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E 2015 MultiValue Conference

From application development

and technical systems support

to complex business and web

development, we offer complete IT

solutions.

RETURNING TO THE PGA RESORT, PALM BEACH GARDENS, FLORIDA

The International Spectrum MultiValue Conference is
the only place that provides diverse solutions and support
for integrating and developing your Enterprise applications
into the world of business and technology.

This annual event is the place to find the knowledge,
people, resources, and technologies for enhancing your
MultiValue (D3, UniVerse, UniData, Reality, jBase, Caché,

QM, and Openlinsight) software applications.

Topics covered at the International
Spectrum MultiValue Conference include:

Integration

Database Management

Mobile Integration

Reporting and Data Presentations
Project Management

...and more.

REGISTER AT

www.intl-spectrum.com/conference




International
Spectrum MultiValue

User Conference 2014
Conference Recap

International Spectrum 2014 was a
hit with new and existing developers.
See what you missed at this year's
four days of education, networking
and fun. Look at what “Start-to-
Finish” tracks were available to
MultiValue developers and what the

attendees had access to.
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Marketing Basics for MultiValue: How to Market
without a Marketing Background Not all of us have
Marketing Departments. If your marketing is do-it-yourself, you
should be reading this to learn about all the latest marketing
terms and what they mean to your business. BY ANITA

MACKIE, MARKETING ASSISTANT, KORE TECHNOLOGIES

Unstructured Data: Using OCR to perfect
Accounting Data Entry Opticial Data Capture has
moved from specialized uses into many Line of Business
Applications (LOB) as primary input devices. While it is still
largely overlooked, it can speed up data entry and accuracy
in bookkeeping and accounting departments significantly. BY

NATHAN RECTOR

Clif Notes: The Ice Cream is back! Read Clif's
point of view on the International Spectrum 2014 MultiValue
Conference in Phoenix, Arizona. There was much to experience
at this year's conference, not just the return of the ice cream

sundaes! BY CLIFTON OLIVER
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Well, one more International Spec-
trum Conference is complete. Now
it's time to look at my next twelve
months to decide what | want to do,
change, and plan for the next year.

Conference News

Let's start with the 2015 Spectrum
Conference. We have made a big
change in how we are running the
conference for 2015 and 2016, and
this is likely to affect what we do
with all future conferences.

Since 2006, we have been staying
in a location for 2 years, and then
changing locations. We wanted to
move the conference around the
country instead of keeping it just on
the west coast.

That decision has been particularly
popular with attendees on the east
coast. Good news: we will be back
in Florida for 2015. The two-years-
at-a-time idea has been dropped.
So, 2016 we will be back in Phoenix,
and then in 2017, we will be back in
Florida again. We will be moving the
conference every year to maximize
the chance that everyone gets to
keep up with the latest training and
technology.

Magazine News

If you didn't see the press release
in the Spectrum Newsletter in May,
then this will be news to you. Are we
going purely Digital? No we are not.
There is a value to the print edition
of the magazine, and we would like
to continue to leverage it. Having a
high-gloss magazine in-hand, or sit-
ting on your desk provides, credibil-
ity to the marketplace that doesn’t
exist anywhere else.

We are transitioning the magazine
from 6 free printed issues to 6 free
digital issues and 1 free printed
issue. If you are still interested in

. twitter.com/intlspectrum

At

nside

receiving the the bi-monthly printed
issues, you can still get them, but
they will only be available for a paid
membership or subscription.

If you want to find out more about
how to get the bi-monthly print
edition of the magazine, please go
to: http://www.intl-spectrum.com/
magazine/

Webinars and Training Between
Conferences

While we will continue providing
webinars and training, we are also
adding a mentoring service. What is
mentoring? Mentoring goes beyond
webinars, adding one-on-one train-
ing in MultiValue technologies, con-
cepts and integration.

Do you need someone to help you
through an integration issue? Do
you need to train a new employee?
Do you need to understand how a
specific concept affects you com-
pany? Do you need to have code
reviews, or want someone to recom-
mend how to optimize your existing
systems?

All these are things a Mentor can pro-
vide to you. The mentoring process
is all about expanding your knowl-
edge and understanding of how use
your technologies effectively.

Our adhoc webinars and training
videos will be ramping up over the
next few months. | am currently
looking at ways to restructure them,
so keep an eye out for these changes
as well. We are known for teaching,
but we are also always learning.

-NATHAN RECTOR
President, International Spectrum
nathan@intl-spectrum.com

n intl-spectrum.com/facebook
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Learn more about the MultiValue Symbol and see
what MulitValue Technologies and MultiValue
Communities exist to help you support and manage
your business and systems. To find out more visit

http://www.intl-spectrum.com

MISSION STATEMENT International
Spectrum magazine's editorial mission is
to be the premier independent source of
useful information for users, developers,
and resellers of MultiValue database
management systems, open systems
business database solutions, and related
hardware, software, and peripherals.
Published  bimonthly, International
Spectrum  provides comprehensive
coverage of the products, companies,
and trends that shape the MultiValue
marketplace as well as the computer
industry at large — helping its readers get
the most out of their business computer
systems.

International Spectrum is published six (6) times per
year at the subscription price of $40.00 U.S. in the
U.S.A.; $45.00 U.S. in Canada and Mexico; $50.00
U.S. for other countries. Single copy rates are $7.00
US. in the US.A. and Canada, and $9.00 U.S. in all
other countries. International Spectrum is published
by International Specturm, Inc., 8956 Fox Drive #102,
Thornton, CO 80260; Tel: 720/259-1356; Fax: 603/250-
0664 E-Mail: request@intl-spectrum.com. Copyright
2014 International Spectrum, Inc. All rights reserved.
Reproduction in whole or in part, without written per-
mission, is prohibited.

PRINTED IN USA
NEWS RELEASES/UNSOLICITED ARTICLES

International Spectrum is eager to print your submissions of
up-to- the-minute news and feature stories complementary to the
MultiValue marketplace. Black and white or color photographs
and diagrams are welcome. Although there is no guarantee a
submitted article will be published, every article will be con-
sidered. Please send your press releases, articles, and queries
to: editor@intl-spectrum.com. International Spectrum retains all
reprint rights.

International Spectrum is a registered trademark and MultiValue
is a trademark of International Spectrum, Inc. All other registered
trademarks and trademarks are the property of the respective
trademark holders.



