


You can't 
miss this 
deadline 
Transoft - the leading 

MV migration company 

can help you solve your 

Year 2000 problem 
Transoft Inc., 
2000 RiverEdge Pkwy., 
Suite 450, Atlanta 
GA30328 USA 
Tel: +1 (770) 9331965 
Fax: +1 (770) 933 3464 

Transoft Ltd., 
Transoft House 
5J Langley Business Centre 
Station Road, Langley, Slough 
SL3 80s, England 
Tel : +44 (0) 1753778000 
Fax: +44 (0) 1753 773050 

Are you prepared 
for the Year 2ooo? 

For many MV and A ViiON users 
the Year 2000 is the single largest project 

ever. The Gartner Group's Year 2000 survey 
found that on average 90% of all applications are 

affected by the problem. It will involve most of your 
databases. Applications that have been running on 

"auto-pilot" for years will need to be re-Iearned. You may 
di cover that the source code and documentation for these "old" 
applications are not where they were archived. It is the sheer 
size of the project and the extent of its impact on your business 
that makes it very difficult, not the technology involved. 

Start now! 
For many organizations the Year 2000 problem is affecting 
their business today. For most companies the deadline for 
solving this problem is not December 311999 but months or 
years before this date, depending on your business needs. 
Irrespective of how you intend to solve your Year 2000 
problem the message is clear - start now! 

Transoft - the leading MV migration company - can help 
you solve your Year 2000 problem 
36 companies chose Transoft as their MV migration partner 
in 1996. Our depth of COBOL experience, database skills, our 
sophi ticated product technology and our proven ability to 
manage large MIS projects, provides you with a partner who 
has a mix of services and products that can help solve your 
Year 2000 problem. 

Size the problem, consider the options, solve the problem 
Your first step is to determine the size of your project with an 
Impact Analysis. This identifies all code with date problems, 
and helps you to size the project. 

The second step is to solve the problem in your programs 
and databases. 

Transoft can help you with both steps. You can license our 
tools or we can do the job for you. 

To get a complimentary copy of Transoft's Year 2000 report -
"The Year 2000 Dilemma and Solutions" 

-please contact TransoJt today. 

Visit our website - http://www.transoft.com 
email: transoft@transoft.com 

Systems evolution 

Transoft is a registered trademark in the UK mId AIM, OEO, Open Electronic Office, UBB, U/BL, U/SQL and U/FOS are also trademarks ofTransoft· 
All other products, trade names and logos are trademarks of tlleir respective companies. 
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You can configure a lot of these, or you can just plug this. 

Good choice! 

Get the indu try' fir t Micro oft Window T 
clu tering olution packaged in a ingle, rack
mounted y tern. With Data General ' 

T Clu ter,in,a,Box™ family of product, your 
company now ha an T clu tering olution 
that will let you run your critical application 
24x7x365, in a y tern that you imply plug in 
and turn on. Our T Clu ter-in-a-Box include: 

Two rackmounted AViiO ® erver ba ed on 
Intel Pentium® Pro proce or A fault, 
tolerant CLARiiO ® RAID torage y tern 

TAlert M - the indu try' only T ,ba ed 
remote ervice for early identification of poten
tial problem Pre-loaded Window T erver 
and Fir tWatch for T - failover oftware 
from Verita oftware Upgradable to 
Micro oft Clu ter erver oftware (Wolfpack). 

ow, T Clu ter-in-a-Box i available in a 
family of three rackmount configuration to 

match your application proce ing requirement : 
the entry-level AV 2100R, mid-range AV 3600R, 
and enterpri e AV 6600R. All of the e com
ponent ,plu ervice, upport, and integration, 
from one vendor. In one package. The choice 
i clear. Unle you want to pend a lot of time 
ju t plugging away . 

• " Data General 

www.dg.coml-800-DATA GEN 
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In Protest of Apple Bashing 

IN GENERAL 
Record Year for Data General 
• DG Leads NT Market • Tom 
West Assumes New Role with 
DG • THiiN Line Shipping 
SiteStak • CLARiiON Gets 
Cluster/RAID Approval • And 
more ... 

BULLETIN BOARD 
www.csc.dg.com 
Notices and queries posted on 
Data Ceneral's Customer Sup
port Center WWW page. 

19 TIDBYTES 
News of products and events 
in the DG world. 

Cover art by Daniel Rodriguez 

OGFOCUS. Managing and Using Data General 
Systems (ISSN 0883-8194) Is produced by con
tract with the North American Data General 
Users Group (NADGUG). Editorial and busi
ness offices are at Turnkey Publishing. Inc .• P.O. 
Box 200549. Austin. TX 78720; phone 512-335-
2286. fax 512-335-3083. 

A one-year ( 12 issues) subscription to OG
FOCUS costs $24 U.S. For subscriptions out
side the United States. please add $50 to defray 
mailing costs. Single copies are $4. Requests to 
replace missing issues free of charge are hon
ored only up to six months after date of issue. 
Send requests to OGFOCUS. clo Turnkey 
Publishing. Inc .. at the business address above. 

OGFOCUS is not affiliated with Data Gen
eral Corporation. nor does it represent the poli
cies or opinions of Data General Corporation. 
Views expressed herein are the opinions of the 
authors. and do not necessarily represent the 
policies or opinions of NADGUG. Turnkey Pub
lishing. Inc .• or Data General Corporation. Ad
vertisements in DGFOCUS do not constitute 
an endonement of the advertised products by 
NADGUG or by Turnkey Publishing. Inc. 

Copyright © 1997 by OGFOCUS maga
zine. All rights reserved. Reproduction or trans
mission of contents in whole or in part is pro
hibited without wrinen permiSSion of the Pub
lisher. The Publisher assumes no responsibili ty 
for the care and return of unsolicited materials. 
Return poStage must accompany all material if it 
is to be returned. In no event shall receipt of un
solicited material subject this magazine to any 
claim for holding fees or similar charges. 

Volume 14, Issue I 

2 JANUARY 1998 

MICROSOFT EXCHANGE 
I 0 Planning for Microsoft Exchange 

The CEO to Microsoft Exchange migration plan . 
by John Shubeck 

INTERVIEW 
1 4 Data General Links With Key Partners: An interview with 

Randy Glickman 
DC forges links with key partners to proVide solutions-based dis
tribution channels. 

UPS 
I 8 Lights Out: The Importance of Uninterrupted Power Supply 

for Your Network 
A UPS unit can save wasted time and costly damage. 
by Penny Kraft 

TRAINING 
20 Not your Same Old Training Center 

DC's Education Services upgrades to become Microsoft Autho
rized Education Center. 
by Joe Cannata 

OPEN NOTEBOOK 
26 Apple isn't Dead-Just on Life Support 

More on the Apple debate and DC's record year. 
by David Novy 
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All you have to do is ... 

open the box 

NT Cluster-in-a-Box 

The mo t con enient, technicall advanced 
ninterruptible Power tern ( P ) for rack-ba ed 

tern i now available through Data General. 
Introducing the PowerRite Pro II Rack-Mount P 
from Exide Electronic ,the perfect complement to 
Data General' NT Clu ter-in-a-Bo . 

Incorporating uch prop l'ietar feature a 
d anced Batter Management ( BMTM) - which 

double battery ervice Ii f - and Buck and Double 
Boo t oltag regu lation, the PowerRit Pro II 

& plug it in. 

Power Rite Pro II Rack-Mount UPS 

Ra k- lount can be con enientl teamed with 
th T Clu ter-in-a-Box ... all ou ha e to do i 
in tall th ra k and plug it in. 

Pairing the Po erRite Pro II Rack-Mount 
P with the T Clu ter-in-a-Box guarantee 

reJiab il it , high a ailab il it , and impl put , 
sensibility. e er 
b fore ha a com
plete olution b en 
o on eni nt. 

For more information on UPS products, call 1-800-343-8842 (select option #1), or contact: 
Data General, 4400 Computer Drive, Mail Stop F113, Westboro, MA 01580 
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THANKS BL TRADING! 
New Di count For NADGUG Member 

BL Trading is now offering NADGUG members a 20% dis
count off the prices listed on its new Online Software store: 
www.bltrading.com. To take advantage of the discount, sim
ply order from the store. Then, when you receive the mer
chandise , send in the receipt (along with your NADGUG 
member number) and they'll send you a rebate. 

Apple Ba(~er Blasts Apple Bas~in~ 
Letter to the Editor: 

I iust read the "Get a Life" column in the November issue 
of DGFocus, and I have to say that I was very disappoint
ed by the Apple bashing. Yup I'm one of those crazy, 

hold on to the bitter end Mac addicts . While I agree with 
some of Mr. Novy's statements, it would be n ice if some of 
his comments would be based on facts (I realize that this is 
an edi torial). People like him have been predicting the end 
of Apple for years. A 20,000,000 people user base is nothing 
to sneeze at. (What is DG's?) I also don 't get his comments 
on th e "browser support" problems. Surveys have shown 
that 20% of web servers are Macs, 25% of web users use a 
Mac as their primary system, and also, more web pages are 
created on a Mac than on any other computer system. Mak
ing a statement about not finding a Newsweek home page be
cause they use Macs is quite poor. I see the same web pages 
wi th the Mac versions of Netscape or Explorer as my PC 
friends do. So what's the beef? The web is one of many tech
nologies that is helping to make the computer platform a 
non-issue in today's world. 

I have used Macs , Windows 3.1 , Windows 95 , DOS, 
Unix (DG, HP, SGI, & Sun) and nothing works as well or as 
easy as a Mac. Everyone that I have talked to that has really 
lived with these systems agrees with me. Numerous studies 
have also shown this to be true. Some of this data can be 
found at the Apple web site. 

In my opinion, most of Apple's problems have been cre
ated by people like Mr. Novy, who write biased articles stat
ing that Macs are dead. Years of this c-- has scared off the 
software developers , businesses , and individuals from any 
Apple products or any third party software. People are like 
lemmings, fo llowing the ever increasing Windows popula
tion over the cliff (with no real reason other than everyone 
has one, so it must be the best) . Yet this is the world we live 
in and Mac users will have to make the best of it. 

Thanks for your time. 

P . Apple users are not too worried about this Y2K problem that is costing 
billions to fix . Of course the other computer and software companies will 
make a fortune fixing thi mess at the expense of the end users. 

Dean A. tuckmann 
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Record Year for 
Data General 

Data General reported a record breaking year 
with the September 27 conclusion of the 
fourth quarter of fiscal 1997. The company's 

net income for the year was double the income for 
1996. 

For 1997, the company reported net income of 
$55 .9 million, or $1.26 per share on its highest 
ever annual revenues of $1.53 billion. "Fiscal 1997 
was an outstanding year for Data General , as both 
of our primary businesses, A ViiON servers and 
CLARiiON storage, have grown to $500 million," 
said Data General President and Chief Executive 
Officer Ronald L. Skates. "This is solid affirmation 
that our strategy and products are in line with the 
needs of the enterprise computing marketplace. " 

Data General has now reported increased earn-
ings per share for nine consecutive quarters. t1 

DG Leads NT Market 

Data General is the worldwide market share 
leader in systems running Microsoft NT Serv
er selling between $50,000 and $100,000. Ac

cording to recently announced shipment revenue 
figures from industry research group International 
Data Corporation (IDC), Data General had more 
than 35 percent market share in that market seg
ment during 1996. 

The IDC market share figures also show that 
Data General holds the second position in NT 
servers selling between $100 ,000 and $250 ,000 
with 18 percent of the market. 

"The IDC survey reaffirms DG's leadership in 
providing true enterprise-wide NT solutions," said 
David Ellenberger, vice president of Data General's 
NT Business Unit. t1 

DG Introduces 
New Servers 

D
ata General introduced three new servers in 
October, further strengthening its position in 
the Microsoft Windows NT Server enterprise 

DGFOCUS 

computing marketplace. 
The new, inexpensive entry-level A V 2150 has 

single or dual 266MHz Pentium II processors, with 
512 KB cache per processor and can support up to 
512 MB of memory. The AV 2150 supports four 
PCl, and one lSA slot. 

The A V 3650, which comes in both rackmount 
and tower configurations, has up to four 200MHz 
Pentium Pro processors, each with up to 1 MB L2 
cache, and up to 4 GB of memory. The tower ver
sion can support 12 I/O slots. The rackmounted 
version can support eight slots and is expandable 
to 16. 

