














































FROM ENGINEER 
TO ENTREPRENEUR 

What drives engineers to start their own companies? 
That's the question we posed to executives at 

three Silicon Valley startups. 

by Thomas M. Woolf 

why would anybody want to start a busi­
ness? The hours are incredibly long. There 
are sleepless nights over money. And then 
there ' s family stress . 

But consider the rewards! Part of the 
American dream is being your own master 
and creating your own success story . Eve­
ryone wants a chance to realize his dreams. 

Even though the ultimate rewards are 
great, getting started can be quite trying. It 
is never easy to launch a successfu l com­
pany, but you can learn from those who 
have gone before. We surveyed the entre­
preneurs responsible for starting three Sili­
con Valley companies to find out what they 
encountered on the road to success. 

PHOTONICS INC.: 
In Search of a Solution 
It has taken Dick Allen, President and Chief 
Operating Officer of Photonics Inc., a long 
time to realize his dream. Even during his 
days as vice president and general manager 
of Memorex 's Communications Group, and 
later as general manager for NCR ' s Micro­
graph ics Division, Allen had an eye toward 
creating his own business. 

When he launched his Campbell-based 

Dick Allen - "Many fail because there is no 
market for the product. " 

company, Allen was seeking a systematic 
way to solve a market problem. "As general 
managerfor both Memorex and NCR, I was 
faced with computer installation problems," 
he says. "Once you had the installation set, 
you had to move things around and start all 
over again . That means people remain idle 
whi le new cable is pulled. There had to be 
a better \vay." 

So Allen developed Photolink, a substi­
tute for computer cable that uses infrared 
light to transmit computer data from point 
to multipoint using the ceiling as a passive 
reflector. The first Photolink began ship­
ping last fa ll and connects Apple comput­
ers. It hooks up to a Macintosh 's RS-232 
port and aims at a central point on the 
ceiling. Information is then exchanged by 
rapid infrared pulses. The concept is the 
same as flashing Morse Code. 

"I didn't set out to create a wireless 
infrared local area network," he exclaims, 
"but to find a way to e liminate cabling 
problems. I looked at a lot of technologies, 
including radio. I settled on infrared by 
process of elimination." In fact, Allen 
confesses, he knew virtually nothing about 
infrared technology when he started. 

"It took all of my savings to keep things 
going while I came up with the appropriate 
technology ," he admits. "The next step was 
to build demonstration units and write a 
business plan to get venture capital." Un­
fortunate ly, capital was harder to find than 
anticipated. "I started looking for venture 
capital in the fall of 1986. We actually 
closed our first venture funding in January 
1988. I started running out of money and 
started living on credit cards, something I 
never dreamed that l would be doing." 

"Part of the reason it took so long was 
that in my first business plan, I didn't posi-

tion the product properly. It sounded as if I 
were trying to start another local area net­
work company. I recut the business plan, 
repositioned the product as a cable replace­
ment and went back to the venture capital­
ists." The resu lt was funding from Cross­
point Venture Partners (which had initially 
turned the project down), Alpha Partners 
and Apple Computer ' s venture capital 
group. 

Although customers show the same 
skepticism about the technology, there are 
more and more believers seeking new ways 
to expand their Macintosh computer net­
works. The next step, says Allen, is to get 
another round of seed money bringing the 
total to $6.25 million, and then to develop 
Ethernet and token ring products to support 
IBM PC workstations. 

Would Allen do it again? "Oh, yeah. 
Having been through a number of startups, 
I think I understand the reasons they fail. 
Many failed because there wasn ' t any 
market forthe product. Some of them failed 
because there was insufficient cash. One of 
the trui sms of venture capital seems to be 
you will almost always need more money 
than you think you ' ll need." 

VIEWPOINT SYSTEMS INC.: 
Interface with Success 
When they decided to launch Viewpoint 
Systems, a software development firm based 
in San Mateo, Marti Johnson, Director of 
Product Design, and Barbara Booth, Direc­
tor of Research and Development, weren't 
exactly sure what they were getting in to. 
They just knew that it was time to make a 
fresh start. 

