


















































































































































































































































A s the leader and guiding spirit 
of Digital Equipment Corp., 
the computer company he 

founded 29 years ago, President Ken­
neth H. Olsen has remained commit­
ted to his vision of a business driven by 
technology. That commitment, which 
long ago made Digital a leader in mini­
computers, has now propelled the 
company into undisputed leadership of 
the industry's most vital new technolo­
gy: networking. Churning out an im­
pressive array of sophisticated com­
patible computers and communica­
tions software, it has emerged as the 
only ·computer vendor that can effi­
ciently tie together all elements of the 

" comes down 

ta! has won $2 billion worth of orders 
that would otherwise have gone to Big 
Blue. Even IBM positions its products 
against Digital's these days. "Our 
strategy was not to compete with 
IBM," Olsen insists. "It was to intro­
duce into the commercial area those 
things that worked so well in the tech­
nical area. " 

That it has done. Pouring billions 
into R&D, Digital has introduced com­
puters and communications software 
over the past two years that are the 
envy of the industry. Most success 
of all: the MicroVAX II, a line of po 
ful small computers, which ' 
sales of $1 billion in fis 
full year on the 

• 
eat1n 

cal strategy of designing an entire line 
of computers around a single unifying 
architecture, called the VAX., which 
would allow every computer to run the 
same software, use the same data 
bases and be hooked up to the same 
communications equipment. 

The common architecture greatly 
simplified the enormously 
task of devising a 
scheme that 
tog t 



CONIPUTER SALES & SOFTWARE PROFESSIONALS 

Digital's success story is the stuff headlines are made of. 

We came along with the computing solution that the 
world had been waiting for-and pushed tales of a 'high 
tech slowdown' off the page. 

While other computer companies talked percentage drops 
and worst-case scenarios-we have brought Wall Street to 
its feet with some amazing numbers. 

The pioneers of compatibility have brought to market 
the broadest range of products available with the same 
architecture. 

Yes, we have computers working together-at last the 
desktop talks to the data center, the factory floor to the 
executive suite, and the London office to U.S. head­
quarters. 

We just happen to believe that information was meant to 
be shared. 

And the same applies to success. 

If you have problem-solving and sales skills, industry or 
vertical market expertise, solid communications skills, and 
a knowledge of Digital's products-and how to position 
them competitively-let's talk about making headlines 
together. 

Computer Sales Professionals 
You will be involved in presenting our full range of 
sophisticated systems and designing leading edge answers 
to a wide variety of customer problems. We expect you 
to talk solutions with all levels of a customer organiza­
tion. We require: 

• 5-10 or 10+ years computer sales experience 
selling mini or mainframe systems 

• large account management expertise 
• knowledge of computer services, such as 

timesharing or software 

Software Business Consultants 
In this consulting role, industry experts will develop 
strategies that match Digital's product strategies to the 
individual needs of customers. This will involve develop­
ing ~hitectures around specific application areas. We 
require: 

•a minimum of 15 years proven experience within 
the finance/banking industry or other vertical 
industries 

• an ability to integrate Digital's products and 
technology solutions with customer business goals 

• knowledge of networking technologies and project 
management experience desirable 

Software Systems Architects 
You will design system configurations with specific 
industry focus. This will involve consulting with 
customers, designing solutions and providing quality 
assurance. We require: 

•a minimum of 8 years experience with Digital's 
DNA or related SNA products 

• familiarity with VAX/VMS* or similar 32-bit 
operating system technology 

• knowledge of Ethernet/LAN or comparable 
competitor products 

Software Specialists 
You will work directly with sales professionals and 
customers to define computing needs, as well as be 
directly responsible for the technical management of sales 
projects. We require: 

• a minimum of 3 years of technical pre-sales or sales 
support experience working directly with sales reps 
or customers 

• experience in technical management of projects 
during the pre-sales cycle 

• VAX'~ and/ or systems expertise with general 
knowledge of comparable competitor products 

For opportunities throughout the country . .. 

Call 1-800-DEC-HIRE 
24 hours a day, 
7 days a week 
If you can't call, write U.S. Field Employment-National, 
Dept. 0315 3807, Digital Equipment Corporation, 129 
Parker Street, PK03·2/C29, Maynard, Massachusetts 01754. 

