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' the ONExchange Library and shared among 
multiple workstations or used as input to other 
spreadsheet systems such as Honeywell's 
ONEcalc. 
Investment Protection, Shared Services 

This ability to unite multi-vendor environ-
means you can greatly expand the versatil­

ity of your current hardware investments, and 
dramatically improve productivity and the quality 
of business decisions. 

ONE PLUS also extends the benefits of 
.. shared to your PC users by providing 

them with the full range of Honeywell's integrated 
functionality including electronic mail, 

time management, advanced networking and 
communications and powerful transaction proc­
essing. And that's not all. 

"' Easy Database Access 
With our ORACLE and SQL-based data 

ONEbase, users can enjoy 
highly simplified, controlled access to mainframe 

databases. Sales, marketing, inventory, schedul­
ing, financial, manufacturing or other production 
databases can be accessed easily for immediate 
reports and analysis. 

Naturally, ONE PLUS is backed by 
TotalCare, Honeywell's worldwide, comprehen­
sive hardware and software service and support. 

ONE PLUS is obviously much more than 
just another integrated information system. With 
integrated SNA and DISOSS communications 
distributed database access for the 
mer, and advanced document transfer, it's the 
industry's best solution to integrating the IBM 
and/or Wang environment. 

If your office information problems have 
gone on too long, let us show you our approach 
to integration. 

For more information, 
call 1-800-328-5111, ext. 9712 or write 
Honeywell Information Systems, MS440, 
200 Smith Street, Waltham, MA 02154. 

• Together. we can find the answers. 

Honeywell 
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BOOKS 

Of Politics and the Wheel 
REINVENTING TECHNOLOGY 
by Michael Goldhaber, Routledge & 
Kegan Paul, New York (1986, 260 pp., 
$12.95). 

BY JOHN W. VERITY 
Ever since the Manhattan Project dem­
onstrated how highly organized research 
and development can accelerate technol­
ogy by grand leaps, the United States and 
other industrialized nations have made 
technology a top political priority. Gov­
ernments, corporations, and universities 
work in tight collaboration to produce 
new technologies and to commercially 
exploit them. 

Here in the U.S. since World War 
II, we've seen "crash" programs aimed 
at developing fusion reactors, manned 
spaceships, cures for cancer, and even 
antiballistic "shields" to protect us from 
"evil empires." 

Political, economic, and historical 
interest in technology and its role in mod­
ern society swelled immediately after 
the war. Lewis Mumford continued writ­
ing his famous history of "technics and 
civilization," which greatly influenced 
such later critics of homo technologicus as 
Jacques Ellul, Ivan Illich, E.F. Schu­
macher, Langdon Winner, and computer­
dom's very own Joseph Weizenbaum. 

The central question these and 
other thinkers tackled was, is technology 
autonomous? "Is technology like a train 
leaving the station that we can hop onto 
or get left behind, but whose destination 
is beyond our control?" asks Michael 
Goldhaber. 

As the title of his provocative 
book, Reinventing Technology, suggests, 
Goldhaber firmly believes that technolo­
gy is anything but autonomous, that it is 
always shaped by the values of those 
who pay for its development and deter­
mine its goals. Technology, he asserts, is 
fundamentally a human activity and· 
therefore subject to political forces. 
Goldhaber's view is that if this nation 
does not begin making informed, demo­
cratic choices about the technologies it 
develops and employs, we can all expect 
to suffer increased social disruption, fur­
ther degradation of the natural environ­
ment, and a sharp decline in our demo­
cratic freedoms. 

Goldhaber finds "present and 
prospective policies are distorted. They 
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are not moving us towards a more just 
world, and may be seriously endangering 
even the degrees of equality, democracy, 
and world peace we currently enjoy." 

Thus is set the stage for his de­
tailed proposal of an alternate high-tech­
nology policy for the United States, one 
that would enable most of the people to 
gain most of the benefit from the large 
expenses necessarily required. "In 
short," he says, "we need a way of re­
inventing technology as a social system 
so that it can better meet our needs." 

Goldhaber, a physicist by train­
ing, explores far beyond those who blind­
ly surf some "third wave" and bliss out 
on "megatrends." He outlines a practical 
model of political action that could be the 
seed of a sort of technological New Deal. 
Instead of waiting for spin-offs from inef­
ficient military and space programs, he 
would set up new government agencies 
to identify humane technologies and to 
fund and coordinate their pursuit. 

