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April 2, 1993

Jan Phillips v
Marty Silberberg

Burt Grad .

Enclosed is a copy of the foils from Rich Carpenter’s client/server
presentation at the recent ITAA meeting.

While I don’t agree with Rich’s classification of types of
client/server systems toward the back, his structure and definitions
hang together quite well.

Under sponsorship of the Technology Information Services Committee,
Rich will produce a "monograph" on this subject within about three

months.

Jan, also enclosed is the latest TIS mailing list.

BG:8950
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March 12, 1993

Mr. Phil Moore

Sterling Software, Inc.
8080 N. Central Expressway
Suite 1100

Dallas, TX 75206

Dear Phil:

You asked me to take a fresh look at where Sterling is now and at
some of the areas which should be of interest to Sterling given its
new ability to make major acquisition investments. You asked me to
focus on new directions rather than extensions for existing groups.
You also asked me to avoid doing a grid-type analysis and to be more
reflective than analytic. So, here goes.

Current Status

Each of the current three principal Sterling groups has a different
focus:

. Systems Software is product-oriented, dealing with application
development tools on both mainframes and PCs, communications
between PC and mainframe systems and mainframe system
utilities. Systems Software concentrates on functional
systems products, but has not yet provided significant
offerings for midrange systems or client/server oriented
products.

. Ordernet is focused on EDI interconnect services and EDI
formatting products for mainframe, midrange and micro
computers. The application areas (banking, retail) appear to
be secondary. It has not yet extended its offerings into
proprietary data base offerings or transaction analyses.

. Federal Systems has primarily been involved in delivering high
tech consulting and programming services along with operations
and support for supercomputers. It is focused on the federal
marketplace and has only begun to consider what products it
might offer to the commercial marketplace from its vast
technical experience.

i
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Assumptions

The basic assumptions underlying my identification of potential
growth opportunities for Sterling are:

. Marketing opportunities are and will be found among the
Fortune 1000-type industrial and non-industrial companies that
currently have large DP installations, and comparable
international companies.

. Sales will be made at both the enterprise and divisional
level, either through on-site or telemarketing capabilities,
to the DP shops that are providing support services to
operational groups within an enterprise or to its divisions.

. The preferred focus is on systems and cross-industry
applications.

. The strategy is to acquire existing, successful companies with
expertise and products, rather than build the expertise and
products internally; the key reasons are timeliness and
greater predictability of success.

. Acquisitions should not dilute per share earnings.

Opportunities

In my judgement, the most exciting growth opportunities in our
business will derive from the increasing focus on and use of
client/server systems. These enhance the effectiveness of multiple
people working together cooperatively and interactively, sharing
information to achieve an organizational goal. Client/Server is, in
fact, a new architecture that, if properly implemented, will define
new ways of using system facilities for business purposes. While
the

LAN emphasis has been on sharing resources (storage, printers,
etc.), the real opportunity is in an integrated, distributed
processing approach to the systems and application functions, with
work performed at multiple levels of a system.

We should expect the system vendors to provide the basic hardware
and operating systems. But, just as with mainframes and midrange
computers today, there will be major opportunities for companies
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providing system extensions, system utilities and application
development facilities that permit optimal use of the client/server
system to achieve maximum group productivity in different use
environments. There will even be opportunities to provide
consulting and systems integration services for customers wanting
client/server solutions, which may be of interest to Sterling.

Product Structure (Start of a Grid?)
Assessing the possibilities, it is helpful to think about
application functions at three levels:

Individual Functions -- Those which relate to the objectives of
individuals working as part of a group within an organization
or business.

Group Facilities -- Those which enhance the effectiveness of
multiple people working together cooperatively and
interactively as a team, sharing information and resources.

Organization/Business Activities -- Those activities which
directly relate to the end objectives (goals) of an
organization (business) to which the group belongs. These are
business applications.

Appendix A shows a listing by these categories of some illustrative
functions, facilities and activities. The client/server approach
can enhance the effectiveness of a group in integrating the work of
individuals to better achieve the organization/business goals. The
specifics will vary by the environment (type, size, management
philosophy) of each organization. The goal should be to provide
client/server systems facilities and applications which can be tuned
to specific needs across a broad spectrum of functions and
industries

Conclusions and Recommendations

Sterling has a special opportunity to recreate its original
corporate success by staking out a leadership position in the
rapidly evolving client/server marketplace. This can be done by
focusing on the client/server platform with the same single-
mindedness that Sterling used in 1981-82 in focusing on the IBM
mainframe platform.
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To do this with a high probability of success, Sterling needs to
organize its client/server efforts as though it were creating
Sterling II, but with the great advantage of building on the
experience, skills, positions and financial strength of Sterling I,
the present successful organization.

This focus on Sterling II should not in any way interfere with the
present groups pursuing their own growth paths (including
client/server) and making their own investments and acquisitions.

In the near term, Sterling would form a new group called
Client/Server Systems (CSS) which would follow the same initial
growth path as Sterling did in 1981-82 by buying, not building. CSS
would analyze its market opportunities and potential
products/services. It would examine the specific platforms which
needed to be supported to provide for systems and application
"universality," the equivalent of the IBM mainframe coverage in
1981-82.

Next, or in parallel, CSS would be identifying and evaluating
companies already successful in the client/server marketplace, to
spot those which would fit the Sterling acquisition model in terms
of market position, product capability, management skills and
financial results.

Combining the strategic conclusions from the market opportunity

analysis and the company acquisition analysis, CSS would then focus
on particular acquisition candidates and try to close a sufficient
number of deals to provide for a critical mass for Sterling in the

CSS arena.
Sterling may integrate these acquisitions in various ways:
. They may report directly within the CSS group.

. They may become part of an existing group.

. They may split development and support from marketing and
sales to have CSS work cooperatively with an existing group.

In addition, CSS may set up partnerships or alliances with other
companies to more rapidly exploit the new business opportunities
opened up by the CSS technology.
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Further, CSS may invest in emerging business opportunities (using
the EOP model) to provide future technical grist for the CSS mill.

This appears to be a relatively unique point in time where the
industry is going through a paradigm shift as occurred in the
evolution of the mainframe (IBM), minicomputer (DEC, DG, etc.),
midrange (Wang, Prime, IBM) and workstation (SUN, HP/Apollo)
markets. While it will probably not be as significant as the
introduction of personal computers (Apple, IBM), it will certainly
create mammoth software opportunities and a chance to shift some of
the momentum away from individual tools and applications to group-
oriented and business-oriented systems facilities and application

products.
Actions
I suggest that Sterling take the following actions:

. Convene a leadership meeting at Corporate to put together a
first cut at a strategic direction for client/server systems.

. Involve selected other key players from the current groups in
forming an ad-hoc team to formulate and direct the CSS efforts
(a la the Informatics acquisition and Project T).

. Use third party skills to move the process along quickly and
to gain access to available knowledge and skills in the CSS
area.

I’m personally excited about this ambitious approach and would enjoy
being a part of the process.

Sincerely,

Burton Grad
BG:8870




Appendix A

A Usage-Oriented View of Client/Server Systems

Individual Functions

word processing
spreadsheet preparation
file storage and retrieval
statistical and mathematical tools
data input and retrieval
query techniques
multi-media tools

coding tools

graphics

imaging

data compression
encryption

indexing techniques
modeling tools

Group Facilities

intragroup communications
workflow management

program integration and testing
document preparation

document storage and retrieval
data consolidation

course authoring facilities
expert systems

decision support

multi-media presentation
transaction processing
integrated communications

Organization/Business Activities

lead generation and tracking

customer support

training courses

customer satisfaction survey and analysis
product guality management

customer sales and management

financial management applications
advertising campaign materials

sales management
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March 9, 1993

Mr. Phil Moore

Sterling Software, Inc.
8080 N. Central Expressway
Dallas, Texas 75206

Dear Phil:

Elizabeth Virgo and I attended the SPA Conference in San Diego on
March 4-6. We were able to attend a large number of panel sessions
and cross-talk workshops. We also went through the display tables

in detail.

The format of the meetings was such that the most visible
participants were often the press and the suppliers of services to

&
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the software publishers. But, between the panel sessions and cross-

talk workshops, you can often spot interesting products and
distribution trends. Note that a large percentage of the attending
companies are small and that at least 50% of the attendees are from
publishers of educational or entertainment software.
well over 1000 attendees at this conference, with the number
probably boosted because of the Excellence in Software Awards.

We have enclosed a copy of the preliminary attendee list (the full
list with addresses will come out in 2-3 weeks) and a copy of the
agenda marked to indicate the sessions Elizabeth or I covered.
enclosed is the exhibitor list (from the SPA program guide) and the

audio tape ordering form.

Elizabeth and I have written up a few of the sessions which we
These write-ups are

attached (they are also check-marked on the program guide):

thought might be of interest to Sterling.

Borland (BG)

Taligent (BG)
Partnering (BG)

Mobile Computing (BG)
Distribution Trends (EV)
Niche Marketing (EV)
Groupware (EV)

CONSULTANTS ON SOFTWARE
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Also
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This information has also provided additional input to my
reflections on possible new opportunities for Sterling.

Some general conclusions are noted below:

. Many companies want to focus exclusively on product
development and want to find marketing, sales and distribution
partners.

. The SPA participants continue to show naivete regarding good
business and management practices. They are underfinanced and
not knowledgeable about common business operations.

. There are significant differences between higher priced/lower
volume providers of substantial products (application
development, communications tools, major application suites)
and the low priced/high volume publishers who often sound just
like consumer marketers even when they are selling to
businesses rather than homes.

Please give me a call if you want to discuss any of these items
further.

Sincerely,

rton Grad
BG:8880
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Phillippe Kahn - Borland - 3/4/93

Information management is Borland’s theme
Deliver packaged software under current operating systems

DOS migration to Windows

(first significant micro OS changeover since CPM migration

to DOS)

DOS is a slowly decreasing platform in terms of new sales
Windows is experiencing accelerating growth

Market Share under DOS

Spreadsheets:

Quattro Pro - 30%
1-2-3 70%
Word Processors:

WordPerfect 80%
Word 20%

Market Share under Windows

Spreadsheets:

Excel 55%
1-2-3 20%
Quattro Pro 25%
Word Processors:

WordPerfect 45%
Word 55%

Langquage Usage DOS

Borland 50%
MSFT 45%
Other 5%
DataBase DOS
Borland 65%
Foxpro 15%
Other 20%

Windows
50%
45%

5%

Windows

(still to be determined
per Borland)

1993 Borland goals - Market Share under Windows

Spreadsheets >35% share
Languages >50% share
Databases >50% share



To do this requires:

. Best of Breed products
. Lowest cost producer

. Best value to customers

Borland has used object-oriented development concepts and tools for
new products (20-30% more expensive to develop for VI.O, but should
be much less expensive and faster for subsequent releases).

Client/server architecture

. clients (applications) Quattro Pro, Paradox, C++,
Pascal (dBase to come)

. IDAVI (middleware)

. Interbase (DB server) or other DB server

Reorganized company - products (no service/support?)
sales
financial
research & development

Reduced headcount by 15% with strong ongoing cost control
Introductory offers - 90 days only
$ 99.95 for Windows Quattro Pro

$139.95 for Windows Paradox
$199.95 - Quattro Pro and Paradox for Windows
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Joe Guglielmi - Taligent - 3/4/93

Developing next generation of system software

30M-35M microprocessors shipped each year in the
$1,500-2,000 price range

Client/server market

Use object technology to improve application development process
Independent source of technology (not in application business)
Avoids platform porting

Dramatic reduction in development cycle for software companies
and for custom development

Combined Apple Pink, Patriot Partners & IBM Austin Texas
technology

Staging release of technology during 1994

System composed of frameworks and objects - consistent
throughout system

Deals with existing environments

To be operable on Intel, Motorola, etc. hardware

Rich functionality including multimedia

Barriers to entry may go way down for application development

Can readily generate industry specific applications from generic
applications



Partnering
Booth Kalmbach - Pioneer Software - 3/4/93

Business model is changing - volume up, prices down

Role of partnering is vital for profitable growth

SPA Conference
San Diego, CA
March 1993

Pioneer - produces data base access products - OEM partnering has

been successful

Issues - use of "outsourcing" model
- do just what you do best

(if you write a book or write a song, you don’t create

your own publishing company)
but business software has been different

service business?

Is software primarily a product business or

- Is the distribution channel the key to establishing pricing
points and reducing pricing pressure on developer?
- Cost pressure tends to reduce technical support rather than

product development
- Using OEM partners (worldwide)

Forms of Partnering

- OEM’s for industry, country
- co-marketing

- cross-couponing

- catalogs

- joint marketing brochures

International distribution can be specially valuable
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Mobile Computing

John Zeisler - Pensoft Corporation - 3/4/93
GO

Current market (expected set of initial customers) for use of
pen-based computing

- Engineers 8%
- Sales 24%
- On-site services 23%
- Managers/executives 18%
- Physicians/nurses 9%

Market vision =

public e.mail

fax

computers/modems

video phones

tablet to stenopad to pocket computers
($1K-$2K pricing point for 93-94)

Customer Research =

Job specific applications 60%

Communications 45%
"Pencentric" 35%
Desktop 20%

Staying in touch is a major application.

This will become a horizontal market rather than just a set of
vertical markets.

Installed Systems 1990
PC 80M
pager IM
e.mail 8M
cellular 6M

fax (on computers)




Strategic Mapping (ATLAS) Stephen Poizner
Demographic & geographic data
Alliances with data base suppliers
New product - local expert, local maps, local
restaurants/hotels and regional and international guides; maps
for 100 cities
Need to deliver local updates -

want on-line update capability
Pricing $99 - city map set $25

Q&A

Backup and restore is critical
Where is information -
access more significant than synchronization
Telephone circuits or wireless
Want on-line distribution to customers
(how to pay for content or system?)
Is this a phone market with added computer function or a computer
market with phone functions

Intuit research - uses of mobile computers
cash tracking
credit care spending
check tracking
reimbursable business expenses

PC/MCIA as a form factor
but is not a consistent format standard at this time
(fits into slots in Wizards or equivalent), first for memory,
now for applications or data)

HP should be a strong partner
No discussion on voice recognition (still a long way to go)
What platforms for mobile computing:

Geoworks, Newton, Go, notebooks, General Magic
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SPA MARCH 1993 ~ TRENDS IN DISTRIBUTION

PC magazine subscribers will buy shrinkwrapped through 3.6 different channels in next
12 months, LANs through 2.4 channels. No item asked about fell below 2.2 channels.

Buyers want choices to shop, Impacted by networking, object oriented programming,
cm:mdmetc.WmtresellentogatwtoftM\ay(mtbemllmﬁomed!).Pcm
sees server on a network as a channel (users "pick") and that one day people can pick
paginator from one, spellchecker from another etc. Cable operators will deliver SW,
as will long distance carriers,

Charles Humphrey - Infocorp (ex Ziff Davis, now Computer Intelligence)

Interviewed experienced buyers ocutside large volume retail stores in October 91 (575
sample). Found 82% came presold,

Started new project Nov/Dec 92. Interviewed in multiple stores in 10 geographic areas
in peak hours. Sample split between buyers and shoppers, using Direction for Decisions
of N for interviewing, Buyers defined as buying 1 or more pc products and shoppers

as those coming specifically to buy 1 or more pc products but did not buy, Out of 10,000
customers, got 1,237 buyers and 931 shoppers.

The outlets were PC superstores (PCS), Office Products (0SS) and Consumer Electronic
(CEs).

PCC 0ss CES TOTAL
Percentage who
locked at/purchased PC 95 41 32
buyers 61 13 8
shoppers planning to but did not 21 13 10
Median age 40 41 38
Male/female 80/20 69/31 72/28
% with a college education 64 63 62
& using a PC 95
home/personal 80
business at home/work 77
rating myself very knowledgeable
about PCs 44
involved in PC product business
buying decisions at place of
business 68
% giving source of information as
pubs : 66 54 a8
friends/relatives 42 34 40
oo worker 38 30 34
sales people in store 20 17 14
business pubs 16 15 13

other pubs 12 12 14
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IDC shows superstores moving up but still accounting for less than 10%.

Bugh Burn - Oracle Direct Response Marketing

Direct is a primary chammel for them, mainly selling to the larger platform work
mmlﬂ-wwpm;w_oiméntfortbem~mabudmmimmt. Target
is the middle manager in the MIS, Sell seminars and education.

Direct will handle the largest accounts with a conglomerate of products and consulting
services, as a solutions provider,

Focusing on working and partnering with other chammels: systems integrators, resellers
and eventually retail, <

Stephen Dukker - CompUSA

Market is really expanding for the first time in years. Past growth has been from the
replacement because of obsolescence but now NEW users are coming in because;

.prioemintsofmsmgaimmnandmnﬂumdnhdmsmmdwim.
How many PCs in each home?

- corporations are adopting networking as the standard rather than the exception
80 a PC on every desk like a phone,

. transitional technologies e.g, a PC inside a phone,
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Expects double the unit sales in the next 5 years ~ 30 million units in 1992 will
become70+ million in 1997,

There will be superstores but even drugstores will be involved.

Price points will drop for software: simple Packagas will be $10 to $20; business
gasgkages will be $50 to $100; the "classical" industry application packages will be
0 plus,

The obligation to educate will fall on suppliers, not retailers and there will be new
sales and support techniques.

Kiosks in stores for viewing, with self running demos, might be an answer but how would
you handle 300 people in a store?

Look at the consumer electronic pattern, Nintendo does very well with a video help
line for a game costing $50, where people pay for the support on their credit card.
The key element is to separate the profit on a product from support in the field,

Suggest using a 900 line to activate and advertising to get bundling out.

ﬂ!meisacumtymmtlymmtingammtorwhidmympaysws;youcanme

the 150 applications on it for a specified time/mmber of times on trial, Then you

call a 900 number to get authorization with Visa card. An updated CD ROM is sent each

quarter for a further payment of $15, Problem is how to deliver manual, Iotus is now

hlildingh manual on line. Tricky to deliver electronically though, as very expensive
user,
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Toby Corey - Novell (fmlzofmgmmmmsz

+ Sold 3 million copies DR DOS
+ Claimed DR DOS much better than MS DOS

For success you must:

- get clear positioning in market place, Ashton Tate did poor job with DB and
Borland a good job

.maubauimbohwing(ehmngiduymubaummg,mmm
service, support, price etc.)

.ﬁndwxpetitivamlmeeamﬁuploit

o levemgauaﬁmtccnditims~tmmgotlmniummtetc.mofpmduct
PR - DR had over 200 product articles

- have relentless focus

Don Emery ~ Refererence Software
memmmmssomnmmmsz,ummofsum

and 135 employees, after being founded in 85, Was finding growth very aifficult
the price was so low.

Btmsaedthemofluvmgadwlmgtmviwkmﬂulbarthmmt
stmtegy.!bmadulotorfuummmmm”
round for possible buyers,

Jeremy Jeach -Shapeware Corp
Shapeware 2% years old, with product for four months.
Looked for market discontimuities:

.platforms
.current players

Business drawing

Visio

Reckons $imillion to build, $2 million to launch,




Robart Kimball - XTree
Hgmummmwo:tmufmmmudmmm
Find value, add it FAST,

mmmmmmmmmm
Find value, add it FAsT,

Bay Ringman - Delta Point
wmmmmmmug.memmmg.
g@m”mm"-muﬁcm.mmm,mmum

uywullmaddadb'hgh:y"uaMi.e.wan.
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From : WESTERN ATLANTIC

SPA MARCH 1993 - GROUPWARE GROWING UP
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mm-mmmmmmmmmﬂmofmfomummmmmg
ofmsudmmmmtuwin.hkﬂwm, using the broadest of content
boimltﬂaitmlﬂmcpticaleto,willbeﬂ.smuiminw%,mﬂmgtom
Research, Same research project estahlished that 76% of the Fortune 100
plmtnfieldmnuubledapplicatiaum"ﬁnfuhm".mwusobeumﬁnt
wdﬂa:f;ppncutmmlhmutmm”mly way in which application hooks
can ered,

Definition of workflow :

. organizes and presents information
.mballiguxtlymminfmttm(engingmluﬁotamMmsuze)
- Automates procesging at each stage

- tracks processes across an enterprise (eg where is PO? At what stage?)

« aduinisters application and user rules

« has visual tools to model business processes

His company uses visual tools, with data structures, stages, links etc to quickly
nrohotypea:ﬂputupasysbmformmmtbolodcat.'ﬂmmusimnmof
mmumwuw&mmmmummmm, as ariginally
plnmnd,tmhelpimd:airmstattbmmﬂdlyﬁmdﬂmlltmdmingulestor
them in the "we are interested in your product but how would we.,," etc mode.

Mail enabled model should be used when

« applications must scale without regard to network architecture
« transactions, not real time

« network band width/costs are important:

« processes are adninistrative or ad hoc

« there are multiple databases or applications

Data based model should be used when

« processes are real time transaction oriented
« System response time is critical

Users gearing up for workflow must
have integration with or migrate to LAN mail
ptandard mail APT's

Ernie Moore - Portfolio Techniques
Defined a workgroup as

. ONe or more
. focusing on completing a task or project
. Gocument oriented

« ad hoc or repetitive




:hwinghmumuauuucdm
Plntyofuchlmvithofﬂcamfmﬁminnmm

. mm mh local drives, network drives, drawers, cabinets etc
- ormation

unstructured, filed by application or creator, not task/project
mmmmmum,mmmmmmm
mtntumturtasmnymtiphmhud
Wumwmmmm

It does not work because




Distrbution Model

. Workilon > OBJect ariented

Workflow with rules
Be defined INFORMATION REPRESENTATION as
Data Type
r— — = ’-1._“!11!
Data Organizatdon

Flat files s ~ 0O tables Gbjects . Complex Objects™

Storage Modal
Fiies Ip divectory = ~ Objects on databass sarver Distributed Gbjests

Seas techmology versus solutions

. tygo:;u:ltu te to productive work. Unproductive people
Productive activi ways equa ve ve
don't make productive groups. Cultural and political obstacles exist,
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CLIENT/SERVER WORLD & DATABASE WORLD
Conference & Exposition
June 14-16 + Boston, MA
Discover the Best of All Worlds at the Industry’s Leading Event

Dear Colleague:

We cordially invite you to join over 20,000 IS and database professionals at the year's
most important database, client/server and developer industry event. CLIENT/SERVER
WORLD and DATABASE WORLD presents developers and users of database and
client/server technology with the largest Conference and Exposition ever offered on
DBMS and tools for mainframes, minis, PCs, servers, and more. This tested and
proven event not only addresses the nuts and bolts of the database market, but probes
the industry’s cutting edge technological advancements.

Provocative Questions . . . Proven Answers

The power-packed conference program offers over 100 technical and managerial
sessions exploring the latest advances in database and client/server related application
development issues, including:

e Can Network Based Environments Replace Minicomputers for Database
Applications?

* Can Relational Systems Evolve With Inheritance and Encapsulation to Support
Objects?

. Wh)at about the Combination Systems that Support Both Relational and Object
Database Types?

» Who Will Win the Microsoft, Borland, Computer Associates battle as Xbase
becomes a new “Corporate Standard?”

CLIENT/SERVER WORLD and DATABASE WORLD bring together the most
outstanding congregation of consultants, authors and researchers available
anywhere. For example, a few of the experts in Boston will be:

* Philippe Kahn ¢ Charles Wang * Joel Appelbaum

* Adam Green * Adele Goldberg * Larry DeBoever

¢ Chris Date o Jeff Tash ® Chris Gane
¢ Mike Stonebraker * Richard Finkelstein ® John Zachman
* Tom Furey * John Dunkle * Gerry Cohen

Running concurrent to the conference is an Exposition featuring over 500 exhibits
showcasing what'’s new and what’s hot on the database and client/server forefronts. A
number of floor pavilions will demonstrate interconnectivity of applications using
technologies such as ODBC, DRDA and EDA/SQL. Glance through this brochure and
you are sure to find the crucial topics that you need to explore.

I look forward to seeing you in Boston at this extraordinary event!

=

Dr. George Schussel
DATABASE WORLD and CLIENT/SERVER WORLD

Event Chairman
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Chairman Address

Dr. George Schussel
DATABASE WORLD and CLIENT/SERVER WORLD
Event Chairman

Understanding The New Database Technologies
Monday * 9:00 a.m.

Dr. George Schussel opens The DATABASE WORLD and CLIENT/SERVER WORLD Conference with a fast-
paced, broad overview of the topics facing application developers in the software industry today. His talk
gives you an insider’s view of what's happening with relational, distributed, client/server, and object-oriented
DBMS. His research visits to leading suppliers, such as IBM, Sybase and Information Builders, are recounted.
Using his laptop computer to drive the presentation (which will be shown on a 30’ screen—like having a
computer in your own hands), Schussel demonstrates the latest in database application building and
connectivity approaches.

* What's Happening to the Relational Model * Client/Server Approaches To Database Computing
* The Role Of Objects In Application Development * Windows Application Development

* The Intersection Of Relational And Objects

Schussel is the best known consultant in the database industry. His lectures have spanned a 22 year database
career and have been attended by over 40,000. His seminars and conferences are offered before audiences

in North America, Japan, Germany, Spain, Holland, France and other international locations. He is also the
Editor of Schussel’s Downsizing Journal, a newsletter which is currently distributed on 3 continents.

Plenary Sessions

The Present and Future of A CEO Perspective On
Database Management Investing In Technology
y Monday ¢ 11:00 a.m. Tuesday © 8:30 a.m.

I Today’s database environment is extra- - The latest and hottest topic in the infor-
Philippe Kahn ordinarily complex. There are LAN Charles Wang mation systems world is the impor-
Chairman, databases with end-users querying the Chairman and CEO  tance of aligning IS with business
sm:ff"' &CEO  data on an ad hoc basis, power users Compuser - goals. It's the number one item on the

International building applications, full blown mis- International, Inc.  CIO “to do” list. Too often, however,
sion critical applications up and run- the proposed answers reflect the
ning, as well as client/server applica- technologist’s perspective and miss the
tions solving problems for a quarter of mark of the business problem. In this
the investment initially made on large address, the CEO of the industry’s
systems. More than ever, the usability leading independent software vendor
of applications is becoming a key discusses “Intelligent Evolution”, out-
criteria. Philippe picks up all the pieces lining a practical strategy for moving
in this new puzzle and proposes ways forward with information technology
in which both power and ease-of-use by aiming the solutions squarely at the

can be delivered today and tomorrow. business objective.




CLIENT/SERVER WORLD OVERVIEW

Two World Events—9 Conferences!

Mix and match the CLIENT/SERVER WORLD Conferences and
DATABASE WORLD Conferences that best suit your educational needs.

Building Client/Server Applications Conference

How do you pick the best software development products for building mission-critical
client/server applications? That's the focus of Building Client/Server Applications Conference.
Software productivity tools such as Windows 4GLs, application generators, and CASE products
are all evolving to incorporate important client/server technologies including graphical user
interfaces, object-oriented programming languages, expert system facilities, networked
database access, distributed transaction management, and remote procedure calls. This conference will provide
insight and recommendations from industry experts who will help you to position today’s rich set of product
offerings. pgs. 10-11

Managing the Client/Server Environment Conference

The three key enabling technologies, GUIs, LANS, and SQL have all achieved a level of maturity
that makes it now possible to build mission-critical systems using client/server computing.
Compared to mainframes, client/server promises significant cost saving, plus overall
improvements in terms of performance and system responsiveness. Moreover, the development
of client/server applications conforms with the movement in the business community towards
restructuring, downsizing, and re-engineering business processes. This conference focuses on the critical
information you need to manage the transition to a client/server environment. pgs. 12-13

Client/Server Databases Conference

The Client/Server Databases Conference presents the newest technologies and analyzes the
latest developments relating to server database computing. Attendees benefit from presentations
covering such issues as TPS speeds, extended SQL functionality, utilizing GUI application
development tools, building OLTP systems on micro and mini computers, and database server
and application software evaluation and selection. This information is essential for those who
are developing or considering the deployment of new applications using the client/server database model. Also
included as part of the Conference highlights are the Netware Loadable Module (NLM) Spotlight, and the Super
Server Showcase. pgs. 14-17

Middleware & Database Connectivity Conference

Networking and distributed, heterogeneous database access are essential technologies for many
of the benefits of client/server computing. But making client/server a reality across the enterprise
network is a difficult task. You'll get a new perspective on the client/server strategies of major
network players and explore such issues as making client/server work in a LAN environment,
in a mainframe application world and with GUI Applications. You'll also learn how to handle
network management — one of the thorniest concerns today — in a client/server environment and find out what
some leading-edge users are doing with client/server networks. pgs. 18-19

Systems Integration Conference

The confluence of technologies — client/server applications, super servers, fault tolerant
databases, network management, high-speed wide area network and reliability have allowed
almost all new applications to be able to be implemented on the network platform. Networks
can require the integration of products from more than 20 different vendors. In this era, open
1 . system standards have displaced single vendors for market leadership. Systems integration
is now a critical issue whether performed solely by in-house staffs, partnered between internal and external staffs
or turned over project by project to external resources. This conference provides significant insight into how others
are solving the systems integration problem. pgs. 24-25




DATABASE WORLD OVERVIEW

Two World Events—9 Conferences!

Mix and match the CLIENT/SERVER WORLD Conferences and
DATABASE WORLD Conferences that best suit your educational needs.

Database Technologies Conference

For many organizations, database is now an indispensable computing technology, sufficiently
well-established to support mission-critical applications. Its evolution, however, continues at
a dizzying pace. Current challenges center on both technical, as well as organizational issues.
Realizing that database offers unique opportunities as well as organizational challenges, a key
concern is determining which practices actually work . . . and which don’t. As experience grows,
new insights are being rapidly gained. The Database Technologies Conference presents leading industry experts
to address these and other important issues in the field. pgs. 2627

Object-Oriented Technologies Conference

Object-Oriented technology is no longer a promise but a proven solution to many of the classic
problems of information management. The speakers in this conference explain how object
DBMSs differ from previous generations of database technologies. They will demonstrate
through both benchmarks and real-world examples how object DBMSs can offer faster, simpler
access to the complex data involved in engineering, manufacturing, and other technical
applications. In addition, you will learn how to integrate object technology with your existing relational datazbsa-;e).
pgs.

PC Databases & Xbase Conference

Turning data into information quickly and easily was one of the major reasons the personal
computer caught on so fast. Database management software is a key component of this
knowledge revolution. Starting with dBASE II, PC DBMS software has matured to include
powerful products that are easy to use, yet include complete programming languages. If you
are facing the dilemma of which products are available, how they work or which one is
right for your problem, this is the conference for you. If you are a programmer or developer, you'll learn tricks
and techniques that will make your software run faster and look sharper. If you are a user or instructor, you'll see
how to get more out of software you already own. This conference will also highlight the Xbase arena with
representation from Borland, Computer Associates and Microsoft. pgs. 30-31

DB2/Information Warehouse Conference

For many organizations worldwide, DB2 is now considered the key database management
system for critical enterprise data. DB2’s technical evolution continues to respond to customer
performance, productivity, security, and other requirements. Increasingly, effective use of data
and information has become a complex problem. In order to deliver information to the right
person at the right time in the right format, a framework is required. The IBM Information
Warehouse framework is evolving to support management of and access to, multiple database management systems,
and files often distributed across the enterprise as well as interfaces, tools and facilities. Presentations analyze

and explore DB2’s abilities to exploit and leverage enterprise data in support of this new framework.
pgs. 3233

y




Keynote

Presentations

Special Keynote Presentation

Chris J. Date
Independent Consultant

Explorations in Relationland
Monday, 5:00 p.m.

There is a widespread notion that relational technology is fast becoming passe. The truth is, however, that the
relational model is much deeper than most people realize, and is still directly (indeed, fundamentally) relevant, even
in these days of object-oriented systems and so forth. The speaker briefly examines some aspects of the model that
are not as widely appreciated as they should be.

* Closure and its Implications ¢ Nullology * Domains, Data Types, and Objects

* New Operators * Missing Information * Relation-Valued Attributes

Gerry Cohen

President &
Founder

Information
Builders, Inc.

William Zachmann
President

Data Warehousing and Decision Support in Client/Server Environments
Monday ® 5:00 p.m.

The success of the data warehouse model has driven an explosion of approaches to making corporate data
widely available. Hardware and software vendors are creating rich, flexible models to support the mixed
architectures of the "90s to satisfy the decision support, information analysis, and GUI-based systems of the
new enterprise. As we move to new processing platforms and open systems standards, understanding the
complexities of multi-vendor networks and data architectures become paramount. The presentation provides
a framework for understanding the issues which must be faced, and how to architect a solution that manages
and optimizes new technologies for maximum business advantage. Mr. Cohen addresses the following issues:

e Achieving Transparent Data Access in Heterogeneous Environments

* Integrating Multiple Standards: Networks, Operating Systems; Data Architectures

¢ Effective Data Staging

The Software Paradigm of the 1990s: Data Bases, Nefworks and Development Tools
# Monday © 5:00 p.m.

9 The paradigmatic applications for personal computers in the 1980s were spread sheets and word processors.
The 1990s, however, will be dominated by the need to build “industrial strength” application systems on
A afoundation of microcomputers, networks and servers. Mr. Zachmann examines this paradigm shift in soft-

Canopus Research  javs of the Third Millennium.

* DBMS, Network and Development Tools Key to * Foundations of Rock? Or of Sand?
“Industrial Strength” Application Systems * The Battle of the Standards

¢ Can You Count on Your Software Vendors? * Likely Winners and Losers

Objects, Management and Success

Tuesday ® 9:30 a.m.

There are ways to be succes_sfu] with object-oriented technology. There are ways to reap benefits broadly

advertised for more productive development teams creating higher quality software. But this involves careful

commitment to b_oth the orgam.zational and methodical issues raised by the technology. And it requires

thoughtful planning on how objects will be reused and how change should propagate. This talk, based on

abroad set of case studies conducted over the last two years, outlines a prescription for successful adoption
of objects.

The Future Of Xbase
Tuesday ® 9:30 a.m.

Ina candid analysis of the Xbase market, Adam Green shares his visi ing Xbase

in the coming years. Some of the issues covered include: REESRA e changes eeion s
¢ Will There Ever be an Xbase Standard?

* How Will the Transition to Windows Change the Role Of Xbase?
* When Will Data Dictionaries be Added to Xbase Products?

* What is the Role of Object-Oriented Programming in the Growth of the Xbase Language?

ware requirements and what it means both for IS professionals and for end users in business and government
organizations. Further, he looks beyond the ‘90s toward the type of software that will characterize the early
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Client/Server: Key To Competing in the 21st Century

Tuesday * 9:30 a.m.

Rapid advances and convergence of computer systems, telecommunications and users’ computer literacy
are transforming the scale, scope and immediacy of information processing at the point of action. This is
profoundly impacting the way industrial, commercial, academic and government enterprises organize both
themselves and their use of information through the Client/Server computing model. Specific topics include:
¢ Trends Towards Downsizing Applications * Benefits to Client/Server

mC;mpu(ing * Advantages of the Client/Server Model

Gaining Control of Your Enterprise With Client/Server

Tuesday ® 4:30 p.m.
) This session shows you how client/server computing is being used today to re-engineer business processes
into flexible, adaptable business systems that support your enterprise’s overall business strategy.

4 * The Benefits of the Client/Server Model * Building an Infrastructure
ponald H. Rolland ¢ Sypporting Your Efforts to Re-Engineer
NConsetting

Client/Server Implementations: The Real Story
Tuesday ® 4:30 p.m.
Client/Server “fever” is spreading rapidly throughout the landscape of corporate information technology.

There are a few success stories to boast about, but many problems remain. Has your department become
a miniature computer center instead of building business applications? Do we have tools for problem

f,"‘:::e‘l‘:' determination, software distribution, backup and recovery, configuration, performance and capacity
Atre, Inc. management? Can you really save money by using Client/Server technology?
¢ 10 Rules for Client/Server Success * Performance Issues
* Implementing Client/Server Systems * When Should You and When Shouldn’t You
* Networking & Internetworking Implement Client/Server
The Impact Of Client-Server On Corporate I/S Architectures: The Next 5 Years
* Tuesday ® 4:30 p.m.
ey Increasingly, medium and large companies are redefining their technical I/S architectures to meet the critical
J challenges they are confronting. Client-Server is an important element of these new architectures and its
o role will substantially widen and evolve over the next 5 years. Mr. DeBoever draws on his consulting experiences

Larry R. D*Dm in assisting Fortune 1000 companies redefine their technical architectures. He identifies the role of the client-
T,,':h,"“,ogw“' server model in these architectures, and its dependencies and inter-relationships with the other components.
Technologies, Inc.  His topics include:

* Redefining the I/S Technical Architecture of the * Client-Server & ‘Event-Driven’ Applications

Fortune 1000 * Client-Server & ‘Work-Flow’ Applications
¢ The Role of Client-Server in These New * Client-Server & Desktop Integration
Architectures ¢ ‘Virtual’ Client-Server Architectures
* Client-Server vs. Other Architectures * Killer Mistakes

Information Systems Architecture: Implications and Directions

Wednesday * 8:30 a.m.

The plethora of methods and tools motivated the original development of the “Framework for Information
Systems Architecture.” The initial intent was to establish a neutral context against which any method or tool
could be mapped and positioned and therefore understood in terms of its strengths and weaknesses, its biases
John A. Zachman  and its implicit trade-offs. However, the major value of the Framework lies in helping define the emerging

Auchoc | role of I/S and to understand its management challenges as enterprises make transitions into the uncertain
International and dramatically changing environment of the Information Age. This presentation summarizes the basic

concepts of the Framework and then explores some of its implications with regard to methods and tools and
their impact on the enterprise of the future.

* Role of I/S in the Information Age Enterprise * TQM in the I/S Environment

¢ Evolution of 1/S Methods and Tools * Assemble-to-Order Systems Strategies



Konas

Presentations

DBMS: Problems & Non Problems of the 90’s

Wednesday © 8:30 a.m.

The good news is that several of the crucial problems facing managers of mission-critical DBMS applications
will disappear during the 1990’s. These include performance problen:ls on ﬁansa;hon processing workloads
and media failures. The bad news is that a new set of problems_ is waiting in the wings to plague the
Michael Stonebraker unsuspecting. These include issues with tertiary memory and distributed data bases. This talk forecaststhe

EECS Department  cyrrent issues that will become “non-problems” and what will replace them during the 1990'.

University of ; : g
Camnrg., Berkeley ® Useful to System Managers Needing to Plan for e Relevant to Anyone Making Strategic Decisions

the Future About Company Directions in the DBMS Area
* Valuable to Technology Forecasters and Anyone
Impacted by Long-Term DBMS Trends

Accelerating the Growth of the Unix Market
Wednesday © 8:30 a.m.

With the recent acquisition of USL by Novell, there is a new opportunity to unify and accelerate the growth
of the UNIX market. Increasingly, customers around the world are using UNIX as an advanced network-
oriented applications environment that is highly complementary to distributed network services of the
Joel A Appelbaum  NetWare environment.
President and CEO . - B e AT ;
Univel With the resources of these successful companies, Univel is uniquely positioned to meet customers’ needs
for open systems, enterprise-wide computing by providing advanced state-of-the-art system software backed

by worldwide distribution channels.

¢ UnixWare NetWare-ready Unix Operating * The NetWare Environment Provides System
System Services that are Evolving to Support Fully
¢ UNIX as the Proven Applications Environment Distributed Computing

Distributed System Design Through Enterprise Modeling

Wednesday ® 3:00 p.m.

Distributed Cooperative systems require that different types of application software, running on different
hardware platforms under different operating systems/DBMSs, at different geographical locations, should
fit seamlessly together. The design of such systems not only poses formidable technical problems but also
g‘:”dm cEO involves business decisions and tradeoffs, on issues such as security, user personnel skills and time, cost-
Rapid System risk penalties for data corruption, and so on. This session takes the view that these design issues must be
Development Inc.  worked out in the context of a dialog with the business users and shows how a 2-level enterprise object/flow
model can help with the dialog and then feed into the use of expert system for optimizing the design.

* Enterprise Object/Flow Models * Database, Procedure Unit, and Network Design
* The Allocation Problem: Geo/Tech Zones Issues
* Strategic Design Tradeoffs * Expert-System Support For Forward Engineering

Successful Migration to Client/Server Computing
Wednesday ® 3:00 p.m.

Mr. Papermaster presents case studies from client/server, network-based systems with which BSG has been
involved. For example, he discusses one company’s strategy which cailed for downsizing appropriate
apphca.hons to clngnt!server, network-based platforms, providing a new customer interface, simplifying
allocahops, and eliminating duplicate functionality in the process. Also discussed are the benefits from
downsizing corporate, mission-critical applications such as:

BSG Consulting, e Creating Systems That Satisfy the Business ® Systems Th te
Inc. Needs and are Responsive to Business Changes r\z,anagesme:: s
* Providing the Ability to do System Planning ¢ Cost-Benefit Analysis that Supports Short-Term
Concurrent with Process Re-Engineering Payback of the New Systems

The Already Changing Technology and Market Landscape of Client/Server Computing
Wednesday ¢ 3:00 p.m.

As PC-based client-serving computing becomes a daily reality in the [ izati ning for how
graphxcal tools, database servers anc! inddleware are a{ready zhangingsteghrg::ll:g;l%:c:::s ingeasingl)‘
important. Mr. Gupta addresses the critical issues in this evolving marketplace by highlighting the key technical
and market c}.ianges corporate IS organizations should plan for over the next decade. Highlighl's include:
¢ The Increasing Importance of Middleware ® The Importance of Front-End Tools for

* The Emergence of Interoperability Standards Graphical C/S C i o
* “Point Suppliers” vs Full Systems Solutions RERpUEng

Companies




INDUSTRY CO-SPONSORS

Blyth Software is the leading supplier
of client-based, cross-platform appli-
cation development software for
enterprise computing. Bl);tfh isthe fn-iv»t

and only company to offer a single
waA—RF solutionyfor bfildi};\g and deploying
powerful, easy-to-use, applications that run cross-platform
(Windows and Mac) with connectivity to a full range of SQL and
Non-SQL server databases. The company’s flagship product,
OMNIS is an open, extensible, interoperable, cross-platform
development environment.

m- Cognos provides a complete industrial

strength toolset for developing client/server
business applications. These include PowerHouse 4GL and
PowerHouse Windows for developing and deploying client/server
applications on the industry’s most popular and powerful servers
networked with Microsoft Windows clients. Cognos also offers
a complete solution for client/server information access and
analysis with Impromptu, a Windows-based SQL-query tool that
provides users with access to relational DBMS'.

N
\
aaw

Computer Associates International, Inc.
SSOCIATES  offers a complete line of Information Man-
Software swperiorby design.  agement Solutions including: DATABASE
MANAGEMENT SOLUTIONS with CA-IDMS and CA-DATA-
COM as well as a complete line of tools and utilities for IMS and
DB2, APPLICATION DEVELOPMENT SOLUTIONS with CASE,
application generator, and life cycle management tools. INFOR-
MATION WAREHOUSE SOLUTIONS with SQL connectivity,
data distribution, query, reporting and decision support. CLIENT-
SERVER SOLUTIONS with SQL Multiplatform, distributed
solutions across mainframe, PC, Unix and VAX.

m Digital is a leader in the implementation
mnanan of standards and the development of open
computing technology. We have devel-
oped a single computing environment that enables customers to
integrate VAX VMS and RISC UNIX systems with personal
computers, parallel processors, and Digital’s advanced 64-bit
architecture. Digital can provide its customers with systems,
applications, and services they need to solve business problems
or gain a competitive advantage. We support and service over
10,000 hardware and software products built by more than 1,000
other manufacturers.

EcoSystems Software, Inc. provides

& gg?glyas::n:: ¢ the industry’s first integrated systems

’ * management software for client/

server UNIX environments. The products, EcoSPHERE, and

EcolTOOLS, enable user management, system administrators, and

DBAs to monitor and manage all the resources in their computing

environment—computers, networks, and relational database
applications—from a centralized console.

The complete Gupta SQL System consists of
Guptd database servers (Gupta SQLBase), end-user
and application development tools (Gupta
SQLWindows and Gupta Quest) and SQL connectivity software
(Gupta SQLNetwork) for connecting Gupta tools to a host of back
ends including IBM DB2, Oracle, Sybase/Microsoft SQL Server,
0S/2 Database Manager, Informix, AS/400, HP Allbase and
TurboImage, Cincom Supra Server and Netware SQL.

= = IBM has taken several steps in the evolution of

STz  the Information Warehouse framework, intro-
====7= ducedin 1991, which provides an integrated set
of products and facilities for accessing and managing diverse data
on IBM and non-IBM systems in acommon, easy-to-use manner.
It is comprised of three major elements; Enterprise Data, Data
Delivery, and Applications and Decision Support. Recent
announcements have continued this evolution with specific
architecture, and advances in the management of data in complex
environments.

Information Builders [nformation Builders

suite of products in-
cludes FOCUS, a complete application development and decision-
support environment consisting of the world’s leading Fourth
Generation Language (4GL) and Enterprise Data Access/SQL
(EDA/SQL), a family of client/ server products that provide SQL-
based access to all data, relational and non-relational. Information
Builders is pleased to be Co-Sponsor of the EDA/SQL Pavilion.

"‘ INFORMIX Informix Software, Inc., your Database

Application Technology partner, is ready
with world-class server and tools solutions that keep your global
enterprise operating at its most cost effective and productive level
possible. Informix, once again, presents a showcase of its products,
services, and partners to help you achieve your Informix System’s
goals.

z Ingres Ingres is the leader in relational database and

application development technology for
rightsizing solutions for business needs. Ingres offerings include
the Intelligent Database, INGRES/ Windows4GL —the premier
fourth generation language for professional developers of graphical
client/server applications, and open connectivity products.

Popkin Software & Systems, Inc. is the
developer and supplier of Systems Archi-
al tect, “The CASE Price/Performance
Leader” Founded in 1986, Popkin Software and Systems’ mission
is to provide powerful and affordable CASE solutions for the real
world. Today, more than 13,000 software practitioners at 3,000
organizations worldwide use Popkin Software’s CASE tools to
build robust and well-designed Client/Server applications.

p“wel‘sm Powersoft develops and markets
~  PowerBuilder, an object-oriented,

THE POWER IS YOURS Windows-based application develop-
ment environment for client/server. PowerBuilder permits
developers to easily and quickly build sophisticated, graphical
applications with access to database information stored on
networked servers. PowerBuilder is designed for teams of
application software developers working on large-scale projects.
Focused at MIS, it permits them to satisfy corporate pressure to
“downsize” information systems from Mainframe systems to more
economic PC-based networks.

TI's Information Engineering Facility™ (IEF)

CASE product consists of planning, analysis,

Texas design and construction toolsets utilizing a

INSTRUMENTS  GUI interface and a host Encyclopedia that

automates the full system development life cycle, including 100%

code and data base generation. From a single business system

specification, the IEF product generates executable code for IBM-

MVS, 0OS/2 EE and/or VM/SQL/DS; DEC Rdb, Oracle;
UNIX/Oracle and Tandem environments.




Building Client/Server
Applications Conference

M Technical Co-Sponsor

DBMS is the largest database magazine, with over 58,000 readers. Every month editors cover the exciting,
new area of Client/Server Computing...an emerging, $38 billion 'doIIar mfzrketplace. DBMS provides IS and
professional database developers with the strategic and technical information they need to manage these large
information systems. The goal is to help readers increase corporate productivity through client/server technology,

Chairman Address

Jeffrey B. Tash
President
Database Decisions

Application Development Tools For The Client/Server World
Monday ® 3:00 p.m.

Client/server systems are trivial—clients issue requests and servers respond to requests. Unfortunately,
building client/server applications is not so simple. Developers are confronted with enormous complexity.
They must navigate through an intricate maze of difficult decisions selecting from a wide variety of alternative
choices. This presentation describes Database Decisions” Client/Server Industry Road Map which guides
application developers through the evaluation of client/server tools and technologies.
e Using Database Decisions’” Client/Server Industry Road Map

— Clients — NOSs — RDBMs

— GUIs — Servers — Networks
¢ Understanding Middleware Technological Choices
* Differentiating and Positioning Client/Server Software Tools
¢ Evaluating Leading Application Development Products

— PowerBuilder

4 — Open Interface — DataEase —Choreographer

— SQL Window — Easel — Ellipse —Plus M(%re p
VIAA Picks Up Where EIS Professional Application
Left Off Development Tools: Cracking
Tuesday * 11:00 a.m. the CODE for Good
Visual Information Access and Analy- Client/Server Citizenship

) sis does for the rest of the organization Tuesday * 3:00 p.m.
David Friend what EIS did for executives. Using a David Litwack : ;
Chairman combination of object-oriented GgUl President Client/server technology has evolved
Pilot Software fontmd i aland Powersoft as a non-proprietary computing plat-
ntends, computational and connec- Corporation form comprised of interchangeable

tivity middleware, new data server

technology, and tight integration with

corporate groupware, low-cost VIAA

solutions are finally delivering on the

promise of improved information flow

for middle management.

* What is VIAA and How is it
Different From EIS?

* What is Computational Middleware?

* Understand the “Three Pillars of
VIAA’

* See Integration of VIAA, Notes,

technology components— the Client
Server Open Development Environ-
ment, or CODE. Key to CODE success
is the concept of “good client/server
citizenship,” or availability of profes-
sional development tools that reflect
user demand for an open environment
for custom application development.
Among the considerations:
* Interoperability. Does it Provide
Support for a Variety of DBMS,

and Microsoft Mail Networks, and Other Servers?
* Why SQL Doesn't Always Work ® Scalability: Can it Accommodate
For VIAA Variety of Applications?

* Adaptability: Will it Provide
Support for New Technologies?



Don DePalma
Senior Analyst
Softwater

Research

Building Client/Server
Applications Conference

Post-4GL Application
Development in the
Client/Server Environment
Tuesday ® 3:00 p.m.
As client/server architecture plays an
increasingly important role within the
context of open environments and mul-
tiple data sources, application devel-
opment technology must adapt accord-
ingly. Post-4GL application develop-
ment must facilitate the linking of mas-
sive and dispersed amounts of data.
* Flexible Access to Heterogeneous
Database Files in the Corporation
* Real-Time Application Portability
and Interoperability

Client/Server Power Tools
Wednesday * 9:30 a.m.
When it comes to client/server, the
Fortune 1,000 is no longer asking,
“Should we?” but “How should we
develop applications for client/server?”
This session looks at client/server
“power tools”—high-end tools for pro-
fessional developers creating industrial
strength applications. Mr. DePalma:
* Identifies Key Vendors and Their
Offerings
* Analyzes the Dynamics of the
Client/Server Tools Market

CASE Toolkits for Client/Server
Development
Wednesday ® 10:30 a.m.
Client/server computing is both a
framework for downsizing and the
integration platform for heterogeneous
environments—promising savings
while providing a path into open sys-
tems. Users are finding that tools are
scarce, standards are inadequate, and
the required Sl efforts considerable.
* Overcoming Obstacles
* Reconciling CASE/4GLs with
Frontware and Emerging Distribu-
ted APIs (RPCs, OMG ORSB, etc.)

Related Educational Sessions

|

Vi
Pieter Mimno
President
Technology Insight,
Inc.

Texas Instruments

Chip Ziering
Vice President

and Founder

Progress Software
Corporation

Integration of CASE with
Client/Server Computing
Wednesday ® 1:00 p.m.
A new class of windows-based devel-
opment tools greatly simplifies the
generation of graphic client/server
applications within an open systems
environment. These tools enable users
to paint graphic client applications that
integrate fully with relational database
servers. This session compares leading
client/server development tools.
 Products That Support Screen
Capture and Emulation
* Products That Support Graphic
Client/Server Applications

CASE Enablement of
Cooperative Processing
Wednesday * 1:00 p.m.
Every several years the data processing
industry turns its attention to cooper-
ative processing usually centering on
computer applications running across
multiple machines within a network.
This presentation traces the events that
have taken place within the cooperative
processing and CASE initiative and
details the I-CASE shell technique.
® Issues Surrounding Cooperative
Processing
* Automated Methodology

Building Mission-Critical
Applications for Flexible
Client/Server Deployment
Wednesday ® 2:00 p.m.
Tools that help build applications that
are independent of the deployment
architecture will speed the implemen-
tation of client/server computing by
providing robust applications that
leverage existing technology invest-
ments and offer a seamless migration
to client/server computing.
¢ Insulating the Developer From
Platform-Specific APIs
¢ Distributed Heterogeneous Data-
base Access Among NLM, DOS,
0S/2, UNIX, and AS/400 Servers

» Sunday, 9:00 a.m.-5:00 p.m.—One Day Seminar
Downsizing/Re-Engineering Applications
with Client/Server Computing

» Tuesda
CIIem

Dr. George Schussel pg. 35

, 4:30 p.m. — Keynote Address
rver Implementaﬁons-. The Real

Shaku Atre pg. 7

» Thursday, 8:30 a.m.-12:00 p.m.
Management/Technical Seminar
Comparison and Evaluation of Client/Server

Tools

Pieter Mimno pg. 34
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magazine

acquisition for enterprise-wide computin !
wholesale/retail trade, government, health care and education.
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Managing the Client/Server
Environment Conference

Technical Co-Sponsor

Software Magazine serves the corporate software market. This i ncludes software development and software
¢ in all major industries: manufacturing, banking, finance,

Chairperson’s Address

Judith Hurwitz
President, Hurwitz Consulting Group
Editor, Client/Server Tool Watch

Trends in Client/Server Operating Systems: How The Emerging Operating
Systems Are Posmg:ed Togl-lelp Users Move To Client/Server

Monday * 3:00 p.m.

This session will focus on the operating system options available to IT organizations to host their client/server
environments. The operating systems discussed during this session will include Unix, O5/2, and NT. Hurwitz
makes predictions as to where each operating system environment is headed and the long term prospects
for each. In addition, this session focuses on some of the most important issues surrounding client/server
operating systems such as:

* Scalability

* Support for Heterogeneous Computing

* Multitasking

* Network Support
* Availability of Tools

Dennis McEvoy

President and
Chief Executive
Officer

Cooperative
Solutions, Inc.

What's Holding Up Downsizing?

Tuesday ® 11:00 a.m.

Client/server computing is growing in

popularity as companies seek to

decentralize their computing resources
and put information technology out
into the local office, branch or
subsidiary where the most fierce
competition is taking place. During this
presentation, McEvoy shares the
insights he has gained during his
twenty year career on such topics as:

* Why do organizations want to
move their core business
applications from the mainframe
and the minicomputer to the local
area network and client/server
platforms?

* What are examples of this new
class of application? How are
organizations developing these
applications?

* What can we expect over the next
five years as more and more
companies move their core
business applications to
client/server platforms?

The Development of Platform
Independent Applications for
Client/Server Environmenis
(UNIX, OS/2, DOS and MVS)

Tuesday * 3:00 p.m.

A new generation of methodologies

and integrated tools provide the means

for developers to create and maintain

client server applications that operate

on a variety of platforms and architec-

tures. These applications may be new-

ly developed or downsized/re-engi-

neered from a larger host environment.

UNIX, Windows and OS/2 each bring

specific advantages to the business

application solution table. A detailed re-

view of how to maximize the code devel

oped, in the face of constantly changing

architectures/platforms, is explored.

* Isolation and Process Splitting
Coding Techniques

* SQL Database Access

® Quality Considerations

* Architectural Considerations

® Tools and a Development
Methodology



Managing the Client/Server
Environment Conference

Client/Server Development on
a Repository Platform

Wednesday ® 9:30 a.m.

This presentation stresses how the im-
portance of a repository driven philo-
sophy to application development is
further accentuated for building
client/server solutions. Mr. Thompson
addresses the complexities that
client/server development brings to the
already complicated task of building
quality systems. Examined are require-
ments of a repository in both function-
ality and portability together with the
need for the repository itself to be
client/server architectured.

® The Need for Repository Driven
Client/Server Development

® The Requirements of a Repository
to Support Client/Server
Development

* The Pitfall of Ignoring the Disci-
plines of a Repository Platform

* The Necessary Steps to Initiate a
Pragmatic Repository
Implementation

Giving End Users Access To
Corporate Data

Wednesday ® 10:30 a.m.

With the advent of powerful client/

server query, reporting and EIS tools,

MIS people face a new set of problems

in how best to develop, organize and

manage the delivery of information to

the end user’s desktop. Mr. Zambonini

examines the issues and lays outaroad

map for successful implementation.

* Why it's Important to Stage the
Data

* Transforming Data into
Information

* Dealing with Legacy Data

¢ Comparison of Available Tools

Raj Bhargava

Consulting Services
Manager

Hewlett Packard

Professional
Services Division

Transaction Servers: Moving
Beyond the Database Server
Model

Wednesday ® 1:00 p.m.

Building client/server applications
must provide for distributing the logic
and processing of an application over
a network of computers as well as for
distributing data. This has givenrise to
the transaction server model of client/
server computing, which allows for
application function to be distributed
between client and server. This session
focuses on how the transaction server
model differs from the database server
model and how the transaction server
model can be implemented.
* Models of Client/Server Computing
* Transaction Server Benefits
¢ Implementing Transaction Server
Applications
¢ Real-World Examples

Integrating Client/Server
Applications with Current
Legacy Environments
Wednesday * 2:00 p.m.

Integrating new client/server applica-

tions with current legacy environ-

ments is a challenge that must be

addressed today. New technologies

and tools continually become available

to build these applications, pre-

dominately in client/server architec-

tures. We need to apply new skills and

methods to use these new technologies

and tools effectively. This session dis-

cusses the key issues in implementing

client/server, for example:

* Selecting the Client/Architecture
to Implement

 Relevant Technologies and Tools to
Apply N

¢ Appropriate Rapid Application
Development Methodologies

* Integrating Current Legacy
Environments

Related Educational Sessions

» Sunday, 9:00 a.m.-5:00 p.m.—One Day Seminar
Downsizing/Re-engineering Applications
with Client/Server Computing

» Tuesday, 9:30 a.m. —
Client/Server: Key to

Century

Dr. George Schussel pg. 35

note Address
omputing in the 21st

Tom Furey pg. 7

» Tuesday, 4:30

p.m. —

Keynote Address

The Impact of Client/Server on Corporate /S
Architectures: The Next 5 years

Larry DeBoever pg. 7

» Wednesday, 3:00 p.m. — Keynote Address
Successful Migration to Client/Server

Computing

Steven G. Papermaster pg. 8




NEWS 3X/400
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independent product reviews and midrange tec

Client/Server Databases
Conference

Technical Co-Sponsor

r professional users of IBM Systems 3X and AS/400. It features
hnology articles for both management and technical experts.

