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It fits everywhere big terminals won't.
And everywhere a portable, low cost
terminal will. Want proof? Call or send

us a fitting application idea of your
own, and well give you a free hands-on -
demonstration of the Personal Terminal.
But be forewarned: where this terminal
fits in, it invariably stays in.

For further information call TeleVideo®
Terminals at (800) 538-8725. In Cali-
fornia call (800) 345-8008.

Personal Terminal

#;Televideo Systems, Inc.
The size of things to come.

Regional Sales Office: California/Santa Ana (714) 476-0244, California/Sunnyvale (408) 745-7760, Georgia/Atlanta (404) 447-1231, lllinois/Chicago
(312) 397-5400, Massachusetts/Boston (617) 890-3282, New York/New York (516) 496-4777, Texas/Dallas (214) 258-6776.
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displaying the boundless energy that
has earned him his reputation as
“The Impatient Italian.”

HIGH TECH IN THE
HEARTLAND

Bill Zalud

The climate for high-technology busi-
ness is better than ever in lllinois and,
like other states, it wants more.

102
DIGITAL NETWORK

STRATEGIES

Peter G. Balbus

and Brian M. NeSmith

Call them problems, call them unan-
ticipated . opportunities. Whatever they
are, today’s telecom managers have
plenty of them. -
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FRENCH MICRO LESSONS
James Etheridge

What began as an ambitious plan to
catapult a generation of French
schoolchildren into the computer
age has angered micro suppliers in
both the U.S. and Britain.

124
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An industry analyst and longtime Da-
TAMATION advisor looks back at six
forecasts written over the last 15
years for these pages.
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How Merle Legrindfussen used a
micro to illuminate his superiors and
advance his career.
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COMPUTER ADVERTISING,
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Efrem Sigel

The growing volume of computer
advertising reflects some fundamental
trends in the computer industry.
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THE PSYCHOLOGICAL
COSTS OF MASTER
COMPUTER

Willem A. Wagenaar

Tired eyes, insomnia, aching back,
deep depression. A recent study sug-
gests the user should be blamed
more often than the computer.
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PRODUCTS?

Robert J. Crutchfield

They're at NCC, where there may
not be as many booths as in the
past, but with more than 500 exhibi-
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Comshare’s System W
goes beyond up-to-date.

A 1970’s business modeling system -

with bolted-on data management
capabilities is as up-to-date as a wax
tablet and a stylus. And about as effec-
tive at lightening DP’s workload.

Comshare has put $10 million and 18
years DSS experience into the extra-
ordinary System W. And along with
System W, we've also provided the
software facilities you need to do a
professional job of servicing your end-
user needs.

For example:

With System W’s integrated data
management and File Power, you can
set up data acquisition sequences
including interfacing to corporate and
external data in a variety of forms. File
Power is the built-in response to the
user’s most often asked question, “How

do I connect to the data?”

And with Distributed W, you have
compatible micro DSS software with
integrated telecommunication that
sends files and models both ways
asynchronously or synchronously. And
System W operates on IBM main-
frames with VM/CMS and MVS/TSO
giving you flexibility as your operat-
ing system plans change.

Our Commander Learning Station
gives end-users the latest in com-
puter-based training on an IBM PC.
Courses are available for System W as
well as generic courses on how to
model and use VM/CMS.

There’s more. But System W-is, sim-

ply, the best choice for decision sup-
port on IBM computers for excellent
ease-of-use and integration. It's popu-

CIRCLE 8 ON READER CARD

lar with end-users. Plus, it’s easy to
install, operate and interconnect with
your DP architectures.

We started from scratch. System W
is engineered to take full advantage of
new technology. It’s not an upgrade of
an old product straining to keep up
with the times. System W is as up-to-
date as tomorrow.

For more information, call Chris
Kelly at Comshare toll-free: 1-800-922-
SYSW (in Michigan call: 313-994-
4800). Or simply mail your business
card to: Comshare, P.O. Box 1588, Ann
Arbor, Michigan 48106.

SYSTEM W DECISION SUPPORT SOFTWARE

CONISIHAREL.

For decision makers who need
to know their options now.




LOOK AHEAD

IBM'S NEW PC The industry’'s current market malaise has IBM on the

STRATEGY horns of a dilemma. How can the company clear its in-
ventory of aging PCs and at the same time introduce new
technology for new customers when there appears to be
a glut of MIPS and megabytes in the marketplace? IBM's
answer, according to customer sources in the industri-
al sector, will be to both augment the PC and slash its
price to the bone, but not to replace it with the so-
called PC IT until next year, or until bulging inven-
tories are cleared. After four years of production of
the PC, IBM's manufacturing costs -- put by one source
at $750 or a 55% gross margin —- are low enough for the
company to stimulate demand by selective price-cut-
ting. At the same time, IBM will enter new markets with
a PC AT upgrade geared for the scientific/engineering

- and CAD/CAM sectors. Another solution will be for IBM
to augment the PC: introduction of a new 3270 AT and a
larger 3270 controller, the 3274/81C, are 1mm1nent,
sources say.

MORE CHIP- ‘Look for more documented charges of Japanese semicon-

DUMPING CLAIMS ductor makers dumping chips in the U.S. market for

‘ less than their costs,; in the wake of recent allega-
tions that Hitachi Ltd. has been deliberately under-
selling EPROMs at 10% below the quoted price of domes-
tic producers. Santa Clara, Calif.-based Intel leaked
to the Reagan administration a few weeks ago an inter-
nal Hitachi memo urging salesmen to undercut all com-
petitors, which started off the latest furor. "Expect

~a flurry of these documents to start making the
-rounds, " says a source close to the company. The docu-
ments, says the source, "will show a sure and steady
Japanese practice of dumping all kinds of gear right
across the board." The source adds that some private
detectives are being sounded out for "black bag jobs"

¢ —— breaking into the offices of Japanese vendors in
the search for incriminating evidence -- reminiscent
of E. Howard Hunt and G. Gordon Liddy of Watergate
fame. Not surprisingly, no one is saying publicly
which companies are hiring and if anyone's signed on.

100 AT PROJECTS Litton Industries is about to enter the artificial in-
AT LITTON? : telligence business in a big way. Company sources say
- that more than 100 AI projects are now under way
throughout the Beverly Hills, Calif.-based conglomer-
ate. Some have reached the prototype machine stage and

‘a few are expected to result in product offerings be-
fore the year is out. A likely candidate is an expert
system for training developed on a $100,000 Symbolics
processor and rolled down to an IBM PC. "The PC is less
capable in development but certainly capable of deliv-
ery," says a Litton source.

JULY:1, 19859
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SIX SW PIRACY

 CASES IN REVIEW

KODAK TO TEST
9GB OPTICAL
DRIVE ‘

BEHIND CLOSED
DOORS

'ADAPSO is presently investigating six more cases of
illegal microcomputer software copying in which the
~early evidence of copyright violations is "substan-

tial," according to a source close to the association.
Three of the cases under surveillance are copy mills,

Sl inoluding;one operated by a judge in a small town in
~}.Ohio; ADAPSO will either pursue that case 1ndependent-
ly or will go through a local bar association. The evi-

dence in the six cases is apparently substantial

o enough to have sparked heightened interest from the
federal Department of Justice. "We're not going to

take any step where we look like idiots or lose a
case," an ADAPSO source comments. "We're going to make

: ‘very sure of ourselves We are only going to take
, w1nners S

: 'Hard on the heels of ltS acqulsltlon of floppy dlSk
- maker Verbatim Corp. this spring, Eastman Kodak is

readylng a big bang in its efforts to break into the
electronics industry. Sources say the company is put-

~ting the finishing touches on a 14-inch optical disk

and drive at its Rochester, N.Y., research center and
that it will boast the largest storage capacity yet

‘seen in production devices: a whopping 9 gigabytes, or

4% times the size of other devices. Kodak is said to be
targeting banking and insurance customers for its new
system. The Kodak drive and disks are scheduled for

beta testing later this year. Outside sources esti-

mate that the drive is expected to sell for $20,000 in
oem quantities, the disk for $200. Verbatim, mean-

~while, has its own 5%-inch optical drive research
‘project under way.

Don't count on seeing too many suits against IBM by

~small companies, after the example Big Blue just made

of tiny BMC Software Inc., Sugar Land,; Texas. The comn-
panies are not talking, but an informed source says
that IBM intimidated its foe with the threat of a bur-
densome discovery process and a potentially costly

| countersuit. BMC had charged the industry leader with
_numerous anticompetitive acts in the IMS add-on soft-
~ware market, including the use of "phantom products"

(namely, IMS 1.3, whose delivery has been many months
late), illegal bundllng of products, and "leasing" of

~software in violation of IBM's 1956 consent decree

with the government. But the case was never entirely
heard (see "BMC Goes After IBM," Jan. 1, p. 72). A sum-

yfnary judgment in IBM's favor last December reduced the
| scope of BMC's suit, but both companies began discov-
| ery anyway, BMC scouring IBM's Northern California
- software fac:Ll:Lty and IBM arriving in Sugar Land with

a couple of copiers in tow. BMC Software’s once talka-
tive president, John Moores, will not discuss the

Jsettlement.
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Announcing the end
of the on-line bottleneck.

If your interactive users are i /ine waiting
when they should be on /ine working, you'll
be glad to know there’s a better way: the
BTI8000 32-bit multiprocessor system. And
the BTI8000 now offers new software capa-
bilities that enhance its mainframe-like pro-
cessing power.

}Iard-to-beat hardware performance
The BTI8000 supports hundreds of on-line
terminals. Its performance has been proven
in independently audited benchmark tests
simulating busy interactive COBOL users. For
example, with 200 on-line users, the average
response time was only one second. Can
any other supermini demonstrate numbers
like these?

0ver ten to one growth potential

The BTI8000’s modular design lets you start
with a one-CPU entry-level system. Then as

your needs grow, you can increase processing
power by more than a factor of ten—up to 8
CPUs, 24 megabytes of main memory, and 8

gigabytes of mass storage. All by just plugging
in extra resource modules—rather than
having to buy a new computer.

Relational DBMS with fourth-
generation language

For fast application development, there’s
nothing like the BTI8000's new relational
DBMS and fourth-generation language. This
economical package can cut your application
development costs by as much as 75%. And
cut your development schedules by an equal
amount. Designed specifically for high-volume
transaction processing, it also features excep-
tionally fast response times. Even with large
numbers of on-line users.

Bpular MCBA business software

‘To enhance its hardware capabilities, the

BTI8000 now includes powerful business
software from MCBA. Written in RM/COBOL,

ZBTI3000

32-bit Multiprocessor System

these integrated packages are in use at over
17,000 installations worldwide, making them
some of the most popular business solutions
available today.

Mry competitively priced

At a low base price of 79,950, the BTI8000
gives you a cost-effective starting point for
building just the right configuration. And with
BTI, the more interactive terminals you add,
the better we look on your bottom line.
Whichever configuration you choose, you
can count on our 15 years’ experience in
supporting over 3,000 BTI computers in the
U.S., Canada and Europe.

So why try to squeeze more users onto
an already overcrowded system? With a
BTI8000, you can comfortably handle a lot
of users—without a lot of unnecessary
expense. For details, contact: BTI Computer
Systems, 870 West Maude Avenue, Sunnyvale,
CA 94088-3428; (408) 733-1122. In Europe:
BTI Computer Systems (UK), Ltd., Birmingham
B13 8NG, England; (021) 449-8000.

The supermini that’s hard to outgrow.

2 and BT are regjistered trademarks of BTI Computer Systems. RM/COBOL and MCBA are registered trademarks of Ryan-McFarland Corp. and Mini-Computer Business Applications Inc., respectively.
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*Independent study conducted by International Data Corporation amiong users of the top 10 computer brands

mfront of dlsplay termqnalsday in < nomi des;gn and the resultlng
n dayou Theyvé discoverex easeof useweretwoofthe -

the ididsyncra- ‘reasons it wonthe International
ittle prob DeSIQnAward in both1983
obbing you: ¢

TIIE DIGlMl l060
MEANS LONG TERM
C OMPAT IBILITY.

© Digttal Equipment Corporation 1985. Digttal, the Digital logo VT200, VAX, PDP-11VT52, V1220, V1240, V1241 aretrademarks of Digttal Equipment Corporation

W
%
i
i




Soitonly makes sensethat -
our video terminals are substan-
tially more compatible upand
downthe Digital family line. Each
new generation, for example,
brings withit alltheimportant ele-

ments from previous generations.

-Whichis why you'll find some of
our customers using 10 year-old
VT52™terminals with brand new
VAX systems. The simple factis,

- Digital has always been commit-

- tedto protecting your investment
with every move you make.

Inaddition, our breadth of
product line means Digital can
. -provide you with a total solution.

.-~ Hardware, software and periph-

" -.erals. And while single sourcing

* isnotanendinitself, it certainly
AT provrdes anextraordinary mea-

- -slre of convenience, compatibil-

- ityand reliabilty. Particularly--

- whent the smgle sourceis Digita. -

THE DIGITAL LOGO
MEANS LONG TERM
RELIABILITY AND
SUPPORT.

When askedto single outthe
strongest feature of Digital’s video
terminals, many users pointtothe
most visible asset of all. Durability.

Overthe years, we've heard
some pretty gruesome stories
aboutthe ordeal our terminals
have endured. Like coffee that
was spilled on keyboards. Or
cablesthat wereinadvertently
Tipped from their ports. They've
even survived trial by fire, While
it's unreasonableto expect even

~ thetoughest video display to

comethrough every major
trauma unscathed, it's comforting
to know your terminal has a repu-

_ tationforsurvival.

Its equally comforting td

, know ou've gota support team

“pehind youevery step ofthe’ way
“Asupport| team rated the best in .

the business by users* They're

there for everything. Notjustthe =

repairs, but system design,
training, updates, educa-
tion and seminars. Ailto
make sure you getthe
absolute maximum from i
your video terminals.
Today, tomorrow, and years
downtheroad.

BEST ENGINEERED
MEANS ENGINEERED
TOAPLAN.

integrated computing strategy -

The VT220,™VT240,™ and
VT241,™like every Digital hard-
ware and software product, are
engineeredto conformtoan
overall computing strategy. This
means our products are engi-
neered to work together easily
and expand economically. Onfy
Digital provides you with a single,

_ from desktop to data center-
‘* For adetalled brochure or. "‘;

more mformatron as weII asthe
name of the Authorized Terminals
Distributor or Digital Representa-
tive near you, call 1-800-DIGITAL,
extension 702.Or write Digital
Equipment Corporation, 129
Parker Street, Maynard, MA
01754.

THE BEST ENGINEERED
COMPUTERS
IN THE WORlD.




CONTRARY TO ALLOF IBM’S
ARGUMENTS,TWO DATA BASES
ARE NOT BETTER THAN ONE.

“I see fourth quarter profits up 27%.
But on the other hand...”
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According to IBM, the best system for delivering flex-
ibility and performance is two systems, arelational
system for the information center and a hierarchical
system for the production center.

To some, this proposition may seem like the logi-
cal way to get the best of both worlds. But consider the
superior logic of a single system that does both. ADR/
DATACOM/DB; our high performance relational data
base management system (DBMS).

ADR/DATACOM/DB delivers the flexibility end-
users need as well as the performance high volume
production demands. So it eliminates the need for a
redundant DBMS.

ADR/DATACOM/DB allows you to consolidate
all your company’s information into a single pool the
entire company shares. So everyone, from PC user to
programmer, uses the same exact data base to get the
same exact information.

And with a single data base with only one set of
data there can be no overlapping or conflicting data. So,
the information everyone uses is consistent, up to date
and, most important of all, accurate. Which, unfortu-
nately, is something no redundant system can promise.

And should you need summaries of data, ADR/
DATACOM/DB can produce and maintain them. Easily.
Directly from the information in the corporate data
base. And using the same exact DBMS. So ADR/
DATACOM/DB uses fewer computer resources, human
resources and, in turn, less of a resource management is
very interested in— money.

Practically everyone in the software industry ac-
knowledges that a single data base system is better. So
the only question that remains is why some software
companies continue to embrace the dual data base sys-
tem. And the answer to that is simple. They just don’t
have a single system that can do it all.

For a multitude of other reasons why the single
data base design of ADR/DATACOM/DB is superior,
mail us the coupon. Or call 1-800-ADR-WARE.

y WE KEEP WRITING THE
HISTORY OF SOFTWARE

[ " Applied Data Research? Orchard Road & Rt. 206, CN-8 |
Princeton, NJ 08540 1-800-ADR-WARE. In NJ, 1-201-874-9000. |

[ Please send me more information about ADR/DATACOM/DB.* |
(7 Please have an ADR® Representative call.
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LETTERS

FAST LANE

It would seem that your May 1 Look
Ahead column (p. 9) didn’t look at all.

The University of Illinois has a
50Mbps HYPERchannel network from
Network Systems Corp., a plethora of
Ethernets, and a 19.2Kbps LocalNet
from Sytek Corp. Our National Center
for Supercomputer Applications will be
served by Arpanet, LocalNet, Ethernet,
HYPERchannel, and the campus backbone
network. Speeds up to 80Mbps will be
provided and, of course, 1,200 baud is al-

ways available.
' SUE GREENBERG
Assistant Director, Networking
University of Illinois
at Urbana-Champaign
Urbana, Illinois

GOOD LUNCH

The three articles on stress in the April 15
issue were long overdue and welcome.

In “Users Are People Too” by
Lorraine King (p. 104), consider the
phrase, “dubious cures, such as lunch-
time gymnastics....” There is docu-
mented evidence of a relationship
between HDL (‘“‘good” cholesterol), LDL
(“bad” cholesterol), and physical exer-
cise, to the effect that exercise raises HDL
relative to LDL (as does nutrition). If the
cardiovascular system suffers as a result
of “bad” stress, then good things happen
to this system as a result of exercise and
good nutrition—which involve both gym-
nastics and lunchtime.

JIM KARAS

System Manager/Analyst

University of Tennessee Medical Center
Memphis, Tennessee

NET NEWS

The article “Departmental Computing: A
Choice of Strategies” (May 1, p. 86) by
Omri Serlin provided a well-needed study
of the issues surrounding the multi-user
system/PC network alternatives. But in
his attempt to present the differing re-
quirements of network intensive versus
low utilization activities (viz. p. 94) the

author fell into the trap of confusing raw
data rates with demonstrable throughput.

It was a real shock to see our prod-
ucts completely misclassified in the cate-
gory of networks for ‘“relatively small
... numbers of users . . . in close proxim-
ity.” Nestar Systems prides itself on pro-
viding effective, field-proven products
designed for and satisfactorily installed in
demanding, large-scale environments, of-
ten comprising several hundred PCs per
LAN. These networks link entire multi-
story office buildings and can span multi-
ple buildings thousands of feet apart.

I thank you for the opportunity to
correct the gross misimpression of our
“industrial strength” products conveyed
by the otherwise excellent article.

CHARLES J. HART
President and Ceo
Nestar Systems Inc.
Palo Alto, California

In his article, Omri Serlin states that “If
the number of users (now and in the fu-
ture) is relatively small and they are in
close proximity, a ‘lightweight’ LAN such
as the IBM PC Network . . . may be appro-
priate.”” Serlin errs on several counts in-
making this statement.

First, the 1BM pC Network is not
limited to small user communities or
small geographic areas. The practical lim-
it on PC connections is a function of the
applications being supported, taken with
the interaction characteristics of the par-
ticular users. Our experience has shown
this limit to be approximately 1,000 con-
nections. The geographic coverage capa-
bility of the IBM PC Network is in excess of
five kilometers’ radius (the IEEE 802.7
recommendation) from the translator, a
large network by any standard. It is a re-
quirement to have a properly designed
broadband cable system to achieve these
capabilities; the 1BM Cable Kits are in-
tended to support only modest-sized
networks.

