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Business Tech: A Seat at the Table - Part 1 ITs
role in the workplace is changing. It has gone from a cabal of high
priests in clean rooms. to a punchline in sitcoms. That wild swing of
the pendulum is finally settling down, leaving us in the middle, the
place where we are employees, just like the other employees. BY

CHARLES BAROUCH
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Migrating the Northwinds SQL Database to a MultiValue Database
= Part Il MultiValue Databases were designed specifically to store and handle business
data. RDBMS databases were never really designed for high volume. CRUD (Create, Read,
Update, and Delete) requires high performance. Throwing hardware at poor systems is
never as good as throwing hardware at top-notch systems. This article will focus on using
SQL vs. MultiValued storage format using the Northwinds Sample database as an example.

BY NATHAN RECTOR

The Language of MultiValue When we talk about integration and languages, we
sometimes forget that these aren't just computer terms, they are also human terms. When
we integrate our human language with mainstream terms, we lift our technology into a

more visible, and acceptable, position. BY DICK THIOT

How to Justify Your Attendance At International Spectrum 2019
Want to attend this year's International Spectrum conference, but aren’t sure how to
get approval from your manager? Check out these tips for making your business case,
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From

Inside

need authors for articles and
content providers. Are you
interested?

| ask this of the community at
least once a year, and it is that
time of year again. Each time, |
have been rewarded with new
and interesting articles. Most
of these authors are techies like
you, not professional writers.
The best articles are the ones
provided by the end users in the
marketplace.

| understand that writing can
seem daunting, and you wonder
where to find the time to do it.
Well, we are here to help.

The most common problems
that authors have are:

+ Don't know what to write about
* I'm not a writer

+ Company restrictions on pro-
prietary code

+ Everybody already knows how
to do this

Don’t know what to write
about

| can understand this one. | have
to come up with a topic for the
“From the Inside” every issue.
It seems like this is the biggest
problem, but in reality it is the
easiest to address.

The answer: Ask. Just drop me
an e-mail or pick up the phone
and call.

I have a whole list of topics that
| would like to see developed
into articles. Additionally, | want
to hear about the solutions
you have developed for your
business. Real world cases make
excellent articles.

If you would like to see a
specific article in the Spectrum
Magazine, please feel free to

contact me and let me know.
| can add it to my growing
list of articles, webinars, and
conference topics.

I'm not a writer

Here's a secret: Truth be told,
neither am |. My spelling is
horrible... my grammar makes
my wife pull her hair out... and
on about every article | write,
my editor has to send me an
e-mail to clarify at least one
paragraph because he’s not
quite sure what I'm trying to
say.

My suggestion is, don't try to
be a writer. Be yourself. Write
the article as if you are talking
to someone or making notes on
how to do something. We can
take that rough draft and make
it a finished product. Often, an
honest tone is more important
than perfect grammar.

The article doesn’'t have to be
a Word document either. It can
be typed out in the body of an
email. Take twenty minutes out
of an hour for lunch, and use
your smart phone to send us a
draft.

So, if you are worried about your
writing, spelling or grammar....
Please don’t worry. Let us polish
your articles. Trust me...the
International Spectrum editor
and the rest of the staff are
very good at doing this.

Company Restrictions on
Proprietary Code

This can be a major hang-up for
a lot of people, but you don't
have to provide your company'’s
code in the article. All you need
to do is provide the problem
you were solving and an outline
of the solution.

twitter.com/intlspectrum ﬁ intl-spectrum.com/facebook
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Learn more about the MultiValue Symbol and see
what MulitValue Technologies and MultiValue
Communities exist to belp you support and manage
your business and systems. To find out more visit
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Many times the article is about
a concept, or a suggested way
of doing something, and you can
strip the coding examples down
to a few lines of code to show
examples, without giving away
anything your company owns.

One of the authors here at
International Spectrum has this
same problem. He worked with
his management, and worked
out how to write the article to
cover the topic without using any
company secrets. Most of the
code he supplied was information
provided on public domain
websites, and a line or two of
code showing how to access or
use the code.

No company process or code was
given way.

Everyone knows how to do this
Already

Newsflash:  Wrong!

Wrong!

Wrong!

There are topics, problems,
and solutions that we think are
obvious, but are not. We all come
from different experiences and
through different industries.
Things that | learned early might
be a puzzle to a more senior
person who came up in another
industry.

| do a lot of listening during our
annual International Spectrum
Conference, which will be on
April 8t1-10th, 2019, What I hear
proves that one programmer’s
“easy” is another programmer’s
nightmare.

Here is an example: | asked
someone “Can you write an
article on How do you print
your MultiValue data to a PDF
document?”. Response: “Well
everyone knows how to do
that.” Did you know how to do it
before it was printed here in the
Spectrum Magazine?

| don’t know about you, but I've

found that many people want to
do this, and know it can be done,
but have no clue where to start.
Many of our articles start this
way.

Just because it seems like
common knowledge to you, it
doesn't mean that there aren’t
people that don’t know how
to do it. And those people may
well know something about the
problem that has you tied in
knots.

So, please, | need authors and
content providers. | want to hear
how you solved your business or
technical problems.

Email me: nathan@intl-spectrum.
com.

NATHAN RECTOR
President
International Spectrum
nathan@intl-spectrum.com
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15 Original'Stories By 15 Talented Authors

Voices by Lisa A, Kramer
| Was a Teenage Alien by LJ Cohen
Singularity by Jeremiah Lewis
Mot Like Us by Mike Reeves-McMillan
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Good News! Things are getting
better for IT people in the
business world.

Back in the '90s, I used the term “the
stench of IT” to describe the way other
departments seemed to treat anything
connected to business tech, especially
their own staff. While there are still
pockets of this, things are getting bet-

ter.

Companies are seeing us in a new light.

It’s an exciting time to be in IT.

Bad News! We Aren’t Ready for
the Good News.

