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We’ve covered this in the past, but 
not recently. It’s been a while since 
I’ve even given it much thought, 
or discussed it here. It’s something 
many businesses use unconscious-
ly when evaluating new software 
or changing their existing business 
software: The Business Application 
Paradigm.

The core concepts of the Paradigm 
are:

Business Applications are large, •	
very large, or very, very large.
Business Applications are mag-•	
nitudes of order more complex 
than academic computing class 
assignments.
Business Applications are long-•	
lived – 10, 20, and 30 year-old 
applications are common.
Business Applications are dy-•	
namic – They grow in complex-
ity, and evolve well beyond the 
original design and specification 
requirements.
Business Applications are criti-•	
cal – They must be stable at 
high volume and capacity. If ap-
plications ABEND they must be 
fixable, and restart-able under 
duress.
Business Computing Architec-•	
tures evolve and change.
Business•	  comes first – Technol-
ogy for technology’s sake is not 
good business.
Business projects will be under-•	
staffed and overworked, both 
on the IT side and on the busi-
ness side.
Millions of business program-•	
mers are needed to meet world-
wide business application devel-
opment requirements.
Business project teams change – •	
Individuals responsible for writ-
ing applications rarely are the 

ones who maintain and support 
them in production.
IT departments are unique – No •	
two shops employ the same 
methods/standards/practices in 
development, maintenance, and 
support of production code.
Production requirements rule IT. •	
If production systems fail or do 
not handle the monthly changes 
in business, IT will drop every-
thing to address the problem, 
significantly killing momentum 
on new projects, and hamstring-
ing the  implementation of new 
technologies.

Many of these points will likely 
resonate with you, whether or not 
this is your first time hearing them. 
Having the paradigm spelled out 
may clarify some of what you are 
seeing and doing in your current 
enterprise applications.

There are no clear solutions, or a 
single silver bullet, to address all 
of these points at once.  Business 
applications need to make trade-
offs between the requirements of 
day-to-day, month-to-month, and 
year-to-year business changes, on 
the one hand and the need to keep 
pace with emerging technologies 
on the other. There is a reason why 
many companies are still using 
green screens that were developed 
20 or 30 years ago.

The same reasons explain why 
many companies are always three 
to five years behind the latest 
technologies, or do not plan to 
implement the new technologies in 
the near future unless something 
forces them.

However, there is a relatively 
recent change to how people think 
about and use technologies. It’s 
going to throwing a wrench into 
this Paradigm. And we need to be 
ready for it.
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User Interfaces (UI) and User Experi-
ence (UX) expectations have shifted 
and grown exponentially in the last 
year or so. This is not the same as in 
the past, where the main change to 
software and technology has been 
from one specific interface to anoth-
er specific interface.

First, Windows wanted users to move 
to GUI desktop applications. Busi-
nesses could take or leave that. Then 
the web came along, and it seemed 
that everyone needed a website. 
Again, businesses could take or leave 
it, but as new hardware started to 
come into play, the website and 
web interfaces became more impor-
tant, turning it into requirements. 
However, this was only a small, 
well-defined section of the overall 
business software.

Since developing an alternative pre-
sentation could be isolated into one 
aspect of doing business, companies 
were willing to create the interfaces 
needed, but the remaining 90% of 
the software stayed the same.

Mobile and Tablet interfaces grew 

from the websites and web inter-
faces into something all their own, 
but many business are still trying to 
decide if this is required.

These interfaces helped replace 
some of the older hand-held data 
collection devices, but those devices 
only had a specific purpose, much 
like the websites. Again, the core 
80% to 90% of the software was 
not affected.

Now comes the shift in software 
development from User Interfaces 
(GUI, web, mobile app, etc.) to User 
Experience, which does not use one 
specific technology, but instead 
focuses on the way we use our data 
in all of the available technologies.

This shift will throw a wrench into 
your everyday Line-Of-Business 
applications and the Paradigm which 
is used to maintain them. Since the 
User Experience approach doesn’t 
mandate a specific technology, you 
might think I’m saying, “use the 
green screen application and you 
will be okay.” That is not quite cor-
rect.

User Experience is all about provid-
ing the user the ability to enter and 
modify information in any environ-
ment and with any tool they choose. 
It is about empowering the user to 
get their job done, but it is NOT 
about dictating to the user the best 
way in which to do this.

If a user decides that Excel is the 
best way to get data into the sys-
tem, then give them that option. If 
a Mobile device is the best way for a 
user to access and update informa-
tion, then that is what they should 
be able to use. 

If a user is away from their desk, 
then what is the best experience for 
them? The one they want to use.

If a user is at their desk, what is the 
best experience for them? The one 
they want to use.

For Line-Of-Business applications to 
survive, they must provide more 
than one way to get the same infor-
mation into the system. Our sys-
tems must be able to adapt to the 
user and the user requirement, rath-
er than us telling the user to adapt 
to them.

One of the main reasons that most 
upper management has always 
pushed for GUIs, or some kind of GUI 
interface, like dashboards and drill-
down reports, is because they want 
to access the data when, where, 
and how they are familiar. It has 
never really been about the “pretty 
interfaces” and “mouse” or “touch” 
entry, but about how easy it is to 
access that information.

Line-Of-Business software needs to 
evolve beyond UI thinking and into 
UX thinking. More and more appli-
cation companies will come to your 
management to try to sell them 
their UX – and many will succeed – 
unless you can provide some of the 
basics that a good UX requires.

Join me at my Welcome Address at 
the Spectrum 2015 Conference this 
year where I will be more talking 
about this. IS

MultiValue can’t do that.
can

Change your thinking.

