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TEKTRONIX INC.

14150 S.W. Karl Braun Dr.

Beaverton, OR 97077

(503) 627-7111

Tektronix’s fiscal year ended on a drea-
ry note in May 1986: earnings plunged
56% on a 9% drop in sales. With little
sign of a turnaround, the company took
what it called a painful step, laying off
2,000 employees, bringing the total
work force to around 17,000 from an all-
time high of 24,000 in 1981. Another
program was aimed at reducing manu-
facturing costs as a ratio of sales to 45%
from 55%; it accomplished this late last
year.

The cost-cutting worked: three
consecutive quarters saw an increase in
earnings, for a nine-month rise of 37%
over last year’s comparable period.

Design automation and informa-
tion display activity accounts for nearly
all of the company’s data processing
revenues, which totaled $350 million in
1986, a decline of about 5% from 1985.
Total corporate sales in calendar year
1986 were $1.3 billion, off 6% from the
year before. Earnings, at $55 million,
declined 21%.

Hottest of the 12 products in the
dp category are graphic computer ter-
minals, computer aided engineering sys-
tems, and artificial intelligence systems.

To speed its entry into computer
aided engineering markets, Tektronix
acquired CAE Systems two years ago,
but failed to realize any growth last year
because of extensive debugging and an
overall slowdown in the market. Tek-
tronix, which has been selling micro de-
velopment products since 1978 through
its Software Development Products Di-
vision, says it is launching a major drive
to develop productivity tools for soft-
ware engineering. It renamed the divi-
sion the CASE division (for Computer
Aided Software Engineering) and last
summer announced a series of struc-
tured analysis tools, design tools, and a

32-bit microprocessor development
system for Motorola’s 68020 and Intel’s
80286 chips. ’

In answer to an edict from man-
agement, each of Tektronix’s 20 divi-
sions plans to turn out one major new
product a year, and, over the next three
years, product development cycles are
to be cut in half. As a result, the compa-
ny’s R&D budget has begun to climb, ris-
ing to 14.5% of sales last year from
about 11% in 1984.

The
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NORSK DATA AS

Olaf Helsetsvei 5

P.O. Box 25, Bogerud 0621
Oslo 6, Norway

(47-2) 626000

Despite a slowdown in its home market,
Norsk Data As increased worldwide rev-
enues by 36% in local currency to
NOK2.58 billion ($349.1 million). Net in-
come for the year rose 28% to NOK468
million ($63.3 million).

In Norway, the company has be-
come known as “the millionaires’ fac-
tory” because each employee is offered
annual options to buy shares and, with
sales increasing at a compound rate of
45% over the last decade, it has man-
aged to create more millionaires than
any other company in Europe.

Norsk Data continues to derive
the bulk of its revenues from Scandina-
via, where sales in Norway, Sweden,
and Denmark account for 70% of the to-
tal. Last year, Norsk initiated a push to
increase its presence elsewhere in Eu-
rope. Its target markets on the way to
achieving a Continental business goal of
over 30% of revenues are West Germa-
ny, the UK., and France, where the
company has a tie-up with Matra Data-
systems. This business accounted for
around 22% of last year’s total.

Enhancements to Norsk’s mini-
computer line in 1986 included additions
to the ND-500 line of 32-bit superminis.
Central to this was a front-end proces-
sor to handle the increased number of
terminals supported by the new extend-
ed version of Norsk’s Sintran operating
system. In 1987, Norsk has added pro-
cessors built around 32-bit CMOS micro-
processors with a performance range of
from 1MIPS to 8MIPS.
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SUN MICROSYSTEMS INC.
2550 Garcia Ave.

Mountain View, CA 94043

(415) 960-1300

Laying the groundwork for a move out
of its workstation niche was at the fore-
front of Sun Microsystems’ plans in
1986. Heretofore a supplier of low-cost
engineering workstations, the company
prepared itself to participate in a broad-
er set of markets. First, it sought the
financial backing by way of two public
stock offerings, and then it attempted to
shake off its low-end image with a move

‘British Telecom, enjoying the freedom

to higher-performance and multiuser
systems through its Sun-3/200 Series
computers.

The continuing industry down-
turn notwithstanding, the pursuit of new
markets was not a reflection of poor
sales in its core markets: sales for the
year more than doubled—propelling
Sun onto the DATAMATION 100—and
earnings were three times the levels of
1985.

Revenues for the year were
$341.1 million, a dazzling increase from
$147.1 million in 1985, while net income
soared to $24.5 million. International
revenues accounted for nearly a third of
total sales. An initial public offering in
March netted $45 million and led to a
secondary offering that brought the to-
tal to $125 million.

Among its moves to capture a
broader customer base, Sun released an
IBM PC-compatible coprocessor enabling
its workstation users to run PC/DOS ap-
plications. The company also moved to
broaden its applications library with the
release of Sun0S, an operating system
revision incorporating Unix System V
and Berkeley 4.2. At year’s end, the
company boasted some 900 available
applications.

Sun’s software thrust paralleled
the expanded connectivity linking its
workstations to minicomputers. Sun’s
Network File System, a distributed file
sharing scheme, was adopted by Data
General, Hewlett-Packard, and Digital
Equipment Corp., among others, for
their Unix-based computers. The Net-
work File System enables such systems
to share data transparently with Sun
workstations.
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BRITISH TELECOM PLC
81 Newgate St.

London EC1A 7AJ, England
(44-1) 356-5000

and funds that came with its privatiza-
tion in 1984, went on a shopping spree
last year, looking for companies to bol-
ster its international standing.

Early in 1986, BT concluded its
purchase of a 51% stake in Canada’s Mi-
tel, but was prevented by the Canadian
government from taking over the Cana-
dian telephone network company, Tele-
globe. BT then moved on to the U.S,,
where it bought ITT Dialcom and its
electronic mail services, which have
100,000 subscribers worldwide. Closer
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—( LIMITED TIME OFFER Do

How to Size Up
the Competition
in the

Mainframe/Mini
Market...

Order your copy of Datamation’s
1986 Mainframe/Minicomputer
Purchasing Study, just released!

Indispensable
marketing data
profiles the purchases and
manufacturers of mainframes,
minis, related equipment and software.
Evaluate the present and future growth trends of your
company and your competitors by using the detailed
buying activity and demographic information con-
tained in this new research. Datamation’s End User
and OEM buyers of mainframe/minicomputer
equipment and software report what they bought,
how much, and from whom during 1985 in each

of 26 different product categories.

Read this report before you plan your
marketing strategies

You'll receive useful marketing information, including:
» number of units purchased

» dollar volume purchased

» share-of-market as percent of dollar volume

» geographic breakdown of purchases

» demographic profile of survey respondents

Save $100 — order by July 15!
Regularly $250 per copy, but only $150 per copy
if you order by July 15. Just mail your company
purchase order or check with complete order
information to:

Datamation/Cahners Publishing

Attn: Mary Connors

249 W. 17th Street

New York, NY 10011

For additional information, call Mary at (212) 645-0067.

DRTAMATION
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IT’'S TIME
TO GET OUT
OF THE DARK.

RoXo_

Open your eyes and see just how many
subjects are covered in the new edition of -
the Consumer Information Catalog. it's
free just for the asking and so are nearly
half of the 200 federal publications de-
scribed inside. Booklets on subjects like
financial and career planning; eating right,
exercising, and staying healthy; housing
and child care; federal benefit programs.
Just about everything you would need to
know. Write today. We'll send you the
latest edition of the Consumer Information
Catalog, which is updated and published
quarterly. It'll be a great help, you'll see.
Just write:

“"U
~_‘
& Consumer Information Center

Department TD
Pueblo, Colorado 81009

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



~ Thekey to cost eflective
~ System 32/0 printing,

! Just think, if you had a Nissho
NP-2410 or NP-910 printer, all

| yowd need to change your inter-
face from a PC to an IBM 3270

System Coax...is a quarter.
We've incorporated modular

interfacesinto every Nissho printer,

providing you with flexible solu-

tions for all your IBM systems

printing
requirements.

Gone are the days
of different printers for different
applications. Now, you only need
one printer...Nissho.

QUICK CHANGE ARTIST.
Simply by inserting a quarter into
the back panel slot, you change
your interface from a mainframe

And that makes your Nissho printer
more versatile, too.
Our interchangeable, modular

to a micro computer in just seconds.

#" plug-in interfaces
allow your Nissho
printer to emulate IBM 3287
models 1 and 2 printers, as
well as the ability to function
in all IBM 3270 mainframe
environments.

Both the NP-2410 24-wire and
NP-910 9-wire printer give you

Change from
a PC to a mainframe in
just seconds with Nissho’s IBM 3270
System Coax Interface.

functions like compressed printing,
high speed printing, advanced
paper handling, demand document
capabilities, 100% duty cycle, and
hex transparency mode
for graphics capabilities.
Also available, is the

IBM Systems/3X Twinax
Interface, as well as
Centronics™ Parallel,
Centronics Parallel with 48K
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buffer, RS-232-C

Serial, and
RS-232-C Serial
with 48K buffer.

CHOOSE

YOUR WEAPON.

Nissho’s NP-2410 produces letter-
quality dot matrix sharper than
you've ever seen before...fast too,
at 180 cps. And it puts out 540 -
cps at 18 characters per inch in

draft mode. Compare that to your
current printer.

If your needs call for a dot matrix
“power printer; our NP-910 is the
answer. It’s the ideal printer for
numbers-intensive printing, with
an impressive 350 cps.

Sono matter what you're looking
for in an office printer, check out
the Nissho NP-2410 and NP-910.
The only printers that let you
change your interface for a quarter.

For more information, call us at
(800) 952-1919,
(800) 443-9998 in California

NISSHO Information Systems

10855 Business Center Drive, Suite 100
Cypress, California 90630

(714) 952-8700 California Headquarters
(617) 337-1270 Eastern Regional Office
©1987 NISSHO Information Systems

Systems

Information



Copenhagen (01) 6722 88
Dusseldorf (0211) 596 1017
London (0753) 79293
Paris (01) 4225 3314
Dallas (214) 980 1600
Boston (617) 272 7260
Chicago (312) 574 0055
Los Angeles (818) 407 1711

" Instead, any graphical display you see on your screen is

reproduced, exactly and correctly, in the form of clear, sharp
slides, overheads or plots. Finally. UN'RAS

INALLY,
GDDM IL4RD COPY

THAN, THE PICTURE | g
ON YOUR TERMINAL

UNIRAS’ new graphics software package XL-COPY permits IBM
mainframe users working with ICU— or any other applications
based on GDDM — to greatly improve the quality of their
hardcopy (slides, overheads and plots) without disrupting
their system or modifying their applications programs.’

Runwing in any VM/CMS, MVS/TSO or MVS/XA environment,
UNIRAS XL-COPY intercepts ADMGDF or ADMPRINT files
generated by the user, or is called by user applications -
programs. The combination o f XL-COPY and the hugelibrary of
UNIRAS device drivers then enables you to choose from a wide
range of high quality graphics output options.

UNIRAS XL-COPY also supports variable intensity devices such
as film recorders, intelligently transforming GDDM color
patterns into the pure colors required by the device. This means
you can create excellent color slides and overheads, quickly and
easily. Just respond to this ad and wewill send you a couple of
Jree sample slzdes 50 you can judge for yourself how good they
really are.

UNIRAS XL-COPY means the end of bad plots, worse overheads,
and slides that arejust photos of the terminal or screen dumps.
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to home, BT scooped up the core busi-
nesses within STC’s IAL cellular radio
and satellite subsidiary, giving BT a firm-
er foothold in a number of international
markets dominated by Cable &
Wireless.

Several alliances also added to
BT’s dp product lines: it signed with Ze-
nith Data Systems to resell Zenith’s pcs
through the BT Merlin office systems
subsidiary, began manufacturing Unix
systems under license from the U.K.’s
Bleasdale Computers, and it also signed
a $5 million oem deal with Stratus. It
joined 13 other companies in commit-
ting to the X.400 messaging standard
and heralded the growing importance of
integrated voice and data networks with
the founding of its Communications Fa-
cilities Management Service.

Dp revenues, including Dial-
com’s and Mitel's digital PBXs, were
£224.7 million ($330.4 million) out of to-
tal revenues of £9.5 billion ($14 billion).

BT will find it harder to please its
shareholders in 1987, facing a challenge
for large customers from newly formed
Mercury Communications. But to keep
profits rising, BT says it will cut 24,000
jobs over the next four years. These
cuts, and the BT privatization itself, have
obviously found no favor with U.K. la-
bor unions. BT ended the year in pro-
tracted talks over pay and working
conditions, and strike threats seemed
likely to turn into strike realities.

At year’s end, Mitel had some
cheerful news: its first profitable quar-
ter in nearly two years. While revenues
rose 38% in U.S. dollars, to $406.3 mil-
lion, Mitel still finished $140 million in
the red, mostly a result of big write-offs
last summer.
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DIEBOLD INC.

P.O. Box 8230

Canton, OH 44711

(216) 489-4000

In 1986, Diebold did what all companies
selling computer-based ATMs and secu-
rity equipment to banks were doing: it
drastically cut back on costs. Result: a
profit of $34.9 million, 15% over last
year when Diebold earnings had
dropped 47% and sales declined 13%.
Sales of $414 million were a mild in-
crease of $2.7 million over 1985.