Spectrum University Webinar Series

Upcoming Schedule

MultiValue Aware Excel Spreadsheets
July 15, 2014

Building a Custom Mobile CRM with
MultiValue Data - Part 1
July 22, 2014

Integrating SalesForce with Your
MultiValue Application - Part 1
July 24, 2014

Building a custom Mobile CRM with
MultiValue Data - Part 2
July 29, 2014

Integrating SalesForce with Your
MultiValue Application - Part 2
July 31, 2014

Accessing MultiValue Data with WPF
August 5, 2014

.NET Entity Framework with MultiValue
APls
August 19, 2014

Presented by

Spectrum University offers training
classes in a variety of topics pertaining
to the MultiValue market. Looking for
training for yourself or employees?
Spectrum University Can help! Check out
our latest offerings.

e Weekly Live Sessions
e Only 60 minutes of Your Day

e Expert Presenters from the MultiValue
Industry

e Only $175 per connection
e Watch Individually or with a Group
e New Topics Each Week

Have a topic you want covered?
E-mail Nathan with your suggestions at
nathan@intl-spectrum.com

REGISTER AT

www.intl-spectrum.com/webinar




Special Thank You to Susan Phillips

for again providing all the conference

photographs!

—— INTERNATIONAL

2014 MultiValue Conference

Conference Recap

“We as developers can get caught in a rut and
like to stay in our comfort zone. The conference
brings together developers and vendors of different
backgrounds and expertise. The Spectrum conference
has given me new ideas and product solutions which
I was able to implement in our business.”

he 34th Annual International Spectrum Conference & Exhibition
was the place to be for MulitValue networking, solutions, and ed-
ucation. Industry Professionals from all over North America, and
around the world, gathered in Phoenix, AZ, from April 7th — April 10th,

2014, for four days of classes and conversations.

This year, we broke the sessions down into tracks. Each track was designed to
take attendees — from start-to-finish — through the design and implement
specific technologies. These Start-To-Finish tracks each introduced a specific
development methodology and explained the underlying concepts, ending
with a finished product. Our attendees walked away with over 20 hours of
professional development in MultiValue database technologies and integra-

tion. That was just the value returned from sessions alone.

“Pretty Printouts and Reports” was a popular track. It focused on taking your
raw “greenbar” reports and turning them into PDFs, into Emails, and even
into data feeds for Excel, Word, and web forms.

As always, International Spectrum includes sessions on creating desktop ap-
plications with .NET as well. These applications showed MultiValue develop-
ers how to leverage .NET GUI and event driven process to create powerful
Uls and tools. Included were sessions to teach .NET developers how to access
MultiValue databases effectively and how to best use with MultiValue data

structures.

There were two other tracks which went hand in hand, but actually addressed
two different issues: “Presenting Real-time Data on Websites” and “Mobile/

Continues on page 7
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SPECTRUM 2014 CONFERENCE
RECAP

Continued from page 6

Tablets.” The way businesses are run
today, driven by the demands of cus-
tomers, these topics have moved from
“I would like to have’ into “I must
have.” All business applications, espe-
cially CRM and ERP, must provide
some kind of real-time data to the web
or to mobile devices. Often, they are

required to serve data to both.

In these sessions we covered topics
from the basics of HTML, and best
ways to control styling and layout,
efficient ways to pull your data from
your MultiValue database in real-time,
and how to present MultiValue Data
as JSON.

Mobile and tablet development has
continued to become easier over the
last few years. There were many dis-
cussions on how to create your mobile
apps. One hot topic was the differ-
ences between a Webapp, NativeApp,
and HybridApp, and how to use them
to effectively present business informa-

tion.

On a related note, Bluefinity Interna-
tional launched a new product called
Evoke. This product provides Multi-
Value developers the ability to code-
once, run-anywhere applications with
MultiValue databases in mind. Evoke
brings native mobile apps, hybrid mo-
bile apps, and desktop apps within easy
reach for MultiValue databases.

In addition to the Start-To-Finish top-
ics, we had several management based
topics: Project Estimation, MultiValue
Source Control with GIT, Talking
with SQL Programs, Big Data in Mul-
tiValue Databases, Disaster Recovering
Planning, Enterprise Software (ERP)
Must-Have Features, Secure Access
to MultiValue Systems, and SQL vs.

MultiValue (A Database and Develop-

ment Comparison).

Thanks to our 2014

Sponsors!

Accusoft
Ashwood Computer Company
BlueFinity International
DesignBais International
Drexel Management Service
eLive Corporation
Entrinsik
HDWP
Kore Technologies
Ladybridge Systems Ltd
Mpower1 Group of Companies
Onsystex
Pick Cloud, Inc.

PICK Programmers Shop
Precision Solutions
Rasmussen Software
Rocket Software
Syngergetic Data
Zumasys, Inc.

Another hot topic was virtualization.
With many businesses looking closely
at whether to buy new hardware or vir-
tualize their existing systems, these ses-
sions addressed questions about speed,
storage, and design consideration.
The presenter provided checklists for
virtualizing onto the private or public
cloud.

Last but not least, Nathan Rector
brought back the MultiValue Funda-
mentals. For the last 3 years, there has
been an increase in attendees who are
coming to MultiValue databases from
other disciplines. This year’s sessions
on BASIC programming, dictionaries,
and MultiValue file design, provided
these attendees with a grounding in
the fundamentals. Our format allowed
other attendees to mentor the newer
converts and answer questions that
were not covered specifically in the ses-

sions.

On Tuesday and Wednesday, the at-
tendees were able to talk to our spon-
sors about tools and products that
would help their business. As always,

we started with our “Vendor Speed

Continues on page 9

Dating”, which is always a blast.
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This was my first time being able to attend the conference and I really enjoyed it.
My stay at the Wigwam was pleasant and the weather was, of course, very nice in
Phoenix. I really enjoyed the conference and all the good people that attended. 1
recently took a position with a company using D3 after working in Universe for over
20 years. Although I bad a little exposure to the 10 line dictionaries I never really had
to make use of them until now. Several people were very belpful explaining the details
of F-correlatives to me.

International Spectrum was a great venue to learn some new technologies. I went
on a web track which was from beginning to end a demonstration on how to build
applications, not web sites, for devices like cell phones. The web track began with
the most basic web, through PHP, style sheets and onto jQuery which makes the web
pages into applications on the devices. These sessions are overviews and not really
training, but the sources of the documentation are all given out at the sessions for
further investigation. It all works with our MultiValue backend.

INTL-SPECTRUM.COM ¢ MAY/JUNE 2014 + 8



SPECTRUM 2014 CONFERENCE
RECAP

Continued from page 7

For those that do not know what “Ven-
dor Speed Dating” is, all the sponsors
get five minutes to talk to the attend-
ees before the “sneak preview” party to
inform them of things their companies
can do for the attendees and the Multi-
Value marketplace in general. It is very
informal. One sponsor sang a song to
the attendees, and another read an ex-
cerpt from his upcoming Science Fic-
tion book.

During lunch, and throughout the eve-

ning attendees would gather in various
places to network with each other. The
conference wrapped up on Thursday
with our traditional “Closing Confer-
ence” party. Attendees enjoyed having
one last time to talk, laugh, and con-

nect, as they enjoyed the sun, food,

and drinks.

