Advent of Graphical Executive Information Systems

© 2009 By Rick Crandall

Executive Information Systems (EIS) became an improbable but explosively accepted
new software category in the mid-1980’ s made possible by the confluence of new
graphical human factors, the mouse and touch-screen, the IBM PC and the passion of a
few entrepreneuria zealots, one of which was Yours Truly. The story of how this product
and market came about is not unique. In fact it is undoubtedly typical of most successful
new product categories. I'll tell the Comshare EIS story here, with plenty of emailsand
press articles as substantiation that makethe recollections real and not just the imperfect
memory of a 25 year old phenomenon.

Elsewhere the story of the founding
of Comshare is documented in some
detail (see www.aspenventure.com
and click on IEEE Annals History of
Computing). The company was born
of typical American entrepreneurial
spirit, mixed with serendipity, naiveté,
passion and the vision of afew. | was
surely not the only oneto target the
non-technical executive as a user, but
| am sure | was one of the earliest.

Co~ander Executive

This drive was born of my early
experiences with making timesharing
an accepted technology and service
truly designed for end users. Its
interactivity as opposed to batch
processing computing, combined
with an early focus on human factors
never before considered seriously in
computing applications, became
almost areligion among those who created the timesharing industry. Great credit must be
given to the early efforts at U. California Berkeley, MIT, University of Michigan, and
Dartmouth University for laying the groundwork for interactive computing that was then
commercialized by the likes of Comshare, Tymshare, General Electric, NCSS and others.

The early users of timesharing are well-documented — they were the scientific and
engineering community who had the technical orientation to put up with the
imperfections in the software and the frequent system crashesin the early days They saw
and revered the benefits of interactive computing on developer productivity and how it
reduced elapsed cycle-time to get a project completed.
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That was in the 1965 — 1969 period. Then the recession of 1970 hit—which many called
the “ aerospace recession” but it went beyond that — many engineersof all kinds lost their
jobs, and they were a huge part of the early timesharing customer base.

The timesharing companies at the time were forced to revisit their strategies, which
turned out to have a silver lining for some. Comshare refocused its efforts towards
applied uses of timesharing that would
appeal to the business and financid
user, moving away from its
engineering-user heritage. That change
in strategy led us to offering financial
#8 modeling— actually an on-line

¥ predecessor to spreadsheet software.

‘ My wife doesn't understand me.

“ But my complltEl' does.

Human factors were still dictated by
the terminal s that were most popular in
use with timesharing systems — namely
the character-oriented Teletypes made
by Teletype Corporation. No graphics,

o . No screens yet, just characterson a
page. The most exciting thing you could find that had anything to do with graphics were
the elaborate multi-page images that clever programmers would create (around Christmas
time) of Santa and his eight reindeer made of pages full of characters printed much like
embroidery patterns.

| definitely had the “ serve-the-end-user” fever. | had fully bought into the idea that true
differentiation and leveragein the
market could be gotten by serving the
un-served. In the early days of
timesharing that meant serving the real
end user and skipping around the data
processing organization. However, as
timesharing companies proliferated
like bunnies on afarm, | found myself
searching for end-user popul ations that
were even un-served by timesharing

Our sales force, undoubtedly like most,
claimed that when they made sales
callsthat they “sold high” meaning
they got to high-level decision makers.
Deeper inspection always proved these
were hollow claims. Somewhere in the
1972 to 1974 period | began to
‘hallucinate” about how great it would
SPECIAL KSSUE: Com-Share technology hits the front office. beif we could come up with a product
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that the very executives we wanted our sales force to call on, would want to use
themselves.

As | thought this through, it was clear to me that to appeal to high-level executivesthe
application would need to be financial — every manager has goals they need to achieve
and even then in the 1970’ s there were plenty of management teams that had a
component of performance-oriented compensation. We certainly had the financial
modeling software that was rule-based and in which we could capture highly
personalized metrics of performance— for strategic planning, tactical performance
monitoring and executive compensation schemes. But the outputs in those days were
numbers and text on Teletype paper — and similar images on the early CRT screens.

It was then in the mid-1970’ s that | became convinced that the way to capture the
attention of the executive was to add graphics to our products, athough there wasstill the
keyboard to deal with. The keyboard was area barrier in those days for the 50+ year-old
corporate executive. A more graphical interface wasa concept that in reality, given
hardware limitations, it was unclear how to implement. Firstly | was very convinced from
my own usage (of expensive graphic artist-based graphics) that the presentation of
information graphically was highly sensitive to the graph forms. They also needed new
media printing devices to produce hard copy graphic output without engaging expensive
and time-consuming graphic artists.

A Graphics Terminal?

So somewhere around 1976 — 77 | did two things: 1) | figured | was an “executive’ and
therefore in the targeted audience so | spent lots of time discovering which chart forms
were most communicative of various performance metricsin Comshare. | also surveyed
the charts used in business magazines. While we were much smaller than the Fortune 500
companies we wished to serve, | didn’t think the issues were all that different —they just
had a bunch of extra zeroes tacked on the end (i.e. $ billionsinstead of $ millions); and 2)
| tasked a staff person to figure out how to assemble a color graphical terminal that had a
color CRT and a hidden slide-maker.

The result was comical. Together we created a console that had avisible CRT on which a
user could create and see a chart, and hidden below was another smaller CRT with a
motorized camerathat would take pictures off that screen as away of producing slides.
Of course | wanted immediae gratification, and so | travelled to Polaroid Corporation in
1977 to present my idea and to attempt to talk them into making an instant-slide version
of their Polaroid camera. In those days Polaroid was a star company but they only made
cameras with ingant in-camera processing of print images; no slides.

| created all kinds of wild forecasts for them (isn’t that what an entrepreneur does?) and
some of the mid-level people actually got excited. But at the end of the day they didn’t
fund the project and so | was back to the drawing boards as to how to create an executive
“graphic’ product.
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| suspect that if one interviewed any of my management team from the late 1970’ s they
would probably recall my passion for graphics in our products and would liken me to
Don Quixote jousting at windmills, but | was not to be diverted. In fact this brings up one
of my philosophies of life—“ if you want something to happen, create a clear vision of
what it is, open your mind to everything and anything that moves you in that direction,
and don’t et anyone or anything distract you fromthe vision.” Y ou have only to ask my
wife Pamelaabout that and you' d get an emphatic confirmation.

Even if you don’t know how to go about your vision, if you get out into the world, expose
yourself to as much as you can and then rely upon your “mental filters” to recognize the
opportunities to achieve the vision. There is definitely a metaphysical element to this
belief —i.e. by your very mental commitment to an outcome you can manifest it.

So now we get to where | have memos which commemorate what I’ m talking about:

August 25, 1978 R. Crandall Memo to Comshare M anagement:

Re: Corporate Graphics Project

“1 have become very committed to the idea that thisis the year Comshare must make a
big step in finished quality graphics for financial applications. Events are moving very
rapidly with the equipment technology ...

