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Sir Christophor Laidlaw: personally winning industry respect

Straining towards
a securer future

Richard Sharpe outlines the most pressing issues facing ICL in its
bid to consolidate its position as a world-class I'T system vendor

ith the recovery of
ICL complete, the
picture emerges of a

company with many growing
strains. The special circumst-
ances of recovery which
meant ICL had to be judged
by unique criteria are over.
ICL must now be judged as
if it were a full member of
the club of the world’s in-
formation technology system
vendors.

This is a small club given
that the size of the opportuni-
ties as full system vendors are
fewand far between. Remain-
ing a member of the clubis a
strain which Was forced even
[BM toseek the help of others
to close gaps in product lines
and technologies.

Robb Wilmot, ICL’s man-
aging director, claims that the
only gaps in ICL’s product
lines are the ones he has
chosen. The major elements
of the strategy to take ICL
through to the 1990s are
therefore complete and in the
open.

The personal performance
of Wilmot and his chairman,
Sir Christophor Laidlaw. con-
tinues to win the admiration
of the international industry.
ICL’s products and elements
of its strategy are not getting
the same respect as these two
leading individuals.

The first criticism of the
company is that, despite the
strength of the distributed
products line, an awful lot of

the future still rests on main-
frame lines. Oneinparticular,
the 2966, is providing much of
thecash to keep the expansion
plans going.

According to the BIS-
Pedder census of the UK
installed base at the end of
1982 the value of 2966s ship-
ped last year was £99 million.
The next biggest shipment
level from ICL during 1982
was the 2046/55, where ship-
ments reached a value of
£24.75 million.

In contrast, IBM UK had
five machines that had a
shipment value during the
vear bigger than the 2946/53,
in a spread of power from the
3081 mainframe to the aged
System 34.

As if the problems over
ICL’s existing mainframe
range were not enough. trou-
ble is brewing over the next
editions of mainframes. Users
are very concerned that they
are not getting enough in-
formation in time to plan their

moves on the Distributed
Mainframe/l and  Estriel
machines.

The bold strategy of inter-
cepting Fujitsu’s strategy for
the Estriel technology will
work but will bear fruit only as
long as the existing user base
takes to the machine in big
numbers.

Even worse than having to
wait for information on new
products is the prospect of
having customers lined up for

a product only to watch them
go elsewhere because the
product is late. Such is the
case with the Mitel exchange
which, Wilmot said, would be
most vulnerable to delay be-
cause of the design of complex
chips. The delay is, in fact,
because of software, much to
Wilmot’s surprise. Chip de-
lays would be worrying but
software delays are of much
greater concern.

Those customers who do
have the products they need
are also not satisfied enough
to be a good advert for ICL as
an  information  systems
vendor. ;

The most recent survey of
user attitudes to ICL support
reveals a poor picture which
shows, among other things,
that 28% believe that service
has deteriorated despite
efforts by ICL to improve it.
Only 24% thought the service
had got better. With a record
like this, how many big cus-
tomers are going to come into
the ICL fold for crucial big
orders of information tech-
nology equipment?

Wilmot’s comment on the
survey was that the problems
ithighlights are those that ICL
is aware of and is addressing
— a comment not much
different from last year’s.

The spotlight could be
moved away from these
genuine user concerns by an
acquisition. One reason for
lessening the debt burden was

to be in a position to take
advantage of any attractive
acquisition, Laidlaw said. *A
marketing presence in the
right area might be attrac-
tive,” Wilmot commented,
steering attention away from
any acquisition to get hold of
market presence instead of
product or technology.

Good results would pro-
vide the basis for such an
acquisition, generate the
funds for the development
effort still to be done on the
new mainframe products.
allow further investment in
better support services and
fund the expansion of the
distributed computing pro-
ducts.

The results for the coming
few years should be guod, but
they are unlikely to be on the
basisof the concerted interna-
tional breakout that Wilmot
and Laidlaw would love to
see. Instead, they will prob-
ably be generated from new
products in a relatively
buoyant UK market supplied
from a company that has cut
into its fixed costs.

That will not, however,
guarantee [CL its future, as it
has repeatedly emerged from
a crisis to enjoy a short period
of prosperity.

Employees, competitors
and users will be peering into
the future trying to see how
long this period will last,
Richard Sharpe is editor of
Computing.
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Lambeth’senviably lar|

ambeth is not a small
I council. With a highly
concentrated  popula-

tion in excess of 250,000
inhabitants. and some 55.000
council-owned  properties,
Lambeth requires and has an
extensive computer depart-
ment.

Hardware currently centres
on two ICL 2966s with a
combined total of 16 mega-
bytes of main memory. There
are over 200 terminals mainly
comprising remote vdus and
printers, all of which are used
solely for local government
functions.

Unlike provincial district
councils, Lambeth does not
have any responsibility for
education. Headed by Jack
‘Webb. the council’s assistant
director, and therefore effec-
tively head of computing ser-
vicesfor Lambeth. the depart-
ment has a staff complement
that many a large company dp
manager would envy: a total
of 90 staff with about 50 in
systems development. There
is also a mass of ancillary
equipment, including three
DRS model 30s, four DRS
model 33s and a number of
Apples (with MP/M). Pets
and Torches.

Even so. Webb is already
wondering how long he can
lastwith his earrenthardware.

Webb is currently trying to
rationalise  this computer
equipment. Apples are used
for some stand alone applica-
tions. Of DRS he believes that
‘ICL has got a pretty good

product here. The company -

has been prudent enough to
recruit outside expertise for
marketing through Trader-
point. and for software
development through soft-
ware houses.

“This was really ICL’s first
successful venture into mic-
ros  althoncoh the model 730

»complement of dp staff|

A | J
DMS and teleprocessing expertise

xtto none', according tothe head of computing services, Jack Webb

LOGICL moves in
Lambeth’s dp room

Lambeth Council claims a good relationship with ICL and seems
prepared to go on choosing its systems, reports Kevin Townsend

that replaced the 7502 was
fairly successful. The DRS
model 40 was late in arriving.
and the model 50, claimed to
be able to support up to 16
terminals, could really only
manage about 7. Still. most of
the problems now seem to be
overcome — they're about
75% ready, and ICL need
really only enhance the pro-
duct now.”

Word processing is another

The staff
found
Wordskil
too slow

area that may perhaps need
rationalisi Surprisingly,
considering the strong pre-
dominance of ICL equip-
ment, Lambeth’s word pro-
cessing hardware is currently
based on Wang Kit scattered
throughout the borough.
“When the ICL 7700 word
processor was first released.”
explained Webb, ‘we took our
secretaries and typists along
to  demonstrations. They
didn'tlike the 7700 and Word-
skil — it was too slow for one
thine Peanle wha knew ICL

also knew that the 7502 was
finished: so why put a new
word processor on to hard-
ware on its way out, while at
the same time developing the
DRS that can also do word
processing?’

Word processing is too im-
portant simply to be ignored
and allowed to continue of its
own volition. At the moment
its use is primarily the tradi-
tional typing function, but
with such a large local popula-
tion. this v itself a fairly
extensive task.

Webb is also looking to-
wards word processing com-
mittee minutes and making
more imaginative use of stan-
dard letters. To do this he
would like 1o see the weord
processorsintegrated with the
mainframes. This leaves him
two options: to change to
word processing on the DRS
machines or to try tointegrate
the Wangs. Webb, however,
has doubts about the feasibil-
ity of the latter course.
Lzunhuth takes its comput-

ing seriously. Itis a mem-
ber of the NCC, and concen-
trates on major applications
developments, usually in con-
junction with other councils
and/or ICL.

The Local

Government

Financial Information System
(Lafis). was developed by
Lambeth in association with
Oxford County  Council.
Doncaster. the Department
of the Environment and ICL.
Lafis is a sophisticated gener-
al ledger that includes facili-
ties for analysis. budgeting
and control. and provides a
mixed set of financial and
statistical  functions.  1CL
undertakes the marketing
side of Lafis in what is known
asa LOGICL (Local Govern-
ment and [CL) development.
Verson 2 was implemented in
April 1982, and version 3 just
one vear later. Interestingly.
Lambeth receives rovalties

for this and several other
imi ‘clopments

'L develop-
ments include LBJRS, the

London Boroughs Joint Rat-
ing System, which was im-
plemented in April 1983, and.,
currently being marketed. a
Stores system that was de-
veloped in conjunction with
the Borough of Islington.
Proceeds from this latter goto
both Lambeth and Ishngton,
and the system interfaces with
both Lafis and the Housing
Management  Information
System (HMIS). HMIS is
another LOGICL develop-

ment currently in progress for
which Lambeth will receive
royalties.

All of these systems are
IDMS databases. and Webb
claims his department has
‘IDMS and teleprocessing ex-
pertise next to none. We al-
ready have five databases up
and running, another planned
and an enormous variety in
the work available. We can
always offer development and

[Lambeth’s
main problem
is staff
recruitment

not simply systems mainte-
nance.’

If this sounds like an adver-
tisement, it is. Like many
London organisations, Lam-
beth’s main problem is in staff
recruitment. ‘There is.” says
Webb, ‘a drastic shortage of
systems analysts prepared to
move into a permanent posi-
tion. Most analysts are look-
ing for contract positions,
leaving us with a major
problem.

‘One of the difficulties is
that we cannot really compete

with private industry
of the restrictions «
we can't offer comp
or lunches for exan
do what we can with
and subsidised cants
perhaps because ol
have a very low staff
once we've got the pe
getting them in the |
remains the problen

Lambeth’s other
are largely those t
pected — ‘the usual
ICL. but all in all w
fairly good commt
channel.” Webb clai
main problemisalw
Some 40% of all loc:
ment systems are |
financial; and this n
they are either
finished or changed
Thisyear alone saw |
new requirements il
fied Housing Ben
SSP schemes. both
were implemented
April.

The acid test wit
government instal
this: “Would vou,
manager in private
entrusted with the
installing a new
system. choose 1
typical answer gc
thing like this: ‘A
ago, when local gc
hadto choose ICL.1
would have been™n
with Wilmot’s new-
pany and at a time
areno longer forcec
ICL.the answerisr
to be “ye

Webb's answer
“Afewyearsago. ln
know what 1 wi
done. Today [ hay
experience and exj
up in ICL and IC
think the answer

B

n Townsend is
journalist.



ADERPOINT

before moving to replace
Traderpoint’s first head at the
end of last year, admits to
being in the thick of it just
fow: "We've won the hearts
and minds—we re now trying
to make it all work. But there
is still room for improve-
ment.’

He has spent the last six
months or so ‘refining” Wil-
mot’s original

he ICL Traderpoint
scheme to sell more
hardware through sys-

tems and software houses will
work, according to the new
man who is running it. be-
cause managing director
Robb Wilmot thought it up.
and fie says that it will work.
Ray Piggott. who spent
several years as a senior
manager with Data General

ief Ray Piggott has been ‘refining’ Wilmots idea

Marry themofftoa
0od looking system.

These new Digital products
are built tointerface.

The LA 50|Ideal for the personal computer market
A lowy cost desk top printer that combines fast 100 cps printing
with full ReGIS* graphics.
The LA12
A portable teleprinter that doubles as a desk-top, this 150 cps LA12
can handle forms yet gives full communications versatility. It comes
7 Wm,,w,,wwozwmm'f”:':’f’;' with its own carrying case. Plus an option of an integral acoustic coupler
s The LA 100
’ With its four printing modes for versatility— high speed text at 240
cps, draft quality ac B0 cps, letter quality at 30 ¢ps and full
graphics, here's an ideal printer for the OEM market
place with all the quality required by the end user.

.
PSR
B

All these printers are R5232C as standard and are
supplied with three month On-site warranty and
are available ex-stock from Rapid Terminals.

Rapid Terminals Rapid House,
Denmark Street, High Wycombe, Bucks.
Telephone: (0494) 26271 Telex: 837931

Rapid Terminals (Northern)

28 High Street, Nantwich, Cheshire.
Telephone: (0270) 627505
Telex: 36329.

The LA 100

LA i 2 regaened rademark of the Digita! Equigeens Corporation.

Traderpoint opens
its doors far wider

Traderpoint hasanewhead determined to build onchangesin mood
and attitude towards the marketing scheme, reports Paul Walton

crease third party ‘added
value’ sales of ICL hardware.
competing first of all with the
minicomputer suppliers. and
more recently with the micro-
computer firms which sell
enviable volumes of kit this
way.

While he freely admits to
problems — notably in selling
the idea of an alternative
marketing scheme to the ICL
sales force — Piggott is just
coming to the end of & major
review of organisation and
policy. The results could take
ICL where few mainframe
vendors have  previously
feared to tread.

Traderpoint is a group of
four third party marketing
deals. As Piggott describes it:
‘First of all you have the
distributorship, or a tradition-
al original equipment manu-
facturer (oem) deal. Then
commission. where software
houses get a cut for enabling
us to sell the hardware. Final-
ly, there are two types of
collaboration: migrating soft-
ware — or a particular user —
across to ICL: or ICL going
out to buy up packages or
software skills to fill a gap.'

While a great change in
what Piggott calls ‘mood and
attitude” followed Trader-
point’s introduction nearly
two vears ago. few people
signed up and there were few
sales. ICL now claims 400
dealers worldwide, with over
half in the UK.

Piggott has been given the
target of producing 15% of
ICL’s turnover — a figure of
around £150 million — by
1986. He has lobbied to widen
Traderpoint’s  remit to
achieve this.

The first major change to
Traderpoint came with the
launch of a distinct Business
29 annexe. to specifically push
sales of the flagging ME29.
With [CL on record as singing
the praises of the Distributed
Mainframe/l (DM/1), due
next year. over a dozen of the
most established ME29 soft-
ware houses were offered
incentives to prevent sagging
sales in the meantime.

But this was just the start of
something
‘Many software houses which
[ talked to wouldn’'t become
Traderpoint dealers because
it only included the bottom
half of our range.” Piggott
said.

ow ICL is on the verge of

becoming the first main-
frame vendor to offer its
entire range third party.
Traderpoint dealers might
have access to ‘everything
from the ICL Personal Com-

even  bigger:

puter (PC) to the Atlas range
(of IBM plug compatible
mainframes)’, according to
Piggott.

ICL has dippedits big toe in
the water by extending
Traderpoint to cover any of its
2900 mainframes, for an ini-
tial 10 big software houses.
With plans for a4-3millions of
instructions processed per
second dual 2988 main-
frame, ICL is now selling the
largest oem machines.

But Piggott warns ‘over-
zealous software or systems
houses’ that the 2900s are
being sold under ‘controlled
conditions’. The strict busi-
ness plans which Traderpoint
dealers sign get even tougher
for 2900 and whatever else
may follow. ICL is actively
considering third party sale of
the Atlas 10, something which
will give IBM plug compatible
manufacturers even more stiff
competition. And the Mitel
digital private automated
branchexchange, whichisstill
delayed. could eventually go
third party.

Piggott said: I don’t think
that every Traderpoint dealer
would want to handle every
piece of hardware — but it
would allow the bigboys to bid
for very large orders, which
they can’t really do now.’

Piggott’ssecond innovation
for Traderpoint will be the
scaling up of software avail-
able, particularly at the top
end.

Traderpoint was originally
set out to push small systems

Software
at the top end
will be
scaled up

— from the [CL PC. the DRS
microcomputer range and the
Perq scientific minicomputer,
to the System 25 and the
ME29 low end mainframes.
The ICL software house
names, like Systemsolve or
Telecomputing, joined up.
Butdespite animpressive ICL
Software Catalogue. few of
the massive IBM-based soft-
ware houses such as Manage-
ment Sciences America or
Westinghouse, evensniffed at
ICL.

ICL could benefit from
Unix or CP/M packages for
“ Perq, DRS or the PC — but
very little new software was
written for the rest.

Piggott has just been to see
several (unnamed) US soft-
ware giants, to talk about
converting both applications

SUTING
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TRADERPO

and some systems software to
ICL’s ‘single VME operating
system’. He adds that ICL
must realise that in the future,
it will be producing the hard-
ware and the executive soft-
ware, but little else.