Modern MultiValue, LLC
Modern Solutions for Modern Applications

info@ModernMultiValue.com
www.ModernMultiValue.com

+1.225.341.1778
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Today is a good day because 
I‘m suffering from T.I.E.D. 
– Technologically Induced 

Euphoria Disorder. That's what I call 
it when something tech makes me hap-
pier than it reasonably should. Some-
times it‘s a whole category, like smart 
phones and tablets, sometimes it's 
learning a new language or methodol-
ogy. I've been known to get giddy over 
a single command occasionally.

T.I.M. is another matter entirely.

Knock Knock
When the NCR Tower was being sold 
as the ADDS Mentor 7000, a company 
I worked for tasked me with proving 
that the new machine could handle the 
load. To meet the challenge, I wrote 
an mvBASIC program called Knock 
Knock, which ran from a login script. 
I started it by logging port 0 onto the 
test account. The first thing the script 
did was check if the next highest port 
existed and, if it did, it logged that port 
onto the test account as well, trigger-

ing another instance of Knock Knock. 
Then it ran a series of tests.

This allowed me to go to one port and 
issue one login, triggering 100% of the 
ports to stress test the machine. On 
the second pass, I did the same thing 
again, but this time, instead of running 
the tests in sequence -- to prove the 
machine could queue up demand and 
satisfy it -- I ran the tests at random. 
This simulated the more realistic case 
of varying activities on multiple ports.

By adding elapsed time reporting to 
each test, I was able to prove out the 
machine in one day. It gave me a seri-
ous case of T.I.E.D. to realize the au-
tomation capabilities inherent in the 
LOGON command.

Oh Boy
A few months ago, I was working on 
a PHP program which needed a seri-
ous speed up. So I found ways to avoid 
MySQL (the server it was on had 
some pay-to-play constraints which 
made MySQL under perform). Then 
I started looking at ways to make the 
pages work in PHP (to randomize cer-
tain content — sort of a no one gets top 
billing issue — periodically) and work 
as straight HTML the rest of the time. 
My normal tricks, like using AJAX, 
weren‘t viable for reasons too stupid to 
repeat here.

I found a command in PHP which not 
only saved me a lot of steps, but it also 
told me someone else thinks enough 
like I do for this command to exist. 
Technically, OB is not a command, 
it‘s a set of commands: . What they do 
is allow you to write PHP which runs 
like normal PHP but also captures an 
HTML-only version of the resulting 
page.

It was a weird, niche need, and find-
ing out that someone else had hit that 

Business Tech

The Tug-O-War Between

and

The programmer did an 

excellent job of avoiding 

any use of the existing 

MultiValue database by 

tying themselves in knots.

b y  c h a r l e s  b a r o u c h
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obscure wall hard enough that they ex-
tended PHP to cover the case... pure 
T.I.E.D.

Nothing but .NET
Even more recently, I ran into a piece 
of well-intentioned .Net which sent 
me into T.I.M — Technologically 
Induced Melancholy — instead. The 
programmer did an excellent job of 
avoiding any use of the existing Multi-
Value database by tying themselves in 
knots.

When I unraveled the mess, I found 
my T.I.E.D. Most of the .Net code 
survived unaltered. Just re-ordering it, 
so that the security checks moved to 
MultiValue, instead of ninety percent 
of the data shipping up from Multi-
Value to meet the ten percent in SQL 
so that .Net could do them, resolved 
the issues. It actually made me feel 
good when I realized that the code that 

was there didn‘t need to be trashed, it 
just needed minor surgery. The .Net 
programmer hadn’t handled Multi-
Value very well, but he had done a de-
cent job with the parts of the project 
he understood.

One More T.I.E.D.
There are people in this industry 
whom I’ve known for years but I’ve 
never had a chance to use their prod-
ucts. Recently work has brought me 
in contact with PRC and MV.NET. 
I haven’t had a deep dive into either 
one, but the I’m having a good time 
learning them as projects permit.

One More T.I.M.
I recently had the one millionth (give 
or take) person tell me that Multi-
Value is dead. Having heard this for 
nearly thirty-five years, I have to tell 
you that it doesn’t make me sad for 
us — because we’re all still here — it 

makes me sad for them. What most 
of them really seem to be saying is “I 
don’t want to learn anything else, so 
this stuff has to go.” For me, learning 
is the point. Delphi, PHP, mvBASIC, 
PROC, JavaScript, Java… even when 
they make me wince, I still find value 
in acquiring new languages and in re-
fining my skills with each.

Why So Delirious?
It‘s easy to feel alone in this profes-
sion. Even for those of us who work 
in teams, the opportunity to share an 
idea in a receptive environment can 
be rare. My favorite hiring ad was one 
Microsoft ran a few years ago: Come 
work for Microsoft. Your Family still 
won’t know what you do for a liv-
ing, but they’ll know where you work. 
When I find some bit of tech which 
whispers “Hey, the folks who wrote 
and/or built me have seen what you’ve 
seen!” That’s when I feel connected. 
When I go on U2-Users, or have a chat 
at the Spectrum conference, that’s my 
link.

T.I.E.D. Up
Tell us about your T.I.E.D. moments 
at editor@intl-spectrum.com. is

Charles BarouCh 

is the CTo of hDWP, 

Inc. and the Publisher 

at hDWPbooks. You 

can read his writing in 

International spectrum, Theme-Thology, 

Novo Pulp, PerehelionsF, and the Inter-

rogative series, which begins with Tiago 

and the Masterless.
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Remember that old com-
mercial where the kids are 
screaming, the phone is ring-

ing, someone’s at the door, the dog is 
barking... and the all-too-harried star is 
just about to lose it? Moments before 
the inevitable, as if chanting some se-
cret religious incantation, she exclaims 
“Calgon! Take me away!” An instant 
later she is dramatically transformed 
into a calm, relaxed and — dare I say? 
— happy woman; the bubbles from 
her bath eliminating all her stress and 
strain. For all she knows, little Timmy 
is setting fire to the dog and letting in 
the strange-looking “repairman” that 
had mysteriously and unexpectedly 
shown up at the door. No, those things 
don’t matter, not while she’s having 
her “Calgon Moment”.