Central to Goldhaber's vision of a 
more convivial high-technology-based 
society is a radical revision of the laws 
and policies that govern the distribution 
of knowledge, or information. He would 
have the copyright, trade secret, and pat­
ent laws-those governing so-called in­
tellectual properties-changed substan­
tially. The very notion of intellectual 
property "is a matter of social policy, and 
not simply a right .. . [and it] must be 
weighed according to the entirety of its 
effects," he writes. 

Goldhaber would legislate an in­
tellectual claims act to regulate the activi­
ties of what he calls patent monopolies, 
or innovation utilities. These are gener­
ally large companies that, he says, abuse 
the current laws. In short, these compa­
nies would be required to report regular­
ly their royalties, profits, and production 
and marketing costs for each intellectual 
claim they want protected. That informa­
tion would be used to set price and royal­
ty guidelines for charging others for use 
of each item. 

Surely the author is not so naive 
as to believe his recommendations will 
be adopted by America's politicians or 
their corporate sponsors anytime soon. 
But he can be sure that those who read 
Reinventing Technology will be moved to 
change their thinking about, and actions 
in, this world of high technology. • 

CALENDAR 

MARCH 
Interface '87. 
March 30-April 2, Las Vegas. Contact 
the Interface Group, 300 First Ave., 
Needham, MA02194, (617) 449-6600. 

Hong Kong's Computer '87. 
March 31-April 3, Hong Kong. Contact 
James Teele, Business and Industrial 
Group U.S.A., 1327 Conwed Tower, 444 
Cedar St., St. Paul, MN 55101, (800) 626-
2295 or (612) 297-6836. 

APRIL 
The Great April Fair (Informatics and 
Telecommunications Trade Show). 
April 4-12, Milan, Italy. Contact Lisa 
Tucci, Delia Associates, P.O. Box 338, 
Route 22 West, Whitehouse, NJ 08888, 
(800) 524-2193 or in N.]., (201) 534-
9044. 

SICOB 1987 (38th Annual Conference 
and Show on Information Processing, 
Automation, and Office Organization). 
April 6-11, Paris. ContactSICOB, 4 Place 
de Valois, 75001 Paris, France, (01) 42-
61-4621. 

lnfocom 87 (10th Annual Rocky Moun­
tain Exposition and Conference). 
April 15-17, Denver. Contact Mile High 
Chapter, DPMA, P.O. Box 334, Denver, co 
80201-0334, (303) 789-4547. 

Al '87 (Artificial Intelligence and 
Advanced Computer Technology 
Conference and Exhibition). 
April 22-24, Long Beach, Calif. Contact 
Jim Hay, Show Manager, Tower Confer­
ence Management Co., 331 W. Wesley 
St., Wheaton, IL60187, (312) 668-8100. 

Robots II (17th International Exposition 
and Conference on Industrial Robots). 
April 26-30, Chicago. Contact Gregg 
Balko, Robotics International of SME, 1 
SME Dr., P.O. Box 930, Dearborn, MI 
48121, (313) 271-1500. 

Expo Bank Asia '87 (Japan's First 
International Banking Equipment and 
Technology Exhibition). 
April 27-30, Washington, D.C. Contact 
E.J. Krause & Associates Inc., P.O. Box 
70356, Washington, DC 20088, (301) 
986-7800 or Norio Sawa, E.]. Krause & 
Associates Inc., Japan, Akasaka Bergo 
Hoie 805, 11-14 Akasaka 3-chome, min­
ato-u, Tokyo 107,Japan, (03) 584-1548. 



Streamline your DP operations 

· with a Tandy" 3000 HD XENIX. system. 
Real systems-development 
power from a desktop 

Break away from your main­
frame with the powerful Tandy 
3000 HD. The 3000 HD sup­
ports the versatile XENIX Sys­
tem V (based on UNIX® System 
V, the standard of the UNIX 
world). XENIX offers extras like 
a "C-shell" programming envi-

performance Tandy 3000 HD 
makes systems development 
more efficient and cost effective. 

