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Coping with change

Before EPILOG/MVS, performance information
was often hidden in piles of printouts and pages
of reports.

With EPILOG/MVS, an Installation Performance
Management System from Candle, you can find

the answers to questions about MVS performance:

userresponse...paging and swapping...the System
Resource Manager (SRM)...I/O contention...

tuningmeasures...hardware bottlenecks...and more.

The powerful Change Analysis feature of
EPILOG/MVS will help you to better understand
the results of system changes. For example,
Figure 1 is an EPILOG/MVS display which shows
that average TSO trivial response time was over
five seconds for a one-week period. The main
bottleneck was paging, shown by the WAIT FOR
LOCAL PAGE value of 3.65 seconds (about 65%
of response time). In other words, about 65% of
TSO response time was caused by paging.

A high-speed paging device was then installed in
order to improve TSO performance. Figure 2 is
another EPILOG/MVS display which compares
TSO response time before and after installing the
high-speed paging device. '

Note: Both displays were created in a matter of
seconds, using simple commands that took less
than a minute to enter.

If your data center has frequent hardware or
software changes (new applications, more users,
tuning measures, new operating system releases,
CPU upgrades, more main memory, new disks,
etc.), the Degradation Analysis feature of EPILOG/
MVS can quickly and simply show you the impact
of those changes on end-user service and its
resource analysis can show you the effect on

with EPILOG/MVS

PER} ] ON 06/20/83 T0 17 ON 06/24/83
AVERAGE OF 160 INTERVALS
+

WALT_REASON
USING CPU

PRIVATE PAGE-IN WAIT
DISK 5YS001 14 ACT
£CB WAIT

DISK $YS001 141 QUE
AVl

Figure 1. EPILOG analysis of TSO trivial
response time.

ROUP =
09:00 ON 06/20/83 TO 17
AVERAGE OF 160 INTERVALS
WAIT_REASON,
USING CPU
PRIVATE PAGE-IN WAIT
DISK SYSOO1 141 ACT
ECB WAIT
DISK  SYS001 141 QUE

ROUP = 2 SYMBOLIC NAME = TSO  PERIOD
09:00 ON 06/27/83 TO 17:00 ON 07/01/83
AVERACE OF 160 INTERVALS

+
WAIT_REASON,

USING CPU

UNILATERAL SWAP

DISK VSRESA 158 ACT
DISK SYSOO1 1kl ACT
DISK SYSOO1 141 QUE
PRIVATE PAGE-IN WAIT > . . . . . . . .
AVERAGE TRANS TIME 104076 MVS TRANSACTIONS ENDED

R Ema AR EEEEaEEEEEEEEEEEEEEANEREAEeEsEEETEEneEE et

Figure 2, EPILOG analysis of TSO trivial response
time before and after installation of a high-speed
paging device.

resources. In this way you can verify that your
investment—in time or money or both—is produc-
ing the intended results. Or, if not, you can modify -
your actions and use EPILOG/MVS to check the
results again.

Change—almost constant change—is becoming

a way of life in a modern data center. With EPILOG
you can be confident of achieving the results

you want.

For more information, contact your Candle
representative.

(Candle

10880 Wilshire Blvd., Suite 2404
Los Angeles, California 90024
Phone 213-207-1400
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The market research industry
absorbs millions of dollars and
produces billions of words every
year. But its customers, reports Jon
Zonderman, are asking, can we
really get “Forecasts from Teacups?”

THE GRAPHICS STANDARDS
BATTLE

Jon A. Meads

Foredooming each other's schemes
and championing their own, the GKS
and Core System partisans cry
standards, and let slip the dogs of
war.

89

MAINFRAME BUSINESS
GRAPHICS

Maxine D. Brown

Graphics supported by the corporate
database can impress management
and influence peers—if you make the
right choices.

GRAPHICS

Michael S. Cooper

You don't need a fancy graphic to
see why the pc is becoming such a
popular graphics tool: it's now more
sophisticated, more user friendly,
and can cut slide production costs
by 90%.

109

A DOZEN ELECTRICAL
MISTAKES

Warren H. Lewis

The abundance of power hazards at
many dp shops is downright
shocking. Herewith, some advice on
keeping things safe.

THE END OF THE

HARDWARE ERA

Stephen T. McClelian

Was there a recording industry
before there were record players? In
an excerpt from his new book, a
prominent Wall Street analyst says
software, more and more the key to
bigger vendor profits and increasing
consumer productivity, will eclipse
hardware as high tech's star.

READERS’ FORUM

Ben Matley urges us to go “Beyond
the Me Industry,” “History Repeats
Itself” for T.K. Gibbons, and Roy
Mengot's digits draw "Digits."”

FEATURES NEWS IN PERSPECTIVE
28 99
IN FOCUS MICRO-BASED BUSINESS

38 EXPORT-IMPORT
A noisy turf battle.
42 MICROCOMPUTERS

Looking for generics.
When the chips are down.

52 DATA COMMUNICATIONS
Securing the network.
Pirates on the boards.

64 TAXATION
Spelling relief for R&D.

72 BENCHMARKS

DEPARTMENTS

9 LOOK AHEAD
15 LETTERS
25 EDITORIAL
139 PEOPLE
145 HARDWARE
151 SOFTWARE & SERVICES
155 SOURCE DATA
161 ADVERTISERS’ INDEX
162 MARKETPLACE
164 ON THE JOB

INTERNATIONAL 144-1

- 3 EUROPEAN MICRO MOVES
-10 WORKING WITH WORKSTATIONS
-19 HEADING FOR A REVOLUTION

COVER ILLUSTRATION BY ED SOYKA
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Computer
Graphics
Conference

Exhibition

The most intense display of
high performance computer
graphics equipment for current
and future applications.

Technical Program
and Courses

Papers exploring new techniques,
panels probing topical issues
and courses offering in-depth
instruction.

Art, Film and
Video Spectaculars

Striking visual presentations

of computer graphics excellence.
New this year . . . a curated’
design arts show plus the first
totally computer-generated
Omnimax film.

July 23-27, 1984
Minneapolis, Minnesota

For information, contact the
SIGGRAPH '84 Conference Office
111 East Wacker Drive (B)
Chicago, Illinois 60601

(312) 644-6610
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SAS Products Installed:'

By Reglon

LEGEND: PRODUCTS W 299 or less 300-599
i B £00-839 ‘=‘%000' :

Septenber, 1982

Creteteraifzde pdz)e er Theeishepte

Operating Revenue Dollar

Lholesale N
18¢

Commercial
19¢

. . Other
Residentjal- 3¢
3¢

Industrial
29¢

QURCE: Carolina ‘Power"& Light 1981 Annual RepoH, p. 6:

Bt he s

TELEPHONE EXPENDITURES
FOR TELEMARKETING

(Estimated Figures)

(in Millions)
1980 1976

" Residential originated local'calls - -+ $ 569~ .- $:232 -
Residential originated toll calls 689 269
Busingss originated focal calls 4,144 3,045
Business originated toll, "

WATS, 800 calls 4,443 2,502

@
M4
s
]
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11:00 113:00
Time of Day

LEGEND: USERS — Active

‘GYaPhICS Replay Procedure
Command
PROC GMAP QUTPUT 09DEC82
CHOROPLETH MAP OF PRODUCTS

PROC GCHART OUTPUT 09DEC82
PIE  CHART OF REVENUE

* GRAPHS FROM PROC GSLIDE 09DEC82
* TELEPHONE EXPENDITURES

PROC GPLOT OUTPUT 09DEC82
PLOT OF LOADXTIME




A picture worth $111,000000,
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Not long ago, three businessmen PLUS™. No company in America had Portable into the COMPAQ PLUS with
met in a coffee shop to talk about an ever grown that fast. Why? its integrated ten-megabyte disk drive.
ideaforanew personal computer.They Simply because they offer, in a rug- How does the future look? We look
made a rough design on the back of a ged, portable package, more capability at it this way: If we came this far on the
place mat. than most other PC’s. They're truly back of a place mat, just think of what

A lot of companies were already IBM*-compatible, so all the most pro- we can do now.
making personal computers, but they ductive software runs as is. They dis- For the location of your nearest Authorized
thought theirs just might work better. play high-resolution text and graphics Dealer, call 1-800-231-0900.

The next yéar. they sold $111 mil- on the same screen. And they grow. ©1984 COMPAQ Computer Corporation. COMPAQ®is a Registered

lion worth of their new computers, the Expansion slots take IBM-compatible B iy o1s 13 Bttt Trorark: of ntas-

COMPAQQ Portable and the COMPAQ boards, and a kit converts the COMPAQ national Business Machines Corporation.

comeAa

It simply works better.
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TELEX 278

And OffFeatures Beyond IBM

A lot of 3270 suppliers talk IBM compatibility, but The 274C can accommodate up to 32 A-type

usually their way, not yours. Only the Telex 274C _devices from both Telex and IBM. Communi-

remote controlier offers true IBM compatibility your cations protocol under SNA or BSC are also avail-

way. With Telex device compatibility you can mix able. A complete set of diagnostic routines are

and interchange IBM and Telex 3270 displays provided to insure maximum unit performance.
ters — all off our 274C controller (or even

piby gl | | Ask for “TELEX COMPATIBILITY”. Get true IBM

In addition to true [BM compaublllty Telex's 274C 5&;2?;%:’,?;2% extended features your way

offers extended functions not available from IBM. _ ' ‘

Features like — , For more information about the Telex 274C

e |ocal Format Storage and Retrieval controller, call John Hawkins toll-free, at

e Dual Host Communications 1-800-331-2623. Or 918-627-1111 in Oklahoma.

e Local Print Buffering

'I'E LEX.

The Innovation contlnues

Telex Computer Products, Inc.
6422 E. 41st Street
Tulsa, Oklahoma 74135

(918) 627-1111 CIRCLE 8 ON READER CARD

Regional Sales Offices Chenry Hill, NJ/609) 665-8066 * New York, NY/(212) 599-7220 « Southfield, MI/(313) 358-1195 « Atlanta, GAV[404] 955-7745 » Rosemont, IL/(312} 298-9800
Garden Grove, CA/(714} 898-9833 « Federal Marketing Springfield, VA/(703) 922-9333 + Canada Willowdale, Ontario/(416) 494-4444 « Interational Addison, TX/[214) 931-8511




LOOK AHEAD

A GREAT LEAP A new entry-level class of word processors is on
IN WP its way from IBM, Wang, and others. Priced higher
and offering more functions than electronic type-
writers, the new machines will probably be based
on personal computer technology but will use vari-
ants of standard word processing software. Wang
is expected to unveil its model 1107 this month
while IBM, which is said to be preparing a compet-
itive machine that uses nonimpact printing, could
make its introduction any time now. Meanwhile,
several Japanese firms are waltlng in the wings
with similar products.

NEW MODELS OF IBM's new System/36 processor may not be the last
S/38 COMING in the 34-36-38 family to be introduced this year.
Industry sources expect a model 9 in the System/38
this fall, offering increased speed and memory
capacity. Succeeding that, sources say, will be a
model 11, which may include a compiler that will
handle S/36 code on the 38, and a model 13, proba-
bly coming in 1986, which may offer a dual 38-4300
personality. Also in the works is a desktop ver-
sion of the S/36. ‘

FIRMS LINK While the mainframers and mini makers scuffle over
MICROS PBX connections, another standards battle is brew-
ing on the micro front. For now, Microcom,
Norwood, Mass., is the leader, with some 45 1li-
censees of its network protocol for attaching
micros to micros. Word is that Telenet and AT&T
will soon sign on with Microcom. On its heels,
however, is Communications Research Group, Baton
Rouge, which offers the Blast protocol for some 70
types of micros, minis, and mainframes. Mean-
while, Tymnet, the public data network, has devel-
oped its own, dubbed X.PC, with field testing
slated to begin in July. Of the three protocols,
only Microcom's is undirectional; the other two
support concurrent, bidirectional file transfers.

