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make, like they did on the PCjr, Is flooding 
the market with product. The PCjr was a 
successful product. The problem was that It 
only sold a feN hundred thousand a year. 
Anybody else would love to have a product 
that sells a feN hundred thousand a year. 
But that's a disaster when you plan to sell a 
mllllon, mllllon and a half a year. 

IBM has a great reputation for being a 
market-driven company, but I'm not sure 
they're letting the market drive their product 
right now. Why, if you own Model 25s and 
30s, and the 25 Is known not to be selling 
very well, do you announce that you're go­
ing to put 286s in all those boxes? 

I don't know anything about marketing, 
and I don't know anything about mer­
chandising, but I damn sure wouldn't go 
around If I had a warehouse full of some­
thing and say I'm going to do something dif­
ferent. And then they say, "That's nothing­
we're going to put 386s In everything." 
They've got diarrhea of the mouth. 

The thing that they're achieving, 
though, Is that they're clearly just taking up 
all the space on the shelves. You can't even 
walk through some of these stores for all 
the blue boxes, so you don't have any room 
for any other color boxes. Computer stores 
buy IBM because they have to, and they 
buy Apple because they're selling it, and 
everybody else, with the possible exception 
of Compaq, can go to heck. 

Since we don't have all those In our 
stores, we don't have to worry about it. 

/A::., olways beeo • ""·R mldable competitor. They're 
doing a great job. Really, in 
the 32-blt world, they're bet­

ter positioned in many respects than the 
MS-DOS world is right now, and they're 
taking good advantage of it. 

umors of a 
··· Macintosh Clone 

If you see anything here that 
looks like a Macintosh clone, 
it's an accident. 

Quite frankly, I think  people got confused by a number of things. 
Our user interface so closely approximates 
the Macintosh for MS-DOS machines, that 
we have from time to time recruited pro­
grammers with Macintosh experience to 
help us with our development work in the 
MS-DOS world. That was probably the root 
of the confusion, and then the media picked 
it up and bOunced it from pillar to post. 

While there's a number of people who 
think It would be a good Idea, Apple has 
made it very clear that they don't have a high 
level of interest In the clone world or compati­
ble situations. 

I'm not going to say we're not going to 
do it. We sell an Apple 11-oompatible board 
for the PC, and we sell a fair number of them. 

ome Market Denied by 
Apple Head John Sculley 

Let him deny it. He's the 
only other person that's 
welt-represented In the 
home market, and If he 

wants to abandon it, it's all right with me. 
I don't think it's a market to be shied 

away from. We sell an awful lot of comput­
ers Into homes. 

r andylnthe 
Business Market 

0 

We've not been totally 
happy with the way we've 
penetrated the large ac­
eount, Fortune 500 market. 

At times, I've wondered why you'd 
want to penetrate that market in the first 
place. Those are the guys who want the 
biggest discounts, and every salesman In 
town can find the tallest buildings, so it's 
fraught with problems. We continue to do 
nice pieces of business there and have 
some ideas about how to increase sales. 

The small- and medium-sized business 
is very important to us. We're really or­
ganized to make money selling one at a 
time; If you sell more than one you're ahead 
of the game. 

We've sensed there's been a large 
home office market for some time. It goes a 
little bit beyond computers for products that 
people buy from Radio Shack. Telephone 
answering machines and some of the other 

products we sell, are often used in the 
home office. Bernie Appel, Radio Shack's 
president. has said that we'll be in the fax 
business before this year's over. 

There's a market there, and it's a nice 
market-it's a huge market. But I go to 
these electronics shows and see the 
emphasis that Japan, Inc. and some of 
these people are placing on this market, 
and It's not quite that big. Some of these 
people are barking up the wrong tree. 