However, Piggott does not
see ICL totally divesting its
software authorship to the
outside world: ‘Notwholly so,
since a good deal of work on
packages for our prime vertic-
al markets will be done in-
house.”

These vertical markets are
health, finance, central and
local government, manufac-
turing and retail, where ICL
will “invest a good deal of its
own time and money to satisfy
the existing appetites of ICL
users’, Piggott adds.

he problems for

Traderpoint began when
the first ICL salesman
bumped into an ICL systems
house (back in the days when
ICL called its collaborative
deal Systems House Trad-
ing). Who should make the

Piggott is
preparing a
sales force
‘rule book’

sale? It is a problem which
Piggott is trying to come to
terms with.

And the problems will in-
crease when ICL starts selling
more of its range through
Traderpoint, with the US
software giants also hot in
pursuit of a sale.

Wilmot has gone on record
in Computing as saying that
any ICL salesperson who is
found to be trying to make a
sale over the head of a
Traderpoint dealer will be
fired. Piggott confirmed that
this is still the case.

Moreover, Piggott is in the
process of putting together a
‘rule book’ for the ICL sales
force, to ‘fundamentally re-
duce the number of disputes.
and to remove as much sub-
jective feeling from the argu-
ment as possible. I would
hope that Traderpoint dis-
putes would be settled locally.”

But ICL is still running the
Traderpoint ‘surgeries’ for
aggrieved dealers, and he
adds that ‘the relationships
are still being refined’. Some
Traderpoint dealers still look
to Wilmot to resolve every
dispute. The problem is
perennial.

In any event. Piggott claims
that ‘the user must come first’.
He has worked with other
parts of ICL to devise a new
incentive plan which is aimed
at steering the sales force
away from possible con-
frontations. The new
Traderpoint discount struc-
ture is aimed at making it far
more attractive for dealers to
bid certain — smaller — sites.
than for ICL to do so. These
revised discounts also prevent
the drop in Traderpoint deal-
ers’ income, which could have
resulted from the way the
scheme was launched.

ICL doubled every dealer’s
discount—upto a40% ceiling
— for the first year of opera-
tion. But since sales were low
during 1982, and this vear’s

discounts depend on the level
of last vear’s sales, ICL has
upped its basic discount for
1983. Butnot all the way upto
last year’s high levels — so
dealers will have to work that
little bit harder this year.

And Piggott claims that
ICL Traderpoint dealers have
asignificantly easier time of it
than do oems for other sup-
pliers: “There’s no bill back.
for instance. where an oem
has to refund part of the price
of any unsold hardware which
he has to return.” :

He also thinks that ICL is
now in a position to begin
taking systems and software
houses away from the com-
petition — something which
will be done in stages. One of
ICL’s first tactical moves in
this campaign will be to woo
the well known consultancies,
which provide so much advice
to the larger users.

‘Robb Wilmot and Peter
Bonficld (marketingdirector)
are going tovisit the big names
— Price Waterhouse, Peat

" Marwick Mitchell, Deloitte

Haskin Sells, Pactel, Arthur
Andersen, and so on —to try
and get ICL closer to them.
‘Theyhave avery big partto
play in the industry, but most
don’t know that we are here.
It’s all part of a conscious

_ decision to go out to meet the

world.’ Piggott said.

Arthur Andersen was the
consultancy which suggested
that Sainsbury take an IBM
4341. rather than add to the
large ICL site at Blackfriarsin
London. ICL might keep a
few big users, like Sainsbury,
if it were better known to the
consultants.

There isa plan to work with
consultants through Trader-
point. using them as a fourth
arm in marketing, and advis-
ing both systems and software
houses as well as the ICL sales
force. But it is early days ver.

ICL is going out to meet the
world in the literal. as well as
the  metaphorical sense.
Traderpoint is being pushed
‘equally’ across the UK. and
in ICL’s other major markets
of Australia. South Africa.
Scandinaviaand France. Itisa
big hitin Italy ‘where the stvle
wasright’, said Piggott. Anda
major marketing effort to win
Traderpoint dealers has just
begun in West Germany. with
a second lined up for North
America.

Traderpoint is currently
thought to contribute about a
fifth of the total revenue
which ICL wants from it.
ICL'sPCisbeginningtosellin
volume, despite some early
delivery problems, Piggott
claims. But the rest is moving
slowly.

Piggott thinks that the DRS
range of microcomputers is
yet to come into its own.
Traderpoint dealers are kept

informed of product develop- |

ment plans where possible,
‘although we can't pre-
announce products to them —
it'safine line to tread, and we
think we know just how fine'.

He thinks that ICL's end
users will benefit from the
more vigorous market which
Traderpoint promises. But
ICL willnot *carry the can’if a
Traderpoint deal goes wrong.
Piggott said that ICL would
‘make all efforts to draft in a

replacement firm to finish the
job. Butat the end of the day.
we're not liable’.

Traderpoint must work,
Piggott said. He has tuned the
organisation. ironed out in-
consistencies, added new fea-
tures. orchestrated a new
‘mood and attitude” even.

But over the next couple of
vears. Traderpoint will stand
or fall on just one thing: the
sale of more ICL hardware.
Adding more machines to the
deal, tempting in new soft-
ware, even taming the ICL
sales force will only count if
the systems and software
houses play ball. And that
depends on a great many
other things out of Piggott’s
control, not least the response
of other suppliers equally
sharpened up by the reces-
sion.

ICL has now tackled alot of
Traderpoint’s “inside’ prob-
lems, which just leaves the
‘outside’ ones. like Digital
Equipment or IBM.
Paul Walton is a freelance
Jjournalist.

Traderpoint’s new Business 29 annexe hopes to push sales of the flagging ME29

Insure

practices.

Nationwide today. A continent tomorrow.
The world next week.
Is this how you see your computer

Another major benefit is the conéplete
reliability of operation assured by Tandem's
unique fault-tolerant technology.

network growing? Even if a component fails, the NonStop
Probably not so fast nor as dramatically.  system won't. Fault-tolerance and data
Whatever the case, you will need a integrity extend across the entire network.

Moreover, if transmission lines let you
down, the Tandem software will seek
alternative paths. Automatically.

computer system geared precisely to your rate
of growth with simple modular hardware
additions which can be made

whenever you demand — of which adds up to
without conversion or a NonStop network that
reprogramming. remains essentially one

The Tandem NonStop'™" system; both flexible and
system offers just that flexible fault tolerant.
capability, with no restrictions Isn't this the kind of
on spea?' of growth or eventual insurance your business

network size. deserves?

ayAN B EXNA

Tandem Computers Limited.
Peel House. 32-34 Church Road. Northolt, Middlesex UBS5 5AB. Tel: 01-841 7381. Telex: 933333,
Bilbao House, 36-38 New Broad Street, London EC2M INH. Tel: 01-628 0661.
Harlow House. 65-69 London Road. High Wycombe, Bucks. HP11 2NZ. Tel: 0494-442133,
5th Floor. 54 Hagley Road, Edgbaston, Birmingham, West Midlands B16 8PE. Tel: 021-454 9772,

Tandem and NonStop are trademarks of Tandem Computers Incorporated




ICE

Jefining

ill: promoting the DRX networked management operating system as the key ingredient of [

CL’s office systems

or any organisation to
invest in a sector of
technology  as  ill-

defined as office automation
is a major decision. Vendors’
brochures illustrate an array
of systems ranging in sophis-
tication from electronic type-
writers to networks integrat-
ing data, text, graphics and
speech.

Direct comparisons by the
prospective purchaser are dif-
ficult: unlike the word proces-
sor market-place, there are no
convenient check-lists of
functionality for office sys-
tems. At the level of the
dedicated word processing
system, there are few major
differences between pro-
ducts. Size of screen, speed of
output, and the keyboard
‘touch’ provide perhaps the
only discrimination.

In the case of office auto-
mation systems, the selection
is between principles rather
than features. Isa central data
processing facility to provide
word processing and electro-
nic mail functions, for exam-
ple. or will a network of
intelligent work stations draw

z on common data storage and

= printing resources?

5  The track record of manu-

facturers in providing specific

an integrated

ar ago ICL reviewed its office products and began to rationalise them into a coherent range.

components of an office sys-
tem — dp hardware. word
processing, data communica-
tions — will inevitably influ-
ence their product strategy.
For ICL, the problem has
been to co-ordinate all of
those product areas into a
coherent policy. then find a
way of implementing this
structure in the market-place.
The company’s current thrust

ICL had a
random
mix of office
products

into the office system market
stems from an assessment of
their product range and posi-
tion one year ago.

Seen in functional terms,
ICL had what amounted to a
random assortment of office-
related products. There was
the ME29 providing ‘super-
mini’ capabilities at one ex-
treme, while the DRS 20
series was evolving in the
distributed processing en-
vironment — WO ‘-}\lL‘l”\.
each with its own merits, but
effectively incompatible.

ICL's 7700 information
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office systems approac

David Casey talks to small systems business manager Roger Hill about ICL’s objectives in this

processing system was no
longer being sold as the main-
stream text product. [ts place
had been taken by the Nexos
2200 word processor, by then
resplendent in ICL livery as
the DRS 8801. In the desktop
microdivision, the ICLimple-
mentation of the Rair Black
Box was about to enter the
personal computing ring.

Roger Hill. small systems
business manager. outlined
the task that faced the com-
pany. “The objective was to
define the upper and lower
limits of office systems so that
we could identify the compo-
nents to be supplied directly
by ICL. Standards were given
the highest priority, withcom-
munications at level 7 of the
ISO model as the goal.”

The preoccupation  with
open  systems interfacing
marked a radical change in
policy for ICL: the company
had previously concentrated
on products which communi-
cated only with each other.
The 7700 information proces-
sor was the classic example.
As a dedicated word proces-
sor. it provided the full range
of facilities to be found in the
market-place at the time. But
as an intelligent work station
accessing 2900 series main-
frames. it integrated text with
extensive sources of stored
data. It had a weakness as an
office system in that it isolated
usersin aclosed environment,
unable to communicate with
other types of office system,

nderlving the new 1CL
U strategy for the office
systems market is the concept
of ‘transport facilities” — elec-
tronic mail. messaging. filing
and general communications
— with degrees of functional-
ity superimposed upon them.

Within this framework. the
idea of ‘personal’ computing
is not related to the 8-bit or
16-bit desktop microcompu-
ter, but to the facilities re-
quired by the target user of
any office product.

The ICL logic which de-
fines categories of user in this
way is based on a convention-
al view of office roles. It
assumes that the text proces-
sing demands of the execu-
tive, for example, are radical-
ly different from those of the
secretary. Hill explained the
company’s thinking. ‘We
have come to realise that the
richness of the person-
machine interface of the word
processor at the secretarial
level far exceeds both the
capability and the keyboard
dexterity of the average man-
ager. He does not want it, and
we could never get him to use
it.”

As a result, the text hand-
ling facilities provided on the
DRS 20 range form only a
sub-set of those on the DRS
8801. An increasing percen-
tage of executive and profes-
sional staff are learning to use
a keyboard during dp train-

ing, however. They are pre-
pared to create text docu-
ments straight on to the
and require the
same degree of functionality
as the secretary.

There would be a case for
making the DRS 8801 soft-
ware available on the distri-
buted systems and ME29
machines—a path to integra-
tion already taken by Wang.
That company’s word proces-
sing package for the 2200
series  of mini-computers
emulates the full range of
facilities to be found on the
Wang OIS range of office
information systems,

Hill identifies one broad
category of user as demanding
only basic text editing fea-
tures. ‘It ranges from the
person running the bought
ledger down to the sales order
processing clerk — line activi-
ties whose primary role is to

process data.” Accepting
Hill's analysis. their word
processing requirements

could perhaps be met more
effectively by functions in-
corporated in applications
programs. It is a question of
economics. however: not un-
tilwork station sales forsenior
executives outnumber those
to administrative users will
fully comprehensive word
processing appear on DRS 20,

ICL is promoting the DRX
networked management

Open systems
networking
1s a declared

objective

operating system as the key
ingredient of its office sys-
tems. Hill's view is that it is a
unique approach to managing
individual functions. ‘It deliv-
ers functionality today, to
which we add the man-
machine interface on any
piece of hardware.’

With DRX. there is already
a high degree of ‘transparent’
functionality. Documents can
be created on a DRS 8801
word processor, then stored
onaDRS8850file server. The
same material can be picked
up from the storage device by
an operator at a DRS 20
terminal.

System transparency on the
scale envisaged by ICL is the
result of designing document
architecture based on the ISO
‘model’.

This move is essential if the
company is to achieve its
declared objective of open
systems networking. The
proprietory  ICL Microlan
localarea network is currently
the primary vehicle for com-
munications  between ICL
work stations and file servers.
The principle of switching
documents between ICL sys-
tems and other types of hard-
ware canbe extended. howev-

er, through ‘standard’ local
area networks.

ffice systems making use

of the high-speed Ether-
net architecture are due for a
stimulus  when  dedicated
Ethernet chips bring down the
cost of node processors,
There will be an immediate
demand to transfer docu-
ments between an 1CL mass
storage device and another
supplier’s hardware hooked
onto an Ethernet node.

ICL identifies five levels at
which information may have
to be handled in an electronic
office system. The most basic
data-flow is between users in
the same office. The rela-
tionships become progres-

sively more complex as the
communications extend to
other offices, to other depart-
ments, between establish-
ments and finally at a corpo-
rate level.

Electronic mail and mes-
sage switching will account
for much of the traffic across
these communications
‘boundaries’. Roger Hill di-
vides the flow into two cate-
gories. ‘The difference is in
size and spontaneity. Mail
requires a whole set of con-
straints in terms of input and
output format. but messaging
is what now gets sent round on
scraps of paper.”

In the ICL office systems
strategy. the mail/message

distinction is more than
academic. Messages. but not
the longer mail documents,
could be transmitted effec-
tively through a user’s private
automatic  telephone  ex-
change (pabx). The viability
of such an approach will
depend on the projected use
of the telephone network for
conventional voice-only mes-
sageS‘ :

It is already possible to
integrate  high resolution
graphics into an ICL office
system: the company has
adopted the GKS ECMA
ISO standard as part of the
strategy. The only product
currently available is the 32-
bit Perq machine, directed

primarily at the scienti
ket. It would have
applications at a genei
agement level if the e
cost could be reduced

Roger Hill expects
1985, the volume of ¢
system production w
broughtthe price toan
able level.

But this is 1983, :
cost graphics are just s
tion. Companies sett
out the selection of a
system must judge a s
on its past performar
current product range
ever its prospects, 1C
not fail the credibility
David Casey is a fr
Journalisi.
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ICLC

he history of relation-

I ships between suppliers
and users of complex
systemsisashortone. None of
the industries involved insuch

a relationship — power sta-

tions, aircraft, processing
plants, telecommunications

systems and computer sys-
tems — has had an easy ride.
All of these industries have
grappled with complex sys-
tems for about 20 to 30 years,
and both buyers and sellers
are still learning about how to
establish their relations.

In computing systems the
problem is compounded by
the rate of change of the
underlying technology. A
short while ago a user might
have bought into the System
10 to 25 line from ICL without
envisaging any further com-
plexities, apart from using
these machines on a stand
alone basis. Suddenly there is
anopportunity to exploitlocal
area networking and to dis-
perse information technology
into office functions. The
jump into complexity can be
very swift and can easily take
both supplier and user some-
what unawares.

The crucial point at issue is
the greater dependency on
computing that exists with the
more ramified, dispersed and
networked systems.

The operations of these
systems keep the business
ticking. The management in
charge is faced with problems
less hideous than those facing
the management of the Three
Mile Island power plant, but
the tension between any sup-
plierand user will not be much
less if failure and confusion
strike at the heart of the
business because of defects in
the operation of a “business-
life-support’ system based on
computers.

Business life itself forms a
very wide spectrum, ranging
from corporations which can
adapt to new technology suc-
cessfully drawing on inner
resources, to small units
which candoaneffective jobif
a new product fits and is
instantly comfortable to use.