Second, in reference to the ex-
change of large files frequently, Serlin
states, “A high-transfer-rate LAN, such as

Ethernet, should be considered.” By mak-
ing this statement he is furthering the fal-
lacy that meaningful throughput on a
LAN is directly related to the signaling
speed on the physical transmission medi-
um. Application-to-application through-
put (file transfer, for example) is most
significantly influenced by protocol pro-
cessing requirements: how this processing
is accomplished, not the signaling speed,
is the biggest factor in LAN performance.
The 1BM PC Network uses a signaling
speed one fifth (2MBPS) of Ethernet’s, but
can outperform Ethernet microcomputer
LANS by two to three times in throughput
due to the architecture of the 1BM pC Net-
work Adaptor Card (all protocol process-
ing through the session layer done on
card without interrupting the PC’s cpu)
and the Sytek LocalNet PC protocols.
Serlin’s choice of the adjective
“lightweight” couldn’t be more off base.
In fact the 1BM PC Network is the most
powerful, sophisticated LAN product to be
marketed to date. With the cooperation of
the third-party software industry writing
to the NETBIOS interface and the open ar-
chitecture of the LocalNet PC protocols
(now available for licensing through Sy-
tek), the 1BM pC Network should instead
represent the benchmark for other micro-
computer LANS.
WILLIAM R. PIESER
Senior Systems Engineer
Sytek
Englewood, Colorado
Omvri Serlin replies:
I chose to characterize the IBM PC network
as “lightweight” because the product, as
officially defined by 18M, is limited to 72
users within 800 feet of the head end. I am
aware that it is possible to remove both
limitations by installing a much more cost-
Iy head end and custom engineer the cable
plant, but these products and services are
not offered by IBM. As to the transfer rates,
1BM’s own published data suggests that the
maximum usable rate available in PC Net-
work is about 600 kilobits per second, and
even that rate requires an unusually large

16-kilobyte message size.
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- ONCE UPON A TIME THERE
WAS A KNOT NO ONE COULD UNTIE.
It was a huge, hopeless tangle of rope and vine
that had defied the best efforts of people from
all over the world.

~ Ancient soothsayers claimed the knot
was formed by Gordius, legendary King
of Gordium. “Whosoever shall untie the
Gordian Knot] said the soothsayers, “shall
have all of Asia as their reward”

All of Asia, the fabled land of mystery and
magnificence—what a prize!

Yet for centuries; no one had succeeded
in unraveling the Gordlan knot. Kings and
wisemen, warriors and wizards: they all tried,
and they all failed.

~ Then, in the year 333 B.C., a mighty
Macedonian King arrived on the scene.
Flanked by thouisands of his troops, and
armed with oné of history’ finest and most
creative minds, Alexander the Great stood
transfixed before the great Gordian Knot.

~ Ahush swept through the ranks as all
eyes turned to Alexander. Suddenly a flash of
inspiration lit up his face. And with one bold

and innovative stroke, Alexander untied the
untie-able. Grasping his sword, he slashed
through the knot with a-swift decisive blow.
And went on to rule all of Asia.

: Today, the world has changed.
Dramatically. But the need for innovative
thinking remains the same. . _

Especially at BNR (Bell-Northem
Research), where our R&D expertise has
enabled our parent company, Northern
Telecom, to become the largest supplier of
fully digital communications systems in the
world. At BNR, we not only appreciate the bold
new ideas of our engineers and scientists—we
also reward them.

As aworld leader in the evolutlon of
telecommunications and information
management products, we are committed to
maintaining a two to three year lead over
the competltlon

So come join the quest. Call our toll-free
number 1-800-522-1500, ext. 145. And help us
untie the Gordian Knots of today’s technology.

- The prize? A great career with a
company on the cutting edge of the future.

BNR @

WHERE FINE MINDS MANAGE INNOVATION.

N TEGWRATED
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Its just your speed.
On just your budget.

The quiet-looking printer above will Plus service that you just can’t buy.  we offer volume pricing, rentals with
win applause from your Accounting Immediate delivery. Equipment that’s  options to buy, leasing and even used-
department, because it can turn out fan- fully tested and ready to work for you, equipment sales.
folds by the carload. Flip a switch complete with manuals, cables So when you need a printer that’s just
and its letter-quality mode can ™ and other accessories. A toll-free yourtype, just in time, or just the best—
spiff up Sales, on your stateliest | jnsrisSnre | number to call for on-line diag-  just give us a call: Leasametric.
stationery. s nostics. On-site maintenance ifit's ~ In California: 800-528-6891. Outside

It’s Texas Instruments’ Model ﬂuégaﬁ%@ needed. And just in case some-  California: 800-228-6314. ".

865 dual-mode printer. thing doesn’t work as it should,
And if youre the one who must make immediate replacement. : TEXAS
ends meet, it'll make you look good With financing just as you like it. In :

indeed. addition to standard rental agreements, l NSTRUMENTS

Because you can rent or lease it from
Leasametric.

Leasametric, you see, has one of the
broadest inventories of quality DP Rent the best from the best.

equipment anywhere. In addition to the |_ ) :
TI Model 865 and its easy-to-change :
type fonts, you can get PCs, terminals,

modems, multiplexers and protocol
convertors. © DATA COMMUNICATIONS DIVISION
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Rebecca S. Barna, Editor

\EDITORIAL

THENCC

ILLUSTRATION BY ANDREA BARUFFI

IS OUR BAG

DPATAMNATION

The talk is all negative. The subject, of course, is the National Computer
Conference. The descriptors are all ones of excess—too expensive, too unfo-
cused, too crowded, too sprawling, too diverse to be useful.

The criticism is not aimed at the show alone. Its sponsor, the Ameri-
can Federation of Information Processing Societies, takes plenty of licks
too—for poor sites, sloppy arrangements, and inopportune timing. Few have
forgotten the debacle in Houston, where lunch was an impossible dream.
Who could fail to recall the hot spot in Anahelm—those notorious tents (ex-
cuse me, “sprung structures”)?

And it hasn’t gone unnoticed that the conference is often a midwest-
ern steambath in July, which muddles not only the mind but many vacation
plans as well. Of course, we’d choose Chicago over Las Vegas any day, but
couldn’t we return to the more reasonable mid-May time frame?

NCC? Yes, there’s talk. There’s plenty of talk. And methinks, to mud-
dle Shakespeare s line, we doth protest too much.

NCC is a topic that becomes the tag line in telephone conversations
months in advance of the event: “Will I see you at NCC?” The usual re-
sponse: “Yes, I'm unfortunately saddled with that duty again this year.”
Then the inevitable rejoinder: “Well, if we both have to be there, let’s at least
set aside some time to talk.” )

A date is made, the appointment calendar gets more crowded, and the
headaches loom larger. But so does the anticipation factor. Faces will be put
together with names and voices: An interview will move from the “‘on hold”
list to the “hot” file. A headquarters marketing manager will get the date
with the account that hadn’t so much as returned a phone call to the local
rep. Résumés will be dusted off and beefed up. There’ll be thoughts of
schmoozing with competitors and compadres alike.

NCC has become the general broad-based show for this diverse indus-
try—vendors, users, technicians, publicists, consultants, and academicians
alike. Dealers, distributors, and product builders in search of an outlet con-
gregate at the multiple Comdex shows. Communications specialists inhabit
the Interface and TCA confabs. For excellent technical programs on narrowed
topics, there are the smaller affairs run by the constituent societies that make
up AFIPS. User group meetings are flourishing. The many vertical shows run
by such groups as the Society of Automotive Engineers and the American
Bankers Association each has a unique role to play.

But the Ncc is special. It is the only show at which the entire clan—
all members of what the esteemed Dr. Herbert R.J. Grosch calls “the rack-
et”—meet on common ground.

We'll be there. You’ll recognize us by our biodegradable, recyclable
paper shopping bags. (None of that newfangled plastic stuff for us!) We’ll
have bags on our arms, bags in our hands, and bags under our eyes. It is, un-
questionably, the most hectic week of the year for our staff. From cham-
pagne breakfasts at dawn to midnight meetings in the bar, and with brunches
and lunches and afternoon tea in between, we keep moving. We examine
more “unique” and “innovative” new products in one NCC week than we do
in the following second half of the year.

NCC may not be the best time to introduce a new product. It may not
even be the time to clinch a deal with a big customer. But it’s a great time to
renew acquaintances, to establish rapport with new contacts, to develop
leads, and to engage in some serious industry gossip—Ilike why Wang or Ap-
ple dropped out of this year’s show.

It’s the worst of times.

It’s the best of times.

There’s no other time like it. _

We'll see you in Chicago. NCC is our bag. ®
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0mhimode®gives back whatk divestiture took away.
Has divestiture put your network out-of-control?
Are costs rising? Jobs half done? When you think

Series. Omnimode will tell you all you need to know
‘about your data communications lines, and more.
It lets you know if your lines are up to the specifi-

‘causes a network outage— and correct it.
‘With Ommmode, your network stays on-line.

- Omnimode gives you back exactly what divestiture
~ took away. End-to-end control. You can select the

Omnlmode that best suits your needs in stand
~ alone or high densnty central site versions. And, in

-any speed you need ranging from 4800 bpsto 16.8
S Kbps What's more, you can avord costly network E
~ downtime because Omnrmode tells you exactly
;whats wrong wrth your hne W|thout mterruptlng,_.

: theresnoonetoturnto, no single source of respon-
~ sibility, it's time to look at Racal-Milgo's Omnimode

cations you're paying for, or below. And how far
below. You can single out a weak line before it

Instant information.

~ The Omnimode Series provides Vinformation at a
- glance—all from a single control panel. You'll check

your modem’s performance, interface status, con-

~ figuration, and strapping control from any easy-to-
fread alphanumenc LED dlsplay—m plaln Enghsh

Network solutions.

For ideal network solutions you can support your

- Omnimodes with Racal-Milgo's Communication
i Management Series (CMS). It measures, monitors -
- and reports on your entire system using the best
_graphic capablllty in the industry. And it does all
~ this from one central locatlon no need to rer on :
,multrple phone companres

Network solutmns that save money. , ,
~ Omnimode is another way Racal- Mllgo demon-‘
strates its reputation for reliability. With our broad -
range of products backed by extensive servrce A
capabllrty, there's not a problem in data communr- e
v catrons we cantsolve Try us' S

. DAT 7/1/85 ‘

We re so certain we can solve your network problems that; A
- we've developed a “Problem Analysis Form.” Just fillitout,
_return it, and we'll solve your problem fast. To receive your .

copy,: ‘and our current catalog, contact us at ITT, Telex:
#429899 RACALMILGO FTL, Mall Statio :
!‘Or‘ffill outand,mail,t,his,COup ‘today.

NAME/HTLE '

_COMPANY it L

ADDRESS




THE
IMPATIENT
ITALIAN

Olivetti's confident chairman
wants to conquer the world—in
record time.

by Linda Runyan and Paul Tate

~Carlo De Benedetti, the charismatic

chairman of Olivetti, is a man on the
move, a man in perpetual motion. With a
speed and style all his own, De Benedetti
transformed a troubled typewriter com-
pany into one of Europe’s brightest high-
tech hopes.

That feat took almost seven
years—years that obviously didn’t go
quickly enough for the restless Italian. “I
am a very impatient man by nature and
by management style. I would always like
to have 10 miles per hour more,” declares
De Benedetti, who can wheel and deal
with the best of them.

A brash and bold bargainer, De
Benedetti has prodded AT&T, which re-
cently became Olivetti’s U.S. partner,
into keeping step with his own breakneck
pace. Fast moves are necessary if the 50-
year-old chief is to realize his dream of
building his company into a successful
worldwide supplier of information pro-
cessing products. With total revenues of
roughly $3 billion—about $2 billion in dp
wares—the company already ranks as a
strong contender in the business. De Ben-
edetti’s current challenge is to mobilize
Olivetti’s far-flung dp forces to create a
worldwide power in the computer
marketplace.

De Benedetti began his fast-track
business life in 1959, when he went to

- work in his father’s steel tubing operation

in Turin, Italy, after receiving a degree in
electrical engineering. During those 15
years in Turin, he methodically molded
the family business of 50 people into a
profitable * automobile parts company
with 1,500 employees that captured Fiat
as its major customer. Fiat, in turn, cap-
tured De Benedetti, making him the
chairman in 1974. The relationship was
short and .not so sweet—De Benedetti
fled Fiat only three months after he came
on board. )

The fiasco at Fiat, whatever the
cause, probably still irks De Benedetti,
whose ego is as strong as his entrepre-
neurial sense. It was his entrepreneurial
smarts, in fact, that attracted the atten-
tion of Olivetti chairman Bruno Visentini
who, in 1978, was anxiously looking for

someone to salvage the sinking Ivrea, Ita-
ly, company, which at that time was los-
ing a reported $10 million a month.

Signed up as Olivetti vice chair-
man and chief executive that year, De
Benedetti became the company’s salvag-
er. Chipping in $50 million of his own
money to guarantee a crucial stock issue,
he immediately began chipping away at
the firm’s massive debt, reported to, be
around $1 billion.

Workers were axed by the droves,
an unpopular move in a country like Ita-
ly, where labor unions are strong and stri-
dent. “I think I was the first one in this
country to lay off people in a big opera-
tion,” De Benedetti recalls. The purge
paid off. By 1984, a streamlined Olivetti,
with 20,000 fewer people, was pulling in
$168 million in net income on revenues of
$2.89 billion. The actual turnaround,
which came in 1980, took two years to
accomplish.

Sitting in a meeting room in Oli-

vetti’s wood-paneled offices in Milan, De
Benedetti recently reflected on his trou-
bles and triumphs over the last seven
years. De Benedetti divides his reign into
three phases. Putting Olivetti into the
black was the first step in building and
broadening the company. “The second
stage,” he explains, “was to stabilize the

_ company, because I think it is easier to

turn a company around than it is to stabi-
lize it and put it into a position for new
development.” Olivetti has been in that
development mode for almost two years,
according to De Benedetti, who sees the
company entering a new era of “acceler-
ated growth.” }

“We are shooting,” he says, “for a
growth rate that is bigger than the mar-
Kket. So, if the market is growing by 20%,
we would like to grow higher, which
means acquiring market share.” To get
that market share and make it grow
means raising capital, something De Ben-
edetti does with apparent ease.

Some of that cash goes into invest-
ments in outside dp companies, some-
thing De Benedetti also does with great
relish. Olivetti’s investment portfolio re-
fects De Benedetti’s driving ambition to
become a world-class dp contender. It
also reflects reality. “We needed to ac-
quire products and technology to be able
to have a complete range of office infor-
mation products in a shorter period of
time,” he admits. To tie it all together and
avoid connectivity problems, Olivetti has
made a commitment to Unix and the In-
ternational Standards Organization’s sev-
en-layer Open Systems Interconnection
communications protocol.

De Benedetti says his company
has made four major investments, three in
Europe and one in the States. Included on
the European list are French microcom-
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-lem is that Olivetti is paying the

puter company Logabax, Swiss ‘typewrit-
er firm Hermes, and British micro maker
Acorn. In the U.S,, Olivetti has shelled

out $60 million for minority stakes in

some two dozen dp companies, invest-
ments that are currently worth roughly
$440 million. -

No such rewards have been seen
from Docutel, Olivetti’s major U.S. in-

vestment. The automated teller machine

maker was merged in 1982 with Olivetti
Corp. of America to form Docutel/Oli-
vetti Corp., which racked up a $42 mil-
lion after-tax loss in 1984 on revenues of
$164 million. In an effort to stem
those losses, Olivetti is bidding for
control of the hapless operation,
which critics say has been nothing
but bad news for the Italian firm.
De Benedetti, who has been
criticized for uniting the ATM mak-
er with Olivetti’s U.S. operations,
disagrees. It wasn’t “a bad deci-
sion. I think it was a badly man-
aged situation.” The Olivetti boss
blames himself on that score. “If
you take responsibility for things
that are going well, you have to
take responsibility for things that
are going badly. So the first re-
sponsibility is mine,” he concedes.
“We were disappointed by the per-
formance of the company as were
the shareholders. The only prob-

bill.” .
" That bill will go up if Oli-
vetti settles the lawsuits brought
against it by disgruntled Docutel
shareholders. De Benedetti believes
these suits will be resolved “very
soon.” AT&T, his other big-time
partner, hopes so too, since it’s also
named in one of the cases.

In March 1984 AT&T doled out
$260 million for its 25% stake in Olivetti.
For that sum, AT&T also secured the ser-
vices of Carlo De Benedetti for 10 years.
“It’s very cheap,” quips the Olivetti chief,
who went on to explain that this contrac-
tual requirement, which assures that he
will remain chairman for the decade,
“‘was very strange for me psychologically,
because I consider myself a very free man.
It was-the first time in my life that I was
asked to accept a commitment from a
point of view of working, and not to
choose it myself.” )

The soft-spoken executive also
drives a very hard bargain. One AT&Ter
involved in the negotiations with Olivetti
described De Benedetti as “an excellent
orchestrator. When he walks into a room
to bargain, he ledves very little to
chance.” .

He certainly wasn’t leaving much
to chance in the deal he cut with the
mighty U.S. company. Recognizing the

need for an alliance with a powerful
American partner, De Benedetti also rec-

- ognized the need to limit AT&T’s interest

in Olivetti. In the resulting pact, inked in
December 1983, AT&T agreed not to up its
stake in Olivetti beyond 40% during the
next 10 years. :

The venture, which had been in
the works a. good year before the actual
contract was signed, has had its ups and

-downs on both sides of the stormy Atlan-
tic. “It is very difficult,” comments De

Benedetti, “when you put two companies

_together that have different size.s, differ- |,

ent cultures, and people of a different
background.” Nevertheless, the relation-
ship, according to De Benedetti, “has
been a fantastic success from a human
point of view, which I consider the basis
for business.”

De Benedetti also feels AT&T has
already profited from the deal. In the year
since AT&T bought the 25% equity posi-

Olivetti's investment portfolio
reflects De Benedetti’s driving
ambition to become a world-class
dp contender.

tion, the company’s stock price soared
more than 60%. “From an investment

point of view,” says De Benedetti, ‘it has

been a fantastic deal [for AT&T]. Of course
AT&T,” he quickly adds, “is not out to
make any financial investment.”

What it’s really after is a comrade
that can bolster its dp and office product
lines and broaden its European appeal.

De Benedetti believes Olivetti has done
just that. “They [AT&T] have been associ-
ated with the most successful European

- company in our business....We were

able,” he says with no trace of modesty,
“to put them in business in personal
computers.” )

AT&T is selling Olivetti’s M-24
microcomputer system in the States as
the PC 6300. The pc, which got off to a
slow start, caused both companies some

-initial problems—AT&T on the distribu-

tion side and Olivetti on the quality side.
The Italian company, hoping to further
expand its pc distribution network
in the U.S,, recently signed an oem
agreement with Xerox. The Xerox
move, which was carefully consid-
ered and which AT&T apparently
okayed, looks as if it could be part
of a broader, unstated strategy on
the part of both companies.

A shrewd strategist himself,
De Benedetti has been character-
ized as “a man who doesn’t take a
breath of air that doesn’t benefit
him or Olivetti.” Anxious to stay
on top of the AT&T situation, he has
the ear of AT&T president and chief
operating officer James Olson. And
as one AT&Ter puts it, “When Car-
lo talks, Jimmy listens.”

“I think that AT&T has
learned a lot from us,” declares De
Benedetti. “We have been a com-
pany exposed by history to interna-
tional - markets and exposed by
nature to competition and market-
ing. AT&T by history has been a
company isolated in the U.S. and
not-exposed to marketing, because
of its monopoly position.”

Breaking out of that mo-
nopoly mold hasn’t been easy for
the bureaucratic AT&T. De Benedetti has
said that he would like his U.S. cohort to
act more aggressively on the marketing
front, and he’s obviously taken some heat
for those outspoken comments. “By my
nature,” he cautiously explains, “nothing
is quick enough.”

In an interview with DATAMA-
TION, De Benedetti gives kudos to AT&T
for its turnaround. “The changes inside
AT&T have really been dramatic—in style
and in the way of approaching business
and markets. ... What [AT&T] did in
1984 is a major achievement. I think they
did very, very well.”

But, what has AT&T done for Oli-
vetti? “In the short term ... nothing,”
carps De Benedetti. “They bought prod-
ucts from us, which is good of course, but
this,” he dourly notes, “is not the basis of
our alliance.” In actual fact, the telecom-
munications giant bought around 100,000
M-24 micros from Olivetti, more than
half of its 1984 production. That pur-
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chase put $250 million on Olivetti’s order
books. AT&T’s 25% buy-in also brdught
another $260 million into the company s
coffers.

The $510 million must have come
in handy, but that isn’t exactly the way
De Benedetti sees things. “Frankly speak-
ing, we don’t need capital,” he claims.
What Olivetti needs is more dp and tele-
com products and a stronger footing in

- strategic Stateside and worldwide mar-
kéts. AT&T has undoubtedly helped on
both counts. .
. - On the product side, Oli-
vetti is peddling AT&T’s 3B mini-
computers outside the U.S. Sales of
the system have been sluggish ev-
erywhere, especially in Europe. De
Benedem however, insists that
“we are satisfied and AT&T is very
satisfied.”

The Olivetti chairman does
not seem so satisfied about an ad-
vanced PBX AT&T has promised.
“We are waiting for AT&T to deliv-
er the PBX,” says De Benedetti with
a hint of exasperatlon in his well-
modulated voice. He seems anxious
to speed things up. “We have no
delays in getting approvals [from
the national telecom authorities],”
he says..“We have delays in pre-
senting them with a product that is
suitable for those countries.”