While some of us are, many of
us aren’t prepared for this more
enlightened time. That can cause us to
miss opportunities. Whether we find
ourselves invited to more planning
meetings or, perhaps, get a real seat at
the table like a full partner, we need to

know how to contribute at that level.

This isn’t about how smart you are.

This is about something else.

Hong Kong Gaffe
It was 1999 and I was in Hong
Kong on business. We go to a fancy
restaurant and I am comfortable. T've

been using chopsticks since I was little.

Business Tech

...market forces,

compliance requirements,
and general expectations
all driving them to
technology questions...

This is my second trip, so I know my
table manners are acceptable.

An individual bowl of rice is placed
beside each of us. I lift my bowl,
add food to it from the communal
dishes, and look up to see the shocked
expressions on my table mates faces.
Apparently, eating as I was is a “home”
behavior. It is suitable for friends
eating in public or for family eating in

private.

In short, I didn’t do anything wrong
IF I'd simply done it somewhere else.
What we do in the IT department,
with pushing back in our rolly chairs
so we can shout to our co-workers,
may not be boardroom behavior. So,
knowing which manners to bring to

each situation matters.

INTL-SPECTRUM.COM

None of my Business
Odds are, I don’t know your specific
company. Please take anything I say in
this series with the understanding that
“your mileage may vary.” Wherever
you are, there’s a high chance that you
have some “home” habits that need to

be suppressed on occasion.

This is part of why we've been
the What's

comfortable to us can come off as

disincluded in past.
bluster or arrogance outside of our
circles. This isn’t to say that the
Director of Marketing isn’t a Monty
Python fan. He or she already knows
not to say “Ni” in a meeting with the
clients. Your COO might be more
into Star Wars (or model trains or
what-have-you) than you are, but they
know which rooms that plays in and
which rooms it doesn’t.

Why Now?
Most companies are over the shock
of finding out that they are really
tech companies. Courier companies
survive by providing analytics to
their customers and by data mining
their deliveries. Garment companies

are pivoting on model stock and JIT

+ JANUARY/FEBRUARY 2019 <+ 6



manufacture.  HR  companies are 1 for the top spots in the market, being 1 been in places where funny t-shirts are

awash in specialized reporting. Pick seen as tech-forward has become ap- expected. It has nothing to do with the

an industry and you’ll see market 1 pealing. When many of your fellow i size of your salary. Often it has little to

forces, compliance requirements, and employees carry a computer in their do with the industry you are working

general expectations all driving them i pocket, and one in their backpack, and i in.

to technology questions that require i has two more at home, your interest

In the upcoming issues, we'll talk

our sort of answers. in technology puts you in the main-

about how to talk in meetings, present

stream.

We aren’t getting the seat because in meetings, manage your e-mail

we've earned it. Hopefully, we've persona, and more things that will help

What Now?

been putting in the work all along. Remember that the other folks in

us succeed when we get our invitation

We are getting the seat because they to the big table. IS

e that room have been invited for long
need what we know earlier in the enough that they may forget what it is
like to be the new kid. They’ve been

getting their invites regularly. They

process. You might not realize it, but CHARLES BAROUCH

that’s how every seat in that room has is the CTO of HDWP,

been earned. Sales is called in when

know the dress code, and when it will Inc. and the Publisher

Management sees the need for them to i
x at HDWPbooks. You

vary. They know the key phrases that

be there. Our omission in the past was open wallets for funding. They know
i i . . can read his writing in
upsetting to us but it was less personal 1+ a4 ng scowls, g

than it might have seemed. International Spectrum, Theme-Thology,

Every shop has its own variations. I've

We can also thank the stock market. Novo Pulp, Pax Solaria, PerehelionSF, and

worked in places where I had to be in
When companies like Apple, Alphabet

a two piece suit with a tie made by my the Interrogative series, which begins with

(Google), and Microsoft duke it out company every day I showed up. 've ~ Tiago and the Masterless.

Read/Write Directly to Quickbooks

Databases
Customer, Vendor, Invoices, Purchase Orders, Chart
of Accounts

« mvQB APl 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

NATEC .

)
E)
SYStemS RN Phone: 303.465.9616
E-mail: mvgb@natecsystems.com
Providing Solutions to your MultiValue Questions Website: www.natecsystems.com
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Order_id
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Statistic

Order_id
Total
Praduct_id
Customer_id

he battle between SQL data

models and MultiValue data

models has raged for years.
That won’t end any time soon. How-
ever, as NoSQL-style databases are
starting to become routinely accepted
by CEO and CIO for enterprise level
data stores, the MultiValue model is
being looked at very closely again. We
look good in the spotlight. But, we

could look even better.

Since MultiValue databases were spe-
cifically designed to give you flexibil-
ity in how the data is stored, it isn’t
always clear in a given situation, which
choices might be the best. Non-opti-
mal choices will work but the right de-
cisions when architecting the data will
generally reduce the amount of code
and complexity of your application
software. It will also have a positive

impact on speed.

Many developers will use the same

structure they have used for the last

BY NATHAN RECTOR

Going from a columnar
database to SQL, or SOQL
to MultiValue, can make

your new job feel, in
many ways, like a first
job.

thirty years. Sometimes that is INF
(First Normal Form) which is consid-
ered the traditional data model. Other
times, developers will choose the NF2
(Non-First Normal Form) option
which is also inherent in the Multi-
Valued model. More often than not,
the two models will be mixed. While a
carefully developed mix is ideal, far too
often there is no clear rhyme or reason.
Our technology choices, even in the
architectural level, are based on what
we've experienced, on what we've seen
in production. Generally, that’s not

what is optimal.

INTL-SPECTRUM.COM

This inconsistency can cause develop-
ers coming from other environment to
resist using the MultiValue data model
because it is not clear when and why
it should be used. When working on
this Northwinds migration product, I
stumbled across this issue in my own
mind. And that’s our challenge as an
industry. We need to examine our
choices and maximize the value of our

assets.