What it didn’t cut was R&D: over
the last two years, Diebold has invested
nearly $33 million. The market leader in
sales of automated teller machines, Die-

ter printouts,

more information call 1-800-241-7803.
In Georgia call (404) 487-5512. f

THE ULTIMATE
HIGHLIGHTER

STABILO BOSS is a world leader in quality highlighting. The
ultimate in style and design, it comes in 8 brilliant fluores-
cent colors and is specifically designed for compu-

memos, letters and charts. For

©1

|_Schwan-STABILO

Quality Writing Products Since 1855

987 Schwan-STABILO USA, Inc.
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Dedicated to excellence in education and training

Washington Un jversity in St. Louis

Center for the Study of Data Processing

~ EXCELLENCE

CSDP 1987 Conferences \

( o Telecommunications
F ring David R
July 16

Products and Strategies

T. Capers Jones
September 1-2

Ken Orr
September9-11

Conference:

Managing Trends in Teletechnology

a

e ShowCASE Conference II:
Featuring | Marti ;

e Fifth Annual EwIM Conference:
Linking Information Technology to Business

Eeaturing Richard Nolan and

e Conference on Departmental Computing;

Challenge of the 90's
TR . -
Seubold Publishi
October 29-30
All conferences to be held in L

St. Louis, MO. For further information L

or toregister, contact Donna Skaggs

= Waskﬁngt@n

at (314) 889-5380. i . \X/ASH[NGTON~UN|VERSITY~IN~ST~LOUIS/

CIRCLE 64 ON READER CARD

DATAMATION [J JUNE 15, 1987 143



bold last year announced 26 new prod-
ucts—one of them expected to answer
the two-year-old decline in sales to
banks. The new product is a much
smaller -ATM than is standard, priced in
the $10,000-to-$15,000 range, about half
the usual ATM price.

High price (annual maintenance
alone can run $12,000 on an ATM) and
market saturation both contributed to
the sales decline, Diebold believes. In
all, some 60,000 ATMs are now installed
in the U.S., and predictions that 150,000
or 200,000 machines would be in use by
1990 have now been scaled back to well
under 100,000.

With its new product, Diebold
thinks the momentum will resume, as
smaller banks discover that the lower
price and limited function of dispensing
money will appeal to customers. Die-
bold envisions the new ATM, which it
calls the “everywhere teller machine,”
in rural areas and in retail stores.

Diebold introduced an inter-
active video system through which con-
sumers can obtain information on
events and tickets, and this August it
will begin delivering 2,000 videocas-
sette vending machines to Group 1 En-
tertainment, Los Angeles, under a $36
million contract signed last October.

Diebold, along with the rest of
the ATM industry, is heading in two di-
rections: toward more sophisticated
equipment with more capabilities, and
toward simpler and cheaper machines
requiring less maintenance.

DATAPOINT CORP.
9725 Datapoint Dr.

San Antonio, TX 78284
(512) 699-7000

Datapoint Corp. has cut its losses but
continues to operate under a black
cloud. The beleaguered company lost
$1.8 million in 1986 on revenues of
$325 million. In 1985, losses totaled
$62.1 million on revenues of $404.2 mil-
lion. The lesser loss was attributable to
cost-cutting, particularly in employment
expense.

Just after the close of '86, Ed-
ward P. Gistaro, president and chief ex-
ecutive officer, who earlier in '86 had
talked of “a significantly different and
improved company . . . beginning to see
positive results,” resigned for “person-
al reasons.” His successor, Doris D.
Bencsik, who had been executive vice
president and chief operating officer,

The
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has continued to fight the battle against

red ink since that time and has had the
unenviable task of firing 786 employees.

Of course, Asher B. Edelman,
the New York investor who owns 8% of
the company and who once proposed to
take the company private through a-le-
veraged buy-out, is still very much in
the picture as chairman. Currently, he is
the target of a shareholder suit.

Datapoint, which 10 years ago
pioneered the concept of local area net-
works, announced enhancements to its
Starfleet family of office automation
products, including an 80286-based ap-
plications processor, an AT-compatible
file server, a desktop laser printer, an
advanced SNA communications facility,
and new high-speed modems. Datapoint
also announced enhancements to its
ARC (Attached Resource Computer) lo-
cal area network, which were designed
to reflect a new marketing thrust by tar-
geting departmental or corporate sys-
tems requiring integration of dissimilar
equipment.

The highlight of the announced
enhancements was Starship II, a multi-
processor system supporting from 40 to
120 users. The company also rewrote
its RMS (Resource Management Sys-
tem) operating system using a high-lev-
el systems development language to
support the 80286 multiprocessor tech-
nology. These October announcements,
says vice president of product develop-
ment Larry D. Wickwar, add up to a so-
lution that competes in power and
capacity with such standalone systems
as Digital Equipment Corp.’s VAX 8200s
and 8300s, while providing the benefits
of ARC local area networking.
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CONTEL CORP.

245 Perimeter Center Pkwy.

Atlanta, GA 30346

(404) 391-8000

When Contel—previously known as
Continental Telecom—closed its books
on Dec. 31, 1986, revenues were up
17.2% to $3.07 billion, thanks in part to
some major acquisitions it made in '85.
Consolidated net income rose 2.6% to
$232.9 million from $226.9 million. If
one follows the company’s line and ex-
cludes one-time 1985 charges and gains,
and the loss of the Investment Tax
Credit—wiped out by the Tax Reform
Act of 1986—overall earnings increased
20%. DATAMATION estimates that dp
revenues rose 12% to $311 million.

—

No wonder Washington, D.C.-
based Comsat (Communications Satel-
lite Corp.) wants to buy Contel. A
proposed $2.5 billion merger, approved
in September by shareholders of both
companies, would make Contel a wholly
owned subsidiary of Comsat, which is
one fifth of Contel’s size. The deal calls
for the issuance of 71.4 million new
Comsat shares and a $2.5 billion stock
swap. Contel executives would manage
the new $6.6 billion company. The Com-
sat name would be retained, but that
would be about the only reminder of the
company created in 1962 to represent
the U.S. in Intelsat, the international
satellite consortium.

But none of this may come to
pass; in March 87, when the Federal
Communications Commission ordered
Comsat to refund about $62 million of
what the agency contended were ex-
cess profits, Contel decided to take a
hike. That didn’t exactly make Comsat’s
day, since it had lost $41.5 million in
1985, so it refused to accept the cancel-
lation, saying it would do everything it
could to see that the deal went down as
scheduled. On April 30, there was fur-
ther fallout when Contel president and
ceo John Lemasters resigned over “dif-
ferences in both management philos-
ophy and operating policy.” Contel
denies that his departure was directly
linked to the cancellation attempt, but
the smart money says otherwise.
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BELL ATLANTIC CORP.
1600 Market St.
Philadelphia, PA 19103
(215) 963-6000

Acquisitions in computer maintenance,
leasing, and turnkey systems put Bell
Atlantic Corp. solidly in the dp business.
Bell Atlantic owns Sorbus, one of the
top third-party computer maintenance
firms. Founded in 1971 as part of Man-
agement Assistance Inc., Sorbus claims
to service more IBM equipment than
anyone else, relying on 1,600 field engi-
neers to maintain everything from print-
ed circuit boards to mainframes.
Sorbus accounts for the bulk of
Bell Atlantic’s dp revenues, which Da-
TAMATION estimates at $310 million in
1986. Computer leasing revenues will
swell that figure substantially in 1987.
In October, Bell Atlantic acquired Grey-
hound Capital Corp. of Phoenix. With
annual revenues in the $200 million
range and an employee count of about
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When you think about it,
relational DBMS products have a lot
in common. They’re all built around
SQL. Most include 4GL tools.

They all have a list of features and
functions you can check off one
at a time. And they all claim high
performance.

But once you really get to know
relational DBMS products, the
differences between them become
as clear as the differences between
a great wine and a lesser vintage.
It’s the care in blending quality
ingredients that produces a really
great product.

And that’s why INGRES is
now establishing itself as today’s
DBMS standard.

INGRES runs on everything
from mainframes to minis to
workstations and PCs. And our new

INGRES/STAR, the first distributed
DBMS, lets users work with data
from all your corporate databases and
systems. Anywhere in the world. As
aresult, just like any vintage product,
we’re recognized by leading experts

in the field. INGRES has been voted
B

“Best DBMS/4GL” by
Digital Review for two
years running.

We have also
delivered such a con-
sistently high level of
customer satisfaction
that 99% of our cus-
tomers stay with us,
year after year.

Here’s what it all
comes down to: You
can’t tell a great wine
from an ordinary
one just by reading
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ence INGRES first-hand.
Just send in this coupon, or
call us. And get a taste of what

Yes, I'd like a taste of INGRES. Please: 102
O Send me more information about INGRES.
[ I'd like to attend a free INGRES seminar in my area.
[J I'd like to know more about the INGRES sampler.
[0 Have a salesperson call me.
Name
Company
Title
Mailing address
City
Telephone
Mail to: INGRES,
Relational Technology Ine.
1080 Marina Village Parkway

i, UGRES

Or call: 1-800-4-INGRES  Relational Technology Inc.

State Zip

©1987 Relational Technology Inc.

the label. And you can’t really get to
know a DBMS just from a data sheet.
That’s why we'd like you to experi-

a superior relational DBMS can do.



350, the acquisition makes Bell Atlantic
one of the top five players in the U.S.
computer leasing market.

In 1986, Bell Atlantic also made
two acquisitions in the Digital Equip-
ment Corp. world. In December, the
company acquired Technology Con-
cepts Inc. of Sudbury, Mass., a commu-
nications and custom software company
that offers CommUnity, a networking
software product designed to permit a
wide range of computers to work with
DEC systems on a DECnet network. Also
in December, Bell Atlantic acquired
Electronic Service Specialists Ltd. of
Menomonee Falls, Wis., which provides
parts service for DEC systems.

Bell Atlantic has a stake in turn-
key systems through MAI Canada, which
supplies systems based on Basic Four
computers for the automobile- dealer,
health care, and municipal government
markets.

Taken together, the nontele-
phone businesses are the fastest-grow-
ing part of Bell Atlantic, one of the
regional Bell operating companies creat-
ed by the 1984 divestiture of AT&T. In
1986, revenues from Bell Atlantic’s non-
regulated side were up 41% to $601.1
million. Total revenues were $9.92 bil-
lion, a 9% increase over 1985. Net in-
come was up 7% to $1.2 billion.
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CSK CORP.

Shinjuku Sumitomo Bldg. 17F

6-1 Nishi-Shinjuku 2-chome

Shinjuku-ku, Tokyo 160-91, Japan

(81-3) 344-1811

Japan’s largest independent software
house is trying to participate in what it
hopes will be the transformation of the
country’s software industry. Tradition-
ally, Japanese large computer users
have had an aversion to software pack-
ages, insisting instead on custom soft-
ware. CSK grew into the leader in its
field by catering to these preferences:
instead of creating its own products,
CSK has been the premier supplier of tal-
ented software engineers to companies
intent on creating their own systems
and applications.

This approach has its disadvan-
tages: among them, poor morale and the
loss of employees to the customers
they work with. So, in recent years, CSK
has moved to attain more control over
its projects. One goal has been to work
by contract for each project rather than
billing for employee time.

The
Datamation 100

The company now believes,
however, that the market in Japan is
ready for a major transformation. Users
are beginning to find out that standard-
ized packages can be the better way. So
CSK has set up new divisions and sub-
sidiaries to develop and sell software
packages. Among the operations is
Computer Software Organization (CSO),
a joint venture with value-added reseller
Miroku & Co. CSK expects the package
software market to grow by 42% for
each of the next few years. It’s especial-
ly well positioned to cash in on the com-
ing Al boom, having signed up in 1984 as
distributor for IntelliCorp’s KEE prod-
ucts. In 1986, CSK posted revenues of
just over ¥52 billion ($308.7 million), an
increase of 15% over 1985.

Besides software development,
CSK offers data entry and facility man-
agement services. It gets 11% of its
revenues from leasing, a market that
has tightened with the entry of several
new companies. Computer sales are
also substantial, contributing nearly a
quarter of revenues and holding steady
in 1986.
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CONVERGENT TECHNOLOGIES

INC.

2700 N. First St.

San Jose, CA 95150-6685
(408) 434-2848

Convergent Technologies Inc. was
knocked flat by shrinking contracts in
1986; the biggest blow was delivered by
AT&T, which was having little luck sell-
ing the Convergent-built Unix pc: 1986
revenues of $80.5 million from AT&T
were down almost 50%.

That, and declining shipments to
the rest of the company’s customer list,
which includes Unisys, NCR, Bull Tran-
sac, and ADP, led to a loss for the year of
$32.8 million, or 73 cents a share. In
1985, Convergent posted $13.2 mil-
lion—or 30 cents per share—in earn-
ings. Total revenues slipped to their
lowest in three years, down by nearly
33% from 1985 to $305.8 million. This
dismal financial picture forced Conver-
gent to reduce its work force by 10% to
2,483 at the year’s end.

