48 · · FOR YOlA NFOAMATOI · • 

03 a.ms; OLET 12.'05oe2 13 15 IBM Amouncement 

Oo6 ~ 01IO!io93 17'.08 Bee1ronie Mlll Svstem 

Proven System Performance 
Over 5000 Users Spent 15% of a 

Single 3081-K CPU 

Nat/anal 8 u5ine55 5y5fems. Inc. 

System Features 
• Short Note Facility. 
• Word Processing. 

• Electronic Mail. 
• Calendering . 

• To Do List. 
• Document Filing 

•User Directory 
• User Friendly 

Interface. 

30 Tower Lane. Avon Park South, Avon, Cf 06001 Tel: 203-677-8396 

• In England, Shubrooks Design. Ltd. Nr. Chertsey, Surrey Tel: 9-328-66812 

• In Israel. !BS, Ltd. He rzeliya. Pituach Tel: 052-70364 

CIRCLE 118 
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Fax exchange 
The 3M Facsimile Exchange is a store­
and-forward communications control­
ler. It receives messages from fax 
terminals and sends them to other ter­
minals. It can hold documents for 
after-hours routing and can collect 
documents from slow-speed machines 
and send them at high speeds to a 
high-speed machine or another ex­
change. Manual redialing for multiple 
transmissions is not necessary. The 
Exchange keeps records for manage­
ment and accounting purposes. Price: 
$43,000 . Disk options store 900, 
1,800, or 2, 700 documents at standard 
G3 compression ratio. 
3M, P.O. Box 33600 , St . Paul , MN 
55133 . 
(612) 733-9534. CIRCLE 201 

Message centers 
The Autotas CMC EMS (corporate 
message center/electronic message 
storage) stores up to 10,000 mes­
sages. When a call comes in, any infor­
mation or instructions regarding the 
person being called can be displayed 
on the operator's screen. Messages 
are entered into the computer and for­
warded directly to individuals, who can 
get their messages via small portable 
printers which can be hooked into any 
phone jack . Price for the CMC is about 
$60 ,000 for a four- to six-position 
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system. Printers are under $160 each , 
depending on quantity. A lower-cost 
800-message system can be obtained 
with Can-Print software, an IBM Per­
sonal Computer or some compatibles, 
and the printer. The software is $350. 
The Autotas/ ACD (automatic call dis­
tributor) queues up to 96 calls on up to 
40 stations and automatically distrib­
utes them so operators don't have to 
determine the next call in sequence. 
Basic price: under $20,000. 
Candela Electronics Inc., 550 Del Rey 
Ave., Sunnyvale, CA 94088. 
(408) 738-3800. CIRCLE 202 

Mid-range modem 
The LDM 409 is a low-cost, medium­
distance modem particularly suitable 
for data transmission within metro-

politan areas. It can transmit data at 
9,600 bps at distances from 25 to 200 
miles, depending on the carrier. Fea­
tures include diagnostics and an auto­
matic adaptive equalizer. It operates in 
constant carrier mode on four-wire 
voice-grade lines or four-wire loaded 
or unloaded twisted pairs . Price : 
$1 , 175. 
Gandalf Technologies Inc., 1019 S. 
Noel, Wheeling, IL 60090. 
(312) 541-6060. CIRCLE 203 

IBM network items 
The Integrated Network Architecture 
Binary Synchronous Communications 
Transport System (INA/BTS) and 
Asynchronous Terminal Controller 
(INA/ATC) are compatible with IBM 
3270 terminals. They are expandable, 
do not interfere with hosts, require no 
additional programming , and allow 
flexible configuration . The INA/BTS 
manages one or two links operating 
under the 3270 BSC protocol. It sup­
ports multidropped attachments. Each 
terminal control unit can have up to 32 

displays or printers. Price: from $995. 
The INA/ ATC allows asynchronous 
ASCII terminals to communicate with 
an IBM or IBM-compatible computer 
using 3270 BSC or SNA protocols. It 
interfaces up to 24 asynchronous ter­
minals to a host over one synchronous 
line at up to 9,600 bps. It supports over 
100 different types of crts, hard-copy 
devices , and personal computers. 
Price: from $8,950. Megalink is an effi­
cient bit synchronous time-division 
multiplexer that provides voice and 
data transmission as well as network 
management and diagnostics. Trunk 
speeds are from 50 to 2.048 Mbps. 
Megalink comprises its own stand­
alone network or can be integrated 
into any Digital Communications As­
sociates network. It supports two to 
128 ports operating at speeds from 50 
to 256 Kbps. Price: from $3,800. A 
Network Control Concentrator for the 
INA series collects and integrates ex­
ception reports from the network pro­
cessors and allows the operator to 
specify which control terminals and log 
printers are to receive those mes­
sages. Price: $4,995. 
Digital Communications Associates 
Inc., 303 Technology Park, Norcross, 
GA 30092. 
(404) 448-1400 . CIRCLE 204 

Multiplexer for IBM 
The CCM cable multiplexer, for the 
IBM 327X display systems, supports 
up to 32 Type-A terminals and printers 
over a single coaxial cable to a 327 4 
controller. In simple point-to-point 
configuration, distances can be ex­
tended up to 7,872 feet. In multi-story 
buildings, terminal clusters on differ­
ent floors can share a single multi­
drop line. The CCM is available in 
stand-alone and four-nest versions 
supporting eight to 32 devices in 
eight-port increments. Price: $1 , 100 
to $3,350. The multiplexers can also 
be leased for one to five years. Five­
year lease price is $26 monthly for the 
stand-alone, $90 for the 32-port unit. 
Codex Corp., 20 Cabot Blvd., Mans­
field , MA 02048. 
(617) 364-2000. CIRCLE 205 
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Don't let a speck of dust be a monkey wrench in your 
computer system. Avoid hardware damage, expensive 
downtime and "lost" data. Wilson Jones has all the 
products you need to keep vulnerable computer 
components operating clean. 

Wilson Jones Cleaning Kits can remove 
contaminants from read/write heads; wipe out static 
that can damage magnetic media and keep type 

characters smudge-free and easy to read. 
Wilson Jones makes routine maintenance quick, 

simple and inexpensive. So protect the investment 
you've made in your computer system. See your office 
products dealer today. Or write Wilson Jones, 6150 
Touhy Ave., Chicago, IL 60648. Or call toll-free: 
1-800-323-2921. In Illinois: 1-800-942-2568. 

e> 1983 Wilson Jones Company. Wilsonjones 
CIRCLe 119 



DBTa ca••un1ca11ans 
PC/LAN interface 
An interface connects the IBM Person­
al Computer and PC XT to the Pronet 
local-area network , a 10-Mbyte­
per-second token-passing ring for use 
in networks up to several kilometers in 
length with up to 255 nodes. It will al­
low the IBM PC user to transfer files 
under MS-DOS to and from machines 
such as the DEC VAX-11 and I BM 
4341. Price: $595. 
Proteon Associates Inc., 24 Crescent 
St. , Waltham, MA 02154. 
(617) 894-1980. CIRCLE 206 

Switch control 
The Bytex Intelligent System Control 
Console, using the IBM XT, is an op­
tion for the Autoswitch electronic ma­
trix switch. These switches provide 
tech-control patching, switching, and 
monitoring functions in distributed 

data-communications networks. The 
ISCC option may be used in place of or 
in addition to the standard ASCII 
System Control Console . Price is 
$12,900 . 
Bytex Corp., 2 California Ave., Fram­
ingham, MA 01701 . 
(617) 879-5050. CIRCLE 207 

Modem products 
The Bell -compatible, intelligent 5212 
Automatic Calling Unit Modem com­
municates with any personal comput­
er, dumb ASCII terminal , or front-end 
processor. It features automatic dial­
ing and unattended-call answering , 
and it incorporates a full range of com­
munications software. There are three 
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versions; a stand-alone model is $645 
or can be leased. Two multiple-modem 
nest enclosures are available for the 
5000 series of modems. The 5008R 
eight-card enclosure, which has an ad­
ditional slot for an Automatic Calling 
Unit, is $1,500. The 5016R lower­
powered nest, which houses up to 15 
modems and the ACU, is $750. A fam­
ily of 8500 Series Data Service Units 
operates with the Dataphone Digital 
Service Network. The Model 8500B in­
terface is the functional equivalent of 
the Bell DSU 500 with switch­
selectable synchronous data rates of 
2,400 , 4,800 , and 9,600 bps. Price : 
$725 . Model 8556, operating at 56 
Kbps, is $810. 
Codex Corp., 20 Cabot Blvd., Mans­
field, MA 02048. 
(617) 364-2000. CIRCLE 208 