Battling the Existing Databases
When you are employed as a develop-
er in any enterprise for the first time,
achieving an understanding of how the
existing business rules and database
work together can be difficult. It is the
same when you move to a new data
model for the first time. Going from
a columnar database to SQL, or SQL
to MultiValue, can make your new job
feel, in many ways, like a first job.

If the database is poorly organized, it
is easy for that developer to think that

¢ JANUARY/FEBRUARY 2019 <+ 8



their only example — 100% of their
experience with MultiValue — is the
right way. We build a future by leaving

better examples to be discovered.

This limited experience evolves into a
standard that is followed when enhanc-
ing the existing systems. It becomes
the “That’s the way we’ve always done
it.” Sometimes a developer gets a proj-
ect that allows them to define the data
structure to use, but if all they’ve seen
is layouts based on decades-old soft-
ware practices, they will likely con-
tinue creating badly designed tables.
The infernal feedback loop of “Hey, it
works” will make it harder to convince
them of the advantages of doing things
differently.

For those new to the MultiValue mod-
el and software, this can be confusing
and frustrating due to the lack of un-
derstanding of the “why” behind so

many of the decisions they encounter.

For those new-to-MV people reading
this, from my experience, let me of-
fer you a likely answer: Many times
the choices were made based on the
resource available to the computer at
the time. You must always remember
when looking at existing MultiValue
software that it was possibly developed
during a time when hard drives cost
$200 to $500 per 10MB of storage,
and sometimes more. RAM and CPU
cost even more, so the focus was on
how to conserve resources. Looking at
modern hardware, it is clear that the
trade-offs
have changed. As the hardware land-

speed/storage/readability

scape has been re-invented, the rules of
software design need to change. Iner-
tia, our habit of doing things by habit
instead of by design, keeps us from
moving things forward.

As a result, most MultiValue software
applications are designed to maximize

Celebrating 20 Years
as aleader in the
MultiValue Industry

D3 UniVerse UniData PICK jBase mvBase Caché

IT Solutions. Proven Results.
One Project. One Decision. One Keystroke at a time.
B Custom developed solutions based on your needs

B Senior level developers and business analysts to guide you
B Developing long term partnerships

Pk
IPROGRAMMERS

____SrHior

www.pickprogram.com

contact@pickprogram.com
(614) 921-9840
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the IO because it was assumed that
low on hardware resources would be
the bottleneck. The practice of writ-
ing software for low resource hardware
is still well established with experi-
enced MultiValue developers. So you
can easily encounter brand new code
and tables that still reflect this line of
thought.

Battling the Traditional Model -
1NF (First Normal Form) and the
Spreadsheet Data Storage

The traditional model that is taught to
new developers for storing data is First
Normal Form (INF). The main rea-
son for this is that INF looks and acts
very much like a spreadsheet, CSV, or
fixed length data file. It is easy to grasp
in the abstract.

These storage models are very effi-
cient when all you need to do is pro-
cess files sequentially. This allows a
resource-limited machines to process
large amounts of data very quickly.
The largest disadvantage to this storage
model is that you always have to start
at the top of the table and work your
way to the bottom to find what you
are looking for. The more data you
put into the table the longer it takes.
Of course, most database systems, MV
or not, have developed work-arounds,
genuine optimizations, and horrific
kludges address this issue. It still isn’t

as efficient as soing it right.

Not only are you processing a large
chunk of the table to find your data,
you may be incurring multiple IO re-
quests for every record you are looking
— and rejecting — until you find the

ones you want.

The typical solution to solve this is to
use indexes which allow a developer
to cut down on the number of 1O re-
quest because the indexes provide an
offset pointer to the exact location in

¢ JANUARY/FEBRUARY 2019 ¢ 9



the table the record the application is
looking for.

While indexes still incur IO when the
application is looking for information
in the index, they cut down on the to-
tal number of 1O hits for large tables.
It is, when you think about it counter

intuitive.

Reading the first record in a table us-
ing an index is a minimum two-read
operation: read the index to find the
item and then read the actual record.
Worse, if the index reference is many
rows deep inside the index table, you
might incur hundreds of index reads to
get that one record from the primary
table. However, the further down in
the primary table the data is, the more
reads an index saves you. Additionally,
when you look for multiple records
with a common value, an index creates

a massive savings.

The other solution used to solve the
core 1O issue with INF storage is to
throw RAM at the problem. Now
what happens is the index is loaded
completely into memory so that it can
be accessed faster, which cuts down on
disk IO (which is the slowest type of
10). If your disks are SSD (non-me-
chanical) then the speed differential
may be less impressive because SSD is

already faster than traditional disk.

Both of these solutions, RAM and in-
dexing, are only stop-gap solutions in
the long run. The TCO (Total Cost
of Ownership) of “throw more hard-
ware at it” can become cost prohibi-
tive. While RAM is cheap and disk is
cheap compared to years back, enough
of either adds up to significant money.

Creating a system that can handle
ITB of RAM so you can place every-
thing from disk into RAM for the best

performance would be costly. Using

2019 PC-level pricing for 16x64GB
SDRAM to equate to 1TB of RAM, it
would cost around $6,400 for just the
RAM. This doesn’t even take into ac-
count the cost of other hardware like a
motherboard that could support 1TB
of RAM, or the software that could ad-
dress that amount of RAM efficiently.

Battling the Traditional Model
- INF (First Normal Form) and
data relationships.

The hardware is the biggest limitation
for using traditional data stores like
SQL which force you use 1NF, but
there is another big gotcha with the

Traditional data model.
The rules of INF are:

* Table should have no duplicates —
No duplicate columns or duplicate

records (rows)

CustomerID

1234

9376

CustomerName

AMC Plumbing

AMC Software

* There must be no significance in
the order of either columns or re-

cords (rows)

* In every record (row), each column

must have a single value.

Following these rules mean that storing
related information has to be done in
more than one table. These rules make
lots of sense in simple, well defined,
and never changing data structures
provided in academic and training
classes. In most business environment

you will quickly find its limitations.

