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by Philipp Harper 
A revolution is taking place in restaurants 
all over the nation, and it promises to be 
just as sweeping, though less conspicuous, 
as the earlier advent of the fast-food shops. 
This revolution is not being heralded by 
golden archways, but by the appearance of 
computer hardware and software in kitch­
ens, service bars, and back offices through­
out the industry. 

Whether it is a solitary microcom­
puter being used in a mom-and-pop opera­
tion for general ledger accounting, or an 
intelligent point-of-sale terminal function­
ing as a single element of a large distributed 
network, the computer is giving restaura­
teurs unprecedented control in all phases of 
their business. 

A waiter can now send his orders to 
the various food and beverage preparation 
areas without leaving the dining room. Not 
only does this cut down considerably on 
foot traffic, but it also allows management 
to backtrack an order to the person who 
initially authorized it. 

Even more impressive are some of 
the currently available pas terminals, with 
capabilities that far outstrip those of the 
mechanical cash registers from which they 
are descended. In addition to the tradition­
al cash drawer function, today's new gear 
keeps a variety of running sales tallies, 
monitors inventory levels of each menu 
item and its ingredients, sets up employee 
work schedules, and then keeps track of the 
wages owed all workers, even if each one 
performs a different task at a different pay 
scale within the same pay period. 

At the opposite end, back-office 
management tasks also are being automat­
ed. Software has been developed to accom­
modate the accounting idiosyncrasies of 
the restaurant trade, and tasks such as pur­
chasing are streamlined when the back-of­
fice system is linked to the front-end 
inventory control. Indeed, it is this man­
agement-operations nex liS t hat represents 
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Integrated systems worth more than $315 million are 
moving into fine restaurants and fast-food franchises. 

DIGITAL DINING 
one of the most prominent new directions 
in restaurant automation. 

Referring to the trend toward total 
systems integration, the ceo of a leading 
systems house says, "The integration of op­
erating systems for pas and back office will 
continue. Users want more and more infor­
mation in a much more rapid time frame, 
and they want it in a much clearer repre­
sentation to the user than they've ever had 
before." 

The large companies that dominate 
the market are increasingly giving the "to­
tally integrated system" -usually a pas 
network linked to a back-office pc----.,.a place 
of prominence in their product lists. This 
trend toward function integration is expect­
ed to continue, setting the course in terms 
of product development for primary manu­
facturer and oem alike. 

Analysts note that the broader sys­
tem applicability that is evolving, coupled 
with the decline in hardware prices typical 
of the entire computer industry, is sure to 
translate into greater market appeal. In­
deed, the demand for restaurant systems is 
expected to grow explosively through the 
remainder of the decade. That, at any rate, 
is the conclusion of a recent study of the 
market by a New York consulting firm. 

By the end of 1983, says Frost & 
Sullivan Inc., some 120,000-or 20% of 
the nation's approximately 600,000 tradi­
tional restaurants-possessed a computer 
system of some kind. The figure for the 
fast-food segment was much higher, with 
about 70% of the 80,000 outlets boasting 
similar systems. 

In terms of dollar volume, the New 
York firm says that systems sales to the res­
taurant trade will top $316 million in 1984, 
with $211 million in sales of turnkey sys­
tems. The firm further predicts that these 
sales will more than double by 1988, when 
a total volume of nearly $647 million is mi­
ticipated. Turnkey sales again will domi­
nate, hitting about $485 million, if Frost & 
Sullivan is correct. 

"Without question, it is a high­
growth area, with a relatively low [current] 
penetration of the total restaurant popula­
tion," says Doug O'Connor, president and 
ceo of Santa Ana, Calif.-based ATV Systems 
Inc., a leading purveyor of turnkey 
systems. 

Developing the market over the 
next four years may not be as difficult as 
one might imagine. There already exists a 
substantial group of nonusers who are ripe 
for the introduction of automation. The 
public accounting firm of Pannell Kerr 
Forster in Houston estimates that 40,000 of 
the restaurants in this country doing more 
than $750,000 in annual sales are prime 
candidates for some kind of automation. 

SAME OLD 
SUPPLIERS 
MEET NEEDS 

Poised to meet this pre­
sent and future demand 
are essentially the same 
variety of suppliers that 

can be found in any vertical market. First 
and most important are the large hardware 
manufacturers working in concert with 
outside software houses. Then come the 
systems houses turning out their own pro­
prietary solutions, followed by the oems, 
and sellers of unbundled hardware and 
software. At the bottom of the pecking or­
der, but moving up fast, are the service bu­
reaus, which are trying to preserve their 
revenue base by offering packages using 
their old software and databases tied to 
cheap microcomputers. The providers of 
turnkey systems, including cooperative ef­
forts by large computer manufacturers and 
software houses, are currently the domi­
nant force in the market, and they are ex­
pected to remain so. Lagging considerably 
behind, according to Frost & Sullivan, are 
the unbundled hardware and software deal­
ers and service bureaus. Hardware sales 
will account for just $44 million this year, 
compared to $33 million for software and 
about $27 million for service bureaus. 

Of these three categories, only soft­
ware sales are expected to increase relative 
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"The integration of operating systems for POS and 
back office will continue." 

to the $485 million in turnkey revenues 
projected for 1988. Software sales in that 
year are expected to hit nearly $81 million, 
with the hardware and service bureau to­
tals coming in at $65 million and $16 mil­
lion, respectively. This effort in software 
development will probably be split between 
creating generic accounting packages in­
tended for back-office use, and the design 
of custom packages to meet the specific 
front-end needs of individual users. 

While the broadening of the overall 
market may eventually mean opportunities 
for small companies that are able to get to 
market quickly with innovative products, 
large firms now dominate. This is a natural 
outgrowth of the early adoption of front­
end automation by the fast-food segment. 
Meeting the data processing needs of these 
chains, where each outlet requires multiple 
terminals, is best accomplished by a suppli­
er of equal size. 

Frost & Sullivan notes that the top 
five sellers to the restaurant trade account­
ed for nearly $175 million in sales, or al­
most half of total market volume in 1983. 

Ranked in order of sales, the top 
five are NCR, $60 million; A TV Systems Inc., 
$50 million; Toronto-based Remanco Sys­
tems Ltd., $25 million; Datachecker/DTs, 
of Maynard, Mass., ,$20 million; and Fas­
fax Corp., of Nashua, N.H., $18 million. 
Sales figures are for pas and back-office 
equipment in all cases. 

The situation at NCR, long known 
for its pas systems and its earlier electronic 
and mechanical cash registers, reflects the 
industry's shift toward greater integration, 
and the new emphasis upon back-office ca­
pabilities that this implies. Gordon E. 
Meister, head of NCR'S hospitality division 
in Dayton, Ohio, calls the adoption of the 
microcomputer for restaurant use "the hot­
test thing in the industry in the last 18 
months." The true potential of the machine 
in this area lies in its ability to be interfaced 
to pas systems, Meister adds, "so most of 
the leading vendors are developing pas 
in terfaces." 

PACKAGES 
FOR USER 
NEEDS 

Though NCR offers stan­
dard hardware products 
in both the pas and micro 
areas-the 2160 and 

Model 4 respectively-the firm is working 
with a number of software houses on the 
development of a variety of packages to 
meet the needs of different types of end us­
ers. A small chain or even a single opera­
tion ~ight want a back-office system 
capable of general ledger accounting, for 
instance. A large fast-food chain, which 
consolidates accounting at the corporate 
headquarters, may need a much more lim-
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Swart of Burger King: "The POS is an 
inadequate technology that simply sup­
ports one aspect of the restaurant 
business." 

ited back-office capability. Here, a back-of­
fice workstation, through which the 
manager could perform functions like 
changing the prices in the pas terminals, 
might very well suffice. 

Prices for NCR systems begin at 
around $18,000 for two pas terminals and a 
single back-office workstation. Expanding 
the system to five terminals pushes the 
price to between $25,000 and $30,000. 

With an eye to the future, and per­
haps on markets not yet tapped by NCR, 
Meister notes, "Even the small operators 
are getting into it. There are so many good 
new applications that the entire industry is 
picking it up." 

NCR'S closest competitor is ATV Sys­
tems, which has a slightly different orienta­
tion to the developing market for restau­
rant systems. Formed in 1981 through the 
merger of a handful of firms already in­
volved in the restaurant'market, ATV has a 
variety of offerings reflecting the diversity 
of its divisions. By building on the products 
already developed by its constituent parts, 
and then producing some new ones, ATV 
tallied sales of nearly $20 million in its first 
full year of operation, and $50 million in its 
second year. 

ATV is a systems house that designs 
and packages its own hardware and soft­
ware, and it prides itself on its ability to 
tailor its systems to the individual client. 
Says ceo O'Connor, "There are no generic 
solutions that can be taken off the shelf for 
normal restaurant operations." He points 
to ATV'S 1983 rollout of equipment to meet 

pas needs at 800 Jack-in-the-Box outlets. 
The software package that drives the ATV 
Medallion systems now in use at the restau­
rants was designed specifically for Jack-in­
the-Box, O'Connor says. 

The company's present product mix 
consists of three integrated pas systems: the 
3200 and 4900 series; the Medallion; and 
the Delta, a standalone pas workstation. A 
fine-dining system called the Epicure is also 
offered. The fast-food system prices start at 
$12,000, and the fine-dining packages at 
around $25,000. The Delta sells for about 
$5,000. 

O'Connor describes the 4900 series 
and the Medallion as "third generation 
products" incorporating features not 
shared by the other products, such as re­
dundancy built into the individual termi­
nals that allows them to remain in 
operation even if the cpu crashes, and a 
more sophisticated operating system that 
can accommodate a back-office package. 

Though ATV markets its back-office 
package strictly as an add-on, O'Connor 
sees integration as the key to the future. 
"Ten years ago, the big thing was the tran­
sition from the mechanical to the electronic 
cash register," he says. "Now, those who 
made the transistion are looking for com­
plete control. The thrust toward larger ca­
pacity memory, broader software packages, 
and the integration of operating systems for 
pas and back office will continue." 

O'Connor issues a final caveat: 
"The equipment has got to be user friendly 
when you're talking about youngsters turn­
ing over in the [restaurant] industry five 
times a year." 

The fine-dining or table-service side 
of the business is especially suited to inte­
gration of back and front because restau­
rant managers generally have more 
autonomy than do their fast-food counter­
parts. This autonomy includes accounting 
plus functions like purchasing and menu 
preparation. The need at this level has led 
to a number of interesting solutions. 

PACKAGE 
FOR FINE 
DINING 

Micros Systems Inc., a 
Beltsville, Md., firm with 
systems sales to the hos­
pitality market of about 

$16 million last year, has capitalized on its 
status as a value-added dealer enough for 
IBM to come up with a package geared spe­
cifically toward the fine-dining segment. A 
maker of microprocessor-based pas termi­
nals since 1978, Micros Systems has been 
developing software that will enable a 
back-office IBM PC XT to control the firm's 
front-end systems. 

Such a configuration is desirable, 
explains Thomas Nicholson, the firm's se-



OEM Decision Makers 

"Only the Invitational Computer 
Conferences· bring the latest 
OEM computer and peripheral 
products to your front door. 
You'11 fmd 
us there!" 
A nd you'll find other top 
fi OEM manufacturers, 
such as IBM, Control Data, 
DEC, Fujitsu, NEC and 
Seagate, to name a few. 