Benedetti seems somewhat vague. “We
have decided with AT&T to divide the
world substantially into three parts. In
one part, AT&T would act exclusively, like
in the U.S. Olivetti would be responsible
for the rest of the world.” Then there are
also major markets in Canada, Japan, and
other Far East nations where the compa-
nies have solo acts.

If all that sounds confusing, it is,
even to the two parties involved. Indeed,
sometimes the companies seem to be go-
ing their own separate ways for no real

Does that mean the transatlantic
twosome are finally getting their act to-
gether and teaming up in Tokyo" “I think
one day we will come to a common agree-
mient,” hints De Benedetti, “but this is
not our understanding for the time
being.” .

Actually, De Benedetti would
probably like nothing better than to mas-
termind an intricate international deal. It
fits his character and the characterization
of him offered by one source who’s seen
him in action. “De Benedetti is like Cae-

Although he doesn’t say so
directly, you get the feeling that De Bene-
. detti ‘faults AT&T for the PBX delays.
That’s the view from Italy, but here in the
States, things look different. One AT&Ter
who’s worked with Olivetti claims the
Italian company didn’t actually express
interest in a PBX until relatively recently.

Maybe the communication chan-
nel between the two compames somehow
got crossed. Or- AT&T isn’t used to re-
sponding as fast as De Benedetti expects.
Whatever happended, one thing is cer-
tain: De Benedetti will push AT&T to
come up with pBxs modified to the vari-
ous European country specs.

While jointly working on worksta-
tion wares, Olivetti still considets the PBX
to be pivotal. The switch, according to De
Benedetti, “is one of the basic reasons for
our alliance with AT&T.” Of course, there
are other reasons that the Olivetti boss
candidly admits. “I think AT&T gave us a
better understanding of and entry into the
American market.” There have been glo-
bal gains as well. “Olivetti’s credibility
throughout the world is much higher
than it was before as a consequence of the
alliance with AT&T,” he concedes.

The world is a big place, so big
that the dp duo has opted to split it into
separate marketing spheres, in two of
which they will be partners. In explaining
this divide-and-conquer strategy, De

rhyme or reason. This confusion could be
sorted out at least in Japan, where Oli-
vetti has been in business for almost a
quarter of a century and last year record-
ded $80 million in revenues. De Benedetti
says Olivetti’s Japanese subsidiary *has
always been profitable and always paid
dividends, which I consider a miracle, be-
cause it is almost like selling refrigerators
to the Eskimos.”

Those “Eskimos” happen to be in
one of the most lucrative matkets in the

“If you take responsibility for
things that are going well, you
also have to take responsibility
for things that are going badly.”

world—a market that both AT&T and Oli-
vetti would dearly love to crack. AT&T,
which currently has a distributorship deal
with Ricoh on the 3B minis, will also han-
die the Japanese vendor’s facsimile ma-
chines. Meanwhile, Olivetti has its own
tie with Toshiba, which will take a 20%
stake in Olivetti’s Japanese subsidiary.
Putting the AT&T and Toshiba pacts into
perspective, Olivetti vp Vittorio Levi re-
cently said that “the two agreements are
mutually compatible and they may even
make it feasible for Toshiba, Olivetti, and
AT&T to collaborate with one another in
the Japanese market in the future.”

sar trying to conquer the world.
But unlike Caesar, he is his own
army.” }

De Benedetti’s search for
new markets knows no geographi-
cal or political boundaries. The
Olivetti overlord is currently work-
ing hard to exploit tradé openings
to politically sensitive countries
like China and Russia. His attitude
is typically pragmatic: ‘‘Free trade
is the most peaceful approach in
business.”

With that free trade slogan
emblazoned on the Olivetti banner,
De Benedetti recently visited Chi-
na, where he put his seal on an
agreement for a local province to
produce Olivetti micros. IBM as
well as several Japanese companies
has already broken into this na-
scent market, and De Benedetti
doesn’t plan on being left behind. ‘

Quick to take advantage of any
new marketing opportunity, De Benedetti
hopes to build up Olivetti’s Chinese oper-
ation, which currently generates about
$4.5 million a year. He sees advantages
for both sides. “The Chiinese are serious
and they want to speed up their process of
industrialization.” De Benedetti would
naturally like to give them a helping hand
in speeding up their high-tech drive.
“When I'talked to government officials in
Beijing, my impression was that they run
a very balanced kind of culture. They
would like to have help from everybody
and, to some degree, they’d like to have a
European influence balancing Japan’s [in-
fluence] on one side and America’s on the
other.” B ,

Having opened the Bamboo Cur-
tain a little, De Benedetti also tried to
open the Iron Curtain wider on a recent
trip to Moscow. Olivetti has had an office
in Moscow since 1972 that pulls in
around $30 million from sales of machine
tools, peripherals, terminals, and type-
writers. Now the Russians want Olivetti
to set up a typewriter factory. De Bene-
detti is eager to close the deal. “We are
trying to do busiriess everywhere we can,”
he says matter-of-factly. “If the Russians
want to buy a typewriter factory, they
will do it. Somebody will deliver it and we
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would like to win the business.”

De Benedetti also confides that
“there’s a more general discussion going
on that we are looking at favorably.”
That discussion may be about a personal
computer factory and increased dp trade
with the Soviet Bloc, a move that could be
frustrated by international technology
embargoes. That kind of external interfer-
ence doesn’t sit well with the Olivetti
boss. “For political reasons, you can
think that you have to limit yourself in
Russia. I personally am not convinced
about that,” he remarks.

While he stops short of getting
publicly embroiled in the East-West trade
debate, ‘De Benedetti strongly be-
lieves there are sound business rea-
sons for opening up trade channels.
“T would just like the people who
decide whether or not to do busi-
ness with Russia to be aware that
in Moscow there’s a line of Japa-
nese executives from very impor-
tant companies who are prepared
to deliver technology that is abso-
lutely up-to-date.”

The Olivetti chairman’s |
confessed impatience is a great im-
age builder, both in his own com- |
pany and among the international S
business community. He uses this |7

Texans or the Arizonians, you are talking
about Americans. You know, there is a
lot of difference between California and
Boston, but Americans don’t care. From
a market point of view, it is all the same.
Americans keep the individuality of their
origins at the personal level. But in the
way the society is organized from the
point of view of marketing and finance,
America is a unique . country. Why
shouldn’t Europe be able to do that?”
De Benedetti also likes to parade
his admiration for the American entre-
preneurial spirit. “In the U.S., the chal-
lenge of change is very much a part.of
individuals and families. Who created

ployment—not because of government
policy, but despite government policy.”

While the Olivetti chairman is
outspoken on politics and labor relations,
his personal life is another story. An in-
tensely private man, De Benedetti seems
to have shrouded himself in secrecy. Very
little is known about his lifestyle or his
habits, even in his native Italy, where he’s
regarded as a man of almost mythic pro-
portions. ’

The secrecy helps enhance that
image. It’s also a serious necessity in Ita-
ly, where terrorists have kidnapped and
killed prominent businessmen and their
families.- A cautious man by nature, De

facet of his personality adeptly and
frequently, whether he’s talking about the
politics of cooperation or the politics of
his home continent.

Europe’s interests in international
affairs are very dear to his heart. But De
Benedetti is far from sentimental in de-
scribing ‘his fellow Europeans. “We are
philosophically and culturally a nonmo-
bile society. We are provincial and paro-
chial,” he complains with characteristic
bluntness. '

“When I say mobile,” he explains,
“I don’t just mean labor. I mean manage-
ment and capital as well. The U.S. is a
mobile society that is prepared to take ad-
vantage of the changes. If you aren’t mo-
bile, the changes pass you by. That
mobility is the basic rule during a transi-
tion period like the one we’re living in
today.” .

De Benedetti believes Europe
should capitalize on its economic
strengths. “We are the world’s biggest
market. Europe has more people than Ja-
pan or the U.S. It has the highest percent-
age of personal savings. So, why do we
have 13.6 million unemployed—the high-

Something is wrong.”
Part of the problem is that Europe
is fragmented into over a dozen different

tionalistic. In Europe, he points out, “we
talk about the Germans or the French.
But in the U.S., when you talk about the

est figure in the industrialized world? -

markets, markets that remain largely na-

Denver? Not the government, but the
people. They accepted the risk of change

‘and took the opportunities it brought.”

European culture is very different.
“When I have to move a manager from
Milan to Rome or from Florence to Bolo-
gna, I have my problems,” he comiplains.
“That is not because of the unions, but
because the manager simply refuses.”
And is isn’t just the lack of mobility and

“When De Benedetti walks into a
room to bargain, he leaves very
little to chance.”

entrepreneurialism in Europe that both-
ers De Benedetti.

“The unions were a part of our di-
saster in the *70s, but governments and
industrialists were also responsible,” he
charges. “Sometimes the attitude of the
unions becomes an alibi for management
not doing anything. It also becomes an al-
ibi for the government that mediates be-
tween mangement and the unions. But
the function of politicians is to point out
the new frontiers for countries in Europe,
not to mediate. Mediate what—disaster?”

De Benedetti is nevertheless opti-
mistic about Europe’s future. “We have a
fantastic opportunity to change. We don’t
have to reinvent an umbrella. Somebody
has already done that. We only have to
copy it. America has led the way and, as a
result, it has a declining rate of unem-

Benedetti travels with bodyguards.
He takes the same cautious ap-
proach with his wife and three
sons, who have been living in Swit-
zerland for the past 10 years. De
Benedetti also lived in Switzerland
during the ’30s and ’40s, after his
family was forced to leave Italy to
escape the Jewish persecutlon un-
der Mussolini.

Characterized by one of his
associates as a workaholic, De Ben-
edetti spends little time with his
family in Switzerland. His business
day is long, his patience short.

Bustling around on the |
marble-floored offices in Milan, De
Benedetti gives new meaning to the word
dynamic. His personal magnetism and
swarthy good looks qualify him to be a
leading man on the silver screen. Instead,
the role he chooses to play is that of the
consummate entrepreneur and insightful
investor. He plays both parts very well. “I

- wear two hats,” says De Benedetti with a

grin. “One is for my job as chief executive
of Olivetti and one for my role as inves-
tor.” Those are challenging chores even
for a man considered to be Europe’s lead-
ing entrepreneur. “My holding company
has 10,000 shareholders,” he explains,
“so I should try to satisfy them as well as
the Olivetti shareholders.”

Satisfying those Olivetti share-
holders satisfies De Benedetti, whose
14.8% personal interest in the firm actu-
ally translates into a 30% stake when
added to the shares held by his holding
company, CIR. So when Olivetti does
well, so does De Benedetti.

He is doing very well 1ndeed
whether you count his money in liras or
dollars. But you get the impression he’s
not in business for the money but for the
thrill of the game. His lové affair with
Olivetti is genuine. Looking back on his
challenging years with Olivetti he says
with real emotion, “Maybe once the com-
pany needed me badly. Now I think we
need each other badly. We love each oth-
er, so we need each other. I think I will be
with Olivetti for the rest of my life.” ®
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that solves the greatest number of problems for you and
your company. The one whose product line produces the
best information, causes the fewest headaches and pro-
vides the maximum data processing efficiency.

No product line can give you all three unless it’s been
designed, from the ground up, as a genuinely integrated
group of systems. '

But if you compare the product lines of the big three,
you'll discover a surprising fact. Two offer the mere
appearance of integration, while one offers the real thing.
Millennium. A true family of systems in which the whole
works as smoothly as any part. In which every package
has the same query mechanism, the same report writers,
the same screen generation, the same on-line documenta-
tion, security and real-time capabilities. Giving you more
efficiency than ever before from all your data processing
resources.

Of the big three in business software, who's really
number one?

Finding out should be your number one priority.
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‘Touch Pad Keyboard* by Key Tromc

Expandm the Limits of
Integr%ted Input.

The KB 5153 Touch Pad Keyboard* is a technological breakthrough in input device capabilities. A
Mouse, Digitizing Tablet, programmable Function Keys, and Cursor Pad all encompassed in an AT style
keyboard, make the KB 5153 the most powerful input device yet!

Attach this new plug-compatible KB 5153 to your IBM* PC, XT* or AT*, and you'll discover a new
world of input simplicity. It's the ideal way to operate today’s advanced environmental software. :

The Touch Pad currently offers four modes of operation with unlimited flexibility for future

enhancements through utility software.
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Cursor Key Mode
The KB 5153 Touch Pad makes Cursor Key
operation faster and easier, and it is compatible with all
_existing software that accepts cursor key input. Move-
ment of your finger or stylus across the Touch Pad is -
converted to equivalent cursor key strokes. The result
is faster cursor movement — by a factor of 4 to 5.
Imagine what that can mean in word processmg and
spreadsheet apphcatlons‘

dit Style Si;e Pick Misc

Mouse Mode

Consider the Touch Pad as an alternative to a
Mouse. With the appropriate driver, it's compatible
with all existing Mouse software. Combining text
entry and pointing in a single compact unit frees up
desk-top space. And better yet, it makes lap-top opera-

tion a breeze.

Concurrent Modes

Both a pointing mode and the function key mode
can be used at the same time by dividing the Touch
Pad into defined areas. Or by assigning one of the
function keys as a Mouse Mode key, for instance, you
can toggle from a full function pad to the Mouse Mode
with the touch of a finger. The powerful, new KB 5153
Touch Pad Keyboard by Key Tronic provides versatility
for the most sophisticated input requirements.

*Touch Pad Keyboard is a trademark of Key Tronic Corporation.
*IBM, XT and AT are registered trademarks of IBM Corporation.
*PC Paintbrush is a trademark of ZSoft Corporation.




Absolute Coordinate Mode

When direct pointing is required, the absolute
coordinate mode is the answer. It’s perfect for graphics
applications such as CAD by providing fast, accurate
pointing to direct screen coordinates. It can be a digitiz-
ing tablet or bit pad and is likely to become your pre-
ferred pointing method.

Key Tronic expands the limits of integrated input! Simply put, the KB 5153 Touch Pad
Keyboard is the most comprehensive input device available today. A

Ask your Key Tronic Dealer for a demonstration of the new KB 5153 Touch Pad
. or call 1-800-262-6006 between 7am-3pm Pacific for more

Keyboard today . .
information. In Washmgton State, call (509) 928-8000.

- “Cedd e Key Tomié "
- key tronic

The Responszve Input Company

P. O. Box 14687 » Spokane, WA 99214 « USA
(509) 928-8000 TWX 510 773-1885

' The KB 5153 Touch Pad Kéybéa"rd' '
incorporates the popular IBM AT* layout.

CIRCLE 15 ON READER CARD

Function Key Mode
At the touch of a finger, the Touch Pad becomes

a Function Key Pad. By using the easy-to-operate

utility software, a programmable number of function

keys can be specified. In addition, a sequence of up to

70 characters can be defined for each function key, = = £

eliminating frequent references to software man-

uals: Blank, snap-on overlays can be labeled for -

your personal application. Pre-printed popular

software overlays are also available.
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WORKSTATIONS

SUPERMINI
ONA
CHP

Mini makers are readying
strategic new products just
as demand for them—and the
economy—is faltering.

by R. Emmett Carlyle

The leading American minicomputer
makers have been engaging in a massive
product buildup that is increasingly out
of step with the faltering domestic econo-
my. Digital Equipment, Data General,
and Prime are all bringing out “super-
minis on a chip”—machines with much
of the power of board-based products but
selling with much slimmer margins—
even as capital spending for computers is
slowing significantly.

The most rapid rate of expense
growth has so far come from DEC as it
shifts into volume on its mainframe class
supermini, the 8600, and hunts new mar-
ket share with its aggressively priced Mi-
crovax II, the chip-based vaX introduced
in May. DEC is clearly ahead of its compe-
tition in bringing microsuperminis to
market, so it has the most to gain if the
U.S. economy picks up and the most to
lose should the economy remain sour for
the balance of the year, as some experts
are now predicting.

The current slowdown is not limit-
ed to the well-publicized troubles that the
mini makers have had: the entire econo-
my grew at only .7% in the first quarter,
compared to 4.3% in the fourth quarter
of 1984. Moreover, the sectors most re-
sponsible for the slowdown are precisely
those that buy the most minis: U.S. indus-
trial and technical oems.

“The dollar’s strength is helping
overseas competitors take a greater slice
of this business,”” Data General chairman

~Edson de Castro says. In the first three

months of 1985, DEC and DG managed
only 3% and 5% domestic order growth
over the same period a year earlier, de-
spite racking up 49% and 44% order
growth overseas. (Both firms do about a
third of their business outside the U.S.)
DEC isn’t the only minimaker going
out on a limb at precisely the time that
the U.S. demand environment has soft-
ened. Despite the economic slowdown
and the uncertainties surrounding possi-
ble tax reform, there are many factors
working in favor of the minicomputer

companies: IBM notably lacks aggression
in its midrange, competition from super-
micro startups has diminished, and semi-
conductor prices are falling. Nearly all
the leading minimakers have now begun
to ship 3MIPS to 4MIPS superminis and
this explosion of processing power is cre-
ating new market opportunities.

“You’ve got to bite the bullet on
R&D and hope for the best,” says Data
General spokesman Dick Brown, adding
that the company’s R&D spending had
climbed rapidly to 10% of total revenues '
in the March quarter—two percentage
points greater than the year-end quarter.

Brown won’t say what the added
development dollars are buying, but
sources in the company’s customer base

- claim that DG is capping a low profile

four-year ECL development effort this
summer that will catapult the company
back to the top of the supermini class.

DG has built a SMIPS ECL uniproces-
sor.on three boards and a 2.5MIpS booster
on two ECL boards, these sources say. The
resulting 7.5MIPS combination, featuring
Motorola 2,800-gate macro array ECL cir-
cuitry and TTL interfaces to the rest of the
system, has been dubbed the “mv 12000”
by customers and will be announced by
the end of the year.

As part of a barnstorming finale
late in the year, Data General is also
readying its Microvax II response—
since, like DEC, it has made the necessary
investments in semiconductor technolo-
gy. DG’s senior vice president in charge of
its Business - Group, Robert Miller, is
openly critical of what he terms DEC’s ti-
midity with the Microvax II. “You don’t
do your customers any favors by half an-
nouncing a product,” he says of Micro-
vaX IP’s limited communications band-
width and current lack of vAXclustering,
peripherals, and the All-in-1 office auto-
mation software. ’

Miller does, however, concede
that because DG will enter the market lat-
er than DEC it has to add more value than

'Data General's Micro Eagle will

be afive-chip pc with a full MV ar-
chitecture, CEO office software,
and IBM PC support, for $7,000.

its larger competitor—"“and we will.”
Miller confirms that a challenger is being
readied this year: “Expect a few sur-
prises,” he says.

The clue to what added value to
expect from DG may have come from an-
other competitor critical of the Microvax
I1. Andrew Knowles, the former head of
DEC’s terminals division, is now head of .
the Workstations, Terminals, and CAD/
CAM group at Prime—another minimaker
undergoing a big buildup-during the cur-
rent U.S. order slump.
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“Though DEC seems to think it
can announce the Microvax II and soft-
ware will simply fall from heaven, it
should be stressed that vars and oems will
have to recode VAX programs to run on
the new workstation,” Knowles says.
“With only a subset of the operating sys-
tem and instruction set, DEC is not yet of-
fering a full VAX on a chip.” (The full vax
architecture on eight chips, the Microvax
III, will be announced next year—see
“peC Puts VAX on Eight Ics,” Feb. 1,
p- 34) )

Data General’s strategy is to skip
the intermediate stage and offer a full Mv
architecture with a personal computer
implementation costing around $7,000.
Known internally as the Micro Eagle, the
unit will be offered with its CEO office
software ‘and support for the ubiquitous
1BM PC. The Micro Eagle has been built
on five chips, four for full Mv and one for
the floating point, processor.

Prime, for its part, lacks the semi-
conductor capabilities of its larger com-
petitors, and is thus late into the
workstation business. Still, a new work-
station will be announced by year’s end,
the company has revealed. Jim Twiname,
dp manager at Stonhard Inc., Maple
Shade, N.J., a big Prime customer in the

manufacturing sector, says that pc and
workstation support isn’t essential yet.
“We [Prime customers] tend to access our
superminis from semi-intelligent termi-
nals. Since software issues drive the busi-
ness, our programs would have to be

Prime’s buildup may be the
riskiest of all, butit has been sup-
ported by its large overseas busi-
ness—45% of total sales.

recoded before they could run on a work-
station,” he explains.

Knowles says that the software is

currently under development and will be
ready this year. At that point, the compa-
ny is expected to announce a new CAD/
CAM workstation built by Raster Tech-
nologies, North Billerica, Mass. Finally, a
smaller, repackaged version of the
.75M1Ps 2550 low-end mini is slated to
take up a workstation mission.