The day to day life of a business can 
sometimes seem like that commer-
cial. The phone can seem to ring end-
lessly. Streams of customers come and 
go all day, every day. And every now 
and again, there may even be a bit of 
screaming (you know who you are). 
To make matters worse, there are few 
— if any — Calgon moments in busi-
ness.

In the last several years, we’ve seen how 
advances in computer technology can 
help businesses manage that sort of 
chaos. Even a garden-variety personal 
computer is capable of great things, 
and seemingly greater things each year. 
New networking technologies are mak-
ing our offices more connected than 
ever. And with the incredible resources 
and connectivity available on the in-
ternet, there has never been a greater 
opportunity to work smarter instead of 
harder.

If only it were that simple.

Unless your business is technology, 
there’s probably very little time or 
energy available to keep up-to-date 
with all the advances that can help 
your business. Like most people, you 
expect to turn on the computer and 

it just works. Anything less makes the 
computer less of a servant and more of 
“one more thing to deal with.” As if 
you didn’t have enough to do already.

Perhaps you’ve considered hiring tech-
nical staff to keep all your business 
systems running smoothly. But add-
ing personnel is expensive! Not only 
is there the cost of basic salary and 
benefits (which can be substantial), 
there’s also the potential for consider-
able setup expenses. Each person you 
hire needs a desk, space for that desk, 
a phone, most likely a computer, nu-
merous software titles... the list goes 
on and on. And what about training? 
How much money is available to get 
a new person oriented to your way of 
doing business?

Then there’s the issue of your time. 
How much time do you have available 
to review resumes, call prospects, con-
duct interviews, fill out all the regula-
tory paperwork, and get everything 
set so your new employee can hit the 
ground running? Following that, how 
much time will be needed to ensure 
your new employee is really being 
productive? Stated another way, if the 

Calgon,
Chaos, and
Consultants

b y  K e v i n  K i n g

If you can’t reach someone 

before the project starts, 

there’s a pretty good 

chance you won’t be able 

to reach them after the 

project is completed.
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problem is that you’re too busy, is adding more items to your 
To Do list really the best solution?

Wouldn’t it be great to have an employee who comes to you 
with extensive training? Someone with experience solving a 
variety of issues? Someone who doesn’t require a mountain 
of paperwork or human resources effort, and can just go 
away quietly when you don’t need them anymore? And what 
if that person came to you with their own desk, phone, com-
puter, and software? And if that’s not enough, what if you 
could completely forget about paying for benefits? Would 
that not be an excellent hire?

Fortunately, there are thousands of people just like this all 
over the world, operating under titles like Technology Con-
sultant, Software Consultant, or even Software Solutions 
Provider. Like employees, consultants are available with a 
wide variety of training and experience. However, unlike 
employees, consultants don’t typically require a long term 
commitment. Instead, as an employer you have the freedom 
to add or subtract consultants as needed. And you can do it 
without a lot of paperwork, regulatory issues, and complex 
interpersonal dynamics.

Perhaps you’re thinking, “But... consultants are even more 
expensive than employees!” Looking only at the hourly rate 
of a consultant vs. an employee, this can appear to be true. 
However, for most companies, you have to look deeper than 
simple hourly rates. When you better understand the return 
on your investment, it becomes clear that a consultant can 
save you money — sometimes a great deal of money.

When deciding between adding an employee or a consul-
tant, the first issue to be resolved is need. Do you need some-
one every working day of the year? Or do you need a person 
only when there are things to be done? If the answer is “every 
day”, then you may be better served by an employee. On the 
other hand, if your needs are more task-oriented, a consul-
tant may be the better option. To help clarify this issue, a 
number of questions can be asked, such as:

What — specifically — will this person be doing? y

What will the person do after the assigned tasks are com- y
plete?

Will that list of tasks require a full time, indeterminate- y
length investment?

The goal of these questions is simply to arrive at a full un-
derstanding of where this person will fit into your organiza-
tion, and for how long. If you find yourself thinking “I don’t 
know what this person will do all the time, but I’m sure we’ll 
find something,” a big red flag should go up. You see, over 
time the most significant cost of an employee isn’t the salary, 
or the benefits, or the training, or the setup, etc. Rather, the 
most significant cost of the employee comes from paying all 
of these amounts in perpetuity — even after the need has 
passed.

Of course, you could make it a practice to periodically fire 
employees when they’re no longer needed, but this carries its 
own costs, liability potential, and morale issues. Fired em-
ployees may be eligible for severance monies, unemployment 
benefits, extended health insurance, or other benefits. And 
what if the employee feels he or she has been wrongly termi-
nated? Corporate reputation notwithstanding, legal costs to 
defend the company can be significant.

In contrast, consultants simply move on when the job is 
complete. As long as a company has things to be done and 
is happy with the results being produced, the consultant 
provides services. When there’s nothing left to do, the con-
sultant moves on to serve the next company and the cycle 
continues. This not only reduces the company’s liability and 

Please join Zumasys in welcoming 
AccuTerm to our growing family of 

MultiValue software products. 

www.zumasys.com/accuterm
818-951-1891

AccuTermTM Version 7.1c
AVAILABLE NOW! 
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termination costs, but the annualized cost of the consultant 
is reduced as the company pays nothing for a consultant who 
is serving someone else.

But what about loyalty and confidentiality? Can consultants 
be trusted with the intellectual assets of the corporation? In 
a word, absolutely. And if a word isn’t enough, you can get 
it in writing.

Most consultants will agree to sign proper agreements limit-
ing their use of the intellectual assets of the company. Com-
monly, a non-disclosure agreement (NDA) is used which 
defines the intellectual property boundaries and usage guide-
lines for the consultant-company relationship. NDA guide-
lines may also be incorporated into a standardized consult-
ing contract. Incidentally, only rarely will companies require 
these types of agreements with employees. Often this over-
sight is a more significant risk.