“We have a unique vantage point that we can put to profitable use by moving effectively
and rapidly toward the objective of |eapfrogging the current state-of-the-art in computer
graphics and in so doing we add a unique value to various of our products.

“Purpose: To produce a graphics product that is operable by traditional occupants of
the executive office with no technical assistance ...interfaces initially with Questor and
FCS... eventually with all pertinent Comshare products in a manner which achieves a
breakthrough in over-all ease-of-use.

“ Corporate performance reporting will be the prototype product use.”

Attachment: Article on Xerox and the Future, Government Examines Experimental
Xerox Office of the Future.

“It was a hush-hush operation. Even the secret service got in on the act
...orchestrated by Xerox which has been quietly working on the office of the future ...
White House and Congress installed Xerox' s innovative office information system...
Developed at the Xerox Palo Alto Research Center ... performs word processing,
electronic messaging ... printing, filing and document distribution. Centered around a
workstation that PARC researchers Code named Alto ... being used by the White House
on an R&D basis for word processing and text editing. It s also being used in interactive
graphics experiments, creating such graphical products as statistical tables and
charts...”

-- Linda Flato
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WEéll in what may be TMI (i.e. Too Much Information) | was dating Linda Flato, the
Washington reporter who was theauthor of the article, and she knew of my passion for
graphics. She called me to bring my attention to what was going on at the White House.
She was convincing that | had to seeit and to see how it might figure into our plans.

| began to explore where in Xerox this might be originating. Fortunately by that time
Xerox had acquired Scientific Data Systems which was the supplier of our SDS 940 and
Sigma 9 computers we were using for timesharing. Some of the SDS executives had been
retained by Xerox in the non-copier areas. That gave me an in to probe what this Alto
project was all about. Note the following email.

September 11, 1978 R. Crandall Memo to Comshar e M anagement

Re: Intelligence Concer ning Graphics

“.... Arecent article indicated that Xerox is experimenting with an “ office of the future”
at the White House. It includes color graphics and the Xerox 6500 color copier.
Apparently the system was developed at PARC. | noticed that Bob Spinrad (used to be
SDSmanager of software) just became director of that Center. I’ mtrying to get in touch
with him to see what' s doing.”

The PARC Epiphany

| finally got through to Bob Adams, who was originally an executive from SDS but at the
time | called, he wasVice President of Advance Product Marketing for Xerox. On the
call, I was guilty of perhaps typical entrepreneurial exaggeration by declaring to him that
we had an advanced graphical project underway at Comshare that overlapped some of
what | heard was work going on at PARC. Thiswasn't totally false since we actually did
have an effort in the form of my chasing around the country looking at graphics products
and real business uses of graph forms. | asserted that Xerox and Comshare would do well
to match notes on what we were doing and that | was going to bein his neck of the woods
in the near future.

My visit to PARC was certainly a company-changing experience — and life-changing for
metoo. They took meto the prototype of their Alto workstation and surrounded me with
just the right people to explain what it was.

Jim Campbell —
V.P. Advanced Business Products
Jim Kyle—V.P. Planning
Walt Menetry —
Xerox Development Corp.
Bob Adams—
V.P. Advanced Product Marketing

| was so taken with what they were showing me, that I’ll make an admission here— |
feigned a queasy stomach from some food the prior evening (not likely as I’ d had dinner
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with President Ford and he was fine, but they didn’t know that), and used that as an
excuse as to why | had to go to the bathroom every ten minutes or so. Each time inthe
bathroom | took out pen and notepaper and wrote observations and drew pictures of the
screens | was seeing so that | wouldn't forget them ©

On the plane on the way back to Ann Arbor | created the following memo from my notes.
Asfar as | was concerned | had been given alook into the crystal ball and | saw the
future. | became immediately determined that we were going to be part of it and nothing
was going to stop us despite those who knew me rolling their eyes thinking:

“Rickis off on another mission again ..”

Given how prominently the PARC effort figures in so many innovative products,
including the Apple Lisa and Macintosh and Microsoft Windows, the memo | wrote
undoubtedly has some historical significance.

Hereisthe memo | wrote:

Odober 16, 1978 R. Crandall Memo to Top Comshare M anagement

Re: Heavy Human Factors Code

“You all know that 1" ve been trying to chase down any external code we can find that
would add to our knowledge of human factors — particularly as they relate to ease-of-use
in graphics and reporting. Well these efforts have finally struck a vein of gold — located
at the Xerox PARC in conjunction with Xerox Development Corporation which isa small
15 man devel opment cor poration that actually reports directly to Peter McCullough, the
Xerox CEO.

The Altos Project

“They have employed some psychol ogists, some industrial automation people and they' ve
been given carte blanche with the goal of guess what? Producing a breakthrough in ease-
of-use in Office Systems!

“They have made some impressive progress ... with each of the following five targets:

The Executive

The Manager

The Professional Saff
The Personal Secretary
The Clerk

SUE I o

“Note the similarity to our targets (The Executive/Manager and the professional staff).

“The following notes describe my inferences and observations fromwhat | saw and
heard. Thisinformation must be kept confidential. | promised confidentiality and if we
maintain credibility now we may even become a test site for a whole “ office of the
future’ package.
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The Mouse

“ Xerox has already gone through some of the research that Batelle (Batelle Memorial
Labs) was going to do for us — they looked at the keyboard, the light pen, the touch
screen, the Rand tablet, etc. and they have concluded that the best input method is a
combination of the keyboard (for data entry) and the “ mouse” for commands.

For those of you who don’t know what a mouse s, it’s a little smaller than a cigarette
pack lying on its broadest side, with three buttons on top and some bearings to glide on
underneath. It iswired to the terminal screen and any two-dimensional motion you make
with it will move a little arrow in exactly that direction on the screen.

“Thereal advantageisthat it isamazingly precise and you never have to look at the
mouse — you can keep your eyes on the screen. In effect the mouse is an ideal
combination of a precise and fast moving cursor with a three function key pad. | was
immediately sold on the idea.

Local File Storage

“The Xerox device also is a simple data management system as far aslocal (to the
terminal) files are concerned. Down on the bottom of the screen thereis a picture of afile
cabinet (amongst other pictures1’ll explain later). If you touch the file drawer with the
arrow, you get a display of the subject names of every folder in the drawer. If you touch
one of the names, you get a list of headings of each document in the folder. Finally if you
touch a heading, you get the document itself on the screen.

“In effect you have a four level storage structure without even using a file name or
without ever using a real command. You can sort the documents and move them around
in the cabinet just by using the ubiquitous little arrow.

Icons
“ The bottom of the screen has some pictures of various printer types and all you have to
do to get hard copy is touch the right device with the arrow. Still no commands.
Occasionally when there are options, they flash up a row of choices that you can touch
with the arrow:| Immed. |24 Hr | 35 mm | Paper | Micro .....