Market Share 
For the last two years, 
acoording to lnfocorp statis­
tics, our unit sales and Ap­
ple's unit sales have been In 

almost a dead heat. During the December 
quarter, retail, their [lnfocorp] statistics in­
dicate that we sold 34 percent of the units 
that were sold at retail. We sold more than 
IBM and Compaq combined. 

esearch 

We do our research In lots 
of places. We've got several 
floors pn Fort Worth] doing 
development work In the 

oomputer area. We have development groups 
that are assoclat8d dlreclly with some of our 
manufacturing plants, and we have three ma­
jor development groups In the Orient 

We're doing a lot of things In the U.S. 
That's a good buzzword at this polnt-ap­
ple pie, and all that stuff. But you've really 
got to be a manufacturer to 
succeed, because the Infrastructure Is Im­
portant There's a good Infrastructure for 
building microcomputers in this country: 
plenty of design engineers and technicians, 
plenty of semiconductor suppliers, plenty of 
technical expertise to provide the assistance 
that you need. 

But put on your stereo receiver hal 
There's not many engineers, there's not any 
special parts or parts suppliers to help you. 
You can build one almost anywhere In the 
Orient easier than you can build one In the 
U.S. So while we'll be opening a minimum 
of three manufacturing faclllties In the U.S. 
this year, we're also expanding our activities 
In mainland China, putting more lrrto Korea. 
We do about the same amount ot automa­
tiofl in the Orient as we do In the U.S. 

eskMate 
Professional DeskMate Is a 
user-friendly shell, If you will, 
that completely Isolates you 
from MS-DOS. You get no A 

prompt, blink-bllnk-type requests. 
Instead, you get a number of very 

easy-to-use options. The conventions are 
similar to the Mac or Windows. In a 
networking sense, whether you've just got 
two computers tied together via the RS-232 
[serial port] or they're tied together via 
EtherNet [a high-speed network], you use 
the same user-friendly interface. 

It gives you a shell where you can have 
our program or somebody else's programs 
ready to go. 

I think DeskMate will establish a user 
interface on the lower end of the market. It 
only takes about 1OOK of memory. Some­
thing like Windows takes forever. OS/2, 
Windows, Presentation Manager are excit­
ing things, but-my wordl-you need a 
desk full of memory to be able to run the 
things. The significance is not the size of 
the computer but that you're really talking 
about $5,000 and up machines. 

There's an awful lot of people In this 
world who would like to have computers 
they can easily use without spending that 
much. You'll see us doing more things of 
this type in our prodoolline as time goes 
along, all aimed at making computers a lot 
easier to use. Not just a little easier-a lot. 

r he Challenges of 
Running Tandy 
We've got a very easy 
business. 

We get up In the morn­
ing, and the only thing we 

have to do Is figure out how to beat IBM, 
Apple, AT&T, and Japan, Inc. l!I 
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of the billion-dollar litigants involved, the 
case has inspired an incredible amount of 
press coverage. Everbody has an opinion on 
who or what is Apple's " real" target, since a 
cursory look at Apple's charges shows that 
they seem to lack substance. Given that 
much attention, I suppose it was inevitable 
that the press itself would become polarized 
into two warring factions. 

There have been charges that the real 
target of the Apple suit is IBM and that Ap­
ple hopes to delay the introduction of their 
Extended Version OS/2 operating system by 
muddying the legal waters. The most bizarre 
statement I've read came from a well-known 
columnist who portrayed Apple as a pack of 
scurrilous price-gouging knaves, contending 
that "Microsoft, Hewlett-Packard and, of 
course IBM with OS/2 and Presentation 
Manager ... are nearly ready to give the 
world what it's been waiting for: reasonably 
priced personal computers with good mouse/ 
icon/windowing user interfaces." 

Is this guy talking about the same OS/2 
and Presentation Managerthat I'm thinking 
of ? The last time I checked, the sloth-like 
performance of the Presentation Manager 
version ofOS/2 will make a $5,000, 80386­
based PC with three to four megabytes of 
memory de rigeur for OS/2 PM. Let's not 
forget the $800 for the Extended Edition of 
OS/2 itself, either. 