The bad news from AT&T con-
firmed Convergent chairman Paul Ely in
his plan to move the company away
from dependency on fickle oem custom-
ers. Convergent officially broke itself
into two divisions: Convergent Technol-
ogies, which continues the traditional

4 ‘

microcomputer oem and var business-
es; and Convergent Business Services,
a “federation” of acquired companies
that serves end-user vertical markets.
Ely has said he expects Convergent
Business Services to account for $300
million in sales within three years.

Although jilted at the merger al-
tar by 3Com Corp. in March, Conver-
gent has found plenty of other willing
partners, acquiring Display Data Corp.
(pDC), Hunt Valley, Md., which markets
a turnkey system to auto and truck deal-
erships, beverage distributors, and lum-
beryards; Digital Systems, a Pensacola,
Fla., reseller of Digital Equipment Corp.
systems to accountants and contractors;
and Open Systems Inc., Minneapolis,
which supplies accounting systems to
small businesses.
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BOEING COMPANY
7755 E. Marginal Way S.
Seattle, WA 98108

(206) 655-2121

Boeing overall had a good year in 1986.
Its sales were up almost 20% to $16.34
billion from $13.64 billion, while its
earnings rose 17%, to $665 million from
$566 million.

Boeing Computer Services (BCS)
had revenues of $1.19 billion in 1986,
but most of that was from services pro-
vided internally to Boeing users. Sales
to commercial users brought in $300
million, an increase of 20% over 1985.

Some of BCS’s 1986 activities
were based on partnerships: it an-
nounced with AT&T a joint arrangement
to compete for a 10-year, $4.5 billion
government contract to provide an ISDN
network. A decision on this bid is ex-
pected late this year. In September, BCS
formed a strategic alliance with Scientif-
ic Computer Systems Corp., San Diego,
to provide operating system software
for Scientific Computer’s SCS-40 near-
supercomputer. As a subcontractor, BCS
increased its role in providing data pro-
cessing, telecommunications, and infor-
mation services support to
Westinghouse at the Department of En-
ergy’s nuclear power facilities at Han-
ford, Wash.

BCS continued to provide services
for the National Aeronautics and Space
Administration, under a contract begun
in 1985. The company also continues its
sponsorship of the Technical and Office
Protocol, which works hand in hand
with General Motors’ MAP.
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magine your VAX simultaneously talking to your corporate IBM™
mainframe, your Tandem and Prime terminal concentrators, and your
HP™ -based accounting system. And now, imagine each of these links

operating at 19.2K bits per second, with lines left over for dial-in applica-

tions. And now, imagine no more. For this application—in fact, for any high
volume 2780/3780 data transfer problem—Comm100 from Century really
handles the job.

Remote Job Entry Applications
Comm100/RJE uses Digital’s KMS11 front end processors to provide
\ 2780/3780 file transfer links—up to 16 simultaneously.

And, without operator intervention, Comm100 dynamically configures
for the various file transfer protocol options used by your remote locations.
Also, the files you receive can be printed, run as batch jobs, or submitted as
input to your own software system.

Link Level Applications
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remote stations per line can be configured. Aggregate bandwidths of 500K
bits per second and more are possible. Using the DMF32 device, the OEM
can construct smaller, lower cost networks.

For the character-oriented BSC protocol, Comm 100/BSC uses KMS11
processors and supports 16 lines at 19.2K bits per second each.

Custom Services

At Century, we also provide for systems with special requirements and -
protocols. Do you use 68000’s? 8086's? With TCP/IP? Special flavors of
ADCCP? Transport level protocols? We program solutions.

All talk? No way. If high data transfer rates are your problem; gnve usa

“* 1.800-Hl K-BITS

(1-800-445-2487)

I | |”ll”| In Maryland, call (301) 953-3330.
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CENTURY COMPUTING

control, dynamic operator status display, and more.

With Comm100/Link, an OEM can build VAX-
centered networks with micro- computer nodes.

N | 1100 West Street, Laurel, MD 20707
I Please send me more information on your Comm 100 products.
Name

Using KMS11's, networks of 32 lines with 16 Address
ICﬂy State Zip

DATA SYSTEMS DEVELOPMENT
Comml00 is a registered trademark of
Century Computing, Inc.
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An Electronics High Technology
Center was established in the Seattle
area by Boeing Electronics Co. to con-
duct advanced research aimed at tech-
nologies needed for products that are
five to 15 years in the future. An on-
going emphasis on artificial intelligence
led to the formation of AI laboratories
in most of the company’s operating
organizations. ’

85

PLESSEY CO. PLC

Vicarage Lane, Ilford

Essex, IG1 4AQ, England

(44-1) 478-3040

Plessey began 1986 with the threat of a
takeover by U.K. electronics giant GEC
still in the air and business far from
booming. Its computer peripherals busi-
ness continued to be a drain on
resources, and telecommunications
equipment orders were only marginally
higher than in 1985. Plessey finished
the year with income of £115 million
($170 million) on sales of .£1.5 billion
($2.17 billion). DATAMATION estimates
that sales of computer peripherals and
datacom equipment came to £200 mil-
lion ($294 million).

Much of the year’s energy was
spent deflecting GEC’s hostile bid for the
company. While the U.K. Monopolies
and Mergers Commission (MMC) con-
sidered GEC’s bid, Plessey considered a
poison pill defense. After a long, and
mostly cold, British summer, the De-
partment of Trade and Industry (DTI)
rejected GEC’s bid on the grounds that
any merger of the U.K.’s two largest de-
fense contractors would be contrary to
the interests of national security.

Plessey could then breathe a
sigh of relief, although the DTI decision
did include a recommendation that the
two vendors consolidate their System X
digital central office switch businesses.
Neither wanted to give up management
control, however, and the venture in
public switching never materialized.

In the U.S., Plessey’s Strom-
berg-Carlson subsidiary scored its first
success with one of the regional Bell op-
erating companies. In February, it land-
ed a trial contract from BellSouth
Corp.’s South Central Bell unit for a
central office digital exchange. It fol-
lowed up with a similar contract with
Pacific Telesis. Plessey feels it needs
still more long-term international busi-
ness. The shake-up that started last
year in the European telecommunica-
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tions equipment market is not over, and
Plessey must join one of the emerging
consortia if it is to secure its future.
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GOULD INC.

10 Gould Center

Rolling Meadows, IL 60008
(312) 640-4000

Ask most people what it is Gould sells,
and they’ll say they don't know. But a
look at 1986 reveals the answer: Gould
sells divisions. The company has been
ejecting pieces of itself since the an-
nouncement in 1984 of a radical five-
year plan to dedicate itself purely to
electronics. An understandable result of
this ejection plan has been a drop in rev-
enues—to $908.8 million in 1986 from
$1.4 billion in 1984—coupled with a de-
cline in net corporate income, with a
loss of $101.8 million last year. At least
Gould didn’t lose nearly as much as the
$175.5 million it did in 1985. Gould’s dp
sales, which DATAMATION estimates
were $290 million, were up 7.6% over
1985, but still below Gould’s dp sales in
the early "80s.

The bulk of Information Sys-
tems unit sales are in minicomputers,
with the rest going to image processing
systems and related software. But
Gould considers its brand-new NPL fami-
ly of minisupercomputers its “most im-
portant new computer. system ever
produced, with an advanced architec-
ture that will serve as the foundation for
new systems to be introduced through-
out the 1990s.” The NP1, the first mod-
el, features parallel and high-speed
vector processing and runs Unix. Gould
also introduced MicroSel, a distributed
computer system for simulation, and a
new image processing system called the
1P 9000.

But it was easy to lose sight of
these factors when large chunks of the
company were falling from its flanks.
Gone are its Medical Products Group,
the Mexican battery business, and all of
the company’s defense systems busi-
ness. Also, on the way out are the
French battery business and all remain-
ing real estate assets. Perhaps most sig-
nificant was the sale of the Palm Beach
Polo and Country Club, which came on
the heels of James F. McDonald’s re-
placing Gould’s longtime chief William
T. Ylvisaker as chairman. Ylvisaker was
an avid polo player and some sharehold-
ers had complained that owning the club
was inappropriate.

MAI BASIC FOUR INC.
14101 Myford Rd.

Tustin, CA 92680
(714) 731-5100

In 1986, MAI Basic Four kicked off a
growth campaign, seeking to add verti-
cal software to its product roster, ac-
quire key distribution channels, and
expand its European third-party service
business. Financed through a $50 mil-
lion debt offering in September, the ef-
fort resulted in the acquisition of a
European applications developer and
computer distributor.

Spun out in 1985 from Manage-
ment Assistance Inc., MAI Basic Four
profits rocketed 215% to $10.4 million
on sales of $287.9 million, a 15% in-
crease from the year before. The com-
pany’s financial plan, according to
financial vp Frederick D. Anderson Jr.,
aims at compound annual growth rates
in revenues and profits of 15% and 20%,
respectively.

To achieve these goals, MAI Ba-
sic Four charted an aggressive acqui-
sitions course. Leading off was the
approximately $1 million purchase of
Adviesbureau voor Kwantitatieve Bed-
rijfsanalyse (AKB), an Antwerp-based
distributor of Basic Four computers in
Belgium, the Netherlands, and France.

A second stop on the expansion
course saw the reorganization of MAI
Basic Four’s field service operations.
The onetime captive and exclusively in-
ternational business was expanded to
include the servicing of other vendors’
peripherals and computers in addition to
MAI Basic Four equipment. Consoli-
dated under the name TekServ, the field
service operation produced 1986 reve-
nues of $54 million and it aims to reach
$100 million by 1990, says Anderson.
Overall, international customers ac-
counted for some 60% of business and
100% of service revenue.

In software, the company’s port-
folio expanded via a joint marketing ven-
ture with Arthur Young & Co. The
agreement gave MAI Basic Four nation-
wide marketing rights to software for
municipal governments.

The year also saw the release of
an MAI Basic Four high-end family of 32-
bit computers, the MPx 9000 series.
Shipments of the minicomputer sys-
tems, able to support up to 164 users,
began in April; by the year’s end, they
made up about $30 million of 1986’s
bookings.
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© 1987 Bull SA.

Al

~[HETREE
bOMMUNIGATION.

BULL, one of the leading European manufacturers of in-
formation processing and office automation systems, provides
European companies with a genuine alternative. In the four main
areas of information processing, BULL offers coherent ranges of
products.

BULL DPS is the family of general purpose computers designed
to cover the specific needs of every size of organisation, from the
smallest to thcf:rgest. At each level, an optimized version of GCOS -
the General Comprehensive Operating System - ensures smooth
evolution and upgrades in a 40 to 1 range of processing power.

BULL SPS systems form a family of powerful, sophisticated,

T

Scientific and technical
data processing

General purpose
data processing

Distributed

processing and sl

office QUESTAR Professional
automation

micro-computers

specialized minis and super-minis for engineering, scientific and real-
time applications in manufacturir}g and research.

The BULL Questar range of multi-purpose, ergonomic termi-
nals and workstations, is designed specifically for distributed proces-
sing and office automation systems. ‘

BULL Micral family of professional micro-computers combines
high performance single and multi-user stations with industry stan-
dards compatibility. : '

The ISOIDSA network architecture, adhering to international
standards, enables all of these systems to communicate within
homogeneous or mixed networks. :

BULL tailors its solutions to the customer’s specific needs,
in cooperation with software houses, and in a close dialogue with
the users. ,

BULL. The tree of communication.
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SONY CORP.

7-35 Kita-Shinagawa 6-chome
Shinagawa-ku, Tokyo 141, Japan

(81-3) 448-2111

Sony’s dp sales were down an estimat-
ed 9% in 1986, and total revenues
showed a 7% sales drop to ¥1.32 trillion
($7.86 billion) with profits off 38.3% to
¥41.9 billion ($248.6 million). With 68%
of sales overseas—32.2% in the U.S.
alone—the rising yen hurt. This condi-
tion particularly affected dp figures, a
large proportion of which come from
oem contracts for floppy disk drives
with U.S. manufacturers such as Apple
and Hewlett-Packard. The company has
30%. of the world market for 3%-inch
drives.

Although dp products represent

| only about 4% of sales, the company
hopes to expand its role to even out the
fluctuations caused by heavy depen-
dence on consumer items. Recording
and display technologies will get the
most attention. Moving upscale in stor-
age devices, the company in September
presented its first hard disk drives, two
5%-inch half-height models with a maxi-
mum formatted capacity of 40MB and
scsI interface. Optical storage was also
covered with a new Motorola 68010-
based write-once optical document filing
system. '

The color television technology
that brought about high-resolution tvs
has also resulted in oem sales of ‘color
monitors. In 1986, Sony’s involvement
with computer graphics leapt forward
with the introduction of one of its most
interesting dp products to date, a
68020-based Unix BSD 4.2 engineering
workstation called NEWS, for Network
Station. Three models, ranging in price
from ¥950,000 to ¥2.8 million ($5,630
to $16,600) were available, and the com-
pany reported that its first six months’
production run of 2,400 machines had
been easily sold out. Other computers,
such as the laptop sMC210, have done
poorly.
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LOTUS DEVELOPMENT CORP.

55 Cambridge Pkwy.

Cambridge, MA 02142

(617) 577-8500

Despite a slew of new products and the
acquisition of five new companies, Lo-
tus is still best known for one product,
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1-2-3: the two-millionth copy of the
spreadsheet package was shipped last
October. Lotus posted $283 million in
worldwide revenues in '86, an increase
of 25% over 1985’s $225 million; how-
ever, revenue increases continue to lev-
el off: in 1984, revenues were up 196%
over 1983, and 1985’s growth was 44%.