IBM OS UPDATE A year after it was first shipped, IBM's MVS/Ex-
tended Architecture (XA) is being installed by
users in numbers "substantially above plan," ac-
cording to IBM executives. Carl J. Conti, presi-
dent of the IBM Data Systems Division, says, "It's
done more than we said it would." Of 3,468 IBM
users recently surveyed by Cowen & Co., Boston, 7%
had installed XA and another 33% said they would
do so in 1984 or 1985. Conti also says 1983 was
the best year ever for the VM/370 operating sys-
tem, for which more than 10,000 licenses have been
granted.

MAY 15, 1984 9



LOOK AHEAD

AT&T LIMITS
3B SERIES

IBM CHECKS OUT
BERKELEY UNIX

SMALLTALK ON
SMALI SYSTEM

SPERRY
FILLING GAPS

RUMORS AND RAW
RANDOM DATA

Production constraints will apparently limit the
number of mini and microcomputers AT&T can deliver
this year. While the company has said its 32-bit-
ters will be available immediately, it notes that
the systems will not be "fully available" in 1984.
Apparently, early production machines will go to
select oems and VARS that will give the systems
market visibility.

Sources at IBM say the company is evaluating the
Berkeley 4.2 Unix operating system for use under
VM/370, a move that could be aimed at hurting AT&T
where it hurts most. AT&T itself is preparing
virtual memory versions of its Unix package but
apparently IBM doesn't want to get locked into a
software standard that is groomed toward AT&T's
recently introduced hardware.

San Diego-based Syte Information Technology is
likely to be the first oem source for Xerox's
Smalltalk-80, a combination operating system,
high-level language, and programming environment.
Syte, headed by former Megatek president Peter
Shaw, will offer Smalltalk on its new series 3000
of 32-bit networked computers and workstations.

Sperry Computer Systems, which considers the

640 x 400 dot resolution for color graphics to be
one of the prime attractions of its persomal com-
puter, is rushing to find a hardcopy output device
it can market with the pc. The crash evaluation
was mandated when Sperry realized it had no such
device that could take advantage of the high-res-
olution color graphics. Sperry is also readying

a link from the pc to IBM mainframes, a product
required by shops with both IBM and Sperry main-

frames. :

Ampex Computer Products division is preparing a
line of memory subsystems that would be 0S-inde-
pendent and offer database handling facilities.
The systems would be sold into the oem market....
Storage Technology has reportedly received a much-
needed major order for its 338-type disk drives.
AT&T is said to have ordered 2,000 of the STC ma-
chines....Don't be surprised to see IBM boost its
standing in the scientific/engineering processor
marketplace with more specially optimized machines
like its 4381 cpu. Also on the boards are said to
be high-powered supercomputer-class machines to
take on Cray, ETA-Systems, and the Japanese....
Tandem's new TXP line isn't doing as well as the
company expected, and the company recently record-

ed revenues that were not shipped -- again.

10 DATAMATION




Now, theres a full line of band
- printers with the same perfor-
mance you've come to expect
from Printronix.

The Printronix DataPrinter™
Series.

With precisely formed char-
acters even through six-part forms,
our data printers consistently
deliver Printronix quality.

Printronix versatility means
interchangeable print bands for
multiple type styles and a choice
of four quiet DataPrinter models:
600, 750, 1000 or 1200 lines-per-

minute models for high volume

super-mini and mainframe output.

Because high speed is no
speed when the printer is down,
Printronix reliability is built into
the DataPrinter Series. With an
average of six months between
service calls and over 90% parts
commonality, maintenance costs
are surprisingly low.

And service takes only minutes,
so our data printers keep per-
forming. A digital display panel
alerts the operator while a unique
rear control panel and door allow

the operator or servicerepto

_quickly access the printer.

Now, you can call Printronix
for not only top quality matrix line
printers but for the best of the
band. The DataPrinter Series.

THE FIRST LINE IN PRINTERS.

PRINTRONIX

For more information, contact Printronix
at 17500 Cartwright Rd., PO. Box 19559,
[rvine, CA 92713, 714-863-1900 TWX: 910-
595-2535, Outside California: 800-556-1234,
ext. 66, In California: 800-441-2345, ext. 66.

THE ONLY BAND PRINTER
TOBEPRNTRONIX.

See us at COMDEX™/Spring ’84

May 22-25, 1984
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AtDCA, we've developed
what many regard as the most
efficient, most effective net-
working design in the industry.
We call it Integrated Network
Architecture® And here's what
makes it work:

Complete network
transparency. We make all
our networking hardware to
interface with all data process-
ing hardware. So you don't
have to modify your hosts or
terminals.

Comprehensive net-
work management. You
can monitor transmissions,
troubleshoot, even reconfigure
parameters on-line from one
central point. With a DCA
network, you have total control.

Virtual circuit switch-
ing. For optimum efficiency,
our network provides accessi-
bility for any terminal to any
host.

Error controlled trans-
mission. Since we have
practically erased the prob-
ability for undetected error,
low-cost terminals can be used
more reliably.

Compatible modular
hardware. It makes our net-
works easy to maintain and
inexpensive to expand. All
you do is add —instead of
replace—DCA components.

Integrated Network
Architecture. Let uslay it all out
for you. Write: DCA,
%03 Research

rive, |
Norcross, ,:, ;
30092. Or
call toll-ree:
1-800-
241-5793.

e ——
5y

{

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



g;i?WOME THE AVERAGE SALARY FOR EACH JOB
ANNUAL
JOB CATEGORY SALARY

MANAGER $32,118.07
PROFESSIONAL $24,123.49
TECHNICAL $24.616.88
CLERICAL $12.439.75
CRAFTSMAN $16.435.16

AVERAGE $21.946.67

NEXT REQUEST.
PUTIT IN A BAR GRAPH.

PROFESSIONAL TECHNICAL CLEHICAL CRAFI'SMAN

ANNUAL SALARY
A BAR GRAPH OF THE AVERAGE SALARY FOR EACH JOB CATEGORY
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To use INTE LLECT the natural Ianguage query system, aII you :
~ have to do is ask—m everyday conversational English—and
,you’ll retrieve. Immedlately, in elther text or full-color graphlcs.”

lNTELLECT the world’s only successful true natural

language query system, is an ideal tool for your infor- -
~mation center. INTELLECT’s powerful information

etrieval capabilities are so advanced that it under-
stands questions and responds with answers as if you -

re talking to a knowledgeable colleague. Execu- af

s access data themselves—more: eaSIIy than ever
ore—wnthout learning any technical j
erese.” It's so easy to use, it
ining manual! -

itin f nished color graphics in a matter of seconds

It's a live dynamlc interface that fully integrates yo "
existing database and graphlc systems. - :
~Already hard at work in hundreds of orgamzatlons

~ INTELLECT is ideal for marketlng, finance, personnel :
- manufacturing, and banking applications. ‘

INTELLECT is an important technologlcal break-

- through. You can learn more about it by attending

- one of our nationwide seminars. Or put its amazmg"’
~ power at your fingertips in minutes wuth one of our

~ demonstration tapes. :

Call or write for more detéllsf; Lookmto INTE E

b and be an eyewi




LETTERS

MISGUIDED MANEUVERS

Hesh Wiener’s penetrating article, ‘‘Main-
frame Maneuvers,”’ in your February issue
reports the top 10 systems over a six-year

period. Only two non-IBM systems made the .

list, the HP 3000 for the last two years.
Imagine our feelings at having it identified
as the 1BM HpP 3000!
By the way, Computer Intelligence
Corp., the source of your figures, reports
that the Hewlett-Packard HP 3000 is the sec-
ond most widely used general purpose busi-
ness computer in the U.S. if you count
numbers in the installed base instead of rel-
ative rental value.Anyway, it’s nice to be in
the top 10.
DOUGLAS C. CHANCE
Vice President and General Manager,
Computer Products Group
Hewlett-Packard
Cupertino, California

No, there ain’t no such animal as the IBM HP
3000, which was listed in the chart on
p.162. Our apologies to Hewlett-Packard
for not catching that typesetter error. —Ed.

ADAPTING

The interesting article on *‘Pairing for the
Future”’ (December, p. 220) stated that
X.25-5NA links ‘‘are limited to the top-of-
the-line or new controller models (3705-11,
3705-80, 3725)"’ and require ‘‘expensive”’
network interface adaptors (N1As). I would
certainly agree on the latter point. At least
in Argentina, however, IBM, in conjunction
with the state telephone company, ENTEL,
will provide a software ‘‘Pad’’ in the X.25
network that will eliminate the Nias for the
top-of-the-line controllers. 1BM systems us-
ing communications adaptors will continue
to require NIAs both at the cpu and at each
remote cluster controller.

Other vendors, in our case Hewlett-
Packard, are providing software at the cpu
end and X.25 cluster controllers at the ter-
minal end for approximately one half the
cost of the IBM NIAs. HP has also promised to
provide a future software link to allow its
distributed processors to communicate di-
rectly with an 1BM central processor via the
X.25 network. :

Not mentioned in the article is the
ability to connect low-speed asynchronous
devices (110bps to 1200bps) to the X.25
network using a software Pad provided by
the public data network.

MYRON FELDSTEIN
Director MIS

Swift Armour S.A.
Buenos Aires, Argentina

AU CONTRAIRE

The ‘‘Software Strategies’’ article in your
February issue (p. 171) incorrectly included
MSA among those software companies that
have reduced their range of hardware envi-
ronments. On the contrary, MSA leased a
considerable amount of software during re-
cent years in non-IBM environments. More-
over, we are negotiating agreements that
could expand our customers’ hardware
choices even further.

In March, in fact, we announced an
agreement with NCR in which various devel-
opment, marketing, and support activities
are shared. NCR is responsible for whatever
modifications are needed to adapt current
MSA software (and future enhancements) to
the NCR hardware, database, and system
software environment.

That makes the third such agree-
ment in two years between MSA and a major
hardware supplier. Earlier contracts were
signed with Honeywell and Sperry.

While 1BM certainly has the pre-
dominant market share for mainframe com-
puters, MSA has never ignored the fine pro-
cessors built by major competitors. And to-
day, we’re seeing even greater interest by
these hardware suppliers in bundling their
products with ours.

BOB DAVIES

MsA Special Hardware Division
Management Science America
Atlanta, Georgia

OFF TARGET

Just a note to clarify some erroneous infor-
mation in your February Look Ahead men-
tion of United Telecom as a takeover target.

1. United Telecom is not located in
Kansas City, Kansas. The company’s head-
quarters is physically located in Westwood,

Kansas. The mailing address is a Kansas
City, Missouri, address.

2. United Telecom announced in
October of 1983, and completed shortly
after year-end, the sale of its remote com-
puting services business (United Informa-
tion Services) to Control Data Corp.

3. The data networking portion of
United Telecom’s business (Uninet) was
separated from the company’s remote com-
puting business early in 1982. It was not
and is not on the block.

DONALD G. FORSYTHE
vp-Corporate Communications
United Telecommunications Inc.
Westwood, Kansas

FROM LEFT FIELD

CBEMA’s apprehension toward the Demo-
cratic Party’s ‘‘industrial policy’’ proposals
(January, News In Perspective, p. 48) is
somewhat warranted. A “‘national industri-
al policy’’ implemented by a new, self-per-
petuating bureaucracy, geared to serving
our largest corporations without public in-
put, would constitute a corporate blueprint
for American economic dissipation. As
California Congressman Zschau stated in
Willie Schatz’s article, however, the Unit-
ed States has had an implicit industrial poli-
cy all along. In fact, such a policy—albeit
often self-defeating and inefficient—has
been implicit since America’s first federal
taxes and tariffs were imposed.