In their 14th year, the 
"OEM Only" Invitational 
Computer Conferences bring 
you, the volume buying deci­
sion makers, together with 
the key suppliers of com­
puter and peripheral prod­
ucts. The ICCs, a series of 
ten, one-day regional shows 
are convenient to where you 
live and work. The social 
business setting makes it 
easy for you to meet poten-

tial suppliers one-on-one, 
and attend high tech semi­
nars of your choice. As an 
invited guest, there is no 
cost to you. 

Hear what the OEM manu­
facturers have to say, learn 
more about their products, 
and remember, you may 
attend "by invitation only." 

1984/85 U.S. ICC Locations 

Sept. 6, '84 
Sept. 25, '84 
Oct. 10, '84 
Oct. 23, '84 
Jan. 8, '85 
Jan. 29, '85 
Jan. 31, '85 
Feb. 26, '85 
Mar. 19, '85 
Apr. 2, '85 

Newton/Boston, MA 
Southfield/Detroit, MI 
Cherry Hill, NJ 
Englewood/Denver, co 
Irvine, CA 
Houston, TX 
Dallas, TX 
Ft. Lauderdale, FL 
Palo Alto, CA 
Nashua, NH/No. MA 

Call your local OEM supplier Jor 
your invitation or jlll out the cou­
pon and mail to: 
B.! Johnson & Associates, Inc. 
3151 Aziwqy Ave., #C-2 ~ 
Costa Mesa, CA 92626 
Phone: (714) 957-0171 T 
Telex: 188747 TAB IRIN ~ -. ~ 

Yes! I need an invitation to your "OEM Only" ICC. The nearest ICC to me is: __________ _ 

I buy in volume: 
o Computers 
o Disk/Tape Drives 
o Controllers / Interfaces 
o Terminals / Graphic Displays 
o Software 
o Printers 
o Memory Boards 
o Modems/ Multiplexers 
o Power Supplies 

Name 

Title 

CompanylDivision 

Address 

City State Zip 

Mail To: B.J. Johnson & Associates. Inc.. 3151 Airway Avenue. #C-2. Costa Mesa. CA 92626 
Phone: (714) 957-0171 Telex: 188747 TAB IRIN 
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OEM Decision Makers 

"Only the Invitational Computer 
Conferences bring the latest 
OEM computer and peripheral 
products to your front door 
You'll fmd 
us there!" 

A nd you'll find other top n OEM manufacturers, 
such as Bull Peripheriques, 
IBIS, Fujitsu, Tandberg, 
Tandon, Olivetti and Control 
Data, to name a few. 

In their 4th year, the HOEM 
Only" Invitational Computer 
Conferences bring you, the 
volume buying decision mak­
ers, together with the key 
suppliers of computer and 
peripheral products. The 
ICCs, a series of six, one-day 
'regional shows are conve­
nient to where you live and 

work. The social business 
setting makes it easy for you 
to meet potential suppliers 
one-on-one, and attend high 
tech seminars of your choice. 
As an invited guest, there 
is no cost to you. 

Hear what the OEM manu­
facturers have to say, learn 
more about their products, 
and remember, you may 
attend Hby invitation only." 

1984/85 Europe ICC Locations 

oct. 9, '84 
Oct. 16, '84 
Oct. 23, '84 
Feb. 28, '85 
Mar. 7, '85 
Mar. 11, '85 
Mar. 14, '85 

Munich, W. Germany 
Vienna, Austria 
Milan, Italy 
Paris, France 
Frankfurt, W. Germany 
Stockholm, Sweden 
London, England 

Call your local OEM supplier Jor 
your invitation or Jlll out the cou­
pon and mail to: 
B. J Johnson & Associates, Inc. 
3151 Aziwqy Ave., #C-2 ~ 
Costa Mesa, CA 92626 
Phone: (714) 957-0171 T 
Telex: 188747 TAB IRIN ~ -. ~ 

Yes! I need an invitation to your "OEM Only" ICC. The nearest ICC to me is: __________ _ 

I buy in volume: 
o Computers 
o Disk/Tape Drives 
o Controllers / Interfaces 
o Terminals / Graphic Displays 
o Software 
o Printers 
o Memory Boards 
o Modems / Multiplexers 
o Power Supplies 

Name 

Title 

Company/Division 

Address 

City State Zip 

Mail To: B.J. Johnson & Associates, Inc., 3151 Airway Avenue, #C-2, Costa Mesa, CA 92626 
Phone: (714) 957-0171 Telex: 188747 TAB IRIN 
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The equipment has got to be user friendly in an 
industry where the turnover rate is five times a year. 

nior vice president of marketing, principal­
ly because it allows management to closely 
track inventory at each stage of the produc­
tion process. The PC is able to convert the 
portions in which commodities are bought 
into those in which they are sold, making it 
possible to track the actual percentage of 
an ingredient that makes it to the table. The. 
implications for waste reduction are 
obvious. 

The system also aids in the timely 
, reorder of inventory, since the back-office 
pc can poll the various pas terminals and 
determine which ingredients are in low 
supply. This kind of tight control is essen­
tial to the success of a restaurant, Nichol­
son asserts, because success or failure in the 
business often turns on the operator's abili­
ty to reduce costs by two or three percent. 

Still another approach to integra­
tion sidesteps entirely the problems inher­
ent in the marriage of front- and back-end 
systems. Jarasoft Systems, an Alexandria, 
Va.-based subsidiary of an Australian firm 
of the same name, has come up with a sin­
gle software package named MIRAS. This 
offering provides both pas and back-office 
capabilities. Designed to run on micros, 
MIRAS is "compatible with damn near ev­
erything," claims Mark Missett, product 

manager for MIRAS at MicroPride Inc., the 
New Jersey firm that is marketing the 
package in the United States. 

The package permits a full array of 
service area and pas functions, while en­
abling the back-office manager to handle 
accounts receivable and payable and per­
form general ledger accounting. The pack­
age is priced at $2,500 for a single user and 
$3,500 for multi-user applications. MIRAS 

can accommodate up to 32 users, Missett 
says. 

SUPPORT 
AROUND 
CORNER 

"The package allows you 
to buy from the local 
computer store whatever 
is cost-effective for you, 

and whatever computer the store supports. 
So support is right around the corner," says 
Missett. He claims that MIRAS'S hardware 
flexibility, coupled with its relatively low 
price, means that automation is now an op­
tion for even the smallest restaurant. 

Ironically, small restaurateurs 
could very well be getting their back-office 
systems at about the same time that these 
capabilities are being introduced to the big 
fast-food chains. Though long a leader in 
pas systems, the fast-food segment has re­
sisted back-office integration, favoring cen-

"Yes, Hector likes to watch television very, very, very much." 
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tralizing controls in headquarters or 
regional offices. Such resistance seems to be 
crumbling. 

At McDonald's Corp. in Chicago, 
for example, the information processing de­
partment is now standardizing the pas 
equipment used at the roughly 1,500 com­
pany-owned outlets. Back-office functions 
will have no place in the revamped system, 
however. A conscious decision has been 
made to not give managers more control, 
says information processing head John Oz­
vath. "If we have the manager working 
with a computer instead of out there work­
ing with the customers or the crew, we feel 
we lose, " he says. "So we've been very 
careful in preserving the integrity of the 
store and very careful in introducing 
change there. Technology is so abundant 
and there are so many things you can do. 
But it's like a lot of things: if it's not broke, 
don't fix it." 

A different attitude prevails at the 
Miami-based home of the Whopper. In Oc­
tober of this year, the management of Burg­
er King Corp. introduced a new 
restaurant-level computer system that en­
courages greater control and participation 
by outlet managers. Designed by the IBM 

Custom Group, the system is based on mi­
cros at the store level, with IBM 4300 mini­
computers at 11 regional offices and 18 
distribution centers, and with Big Blue's 
mainframes further upstream at the corpo­
rate level. The system will encompass the 
more than 500 company-owned restau­
rants, and the 3,300-odd Burger King fran­
chises will be encouraged to join the 
network. 

Burger King's vice president of 
management information systems, Bill 
Swart, says that existing pas terminals at 
individual outlets are allowed to offload 
their data to headquarters once a day via a 
strictly one-way communications link. All 
management support, including sales and 
production analyses, is then provided to the 
individual outlet from above. Under the 
new system, Swart says, every outlet man­
ager will have the computing wherewithal 
to generate the needed management sup­
port at the local level. 

The rationale behind the change­
over is straightforward. "If you look at the 
pas today, it's an inadequate technology ~ 
that simply supports one aspect of the res- ~ 
taurant business, " says Swart. "The price ~ 
value is simply not there. The cost of a pas ~ 
in relation to the capabilities it can provide ~ 
is terrible, if compared to the pc and its ED 
capabilities." @ z 

Philipp Harper is a free-lance writer 
based in San DieDo. 
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COM PI.,I.,I all, 
ODR III.,LIIiK 
BIA., .,BI.,RDIIKS OFF 
IVIRY COMPI.,I.,OR. 
We recently asked a number of data com­
munication users to test our DCA Netlink 
on-site against any competing product. 
In every trial, against all comers, Netlink 
won. With a flurry of hard-hitting features. 

The most telling blow: its data-voice­
compressed video combination. Netlink 
can dehver all three simultaneously at 
various speeds. Via leased hiles, micro­
wave, laser, satellite, fiber optics-what­
ever transmission mode you use. 

It can handle speeds of 50 bps to 
2.048 million bps and transmit voice at 
low speeds without losing quahty or 
speech recognition. 

Because it's software driven, you 
can change channel speeds and config­
urations with the touch of a console. Or 
you can program it to change configur­
ations at predetermined times. 

And because it's an advanced time­
division multiplexor, it is completely trans­
parent and compatible with all your 
voice, image and data communications 
equipment. 

So why not give it a shot. You'll 
discover as others have that fo~ power, 
speed and flexibility, the DCA Netlink 
can't be beat. 

For more information, write DCA, 
303 Research Drive, Norcross, Georgia 
30092. Or call toll-free: 1-800-241-5793. 

CPU 

c:!CCI® 
Digital Communications Associates, Inc. 
DCA Products Are Available Worldwide. 
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PBX L 
(Switchus interruptus) (Linhl1s limitus) 

*IBM is a trademark of International Business Machines. Inc. 
V/!\X is a trademark of Digital Equipment Corp. 



MAN 
(Connectus peifectus) 

The first step up the data networking ladder 
was the data PBX. It was good. But not very 
intelligent. 

Then came the LAN. It was quicker and more 
flexible. But limited to just one office, just 
one network. 

Now there's no reason to monkey around with 
either a Data PBX or a LAN. 

Now there's MAN. 

MAN: The Multiple Area Network. 
MAN links multiple devices, multiple users, 

multiple networks and multiple locations. 
It's the most highly evolved, highly intelligent 

communications system there is. 
Where Data PBXs struggle to provide single 

connections for slow terminals, MAN makes it 
easy to access multiple sources from low and 
high speed devices. 

Multiple sessions per port let you connect to a 
V AX~ then switch easily to an IBMTM mainframe. 

And PBXs have a single point of failure. MAN 
doesn't. 

Survival of the fittest. 
The LAN was a big step up from the Data 

PBX. MAN goes way beyond any LAN. 
It not only lets you connect all your personal 

computers, printers, terminals, and mainframes to 
Ethernet, it lets you link your Ethernet to other 
Ethernets, remote nets, X.25 public nets, and SNA. 

You can even link LANs across Tymnet and 
Telenet. 

And MAN's Terminal Servers, Host Servers, and 
Gateways have the capacity to serve even the most 
demanding users like Sperry, NASA, GTE and 
Conte!' 

Call 415-969-4400. Or write us at 1345 
Shorebird Way, Mt. View, CA 94043. We'll tell 
you all the reasons you should choose MAN over 
the competition. 