Graham Purse, ICL’s man-
ager of relations for the Com-
puter Users’ Association
(CUA) worldwide, says: ‘The
completeness that we need in
order to bring a product into
our now very diversified mar-
ket is very great indeed. We
are much more conscious of
the need to have well pre-
sented knowledge available
on all aspects of the product
available. .

‘It tends to constrain us
from making announcements
about products until every-
thing is available that suits a
large variety of users.”

User groups are important
as channels of communication
about a product and where it
fits and what it needs from
users to enable them to bene-
fit from it. Purse outlines the
setupas ‘a prime contact point
between the product user
groups, on a product-by-
product basis, so that they get
to know one another. There is
an authoritative statement
available as a product de-
velops.

‘All these contact points are
being overhauled, partly be-
cause of the wider ranging

David Kelson of ICL CUA’ exec\'e committ

Hard work on both
sides of the table

The ICL CUA has proposed a revamp of its operations to improve
communication between users and supplier, reports Hedley Voysey

product offerings and partly
because the user groups de-
clare a change of interest
sphere.’

Purse’s department has the
responsibility to make the
contact points work. Should
problems with contacts be-
tween ICL and its users reach
a point of strain, then Purse’s
department is a kind of court

Purse’s
department
is a court of

last resort

of last resort.

ueries apart, however,
chc changing pattern of
information technology is
bearing down on both ICL
and the CUA to make the
most of each other and to
constantly align policies,
expectations and priorities to
match what is best for both
sides. An identity of interests
naturally exists, but it must be
re-established at regular and
frequent intervals.

David Kelson is chairman
of ICLCUA (UK) sexecutive
committee and is effectively
sitting in the hot seat when
trouble happens.

He says: ‘We have made
proposals to re-structure the
CUA. The idea is to do what
we are doing now, but to do it

better. The change in the
organisation seems likely to
beaccepted at the end of June.

‘Users do not change the
policy of a supplier, but they
can influence it and they can
make better use of the policyif
they understand it properly
and fully.”

The proposed groupings do
not undermine the activists
who work very hard on all
manner of detailed points.
‘What is intended is that there
should be a more summarised
level of grouping so that there
isachannelforallapplications
interests, all large systems
interests, public sector inter-
ests and so on. The likely
resylt will be six divisions
which reflect pools of inter-
ests. The aim is to be more
cost-effective on both sides of
the fence in communicating

positions,  priorities  and
plans.
David Gayler of

‘W H Smith & Son sits on the
CUA group specially formed
to provide a confidential
channel of communication.
He thinks that ‘on the whole,
communications are more
relevant and more compre-
hensive than they were’.
Gayler views ICL's thrusts
as being a bit obvious — ‘to
build on the best of the
operating systems., toraise the
level of resilience in systems
as actually used, and toextend
the distribution of functions’.

He makes the point that
supplying general purpose
machines is a far cry from
supplying general purpose
systems and, in any event,
particular users need to
evolve their system at a pace
which does not always match
the flow of functions from the
supplier. This degree of mis-
match is natural and inevit-
able, butitisimportant for the
supplier to be aware of the
reasons for users stepping
outside of a particular source
of supply.

Making the most of good

things already within
ICL is a recurrent theme
among ICL users. Gayler
notes that the newer forms of
the Content Addressable File
System (Cafs) need to be fully
exploited and this points
interestingly at certain de-
velopments within the field of
expert systems. He also talks
of “active’ criticism within the
confidential framework for
products emerging through
test sites.

Thisisnot acompletely new
way of doing things. but the
discipline thatisdeveloping to
refine  products is en-
couraging.

David Stewart works within
the System 25 orbit and is as
gutsy in commenting about
the good and bad features of
the relationship. He finds for
instance that ‘the Service
Desk is a great idea but is

undermanned in terms of
software support so that you
are not quite as sure as you
should be that ICL is going to
hold your hand’.

Stewart views the new
forms of the CUA as a ‘good
thing and a great catalyst for
the future’, and hopes that it
will lead to more professional
inputs on the trickier ques-

Performance
evaluation
1S an endless
user concern

tions of techniques which can
affect stategic policies. He is
strong on the need ‘to share
intelligence and to keep look-
ing at new areas such as the
obvious office technology
products’.

Brian Parlett of the BBC
holds a brief for the classic
2900 user and is concerned to
improve the flow of infor-
mation about such topics as
configuration planning, ‘which
must be a major service pro-
vided to users via the CUA as
achannel where performance
is a serious and measured
issue, not just a vague degree
of satisfaction or otherwise’.
Parlett is not so happy about
the tendency of ICL to retreat
from openness into secrecy on
peoints where configuration

planning and other s
matters are concernec
Performance evalu
an endless user concer
fresh thrust at the topi
underway in the
through a working pa
whirling sound behind
groups is the noise of v
parties beavering aw:
activists are at the hea
user groups and the IC
is no exception to the

ICL's secretarial su
designed to make the
tation and flow of info
as adequate as is |
without acting as a ce
views or facts. This n
ship has not alway
possible in the past, bu
E[ltcrcﬁting__ reflection
changes within ICL tt
port foruserinputsis s
than ever. Kelson thi
matches the addictior
new management te
maintaining a firm pc
its side. He says: ‘Tl
policies offered by IC
are a positive encoura
to the expression ¢
views.’

The job that Purse
new one and he |
basically because it ki
close tothe top within]
gave him the scope to'l
the user relationship.
ICL had a few mom
trauma a couple of yea
was supported by its u
very definite way. T
ICL judges itself to b
attuned to the lo
shape of informatiol
nology, which is why
welcomes the propo
vamping of the CUA.

In his view: *You n
activists in this job a
need access tothose wt
and plan over the lon
Insome instances they
same people and son
they are different
However, thecommur
needs in detail ten
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policy realm. The nev
should help us say the
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audiences.

‘Negotiations of th
are partly discipline
partly a matter of imy
relations at the person;
We need to work as |
our side of the table
users do on their side.

All the users stres;
growing complexity
technology as it appe
all the new ways to linl
up and the enormous
of services which cc
offered to end users
always in ways which
seem obvious to suck
Users always welcome
help in charting strate
proviso expressed was
the same: that ICL n
seen to have an iron
both the basic technols
management of its aff;
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offered based on tech
but a little short on a
day appreciation of w
be easily and safely do
current offerings. Th
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attle for big system sales

hen it announced

that Fujitsu would

help make its next
ion of mainframes,
omised to take two
rward: cheaper hard-
hich would cost it less
d money to build.
quite separate prob-
handling replacement
ines for existing users,
se churn’, might,
r, see ICL taking a

. Wilmot, who had
L’s managing director
ie six months at the
Id the world and the
tion everything about
1 of new mainframes
e would be selling as a
the Fujitsucollabora-
the autumn of 1981. It
essential public rela-
b, aimed as much at
g the city, where ICL
onseek more cash, as
ning the users.
e early spring of 1982,
| fashioned a market-
from Wilmot's state-
of intent. But the
y hassince declined to
ut just how the Fujit-

Distributed Main-
(DM/1) upgrade for
ot the Estriel replace-
r its biggest seller,
ould be introduced
ring, June 23).
CL spokesman said:
e nothing more to say
about the new main-
or about base churn.’
omputing has seen
ainframe battle plan,
ed in its handling of
rtant base churn since
ng.

is understandably
: about the fine detail
inframe plans, since,
puting was able to
arlier this year, ‘ICL
ng on big systems’
ring, February 3).
sly unpublished
ysales figuresshowed
['s targets were only
32% increaseinlarge
ales, with every other
' taking a dive.
lighly likely that this
1 could get worse, if
users put off buying
nent ICL mainframes
 now and the appear-
the first fruits of the
ollaboration. Sales of
istems such as the
w end mainframe or
» family might sag as
ait for DM/1 and

 aware of the crucial
nce of handling a
transition, at least to
revenue steady from
irn. ICL has around
talled mainframe sys-
presenting £1.5 bil-
th of hardware, with
=T investment some-
pser to the £4-5 billion
hese users represent
1% of ICL’s installed
value.

1g aside the "Atlas
[BM plug compatible
ture (pcm) which
» got as part of the

While awaiting the first fruits of its deal with Fujitsu, ICL faces

Fujitsu deal, ICL has two
stated goals in handling base
churn. Its mainframe systems
will be greaterin numbers and
in sophistication, but will be
easiertooperateandcheaper.

ICL’splan, devised in 1982,
wastoreduce the contribution
which mainframes make to
ICL’s turnover from 70% to
around 509 by the time the
DM/1 and Estriel come onthe
market. But because its hard-
ware is getting cheaper all the
time, ICL thinks that it will
actually be selling more
machines, not fewer, after
1984.

It is what ICL calls ‘an
economy of plenty’, where

ICL plansto
makemore of
its profit from
‘added value’

‘the software strategy is of
paramount importance’, the
company plan states. ICL
intends to make much more of
its profit from ‘added value’.

ir Christophor Laidlaw,

ICL's chairman, has said
that, ‘to use oil talk, more
profits are to be made down-
stream these days than at the
wellhead.

‘We don’t unbundle soft-
ware earnings but lump them
in with services. Although
earnings under this heading
have turned round sharply, I
still want a lot more from
software,’ Laidlaw said, in the
spring of 1982.

At that time, ICL was
describing its strengths and
weaknesses in mainframes in
these terms:
® Hardware: Lag behind,
catch up by 1984-1985.
® Networking: Lag behind,
major thrust in progress.
® Systems: VME (operating
system) architecture, major

opportunity for leading posi-

tion  with  ‘operational
aspects’.
The  economy-of-plenty

approach sees ICL preparing
to sell cheaper and more
sophisticated systems, as well
as greater performance for
theprice. ICLisaheadof IBM
in one respect at least: in its
ability to offer massive in-
creases in power by dualling
or even quadrupling proces-
sors in a configuration.

Wilmot held out the carrot
of more power straight away,
as one of the incentives for
existing users to upgrade
machines.

A new 2988 processor was
launched at the same time as
the Fujitsu deal was
announced, as a sweetener,
and it swept away the old
technology 2900 mainframes,
those which would not be
forward compatible to
Estriel. Wilmot constantly

_ pointed to VME-B/E, or the

cut-down version of the 2900
operatingsystem, as thesingle
standard for all future ICL
mainframes — aside from the
IBM pcm Atlas range.

In a clever piece of operat-
ing system footwork, and
juggling with the millions of
instructions persecond (mips)
power ratings,  Wilmot
sketched out a series of up-
grades and conversion routes
forward to new hardware in
1984, and beyond.

Bul before looking at the

sums which ICL did on
this base churn, what does
Wilmot think of his work so
far?

This April, he gave a two
year review of the ICL recon-
struction, which was aimed,
or so ICL claimed, at ‘return
to profit, and once again to
take our rightful place as
Europe’s most important
computer company’.

At the half-way mark, Wil-
mot said: ‘Since we lack the

the vital task of sustaining mainframe revenue, says Paul Walton

ICL chiefs Wilmot (left) and Laidlaw are Iookin to reduce mainframe contribution to turnover from 70% to 30% by 1984

resources to develop every-
thing ourselves, we collabo-
rate to round out our product
line. And I'd point out that
even IBM now follows this
same approach.

‘The most important col-
laboration is clearly Fujitsu,
because it allows usatone and
the same time to intercept the
best mainframe vlsi chip tech-
nology in the world, while
shifting development invest-
ment to distributed office
systems.

‘The DM/1 and Estriel
programsare on track, and we
have tremendously motivated
teams in Manchester and
Tokyo.”

ICL managed to put a price
on both models of the DM/1
— although only one model
might appear in 1984 — and
on Estriel. over a year ago,
because Fujitsu has already
built the basic chip sets for
both machines. ICL is now
working furiously on integrat-
ing these chips with the ex-
isting ME29 and 2966 shells.

Thesystem cost of asmaller
DM/1islikely to be £110,000,
with a much bigger version
costing £270,000. But both of
these machines shave half of
the price off the ME29 which
they replace. The system cost
of an Estriel is likely to be
£900,000, which, depending
on the power rating of the
machine, knocks between a
half and a third off the price of
a 2966 or 2988.

. ICL internally calls these
‘nodes’, rather than proces-
sors, since several are in-
tended to be sold to a single
site, with networking and high
speed fibre optic communica-
tion between the mainframes.
DM/1 is what Wilmot has
christened ‘the first office
mainframe — about the same
sizeasanormal filingcabinet’.
Estriel will probably be soldin
multiprocessor configura-
tions, for the dp department.

What is surprising about
ICL’s own sales figures for
hardware sales is that they are
expected to yield the same
lifetime turnover as the cur-
rent installed base.

In fact, ICL wants to
achieve the same revenue for
some 8,000 mainframes sold
by. say. the end of the decade
as it achieved for the 4,200
mainframes now installed
since the mid-1970s. .

So profits have increasingly
got to be found in system and
applications software. And
ICL is planning for this.

he added value to ICL, its
profit. will come from

selling transparent or open

The Fujistu
dealwill cut
some systems
costs by half

systems, where any alien
machine may be working
together with an ICL
machine. It will come, too,
from very high levels of re-
liability — first pioneered to
great effect by Tandem —and
safe systems where 100 diffe-
rent jobs all co-exist on the
same system, but never crash.

Inshort, ICLcouldwell end
up charging for much of this
sophisticated operating soft-
ware, and use the Traderpoint
relationship with system and
software houses to provide
the applications. ]

ICL spent 10 years and tens
of millions of pounds develop-
ingits VME operating system.
It could be said to be the only
major difference between
ICL and any other supplier of
mainframes. ICL is moving
towards a situation where
base churn is VME, but it will
not totally replace the import-
ance of hardware to turnover
in this decade.

Chiris Boll

The first major reduction in
hardware costs which ICL will
get from the Fujitsu deal will
cut systems costs roughly in
half, assuming that software,
services, disk store and the
rest stay at current levels.

What users will see is much
more ICL kit, albeit smaller
andfaster. A typical site could
take a couple of Estriels for
the data processing depart-
ment, with up to 15 DM/1
nodes around the organisa-
tion, acting as a distributed
super minicomputer.

ICL is dedicating a team of
over 200 salesmen to its key
accounts, to sell this kitand to
help with the installation of
the sophisticated systems
which it will run. But that
will leave nearly 2.000 ICL
users without a couple of
dedicated ICL salesmen. The
existing sales force and third
party systems and software
houses are expected to mop
up this business.

While ICL can always be
assured of keeping most of its
loyal users, its base churn will
become increasingly difficult
to handle. The next two years
are crucial if ICL is not to lose
existing users.

The company is still strap-
ped for cash, and the myriad
other systems which Robb
Wilmot bought in are not
contributing enough to turn-
over, let alone profit. ICL
needs to keep the base churn
going to provide the cashitso
badly needs to manage two
steps forward.

Paul Walion is a freelance
Jjournalist.

Features of the ICL Estriel
# Central mainframe appli-
cation
7 mips single processor
Most up-to-date techno-
logy
—Fujitsu ECL for order
code processor/MUX/
MCU
—Fujitsu complementary
metal oxide semi-
conductor for input out-
put control/store
Single cabinet mainframe
(node)

Aircooled
800 systems over 5 years
VME/2900
1900  emulation  wvia
CME*/George 3
Fully microcoded
High integrity design sys-
tem (uses best of Fujitsu/
ICL design architecture)
—to minimise design
faults and development
timescales
—t0 maximise design
quality and designer
productivity
—permits fast production
ramp-up
—allows later use of fast,
denser chips
® High reliability (intrinsic

and perceived + ‘con-
tinuous’ operation)
® Good fault resolution

L B W L]

UTING

® Controlled manu-
facturing and  field
strategies
® Telediagnosis
JULY 14 1983




MARKET

Fighting the natives for

lichmond heads the new ‘“North America’ division

ICL’S US Thu computer industry is

% seen in the US as the
Operatlon was exclusive territory of its
own indigenous companies
restructured and, with reluctance, of the
L C Japanese. European com-
tl’llS year 1n panies, particularly those
: which appear to enjoy special
lts attempt to support from their govern-
re_establlsh a ments, have always been re-
garded as less than serious
customer base . competition, so it is not sur-
. . prising that ICL’s efforts to
Lorraine King profitinthe Us have met with
. e ot little success since its first
assesses 1ts entry in 1970.
1 Takeover of Singer Inter-
Strategle_s for national Business Machinesin
1976 and of Singer's US
penetratlng marketing rights in 1978 gave
the US ICL a substantial US cus-
tomer base from which it has
market'place launched previous sales cam-

paigns to dent the dominance
of native manufacturers, pri-
marily using ME29 and 7700
ranges.