Ken Gardner, President and Chief Oper­
ating Office for Viewpoint, led the effort to 
break away from Tesseract Corporation, 
the San Francisco human resource software 
vendor where the three worked together. 

"We got together and decided to take a 
risk," Booth says. "We thought we could 
make it on our own, consulting. We got a 
contract for a PC system; Marti and Ken put 
together the specs and I programmed it. 
After that, the money started getting short, 
so we decided it was time to go after venture 
capital. It was then we started to formulate 
what we really wanted to do." 

The result is Viewpoint Systems, which 
provides a family of graphical products so 
Fortune 500 companies can easily create 
cooperative processing applications that 
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comply with IBM's Systems Application 
Architecture. Their first product is l/F 
Builder, which lets users create customized 
interfaces for mainframe workstations. It is 
already being used by 
three corporations and 
one software developer. 
Two additional prod­
ucts, Q/Buildertoquery 
mainframe databases 
and VP/Builder for full 
cooperative processing, 
will be introduced later 
this year. 

that combines low-voltage analog and digi­
tal control with high-power output. The 
technology has been available for some 
time, but the problem has been making it 

economical to produce. 

In seeking capital, 
Johnson developed a 
demonstration program 
using Window s. "I 
know these programs 

"I realized that if you are 
going to have an impact, 
the approach would have to 
be simple and straightfor­
ward," Eklund says. "You 
couldn't use exotic mate­
rial or technology. The 
cleverness would be in the 
chip architecture. What I 
did was come back with a 
new architecture for high­
voltage devices that could 
be easily combined with 
any CMOS technology." 

Barbara Booth (standing) and Marti 
really well and I can Johnson _ "We had no limiting How did Eklund perfect 

and launch his vision? The 
story begins in 1984 when 

Eklund came to the United States from his 

pop open windows and expectations. " 

make it look real ," she 
says. In October 1988 they approached 
Alpha Partners of Menlo Park. They re­
ceived funding in November, and, armed 
with a letterof intent for funding, hired their 
first programmer in January 1989. 

What drove Johnson and Booth to form 
their own company? " I had been with 
Tesseract for almost five years and I felt 
that I had tapped out on what I could do for 
them ," Johnson explains. "I loved working 
with Ken and Barbara, so when they de­
cided to go, I went with them." 

native Scandinavia on a two-year sabbati­
cal. At that time, he was an executive with 
AB Rifa, the semiconduc-
tor arm of the Swedish 
telecommunications giant 
L.M. Ericsson. AMD was 
working on a joint project 
with Ericsson, and Eklund 
was given a desk and time 
to learn and think. 

"This was really a fan­
tastic opportunity," 
Eklund recalls . " I really 
had a chance to look 

with the marketing and product plan," 
Eklund says. " I saw in the paper that Art 
Fury had left Micro-Linear, and I knew that 
he was a very well-known marketeer. So I 
looked him up in the telephone directory." 
Fury is now Vice President of Marketing 
for Power Integrations. 

Apparently, capitalization was not a 
problem. "The first capitalist we talked to 
wanted to get the deal off the street imme­
diately," Eklund says. Eventually, William 
Davidow of Mohr-Davidow Ventures was 
the first to offer capital. 

Since then , development and produc­
tion has been moving according to sched­
ule . The company has already received 
I 0,000 inquiries from the ad campaign 
launched in September. 

Eklund notes that marketing these high­
voltage chips has taken some missionary 
work. A new primary market, for example, 
is the electromechanical industry since these 
products can be used to control power 
sources, relays and other devices . "The 
market opportunity is just enormous," he 

says. "We have the op­
portunity to build a com­
pany as big as Intel or Na­
tional Semiconductor." 