It is also conceptually hard. When we
started with abstract data concepts, the
“one value occupies one spot” model
was easy to grasp. When you loo at real
world data you begin to see that this

model fits poorly in nearly every case.

The classic example of this limitation

is the customer phone number [Figure

CustomerAddress

123 Acme Way

9876 Aane Way

CustomerID

Conitact Type

PhoneNo

1234 Main 303-999-4578

1234 Ordering 412-888-4457

1234 Customer Service 412-888-4458

9876 Main 605-444-5572
Fig. 1

INTL-SPECTRUM.COM
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1]. If you need to associate more than
one phone number with a customer re-
cord, then following the first and third
rule of 1NF, you are required to create
a separate table to store phone num-

bers outside of the primary Customer

Table.
You would use the following SQL

statement to retrieve the customer re-

cord plus the 3 phone numbers:

SELECT Cusomter.CustomerID,
Customer.CustomerName,
CustomerPhone.PhoneNo,
CustPhone.ContactType FROM
Customer WHERE Customer.
CustomerID = “1234” INNER
JOIN CustomerPhone ON
Customer.CustomerID =
CustomerPhone.CustomerID

In order to get all three phone num-
bers for record 1234, you have a mini-

mum of four IO request: one for the

L2

Orders

% OrderID
CustomerID
EmployeelD
OrderDate
ReguiredDate
ShippedDate
Ship¥ia
Freight
ShipMame
ShipAddress
ShipCity
ShipRegion
ShipPostalCode
ShipCountry

J

8
Order Details
% OrderID
% ProductlD
LinitPrice
Quantty

Discount

Fig. 2

main customer record, and one more
for each of the phone numbers. This
doesn’t take into account any addi-
tional IO needed to find the main
customer record, or each of the phone
numbers. And don’t forget the IO for

indexing.

If you look at the second rule for 1NF,
it says “There must be no significance
in the order of either columns or rows”.
That means that each of the phone
numbers may or may not be stored one
right after the other as shown in Figure
1. The customer phone table may have
a thousand phone numbers in it, and
phone numbers 1, 2, and 3 might be
stored sequentially next to each other
or five hundred records -- five hundred

IO requests — apart.

The Power of Traditional Model
- 1NF (First Normal Form) and
data relationships.

While INF has a weakness when
working with multiple values of the
same type in a record, it is allows for
the handling of complex data relation-

ships.
The Northwinds Order and Order-

Detail tables are primary examples of
this [Figure 2]. Since an order can con-
sist of Order data, like customer and
where the order is being shippted to,
and detail data, more than one prod-
ucts and associated quantities, the de-
veloper is forced to separate the order

into two separate tables: Order and
OrderDetail.

Since most Orders consist of more
than a single product, the information
about the order’s products is stored in
the OrderDetail table and multiple
rows. All other information is stored in

the Order Table.

This separation of data allows an ap-
plication to change the product price

INTL-SPECTRUM.COM

and quantity on any one row of an or-
der without having to know anything
more than the OrderID and Produc-
tID. This also allows an order to con-
tain two or ten thousand products per
order, depending on the needs of the
business.

This type of data relationship structure
would seem pretty obvious when you
take into account the unknown num-

ber of product each Order could have.

Another advantage of the OrderDetail
table storing each order product as sep-
arate records is the ability to enhance
the business system to support partial
shipments. A developer can easily en-
hance the OrderDetail table to include
a ShipDate for each product. This
would allow the application to keep
track of what has been shipped on a
row by row basis without have to cre-

ate additional Order records.

The MultiValue Model -
Enhancements to 1NF (First
Normal Form)

Since SQL styles data stores force you
to use 1NF, software developers typi-
cally just live with its model, and as-
sume there is no better way to do it. A
person with only one outfit know what

to wear every day.

MultiValue data stores have the oppo-
site problem. As I touched on in the
“Battling the Existing Databases” sec-
tion, our databases do not enforce a
specific data structure on the software

developer. We have options.

The following rules should be followed
when using the MultiValue model:

* Tables should have no duplicates in

columns (fields) or records (rows).

* Records always have a unique pri-

mary key

¢+ JANUARY/FEBRUARY 2019 <+ 11
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Email: mh@esIny.com

* A record (row) may have columns
(fields) with more than one value of

the same type of data.

* A record (field) may have an inter-
nal relationship between more than

one column in the same record.

* Separate tables should be used
when there are more than 4-7 col-
umns with internal relationship to
each other, or more than 50 values
stored in columns with an internal

relationship to each other.

If you compare these rules to the INF
rules, you find they are fundamental-
ly the same. There are more rules to
follow in the MultiValue data model
mainly because INF does not have the
flexibility when working with storing
relationships within each record. The

takeaway: You don’t need more rules

when your choices have been taken

away from you.

These rules allows you to take advan-
tage of both the storing of simple re-
lationships like customer phone num-
bers, as well as complex relationships
like that between the Order and Or-
derDetail tables.

Eliminating duplications in the data-
base is important, which is one of the
main purposes of 1NF. But software
applications that interact with data
needs to do it as efficiently as possible,
order to keep business software respon-

sive to the users working with it. IS

NATHAN RECTOR
President
International Spectrum
nathan@intl-spectrum.com
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FROM THE PRESS Room

Visualization to
its Business App
development

| Evoke Adds Data
Platform

' BlueFinity's Evoke Rapid App:
'Development Platform has.
recently announced a senes'
.of popular enhancements.
iwhich include Chatbots, sig—
inature panel and multiple:
i developer support. The latest |
Eannouncement by BIueFinityi
iis the introduction of a rangei
' of new graphs and charts that !
 can now quickly and easily be
. i included as an integral part of
'apps developed using Evoke. '

:The inclusion of graphics |n:
'any application is a very ef-!
 fective way visualizing impor-1
i tant information quickly and;
i clearly. This is of even greateri
: significance when using apps
i where the display is to be on |
 a smaller screen (iPhone, Tab- !
 let etc)). Screen real estate is.
ilimited so the deployment of'
igraphics to understand the.
'data presented, can be a far.
'more effective method than'
. : the displaying of reports.