But ICL Inc had little
success in gaining new cus-
tomers to buy British labels,
orin retaining its Singer base.

The latest campaign began
in earnest about a year ago
when ICL's  corporate
marketing decided that the
DRS and System 235 products
were capable of achieving
substantial sales to the major
US corporations. Ina flurry of
activity between the UK and
the US, the former senior
management of ICL left and
were replaced by a "caretaker
government” from the UK.
When ICL’s only base west of
the Rockies was sold to a
distributor. national confi-
dence in the company’s con-
tinuing presence in the US

MOVING TO VME?
HAVE YOU REALLY LOOKED
T WHAT IT COULD INVOLVE?

~

® How will you move your IDMS systems?

® Is ADRAM powerful enough?

® Should you convert some existing applications?
@ How will the move affect your TP users?

® Will your staff still be able to maintain DME
Systems in two years time?

ICL’s CME gives an answer to many of the common
conversion requirements, but there will always be the
painfully expensive exception. It will probably take
you by surprise and your costs will go through the
roof.

RISL would like to offer news to lift the chin a little.

Twenty years involvement in transition and systems
development means that RISL know what problems
can lurk around the corner. In fact, RISL will
guarantee to complete the project within a fixed
timescale and to a fixed cost. You will know from the
start exactly how much to budget for and when the
work will be done. In the meantime you can
concentrate your efforts and resources on the
development of new applications for your users.

RISL will handle all your transition headaches
including database conversion, phased redevelopments
or program conversion.

Take a good look at the decisions facing you, then call
RISL.

Things could be looking up.

RAND INFORMATION SYSTEMS LTD
Bishops Palace House, 29 Thames Street, S
Kingston upon Thames, Surrey, KT1 1PS

Telephone: 01-549 9471

declined and UK manage-
ment had to offer prospective
customers guarantees of con-
tracts effectively signed with
ICL ple.

Early this vear ICL’s inter-
national marketing opera-
tions were restructured, leav-
ing the former territories of
Canada, the US. and the
Caribbean and South Amer-
ica as one division. ‘North
America’. Randy Richmond.
an American new to ICL,
was announced as director of
the division and also president
of ICL Inc.

A further restructuring of
marketing functions within
North America has estab-
lished a new divisional head-
quarters at Stamford,
Connecticut, which has also
become the head office of ICL
itself.

‘As yet it is undecided what
will happen to the formersites
at Dallas, East Brunswick and
Manhattan, but an ICL pres-
ence will remain,’ says Tony
Florence, marketing manager
of North America Division.
‘Some staff will obviously go,
but by the end of the year we
anticipate the head count will
be the same as it was.’

ICL has announced that it
plans to market the DM/1, the
replacement for its medium
range systems, in the US
around the end of 1984. In the
interim ICL Inc ‘will a 5
sively sell the ME29,
Florence.

The System 25 range is
being marketed to those ma-
jor retail corporations which
operate predominantly in the
sunbelt and the north-west
regions of the US. Retail
marketing will continue to be
controlled from the Dallas
area under the management
of Ron Kyiohiro, largely in
order to hold together the
local team, who have become
a corporate authority on the
facilities and operation of
‘Handi’, ICL's home and im-
provements application
package.

‘Handi’ is an American
package originally written for
the System 10. Considerable

effort has already been made
in England to enhance its
facilities to a level exceeding
any of its US competitors and
to convert it to the System 25.

A new point-of-sale front
end for the US market had to
be built in the US, using a
Cyberdata terminal, but the
long-term future of this solu-
tion worldwide has not been
decided. Florence anticipates
that conversion work should
be completed ‘by the end of
the ICL financial year® (Sep-
tember 30). Some prospective
US customers, such as Scottys
of Fort Lauderdale, Florida,
have been tempted to run
trials of the package in its
System 10 version. Others
who were initially projected
as this year's business have
been hanging back, partly to
let someone else make that
first commitment, partly to
seeifthe promised recovery of
the US economy this summer
will actually take place.

ICL’s old Singer System 10
and 1500 base does not pre-
sent an easy target to upgrade
to the replacement System 23
range. Many of these old
systems use software which
has not been upgraded for
many years. making conver-
sion as tortuous a path as a
total change to a different
manufacturer. In any case.
ICL’s desperate need tomake
its smaller equipment ranges
profitable dictates that it con-
centrate its imited manpower
and field presence in the US
onlv on major prospects
which would result in the sale
of multiple System 23s.

For this reason it is also

Retail will not
necessarily
remain the
major area

targeting the DRS range at
major government buyersand
corporations who would use it
as a terminal network serving
a large central mainframe.

The DRS is manufactured
at ICL’s Utica plant in upper
New York state. Anxiety to
ensure the future of the plant,
which is a major employerina
depressed area, was undoubt-
edly a factor in persuading
local government officials to
buy the terminal system for
data entry of social security
records.

The same consideration,
and a wish to follow suit, may
have influenced New York
Telephone, which also uses
the DRS for data entry.

ICL hopes that these initial
sales will succeed and encour-
age other institutions, such as
the State of California at
Sacramento, to place substan-
tial orders. “The policy is to
exploit the network product
line by surrounding main-
frame installations, particu-
larly DSM,’ says Florence. “If
all goes well, retail will not

"UTING
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US MARI

“aUSfoothold

necessarily remain the major
area in the US.”

The downgrading of retail
to a position of equal. if not
lesser. importance tothe DRS
range is a very recent change
of market focus at ICL and
one which is not supported by
some market analysts’ views.

Dale Kutnick of the Yank-
ee Group says: “The DRS is
just another minicomputer —
so what? Its network capa-
bility is no big deal. The US is
overrun with minicomputers
and were not predicting
they’ll have such a good year.
ICL will never dent the US
market with minicomputers.
It's going to have a very hard
time getting in at all.”

Frederick Withington of
Arthur D Little is also un-
impressed by ICL’s small sys-
tems. “The majority of ICL’s
small revenue base is in the
UK and it has been slow to
keep up with the pace of
modern technology.’

Withington is also unhappy
that ICL has taken on some
smaller ailing British manu-
facturers, ‘which has left it
with several incompatible
products of doubtful value’.
He is impressed by the Fujitsu
‘deal, which ‘could lead to
excellent future products at
the larger end.

‘ICL could be expanded in

the States, but it cannot do
much until its new larger
products are available, [ts
smaller products are unlikely
to show because there is too
nuch good competition.”

But ICL is unable to market
Fujitsu products in the US
because of possible conflicts

‘The DRS
1S just
another
minicomputer’

with Fujitsu’s existing outlets
inthe market-place.suchasits
large investment in Amdahl.
Similar marketing restrictions
prevent it from selling the
Mitel-based DNX  product
and the “Three Rivers” origin-
ated graphics terminal. It also
has ‘nointention of marketing
the DAP (distributed array
processor) because of local
support problems.” says Flor-
ence.

ICL does intend to market
Cafs (Content Addressable
Filestore) in about 18 months’
time, together with the DM/1
range. Florence states: “We
are working on Cafs to inter-
face with IBM. The ISP ver-
sion of Cafs better allows us to
develop this interface.”

Withington regards Cafs as
‘innovative technology” and
Kutnick goes further when he
states that ‘Cafs is the only
way ICL is going to get an
entry into the US. It should
gel Cafs to sit between the
micro and mainframe, to act
as a tight link between the
mainframe and the IBM PC

Kutnick sees Cafs as an
essential element of office
automation and one which
could give ICL ‘the potential
tograb aniche in the US office
automation market. But it
needs to develop a good work
station.” ICL’s original DRS
work station for office auto-
mation, the Logica-based
8800, could not be sold in the
US because of failure to pass
national  emission  regu-
lations. A new product has
now been announced, but is
not yet planned for release in
the US.

ICL believes it has at last
got the right products for the
US market-place. It has not
finally decided which vertical
markets to concentrate on.
‘But we will not hit everything
that moves,” says Florence.

“Very large corporations
will be targeted. We are
establishing marketing, soft-
ware and support agreements
with third party organisations
and will run the lot very much

like Traderpoint in the UK.’
Kutnick believes ICL ‘may
get original equipment manu-
facture deals, but not users
at least, very few. To get
customers, you've got to have
a support structure in place.
Togetthesupportstructurein
place, you've got to have
revenue. It's Catch 22. And
ICL can’t market.”
Lorraine King is a freelance
journalist.

Kutnick: unimpressed

PACKAGES

PMAS

oftware

for the ICL System 25

for

Food Wholesalers and Importers
Motor Vehicle Distributors

Cold Store Operators

Travel Operators

Manufacturing Organisations

Integrated Accounts and on-line stock

control

Also specialists in COBOL/IAS

Contact

PMA Consultants Ltd.,
Rhodaus House,
Victoria Road,

Horley, Surrey RH6 7AS




 SURROUND

ley Voysey examines ICL’s prospects as a credible contender in the lucrative IBM market-place

Strategies for an
IBM connection

ommon (not to say
ir) for non-IBM sup-
5 to express great
| (not to say greed)
ng the likelihood of
weir products to IBM-
1sers. The use by ICL
rm ‘IBM surround’ is
:sting variant of this
1 and ambition.

Ward is marketing
ications manager for
ch means that he tells
world what the pro-
keting division really
vhen it says some-

admits: “We are not
in seeing the IBM-
1ser as a coherent
or offerings. We have
very open about it
based on a reasoning
rery understandable.
stressing the net-
pectofallthatwe do
. 15 a function that
IM sites fully under-
rom this viewpoint it
o see how the term
irround’” came to be

tisit. Thatis all there
e to the telling of the
put the IBM surround
not for one thing, the
ing state of networks:
psion in the ways that
ing can be achieved
. panting efforts of
ite prﬂfn,:h‘ﬂi:m;tlh to
- whole process from
rating into chaos.
glue that holds the
ogether are the cur-
ievements (or lack of
1 setting out the path
open systems inter-
jion. Ward says:
the watchword is
ability. then your pro-
1l be judged by your
lerstanding of what
n implies.’
“L’s understanding of
ability to be accepted,
null over and appreci-
mber of topics.
- are: the scope of
Systems Network
cture (SNA) offerings
BM; the underlying
n of SNA; the prob-
of facilities if portions
unused definitions
NA were to be dusted
| made use of; the
swithin the European
munications adminis-
aimed at standards:
rities within the whole
ional assembly of
administrations
. standards: the acti-
vithin the European
ter ~ Manufacturers
tion (ECMA) on
ds; and about a dozen
es which are likely to
ificant within three
" 50.
e IBM surround story
m a terse summary of
entions to a complex
ich would be the basis
od opera if computer-
musical composition
it the rage.
| notes: “We work to-
open systems inter-
ion. We do this work
forumopentous. The
an component of what
s, of course, the most
int and that makes
the most important

framework to us for pushing
standards along in a sensible
fashion.” ECMA has an un-
usual reputation in the stan-
dards field. It has been known
to arrive at a standard in time
for it to be relevant. That
makes it rather special.

Inthe contextofwhat IC
up to in the IBM surround.
ECMA’s role is especially
interesting in the field of
message handling systems.

The ECMA intention is to
prepare a total message hand-
ling system for use as a
standard almost as soon as the
ink is dry on the tele-
communications aspects of
the support services for such
tasks. While the tele-
communications people are
mostly concerned with tele-
matics products, the ECMA
forces are aiming at complete
software products for dealing
with the internals of docu-
ments and the presentation of
documents in the widest
Sense.

Ward confirms that ‘among
other standards in this field
the Graphics Kernel Standard
(GKS) is probably important
because it exists and can be

used’.
This attitude is a more
formidable one within

Europe. as the West Germans
have made significant strides
forwards using the GKS as the
basis for many office pre-
sentation features.

he evolving ICL systems

for the office, due to be
released this year in a more
comprehensive  form, are
under test within ICL itself as
well as being widely discussed
among its users.

However, the continental
market for these products will
simply not emerge unless the
standards field keeps up the
pace of its efforts. There are
good reasons for believing
that the pace can be main-
tained and that Europe, in
particular, will move into the
"80s by the time the calendar
shows that the mid-"80s are

The standards

field must
keep up

its efforts

here.

Meanwhile, the ICL train-
ing machine is attempting to
pass whole platoons of staff
throughthe baptisminto SNA
and is incorporating SNA
competence into its products
as it goes. For special custom-
ers there are additional
sources of SNA configuration
management to draw on, such

ICL’s Terry Ward: ‘We are stressing the networked aspect of all that we do’

as the Network Technology
people, and this linkage is
examined for wuse where
appropriate. But the prefer-
red way is to build the adapt-
ability into product Tre-
designs, since thisisdone tobe
competitive anyway.

The activity of software
houses is centred on the IBM
market and this forms a catch-
mentarea for the ICL policy in
its relationship to the IBM
market-place. Although ICL
is still a company driven by
technology factors it is offer-
ing a service to other service
firms in its drive to locate and
peg down the end user.

Indeed, the ICL policy of
trapping onward sellers into
dealing with it is only credible
because of the IBM surround
policy and the general drift via
DRS to local area networks,
admittedly currently running
at the modest rate of about 3
megabits per second.

But higher and higher rates
of connection, combined with
linkages to all manner of
private branch exchanges,
will foster the image of ICL as
a network-based supplier of
general information handling
technology.

Ward stresses that the Mitel
agreement relates most per-
tinently to rather grand over-
all plans and emphasises that
there is no intention of ICL
trying to cold shoulder any
other brand of telephone and
digital switch.

He is sure that ICL has the
close attention of firms in the
retailing sector of life as well
as of administrative types
trying to edge into useful
combinations of text and data
automation.

There was not much men-
tion of the factory automation
side of things, but most of the
buzzin thissphere seemsto be
specialised in the UK.

he product marketing

side of ICL recognises
that the IBM-using industry
has become a ‘major industry
inits own right’. So at present
much of the ICL emphasis,
according to Judith Thomp-
son of [CL’s product group for

IBM users
are a ‘major
industry’ in

their own right

the IBM surround, rests in
‘establishing the credibility to
handle strategic plans based
on the practices of the IBM-
using market’.

Sheissure that the response
elicited so far from the mar-
ket-place is encouraging in
that ICL is being evaluated
afresh as a systems source in
this type of problem-solving

. course

and policy implementation.

Itis difficult to untangle the
special situations of major
sites in the UK, where the
fresh approach by ICL must
be especially welcome to
the more vanilla-flavoured
chunks of the general IBM-
using market. In this area
there is not too much belief
that IBM understands what is
best for supporting policy
needs, which are often geared
to user expectations that no
supplier is able to fulfil — at
least, not with any great
certainty.

The Content Addressable
File Store (Cafs) keeps crop-
ping up when conversations
are held throughout the UK’s
computing community, al-
though this is not the case on
the continent. However,
Ward confirms that this is
exactly the sort of technology
stimulus that warrants users
paying attention to ICL, even
ifthey basically view the world
from an IBM supplied
podium.

If the price can be fixed at
some appropriate level, the
contours of SNA look like a
positive encouragement to
dot Cafs-based products ab-
out the network, simply to
stop it blocking up with traffic
to and from its host computer
elements.

Thisis part of the contradic-
tion involved in the basic
design of SNA. At firstsight it
lookslike anincentive toleave
the outer fringes of the net-
work somewhat devoid of
independent  competence.
This happens because so
much is made dependent on
functions which are placed
‘upstream’ of terminals.