AT compatible-for less 
The Tandy 3000 HD (25-

4011) is compatible with the 
IBM PC/ AT® and offers greater 
hard disk storage ( 40 megabytes 
vs. the PC/AT'S 30). Yet the 

_. ronment, a menu-driven help 
system and support for Tandy 
and other peripherals. The high-

3000 HD is priced at only $4299 
(vs. $5295 for the PC/AT*). 

Based on the 16-bit Intel 
80286 microprocessor, the 3000 

' 
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TANDY COMPUTERS: In Business ••• for Businessno 

·eased on IBM price list as of April 2, 1986. Tandy 3000 HD price applies at Radio Shack Computer Centers and 
participating stores and dealers. Monitor, data terminals and XENIX sold separately. XENIX/Reg. TM Microsoft 
Corp. UNIX/Reg. TM AT&T. IBM PC/AT/Reg. TM International Business Machines Corp. 
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HD operates at 8 megahertz. 
And since it's a multiuser sys­
tem, people throughout your of­
fice can simultaneously access 
it from inexpensive data 
terminals-for program develop­
ment, as well as user applica­
tions. The Tandy 3000 HD is 
your key to office automation. 

Come in today 
Stop by your local Radio 

Shack Computer Center today 
... we're ready to talk business. 

Available at over 1200 
Radio Shack Computer Centers and at 

participating Radio Shack stores and dealers. 

llad1e /haeK 
COMPUTER CENTERS 

A DIVISION OF TANDY CORPORATION 



Presenfu!g 
computers that fit 

them 
He~e. to install. Giving you a five-fold power range in the 9370 line-

.I. · and a hundred-fold span of computing power within the 
·----- 370 family from the entry-level 9370 to IBMs biggest 

mainframe. 

Rugged Individualism 
Where you need a standalone combination of 

Po'Y.er and simplicity-in deparbnents, in dealerships. 
111 distrihutorships or in small busineg;es-the IBM 
System/3X family fits right in. 

System/36 JS IBMs simplest and least expensive 
I ;;;;.iltilJll!ltJ!!!!!~ entry point into mid-range 
!!; computing. In addition to Here 

Mainframe Territory 
H you've already invested in IBM mainframe techool~ 

the new 9370 Information System is a great way to enhance 
that investment. 

The 9370s put IBMs powerful 370 mainframe archi­
tecture into a small, affordable pac~. Because they share a 

common architecture and of'fer a choice of four 
operating systems, 9370s allow you to 

choose from virtually all of the 
thousands of application programs 
available for IBM mainfraines. Yet 

because they don't have to live in 
computer rooms, 9370s can run these 
programs from wherever you need them 

to be. 
Because of the familiar architecture, 

personnel trained in IBM mainframe use 
will be at home with 9370s. With new pre­

packaged software, novices will soon feel at 
home as well. And 9370s will likewise be at 

home in many roles: as host systems, departmental systems or 
remote extensions of existing mainframes. 

As your needs grow, 9370s can grow with them-with 
larger processors and more storage thats affordable and easy 

being IBMs most user-friendly • 
mid-range system, 
System/36 also offers 

a broad spectrwn of appli­
cation software from specific 
industry solutions to office 
applications that 
swt an_y business. 

fur WoWt}i. the 
System/3iJ provides 
a built-in relational 
data base (allowing 
you access to data on 
your own terms) as 
well as a toolbox of 
programming aids 
to help you, in a remarkably short time, custom-design 
applications that fit the job at hand. 

The System/3X family members function equally well 

Systern/3X 

" 



~e mid-range 
in where you need 
most: 
• 
as the largest computers in 
a business or as deeru:t­
mental computers m large 
companies. And to provide 
you with the communi­
bttions and growth options 
your business needs, the 
Syst.em/3X family was 
recently enhanced to pro­
vide even sm~er eeer­
to-peer commurucations, 
greater host and PC con-
i\ectivi~ and stronger networ~ He~e 
with IBM 370 mairiframes and ~ .I. , • 

And if you need more powei; 
you can expand the Syst.em/36 and System/38 independent­
}~ or you can link them in a network where they can share 
information and resources. 

The System of 010ice 
_. One choice you won't have to make with IBM is where 
tO fmd advanced technol~ abundant connectivity options 
and numerous business solutions. 

Because they're in all our mid-range computers, across 
the board. 

Both the 9370 and Syst.em/3X families use IBMs one­
million-bit memory chips and denser logic to achieve 
their high power and speed. And two new 
l\irect-access storage devices give 
the9370and 

System/3X increased capacity with unusual economy. 
All this technology is fascinating in its own right. 