Chairman Address

Client/Server: What’s Hot and What’s Not

Richard Finkelstein
President
Performance Computing, Inc.

Monday © 3:00 p.m.

¢ [s Managing Client/Server an Oxymoron?

1993 promises to be an explosive year for client/server technology. New operating systems, new front-end
tools, and new database servers give customers more choices than ever before—but also more chances to
make mistakes. This session investigates some of the latest developments in client/server and takes a critical
look at the pluses and minuses of the latest vendor offerings.

* A Look at the Operating System Wars: Windows/Win NT, Netware, UnixWare, OS/2, Unix
 The Best of Front-End Tools: Access, Paradox For Windows
* Do You Really Want to Distribute Your Databases?

Dave McGoveran

President

Alternative
Technologies

APl Madness: Connecting
Clients to Servers

Tuesday ® 11:00 a.m.

A proprietary API can increase the
costs of moving data from one vendor’s
product to another to the point of
locking a user into a single DBMS. On
the other hand, a least common
denominator solution can prevent
access to the unique features of a
DBMS. This presentation addresses
the question of whether the intro-
duction of standard APIs promises a
solution or just makes matters worse.
This presentation is a must for all
technical managers.

* What is a Client/Server API?

* Proprietary APIs: Custom APIs,
ORACLE Call Interface, Sybase
DB-Library. GLUE, DB2
Embedded SQL, etc.

* Standard APIs: ANSI Embedded
SQL, ANSI SQL Module
Language, SAG SQL/CLI, ODBC,
ODAPI, IDAPI, etc.

* What Makes Them Fail?

Ed Reynolds
President
Client Server

Solutions, Inc.

KISS

(Keep Iis Solution Simple)
Tuesday * 3:00 p.m.

Development of Client/Server systems
is different from the way host based
systems have been developed. Mr.
Reynolds addresses the differences
and how to make the first Client/Server
system a success. Mr. Reynolds offers
guidance on application selection;
design analysis; database modeling;
network, hardware and software
selection; staffing and training project
personnel; application development,
implementation and maintenance.

* Application Selection Guidelines

* System Analysis and Database
Design Techniques

* Network, Hardware, and Software
Selection Options

* Staffing and Training
Considerations

* Development, Implementation
and Maintenance Strategies
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Client/Server Databases

the Server
Wednesday © 9:30 a.m.

Database Re-Engineering:
Moving Legacy Databases to

When legacy systems are replaced by
new client/server implementations,

Conference

Beth Gold-Bernstein

g‘;;"""‘“ the old database model is seldom DClh[!m“nUIS:(rve;
useful in the development of the new Grou
server database. The old database con- ";‘(‘;;yc"“’l’“"’

tains a great deal of application knowl-

edge that can be mined and used in the
development of a new data model.
Database re-engineering is a technique
that can be used to mine the old
database. Database re-engineering can
be done at three levels of complexity;
using table or record definitions; using

attributes and dependency, and
analyzing the database content.

* Analysis of Current Databases and

Files

* Developing the Data Model
» Verification of the Data Model

Wednesday * 10:30 a.m.

v
A

=
A Road Map to Re-Engineering Mot ACCESS
Corporate Computing—The e

Tools That Fuel the Transition

Designing Disfributed
Client/Server Systems

Wednesday ® 1:00 p.m.

The migration to client/server architec-
ture, open systems, and distributed
databases presents unique challenges.
System development life cycles
(SDLC) of mainframe systems do not
adequately address the new challen-
ges. This presentation will cover:

* The Challenges of Client/Server
Systems

* Designing Distributed Systems

* Data Modeling Techniques

* Managing Distributed Systems

Using Microsoft Access In
The Clieni-Server Environment
Wednesday ® 2:00 p.m.

Microsoft Access was designed to be
both alocal and aconnected database.
This talk examines how Access can be
used as a client front-end to server
databases, via the Open Database
Connectivity (ODBC), API, and
outlines the tools available in Access to
end users and developers for im-
plementing client-server applications.

To better manage and distribute critical

Rewy Cons information, companies are re-engi- * Access Use of ODBC
Commercial Tools neering their data management sys- * Transactions Against Server
S:‘:’my:;&: tems with client-server computing Databases

Computer solutions. Making the transition from ® Access Data Transparency
Corporation traditional host-based systems to the

distributed client-server architecture

means evaluating business processes A Distributed Client/Distributed
and re-modeling information techno- Server Database Architecture
logy to support a more effective busi- for the Open Systems

ness model. Environment of the 1990’s

* Port Database Applications to Wednesday * 2:00 p.m.

Server, with Legacy Systems Serv-
ing as Information “Warehouses”
 Leave Database on Host Systems,

Initiate Remote Access

Cincom Systems, Inc.

Related Educational Sessions

» Thursday, 8:30 a.m.-12:00 p.m.
Management/Technical Seminar
Introducing NLM Programming

John Matze pg. 34

» Thursday, 1:30 p.m.-5:00 p.m.
Management/Technical Seminar

The Best CASE Tools for Data Modeling,
Database Re-Engineering and Database
Jim Davey pg. 34

Design

Most corporations have taken advan-

tage of the availability of computer

technology and decreasing hardware

costs to decentralize (downsize,

rightsize) the data processing activities,

resulting in dispersed data across a

multitude of software and hardware

platforms.

* Portability, Interoperability,
Distributability

* Compliance to Standards:
ANSI/ISO SQL2, SQL ACCESS
Group API/FAP, X/OPEN, etc.

* How to Treat Enterprise-Wide Data
as a Single Unified Resource

* How to Permit Sharing Data Across
Multi-Vendor Software and Hardware
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Data Management Review is the most widely read publication in the data base community. Covering
mainframe data bases including DB2, IMS, IBMS, SQL/DS, Datacom as well as related topics in the
client/server and application development arenas, Data Management Review focuses on the real issues and
concerns of enterprising database management personnel.

Netware Loadable Module (NLM) Spotlight

From a database point of view one of the most exciting things that has recently happened is the
emergence of Novell's NetWare as a host for DBMS servers. Gupta, Oracle, Netware SQL, Informix,
XDB, Progress, and Sybase servers are all available now as NLMs. NLM databases are server DBMS
that are implemented as extensions to NetWare and therefore enjoy the full functionality of the
operating system. Sessions at CLIENT/SERVER WORLD will focus on the technical and user aspects
of NLM databases. Consultants that are both pro and con for this technology will present their points
of view. And on the Expo floor several vendors will show off the performance of the NLM
DBMS products.

Accelerating the Growth of
the Unix Market
Wednesday ® 8:30 a.m.

With the recent acquisition of USL by
Novell, there is a new opportunity to
Joel A Appelbaum  unify and accelerate the growth of the Karen Watterson

Database NLMs:
Configuration and Tuning —
Panel Discussion

Wednesday * 2:00 p.m.

Panelists will make short presentations
describing typical configurations of

Presidentand CEO [JNX market. With the resources of ComsaREs production systems using their NLM,

Univel 3 ; ol Wattterson providing audience members with con-
these successful companies, Univel is Database Group e oo ol o ikee the maximum num-
uniquely positioned to meet custo- Moderator B i

ber of users for various application
environments. Dwight Davis, Novell's
Director of Engineering, will be on hand

mers’ needs for open systems, enter-
prise-wide computing by providing
advanced state-of-the-art system

; iotrie to explain technical aspects of develop-
;z%:::&:::gg_by WoRdwie Ciste ing and using database NLMs.
Panelists:

* UnixWare NetWare-ready Unix
Operating System

* The NetWare Environment
Provides System Services that are
Evolving to Support Fully
Distributed Computing

Pam Allen, Product Manager, Gupta

Paul Wolmering, Senior Sales
Engineer, Informix

Dr. Derick Wright, Manager of
Strategic Support, Ingres

Dwight Davis, Director of

Building Mission-Critical Engineering, Novell
Applications for Flexible Leith An!;ierson, Sr. Director of
Client/Server Deployment Marketing, Oracle

Wednesday © 2:00 p.m. G;‘;ig?::;s, Product Manager,
Tools that help build applications that Peter Thawley, Technical Specialist,
are independent of the deployment Sybase, Inc.

architecture will speed the implemen-
tation of client/server computing by
providing robust applications that
leverage existing technology invest-
ments and offer a seamless migration
to client/server computing.

Introducing NLM Programming
Thursday, 8:30 a.m.—12:00 p.m.

This discussion starts with an overview
of the Netware NLM architecture,
development environments and com-

¢ Insulating the Developer From John Matze piling tools. Also, focus on developing
Platform-Specific APIs President Client/Server NLM applications, Nov-
* Distributed Heterogeneous Data- JOKRASN, Lic, ell's Interprocessor Communication
base Access Among NLM, DOS, Architectures and a final discussion of

0S/2, UNIX, and AS/400 Servers Netware’s NLM services.
Please Note: Special registration required for this
session — see registration page for details.

R —
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Don’t Miss This Event!

SUPER SERVER SHOWCASE

Neal Nelson, benchmarking expert, introduces a series of
server technology providers who will summarize their
performance capabilities during the Exposition. Invited vendors
include Digital Equipment Corp., IBM, NetFRAME Systems,
Sequent Computer Systems, Solbourne, Sun Microsystems and
Tricord Computer Systems.

Sometimes
Chan ge , =4
requires

a revolution...

WO
= o

SRy

Welcome to the IS revolution of the 1990s: DOWNSIZING. While downsizing could be more accurately
called an evolution, often such progress requires the use of revolutionary tactics. Downsizing may be
imminent but it doesn’t have to be intimidating: let Dr. George Schussel and Schussel’s Downsizing Journal
help you blaze your own trail to downsized platforms, client/server systems, distributed databases, open
systems software, and the PC market. Schussel will be your guide through this exciting frontier and help you |
discover and deliver the information and knowledge vital for downsizing. This is a monthly newsletter for the
IS executive straight from the desk of Dr. George Schussel, a renowned downsizing guru. The Journal
contains in-depth analysis of current and future downsizing methods and machinery, as well insight and
advice from many leading industry consultants. ‘
The opportunities and benefits that downsizing can offer your company are unlimited. If you are faced ‘
|

with a downsizing decision, the expert opinions and facts in Schussel’s Downsizing Journal are the best way
to obtain and share the most up-to-date knowledge with your colleagues.

Schussel’s Downsizin§ Journal

To receive more information and a free issue of Schussel’s Downsizing Journal, call 508-470-3870.

17




Middleware & Database
Connectivity Conference

NETWORK \}/ORLD Technical Co-Sponsor

Network World, established in 1986, is the national newspaper for users of m‘ulti-vendor' ergterpn'se {xehmrks.
The industry’s fastest growing network publication, Network World provides strategic information about
how to manage the enterprise network for competitive advantage. Network World has a circulation of 150,000
network executives and is published by Network World, Inc., a wholly owned subsidiary of International
Data Group (IDG).

Chairman Address

John Dunkle
President
WorkGroup Technologies, Inc.

Distributed Applications: Making The Connection
Monday ® 3:00 p.m.

Major organizations and smaller businesses alike are wrestling with a similar problem: how to maximize
technology to achieve a strategic advantage over their competitors? Typically, the cornerstone to this new
computing strategy are personal computer and server based applications, which are rapidly undergoing
technological transformations which deliver new capabilities to the end-user. However, even though there
is wide-spread excitement over distributed computing, the selection of the applications and their core enabling
technologies is one of the most fearsome tasks MIS professionals have to tackle. Mr. Dunkle’s session focuses
on the current state of distributed applications, inter-operability and Middleware, as well as the need for
these technologies as viewed within the personal computer and LAN environments. Specific topics include:

¢ Technological Trends * Database Middleware
* LAN Based Cooperative Processing * Strategies in the 90's
* Distributed Databases

Trends in LAN/WAN Database Connectivity:

Technology & Their impact ) Today and Tomorrow

On Client/Server Applications ) Tuesday * 3:00 p.m.

Tuesday * 11:00 a.m. AN

There are enormous changes under ‘ E:E;ore i d“::)yf:\ - le;;rage exs:;\gt
- ware an vare by usin

way in the technologies of local area Hal Spitz connectivity technology. Fur%her, ex-

networks (LAN) and wide area net- 5;1";"' c'r",‘;'; plore how future trends in connectivity

works (WAN) which will greatly im- Sybaskt standards and technology will impact

pact client/server computing. Mr. new application development. This

DeBoever, recognized as one of the presentation covers such topics as:

leading experts in systems integration * What are the Current Database

and network computing, identifies the Connectivity Choices?

key trends in networking and related * What are the Real Interoperability

technologies, and their potential Issues?

impact on the features, functions, * What are the Technology Issues

design, and underlying architecture of
many client/server applications. Mr.
DeBoever analyzes these changes from
the perspective of the user, the
developer, and the corporation.

* The ‘Business’ Drivers For

Connectivity
¢ LAN Advancements OPEN TO CONFERENCE-AT-A-GLANCE »

For Enterprise-wide Application
Deployment?

* How an Effective Database
Connectivity Strategy is Essential
to “Right Sizing”




Sr. Product Manager

Middleware & Database
Connectivity Conference

Interoperability in Middleware

Successful client/server solutions must

incorporate diverse hardware and soft-

ware components into an integrated

environment. To achieve this, a new

layer of intelligent system software is

emerging, called middleware, which

supports existing standards and

connects a variety of clients and servers

on various platforms.

* Middleware Objectives

* Examples of Middleware,
including IDAPI

* Benefits for Users

Developing Reusable

Client/Server Applications

Using an ORB

Wednesday * 9:30 a.m.

The Object Request Broker (ORB)

brings client/server technology and

object technology together to provide

a powerful framework for distributed

computing. Use of an ORB enables

development of distributed, reusable

services. These services can take full

advantage of existing, hardware,

software, and applications in a hetero-

geneous network.

* What is an ORB?

* Use of an ORB to Build Reusable
Client/Server Applications

* ORB Products Now on the Market
and When to Use Them

A Fresh Look at Portability
and Interoperability

Wednesday © 10:30 a.m.

Once the holy grail, portability is re-
ceding as a concern for application
developers. The need for interoperabi-
lity, both at the data level and applica-
tion level is rapidly transcending the
requirement for portability. Achieving
interoperability is difficult, however, as
formal standards are severely lacking.
Users need effective ways to integrate
data from multiple sources into their

The Ups and Downs of

Middleware

Wednesday © 1:00 p.m.

Everyone is talking about Middleware.

ODBC, IDAPI, Glue, EDA/SQL,

DRDA and others are just some of this

new product that everyone just has to

have. This session presents an

objective overview of Middleware and

the products competing for your soft-

ware dollar. Mr. Louderback analyzes

both the category and the specific

products that purport to be middle-

ware, and talks about whether you

really need Middleware at all. Specific

points include:

* Category Definition

* Middleware Benefits/Drawbacks

* Strengths/Weaknesses of
Competing Products

Applications and Database
Integration Using Federated
Database Architectures
Wednesday © 2:00 p.m.

A federated database architecture is a
collection of independent database
management systems which are unit-

& edinto loosely or tightly coupled fed-

erations in order to share and exchange

information. Federated database man-

agement systems allow enterprise-

wide schema definitions for multi-

DBMS applications. This presentation

will discuss application and database

integration when using a federated

database architecture approach for

addressing:

* The Evolution of Application and
Database Interaction

* The Affect of Active Databases on
Data Integration and Application
Programming

* Advantages of Building Federated
Database Architectures Using
Active Databases and Federated
Database Management System
Techniques

mix of packaged and internally devel-

oped applications.

e What are the Requirements for
Database Interoperability?

* [s there Any Way to Develop an
Application Once and Be Assured
of Interoperability? h » Wednesday, 3:00 p.m. — Keynote Address

* Will X/Open’s XPG4 Help Achieve Distributed System Design Through
Interoperability? Enterprise Modeling Chris Gane pg. 8

Related Educational Sessions

» Monday, 5:00 p.m. — Keynote Address
The Software Paradigm of the 1990s:
Data Bases, Networks and Development
Tools William Zachmann pg. 7




2 DATABASE WORLD Conference At A Glance E

9:00-10:50 | Event Chairman Address: Understanding The New Database Technologies George Schussel pg. 3

Sunday, 9:00 a.m.—5:00 p.m.

B Downsizing/Re-Engineering Applications with 3 11:00-12:00 | Plenary Session: The Present and Future of Database Management Philippe Kahn _ pg. 3
Client/Server George Schussel pg. 35 w 12:00-6:00 | DATABASE WORLD EXPOSITION — Visit the EXPO — FREE Lunch Available
¥ The Relational Model Chris Date pg. 35 = sl Database Object-Oriented PC Databases Vo DB2/Information
Friday, 9:00 a.m.—5:00 p.m 2’ Conference|  |BSY Technologies Technologies & Xbase - Warehouse
riday, 9:00 a.m.—5:00 p.m.
¥ Object Oriented Programming with dBASE for Sy 2:00-2:50 | Real World Product Presentati pg. 36 . :
Windows Adam Green pg. 35 3:00-3:50 | Conference Chair Address Conference Chair Address Conference Chair Address gzqfer,echh‘:l; Aqld;r o6
g Returning the ‘I Word"* to Database | Directions in Dc;sglbull;d E:lz:omgg V‘Vm_dows: Application Api;lgi:;;‘ignslgnd g';;'ae l:‘;ty 2
Methodologies Object-Oriented Databases gn Strategies ‘
MANAGEMENT’TECHN'OAL SEMINARS z R. Ross  pg. 26 S. Zdonik pg. 28 M. Schnapp  pg. 30 R. Yevich pg. 32
o 5:00-6:00 O0—ye KEYNOTES: Data Warehousing and Decision Support in Client/Server Environments G. Cohen pg. 6
Thursday, 8:30 a.m.—12:00 p.m. Explorations In Relationland C. Date  pg. 6 5
E The Software Paradigm of the 1990's: Data Bases, Network and Development Tools W. Zachmann _ pg. 6

M Intfroducing NLM Programming John Matze pg. 34

® Comparison and Evaluation of Client/Server Tools
Pieter Mimno pg. 34

M Object Oriented Database Systems  Stan Zdonik pg. 34

6:00-7:00 Special Event: Comedy Club — Don Gavin  pg. 37

8:30-9:30 Plenary Session: A CEO Perspective On Investing In Technology Charles Wang _ pg. 3

9:30-10:30 | O——we KEYNOTES: Objects, Management and Success A. Goldberg pg. 6  Client/Server: Key to Competing in the 21st Century T. Furey pg.7
The Future of Xbase A. Green  pg. 6

10:304:30 | DATABASE WORLD EXPOSITION — Visit the EXPO — FREE Lunch Available (12:30-1:30 p.m.)

Thursday, 1:30 p.m.—5:00 p.m.

Making the C/S Vision a Reality

M The Best CASE Tools for Data Modeling, Database 11:00-11:50 ‘

Re-Engineering and Database Design  [im Davey pg. 34 Downsizing IS Applications Moving Objects into Relational How to Move Up to Client/Server P. Hessinger pg. 32

7 H. Fosdick Systems M. Loomis B. Linn Distributed Data and Client/Serving

B Computer Aided Database Design: Knowledge- pg- 26 pg. 28 pg. 30 Midware for Information Warehousing

Based/lterative Development Ken Orr pg. 34 |. Fulton pg. 32
M Synergy Tools for I/S Teams Robert Ruotolo pg. 34 2:00-2:50 Real World Product Presentations pg. 36

3:00-3:50 Repositories and Client/Server: Conducting Accelerated Analysis PC’s and Client/Server: The Right Characteristics of the Data Warehouse
Do They Fit? Projects Using Object-Oriented Solution for Rightsizing? C. Kelly
SPECIAL SESSIONS P, Bernstein __pg. 26 Methods ]. Huchzermeier  pg. 28 M. Irwin_ pg. 30 pg. 33

4:00-4:30 A Taste of Boston Reception — On the Expo Floor

4:30-5:30 O—w KEYNOTES: Gaining Control of Your Enterprise with Client/Server R. Rolland pg.7 Client/Server Implementations: The Real Story S. Atre pg.7
The Impact of Client/Server on Corporate I/S Architectures L. DeBoever pg. 7

Wednesday, 9:00 a.m.—12:30 p.m.

M Experiences in Client/Server Computing
A Half-Day Forum Presented by the Client-Server
Round Table ps. 37

8:30-9:20 O—w KEYNOTES: Information Systems Architecture: Implications and Directions |. Zachman  pg. 7
DBMS: Problems & Non Problems of the 90's M. Stonebraker pg. 8
Accelerating the Growth of the Unix Market |. Appelbaum pg. 8

Wednesday, 1:00—1:50 p.m. O
® Xbase Panel: “The State of Xbase” bl 9:30-10:20 Legacy DBMS Systems: What To Do | Applying an Object-Oriepted Building Database A.pplicalions The Challenge of Large DB2 Danbua}
Moderated by John Hawkins pg. 25 () With Your Achilles Heel Approach to the Integration of for MS-DOS and Windows in the Information Warehouse
=z M. Stonebraker  pg. 27 Distributed Applications T. Neilson ]. Bischoff pg. 33
; ¢ M. Renzullo  pg. 29 pg. 31
Wednesday, 2:00—2:50 p.m. =2 0% on of i
:30-11:20 | Who Manages the Distribution of at is the Role of Data Windows and DBMS: i pplhﬂon
¥ NLM Panel: “Database NLMs: Configuration and -’,\ What? Datasbases, Distribution and Administration in an The I’resel::1 and Future L:\é:);ﬂ;:iﬁ;“élcr;:\:gu :TSD‘:MA
Tuning” Moderated by Karen Watterson pg. 16 D= the Relational Imperative Object-Oriented World? C. Prague pg. 31 Across the Enterprise |
< F. Pascal pg. 27 L. English  pg. 29 K. Orr pg. 33
Audio Cassettes (@) 1:00-1:50 Riding the Zachman Framework into | Benchmarking Object Databases The Object Paradigm: Changi i i ient/Server
Professional audio cassette recordings of DATABASE WORLD & [72] the World of Data Sharing for Large-Scale Deployment PC Databases De"gek’P'““"“gmg EDl?\?irlSn:‘\::\nttame e
CLIENT/SERVER WORLD will be available on-site as well as shortly after V7] B. Von Halle  pg. 27 L. Anderson  pg. 29 L. English  pg. 31 R. Anderson  pg. 33
the event. If you are attending the conference you may purchase the .00.2- Thin. : 2 2 3 = ST .
cassettes in advance for $550, this represents a 10% discount on top of the g 2:00-2:50 SQL 92 or The Shape of 83 Extending Relational with Object- Million Dollar Rightsizing. The Change Management
low on-site conference special price. If you are unable to attend the o [ Soue Drientec Capailitios Using Xbase? Administration Paradigm in DB2
c?mférence, but don’t want to miss any valuable information you may order ] J. Celko _pg. 27 5. Gale. P82 D. Grimsted  pg. 31 J. Olsen  pg. 33 i |
the cassettes for $995. (Price includes the three day conference program ; 3:00-4:00 | O——we KEYNOTES: Successful Migration to Client/Server Computing S. Papermaster pg. 8 —

Distributed System Design Through Enterprise Modeling C. Gane  pg. 8
The Already Changing Technology and Market Landscape of Client/Server Computing U. Gupta

4:00-4:30 Wrap-Up With Jim Davey: CASE Tools for Data Modeling, Database Re-Engineering and Database Design

along with an accompanying conference manual*) To place your order
lease refer to the registration form on page 38. Simply fill in the appropriate

information and mail or fax it to DCL.

*some conference sessions will not be available for taping or inclusion in the

proceedings manual.

ps. 8 =
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CLIENT/SERVER WORLD Conference At A Glance |

How To Get The Most
From The Best

B Read this Brochure From Front to Back!

M For Complete Coverage of This
Important Event, You Will Want to Send
Multiple Attendees From Your Company

M Decide Which of Your Colleagues Would
Most Benefit From Each of the
Conferences

B Mix & Match: Choose the DATABASE
WORLD & CLIENT/SERVER WORLD
Conference Sessions That Best Fit Your
Educational Needs

B OUR BONUSTO YOU.. ..
Register two people from your
organization and a third colleague
attends absolutely free!

This power-packed program is exclusively
designed to give you and your colleagues
an unsurpassed opportunity to explore
results-driven database and client/server
technologies in-depth. Give us three days
and we will arm your team with the
knowledge to identify and solve the critical
problems facing your organization today.

Make a cost-effective investment in your
future by registering your team today!
Call (508) 470-3880.

9:00-10:50 Event Chairman Address: Understanding The New Database Technologies George Schussel  pg. 3
11:00-12:00 | Plenary S The Present and Future of Database Management Philippe Kahn __ pg. 3
12:00-6:00 DATABASE WORLD EXPOSITION — Visit the EXPO — FREE Lunch Available
ry Middlewa
- Building C/S Managing the C/S Client/Server St Systems
Applications Environment Databases Connectivity Integration
2:00-2:50 Real World Product Presentations  pg. 36
3:00-3:50 Conference Chair Address Conference Chair Address Conf e Chair Add Conference Chaif An':ldress : Confetgnu Chair Address
Application Development Tools  |Trends in C/S OS: How the C/S — What's Hot Distributed Applications: Making | Strategic Networks for the
For the Client/Server World Emerging OS are Positioned to | and What’s Not the Connection Nineties . . . and Beyond
J. Tash  pg. 10 Help Users Move to C/S R. Finkelstein pg. 14 J. Dunkle pg. 18 P. Haige pg. 24
|- Hurwitz _ pg. 12
5:00-6:00 0—w KEYNOTES: Data Warehousing and Decision Support in Client/Server Environments G. Cohen  pg. 6
Explorations In Relationland C. Date pg. 6 X
The Software Paradigm of the 1990’s: Data Bases, Network and Development Tools W. Zachmann _pg. 6
6:00-7:00 Special Event: Comedy Club — Don Gavin  pg. 37
8:30-9:30 Plenary Session: A CEO Perspective On Investing In Technology Charles Wang  pg. 3
9:30-10:30 | O——we KEYNOTES: Objects, Management and Success A. Goldberg pg. 6  Client/Server: Key to Competing in the 21st Century T. Furey pg.7
The Future of Xbase A. Green pg. 6
10:30-4:30 DATABASE WORLD EXPOSITION — Visit the EXPO — FREE Lunch Available (12:30-1:30 p.m.)
11:00-11:50 | VIAA Picks Up Where EIS What's Holding Up Downsizing? | API Madness: Connecting Trends In LAN/WAN Technology| The Networked Org,.: Improved
Left Off D. McEvoy Clients to Servers & Their Impact On Client/Server | Information Flow with Large C/S
D. Friend pg. 10 pg. 12 D. McGoveran  pg. 14 Applications L. DeBoever  pg. 18 | Databases D. Remnifz _ pg. 24
2:00-2:50 Real World Product Presentations pg. 36
3:00-3:50 Professional Appl. Devel. Tools: The Development of Platform KISS Database Connectivity: The Impact of 32-Bit Operating
Cracking the CODE for Good C/S | Independent Applications for (Keep Its Solutions Simple) Today & Tomorrow Systems on C/S
Citizenship D. Litwack pg. 10 CIS Environment E. Reynolds pg. 14 H. Spitz  pg. 18 A. Moss  pg. 24
Post-4GL Appl. Dev. in the C/S S. Rabin  pg. 12
Environment |. Hashkes pg. 11
4:00-4:30 A Taste of Boston Reception — On the Expo Floor
4:30-5:30 O—w KEYNOTES: Gaining Control of Your Enterprise with Client/Server R. Rolland pg.7  Client/Server Implementations: The Real Story S. Atre  pg. 7
The Impact of Client/Server on Corporate I/S Architectures L. DeBoever pg. 7
8:30-9:20 O—se KEYNOTES: Information Systems Architecture: Implications and Directions |. Zachman pg. 7 Accelerating the Growth of the Unix Market . Appelbaum  pg. 8
DBMS: Problems & Non Problems of the 90's M. Stonebmker pg. 8
= e A T A z X
:30-10:2 Client/Server Power Tools C/S Development on a Database Re-Engineering: Developing Reusable C/S Apps. | The Evolution of Networl
9:30-10:20 D.l‘;l)‘cPalm 4 Repository Platform Moving Legacy Databases to the | Using an ORB M. Roy pg. 19 | Infrastructure and Its Impact on
pg. 11 G. Thompson pg. 13 Server |. Davey pg. 15 Interoperability in Middleware C/S Computing
B. Burton pg. 19 B. Clark pg. 25
:30-11:20 | CASE - Toolkits for C/S Giving End Users Access to A Roadmap to Re-Engineering A Fresh Look at Portability and Chaos in the Workplace
30:30:11: Development A. Zornes pg. 11 | Corporate Data R. Zambonini pg. 13| Corp. Computing N. Colwell pg. 15| Interoperability M. Goulde pg.19 | R. Ruotolo pg. 25
:00-1:5 Integration of CASE with C/S Transaction Servers: Beyond the Designing Distributed The Ups & Downs
190120 cnoz;:nling P. Mimno _ pg. 11 Database Server Model C/S Systems of Middleware
s J. Canestraro  pg. 13 B. Gold-Bernstein  pg. 15 J. Louderback pg. 19
CASE Enablement of Cooperative
Processing J. Long  pg. 11
== =t 5 . : T z ; Applicaions and Database
:00-2:5 -Critical Apps. for |Integrating C/S Apps. with Using Microsoft Access in the C/S ppicat and Da
e Ell:)]c‘i%?egchl‘?;ssl)lg;lovment e Current Legacy Envirc Environment D. Kaplan _ pg. 15 :‘)‘tfgbr::e"" Using Federated
C. Ziering  pg. 11 R. Bhargava  pg. 13 A Dist. C/S Database Arch. for the Raﬁauperlmmm?;ms
OS Environment of the 1990’s [ P8
M. Emrich  pg. 15
3:00-4:00 O—w KEYNOTES: Successful Migration to Client/Server Computing S. Papermaster  pg. 8  Distributed System Design Through Enterprise Modeling C. Gane  pg- 8
The Already Changing Technology and Market Landscape of Client/Server Computing U. Gupla  pg. §
4:00-4:30 Wrap-Up With Jim Davey: CASE Tools for Data Modeling, Database Re-Engineering and Database Design

Thanks

Computer Reseller News « Data Based
Advisor « Data Management Review
« Database Programming & Design
« DATAMATION « DB2 Journal
« DBMS « Network World « News 3X/400
« Software Magazine

The above publications act as technical co-
sponsors for each conference. They
provide invaluable assistance in bringing
you the most up-to-date and in-depth
information. The result is the most
comprehensive coverage of today’s issues
found only at DATABASE WORLD &
CLIENT/ SERVER WORLD. For this, we at
DCI would like to thank each of them for
their help and support.

N
[*8)




Systems Integration
Conference

Reséﬁjﬁlews Technical Co-Sponsor

Computer Reseller News and VAR Business are two of the three publications that comprise CMP
Publications, Inc.’s Channel Group. Computer Reseller News is a weekly newspaper that offers breaking
news and comprehensive analysis on VARS, system integrators and dealers, as well as the latest high-end
hardware, software and networking technology. VAR Business is a monthly magazine that covers trends
within the VAR, integrator and developer communities and offers information to aid resellers in the business
and product decision-making process. Computer Retail Week, which is tailored for mass merchants and the
retail market, rounds out the Channel Group.

Chairman Address

Peter J. Haigh
Executive Director, Strategic Markets & Technologies
JWP Network & Integration Services

Strategic Networks for The Nineties . . . and Beyond

Monday ® 3:00 p.m.
High speed, hyper-bandwidth, multi-media communication isn't coming to communications networks, it’s
already here in leading-edge businesses and institutions! Mr. Haigh examines why this is so and projects
when most organizations will need these kinds of “Strategic Nets for the Nineties... and Beyond"... as they
re-engineer and right-size their business. Futurist and technologist views as well as examples from the
pioneering work of early implementors are cited to underline the significance of networking and the critical
importance of investing strategically. Technologies covered include:

* Fiberoptics in Infrastructure and Equipment: * ISDN, Frame Relay and SMDS
The Current Status of CDDI, 100Mbps Ethernet and Level 5 UTP and Other Strategic Choices
¢ FDDI Versus ATM

The Networked Organization: mmm The Impact of 32-Bit

Improved Information Flow Manager Operating Systems on
With Large Client/Server Microsoft Consulting - Client/Server
Databases Tuesday * 3:00 p.m.
Tuesday ® 11:00 a.m. Among the many changes which will
In an attempt to increase the availabi- impact client/server architecture is the
lity of corporate data, many of today’s emergence of 32-bit operating systems.
. large corporations are moving what The increased power and fun;bopal}t_)'
was typically mainframe-based data of these operating systems will signift-
onto powerful midframe and super- cantly enhance both application devel-
server platforms. This discussion opment and performance in client/
focuses on the business benefits and server environments. This presentation
issues related to moving extremely provides important guidance for organ-
large databases (greater than 20GB) izations which have hesitated with full-
from the mainframe to the midframe scale deployment, as well as those
environments. which are already involved, about how
 Moving Large Scale Decision they can take advantage of “new
Support Applications From the generation” client/server technology.
Mainframe to Midframe and * The Evolution of 32-Bit PC
Superserver Platforms Operating Systems
* Implications of this Move * Implications of This New
¢ Changes in Tomorrow’s Decision Technology for Client/Server
Support and Massive Database * Anticipated Challenges in 32-Bit
Environments (015) Dep]oyment
* 32-Bit OS Implications for Network
Operating Systems

* 32-Bit OS Impact on Application
Development Strategies



The Evolution of Network
Infrastructure and lts Impact
on Client/Server Computing
Tuesday * 3:00 p.m.
Through the end of the decade and
beyond, advances in both LAN and
WAN performance will transform our
network infrastructure and enable
whole new classes of applications. Vast
amounts of desktop computing power
at ever lower prices will make distribu-
ted client/server the norm by the end
of the decade. This session looks at the
impact that advances in network
infrastructure will have on computing,
examines some key hardware techno-
logy trends and explores some of the
options that will transform informa-
tion technology in this decade. Key
subjects include:

* New Advances in LAN
Technology Relating to Utilization
of Multimedia Technology

* Transformation of Campus
Backbone Networks and WANs
into Integrated Voice, Data and
Video Hiways

* Choices for Servers, Clients and
Infrastructure that will Influence
C/S Computing

* How the Age of Pervasive Comput-
ing Will Impact Users and Vendors

Systems Integration
Conference

Chaos In The Workplace:
Sustaining Employee
Productivity and Morale
Wednesday * 10:30 a.m.

The 1/S workplace will never be the
same: restructuring, downsizing, de-
ployment, etc.! Learn how to manage
your future and others’ with a “new
Consulting paradigm” for these chaotic times! This
talk features breakthroughs in perfor-
mance and career management, re-
cruiting and staffing, as well as how to
change relationships with employees
to be competitive.
* Chaotic Times in the World of 1/S
* A New Way to View
Employee/Organization
Relationship
* New Alternatives to Sustain
Productivity, Morale, Flexibility

Related Educational Sessions

» Tuesday, 8:30 a.m.—Plenary Session
A CEO Perspective on Investing in
Technology Charles Wang, pg. 3
» Tuesday, 4:30 p.m.—Keynote Address
The Impact of Client/Server on Corporate
I/S Architectures: The Next 5 Years
Larry R. DeBoever, pg. 7
» Thursday, 1:30 p.m.-5:00 p.m.
Management/Technical Seminar
Synergy Tools for I/S Teams
Robert Ruotolo, pg. 34

I SPECIAL INDUSTRY PANEL

The State of Xbase
Wednesday ® 1:00 p.m.

Moderator: John Hawkins, Editor in Chief of the leading database magazines, including Data
Based Advisor, FoxPro Advisor, Clipper Advisor and Access Advisor

Panelists: Representatives from the major Xbase companies, including Borland,

Computer Associates and Microsoft

Xbase products are the subject of heated activity. Three of the largest software companies have each purchased an
Xbase product line. An ANSI committee has been formed to create a standard for the Xbase programming language.
Books on Xbase products dominate the database sections of bookstores. Xbase is by far the most widely used category
of database manager and application development tool on the PC. In this panel, the key Xbase companies discuss
and debate the issues, with the goal of helping you take the best advantage of Xbase now and in the future.

* Why Is Xbase So Hot, What's Happening Now, and Where Are We Going From Here?
* What is the Role of Windows in Xbase?

* How can Client/Server Xbase be Implemented?

* [s Xbase a Solution for Non-PC Platforms?

* What Should Xbase Users Plan for Over the Next 18 Months?




Database Technologies
Conference

M ‘Aﬁ Technical Co-Sponsor

Database Programming & Design is written for the corporate database professional responsible for corporate
and department database systems. Editorial coverage includes database issues forall platforms on mainframe,
mini, workstation and personal computers. Specific topics include downsizing, database performance and
tuning, client/server, database issues for IBM, DEC, and UNIX environments.

Chairman Address

Ronald G. Ross
Editor, Data Base Newsletter
Ronald G. Ross Associates

Returning the “I-Word” to Database Methodologies

Monday © 3:00 p.m.

Database technology has always been about re-usability. Originally confined to structured data, new areas
of innovation focus on objects, business rules and multi-media. Current trends in hardware/software
platforms, including client/server and other forms of distribution, are also having dramatic impact. To keep
up, state-of-the-art methodologies, including information engineering, must evolve rapidly. Structured
techniques are out; methods based on extended data models are in. In this presentation, Mr. Ross offers
insights about these and other innovations in database methodologies that practitioners should expect in
the 1990's.

* Enterprise Analysis and Planned Re-Usability ¢ Object-Orientation—Good News or Bad News?
* Data Architecture++ * Business Rules: Re-usability at the Next Threshold
® Zachman Framework: Asking the Right Questions

Downsizing IS Applications Repositories And

Tuesday ® 11:00 a.m. Client/Server: Do They Fit?

Today’s biggest trend is downsizing, Tuesday ® 3:00 p.m.

yet approaches are thrown at IS with A repository manager is a fancy data

little comparison among them. In this dictionary for managing design data
Howard Fosdick presentation Fosdick off_e(s asound IS Philip A. Bernstein  for CAD and CASE. Most repository
S.:’i::(hcn;nsumns. P: rspe'clt]n;e oI Ssow?fltz ;ng approas T;';::;l LT products were developec[ for main-
Inc. ches, what works, what doesn't, pit- Digital Equipment frame or time-sharing environments.

falls to avoid, and trends to be aware How must they change to serve the

of. The presentation places the down- needs of client/server environments?

sizing trend within an IS context and
offers proven approaches for gradually
moving your shop in this direction.
In this presentation you will learn:

* Major Approaches to Downsizing

e What IS Actually Does—Successes
and Failures

* Why Industry Analysts Mislead IS

* Unmentioned Pitfalls

* Risk-Averse, Evolutionary Ways to
Downsize

What repository problems arise when
single-user repositories must scale up
for the workgroup?

* Repository Fundamentals

* Distributed Repositories

* Heterogeneous Tools Sharing a
Repository

® Repository Standards

® State-of-the-Art and Prognosis



Database Technologies

Conference

Legacy DBMS Systems: What
To Do With Your Achilles Heel

Wednesday * 9:30 a.m.

Most organizations are suffering from
the “sins of the past”. i.e., mission-
critical application systems that are
very large, “tired”, and linked to obso-

EECS Department :
Universityof | lete data base systems. This talk pre-
California, sents two algorithms to migrate such
Berkeley

systems to modern computing envi-

ronments, together with a case study

of their application to a legacy system

from a large, money-center bank.

e Useful to System Administrators
Burdened by Legacy Systems

e Useful to Technical Managers, Who
Think There is “No Way Out”

¢ Valuable for Anyone Desiring More
Information on This Crucial Topic

Who Manages the
Distribution of What?
Databases, Distribution, and
the Relational Imperative
Wednesday ® 10:30 a.m.

Insofar as database management is

Fabian Pascal
Independent 2
Industry Analyst ~ concerned, there are several kinds of

& Consultant distribution, each with its practical

Micro-paSQL o :
gl implications and support requirements

from products and users. There are also

technical reasons why relational

technology is a pre-requisite for

distributed database environments.

This presentation clarifies:

¢ The Concept of Distribution in
Database Management

* Why and How Relational
Technology, Facilitates Distribution

* The Distinction, in This Context,
Between File Servers, Client/
Servers, and Distributed DBMS

Riding The Zachman
Framework Into The World Of
Data Sharing

Wednesday ® 1:00 p.m.

Data sharing does not happen by itself.
Barbara introduces a data sharing
strategy based on the Zachman
Framework for Information Systems
Architecture. The framework makes it
possible to clarify audiences and
improve cohesion of each model. Most
importantly, the framework challenges
us to look beyond data, to other dimen-
sions. Further, use of the framework
heightens levels of completeness, con-
sistency, and traceability of the entire
model set. The presentation covers:

* Enterprise Modeling

 Importance of Good Quality
Information

* Location Analysis

e Creative Politics for Success

¢ Involvement of Business People

SQL92—The SEQUEL or The
Shape of Things To Come

Wednesday ® 2:00 p.m.

Mr. Celko examines the recent devel-
opments in SQL2. The ANSI X3H2
Database Standards Committee
received the public review comments
for SQL2 at the end of June 1992. This
means that SQL2 will become ANSI
SQL-92, replacing the current SQL-89
standard, by the end of the year.
Vendors are now implementing the
new features in this product! Mr. Celko
addresses these features, along witha
look at:

* New Datatypes and Domains

* More Orthogonality

e Full Range of Set Operations

Related Educational Sessions

» Sunday, 9:00 a.m.-5:00 p.m.
One Day Seminar
The Relational Model Chris Date pg. 35

» Monday, 9:00 a.m. — Chairman Address
Understanding the New Database
Technologies Dr. George Schussel pg. 3

» Wednesday, 8:30 a.m. — Keynote Address
DBMS: Problems & Non Problems of the 90’s

» Thursday, 1:30 p.m.-5:00 p.m.
Management/Technical Seminar

Computer Aided Database Design:
Knowledge-Based/Iterative Development

Michael Stonebraker pg. 8

Ken Orr pg. 34




billion U.S. market for computer software and hardware. DATA

Object-Oriented Technologies =

Conference
DATAMATION Technical Co-Sponsor

DATAMATION is the magazine designed to meet the information needs of corporate compu ting professionals
worldwide. It reaches more than 75,000 key computer-using units responsible for more than 70% of the $190

MATION aims to help its readers do their

jobs better by interpreting the products, events and technologies of significance for information systems
management. Its” cross platform, enterprise-wide editorial features cover the installed base spectrum from
supercomputers to PCs and workstations, networks, midrange and mainframe systems and peripherals,

software, as well as a unique three-part product guide.

Chairman Address

Directions In Distributed Object-Oriented Databases

Stanley B. Zdonik
Brown University
Department of Computer Science

Monday © 3:00 p.m.

Object-oriented databases have been designed from the start to run on networked workstations in support
of various kinds of design activities. As a result, they have always found themselves in a distributed computing
environment. This talk focuses on current approaches for managing distributed objects and on how this
technology is likely to mature in the future.
 Objects in a Client/Server World

* Data Integration

* Implementation Problems and Solutions

* Multidatabases
* Self-Adaptive Techniques

Mary E.S. Loomis

Vice President,
Technology

Versant Obiject
Technology

Moving Objects info
Relational Systems

Tuesday * 11:00 a.m.

Object and relational database tech-
nologies may appear to compete with
each other. In fact, they can be com-
plementary. Each has its own strengths
and weaknesses; you may need both.
The speaker discusses the benefits and
challenges of bringing objects into
relational environments, focusing on
technical aspects of achieving coexis-
tence and integration. Topics include:
* Why You Might Need Both
Objects and Relational Technology
* What Coexistence and Integration
Really Mean
* Leveraging the Relational Model
* Leveraging the Object Model
* Who's Doing What?

Jerry Huchzermeier

Executive Director,
Advanced Systems
Engineering
Solutions

KnowledgeWare

Conducting Accelerated
Analysis Projects Using
Object-Oriented Methods
Tuesday * 3:00 p.m.

Business area analysis is a critical step
in application development. Acceler-
ated analysis techniques (a'la ]AD)_
significantly improve the speed of
analysis. This presentation describes
how to further improve analysis by
blending object orientation with accel-
erated analysis. The effect is a high
quality, high speed mechanism for
producing effective business require-
ments using integrated OO models
which are used to design OO or
conventional application systems.

® What is Accelerated Analysis?

* Conducting Accelerated Analysis
Projects

* Elements of Object Orientation
Which are Most Effective for Analysis

® Tasks, Timings, Deliverables and
Techniques of Object Oriented
Accelerated Analysis



Larry P. English
President &
Principal
Information Impact
International, Inc.

Object-Oriented Technologies

Conference

Applying an Objeci-Oriented
Approach to the Integration
of Distributed Applications
Wednesday © 9:30 a.m.

This session focuses on the practical
application of the Object Management
Group (OMG) Common Object Re-
quest Broker Architecture (CORBA) to
the problem of integrating indepen-
dently developed applications in a het-
erogeneous network environment. It il-
lustrates how the unique aspects of an
object-oriented approach can result in
more easily implemented and manage-
able solutions to a traditionally difficult
set of systems integration problems.
¢ Problems of Application Integration
¢ Using Objects to Describe
Applications
¢ Introduction to CORBA
¢ Definition and Evolution of
Applications

What is the Role of Data
Administration in an Object-
Oriented World?

Wednesday © 10:30 a.m.

Object technology and techniques are
emerging as one of the key driving for-
ces in information systems develop-
ment this decade. What impact will ob-
ject technology and methods have on
therole of the Data Administrator? This
presentation explores the evolving role
of the Data Administrator and the
issues it must face and solve over the
next decade of technology evolution.

* Data Administration Versus Object
Administration

¢ Data Dictionary/Repository Versus
Class Libraries

* Enterprise Models in an OO World

* DA: Evolution or Extinction?

¢ Critical Success Factors for the
Management of OO Development

Dr. Lougie Anderson

Program Manager
Object Technology

Sequent Computer
Systems, Inc.

Dr. Sunit Gala
Research Scientist
UniSQL, Inc.

Related Educational Sessions

Benchmarking Object
Databases For Large-Scale
Deployment

Wednesday * 1:00 p.m.

Object Database Management Sys-
tems (ODBMS) promise great produc-
tivity and performance improvements
over traditional DBMSs. However,
benchmarks for ODBMSs are in their
infancy. Dr. Anderson reviews exten-
sions to existing single-user bench-
marks to measure multi-user perfor-
mance and scalability.

* Existing ODBMS Benchmarks:
The Object Operations and
Hypermodel Benchmarks

¢ Extensions for Benchmarking
Multi-User Scalability

* Issues in Large-Scale ODBMS
Deployment

Extending Relational With
Object-Oriented Capabilities

Wednesday © 2:00 p.m.

Dr. Gala introduces a powerful new
commercial database technology that
incorporates both full relational and
object-oriented technologies in a single
coherent database engine. The session
examines motivations, design and
implementation issues, and pro-
ductivity and performance benefits
associated with such a system. Specific
topics include:

e The Symbiotic Fit Between the
Object-Oriented Paradigm and
Extensions to the Relational Model

* Specific Extensions to ANSI SQL

* Implementation and Performance
Considerations

e Sharing and Reuse of Data and
Application Code Through Object-
Oriented Extensions

» Tuesday, 9:30 a.m. — Keynote Address
Ob) Management and Success
Adele Goldberg pg. 6
» Wednesday, 1:00 p.m.

The Object Paradigm: Changing PC
Database Development Larry English pg. 31

» Thursday, 8:30 a.m.-12:00 p.m.
Management/Technical Seminar
Object-Oriented Database Systems

Stan Zdonik pg. 34

» Friday, 9:00 a.m.-5:00 p.m.
Object-Oriented Programming with dBASE

for Windows

Adam Green pg. 35




5.. PC Databases &
- Xbase Conference

DATA BASED '
ADVISOR Technical Co-Sponso

WA QA= N

Data Based Advisor is the leading monthly magazine for developing corporate applications at the desktop.
Since 1983, DBA has provided application developers, VARs, and consultants with ymchcal solutions to
real world problems. Every month, DBA covers database management products and issues at the desktop,
client/server, Windows/GUI, downsizing/rightsizing, CASE, and networking. In addition, DBA covers
emerging technologies , IS management, hands-on programming, product reviews, and corporate case studies.
DBA writers are the leading industry experts and frequent speakers at technical conferences, including
DATABASE WORLD and CLIENT/SERVER WORLD.

Chairman Address

Marc Schnapp
President
Primary Key Consulting

Exploiting Windows: Application Design Strategies

Monday ® 3:00 p.m.
Programming Windows offers the application developer a level of access once available only to the systems
programmer. This session explores how the latest generation of Windows Xbase products makes Windows-
unique features available to the application developer. We'll see how Xbase DBMS's from Borland, Computer
Associates and Microsoft supEort dynamiclink libraries, OLE, and DDE. Also explored are useful development
tools, third party DLLs and the like. If you're contemplating migrating to Windows, this is a session you can't
afford to miss.

* Application Integration Opportunities ® Language Syntax Comparison and Contrast

¢ Third Party Building Blocks * Assessing Development Productivity vs. Power
* The Nature of the Windows API

How To Move Up To
Client/Server
Tuesday * 11:00 a.m.

Whether you manage Xbase, Paradox
or any of the other popular PC

PC’s and Client/Server: The
Right Solution for Righfsizing?
Tuesday * 3:00 p.m.

This presentation examines the emerg-
ing role of client/server computing. Are

Bruce Linn DBMS'’s, you'll want to assess the Mike Irwin microcomputers a robust platform
D&m:‘:’;"“ direction application development will "l‘)d:ﬁ“"'“’ ... upon which to build your mission
Interbase take in the coming year. This session s Opectalit critical systems? Mr. Irwin discusses
BBul-in;ﬂ Unit identifies the distinctions between current software and hardware techno-
sy direct access local database engines logy as they impact on your decision.
and developing client-side applica- Included are multipro‘cessor CPUS,
tions for client/server architectures. It back end servers, PC front ends and
also focuses on the critical role of the connectivity issu'es‘ MIS managers,
server for client application scalability database administrators and micro
and meeting the unique requirements managers will appreciate this frank
of the desktop. . look at this promising technology:
* When to Go Client/Server . * Alternatives to Client/Server
* Criteria for a Good Database Engine * Migrating Today’s Applications
¢ Clients that Exploit Server Power * Assessing PC Client Products

* Setting and Meeting Realistic

Design Goals * Operating System Robustness



Cary Prague

Director, Software
Productivity

Travelers Insurance
Co.

PC Databases &
Xbase Conference

Building Database
Applications for MS-DOS and
Windows

Wednesday ® 9:30 a.m.

What do you consider when planning

an application for Windows and DOS?

Mr. Nielsen provides practical tips to

insure that your finished product will

be a real Windows application and a

great MS-DOS program. The session

examines FoxPro 2.5 and DataEase as

examples of tools providing these

capabilities.

* User Interface Design

* Exploiting System Services (DDE,
OLE, etc.)

* Where Should the Application
Development Take Place

* Moving Between DOS and Windows

Windows and DBMS: The
Present and Future

Wednesday ® 10:30 a.m.

The use of Microsoft Windows is
undoubtedly growing and PC software
vendors are moving to provide Wind-
ows versions of their DBMS products.
Others are introducing fresh new pro-
ducts specifically for Windows. Though
Windows promises a consistent user
interface, each DBMS is unique. This
session surveys the best selling and
most innovative products in the
Windows database arena.

* DOS vs. Windows: Virtues and
Vices

* Migration Strategies from DOS to
Windows

¢ The Future of Databases (Xbase
and Non-Xbase)

* Assessments of Access, FoxPro,
Paradox, dBase, Approach, Super-
base 4, R&R Report Writer, etc.

Larry English

President and
Principal

Information Impact
International, Inc.

Douglas Grimsted
CEO

RDI Software
Technologies, Inc.

Related Educational Sessions

The Object Paradigm:
Changing PC Database
Development

Wednesday © 1:00 p.m.

The popular PC application develop-
ment languages (BASIC, Xbase, PAL)
are all going object oriented. The ob-
ject paradigm changes the way applica-
tions are developed. Object technology
and techniques are yielding signifi-
cantly improved reliability, flexibility
and maintainability of applications.
This presentation helps you to prepare
for the coming changes by describing
the object paradigm and identifying
the characteristics of object-oriented
software development.

® The Object Paradigm and the
Copernicus Revolution

* What Object Technology is and
What It is Not

* The Fundamentals of Object
Modeling

* How to Gain the Benefits of an
Object Approach

Million Dollar Rightsizing.
Using Xbase?

Wednesday © 2:00 p.m.

Are Xbase products robust enough to
satisfy the traditional needs of MIS for
mission-critical applications? This
session explores techniques to yield
speed, security and economy from
rightsizing projects. Mr. Grimsted
shares his arsenal of tools used to create
custom applications for Fortune 1000
companies while addressing:

¢ How to Pinpoint the Costs of Large
Complex Projects

* Quality Assurance Techniques
Resulting in Bulletproof Apps

e Structuring Software Development
Teams for Maximum Output

¢ Xbase and Client/Server:
Technology and Trends

» Monday, 11:00 a.m. — Plenary Session
The Present and Future of Database

Management

Philippe Kahn pg. 3

» Wednesday, 1:00 p.m.—Xbase Panel
The State of Xbase

John Hawkins Moderator pg. 25

» Tuesday, 9:30 a.m. — Keynote Address
The Future of Xbase

» Friday, 9:00 a.m.-5:00 p.m.—One Day Seminar
Object-Oriented Programming with dBASE

for Windows

Adam Green pg. 6

Adam Green pg. 35




DB2 / Information Warehouse
Conference

,D, T .B. . .2. T Technical Co-Sponsor

[t e Ly (02 0]
DB2 Journal is the first and only magazine completely dedicated to anyone who manages DB2 data, is
responsible for the DB2 system itself, or accesses DB2 data in any way.

Chairman Address

Richard Yevich
President
Richard Yevich Consulting

Designing High Availability DB2 Applications and Systems
Monday * 3:00 p.m.

Continuous availability of information in DB2 databases requires special methods of design both in applications
and systems to approach a 24 X 7 environment. These systems offer significant benefits to an organization
but most often this direction is taken without a full understanding of the risks, costs, and development
techniques. Application and DBA issues are examined with respect to the details and the tradeoffs required
for achieving success in this environment. Implications of the distributed database environment are shown
to be of assistance in developing continuous availability information stores.
® Requirements for Continuous Availability * Fully Duplexed Fault Tolerant Environments
* Database and Application Design Guidelines * Distributed Database as Part of Solutions
¢ Controlling Planned and Unplanned Outages

Critical Success Factors: Distributed Data and
Making the Client/Server Client/Serving Mid-ware for
Vision a Reality Information
Tuesday © 11:00 a.m. Tuesday * 11:00 a.m.
A vision of client/server applications as In today’s competitive business envi-
ad hoc “information at your ﬁnge}'tips" g.h."a FS“;;:" ronment access to “up-to-date” infor-
obscures the cha!lenglng reality of EngincerAS400  Mation is critical. Yet data sources are
:zlhecg?sgt,r?ﬁi?:‘zgm%nt\::;?soeus;;%a : ;)&hbm System 'tl)ecom:jng more hetercr)lgenetous gnd
_enter ; spread-out” across the enterprise.
ne::éeg ;o _?;pport client actces§ tot lts The benefits of this are real, but soare
server(s). This management oriente the problems. Network and data
presentation discusses several critical mansgement are ever\\'day challenges.
;:cchcxf::t ‘flargtgfrsa:‘sasc;fg}t\z% (n(;tgl; ;he Tfl’flis session focuses on the benef:s
i e of, for, offered and the problems solved by the
D;Z‘S lg)le]ln Cllel;:/slel’vef I:YOCGSSU\g- use of mid-ware in today’s business
® The Evolving Realities of the environments.
‘Database’ Vision e The M . iti
* Data Architecture(s) for Client/Server ® The Dayt;h\s,vt,;}?gf,!:i;odd
* The Importance of an ‘Enterprise * What Do I Do Now?

Data Server’ Strategy

* An Assessment of IBM’s Plans for
DB2 and Several ISV’s Offerings

* Methodology Considerations



Joyce Bischoff

President

Bischoff Consulting,
Inc.

Ken Orr
President
The Ken Orr
Institute

DB2 |/ Information Warehouse

Conference

Characteristics of the Data
Warehouse

Tuesday * 3:00 p.m.

Mr. Kelley defines a data warehouse
and discuss the evolution of the data
warehouse. Also presented is a
discussion of the characteristics and
why they differ from production sys-
tems. These characteristics include:
¢ Separated from Production Systems
¢ Integrated Data

® Metadata

The Challenge of Large DB2
Databases in the Information
Warehouse

Wednesday * 9:30 a.m.

Although the Information Warehouse
may offer a wealth of opportunity for
analytical processing, real-world hard-
ware and software constraints man-
date special physical design techniques
to achieve success. A creative approach
to design must recognize DB2 perfor-
mance tradeoffs and DB2’s role in a
client/server environment.
* Multi-Level Data Architecture
* Selection of Partitioning,
Clustering, and Data Granularity
* Loading and Refreshing Large
DB2 Tables

CIGNA Insurance

4

. 4
Jack Olsen
Product Author
BMC Software

Information Warehouses and Application
Networking: Getting at Data Across

the Enterprise
Wednesday ¢ 10:30 a.m.