Making this implicit policy stand
out for public scrutiny would be an impor-
tant first step in getting Americans to recog-
nize the need for a clear social and econom-
ic policy, of which industrial strategy is
only a part. The basic question of such a
policy is not which firms and industries
shall be winners or losers, but rather what
are the terms of our social contract over the
next generation?

Every large corporation or industry
association seems to hold itself the center of
its universe, and therefore deems itself
blessed with the wisdom needed to steer
this country towards—whatever. I would
hope that an industry founded on govern-
ment contracts, defense spin-offs, subsi-
dized R&D, and tax breaks (i.e., industrial
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policy), having grown up in the shadow of
1BM and AT&T, would keep the ‘‘free mar-
ket’’ rhetoric down to a dull roar.

We do need to set a clear national
agenda with explicit values. No individual
or firm or industry can set them, but each of
us can raise some necessary questions.

CBEMA has nothing to worry about
in any case: no government commission
will put its members out of business, nor
will even a Democratic Congress try to
tamper with executives’ pay scales. It is
only on the bottom rungs of our economic
system, among the unemployed who can
and want to work but whose skills have
been steeply devalued by rapid change, that
we find people whose individual and family
futures depend on a meaningful and sub-
stantive discussion of economic policy.

" DAVID PHILLIPS
Rego Park, New York

POINT, COUNTERPOINT

My congratulations and gratitude for pub-
lishing what has long needed to be said
about office automation: essentially, that it
is a huge hoax perpetrated by vendors, con-
sultants, and the like on American business.
Reading Dr. Hammer’s article (February,
In Focus, p. 36), I was reminded of the
small boy in ‘‘The Emperor’'s New
Clothes’’ who pointed out the king’s naked-
ness. The most embarrassing. part of the
whole scenario is that so many of us who
know better have subscribed to the hoax out
of laziness or self-interest.
PETER MARTIN
UDATA
Morristown, New Jersey

[ am in strong disagreement with Dr. Ham-
mer’s article, ‘‘The 0A Mirage.” I believe
he owes the general public an apology. Of-
fice automation customers are not naive and
have lived with this technology for several
years; they are by no means newcomers,
and they have developed enough savvy and
expertise through their own experiences
that an outside consultant can perhaps learn
from them. This may be the reason more
and more large companies are solving their
problems without the aid of consultants and
establishing new departments to handle the
task of overseeing equipment acquisitions
and implementation programs.

To say that executive reaction to OA
ranges from boredom to skepticism to hos-
tility is a fallacy. Every company knows
that increased productivity and economic
success go hand in hand, and 0A is recog-
nized as a tool to help us work smarter in-
stead of harder, and therefore use our time
more effectively. Certainly, enough is writ-
ten to substantiate this philosophy! Because
OA is looked upon as a tool to help make this
happen, OA programs have a very high pri-
ority and are often led by corporate direc-
tors and vice presidents. o

Office automation is more than just
another computer application—it is an en-
tire concept encompassing many capabili-
ties to address many applications. To say
that people are buying small systems to ad-
dress specific applications is to say they are
still operating with a 1970s mentality. That
was a mistake that was made 10 years ago
that some are still trying to rectify.

Also, Dr. Hammer’s statement that
the user interface is a second-order factor is
very incorrect. The customer is smart
enough to know that user interface is of
primary concern. In an installation we have
just completed, the interface was of higher
priority than functionality. Take a look at
some of the largest equipment acquisitions

we have been reading about—E.F. Hutton, .

Department of Forestry, U.S. Navy, etc. If
these acquisitions took place for any other
primary reason than user interface, I would
be very much surprised. Can we really say
there is no such thing as office automation?
It is 1984 and we are well on our way to the
infamous ‘‘office of the future”; we have
electronic mail and are sending our spread-
sheets and graphics all over the place. Our
executives are becoming adept at keyboard-
ing and manipulating text. We are using our
calendars to schedule meetings and re-
sources, we are accessing our mainframes
and outside databases, and we’re doing it in
plain English! Granted, we are still in the
transition stage, but believe me, it’s hap-
pening. And for a lot of us, there’s no turn-
ing back!
KAREN H. ELDER
President
Office System Strategies Inc.
. Utica, Michigan

Michael Hammer’s article on 0OA was inter-
esting, but he failed to discuss the impor-
tance of OA to small and new businesses. A
new one- or two-man business has an excel-
lent chance of success if it can avoid large
startup costs (i.e., a secretary, office space,
bookkeeping charges, etc.). Now, anybody
with an idea for a business can start with
$3,000 to $4,000 and have a fighting
chance. Watch out, big guys, the age of the
mom-and-pop grocery store may be coming
back. :
RANDALL BACHMAN
Engineer
Arizona Public Service Company
Joseph City, Arizona

MORE! MORE!

Jan Johnson’s article, ‘‘In Search of Miss-
ing Links’’ (November, p. 142), was the
first (and so far the only) piece I've found
that provides any kind of collected informa-
tion about micro-mainframe links. We’re in
the process of developing a seminar that
addresses the why and how of micro-main-
frame links, and as such, have been doing a
lot of our own research. The timing of this

article was terrific; it provided me with fur-
ther data as well as corroborated many of
the things I’d already discovered. Alas, for
me, things are changing fast enough to ne-
cessitate an update of Johnson’s work. But
it is ‘a substantial place from which to start
and has been a great help. It was a deserved-
ly well-supported effort.
DEBORAH HARPER
Temple, Barker & Sloane Inc.
Management and Economic Counsel
Lexington, Massachusetts

THANK YOU

Thank you for publishing such a detailed
article on Alan Mathison Turing in your
December issue (p. 152). Never since I
wrote my undergraduate thesis at MIT have |
seen such interest in Turing. My thesis ad-
visor and another professor motivated me

-enough to grind through the research, de-

sign, and construction of a working model
of a Turing machine.

Respectfully, I want to make one
correction: according to my research, Tur-
ing published in 1936, not 1937.

CARL A. KARRFALT
Pelham, New Hampshire

LANGUAGE BARRIER

I can understand Prof. Pasachoff’s dismay
with the usual academic approach to com-
puter programming education (February,
Letters, p. 28). Most of us, physicists or
engineers, did indeed ‘‘learn computing on
the side.”” Our professions have gained lit-
tle evident benefit from the spread of com-
puter science.

I suggest that the training with
which we have made do is not good
enough. Do any of us gain the right to put
those letters after our names without under-
going formal as well as ‘‘on the job’’ train-
ing in expository writing and speaking? It is
equally important for us to communicate
both with our coworkers and with our com-
puters using whatever expressive power we
can find in our programming languages.

Certainly FORTRAN is likely to re-
main an important medium of expression in
our fields. Knowing the needs, shouldn’t
we team up with computer science people
who have studied such expository tech-
niques and try to improve our standard of
communication?

TIM PRINCE

Aircraft Engine Business Group
General Electric

Lynn, Massachusetts

I submit that someone who learns program-
ming in a language oriented towards struc-
tured problem solving, such as Pascal, will
be a better FORTRAN maintenance program-
mer than one who learns to-program in un-
structured FORTRAN.

Pascal encourages the development
of good programming technique. Once a
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It’s just not fair
to claim that TEMPLATE is the
best graphics software available.

Our competition’s already
discouraged.

~ And we like competition. We really do. It's just that it's difficult, if not
impossible, to find graphics software as efficient and functional as
- TEMPLATE. Try -as you might. TEMPLATE is the hands-down winner. With
“true device-independence and intelligence, total graphics functionality
“for CAD, scientific analysis, seismic work, process control, molecular model-
lmg and a host of other applications. '

In almost any environment, whether it's batch or .
interactive, 2D or 3D, TEMPLATE wins. Benchmark
tests prove it. TEMPLATE, besides being a true 3D
graphics package for 32-bit or larger computers, features
powerful commands that provide matchless produc-
tivity, TEMPLATE makes optimal use of available com-.
puter resources, giving you fast, efficient computer
graphics program execution. And it supports over 125
graphics devices, from dumb termi-

nals to sophisticated systems.

We also provide on-site installation and training,
continuous updates, a regular flow of new device
drivers, and ongoing documentation. What's more,

- we back you up with a telephone hotline so
. TEMPLATE software specialists can provide help
- 1f you need 1t

But let’s be fair. If you're look-
ing for graphics software, call our competitors first. Find
out what they have to say about theirs. Then call us,
and find out why TEMPLATE really has no competition.

And why the competi-
tion has been so discouraged L] MEGATEK
for so long. BEE CORPORATION

-..® AUNITED TELECOM COMPANY
Making History out of State-of-the-Art

World Headquarters « 9605 Scranton Road « San Diego, California 92121 = 619/455-5590 + TWX: 910-337-1270
European Headquatrters - 34, avenue du Tribunal-Fédéral - CH-1005 Lausanne, Switzerland + Telephone: 41/21/20 70 55 - Telex: 25 037 mega ch

See us at NCGA, Booth 318, May 13-17, Anaheim, CA.
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-~ Televideo 910, ADDS View-
point or other compatible

to IBM. The other to everyone .-~ '~ 77 terminals.
else. i L L - - The PA1000 connects
With that in mind, com- §F - coaxially to an IBM
anies have come alo YR LTI R @ 3274/3276 cluster
P with ava?ietyrcl;% MVATAQ § controller, so whatgver per-
. products that i . . » | sonal computer or terminal

Today, you have to live in two
different worlds. One belonging

U

W attempt you use will perform all
tolink the ™

. two together.  of their IBM mainframes. the functions of an IBM 3278-2.

But somewhere along the So if you're looking for the The coaxial connection also
line, they all look 8 alittle dumb. best of both worlds, keep reading.  means you won't be in for a future
Enter the AVATAR And you'll see why the AVATAR shock: ever-changing IBM proto-

PA1000™ Protocol Con-  PA1000 can out-think any product  cols will be no problem.

verter. g It’s the most on the market. PPEITYen PP Pp—
== intelligent way to - First of all, the Eesytomstal TARPAI000 vs. ALl
bring personal computers, . AVATAR PA1000 Q/A nstllation YES NO
portable computers, or low-cost ¥ isan a!’most univer- | Ergiehlanguage \ES NO
ASCII terminals into the IBM sal link. With no mod- | Helpscreens YES NO
. 1 . E h f . f . . Keyboard‘typ‘es 5 1
coaxial environment. For the first ification, it connects to | Remote dial-in
time, overburdened DP/MIS virtually any personal security password YES YES
. Dual host access YES NO
executives can look forward to or portable computer | Localscreen
- truly smooth integration, you have: IBM, Apple, | ,panou YES NO
S — . minimal DEC, TRS 80, Kaypro, line modes o o
R — Pric 995 95
i COMPAQ7 NCR’ and A:']aiTability Immediate (€3]
confusion, others. -
and fewer demands on their time. ~ The AVATAR PA1000 also ~ Two hosts are better than
And users can get an affordable, . connects to the DEC VT100, . one. So in addition to the -
easy-to-use way to tap the riches @ IBM 3101, LSTADMS, & coax connection to IBM, the

TRS is a trademark of Tandy Corporation. COMPAQ is a trademark of COMPAQ Computer Corporation. ADMS is a trademark of
Lear Siegler, Inc. ADDS Viewpoint is a registered trademark of Applied Digital Data Systems, Inc. Dow Jones is a trademark of Dow Jones & Company, Inc.
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AVATAR PA1000 gives you an
extra RS232 port. That gives you
access to other local or remote
asynchronous host computers or
local printers.
HELP! If you need it (and who

. doesn’t) you have help screens

@ to put you back on track. The
PA1000 also has easy-

important. You can dial into your
PA1000 at the nearest cluster
controller, and reduce communi-
cations costs dramatically in the
process.
Just by typing “1-2-3” (how

. much simpler can you get?),

¥ the PA1000 automatically
determines the baud

to-use, English rate of theattached de-
language commands. viceand is ready to go.
~ With a few sim- * Injust five min-
. ple keystrokes, . utes (no kidding)
¥ you can switch — F you can install
from your IBM to - the AVATAR PA1000.
the extraRS232 - — And you don't
port, giving you = 2 need to be a com-
access to private [N - puter operator
data networks 7 s % T Jsf - ;’3&-\ The
and public @ : # ‘ \ . AVATAR
databases like ; N F PAL000

DOW Jones i e
And when you switch back, the
AVATAR PA1000 is smart enough
to remember your IBM screen.
- Inadistributed terminal net-

. work, remote dial-in from

¥ personal computers or asyn-
chronous devices is increasingly

even gives you
a ﬁle transfer option that lets you
transfer information back and
forth between your personal com-
puter and an IBM mainframe.
~ What will AVATAR think of
. next? The latest news is our
g PA1500, a link that lets you

print the output from your IBM
host on a low-cost ASCII printer.