But it just gives you more in terms of real mid-range 
computing options: ~ upwanl to mainframes, high­
ways between mainfTames and PCs or other work­
stations-or flexible connections with networks and 
enhancements either from IBM or other manufacturers. 

And integrated office H 
solutions to meet your needs ere 
are available on both systems. • 

Where You Work 
Perhar.' the best fit of all is the way 

IBMs nud-range computers fit into 
your working environment. The 937~ 
are very neighborly. With set-up times 
of under five hours and rack-mounted 
components that can be installed like 
stereo equipment. System/3X family 
members are simple to operate and fit 
in~~too. I I All are extremely quiet, need no 
special air conditioning and operate 
on standanl llO or 220 VJ£ wall 
current. 

A Fitting Conclusion 
The reason IBM 

mid-range systems fit 
in so well is based on a simple piece of logic: 
they're built to fit your business, rather 
than vice versa. 

To find out more about which IBM mid­
range system is the perfect fit for your compan~ 
call your IBM marke~ representative soon. 
You'll learn about the kinds of choices you now 
hav~ in a mid-range computei; and how you 
can start making them. 

As its only fitting you should. =:=-:-:. ==. i!!!?e ---- - ---- -- --------___ ,_ 
~IBM~l966 

9370 Information System 

The IBM Mid-~e. 
The System of Choice. 
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Mind-Set Is His Business 
Getting the company's "front line" in tune with 
customers is the challenge for GE Information 
Services Co.'s new chief. 
BY WILLIE SCHATZ 
There was Anthony L. Craig, just mind­
ing his business in London as senior vice 
president of international sales and ser­
vices operations for General Electric In­
formation Services Co., when they made 
him a proposition. You're going to trade 
London for Rockville, Md., they said. 

If this was a deal, then so was the 
one about the bridge. But the words 
were barely out of GE's mouth when 
Craig said yes, yes, a thousand times yes. 

"After flying 15 transatlantic 
flights a year, maybe I can cut them in 
half," Craig says from behind the desk of 
the president of GEISCO (since renamed 
GE Information Services). 

"I loved working in London," 
Craig says. "GE's rather remarkable be­
cause it gives managers businesses they 
can run. It puts you on the job without 
anyone looking over your shoulder. It's 
just you. You've got the full range of ac­
countability. Working overseas was like 
running a business within a business. It's 
exciting. 

"I'm really glad to get back to the 
States, though. After you've been away 
for a long time [three years, to be exact], 
it's great to come home." 

Actually, Craig has one of the 
more expansive definitions of "home" 
you'll ever see. The guy's moved around 
almost as much as the Fugitive. 

The odyssey began in Halifax, 
Nova Scotia, where he received a BA in 
mathematics and physica from Dalhousie 
University. Like most other college 
graduates, Craig wasn't sure what he 
wanted to do. Computers didn't even 
make his top 10. 

"I could barely spell computer," 
Craig says. " I took one class in FORTRAN 
and passed it. But these were the heady 
days of the mid-'60s when more jobs 
were thrown at you than you could count. 
Besides, the alternative was the oil busi­
ness. I knew that wasn't for me." 

So when IBM offered him the 
chance to go to three months of school 
and come out as a systems engineer with 
a job, Craig leaped at it. 

That started a steady climb up the 
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IBM career ladder. From his base in To­
ronto, Craig installed Canada's first mod­
el 30. He was on the team that installed 
the first model 50. Then it was off to the 
Maritimes (Prince Edward Island, New­
foundland, Nova Scotia, and New Bruns­
wick) as chief salesman for the prov­
inces. He didn't last long. After selling 
230% of his quota, IBM hustled him back 
to Toronto and made him product admin­
istrator for timesharing systems in Cana­
da. After messing with the CP 67 and CP 
40 systems, he advanced to product line 
manager for Canadian data systems. 
That meant dealing with the 370 and oth­
er systems. 

Then it was off to Paris, where in 
1974 he headed IBM's European project 
office for advanced systems. He was 
back in Toronto four years later as man­
ager of systems engineering for Canada. 