It's the natural selection. 

~"'~INc.ra1 
The Multiple Area Network 
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OFF·LINE 
It's been only 21 years since 
the first communications satel­
lite was launched by the United 
states. Since then, the neigh­
borhood 22,300 miles above the 
equator has become packed with 
these devices, so much so that 
the Federal Communications 
Commission has permitted the 
spacing of these geostationary 
satellites to be reduced from 
four to two degrees apart. 
What with satellites launched 
from the ground and satellites 
carried into orbit by future 
shuttle missions, we can expect 
to have more hardware in orbit 
from more countries doing more 
things than ever before. 

Inevitably, this condition 
will be a boon for computer 
users. Today, thousands of 
databases are within reach of 
millions of personal computers. 
Still, the most economical way 
to tap into all this informa­
tion is with a telephone and a 
modem. Satellite services are 
simply too expensive for the 
benefits they provide, as far 
as most customers care. But as 
the sheer number of satellites 
and satellite interconnect 
services grows, the price issue 
is likely to diminish. As more 
companies enter this field and 
more of the nation's largest 
corporations set up their own 
private satellite networks, the 
cost of satellite transmissions 
is sure to drop. 

Another element is to ensure 
that the signal reaches the 
correct party in a secure way. 
Sophisticated coding of the 
transmitted data provides 
addressing to individual units, 
thereby permitting discrete or 
network use of data channels. 

It would seem, then, that a 
businessman's variation of a 
law of physics still rings 
true: what goes up must come 
down. In this case, satellites 
are going up and the cost of a 
satellite transmission should 
start coming down. A modest 
case in point is a firm called 
Satellite Broadcast Network 
Inc., located in Chicago. This 

HARDWARE 

firm is making a variety of 
data available to personal 
computer users for $950, by 
selling a compact receiving 
antenna that can be mounted on 
a roof for reception of data, . 
thus bypassing phone lines. 
Currently, the phone companies 
don't see private satellite 
bypass as a threat, but if a 
significant downward pricing 
trend develops, some industry 
observers see ever more private 
networks established by the 
larger firms as lower cost 
makes them more practical. 

The high-density floppy disks 
are catching on. BASF Systems 
Corp. and other floppy disk 
vendors are producing more of 
them. BASF plans large produc­
tion increases for its high­
density 5~-inch floppy line 
this year. "A year ago, BASF 
sold virtually no high-density 
5~-inch disks in the United 
States," says John Healion, 
vice president for the west 
German firm's consumer products 
division, adding that "sales 
for the IBM PC AT indicate wide 
acceptance for the high-density 
diskette and proves our point 
that there's still plenty of 
potential left in the 5~-inch 
market." He says BASF has been 
shipping this generation of 
floppy diskettes for almost two 
years, primarily to Japan. But 
even though there is undoubted­
ly more interest in the high­
density 5~-inch diskettes than 
there was a year ago, companies 
such as Sony Corp. still see a 
large market developing in the 
sub-5~-inch market, especially 
with the recent introductions 
of major lap-sized computers. 
Apple, Hewlett-Packard, Data 
General, and others all support 
Sony's 3~-inch disk. That there 
are two emerging standards for 
microcomputer disk technology 
is not surprising, especially 
in the computer business. Users 
demand uniform standards, but 
the continuing variety offered 
by vendors leads one to believe 
that this industry is too un­
certain about its products. 

DUAL OPERATING SYSTEM 
The Fortune 1000 is a line of worksta­
tions that run the Unix and PC/DOS oper­
ating systems. The options range from a 
single ASCII terminal to an intelligent 
workstation or a graphics workstation, to 
a complete Unix and PC/DOS networked 
personal computer with color graphics. 

Working in conjunction with For­
tune's existing 32:16-bit cpu, the desktop 
workstations provide users with as much 
or as little computing power as they need, 
as well as providing an integration be­
tween Unix and PC/DOS. The system can 
be upgraded to suit different needs. 

It permits networking between 
IBM pcs and various Fortune products. 
Configurations and options include up­
gradable ASCII terminal with a 14-inch 
monochrome monitor, color monitor, 
hard or floppy disks, or both, networking 
or standalone capabilities, and high-speed 
data link to provide intelligent worksta­
tion capabilities with PC/Dos-Unix oper­
ating systems. Prices for the Fortune 
1000 system start at $650. FORTUNE SYS­
TEMS CORP., Redwood City, Calif. 
FOR DATA CIRCLE 301 ON READER CARD 

TOUCH SCREEN 
Smart-Frame is an infrared-based device 
that brings the cost of adding touch sensi­
tivity to computer displays down to the 
$150 level in large oem quantities. Using 
a scanning technique that is able to locate 
a user's finger within a fraction of an 
inch, as well as detect motion across the 
screen, the product relies on a Motorola 
68705 microprocessor with RAM, ROM, 
and 4-channel analog-to-digital conver­
sion circuitry on-board. As a result it has 
45% fewer parts than previous designs 
and requires no external controller. The 
product is available for 9-, 13-, and 19-
inch flat panels and crt screens. The unit's 
infrared beams, generated by light-emit­
ting diodes, are able to pass through a 
specially designed plastic bezel and there­
fore can be hidden away from the user's 
view and dirty fingers. Deliveries are slat­
ed to begin early this year. In single quan-
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tities the 9-inch Smart-Frame carries a 
single quantity price of $450. CARROLL 
TOUCH, P.O. Box 1309, Round Rock, TX 
78680. 
FOR DATA CIRCLE 302 ON READER CARD 

FRAME GRABBER 
These three boards, designed to work in 
IBM PC or compatible computers, promise 
to enable the machines to handle full-col­
or television images a frame at a time. 
The video display adapter is a graphics 
board that enables pcs to display continu­
ous tone images on color televisions or 
standard RGB monitors. Its resolution is 
256 by 200 pixels and images may use up 
to 256 colors from a 32,000-color palette. 
Each full-screen image requires 50,000 
bytes of memory, but they can be com­
pressed for transmission down to about 
5,000 bytes. The image capture board is 
designed to capture single video frames 
from a video camera or tape recorder. It 
works under control of the Pc's own mi­
croprocessor and captures an image in ap­
proximately 1I60th of a second. Finally, 
the PC NAPLPS decoder board converts the 
PC into a videotex terminal using that 
popular protocol. It is similar in Junction 
to the vendor's Sceptre videotex terminal. 
The video display adapter is available 
now for an oem price of $500 in single 
quantities. The image capture board is 
also available now for a quantity one oem 
price of $1,000. The decoder board is 

HARDWARE SPOTLIGHT 

REPLACES TYPEWRITER 
The Wang Office Assistant is a multi­
tasking office computer designed specifi­
cally for the secretarial marketplace. It 
combines the features of a typewriter, an 
advanced word processor, and a personal 
computer in one system. According to the 
vendor there is a need in the marketplace 
for a product that fills the gap between 
electronic typewriters and pcs, and secre­
taries and office personnel are looking for 
solutions to information processing needs 
beyond the typewriter. The product inte­
grates the most common secretarial tasks, 
such as integrated word processing, forms 
processing, spreadsheets, and graphics, 
and offers hardware and software addi­
tions that move into other applications. It 
is targeted at small businesses or depart­
mental users whose application needs 
don't currently justify either the level of 
sophistication or the expense of a larger 
office Information processing system or 
even a fully configured pc. 

The multitasking operating sys­
tem gives users the ability to perform sev­
eral tasks at the same time, such as 
editing a document while printing an en­
velope. A new task appears on the screen 
as the preceding one continues to run. 
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available now for $600 to oems. AT&T 
CONSUMER PRODUCTS, 5 Wood Hollow 
Rd., Parsippany, NJ 07054. 
FOR DATA CIRCLE 303 ON READER CARD 

SATELLITE LAN CONNECTION 
TranSLAN is a combination of hardware 
and software designed to connect several 
Ethernet or IEEE 802.3 local area net­
works in remote locations so that they ap­
pear as one large network through the use 
of broadcast satellites and earth stations. 

The system provides a transparent 
interconnection for all LAN stations, re­
gardless of their specific higher-level pro­
tocols. It consists of bridge hardware and 
software supplied by Vitalink that con­
nects the LANS with digital transmission 
networks, including satellites and terres­
trial lines. 

Using technology developed by 
Digital Equipment Corp., TransLAN 
learns the network's configuration; that 
is, it remembers which stations are local 
and which are remote. LAN information 
intended to be sent to remote sites is auto­
matically forwarded to the digital trans­
mission network in a data-link-layer 
relay, or bridge, that screens and for­
wards information to protect the LAN and 
transmission system from unnecessary 
traffic. 

In addition, the product has net­
work management features that can be 
accessed from a local console or from a 

The product is designed for the 
nontechnical user for primarily word pro­
cessing functions. It. is user-installable 
and consists of a 12-inch monochrome 
screen, detached keyboard, and a base 
unit with 256KB of RAM, power supply, 
and a single 5}{t-inch 360KB disk drive. 

Options include letter-quality 
printers, disk drives, and a print-sharing 
device that permits up to four systems to 
share a large printer. Rs232c ports on the 
back connector support output to third­
party printers. Optional packages include 
graphics, on-line training, spreadsheets, 
reporting, and file management. The 
Wang Office Assistant costs $2,400. 
WANG LABORATORIES INC., Lowell, Mass. 
FOR DATA CIRCLE 300 ON READER CARD 

management station anywhere in the net­
work. It has eight V.35 or Rs232c satellite 
channels or terrestrial link ports. Port ca­
pacity is 224Kbps. Frame processing 
rates are 4,000 frames per second filtering 
1,500 frames per second forwarding. Se­
curity during transmission is also provid­
ed. TransLAN costs $20,000. It includes 
hardware for an Ethernet/IEEE 802.3 con­
nection, one synchronous 110 port card 
that can accommodate two V.35 or two 
Rs232c connectors, a license for the soft­
ware, and one year's software mainte­
nance from Vitalink. TransLAN will be 
jointly marketed by DIGITAL EQUIPMENT 
CORP., Maynard, Mass. and VITALINK 
COMMUNICATIONS CORP., Mountain 
View, Calif. 
FOR DATA CIRCLE 304 ON READER CARD 

SOFTWARE ANALYZERS 
The HP 64330 series is a line of software 
analyzers for debugging and trouble­
shooting programs written in high-level 
programming languages. 

The first two analyzers support 
68000-based microprocessors and 8086-
based microprocessors for C and Pascal 
programming languages. The analyzers 
are said to improve the productivity of 
designers who program in these lan­
guages with measurements that match 
the program in concept as well as lan­
guage. Global and detailed measurements 
allow designers to focus on software trou­
ble spots. 

For analysis sessions, the four 
measurements are used in a heirarchy be­
ginning with a general overview and pro­
ceeding to more specific analysis. 
Measurements are available to do the fol­
lowing: check module flow to verify that 
subroutines and procedures are executing 
in the proper sequence, and that routines 
occur at the proper nesting level; check 
data flow to determine whether the pa­
rameters passed between modules are cor­
rect; trace the source code statements 
with a listing showing source lines in the 
high level programming languages to­
gether with the line numbers and actual 
variable values referenced by each source 
line during the measurement, and trace 
up to 10 variables in a code module to 
identify the actual values assumed during 
program execution and the source state­
ments that assigned the values. 

As an integrated part of the emu­
lation subsystem, the analyzer has the 
ability to have direct control over the tar­
get system to run, break, reset, and load 
memory. The product is configured to 
suit the application by adding subsystems 
as needed for microprocessors in use. The 
system may be set up as a one-station sys­
tem, a cluster of development stations 
sharing a hard disk and printer, or as a 
terminal to a host computer system. 