For Booth, the environment was an im­
portant motivator. "The opportunity to build 
a work environment to our specifications 
drove me more than anything. I think that 
there is a very human side to this company 
and the most important part of my job is 
making sure that my people are all right and 
that the environment is right." 

around at what was hap­
pening, read technical ar­
ticles and go chat with 

Klas Eklund- " You have to check 
people." One of AMD's tor market opportunity. " 

Eklund credits the com­
pany's initial success to a 
number of factors. "You 
have to check for market 
opportunity, and we have 
a breakthrough technol­
ogy to tap that opportu­
nity. Wealsohavethebest 
venture capital companies 
backing us - experi­
enced people who under­
stand semiconductors. 
And you can't do it alone; 

And what does the Viewpoint team at­
tribute to their success? "I think one of the 
biggest things in our favor is that we had no 
expectations," Johnson says. "We set the 
bar at a certain level, and as soon as we get 
over the bar we set it higher. You keep 
going forward, looking back only long 
enough to learn from what you did." 

POWER INTEGRATIONS INC.: 
Building to Market Specs 
Klas Eklund, Vice President of Engineer­
ing and co-founderof Power Integrations in 
Mountain View, identified the enormous 
market opportunity for an integrated circuit 

projects was to develop 
high-voltage chips to replace telephone re­
lays . " I did a lot of work with that and was 
able to sell my ideas to AMD management. 
I put a small team together and we were 
starting to realize those ideas." 

In 1985, one of the AMD executives 
who left to head Data General's semicon­
ductor group called Eklund with a pro­
posal. So Eklund went to work for Data 
General to develop his technology, with the 
understanding that he would eventually 
launch his own company. Power Integra­
tions followed in May 1988. 

"When I started to put the business plan 
together, I realized I would need some help 
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you have to attract talented people." 
After years in a large corporate organi­

zation, Eklund likes his new role as entre-
preneur. " Here I can be a hunter," he ex­
claims. "Small companies are like the 
hunting people who can move far and fast 
whereas the bi g companies are like the 
farming people who have to stay in one 
place. The real challenge is to keep that en­
vironment in the future.".A. 

Thomas M. Woolf is a freelance writer and 
editor with Silicon Valley ENGINEER. 
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ERRORS & 
OMISSIONS 

COUNSEL 
Defense of Claims 

Against Design Professionals 

• 
JOSEPH C. OLSEN, D.Sc., P.E. 
ATTORNEY & COUNSELLOR AT LAW 

408/297-9457 

8 SOUTH MONTGOMERY STREET 
SAN JOSE. CALIFORNIA 95110 

Payday 
The Payroll Company 

PrrJl'iding the Bay Area 
with a WORRY FREE, 

ERROR FREE Payroll and 
Tax Deposit Service. 

Payday 
The Payroll Service 

The Comprehensive Payroll 

At a Competiti1·e Price 
.I 

(408) 727-0833 
( 415) 543-6200 
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~ 
AutoCAo·· 

Single Source of Design Tools 
& Engineering Services 

• Autocad Sales, Installation and Support 
• Autocad Custom Programming in Autolisp 
• Digitizing "As Built"' and existing drawings 

• Plotting Autocad drawings 
• Custom Data Base 

Programming 

SYSTEMS ENGINEERING, INC. 
ENGINEERING & SOFTWARE CONSULTANTS 

44292 Fremont Blvd. • Fremont, CA 94538 
(415) 226-9049 FAX : (415) 226-9048 
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SEEING SILICON VALLEY 
ON TWO WHEELS 

By K. C. Chan 

C onsider bicycling. Engineers may do it 
for exercise, or for conservation, but they 
all consider it fun. Cycling has been grow­
ing in popularity among Silicon Valley en­
gineers and around the nation. I talked with 
three cycling enthusiasts to find out why 
they started cycling, what motivates them 
to ride now and what are some of their 
favorite routes. 

Conservation With A View 
Laura Mappin , a software testing engineer 
at Ungermann-Bass, got hooked on cycling 
during a camping tour in Washington state. 
She became so enthralled with the sport 
that she started a cycling club when she 
lived in Eugene , Oregon, a few years back. 

She rides to minimize the need to drive her 
car, noting, " We cannot continue using our 
cars the way we have. This is my own way 
of preserving our precious oil." She be­
lieves the popularity of cycling is mostly 
due to the rising level of health and ecologi­
cal consciousness. "People are feeling re­
sponsible for our environment," she as­
serts. "Each one of us can and is making a 
difference." 