He finally made it to the U.S. in 
1979, when IBM brought him to Armonk 
as a corporate marketing consultant. He 
stayed there for three years before be­
coming the first person in charge of the 
alternative channel distribution market. 
IBM's goal was to increase its coverage at 
the low end through dealers and distribu­
tors. Craig's reward for setting that up 
was being made director of oem sales. 
He was on the job four months when GE 
Information Services came knocking. 

"I wasn't really looking," Craig 
recalls. "Oh, I'd check a few things out 
every six months or so, because every­
body always wants to see their value in 
the marketplace. But I wasn't calling peo­
ple or sending out my resume. 

"This seemed like the perfect op­
portunity, though. I knew GEISCO had a 
gem of a business. I was convinced that 
they just hadn't positioned it correctly to 
sell the product. Besides, it had been 
clear to me for a while that I had to have 
my own mudpack to play in. And I was 
just about convinced it wasn't going to 
happen at IBM." 

After 17 years, he didn't need 
much more evidence. And he wasn't 
about to stick around to check out his 
theory. So he went to work in GE Infor­
mation Services' London office, respon­
sible for all the company's activity out-

side the U.S. 
Three years later, it was time to 

come home. As part of GE's restructuring 
last October, Craig became a GE vice 
president as well as main man at GE Infor­
mation Services, which is now part of 
GE's new communications and services 
organization. As vp he replaced Walter 
W. Williams, who became senior vice 
president of corporate marketing and 
sales for GE corporate. 

Williams became head of GE In­
formation Services in March of 1983 af­
ter Gregory J. Liemandt, then chairman 
and president of the GE unit, left unex­
pectedly to become chairman and chief 
executive of Uccel Corp., Dallas, which 
was then called Wyly Corp./University 
Computing Co. 

The name and positioning within 
the company may have changed, but the 
business hasn't. GE Information Services 
has gone from a timesharing company to 
a telecommunications and network­
based service provider. The company 
has the world's largest commercially 
available teleprocessing network, reach­
ing 750 cities in over 30 countries on five 
continents. The network is at your ser­
vice 24 hours a day, seven days a week, 
365 days a year. Its largest user is GE. 

"The timesharing business was a 
product consumed by an individual at a 
single workstation," Craig says. "That 
was a single-site, analytical business. 
Then we moved to multisite, multina­
tional production. Now, we're going to 

ANTHONY L. CRAIG: "This is the greatest job 
anybody could have." 

• 

.. 

.. 



Wanted: Telecommunications Revolutionaries 
And everyone who answers this call will be in 
on the making of telecommunications history. 
We've already developed the GTD-5 EAX ... the 
shot heard 'round the business world. 

But if we're to continue leading the charge, 
we need brilliant revolutionaries. Like the 
ones you'll find here. Dedicated, inquisitive 
people. They not only know how to run with 
an idea, but how to work shoulder-to-shoulder 
with their fellow revolutionaries. 

Systems Test 
Develop test plans for large multiprocessor 
distributed processing digital telephone 
switching systems. Requires execution of 
tests using sophisticated processor driven 
equipment and single thread call testing 
modes, including system troubleshooting both 
hardware/software with isolation to module or 
PWB level. BSEE with digital experience, 
telephony background and MSEE preferred. 

(Cj i#I 

Software Development 
Develop on-line software for large digital 
telephone switching systems for all areas 
including call processing, maintenance, 
operating system, and administration soft­
ware. BSEE/CS with Pascal, PL 1 or 'C' 
background, telephony experience preferred. 

Hardware Development 
Design of complex microprocessor controlled 
hardware subsystems for digital communica­
tions systems. Experience in logic design 
using microprocessors as well as a solid 
understanding of hardware/software tradeoffs 
essential. BSEE required, MSEE/CS preferred. 

If this describes you, send us your resume. Or 
give us a call. Just say "I want to enlist." 
GTE Communication Systems, Human 
Resources Dept. 0814, c/o 3221 N. 16th St., 
#106, Phoenix, AZ 85016. An Equal Opportu­
nity Employer M/F/H. 

Communication 
Systems 

We're leading the revolution. 
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multienterprise, multinational business, 
such as EDI [electronic data interchange]. 

"My job is to focus the organi­
zation so it maintains a single mind-set. 
Mind-set is the critical part of this busi­
ness. We are in a competitive interna­
tional communications business. We've 
got to carry that mind-set across cultural 
and international boundaries." 