“You can design your own forms by using the mouse to move lines around until you’ ve
got the grid you want, then you touch the calculator option and a calculator pad shows
up on a part of the screen ... if afield is to be calculated by the form rather than input
from the user, you can refer to other fields with symbols (Al, B2, etc. ) and then define
the math operations by “ arrowing” the calculator symbols. These rules then become part
of the form.

WYSIWYG (What You Seeis What You Get)

“When you are done you have not only described the appearance of the form but the data
entry rules and the calculation rules that go with it. It's a neat implementation of
Dataform, again with no typed commands. To format a report you merely touch the part
of the report that needs moving, push one of the mouse buttons to indicate “ attach” , and
then move the mouse which moves that section of the report.
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“Other Nifty Items

Another of the bottom picturesis a mailbox. If you address a letter and * drop” itinthe
mailbox with the arrow, it is sent, via Fax immediately. You can select many fonts easier
than changing an IBM golf ball and you can store photos in a fine dot matrix (with the
resolution of a newspaper photo). The screen is high resolution (80 lines/inch) and the
local storage media can handle the picture dot matrix along with the text.

“Obviously a document can have a graph but you have to build the graph with the arrow.
Thisisinteresting but isa real weakness in the system. They' ve not thought through the
graphics and were very interested in our work. They have no plans to add color to this
device although they have some fascinating color printers as followers to the 6500.

“This kind of work will be the technology of the 1980's— and the really successful way to
put DDP in the hands of the end user.

| felt like Moses must have felt returning from the Mount. | had seen the “tablets’ that
described how the world was going to be in thefuture. | made a personal commitment
that Comshare was going to be a part of that future This came at atime when we were
starting to see the handwriting on the wall that the days of timesharing were numbered
and we were going to have to transition to something else. That we chose to transition to
a software company is another whole story (which I will write a some point), but we did
make that decision and we already had a good start with the release of System W DSS.
However | was looking for differentiation and additional market size, thinking that DSS
wasn’'t enough to replace over $125 million/year of timesharing revenue

So | became the “advocate” that you always look for to make a new product idea a
success. | was better than an advocate; | was the CEO so | had the power to make
something happen, despite increasingly difficult financial pressures caused by
increasingly viable in-house alternatives to timesharing as a service.

15,1979 R.Cr | M t mshare M t
RE: Xerox
“ Xerox has bitten on my suggestion for Comshare to become a test probe for their
advanced word processing system. They want to send some people out to meet us and find
out what we are doing in graphics and how we can do some joint R&D.”

February 16, 1979 R. Crandall Memoto Comshar e M anagement

RE: Xerox Probe

“Things didn’t work out regarding Comshare being a probe site for the new Xerox word
processing station, since we were too far away from Xerox probe personnel ...exception
regarding their new color printer (6500 follow-on).”
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Despite that setback, | funded an internal project, but its first outcome looked to me like
more of the same old character-oriented command interface which was NOT what | had
in mind:

October 8, 1979 R Crandall to Comshare Developers

RE: Graphics Human Factors

“ Somewhere along the line it appears we' ve dropped the “ breakthrough” in human
factors (command elimination) in favor of achieving a shorter term release of graphics.
I’m not sure thisis the best approach and | would like to reassess ... (that’s me
attempting politeness).

“What we originally had in mind was the elimination of commands altogether and
subsequent reliance on the keyboard for text and data input only. We wer e impressed
with the Xerox “ Alto” approach and felt the more * physical” means of input were
applicableto our project.

“I'll give a few examples ...

“Let’s say the user selected a book plot with standard colors .. and he decides he wants
to change colors. | envision him selecting a“ color” box on the screen and immediately a
color bar appears on the bottom of the screen. Visually this could look like several paint
pots and the screen cursor changes shape into a paint brush where the head is colored to
indicate the current color mode. To change the brush color all onehastodois“dip” it
in the right pot by moving the mouse.

“ Another example — let’s say the user wants to move titles around. He should touch the

title with the mouse,

Wi L ; Execuchart "mice,” shown with Shary Price of the Company’s marketing
pi ck” itand drag Itto staff, were the subjfect of this photo which appeared in more than 170

where he wants. newspapers around the United Siates.

“This philosophy of
using physical motions
in place of commands
will result in the
infrequent user being
able to use the device
and remember how from
Session to session.

| am convinced that the
whole graphing
mechanism can be
converted to this
methodology — it makes
the keyboard not only
non-essential, but
inappropriate—which is
what it should be.”
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Our developers got the message that | was not going to relent on the vision, and | was not
going to accept a compromise solution. Another six months went by and finally | started
to see “that’swhat I'm talking about ...” kind of results.

March 26. 1980 R. Crandall Memo to Comshare M anagement

Test-Market Observations on Execuchart
“We are definitely at a major departure point in human factors...

“The Mouse The mouseisgoing towin. It israpidly learned and you can useit with
great rapidity of motion. In fact, it is so effective that you begin resenting the slownessin
the terminal itself and some of the remaining command structure impositions presently
placed on the user...”
Execuchart was a custom graphics terminal that pre-dated Windows (1980) but was
graphical, AND was mouse-driven — by a mouse that we created! It was insane that we
would have gone so far into hardware, mice, and creating our own graphical software —
there was no way we could
keep up with the whole
software stack that was
involved in the creation of
Execuchart — but we got
something out the door that got
plenty of attention, and it
- poured fuel on thefirel was
trying to start..

However, | still couldn’t find
the right technical sponsor
internally who was as
convinced and as passionate
about the project as | was.
Fortunately we did have a
woman in development,
Dorothy Leiffers, who “got it”
' and who was very good with

Rick with Kevin Kalkhoven (Comshare VP, seated) using Execuchart
in wood cabinet; Kevin later moved on to be CEO of Uniphase

human factors. She became my “translator” to development — | would draw the pictures
and she would work with the devel opers to get something close to that in software
product form. (e.g. see “Calculator” below)
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| drew pictures, wrote memos and allocated development funding. | was especially
invigorated with the release of the IBM PC —albeit with DOS and not yet with a
Windows graphical interface, so we did what Comshare always did— we created our own.

p%ﬁ L CALcoATOL
;g r j covESTO /L

7/

SUOE Des e
SHow Fumenoul

EXECUTIVE ApPcresmons B eiﬁﬂMmam_

Even looking at the drawing today in 2009 it still looks Iiké apretty complete vision for
an EIS.

If I’d done afinancial model of the project and its ongoing costs, the project could never
have been justified, but what entrepreneur does that? At the time | couldn’t forecast that
IBM or Microsoft would release a viable graphical PC platform and the thought of
maintaining our own platform was too daunting to think about. So | didn’t, we just did it.

Eventually, due to our partnership with IBM and System W (our multi-dimensional DSS)

as soon as we were briefed about OS2, we began re-devel oping the EIS to that platform.
In hindsight, that was not the best place for us to be due to the subsequent rise of
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Windows 3.0. We did later re-devel op onto the Windows platform, but didn’t (couldn’t)
drop OS/2, which leads me to another set of observations about multi-platform support
that I'll get to later in this document.