What about accountability? How can the company ensure 
the consultant is maintaining an adequate level of productiv-
ity?

Any project, whether assigned to an employee or a consul-
tant, should have measurable benchmarks strategically lo-
cated along the project timeline. If a person isn’t meeting or 
exceeding those basic milestones, you’re free to find someone 
else who can. The difference between an employee and con-

sultant is that the consultant recognizes that they are easily 
terminated, in contrast to the difficulty commonly associated 
with terminating an employee. For this reason, many consul-
tants invest a portion of their non-working time to learning 
new methodologies or techniques to help them achieve the 
greatest productivity possible. As the hiring company, you 
then reap the benefits of all this extra training with zero fi-
nancial investment.

The final question often raised by people considering hiring 
a consultant is one of support. How can a company get ad-
equate support for the work done by a consultant after that 
person has moved on?

Most consultants will offer support for their work long after 
the original contract is ended IF the consultant is still avail-
able. While this may seem like an obvious distinction, it’s a 
pivotal one. New consulting companies seem to rise and fall 
on a nearly continual basis. And, oddly enough, one prin-
ciple factor in whether a consultant will be around to answer 
your questions is - believe it or not - their hourly rate.

As you review the sea of consultants looking for opportuni-
ties to serve, you’ll probably find some with rates that are 
next to nothing, others with rates that could make your eyes 
water, and all shades of gray between the two extremes. With 
such wide disparity, it may seem natural to jump at the low-
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est bidder with the expectation that 
you’ll save money by the decreased 
rate. While it can happen, a low rate 
is no guarantee of savings. In some 
cases, someone who charges even three 
times as much may be the better in-
vestment.

Consider this: Which is better — a 
consultant that produces three times 
the results, or a consultant that charges 
one-third the rate? While it may seem 
like a wash, the consultant producing 
triple results is actually a better invest-
ment. Consider:

Projects that are in development  y
for a longer period are more likely 
to be changed before the project 
is complete. As more changes are 
added, the project becomes less 
likely to be finished on time and/or 
on target. When a person produces 
more rapid results, the project is 
more likely to be completed and in 
use before change requests become 
issues. These changes can then be 
addressed as separate and distinct 
tasks. Or they can even become 
separate products for the company, 
which can provide new profit oppor-
tunities for companies who sell those 
products.

Consultants who produce results in  y
less time tend to have more expe-
rience across various fields, which 

can benefit your projects both di-
rectly and indirectly.

Consultants who are consistently in 
the middle ground of rates also tend 
to have been in business longer, which 
means they are more likely to be 
around to support their work months 
or years after the original deployment. 
Those who charge too little tend not to 
last very long, which can be problem-
atic for long-term support. Further-
more, those who charge too much tend 
to have high overhead costs that may 
provide no real benefit to your compa-
ny. Most importantly, don’t be afraid 
to ask for justification of the rate; the 
answer may tell you much more about 
the consultant than you could get from 
any other source.

Finally, as you would with an employ-
ee, be sure to check references for any 
consultant you hire. If a consultant says 
they can produce rapid results, or that 
they are consistently completing prod-
ucts on time and on budget, get some 
independent verification. After all, it is 
your limited money and time that will 
be invested in the effort. Also, con-
sider cold-calling the consultant to see 
how easily they can be reached. If you 
can’t reach someone before the project 
starts, there’s a pretty good chance you 
won’t be able to reach them after the 
project is completed.

Bottom line, regardless of all the ad-
vances in technology, there will always 
be a need for people to make it all work. 
Sometimes an employee is a good fit. 
Other times, a consultant is a better fit. 
With careful consideration of all of the 
issues with each option, you’ll be bet-
ter prepared to make the best decision 
for you and your company. IS

KevIN KINg is the Pres-

ident and Chief Tech-

nologist with Precision 

solutions, Inc., a leading 

technology solutions pro-

vider in longmont, Colorado. he can be 

reached by email at Kevin@Precisonline.

com or by voice at 303/651-7050.

The BI Survey 14 ranks Entrinsik Informer
#1 in “Ease of Use” and “Chosen as Standard” 
categories among dashboarding & ad-hoc 
reporting vendors.

Find out why at www.entrinsik.com
Consultants Needed Nationwide

PICK  
PROFESS IONAL
Don’t  make the mistake of placing  

your career in the hands of just ANY 
search firm. We are professionals who 

understand the importance of  
CONFIDENTIALITY and RESPECT of a 
job search, and our database of clients 

is one of the largest in the country.
Unlike the rest, we will work in YOUR 
best interests’ to help you  further your  
career. Because of our dedication and 
professionalism, we are recognized as 
the leaders in the PICK/UniVerse/Unidata 
placement industry in the Tri-State area 
and throughout the U.S. So if you are 

tired of putting yourself at the 
mercy of the rest.

CALL THE BEST!  Contact...
Matt Hart

EXECU-SYS, LTD
1411 Broadway, Suite 1220

New York, NY 10018 
(212) 967-0505
(800) 423-1964 x 302  
Fax: (212)947-8593
Email: mh@eslny.com
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Entrinsik 
Informer 

Named a Top 
Rated Business 

Intelligence 
Platform by 
TrustRadius

Entrinsik Inc. (www.entrinsik.
com), developer of award-
winning data management 
software, announced its in-
clusion in the Data Discov-
ery & Visualization Business 
Intelligence TrustMap ™ pub-
lished by TrustRadius (www.
trustradius.com).

TrustRadius is the leading 
online community for profes-
sionals to exchange candid 
insights and opinions about 
business software through in-
depth user reviews. Unveiled 
in its first Buyer’s Guide to 
Business Intelligence (BI) 
software, the Data Discovery 
& Visualization BI TrustMap ™ 
quickly helps software buyers 
to locate the solutions most 
highly rated and adopted by 
their direct peer group.