Net income rose 26.4%, to $48.3
million. Non-U.S. revenue share jumped
to 24% in 1986 from only 14% in 1985
as a result of eight foreign language ver-
sions of 1-2-3 and Symphony, intro-
duced in '85, and the Japanese version
of 1-2-3, which was introduced in early
1986.

Among the new products intro-
duced in 1986, either through company
acquisitions or in-house development,
are T-A-C (The Application Connection),
which . allows micro users to access
mainframe data; Lotus Metro, a busi-
ness productivity program; Lotus Man-
uscript and Lotus Measure, the first two
product offerings from the year-old En-
gineering and Scientific Products Divi-
sion; Lotus Express, a product
developed jointly with MCI that facili-
tates the transmission of spreadsheets,
graphics, and documents via MCI Mail;
and the long-awaited HAL, an add-on
product for 1-2-3 that gives commands
in English phrases and allows users to
undo mistakes more easily. Lotus re-
leased its first CD-ROM product, Lotus
One Source, a collection of financial
databases updated daily. The Lotus
Multi Value Plan (MVP) for customer
service and support had a lukewarm re-
ception. Lotus, conceding that MVP was
“confusing,” is redefining it.

Founder Mitch Kapor resigned
his chairmanship in 1986; Jim P. Manzi,
Lotus’s president and ceo, added the ti-
tle of chairman.
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CONTINENTAL INFORMATION

SYSTEMS CORP.

1 CIS Pkwy.

Syracuse, NY 13221-4785

(315) 437-1900

During 1986, uncertainty over tax re-

form didn’t seem to hurt Continental In-

formation Systems, which remarkets

new and used computers as well as

commercial aircraft and other big ticket

items. In 1986, total revenues rose 26%

to $283 million, with sales and leases of

computers accounting for most of that.
Although the market for leases

on new computers was soft during the

year, CIS made up for it by remarketing
used computers. This aspect of its busi-
ness should grow in 1987, bolstered by
the elimination of the Investment Tax
Credit. Without it, companies have less
to gain' from ‘investing in new rather
than used equipment, but the real boon
from tax reform for leasing companies
was the imposition of the new Alterna-
tive Minimum Tax. It was designed to
raise additional tax revenues by limiting
the write-offs gained through acceler-
ated depreciation of new equipment.
But many companies have discovered
they can still keep their taxes down by
leasing instead of buying.

As tax reform giveth, it also tak-
eth away. Sale of tax-sheltered invest-
ments to private individuals is no longer
permissible. In its fiscal year that ended
in February 1986, CIS relied on tax-shel-
tered investments to individuals for 8%
of the capital it raised. Since then, CIS
has sought out other funding sources,
including $36 million from an offering of
convertible debentures and another $15
million in a private placement with an
insurance company. .

CIS president and ceo Harry
Goetzmann Jr. expects the new tax law
to bring about a wave of consolidation -
among medium-sized computer leasing
companies. CIS, however, is gearing up
for big growth. The company expects to
double its direct sales force to about
120 during 1987.
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NOKIA CORP.

P.O. Box 780

SF-00101 Helsinki, Finland

(35-8) 05671

With local strikes hurting sales in the
domestic market, Finland’s largest pub-
licly traded company worked hard to de-
velop its export business last year.
Sales for the entire Nokia Group rose
9%, to Fmk12 billion ($2.4 billion), with
the contribution of Nokia Information {
Systems (NIS) rising to Fmk1.4 billion
($273 million). '

Export sales accounted for 60%
of the corporate total, with NIS perform-
ing particularly well in Scandinavia and
West Germany. Net corporate income
for the year rose 20% to Fmk674 mil-
lion ($132.9 million), chiefly the result
of profits within Nokia’s electronics sec-
tor. Nokia’s other major divisions (cable
and machinery; paper, power, and
chemicals; rubber and plastics) all suf-
fered drops in operating profits.
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The company moved away from
| its traditional forestry business toward
increased emphasis on electronics. NIS
sold its service bureau and made moves
into- new communications markets. It
set up the Matra Nokia Radiomobiles
cellular telephone venture in France and
took a major contract in China. Nokia's
Salora-Luxor oem division, which sup-
plies vdts and videotex terminals, fared
less well.

Nokia spent the equivalent of
17% of its data processing sales reve-
nue on dp R&D last year, with part of the
money coming from shares targeted at
foreign investors. -

UNITED LEASING PLC
Welbeck St.
London W1M 7PF, England
(44-1) 935-7104
The British computer leasing company,
United Leasing, squeezed onto the
DATAMATION 100 in 1986 for the first
time, with dp revenues of £182 million
($267.6 million). It will be the only time
the company, as such, makes the list.
Early this year, United was acquired by
Inspectorate EaE Group Ltd., a UK.
subsidiary of a Swiss company called In-
spectorate International SA, which has
its own computer leasing operations in
Europe and the U.S.

~ United, which was founded in
1972, has 250 employees and operates
in the major European markets and in
the U.S. In 1986, it maintained its dp
revenues despite divestment of its
microcomputer systems company Unit-
ed Business Systems, which was
bought by U.K.-based Micro Business
Systems plc. United Business Systems
had contributed around £20 million to
United’s 1985 dp revenues.

Most of United’s 1986 revenues,
however, came from mainframe leasing,
particularly IBM 3090 machines. By the
end of September of last year, United’s
chairman Parry Mitchell claimed to have
signed 60 contracts for the 3090
systems ‘

The company d1d well outside
the U.K,, too. Its U.S. subsidiary Uni-
lease Computer Corp., helped by the

and was ranked as the third-largest in-
dependent IBM computer leasing compa-
ny in the U.S. United’s French and West
German subsidiaries, though smaller,
also showed healthy growth rates. The
West German operation “grew dramati-

changing U.S. tax laws, performed well -
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cally last year,” claims a company
spokeswoman. Now, the whole United
operation will become part of Inspector-
ate, which is aiming to merge all its leas-
ing operations in Europe and the U.S.
While the merger will see the end of the
old United Leasing, it will create an
even bigger force in the world leasing
market.
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COMPUTER ASSOCIA'I'ES INTL.
711 Stewart Ave.

Garden City, NY 11530-4787

(516) 227-3300

An aggressive acquisition program has
helped this software company nearly
double its revenues every year since
1983. Last year was an especially busy
one as the company bought ‘Integrated
Software Systems Corp. (ISSCO), a
$40 million graphics software company;
Software International, which sells fi-
nancial applications software for IBM
and Digital Equipment Corp. computers;
and the Mega Group, which sells Mega-
calc, a spreadsheet package for main-
frame- computers. ISSCO  brings
Computer Associates into the graphics
software business. Software Interna-
tional’s Masterpiece financial manage-
ment products will be integrated with
Computer Associates’ Advanced Busi-
ness Software products, and the Mega-
calc product will be combined with the
company’s microcomputer spreadsheet
product called SuperCalc 4.

These recent acquisitions are-in
addition to a half dozen others Comput-
er Associates has made in the last three
years in its stated goal to provide “all of
the software needs of clients.” Its cli-
ents are big companies, users of IBM and
compatible mainframe computers and
minis and micros.

Its revenues of $264.9 million
last year were up 55% from 1985's
$170.4 million; earnings soared 81% to
$30.5 million. These figures, the compa-
ny notes, included fourth-quarter re-
sults of 1SSCO, Software International,
and the Mega Group.

.Computer Associates, formed in
1976, was a latecomer to the business
of being an independent developer and
supplier of IBM systems software.
Through the acquisitions and some in-
ternal development, it became a suppli-
er of applications software as well.

The company reported spending
$34.7 million on new product develop-
ment in 1986, about 13% of revenues.

NOMURA COMPUTER SYS'I'EMS

CO. LTD.

4-29 Yotsuya

Shinjuku-ku, Tokyo 160, Japan

(81-3) 352-8211

Nomura Computer Systems Co. Ltd.’s
problem in 1986 was that it “grew too
fast” to keep things running smoothly.
No matter, though: a 23% jump in reve-

| nues to ¥44.4 billion ($263 million),

along with the 30% rise in the value of
the yen itself, made Nomura the first
Japanese dp services company to make
it onto the DATAMATION 100.

Nomura Computer = Systems
(NCC) is the former computer division of
Nomura Securities, one of Japan’s big
securities firms. It became independent
in January 1966, and still earns 40% of
its revenues from Nomura group com-
panies, which own 5% of its stock.

Around 65% of NCC’s revenues
come from what the company simply
calls “operations,” centered around the
NCC VAN (value-added network), which
serves almost 5,000 customers via
40,000 terminals throughout Japan and
handles as many as 12 million transac-
tions daily. The VAN actually includes
about 10 different networks, the largest
of which, with 8,000 terminals, is used
by the Ito-Yokado department store
chain. Another is an information ex-
change system that connects 1,500 re-
tailers, distributors, and manufacturers
of general consumer goods, and handles
ordering, account settlement, invoicing,
and shipping information.

For the financial industry, NCC
has a joint on-line securities information
and transaction processing system
called STAR-II. The largest such system
in Japan, it is used by 37 major firms,
including 12 of the 24 foreign companies
in town, and handles 30% of the transac-
tions on the Tokyo Stock Exchange, ac-
cording to NCC. The system, along with
the company, is also in the process of
going international. An English language
version with multicurrency and interna-
tional networking capabilities, called I-

-STAR, has been developed.

In October, NCC opened a U.S.
subsidiary, NCC-America, to establish a
computer center at the Staten Island
teleport in New York. That center will
be linked to the system in Japan, and to
the NCC-Europe center to be established
later, providing an international net-
work. The main target is Japanese secu-
rities firms moving overseas.
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What Can Give You

the Expertise of a
- DASD Consultant?

DASDMON, the DASD - With today’s sophisti-
performance tuning tool for cated DASD configurations
MVS and MVS/XA environ- and increased online trans-

- ments is like having your action processing, tuning
very own DASD consultant  analysts need a real-time
on site, 24 hours a day. tool to analyze DASD

performance problems.
That tool is DASDMON.

Let DASDMON eliminate your frustrations.
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So why let poor DASD
performance affect online
response time, or why
spend valuable time locating
problems hidden within your
DASD subsystem? Install
DASDMON and within an
hour start eliminating your
frustrations.
® Provide Cache hit

statistics and read/write

ratios for your active data
sets and jobs

-® Monitor DASD perform-

ance automatically based
on response objectives
set by you

¢ Identify the specific cause

" of each response problem

* Automatically collect job
and data set performance
data when there is a
problem

* Make recommendations to
solve specific problems

¢ Support reorganization
utilities that implement
the recommended action

For more information on
DASDMON, or to arrange
for a free 30-day trial,
call today.

DUQUESNE
SYSTEMS

800-323-2600
412-323-2600 Inside PA



PARADYNE CORP.

8550 Ulmerton Rd.

Largo, FL 34294-2826

(813) 530-2000

This manufacturer of data communica-
tions equipment suffered through a year
of deepening financial losses and con-
tinuing legal troubles related to a con-
troversial 1981 contract with the Social
Security Administration. (The legal is-
sues arose from the firm’s allegedly rep-
resenting another company’s gear as its
own in order to win a $115 million So-
cial Security contract.)

By March 1987, however, Para-
dyne had apparently settled its legal
problems with the government by
pleading guilty to one charge of conspir-
acy and by ousting Robert S. Wiggins as
president and chief executive officer.
His successor is Jerry Kendall, the for-
mer executive vice president and chief
operating officer who has been with the
company for many years. In return for
the guilty plea, the government dropped
bribery and perjury charges against Par-
adyne, freeing it to reenter the federal
contract arena. In addition to paying
fines and costs of $1.2 million, Paradyne
settled a shareholders’ suit with a.pay-
ment of $8.1 million.

The fines and settlements con-
tributed to losses for the year totaling
$38.5 million. Total revenues were
$261.1 million. Comparable figures for
1985 were a loss of $31.2 million on rev-
enues of $252 million. Despite first
quarter 1987 losses, the company said it
was ‘“‘optimistic” about this year’s
prospects.

Paradyne attributed the poor re-
sults to a slow economy, ‘“‘continuing
softness” in the datacom market, and its
protracted legal battles. Profit margins,
it said, were adversely affected by high
costs owing to low shipment volumes,
an $8.3 million write-off of obsolete in-
ventory, product design changes, and
legal fees. The company cut its payroll
by 8% in an effort to cut costs.

The firm’s product line includes
dial-up and leased-line modems, packet
switching equipment, terminals, multi-
plexors for T1 and slower lines, and
data encryption devices. It also assem-
bles circuit boards for other manufactur-
ers. New products introduced last year
included the Model 3210 network per-
formance management system, numer-
ous modems and multiplexors, and a
data network offering called NetCare.
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MICROSOFT CORP.
16011 N.E. 36th Way
Redmond, WA 98073-9717
(206) 832-8080

It was a year of significant milestones
for Microsoft Corp. The company that
doubled its sales and earnings two years
in a row after its MS/DOS operating sys-
tem was chosen in 1981 for IBM’s first
personal computer took these big steps
in 1986: it went public, raising $45 mil-
lion; moved its corporate offices to a
29-acre campus in Redmond, Wash.; fi-
nally brought out its Windows operating
environment; and became the second
microcomputer software concern be-
hind Lotus Development Corp. to make
the DATAMATION 100.