That process seems to be pro­
gressing quite nicely, thank you. GE In­
formation Services personnel know each 
other's first names, whether they're in 
Bangkok or Buenos Aires. The company 
is set up horizontally, so the traditional 
corporate hierarchy is violated routinely. 
Customers are taken care of without go­
ing up and down the command chain. 

GE Information Services also is ea­
ger to take advantage of what Craig per­
ceives as dp's shift from products to ser­
vices. The company's strength has al­
ways been in finances. With international 
monetary transactions increasing, it 
hopes to become the leader in interna­
tional treasury management and financial 

Francie Bolger, 
Eastern Regional Sales Manager 
Eastern District Managers: 
John M. Gleason, Kathleen A. Murray 
New Yark, NY l 0022 
87 5 Third Ave . 
(212) 605-9400 
Plymouth Meeting, PA 19462 
Plymouth Plaza, Suite 20 l 
(215) 825-4410 

New Eng land District Managers: 
Ed Rappaport, Michael W. Andrea 
Newton, MA 02159 
199 Wells Ave. 
(617) 964-3730 

Southern District Manager: 
Scott Schumacker 
Atlanta , GA 30329 
4 Executive Park Drive N .E., Suite 1205 
(404) 633-5112 

M idwest District Manager: 
Joseph P. Gleason 
Barrington, IL 600 l 0 
1301 S. G rove Ave. 
(3 12) 38 1- 1840 

James E. Filiatrault, 
Western Regional Sales Manager 
Western District Managers: 
Janet Engelbrecht 
Mountain View, CA 94043 
2680 Bayshore Frontage Rd ., Suite 401 
(4 15) 965-8222 
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custody services. EDI, for example, 
needs a network to which any device can 
connect. GE Information Services' net­
work now allows 150 end-user devices to 
connect transparently. It also permits 
gateways into almost any device. 

"You can buy all the technology 
you want," Craig says, "but that capabili­
ty lies dormant unless the front line ap­
plies it. Application development takes 
place at the customer interface. We need 
a creative front line to drive that through 
on a worldwide basis. 

"My biggest job for the last three 
years has been educating our field sales 
force. Now my challenge is to extend that 
mind-set to all our employees so they 
feel that customer awareness. My top 
priority is to energize our front line and 
create new multiuser solutions." 

This is no stroll in the park, folks . 
GE Information Services has been re­
structuring for the last few years and has 
been through several roster changes at 
the top. If this recent move is truly the 
end, then Craig's going to have to main-

Advertising Offices 
Robert J. Rielly 
Los Angeles, CA 90035 
180 l S. La Cienega Blvd . 
(213) 559-511 l 

William M. Wilshire 
Irvine , CA 92715 
2061 Business Center Dr., Suite 111 
(714) 476-2511 

Southwest District Manager: 
Thomas C. Rousseau 
Dallas, Texas 7 5243 
9330 LBJ Freeway, Suite 1060 
(214) 644-3683 

Postcard Inquiry Service/ Recruitment/ 
Marketplace: 
Uz Martin 
(312) 381-1840 II CAHNERS PUBLISHING 

COMPANY 

William M. Platt, President 
Terrence M. McDermott, Executive 

Vice President 
Edwin V. Burkholder, Group Vice President 
Jerry D. Neth, Vice President/ 

Publishing Operations 

Cohners Publish ing Company, A Division of ~eed Publi sh ing USA. 
Speciali zed Business end Consumer Magazines for Building & 
Construction , Interior Design, Electronics & Computers, 
Foodservice & lodging, ManufoCTuring, Book Pub li sh ing & 
Libraries , Medicol/ Heohh Core, Child Core & Development. 

tain his customer base while convincing 
doubters that GE Information Services is 
the network of the future. He's also go­
ing to have to overcome the pervasive 
perception that the U.S. is one market 
and the rest of the world is another. 

" I can't agree that the U.S. is sep­
arate from the international market," 
Craig says. "It's one global market now 
and the U.S. is part of it. I can't help think­
ing that way. I consider myself an inter­
nationalist." 

That's what happens when you 
travel so much that a cross-country trip 
to San Francisco is "all in a day's work" 
but going to London is "a trip, because 
you have to stay overnight. 

"This is the greatest job anyone 
could have," Craig says. "It's risky, but I 
have a healthy respect for risks. You 
don't shrink from them. You look them 
straight in the eye and understand all the 
pieces. You'll never hit a home run if you 
don't swing at the ball." 