Also new is the A V 6600 which offers six 
200MHz Pentium Pro processors, each with up to 
1 MB L2 cache, and up to 4GB of memory in a 
rackmounted chassis. The system can access up to 
five terabytes of fault-tolerant CLARiiON storage. 

All three servers can be used in DG's A ViiON 
NT Cluster-in-a-Box solution running Microsoft's 
newly announced Cluster 
Server. With Cluster-in-a-
Box, two A ViiON servers 
(with up to 12 processors) 
are combined with a fault 
tolerant CLARiiON RAID 
technology storage system 
and the company's NTer
prise Manager systems 
management software in a 
rackmounted system. DG's 
Cluster-in-a-Box will now 
also run Microsoft Ex-
change. t1 

CLARiiON 
Delivers 
Fast Service 

T
wo new programs 
from CLARiiON have 
been developed to 

provide its partners fast , 
effective, low cost delivery 
of service for their cus
tomers . The new programs 
are Service Powertools 
and World Services. 

5 

:-- SYNERGEX 
".; Tak. PaTt In CT<ating Succus 

Robust cross-platform 
development & deployment 
tools for today's business 

solutions 

Windows NT & 95 and 
leading versions of UNIX 

Synergy/DETM 
Professional Series 

Visual tools for business 
application developers 

INTERSOLV 
PVCS Series ™ 

Top-sell ing SCM tools on 
more than 20 platforms from 

INTERSOLV's porting partner 
and largest VAR 

Solutions • Training • Consulting 

www.synergex.com 
Call 800-366-3472 

Email: info@synergex.com 
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Service Powertools from CLARi
iON delivers an NT-based ervice 
package designed to substantially in
crease the ability of CLARiiON ser
vice providers to support CLARiiON 
storage products. It is a single, com
prehensive collection of maintenance 
and diagnostic software tools, pack
aged on a single CD-ROM, enabling 

service providers to be more effective 
both on site and remotely, increasing 
productivity and lowering ervice 
costs. 

CLARiiON World Services uses ' 
the World Wide Web as its primary 
delivery medium. Strategic partners 
can access service information and 
tools from CLARiiON online. 6. 

The COBOL Expens 
The "ONLY Intergrated TOTAL Solution" provider 

For COBOL Organizations 

UNIQUE! 
Link from 

Migration to 
Development 

to Open Sy tern : 
.:. Fa t, Proven, CostJEffective! 
.:. Protects your COBOL appljcation 

investment! 
.:. Customizable and Extensible 

tool make the difference! 
.:. Guaranteed re ult ! 
.:. Fixed price! 

"We e lected EasiRun after an 
exten ive earch. They offered a 
unique approach to olving our 
migration need " Ed Moyer, 
Champion Auto Store . 

Tool for Open Sy tern * Inte2rated Repo jtory * On-Line, Batch, Update Pro2ram 
Generator * Increased Productivity * GUI 

Whatever your needs, 
we have the Solution! 

* Client/Server * Deployment to Text, GUI, or Mix 
of terminal 

EasiRun USA, Inc. 
7086 Corporate Way 
Dayton, OH 45459-8921 
USA 
Tel: (937) 438-5553 
Fax: (937) 438-5377 

Tom West Assumes 
New Role with DG 

Senior Vice President J. Thomas 
West will be assuming a new role 
as Technology Consultant for Data 

General in January, 1998. In this ca
pacity he will maintain an exclusive 
consulting relationship with Data Gen
eral and continue to provide advice 
and guidance on technology direction 
while also pursuing civic and personal 
interests outside the computer indus
try. West has been with Data General 
for the last 25 years and has led the de
velopment of generations of new prod
ucts. His efforts in the development of 
DG's first 32-bit super-minicomputer 
were chronicled in the 1981 Pulitzer 
Prize winning book, The Soul of a 
New Machine, by Tracy Kidder. 6. 

CLARiiON Gets 
Cluster/RAID 
Approval 

Three of CLARiiON's disk arrays 
have been approved as 
"Cluster/RAID " devices by Mi

crosoft's Windows Hardware Quality 
Lab. The CLARiiON Series 100, 1000, 
and 2000 disk arrays can now official
ly be combined with other Microsoft
approved devices to create Windows 
NT 4.0 Enterprise Edition Microsoft 
Cluster Server configurations (formally 
known as Wolfpack) and validated 
using the Microsoft Cluster Server 
Hardware Compatibility Tests. 

Also, CLARiiON will be the first 
open systems RAID vendor to ship 18 
GB, 7200 rpm disk drives. The new 18 
GB drives will be integrated into its 
SCSI Series 100, 1000, 2000, and 
Model 1900 TeleStor disk arrays, as 
well as the fibre channel attached Se
ries 3000 disk array. 

The 18 GB drives deliver increased 
density, decreasing the overall cost per 
megabyte of storage by 38%, while 
providing the ability for 1.6 terabytes 
of storage to be configured in less than 
5 square feet of floor space-a 2X in
crease in megabyte per square foot of 

6 JANUARY 1998 
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cabinet footprint. They are good for high bandwidth, 
storage-intensive applications such as data 
mining/warehou ing, image processing, and digital 
audio/video. /:;;. 

ACE*COMM and DG 
Form Alliance 

Data General has signed a strategic marketing agree
ment with ACE*COMM Corporation. Under the 
agreement, ACE*COMM will provide a billing, 

customer care and network operations support product 
on Data General hardware. 

"We are excited to have entered into this agree
ment with ACE*COMM," said Bailey Schell, director 
for Data General's Communications Industry Group. 
"We feel that this alliance and technology will give 
Data General a significant opportunity to provide a 
true value added solution to the communications in
dustry." ACE*COMM's integrated suite of applications 
meets the requirements of competitive local exchange 
carriers (CLECs) by providing the features and flexibil
ity required in a very challenging environment. /:;;. 

THiiN Line Shipping 
SiteStak Web Server 
Appliance 

THiiN Line, a business unit of Data General Corpo
ration, has started shipping its SiteStak web server 
appliances. First customers include Comcast Com

mercial Online, a part of Fortune SOO cable and com
munications supplier Comcast Corporation, and Ultra
Net Communications, Inc. , the largest Internet Service 
Provider in New England. Both companies had beta 
tested the product. 

For Comcast Commercial Online, an initial order 
for SiteStak TW-SOO appliances will enable the organi
zation to offer web-hosting services to corporations 
and schools. "SiteStak web servers will clearly help us 
win new business," said Franklyn Athias, director of 
new media systems development for Comcast Com
mercial Online. 

THiiN Line's SiteStak web server appliance was 
announced in September. The ultra-thin (1.7S-inch) 
SiteStak TW-SOO can store 160,000 web pages and 
handle up to 4S0 hits per second; at $7999, it delivers 
up to a three-to-one price/performance advantage over 
general-purpose web servers. 

·Also, the SiteStak is a true appliance: it requires 
just two connectors, for power and Ethernet, and it is 
extremely easy to use. To create a new web site, the 
u er selects Add Web Site from an Internet browser in
terface, then types in the new web site name-the rest 
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DATA GENERAL SYSTEMS/PARTS 

AVIION COMM DISKfTAPE MV SYSTEMS 

AV6240 7405 LAN 610124GB MV2500 

AV5500 7431 FDDI 610062GB MV2000-11 

AV4625 5211 V/FDDI 79011 -H 2GB MV2000-1 

AV8500+ 7425 VTC 79012-H 4GB MV30000-2 

AV9500+ 742S-L VTC 79013-H 9GB MVSSOO 

AV4000 7418 VDA255 68412GB MV5600 

AV4300 7418-K VDA255 6843 2GB WID MV9500 

AV310 7436 LAN 6685 1GB FH MV9600 

AV5225 7419 CLUSTER 68021GB 

AV4900 7 416-K TOKEN 6554662MB CRTIPRINTERS 

AV2000 MODEMS & 67141 .4GB D/21 0 

AV3000 MUXES 61000-DE 1GB D D/211 

61005 1GB FAST D/215 

AV70004MB 6796520MB D/216 D/216+ 

AV7001 16MB 6787 INFERNO D/217 

AV700348MB 7417 lOP D/41 0 

AV701564MB 7430 DUAL SCSI D/411 

AV7016128MB 7435 DUAL SCSI D/460 

AV7017 192MB CLARiiON'S D/470 

AV7018 16MB D/220 

AV701932MB 610047/14GB D/230 

AV703416MB 6760 5110GB D/412 D/412+ 

AV703564MB 6590 2GB D/462 0 /462+ 

AV7043 128MB 6586 RIM FIL D/413 

AV703732MB 6577150MB D/414 

AV7039 128MB 6677 525MB D/463 

AV7434110 6435 SPARC D/1400i 

AV7038 MEM 6885 418GB DAT D/1200i 

6762 214GB DAT 

CLAR. TAPE CL LASERJET III 

6827-D ARRAY LASERJET II 

CANON BJ300 

HP392 

EPSONS 
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is done automatically by the SiteStak 
appliance. 

THiiN Line ha arranged for Mi
croAge, Inc., a Fortune 500 system in
tegrator and technology services di -
tributor, to distribute SiteStak web 
servers and other SiteStak Internet/in
tranet computing appliance from 
THiiN Line. 6 

DG Makes Plans 
for IA-64 Intel 
Processors 

Data General is working with Intel 
Corporation on 64-bit system ar
chitectures for its future genera

tions of A ViiON servers, including the 
A V 20000. DG will likely be among the 
first companies to deliver enterprise 
servers using Intel's Merced processor 
when it becomes commercially avail-
able in 1999. 6 

Data General And 
Oracle Set Decision 
Support Records 

Extending their leadership posi
tions in the NT enterprise market, 
Data General Corporation and Or

acle Corp. achieved record-breaking 
power metric performance results 
and best price/performance for deci
sion-support applications in single 
SMP systems. The Transaction Pro
cessing Council Benchmark D (TPC
D) 100-GB tests were run on an Data 
General A ViiON A V 6600 six-proces
sor server running Oracle8 universal 
data server and Windows NT Enter
prise Edition, using CLARiiON fibre 
channel technology. 

Transaction Performance Council 
(TPC) tests monitor systems in a con
trolled hardware environment. In this 
test, an A V 6600 server, configured 

• ~ Data General lrl' 
Scott :~J 
Mcintyre ,~ 

FhiJI HEWLETT ' 
..:t::. PACKARD 

Channel 
F-..utner 

and AsSOCiates, Inc. 

"CALL TOLL FREE!" 800-489-7177 

"SOLUTIONS FOR THE YEAR 2000 & BEYOND!" 
© omplete sy tern conver ion & migration ro open sy tern with HP 9000 and 

Data eneral AViiO Enterprise erver, whether you're running an MV with 
COBOL, I FO, FORTRAN, etc. 

© MCBA Quantum oftware for accounting, di tribution & manufacturing, with 
over 35,000 in tallation worldwide. 
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with six Intel Pentium Pro proces
sors with 1-MB L2 cache each and 2 
GB of memory, running the 
Oracle 8.0.4 database and Microsoft 
Windows NT Server 4.0 Enterprise 
Edition operating system, was rated 
at 1135.7 QppD@100GB (Query pro
cessing power TPC-D) and 377.4 
QthD@100GB (query throughput), 
and a TPC-D price/performance of 
$679/ QphD@100GB. The AV 6600 
server was configured with 386 GB 
of full-fibre channel CLARiiON 
FC5000 ]BOD Oust a Bunch of Disks) 
disk storage. 6 

Fibre Channel 
Storage for 
Windows NT 

C LARiiON announced availabil
ity for its full-fibre channel 
CLARiiON FC5000 JBOD (Just 

a Bunch of Disks) disk array enclo
sure and its fibre-channel attached 
SCSI Series 3000 RAID disk array 
for Microsoft Windows NT plat
forms. 

"The NT market has recorded 
the fastest year-over-year storage 
growth in the IT industry," said 
Dataquest storage analyst Tom 
Labive. "As one of the first compa
nies to announce a full-fibre chan
nel product line, CLARiiON is in a 
unique position to capitalize on this 
trend. Fibre channel server-to-stor
age connections level the playing 
field in availability and online flex
ibility, allowing enterprises to take 
full advantage of the superior per
formance of modular storage array 
investments compared to compara
ble investments in competing 
monolithic storage products." 