Come See For Yourself 
DunsPlus: 
The Micro Solution 
That Reflects The W cry 
You Do Business 

Don't just take our word for it. Attend one of our nationwide 
seminars, "Innovations in End-User Computing," and judge for yourself. 
We'll show you how DunsPlus responds to your business demands 
without creating demands of its own. 

What will you see at this seminar? We'll show you how DunsPlus 
has given the IBM PC/XT a built-in business environment-an adaptable 
business environment. 

You'll see how easy it is to work with this menu-driven system. 
How single-button fast it is to access widely accepted software, like 
1-2-3 from Lotus, MultiMate and Western Union electronic mail, 
already incorporated into DunsPlus. How easy? No DOS, no typing skills, 
no frustrating documentation. 

And you'll see how DunsPlus gives you full flexibility to tailor its 
environment to your precise business needs. Add any variety of soft­
ware and customized applications. Link DunsPlus to virtually any main­
frame. You will see how DunsPlus can slip smoothly into the way you 
and your organization do business. 

If your business demands answers, not claims, look at DunsPlus. 
Innovations in End-User Computing Seminars are being held 

each month in these locations: 
Atlanta, Boston, Chicago, 
Cincinnati, Cleveland, 
Minneapolis, Dallas, 
Houston, DetrOit, 
Philadelphia, PIHsburgh, 
St. Louis, Washington D.C., 
Stamford, Hartford, 
New Jersey, New York City, 
SeaHle, Los Angeles, 
San Francisco, San Jose 

For dates or more 
information, call today: 
800 DNB-PLUS. 

DunsPlus: 
An Innovation In 
End-User Computing 
From Dun Ie Bradstreet 

DunsP)us 
DB a company of 

The Dun & Bradstreet Corporation 

1-2-3 is a registered trademark of Lotus Development Corporation. MultiMate is a registered trademark of 
MultiMate International. Inc. IBM is a registered trademark of International Business Machines Corporation. 
DunsPlus is a trademark of DunsPlus. a company of The Dun & Bradstreet Corporation. 
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Prices for the HP64330 series start at 
$3,000. HEWLETT-PACKARD COMPANY, 
Palo Alto, Calif. 
FOR DATA CIRCLE 306 ON READER CARD 

DUAL SPEED DRIVE 
The YD-380-1714 is a dual speed, half 
height 5!4-inch floppy disk drive. Giving 
systems designers the benefit of two stan­
dard formats in a single package, the 
drive's dual speed feature allows it to 
work with either the current standard for­
mat for 5!4 -inch media, or the high ca­
pacity 5!4 -inch floppies. 

The drive can read and write data 
at 96 tpi track density on either the cur­
rent standard 1MB double density, double 
track format, or the new high capacity 
1.6MB unformatted/1.2MB formatted disk 
used on the IBM PC/AT. 

The dual speed feature allows us­
ers to interchangeably use data and pro­
grams written either on standard or high 
capacity media. Because the 1.6MB capac­
ity is format compatible with the stan­
dard 8-inch media format, replacing it 
with this 5!4 -inch drive does not require 
data to be rearranged. 

Standard features include disk 
pop-up mechanism, disk lever clamp, in­
use indicator, and daisy chaining of up to 
four drives. Features include a read and 
write head, steel belt head positioning, 
and brushless motor. Data transfer rates 
are 500Kbps and 250Kbps, depending on 
speed. Track-to-track transfer rate is 

3usec. The YD-380-1714 is oem priced at 
$200 per unit in quantities of 1,000. C. 
ITOH ELECTRONICS INC., Los Angeles. 
FOR DATA CIRCLE 307 ON READER CARD 

VOICE/DATA WORKSTATION 
The Series 25 are workstations that pro­
vide integrated voice and data commuini­
cation. They merge advanced telephone 
features with 3270 terminal system 
display. 

The workstations are compatible 
with leading telephone systems and can 
perform simultaneous voice and data 
functions. An internal modem allows the 
system to dial into various asynchronous 
hosts and databases. 

Two models are being offered, the 
2510 and 2520. Both have a nonglare 9-
inch display, an internal modem, a speak­
erphone, and password security. 
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Telephone functions include autodial, a 
personal directory, three-party telecon­
ferencing, user programmable telephone 
keys, and auto redial. Both models sup­
port calendaring functions with an audio 
and visual reminder. 

In addition to telephone functions, 
both models support integrated asynchro­
nous communications. The Model 2510 
operates as an asynchronous display ter­
minal with a tuckaway typewriter key­
board. The Model 2520 can be connected 
with a controller to emulate 3270 displays 
as well as handle the standard asynchro­
nous communications. The 2520 includes 
a 3270-style keyboard. 

The vendor will offer an upgrade 
for the 2510 to allow users to add 3270 
capabilities. The purchase price for the 
2510 is $1,300. The purchase price of the 
2520 is $1,900. LEE DATA CORP., 
Minneapolis. 
FOR DATA CIRCLE 308 ON READER CARD 

RETRIEVAL AND ANALYSIS 
The Metaphor system comprises hard­
ware and software that extracts corporate 
and commercial mainframe data, trans­
lates that information into a user-defined 
form for inquiry and analysis, and allows 
tailoring of the system's analytical proce­
dures to reflect individual requirements. 

The system has an icon-based user 
interface that has been tailored for specif­
ic job functions in vertical industries. It is 
initially targeted at specific users within 
the finance and marketing functions of 
large consumer packaged goods compa­
nies, commercial banks, and financial 
planning and control operations of large 
companies. 

According to the vendor, the sys­
tem assures MIS managers that end users 
obtain only that information to which 
they have been granted access, while re­
ceiving information in a usable format. 
Before the system is installed in a compa­
ny, the vendor works with users and MIS 
to extract, translate, and reorganize the 
data residing in a mainframe into a usable 
format. 

Metaphor's management informa­
tion retrieval system extracts corporate 
and commercial data from production 
files and databases in the IBM environ­
ment and converts the raw data into user­
retrievable form for direct management 

use. A system consists of workstations, 
database servers, file servers, communica­
tion servers, and printers. The system is 
connected via an IEEE 802.3 local area 
network. It supports interactive tools for 
information gathering, analysis, and pre­
sentation as well as all system, database, 
and host extract utility software. 

A capsule feature, in which the se­
quential steps of individual analyses can 
be combined, allows users to create cus­
tom applications without technical sup­
port. Metaphor's eight-user entry 
configuration includes eight worksta­
tions, a 72MB file server, database server 
with an additional 72MB database storage 
module, and a full set of user and host 
communication software. It sells for 
$64,000. METAPHOR COMPUTER SYSTEMS, 
Mountain View, Calif. 
FOR DATA CIRCLE 309 ON READER CARD 

TOUCH SCREENS 
The MicroTouch DEC Kits allow oems 
and system integrators to configure Digi­
tal Equipment Corp. components with 
touch-sensitive screens. The kits are avail­
able for installation on the DEC Rainbow, 
Pro 350, VT220, and vT240 terminals, and 
the vT100 terminal series. 

With the screen, users can select 
from menus, position the cursor, and cre­
ate and manipulate graphics by touching 
the display. The touch-screen controller 
is fully programmable, allowing baud 
rates, data formatting, calibration, and 
modes of operation to be controlled by 
the host computer. In addition, the con­
troller is available with a form of nonvola­
tile memory, an EEPROM, for the storage 
of calibration values and other parame­
ters. The controller also electronically av­
erages the entire area of touch contact to 
a single discrete point. This average 
makes it possible to accurately manipu­
late even a single letter on the screen us­
ing a finger. 

The kit offers a resolution of 1,024 
by 1,024 touch points, allowing for flexi­
bility in screen layout and the creation 
and manipulation of graphics. The ven­
dor also offers software support with the 
kits. An optional firmware package, 
Command Point, is available, which runs 
independent of the host computer on the 
touch-screen controller. The program has 
all the code necessary to create and man­
age touch zones. In addition, the program 
runs on the controller card and is able to 
off-load work normally done on the host 
computer. 

The kits can be installed by the 
customer or at the vendor's facility. Sin­
gle unit pricing for any DEC Kit, including 
installation, is $1,600. MICROTOUCH SYS­
TEMS INC., Woodburn, Mass. 
FOR DATA CIRCLE 310 ON READER CARD 
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They get a 
PC growth path. 

You get the control. 
Introducing the TeleVideo Personal Mini. 

The growth path for everyone. 

People in your organization realized 
they outgrew their personal computers 
the first time they tried to share informa, 
tion or work together on a task. Stan, 
dard PCs simply fall short of fulfilling 
their total business needs. Until now. 

Until the TeleVideo® Personal MinCM 

It's the next rational step in your PC 
growth path. Just plug into it and grow. 

Increases power and productivity. 
It's the simple way to dramatically 

increase computing power and group 
productivity without sacrificing system 
manageability. It's the low cost way to 
network IBM,® TeleVideo, and compati, 
ble PCs, as well as the new IBM PC AT. 

Personal Mini 

Runs PC, multi user and 
mini software. 

Its powerful operating system easily 
supports popular PC software, mini, 
computer programs and especially multi, 
user applications development using such 
languages as RM/COBOVM or MAl 
Business Basic:M Without speed or per, 
formance tradeoffs. And with its 3270 
emulation, any PC can talk to your 
mainframe. So your original investments 
in software, hardware and computer 
training can only become more useful. 

Improves system management. 
We also paid special attention to DP 

concerns. For reliability. System secu, 

The TeleVidco Personal Mini. The first PC compatible multiuser system. 
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rity. Total system manageability. And of 
course, future growth. 

The new Personal Mini. The first PC 
growth plan no one will outgrow. Ever. 

Arrange to see it for yourself. Call 
toll free, 800 .. 521 .. 4897. In California, 
call 800 .. 821 .. 3774. Ask for operator 10. 
Regional Sales Offices: Northwest (408) 745-
7760, Southwest (714) 476-0244, Southcentral 
(214) 258-6776, Midwest (312) 397-5400, South­
east (404) 447-1231. Mid-Atlantic (703) 556-
7764. Northeast (617) 890-3282, East (516) 496-
4777, Rocky Mountain (408) 745-7760. 
IBM is a registered trademark of International Business Machines. 
RMlCOBOL is a trademark of Ryan-McFarland Corporation. 
MAl Business Basic is a trademark of MAl Basic Four. 
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'~'$TelcVideo Systems,lnc. 



__ Introducing 
cormections for 

With the new IBM Personal Computer AT/370., you can work with 
hundreds of VM programs and with mainframe data right at your 
desk. And only IBM offers a personal computer with VM capabilities. 

Now that's a Smart Desk with very powerful connections. 
The PC AT/370 lets you interact with your host computer., or operate 

stand-alone with the power of 64-bit System/370 architecture. It also gives 
you the ability to address up to eight megabytes of virtual memory. 

There is faster response time because you don"t have to wait for 
the host. And there is greater data privacy because programmers 
only have access to the host data they need. 

You also get 20 or 40 megabytes of storage plus the capability 
of running thousands of existing IBM PC programs. This makes 
the PC AT 1370 not only a powerful connection but also a very 
versatile one. 

One further point: If you already have a PC AT or XT., it can 
easily be upgraded to a PC AT/370 or XT/370 respectively. 
Ask your IBM marketing representative for the details. 