Her favorite routes? Mappin enjoys the 
scenic ones around Woodside and along 
Skyline Drive. 

Riding for Exercise 
Another cycling commuter, Mike Hardin, 
rides from Menlo Park to his office in 

Hayward at least twice a week. 
For Mike , an electrical engi­
neer at RPC Industry's R&D 
group, the one and a quarter 
hour trip is a way to exercise. 

Hardin started riding in the 
mid-seventies when the gas 
crisis hit, commuting by bi­
cycle from Menlo Park to San 
Carlos. Hardin rides a great 
deal for fun with the Western 
Wheeler Bicycle Club. Thus , 
during the week, Mike rides to 
save gas and to exercise. On 
the weekend, he says, "Cycling 
is my hobby. I ride for recrea­
tion, for mental relaxation and 

"Commuting is more comfortable on a recumbent bike," 
explains Laura Mappin of Ungermann-Bass. 

for the social activities that a 
cycling club provides." Now. she lives in Sunnyvale and is active in 

the Western Wheelers Bicycle Club. 
Her enthusiasm for biking goes beyond 

recreation . In fact. many of her rides are for 
shopping and commuting. So, if you see a 
person in a contraption that looks like a 
pedal-powered chair on wht:els (known as 
a recumbt:nt bicycle) wearing a matching 
bright orange and pink outfit, it may be 
Mappin on the nine-mile commute to and 
from her office in Santa Clara. 

Mappin explains that she prefers the re ­
cumbent bike. "It's so comfortable. so easy 
to cruise and provides a sweeping view." 

For fun, Hardin also likes riding Skyline 
or along the coast for four to six hours . 
"One of my favorite routes is along High­
way 9 toward Saratoga Gap," he declares. 
.. But Kings Mountain Road to Skyline is 
also very pretty - it has redwoods, the can­
yon and a great downhill stretch on High­
way 84!" 

Reliving Her Childhood 
" I hope to be riding with my baby using a 
bicycle trailer soon," shares Christine 
Sawcett, a software engineer at Mentor 
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Graphics. Chri stine rode a bike for the first 
time when she was in co ll ege ... It was like 
reliving my ch ildhood! I discovered some 
of the fun that I missed ou t on whi le grow­
ing up in London." So she is determined 
that her child wi ll learn to cyc le earli er. 
Sawcett bikes to be outdoors, to feel re­
freshed and just to relax and take in the 
scenery. The Santa Cruz mountains, Mount 
Hami lto n in San Jose and Portola Valley 
are just some of the areas she has enjoyed 
riding with her cyc ling club. 

Be Famous In Real Time 

Whether you want to do some recreation 
cycling and touring , or some serious train­
ing , check out a few of the clubs listed be­
low. Some c lubs have weekly rides and 
help members discover beautiful routes all 
over the Bay Area and beyond. Some trips 
attract four to six riders. while the more 
popular ones wi ll have dozens. For current 
biking events and news, pick up a copy of 
California Cyclist, available free in most 
bike shops, or refer to other recreational 
publications like City Sports. 

Happy Cycling! 

Bay Area Cycling Clubs 
Almaden Cycle Touring Club, P.O. Box 
7286, San Jose, CA 95150, (408) 338-
2663. Recreation cycling and touring. 

Coastside Cyclist, c/o Richard Leavitt 852 
Buena Vista, Moss Beach, CA 94038, (4 15) 
728-5848. Rec reation on-road/off road 
rides. 

Golden Gate Cyclists, c/o Gregor Clark, 
425 Divisadero, Suite 306, San Francisco, 
CA 94117, (4 15) 863-9939. Recreation 
cycl ing, a ll ages and abi lities. Weekend 
rides in Bay Area. Helmets required. 

Meno Park Velo Club, 44 1 El Camino 
Real, Menlo Park , CA 94025, (4 15)327-
5137. Rac ing and training for perform­
ance-oriented cyclist. Weekly training rides. 

Single Cyclists, P.O.Box 684 Kentfield , 
CA 94965 (SASE). Recreational and socia l 
cyc ling. Monthly newcomers' parties. 