Information and 
message systems 
The Micronet Message Switch is a 
desk-top store-and-forward system 
that operates as a network node, 
stand-alone, front end , electronic 
mailbox, and data-collection system at 
speeds of 50 to 56 Kbaud . It accom­
modates up to 24 ports and all popular 
protocols, unifying diverse terminals , 
protocols, and networks into a single 
system . It ' s available either as a 
hardware/software system or un­
bundled. Price is from $65,000 to 
$95,000. The Micronet 85 Office Infor­
mation System is a multiple worksta­
tion system for general business use. It 

has communications software and can 
function as an executive workstation, 
electronic-mail terminal, word pro­
cessor, or personal computer. Soft­
ware includes spreadsheet and graph­
ics. Up to four workstations can be 
linked with the system. An icon-based 
user interface allows file maintenance 
or communications functions to be 
performed with only tw:> keystrokes. A 
basic configuration costs $19,500. The 
Micronet 12 Message Terminal is de­
signed to replace mechanical or elec­
tromechanical Telex terminals. Oper­
ators can send and receive messages 
without extensive training. It also func­
tions as a feeder terminal in a cor­
porate communications network and 
serves as a variety of other message 
functions . This desk-top unit with 
12-inch crt also features custom for­
mats and log-on procedures, prepro­
grammed access formats, text editing, 
and auto-dial, -redial , and -answer. 
Price: under $2,500. 
Sidereal Corp., 9600 S.W. Barnes Rd., 
Portland, OR 97225. 
(503) 297-5531 . CIRCLE 209 

Data security and 
network controller 
The LC76CF Data Security Unit for 
56-Kbps circuits protects data trans­
mitted over synchronous communi­
cations links. It gives the user a trans­
parent cryptographic device that is 
self-synchronizing, independent of 
data format and character set used. 
Single-channel configuration is 
$8 ,900; dual-channel and redundant 
configurations are $15,800 . A stand­
alone network controller makes the 
DEC system/20-based IDX-3000 local 
data-network system available to the 
rest of the asynchronous data net­
works. Price: $6,500. 
M/A-Com Linkabit Inc., 3033 Science 
Park Rd ., San Diego, CA 92121. 
(619) 457-2340. CIRCLE 210 

Floppy - disk information: A 32-
page booklet from Maxell (Moonachie, 
NJ), written in laymen's terms, 
explains the use of floppy disks in 
microcomputers. CIRCLE 211 

Record management: "File Manage­
ment Systems," a booklet from Bell & 
Howell (Chicago), describes some 
ways to solve problems of traditional 
paper filing systems. CIRCLE 212 
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. · DISCOVER ·-"" THE ·oYSAN DIFFERENCE .· - · 

Is 
TheDysan 
Difference? 

Dysa11 

CIRCLE 116 

Unmistakable quality That's the Dysan difference. 
Only Dysan goes so far in every step of the design, 
manufacturing and testing processes to ensure 
precision magnetic media ... the finest money can 
buy 

That's why, each and every Dysan Product-from 
Diskettes and Mini Diskettes to Disc Cartridges, Rigid 
Discs and Disc Packs-are certified 100% error-free. 

And when you consider the amount of time and 
money you invest loading data onto magnetic media, 
can you really afford anything less than Dysan 
quality? 

To order, just contact your local Dysan office. Or 
call us direct TOLL FREE at (800) 551-9000. Discover 
the difference Dysan quality can make for you. 

aDl5rllfl·· 
Corporate Headquarters: 
5201 Patrick Henry Drive 
Santa Clara, CA 95050 
(800) 551-9000 



File protection 
Aegis, online protection software for 
IBM CICS Level 1.4 or higher, controls 
access to accounting and financial 
files, customer lists, and employee re­
cords. Price: $17,500. Aegis controls 
which operators and terminals may 
access specific files and programs, 
and at what hours and days. Features 
include a log of all activities, including 
unsuccessful attempts to sign on, DES 
encryption of security profiles and 
user files, forced signoff, save and res­
tore functions, and decentralized 
security administration by application. 
Cornell Computer Corp., 363 
Seventh Ave., New York, NY 10001. 
(212) 594-8543. CIRCLE 231 

Series/ 1 security 
ASS, which runs on IBM's EDX oper­
ating system, is a communications 
package that protects both remote 
and central Series/ 1 computers from 
unauthorized access. Price is $3,500. 
H&A Computer Products Inc., 30 

Hotaling Place, San Francisco, CA 
94111. 
(415) 434-3517. CIRCLE 232 

DEC monitor 
With the Contrl package, managers or 
trainers can observe the activities of 
DEC VAX or RSTS/E system users 
without their knowledge. All input and 
output are displayed on the screen of 
the manager, who can also enter data. 
Thus, managers can watch new users 
run programs, interactively correct 
mistakes , and demonstrate pro­
cedures . Price: $900. 
Clyde Digital Systems Inc., 3707 N. 
Canyon Rd ., Provo, UT 84604. 
(801) 224-5306. CIRCLE 233 

Access control 
The D-2000 Access Control Security 
Management System guards and re­
cords personnel traffic and monitors 
alarm contacts for fire, intrusion , and 
various environmental conditions. It 
monitors up to 4,200 card holders in a 

IBM 3278/3178 
Terminal Users ... 

network of 64 reader/terminals. One 
operator can monitor all of the 
system 's activities. Unauthorized ­
entry attempts are both recorded in 
hard copy and noted audibly with a 
voice synthesizer. A series of pass­
words restricts access to data files and 
programs at varying levels . Price: 
$16,335. 
Cardkey Systems, 20660 Bahama St., 
Chatsworth , CA 91311 . 
(213) 998-7560. CIRCLE 234 

Data encryptor 
Datacryptor Ill prevents unauthorized 
access to computer information dur­
ing transmission, securing data over 
point-to-point , wide-band circuits at 
rates of up to 112 Kbits. per second. 
Price: $4,995. It permits key manage­
ment and diagnostics to be controlled 
from the front panel and remote diag­
nostics to be performed unattended. 
Racal-Milgo, 8600 N.W. 41st St., Mi­
ami, FL 33166. 
(305) 592-8600. CIRCLE 235 

UADD-ONU PERSONAL 
COMPUTING CAPABILITY! 

• Includes industry standard 
software 

CP/ M and MS-DOS (IBM 
compatible) 
WordStar, word processor 
Spreadsheet and simple to 
use utilities 

PlllSONNIL 
AND PAYROLL 
SYSTEMS ... 
ON LINE. 

246 

AVATAR's TC3278 terminal 
converter gives local computing 
power, communications, data 
storage and file transfer capa­
bilit ies to your terminals. And 
switches between standard termi­
nal operation and local computing 
with the flick of a switch. 

• Allows dual host access 
Converts 3278/ 3178 to VT 100 for 
async ASCII host, remote hosts. 
public database access 
• Host file transfer for data sharing 
and local printing 
• Simple to use, easy to install, 
requires NO modification to 
terminal 
• Cost Effective enhancement to 
existing equipment 

For more information, call 
Avatar Technologies Inc. 
99 South Street 
Hopkinton, MA 01748 
(617) 435-6872 

D\VATA--::Z 
IBM is a registered trademark 

of International Business 
Machines Coro. 

CIRCLE 129 

Our PASRYTE and PAYRYTE Systems are up and 
on-line right now working for companys just like yours. 
Designed for IBM mainframes using CICS these sys­
tems put Human Resources information straight into 
the hands of the people who need it. 

If you've been looking for a first class personnel or 
payroll system, then we'd like to show you ours. For 
fast response call or write . . . 

CONDATA, INC., 1809 Walnut Street 
Philadelphia, Pa. 19103, 215-569-4240 

CIRCLE 130 
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ONLY THE WORLD'S 
BFST WORD PROCESSOR 

COULD GENERATE 
WORDS UKE THESE. 

"PIE: Writer, outscored every other word 
processing program for microcompute!'S···(lt) 
crams an incredible amount of power mtA;> a 
small and inexpensive package ... PIE:Wnter 
beat four out of six dedicated word processors." 

Arthur Naiman \ 
"Word Processing Buyer's Guide" 

McGraw Hill Book Company 

"PIE:Writer is hard to beat .. There is 
little I can't do with it .. Do not fail to 
check out this program if you are 
a rrrst time purchaser." 