In some ways Prime’s buildup is
the riskiest of ail. Stonhard’s Twiname
says that Prime’s product, manufactur-
ing, and field support organizations are
capable of supporting a much larger reve-
nue base. Consequently, the company is

now aggressively expanding both direct

and var selling and distribution channels

at a time when the U.S. demand picture is
fuzzy at best. But so far Prime has been
supported in these efforts by its large
overseas business—45% of total sales.

“Of course, new channels need
new products,” says Prime spokesman
Joe Gavaghan, “and we’ve been spending
heavily in the R&D area, too.” Later this
month the company is expected to an-
nounce a wide-ranging office automation
offering that includes support for the 1BM
pcC. It will also debut a new 1BM 3270-like
terminal that runs MS/DOS programs and
ties into IBM’s SNA.

Both DG and Prime will announce
powerful new word processing worksta-
tions for their respective OA environ-
ments, insiders say. DG’s—code-named
Shark—offers a variety of secretarial in-
terfaces and allows users to run IBM PC
programs in DG’s CEO office software en-
vironment and format. Prime’s offering—
code named Tl—is being oemed from
Convergent Technologies.

With so much going for the super-
mini makers, at any other time shark
might have been an appropriate descrip-
tion of their market potential. ‘“The irony
of the current situation,” says Hambrecht
& Quist analyst Marc Schulman, “is that
macroeconomic forces have conspired to

JULY 1, 1985 31 -




"NEWS IN PERSPECTIVE

produce an industrywide domestic order
slowdown at precisely the time when all
other environmental forces are favorable
for the minicomputer companies.

the history of the industry,” he.adds,
“and frankly I see no light at the end of
the tunnel until late in the year.” Schul-
man notes that DG’s aging 16-bit mini
business virtually evaporated in the first
quarter, a demise confirmed by DG.. “His-
torically, this product line is the most sen-
sitive barometer of all the major mini
makers’ revenue streams. Consequently, I
believe that the mdustry has not yet hit
bottom.”

Faced with such a prognosis, the
question facing DEC is whether its Micro-
VAX II—which, unlike DG’s and Prime’s
offerings, is'a market reality now—will
-attract a host of new users or simply cut
into sales of DEC’s more profitable minis.
Yet the latest DATAMATION/Cowen &
Co. ‘silrveyy of 5,000 installations shows
that most potential new users are still al-
most totally preoccupied with digesting
and . integrating the IBM PC into their
mainframe " core (see “Up, Up, and
Away,” May 15, p. 32), meaning that the
market for -departmental superminis is
still relatively small.

' More, to the point, DEC still
doesn’t support the IBM PC, and probably
won’t until late in the year or early next
year, according to industry observers.
“This is an absolute prerequisite for sell-
ing to the Fortune companies,” says Dale
Kutnick, an independent consultant in
Wayland, Mass. “Though DEC’s Micro-
vaX II is two years ahead of 1BM, and is
the right box for its engineering users and
vars, ‘it’s the wrong box for corporate
America at this time. DEC is moving too
fast for the Fortune companies,” Kutnick
says.

’ A DEC spokesman counters, “The
best hedge against a recession is the right
product. There is always a market for the

" right product, and we believe the Micro-
vax II is that product.” Sources say DEC
hopes to sell 20,000 units by the product’s
first birthday next July, but, as Schulman
points out, a lot.of 1985 orders will be at
the expense of the low-end vaX 725 and
730 and the medium-sized 750—*"all of
which carry much higher margms
What’s more, Schulman says, the compa-
ny might not be able to ramp up produc-
tion of its 8600 and Microvax II fast
enough over the next few months to re-
place lost demand for other vaxs. “Evi-
dence of self-impact at the high and low
end is already widespread.”

Though the Microvax may not be
the right box for the large corporations—
which DEC disputes—it already has many
ardent admirers within the var communi-
ty because of its unparalleled price/per-

“It’s a most curious juncture in |

formance. Applicon, a var in Burlington,
Mass., that buys DEC’s computers and

“then packages them into CAD systems,

waxes lyrical about the tiny VAX and says
it expects to order 200 of them in the first
six months after they become available.
“Should either the U.S. economy
or the corporations manage to get back in
step with the minicomputer companies
through the balance of the year, they
should all take off like rockets,” Schul-
man says. If not, the' Microvax II may
soon wind up right back where it was in-
troduced-——as an exhlblt in a computer
museum @®

DBMS

IBM
BOUNCES
BACK

A host of major enhancements to
relational database management
system packages are commg in
September.

by Tom McCusker

Two years ago when it announced a rela-
tional database management product
called Database 2, IBM not only blessed
the relational database concept but also,
as it soon became clear, the products of
such savvy independent organizations as
Applied ‘Data Research, Cullinet Soft-
ware Inc., and Cincom Systems,

Last year, as DB2 began to seep
out among a small, controlled user base,
which today numbers about 200, IBM
gave the competition more to crow about
than just its approbation: it was becoming

evident that DB2’s shortcomings would
give the independents a commanding lead
for many reasons. Not the least of these
was IBM’s commitment to prolonging the
life of its aging hierarchical Information
Management System approach to data-
base management, while limiting DB2 es-
sentially to end-user applications in the
1BM-coined “information center.”

So, rather than bring’ to a screech-
ing halt a rash of competitive DBMS soft-
ware - evaluations, IBM’s announcement
accelerated these evaluations. A host of
user surveys indicate that. the indepen-
dents have placed the majority of DBMS
packages in IBM system sites.

. A DATAMATION/Cowen & Co.
study of 2,947 1BM and IBM- -compatible
sites (see *“Up, Up, and Away,” May 15,
p. 32) found Applied Data Research and
Cullinet to be capturing a hefty 41% of
those planning to-install a mainframe-
type DBMs product over the next two
years. Those showing a preference for
IBM’s products during the same period
dropped to 33% from the 40% that had
installed IBM products this year.

A study by Computer Intelligence
Corp., La Jolla, Calif,, and Dataquest,
San Jose, two market research- firms,
found that installations of DBMss and
fourth generation languages by nine inde-
pendents rose 9% between last October-
and this April. IBM’s increase langulshed
at 2%.

Other market studies conclude
that IBM is in trouble—to the extent thiat a
giant bothered by gnats can be considered
to be in trouble. International Data Corp.
recently predicted that nearly half of the
DBMS sales made in 1988 will be made by
independents. Studies by the Gartner
Group Inc., Stamford, Conn., suggest
that IBM’s data management products are
weak in most functional areas.

Don’t count out IBM, however.
Consultants and users familiar with the

32 DATAMATION




AS OF NOW
YOUR DEFINITION

| Until now there
were any numberoffourth
generation, rela-
>, fional data-
base manage-
" ment systems
that were, by their
P definition, complete
" Nowthereis only one: DM
fromBattelle. |
| With DM there is now a
DBMS that handles numeric and textual information with equal
facility, manipulating and retrieving it with an English-like, non-
procedural command structure. DM deals with a bzrth date ora
two-page abstract with equal ease. _

DM provides whatever level of command language thatmay
be required - from menu driven procedures for the casual user
to COBOL and FORTRAN precompilers for fransparent mtegra-
tion into exzstmg applications programs.

With DM, many of the limitations

thatyou accepted with the “complete” %

DBMS no longer exist. See what 7An® BDMa“'?ID !Cvem
complete means now. Call I-800-328- | s

2648 for more information. | tadematf Dt aupren

Battelle Institute, Ltd., 15, Hanover Square, London WIR 9AJ, England, 44-1-493-0184/5
Battelle Geneva, 7, route de Drize, 1227 Carouge-Geneva, Switzerland, 41-22/43.98.31
Battelle InstituteV., AmRomerhof35 6000 Frankfurt/Main 90, West Germany, 49-611-79080
Battelle, Bureau de Paris, 9, AvenueFranklinD.Roosevelt, 75008 Paris, France, 33135977522

Main office: Columbus, Ohio
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turf say that Big Blue is about to unleash
some potent new functionality that will
threaten the DMBS upstarts.

Specifically, they think DB2 is a lot
stronger than IBM is making public. “Us-
ers with whom I talk tell me DB2 per-
forms better and has more features than
IBM has presented to them,” says consul-
tant Steven Pfrenzinger, president of 1MS
Consulting Inc., Encino, Calif. He ac-
‘knowledges, though, that for the most
part, IBM customers are remaining with
IMS in production environments and are

using fourth generation languages instead
of DB2 it the information' center. “But
wait until this fall, when IBM announces
new releases to the product,” Pfrenzinger
warns. He suggests that its features will
be strong enough for the company to
quickly regain the momentum he says it
lost to the independents.

The independents, noting that
they have a commanding lead both in the
development and availability of relational
systems, contend they can remain ahead
of anything I1BM offers. “As they improve

Introducing DYL-VLINK:"

Talk About Versatile.
Transparent. And Easy.

You’ll hear a ot this year about software linking micros to main-
frames. But you won't find a package that’s more complete than
DYLVLINK* from Dylakor, the new communications link for IBM
PCs, compatibles, and many other microcomputers**

Far more than a simple upload/download facility, DYL-VLINK
forms a new framework for shared intelligence between micros and
mainframes. With its virtual disks, you can access mainframe files and
application software directly from your micro program. Transfer
data quickly And protect it with four discrete levels of security. All
using only eight easy commands from your personal computer.

Now a word about the future: DYL-VLINK accepts virtually all
standard communications devices to access the TSO, CICS and VM/
CMS environments. And there lies the power and flexibility to put

your data operation into the new age.
Call (818) 366-1781 or write today

for your free DYL-VLINK demonstration

diskette —and let us show you the new -

power of personal computing.

.*TEMPUS-LINK™ from Dylakor
**List included with our brochure.

Dylakor

A Sterling Software Company
17418 Chatsworth Street

P.O. Box 3010
Granada Hills, CA 91344-0075

"‘327X emulators, protocol converters, and ASYNCH/TTY devices.
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their DBMS, so will we,” says Martin
Goetz, president of Applied Data Re-
search, who adds that ADR will have a
product announcement in September,
about the same time as IBM’s expected
new release of DB2. He said ADR will en-
hance security features and offer a 20%
to 40% improvement in the speed of
Datacom DB, ADR’s relational DBMS.
Cullinet and Cincom Systems con-
tinue to add-applications software pack-
ages that run with their respective DBMSs.
At a time when packages are proving to
be considerably more cost-effective than
software developed in-house, customers
are snapping up both the software pack-
age and the DBMS. Cincom’s relational
system is called the Totally Integrated
System and Cullinet’s is a version of IDMS
called 1IDMS/R. Cincom, which has in-
stalled some 240 TIS systems, including
some at sites that are converts from IBM’s
IMS DC, claims it will generate revenues of
$70 million this year from TIS, or about
65% of its total revenues, projected at

ADR will offer a 20% to 40%
improvement in the speed of -
DatacomDB.

$110 million to. $115 million. Cullinet
says it has installed 1,000 copies of
IDMS/R and expects to double that num-
ber by year-end. ADR has about 900 in-
stallations of Datacom DB.

It seems to be just a matter of
prospecting. “IBM will get lots of sales
without us ever knowing,” says Dennis
Yablonski, president of Cincom Systems.
“But we have a very good track record in
beating IBM when we know thcres an
evaluation under way.”

Ronald G. Ross, edltor and pub-.
lisher of the Database Newsletter, Boston,
cites Cullinet Software’s “uncanny. mar-
ket sense for people with bucks to spend.”
Others may have better products, Ross
adds, but none have the intimacy with the
buyer that Cullinet has. Informal conver-
sations with dp managers who have opted
for Cullinet’s products repeat that
theme—while another vendor may have a
slightly better product than Cullinet’s, no
one else comes close to offering a more
highly integrated package of products.

~  Aslong as IBM with its DB2 prod-
uct follows what is being called a dual
strategy, it will remain vulnerable to inde-
pendents’ offerings, market researchers
say and competing vendors hope. This
dual strategy stems from IBM’s need to
protect its many thousands of IMS users.
It recommends that its relational prod- -
ucts coexist with, not replace, IMS. When
it announced DB2 in June 1983, 1BM said
the product “may coexist with and com-
plement IMS,” and added that it “will pro-
vide an excellent foundation for decision




Now that your company owns its 't'eI'Ephone system...

..how do you propose to keep track of it?

With today’s complex communica-
tions systems, keeping track of
inventory can be as demanding as .
running a company. You need a
method of inventory control that's
fast, inexpensive and accurate. You
need Account-A-Call’s Inventory
Control Software System.

The system provides information
about each piece of equipment,
including USOC codes, vendors,
locations, the initial price of pur-

chase, leasing information, charge

centers and trouble histories. ‘
It tracks equipment problems and
maintains statistics on individual

vendors. With the Inventory Control o

System, you can define and refer-
ence the cabling/circuits of the
local and remote networks as well
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as maintain pricing and circuit
usage information. The Account-A-
Call system is designed for use on

- the IBM-PC. ‘

If you're ready to update your in--
ventory control, we're ready to help!
Call us, today at: (818) 846-3340.

Or write::Account-A-Call Corpora-

. tion, 4450 Lakeside Drive, Burbank,
CA 91505. ( E

Account-A-Call

CORPORATION

©1985, ACCOUNT-A-CALL CORPORATION
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YOUR TWO FAVORITE
COMPUTERS NOW HAVE ONE
THING IN GOMMON.
YOUR FAVORITE GRAPHICS
TERMINAL.

Introducing the new CX4100
Series of Tektronix high perform-
ance, yet affordable color
graphics terminals.

Now you can have the Tektronix
PLOT 10 graphics command set
you've always wanted while you
use the host of your choice, IBM
or DEC. Just by typlng a snngle

Famitiar 3270 IBM-style alphanumeric
output is fully emulated on all CX4100
terminals. Enhanced IBM-style key-
board is part of the package.

“switch-host” command.

Tek's CX4106, CX4107 and
CX4109 are all directly plug com- -
patible with both host environ-
ments. One coax to a standard IBM

3270 controller is all you need or
one RS-232 connection to your
. DEC system.

To make your use of existing or
new graphics data fast and friendly,
the CX Series comes with an

- Tek enhancements:

|IBM-style keyboard. Plus

individual key program-
mability, user-selectable
ten-key pad, and joydisk for -
quick cursor movement and
graphics input.

Screen output will be just
as familiar as keyboard layout.
32-line 3278/3279 alphanumeric
emulation is builtin. And sois
full support for the 4957
Graphics Tablet, plus full
hard copy and transparency.
outputtoafullrangeof <

.

Tektronix Color Graphics T

Copiers and the 4510 Color
Graphics Rasterizer.

IBM flexibility is matched by
DEC flexibility. In RS-232 mode,
the terminals can run all VT100

applications through the extended

ANSI X3.64 command set. In addi-
tion to the host interface port that
transmits data at rates up to 38.4k
baud, CX terminals are provided
with two additional RS-232 ports
and a Centronics-style parallel port
for connecting a wide range of
peripherals. .

Butbest of all you'll have great
graphics and full software com-
patibility. The CX Series will accept
many existing programs written for
4010, 4100, and 4110 Series termi-
nals. And they're fully compatible
with PLOT 10 IGL, GKS, and TCS
programs as well as with popular
third-party software such as SAS/
GRAPH® ISSCO’s DISSPLA® and
TELL-A-GRAF® and Precision
Visuals' DI-3000®

Tek's all new p%msion ink jet 4692
color copier produces very high quality
full color transparencies or hard copy.

That's software investment pro-
tection—matched by technology
protection. CX terminals feature
a 60 Hz non-interlaced display
with 4096 x 4096 addressability
displayed in a 640 x 480 matrix.

16 colors, eight line styles, 11
marker types, rapid area fill, scal-
able/rotatable text, complete seg-
ment support, true zoom and pan,
and separate dialog area. It's all.
there with the full PLOT 10 com-
mand set.

So don't wait. Set the best of
three worlds on one desk: TEK,
DEC, and IBM. Contact your local
representative today for information
on the CX4100 Series. Call
1-800-547-1512.'In Oregon
1-800-452-1877.
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AST Delivers Cost-Effective, Single-Link

Mainframe Access for Multiple Users

Now single-link communications to
an IBM® mainframe host for up to
five PCs is easy, practical and cost-
effective with AST-SNA/CLUSTER™
and AST-BSC/CLUSTER® In your
cluster, one PC with a host attach-
ment acts as a Master control unit.
Four additional PCs or ASCII termi-
nals can be attached through the
Master PC—all communicating with
your host in a background mode,
over one telephone line.

3270 Screen Emulation. Whether
your communications environment
is SNA/SDLC or Bisync, AST’s com-
plete hardware/software solution
gives you full-screen 3270 emulation.
Turning all five of your PCs into
new, powerful, non-dedicated com-
munications tools.

Additionally, each cluster package
provides 3270 printer emulation
for your Master PC'’s attached printer.

Maintain PC Functionality. Our
special “hot-key” capability allows
you to move from 3270 communica-
tions to native DOS instantly —with-
out transmission interruption—on
any of the clustered PCs. So while
you're running spreadsheets,
graphics or wordprocessing in the
foreground on the Master PC, other
PCs in the cluster are able to com-
municate with the 3270 host in the
background.

Easy to Install and Use. Host
access for the Master PC is as easy
as attaching any IBM 3270-type
cluster controller to your network.
And like all AST products, each
cluster package comes complete with
comprehensive, easy to understand
documentation.

Create your own possibilities
with an AST cluster. Call our Cus-
tomer Service Information Center
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(714) 863-1333 or visit your local AST
dealer. AST Reserach Inc., 2121 Alton
Ave,, Irvine, CA 92714, TWX: 753699
ASTR UR.

AST/CLUSTER FEATURES

* Choice of models for SNA/SDLC or BSC
environments.

* Master PC has 3278/3279 compatibility.

¢ Cluster comprises a Master PC and up
to 4 additional PCs or ASCII terminals.

¢ 3274 Model 51-C or 3276 emulation.

* 3278/3279 Model 2 Display emulation.

* 1200-9600 BPS synchronous operation
(BSC or SNA/SDLC).

* 110-9600 BPS asynchronous operation
for PCs or terminals attached to Master PC.

* Basic 3270 attributes—Configuration
Support B.

s PC-compatible printer supported as 3287,

AST-SNA/CLUSTER and AST-BSC/CLUSTER trademarks of AST
Research Inc. IBM registered trademark of International Business
Machines Corp.
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support systems in information centers.”

What IBM was saying, explains
Goetz of ADR, is that it was “recommend-
ing a relational database system for infor-
mation centers and PC. useérs and a
hierarchical/network database ' product
for production users . . . and, in addition,
that the data be stored in two databases
and transferred between databases as of-
ten as necessary to keep the data ‘up-to-
date.”” ; .
He charges that this is based on a
fallacy that end users don’t need current
operational data and instead can access

and update “almost-current data.” The’

fallacy will be wiped away, he adds, as

simple PC applications grow in complexi-

ty and function, as they are wont to do,
and thus evolve into major applications,
“If these applications use old data they

ADR and Cullinet have strong
migration packages for IMS users
who want a relational DBMS.

can thoroughly poison the best conclu-

sions of an organization’s. decision mak-

ers.” Goetz, however, thinks IBM’s dual
strategy will go on for another five years.
Paul Hessinger,. director of ‘advanced
technology research for Computer Task
Group, a Buffalo consulting organization,

says IBM simply can’t overlook the techni-
cal complexities in many IMS applica-
tions. He believes it is a ‘‘borderline
impossibility” that 1BM will soon change
its dual database approach.

It’s not that 1BM couldn’t provide
a way for users to migrate easily from IMS
or DL/1 (products, incidentally, that are
believed by market- researchers to have
generated more than half a billion dollars
of 1BM’s $3.2 billion in software revenues
last year) to a relational product. At pres-
ent it doesn’t think that’s the way to go,
according to several observers.

Ross of Database Newsletter re-
calls how IBM in the late 1970s announced
that it wouldn’t introduce a relational
product until it had a good migration
path. That hasn’t happened, he noted,
adding that IBM introduced a relational
DBMS simply because the 1BM-generated
concept of the information center created
a need for one. »

Into .the migration path void
marched the independents. ADR recently
announced DL/1 Transparency, an up-
grade package that offers an automated
migration path from DL/1 and IMs to
Datacom DB. The $40,000 ($30,000 for
DOS' environments) upgrade consists of
utility programs that automatically rede-
sign the database for Datacom DB, load

and convert the actual data, populate the
database dictionary, and provide an ongo-
ing basis—a layer of software that allows
older DL/! and IMS applications to make
calls to the new relationally structured
data. .

~ The product, which is being tested
at a dozen user sites, will be available in
August. Cullinet’s product, Escape DL/2,
has been in use two years, but the compa-
ny says it isn’t a fully automated tool.

Some sources expect IBM’s new
release to include microcode
assists, Others say DB2isn't
ready to be microcoded yet.