We are an affirmative action employer. 

* Trademarks of Digital Equipment Corporation 

Be part of the story ... now. 
Call 1-800-DEC-HIRE 

TM 

digital 
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Real Time 

BOOKS 

The Picture of Refinement 
DESIGNING THE USER INTERFACE: 
STRATEGIES FOR EFFECTIVE HUMAN­
COMPUTER INTERACTION 
by Ben Shneiderman, Addison-Wesley, 
Reading, Mass. (1987, 436 pp., $29.95). 

BY JOHN M. CARROLL 
As Ben Shneiderman notes in the early 
pages of Designing the User Interface: 
Strategies for Effective Human-Comput­
er Interaction, new books on human­
compu ter interaction are appearing 
monthly. Nevertheless, a new book by 
Shneiderman is special. His 1980 book, 
Software Psychology: Human Factors in 
Computer and Information Systems (Lit­
tle, Brown, Boston), was the definitive 
presentation of human factors in comput­
ing systems at the time. His new work 
provides an opportunity for taking stock 
of interim progress and reflecting on fu­
ture directions. 

As in Software Psychology, Shnei­
derman takes pains in his new book to 
help the reader understand how the field 
advances, not merely where it is now. 
Toward this end, Shneiderman's 1980 
book extensively reviewed details of ex­
perimental design and laboratory meth­
odology imported wholesale from aca­
demic psychology. The new book re­
views a variety of domain-specific 
abstractions, theories, guidelines, and 
principles of human-computer inter­
action, and domain-specific methodolo­
gy, including prototyping and usability 
specifications. This is a measure of the 
field's progress. 

More than half of the 1980 book 
addressed itself to programming and 
database query issues, reflecting the 
"professional programmer" focus of re­
search in the 1970s. The new book has a 
far broader scope encompassing person­
al computing, office applications, com­
mand and control systems, and CAD/CAM, 
as well as programming. A great deal of 
attention is given to interaction styles: 
menu selection systems, command lan­
guages, and direct manipulation. The di­
rect manipulation chapter is of special 
interest perhaps because Shneiderman 
himself is one of the chief proponents of 
this new interface genre. 

Chapters are also devoted to 1/ 0 
devices, to response time and display 
rate, and to user assistance. There are 
many contrasts with the earlier book. 
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Speech, for example, is no longer mere 
possibility, and window management and 
the use of color are now major topics. 

Shneiderman argues for usability 
testing and redesign throughout the sys­
tems development process, and for mea­
surable usability specifications playing a 
role analogous to functional specifica­
tions. The final chapter addresses the 
"larger" context, namely, that more 
powerful, more diverse, and more usable 
systems can have an impact on our 
lives-for the better and for the worse. 
Shneiderman ended Software Psychology 
with such a chapter too, recognizing how 
easily we can all lose the user interface 
forest for the trees. 

My enthusiasm for Shneider­
man' s new book is qualified in just a few 
respects. Although there are many ref­
erences to the "syntactic/ semantic" 
model as "a way to organize the design 
process," this is never adequately dem­
onstrated. I had a similar reaction to 
Shneiderman's commitment to " reduc­
tionist" methodology in psychology. The 
most interesting and valuable portions of 
the book-in fact, the majority of the 
book's contents-are descriptive, ana­
lytically qualitative, and frequently just 
informed opinion. This didn't make the 
book less interesting or valuable to me, 
but it caused me to wonder what reduc­
tionist psychology is doing in the book 
and in the field. 

Despite these reservations, the 
new book lives up to expectations: it is 
broad in scope, packed with information, 
and delightful to read. Shneiderman cov­
ers the ever-broadening landscape of hu­
man-computer interaction with a witty 
and caring intimacy. He knows the entire 
field as few people do. The book is a fine 
complement to Software Psychology 
(most publications referenced in the new 
book appeared after 1980). Designing the 
User Interface is the most accessible and 
comprehensive introduction to human­
computer interaction now in print. • 

john M Carroll, manager of Advisory 
Interfaces at IBM's T.J Watson Research 
Center and author a/What's in a Name: 
An Essay in the Psychology of Refer­
ence (W.H Freeman, New York, 1985), 
recently edited Interfacing Thought: Cog­
nitive Aspects of Human-Computer In­
teraction (MIT Press, Cambridge, 1987). 

