












































































































































































































































THREE NEW WAYS
TO ACHIEV i
PERSONAL POWER.

INTRODUCING THE APC IV FAMILY OF -
POWERMATE §. Zsz==  POWERMATE 2 5, -

mance in a package that only takes up a little scientific modeling, heavy-duty data manage- "
over a square foot of desk space. The ideal choice ment, advanced financial modeling or presenta-

for all standard applications such as word pro- tion graphics, this system will take you as far as v
cessing, spreadsheet analysis and accounting. Yet you want to go. Two software-selectable speeds of

flexible enough for more specialized applications 8 and 10 MHz and a wide range of monitor, r
such as desktop publishing, CAD/CAM and graphics boards and memory options make it easy
scientific modeling. A wide range of monitor, to put together the ideal configuration for your b
graphics board and memory options let you tailor needs. For example, couple it with the popular

a system to your particular needs. And unlike NEC MultiSync™ color monitor option for the finest i
most systems its size, PowerMate | has three graphics resolution available on any PC today.

internal storage slots, six disk drive options and
the ability to use 5¥4"" and 32" drives so you
can exchange data with laptops.



PERSONAL COMPUTERS

BUSINESSMATE. &

+ for people
who want a multi-user system but don't want the
cost or complication of a network. In fact, for
applications that need centralized processing,
such as accounting, inventory control and order
processing, this is the most economical and prac-
tical system you can buy. It supports up to nine
work stations and accommodates as many as
five internal storage devices.

C&c Computers and Communications,

If you're into power, NEC has
an announcement that should
really get your adrenaline racing.

We've just enhanced one of
the hottest AT-class PC's on the
market—our Advanced Personal
Computer [V, and expanded it into
three powerful systems: PowerMate™ 1,
PowerMate 2 and BusinessMate.”
So no matter what your needs, you
can have the power to run faster. The
power to dig deeper. The power to
really take it to the l[imit—even when
you're not sure what the limit is.

The APCIV," as you've proba-
bly read, already has the power of
the press behind it. PC World called
it “a screamer.” And PC Magazine
said, “It is muscular, stylish, very
classy...everything an AT-class
machine should be and then some.”
And Personal Computing pro-
claimed, “The APCIV is an impres-
sive-looking computer. .. with
powerful expansion capabilities
and a monitor you won't want to
take your eyes off.”

The APC IV family has the
power of NEC behind it. The power
of a $13 billion leader in computers
and communications. So you never
have to worry about service or
support.

One of our new systems has
your name on it. Whether you're a
dreamer driving a new mechanical
design right into the stratosphere.
Or an accountant projecting figures
far into the future. Or part of a
group that needs to work with a
common data base.

The new APCIV family of
computers. Because sooner or later,
you're going to have to take it to
the limit.

For more information and the
name of the NECIS reseller nearest
you, call 1-800-343-4419 (in MA
617-264-8635). Or write:

NEC Information Systems,
Dept. 1610, 1414 Massachusetts Ave.,
Boxborough, MA 01719.

Tk 17 75 e Gl

NEC
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Leaving Something
To Be Remembered By

Former ADAPSO chairman George Raymond
says that with age comes the desire to give
something back to society.

BY WILLIE SCHATZ

Last year, George Raymond had two full-
time jobs. One was owning Automatic
Business Centers (ABC), a Morristown,
N.J., computer service for payroll pro-
cessing. The other was being chairman
of ADAPSO.

These days, the livin’ is easy for
George Raymond. He has only one full-
time job. With the expiration of his term
at ADAPSO last November, ABC became
Raymond’s working life—again. He re-
acquired the firm last September from
CIGNA, a large holding company, to which
he had sold it in 1983, after founding the
company and acting as its president for
15 years.

He made the seemingly contra-
dictory moves, he says, because in each
case it was an offer he couldn’t refuse.

“TI've got a totally different atti-
tude about the company today than when
I'soldit,” the 50-year-old Raymond says.
“Today, I'm the owner, and I worry
about things I didn’t worry about when
CIGNA owned it. It’s the difference be-
tween owning a car and leasing it. The
subtleties in there are very different.