One of the perks of attending the live
conference was a chance to revisit
popular sessions with our on-demand
recordings of the sessions and with the
downloads provided by the speakers
and sponsors. Most of the attendees

took advantage of these post-confer-

ence downloads and session videos.

Now that the 2014 Conference is over,
it is time to start planning for the next
one. International Spectrum 2015 will
be at PGA National, Palm Beach, FL
on April 13th — 16th, 2015, and plans
are in the works to bring the conference

back to Phoenix in April of 2016.

If you have at topic or session you
would like to see at the Spectrum
Conference, please let me know. I am
always looking for new ideas, as well as

presenters. 1S

INTL-SPECTRUM.COM ¢ MAY/JUNE 2014 +9



MARKETING BAsICcS FOR MULTIVALUE

arketing builds brand

awareness and recogni-

tion. It is essential in ev-
ery business for us to have direct com-
munication with our target audience.
The basic fundamentals and principles
of marketing help shape the way mes-
sages are created. The resources avail-
able to large corporations and chains
differ from that of a small business.
Agencies can be costly. So, what do

you do on the small business level?

I have listed some common terms that
we hear during day-to-day operations.
Understand the similarities and differ-
ences to effectively and creatively con-

nect with your audience.

Marketing
Marketing is profit driven. It is about
the exchange of goods and services for
a profit. It is targeted and strategic
with messaging to specific audiences.

Public Relations

Public relations (PR) is the practice of
maintaining the relationship between a
business and the audience(s) it com-
municates with; employees, competi-
tors, clients, prospects, etc. A good
PR person is able to predict how an
audience will react to a message before

it’s sent.

Brand yourself as an
expert in your industry
with news stories,
graphics, social media
posts, and community
involvement. Remember;
people want to talk to

people.

Advertising
Advertising is paid messaging that

reaches a larger audience.

Branding

Branding is another term that pops up
in marketing lingo. Branding is how a
company distinguishes itself from the
competition by means of ideas, con-
cepts and symbols. Take Coca-Cola
for example. Its logo and status in the
soft-drink industry are relatable to the
audience. Next time you see a Coca-
Cola commercial, look for the brand-
ing aspects; the product brings people
together around the world to give you
the feeling of being connected.

Communication is a life-long process;
it’s the way we interact with each oth-
er to exchange meaning. Traditional
face-to-face communication is the

most trusted and effective means but,

How to Market Without a
Marketing Background

BY ANITA MACKIE
MARKETING ASSISTANT,KORE TECHNOLOGIES

for most businesses, it’s impossible to
connect with every client this way.
Marketers and public relations practi-
tioners are successful because they are
good communicators. They are able
to think of innovative and affective
ways to persuade, educate and inform

their target audience.
* Know your audience

I cannot stress how important this
fundamental element is. The de-
mographics and psychographics
of your audience will guide you
when you plan your next project.
Demographics include the age,
gender, income, and education
level among a group of people.
Psychographics measure feelings,
hobbies, and how a particular
group of people react under dif-

ferent circumstances.
* Set goals and objectives

Goals are broad and difficult to
measure. Focus on your objec-
tives; on how you’re going to
achieve your goals. Objectives
are tangible, precise and measur-
able and should affect your target
audience’s awareness, acceptance
and actions. Essentially, you want

them to be aware of your orga-

Continues on page 11
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MARKETING BASICS FOR
MULTIVALUE: HOW TO MARKET
WITHOUT A MARKETING
BACKGROUND?

Continued from page 10

to use some technical jargon. On that happens, it’s time to nurture

the other hand, not all projects fo- them with more information to
cus on the same audience. If/when then turn them into a client.

ou’re speaking to a non-technical .
y p & ¢ Content Creation

nization and the purpose of your
message, you want them to accept
it, and you want them to take ac-

tion.

Keep in mind that most initia-
tives take time, so your objectives
should include a time frame to set
the stage for your evaluation pro-

Cess.

e Language

Language sets the tone of your
message, so determine what ap-
proach would work best: conver-
sational direct, or perhaps formal.
In the MultValue industry for
example, you communicate with

other IT professionals so it’s okay

crowd think of the language that
will work best.

Time

Marketing and PR campaigns will
take time to generate results. Think
of your sales cycle — for example,
if it’s six months to a year — your
long—term marketing campaign
will be longer. Of course, there are
other factors at play but I want to
keep this article basic. Don’t feel
that your efforts aren’t working if

you haven’t put the time in.

Today, consumers do their home-
work before inquiring on a prod-
uct or service. Your marketing and
advertising efforts are designed to

grab their attention, and when

Content marketing is a trending
topic among marketers. It is very
time consuming. If you're just
getting started, don’t assume that
you have to create, edit and pub-
lish new materials immediately.
Look at what you already have
and decide if your target audience
would find it useful. If it is, write a
follow-up piece or create a graphic
that will link the existing material
as a reference. When it’s time to
create new material, you want it to
have a long-term shelf life so you
can talk about it in numerous and

creative ways.

Continues on page 12

taking multivalue ...
where it has never been before .

Ladybridge Systems Ltd

help

use

* Very low licensing costs

* No mandatory support contracts

17b Coldstream Lane, Hardingstone, Northampton, NN4 6DB, England

www.ladybridge.com

US Main Distributor: EasyCo, 220 Stanford Drive, Wallingford PA, 19086 USA

www.easyco.com

* Quick and easy to install

* High quality pdf documentation and online
¢ Close compatibility with most other
multivalue environments

* Maintenance-free file system for ease of

e QMClient API for development of VB, C and
web-based applications

AccuTerm bundled at no additional cost

www.opengm.com
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MARKETING BASICS FOR
MULTIVALUE: HOW TO MARKET
WITHOUT A MARKETING
BACKGROUND?

Continued from page 11

Brand yourself as an expert in your
industry with news stories, graph-
ics, social media posts, and com-
munity involvement. Remember,
people want to talk to people and
if you're going the social media
route, beware of too much self-

promotion.
¢ Social Media

If you haven’t gone the social
route, you should consider it. In
today’s digital age more and more
people turn to a company’s social
media pages before they engage di-
rectly. When it’s time to go social,
remember rule number one: know
your audience. Which outlets are
they using? When do they check
their profiles?