Microsoft’s $260.2 million of
revenues in 1986 soared 60% over
1985’s $162.6 million. Equally pleasing
were its $57.6 million earnings. (Esti-
mates for its current fiscal year, ending
June 30, are for revenues to exceed
$300 million and for earnings to in-
crease to $70 million.) Over 40% of Mi-
crosoft’s business is outside the U.S.

Microsoft was formed in 1975 as
a partnership by William H. Gates, now
chairman and ceo, and Paul G. Allen,
who has left the company to establish a
new software company. It sells some 40

. software products: three operating sys-

tems and six categories of applications
software. It is best known for MS/DOS,
the operating system it designed in
1981 that is now running on over 4 mil-
lion 1BM PCs and compatibles. Its Unix-
based operating system, Xenix, accom-
modates  transaction-oriented  data
processing on micros.

Its Excel spreadsheet software
for the Macintosh computer is consid-
ered by Lotus’s R&D people to be a legit-
imate competitor to 1-2-3. Microsoft is
now developing a version of Excel for
IBM’s new line of PCs. But because IBM
is building Microsoft’s Windows into its
new Personal System/2 microcomputer
line announced this spring, it is with that
product that the company is expected to
have the most success. , .

Windows, which allows users to
run several programs simultaneously
and provides drop-down menus, icons,
and mixed text and graphics, makes it
much easier to use micros. With IBM
adopting Windows, clone makers will be
forced to offer the same capability; that
is, they will have to buy licenses from
Microsoft to use Windows.

3Mm
3M Center

St. Paul, MN 55144-1000

(612) 733-1110

3M is having a tough time competing in
information technology markets, but the
giant multinational is sticking to the
fight. Dp revenues dropped nearly 14%
in 1986 to $255 million, following a lack-
luster 1985 in which dp revenues hit
$295.4 million.

Even though that is an infinitesi-
mal part of last year’s $8.6 billion in total
revenue, 3M considers computer tech-
nology to be a big factor in achieving its

-stated goal of 10% annual growth in
earnings. In recent years, the goal has
been consistently missed.

Dp losses stem from intense
price competition in the magnetic media
field with Japanese giants such as Sony
and TDK. While figures aren’t available
from 3M, analysts say the company’s
videotape and floppy disk operations
have lost tens of millions of dollars in
price-cutting wars with the Japanese.
These analysts add that 3M will stay
with the magnetic media business,
which has grown rapidly in recent
years. Some years ago, 3M dropped its
audiotape line because of Japanese com-
petition, and two years ago it bowed to
the Japanese in the copying machine
market when it formed a joint venture
with Harris Corp. to make copiers and
facsimile machines. .

Its Information Systems & Data
Processing group, on the other hand,
foresees a bright future with its sys-
tems for storing, retrieving, and distrib-
uting documents. 3M plans to introduce
electronic document management sys-
tems, software, plain-paper reader/
printers, and a film plotter that in-
creases productivity in computer aided
design.

Allan J. Huber, head of the Elec-
tronic & Information Technologies
group, says dp R&D spending is increas-
ing every year. Across the company,
3M last year spent $564 million, or 6.6%
of sales, on R&D, an increase of 11%
over the year before. The company also

-has 100 research agreements with 50
universities around the world, with gov-
ernment laboratories, and with other
companies through strategic alliances.
3M says it made major advances |
in optical disk research last year. It is
believed to have invested $100 million

to develop and manufacture prototypes
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er hasnever

sonal Computer AT-with the touch
of a switch. A new lineup of graphics
monitors lets you choose exactly
the display capability you need.
Combine the WYSEpc 286
with the WY-530 monochrome or
WY-630 color monitor and get
outstanding performance. For

The WYSEpc 286.

Now you can get higher speed and
higher resolution, together in
extremely high style.

The WYSEpc 286 goes from
1 “normal” speed to full 10 MHz
throttle —25% faster than a Per-

Layer ® Ortho Ssay ECUACE )

looked this good.

enhanced color graphics, move up
to the WY-640 EGA monitor. Or,
bring CAD and desktop publlshmg
applications into better focus,
price-Wyse and pixel-Wyse, with
the new WY-700 high resolution
graphics display as shown at left.

With the new WYSEpc 286,
you can also choose the keyboard
that’s the best fit: either the
standard AT-style, or the IBM
Enhanced PC keyboard. And you
get the complete compatibility you
should expect in every other way,
including more than 350 tested off-
the-shelf software packages.

Up to 80 Mb of disk storage
and eight expansion slots give
you everything you need for the
most demanding single-user appli-
cations, or to anchor the most
effective, economical multi-user
systems.

And behind this 1ncred1ble
display of power and versatility is
a company that ships more termi-
nals than anybody but IBM*

Write Wyse Technology,
Attn: Marcom Dept. 286, 3571 N.
First Street, San Jose, CA 95134.
Or call toll-free, today, for more
information.

Call 1-800-GET-WYSE

WYSE

YOU NEVER REGRET A WYSE DECISION.

WYSE isa regxsiered tmdemark of yse Téchnolagy WY pc 286, WY- 640
WY-530, WY-630, WY-700 and the “V” shaped destgn are trademarks of Wyse
Technology. IBM and Personal Computer AT are trademarks of International
Business Machines Corporation. © 1986 Wyse nchnnlog "Dm‘aquest 1985
terminal shipment update.
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of 5%-inch and 12-inch optical disks. By
1990, 3M predicts, there will be a $1 bil-
lion market, growing 30% a year after
that. Huber says he expects 3M to cap-
ture 35% to 40% of that market, “and in
some segments more than that.” The
company is said to have at least a year’s
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EASTMAN KODAK CO.
343 State St.

Rochester, NY 14650

(716) 724-4000

Although it called the free world econo-
my “sluggish,” Eastman Kodak record-
ed a 9% increase in worldwide sales last
year to $11.5 billion and a 12.6% rise in
earnings to $374 million. (Earnings the
previous year were affected by a $494
million write-off when the company was
forced out of the instant photography
business after lengthy litigation with Po-
laroid Corp.) The year was one of re-
structuring for Kodak: budgets' across
the company were slashed by 5% and
7,500 employees (6%) were cut from
the payroll.

DATAMATION estimates Kodak’s
dp sales—including its electronic pub-
lishing business, mass storage products,
and Atex Inc.—were $250 million in
1986, up 19% over 1985. The increase
was primarily due to the acquisition of
Eikonix and increased sales of KEEPS,
(Kodak Electronic Publishing System).

In 1986, Kodak introduced an in-
formation storage and retrieval system
that can access documents stored in op-
tical disk drives or on microfilm, called
KIMS (Kodak Image Management Sys-
tem). It makes use of 12- and 14-inch
disks, Digital Equipment Corp. comput-
ers, and Hitachi Ltd. optical drives.
Prices range from $150,000 to
$700,000.

The company stepped up its op-
tical disk offerings with the 6800 model
of 14-inch optical storage disk. Kodak
said the disk can store three to four
times as much information as a 12-inch
disk. Full-scale production of the 14-
inch disks will begin early next year.

Kodak's Atex, of Bedford,
Mass., is a supplier of computer-based
editing and production equipment to
newspapers and magazines. It was com-
bined with the recently acquired Ei-
konix Corp. into the new Electronic
Pre-Press Systems Division. Eikonix
makes a digital color editing and separa-
tion system. Atex has had little revenue
growth over the years and is believed to

The
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be losing money. Kodak’s other data
processing operation, Verbatim, a mag-
netic disk manufacturer acquired three
years ago, was moved to North Carolina
from California.
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EMHART CORP.
426 Colt Hwy.
Farmington, CT 06032
(203) 678-3000

Emhart Corp., a $2 billion diversified
manufacturer of industrial and consum-
er products, entered the computer busi-
ness last December when it acquired
Planning Research Corp. (PRC) of
McLean, Va. The 33-year-old computer-
based service company reported data
processing-related sales of $248.5 mil-
lion in 1986, an increase of 22% over
the prior year. But divestitures and
heavy expenditures for new product de-
velopment weakened the company’s
earnings. It was about to report a
$2 million loss when it was acquired by
Embhart early in December. ‘

It was the 22% figure that at-
tracted Emhart, whose growth rate has
paralleled that of the gross national
product, or about 2% in recent years.
Last year, Emhart wrote down $150 mil-
lion to streamline its operation and then
paid out about $210 million for Planning
Research, a company that despite its re-
cent fast growth, has, according to its
former chairman and ceo John Toups,
“lacked the long-term financial stability
[of Emhart].” Toups retired in February
to join the Emhart board. He was suc-
ceeded as head of PRC by Wayne Shel-
ton, a 24-year PRC employee.

In July, Shelton put the compa-
ny’s lagging civil engineering group up
for sale, taking a $13.4 million loss. It
developed a new generation of products
for its realty systems group at a cost of
$3.4 million, paying the bill from the
earnings of its Business Information
Systems operation. PRC’s two other op-
erating groups—Government Informa-
tion Systems and System Services—
were each doing well, winning between
them nearly $202 million in new
contracts. ‘

Essentially a conglomerate of
about two dozen subsidiaries and part-
nerships providing computer-based ser-
vices and software development, PRC
has always maintained a high R&D bud-
get. The $1 million it spent in fiscal year
1986 represented a 67% increase over
the previous year. It also invested $4.6

.market niches, all associated with data

million in developing and upgrading
products, an increase of nearly 75%
over the year before.

RECOGNITION EQUIPMENT INC.
2701 E. Grauwyler Rd.

Irving, TX 75061
(214) 579-6000

This 25-year-old company has pros-
pered mightily through the current dp
industry slump by identifying a series of

capture, and by bringing a potent blend
of technical and marketing expertise to
bear. Spurred by a growing demand for
optical scanning equipment, Recogni-
tion Equipment Inc.’s net profits soared
some 163% to $11.3 million and sales
jumped 51% to $246.6 million over the
calendar year.

Over the past three years, the
company has more than doubled its size
through acquisitions, a changing prod-
uct mix, and an increased customer ser-
vice orientation. REI's strategy has been
to buy an installed base, both as pros-
pects for a broadening product range in-
creasingly: based on an open Unix
architecture, and for the lucrative ongo-
ing service business. One very large
customer, the Federal Reserve, for ex-
ample, pays some $400,000 a month for
maintenance of its currency processing
systems, according to one REI insider.

REI's maintenance and repair busi-
ness grew 66% to $115 million—almost
half the company’s total revenue. Dur-
ing the year, as part of an internal pro-
gram known as Redirect, the Field
Engineering Division was renamed Cus-
tomer Service and given a much broad-
er mission, including the selling of
supplies, contract programming, and a
myriad of other hand-holding services—
all as part of a “partnership” drive with
the customer base.

Recognition has enjoyed a ten-
fold increase in its customer count over
the past three years, most notably
through the acquisition in late 1985 of
five European marketing subsidiaries of
Mohawk Data Sciences. These opera-
tions in Belgium, Denmark, France,
Sweden, and West Germany became
profitable in 1986 and helped boost Eu-
ropean sales to 38% of the total at the
end of the company’s fiscal year (late
October). REI also beefed up its Far East
operation, and successes in Australia
and Japan helped raise Asian revenue to
8% of the total, from 2% in 1985.
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'ﬁ'&aese mexpenswe PCs a are runnmg ihe same RPG Ii sofiwure as
expensive System/36s & System/34s. They have all the
mmpnﬂers and attendant modules to replicate the RPG Il

| mmacompuier environment.

They are not minicomputers, and they are
nof necessarily connected to minicomputers.
They are stand-alone PCs and PC networks
running BABY/36® and BABY/34®, software
packages that make a personal computer
think it’s an [BM System/3x minicomputer.

HARDWARE & SOFTWARE COSTS:.
M S'{SIEMS YS BAB e

RPG Il WITHOUT THE EXPENSE
OF A SYSTEM/3x.

More than 13,000 BABY/36 and BABY/34
Software packages have been installed on
IBM-compatible PCs and PC networks from
IBM and Novell. Users all over the world

have discovered that they can still run their
RPG I software without the expense of a

System/3x. They don’t need to spend the

time and money rewriting in a PC language.

Plus, they have gained ready-access to the
more than 4,000 RPG I business
applications presently on the market.

SUPPORT REMOTE SITES
AND OFF-LINE DEVELOPMENT.

Others are using the PC and BABY/36 or
BABY/34 combination to virtually eliminate
on-line processing and communication costs
at remote sites. Some are doing all of their
software development on PCs, to free their
minicomputers for production work. And still

Now éupburling IBM’s Personal System/z
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others are using this combination as an
entry point into RPG Il programming, then
upgrading to a minicomputer or PC network
as their needs grow.

Now you know just a few of the benefits
you will realize when your PC starts thinking
like a minicomputer. Call California Softwure
Produds, Inc. for further

details about BABY/
36 and BABY/34
Software. We'll
make your PC
think like a
System/3x.

Distributor inquiries welcome.