First Commercial Release of Commander EIS

It took us afew more
years of devel opment,
and the restart on IBM
PC’swith OS/2 that
finaly gave usthe local
processing computing
power for our growing
appetite for local storage,

trategic Informatio
at Your
Fingertips

Com_man Oer code and graphics
F)f(ecutl\;e processing resulting in
Snom?elon commercial release of

not just a graphics
workstation, but afull
EIS fathful to my
origina drawings, thanks
to Dorothy.

Commander EIS puts tha strategic
information you need 1o manage
yaur business at your fingerips, by
delivering information electronizally
with touch-aclivated computer
screens. Touch the screen and
Commandar EIS displays reports
personalized 1o your managemant
style,

Commander EI5 includes an Electranic
Briefing Book of raports and charts
cantaining your company’s parformance
against impartant goals, both financial
and nonfinancial. Additionally, Comman-
dar EIS Exception Reparting lels you st
vafiance ranges so that numbers in
feparts ane cosr-coded to draw your
attention 1o periormance deviations. The
axciusive Execu-View™ feature of
Commander EIS permits the probing of
highlighted axcaptions

Touch Screen and a
Mouse

Wedidn't stop at a
mouse-based interface

During your planning and problem
salving meetings, Commander EIS
provides immediate information for
strategic decision making. Critical management infarmation

I never cut-cf-reach, or cut-ol-<date with Commander EI13. % fOI’ the EI S Whl Ch hE'd
Get the facts on EIS! ,s-'-'*jr;j been S0 mOtIVatl ng tome
Rl COMSHARE. fromthevisitto PARC.
Kl s 1:000-822.7673 3001 South State St Weweren't sure that

1 M chigan, $13884-45) In Cerace,

Ann Arbor, Michigan 48108

Cigngn ¥ 5y CUMEHASE. INCOFRIAITED,

even a mouse would
attract the non-technical
executive of that era. So
we contracted with an early touch-screen maker to create an overlay for an IBM PC
monitor that was touch sensitive, which is no big deal today but was a major, unheard of
input method back in 1984. All the graphical screens for Commander were designed so
that afinger touch could accomplish the same things as a mouse cursor. It was truly
“Information at Y our Fingertips’ in the truest sense (a campaign we initiated a year
before Microsoft’s “ Information at Y our Fingertips’).

Commander EIS —An Explosive Hit in the Market

Our first ad (above) was a hit, and the growth rocket took off. | think it isfair to describe
what happened over the next several years as a true phenomenon. Certainly it was the
most fun highlight of my career.
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EIS Powers
Executives

Ameriea’s carporate top brass is flocking to Ann Arbor fo see if Contshire’s systent lfves up to ils reputation

very software vendar tries to sell L earjet after Learjel landed al the Ann ford, Conn. Although Comshare
earned most of its 588 million in res
enue for the scal year ended in June

woncept to extremes. The presi-  EIS, the firm's mainframe and PC sys- 1989 fram its tmeshare and desision
dent and founder ol Ihe leading ex- e introduced in 1985 for bringing  suppart businesses, Framingham,
couive information  systems [£15]  executives into the clertmnic age  Bass. based Intemnational Thata Corp

vendor spends much of his day s> The steady flow of visitors has  experls Comshare to profit from an
ing systens 10 top executives Ielped prapel Comshare, founded by explosive growth in the EIS market,
* At first we ware amazed when we #-year-old Crandall and several other  which should top §200 million in total

Iearned {here were seven exceutives  University of Michigan graduates in revenue in two years.

on 2 jet coming put tn Ann Atbor,”  19Ab as a timesharing service center, Mot that the company s without
says Richard Crandall, president of o the top of the 330 million to 810 competiion. Pilot Executive Software
Comshare and a (ixture in the com-  million ETSl'uaIHLsa with 49.3% of the  of Boston is considered a strong con-
puter feld for more than two decades. et 988, according 10 a recent  tender, with 26.7% ol the market, ac-
¢ amazement soon subsided as e Gartner Group in Stam-

Richard € s he must convince executives fo ovarcoms foars and binses ohour EIS

Dctobar 8, 1999 — Informntion WEEK — Page 65

GM'S TASK AHEAD & SOFTWARE FOR CEQs # BUSINESS HALL OF FAME B

HOW TO GET
CUSTOMERS

__ame’ ENL

_ AT LAST, SOFTWARE
'CEOs CAN USE

Executives are finally getting fa

clear information about what’s happening in the bowels of
their business. The new systems can change the way top managers work, W by Jeremy Main
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EXECUTIVE LIFE

COMMANDER

firchitrsture

Comshare’s Commander lets the CED *“drill down” for detail. Here, “financial performance” (second screen}, which hnghhgh'ls inred the
the executive touches “briefing book™ [first screen), then chooses  slip in electronics sales in July (third screen). Then. ..

(9 JEREDE SIANT

i af'ter l:heckmg trends for the year [hrst screen), the executive  third screens). Switch sales have slumped badly. By touching the

jon (second and —11.7% figure, he can call more screens to probe more deeply.

gets more detail on the troubled electronics di
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EISMark reL

By 1988 Commander EIS wasin usein over 170
companies with over 8000 executive usersin 10 countries.
It had competition, but it had clearly taken a market share
lead which we expanded into al of our geographic markets
worldwide. It was fascinating to see that this new paradigm
of executive use was quite compatible with European
executive behaviors.

-~ |Comshare
. 53%

Once we got to Japan, we learned that the simplified
graphical largeicons (which we' d sized so that they would
work with touch screens in addition to mice) werethe
opposite of what the Japanese preferred. They actually | source: ipc

wanted crowded screens with lots of smaller objects, EIS MARKE}L In 15;)39, ;he EIS Ptcedango ’ngﬁj
. . abpou

icons and numbers. All you haveto do islook at a Gl e i 15 ek
Japanese newspaper to see where that comes from. wide, according to estimates by International

Data Corp. Comshare was the top earner with
53% of the revenues. Worldwide host-based in-

The press was characterizing Commander as“ going stallations include IBM, VAX, Sun, Unix, HP
beyond user friendly to being user seductive ...”

The Harvard Business School

We achieved a mgjor coup when Prof. Warren McFarlan, then Chairman of the Advanced
Management Program at the Harvard Business School (and subsequently Chairman of all
of Harvard’ s Executive Education Programs) decided to do a case study of the use of
Commander EIS at Frito-Lay. | met with McFarlan personally, demonstrated the system
to him and others at Harvard and he decided to go further to mandate the installation of
Commander in the Harvard Advanced Management Program dormitories for visiting
executives He included use of Commander EISin hiscurricula

That is adream that does not often happen!

We would get dream calls, that we called “bluebirds,” from executives of major
companies after attending Harvard’s AMP requesting headquarters visits to Comshare
which we readily accommodated. Executives
E became willing to be publicized as users of
Commander and they told their stories readily —
exemplified by this Chevron CFO talking about
using the EIS to help fend off the hostile takeover
bid by Pennzoail.