Some 70 IDMS/R sites are using the prod-
uct. Cincom. doesn’t provide automatic
tools to convert IMS users to TIS, even
though 40% of its 240 TiS customers are
either new users or users migrating from
the IMS family, albeit with fewer applica-
tions and thus less complicated conver-
sion = problems. “‘These users simply
rewrite their systems,” explains Cincom’s
Yablonski. C

" TOTAL users converting from Cin-
com’s’ hierarchical DBMS to TIS don’t
change programs or files:. Instead, they
use utilities that enable programs to run
in a compatibility mode without the need

Your Guru”
awaitts.

ARTIFICIAL

Guruis a trademark of MDBS, P.O. Box 248, Lafayette, IN 47302 317+463+2581
L7 7.~ CIRCLE22ONREADERCARD -

INTELLIGENCE
FROM MDBS. COMING SOON.

Ext. 265).

145 Keep Court
Telex: 38-4868.
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What will it take to

be sure your computer
power is really
uninterruptible?

Thunder and lightning? A small static discharge?
LorTec knows. Qur 200 VA to 150 kVA
Uninterruptible Power Systems have
provided two decades of reliable
protection for critical loads against
interruption, regardless of source.

There are over 170 essential
questions to have answered
before you commit to any UPS.
To help, we'll send you our -
FREE UPS Decision Makers’ Kit.
Just call LorTec toll-free at :
1-800-222-2600, Ext. 265
(In Ohio, 1-800-556-1600,

LorTec Power Systems, Inc. ' £

Elyria, OH 44035

LorTec reliability
is uninterruptible!
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Let Dataware provide
proven software and
dependable services
for your conversion

COBOL to COBOL
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AUTOCODER/SPS to COBOL
Circle 97 on Reader Card

EASYCODER/TRAN to COBOL
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BAL/ALC to COBOL
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"A Computer Task Group Company S

3095 Union Road
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for an intermediary kind of software, ac-
cording to Yablonski.

IBM has -told investors of 1ts long-
term goal of 35% annual growth rate in
software revenue. So it must protect its
DBMS market, which represents nearly a
fifth of its total software revenues. How
will that be done? .

Pfrenzinger believes that the com-
pany will win over customers by offering
better performance with its next release of
DB2, perhaps even presenting a product
that questions the true “relational” na-
ture of competitors’ products. For exam-
ple, he says 1BM will announce improve-
ments in the referential integrity of the
relational product as well as an improve-
ment over DL/1. He says DB2’s perfor-
mance is only about 50% to 60% that of
DL/1. Referential integrity, an essential
function in relational database products,
applies to logical relationships. It dic-
tates, for example, that a purchase order
may not be written for a nonexistent ven-
dor and, conversely, that a vendor cannot
be removed from the database if purchase
orders are. aSsigned to the vendor. If these
relationships aren’t defined the system
cannot enforce them.

Relational mtegrlty is. a feature
ot fully supported .on existing relational
systems, contends Pfrenzinger.

Other sources expect IBM’s new re-
lease to include microcode assists—the
placing of a large number of instructions
into a much smaller number of instruc-

“If these applications use old data
they can thoroughly poison the
best conclusions of an organiza-
tion’s decision makers.”

tions that are in microcode. This en-
hances execution speeds. Others have
doubts. “IBM’s DB2 isn't ready to be mi-
crocoded yet,” says Ross, noting that
microcoding also means freezing part of a
design.

In all of this speculation, one fact
remains clear: IBM has lost-and continues
to lose ground to independents Its new
release could help it regam that lost terri-
tory, even if it doesn’t give IBM a product
superior to that of its competitors. All
1BM has to do, say the observers who fol-
low software trends, is give an indication
that it intends to remain in the relational
market for keeps and that its customers
can feel comfortable that it has their in-
terests in mind. Another fact is. clear:
large users are looking at competitive of-
ferings. What these users see may not be
the appeal of remaining in the 1BM fold.
Rather, they may be drawn to the prod-
ucts of the independent vendors, who are
under great pressure to offer the kind of
productmty that end users are demand-
ing today. ®

NETWORKS

SNATO
LAN LINKS
SOUGHT

Software to tie local area
networks to an SNA mainframe
environment is now available. But
are users ready for it?

by Irene Fuerst

Entrepreneurs can be like children. The
first kid on the block with a new toy has-a
certain cachet, a je ne sais quoi. Big kids
feel the same when. they start making
toys—they want to sell the first one. But
when your toy is made with microproces-
sors, watch out for the Big Blue school-
yard bully. Not to mention the fact that
the other kids may not be ready to play.
: All of this comes to mird when
one hears California Network Systems, a
Milpitas, Calif., startup, claim to be ship-
ping the first gateway to SNA environ-
ments from the 1BM PC Network. Its
gateway simply links a network -as a
whole to an SNA mainframe, replacing ex-
pensive point-to-point links over modems
or using IRMA boards, coax, and special
software for a mere screen transfer. The
CNs package also acts as an ASCII-to-SNA
protocol converter.

Called the pc Network/sSNA 3270
GateWay, CalNet’s product emulates a
3274 cluster controller, allowing pcs on
the network to emulate 3270 terminals.
CalNet’s product line extends from a soft-
ware package to be used with the pC Net-
work boards to a network server.

CalNet vp Tom Longman  ac-
knowledges that 1BM has also announced
a gateway, but says that his company’s
product was actually first to ship. An IBM
representative ‘says the company’s pC
Network/SNa 3270 Emulation Program
has been available since April for a per
user license fee of $375. 1BM doesn’t seem
to be shipping many networks, though,
according to outsiders, a fact that could
spell trouble for CalNet. 1BM declined to
provide any PC Network shipment infor-
mation. IBM has also announced a Series 1
pC Connect that lets the minicomputer
act as a gateway between a PC Network
and a mainframe running SNA.

“1BM announced a software emu-
lation package, but it’s not yet available,”

- says Longman. The IBM product, which

requires an IBM PC dedicated as the gate-
way, costs.between $2,000 and $4,000 for -
12 users, he claims. CalNet’s entry-level
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WORK STATION
PRODUCTIVITY.

It's time to stop talking about more work per
dollar and do something about it. By installing

cost-effective Decision Data work stations for your

IBM System/34/36/38 right now.

~ Decision Data has developed a whole family of
economical work stations with improvements that
increase productivity and add operator comfort.
Models with glare-free green or amber screens
that tilt or swivel for easier viewing and reduced
fatigue. Palm rests to keep hands from getting
tired. And other details that have been thought
through for convenience, such as highly visible
status indicators, and as obvious as it may seem,
an on/off switch that’s placed up front for easy
access.

In short, Decision Data gives you more of the
features, comforts and capabilities you need, at
prices that are more attractive, backed by nation-
wide and worldwide service that makes you feel
more comfortable.

It's easy to understand why Decision Data
makes and sells more peripherals compatible
with the most popular IBM business-computer
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. l Company

systems than any other company. Including

‘the CWS, a display work station that also

operates as a compatible
Personal Computer,

plus the rest of our family of
printers and other productive
peripherals.

- But they can't do you any
good until you install
them. It's your decision.
The sooner the better.
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UNIX'SYSTEM V. SOFTWARE THAT STACKS UP

High-quality application software written
for UNIX System V. is available now. And

" new business programs are contmually
being developed.

That means increased market oppor-

" tunities for VARs and ISVs. Andend
users can be certain their investment in a
_ UNIX System V-based computing sys-
- tem is a smart, sound one. : :

Quantity and quahty

The market for products that are based on

UNIX System V has grown significantly
over the last two years. There are now

“hundreds of packages written for UNIX .
System V. And this growth will continue.”

Quality applications—general busi-
ness-packages and development tools—

are now available for the AT&T UNIX PC.

And AT®T is putting together even more
hardworking, industry-specific software

© 1985 AT&T Information Systems.

 to run on ATST 3B2 and 3B5 Computers.

With so many packages available,

VARS can offer more turn key systems

‘based on UNIX System V to an ever-

* growing customer base. ISVs can sell
~ software to even more customers. And

end users caninvest ina UNIX System
_confident there is plenty of quality
software available.

Software you can bank on

' UNIX System V has gained acceptance as
- apowerful, versatile computing standard.

More hardware vendors like NCR; Altos,
Motorola, Perkin-Elmer.and Sperry are

 joining AT&T in offering products based on

UNIX System V.
And we've introduced the System V

Interface Definition. Software written - -
. under the Interface Definition can runon -
= current and future releases of A’I&T s

UNIX System V, as well as various Sys-

tem V derivatives offered by AT&T"

licensees. So there will be an even larger,
more comprehensive base of portable

- software from which to choose.

Our comprehensive UNIX System Vv
Software Catalog lists a full range of pack-

-ages that run under UNIX System V. For
‘end usersit's a reference guide to the

programs available. And for developersiit’s
a smart way to ensure packages will have
even greater exposure to the growing

" UNIX System V market.

. To learn more about UNIX System V

> market opportunities, order the UNIX

SystemV Software Catalog—at $19.95

plus tax. Call1- -800-432- 6600 and ask for

Operator 390.

UNIX System V. From AT&T
-Consider it standard
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gateway software package is also priced
at $375 per user, but the Gateway PC re-
tains its local processing power. CalNet’s
product “offers a clear migration path,”
according to Longman, from an eight-
user software product to a software and
hardware solution that will support 48
| concurrent sessions, for $500 per user.
Of the thousands of mainframe
sites running SNA, CalNet expects 40%
will want connectivity to LANs. Although
the potential is there, the market is likely

to get crowded as IBM and others release.

gateways. Hints a representative of Sytek,
Mountain View, Calif., which did much
of the pCc Network development, ‘“We
haven’t announced anything yet.”
Dozens of companies like 3COM,
Sytek, Corvus, Novell, and Digital Com-
munications Associates are dependent on
microcomputer communications with
mainframes and other micros, so IBM’s
moves can literally make or break them.
Every shred of marketplace advantage is
crucial, .and CalNet is in a race against
time. “Being first is always extremely im-
portant,” explains Los Altos, Calif.-based
consultant Omri Serlin. “It doesn’t guar-
antee success, but being number four
makes it harder.” Adds Brian Jeffery of
the International Technology Group.con-

sulting firm in Palo Alto, Calif., “It’s not-

going to make them rich. In three months
they’ll have lots of competition.”
CalNet, and other vendors in the
micro-to-mainframe business, may be too
far ahead of the market, however, given
the dearth of PC Networks. The largest is
rumored to be a 20-station network in-
stalled in a computer store on the East
Coast. “If you look at it today, there are
too few pC Networks to make this an is-
sue,” says Serlin. Adds Jeffery, “the feed-
back I’ve been getting is that the PC

“The feedback I've been getting
is that the PC Network isn’t
exactly going great guns."”

Network isn’t exactly going great guns.
One of the great mysteries is, “‘Where is PC
Network?” »

’ Tying your fortunes to those of
IBM isn’t such a bad idea, unless you
choose the wrong end of the elephant.
The pc Network in its current incarnation
hasn’t garnered accolades, and many of
the participants in the Elephant Waltz

“hope that they can duplicate the success

of others who have triumphed when Big

- Blue slipped. Anyone seen an 1BM Porta-

ble pC lately?
The subject of local area networks

‘asa Whole is 'like the old saw about the

weather—everybody talks about it but no
one does anything about it. This year, it’s
LANs; last year, it was integrated soft-
ware. Future Computing of Dallas, which
specializes in sunny forecasts, puts the
market for pc networks at $1.6 billion for
1988. International Data Corp., Framing-
ham, Mass., puts the market at less than
$450 million for the same period. Repeat-
ed annual surveys of DATAMATION read-
ers indicate that 10% have some sort of
LAN and another 20% plan to buy one in
the next year. But in the surveys taken a
year later, only 10% have LANs.

The confusing state of affairs may
reflect that there’s not a whole lot of fire
to account for all the smoke as yet. The
actual installed base is 40,200 personal
computer networks installed by year-end
1984, according to IDC, with about eight
pcs per network; many seem to be used by
small businesses that don’t have a main-
frame or SNA to worry about. '

Groups who have installed sSNA
gateway'equipment to personal computer
networks often do so on a modest scale.
James L. Albin, director of financial sys-
tems planning for Detroit’s Henry Ford
Hospital, first connected about eight pcs

- using Nestar’s LAN about 14 months ago.

A network that has since expanded to 30
users, Albin’s group added a Nestar gate-

DATAMATION research reports have
the answers. We regularly survey our

183,000 readers around the world about
their operations, and detailed statistical
reports of these studies are now available.

TO: Laurie Schnepf, Research Director, Technical Publishing
875 Third Ave., New York, NY 10022.

I I
| I
| Please send me ~copies of: l The 1984 DATAMATION Salary Survey,
| ___the 1984 DATAMATION Salary Survey, at $100 each. | including 160 pages of tables covering
~ I 43 dp job categories in 18 geographic
| ___the 1984 ’DATAMAT|ON Budget Survey, at $100 each. areas and 11 different industry catego-
| Acheckis enclosed for $ I g’f'_i_‘i\ﬁx%gﬂeéo& $10% The 1984
- . udget Survey report
| Please send the material to: I and executive summary, including 261
| Your name : | pages of tables cross tabulated by 11
Title | industry categories and 16 line items of
| the typical DP budget, is only $100.
| Company name | Forifurther information contact
Address | Laurie Schnepf, director of research,
| Technical Publishing Co., 875 Third Ave.,
| Gy State, Zi | New York, NY 10022.
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.way about six months ago. “Our initial
motivation was to share information and
have local computing capability,” he
says, noting that gateway access elimi-
nates multiple connections. “If you are in
a ‘network ,environr'nent it is certainly
more cost-effective.”

Many microcomputer networks
have only an either/or setup—users can
communicate either with the mainframe
or work with the pc, but cannot transfer
data back and forth or even toggle be-
tween sessions. Albin says he has no di-
rect file transfer capability as yet. *“To me,
that’s one of thé major things,” he says,
adding that file transfer is currently done
with a 1,200-baud modem.

. One concern among MIS people is
what Jeffery terms the “holdback factor.”
He says managers are holding off making
a decision vis-a-vis networks until IBM’s
token ring is released, which may not be
for two or three years. ‘“The holdoff fac-
tor on the token ring is affecting PC Net as
well,” he says. :

For MIS managers who demde to
jump in now, the holdback factor, the ex-
pense, and the plethora of network
types—broadband, baseband, twisted
pair, fiber optics, etc.—can lead to a
quick and dirty. “throwaway” solution
that’s easy to swallow and easy to expand.
“That’s where low-cost nets come in.
They’re easy to cost-justify,” says Bennett
Wiseman of the Cupertino, Calif.-based
market research firm, Infocorp. Low-cost
networks such as Apple’s AppleTalk con-
nect only small groups of workers, but
they can themselves be linked by other,
more powerful networks. Gateways, he
says, are ‘“going to be a very slow strate-
gy.” Wiseman says he wouldn’t be sur-
prised, however, if by 1987 or 1988
networking “becomes as common as the
pc is today.”

.Andy Foulds, an assnstant Vp in
the International Banking Group at San
Francisco’s Wells Fargo Bank, usés a
Corvus OmniNet and typifies the preva-
lent price/performance trade-off attitude.
“It runs like a champ,” he says, “but as a
systems manager I find it a bit slow, a bit
bearish,” noting that he performs man-
agement functions no one else uses. With
the Corvus SNA gateway there is a four- or
five-second delay each time the enter key
is pressed. “What’s a four- or five-second
delay when you save $50,0007” he asks.
Foulds says he is not in a high-volume,
high-speed. environmient and terms his a
“slowdown approach.” He says that if his
input needs were different, he would have
to reconsider his setup. “I waited and
waited [for IBM’s network]. IBM was say-
ing, ‘It’s coming, it’s coming.’ I couldn’t
wait dny longer. From what I’ve seen, I
still don’t feel the IBM system is as secure
as my present system.” Foulds says that

the Corvus network will endure—even if
he outgrows the software, he can keep the
hardware. “The cost was so low—under
$10,000—that at the price it was good ex-
perlence I could have thrown it out after
six months if it hadn’t worked.”

And then there is a question of
priorities. Most companies that have in-
stalled LANs, according to San Francisco
consultant David Ferrls, ‘generally want
to get the local net going. They’re still
workmg on assimilating the local net.” @

FAST,
FASTER
FASTEST

Fiber-optic technology has won
big endorseiments as users seek
new ways of connecting comput-
ers with ever faster networks.
by Robert J. Crutchfield

For years it was little more than a labora-
tory curiosity, and more recently the
techinology seemed to be used almost ex-
clusively by the telephone companies in
dernisely populated areas, but fiber optics
may finally be ready for the big time. 1BM
and several big dp installations have-
jumped on the bandwagon, and the ef-
fects have been significant.

IBM’s recently announced 3044 fi-
ber-optic link for host mainframes and
peripherals is selling like gangbusters—
four times the level anticipated by IBM
when it announced the product in Febru-
ary,; accordmg to Carl Conti, IBM group
executive in charge of the Information
Systems and Storage Group. Other ven-
dors—companies like Network Systems
Corp., Minneapolis, and ChannelNet,
Southport, Conn., whose fiber-optic
mainframe comimunications packages
predate IBM’s—are reporting stronger
sales since the IBM introduction. .

While 1BM’s blessing of the use of
fiber optics has been a boon to third-party
vendors, an equally important impetus
has come from the users. Ford Motor Co.
is building its own high-speed data net-
work to link its Michigan facilities. Mich-
igan Bell, concerned. that Ford would
bypass its system, undertook the job of
building a fiber-optic link that meets
Ford’s specifications. The Bell operating
company did what other telephone com-
panies may be forced to do—offer users
high-quality transmission lines at rates
that will make bypass an uneconomical
alternative.

New York Telephone is about to

learn that lesson the hard way, courtesy
of Merrill Lynch Telecommunications

-and Western Union Communications

Systems. The two firms, through their
Teleport Commiunications joint venture
(95% owned by Merrill Lynch), are con-
structing, marketing, and operating a
teleport in Staten Island, N.Y. One of the
most ambitious communications projects
currently under way in the United States,
the Teleport (whose property is owned
and managed by the City of New York
and the Port Authority of New York and
New Jersey) will act as a central node in a
137-mile fiber-optic network extending
through most of Manhattan (from the
downtown financial district to 72nd
Street), as well as through parts of Brook-
lyn, Queens, and New Jersey. The net-
work is tied to a satellite earth station on
Staten Island for global communications.

Recently, Teleport Communica-
tions signed a contract with AT&T to pro-
vide a fiber-optic communications’ link
for Merrill Lynch’s new headquarters in
lower Manhattan. The link circumvents
New York Telephone even though AT&T
had rejected all previous BOC bypass pro-
posals. The fiber will carry both voice
communications and high-speed data."

- “By using Teleport as a supplier,
Merrill Lynch will gain the diversity,
highcapacity, and flexibility it needs for
its ‘sophisticated communications,” says
Ray Annunziata, -Teleport Communica-
tions’ senior vice pres1dent

A third major installation is being
weighed by the c1A. The agency is explor-
ing the use of fiber optics to link comput-
ers situated in different locations on its
campus at Langley, Va. For the CIa, the
rationale is security. “It is almost impos-
sible to tap a fiber-optic line without de-
stroying the link,” a Los Angeles-based
security consultant says.

The technology offers a very
secure and fast way to link: computer
equipment. The Ford and Teleport Com-
munications networks are probably the
largest fiber-optic schemes currently be-
ing implemented, but users report that
numerous smaller links are under way—
most of them strictly for data transmis-
sion between dp centers. “Most large dp
networks will probably require a fiber
backbone,” says analyst William J. Ritger
at Dean Witter.

The rapld acceptance of thls tech-
nology is dué in part to cost savings and
the added flexibility that fiber optics of-
fers in configuring big data networks, us-
ers say. ChannélNet’s SysLink system can
free the mainframe from the burden of
the “bus and tag” connection—IBM’s
standard cabling system for linking cpus
with storage peripherals, printers, and
front-end processors, with a distance lim-

it of 400 feet—allowing computers in-
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stead to communicate from several floors
to several miles away.

In some cases, breaking the bonds
of the bus and tag connection also means
freedom from costly front-end processors
such as IBM’s 3705 and 3725. Those units

can cost more than $250,000, while a.

comparable. fiber-optic product, like Sys-
Link, can cost as little as $90,000 and link
two cpus more than five miles apart.
“Replacing the front-end proces-
sor.with fiber-optic equipment is a radical
departure, and if successful will change

“Replacing the front-end.
processor with fiber opticsis a
radical departure that could
change the way dp is done.”

the way data processing is done,”
vice president of MIS in the South..
The idea of IBM offering a fiber-op-

tic cabling alternative may seem counter-
_strategic to the computer giant’s game
plan, but 1BM has configured the 3044 in
such a way as to limit potential cannibal-

says a

ization of the 3705 or 3725. Indeed, even
Ttop executive Conti has beén doing some °

missionary work on behalf of fiber optics.
At the introduction of the 3044 channel
extender link, he said, *“An investment in
fiber-optic ' channel. extension networks

today will continue to pay dividends in
the future as strategic enhancements
continue.”