+4.l),:'\C;7'V::S 
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And if you want to receive literature on how the PC AT 1370 
can turn your desk into a Smart Desk., call 1800 IBM-2468., 
r----------------------l Ext. 82., or send +4. 
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AT/370. 
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UPDATES 
When the name tag starts 
curling up on your lapel and 
you can't remember whose hos­
pitality suite you're visiting, 
you must be in Las Vegas. Last 
year that city hosted three 
major trade shows; this year 
most users and vendors will be 
subjected to the city of lost 
wages only once, at next fall's 
Comdex. And judging from the 
reaction of some casino owners 
toward MIS conventioneers, it 
seems to suit both parties just 
fine. During Comdex, a minor 
fracas arose when it was 
learned that the Circus Circus 
hotel had stopped accepting 
Comdex reservations weeks 
before the show. The hotel's 
rationale was that conven­
tioneers do not spend enough 
money at the gaming tables. 
Circus Circus preferred to 
leave its rooms open for people 
on vacation who, it said, spend 
more money gambling. 

Never mind that the Comdex 
attendees paid full price for 
their rooms and food; forget 
the huge catering fees incurred 
by all those hospitality suites 
and parties; ignore the boon to 
the city's taxi business that 
100,000 attendees represented. 
The attitude expressed by the 
hotels concerned Comdex's spon­
sor, the Boston-based Interface 
Group, and it met with the Las 
Vegas Convention and Visitors 
Association to address the 
issue. Granted, there are few 
places that can hold the Comdex 
show, and the size of the Las 
Vegas Convention Center must be 
considered. But the attitude of 
the town has changed. Courtesy 
has gone the way of the nickel 
slot machines and free food 
there. Yet the city's recent 
expansion of its convention 
facilities implies it wants to 
emphasize the convention trade. 

Perhaps it is a question of 
the perception the locals have 
of out-of-town conventioneers. 
Gautam Gupta, president of 
IDEAssociates, a Billerica, 
Mass., firm that makes peri­
pherals for the IBM PC, summed 
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up the situation best when he 
noted that "LaS Vegas only 
knows how to treat two classes 
of people well: high rollers 
and deadbeats." Let's hope the 
city changes its attitude about 
us low-rolling conventioneers. 
After all, 100,000 of us using 
the nickel slots still adds up 
to a lot of money. In the mean­
time, it's worth noting that 
four trade shows -- the Office 
Automation, Interface, Softcon, 
and Comdex/Spring shows -- will 
all take place in one location 
at different times next year; 
see you soon in that much more 
pleasant city, Atlanta. 

Since most people in the 
computer business end up visit­
ing Las Vegas at least annually 
on business, it's about time 
someone developed a product for 
that market. Caesars World Inc. 
of Los Angeles and Screenplay 
Inc. of Minden, Nev., now sell 
a software package aimed at 
"helping players improve their 
skills through simulation of 
casino games as played in 
Nevada and Atlantic City." The 
first product is blackjack, to 
be followed by roulette, craps, 
and baccarat. If we all spring 
for the suggested $70 price, 
Caesars may make high rollers 
out of us -- although it gets 
difficult to write off gambling 
debts on expense accQunts. 

Another unlikely game vendor 
is the public relations firm of 
Raymond Kowal & Wicks, Cam­
bridge, Mass. It came up with 
"Big Buck$," a high-tech ven­
ture capital game. It's a high­
risk, success-oriented board 
game that uses real-life events 
encountered by those who have 
staked their dreams on ideas 
and their second mortgages on 
their own ambition. The game 
follows the basic pattern of 
the many successes and failures 
of entrepreneurs, as players go 
through three levels of financ­
ing before reaching the holy 
grail: going public. No venture 
money was used in developing 
the $19 game. 

MICRO·TO·MAINFRAME LINK 
Globe-Link/Real Time is a micro-to­
mainframe link software package for data 
transfer between an IBM Personal Com­
puter and any IBM 43xx series or plug­
compatible host mainframe computer. 

The product allows financial users 
to download and upload VSAM files be­
tween the host system and personal com­
puter without special programming. Data 
created or modified on a PC can be 
uploaded to mainframe data files or spe­
cial user libraries. Access to these files is 
controlled by multiple levels of passwords 
that ensure that only authorized users 
have access to the appropriate system and 
data. 

Hardware requirements are an 
IBM PC, XT, AT, or compatible machine, 
128KB RAM, one 160KB disk drive, and an 
IRMA 3278/3279 control unit or an asyn­
chronous communication card and mo­
dem with a switched telephone line. 

Software requirements are MS/DOS 
1.1 or 2.0 for the pc. The mainframe re­
quires CICS/VS Release 1.4 and above with 
ASYNC or 3270 protocol, DOS/VSE, OS/VSI, 
or MVS operating system, VSAM access 
method support, and COBOL DOS/VSE or 
OS/VS COBOL. 

Additional features of the soft­
ware include data extraction, summariza­
tion, and averaging of large files. Files 
may be transferred in several data for­
mats compatible with the PC program. Er­
ror detection is provided by parity, block, 
and check character functions. Automat­
ic retransmission after error detection en­
sures that only valid data is transferred. 
The mainframe portion of the Globe­
Link/Real Time package is priced at 
$10,000. GLOBAL-ULTIMACC SYSTEMS 

INC., Raleigh, N.C. 
FOR DATA CIRCLE 326 ON READER CARD 

FREE·FORM MICRO DBMS 
This database management system is de­
signed to let users store information in an 
unstructured form, without the restric­
tions of standard relational databases that 
organize information in rows and col-
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umns. While DayFlo permits the user to 
establish such categories, the ,field sizes 
are variable by record, and free-form data 
may be entered as well, the vendor claims. 
Moreover, fields may be added to particu­
lar records as needed, without reorganiz­
ing the database as a whole. The software 
can store up to 65,000 records of up to 
32,000 bytes each. Unlimited record for­
mats are permitted within a single data­
base file and up to 100 separate index~s 
may be used per database. Sorts may be 
made on up to 10 keys at a time. The 
package enables limited word processing 
within any record, including cut-atld­
paste operations for preparing letters, 
memos, and other reports. Typical appli­
cations include indexing sales contacts, 
scheduling, tickler files, and project man­
agement. A more powerful report writer, 
ReportFlo, is also available. The cost of 
DayFlo is $495 and ReportFlo is $195. 
Both are designed to work on an IBM PC 

XT or AT with at least 320K RAM. Deliver­
ies are immediate. DA YFLOW INC., Irvine, 
Calif. 
FOR DATA CIRCLE 327 ON READER CARD 

BUSINESS DATABASE 
The Promt database is designed for busi­
ness analysts and planners to gain direct, 
on-line access to a comprehensive single 
source of textual information on indus­
tries, markets, companies, products, and 
technologies. 

It contains abstracts of over 
400,000 business-related articles pub­
lished since 1980. Averaging 150 words in 
length, these abstracts are drawn from 
over 1,500 publications ranging from gen­
eral interest and business periodicals to 
highly specialized journals. Included are 
studies of the industry and market trends, 
plus information on over 100,000 public 
companies. 

The database is not limited to text. 
In many abstracts, numerical information 

SOFTWARE SPOTLIGHT 

PC SELF-STUDY COURSE 
"The IBM PC as a Business Tool" is a self­
study course for business professionals 
looking to get the most utility out of the 
IBM Personal Computer. The course pro­
vides first-time users with comprehensive 
training in basic computer concepts, 
hardware, software, DOS capabilities, data 
protection, communications, and PC busi­
ness applications. 

The business' applications ad­
dressed are spreadsheets, business graph­
ics, word processing, database, and 
accounting applications. All these appli­
cations are taught with working software 
packages that are designed to illustrate 
general characteristics of software prod­
ucts. The software provided enables users 
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is presented in tabular format. More than 
2,500 article abstracts are added to the 
database each week. The service is useful 
for investment research, corporate plan­
ning, portfolio management, merger and 
acquisition analysis, credit analysis, mar­
ket research, and competitive analysis, 
among other applications. 

The product is available through 
Screen, the same software through which 
users search, retrieve, and display infor­
mation from the vendor's numeric-orient­
ed databases. S~reen also provides Promt 
users with text-searching capabilities. By 
entering key-word qualifers, users identi­
fy the companies, industries, or technol­
ogies they wish to study. Each abstract is 
coded by company, industry, and prod­
uct, and geographical area. Users can be­
gin with any of these qualifiers; the other 
qualifiers can then be used to continue the 
search. 

Promt can be accessed three ways: 
through traditional remote computing, 
through the ADP/Onsite Service, and 
through Datapath, which makes the data­
base availabe to microcomputer users. 
The Promt database was compiled by 
Predicasts Inc., and released by ADP Net­
work Services. ADP NETWORK SERVICES, 

Ann Arbor, Mich. 
FOR DATA CIRCLE 329 ON READER CARD 

HUMAN FACTORS CAD 
SAMMIE (System for Aiding Man/Ma­
chine Interaction Evaluation) is a CAD 
system that tests the comfort, viewing pa­
rameters, and movements of a person 
within environments prior to fabricating 
prototype models. 

The system includes a computer­
ized human model with built-in reach and 
sight capabilities, which simulate the 
movements of a person within a set of 
confines such as an airplane cockpit, car, 
office, or home. Virtually any size or 
shape person can be represented through 

to combine the teaching examples with 
experimentation. 

The course includes a set of disk­
ettes containing the working software, 
cassette tapes, and a study guide with 
learning materials. Basic concepts are fol­
lowed with practical business examples 
using the course software. The user is able 
to build a spreadsheet and graph it, and 
learn about accounting applications. An­
other feature is training in the Disk Oper­
ating System. Data integrity and 
protection are stressed throughout, as are 
backup operations. 

The course sells for $300. AUTO­

MATED TRAINING SYSTEMS, Woodland 
Hills, Calif. 
FOR DATA CIRCLE 325 ON READER CARD 

specific dimensional changes or statistical 
profiles of population groups. Analytical 
facilities include the ability for the user to 
"become" the model and look out on the 
designed objects or environments with 
the model's eye. Users can also interac­
tively test the model's reach capability to 
any point in the workspace and can ana­
lyze the fit of differently sized human 
models into that given area. 

According to the vendor, one fea­
ture of the system is its ability to identify 
no-hope situations early in the design pro­
cess before mock-ups or prototypes are 
built. The product consists of three main 
groups of independent modules. The first 
group contains the three-dimensional 
modeling functions. The second provides 
the model and its related analysis facili­
ties. The third group provides additional 
evaluation routines. It also communicates 
data to the vendor's three-dimensional 
modeling package, Prime Medusa, as well 
as to PDGS. 

The system builds models of 
equipment or workplaces by specifying 
and assembling geometric shapes. The 
shapes are defined from this package or 
from another software link. The human 
model consists of 19 connected links rep­
resenting a schematic human skeleton 
around which the three-dimensional sol­
ids are predefined to represent the outer 
contours of the human body. Another 
feature is the ability to create concave, 
convex, or plane mirrors on any surface 
in the workplace and to examine the re­
flections obtained from any vantage 
point. Mirrors can be automatically 
aligned so that particular objects appear 
in them from the chosen viewing position. 
There is also a facilities package used for 
visibility assessments. One routine auto­
matically generates "Aitoff' projections, 
a standard requirement for aircraft cock­
pit visibility analysis. 

All commands are English-like 
syntax and form. Many of the programs 
can be operated using the cursor as an al­
ternative to command statements. Non­
English versions of the system can also be 
produced. It is supported by a variety of 
monochrome and color terminals. SAM­

MIE can be sold standalone or in a bun­
dled configuration. The system runs on 
the Prime 50 Series under the PRIMOS op-



Oddly enough, most offices 
are better equipped for the future than 

the people who will create it. 