Chevron Corp. Chief Financial Officer Marty
Klitten and other top managers used the
company’s EIS to ‘““open a window on Wall
Street” for real-time stock information while
at the same time fending off Pennzoil’s hostile
takeover bid. Recently, Chevron executives
were able to analyze credit card transaction
costs based on on-line data from individual gas
stations.
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M assachusetts Institute of Technology Center for Information Systems Resear ch

We had penetrated further into
academia with the co-sponsoring
of seminars around the country
with. Jack Rockart, the Director
of CISR (Center for Information

o

T

Center for Information Systems Research

Massachusetts Institute of Technology
Sloan School of Management

Systems Research) at the Sloan
School of Management, MIT.
Jack had published and spoken
often about the introduction of
the concepts of Critical Success
Factors into the executive
management of enterprises.

E40-187
77 Massachusetts Avenue
Cambridge, Massachusetis 02139
(617) 253-6608

John F. Rockart

Director February 9, 1988

Mr. Richard Crandall
President

His paper in the Harvard Business ~ Comshare, Inc.
Review (* The CEO Goes On 501 South State Street
line”) was surely the semina Ann Arbor, MI 48106
academic paper on the subject.

Dear Rick:
He saw in EISjust the right
vehicle for capturing , measuring
and following up on CSF' s and so
he became a strong advocate—
eventually agreeing to serve on
the Comshare Board of Directors.

Here's a copy of the book. We can write
about ESS, but you people are making it happen.

Best regards,

/;;5Zg/2:

Harvard John F. Rockart

Business Review

January-February 1982

John E Rockart and
Michael E. Treacy

The CEO

goes

on-line

Senior executives of large
corporations have custom-
arily relied on functional
staff for the information on
which to base key deci-
sions, The task of gathering
data and preparing analy-
ses has been simply too
time consuming, too cum-
bersome to be left to the
executives themselves.
Today, however, improved
computer technology,
coupled with a heightened
analytic orientation among
top managets, is beginning
to change the pattern by
which a company funnels

executive information
systems.

Mr. Rockart is director of
the Center for Information
Systems Research and se-
nior lecturer of manage-
ment science at the Sloan
School of Management,
Massachusetts Institute of
Technology. His primary
research interests are in
planning, control systems,
and top management infor-
mation use. This is his sec-
ond article for HBR, the
first being “Chief Execu-
tives Define Their Own

New tBChHOIOgY information to the apex of Data Needs,” which
» its organizational appeared in the March-
aﬂd tOp manﬂgers pyramid. April 1979 issue.
involvement
. . In fact, in some companies Mr. Treacy is a doctoral
herald better IHfOI 1mation systemnis the responsibility for using candidate in management
to serve tbe such data-based support information systems at the

executive office

has moved into the execu-
tive office itself and, per-
haps more important, the
top managers of these com-
panies have become active
participants in the process,
Vg oo P '

Sloan School of Manage-
ment. Upon completion of
the degree, he will join the
Sloan School faculty as an
assistant professor of man-
agement science.
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Th mshare/ I1BM Deal

Commander EIS market share attracted IBM to expand the prior partnership that had
been established with Comshare' s System W multi-dimensional DSS (for the Information
Center) afew years earlier — and one of the first such partnerships between IBM and an
ISV (Independent Software Vendor). The sponsor in IBM was Bob Berland, who many
will remember with great fondness as one of the most liked IBM representatives to the
industry ever, right up to his pre-mature death from cancer.

Once again, news of this new partnership gave EIS another boost in the press.

nStephen MeClellan's 1984 book, The
Coming Computer Didustry Siwkeovt,
the author interviewed the chicl execu-
tives of the top seven computer malaers

in America. One striking characteristic
they had in cormrnon was that none had
a compuler lerminal in his office.
MeClellan remembered IBM  Cor-
poration”s then-chairman, John Opal, as
having “anofficethat looked like he just
walked around and thought.” Technol-
ogy was not required for this matter of
the mind, thank you.

Atleaston this matter, haweser, [BM
now has changed its mind. [tis not only
using technalogy for executives, it is
selling it. This should prove an interest-
ing challenge for the warld's leading

| technology marketer,

For vendors of technology, execu-
tives have long been considered the Mt.
Everest of the user world. Because ex-
ecutives are clubbed early and ofien
with the imperatives of delegation, the
notion of actually sitting at a computer
lerminal seems grou.nds enough to re-
linquish the washroom key, But [BM
Corporation is betting those antique
attitudes are on the wane, and is back-
ing that bet with a Cooperative Soft-
ware venture with Ann Arbor, Michi-
gan-based Comshare, Inc, a relatively
ald hand in executive information s¥s-

| tems and decision support technology.

I'he two companies have announced
an agreement in which [BM marketing
representatives will include a special
wersion of Comshare's Commander
execulive information system (RIS)
ralled Commander E1S/SO1
partfolio of software solutions. TBM
representatives will idenlify prospec-
tive ougtomers, presenl Comshare’s
marketing materials and accept orders
for the product, After thal, everything's
up to Comshare, which is responsible
for implementation and suppurt,

Comrmander EIS/50L s being sold
an a tered pricing basis for betweaen
£64,000 and 5283,000. That formula is
predicated ontheidea that the larger the
computer, the more value this applica-
tion can deliver to the corporation.

EADING EDGE:

CAN IBM TURN EXECUTIVES
INTO USERS?

in its |

While the high end might seemn pricey,
Comshare President and Chief Bxecu-
tive Ciiicer Richard L. Crandall says the
profil polental for larger companies
runs into the millions of dollars. TEM
agrees. Says Robert Berland, vice presi-
dentot vendorand development opera-
Homs for IBM, “Lxecutive information
systems iz one of the major software
breakthrough areas that allows senior
executives of majar corporations and
governmentagencies to derive strategic
benefits from their information sys-
tems.”

Comshare's Crandall says the mar-
ket is blossoming quietly: “More and
more major corporations are profiting
by their successful implementations,
and are trying to keep themn secret from
the competition.” International Data
Corporation, a computer industry re-
search firm based in Framingham, Mas-
sachusetts, has quantified that secret to
some extent, saying the executive infor-

Hitrrilh

million and growing. Comshare, says
Crandall, has garncred about 60 percent
of that marlcel. That translates into 150
mainlrame sites and 7,000 workstations
in wuse by executives, managers and
other professionals.

For their investments, executives get
systerns that are — well, executive
friendly. Commander FIS/SQL (as well
as the other versions of BIS) do not ask
an executive to learn to use a computer,
at least not in the conventional sense.
Touchscreens have replaced key-
boards. Large-screen boardroom moni-
tors are an option. The software selects,
summarizes and manipulates data from
various sources and delivers it via the
Briefing Book, for status reporting, and
Execu-View, for ad hoc investigation.

