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ASK DR. ALBERT
o.

I have a 70 meg hard disk in my Series 500 and I
want to add another 70 meg hard disk. Where
do I put it?

A.
You don't have space for another fUll height

hard disk in your 500. My only suggestion is to get
a 112 height 70 meg (from Computer Support) to
install in your 500. I believe this is a good idea. Also,
the hard disk Altos uses, the Priam V160A, is not
available through normal channels.

Happy days are here again! Some of my readers
have commented that certain editorials weren't
happy, so I decided to start out on a high note
this month. Believe it or not, I enjoy the computer
industry, the many dealer friendships and life in
general. I just don't accept things without making
my response known.

The computer industry provides some exciting
opportunities and rewarding challenges. I find very
few areas of employment that attract comparably
intelligent people and none that attract more
committed people. Who else would spend half
the night getting a system back in working order
or solving a problem they probably didn't create
in the first place.

The professional standards that our dealer friends
uphold are very impressive and perhaps more
impressive are the personal standards they adhere
to. We have trusted large numbers of them with
all kinds of valuable things and have rarely had a
problem. I'd say we have a problem with about
.001 % of these transactions and it makes life a lot
more pleasant because we can work this way.

The frustrations that I voice are usually toward
business entities that are populated by people
who couldn't possibly "make it" in a competitive
environment. When they establish policies and

o.
Here I sit with (3) 190 meg hard disks in my 2086

and a 60 meg tape drive. This is driving me crazy with
all the tapes I'm using. Is there an alternative to the
60 meg tape? Will the 150 meg tape drive for a
2000 work?

A.
No. The 150 meg tape drive for a Series 2000

will not work. The 150 meg tape uses the SCSI inter
face and this is not available for use on a 2086 (or
1086, 3086, or 3068 for that matter>. A 125 meg
tape drive is available (just recently) that will work.
It will work on all models currently using the 60
meg tape, including the 686T and 986T, which is
nice if you have multiple hard drives or a 190 meg
hard disk.

o.
I have need of a lot of storage on my 1086. I don't

want to upgrade to a 2000 to get the 380 meg hard
disk because I don't need the horsepower. Can I
put larger than a 170 meg hard disk?

A.
Yes. NoW you can. YOU can install (2) 380 meg

drives in your 1086. The largest hard disk you can
use as a ROOT disk is a 170 meg hard disk. Be sure
to have ver.3.4b35 XENIX to be able to support it.
Remember, this only applies to 1086 or 2086 with
ESDI.

Continued on Page 2 ..

procedures that treat their customers as though
they are stupid and dishonest, I tend to not be
as happy. I enjoy coming to work every single day
and I enjoy every phone conversation. If some of
these guys on the West Coast want to share in the
fun, they shoUld get to know some of the people
in the dealer base. They could start by answering'
phone calls or responding to letters.

Life in this business is a challenge and a treat,
and I wouldn't want to be anywhere else. I really
enjoy the people who are in the front lines, fighting
the battles. They are doing some remarkable things
and are very "real", very enjoyable folks to work

. with. If I seem frustrated with the "rear" echelon
folks and their ineptness, please bear with me;
they bring out the worst in me.
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So YOU want
to be a Salesman • • •

New Software
Product Announced

Have you ever really thought about the many advantages
to selling upgrades and replacements to your installed base?
Some industry experts estimate that a computer owner will
spend two and one half times the purchase price on enhancements
to the system after they own it. When the investment in employee
time and frustration is considered as a cost, it is a very expensive
proposition to change types of computers. If adding serial ports
or hard disk capacity extends the life of the system, it is a good
buy at any price.

The cost of application software is growing as a percentage of
the total system price, so being able to continue the use of what
you own, or taking it with you to the next system, is very impor
tant. perhaps the biggest asset Of Altos System V is the ability
to run the 886 software. This enables the majority Of installed
systems to move to the latest technology at the cost of hard
ware alone.

When new software becomes available it always surprises
me what an end user will sometimes do to get it. Upgrading
his 3086 to a Series 2000 is a small price to pay to get SCO Pro
fessional. I don't need to understand why they do - I just accept
that they do. And when they do, they are a lot less trouble than
they were the first time.

Getting this business doesn't always take a lot of work. We
have seen some very neat newsletters from various dealers
and they are certainly an acceptable choice. Even if you just
make it a point to send them a brief letter whenever you get
the Altos News (a handy source of things to write about) you
are doing something to keep them thinking about the possibilities.

The list of possible sales includes bigger hard disks, tape drives,
memory boards, printers, terminals, modems, software and
complete system upgrades, and that's just astart. If these people
don't like you well enough to purchase from you it's a real problem,
but most will, and be grateful for your support in the process.
I would think everybody wins on these deals.

This cartoon
intentionally

left blank.