DB2 In Mainframe

Client/Server Environments

Wednesday ® 1:00 p.m.

Access to DB2 data both from new rela-

tional environments and from older

legacy systems is a much needed and

desired goal in most corporations. This

presentation shows how to accomplish

this for large mainframe applications.

Critical is the ability to connect all

enterprise applications to the relational

databases.

* DB2 Client/Server Architecture

¢ CICS APPC In A High Transaction
Environment

 Real-Time Organization and Data
Access Problem

The Change Management
Administration Paradigm
in DB2

Wednesday ® 2:00 p.m.

This presentation examines database

design issues that deal with enhancing

the ability to manage DB2 applications

from an administrative point of view.

Factors that influence the efficiency of

the application for such topics as recov-

erability, version control, designing

data structures and change impact are

explored.

® Change Management’s Impact on
Database Structure Design

* Unique Requirements of Change
Migration

® Multi-Platform Utility Implications

Current systems collect and store vast amounts of data, but only a fraction of that data is available
for decision-making. Much of this critical data is embedded in backbone operational systems built
on early database systems or hardwired into applications. Two of the most significant approaches
being used to “mine” this data are “information warehousing”, and “application networking”.

* The Real-Time Organization and the Data Access Problem
* The Foundations of the Information Warehouse and Application Networking
* The Technology Underlying Information Warehousing and Application Networking

Related Educational Sessions

» Sunday, 9:00 a.m.-5:00 p.m.
Additional Seminar
The Relational Model
Chris Date pg. 35

» Monday, 5:00 p.m. — Keynote Address

Data Warehousing and Decision Support in
Client/Server Environments Gerry Cohen pg. 6

» Tuesday, 9:30 a.m. — ote Address
Client] r: Key to Computing in the 21st
Century Tom Furey pg. 7




Six Management/Technical Seminars

Choose One Morning and Afternoon Session

Thursday, June 17

DATABASE WORLD & CLIENT/SERVER WORLD offers six half-day seminars after the Conference. You'll

have the opportunity to ask questions,
and enjoy the benefits of a classroom sty
information packed seminars are opportunities you and

Morning Sessions - 8:30 a.m.12:00 p.m.

Pieter Mimno

President

Technology Insight,
Inc.

Infroducing NLM Programming

This discussion starts with an overview
of the Netware NLM architecture,
development environments and com-
piling tools. Next it focuses on devel-
oping client/server NLM applications,
Novell’s Interprocessor Communica-
tion Architectures and a final
discussion of Netware’s NLM services.
* Netware NLM Architectures

¢ Development Environments

* Design of Client Server Applications

Comparison and Evaluation
of Client/Server Tools

A new class of windows-based devel-
opment tools greatly simplifies the
generation of graphic client/server
applications within an open systems
environment. Client/server tools pro-
vide alow-cost alternative to tradition-
al CASE tools for many applications.
They are large object-oriented, do not
use structured diagrams, and require
far less training and cultural change
than CASE tools.
* What to Look for in a
Client/Server Tool
e Evaluation of Leading
Client/Server Tools
* Integration of Client/Server and
CASE Technology

Object Oriented Database
Systems

This half-day tutorial is intended to
introduce the student to the basic con-
cepts and terminology of object-
oriented databases. Mr. Zdonik care-
fully distinguishes between object-
oriented databases and their relational
counterparts. Where are the funda-
mental differences? Basic object-
oriented principles are also reviewed.
Examples are drawn from current
systems.

¢ Object-Oriented Principles

* What Makes OODBs Different?

* Where is the Technology Today?

discussion applications, problems and solutions with colleagues, network
le presentation. DATABASE WORLD & CLIENT/SERVER WORLD's
your colleagues cannot afford to miss!

Afternoon Sessions - 1:30 p.m.-5:00 p.m.

Jim Davey
Consultant
DC1

Ken Orr

Institute

Robert A. Ruotolo

President

Performance
Management
Consulting

The Best CASE Tools for

Data Modeling, Database
Re-Engineering and Database
Design

This seminar looks at the tasks of data
modeling, database re-engineering
and database design and the CASE
tools that are used to support these ac-
tivities. Attendees are encouraged to
use their Expo time to look at database
CASE tool. Open discussion is encour-
aged. At the end of the session the
attendees will vote on “Best of Type”,
“Best of Segment”, and “Best in Show.”
® Data Modeling/Database Design

* Database Re-Engineering

* CASE Market

¢ Overview of CASE Tool Vendors

Computer Aided Database
Design: Knowledge-
Based/lterative Development
Database design is one of the most cri-
tical issues in the development of large
scale systems. The combination of ad-
vances in database theory, i
automatic systems/database tools,
makes it possible to develop much more
sophisticated and effective database
designs than were possible just a few
years ago. This seminar addresses the
practical application to database design.
* Database History and Theory

¢ Database Design Methodologies

¢ Future Developments

Synergy Tools for I/S Teams
Using ‘synergy tools’ to create a
‘continuous learning’ culture within
your I/S organization. Here is a set of
proven behavioral, quality oriented tools
that will help you to be more effective.
This capability is a fundamental require-
ment if I/S organizations are going to
keep pace with the rapid technology
and business changes of today!

* What ‘Synergy Tools’ Are

* How They Are Used

* Benefits of Using ‘Synergy Tools



One-Day Seminars o

DATABASE WORLD & CLIENT/SERVER WORLD offers three one-day seminars held before and after the Conference. These
seminars give you the opportunity to learn and explore a subject in-depth for an entire day. You'll have the chance to ask questions,
discuss applications, problems, and solutions with colleagues; network, and enjoy the benefits of a classroom style presentation.
These One-Day Seminars provide you with a truly comprehensive education that you can’t afford to pass up.

Sunday, June 13, 1993 - 9:00 a.m.—5:00 p.m.

Downsizing/Re-engineering Applications with Client/Server Computing

Schussel’s intensive one day seminar provides a fast paced survey of both the technologies and management
strategies necessary for successfully downsizing with a focus on the use of database client/server approaches.
The day begins with a review of the cost justification and benefit issues of downsizing. Short case histories
of several re-engineering, downsizing efforts are reviewed and the effect of downsizing on budgets and staff
are discussed. The day continues with a discussion of open desktop platforms. Windows 3.1, Windows NT,
OS5/2v2, UNIX and their roles are analyzed. Network issues and management are discussed as are the relative
g‘”msr‘:::e" positions of Novell, Microsoft, Banyan, DEC, and IBM. What is the future role for Visual Basic and Xbase
Digital Consulting,  in @ Windows world? A discussion of how to integrate the new approaches with existing systems shows how

Lnc. remote data access strategies can be profitably used. The management approach to downsizing is discussed,
featuring problems and their resolution in database and networks. Schussel reviews how to integrate current

mainframe based applications into the new distributed, downsized world.

OUTLINE
* Why Bother Downsizing? * LAN Operating Systems
* Building Competitive Advantage with ® Superservers
Re-engineering * Client/Server Computing
* A Review of Case Studies (Including Cost —DBMS
Histories) —Windows Tools
* Open Systems—A Critical Component of * Managing the Move to Downsizing
Downsizing
—Windows 3.1 —Windows NT
—0S/2 —UNIX

The Relational Model

Date’s full day seminar provides the most careful presentation available anywhere of the fundamental ideas
underlying DB2, ORACLE, INGRES, and all the myriad of other relational products available in the
marketplace today. Chris shows how the relational model is not well understood, even by the leading vendors.
Problems with SQL are discussed in some detail. If you don’t understand the limitations and/or potential
of relational DBMS, then your applications are likely to be hampered, or more likely, responsible for returning
incorrect results. If you are involved in any aspect of database technology, be it as an end user or as a database

?,.:2’:,::,, administrator or anything in between, then you owe it to yourself to be familiar with this material.
g OUTLINE

® Preliminaries * Relational Data Integrity * Some Ramifications

* Relational Data Structure * Relational Data Manipulation

Friday, June 18 . 9:00 a.m.—5:00 p.m.
Object-Oriented Programming with dBASE for Windows

In this one-day tutorial Adam Green will show how the OOP enhancements in dBASE for Windows can
dramatically improve the productivity and capabilities of Windows applications developers. This tutorial
will emphasize practical programming solutions and techniques, and is aimed at experienced Xbase
programmers. No prior knowledge of Object Oriented Programming is needed. Topics covered will include:

* Basic OOP Syntax and Concepts ® Object Oriented Design
= ¢ Event Driven Programming Techniques ¢ Construction of Class Libraries
President ¢ Creating Custom User Interface Controls
Adam Green




Co-Sponsored by m Northeastern University

June 14-15, 1993
Join 20,000 of Your Fellow MIS Professionals at 1993’s Most Comprehensive Computing Event!

The CLIENT/SERVER WORLD and DATABASE WORLD Exposition is the only exposition of its kind,
offering you the most comprehensive array of both database companies AND cl?ent/server companies
under one roof! Armed with the knowledge you gain from the conference sessions you'll be ready to
effectively tour the exhibit hall. The exposition offers you an unsurpassed educational bonus!

» EDA/SQL Pavilion
sponsored by DCI and Information Builders, Inc.

The EDA/SQL Pavilion will showcase Enterprise Data
Access/SQL (EDA/SQL) products that provide SQL-based
access to all data, relational and non-relational, local and
remote, on multiple platforms and in multiple data
architectures, throughout an enterprise. IBI supplies Enter-
prise Data Access/SQL, the data access component of the
Information Warehouse, the solution framework that provides
a comprehensive approach to the use of enterprise
information. The Pavilion will highlight the EDA/SQL Enabled
Vendors throughout the floor including: Microsoft, Channel
Computing, Blyth Software, DataEase International, Easel
Corp., ParcPlace Systems, Tactics Software, Brio Technologies,
Andyne Computing, IBM, Digital Equipment Corporation,
Apple, Lotusand id. Join us to see fully interconnected
demonstrations of EDA/SQL in action.

» Database Gateway Solutions Pavilion
Sponsored by DCI & Micro Decisionware

The Micro Decision Database Gateway Solutions Pavilion
will feature PC application development and end-user
decision support tools using the Database Gateway to access
DB2 and non-relational data sourcesin the IBM mainframe
environment.

WHERE: John B. Hynes Convention Center
900 Boylston Street
Boston, MA

WHEN: Monday, June 14, 12:00 p.m.-6:00 p.m.
Tuesday, June 15, 10:30 a.m.-4:30 p.m.

» Computer Associates Business Partner
Programs

Computer Associates provides value to their business
partnerships with their products, services and support. CA
Programs include the CA Authorized Reseller Program, CA
Certified Consulting Partners Program, CA Authorized
Education Centers Program, and the CA Development
Partnership Program. These programs have been developed
to provide Computer Associates’ Business Partners with the
tools necessary to deliver the highest level of product,
service, and support to their mutual clients.

To find out more about Computer Associates’ Business
Partner Programs, stop by the Computer Associates Busi-
ness Partner Booth.

Client/Server Tool Watch
» Winner’s Circle Pavilion
sponsored by DCland The Hurwitz Consulting Group

The Client/Server Tool Watch Winner’s Circle Pavilion will
showrcase the key products that have been evaluated inthe
newsletter within the past year. These are some of the hottest
emerging tools in the area of open applications development
that have received favorable reviews in the Client/Server Tool
Watch. The tools have succeeded in meeting many of the
criteria in the Hurwitz Tools Benchmark such as scalability,
portability, cross platform support, modularity and
adherence to emerging standards. Companies invited to
exhibit include: Uniface, Visix, Information Builders, Inc.,
Cadre, Tivoli Systems, Business Objects, Inc., Red Brick
Systems, Independence Technologies, and Information
Resources, Inc.

Real World Product Presentations

DCI, in conjunction with the following companies, has created these sessions to educate youon i
. | : ' t dge products. You'll
have the unique opportunity to talk candidly with these technical leaders about their plansy for gmf:m‘;f: te%;Eical excellence,

and get the facts you need to make informed buying decisions.

Andersen Consulting Cross Access KnowledgeWare Popki

FOUNDATION® CrossAccess Application Development Workbench sYpsr‘EnM ARCHITECT
Computer Associates Int’l DataEase ADW® /CWS-GUI “Texas Instruments
CA-DATACOM for UNIX DataEase for Windows Magic Software Information Engineering
CA-IDMS for UNIX Gupta Magic Facility™

Cooperative Solutions SQLWindows, Quest Matesys Versant Object Technology
Ellipse ObjectView 2.0 Co
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Special Events

Experiences in Client/Server Computing - Wed., 9 a.m.12:30 p.m.
Half-Day Forum Presented by the Client/Server Round Table

This interactive event is part of the continuing workshop program of the Client-Server Round Table, a user-
industry consortium. It provides attendees with a chance to hear about the benefits and disadvantages of
client/server computing, to discover the problems users have faced in moving to this new computing
paradigm, and to discuss your own situation.

The opening session features a special presentation on “Bridging the Gap Between Corporate Strategy and
Client/Server Computing”. David Rummler, president of Competitive Advantage Group, Saratoga, CA,
outlines the various planning and development issues, and discusses organization and support. Mr. Rummler
also discusses results of a recent survey showing how various Information Technology architectures support

specific strategic business advantages.
Four concurrent workshops follow:

Management Planning for Transitioning to
Client/Server Computing
David Rummler, Competitive Advantage Group

Technical Issues of Planning the Transition to
Client/Server
Don Rule, MIS Manager, DunsNet

Client/Server Development Tools

Organization and Support Issues

The Client/Server Round Table is a consortium of users, IS executives, consultants, vendors and editors. Its
purpose is to foster the adoption of client/server computing through education. The group conducts
workshops under the theme “Experience in Client-Server Computing” as well as producing white papers.
For information on joining, contact Ed Bride at (508) 529-3544.

X Evaluate
Industry Spotlight  Datatuse & Information
Live Product Tmhnam;mduds
Demonstrations!

Don't miss this opportunity to join a

select group of exhibitors who will demonstrate the
technical capabilities of their newest products. The
informative presentations will be held on the
Exposition Floor continually and will feature live
demonstrations of the newest state-of-the-art
products. Industry Spotlight will be held Monday
and Tuesday during the Exposition.

Due to the delicate nature of this information, details of
Industry Spotlight products and sessions will not be
revealed until showtime. You simply cannot miss this
unique opportunity to benefit from privileged insight
into the industry’s leading products and services.

The Boston Computer Society
User Group Meetings

DCI and The Boston Computer Society have worked
together to provide you with a unique education
program. With 25,000 members in 50 countries, The
Boston Computer Society is the world’s largest, and
most influential personal computer user group. The
BCS has provided objective and insightful informa-
tion to its members for more than 15 years! Through
its 40 user and special interest groups, 20 publica-
tions, 25 electronic bulletin boards, and scores of
monthly meetings and events, the BCS offers many
options for those interested in personal computers.

Invited Boston Computer Society User Groups Include:

— Microsoft SQL Server User Group
— Client/Server User Group

— R:BASE Users Group
— Paradox User Group
— FoxPro User Group

Comedy Club « Monday, 6:00 p.m.-7:00 p.m.

End your day with a few good laughs! After a productive day of gathering
valuable, insightful information, kick back, relax and enjoy one of Boston’s
favorite comedians. Don Gavin will entertain you with a hilarious one hour
comedy presentation at the close of the first day.
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Three Ways to Register

Registration Fee includes admission to both CLIENT/SERVER WORLD &
DATABASE WORLD, allowing you to customize your own education.

MAIL To: A FAX To: CALL

Digital Consulting, Inc. (508) 470-0526 (508) 470-3880
204 Andover St. een 9 a.m.-6 p.m.
Andover, MA 01810 2tk omzs g Lgy Eastern Time . ©

CLIENT/SERVER WORLD*
& DATABASE WORLD*
June 14-16

PLUS . . . Additional Seminars

with Conference $345 Each Stand-Alone $495 Each

One Day Seminars « Sunday, June 13th

[ 9346, Downsizing/Re-Engineering Applications With
Client/Server Computing

19347 The Relational Model

Management/Technical Seminars - Thursday, June 17th

Please choose one Morning and Afternoon Session

Morning Sessions

[19349. Introducing NLM Programming

L] 9350. Comparison & Evaluation of Client/Server Tools

[1 9351. Object Oriented Database Systems

Afternoon Sessions

1 9352. Synergy Tools for I/S Teams

[19353. Computer Aided Database Design: Knowledge-
Based/Iterative Development

[19354. Data Modeling, Database Re-Engineering and
Database Design

One Day Seminar « Friday, June 18th

[ 9348. Object Oriented Programming with dBASE for
Windows

BONUS
0 5 days
[ 6 days

Indicate Above Your Seminar Choicel(s).

SPECIAL PRICING OFFER!

[ 2859. FREE Registration EXPO Only June 14 & 15
A $25 Value

Audio Cassettes

L1 With Conference $550

[ Cassettes & Proceedings Only $995

Special Government Pricing Packages
Available. Call (508) 470-3880 for further
information.

Don’t Let Your Education Stop Here!

[ 2724. Schussel’s Downsizing Journal
$199/12 Issues (U.S. Dollars)

[J Send me more information.

Hotel and Airfare Discounts!
[J Call me with more information.

24 Hour Voice Mail

Send 2 People for the 3 Day Conference,
and the 3rd Attends Conference FREE!

For informational purposes, please indicate Your primary
WORLD preference:

1 &
Name
Title
Company
Address Mail Stop
City State Zip Code
Telephone Ext Fax Number

[12986. CLIENT/SERVER WORLD (7 2858. DATABASE WORLD

2,

Name

Title Mail Stop
(] 2986. CLIENT/SERVER WORLD 2858. DATABASE WORLD

L1 2986. CLIENT/SERVER WORLD

Name

Title Mail Stop
2858. DATABASE WORLD

Method of Payment

Check enclosed. Make payable to: Digital Consulting, Inc.

Visa [J Mastercard# Exp.Date_____

PO.#

—_—

[J Authorized Documents Attached
Bill my firm, Attn.

Payment must be received on or before May 31, 1993,

Cancellation Policy: Cancellations made by May 31, 1993 will be accepted subject to
a cancellation service ¢ harge of $100. Cc
conference or cancel after May 31 are liable for the entire registration fee.

mfirmed registrants who do not attend the

URTON GRAD

MR. B O0ZSAN

ngTﬁgR%EII\BGAIS“SIOCIATES INC 000
ITAI}:iRYTOWN, NY 10591-4705
" |uu||||IlI|ul||Icln”ln"lnuln'llnlll

s a————

0052




HOTEL & TRAVEL INFORMATION

Travel & Lodging

For all your DATABASE WORLD & CLIENT/SERVER WORLD hotel and airline needs,
please contact Conference and Travel Services (CATS) at 800-767-2755.

Official Hotels — DATABASE WORLD

| Hotel and Travel Information | & CLIENT/SERVER WORLD

CALL CATS 800-767-2755 Boston Marriott Copley Place Sheraton Boston
Digital Consulting, Inc. is pleased to offer you special 100 Huntington Avenue 39 Dalton Street
discounted* hotel room rates at our events and Boston, MA 02116 Boston, MA 02199
discounted airfares to our events on Continental, US Air
and Air Canada. To receive discounted reservations or Hyatt Regency Cambridge The Westin Hotel
information on these special services, please call 575 Memorial Drive 10 Huntington Avenue
Conference and Travel Services (CATS) at 800-767-2755, Cambridge, MA 02139 Boston. MA 02116
or fax your request to 508-470-0526. % Park Plaza Hotel & g
W o . oston Park Plaza Hote
Discounts only apply to space reserved through CATS. Toiies The Copley Plaza

7 = 64 Arlington Street 138 St. James Avenue
Meeting Site Boston, MA 02116 Boston, MA 02116-5071

Elyues Sappention S saiey NOTE: Other hotels are available for this event.

Pradentia Towes Please contact CATS at 800-767-2755 for
900 Boylston Street, Boston, MA ; 5 i
rate information and availability.

T P S A\, S Y
a2

== Official Hotels

1. Boston Marriott Hotel
Copley Place

2. Hyatt Regency
Cambridge

3. Boston Park Plaza
Hotel & Towers

4. Sheraton Boston
Hotel & Towers

5. Westin Hotel
6. Copley Plaza Hotel

A. John B. Hynes
Convention Center

CAMBRIDGE

SOUTH BOSTON
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June 14-16, 1993 « Boston, MA
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*Cross Access Micro Decisionware The Hurwitz Consulting Group
Information Builders Data Based Advisor Microfocus Triple T, Inc.
. Magazine Microsoft Corporation UniSQL
5 Data Management Review MUST Software Versant Object Technology
Database Programming & Neal Nelson & Associates Corp.
Design NetFRAME Systems Viasoft
?DataEase International Inc. Netwise, Inc. WATCOM
DATAMATION * Network World Windows Magazine
, Dataware Technologies, Inc. * News 3X/400 WordPerfect Corp.
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Mr. Phil Moore
March 8, 1993
Page 4

4. Document Production, Storage and

structured and restructured text
- graphics material
- query analysis and didplay techniques

- image mode

- encryption

indexing

Sterling can pursue these areas in two different ways:

. Buy the assets of a substantial company concentrating
successfully in one of the selected areas

. Invest in new companies which have successfully demonstrated
the technology needed to pursue one or more of the business
areas

Marty Silberberg worked with me to produce these initial thoughts on
Sterling opportunities.
\

Sincerely,

Burton Grad
BG:8870



Attachment F

\
1
! Advanced Office Systems Concepts
‘ Burton Grad

1. Comprehensive message communications at source; many information
types can be sent:

data
text
image -- fax (bilevel), grey shades, color
voice
various formats for data:
. 1-2-3, QuattroPro, etc. spreadsheets
. WP, Word, etc. word processing
. etc.
Pen computer

At destination(s) many information types can be produced and
distributed (with some opportunity for type translation (image to
text). Full message trail to be kept assuring sending and
receipt. Source and destination may be mobile.

2. Enhanced storage, retrieval, display functions for client
stations to handle multiple (and mixed) information types.
Secure access to stored information (at any client or server
system). Intelligent indexing, computer aided search/solution,
professional level display and report preparation.

3. A rich set of application functions to produce statistical and
text extracts and analyses, sorting, ranking, work flow
management, logical and calculation facilities, input validation.
These application building blocks would enable construct useful
applications (prospect management, customer service operations,

etc.)

Essentially, Sterling would provide the infrastructure to lnterface

with existing e#mail type systems (Profs, All- ln-One) and—provtdez' /khu
'standard" office applications (word processxng,

spreadsheets, etc.) and provide enhanced capabilities for general

office operations.

Key Ideas:

. envelope/contents

. transform operations to common interface form for each data
type (markup, language)

. use available technologies (voice generation, OCR) and add new
ones when they are available.

. follow-up processes -- trigger dates



INTEGRATED MESSAGING

CATIO SC. ON

At the heart of the system are two fundamental ideas;

1) That a user should be enabled to deal with multiple
messaging systems (Voice and text) through a single
integrated interface and

2)That a user be allowed to freely choose and mix his
messaging medium.

With regard to the first point, it is clear that a visual
interface is the preferred way to manage mail. It allows
one to see important mail at a glance and select it for
processing in a non sequential manner unlike voice messaging
and telephone answering machines. For this reason the
primary interface was built on a PC.

With regard to the second, the selection of medium should be
a function of both user preference and the type of message.
The prototype inplemented voice and text. Given today’s
state of the art in multi-media PCs and transmission
technology, image should be considered for implementation at
this time.

FIGURE A
IN BASKET
DATE TIME FROM NODE/NO SUBJECT TYPE
1 10/01/92 9:00AM Smith, T. VMVIENNA Bulletin Board TEXT
2 10/01/92 8:30AM Jones, W. Ext. 3333 VOICE
3 9/30/92 6:30PM 22222 222222 VOICE
4 10/01/92 12:30PM Grad, B. (914) 555-1234 Washington Meet TEL

Figure A illustrates the above points. If Message 1 is
selected, a standard text message will be displayed. The
user could reply to this message with text or if he
preferred select the voice reply option and the system would
turn on his speakerphone and record his message and send it
to the appropriate address automatically. Or he could
forward to an associate with a voice comment such as "Please
handle".

Message 2, if selected, would cause the user’s speakerphone
to be turned on and the associated message to be played.
Again if the user preferred not to respond with voice, he
could send text.

Page - 2 September 11, 1992



INTEGRATED MESSAGING

(Underlying the above functions is both an enterprise-wide
and a personal directory system which provides the
appropriate address for E-mail, voicemail, telephone calls,
FAX, Pager etc. for the given individual.)

FIGURE A
IN BASKET
DATE TIME FROM NODE /NO SUBJECT TYPE
1 10/01/92 9:00AM Smith, T. VMVIENNA Bulletin Board TEXT
2 10/01/92 8:30AM Jones, W. Ext. 3333 VOICE
3 9/30/92 6:30PM 22222 222222 VOICE
4 10/01/92 12:30PM Grad, B. (914) 555-1234 Washington Meet TEL

Message 3 illustrates a voice message which came from
outside the enterprise and the identification of the calling
party cannot be known to the system. (With the advent of
ANI (Caller ID) coupled with the personal directory selected
integrated messaging functions could be implemented). If
selected, the voice message would be played but reply etc.
could not be automated as with message 2.

Message 4 shows a telephone call taken by a message center
and, via an interface to the system, inserted into the In
Basket. If selected, the system would telephone the calling
party. A trivial extension to the system would enable a FAX
center to send notification that a FAX had arrived for a
given individual.

Other Functions

Though primary access to the system was through a work
station in his office, secondary access was supported, both
from remote work stations as well as telephones. Text-to-
Speech synthesis was employed to "read" text messages over
the telephone.

To enable notification of urgent new mail, a prototype
interface to a nationwide paging system was implemented.
Short text messages were sent using this capability.

Selected telephone features, based on capabilities in the
ROLM CBX and telephones, such as call screening and display
of calling number were demonstrated.

Page - 3 September 11, 1992



INTEGRATED MESSAGING

The functions that were supported in the prototype were
constrained by the functions already existing in PROFS and
PHONEMAIL. Since these two systems were functionally rich
(distribution lists, networking of messages etc.) the user
had available to him a full menu of choices through the
integrated interface. However differences between the two
systems showed through. Ideally the next step would have
been to converge the two systems to the point that the user
would only have to learn and deal with a common interface to
a multi-media messaging system.

Conclusion

It would seem that "Integrated Messaging" is an application
which inevitably will be developed. In numerous discussions
with customers, its importance in meeting the needs of the
communication intensive office worker was underscored. The
ingredients for its implementation are well understood.
Perhaps, what is needed, is a customer (or customers) who,
recognizing the importance of this requirement, would lead
and potentially invest in its development.

Page - 4 September 11, 1992
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'ChentQServer?

Its Making Computing

Downright Democratic

It came to the Soviet Union and its former satellites.
It came to a number of Latin American countries. It
came to parts of Africa. It even came to big business.

Why shouldn't it finally come to computing?

It’s democracy, a trust in — and reliance on — the
wisdom of the many, not the few.

With the benefit of hindsight, we can say that the
trend toward democracy in the workplace began with the
introduction of personal computers, which increased
employee access to information.

Two other developments contributed to the trend: net-
works that allow PCs to be connected with other parts of
a computing complex, and the movement toward more
streamlined companies with smaller management chains.

In the search for more efficient ways to operate, many

32 Think e« January/February + 199

organizations — public and private — have been seeking
productivity gains through employee empowerment,
cross-functional team approaches to problems, and the
elimination of bureaucracy wherever possible through
downsizing.

In the process, businesses have flattened their organi-
zations from the old hierarchical model and pared
down intermediate staffs to speed up decision making.

Now the next logical step has been taken — the devel-
opment of a computing model that reflects and enhances
this democratization of the workplace: a move away
from the old “glass house™ to computing at the local,
desktop level.

Its name: client/server, a new approach that takes
advantage of the combined power of all the computer
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and banking products do not seem to be leading toward any
substantial opportunity.

. Federal Systems is focused on the federal marketplace and
has only begun to consider what products it might offer
from its vast technical experience.

Opportunities

The basic assumptions underlying this identification of potential
growth/expansion/acquisition opportunities for Sterling.

1,

4.

That Sterling’s marketing opportunities are and will be found
among the Fortune 1000 industrial and non-industrial companies
that have large DP installations

That Sterling’s sales will be made at both the enterprise and
divisional level, directly, either on-site or via
telemarketing to the DP shops that are providing support
services to function/operational groups within and across
divisions

That Sterling’s preferred focus is a cross-industry systems
and applications, and

That applicability across multiple platforms is a key
consideration.

Within this framework, I have identified the following opportunity

areas:

1.
2.
3.
4.
5.
6.
7.
8.

Business applications

Advanced office systems

Education and training software and courseware
Document production, storage and retrieval

Systems management facilities and tools

Decision support tools and facilities

Integrated communications

Client/server systems management facilities and tools

Skills and technology know-how acquired and justified for all of
these areas will often be applicable to other areas as well. One
example is expert (knowledge-based) systems which will be applied
initially on customer source and support applications, but also is
applied to training and decision support. Another obvious example
is multi-media presentation facilities.

Following is some detail on the type of applications and functions
to be pursued in each of these opportunity areas:



This Advanced Office System approach involves covering the following
areas:

1. Office systems capabilities:

.
.
.
-
.
.
.
-

input format and format conversion
validation

analysis

report

compression/decompression
encryption/decoding

secure access/change

storage

retrieval/search

display

2. Office systems functions:

Sincerely,

BG:8870

Burton Grad

spreadsheet

word processing
graphics

calendar

trigger

follow-up

log

phone and address lists

3. Communications (LAN, WAN, etc.)

input/transmit
tracking
destinations
acknowledgement
store and forward
facilities usage
output format

4. Specific business functions:

customer support

product documentation preparation
prospect info management

sales contact management

cc: Carol Anne Ances
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March 2, 1993

Mr. Phil Moore

Sterling Software, Inc.
8080 N. Central Expressway
Suite 1100

Dallas, TX 75206

Dear Phil:

You asked me to take a fresh look at where Sterling is now and at
some of the areas which should be of interest to Sterling given its
new ability to make major acquisition investments. You asked me to
avoid doing a grid-type analysis and to be more reflective than
analytic. So, here goes.

Current Status

The three principal business groups have different focus and
structure:

- Systems software is product-oriented, dealing with application
development tools on both mainframes and Pcs, communications
between PC and mainframe systems and mainframe system
utilities.

+ Ordernet is focused on both EDI services and EDI products for
mainframe, midrange and micro computers. The application
areas appear to be secondary.

. Federal Systems has primarily been involved in delivering high
tech consulting and programming services along with operations
and support for supercomputers.

Interestingly enough each has a different framework:

- Systems software concentrates on functional systems products,
but has not provided significant offerings for midrange
systems, nor broad systems functionality or client/server
oriented products.

- Ordernet is focused on a particular application with
interconnect services and forwarding products. It has not
extended its offerings into substantive data base
accumulations or transaction analyses. The retail, wholesale




Business Applications

lead generation and tracking

customer and prospect data bases
sales records

salary and commission payment systems
customer satisfaction surveys

expert systems for technical support

product quality (defect) data and analysis




Advanced Office Systems

- in office communications
- group work flow management
- document creation, storage and retrieval, including imaging

- information services




Education and Training Software and Courseware

- tools for retraining the industrial work force
- expert systems for training and post-training support
- multi-media presentation of material

- specific course as applicable; e.g., tool/die making (?)



Document Production, Storage and Retrieval

- structured and restructured text

- graphics material

- query analysis and display techniques
- image mode

- data compression

- encryption

- indexing techniques




Systems Management Facilities and Tools




Decision Support Tools and Facilities




Integrated Communications




Client/Server Systems Management Facilities and Tools




Looking at the opportunity areas which are not being addressed by
the current group suggests possibilities for Sterling investment and
growth:

1.
2.
3.
4.

5.

Cross industry business application

Advanced office systems

Education and training software and courseware
Documentation production and retrieval

AS/400 and UNIX systems management facilities and tools (on
line transaction processing; data base storage and retrieval,
etc.)

Decision support tools and facilities (knowledge-based
systems, "artificial intelligence," etc.)



In trying to describe an Advanced Office System and indicate what
role Sterling might play, we literally run into an excess of ideas:

Work flow management

Document creation

Document storage and retrieval

Messaging

Document imaging

Integrated office functions

Marketing and service applications

Object oriented data bases and programming
Object linking and embedding

and on and on.

To try to bring some focus to this area, I have prepared a first cut
document describing one possible view of the advanced office system
market and some ideas on how to pursue these opportunities. It is
in a format that might be useful in structuring other EOP or new
group-oriented activities. I have not pursued potential connections
within Sterling (e.g., EDI, Intelligence-base capabilities).

My definition of an Advanced Office System is to provide access to
and use of data, text, image and invoice messages and files for each
office worker whenever he or she is operating (in office, at home,
on the road).
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PROPOSED ACTION PLAN FOR

EMERGING BUSINESS INVESTMENT PROGRAM (EBIP)

Prepared for:

Prepared by:

Date:

Sterling Software, Inc.
8080 N. Central Expressway
Dallas, Texas 75206

Burton Grad Associates, Inc.
235 Martling Avenue
Tarrytown, New York 10591

July 23, 1992
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SECTION I. Scope and Objectives

In order to assist in exploiting new technology and market

opportunities, Sterling wishes to initiate an Emerging Business
e

Investment Program (EBIP
g ( ). /007’M

The concept would be to make minority investments in a variety of
small companies which are addressifig advanced technology or new
market areas. Each investment would be made with an appropriate
optlon to acquire majerity controliof the business at a later point
in time. The intent is to make a number of relatlvely small
investments to maximize the odds of opening up major new areas for

Sterling.
What does Sterling bring to the table?

money
business counseling

Board of Directors participation
strategy

relationships and contacts
potential buyout

The kind of investments would focus on companies which have
demonstrated technical practicality and are ready for significant

market entry and growth.

The purpose of this study is to propose a plan of action for
ldentlfylng and qualifying candidate companies which fit within
appropriate selection guidelines. Further, this study will lay out
materials on the type of agreement desired, areas of primary
interest and a way to test out (debug) the approach.




SECTION II. Process for EBIP

1.

Criteria and Guidelines

Establish and, as necessary, revise criteria and guidelines to be
used in sourcing, screening and selecting candidates. Establish
and, as necessary, revise models for negotiation and agreement in
terms of investment level and form, guarantees, rights, buyout or
disposition formulas, controls over EB decisions, etc. (See
Section IV.)

Sourcing

Use various information sources to generate lists of suspects in
various areas of technological or market interest. (See Section
V.) Sources will include VC’s, M&A firms, ICP new listings (and
review of recent listings). Broadview and Geocapital, conference
exhibitors (Comdex, etc.), SPA, ITAA, magazines, newsletters,
etc. All of these suspect names will be put into a data base for
classification, analysis and reference purposes.

Screening

Using criteria (template) with available company data, determine
which suspecta qualify as prospects. The information sources may
be public or private. The criteria will focus on technical,
financial and business elements.

Initial Contact

With approval from the EBIP Committee, initial contact will be
made with each prospective company to determine if it has any
interest in further discussions and whether the company will
provide information about its technology, status, investors and
potential market on a non-disclosure basis.

Discussions and Negotiations

Discussions will be conducted with those companies which meet
both the criteria after examining information provided by the
company and feedback from other knowledgeable people inside and
outside Sterling. These negotiations will start with a
presentation by Sterling on the nature of the projected
relationship and are intended to see whether a fit satisfactory
to both parties can be achieved. Legal, financial and operations
advice will be obtained from inside Sterling before a firm letter
of intent is offered. (See Section VI.)

TT=1



6.

Closing

If the letter of intent is accepted, Sterling will perform a
limited due diligence study and prepare and sign a final
agreement.

On-going Relations and Monitoring

After closing, a Sterling executive (Corporate, Group or
Division) will be assigned the responsibility of maintaining an
effective on-going relationship with the company. The individual
will serve on the company’s board and provide regular feedback to
the EBIP process on progress, problems, opportunities and risks.

Dispositions

At suitable intervals (semi-annually or annually), status of each
investment will be reviewed and a determination made to:

continue relationship

increase investment

eliminate investment

obtain majority ownership of company

“ " s .

LTI =2




SECTION III. Roles and Responsibilities

The EBIP will be directed and coordinated by Phil Moore with direct
support from Ed Lott. The two of them plus Sterling Williams and
George Ellis will constitute an EBIP Guidance Committee to set up
criteria, review progress, set negotiating priorities and limits and
make decisions regarding dispositions.

The roles and responsibilities for each phase of the EBIP are shown
below:

Primary Support
1. Establish and revise sourcing, screening, EBIP PM
selection and negotiating criteria and Comm.
guidelines
2. Sourcing (generate suspect lists) PM EL
3. Screening (qualify prospects -- internal) PM EL
4. Initial prospect contact to establish PM/EL EBIP
interest and obtain information Comm.
5. Negotiations EL/PM Fin.
& Legal
6. Closing EL/PM EBIP
Comm.
& Legal
7. Ongoing relations/monitoring Assigned PM
Exec.

Assigned EBIP
Exec. Comm.
& Legal

8. Disposition

Necessary administrative and technical support will come from the
Sterling HQ staff, from Group and Division business development
organizations and from third parties as necessary.

One other critical role which is not described above is the need for
a person (small organization) to provide a home for acquired
companies unless they fit within an existing group. This
organization would provide management and guidance (as a group does)
until the company (or related set of companies) has become large
enough to justify setting up a separate group.

III=1




SECTION IV. Rules for Selection

In selecting candidates for further investigation, a template will
be established considering the nature of the company, financial
needs, ownership, technology, market, etc.

Revenue =-- §$.5M-$5M (from product sales)
Must be capable of becoming a $20M or larger company

Profits -- not significant

Money needed -- $.25M-$2M (Sterling maximum)
Could seek additional investment if more money needed (up to
$5M)

Ownership -- sole proprietor
dominant owner
multiple owners
not VC
not division of larger company

Size of unit sale -- < $100K software (unbundled)
> $10K (multiple copies of program)

Length of sales cycle -- not a concept sale
< 6 months sales cycle

Level of support -- Not changing the base system
Low requirements

Level of customizing -- none

Technological status -- technology must be operational in a
working product implementation

Technological areas -- within target grid cells
framework products
priorities




SECTION V. Technologies and Applications

The following is an initial list of technologies, market and
application areas in which Sterling may have particular interest.
After reviewing the grids (see Appendix A and Appendix B), this list
should be sharpened and better focused.

- integrated multi-use databases for image and text, query,
display, analysis

= modern application building tools for various workstation/server
operating systems

- integrated image, text, voice processing (e.g., reading,
interpreting and converting from one mode to another)

- complex system management, monitoring, measuring and cost
allocation on a dynamic and static basis

- comprehensive business customer support systems (documentation,
training, hot line, maintenance, on-line help, diagnosis)

- LAN administration system software

- software distribution to users including code and all support
materials, both initially and for maintenance and upgrade

- customer sales and support system: product and processing service
- systems software for IBM RS 6000/AIX
- UNIX -- open system flavor; DEC, ; systems software

- work flow management (groupware?) for service organizations
(include documentation management?); managing flow, storage,
interpretation and responses

The market focus should continue to be on large users of computer
systems and application programs (e.g., Fortune 1000), both in the
U.S. and internationally. The biggest difference for Sterling will
lie in the nature and types of environments and platforms to be
supported. Against the historical concentration on IBM mainframe
programs, the primary emphasis will be on client/server
configurations (which may include LANs, RISC machines and

mainframes).

¥-1




SECTION VI. EBIP Model

The basic deal for an EBIP investment would be as follows:
« Investment

Sterling would provide a specified amount of money (under $2M)
for a period of time (possibly three years) probably as a
convertible note with detachable warrants for stock to be
exercised at a specified price and minimum time frame.

1007 .
Sterling would have the right to buy a—mejesity—inte in the
company.

. Security

Sterling would be granted non-exclusive rights to use the
technology on a royalty basis (against remaining balance on the
note). There would be some reasonable restrictions on actions
which can be taken by the company without Sterling approval
(investments, commitments, licenses, grant of rights to others,
etc.). Sterling would place one member on the Board of
Directors.

. Disposition

There would be a formula agreed to in advance for Sterling to
dispose of its investment or to obtain majority control.

One approach to this would be a valuation formula which could be
applied by Sterling at a time of its selection (minimum/maximum)
based on a combination of multiples of trailing revenues,
profits, balance sheet values, growth rates, etc. This buyout
price could include additional considerations for future
earnings, non-compete, employment agreements, etc.

The problem is to come up with a formula that doesn’t just seem
reasonable at the time of the original investment, but will
appear fair and equitable at the time that Sterling wishes to
exercise its buyout rights. The relative financial power of
Sterling versus the EB Company may make the deal seem too one-
sided and lead to bad feelings or even manipulation by the EB
Company.

Therefore, another alternative may be more effective. This would
involve a Solomon-like (bible, not investment banker) approach.
Sterling would set a price. At the price, the owner(s) of the EB
Company could buy Sterling’s warrants (and pay off the note) or
sell their stock to Sterling. Sterling could even offer to lend
them the money to buy out Sterling‘’s interest. This would also
handle the disposition issue.

VI-1




SECTION VII. Concerns

EBIP is quite a unique undertaking for a software and services
company. While companies like IBM and DEC have invested in certain
businesses, these have generally been substantial sized operations
and the interest was in partnerships and relations, not in majority

control.

The model being followed is more of a VC approach, but the planned
majority ownership is a different twist.

The major concerns are:

Making the deal attractive to the company owner and to
Sterling

Making the deal simple enough to negotiate quickly with
minimum legal costs to the company owner

Setting up and operating effective procedures for collection,
classifying and finding candidate companies; keeping track of
contacts, negotiations and progress

Differentiating these candidates from acquisition candidates

Maintaining Sterling commitment and follow-through since this
is a relatively long-term investment

Having a "group home" for the companies which are acquired
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SECTION VIII. Action Recommendations

The EBIP concept is novel, but given Sterling’s desire to get into
new businesses on a "look and see" basis, this seems like a sound

approach to take. Therefore, we recommend that the following
actions be taken:

1. Review this proposed plan and structure. Modify as needed and
then use it as the mission statement and operating plan for
EBIP. Assign people and responsibilities.

2. Set up one focus area as a prototype to work through sources,
processes and procedures along with determining the
effectiveness of the selection template and the acceptability
of the proposed investment/buyout deal. Customer Service is
the suggested focus area.

3. Establish necessary administrative responsibilities (internal
or external) to collect, classify and maintain data base and
control of the EBIP process.

4. Set up regular meetings (monthly) of the EBIP Committee.

5. Set up measurements and targets to determine relative success
of the program.

If prototype appears to work, extend to 3-4 key areas.



Proposed Focus Area and Evaluation Procedure

Customer Service

A.

Post Sales Activities

delivery of code, manuals, guides, etc.
installation and testing of product
maintenance releases
product upgrades (enhancements)
add-on deliveries

additional features

additional users

additional related products

Customer Service

problem reporting/tracking
problem analysis
problem determination (bug, procedure, enhancement, training)
providing resolution information
technical fixes
one on one
general
problem backlog analysis
analysis and reports on maintenance: problems, causes,
resolutions

Customer Satisfaction

customer satisfaction surveys
reports on customer requirements
analysis of customer satisfaction progress

Evaluation Procedure .,

A.

B.

C.

D.

E.

8297

Collect information on candidate companies from ICP and direct
contacts

Apply template to select a few high probability candidates

Have preliminary (idea testing) discussions with a few
candidates to get their impressions and feedback

Assess likelihood of closing any of these candidates

Recommend changes to make process more effective.







The following is an initial list of technologies, market and
application areas in which Sterling may have particular interest.

-should be sharpened and better focused.

=~ integrated multi-use databases for image and text, query,
display, analysis
operating systems

integrated image, text, voice processing (e.g., reading,
interpreting and converting from one mode to another)

= complex system management, monitoring, measuring and cost
allocation on a dynamic and static basis

= comprehensive business customer support systems (documentation,
training, hot line, maintenance, on-line help, diagnosis)

= LAN administration system software

- software distribution to users including code and all support
materials, both initially and for maintenance and upgrade

&

modern application building tools for various workstation/server

= customer sales and support system: product and processing service

- systems software for IBM RS 6000/AIX

UNIX -- open system flavor; DEC, HP; systems software

- work flow management (groupware?) for service organizations
(include documentation management?); managing flow, storage,
interpretation and responses

The market focus should continue to be on large users of computer
systems and application programs (e.g., Fortune 1000), both in the

U.S. and internationally. The biggest difference for Sterling will

lie in the nature and types of environments and platforms to be
supported. Against the historical concentration on IBM mainframe
programs, the primary emphasis will be on client/server
configurations (which may include LANs, RISC machines and

mainframes) .

grielob— .
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Subject:

Description:

Technologies
Needed:

Applicable
Sterling
Technologies:

Market
Opportunities:

Available
Products/
Companies:

Appendix §
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Technology Area Description #1

Integrated multi-use data bases for image and text,
query, display, analysis

Provide for receipt, storage and indexing of data
bases which contain structured data, unstructured
text, technical and scientific reference information
and image forms. Appropriate query, analysis and
display techniques would be available for seeking,
searching and correlating this material; use of
decision support techniques to improve
efficiency/effectiveness would be available. This
should run on a wide range of client and server
machines/systems

. Information indexing

. Information searching algorithms and decision
support concepts

. Compaction and indexing techniques for images

. Client/server systems and languages

. Selected Answer programs
. Fed Systems work for Intelligence Agencies

. Large U.S. and global companies

image processing (IBS, etc.)
text management (Infodata, etc.)




Subject:

Description:

Technologies
Needed:

Applicable
Sterling
Technologies:

Market
Opportunities:

Available
Products/
Companies:

Appendix B
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Technology Area Description #2

Modern Application Building Tools

New application design and development tools are
needed to build applications which will operate in a
client/server architecture and be "compatible" for
various client and server platforms. The tools
themselves also need to operate in various
client/server environments in an integrated fashion.

Upper CASE tools

Lower CASE specifications/programming languages
Multi-environmental support

Intermediate translation language

Object oriented libraries and programming tools

. Mark and Dylakor experience

. All user companies of various sizes both U.S. and
international

. Forecross
. Object Oriented Programming Systems
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Technology Area Description #3

Subject: Integrated Image, Text, Voice Processing

Description: Provide ability to analyze and interpret content of
text, image and voice "documents" and to convert this
into a character storage form. Ability to generate
text, image or voice output from character storage

form.
Technologies
Needed: . Voice analysis to generate words
. Image analysis to generate words
Analysis of text (words) to establish meaning for
indexing
. Image generation from formulas
. Voice generation from characters/word storage
Applicable
Sterling

Technologies: . Fed Systems work for Intelligence Agencies

Market
Opportunities: . Large U.S. and global enterprises

Available
Products/
Companies: . Voice recognition
. Voice generation
. Image analysis
. Image generation
Text analysis




Subject:
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RS 6000/AIX System Software #9

The new RISC machines require effective systems software
(OLTP, DBMS, Utilities, Resource Control, etc.) to be
able to be used successfully in business environments.
While performance is an outstanding attribute,
simplicity of use (a la AS/400) and efficiency of use (a
la IBM mainframes) will be essential for extended
business use. This envisions a suite of programs
comparable to those available for the AS/400.




Subject:

Description:

Technologies
Needed:

Applicable
Sterling
Technologies:

Market
Opportunities:

Available
Products/
Companies:
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Technology Area Description #10

UNIX System Facilities for UNIX Environments -- open
systems with additional cover

A comprehensive set of system management facilities
(like those provided for VM) which would run on
various UNIX platforms. The functions would mimic
those needed for mainframe and midrange systems:
storage management, network management, utilization
of system resources, usage charge formulas, control
systems, etc.

. individual system utilities and system services
programs or technology

. comprehensive tools for building UNIX-based
applications for multiple UNIX platforms

. system programs from Software Labs or from Mark

. Risc buyers (IBM, HP, DEC)
. strong opportunity in Europe
. larger LAN networks

ahiel e e\ el 8



Subject:

Description:
Technologies
Needed:

Applicable
Sterling
Technologies:

Market
Opportunities:

Available
Products/
Companies:

8425
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Work Flow Management #11

This groupware type product would be designed
primarily for service organizations to manage the
creation, flow, storage and maintenance of
documentation and other materials within a working
group (organizational or ad hoc).

Document creation (word processing)

Integration of graphs and images within documents
Multiple person access to and controlled editing
of documents

Document "publishing" tools
Tracking all changes, modifications and
distributions

Individual work desk management

E-mail facilities
Report specification

Statistical tools

Zim

Various sized business and government operations;
can be used on a department or work group basis
since it is essentially free standing.

Groupware
Document preparation and editing
Change management
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Technoloqgy Area Description #12

Subject: Automated Extended Message Handling

Description: Provide for receipt, storage, analysis, delivery and
presentation of data, text, image and voice messages
within an enterprise and from/to external enterprise

"partners"
Technologies
Needed: . electronic data/text message handling (e.g.,
entry, store and forward)
. image, scanning, storage and transmittal
. voice receipt, storage and transmittal
. message identification techniques (subject,
sender, receiver)
. content indexing for data and text
. content analysis for image and voice
. transformation from any form to any form for
delivery and "display"
Applicable
Sterling

Technologies: . EDI
. Intelligence Agency Analysis techniques

Market

Opportunities: . Large, U.S. and global enterprises
High value for timely communication and access to
messages

Available

Products/

Companies: Office systems
Text-based retrieval
Image processing
Message handling
Voice recognition

Voice generation

8425







V. | BURTON GRAD ASSOCIATES, INC. |

' | 235 MARTLING AVENUE
TARRYTOWN, NEW YORK 10591
(914) 631-1129
(914) 631-1164 FAX

January 14, 1992

Mr. Phil Moore

Sterling Software, Inc.
8080 N. Central Expressway
Suite 1140, LB 53

Dallas, Texas 75206

Subject: Strategic Planning

Dear Phil:

As a follow-up to the 12/16-12/17 meeting, you asked me to do two
things:

1. Prepare a new grid for client-communications-server versus
application tools (and "stuff").

2. Analyze the ICP Directories for sales and marketing management
and customer service programs. The purpose of this analysis
was to identify products of interest, and determine the
companies which market these products.

Attachment A is a draft of the list of functional areas and
platforms which were to be used as the basis for a new grid. These
are preliminary at best and I would like your comments on them,
especially in the Communications section of the Platform Axis. I am
even concerned about whether this is a useful axis.

Attachment B is a summary of the analysis of the entries in the ICP
Directories; Carol Anne Ances did the bulk of the analysis work on
this attachment. Attachment B includes the following:

1. An identification of the specific functions required in
marketing, sales and customer support packages (Pages 1-2 of
Attachment B). The corresponding letter (A, B, C and D)
identifies the functional grouping on the attached Product
Summary sheets.

2. A Selected Product Summary (Pages 3-4 of Attachment B).

A

CONSULTANTS ON SOFTWARE
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3. Following the Summary is information on the vendor of each
listed product (Pages 5-7 of Attachment B).

The criteria used to select packages for this list include:

. run on a wide range of platforms and/or be written in widely-
supported languages

. provide a significant number of required functions in one or
more product areas.

The selected products were rated from 1 to 4 (low to high) to
indicate how well each product provided the required functions
(blank means the product does not provide any functions in that
area). This rating is shown under the "Functions" column on the
right side of the Selected Product Summary sheets (Pages 3-4).

We have included a number of PC-only products. Although the
description of the functionality appears good, additional study is
needed to determine just how rich these packages are. Although they
might just be glorified data base packages, they still might be
considered as front-end packages that can pass data into other more
complex systems.

Although the Summary includes prices, these are not consistent in
the ICP Directory. In some cases, it is the total price and in
others it is price per station. Additional study is needed to
determine the actual price for each platform.

The key findings of the review of available products are:

. There are not any major software industry companies involved in
the sales/marketing/customer service activities from a non-
accounting standpoint. D&B has a product, but it is only for
sales analysis.

. There are no products available which cover the full range of
needed functions or even a major portion of these functions; many
of the programs are primarily data base management products.

. Only a few of the products cover the full range of platforms or
have been developed using tools which permit easy porting; data
base coverage is spotty.




| BURTON GRAD ASSOCIATES, INC.
|

Mr. Phil Moore
January 14, 1992
Page 3

. While some companies reference professional services for
customization to ensure that the delivered product meets customer
needs, most appear to deliver a packaged product.

. There are also a number of industry specific application products
which address some or all of these functions, but we have not
researched these.

It appears that a further examination of the selected products and
companies might identify a way for Sterling to provide a
product/service capability in the customer management systems area.
While it will not provide a single "buy" solution, there may well be
a way to put key products (and companies) together so as to have a
reasonable customer base (and revenue stream) and technology base
for supporting a wide range of client-server configurations.

There are at least 5 companies where products appear to meet a
number of the principal acquisition (or investment) criteria:

Brock Control Systems, Inc.
Technology Development Inc.
Interactive Systems

Hi-Tek Computer Products Corp.
Scientific Marketing

While this analysis has focused on the specialized functions of
sales and marketing management and customer service, the nature of
the solutions available suggests that a well designed document
management system (with data and text management functions, e.qg.,
multi-media) could be the foundation for a comprehensive customer
management system to be offered by Sterling, as well as a base for
future information system offerings.

Sincerely,
T { 7
Pl Oty ——

Burton Grad
BG:8017

cc: Ed Lott
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New Grid -- Functional Axis

Application Systems

Sales/Marketing Management
Maintenance and Customer Service
Employee Management

Inventory and Distribution
Contract

Regulations

Import/Export

Transportation

Quality Management

Training

Product Design and Development
Product Production

Financial Management

Executive Information
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1.

New Grid -- Platform Axis
Client Platforms
a. PC

DOS
DOS/Windows
0S2

MAC OS
UNIX
Others

b. Workstation

UNIX

0S2

DOS/Windows (NT)
SUN OS

Communications
a. Local Area Networks

Netware (Novell)

LAN Manager (MS)
Vines (Banyan)

IBM - LAN Server (IBM)

b. Wide Area Networks

Servers

a. PC/Workstation (LAN Server)
0S2
DOS/Windows (NT)
UNIX

MAC
Proprietary

b. RISC Systems (HP, DEC, IBM)

UNIX
Proprietary

c. Midrange

VAX/VMS
AS/400

UNIX
Proprietary

8017
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d. Mainframe

VM
VSE
MVS

In addition, there are key extensions related to these platforms.

on-line transaction processing
time sharing
hierarchical data bases
relational data bases
information type
(data, text, graphics, image, voice)
language used (C, Object Oriented, Assembler, BASIC, COBOL, etc.)

8017
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Marketing, Sales, Customer Support Functions

A. Marketing

market research

service/product requirements (general)
suspect identification

suspect contact

prospect qualification

product packaging/pricing

direct mail/mail merge
telemarketing

developing marketing materials
distributing marketing materials
trade shows, conferences, etc.
advertising

yield analysis

Sales

initial contact

follow-up

specific customer requirements (customer needs vs product
capabilities)

demos

presentation

competitive analysis

contracts

closing

order scheduling

order entry

sales forecasting

pipeline management/analysis

win/loss analysis

account management

salesrep performance against targets/quotas
yield analysis

Post Sales

delivery

installation

add-on sales
additional features
additional users
additional products

product upgrades

replacement sales

maintenance

enhancements

analysis

performance

customer satisfaction

8017
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D. Customer Service

problem reporting/tracking
problem analysis
problem determination (bug, procedure, enhancement, training)
providing resolution information
technical fixes
one on one
general
backlog analysis
analysis and reports: problems, causes, resolutions

8017




Product Name

ACT!
CallBack
CEO SALES
Cogent.CIS
Customer
Assistance
Tracking
System (CATS)
Customer
Response
System

Dun's Sale
Search

E-Power
Eighty/20

EMIS I/
EMIS II

EXPRESS: Sales
Management
System

EXSELL
LEADtrack:
Sales Lead
Management
Software

MarketFax

Marketing
Management
System/Plus
(MMS/Plus)

Selected Product Summary

Platform
PC WS LAN Mid MF

X X

X X X X

X
X X
X X
X X
X
X X
X X
X X
X X X X
X X X
X
X X X
X X X

Price ($)

$495

$199

$5K -
$125K

$595

$495

$495-$1995
$395-$995
$695-$2995

$125K

$395-51495
$1875

$2995-58995

$995-
$15,800

# Users

70+
250+

104

125

500+
500
1750

4000+
100+

3500
1200

Attachment B
Page 3

Functions
A B C D
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Product Name Platform Price ($) # Users Functions
PC WS LAN Mid MF A B Cc D

Marketing X $2500-$5000 200+ 1
Management

System/Project

Tracking

(MMS/PT)

Marketrieve X X - 110 D 2
Plus

National Sales X X - - 1.5 15
Territory
Management

OMNITRAC X X X $1100- 120 2 2
Sales $15,000

Management

System

PROFITS . ¢ X = 50+ 2 1.5

SaleMaker X X X X X $995~- 110 2 2
$100,000

Sales and X X = 6000 2 2 2
Customer

Support

Activity

Manager

Sales X X X $695-$1995 250,000 2
Management
Solutions

Sales Vision X $295-1995 1500 157 V1S 1.5

Sales/ X X X $1250-$7000 350+ 2 1.5

Marketing
Business
System

SPM Sales X X X X $695-$995 500+ 2 2
Prospecting
Marketing

SPS X X $750-$1250 75+ 1.5
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Product Name
ACT!