It supports high-speed dot-matrix,
letter quality, and line prmters

Its very simple

toinstall. And it " =52 \x\\l
K ., [

will save you a omER

bundle. | \

" To find out more about the
. AVATAR PA1000, our com-
g pany, our distributors and
dealers, or our plans, just call us.
In Canada or Massachusetts:
617-435-6872. Everywhere else:

800-828-2004 Ext. 600.

LARIAR

The LinkThat Isn't
Missing Anything.

Avatar Technologies Inc.
99 South Street, Hopkinton, MA 01748

© 1984 Avatar Technologies, Inc. IBM is a registered trademark of International Business Machines Corporation.
IRMALINE is a trademark of Digital Communications Associates, Inc. Apple is a trademark of Apple Computer, Inc. DEC is a registered trademark of Digital Equipment Corporation.
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DEC->TO

- IBM/SNR

Now available...full SNA capability for
your DEC computer! Comboard/SNA
gives your terminals access to IBM
interactive applications. Data can be
transfered between systems trans-
parently, all in the complete fully sup-
ported package, Comboard/SNA from
Software Results. - : ,

' Comboard/SNA is a proven and reli-
able, single-board, 256KB com-
munications computer that plugs into
your DEC Unibus. Teamed with Com-
board software, the system is a cost-
effective solution to troublesome SNA
communications problems.

Comboard/SNA allows your DEC to
emulate an IBM PU Type 2 com-
munications node. You have a full
gateway into your SNA without the
trouble of passing through a secondary
network.

For further information, fill in the
coupon below or call Software Re-
sults... the leader in DEC to IBM com- -

munications. __——'—
. -
. —‘_—’
; —_’—
- o

" SOFTWARE
-~ RESULTS

CORPORATION

Call Toll-free

1-800-SRC-DATA
(1-800-772-3282)
In Ohio call collect 1-614-267- 2203
2887 Silver Drive, Columbus, Ohio 43211 + Telex: 467-495 SRC DATA CI
COMBOARD™ Software Results Corporation
DEC UNIBUS™ Digital Equipment Corporation
IBM, SNA™ International Business Machine Corp.
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| days.

person has that technique and really under-
stands how to attack a problem, he or she
can learn a new language in ‘a matter of

JAMES D. GAWN

Senior Research Analyst
Financial Information Dept.
Pennsylvania Blue Shield
Camp Hill, Pennsylvania

ALIVE AND WELL—AND LIVING
IN MINNEAPOLIS

Consultant Philip Dorn’s comment (*‘The
Song Remains the Same,’”’ February, p.
104) that “‘for all practical purposes, CDC
and NCR are out of the mainframe business’’
is groundless, untimely, and contradicts
what your own Look Ahead. said in the
same issue—namely, that Control Data is

very much in the systems business.

Our 1983 shipments set a record.
We have the industry’s longest, broadest,
and most complete line of comipatible pro-
cessors. We remain the leader in scientific
and engineering applications and systems.
And a host of talented people are hard at
work on the next generations of both hard-
ware and applications.

Perhaps Dorn was talking about an-
other cDC. But this one is alive, well, and
full of vim and vigor.

W.M. SHAFFER

General Manager

Systems and Services Communications
: Control Data Corp.
Minneapolis, Minnesota

DORN RESPONDS:

Control Data Corp. has long been success-
ful in a number of businesses including me-
dium-to large-scale scientific processors,
remote computing services, peripherals,
manufacturing, and financial services.

By no stretch of the imagination,
however, could cDC be classified under the
term ‘‘mainframer”” because of its historic
lack of midrange commercial computers,
the heart of the industry. Further, CDCis not
a significant player in microcomputers,
minicomputers, or these days, in supercom-
puters, having recently abrogated its posi-
tion in that marketplace. How CDC can
claim to have the ‘‘longest, broadest, and
most complete line of compatible proces-
sors’’ is a mystery when measured against
IBM (XT/370 through 3084.) To the con-
trary, I find cDC’s line narrow, restrictive,
and constrained to small submarkets. .

I agree with Schaffer: cDC is alive
and well. But not in the mainframe busi-
ness. ' , #*

Your comments on DATAMATION are
always welcome. We do reserve the
right to edit the letters for either .
brevity or clarity. Letters should be
addressed to Editor, DATAMATION, 875
Third Ave., New York, NY 10022.
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To every software developer who'd written off portability as

an impossible dream, Digital Research humbly announces a few
- monumental breakthroughs.

We not only offer languages that are portable from 8 to 16 to the
32-bit chips of the future, they're portable across all popular operating
systems, too. What's more, we supply the broadest range of quality
languages and development tools available today. And will tomorrow.

So rest assured. Whether you design applications at a major
corporation, plan to become a major corporation or just qualify as
a hobbyist, you only have to write it once.

Simply pick the Digital Research language that's right for you.
From Personal BASIC™to Digital Research FORTRAN-77" The newest
member of our remarkable family.

T complement languages, we offer a complete workshop of
development tools. Our Display Managerand Access Manager™
simplify the design of screen displays and data bases. So you spend
less time and effort.

If you write in COBOL, our Animator " source level debugger
will get your software running in record time.

\ And for programmers skilled with IBM mainframe
> \\ SPF, we offer micro/SPF™ An editor that helps turn
e your invaluable experience into valuable new
software applications.

At Digital Research, we work as hard for you
after the sale as we do to get the sale. With backup
like quality documentation, software updates and
a phone line to our technical support team. |

With so much productivity and service to draw

on, it's small wonder IBM g

h 1 fi ’r |
aysseuriall (10 DIGITAL
new IBM 3270/PC. RESEARCH®

For more information, [ e e e e WOIkSM 1
call your IBM representative.

Or, for the Digital Research retailer nearest you, call
800-221-1617, ext. 400. In California, 800-772-3545, ext. 400.

micro/SPF is a trademark of Phaser Systems, Inc. Animator and Level [ COBOL are trademarks of Micro Focus, Ltd. IBM s a registered trademark of Intemational Business Machines Corporation.
The Digital Research logo and products are either trademarks or registered tradermarks of Digital Research Inc. ©1984 Digital Research Inc. All rights reserved.
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Insist on the best for all vour DP neads. nsist on
information processing products from 3M.
Inventor of the data o lrl'ririge} and the world's
largest rmanuiacturer of flexible magnetic media

for the home, office and computer room.

Look in the Yellow Pagas under compater sin-
[)il(,’b and parts tor the 3ivl distribulor nearest you
in Canada. write 3M Canada, Inc. London, Ontarno
Ifit's worth remcmtverrr.g it's worth 3M data
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The minute AT&T made its long-awaited entry into the computer market, the
critics came crashing down on what was wrong with the announcement. Oh
sure, there was depth and breadth to the offering. The six systems span the
price range from $9,950 to $390,000, and have a performance range of
from .5 MIPS to 1.6 MIPS. What’s more, Unix is supplied on all six sys-
tems, from the low-end multi-user microcomputer to the high-end super-

~ mini. Another plus was the local area network with an interface to enable

micros that run PC/DOS, like the IBM PC, to interact with the Unix environ-
ment of the AT&T supermicro. All this, and still the critics were under-
whelmed with enthusiasm. ' ’

So, where’s the beef? Obviously there’s always the hue and cry
about AT&T’s lack of a strong and experienced dp marketing force. The
company had anticipated that argument and in its announcement volunteered
that its Information Systems unit so far had trained about 800 account execs
and technical consultants who are now ready to support AT&T’s end-user
marketing effort. By year-end, the company added, that newly trained force
will number some 6,000. But where’s the sought-after AT&T supplied and
supported applications software? Nonexistent, critics complained. There,
too, AT&T had an answer: more than 90 companies already market some
300 Unix applications packages. Thus, software is already available.

The absence of aggressive pricing was another criticism. There’s an-
other side to that story as well. More bang for the buck in products is not
the major motivating force in AT&T’s strategy. It wants to move into a mar-
ket with product and pricing that’s on a par with the competition. That
helps eliminate some signs of the new kid on the block, an image AT&T is
fighting hard to fend off.

And even though the announcement represented what could be called
the broadest range of initial product offerings ever made, there were still
those who chastised the company for not baring a personal computer. Other
critics went so far as to question AT&T’s real commitment to battling 1BM
when no word has yet been uttered about the mainframe business.

Damned if you do. Damned if you don’t. No matter what AT&T had
announced, fault would have been found—and broadcast. The general reac-
tion to AT&T’s computer combo was at best ho-hum. We say, ho-hum yes,
but remember from whom.

Suppose you’re AT&T. You're going through a phenomenal transition
right now. And during this time of transition, you're not yet ready to take
on Numero Uno with a frontal assault. Nonetheless, you know everybody’s
waiting and watching for your first move. The market wants something
from you. What do you do? .

It’s a tough dilemma. The risk is that if your first step into a market
is mediocre, it could seriously erode potential goodwill from customers and
critics alike. On the other hand, how long can you stall while preparing for
the really big game in which you hope eventually to play?

What tack did AT&T take? Let’s call it the Noble Inference. It intro-
duced a tried and true product line (tried and true at least within what was
once the Bell System), but one that didn’t go head-on into 1BM’s turf. The
products fall into a market segment with great growth potential, and the
strategy provides a niche for now. If AT&T loses on that gamble, there
won’t be too many waves from what was already a nonspectacular an-
nouncement. Better yet, if it wins in the first round, the inference can be
drawn that there are bigger and better unveilings in the offing.

After all, AT&T can’t learn the computer biz from books. At least
it’s testing the waters. And who knows? We may find that a ship can turn
on a corner. #*
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leleVideo versus 1BM. Make a few
simple comparisons and you'll tind
there is no comparison.

RUNS IBM SOFTWARE.
with the leleVideo™ IBM Compatible
line—PC, XT and portable com-
puters—you'll get the most out of all
the most popular software written
for the 1IBM™ PC—more than 3,000
Programs.

Because every TeleVideo Personal
Computeroffers the highest level of
IBM compatibility on the market

THE BEST HARDWARE FOR THE BEST PRICE.

Features

Monitor

Screen Size

1t Screen

Quiet Operation

Memory

Crraphies Display
(H10% 200 resalution:

Printer Port

Communication Port

MSTEDOS/BASIC

Svatem Lxpansion Slot

RCE and Video Port

Typical System Price
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_IBMXT
OPTTONAL
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OPTHONAL
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compatibles.
the best software

and has the standard —not optional
—features you need to take full

advantage of every job your software
can do.

Study the chart at the left. It
proves that TeleVideo—not IBM—
offers the best hardware for the
best price.

Note that TeleVideo’s ergonomic
superiority over IBM extends from
fully sculpted keys and a comfort-
able palm rest to a 14-inch, no glare
screen that tilts at a touch.