“Before I sold it there was always
aburning feeling in the pit of my stomach
that I wouldn’t be able to meet the next
payroll. Now, I'm not worried about
whether the damn thing’s going to make
s

No wonder. The book on ABC
showed $6 million in revenue when he
sold it. This year it will do $21 million,
and upward is the only direction in sight.
Because business was booming and his
second job was history, Raymond took
the next logical step—for him, that is. He
found another job.

Raymond hadn’t had one since
last November, when his term as ADAPSO
chairman expired at the organization’s
25th anniversary meeting.

Many people would have gone
gently into wherever it is chairmen go
when they become chairmen emeritus.
But Raymond wasn’t finished with

RAYMOND: “I realized | wanted to find a way
to leave something behind.”

ADAPSO. Just because they took the boy
out of ADAPSO doesn’t mean they took
ADAPSO out of the boy.

Enter his new passion. The
ADAPSO Foundation had been sitting
around as an empty shell since it was
formed two years ago as a public service
venture by former ADAPSO president Jer-
ry Dreyer. It was a perfect vehicle for
Raymond to accomplish his goal of giving
something back to society.

“I've never thought of myself as
benevolent or charitable,” Raymond con-
fesses. “But I've beenin the industry for-
ever, and it’s been very good to me. So I
wanted to find a way for the industry to
come together and make life better for
those less fortunate.”

“I'm getting to the time in my life
when you have a chance to reflect,” Ray-
mond says. “When people get to 60, they
start thinking about retirement. That’s a
little old to start doing new things. The
more | thought about it, the more I real-
ized | wanted to find a way to leave some-

thing behind for the part of the world
that’s been good for me. That's more
than starting a couple of companies and
processing a few payrolls.

“When I began to rationalize the
concept of an industry payback, the foun-
dation was sitting there waiting. I'm for-
tunate I had the power to make it happen,
though. If T hadn’t been chairman of
ADAPSO, this wouldn’t have happened.”

But he was, so it did. As president
of the foundation, Raymond convinced
Bernie Goldstein, president of Broad-
view Associates, Fort Lee, N.J., and an
ADAPSO legend, to become chairman of
the foundation’s board of trustees. Thus
far, the foundation has funded the Wolf
computer project, which is teaching se-
verely handicapped children in Michi-
gan’s Wayne County school district how
to communicate without speaking. The
foundation will also provide talent to de-
velop software that can be used as teach-
ing aids at Gallaudet College, a school for
the deaf in Washington, D.C.

“The foundation is no grand de-
sign,” Raymond says. “I’'m not that much
of a visionary. It’s been an evolutionary
process. When I was 40, this was the fur-
thest thing from my mind. But at 50, you
have more free time to think about other
things. I guess it’s the aging process.”

Raymond fell into the computer
business accidentally while working for a
small accounting firm in Philadelphia in
the early '60s. We're not talking comput-
er freak, here, but the machines were
part of the office’s management services
business, so Raymond learned them as
he went along. When the office became
the Philadelphia branch of Touche Ross,
a Big Eight accounting firm, Raymond
cut out to start a service bureau doing
traditional accounting for small business-
es. He sold that company in 1969, took
the money, and three years later ABC was
born. The rest is history.

Building a successful business is
no small shakes, but Raymond says he
wants to be remembered as having done
more than that.

“I'm convinced it’s the right thing
to do,” he says of his involvement in the
foundation. ‘“Encouraging the industry to
hire the handicapped is a tremendous op-
portunity to step forward. This isn’t a
conduit for money. The real payoff is do-
ing things like Gallaudet. And if I'm going
to be remembered for anything, I want it
to be that the foundation was a significant
force in helping people, not because I
built a company.” |
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Exhibitors, attendees and the
press all agree. The excitement
and sales momentum are back
and growing stronger than ever!