© 1987 Colifornia Software Products, nc. BABY/36 and BABYI34 are registered
rademarks of California Software Products, Inc. IBM, System/36 and System/34 ore
registered trademarks of Internctional Business Machines Corporation. Nuvell isa
registered trademark of Novell, Inc.

525 North Cabrillo Park Drive
Santa Ana, California 92701

CALIFORNIA 714/973-0440 - Tlx 685645

SOFTWARE California Software Produds, Ltd.
2 Shirley Lodge, 470 London Road

PRODUCTS, INC. Slough, Berkshire SL3 80Y

0753 41278 - TLX 847185
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New PowerHouse versions for Digital
and Data General |

The latest versions of the PowerHouse development
language on Digital Equipment’s VAX and Data General'’s
ECLIPSE MV computers solve many of the problems
associated with adopting a relational DBMS. Because
PowerHouse supports both vendors’ relational databases
and dominant file systems, you're guaranteed integration,
compatibility and performance, and ‘production’
development power.

Integrate new applications with
existing data

New applications built in a third party relational DBMS
won't necessarily integrate with your existing data.
Because PowerHouse supports Rdb/VMS and VAX
RMS, and DG/SQL, INFOS 1I, ISAM, DBAM and
AOS/VS, you're free to build new applications on a
relational database and integrate them with your existing

ones. That means you're not locked-in’ to a proprietary
relational DBMS and ‘locked-out’ of your existing data.

PowerHouse provides comparibility
and performance |

Implementing relational technology can present
compatibility and performance problems. Not with
PowerHouse — it's tightly integrated with Digital's and
DG's databases and operating systems to guarantee you

THE
RELATIONAL
PROBLEM
JUST GOT
SOLVED

PowerHouse® brings solutions

to typical relational
DBMS problems

exceptional 4GL/DBMS performance. You enjoy the

combination of a fast-execution language and databases
optimized by your computer manufacturer. And wherever
they take their hardware and software — your applications
and data will go too.

Development power for production’
applications

PowerHouse gives you total development capability in one
language, and not a collection of weak DBMS utilities
and interfaces. Regardless of which database you're using,
PowerHouse gives you advanced, dictionary-driven

development power to prototype and build ‘production’
commercial applications. :

And Cognos has-a full-service organization to back you
up. For more information, call toll-free, 1-800-4-COGNOS.
In Canada, call 1-613-738-1440. In the U.K., call +44 344
486668. Or call on any of our 40 Cognos offices around
the world and find out why 7,000 customer sites use
PowerHouse. '

(- DNIAE
VAN

Cognos Corporation, 2 Corporate Place, I-95, Peabody, Massachusetts 01960.
PowerHouise is a registered trademark of Cognos Incorporated.

Rdb, RMS, VAX and VMS are registered trademarks of

Digital Equipment Corporation. ‘ :

ECLIPSE, MV, DG/SQL, INFOS, ISAM, DBAM and AOS/VS are registered
trademarks of Data General Corporation.
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OFF-LINE

IBM’'S PERSONAL SYSTEM/2 provides users
with graphics capabilities far superior to
those available on its previous PCs. With the
PS/2, users can display up to 256 colors si-
multaneously from a palette of more than
256,000 colors; monochrome graphics allow
up to 64 shades of gray. In order to accom-
modate such a broad spectrum of colors, IBM
incorporated a specially designed Inmos chip
that provides the hues without significantly
increasing memory.

The INM G171 color lookup table (CLUT),
as the chip is called, is part of a family of
chips that U.K.-based Inmos introduced to
the market in 1984. The G170 was the first
CLUT that Inmos produced, and it caught the
eye of Big Blue, among other computer man-
ufacturers, in mid-1984. According to Peter
Cavill, Inmos’s director of technology, IBM
came to [nmos then and requested some
“‘minor changes"' in the product. IBM cov-
ered the engineering costs involved in the re-
design process and the new chip, the G171,
is incorporated into the PS/2 architecture.
The G171 was sold only to IBM until the PS/
2 was announced, but it's now available to
other manufacturers. Inmos says the chip re-
quires only 1 watt of power and allows com-
puter manufacturers to incorporate fewer
components into their designs. Says Cavill,
‘‘We provide a cost-effective way of getting
high-resolution graphics.” A lot of 1,000
G171sis priced at $42.85.

Cavill adds that through IBM's input into
the G171 design, Inmos has expanded its
CLUT offering. The family now includes sev-
en chips, providing color graphics for appli-
cations ranging from desktop publishing to
solids modeling. An eighth CLUT, the G180,
will be available in the fourth quarter, says
Cavill. It will combine on one chip the graph-
ics capabilities, a screen refresh controller,
and a timing generator.

IBM’s scientists have also been hard at
work on chip-related technology. They re-
cently revealed a technique for spray paint-
ing superconductor material onto computer
chips. Plasma spraying, as the technique is
called, is inexpensive and can be done as
simply and rapidly as spray painting a car,
says IBM. It claims to have fabricated thin
lines on ceramic chips and to have coated
tiny holes in them. Strung together, many of
these chips could form the basis for a small,
powerful computer, which would operate
without electrical resistance.

Real Time

Texas Instruments

Fills in a Gap

Adds midrange computer to System 1000 Series - |

of multiuser systems.

BY THERESA BARRY

Texas Instruments has completed its
System 1000 line of multiuser computer
systems with the midrange System
1300. It supports up to 32 users, while
the low-end System 1100 supports up to
16 users and the high-end 1500 supports
125 users. The 1300 is based on Intel’s
20MHz 80386 processor, and TI claims
it’s the first truly multiuser implementa-
tion of that chip. Software development
units of the System 1300 will begin ship-
ping third quarter, and the system will
ship fourth quarter.

The System 1300, like all System
1000 machines, uses the T System V op-
erating system, which complies with
AT&T’s System V Interface Definition.
All System 1000 systems are source
code compatible. The 80386 processor
has a 32-bit-wide memory bus, 16KB of
cache memory, and features error-cor-
recting code (ECC) memory with caching.
The standard 4MB of RAM is expandable
to 15MB in 1MB increments. An 80387
math coprocessor is optional. An SCSI
interface allows connection of internal
and external mass storage devices.

Two models of the System 1300

Texas Instruments’ midrange System 1300
supports up to 32 users.

are being offered. The Model 1325 has
180MB of internal disk storage, and the
Model 1350 has 360MB. Additional
180MB Winchester drives canbe added in
mass storage enclosures for up to 2.1GB
- of storage. A 60MB cartridge tape backup
is standard with both, and it’s the same as
that used in the rest of the Series 1000
machines. Sixteen ports are standard
with the System 1300, and additional '
multiplexors can be added for expansion
of up to 32 terminals.
A basic System 1300, with 4MB
ECC RAM, a floppy disk drive, a Winches-
ter disk drive with a 60MB cartridge tape
backup, 16 ports, and a TI Model 924 ter-
minal, will be priced between $25,000
and $34,000. An upgrade kit that con-
verts the System 1100 into a System
1300 will be between $9,000 and
$13,000. T1will buy back used parts when -
a user upgrades.

TI has targeted the health care,
automotive, and banking industries as
key vertical markets for the System
1300. TEXAS INSTRUMENTS INC., Data
Systems Group, Dallas. CIRCLE 250

Midrange Mainframe
Honeywell Bull's new systems
available in five models.

Honeywell Bull's Dps 7000 line of medi-
um-scale mainframes offers an upward
migration path from the DPS 7 line. The
new systems are claimed to offer greater
functionality and more than twice the
price/performance.

The new machines come in five |-
models, the 10, 20, 30, 40, and 50, and -
support a maximum of 600 terminals in
office, transaction processing, and simi-
lar applications. The machines are
claimed to handle up to 52,000 transac-
tions per hour, as measured with the TP1
benchmark. Like their predecessors,
they use the GCOS 7 operating system
and fit into Honeywell Bull’s Distributed
Systems Architecture. :
- HB’s initial target application areas
are hospital and manufacturing manage-
ment, for which vertical software pack- .
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ages have been prepared. Based on cus-
tom VLSI semiconductors, the DPS 7000
systems use a 32-bit, virtual memory ar-

chitecture. Software tools include
Honeywell Bull’s 1Ds/11 database manag-
er; Oracle, an RDBMS; the Mantis and 1QS
fourth generation languages; and numer-
ous programming language compilers.
First shipments will be made in the
U.S. in August. Prices typically range
from $127,000 for an 8MB Model 10 with
peripherals to $1.2 million for a 16MB
Model 50. GCOS 7 license fees range be-
tween $25,500 and $66,600. HONEYWELL
BULL INC., Billerica, Mass. CIRCLE 251

Superminis
Prime unveils high-end system
plus a dual-processor version.

The new 6350 system from Prime is said
to execute at 11.8MiIPS, which is 100%
more powerful than the 995511 high-end
Prime system preceding it. The 6550
systemis a dual-processor version of the
6350, which incorporates two tightly
coupled processors. Both computers are
fully compatible with 50 Series systems,
says Prime, all of which run its propri-
etary Primos operating system.

" The systems are targeted for com-
puter-intensive environments and gen-
eral purpose business application envi-
ronments usually served by mainframes.

Both the 6350 and 6550 are de-
signed to support up to 960 users simul-
taneously, a threefold increase over the
9955II. The 6350’s features include a ca-
pacity for up to 64MB of main memory,
and an 1/0 subsystem designed to sup-

Real Time

port up to 64 disk drives, each with
770MB of storage. The 1/0 bandwidth is

" 24MBps. In the 6550, each cpu can per-

form1/0 over its own dedicated bus, for a
total speed of 48MBps.

Initial shipments of the 6350 Wlll
have 255 interactive processes, 16 disks,
and 32MB of main memory—the levels
currently supported by Primos—to al-
low users to upgrade to a 6350 or 6550
without changing their operating sys-
tem. Full-feature support will be in future
revisions of Primos, says Prime, with the
first two revisions coming by mid-July.

A 6350, typically configured with
the cpu and system cabinet, 32MB of main
memory, three 770MB disk drives, tri-
density GCR tape drive, and color con-
sole, costs $619,400. This system is
available now worldwide.

A 6550, similarly configured, is
priced from $804,000 to $920,000. The
6550 can be ordered now for fourth-quar-
ter delivery. PRIME COMPUTER INC., Na-
tick, Mass. CIRCLE 252

Minicomputers
Wang’s new minis geared toward
security-oriented environments.

The vs 5T and vs 6T are two new 32-bit
minis from Wang that fit into its Tempest
systems product line. They are software-
and peripheral-compatible with all vs
systems and can be configured as stand-
alone processors and as end-node sys-
tems in large distributed networks.
The vs 5T cpu supports up to eight
users and 16 peripherals, and includes
the VS operating system, 1MB of main
memory, a 5%-inch, 1.2MB diskette
drive, 170 controllers, and facilities for at-
taching up to 1.7GB of external disk stor-
age and four data communications lines.
Optionsinclude an additional 1MB of main
memory and support for up to eight disk
drives per system, including 75MB and
288MB removable drives. The vS 6T cpu
supports up to 16 users and 24 peripher-
als, and includes 16KB of cache memory.
Options include a main memory increase
to 4MB and support for up to eight disk
drives. Both systems are housed in the
same chassis, allowing for upgrade.
Wang claims the average instruction
time is 480nsec for the 5T and 200nsec
for the 6T. Security features include fully
removable storage media and volatile
memory, and further provisions are
made within the operating system to en-
sure log-on and password restrictions
are met. Wang says it will continue to en-

hance the VS operating system according
to National Computer Security Center
guidelines.

The vs 5T is priced at $13,500 and
vs 6T is $21,500. WANG LABORATORIES
INC., Lowell, Mass. CIRCLE 253

Color Workstation
Decision Data rolls out System
3/X-compatible workstation.

The 3497-41 high-resolution color work-
station, compatible with IBM System
3/X, features a system-addressable par-
allel printer port suitable for low-cost pc
graphics printers. The system consists
of a seven-color, 14-inch monitor; either
a 102- or 122-key keyboard and a small
logic unit.

The color monitor features 9-by-16
pixel characters on a 14-inch diagonal,
80-character by 24-line tilt-and-swivel
screen. Emulation for 3179 or 5292 ter-
minals is user selectable from an on-
screenmenu. The logic unitis drivenby a
cartridge inserted into the unit. The car-
tridge can be swapped for another to up-
grade the workstation.

The 3497 Color Workstation is
$1,625 with the 102-key keyboard,
and the system is available now. DECI-
SION DATA COMPUTER CORP., Horsham,
Pa. CIRCLE 257

PCLAN

Grapevine is for small to midsize
work groups.

Grapevine is a local area network that
transmits data at 3.6Mbps and can link up
to 50 IBM PCs or compatibles without re-
quiring a dedicated- file server, claims
Computer Pathways, the manufacturer.

Grapevine remains resident in the
RAM of each user’s pc. It consumes less
than 128KB of memory, and can commu-
nicate as far as 4,000 feet over coaxial ca-
ble or-twisted-pair wire. With the LAN,
users can change printers, send electron-
ic mail, or transfer files from within an ap-
plication. Pull-down menus provide the
means for doing this. Computer Path-
ways has also. developed a proprietary
real-time, multitasking operating system
to achieve fhis.