However, when the oppor-
tunities for cluster manage-
mentare examinedindepth, it
is clear that the network is
likely to improve in overall
performance if end users have
access to local processing
power, while the controllers
look after events which must
flow through the network —
of which there are many.

While ICL ponders its
opportunities, it also works
with its IBM 4300 and sets out
to chart a technically sound
for the IBM-using

market.

When ICL started to talk
about the IBM surround it
created a flurry of jokes, of
which the most typical,
perhaps, ran: ‘Why not pay a
tax to IBM for a benefit
blocked by ICL?" But the
image of getting the worst of
both worlds is rapidly fading.

British Telecom will supply
many of the main big compu-
ter links between multi-
machine IBM centres, or IBM
compatible machine centres,
and its Megastream service
may well have a management
component as time goes on.

The way this management
isarranged and exactly whatis
doneviasuchadded servicesis
important to the future health
of ICL in serving the IBM
surround market — in the
UK. On the continent the
battle for credibility will de-
pend on other alliances.
Hedley Voysey is a freelance
Jjournalist.
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Breaking out of |

the old boom

Can ICL management find waves of products to
help it ride clear of a crisis? asks Richard Sharpe

pectacular though the
Smanagcment of ICL’s

recovery has been. the
most difficult job for ICL’s
chairman and managing
director is only just begin-
ning.

Successive waves of top
management  have  put
together recovery plans. and
all, with various levels of
government assistance and
success, have pulled the com-
pany through, in one form or
another.

The job now facing Sir
Christophor Laidlaw and
Robb Wilmot is to build a
strategy releasing ICL, once
and for all, from the cycle of
boom and slump which has
been its history from the
1930s.

The crash of 1981 is only the
latest, but most severe. of the
slumps experienced by ICL
and its predecessors.

This cycle of boom and
slump is not entirely depen-
dent on the general business
cycles of the UK economy
since 1950. The UK economy

Managers
who ignore the
cycle may be
crucified by it

has experienced seven
troughs since 1950. ICL’s
profitability was at a troughin
four of the seven times. In
three of the others, ICL’s
profitability was either climb-
ing or at a peak and ready to
fall.

When the end of the life of a
main line of ICL products
does coincide with the busi-
ness cycle, the results are
dramatically clear.

Indeed. the whole compu-
ter age for British Tabulating
Machines, as it was called
until 1959, started off badly.
Its first computer, the 1201,
was launched in 1957 to be
followed by a decline in pro-
fitability of some 16 percen-
tage points as the old tabula-
tor business evaporated in the
face of the computer age.

The launch of the 1900
range of mainframes, ICL’s
staple diet before the 2900
launch. was also followed by a
similar dip, but this time, in
1964, from amuch lower base.
The 2900 launch in 1974
fuelled a three year profitabil-
ity expansion, only to be
followed by the collapse in
1981.

This analysis of ICL’s eco-

nomic history points to the
fact that the company is on a
cycle of boom and slump, that
the transfer from tabulator
technology to computer tech-
nology was a watershed in
profitability and that mana-
gers who ignore the cycle may
be crucified by it.

Philip Chappell and Christ-
opher Wilson, Laidlaw’s and
Wilmot's predecessors, suf-
fered this fate. Bolstered by
the profits from the 2900
series and reaping the rewards
of the Singer takeover, Chap-
pelland Wilson presided over
the most profitable time ICL
has had as a computer sup-
plier, only to lose their jobs
because of the most severe
slump.

They could not be blamed
for the state of the UK
economy, which hit a trough
in 1981, but they could be
blamed — and were — for
ignoring the cycle of econo-
mic history.

Just how that cycle works
can best be explained when
looking at the introduction of
a new product range, the
2900s, in the early 1970s.

The old product line must
be kept alive in the face of
competition and the general
economic climate for the re-
search and development (r
and d) of the new line to be
completed. A sudden dip in
the orders for the old product
prompts a raid on reserves
because the r and d into new
products must carry on. In
fact, the pace of develop-
ment, and therefore its costs,
should be increased to get the
new product out into the
market and earning cash as
soon as possible.

This transition is never
easy, but once accomplished,
a few years of relative growth
are almost guaranteed. The
new product earns more cash,
which can be used to develop
the new wave.

Laidlaw and Wilmot are in
such a position now. They
have the added advantage of
moving the company away
from a strategy based only on
mainframes.

Laidlaw told Computing:
‘We have the advantage of
taking a major move away
from just a mainframe
strategy. By its very nature
the business is moving away
from the data processing man-
ager.’

Wilmot constantly empha-
sises the point that ICL is now
going after distributed com-
puting business with the office

-as the single biggest element

in that. ‘Office systems will be
a different wave, even a
counter cyclical wave’, he
said.

Neither of them would say
categorically  that  their
strategy had taken ICL off the
wheel. Only IBM seems to
have achieved that, with such
a broad product range that
successive waves of products

i

The transfer from tabulator to compuer teculc-g_\ was a watershed in poﬁlahility

pull in the cash for the under-
lving r and d as well as
manufacturing investment.

Digital Equipment (DEC).
which looked set on a similar
course of avoiding the cycle,
had its wings clipped in late
1982 when orders for the
PDP11 range fell off sharply,
dropping its profit levels and
scaring the industry.

In DEC’s case a bit of
budget trimming and a short
term salary increase freeze
will probably be enough to get
the company back ontrack. In
ICL's case the remedy has to
be far sterner.

The prospects are. then, for
three or four vears of profita-
bility growth at ICL followed
by another bout of crisis. But

the history may not/
teach us enough t
stand the complex ir
of economics and th
ter industry. On tl
Laidlaw and Wil
have engineered a
which will take ICI
DEC and IBM leag
Richard Sharpe is
Computing.
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PC

The PC stays on course

is now producing 1,000 Personal Computers a month and selling them as fast asit canmake them.

1se who see ICL as a
wnch of Britishers
laying at being IBM
only have had their
ices reinforced by the
ny’s rather unimagina-
oice of name for its
al computer.

ICL Personal Compu-
certainly an accurate
tion of the beast, but as
ighty US giant had
y kidnapped the term to
'PC’ virtually a brand
ICL might have shown
>pendence by taking a
ck.

ies apart, the ICL
g — now well into its
| year — has carved out
remunerative niche for

itself, and the launch last
February of a new and more
powerful range has seen both
manufacturing volumes and
sales increase dramatically.

‘Currently we're turning
out 1,000 machines a month
fromour Kidsgrove plant, and
they're being snapped up just
as fast as we can make them,’
says Mike Warwick. ICL’s
marketing manager for the
Personal Computer. ‘The
Traderpoint  third  party
marketing scheme has now
matured and simply sucks in
products.

‘Now we can confidently
predict total sales of £50
million worldwide for the ICL
PC for our next financial year

beginning September 1983 —
up from £20 million for the
current year.’

The rise in manufacturing
volumes is even more drama-
tic. ICL shifted only 2,000
unitsduring the PC’s first year
— two months’ worth at the
present level of business.

Traderpoint is a vital ele-
ment in the PC's success.
Virtually all ICL PCs are sold
through the scheme, which
was set up early last year to
capitalise on the advantages
of third party dealers.

Although ICL’s sales
volumes may not seem very
high compared with others in
the very high volume micro
market, Warwick claims this

is a reflection of a deliberate
policy to keep the ICL PC
‘upmarket’,

‘We chose not to go for very
high volumes in what I call the
“twin floppy” market,” he
explains. ‘IBM, Apple and
Sirius  are beating one
another’s brains out in the
single user area. so we wanted
to steer well clear of it by
opting for higher value
machines with lower volume
sales.

In fact, the typical ICL PC
system costs the user about
£4,000, which provides a basic
64K bytes of memory with 5
megabytes of hard disk stor-
age and multiple vdus. And if
the user wants an entry level

smell burning?

The day your Computer
Room catches fire, is flooded,
bombed or strike-bound,
that’s the day you'll wish you
had talked to Baric about their
Disaster Standby Service.

Don't delay, it could be too
late, contact Tony Terry

Canyou

Baric for details.

& BARIC

Baric Computing Services Limited,

Forest Road, Feltham, Middlesex TW13 7EJ. Tel: 01-890 1414.
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system or ‘twin floppy’, to use
Warwick’s term, he claims
that ICL can give a better
deal: £2350 for a system
whose IBM equivalent will
cost £2,800.

The kinds of user ICL is
interested in are serious pro-
fessional and business users
— estate agents, solicitors,
and the larger end of the small
business market. ‘We're
simply not in the market for
hobby computers, scientific
machines and personal micros
for use at home,” says War-
wick.

“For us the key to sales will
increasingly be  wvertical
marketing,” he adds. "End
users see personal computers
inaconfused light. so we must
offer more and more com-
plete hardware/software solu-
tions specifically designed for
specialised professions and
businesses.’

To this end. ICL has been
attaching increasing import-
ance todevelopingits applica-
tions software and endorsing
specific applications on offer
in the ICL Software Cata-
logue.

The latest move in this
direction is the signing of a
deal with the software house
Holland Automation. the first
fruit of which is Hi-Line,
designed as a comprehensive
set of business and financial
programs for the new range of
PC.

Covering all the usual led-
gers. together withmodulesto
handle stock control, invoic-
ing. sales analysis and bill of
materials. Hi-Line is sup-
ported by both ICL and
Holland Automation. It is
available in all the main Euro-
pean languages and is there-
fore claimed by ICL as "one of
the very few truly internation-
al microcomputer business
systems’.

Further  ICL-supported
software due ‘very shortly’
includes MicroSafes, a pro-
duction control  package
which will operate under the
MPSL-BOS operating sys-
tem, and software aimed at
the retail point-of-sale mar-
ket. More esoteric systems
include a package specifically
for video stores, which was

ICL’s high
visibility
has helped
PCsales

originally developed in Au-
stralia.

Anmng the users who have
already tried Hi-Line is
Peter Richardson. finance
director with Amari World
Steel, which deals in bulk
stainless steel.

“We've had our PC for only
nine or 10 weeks and using
Hi-Line we've already man-
aged to transfer all our

accountsonto the machine. In
fact, that's the accounts for six
separate companies within
the group, and I've already
managed to produce final
figures for some of them using
the system.” he says.

Priortoitsacquisition ofthe
ICL PC, Amari operated a
completely manual system.
Richardson’s only other ex-
perience of computer usage
was 10 years ago. using
another British machine. the
now defunct Molecular 18
from BCL.

Richardson came to the
ICL PC via a consultancy,
Infologistix. Some years ago
he asked them to recommend
a machine which would be
suitable for an integrated
business system to handle
both his accounts and stock
control.

Infologistix came up with
the Rair Black Box. but
further investigation con-
vinced Richardson that this
machine and the software
which would be needed could
not provide a cost-effective
solution to his problems, and
he shelved the idea

Last November, however,
Richardson decided he would
split the applications and seek
a solution to accounting prob-
lems alone for the time being.
By this time. of course. ICL
had signed a collaborative
agreement with Rair allowing
it to manufacture and market
the Black Box as the ICL
Personal Computer.

Infologistix now
mended the PC,
added software

recom-
and the
available,

combined with the “clout” of
ICL as a very established
computer supplier, swung the
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ICL.

upmarket

Myles Hewitt investigates the PC’s track record

decision for Richardson.

He has no complaints about
his dual work station system
and is planning to add stock
control, again using Holland
Automation software. in the
near future. He also uses the
word processing package Lex-
icom from Microtrend. onée of
the wide range of packages
running under CP/M for the
PC listed in the ICL Software
Catalogue.

John Ross of Braintree-
based Infologistix says he
recommended the ICL PC
because it offers very good
value for money for abusiness
which requires hard disk stor-
age in small amounts.

‘The ICL PCis still cheaper
than most when it comes to
hard disks. and I recommend
hard disk systems to most
businessusers because of their
speed and reliability advan-
tages. says Ross. ‘I would
only recommend a floppy-
based system where a user
really did want to cut corners
in terms of price.

‘I am also impressed with
ICL’s multi-user capabilities.
although I'msceptical aboutit
once it goes over four users.
But as a two or three user
system. it performs very well.”

Amari’scase providessome
evidence that ICL’s high pub-
lic visibility as a long estab-
lished computer supplier can
help it gain sales.

‘It’s clear that many users
chose ICL because of a predis-
position in favour of the large
computer manufacturers.’ ex-
plains Roger Leach of Patrick
and Leach. a microcomputer
dealer selling the ICL PC
under  the  Traderpoint
scheme. “Although those in

the computer industry are
very familiar with names like
Commodore or Apple, many
lay people know very little
about them and feel more
comfortable with a bigger and
longer established supplier.

‘In fact, one of the main
reasons we chose to sell the
ICL PC was the fact that we
could exploit ICL’s large cus-
tomer base.

“We're also impressed with
ICL’s marketing strategy. It
seems to have succeeded in

16-bit
upgrade kits
will shortly
be available

“squaring the circle”. under-
standing the need to market
the PC through third party
dealers like ourselves. while
providing us with links to the
direct sales force handling the
higher level systems. such as
the DRS range.’

DRS is ICL's range of
distributed intelligence sys-
tems, and the fact that this is
also  available through
Traderpoint  dealers  is
another piece of bait to entice
dealers into ICL’s bed.

Leach also says that the fact
that the ICL PC is a version of
the Rair Black Box is another
point in ICL’s favour since it
allows them to offer a ‘proven
piece of equipment which has
been on the market for a
number of vears’ for which a
very wide range of standard
applications is available.

But the fact that the hard-
ware is well established has

also led to criticism from the
‘state-of-the-art” enthusiasts
that as an 8-bit machine the
ICL PC is a little ‘old hat’ in
comparison with 16-bit offer-
ings such as the IBM PC and
the Sirius.

Warwick rejects this as
insignificant in terms of mak-
ing sales, claiming that the
ICL PC will run applications
four or five times faster than
the comparable systems
offered by IBM. DEC and
Victor, which supplies the
Sirius.

Even so, ICL is keeping
itself covered by offering 16-
bit upgrade kits from Septem-
ber or October, moving into
volume production of 16-bit
systems from November, in-
itially running under CP/M-86
and MP/M-86.

For most users, however,
arguments over the respective
virtues of 8- or 16-bit systems
are irrelevant. "The users are
interested in complete ready-
to-use systems which match
their business requirements.’
says Leach.

*At the moment most ap-
plications software is avail-
able for 8-bit machines. But
it's a “chicken and egg” situa-
tion, and the presence of
16-bit systems will lead to
more applications being writ-
ten for them. And ICL’s
16-bit upgrade kits and sys-
tems will allow us to take
advantage of that market.’

Richardson puts the user’s
point of view more succinetly:
‘Whether a system’s 8- or
16-bit is totally irrelevant —
the ICL PC did the job. and
that’s why we bought it.”
Myles Hewitr is a freelance
Journalist.

. PC volumes and sales rose dramatically this year

If you want
to talk to each other
talk to us first

To get the best out of distributed processing
technology, you need the total service
Transaction Point can give you.

As independent specialists in ICL computing
systems, we offer a complete design and
consultancy service and bespoke programming
on everything from mainframe TP to fully
distributed systems based on ICL’s newest
communications technology.

We are official ICL Traderpoint dealers so you
can rely on us for all your hardware too. Come
and talk to us. It's the first step to better
communications.

Transaction Point Limited
Stuart House 43/47 Crown Street Reading RG1 28N
Telephone: (0734) 866276

iCL

Traderpoint Dealer

Say the word
andwe’lldoit all

Word Point is word processing.

We are the company that cover every aspect
from bureau services to consultancy, provided by
staff with a unique depth of experience.

We can design, supply and install complete
ICL word processing systems. We can provide
you with operators or train your staff.
Through our parent company, Transaction Point
we have the technical expertise to give you the
intercommunicating systems
you need to expand and develop.

You have our word for it.

Word Point Limited
Stuart House
43/47 Crown Street
Reading RG1 2SN
Telephone: (0734) 752505

%

A Company of the Transaction Point Group
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A flexible micro system

he fastest growing sales
I for ICL now come from
the DRS 20 family of
multiple  microcomputers,
with one major systems house
likening the machine to the
distributed processing en-
gines with which Digital
Equipment (DEC) and Data
General (DG) virtually cre-
ated new markets.