Western Wheelers Bicycle Club, Inc., 
P.O. Box 518, Palo Alto , CA 94302. 
Recreation trouring club. All levels. Time 
trials and camping trips . .A. 

We are! Ready Systems is the leading 
developer and world wide vendor of 
software tools for the fast-growing real­
time microprocessor market. Our customer 
list of 3.500 continues to grow as we 
provide the designer of real -time embed­
ded microprocessor systems wi th an 
integrated and comprehensive engineering 
environment. Exp lore these opportun ities 
to join us. 

Software Development 
Engineers 
Join the teams developing the next 

generation of our family of real-time 
software development tools. 

Plating 

Co. Inc. 

·Top Quality - Quick 
Turnarounds 

• Professional Management 
• GraduateEngineer and 

Consultant Support 
·Compliance with EPA, 

Water, Health Regulations 
•FAA #403-71 

32 YEARS OF SUCCESS 

K. C. Chan is a principal of !he Gene\'(/ 
Consulling Group , a San Francisco-based 
111arke1ing and business de1 •e/op111e111 con-
511/fing company. Pre1•iously, she was a 
Markeling Manager al Sun Microsyslems . 

California Plating Co., Inc. 
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I 083 American Street 
San Carlos, CA 94070 

415-593-2161 
FAX: 415-593-2650 

Requires a BSCS/EE (MS 
with 3-5 years' related experience and a 
solid understanding of real-time and 
operating systems. Strong C and Assembly 
language experience required; Ada a plus. 

Senior Software 
Applications Engineer 
Be responsible for solving customer 
problems and providing customer 
telephone support for real-time 0/S and 
tools. Interface with development 
engineers on new product specification 
and design. BSEE/CS and 3+ years' so lid 
experience developing software for 
mu ltitasking embedded systems required. 

~READY 
SYSTEMS 
Real-Time Challenge 
For The Real World. 

Relocating? 

NRAC 
NATIONAL RELOCATION 

ASSISTANCE 
CORPORATION 

has the a·nswers! 

• Where to Live 
• Commute Time 

• School Information 
• Environment and Recreation 

• Financial Considerations 
• Selection of Best Real Estate Agents 

• NO COST TO CLIENT 

2682 Bishop Drive, Suite 209 
San Ramon , CA 94583 

415/275-9500 
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THE BIRTH OF A PRODUCT 
Carefully planned prototypes help assure that your 

product ideas become a profitable reality. 

by Suzanne M. Matick 

M any concepts and products with mar­
ketable advantages emerge from Silicon 
Valley. Developing prototypes that attract 
investors and even customers is a crucial 
part of seeing those ideas become reality. 

Although they had developed a timely 
product with a solid design, the founders 
and principals of Polar Spring Corporation 
of Menlo Park all agree that it was their 
prototypes for IceHaus, a counter-top wa­
ter purification system, that positioned the 
company for success. 

The Inspiration 
Polar Spring was founded as a partnership 
to make clean drinking water readily avail­
able to all. Dr. C. N. Chang, scientist/ 
inventor, was motivated to find a clean 
drinking water solution when his parents, 
who were visiting from Taiwan, were ap­
palled to see their grandchildren drinking 
tap water (unheard of in Taiwan and many 
parts of the world). The inspiration for 
creating a natural water purification proc­
ess came to Dr. Chang when he saw a 
picture in National Geographic of an Inuit 
hunter enjoying a chilling draft from one of 
Greenland 's melting icebergs. 

In January 1987, Dr. Chang and Judith 
Schwartz, Polar Spring's president, began 
working with the concept, attempting to 

determine how best to develop refrigerated 
water purification into a product or prod­
ucts. When Don Hendricks joined the team 
in the spring of '87, he constructed the 
model to prove Dr. Chang's theory using a 
small refrigerator with a Lawn Genie for a 
controller to make pure ice that would melt 
into pure water. 