THE BEST MICROCHIPS.
What is perhaps most impressive
about the TeleVideo IBM PC Com-
patible can be found deep within
its circuitry. We use the same 8088
central processing unit that runs an
IBM PC. But we also employ new
VLSI (Very Large Scale Integration)
microchips that are designed and

built exclusively for TeleVideo.
These interface more
efficiently with the
~ powerful 8088 and yield
. numerous benefits.

For example, our tiny
custom chips do the
- work of many of the larger,

more expensive circuit boards in
an IBM PC. So we can offer a com-
puter system that comes in one
attractive, integrated case, is ready
to run and occupies less desk space.
A computer that edges out IBM’s
added-cost component system for
reliability, ease of service and
purchase simplicity.

Fewer circuit boards to cool also
allowed us to eliminate the noisy,
irritating fan 1BM and most other
PCs force you to put up with. And
TeleVideo compatibles accept

THE BEST PORTABLE FOR THE BEST PRICE.

Features TPCHl COMPAQ
High Capacity Storage YES NO
2nd Disk Drive : “YES OPTIONAL
Quiet Operation (No Fan) YES NO
Ergonomic Display YES NO
Communication Port YES OPTIONAL
International Power Supply YES NO
MS™DOS 2.1 YES NO
Graphics Display YES YES
Typical System Price $2995 . $3710
any IBM hardware options without THE BEST MANUFACTURER.

modification:

THE BEST LINE.
But the Tele-PC is only one element
?f theTeleVideo IBM PC Compatible
mne.

The TeleVideo XT is the best hard-
ware for users of popular IBM XT
software who would appreciate an
extra 10 megabytes of storage
capacity along with the advantages
listed on the preceding chart.

As the chart above demonstrates, our
portable IBM compatible computer,
theTPC 1, is far and away better hard-
ware than COMPAQ™ Better hard-
ware—standard—at a better price.

The TeleVideo IBM PC Compatible
line is made by the world leader

in multi-user computer systems
and the number one independent
manufacturer of terminals.

Our compatibles are available

at participating ComputerLand and
Entré (call 800-HI-ENTRE) dealers
or you may call 800-538-8725 for the
dealer nearest you. In California,
call 800-345-8008.

Before you invest, make a few
simple comparisons. You'll find that
TeleVideo—not IBM or COMPAQ
—has the best hardware for the best
software. At the best price.

IBM is a registered trademark of International Business Machines.

MS is a trademark of MicroSoft Corporation. GW Basic is a registered

trademark of MicroSoft Corporation. COMPAQ is a trademark of
COMPAQ Computer Corporation.

TeleVideo
Personal Computers

O, Televideo Systems, Inc.
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FORECASTS
FROM
TEACUPS?

Are market researchers merely
palmists, tea leaf readers, or
other equally fallible psychics?
by Jon Zonderman

What’s the market going to be like five
years from now for local area networks?

You may want to ask International
Data Corporation of Farmingham, Mass.,
the Gartner Group of Stamford, Conn.,
Dataquest of San Jose, Calif., or maybe
Strategic Inc., also of San Jose. In fact, in
December 1983, Strategic completed a sur-
vey of 170 companies that have cumulative-
ly purchased over 2,000 1BM PCs. It shows
that more than half of these purchasers—
nearly 40% of whom have mainframe com-
puters—are interested in purchasing either
local area network (LAN) equipment or
multi-user PCs in the future. The report,
entitled ‘‘1BM PC User Reactions, Require-
ments, and Plans—1984,’" runs 150 pages
and costs $9,500.

If you are a journalist who wants to
know what the LAN market will be, some-
one from one of these companies might
give you a seat-of-the-pants guess (along
with a suitably pithy quote). But if you are a
vendor of networking equipment, or the
management information systems (MIS)
manager for a large corporation that might
be in the market for such equipment, you
had best resign yourself to paying substan-
tially for that information. And the informa-
tion you get may be more than you need, or
can read, and may leave questions unan-
swered or conclusions unsupported.

International Data Corp., Gartner
Group, Dataquest, and Strategic are just
four of about a dozen major players in the
growing game of producing market re-
search for hundreds of large corporations—
though skeptics say it is more market analy-
sis and market watching than true old-fash-
ioned market research. These major play-
crs, including the Yankee Group in Boston;
Future Computing in Richardson, Texas;
Input in Mountain View, Calif.; Interna-
tional Resource Development in Norwalk,
Conn.; InfoCorp in Cupertino, Calif.; Ro-
sen Rescarch in New York City; and Gnos-
tic Concepts in San Jose, Calif., pump out
rcams of paper annually.. The lengthy
stream consists of reports hundreds of pages
long, newsletters, bulletins, telegrams, and
surveys that tell us where the computer in-

dustry has been and where it is going.

Sometimes they are right in their guesses,
but sometimes they are not.

Yet, virtually every computer or
computer component vendor, as well as a
number of Fortune 1,000 computer con-
sumers, subscribe to two, three, or some-
times all of the major services, in addition
to the services of hundreds of smaller mar-
ket-information vendors, mostly newsletter
publishers. Though this deluge of informa-

tion does not often reach the data process-

ing department (unless it is shared with the
MIS department or is part of a needs assess-
ment and planning group the company has
set up), the dp department is a major source
of raw survey data and reactions for the
market watchers.

In addition to the annual deluge of
paper, clients of market information com-
panies are often treated to seminars spon-
sored by the companies, unlimited tele-
phone call-in queries, and one-to-one mar-
ket consulting. Some market research firms
offer proprietary consulting for a fee, in
addition to their packaged research, with
package subscribers having first crack at
their time. For these packages, companies
usually pay between $8,000 and $25,000
each. Many of these market information
companies have half a dozen or more re-
search packages covering such areas as per-
sonal computers, telecommunications sys-
tems, large computer systems, and an in-
dustry overview service that covers a num-
ber of areas less closely. It is not unusual for
a company to subscribe to three of four
packages from each of five or six informa-
tion providers for a total bill of over
$500,000 annually. ,

What do clients do with all this in-

formation? ‘‘You take all this information, .

put it in your Cuisinart, then try to get your
best guess about the market,”’ says John
Shea, manager of hardware management
for GTE Services, Tampa, Fla., who watch-
es the IBM mainframe market using a pack-
age called Residual Asset Value Informa-
tion System produced by the Gartner
Group, a well-known IBM-watcher.

v While users like Shea will be watch-
ing for price changes so he can help people
in GTE subsidiaries decide whether to buy,
lease, or hold off on computer acquisitions,
vendor marketers are keeping an eye on IBM
to see if they can beat Big Blue to the punch
somewhere. IBM itself is reading the scuttle-
butt, to see how it is perceived in the mar-
ketplace, though it must occasionally laugh
at how uninformed these researchers, and
therefore their competitors, really are.

In general, vendors are the primary
beneficiaries of this research. Mark Nor-
wood, corporate market research director
for Intel says there can be a great deal of
efficiency in buying outside research. He
says the company uses the research to mea-
sure its products against ‘‘more mature
products’’ and to see what kinds of products
its customers are considering manufactur-
ing, so the company can try to get more
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market share of the chip business. He also
says that ‘‘when the estimate of what we’re
doing is wrongly perceived, there are times
when it is to our advantage to correct that
impression,’’ rather than remaining mum
about production, as in the old days when
the industry was much more contained.

Increased competition and the ex-
ploding growth of the computer industry
mean more business, and competition, for
the market research firms, at least in the
short term. ‘‘The future planning industry is
taking off,”’ suggests Dale Kutnick, direc-
tor of research for the Yankee Group. ‘‘In
the 1950s, information processing was only
available for the top of the pyramid, only
the Fortune 50 companies needed comput-
ers.”’ Today, the local hardware store is in
the market for some kind of computer, and
vendors want to know what that business
owner wants. Increasingly, the market re-
search firms say, what he wants is not very
different from what the larger company
wants, and vendors are going to have to
adjust their target market and outlook ac-
cordingly when designing new products.

Kutnick oversees a staff of about 30
researchers from his terrarium-like office
on the 14th floor of the Batterymarch Build-
ing, a renovated structure at the foot of Bos-
ton’s financial district. A former ‘‘starving
photojournalist,”” Kutnick is only the tip of
the iceberg when it comes to the eclectic
nature of the market research industry.

What most research directors look
for in researchers are bright young individ-
uals with superior writing skills, a good
education, and the ability to become totally
immersed in following the frenetic technol-
ogy game. Long experience in the industry
may or may not count—what is important is
to be what Kutnick calls an *‘information
junkie.”’ Thomas Elliott, IDC’s director of
research, says he wants people with some
quantitative background; his staff has sev-
eral college economics majors as well as a
couple of MBAs and a biostatistician.

Most of the researchers at Yankee
and IDC are young and tend to leave the firm
after two or three years, going to jobs in
strategic planning departments of large
computer vendors, or to consulting firms,
Wall Street brokerage houses, or venture
capitalists; there they can end up reading
the reports they once wrote.

Other firms pull people from indus-
try to watch those industries. Both Data-
quest and InfoCorp are populated with ana-
lysts with five to 15 years of industry expe-
rience. Kutnick admits that his industry in-
corporates ‘‘the absolute best and worst of
capitalism. Every time the computer indus-
try goes up by $1 billion, there are 100 new
consultants and market researchers. [But]
there really is a desperate need for informa-
tion. If you’re spending $1 million on a
system, you can spend some time with a
group of people who spend their lives look-

ing at the industry. I’'m not a panacea for
your problems, but I'l] build a case around
why I think something will happen.’’

Kutnick’s most recent success was
calling the 10% price cut—in the form of a
new model with 10% better performance—
of the 1BM 308X line at a conference Yankee
Group held in February, just days before
the 1BM announcement. He had predicted
the cut within six months. The last time he
made a similar prediction, he was less suc-
cessful: it took eight months.

The market-watching industry cer-
tainly has grown with the industry it watch-
es. Twenty years ago, IDC surveyed the en-
tire installed base of mainframe computers
“‘simply to find out for vendors where
things were,”’ according to Ken McPher-
son, the director of market analysis and
statistics. IDC was the first notch in the belt

‘“We're going through a
pruning exercise,” says a vp
for telecommunications. “We
debated joining all of them,
but we can’t afford it.”

of Pat McGovern, whose empire includes a
variety of computer industry publications.
From that initial 1969 survey, IDC grew to a
business that is estimated to gross $25 mil-
lion to $30 million a year, a substantial
share of the industry.

The second wave of market analysts
entered the fray in the early 1970s. Data-
quest was founded in 1971 by three market
research executives—Ronald Miller, David
Norman, and William Coggshall—from
Creative Strategies, one of the earliest com-
panies to set up shop in what is now known
as Silicon Valley but in those days con-
tained more lemon trees than silicon chips.
Kenneth Bosomworth left a telecommuni-
cations consulting firm in Paris to start In-
ternational Resource Development at about
the same time, and Howard Anderson was
hanging Yankee Group’s shingle after re-
ceiving an MBA from Harvard and a stint
with a Japanese component manufacturer.

Another big wave was begun by
Gideon Gartner, who left a job in strategic
planning and marketing with IBM in the ear-
ly *70s to become a Wall Street-based 1BM-
watcher first for E.F. Hutton, thén for
Oppenheimer & Co. In 1972, when Institu-
tional Investor magazine named him to the
““All America Team’’ of analysts as the ace
IBM-watcher on Wall Street, he decided that
vendors might be willing to pay for detailed
IBM reports. Since beginning the Gartner
Group in 1979, the company claims to have
attracted more user clients than vendors.
Over the past two years, users have become
the tail that wags the vendor dog.

The year after Gartner began his
business, the wife and husband team of Por-
tia Isaacson and Egil Juliusson began Fu-
ture Computing, which follows the person-

al computer industry and is possibly the
most widely quoted source on the subject in
both the lay and the specialty press. Recent-
ly, firms such as Input and Gnostic Con-
cepts have carved out specialties in survey-
ing and keeping track of the software mar-
ket, an area that David McDougal, senior
marketing analyst for Input, says is sure to
grow in the future.