James Martellaro 
Peelings II 

Why are some of the most respected authorities in 
the field of software saying all these nice things about 
PIE: Writer~? The answer is easy. 
Easy to Learn. Easy to Use. 
Part of the reason that PIE: Writer is tht: top ranked 
word processor is that it's just plain simple to run. 
In fact, you can use it as soon as you get it home. 
To write a letter, for instance, just (a) load the program, 
(b) type the letter 'E', and (c) write your letter. Then, 
(d) type 'F' to enter the print mode for either screen or 
paper and you're ready to print. You'll get a perfectly 
typed, spaced and formatted letter. Now what could 
be easier than that? 
Powerful Features. 
Don't confuse our use of the word simple with unso­
phisticated. PIE: Writer offers features and capabilities 
far beyond any other word processing programs for 
microcomputers. And that goes for most of the dedi­
cated word processors as well. Here are just a few: 

Operating sfi'stem(s) 
and/or mac ine(s) Price Overall Score 

CPT 8100 dedicated word $15,000 94 ¥. processor* 
Dictaphone dedicated word $13,500 85 114 Dual D1sp. processor* 
PIE:Wrlter: Apple II, $149.95 84 !4 IBM PC $199.95 
WordStar CP/Mt, Apple II , $500 80 IBMPC 
Easywri ter IBM PC** $175 35 

• A tutorial section 
that easily 
acquaints you 
with the features 
of the program 
in step-by-step 
transactions. 

'* includes word processing hardware & multistat ion support. tRequires additional CPIM Hardware for your personal 
computer($200-600 extra). CP/M is a registered trademark of Digital Research. •visiCalc ©is a registered trademark 
of VISkorp. **Very similar program called Easywriter Professional, ava ilable for the Apple II. 

. ol the rnost 

II PIE·Writer is one ckoges 
"All in o ' rd. roeessing pa lune· 
h ugh wo P 1 rrn rnonY 
t ore:> bl ·t con peno rd roeessin9··· 
avail~ e.ddition to WO hp best buy." 
f ns in o be I e 1· . ri 
io Writer just rnoY Peter 0 iv1e" 
PIE: "Sottolk 

Morch 1983 

• You can customize the design of your letters and 
reports with integrated centering, bold facing, 
special tab features, mail merge capabilities, 
automatic page numbering, line lengths and 
much more. 

• PIE: Writer runs on the Apple II, II+ , Ile, 
the IBM Personal Computer and other popular 
compatibles. 

The Hayden Advantage. 
With thousands already in use, PIE: Writer integrates 
with other popular professional software products. 
This includes The Speller, from Hayden, a 20,000+ 
word dictionary spelling checker with the ability to 
add user-specific dictionaries. And naturally, you 'll 
get full technical support from the company that has 
built its reputation on quality and service. 

But don't take our word for it. Or the expert's either, 
for tha t matter. Try PIE: Writer for yourself and enjoy 
the ease and excitement of writing with the world's 
best word processor. 

Available at your local retailer or call 1-800-343-1218 
(In MA 617-937-0200). Hayden Software, 600 Suffolk St., 
Lowell , MA 01853. 

Plll:Writer 
![ HAYDEN SOITWARE \I 

CIRCLE 133 
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Manager advisor 
SAS/ OR is a management strategy 
tool aimed at minimizing costs and 
maximizing productivity. It runs on 
IBM 370, 30XX, 43XX, and compati­
bles under OS, VM/CMS, DOS/VSE, 
and SSX. It has procedures for sched­
uling projects and solving linear opti­
mization models as well as tools for 
planning distribution strategies, solv­
ing transportation and assignment 
problems, evaluating investment prof­
itability, and determining product mix. 
First year license fee is $3 ,000 for 
SAS/OR; basic SAS software, cost ing 
$7,500, is also required . 
SAS Institute Inc., Box 8000, Cary, NC 
27511 . 
(919) 467-8000. CIRCLE 213 

Power spooling 
BIM-PDQ enhances DOS/VSE power 
spooling by retaining a copy of the 
Power Queue File in virtual memory 
and satisfying all read requests for 
these records without performing any 

Diskette 
Users ... 
When you've 
heard from 
all the 
animals in 
the diskette 
zoo,butyou 
need fast 
delivery and 
high quality 
diskettes ... 

disk input/output. PDQ also intercepts 
accesses by other software accessing 
the queue, such as online program 
editors and terminal-printer spooling 
systems. The result is almost instanta­
neous response to queue-display 
requests and improvement in other 
disk-access response time. An Auto­
Del option automatically deletes jobs 
left in the Power Queue longer than a 
user-specified t ime limit. Price: $2,000 
purchase or $1 ,000 per year , or $100 
per month. With the Auto-Del option , 
prices are $2 ,600, $1 ,300, and $130 
respectively. 

on 12-Mbyte models in System/370 
mode and ECPS :DOS/VSE mode . 
Price ranges from $600 to $900 per 
month , depending on cpu. On-site 
conversion is about $3,500. 
Software Pursuits Inc., 444 Market 
St. , San Francisco, CA 94111 . 
(415) 392-71 71. CIRCLE 215 

Manufacturing 
control for IBM 

B I Moyle Associates Inc., 5788 Lin­
coln Dr ., Minneapol is, MN 55436. 
(612) 933-2885. CIRCLE 214 

Support for 4381 
MVT is a DOS/VSE-compatible oper­
ating system that supports the full 16 
Mbytes of memory on IBM 's 4381 . It 
allows the processor to use the full 
high-speed buffer. The system also 
supports the 4361 , including usage of 
S 10F and full utilizat ion of real storage 

A Capacity Management System , 
running under IBM operating systems 
VM , DOS/VSE, and MVS, is for main­
frames supporting ANSI '74 Cobol. 
This packag e for managing manu ­
facturing capacity consists of several 
modules- cap aci ty -requ irements 
plann ing , operation sequencing with 
networking , and operation sequencing 
without networking. Price: $20,000 to 
$65,000. 
Manufacturing Management Sys­
tems, 7010 Ardmore , Houston , TX 
77221 . 
(7 13) 749-5755. CIRCLE 216 

CE ... your beat aource for dl•kettH 
For you the diskette buyer, 1r1 • Jungle out there. There are ao 
many different brend• to choose from. you need lo go on 1 aal arl to 
find a good brend ale rea1onableco11. Fortun1tely, CE h111lre1dy 
hunt1d tor the bHt dl•kellea and otfera you en excellent choice 11 
1 CE price. To uv1 yoY even more, CE 1lto offers bulk product 
where 100 dl1kellH are l)M:ked In the ume bo11 without envelopes 
or lati.11. Since we uve packeglng coat1, lf'1Ha aavino• are 
pe..eG on to you. Oi1ket1e envelope• are 1lto 1vaileble lrom CE. 

Other UHful Comput•r AcceHoriH 
""'--'--·-OOl-CC>flll><010f•to""", IMICM~-l'(l<O o lololv<'"" 
- "'""CE H- CIMnlfte DIM- l'QOJ ~~clffn t ... reecll• r11• - °" , ... 
dlookoft• -l'OU,..•WllwlllO- £o.r;:fllll-'•im~- c1Hnif1Qdl'"11M, 
_ _,,oolu....,!otXICltMlnQo.OrO.. • ~ClElotllO"-oo ... otM< • l~l(if 
Jotre1r1< .. 0n17' U $OO - ll.Aloo • •"'-ble-C£oto l M -c.fl.,...._ l ... 
DC100AdotoCIOfl~lo•""oll -ol1MDC300Ado!o~l ... DCIOOA 
--lo'!l- ol01IO"l•.,. 111 •09<'1<ag<o~ 1 4o )J•O.l-Cootlo 
• 1 I OOMCllTMOC300Aif • Pf•-~~,,... COll!~lOO -ol-.W. 
-"' .. 

8 -.ilt< 1-. T ... OC300A009IO 1 1100 - T ... DC300Xl lo ..... ,. 