CallBack

CEO SALES

Cogent.CIS

Customer
Assistance
Tracking
System (CATS)

Customer
Response
System
Dun's Sales
Search

E-Power

Eighty/20

EMIS I/EMIS II

EXPRESS: Sales
Management
System

8017

Selected Product Summary
Company Name and Address

Conductor Software
1625 W. Crosby Road-Suite 132
Carrollton, TX 75006

Abend Associates, Inc.
265 Winn Street
Burlington, MA 01803

Commercial Micro, Inc.
P.0O. Box 1998
Roswell, GA 30077-1998

Cogent Information Systems, Inc.
830 Morris Turnpike
Short Hill, NJ 07078

LSW, Inc
8240 Professional Place
Landover, MD 20785

Syspro Corporation
P.O. Box 243
Orinda, CA 94563

Dun's Marketing Services
3 Sylvan Way
Parsippany, NJ 07054

SourceMate Information Systems, Inc.
20 Sunnyside Avenue
Mill Valley, CA 94941

EIGHTY/20 Software
Mankato, MN 56001-3128

EMIS Software, Inc.
901 N.E. Loop 410, Suite 526
San Antonio, TX 78209

Information Resources, Inc.
200 Fifth Avenue
Waltham, MA 02154

Attachment B
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EXSELL

LEADtrack:
Sales Lead
Management
Software

MarketFax

Marketing
Management
System/Plus
(MMS/Plus)

Marketing
Management
System/Project
Tracking
(MMS/PT)

Marketrieve
Plus

National Sales
Territory
Management

OMNITRAC
Sales

Management
System

PROFITS

SaleMaker

8017
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Excalibur Sources, Inc.
131 village Parkway
Building Four
Marietta, GA 30346

LEADtrack Corporation
620 Colonial Park Drive
Suite 100

Roswell, GA 30075

Scientific Marketing

23046 Avenue De La Carlota
Suite 602

Laguna Hills, CA 92653

JEB Systems, Inc.

32 Daniel Webster Highway
Suite 12

Merrimack, NH 03054

JEB Systems, Inc.

32 Daniel Webster Highway
Suite 12

Merrimack, NH 03054

Marketrieve Company
Londonderry Commons
Suite A-3

Londonderry, NH 03053

Cogent Information Systems, Inc.
830 Morris Turnpike
Short Hills, NJ 07078

Interactive Systems, Inc.
600 Suffolk Street
Lowell, MA 01854

Delta Business Systems, Inc.
5900 Princess Garden Parkway
Suite 711

Lanham, MD 20706

Technology Development, Inc.
59 Stiles Road
Salem, NH 03079




Sales and
Customer
Support
Activity
Manager

Sales
Management
Solutions

Sales Vision

Sales/
Marketing
Business
System

SPM Sales
Prospecting
Marketing

SPS

8017

Brock Control Systems, Inc.
2859 Paces Ferry Road
Suite 1000

Atlanta, GA 30339

Real World Corporation
282 Loudon Road

P.0. Box 2051

Concord, NH 03302-2051

System Vision Corporation
P.0. Box 281857
San Francisco, CA 94128-1857

JKL Marketing
422 Industrial Drive
Maryland Heights, MO 63043

Hi-Tek Computer Products Corp.
308 W. Erie

Suite 500

Chicago, IL 60610

Saratoga Systems, Inc.
1550 S. Bascom Avenue
Suite 330

Campbell, CA 95008

Attachment B
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BUSINES

BUSINESS MANAC%_MENT
Corporate Services 31.7 Corporat:
PRICING: $3,500.00 Purchase; $112.00/Mo. 60 Mo. Lease program has a full range of call 0 K 3 auto query capab
P38577 dialing, ic call scheduling, sample qnuoomd.uﬂ ance analysi
lmomnncvm‘goldlq:odﬂoneodu Onummbwdum — discount ¢
XI10X Resaie Blllback Serl ers Is leasible. It Is not copy p b
PRATPORINS: 154 PC, PO.XT, PCK I MB.DOS SPECIAL CONFIGURATION REQUIREMENTS: 640K RAM, 266 or 386 FileServer ot
LANGUAGES: BASIC 4 connected by Novell Advanced 286 network, SMC ARCNET cards P.O. Box 23
NUMBER OF CLIEXTS/USERS: 37 CONTACT DATA: Amy J. Yotfle O Director Computer PRICING: $1.¢
DESCRIPTION: PRO-Time leoh for cpas. Software, Inc. [J 434 Sandford Avenue [ Westfield, NJ 07090 [ TELE. PaT429
hilects, contractors, advertising agencles — anyone who bills expenses 201-232-2723
to a client. The sy tically posts charges to a client’s account PRICING: $2.000.00 and Up BAS Sal«
as calls are make. It aiso does biling of professional fees to cllents’  Fo5304 PLATFORNS:
accounts by dialing a code into the phone. anou:ompbynprm XENIX
abuse by itoring all ACT!

" Y onh bl NUMBER OF C
gram %o terms: A and ‘e PLATFORMS: IBM PC, PC-XT, PC-AT; Intel 80288, 80388, 808X; MS-DOS- DESCRIPTION:
for $350.00 per year. Manual is included In price of program. — based Hardware [J PC-DOS, MS-DOS
SPECIAL CONFIGURATION REQUIREMENTS: 256K LANGUAGES: Assembler, C Language i
ol BATA: XIOX Corporaton E{n Alrport Boulevard CJ Suite 700 DESCRIPTION: ACT! Is a professh sysiom used 1> ;':""r:‘.:'pf:

Burlingame, CA 94010-2024 415-375-8188 fHoctv ln of
PRICING: $3,500.00 Purchase; $112,00/Mo. 60 Mo. Lease ke Rcllsly wsngs ve Cy-o:cey SRAY G Sy Biubas Ba P’“P‘"::;
P38578 time manugtmonl functions in a PC bu-d software m M wil Son Mokl
benefit salesp Ir
ACT! also includes an auto dialer, mmne«dummﬂbwo tple letters r
any record or group of records, an expense module and the ability lo create salos activity
reports, CONTACT DAT
31.7.2 Marketing and Sales Support SPECIAL CONFIGURATION REQUIREMENTS: 460K RAM, hard disk recom- g )
mended PRICING: $1,¢
CONTACT DATA: Catherine Block [J 1625 W. Crosby Road [J Conductor Pa7431
SELLRR Software [J Suite 132 [J Carroliton, TX 75006 [J TELE. 214-418-1866
PLATFORMS: IBM Systenv36, AS/400 () 0S/400, SSP PRICING: $395.00
LANGUAGES: RPG I11V400 P34955 Benefit h
DESCRIPTION: SELL! Is a sales Information system that enables executives, m:“'
sales managers and sales bmmltol'nmwnprocns ardw
SELLI's features inchud b:f:_w Analyzing Sales Performance Using Lotus 1.2.3 LANGUAGES: C
mmmw,.ﬂ b Thorm PLATFORMS: IBM PC; MS-DOS-based Hardware [J PC-DOS, MS-DOS DESCRIPTION:
order p create and print sales LANGUAGES: C ” ing system th
lcnusmmmmmbhwomw#nmm DESCRPTION: Analyzing Sales P Using Lotus 1-2-3 helps the and improve
terminal. SELLIt also allows printing out toports, For  Userleamhow to analyze the sales performance ol people. pr sales based on mo
example. Progress Reports allows viewing by detall and summary, totals and "P"’Y".P'm" mine: segme
for proposals, orders, new customers, follow-up activity and profitabllity. o tochniques of sales analysis with the use of temp kaging, di
CONTACT DATA: Eva Freud OJ Vice President of Sales and Marketing O] W*)Mm-muggr‘ugmmmmmm CONTACT DAT
TenMan ms, inc. ] 1855 Mount Prospect Road O Des Plaines, IL of ais or groups; 3) Forecasting sales Sclences Co
60018 [J TELE. 708-699-7500 and "ﬂﬂv quotas; 4) d and Q how many 215-757-401°
PRICING: Price Upon Request ul:::o:;;louomododlodom;ob msnmmwum PRICING: $24,
commissions. P31839
P35e49 GORTACT DATK: baisance Corportion 0O 1885 Lundy Averwe O San
Jose, CA 95131 (] TELE. 408-432-0430 or 800-820-1213
ACCESS Executive Marketing Analysis System PRICING: $179.95 =] Bllling/S¢
PLATFORMS: DEC VAX; IBM 360/370, SOXX Series, 43XX Series, PC; P28302 PLATFORMS: |
MS-DOS-based Hardware; Prime; UNIX-based Hardware [J VMS, IBM LANGUAGES: F
DOS, MVS, VM, PRIMOS, UNIX, MS-DOS NUMBER OF CL
LANGUAGES: FORTRAN ASI8 (Automated Sales information System) DESCRIPTION:
NUMBER 25 PLATFORMS: [BM PC-XT, PC-AT; MS-DOS-based Hardware ] PC-DOS, grams desigr
DESCRIPTION: ACCESS Executive is a chriy rketing MS-DOS Involces and :
analysis sy thatint data with d dat; LANGUAGES: COBOL support and
sources such as SAMI, Nielsen, Mq.nmdmscm ACCESS reports, mmn: ASIS (Auomlod Sales Information S) ) Is designed to A Rex
mmmprmmmmm., Ad 9 and stafl with about lems are prov
m-n-om bp-hoor i ing p 1 MM Asrsp-m-brmmomnamcw tions. Comple
. jouble ch --_1.‘”- and manag- Orders, Shipments, DeblVCredit Data, Cancellations, Work-in-Process CONTACT DAT?
sales ynts. ACCESS Executive can directly retrleve data from Y::Einished Gouda ventory, Sales History, Acoount Ooverage vard [J Suite
SQUDS, DB2 and Oradle. A 90-day y Is included; mak Is History, Account Call Remind cu Flle, Prosp 704-535-718C
15p.feomolpu'dmopduporynumm Three to four days of File, and Sales Call Activity. [ Includ uomoPui PRICING: $2.5(
training are also included. Weekly Calendar, To Do List, El Mail, and Calculator. P28024
SPECIAL CONFIGURATION REQUIREMENTS: Special Configuration Require- CONTACT DATA: Computer Technology Consultants, inc. [] 2845 Eastem
ments: TSO Boulevard [J York, PA 17402 0] TELE. 717-755-3391 Buil
CONTACT DATA: Norman White [ Vice President ] Diakogue, inc. [ 19 PRICING: $495.00 lsoye
Rector Strest L] New York, NY 10006 [ TELE. 212-425-2665 P33713 PATFORS:
PRICING: $2,500. 00— $175,000.00 D.d.;d;;g“o
P24016 BAS Sales Analysis NUMBER OF CL
’xgrzl')?“ IBM PC-AT; NCR Tower; UNIX-based Hardware (J UNIX, DESCRIPTION:
ACS-Query vestments,
PLATFORMS: 1BM PC, PC-XT, PC-AT, PS/2 Sories; MS-DOS-based Hard-  NUMBER OF CLIENTSUSERS: 1,000 e et
ware [J PC-DOS. mmws&-mmmm 4 ponsibllity,
LANGUAGES: FORTRAN salesman and inventory the profi unqualified le
DESCRIPTION: ACS-Query is & compmu-nldod Iolophom Interviewing of each. Sales ct are avalable at detalled and y lovels. measuring the
(CATI) system for markel Q- Users can write Sales can be analy alosp torriory, ware- SPECIAL CONFI(
questionnaires akres, conduct Interviews, rmdvmhllmnm;.wm house, branch, route, efc. The [ ! disk, dBase Il
frequency Counts, cross tabs, and listings of open-end responses. The Mmmmmmmmmmm.mu CONTACT DATA:
ICP SOFTWARE DIRECTORY — & Financial Manag September 1991 18¢
- ndon €8th Edition 68th Edition
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query capabiiity; many reports are provided that can be used for perform-
muaniph order statistics — price analysis by customer, order statistics

by sal ABC Analysis by ABC Inven-
%ﬁnﬂydﬂ bynom ABC Inventory analysis by product
'ACT DATA: Loland M. Cole [J Pr: quBASCovmlonD

P.O. Box 234 (] Terrace Park, on45174!:lm.!. 513-831-6173
PRICING: $1,875.00 License
P37428

BAS Sales Prospecting

PLATFORMS: IBM PC-AT; NCR Tower; UNIX-based Hardware [J UNIX,

XENIX

NUMBER OF CLIENTS/USERS: 1,000

DESCRIPTION: BAS Sales Prospecting System maintains information nec-

essary for effective control and management of sales. This on-line system

records all and p activitles as they occur, includ-

ing ime spent. A letter wrlhg capabiiity is also provided. It features: sales

prospect contact !nlonnnlon und history available on-fine; rapid inquiry by
pect name, numb type of business, elc.; prospect informa-

Ionhdudn contact person, phone, lax, lelex, elc.; reports sorted in many

sequences including 2ip code and category; sales follow-up system; mul-

tiple letters ined; records mallings: lost deal reporting; records all

sales activity; ime recording system for involcing.

CONTACT DATA: Leland M. Cole [J President [ MultiBAS Corporation O

P.O. Box 234 (J Terrace Park, OH 45174 [ TELE. 513-831-6173

PRICING: $1,875.00 License

P37431

Benefit Meximization System (BENEMAX)
PLATFORMS: IBM PC, PC-XT, PC-AT; MS-DOS-based Hardware; UNIX-
based Hardware [J UNIX, MS-DOS, XENIX

LANGUAQES: C L

31.7

tems, Inc. [J 444 Castro Street [J Sulte 400 (] Mountain View, CA 94041
[J TELE. 415-967-3990 or 800-735-5776

PRICING: $1,195.00

mta

/ c.A.'l'. — Relational database for managing Con-

tacts, Activities and Time
PLATFORMS: Apple Macintosh (] MAC OS

DESCRIPTION: Additional information about this product may be oblained
from the vendor isted below.

CONTACT DATA: Donald McConnell ] Director of Communications O
Laboratories, Inc. [J 3350 Scott Street [J Santa Clara, CA 95054-3104
TELE, 408-727-8096

PRICING: Price Upon Request

P34522

CallBack

PLATFORMS: ATAT 6300; DEC VAX; Data General Eclipse MV Serles;
Hewlett-Packard 9000; IBM Systenv38, Systenv386, 9370 Series, PC-XT,
PC-AT; MS-DOS-based Hardware; Molorola 68000; NCR 9800, 9000
Serles, Tower; Prime; Sun Microsystems; Unisys V Serles, A Series, PC;
Wang VS [J VMS, ULTRIX, IBM DOS, DOS/VSE, MVS/XA, MVS, VM,
PC-DOS, 0872, VRX, IRX, ITX, PRIMOS, SUN OS, MS-DOS, XENIX
NUMBER OF CUENTS/USERS: 70+
mCMbnnﬂn-ﬂmemmeh

or in a mult-user sales and mar-

keting By using ORACLE, CallBack has the power to man-

ge iled ink and their product needs, leaving the
/681 o the ips. CallBack uses keywords to

DESCRIPTION: BENEMAX Is a comp: benefit maximi ptimi;
ing system that can identify and optimize product feature and b«wﬂ sels,
and Improve advertising and marketing program reach and intensity. It Is
based on modom mnhomnlcd psychology and hu bnn used to deler-
'"'m 9 appeal;
ackaging, and service s; and Imugo enhancements.
tﬂnﬂ DATA: Joseph T. Gagnon CJ President [J Applied Management
Sciences Corp. [J 721 Clay Avenue [J Langhorne, PA 19047 (] TELE.
215.757-4011
PRICING: $24,000.00
P31839

. Bllling/Sales Analysis System
- PLATFORMS: IBM Systenv36 (] SSP

LANGUAGES: RPG I11IV400

NUMBER OF CLIENTS/USERS: 12

DESCRIPTIOR: The Bllling/Sales Analysis System Is a series ol RPGII pro-

grams dodpnod to allow for the entry of invoice Information, printing of
sales ysis reporting. It offers muiti-company

-uppoa md orim mby and hquly Automatic interfaces with the IS]

¥ and General Ledger sys-

mmn are providod The Sytlmv:m varsion offers online operation instruc-

tions. Complete source code Is provided.

CONTACT DATA: info Systems of N.C., Inc. (J 7510 E. Independence Boule-

vard [J Sulte 100 J P.O. Box 18466 [J Charlotte, NC 28227 [J TELE.
704-535-7180

PRICING: $2.500.00 License

28024

Bullseye

PLATFORMS: ATAT 6300; IBM PC-XT. PC-AT, PS/2 Series; MS-DOS-
based Hardware; Radio Shack/Tandy 1000 thru 4000 (J PC.DOS. TRS-
DOS, MS-DOS

NUMBER OF CLIENTS/USERS: 25

DESCRIPTION: Bu!uyo measures pay on adh in-
. sales dollars per ndvmldnq dollar,
monitors sales lead blow-q: ucmm. automatically um blbw-(p

wsibliity, 0 lings for new p for
unquaﬁod Iuds. om« lnuns include automated lofmnhg reports
of and sales force lolow-Up.

ncmcmmmmm 640K RAM, DOS 2.0 or later, hard
disk_ dBase Ill Plus, compiled FoxBase Plus

P Rpr ag
ded on who the customer base Is, whal kind of products they are
interested In, and how they came fo the company. CallBack Includes
contact entry, call reports, calendar, to-do list, expense reports, marketing
ropom and mal merge. It also allows the user o design custom screens.
SPECIAL CONFIGURATION REQUIREMENTS: 20MB hard drive for PCs

CONTACT DATA: Shelley Orenstein [J Director of J Abend Asso-
gmmmuzesmmﬂsmmmotm TELE. 617-273-
383

PRICING: Price Upon Request

P36211

CAM-1+™ (Computer Alded Marketing)

PLATFORMS: IBM PC-XT, PC-AT, PS/2 Serles; MS-DOS-based Hardware
O PC-DOS, 0S/2, MS-DOS

LANGUAQES: BASIC

DESCRIPTION: CAM-1+, for desk L Includes a d phi
damamw-mumm(-) Aryuodlllomﬂylha
targetl marketing report using CAM-1+ would show demographics by zip
eodoorpoﬂalwﬂwnmlot-u-ehml.-nhnnrﬂmmm
address or cross sireets, or a zip code. D graphics include h hold
counts, average owner d, b ids with children, age
mommmmﬂn”omm.omdohm
shown. A spreadsheet with 50 col choices and
monhuv-ldalobmommhmmuwunlnwﬂ
ASCll-format data files, such as to creale
customer profiles or buying power indices. CAM-unmmboox-
ported lo spreadsheet and mapping programs that support ASCII files.
License fee s per metro area. Regional and national discounts are avall-
able.

SPECIAL CONFIGURATION REQUIREMENTS: Hard disk; DOS 3.0 or higher
CONTACT DATA: Richard Byers (] National Sales O Datamap, inc.
(37525 Mitchell Road (] Suite 300 ] Eden Prarle, MN 55344-1958 (] TELE.
612-941-0000 or 800-533-7742, FAX: 612-941-0230

PRICING: $495.00 LICENSE
P38180
CAS — Alded Seliing

PLATFORMS: ATAT 3B Serles; DEC VAX, MicroVAX; IBM PC, PC-XT,
PC-AT, PS/2 Series; Radio Shack/Tandy 1000 thru 4000; UNIX-based
Hardware (] MicroVMS, VMS, ULTRIX, PC-DOS, UNIX, MS-DOS, XENIX

CONTACT DATA: Don Ridgeway [J Director of Marketing [J Target y

Seotember 1991
S8 Edition

LANGUAGES: C

DESCRIPTION: A computer-aided selling sy

functionality, flexibility and portability, It sales and 9
& Financlal Maneg 93
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neuities from the lowest point (fiskd staff) 1o the highest pont (serior \CFS/Sales System PRIC
management) and in between. Pro sales gers with PLATFORMS: Howlell-Packard 3000 (] MPE, MPE XL P39
o"m;'mubwumyvom.wumdyun brmaunndnvnﬂﬂynl RPG I
ol information for monitoring the sales force. From the salesperson's DESC CFS/Sales sis em Is an and profit-
standpoint, It serves as a tool: updating cllent profiles, main- mm lem. T i romm”g:ms/om.,g? Clle
ty reporting syst, aking information try,
hhhglddou.undnqomlonuumkomhbwhmmMrmdho inventory Manag and A Receivable Sy , reports are PLAT
g n. Shared data between laplops, PCs, mink P and main- generated to assist management in monitoring and managing sales. Fea- ware
frames an org fo utilize consistent and up-to-date infor- tures Include: oniine review of sales and order activity by customer, sales- #:
mation. mm.nom.pmdxllno.mdohor, delalled and y
CONTACT DATA: Betty F. Kadis [J Vice P, of Marketing Dl Advanced  reporting at mcreasingy deeper lovels of data; multi-dimensionalreporting spect
Marketing Systems [J 190 Littleton Road [J Number 16 [J Westiord, MA ofwga.groumm.lmo.whmm:uummbtmwow {one
01886-3510 0] TELE, 508-454-6472 reporting; and ime-phased r . my
PRICING: $30,000.00—$1 50,000.00 SPECIAL CONFIGURA' Additional language: HP FOS been
P36244 CONTACT DATA: Gordon H. Lowall (] Vice President of Sales and Marketing avalis
DCom«MSMu.MDﬂSZiﬂdhAvomoS.E.DSuIe or by
2130] Bellevue, WA 98004 ] TELE. 206-453-4776 or 800-228-1442, FAX: Sade
CATILOG 206-453-6473 quaif
PLATFORMS: IBM PC, PC-XT . PC-AT; MS-DOS-based Hardware; Unisys PRICING: Price Upon Request classi
PC (] PC-DOS, MS-DOS P29025 000
LANGUAGES: C iy
OESCRIPTION: CATILOG (Computer Assisted Telophone Interviewing) is 2 A 378
designed to mest the d for telephone interviewing. With the increas. CiS/Direct A & PRICIN
ing cost of face-to-face In many fleldwork agencies and busi- —___PLATFORMS: Hardware Not Applicable [ Operating Systom Not Appiicable P3590
nesses use CATILOG as a cost effective solution for their in ' LANGUAGES: Not Applicable
needs. CATILOG is transparent fo the user, NUMBER OF CLENTS/USERS: 10
CONTACT DATA: S Wembridge [ Software Support Consutant [J DESCRIPTION: CIS/Direct s the direct markeling datab 0 Coge
Mercator Computer Systems ] 12 Mead Court [ 2 Part Road L] Thorr. System that heips users improve the way that select target customers, ey
bury, Bristol BS12 2UW [J ENGLAND [ TELE. 4054-281-211 schedule promotional activities and measure results. Because CIS/Direct D.P"!‘R ;:
PRICING: Price Upon Requaest unouwdmmmmmo:m-mmmu
P37380 Coordinates marketing Implementation while leaving strategy in the hands LANGUA
of business managers. CIS/Direct provides a vehicle for Integration of DESCRII
direct markeling promotions nto the institution’s overal marketing organiz
CCC Direct Marketing i deackma somanen 1392ct o drec markang acvles, Dot by prov
~ PLATFORMS: DEC VAX; IBM PC, PC-XT, PC-AT: MS.DOS-based Hard- :?md::fuc’:mh 'ing. personal sales and other types of customer i
LANGUAGES: Diey Hardware CIVMS, PC-DOS, UNIX, MS-DOS, XENIX CONTACT BATA: Thomas M. Smith C Seior Vice President of Sales O increas
NUMBER OF CLIENTS/AUSERS: 40 Harte-Hanks Data Technologles (125 Linnell Circle [ Billerica, MA 01821- °°"'P:',
DESCRIPTIOR: Direct Marketing provides the ability 1o maintain a cus- 3961 CITELE. 508-663-9955 m.mng;
lomar/prospect mailing ist of either individuals or companies Interested In SaICiN: $20,000.00— $100,000.00 Annual Service Fee as: autc
the user’s product or service. The user can also track and report the source §00672 dence
of the resp and the products or vices of interest. Maintenance definabl
laciities are inciuded for the Mailing List Master File, Product or Service Client Tracking System mation,
Mestoctas. SourowMastes Fe, arxt m“:“”‘" ""'.'f’" in PLATFORMS: 18M Pl’.';g‘l’. P,:-'AT; MS-DOS-based Hardware [ PC-DOS, Cgmﬂ
prosp: P Malling Est Inquiry & X 8!
avallable. Rcopofu '--:o X R eponse & mary, Zone Mmo. Woddyn MMS DOS" CLENTSAISERS: 20 PRICING:
Summary, Customer % riesponse Transactions, Detalled Re- DESCRIPTION: Cllent Tracking tolemarkating system aids in organizing In- P37324
W‘“MMWW‘W"-“M"F‘WW"’V formation, existing clients, and prospecting. Features include:
CONTACT DATA: Arthur Martin C] Prime Track 0 136 Okd Farms Road PO, fegord access; indvidual notepads for L :lotor coma
'5:"“:;5:2 sto‘o"o?""b"y CT 08092 I TELE. 203-851-9756 file which merges with database, tickler system, action pending, reports, Pumn:
/500, malling labols, retum address labels, etc. Supports Novell NetWire. NUMBER
P30464 CONTACT DATA: Nelson Business Sy inc. 07823 C d Avenue DESCRIPT
O Tampa, FL 33637-4938 (] TELE. 813-989-8072 m
95.00
CEO Sales — A Dynamic Marketing System . Qenerates
PLATFORMS: IBM PC; MS-DOS-based Hardware L] MS-DOS product Il
LANGUAGES: COBOL ) allow a (
NUMBER OF CLIENTS/USERS: 250+ LIENT/Mac 5 effective «
mchMI:CEOSdnhlelmmdpupmimmmmhw ATFORMS: Apple Macintosh mcos-s/a-me.mcos-symm ment lo i
Integrated tickler. appointment scheduling, profile data, activity data, media 7 Ing, sales
um,pwehm'*bvy.mduﬁlbdnﬂn.fhomoﬂmdﬂn NUMBER OF CLIENTS/USERS: 100 ACT
base, tickler and app search quiry on screen with hard copy DESCRIPTION: CLIENT/Mac foat pport lead territory C
fistings in or exp d ; multi-key search options; and g data analysis, 0 porting, service and cus- PRICING: F
instant lotters, labels and envelopes directly from the search screens. lomer support, telemarketing, and mult-user processing. CLIENT/Mac P12303
mtlnmu.m“mm:m.mw.mmmum:w offers repr s one d place to store Important details with
multl-key report User progr file import, file export, an unlimited number of records for ticklers and contact n
bulll-in backup and recovery with file purge and change options are In. huKoywwdnulrybudmmnbuehdoqubvuﬁw Combi-
cluded. Have up to 20 diferent masierfies (one millon records each) In  filers on the e, Ler CLIENTMac also provides buitin mailmerge PLATFORM:
the data base and 40 calegory codes; cusiom user schedule time templato. a tic strategy based contacts, ime tracking, a . palette ware [ PC
Color. graphics and fast, single-key program control, driven Interface and more. Lax
SPECIAL CONFIGURATION REQUIREMENTS: 640K RAM, hard disk, color screen SPECIAL CONFIGURATION 1MB minimum memory; 40MB NUMBER OF
edleiid hard disk required; Apple Tak and Ethernet are supported: DESCRIPTIO
CONTACT DATA: Judy A. Ferris (] Vice President of O Commercial ments: POS IMAGEwriter, CLient Image laser desk PLT, COGNOS FPost- ies.
Micro, Inc. [ P.O. Box 1998 (] Roswell, GA 30077-1998 L] TELE. 404.092. script printer, or ATM co CONTACT D/
2701 CONTACT DATA: Karen L. Cohen [J 21! Sueet
i 810000 S nneyivania Avenue l Matamoras, PA 16336 CITELE. 717,401 2405 . PRICH: $0
PI5850 717-491-2495 P36156
ICP SOFTWARE DIRECTORY — B & Financial Man; Septombar September *
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PRICING: $595.00 —$1,395.00

P39118

/ o 7 -

. Cllent/Sales Master by
PLATFORMS: IBM PC, PC-XT, PC-AT, PS/2 Serles; MS-DOS-based Hard-
ware [ PC-DOS, MS-DOS
LANGUAGES: BASIC
DESCRIPTION: Cllant/Sales Master features include: track cllents and pro-
spective cllents; easlly maintain clienVcustomer list: print malling labels
(one lo four across); compiled programs for fast performance; assign as
marny as 4 40 dmnm elanu or types to each address or person that has
been d ber of files or addr (limited only by
avallable disk space); print all reports and labels In either alpha sequence
or by ZIP code; select the addresses o be used by 40 different codes or
address types defined by users; reports or labels printed based on certain
qualifications (e.g., name, address, city, state, ZIP, and any of 40 different
classificath allow for duplk names and addr use 10-digh ZIP
codes; all uuchnlndpml selections can be global.
CONTACT DATA: F. Ruckdeschel (] Marketing Director (] DYNACOMP, Inc.
(J 178 Phillips Road (] Webster, NY 14560 (] TELE. 716-265-4040
PRICING: $50.95
P35901

{

Cogent.CIS (Client Information System)
PLATFORMS: ATAT 3B Serles; DEC Mainframe; Encore Comp ; IBM
Mainframe; McDonnell Douglas; Pyramid; Ulimate; Unisys 1100 Sorlu
CJPRIMOS, UNIX, Pick
LANGUAGES: BASIC
DESCRIPTION: Cogent’s Cllent Information System (Cogent.CIS) provides
with a ized cllent and vendor information processing
wlom It handles up to 1 million records. Cogent.CIS assists marketing
by providing a centralized source of client background necessary to identity
mm rends based on past sales activitles and develop strategies to
sales and Impr ication with clients. With Cogent.CIS,
companies have the tools necessary lo manage, control, and better com-
municate with clients and It allows fo create larg
flings to the ap dil Cogom.Cls Includes leatures such
as: automatic tamlel!o checking option, cross-referencing, correspon-
dence tracking, high speed searching (with phonetic capabliities), user
definable security system, bulk rate label sorting, historical malling infor-
mation, standard and custom label configurations, and more.
CONTACT DATA: Sales Department (] Cogent Information Systems, inc. O
830 Morris Tumnpike (] Short Hills, NJ 07078 (J TELE. 201-379-7079
PRICING: Price Upon Request
P37324

COMARKS — Comprehensive Marketing System

L ——PLATFORMS: DEC PDP-11; Dala General Eclipse JRT-11, AOS

\ NUMBER OF CLIENTS/USERS: 6

BESCRIPTION: COMARKS Is an on-line computerized marketing system
including word processing that supports marketing activities from direct
mall and Merature fulfiliment lo lead tracking and market research. It
generales sales leads, lorecasts, competitive analyses, summaries by
product line and territory. Profiles of data about customer/prospect people
m.wbumwmmmwnumnbfmwu

for Inf

Hective on-line g of r

P 9

Ing, sales

CONTACT DATA: MdleoDanCllmp.q Systems, Inc. OJ 83
c dge Street [J Burling MA 01803-4181 (] TELE. 617-270-0009
PRICING: Price Upon Request

P12303

Combi-Name
TFORMS: IBM PC, PC-XT, PC-AT, PS/2 Serles; MS-DOS-based Hard-

| Wi O PC-DOS. MS-DOS

DESCRIPTION: Helps creale names for new products, services and compa-
nles.

CONTACT DATA: Mel Long [J President CJ Mel Long Assoclates (J 715 N.
2131 Street J Allentown, PA 18104 [ TELE. 215-433-2588

PRICING: $99.00

P36156

ICP SOFTWARE DIRECTORY —
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TFORMS: |BM 30XX Serles, 43XX Series, 9370 Series [J DOS/VSE,

needs of Telemarketing. Both In
Interactive access with an IBM mainframe computer. Foatures hdudo

order entry, stationing, tracking, lead generation, automatic call scheduling
and 1t d recalling, scripting, ys and |

fulfliment processing.

SPECIAL CONFIGURATION REQUIREMENTS: CICS

CONTACT DATA: Martin E. Hensley (] Vice President CJ Computime, Inc. O
401 N. 117th Street (] Omaha, NE 68154 [ TELE. 402-330-1311
PRICING: $150,000.00 and Up License

P25460

CONTACT
Wang VS (] VS/OS
| LANGUAGES: COBOL
NUMBER OF CLIENTS/USERS: 5
DESCRIPTION: CONTACT Is a sales and marketing decision support system
to organize and track sales and marketing efforts. CONTACT Is on-fine and
menu driven; provides displayed listings of people and their related organi-
wbmnml-uprbr&odﬂmto—dolu From these, users can
access write lett d ok and
knpmbnonhotootmhmmbodu CONTACT also generates
labels, p lizod letters to based on users pre-selected crite-
ra.
CONTACT DATA: Douglass Loud [ President (] The Loud Cor-
porationJP.0. Box 7337 Witton, CT 08897-7337 ] TELE. 203-762-7373
FAX: 203-762-0331
PRICING: Price Upon Request
P33253 X

wmw

“PLATFORMS: IBM PC, PC-XT, PC-AT; MS-DOS-based Hardware [ PC-
DOS, MS-DOS

LANGUARES: Assembler, C Language

NUMBER OF CLIENTS/USERS: 300

DESCRIPTION: Contact Plus provides sales, marketing, law, real estale, and
Insurance industries with a flexible method of keeping track of cllents. Dials
the phone and tracks ime spent on the phone. Features include: unlimited
deummemoMMMp«mbm
phone call history; L history;

dars; mm:wn1wmunmm

SPECIAL CONFIGURATION REQUIREMENTS: 640K RAM, dual floppy or hard
disk, Hayes compatible modem for auto-dial, Novell NetWare

CONTACT DATA: Donna Rintamaki [J Vice President CJ E. Trufilio Software
OP.O. Box 3992 [J Albuquerque, NM 87190 [J TELE. 505-881-3223
PRICING: $195.00/Single; $595.00/Multl User

P36524

Control Classio
\mmnwumumcos - System 6, MAC OS - Systom

MAhM

NUMBER OF CLIENTS/USERS: 11

DESCRIPTIOR: Control Classic Is a Lead. C , Contact 0
qumbrlmmmﬂbmdhmud loads
to customers. Processes and Tasks allows users fo let Control Classic
manage all follow-up activities with leads. Control Classic lets users work
with easy-to-understand Ests of their data. A bulit-in word processor makes
repetittve mall merge tasks a breeze. Control Classic’s In Box lets users
see "Things to Do” while the Out Box shows items which need to be printed
and malled. Features include: full ImporVexport of data; automatic formal-
ting of text and phone numbers; global record modification; custom report
editor; custom label editor; RAM-based

for security; multl-user; and password access system.
SPECIAL CONFIGURATION REQUIREMENTS: 2.5MB minimum memory, 4MB
recommended; SMB hard disk required: Apple Talk and Ethemet are sup-
ported: math coprocessor recommended

& Financlal M
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CONTACT DATA: Chris B. Dirmen [J President [J Diamante Software J and updat
11651 Plano Road [ Sulte 160] Dallas, TX 752431 TELE. 214-341-6711, labels, de!
FAX: 214-341-6013 1o sales le
PRICING: $595.00 Purchase; Site License Available prints repc
P40397 advertising
from mallit
e date or foll
CONTACT [
PLATFORMS: ATAT 3B Series; IBM AS/400, PC-AT, PS/2 Series; NCR 2 e
Tower; Prime; UNIX-based Hardware L] 0S/400, O8/2, PRIMOS, UNIX, Lie 4%2 e
A OB - Custom Statement Formatter
NUMBER OF CLIENTS/USERS: 104 PLATFORMS: 1BM 30XX Serles, 43XX Series, System/370 [J MVS/ESA, DSAM
DESCRIPTION: CATS is an online, menu-driven system that tracks customer MVS/XA 'uwol‘
service inquiries from the inception of the inquiry through the resolution of LANGUAGES: COBOL. Assembler 808X: MS-
the p CATS inquiry details, respon- NUMBER OF 23 2 3t £ 4000; Unie
sibilities, ime considerations and other factors pertinent to the Inquiry. I m.g“""fs' For  allows DESCRIPTIC
wacks O g6 Sl At Wiane Shee Ko d < recelve personalized and concise Informaton In a m;:;‘
history for every customer can be joped. CATS acknowledges : clear, easlly read document that Is tallored o their needs. In addition, P g
les from a menu of standard or personalized letters. In addition, the marketing Is made more effective with simpiified and targeted communi- tains a pov
can be d to davelop a wide range of customer, problem catlons 1o the users’ customers. The laser output functionality of Custom aAteeon
of performance reports at detall and summary levels for specified time Statement Formatter means users can help their companies attain: 1) SPECIAL CO
periods. higher profitability; 2) enhanced corporate image; and 3) increased oper- PC Databé
CONTACT DATA: Roger Hancock ] Marketing and Sales Manager (1 LSW, ating efficlencies. Programmers spend less time designing, '""""""“"9 CONTACT D.
inc. (] 8240 Professional Place (L . MD 20785 ] TELE. 301-459- :";S'""""*‘O laser-printed - "1' Op M S. Main St
2323 PRICING: $¢
PRICING: 00— $125,000.00 License CONTACT DATA: ToddHuuDMukoﬂng , CSFOM & | Data
e Services, Inc. 01770 N. Water StreetCIBOX1 CiMivackes, W1 53202 T22°'2
O TELE, 800-236-3282, Ext. 3734 p
PRICING: Price Upon Request Dun's 8
P38618 PLATFORME
Circie 22 on Reader Service Card MS-DOS
S i s Sy a0 65 —
DESCRIPTIO
LANGUAGES: RPG IV11V400 Datamar "Sales Analysis” plan, Imple
NUMBER OF CUENTS/USERS: 10 PLATFORMS: CP/M-based Hardware; IBM PC, PC-XT, PC-AT; MS-DOS- ttes, callt
DESCRIPTION: The C Ink tion Sy is desk ] based Hardware [J PC-DOS, UNIX. CP/M, MS-DOS, XENIX Database 1
mnkc -unu. on-ho and npoﬂ on cuml a-tomor and prospect DESCRIPTION: ummommvotcea'nmmm erates mall
Ir It P Mwmmmm cal sales data y for Itp word proce
or vendors such as name, phone dmmmn.romu-bnnnmhm-cy Allows the user to deter- tickler file |
It thod of last date, next contact date, and eight m;mmmuhlvondn,pmﬂlpmrl profit in dollars by cus- ad hoc ref
undefined fieids. Up to 100 may be mal d for each tomer, product and/or ly, year-to-date, annual and Discount lo
1o record activity, marketing status, history, etc. Ten special muftl-year historical basis. Vorionlomuwyu'bymy SPECIAL COJ
codes can be assigned to ly each k A Report category and by sales department. later
Generator System provides reports based on user-defined criteria. Pros- CONTACT DATA: Henry Oo S 0 8586 M CONTACT D/
pects can be cross referenced o up to 100 other customers or vendors for Place (] San Dlego, CA 92121 [] TELE. 619-452-0044 Services (]
quick reference during on-line use. A tickler system provides follow-up or PRICING: $99.00 PRICING: $4
expected event notification for proper 0 Malling label P41239 P36051
can be printed for all or a sel Mmd of prosp Blank
forms can be printed for data
CONTACT DATA: L. Hurston Anderson [J Sales Manager 1] Arkansas Sys- Direct Maller E-Powe:
tems. Inc. (] 8901 Kanis Road (] Uittle Rock, AR 72205 L] TELE. 501-227- PLATFORMS: ADDS Mentor; Bull Ulimate; CIE Model 680; DEC Ulimate; PLATFORMS:
8471 General Automation: IBM PC-AT; McDonnell Douglas; Pick-based Hard- DOS, MS-C
PRICING: $2,900.00 — 15,000.00 ware; Prime; Uttimate [J Pick oF
P25491 LANGUAGES: BASIC DESCRIPTION
NUMBER OF CLIENTS/USERS: 1 sales, custc
DESCRIPTIONR: client with d ; Su- anc
per Select — byomoucontkﬂonoﬂhmalc mdoodomm keeping. O
c R dllo. Print L‘l:wml. word p lotters, pes, labels; Track :!ﬂ/npom
ustomer System by one or Entry Operator control automatic many wa
PLATFORMS: IBM PC-XT, PC-AT, PS/2 Serles; Intel 80286, 80386, 808X; m", u,.'mm m“';ymmm::‘vu‘ mub- assess indh
MS-DOS-based Hardware; Radio Shack/Tandy 1000 thru 4000; Unisys tiple printers with each specialized feature. of reports. ¢
pPc [0 PC-DOS, Novell NetWare, MS-DOS SPECIAL CONFIGURATION REQUIREMENTS: 512K memory SPECIAL CON
LANGUAGES: C Language CONTACT DATA: Sally Crowell O Vice President CJE. A. Crowell & Associ- CONTACT D/
DESCRIPTIOR: Used by service p fo track all types of ates, Inc. (] 756 Tyvola Road [J Suite 130 ] Charlotte, NC 28217 [ TELE. SourceMate
Inquiries or problems. Response featuresinclude automated letter genera- 704-525-6551 Valley, CA
tion, telephone autodialer, and refund check writer. Other features include PRICING: $15,000.00 Base System Canada)
uwhmwdﬂnﬂormmmonmm and file P33588 PRICING: $4¢
amm.mewmmmmm.m P37888
e epatiion & ”Md"' Ill".m.m e sreg DOCU/MANAGER™ Inquiry Fulfiliment
s 1o movi s 1o the person or System
M responsible for LAN PLATFORMS: Wang VS (] vS/0S EASY P1
cmMIanmeWDSymc«me LANGUAGES: RPG IV1IV400 ment Sy
.0, Box 243 [J Orinda, CA 94563 [J TELE. 415-254.0755 DESCRIPTION: The. inquiry Fulfiiment is a multi-company system that en- PLATFORMS:
PRICING: $595.00 ables users lo answer customer inquirles, rack sales leads, measure DOS/VSE, (
Pa7519 advertising effectiveness, and manage mailing fists. It has interactive entry
&F Manag September 1991 September 1
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and update of inquirles and malling lists, calculates follow-up dates, prints
labels, determines sales territory based on zip code, moves qualified leads
lo sales lead file. and checks mailing list for duplicates before updating. It
prints reports of sales leads by territory based on follow-up date. It tracks
advertising effectiveness by product, media source, and lssue date. Labels
from mailing fist can be printed based on product codes, teritories, entry
date or follow-up date.

CONTACT DATA: Dick Hart [J Marketing Manager [J Application Develop-
ment Services [J 25371 Hugo Road [J Laguna Niguel, CA 92677-1522
[ TELE. 714-261-2543

PRICING: $2,000.00

P12319

) \:‘uu, the Dealer Sales Activity Manager

TFORMS: IBM PC, PC-XT, PC-AT, PS/2 Serles; Intel 80286. 80386,
808X; MS-DOS-based Hardware; NCR PC; Radio Shack/Tandy 1000 thru
4000; Unisys PC; w:anCDPC DOS MS DOS
DESCRIPTION: DSAM Is a dedk g and
program for bile dealers. It g
Mplmm'omodbhw lespeopl 1age their teleph
lollow-up activities with both prosp and
lains a powerful sales dnnbuo and has an optional online query system
and custom report generator. Single and multl-user versions are avallable.
SPECIAL CONFIGURATION REQUIREMENTS: 640K RAM; hard disk; Aker Magic
PC Database Runtime and Novell Birleve Runtime are Included
CONTACT DATA: David D. Kelley ] President (J Dynamic Software [J 109
S. Main Street [J Greer, SC 29650 [ TELE. 803-877-1122
PRICING: $095.00—$2,995.00 License
P38912

Dun’s SalesSearch

PLATFORMS: IBM PC-XT, PC-AT; MS-DOS-based Hardware (J PC-DOS,
MS-DOS

NUMBER OF CLUENTS/USERS: 125

DESCRIPTION: Dun's SalesSearch allows the ulu professional to analyze,
plan, impl and track prospects. contact names,
tides, call-back dates, proch i d, lnd titve informath
Database mnmgom system allows user fo ddlno custom flelds. Gen-
erates malling labels, produces uln fopons pmvidu for integration with
word p or export lo p Includes dally
lddulobtqluan -Mdlma.ullnqwmms.u\d
ad hoc report generation with dBase Ill Plus as a separate product.
Discount for muitiple purchase.

SPECIAL CONFIGURATION REQUIREMENTS: 512K RAM, hard disk. DOS 3.0 or
later

CONTACT DATA: John Ba 0 Product Manager [J Dun's Marketing
Services (] 3 Sytvan Way (] Parsippany, NJ 07054 (] TELE. 201-605-6653
PRICING: $495.00

P36051

E-Power

PLATFORME: IBM PC, PC-XT, PC.AT: MS NOS hased Hardwara [] PC-
DOS, MS-DOS

NUMBER OF CUENTS/USERS: 500+

OESCRIPTIOR: E-Power Is dnlgnod o manage contact Information from
sales, service, p g and 2] activitles. Automales
contact and entry activities, red data entry, pap and record-
keeping. Offers sophi d data manipulation functk allowing Im-
port/export from marny different sources. Comta information can be sorted
In many ways — to creale call-back calendars, to track contact activity, to
assess individual sales personnel performance and to print a wide range
of reports. Conlains & word processor and a report writer.

SPECIAL CONFIGURATION REQUIREMENTS: 640K RAM, hard disk

CONTACT DATA: Sue Durgin (J Market Communications Coordinator [J
SourceMate Information Systems, Inc. [0 20 Sunnyside Avenue [CJ Mill
Valley, CA 94941 OJ TELE. 415-381-1011 or 800-877-8896 (U.S. and
Canada)

PRICING: $405.00 Single User; $1,995.00 Multl-User

P37888
 EASY PRICE Price Administration/Profit Manage-
‘ment em

PLATFORMS: Bull Mainframe; IBM Mainframe: Unisys Mainframe (] GCOS,
DOS/VSE, OSVS1, MVS, VM, EXEC 8
LANGUAGES: COBOL

September
S8th Edition

31.7

NUMBER OF CUENTS/USERS: 1
mEASYPRiCEIlanMo!oommorliﬂ
tate marketing and sales In the devel

of pricing strategies Mbﬂh‘hoqodnolmoorpomom
mﬂhpowm‘bol-on'mwmoﬂmbuloﬂybtw
one or o b of pricing polici EASYPRICEM.M&»—

handies complex pricing sit

Mhludtsdp«brmmrMbaodmhoEASYPﬁiCEm
history database. It includes a profitability report, crediVadjustment report,
lost order report and price increase report. A Is Included.
CONTACT DATA: Andrew P. Woﬂﬂﬁou‘dﬂﬂmm
Associates [J 62 Holly Lane [J Middietown, CT 08457 (] TELE. 203-347-
8798

PRICING: Price Upon Request

P18148

i ~

EIGHTY/20
PLATFORMS: ATAT 7300; IBM PC, PC-XT, PC-AT, PS/2 Serles; MS-DOS-

; “~—based Mardware (] IBM DOS, PC-DOS, 08/2, MS-DOS

NUMBER OF CLIENTS/USERS: 500

DESCRIPTION: EIGHTY/20 s a client database system desig
lonppoﬂhonnd.ohmd‘ in and sal rh ,‘ ]
tracks and sorts p and

prwld«mmuomynpuuwmwydwmmw
time frame. It Includes a bulit-in word p

tic tol dialing (with dam and soft Tholyuomlow-
an uniimited number of schecule tems or hi for each client
and an unlimited length memo fleld for each event. It prints labels, enve-

tracking/Quoting, Time Billing, Telemar-
keting, Reporting and File Utitles for merging systems. A net-
work system |s also available.
SPECIAL CONFIQURATION REQUIREMENTS: 512K RAM minimum, dual disk
drive, hard disk recommended, Clipper
CONTACT DATA: C. Ray Wight (] EIGHTY/20 Software [J Mankato, MN
56001-3128 (] TELE. 507-345-8020 or 800-635-8020, FAX: 507-345-1270
PRICING: $395.00 Single User; $995.00 Networks
P34749

EMIS VEMIS Il

PLATFORMS: [BM PC-XT, PC-AT; Intel 80286, 80386, 808X; MS-DOS-
based Hardware (] PC-DOS, MS-DOS

NUMBER OF CUENTS/USERS: 1,750

DESCRIPTION: EMIS | and Il Is a compr system for ging
business relationships. EMIS can record contact history, contact person,
delivery date, dates of past calls, generate pro and save them for

luture reference, and much more. Bdlsmbomodbrmnw

ment, 9. sales 9. sales prospecting, 9
mom fund ul.lng. lndelhor‘ th which requir 1

about b The of ink that can
bouorodhlmmdowt;yho of disk space available. Form
mommthomWhhmmm
mallings or individual letters.

SPECIAL CONFIGURATION REQUIREMENTS: 512K RAM; 640K RAM on LAN;
operates on all LANs with 3.0 and NelBIOS
CONTACT DATA: Orlando Salazar (J Director of Sales (] EMIS Software inc.
(J 901 N.E. Loop 410 (] Suite 526 (J San Antonlo, TX 78209 [J TELE.
512-822-8499 or 800-658-1000
PRICING: $695.00 — $1,995.00 Single User; $995.00 — $2,095.00 Plus
gu‘ueymmmw

160

Excallbur Plus Customer Information — Database
Management

PLATFORMS: ATAT 6300; IBM PC, PC-XT, PC-AT; MS-DOS-based Hard-
ware; UNIX-based Hardware (J PC-DOS, UNIX, MS-DOS, XENIX
NUMBER OF CUENTS/USERS: 4,000

DESCRIPTION: The Excallbur Plus Ct Ink D
mmmnm.hlmw.mmmbm‘mm
prospects or customers. This Hornnlonelnbomdhm:dyw
order and printed In label or report format. Instant inquirles of Information
on all customers can be made at any time, and the data can be printed to
the screen, on labels or In report format. Popular uses for this system
Include malling lists, sales and territory ists, prospect and client lsts,
statistical data reports on source of sales or leads, and prospect/customers

& Financial A 97
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mmodmmbmmmm links portabi loa b for competitive advan-
CONTACT DATA: Kathe Riley Jackson CJ icath tage in quarters selling, enhancing orders and
Armor Systems, mDsle.OrllmbAvm[ij FLS27S!D ing market data. Inf th gh the sy is hang:
TELE. 305-620-0753 ight. Fleld P tatives quick access to newly author.
PRICING: $395.00 Purchase !zodprodws electronically ransmitted sales reports and up-lo-date pro-
P25227 motion plans. M itor di check competitive
pddngmdmuhlhq&d-ﬂn wummomm-mm
' ExhibITrak ment. 'nn_“t-yuom,. Ad fon ¢ online access,
TFORMS: IBM PC-XT, PC-AT, PS/2 Serles; MS-DOS-based Hardware ,':V_dm .p,,m',':': m:' ropots o imporing data Into
PC-DOS, MS-DOS SPECIAL CONFIGURATION REQUIREMENTS: Hand-held computers with 256K

DESCRIPTION: ExhibiTrak tracks exhbbitors and exhibit space. Provides
multiple booths per exhibllor, uniimited additional items, consolidaled
muttiple p and booth Avoid double-
booking of booths. Knpndto'boomwlhboothmm Source code
and source program included.
SPECIAL CONFIGURATION REQUIREMENTS: Requires 840K RAM memory;
20MB hard disk; DOS 3.1 or
CONTACT DATA: Rudy K. Chew ] Marketing M: 0 Phoenix Soluth
inc. [J 480 Second Street (] San Francisco, CA 94107 [J TELE. 415-495-
7440 (San Francisco), 800-869-6847 (Chicago), 703-764-3723 (Virginia)
::?&suosoosrmw : $2,495.00 Multl User

EXPRESS Sales Management

PLATFORMS: DEC VAX; Hewlett-Packard 3000; IBM System/370, 30XX
Serles, 43XX Series, PC-XT, PC-AT; MS-DOS-based Hardware; Prime
O VMS, MPE XL, MVS, VM, PC-DOS, PRIMOS, MS-DOS

RAM; MS-DOS laplop computers with 640K RAM; or pen-based comput-

ors
CONTACT DATA: Dennis R. Dean [J Vice President 0 FASTECH Inc. [J 450
Parkway Drive (] Broomall, PA 19008 [J TELE. 215-565-3405

PRICING: Price Upon Request

P33919

Financlal Analysis System (FAST)

PLATFORMS: Datapoint (J RMS

LANGUAGES: DATABUS

DESCRIPTION: FAST Is a tool designed to analyze and Improve the p

ance of dealers, |vmchbo heldon. loorlu. roprmﬁ-'nt and OEMs. It
and Is used to

and can provide the basis for impr ent suggest FAST g
hbmnumrogmmummlnldod«mhm
zation, and highlights potential areas where dealers can increase l'nb
business activity, or cut some costs, Management in the parent organiza-
hnmuumrmmummwum mdplurhq

ﬂhrommmmmmmtlﬂyznmm
u\ubypmdm.m account and ime and also provides easy

P order, and q.m information. The Sales
M y the

olp tion or prodt
sales. Sales

pt and "zoom In" on the
.ommmnmlmmmmummwuummw

The P acts as the data warehouse, collec!-
ing. verilying and g In t loholdd.wlhmﬂmh-loon
Integrity and srity. Personal puters are the Once

refreshed by the mdinmo all reporting, graphic, and analysis takes
place on PCs.

CONTACT DATA: Michael C ri O Vice Py of M: g O Infor-
mation Resources, inc. (1200 Fifth Avenue 0 Waltham, MA 02154 TELE.
617-890-1100

PRICING: $125,000.00

P32378

EXSELL

i reports 1o work with in
areas for improvement. A report writer is mm
CONTACT DATA: Lance R. Wayman [J President (] Wayman and Assocl-
ates, Inc. [J 217 S. Pacific Coast Highway [J P.O. Box 3134 [J Redondo
Beach, CA 90277 [J TELE. 213-379-2453
PRICING: Price Upon Request
P24901

Flexware Sales and Lead Tracking
PLATFORMS: Apple Macintosh ] MAC OS - System 6, MAC OS - System

7

LANGUAGES: Pascal

MHcmoomu-ndhnd cking system is a isticated
th *dmnoldwd-

Pr to ge prosp
tisa vork o P

PLATFORMS: IBM PC; MS-DOS-based Hardware; UNIX-based Hardh
[J PC-DOS, 08/2, UNIX, MS-DOS, XENIX

base can be p rized use and Is always avallable to
0 P P quest for In on of prodt

the Ink ) diately app onho'\o&:'laloﬂnwmod
i for quick resp The sy ' an

of prosp contact dduals with the ides access by

call history for each
directly to prospects such as

A complete set of reports is

NUMBER OF CLIENTS/USERS: 4,000+ elther company or individual name, lhoﬂol.oomﬂoh

DESCRIPTION: EXSELL Is a harcware/software system thal supports a prospect. detalled journal of dally activity, and a “to do” list for elther follow
variety of g and sales functions. It stores company and p up calls to customers or activity not tled

data. contact history, has an tic tickler phone di Y. p i lems, projects, elc. sm-wuurmqmmbm
uuehmdldcapd:lho.lm mplet P call 9 b TS

fur The | ists of a P based dal ded.

phone that with the softy phone
mAmnthMbmmm

tions. o:inﬂobmmﬁn word processing, interface and

1ol ber directory are also included. The UNIX version interfaces

1o the INFORMIX data base management system for reporting capabilities.
SPECIAL CONFIGURATION REQUIREMENTS: 384K of memory, two floppy drives

or hard disk; also operates on LANs

CONTACT DATA: Excalibur Sources, inc. [ 131 Village Parkway (] Buliding
Four (] Marletta. GA 30346 ] TELE. 404-056-8373

PRICING: $395.00 (Single User); $1,495.00 (Multl-User)

P23234

EASTECH Saies Information System (818)
PLATFORMS: DEC VAX; IBM 30XX Series, 90, 43XX Series, PC,

PC.-XT, PC-AT; MS-DOS-based Hardware L1 VMS, MVS, MS-DOS
DESCRIPTIOR: FASTECH sp  in p “‘” in sys-
tems fo the consumer p: iiduu‘y manufacturers, broker
tions and i System (SIS)

ICP SOFTWARE DIRECTORY —

CONTACT DATA: Flexware [ 15404 E. Vi Boulevard [J Industry, CA
91746 (] TELE. 818-961-0237 -

PRICING: Price Upon Request

P40175

Floxware® Sales Analysis i
PLATFORMS: Apple Macintosh; Corvus Concept; DEC MicroVAX; IBM PC,
PC-XT, PC-AT; MS-DOS-based Hardware [] MAC OS, PC-DOS, MS-
DOS, UCSD-p System

LANGUAGES: Pascal

NUMBER OF CLIENTS/USERS: 500+

DEsC The Seles Ansh ystem provid lole control over
Mowmhdﬁa.lmbo d 1o Individt

and Other include: 1) Multi-user capability
with file and record locking; 2) Built-in flexible database; 3) Ability to handie
multiple companies and departmental accounting 4) Report

automatcally;
writer and query processor; 5) On-line Help; 6! Win-
dows; 8) Sales by productproduct category; g)msmmmn 10)

Fol

DES!