A common trend I've seen among
MultiValue professionals is that
they are not very active on social
media and/or they understand the
value, but aren’t sure how to incor-
porate it for business purposes. It’s
time for you to put on your ‘PR
hat’ and do some homework. Find

out the demographics of your au-

dience and how it compares to that
of Facebook, LinkedIn, Google+,
etc. Remember, social media was
not designed or intended for busi-
ness use so; self-promotion must be
kept to a minimum. Keep in mind
that it's strategic and continuous.
Each medium must be managed in

a precise way to generate results.
¢ Visual Communication

You don’t have to be a graphic
designer to tell a story visually. A
basic understanding of color psy-
chology may sound silly but there
is truth behind it. An abundance
of red — in some cultures — says,
‘warning,’” ‘alert,) or ‘danger.
While blue represents a ‘calming’
or ‘tranquil’ feeling. Your adver-
tisements, banners, flyers, graph-
ics, etc. should be simple, not too
busy, and not too blank. The use
of color and whitespace can go
a long way. You don’t want too
much text in your ads because you
want the receiver to visit your web-
site, blog, or to pick up the phone

and call you.
e FEvaluation / Measurement

The evaluation and measurement
processes vary from project-to-

project but always ask yourself,

IT audits have you jumping through hoops?

PRC can help you meet your compliance requirements

how do the results compare to the
objectives? If the numbers are on
the rise it’s is a sign you're on the
right track. Always put yourself in
your audience’s shoes. If they’re
not opening or clicking links on
your emails, ask why? Is it too
‘sales-y?” Was the email sent at a
bad time? Also, don’t obsess about
the number of ‘likes” and ‘follow-
ers’ you have, it will happen in
time. You should be concerned
with the levels of engagement you
have with your current following.
That is the true testament of social

media success.

So, there you have it, the basics of
marketing. Whether you’re a ‘one
man band’ or a director of corporate
communications these rudimentary
points will help guide you on future
endeavors. The Internet is your friend
and we marketing people love to talk
about what we do. Ask us questions;
follow our blogs and connect with us
on LinkedIn. We are always happy to
point you in the right direction. You
just have to ask. IS

ANITA MACKIE brought her passion for
marketing communications and public rela-
tions with her when she accepted the position
of marketing assistant at Kore Technolo-
gies. She is responsible for content creation,
event planning, PR, social media manage-
ment and assisting with other marketing
initiatives. She holds a bachelor’s degree in

public communication from SUNY Buffalo

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.

State College and in her free time she en-

joys shopping, cooking and spending time

with her husband in their new Calif. home.
She can be contacted at: Kore Technologies,

www.koretech.com, 858.678.0030

SJ+ Systems Associates * info@sjplus.com * http://sjplus.com
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FROM THE

PRESS Room

Entrinsik
Informer
Receives Top
Rankings in
Comprehensive
End-User
Reviews on
TrustRadius

Entrinsik Inc.

(www.entrinsik. |
com), developer of Informer:
operational reporting

business intelligence soft-!
ware, has recently announced :
it has received top ranklngs.
on TrustRadius (www.trustra- -
dius.com). TrustRadius gives:

and

software buyers access to'
objective, in-depth user re-
views. It is the leading site for.
business users to share their:
experlences with various soft-
'ware providers through de—
'tailed, categorized reviews,:
i lending valuable insight to;
Eprospective buyers with real-!
:world use cases.

-Smce the first review on:
'March 25th, 2014, Entrinsik;
'Informer has received a re-t
.cord 60 customer and part-:
' ner reviews, the highest num-!
:ber of any software provider

1in the Bl/Analytics category. |
:With an average overall rating !
. i of 4.5 out of 5 stars, Informer.
'users have shared deta|led'
:and wide-ranging reviews of:
1 how their organizations are;
:beneﬁting by using Informer. i

“The Informer reporting tool!
is easy to use for users of alli

i work environment!”

levels of technical expertlse,. About Entrinsik
and users can create reportsi Since 1984, Entrinsik has
without help from IT. SeCUrityl been deve|oping, imp|ement_

administration is very ﬂeXIbIe,I |ng and Suppor“ng |nforma_

diate access to statistics andl that enable organ|zat|ons to

key performance indicators” ! maximize performance and |

~ Kara Bosch, Director Col-!

lege Admin Support Tra|n|ng' ed by Database Trends and
at Central Piedmont Commu-! 1 Applications (DBTA) magazine
nity College - as a top Trend-Setting Product

1 in Data for 2014, Entrinsik In-
“I find Informer a great prod—i former software is an innova-
uct that will compliment anyi tive, reporting, analysis, and
public safety agency by giv-! dashboarding solution used
ing them the ability to create: by organizations around the

1 their own tactical reports with | world every day. For more de-
1 tools that are very user friend-! tails visit www.entrinsik.com/
i ly. End users are now more: informer. B

educated regarding software .
1 applications. It just seems Iikei
sense to put the right tools in;
1 front of them to enhance their:

~ Joseph Riquelme, Senior,

Technical Solutions, Consuli Dealer

tant at Motorola Solutions Management

1 See all reviews of Entrinsik: Services

Informer on TrustRadius ati Comp|etes

' www.trustradius.com/prod-! o .

i ucts/entrinsik. i Migration to
: OpenQM

Entrinsik Informer is recog-:

nized as an innovative solu-; Dealer Management Services |
tion in data management,! i (DM9), a leading provider of !
1 providing access to real tlme.ERP software solutions to .
! data from multiple sources,,the Automotive and Leisure !
1 multi-dimensional analyt|c: markets in the UK, has com-

1 capabilities, and intuitive data; pleted migration of over 75 |
1 visualizations, all accessibleiclient systems running their
i anytime, anywhere from ani cloud based Navigator appli-

! end-user friendly web-based! cation to OpenQM. The key

interface. iadvantages of QM over their

) | previous MultiValue environ- |
For a demonstration — of} 1ment cited by DMS is that it
Informer _or a free tri-; 1 is a high performance but low 1
al, call Entrinsik today at

iresource footprint product !
i 1which offered an extremely :
! cost-competitive proposition

888-703-0016 or
sales@entrinsik.com.

|mprove bottom lines. Select- !

1 Python to jBASE

1 Working closely with Lady—i
' bridge Systems, the initial !
i port was completed in a mat- |
' ter of weeks, with only a part—:
time resource.

- For further details, see the:
1 Case Study document on the.
! opengm.com web site or con- E
' tact Ladybridge Systems. B

Ashwood
Computer Inc. is
offering a NEW

Connector

i thon. They'll be able to direct-
i ly read and write jBASE files
i from those applications.

1 One customer, doing medical !
.case management, is usmg.
the new connector to put a'
i browser front end on a por—i
'tlon of their internal applica- |
-tlon They are also using |ti
1 to integrate their jBASE ap—'
! plication with the companys'
-web portal and some of the:
. 1 google / chrome applications |
: they use.