When this guy's up, they don't 
bother with a take sign. 

International Headquarters 
27 Paul St. , London , EC2A 4JU England 
Te l: 01-628-7030, Te lex: 914911-TECPUB G. 
Fax: 01 -628-5984 
Sal Massimino. Managing Director, 
Internationa l Operations 
U.K., Scandinavia, Netherlands: 
Martin Sutcl iffe 
France: 
Alasdair Melvel le 
W. Germany, Austria, Switzerland, E. Europe: 
Uwe Kretzschmar 

Japan: 
Hiroshi Sato 
IRM, Inc. 
Rosei Building , 4-2, 
Higashi Azabu 1-Chome, 
Minato-Ku , Tokyo 106, Japan 
Tel: (03) 584-124 l , Telex: 242-2588 
IRMTOK J 

Israel: 
Roseline lewin-Wainberg 
Technical Publishing Co . 
68 Sokolov St. 
Ramal Hasharon 47 235, Israel 
Te l: 03-49 12 69 
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Multiple Session Management 
Improves Online User Productivity 

TPX makes MVS or MVS/XA on line users more productive 
by offering concurrent access to all applications in an 
ACF/VT AM network. The elements that make TPX the stan­
dard for concurrent multiple session m~nagement are: 

• Parallel access to all applications 

• Cross domain support for VTAM and TCAM 

• Session retention from application abends 

• Timeout for extended terminal or application inactivity 

• Broadcast and selective message sending 

• Session portability from terminal to terminal 

•Screen forwarding that reduces HELP desk 
requirements 

• Automated Conversational Language for automated 
logons and programmed conversations between the 
terminal and application 

With its comprehensive, but simple, command structure, 
extensive error diagnostics, optional user profiles, and 
extended security capabilities, TPX offers the broadest 
possible base for increased terminal productivity. 

Contact us today to find out how TPX can help you 
increase on line terminal user productivity. 

Duquesne Systems 
Two Allegheny Center 
Pittsburgh, PA 15212 

(800) 323-2600 
(412) 323-2600 in PA 
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LETTERS 
Pyramid Power 
"Currents Gone Awry" (Dec. 1, p. 24) 
contained inaccuracies about my compa­
ny, Pyramid Technology. 

For example, the article stated, 
"Boeing is reportedly close to abandon­
ing Pyramid .... " Pyramid has never 
even had an order from Boeing. Unfortu­
nate as that is, it makes it impossible for 
Boeing to abandon us. The article also 
stated that "Pyramid management until 
recently put more time and money into 
product sales than product develop­
ment." Although cost of product sales is 
high in our business, Pyramid did spend 
21 % of revenues on R&D in 1986. This 
R&D percentage is at least 50% higher 
than companies at our size typically 
spend and about 200% higher than the 
larger minicomputer companies spend. 
To imply R&D has suffered is incorrect 
and unfair and as the above numbers indi­
cate, is exactly the reverse. 

Believing DATAMATION to be built 
on upright journalism, we naturally ques­
tioned the users quoted in the article as 
to their dissatisfaction with our systems. 
We found that our users were distressed 
to be associated with factually incorrect 
statements. To correct the misinforma­
tion and inaccuracies, you will receive 
letters from Gregory Crowe, informa­
tion systems manager of Davis Polk & 
Wardwell; Ginger Kenney, vice presi­
dent, technical development, Mirror 
Systems, a Times Mirror Company; Dr. 
Stephen Tolchin, technical director, The 
Johns Hopkins Hospital; and George 
Badger of the University of Illinois. If 
you surveyed our prestigious customer 
list, I believe you would find a very satis­
fied group of Pyramid computer users. 

In fiscal year 1986, Pyramid's reve­
nues grew 30% against a loss of $1. 7 mil­
lion. We ended the fiscal year with cash 
reserves of $22 million. Pyramid added 
60 new customers and had 140 repeat 
customer orders. These are the financial 
statistics of a company in a highly com­
petitive market. To harp on the negative 
is a disservice to us and your readers. 

In an October 1986 !DC report titled, 
"The State of the Unix: A Study of The 
Unix Marketplace, Part 3," Pyramid was 
singled out along with DEC, AT&T, and 
IBM as the companies that produced most 
(88%) of the medium-scale Unix base 
revenues in 1985. 