The sales resurgence shifted into
high gear at COMDEX/Fall '86.
More new products, more new
business, more excitement and
optimism than ever before! Over
80,000 attendees from around

the world came to meet with more

than 1,200 exhibiting companies
and to attend the most inten-
sive—and most successful—
COMDEX conference yet.

The excitement and anticipa-
tion are already building for
COMDEX/Fall '87. Exhibit halls
are selling out fast, with manu-
facturers in every segment of the
microcomputer industry looking
forward to the biggest and most
important marketing event of the
year. Plus, COMDEX/Fall '87 has
been designated an International
Trade Fair by the U.S. Govern-

THE VERDICT

€...we believe
a national show
attended by 65,000
to 85,000 computer
professionals and
characterized not
by bype and glitz
but by ’just a lot of
good, bard selling’
to be the bealthiest
sign in the micro-
computer industry
Jor a long time. 9

David Hill

Editor

MICRO MARKETWORLD
11/24/86

ment, and will be promoted and return the coupon today for
worldwide to attract even information or call (617) 449-
more than the 7,000 foreign 6600.

buyers who came in 1986. It’s
COMDERFall '87

all shaping up now to make
November 2-6, 1987

COMDEX/Fall 87 the most val-
uable event possible for manu-

Las Vegas, Nevada
Produced by

facturers and resellers alike.
The verdict is in and the oppor-
XITHE INTERFACE GROUP, Inc..

tunities are unlimited! Complete

TELL ME MORE about new business and
profit opportunities at COMDEX/Fall '87!

‘ [0 Send me complete exhibitor information.
l [J Send me attendee information when available.

Name. \

Title
Company.
Address.
City State. Zip.
Return to: Mr. Richard Schwab, THE INTERFACE GROUP, Inc.
- SRR I

© The Interface Group, Inc.
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You Want It When?

CRUNCH MODE: BUILDING EFFECTIVE
SYSTEMS ON A TIGHT SCHEDULE

by John Boddie, Yourdon Press/
Prentice-Hall, Englewood Cliffs, N.]J.
(1987, 192 pp., $26.67).

BY ANDREW MALAKOFF

“Crunch mode”—the pace at which a
team is driven when it has to produce six
months’ worth of work in three
months—is a dp folk idiom whose sym-
bolism is double-edged. The phrase con-
veys either the image of an efficient and
relentless team on a blitz, or that of a
monstrous project on the loose, devour-
ing the hapless programmers in its path.
Independent consultant John Boddie has
written a guide for “anyone who must
manage a crunch-mode project or hap-
pens to be caught up in the middle of
one,” with the intention of demonstrat-
ing that crunch mode can be survived and
that ““quality and short development
times are not mutually exclusive.”

Boddie emphasizes that any proj-
ect is the result of a business decision,
and an accelerated schedule is instituted
because of market constraints, not as an
exercise in character building. The skele-
ton on which Boddie hangs his body of
experiences, judgments, and truisms is
the development of an on-track tele-
phone account betting system for a fic-
tional racetrack called Louisville Downs.
Scattered throughout the discussions of
design implementation and personnel
management are vignettes following the
progress of project leader “Ben” and his
team as they labor over the “Dynatote
Call-a-Bet” system.

As Boddie notes in the first chap-
ter, “It is not a formula approach. It’s a
collection of observations and practices
gathered from successful crunch-mode
projects—not all of them will apply to
your situation.” Nor will they necessarily
be useful, informative, or entertaining.

The initial chapters, which cover
the design process, skim over material
that should already be familiar to anyone
involved in systems development. The
techniques of top-down design, dataflow
diagrams, and structured code have been
well known for some time, and although
their prescriptions may be honored more
in the breach than in the observance, few
experienced professionals have not
heard of them. They have been shown to
form the general basis of sound project

design and implementation. Project lead-
ers or programmers who are unfamiliar
with them are in well over their heads
and Boddie would have axed them from
his team in short order.