CALENDAR 

MAY 
Second International Supercomputer 
Conference and Exhibition. 
May 3-8, Santa Clara. Contact Michelle 
Aden, CYDROME, 1589 Centre Pointe 
Dr., Milpitas, CA 95035, (408) 943-9460. 

Canadian Information Processing 
Society (CIPS) Congress '87. 
May 12-14, Winnipeg, Canada. Contact 
CIPS, Winnipeg Section, P.O. Box 2610, 
Winnipeg, Manitoba R3C 4B3, Canada, 
(204) 947-2837. 

Society for Information Display (SID) 
International Symposium. 
May 12-14, New Orleans. Contact Hilde­
garde Hammond, Palisades Institute for 
Research Services Inc., 201 Varick St. , 
New York, NY 10014, (212) 620-3388. 

Scientific Computing and Automation 
Europe. 
May 13-15, Amsterdam. Contact Else­
vier Science Publishing Co. Inc., 52 Van­
derbilt Ave., New York, NY 10017. 

E&M'87 (Software/ Computing Confer­
ence and Exhibition). 
May 19-21, Rosemont, Ill. Contact Tow­
er Management Co., 331 W. Wesley St., 
Wheaton, IL 60187, (312) 668-8100. 

IBERICOM'87 (International Conference 
on Data Communications). 
May 19-21, Lisbon. Contact!BERICOM 
Secretariat, Associacao Portuguesa de 
Informatica, Av. Almirante Reis 127, 1 
Esq. llOO, Lisbon, Portugal. 

International Conference on Communi­
cation and Data Communication. 
May 25-27, Brussels. Contact Univer­
site Libre de Bruxelles, Section Informa­
tique et Sciences Humaines, 39 rue de 
Bruxelles, B-1400 Nivelles, Belgium, 
(067) 2185 29. 

ACM SIGMOD-87 (Association for 
Computing Machinery's Special Interest 
Group on Management of Data). 
May 27-29, San Francisco. Contact ACM, 
ll W. 42nd St., New York, NY 10036, 
(212) 869-7 440. 

ISDN (Integrated Service Digital 
Network) '87. 
May 31-June 4, Monterey, Calif. Contact 
IEEE Communications Society, 345 E. 
47th St., New York, NY 10017-2394, 
(212) 705-7018. 
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COMDEX/Spring '87 
GETS YOU GROWING • 

Go to COMDEX/Spring '87 and gear your busi­
ness up for extra profits and growth. Because there 
you ' ll gather all the resources you need to make the 
most of the busiest selling season of the year. 
Exhibits to grow on 

COMDEX/Spring '87 unites you with the hottest 
selling products and services including hardware 
and software to automate and integrate offices. New 
tools and techniques for communications and net­
working. Advances in micro-to-mainframe links . 
Mass storage devices such as CD ROM . CAD/ 
CAM and desktop publishing products. All the 
products and services to grow on. 
Insight to grow on 

With a Conference that includes the acclaimed 
Desktop Publishing and CAD/CAM Seminars, and 
special sessions on microcommunications and 
software challenges, COMDEX/Spring '87 shows 
you the workings of today 's money machines . 

Thousands of resellers from all over the country 
are gearing up for growth at COMDEX/Spring '87. 
Get your business growing by completing and 
sending in the coupon for attendee information. 

Produced by The Interface Group, Inc., 300 First 
Avenue, Needham, MA 02194. 

(OmD~~~~7Spring '87 
June l-4, 1987 
Georgia World Congress Center 
Atlanta, Georgia 
It's time to get up and grow. 

r-----------1 
I I want to get up and grow at I 
I 

COMDEX/Spring '87! I 
D Send me complete attendee information 

I D Send me exhibitor information. I 
I Na~ I 
I Title I 
I Company I 
I Address I 
1 

City State ___ Zip 

1 Phone_;_< ______________ _ 

I Return to: The Interface Group, Inc. I 
I 300 First A venue I 
L 

Needham, MA 02194-2720 z.J ________ DM-3-15-87 
c; The Interface Group, Inc. 
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Real Time 

PEOPLE 

Of Flying Machines 
and Computers 
I. Bernard Cohen has spent his life putting 
scientific discoveries in historical perspective. 