Toinstall Grapevine, one add-in cir-
cuit board is installed in each pc and soft-
ware is loaded in each station. Grapevme
is $595 per station, not including wiring
or cabling. It can use standard tv/VCR
cable. COMPUTER PATHWAYS, Bothell,
Wash. CIRCLE 258
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HE first time Tom Leffler and
his team from Unisys met
with Home Shopping Network
they recognized a big idea whose
time had come.
The idea was to start up a
national cable TV channel to retail
, products directly to consumers.
People would pick up the phone and
| order anything from garden hoses to
diamond rings, right from their easy
chairs, any time, night or day.
At the

core of thé

‘idea, a

computer system. A system that
could satisfy their immediate needs,
but could also grow, and fast. There
would be no time for software
conversions. And, if that system
wasn't in place on time, that window
of opportunity would slam shut. -
“We started working with HSN in

April 1985. They were scheduled to go '

national on July 1, 1985. There were
three months to rewrite an applica-
tion, build a computer room and get
on-line with a national system.”
Working with the LINC

productivity tool and nine Unisys

were partof it

Tom Leffler; Marketing Manager, Unisys.

professionals, HSN had a working
application in 90 days. In the next 18
months, theyd grown from zero
revenue to almost $700 million. ‘And
theyd grown from our smallest |
mainframe to our largest computers.
It’s been incredible.”

“But, you know what really won
us the business: Unisys’
entrepreneurial attitude and a
willingness to get things done. We
accepted our challenge to be a part of
the whole plan.”

Unisys and distributipn. The

power of 2

“Awhole new
Industry was
created and we

yy
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ALL OF THE TOP COMPUTER MAKERS ALREADY KNOW—

THE DIFFERENCE BETWEEN HAVING
AN EXIDE ELECTRONICS UPS AND NOT
HAVING ITIS LIKE DAYAND NIGHT.

Each of the top 10 computer manufac-
turers uses Exide Electronics Uninter- - L
ruptible Power Supplies for their power
Erot;ectlon: Because they know that not
aving Exide Electronics’ quality of
protection can leave their computers in
thedark. = -

Reliability is the biggest reason
for choosing Exide Electronics—because
you want to know that your UPS will
work before you need it to work. But
that’s not the only reason.

- Just look at our Series 1000...

- from 3 kVA to 10 kVA, no other manufac-
turer can pack this much power protec-
tion into such a small package. In fact,
there are thousands of Series 1000 UPS’s
already installed. You can choose from
six different capacities, with multiple
voltage options and receptacles. And

-, eachmodelis
aboutthesize

These
distinguish-
Series 1000 » AN features
Power aystems  are theresult
of more than

‘ . twenty years of power
protection leadership. And a commit-
ment to making sure that our products
are exactly what we say they are.
Uninterruptible Power Supplies.

If you want a UPS you can really
depend on, buy it from the company you
canreally depend on. Exide Electronics.
Callustodayat 1/800/554-3448.InNorth
Carolina,call 1/800/5654-3449.

€XIDE £LECTRONICS B S
_ ,

PO. Box 58189, Raleigh, NC 27658, 919/872-3020, TLX 289968
In Canada, 5200 Dixie Rd.,Suite 20, Mississauga, Ontario L4W 1E4
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UPDATES

SUN MICROSYSTEMS, while pushing its pro-
prietary Network/extensible Window Sys-
tem (NeWS$), has made no secret of its desire
to have multiple windowing standards avail-
able. Earlier this year, when a group of 11
workstation and software manufacturers
announced its support for the competing MIT
standard, X Windows, Sun, which has been
very active in testing X Windows and was
one of the first to implement it, was notice-
ably absent. Sun’s software marketing man-
ager, Bill Keating, says, ‘‘We didn’t want to
endorse just one standard. There were oth-
ers, including our own and Microsoft's, that
were worth looking into.” Sun has now an-

- nounced a merging of its NeWS windowing
technology with the next version of X Win-
dows, X.11. MIT’s X.11 will be available
this fall, and Sun’s merged version of NeWS
and X.11, called simply the merge product,
is slated for release next spring. ““Instead of
fighting and diverging, we're converging,”
says Keating.

The merge product will allow both X.11
and NeWS applications to perform as if they
were in native mode, says Keating. The
technology is now available in beta form,
and Sun has given its beta information to
MIT. X.11 will feature an extension mecha-
nism, which allows manufacturers to change
the source code; the current X version is
static and does not allow this. NeWS goes a
step beyond by allowing users to dynamical-
ly add routines for specific applications. The
first release of the merge product will not
provide 3-D capabilities, says Keating, but it
is planned for future releases.

Sun’s NeWS has been licensed by 12
hardware and software companies and uni-
versities to date, including Alliant Computer
Systems, Data General, EDS, Intel, Micro-
soft, and Tektronix. Of the companies initial-
ly backing X Windows, Applix and Data
General have publicly endorsed the merged
version of the two standards. Keating says
Sun has shipped copies to the X camp, and
“they are beginning to see its value, but
many of them want more time to review the
product.”” In addition, says Keating, a num-
ber of other manutacturers not involved with
the X endorsement—Alliant, EDS, Intel,
Lucid, and Teknowledge, among them—are
endorsing the merge product and are work-
ing on implementations of it.

{ 1BM's Application System release 5 supports

|
Real Time

SOFTWARE . |
IBM Enhances Decision

Support Program

Application System provides greater integration

with DB2 and SQL/DS.

BY THERESA BARRY

IBM has introduced release 5 of its Appli-
cation System (AS) decision support soft-
ware, which runs on any IBM System/
370 supporting VM or MVS. -
Enhancements IBM claims for this
release include extension of the network
project management facility to include al-
phanumeric activity identifiers up to 20
characters long, gantt charts, extensions
in the logic diagram, hammock activities,
support of data in DB2 or SQL/DS tables,

"and support for dates into the twenty-

-first century. The model can now handle
12 dimensions instead of three, and its
definition has been enhanced. The built-
in functions have been increased to in-
clude internal rate of return for cash flow
and double declining balance for asset de-
preciation. The model can now also ac-
cess data in DB2 and SQL/DS tables. The
draw and report features.have been en-
hanced. New facilities include linear pro-
gramming and screen browsing.

IBM claims AS now has greater inte-
gration with other 1BM products, includ-
ing QMF, its query management facility
for query and report writing. The use of
AS windowing has been extended to the
report function. Release 5 is also touted
by the company as having productivity
and data security enhancements, along
with performance improvements.

l

'DB2 and SQL/DS plus.

Release 5 of AS is available for a
monthly license charge of $2,450. Grad-
uated one-time charges range from
$29,400 for a 10-processor group to
$117,600 for a 40-processor group. IBM,
Information Systems Group, Rye Brook,
N.Y. CIRCLE 260

VAX-Based User Interface
Keypak+ 1 integrates EDE and Dig-
ital’s All-in-1.

Keypak+1is a program that allows inte-
gration of Keyword's Keypak Editable
Document Exchange (EDE) services (in-
troduced in November '86) with Digital
Equipment Corp.’s All-in-1 on vAXs. Key-
pak EDEis a VAX/VMS program that allows
a VAX user to exchange documents with
other VAX users, regardless of where the
documents originated.

Keyword claims that documents
can be created with a word processor on
an IBM PC or compatible, a Macintosh, a
DECmate, a Rainbow, a VAXmate, or a VT-
style terminal connected to a VAX. Key-
pak-+1 is a user interface that employs
All-in-1 electronic messaging for docu-
ment distribution. Keyword claims that
to facilitate document transfer between
micros and the VAX, the interface sup-
ports popular file transfer protocol soft-
ware with transparent access to Keypak
EDE services.

Keypak+1 requires a VAX All-in-1
site with Keypak EDE services installed.
Prices for the program range from
$2,000 for Microvax II to $6,000 for vAX
8800. KEYWORD OFFICE TECHNOLOGIES
LTD., Calgary, Alberta. CIRCLE 261

LAN Server

Data Language offers micro ver-
sion of Progress 4GL DBMS.

LAN Progress from Data Logic Corp. runs
on PC local area networks and provides
IBM-compatible NetBios communication
services, including Novell's Advanced
Netware, IBM’s Token Ring and PC Net-
work, Exelan, and EX0S.

Data Language claims LAN Progress
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offers automatic crash detection and re-
covery to provide fault tolerant data pro-
cessing. Partial transactions in process
during a failure are said to be backed out
of the database and require no user inter-
vention. The same server-based archi-
tecture is used on all Data Language
products, and the company claims it was
able to migrate all of the DBMS and 4GL
features to the PCLAN product.

LAN Progress has two main compo-
nents: the database server and a 4GL.
The server controls access to the LAN
Progress database and contains facilities
for data dictionary control referential in-
tegrity and automatic multiuser record
locking. The 4GL features automatic
forms generation, windowing, split

screens, color, and keystroke-level appli--

cation control. Applications developed in
LAN Progress are portable to other sys-
tems running Progress.

LAN Progress is available now and is
priced at $2,450. DATA LANGUAGE CORP.,
Billerica, Mass. CIRCLE 262

CASE Tools
Productivity tools for the IBM
world.

APS/PC Painters and the APS PC/MVS Link
have been introduced by Sage Software.
They are part of the APS Development
Center’'s APS/PC Workstation product
group, Sage’s family of computer aided
software engineering tools for IBM users.
The new products are micro implemen-
tations of Sage’s MVS products. ,

APS/PC Painters are interactive tools
for the design, development, and proto-
typing of commercial application sys-
tems. They allow users to offload work
from the mainframe to the micro, and
support the design and maintenance. of
such entities as screens, programs, re-
ports, and data structures independent of
the mainframe. Sage claims PC Painters
incorporate all the functions of MVS
Painters, its mainframe version of the
product.

The APS PC/MVS L1nk enables trans-
parent dictionary-to-dictionary commu-
nication of applications between the APS/
PC Painters and the mainframe. It's a
VTAM application that provides check-in
and check-out functions during the trans-
fer process.

APS/PC Painters operate on the XT,
AT, or compatibles with a 10MB hard disk
running PC/DOS 2.0, MS/DOS 2.0, or high-
er, a minimum of 640KB of RAM, and the
1BM EZ-VU II Runtime Facility. The price

is $3,500. APs PC/MVS Link is $15,000 per
mainframe cpu. Sage intends to add de-
signer and PC generators to the product
line. SAGE SOFTWARE INC., Rockville,
Md. CIRCLE 263

Dump Analyzer
VM Systems Group unveils anoth-
er VM product.

V/Quest is a VM dump analyzer from VM
Systems Group, a company that devel-
ops system software for enhancing the
IBM VM operating system. The company
claims V/Quest outperforms the IPCS
DUMPSCAN command from IBM.

V/Quest is said to simplify and auto-
mate analysis of problem dumps of CPp,
CMS, VM/Passthru, RSCS, guest operating
systems, and application programs, and
it supports diagnosis of problems on a
running VM system. Capabilities include
symbolically displaying control blocks,
fully formatting trace table entries for
easier understanding, locating data in a
variety of formats, highlighting and
patching areas in dumps, and tailoring
and programming through REXX/XEDIT
interfaces.

The v/Quest program is available
for all vM/SP and HPO environments, re-
lease 2.0 and above. Prices for v/Quest
begin at $6,760 for a purchase and $2,400
for a one-year rental, which includes
maintenance. VM SYSTEMS GROUP, Arling-

ton, Va. CIRCLE 264
Nomad for the PC

Version of 4GL DBMS features win-
dowing environment.

D&B Computing Services has announced
the addition of PC Nomad to its Nomad2
line of 4GL tools. The product has been
available since January to current
Nomad2 users, and D&B claims to have
sold over 1,000 copies to date. .
PC Nomad uses the same procedural
and nonprocedural syntax as mainframe
Nomad2, and runs on IBM PCs and
compatibles. D&B says the program was
rewritten in C, and contains the most

widely used capabilities of the mainframe
product. Windowing, which is available
on Nomad2, was designed specifically
for the PC version and incorporated into
the mainframe version. This facility en-
ables users to create windowed applica-
tions on the PC that have a look consis-
tent with the mainframe. Other features
of PC Nomad include cascading windows,
pop-up menus, and a zoom feature. The
Nomad List command for generating re-
ports and an active data dictionary are
also included.

Usedin conjunction with mainframe
Nomad2, D&B claims PC Nomad can be
used for cooperative application devel-
opment. PC Nomad provides transparent
autoconnect and file transfer capabilities
between the micro and mainframe. It
also provides data conversion facilities
for micro and DIF files, which allows for
the integration of worksheets and graph-
ics directly into applications without
leaving the PC Nomad environment.

PC Nomad requires an XT or AT run-
ning PC/DOS 3.0 or Microsoft’s MS/D0OS
3.0 with a 10MB hard disk and 640KB. of
memory, or an IBM PS/2, model 30, 50,
60, or 80, running PC/DOS 3.0. The price
is $795. A run-time version is $100 per
copy. D&B COMPUTING SERVICES, Wilton,
Conn. CIRCLE 265

family and the world at large ¢ don’t under—i;[
analyst ‘At home people are not quxt :
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Avuthor’s Query? |

ADVANCED DATABASE TECHNiQUES
by Daniel Martin, MIT Press, Cambridge,
Mass. (1986, 377 pp., $35.00).