Ave
714
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Sales by adosp«aon. 11) Sales by customer by product/product
‘2)“ ysis. The Sales Analysis system Is included In
a Recelvable and Order Pr
mmmmm:sexnm 10MBhudM
CONTACT DATA: Denise Ause [ Marketing M: ar 15404
E. Valley Boulevard (] Industry, CA 9174801!!. 818-961-0237
PRICING: Price Upon Request
P17542

Follow up ... with a future ...
SR

/

TFORMS: IBM PC-XT, PC-AT, PS/2 Serles; MS-DOS-based Hardware
O PC-DOS, MS-DOS
LANGUAGES: BASIC
DESCRIPTION: Store and edit names and addresses; print labels or enve-
lopes. Sort lists in alphabetic order, zip code order; print fistings. Dala
selection es. Select sub-lists by category. Can be used for making
phone calls. Features include: edit and print introductory and follow up
lettors; automatic letters for affective follow up strategy; "Yes,
No, Walt, No Contact Method" of lollow through; and prints dissimiiar letters
in a single merge operation.
mmuu. Roboﬂ T. Price O President (] Sclentific Marketing (] 23046
Avenue De La Carlota [J Suite 602 [J Laguna Hills, CA 92653 (] TELE.
714.957-.0225
PRICING: $395.00—3$805.00
P36154

Follow-Up

PLATFORMS: 1BM PC, PC-XT, PC- AY PS/2 Serles: Intel 80286, 80386,
808X; MS-DOS-based Hardware [J PC-DOS, MS-DOS

LANGUAGES: Assembler, BASIC, C Language

NUMBER OF CLIENTS/USERS: 4,600+

DESCRIPTIOR: Foliow-Up s a sales lead tracking and management system.
It provides salespeople with information for selling, organizes to-do lasks,
keeps track of who to contact and when, and arecord of prevh
calls. Sales forecast and call reports are avallable. The program has a
built-In word processor and can produce form letters and malling labels.
SPECIAL CONFIGURATION REQUIREMENTS: 384K RAM, two floppy disk drives,
hard disk recommended

CONTACT DATA: Sales ment (J Xycad Group [J 1577 St. Clak Street
[ Cleveland, OH 44114 [] TELE, 800-428-8457 or 216-589-5788

PRICING: $249.95

P36312

MNVTIWWA DI
DU]. 1 VVI‘\I\LJ

Forecasting System
PLATFORMS: [BM System/370, 30XX Serles, 43XX Serles. Systenv390,

9370 Series (J DOSVSE, OS/MVS

7\

LANGUAQES: COBOL

NUMBER OF CLIENTS/USERS: 100

OESCRIPTIOR: The F 9 lates d and sales infor-

mation, Ary o mou ly

tion, qu cwﬂlu include SKU level bncnu for detalled ltem

and MKU | for key rket lovel fore-

casts. Group sting capabiiities o forecasts by geography,

product familles or MATRIX forecasting ger [ by
operating views such as marketing, sales, fin or

production. Flexible wgroqnu 'oucnung allows for multi-level
“lop/down” forecasts and flexible * summ.y forecasting allows for "bot-
tomvup” ts. The For y also provides muitiple alloca-
ton options for group, matrix, aogoqm-ndmm-y lorecasts and
b:mnthovMu.hduﬂngwu:& cost, seliing prices, margin,

weight, volume, and other Provides oniine realtime fore-
cast modeling, error oomclon SKU forecast adjustments and flexible
ime-driven for all levels to te into company

promotional s and other time-blased activities.
cmm DATA: Dun & Bradstreet Software [] 3445 Peachiree Road, N.E.
[ Atlanta, GA 30326-1276 ] TELE. 404-239-INFO

PRICING: Price Upon Request
P39197
Circle 23 on Reader Service Card
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IBM PC, PC-XT, PC-AT, PS/2 Serles; MS-DOS-based Hard-

ware: NCR PC; Unisys PC; Wang PC (] PC-DOS, 08/2, TRSDOS,

MS-DOS

LANGUAGES: Assembier, C Language

DESCRIPTIOR: Free-Link ically reads Ink ded on at-

tendees’ badgo-alud.dmuvhghowhunddamy All

data is stored in a comma delimited ASCII file for easy transfer to word
processing software or database.
lﬂlllkodudemDVboPnddonlolsdumdem

[ Free World Marketing (] 444 N. Newport [J Newport Beach, CA 92663

O TELE. 714-722-68414

PRICING: $225.00

P35797

FREEDOM Serles Sales Analysis
TFORMS: IBM Systenv38, AS/400 (] 08/400, CPF
LANGUAGES: RPG IIV400
NUMBER OF CLIENTS/USERS: 18
DESCRIPTION: Sales Analysis p
mdsollulnmmy Vldoouprnmlonlmulumdolu
by product within k by by
pod.udlubfbohmpnbd“yﬁu-b-uo All data Is current
as of the last transaction;
sis of cost of sales and gross margin analysis by prodt
profitabllity statements. Additional video

gered

nzmmw Butler (] Executive Vice President [ Butler &
Curless Associates (] 7610 Falls of Neuse Road [ Suite 270 [J Raleigh,
NC 27615-3307 (] TELE. 919-847-1811 or 800-729-7950, FAX: 919-847-

8584
PRICING: Price Upon Request
P27698

The
PLATFORMS: IBM PC-XT, PC-AT, PS/2 Serles; MS-DOS-based Hardware;
Radio Shack/Tandy 1000 thru 4000; Unisys PC; Wang PC OJ PC-DOS,
MS-DOS

NUMBER OF CUENTS/USERS: 50+

DESCRIPTION: The Front Office accommodates lead tracking, sales call
reporting and follow up, auto phone lemarketing, sales por
ance, word processing, job costing, accounting (due and
paid), and sales order Include muitl-user, Import and

CONTACT DATA: Howard A. Brooks CJ President O Interactive Micro Inc. O
P.O. Box 478 [J Bradiford, NH 03221 (] TELE, 603-938-2127

PRICING: $40.05—$60.05
P36591
Creator, The
Ap#olmnwmsa
BASIC, Machine Code
DESCRIPTIOR: The Great Creator is a menu-driven program which alds in
creating and operating and fil-in-the-blank questionnaires

multiple-choice
on the computer in the language of the user's choice. There is no limit to

hmmolwml\-unbo d for as many r d
ired. Fi de: 1) A powerful word p maomy

uyuom,Z)UploM sibl for each question; 3) All

custom-designed title and screen | in any | 4)

Soomglyaomlokuplddommlmmomv

print
MAMMMﬂMMNdemW
y. These disks are priced separately at

mosuuwosmpoemoy
SPECIAL CONFIGURATION REQUIREMENTS: 48K, disk drive
CONTACT DATA: Claire Phillip (] Dealer and C Ald ] The Prot:

Corporation ] 3411 N.W. 21st Street (] Coconut Creek, FL 33066 (] TELE.
305-077-0686

29
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Growing Your Business

PLATFORMS: ATAT 6300; IBM PC, PC-XT, PC-AT, PS22 Serles; Intel
80286, 80386, 808X; MS-DOS-based Hardware (] PC-DOS, MS-DOS
NUMBER OF CLIENTS/USERS:

50
Growing Your Business provides a mark ting tool to build a
service busi from The soffty provid l ing,
merge lellers, statistics on sales, and rek Wp 0 ] 3
Growing Your Busi ges cllents, prosp word-of-mouth cam-
paigns, and referral tr 3

CONTACT DATA: Steve Kantor [J President [J Gnossos Software [J 1534
16th Street N.W. (] Washington, DC 20036 [ TELE. 202-387-0858
mm.oo—sz.oo&oo

71

BM (Interactive Computer Based Marketing)
PLATFORMS: DEC VAX [ VMS
ICBM (interactive Comp Based Marketing) Is an interac-

g sy Nt provides inquiry, update,
retrieval, ysis and fin from data bases of any size
or complexity. The system will capture, and turn customer intelligence into
sales dollars; prequally new through 9. or direct

mail; and explore new markets and increase existing market penetration
al a low cost per new sales dollars. It has a telemarketing front-end option
complete with screens for op 3 king ring; call
back scheduling; literature/sales order processing; personalized letter gen-
eralion; and data base interface.

CONTACT DATA: Advanced Management Services Inc. [ 3 Harbor Street
0] Salem, MA 01970 (] TELE. 617-744-5330

PRICING: Price Upon Request

P28710

IMREX Marketing Plus
. PLATFORMS: IBM AS/400 0 0S/400
LANGUAGES: RPG 1IV400
DESCRIPTION: IMREX' Marketing Plus helps the marketing and sales stalf
lo review and analyze customer sales; generating caling lists as described

by user-defined p d P online and and
mmmmmmdmmmmm-mmnm
and ting letters are mai d [+ by the system. Other

sales call logging and ; automatic creation of letters for direct mall
awzmmvammmum
with q mic search of the lead/customer database;

Entry
CONTACT DATA: Valerie Drew ) Marketing M ger CJ IMREX C P
Systems. Inc. J 307 E. Shore Road [ Great Neck, NY 11023 (] TELE.
516-466-5210 or 800-874-1020
PRICING: Price Upon Request
P33270

-~ PLATFORMS: ATAT 6300 IBM PC, PC-XT: MS DOS-based Hardware [
PC-DOS, MS-DOS
NUMBER OF CLIENTS/USERS: 50
DESCRIPTION: In-Charge is a PC-based module which logs changes In force

llability and requir In a telemarketing call center. It provides
output that can be used as Input for payroll processing, attendance record-
Ing, performance reports and force reports. A Is
CONTACT DATA: Marketing CAFFINITEC 11737 Administration
Drive [J SL. Louis, MO 63146 [ TELE. 314-569-3450
PRICING: $7,500.00
P26419

IinfoTrak

PLATFORMS: IBM PC, PC-XT, PC-AT; MS-DOS-based Hardware [ BASIC

0S8, PC-DOS, MS-DOS

NUMBER OF CUENTS/USERS: 15 % 4 et ,

DESCRIPTION: Mall list management abllity a range of

information for anyone on the list, typically transaction dala (sales, sub-

hips, donations, pledges, etc.) or open-ended com-

ts. { may be generated with nesied sublotals up to

't“:or:’hy?:z‘:p.mmammuybouwh”mmw‘"m i

for "Finds" and "Sorts". Extensive and flexible coding capabiiity.

SPECIAL CONFIGURATION REQUIREMENTS: 640K RAM, 20MB minimum hard

3.7

disk; executable Clipper file and data files included

CONTACT DATA: Giick Associates, Inc. (] 1616 S.W. Sunset Boulevard O
Portland, OR 97201 (] TELE. 503-244-5278

PRICING: $995.00—$3,600.00 License

P28235

InQuiry Action eXpress (QAX)

PLATFORMS: Data General Eclipse, Nova, MV Serles, Deskiop; IBM
PC-XT, PC-AT; MS-DOS-based Hardware (J AOS, RDOS, SuperDOS,
MS-DOS

LANGUAGES: BASIC

DESCRIPTION: QAX is a sal 's marketing and 0 system. i
prwsdnma'wwwpmmmmcuuﬁmmumm
of leads and immediate generation of any of nine standard

letters. These prosp can be assigned to a teritory or sal or
placed Into the Open Inquiry Pool for later action. Additional Information
may be d (type of busin size, referred by, contact dates, title,

status, elc.). Special Information may be saved by adding electronic note
cards. QAX tracks advertising effectiveness with indvidualized selectable
mass mallings, sequenced letters, and domestic and for malling ad-
dresses; and It provides statistics to help direct product in:s'vm and
sales approach, QAX also contains a mutti-level script processor. Telemar-
keters can uhclmyomolmommlmvuymbnolm
script In respx 1o the prospect's

CONTACT DATA: Robert Quach h O Py O QAX int
Systems Corp. [J 4273 Cavehill Road (J Spring Hil, FL 34606 () TELE.
904-596-2090

PRICING: $995.00— $2,495.00 License

P24257

Inquiry ent Software

Managem
»\Drumlln: IBM PC, PC-XT, PC-AT; MS-DOS-based Hardware (] PC-

OS, MS-DOS

DESCRIPTION: Inquiry Manag Software is designed for the mark

advertising, rade shows, and promotional efforts into sales. It
features professional Inquiry fulfiiment, automatic sale as-
signment. tracking, follow-up and performance/ reports. A 90-

ay y
CONTACT DATA: Ken Comradini [ Marketing Manager O] inquiry Plus (1814
Eagle Drive (] Bensenville, IL. 60106 [ TELE. 312-595.5050

PRICING: 31.500.00/8&#. User; $3,249.00/Novell Network

P25820

IOZBOIM..I..M.IO

PLATFORMS: Hewlell-Packard 250 Series [] BASIC OS

LANGUASES: BASIC

NUMBER OF CLIENTS/USERS: 7
mmzmsm-mmmmo-ou«hm-
m»mwummwmmm
expenses into a giud set of A R passes
raw data o Sales Analysis. The comp Inputs variable inf such
uumpoophcxpom-orlmmeodo.umduoohubn.
SAInAM!ydlpvodtmaﬁhﬂthMlmmeM
rm.lﬁvouﬂu«wﬁohmdmmmm
dcu.mwmmmmnﬂmnmm
onmoCRTorhudzpyonmw.Dllmmmm
Slons we aval achrop AP gprsaly ot s

five-year history file on product fine and salesp Other
fully-Integrated packages inciude Receh s, Pay G
Payroll, Job Costing, inventory Fixed Assets and Word Processing.
CONTACT DATA: Arslen Crispin [ Innovative Solutions [J 1903 W. 160th
Street (] Gardena, CA 90247-5253 (] TELE. 213-715-6900

PRICING: Price Upon Request

P27873

JDE Sales Analysis
PLATFORMS: [BM Systenv38, AS/400 (] 08/400, CPE
LANGUAGES: RPG 11V400

100 ICP SOFTWARE DIRECTORY — B
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requires, and interfaces with, JOE Sales Order Processing. Fealures in- marketing expenditures and the sales effort through of media
clude: the creation of a sales history database from which standard and wmmyw ly sl d d reports. The

uur-dohodnpomelnbopnpm wmmnm-w
reports, such as location, sales by salos by pr
mmnmun;mm-wummm T)h-yslomdnopmv!du
video inquiry into the entire database, as well as comprehensive security
fealures. JDE Sales Analysis requires: JOE Saln Order Processing, JOE
Address Book/El ic Mall, JOE In y A g

CONTACT DATA: Marissa Gotta (] Marketing Support auJ .
Edwards & Company (] 4949 S. Syracuse Street [ Denver, CO 80237
O TELE. 800-727-5333

PRICING: $2,500.00 — $14,300.00/Module

P24921

Keep In Touch
PLATFORMS: I1BM PC; MS-DOS-based Hardware (] PC-DOS, MS-DOS
CRIPTIOR: Keep in Touch Is a tool for developing a network of business

and for ging the deskiop. The softy is for and

i s who are in " ication with cllents and associ-
nu“modlomukcbuﬂnuqow satisfy client needs, and organize
a Keep in Touch includes a data-

base ly-tom lovadambook'. fo-do fists, autodialing, alarm clock, re-
ports, calculator. mailing labels, andlopolalc.lamdoonpm.dudm

ok e s

Inquiry

bdumﬂMmdude). ndmgnndlmﬂ* and
sales lead fleld notification. Maintenance Is included for 60 days; $175.00
per month option thereafter.

SPECIAL CONFIGURATION REQUIREMENTS: 640K memory, floppy disk drive,
hard disk,

printer
CONTACT DATA: Mike Stack [J President CJ LEADtrack C 0620
Colonial Park Drive (] Sulte 100 (J Roswell, GA 30075 (] TELE. 404-587-
0412
PRICING: $1,875.00
Pi4211

eotterMaster Advanced
[TFORMS: IBM PC-XT, PC-AT; MS-DOS-based Hardware; NCR PC;
Shack/Tandy 1000 thru 4000; Unisys PC; Wang PC [J PC-DOS,
TRSDOS, MS-DOS
LANGUAGES: Assembler, C Language
NUMBER OF CUENTS/USERS: 17,000
dis a system

that allows users to maintain client data bases. From these client data
bases, users are able to track client activity, do mass mailings based on

Thonﬁn.nhunpmhdodmdunbcmdmmll‘ ° o

MACI'IITA.SQQVOKIN«U"“‘ Oa o [J 1534
16th Street N.W. O] Washington, DC 20036 [ TELE. 202-387-0858
PRICING: $205.00— $10,000.00

P26886

Lead Tracker, The

PLATFORMS: AT&T 6300, 7300; IBM PC, PC-XT, PC-AT, PS/2 Serles;
MS-DOS-based Hardware (] PC-DOS, 0S/2, MS-DOS

NUMBER OF CLIENTS/USERS: 100+

DESCRIPTION: The Lead Tracker a
Features include: inquiry/retrieval ol prospect data and muipdalkm, ac-
count visit status logging and updates: leads vs. sales closed ratios;
management reports by sales rep, product, and territory; automatic updat-
Ing of prospect leads; and forms design, word processing, label printing,

elc.

SPECIAL CONFIGURATION REQUIREMENTS: 256K memory, hard disk

CONTACT DATA: Vilma Ram J Vice President ] Bits and Bytes Inc. (] 1650
Oakland Boulevard [ Sulte 105 [J Wainut Creek, CA 94596 [ TELE.
415-945-0087

PRICING: $129.00/Copy; $750.00 Multi User

P36137

eonds & Sales +
PLATFORMS: IBM PC-XT, PC-AT; MS-DOS-based Hardware [J PC-DOS,
S-D08

Individual client dala, manage sales calls, do telemarketing campaigns,
client and more. Ad\ allows the user to custom tallor

the data base. Network version avallable.

SPECIAL CONFIGURATION REQUIREMENTS: 512K RAM, hard disk, DOS 2.1 or

CONTACT DATA: Susan Bargsiey [J Marketing Director [ Dilg Publishing,
Inc. O P.O. Box 1238 (] Grapevine, TX 76051-1238 (] TELE. 817-860-0155

PRICING: $495.00

P36743
Market Master Manager

TFORMS: Apple Macintosh [T MAC OS - System 6, MAC OS - System
7
NUMBER OF CLIENTS/USERS: 300+
DESCRIPTION: Market Master Manager bridges the gap b our Indl-
vidually for one sak and the site icense for a
large Evmhhwmnoluuormhelonnm

ewporllon.

Wmnbrmm-duoﬂu Market Master Manager auto-
sales by Zip Code, product fine or rotation. it

prhualb«mhompm“mtumbymnpbrmu
also prints separate cal lsts for each It produces a host of
results analysis and activity reports by sales rep or by group so the
separate or combined activities of the sales force are avallable to the
manager in several ways for analysis. Also available in Multl-User.
memh _lt!mmmcmay 2MB rec-

ded; hard disk requir
euucrun: M-hh&mnDMlkohpDhcvaBn
Productions (1210 Park anN City, CA 95959-2614 (] TELE.

DESCRIPTION: Leads & Sales + Is designed for 1136 by sales prof

to organize all lead Information. It Is designed for the muitl-olfice environ-
ment as well as for indviduals. nhnlnmumwmommdlndo-
pendently assignable privileg diate avallability
of lead Information; fast and easy hlorm-ﬂonum:honmyldd ‘sortand
select on 22 flelds for malling labels, reports and merge file records; tickler
file; disk Me transfer of Information lo word processor or other offices;
English commands and requests: on-ine screen Help throughout; pro-
duces dozens of different reports including special phone directories and
tickler fists. It also produces lead cards fo lake out Into the fleld.

CONTACT DATA: Dana O Director of Marketing (] Atlantic Software
HouuDPO Boxo 187 L] Indialantic, FL 32903 [ TELE. 407-724-4113

LEADtrack: Sales Lead Management Software
PLATFORMS: ATAT 6300; IBM PC-XT; MS-DOS-based Hardware (] PC-

DESCRIPTION: LEADtrack Is a multi-functional marketing tool allowd
mm»cmnhmmwuwunumummnw

916-265-0911
PRICING: $595.00 First 3; $100.00/Additional
P35398

Market Master R/A
TFORMS: Apple Maciniosh (] MAC OS - System 6, MAC OS - System

NUMBER OF CUENTS/AUSERS: 300+
DESCRIPTION: Market Master for the Macintosh Version 3.0 has all the
features of Market Master Version Il, plus a Resuits Analysis module. With
I, the user can quickly see whal sales activities work best and which lead
m-mwmmmm(mmuu) Besides showing the
number of Yes, No, Reschedule, and Sale resp for each step of the
marketing strategy, Market Master for the Macintosh Version 3.0 also
displays the same information for each lead source. Its flexibifity allows the
umoh h c:'hd l\o“; or any other criteria users decide
upon pltoo sowrce, analyzes campalgn results over
Mmdduormw. it
SPECIAL CONFIGURATION REQUIREMENTS: 1MB minimum memory, 2MB rec-
ommended:; hard disk
CONTACT DATA: Maria Robinson OJ M Director O By

licated package uses a master menu and several sub-menus to chain 9 ugt
P y programs g word pr g, d 0 Productions [J210 Park A O Neveda City, CA 95959-2614 (] TRLE.

and reporting capabifiies. The system will assist o close the loop between 916—265—0911
ICP SOFTWARE DIRECTORY — & Financial A 101
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PRICING: $395.00
P35397

J\"M‘ARKITNICW
" TFORMS: Apple Macintosh ] MAC OS - System 6, MAC OS - System
LANGUAGES: C
mcmmmmcusmsmm menu-driven program
for gk 9. It helps users determine the opli-
mmnmgﬁnwkﬁbrmmdmorm It enables marketing groups
1o use a systematic, and logical method 1o identity their

kcylmmuht.-ndovdum-mvhbltyolmylpdcsogmom.m
integrated database of marketing Information

ment descriptions, bomk:yu
repoﬂmoupumdmodm-kclugmeowuhudon
user input. In addition to a flexible, user-frlendly tutorial, the system lea-
u-smwmmuonmnmmmmum
format. It Is written in C and uses Hyp During

both subjective, uuwm-mmmumm as
well as quantitative demographic information.

SPECIAL CONFIGURATION REQUIREMENTS: 1MB minimum; 20MB hard disk
recommended; Mouse required

31.7

PRICING: $1.000.00 — $100,000.00
P36128

MarketFax

PLATFORMS: IBM PC-XT, PC-AT, PS/2 Series; MS-DOS-based Hardware

0O PC-DOS, MS-DOS

LANGUABES: BASIC

NUMBER OF CLIENTS/USERS: 3,500+

DESCRIPTION: MarketFax combines uln nddng word pnocndng data-

base management, strategic pi g and |

system. Features inciude: user eubnlzod automatic sales phn driver

(prepares automatic letters, moves clients through sales sequences auto-

mnllcnny) cruln and prints a variety of follow up letters all In a single print
P may be printed lo reports or displayed on a
| rk scrmlw dlaling; follow up letter instructions are stored

ina lmwnry file for printing at a later ime; automatic tracking of markaet-

ing activity and client history; convert data into MarketFax from other data

bases; generate automatic letlers based upon a preset date without user

Intervention; selection of cllents from one list to amthu by user definable

criteria; sort clients by name, ipcode, etc.; print

letters, call notices, exception reports, |lbob onvobpu hddofnby any

emorh and mmgopo-poddmbuu up to 32,000 records on the PC

and

CONTACT DATA: Robert Gahtan [ President [J Good News M

[ 42 Windsor Street [J Arlington, MA 02174 [ TELE. 817-84&7!3!
PRICING: $695.00

P39787

Market Planner®, The

PLATFORMS: IBM PC-AT, PS/2 Series; MS-DOS-based Hardware (] PC-
DOS, 0§/2, MS-DOS

LANGUAGES: Assembler, APL, C Lmquqo

NUMBER OF CUENTS/USERS: 15

DESCRIPTION: The Market Pltnor and Its relaled family of personal com-
puter software systems enables .ocm fo honpld -pod!b and external

databases through fully Qr mapping,
graphing, display 0 and d clp&lﬁn. The
Sachs Group provids ' rketing software, educa-
tion, data, mdsz.ppoﬂbhodhmwm

SPECIAL CONFIGURATION REQUIREMENTS: 640K RAM

CONTACT DATA: Janet Guptil O Vice Prasident ol Sales and Marketing [
The Sachs Group Ltd. [J 1800 Sherman Avenue [] Suite 609 (] Evanston,
IL 60201 (J TELE. 312-492-PLAN

PRICING: $30,000.00— $40,000.00 License

P36148

“MARKETBASE

PLATFORMS: IBM Systemv36 (] SSP

LANGUAGES: RPG INIV400

NUMBER OF CLIENTS/USERS: 10

DESCRIPTION: Designed for the IBM System/36, MARKETBASE Is a data-
Jase management system for sales and customer service support. It

ealures lead generation and lead tracking, personalized direct mall, tele-

narketing support, Information management and sales management
ools, and list ‘cqth.ontom magnetic modl. nboomptcldym.m

iriven and Is d P d user.

:ONTACT DATA: Steven NoQDr ident O] VanArsdale A

] 5540 Centerview Drive [J Sulte 415 [J Raleigh, NC 27606 (] ‘II.I.
119-851-6917

'RICING: $5,000.00

32249

AarkeTemplates
LATFORMS: Apple Macintosh; IBM PC, PC-XT, PC-AT; MS-DOS-based
lardware (] MAC OS, PC-DOS, MS-DOS

ANGUAGES: FORTRAN, BASIC, Pascal, C Lanyuq. MACRO
ESCRIPTION: Marke Templ pr lated. and Individt
od busin m. ,bmlmnmhgldnhomm
>ncepl stage to an integrated, g system. These
srvices include Mmmum'yamw
mpuur prowromom. software pwlmmha documentation

o

tions.
;g-:':::r DATA: Tracle F. Gib[J President 0 A LaCarte 05237

Marketing
\mes Avenue S. [J Minneapolis, MN 55419-1136 [J TELE. 612-929-6131

02 ICP SOFTWARE DIRECTORY — Business & Financial qumn

app ly 4 million on the VAX version. Local Area
Networks are supported.
CONTACT DATA: Robert T. Price [ Pr. O Sclentific M: g]23046
Avenue De La Cariota [J Sulte 602 [J Laguna Hils, CA 92653 (] TELE.
714.957-0225
PRICING: $2,995.00—$8,995.00
P36152

arketing Analysis Package

TFORMS: Altos; Data General Eclipse MV Serles; IBM PC-XT, PC-AT:
MS-DOS-based Hardware; Prime; UNIX-based Hardware [J AOS/VS,
PC-DOS, UNIX, MS-DOS, XENIX
LANGUABES: COBOL
NUMBER OF CLIENTS/USERS: 4
DESCRIPTION: The Marketing Analysis Package targets and defines pros-
pects and streamlines current sales activity, This easy-lo-use package will
m:mmmmwmwmmm Its unique

) and y allow the user to target potentlal vertical
mukoubymquownmmommrmﬂ
efforts, view base or market penetration. Its
vmmommnwmnmumammdm-
specifically largeted audiences rather than to waste time and resources on
gmummwmmmumnmwm
such as on-line vi g of p leph calling reports,
fleld call reports, mdlddululpom
CONTACT DATA: Robert Crowder [J Marketh tive JASC Com-
or Systems [J 550 Forest Ava&lo 101 0 Portland, ME 04101
TELE, 207-772-8620
PRICING: Price Upon Request
P14136

Marketing and Sales Management (MSM)
PLATFORMS: IBM System/38, Systenv38, AS/400 (] 0S/400, MS-DOS
LANGUAGES: RPG 111400, C
NUMBER OF CLIENTS/USERS: 400
mmmummsuuummsmmmsmn
Increase productivity, onou oﬂdono, mdoommloﬂnmum
and sales effort in the selling MSM s
afull system that pr g. lead man-
agomorl.kdnct mell management, lomlc uportnq lln:inm, qsou
inside and

oy
sales lan:o Eaﬂytmwlhm “m
Supports laptop computers which integrate with the host.
CONTACT DATA: Sales Department (] Marketing Information Systems [J
!mOﬁAvaEvmulLﬁm1D‘lll.7os-401 3885
PRICING: $20,000.00—$100,000.00
P36237

Marketing Decision Maker
mmATAT:!BSoﬂn,ssoo 7300; IBM PC, PC-XT, PC-AT, PS/2

Series; MS-DOS-based NCR PC; Radio Shack/T: 1000
thru 4000; Unisys PC; w-anc(:ch Osrzus-oosm
mmmmnmmmmmnu
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planning and prod 9 professional who does market assess-
ment and planning. Features includs mml, timath P

fition profiles and intelligence; product, price tion mix; di 1t

channels; and market plan implementation clmogln

SPECIAL CONFIGURATION REQUIREMENTS: 256K main memory

CONTACT DATA: Vilma Ram OJ Vice President ] Bits and Bytes inc. [J 1650
Oakland Boulevard [J Suite 105 ] Walnut Creek, CA 94596 (] TELE.
415.045-0087

PRICING: $159.00/Copy; $750.00 Multl User

P36139

MARKETING EDGE Issue 4.0
PLATFORMS: AT&T 8300, 7300; IBM PC, PC-XT. PC-AT, PS/2 Serles;
MS-DOS-based Hardware; NCR PC; Radio Shack/Tandy 1000 thru 4000;

Wang PC JMS-DOS

NUMBER OF CLIENTS/USERS: 9,000

DESCRIPTION: MARKETING EDGE Is dodqud 1o assist productmarkating
agers and pr g a prolessi markel plan. It

provides a tool 1o screen now pmdua oppom.mlln allowing the user lo
select markets, define customer needs, evaluate competitors, price prod-
ucts. and select distribution channels. It also includes 17 customizable
marke!l planning opplc-ﬂons. Ofnam tutorials of eonplolod mmm
analyses with buit-in rketing are provided. ]
presentation graphics are mmmlcdly eomtuc(od from lnpm.

SPECIAL CONFIGURATION REQUIREMENTS: 256K, Lotus 1-2-3 1A or 2.01
CONTACT DATA: Robert A. Sevio (] President (] SUCCESSware, Inc.[1203
Annandale Drive (J Cary. NC 27511 [J TELE. 919-469-0119
PRICING: $209.00 One Time License
P34629

Marketing Management System (MMS)
PLATFORMS: DEC VAX; IBM PS/2 Series; MS-DOS-based Hardware (J
VMS, PC-DOS, MS-DOS

DESCRIPTION: MMS features include: easy 1o use menus: marketing demo-
graphics, 9,999 lines memo, 9.999 lines sale activity; direct mall; lead
distribution and tracking; lelemarkeling; follow-up schedules; sales fore-
casting; lead analyses (eight reports); import and export files; and ad hoc
reports (optional).

SPECIAL CONFIGURATION REQUIREMENTS: IBM/LAN. Labtops

CONTACT DATA: Bonnie Nolan L] Sales Support (] JEB Systems, Inc. (132
Daniel Webster Highway [J Suite 12 [J Merrimack, NH 03054 [ TELE,
603.883-4662 or 800-821-1006

PRICING: $995.00—$15,800.00

P22524

nt Sy

PLATFORMS: 18M Sylmw:!u SyuonvSGC] CPF, SSP

LANGUAQES: RPG I11V400

DESCRIPTION: Brings to markating managa ment ﬁavﬂ- snles analysis and
markeling control faclitles. It quickly isol P ol and
problem areas without Inundation of paperwork.

CONTACT DATA: GMD, Inc. J 1830 Underwood Boulevard [J Delran, NJ
08075 (] TELE. 609-764-1300

PRICING: $9,500.00

P30928

Marketing Management System/Plus (MMS/Plus)
PLATFORMS: DEC VAX, MicroVAX [J MicroVMS, VMS

LANGUAGES: COBOL, C Language

NUMBER OF CLIENTS/USERS: 1,200

DESCRIPTION: MMS/Plus features include: marketing demographics; ac-
sount memo; sales history; I up lo 500

primary company rooord mom&tvm !ud mmm account man-

dﬂy tr pr 9 g call reporting; sales
L g and reporting; Q ! analyses; and ad
hoc inquiry/repo

-aporting (optional).
CONTACT DATA: Eonnle Nolan (] Sales Support [J JEB Systems, Inc. (J32
Daniel Webster Highway [J Suite 12 [J Memrimack, NH 03054 (] TELE.
503-883-4662 or 800-821-1006
PRICING: $5,600.00—$15,800.00 License
36129
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Marketing Management System/Project Tracking

MMS/PT)
SUMAT&TM 1BM PC, PC-XT, PC-AT; MS-DOS-based Hard-

Include: demograp memo;
project tracking; report generator; droamd(lambnmw

word processing interface); lead distribution, tracking and follow-up; tele-
g projects primary salos 0; lead analy-

ses (elght stand o Icpiries and repors; Import and

export flles; lnduurnotmy

CONTACT DATA: Bonnle Nolan SwponDJEB Systems. Inc. (032

Daniel Webster Highway (] Sulte 12 [0 Merrimack, NH 03054 [J TELE.

603-883-4662 or 800-821-1006

PRICING: $2,500.00—8$5,000.00 License

P36130

Marketrieve PLUS
PLATFORMS: DEC VAX, MicroVAX; Hewlett-Packard 3000; IBM PC-AT;
MS-DOS-based HmDMu'oVMS. VMS, MPE, MS-DOS
NUMBER OF CUENTS/USERS: 110
mmmmm«mmm Quick access fo data,
g by ber and other keys. Fol-
mew wbnmahﬁomwdodm.«ol
reports. Complete it
mlmmmodu. F‘lmm wmmmmm
nblobummuwuloydo Ab'lybmholw-mmm
as order entry. Euy ap! ly from mailing lists and
other 1 bed hang

Detallod

such as temit 4
dmuowrlptpowmeuwudmaboutunypo call disposition,
ﬂ"vm

mmm-mamcm-
Ci

orporation
CONTACT DATA: Edward P. Lucia, Jr. O President (J Marketrieve Company
[ Londonderry Commons [J Suite A-3 [J Londonderry, NH 03053 (] TELE.
603-434-0442

“\mmnmmumaﬂm

DESCRIPTION: A compr ckage designed to p
nvonlcomnu\lcdomloohlobohmmmdmmouu
Mark includes C: Ustings, Contact Listings, Contact Display
(Terminal), Call Back Reports, Follow-up Reports, Contact Result History,
and Telephone Directories.

CONTACT DATA: Stephen S OA O The Distri-
hMSo\mDONTmuhMDPO Box 7137 (] Ekins Park,
PA 19117 [J TELE. 215-885-4880

PRICING: Price Upon Request

P30581
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% MARKOPS MTI1 Sales/Service
PLATFORMS: IBM PC, PC-XT, PC-AT OPC-DOS, MS-DOS PLATFORMS: Pick-based Hardware [J Pick
mmaxops.-mnowommmwnmdm-m DESCRIPTION: Additional Inf about this product may be obtain
from the vendor listed below.

package. MARKOPSMMunhmmolm*nmebpm
and bottom-up activities of a simulated industry. The user s
dldu\godbdnobp“bﬂroﬂommmhlm-ﬂ
fine of prodk I

CONTACT DATA: Bruce Hamilton CJ President ] Media Technology, Inc. [
3400 Siverstone [] Suite 126 [ Plano, TX 75023 [ TELE, 214-085-8102

envionment. The user will: age a P g new PRICING: Price Upon Request
products and withdrawing poor ; make decisions on direct and P30612
indi rketing approaches; all ! the firm across differ- = -
ent client seg and analyze and anticipate competitors behavior, and MYTE MYKE™ Sales Analysis
o offerings and client needs.
COTACY BRTE ormiaiive to compeliive oflerngs and OStrarXinter-  PLATFORMS: ATAT 6300, 7300; Allos; Hewlen-Packard 9000; [BM PC,
tional [ 222 Third Street [] C. : h 02142 O TELE. 617-494- PC-XT, PC-AT, PS/2 Series;: MS-DOS-based Hardware; NCR Tower:
e A UNiX-based Hardware [ PC-DOS, Novell NetWare, UNIX, MS-DOS.
PRICING: $235.00 2N
. LANGUAGES: COBOL
NUMBER OF CUENTS/USERS: 300
mmmm-womh-w-ummm
MATRIX Information Technology system which two-year comp sales information. Fi
PLATFORMS: IBM PC, PC-XT, PC-AT, PS/2 Serles; MS-DOS-based Hard- include: 1) Menth-to-month, year-to-date and previous comparisons; 2)
ware (JPC-DOS, MS-DOS Quantity and dollars by sal \ product class p
LANGUAGES: C Language y S 3) P driven report g which allows user formatting and
DESCRIPTION: MATRIX pr quencing of reports; and 4) Up to 13 columns of figures and 5 levels of

mon'.lndeunbouudbymmymnvﬁthlnmooon‘pmy.ﬁo—

vides lead tracking, client [ g, sales analysis, call

reporting, In y mal auto-scheduling and tickler systems.

Umuodmhhmmlﬂlbum.mmww-d&

fined code tables. MATRIX Is d hor o be to Individe
pe or acolk

Mary Anne Davis (] Marketing C Manag
CIMarket Power, Inc. (1101 Providence Mine Road(] Suite 104 () Nevada
Chy, CA 95959 (] TELE. 916-265-5000, FAX: 916-265-5171
PRICING: Price Upon Request

P36887

NUMBER OF CLIENTS/USERS: 2,000
DESCRIPTION: MCBA's Sales History reports period-to-date and year-fo-
with iy b

folals. lladodqndbvboﬁundbu&nmomdmdwmmm

departmental, divisional or remote-site requi Sales Analysis sup-

ports both single and mulli-user envi A support program that
y st hy is A 90-day warranty Is included.

mcmmmm. 10MB hard disk

(20MB recomm: Ryan McFarland Run Time COBOL

CONTACT DATA: Jane Carp 0 Vice P Marketing O M & D

Systems, Inc. [J 3885 N. Butfalo Road [J P.O. Box 108 [J Orchard Park,

NY 14127 O TELE. 716-662-6611

PRICING: $850.00 and Up

P27136

NAMER by Salinon®

“~-PLATFORMS: IBM PC, PC-XT, PC-AT; MS-DOS-based Hardware (] PC-

DOS, MS-DOS
LANGUAGES: Assembler, BASIC
NUMBER OF CLIENTS/USERS: 2,000+
DESCRIPTION: NAMER by Salinon is a ing th for selecting
numsbrcomplin.mmt.wum.mmobp-
ment dlir rk ch R&D

date sales and costs in nine § P 0 ly
lnd-umn-in:m&blthonRMM\glommnh

ag: S, 4 woing
gin .mbm:dmoudmmvoqullmmmmb
and easy-to-und d functh keys user friendly. Version 2.2

any period compared fo the same period in the previous year, by prod
by within p by product within by product within
category, and by product within customer within salesman; prints detalled
history reports showing all Invoice data related o each line ltem sorted by
customer, by salesman, by state, by product category, and by invoice date;

data ically when in are printed, and optionaily allows
manual

SPECIAL URATION REQUIREMENTS: RM/COBOL-85

CONTACT DATA: Sales Department LI MCBA, Inc. L 425 W. Broadway [
Glendale, CA 91204-1269 [J TELE. 818-242-9600

PRICING: $495,00—$5,500.00

P14516

MediaMark

PLATFORMS: Apple Il Series, Macintosh; IBM PC, PC-XT, PC-AT, PS/2

Series; Intel 80286, 80386, 808X; MS-DOS-based Hardware; Motorola

58000; Radio Shack/Tandy 1000 thru 4000 [J Apple DOS 3.3, MAC OS -

System 6, PC-DOS, O8/2, TRSDOS, MS-DOS

LANGUAGES: Assembler, Pascal, C Language

NUMBER OF CLIENTS/USERS: 300,000

DESCRIPTION: MediaMark is for business or rketing. Media-

Mark Insights uses an "Active Sales Ald in a Disk” theme to communicate

sales messages. Advertainment uses sales messages as an Integral part
rtainment process.

;;gn:;"c.mam REQUIREMENTS: Color monitor required; 3 1/2MG

~ard disk required; VGA graphics card required

SONTACT DATA: Rick Blackman (] Production Manager [ The InMar Group

-] 4242 Piedras Drive East[J Suite 120 ] San Antonio, TX 78228 [ TELE.

312-733-8999

;m $20,000.00 — $99,000.00

36246

:‘ovov;;.'éoonlmmabm.dbymmm
a pr h Th and User's Guide, and database
editing/ile creation features. Includes 1 different name creation methods

and more than 12 datab i p key words gorized
Mcudlbhhomub\ldlt#oermmmnumhmw
letters, syllables, or whole words.

SPECIAL CONFIGURATION 256K minimum, DOS 2.0 or later

REQUIREMENTS:
CONTACT DATA: Mike Carr O President [J The Salinon Corporation [J 7424
Greenville Avenue (] Sulte 1150 Dallas, TX 75231 [ TELE. 214-692-9091
PRICING: $150.00
P29314

National Sales T Management
PLATFORMS: ATAT 3B Serles; DEC Malk Encore Computer; IBM
Mainframe; McDonnell D«yu:mua;mm-u;ui-y-noosm-
OPRIMOS, UNIX, Pick

LANGUAGES: BASIC

DESCRIPTION: National Seles Territory M. 0 Is a compr

mnwmlmdmhmm the activities
for ful selling, from s o prok |

Y prosp glop
customer management. NSTMS provides all the features to 0 con-
trol over the sales process, increase productivity, im s
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BUSINESS MANAGEMENT
3.7 Corporate Services 3.7
830 Morris Tumpike [J Short Hills, NJ 07078 (] TELE. 201-370-7979 p.n«m. Prints malling labels nnd bling salesp fo carry
PRICING: Price Upon Request on and update Ink while on the road.
pbtained Parazt CONTACT DATA: Joan A. [ Product Manager (] Management Cam-
inc. 0 P.O. Box 88039 L] Atlanta, GA 30338 (] TELE. 404-668-9021
L Inc. 0 / $40.95
e Manager
910 TFORMS: [BM PC, PC-XT, PC-AT: MS-DOS-based Hardware D PC- T30/ 10
DOS, MS-DOS
OF CUENTS/USERS: 25 o.o.r Interviewing System
mo«mummhlmdb\mm!mmwm«ho mmnmmnm.um
power of a database with word pr Additional information about this product may be oblained

gas2das

a

1991
ion

tact files o produce mal labels, Rolodex, blow-q; lists and letters. The
specific task is selective by using and/or search logic to find only those
customers/contacts who are your targel. The system has an easy-lo-use
accounting system that does not require any knowledge of accounting. All
Income and expense detalis are easlly recorded using up to five check-
books. Invoicing and assel records also. Memo writer and calendar are
included. Compatible with Rep- Trakker and most word processors.
CONTACT DATA: Certified Software Distributors, Inc. (] P.O. Box 7824 OJ
Incline Village, NV 89540-7824 [ TELE. 702-832-7638

PRICING: $209.00

P31250

OMNITRAC Sales Management System

PLATFORMS: AT&T 3B Series, 6300; DEC VAX; IBM AS/400, PC, PC-XT,
PC-AT; MS-DOS-based Hardware; Stratus; UNIX-based Hardware [J
VMS, PC-DOS, UNIX, MS-DOS

LANGUAGES: C Language

NUMBER OF CLIENTS/USERS: 120

below.
CONTACT DATA: Ron Leeds ] President (] Oscar Inc. [J 48 Industral West
[ Citton, NJ 07012 [ TELE. 201-777-8000
PRICING: Price Upon Request
P30622

Ozz Point
/ MDMBMPC MS-DOS-based Hardware O RMS, PC-

WBASK: DATABUS

NUMBER OF CLIENTS/USERS: 17
mmmmbmamdu-muwbrumw
marketing. It allows the user to organiz
bvwduhg.uvlcwbywlbmum phm.mnb« company name,
as well as any of the d codes, zip codes,

DESCRIPTION: OMNITRAC Is uomprohmivodncl sales and
Ing tool incorporating f call lists, uniimi

contact dates, multiple personal conlacts, Andmoro It is a sales and
marketing management lool with varied reporting on account, repre-
sentative or product activity, sales lorecast, lead source analysis, sales
Mmmmmmummuwmw
Inquiry fuliment. Fully k with data impor

port lacllity and mass D tion and user Irendly
operation with on-ine Help messages are provided.

CONTACT DATA: Sales Department [J Interactive Systems, Inc. [J 600
Suffolk Street CJ Lowell, MA 01854 [J TELE. 508-937-8500 or 800-327-
2333, FAX: 508-446-1562

PRICING: $1,100.00—$15,000.00

P24532

Order Desk 2.0

rk Ing forp i ‘Mm“mnm‘vghbohomw"umu.

8 F“"“L.,.:J Rlaakat ...... heduler: 3)
Tickler system; J)Rotuycu\i Aoo«ymum
SPECIAL CONFIGURATION REQUIREMENTS: 128K minimum hard disk

CONTACT DATA: Michael Hahn [ Sales Director (] 0ZZ
tems [J 3410 Midcourt Road CJ Sulte 110 0 Carroliton, TX 7!
214-385-2300
PRICING: $450.00 Purchase
P25361

/

Sys-
TEE.

“~._/PC Customer Call Back

" PLATFORMS: IBM PC, PC-XT, PC-AT; MS-DOS-based Hardware [J PC-
DOS, MS-DOS
NUMBER OF CUENTS/USERS: 10
DESCRIPTION: PC Customer Call Back helps close sales. Customer Main-
lmhhymmmw-num ud:hu-ndphom
g the

TFORMS: Apple Macintosh (] MAC OS - System 6, MAC OS - Sy

7

LANGUAGES: 4th Dimension

NUMBER OF CLUENTS/USERS: 80

DESCRIPTIOR: Order Desk 2.0 is a mail order management system that
loatures: 1)mmlc2bcodobokw1mnndbvpohdry-wunu)

¢mdmm“dﬂbwmnmuhwu
every work day, week or month, the call back report can be run 1o get a list
of which customers need to be d. The PC C Call Back
program will print all customers to call within the time period specified. Also
has the abiity to print customer fists and malling labels. Network version

2) Lels users designale the "next step” lor each :3) M
dales customer first contacted and most recent contact; 4) User- definable
set of ni for each ; 5) Keeps full history of
Interactions with customer: 6) Lets users set up b three attributes for each
product (e.g., color, size, elc.) with an uniimited number of Individual
atirbutes (e.g. colora: red, green, blue, elc.); 7) Supports product sets
made up of other products (1.e., gift packs, muitl-part products, component
product sets); 8) Tracks all p s ol every product and product set,
cluding date, units and lotal value of order; O)Blnqpoﬂbn
accepts purchase orders, checks, credit cards: and 10) Products can be
sold on a subscriotion basis for any length of time In any Interval.
SPECIAL CONFIGURATION REQUIREMENTS: 1MB minimum memory: color
monitor recommended; 20MB hard disk required; AppleTak and Ethemet

are supported

CONTACT DATA: Panelope Low [J Manager [J 4th Solutions [J 733 E. Loma
Verde Avenue (] Palo Alto, CA 94303 (] TELE, 415-494-2829

PRICING: $205.00

P40399

Organizing for Successful Selling
PLATFORMS: IBM-PC, PC-XT, PC-AT; MS-DOS-based Hardware [J PC-
-MS-DOS
LANGUAGES: Pascal
m Dodqn.d for individual sales person, maintaining customer
account | lon. sales history, linerary, expenses, call

September 1991
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CONTACT DATA: Linda Methven [ A O Columbla
Systems, Inc. [J 10420 S.E. Hiicrest deoDPbﬂIu!d. OR 97266 (] TELE.
503-654-7722

PRICING: $95.00

P33481

ﬁmw

/ IBM PC, PC-XT, PC-AT, PS/2 Serles; MS-DOS-based Hard-
ware (] PC-DOS, MS-DOS
LANGUAGES:

_wmsm

DESCRIPTION: The records are pre-sorted by Name Code and by Zip Code
or they can be sorted by any of the fields or even by atiribute. The State
and Zip Code fields are checked for validity. List printing can use all or
selected records. This is based on the abliity 1o assign up to 13 aftributes
per record. Full or partial lists can be printed In full or hall page size.
User-selected altributes can be totalled for all records. Dupiicate record
detection during data entry. lemi'ltrhoobmd—mquumhmmy
word processors. It supports the attachment of 1 1o 99 dated note/event
records to any name record. This allows progress
events prospecting, elc. Notes with future dates act as a tickler.
SPECIAL CONFIGURATION REQUIREMENTS: 128K for PC DOS; 192K for MS-

DOS
CONTACT DATA: Kip Koehler CJ Owner [] Data Consulting Group [J 18
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Hector Lane 0 Novato, CA 94949 [ TELE. 415-883-2300
PRICING: $125,00
P33675

PCAT (Professional Contact

and Tracking

3.7

CONTACT DATA: Al Schwendiner [ High Caliber Systems Inc. (1 165 Madi-
son Avenue [ New York, NY 10016 L] TELE. 212.-684-5553
PRICING: $199.00 Single User; $695.00 LAN

P30864

TFORMS: 1BM PC-XT, PC-AT, PS/2 Serles; MS-DOS-based Hardware Performance Reports
PC-DOS, MS-DOS PLATFORMS: AT&T 6300; IBM PC, PC-XT; MS-DOS-based Hardware [
LANGUAGES: Assembler, BASIC PC-DOS, MS-DOS
NUMBER OF CLIENTS/USERS: 2,400+ NUMBER OF CLIENTS/USERS: 50
DESCRIPTION: PCAT™|s a tek ting and sales 0 tool which mpmmmu.wmmm
b In one package, a data file, call scheduler, telephone gather, analyze and report data which both the of
slodialer, script prompter, word pr and malling list p : leph pr and the quality of the services they provide. The
PCAT™ automates a wide range of business functi Including tele- key to the system Is the user's ability to select data input, create measure-
phone sales, lead qualifications, service, ys, mmwmmmmmu.w-mm‘:mum
llection, inquiry p ing, and fund-ralsing. PCAT™ Is an Interactive and tracking teleph pr tives. A 90-day y Is included.
and integrated muiti-function busin. pplk M provided; CONTACT DATA: Manager CJ AFFINITEC [J 11737 Administration
priced separately at $830.00, Drive J SL. Louls, MO 63146 (] TELE. 314-569-3450
SPECIAL REQUIREMENTS: 384K, two disk drives or one and PRICING: $5,000.00
mnumnsmmmwvmmwmu P26420
NelWare )
MMWkaPMDMW&MowSMDm
Daniels Street 0 Arfington, MA 02174-5023 0] TELE. 617-641.0290 X mﬁgmvmmx netae
%s)_.@\aos.oostmw,u.ooo.oo $6,400.00 Multl User BASIC. DIBOL

PCI Sales Management Solutions

PLATFORMS: DEC VAX, MicroVAX; IBM PC, PC-XT, PC-AT; MS-DOS-
based Hardware [J VMS, PC-DOS, MS-DOS

LANGUAGES: C

DESCRIPTION: This package provid fracking, g of
Quoles or proposals; f prodt quir based on quotes,
brmmu.awmmsrmmmalm.hnsn
history by account and territory, calcul sales

NUMBER OF CUENTS/USERS: 500
DESCRIPTION: PERSPECTIVE/700 Sales Analysis Is a mutt-user/multi-
pany system designed to aid in producing compr ive sales re-
ports that alow gers lo make decisk ifecting company directk
The reports highlight which products are most profitable, who the best
customers are, and which sales representatives are having the most
positive results. Reports include: 1) Ct Sales Analysis which pro-
mm.w-wmnammmmmm:z)
wcummmmmmp-w.

spiit sales credit, provid pport Ink and allows easy
report generation.
CONTACT DATA: Martha A. Schulte [ Vice President of Opcl

0 20 Technology Parkway [ Sulte 100 0 Norcross, GA 30092 (] TELE.
404-242-8222

PRICING: $695.00—$1,295.00/Module Single User; $3,000.00—
$12,000.00/Module Multl User

P36149 :
& Contacts™
TFORMS: IBM PC, PC-XT, PC-AT; MS-DOS-based Hardware [J PC-
DOS, MS-DOS—

park unit and gross dollar sales, and gross margin; 3) Salesper-
son Sales Analysis which provi product class, gross margin, and
month, year-io-date, previous year and quota comparisons; 4) Sales Ter-
ritory Recap which provides sales person Y. gross margin, product
class, and month, year-to-date, previous year and comparisons; 5)
nmsm-wwmhmﬂzmmmﬂy-uwm
ranked by sales volume; and 6) C i

CONTACT DATA: Michael B. Andel O Presi Duocscoannm
0 246 E. Janata Boulevard [ Suite 262 [J Lombard, IL 60148 TELE
312-953-2220

PRICING: $2,000.00— $5,000.00 Purchase

P25223

PRAXA® Bookings s
\m DEC VAX, MicroVAX g MicroVMS, VMS
OBOL

DESCRIPTIOR: People & C Is designed o maintain and print a dally
J A ly p the user with historical contact C
detalls for pl g the next from a prospect. The program keeps NUMBER OF CLIENTS/USERS: 50
rack of customers, reminds the user to follow-up, records each contact DESCRIPTION: Bookings Analy orders booked history for the
evenl. autodiaing, maintains malling lists, and allows searches on 26 mlyo.nm-hpmbummnbuuiuuymmm
flekis. mErtyunlonm'hhoOMuErty i Y provid:
SPECIAL CONFIGURATION REQUIREMENTS: 384K RAM. two 360K floppy disk a serfes of reports that ald in monltoring the order capluring volume.
drives or one 360K disk and hard drive, DOS 2.0 or later CONTACT DATA: Carol L. O Manager of Marketing Administration
CONTACT DATA: Dr. Gary Lipe [J Owner O People & Contacts [ P.O, Box O Unit Corp 1021 C Avenue O] Piscataway, NJ
11830 [J Fort Worth, TX 76110 [J TELE. 817-332-5203 08854 [] TELE. 201-981-1600 or 800-257-7482
PRICING: $197.00 PRICING: Price Upon Request
P36245 P38712
eBASE ‘ PRAXA® Sales Quotations