Chicago, December 19,1988 - The HI-TEK Corporation, a leading
developer Of vertical market software products, announced the
release of its S-P-M Sales-Prospecting-Marketing System for
ten different vertical markets as follows:

Computer Products Financial Services
Printing/Graphic Arts Insurance
Advertising Stock/Commodity Brokers
Real Estate Apparel
Banks Computer Forms & Supplies

The S-P-M System is the first computer software product
designed exclusively to support the prospecting, account man
agement, marketing, and sales management activities of each
individual industry. The S-P-M series provides solutions to meet
the specific needs of each industry, while requiring resellers
to learn only one system.

Some of S-P-M's benefits include analyzing a sales-force's
performance and activity, boosting productivity, tracking prospects
and leads, identifying and managing important dates, and re-

-ducing manual paperwork and clerical support. The S- P- M System
will allow salespeople, as well as sales and marketing management,
to more efficiently and effectively plan, organize, track, and analyze
their company's sales and marketing effOrts.

In the words of Wayne Cohen, President of HI-TEK, "The S-P-M
series represents a new generation of software products, one which
provides resellers with solutions and allows them to concentrate
on making the system sale from their first contact with prospects
and customers. It will shorten sales eycles; in addition, by building
industry knoWledge into each version of S-P-M, much of the -infor
mation-gathering requirements common to other vertical packages
are eliminated on a case-by-ease basis. This also allows for a more
focused and confident sales force:'

Each S-P-M System consists of an SOL-type Database designed
by sales and marketing experts specifically for each individual
industry, a Reports function, a perpetual appointment calendar,
a Word processor, and a Mail Merge System. All are fully integ
rated. Although the S-P-M System is extremely powerful, it is
designed for the computer novice, making it simple to under
stand and use. S-P-M runs on MS-DOS, XENIX, UNIX, and Local
Area Network operating systems.

The S-P-M SALES-PROSPECTING-MARKETING System is available
through HI-TEK offices in Chicago and Toronto, Ontario, as well
as through authorized resellers in most major metropolitan
areas in North America. S-P-M product information and Demon
stration Systems are immediately available. For further informa
tion, contact either HI-TEK office: Chicago, (312) 787-2000, or
Toronto, (416) 730-0662.

•••••••••••••••••••••••••••••••••••••••••••••••••••

ASK DR. ALBERT
Continued from Front Page. _.

o.
I have (4), cpunt 'em, (4) serial boards in my 2086. This worked

OK, except for the fact that I have only 4 meg of memory. Since
I don't have enough slots to add another 4 meg mem board,
can I replace the 4 meg mem board with an 8 meg mem board?

A.
A 1086 or 2086 will support an 8 meg mem board, except in

your case. For some reason that I have yet to discover, an 8 meg
mem board will not work under XENIX when you have 4 comm
boards. So in a case where you really need 8 meg of memory,
it won't work.



USED - DEMO - NEW

ALTOS
BUY • SELL • REPAIR

IN STOCK

-CPU
8000 -2,10,12,14
8600 -12,14
68000 - 12,14
5 - 5,15
580 -2,10,20
586 -10,20,30,40
986 - 40
586T - 40,80
986T - 40,80
686 - 25,50
686T - 50
886T - 25, 50, 80
1086T - 50,80,190
2086T - 80,190
3086T -170
3068 - 80,170,190
SERIES 2000

1000+
2500+
3500+
750+

1000+
1250+
2700
2500+
3000+
2200+
3000
3500+
5000+
6000+

10,000 +
7500+

12500

-DISK UPGRADES-
External
UK - 10, 20, 30, 40, 80 1200 +
Internal Cages
UK - 50, 80,170,190,380 1200 of

-TAPE UNITS-
External
MTU - 2, 3, 4, 5, 6 1250 +
Internal
Wangtek - Archive 500 +

-MEMORY-
512KB, 1,2,4,8, MB 500 +

CPU's, Memories, S10, Multidrop, File
Processor, Disk Control All Available.

-TERMINALS-
Altos - 2, 3, 4, 5
WYSE - 30,50,60, 75
Televideo-910, 920, 925, 925E
Televideo -950,955,970
Qume - QVT 102,103,108

250+
250+
150+
150
150 +

ALTOS Parts Available. • Board Level Depot Repair Available.
Many Other Items Available.

All Equipment Guaranteed. • Please Call for a Quote.

Marcus Associates, Inc.
52 Woodland St., Natick, MA 01760

Peter Marcus 508·655·7788 - FAX 508·653·3470



New
ow Price • • •

IN-SO
$1,200
Internal Storage Module
for Altos* Floor Standing
Systems

Designed around a quality hard disk drive, the In-80 storage module has the following features:

• High speed access (28 msec) on
average access.

• 80 megabyte (unformatted)

• Optional electric fan cooling system.

• One year "Instant Replacement"
warranty.

• Drives are tested and formatted prior to shipment.