The executive users can get, for ex-
ample, internal and external financials,
product line profitability, cash flow
trends, staffing turnover, product qual-
ity and reliability ratings, stock turmn-

continued on page 17

mation system market now is at $35

12 September /Ovtubuer 1358
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Comshare/IBM Marketing Agreement

Ann Arbor, Mi: [BM will market
CQmShEi.rL::H Commander Executive
Information Svstem (EIS) sofi-
ware "o custamers acrass all in-
dustries and government branches
in the Uniled Stares™. say the
COmpanies .

Under a recently signed agree-
ment, IBM reps will jdentitfy
prospeclive customers, present
Comshare™s marketing materials
and acceptorders forthe Comshare
produst,

Comshare, in trn. will he
solely respansible [or implementa-
tlon services and ungaing suppart
of the product-at customer sires,
|, The companies sa¥ the alfenng

0 e s & ¥
| eompkises a special version of

Comshare’s Commander EISSOL,
able toroperate using [BMs SOLS
BS or DB2 management sysieim as
the primary BIS storase facility,
Commandear integrates 4 variety
of dats sources, such as g_enera_]
ledzers. database managers and
public databases, and delivers

-analyred, refined and summarized

anfarmartian using coboer pictatial
screens For on-demand nse by
high-lewel, noo-cmoputer-shilled
ey,

Priving rangres from 56000
LIS 1 S283 000018, depending on
the TBM mainframe conficuration.

The package is available now
and includes solbwdre loe 1) exe
cuuliviworkstitions. =

Hotling #1508

July 25, 1988 — Information WEEK — FPage 13

—

v
S

Richard L. Crandall (] president and CEQ, Comehare and Robert
Berland, ¥P of wendor development Dperations for IBM.

THE INDUSTRY

IBM Joins
Comshare In
EIS Offering

Executive information systems
have donned blue suits and moved a
big step closer to becoming a main-
stream application now that Com-
share and IBM have teamed up. IBM
is now marketing Commander
EIS/SQL, a version of Comshare’s
Commander EIS that can use IBM’s
DB2 R-DBMS or SQL/DS databases
as the primary storage facility.

“In the last 25 years I've never
seen any area come on so quickly as
EIS has,” says Robert Berland, IBM's
vice president of vendor and devel-
opment operations. “EIS is the next
wave. It gets management involved
in the use of technology.”

Berland says IBM joined forces with
Comshare because the user interface

Execufives proise the user interface of the Commander EIS

of Commander “is a real break-
through in terms of ease-of-use.”
John Loewenberg, senior vice
president and chief administrative
official at the Agency Group of the
Capital Holding Corp., in Louisville,
agrees that the user interface is the
major selling point. He is pilot-test-
ing Commander and reports that
“the intuitive aspect of the interface
really appeals to executives.”
Berland claims that an EIS helps a

Page 20

company lever-
age its informa-
tion investment.
“No one,  he
says, "is getting
more than 10%
of the value out
of their data.”
Loewenberg
says implement-
ing an LIS forces
MIS to make
choices. “The is-
sue isn't putting
data up there to
look at, it's de-
ciding what to put up there.”

As for how the product will be sold
into organizations, Berland says the
effort requires a “trinity partnership”
of vendor, MIS, and an “end-user
executive champion.” Berland says that
“with IS alone it will never work.”

Commander EIS/SQL is available
now and includes software for 10
executive workstations. Prices range
from $64,000 to $283,000. i
—5coit Leibs
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R.Cr M ifying Additional Exec Applications for mm El

All during thistime, | was driving Comshare devel opers nuts with an outpouring of
specifications for additional executive application add-ons to what we' d popularized in
the marketplace. | was an unstoppable engine of ideas, but my appetite was alot bigger
than what Comshare could stomach. Some of these did get implemented, but othersfell
further and further down the queue.

December 14, 1987: Commander’s Alert: Dynamic Exception Reporting
January 22, 1988. Commander Folders

April 8, 1988: Commander Folios

May 27, 1988: Graphical ‘Comparative Analysis in ExecuView
June 16, 1988: New Annotation in QuickChart

July 19, 1988: Marketing Requirements for Newswire
November 30, 1988: Exception Reporting

December 16, 1988: Relational View User Documentation

June 6, 1989: Executive Spreadsheet

August 18, 1989: Newswire Text Search

December 7, 1989: Commander Alerts

Sdling ELS

We were pretty convinced we had the better mousetrap (no pun intended) but selling
Commander EIS was a whole new experience for a software company. It could not be
sold to the MIS leadership; in 1984 they did not believe you could get executives to use
computers and they absolutely did not want the exposure and the hassle of servicing high-
level, non-technical executives directly. They felt they had enough on their plate with
their MIS mission.

We had to get to the absolute top ranks of the Fortune 500 — not an easy task. Clearly it
was made easier with the Harvard relationship, the IBM relationship and all the presswe
were getting. But there was still the issue of how to sell to them once we got their
attention. Early in the commercial release of Commander EIS | decided to useit to
manage Comshare. | had a granite sign made up with gold inlay letters that said

“Le Patron Mange Ici” which means “the owner eats here” —asign you seeoccasionally
in aquality restaurant in France. Interestingly we were often complimented for thisin the
press and we were contrasted with most of the rest of the computer industry that did not
use their own productsin the way customers did (kind of like the U.S. auto industry).

So we set up a Board room version, a wal nut-encased office version in my office and we
put out areward to any sales rep that facilitated a headquarters visit from a prospect
where at least one member of the group was senior enough to have his name in the
prospect’ s annual report! Don Walker, our VP North America and | teamed up. We must
have done three such headquarter visits per week for more than three years!

It was exhausting, but exhilarating and our hit rate on closes were amazing.
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The Comshare/Dow Jones Deal —an Industry Stor

One interesting story that intersected with amajor initiative at the trade association level
was in 1989 when Adapso, the computer software and services association, and the
Information Industry Association (11A) decided to engage in exploratory talks of merger
of the two associations. At that time | had chaired the Strategic Planning Committee of
Adapso for about 10 yearsand in some of our planning sessions we conjectured that there
would at some point be a fusion between the software industry and the information
content mo[ustry, I.e. the newspapers, magazines, and the computer data base companies
that comprised the I1A. | was arepresentative from the Adapso side and Carl Vaente of
Dow Jones was the lead from I11A. We both loved the idea and became advocates within
our respective trade organizations, which even led to a combined meeting of the two
groups. It didn’t go well.

The biggest problem was that the 1A folks mainly thought of themselves as print media
aqd had nothing to do with computer services and software— which in retrospect one
might conclude was not the best strategic view of what would eventually happen to print
media with the advent of the Internet.