1BM’s endorsement has clearly
helped its competitors. “IBM has blessed
fiber optics much the same way it blessed
the pc,” says John DeSantis of Channel-
Net, a subsidiary of DataSwitch Inc.,
Norwalk, Conn. Vendors such as Chan-
nelNet want someone like Conti with the
power of IBM behind him doing the mis-
sionary work for fiber optics. Early con-
verts include brokerage houses, insurance
companies, and other large companies
with displaced dp shops in a campus or
building environment.

The 3044 is catching on because it
gives customers more flexibility in locat-
ing sufficient floor space for their equip-
ment. In national accounts presentations,
IBM positions the product as a way to pro-
vide local response time to terminals up
to 1.25 miles away; near-local response

“time is possible up to 2.5 miles away, the

company says, .but customers need to
house at”the remote site both the 3044
and a 3088 multiple path channel-to-
channel communication unit. The 3088 is
required for any channel-to-channel lmks
of greater than 400 feet.

Although the product has taken
off so quickly, some users say that IBM

will have to come a lot farther to satisfy
them. Says the southern MIS vice presi-
dent, “I don’t understand IBM’s commu-
nication policy. I don’t understand why
anyone would want to connect through
1BM. It still hasn’t stepped upto the [ﬁber-
optic] challenge.”

He adds, “The 3044 is only the
first step for IBM. Why did IBM start with
a Volkswagen when they could have had
an Olds? I'm sure this is only the first step
in a long product cycle.”

These users-explain. that the 3044
is only a partial solution. IBM’s product is
a nonintelligent,  single-fiber .channél .ex-
tender, meaning that it allows devices to
be attached to the host from greater dis-
tances than would otherwise be possible;

IBM offers 43Kbps transmission,
but users say they need 1.5MBps
now and the full 3MBps channel
speed later. -

it is not designed to connect cpus to each
other. Front-end processors are still need-
ed to connect these devices to the main-
frame, however. The 3044, moreover, can
transmit data at only 43Kbps—not even
1% of the 3MBps channel speed. Primary
among user requirements is a link that
permits communications at 1.5MBps now

Make the move thatadds
anew dlmenslon to

*In New York, call (212) 605-9732/33.

. (Marketplace location listed in Table of Contents)

DARTAMATION.

Serving the needs of information processing professionals ...

“For more details, call Kathy Monaghan or thrley Surlmg t (800) 223-0743.

worldwide.
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“ICANHELPCHANGEYOURLIFE.
BUT I CAN'T HELP CHANGE YOUR
SPARK PLUGS?

If you want to find inner peace,
come see me. But to fix a car, you must seek
knowledge somewhere else.

The Consumer Information Cata-
log is put out by the Federal Government
and lists over 200 consumer booklets that
one can send away for. Most are free. And
they can help you in many areas, from rais-

" ing tomatoes to lowering your fuel costs.

So send for the free catalog. Write:
Consumer Information Center, Dept. A,
Pueblo, Colorado 81009. That way you
won't have to climb a mountain to gain
knowledge. You can merely go to your
mailbox.

THE CONSUMER INFORMATION

A catalog of over 200 helpful publications.

Consumer ion Center
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Our network can give
your network
‘the right connections.

~ Now there’s an easy way to open
your company’s data network to new
opportunities. |
Connect your network to our net-

work— the IBM Information Network.

It’s your connection to a number of
computers—from small personal
computers to large mainframes, both
“inside and outside your company.
And our network enables your
company to do business in new ways,
with new levels of sophistication.

Your Connection to Customers,
Suppliers and Dealers

Through our network you can hook |

up to your customers, suppliers and

dealers. And how will that benefit you?
One way might be a system of
automatic reordering that could give
all parties the advantages of leaner
inventories and greatly reduced
paperwork. You’ll be able to coordi-

‘nate on-demand delivery dates and

production schedules. And to
exchange drawings and technical
specifications to speed the process.

Your Connection
to Industry Networks

There are also cases where an
industry benefits from the efficient
exchange of information.

- In the property and casualty insur-



ance industry, for - connections, use

~example, the IBM Information the coupon below. Or for literature,
Network improves communications  ¢all 1 800 IBM-2468, Ext. 82/KZ.
between major underwriters and ===
‘ Dow Jones News/Retrieval is a registered = == -==
lndependent agents trademark of Dow Jones & Company, Inc. — ——  m—
Your Connection to :_IBH h,_f;n;?g Nework 8271 |
PO. Box 30104/
Data Bases and Software | Tamp:,xFlorlda 33630-9948
The IB M Info rmation Network [0 Please have an IBM Information Network Representative call me.
also makes Other information and | O Please send me literature on the IBM Information Network.

[ I'd like to attend an IBM Information Network Seminar.

resources available. |
" These caninclude data bases such
as Dow Jones News/Retrieval, as well
as access to software products for
the business and data processing
professional.

To give your network the right — ™——————————————— ul

IBM Information Network...The Smart Connection

City. State Zip.
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Equinox didn’t invent the Data PBX...

we just perfected t!

All the Data PBX features you need Plus these Equinox only features

Port selection: User-controlled terminal switching Expandable from 24 to 1320 fines without taking your
between computers. system down.
Access control to keep your database secure from User-friendly menu-driven battery-backed
unauthorized personnel and to protect dial-in lines configuration plus on-line help.
from “hackers’". Compact dimensions: 360 lines in the unit shown
Port contention or sharing for maximum port above. Less than one sixth the size of Micom or
utilization and economy. Gandalf PBXs!
Network control from a central point; alter system Simple do-it-yourself installation using low-cost
configuration, collect statistics and perform diagnostics. modular telephone wiring.
Non-blocking architecture permits 660 full-duplex Complete system backup with auto-switchover
connections at 9600 bps. power and logic, plus comprehensive on-line
diagnostics.
And the price: under $100 per line. No other LAN
compares!

Call 1-800-DATA-PBX* for a free color brochure and on-site demonstration.

EQUINCX

Systems
12041 SW 144th Street, Miami, Florida 33186 * In Florida call (305) 255-3500 - Telex 289307
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and, in the long run, at the full channel
speed. To establish a link, customers need
to pay $17,000 apiece for a 3044 at either
end, and $95,000 for a 3088.

Where 1BM falls short in the eyes
of users, other vendors are rushing in.
Technology available today allows users
to operate channel-attached control units
at extended distances from the host with-
out sacrificing performance. A combina-
tion of high-speed logic and fiber-optic
technology can provide near-local perfor-
mance to remote locations over three
miles from large host processors in the
308X and 3090 range.

Fiber-optic vendors are bringing a
lot to the table. Network Systems Corp. is
developing Datapipe, a fiber-optic link
that can connect data centers at
275Mbps; at 11 times channel speed, that
is far faster than any other product avail-
able. The product is currently in beta test-
ing, and will not be a significant
contributor to NSC’s business this year or
next, Ritger says. In the meantime, NSC is
selling a fiber-optic extender that can con-
nect two Hyperchannel networks from
distances up to two miles apart. A third
product is its RDS-500 remote channel ex-
tender, which can link remote printers at
speeds from 1.5Mbps to 50Mbps.

While NscC is alone at the very high
end of the performance spectrum, Chan-
nelNet is competing head-to-head with

NSC’s Datapipe, whenitis
shipped, will link cpus at
275Mbps.

IBM’s 3044 in the performance spectrum
from channel speed down. Its 8044 can
operate over distances surpassing three
miles at 650Kbps; that’s still well below
channel speed but significantly faster
than the 43Kbps IBM quotes for its prod-
uct over a shorter distance. Moreover,
while the 3044 suffers performance degra-
dation over distance, the 8044 does not,
ChannelNet says. To obtain the perfor-
mance improvements over IBM, the 8044
doesn’t handshake every bit as the 3044
does; it does one handshake at each end of
a 3270 screen (1,000 bits). ChannelNet is
also selling a high-end fiber-optic prod-
uct, Syslink, which connects cpus to peri-
pherals or to other cpus at the 3MBps
channel speed.

The telecommunications compa-
nies are also joining the fray. Several Bell
operating companies are investing in fi-
ber-optics technology, to a large degree
following Michigan Bell’s example and
using the technology as a defensive mech-
anism to prevent customers from bypass-
ing their systems. Other Bell companies
see fiber optics as a way of developing
new business; Bell South, for example, is
building a fiber-optic network between

Atlanta and Washington, D.C.

The fiber-optic activities by the
telecommunications companies will open
up the next opportunities for vendors,
linking data centers to the outside world
at T-3 rates of 44.7Mbps. AT&T says it will
have 21,000 miles of optical fiber cable
routes in place by 1990. United Telecom-
munications Inc. has plans to lay 23,000
miles of fiber-optic cable. MCI also plans
to offer this service.

The success of fiber optics de-
pends on how hard IBM pushes it as a

standard and how well the dp community
accepts it. IBM’s endorsement and the re-
cent announcements of big user installa-
tions may be the catalysts that fiber-optic

Fiber-optic activities by telecom

" companies will open up the next

opportunities for vendors.

technology has so long lacked in the mar-
ketplace. Even so, the acceptance and
general use by data centers worldwide
could still take years. ®

64 terminal question:

ItsEASY.,™

:FeatureS°

o Up to 64 devices contending for a 3274’s
ports on a session basis.

* One coax cable replaces up to 64.

Point to point, multidrop or star
connection configurations possible.

Works with Astrocom 's 3274 coax1a!
multiplexer.

Individual status mdlcator llghts

devxces, Memorex/ Telex/Trivex/ITT
(i.e.any Category A dev1ces)

New from Astrocom Its EASY The port contention
~ unit that allows up to 64 terminals to contend
~ for the 32 ports of an IBM® 3274 controller.

. 'h'ansparent to IBM or. IBM-com atlble

Benefits:

* More effective use of system resources.

e Save money, space, time and cable.

¢ Variety of configurations available.

« Combinations of SQUEEZIPLEXERS®
-.and'EASY on same Controller possible.

*“At-a-glance” diagnostic capability.
. Supports industry standard CRTs.

e Easy to mstall
: i Be an EASY winner with Astrocom.
[t's what you’d expect from the most complete famlly of 3274 products
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The HP 3000 compu

However much you change,youregoing ~ Computer, the latest member of the family,
to need both office automation and distributed ~ puts the power of the HP 3000 within the

data processing. Fortunately, one company

gives you both in a single system.

Hewlett-Packard’s
HP 3000 is a fully compat-
ible family of computers,
ranging from a new system
that handles as few as two
users to a distributed main-
frame that connects up to
400.You can run the same
software right up the line.

And our systems can
-change and grow as you do.
When you're ready for up-
grades and additions, you
simply plug your existing

programs into the new systems. No recompil-
ing. No time and money wasted on conversion.

reach of smaller budgets.

So now you can afford to give your branch

HP AdvanceNet ties
it all together

A small, but mighty, addition.

" The new HP 3000 Series 37 Office

offices and departments
their own systems. And
they’ll still remain part of
your overall DP picture
with links to other systems.

In the office, the HP
3000 is the heart of our Per-
sonal Productivity Center.
This integrates the infor-
mation people need to get
their jobs done more pro-
ductively.

It provides an inter-
face for a wide range of

workstations, peripherals and personal com-
puters, including our Touchscreen Personal

Computer and The Portable, as well as IBM

PCs. And it allows them to interact directly



with the HP 3000. So your people won’t have

to learn DP commands.
You’ll communicate better with
HP AdvanceNet.

Our communications go well beyond

 this office network. With HP AdvanceNet,
they extend to links with other HP 3000s, in
the same building or on the other side of the
world. And to your mainframe computers,
ours or IBM’s.

Currently, more than 10,000 HP 3000
systems are working in networks so effectively
that our communications were voted #1 in a
national survey.

A Datapro poll also rated our service #1.
So you get more than office automation and
~data processing in a single system. You get all
the support you need from a single company.

To find out more about the single solution

for both sides of your company, send us the cou-

pon. (To make it easier, just attach your busi-
ness card.) In Canada, call 1-800-387-3867.

WE'll send you complete information, in-
cluding our 12-page brochure. It shows how
we can fit you no matter how much you change
over the years.

[ Send me a copy of The HP 3000 Business Computer
Systems: The Hewlett-Packard Approach to Selecting a
Business Computer.

I A
| |
| |
| |
| |
i [ Have an HP representative call me to answer questions. I
| |
| NAME |
: TITLE :
| company !
| |
| |
| |
| |
| |
| |
| |
| |
| |
| |
L |

DIVISION
ADDRESS
CITY/STATE/ZIP
PHONE

Mail to: Bob Hall, Hewlett-Packard, Dept.004218,
10520 Ridgeview Court, Cupertino, CA 95014.

HEWLETT
PACKARD

p

1SO2509
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NEWS IN PERSPECTIVE

SUPERCOMPUTERS

MFLOPS
FOR THE
MASSES

Those new supercomputer
centers will be offering more
access than s realized. Will time-
sharing be threatened?

by Karen Gullo

The beginning of a new era for supercom-
puting is upon us. Forget micro-to-main-
frame links—supercomputer gurus are
touting micro-to-Cray links as the most
exciting thing to come along in comput-
ing since Seymour invented the sofa cpu.
Remote access from workstations to
supercomputer systems via satellite trans-
mission, and parallel systems with
throughput 50 to 100 times faster than
the fastest Cray are now more than a
dream of advanced system users. Courte-
sy of Uncle Sugar, remote workstation ac-
cess to hundreds of megaflops owned by

somebody else may one day be common-
place for researchers.

The realization of these technol-
ogies is a few years down the road, but
scientists at four U.S. universities—who
earlier this year were the recipients of Na-
tional Science Foundation grants totaling
$200 million—plan a much wider distri-
bution of access than heretofore realized.
Companies at remote locations will be
able to access university supercomputer
centers through a hierarchical structure
of personal computers to minicomputers
to parallel processors via satellite and
dial-up links. :

The first steps in the development
of such a network will be completed this
year, according to Larry Smarr, the 36-
year-old director of the University of
Illinois’ center for supercomputing appli-
cations. The university is gathering equip-
ment for its NSF-funded “intellectual cen-
ter,” a scientific research center where
workstations will be linked to a Cray
X-MP. “We’ll have 30 to 40 scientists at
the center at any given time; all will have
workstations at their desks,” says Smarr.
“At the low end there will be a PCAT or a
Macintosh. In the middle will be a Sun or
Apollo system. Everything will be
networked—the Macs will be on Apple-
talk, the pcs on Ethernet—and it will all

ﬁ
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Americans can’t read.
And guess who pays the price.

Every year, functional illiteracy costs American business billions.
But your company can fight back...by joining your local
community’s fight against illiteracy. Call the Coalition for
Literacy at toll-free 1-800-228-8813 and find out how.
You may find it's the greatest cost-saving measure your

company has ever taken.

i
B Cgalitlon'for Literacy

is a good investment.

A literate America
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be connected by high-speed links, such as
HYPERchannel, to the Cray.”

The University of Illinois, Cornell
University, a consortium representing
Princeton University, and the University
of California at San Diego, are courting
hardware and software support from
computer corporations like Cray Re-
search, 1BM, Floating Point Systems, and
a number of startups that, in turn, are
aligning themselves with the supercom-
puting centers where extensive research
and development projects are under way.

All this activity is another indica-
tion that the supercomputer market is
poised for a dramatic upswing, say scien-
tists and analysts. Supercomputer use in
corporate America will increase 60%
over the next five years in terms of the
number of users, according to some esti-
mates, with the market growing from
$300 million today to $1.5 billion by
1990. The time is ripe to enter the fray,
vendors realize, because such university
centers can create the demand that pri-
vate companies will be pushed to meet.

For years, Cray has been the num-
ber one name in supercomputers, control-
ling 60% of the market. This isn’t likely
to change in the near future. But in its
partnership with Cornell University, to
whom it has contributed, along with
Floating Point Systems, about $30 mil-
lion worth of equipment, IBM is taking a
strong position in what boils down to a
race with the Japanese to develop faster
and more powerful supercomputers.

For its part, Cray has aligned itself
with the University of Illinois, which will
take delivery of its X-MP at the end of the

Vendors see the new centers as
the way to increase their sales.

summer. In addition, Cray will be work-
ing closely with a team of U of I scientists
who are building a large-scale multipro-
cessor system, code-named Cedar, which
consists of clusters of processors, each

. with a shared memory system. The sys-

tem will have two clusters of eight proces-
sors in operation this year; by the end of
1986, the system will be expanded to a 32-
processor system. The goal of the project
is to double the system’s performance ev-
ery year. What is rumored to be a vector
processing compiler for the cluster is
coming from Alliant Computer Systems,
a three-year-old Acton, Mass.-based com-
pany. The systemwide shared memory
and interconnection hardware will be de-
signed at the center.

Princeton’s center will initially
consist of a Cyber 205 from Control
Data. The university plans to install an
eight-multiprocessor unit from ETA Sys-
tems of Minneapolis, a Control Data
spinoff, in 1986, assuming ETA-CDC has




With Net/One,
'your LAN possibilities
are infinite.

We are the only people in the business who can,

in fact, do it all for you. Regardless of what your
networking requirements are. Regardless of which
combination oc% networking media you go with.
Regardless of the kind of equipment you’re hook-
ing up now or in the future. And regardless of how
many sites, how many hundreds or thousands

of nodes are involved.

Since Net/One® is vendor-independent and
supports all major LAN technologies and stan-
dards, it’s the one network broad enough in scope
to handle virtually every connection in your plans,
as well as those that aren’t in your plans yet.

_ From PCs to mainframes. Async, Bisync,
SNA or X.25. Standard industry I/O interfaces or
intelligent network adaptors for high performance

© 1985 Ungermann-Bass, Inc. Net/One is a trademark of Ungermann-Bass, Inc.

use with the major bus architectures. Any of the
growing list of standards in physical media and net-
work access techniques. It’s all available from us.
Net/One’s powerful enhanced Network
Management services let you control, monitor,
diagnose and reconfigure any node on the net-
work. If your LAN installation is extensive, this
capability will be one of your first considerations.
If you're exploring LAN possibilities, these
are only a few of the reasons to include us in
the loop. Give us a call, and let’s talk about some
of the others.
Ungermann-Bass, Inc., 2560 Mission College
Blvd., Santa Clara, CA 95050, (408) 496-0111. n

Net/One from Ungermann-Bass
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produced a product by then. Based on a
check with the company, however, ob-
servers think it is highly uniikely that
Princeton will see its ETA equipment be-
fore 1987.

The primary use of the supercom-

puter is for academic research, but there’s

no doubt in anyone’s mind that private
industry has the most to gain from the
research frenzy of the next few years.
Corporate researchers in oil exploration,
biology, and other computation-intense
fields are being courted by the universi-
ties. Given the federal funding and the na-
ture of the negotiations, all sides are
keeping a tight lip about who is teaming
up with whom. .

“There is considerable competi-
tion between universities in attracting us-
ers and support,” says Kenneth Wilson, a
Cornell physicist who is leading the uni-
versity’s negotiations with corporations.
Cornell is not saying which companies
have been approached as potential part-
ners, but several companies already doing
research in New York State, including
Xerox, Eastman Kodak Co., Bausch and
Lomb Inc., and the Link division of the
Singer Co. are likely candidates. General
Electric in Schenectady, N.Y., has an-
nounced plans to use the Cornell center.

In Illinois, General Motors or

Ford is rumored to be planning a major
involvement with the supercomputer cen-
ter. U of I plans to purchase, with corpo-
rate contributions, a second Cray X-MP
for an industrial computing center, set up
specifically for use by private companies.
“There are many companies that will be
using supercomputer power in the com-
ing years—pharmaceutical firms and
companies doing biological engineering,”
says U of I’s Smarr. “These companies
can’t afford to invest in a supercomputer,
and no one at the companies knows the

‘‘Most of these university super-

computer centers will have

commerical customers, and will be
selling cycle time sometime down
theroad.”

first thing about supercomputers.” The
center will serve as a training ground for
corporate researchers, Smarr says.
Companies that need supercom-
puting power currently have two op-
tions—either to purchase a system at an
average price of $10 million, or to pur-
chase cycle time from a commercial time-
sharing operation such as Boeing

- Computer Services or university-based

supercomputer centers. Accessing.a VAX

- system can start at $200 an hour, while

using a Cray or a Cyber 205 can run be-
tween $1,500 and $3,000 an hour. Users
tap into the system either through public
telephone lines via a dial-up modem or
over dedicated high-speed lines.