According to recent reports, this 
last year, businesses spent over $10.5 
billion automating America's offices. 

Meanwhile, many of the scientists 
and engineers responsible for designing 
and developing America's new products 
are still using hand calculators. 

Which is just preposterous. 
Especially now thC:lt there.'s 

computer-aided analysis software that 
does what all technical professionals 
spend most of their time doing: analyz­
ing data. 

It's called RS/r~ And it's from 
BBN Software Products Corporation. 

RS/l is fully capable of making 
technical professionals 4-5 times more 
productive. Which in turn, will allow 
them to create considerably better, con­
siderably lTIOre reliable new products. 
In a fraction of the time it now takes. In 
fact, a single copy of RS/l running on a 

single computer has already saved one 
company over $7 million. In one plant. 
This one's for the VAX In one year. 

and PDP-ll. Many leaders in 

This one's for the 
PRO 350/380. 

American industry are 
already using RS/l to 
get their new products 
out into the market­
place faster. 

Don't expect 
them to tell you about 
it, though. They'd just 
as soon you continue 
spending your money 
only on getting your 
letters out faster. 

For information 
NOW ON THE call 1-800-251-1717, in 
X.fB~~~T. MA 617-491-8488. 

RRN Software Products Corporation 

One Alewife Place, Cambridge, MA 02140 
A Subsidiary of Bolt Beranek and Newman Inc. I =1 ~ 

IBM PC XT and IBM PC AT arc Iradcmarks of Inlernalional Business Machines Corporation. PRO 350/380, VAX and PDP·II are trademarks of Digital Equipment Corporation. RS/I is a trademark of Bolt Beranek and Newman Inc. 
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erating system. Prices start at $40,000 for 
the first license cost, which runs Prime 
2250 and Prime 2550. The cost of SAMMIE 
for use with the remainder of Prime sys­
tems is $50,000. PRIME COMPUTER INC., 
Natick, Mass. 
FOR DATA CIRCLE 330 ON READER CARD 

ARCHIVAL SOnwARE 
Disk FARMER (Disk File Archival Meth­
od with Easy Retrieval) is designed to be 
a highly productive addition to disk sys­
tem maintenance on the Honeywell Level 
66, DPs8, and DPs88 computers. 

According to the vendor, it is ca­
pable of restoring disk storage capacity 
valued in the thousands of dollars, even 
on smaller systems. Its approach to both 
file archival and retrieval allows these 
savings to be attained with minimal ef­
fort, the vendor adds. 

The software eliminates the waste 
of space on storage computer systems 
caused by the presence of infrequently 
used or unused files. These files originate 
as legitimate work files, distribution files 
for new or updated software releases, and 
as convenience or test files created by the 
programming staff and users of the com­
puter system. According to the vendor, 
files that are not referenced for long peri­
ods of time tend to accumulate, leaving 
significant amounts of valuable disk stor­
age space occupied by insignificant data. 

The use of this product, in such 
circumstances, can initially recover ex­
tensive amounts of wasted disk space, and 
afterwards will provide additional returns 
when used on a scheduled basis. It will 
archive noncurrent files to tape. The oc­
casional retrieval of archival files is a fully 
supported feature of the product, with the 
retrieval process typically requiring less 
than five minutes. 

Through an on-line command that 
references a small archival database, the 
status of archived files and requests to re­
turn the file to permanent disk space may 
be entered and acted on without interven­
tion by technical support or administra­
tive personnel. Disk FARMER is available 
for a license fee of $8,000 per cpu. EXECU­
TIVE SUPPORT PRODUCTS INC., Newport 
Beach, Calif. 
FOR DATA CIRCLE 331 ON READER CARD 

COMMUNICATION SOnwARE 
TransNET is an IBM mainframe-based 
communication software tool that allows 
previously incompatible office systems 
from vendors such as Wang and IBM to 
exchange editable text, data, and 
programs. 

According to the vendor, the in­
compatibility problem is more critical to 
Fortune 1,000 corporations today than it 
was several years ago. This product al­
lows most large organizations that have 
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many different office automation systems 
to communicate through IBM SNA. 

Through SNA, this product pro­
vides communication among office sys­
tems utilizing Document Interchange 
Architecture and Document Content Ar­
chitecture. The system is a fully compati­
ble enhancement of IBM'S DISOSS. This 
system aids in solving problems associ­
ated with networking IBM'S office sys­
tems, such as the 5520 and 3270 TSO 
terminals, into an office environment. 

The product supports the 5520 
system and peripheral devices, Display­
writer, 3270 terminals, Wang OIS and vs 
office systems, and the PC Displaywrite II 
and Multimate word processing software 
products. 

Using the product, two users can 
exchange text and edit identical docu­
ments on their respective screens, with 
each person's updates sent and incorpo­
rated automatically. The system also sup­
ports electronic mail distribution to an 
entire company of workstations support­
ed by this product regardless of previous 
incompatibility, the vendor says. 

Designed to be modular by func­
tion, transNet has a base price of $35,000. 
Additional features are available that 
range in price from $2,000 to $35,000 
each. NETWORK APPLICATIONS INC., Aus­
tin, Texas 
FOR DATA CIRCLE 332 ON READER CARD 

MICRO LINK SOnwARE 
The Personal Computer Support System 
links NCR mainframe computers to a vari­
ety of desktop micros. The software is de­
signed to work with virtually any Intel 
808X chip-based pc running under 
MS/DOS or CP/M operating systems. 

The software also allows micros to 
perform like page mode terminals at­
tached to the mainframe host via an asyn­
chronous communication link. With 
PCDATBAS, pcss allows the pc program­
mer to call the Total database manage­
ment system via a standard DATBAS call. 

With PCIO, the system allows the 
programmer to send and receive messages 
across the serial communication link to 
the mainframe, which allows develop­
ment of sophisticated ddp applications. It 
also allows mainframe text files, which 
NCR calls SPUR files, to be downloaded to 
the pc for local editing via a micro editor 
program. 

pcss allows certain mainframe data 
files to be downloaded to a pc. Mainframe 
data can be brought to the pc or left on 
the mainframe, and the pc program can 
access the required data in either case, the 
vendor says. Personal Computer Support 
System prices vary. For users of Con­
com's T-COM, it's $3,000 for the terminal 
emulation component and $5,000 for the 
complete product. For non-T-COM users, 

it's $5,000 for the terminal emulation 
component and $7,000 for the complete 
product, plus a 15% annual maintenance 
fee. CINCOM SYSTEMS INC., Cincinnati. 
FOR DATA CIRCLE 333 ON READER CARD 

ELECTRONIC MAIL SERVICE 
RCA Mail is an integrated electronic mail 
service for business firms. The service, de­
signed to operate with almost any type of 
computer terminal, uses uppercase and 
lowercase letters and a full 80-character­
width screen. 

It has a wide variety of message 
handling features, provides a complete in­
terface to telex, and uses one-word com­
mands. This service is part of a total 
electronic message service with access to 
the vendor's GLOsCOM domestic and in­
ternational telex network. It can furnish 
around-the-clock communicaion with all 
major business centers in the United 
States as well as 18 overseas locations. 
The service may be connected to existing 

. corporate communication systems. 
It offers both intracompany use 

and public use via telex or electronic mail 
from a desktop computer terminal. The 
system uses English commands. There 
are no formats or lists of menus to sort 
through. Messages may be marked ur­
gent, return receipt, registered, or private 
for only the addressee to read. Security 
levels can be assigned to members of the 
company using this service. Some users 
could be limited to reading routine mes­
sages, while others could have access to 
the full service. 

A direct delivery option can be re­
quested with the service so that incoming 
messages appear and are printed out on a 
terminal as they are received. A message 
also can be sent to arrive at a specific date 
and time. Information may be stored in a 
user's file so that it can be cross-refer­
enced and retrieved or even edited while 
the user is away. With the service, a fill­
in-the-blank form can be created for fre­
quently sent messages and reports. Prices 
vary. RCA GLOBAL COMMUNICATIONS 
INC. (GLOB COM), New York. _ -
FOR DATA CIRCLE 334 ON READER CARD 

CHANGE TRACKING SYSTEM 
The ChangeTracker is an automatic 
change tracking system for load modules. 
It captures and records date, time, job 
name/user ID, and other statistics. An op­
tional narrative describing the reason for 
the change is also available. A 
query/display facility provides manage­
ment with an historical perspective for 
solving change-related problems. The 
ChangeTracker runs on the IBM/OS and 
costs $6,500. SOFTWARE CORP. OF AMERI­
CA, Herndon, Va. 
FOR DATA CIRCLE 335 ON READER CARD 
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End-user access 

to Production data, 
With full control 

and securitY. 
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Today"': end-users need greater access 
to data. And MIS needs better control. 
To solve both problems, TSI introduces 
CONDUCTOR. 
CONDUCTOR lets end-users get the data 
they need. CONDUCTOR selects, manipu­
lates and delivers data to any end-user 
environment. Without programming. 
And CONDUCTOR gives MIS more control 

than ever over quality and integrity, with 
a new degree of security. 
While others have tried to solve the end­
user problem, they've only addressed a 
small part. CONDUCTOR goes for the big 
picture. So remarkably different, there's 
virtually nothing else like it. Find out 
about TSI's CONDUCTOR today. And help 
eliminate access indigestion. 

I 
•• 

acompanyof 
The Dun 8i Bradstreet Corporation 

For the facts on CONDUCTOR, call 1-800-227-3800, Ext. 7005 or write 187 Danbury Road, Wilton, Connecticut 06897. 
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REGULAR, NO SUGAR, PLEASE 
Coffee. The mere mention of the word 
sends images of the aromatic, ebony. am­
brosia coursing through one's senses in 
the wee hours of the morning. Hardly a 
day passes that, on your way to work, its 
fragrance doesn't permeate the atmo­
sphere as you ride the. elevators. Almost 
everybody drinks it, though all will argue 
about the best way to drink it. 

For some, the beverage provides 
an opportunity to sit back and relax and 
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maybe mull over the day's events. For 
others, it stimulates the brain into the 
wide-awake, ready-for-action state need­
ed for a hectic day. Still others avoid it 
like the plague, fearing dependency on it, 
perhaps opting for decaffeinated coffee to 
soften its side effects. 

Beginning to sound like an adver­
tisement? Maybe so, but in truth, a lot of 
office workers depend on it. You've shud­
dered at umber-stained mugs on some 
people's desks that look as though they 
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haven't been washed in days, maybe even 
weeks. You've seen ads on tv that just 
about promise instant success to the gen­
eration's "cc;>ffee achievers." Chances are, 
you've probably got a cup on your desk 
right now. 

Since coffee is apparently an inte­
gral part of the workday, we've decided to 
take an informal-look at how it gained its 
popular/unpopular status. Here are some 
of the responses we got from people in the 
industry when they were asked why they 
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Data Processing Professionals: 

wEiBRI~WR 'TECHiiOl.OGY 
ANf)I PISOP~E To~JI 

Northrop DSD, as a leader in the electronics industry 
with annual sales of $250 million, continues to grow 
to meet the needs of its customers. Outstanding op­
portunities are available to those business data pro­
cessingprofessionals who aspire to share in our 
commitment to excellence and advanced state-of­
the-art technology. 