=~:i..ca::t"'::::-.~i..r.::::=:::".:=:.:-
""'..,.,,,,,...OC300J.llo•a100MCl'l.•l'O<'---- ...--.cE 
--<Ol<Oft!IO""t--t•fll f.,...... __ lar l l100M<•0009<'"'- UM -

:..~~":.:~=~ ~:.ot":.~~ -=-~-=-= .r:: -- .. -. 
Quentlty Dl•count• Avelleble 
Outdl-..n.. • ,.PKl<.OIO!M-..IO tceftOn•nCl lo.IOeafl- IO • <;NO. T"­
---pec-lopec~lOOdllblOt-..tll'IOut_...,_o.~ 
..._.._ onlyln1N:r-1tol 100....iulOfca,..ntMylOOptlelno.Wltlltho 
uceptlorlol~pecll._.,. .i.o..-ng10-1•.,_...,...,_ .. 
o...ftlltlMIMll!...,,IOO~•- •Y11il•tMln~1 oll0 .... 1•t t 20'llo_. 
°*ll'ttbow- 100Uf\11~ 0...-, dllcotilnl• .,. •lto • ... llblit.a.-300 
orrnor• ititokl•ttho-"""'llnd_1,a&> ormoro •Y11t )'OU 2'; 1.0000< 
-•-ft2.000ormoro ....... 1'5.000 o.moro N • .. ~10,0000<moro 
...... ~60.0000fmofOM .... 7"1io, 100,000 0fmofO M-8'500,0000<rnort 

Buy your dlakettH from CE with confld•nc• 
lo get lllt't11te1M ~ou•ryhom CIEofyou1comput"0tod11Ct1. w• rKOmm" ld 
yoyphon•JOU•Ofdefdi•9citytoourComput•rPfod111;11DIYl1ion1ndcllllrve 
1t to)'OU1crH!tc.,d S. 1u,.toeelcwltt1your0tlc•u1lngth• CEpric91 l11 1~ 
ad.W.ltt•nP11fCl'llHord•,..••ecc1plldtromtPPfOYedllO\l""m•nl-i1•!>' 
cln 1nd mo1t w-11 ••lod lk"'• •I• 3°"' 1urch•rve IDf ... c 30 tllUing, FDf 
mHlmum Mlltng1. your ord91' J.hould be Of~id. All lllff 11• 1ubJeoc;t IO 
ev•Qbillly. eec101• nce 1nd fft'illcation.Allul911" fin.i.Allorlc".r• ln 
US.dolar1.Prien,l.,.m1 •nCl1QKllicltlonl 1rolUC!jecttocl\1nge"""houl 
noioc• Out of .iock 1"m1 wil be be pl.Ced on beckorCS.r 1u1om1llelill'{ 
..,.19 .. CE II ln111uctld dil11r1n1ty. Minimum ,,,.Hid ord" ii SS0.00. Ml.W. 
mum purcfllff or<nr S200.00. All ehlprn•n .. If• F.0 .8. CIE WlfOhQl;le. No 
000'1. Non·co<1ified • ndlo.•1Qncri.curequlfobankclHflf!C9. 

FDf 1l'lloo1 1111 c l'l•f9" •0dSIOOo-r1oodl1k1tt"1"dlor111ylracllonol 
1008-inch dl1k1llo1. 01 Stl.OO l>'f 100dilk11t" 1rldlor 1nylr•ctlon ol 100 
5\lo·lncl'I mln~dl1"91111. For ch11nlng klt1. IOd S3.00 o-• kll. For 110- dlt• 
certrkl!IH. 9dd Sl .00 00< eertrldll•. for '"~ ldd l3 00 per Ol(:k ol 
I 00 11n...iope .. f Of ofl11tor1 acid S20.00 Heh for U.P S. g!O<lnd lhiooing •nd 
l'llndlingl11111econ11,,.nt1IUS.ForC.nfldl, P\.ollt0Flico,H1w1ii, A1111<.1.or 
APO/FPO cs.live,,, lhl0PH"9 Chafll'I l fO fhfH ti- conllnenl•I us .•• , ... 

Mall o rder• to: Communication• Eleclronica, Box 1002, 
Ann Arbor. M lchlg•n-48106 U.S. A. If you heve a Vise o r Master 
C.rd, you m•ycall and place a credll card order. Order toll-lree 
In the U.S. 01•1800-521·4414. In Canada, order l oll-free by 
calling 800-265--4828. If you are outside the U.S. orln Michigan 
dlal313·973·fl688. TeleJ. anytime 810-223-2422 . O rder today. 
Copyrlgoh1 •1 i&JCofnmuncttlonlE1«:troniCI" AdOl0271J 

a!!~OMMUNICATIONS 
..ELECTRONICS" 

Call Communications Electronics 
...... lil'llllndl ,000,0000f ll'IONdl ..... _,M)'OU t l0....dt-ollOUf l UllOflo.. 
-11t)'IOOprb. Almo1tdou<dtHlllH • rolmmoOl .. tly1 ....... lf'OmCE.Clut 
~-ro~l11c:l!llH1ro~to1191p .. Ot'l fOU ll>t~productJOU 
l'IHd._,..._lll!'l'O<o'-l"'1,...U1itt1nce1oflnCl "'-lle..itii9dttk""• 
INl"t l'IQl'lllm"-.ealltho-letl ......... ICIU<.,.~llbllltylloelin9 
.....,_lllHflOO<lielod • lll>tbol!Ofllol!Nt.O. DMIO< ............ _ 

Disketteorderdesk l~I r . ........ _. 
800·521·4414 ~. ~mi 
In Canada 800-265-4828 

Choose your brand 
Choose your price 

Pfoduct Description 

8"' $$$0 18M Comoet~ 121!18/S. 28 SeciOI 
r ssso Stiugatt ComP9tible, 32 Hald s.ctOI' 
II" ssoo IBM Comoetible(121!1 BIS.29 Sectoral 
Ir 0500 Sotl Sector jUnlorrn11IM$ 
8" 0SOOSottS.Ctor!25811.'S.28S.Cto~) 
I " 0500 Soft S.CtorUS12 8.'S. 115 S.Ctor.J 
8" DS00Sofl5ec:'t0f(1024 BIS, I Sectors) 
5""" SSS0 Soh Sector W/ Hub Ring 
!l'AI" ssso ~ .. ·~but bulk Dt"OOud 
5..,.. SSSO 10 H.,d Slctor w/Hub Ai<IQ 
5'Ai" SSS0 HI Hiid SectOI w/Hub Ring 
5""" SS00 SOft SeciOI W/ Hub Alng 
Sllo" SSOO S.me M 1~ but bu• Otodvct 
l5"°" SSOOSottSect0tF11pcJytu"bolhialdtltl 
5'N" SSOO I 0 Hird S.Ctor w/Hub Ring 
5'ilo" SSOO 18 H1nl Seetor w/Hub Ring 
5""" 0500 Sot! Sec:t0t w/Hub Ring 
5'N" DSOO S.me u • bove. bu1 bulk Ofoeluet 5,.· osoo 10 H• rd Secior w/Hutl Alng 
5,.· DSOO II Hard ~w/H...O Ring 
5"'" SSDO Sot! Sector w/Hub Ring !H TPQ 
5"'" DSOO Sot! Sector w/ H11b Ail\; !H TPI) 
5"'"Flew•1110iltkett•lor~LIMComPlll ... 

For more Information 
about this brand call: 

Wabash 
diskettes :::::. 
$1.29 each 

W•M•l'I .... 
P' l11 .... 
P'1:l1 
1'14A .... .... 
P'147 
Mn A 

M11 All ..... .... 
M1SA 

M1:1A• 
11111.t. ..... .... 
11114.t. 

11114.t.ll -· -· M1&A 

CE 11tH"t . 

,:.c:od~:1 

"' 1.89 

"' .... 
'" .... .... 
1.49 .... 
1.49 
1.49 
1.79 
1.59 
2.ea 
1.79 
1.79 

"' 2.49 
2.H 
2.H 
2.59 
3.H 

800·323·9888 
'" llH"o .. :112·5'HH3 

Ultra 
diskettes :::::. 
$1.39 each 

11101 ... 
12701 3.19 

12709 3.19 

'""'" 1.79 
00153 "' """'" '" """" 1.79 
51401 1.H - 1.&9 

51 410 1.H 
51419 '" 52401 "' """" "' 52410 "' 524 11 "' 51801 2.59 
52801 "' 

ut. ....... .,.,..,. .. .,._ , .. _..., .... -.. 
408·728·7777 

111o" d•rl'rid•1• • m-4pm" 

~ ., 

3M 
diskettes :::::. 
$1.94 each .. Cl:qU1nl. ..... ~c:od~:, 

H llO ... 
HU0-32 ... 