InfoCorp was the last major entrant
to the game, in 1981, and executive vice
president Skip Bushee doesn’t think many
more people will be able to hurdle the in-
creasingly large financial barrier—nearly
$1 million in capital is needed to get into the
full-service market information field.

Of course, ‘‘anyone with a few
thousand dollars can write a newsletter and
call himself a computer guru,’’ says Ralph
Finley, general manager in the technology
division at Dataquest. That newsletter is
sure to get a dozen subscriptions, because,
as Finley says, ‘‘Big companies like IBM or
Xerox will subscribe to anything once.”’

While the number of clients for any
one market research firm might be growing,
a number of old customers are becoming
more selective about the services they buy.
‘‘We’re going through a pruning exercise,”’
says John Doggett, vice president of tele-
communications for the Bank of Boston.
““There.are new newsletters all the time,
daily newsletters about the communications
industry and newsletters to keep up with
Congress. We have newsletters of newslet-
ters, synopses, and abstracts.’’ Doggett has
cut back to subscribing to one full service,
which he declines to specify. ‘“We debated
joining all of them, but we can’t afford it.”

The market research explosion is
now an industry that in 1984 will have total
billings in the vicinity of $100 million. The
IDC survey now counts over 180,000 sys-
tems installed in over 100,000 sites. The
Gartner Group, in a joint venture in 1982-
83, conducted what it considers to be a
more detailed survey of the dp environment
at 8,000 sites, and includes medium- as
well as large-sized systems.

These surveys are purchased and the
numbers churned through the computers of
large companies so that the marketing and
strategic planning departments can make
projections about what the markets will
look like in the next half decade for the
products they make, the products they use,
or the products they are thinking of pur-
chasing. These same numbers are crunched
and recrunched by IDC or Gartner, while
other companies crunch numbers they de-
rive from survey data they gather, have
gathered for them, or purchase from infor-
mation providers such as IDC.

Then the companies that buy the
raw data and crunch it themselves purchase
the services of market consultant to see how
their internal findings jibe with the wisdom
purveyed by the wise. Just to be sure they
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WHEN IT GOMES T0 SOLVING
BUSINESS PROBLEMS, ONE GOMPANY
AMIllENNIIIMAHEAII

Several years ago, a team of McCormack & Dodge
researchers uncovered a remarkable paradox in business
software:

Business problems don't fit into compartments. Yet
even the most sophisticated software packages operate on
the principle of compartmentalization. In the very same
vendor product line, you find general ledger packages
designed one way, accounts payable another, fixed assets
yet another. In actual use, these separate designs become
separate walls. Barriers to problem-solving.

Because McCormack & Dodge researchers identified
this paradox first, we are years ahead of the industry in
overcoming it. Our Millennium series is designed and built,
from the ground up, as a genuinely borderless product line.
A true family of systems in which the whole works as
smoothly as any part, making the most efficient use of all
your data processing resources.

With Millennium, and only with Millennium, a busi-
ness person asking a question in one system can instantly
enter a correction in another, seek an answer in a third,
update a fourth—and move with total freedom through
the entire vast information universe.

Whenit comes tosolving business problems, McCormack
& Dodge is a Millennium ahead. Shouldn’t you be too?

WHEN YOU THINK ABOUT TOMORROW,
MILLENNIUM MAKES SENSE TODAY.

M<Cormack & Dodge

BB acompany of
TheDun&BradstrcctCorporatlon

) McCormack & Dodge Corporation, 1225 Worcester Road, Natick, MA 01760
Sales and support offices throughout North and South America, Europe, Asia, Australia and Africa. 800-343-0325. Telex: 710-325-0329
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are on the right track, the vendors often hire
consultants to perform studies to help plan
the future. But guess what reports the con-
sultants buy so they, too, can keep track of
the markets? Guess where they get the raw
information they churn in their computers?

Of course, this way of doing busi-
ness has its critics. Not enough primary re-
search is being done by these market watch-
ers, and there is an excess of interpretation
and ‘recycling of information, contends
James Heiman, president of First Market
Research, Boston. ‘‘They market their own
internal knowledge of the industry,”” he
contends. ‘‘They draw conclusions and
make recommendations based to a large ex-
tent on their own perceptions. The experts
then become the end consumers of the re-
search.”

Heiman adheres to a more struc-
tured research approach. First a ‘‘focus
group’’ of six to eight users is set up to gain
a rough idea of their views. Then, surveys
are taken to sharpen the information ob-
tained in the focus groups. More systematic
research, he maintains, *‘is less susceptible
to the whims of the individual’’ writing the
report.

In addition to buying the services of
these companies, vendors often use the ser-
vices to float ideas and product announce-
ments, and to test the waters for rumors
about their companies. This two-way rela-
tionship is possible because so much of the
research,. except for user surveys, is done
by calling vendor A and speaking to him
about his products, which he usually
doesn’t want to talk about, then asking him
what he knows or hears on the street about
vendors B, C, and D.

“Anyone with a few thousand
dollars can call himself a
computer guru. Big companies
like IBM or Xerox will
subscribe to anything once.”

Some clients now welcome the quid
pro quo inquiries—if they are working on a
new project, or trying to change their image
or find a new market niche. *‘It’s important
for us to keep them aware of company de-
velopments because they are key opinion
makers,”’ says Jeffrey Bartman of Data
General Corp.’s public relations depart-
ment. ‘‘We have made a push to be more in
contact with them than in the recent past.
We’re now on the phone with them nearly
as much as we are with the press.”” The
market watchers, Bartman says, form a
continuum along with the lay press and the
trade press on one side and the Wall Street
analysts on the other side, as the most im-
portant constituencies to keep in touch
with.

A close bilateral relationship also
benefits the research companies. The
Gartner Group considers itself ‘‘at the hub

’

of information,”’ according to Mark Lud-
wig, corporate vice president. ‘‘There is a
sort of internal intelligence. If we hear
something from 10 clients, we send out the
information and that generates more infor-
mation from other users.”’

This research '~ methodology of
touching base with all the major players
helps keep track of industry scuttlebutt and
keep the firm’s name around. But if the
information gets caught up in a whirlwind
of rumor mongering, it can turn into no
more than a chain letter or a game of ‘‘tele-
phone.”’ :

So, while these firms, and some-
times the personalities that head them, are
considered by some to be the prophets of
the computer age, the gurus of the industry,
there are those who appear as snake charm-

ers and carnival hucksters. A recent profile.

of Yankee Group president Howard Ander-
son told readers how he mixes ‘‘hype with
high tech.”’ Indeed, some of the Yankee
Group’s detractors, both competitors and
former clients, have suggested that Yankee
supplies more sizzle than steak in its re-
ports, often restating the obvious and not
going beyond public knowledge.

But don’t try to get too many of
either Yankee Group’s—or any other com-
pany’s—clients or competitors to bad-
mouth them, or at least not on the record.
Because the industry is so uncertain, every-
one must maintain relationships, and a per-
manent, mutual back-scratching society has
formed around the industry. And why not,
with growth rates often hitting 50% annual-
ly and better, no one really has to get into
any mud-flinging contests over market
share. Yet some research is less than
‘“‘prime’’ quality.

‘“They’re into form more than sub-
stance,”’ comments one competitor of Yan-
kee Group. ‘‘A lot of what they do is show-
manship.”’ Another competitor mentions
Yankee as part of the vast majority of the
industry whose ‘‘standards for quality are
damn loose’’ and whose work is ‘‘spotty.”’

“‘I’ve watched the industry ma-
ture,’’ says one corporate user, an in-house
consultant to an oil company. ‘‘Some of the
players haven’t matured yet. They’re ‘sell-
ing papers’ and they’ve found you can sell
them with sensationalism.”” He recently
dropped the Yankee Group’s service and
now subscribes only to the Gartner Group,
because, he says, Gartner is the only ser-
vice that provides reasoning to back up the
company’s opinions.

Kutnick discounts the criticism by
saying that his firm provides three things: a
synthesis of all the free-flowing bits of in-
formation that need to be taken together and
considered; constant vigilance in an indus-
try that is too big for small in-house staffs to
monitor; and a perspective to keep in-house
staffs from becoming inbred and succumb-
ing to internal politics. He likens the task to

putting together an ever-expanding jigsaw
puzzle.

During the interview, Kutnick was
interrupted for a moment to discuss the de-
sign for T-shirts to be given away at an
upcoming seminar. This razzle-dazzle kind
of revival meeting-cum-industry seminar is
looked down on by some, but in the form-
equals-substance world of consulting and
market analysis, the clients seem to love it.

There is also just a whiff of scandal
in the methodology, the idea that the infor-
mation these companies obtain is somehow
the fruit of low-level industrial espionage.

“You can’t get ahead of
anybody else with market
research [but] it can minimize
the risk of anything you do.”

In fact, late last year the Gartner Group and

1BM settled a theft of secrets suit filed by Big
Blue. Without admitting guilt or innocence,
Gartner Group agreed not to use informa-
tion that IBM considered proprietary. Fur-
thermore, the market research firm agreed
to aid IBM in any investigation of such dis-
closures. Gartner Group officials contend
that the agreement will not infringe on its
ability to gather information.

*‘None of our businesses would sur-
vive if we were in the business of espio-
nage, because espionage is not reliable,’’
explains Ludwig. ‘‘The essence of good
strategic planning is not in knowing what
you shouldn’t know but knowing trends.
We know more about the markets than our
clients do.”” Ludwig likens the relationship
between information vendors and their cli-
ents to that of the proverbial ‘‘insider’” at
the racetrack and the average bettor. ‘‘They
don’t know what the jockeys have talked
about. They don’t know much about
horses. But they do know about the track. If
they have a good informant they’d be will-
ing to pay a lot of money. What we say is,
’Hey, we ‘went into the locker room and
talked to the jockeys.’” The value of the in-
formation to the people is huge, depending
on how it’s being used and how good it is.””

Each company packages its product
somewhat differently, but the basics are re-
search reports, newletters, attendance at
seminars, and unlimited call-in query privi-
leges. Yankee Group adds an on-line query
service, while Gartner sends ‘‘Gartner-
grams’’ (bulletins by mail) when it has a hot
item—"* ‘something that is a little more than
a rumor but not quite a fact,”” as Ludwig
puts it. Gartner attaches a confidence factor
to each item of between 0.1 and 1.0.

- On Jan. 16, for example, a Gartner-
gram said that AT&T may cut its staff by
30,000 people in 1984, and ascribed to that
note a confidence factor of 0.7 out of the
1.0. That hasn’t happened yet, but here’s a
prediction that came true: On Feb. 15, the
company forecast that IBM would cut prices
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SPACE
MANAGEMENT,
NATURE'S WAY.

Our Space Management System
Does Something Nature Doesn’t Do.
It Increases DASD Performance
While Reducing Cost In OS/VS
Environments.

More than 650 Cambridge customers
worldwide recognize ASM2, Automated
Space Management, as the leading high-
performance DASD management
system. It archives, restores, backs up,
and migrates data. Plus it provides
comprehensive DASD analysis tools.

Best of all, ASM2 optimizes critical
DASD space in the operating system so
efficiently, it can easily pay for itself
within a year.

For enhanced system flexibility and
DASD billing, ASM2 offers a feature
called Report Selection and Variable
Processing (RSVP). With RSVP, users
can enforce individual DASD manage-
ment standards, customize formats,
and determine their own report con-
tent with just one simple command.

ASM2 increases efficiency with a
new data restoration facility called
Intelligent Transparent Restore {IXR).
It's intelligent because you'll never
have to pre-check data set availability .
or issue manual restore requests again.
What's more, IXR's unique "'look-
ahead approach'’ allows far more data
to be archived and retrieved. IXR:
Intelligent. Transparent. Automatic.