TFORMS: ATAT 6300; IBM PC, PC-XT, PC-AT, PS/2 Serles; MS-DOS- PLATFORMS: DEC VAX, MicroVAX [l MicroVMS, YMS
based Hardware [J PC-DOS, MS-DOS “_ LANGUAGES: COBOL
NUMBER OF CLIENTS/USERS: 5,000 OF CLIENTS/USERS: 30
DESCRIPTIOR: peopieBASE was designed fo_help users keep track of and DESCRIPTION: PRAXA Sales Quotations s designed fo tio 9
communicate with other people. Whether users keep In touch by phone or Ing sales quoles and prop Historic tracking of q data provid
by mall, peopleBASE will miine the flow of pond for price y. lssued may be viewed by customer,
usmmdmpoopnhoydodvﬂhAm ager, word p . product and sales or with word p g pro-
mail merge, report g and app ager are thiy vides p app Product avallabllity s determined through
integrated using a simple system of pull-down menus. Users can store Integration with inventory control. T Information can be auto-

jled Inf jion on th ds of people (including an almost d ‘hqﬂcluﬁmmhmmum

it of notes and print personalized form letters and labels, Into a sales order. H’Mmmdnduqm“,b.p..wm

create custom ists and reports, and direct phone calls al specific Individy. syst

als or targeted groups of people. CONTACT DATA: Carol L. [ Manager of Marketing Administration
CONFIGURATION REQUIREMENTS: 640K RAM; hard disk: writien In O Unitronix Corp 1021 C Avenue OJ Piscataway

gf,':‘ 08854 (] TELE. 201-981-1600 or 800-257.7482 s A
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1.7 Corporate Services 3.7
PRICING: Price Upon Request writer; 5) Multi-devel, multl-dimensional report writer; 6) Reporting parame-
§S8107 ors can be easlly changed: and 7) Task level security.
CONTACT DATA: Ken Kennedy (] Sales Manager (] Co Techniclans
Cardinal West [J 13896 Harbor Boulevard [J Suite 6-C O
PRAXA® Telemarketing Gardon Grove, CA 92643 (] TELE. 714-554-1551, FAX: 714-554-5967
TFORMS: DEC VAX, MicroVAX (] MicroVMS, VMS PRICING: Price Upon Request
LANGUAGES: COBOL P19578
a NUMBER OF CLIENTS/USERS: 30
mmmmmmmhdowmu.mhmmw
MMMIMMH&MMNMMM The PRO/FIT® Sales Order Management System
to system maintains specific inf for each lead and PLATFORMS: Howlett-Packard 3000 [J MPE, MPE XL
of can note the firms’ m..mmmmmnm-.moomm LANGUAGES: COBOL
. The for each sale. Activities can be date tagged and hot lead listing can be NUMBER OF CLIENTS/USERS: 100+
o prochcod.uunhddlunbcmmwmd;docwicmdnmlqnun DESCRIPTION: The Sales Order Manag: 8y Is designed lo auto-
ting defin Idda uoprovldod mate ldu ovdor ing In ly ur/ in
uld'uty-omvudnlnpmm.r!w An “Confi Sub ber of order
ation msmw-mhmomuawm.mmmy typncmbowhltmummm-mmm
of customer, information.
CONTACT DATA: Carol L s O M of Marketing A tio M—dﬁndm o hedul
O Unitronix Corporath 1021 C Avenue (] Pi: y, NJ Ing, extensive pricing and unit measure capabllies, and uniimited free-
08854 [J TELE. 201-981-1600 or 800-257-7482 form text. The Matrix Inquiry screen allows on-iine queries using any
PRICING: Price Upon Request k criteria. The Sales Order Manage-
P38708 ment System s fully integrated with the entire Cardin of PROFIT
/ lems. A six-month w-r-tyhhdm
/ PRIMO! murkm&m«mxmucmomc«p
/ 0! [ Suite 20001 Needham Helghts, MA 02194 TELE.
PLATFORMS: IBM PC, PC-XT, PC-AT. PS/2 Socv]bl: MS-DOS-based Hard- e,, 4490086
8 ro- ware; NCR Tower, PC; Unisys PC; Wang PC [J PC-DOS, 08/2, MS-DOS PRICING: Upon Request
LANGUAQES: Assembler, C P28759 fros
best DESCRIPTIOR: Automatically logs incoming and outgoing phone calls. Easy
most data entry and seamiessly interfaces to virtually any popular word process-
pro- ing program. Unlimited reports and forecasts. Print a calendar of activity Product & Service Rating System
3 2) by day, month or year. Automatically reminds users of an event kept In a PLATFORMS: IBM System/36, PC/36 [J SSP, PC-DOS
-dale tickler file or d; even pis leads el ly. History of calls or LANGUAGES: RPG I11IV400
spor- correspondence. NUMBER OF CUENTS/USERS: 25
, and CﬂﬂﬂmkMd\ldNoimDVboPulldamolsuuwMukom DESCRIPTION: The Product & Service Rating Sy Is a totally |
Ter- [J Free World Marketing (] 444 N. Newport (] Newport Beach, CA 92663 system for p dce relaled Industries such as hospitals, hotels,
[ TELE, 714-722-8414 th pert P P elc,
ns; 5) PRICING: $200.00 Performs online entry of unicompany Ink card tem
sales P35798 descriptions and data entry of P Provides graphi
recap of statistical information using a table of percentages, histograms or
-y PRO-IV Sales Analysis w‘?"nnm?mmmmmm-nwmm
PLATFORMS: ATAT 3B Series; Nbl Bull DPS 6; DEC PDP-11, Micro/PDP- ACT DATA: Bruce J. Voelker (] Vice President (] DARCOR I P.O. Box
11. VAX, MicroVAX, Professional 300s, Rainbow; IBM S, 8, PC, 8830 (] Metairie, LA 70011 CJ TELE. 504-888-6297 7
PC-XT, PC-AT; MS-DOS-based rhronm Mno Tandem NonSlopCl MMMW
VMS, RSX-11, RSTS, P/OS, GCOS MOD 400, PC-DOS, UNIX, MS-DOS, P31716
XENIX
LANGUAGES: PRO-IV
NUMBER OF CLIENTS/USERS: 1,000 Profit Tool™
DESCRIPTION: ASC's PRO-IV Sales Analysis is transportable, menu-driven PLATFORMS: IBM PC; MS-DOS-based Hardware [J PC-DOS, MS-DOS
developer modifiable, and can op asa dule, but Is a DESCRIPTION: The Profit Tool computerized survey system dlals the phone,
the more poweriul tool when used with ASC's PRO-IV Order Processing and wm.wmm‘gpm and records audience responses. It
from nventory Control modules. The system s used to maintaln imited cus- mmmbm data through a set of bullt-in
‘omer. item and sales person information; a log is automatically kept of any st The of Profit Tool makes it
changes made o this Information. Reports include the Detall Sales Analy- -dmmmmohmhmmdmmq The user can
sis Reports in delall or summary format, sorted by sales person, customer choose b single or the
, N ‘ype. customer code, ltem category and code and Invoice date; and Mnmnommnnwammmw
Monthly Summary Sales Analysis R.poﬂbrdxmomh:ummlrybldl of dialog app The caller asks the questions and fills
which contains gross margin percent, sales units and dollars. . hmumuon'umnmmﬁhhoh@dnp&ur(m)
HMWMMZSBKBRAM or the punch of a key. Profit Tool will y branch to new g
CONTACT DATA: Sales Dep OaA a bmdmnvudrmbmpbrmmm“-m
loooMnAm:B«lwthWme&llomooDNmponBosh ically ded for im lysi Prolroaemunbou.ubv
CA 92660 (] TELE. 714-757-7070 and educat A 00w
PRICING: $525.00 and Up Purchase cord upd (- ,..polledpolig. onmm
P28835 ol '- h ys, sales and travel
MMWLWJ O Vice President Sales and Marketing
PROFIT &'M?RMB'M"“ Prophecy Dev 2 ClePhanﬂootDBouoE
: PLATFORMS: DEC VAX; Hewlett-Packard 3000 (] VMS, MPE MA 02116-3932 (] TELE. 617-451-3430, FAX: 617-451-3566
pro- LANGUAQES: COBOL PRICING: Price Upon Request
NUMBER OF CLIENTS/USERS: 44 . - P26906
auto- DESCRIPTION: This integr eporting system
wwm.mmmﬂrymnuumbymungumom-
fom nlo reporting categories for on-line inquiry and hard copy reporting. Fea- PROFITS
\ures include: 1) Any combination of ems on the order (including order line PLATFORMS: ATAT 3B Series, 6300; Apolio; DEC VAX, MicroVAX: Hewl-
fams) can be used to define a level In the sales reporting structure; 2) Dala oft-Packard 9000; IBM PC, PC-AT; Intel 802886, 808X; MS-DOS-based
N # any organtzational level; 3) Budget data at any organizational level; 4) Hardware; NCR Tower; Prime EXL; Sun Microsystems; UNIX-based Hard-
3 Budget variance analysis can be performed on-line or using the report ware; Unisys B20/30 Serles, Serles 5000/6000 (] AEGIS, BTOS, CTOS,
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MicroVMS, VMS, HP-UX, PC-DOS, SUN OS, UNIX, MS-DOS, XENIX [ The Harwood Building [J Scarsdale, NY 10583 [J TELE. 014-725-5445 Reusable
NUMBER OF CLIENTS/USERS: 50+ PRICING: $2.900.00 networke
mmmhuwwmc.mﬂomdcuymuom P36055 CONTACT
o i tool to assist sales O512E»
m,":"’"‘“”“’“"“"""*‘"”“"‘“‘”'""““'w PROPOSAL Administration and Sales Support s
profiling, d ical activity tracking as well as a powerful sales (PASS)
management report generator. Pnormmmu-mmum PLATFORMS: Motorola [ MFE
Mdolmdmm ide field rep thASSbunﬂoncwo mmﬂwmmmw PROSI
rksheet, forecastin qnodloﬂoruﬂly. mail merg- data and PLATFORA
|MNOWW"M”MW book, bullt-in or\dm«mhmuomhdcup.blun 1)Prop¢llondhllduha DOS, MS
cﬂmm.\dnu.n:hm Foatures include: prospect tracking, posal; 2) Proposal pricing: 3) R g and of the NUMBER C
| &oetmd paigns, lead analy |, mail merge, mdlcauonslomodnqpumm gotiation; and 4) atio DESCRIPT!
flox rep A—" far, follow up, target marketing, word proc- of orders to g or ing facility withthe sales tacts/cust
essing, call reporting, auto event g ation, quotatl rksheeVlore- qw--oconlodbym-umom« malling la
uﬂno- rting, and ) CONTACT DATA: Aflan Collautt Assoclates, inc. [J 1489 Baltimore Pike O print. ush
SPECIAL CONFIGURATION REQUIREMENTS: 640K minimum memory, 10MB Building 300 0] Springfield. PA 19064 [ TELE. 215-359-1210 included
hard disk PRICING: Price Upon Request when fo 1
CONTACT DATA: Donna Clenott [ Director of Marksting ] Delta Business P31347 Rep-Trak
Systems, Inc. [J 5900 Princess Garden Parkway [ Sulte 711 0 Lanham, CONTACT
MD 20706 [J TELE. 301-704-6726 or 800-776-3484 salMaster Incline Vi
PRICING: Price Upon Request PLATFORMS: 1BM PC, PC-XT, PC-AT, PS/2 Series; MS-DOS-based Hard- sy
P36690 ware [J PC-DOS, MS-DOS
LANGUAGES: Assembler
ProMotion mcumtr posalM. Isa ction of professionally written, sales Prospe
PLATFORMS: IBM PC, PC-XT, PC-AT, PS/2 Series; Inlel 80286, 80386, and th that sales stives and in-house AV PLATFORM
808X: MS-DOS-based Hardware; NCR Tower, PC; Unisys PC; Wang PC departments can mix, merge and customize fo create an infinite variety of 80286, 8(
[ PC-DOS, 0S/2, TRSDOS, MS-DOS meeting proposals and script ASCII text files can be trans- Shack/Ta
LANGUAGES: Assembler, C ngunqo ferred to nearly any word processor while search-and-replace targels MS-DOS
M'm mmmmpw-ﬂwodmmmammﬂooozowm LANGUAGE
DESCRIPTION: ProM gic direct mall and telemarketing in seconds. F disk NUMBER 0
uwnm-mam mry.mmuy s.c ules, speech outlines, staging ideas and meetin ch DESCRIPTI
reads i from major p includ Completely menu driven with AUTO NSTALLBAT for hud disks. Not track pros
mnnnood&oe!-mdmd rketing lead generation activities; ..‘y oopyproloclod.mmodm-.ppoﬂ-mooﬂ Network lcense follow up
prospect and t tion by ke'
ports and loss interf DMMMIIPCMM CONTACT DATA: John Mackenzie [ President (] Multi-MediaWare, inc. O :/otd
processing software (or use our own WordStar clone ProMotion Writer); 957 Park Avenue [J New York, NY 10028 [ TELE. 212-737-8910 letters; h:
MMWWWMMmm'mmmun PRICING: $475.00 specific Ir
accept leads electronically from major publishers. P36126 reports; m
Emmwnmrg-nnvmnuémotsm.mdmm letters me
Free World Marketing [J 444 N. Newport port Beach, CA 92663 999 lines
DI TELE. 714-722-6414 PLATFORMS: T ot o 300, BM PC, PC-XT, PCAT; MS.DOS- e mocs
PRICING: Price Upon Request s, D Ist. comp
P35795 ;l&dxmﬂ Unisys PC, Serles 5000/6000 [J PC-DOS, UNIX, MS- CONTACT [
DESCRIPTION: The Prospect Tracking System Is a PROGRESS database %‘:“_“:
ProMotion IQ pp This database tracks all byp rating, PA6207
PLATFORMS: IBM PC, PC-XT, PC-AT, PS/2 Series; Inlel 80286, 80386, in h ber, and zip code. Thopmqndlcmny
808X; MS-DOS-based Hardware; NCR Tower, PC; Unisys PC; Wang PC boquuhdbydxdhnflmm Reports include all contacts for a
DPC-DOS.OSIZ.MS-DOS prospect, ¥sts by three different methods, and overall listing by PSS DI
mmu-r.cuna-m c‘logoty Call ists, which include information on the last contact, are PLATFORM
NUMBER OF based on next date. This applh may be used for direct based Ha:
mmmnhlmhllrmnuﬂmrmwmdmm mail paig 4 g, and foliow-up. Source code Is LANGUAGE:
wmmmwmbmmumu.xwm Included, and may be easily customized. NUMBER 0!
and histograms, totals on speciiic data in the ProMotion database and SPECIAL CONFIQURATION wm.nhmoonessows DESCRIPTI
much more. It can be used with other database programs such as dBase CONTACT DATA: Jo Elien B. Cawtfield O Py OE tive mana
and Lotus 1-2-3. ProMotion Q Is a natural language report writer, query Corporation [J P.O. Box 4162 [ Cleveland, TN 37320-4162 [J TELE. each Inqui
system, graphics package, file transfer and reporting tool. 615-476-1779 by publice
CONTACT DATA: Michael Nolan O Vice President of Sales and Marketing PRICING: $500.00—81,500.00 A transac!
[ Free World A ting [J 444 N. Newport [ Newport Beach, CA 92663 P31413 signed sal
[ TELE. 714-722-6414 cosl, aver
PRICING: $300.00 Prospecting® Plus maich lea:
s rum;:l: da PC-XT, PC-AT, PS§/2 Ealaonu;us-oosmnm e o
ware; NCR PC; UNIX-based Hardware [J PC-DOS, UNIX, MS-DOS,
PROPLANSYSO — Promotion Planning System XENIX bgpre
PLATFORMS: [BM PC, PC-XT. PC-AT, PS/2 Serles; MS-DOS-based Hard- LANGUAGES: COBOL bﬂﬂﬂ’(ﬂ
ware [J PC-DOS, MS-DOS NUMBER OF CUENTS/USERS: 1,124 bos and
BASIC mmmmu.mmmm-w WI154603
mPROPLANSYShmouybmmomulowhgphm«- system. Outside PRICING: s‘
to develop up to 60 different p grale them Into direct mall op I-'Hb ulumdqpponm"m. Pa8102
one mwbism nblam‘plnmormd P ct ds are I Hable for viewin and
costs, costs per package moved, redemptions and 9. Each record has pages of free form noles to monitor the sales
by event. The summarizes tolal costs, quarterly expenditures, wmmmmwummm“ Quota
nwtmddmntmmplnu:tommﬂmm marketing reports. AMM‘WM..W PLATFORM!
of running the numb: 9 ation on key strategic and imple- Ings. Pop-up scripting and automatic telemarket- OPC-DOE
mentation lssues. b ing. The system is easly tallored for different industries. lts import/export NUMBER OF
CONTACT DATA: Robert Wals [l President 0 g Company capabiity makes It easy to buld prospect files from outside Information. DESCRIPTIC
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Corporate Services 31.7
R lists are Avallable for single-user, multl-user, and ake and exceed quota. It Is a prospect tracking and sales system that
networked systems. MVWMMU!“&MW-
mmmkC-I.D.CruehuDVlctPnaldeKdySyuom. Inc. respondence and mallings, and cations. was designed

0512 Executive Park [ Loulsville, KY 40207 (] TELE. 502-897-3332
PRICING: $495.00— $1,485.00
P33280

PROSPECTOR

PLATFORMS: IBM PC, PC-XT, PC-AT; MS-DOS-based Hardware [J] PC-
DOS, MS-DOS

NUMBER OF CLIENTS/USERS: 60

DESCRIPTION: PROSPECTOR allows the user to enter the names of con-
lacls/customers into the computer and print mallings, Rolodex cards,
malling labels and mail/merge with word processors. It can also locate and
print, using and/or selection logic, specific labels, mai/merge, efc. Also
Included are an appointment calendar and tickler file to remind the user
when to re-contact customers/contacts on a daily basis, Compatible with
Rep-Trakker and Office Manager.

CONTACT DATA: Certifled Software Distributors, Inc. [J P.O. Box 7824 0
Incline Village, NV 89450-7824 (] TELE. 702-832-7638

PRICING: $189.00

P25365

Prospects

PLATFORMS: ATAT 6300; IBM PC, PC-XT, PC-AT. PS/2 Serles: Intel
80286, 80386, 808X; MS-DOS-based Hardware; NCR Tower, PC; Radio
Shack/Tandy 1000 thru 4000; Unisys PC; Wang PC [0 PC-DOS, 08/2,
MS-DOS

LANGUAQES: C Language

NUMBER OF CLENTS/USERS: 525

DESCRIPTION: Prospects provides a wide range of capablities for helping
Irack prospects and related information. Allows the user to markel, sell and
follow up after the sale. Features include tracking product related Informa-
tion by key words; & g Imp: dates; locating ink by name,
key word or company; and ging P and promotk
letters; handles up fo 10,000 prospects; searches and sorts o locate
specific %, menu formats for editing; user definable
reports; menu selectable reports: mailing labels and return address labels;
leflers merged with prospect names; history of each prospect with up to
999 lines of information; teleph b i ; revislon dates;
and more. Generates reports including action dates, phone book, name
list. company list. and up to nine user defined formats.

CONTACT DATA: Bill Stone (] Director J ATC Software [J 804 Jordan Lane
O Huntsville, AL 35816 (] TELE. 205-895-9187

PRICING: $125,00

P36207

PSS Direct Response M

PLATFORMS: IBM Systenv36, AS/400, PC-AT, PS/2 Series; MS-DOS-
based Hardware (J IBM OS, SSP, PC-DOS, 0S/2, MS-DOS

LANQUAGES: RPG I11IV400

NUMBER OF CLIENTS/USERS: 2

DESCRIPTION: Turn reader raply Incriries intn rales with fhe Inale for sffac-
ve 0 of a direct resp paign. All Information about
#ach Inquiry Is maintained In one easy-lo-access file. information Is coded
by publication date of ad, Inquiry date, S/C Code and enclosures malled,
A record Is for each Inquiry. System tracks as-
sianed person or and all entered data. Reports advertising
cosl. average cost per inquiry and publicath S

y. s 1o
maich lead with nearest distributor and percent of returns. Prints warning
latters, Other reports include fisting of distributors,
relurned inquirfes. publications and advertisements,

SPECIAL CONFIGURATION REQUIREMENTS: Baby 36 required to run on PS/2 or
PC LAN (Ethemnet. Token Ring or Arcnet)

CONTACT DATA: Jon Heck 0 Account Executive (] Pre or g Serv-
es and . Inc. [J 1601 Caledonia Street (J Suite B (J La Crosse,
W154603 (] TELE. 608-781-3200

PRICING: $1,895.00— $4,560.00 License; $50.00/Yr. Renewal

P38102

to maximize prospecting and on-site call activities, minimize data entry, and
many dally functions (eg., automatic dialing). Quota $ Maker may
be used by one sales person, several in one office, or throughout an entire
sales organization al many offices. Word processing, electronic mall, and
adsheels can also be integrated into Quota $ Maker.
CONFIGURATION REQUIREMENTS: 512K, Hayes-compatible modem
CONTACT DATA: Mark Mays [J President (J S: Software, Ltd. (] 7464
Shore Place [J Castle Rock, CO 80104-8807 [ TELE, 303-624-1763
PRICING: $349.95 Purchase
P29350

Quoter, The

PLATFORMS: 1BM PC, PC-XT, PC-AT, PS/2 Serles; Intel 80286, 80386,
808X; MS-DOS-based Hardware [J PC-DOS, MS-DOS
LANGUAGES: C Language

NUMBER OF CLIENTS/USERS: 190+

DESCRIPTION: A sales system that tracks leasing prospects,
prints malling labels and form letters. It interfaces with electronic pricing
data and takes credit applications. Stores lease payment quotes, has
online access to credit reports, lists funding source inf C

lease to purchase and prints lease proposals and documents.

SPECIAL CONFIRURATION REQUIREMENTS: 640K RAM, 10MB hard drive, 132
column printer; also written in Clipper

CONTACT DATA: Michael J. Pochan O President [J LeaseTek, Inc. [J 300
Penn Center Boulevard [J Suite 500 O Pittsburgh, PA 15235 (] TELE.
412-829-3080, FAX: 412-820-0840

PRICING: $1,500.00 and up

P38327

P

RealWorid™ Sales Analysis

PLATFORMS: Allos; DEC VAX; IBM PC, PC-XT, PC-AT: MS-DOS-based
Hardware; Radlo Shack/Tandy 1000 thru 4000, 1200 (] VMS, PC-DOS,
UNIX, MS-DOS, XENIX

LANQUARES: COBOL

NUMBER OF CUENTS/USERS: 20,000

DESCRIPTION: Sales Analysis works with the Accounts Recelvable and
[ y Control packages. It tabul and prints the folowing reports:
Sales Analysis by Cu ; Sales Analy C ; Sales
mwmmvm;su%-quum
smmsmmwmsmsmmw&m:
suumwmm:mmmwm:mmnnm
Category; Sales Analysis by ltem Sales Volume; Sales Analysis — ltems
bucm"mmouu&mw;smm—ammm
an ltem (with Order Entry/Billing). F Include: muld-company capa-
bility; includes oniine help, ic in P
protection, extensive data checks and backup/restore utiites.
CONTACT DATA: Sales Repr O ReaiWorld Corp 0 282
Loudon Road [J P.O. Box 2051 O Concord, NH 03302-2051 [J TELE.
603-224-2200 or 800-678-6338

Rep-Trakker
PLATFORMS: IBM PC, PC-XT, PC-AT; MS-DOS-based Hardware [J PC-
DOS, MS-DOS
NUMBER OF CUENTS/USERS: 150
mnop-'l‘rmmﬁop-ﬁdtu«fmmm that can be
mwmmmhwmmmmbw
tuumwmmnmmmm
wwmoomsounommn)mmmum
shipments, commissions and samples; 2) S izing bookings, ship-
ments and commissions by sal proch rritory or over
&m:d'z.c&:.m allow - of
to update information to of
order. Compatible with Prospector e

Quota § Maker an ; and office .

PLATFORMS: Compaq; IBM PC, PC-XT, PC-AT; MS-DOS-based Hardware CONTACT DATA: Certified Software Distributors, Inc, [] P.O. Box 7824 O
OPc.pos, MS-DOS Inciine Village, NV 89450-7824 (] TELE. 702-832-7638

NUMBER OF CLIENTS/USERS: 22 PRICING: $405.00— $825.00

DESCRIPTION: Quota $ Maker Is designed to help professi sales people P25366
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Rifleshot

PLATFORMS: AT&T 6300; IBM PC-XT, PC-AT, PS/2 Serles; MS-DOS-

based Hardware; Radio Shack/Tandy 1000 thru 4000 [J PC-DOS, TRS-

DOS, MS-DOS

NUMBER OF CLIENTS/USERS: 25

DESCRIPTION: Rifleshot Is an automated direct marketing system. Up to 38

mmwnmmmwwwolm-sw
Fo include sales call agenda printouts, p lized direct

mail paign impl wation, on-line tel 9. and the ability to

ly and prospect datab

MMMAMIMWW. DOS 2.0 or later, hard

dak.ﬂmlnﬁm.eowFomePu

CONTACT BATA: Don Ridgeway [J g O] Target Microsy

tems, Inc. [J 444 Castro Street 0] Suite 400 [J Mountain View, CA 94041

O TELE, 415-967-3990 or 800-735.5776

PRICING: $405.00

P36314

SaleMaker

PLATFORMS: ATAT 3B Serles; Apolio; DEC VAX; Data General Eclipse MV
Series; Hewlett-Packard 9000; |BM System/370, 30XX Serles, 43XX Se-
rles, PC-AT, PS/2 Series: Intel 80286, 80386; MS-DOS-based Hardware;
Molorola 88000; NCR Tower: Stratus; Sun Microsystems; UNIX-based
Hardware; Wang vs O DOMAIN/IX, VMS, AOSNS, HP-UX, MVS, VM,
PC-DOS, 08/2, SUN OS, VS/OS, UNIX, MS-DOS, XENIX

NUMBER OF 110
m&nmu-wnmmmmumm-

onnmmydhm-mmwmh for
business-to-business marketing firms and Includes features for inquiry
handling, mall, tel 9. q and tracking,
account 9 and fo 9 9 porting. Sale-
Maker allows an organiz 1o efficiently manage the sales p from
Initial Inquiry through final close and beyond. It also provides a cons
uowolldonnmnmdopmmmimlvodhmm‘mmp
ing process.

SPECIAL CONFIGURATION REQUIREMENTS: ORACLE RDBMS and 4GL tools
Cﬂl'nﬂ'mklam mDM-kothﬂMwDYngD&

velopment, Inc. [] 59 Stiles Road (J Salem, NH 03079 [ TELE, 603-893-
2422

PRICING: $995.00— $100,000.00

P36198

Sales Ally

PLATFORMS: ATAT 6300; Howlett-Packard 3000; IBM PC, PC-XT, PC-AT,
PS/2 Serles; Intel 80286, 80386, 808X; MS-DOS-based

Shack/Tandy 1000 thru 4000; Unisys PC 0 Pc-Dos, 0872, TRSDOS,
MS-DOS

DESCRIPTION: Sales Ally Is a compr sales 0 and cus-
tomer tracking sy The program includs a fully-integrated wordproc-
essor for group mallings and letter writing, p P 0 fealy (including
a call back tickier f ). a pad for each Indh record, p
cross-relerence, auto-dialing, cal , caleul p porting, an
order-entry system, elecironic mall and data transfer capabilities.
SPECIAL CONFIGURATION 384K RAM memory, 10-20MB
hard disk

CONTACT DATA: Michael W. Ward [J Assistant Director of Marketing O
Scherrer Resources, Inc. [J 8100 Cherokee Street [ Philadelphia, PA
19118 [J TELE. 215-242-8751

PRICING: $395.00 Single User; $1,205.00 Multl User

P36270

Sales Analysis
PLATFORMS: Hewlett-Packard 3000, 250 Serles, 260 Series: IBM PC,
PC-XT. PC-AT; MS-DOS-based Hardware [ MPE, BASIC OS, PC-DOS.

UNX MSDOS AEE ]
DESCRIPTION: Sales P " we
Information in a job costh '. /i In Is d by type

of cost, pb.nddimorwuom«.lbdlo-hdbrmn/iypuolm
Mgmmmnwkmaumwmmdb&.ﬂommw
information for jobs finish, ‘hmum.umluwmnwym-
mation for previous four quarters and last year. An adj. rhead

31.7

shows costs, m;meMMuwmmoluba
and profit as perc of costs.

CONTACT DATA: Dependable Computer Programs [J 1701 Carmen [ E1k
Grove Village, IL 60007 (] TELE. 708-952-0229

PRICING: Price Upon Request

P27961

Sales Analysis

PLATFORMS: Bull Uimate; DEC Uttimate; General Automation; IBM 30Xx
Serles, 43XX Series, 9370 Series, PC, PS/2 Serles, RISC System/6000;
McDonnell Douglas; Pick-based Hardware: Texas i O Pick
LANGUAGES:

300
Mdydumgnmwmwnmm-
mthMWﬂﬂnM.Ahdwo‘We
pmﬂmwmwhlmmmimw

H deci king. Sales Analysis featy options ranging from
regular reports on existing cubmumtwouovylcmnylohun-
lonolh-dopthlndymon.bmndb.udﬂllmanry.SduAnwuum

Business Control Programs (BCP!

CONTACT DATA: Judith A. Darr [ M ger of Sales Admin o
Systems Management, Inc. (M1 O 1011 E. Touhy Avenue [J Des
Plaines, IL 60018 (] TELE. 708-698-4000 or 800-323-1143, FAX: 708-803-
3539

MPrlcoUponRoqnu
P38735

Sales Analysis
PLATFORMS: DEC VAX; IBM System/370, 30XX Serles, 43XX Serles, 9370

Series, AS/400, RISC : NCR Tower 0 VMS, DOS/VSE,
OS/VS1, MVS, VM, 08/400, AlX, UNIX, XENIX

LANGUAGES: PRO-IV
mm&blqumdeMN
products and product ines, ldnrodor\.lmlom:mduhl

customers,
representatives. nmm-wmwmwmmmov

lines.

CONTACT DATA: Bill Weigie O Director of Product Marketing [J Xerox
Computer Services (] 5310 Beethoven Sireet [ Los Angeles, CA 90066
O TELE, 21 3-306-4000, FAX: 213-306-2207

PRICING: $2.100.00—$22,500.00

P39097

Sales Analysis
MMWQMMDMJX.MACOS-MOMG.MACOS-
System 7
mtmmmmmmbt-ﬁuubhwtom-
mmmmmmmammmwwu
p Then if prospect bx 1t allows him to Invoice and
track A R for that - Also has inventory control
module avallable.
mmmwammm;m
monitor recommended; laser lor recommended
CONTACT DATA: Dale Missier (] Presic O Unk Software Appik

0 13001 Cannes Drive O St. Lous, MO 63141-7311 (] TELE. 314-878-
1277

PRICING: $500.00
P39924 -

;
:.‘m% 38 Series; DEC VAX; Hewlott-Packard 9000; IBM RT:
su..n.mlasogwceooolj 31".3 ULTRIX, g&’%m‘ﬁm N
NUMBER OF CUENTS/USERS: 4004/6,000

e e e S

ntage can be applied to all costs, in addition 1o the standard overhead
:::cu;gl?:uu in the job cost system. Reports by cllent or by type of cost
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support. mawmmumm-mmmrmm.mm
Manager, Sales Activity Manager, C upport Activity Manag
Order Processing Activity M . Tel i qud-

My, fulfil and nurture all leads. ﬂnSdnAaMlmemboﬁ
Inside and outside sales igh TheC
kwumrmmmmbm«cdlwprbdkum
in a direct link back to the marketing function

and provide an opportunity for repeat and cross-selling of products and
mu..mnmummmphmms«mlsmmm
Ing module, which features order entry,
control. The latest version, 7.0, lomnnvodmwwplcdonq«mubn
lools and Is integrated with the latest ach

technology, including ISDN.
mmmmmmstmmm 20MB minimum
hard disk; also supports Centix operating system

CONTACT DATA: Pat Angulo [J Telemarketing Supervisor [J Brock Control
Systems, Inc. [J 2859 Paces Ferry Road [ Sulte 1000 (J Atlanta, GA
30339 [J] TELE. 404-431-1200

PRICING: Approximately $2,500.00 Per User

P29414

Sales Assistant, The
PLATFORMS: IBM PC, PC-XT, PC-AT, PS/2 Serles; MS-DOS-based Hard-
ware (] PC-DOS, MS-DOS

31.7

Gmnlms«mDWbthMnmmw
adapt to new requl : new contact data entry; edit
contact reports and mall ist; lMgonordomdmovgolmlrommalld
SPECIAL CONFISURATION REQUIREMENTS: 512K RAM, hard disk

CONTACT DATA: Argonaut Systems (] 15466 Los Galtos Boulevard [ Suite
109-314 (] Los Galos, CA 95030 (] TELE. 408-867-5020

PRICING: $99.00
P33863

Sales Executive
PLATFORMS: IBM PC, PC-XT, PC-AT, PS/2 Series; MS-DOS-based Hard-
ware (J PC-DOS, MS-DOS

NUMBER OF CLIENTS/USERS: 2,500

DESCRIPTION: Sales Executive s a lead tracking,

up d and ime It has six integrated subsys-
tems. Features include: d:ubnovﬁ\wloszIonnmo,ulnIud
notepad attached to each name; memory swapping feature lets user run
other programs while in Sales Executive; Action Programs let user pre-set
sales activitles; prints letters to selected cllents; records calls, letters sent,
Wwwmmumnmdmrmuwmbm.

a word pr

Mwbw”mMMM«)wlmw

ment; prints two sided mmmwmaumWMu
tion of flelds, or portions of flelds; wildcard

wwdnhhcluundopad unrmumbhhdmruwd-hﬂo

LANGUAGES: BASIC

DESCRIPTION: The Sales Assi: tracks cllent Inf tion. The three main
components are: Client Information — stores cllent name, address, M
number, contact person, next callivisit date, last duo, ]

leph: call hot list; password security;
I Xp dmlov L send reports, ervelopes, labels lo

total of sales, product type, credit rating, and
Scheduling — helps plan a sales campaign schedule (Inclulu lwa@l),
Mall Labels — select single or double wide format, creale labels according
1o entire database, by cllent, by city, by state, by ZIP code, and by area

code,

CONTACT DATA: F. Ruckdeschel (] Marketing Director (J DYNACOMP, Inc.
[J 178 Phillips Road (] Webster, NY 14580 [ TELE. 716-265-4040
PRICING: $59.95

P35903

nwmwmtmlmm-(mnmm)ﬂmw
lcally send lotters, reminders to call; and artificlal Intefigence duplicate

SPECiAL CONPRORA

SPECIAL \TION REQUIREMENTS: Written in Clipper

CONTACT DATA: Mike Willams (] Director of Marketing (] Aspen Software
Company (] 5505 Morehouse Drive [ Sulte 150 (J San Diego, CA 92121
[ TELE. 619-455-6094

PRICING: $395.00 Single User; $1,505.00 Multl User

P36362
Sales Assoclate System, The
PLATFORMS: IBM PC, PC-XT, PC-AT; MS-DOS-based Hurdware 1 Pc.  Sales Lead Tracking b
DOS, MS-DOS PLATFORMS: Apple UNIX-based | O Apple DOS 3.3,
DESCRIPTION: The Sales Associate System Is based upon the book of the MAC OS - System 6, UNIX
same name which Is included. The system Is designed to assist an indvid- LANGUAGES: Pascal
ual salesperson to b more org and®o i stise pork NUMBER OF CUENTSAISERS: 10
ance. it In dules to sales prospect lists, cal records, msduuur g Is designed to assist st manag and
account strategy records, lorecasts, orders, ime manag P a salesp
and mass 9. A 0 y is included 1o allow M lhmmwmmm“bmm
the o meet Individual Ingtponuam

each P 1 1o p
needs mdlododmmwupoﬂt Also Included are 20 sales reports,
malling labeis and a program instruction booklet.

CONTACT DATA: Evergreen Ventures Corp. [J P.O. Box 445 [J Voorhees,
NJ 08043 (] TELE, 609-753-0758

PRICING: $79.95

P35612

Sales Bible SpeedTutors
PLATFORMS: IBM PC, PC-XT, PC-AT; MS-DOS-based Hardware [J PC-

msw-mwulummmwmmw
gram, igned 1o selling p
mmyolmmmduympoM|bylm
reminders on the screen as the user performs dally work tasks,

CONTACT DATA: C! a Stecyk (] Vice President of Special Projects
Profit Technology (] 17 Battery Place [J Sulte 1441 (I New York, NY 10004
(] TELE. 212-809-3500

PRICING: $19.95

P36310

Sales Call Reports

PLATFORMS: IBM PC-XT, PC-AT; MS-DOS-based Hardware [(J PC-DOS,
MS-DOS

DESCRIPTIOR: Sales Call Reports Is a mmu—ﬂ'von. ouy -to-use m'lm
that does not require
English. mc‘ﬂmummwo&dwmdum

Seotember 1991

wmmmumocmm Cunnlam
Information and inventory parts with price levels can be accessed oniine
to facilitate the entry of leads and quoles. Lead follow-up Is efficlent and
dally, weekly or monthly schedules may be printed for calendaring. Many
user-defined fleids allow flexibllity in reporting and percentage tracking.
SPECIAL CONFIGURATION REQUIREMENTS: 1MB minimum memory, 2MB rec-
mmmmmmzmmummw
Talk, Ethernet, A and Fi are supp quires a dot
mll'lxnymmpmw

CONTACT DATA: A C O Technical Service &

O Micro VertiSoft (] 1221 WWWDMCADMIDM
415-672-1168, FAX: 415-689-6249

PRICING: $695.00 — $1,095.00 Lk ; Slte License
P40446

Sales LetterWorks
PLATFORMS: Apple M:
7

NUMBER OF CLIENTS/USERS: 5,000
msmuwwmm-soownm&numm«-
Ing all areas of sales — g prosp for new setting
::\;mu:‘k'-mm - buying; selling ] ke
custom wlh!\ohx:u.q
direct mall; selling investments, real estate and banking services; and o
more. The user finds the letter he wants in the Sales LotterWorks book,
mumdm«m«mmmwmwm
word), then calls it up from within his word pr using the P
mummnmmnm

h CJ MAC OS - Sy 6, MAC OS - System

ICP sonwms DIRECTORY — Bu-m- & Financial Mmqm 11
FPrograms. inc.
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Corporate Services
SPECIAL mmmvmmummmm
pleTalk and Ethernet are supported; r s any type of word

Sales Management Solutions
PLATFORMS: Altos; DEC VAX, MicroVAX: IBM PC, PC-XT, PC-AT, PS/2
Series; MS-DOS-based Hardware; Radio Shack/Tandy 1000 thru 4000
0 MicroVMS, VMS, PC-DOS, UNIX, MS-DOS, XENIX

COBOL

LANGUAGES:

NUMBER OF CLIENTS/USERS: 250,000
msuummunnd(heomdnmdrm.d.rmmn
wvmmmmmmm;mmw

P are gnized:; original or
pmn-hodbrmhﬂununhmhﬂoaodmmmonmy
list and envelopesdabels can be printed; productivity features include:
pmm.m*nm.mmbpﬁ.m
processor calkculator with memory and Yape®, and currency conversion
fool.

SPECIAL CONFIGURATION REQUIREMENTS: 1BM compatibles, DOS,
RM/COBOL — 512K: IBM XENIX, RW/COBOL 1MB; Altos,
UNIX, RW/COBOL — 2MB

CONTACT DATA: Tammy Emond [J Corporate Communication:
RealWorld Corporation (] 282 Loudon Road (J P.O. Box 2051 ] Concord,
NH 03302-2051 (] TELE. 603-224-2200 or 800-878-6336

PRICING: $1,095.00 Purchase; $695.00— $995.00 Ucense

P38253

Sales Manager's
PLATFORMS: ATAT 3B Serles, 6300, 7300; PC, PC-XT, PC-AT, PS/2
Series; MS-DOS-based ; NCR PC; Radio Shack/Tandy 1000

Hardware
thru 4000; Unisys PC; Wang PC [ PC-DOS, 08/2, MS-DOS
DESCRIPTIOR: The Sales Manager's C P tracks 9
mant by quota, territory and sales rep. F: Include: sales rep p
mbynmmmyotbdln:rwmrwwmmyouloduo
mm-upn.mmm;mbummmw
oports.

PRICING: $159.00/Copy; $850.00 Multl User
P36138

Sales Manager, The

PLATFORMS: IBM PC, PC-XT, PC-AT; MS-DOS-based Hardware [J PC-

DOS, MS-DOS

LANGUAQES: C Language

NUMBER OF CLIENTS/USERS: 4,000+

DESCRIPTIOR: The Sales Manager Is a pr sales Info
stem. Rt tracks and reports on 'S, prosp P sales

:Z!dyil. personnel, quolas, commissions and planning. Customized soft-

ware solutions are avalable.

CONTAGT DATA: Mary Ao Dints 0 Mireotees Comeelericatons .

ACT DATA: Anne Davis mmunications Manager
élo::ukol Power, Inc. J101 Providence Mine Road (] Suite 10400 Nevada
City, CA 95959 (J TELE. 916-265-5000 FAX: 916-265-5171
PRICING: $795.00 Purchase; $1,995.00/ Network

P22303

Producer Plus®
::,':.7. IBM PC, PC-XT, PC-AT, RT, RISC System/8000, PS/2 Se-
rias; Intel 80286, 80386, 808X; MS-DOS-based Hardware; NCR Tower.
PC: Radio Shack/T: 1000 thru 4000; UNIX-based Hardware;
PC, Series 5000/6000L] PC-DOS, AIX, 0S/2, TRSDOS, UNIX, MS-DOS,

XENIX
NUMBER OF CLIENTS/USERS: 450+

31.7

fields, and | prosp ctivity noles. Avallable for single user
and all 3.1 compatible LAN envk Provides upgrade path from
single to multl user.

SPECIAL CONFIGURATION REQUIREMENTS: 640K minimum RAM, 10MB hard
disk, Hayes compatible modem for auto-dial function; written in DataFlex
CONTACT DATA: Don Ellers [] SALESPRO Int 10 Two Bri d
Commons (] Suite 150 [J 750 Oid Boulevard (] Brentwood, TN
37024-2008 (] TELE. 615-371-61 87, FAX: 815-371-6196

PRICING: $495.00—$10,000.00 License

P36053

Sales Producer®

PLATFORMS: IBM PC, PC-XT, PC-AT, RT, RISC System/8000, PS/2 Se-

rles; Intel 80286, 80386, 808X: MS-DOS-based Hardware; NCR Tower,

PC; Radio Shack/T; 1000 thry 4000; UNIX-based Hardware; Unisys

PC, Serles 5000/6000L]PC-DOS, AlX, TRSDOS, UNIX, MS-DOS, XENIX
CLIENTS/USERS: 450+

NUMBER OF 45,
DESCRIPTION: Sales Producer provides Instant access to prospect and
client Inf th Includes P clienVprospect

profiling, activity
tracking, query, and sales management reporting. The program foatures
a search and auto-dial capabllity, providing on-screen account history.
Customize uhalrlbnnllonbyrﬂdnhgdﬂlloldn. It may be integrated
with a word pr 10 produce targeted, p liings, malling
labels, or routine correspondence. all 3.1 compatible LAN
Prwlduupwndolom”wbmﬂmr.
ﬂmmmmeW. 10MB hard
disk, Hayes compatible modem for auto-dial function
CONTACT DATA: Don Ellers [J SALESPRO Internat I 0] Two Br d
Commons OJ Sulte 1SOD7SOQdewryBodeBnM ™
37024-2008 (] TELE, 615-371-6187, FAX 615-371-6196
PRICING: $495.00—$1 0,000.00 License
P36054

Sales Repeater

PLATFORMS: 1BM PC, PC-XT, PC-AT; MS-DOS-based Hardware (] PC-
DOS, MS-DOS

LANGUAGES: BASIC

NUMBER OF CLIENTS/USERS: 2,000

DESCRIPTION: Sales Repeater Is designed for use by sales representatives
fo o '8 and prosp Features include: a tickler
file; follow-up file; and order, Quole and contacts histories, Searches may
be performed on the p spect datab. Other features include a

the results of sales calls made by g

CONTACT DATA: David Fi e O Str Software Sy ne.0
P.O. Box 467220 [ Atlanta, GA 30348 [ TELE. 404-392.9500

PRICING: Price Upon Request

P31793

Sales Repeater Executive Version

PLATFORMS: IBM PC, PC-XT, PC-AT: MS-DOS-based Hardware [J IBM

DOS, MS-DOS

and prosp , contact , order history and quote
:m:‘fm-mmbmyw-mmnmm
ogral g
CONTACT DATA: David F e ] Streamiine Sof Systems, Inc. [J
P.O. Box 467220 [J Atlanta, GA 30346 [J TELE. 404-392-9500
PRICING: Price Upon Request
P31795

aim

37352728 R2E03M

3

tles ir

tracki

Sale
PLATFC
Systen
80386,
ware; |

DESCRI!
pect de
follow-t
are ava
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Corporate Services

Sales Repeater Plus

PLATFORMS: IBM PC, PC-XT, PC-AT; MS-DOS-based Hardware (J PC-
DOS, MS-DOS

LANGUAGES: BASIC

DESCRIPTION: Sales Repeater Plus Is designed for use by sales repre-
sentatives. It inciudes all the fealures of Sales Repeater and a word
processor. The user can create merge print letters and loflow-up comre-

P without leaving the pr . Inf tion Is imported from the
and prospect datab ttoclylrlohopnog'un The Sales
R module Includes a tickler file; follow-up

lo order, monndeornahbluy!ln.Apop-wmmdommw
1o display the resuits of sales calls.

CONTACT DATA: David Fi O Streamiin Systems, Inc. OJ
P.O. Box 467220 (] Atlanta, GA 30346 (] TELE. 404-392-9500

PRICING: Price Upon Request

P31794

Sales Vision

PLATFORMS: ATAT 6300; IBM PC. PC-XT, PC-AT, PS/2 Serles; Intel
80286, 803886, 808X; MS-DOS-based Hardware; NCR PC; Wang PC (J
PC-DOS, 08/2, MS-DOS

NUMBER OF CLIENTS/USERS: 1,500

DESCRIPTION: Sales Vision Is a user- Momﬂ menu-driven database system

dulqmd for field sales, tek g and service repre-
h..,. g a company
profile, key ponomd. a mlory of ch and itod

Mmumummlhulucm Any field or combina-
Ionolldd-unbouudbfum-lmm A schedule/calendar and
lo-do list Is tically for each repr The bulit-in
wwdmaomt follow-up letters and malimerge lln for direct mall
reports, productivity reports, & cus-
bmovlmmdlemﬁynpomunbooonwmodbrm«muddma
any selected portion of the data. A lacility allowing the user to change any
olmumd-uropomotbbd!dwmmupomhmwod Special
utiiities and configuration options give the user great flexibility in setting up
how many system luun will operale. Other features include: global

CONTACT DATA: Tormey (I President (J System Vision Corporation
CJP. O. Box 281857 (] San Francisco, CA 94128-1857 [ TELE. 415.355-
7308

PRICING: $205.00— $1,095.00

P37464

SALES-BASE
PLATFORMS: DEC VAX; Prime; UNIX-based Hardware [J VMS, PRIMOS,

UNIX

NUMBER OF CUENTS/USERS: 3

DESCRIPTION: SALES-BASE Is used brmnn.gnga ‘marketing and sales
Rcan many p , direct or indl

sales channels, and a customer base that needs to be serviced. Capabii-

tles include probabiliity standardization, net booking forecasts, gross reve-

nue forecasts, individual quota tracking, org quota tr 0.
reserved accounts, archived prosp dized product 1D, kit con-
trol system, product mix y peciall mallers, prospect assign-
o deposit projections, quotes, third party tracking, lead

riate lists/reports.

tracking, base ysis, and appropr

CONTACT DATA: Jerry Pizet (J Senior Vice President (] Database S)

Corp. [J 1118 E. Missourl Avenue [J Phoenix, AZ 85014-2710 (O TRE
802-265-5968

PRICING: $15,000.00— $50,000.00

P28997

Sales/Marketing Business System

PLATFORMS: ATAT 3B Serles, 6300, 7300; DEC VAX, MicroVAX; IBM
Systenv38, Systenv36, PC, PC-XT, PC-AT, PS/2 Serles; Intel 80288,
80386, 808X; MS-DOS-based Hardware; NCR PC; UNIX-based Hard-
ware: Unisys 1100 Serles, PC [J MicroVMS, VMS, CPF, SSP, PC-DOS,
08/2, UNIX, MS-DOS, XENIX

_vm:;sm

DESCRIPTION: Sales/M: Bus ) isa and pros-

podddnbmcymm Features hdudosom.lndoung reports, lom
and add-on

lollow-up
are available for media tracking, trade shows. koy lnooui tracking, market

Jeotomber 1991
“Ath Edition
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research, sales literature inventory control and more. A complete tumkey
system for the sales and marketing
SPECIAL CONFIGURATION REQUIREMENTS: C for micros, PRO IV for mini/main-

frames
CONTACT DATA: Gerald L. Stadt (J President OJ JKL Marketing (] 422

Industrial Drive [ Maryland Heights, MO 63043 [ TELE. 314-291-1167
PRICING: $1,250.00— $7,000.00 License

P36228

SalesCTRL 2

PLATFORMS: ATAT 6300; IBM PC, PC-XT, PC-AT, PS/22 Series; Intel
802886, 80386, 808X; Hardware (] PC-DOS, MS-DOS
LANGUASES: C Language

NUMBER OF CLIENTS/USERS: 1,400

DESCRIPTIOR: SalesCTRL 2 combines a user-tallored data base for contact
m-mmwwwwhmmmm
and other output, on d d and on a pi d schedule. Among those

on other hardware faciifes. In particular, sales reps in the fleld can easily
run a periodic upload to keep the sales manager's database up to date
back al region headquarters, or to keep reps and customer service staff
demnmrmmwmmmnm
same ime, new leads or other Important Inf can be downi

from region telemarketing.

SPECIAL CONFIQURATION REQUIREMENTS: 384K of free memory, 3MB hard
disk, DOS 2.1 and up

CONTACT DATA: Henry Jordan [J Sales Information Manager (] Sales &
Marketing Inc. (] 1950 Old Gallows Road (] Sulte 300 (J Vienna,
VA 22182 (] TELE. 703-790-3422

PRICING: $695.00 Single User; $2,795.00 Network

P34212
SALESEYE

PLATFORMS: MS-DOS-based Hardware; PC-DOS-based Hardware (] PC-
DOS, MS-DOS

NUMBER OF CLIENTS/USERS: 6,000

DESCRIPTION: SALESEYE was designed with the individ: in
mind. The program helps ol buycrn.locuM

quallly p
MmmMﬂMNWMAMMM
mmwmq-wm . The progr

and a time ager into
an Integrated, o n sales info mml)munuou
retrieve, update and print crucial inf tion on th or
ubmmmw&omawmwmw

CONTACT DATA: Al Schwendtner ) Sales Manager [ High Caliber

Inc. (] 165 Madison Avenue [J 6th Floor C] New York, NY 10016 'll.l.
212-684-5553

PRICING: $89.00

P25013

Salesman’s System
PLATFORMS: Data General Eclipse, Nova, Deskiop [J AOS, AOSNS,

DESCRIPTION: The Sak ‘s Pre S) Is an ok nic Yicklier
lo'mombrmohmuumm The system carries
WMQLC.MWWMMWMWM

tacts and & runnin ] of sales activity. Prospects can
mwwmmmmdmwdmw
iphab . The system will g malling labels. This system works
onnnon-ln Mbﬂwwmmmm“
prospect-update. A y is included. S riptk
service Is $150.00 per year.

CONTACT DATA: Roger Mann [J Vice President, Sales/Marketing [J JTW
Computer Systems, Inc. (] 521 Southwest 11th Avenue (] Sulte 200 O
Portland, OR 97205-2620 [J TELE. 503-223-5691

PRICING: $999.00 Purchase

& Financial Ma 113
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Corporate Services 31.7
SalesMate System PRICING: $500.00— $9,000.00 License
PLATFORMS: DEC VAX, MicroVAX; IBM Systemv370, 30XX Serles, 43XX P37549
Serles, 9370 Series, PC-AT, PS/2 Serie, ; MS-DOS-based Hardware J
VMS, MVS, W, Pc.DOS,
Assembler, C SCAMP Sales Control And Marketing Planner

The SalesMate system is an Integrated sales force Informa- PLATFORMS: Data General Eclipse MV Series: IBM PC, PC-XT, PC-ATO)
tion system providing offline/remote P p ynch AOS, PC-DOS, UNIX
WWlMMMWUMMMoaM COBOL

MRMPMIW.MMMbn&.

quire), and

Desk). Emoypvwidul'ldtuym mleot;umuGooda.
POMMCMM ww’ﬁ‘vmu.eqmm-vn
. is additional,

Mind -

tion: 1MB memory, 20MB disk, 286 Maopw AT bus; Pnl:md
Wlﬂm.nlonﬂMBmﬂnuy.lOMBM 3868X s Write!

— GRIDPad, GO e
CONTACT DATA: Robert E. Carr [ Vice President of Sales and Customer

Support O Envoy C«pwﬂenDlmMﬁsvawm
MA 02154 O] TELE, 817-890-14“or300-537’3785

PRICING: $2,200.00/W, Y; Plus Host Softy
P32865

Sal or

PLATFORMS: IBM PC, PC-XT, PC-AT, PS/2 Series Owms-pos

LANGUAGES: Assembler

Mcmmwom-mm and 20 detalled moet-
SalesMeetingMaster

Ing scenarios, h.uiw.eomnvfnoumm
sales wmommwmmtmmmm--

tions, key P nal S, per s,
awards humor, Iive-talent uses and product launch
ASClllom"embo“—‘ 1o any word p for m
nmmmn.-zssxmo
CONTACT DATA: John K. Mack O Pr 0 Muttl-Medi

£1 957 Park Avenue C] New York, NY 10028 (] TELE. 212-737-8910
PRICING: $49.50

SallyForth™

PLATFORMS: IBM PC, PC-XT, PC-AT; MS-DOS-based Hardware [J PC.
DOS, MS-DOS
mmwh-mumwmwmumu
providing and managing hi sales, forecasts, budgets,
g Int It Is designed for comp with multiple out-
lots or multiple sales territork The program provk :
mumMWmmedﬁnmmm.
or lterritory’s per gainst a plan, by gory, product class, or
rypoolomulml\old:omm.mmtm.orw

SPECIAL CONFIGURATION 840K RAM, 20MB hard disk, color
monitor

CONTACT DATA: Mike Carr [J President (] The Salinon Corporation [] 7424
Greenville Avenue (] Suite 11500 Dallas, TX 75231 O, 214-692-9095
PRICING: $25,000 and Up

P36117

lnlmon‘duﬁodlnﬂvny.nhm

PLATFORMS: IBM PC, PC-XT, PC-AT. PS/2 Serles; MS-DOS-based Hard-

ware (J PC-DOS, MS-DOS

NUMBER OF CLIENTS/USERS: 250

DESCRIPTION: Comprehensive sales 0 System for use by sales

and ting d (including tel %0) or by a single sales-

DomnFllymmbr::zMw ;Mummm.:;mw
pie with compl it fists, call p ¢

cu&mmcm.mqumbrcow'ﬂomomm

;!“MMRWMWRAM.MMWh

Clipper P Salm
ONTACT DATA: John Hendricks (J Vice F w0 Systems [
gzu Fifth Avenue (] Seattle, WA 98121 (] TELE. 206-441-8100

114 ICP SOFTWARE DIRECTORY — By

Data base management for sales representatives is simplified
Cro8s-ri

manual and , location
:umu fles :vulwmmcﬁedy. Ctmomumdprupoq
are automatically d for tel g and direct mail
mm.mmw\gw A P
are Included.

CONTACT DATA: Steve Heber (] Marketing M-mE].rDPfoldox

0 80 Park Avenue O Hoboken, NJ 07030 (] TELE. 201-420-7700 or
800-220-TELE, FAX: 201-420-9013

PRICING: Price Upon Request

ScanTools
PLATFORMS: IBM PC-XT, PC-AT, PS/2 Serles ) PC-DOS
LANGUAGES: C L

CLIENTS/USERS: 1,200
mm.mudnolm fv dules (D Sy , Data

Y

Ed!ov.Smn)MMlmrbmdllmwmm

packages, dala base 0 Y '8, and user-developed applica-
hmﬂnhmolmomm"mm.mm:gm
need for tim, keyboard data entry. ScanTools

eror-prone
uronuavmtyolmuhnnmbrtnhrmm“«lmln&m
am.

progr

SPECIAL REQUIREMENTS: Sentry 3000 serles scanners, Op-
Scan 5. 10 & 21 scanners
CONTACT DATA: National Computer Systems, Inc. 0 11000 Prairie Lakes
Drive CJP.O. Box 9385 0 s, MN 55440 (] TELE. 800-447-3269
PRICING: $495.00

Scott Customer

PLATFORMS: IBM PC-XT, PC-AT, PS/2 Series; MS-DOS-based Hardware
0OPc-DOS, 08/2, MS-DOS
LANGUAGES:

M. Is a complete business 1o busin

J 9 system. Aut , forecasting, monitor-

wubmnwm.mmm Flexibillty Is achleved
through a user defined customer of up to 420 fleids.