' Evoke is a cost-effective, rap-!
:Id app development platform.
i that provides the complete.
: environment for existing staff '
.to design, develop and de-:
,ploy business apps across'
:multlple devices (0S, An-I
'droid and Windows phones.

'and tablets, plus Windows, . ports the inclusion of data. markets, where the company :

Apple and Linux desktops).!
Evoke offers a low code or noi
code route which can evolve:
in to fully customizable apps'
as required. It allows users to
create web, hybrid and eveni
native apps (as it generates in i
to Visual Studio and Xamarin;
projects), and to fully inte-!
grate and synchronize with:
existing back-end systems:
and SQL and MultiValue da-:
tabases.

As with all aspects of Evoke, '
graphs are made avallable
across all platforms and de-! '
vice types. Features of EvokeI
such as automated resizing:
according to the screen size, !
adaptations to design thei
screen for optimum screen!
layout and WYSIWYG design
capabilities to further cus-:
' tomize the layouts for eachi
' screen to optimize the Uli

are all made available whenF-

incorporating  graphs and
charts in to your app. Evoke:
Graphs and Charts are madei
available as an integral part ofi
the Evoke design and devel-|
opment platform. This means
that you can include graphs:
as a part of the app design:
without the need to separate- .
ly incorporate third party soft-
ware and toolsets. Evoke pro-! '
vides you with all you need to.
quickly and easily set-up and,
configure your graphs andI
charts and will support multi-; .
ple types including Area, Bar,I
Donut, Line, Percent Area,.
i Percent Bar, Pie, Waterfall etc. | .

Through Evoke you can de- .
fine your data, its structure.
and location. Evoke sup-!

' and graduation values.

from multiple files in multiple
databases for use within a
single app. You can config-
ure the data fields (columns/
attributes) associated with the ;
data, as well as any required ! :
calculation and manipula- .
tion of the information. Once | .
you have selected the type;
of chart or graph you want ;

to use, you can also specify:
how that data will be grouped
for the purposes of present-
ing on the chart/graph. You
can also refine exactly how
you want the chart to appear
including type, headers, sub-
headers, axis labels, scale

This data visualization fea-
ture is the latest in a series !
of additional functionality re-
leases made by BlueFinity for |
Evokes fast expanding global
client base. ®

L

Kerridge
Commercial
Systems acquires
EDP

Kerridge Commercial Sys-
tems (KCS is pleased to
announce the acquisition
of EDP. EDP supplies sales.
analytics & CRM and ERPI
software, such as Vecta and.
Quantum, to merchants and'
other distributors. The K8.
ERP solution, developed by.
KCS, is widely used in similar '

has over 40 years of expe-!
rience and is a recognizedi
thought leader in trading and |
' management technology. i
Clearly the acquisition is a:
good fit for both businesses.

During the past eight years:
KCS has grown rapidly, both'
organically and through thei

i acquisition of a number of

businesses, to extend its geo- i
graphical reach, add product
capability and extend into ad- |
jacent vertical markets. Thei
company now Sserves overi
10,000 customers across'
Europe, South Africa and the !
United States.

By integrating the EDP busi-
ness with KCS, all customers
will be offered a more exten—.

' sive product suite. KCS will !
i also offer the Vecta CRM/BI |

product to its wider globali
customer base as a stand-:
alone product, as well as inte- |
grating it as a module within :
some of the KCS products.:
KCS will continue to servicei
and support customers using i
EDP's Quantum, Merchant, |
Charisma, Esprit and The:
Business Programme prod—
ucts. Over time, KCS will of—
fer alternative products (such :
as its core K8 ERP system) to :
EDP customers, as potentlal
longer-term solutions.

Commenting on the acquisi-
' tion, lan Bendelow, Chief Ex-
ecutive Officer of KCS said, ;
' “The acquisition of EDP is ai
great opportunity to acceler—i
ate our strategy. It brings us;
1 greater presence in the UKE

and an increased platform;
' for growth in our traditionali
markets. EDP is a high quality :
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FROM THE PRESS Room

ibusiness with customer offer- sional services and an auto- Arllngton Texas. “We love the comprehensive applicationi
:ings that are highly comple— mated conversion proceSSI speed and responsiveness of environment for users, their:
.mentary to KCS. We welcome. which makes it easy for cus-i both the product and its own- . support staff and application | .
' EDP employees to the group, tomers to migrate their eX|st—: ership. We are able to deploy, developers. It addresses all :
:and look forward to working . ing applications to OpenQM. : new customers quickly and i the capabilities your business i

 with them.’ IOpenQM provides a simple, ;

|S|r Michael Heller, Non-Exec-! agile, low-cost option for cus-!
.ut|ve Chairman of EDP said, : + tomers who are looking to get.
' ' “The EDP and KCS businesses ! ' started quickly and acceler-!
:have been good competltors: ate their development cycles.:
ifor many years, addressing; Since the first release of the.
:the needs of customers in thei OpenQM product in 1993 as'

1 times and performance’”

.same vertical markets. Ac-i
'cordlngly the EDP dlrectors'
nbelleve that KCS' actlvmeSI
prowde a strong fit with those | .
' of EDP and that KCS is an ap-!
:propnate partner to contlnue:
1the development of the EDP |
'business. The additional re-:
: sources that KCS will bring will ;
i mean that it is well positioned ! :
l and resourced to support EDP .
.and the future growth of the.
' EDP business. ® :
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Zumasys
Acquires
OpenQM

1Zumasys announced today
iits acquisition of OpenQM, a
thigh-performance, self-tuning
‘MultiValue database, from
{UK-based Ladybridge Sys-
items.

iAs the exclusive global dis-
itributor of OpenQM since
52015, Zumasys more than
idoubled worldwide sales of
'OpenQM for three consecu-
tive years by adding 24x7
itelephone support, profes-

an in-house embedded data—:
base, its creator, Martin Phil-:
lips, has continually honed
and refined the product to.
'include a variety of modern
features that help customersl
cut development times and;
enables the utilization of big:
data, virtualization and cloud—'
based systems. :
“We have transitioned thou-:
sands of users to OpenQM:
and we could not be more im- !
pressed with the technology,” |
said Paul Giobbi, President of
Zumasys. “Martin’s ability to:
listen carefully to customer;
input and quickly add ad—'
vanced features to OpenQM.
is impressive and a refreshing i
option for our market” i

With a superior feature set at;
a fraction of the price—up to !
75% less than competitivei
products—OpenQM appeals!
to both end-users and Inde-:
pendent Software Vendors
(ISV) alike.