Qver 50,000 of the diverse
DRS 20 range have now been
sold, according to Roger Hill,
head of the marketing and
product development team
which is trying to carve out
new markets for ICL.

Earlycriticisms of DR5 20’s
potential have been laid to
rest, Hill reckons. He believes
that the machine’s concept
gives it far wider application

Early criticisms of ICL’s
DRS 20 family of multiple
microcomputers have been
laid to rest, the company
believes, and the range has
become its fastest growing
source of sales. Paul
Walton looks at the range’s
apabilities and specifications
and suggests some of the
question marks that still
hang over its future

than merely being a replace-
ment for [CL’s old 1500 series
intelligent terminals.

‘We believe that we are not
only selling to existing users of
our own equipment, but
breaking new ground into
what may be called “office
systems™, and also into the
traditional areas of distri-
buted data processing.

‘We would estimate that
around a quarter of the pre-
sent units being shipped are
shipped  into non-ICL
accounts or new business
areas,” Hill said.

Russ Austin, sales manager
of one of the largest DRS 20
systems houses, Team Com-
puter Services of Leicester.
believes that the machine can
take on ‘DEC, DG, Systime,

Third Party
Maintenance
Service for ICL
2903 and 2904
Series Machines

> are specialists in maintaining ICL 2903 and 2904
ries Machines and our comprehensive contract
intenance services are available throughout the UK.

In addition we can provide upgrades and
hancements and advise on all the necessary technical
pects associated with their installation.

Itis because we provide an efficient, reliable and cost
ective service that more and more ICL users are joining
r list of customers.

So if your 2903/2904 is to be moved, upgraded,
wngraded or just kept the way it is, we have good news
you.

TELEPHONE US TODAY — YOU'LL BE
GLAD YOU CAME TO THE BEST!

COMPUTER ENGINEERING

Tel: Monmouth (0600) 4611.

IF IT COMES TO THE WORST
YOU’LL BE GLAD YOU WENT
TO THE BEST

Mills /Associates Lid

Head Office: Wonastow Road, Monmouth NP5 4YE
Telex: 498306.

@ MILLS CENTRE

most of those distributed pro-
cessing firms’.

Teamis adedicated DRS 20
applications software produc-
er, something which was bad-
ly needed. Austin claims that
he has sold DRS 20 configura-
tions into ‘almost every kind
of site you could imagine, with
the potential to run almost
any application’.

Sowhatis DRS 20?7 A multi
micro?

Hill defines what he de-
scribes as this ‘unique pro-
duct’ as having ‘specifically

designed processor
architecture with specifically
designed processors  dedi-

cated to filing, communica-
tions, work station manage-
ment and application proces-
sing’.

These so-called function
processors are Intel 8085 8-bit
chips at present. although Hill
adds that special DRS 20s can
be 16-bit (by using the Intel
8086).

Function processors which
can be easily swopped are the
basis for DRS’s upgrade
potential, with the added
flexibility of mixing-and-

matching in which function
processors are used, or ex-
tended. Different DRS 20
models refer to the presence
or absence of a particular |

function processor.

But Hill adds that DRS 20 is
more than just the hardware
or its architecture: ‘Its distri-
buted operating system,
DRX, is equally sophisticated
— supporting virtual filing
and applications across local
area networks, concurrent
communications to multiple
information  sources, in-
formation servers and a high
resilience to underlying tech-
nological changes resulting
from the use of 8- and 16-bit
micros in each work station.’

In other words, the DRX
operating system pulls each of
the function  processors
together in a collaborating
network, communicating via
a high speed link inside each
DRS 20, orviaalocal or wider
area network on the outside.

A DRS 20 local area net-
work can link up to 16
machines, and Hill added that
ICL has several hundred of
these installed and working.

Austin said that Team does
notsell DRS 20 as a micro, but
rather as ‘aseries of micros, or
networked system’. He added
that the product is ‘not uni-
que, so much as unusual,
being similar in concept at
least to a number of net-
workedcableand pluginwork
station systems, of which

A DRS 20 local area network can link up to 16 machines. ICL has
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Wang's Wangnet is probably
the leading example’.

ICL will make DRS 20
capable of connection to the
rest of its range by way of the
so-called Open Systems local
area network, or Osilan. It
recently opened up fast access
to its mainframes, but Osilan
is still at the test stage, and
there is currently no firm
policy about who will be
selling this all important con-
nectivity.

Austin said that while Osi-
lan — really a series of
communications protocols —
isin the ICL price book, and is
being sold on test by the sales
force, no systems house that
he knows has bought one or
sold it on yet.

‘There aren’ta great deal of
comms protocols around yet
for DRS 20, but I expect that
they will be developed in the
not too distant future. We
wouldn’t write all our own,
but buy them off the shelf, to
match the competitive situa-
tion,” he said.

Hill said that ICL’s prime
aim with DRS 20 is for ‘a
major pushintothe integrated
office systems market, of
which the DRS 8850 docu-
ment storage system isa part’,
ICL will need systems houses
like Team very badly to do

more than just turn over the
existing ICL user base.

Hill claimed that he was
very pleased with the way
DRS 20 sales were going
‘inasmuch as our forecast
achievement for our present
year is in the order of a
two-fold increase over the
business achieved (last year)’.
But according to a detailed
breakdown of ICL sales fi-
gures revealed earlier this
year (Computing, February
3), some of its distributed
systems must be doing badly.

Distributed processing was
nearly 18% down on budget.
for ICL’s first quarter of this
year, with break-even hang-
ing on success of ICL’s main-
frame sales.

If the DRS 20 range is doing
so well, the System 25 or
ME29 systems must be sag-
ging. £

Austin said that ICL has
fulfilled all the promises
which it made for DRS 20, in
the space of 18 months. But
money to fund additional
development must be running
short.asthe System 25is given
a tactical boost, and ME29
also eats up cash with the
development of its Distri-
buted Mainframe/l  suc-
Cessor.

If ICL sales now hang on

Chiris Bell

several hundred of these installed and working

mainframes, in a year’s time
they could equally hang on the
success or failure of DRS 20.

Austin said: *“We are very
happy with DRS 20's release
six of the DRX operating
system. ICL has fulfilled all
the promises, and from now
on it will be adding enhance-
ments and more utilities, we
hope.’

But there are still some
significant questions which
ICL has not yet answered.
They relate to the fine tuning
of what appears to be a
winning idea. to maximise
sales.

ICL’s own library of utili-
ties and applications for DRS
20isstill pitifully small. a point
which Team has raised with
Hill. He said that the product

will be developedcontinually,
but he gave no details of how,
or when.

Hill stated: ‘ICL has re-
leased application packages
which cover new business
application areas to handle
payroll, personnel manage-
ment, business planning,
budget planning together with
a program generator pack-
age.” And of course people
will always want more.

The DRX operating system
can run CP/M applications by
taking control of that operat-
ing system, but there are no
plans to add what is fast
becoming the distributed pro-
cessing world’s de facto oper-
ating system — Unix. Hill
would not comment on plans
to add the CP/M multipro-

cessor competitor, MSDOS,
to DRS 20 either.

And the overlap in power,
capacity and application of
DRS 20 systems and System
25 is still unclear.

But Hill does not agree:
‘ICL does not believe that
there is a function overlap
between DRS and System 25.

“The System 25 is clearly
targeted and packaged as a
complete business solution.
The DRS 20 product is
targeted specifically at de-
partmental level, to support
management in its need for
increased information.

‘The flexibility of the DRS
20 enables the product to be
used as a working tool by not
only the casual user. but also
the professional,” he said.

“becomes ICL mainstay

And of course, DRS
beginas aone termina
forunder £3,000 —so:
System 25 could newve

Perhaps the singl
important feature of t
20 family is the fact th
shell which ICL cla
and will be easily dew

Hill said: ‘There
redundancy built 0
system which would
date its use for an in
period, the architectu
sympathetic to techn
change.’

In other words, 1C|
that the skyisthe limit
agreed, and Team is s
a lot of money in wri
applications to fuel sa
Paul Walton is a f
Journalist.

that of the increasing ba-
cklog of applications that
need to be developed. In
many cases this is made
worse by applications
that have become out of
date and urgently need re-
developing.
Telecomputing  firmly
believe that the way to
reduce this applications
backlog is 1o produce
system  software thart
reduces the amount of
COBOL code that needs
to be written and tested.

task.

be very significant.

package.

using our software to make it easier to communicate
with their mainframe equipment.

TPS, the leading transaction processing system for
ICL machines, has enabled these users to produce
efficient online systems on time and on cost.

An important problem that faces many data pro-
cessing departments, not onlv in the ICL world, is

YOU’LL FIND TALKING

TO ICL EASIER IF YOU
LISTEN TO US

Over 400 ICL installations around the world are

If vou are looking for a package it is likely you
talked to at least one of the software houses i
table. All of these companies provide a TPS |
online version of their packages.

The main reasons they have chosen TPS are {
for its portability across all ICL’s mainframe oper
systems, and secondly for the speed at which apj

tions can be developed.

So, if you are dev
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TPS has been continuously developed over the past
nine years. Most of this development effort has been
channelled into producing features to eliminate the
necessity for writing complex COBOL code in areas
where system software can more efficiently handle the

The resultant savings in development timescales
compared to other transaction processing systems can

The other solution to the problem of reducing the
applications backlog is, of course, to implement a

Presentations Dates:

September 12th London (TPS/VM)
16th Manchester (TPS/VM)
20th Bristol (TPS)
22nd Leeds (TPS)
29th London (TPS)

Telecomputing Ltd
Seacourt Tower

West Way

OXFORD
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Telephone (0865) 776688
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Manchester follows the tale of the complicated genesis of ICL’s new-style VME operating system

e decision made by
CLintheearly 1970sto
mbark on a course
=d to the creation of a
chine, the 2900, and a
erating system to go
still poses problems for
wfacturer and its cus-

it chose to build a new
¢ was the least of its
ns — the real difficul-
ne from the develop-
1d implementation of
rating systems.

years on, ICL is still
he point of ‘declaring’
of the diverse oper-
stems, emulators and
» are to be combined
oherent whole, to be
simply as VME. Some
y that this was long

so often the case with
e development, the
erating systems grew
spontancously out of
sers needed and what
pedient for the sup-

re-unification of all of
900 operating systems
ingle entity is really a
o the original concepts
vn by the 2900 design
the early 1970s.

> words of Brian War-
f ICL’s product de-
ent group, those de-
:ntions were: “To chal-
1e boundaries and di-
ies which had grown
d that mythical entity
perating system”; to
se the concept of a
init capable of satis-
e diverse needs of all

nginthe ICL Technic-
nal (Vol 2, Issue 2).
/s attempts to identify
w that VME/B, in
ar, set out to meet
1allenges.
fect, he is describing
M approach to oper-
system building as
ly embodied in OS/
| subsequently MVS.
oys goes on to define
b as ‘not just a product
nified set of systems
s, design rules and
s’
mentatorsoutside ICL
tsokind. Inits heyday
, was defined, perhaps
curately, as ‘the oper-
stem that does every-
- and nothing else’.
cally, in attempting to
e challenge embodied
operating systems of
e, [CL fell prey to the
oblems that IBM had
ncountered 10 years

/B was too big and too
hensive for the less
us end of ICL's cus-
ase and, furthermore,
red no convenient
from ICL's previous
ion of operating soft-
— the 1900-based
systems.
e same way that [BM
develop a smaller,
1 down wersion of its
| idea in the form of
[CL had to satisfy its
customers withastrip-
vn version of VME/B:
ated VME/K.
e same time it also had
de the migration tools

for bringing its old 1900 cus-
tomer base into the 1970s with
what it called Direct Machine
Environment (DME).

So, right from the begin-
ning, ICL’s software develop-
ment talents were stretched
across three fronts: the origin-
al VME/B development, the
stopgap VME/K develop-

DME has
been a
thorn in
ICL’s side

ment and the
DME.

While this was not an unten-
able situation, it came pretty
close. DME, particularly, has
been a thorn in ICL’s side.
The concept of emulating an
outdated machine (whether it
be the 1900, System 4 or 2903)
on a new one does not help to
give a manufacturer credi-
bility on the market-place.

ICL had taken the gamble
that its users were ready for a
new generation of computers
when, in fact, much like IBM
users who were not given the
choice. all they really wanted
was more of the same, faster
and cheaper.

DME filled that gap by
enabling ICL’s established
user base to continue with
whatever folly they had

migratory

ICL 2903 users have already been given the migratory

chosen years before. System 4
users could still pretend they
had a System4, even thoughit
might say 2900 on the orange
box. George 3users could still
stick with George 3. and the
upwardly mobile 2903 users
could still pretend to hold
onto their roots.

The need persists even to-
day and the latest move,
which effectively turns every-
thing on its head, is to con-
tinue with the philosophy of
being all things to all users.

The change is that now
DME becomes merely a com-
ponent of the broader concept
of VME.

VME/K, by the way, fell
from grace in 1981 — very
quickly after the change in
management which brought
Robb Wilmot into the hot
seat. [twasa good decision for
ICL, as the pathetically small
number of users of VME/K
just did not justify its con-
tinued development. Anindi-
cation of the size of the
VME/K communityinthe late
1970s comes from the fact that
the chairman of the VME/K
user group did not actually
have the system in operation
— he was just thinking about
it!

The only identifiable group
of VME/K users consisted of a
handful of universities who
found succour in an indepen-
dent development by Edin-
burgh University more suited

to their needs — the Emas

package.
VME/K users that stuck
with ICL were quickly

absorbed into the larger com-
munity of VME 2900 — or
VME/B-E, as it had been
called previously.

This still left the knotty
problem of the large number
of DME users who steadfastly
hungonto the past: either they
could not afford, or just did
not want, to make the tran-
sition to VME. Now ICL has
effectively brought them into
line by placing DME regimes
subordinate to VME.

This process began in 1980
when ICL announcedits Con-
current Machine Enwviron-
ment (CME). which enabled
both VME and DME regimes
to operate at the same time on
the same machine.

The logistics of having two
radically different operating
systems sharing the same ma-
chine were achieved through
use of microcode—oneset for
making a 2900 look like a 2000
and another set for making it
look like something else
(usually a 1900). It is, inci-
dentally, a testimony to the
neatness of the 2900 design
that this was even possible.

A hint of what was to come
could be found in the old
VME/K operating system.
One component on the cards
for VME/K users was some-
thing called VME/K Meep.

DME, which now becomes just a component of the new VME

Overdue unity for
operating systems

The Meep probably stands
for Machine Emulation En-
vironment Product or some-
thing similar (the product
never received official re-
lease). In essence it would
have allowed VME/K usersto
run a DME-style operation
underneath VME/K.

The new-style VME allows

Users will
have no choice
but to buy
the new VME

exactly that, but it has some-
what disconcerting impli-
cations for ICL users. In
effect, it means that they will
have to buy VME whether
they want it or not.

ICL can justify this with
promises of greater function-
ality for DME users operating
under VME because it has
radically altered the way
things work. All the stuff that
previously sat in microcode
for running a DME regime on
a 2900 has been shifted into
the software itself. At the
same time more of VME itself
has been dropped into micro-
code to give better perform-
ance.

Under the VME regime.
DME will be able to access a
whole range of facilities pre-
viously not available to it.

The overall objective, as
ICL puts it, is: ‘To make
available the functionality of
VME and new technology for
networking, programmer
productivity, decision sup-
port and office use, but to
allow existing customer work
to continue to work without
unnecessary  and  costly
changes.” All things to all
users, in other words.

In essence, the overall
objective has changed little
since the first days of the 2900
when [CL realised belatedly
that its users were not going to
fork outalarge conversion fee
to move from 1900 or System 4
to 2900. And that is to unleash
the power of the 2900 hard-
ware to whatever style of user
requires it.

ICL goes even further in
saying that the new-style
VME and the 2900 hardware
is ‘today a suitable environ-
ment for hosting fifth gener-
ation developments’.