CONTACT DATA: C. Ryland Scott PrOddulDGooICOm stems
012780 Bert Adams Road [J Atlanta, GA 30339 (1 TELE, Mz?ooou
800-241-7578

PRICING: $905.00

P36157

SDC Customer Information System

PLATFORMS: IBM Sy 4, Sy , Sy 6, AS/400( sSSP
LANGUAGES: RPG 11111400

DESCRIPTIOR: C Int Y blwmm
age for main 9 of F

addresses; 11) Zip
code range onUS.lltqu)CounycodobidnrmyUSA.
Canadian and foreign ; and 13) Custo o d
division, status, P -.Munllmm.bmtnulypow
g m'iksoc&nwnupo O Carson
CONTACT DA' -O. Box 3360
] TELE. 702-883-9339 b w10
PRICING: Price Upon Request
P27168

& Financial Man
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Seasons’ Cards and Qifts SELLSTAR! Al
PLATFORMS: Pick-based Hardware [J Pick PLATFORMS: IBM PC, PC-XT, PC-AT, PS/2 Serles; MS-DOS-based Hard-
LANGUAGES: BASIC ware (] PC-DOS, MS-DOS
he DESCRIPTION: Many companies like to gnize a valued cust al year LANGUAGES: Pascal, PROLOG
bC-ATO end by way of a holiday greeting card andor the gift of an advertising NUMBER OF CLIENTS/USERS: 100+
AT lendar or premium, This software package provides a centralized loca. DESCRIPTIOR: SELLSTARI Al addresses sales productivity using Al tech-
tion for all related Iinformation. Master file stores reciplent's names, ad- nology. The program tracks and organizes Information, generates sales
.86k dress, and specifies card and/or premium. Edit ists are generated for each reports, and form letters/mallings, and offers advice in regard to individual
L . card-signer late each year in anticipation of maliing items fo customers. and organizational behavior.
mpiied Alter the master files have been updated from the edit sts, envelopes are SPECIAL CONFIGURATION 640K, two disk drives or hard disk
addressed by Dalsy Wheel Printer with each multiple signers’ CONTACT DATA: Peter Stoupas [ President (] Esprit Software Technology,
prospect Initials appiied to Inside flap. Labels may be generated for calendars or inc. CJ P.O. Box 726 (] Hollis, NH 03049 (] TELE. 603-465-3378
oct mal other packages. PRICING: $195.00— $995.00
bndence CONTACT DATA: Jack Hardman (J President (J VIP Software, Inc. [J 140 P36301
Forest Avenue CJ Glen Ridge, NJ 07028 [J TELE. 201-420-8833
7700 o e girddcded SELLSTAR! PM
PLATFORMS: IBM PC, PC-XT, PC-AT, PS/2 Serles; MS-DOS-based Hard-
LA o oS
Selectory — Manufacturer’s D on Disk oLoa
PLATFORMS: ATAT 8300; IBM PC-XT, PCAT. PS/2 Seris: ntl 80286, mmmm.”‘ﬁwpﬁm."m
80386, 808X; MS-DOS-based Hardware (J PC-DOS, MS-DOS P v WA
NUMBER OF CLENTS/USERS: 1,100 erates reports, form letters, and labels.
DESCRIPTION: Salos lead source for firms interested In SPECIAL CONFIGURATION REQUIREMENTS: 512K, two disk drives or hard disk
Lt gl D GONTAGT DATA: Poler Sioupas L1 President L] Esprit Software T
to manulacturing firms. Nine different databases of manufacturing firms, 1o.01P.0. Box 726 01 NHM“DTILWMM.
each with In-depth company information Ideal for buliding well-largeted - LI VO BO% Holls,
m, Data prospect fists and for knowing about the prosp \pany before making PRICING: $195.00
analysis contact. D includ product Information, company size P36302
appica- and key contacts. Software provides abliity to search by 15 different flelds,
hting the print call ists, malling labels and save ASCII files. Databases cover all Small Business Partner
fanTools A s in eight Midwest stales and el A na- PLATFORMS: Apple Macintosh (] MAC OS - System 6
biicaton tonwide. DESCRIPTIOR: Small Business Partner, which uses FileMaker Pro database
SPECIAL CONFIGURATION REQUIREMENTS: 512K, hard disk from Claris Corporation, contains 11 business tools. Prospect File collects,
ors, Op- CONTACT DATA: Richard Fein [J Product Manager [J Harris Publishing O sorts, org: 'pares and stores inf on prospects and In-
2057 Aurora Road [J Twinsburg, OH 44087 [ TELE. 216-425-9000 or cludes a tickler system. Vendor and Customer Flles collect, sort, organize,
o Lakes 800-888-5000 compare and store information on goods bought and sold. Employees File
473260 PRICING: $240.00— $695.00 facitates employee-related calculations and analysis. In y iolstisers
P35783 what they are buying, from whom, and for how much, and what they sell
wmms&w:ummm.mmmm
and compare sales-relaled data In various combinations and prints In-
Selll Sell! Selll Applications voloes and quotes, packing siips and work orders, Purchase Order/Pur-
PLATFORMS: IBM PC, PC-XT, PC-AT; MS-DOS-based Hardware [J PC- chase Detall let users find out what Is on order and the turnaround feature
DOS, MS-DOS g
Jroiwere DESCRIPTIONR: Solli Sell Sefl Apy rovides toolslor planring, exe- [CoReS Wener lob Periormance. R “*"'m"mhm":
cuting and analyzing sales calls. C needs are cro dto late. Payables keeps track of what has been paid and Is due.
product information In a dala base. Time and territory management tools SPECIAL CORFIQURATION REQUIREMENTS: 1MB memory recommended:
M"va' oy = 4 8 'well ss ""m"‘f 20MB hard disk required; Apple Tak and Ethemet are supported; requires
g calls. F #cKide prosp 9 FiieMaker Pro from Claris
ponitor- presentations, data base of features and benefits, extensive s = o
Ehieved ety s 2 CONTACT DATA: Packer O12r O Mystic, CT
profiles, monthly » dally 3 P foposts,.p 06355 (] TELE. 800-782-9955, FAX: 203-572-0765
Y. book, , advice on Imp g future PRICING: $195.00
fystems calls, and advice on up the customer. P40959 .
000 or SPECIAL CONFIGURATION 192K of memory, two dual-sided
disk drives, monochrome or color monitor
CONTACT DATA: Thoughtware, Inc. JP.O. Box 011151 [ Miami FL 33101 SNAP Software
(J TELE. 305-854-2318 PLATFORMS: IBM PC, PS/2 Serles; MS-DOS-based Hardware (J PC-DOS.
PRICING: $00.00 omMs-ogs
P27153 LANGUAGES: C Language
NUMBER OF CLUENTS/USERS: 1,500
DESCRIPTION: A comp sales and marketing 9 y
Selil Selll Selll Inking activites of entre sajes and g dop both k
pack- PLATFORMS: IBM PC, PC-XT, PC-AT; MS-DOS-based Hardware (] PC- and 1o other corp dvisions. Functions include lead tracking and
g DOS, MS-DOS fulffiment, direct g and 9 Major modul
e OESCRIPTIOR: Selll Selll Selll Training is a two-box assessment and training Include: lead lysis, malling analysis, direct mail pr g, tol
ot program. The P A the salesp s aftl- i g and forecasting, ) st loading (e.g.
2 6) mmm.m-ndrmhomm.cmwmmmvmm Money Market Direciory), comprehensive data base, user-defined data
: 8) gram. The training program assists the P in o , Integr word ssing, standard and custom report generator.
80 mmmu-‘mammh.mumm.m New transaction logging feature allows for easy distributed database man-
A Program pr for g sales ch as- agement. Portable and laptop versions are avalable.
1) 2p sessing sales skifls, and sizing up the customer. The training program SPECIAL , 440K available
USA provides for pre-cail planning, conducting the sales call, and questioning RAM; 2MB minimum hard disk for SNAP Software, 4MB per 1,000 cli-
by stralegies. ; MS-DOS version 3.1 or above; OS/2 version 1.2 or above
and mm:gmlm1motmm.mum. In DOS mode; 3Com3+, Token-Ring, ARCNet and Banyan
color graphics networks
89702 CONTACT DATA: Thoughtware, Inc. (J P.O. Box 011151 (] Miami, FL 33101 mmmﬂm&m.mutncus&m
[ TELE. 305-854-2318 CJ Manchester, NH 03101 (] TRLE. 603-623-5877
PRICING: $209.00 PRICING: $2,000.00/User
P27154 P36150
1991 September 1991 ICP SOFTWARE DIRECTORY — B & Financlal Manag 1158
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SOFTPROBE

PLATFORMS: Apple I Serles, Macintosh; IBM PC, PC-XT., PC-AT, P82
Series; Intel 80286, 80386, 808X; MS-DOS-based Hardware; Motorola
68000; Radio Shack/Tandy 1000 thru 4000 OJ Apple DOS 3.3, MAC OS -
System 6, PC-DOS, OS/2, TRSDOS, MS-DOS

mAmmhbr.Puod.curw

NUMBER OF 2,000

DESCRIPTION: pports critical, plex market h by
surveying the target audk with a p ul, fle: i eona
SPECIAL cmmmm-dai/we
h-dd*m;vmwmm

Manager (] The InMar Group
0 4242 Pledras Drive East O Suite 12000 San Antonlo, TX 78228 () TELE.
512-733-8000

PRICING: $20,000.00 — $50,000.00

P36248

Solomon III Sales Analysis
PLATFORMS: ATAT 6300; Compag; IBM PC, PC-XT, PC-AT. PS/2 Serles:
MS-DOS-based Hardware 1 PC-DOS, Novell NetWare, MS-DOS, XENIX

MCL.!W

NUMBER OF CLIENTS/USERS: 25,000+

DESCRIPTION: The Sok Il Sales Analy sbsy generates a

mmmdpmmyou-b-dao management reports cre-

aled from the Order Entry Q. A Iny Y
b five r

cmchn'.msuuey sman.
CONTACT DATA: Solomon Software [J P.O. Box 414 0 Findlay, OH 45839
O TELE. 419-424.0422

Tower; Texas Instruments; UNIX-based Hardware; Unisys PC (]
PC-DOS, AIX, UNIX, MS-DOS, XENIX

LANGUAGES: COBOL

NUMBER OF CLIENTS/ISERS: 50

DESCRIPTION: Sai keops all cik nfo

mnmummuuhy.suu'-ﬂmmuim
mmuwmmmnmummw
business needs. SalesMate Is Int

SPM Sales Prospecting Marketing

31.7

Puter Products Corp. [ 308 W. E‘IQDMWDCM. ILeos100]
TELE. 312-787-2000

PRICING: $695.00/DOS Single User; $995.00 Multl User

P36884

sSPs

PLATFORMS: IBM System/370, 30XX Serles, 43XX Series, 9370 Serles,
PC, PC-XT, PC-AT, PS/2 Intel 80286, 80386, 808X; MS-DOS-based
Hardware CMVS/XA, MVS, VM, PC-DOS, MS-DOS

LANGUAGES: C Language

NUMBER OF 75+
mlf'I'ItSPsnlnmmmmm .utdal'lermdon-ym
and others to manage account relation-
9 ©on people, products, notes, follow-up
Ioms.mdm-n/oinrlypnoldm SPSM-MWM
lrlormlﬂonhulc'y!n“ the user requir It Is desig for

Wbuoquwcwbm.mmsmw
vSAMdullbmvonbmmlvdauo.
MMIMNS"MDMMMM 0 Seratoga
Systems, Inc, [J 1550 S. Bascom Avenue [J Sulte 330 ) Campbel, CA
95008 [ TELE. 408-371-9330

PRICING: $750.00— $1,250.00/ End User

P36303

STATUS

PLATFORMS: Altos; CP/M-based Hardware; DEC PDP-11, VAX, Profes-
slonal 300s; IBM PC; MS-DOS-based Hardware; TeleVideo (] VMS, RSX.
11, RSTS, PC-DOS, UNIX, CP/M-86, MS-DOS

LANGUAGES: DIBOL

NUMBER OF

hmmunmwmmuvm.
Mmﬁm-—n 256K memory, two disk drives,
optional

mmmkmw.wﬂm.mmﬂn«‘
tional Market R s, Inc. (]38 G Road (] Wellesiey Hils, MA

02181 (] TELE. 617-235-8838

. Micro: $1,500.00; Mini: $3,600.00 Purchase

1

SuperRep™
mmuwuumﬂmcos-snme

LANBUAGES: Omnis

NUMBER OF CUENTS/USERS: &
quhnwnmmmhm
turer’s rep and Indep Tép agencies. This program man-
ages multiple customers, Womwwm "

momu-mmmmmm
pr A control,

UNIX-based Hardware; Unisys 1100 Series, 2200 O PC-DOS, UNIX, , monltoring and re-
MS-DOS, XENIX , purchase orders wmmmmbmmmh
LANGUAGES: C mmmwmwmuumm-m
NUMBER OF 500+ km,muu.hvobubbonppodommm.-urmto
DESCRIPTIOR: SPM provides the lools y 1o eff ly plan, track, have multiple commission spilts, Provides three levels of de-
analyze, and organize sales and g activities. Comp of de- talled sales and i lysis, iny his-
talled, customized, or Industry-specific databases, report writer, mail wmwmwbmmmmmnm
merge, word pi in lendar and communications ablii- The system keeps historical data for and provides over 40
tles, SPM k the prodt ly of office and sales force dn«mm‘
,M'.mwmmomww'bm.w!m SPECIAL 'lll_-ﬂl-ltmen“m:nmonmy“no-
and labor. Developed specifically for sales and marketing prof d Wor recor -—‘.20&6!‘-\1&%%
smbeMMMWMwMWW Talk, Ethernet and App are supported; math p
recommended

MMW“WMMMM«M

desired.
SPECIAL CONFIGURATION REQUIREMENTS: Novell NetWare
CONTACT DATA: Wayne Cohen J Vice President of Sales [ Hi-Tek Com-

mmwkmwdhmnmusuuwwnun
Management Systems [J 620 Avenue [J Suite Austin,
78701 O TELE. 512-477-4747, FAX: 5124721242 e 1%

VWV MNO S ™ =~
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PRICING: $395.00 — $2,595.00 License; Slte License Available
P40480

TADMS (Technology Assisted Direct Marketing

om)
PLATFORMS: DEC VAX, MicroVAX ] MicroVMS, VMS
LANGUARES: COBOL

NUMBER OF CLIENTS/USERS: 3

DESCRIPTION: TADMS Is a oomp-Mvo direct mukomw.mukohq
system. Features Includ

guides; ropodng oomdsynhms dtoclmuuthg mmm
base measurement and control;

andmore. iy A
CONTACT DATA: Michael Falkson (] President (J Effective Telemarketing
Inc. 0 77 Tamrytown Road [J White Plains, NY 10607 (] TELE. 014-328-
8868

P37223

Tel-ATHENA

PLATFORMS: DEC VAX, MicroVAX: Hewlett-Packard 3000, 9000; IBM

30XX Serles, 43XX Serles, PC, PC-XT, PC-AT, RISC Systenv6000; Mo-

torola 68000; NCR Tower; Pick-based Hardware; Prime; UNIX-based

Hardware (] PRIMOS, UNIX, Pick

LANGUAQES: C Language

NUMBER OF CLUENTS/USERS: 80

DESCRIPTIOR: Tol-ATHENA, a turnkey sales and marketing system, con-

sists of a flexible database marketing capablfity and a telemarketing sys-

lomMMnmvaMnmbrbuwmdot

Inbound and outbound telemarketing. Database capabliities allow the user

loporlmnwchudouuwﬂtqummwwo

elc. Tel-ATHENA also offers flex-

mmmmmnmwmm Non-technical staffs

loﬂobmwlmmwmamommdwm

files, perform logic and 18, and produce user-

dohodrmw!m st g

Mwmﬂmwbmwllpdlcmmbyw
ged systems are avallable for users

m@mmromnmmuumm

CONTACT DATA: Larry Matte (J Senior Vice President (] CRC Information

Systems, Inc. (] 435 Hudson Street [J New York, NY 10014 (J TELE.

212-620-5678

PRICING: $25,000.00 plus $1,200.00/user Liconse

P24804

TELEMAQIC
PLATFORMS: AT&T 6300; Apple Macintosh: IBM PC, PC-XT, PC-AT, PS/2
Serles; MS-DOS-based Hardware; NCR PC; Radio Shack/Tandy 1000
thru 4000 (J MAC OS - System 6, MAC OS - System 7, PC-DOS, 08/2,
TRSDOS, MS-DOS
LANGUAGES: Assembiler. BASIC, C Language
NUMBER OF CLIENTS/USERS: 710,000
DESCRIPTIONR: TELEMAGIC Is a versatila ck The
base package is a menu driven, moddu-bcnmthb cuybuu
and leam. Provided are bulit In Involcing, Word processing, Multiple Fleld
Sorting, Autodialing, uﬁMNeloPldw &:w;q -mzzuum
and uuv-dohod fislds (expandable). The p ge also p statistl-
cal & tion such as ber of calls, L phone time by
operator or group for any time period and more. The TELEMAGIC Cal
Slm Dnbo (CSD) onondod h-n provides a Pacing feature which
fis fora ol operators. ThoPud\g

leature adds dgnllwl calling efficiency and mmmmom

SPECIAL CONFIRURATION REQUIREMENTS: 640K minimum: 1MB hud disk
oqund Appletalk and Ethernel are supported
CONTACT DATA: William W. Sultan [J Vice President of Marketing J ME-DI-
€O, Inc. [12233-F Northwestemn [J Waukegan, IL 60087 ] TELE. 708-249-
1213
PRICING: $495.00 Single User; $1,995.00 Network; $6,000.00 —
$40,000.00 Site Corporate License
P36141

Telemagic Pacer

PLATFORME: Apple Macintosh; IBM AS/400, Systemv36, System/38, PC,
PC-XT. PC-AT, PS/2 Serles; Intel 808X, 80386, 80286; MS-DOS-based
Hardware: NCR Tower, PC JMAC OS

wwombar 1991

31.7

mtmmmammu»mmmw
control, and the pacing to the Telemagic p ager can set
umwawtormm,mmmmmw

ﬂndﬂawnummpm%‘bmm
first ber Is d and dials, if d the screen
dqiqthrmdmmpbnoﬂodb/mmnmedhmm
time out. The Rep can manually override the ime out and can delay the
auto-start of the next call. All manual overrides are saved for management

review and statistical analysis.

SPECIAL CONFIGURATION REQUIREMENTS: 640K; single floppy or hard disk
CONTACT DATA: William W. allun& DMWMMD
ME-DI-CO, Inc, [J 2233-F M O Waukegon, IL 60087
[OJ TELE. 708-249-1213

m’u $495.00/Single; $1,995.00/Network

TeloMagicl
PLATFORMS: ATAT 6300; IBM PC, PC-XT, PC-AT, PS/2 Serles; Intel

80286, 80386, 808X; Ms-DoB-hcndum.. Radio Shack/Tandy

1000 thru 4000 CJ PC-DOS, O8/2, MS-DOS, XEN

LANGUAGES: dBase, Clipper, FoxBASE

NUMBER OF CUENTS/USERS: 25,000+

DESCRIPTION: This is a program for people who want to get things done

Moﬂym hedule at the least possible cost. It was originally
for telemarketing salespeople

whomodbmlnmdw

Mhmwmdm anﬂwn

a minimum. Some special | tic dialer; 2) cus-

tomizable reports; ¢ s)omhmom«pqtﬂnmﬁ)mwhm

6) anting hbvpoﬂowoﬂ 8) scripting; 9) word
processor with mall merge; 10) order preparation;

ontry/quote
12) electronic mal; 13) file conversion; and 14) user defined
mm_&wxmmmm:

math coprocessor required

CONTACT DATA: Barbara O Director of Marketing (J Remote
Control International (] 5928 Pascal Court (] Sulte 150 [J Carisbad, CA
92008 [J TELE. 619-431-4000, FAX: 619-431-4006

PRICING: $495.00/Single; $1,995.00/Network

Telemarketing
PLATFORMS: IBM AS/400, PS/2 Series (] 08/400, PC-DOS

LANGUAGES: RPG lIV400
include softy plications that

m-‘**

mmwumm
munm-w MMWWM»
wm«mmm phony
Ani service. Proct ddross both busi-
0. Key features of the
Mmuﬁndmmbmhdﬂnubh&mm
and the ease with which tion may
be merged Into the system. The AS/400 product Is a family of online,
Mmumm-mmmmm
rh Mu-u'nmdunthm

ing of a sales iz

and rh

1o 1o

'w-mduuo.mhm

714-939-0704
PRICING: $25,000.00—$100,000.00
P35029

Telemarketing On-Line
PLATFORMS: IBM PC, PC-XT, PC-AT; MS-DOS-based Hardware (] PC-

tion with
entry and al; 1o fit in with d

systems; and use nmmmmm.mmnmm

paigns and representatives.

ICP SOFTWARE (‘IPFPTORY -
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SPECIAL CONFIGURATION REQUIREMENTS: 2. 256K memory
CONTACT DATA: E. Whelan [J Pr O Whel In d

31.7

printed Picking Lists, or fully automatically onfine. When orders are actually
p d (filled), TelePrompt can be integrated with the EXC Receivables

(] 425 Main Street [ Harloysville, PA 19438 [ TELE. 215-643-7470
PRICING: Price Upon Request

TelemarketingCONTROL

EF:.:‘ICMIBMPC-XT PC-AT, PS/2 Serles; MS-DOS-based Hardware
DESCRIPTION: TelemarketingCONTROL Is a script and menu building pro-
gram that works with SalesCONTROL 2. Scripting can include both
branching and logic. Mﬂmubpﬁnlwtwwm

mation and obj can be menus, text,
mmmmammmmb-nm«
il in the blanks. Inbound lllomdkohg Mwmw
nndubh“‘ oaumd ly stored data

oxpuloneod or well-trained u'hm-k-bn

ductive hours for tel “'b

modude.

mmmm1MBMunmmo¢y 2MB rec-
d; color ded; 40MB hard disk required; Apple-

Talk and Ethernet are supported; math coprocessor recommended

CONTACT DATA: John Huberty [J Director of [ Excelver Corpo-

ration [J 14688 County Road 79 CJ Elk River, MN 55330 (] TELE. 612-441-

8166, FAX: 612-441-6457

PRICING: $950.00

P40268

Territory Management (TMS)

PLATFORMS: IBM PC, PC-XT, PC-AT; MS-DOS-based Hardware [J PC-
DOS, MS-DOS

LANGUAGES: BASIC

NUMBER OF CUENTS/USERS: 32

DESCRIPTION: TMS helps the sales person control the teritory and sales
management fo control the sales force. Easy to learn, use and understand.
hcbducdr-pom. reports, profiles and k
ulbmhmdunmm contact lists, sales summaries

povldod. MMTMMWMSCM
m REQUIREMENTS: 384K memory, hard disk
CONTACT BATA: Bob Moir (] Sales E: ive ] Sales & M ms,
mﬂimmeDMSWDMVAZZIBO TELE.
703-790-3422 or 800-832-0030
wmoosmuwawsoow
13

TELEMATION
PLATFORMS: DEC VAX; Prime; UNIX-based Hardware (] VMS, PRIMOS,

the
P g tasks such as processing orders and
mmmmhubmmma-mw
of industries and Muﬂuwhmmm Awide

and call lists. Designed by sales professionals for use by fleld sales
prdom

SPECIAL CONFIGURATION REQUIREMENTS: Two 5-1/4 inch flopples or hard disk
CONTACT DATA: John Schacht [ President (] Sudor Corporation (] 6251 N,
Camino Esquina [J Tucson, AZ 85718 [J TELE. 602-299-0651
PRICING: $220.00— $260.00 License

P36449

TOLAS

FI.A'I_DECVAXDVMS

LANQUAGES: BAS|
mTOLASSALESTREAMhmomMonolmuMTO-
LAS for distrib Q and fin control. SAL-
ESTREAM ides enh d capabiiities that allow each
TOLASuurloohqnw, Int with key business p
nnhubpmu-gomhuuhs I, select s and

major vendors. With SALESTREAM, oomriucmhauulduvd-
mommwmmmdmwm

range of are pr d o effecth 9

base, no matter how large or small.
mmwkmmuwmmuom%nm
Corp. O 1118 E O Phoenix, AZ 85014-2710
602-265-5068

PRICING: $18,500.00— $243,400.00
P33951

TeloPro

PLATFORMS: ATAT 6300; IBM PC-AT, PS/2 Series; Inlel 80286, 80386;

MS-DOS-based Hardware; nuos-m-wwoomaoooDPc-

DOS, MS-DOS

LANGUARES: Pascal, C Language

m."‘Td.thnﬁl‘ d Q) And clirect o]
TelePro pr 9, call racking,

and v i Each | of SAL-
Emhmw»mnmm«.hﬁmw
ment requir This Involves the speciic

mmmmnmmmm
EwMMMMMwMWh«-umw
Integrated system.

CONTACT DATA: Sales D 0asI T [J 1380 Old Freeport
Road [J Pittsburgh, PA 15238 [ TELE. 412-963-6770
PRICING: Price Upon Request

P24750

TOLAS TELESTREAM
PLATFORMS: DEC VAX (JVMS

BASIC
DESCRIPTIOR: TELESTREAM ls designed | and assist
Ing and inside ndnonmbymdlm.dnm TELESTREAM

concepts.
Novell NeWare, Blny-nleEs
CONTACT DATA: Travis DataTrak O 42 Pi Street O
21072 0 TELE. 617-926-2929
PRICING: $1,500.00 and Up
P36186

TelePrompt™
PLATFORMS: Apple Macintosh (] MAC OS - System 6, MAC OS - System

7

mom

m d.Promptb dndc multl-user automated telemarketing
T a or

g, Order Entry, and Sales Followup.

H ‘-- g of products and prices, for dealer i

.mmmnﬂmnldoolcolulmdmm Callback date

flokds provid o tickler fon for leads to be contacted peri-
odically. Orders can be p d y ugh the use of
118 ICP SOFTWARE DIRECTORY —

Is wpri .m:mwm«hmmgrmm

ag | p such as sales, inventory,
P g and p all Int 9 via a special
p known as "blackb 9-" Each of these various experts has the
ability to post information on a central blackboard 1o their
hmmﬂnm_ posted by each expert Is then reviewed
and bya and a sales response that represents

a particular
CONTACT DATA: Sales Department 0 GSI T Transcomm [J 1380 Oid Freeport
Road [ Pittsburgh, PA 15238 [ TELE. 412-963.6770
PRICING: Price Upon Request
P31674

TrackStar™

PLATFORMS: IBM PC, PC-XT, PC-AT, PS/2 Serles: MS-DOS-based Hard-

ware; NCR PC; Radio Shack/Tandy 1000 thru 4000; PC-
O ack andy Unisys PC O

mnmu-wmomnmww

ment reporting system. For the sales ides stand-

“wmmm-ﬂhhmmnmmlha
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dally sales tool. Analysis of sales efforts and sales results is performed on
product, officer, department and branch level. A bullt-in tickler for sales

31.7

program permit lysis against 130 data flelds, including customer mar-
ket profiles, current sales tenitories and sales quotas. It also provides
h sales

calls, and a built-in word p for P p

an organized and effective sales follow-up procedure. r
SPECIAL CONFIGURATION REQUIREMENTS: 512KB minimum memory, hard
disk drive, 4MB minimum disk uorBo

CONTACT DATA: Hugh K. Manning [J President (J Manning Professional
Services [J 1525 Calrd Way [J Palm Harbor, FL 34683 [J TELE. 813-785-
6337

PRICING: $2,495.00
P35141

Trade Show Controller, The
PLATFORMS: ATAT 7300; Allos; NCR Tower; UNIX-based Hardware [J
UNIX, XENIX

DESCRIPTION: Designed for the trade show decorator, I maintains booth and

P quota, Y rep sales territory profiles, and a virtually
unfimited array of other reports fo support sales and marketing decis
making. A one-time license fee is available.
CONTACT DATA: ines P. Spalvins [J Vice President of Sales and Mark ting
O waters Business Systems, Inc.[J47 New York Avenue (] Framingham,
MA 01701 ] TELE. 617-879-2503

PRICING: $5,000.00/Mo.

P25735

Words That Ring™

PLATFORMS: IBM PC, PC-XT, PC-AT; MS-DOS-based Hardware [J PC-
DOS, MS8-DOS

DESCRIPTION: Words That Ring helps the user select telephone num-
bera/words that describe the service provided (PET-CARE vs. 728-2273),
select an action for the caller to take (GET-HELP instead of 438-4357), or

llems reservation fist, prints show packing fist, and prints show produ
distribution list. Maintains show history, generates Invoices and Iinteracts
with General Ledger and Accounts Receivable.

SPECIAL CONFIGURATION REQUIREMENTS: RAM/COBOL, hard disk

CONTACT DATA: Al Langsenkamp [J a/Micro Corporation [ 1238 N,
Pennsylvania [J indianapolis, IN 46202 TELE. 317-831-0907 or 800-227-
4462

PRICING: $8,000.00 License
P31033

TrAld-Names™

PLATFORMS: Apple Macintosh; IBM PC, PC-XT, PC-AT, PS/2 Series; MS-
DOS-based Hardware ] MAC OS, PC-DOS, 08/2, MS-DOS

LANQUAGES: Pascal

DESCRIPTION: Tr Ald-Names s an Interactive tool for the development of new
product, business, or service names. Lists of names are generated based
on user Input taken from P inl about the product, busi-
ness, or service. The user controls the way names are generatod, Including
the ability to place particularly desired syll . Usts of names can be
printed for later review and selection.

SPECIAL CONFIGURATION REQUIREMENTS: 512K minimum

CONTACT DATA: George E. Bitiner [J President (] Applied Systems and
Ti , Inc. [J 227M Hallenbeck Road [J Ck . NY 1304200
TELE. 315-675-8584

PRICING: $159.00

P35826

Trendware CLIENT™
PLATFORMS: Apple Macintosh (] MAC OS - System 6, MAC OS - System

LANGUAQES: Pascal, Hypermedia
NUMBER OF CLIENTS/USERS: 500+
DESCRIPTION: Trendware CLIENT Is a personal client management system
thal can be customized easily o track the information needed. CLIENT can

be an Iindispensable tool for '] s, , phone
mbers, product or b Interests, fi Ink 1 and
history. A about b | nts and pro-

P clients by g the Iinformation cards to sull the-user's
needs, CLIENT combines easy-o-use Macintosh graphics with intuitive
lealures lo allow even novice computer users 1o be productive quickly.
CLENT also includes a tickler function to organize lollow-up activities,
powerful searching and reporting capabilities, mail labels and print custom
T

SPECIAL CONFIGURATION REQUIREMENTS: 1MB minimum memory, 2MB rec-
ommended; .SMB hard disk required

CONTACT DATA: Carol Diblasi (] Office Manager [ Trendware Corporation
0 P.O. Box 2285 (] Huntington, CT 068484 [J TELE. 203-926-1116, FAX:
206-926-9423

PRICING: $195.00

40873

Waters Sales Analysis

PLATFORMS: IBM Sy 34, Sy , Sy O CPF, SSP
LANGUAGES: RPG IL1IV400
DESCRIPTION: The Waters Sales Analy fy dul di-

ractly with MAPICS lo track historical sales data by customer and product

ph an P characteristic (COMFORT va. 266-3678).
The program # @240 plus page directory of telephone numbers that
form words, a suppi ining a 37,000 plus wordiele-
phone number database, and three programs: NUMWORD (finds words

for a given telephone number); WORDNUM (converts a word Into a phone
number); and CONVERTA (converts the databases into ASCII format).
SPECIAL CONFIRURATION REQUIREMENTS: 256K RAM, DOS Version 2.1 or
lator

CONTACT DATA: Mike Car [J President (] The Salinon Corporation [J 7424
Greenville Avenue (] Sulte 11501 Dallas, TX 75231 (] TELE. 214-692-9091
mr-um.oo

118

XY-MARKET
PLATFORMS: [BM Syster/370, 30XX Serles, 43XX Serles, 9370 Series O]
DOS/VSE, OSNS1, MVS

LANGUAGES: COBOL

NUMBER OF CUENTS/USERS: 2

DESCRIPTION: A direct mail solicitation and tracking system which uses third

party demograp d psychographic datab to enh acompany’s
and soliok A

prospecting g capabiitios.
CONTACT DATA: Betty Sellers (] Vice President of Administration () Xycor,

Inc. (] 10840 Ranch Boulevard (J San Dlego, CA 92131 0
619-530-1900, 800-228-9026 (U.S.), 800-553-5338 (In CA), 800-634-2905
(Canada)

PRICING: Price Upon Request

P39246

ZIPCODER

PLATFORMS: IBM PC, PC-XT, PC-AT; MS-DOS-based Hardware (J PC-
DOS, MS-DOS

LANGUAGES: FORTRAN

mzrcoosmsbrumgmgummmuynpm.
CONTACT DATA: Richard W. Erschik CJ President O Advantage Marketing
Communications (] P.O. Box 8373 (] Bartlett, IL 60103 (] TELE. 708-830-
6610

PRICING: $79.00

P35819

31.7.3 Market Research

M&ml‘mm&ﬂdwlﬂ—mu

Data File -

PLATFORMS: Hardware Not Applicable Operating System Not Applicable

LANGUAGES: Not Applicable

NUMBER OF CLIENTS/USERS: 3

DESCRIPTION: The Demographics Data File is a collection of over 300 1980

and 1988 d grapt i derived from the 1980 census and Clari-

mcmm.mmmnnmmoummm

ton, pr efficlent and eff target g, site selection, pricing,
and resp lysis. This infor Is supplied at three

WMMleﬂPM,CmT&NMW-

tion. The types of dk hic inf Included on the file include age,

~th the transfer being automatic and user defined. This menu-driven education, home value, household, househ size, Inc marital status
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= + | BURTON GRAD ASSOCIATES, INC.

235 MARTLING AVENUE
TARRYTOWN. NEW YORK 10591
: \ . 1914 631-1129
\ | 19141 6311164 FAX

October 29, 1992

Mr. Phil Moore

Sterling Software, Inc.
8080 N. Central Expressway
Suite 1100

Dallas, Texas 75206

Dear Phil:

Thanks again from Hugh Williams, Carol Anne Ances and me for the
fine dinner which you hosted on September 3C in Washington, D.C.
Now, the results from our participacion in the SPA conference. The
meeting was well attended, with a large number of people from small
companies. The participants were very frank and open in the cross-
talk sessions and I presume even more so in the boot camps.
Clearly, this would be a way to make contact with many of the small
companies who are just starting out. Of the total 900 members of
SPA, only 450 are business oriented; the rest are in education or
consumer software. I have joined SPA and will share any information
which I receive, including the memcershlp list.

We ordered a few of the SPA conferecnce audio tapes and also some of
the ITAA tapes, both for us to review and for you to listen to
regarding new technologies. Enclicsca is a list of these tapes
(Attachment A) and the tapes themselves. Carol Anne attended a
number of the SPA sessions (and I actended one cross-talk session).
Our notes are enclosed as Attacnuencs B-1 through B-4. Carol Anne
attended other cross-talk sessions winich did not provide any
material of relevance to Sterliag.

BAlso, while we were visiting Hugn Williams on the Eastern Shore, we
met with him and his work associate of many years, Lou Ruffino, to
discuss the office systems areca ana the status of hardware (and
software) technology. Enclosed are brief notes I took at this
meeting (Attachment C). I found Ruifino very knowledgeable,
particularly on scanning equipieat and on Sharp and other hand-held
devices. It would be worthwnile I you to meet him; he's a real
idea generator.

o
an
Hugh put together some notes for us on what functions would be

needed for an integrated office system (Attachment D). Based on his
work on Office Vision and his curreat view of the market and

."-
-
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| BURTON GRAD ASSOCIATES, INC.

Mr. Phil Moore gl
October 29, 1992
Page 2

technology, he previously wrote up his concept of "Integrated
Messaging." I am enclosing another copy of this as Attachment E.

I also saw two articles in Business Week which seemed relevant to
our Advanced Office Systems discussions. They are enclosed as
Attachments F-1 and F-2.

Finally, I picked up a handout cn Groupware (enclosed as Attachment
G) at the SPA meeting which seemed to make sense (from Electronic
Mail and Micro Systems).

OK, this cleans up the backlog on the SPA meeting, etc. Now, what I
am working on is a brief report to you on my proposed concept of the
Advanced Office Systems market opportunity, possible positioning for

Sterling, companies of potential interest and a proposed action
plan. This should be ready by November 5.

In addition, I am going back to my original assignments on EOP with
the grids, areas of high interest, etc. I'11l discuss this with you
by November 5 to agree on your priorities and the depth desired.

Sincerely,

8 T VR
/P 5/"‘

,éurton Grad
BG:8483




SPA
92SPA F14
92SPA F34
92SPA F19
92SPA F26
ITAA
E263-10
E263-20
E263-12
E263-18
E263-23

Attachment A

List of New Technology Tapes

New Technologies: How should we integrate them?

New Image Models: Implications for Applications
Developers

Data Linking Standards for Software Products

Mobile Computing

Document Imaging: Integrators' Tool for Real Solutions
Enterprise Integration Networks
The Next Generation of Operating Systems

How Downsizing Impacts Us

Electronic Software Licensing and Distribution as an
Effective Marketing Differentiator
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Data Linking Standards for Software Products

Carol Anne Ances
10/27/92

Speakers:

Gerald Huff, Avantos Corp. (Chair)
David Ceres, Microsoft Corp.

Ken Einstein, Borland

Dr. Gursharan Sidhu, Apple Computer

Data linking allows a user to embed data from one application into
another. For example, a user might want to incorporate spreadsheet
data into a word processing document.

Originally, this could be done only by copying the data from the
spreadsheet into something like an ASCII file, and then copying it
into the new document. With Windows and the Mac, users can "cut and
paste" data from one application to another. With this approach,
however, there is no link between the two applications. If the
underlying spreadsheet data changes, the copy of the data in the
document does not change.

Microsoft Status

With Windows OLE (Object Linking and Embedding), a user can link
data from one application to another. As a result, if the
underlying data changes, it will simultaneously change in the
application it is linked to. The advantages of this are obvious:

- Data will be consistent across documents.

- The receiving application user doesn't have to maintain the
data, or even use the original application.

This approach can be used on a standalone micro (the same user is
responsible for both applications), or on a network. It is possible
for data linking to be utilized on a peer-to-peer network; this
requires that both users be on the network simultaneously. A better
solution, and one that is being used more and more, is for the data
to be stored on a central file server with everyone having equal
access.

With current object-oriented technology, the data would be stored as
part of an object. As a result, the object is capable of
"displaying" itself. However, this causes problems since the
receiving application doesn't always want the data to be displayed
in "native" format. For example, assume again the spreadsheet data
is embedded in a word processing document. The user may want to use
special formatting (bold, unique fonts, etc.) for the part of the
document that contains the spreadsheet data. With most current
implementations of OLE, the embedded object will not take on the
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characteristics of the receiving application; instead, it keeps its
"native" formatting characteristics.

Improvements that are in the works from Microsoft OLE 2.0 include:

- in-place editing of objects (users must use source application
to edit)

- object link tracking and management (this is relatively weak
or non-existent now)

- application version control and upgrading (ability to updata
the application within an object)

In the future (beyond OLE V2.0) Microscft is planning:

- ability to distribute objects on multiple platforms (user asks
for object and system finds the data, regardless of where it

is)
- enabling technologies for such services as:
. data base services
. address book
. real time data sources (such as Dow Jones, etc.)

. messaging
. work group applications

- ability to exploit hierarchical storage for optimization and
query-based retrieval

Apple Macintosh Status

According to Apple, the Macintosh was designed to isolate the
application program from the dynamics of data exchange architecture.
With the Mac, the operating system determines where the data is,
where the requester is, and handles the interaction, whether it is
local or remote.

The consistent Mac user interface makes it easier for users to work
with different applications. In addition, the System 7 operating
system contains a messaging model which provides for data linking
between systems, even if both systems are not simultaneously on
line. This is appropriate when one of the users is working with a
remote mobile computer that is not directly wired to the network.
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The bottom line appears to be that since the Mac is built on a
unifying architecture, with all applications having a consistent
user interface, full data linking is more fully implemented now than
with DOS or Windows.

Summary

Data linking makes it possible for users to combine data from
different applications into one document or applications. At a more
sophisticated level, objects that are not just data can be embedded
in an application. For example, a customer information screen could
have objects embedded in it such as a phone directory, current
technical information, etc. This would allow the customer service
rep to access up-to-the-minute information without leaving the
application screen and without using a different application.

The facilities and architecture required to make data linking and
embedding truly available will probably be provided as part of the
next generation of operating systems. However, there is the
potential for third parties to provide significant programs in the
following areas:

. programs to supplement operating system features. For
example, the operating systems currently lack such features
as:

- a full tracking system to monitor and manage use of the
objects

- a full-fledged security system to provide for appropriate
levels of access of the objects

Although these may be provided at some level as part of future
operating systems, there is potential for third-party products
to fill the gap. This is similar to the situation in which
third parties provided successful programs for file
management, backup, printer sharing, print spooling, network
printing, etc. that filled in for lacks in DOS, Windows and
Netware.

. end-user applications that make use of embedded objects
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Smart Tech-Support Strategies -- Crosstalk Session

Carol Anne Ances
10/27/92

Facilitator:
Susan Craig, Peachtree Software (accounting applications)
Other Attendees (about 25 were there)

Joseph Jacoboni, CEO, Software Support (a company that provides
support outsourcing)

Sally Edmark, CEO, Edmark (educational software and print
materials)

Charles McCallan, Director Technical Support, Datastorm
Technologies (produce ProComm, & very widely used communications

package)
Mike Malone, Fifth Generation Systems

- Mo~
~ech

@
0

Ardine Thompson, Manager Onlin upport, Hewlett-Packard

Summary

Most of the people attending the meeting were from relatively small
companies -- this is indicated by the fact that many of the
attendees were presidents, CEOs, etc. Many of the companies are
three and four person shops.

Typically, these software companies have almost 1/3 of their
employees in customer support. For example, Peachtree has forty
support people in a company of 140 employees. In some small
companies, every employee (even executives) rotates into doing
customer support work.

Many of the companies have very rudimentary customer support
application systems. They all stated they needed the following type

of system:
- data base centered system

- system that fully integrates customer information, technical
information and support history

- an automated call tracking and reporting system (to determine
# calls, time on hold, # abaandons, etc.)

- management reporting and analysis
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Typical systems used were:

- home grown data base systems

- Folio Views (a data base and text retrieval system)

- Smart Text -- based on Lotus

- Service Man (general feeling was that it is not very good)
- Intellisystems (an automated support DB)

Another solution is providing support on an outsourcing basis, as
provided by a company called Software Support. They provide people,
services, etc. to fully support products.

The consensus was that none of the existing systems was very good.
Many of the users had data bases but the support, customer data and
technical data was not integrated. There was a high level of
frustration and the feeling that the lack of integrated data was
costing them time and money.

Note: Datastorm, provider of ProComm and other communications
packages, seems like a successful company that has found a niche and
is growing. Their product has an excellent reputation and provides
very complete and complex communications services.
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Mobile Computing

Carol Anne Ances

10/28/92
Speakers
Andrew Seybold, Dataquest, Inc. (Moderator)

Neal Selvin, Apple Computer, Inc.
Pat Sullivan, Contact Software
Dan Bricklan (developer of VisiCalc and industry guru)

Users of mobile computing have the following requirements:

. wireless communication
. remote roll-up of data
. facilities for:

- EMAIL

- FAX

- ad hoc queries
- calendar

. ability to tie into other applications (spreadsheet, word
processing, etc.

Contact Management software product (ACT!) provides the following
functions:

name, address phone

day planner

notes about people, meetings, etc.

history (many years)

. ability to record multiple methods of communication (EMAIL,
Fax, letter, phone, face to face

. connect to desktop (must be able to synchronize and merge
data)

. provide management reports (select by day, customer, project,
subject, etc.)

. provide same functionality/interface as on desktop

ACT! is one of the leading contact managers -- it has been around a
number of years and is a very full function and flexible product.

According to Sullivan, ACT! was developed with portable computing in
mind.
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Major problems with mobile computers such as palmtops are:

. Pricing of software: Since users pay so little for the
computer, they aren't willing to pay lot for software; but
software development is same or more as for desktop.

. Physical distribution of software. Most palmtops don't have
normal floppy drive--how to distribute initial software,

upgrades, bug fixes?

. Limited memory/storage on palmtops. Typical PC code is
bloated because hardware is cheap-developers write, assuming
there is unlimited hardware. However, palmtop is more
limited--takes more development effort to write tighter code.
End users need same functionality and interface as on desktop-
-but hardware can't always support it.

PCMA is the mobile bus used for palmtops. PCMA cards (credit card
size card that fits into slot on computer) will be used as software
distribution medium. Problems are:

. cost: $20-$40 to distribute via card, vs $1 or less with
floppy disk

. updating software is a problem

Solution is electronic distribution for initial distribution, bug
fixes and updates. Alternative methods of electronic distribution:

. central repository such as CompuServe, Prodigy

. software distribution kiosks (in computer stores, hotels,
airports) where users can plug in to get software for fee

An additional problem with mobile computing is the number of extra
devices needed to make it fully functional: phone jack, modem, fax
board, additional storage, etc. What is needed is a single device
that will provide all of these functions.
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Marketing and Selling LAN Software
Burton Grad
10/5/92
Leader Greg Gianforte -- Brightwork -- New Jersey
(provider: Novell -- Network management tools)
Attendees:
- Jack Huisman -- Pioneer -- Data Access
- Willie Burgess -- DEC -- software licensing technology --

Pathworks
= Karen Doyle -- Spinnaker
- Jim Auleda -- Command Tech -- editor for program editor (SPF-

like)
= Steven Branard -- Cheyenne SW Utilities for Novell
- Darwin Dennisi -- DINE Systemns
- Sherry Hillebrandt -- Artisoft ( tastic)
- John Hurtis -- Texas Intruments (IEF)
- Linda Weave -- Chronologic

- Tony Nasca -- Nasca

Issues of Interest

Pricing for Networks

Which distribution channels

Customer service/support including tech support
Concurrent pricing

Site licensing

Pricing

Brightwork -- system management software

per pc didn't work

now price per server

use runtime protection ("magic cookie") (prevents 2nd install of
same software)

$400-$1000 breakpoint at 250 users

believes that LANs increase problems with piracy

Cheyenne

Free evaluation software

tiered pricing $900-$2000

5-25-50-250 are break points

50% discount for channel plus volumes discount for direct sales

force

Artisoft

starter kits -- $99 direct marketing

300 user license (but needs hardware)
startup kit for 2 users (including hardware)
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Nasca
sell at 1 price per company
software metering tools
electronic auditing of hardware ad software on a machine
DEC pushing old VAX + ULTRIX tools to work on WANs and LANs
network management facilities are critical
may determine whether to buy Netware or 0S/2
Channel Issues
Pioneer -- $299 -- discount over 25 copies
look for companies selling to market -- pay reseller fee (15% of
net)

create specialized site license disk with limited # of copies
finder's fee should be 5%-10%
distributors get 50%

Artisoft -- over 500 employees
use resellers
use dealers
use reps
margins are greater for industry specialized distributors
Do resellers really sell the products?
40% sell 60%
30% sell 38%
66% sell 2%
feels that reseller community has failed (disintegrated) in network
market
customer driving the change to more direct sales

Support

Brightwork -- 4-5% of total cost for tech support

installed 4000 units/month

about 1/2 call per installation

people don't charge for support

shouldn't we be pushing to sell upgrades through support contracts
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Integrated Office Systems

Lou Ruffino presentation of messaging concepts =-- (discussion with
Hugh Williams, Carol Anne Ances, Burton Grad)

Imagery -- multi-media (education)
document representation
compression - communications
- storage
Machine reading of envelopes (OCR) (for U.S. Post office)

per disk

CD ROM technology 600 meg - $1.50
$ .50 per disk

200 meg -

With current compression techniques can put 20 minutes of full
motion video on new small CD-KOM disks.

Interested in instruction delivery
Involves storing data, text, pictures, audio, moving pictures

Interested in wireless communication (radio frequencies) =--
avoids telephone co. limitations; can use for LANs

Designed a pager associated with a WIZARD with Profs =-- went to
IBM in 87/88.

Sharp also involved in paging with WIZARD.

HP has equivalent paging product called "FAXTEL"

Form to form transformation; format to format transformation
Tiny radio-receiver/transmitter

t c
receive data, audio, video; can p
to 2 miles) with radio frequencie

an send data, audio, video, or
rovide limited area coverage (up
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Office Automation Functions

Hugh Williams
10/7/92

Mail

Notes/Messages
Documents

Voice mail

FAX

Image

(full-motion video)

Send, Reply, Comment, Annotate...

CC, BCC, Acknowledgement...

Access Control, Archive, Retention Management, Encryption,
Backup...

Distribution lists

Topical and chrono file support

Search capability (keyword, author, date...)

Remote Access

Telephone: (Voice mail, In-basket (Audio), Text mail (Text-to-
Speech Synthesis)

Pocket device (e.g., Wizard): Urgent mail notification via pager

Portable/Notebook: Mail notification via paging and full text
support via data radio.

Directory

Enterprise and Extended Enterprise
Personal (Graphical rolodex)
Tel #, Node ID, Fax #, Pager #, Voice mail #, Printer, Address...

Calendar

Meeting scheduling

Internodal support

Conference room and facilities scheduling
Access control (no access, view only, change)

Information Services

Filtering via profile

Bulletin board

Publication announcement and ordering
Product announcements

Competitive analysis support

Clipping service (image)

News services (Dow Jones)

Stock quotations



Travel Support
Front-end airline reservation service
Find most cost-effective travel plan
Manage frequent-flyer points
Hotel and city info
Maps and directions to selected sites
(Expert Reservationist)
Telephone Support
Dial from work station
Filter incoming calls
Display calling number
Surrogate Support
(Expert Secretary)
Word Processing
Spreadsheet
Presentation Graphics
Desk-top Publishing
Forms Generation
Expense accounts
Time cards
Moving and living
Moves and changes (office, telephone...)
Equipment (capital) ordering
Supply requisitioning

Organization

Relationships maintained in enterprise directory
Organization charts

Calculator

World-wide clock with alarm support

Attachment D
Page 2
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INTEGRATED MESSAGING Hugh Williams
9/11/92

INTRODUCTION

In the mid-eighties, following the acquisition of ROLM by
IBM, a number of initiatives were undertaken to integrate
better telephone/voice systems with data processing. One of
these addressed office systems, more specifically the
integration of ROLM’s voice-mail system PHONEMAIL with IBM’s
office software (PROFS, DISOSS, and the emerging
OfficeVision).

After discussions with customers with significant
investments in both E-mail and voice mail systems, an
"Integrated Messaging" approach was specified and approval
was obtained to build a prototype which would utilize a
Windows (V.2) front-end to PROFS and a "soon-to-be-available"
release of a new version of PHONEMAIL. The PROFS and
Windows code were completed and demo’ed to customers using
simulated voice mail (the new release of PHONEMAIL was not
available at the time).

Based on the success of the demo and customer feedback a
decision was made to incorporate integrated messaging in the
OfficeVision plan. The design was LAN-based with PHONEMAIL
acting as a Voice/Telephony server and the end-user
interface being provided through OfficeVision under 0S 2.
During development the schedule for the required release of
PHONEMAIL was revised to a date past a reasonable horizon
and a decision was made to use a small voice-mail vendor who
agreed to build the required interface on an acceptable
schedule. Development was completed to the point that the
code was installed at several accounts for evaluation. With
the redirection of the OfficeVision plan, development was
terminated.

An alternative approach was evaluated, in conjunction with
Northern Telecom, where the voice/telephony server was to be
provided from the Telco central office and the end-user
interface through OfficeVision. Though this was found to be
technically feasible, neither Northern Telecom or NYNEX
opted to pursue this alternative. There were several
concerns but the overriding one (with perfect hindsight) was
whether OfficeVision would win marketplace acceptance.
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APPLICATION DESCRIPTION

At the heart of the system are two fundamental ideas;

1)That a user should be enabled to deal with multiple
messaging systems (Voice and text) through a single
integrated interface and

2)That a user be allowed to freely choose and mix his
messaging medium.

With regard to the first point, it is clear that a visual
interface is the preferred way to manage mail. It allows
one to see important mail at a glance and select it for
processing in a non sequential manner unlike voice messaging
and telephone answering machines. For this reason the
primary interface was built on a PC.

With regard to the second, the selection of medium should be
a function of both user preference and the type of message.
The prototype inplemented voice and text. Given today’s
state of the art in multi-media PCs and transmission
technology, image should be considered for implementation at
this time.

FIGURE A
IN BASKET
DATE TIME FROM NODE/NO SUBJECT TYPE
1 10/01/92 9:00AM Smith, T. VMVIENNA Bulletin Board TEXT
2 10/01/92 8:30AM Jones, W. Ext. 3333 VOICE
3 9/30/92 6:30PM 22222 222222 VOICE
4 10/01/92 12:30PM Grad, B. (914) 555-1234 Washington Meet TEL

Figure A illustrates the above points. If Message 1 is
selected, a standard text message will be displayed. The
user could reply to this message with text or if he
preferred select the voice reply option and the system would
turn on his speakerphone and record his message and send it
to the appropriate address automatically. Or he could
forward to an associate with a voice comment such as "Please
handle".

Message 2, if selected, would cause the user’s speakerphone
to be turned on and the associated message to be played.
Again if the user preferred not to respond with voice, he
could send text.

Page - 2 September 11, 1992
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(Underlying the above functions is both an enterprise-wide
and a personal directory system which provides the
appropriate address for E-mail, voicemail, telephone calls,
FAX, Pager etc. for the given individual.)

FIGURE A
IN BASKET
DATE TIME FROM NODE /NO SUBJECT TYPE
1 10/01/92 9:00AM Smith, T. VMVIENNA Bulletin Board TEXT
2 10/01/92 8:30AM Jones, W. Ext. 3333 VOICE
3 9/30/92 6:30PM 22222 222222 VOICE
4 10/01/92 12:30PM Grad, B. (914) 555-1234 Washington Meet TEL

Message 3 illustrates a voice message which came from
outside the enterprise and the identification of the calling
party cannot be known to the system. (With the advent of
ANI (Caller ID) coupled with the personal directory selected
integrated messaging functions could be implemented). If
selected, the voice message would be played but reply etc.
could not be automated as with message 2.

Message 4 shows a telephone call taken by a message center
and, via an interface to the system, inserted into the In
Basket. If selected, the system would telephone the calling
party. A trivial extension to the system would enable a FAX
center to send notification that a FAX had arrived for a
given individual.

Other Functions

Though primary access to the system was through a work
station in his office, secondary access was supported, both
from remote work stations as well as telephones. Text-to-
Speech synthesis was employed to "read" text messages over
the telephone.

To enable notification of urgent new mail, a prototype
interface to a nationwide paging system was implemented.
Short text messages were sent using this capability.

Selected telephone features, based on capabilities in the
ROLM CBX and telephones, such as call screening and display
of calling number were demonstrated.

Page - 3 September 11, 1992



INTEGRATED MESSAGING

ThJ functions that were supported in the prototype were
constrained by the functions already existing in PROFS and
PHONEMAIL. Since these two systems were functionally rich
(distribution 1lists, networking of messages etc.) the user
had available to him a full menu of choices through the
integrated interface. However differences between the two
systems showed through. Ideally the next step would have
been to converge the two systems to the point that the user
would only have to learn and deal with a common interface to
a multi-media messaging system.

Conclusion

It would seem that "Integrated Messaging" is an application
which inevitably will be developed. In numerous discussions
with customers, its importance in meeting the needs of the
communication intensive office worker was underscored. The
ingredients for its implementation are well understood.
Perhaps, what is needed, is a customer (or customers) who,
recognizing the importance of this requirement, would 1lead
and potentially invest in its development.

Page - 4 September 11, 1992



THE NEW REALISM
IN OFFICE SYSTEMS

COMPII'I'ERS CAN'T TAKE THE PLACE OF GOOD MAIIAGEMEIIT—BIIT THEY CAN HELP
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management will be the leader in inter- | tive edge. A new breed of computer | in 1980 to o by 1991, estimates Mor-
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| officers, emerged, pushing technology l Im.u h. In thl the service sector of the
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HEALTH CARE SUMMIT

Business and the Future
of American Health Care

An exclusive national summit
for those most challenged by today's imperative
to rethink and reform health care.

Here, all the key constituencies of the corporate
and national health care debate will meet to consider
new options and to cast bold solutions.

AMONG THE PARTICIPATING SPEAKERS ARE

FROM GOVERNMENT: Hon, Michael
Dukakis, whose health care achievements
as Massachusetts governor won national
attention.

FROM MANAGED CARE: Dr. David
M. Lawrence, CEO, Kaiser Permanente,
the largest managed care provider.
FROM PRIVATE INSURERS: Dr. Carl
J. Schram, President, Health Insurance
Association of America.

FROM CORPORATE AMERICA:
William Goss of GE, Burke Huey of

Pepsico, and other executives whose inter-

corporate health care alliances and innova-

tive cost control approaches are working.

FROM POLICY RESEARCH: Dr.
David Himmelstein, Harvard Medical
School; the nation’s #1 authority on
health care administrative costs.

Dr. Uwe E. Reinhardt, Princeton Univer-
sity; the nation’s most renowned analyst
of health care delivery.

FROM PUBLIC ADVOCACY: Dr.
Sidney M. Wolfe, who, with Ralph
Nader, created the Public Citizen Health
Research Group to advocate universal
health care access.

An unparalleled opportunity for corporate and

health care leaders to advance toward pragmatic solutions and

shape an agenda for the recovery of US health care.

October 20-21, 1992 / The Willard Hotel, Washington DC

Invitations are limited exclusively to senior management.

All executives attend as the guests of Business Week.
For information, call Business Week (212) 512-2184 Fax: (212) 512-6281
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economy—Dbanks,

| the 10 years ending in 1991,

clined for most of the 1980s,

sure, they're putting
| budgets. Many are
sourcing—turning over

tems to outside professionals.

|
[

I tems that can help
‘ get closer to

|

|

gno\ures

Challenge: Improve customer service
by shortening check-in lines

Solution: Let guests check in by phone.

To do that, Hyatt needed a toll-free
operator center, data links to every
Hyatt hotel, and identical software in
each hotel so operators wouldn't
have fo learn multiple systems

elf atochem
ATO

Challenge: Build wider internal
support for re-engineering

Solution: Tackle a common
annoyance—long waits for
expense-account reimbursements
—by letting sales people file forms
electronically, paying balances into
direct-deposit accounts, and auditing
the paperwork afferward

SPECIAL REPORT

insurers, ho-
| tels—he estimates that $862 billion was
| plowed into information technology in

Jut guess what? Most of the invest-
ments never paid off on the bottom line,
White-collar productivity actually de-
Few killer
apps ever emerged, and many ambitious

| projects collapsed under their own | difference. Since 1989, white-collar | nally learned to love technology. Once
| weight. The result: Many CEOs feel se- | productivity has begun to rebound | he understood that the basic UPS s ystem
duced and abandoned by information | (chart, page 130), partly because of | had to be redesigned—to compete with
technology. With the economy sputter- } thinning ranks. Roach s that as the | the likes of Federal Express rather than

ing and corporate profits under
a lid on computer | to
actually
management or
even ownership of their information sys-

But now, more than ever, Corporate | realistic approach. In the sober '90s, the | puter that electronically captures cus-
America needs information technology | vain hunt for killer apps has ended. In- | tomers’ signatures. Thanks
that works. It needs sys- stead, smart CEOs are | new capabilities, UPS's profits and reve-

T
w\_‘o signed for It used to mean
nd ostomers sign on a handheld compuze "’°9/n9 B Weny o

to Mahwah, N_J., + where "7

sluppmg back and examining just w lmx
it is their companies do and how their
business processes can be changed to do
it better. Only after they have clearly

customers, create new plmllu ts and ser
vices, and meet global competition. A\.s
companies shrink their payrolls, personal
computers, networks, fax machines, and
| other information tools really do have to | defined the task do they call in technol-
improve productivity. Technology must ogy experts to rig information systems
help fewer hands get the work done. to help get it done.
There are already signs that informa- | ke AR, The process is called “re-engi-
tion technology is starting to make a neering,” and it'’s how UPS's Nelson fi-

pres- | "90s wear on, productivity will continue | with the plodding U. S. Postal Service—
it was easy to see which technologies
would really pay off. That led to a de-
-ade of heavy but focused investment in
everything from a new freight airline to
development of a custom handheld com-

rise as corporations finally figure
out how to apply information technology
effectively.

How will they do it? The answer is |
deceptively simple: by taking a far more

out-

nue are rising (page 132).
The painful lesson of the 1980s is that
even the sexiest technology isn't a
substitute for clearheaded man-
agement. Information tech-
nology will be an impor-
tant discipline for
senior executives to
master, but only
one of many,

o onceo Ptk ”°x

Challenge: Overcome cost advantages in
purchasing and distribution that larger
rival Kmart had in the early 1980s
Solution: Use computer networks fo
establish tight links between suppliers,
warehouses, and stores. That way,
Wal-Mart avoids excess inventories

and keeps costs down

¥ CHECKING A
SIGNATURE
BY COMPUTER

Challenge: Track transactions at
stores around the world to reduce
fraud. The ultimate solution, giving
each a unique ID number, would
have taken six years

Solution: Don't do it. The new frack-
ing system was already such a big
improvement, it shouldn’t

be delayed




PHOTOGRAPH BY ROBERT HOLMGREN, CHARTS BY JAIME BEAUCHAMP/BW

uct development. “At good companies,
information systems technology is like
air,” says consultant Peter G. W. Keen,
executive director of the International
Center for Information Technologies in
Washington. “They hardly talk about it.
It's just there.”
Even the Cl0s are
tune. Back in 9, top computer sys-
tems managers surveyed by ¢SC Index,
the consulting arm of systems integra-
tor Computer Sciences Corp., said their
No. 1 priority was using information sys-
tems for “competitive breakthroughs.”
This year, that ambitious goal has fallen
to No. 14. The top priority now is more
modest: “aligning information systems
[with] corporate goals.”

That's certainly what the techies at
Wal-Mart Stores Inc. have done. A de-

singing a different

cade ago, the Bentonville (Ark.) chain
trailed Kmart in the discount-store mar-

EVEN THOUGH THE COST OF
COMPUTING IS DROPPING.

5,000

4,000
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alongside marketing, finance, and prod-

With its greater purchasing power,
Kmart could negotiate lower wholesale
prices. But Wal-Mart saw a way for in-
formation systems to blunt Kmart’s
edge. By collecting and analyzing sales
data from stores daily, Wal-Mart could
immediately learn what
was moving slowly and thus avoid over-
stocking and deep discounting.
SPECIAL TREATMENT. Wal-Mart
tives understood early that while

ket. V

execu-
hot

merchandise |

products come and go, a good delivery |

system is a joy forever. At its computer-
ized warehouses, many goods enter at
one loading dock and leave from another
without ever resting on a shelf. And
Wal-Mart wins special treatment from
its suppliers because it gives them spe-
cial treatment: Some 3,800 vendors now
get daily sales data directly from Wal-
Mart stores. And 1,500 have the same
decision and analysis software that Wal-

+.COMPUTER BUDGETS

1007 2 |

2 8 M OB UV OB W N9

A INDEX: 1982 = 100
DATA: MORGAN STANLEY & (0.

|
|
|
|

product performs in variou
markets.
In all, Wal-Mart has in-
vested 3600 million over the
past five years in comput-
ers, satellite dishes, and the
| other hardware and soft-
ware it uses to orchestrate
supply and demand. Along
the way, it has become the
world's largest and most
profitable retailer
Wal-Mart's success shows

how important it is to get
the strategy right before |
laying on the informatior

‘ technology. But being smart

about technology itself is
equally important. Take Hy-
att Corp. Like other chains,
it has a computerized reser-

vation system, but Hyatt's
has a technological advan-

tage: Guests can check into
any Hyatt in the U.S. by
- allm;: a toll-free number in
Omaha where an operator starts a bill,
igns a room, and even describes the
view. On arrival, guests just present
their credit cards for verification and
pick up the keys.