BY ROBERT CRUTCHFIELD 
When I. Bernard Cohen stepped up to 
the podium recently at the Dallas Info­
mart to introduce a traveling museum ex­
hibit funded by IBM, he was truly in his 
element. 

The professor emeritus of the 
history of science department at Harvard 
University stood amid numerous models 
based on Leonardo da Vinci's fifteenth 
century visions of a parachute, helicop­
ter, flying machine, and rotating bridge. 
Just a floor below and five centuries re­
moved from the Renaissance were ven­
dor showrooms displaying tomorrow's 
candidates for future generations to ogle 
at in some museum. 

Professor Cohen has devoted the 
better part of his life to the task of putting 
science and technology into historical 
perspective. He has won world recogni­
tion for his study of Sir Isaac Newton, 
and is equally noted for his studies of 
Benjamin Franklin and the rise of elec­
tricity as a field of science. 

The spry, 73-year-old educator 
was the first American to receive a bach­
elor's degree (in 1937) in the emerging 
study of the history of science from Har­
vard. Later, he founded a department 
there dedicated solely to the history of 
science. 

Professor Cohen is regarded as 
one of the few specialists in the relatively 
new area of the history of computers and 
information processing. He has conduct­
ed many interviews with founders and in­
novators, and has been active in ensuring 
the preservation of both hardware and 
software. 

Cohen recalls interviewing indus­
try pioneer Howard Aiken shortly before 
Aiken's death in March 1983. Aiken told 
the historian that "the day will come 
when they will give away hardware and 
sell the software to go along with it." 

"That trend has already started," 
Cohen says. "The price of software is go­
ing up while the cost of hardware is 
dropping." 

Besides the technological ad-
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vances the computer has brought, Cohen 
observes, there have also been social 
changes. "During the '50s and '60s peo­
ple viewed the computer as a helpful 
tool," he points out. "Today, many priva­
cy and confidentiality issues have been 
raised." 

Of the microcomputer revolu­
tion, Cohen says there is a low level of 
computer literacy. "People think they 
are computer literate if they can do word 
processing. "Very few people have a real 
sense of the power of a computer-it is 
beyond them." When talking about the 
tremendous growth in the computer in­
dustry, Cohen says the discussion can­
not be confined to the postwar era. The 
roots of the modern computer can be 
traced back to the seventeenth century 
and the mathematics machines of Schick­
ard, Pascal, and Leibnitz. 

He credits Charles X. Thomas of 
France for actually building calculating 
machines in the 1830s. Other nineteenth 
century inventors who paved the way for 
the modern computer include Charles 
Babbage and George Scheutz. Though 
Babbage never fully completed his ma-

1. BERNARD COHEN: 
"Very few people 
have a real sense of 
the power of a 
computer." 

chines, Scheutz did. With the advent of 
the punch card, developed by Herman 
Hollerith, tabulating machines became 
widely used. The company that would 
eventually become IBM bought Holler­
ith's company and soon controlled the 
tabulating machine market. 

Cohen observes that early com­
puters were quite crude. It was the de­
velopment of the IBM/Harvard machine 
(on which Aiken worked) and ENIAC that 
paved the way for modern data process­
ing, along with other innovations like the 
stored program. 

"The early computers were all 
one of a kind and built by universities," 
Cohen says. "The first commercial com­
puter, Remington Rand's Univac, was 
not built on an assembly line. Each ma­
chine was made for a specific purpose." 

The past 40 years of growth in 
computing have been well documented 
for future historians, the professor says. 
"There are a number of individuals who 
are very concerned about the recording 
and preservation of this industry's histo­
ry," he comments. On predicting the in­
dustry's future from the study of the 
past, Cohen says that "no one can gauge 
what technological developments will 
take place in the next 10 years." 

If anything, he comments, study­
ing the history of computers shows how 
dynamic the industry is. And when histo­
rians of the future study this era, the ef­
forts of people like this Harvard profes­
sor will ensure that that has been well 
documented. 

. ' 
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*' It's Not. 
It's the New OKIDATA PC Modem. 
If the name's familiar but you can't place the face. 
relax. The new OKITEL™ 1200 is every bit as good 
at "bits per second" as our printers are at "characters 
per second." 