BY COLIN J. WHITE

The field of database management sys-
tems has been in the limelight recently as
database machines, relational systems,
and distributed processing have become
more prevalent. Most new books ad-
dressing the broad topic of database
management concentrate on these hot
technologies, but that is not the intent of
Advanced Database Techniques. Instead,
Daniel Martin’s main objective in this
book is to explore some of the more es-
tablished aspects of database manage-
ment systems.

Daniel Martin is an independent
consultant living in France, where he
originally published this book in 1985. Al-
though Advanced Database Techniques
is clearly intended for a technical audi-
ence (it is not suitable for light reading), I
had a difficult time deciding exactly what
audience the author was seeking for the
book: computer science students, appli-
cations developers, or developers of
commercial database systems?

Despite the word “advanced” in
the title, much of the material covers
very general topics such as the purpose
of database management systems, their
major features and functions, and the dif-
ferent types of file structure. There is
also a chapter briefly reviewing a sample
commercial DBMS (Oracle from Oracle
Corp. of Belmont, Calif.), which I felt was
out of place in this book. For students or
dp professionals with little DBMS experi-
ence or knowledge, the less detailed ma-
terial makes suitable background
reading.

I should point out, however, that
the book is not an adequate textbook on
all the facets of database management
systems; novices would probably be bet-
ter served by reading a more compre-
hensive introduction.

On the other hand, the applica-v

tions developer might find the book help-
ful in furthering a general understanding
of DBMSs. Still, what are applications de-
velopers to think of the section on a
“new’” approach to application specifica-
tion and design, called MSD? (MSD stands
either for “Method of Scenarios and Dic-
tionary,” or “Management System De-
sign,” depending on what part of the

book you are reading!) My own thoughts
about management system design—
which has been in use since 1977—are
that it is no better, or worse, than any
other manual specification technique, but
I think users who are looking for a new
specification technique would do better
to review some of the automated com-
puter aided systems engineering tools
coming into the market.

Ultimately, I think this book’s
main appeal is to the people on the other
side of the fence, those who work in soft-
ware houses developing commercial
DBMSs. For such systems developers,
the more interesting topics include dis-
cussions on data representation and
packing, pattern recognition, and opti-
mizing data access. These sections are
not only good background reading but
also contain some useful ideas on apply-
ing these techniques.

Another section, entitled “The
Functional Interface,” presents an archi-
tecture that few database designers have
successfully implemented, one that al-
lows applications to be independent of
the underlying DBMS. Unfortunately,
Martin glosses over some of his ideas on
these topics, and neglects to provide ref-
erences to further sources for more
information. '

Advanced Database Techniques
covers several useful topics and ideas,
but they are lost among material that can
be found in standard textbooks on data-
base management. It is unfortunate that
the author did not discard this more gen-
eral information and write a more techni-
cal book. His ideas would then be more
easily understood and could have been
presented in more detail. As it is, this

book will likely disappoint the audience-

of DBMS developers that it otherwise
would have deserved to find. -

Colin J. White is an independent consul-
tant and editor of InfoDB, a technical
journal specializing in large systems
databases. He also works with the Rela-
tional Institute and the Codd and Date
Consulting Group, both in San Jose.

Reprints of all DATAMATION articles
are available in quantities of 100 or
more. Details may be obtained by writ-
ing to DATAMATION, Cahners Plaza,
1350 E. Touhy Ave., PO. Box 5080,
Des Plaines, 1L 60017-5080.

06905, (203) 964-0000.

CALENDAR

AUGUST

25th Annual Conference of the URISA
(Urban and Regional Information
Systems Association).

Aug. 2-6, Fort Lauderdale, Fla. Contact
URISA, 319 C St. SE, Washington, DC
20003, (202) 543-7141. :

1987 International Congress on
Planning and Design Theory.

Aug. 17-20, Boston. Contact the Ameri-
can Society of Mechanical Engineers
(ASME), 345 E. 47th St., New York, NY
10017, (212) 705-7722.

Second Annval Comdex/Avstralia.
Aug. 19-21, Sydney. Contact the Inter-
face Group Inc., 300 First Ave., Need-
ham, MA 02194, (617) 449-6600.

AIME ’87 (Artificial Intelligence in
Medicine Europe).

Aug. 31 - Sept. 3, Marseilles, France.
Contact IIRIAM (Institut Internationale
Robotique et Intelligence Artificielle de
Marseille), 2 rue Henri Barbusse, 13241
Marseille Cedex 1, France.

SEPTEMBER

PCExpo.

Sept. 1-3, New York. Contact PC Expo,
333 Sylvan Ave., Englewood Cliffs, NJ
07632, (800) 922-0324 or (201) 569-
8542,

Telecomp China 87. ,

Sept. 8-13, Beijing. Contact Kallman
Associates, 5 Maple Ct., Ridgewood, Nj
07450-4431, (201) 652-7070.

DGC’87 (Fifth Annual Conference and -
Exhibition on Computer Graphicsin
Defense and Government).

Sept. 29 - Oct. 1, Washington, D.C. Con-
tact World Computer Graphics Associa-
tion Inc., 2001 M St. NW, Suite 399,
Washington, DC 20036, (202) 775-9556.

Federal Computer Conference.

Sept. 29 - Oct. 1, Washington, D.C. Con-
tact Registration Director, Federal Com-
puter Conference, P.0. Box N, Wayland,
MA 01778, (800) 343-6944 or (617) 358-
5356.

INFO ’87 (14th Annual Information
Management Exposition & Conference).
Sept. 29 - Oct. 2, New York. Contact
INFO ’87, 999 Summer St., Stamford, CT
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IT’S
TIME 10
GET OUT
OF THE

DARK.

Open your eyes and see just
how many subjects are cov-
ered in the new edition of the
Consumer Information
Catalog. It's free just for the
asking and so are nearly half
of the 200 federal publications
described inside. Booklets on
subjects like financial and
career planning; eating right,
exercising, and staying
healthy; housing and child
care; federal benefit pro-
grams. Just about everything
you would need to know. Write
today. We'll send you the
latest edition of the Consumer
Information Catalog, which is
updated and published quar-
terly. It'll be a great help, you'll
see. Just write:

Consumer
Information Center
Department TD
Pueblo, Colorado 81009

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

With Penknife and Tin Foil:

Why I Like Unix

I've always been a tinkerer. My idea of a
good time is attacking my cassette re-
corder with a Swiss Army knife and mak-
ing provisional repairs with a wad of tin
foil. For me, becoming a Unix user was
almost inevitable.

I work on-line, with computers
that generally seem more cantankerous
than user friendly. Most end users have
become accustomed to being served spe-
cific applications on their computers.
Word processing? No problem. Database
manipulation? DBMS we got.

But at an operating system level,
matters are still crude and clumsy. For
those of us who toil on our computers
amid forests of files that are based on
some personal naming scheme, user
friendly is a generous term. Have you
ever tried to get a typical computer sys-
tem to locate files that contain specific
text strings?

Enter Unix. Best known for com-
mands with cryptic names like SED,
NOHUP, CHMOD, and GREP, which seem to
be taken from some obscure, forgotten
tongue, Unix is a tinkerer’s delight.

Now, I'll readily agree that Unix
is not intended for a casual end user—it
never was, so that’s hardly a criticism. As
all computers once were, Unix was creat-
ed for use by software developers as a
development environment, as well as a
nutrient vat in which application soft-
ware would reside. In the process, how-
ever, the creators of Unix invented what
I consider to be the niftiest toy since the
Erector Set.

Unix is fun. There, I've said it.
It’s a powerful, useful, challenging, larg-
er-than-life amusement that makes Pac-
Man, and even the new video game Ad-
venture, seem pale by comparison. Its
various rules are so copious that you
can’t digest it all, much less comprehend
it, except slowly and then usually driven
by mistakes. It’s a box full of mysterious
powers and devices waiting to be used.
Each increment of mastery can make
your work life easier (while also increas-
ing your chances of creating new and
more esoteric technical disasters).

Each increment of mastery also
brings you closer to understanding the
Unix “way of life.” The Unix way is
shared by developers and users whose
“nationalities” transcend vendor, hard-
ware, or even employer. The question of
a Unix developer in Boston may be an-
swered by another in Silicon Valley; sys-

tem guidelines set up by one company
have relevance to a thousand others.

As Unix devotees well know, the
amalgam of utility programs, on-line in-
terpretative programming, file descrip-
tors, I1/0 redirection, and piping make us-
ing Unix a continual gedankenexperi-
ment. For example: do you want to know
which files in a directory have names be-
ginning with “ISDN”’? Simple—just type:

LS ISDN*

Now, how about getting a list of
all the files containing the string “ISDN”
in their text, generating size, date, and
other directory information, and then e-
mailing this to a coworker? In most tradi-
tional operating systems, this could be
anything from an hours-long task to “no
can do.” With Unix, this becomes, as
Sherlock Holmes would say, a “two-
pipe” problem:

GREP -1 ISDN *DIR $@|MAIL -S

““ISDN MENTIONS” FRED

Granted, this is, perhaps, ob-
scure. Learning how to do this may have
taken time, and maybe even a quick look
back at the manual page for GREP, too. On
the other hand, that otherwise complex
but useful task has been handled ad hoc,
on the fly, in seconds (and there are other
equally valid answers, by the way—Unix
often has no One Truth).

Having this power at your finger-
tips can change the way you work. Sud-
denly, you aren’t at the mercy of who-
ever developed the system. You can lit-
erally work wonders in a few keystrokes.
You can even save and name your favor-
ite shellscripts for easy reuse. As Hump-
ty-Dumpty put it, “The question is,
which is to be the master?”

Using Unix changes my relation-
ship to the computer. It makes me a par-
ticipant instead of a passive user. It’s a
learning experience. It’s like a toy, but
it’s more than a toy. It slices, it dices, it
turns a sandwich into a symphony. It’s
knowledgeable improvisation. It’s frus-
trating as hell at times—then suddenly it
all works just right, and you can do seven
impossible things before breakfast.

And that’s why I like Unix.

DANIEL P. DERN
Marketing, Technical, and Sci-Fi Writer
Belmont, Massachusetts

Ifyou'd like to share your opinions,
gripes, or experiences with other readers,
send them to the Forum Editor, DATA-
MATION, 249 W. 17th St., New York, NY
10011. We welcome essays, poems,
humorous pieces, or short stories.




Retire Your PC Coax Connection

The PC-to-host coax connection. She was a good piece of
equipment working with coax cable and cluster controllers, but time
just passed her by. End users started needing more than simple host
access. They also needed their PCs to share resources around the
office. That’s when local area networks came along to fill the need.

LANS are dramatically increasing office productivity through
efficient information management. And Gateways are exploiting
LAN versatility by providing cost-effective host communication for
PCs and other network devices. Now for thousands of dollars less,
LANs and Gateways provide PC-to-PC and PC-to-host
communications all without a cluster controller.

INS Gateway PC Adapters are engineered around proven INS
SNA 3274 cluster controller emulation. A single INS Gateway PC
Adapter in an IBM NETBIOS compatible LAN, including Token Ring,
will support up to 32 logical unit sessions. The LAN allows each PC
on the network to share disks, printers and other resources while the
Gateway allows performance of any host-supported function and
maintains host access.

INS planned on PCs becoming a major component in the
development of information systems. We designed our Gateways to
be the logical choice in providing the vital link between LANs and

mainframes. We also planned on much more—flexibility, simplicity
and reliability. We provide free, responsive user assistance and
guarantee every INS Gateway PC Adapter (hardware and software)
for five years.

Now the vast resources of mainframes and local area networks
are available at your fingertips with INS Gateway PC Adapters.

Call now for more information about putting new life in your
MIS/DP efforts with INS Gateway PC Adapters. Our toll free number
is (800) SNA-3270, in Alabama (205) 633-3270. Or write Integrated
Network Systems, P.O. Box 91395, Mobile, AL 36691. Telex: 701238.

“THE NETWORK PEOPLE"

AnieaTCompany
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SWITCHING TERMINAL
'TERMINALS. SWITCHING.

Get Connected With An Equinox Data PBX.

An Equinox Terminal Network lets you connect your Network for your needs. And all of our Data PBXSs are fully
terminal to any async RS-232 computer, modem or printer compatible, so they can be expanded and networked to
with a few keystrokes. No more cable swapping, A-B accommodate growth and protect your investment.

switches or moving between terminals.

Low-Cost, Easy Installation.
Equinox terminal networks cost under $100 per con-
nection and are protocol transparent. “Plug and
play” wiring accessories, menu-driven configura-
tion and on-line “HELP” make installation a snap.

Network Growth With Compatible Products.

Whether you have a few terminals or thousands,
- we have a Data PBX to create the right size Terminal

Find out why thousands of terminal users rely on an
Equinox Data PBX for terminal networking. For more
information, an on-site demonstration or to find out
about our 30-day no-risk free trial program,

Call 1-800-DATA-PBX.

In Florida call (305)255-3500.
Equinox Systems Inc.
12041 S.W. 144th Street
Miami, FL 33186-6108.

Equinox is a registered trademark of Equinox Systems Inc.

MDX

8-16 Lines DS-15

24-1320 Lines

DS-5
24-960 Lines

EQUINOX

Smart Connections For Dumb Terminals.
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