E Users may provide their own
E Python/Django  developer
''talent, or contract dlrectly.
i through Ashwood for the ser- i
. vices they desire. This new |
' connector is offered with sev- !
1 eral different levels of consult- :
' ing services. You can choose ;

from basic setup and installa-

I
1
1
1
Continues on page 14 0
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FROM THE PRESS Room

Continued from page 13 .sald Keith Lambert, vice pres- |

tion services, hourly serwces-'dent of mlarketlng and busi-
1 and assistance as desired, or'ness development

' contract for a complete cus-! Frank Kertai, partner of Kore
1 tomized implementation and'TechnoIogies is scheduled
1 programming services offer-ito present, “Partner-up with
:mg 'Kore to Learn the Two-Step:

:Contact Aaleed T more-SQL Integration and Business

.mformatlon and get your.lntelllgence which will cover

! questions answered today. | data integration and visualiza-
i :tlon solutions. Key highlights

1Ready for a live demon-|of the presentation are, Col-
istration?  Get in  touch!ileague to SQL integration us-
'Contact Doug Owens at.mg Kourier Integrator as well

' dougo@ashwoodcomputer. ! as reports, dashboards and

Ecom or call (800) 513-6431 W -graphs with CorVu NG from

mmmmmmmmmmmmmmm o oo o oo oo i Rocket Software. As more in-
:formatlon becomes available
it will be posted on Kore's
ievent page on Facebook.

1
1 This conference is one of sev-
1
reral events Kore Technolo-
1 gies is attending this year as a
1

Tech Company

(CISOA) Feb. 2014
» Southern Regional Datatel

Makes 1 part its commitment to higher
Commitment education initiative.
To Higher 1+ Chief Information Systems
Education i Officers Association

1 KoreTechnologiesannounced | .
-that it will be an exhibitor and User Group (SRDUG) June
: i presenter at this year's South— ' 2014

rern Regional Datatel Users;

i 1+ California, Hawaii, Utah,
:Group (SRDUG) Conference: Guam, and Arizona Datatel

1on June 9-10 in Dallas, TX. - yser Group (CHUGADUG)
'The theme for this year's!

i f s “Danci ith | July 2014

i conference is, “Dancing with :

- . 9 WIS EDUCAUSE 2014 Sept.
'Data and will cover a vast| 2014

-array of topics pertinent to-

.hlgher education technology. 1+ KORE TECH 2/2
-SRDUG is a network of in-

.Kore Technologies’ role and 'formation technology profes-

'expertlse in the '”format'on-smnals in higher education !
technology  industry have-m the Southwest region of !

.prompted the decision to at-, 'the United States. Attendees .
-tend SRDUG 2014"We (Kore) tand members focus on Col- |

.prowde best practice solu-; ileague (Ellucian) products.

'tlons to our clients. We want,and services and other ways ! I
-to share our expertise W|th-,[0 improve the industry. ”SR-.

'the higher education nlche"' i

.---------------------..-------------------------------------------------------------------------------------.

DUG gives us an opportu—ito the full suite of UnFormi

nity to network and develop !
long-term relationships with ;
members of the higher edu—i
cation industry. It's an impor- :
tant consideration when we |
make tradeshow decisions,”
said Kertai. For more informa-
tion about SRDUG visit www.
srdug.org.

About Kore
Technologies
Kore Technologies was found-
ed n 1999 as a professional .
services and software devel- ;
opment company. Today, iti
is a leading provider of en-i
terprise integration, business ;
intelligence and eCommerce E
Web solutions for MultiValue |
and Microsoft SQL Serveri
databases. Kore's two main :
products are Kourier Integra- |
tor and KommerceServer. As
a partner of Microsoft and i

Rocket Software, Kore lever-!
ages its technology capa—i
bilities to provide the upmost |
services and products to itsi
clients. For more information i
about Kore Technologies visit !
www.koretech.com or call i

866-763-5673. B i

Document
Management

UnForm
(DM)Version 9.0 |

rich upgrade of the UnFormi
Document Management Solu- !
tion, including enhancements :

! » PDF text parsing engine

products. UnForm v9.0 is cur- !
rently in beta, with the release :
date soon to be announced.i
Read more about UnForm:
DM v9.0 at http://unform.
com/sdsi.cgi?p=unform9

Print Manager
* HTMLS5 driver provides
a flexible and powerful
document format for active
documents, supporting
embedded forms, toolbars,
external content, and more

* More flexible rule set
design, allowing UnForm
commands inside of code
blocks and unlimited
conditional logic (if’ blocks)
outside of code blocks

» Overlay support to allow
uniform PDF images to
be the background of any
page in any output format

(for AFO streams) built in,
rather than relying on a
Windows Support Server

* Barcode improvements,
including QR codes, and
enhanced features that
do not rely on a Windows
Support Server

* New daily job logging,
and detail levels by type
(server, job, etc.) simplifies
log management

* Mail reader object,
including full message
parsing to extract
attachments

» Scheduled jobs, for
automated jobs run on a
timed schedule rather than
by command and print
stream

Continues on page 15
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FROM THE PRESS Room

Continued from page 14

Browser-based design tool

Cloud-friendly enhancements to licensing and client-server model
Archiving

All new desktop-focused, tablet friendly, browser interface

New internal library structure, including keyword indexing and indexed
user-defined fields; conversion and migration tools for the new structure

Library transaction logging provides more robust and faster corruption
recovery

REST API for external access from any programming environment and O/S,
both SDSI-supplied and user-defined interfaces

Updated library and libraries objects for more rule set capabilities for
managing archive libraries

Marked Documents, different from Marked Images, provides same copy/
transfer/export functionality as Search

Streamlined HTML export

Server Manager
Browser-based server manager

Log viewing and analysis B

Feedback

What came first,
the letters or the
letters-to-the-editor
department?

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.

Please send your comments by e-mail to:
editor@intl-spectrum.com

@ Xtra Newsletter

Stay on top of Industry News

Tech Tips
Job Postings

New Products
Corporate Updates

* & o o

www.intl-spectrum.com/newsletter
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GET CONNECTED.

KNOWLEDGE AND EpucATION FOR THE MULTIVALUE PROFESSIONAL.

ABouT OUR PROFESSIONAL MEMBERSHIP

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

-

_—— INTERNATIONAL

Discounted Conference Rates
Research papers

Case Studies

Source Code

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



UNSTRUCTURED DATA

Using OCR

to Perfect

Accounting Data Entry

o Line of Business (LOB) or
Enterprise Resource Pack-
age (ERP) can live with-
out its accounting and bookkeeping
tools and packages. Yet, these software
modules are some of the most archaic,
monolithic, ugly systems in your busi-

ness.

When dealing with bookkeepers and
accountants, they want speed, but they
also want accuracy. Accuracy usually
means that they want checks and bal-
ances within checks and balances so

that the data entered is not screwed
up.

The software is slow to evolve because
what we have “just works” and that
blunts progress. Accounting depart-
ments have long understood the value
of converting from paper to digital re-
cords, and searchable image archives;
they are slower to embrace the OCR
automation that would benefit them.