RICHARD H. LUSSIER 
President, Chairman, & Ceo 

Pyramid Technology 
Mountain View, Calif. 
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READERS' FORUM 
Compatibility Forever? 
One of the tenets of current "right think­
ing" in the data processing industry is 
that strict compatibility with the de facto 
standard is best for everyone. There are 
three de facto standards: mainframe­
IBM 360/370; minicomputer-Unix; and 
microcomputer-IBM PC-MS/DOS. It is ar­
gued that the customer investment in ap­
plications makes conversion to an incom­
patible system impractical. The billions 
of dollars invested in old IBM 360/370 ap- . 
plications is mind-boggling. The growth 
of plug-compatible manufacturers is 
seen as proof of the power of standards 
compatibility. The steady decline of non­
standard mainframe vendors (e.g., the 
BUNCH) is further reinforcement for this 
mind-set. Likewise, in the microcomput­
er market, IBM has become so dominant 
that it is commonly believed everyone in 
this market must be IBM compatible. 

As we all know, however, the 
computer industry is in the doldrums. 
We have entered a period of "the great 
slowdown." It isn't just individual ven­
dors who are suffering; end user con­
sumption of computers is slowing. This 
is clear when you look at the IBM financial 
results. To take a prominent example, 
the growth rate of IBM's mainframe reve­
nues has been slowing down in the past 
year. One explanation is that the new 
3090s aren't all that much improved over 
the 3080s of a few years ago. At the same 
time, IBM didn't want to "do an Osborne" 
and restrain current sales by announcing 
a new product that all their customers 
would wait for. 

The story in the PC world is very 
similar. The XT and AT are modest evolu­
tionary improvements over the original 
PC. They don't offer dramatic increases 
in functionality. IBM has offered new 
functionality, such as the EGA graphics 
standard, but such enhancements have 
been constrained by the compatibility 
requirements. 

In both of these markets, IBM has 
slowed· down the technological growth, 
customer demand has slackened, com­
patible vendors (pcms and dories) have 
jumped in, and it has become a commodi­
ty market. It seems to me that the Ameri­
can tendency to focus on near -term fi­
nancial results in both the vendor and the 
customer environments is backing the 
computer industry into a corner. If we 
had worried about compatibility with 
quills and ledger sheets, we would never 
have developed the plethora of data pro­
cessing alternatives that we have today. 

I am not urging change for 
change's sake. There are many applica­
tions that are well suited to the aging 
standards. The users of these applica­
tions are well served by evolving the 
standards. Capricious change will evoke 
the terrible wrath of the marketplace, but 
we must look for applications that re­
quire new functionality. 

Transaction processing is an area 
in which none of the existing standards 
provide a reasonable solution. There has 
been a great deal of activity with new 
companies and new products in the 
transaction processing area. Tandem 
was founded to provide NonStop com­
puter systems for transaction process­
ing. Tandem has been joined by a number 
of vendors. Key Logic is a startup compa­
ny with an operating system for IBM 370 
hardware that provides very high trans­
action rates and entirely new functional­
ity, including a patented security feature 
that exceeds the levels of security 
achievable with MYS and VM. The data­
base machines from Britton Lee and Ter­
radata provide another, significantly new 
approach to transaction processing. 

I think that the industry must 
identify market needs that the current 
standards will not satisfy. Then we must 
look for new and better ways to open 
these markets. 

Once we have ensured that we 
have the new functionality, we should 
provide some bridges to the past. This 
upward-migration aid requirement is cer­
tainly nice to have, but it must not domi­
nate our product-planning process. Our 
obligation is to continue to move the 
frontier forward. There will always be 
settlers who will build the towns, 
schools, shopping centers, etc., but if our 
industry stops innovating we will lose 
our global competition with others who 
are willing to take the risks of innovation. 
Customers must focus on their long­
term requirements for which current 
technology is inadequate and they must 
work with vendors to build the standard 
systems for the '90s. 

DAVID H. BOWEN 
Software Marketing 

and Business Consultant 
Sanjose, California 

Subiect Index 
If you would like to obtain a copy of the 
Subject Index to articles published in 
1986, please write to the Subject Index 
Editor, DATAMATION, 875 Third Ave., 
12th floor, New York, NY 10022. 
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