The four new university super-
computer centers provide a third option,
but companies must meet certain govern-
ment gobbledygook standards before they
can get into the centers. They will plow
through review boards, NSF policy guide-
lines, scientific councils, and a variety of
other channels with a proposal for a re-
search project that seems worthy of sup-
port by the government, according to
sources in the academic community.

They add, however, that the new
centers will not be in the business of sell-
ing cycle time like a commercial opera-
tion. They are strictly for developmental
research. So if your project is deemed
worthy and of high scientific standards,
you’re in. If not, you can always make a
hefty contribution in the way of computer
equipment. That, according to other
sources, might get you in the supercom-
puter center door. In any case, the centers
are apt to eventually sell some cycle time
in the future. The confusing guidelines
and university interest in offering cycle
time for sale promise lots of future
controversy. ‘

John B. Smith—President
“Mayflower has been a participant
in the Payroll Savings Plan for 20
years. It's a good way for our

" employees to set something
aside automatically. We heartily
support the program.”

20% of the people who work for
Mayflower Corporation
are on the ,
Payroll Savings Plan

Here's what John B. Smith,

Dennis J. Fitzpatrick
—International
Rates Manager

“The Savings Bonds
program is an easy
way of saving, and

0 atthe same time, a

President, and four way of helping my

. government. |

savers had to 53)' 4 saved enough to

putdown a

William P. Kierman—Post/Fleet Manager sizable

“Ifind the Savings Bond program a patriotic and payment

painless way to save. Security in retirement is towards a
one of my main goals.” car.

S Mary N. Reid

Ella B. Smith—Assistant Supervisor/Audit —Marketing

Communication
Coordinator

“I've been a

saver for 3 years
and wish I'd have
started sooner.

The Savings Bonds
are not as accessible
. as achecking account—
“you think before cashingina
bond. Both my daughterand |
are savers and I'm saving for
extra retirement dollars.”

Section ‘ :

“Both my husband and | are savers. The Payroll
Savings Plan is an easy way to save...we don’t
miss what's being taken out. We've saved for a
down payment on a home.” S

‘They’re on the way to security sz,
. because they— g‘«’“ %,

A
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lnAmerica.
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NEWS IN PERSPECTIVE

The interest is high because the
schools are building dream centers. The
Illinois facility will have high-speed links
between on-campus computer depart-
ments and the supercomputer center, and
to remote locations. A vaX 11-785, which
front ends the Cray, will be networked to
an IBM mainframe with Network System
Corp.’s HYPERchannel at 50 megabits.
Workstations located in the applications
center linked by Ethernet are connected
by fiber at 80 megabits to the VAX.

In addition, the university has a
$500,000 NsF grant to develop a high-
speed satellite link between the campus
and Chicago, more than 100 miles away.
The link will initially connect the Cray to
nets at the University of Chicago, Indiana
University at’ Bloomington, and Prince-
ton University. Long-range plans are to
render the Cray compatible with I1BM PCs,
so that businesses in Chicago can link
their existing terminals to the campus sys-
tem. Access to the Cray will also be avail-
able via Telenet and Arpanet. “You can
either buy very expensive workstations to
do computer aided design, or you can
hook very dumb terminals to a supercom-
puter and get the same results,” says
Smarr.

.Researchers and scientists in the
corporate community are enthusiastic

about the prospect of having access to
Cray-like power. Argonne National Lab-
oratory is working jointly with U of I sci-
entists on an astrophysics project, and
plans are in the works to establish a data
link via a fiber-optic network between the
lab and the university. “This is an excel-
lent development for us,” says Walter
Massey, director of Argonne. ““Scientists
here need supercomputing power for re-
search in atmospheric physics, high-ener-
gy physics, and computer science. It’s

Argonne National Lab is working

jointly with U of | scientists onan

astrophysics project; plans are in
the works to establish a datalink

via a fiber-optic network between
the lab and the university.

hard to think of anyone who doesn’t need
the power. We’re very excited about the
chance to tie in directly to the computer.”
Massey says the costs of using the center
will be shared by Argonne and the uni-
versity.

Some researchers are skeptical
about how long it will take to develop the
technology that allows communication
between remote workstations and the su-
percomputer. “Their [the university sci-
entists] enthusiasm may be overblown,

not in the sense of the potential for a mi-
cro-to-Cray link, but [that] it may not
happen as fast as they think,” comments
the director of research at a Chicago-
based billion dollar high-tech corporation
with aerospace, automotive, petrochemi-
cal, and communications operations.
“Some of our divisions are currently
buying Cray time from a commercial fa-
cility. That’s fine for now, but we may be
interested in using the Illinois center in
the next two years for modeling
problems.”

With supercomputer power on the
rise, industrial labs will not only - be
buying cycle time, they will also be
buying their own Crays. ‘“People will not
be shy about buying a Cray,” the director
points ‘out. “The industrial community
will pay for the power. Most of these uni-
versity supercomputer centers will have
commerical customers and will be selling
cycle time sometime down the road.
You’ll also see a lot of spinoff companies
coming from these centers.” Given U of
I’s intention to develop another center for
straight commercial purposes, this re-
search director’s forecast spells continu-
ing controversy, with the already hard-
pressed - timesharing vendors having
another headache.

While multimegaflops is not on
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MULTIPLE T1 DATA LINKS?

BREAK FREE WITH TRUNKMASTER"
TMX 144 MULTIPLEXERS.

by s

The TrunkMaster TMX 144 Multipléxer‘solves
your data communication problems by con-
centrating more data links on a single T1 line.

- Forlower cost ,
The TrunkMaster TMX 144 Multiplexer saves
you money by getting maximum productivity
from every T1 line. This advanced data-
compression multiplexer concentrates the
DS-1 time-division data from as many as 24
standard full-duplex data links onto a single
T1 line. Thus, you-get the most out of your
microwave, satellite or terrestrial T1 service.

For more efficient, reliable operation

The TrunkMaster TMX 144 Multiplexer is easy
to operate..Changing baud rates requires no
switch settings. Modem control information is
transmitted in the data format. Code inde-
pendence allows transmission of ASCl| and
'non-ASCil information. .

For reliability, each T1 data link has its own

dedicated microprocessor and interface.cir-
cuitry. In addition, each processor module
performs a complete self-test on start-up to
ensure proper operation.

For easy growth , :

The increased T1 transmission efficiency
means you can add new users without add- -
ing new T1 lines. If a network is in your future,

~ the TfunkMaster TMX 144 Multiplexer can be

integrated with the IDX3000® Local Commu-
nication Network. In addition, the TMX 144 -
extends the T1 transmission distance to 3
miles with no T1 repeaters required.

For offices like yours
Whether you're trying to hold costs down or

" keep up with growing user groups, the

TrunkMaster TMX 144 Multiplexer is the neat
way to solve your communication problems.

Call or write the representative nearest you
for more information. M/A-COM LINKABIT,
Inc., Communication Networks Group, 3033 -
Science Park Road, San Diego, CA 92121, ,
Outside California, call toll free (800) 626-6640.

Representatives: San Diego, Mat Akk,

(619) 457-2340; Boston, Mike Murray, (617)
863-8420; Washington, DC, Harry George,
(301) 428-2720; Houston, Charlie Burke,
(713) 683-7834. . . v
TrunkMaster is a trademark of M/A-COM LINKABIT,
Inc. : o P
IDX3000 is aregistered trademark of M/A-COM
LINKABIT, Inc. s C .
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Nowoneword saysitall.

Practically everything you need in
digital communications in one word.
Pathways™-advanced network services
from the NYNEX telephone companies,
New York Telephone and New England
Telephone. Pathways services will link
your business in ways you never
thought possible. With peace of mind
you never thought possible

NYNEXWPat ways services will inclu: e
a wide range of digital operations that
will eventually provide complete ISDN

capability. But while Pathways services
will be growing for years to come, you
don’t have to wait years to start. Already,
your business can take advantage of
services such as:

Digipath®™ digital service, to pro-
vide multi-point data transmission that
can send data at speeds up to 56 kbps
with exceptional accuracy.

Superpath®™ 15 mbps service, to
transmit voice, data or images qulckly
and economlcally

And before the end of 1985, we plan
to introduce five new services: -

Flexpath™ digital PBX service pro-
vides direct inward and outward dial-
ing for digital PBXs over a 15 mbps
facility.

Intellipath®™ digital Centrex
service that will offer a wide range of
features directly throughout our net-
work, rather than through premises
equipment.

Infopath™ packet switching service
allows economical and reliable trans-
mission for interactive data applications.

Switchway** switched 56 kbps
service offers a cost-effective alternative



to high-volume private lines.
Quickway* digital service pro-

vides a digital data service for areas

where Digipath service is unavailable.

E
In the future, we'll be adding important
new services to keep Pathways services
ahead of their time. And since NYNEX is
one of the leaders in developing inter-
national ISDN standards, you know the
Pathways services will be compatible
with new digital systems as they’re
developed. So your communications

won't grow obsolete Only better.

You can rely on us to have network
services that are compatible with your
equipment, and your needs. Because we
don’t represent a single manufacturer’s
interests—we represent your interests.
And with our years of experience in the
world’s toughest business market, no

‘one knows your communications needs

better. And no one is more commltted
to your future.
Before you make your next move,

CIRCLE 34 ON READER CARD

call 1800 441-1919 for the names and
numbers of contact personnel for .
New England Telephone and

New York Telephone, or our authorized

sales agents.

NYNEX, Pathways, Digipath, Superpath, Flexpath, Intellipath,
Infopath, Switchway and Quickway are marks of NYNEX Cor-
poration. © NYNEX Corporation 1985.

NYNEX

It pays to know us.



Master
the
advertising
“game?,

Supplement your full page advertfsing
with an ad in the DATAMATION Market-
place. Or use it exclusively to reach
183,000 buyers/specifiers for only
$695 per 1/9 page.

It's the cost-effective way to con-

. tact qualified, BPA-audited information
processing professionals with direct
influence on hardware/software
purchases. :

For more details, call Kathy Monaghan
or Shirley Stirling at (800) 223-0743.
In New York, call (212) 605-9732/33.

(Markeiplace location listed in Table of Contents)

DARTAMATION.

Serving the needs of
information processing professionals
... worldwide.
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the shopping list of most dp managers,
there’s no doubt that supercomputing is
beginning to play a larger role outside of
its traditional aerospace, government,
and oil prospecting niches. Ford Motor
Co. and Nissan obtained Crays earlier
this year, GM bought one last year, and
Chrysler Corp. recently purchased a
Cyber 205. Soon everybody will have a
chance to brag that they’ve touched a
Cray. Even if it is a thousand miles
away. ®

MANUFACTURING

SMART
CARDS
GAIN

Banks may not want them, but a
number of other industries are
finding use for plastic cards or
keys with embedded information.

by Charles Howe

Once upon a time, little boys went to the
movies to watch cowboy and Indian seri-
als. In Episode One a scout would invari-
ably dismount and put his head to the
ground, listening intently. “Hostiles com-
ing, 372 of them, riding long-maned pin-
tos, four and a half miles off, and they’ll
be here in 20 minutes,” he would an-
nounce with such uncanny prescience
that the children squirmed with glee in
their seats.

-~ This movie matinee scenario rath-
er typifies some of the hyperbole found in
the smart card industry, which is promis-
ing to do for banking and similar applica-
tions what the scout did for the cavalry.
Unfortunately, users in the computer in-
dustry seem to be waiting for at least Epi-
sode 11 before buying the equivalent of a
bag of electronic popcorn. This jaundiced
attitude may be a mistake, for smart mon-
ey has it that some smart applications
may take off in the United States—in five
or so years, at any rate—and just about
everywhere except in banking. A variety
of nonbanking uses of smart devices, like
supplementary dog tags for the U.S.
Army, are coming into their own.

Smart card technology got its start
in Europe, and thousands of Frenchmen

carry credit cards with embedded silicon

chips. Point of sales and other electronic
terminals use the encoded information to
update the customer’s account without
needing a connection to the customer’s
bank account, using the chips in the card
to carry account info. '

Over the past few years many
companies have tried and failed to estab-
lish smart card systems in the United
States. Ambitious new attempts are now
under way, though, with the proponents
claiming that this time they have the
combination of skills to prevail. :

The American subsidiaries of
France’s Bull and Japan’s Casio were
scheduled to start trials in Virginia and
Florida a few weeks ago. Each is expected
to provide 50,000 cards to be used as
Gold MasterCards. No one is saying pre-
cisely what the trials will cost, how
much—if any—of the costs Casio Micro-
card Corp. and Micro Card Technologies
may eat, or whether intelligence on the
operations will ever see the light of day.
The tests are said to be the largest of their
kind ever tried here.

Fast-breaking news aside, to un-
derstand smart cards is to attempt to un-
derstand the French, who filed patents on
the technology 11 years ago. A year later
the French government dropped $27 bil-
lion for subsidized communications re-
search and development that included the
little carte memoire, a card reader in most
every bank and bistro, and a videotex
telephone directory in virtually every
peasant’s cottage. Current plans call for

_ the issuance there of 3 million cards by

1986, and as many as 12 million by 1988.
According to Hervé Nora, president of
Bull cp-8, a principal card maker, this
represents an investment of around $100

‘million in cards and readers. The cards

are said to sell for around $3 apiece in
large quantities, a price some Americans
scoff at as being too low by a factor of five
(see “A Chip in Your Wallet” by James
Etheridge, June 1, 1984, p.38).

» French representatives become
near apoplectic when it is suggested that
their government is still heavily subsidiz-
ing the effort. “The technology is now
paying its own way in France,” insists
Bernard Perier, who publishes a Parisian

-newsletter called Smarter Financial Tech-

nologies, which exudes boundless opti-
mism of the sort found before the fall of
Dienbienphu or the outflanking of the
Maginot line.

The problem with transferring
French smart cards to the United States,
say critics, is at least twofold. At a time
when their telecommunications network
appeared to some to be on a par with a
third world offering, French smart cards
that bypassed the dial-up networks used
in automated teller machine applications
in the United States seemed to make
sense. Given French banking and con-
sumer secrecy, a little card carrying one’s
past transactions also seemed reasonable,
especially if one considers the Gallic pas-
sion for dossiers.

The problem in the United States
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—Re cofteeis tresh.

And soisthe news, delivered elec-
tronically by CASE data communications
cquipment to the Jupiter branch office.

[ts business as usual, fifty vears from
now, using CASE products available todeany:

And itillustrates the most important
fact about CASE products.

Thev're futire-proof.

Theyv actually welcome change. They
resist obsolescence.

Its not just that every CASE product
sold today is made to work with other
CASE products sold tomorrow, although
that's true.

Rather, it's that every CASE data com
munications product is open-ended by
design, to accommodate the inevitable

USA CASE RIXON Communications, Inc., Columbia, MD., Telephone: (301) 381-2300, TLX: 89-8347
UK & Europe World Headquarters: CASE, tngland, Telephone. 0923-33500, TLX: 923325
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changes the future always brings. So call CASE toll-free at 800-422-2724.
Its why CASE future-proof products Because it's never too late to start the
are welcome at every growing business right future.
that needs to move information from
here to there. Even when “there” is ~
way out there. S
And CASE networks are already Future-Proof
established in more than 60 different Data Communications.
countries, right here on Earth. © 1985 CASE

Canada CASE RIXON Communications Ltd, Ontario, Telephone: (416) 495-0333 Australia CASE Communication Systems Ltd,
Telephone: (02) 451-6655, TLX: 72982 Hong Kong  CASE Hong Kong, TLX: 86870
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for you...and

to support the U.S. Savings Bonds program.

With today’s competitive-rate
Bonds, you can earn higher market-based in-
terest and at the same time play an important
role in America’s growth and prosperity. Last
year alone, U.S. Savings Bonds saved our
Treasury nearly $2 billion. That’s something
every taxpayer benefits from. f

| - Why not serve your country

while you save. Buy U.S. Savings Bonds
through your Payroll Savings Plan where you
work. It’s the way to build up your savings while
you build a better America.

My alingto
America,” mnapeingto

NEWS IN PERSPECTIVE

The U.S. Army is reguesting bids for
plastic tags to supplement the old famil-
iar metal dog tags. , :

is that the French appear to be attempting
to export®a Concorde technology when"
the Yankees are quite-happy with simple
magnetic’ stripe cards ‘and sophisticated
networks.- The old saw “If it isn’t broke,
don’t fix it” seems to apply here. =
There are people who are actually
making a dollar on memory devices. They
are not pushing smart cards, nor are they
cozying up to bankers. Consider Drexler
Technology Corp. of Mountain View,
Calif., maker of Drexon Laser Cards and
systems. -This wallet-sized optical data
storage card can hold the eguivalent of
800 pages of information, or four times as
much as one can put-on early generation
5V4-inch floppy disks. A laser etches pits
0.5 microns deep in a coated standard
plastic credit card. The cards sell in vol-
ume for $1.50 apiece, and will probably
be used for, among other things, software
storage. } i
Inventor Jerome Drexler is quietly
getting rich. “I started out selling nonex-
clusive licenses for $200,000 apiece,” he
says. “Now the price is $700,000 and 20
firms hold licenses. Among them are L.
M. Ericsson of Sweden, Fujitsu of Japan,
Honeywell Information Systems, and
Wang Laboratories. The price of these li-
censes, by the way, is going to go up
again. And again.”
' One recent licensee of Drexler’s
technology is Blue Cross and Blue Shield

- of Maryland, which will distribute 1.6

million cards to members. The cards hold
two megabytes of data that could include
the patient’s photograph and-X rays.
Drexler also sells the technology for a
magnetic stripe-type laser card that holds -

160,000 words of text. A card reader

US. SAVINGS BONDS®=._Paying Better Than Ever
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Call 1-800-LEE-DAT.

for our FREE booklet,

MORE LEEWAY: Passport
for MIS Planners. Or write
to Lee Data Marketing Services
7075 Flying Cloud Drive

Eden Prairie, Minnesota 55344.
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ing Study
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The 1984
DATAMATION

OEM
-Purchasing Study

Compiled from the responses of more
than 1100 qualified, BPA-audited OEM
buying influences, this 154-page in-
depth report profiles OEM companies
and the end user markets they sell to,
plus analyzes in detail sales informa-
tion for 30 different types of computer
equipment and related products.

Identify your competition
and plan your ’85 OEM
marketing objectives

The 1984 DATAMATION OEM
Purchasing Study is packed full of
useful marketing data that you would
find difficult and far more costly to
obtain on your own. You receive reli-
able, timely information like this —

® OEM buying plans for 1985

® detailed sales statistics and analyses
for 1984 OEM purchases

® demographic profile of OEM
companies and the end user markets
they sell to

® rankings of competitive manu-
facturers of 30 different types

of computer equipment by dollar
.volume, units bought, share of market
nationally and regionally

Order now!

Send your check or company
purchase order for $100 per copy to:

DARTRAMATION.

Atn: Laurie Schnepf, Technical Publishing Co.
75 Third Ave., New York, NY 10022
74 DATAMATION

NEWS IN PERSPECTIVE

costs about $100 for either technology, at
oem prices. “We are going to destroy the
micro chip card,” says Drexler with the
aplomb of a man holding a royal flush.

A knowledgeable fan of the
Drexler technology is Jerome Svigals,
manager of growth planning and elec-
tronic banking consultant for IBM in Palo
Alto and author of Smart Cards—the Ul-
timate Personal Computer just published
by Macmillan. Considered the father of
the mag stripe card and, perhaps, the pu-
tative cofather of the smart card in the
United States, Svigals cautions that the
gear to read the Drexler card and burn in
minute laser holes is still expensive, at
around $500 at oem prices. Moreover, he
wonders whether people carrying such
cards in their pockets will get dirt and
grease on the surfaces of the cards, mak-
ing them difficult to read. Drexler says
that read/write costs will come down on
volume purchases, adding that he has
three different methods to avoid getting
the cards too dirty to read.

Another nonsmart card firm did a
modest $1.5 million in sales last year, but
still looks like a comer. At a cost of slight-
ly less than $1 million, the U.S. Army has
for two years been testing a gadget called

The French are attempting to ex-
port a Concorde technology
when the Yankees have no need
forit.

the Data Tag, which is worn around the
neck and holds 64 kilobits of information
on each soldier-wearer. Where soldiers
once carried medical and personnel files
from post to post, the same data can now
be unloaded in seconds onto a terminal
and printer, even as the soldier prepares
to board a plane. This, of course, con-
siderably speeds up things like troop
processing.

The Army likes the widget so
much, says Chris Occhialini, a civilian
who has been monitoring the project, that
it will be putting out a request for propos-
als in anticipation of putting them around
the necks of more than 1 million soldiers,
at a cost to the government of around $40
to $50 apiece.

The Data Tag is made by Datakey
Inc., of Burnsville, Md. The firm also
makes the Datakey, keylike gadgets—2
inches long, .45 inches wide, .24 inches
thick, and weighing .18 ounces—with a
memory capacity of 1,400 bits. A larger
version has a 16Kb electronically eras-
able, programmable, read only memory
that supports the access, storage, and re-
vision of both program code and data.