• And that's very good. 
You see. besides being a big name in personal 

printers. OKIDATA is a titan in telecommunications. 
Our parent company is one of the biggest telecom­
munication equipment suppliers in Japan. 

Get It Right the First Time 
• With Automatic Adaptive Equalization. 

Because the OKITEL 1200 automatically adapts to 
widely varying line quality. your data rarely gets lost or 
disconnected by a "noisy" line. So you hardly ever 
have to re -transmit. A convenience usually 
found only in higher-speed modems. 

, Our new PC modem also offers auto-
dialing. auto-answering. and auto­
disconnecting. The ability to use 
tone or pulse-dialing. As well as 

On·Une, On-the-Double. 
To help you get instantly acquainted with your 
OKITEL 1200. we're including a special introductory 
offer that provides up to $1 50 in discounts on three 
of the most popular on-line services: CompuServe~ 
Newsnet® and Dow Jones• News/Retrieval. 

Turn Ordinary Minutes 
Into OKIDATA Minutes. 
When you use a modem. every minute means money. 
But an OKIDATA Minute actually saves you money. 
You get a full 60 seconds of quality time every minute 
you're on-line because you get it right the first time. 

The OKITEL 1200 PC Modem. Fewer transmission 
breaks. plus automatic error detection and automatic 
adaptive equalization. 

Start getting your money's worth out of every 
modem minute. Get the new OKITEL 1200 

modem with the very familiar-
and very respected-name. 

Call toll-free. 1-800-0KIDATA for 
the name of the OKIDATA dealer 

nearest you. 

a special self-diagnostic loopback. 
Of\IDATA .:: .v. co OH iO so :: : 

Okitel 1200 

• 
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LETTERS 
Excess is Best 
Is there no one out there who can save us 
from the excesses of graphic designers? 

DATAMATION has taken a giant step 
backward in redesigning the magazine. It 
is now very difficult to see at a glance 
where articles start and finish. 

The new mix of text and graphics 
with gray screens, confusing rules, and 
poor font selection gets a very large zero 
for readability and visual appeal. 

JIM HARDY 
Southam Murray Printing 

Weston, Ontario 

More on Printing 
"The ABCs of Printing," by Hesh Wiener 
(Dec. l, p. 59) is generally quite informa­
tive and interesting, but several errors 
may leave the reader with the wrong 
impression. 

Wiener says that most nonimpact 
printers are 300 by 300 dots per inch, 
while IBM has significantly lower resolu­
tion of 240 by 240 dots per inch. This 
statement is true only if you count the 
Japanese desktops, which print at eight 
or 10 pages per minute. However, Mr. 
Wiener's article addresses high-speed 
computer output printers, and in this are­
na most new products are 240 by 240 
dots per inch (or less): Bull 6050, 6090; 
Datagraphix 4800, 6800, 9800; Fujitsu 
6700 (3052), 3051; Hewlett-Packard 
2680; NCR 6480; Siemens 2200, 2300; 
Sperry (Unisys) 0777; and Storage Tech­
nology 6100. 

Xerox is the only present vendor 
with 300 by 300 dots per inch; Kodak has 
yet to commence shipments. Further, 
"resolution" (addressability is a more ac­
curate term) is only one dimension of 
print quality, and the user's perception of 
the IBM 3800 Model 3 print quality is that 
it is quite good. 

No mention is made of many of the 
significant printer vendors in the North 
American market, including Datagraphix 
(which had the third largest share of 
3800-class shipments in 1985); Sperry 
(Unisys), which has been in the printer 
business as long as IBM has; or Siemens, 
which claims to have a larger shipment 
share than IBM in Wes tern Europe (if you 
count the 100-page-per-minute ND-3), 
and a significant and growing share of the 
North American market through distrib­
utors such as Datagraphix, Storage 
Technology, or NCR. 

H.G. SUITER JR. 
Datagraphix Inc. 

San Diego, California 
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RealTtme 

READERS' FORUM 
Microethics 
When an agency of the federal govern­
ment sues your corporation, or your ceo 
is indicted for fraud, or the press attacks 
your company's hiring practices, all per­
sonnel suffer: some may be laid off, some 
may lose money when the corporation's 
stock plummets, and some may be forced 
to take cuts in salary. Most corporate cit­
izens consider this unfair, because we 
like to think that most of us are purely 
blameless. Somebody upstairs is over­
charging the Defense Department, while 
we-hell, we've never stolen so much as 
a paper clip. 