“Our customers are thrilled:
with the results they are see-!
ing from OpenQM,” said Ben
Cramer, President of DSI So-|

1 brings for an increased devel- |

efficiently with increased up-|

OpenQM provides customers :
a powerful, scalable MultiVal- !
ue database solution that's:
compatible with existing ap- .
plications and other major:
MultiValue products.

“It is the right moment for!
Zumasys to take on owner-!
ship of OpenQM,” said Mar-; .
tin Phillips. “We are ex0|ted'

i by the opportunities that thisl e
' code, with increased func-

1 opment team to add furthern

new features to this well-es—.
tablished product. Continuity'
will be ensured as | will con- .
tinue to work on OpenQM as'
a Zumasys employee!” :

i The latest release of Open- .

' QM is available for download: .
1 vironment,

at https://www.opengm-zu-
masys.com/downloads/ B

Norse Systems
introduces a
Green Screen

modernization

Tool

1 Norse Systems announced
the release of ScreenDriver. .

needs to become highly ef-]
fective at producing and sup- i
porting scalable, functionallyi

' rich, secure, easily adminis-!

tered, flexible, attractive, well :
i documented, easy to use, re- |
1 liable and efficient business
software.

It is the ideal tool for use in i
modernizing legacy applica—i
 tions. It allows for the graceful |
incremental migration from E
legacy interfaces to modern i
tionality and GUI interfaces, !
. without disturbing legacy ap—
plications, data structures or

i even the Accounts you are
1 used to.

“There are several reasons:!
why we felt we needed to;
create a development en—i
including  our :
desire to avoid the need to |
support client code on thei
workstation and server code :
on the host in order to pro—i
vide a graphic user interface. i
Screen Driver code all lives |
on the host, but is capable of'
driving a graphic user inter- .
face (windows interface) on'
the workstation. Screen Dnv—
er allows each user to choose i
between a graphic user inter- !
face or character based in—i
terface for faster data entry, |
using the same code fromi
the host. (this capabability is ;
unique to Screen Driver and :

lutions, the leading Indepen-i ..o priver is the result of ! @ significant benefit for some :

dent Software Vendor (ISV) for | .
the heavy truck and commer-; .
cial vehicle industry based |n|

' over 35 years of mtegratedi
business application devel- |
opment experience. It is a'

users.)” |
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ultivalue does mainstream
work but, historically, the
MultiValue database has
been isolated from mainstream tech-
Many in the MultiValue

market found it humorous and some

nologies.

even thought of it as a proud moment
when the MultiValue market was
called "the best kept secret in busi-

n
ness.

As participants in the MultiValue
market we are interested in seeing this
technology continue to thrive, so we
need to find ways to end our isolation
and become mainstream. This is not
a new concept. Many have recognized
this for a long time. However, there is

still much to do.

The language of MultiValue, or in
other words, the language that we use
to describe MultiValue technologies
(databases, applications, features, etc.)
is mired in terms that help keep Multi-
Value isolated. It is time we all learn to
use the language of mainstream data-
base technologies and incorporate that
into our day-to-day way of describing
our technology. We hold it in such
high regards, we need to make it easy
for others to see why.

It isn’t uncommon in our market to-

day to hear discussions of NoSQL.

The
Language

of MultiValue

BY DICK THIOT

The language that we use
to describe MultiValue
technologies is mired
in terms that belp keep
MultiValue isolated.

There are many opinions on whether
a MultiValue database is a NoSQL da-
tabase. However, I suggest adopting
the position that MultiValue databases
are NoSQL. It is one way to help es-
tablish these databases are already in
the new definition of mainstream. We
can incorporate NoSQL terms like
key-value pair and document database
to connect MultiValue market to the
NoSQL movement.

In addition to using terms like key-
value pair and document database to
describe the MultiValue technology,
I also suggest that we learn terms that
are used by SQL databases like table,
row and column and understand how
these relate to MultiValue terms like
file, record and attribute. Attribute is
one of those terms that has a different
meaning outside of MultiValue and
when we use that term in our conversa-
tion with non-MultiValue people, we
are often misunderstood.

INTL-SPECTRUM.COM

As an initial step, better understanding
the terms used in other database tech-
nologies, is important. We need to do
more. It probably isn’t enough today
to only know MultiValue. We live in
a multi-technology world where inter-
facing with and understanding diverse
technologies is essential. We have to
make an effort, as people in this indus-
try, to connect our relevent and valu-
able technology to other tech by our
word choices and by our knowledge.
MultiValue is certainly a viable option
for traditional line-of-business applica-

tions. IS

DICK THIOT, President/Owner of Mav-
erick Systems, is a technology guru special-
izing in software development and applica-
tion design. He supports these skills with a
broad knowledge of systems, networks and
security. His application development ex-
perience centers around database-oriented
business applications including accounting
systems and information management us-
ing MultiValue and SQL Server databases.
He has created and continues to specialize
in software for automobile dealers and the

financial institutions that support them.
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Natec Systems
www.natecsystems.com | nrector@natecsystems.com

m‘é QuickBooks API for the MultiValue Database

Read/Write Directly to Quickbooks Databases

« mvQB APl is Designed for the MultiValue
Program to Use
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NATEC
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Phone: 303.465.9616
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Website: www.natecsystems.com
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Questions