The Datakey is being used in vol-
ume by Analytics Communications Sys-
tems Inc. of Reston, Va., a manufacturer
of commercial encryption and authentica-

tion equipment. “We use the datakey to
put on personal identification numbers
and also to put in encrypted messages as
an input device into our authentication
and encryption equipment,” explains Jer-
ry Randall, director of engineering.

One of Analytics’ customers is
CHIPS, the national bank wire network
that daily electronically transfers funds of
up to $325 billion from financial institu-
tion to financial institution. The system is
used for on-line access to the network.
“We sell directly to clearinghouses,” says
Randall. “We sell the key as part of a sys-
tem. We had some slight problems with
the key in the beginning, but we resolved
them. We looked at the smart card but I
don’t see using it in our applications.”
Other Analytics clients using the key,
says Randall, include Chemical Bank,
Chase Manhattan Bank, and Citicorp.

The Datakey is also being used by
ART Systems of Fort Worth, a firm that
makes fuel management and maintenance
systems. Here, the key is inserted into a
special receptacle on a gas pump by a
trucker each time he or she fuels up. The
data are downloaded into a 32-bit mini-
computer. The trucker punches in cur-
rent mileage and the mini compares this
figure with the last recorded mileage. In-
asmuch as each key provides other identi-
fication for the vehicle, the terminal on
the pump will also tell the driver whether
the truck needs maintenance. If mainte-
nance is overdue, the pump may remain
inoperative until the driver has such proof
transferred into the Datakey’s storage
area.

“The Datakey holds an abun-
dance of information,” says ART spokes-
man Bill Jones. “It is more durable and
secure than a smart card. A typical ART
installation sells for from $40,000 to
$50,000,” adds Jones, whose firm has
been selling the turnkey system for sever-
al years.

ART’s largest installation is the
Oklahoma City yard, with 14 remote
key/pump sites servicing 3,500 vehicles.
“We're very pleased with the Datakey,”
Jones says. “It is an excellent product,
much better than a magnetic stripe-type
card.” '

Datkey president Bill Flies says
that his firm is eyeing a number of indus-
trial applications. Here, a worker could
carry information within the key that
would allow a machine to perform auto-
matic setups, eliminating the need for a
more skilled specialist to perform these
functions.

The key is also being used in medi-
cal applications, accompanying a dialysis’
patient or attached to an artificial kidney.
Here, the key contains critical medical in-
formation instantly transferrable into ma-
chine applications. @®
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spreadsheet
that's a snap!

Break away from inefficiency—with the mainframe
spreadsheet that’s a snap. ESS. |

ESS is easy to use. And easy to install.

ESS prov1des spreadsheet support for IBM main-
frames running VM/CMS or MVS/TSO.

Now you can provide advanced spreadsheet
capabilities to ten—or ten thousand users.

ESS is a fast, powerful spreadsheet that’s as big as
your mainframe. Spreadsheet size is limited only by your
mainframe’s capacity. It easily handles thousands of rows
and columns.

~ ESS is compatible with Lotus 1-2-3 and VisiCalc.
Anyone familiar with these spreadsheets can be using ESS
in minutes.

And ESS has hundreds of features to support the
most sophisticated applications. Macro support. Online
HELP. Hotline. Unlimited windows. Interactive graphics.

There’s virtually no end to what ESS can do.

Give your people mainframe spreadsheet power at
mMicro costs.

Call us today. Ask about our 30 day free trial.

Trademark acknowledgement: IBM, International Business Machines; Lotus 1-2-3, Lotus Development
Corporation; VisiCalc, VisiCorp.

TRAX Softworks Inc.

10801 National Boulevard
Los Angeles, California 90064
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BENCHMARKS

DEFENSE RESTS: Scnator Jeff
Bingaman (D-N.M.), an- unlikely DOD
‘hero, restored $107 million for DOD’s ad-
vanced computer research, including
DARPA’s strategic computing initiative.”

SELLS PEACHTREE: Six weeks af-
ter its self-imposed March 31 deadline,
MSA finally sold its troubled Peachtree
Software unit to Intelligent Systems
Corp. The two Atlanta-based companies
would not divulge the sale price, saying
only that it was under $10 million in cash
and notes. MSA still retains the right to
market micro-to-mainframe links be-
tween the Peachtree micro applications
packages and its own mainframe applica-
tions. Peachtree was the last of MSA’s mi-
cro operations to be sold following ceo
John Imlay’s October announcement that
MSA was getting out of the micro business.
In January and February it sold its Micro
Distribution division to Corporate Soft-
ware Inc., its EduWare and DesignWare
educational software units to Encyclopae-
dia Brittanica, and most of Peachtree’s in-
ternational division to Plusmark Business
Systems Ltd. At Isc, Peachtree will join
Quad_ram Systems and Princeton Graph-
ics as ‘“‘micro enhancement divisions,”
ceo Leland Strange said.

FREE SOI'TWARE In a move that

many analysts saw as a return. to its bun-
dling practices of yore, 1BM recently be-
gan giving away two software packages
with each of its PC XTs at no extra cost.
The promotion, which lasts through the
end of this month, was probably designed
to reduce swelling inventories of XTs,
sources said, as well as to position the ma-
chine as the current mainstay of the pC
line. 1BM’s widely anticipated PC2, the de-
vice that analysts expect to restructure
the PC line, has apparently been delayed
until the end of 1985 to prevent cannibal-
ization of current PC products. The free
packages vary depending on the hardware
configurations purchased. For the pC XT
with 256KB RAM and a 10MB hard disk,
buyers get the Displaywrite word proces-
sor and a choice of either the TopView
window manager or the Data Edition fil-
ing package. For the floppy-based XT in-
troduced in April, 1BM is offering the
Writing Assistant word processor and the
Planning Assistant spreadsheet. The pro-
" grams’ list prices: from $150 to $250.
The move met strong criticism

from IBM’s software competitors. William
Sellers, general manager for sales and
- marketing of Leading Edge Products Inc.
of Wellesley, Mass., wrote to IBM ceo
John F. Akers that “adoption of this [pro-
gram] will likely be devastating to our
business and to that of other independent

software vendors. We. .. are of the view
that IBM’s new policy may well be directly
contrary ‘to state and federal antitrust
laws.” Sellers added that IBM’s move
could “eliminate competition in the soft-

_ ware market and thereby monopolize the

market through a combination of unlaw-
ful tying and predatory pricing.”

HITS BOTTOM: Even as Beehive was
pulling out' of bankruptcy; Ztel Corp.
filed for protection from its creditors and
shook up its management. The Wilmirig-
ton, Mass., ﬁrm has foundéred this year
because of technical problems in integrat-
ing an IEEE 802.5 local area network and
a digital PBX into a single product, the
PNX. The Chapter 11 filing came on the
heels of venture partner Fred Adler’s re-
fusal to participate in a new round of fi-
nancing for the troubled company. Ztel
has already put together a reorganization
plan keyed on $17 million in funding on
top of the $50 million already invested in
the company by Adler, NCR, General
Electric Venture Fund, Hillman Co., and
company employees. Adler, in addition to
withdrawing his venture firm’s support,
also resigned from Ztel’s board of direc-
tors. Ztel acting chief operating officer
and board member James Long also re-
signed. As a result of the shakeup, NCR,
Hillman, and the GE unit now have about
28% of the firm each.

The . technical problems have
caused product shipment delays that have
in turn been responsible for millions of
dollars of canceled orders. Consolidated
Data Systems, a systems integrator in Pa-
ramus; N.J.,, scuttled a letter of intent to
buy $35 million worth of the PNX product
because Ztel could not demonstrate the
switch carrying both voice and data si-
multaneously over single-pair or multi-
ple-pair wiring, company president
Stanley Platt said. ' )

RIP-OFF? 15um is also coming under
pressure from a very big customer. The
U.S. Navy charged IBM with causing $800
million in cost overruns in building a sub-
marine computer system designed to
track Soviet subs. 1BM had been the sole
contractor on the initial $1.7 billion phase
of the R&D project, and had beer slated as
the sole contractor on the two subsequent
construction phases of the Submarine

Advance Combat System, but the Navy
will now accept bids from other firms to
complete the remaining work. The. cost
overruns were caused by microchips that

-1BM had developed for the system but that

hold too little information apiece, the
Navy said. 1BM’s Federal Systems Divi-
sion, based in Bethesda, Md., admitted
that the chips cost more than the firm had
estimated, but put the figure closer to

$100 million. The Navy declined to say

how much of the $1.7 billion estimate 1BM
has already been paid, nor how the $800
million overrun would be resolved. The
current initial phase of the contract is de-
signed to enable about 20 U.S. nuclear at-
tack submarines to track several of the
Soviet Union’s newest and quietest subs.
Subsequent phases are intended to equip
the next generation of subs. Firms now
expected to bid on parts of the project in-
clude Raytheon, General Electric, and
Rockwell Internatlonal

STEPP|NG OUT: After a relatwely

short period of protection by the Bank-
ruptcy Court, Bechive International an-
nounced that it is emerging from Chapter
11 status, and celebrated the event by
slashing prices on three of its IBM-com-
patible terminals. The major provisions of
its reorganization plan include a $3 mil-
lion loan repayment to Continental Illi-
nois National Bank (which will also
receive 300,000 shares of Beehive stock
and a $2.2 million note at 13% payable
ovér two years); disbursement of 800,000
shares to other unsecured creditors; and
full - repayment of unsecured creditors’
claims over 512 years, with interest accru-
ing at 11% for the first two years and
then at 2% over the prime rate. The Salt
Lake City company filed for protection
from its creditors last October. In May, it

" reduced its $1,400 ATL-178 terminal to

$1,100 or '$1,200, depending on configu-
ration. The cc74 cluster controller emu-
lator now costs $3,000, a cut of 30%; the
ATL-0078 dual personality ASCII termi-
nal’s price was cut 20% to $1,000. -

INTEGRATION: 1f you can’t beat ’em,

join ’em. That seems to be the philosophy
of Computer Associates International,
which announced that it is planning to in-
tegrate its Financial Management and
Distribution Management IBM mainframe
software programs with .the Model 204
DBMS sold by Computer Corp. of Ameri-
ca. The integration is designed to allow
applications from CA’s Advanced Busi-
ness Software line to access Model 204
files directly, rather than going through
vsAM files, said James Rothnie, president
of cca, Cambridge, Mass. Ultimately, the
integration may apply to all of the Ad-
vanced Business Software programs; oth-
er functions in the series include order
processing, inventory control, sales analy-
sis, purchasing, general ledger, asset man-
agement, accounts payable, and accounts
receivable. Computer Associates, based in
Jericho, N.Y., offers its own DBMS, CA-
Universe, but senior vp David Tory said,
“We are pleased to offer the combined ca-
pabilities [of the cA and cca software] to
users.” CA has about 18,000 customers
worldwide using 43,000 products, while
ccA has 400 DBMS customers. ®
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YOU DON'T
HAVE TO SPEAK
SCOTTISH
"TO JOIN

THE CLAN.

ICL, Europe’s leading computer
company, are looking for some very
special partners from the software

“industry.

Right now, we are introducing our
UNIX-based supermicro, Clan, to the
European business community.

Clan’s central processor can sup-
port up to |16 workstations.

And, working under UNIPLUS +
(fully compatible with AT&T’s UNIX
System V), Clan supports the full range
of compilers to the XYOPEN Group
standards as well as software
conversion aids.

UNISOFT Corp.ICL is amember of the STC PLC group of companies.

(JUST UNIX)

ICL, in turn, are supporting Clan
with our Europe-wide network of
traders called Trader Point. They
distribute Clan, provide a high level of
customer service, and offer you
excellent opportunities to access large
markets for your software.

ICL have already announced their
commitment to offer UNIXasan
operating system across the product
range. For the moment, however, the
small business

with most potential for UNIX-based

products.

With Clan, we are offering soft-
ware suppliers the opportunity to
enter this market as our partners on a
pan-European scale and, in particular, for
the vertical market specialist to
extend sales into new and profitable
areas.

You talk UNIX. Now, ICL talk UNIX
too. If you would like to join our
growing Clan, we should be talking to
each other.

ICL
marketisthearea VWe should be talking to each other: ‘

For more information, contact David Mills, ICL Europe, ICL House, Putney, London SW15 ISW, UK. (Tel. 01-788 7272.) UNIX is a trade mark of AT & T Bell Labs Inc. UNIPLUS + is a trade mark of
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INTERNATIONAL

AT&T’s portable operating system has sailed around

the dp world.

UNIX GOES

ABROAD

“Have Unix Will Travel,” proclaims the
glossy AT&T holiday brochure. And travel it
has. Earlier this year AT&T’s famous oper-
ating system sailed around the dp world,
landing in Japan, where it won support
from the mighty MITI. On an earlier shake-
down cruise across the stormy Atlantic, it
gained ground with six of European dp’s
finest.

All this impressive international
backing is aimed at making Unix truly por-
table across hardware and across oceans.
But the software, which was developed by
Bell Labs 16 years ago, still has many miles
to go before it becomes a firmly fixed inter-
national standard. For one thing, the oper-
ating system is still too limited from a
technical point of view to make it popular
with many international users. Commer-
cially, Unix remains a suppliers’ standard
that has attracted only a small following in
the business world. In the competitive mar-
keting arena, the software has evoked the
loyalty of independent mainframers irked
by 1BM’s dominance.

Support for Unix actually means
support of an open operating system con-
cept that allows software portability across
different makes and models of hardware.
While AT&T works on improving its porta-
ble product, vendors in Europe and Japan
are continuing to look at other open operat-
ing system approaches. In the long run a
software methodology other than Unix
may set the real international standard.

Nevertheless, Unix has certainly
fueled the drive for open operating systems.
To further that drive, many of the world’s
dp companies have rallied around AT&T’s
Unix System V. Most of the hardware sup-
pliers realize that Unix has a number of
technical drawbacks. “It’s an excellent op-
erating system, but it needs a lot of invest-

ment to make it usable,” points out Heinz

Nixdorf, chairman of West Germany’s
Nixdorf Computer AG.

In Europe that investment is being
shared by six of the Continent’s top dp
companies. Nixdorf, ICL, Bull, Philips, Sie-
mens, and AT&T’s European partner Oli-
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vetti all joined forces earlier this year to set
up a European Unix support group. The
idea is to produce a pan-European standard
that merges AT&T’s Unix System V with
Microsoft’s Xenix version. What the group
hopes to come up with is some kind of
Euronix system that local software houses
will be able to depend on when developing
applications.

The support group is working on
some specific tasks. Siemens’ manager of
operating systems development, Klaus
Gewald, explains that “first we want to es-
tablish a standard interface between the
main operating system and application
packages. That is almost completed. Sec-
ondly, we will be continuing throughout
this year to establish a broader common
systems environment focused on databases,
compilers, and the human interface.”

There’s much more to the group
than that, however. Bull’s managing direc-
tor, Francis Lorentz, sees the effort as a
strategic survival tactic for European ven-
dors battling Big Blue. “Faced with one
dominant manufacturer, vendors have to
adopt other operating systems that are in-
ternational standards. They must not be-
come prisoners of IBM,” Lorentz stresses.

Such anti-IBM sentiment bothered
French software house Cap Gemini Sogeti,
which had earlier been considered for
membership in the European Unix club.
“We couldn’t afford to be associated with
such an anti-IBM club,” explains Christer
Ugander, president of cSG’s Europe Group.
“Too much of our business is linked to IBM
systems for us to be involved in an organi-
zation in which some of the members were
so outspoken about IBM.” CSG, which is
still talking to the group, may eventually
become a member. :

MIFFEDAT  Another European soft-
NOTBEING Ware house, Britain’s
ASKED Logica, was also consid-

ered for membership.

This seems particularly appropriate, since
Logica is a long-time user of Unix and is
Microsoft’s sole European distributor of

Xenix. Logica chairman Philip Hughes is
miffed that his company was not asked to
join the Unix Europe group. “They can’t
do all the development work alone,” he ar-
gues. “They are going to need the involve-
ment of software companies and it is better
to have that sooner than later.”

All this noise about Unix in Europe
is music to the ears of Unix Europe Ltd.
(UEL), the London-based AT&T and Olivetti
joint venture charged with selling Unix
System V source licenses in Europe. “With
the big boys committing themselves to Sys-
tem V interfaces, things are going very
well,” declares UEL managing director
Alessandro Osnaghi. Since Unix came to
Europe, about 125 source licenses have
been sold by AT&T to local vendors. UEL ex-
pects to sell another 30 licenses before the
end of the year.

Osnaghi believes that thanks to the
new group, Unix is closer to becoming a
standard in Europe than anywhere else in
the world. “European interest in a standard
is much higher than elsewhere,” he says.
“It’s a little too early to be looking for
many products from the big boys—they
move slowly. But my feeling is that they
will be putting products onto the market by
the end of the year.”

Making a head count of how many
people really use the system is difficult,
since AT&T has apparently lost track of the
number of binary licenses that have been
issued. “Worldwide we don’t have a clue,”
confesses one UEL executive. Estimates in-
dicate that there were around 145,000 bina-
ry licenses for Unix worldwide at the end of
last year. Approximately 20,000 of those li-
censes came from Europe. '

Some of the confusion over the size
of the user base stems from the fact that
AT&T, which initially developed the system
for internal use in 1969, was not allowed to
peddle the product before it became dereg-
ulated in January 1984. To muddy the wa-
ters even more, numerous Unix variations
such as Xenix were developed during this
period.

Freed from the antitrust constraints
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“Multi-user micro systems runnmg onUnix are |deally
suited for decision support appllcatmns.”

last year, AT&T decided to get serious about
Unix, launching a massive marketing push
with its System V release. The company
has much ground to gain, especially in the
commercial field. Unix, which has been
used heavily in academic applications and
research labs, has yet to prove itself in the
commercial sphere.

Most of the action in Europe has
been in the U.K., where roughly 250 sup-
pliers are offering Unix-based wares. En-
gland, which has around 5,500 Unix users,
accounts for more than one fourth of the
total installed base in Europe. Following
Britain, which is also home to the Europe-
an Unix Users Group, are France, West
Germany, the Netherlands, and Sweden.

Business in Britain, however, has
still been slow. “The industry has been
longer taking off than some forecasters an-
ticipated,” according to a recent report on
the U.K. Unix scene produced by software
“and systems house Digitus. The Unix push,
according to the report, has been stymied
by a lack of distribution channels and a
shortage of special chips and Winchester
disks. The inability of small retailers to
cope with the complexities of multi-user
systems also hasn’t helped. Frustrated by

these problems, some users have decided to -

wait for the multi-user IBM PC AT, which
runs under Xenix.

Nevertheless, Digitus is convinced
Unix is “off the ground and climbing
quickly.” The company sees the strongest
growth coming from systems that cost less
than $20,000. Digitus predicts that over the
next four years the installed base of these
systems will expand from 1,900 to 14,000.

There will be less dramatic gains at
the high end on mainframe systems, ac-
cording to Digitus. That’s due to sluggish
mainframe sales and to the more basic fact
that Unix is simply not suitable to be a pri-
mary mainframe operating system. Unix
will more likely be run side by side with a
proprietary operating system like IBM’s VM.

TOP U.K. The U.K. systems market
VENDORS is currently dominated by
ARE NEW smaller suppliers that

have grown up with the
product. With the exception of Digital
Equipment and ICL, all six of the top ven-
dors in Britain are comparative newcom-
ers. Altos, Fortune Systems, and DEC lead
the pack in terms of the number of systems
installed.

ICL is further down that leadership
list. The British company, which plans to
introduce Unix throughout its product
range in the next two to three years, is tak-
ing a more cautious approach to the operat-
ing system. In fact, the decision to offer
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Unix is being left up to ICL’s national sales
managers. This country-by-country policy

has been followed in marketing 1CL’s Clan

system, which runs under System V. The
Motorola 68008-based system is being sold
outside the U.K. in several European coun-
tries. “We feel that the Unix-Clan combina-
tion offers a great opportunity for us to
open up our trader market and that it is a
better vehicle for the rest of Europe,” ex-
plains Geoff Morris, ICL’s business opera-
tions manager for Unix.

Like many of its European competi-
tors, ICL has come to Unix late in the day.
Loyalty to its own operating systems helps
explain the lateness. So how will the com-
pany handle divided loyalties? “People
should have no worry on that score,”
promises Morris. “We have a very strong
commitment to get Unix to succeed. Our
strategy is to run Unix and our own sys-
tems side by side.”

One of the first companies to get
into Unix in Europe was the U.K.’s Bleas-

dale Computer Systems. “Being early into
the market,” says Bleasdale’s sales and
marketing director Mike King, “doesn’t
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