*Altos is a registered trademark of Altos Computer Systems.

COMPUTER
SUPPORT OF
SIOUX CITY, LTD.

701 Steuben St. • Sioux City, Iowa 51101 • (712) 277-0095. FAX (712) 277-2638



"Altogether" is not affiliated with Altos Computer Systems. Any similarities are coincidental. "Altogether- is a separate entity serving the Altos
dealer community. Altos is a registered trademark of Altos Computer Systems. 'UNIX is a trademark of AT&T. XENIX is a trademark of Microsoft.

UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED'
UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED
unCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED
UnCLASSIFIED

FREE CLASSIFIEDSI
PHARMACY SOFTWARE FOR ALTOS AND IBM/AT
COMPATIBLES. Proven, sophisticated software for
retail, nursing home and outpatient hospital phar
macies. Written for Altos and SCO XENIX and UNIX.
Suggested retail $5000. 50% discount for dealers.
Demo Kits, $100. VIP Computer Systems, (919)
933-9744.

FOR SALE: Altos 68000-14 with UNIX, Cobol, Informix,
and Unify Data bases. $2500 obo. Call Margie at
(512) 340-6811

FOR SALE: Used 586's in varied condition. Also,
good selection of used Altos terminals and 8-bit
machines. Any reasonable offer accepted. Call
Howard at Press Consulting, 309-764-2991.

AUTOMATED UPS MANIFEST SOFTWARE: Autofest
is a United Parcel Service approved shipping and
manifest system which can automate the weighing,
computing charges, labeling <including COD tags)
and printing of the shipping manifest. AutoFest
can be tied directly to RealWorld Order Entry soft
ware, providing a turnkey ordering and shipping
system. Used alone it'still can eliminate time con
suming tasks of preparing UPS shipments and
tracking COD payments. Available for DOS, Novell,
UNIX and XENIX. Only $495. Dealer pricing and
Demos available. MBS, Inc. (402) 333-8801.

REQUEST FOR BIDS: county government wishes to
dispose of the fOllowing excess equipment: Altos
8000-12 Computer, Televideo Terminal - 950 (2),
Comrex 420 Printer, Diablo 630 Printer. Please
submit bids for each item to County Clerk, P.O. Box
38, Dakota City, NE. Phone (402) 987-2125.

NEED DISTRIBUTORS for proven software program.
Over 100 installations coast to coast. UNIX, XENIX
and PC DOS compatible. Large commissions. Send
resume to G & L Computers, Inc., 400 N. Beach St.
#230, Fort Worth, TX 76111.

PREFERRED BUSINESS SYSTEMS ANNOUNCES a new
software module that will allow any PCI AT or 386
PC to access printers on an Altos computer. No
modifications are necessary on the MS DOS machine,
utilizing your current communications program
and our menu driven software to select which
printer to use. Available for any Altos 486, 586,
2086, or 2000 series computers. Only $49.50 plus
tax. Please call 214-241-5580 or 620-7019.

ADVERTISINC RATES _
Advertising flyers (8W' x 11") enclosed:

$200 -1st page
Plus $50 each additional page in same issue

Photo-ready advertisements:
Quarter page (4"w x 5"h) - $60.00
Half page (8W'w x 5W'h) - $100.00
Full page (8WW x11"h) -$150.00

CLASSIFIEDS FREE! Call (712) 277-8639

FREE CLASSIFIEDSI
PROGRAMMING - Informix software development
for all Informix products. We can modify our pack
ages (AR, GL, INV, SO, etc.> to meet your needs.
Phone 216-331-3370.

WANTED: Used Altos equipment or excess inven
tory. Contact Ed Embree at (312) 860-5807.

TERM COMMUNICATIONS windowing-menu system.
Written entirely in TERM script language, an excel
lent tutorial-by-example. Super safe and easy for all
TERM Users to access * .con and * .cmd files, set
parameters, etc. $25 source code only, $35 disk
<includes source code and rapid start-up scriptL
Data Base Management Services, 14411 Quivira
Road, Alathe, KS 66062, (913) 897-2263.

MICROSOFT BASIC PROGRAM allows communica
tion with Allen Bradley Programmable Controllers
over Data Highway or Data Highway Plus. Can be
called from nearly any language: BBx Basic sample
programs provided. Call Craig at (419) 259-3687 for
more information.

BUY AND SELL USED ALTOS EQUIPMENT. Complete
systems or parts. Call Peter Marcus, Marcus & Asso
ciates, (617) 655-7788. 2/89.

FOR SALE
Used Altos

Parts
r···-Wyse·-·iII2··-ancf"i"fi4!
!- Wyse 50 and 60 !
I- Most Wyse Products !
I M.M.M MOH.M M.M.M.M.M M.M.M.M :

Call

1(niglit and 'Day
Computer Service

(408) 778-5740