That's not done easily. By the end of
the year, all Hyatt hotels will have ex-
pensive, 24-hour data hookups to the
Omaha center. And all will have the
same on-premises software, so the Oma
ha operators can check guests in by re-
mote control without having to navigatc
different systems at each hotel. Be
Hyatt manages all its hotels, it can en
force those standards without worrying
about balky franchisees.

The payoff: Guests spend less time in
line, & point Hyatt trumpets in its adver
tising. And .u‘('nrnhng to Gordon S. Kerr,
Hyatt's senior vice-president for man
agement information systems, the same

MAUSE

| network eventually will be used to cen-

Mart's own buyers use to check how a | tralize such functions as accounting,

«.AND WHITE-COLLAR
PRODUCTIVITY IS ANEMIC
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!
which are now done {t each hotel. That
could produce savings of tens of millions
of dollars. Says Kerr: *You can’t make a
bed from 200 miles a 1y, but you can do
a lot of other things,"

Even computer makers are taking a
more levelheaded approach to using in-
formation technology these days. Sun
Microsystems Inc., the leading work-
station maker, was a true believer in
technology. As it grew from a startup
into a $2.5 billion company from 1982 to
1990, the need for new systems and soft-
ware hardly was questioned, and there
was little coordination of purchasing.
But a couple of years ago, management

to agree on something,” says Thomas M.
Hout, a vice-president at Boston Consult-
ing Group. Gaining their support early is
essential, says Jerrold J. Eisen, a consul-
tant at Goldstein Golub Kessler & Co., a
New York accounting firm. Otherwise,
“they sit there in the bushes with the
guns loaded, waiting to shoot.”

Case in point: the insurance industry.
It's an intensely white-collar business,
and insurers have been among the big-
gest buyers of information technology.
Yet the insurance industry racked up
one of the worst productivity records in
the 1980s. According to Morgan Stan-
ley's Roach, despite doubling investment

versions. Cigna's bosses are insisting on
fundamental change: Caron says that
heads of one unit, skittish about whole-
sale changes, asked the re-engineering
team to estimate the cost and impact of
making just 75% of the proposed
changes. But the re-engineering team re-
fused, insisting on all or nothing. At
Cigna RE, the reinsurance unit, a re-engi-
neering effort slashed the 225-person
payroll nearly in half while speeding
document handling.

SELF-SERVICE. Bureaucratic infighting
can tangle up even the best information-
technology plans. Take the Texas Em-
ployment Commission. It spent 12 years

became alarmed that
many systems couldn't
easily  communicate
with one another—an
embarrassing plight for

SECRETS OF SUCCESSFUL

INFORMATION-TECHNOLOGY PROJECTS

on a new system for
T state unemployment
taxes. The tax collec-
tors blamed data-pro-
cessing people for tak-

one of the world’s pre-
mier networking compa-
nies. Even today, after
1% years of enforc-
ing companywide stan-
dards, says William J.
Raduchel, vice-president
for corporate planning
and development, “my
system architecture is a
bowl of noodles thrown
up in the air.”

KNOW-IT-ALLS. Bit by
bit, though, Sun is un-
tangling its electronic
pasta. Now, when an
order for a workstation
is taken at its Japanese
subsidiary, it's entered
into a computer once
and relayed to other
machines that need to
know about it, instead

D o » Agree on goals, after first
hashing out @ model of how

your company works

P Ask stupid questions about how
things ore done

P Postpone automation until process-
es are redesigned

¥ Start by fixing a small but annoying
problem to win friends

¥ Structure big projects so there are
visible payoffs along the way

» Try out rough prototypes of new
systems to get early feedback from the
people who will use them

¥ Select your best people for project
teams, even if it disrupts your day-to-
day operations

P Settle for 80 % solutions

Dou’r ¥ Set vague objec-
fives such as
‘improving productivity'
P Design your project to minimize
conflict within the organization
P Assign project management
who's fechnically profici

but unskilled in negotiation

P Assume that interviewing computer
users will reveal exactly what they
need from the new system

P Start your effort by looking for
places to apply the hottest new infor-
mation technologies

¥ Leave technology for last, or you'll
overlook opportunities for using it

» Emphasize i T

ment if whot you really need is funda-

ing too long, while the
computer jocks com-
plained that the tax col-
lectors constantly asked
for new things. In 1990,
the commission brought
in Andersen Consulting,
which helped create a
dispute-settling steering
committee that included
the commission’s chair-
man, administrator, and
the top managers from
both sides. The panel
ended one long-simmer-
ing dispute by ordering
tax collectors to swal-
low their pride and en-
ter certain tax-status
changes into the com-
puter themselves in-
stead of sending slips of
paper to clerks. That

of being entered up to
10 times on different,
incompatible systems.

mental change

should save money and
time. Back on track, the
tax system will go into

In Europe, Sun is going from low-tech
warehouses in 11 countries to a single
one in Montfort, the Netherlands, that is
networked to sales offices in the 11
countries and to a Sun factory in Linlith-
gow, Scotland.

A strengthened communications net-
work saves time and cuts down on the
need to carry expensive inventory. That
helped Sun work down its manufactur-
ing-cycle time to six months from eight,
freeing 3500 million in cash on its bal-
ance sheet, says Raduchel. “There
weren't any grand strategies here, it
was all nuts-and-bolts stuff,” he says.
“You just have to go and work with
people every single day."”

One of the toughest challenges for
technologists is dealing with the great
washed masses of white-collar workers.
“Every white-collar person thinks
they're a professional and they know
best. It's like getting a group of doctors

in computer systems, communications,
and other office technologies as a share
of its capital stock, the industry still has
nearly 47% of its work force pushing
paper in back offices, scarcely down
from 49% a decade ago.

One reason for insurance’s lousy per-
formance is that old processes were ney-
er killed off when new automated meth-
ods were introduced, says Ray Caron,
president of Cigna Systems Corp., the
computer unit of Philadelphia-based in-
surer Cigna Corp. “You started to layer
systems on top of one another,” he says.
“For example, the independent agents
would do some work, and our people
would do it over again, just to be sure
they did it right.”

Now, Cigna is starting to get things
right with such methods as prototyping,
in which rough drafts of new software
are tried out with real employees before
money is sunk into industrial-strength

operation on Oet. 1.

At the extreme, a poorly managed
computer project can threaten a compa-
ny’s life. Consider Blue Cross & Blue
Shield of Massachusetts. Two years ago,
the health insurer faced shrinking mem-
bership, rising health care costs, and a
lid on rate increases. On top of that, an
ambitious computer system, years late,
was millions over budget because of in-
adequate supervision and constant re-
quests for modifications. That contribut-
ed to a financial erisis that briefly drove
the company to the brink of insolvency.
Early this year, Blue Cross withdrew
life support from the computer project
and turned over its data center to Gener-
al Motors Corp.’s Electronic Data Sys-
tems Corp. (page 133),

Even the military can’t simply order
its troops to embrace new information
systems, “Many of the procedures have
existed for decades. You have people
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NELSON: A BIG
INTERNAL SALES
joe
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Parcel Service Inc. faced, it's

«asy to see why so many compa-
nies fail at re-engineering. At UPS, the
decade-long transformation from a
low-tech outfit to an effective user of
information technology required heavy
spending, endless patience, and—above
all—a giant internal sales job.

In the early 1980s, most UPS employ-
ees were in no mood to dabble in tech-
nology. The 3,000-strong industrial en-
gineering department had so perfected
manual package handling that UPs had
the industry’s lowest costs. Sure, Fed-
eral Express Corp. had wireless termi-

nals for its courie But to 1 man-
agement, those were bells and

whistles. After all, urs profits kept set-
ting records.

NO TECHIE. But customers kept getting
choosier, rivals stronger, and comput-
ers cheaper. By 1983, it dawned on
management that it could no longer
ead by tweaking manual pro-
{ent C. “0z" Nelson, then se-
nior vice-president, created a task force
to plot an information-technology strat-
egy. Although no techie—he has a BS
in business from Ball State Universi-
ty—Nelson knew that computer-based
systems would someday identify,
route, and track packages better than
any human being.

With deep pockets and patient em-
ployee shareholders, UPS went on a
spending spree: $50 million for a global
data network; $100 million for a data
center in Mahwah, N. J.; and $350 mil-
lion for the Delivery Information Ac-
quisition Device (DIAD), a handheld
computer for drivers. It's also spend-

UPS: UP FROM THE
STONE AGE

onsidering the obstacles United T

ing $150 million on a cellular data net

and creating a machine-readable label
that holds more data than bar codes.
The biggest challenges have been

managerial. Gene Hughes, strategic
planning manager, says that some
managers feared that technology

would be inflexible, expensive, and
prone to failure. Instead of quashing
issent, the company diffused it by
ng respected managers and send-
ing them to school to learn technology.
That turned them from bashers into
boosters. Nelson says that forming a
priority-setting steering committee
made up of the No.1 or No.2 person
from each department was “one of the
best decisions we made.

There were mistakes, too. Nelson,
chairman and CEO since 1989, says at
first the company focused too much on
hardware and too little on what cus-
tomers wanted. FedEx, for instance,
was devising systems to automate cus-
tomer mailrooms. UPS also goofed by
not leaving enough people behind to
fine-tune newly installed projects, and
by ignoring off-the-shelf technology.

The costs of automation and over-
seas expansion crimped profits in the
late 1980s, but UPS earnings are re-
bounding—up 18% in 1991, to $705 mil-
lion, on a 10% revenue gain to $15 bil-
lion. At FedEx, Alan B. Graf Jr., chief
finaneial officer, says: “Long-term, it's
Federal Express vs. UPS. They're tough
competitors.” You can bet FedEx
would not be so respectful if UPS were
still treating computers and communi-
cations as so many bells and whistles.

By Peter Coy in New York, with Chuck
Hawkins in Atlanta

who ‘own’ proc 2 s Deputy
sistant Defense Seeretary Paul A.
Strassman. And thanks to military em-
ployment rules, “if I have a colonel in
charge of logistics, I can't take him out
to the parking lot and fire him.” So
Strassman, a former Xerox Corp. execu-
tive, relies on the power of a clearly
explained idea to rally support.

[ As cio for the world’s largest comput-
er user, Strassman an urgent
deadline: He has orders to cut $36 billion
in spending between fiscal years 1991
and 1997. By consolidating dat:
the Defense Dept. is not only
money but also eliminating discrepanci
in data that cropped up through duplica

faces

renters,

saving

pl‘|)('r~'>illf_’ for a fee to inter! A
users. “If we do not succeed with re
engineering, we will have to t
more fighter planes, more ships,
more tanks,” Strassman warns

people, not technologry, what's the solu
tion? Before upsetting a lot of apple
carts, it's often wise to tackle a small job
that shows how computers re:
help. Solve the annoying, obvious little
problems first, even if they have little
effect on the bottom line, suggests Rob
ert M. Rubin, vice-president for ir
tion services at EIf Atochem
America, a Philadelphia-based chemical
manufacturer. Rubin is working on a
system that will reimburse salespeople
for expense accounts right away and
check their math and receipts later. That
should win him some credibility for fu
ture initiatives that could demand sacri
fices from employees.

Sometimes the winning strategy
forget about the state of the art and
settle for what can be completed. Mas
terCard International Inc. is in the midst
of a five-year, $65 million effort to retool
its worldwide network. A key goal is to
sh losses from fraud by givi
issuing banks more up-to-date informa
tion on cardholders and merchants. To
do that, Philip Verdi, executive vic :
ident for operations, hoped to assign a
unique 1D number to each of 9.6 million
merchants in the world. That way, Mas-
terCard could follow them even if they

switched banks, making it easier to spot
| & store that had high losses from fraud.
Jut getting some 3,000 banks to adopt a
worldwide numbering scheme and build-
ing the data base would have taken an |
estimated gix years.

This April, Verdi decided to jettison
the cumbersome feature so the project
could move ahead. By the end of the
year, MasterCard will be giving banks
reports of suspicious activity within 24
| hours: , usage of a card more than
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s in a day.
] . MasterCard hopes to have that
data available almost instantly, so a
thief could be foiled on the very day he
stole the card. With fraud losses topping
51 billion a year worldwide, Master-
Card’s banks don't want anything to de-
lay those capabilities. “You've got to de-
liver something. You've got to make
them taste says Verdi. “Then they
become zealots, and they really help you
get the job done.”

Another approach is to break the big

overhauls into manageable pieces. Says
Pennzoil Co. c10 R. Britton Mayo: “One
of our rules on projects is if we can’t do
it in nine months, we don't do it. Mayo
does leave himself room to fudge: Some
projects do take more than nine months,
they're just divided into shorter phases.
He insists, though, that each phase pro-
duce some tangible benefits.
MICRO MISMANAGEMENT. Of course, be-
ing too timid carries a risk. By focusing
on little stuff, companies can convince
themselves they're making the needed
improvements in their processes. But
they may never get around to asking the
basic questions that might point up the
need for a more thorough re-engineer-
ing, “Companies have a temptation to
break down things into 96 subprocesses
and optimize each of those,” says Rudy
Puryear, a managing partner at Ander-
sen Consulting. “What they end up with
is 96 optimized subprocesses, and they
haven't redesigned the business.”

That, warns one information technol-
ogy consultant, is precisely the downside
of “total quality management,” the hot-
test management fad of the 1990s. TQM
programs encourage employees to make
steady, incremental improvements in
how they do their own jobs. But that
may keep an organization from address-
ing more basic issues, says Larry DeJar-
nett, a viee-president A.T. Kearney
Inc. consultants. To use information sys-
tems effectively, management needs to
throw out the old assumptions about
how things are done, then build new pro-
cesses. It isn't easy, says Delarnett: “If
people aren’t willing to undergo some
pain and strain, you should not embark
on business-process re-engineering.”

The new religion is spreading. As it
does, the U.S. economy promises to be-
come more efficient. That's good news
for the eroding standard of living. Com-
puters won't do it alone. But companies
that get the whole package right—com-
puters and all—will still outperform
those that don't.

By Peter Coy in New York, with bureau

reports

Within about two |

—

THE COMPUTER SYSTEM THAT NEARLY

For information on reprints of this Special Report, call
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~ HOSPITALIZED AN INSURER

——

JOYCE PULLED
THE PLUG ON
SYSTEM 21

t was a failure of the first order,
Blue Cross & Blue Shield of Massa-
chusetts spent six years and $120
million developing a computer system
that would be cheaper and more re-
sponsive to customers. System 21 was
trumpeted as “the future of Blue
Cross.” But early this year, behind
schedule and over budget, the project
was scrapped and the company turned
over its computer operation to an out-
side contractor, Electronic Data Sys-
tems Corp. “We couldn't face the
board and ask them for another $120
million,” says Martin V. Joyce Jr., a
consultant hired last year as the Blues’
senior vice-president of operations.
Train wrecks like that are rare. But
with information systems gobbling up
capital budgets, it's easy to see how
devastating a botched computer project
can be—especially for a company that
already had other problems. A 1990
study by New York-based consultant
Cresap-Tillinghast slammed Blue Cross
of Massachusetts management for be-
ing inefficient and bureaucratic and
missing the boat on managed health
«are, The company lost a third of its 3
million subscribers between 1985 and
last year. In 1990, it came close to in-
solvency—partly because of cost over-
runs on the computer project.
BLIND FAITH. Where Blue Cross erred
was in leaving technology too much to
the technologists, After funding the
huge project and approving an indepen-
dent contractor to develop software,
top management let nature take its
course. The contractor, later bought by
Policy Management Systems Corp. in
Columbia, S.C., began writing pro-

grams for claims processing, billing,
and enrollment. But, Joyce says, Blue
Cross failed to give PMSC a firm set of
priorities stating which features were
essential and which programs had to
be done first. Also, he says, supervi-
sion broke down because the insurer l

hadn't appointed a single executive to
manage the project. So, when pumsc
showed off the finished claims-process-
ing software, various Blue Cross man-
agers chimed in with requests for
changes that delayed the whole project
and led to cost overruns.

The delays were nearly as painful as
the rising costs. By the time it
launched § em 21, Blue Cross was
trailing other insurers in systems to
manage the swelling load of paper-
work. It had nine different claims-pro-
cessing systems on hardware dating
back to the early 1970s, and an internal
task force in 1985 had recommended
turning over data processing to EDS.
But management refused, saying EDS
was charging too much and lacked
some key technology. Meanwhile, Blue
Cross was proving incapable of creat-
ing new systems itself,

The Cresap-Tillinghast study trig-
gered big changes. Blue Cross of Mas-
sachusetts immediately cut costs 15%,
axed its money-draining computer proj-
ect, trimmed layers of management,
and got into managed care. The result:
It earned $39 million last year.

System 21 exists only as a painful

on. Its IBM computers were taken

over by EDS. And six years of program-
ming has been tossed out. The opera-
tion was a failure, but the patient lived,

By Geoffrey Smith in Boston
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TERRY ALEN

YOUR DIGITAL

FUTURE

SOON, A HOST OF GADGETS WILL ALTER WORK
AND PLAY—AND RESHAPE FAMILIAR INDUSTRIES

eorge’s family is home for the

night. The office won't need to

know his whereabouts, so
George unpins the “active badge” that
tells his employer’s computer network
where to reach him. In the family room,
he settles in to watch Terminator 6,
which the kids have programmed the
high-definition “Compu-Tv" to fetch over
the 500-channel cable system. George
hollers to his son, Elroy, to join him, but
he has a midterm tomorrow and is
hunched over his “electronic book,” tap-
ping the screen to get video clips of the
body’s inner workings as he reads an
anatomy text.

George's wife, Jane, is busy, too. Af-
ter a day of sales calls, she's back in her
home office. She grabs her notepad-size
“personal digital assistant” and with the
push of one button zaps all the day’s
sales data, contacts, and “to-do” items
into her computer. Writing instructions
on a screen embedded in her desk, she
checks off the tasks she has completed.
She then speaks to the computer, telling
it to collect all her electronic mail and
memos from the office. Now, if she real-
ly hustles, she might finish that multi-
media sales report in time to join George
for a 30-minute “virtual trip” down the
Nile. With earphones, special glasses,
and motion seats, the Compu-Tv will
whisk the couple away.
coMING $OON. This home of the future
may sound like something torn from an
Isaac Asimov novel, and certainly noth-
ing close to it exists today. But five
years or so from now, George and
Jane's home may be the one next door.
Seriously. While many folks are still
fretting over whether to trust automat-
ed teller machines, a new wave of tech-
nology is building that has the potential
to alter fundamentally the ways in
which we entertain ourselves, educate
our children, and get our work done.

The catalyst: digitization. Just as vinyl
LPs gave way to digital compact disgks in
the 1980s, in the 1990s more and more of
the information around us will be con-
verted to digital bits, the 0's and 1's that
are the language of computers, Every-
thing from the analog waves of tele-
phone calls, radio, and television to the
images of movies, photos, and paintings
is going digital. Once all this infor-
mation has been converted to bits, it
ran be manipulated just like data in
a computer.

It’s far from clear how this digital

flood will be harnessed. But the
prospect already portends a dramat-
ic reordering of the computer, con-
sumer electronics, entertainment,
and information industries.
MATING DANCE. As information is mixed
and matched, some industries will over-
lap. If they don't overlap, they'll collide.
Old industrial empires may topple, and
new ones may rise. Says Ron Sommer,
president of Sony Corp. of America:
“Where a company comes from is less
important than where it is going. As
boundaries are erased, corporate birth
certificates won't count for much.” With
grounding in consumer electronics, video
equipment, and entertainment, Sony is
naturally one of the most enthusiastic
promoters of the new order (page 64).

But everyone is scrambling to shape
the digital future. The computer and
consumer-electronies industries are al-
ready locked in a mating dance to create
the boxes that will manage the digital
flow. Will they be like Tvs? Personal
computers? Video games? Game kings
Sega Enterprises Inc. and Nintendo Co.
are trying to get an edge on the PC
crowd with new video-game systems
that use CD-ROM disks (page 34), offering
stereo sound and movie-like video of real
actors. “We and Nintendo really are the
players,” boasts Thomas Kalinske, presi-

dent of Sega of

America Inc. “And
the rest of them
aren't.”

Meanwhile, local phone
companies, cable TV operators,
direct-satellite broadcasters, cellular-
phone companies, and even water and
gas utilities are battling to be the digital
highways into homes, schools, and of-
fices. Publishers, movie studios, and
broadcasters are seeing dollar signs in
converting vast libraries of books, refer-
ence works, films, and video footage into
digital cash cows.
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But to get at

the cash, they must first
overcome some major technical
and marketing barriers. For instance,
there's no standard format for digitizing
and manipulating all this information.
Given the difficulties of forging stan-
dards within any one of these industries,
says Intel Corp. President Andrew S.

Grove, the idea of
easily creating a lin-
gua franca for the digital
world is “naive beyond belief."”
Even if you can solve that one, the
compression technology needed to
squeeze those bits onto the digital high-
ways is still evolving. Then there are the
most fundamental questions: Who's go-
ing to buy this stuff? Why? When? For
how much?
BesT Guesses. 0. K., so there are a few
wrinkles to be ironed out. But that's not
stopping anybody from tryving to lay
claim to this Brave New Digital World.

HIGH TECH
AT HOME

Clockwise, starting with the TV set

COMPU-TV: Interactive TV will
likely be the heart of your home
“infotainment" center. It will have
the intelligence to pick out the
shows and information you want
from 500 cable channels

DIGITAL ART: Flat-panel displays
can show artworks, photos, or vid-
eos of nature scenes

STEREQ: CDs and digital tape are
here. Now comes surround sound

to mimic the acoustics of your fa-

vorite concert hall, plus video link-
ups. The system will be connected
to your computers and TV

PERSONAL DIGITAL ASSISTANT:
Don't leave home without this
handy electronic diary/date book
that also communicates with com-
puters and fax machines from
wherever you are

HOME COMPUTER: It will read your
handwriting, interpret your voice
commands, and manage reams of
data. And, of course, it's a multi-
medio whiz that merges graphics,
video, and text

VIDEOPHONE: With improved com-
pression technology, phone lines
will handle cleor video images. Mi-
crochips will give your phone com-
puting power to take messoges
and handle foxes

REMOTE CONTROL (CENTER): To
keep track of oll these smart mo-
chines, you'll get a superzapper.
Advanced “object-oriented” soft-
ware makes it simple to work all
your digital wonders

The motivations are clear: Profits in
many of these industries, especially con-
sumer electronics and computers, are
dwindling.

The opportunity could be huge. Apple
Computer Inc. Chairman John Sculley
estimates the size of the digital market
at more than $3 trillion by the year 2000.
Sculley’s tempting vision is based on the

ption that p
electronics, telecommunications, and en-
tertainment will overlap as they go digi-
tal, giving old players new markets.
“What's motivating all of us is greed,”
says Intel's Grove.

So the greedy are charging ahead
with their best guesses about the digital
future. Time Warner Inc. sees interac-
tive supercable systems that offer 500
channels. Apple, says Sculley, sees a
chance to become the software king in a
market of new consumer gadgets—a
sort of Microsoft Corp. of the digital
world. Hewlett-Packard Co. is looking at

S,
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LET’S
DO LUNCH

To shape the digital future,
computer, consumer-electronics,
entertainment, and media companies
are collaborating in a series of deals

DEALS STILL AT THE LUNCH STAGE

Apple Computer Microsoft

Is talking to Hollywood Is dealing with
superagent Michael Japanese consumer-
Qvitz, Japanese
consumer-elec-
fronics companies
including Fujitsu,
ond media and
telecommunications
companies

Showtime

U.S. coble companies

IBM

Infolks with Time
Warner, Comcast
(cable operator), MCA,
Disney, George Lucas,
Shvnn Spielberg,

ways to get into the Compu-TV business.
And Sony is laying plans for products
that use computing to entertain.

“The '90s are going to be a very con-

fusing period with a lot of silly, distract-
ing, important products being intro-
duced,” says Paul L. Saffo, a research
fellow at the nonprofit Institute for the
Future, a research foundation. “It may
be that the winning industries at the end
of the 1990s are none of the ones that
dominate today."”
TEAMING UP. It may also be that no sin-
gle industry—or nation—will dominate
the digital world. Since the risks are
high and the territory uncharted, compa-
nies all over the globe are racing into
alliances. Computer makers, for in-
stance, need help in building low-cost,
compact consumer electronics. Inevita-
bly, that pushes them into deals with
Japan'’s electronics companies. The Japa-
nese companies need the knack for digi-
tal programming the Americans have.

Even with Japanese partners, comput-
er makers face tough challenges in con-
sumer markets. There are different
sales channels, cost structures, design
principles, and advertising methods.
“I'm very skeptical about the PC guys,”
says Stephen Reynolds, an analyst with

electronics companies,

market researcher Link Re-
sources Corp.

So everybody's dealing.
Apple has teamed up
with Sharp Electronies
Corp. and Toshiba
Corp. to build con-
sumer products.
Tandy has clinched

a deal with Casio
and GeoWorks, a
maker of soft-
ware. For many
months, IBM has
been negotiat-
ing with Time
B Warner to
* collaborate on
advanced dig-
ital cable-Tv
technology and
is now talking
to Tele-Commu-
nications Inc.,

the largest U.S
cable operator, to
develop a two-way
information system
Those who have

not put ink to paper

are talking about it. In
the digital world, every-
one is out to lunch—talking
deals. Sculley spends gobs of
time in Hollywood with entertainment
types, shuttles to New York for meet-
ings with publishing executives, and
flies to Tokyo to negotiate with consum-
er-electronics companies. Executives
from Tele-Communications recently
spent hours urging Sony Chairman Akio
Morita and other Japanese executives to
bet on cable as the ideal conduit for
digital programming. Sega says every
U. S. computer maker has knocked on its
door. And Microsoft Chairman William
H. Gates IIl is everywhere—talking
with phone companies, cable companies,
Hollywood studios, and video-game mak-
ers. Says Gates: “We buy a lot of very
nice hot lunches.”

Short term, all these lunches
may do little more than drive
up Bromo Seltzer sales.

But while the dealmak-

ing continues, the first
products of the digi-
tal revolution are
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emerging. There are multimedia PCs that
combine data, graphies, sound, and prim-
itive video. Eastman Kodak Co.’s Photo
CD system turns your old snapshots into
digital images that are stored on CD-ROM
disks and can be viewed on TVs and com-
puters. Philips sells a $799 system called
the Imagination Machine, a CD-ROM play-
er that hooks into a TV set to display
interactive games and educational pro-
grams that mix sound, graphics, photos,
text, and, eventually, video. By Christ-
mas, competition will be on the way,
starting with Tandy Corp.’s $699 Video
Information System. And by mid-1993,
the Apple-Toshiba joint venture is ex-
pected to produce a multimedia player
being developed under the code name
Sweet Pea.

HANDHELD OFFICE. More intriguing, per-
haps, is a new category of gadgets
called Personal Digital Assistants, or
PDAs. These handheld pcs are a hybrid:
electronic datebook, Rolodex, notepad,
and fax machine.

Apple has staked out the PDA turf
with a product called Newton. The 6-by-
8inch device, to be built by Sharp, will
do caleulations, list phone numbers, and
maintain schedules and to-do lists, It will
also communicate via modem to send
and receive faxes or collect data from
computers back at the office.

Newton's chief virtue is software that
makes it easy for even computerphobes
to use. There are no computer files,
codes, or even a keyboard. The user just
writes plain English commands on New-
ton’s screen. Write “Fax to Mary,” and
the deyice automatically looks up her
fax number and sends the message.

By the time Newton ships—Apple
says in early 1993—there may be all
sorts of PpAs. This fall, 1BM plans to

Apple and Sharp Electronics
Sharp will build Apple’s Newton

'/ ‘prsonal digholositant’ (POA)

B —




| one day

demonstrate one that will use radio or
cellular-phone networks to pick up stock
quotes, the latesg news, and other data.
Sony says it plans one. Tandy, Casio,
and GeoWorks are teamed up to build a
“personal information processor.” Amer-
ican Telephone & Telegraph Co. and Go
Corp., a maker of handwriting-recogni-
tion software, are working on a “person-
al communicator” that lets you send
written notes. Hewlett-Packard is plan-
ning a new version of its 95LX handheld
computer that “reads” hand printing.

Other pPpAs on the horizon: travel
guides that contain maps, restaurant
guides, and foreign-language transla-
tion, and “My First PDA” for learning
math, spelling, and penmanship.

While PDAs are being positioned large-
ly as consumer products, these handheld
information tools have obvious business
applications, too. Would-be PDA makers
are already noodling with job-specific
PDAs, such as one under development
in Apple’s labs that would put all the
specs for a Boeing 747—paper docu-
ments that take up 10 feet of shelf
space—in an airline maintenance work-
er's hands. The manual would always be
up to date, thanks to periodic updates
via telecommunications.

Even books are being transformed by
the new digital technologies (page 61).
Several electronic book players are due
out late this year or early in 1993. These
machines will use the huge storage ca-
pacity of cD-ROM disks to pack digitized
encyclopedia sets, novels, and textbooks
into handheld machines. The idea is to
have a handy little player that gives in-
stant access to text, illustrations, and,
video clips.
rst such product, Sony's $549.95

The

Comcast

and Fleeteall
Digital cellular
phone system

McCaw Cellular,
IBM, and six Baby Bells
Setting cellular data standards

Kodak and Apple
Developing software
for digital photography

Tandy, Casio, and GeoWorks
Develop a PDA

Data Diseman, never caught on with
consumers in the U.S. But Sony will try
again in September with a machine
known internally as Bookman. In addi-
tion to presenting text, graphics, and
sound stored on standard CD-ROM disks,
the machine plays audio ¢ And
when hooked up to a Tv, it can display
stored images in 256 colors.

flat-panel screens that hang on the wall,
says Stephen D. Arnold, president of In-
teractive Home Systems Inc., a Red-
mond (Wash.) company that Microsoft’s
Gates is backing with his own money.
When not being used to beam in those
500 cable channels, the screens could
bring art to the masses. With the flick of
a few buttons, digitized renderings of

HANDHELD ASSISTANT: APPLE CEO SCULLEY WITH A PROTOTYPE OF THE NEWTON

Books are just the first in a series of
familiar objects that are candidates for a
techno-makeover. Phones, Tvs, and even
the art on your walls will undergo a
digital metamorphosis. AT&T has been
working for years on souped-up phones
containing microprocessors, memory
chips, and software that will give them
the power of personal computers. The
first such product, due out next year, is

the AT&T Smart Phone, which includes
248 touch sereen and programmable
A\

keys for functions such as
checking your bank balance.
Digitization could also
perk up your tired de-

cor. By decade’s

end, there could

be large-format

|

famous paintings could be summoned.
Depressed? Try a Van Gogh. Or perhaps
a soothing nature video. Interactive
Home is working on such a system, and
Gates plans to use a 46,000-square-foot
home he is building as a test bed. “This
will be in some homes at the end of the
decade,” Gates says. “It will be in my
home a lot sooner.”

BACKBONES. But even billionaire Gates
can't buy all these futuristic gizmos un-
til some foundations are laid. The most
important is a high-speed digital path-
way to zap all this information to homes
and offices. The coaxial cable that now
carries TV signals may give cable compa-
nies the edge in laying new digital high-
ways. Cable has the capacity (band-

width, the experts call it) to move 1 |2
billion bits of data a second—enough to | 2
transmit the entire Encyclopaedia Bri- |
tannica in about two seconds. To send | =
that same material over regular phone |2
lines takes 17 minutes. Cable companies | £
have also spent millions of dollars in- | %
stalling fiber-optic “backbone” networks | 3
between regional transmission centers. ‘f
These networks are able to move huge | 3
amounts of data at even higher speeds |z
to neighborhood switches, where the sig- | £
nal is redirected over coaxial wiring. 2

But don’t count the local phone com- 2
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RODUCER DUVALL WITH HER INTERACTIVE GAME FOR KIDS

panies out. For starters, the cable com-
panies lack the kind of computerized net-
work monitoring and billing tems
that all phone companies have, Cable op-
erators also have little experience with
two-way communications. And a decade
of expansion that has eaten up 15% of
their capital budgets in recent years
leaves them in no financial position to
lay fiber that last mile into the home.
In addition to having the right kind of
billing systems, network monitors, and
switches, the phone companies have
deep pockets. Their problem is that their
only connection to the home is “twisted
pair” copper wiring, which is woefully
low-capacity. Even using special chips
and software to compress the data, cop-
per wires can transmit only the equiva-
lent of 1 million bits of information a
second—not enough for digital video.
The Baby Bells have estimated that it
would cost more than $300 billion to re-
wire the local phone networks with high-
capacity fiber-optic cable.
“INNATE DISTRUST.' One solution would
be collaboration between cable TV and
local phone companies. Such a union,
says Robert L. Barada, vice-president
for corporate strategy at Pacific Telesis
Group, would combine the two-way capa-
bility of the phone system with the
broadband capacity of cable. However,

Barada notes, regulatory restrictions on
the Bell operating companies rule out
such linkups now. Moreover, he warns,
the two industries are unlikely to ally,
since they're already eyeing each other’s
basic business. “There is a very deeply
felt, innate distrust,” he notes.

Another hurdle is compression tech-
nology. A Compu-TV won't be practical
until video can be unnpru“ed by at least
seven times the size it now requires. To-
day’s compression still comes up short,
but many companies, including Intel and
Philips, are working on improving the
quality and cutting the cost. E. Jane
White, director of educational services
for ABC Interactive News, predicts im-
portant compression breakthroughs
within three years.

So once you have a Compu-Tv, what
will you do with it? Interact. Forget
couch potatoes. Digitization lets you
take charge. Trip Hawkins, president of
SMSG, a joint venture between computer-
game maker Electronic Arts and Time
Warner, describes how you could, for
example, enjoy an interactive version of
Wild Kingdom. Interested in lions?
Zoom in, and get a video clip of the lion
hunting. Maybe you would like to see
the jungle from the lion's perspective. A
click on the button, and the camera an-
gle changes to give you a lion’s view.

Or try shopping. Tap into a fashion
channel, narrow your choices, then re-
place the model on the sereen with an
image of yourself to see if that new
Armani suit really is “you.” If it is, use
the remote control to order it. The cable
system and your Compu-Tv will work
out the details. Says analyst Lee S, Is-
gur of Volpe, Welty & Co.. “Inter-
activity will result in profound changes
in our lives. It will be akin to Rip Van
Winkle awakening after a long sleep.”
SELECTIVE SOFTWARE. Of course, navigat
ing through hundreds of channels of in-
teractive TV could make programming
your VCR seem simple. That's where
computer and software makers see their
entrée into the home—a market where
their traditional wares have yet to
make a big impact. Apple and Microsoft
are both developing software that would
aid in sorting through the channels
and would come up with just what you
want.

For an early glimpse of the power of
Compu-TV, check out today's multimedia
Pcs, which combine text, video, photos,
and sound. Multimedia is still the prov-
ince of computer aficionados—only
of PCs are equipped with CD-ROM drives
for multimedia software. But new titles
are being published daily, and the
cost of CD-ROM drives has dropped to
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SCROLLED ANY GOOD BOOKS LATELY?

he idea of putting literary works

on computers may seem like blas-

phemy to avid readers. After all,
who would trade the sublime experi-
ence of a few hours with a perfectly
user-friendly paperback for an after-
noon with a laptop computer? Isn't it
unthinkable to reduce Bleak House or
|| Othello to a series of electrical im-
|| pulses flickering on a personal-comput-
|| er screen?
| Perhaps. But a growing number of
publishers are throwing tradition to
the wind. They are betting that con-
sumers will succumb to electronic
books when they see how the technol-
ogy adds to the printed word a whole
{| new dimension—inter- ——
action. By marrying
software and text,
readers of electronic
books are able to call
up footnotes, illustra-
tions, musie, and
whatever else they
might want at any
spot in their reading.
‘WATERSHED.' For
some, all those digi-
|| tized atmospherics
[| might spoil the taut
narrative of the latest
Le Carré. In nonfic-
tion works, however,
electronic books are
nothing short of “a
watershed in publish-
ing,” says Michael
Mellin, head of refer-
ence works for Ran-
dom House Inc. Many

researchers and stu- TOP
dents who must deal DIGITIZED
with massive tomes 51C PAR)
are eagerly embracing eyt -
electronic  versions e

that allow them to | S———

already outsell their printed counter-
parts in school libraries. The top-selling
CD-ROM editions from Grolier Electronic
Publishing Inc. and Compton’s New-
Media, a division of 224-year-old Ency-
clopaedia Britannica Inc., cost about
the same as the shelfload of books
they replace. But by typing in key
words, students can instantly browse
through articles, illustrations, photos,
and even brief animations—showing
the functioning of a heart valve, for
example. This fall, Microsoft Corp.
plans to introduce its own multimedia
encyclopedia, based on content licensed
from Funk & Wagnalls.

The success of electronic encyclope-

ABC Interactive News, the network’s
four-year-old electronic-publishing arm,
is supplying publishers of electronic
history books with news footage of
events, such as men walking on the
moon. Video will become “mandatory”
in textbooks, predicts E. Jane White,
ABC Interactive's director of education-
al services,

NOVEL USE. It's still not clear who will
capitalize most on this new market—
the publishers that own the content or
the software companies that know how
to create snazzy, interactive programs.
So far, Sony Electronic Publishing Co.
and Britannica's Compton's NewMedia
unit are among the most aggressive. In

navigate text quickly.

So electronic publishing looks to be
one of the hottest high-tech opportuni-
ties around. Consider the sales explo-
sion in CD-ROM disks, which look like
musi¢ CDs but store huge amounts of
data—text, graphics, photos, and
sound, About 2 million disks will be
sold this year, up from 100,000 in 1988,
says the Bureau of Electronic Publish-
ing Inc., a Parsippany (N.J.) distribu-
tor of cD-ROM titles, That's equal to
worldwide retail sales of 3600 million,
growing at 80% per year for much of
the decade, the bureau predicts.

Leading this new realm of publish-
ing are electronic encyclopedias, which

dias has inspired dozens of other types

of electroni¢ books. Medical references,
atlases, technical manuals, film guides,
and children’s stories are all ripe for
digitization. Says Susan Boeschen,
vice-president of Microsoft's Consumer
Div.: “Serious reference works and en-
tertaining educational titles will drive
the market into the home.”

And into classrooms. Electronic for-
eign-language texts offer interactive
drill-and-practice routines. And Mec-
Graw-Hill Inc., publisher of BUSINESS
WEEK, has prepared a CD-ROM that of-
fers interactive lessons in human anat-
omy. The technology promises to make
history come to life—almost literally.

—— R addition to creating
their own titles, they
are signing up dozens
of smaller publishers
as affiliates. By con-
trolling hundreds of
titles, they should
gain clout in distribu-
tion channels.

To some, even the
electronic novel isn't
farfetched. Random
House and Voyager
Co., an electronic-book
specialist in Santa
Monica, Calif., have
‘ collaborated on adapt-
\ ing for Apple Comput-

LN er Inc's PowerBook
! notebook computer
h more than 20 titles

" ranging from classics

such as Moby Dick
and Crime and Pun-
ishment to Jurassic
Park, Michael Crich-
ton’s 1990 thriller. The
plot revolves around
dinosaurs brought to
BN | life via gene-splicing.
“Readers can call up scientific data or
animated clips of dinosaurs.

That may not be enough to get most
readers to opt for a computer screen
instead of pages that they can touch
and turn. But Voyager President Rob-
ert Stein says thousands have so far
bought into the concept. "Fvcr\'btxl.\‘
finds their own reason for it,” he says.
For some, a stack of diskettes is easier
to carry. Others say the bright screen
of the PowerBook means you can read
in bed with the lights out. And, of
course, electronic books save trees.
“Ink on paper,” Stein says, “isn't the
only way anymore.”

By Evan L Schwartz in New York
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Hollywood is intrigued by the new
technology. There are dozens of projects
under way to crank out glitzy multime-
dia titles for entertainment, education,
and the hybrid “edutainment.” Says ac-
tress-producer Shelley Duvall: “This is

| the equivalent of the Golden Age of tele-

vision. And the early bird gets the
worm.” Duvall, working with a Canadi-
an company, Sanctuary Woods, is pro-
ducing an interactive kids' game called
“It's a Bird's Life.” Click on a parrot,
and a box appears describing its natural

| habitat or how it got from the Amazon

jungle to Los Angeles. Star Wars pro-
ducer George Lucas is converting the

Y) two years ago.

Young Indiana Jones Chronicles TV se-
ries to digital format so he can create

multimedia spin-offs such as games and |

educational programs.

Hollywood's music industry is also in
on the act. Teen music stars Kriss Kross
and C&C Music Factory have helped Sony
develop a CD game that lets you make
-your own music videos. Songwriter Allee
Willis, who is working on interactive
CDs, says Hollywood will save multime-
dia from death by boredom. “This needs
to have that warmth and feeling,” she
says. “And I think it's going to come
from artists.”

The truth

no one really knows

is,

|
|

ape the new digital world. The vision
is information anytime, anywhere—the
George-and-Jane lifestyle with a Compu-
TV in the home, a PDA in the pocket, and
an office where computers are as easy
to use as phones, But will it really mate-
rialize before 20007 Says Dave Nagel,
head of Apple's Advanced Technology
Group: “Right now, the industry is |
throwing lots of things against the wall.
What will stick isn't clear.” The only
thing that is clear is that this digital
revolution will be televised.

By Kathy Rebello in San Francisco, with
Richard Brandt in San Francisco, Peter
Coy New York, Mark Lewyn

in in

| which person, company, or industry will | Washington, and bureau reports

SONY’S RECIPE: ONE PART HARDWARE, ONE PART SOFTWARE

n Japan, champon is a popular
stew brimming with makings that
eventually come together in robust
harmony. Right now, Sony Corp.
boasts a fuller cupboard of ingredients
than any other company trying to cook
up a digital stew.
No one can deny Sony’s strengths in
compact disks, integrated circuits, and
audio and video hardware. It also ex-

do much more. “Our new ¢b medium
will be used for everything: entertain-
ment, computing, data storage, and
telecommunications,” says Nobuyuki
Idei, a Sony board member.

Idei figures the technology will
evolve over 10 years. In the meantime,
Sony is focusing on what Ron Sommer,
president of Sony America, calls the
“three P's” of the digital revolution:

call, a Data Diseman goes along, carry-
ing the equivalent of 18,000 pages of
manuals on disk. By using keywords,
technicians instantly flip to the “page”
describing the repair procedure,

ourrakes. More digital gadgets are
due out this fall, including the “Book-
man,” a more powerful electronic book
player. Also coming soon are the first
digital spin-offs from Sony’s entertain-

cels in making elec-
tronics that are porta-
ble and user-friendly.
But Sony is trying for
another edge in the
digital future—by
selling the latest gad-
gets as well as the
software they use.
The digital future is
simply ‘‘computing
plus entertainment,”
says Michael P. Schul-
hof, vice-chairman of
Sony Corp. of Ameri-
ca. So the key soft-
ware is movies and
music, which is one
reason why Sony
bought Columbia Pie-
tures Inc. (page 76)
and cBs Records Inc.
“] spent 38 billion of

{ A DATA DISCMAN SERVES AS THE REPAIR MANUA

L FOR NORTHERN TELECOM

] ment group: CD-ROM-
d video games.
is where owning
a movie studio is be-
ginning to give Sony
an edge, says Olaf
Olafsson, president of
Sony Electronic Pub-
lishing Co. While pro-
ducing movies, he
says, Sony can shoot
extra footage for use
in interactive video
games. The technique
is being tried with
Dracula, a fall film
release, and with Co-
lumbia Television's
production of Jour-
ney to the Center of
the Earth.

But entertainment
alone does not a digi-
tal future make. De-

Sony’s money devel-
oping this strategy,” says Shulhof. The
result? “We're the best-positioned com-
pany in the world.” Indeed, only rival
Matsushita Electric Industrial Co.,
owner of MCA Inc.,, now comes close to
matching Sony’s mix of digital hard-
ware and entertainment software.

It all comes together in a series of
interactive gadgets equipped with opti-
cal disks storing images with full color,
motion, and sound. The machines will

personal entertainment, personal infor-
mation, and personal communications.
The first gadget is Data Diseman, a
hand-held electronic book player.
About 200,000 have been sold in two
years.

Data Diseman’s forte isn't flipping
electronic pages in the latest potboiler
but helping dig information out of ref-
erence tomes. Now, when a technician
from Northern Telecom Ltd. makes a

spite numerous attempts, Sony has
never succeeded in computers or tele-
communications. “Of course, we have
to learn a lot about computers and pro-
cessors,” says Idei. To help in telecom-
munications, Olafsson says Sony would
like to work out a partnership with a
phone company. Even a master chef
needs help in cooking up a digital stew.

By Robert Neff in Tokyo, with Evan I,
Schiwcartz in New York
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| SPECIAL REPORT

By Stephen A. Caswell, Contributing Editor
Electronic Mail & Micro Systems

We’ve been looking quite closely at groupware lately, and have
some observations that we think our readers will find quite
interesting.

Background: Before the observations, we should first start with
the basics of groupware. Much like electronic mail, the
definition of groupware is in the eye of the beholder. In the
early 1980s, for example, most e-mail practitioners adopted a
broad definition that made e-mail a genus and its constituent
technologies the species. Using this definition, technologies
like fax, computer mailbox systems, telex, etc. were all examples
of e-mail.

The same thing is now developing for groupware, especially among
companies that really don’t have any groupware products. A good
exmaple comes from a recent interview with Microsoft chairman
Bill Gates, in Network World, on groupware. Gates said that
groupware "in its most generalized use encompasses any software
product that provides for multiuser interaction."

This is much like how the early e-mailers defined e-mail. 1In
fact, e-mail is a key species of groupware if one uses this
definition.

W Wi e oupw : The early e-mailers and
Bill Gates are quite correct to use broad definitions of
groupware. EMMS, in fact, defined groupware a while back using
the same type of broad definition. While it may be
intellectually correct to use a broad definition of groupware,
the reality of how the market will define groupware will probably
be much different.

While the early e-mailers may have been right about groupware
intellectually, the market never wants fine intellectual
distinctions; it wants concrete, easy-to-understand differences.
E-mail became the definition for computer mailbox systems, which
the market considered very distinct from fax machines and telex,

etc.

On numerous occassions, for example, people would comment to us
that fax was beating the pants off e-mail as if there were really
a competition. In reality, fax and "e-mail" are technologies,
not live people competing. Both have developed their niches and
are obviously headed for integration.

In groupware, something very similar will develop. The market is
going to ignore the intellectual approach and focus on a set of
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concrete products that it defines as groupware. These products
will most likely include e-mail as a key component, but go one or
more steps beyond to include shared database access and discrete
application development.

aves C H Wanna-Hav ‘t: Right now, Bill
Gates defines groupware broadly because his company isn’t yet
offering a distinct groupware product, such as Lotus Notes. In
fact, Gates maintains that in five years groupware will be a
meaningless term that will never develop into a separate |
category.

Instead, Gates views the world as developing via improved
interconnections from the separate products that exist today.

The architecture will have APIs at its heart, so that various
programs can exchange information in a meaningful fashion. (APIs
are Applications Programming Interfaces used by a programmer to
link the groupware to applications programs.)

While we don’t want to quibble with Gastes, particularly since
there’s a lot of potential truth in what he says, we want to
point out that he would likely be saying something VERY different
if he had developed Notes instead of Lotus. Instead of saying
that groupware really does not exist, except in a general sense,
he’d be saying that groupware is a new category beyond basic e-
mail and that he’s the leader of the pack.

In short, definitions of groupware will almost certainly depend
upon who has real products versus who is madly trying to develop
such products. Intriquingly, the current list of vendors with
real groupware products is very short, and only one of these
vendors is a market leader.

c apor’s Groupw Vision: We all know that Kapor, founder
of Lotus Development, had the vision to develop the wildly
successful spreadsheet program 1-2-3. Actually, he parlayed his
experience developing Visicalc add-on modules to the obvious
conclusion that an integrated product would work on the 16-bit
personal computer that had just hit the market from IBM.

What’s not well known is that he also had the vision to invest in
groupware years ago. Back in the early 1980s, just after 1-2-3
was taking off, a very sharp software developer, Ray Ozzie, who
had worked on the PLATO education system at the University of
Illinois, struck a deal with Kapor. O0zzie agreed to expand 1-2-3
into a product called Symphony if Kapor agreed to fund him in a
start-up venture to develop a product that would be an
interconnected workgroup environment.

Kapor agreed, and in 1984, after Symphony was finished (at least
Version 1), Ozzie launched Iris Associates with funding and a

marketing agreement from Lotus. Iris Associates developed Notes,
which Kapor and subsequent Lotus CEO Jim Manzi had the vision to

keep funding.
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: The bottom line is that while companies like
Micorsoft, Software Associates, Borland, Oracle, and the other
software houses of the 1980s were barely discovering e-mail,
Lotus was funding a product whose concept went well beyond a
basic e-mail system. Today, while those companies talk in
generalities about groupware, Lotus points its finger to
customers and says, "This is it."

The move is starting to look quite brilliant from a long-term
viewpoint, although Lotus has invested a huge sum of money to
make Notes into a real product. Nanzi estimates that Lotus has
put $80 to $90 million into Notes, which has so far generated
about 150,000 users (representing perhaps $50 million at the
retail level and $30 million wholesale).

The brilliance is that Notes is an extremely sophisticated
product that takes a huge investment in both software and market
development. It is, however, a discrete product that goes well
beyond basic e-mail product, which puts Lotus way ahead in the
groupware race.

If Bill Gates is right, of course, Lotus will have invested in
Notes largely for nothing, Notes will become the equivalent of
the integrated applications products that never quite exploded
into the market because they didn’t do enough in each specific
application category. If Gates is wrong, however, Notes will
become the next 1-2-3 style success story and will grab an
enormous share of the software market in the 1990s.

(o] m : While lots of people say
groupware is hard to describe, that isn’t really true. Notes is
quite easy to describe. It combines e-mail, conferencing and
data base access into a shared communications product. In
particular, Notes has an ultra-high-level programming language
that allows customized data sharing applications to develop.

The language is the equivalent of the macro languages that added
immensely to the popularity of spreadsheets. Notes’
programmability is a key factor in its potential success because
the language is easy enough for non-programmers to access.

Simple applications that might have taken a couple of weeks using
a language like C can be developed in one or two days using
Notes. Programmers need not apply.

This customizability adds strongly to Notes’ uniqueness, and
opens the door to hundreds of functional applications. Already,
Lotus is releasing a number of these applications to users,
complete with source code so they can be customized to meet the
user’s specific needs.

Summary: Lotus has developed a huge lead in what may be the
critical software category of the 1990s. Again, while Bill Gates
may be very right that a Notes-type product isn’t required, just
a cursory look at Notes shows why he may be very wrong.
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Electronic Mail &

Micro Systems. . .

. . .the only briefing that will
propel you ahead of the competition. . .

. . .and position you to take advantage
of the advanced office technology boom!

Plus: A FREE report on e-mail, fax, and other
new state-of-the-art office automation systems
when you subscribe!

Dear Colleague:

Electronic mail, facsimile and local area networking have changed the face of
business communications. And every day, hardware, software, services and standards are
going through changes that are shaping the future of the huge messaging and office
automation market.

Whether you’re a manufacturer, a vendor or a user of advanced office technology,
you're responsible for decisions that could make (or save) your company millions of
dollars.

You need timely, accurate information on messaging and advanced networking.
But there’s too much happening in messaging today to depend on the newspaper -- or

the grapevine. That’s why there’s Electronic Mail and Micro Systems.

Indusiry intelligence from "The Best in the Field By Far”

Electronic Mail and Micro Systems (EMMS) is a unique newsletter on the latest

trends in advanced office technology. Twenty-four times a year, EMMS keeps you up to
date on the topics that impact your efficiency -- and your bottom line.

Every issue of EMMS tracks developments in e-mail, facsimile, advanced
networking (LAN and WAN), microcomputer communications, groupware,
LAN interconnection and much more. EMMS keeps you up to date on
new technology ... standards ... products ... business news ... and any other
actions that may affect your operations.

No wonder our subscribers tell us things like "EMMS is excellent," "Keep up the
good work!" and "You are the best in the field by far," to list but a few. Now you can
join our thousands of satisfied readers -- and receive two valuable bonuses absolutely
free (more on that later).




Published since 1977, Electronic Mail and Micro Systems is recognized as the
oldest and most respected publication in the highly competitive e-mail field. Subscribers
“to EMMS include manufacturers, designers, service providers, and users of electronic
mail, facsimile and computer networking systems.

EMMS assesses the impact of industry developments on the post office, telephone
companies, computer manufacturers, software houses and messaging service firms --
making us "must” reading for executives in these fields as well.

EMMS is published by Telecommunications Reports, the leader in
communications industry information since 1934. With offices in Washington, D.C., and
an extensive network of business and government contacts in the U.S. and worldwide,

our reporting team is uniquely positioned to bring you the news as it happens.

Twice a month, EMMS covers:

*  Electronic mail services * Novell NetWare MHS and GMS

* Office automation systems * Laptops & modems

*  Voice mail & voice processing * Electronic Data Interchange (EDI)
* International messaging trends * Internet e-mail & TCP/IP

* IBM SNA networking strategies *  Groupware

* Fax equipment and services * Wireless messaging

* LAN e-mail * X.400 and X.500 standards

* New CCITT and ANSI standards * FCC and Congressional activities

-- and much, much more!

Armed with a subscription to Electronic Mail and Micro Systems, you'll become a
better informed, more successful player in the advanced office automation market.

Answering Your Important Business Questions

People come to you with their problems all day long. With EMMS, you’ll be
better prepared to handle the business questions that cross you desk (and your mind)
every day ...

>> Will X.400 solve the interconnection problem -- or will another standard emerge?
>> s the Novell NetWare MHS standard here to stay or will it be replaced?

>> What are Microsoft and Lotus Development doing in LAN e-mail? How will it
affect the market?

>> How will the European telecom and computer companies do in the post-1992
environment?

>> Why are LAN fax servers selling so slowly when market researchers had such high
hopes for them?




>> What new fax standards are emerging from the CCITT in 1992 and how will they
change fax equipment?

>> Is groupware for real, or is it just another "here today gone tomorrow" buzzword?
>> Does the bad news at IBM and DEC trickle down to their e-mail strategies, too?

>> What is the next wave in wireless e-mail technology? Who is emerging as a leader
in portable messaging?

>> What are the telephone companies doing in voice mail and audiotext messaging?
>> How will new Internet standards affect the commercial messaging industry?

>> Will American e-mail vendors be shut out of the European Community after 1992?
>> Why are European carriers more excited about EDI than e-mail?

>> What are the new growth areas in messaging?

>> What are Japanese fax manufacturers planning for next year?

>> Are X.400 and X.500 losing their viability?
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Eric Arnum, editor of EMMS since 1985, is the author of the book

"Delivering cc:Mail." He helped to launch the data networking section of

Communications Week and has written articles about the e-mail industry for

numerous trade magazines; he also wrote the EEMA Briefing. Arnum is a

frequent speaker at seminars and conferences, and is a participant in panel

discussions on electronic mail in the U.S. and abroad.
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Arnum’s experience benefits you in every page if EMMS. Anyone could tell you
about July's National Office Machine Dealers Association meeting ... but only EMMS
gives you the reason for "fear etched in exhibitors’ faces," or tells you why Xerox officials
seemed "all charged up."

That’s the kind of "insider" news you’ll get twenty-four times a year. In 16-18
pages mailed to you first class twice a month, onic Mail & Micro Systems brings
you more news than you can find in any other publication:

* New product announcements * Letters to the editor

* Snapshot profiles of industry leaders * Interviews with top executives
* Trends to watch * New messaging standards

* Market share estimates * Annual growth rates

* PC software reviews * Meeting and conference news




The writing is clear. The coverage is succinct. And the news is on the mark --
and on your desk before it reaches the competition ... unless they read EMMS, too.

SPECIAL INTRODUCTORY OFFER:
Two Valuable Bonuses Are Yours Absolutely FREE

As a new reader of EMMS, you'll be eligible to receive an exclusive bonus report!

Your paid subscription gets you Snapshots -- The Top 20. Inspired by EMMS’s popular
"Snapshots" feature, Snapshots -- The Top 20 provides in-depth analyses of the top 20 e-

mail companies today. A $99.00 value, yours free.

You'll also receive a sturdy library binder -- ideal for compiling your EMMS
issues as a valuable reference source.

And your subscription comes with a no-obligation guarantee:

Look over Electronic Mail and Micro Systems for 30 days (two issues). If
you aren’t completely satisfied, simply cancel your subscription. You’ll
receive a full refund -- and your bonuses are yours to keep as our "thank

you" for trying EMMS.

You see, you risk virtually nothing by trying EMMS. But you’ll have no idea
what you might be missing if you don’t give the newsletter a try.

Changes in e-mail, fax and LAN interconnection are occuring at a dizzying pace.
The front runners in the business world are almost always the ones with the best intelli-
gence -- the kind you can get in Electronic Mail and Micro Systems!

Sincerely,

Ords S —

Andrew Jacobson
Publisher

P.S. Your FREE bonuses will be mailed to you as soon as you've paid for your
subscription to EMMS. Supplies of Snapshots: The Top 20 are limited, so order today!

P.P.S. Be sure to read the enclosed briefing paper on groupware and e-mail. It’s the
kind of analysis you'll read in every issue as a regular subscriber to EMMS.
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