The FC5000 DAE delivers state
of-the-art online storage that is fully 
upgradable from JBOD to highly 
available RAID subsystems. The 
FC5000 DAE can be configured 
with RAID protection using host
based software RAID, host-based 
hardware RAID, or as a capacity ex
pansion unit for FC5500 Disk 
Processor Enclosures (DPEs) featur
ing powerful CLARiiON TriWay 
Storage Processors. 6 
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Year 2000 Compliance 

Q: Are there planned updates to AOS/VS 7.72 in the near future 
concerning the "Year 2000" problem? When can we expect updates to 

be sent out? Our system is a MV20000 running AOSIVS 7.72 with a 20 slot 
CLARiiON Disk Array system (microcode rev. 08.27). 

R:For YR2000 compliance information, go to uri http://www. 
dg.com/products/htmllyear_2000_compliance_table.html. It shows 

AOSIVS YR2000 compliance projected for Jan 1998. However there is 
discussion on whether that means both 16 bit and 32 bit eli or just 32 bit eli. 

Tape capacity 

Q: Is there a way to determine the storage capacity of a 120m length 
4mm tape? We use tar for backup and have been running out of capaci

ty on the tape. Are there other factors affecting capacity? If so, what is the 
formula for determining capacity? Also, is there a quick way to read the end 
of a tape created with tar to find out what the last files are that were written 
to the tar fi le? Doing a "tar -tvf /dev/rmt/2" takes forever. 

D : One of the problems with compressing tape drives is that the capacity 
~'-.is unpredictable. We use Legato for backups and have got round the 
limitation of it having no "hooks" for shutting down databases etc. by using 
lower level commands such as savegroup. 

On one machine I want to know how near the tape is to becoming full 
so I use the tape in uncompressed mode and compress in software. 

Your problem with tar is a problem with a single large tape file. If you 
could split your backup into smaner chunks and tar each individually to 
/dev/rmt/2n then you would be able to skip the earlier ones with mt -f 
/devlrmt/2n fsf 5 (or whatever number is appropriate). 

Limit file sizes 

Q Is it possible in DG/UX 4.11 or later to limit the size a file can grow? 

R: Try Control Point Directories. 

Creating Distribution Media 

g. I am trying to find documentation on how to create a distribution tape 
that will load through sysadm loadpackage for a custom application. I 

wou d appreciate hearing from anyone who has experience in this matter or 
knows where I can find such documentation. Thanks. 

D : I have not done it myself but it is documented in the "Porting and 
ftDeveloping Applications for the DG/UX System," chapter 11. 
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The CEO to Microsoft Exchange 

migration plan. 

by John Shubeck, Special to DGFOCUS 

Still running Comprehensive Elec
tronic Office? You are not alone. 
CEO still has a substantial member 

community, and for some very good rea
sons. Now in the twilight of it's lifecycle, 
CEO was once originally ahead of its 
time, and by any measure an outstanding 
office automation solution. Think about 
it. Fifteen years ago, CEO delivered elec
tronic mail , word processing, filing , and 
personal organization on an integrated 
desktop. Eleven years ago, CEO revision 
3.0 introduced global name resolution 
with the network domain structure. For 
these and other reasons, many customers, 
among them Data General 's information 
management group, have delayed the 
transition to modern solutions. In many 
cases , so-called state-of-the-art client/ 
server applications wound up being a 
step backwards from CEO in some key 

areas of functionality. 
If you are among those who have 

been waiting for the right successor to 
CEO, your waiting has paid off. Enter 
Microsoft Exchange. Microsoft Ex
change, now shipping at version 5 .5 , 
is the perfect migration platform from 
CEO, and a fitting successor to CEO as 
well as other legacy messaging prod
ucts. Why? Because the emphasis in 
Exchange happens to be the same as 
the strongest features of CEO. That is 
messaging. This article is devoted to 
raising your awareness of the migra
tion issues you will need to address 
for a successful migration from CEO to 
Microsoft Exchange. 

History 

CEO is certainly the most successful 
application product which Data Gen
eral has ever developed and sold . 
There was a time when Data General 
had a very highly developed office au
tomation practice within the systems 
engineering ranks. In fact, a little over 
ten years ago there existed a small 
army of office automation specialists 
across Data General's North American 
field operations. The result was a 
highly successful product, and an in
stalled base in the hundreds of thou
sands of seats. 

Over the years , the migration to
ward industry standard office automa
tion products has eroded that installed 
base in favor of products such as 
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cc:Mail, Lotus Notes, Microsoft Mail , 
and a host of products running on the 
Unix platform. The office automation 
practice within Data General systems 
engineering also faded away. The ex
isting CEO installed base has probably 
stayed with the product for one or two 
major reasons. If you are in this cate
gory, think about the reasons why you 
are still using CEO. Perhaps the core 
functions of CEO still satisfy your 
business needs. Perhaps you have 
mission critical business functions 
which have leveraged CEO for mail 
enabled process flow. Data General 
falls into this second category. What
ever the reason, let's say you have fi
nally decided to begin your transition 
from CEO to Microsoft Exchange. 
Where do you begin? The best ap
proach is to begin by re-evaluating 
your office automation requirements , 
and developing a transition scheme 
which meets those requirements. In 
short, begin with good planning. 

Migration Planning 

Like the old saying goes, "Failure to 
plan is planning to fail." This is cer
tainly true in a CEO to Exchange mi
gration project. In my view, planning 

CEO to Microsoft Exch ange Comparison 

Feature CEO Exchange 

Electronic Mail Yes Yes 
Certified and Urgent Mail Yes Yes 
Answering Machine Yes Yes 
Internet Mail Yes Yes 
Shared Inbox and Delegate Yes Yes 
Extended Messages Yes Yes 
Eyes Only Mail Ye No 
Inbox assistants No Yes 
Filing Cabinet Yes Yes 
Private Drawers/Folders Yes Yes 
Public Drawers/Folders Yes Yes 
Document Search Yes Yes 
1m port/Export Yes Yes 
Archiving Yes Yes 
Janitor Yes No 
Electronic Forms No Yes 
Personal Organization Ye Yes 
Personal Calendars Yes Yes 
Re ource Calendars Ye Yes 
Meeling Planner Yes Yes 
Thing To Do List Yes Ye 
Reminders Ye Yes 

ontacts No Yes 

is everything. Think back on how 
much planning you devoted to your 
original CEO implementation. Hope
fully you were involved in the original 
project, or at least other members of 
the original office automation plan
ning team are still available. Either 
way , you probably worked from a 
Data General publication called the 
"Office Automation Planning Guide." 
It fit in a large 3-ring binder and cov
ered all the planning required for a 
successful CEO implementation. Mi
crosoft provides the same kind of doc
ument with the Microsoft Exchange 
Enterprise Edition package. Like the 
CEO version, it covers all of the func
tional issues from the domain archi
tecture to user training. More impor
tantly, however, is that regardless of 
the scope of the Exchange deploy
ment, Microsoft constantly empha
sizes the need for proper planning. 

You will need to plan for the Mi
crosoft Exchange organization and site 
structure, deployment and migration, 
and in addition, for a transition period 
where the user community will be liv
ing in both CEO and Exchange. Unless 
you have the unusual ability to mi
grate your entire CEO community to 
Exchange in a single weekend, you 
will need to provide for some level of 
inter-operation between CEO and Ex
change. If you have a community of 
several hundred CEO users or more, 
this transitional period could become 
months or more than a year. At a min
imum , this inter-operation will re
quiremail services between CEO and 
Exchange, but could include more, as 
we will see later. Other planning is
sues for the Exchange implementation 
project you will need to cover will be: 
hardware requirements (servers), net
work requirements , remote access, 
public filing , folder applications, 
workstation requirements , distribution 
lists, and directory standards. 

CEO Inter-operation 

As I stated earlier, you will probably 
need to go through a period of time 
living in both the CEO and Exchange 
worlds. Considering that the strongest 
feature of both CEO and Exchange is 
their email facilities, it follows that 
you will need to have mail inter-oper-
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ation during your transitional period. Even if you are able to 
accomplish an Exchange pilot, early adoption, and transi
tion in a matter of weeks , you will still need to transfer 
email between both sy tern. You will need to install and 
configure a Data General product called CEO Maili, and a 
complimentary product included with the Microsoft Ex
change Enterprise Edition called the Internet Mail Con
necter. Together, these software products will enable both 
systems to send and receive email using the industry stan
dard Simple Mail Transport Protocol (smtp). Some fine tun
ing on both sides will be needed to support document at
tachments on your messages. Depending on your email re
quirements, number of servers , and network configuration, 
you can configure one or more systems on both CEO and Ex
change to handle this mail gateway. Also, a recent enhance
ment to CEO Maili provides the ability to automatically con
vert document attachments between CEO Word Processing 
format and a couple of different Microsoft document 
formats. 

If your migration project will take longer than a couple of 
weeks, additional features could be required to simplify CEO 
to Exchange interaction for your member community. Un
less a directory scheme is developed, the members would be 
required to type complicated email addresses to send simple 
messages to their neighbors on other systems (e.g. 
John_R_Shubeck@FDC200.CEO). This would make for a lot 
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of rejected mail and a lot of unhappy people. You can make 
things a lot easier for both CEO and Exchange users by mak
ing entries in the respective global directories. In CEO, you 
can create Remote Aliase . In Exchange. you can create 
Custom Recipients. Using the above example, you can cre
ate a Custom Recipient in Exchange called "Shubeck, John" 
which resolves to John_Shubeck@FDC200.CEO. Now the 
Exchange member can send mail to a recipient using a 
name that is intuitive. If you have very large global directo
ries, there are ways to retrieve these names from the CEO 
database and generate the Exchange Custom Recipients au
tomatically. During the course of your transition, periodic 
updates will be necessary to keep both the CEO and Ex
change directories synchronized. 

Another issue to handle will be the migration of mail
ing lists. This is one area which will prove to be a bit diffi
cult. In CEO, there are 3 levels of mailing lists : Global , 
Local, and Personal. In Exchange, mailing lists, called Dis
tribution Lists , offer only 2 levels: Global and Personal. 
Plan on the CEO Global and Local mailing lists in convert
ing to Global mailing lists in Exchange. This seems on the 
surface to be very cumbersome. On the other hand, it offers 
a great opportunity to eliminate the outdated mailing lists 
that have built up over the years. Once you have created 
some new mailing lists in Exchange, you can assign an 
owner to maintain the member list. 

Preparing the Environment 

Prior to migrating CEO members , you will need to establish 
your pilot system, your test system, and your production 
system. The great news here is that the Data General A Vi
iON product line is an excellent platform for Microsoft Ex
change. Combined with the CLARiiON Storage Manage
ment, it provides a highly available, commercial grade Win
dows NT platform which scales nicely for Microsoft Ex
change. If possible, spend the extra money to put the best 
possible configuration in place to meet the needs of your 
environment. The investment you make today will reap 
dividends in the form of great system performance and 
availability , greatly exceeding the CEO platform. Also, com
mit the resources needed to bring in Data General Profes
sional Services . or perhaps a local Microsoft Solution 
Provider to configure your Exchange erver based upon 
standard guidelines and proven experience with installa
tions similar to yours . 