IHOO '" IOIOO 3. 11 

5HOO-ltH 

H •00·101tH .... 
5HOCMlltH ... 

6 0800-ltH "' 
2.H 

111 0900-llltH "' 5lllOO-MltH "' 6 0800-fffllH 3.74 
lllA~-f'W .. ,. ...._._ 
, .. _._.., ...... 

800-328·9438 
'" Mln!t9eoW 1 12·1'.M-9 524 
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Q 
Memorex 

diskettes :::::. 
$1 .94 each ..._. CE quint. .... ~~C:C:1 ... 

""' ... - 2.411 
3102 3.14 

·--, ................ ........... _ 
800·538·8080 
I" C.INOtnla 800412·3 !1 2111 

Burroughs 
diskettes:::::. 
$2.09 each 

,D-1 01 .... .,. 
l' D-109 
l' D- 1ot 
, D-110 
, D-111 
P'0-112 

1111'0-12 
lllP'O-U 
Ml' D-14 

MP'D- 15 
MP'0-1• 
MP'D-20 
MP'O- U 

Cl:11tUlflt. 

,:.,00•=1 

"' '·"' .... 
3.29 
3.211 
3.29 
3.29 

'"' 2.00 .... 
, .. .... .... 
3.H 

·--, .. --... · .. ~-
800·448·1422 
llllondrt- ' rtc11we1m-4pt11 u 

Dysan 
diskettes:::::. 
$2.99 each ..... .. .. -· -·· -· """"" 

.,., ... 
8011 14 

8011u 
8011u 
801181 

801014 
8011 11 
002000 .. ,.,.. .. ,.,., .,., ... 

Ct: qu1"t. 

.:::.~:, 

'·" '" 3.89 

4.59 .... .... 
'" 
3.1 9 
3.19 
3.H 

3.19 
3.89 
3.89 
4.49 

·--, .. _ ... , .... OyM .. ... 

800-552·2211 
In C.lltom .. 40947040M 
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Prime graphics 
lnfo-Versagraph is a graphics package 
that is integrated with the Info rela­
tional data management system for 
Prime systems. Graphs can be plotted 
from a library of over 100 predefined 
templates, can be modified for specific 
requirements, may be completely new 
designs including free-form graphs, or 
may be any combination of these. Any 
groups of elements from an Info data 
file can be singled out for graphing. 
The graph may be viewed on a graph­
ics terminal from Tektronix, Ramtek, 
or Seiko, or on a crt with graphics de­
vice from Digital Engineering , Data­
Type, or Autograph , or via an HP, 
Printronix, or Versatek printer/plotter. 
Price is $10,000 for Prime 150-9950 
systems and $8,200 for 2250 systems; 
Info Revision 9 is also required . 
Henco Software Inc., 100 Fifth Ave., 
Waltham, MA 02154. 
(617) 890-8670. CIRCLE 217 

Decision support for 
IBM, Wang, and HP 
Version 2.40 of FCS-EPS decision­
support system is available for IBM 
and Wang systems. There is also an 
HP3000 version of FCS-EPS. One fea­
ture of Version 2.40 is an Internal File 
Manager system that creates a 
"Timesharing Environment. " Price: 
from $43,000. The HP3000 version 
starts at $25,000. The company also 
has a MicroFCS modeling package for 
the IBM Personal Computer and XT 
and most IBM-compatible hardware. 
This software has communications 
and graphics capabilities. Users can 
create a model on the micro and 
upload it to a mainframe or mini with­
out program changes; information 
may also be transferred downline. 
Price: $2,000. 
EPS Inc., One Industrial Dr., Wind­
ham, NH 03087 . 
(603) 898-1800. CIRCLE 218 

Accounting on S/36 
A complete range of financial and ac­
counting packages is available for the 
IBM System/36. The packages consist 
of General Ledger and Financial 
Reporting , Accounts Payable , 
Accounts Receivable/Cash Manage­
ment, Fixed Assets, Payroll/Person­
nel, and Human Resources Manage-

JAN UA RY 1984 

ment . A 25-year lease fee for the 
General Ledger is $24,000 , the Human 
Resources package is $15,000, and 
the others are $19,000 each. There are 
discounts for lease of multiple pack­
ages. The entire set can be leased for 
$69,500, a saving of $45,500. A Gen­
eral Ledger and Financial Reporting 
System with real-time capability is 
available for the IBM 4300 and 303X. 
Price: $52,000 to $100 ,000 for DOS 
and OS. Also, an Accounts Payable 
system with online real-time capabili­
ties for mainframes can be leased for 
$23,900 and up. 
Software International Corp., One 
Tech Dr., Andover, MA 01810. 
( 617) 685- 1400. CIRCLE 219 

Sequel spreadsheet 
Realcalc is an electronic spreadsheet 
that provides financial planning tools 
for the Reality and Sequel business 
systems. Users can also access any in­
formation from the Reality relational 
database system. The system is de-

signed for nonprogrammers , and 
users can design their spreadsheets 
according to their needs . Price : 
$1 ,595. 
Microdata Corp., 17481 Redhill Ave. , 
Irvine, CA 92714. 
(714) 250-1000. CIRCLE 220 

Cobol tool 
Data Expediter , for IBM OS main­
frames , ensures consistency of Cobol­
prog ram data elements for data 
administrators. It automates many 
functions that were previously done 
manually. It audits compliance with 
naming conventions , documents 
Cobol source programs, and elimi ­
nates redundant data names. This tool 
creates a graphic display of a Cobol 
data definition and works with all data 
dictionaries. Price: $11,500 for perpet­
ual license. It can also be rented on a 
monthly basis. 
Pacific International, 6033 W. Century 
Blvd ., Los Angeles, CA 90045. 
(213) 215-0964. CIRCLE 221 

FOR JUST $60YOU CAN 
MOVE MOUNTAINS. 

With The Writer from Hayden Software, you can move "mountains'', 
"prairies", sentences - or even entire paragraphs with ease. 

Based on the powerful PIE:Writer, The Writer gives you all the 
word processing features you would expect in software costing 
hundreds more. And its simple format makes it very easy to use. 

So when you're ready to move up to real word 
processing for very little money, The Writer* from 
Hayden is the only way to go. 

For more information, see your local retailer, or 
call 1-800-343-1218 (In MA 617-937-0200). Hayden 
Software, 600 Suffolk St Lowell, MA 01853. 

•Runs on the Apple II, n+. Ile, the IBM PC and compatibles. 
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System I 38 utility 
Superzap/38, for IBM System/38, per­
mits direct access of records in any 
database file. It verifies security clear­
ance and then displays records which 
have been requested by key or record 
number. Users may then scroll forward 
or backward , modify the record , or de­
lete it. All logical views are then auto­
matically updated. Price: $750. 
Ventura Computer Systems, 1411 
Kuehner Dr. , Santa Susana, CA 93063. 
(805) 483-8440. CIRCLE 222 

Unix interfaces 
Sofforms is a package for creating and 
displaying data-collection forms. It 
runs on all of Bell Laboratories' Unix 
operating systems, Unix look-alikes, 
and systems that support C. The de­
signer can freely paint the screen , 
tailoring the user interface to suit the 
individual application. Another pack­
age, the Menu System , provides a 
user-friendly interface to the operating 

system's command language. Users 
can build and display menus in front of 
any program on any Unix or look-alike 
on any terminal and do not have to 
learn a new language or data-file for­
mat. Each package is $500 on a single­
user system and $1,000 on a multi­
user system. 
Softest Inc., 555 Goffle Rd ., Ridge­
wood, NJ 07 450. 
(201) 447-3901. CIRCLE 223 

VAX packs 
Version 2 of the VAX- 11 database 
management system, running under 
VMS, has additional security, per ­
formance, and control features, such 
as security schemas, batch retrieval , 
and several utility commands. License 
fee is $20,000. A runtime-only version, 
which executes applications devel­
oped with the complete version , is 
$4,000 after purchase of a full DBMS 
license. The VAX-11 Application Con­
trol and Management System is a 
transaction-processing package for 

complex interactive commercial and 
industrial applications. It consists of 
two components: VAX-11 ACMS/ AD 
is for developing and maintaining ap­
plications, and VAX-11 ACMS is for 
monitoring and controlling execution 
of applications developed with VAX- 11 
ACMS/ AD and those developed with 
existing VMS tools. This package can 
be used in combination with data man­
agement software . Price : $15 ,500 . 
Components may be purchased sepa­
rately: $5 ,500 for the ACMS and 
$10,000 for the ACMS/ AD as an up­
grade where an ACMS license is al­
ready present. 
Digital Equipment Corp., Maynard, 
MA 01754. 
(617) 897-5111 . CIRCLE 224 

Business Basic enhancements: Data 
General (Westboro, MA) has added 
four features to its interactive Busi­
ness Basic language: logical-file data­
base structure; print spooling ; 1/0 
calls; and utilities, subroutines, state­
ments. CIRCLE 225 
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3. Mail to : 
Computer Decisions ~ 

P.O. Box 1417 a 
(.) 