The Buyer’s Guide is curated 
from over 500 user reviews 
of top-performing business 
intelligence software. The 
Guide includes an introduc-
tion to BI software for those 
new to the field, descriptions 
of the various types of BI so-
lutions, charts analyzing the 
leading solutions by BI cat-

egory, product ratings based 
on real user reviews, and 
advice on how choose a BI 
solution based on business 
needs and requirements.

Entrinsik Informer ranks high-
ly among other providers in 
the Data Discovery & Visu-
alization category. Informer 
addresses an ever-growing 
need to manage disparate 
sources of operational data 
and allow non-technical us-
ers to access, visualize and 
analyze their data without the 
support of IT.

“Entrinsik Informer is used 
by customers in a variety of 
industries where there is a 
strong need to manage large 
volumes of operational data. 
Typical customers have limit-
ed IT support and a relatively 
non-technical user base,” said 
Alan Cooke, Research Direc-
tor, TrustRadius. “Informer is 
particularly pervasive in com-
munity colleges and universi-
ties, and is very highly rated 
on TrustRadius.”

The TrustRadius Buyer’s 
Guide to BI Software can be 
downloaded at www.entrin-
sik.com/BI-Buyers-Guide.

About Entrinsik
Entrinsik develops, imple-
ments, and supports Informa-
tion Management Solutions 
that enable organizations 
to maximize performance 
and improve bottom lines. 
Entrinsik Informer is an in-
novative, award-winning ag-
ile reporting and business 
intelligence solution used by 
tens of thousands around the 
world. Entrinsik Enrole Reg-

istration & Course Manage-
ment software drives many of 
the nation’s largest continu-
ing education profit centers 
and seminar event planning 
industries. Over 1,500 orga-
nizations around the world 
use Entrinsik’s software every 
day. For a demonstration or a 
free trial, call 888-703 0016 
or email sales@entrinsik.com. 
Visit www.entrinsik.com. 

Ladybridge 
Systems 

Announces 
Zumasys as 
Worldwide 
Reseller for 
the OpenQM 
MultiValue 
Database 
Product

Ladybridge Systems is 
pleased to announce that Zu-
masys, based in Irvine, Cali-
fornia, has been appointed 
as worldwide reseller for the 
OpenQM MultiValue data-
base product.

Martin Phillips, Technical 
Director of Ladybridge Sys-
tems said “This is an excit-
ing relationship which brings 
the strength of the Zumasys 
sales, marketing and support 
teams to the OpenQM prod-
uct, considerably enhancing 

the position of OpenQM in 
the MultiValue market.”

Design and development re-
sponsibilities for OpenQM 
remain with UK based Lady-
bridge Systems.

Other OpenQM resellers are 
largely unaffected by this 
move except that they will, in 
most cases, obtain licenses 
via Zumasys.

QM users should contact La-
dybridge Systems if they need 
clarification of the situation re-
garding their license. 

Zumasys 
Acquires jBASE 

Database
Zumasys, a leading provider 
of cloud computing solutions 
for business-critical software 
applications and ERP sys-
tems, announced today that 
it has completed the acqui-
sition of the jBASE database 
from Temenos, based in Ge-
neva Switzerland. Temenos 
will continue to support its 
customers running jBASE.

Paul Giobbi, President of Zu-
masys, says, “jBASE was the 
industry’s first database-in-
dependent solution. Its more 
contemporary architecture 
allows Pick-based applica-
tions to natively interact with 
the underlying Windows or 
Unix operating system, and 
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store data in SQL Server, Or-
acle and the cloud, which fits 
perfectly with our vision for 
the future. We love that jBASE 
gets out of the way and lets 
the operating system do what 
it does best.”

“As an original co-founder of 
jBASE and manager of jBASE 
for Temenos, I am pleased to 
see this technology continue 
to evolve under Paul Giobbi 
and the very capable team at 
Zumasys,” says Clive Ketter-
idge of Temenos.

“For nearly 15 years, Pick 
MultiValue customers have 
relied on Zumasys to sup-
port, stabilize, and modernize 
their applications, within the 
context of their mainstream 
IT environments, and we are 
thrilled to welcome jBASE to 
the family,” says Giobbi. “Mul-
tiValue matters to us because 
it matters to our customers.”

Zumasys has acquired a 
string of MultiValue soft-
ware technologies in recent 
months including:

AccuTerm™ – In mid-•	
2014, Zumasys acquired 
AccuTerm™, the leading 
Windows/Mobile 
connectivity solution 
for the Pick Market 
with more than 16,000 
customers worldwide. 
Pete Schellenbach is now 
Zumasys’ Director of 
Product Development.

MultiValue Dashboard •	
– Originally developed 
by The Nerdery and 
recently re-launched 
on Zumasys.com, 
MultiValue Dashboard 

also became part of 
the Zumasys portfolio 
in 2014. MultiValue 
Dashboard allows you to 
quickly and easily build 
web-based dashboards 
using traditional Pick 
programming methods.

OpenQM – Zumasys is •	
pleased to announce 
an Exclusive Worldwide 
Distribution and domestic 
support/maintenance 
arrangement for OpenQM, 
a cost effective, high-
performance database 
to run Pick applications. 
OpenQM, developed by 
Ladybridge Systems of 
Northampton, England 
is an extremely efficient 
MultiValue database, 
with a small footprint. 
The deployment and 
operational costs for 
OpenQM is a fraction of 
other MultiValue databases 
providing organizations 
with a lower total cost 
of ownership for their 
MultiValue applications.