Despite the mass adoption of email
and user-friendly portals that deliver
information to consumers, the elec-
tronic interchange between businesses
is still largely not used. There are many
reasons for this: cost, complexity, la-
ziness, lack of standards. Due to the

limitation of implementing these in-

BY NATHAN RECTOR

OCR, Optical Character
Recognition, turns an
image into searchable

text. While that is all fine
and nice for document
archives, it takes more

effort to turn it into
structured data.

terchange formats, every two out of
three invoices are still sent through the
mail, faxed, or sent as a PDF, HTML,
or some other static format which cre-
ates an unstructured image of the data.
Simply, data designed for eyes, not de-
signed for import.

In many businesses, these static formats
are entered into a document archive
system as they come in and separately
— manually — entered into the LOB/
ERP systems. In my opinion this is a
waste of time and resource, and very
prone to errors. Our accounting mod-
ules have many checks and balances in
place to address these errors, but the
data entry is still very time consum-
ing. Getting it right the first time is far

more efficient.

The classic example I like to cite for
OCR is bank statements. Everyone has
to balance their checkbook somehow.
Wouldn’t it be nice to scan the bank
statements and have it done for you?
This could save hours of data entry.

OCR Is Just The Beginning
While OCR is a common term that de-
velopers and bookkeepers understand,

it is really only one part of the process.

OCR, Optical Character Recognition,
turns an image into searchable text.
While that is all fine and nice for docu-
ment archives, it takes more effort to
turn it into structured data. The pro-
cess of turning the unstructured OCR
text into structured data is IDC (Intel-
ligent Data Capture).

The current tools available for IDC
use predefined templates to identify
the document that is to be OCR-ed,
and then it uses those identified re-
gions on the document to generate the
structured data. While this gives you
text with context, even this doesn’t take

us far enough.

Ideally, Data
should also be taking this information

Intelligent Capture

and validating it against your LOB/
ERP. We need to make sure the data

Continues on page 18
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UNSTRUCTURED DATA: USING
OCR TO PERFECT ACCOUNTING
DATA ENTRY

Continued from page 17

captured is correct and accurate. Pro-
viding error checking and limited rules
to adjust for changing conditions with-
in the digital images adds another level

to the accuracy.

It’s Not Really That Complex
This seems really complex when, in re-
ality, it is not as complex as it sounds.
The hardest part is training your IDC
system to identify the forms that are
being scanned. Most IDC systems
have a template creation program that
allows you map out what to look for
and how to extract the information.
This is the most time consuming part
of the process.

Once you have the data extraction
mapped, the next step is getting it into

your LOB/ERP systems to be pro-
cessed. Many developers consider this
to be the tricky part. I don’t necessarily
agree, but it does require you to decide
how, when, and what tools you want

to use.

Treat captured information like any
other input feed for your systems: vali-
date it. We do that already with our
data entry screens, so we have a list of
rules for validation embedded in those
programs. While it isn’t hard to vali-
date and update our systems — we do it
all the time — there are a couple ques-

tions that need to be addressed first.

What Do You Do With Errors?
You will get errors; either conversion
errors or database errors. Conversion
errors include an OCR process turning
a‘l’toan I’ ora ‘0’ (zero) into an ‘O’

for example. Many template programs

will address some of these OCR errors

for you.

So, if you mark a section of your tem-
plate as numbers only, when it finds
an ‘O’ in the OCR conversion, then it
will change it to a ‘0’ (zero). Another
simple error correction that IDC soft-
ware performs is basic spell checking.
If there is ‘0’ (zero) in the middle of
some letters like ‘shOw’, then more

than likely this should be ‘show’, and

not s-h-zero-w.

Although this helps you when the data
is sent into your systems, we still need
to validate the information against our
data. We would do it for structured
data; we have to do it here as well.

I’ve seen examples of IDC systems that
capture the image, extract the informa-
tion, and then write to the database.
Once that is done, it thinks it’s done

Continues on page 19

| Are you ready for Windows 8? Take the right

path with the all-new Aﬂcﬂﬁrml'?/w |

This looks awfully familiar...

www.asent.com
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UNSTRUCTURED DATA: USING
OCR TO PERFECT ACCOUNTING
DATA ENTRY

Continued from page 18

and the information is valid. While
this might be okay, depending on your
double check procedures, it does not
go far enough for today’s LOB/ERP
software packages. Personally, I never
want to let bad data in the door if it

can be prevented.

There should be additional checks on
each individual data element before
getting to your double check system.
If the data element is supposed to be
a check number, then verify that the
check number exists in the checking
account database. If the data element
is supposed to be a PO number, then
validate the purchase order database.

If there is a company name, address,
customer number, and PO number on
an invoice, then validate that the PO
is correct, and the customer number is
correct, and if the PO number is for

that customer number.

Once you have found errors, what do
you do with them? Do you reject the
whole document outright? Do you
highlight the document where the er-
ror exists, and give a user a chance to
review and correct the incorrectly con-

verted data?

I don’t always agree with outright rejec-
tion of the whole document for a sin-
gle error. If 98% of the data is correct,
then the user, or computer, should be
given the option to ignore the data or
correct the data. Not all data is created
equal. Consider which data element
has the error.

How Do You Double Check The
Capture?

I've seen examples of IDC systems that

would take the captured data, correct

the errors, and then file the informa-
tion without doing a double check that
the information was accurate. Accuracy

is more than just error checking.

Let’s go back to the bank statement ex-
ample I mentioned earlier. The process
of scanning, OCR, and checking the
data capture gets you the majority of
the information you are looking for,
but it doesn’t always filter out all the

€rrors you may want to trap or fix.

A double check system should process
the document and then highlight the
specific aspect of the document which
raised the question. This allows the
user to key in what they think is on the
document so that we can re-validate
against the data that was originally

captured against our system.

Remember that not everything can be
proved against the database. Sometime
the data being captured is not already
in the database to be checked against.
We need a human element for this.
This is a form of double entry error
correction to verify that the computer
did capture the information correctly.
Presenting the questions in a review
screen for a human operator allows
proper review of the information. The
user can see if something is missed that

might be required.
Our LOB/ERP systems are very com-

plex, and we cannot always guarantee
through unattended automation that
the information captured is full and
complete, or that we have all the in-
formation already in our systems that

should be there.

The Bank Statement IDC
Let’s look at the different steps and
processes that need to be implemented

in order to create a bank statement
IDC system.

Depending on your bank, you may be
getting the bank statement through
the mail or as a PDF in email. Some
companies will log into their bank’s
web portal and download reports that
can then be parsed and imported, but
in this case we are looking at taking pa-
per statements and turning them into

structured data.

If you don’t have a document archive
system already in place, then I would
recommend getting one. It will save
you time and storage when you need
to access this information again. It is
even more important for a small or
medium size business to have a digital
document storage system, because it
costs them more to have someone hunt
a piece of paper down than it does in a

large company.