Zeroing In 
In the summerof 1987, Dr. William Conlon 
and John Weist joined the partnership. 
Conlon, renowned for creating products 
from concepts, worked with Hendricks to 
refine the design. From these refinements, 
engineering models were constructed to 
clarify optimization issues. Weist , the 
market research specialist, then investi ­
gated the market. Each engineer at Polar 
Spring participated in the telephone sur­
vey, which gave them a perspective on 
public concerns and desires. The result was 
a targeted , well-documented product. 

With marketing specs, engineering docu­
mentation and a proof-of-concept model , 
Polar Spring Corporation was ready for an 
infusion of capital. Originally overlooked 
by venture capital groups, Polar Spring 
continued to emphasize partnership and 
team effort to attract $325,000 in capital 
from friends and private investors. 

The Prototype Team 
The same preparedness contributed to the 
effective partnership with the prototyping 
company. The group agrees that all the 
elements necessary to achieve a great prod­
uct - a strong team, a working technology, 
impressive documentation and superior in­
dustrial design-came together in the work­
ing prototype. As Hendricks says, "The 
prototype captured the attention of inves­
tors, retailers and corporate partners." 

Determining the right prototyping part­
ner included many considerations. "We 
wanted a company that shared our partner­
ship philosophy-a company that under­
stood start-ups and working from a concept 
to a product," Hendricks explains. "We 
also needed a company that thoroughly 
knew materials and could make good rec­
ommendations. Finally, we needed a proto­
type company that could work quickly from 
our drawings and documentation. Our 
choice, Target Prototypes of Scotts Valley, 
was both technically capable and willing to 
sit down and really work with us." 

To Market, To Market 
Since the IceHaus model had to be func­
tional , Target Prototypes recommended 
using food-quality plastics and dyes for lhe 
prototype. The plastics suitable for manu­
facturing the product will be blow-molded 
for mass production and are inappropriate 
for the one-time production of a single 
model or prototype. The challenge was to 
determine and obtain plastics for the proto­
types that were not only of food-grade 
quality but also did not impart any taste. 

The careful selection process and part­
nership with Target Prototypes have brought 
Polar Spring closer to realizing its goals. 
One specialty houseware retailer thinks the 
Polar Spring product is the equivalent of 
the next "food processor," and has con­
tracted for its own prototype to illustrate 
some aesthetic modifications . Another 
prototype was developed for a major U.S. 
appliance manufacturer and that prototype 
was featured in a series of focus groups 
across the country. 

Target completed all of these prototypes 
attheend of September '89. If all-goes well , 
consumers will be able buy an IceHaus 
some time thi s year. Refreshing news! .6. 

Suzanne Matick is a writer and public rela­
tions specialist on assignment with Ad Infi­
nitum of Los Gatos. 
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SILICON SLICES 

Engineers in the news .. . The new 
chancellor at U.C . Berkeley is an 
engineer. C ha ng-Lin Tien , a me­
chanical engineer, replaces Ira Mi­
chael Heyma n, who is retiring June 
30th. Tien spent seven years as the 
chairman of Cal's mechanical en­
gineering department. 

• • • 
Will West Beat East? John Doerr , 
engineer-inventor turned venture 

Lawrence Tesler, Apple VP and 
trivia whiz, competes in 1990 
Computer Bowl. 

capitalist says "yes." He is the 
Captain of the West Coast team in 
the Second Annual Computer Bowl 
to be held April 27. Lawrence 
Tesler from Apple Computer and 
C ha rles House, of Hewlett-Pack­
ard will represent the West in an­
swering such computer trivia q ues­
tions as "What computer co-starred 
with Redford in Three Days of the 
Condor?" W illia m " Bill" J oy 
from Sun Microsystems who 
competed last year will be judging. 
You can see the 
live video per­
formance at 
Techmart. Call 
Linda Law­
rence at (408) 
974-4643 for 
more info. 

• • • 
"Ifwedon'tin-

Oakley is now escounced at disc 
drive maker Microscience 's new 
offices overlooking the mustard 
fields in north San Jose. Here's an­
other engineer who has made the 
transition from engineering to mar­
keting. Waxing philosophical he 
says, "The disc drive maker ' s task 
is simple: everyone wants more 
capacity, higher performance, bet­
ter quality, less power, less heat 
and longer life. " Easy to say, hard 
to do! 