Riverton , NJ 08077 USA 

• Explores impact on micro hardware and software busi­
ness of trends in operating systems, including Unix, 
MS/ DOS, CP/M. 

• Discusses user perceptions of operating system ele­
ments including data management, and the interface 
between applications software, programming tools 
and DBMS. 

• Details past and future impact of Xerox Dynabook and 
Smalltalk developments on products such as Apple's 
Lisa, Quarterdeck's DESO, Visicorp's Vision, etc. 

• Establishes the product-planning parameters for future 
micro product offerings, and reviews probable adher­
ence to these parameters by AT&T's future 32-bit micro, 
IBM 's rumored " 4301 " and other upcoming products 
of significance. 

• 237 pages; 42 exhibits ; publ ished September 1983; 
price $1 ,650.00. 

For free descript ive l iterature and a detailed table of 
contents, contact : 

INTERNATIONAL RESOURCE 
DEVELOPMENT INC. 
30 High Street 
Norwalk, CT 06851 U.S.A. II 
Call TOLL-FREE 
800-243-5008 • 
(203) 866-6914 
WU Telex 64 3452 
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Shared applications short- or long-term basis. Consulting 

services range from $200 to $500 per 
day, depending on length of contract 
and services to be performed. 
Goal Systems International, 5455 N. 
High St., Columbus, OH 43214. 
(614) 888-1775. CIRCLE 228 

NCA software 
Two order-and-distribution packages 
are available on Geisco's Honeywell­
based Mark Ill service or its IBM­
compatible Mark 3000 service. Li­
censing is also available . Price: 
$14,000 to $30 ,000 monthly for 
remote services, or $300 ,000 pur-
chase. Dispatch 2000 is for warehous- staffing supp 0 rt 
ing operations such as order entry, Triple-I Skills Management is a staffing 
shipping, billing, and inventory. It also and consulting service that provides 
provides for control of these activities data on skilled MIS professionals while 
from corporate headquarters. Dis- helping a company assess its long­
patch 3000 adds capabilities such as and short-term personnel require­
general ledger and employee records, ments. A company has the opportunity 
making it a complete distribution- to offer a permanent position to a 
management system. Price: $50,000 prospect after a work-agreement 
to $60,000 for remote service; modu- period, during which the employee's 
lar purchase is $150,000 to $425,000. performance can be observed . The 
Geisco also offers a shared applica- employing company pays only for the 
tions capability that allows clients to individual 's productive time. The cost 
integrate their processing capabilities is $25 to $75 per hour . 

The NGA/NET network permits 
remote computing with NCA's soft ­
ware products . The Maxcim 
manufacturing/financial system is 
available now in the western states. It 
can be used for the planning , analysis, 
and control of manufacturing oper­
ations. Cost is $1 ,500 per month per 
port. 
NCA Corp., Computer Services 
Group, 388 Oakmead Pkwy., Sunny­
vale, CA 94086. 
(408) 245-7990. CIRCLE 230 

Static control: A brochure from AGL 
Inc. of Elk Grove Village, IL, tells about 
the nature and cause of electrostatic 
charges and describes how to static­
proof surfaces in the computer envi­
ronment. CIRCLE 261 

and software with the Mark 111 service. Information Industries Inc., 1500 Oasys 64 communications: A bi­
It provides real-time transaction-level Charterbank Center, Kansas City, MO synchronous 3270 option allows NBl 's 
communications between hosts. Also, 
client micros can be linked to Geisco's 64105· (Boulder, CO) Oasys to communicate 

(816) 421-6969. CIRCLE 229 with IBM mainframes. CIRCLE 262 
application software and worldwide !~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~ 
teleprocessing network. A typical 
order-entry system costs $10,000 to 
$30,000, including processing , stor­
age, and communications. 
Geisco, 401 N. Washington St. , Rock­
ville, MD 20850. 
(301) 340-4387. CIRCLE 226 

VM performance 
VMap Analysis helps VM installations 
identify or confirm performance pro­
blems and recommend possible solu­
tions. The service comprises a one­
time analysis of a single system run­
ning VM/370 or VM/SP with guest ope­
rating systems, CMS, or both, as well 
as follow-up answers to questions that 
might be raised . Fee: $875. 
The Adesse Corp., P.O. Box 515, 
Ridgefield, CT 06877. 
(203) 431-3071 . CIRCLE 227 

Training courses 
A Computer-Based Training consult­
ing service is available through the 
Phoenix Courseware Group. Phoenix 
provides development of courses with­
out programming as well as updat­
ing of course material. Consultants 
can analyze problems and help plan 
and design courses for individual pro­
jects or an entire series, on either a 
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FOR JUST SlOOYOU CAN 
PRODUCE YOUR OWN SHOW 

• 

• 
• 

• 
The Producer from Hayden Software lets you produce low-cost 

professional business presentations. 
An extensive graphics capability means you can transform 

boring data into compelling charts and pictures. A rainbow of 
colors, multiple type faces and letter sizes are at your fingertips. 

When your show is ready, The Producer will ntn it for you on 
your computer. For l<nger groups you can tum your 
show into 35mm slides or transfer it to video cassette. 

So if you have an idea you want to sell, look 
into The Producer.* 

For more inf onnation, see your local retailer, or 
call 1-800-343-1218 (In MA 617-937-0200). Hayden 
Software, 600 Suffolk St Lowell, MA 01853. 

•Runs on the Apple 11, 11+. lie. the IBM PC and compatibles. 
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Ergonomic systems 
The PTS-1000/4000 family of IBM 
3270-compatible products consists of 
three interactive displays, three con­
trol units, and five printers. A 12-inch 
monochrome terminal , 15-inch mono­
chrome terminal , and 13-inch color 
display support a full line of peripheral 
devices. The R1076 display terminal/ 
control unit supports up to seven addi­
tional terminals ; the R 107 4 cluster­
control unit supports up to 32 ; and the 
R407 4 cluster controller offers addi­
tional capabilities, such as local format 
storage, extended memory, and in­
creased communication speeds . All 
three offer remote and local config­
urations. Also in the PTS-1000/ 4000 
family are a screen printer , matrix 
printer, line printers, and correspon­
dence printer. All system components 
offer three coaxial-cabling options. A 
typical small cluster remote system 
with four displays and a 150-cps ma­
trix printer costs $13, 170. A system 
with 18 displays and two 150-cps ma-

trix printers is $42 ,820. 
Raytheon Data Systems, 1415 
Boston-Providence Tpk ., Norwood , 
MA 02062. 
(617) 762-6700. CIRCLE 236 

Dual-host controller 
Model 311 is a 3274-compatible con­
troller with two concurrently operating 
interfaces so display stations can be 
switched between two IBM-compati­
ble mainframes through keyboard 
commands. It can also be configured 
for application redundancy or host­
backup capabilities. The 311 supports 

FOR JUST SSO YOU 
CAN KEEP UP WITH 

THE JONESES. 

With The Calendar from Hayden Software, you'll not only keep 
up with the Joneses, chances are. you'll be there ahead of them 

The Calendar's multi-window design makes it easy to keep track 
of all your business appointments. make schedule changes. and 
plan ahead. 

And when you check out The Calendar's* price. 
you'll also find that keeping up with the Joneses 
has never been easier. 

For more information. see your local retailer, or 
call 1-800-343-1218 (In MA 617-937-0200). Hayden 
Software, 600 Suffolk St Lowell. MA 01853. 

•Runs on the Apple II. II+ , Ile, the IBM PC and compatibles. 