ASM2. . .a more natural space man-
ager would be very hard to find.

So call or write The Cambridge
Systems Group today. Ask for an
on-site, on-line ASM2 demonstration
with your own data.

The Cambridge Systems Group

24275 Elise, Los Altos Hills, CA 94022, U.S.A,,
{415) 941-4558 ® Telex 357437

London Paris  Munich
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within the next two weeks on the 308X
mainframes, and gave it a 0.8 confidence
level. The IBM announcement came two
weeks later.

International Data Corp.’s specialty
is its hard-core numbers: the survey. From
that survey, the company divides its infor-
mation service into a number of packages
dealing with over 25 areas, such as the com-
munications industry, electronic office, in-
formation systems, videotex, and computer
integrated manufacturing.

The main body of knowledge for
each continuous research service is a loose-
leaf binder that is updated annually with
chapters about all the components that
make up that industry. As certain segments
of the market become more prominent,
their chapters get larger, while other chap-
ters dwindle and fade away as certain mar-
ket areas become nonexistent. IDC’s re-
search is almost completely directed by the
researchers who follow the industry.

At the other end of the spectrum is
Input, based in Mountain View, Calif. In-
put’s clients, mostly software vendors, are
polled yearly in the fall to see what specific
areas they would like to see the 70 or so
researchers cover in the company’s five
continuous research packages: market anal-
ysis and planning, information systems pro-
gram, customer service program, company
analysis and monitoring program, and fed-
eral information systems and service pro-
gram. For $8,500 and up per subscription,
David McDougal, senior market analyst for
the company, contends that the client has a
right to help determine the areas studied.

Another kind of work Input and oth-
ers do is multiclient reports. To do this,
McDougal says, the company decides it

would like to do a one-shot report, then
tests the waters among subscribers and
prospects to see if there is enough interest to
make it cost-effective. If there is enough
interest, the project is undertaken, with all
those who were contacted and who agreed
to buy the report helping to shape the focus
of the research. When the project is com-
plete, participants take part in seminars, re-
ceive reports and background information,
and are able to call in queries about the
report on an unlimited basis. The report is
also released to anyone who would like to
pay for it after the fact. The reports can cost
as much as $12,000 per project.

International Resource Develop-
ment is one of the firms in the business of
doing only one-time reports. With a smail
staff and utilizing a number of independent
consultants. Bosomworth estimates his
company will produce about 100 reports in
1984, each costing subscribers between
$1,000 and $2,000 per copy, and selling
anywhere from a couple of dozen to a cou-
ple of hundred copies.

“We’re looking for information
gaps,”’ Bosomworth explains. ‘‘First, we
have to identify the information gap.”” An
idea is generated either by a researcher,
customer queries, or an outside consultant
who queries the company much as a pro-
spective author would query a publishing
company. Then the study, which takes from
a few months to two years, is commis-
sioned, and the sales force starts to seek
customers from among the 9,000 previous
purchasers of reports or any of the 450,000
other prospects culled from 493 lists, in-
cluding the subscribers to the company’s
three newsletters.

‘“What we're able to do is spend

several million dollars of our own to pro-
duce a report and deliver to companies re-
ports at one twentieth or one thirtieth the
cost they would pay to do the work in-
house,’* Bosomworth contends.

By heavily utilizing outside re-
searchers and authors and not gearing his
organization to having a certain amount of
clients at any time, Bosomworth says he is
better able to suffer the vagaries of the mar-
ket research business. ‘‘A lot of people get
into the industry and find out they can’t
service the customers. You have an Infor-
mation Gatekeepers [Brookline, Mass.], in
Chapter 11, Yankee Group hiring people
madly one week and letting go 24 the next,
including two they had hired the week be-

| fore, and Input reducing its staff by 40%

overnight. There are lots of symptoms of
flaky management in this business.’’ In-
deed, in August 1982 Yankee Group laid
off 25 employees; most of the positions
have since been reinstated. As for Input, a
company official acknowledges minor cut-
backs in 1982.

Trying to check a company’s pre-
diction accuracy is difficult. They often
make predictions for what the world will
look like five years hence, and few custom-
ers retain discredited forecasts. But both
information providers and clients guess that
they guess somewhat better than 50% on
specific short-term projections such as price
cuts or who will introduce what types of
products into the market in the next three to
six months. A typical bull’s eye: to deter-
mine how many PCs IBM will ship in a year,
one group added up all the keyboards
shipped to IBM by various component ven-
dors since, as one analyst puts it, ‘‘every PC
has one keyboard.”’

In the end, 100% accuracy is not
expected, but consistency is. ‘‘Since what
we purport to do is give you information
about the future and since nobody has a
crystal ball, what people want is a constant
set of assumptions,’’ says Thomas Elliot,
director of research for IDC.

Ken McPherson of IDC puts it anoth-
er way when he says that “‘the ‘efficient
market theory’ says that it is impossible for
all these market prognosticators to beat the
market because all the information is out
there. But all the information is out there
because of all the market prognosticators.”’

David Welch, who manages the
marketing communications center for Hew-
lett Packard, agrees. ‘‘You [the vendor]
can’t get ahead of anybody else with market
research. It gives you a lot of answers, but
everybody has those answers. The reason
you buy research and do marketing research
is to minimize the risk and reduce the uncer-
tainty of anything you do.”’ 3

Jon Zonderman is a free-lance jour-
nalist in Sommerville, Mass., who
writes on business and technology.
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The Numonics #2200 does.

ACCURATELY. The user-adjustable resolu-
tion defaults to a super-fine .001"" and it digitizes

up to 200 points per second.

FLEXIBLY. The #2200 tablet operates in

point, stream, incremental, or switch stream modes.
Standard firmware includes self-diagnostics, HOST
override of switch-settable functions and matrix menuing.
RELIABLY. Numonics products are

designed and built with the highest standard of design and
procedure documentation, Q.C. inspection and testing
and complete product traceability. We are totally
accountable, always. The name Numonics says it all.
INEXPENSIVELY. The price will astonish

you. It's unheard-of with technology like this.

‘ Get the picture:
See it at the NCGA Booth 658-660
Or write:

(D NUMONICS

418 Pierce St., Lansdale, PA. 19446
(215) 362-2766; TWX 510-661-6585
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DONT LET THE
STEPS KILLYOU

Take The Ramp. ROLM has perfected a easily and very, very cost-eﬁ“ectwely
breakthrough communications controller: You can move up The Ramp from sixteen
The CBX L phones to more than ten thousand phones,
It’s the centerpiece for a spectacular new  terminals and personal computers. You can
ROLM® business telephone system — the store and forward messages. You can monitor
fastest, most advanced way to manage voice costs. You can have the least expensive long
and data in the world. distance routes automatically, instantly. You
Instead of the typical stop-start steps can even network networks, from Dow Jones
of expansion, CBX Il lets you grow smoothly, to the IBM Infonet. And we're plugged into
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IBM and HP and DEC and Data General and When it’s all said and done, the best
the other movers and shakers to guarantee  thing about The Ramp is that it ends that
that we can take their new products and new recurring nightmare that you may be
systems in stride. buying a business communications system

The CBX1I is just the latest reason why  that can’t grow; can’t change or has a big,
ROLM is the choice of more than two-thirds ~ gee whiz capability missing.

of the Fortune 500 companies, why more You can make your life a lot simpler.
than fourteen thousand ROLM systems are  Just skip the steps and
up and running today. take The Ramp. nnhm

4900 Old Ironsides Drive, M/S 626, Santa Clara, CA 95050 » 800-538-8154. (In Alaska, California and Hawaii, call 408-986-3025.)
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EXPORT—IMPORT

A NOISY
TURF
BATTLE

The Departments of Commerce
and Defense are still fighting
over who should control
exports of computers.

by Willie Schatz

Oh, what a tangled web the U.S. is weaving
as it tries to prevent its encmies from
receiving.

The web, of course, is the Export
Administration Act (EAA). It is designed to
maximize American trade profits and mini-
mize American technology losses to East-
ern-bloc countries. The EAA looks great on
paper. The problem is that it doesn’t sail
very smoothly in the trade winds. And the
trip is about to get much rougher for the
computer industry.

The seas are already high in Hong
Kong. At arecent meeting with Department
of Commerce (DoC) and General Account-
ing Office (GAO) officials, three senior man-
agers of Cable and Wireless (C&w), the
British operator of Hong Kong’s interna-
tional and domestic telecommunications
networks, attacked U.S. export controls as
“‘totally unpredictable’’ and said that con-
tinued uncertainties and onerous paperwork
would make it ‘‘totally impossible to do
business with the U.S.”’

The meeting was described in a tele-
gram sent by Lyn Edinger, Hong Kong for-
eign commercial service officer, to the DoC
in Washington. Also present at the meeting
was Bill Newman, project manager of the
GAOteam making a 26-country study of the
impact and effectiveness of U.S. export
controls.

Cc&W had requested the meeting to
express its dismay over U.S. export con-
trols and specifically to complain about li-
censing delays concerning Asianet, a $200
million regional communications network
being developed for the Bank of America.

c&w, a wholly owned subsidiary of
Britain’s Cable and Wireless PLC, operates
all of what the telegram calls Hong Kong’s
“‘extremely profitable’’ international com-
munications links. C&Ww is also the principal
owner of Hong Kong Telephone Co., has
taken a starring role in developing telecom-
munications facilities in South China, and
is the principal worldwide developer of
ocean cable links.

Cc&W is the principal Hong Kong dis-
tributor for 52 foreign manufacturers, 32 of
them from the U.S. So it bodes ill for U.S.

business when C&W general manager Chris
Cox tells his visitors that ‘‘two years ago,
we were dealing primarily with U.S. prod-
ucts . . . but due to a series of embarrass-
ments caused by delays and confusion in
export licensing, we’ve moved away from
U.S. products and by next year may not be
taking any U.S. equipment at all.”’

Next year has already arrived for
Asianet. According to Edinger’s telegram,
Cox “‘alleged’’ that the initial phase is be-
ing held up solely by delays in the supply of
Racal-Milgo modems. Racal-Milgo is the
Miami subsidiary of British vendor Racal
Ltd. They are to be sent to Hong Kong for
testing in the system before it is installed in
various Asian bank centers.

““The failure of the U.S. govern-
ment to grant the required licenses (alleged-
ly because the system shall be reexported
from Hong Kong to multiple Bank of
America centers),”” Edinger wrote, ‘‘have
determined [sic] c&W to minimize the use
of American products in similar projects in
the future. In phase II of the project, Italian
modems will be purchased. Racal-Milgo,
long the major supplier to the Hong Kong
market, will be dropped.”’

Both Racal-Milgo and Bank of
America deny this. ‘“The truth of the matter
now is that Racal-Milgo will be used in the
Bank of America system,’”” company
spokesman Rich Nathanson says. ‘‘The ini-
tial cable that went through was erroneous.
I don’t have any question at all about us
being used in Asianet.”” Bank of America
deputy director of media relations Ray To-
man says the bank was unaware of anything
other than ‘“a little glitch’’ due to the export
laws and that Racal-Milgo modems are still
being used for Asianet. Nathanson also says
that a correcting telegram was being sent
from Hong Kong to the DoC. At press time,
no such telegram had been sent.

The GAO’s Newman, however, con-
firms the accuracy of the telegram. He also

“Racal-Milgo, long the major
supplier to the Hong Kong
market, will be dropped,” the
cable reads.

notes that C&W presented documentary evi-
dence that it would not use any U.S. firms
in developing a microwave communica-
tions net in China. Additionally, C&W says
that in a recent offer for a $25 million gov-
ernment project in Singapore, no U.S.
product would be incorporated. Two years
ago U.S. goods would have made up the
bulk of the c&W package.