If you have a desktop standard currently in place, you 
will need to incorporate the Microsoft Exchange client soft
ware into your desktop configuration. For most customers, 
this means Microsoft Exchange Client, or more recently the 
Microsoft Outlook 97 Client. Both client packages manage 
the Exchange in-box in largely the same way. However, the 
Outlook 97 Client provides a much better interface to the 
Calendar, Contacts, Things to Do List, and other network 
filing resources. In addition to the Exchange client soft
ware, this might be a good time to upgrade your desktop 
standard with Microsoft Office 97. Microsoft Office version 
4.x knows nothing about Exchange. Microsoft Office 95 is 
somewhat Exchange-aware. and Microsoft Office 97 offers 
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CEO to Microsoft Exchange Conversion Chart 

Feature CEO 

CEOGE ,NSAGEN 
CEO MaW 
NSA, Present 

Microsoft Exchange 

Exchange Admini trator 
Internet Mail Connector 
Directory Import 

System Administrator 
Mail Gateway Services 
Directory Synchronization 
Mail Conversions 
Document Conversions 
Mailbox Conversion 
Mailing Lists 

CEO Maili, Keypack Third Party Viewers 
Third Party Converters 
Third Party 

Keypack, Third Party Converters 
Third Party 
Third Party Third Party 

Planning Guides Office Automation Planning Guide Exchange Planning Guide 

good integration with Exchange. The 
standard Office 97 products provide 
the ability to send Exchange mail and 
file to Exchange folders from within 
the document. If you really want to 
expand the scope of this project, it's 
possible and sometimes necessary to 
work a desktop hardware upgrade into 
the mix. Whatever the approach, 
hopefully it is done with input from 
management, key members of the cor
porate community, and the fo lks who 
will be responsible 

tion lists (mailing lists) and public 
folders will need to be established 
during the pilot phase of your project. 
Use this time to make ure the naming 
conventions. access permissions, and 
folder organization standards work for 
your environment and are ready in ad
vance of your general migration phase. 

Transition 

One of the great things about Mi
crosoft Exchange is 
that. for the averfor deployment. In 

other words, make 
it a project of in
clusion. Isn't that 
what office automa
tion should be about 
anyway? 

This is a good 
time to remind you 
that your remote ac
cess method will 
change greatly. The 
old ystem needed 
only a DG terminal 
and modem. Mi-

For the average 
CEO user, 

the transition 
to Exchange 
is downright 

intuitive. 

age CEO user. the 
transition to Ex
change is down
right intuitive. 
Many CEO con
cepts and features 
have a directly cor
responding feature 
in Exchange. Some 
of the common fea
tures are: private 
and public folders. 
a global directory. 

crosoft Exchange will 
require a PC workstation or laptop, a 
high speed dial-in modem or modem 
pool, and new oftware in your Win
dows NT environment. You will need 
to implement Windows NT Remote 
Access (RAS) or the equivalent third 
party solution. Your dial-in members 
will need new software and training 
on how to use the new dial-in system. 
If you're fortunate, remote access has 
been established for a previous pro
ject. If Windows NT Remote Access is 
new, get it in early and get comfortable 
with it before going live on Exchange. 

Finally, the public components of 
Exchange, such as the global distribu-

personal aliases 
and mailing lists. ex

tended message attributes, and even 
an in-box answering machine. Still, a 
comprehensive training plan will be 
needed. In some case , this training 
would need to start with Windows 95, 
and Microsoft Office training. At the 
very least. training on your Exchange 
client software will be needed. Hope
fully. you will be able to standardize 
and train on only one client package. 
namely the Exchange Client or Out
look 97. 

Another issue will be how to han
dle conversions of the exi ting CEO 

continued on page 27 
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TERVIEW 

m How has Data General chosen to distribute its 
products over the years-can you give us a 
little historical background? 

Glickman: Data General originally built it foundation by 
working through an indirect channel; products were inte
grated with applications and that is how DG got its presence 
in the market. OEMs (Original Equipment Manufacturers) 
were DG's original channel. The OEM was traditionally a re
seller that imbedded products , which means tllat when a 
product came to market you wouldn't see the logo of the 
manufacturer. 

The Value Added Reseller (V AR) channel was one of the 
next phases in application development on proprietary sys
tems. In essence, manufacturers were in the mode of trying 
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An interview with Randy Glickman, 
Director of Distribution, Data General 

to find application providers to build on tlleir platform. Data 
General, Digital and mM all had the same plan to go to mar
ket-until the market shift to Open Systems. Today, Data 
General is not in the proprietary business. We're really in the 
mode of dealing with Open Systems, and the value that Data 
General brings is in providing a robust system with features 
and benefits that are not available in the industry, such as 
Cluster-In-A-Box with NT. 

Applications are no longer the only critical element. 
With Microsoft and an Open environment, a lot of the appli
cations are out there-some are shrink-wrapped and some 
are not. The challenge for Data General is to link up not only 
with application providers, but those who are really provid
ing a total solution-I would classify them as Solutions/Sys
tems Integrators. 

The distribution channel's goal is in two key areas: 1) 
selling to small and medium-sized V ARS (Solution/ System 
integrators) which will give us access into new markets; and 
2) selling to Resellers which sell directly to end-users (with
out a VAR) providing account management, training, and 
project management. 

To help meet this goal DG has three key Distributor ac
counts today: Gates, Jones Business Systems and Western 
Micro which all sell through V ARS. Jones, for example, is in 
a specialty market-they're number two in the volume of 



SCO licenses in the marketplace. Data 
General has entered into a relationship 
with them where they not only sell 
Data General's product, but they also 
provide some support for DG's prod
uct-they assist us in certification and 
some technical components. They have 
a sales team that only sells SCO with 
Data General. 

Western Micro and Gates focus in 
the NT market-targeting NT resellers. 
Within that segment of NT we've 
carved out focus markets where we uti
lized the different specialties of West
ern Micro and Gates. The market is so 
big that we've been able to address dif
ferent market niches within NT with 
these two strategic distributors. 

DGFocus : Do resellers prefer to 
use a distributor rather than com
ing directly to DG? 

Glickman: That depends on what 
they need . According to Data 
Quest, the percent of V ARs that 
buy through distribution or indi
rect channels is continually ris
ing. Industry data claimed about 
40-50% of the V ARS were buying 
through distributors a year ago, 
and today it is up to about 65-
70%. 

DGFocus: Why are VARs moving 
more toward distributors for their 
purchases? 

Glickman: Because distributors pro
vide some value that a manufacturer 
can't. It's not that one is better than the 
other, it's a question of what the VAR 
needs. What V ARs today are looking 
for is the ability to have a full service 
one stop shop. When they buy product 
and are looking for service and support 
they don't have to deal with multiple 
buying entities. A V AR selling DG 
equipment might be looking for the 
ability to integrate into a network with 
another vendor's supplier without hav
ing to deal with five different manufac
turers. 

DGFocus: So a distributor has many 
different components to a solution? 

Glickman: Yes. For example, Western 
Micro focuses on DG servers, but if 
there is a need for networking gear 
that DG does not provide, they have 
the ability to put it all together 
through one buying entity. The other 
piece of it is that the distributor has 
integration facilities and the ability to 
provide logistics support. If a V AR 
has a customer who wants DG in
stalled on Tuesday they don't have to 
call 3COM or CISCO and ask when 
they're shipping their product. West
ern Micro would figure out how to 
put it altogether and have it show up, 
integrated as one product, on that 
Tuesday. 

''The djstrlbutor's spedalty js 

that they're a selling machjne 

& the manufacturer's spedalty 

js jn the technology of 

the product & making 

sure jt fits jn the market." 

DGFocus: What does the V AR add? 

Glickman: The V AR provides the so
lution to the end customer. Typically, 
the VAR is going to have some in
stalled base of accounts that they've 
been managing for which they have 
provided not only the application, but 
the training, consulting and imple
mentation work. Some V ARs today 
are moving to become ISVs or trying 
to do both. The fact of the matter is 
that whether they're an ISV or V AR, 
neither one wants to have anything 
but a high quality, reliable, price-per
formance hardware product that they 
can stand behind and ensure cus
tomer enthusiasm. 

I N TERVIEW 

DGFocus: How does DG benefit? 

Glickman: From Data General's per
spective, an additional plus of working 
through distributorslresellers is that 
they're experienced in markets that DG 
is not in. They have a larger base of 
customers and a different selling 
model , cost-wise, than Data General 
does. When our distributors have an 
existing or new V AR that is in need of 
an enterprise NT platform, they now 
have the ability to provide that V AR 
with a best in class DG server, along 
with the confidence (and support) of 
DG's worldwide service organization. 

DG Focus : What about the reseller 
channel? 

Glickman: In the single tier, 
which is the reseller, we've just 
embarked on a relationship with 
MicroAge. It is close to a 5 bil
lion dollar company and has re-
lationships with company
owned and franchise locations. 
Their focus with us is in very 
large end-user Fortune 1000 ac
counts such as American Ex
press. What they were looking 
for from the relationship with 
DG was a robust, enterprise NT 
product. Our market share is 
about 35+% in the enterprise 
space and we're a strong player. 
They viewed it as a good play. 
Since DG has traditionally had 

more of a small and medium-sized end 
user account base it was a good play 
for both. What MicroAge brings to the 
DG relationship is being a system inte
grator in a very big and focused way. 
They become an extension of the DG 
sales force. 

DGFocus: How is this different from 
the way things have been? 

Glickman: What has happened over 
the years is that manufacturer's mar
gins have been under extreme pressure 
because customers are moving from 
proprietary to Open Systems which 
aren't as margin rich. It's a classic sce
nario of any product technology , 
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WANTED 
DEAD OR 
I&ALIVE 

DG TEH.l\IINAL 
FOR RE'VARD ALL: 

Dee 
CJ>hon : 6 17- 29-9-1 -1 

• ~Ci.J'Y: : 6 17- 29-960' 

® 
Peach of a Deal 

~ 
Worldwide-
Everyday on 

-) Data General 
Hardware 

CPU 
AV8500 w/128MB memory ................................................. Sll ,900 
AV5240 Quad CPU ................................................................ $4,900 
AV5225 Dual CPU w/64MB memory ..................................... S2,900 
AV4300 w/16MB memory ..................................................... 31 ,450 
AV5500 w/64MB memory ..................................................... 55,900 
MEMORY 
7016 AV500016000 128MB memory .................................... $2,750 
7035 AV5500 64MB memory ............................................... 31 ,890 
7019 32MB AV4314600 memory ............................................. 3990 
701416MB AV 300/400 memory ............................................ 5550 
MV 15000/20000 32 MB memory ............................................ 5790 
DISK AND TAPES 
79012H 2.0GB disk module lor Clariion ................................... S995 
79OO1H 1.0GB disk module for Clariion ................................... S795 
68854/8 GB OAT tape ............................................................. 5990 
6760 10.0GB 8MM cartridge tape ......................................... Sl ,290 
CRTs/PRINTERS 
65020462 CRT with keyboard .......................... ....................... 5195 
6500 0216's with keyboards .......................... .......................... 5179 
6683 0413 CRT with keyboard ......................... ........................ 5295 
65670412+ with keyboard ............................. ......................... 5195 
04601041010210 with keyboard ................................................ S99 
New Keyboards .......................................................................... 395 
COMMUNICATIONS/OTHER 
7419 VOC-16 cluster ................................................................ 5590 
481710 port termserver CS2000 ............................................ 5690 
CSS2 6702 chassis .................................................................. 5650 
7421 SCSI con!... .................................................................... 5650 

1-800-229-2897 

Doraville. Georgia 30340 FAX n0-457-5841 

TERVIEW 

whether it 's computer or refrigera
tors. We're in a maturation stage. 

You can have a lot of internal 
sales organizations which say, "This 
is how we're going to go to market." 
But if the customers buy in a differ
ent way you will be disconnected 
and ineffective_ What we're model
ing now is how customers buy. How 
many people do you know who 
would buy a refrigerator by calling 
up General Electric? But back when 

neering organization. That situation 
would be best served with a direct 
relationship versus the Channel. On 
the other end if there happens to be a 
V AR that is focused on shop floor au
tomation and we have a distributor 
whose experience base is very strong 
in that area, that V AR is best served 
by that distributor. 

In the industry you'll find that 
computer companies try to use dollar 
limits to determine whether a V AR is 

refrigerators first 
came out they would 
have dealt with the 
manufacturer direct
ly. If someone want
ed to buy 500 refrig
erators, you could 
probably call up GE 
directly and they 'd 
have a house accoW1t 
group and they'd sell 
them to you_ But, the 
distributor's specialty 
is that they're a sell
ing machine and the 
manufacturer's spe
cialty is in the tech

''The folks that 

Direct or Indirect. 
We're looking at it 
now from how they 
are best served. 
Revenue is a com
ponent, but not the 
ultimate decision. 
You cou ld have a 
VAR that is very 
high volume that is 
best served through 
the Channel and 
you can have a 
VAR that is very 
low volume that is 
best served Direct. 

jnvest jn US-

we jnvest 

jn them" 

nology of the product and making 
sure it fits in the market. As a result 
of these changes, our sales force be
comes a channel selector. They fig
ure out the best way, based on our 
customer's needs, to suppport them 
buying product. 