With the largest team of Multi-
Value application developers 
and engineers in the market, 

Zumasys is in a unique posi-
tion to help Pick users (D3, 
UniVerse, UniData, jBASE & 
OpenQM) enhance and mod-
ernize their Pick applications. 
With Zumasys, customers 
gain an enthusiastic partner 
and an extensive bench of 
Pick engineers, each with 
an average of more than 
30 years of experience with 
MultiValue systems. We help 
customers achieve major 
cost savings, gain flexibility, 
improve performance with 
their core applications, and to 
obtain the features they’ve al-
ways wanted but didn’t think 
were possible.

About Temenos
Founded in 1993 and listed 
on the Swiss Stock Exchange 
(SIX: TEMN), Temenos Group 
AG is the market leading 
provider of banking software 
systems to retail, corporate, 
universal, private, Islamic, 
microfinance and community 
banks, wealth managers, and 
financial institutions. Head-
quartered in Geneva and 
with 58 offices worldwide, 
Temenos software is proven 

in over 1,600 customer de-
ployments in more than 150 
countries across the world. 
For more information please 
visit www.temenos.com.

About Zumasys
Zumasys helps companies of 
every size transition their in-
frastructure and applications 
to the cloud. With Zumasys 
cloud services, customers 
can easily access the lat-
est software and hardware 
technologies over the Web, 
allowing them to focus on 
growing their core business 
instead of managing their IT 
infrastructures. Zumasys de-
livers personalized service, 
integrated disaster recovery 
and the confidence compa-
nies need to outsource the 
hosting of all their databases 
including SQL, Oracle and 
Pick MultiValue systems. For 
more information, visit www.
zumasys.com 

e xtra Newsletter-
Stay on top of Industry News

Tech Tips 
Job Postings 
New Products 
Corporate Updates 

www.intl-spectrum.com/newsletter
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GET  CONNECTED.
K N O W L E D G E  A N D  E D U C A T I O N  F O R  T H E  M U L T I V A L U E  P R O F E S S I O N A L .

A B O U T  O U R  P R O F E S S I O N A L  M E M B E R S H I P

We are all  busy in our day-to-day work and staying up-to-date with the current 

MultiValue technologies can be difficult.

Professional Memberships provide you access to knowledge, solutions, information, 

and code that you won’t find in other locations.

Professional Membership Includes:

Magazine in Electronic and Print Formats

Newsletter

On-Demand Videos

Live Webinars

Discounted Conference Rates

Research papers

Case Studies

Source Code

http://www.intl-spectrum.com/membership/
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Nathan Rector spoke to Paul 
Giobbi, President of Zu-
masys, about jBASE. Here’s 

what we learned.

I S :  How does your purchase relate 
to the Temenos version of jBASE?

P a u l :  Zumasys purchased the ver-
sion of jBASE targeted to the Multi-
Value marketplace. Temenos retained 
the banking version of the jBASE 
database, called Temenos Applica-
tion Framework for C, also known as 
TAFC. With the Zumasys acquisition 
of jBASE, Temenos will retain owner-
ship of TAFC, which they will contin-
ue to market to the banking industry.

I S :  What are Zumasys’ future plans 
for jBASE?

P a u l :  We firmly believe that 
jBASE is light years ahead of the com-
petition. It has an extremely forward-
thinking design, and we intend to le-
verage that to the market’s benefit.

For example, we are looking to expand 
jBASE further into our cloud offer-
ing now that we have the flexibility 
that comes with owning the intellec-

tual property. We are in the process 
of launching a multi-tenanted, public 
cloud offering called jBASE as a Ser-
vice (jBaaS). Customers will be able 
to access the database from our enter-
prise-class cloud infrastructure for a set 
monthly fee. We can take advantage of 
economies of scale to offer very com-
petitive prices.

We also are in the process of porting 
the MultiValue Dashboard to jBASE 
in addition to exploring ways to inte-
grate our other software tools with the 
database. Our goal is to provide more 
value for the dollar with jBASE.

I S :  Did Zumasys purchase the 
rights to continue development and 

enhancement of jBASE, or is Teme-
nos still the primary developer?

P a u l :  Yes, Zumasys has purchased 
the rights to jBASE and we are the pri-
mary developer.

I S :  How are you handling support?

P a u l :  The support team from 
jBASE joined the Zumasys team to 
form one expanded, global support 
network, reporting to Mike Coelho, 
General Manager, MultiValue Divi-
sion. We are adding support for jBASE 
to our already broad support for D3 as 
well as OpenQM. In addition to ex-
panding the depth of our support capa-
bilities, we are also increasing our focus 
on providing Service Level Agreements 
(SLAs) and industry-leading respon-
siveness.

I S :  How will jBASE tie into Zuma-
sys’ Cloud solutions?

P a u l :  Instead of simply hosting 
jBASE in a VMware-based virtual ma-
chine as we’ve done for years, we are 
directly integrating the database into 
our cloud platform to enable our cus-
tomers to move their applications to 

What Does the

Mean to You?

Zumasys Purchase 
of jbASe

We firmly believe that 
jBASE is light years ahead 
of the competition. It has 

an extremely forward-
thinking design, and we 
intend to leverage that to 

the market’s benefit.
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a Software-as-a-Service (SaaS) model 
with hypervisor integration and eased 
provisioning. We are in the process of 
using the source code to do many other 
interesting things in the cloud, so stay 
tuned for more updates soon.

I S :  What will the release schedule 
be like? What future enhancements 
are you looking to include?

Paul: Zumasys just issued jBASE, 
v5.2.30, the first release since the own-
ership change. We wanted to send a 
strong message to the market that we 
are serious about being more aggressive 
about releasing new versions of jBASE 
in the future. We are actively seeking 
customer feedback on functionality 
they would like to see added to jBASE. 
Customers can email us at listening@
jbase.com.

I S :  What is Zumasys’ history with 
jBase, and how did that affect the 
purchase?