• • • 
Hardware as Art? March is De­
sign month at Techmart. Award­
winning contemporary designs wi 11 
be exhibited, including industrial 
product designs from 15 Bay area 
manufacturing companies includ­
ing Tandem Computers and Hewl­
ett-Packard. Stop by and take a 
look-you may find yourself look­
ing at the products you use from a 
whole different perspective! 

• • • 
Clever innovation gets results . 
Consider Sysorex International, the 
Mountain View computer systems 
integration outfit. In an era when 
profits elude computer resellers , 
Sysorex - led by the remarkable 
Sala m Q ureishi - does final sys­
tems configuration at its principal 
vendors' sites. Result: lower costs, 
fewer DOA systems installed. 
Everybody wins-vendor, end user 

crease our 
knowledge by 
20 percent a 
year, we'll fall 

Microscience Director of Sales 
and Marketing Bob Oakley enjoys 
new offices in San Jose. 

and Sysorex. 
The govern­
ment believes. 
They've pelted 
Sysorex with 
business - sev­
eral hundred 
million dollars 
worth , despite 
competition 
from reselling's 
biggies. 

• • • 

behind," says sales & marketing 
chief Bob Oakley ofMicroscience. 
" And if you area way from any part 
of the industry for 2-3 years, you 
only know half of what is going 
on." Minnesota born and raised, 

30 

Visually im-
paired engineers and scientists face 
an additional hurdle when trying to 
keep abreast of the newest 
technology. W illia m Tuel at IBM 
and John Wilkes at HP have found 
a way to help. With the support of 

their employers, William and John 
spend two hours a week reading 
technical books out loud - a real 
test of their knowledge of the lingo! 
Want to join them? Call J oanne 
Sweet at the Palo Alto office of Re­
cording for the Blind (415) 493-
3717. 

• • • 
"A Silicon Valley fab engineer is 
only as good as the equipment he 
buys," claims Sales Engineer Tom 

Valley semi biz is CEO, and an 
even older hand, Roger Murray, 
one of the 1958 arrivals at Fairchild, 
is manufacturing honcho. Of its 
ability to solve problems with 
analog ICs, Gooze calls Teledyne 
Components an " applications 
specific company." Clever. 

• • • 
A 42-yearold startup? That ' s how 
some have described Fremont 
based Elcon, best known for mak­

Po mposo of 
Lasertec. 
"That's why I 
progressed 
from pure engi­
neering to sales 
and marketing 
fuctions. I 
found I really 
like the people 
contact and in­
troducing new 
technologies." 

Tom Pomposo, sales engi­
neer, Lasertec, likes introduc­
ing new technologies. 

ing pluggable con­
nectors for the mili­
tary. According to 
Lyn Mor ris, Presi­
dent, Elcon served 
the defense and 
aerospace industry 
almost exclusively 
since the I 940 ' s. 
But today Elcon is 
booming in the 
commercial elec­
tronic industry as 
well , thanks to the Tom got his 

EE from SJSU when Silicon Val-
ley was just "Fairchild on one side 
of I 0 I and Lockheed on the other. " 
He worked as a final test engineer 
with two companies, and then with 
Nanometrics for seven years in 
sales and marketing, helping to pio­
neer the use of scanning electron 
microscopes for in process inspec­
tion of wafers. 

With Lasertec he is finding new 
applications for confocal laser scan­
ning microscopes-a technology 
developed 20 years ago but not 
commercially available in color 
until three years ago. What does a 
sales engineer really do? "Make 
friends with other engineers and 
help them solve their problems." 