I believe that everyone has misinter­
preted the intent of the Apple/HP/Microsoft 
debacle. I have it on good authority that Ap­
ple's corporate psychics (a holdover from 
the Steve Jobs days) recently detected traces 
of malevolent beings from another galaxy 
monitoring this planet. According to one of 
these rare California mediums, the onerous 
aliens are sniffing and snuffing out the pres­
ence oflife forms that could evolve into any 
sort of threat in the future. Apple's actions 
and the rumored IBM PS/2 clone legal pro­
ceedings scheduled for later this year are 
really part of a concerted effort to convince 
the extraterrestrials that the earth harbors 
no intelligent life forms. 

Personally, I'm as tired as the next guy 
with the legal tangles that stall the advance­
ment of new computer software and hard­
ware. It will likely be years before all of the 
issues raised by the Apple/HP/Microsoft 
suit will be resolved, and the only ones like­
ly to benefit are corporate lawyers. 

Since the entertainment value of the 
Apple suit has been just about played out, 
why not settle the whole thing out of court? 
During their last convention, members of 

the Software Publishers Association talked 
about involving the Association as a media­
tor in binding arbitration between the Liti­
gants. However laudable the concept may 
be, the SPA is regarded by many industry 
watchers as being too close to the issues at 
hand to be a truly impartial arbiter. 

Why not get a totally neutral body that 
has abundant experience in conflict resolu­
tion to bring an end to the debacle? Get an 
organization that has a proven track record 
in bringing contentious parties together for 
the resolution ofgrievances. No, I'm not 
thinking of the National Labor Relations 
Board or the American Arbitration Com­
mittee. I'm talking about the WWF-the 
World Wrestling Federation. Although 
WWF president Vince McMahon hadn't re­
turned my call as we went to press, I've al­
ready received widespread support (my kids 
think it's a great idea) for the concept of 
WreslleMania 0101. 

The wrestling-microcomputer connec­
tion has been a matter of record since King 
Kong Bundy became the official spokesperson 
for Vendex computers. The whole Apple/ 
Microsoft tangle bears an amazing simila1ity 
to the relationship between Hulk Hogan and 
Andre the Giant; once ardent supporters, 
now mortal enemies for a reason that no one 
can fully comprehend. Think of the expand­
ed possibil ities for press coverage: A horde 
of correspondents trails Bill Gates in train­
ing as he's whipped into fighting trim by 
trainer Randy (Macho Man) Savage. John 
Sculley would surely have to counter that 
with his own intensive conditioning pro­
gram bringing Rowdy Roddy Piper out of 
retirement to be his corner man. 

The attendant publicity and hype ap­
proach fever pitch as the day of the match 
approaches. Bill Gates and John Sculley 
dolls join G.I. Joe and He-Man on the 
shelves of toy stores across America. The 
arch-rivals continue to taunt one another at 
satellite-linked concurrent press conferences 
held in Cupertino and Seattle. The two vow 
to body-slam each other until they can't tell 
an icon from a DOS command line. 

I can't predict the victor of the match, 
but one positive thing will arise from the 
smoke and ashes of the ring: As a result of 
the successful resolution of the conflict, 
computer manufacturers will replace their 
PR flacks with WWF managers. Being cor­
nered at a trade show by Bobby (Weasel) 
Heenan or Jimmy (Mouth of the South) 
Hart will be a lot more entertaining than get­
ting full-nelsoned by the smiling synthohu­
manoids currently in fashion. G 
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W 
ell, it's April 15 and I've been 
staring at the ceiling for a couple 
of hours now, trying to decide 

whether to attack my income tax return or 
this month's column. Both are due today, 
and at 4 a.m. each seems fraught with a be­
wildering number of choices. However, giv­
en the fact that I'm already four days past 
deadline and my editor has started to make 
noises that sound like a pit bull terrier, I've 
decided to let the 1040 wait until later. Be­
sides, I can look forward to standing in line 
during a raging thunderstorm with a couple 
hundred other under-the-wire loonies at 
11 :59 p.m. outside the post office. 