P a u l :  I’ve been friends with the 
co-founders of jBASE since they start-
ed the business, and in recent years, 
we’ve reconnected. When we decided 
to purchase a database in the Multi-
Value space, we went for the most ar-
chitecturally elegant product available.

jBASE provides the functionality you 
would expect in a MultiValue data-

base including language support (BA-
SIC, Proc, Query), database support, 
and a MultiValue product spooler, 
editor, admin commands, etc.  How-
ever, while you continue to develop 
in BASIC, your BASIC code, when 
compiled, is actually translated to C 
and then turned into native executa-
bles (.exe file extensions for Windows 
and binary files for Unix).  In jBASE, 
there really isn’t any shell required to 
interpret the BASIC as is the case with 
other MultiValue databases.  You can 
write a BASIC program and compile 
it, and the resulting binary/exe ends up 
in the operating system path. It can be 
run directly from the operating system. 
That’s exciting.

Another major differentiator with 
jBASE is the ability to connect with 
other databases such as SQL and Or-
acle.  jBASE’s file I/O runs through 
a layer called the jBASE External 
Database Interface or jEDI.  jEDI al-
lows you to write BASIC code using 
conventional OPEN/READ/WRITE 
commands that actually access and ma-
nipulate information stored in virtu-
ally any data store including relational 
databases, XML sources, etc.  For com-
panies looking to achieve improved in-
tegration with external systems, jBASE 
offers some very advanced and inter-
esting options.

And because you can still program in 
BASIC (or C or whatever), you have 
a lot of flexibility in development and 
deployment.

I S :  How does the purchase of jBase 
affect Zumasys’ other customers who 
are using other MultiValue Data-
bases?

P a u l :  Zumasys offers databases 
from Rocket including D3, UniVerse, 
and UniData. Some of the largest D3 
sites rely on Zumasys for database and 
infrastructure support. We intend to 
honor our nearly 15-year partnership 
with TigerLogic/Rocket Software and 
we remain committed to the technol-
ogy and our customers that utilize it. 
Our expertise in the MultiValue mar-
ket, combined with our ability to pro-
vide total solutions, will allow us to 
truly provide our customers with what 
is best for them, based on their needs. is

PRC can help you meet your compliance requirements  
and make IT more agile and productive.  No extra 
work, nothing to remember, nothing to fall through 
the cracks.  Our software development lifecycle 

tool automatically prevents or detects change 
according to your criteria. You can deploy, 

rollback, test and report quickly, automatically and 
with confidence. Let PRC protect your company’s 
valuable U2 data and software assets.  

SJ+ Systems Associates • info@sjplus.com • http://sjplus.com

IT audits have you jumping through hoops?

International Spectrum 
Magazine has a Feedback 
Department, sometimes 
known as Letters to the 

Editor.

We want to hear your 
comments, your reactions, 

your agreement or 
disagreement with what you 

see.  Also, do not hesitate 
to let us know about things 
happening in the MultiValue 

Community we may not 
have heard about yet.

What came first, 
the letters or the 

letters-to-the-editor 
department?

Feedback

Please send your comments by e-mail to: 

editor@intl-spectrum.com



http://www.intl-spectrum.com/magazine/

International Spectrum Magazine
on Paper, Online, and Beyond

International Spectrum Magazine is moving beyond print and is now accessible on 
your favorite e-readers and mobile devices.  By providing International Spectrum 
Magazine in the popular e-reader formats, subscribers are now able to take the mag-
azine with them everywhere they go.

Let us help you keep your MultiValue skills up-to-date and efficient.

Now on Kindle, Kindle Fire, Nook, 
e-Readers, iPad, iPhone,and 
Android Tablets!
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Ah, another year behind us. A 
new year ahead of us. Time to 
see what lessons we may have 

learned and look to the year ahead; 
at how we might apply those lessons. 
What things can we do differently? 
And what things can we avoid doing 
at all.

I’m not going to propose a set of reso-
lutions we all agree to try to implement 
– and fail the second week. No mani-
festo for us all to argue about, water 
down, and then, seething with dissat-
isfaction, sign and then ignore. I just 
want to talk a bit about some of my 
observations, interpretations, and sug-
gestions of actions we consider.

Us. We.

Not Them. They.

Us. The community of MultiValue 
Developers. Some of us are lower level 
programmers. Some are analyst pro-
grammers. Some are managers of Mul-
tiValue development groups.

It appears to me that whenever the 
discussion turns to “What can be 
done to promote MultiValue in the 
marketplace?” invariably people start 
chiming in with, “They (the database 
Vendors) need to put tons of money 
into advertising.” “They need to be 
more aggressive about convincing ev-
eryone else of the superiority of the 

MultiValue Model.” All the way from 
“They need to do more marketing” to 
really off-the-wall demands like, “They 
need to spend thousands of develop-
ment dollars reinventing .NET / Java 
/ Eclipse / whatever in the MultiValue 
environment so we don’t have to learn 
anything new and can do *everything* 
from inside our isolated environment.

It always seems to be about Them and 
what They need to do. Well, We don’t 
have any control – and very little influ-
ence, frankly – over Them and what 
They do. So let’s drop that discussion 
this year, could we? Let’s concentrate 
on what We can do to promote Multi-
Value and help it not only survive but 
thrive.

First, let’s talk about the issue of the 
aging of the MultiValue community. 
This seems to be “common knowl-
edge,” though I’ve never seen any data 
supporting that conclusion. Being one 
of the “old-timers,” I can understand 
how a lot of people have come to that 
impression. If you attend the Interna-
tional Spectrum Conference regularly, 
some people will focus on the fact they 
are seeing some of the same faces over 
and over. They don’t even notice the 
new attendees (or have discussions 
with them). If the same-old same-old 
is what you are expecting to see, that’s 
pretty much just what you will see. 

It’s part of how our brains filter things 
for our attention. Go get a scuba div-
ing certification. You will be amazed 
at how many cars and trucks on the 
road suddenly have “dive flag” decals 
on them.