DGFocus: It sOW1ds like Data General 
has a variety of models for distribu
tion. 

Glickman: We did , but now we're 
converging. We 've ju t integrated 
Channels into one organization and 
we're pulling together to see how we 
can get maximum leverage out of the 
Channel. What you're seeing is a bit 
of evolution in the company. As we 
go to market , some of the legacy 
Channels we've had were separate. 
Now, a V AR that buys through a dis
tributor is no different, as far as qual
ification or experience level , than a 
V AR that buys directly from DG. The 
only difference is if that particular 
V AR has different needs . For in
stance, if they're building product 
based on DG technology they may 
need to be integrated with our engi-
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DGFocus: So whether a V AR is Di
rect or Indirect is not order specific? 

Glickman: No, it's need specific. 

DGFocus: What is DG doing to publi
cize and strengthen its relationship 
with its V ARs? 

Glickman: The V ARs that we man
age directly, and a fair number that 
are managed indirectly, all have ac
count plans with us for 12 months. 
It 's an annual rolling account plan 
where we look at the activities that 
they 're driving and milestones. A 
V AR cannot sell our product without 
being approved and certified from 
Data General. There's an application 
form and we have to understand 
their value added and what market 
they're in. That's pretty standard in 
the industry and is not a differentia
tor for DG. The differentiator is their 
integration as part of our selling 
team. At least once a year we have a 
V AR Council Meeting where they 
come together and have the ability to 
discuss what is working well and 
what is not. As part of our FY98 



Sales Kickoff in Orlando we had 
1000 people and our partners were 
integrated with our Sale Force. You 
wouldn't have known a difference 
between them , and I don't know 
how you get any tighter integrated 
than that. 

All our partners, when they are 
approved by us have access to Chan
nel Connection. It's an online com
municator that provides not only a 
Solutions Directory, but also all of 
our latest product information. 
Whenever we announce new prod
ucts they get access to it first. 

If you talk to the V ARs and ask 
them what value DG brings to them 
they would say: 

DG is a company that is commit
ted to understand what their needs 
are and what their end customers' 
needs are. An example would be 
that DG has, in the NT arena, clus
tering ability. That's not standard in 
the industry and is one example 
where some of our V ARs came to us 
with what their customers were ask
ing for and we built it. They don't 
have other suppliers that can do 
that. And they like the ability of DG 
to react. We're small enough to do 
that. As part of the account plan
ning, if they have opportunities and 
markets we don't have products for, 
we identify those and, if it's finan
cially viable, we agree to invest with 
them. 

DG is not an over-distributed 
product. When they deal with vol
ume companies in the commodity 
space, everyone sells that product. 
They compete constantly on price. 
With DG we just focus on key part
ners in the marketplace. The folks 
that invest in us-we invest in them. 
It allows them to make more money 
on DG products because they're able 
to capture their value. That's the dif
ference between overdistribution 
and what I call limited distribu
tion-you invest in your partners. 

DGFocus: Where do companies like 
Oracle fit into this picture? 

Glickman: Whether they're database 
folks or large ISVs and software ven
dors we have key initiatives with the 
top players in the marketplace-Ora-

cle is definitely one of them. We also 
have programs with our distributors 
who work with them in the market. 
This year the company is now 
aligned into vertical markets. In the 
manufacturing environment we can 
talk to Baan and we have focused 
reps, distributors and V ARs. There 

I NTERVIEW 

are no more general sales reps. The key 
message is that di tribution and V AR 
are integrated into the focused vertical 
markets. Specializing in markets allows 
DG (and its channels) to better under
stand a specific customer's needs and 
provide the best support and service in 
the industry. 6 

We are pleased to announce EMU/470 Version 6.0 
with total DG/Vf Emulation for Windows 95, 31 & NT. 
• True Windows look and feel 

• Complete emulation of all OG 
Dasher Terminals (0470C, 
0430C, 0463, 0217, etc.) 
including color and graphics 

• Complete VT100 and VT320 
emulation 

• Includes file transfer software. 

• Network ready (TCP/IP, 
WINSOCK, and others) 

• UNIX mode and Tektronix 
emulation 

• Macro Keys and Script Files 

• Complete Printer Support 

Rhintek products span the entire Dasher Terminal Line . 
• Priced from $95 to $249. 

Competitive Upgrade to 
EMU/470 v6.o for $99 
Offer lim~ed to new clients. 1st copy only. 

• EMUl220 for DG2xx: compact, fast, DOS. 
• EMU/470 for DG 4xx: complete and powerful. 

• RhinoCom for OS/2 users. 
VISA and MC accepted. Volume discounts. 

www.rhintek.com or CompuServe (GO RHINTEK) 
e-mail: heeth@rhintek.com 

Unlimited free technical support at 410-730-2575. 

EAAU/410 
DG Color Graphics Terminal 

Emulation for IBM Micros 
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UPS 

The Importance of 
Uninterrupted Power 
Supply for Your Network. 

A UPS unit can save wasted time and costly damage 

to delicate equipment due to unreliable power from 

local utility companies. 

by Penny Kraft, Special to DGFOCUS 

has proven to be one of tremendous 
growth for many industries-among 
these, the internetworking industry. 
The Internet exploded in 1997, with 

web sites for everything from Fortune 100 companies 
to talk shows to newborn babies! The Internet has 
grown 76 percent over the past year. Why such as
tounding growth? Information. Nowhere else can you 
obtain such a wealth of information so quickly. With 
just the click of a button, you have access to the lat
est stock quotes, weather across the globe, and 
directions to your local supermarket. Now, 
imagine for a moment that this access 
was gone. 

In an age where just about every
one has an on-ramp to the "Informa
tion Super Highway, " companies 
can't afford to get caught without in
formation , either on the Internet or, 
more importantly, on their internal 
networks. This is why you hear buzz 
words like "reliability," "high-availabili
ty," and "mission-critical." Access to infor
mation has become just that-mission-critical. 
Without it, you're dead. 

Companies depend on sophisticated business sys
tems all day, every day. A reliable supply of electrical 
power is critical. Think about the consequences of an 
office losing power for a day. Every person at every 
workstation within that office would lose access to 
critical information. No access to the customer data
base. No access to financial information. No access to 
order fulfillment information. Orders would not ship, 
customers would be angry, and inevitably the compa
ny would lose money. Productivity would go out the 
window. Some data might never be retrieved and 
would have to be recreated. Meanwhile, the competi-
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tion is there, preying on this company's sudden misfortune. 
But it doesn 't take a power outage to negatively affect 

business. A minor power fluctuation of just a fraction of a sec
ond can destroy valuable data, months of work, and compro
mise the availability of business systems and the productivity 
of the business. A common misconception is that utility 
power is consistent and steady. It isn't. No matter where you 
are , spikes , surges, brownouts, and other power problems 
pose potential hazards to your computer or network. In fact, a 
typical computer terminal will experience an average of 36 
spikes per year, in addition to 264 sags and 128 surges. Other 
sources of problems are storms that can damage above-ground 
utility wires and older buildings with inadequate wiring that 
can become overloaded and cause power failures. 

Problems with utility power mean the clean and consis
tent power needed by electronic data equipment simply is not 
available. With any power fluctuation, you have the potential 
for data damage, data loss, file corruption, and hardware dam
age. Reliable data is no longer available and a company's 
"mission-critical" need to access data is denied. 

These types of power problems could be avoided with the 
use of an uninterruptible power supply (UPS). A UPS, such as 
those available from Data General, is a cost-effective way to 
safeguard your data. These UPSs not only protect against 
power outages, but also against power fluctuations that can 
further compromise data integrity. 

Data General offers a full line of power protec
tion products, including UPSs, software, 

and peripheral items. The latest of
fering, the award-winning Power

Rite Pro II rack-mount UPS has 
been tailored to meet Data 
General's specifications. Es
pecially configured for the 
NT Cluster-in-a-Box , this 
UPS provides total protec
tion for your networking en

vironment in a rack-mount 
design. 

The NT Cluster-in-a-Box, com
bined with the PowerRite Pro II Rack

mount UPS, offers a total solution for reli-
able access to "mission-critical" applications and 

data. And, it all fits conveniently into one rack-mount system, 
saving valuable floor space for servers and storage devices. 
Best of all, you can rest easy at night knowing that your data 
and your business is secure and protected from devastating 
power problems. D. 

Penny Kraft works for Exide Electronics in Raleigh, North 
Carolina. She can be reached at kraftp@email.exide.com. For 
more information on Exide's UPS products, contact Bruce 
Young, youngb@email.exide.com. 



NEWS AND PRODUCTS FROM THE DG WORLD 

• Internet Yellow Pages 
Yellow-Page.Net has made it easy and simple for businesses 
across the country to have an Internet Yellow Pages pres
ence. The yellow page service is accessible to all buyers 
world wide through Yellow-Page.Net. It contains listings for 
approximately 18 million businesses and individuals in the 
u.s. and Canada. Yellow-Page. Net, 1-800-300-3209. 

• CA·World Expo 
The 1998 CA World Exposition will take place April 26-May 
1 in New Orleans. A trade show that attracts serious profes
sionals, CA-World offers a chance to see the latest technolo
gy. CA-World, 516-342-5394. 

• Business on the Web 
Intelligent Information Systems has formed a new Web Busi
ness Unit to focus on Web database applications. The new 
unit is designed to apply newly available Web tools technol
ogy in support of business critical applications. Intelligent In
formation Systems, 919-572-0901. 

• ISDN Encryption 
Data TeleMark L.c. has released the latest advancement in 
their ISDN encryption technology called D.1.C.A. 7800. It is 
designed for secure ISDN communications, while providing 
more functionality at a lower cost. The D.I.C.A. 7800 allows 
for encryption of BRI lines regardless of the ISDN applica
tion, equipment or protocol, and is compatible with all previ
ous versions of DTM encryption devices. Data TeleMark, 
www.datatelemark.com. 

• DG gets Library Solution 
Cybernetics now offers the most advanced library solutions 
for Data General computers. Cybernetics' AlT libraries pro
vide up to 15.75 TB of storage capacity and feature 12 to 126 
tapes and up to six CY-8000 drives. The AIT subsystem can 
store up to 125 GB per tape and transfer data at speeds of up 
to 9 MB/second. Cybernetics, 757-833-9000. 

• Managed Healthcare 
Credentialing Manager from Medaphis HIT/BSG is a new 
software that helps hospitals ensure that physicians and 
other health professionals have the right credentials and 
skills to meet a patient's individual needs. It automatically 
references, verifies and stores key physical documents such 
as privileges, licenses, certificates and diplomas. Medical 
staff services professionals can quickly generate letters and 
forms, track verification requests, create reports, attach sup
porting materials and review privileges-all from their desk
top computers. Medaphis, www.medaphis.com. 