Boddie’s treatment of several
worthwhile topics is cursory or inconclu-
sive. Given the bad reputation of soft-
ware estimating and the exceptional
nature of on-time deliveries in many sec-
tors of the computer industry, one would
have expected Boddie’s treatment of es-
timating to consist of more than a few
rules of thumb, hedged with caveats, and
glorified with the label “heuristics.” A
section on “recent developments” is a
balloonist’s-eye view of code generators
and fourth generation languages. A de-
scription of micro-based design pack-
ages is essentially a commercial for the
Analyst Toolkit software from Boddie’s
publisher, Yourdon Inc., New York.

The book’s later chapters, cover-
ing the programming team and the cod-
ing and testing phase of the project, are
equally superficial. Useful observations
on the tasks the project manager and
leader should reserve for themselves
(system testing, library management)
coexist with banal truisms concerning
leadership, motivation, and the care and
feeding of programmers. Boddie can’t
pad this discussion with multiple exam-
ples of data diagrams, so vignettes from
the Call-a-Bet system project and pas-
sages quoted at length from other books
become more prominent.

Crunch Mode is written in a
breezy, chatty style and reads like an oral
presentation. The snappy sentences and
punchy paragraphs occasionally suffer
from choppiness and a lack of continuity.
The book is padded with illustrations,
charts, and examples that tell us very lit-
tle or far more than we want to know.

One has the impression that Bod-
die wanted to turn his life experience into
a book when he should have been satis-
fied with a magazine article. He found a
sexy title and a hot topic but didn’t give
much thought to his audience. The expe-
rienced project leader has no need of the
generalities dispensed here, and the nov-
ice would not have the time to read this
book under crunch-mode conditions. M

Andrew Malakoff, a New York-based
software engineer, has survived crunch
mode and other natural disasters.

CALENDAR
AUGUST

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

First Conference on Speech Technology
in Health Care.

Aug. 26-27, San Francisco. Contact the
Institute for Medical Record Economics
Inc., 121 Mt. Vernon St., Boston, MA
02108, (617) 523-4449.

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

PC Expo.

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

Telecomp China’87.

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

DGC '87 (Fifth Annual Conference and
Exhibition on Computer Graphics in
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 20036-8446, (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
06905, (203) 964-0000.
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Pay less now. Purchase a quality,
reliable CTS 2424AMH modem to-
day for only $495 complete—that’s
a savings of up to °200 over com-
parable modems.

Save more later. CTS modems
were designed for superb transmis-
sion. On marginal telephone lines,
our patent pending, custom designed
signal processor, with integral adap-
tive equalizing, outperforms the
others hands down. That means
fewer duplicated transmissions. . .
greater transmission savings month
after month, year after year.

If a 40% cost savings isn’t reason
enough to consider CTS, our error
free transmission and superior per-
formance should be! It's not surpris-
ing that today’s quality/cost conscious
buyers are comparing—and choos-
ing CTS 2400 modems over the
competition.

Compare these additional fea-
tures;: o CCITT V.22 bis, V.22 A/B,
Bell 212A, 103 & 113 and Hayes?
AT command compatibility & Syn-
chronous operation at 2400/1200
bps, asynchronous at 2400/1200/
600/300 and 110 bps & Manual or

Circle No. 45

autodial /autoanswer, full duplex at
all speeds 0 2 wire DDD network O
Speaker for audio monitoring of call

progress tones. All this and more for
only $495.

DATACOMM

Call toll free today
1-800-328-6104 or
write CTS Fabri-Tek,
Inc., Datacomm
Products Division,
6900 Shady Oak
Road, Eden Prairie,
Minnesota 55344.
Get all the specifications and the name
of the stocking distributor nearest you.

CTS MEANS RELIABILITY

CTS Fabri-Tek, Inc. o

2424RM Rackmount
Central Site 2400
bps Modem

Circle No. 46

Universal Rack
Holds Sixteen
Modems—1200,
2400 bps/Intermixed

Half-Pak #24 IBM'
PC Compatible Half
Card 2400 bps Modem
Circle No. 48

Circle No. 47

New to the Industry Since 1896.