So while I will accept the premise that 
we are losing experienced MultiValue 
developers to retirement, I’m not sure 
we’re all getting ready to leave the com-
munity in a mass exodus.

Still, I think it is imperative that if we 
are to survive as a community, we need 
new blood — not only to increase our 
numbers but to bring in new ideas, 
new knowledge, and avoid stagnation. 
Stagnation will, I think, guarantee that 
MultiValue fades away.

So we need new, younger, dedicated 
developers. Agreed. Now, how do we 
get them? Organizations like Interna-
tional Spectrum serve a role. If you join 
those of us who are going to attend the 
Conference this year, I think you will 
see some interesting sessions targeted 
directly at new developers and non-
MultiValue developers to introduce 
and educate them on the key concepts, 
abilities, and use of the MultiValue 
platforms. Of course, you could help 
in that effort by volunteering to give a 
presentation, conduct a technical ses-
sion, or contribute an article or two to 
Spectrum Magazine.

New Blood — Part 1
b Y  c l I f  o l I v e R
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But I don’t think that simply support-
ing an organization’s efforts is enough. 
It’s going to take individual efforts to 
keep this thing going. What can you, 
as individual, do to attract new blood?

Participate in Internet discussions. 
Social media. Comment on technical 
blogs. Discussion groups on platforms 
like LinkedIn, Google, and the like. 
Twitter, Facebook, and others.

When we talk of “new blood” we are 
usually talking about developers who 
fall into the vague generational classifi-
cation of “Millennials.” So if you want 
to attract Millennials, you need to 
hang out where the Millennials hang 
out. That means the Internet.

But please be careful what you say and 
how you say it!

As I followed discussions on some of 
the groups last year, I was dismayed 
at some of the comments I saw. Com-

ments that stated things that were 
obviously false, such as “There hasn’t 
been any changes to MultiValue in 20 
years,” to raging against having to learn 
anything outside of MultiValue. Some 
of the threads were very negative, criti-
cal, and belittling of the MultiValue 
platform and vendors.

I cringe when I think of what the Mil-
lennials in IT will think of MultiValue 
when they see that. These forums are, 
of course, wide open for the world to 
read.

Imagine for the moment you were 23 
years old, bright, enthusiastic, techni-
cally savvy with a broad skill set — the 
very type of new blood we are looking 
for. You have two job offers. One is 
with a company using a well-known 
database, .NET, Ajax, etc. The other 
is for a company using something 
called MultiValue (or the old term 
PICK). Not having heard of the lat-

ter, you head out to the Internet and 
start browsing around. You find mes-
sage threads full of longtime Multi-
Value developers “discussing” the hor-
rid state of affairs — “Nothing new 
in 20 years,” “The vendors don’t care 
and aren’t enhancing the product,” 
and arguing about being forced to use 
non-MV products like .NET / Java / 
Python because of the deficiencies of 
the MultiValue platform. And the list 
of negatives go on.

Which job are you going to accept? 
You think you are going to be attracted 
to what appears to be a dead-end job 
using a  dead-end product while your 
hard-earned skill-set atrophies, leaving 
you behind all your IT colleagues? Not 
likely.

I am not suggesting we censor the Mul-
tiValue discussion lists! Even if it were 
possible. Forbid any negative postings 
about vendors? Wash your mouth out 
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with libertarian soap. There are, how-
ever, two things we as individual devel-
opers can do to help the situation.

First, think before you post. Simply 
ask yourself if what you are going to 
say is factual, stated fairly, and does it 
really need to be said. How would a 
prospective young developer react to 
MultiValue if they read this?

Second, if you are one of the modern 
MultiValue developers using mod-
ern tools like .NET, PHP, Python, 
JavaScript, etc., PLEASE get more ac-
tive in the online discussions! Lead by 
example. Talk about what you are do-
ing, how your shop uses a certain tool 
to build applications. How a certain 
coding technique has helped your shop 
speed up development of new applica-
tions and how you adapted that tech-
nique to MultiValue.

There are always going to be negative 
threads in a discussion group. But as 
long as they don’t become the major-
ity of the group’s content, they won’t 
hurt much. The new crop of IT profes-
sionals are as good at spotting a “holy 
war” or rant as anyone else. But if they 
are going to be reading about our Mul-
tiValue environment, let’s make it in-
teresting. Make it something someone 
might want to spend some time work-
ing in.

So we’ve enticed our hypothetical 23 
year old developer to give us a shot, 
and they have accepted our job offer. 
Now, how do we keep them?

That’s where we will pick up in the 
next issue. is

Systems
NATEC

Providing Solutions to your MultiValue Questions

Read/Write Directly to Quickbooks 
Databases 
Customer, Vendor, Invoices, Purchase Orders, Chart 
of Accounts

mvQB API is Designed for the 
MultiValue Program to Use 
All routines are simple BASIC calls designed for the 
developer.  No special user interfaces required.

No Need to Learn the Internals of 
QuickBooks

QuickBooks Pro/Premier/Enterprise

QB

Phone: 303.465.9616
E-mail: mvqb@natecsystems.com
Website: www.natecsystems.com

mv              QuickBooks API for the MultiValue Database

WaNt to See a 
SPecIfIc toPIc?

International Spectrum is looking 
for writers, feedback, and topic 
ideas.  We all have specific topics 
and issues that we need answers 
to find solutions for.  Send us an 
E-mail with topics you would like 
to have covered in the magazine 
or on the website.

E-mail:  nathan@intl-spectrum.com

WaNt to WRIte?
Expand your professional 
credentials, and provide us with 
an article. 

Give us a rough and ugly outline, 
and we will help you refine it, 
proof it, and make it press ready.  
Or you can give us something 
polished, proofed, and press ready 
to publish.

Share your thoughts and expertise 
with over 10,000 fellow MultiValue 
developers and users.

E-mail:  editor@intl-spectrum.com