Part of the fifth generation
ideal is a ‘machine’ flexible
enough to offer many diffe-
rent styles of operati
environment, suitably pack-
aged to meet a particular
need. Using the virtual ma-
chine concept as it was origin-
ally envisaged— asameans of
creating a conceptual ma-
chine to the user’s speci-
fication — VME promises to
provide "alibrary of interfaces
at all levels which operating
regimes can call on as
needed’.

And there is no reason why
those operating regimes
should necessarily be con-
fined to what [CL is currently
offering or may offer.

The ‘library of interfaces’
can just as easily be used by,
say, Unix or even an MVS-
style operating system. It
should be noted that this is
merely an intellectual specu-
lation, however, with no hard
evidence to support it.

Of course, just because it
can be done does not mean
that it will be done. It is fairly
common knowledge that a
DME/370 which enables a
2900 to look like an IBM
machine has been in existence
for some years, although nev-
er exploited commercially.

ICL. quite rightly, held
back from introducing vet
another operating system.

But the new-style VME
would seem to offer greater
potential for such ventures,
and if ICL’s claims about the’
transparency of VME to its
subordinate regimes are to be
believed, then the possibility
of a VME/Unix or even a
VME/Ada Support Environ-
ment (Apse) cannot be ruled
out.

In theory, at least, ICL
seems to have brought to-
gether the disparate threads
of its 2900 operating systems
at last.

Unfortunately, it is a little
late for those ICL customers
that tired of the-unfulfilled
promises of the past and went
off to the comfortable world
of DOS/VSE or MVS where
they could be assured that
nothing radical would ever
happen.

Phil Manchester is a freelance
Journalist.
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THIRD PAI

Independent
houses seek
acloser role

ICL’s integrity in deals with third party suppliers is
undoubted, but it needs to demonstrate a stronger
commitment to total systems support to restore
confidence in the UK industry, says David Casey

vmbiosis is a phe-
Slmmelmn not confined

to biology. The principle
of two entities being depen-
dent on each other for their
existence underlies the cur-
rent ICL product marketing
strategy and its relations with
software houses.

It would underestimate
ICL’s potential as a manufac-
turer and distributor of hard-
ware to claim that it could not
survive without the help of
independent systems houses.
If the company is to retain any
credibility as a “total systems’
supplier, however, third party
involvementwill play acrucial
role.

Without devoting an un-
warranted proportion of its
resources devising software
for a spectrum of vertical
markets, ICL must be in a
position to offer users a total
system solution. Providing
hardware from 8-bit Person-
als to the Atlasisone element
of the strategy: this range
must be supported by operat-
ing systems which are con-
stantly evolving to meet the
demands of application spe-
cialists.

Whether the vehicle for
selling the software compo-
nent of the ‘package’ is the
Traderpoint scheme or refer-
rals to third party suppliers, is
of little consequence. It is
rather more important that a
potential user is presented
with a coherent image of a
company and its suppliers, all
sharing the single objective of
total system support. After
the traumas of the late 1970s,
the market-place needs to
re-establish confidence in
British computer manufac-
turing.

Whatever the criticisms of
ICL and its approach to the
market may be, the com-
pany's integrity in its dealings
with independent suppliers
has never been in doubt.

Geoff Chaplin, marketing
director at Safe Computing,
has had extensive experience
of ICL for more than a
decade. As a systems house
developing  software  for
manufacturing, Safe was
ideally placed to support
ICL’s penetration of that

sector of the market.

Chaplin was enthusiastic
about the relationship which
had evolved. ‘As a direct
result of ICL’s marketing, we
are selling a product to more
than 30 companies. ICL has
helped us to expand that
system and keep it in the
market-place. It is the most
honourable company one
could ever imagine.’

A similar vote of confi-
dence was expressed by
Systemsolve sales director Pe-
ter Wemyss. But as a supplier
providing solutions on CTL.

ICL leases its
documentation
instead of
selling 1t

Data General and Hewlett
Packard alongside its ICL
business. he was able to iden-
tify weaknesses which had
existed in the relationship.
‘ICL would stand a far better
chance of increasing sales if it
embraced the software indus-
try more closely. and used
companies like ourselves to
sell the ICL solution,” he
claimed.

Wemyss cited the case of a
Systemsolve customer who
had suggested a 60 terminal
installation based on an
ME29. ‘Given the response
required—which was nothing
exceptional — we proposed
Data General. It was viable,
but more importantly, a simi-
lar configuration could be
demonstrated to work.”’

As an independent systems
house, the Systemsolve team
was free to implement that
solution — a view not totally
shared, it appeared, by ICL.

‘Wemvyss took up the story:
‘seeing the loss of an
existing customer, ICL main-
tained that we should join
forces with it at the eleventh
hour — providing a system
that we believed could not
work. Its problem is that it
continues with a customer
under its own steam and only
when all possibilities are ex-
hausted will it go out to the
software industry.’

Wemyss has already wit-
nessed a shift in the ap-
proach by ICL. When the
Blue Circle Group placed its
order for seven pairs of ME2Y
machines, the hardware con-
tract went direct to ICL., with
Systemsolve on the same *par-
ty ticket’ to supply the soft-
ware. “The ICL team realised
at the outset that they could
notdo it on their own, so they
approached us. While we
could have proposed alterna-
tive hardware, the ICL solu-
tion does exactly what the
customer is looking for.”

he fact that ICL is pre-

pared to work more close-
ly with outside suppliers has
been welcomed by mainte-
nance companies handlingthe
supplier’s kit. In terms of
support provided to these
independent operators, ICL
has traditionally fallen far
short of the standards set by
IBM and DEC.

Documentaion, for exam-
ple, is not sold but leased — a
bone of contention to David
Travers, who directs opera-
tions at Data Processing Cus-
tomer Engineering (DPCE).

He sces the ICL policy as a
legacy from the time when
there were no independents
prepared to challenge the
manufacturer. It has serious
consequences today, how-
ever. ‘No two machines are
identical after engineering
changes. Maintaining up-to-
date logical documentation is
therefore imperative if the
system is to retain its value.

“There is no problem if ICL
continues to maintain the
system, but there would be
major difficulties for an inde-
pendent company.’

DPCE has overcome the
second hurdle set to baulk an
entrepreneurial spirit. ICL
does not supply diagnostics,
forcing the maintenance com-
pany to invest heavily in its
own development of such a
system. “This is a major prob-
lem which ICL still has to
address.” in David Travers’
opinion.

He states: "All other sup-
pliers of this calibre will pro-
vide diagnostics to indepen-
dent maintenance com-
panies. and even the end user.

Itwould give the customer the
chance to decide whether he
wanted ICL to look after his
kit — or go outside.”

One of the first indepen-
dent maintenance groups in
the ICL arena was Mills
Associates. The company’s
engineering sales manager.
John Chapman, talks of a
‘long and chequered history’
with  the  manufacturer,
stretching back over 12 years
to when Mills was predomi-
nantly a burcau. ‘ICL was
opposed to third party de-
velopments of any kind. but

Opposition to
third party
suppliers has
relaxed

we had a vested interest in
persevering. The obstacles
placed in the way of the
independents by ICL have
kept many maintenance com-
panies out of the market.’

Chapman hasseen a relaxa-
tion of opposition to third
party suppliers during the past
three years, to the extent that
Mills has established a satis-
factory working relationship.
Totally independent of ICL,
the company buys spare parts
from the original manufactur-
ers, and re-cyclessystem com-
ponents wherever appropri-
ate.

In only one area was ICL
co-operation a reguirement.

Systemsolve’s Peter Wemyss: ‘ICL needs to embrace the software industry more close

Chapman and his colleagues
accepted that interrogating
the 2900 microcode would
present a problem: a contract
was negotiated with ICL for
the supplier to provide what-
ever services became neces-
hilf_\'.

Like Chapman. Travers
of DPCE sees the inde-
pendent maintenance com-
panies improving the accept-
ance of [CL as a manufactur-
er. “Vendors who have be-
come receptive to the idea
have maintained the second-
hand market value of their
computers. Relative to IBM,
forexample, ICL has not been
performing well.’

Important though the
maintenance policy of a sup-
plier may be to the useful life
of a product, system software
has a more insidious influence
on the market. Operating
systems which do not permit
the smooth transfer of ap-
plications programs serve
only to increase the cost of
software development. Ex-
tensive coding may be re-
quired to take account of
constraints built into one or
more of the operating sys-
tems.

With the ICL policy of
dedicating operating systems
to specific ranges of hard-
ware, how does the company
match up to the develop-
ers’requirements? Wemyss at
Systemsolve sees opportuni-
ties for improvement. ‘Many
software companies have pro-
fited from ICL’s inability to

come up with the
ducts in the past. W
independents were
improve the basic IC
software,  the
appeared reluctan
corporate those in
range.’

Current ICL oper
tems attract more n
ticism from softwar

The ability to *fine
ICL operating syster
ticular application
ments is severely res
factor which could a
ware design. Sys
project manager Col
contends that whil
prepared to listen v
tions from softwarc
the company is less
take them up.

‘We  could cert
more entrepreneur
knew they would sy
he claims.

For a company
bound as ICL, the |
years have been tra
more than a purely
sense. Therole tobe
third party supplier
recognised: even
dent maintenance
from beyond the p
with the streamlini)
tem software produ
providing a mo
effective way of d
‘big-systems’ applic

ICL's commitme
industry has a long v
however.

David Casey is a
journalist.
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)p for a personal service

sche Cars GB’s foresight in its approach to computmg has led to rising sales, says KevinTownsend

rsche is a small com-
any with a big name.
ts cars are not for the
market, but for the
ual: for the person who
more than just a
d of getting from A to
f-evident though this
em. it is nevertheless
remembering about a
ny that likes to think of
semploying individuals
and look after cars for
ividual.
Il companies do not
vig computers. Very
hev make do with, or
the most of, what is
le. To a certain extent
what happens at Por-
Cars Great Britain
), although the com-
s currently upgrading
he ICL System 10 to
stem 25s.
ughout its computing
. however, PCGB has
remarkable foresight
1all company: in going
1 to online real time
ing in the early '70s,
mple, and in persuad-
German Porsche fac-
accept direct telecom-
tions input instead of
nched card warranty
it had previously de-
d

réﬂl history of Porsche

in the UK goes back to the
early "50s, and to AFN, :
company better known simp-
ly as Fraser Nash.

AFN had been a motor
dealer since before the war,
but during the "50s it began to
expand and to import Porsche
cars. Gradually. the Porsche
element became more and
more important. At the same
time. Porsche in Germany
wanted its own name associ-
ated with its UK dealer, and
this led to the formation of
Porsche Cars Great Britain in
the mid-1960s.

AFN continues to exist and
to operate separately from
PCGB, although the Porsche
factory has a 60% stake in
both companies, and the
corporate structure is com-
mon to both: Alan Smith, for
example, is chief accountant
and dp manager for both
PCGB and AFN.

It was in the early "70s that
Smith began to look at com-
puters. When you sell a car
that costs a minimum of
£9,000, and can cost up to
£28.000, you are expected to
provide a service to match the
price tag. Today, this can only
mean computers.

PCGB holds a range of
more than 10,000 spare parts
at its Reading headquarters,

Dp manager/chief accountant Alan Smith has concentrated on developing software in-house

atavalue that already exceeds
£1 million. A sophisticated
stock control system was an
obvious priority. “We looked
at IBM’s System 3.° said
Smith, ‘but decided that it was
basically a batch system and

With over 120 sites thfouQ
this user-friendly software is fi
2903/4/5 ME29 and 2

y supported on
O0DME.

For full details mail the coupon or call

Zenthor Systems Ltd. Tel: Oxted 6200
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1thor Systems Ltd., 5 Chalkpit Lane, Oxted, Surrey.
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not what we wanted. The
partition slicing of the Singer
10 was much more attractive.’

Thus it was that the first
System 10 was installed in
1975, shortly followed by two
more. Today, two of these are
with PCGB in their new
Reading offices, and one 35
miles away with AFN at
Isleworth. A 2400 baud mod-
em link connects the two sites.

The current upgrade is
from the 10s to new 23s. one of
which is at Reading and the
otherat Isleworth. AFNisstill
expanding in its own right,
and is opening a new base at
Guildford. When the conver-
sion to 25s is complete. one of
Reading’s System 10s will
eventually be transferred to
the new site.

Meanwhile, Smith has vi-
sions of linking all his nearly
30 dealers throughout the
country.

This is one area where the
Porsche acknowledgement of
the individual becomes appa-
rent: Smith is aware of the
advantages of everybody
standardising on compatible
ICL equipment, but he is also
aware of the current question-
mark over the future of the 235
and the possible wish of his
dealers to use alternative
equipment. “We are recom-
mending that our dealers buy
ICL System 23s,” he said, ‘but
Idonotexpectthemall to take
itup. If our dealersdobuy 255,
then what we can offer is a lot
of software and a lot of
expertise.” Smith has always
concentrated on developing
his own in-house software
in a high-level language.
‘Assembler takes too long,
and packages are never quite
right,” he claims.

One of the most surprising
features of PCGB’s com-
puterisation is an almost total
lack of hysteria. Smith admits
to all the standard problems:

‘a weak initial specification;
too much freedom given to
the user departments, who
were allowed to continue to
vary their requirements; pre-
mature implementation lead-
ing to well over 1,000 post-
implementation amend-
ments.”

The biggest surprise of all,
however, has been the un-
challenged introduction of a
weekly employee efficiency
report. “We don’t use this to
nail our staff to the wall,” says
Smith. But even so, his must
be one of the few companiesin
the country where such an
undisguised staff productivity
monitor has been accepted

Word
processing
has been a

great success

without a declaration of all-
out war between men and
management.

‘The reason is simple.” he
says. ‘Ourstaff believe us. We
pay above average wages for
above average staff. We don't
employ automata. We can
compare individual produc-
tivity against standard times
and discover., not who's slack-
ing, but who needs extra
training or help and in which
areas.’

One of the great successes
of PCGB's computers has
been the introduction of word
processing. Smith decided not
to opt for aseparate dedicated
word processor since most of
the information required was
already held on the existing
system. A word processor
would not save work, but
would create it by demanding
significant and unnecessary
re-keying between the two
systems.

:

Instead, Smith opted for a
combination of ICL software
and in-house development,
together with the purchase of
a Qume daisywheel printer
for quality output.

The system was first de-
veloped for the Motor Show
of 1980. The company de-
cided that every visitor who
was a conceivable customer
would receive a follow-up
letter. But, true to form, it
would be a letter and not a
circular: and an individual
letter and not a ‘Dear Sir or
Madam’.

Animportant feature of the
system was a table of saluta-
tions that could convert, for
example, ‘John Smith Esq’
from the top of the letter to
‘Dear Mr Smith’ at the saluta-
tion. This. coupled with the
mammoth task undertaken by
the managing director to sign
each letter personally, cre-
ated truly individual letters.
‘We never failed to get the
letters out on time, so people
received them straightaway
after the show,” said Smith.
‘Some were so impressed by
such service that they placed
firm orders for our cars there
and then!’

Since that introduction, the
word processing element has
been expanded considerably.
Internally, items such as staff
contracts of employment can
be generated automatically
from the personnel file.
Externally, the company is
able to keep in closer and
more personal touch with its
existing car owners. It can
undertake surveys to see how
drivers feel about their cars
and service; it can perform
selective mailings to invite
owners to showroom parties
(onarotational basis, toavoid
pestering individuals too
often); and it can approach
new prospects with an invita-
tion to ‘test drive a Porsche’.

‘We know,” says Smith.
‘that our sales have risen since
the introduction of this
system.’

Throughout its computing,
Porsche Cars Great Britain
has paid scant regard to
tradition. Its dp manager dou-
bles as its chief accountant.
This much is not unusual.

But the first computer ar-
rived nearly adecade ago, and
accounts, payroll and finan-
cial modelling have still not
been installed. ‘Accounts
may be dear to my heart.” said
Smith, ‘but I have a duty to
satisfy my users first with the
resources at my command,’
And this is certainly unusual
— if not from a dp manager,
quite definitely from a chief
accountant.