;PA the computer software and services indusiry assoctation

25 years of leadership 1961 - 1986

Route to:

1300 NORTH SEVENTEENTH STREET SUITE 300 ARLINGTON, VIRGINIA 22209-389%
{703 522-5088 TELEX: 4893834

Volume V, Issue 7
July 13, 1987

ADAPSO, IIA TC FORM JOINT TASK FORCE

The boards of directors for ADASPO and the Information Industry Association (11A), the
trade group representing companies involved in the generation, distribution, and use of
information, resolved to establish a Joint Task Force to investigate the possibility of a
merger between the two associations. The respective boards met separately at the
Waldori-Astoria Hotel on June 22, 1987, to discuss and ultimately to approve the
resolution.

According to the resolution, the Joint Task Force will "...explore the advisability and
feasibility and advantages and disadvantages of a merger and, if advisable and feasible,
to develop a proposal by December 1, 1987, of a merger of both the associations into a
single association." The task force will be comprised of 18 individuals, & from ADAPSO
and 9 from the IIA. Selections to the task force will be announced at a later date.

"We are pleased that ADAPSO and IIA will be investigating the possibility of a merger,”
said 1987 ADAPSO Chairman Jay N. Goldberg, chairman and chief executive officer of
Money Management Systems, Inc. "We believe that the Joint Task Force will enable both
associations to determine if a single organization will be to the benefit of both
memberships."

"Qur organization is looking forward to working with ADAPSO in investigating a merger
proposal," said 1987 IIA Chairman Daniel Sullivan, president of Frost & Sullivan, "The
efforts of the Joint Task Force will provide both associations with the opportunity to
evaluate whether ADAPSO and the 1A would maximize their effectiveness by working
together as a single organization,”

A committee appointed by Goldberg and Sullivan has been working on the resolution
during the past several months. The committee was co-chaired by Robert Weissman,
president and chief operating officer of Dun & Bradstreet Corporations, and Carl Valenti,
vice president of the Information Services Division with Dow Jones & Company.
Weissman (ADAPSO) and Valenti (IIA) are former chairmen of their respective
associations, ADAPSO respresentatives to the committee were: Richard Crandall,
president, Comshare, Inc., and George Raymond, president, Automatic Business Centers,
Inc. Both are former ADAPSO chairmen and serve on the ADAPSO Board of Directors.

e iae wrlan meaeidand
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Carl and | were frustrated with the attitudes and the views that there was no reason for a
software company and an information company to partner or rub shouldersin any way.
We decided to create a partnership between Dow Jones News Retrieval and Comshare,
specifically focused on our creating a News application for Commander EIS.

WERGER TALKS END, BUT SPAWN PRODUCT

Merger plans have been tabled for two trade associations dealing with software and information services
(databases). The Association of Data Processing Service Organizations and the Information Industry Association
were interested, but couldn’t work out the details, reported Comshare President Rick Crandall, who was on
Adapso’s merger committee. ‘I will guarantee that the subject will be revisited’” at a later data, Crandall said.

But the talks did bear fruit of a different sort. In the merger discussions, Crandall said he and Dow Jones VP
Carl Valenty, ITA's representative, concluded that a better interface between databases and executive informa-
tion systems would extend the markets for both types of products. And so, an interface between Comshare’s
Commander EIS and Dow Jones was developed, and premiered at the Info show. Access to outside information
isa primary reason executives need computers, but access has been too difficult, Crandall said.

5

ADAPSO0, ITA
scotch merger
but link arms

BY MITCH BETTS

CW STAFF

WASHINGTON, D.C. — ADAPSO, the
computer software and services industry
association, and the Information Industry
Association (TIA) have agreed to work to-
gether on a variety of activities, but the
organizations have put aside plans for a
full-scale merger.

As a result of the merger discussions
[CW, June 1], the associations have
formed a Joint Government Relations
Committee to address common govern-
ment issues and a Joint Events Commit-
tee to coordinate seminars and a joint con-
ferencein May 1989,

““The business significance of merging
activities is that these activities will bring
top executives of software and systems
companies together with their counter-
parts from information companies,” said
Daniel M. Sullivan, president of Frost &
Sullivan, Inc. and this year’s chairman of
theIIA,

Breakthroughs predicted

“Business as well as technological break-
_throughs are certain to follow” from the
interaction, Sullivan said.

For example, the merger talks trig-
gered an agreement between Comshare,
Inc. and Dow Jones & Co. that will provide
corporate users of Comshare's Com-
mander Executive Information Systems
with access to the Dow Jones News/Re-
trieval service.

Richard Crandall, chairman of Com-
share and an ADAPSO member, and Carl
Valenti, vice-president of Dow Jones and
an [IA member, first met while Serving on
the ADAPSO-IIA merger task force earli-
er this vear.

| was very excited about that prospect and immediately
set about the task of designing what the News
application would look like on screen. | also moved the
project up the priority list and we got it done —
Commander EIS Newswire. We developed it, we
released it and customers loved it — even though they
had to execute an additional fee-based subscription
with Dow Jones News Retrieval not unlike the news
subscriptions one finds on the Internet today.
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Executives using Commander’s Newswire can access
stories the day before they appear in the business press.
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DOWQU ESTions

A New Twist for
//DOWQUEST:
Comshare’s
Merger of Methods

by Kethryn Doyle

When Richacd Crandall tried //DOW
QUEST, he kbew he'd found what he was
looking for.

Crandall is president and founder ofthe
Ann Arbor, Mich.-based Comshare Tne., a
top supplier of Executive Information Sys-
tem software. His svstem, called Com-
manger EIS, holds more than 50% of the F1S
matket share. Commander is designed to
make dara retrieval so easy that 1op execu-
tives can bring up information on computer
displays simply by touching an jcon.

MEWSHLRE ™

Both ceitical inteenal and relevant exter
nal data are avadlable. For example, with a
lovch of a screen an executive can see—in
clear, concise charts and graphs—how a
company’s sales are and where any dowm
tuens are oocureing, By simply lighlighting 4
parricular area with a rouch of the screen, an
executive can "drill demn™ Richer for more
specifics. He or she also can access news
and financial dara from Dow Jones
News/Retrieval with the same speed and
precision.

But Crandall wanted more. He knew
ilan cxecutive found a koy business story of
interest, he or she would need maore detadl,
mare history. S0 Crandall explored his
oprians. Initially, they included News;
Rerrieval’s £ TEXT or /S TEXTM. Rt adding
AAUER T wich its Boolean hased commands
1 Cenmanider wonld have heen like rrving
Lo mix oil and warer, And menu driven
I siill wasty'y e perfoct march,

OWLINE

THE MAGAZINE OF DOW JONES NEWS/RETRIEVAL

Bur / THOWQUEST was different. Ir, like
Commandsr, was intuitive. And it allowed
an executive to “drill dowm” through levels
of exteinal data the same way he or she
currently drills down through intesnal daa
(such as sales repons) using Commander's
featiires.

Realizing rhat, Crandall and his team
took the ease of //DOWOQUEST and cam-
bined ir with Commandet’s touch-screen
capabilities, creating what he calls the
“confluence of two technologies.”