COMPLIANCE

SJ+ Systems Associates
www.sjplus.com | sjoslyn@sjplus.com

CONSULTING

Drexel Management Service
www.drexelmgt.com | dconboy@drexelmgt.com

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

HDWP
www.HDWP.com | results@HDWP.com

Modern MultiValue, LLC
www.ModernMultiValue.com | inffo@ModernMultiValue.com

PICK Programmers Shop
www.pickprogram.com | brian@pickprogram.com

Precision Solutions
www.precisonline.com | Kevin@PrecisOnline.com

DATABASE

Zumasys
http://www.zumasys.com/products/accuterm/

REPORTING

Brian Leach Consulting, LTD
www.brianleach.co.uk | brian@brianleach.co.uk

TERMINAL EMULATOR

Zumasys
http://www.zumasys.com/products/accuterm/
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e, the leader in terminal
u to access your MultiValue

on-premises or in the

device.

( LETTERS TO THE EDITOR \

Have an opinion on an article: Agree, disagree,
or enhancement to an article from a previous
issue? International Spectrum and our authors are
interested in hearing from you!

E-mail: editor@intl-spectrum.com

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

NEED A MENTOR?
Mentors give developers the ability to ask industry
experts for direction, code examples, and/or
just ask them to see if something makes sense.
Sometimes, all you need is a resource or example
to start or complete a project.

Check with us to see whois available for mentoring,
and how you can take advantage of it to save your
business or company money.

E-mail: nathan@intl-spectrum.com

WANT TO BE A MENTOR?
We have many retired or semi-retired professionals
out there that would love to share their knowledge
of MultiValue development. If you are one of
them, please contact us to see what mentoring is
all about.

E-mail: nathan@intl-spectrum.com
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How to Justity Your Attendance At

International Spectrum 2019

ustifying your conference at-
tendance to management can be
challenging for some IT staff.

uch discussion is focused on the le-
gitimacy of attending conference and
trade show programs. The reality is
that conferences are among the most
cost effective methods of obtaining
education and information, and in es-

tablishing a network.

Why attend conference and
trade show events?

Conference sessions allow you to:

* Learn first hand from industry ex-
perts that have successfully imple-

mented technology solutions

* Keep up to date on new and emerg-

ing technologies

* Take the opportunity to create a

professional network

* Create talking points to communi-

cate more effectively with vendors

* Get immediate answers and solu-
tions to issues within your organi-

zation

* Discover new products that can de-

crease expense and increase revenue

Trade Show / Exhibition Events
allow you to:

* See the latest in technology
* Hear new product announcements

* Visit all of your vendors in one lo-

cation

*  Get answers directly from vendors
on the exhibition floor

* Do some comparison shopping

¢ Seek solutions and find new tech-

nologies

e Talk directly to your MultiValue
database provider to get answers to

questions

* Talk with others who are using or
considering a product or service

you are researching

Who attends this conference?
Executives, Chief Information Officer
(CIO) and Executive and Senior Level
Management, Owners, Consultants,
Influencers, Technical Staff, Imple-
menters, Sales, Operations and Pro-
duction, Industry Leaders, and Ven-
dors.

Why should you attend?

To justify the cost you need to under-

stand the purpose of your attendance.

INTL-SPECTRUM.COM

Make a list of the things you would
like to accomplish:

* Is there a current issue at your com-
pany for which you are looking for

a solution?

* Are there any developing technolo-
gies you feel would benefit your

company?

* Are there issues you would like to

talk to your vendors about?

* Can you find one idea that will
increase revenue and/or decrease

costs?

* Is your company looking at imple-
menting new technology?

* Would you benefit from expand-
ing your personal and professional
network?

* Does your company need to invest
in your business system to gain or

maintain their competitive edge?

Presenting to Your
Management

The first and foremost communication
should be your company’s standard re-
quest form or a formal memo directed
to your manager requesting attendance
and why. Be sure to include the ROI

and cost savings for attending (see be-
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IT audits have you jumping through hoops?

PRC can help you meet your compliance requirements

and make [T more agile and productive. No extra
work, nothing to remember; nothing to fall through
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rollback, test and report quickly, automatically and

N
0120

| with confidence. Let PRC protect your company's

valuable U2 data and software assets. 7

®

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

low for some examples.) A sample of
a memo requesting attendance can
be found at www.intl-spectrum.com/
$1006. Schedule a follow-up meeting
with your boss to discuss the request.

In your memo and follow-up meeting
focus on how attending the conference
is relevant to your company and/or
your team’ goals and future projects.
Here are some talking points to help
you make a case for attending:

* International Spectrum has been
hosting this conference for over 37
years and it is regarded by the in-
dustry as “the premier MultiValue

Educational event.”

* [ am going to look for a solution for
“this” problem.

e [ believe “this new technology”
could benefit the company and I

would like to learn more about it.

¢ [ plan on meeting with “x” vendors
p g

to discuss these issues.

* lam going to talk with several com-
panies about “x” technology we are

looking at.

Ask how to make it happen and get the
ball rolling:

* Do I get corporate travel involved?

* Do I need to have dollars in the
budget right now? Is there money
in another departmental budget
that is unused?

* What are some of the things that I
should look for while attending?

¢ Is there a branch office in the area

that I can visit?

* If you are serious about purchasing
“x” software can a vendor schedule
an on-site visit to demo or meet

with current users?

It is only natural for an administrator
to ask, “How can we justify spending
money to participate in a conference
when we are facing budget reductions?”
The answer lies in the value of the
conference’s content and the focused
interaction it provides. Sometimes
learning one new piece of information
or gaining better understanding about
only one process can justify the entire
cost of attending International Spec-
trum. And making one professional

contact can be worth much more.