• • • 
Winners. Everybody loves them. 
Today one of the Valley ' s oldest 
established semiconductor outfits 
is booming. It ' s Teledyne Compo­
nents. The semi operation was 
founded in 1963 by ex-Fairchild 
founders Jay Last and Jean Ho­
erni as Amelco and made its repu­
tation in MOS FETs. ow it ' s that 
rarity, a specialist in analog de­
vices from discretes to hybrids, 
and a growing "power" house with 
BiCMOS devices that replace bi­
polarwith dramatic improvements. 
Who is managing this resurgence? 
Mitch Gooze, an old hand in the 

growing demand for connectors 
with higher density, higher current 
and lower losses, and the trend to­
wards pluggable components with 
blind mate connectors. Welsh-born 
Morris , who got his technical train­
ing in England, but has lived in Los 
Altos for 13 years, concludes "We 

Lyn Morris, President of Elcon: 
"Almost every airplane manu­
factured in the western world 
uses our connectors." 

have the technology, but without 
the right people, the best technol­
ogy is meaningless. We are fortu­
nate at Elcon , we have the right 
people." 

• • • 
Engineering ethics must be a hot 
topic! Joseph H. Wujek is giving 
a workshop on the topic at an IEEE 
PACE meeting in May. He will 
also be featured on a radio call in 
show on April 25th at 6 pm on 
KCSM . .&. 
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HOT-PLUGGABLE POWER SUPPLIES 

/ Ac, DC and SIGNAL 

FLOAT MOUNTING 
J PIN SEQUENCING 

J MECHANICAL LOCKING 

I UL, CSA,TUV APPROVED 

IDEAL FOR FAULT TOLERANT 
LOAD-SHARING/REDUNDANT SYSTEMS 

DOMINO™ MODULAR CONNECTORS 
The Elcon DOMINOrM modular connector 
system lets you design and build your own 
custom connector from a wide variety of 
off-the shelf components. These interlock­
ing modules are easily assembled with 
mounting rails and float mount end caps. 

DEDICATED CUSTOM CONNECTORS 
Elcon custom connectors are designed to 
YOUR special voltage, current and config­
uration requirements. Current carrying 
capabilities range from signal to 1000 amps. 

For full facts, FAX this ~ 

P.O. Box 1885, Fremont, CA 94538 
Phone (415) 490-4200 FAX 415-490-3740 

Now you can keep your redundant and/or load-sharing computer 
system on-line 100% of the time with simple glitch-free power 
supply installation and removal. Elcon high current, quick locking 
connectors provide the only REAL solution to costly change-out 
down time. 

Elcon Helix™ and Crown™ technologies permit current carrying 
capability up to 500 amps with extremely low voltage drop in a 
very small envelope. But best of all, Elcon offers the computer or 
power supply design engineer complete flexibility with both an 
off-the-shelf Domino™ modular connector line and a custom 
engineering capability for fully dedicated interconnect systems. 

r------------------------------
1 I am interested in knowing more about your high current connectors 
I for hot-pluggable power supplies. 
I 
I 
I 
I 
I 

D Please call for an appointment D Please send literature 
Power requirements are: __ amps. Application: _____ _ 

My needs are D Immediate D 6 months D literature only 

I NAM...._ ________ TITL.__ _______ _ 

I COMPANY __________________ _ 

I ADDRESS __________________ _ 

I 
I CITY ---------------

1 STATE__ ZIP ----------­

( TELEPHONE ------------

( FAX I ---------------, 
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Select Communications 
441 O El Camino Real #111 

Los Altos, CA 94022 Select Communications 

WY 
5.25 inch Half-Height Disk Drives 

HIGH PERFORMANCE 80 to 169 Mbytes 

• TM 

: • •• Microscience'" ••• 

Microscience 
New 5.25 " Half-Height Drives 

1\ 

Model Interface Capacity 

HH-1090 ST506 80Mb tes 

HH-1120 ST506 122Mbytes 
HH-2120 ESDI 

~ HH-2160 ESDI 
HH-3120 SCSI 

HH-3160 SCSI 

Store more. Access faster. Run cooler with 
the LOAD WARRIORS. 

Proven technology and impressive specific­
ations all backed by MICROSCIENCE quality 
and reliability. 

We designed and manufactured the first 
Half-Height 5.25 inch Winchester Disk Drive 
and we still build them to last . 

• Sms track to track seek time 
• Automatic carriage lock 
• Low power consumption 
• Dynamic spindle brake 
• Closed loop servo system 
e Single PCB with VSLI choices 
• Dedicated head landing zone 
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