But ethos, or character, encom­
passes the little things, too. There is a 
framework required for dealing ethically 
with smaller matters; we might call it a 
microethic. 

In the project team. Battles be­
tween peers are common, but often quiet 
enough that a manager doesn't notice 
them. When Rick finds a bug in the old 
disk controller code, he blames Nick, be­
cause Nick touched it last; Nick blames 
Rick because Nick's last changes were in 
a more delicate area; and Dick ignores 
them both, because he wrote the original 
controller code, and it worked fine before 
they tried to add all those silly bells and 
whistles. All venial sins, but in combina­
tion they could create the deadly sin of 
leaving a customer's controller broken. 

Dick might have offered his 
knowledge of the big picture; Nick and 
Rick might have offered their code to 
each other for review before it was im­
plemented. Together, they might have 
avoided the bugs. 

What will really happen is that 
Rick will triumphantly find Nick's bugs 
sometimes, and other times the opposite 
will happen, and Dick will continue 
smirkingly to ignore them both. And all 
three engineers blame their manager, 
who was the one who demanded all those 
bells and whistles in the first place. 

Their manager, if he sees this go­
ing on at all, will murmur something 
about the healthiness of competition. 

In the department. The manager 
should know better, since he has seen 
the adverse effect of competition among 
fellow project managers Alfred and In­
grid. Alfred wants his team's minicom­
puter in Ingrid's lab. After all (Alfred 
says), Ingrid's lab is only a few steps 
away from the offices of Alfred's team, 
and there's a spot in the corner of the lab 
that will accommodate the mini with a 
few feet to spare. 

No way, says Ingrid, but she 
doesn't say why. She doesn't say, be­
cause she's been wheedling the director 
about a pet project of hers, and doesn't 
want word to leak out. (She suspects Al­
fred wants to buy into some of the glory 
of her prospective supermini project.) 
Her pet project will require that space in 
the lab. 

The reason why Alfred had to 
have the mini moved somewhere is 
equally selfish: the company doesn't sell 
the machine anymore, and even though 
Alfred's team still has to support it, Al­
fred wants to hide the mini and make the 
supermicro project (Alfred's pet project) 
a little more visible to upper manage­
ment people who happen down the hall­
way. Out with the old and in with the 
technologically unfeasible, that's the 
joint motto of Ingrid and Alfred. Their 
projects will never see daylight-but, 
they know, their pioneering efforts will 
look terrific on their resumes. 

And companywide. Alfred and In­
grid, in turn, aren't so different from the 
vice presidents of Network Products and 
Computer Products, who are Harry and 
Mary, respectively. Harry waves bar 
graphs showing the company was built 
on modems; Mary produces four-color 
pie charts proving that computer sales 
have kept the company alive through 
hard times. Each argues persuasively for 
a fatter budget-at the expense of the 
other. Fighting for departmental victor­
ies, they've lost sight of larger ones that 
would benefit the entire corporation. 

What these characters have in 
common is a petty and egocentric view. 
Similarly, most of our visions do not in­
clude furthering knowledge, or solving 
problems, or even making a profit for the 
company. 

If somebody up there pins a 
badge on us that says "hero," or if the 
next raise is substantially larger than the 
last, or if a promotion is offered us, we 
have achieved our goals. We read books 
that have words like "power" and "suc­
cess" and "money" in their titles, but 
terms like "cooperation," "sacrifice," 
"concession" are words we last heard in 
Little League. 

We might review our feelings 
that we are morally superior to that ceo 
in front of the federal grand jury; we may 
discover our scruples differ not in sub· 
stance, but merely in degree. 