Datacomm Products Division

nl

2424ADH Hayes
Command Set
Compatible 2400
bps Modem
Circle No. 49

*Registered trademark of Microcom. tRegistered trademark of Hayes Microcomputer Products, Inc. TRegistered trademark of International Business Machines, Inc.
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TIME TO
GET OUT
OF THE

DARK.
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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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The ‘Competitive Edge’ Argument
For New Systems: Overused?

The dp/MiS function finally may have
come out of the back room and into the
upper echelon of corporate manage-
ment. The experiences of companies
such as Merrill Lynch, United Airlines,
American Airlines, American Hospital
Supply, and others have helped spread
the idea that computer systems can be
used to gain a competitive business ad-
vantage. Even publications like Business
Week, which only a year or so ago had
characterized the chief information offi-
cer (CI0) as a figment of academics’ and
consultants’ imaginations, have now
christened the CIO as “management’s
newest star.”

However, there is evidence that
the “competitive advantage rationale” is
beginning to be used excessively—pri-
marily to rationalize projects that cannot
be otherwise justified. If this is so, the
notion will probably lose its credibility
with upper management just as rapidly
as it has been accepted.

A number of MIS execs have con-
fided to me that “there is no way to get a
major project approved these days un-
less it is backed by a competitive advan-
tage rationale.” They also suggest that
“Just as we used to fudge the numbers to
project cost savings that we didn’t really
believe, now we feel we must come up
with a similarly fudged rationale based on
competitive advantage.”

This anecdotal evidence, coupled
with the results of a recent survey of 84
companies that we conducted at the Uni-
versity of Pittsburgh, suggests that even
in large sophisticated firms, decisions
about strategic applications are not gen-
erally derived from or supported by for-
mal business planning or policies. So, we
have the anomaly of potentially impor-
tant MIS projects that might produce stra-
tegic advantage being dealt with on a
rather casual basis, while the competi-
tive advantage rationale is being used to
justify projects that have little potential
for producing such results.

For the strategic role of MIS to
come into its proper perspective, top
management and MIS people must recog-
nize that not all firms will find it useful, or
practical, to embark on a strategy in
which MIS plays an important role. Just as
not all firms can compete on the basis of
any single business factor, be it price, or
quality, or product differentiation, only
some will find it desirable to use MIS as a
major element of their business strategy.

‘

Even companies in rust belt industries
have found that they can create competi-
tive advantages on bases such as superi-
or cost information; information-inten-
sive strategies, however, should not be
force-fit in situations with little potential
for achieving sustainable advantages.

Firms reviewing MIS projects
should require that their potential for
achieving a sustainable competitive ad-
vantage be thoroughly justified. It is not
necessary that this be solely a “numbers
game.” Indeed, there may be some ad-
vantages to keeping it qualitative. But
the project champions should be able to
argue just sow a competitive advantage
will be achieved, why the advantage will
be a significant one, sow it may be sus-
tained once it is achieved, and why com-
petition will not be able to quickly re-
spond and match, or improve on, the
functionality being provided. Top man-
agement should insist that the relation-
ship between the proposed computer
component and the other elements of
business strategy be carefully spelled
out. Is the overall business strategy in-
ternally consistent? Does the MIS compo-
nent of the overall strategy fit in with the
other elements? Are they mutually rein-
forcing? Are there synergies? This is the
key element in sustaining a competitive
advantage because competitors general-
ly find it more difficult to integrate an ap-
plication into their business strategy
than to simply reproduce the develop-
ment of a system.

The evaluation of the potential of
information as a strategic resource
should be incorporated as a routine ele-
ment of the business planning process so
that all managers become used to think-
ing in these new terms. Indeed, the dis-
tinction between strategic MIS planning
and strategic business planning is on the
verge of breaking down, so that for many
firms it is probably no longer useful to
have these two planning processes car-
ried on independently.

WILLIAM R. KING

University Professor of Business

Administration

University of Pittsburgh
Graduate School of Business
Pittsburgh, Pennsylvania

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.
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