• CD·ROM Solutions 
Todd Enterprises, a supplier of CD-ROM and DVD network-
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ALL-Inclusive 

EAGLe Softw .... , Inc. 
1231hillana Ave. 
Salina, KS 67401 
Sales: 785-823-7257 
FAX: 785-823-6185 
email: info@eaglesoft.com 
http://www.eaglesoft.com 

• CEO Migrations 
CABINET CONVERTER, 
EAGLE's automated 
migration tool 

• Performance 
Enhancement 
&Utilities 
DISK_PAK Online! and 
VS_TOOlBOX utilities 
improve system perfor
mance and security 

• Backup Solutions 
Alexandria automated 
backup software and 
Spectra Logic tape 
libraries for UNIX and NT 
systems 

• System Consulting 
Specializing in INFOS 
performance, training 
and data recovery 

SYSGEN DATA Ltd. 
MARKETING 

t D t G I COMPUTERS 8. • a a enera PERIPHERALS WORLDWIDE 

MV 15000 MOD 10, CPU lAC 24 w/TCB .................... 950 
Complete .. . ......... . ......... $1 ,150 LAC 12 ........................ . 100 
MV 15000 MOD 10, CPU Board ...... .750 OG 322 SCSI ..................... 300 
MV 15000 MID Board .............. 500 OG 160 MB Disk ................ . .400 
MV 2000 4MB, Flpy ............... 500 MV 7800XP CPU .................. 500 
MV 40000 Memory 32MB ......... 9,000 7411KA ........................ CALL 
MV 15000/20000 Floating Poinl ...... .750 7419VOC16 .................... 1,100 
Term Server 4817 ................ 1.000 1.2 GIG RAM SIS ................ 1,400 
Term Server 4819 ................ 1,000 6321 Printer ..................... 100 
AViiON 8400 System ............. CALL 0411 ....... 140 0211 ......... 100 
AViiON 4625 Fully Conligured ...... CALL 0214 ....... 135 0215 ......... 135 
AViiON 3200 Fully Conligured ...... 2,850 0216 ....... 135 0412 ......... 170 
AViiON 5225 Fully Conligured ...... CALL 0462 ...... .400 0463 ......... 425 
AViiON 6200 Fully Conligured ..... . CALL 0460/410 ... 100 0461 ......... 155 
AViiON 9500+ 8-way .............. CALL 0470 ........................... 200 
AViiON 9500 32MB Memory ......... 800 IBM Rise 6000 MOD 220 ............. CALL 
lAC 16 (RS 232) w/TCB 16 .......... 135 OKI321 Printer ...................... 200 
lAC 16 (RS 422) .................. 150 Call For Untisted Equipment 

WTB All AT&T & Northern I Sysgen now buys and sells 
Telecom telephones and switches telephone equipment. Call for 

WTB: All Datacom equipment your tetephony needs! 

BUY • SELL • TRADE • LEASE 
PRICING SUBJECT TO CHANGE WITHOUT NOTICE 

ALL EQUIPMENT SOLD IS WARRANTED FOR 30 DAYS 

I·Z · SZi!'~! 1111 SCIP Motorola VAR Authorized 
AUTHORIZED DISTRIBUTOR WordPerfect 

12 ELKLAND ROAD, MELVILLE, NY 11747 (516) 491-1100 
fax: (516) 491-1559 



ing solutions, has developed new stor
age systems featuring 24X and 54X 
speed drives. The 54X system acceler
ates CD-ROM access through fast burst 
reads, providing a data transfer rate of 
8MB /sec and an average seek time 
under 10ms. The 24Xdrives come in 
Todd 's storage towers and feature a 
convenient slot-loading design. Todd 
Enterprises, 800-445-8633. 

• Merger for VMARK and ranging from "Initial Inanities" to 
"Vital Changes and Settings," Office 
97 Annoyances can help users reduce 
their annoyance level by showing 
where Office 's integration is most 
problematic. O'Reilly, www.oreilly. 
com. 

Unidata 
VMARK Software, Inc. and Unidata , 
Inc. have Signed an agreement to merge 
in a stock-for-stock exchange . The 
agreement, which has been approved 
by the boards of directors of both cor
porations, combines the resources of 
the two companies and their comple
mentary technologies. 

• Carpe Diem Unveiled 
Sage U.S ., Inc . debuted its Carpe 
Diem 2.2 time tracking software for 
large organizations at Comdex Fall 
97 in November. Version 2.2 delivers 
data import performance improve
ments over Version 2.0 and enables 
corporate computer users to create 
an accurate record of activities and 
the time spent on each of them. Sage 
U.S. , Inc, www.sageus.com. 6. 

• Hardware Discounts on • Getting Rid of Office 97 
the Web Annoyances 

A new web retail site offers discounts 
on computer hardware. Surplus Depot 
offers the latest high-tech products at 
twenty to forty-five percent below regu
lar retail prices . Surplus Depot , 
www.surplusdepot.com. 

For harried Microsoft Office 97 users 
who want to get rid of annoyances 
and get back to work, O'Reilly & As
sociates has published Office 97 An
noyances by Woody Leonhard, Lee 
Hudspeth and T.]. Lee. With chapters 

AOSNS OPEN 
SYSTEMS 

NETWORKING 
BL Trading brings AOS/VS into Open Sys
tems networking by providing NFS and 
TCP/IP networking solutions for AOS/VS sys
tems. You get network terminal access, file 
transfer and sharing, backup, printing, elec
tronic mail, and much more, at high perfor
mance, low cost, and using only industry 
standard protocols. 

Versions available for RDOS and 16-bit AOS. 

This Open Systems networking architecture 
provides integration from AOS/vS to Net
Ware, Windows, UNIX, DEC, HP, IBM, and 
many other systems. 

CALL FOR FREE DEMO. 

20 

See our full price list on the Internet at: 
http://www.bltrading.com 

E-mail: blass~bltrading .com 

or call (617)982-9664 
TRADING Fax: (617)871-4456 

145 Webster Street, Suite A 
Hanover; MA 02339 
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In Stock 
ITC 128-A .. ... ... ..... .. .... ... ..... ...... .... ... ..... ..... .. ........ ... ........ .. .. ... $ 

ILC-II ... .... ..... .................. ........ ...... ... ...... ............ ..... .. ... .. .... .... . $ 

LTC-64 ....... .............................................................. ............... $ 

6,500 

3,900 

800 

61007 4GB DISK ........ .. ...... .. ...................... .. ........... ... ............ $ 850 

61006 2GB DISK ........................................ ...... ... ... ... .. ..... ...... $ 

79013 9GB CLARiiO NEW ....... .. ...... ..... .. ... ... ... ..... .......... $ 

79012 4GB CLARiiO .... .. ...... .. ................ .. .......................... $ 

79011 2GB CLARiiO .. .. .. .. ...... .. ......... .. ............................... $ 

7039128MB MEMORY AV 85/ 95 ...... ................................ $ 

MV5600, 64MB, 4GB, QIC, LTC-64 ................... .. ... ........... . $ 

MV5500, 32MB, 2GB, QIC, LTC-64 ....... ......................... ... . $ 

650 

1,750 

950 

700 

3,900 

9,500 

5,000 

MV35000 CONFIGS ..... .. ...... .. ...... ........ ... .. .... .... ... ..... .... ..... . IN-STOCK 

MV25000 MOD2, 64MB ........... .. ..................... ......... ... ...... .. $ 37,000 

MV25000 MOD1, 64MB .... .. ... ....... ......... ... ... .... .. .. .. .. ........... $ 24,000 

MV9800 MOD1, 64MB .. .. .................................................... $ 24,000 

MV60000 MOD3, MOD2 ...................... ......... .. ... .... CAN SHIP OW 

MV60000 384MB MEMORY ...... .. ............................................ STOCK 

AViiO 88K UPGRADES .... .. .................................. ...... AVAILABLE 

AV3600 CONFIGS ................................................... ....... .. 2 IN-STOCK 

Also, visit our web ite for a 5% ctiscount on popular software titles 
found in our online store. (Offer valid for ADGUG members) 

Feel free to call for reconfiguration advice. 

\ 
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Authorized 
Technical 

Education 
Center 

Microsoft" 

DC's Educational Services 

upgrades to become Microsoft 

Authorized Education Center. 

by Joe Cannata, Special to 
DGFOCUS 

D ata General Educational Services is certainly an or
ganization that has kept pace with the changes in 
the computer industry. In step with the industry'S 

movement towards Microsoft NT and other products, and 
in keeping with Data General 's corporate partnership with 
Microsoft as a certified Microsoft Solution Provider, the 
training center in Westboro became our first Microsoft 
ATEC (Authorized Technical Education Center) in April 
1997. 

For more than 15 years, Data General Educational Ser
vices has responded to change in the computer industry 
and changes in our customers' training needs. I can recall 
my first experience with Educational Services, as a cus
tomer back in October of 1979. I attended a 5-day AOS 
User class at the original training classroom in Southboro, 
Massachusetts. At that time I was impressed with the di
versity of the equipment available for hands-on training, 
and the knowledge of the staff. Little did I know just how 
much i.nfluence this would have in choosing a career at 
Data General later in 1984! 

Through the years , Educational Services has added re
gional training centers as business grew throughout the 

U.S., and, as a result, 
the need for a larger, better-equipped location for the flag
ship operation in Westboro was necessary. In 1982, the 
Westboro Training Center moved to a newly constructed 
building in the shadows of corporate headquarters at the 
well-known 4400 Computer Drive address. The new facility 
offered more classrooms , and greater lab space for both 
hardware and software customers. 

This year we worked diligently to meet the require
ments to become a Microsoft Authorized Education Center, 
including upgrading our facility and having Microsoft Certi
fied Trainers (MCPs) on staff. Classrooms had to meet mini
mum equipment standards. Microsoft requires that its high
er-level courses, like those for Windows 95 and NT, be run 
on robust systems. These systems must be at least Pentium, 
have 1GB of disk, 32MB of memory, a CD-ROM and floppy 
drive , and an SVGA monitor. There must also be a projec
tion system in place for demonstrations and for use with the 
multi-media aspects of the classes, so the instructor's sys
tems must have sound cards. The A V2600 was chosen to be 
the workhorse. This compact yet powerful machine is now 
found in all of our training centers, and is used for DG/UX, 
as well as Microsoft-based courses. Our configurations far 
exceed the minimum requirements. The 2600 ' s are 
equipped with 2, 1GB drives , dual Pentium 200's, CD-ROM 
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and floppy drives, 5GB 
QIC tape drives, 64MB of 
memory and 17" SVGA 
monitors. There is some 
redundancy with the 
power supplies for more 
fault tolerance. The disks 
can easily be removed and 
replaced if necessary. 
This gives us the ability to 
put NT on one disk, and 
DG/UX on another in a 
dual-boot capacity. 

The Westboro Train
ing Center also received a 
much-needed face lift. We 
can now offer our stu-
dents a comfortable cafe-
teria with complete food service 
(remember the days of vending 
machines?) and a spacious lobby 
where students register on their first 
day of class. For the first time, night 
classes are being offered for those 
wishing to pursue their MCSE train
ing outside of the normal work hours. 
Another addition is the Learning Lab, 
where students can spend time in a 
quiet setting, practicing and exploring 
Microsoft products. We have also 
added a bookstore, where Microsoft 
Press books and study guides can be 
ordered. 

An organization such as Educa
tional Services, with a proven track 
record of customer satisfaction, and 
its own high standards is a natural fit 
for this Certification process. Over the 
years , we have delivered quality 
classes for RDOS, AOS, AOSIVS (II) 
and related products, and DG/UX. 
Adding the Microsoft Certified Sys
tems Engineer (MCSE) program to our 
already diversified list of educational 
delivery methods was a natural exten
sion of our commitment to providing 
our customers with all their technical 
training. The customers who have re
lied on us over the years to gain 
knowledge and experience can still 
do so, whether they need DG/UX or 
Microsoft training. As many of our 
customers migrate towards NT, they 
know they can rely on the same train-
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ing solu-
tion they have trusted for years, and 
be confident they will receive train
ing with Data General's same strict 
requirements of quality classes, ac
cess to hardware, and a knowledge
able, well-experienced staff. 

Becoming a Microsoft Certified 
Systems Engineer (MCSE) is an in
dustry-wide credential indicating a 
high standard of expertise with Mi
crosoft products and technologies. 
To achieve that status , you must 
pass four operating system exams 
and two elective exams. Having re
cently just passed the Windows 95 
exam, I can personally say that tak
ing the class , spending hands-on 
time with the product, and reading 
the Resource Guide for Windows 95 , 
were all crucial steps to achieving 
my goal. I will also admit that one 
does not always pass the exam on 
the first try, either. The questions are 
a mix of multiple choice and 
"choose all that apply." A random 
sampling from the question database 
guarantees that no two exams will be 
exactly alike. 

Another change we are excited 
about is the consolidation of 

Data General Educational 
Services with Open Sys

tems Training. In 1992 , 
Open Systems Training 

was established as a 
separate business 
unit within Data 
General Corpora 
tion . Our goal was 
to provide a com
plete product line 
of Unix, program
ming , networking, 
and PC applications 

training to customers 
beyond the traditional 

Data General customer 
base. 
As more of our customers 

migrate from proprietary sys
tems to multi-vendor open sys-

tems, we realized that by combin
ing the resources and talents of Open 
Systems Training and Data General 
Educational Services, we could pro
vide all our customers with a single, 
dependable provider of high-quality 
technical training. Our new name is 
"Data General Open Systems Train
ing. " 

Data General wants to be your 
training provider. As always, we offer 
a variety of training formats (Instruc
tor-led, video, multimedia) on all the 
latest technologies. Our expertise and 
flexibility can help you get a maxi
mum return for your training dollars, 
with efficient, cost-effective solu
tions . Call us at 800-633-8649 to 
speak with an Educational Consul
tant , or visit our web sites at 
www.dg.com/education (for general 
training information) or www .dg . 
com/atec (for MCSE specific pro
grams). t:, 

Joe Cannata can be reached at 404-
705-2562 or joe@runway.atlanta .
dg.com. 