WE OFFER: 
• Environment utilizing an IBM 308X running 

MVS and' IDMS Data Base Management 
System; CICS command level; COBOL 

• Outstanding growth potential 
• Competitive starting salary and full range 

benefits package, including tuition reimburse­
ment, savings plan (401K), relocation 
assistance, generous vacation plan, health and 
dental coverage 

Our current expansion includes openings in: 

• TECHNICAL SUPPORT 
• SYSTEMS & PROGRAMMING 
• INFORMATION CENTER 
• OPERATIONS 
For immediate conside.ration, forward resume with 
salary requirements in complete confidence to: Mr. 
David Kornhauser, Employment Representative, 
Dept. DP002, NORTHROP CORPORATION, De­
fense Systems Division, 600 Hicks Road, Rolling 
Meadows, IL 60008. An equal opportunity employer 
M/FN/H. ONLY PRINCIPALS NEED APPLY. 

NORTHROP 
Defense Systems Division 
Electronics Systems Group 
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drink coffee: 

"Speed." (Hmm. And word econ­
omy, too?) 

"There's a little demon who lives 
in my right-hand drawer," said one afi­
cionado. "I drink most of the cup, and 
pour a splash into the lid for him. He laps 
it up and rushes off, and sometimes 
doesn't interfere with my work again un­
til 11:30 or so." 

"Because it's better than shooting 
heroin." 

"Never touch the stuff, it keeps 

me up forever, and gives me the shakes." 
"I can't even talk to anyone till 

I'm into my second cup." 
"We couldn't run this place with­

out it." 
"The coffee here is so strong it 

doesn't even need a cup. I don't go near 
it." 

One Silicon Valley flak likens de­
caffeinated coffee to low-lead gasoline, 
claiming that people "go ping" when they 
walk upstairs after drinking it. 

The head of a New York-based 

Manager, Competitive 
Product Information 
Burroughs Corporation's Corporate Product Information 
Group provides documentation and training material vital to 
our continuing leadership in the information processing 
industry. Maintaining our strong presence in a very 
competitive marketplace has created a position for an 
experienced Competitive Product Information Manager in 
our· Detroit World Headquarters. 

Your major responsibility is to provide recommendations 
and direction on how to improve the quality and 
effectiveneS$ of Burroughs product documentation. You will 
evaluate competitive documentation and judge its image, 
content, and competitive posture. You will consider 
marketing practices, media, packaging, and development 
processes. 
The ideal candidate. should possess executive potential, 
breadth of vision and clear understanding· of the product 
information segment of the information processing industry. 
You should have a minimum· of a Bachelor's degree with a 
preference toward a technical writing or education 
technology degree, 10-15 years' experience in both 
technical writing and direct customer contact. A high 
degree of analytical capability and 30% to 40% travel are 
required. A background in consulting is highly desirable. 

Burroughs offers an excellent salary, outstanding benefits 
and great potential for recognition and advancement. For 
confidential consideration, send resume and salary 
historyirequirements to: 

Manager, World Headquarters Employment 
Dept. DAT-115, Suite 1C26 

Burroughs Corporation 
Burroughs Place 
Detroit, MI 48232 

An Affirmative Action Employer 

BurroughS 
THE QUESTION ISN'T WHO'S BIGGER. 

IT'S WHO'S BETTER. 
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high-tech newsletter thinks that the way 
businesses run their coffee mills reflects 
the way they view their employees. 
"We're a small operation, yet we have a 
real nice setup. We've got espresso as well 
as regular coffee, and real cups'. saucers, 
and. spoons. There's even a bottle of Ar­
magnac and a bottle of high-grade Scotch 
right next to the coffee maker. These big 
companies that throw any kind of cheap 
coffee at their employees are just basically 
treating their people as if they were 
furni ture. " 

"It makes me sick." 
Certain health complications can 

result from excessive caffeine indulgence. 
Doctors believe that dietary-induced 
methylxanthines (caffeine) can cause 
cysts in women's. breasts (coffee, choco­
late, and soft drinks are some of the caf­
feine-rich culprits blamed for benign 
fibrocystic breast disease). 

According to Prevention magazine 
(published by Rodale Press, Emmaus, 
Pa.), "coffee nerves"-shaky hands and 
an overall jittery feeling-can be apparent 
within an hour of drinking as little as one 
cup of coffee. It doesn't take much to 
overindulge either; the journal says you 
can easily down three cups of coffee, two 
Cokes, and, say, two Excedrins in the 
course of a day and chalk up 560mg of . 
caffeine. How so? The average cup of 
brewed coffee can pack a 105mg. wallop 
of caffeine. And don't think you can get 
around it by drinking tea. A strong cup of 
English Breakfast tea delivers an equiva­
lent dose, and even your average cup of 
Lipton or Tetley tea can contain as much 
as 70mg. of the drug. A can of Coca Cola 
contributes 64.7mg. of caffeine, and two 
Excedrin tablets go for around 130mg. 

The Journal of the American 
Medical Association reported that doses 
of more than 250mg a day can produce 
distinctly observable and undesirable ef­
fects on the nervous system, and that both 
excessive use of caffeine and the effects of 
withdrawal from it can cause symptoms 
indistinguishable from those of an anxiety 
neurosis. 

The American Pharmaceutical 
Association's Handbook of Nonprescrip­
tion Drugs notes that "Doses larger than 
250mg often cause insomnia, restlessness, 
irritability, nervousness, tremor, head­
aches, and, in rare cases, a mild form of 
delirium manifested 'as perceived noises 
and flashes of light" (5th edition, 1977). 

Any of these symptoms sound fa­
miliar? Crts and vdts are currently in the 
hot seat for the very same complaints. So 
before you run off thinking your terminal 
is to blame for any of the above symp­
toms, better take a look at your diet first, 
and see if maybe caffeine isn't the 
problem. 

-Lauren D'Attilo 
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From the moment you choose Digital, our 
service organization goes to work to protect 
your investment. We'll develop your software 
applications. Train your employees. Keep 
your system up and running. We're ready to 
provide the support you need, whether you 
are running a single system or a large network 
of systems. Our engineers have even worked 
alongside customers to build new computer 
sites with the proper power, air conditioning, 
and fire protection. From start to finish, 
Digital Service is a smart decision. 

Our people help your people develop the skills 
they need to get the most out of your Digital 
computer. We offer more than 500 courses on 
hardware, software, and office automation. At 
Digital's worldwide 1i"aining Centers. Or at your 
location. And, at your request, we will even 
customize training to meet your special needs. 

Because no other business is 
like yours, Digital's software 
experts help you select the right 
applications for your business. 
Or they tailor programs to fit the 
way you work. And whenever 
you need the answer to a 
question or problem, specialists 
trained in your software applica­
tions are only a phone call away. 

You select the level of service you 
need: whether you need on-site hard­
ware support 24 hours a day, seven 
days a week, with our unique commit­
ment to when service will begin, or 
the economy of carry-in or mail-in 
services. Digital gives you a choice. 

Digital has over 20,000 
service professionals 
worldwide to give you 
peace of mind with fast, 
personalized service. 
And we deliver that 
service when and where 
you need it. That's why 
Digital Service is the 
smart choice. 

Digital Service is every­
where, because Digital's 
customers are everywhere. 
Our specialists regularly 
service Digital's systems on 
remote islands. On board 
ships. Even at the 
South Pole. 

For more reasons to buy Digital Service, callI-800-DIGITAL. 

CIRCLE 69 ON READER CARD 
© Digital Equipment Corporation 1984 



APRIL 
As more and more com~ 
panies hand production 
over to automation, they're 
discovering that doing it 
successfully means piecing 
together their own resources. 
Job functions interweave, 
manufacturing techniques are 
shared, islands of automation 
come together in networks. 
Manufacturing Technology: 
Coverging on Automation 
explores how industry is making 
the transition from manual to tech-
nological production methods. 
Be there with news of your own product or service. 
Take advantage of this rare advertising opportunity 
in the April issues of four prestigious magazines. 

OCTOBER 
Industry leaders need to under­
stand and anticipate the latest 
technology coming to their 
plants. So put your product or 
service where they read, in 
this exciting supplement 
appearing in the October 
issues of four leading 
magazines. 

Manufacturing 
Technology: The Real 

Costs of Automation 
looks beyond the price 

of machines,. Examines the 
real costs of autom'ation as 

more and more companies learn to make the most of 
their resources-factory, finance, and personnel-to 
increase their paybacks on high-tech installations. 

REACH OVER 400,000 KEY DECISION MAKERS 
IN THESE FOUR LEADING MAGAZINES 

Not once, but twice! Two special supplements on 
MANUFACTURING TECHNOLOGY-the dominant 
topic among industry's key decision-makers and a great 
place to advertise computer/peripheral hardware and 
systems, MRP software and services, CAD/CAM 
systems and CAE workstations, robotics equipment, 
programmable controllers, data collection, factory 
automation systems, material handling systems. 

You'll reach top corporate executives, managers, 

AMAGAZ\NE 
W\TH\N A MAGAZ\NE 

engineers, consultants, EDP professionals-all in the 
manufacturing SIC's (20-39 & 89). And you'll reach 
them at a cost far below the combined rates of these 
four outstanding publications. 

Technical publishing 
DB a company' of 

The Dun &: Bradstreet CorporatIOn 
1301 So, Grove Ave" Barrington, IL 60010 • (312) 381-1840 



An exchange of readers' tdeas and experiences. Your contributions are invited. 

. . . 

SOFTWARE 
DESIGN SHUFFLE 
We have many good methods today for software development 
and for project control. Somehow, though, we are stuck with the 
same poor software products and slipping project schedules. My 
theory is that there is a simple behavioral reason behind this: bad 
solutions are actually encouraged, and good solutions are not 
encouraged enough. Although my experience is with companies 
producing hardware and software for an international market, I 
believe that many professionals in other parts of the computing 
field will recognize the following situations. 

Assume we have two equally difficult software design 
tasks: System A and System B. Two equally qualified project 
teams of about the same size are set up. 

Project A is done carefully and in accordance with the 
project control and design methods prescribed by the company 
manuals. There are walkthroughs where every part of the design 
is critically scrutinized, and the original design is· revised in 
depth more than once prior to detailed design and program­
ming. The project manager has a close grip on the technical 
solution although the details are worked out by other team 
members. The construction becomes robust and consistent. 

The project exceeds the original time plan slightly and 
uses up more manpower than was intended, but the deviations 
can easily be accommodated with the section's resources .. No­
body above the level of the section manager is very much aware 
of the project. 

Eventually, System A is ready for installation at custom­
er sites. The confrontation with reality necessitates some adjust­
ments, and it turns out that the user documentation has to be 
clarified at certain points. There are also some error reports, 
which lead to corrections, and a second release of the . system. 
The corrections are minor, however. Essentially, the design 
proves viable and does not require major modification. 

After the first few installations, the system is handed 
over to a maintenance group in the line organization. The trans­
fer of knowledge does not pose any particular difficulty. As a by­
product of all the walkthroughs and reviews, a lot of material is 
available on the different aspects of the system. In addition, the 
documentation is in fair shape, and the programs readable, if not 
fully up to the somewhat bureaucratic standards laid down in 
the programming handbook. 

Ultimately, the project team members are assigned to 
other tasks. Unfortunately, there is no new challenging project 
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being started at the moment, so even some senior team members 
are given rather simple assignments. Some feel they are actually 
demoted after having made a near-perfect job of System A. 

Within the company, System A earns a good reputation. 
It is a solid product to be proud of, and the salespeople find it 
easy to sell. Positive reactions from satisfied customers are readi­
ly available whenever a prospective client needs further convinc­
ing. In the development department, some say the project was 
unusually favored at resource allocation time. The system seems 
straightforward, so the task was probably not very difficult. It 
could have been carried out with less development manpower. 