This new version of sofrware—like
previous ones—allows a Commander user
0 access a Dow Jones newswire story,
but once on the screen an executive now
highlights key words by touch or by mouse
and presses the option for more refaced
information. Those words are sent to
SDOSQUEST's powerful 32,000 proces-
sors, where they are searched. The resulr iz
the same as a direct News/Retrieval cus-
tomer gets with an initial search: 16 head-
lines with rhe aption 1o go back for more
relevant aricles.

What this means, savs Crandall, is that a
Cormusander user can take d NOWSWILe sy,
sl oul frrelevant words, highlishe the rele
wank ones and very guickly pecionbie bieunt ol
what is of interest,

This past summer, Crandall spenta Lot of
rime beta resting this new version of Comn.
memnder thar will be lminched in the fall.
Along the way, he discovered several new
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applicarions for //DOWQUEST, a business
tool he says is a “major breakthrough™ in
text searching,

One of the most powerful uses he
found for //DOWQUEST involed regional
aews from its 370 publications.

First, Crandall used Commander's
access i the Press Release Wires to retrieve
a press release from a competitor, He then
highlighted keyv words and sent them 1o
SADOVWOUEST to search and see §f it had
been picked up by the mediaand ifso, what
was reported. This provided insight ino
how a competitor's news was being
interpretec.

Frequently whar he found was that local
papers picked up on the releases and fol-
lowweedd up with more detail and quotes from
comparry officials. “I know whar my com-
petiors are worried about,” says Crandall,
“Sa when a 7/ DOWQUEST search provides
me with articles that quote a company's
chief executive officer, T can read a bor into
that”

He says that being able w access bath
the eompany's release and subsequent
press coverage with such ease is imvaluable.
s fascinating Lo cxammnine bodh sides—the
hefore and the alier. The Connection
Machine [upon which //TXOWQUEST is
based] can bridas vou to thar”

sowhat began as a search for the perfect
Lesl-aie Lo Comshare™s Conumander ELS
bws resulted in the marriage of teeo leading-
edge lechnelogies, And is a combination
Crandulf bittsel] plans to continue w vse us
he guides Comshare inta e 1990s, Yau
candddn’r plasr this sestem aur of here wdth a
sticke of dymamire,” he savs. @

Hor more fmformarion. call Dow fores
Newpssetrioral's Direcior of Seles, Ervic
Driddhons, wf G09-520-4626
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What Werethe Bad Decisionsin the EIS Project?

I’m not one to dwell on the negatives, but the worst decision | made during Comshare’'s
EIS erawas highly negatively impactful on our ability to keep up with customer demands
and my own prolific torrent of new product ideas. It is alesson learned by many software
vendors I’m sure— and is undoubtedly a continuing lesson today: | got sucked in by
customer and partner pressure to support al three PC platformsin that day — Windows,
0S/2 and the Apple Macintosh.

Wedid it, but at a cost that | did not appreciate at the time. In retrospect | believe multi-
platform support was the biggest cause in our not having sufficient funding or

devel opment resource to progress the architecture and advance the features of the product.
Simply, here’' s how it happened.

1. When we started the project there was no Windows, nor Apple Mac nor any
graphical platform, so we did our own in DOS— Benefit: We were early to market.

2. Our partnership with IBM had a pre-condition that we develop to Presentation
Manager on OS/2. My judgment was that the IBM association in the market would
outweigh the development costs to support OS/2. In hindsight, while IBM did help us
greatly with System W earlier, they had no pull with high-level executives and we didn’t

need them. Supporting OS/2 dragged on our resources.
1_1 N COMSHARE.
L 1 9 9 0

3. Then five major clients
ganged up on us to support the
Apple Macintosh (| remember

F A L

Dupont was one of them). |
reS| ﬂed at fl rst and ther] Cnmmnndc:r EIS version 2.1, featuring a number of
enhancements and a compleady new version of the OI | | aI] er .
Newsw tve applivation, is now available. This
succumbed on the theory that et mnta e s ppoet o Apple Mot
y and IBM OS2, extending tothose platforms Comshare's e ease Or
you re wppom to do Wha commitment esupparting Ll usersinamixof proces-
Sing envirunmenls, M " | h
Th anped Newswire application, News Navigator™
your Cugomers War]t' It turns [urlcSn:\L:]gllJu Surveillance, ]gws EXECUTIYES 2 ‘xﬁs o aCIH[OS ] an
H alevel of carporateand business informatio rvailable
Out Appl e |t%|f W% CI a/erl y through ¢ mt'ullm.r sollware product, It includes an 05/2 Plal‘foms
easiero-use interfaoe —exerutives justelick onor fouch
1 fi d is erous Dow Jones
behind each one of them — e R e, _
i i S oEomipe o sch vaete e o s e A,
' lost: L rseas busines il
I ngeaj Of approa:hl ng US g;:d[i:ftib | appreciate Rewswire's new breadth of cover

age. [t now includes intematicnal and Cana-
dian news as well as 1.3, news, including the
{ull texts of corporate press releases. Newswine
£ also fearures an Impressive search capability:
executives highlight key words or passages in
anews irem and the syslem searches 185 busi-
ness and mrade publications for related stories,

directly they did it through our
customers. | caved and we went
for it—at amuch larger expense
in opportunity cost than |
appreciated at the time.

App € Scullev
Addresses Conference

Oh, we loved the attention
showered on us by Apple but in

hindsight, the revenue we got At tﬁﬂdﬁﬁS,
came no where near even the Links Todav’s Systems
direct cost, and the indirect cost {0 TOTHOH'OWS
was a disaster. My message to COIHD@ U tiVEIlESS
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any software CEO
facing similar
decisions today isto
spend lots of time and
anaysis on the merits,
the market size, the
impact on precious
resources, cycle times,
support costs and all
the many factors and
complexities of multi-
platform support.

While it sounds good,
feels good on day of
announcement and
you then get
indigestion big time.

Jobn Sculley

October 9, 1990

Mr. Rick Crandall

President & CEOQ
COMSHARE

3001 S. State Street

Ann Arbor, Michigan 48108

Dear Rick:

Thanks for coming to Apple and giving our management team some real market
insight and some good product ideas.

You were very patient and responsive to the questions. It's very easy for us to get
caught up in our own technology and miss what real executives really use.

Best regards,

John Sculley

Wrap-up: Wither Goest EIS?

| retired from Comshare in 1994. Certainly today one might argue that EIS' s per se are
not needed, everyone is computer literate with mouse-based graphical interfaces, touch-
screen based smart phones and keyboard-based email and socia networking systems.
However | would still argue that if you look at the convenience of where EIS's got to and
were headed — the ease with which you could drill down into the numbers, chart the
trends and access public information sourcesand generate alerts — | contend that
something similar would still win the favor of high-level executives today.

EIS s as packaged software products eventually fell by the wayside after agreat 10— 12
year run. | wouldn'’t be surprised if someone brings them back — and makes another

generation of success of it.
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