Products from the U.S. constitute
an ‘‘unacceptable risk,”’ according to Cox.
He also says DoC’s recently proposed
changes in the distribution license proce-
dures would be ‘‘devastating’’ to sales of
U.S. computer and telecommunications
equipment in the Hong Kong market. If
these changes come to pass, Cox says his
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firm and other similar ones in Hong Kong
would quickly and happily find alternative
European and Japanese suppliers.

““Once people turn away and find
out there are other sources,”” Cox warns,
‘‘they’re not going to turn back.”’

The turn-away posture may become
a very familiar pose to the U.S. computer
industry. Recent changes ordered by Presi-
dent Reagan pursuant to the EAA have given
the Department of Defense a greater voice
in reviewing who sends what where. Indus-
try would have been a whole lot happier had
DoD been muzzled.

poD and DocC will now review simul-
taneously individual validated license (vL)
applications for 13 countries and seven
product categories. Although mum’s abso-
lutely the official word, the countries in-
clude Austria, Sweden, Finland, Hong
Kong, Singapore, South Africa, India,
Liechtenstein, and Switzerland. The prod-
ucts encompass computers, silicon parts,
microcircuits, lasers, semiconductor pro-
duction equipment, sapphire substrates
(used for microchip manufacturing), and
two classes of precision measuring devices.

Reagan also made a few other
moves. He reaffirmed his opposition to any
statutory change relating to Defense review
of licensing and to EAA enforcement. He

granted DoD the authority *‘in principle’’ to
review distribution licenses under strict
statutory time limits. The agency now must
present ‘‘specific’” objections to any li-
censes. He established a monitoring com-
mittee, chaired by National Security Coun-
cil (NsC) aide Don Fortier, to ensure that
DoC and DoD are moving in the right direc-
tion. This formally confirms the NSC’s role
in this affair. Sources said that national se-

““Once people turn away and
find out there are other
sources, they're not going to
turn back.”

curity advisor Robert McFarland had taken
an active part in the discussions.

The whole subject has been kicking
around since last June 10, when then acting
assistant secretary of commerce for export
administration William Archey wrote a
memorandum of understanding regarding
DoD’s role in reviewing IVLs for non;Com-
munist destinations.

That memo would have allowed
DoD to review “‘upon request’’ applications
for 1vLs for eight products, including com-
puters and digital instruments, controlled
for national security purposes and going to
12 countries, including eight of those men-

tioned above. DoD would have given DoC
one person for four hours a day for prere-
view, would have notified DoC withing sev-
en days of filing an application if it wished
to review it, and completed its review with-
in 30 days of its referral by Doc.

Neither assistant secretary of de-
fense for intcinational security affairs Rich-
ard Perle nor then assistant secretary for
trade administration Lawrence Brady
signed that memo. Had they done so, the
EAA problem might have been put to rest six
months ago.

Now, despite Reagan’s directive,
the issue is very much alive. Both the Sen-
ate and the House have passed new versions
of the EAA, which was scheduled to die its
fourth death on March 30. The act had al-
ready been extended three times, once by
presidential emergency, past its original
Sept. 30, 1983 expiration. Rep. Don
Bonker (D-Wash.), principal author of the
House bill and industry’s man, kept his
promise and did not request another exten-
sion. The act still lives, however, thanks to
Reagan again invoking the International
Emergency Economic Powers Act. At press
time the Senate and House had not agreed
on a conference date, although sources indi-
cate the two would at least sit down at the
same table before the April 13 recess.
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'cely; thank you, at least for the present.

,1ty in the process,’ * Berube claims.

ons and applied them against one

ftcompany They. obvrously don 't want the

egulatory process to run its course.’

This was done ina very politically |
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he system work, to the extent it does at all.
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: f i ‘nothmg : -
; shlp computers to those three countries wrth 1
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'DEC spokesman Dick Berube says.
“‘We’ve been cooperatmg with DocC for a
long time. This wasn’t a shock, given the
{crrcumstances Those are. reﬂected in the
_ license restrictions.”
‘ ““The hcense isn’t onerous. It obvi- |
ly involves more paperwork, but Com- -
erce has been really good on turning that
,paperwork around. It hasn’t impacted our -
business and we don’t expect it to. [Europe-
an sales account for about a quarter of DEC’s
- revenue.] We obviously support the effort
" to eliminate diversion. ‘We just hope DoC -
fdoesn t undermme our competitive viabil-

Aye there’s the rub. If poc did this
: to DEC ‘can othérs be far behind? Several
1 heavywerght companies, including IBM, are
- due to have their licenses renewed in the

~ next few months. If there’s a hit list, no
: company wants to be number two.

, _*“This was done inan extraordmar» :
ly: charged political environment,’
~.the official at Drgttal’s competitor. “‘DpoC
_ has a vested interest in looklng tough This |-
~ is very significant if it presages DOC’s atti-
~tude toward other companies. We haven’t
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ledgeable so rce ,
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‘L‘Commerce just’ took its proposed -

That marathon began on Jan 19
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f:March p. 44) Even though the agency ex-
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worry that what 1ndustry writes Commerce :
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““It doesn’t make sense that the De- =
fense Department can’t look at. West-West
transactions if there’s a reliable reason to
expect diversion,”” says Boyd McKelvain,
manager of national technology affairs and
vice chairman of the Industry Coalition on-
Technology Transfer, the leading high-tech

‘industry group on these issues. ‘‘But these

proposed DL changes could.be a hell of a
mess. They’re going to superimpose more

delay on the already high volume of trans-
actions. And it’s hard to find any changes

that would effectrvely tighten - up on
losses.’ t
There’s no doubt the trghten up is

“the latest dance craze at Commerce. The .

question is: when DoC is going to change
partners and how closely that partner wxll*;
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““The worst.outcome is that we get
plcked off company by company,”’ frets an
official at a major computer company. .

““The proposed regulations could do that all

at once, of course. None of the restnctronst
in those are relevant to national security.

‘But that’s the kind of thing that can kill

exports.”’ No funerals are planned just yet

_But black may become hrgh tech $ new in

color.

“Everybody has to be concemed

“with an environment ‘where the thrust for

tightening goes beyond the point of being

realistic because of turf battles,”” warns
- McKelvain. ‘‘That’s what’s going on now.

‘And it’s all dnven by the desir ‘
fadmlmstratton '

.So what kmd of a rrde will this be'7”

: Not even the passengers know for sure. .But
_mdustry is hereby advrsed to fasten its seat;
, belts : peiiia

*‘In the space of three months the
administration has all but rewritten the Ex-
port Administration Act, without consulta-
tion with Congress and the industry and of
course without hearings and much opportu-
nity for comment from the public and our
allies,”” Bonker told the Washington Inter-
national Trade Association (WITA) in
March. ‘‘Some accuse the Congress of ma-
jor changes in its revision of the EAA, but
our craftmanship is mild and artful com-
pared to the administration’s emasculation
of the program. What the administration
has done is considerable beyond what the
Act allows, and is clearly beyond what
Congress intended.

‘“‘What is happening may be an old-
fashioned turf battle with DoD the obvious
winner. But my guess is that there is an

ideological force shaping these new poli-
cies, that if left unchecked will greatly in-
hibit America’s competitive position in the
field of high technology. One can safely
conclude that the executive branch was go-

“In the space of three months
the administration has all but
rewritten the Export
Administration Act without
consulting Congress or
industry,” says Bonker.

ing its own way regardless of what Con-
gress thought, intended, or attempted to ac-
complish in the EAA of 1984.”

So what’s Congress to do? It ap-
pears that Reagan has preempted the field

with his recent directive. And what about
industry? It wasn’t consulted prior to Rea-
gan’s move, just as it hadn’t been before
DoC released its proposed DL revisions.
““It’s hard to say whether we won or
lost,”” says Hugh Donaghue, Control Da-
ta’s vice president of government programs
and international trade relations. ‘‘But the
principle bothers me. DoD got more power
over an area affecting a significant amount
of export business, although it’s not as
much as it wanted because Perle wants con-
trol over every shipment and every product.
The thing that bothers me even more is that
this can change for the worse later on.”’
‘‘High-tech industry is a loser,”
Bonker says. ‘‘Congress has been preempt-
ed and so has industry. The administration
gives Congress authority, then takes it away
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(ogy transfer to our allies nor are we encour--
-aging economic warfare but-we are trying to.
- -balance real security concerns with the ab-

.-solute need for open markets between our:

- Thatis no easy task ‘and meanwhrle;:’:n
~ the European governments are looking for
-ways to  cope: with what is seen as restrlctrve i
~.and provocatrve Ieglslatron ; «
" One case in point is the plan to sell

law. If that happens, it will be much more
difficult “for industry to excape DoD’s
clutches than if Reagan’s memo remains the

| basis for that agency’s increased power. A

memo is far easier to change than a law.

“‘Nothing good has come out of
this,”” says a well-informed source at a
leading computer company. ‘‘Reagan is
presiding over the transfer of long-term au-
thority to DoD. There’s nothing inherently
bad about DoD review. It doesn’t have to be
counterproductive. But history indicates it
always is.

“‘In-the long term DoC will cease to
be a factor in export control. The DL is in
serious jeopardy. I'm not sure we’ll have
one in a few years. The end might come
even sooner. We're in bad shape.”’

*‘If they aren’t checked, the admin-
istration’s policies will impede our export
potential,”’ Bonker says. ‘‘It’s hard enough
coping with the overvalued dollar, and oth-
er obstacles may knock us completely out
of the global market. If the new policies go
into effect and are not checked by a new
EAA, the U.S. may well win the security
war but lose the economic war.’

Today, Hong Kong. Tomorrow . . .?

MICROCOMPUTERS

‘ That comment is. representatrve of
the way. many European govemments feel

and does whatever it wants. What we have
to do now is roll back DoD’s involvement
via the legislation. We have to show that
Congress is the final authority here, not
Richard Perle.”’ '

Easier said than done. The major
struggle will be over section 10(g) of the
Senate bill, which allows the Secretary of

- Defense to review any proposed export by
any licensee to any country to which ex-
ports ‘‘are controlled for national security
purposes or where the Secretary of De-
fense, in consultation with the Secretary of
Commerce, determines that there is a clear

risk of diversion of militarily critical goods .

or technology to proscribed destinations.”’
Having so determined, the Secretary of De-
fense can then recommend to the President
that the export be disapproved. You can bet
the Secretary’s word will be law. ‘
Reagan’s ‘‘opposition to any statu-
tory change’’ apparently means he opposes
10(g). The provision is anathema to indus-
try; which can use all the help it can get and
insists that 10(g) absolutely not be included
in the final bill: So even if Reagan won’t
join industry, he at least won’t actively beat
it. But several sources suspect Perle, oper-
ating behind the scenes, will harden the

Senate’s determination to see 10(g) become -

.there first and with the best product—

LOOKING
GENERICS

The next generation of
microprocessors will be more
adaptable than anything we
have yet seen.
by R. Emmett Carlyle
Nestled deep in the womb of Data Gener-
al’s Advanced Projects Group, 'engineer
Don Lewine is wrestling with a problem.
© " “I’dlike to build a multispeed pho-
nograph, or at least its equivalent in proces-
sor terms.”” Don remembers the days when
there were only single-speed record play-
ers. The analogy, of course, is to the propri-
etary operating system and attendant hard-
ware. In the record industry, 78 rpm was
soon joined by 45 rpm and then 33 rpm.
Record players became multispeed and
standardized, leaving owners to the busi-
ness of searching for the next Bing Crosby.
‘ Lewine would like to build a com-
puter that plays everything—a °‘generic
processor’’—and as the talk in engineering
circles these days is along similar lines,
whether you’re chatting with a micro or
mainframe builder, Don would like to get
‘‘the
Porsche of generic processors, if you like.”’
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Now Xerox
off