


To say that all this optimism for NT
stands in stark contrast to IBM’s situation
with OS/2 is putting it mildly. On the ;
Comdex floor IBM had much less exhibit i
area and, what it did have, it mostly de-
voted to its OEM peripherals (disk drives
and so on) and to its new ValuePoint (“if NT. After telling them that the NT ver-

you can’t beat ‘em, clone ‘em”) line. All its :

Windows NT

0S/2 1SVs were jammed into a tiny con- i
ference room way off from the main floor
down a long corridor; I had to ask direc-

tions to figure out where it was hidden.
Only the IBMers I talked with seemed
unfazed by the attention being given to

sion of my own product has been out-
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selling the OS/2 version by about six to
one—a typical IBM response was, “How
can that be? NT’s not even real, yet.”

The point is, however, that when any-
one with a credit card and $69 can buy
the NT Software Development Kit, it’s
pretty darn real. And when the quality of
the current NT beta is actually better
than that of the released OS/2 2.0, all of
us developers have to sit up and take no-
tice. (I have yet to crash either the July or
October builds of NT; OS/2 2.0 still crash-
es regularly for me under the CSet/2 de-
bugger, most recently blowing away an
entire HPFS partition in the process.)

The one area in which IBM still seems
to be doing well with OS/2 is with the
raised floor crowd. Indications are that a
number of large MIS operations are

: building in-house applications on OS/2

for distribution throughout their organi-

i zations. The bad news for IBM is that
i these folks don’t tend to make for a vi-
i able shrink-wrap market, because of their

tendency to standardize. They might buy
10,000 copies of WordPerfect, but they

i certainly don’t buy five copies each of
2,000 products.

The implication for small vendors is
that these big companies aren’t a great
market. Yes, if the ISVs are lucky, one of
these places might buy 10,000 copies,
but they’re more likely—especially con-
sidering their preference for large ven-
dors—to buy zero. Inescapably, to have a
thriving market with lots of product se-
lection you also need a lot of individual

i buyers. And that means you need solid
i retail or consumer participation.

Even for the big MIS shops there is an
advantage in having a lot of selection:
More competition does mean less expen-
sive, better products that do a better job.
Unless IBM can dramatically broaden
0S/2's appeal, not even the traditional
Big Blue customers are likely to be satis-
fied indefinitely. Even before it has been
formally released, it’s looking more and
more like NT has won. m

i Douglas Hamilton is president of Hamilton
i Laboratories (Wayland, Mass.) and author

of the Hamilton C Shell, an advanced inter-
active command processor and tools package
for Windows NT and OS/2. Reach Douglas
on WIX as hamilton or care of Editor at the
address on page 14.
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