I HAYDEN SOFTWARE I 
252 CIRCLE 127 

up to 32 display stations and printers. 
Price: $14,215 , or $591 monthly for 
three-year lease. A File Transfer Utility 
provides Lee Data ' s Series 700 
workstation users with bidirectional 
mainframe-to-PWS file-transfer capa­
b i Ii t y , adding IBM-compatible 
personal-computing capability to the 
company ' s IBM 3278- and 3178-
compatible terminals. Users can select 
from supplied transfer routines or 
create their own. Cost is $125 per unit 

on the PWS; with a $500 unit on the 
mainframe, programmers can reorder 
the data for the PWS. 
Lee Data Corp., 7075 Flying Cloud Dr., 
Minneapolis, MN 55344. 
(612) 828-0300. CIRCLE 237 

Executive terminals 
The Executive 10/ 102 display terminal 
has a 14-inch tilt and swivel display 
and is a plug-for-plug replacement for 
the DEC VT 102 and 131 . It has 132 
characters per column and a keyboard 
layout similar to the DEC terminals. 
Price: $995 . The Executive 10/25 fea­
tures a 16-bit terminal processor , 
smooth scroll , 132-column display, 
and editing features . Price: $1,045. 
Esprit Systems Inc., 100 Marcus Dr., 
Melville, NY 11747. 
(516) 293-5600. CIRCLE 238 

Compatible printer 
A near-letter-quality 7-by-9 dot-matrix 
printer is plug-compatible with the IBM 
3270 . The tabletop ISi Model 487 ac­
cepts continuous forms ; it has a 
demand-document feature; and a con­
trol panel provides access to the ISi 
487's programmable memory. Price: 
from $3,950. 
Interface Systems Inc., 5855 Interface 
Dr ., Ann Arbor , Ml 48103. 
(313) 769-5900. CIRCLE 239 
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Daisywheel printer 
A tabletop letter-quality bidirectional 
printer is plug-compatible with IBM 's 
3287 and can be attached to a Telex 
174/274C/276 or IBM 3274/3276 con­
troller . It accommodates both plastic 

and metalized printwheels of 127 or 96 
characters and prints up to 80 charac­
ters per second . Line spacing , charac­
ter spacing , and print positions are 
operator-selectable. Price: $5,350. 
Telex, 6422 E. 41 st St. , Tulsa, OK 
74135. 
(918) 627-1111 . CIRCLE 240 

Lab recorder 
The Series 200 X-Y Recorder has 11 
switch-selected input ranges and eight 
timebase ranges to drive the pen 
beam at speeds from 200 seconds per 
inch to 1 second per inch . A patented 
Houston Instruments' feature elimi ­
nates electrical noise. Price: $1 ,500. 
Houston Instrument, 8500 Cameron 
Rd. , Austin , TX 78753. 
(512) 835-0900. CIRCLE 241 

LAN display 
Braegen's Model 8521 low-cost dis­
play station can access personal­
computing power over an IBM-3270-
compatible local-area network . It 's 
functionally equivalent to an IBM 3278 
Model 2 and is compatible with Brae­
gen 's 8500 controller series, which 
supports up to 120 peripheral devices. 
The display has a keyword or code 
security system and allows users to 
lock their displays. Price: $1 , 700. 
The Braegen Corp., 525 Los Coches 
St., Milpitas, CA 95035. 
(408) 945- 1900. CIRCLE 242 

Affordable terminal 
A 9-by-12 dot-matrix terminal , the 
LCT- 1000, is housed in a keyboard . It 
features 80 graphics symbols , 16 
switch-selectable baud rates, 
RS 170-like composite video interface, 
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and automatic line feed . Twelve differ­
ent video attributes can be used on the 
screen at the same time. Price: $400. 
Data Terminal Service Inc., 715 
Rankin Rd ., Albuquerque, NM 87107. 
(505) 345- 1611 . CIRCLE 243 

LSl-11 subsystem 
Model 850 is an 84-Mbyte disk drive 
subsystem for Plessey Series 
6600/6700 and other LSl-11 / 23 -
based systems. It has an 8-inch disk 

drive designed to replace several 
14-inch disk drives, providing emula­
tion of up to five DEC RK06 or one 
RK06 and two AKO? disk drives. The 
rack-mount chassis is 5~ inches high. 
Price: $10,800 with a controller and 
$7,900 without. 
Plessey Peripheral Systems Inc., 
17466 Daimler Ave., Irvine, CA 92714. 
(714) 540-9945. CIRCLE 244 

Smart printer 
The OTC Style Writer, a daisywheel 
printer with advanced hardware and 
software features , works with most 
personal computers via a standard 
parallel interface. It has 35-Kbyte buff­
er memory expandable to 67 Kbytes. It 
offers word-processing and graphics 
capabilities , letter-quality printing, and 
a wide variety of print styles. It also 
features self-diagnostics.Price: $899. 
Data Terminals and Communica­
tions, 590 Division St. , Campbell , CA 
95008. 
(408) 378-1112. CIRCLE 245 

FOR JUST S50 YOU CAN 
REWRITE HISTORY. 

With The Speller from Hayden Software, incorrect spelling is a 
thing of the past 

Its 20.000+ word dictionary automatically checks your spelling 
and makes corrections. Which means that your letters, papers and 
reports will be letter perfect time after time. 

And while it's tough on spelling errors, it's easy 
on your pocketbook 

The Speller* from Hayden. Think of it as a 
dictionary for tomorrow at yesterday's prices. 

For more inf orrnation, see your local retailer. or 
call 1-800-343-1218 (In MA 617-937 -0200). Hayden 
Software, 600 Suffolk St, Lowell, MA 01853. 

•Runs on the Apple II . 11+. lie. the IBM PC and compatibles. 
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Modem for Apple 
Micromodem lie and Smartcom I are a 
modem and communications package 
for the Apple II , II +, lie, and Ill. The 
modem allows the Apple to communi­
cate over phone lines with other com­
puters and timesharing or information 
services. Smartcom I offers a menu to 
make reaching the other computer 
easier and more efficient. The pro­
gram accommodates up to six disk 
drives and several printer-interface 
cards. Price is $329 for the full pack­
age. Smartcom I alone is $119 to cur­
rent owners of the Micromodem II. 
Hayes Microcomputer Products Inc., 
5923 Peachtree Industrial Blvd ., Nor­
cross, GA 30092. 
(404) 449-8791 . CIRCLE 246 

Mainframe-PC link 
With any of three software tools, data 
from an MSA system running on an 
IBM mainframe can be downloaded to 
an IBM Personal Computer or PC XT, 
where users can prepare charts, 
spreadsheets or reports, or perform 
other activities. Information can also 
be uploaded to the mainframe. Execu­
tive Peachpak II provides integrated 
analysis , graphics , spreadsheet , 
reporting , and data management. 
Price: $3,000 to $6,000, depending on 
number of units . Administrative 
Peachpak , a word-processing pack­
age, is $1,500 per unit. Graphics 
Peachpak , for producing multicolor 
graphs, costs $3,000 per unit. 
Management Science America Inc., 
3445 Peachtree Rd . N.E., Atlanta, GA 
30326. 
(404) 239-2000. CIRCLE 247 

PC communications 
PC Express is a package that trans­
forms the IBM Personal Computer into 
a communications workstation provid­
ing PC-to-PC communications, elec­
tronic mail , access to mainframes, and 
automated telephone-management 
capabilities. It offers synchronous and 
asynchronous protocols , provides 
327X and VT-100/52 emulation, and 
allows the user to access IMS, CICS, 
TSO, SPF, or any software running 
under SNA. PC Express I, which does 
not offer 327X emulation, is $895. PC 
Express II is $1 ,295. A software pack­
age called PC-to-PC 4800 Baud, when 
used with the PC Express, permits 
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synchronous communications be­
tween IBM PCs at 4,800 baud over 
voice-grade lines. Price: $350. 
Intelligent Technologies Interna­
tional Corp., 151 University Ave., Palo 
Alto , CA 94301 . 
( 415) 328-2411 . CIRCLE 248 

Versatile PC pack 
Number Cruncher, for the IBM Person­
al Computer and XT, Compaq, and 
Columbia computers, is a business­
productivity system that includes func­
tions of spreadsheet, data manage­
ment, information management, text 
editing, and applications generation . 
Although all the functions are inte­
grated into one system, no one func­
tion is dependent on another for its 
operation. Number Cruncher costs 
$395 and includes a number of learn­
ing aids. A Foundation module pro­
vides a database management system 
that users can operate within minutes. 
Pyramid Data Ltd., P.O. Box 10116, 
Santa Ana, CA 92711. 
(714) 639-1527. CIRCLE 249 

Micro drive 
Amdisk Ill is a 3-inch dual disk-drive 
system compatible with the Radio 
Shack Color Computer. It provides up 
to 624 Kbytes of double-density for­
matted storage. Price: $599. 
Amdek Corp., 2201 Lively Blvd ., Elk 
Grove Village, IL 60007. 
(312) 364-1180. CIRCLE 250 

Pe rsona l co m puter users: 

FOR FREE 
ACCESS TO A 
BETTER JOB 
CALL CLEO. 
(213) 618-8800 (408) 294-2000 
(415) 482-1550 (714) 476-8800 
(619) 224-8800 
Standard ASCI I rnd<' 
Acc!'ss assistancP: 
(213) 618-1 S2S 

CLEm 
Computer Usting1 of Employment Opportunrties 

~Ji s 
~-~BINDE~A 
"> 3 RINGS • $. '"'" 0 Price 1nctudes 9 MADE·TO· ,mpr<nung 

~ ORDER EE 
2 GUARfa~uTer will give 
Cl) No other man~itY service and 
::::i you our quat these prices .-i 

~ delivery 8 

• Custom Imprinted PC Portfolios 
• Documentation Manuals & Matching 

Customized Slip Cases 
• Write or Call for FREE CATALOG 

c~~()fllCmJla1NOER CO RP 
P.O. Box 284 21 Addison La. 