Smith has in fact, just
purchasedan ICL PC2 to look
at his own applications. “With
a 256 Kbyte memory, the PC
is nearly as big as System 10s,
and even one of the 255" he
commented.

Kevin Townsend is a freelance
Journalist.
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endors stage
clean fight

with menders

ICL is taking a ‘correct but competitive’ stance
to third party maintenance, says Tony Durham

CLis giving active support
Im independent UK com-

panies which claim to
undercut the manufacturer’s
own maintenance prices byup
to 30%.

With one important excep-
tion, third party maintenance
companies claim that their
troubles with ICL are past.
The independent maintainers
lay claim to satisfactory or
even cosy relationships with
the big manufacturer; ICL’s
OWn posture is now, as it was
before, one of ‘correct but
competitive’ behaviour to-
wards the independents.

‘While we will adopt a
commercially fair attitude to
them. we do regard them as
competitors,’ said Mike Fox.
ICL’s business manager for
customer services. ‘It's slight-
ly different from a software
house situation where some-
one is bringing something to
the product which assists the
sale.’ *

ICL sells the independents
spares, leases themitsinternal
maintenance manuals, and
controls its chagrin when an
independent maintainer
poachesnotonly the customer
but the site engineer. Where
ICL draws the line is at letting
others use its diagnostic soft-
ware. “An enormous invest-
ment is made in the develop-
ment of the software.” said
Fox. ‘The intention when we
made that investment is that
we are seeking to recover it
through maintenance re-
venues.'

One complaint of the inde-
pendents is that ICL quoted
unreasonably long delivery
periods for spares. ‘ICL did
offer to supply us with spares,
butonalead time of nine to 18
months,” said David Phillips,
adirector of the Kendal group
which maintains’ System 10
minis at about 60 UK sites.

ICL's Fox explained: “We
sell spares on the same lead
time as the service organisa-
tion within ICL has them from
our manufacturing organisa-
tion. The third party mainte-
nance organisations  are
buying on manufacturing lead
times. We stock ourselves up
for the maintenance business
we expect to do. We don’t
stock up to sell to third
parties.’

Kendal obtains parts either
from used machines or direct
from the source manufactur-
ers.
‘We actually placed one
order with ICL for some parts
and they did come in within a
couple of months, I'll give
them that,’ Phillips conceded.

‘Since then we haven't real-
ly put ICL to the test,” he
added.

Even if other independent
maintainers have felta thaw in
their relations with ICL. deal-
ings between ICL and Kendal
remain frosty. Kendal is UK
distributor for the US com-
pany SYS-10, already sells

‘We don’t
stock up to
sell to
third parties’

SYS-10s  DSU  go-faster
box for the System 10, and

may be about to market the -

DSU’s successor. the ST. 1. in
a direct attack on [CL’s own
Svstem 10 replacement, the
System 23.

ICLsees Kendalasadoubly
dangerous competitor since
customers who go to Kendal
formaintenance may thenbuy
SYS-10 hardware instead of
coming back to ICL for their
next machine. Kendal's Phil-
lips claims that “the ST.1
should completely do away
with the need for any user to
2o to the System 2

He agreed: “That has got to
be one reason for our cool
relations with ICL." On
maintenance itself, Phillips
claimed that ‘we respond
generally, we believe, more
quickly than ICL. We believe
that our prices are currently
somewhere in the region of
10-20% below ICL's.

Kendal's 60-odd System 10
sites bring in £300,000 a year,
and Phillips says the turnover
is still increasing. The busi-
ness cannot last forever. *The
System 10 customer base will
decline over the next three to
four years, but there are
enough to make it worth our
whiletomaintainthem. There
are . we believe, in the
region of 800 to 1,000 System
10s in this count

B arron McCann is another
company which main-
tains System 10s and supplies
add-ons and enhancements.
But unlike Kendal it has
established a good working
relationship with ICL.

“When we first started, we
had open hostility,” recalls
joint managing director Dave
Kennington. ‘Customers who
were looking at our attach-
ments were threatened either
with increases in charges or
with withdrawal of mainte-
nance.” But this is no longer
the case.

“With Wilmot's arrival the
wind of change in ICL has
been really amazing,” said
Kennington. ‘Instead  of
hindering us they’ve actively
encouraged us.” Once again,
ICL’s attitude to a competitor
in the maintenance field has
been influenced by the other
products and services offered
by the competitor. ICL now
calculates  that Barron
MecCann add-ons like telex do
not compete with its own
products and may actually
help to sell them.

While Barron McCann’s
maintenance Upcr.'l[im‘l uses
some ICL support — the
company sends its engineers
on ICL courses, for example
— it has remained largely
self-sufficient in spares. “We
do our own card repairs
anyway.” said Kennington.
‘We have various sources of
supply which go back to the
US if necessary. We do some
refurbishment.’

Kennington  says  his
maintenance prices come in
about 12-15% below 1CL’s.

he company with the

longest experience of
maintaining ICL equipment.
excluding ICL itself, is Mills
Associates. “We cut our teeth
on 1900s, starting about 12
vears ago,’ said engineering
sales manager John Chap-
man.

‘Our relationship with ICL
\\'as.mhu}'Ihn:!\:.'l.\l.t'mughl.'
he claimed. LA

Thedispute revolved round
the question of ownership of
maintenance manuals.
Maintenance manuals {(which
are not the same as operating
manuals) are often kept on
the user’s site, and the inno-
cent user might imagine that

they are part of the product he
has bought. But in a court
battle with Mills Associates in
the mid 1970s. ICL estab-
lished that the manuals re-
main its property.

‘Happily all that is behind
us now,’ said Chapman. "We
now have a very good rela-
tionship with ICL. It hascome
to terms with independent
maintenance.’ Millsand other
companies can lease manuals
from ICL, though they may
find that revealing passages
about ICL’s diagnostic soft-
ware have been deleted.

Mills Associates offers
maintenance as partof arange
of services which includes
installation, refurbishing and
upgrades. About £1.500,000
of the company’s £5.500,000
turnover comes from mainte-

ICL will
not sell
diagnostics
to anyone

nance contracts on old 1900
series mainframes and mid-
range 2903s and 2904s. ‘Our
prices are roughly 25% less
than ICL’s on the 2903 and
2904 range.’ said Chapman.
The latest challenge to
ICL's service organisation
comes from Britain's biggest
independent  maintenance
company. Data Processing
Customer Engineering
(DPCE) is moving in ag,
sively on users of cur
range 2900 mainframes. The
Wokingham company has
maintained ICL
since 1978, but recently it

machines,

MAINTENAN

signed up its first 2960 user.
“We'llcoverallthe newrange.
P and S series machines.” said
sales and marketing director
Des Cassidy.

DPCE took over the
maintenance of Hunting En-
gineering’s 2960 at Bedford
on April 1. It also recruited
ICL’s site engineer. Mike
Rice, head of Hunting's man-
agementsystems department,
explained the reasons for his
choice: ‘I think it was essen-
tially financial. We were going
to save about 30% on the
current cost of maintenance
across the computer and the
terminal network. We've
taken a fairly adventurous
step.”

Is Rice happy with DPCE’s
service? ‘The short answer
must be ves.” he said. ‘But it’s
early days vet.”

“The majorstumbling block
to maintaining 2900 series
machines,’ says DPC
sidy. ‘is the lack of av
ofdiagnostics. ICL )
not sell the diagnostics to us.’
This is not a personal gripe:
ICL will not sell diagnostic
software to anyone. DPCE’s
answer was to get its own
diagnostics written, at con-
siderable expense, for the
System 4, 1900 and 2900 series
machines.

Another secret [CL will not
part with is its microcode
listings. Both DPCE and Mills
Associates call in ICL’s help
when microcode faults arise.
One hazard of this arrange-
ment, at least according to
ICL. is that things may take a
little longer than usual to sort
out when a ‘grey area’ fault
arises, which might be in
microcode (and therefore

ICL CUA chairman David Kelson welcomes independent maintenance but urges cautiol

ICL's responsibility) ¢
be in hardware (a
responsibility of th
party firm.)

In Robb Wilmot
assault on the ICL
sheet, spares holdin
run down and the e
were made redundan
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£18millionisbeingim
improve customer
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with theircomputerm
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tory, eight new servic
and radio telephone
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David Kelson, cha
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Association, told Co
‘The biggest probl
spares, and the spa
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The independen
taken only a few pe
ICL's £100 million
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existence adds weigl
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till all things to all users

¢ ICL we know and
we today was born in
[arold Wilson’s
1g '60s’ at the same
1at many industries
\dergoing a process of
neration.

white heat of techno-
innovation (as it was
lown) was to put the
 the front line through
pices of a united UK
er industry. Both En-
lectric (later English
- Leo Marconi) and
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ugh the process of
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process of uniting the
British computer in-
inder one banner was
led in summer 1968,
nghsh Electric
ters

| its

d ICT
I"into ICL.
st immedi-
e style that
remain with ;
until the present
ame apparent.
jewel in the UK’s
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ry that it had inher-
| remain competitive.
en, when support and
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as impossible for ICL
1ue with the complete
' products.

ably there was a pro-
ationalisation and the
125 of a bitter struggle
1e company between
ous factions. The ma-
ons in the battle were
CT people, who were
ming the ageing 1900
and the ex-English
people, who put their
on the as vet un-
system 4.

stem 4 was, perhaps,

est recognition of the
1t power of IBMin the

processing  market-
vhile ICL’s combined

customer base in the UK was
significantly  larger  than
IBM’s, the attractive export
markets that the new [CL was
after were dominated by IBM
and its highly successful 360.
The System 4 — developed
from the same 360 blueprint
by the US RCA company —
was seen by English Electric
as a way of gaining a slice of
thatmarket. Ithad. therefore,
signed a licensing agreement
with RCA to manufacture the
machine in the UK.

ICL inherited this agree-
ment and appeared to want to
honour it. There were,
however, problems with
the operating system
software

\

which ICL had little enthu-
siasm for solving as it already
had a new operating system in
development for the 1900 and
its successors — what came to
be known as George 3.

So rather than put its re-
sources into developing the
System 4, ICL chose to de-
velop further the 1900 and to
lay its plans for what was to
become the 2900.

Cross put
ICL on the
map at home
and abroad

Il! the meantime, a further
injection of government
funds (£14 milliory) came in
1972,

The same year saw the
arrival of a new, flamboyant
style of management under
the managing directarship of
Geoff Cros

There can be no doubt that
Cross was the man who put
ICL on the map — not just in
the UK., but in international
markets too. He oversaw the
development of ICL's 1900

Since its birth in 1968, out of

the merger of ICT and English
Electric Computers, ICL has
operated in a distinctive style,
claims Phil Manchester, who
traces the company’s evolution
through its various managerial
phases up to the present-day
regime of Wilmot and Laidlaw

Philip Chappell

replacement
and put the com-
pany on a course to-
ward rapid growth. culmi-
nating in 1976 with the purch-

ase  of Singer Business
Machines.
Cross came to ICL from

Sperry Univac, a company
already well established in
international markets. He
brought with him a more
outward looking. expan-
sionist view of the data
processing market and a team
of hot-shot technocrats from
his previous emplover.

_ Althoughthis gave asignifi-
cant boost to ICL’s roster of
talent, it also created wet
another faction within the
company. The new boys from
Univac were put into key
positions to develop the new
range, the first glimpse of
which appeared in 1973 with
the launch of the 2903.

This was quickly followed
in 1974 by the first real 2900s
— the 2970 and 2980 — and
the beginning of the long
running saga of ICL’s operat-
ing systems.

Most people in the know
saw the 2900 hardware as an
inventive and positive step
forward, But when it came to
the operating software, the
same problems that had dog-
ged the development of the
George 3 system gradually
sapped user confidence in the

2900,

In many ways
1974 was a turning
point for the whole data
processing industry.

Hardware technology had
advanced dramatically since
the so-called third generation
of computers typified by the
IBM 360 had emerged, and it
was  becoming increasingly
difficult to tweak 10-vear-old
machine designs to meet the
ever-growing demands of cus-
tomers. IBM had avoided the
issue by cancelling its plans for
a fourth generation — the
Future Series — and settled
into a slow evolutionary path
dictated by its customers’
heavy investmentin software.
The 370, launched in 1972 was
really just more of the same.

ICL took the bold step of
introducing an entirely new
machine with an advanced
architecture, a radically new
operating system (VME) and
no direct compatibility withits
existing range of 1900
machines.

User pressure forced ICL
intoacompromise which basi-
cally consisted of a 1900
emulator on the 2900. ICL
called it Direct Machine
Environment. while unkind
commentators used the DME
initials for other purposes.

At the other end of the
market-place, the company
scored some considerable suc-

cess with the 2903 in both its
home and international mar-
kets. This success at the lower
end of the data processing
market was further enhanced
by the purchase of Singer
Business Machines’ inter-
national operations — Geoff
Cross’s parting gesture.

Here again. ICL had the
same sort of problem it had at
its beginnings: yet another set
of users with another set of
software and a somewhat
bizarre machine architecture.

Singer’s main product, the
System Ten multi-user mini,

could not have been further

out of step with
ICL’s 2900

‘“\HHH
}
F
Robb
Wilmot
range if it had been deli-

berately designed that w

Itsarchitecture wasbasedona
stripped down 6-bit byte, a
hard-wired operating system.

and a useful but unique
assembler language. (Cobol
was nowhere to be seen. )
The System Ten was also a
direct competitor for the
2903. It is said that at the time
ICL was not that interested in

The Wilson
style was
more subdued
than Cross’s

the System Ten. Cross’s justi-
fication for buying Singer
being its international
marketingandcustomer base.

hen. in 1977, Geoff Cross

abruptly resigned for
‘personal reasons” and went
off to the US leaving Chris
Wilson, then director of inter-
national operations. as the
new head of ICL.

Under Cross’s manage-
ment ICL had almost tripled
its revenues from £154 million
in 1972 to£419millionin 1977.

Furthermore, by 1977 ICL's
export revenue exceeded its
home sales.

Through 1978 everything
looked good for ICL on the
surface. A plethora of new
products, including new 2900
models and developments
based on the old Singer
machines, gave it a broad
portfolio.

Beneath  the  surface,
however, things were not
what they seemed.

The Wilson style of
management was more sub-
dued than Cross’s had ever
been. In fact, by the end of
1978 virtually all trace of the
Cross style had been purged
from ICL, most of the person-
nel he had recruited having
departed. and a more tradi-
tional style of marketing
returned.

= Then in 1980, disaster
\ struck the firm.
Despite a rise

in turnover,

the 1980 profits

were half those of

1979. The reaction

/ of the City was pre-
dictable and the

share price plummeted.

ICL management,

/ equally predictably,

/ blamed the recession tor the’

company’s fall from grace.

Inevitably, heads had to
roll, and in 1981 both Chris
Wilson as managing director
and Philip Chappell as chair-
man of the board were de-
posed. The new m i
director, Robb Wilmot,
together with the new chair-
man. Sir Christophor Laid-
law, moved in and quickly
took a number of what might
be called Draconian measures
to bring the company back
into profit.

Part of that action was to
secure a further injection of
government funding (basical-
ly an overdraft guarantee of
£270 million).

The Wilmot regime also
instituted staff cuts— many at
asenior level—and a tighten-
ingupoffinancial procedures.
In some ways, Wilmot's style
resembles that of Geoff
Cross, although it is still too
early to see whether he will
achieve the same success.

According to sources close
to the company, Wilmot has
changed the manufacturing
operation beyond recognition
and has shown ICL how to
make use of advanced chip
technology. He has also insti-
tuted a more open form of
management.

But ICL watchers are
agreed that underneath the
new glow that Wilmot has
brought to ICL, the same old
factions still persist.

Even under Wilmot's more
realistic management style, it
seems that ICL still wants to
be all things to all users — a
role that computer manu-
facturers can ill afford these
days, unless they happento be
IBM.

Phil Manchester is a freelance
Journalist.
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