MV60000 HA2 ......................................................... 5AVES 

MV 15000, 20000, 25000 and 30000 systems .......... Coll 

MV40000 All Modek .................................................... Coll 

MV30000 Modell , and MOD 2, 3, 4 upgrodes .... .. .... .. Coll 

MV9500 and MV9600 Systems .................................... Coll 

AViiON 100, 300, 400, 530 Any configuro1ion .... .. ...... Coll 

AViiON 3200, 4000, 4100, 410 Any configuro1ion ...... Call 

AViiON 4300, 4600, 4625, 450 Any configuration ...... Call 

AViiON 4500, 5500, 5225+, 6240 Any configuration .. Call 

AViiON 8500, 9500 Any configuration .......................... Coll 

AViiON Intel based systems AV2000, AV3000, AV3600, 

AV47oo, AV5800 .............................................. Coll 

TllOUSANDS of Parts for DG Macllines in Stock 
for Same Day Slipping 

7033 2nd Processor AV5500 .................................. Coll 

7037 32MB Memory AV85/ 9500 .......................... Coll 

7038 8·Slot Memory Controller .............................. Coll 

7039 128MB Memory AV85/ 9500 ........................ Coll 

7049 Dual Processor For AV85/ 9500 .................... Coll 

7050 Quod Processor For AV85/ 9500 .................... Coll 

7411 VAC·16 16·line Async Cont ........................... Coll 

7418 VDA·255 Disl. Cluster .................................... Coll 

7419 VDC·16 Cluster Box ...................................... Coll 

7430 SCSI 2 Host Adopter ..................................... .(011 

7435 S(SI2 Host Adopter ...................................... Coll 

7429·L VME Ethernet Controller ............................ Coll 

7440 VDC·16 Cluster Box ..................................... .(011 

7442 SCSI Terminal Server .................................... Coll 

All Termserver and Tronsceivers.. ............................ Coll 

46231AC·24 with TCB·24 ...................................... 475 

4532·A ILC .......................................................... 850 

45861TC·128 Terminal Controller ...................... 2,800 

CLARiiON Disk Arrays ............................................ Coll 

Optical Jukeboxes HP and others .......................... Coll 

79000·H 500MB Disk for CLARiiON ...................... Coll 

Sea gate Disk Drives ........................ ...................... Coll 

79010·H 1GB Disk for CLARiiON ............................ Coll 

79011 ·H 2GB Disk for CLARiiON ............................ Co ll 

79012·H 4G8 Disk for CLARiiON ............................ Coll 

G 6885 2GB 4mm 3.5" OAT .................................. Coll 

G 6760 10GB 8mm Tope ........................ ............. .(011 

G 61005 lG8 Fixed Disk ...................................... Coll 

G 61006 2GB Fixed Disk ...................................... Coll 

All MV & AV Disks and Subsystems ........................ Coll 

X Terminal NCO 17C ...................................... SPECIAL 

6166·X 0410 Monitor with keyboard .................... 105 

6391 ·X 0214 Monitor with keyboard .................... 115 

6951 0218 Monitor with keyboard ........................ Coll 

6944 D1200i Monitor with keyboard .................... Coll 

6945 D1600i Monitor with keyboard .................... Coll 

6392-X 0215 Monitor with keyboard .................... 125 

6393·X 0411 Monitor with keyboard .................... 125 

6394·X 0461 Monitor with keyboard .................... Coll 

6500 0216 Monitor with keyboord ...................... 150 

6567 0412 + Monitor with keyboard .................... 225 

6683·X 0413 Monitor with keyboard .................... 300 

6568 0462 + Monitor with keyboard .................... 275 

6693G·X 01400i Monitor with keyboard .............. 285 

Wyse, Sherwood link, DEL, HP, Tektronix, 

& Zenith Terminols.. .................................... Coll 

6026 800/ 1600 BPI Brown, FCC compliont .......... 350 

6341 ·A 1600 BPI Streaming Tope (SCSI) .............. 900 

6299/ 63001600/ 6250 BPI ................................ 500 

6586/ 6587 Galaxy Tope (SCSI) .......................... .. 700 

6760 10GB 8mm ................................................. .(011 

6590M 2GB Subsystem (SCSI) ................................ Coll 

6588/ 6589 6250BPI Tope (SCSI) ...................... 2,800 

DLl 40GB Drive .................................................... Coll 

Genicom • Data Products • Data South • 
Monnesmon Tolly 

Data General and Third party memories available 
for all systems 

3Com • Cobletron • Kingston • US Robotics . Data Race 

WE ALSO BUY DG EQUIPMENT 

INTERNATIONAL COMPUTING SYSTEMS P.O. Box 343 Hopkins, MN 55343 • 1-800-522-ICSC (4272) 612/935-8112 
FAX 612/935-2580 • E-Mail DGSALES.lCS@worldnet.att.net • www.ICSCUSA.com 



Produ t & 5 rvi es To H Ip Migrat From Propri tary Sy tern To The Late t Intel-based Aviions 

Acucobol, Inc. ACUCOBOL®-GT 
Acucobol, Inc. is a leading supplier of portable, open systems COBOL development prod
ucts and services, designed for developing. implementing. and rehosting applications across 
600 open sy terns platforms. ACUCOBOL®-GT, Acucobol's proven, portable and year 2000 
compliant compiler, enables programmers to implement and deliver full-featured GUI 
COBOL applications u ing familiar COBOL syntax and methodologies. Acucobol' core 
technologies include a screen painter, ROBMS access tools, OOBC support, lnternet enable
ment, and client/ server development tools. 
Hardware: A ViiO , Other lX boxes, PCs 
Operating Systems: All Major UNIX's, Windows 3.1/ 95/ 
Oataba es: Oracle, Sybase, Informix, MS-SQL Server, more 

7950 Silverton Ave., Suile 201 • San Diego, CA 92126 • Phone: 619/6S9-7220 • Fax: 619/566-3071 
Inlernel .. mail: info@acucobol.com • hllp:llwww.acucobol.com 
Contact: Cameron Jenkins, V.P. of Marketing 

• . - . • •• 
Clearview Software Co*STAR 

DO 'T REWRITE YOUR APPLICATIO S TO CETTO WIDOWS! 

If you need to gel your software to Windows and you need to do H FASTClearview ha Ihe 
solution for you . .. Co'STAR, the indu try standard 1001 for inl~raTIiigWindow technolo
gy into your existing character-based appfications. How? KAIG. 
KEEP your characler-based application. Thar right, no rewriting is required. 
A DO Co'STAR, it makes your application a Windows application. 
I TEGRA TE (optionally) any other Windows technology via Co·STAR. 
G ET a Windows frontended, client/ server application using your exi ting code. 

Gel our FREE 30 Day Evaluation copy today. Download Co'STAR from our web sHe 
IVWW.cJearview-software.com 

or call us at 603472-7115 and we'U mail you a copy. 

,1.1 .. 11 ... 1 ~"fle(. 

Data Bank Associates, Inc. ARC 
From one computer platform to another, it's all the same to ARC!! ARC wiII 
give you the ability to compress any type of file into an ARC Library. Radical
ly reduce space used on your sy tem while keeping files readily available. The 
ARC program is compatible with the ARC program for all U IX, AOS/ VS, 
and DOS systems. ARC libraries can be moved to and from any machine and 
used, AS IS, on any other machine! 
Hardware: A ViiO ,MV, L 
Operating System: U IX, AOS/VS, DOS 

13404 Tilford Court, Suite B • Germantown, MD 20S74-1457 
Phone: 301I54G-5S62 • Fax: 301I54G-SI05 
Inlernel e-mail: DBAsales@aol.com 
Contact Ed Ro en, President 

EasiRun USA Legacy LiberatorlFlexGell-RAD 

EasiRun USA is a proven leader in Legacy COBOL Migrations to Open UNIX and 
NT platforms. Our migration tools are customizable to your specific need and 
programming anomalies and we guarantee the results! And after you are in Open 
Systems, use our FlexGell Rapid Application Development tools to improve your 
productivity. And don' t forget the Year 2000 Challenge - we've got the expertise 
and tools to help solve your problems. 

Language: COBOL (Legacy and Open) 

EasiRun USA, Inc. 
Wayne Spalding 
7086 Corporate Way 
Dayton, Ohio 45459 

Phone: (937) 4J8.SSS3 
Fax: (937) 4J8.S3n 
Internet email: easirun@easirunday.com 
http://www.e.irun.com 

• ' . . 
Transoft, Inc_ AIM (Automated INFOS Migration) 

The world's #1 fast-track to Open ROBMS client/server for MV applications. Proven, 
automated migration of MY code and I FOS data, with optional Transoft migration 
con ultancy. Takes you to DC AViiO and other major U IX platforms - no rewriting. 
no retraining. Transofrs unique U/SQL Client-Server also gives you day one relational 
access to your migrated lNFOS data and risk-free incremental re-engineering to ROBMS 
client/ server. 

2000 RiverEdge Pkwy., Suile 450 • Atlanla, GA 30328 
Phone: 770/93J.l965 • Fax: n0I933-3464 
Conlael: Frank O'Shaughnessy 

' . . 
Transoft, Inc. OEO Exchange 

OEO Exchange Migralor provides a client/server architecture to migrate groups 
of CEO user from multiple AOS/ VS ho t systems, to extract selected groups or 
all of their documents, and tran fer them to Microsoft Exchange. Each time one 
of these unconverted documents is selected by the user from the Microsoft EIS, 
OEO Exchange COl/verier is automatically invoked to convert the word process
ing document to RTF and load them into the user's application of choice. 

2000 RiverEdge Pkwy., Suite 450 • Atlanta, GA 30328 
Phone: 770/933-1965 • Fax: 7701933-3464 
Contact: Frank O'Shaughnessy 

• 
Universal Data COll'oration 
DG/Open Migration ServIce & EZlMail Office Automation Software 
DC/Open is a proven methodology for migrating ACY5/ VS ICOBOL and COBOL applica
tions to Open Systems. We guarantee an expert !l'igration of aU sources, macros, sorts and 
databases to U IX. Our on-site implementation services ensure a smooth transition to the 
new platform. There are no proprietary compilers or databases involved with any facet of 
DC/Open. EZ/ Mail is a comprehensive e-mail sy tern with document management, calen
dar scheduling. productivity tools and more. All products include a money-back guarantee 
of satisfaction. 
Hardware: All DC, UNIX-based or INTEL Operating System: DC/ UX, all UNlX, NT 
LanguagelDatabase: MF COBOL, CQCS, SQL Server, C, C+t, olhers 

123 Oxbridge Dr. • Pittsburgh, PA 15237 • Phone: 8001921-9909,4121364-9909 
Fax: 4121364-5639 • Inlernet .,.mail: spavlotOudMOtutions.com • Website: www.udMOlutions.com 
Contact Gregory A. Pavtot . .. . . ~ . -. . 
Wild Hare Computer Systems, Inc. 

Whether you use (COBOL or VS COBOL/ lNFOS, Wild Hare has the tools to migrate your 
system to U lX, Windows, and networks. While other vendors try to lock you in with a 
proprietary file system, Wild Hare gives true independence by offering everything from DC 
compatible files to relational data bases. With ourOOBC interface, even client/ server im
plementations won'l require costly re-engineering. Converted applications will run on 60 
vendor platforms and 18 operating systems without change. Use Wild Hare to build on 
your software investment for the future. 

P.O. Box 3581 • Boutder, CO 80307 • Phone: 303/SJO.2221 • Fax: 303/530-9637 
Internele-mait: 742n.2247@compuserve.com or WitdHareUS@aol.com 

.. . .. 
H elp our readers learn how to 

migrate from their proprietary systems 
to the latest Intel-based A ViiONS. 