Project B has problems from the start. The project man­
ager has an idea how to solve the problem in principle, but never 
gets the chance to control the project technically. For one thing, 
he has some unique knowledge about a certain other project that 
needs much postinstallation maintenance. In addition, there is 
one technically challenging part of System B for which he has a 
brilliant solution, and he wants to work out the details. So, most 
of the construction work is carried out independently by other 
team members without organized coordination. 

In the beginning, the members of Project B feel they have 
great opportunities to realize their own technical ideas. They 
hear some members of the Project A team complain about hav­
ing their "brainchildren" treated rather severely during design 
revisions and walkthroughs. 

After some time, Project B is seriously behind schedule. 
Promises made to customers cannot be kept. When word of this 
gets around, some of the salespeople express their concern to the 
development department manager, who then demands a report. 
The project manager provides an in-depth technical description 
of the system, which obviously is extremely complex. But the 
current situation is rendered in optimistic terms: almost all the 
program modules are 90% programmed, and those parts still to 
be designed are minor supporting functions, such as system ini­
tialization and termination, the user interface, and some utility 
programs that will probably be necessary to operate the system. 
The new schedule attached to the technical report is called 
"realistic. " 

Somehow, the project seems to remain at the 90% stage 
for quite some time. 

After a few. more schedule revisions the department man­
ager is again seriously concerned. At an informal meeting the 
project manager is obliged to confess that he cannot deliver a 
reliable ready date. By now it is also clear that the performance 
requirements will not be met: in fact, the system will be only 
slightly better than the obsolete system it is intended to replace. 

These serious developments must be brought before the 
general manager, and the project is discussed at an interdepart­
ment meeting. Cancellation is seriously considered, but the mar-
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keting people refuse. Too much time has been lost and the old 
system is hopelessly. outdated. There is no alternative to offer the 
marketplace. 

The project is given some additional resources, and after 
a great deal of mending and patching the product is considered 
acceptable. It is released, and installations start all over. the 
world at sites where customers had almost given up waiting and 
threatened to change suppliers. 

By this time the project manager, an outstanding techni­
cal expert, has been promoted to a position in which he is re­
sponsible for the introduction of future technologies. Several 

, other team members have also left. The project is run directly by 
the section manager. The department manager is also deeply 
involved and technical questions around System B take up a 
large part of the weekly department meetings. . 

When System B's installations are up and running, things 
go from bad to worse. Error reports start pouring in. There are 
some fatal problems. The general manager receives telexes from 
key customers demanding immediate, on-site support. A crisis is 
at hand, and fast decisions are necessary. A task force is set up, 
comprised of the remaining team members and others who were 
involved at different stages of the project's development. They 
report directly to the general manager. Within a couple of days 
expeditions have been sent to Hong Kong, Paris, Toronto, and 
Wellington, New Zealand. 

The entire company now knows that System B is very 
complex. All understand that it was badly designed from the 
start, but now it is obviously necessary to save the existing situa­
tion. The members of the task force win prestige. They make 
glamorous trips to other countries and give technical reports on 
the situation at each customer site to the general manager him­
self. Their fame is well earned: in-the-field debugging of a none-
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too-well-designed system is a demanding task. 
Years after the start of Project B the task force members 

are still indispensable. Although some sincerely try to get other 
assignments, their personal success is based on their unique 
knowledge of System B. 

Moral of the story: make a bad system and concentrate 
on complicated error correction; you become a celebratt!d ex­
pert. Put in a seriolJs effort to find the best possible solution 
from the start and run a well-disciplined and complicated 
project; since the task appears simple, you go unnoticed. 

Unintentionally, management ,has encouraged the bad 
system solution provided by Project B. Those team members get 
exposed to upper management. They get to make the glamorous 
trips. They are admired by all. 

The members of team A will be regarded as honorable 
and faithful employees-the type that receives a gold watch af­
ter 25 years. By some, they are regarded as introverted theorists; 
Still, that group is where the real expertise is found; that's where 
the truly professional work has been done. 

Management must understand the inherent complexity 
of a task and not confuse it with the complexity of the solution. 
It is easy enough to find a complicated solution to a simple prob­
lem, but it takes a lot of effort to find the easy solution to a 
difficult task. Steps must be taken to encourage the solid, me­
thodical work, and stop the emergency actions from getting all 
the attention. ' 

Good software design requires an intellectual effort; new 
methods and standards alone are not enough. Without this intel­
lectual effort, even the most conscientious professionals will 
choose the easy way out. They'll allow projects to run wild, 
which can only result in bad systems and frustrated 
programmers. 

-BoSanden 
Monterrey, Mexico 

A TRAINING 
ALTERNATIVE 
At modern data processing installations, the individual who pro­
vides employee dp training is bombarded with ads on everything 
from video assisted instruction and computer-based training to 
public seminars and consortium training. Some training meth­
ods use high-tech techniques,and most are expensive. For exam­
ple, if an installation sends just one employee to a week-long 
public seminar, costs incurred include tuition, travel, hotel, and 
meals. The bill can easily total $2,000 or more. How can most 
installations' afford to train their staffs at such rates? 

At Blue Cross and Blue Shield of North Carolina, Dur­
ham, we found an effective and reasonably priced way to deliver 
dp training: we run technical seminars. To make this idea work, 
a company needs an employee who acts as the training coordina­
tor. This is a full-time job for medium to large data centers, but 
smaller companies could have this role filled by an employee 
who allocates only part-time efforts to the task. The training 
coordinator must find out what type of dp training the organiza­
tion really needs, since staff members frequently ask for classes 
that may be of little real benefit to the organization. 

Once the needs have been established, the trainer should 
find out, for each class, which employee has the greatest exper­
tise in that subject area. Next, the training coordinator must get 
the in-house expert to agree to teach this subject. The expert is 
usually more than willing for a couple of reasons: it is an ego 
boost to be asked to teach or speak to a group, and the prospec­
tive teacher has an opportunity to head off potential problems 



How to earn 
an MBA in one day. 

has successfully completed the requirements for 
MASTER OF BUSINESS AUTOMATION 

by attending OAC '85 at the Georgia World Congress Center. 
Atlanta, Georgia. 

Having visited the world's largest exhibit and conference 
on Business Automation, the above named is an expert on 
the ways Business Automation can improve productivity, 0 

efficiency, and profitability. 
OAC '85 February 4-6, 1985 
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Attend OAe '85, February4~6. And master the 
Business Automation revolution. . 

This is your only chance to see the largest, most extensive busi~ess automation exhibit and 
. conference in the world. 

February 4-6, Georgia World Congress Center, Atlanta Georgia. 

See 150 major exhibitors including: 
Apple Computer Inc. 
AT&T Communications . 
AT&T Information Systems 
Bell South Services 
Bell & Howell 
Burroughs Corporation 
Data General 
Dictaphone Corporation 
Digital Equipment Corporation 
Dupont Company 
Eastman Kodak . 
Hewlett-Packard Co. 

Honeywell Information Systems 
IBM Corporation 
Lanier Business Products 
Minolta Corporation 
McGraw Hill 
NCR Corporation 
NEC Information Systems, Inc. 
Radio Shack 
Sperry 
Wang Laboratories 
Xerox Corporation 

It's office automation and much more: 
- Complete Conference Program with over 48 sessions in 6 

program tracks: 
• organizational impact of technology • office workstations 
• ergonomics of the workplace· networking applications 
• communications technologies and-issues 
• productivity and requirements evaluation 
-Conference Keynote-Howard Anderson, Managing Director 

of the Yankee Group. . 
-12 in-depth Professional Development Seminars 
- The latest in Automation, Communications and Integration, 

including telecommunications and software 
- Micro to mainframe connection 

Get in the forefront of the 
Business Automation 
revolution. Order your. 

registration information ~~w. 

Call 800·0AC·1985 
r-------------~------, 

I I can't afford to miss OAe '85. Please I rush me my registration information. 
I Name: _______________ _ 

I Title: ---------------I COmpany: ______ o _________ _ 

I Address: 

I City: _____ State: __ Zip: ___ THE~~~LD·S 

I Mail to: '---~ 
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Face it. We could 
all use a little concrete advice now and then. 

Whether you're making a monumental 
de~ision like a career change, or a more 
routin,e one like an oil change, the free 
Consumer Information Catalog can make it 
easier. 

The Catalog is published quarterly by the 
Consumer Information Center of theU. S. 
General Services Administration to bring 
you, the latest on government programs 
and a mountain of other information that 
you can use. 

The Catalog lists more than 200 gov­
ernment bookletsto help you ... st~rt a 
business, find a job, plan your retirement, 
repair your home, or carve out a nutrition 
and exercise, program to improve your 
profile. And many of these booklets are 
free. 

So order your Catalog today. Anyway 
you look at it" you'll be head and shoulders 
above the crowd. 

Just send your name and address on a 
postcard to: 

Consumer information Center 
Dept. MR 
Pueblo, Colorado 81009 

READERS' FORUM 
long before they happen, since training will show programmers 
the correct (read: company preferred) way of performing certain 
tasks. . 

After the instructors are lined up, the training coordina­
tor can begin to schedule the technical seminars. At Blue Cross, 
we hold information systems seminars once a week for as many 
weeks as necessary, from 10 a.m. to 11:30 a.m. This method has 
several advantages over a single all-day class. Managers are 
more willing to let their people attend since loss of staff time in 
class is more spread out, reducing the impact on projects. If an 
employee is having difficulty understanding some of the subject 
matter presented in a seminar, he or she has the opportunity to 
learn the material prior to the next seminar. In a one- or two-day 
class, tha;1 same employee might be hopelessly lost or might hold 
others back.' 

We've been offering technical seminars to data process­
ing staff members for the past five years. Subjects most frequent­
ly taught are: 
• IMS batch programming 
• IMS TP programming 
• advanced IMS calls 
• Easytrieve/IMs 
• the linkage editor 
• COBOL internal sorts and report writer 
• MVS dump reading 
• as job control language. 

The number of sessions per course varies, depending on 
the attendees' needs.' For example, the linkage editor may re­
quire only one session, while MVS dump reading often requires 
eight. 

One of the primary reasons that staff interest in our 
classes runs so high is that in-house experts are the teachers. For 
most of the seminars, we have one instructor in information sys­
tems who is well prepared to teach. Our goal is to have two or 
three instructors ready to teach each class so the same person 
needn't be called every time. 

Keeping up with developments in dp sometimes seems 
impossible. Technical seminars are one way for an organization 
to keep its data processing staff apprised of the information that 
will help them be as productive as possible. 

-Mark Johnson 
Durham, North Carolina 

THE NEXT RUNG 
Managing an organization successfully is a difficult task; manag­
ing one that involves computer professionals can be even more 
difficult because many of these people want a lot from their 
work. According to studies by Drs. J. Daniel Couger and Robert 
A. Zawacki, software professionals· "have a stronger need for 
personal growth than any other professionals ... and a negligi­
ble need for social interaction" (see "What Motivates Dp Profes­
sionals?" September 1978, p. 116). The computer nerd-the 
programmer who spends most of his time at a terminal working 
on a tough problem, forsaking many normal human activities­
has become familiar to th~ point of stereotype. 

Obviously, a person so obsessed by computing will even­
tually encounter difficulties and may cause serious problems for 
others if moved into ~ supervisory or managerial role. 

A public service of this publication and 
the Consumer Information Center of the 
U, S. General Services Administration 

It's ironic that the same traits that lead to success in the 
technical side of computing may lead to failure in the manageri­
al side. This is a painful application of the Peter Principle, which 
postulates that in every hierarchy each employee tends to rise to 
his or her own level of incompetence. Here, however, the inc om­
peteJlce can be very subtle in that it involves the psychological 
rather than technical skills of highly talented people. ~ ~ ~------------------------------------------~ 
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