BRUCE C. KULA 
Software Engineer 

Indian Rocks Beach, Florida 
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Sal Massimino, Managing Director, 
International Operations 
U.K., Scandinavia, Netherlands: 
Martin Sutcliffe 
France: 
Alasdair Melvelle 
W. Germany, Austria, Switzerland, E. Europe: 
Uwe Kretzschmar 

Japan: 
Hiroshi Sato 
IRM, Inc. 
Rosei Building, 4-2, 
Higashi Azabu 1-Chome, 
Minato-Ku, Tokyo l 06, Japan 
Tel: (03) 584-1241 , Telex: 242-2588 
IRMTOK J 

Israel: 
Roseline Lewin-Wainberg 
Technical Publishing Co. 
68 Sokolov St. 
Ramat Hasharon 47 235, Israel 
Tel: 03-49 12 69 

Featuring detailed marketing statistics and growth 
trends on hundreds of manufacturers of micros, 
related equipment, supplies and software. ASCII PRINTER INTERFACES 
More than a survey ... an in-depth profile 
of the micro market 
Identify and compare your company's present and 
future growth with your competitors'. Datamation's 
End User and OEM buyers of 26 different micro 
products report what and how much they bought 
in 1985 ... including: 
• Detailed pricing and unit volume information 
• Share-of-market shown as percent of dollar volume 
• Geographic breakout of purchases 

To order your copy ... 

IBM 34/36/38 Interface 
Impact provides emulations for 

IBM 5219, 5224, 5225 and 5256 
printers. 

Device addresses can be set on 
the interface and the interface 
supports cahle through or terminate 
designations. 

IBM 3274/3276 Interface 
Impact's 3274/3276 interfaces 

provide complete IBM 3287 printer 
emulations. 
Interface Design 

base plate that supports the footprint 
of most printers minimising the 
amount of desk space required. 

Impact 
Impact is an Australian company 

whose R&D activities commenced 
in 1977. The Company has powerful 
shareholders like Citicorp, 
Westpac, Aetna Life Insurance, 
Security Pacific Bank, BT, Pratt. 
Ensign Investments, Koitaki and 
Macquarie Bank. 
Impact Systems Inc. 
Suite 250, 535 Mlddlefleld Road 
Menlo Park. CA 94025. 
Telephone: (415) 324-3344. 
Facslmlle: (415) 324-3368. 

Send your company purchase order or check for $250 
per copy to: Datamation magazine, Attention: Mary 
Connors, 875 Third Avenue, New York, NY 10022. Or 
call Mary at (212) 605-9678 for additional information. 

Impact's interfaces are avai lable 
in small robust external interface 
hoxes or alternatively very practical 
slim line interfaces that have a large 

• 1BM is a registered- al IBM COrporatioo, Inc. 

M•nuf1ctured by: Impact Systems Limited, 7 Gibbes Street, Ch1t1wood, Sydney 2067, Au1trall1. 
Telephone: (61 -2) 406-6611 . Telex: AA176123. Fu: (61-2) 406-6218. 

CJRTRMRTION., 
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TECHNICAL EXCELLENCE FROM DOWNUNDER 

Ill 

Serving the needs of information processing professionals ... worldwide. 
CIRCLE 70 ON READER CARD 
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______ Sicob 1987 ______ _ 
The World Business Show 

4 ... FASTEN YOUR SEAT BEISI'S! 
The international business forum of 
the year awaits you. Now your ambi­
tions can really get off the ground. 

3 ... GET READY FOR DEPARTURE! 
Exhibitors from all over the world 
will be coming to take advantage of 
the multiple direct contacts that only 
SICOB can offer. 

2 ... ALL SYSTEMS GO! 
The latest in data processing, tele­
communications, duplication, office 
organisation and office automation 
will be on board . from April 6th to 
11th. Fly with the VIP's at the Data 
Processing, Office Automation and 
Office Organisation Conventions. 

1 ... TAKE OFF INTO SPACE! 
Discover Paris-Nord, the most mo­
dem exhibition centre in Europe. 
118,000 m2 of the latest advances in 
technology. 

GO! ... SI COB 1987. THE WORLD 
BUSINESS SHOW 

SEE THE LATEST. SEE IT ALL. 
SICOB FRANCE 
4, place de Valois 75001 Paris -
Tel : 42.61.52.42 -Telex: 212.597 F 

PROMOSALONS: INTERNATIONAL 
TRADE EXHIBITIONS IN FRANCE, 
INC - 8, West 40th street - suite 1505 -
New York, N.Y 10018 -Thi: l (212) 
869.1720 -Tulex: 427.563 FRSHOWS 

From 6th to 11th April 1987 
38th International Sicob Exhibition - Paris France 
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