Even ifl decide to dive into the two­
foot pile of receipts and forms I collected 
last year, I've got a dozen or so tax programs 
for the various computers littering my of­
fice , each program purporting to be easier, 
more complete, and more up-to-date than 
the rest. One even seems to be modeled after 
the IRS's toll-free question line; it gives me 
the wrong answer a little over half the time 
and bases my tax rate on sunspot activity 
and the winner of the last race at Hialeah. 

To be perfectly fair about it, tax prepa­
ration software has simplified things by 
making it easier than ever to rationalize put­
ting off filing until the last minute. After all, 
everyone knows that there's a minimum of 
four new releases of each program between 
January and April. Don' t we owe it to our­
selves and the government to wait until the 
last minute and make sure we've got the 
most bug-free version? How would you like 
to file early and find out three months later 
that the program you used had a few tiny 
mistakes in it-mistakes that sent a flock of 
IRS agents knocking on your front door? 

At the beginning of last year, I resolved 
to make the tax process a bit less painful by 
computerizing our budget so we could easily 
track tax-deductible items. Like thousands 
of other well-intentioned computer owners, 
I purchased a whiz-bang money manage­
ment program to automate expense- and 
income-tracking. After a couple of months 
of faithfully entering every debit and credit 
the program dutifully informed me that I 
was out of money at the end of every 
month. I knew that without the help of a 
computer. The computer did detail exactly 
where the money went, something I found 
infinitely more depressing than my prior 
state of blissful ignorance. The program did 
allow us to enhance our deductions for the 
year-we donated it to our local library. 

One thing we learned from our in-depth 

financial analysis was that the dismal eco­
nomic condition of scores of hobbyists is di­
rectly and indirectly related to their 
computers. Many computer owners over­
spend simply because they fail to include the 
cost of"payback" items in their equipment 
budget. You've all been through the proce­
dure: No sooner do you set up your latest 
computer toy than your mate or significant 
other materializes an item whose equivalent 
value is always just a few bucks less than 
your purchase. 

I'm convinced that my wife and most 
other computer widows and widowers sub­
scribe to an "insider" newsletter that relates 
computer equipment to popular household 
and personal items. The current exchange 
rates are probably something like: 

Entertainment software = one pair 
of shoes 
Amiga 500 = four-panel Chinese 
lacquer screen 
Amdek CD-ROM player = 4 X 6 foot 
Persian rug 
Compaq 386 Portable = Henredon 
Rittenhouse Square dining room set 

The process does have value, since it 
tends to limit your computer purchases 
through the technique of MAP (Mutually As­
sured Poverty). Once both sides have 
stretched their resources to the limit, the dis­
armanent process begins. Both parties prom­
ise to sell off those items they really didn't 
need in the first place. As the sell-off pro­
gresses, the cash reserves grow until we think 
of new items to purchase so that we'll be able 
to decide once again in the future that we 
really didn't need them in the first place. 

Most computer companies used to spend 
the majority of their time producing the 
things that we can't live without today, but 
will be able to live without tomorrow. But if 
recent events are any indicator, many may be 
devoting more energy to slugging it out in the 
courtroom than developing new products. 

Last March, Apple Computer stunned 
the microcomputer world by filing a suit 
charging Microsoft and Hewlett-Packard 
with unfair competition and copyright in­
fringement. According to the Apple suit, 
Microsoft Windows version 2.03 and H-P's 
Windows-based New 11 ave user interface vi­
olate Apple's copyrights on their Macintosh 
computer's visual displays. Microsoft, in an 
exercise oflegal courtesy, countersued Apple. 

While it's tough to sympathize with any 
t"o11ti111ml 1111 pa,'.lc' 90 
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