Once you have the bank statement
scanned, you need to train the IDC
system to be able to identify the docu-
ment and what information is impor-
tant on the document. This is a one-
time process until the bank changes
their statements. The reason you need
to train the system instead of just let-
ting the user choose is to save time. If
the IDC system can recognize the doc-
ument for the user, then the user can
place a stack of documents into a scan-
ner and do more than one process or
workflow at a time, because the com-
puter can tell which documents in the
unsorted stack are bank statements, in-
voices, or purchase orders. Many com-
panies only have one scanner for all
OCR purposes, so routing documents
to the correct people is very important
in this workflow as well.

Now that the IDC system knows what
document it is processing, it can pull
up the data extraction template, ex-

Continues on page 20
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UNSTRUCTURED DATA: USING
OCR TO PERFECT ACCOUNTING
DATA ENTRY

Continued from page 19

tract the bank, account number(s),
check numbers, check amounts, check

dates, deposits and deposit dates.

You now have structured information.
We know how to validate structured
data against our check book database.
We can validate all the check num-
bers, check dates, and check amounts.
Be sure to check each of these check

numbers in your data against the cor-

rect bank. One of the things you don’t

want to do is clear the wrong check.

You should also capture the subtotals
and grand totals on the bank state-
ment. This allows you to total up all
the check amounts captured and make
sure the information captured totals to

the correct amounts.

Once you found the errors from the
OCR, present them to the user along
with the digital image of the docu-
ment. Highlight the error on the im-
age, and ask the user what they want
to do.

on Kindle, |
Nook, & Kobo|

Either before error correction, or af-
ter, highlight the statement’s grand
totals and ask the user to reenter what
they see on the image. Validate that

total against the total captured by the
OCR.

Once you have validated all the infor-
mation, and had the user review the
information, do not discard the im-
age. Send it along to the document

archive.

I would recommend saving the doc-
ument archive ID(s) or reference
number(s) with each of your cleared
check numbers, or save each of the
check number ID(s) within your docu-
ment archive. Either way, I like to use
double linked references just in case
something gets broken later on down
the road; they are much easier to re-

pair.

Summary
This type of system is not hard to

implement. The most complex part is
choosing software to do the OCR and
the document recognition. This kind
of implementation has more to do
with workflow and procedures than it

does with technology.

If you already have a digital docu-
ment archive, you already have the
first steps. Your archive should already
have the APIs needed to connect your
LOB/ERP applications. If they don't,
then take a look at our articles on Best
Practices for developing external APIs
for your MultiValue systems.

If you don’t have a digital document
archive, look at the MultiValue data-
base aware solutions in your market-
place and keep any eye on additional

articles on similar topics. IS
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MARKETPLACE

HIGH IMPACT 4-COLOR DISPLAY AD

1

E Data Systems, Inc. Data Systems, Inc.
i Sophisticated order processing and fulfillment
1

i

1

1

systems

1_303.333.3333

info@example.com

3-3//8"

Cost Per Year
1" $1,811.00
2" $3,623.00

BASIC LISTING: $690.00

| DataSystems, Inc. http://www.example.com, ... 333.333.3333, ext. 1 |

B Includes company name, website, and phone number
B Approximately 60 characters per line
B Place under category of your choosing

ADDITIONAL LINES: $280.00 per line

DataSystems, Inc. http://www.example.com, ..... 333.333.3333, ext. 1
Sophisticated order processing and fulfilment systems

B Approximately 60 characters per line

For more information contact Nathan at: nathan@intl-spectrum.com

ONLINE BANNER ADS:
VERTICAL BANNER (120X240)
$2,880.00 per year or $300.00 per month
RECTANGLE (180X150)
$2,592.00 per year or $270.00 per month
SQUARE BUTTON (125X125)
$1,680.00 per year or $175.00 per month

E-MAIL NEWSLETTER BANNER:

HALF BANNER (300X90)
$4,200.00 per year or $175.00 per issue

ONLINE MARKETPLACE LIST:

BASIC LISTING - FREE

B Company Page
B Product Page - Limit 1
B ADs will be displayed on your page

PROFESSIONAL LISTING

$350.00 per year/ $35.00 per month

B Company Page

B Product Pages - Unlimited

B No ADs displayed on your page
B Download Links
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MARKETPLACE

ACCOUNTING TERMINAL EMULATOR
Natec Systems AccuSoft Enterprises
www.natecsystems.com | nrector@natecsystems.com www.asent.com | pjs@asent.com

nQ“é 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

RROUIckBookeliro/Bremier/Enterprse covered in the magazine or on the website.

NATEC m-
Phone: 303.465.9616 Soeteme g—x.
E-mail: mvgb@natecsystems.com syStems )

Website: www.natecsystems.com Providing Solutions to your MultiValue Questions

Read/Write Directly to Quickbooks Databases

« mvQB APl is Designed for the MultiValue
Program to Use

« No Need to Learn the Internals of QuickBooks

E-mail: nathan@intl-spectrum.com

WANT TO WRITE?

Expand your professional credentials, and provide us
COMPLIANCE with an article.
SJ+ Systems Associates

www.sjplus.com | sjoslyn@sjplus.com Give us a rough and ugly outline, and we will help

you refine it, proof it, and make it press ready. Or you
CONSULTING can give us something polished, proofed, and press
Clifton Oliver & Associates ready to publish.

www.oliver.com | wco@oliver.com
Drexel Management Service Share your thoughts and expertise with over 10,000

www.drexelmgt.com | dconboy@drexelmgt.com fellow MultiValue developers and users.

Execu-Sys, LTD
www.eslny.com | mh@esiny.com

HDWP

E-mail: editor@intl-spectrum.com

www.HDWP.com | results@HDWP.com LETTERS TO THE EDITOR

Norcron Inc. (U2/SB+ VAR) Have an opinion on an art.lcle: Agree, dlsagree,
www.norcron.com | sales@norcron.com | 404.459.6500 or enhancement to an article from a previous
U2 &SB+ programming experts, Masterpack sales and support issue? International Spectrum and our authors are
PICK Programmers Shop ) interested in hearing from you!

www.pickprogram.com | brian@pickprogram.com

Precision Solutions E-mail: editor@intl-spectrum.com

www.precisonline.com | Kevin@PrecisOnline.com

NEED A MENTOR?

CREDIT CARD PROCESSING Mentors give developers the ability to ask industry
MV Tech Services Inc. experts for direction, code examples, and/or just ask
http://www.mv-tech.net | tom@mv-tech.net | 952.474.3795 h if hi k 5 .
Process credit cards directly from any MultiValue application. them to see It something makes sense. Sometimes,
all you need is a resource or example to start or
DATABASE complete a project.
Ladybridge Systems Ltd ) Check with us to see who is available for mentoring,
www.ladybridge.com | sales@Ladybridge.com .
and how you can take advantage of it to save your
REPORTING business or company money.
Brian Leach Consulting, LTD E-mail: nathan@intl-spectrum.com
www.brianleach.co.uk | brian@brianleach.co.uk
Entrinsik WANT TO BE A MENTOR?

www.entrinsik.com | sales@entrinsik.com

We have many retired or semi-retired professionals
out there that would love to share their knowledge

. ’v Entrinsik Informer of MultiValue development. If you are one of them,

Quick and Easy Busi (il please contact us to see what mentoring is all about.
UicK an d5Y DUsIness nte igence

Reporting. Analytics. Dashboards. k E-mail: nathan@intl-spectrum.com )

Friee vrial o wiww 3 entrins ik, oodn/mv Call BES-T03-0016
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Note!