As companies decrease training bud-
gets, they still require IT to do more
with less. As companies increasingly
turn to technology to compensate for
a lack of employees, the needs for up-
to-date solutions and products become

more important and cheaper to imple-

INTL-SPECTRUM.COM

ment. Since International Spectrum
brings all the tools providers under
one roof, you save time and money on
research by seeing everything in one

place.

The cost of attending this conference
is often less than the cost of attending
classes at other training sites or online.
By offering workshops, peer-to-peer
discussions, and varied IT and En-
terprise presentations, International
Spectrum 2019 offers you the knowl-
edge of multiple trainers, professionals,
and companies that are focused on the
use of different techniques, method-
ologies, and products designed to in-
crease your productivity and ability to
meet the challenges your company or

organization faces.

The Conference Costs:
Registration by February 27th 1095.00

Hotel
$200.00 Per Night x 4 nights (plus

taxes)

Meals
$80.00 per day x 4 days

Travel:
$450.00 Round trip

Total (approximate):
$2665.00

Your Return on Investment
To help you create your ROI statement,
Tve compiled a few items and assigned
values to them. Use these as a starting
point, and feel free to modify the infor-

mation as you see fit.

Research time:

37 Hours x $80.00 per hour = $2960
Per product or rool

How much time would you spend re-
search all the available products, which
companies have them, how they work,

their costs, and see demos? For exam-
+ JANUARY/FEBRUARY 2019 <+ 18



ple, if you were researching reporting
tools, how much time would it take
to find all the available products, and
setup times to see demos. You could
spend a good day to day and a half just
looking for the available products and

scheduling demos.

The demo itself might take two hours.
If you assume you will also lose 30
minutes before the demo getting pre-
pared and then another 30 minutes
after the demo writing up your notes
about the demo and your impressions,
that is three hours per product.

You also have the research on imple-
mentation which could take three or
four days per product just to under-
stand how you would integrate the new

product into your existing systems.

Now this is just for one product or

tool. If you are planning to look at all

a | '!‘. g '
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the different tools and their competi-
tors, then multiply this by the number

of vendors available.

Consulting Time:
12 Hours x $100-120.00 per hour =
$1200.00

Many of International Spectrums
speakers are industry experts and work
as professional consultants. They are
presenting at the conferences to help
you understand new technologies and
how best to implement them without
costing your company tons of money.
If you schedule time with speakers af-
ter sessions, you can get more in-depth

answers to your qllCStiOIlS.

You can easily spend three hours a day
with one or more of the speakers. With
a normal consultant’s fee at over $100
an hour, you can recoup most, if not

all, of your conference expenses.

Training and/or Continuing
Education Hours:

24 Hours x $80.00 = $1920

With four days running five tracks of
educational sessions and workshops,
you could spend a minimum of 24
hours or more in industry training, not
to mention product-specific training.

Many of the sessions at International
Spectrum Conference cost well over
$500 apiece as webinars. With the
advantage of face to face time with
the speakers and presenters, you are
getting the benefit of onsite training,
which can normally cost over $1200 a

day.

Intangibles:
Don’tinvest in Software, lose
business:

You have likely already seen this with
your existing system, or will see it soon.
If you don’t invest in your existing

enterprise systems, you will start los-

INTL-SPECTRUM.COM

ing business. Or you will start hearing
rumblings of “you have got to move
off this old technology”, when there
is nothing wrong with your advanced
complex business system except that
those using the system—both manage-
ment and staff—want different user
interfaces, nicer reporting options, and

web connectivity.

You have to invest in training and soft-
ware exploration now, so that in the fu-
ture, even just two to three years from
now, you know what your options are.
Look closely at what has happened to
Wall Street in the last few months.
There are many companies that didn’t
move fast enough to keep up with the
changes. They are no longer in busi-
ness. If your company doesn’t keep up,
then it will cost them more in the long
run or they will start to loose business
and money just because they chose to

stay in the same place.

Professional Networking:
30 hours

Professional networking is one those
items that is hard to quantify. User
groups and online forums have taken
over some of this, but sometimes you
can be more productive just meeting
and talking to people in person. You
may find someone in your vertical
market place that has the same prob-
lem, or has already solved the problem
you have, that you would not find any-

where else.

Attendees for the International Spec-
trum Conference come from many
different vertical marketplaces: hous-
ing, retail, banking, manufacturing,
distribution, trucking, and the list goes

on and on.

Some attendees find they learn a great
deal from talking to one another be-

cause they are talking to someone that
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has already solved the problem versus
someone who will help you solve the
problem. If you have to place a value
on this, then I would look at it as con-

sulting time.

Make the Most of Your
Conference Attendance

When discussing your attendance with
your manager, be sure to share how
you will make the most of your confer-
ence attendance. Here are a few things
you can do to get the most out of the

conference:

Before the Conference:

* Match a list of session topics to spe-
cific challenges your business faces.

* Compare the cost of an outside or
on-site consultant versus the con-

ference fee.

Develop a complete cost justifica-
tion using the information pro-
vided in “Why Attend” page on the
International Spectrum web site.

During the Conference
Network with MultiValue profes-
sionals and users to understand
how to solve specific business chal-

lenges.

Attend training sessions and work-

shops.

Request one-on-one consulting
with the speakers, product experts,
executives and account managers to

discuss your needs.

After the Conference
Create action reports with detailed
content, form execution teams, take

the necessary action and follow up.

See the trip report template on the

International Spectrum web site.

* Train others and give a presentation

to co-workers on what you learned.

* Implement at least one perfor-

mance change you've learned.

* Document savings associated with

what you learned for next year.

Conclusion
The International Spectrum 2019
Conference is one of the best places to
get MultiValue education and product
information. Just by reviewing the dol-
lars spent versus the dollars saved, how

can you pass it up? 1S

Tech Tips

Job Postings
New Products
Corporate Updates

www.intl-spectrum.com/newsletter

INTL-SPECTRUM.COM
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