List your migration tools here! 

Call Lynne for more information. 
5121335-2286 



History 
Corporations around the world trust 
Datatek, Inc. to complete today's 
migration projects and provide tomor
row's new technology. The technical 
expertise of Datatek's team of infor
mation management professionals is 
unparalleled in the industry. Where 
other vendors have failed to complete 
a migration, Datatek has been there 
to finish the project. 

Why Datatek? 
We have the Products, Tools, 
Strategy, and Experience to 
get the migration job 
done today and to 
assist you in 
meeting your 
needs for the 
future. 

Strategy 
With the Datatek prod
ucts and migration tools, you can 
realize the cost benefits of open sys
tems today, rather than months or 
years from now. Since your applica
tion does not change, you retain the 
investment in your application, at both 
the programmer and user levels. With 
Datatek products you can move your 
entire application immediately, or 
using Datatek connectivity products 
you can transition to open systems by 
moving part of your application and 
users, or some of your databases, to 
UNIX systems. Then you can move 
other pieces as you desire. This evo
lutionary strategy allows you to move 
to the more modern technology over 
time, rather than having to sit still dur
ing a lengthy re-engineering process. 

Experience 
Datatek's team of professionals has 
experience in the development and 
management of Data General prod
ucts, including CEO, VS/COBOL, 
INFOS, DG/SQL, TPMS, DBMS, 
DG/UX, and AOSNS, among others. 
This firsthand experience enables the 
Datatek team to handle any DG 
user's migration needs. Datatek is 
known by their existing customers for 
providing superior products and 
extremely responsive support. 

Products 
The following products, fully devel
oped and supported by Datatek, can 
assist DG users in the move to open 
systems. Continued product enhance
ments and new product development 
will keep users apace with the 
demands of a dynamic business envi
ronment. 
TBAMTM 
Highly reliable, high performance 
INFOS replacement 
TBAM·Net™ 
Client/server product to interconnect 
MV, AV and/or PC for INFOS and 
TBAM 

OpenrrBAMTM 
High performance, fully recoverable 
data manager compatible with 
XlOPEN ISAM 
Datatek/SQLTM 
Relational data manager 100% com
patible with DG/SQL 
Datatek/SQL.Net ™ 
Client/server product to interconnect 
MV, AV and/or PC for DG/SQL and 
DatateklSQL 
Intuitive Office ™ 
Integrated office automation for the 
character terminal environment; virtu

ally keystroke 
compatible with 

CEO 
IO.Connection ™ 

PC GUI connectivity to 
Intuitive Office 

IO·Write™ 
Word processor 1 00% com-

patible with CEOWrite 
SAIDTM 
Text editor for open systems; virtually 
keystroke compatible with DG/SED; 
an alternative to vi 
And MORE ... 

VA TA TEK 
1-800-536-4TEK 
PO Box 12885 
Research Triangle Park, NC, USA 27709 
910-364-5240 Telephone 
910-364-4992 Fax 
email: datatek@dg-rtp.dg.com 
All trademarks belong to their respective holders. 
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More on the Apple debate and a look 

at Data General's recent success. 

by David Novy, Special to DGFOCUS 

I n November, I wrote an article re
garding front page stories in the Au
gust 18th issues of both Time and 

Newsweek regarding an agreement be
tween Microsoft and Apple whereby 
Microsoft arranged to invest $150 mil
lion in Apple and the two companies 
discussed future collaborative efforts. 
Well, it seems that Mr. Dean A. Stuck
mann, a DCFocus reader and devoted 
Macintosh user, took exception to my 
article and considered it to be "Apple 
bashing. "(See Letters in NADGUG 
Notes, p. 4) He stated it would be nice if 
some of my comments would be based 
on facts. He also stated that people like 
myself who write biased articles stating 
that Macs are dead have created most of 
Apple's problems. Although I am flat
tered by Mr. Stuckmann's idea that my 
article in DCFocus magazine could 
have had anything to do with Apple's 
loss of market share, I thought that in 
the interest of fairness I should try to 
use more facts and less emotion. 

The first fact is that I never said 
that Macs are dead. I said the Mac was 
terminally ill. People sometimes recov
er from terminal illnesses. Second, I 
never said that celebrating the Mi
crosoft/ Apple agreement was wrong. 
However, I did think that Time and 

ewsweek gave the agreement more 
coverage than it merited. Looking back, 
Newsweek and Time gave more 
coverage to the Microsoft/Apple agree
ment than to the death of Mother 
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Theresa, the Mars landing, or recent 
discoveries on the origins of the uni
verse. The only subject that I can re
member receiving more coverage than 
the Microsoft/Apple agreement this 
year was the death of Princess Diana. 

I'm very familiar with the death of 
computers. The basement of my house 
is littered with the remains of dead 
Amigas. In its heyday, the Amiga ran 
circles around both the Mac and the 
Pc. The Amiga had excellent hardware, 
a graphics and CLI interface, and a mul
titasking operating system in 1985. Un
fortunately, good technology cannot 
overcome abysmal marketing. I also en
dured the demise of two generations of 
DG hardware-the MV Eclipse and the 
Motorola 88K. Data General had excel
lent technology, but it could never 
achieve a large enough market share to 
entice enough third party software de
velopers to write applications for either 
hardware platform. 

So, Mr. Stuckmann, I feel your 
pain. However, I did not contribute to 
the problems at Apple. It was Apple 
marketing that did the most damage. 
They seemed more interested in selling 
proprietary hardware at a premium 
price than in building market share. It 
was not the hardware that made the 
Macintosh great, it was the operating 
system. Probably the biggest mistake 
Apple made was not porting it to an 
Intel platform-assuming it was possi
ble to do so. Instead, Apple clung to its 
proprietary hardware. 

Apple recently announced a fami
ly of machines based on the new G3 
PowerPC chip. At the news conference 
announcing the new machines, Apple 
demonstrated how their $2999 G3 
Power PC outperformed a $4750 300 
MHz Pentium II workstation. (I would 
like to see that Pentium II machine. 
On the web not long ago, Gateway was 
selling a 300 MHz Pentium II machine 
with a 17 inch monitor for $2499.) 
Nowhere in the press announcement 
for the new machines did Apple 
mention increased third party software 
support. 

As a final note on this subject, ar
guing Macs versus PC's is fast becoming 
an exercise in rhetoric. The web and 
Java are eliminating the need to discuss 
which hardware is best-most of the 
time it just does not matter. I can do al
most anything I want with my 90 MHz 
Pentium computer, the Microsoft Office 
Professional applications suite, and a 
high speed Internet link. If Microsoft is 
unsuccessful in turning back Netscape 
and Java, the web and Java will also 
eliminate the need to discuss which op
erating system is best. 

ra~~ 
Data General recently announced a 
record breaking year with the highest 
fiscal year revenues in its 29 year histo
ry. For an old DG user such as myself, 
this is exciting news. It is also a bit un
believable. It 's a bit unbelievable be
cause I have yet to meet a DG user who 
has a DG computer less than three years 
old. Nor have I talked to a DG employee 
in several months. I'm not sure to 
whom DG is selling or who is doing the 
selling, but Data Who has become very 
good at selling computers in the open 
systems market. 

It amazes me that DG can be doing 
so many things so well and have so 
little press coverage. Check out the Data 
General website at www.dg.com. It will 
raise the adrenaline level of even a 
jaded computer hardware junkie. It is 
obvious that DG has managed to hire 
some people who really know how to 
create a home page for an open-system
solutions computer vendor. It is also 
apparent that DG has put together a de
velopment and marketing team that 
knows how to develop and market 
open system servers that compete very 
effectively in the NT server, web server, 
and data warehousing marketplaces. 
That, my friends, is where the money is 
in today's computer server world. !:J. 

David Novy is a technical computer 
specialist with 3M and current chair
man of NADCUC's SIC/UX. 



continued from page 13 

documents. Will you need to move 
them to Exchange at the same time 
that you move the CEO members? If 
you move documents in a bulk format, 
how many documents do you move? 
You will need to choose between mov
ing all documents, to only the recently 
used ones, to none at all. If bulk docu
ment conversion is needed, there are 
third party packages available which 
help automate the process. Hopefully 
you will be able to use this transition 
as an opportunity to eliminate unnec
essary documents. One big considera
tion will be your plans for your CEO 
hardware. If there is a need to retire 
the machine quickly, that means that 
you definitely need to implement your 
plan for bulk document transition. An
other possible approach would be to 
migrate only the documents accessed 
within the past three months, and 
keep the CEO hardware around for 
archiving purposes. Such a plan en
sures the active documents are shifted 
right away, with time set aside for 
dealing with the legacy documents. A 
typical environment would consist of 
approximately 1000 documents per 
CEO member. Recent studies I have 
conducted show that 10 percent of an 
individual's personal documents 
haven't been accessed in the last 3 
years! There are tools available which 
can help you build the same statistics 
for your environment, and in fact even 
impose a document retention period. 
In the end, the best solution might be 
to keep the CEO hardware long enough 
to reduce the legacy documents to a 
minimum and then migrate to a Win
dows NT file system. 

Wrap-Up 

In summary, take the time to plan as 
much as possible in advance of your mi
gration. Establish a pilot group which is 
of a manageable size, and if possible ex
pand it to an early adoption group to test 
your transition procedures. Once you're 
ready, go for it! The only thing more dif
ficult than migrating from a product 
you've used for 10 years is to be living in 
two office automation worlds for an ex-
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tended period of time. Once you have 
started the transition, keep moving! 
Communicate regularly to the office 
automation community on the 
progress of the Exchange project. 
Make it a project of inclusion for your 
technology staff, and above all, make 
it an enjoyable experience for every
one involved. 6. 

John Shubeck has over 16 years of 
experience in the computer industry, is 
the president of Kudo Microsystems, 
Inc. and is currently the project manag
er for the CEO to Microsoft Exchange 
migration at Beneficial Corporation. He 
can be reached at 201-927-0685; email 
jshubeck.@aol.com. 

• MV to Client Selver Development and Implementation 
• WAN Client Server Integration 
• New and Refurbished Equipment 
• FREE Technical Support 
• Customized Disaster Recovery 
• Facilities Management 
• Software Installation and SUppOlt Nationwide 
• TCPIIP and Telnet Specialists 

TLC, Inc. is a full service provider for: 
Nova • Eclipse • MV • P eripherals • 

M otorola and Inte l AViiO N S 

All available to you from a staff with over 
200 years of Data General experience. 

- TLC== TECHNICAl & LOGISTICAl == == - CONSULTANTS. INC. -
670 Douglas Street 

Uxbridge, MA 01569 
Phone: 508-278-8210 

Fax: 508-278-8295 
WWW: TLCINC@TLC4U.COM 

~" Data General 
VALUE-ADDED RESELLER 

IN STEP WITH TOMORROW'S TECHNOLOGY 
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* You may prepay dues at $225 for two year or $300 for three years 

** You may prepay dues at $325 for twO years or $450 for three year 



I 

How t solve the 
Problem 0 t e Millennium. 

Egan System ' G~2K tool 
uite and ervices, have 

been specifically created 
to economically addre s 
the Year 2000 need of 
Interactive COBOL and 
Data General AOS(VS 
COBOL user. 

Our solution is tools~ 

based. You can choose to 

I I 

let our experts perform ource 

Egan Systems 

code analy is and correction, or 
employ our tool to a ist your 

programmer in meeting the 
challenge of Year 2000 com~ 
patibility. Either way, your 
company will benefit from a 
high level of accuracy that's 
only available from these 
compiler~ba ed tools. 

For a Happier Millennium get 
in touch with Egan Sy terns. 

(800) 645 .. 9898/ mvuJ.egns.com 
(516) 588 .. 8000 /Fax: (516) 588 .. 8001 



Your Computer Hardware Specialists! 

RAL 
Where our only focus 

is on Data Genera. 
Equipment 

PRRK PlR(( l~l(R~RIIO~Rl ,r~~ 
is your link to many special services: 

Call for your free buyers guide 
440.247.2650 • 800.931.3366 • fax 440.247.2604 
Visit our web site at: 
http://www.parkplaceintl.com 

or e-mail usat: dg@parkplaceintl.com 

about 
our large 

instock selection 
of AVIION 

& CLARIION 
equiplllent! 