Greenvale, NY 11548 • (516) 484·4020 

CIRCLE 135 

Like-new 
products 

For free catalog, 
phone toll-free (800) 225-1008 

In Massachusetts (617) 938-0900 

Genstar REI Sales Company 
6307 Desoto Ave. Suite J 
Woodland Hills. CA 91367 

CIRCLE 136 

Free computer supplies and accessories catalog. 
Unbeatable prices on more than 1,000 major brand 
items including disks, ribbons. printwheels. paper, 
forms, handling equipment. furn iture, and acces­
sories. 10% discount on initial order. Tal l free to 
order or for technical assistance 24 hour shipment 
from regional warehouses. Satisfaction guaranteed 
or money back . For lull color ca talog , write 
Systems SupplyWare. P.O. Box 279, Beaverton, OR 
97005. Or phone 800-547 ·5743. 

CIRCLE 137 
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Dual-mode printer 
The Omni 800 Model 855 dot -matrix 
printer operates with all major per­
sonal and professional computers. It 
provides both letter-quality printing 
for word processing and 150-cps 
draft-quality speed for data process-

ing. Font styles can be selected with 
the touch of a button , and up to three 
can be used simultaneously. Users 
can control form feed and spacing and 
set form length and compression . A 
metering tractor allows an inch tear­
off from the last printed line. Price: 
$935 for friction-feed model and $995 
for tractor-feed . 
Texas Instruments, P.O. Box 402430 , 
H-669, Dallas, TX 75240 . 
(214) 680-5001 . CIRCLE 251 

T elevideo software 
Telesolutions II is a kit of three pack­
ages for Televideo 's TS 803 and 1603 
personal computers . Telecalc is a 
spreadsheet for financial planning and 
business calculations. Telewrite is an 
executive-level word-processing 
package that operates with all com­
monly used printers . Telechart is 
graphics software that supports print­
ers and plotters including Epson and 
Okidata. Price: $795 for TS 803 and 
$595 for TS 1603. An 803 system with 
this software costs $2,495 , and the 
1603 is $2,995. 
Televideo Systems Inc., 1170 Morse 
Ave. , Sunnyvale, CA 94086. 
(408) 745-7760. CIRCLE 252 

Network for 
MS-DOS/Unix 
Paxnet is local-area-network software 
providing distributed processing for 
IBM Personal Computers and other 
8086-based computers. It runs under 
MS-DOS 2.0 and is compatible with 
Bell Laboratories ' Unix and mixed MS-

256 

DOS/ Unix operating systems. It allows 
sharing of all devices and files and 
supports up to 255 personal comput­
ers, printers, or gateways to other net­
works. Unlimited license is $250,000. 
License for 500 nodes is $50,000, plus 
$50 for each additional node. Basic li­
cense is $10,000 plus $200 per node. 
Phoenix Software Associates Ltd., 
P.O . Box 207 . North Easton, MA 
02356. 
(617) 238-0168 . CIRCLE 253 

Carrying cases 
Lightweight , impact-resistant cases 
for transporting personal computers 
have a foam lining that can be custom­
cut to fit the shape of any computer , 
including components and acces­
sories . Expansion modules with re-

movable shelves can be inserted to in­
crease storage capacity and provide 
storage compartments . The 14-by-
21-inch LF Series comes in three 
heights and starts at $165 . The 
9J-by-14-inch LC Series, also in three 
heights , starts at $110. Expansion 
modules are $75 and $108. 
TSE Inc. , 541 E. Hector St., Con­
shohocken , PA 19428. 
(215) 825-8202 . CIRCLE 254 

Uninterrupted 
power 
An online Micro-UPS system regulates 
voltage , eliminates noise, and pro­
vides battery reserve during power 
outages. It has an internal 10-minute 
battery or can be used with external 
48-volt batteries for up to several 
days. It maintains output value even 
when powering nonlinear loads such 
as switching power supplies, so other 
sensitive equipment can be connected 
in parallel with switching supplies. It 
can be placed on a table or rack-

mounted. Price: from $1 ,450. 
Gould Electronics, 2727 Kurtz St ., 
San Diego, CA 92110. 
(619) 291-4211 . CIRCLE 255 

Personal features 
large disk storage 
The AM-1000E desk-top microcom­
puter has 256 Kbytes of standard 
memory expandable to 512 Kbytes. It 
features a 30-Mbyte 5~-inch Win­
chester disk drive, and subsystems 
may be added up to 120 Mbytes. The 
system can be expanded to support up 
to seven simultaneous users plus a 
printer. 
Alpha Micro, 17332 Von Karman Ave ., 
Irvine, CA 92714. 
(714) 957-8500. CIRCLE 256 

TRS spreadsheet 
Target Plannercalc, for the TRS-80 
Models 4, Ill, and I, is an electronic 
spreadsheet for small businesses. Us­
ing plain-English formulas, it allows 
creation of financial models to meet 
individual needs and performs a wide 
variety of mathematical operations. 
Price: $100 . 
Tandy Corp./Radio Shack, 1800 One 
Tandy Center, Fort Worth , TX 76102. 
(817) 390-3700. CIRCLE 257 

Procurement pack 
Procurement Program is a database 
system for managing all aspects of 
purchasing goods and services. The 
program is menu-driven, and it offers 
six general report formats. It's written 
in CBasic and requires CP/M 2.2, 64 
Kbytes of memory, two disk drives, 
and a 132-column printer. Price: $500. 
Powertronic Systems Inc., P.O. Box 
29109 , New Orleans, LA 70189. 
(504) 254-0383. CIRCLE 258 

Storage for printouts: A line of edp­
shelves from Panel Concepts (Santa 
Ana, CA) is available in five styles and 
a variety of widths and finishes. All 
shelves are 16 inches deep. 

CIRCLE 259 

Relational DBMS for IBM: CA­
Universe, which runs on DOS/VS(E), 
VM /C MS, and OS/MVS, offers ex­
tended screen-design and develop­
ment facilities and enhanced help 
functions . It's from Computer Associ­
ates of Jericho, NY. CIRCLE 260 

COMPUTER DECISIONS 



fur the concerned computer executive ... 
a rare first edition. 

It costs you nothing. But it details how your company can save staff 
time and hardware upgrades through the use of MICS, our MVS Integrated 
Control System. 

It analyzes your installation's current environment and recommends 
a specific course of action for realizing these savings. It gives the names of 
executives like you who have taken advantage of our suggestions. 

And the plan is yours for the asking. Unconditionally. 
Simply direct a member of your staff to request a plan 

questionnaire. Have it filled in and returned to us. 
We'll do the rest. 
We want you to know us and MICS. To understand why 19 of 

the top 20 Fortune 500 industrial firms are our users. And to recognize 
us as the standard-setters for MVS installation management. That's 
why we're making you this offer. 

It's in the book! CIRCLE 170 

MORINO ASSOCIATES 
MORINO MORINO 

ASSOCIATES, INC. ASSOCIATES (UK) Ltd. 
8133 Leesburg Pike 118 Victo1ia Street 

Vienna, Virginia St. Albans 
22180 He1tfordshire 
U.S.A. England ALl 3TG 

Tel: (703) 734 -9494 Tel: St. Albans (0727) 37464 