The Ice Cream Is Back!

BY

he 2014 International Spec-

trum conference was held

April 7-10. It was four days
packed with developer technical class-
es, product demonstration and techni-
cal sessions, and tons of professional
networking.

There was also the Exhibit Hall where
you could talk to vendors about their
products, examine new offerings, and
network with the other attendees and
vendors without having to cut your
conversations short and dash off to an-
other session. In addition to that, there
was a very important element of the
exhibit day that was missing from last

year’s conference.
The ice cream social is back!

Some of you may remember from my
post-conference column last year that
the ice cream had disappeared and
had been replaced by popcorn. My
comments were, um, not particularly
glowing. Apparently the attendees at
that conference were not particularly
impressed either. So I am happy to re-
port that the ice cream social returned

to overwhelming applause.

I would like to squelch a rumor, how-
ever. There was some speculation going
around that somehow my Clif Notes
column had something to do with the
ice cream returning. That is categori-
cally not true. I had absolutely noth-
ing to do with it. My opinion about

CLI

FTON OL

whether or not it would be a good idea
to drop the popcorn and go back to the
ice cream was not solicited. Nor was
there any anxiety on Nathan’s part that
if we were served popcorn, he would
again end up as column fodder. Let’s
face it, my musings, ramblings, and

rants are simply not that intimidating.

No. I think it was the torches, pitch-
forks, and cauldrons of boiling melted

butter that got his attention.

Getting serious, I thought that the
mix of topics for the daily sessions was
very good this year. There were some
repeats (including my own) of ses-
sions that were presented previously.
But there were a number of sessions
on new topics. Now one might won-
der why a conference would repeat the
same sessions that had been done in a
few previous conferences. Let me give

you just a little bit of insight.

One of the complaints heard every year
is that the sessions are only given at one
time on one day. Of course, everybody
wants every session to be available at
a time that there are no other sessions
that they also want to go to. That’s
understandable. The problem is there
is no way to predict which sessions
should be given double booking and
which sessions should be dropped to
make room for double and triple book-
ings in the schedule. And even at that,
there are going to be some sessions that

you have to choose between two or

VER

more sessions that you would like to
be in simultaneously. The other prob-
lem is that if you turn away sessions
with different topics to make room for
the repeats, now you get complaints of
“we’re not coming back next year; it’s

always the same old sessions.”

Then factor into this that the confer-
ence runs for two years in a row in one
location and then runs for two years in
a row in another location. In order to
try to make the most number of topics
available to people who come to a par-
ticular location two times, you want
to repeat some of the better attended
sessions from the previous year so that
folks who couldn’t attend a particular
session due to a time conflict last year
might have an opportunity to pick it
up this year. But you also have to work
in a mix of new sessions so that people
who come two years in a row actually
have some new valuable information
presented. Otherwise they are just

coming for the ice cream.

And then you move to the other loca-
tion. Now what do you do? All new
topics, thus denying the attendees who
can only come to this location the op-
portunity to get the information from
some of the sessions the previous year?
Repeat all of the topics from last year
so that the people who come every year
have little to justify the travel and the
cost other than a bowl of ice cream?

Continues on page 24
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CLIF NOTES: THE ICE CREAM IS
BACK!

Continued from page 23

PICK

PROFESSIONAL

Dont make the misiake of placn I think you can see where this rapidly

your career in the hands of just ANIY
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 inferests’ fo 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
fired of putting yourself af the
mercy of the rest.

becomes a rather complex problem in
planning. Also realize that all of what
I have just said are my suppositions of
what some of the problems are. I have
never been involved in planning a con-
ference. So while looking at it from the
outside of the process I can see how dif-
ficult it can be, I have no concept of all
of the other factors such as number of
session rooms needed, cost of breakout
CALL THE BEST! Confact.. refreshments between sessions, cost of
Matt Hart

EXECU-SYS, LTD

14171 Broadway, Suite 1220
New York, NY 10018

(212) 967-0505
(800) 423-1964 x 302
Fax: (212)947-8593

Email: mh@eslny.com

Consultants Needed Nationwide

projection equipment per room, etc.
And I imagine that even at that I have

only scratched the surface.

Let’s not even talk about the difficulties
of finding knowledgeable people with

information to share who are willing to

stand up in front of a group and engage
in an activity that strikes fear into the

hearts of the majority of people polled

10 Years Sivong & Growing

www.pickprogram.com

contacti@pickprogram.com
(614) 921-9840

Do you... have projects sitting on “the list” and not being completed?
.Dﬂ_"pﬂﬂ. v« juest need some assistance from time to time?
.DOJ?DH. o« woant up-front, guaranteed estimates?

Senior Consultants are Currently Available.

“PICK Programmer’s Shop has been outstanding lo work with,

They work with the highest integrity, are very responsive and quite

v

fknowledgeable. [ can’t imagine operating without them. "

Patti Rowlette, Rowlette Executive Search

It’s not just an anniversary. It’s a guarantee.

in study after study — public speaking.
For free.

So they have to look for the balance
points, figure out which people have
heard what and what they want to hear
that they didn’t get to hear, arrange
the finances, reserve the location over
a year in advance, and pull everything
together. Of course, they should be
able to write an optimization program
to help in the process. All they need
to do is learn how to predict human

behavior.
I’'m not holding my breath.

Wait a minute, we forgot about the
exhibit hall. That needs to be booked.
Vendors need to be solicited and
signed up. And we have to order the ice
cream. For how many people? What
flavors? Toppings? Just thinking about
all the details and the logistics makes
my brain feel like it is on a continuous
tilt a whirl ride! So I'm going to take

the easy way out and simply say...

Thank you Nathan. Thank you Trac-
ey. Thank you Howard, Kathy, and
the management and staff at the hotel.

An excellent, fun, and informative
conference... again. I am looking for-

ward to next year.

In the meantime, everybody stay in
touch with each other. Check out the
groups available on LinkedIn, see who
you can follow on Twitter, and other
social media. There’s no reason for any
of you to feel like you're living alone
on a desert island because you’re work-
ing in MultiValue instead of some
other platform. After all, it’s not like
we don’t have the technology.

Now if you will excuse me, I'm go-
ing to go put on a white shirt and spill
some ice cream on myself. (That al-

ways seems to happen.) IS
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