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Visionary 9/24 

You can only hack whatôs hack-

able. We owe Linux to the fact that 

operating systems are hackable, 

and that they can run on common 

hardware, much of which is also 

hackable. We also owe Linux to 

the Internet, which is a hack on 

wiring and data trafficking.  

For PCs and mobile devices, Linux 

is a defaulted choice. Itôs at Gan-

dhiCon 4. That and the first three 

GandhiCons are implicit in the 

Mohandas Gandhi quote, ñFirst 

they ignore you, then they laugh at 

you, then they fight you, then you 

win.ò  

The Internet, however, is another 

matter. The Internet Protocol (IP) 

arrived at GandhiCon 4 by 1981 

(with IPv4). Thatôs because it was 

created as what we might call a 

public protocol, connecting de-

vices using just about any kind of 

network wiring, hardware and data 

link protocols (Ethernet, Token 

Ring, FDDI and so on), without 

prejudice. This made it easy and 

cheap for anybody to use.  

By design, the Internet Protocol 

was decentralized. It reduced net-

work complexity inside the net-

work as far as possible, while 

relying on intelligence at its end 

nodes. It was even agnostic toward 

addressing schemes, leaving 

choices up to implementations at 

higher levels in the stack and reso-

lution up to the Address Resolu-

tion Protocol (ARP).  

Alas, what most people know best 

about the Internet is not its decen-

tralized, depoliticized and free (as 

in both freedom and beer) public 

nature, but rather its centralized, 

politicized and costly (as in both 

freedom and beer) private one. 

This is the Internet of domain 

names that are privately owned 

(Continued on page 3) 
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News 

Working at Bluware is 
like being part of a family 
– in a good way!  There is 

help when you need it, 
and there is no micro-

management when you 
don’t need it.  It is hard 

to imagine a better work 
environment. 

-Chinye Okoh 
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News 
The Secretary of Health and Human Services has 
renewed the declaration that a nationwide public 
health emergency exists in relation to the H1N1 
virus. The Centers for Disease Control (CDC) has 
designated vaccination as the most powerful pub-
lic health tool for the control of influenza. In keep-
ing with our mission to improve the health, well-
being and sense of security of our customers, 
Great-West Healthcare now part of CIGNA will 
cover H1N1 (Swine) flu shot administration in any 
setting at 100 percent of the allowable rate.' This 
100 percent coverage will be effective as soon as 
the FDA approves the release of 
the new H1N1 vaccine on or 
a r o u n d  O c t o b e r 
15,2009. De-
ductibles will not 
apply - covered individuals 
will not be asked for a copay 
or coinsurance. This will be 
CIGNA's standard approach 
until the potential for an emer-
gency situation subsides. 

Referral Incentive Program 
 

We currently have openings for a wide 
variety of positions and we are looking 
for quality candidates.  We would love 
referrals from our consultants to help 
us ensure quality candidates.  As an in-
centive to you, we will be rewarding 
you $500 for each referral hired by 
Bluware.   

 

Please contact Silvia Ramos  at 
sramos@bluware.com  

or 713.335.1503 with any referrals.   
 

Thank you!  

Web 2.0 
Join our communities on  

Facebook and Twitter! 
If you need help with your privacy settings in order to 

separate your professional and private worlds, call us! 

H1N1 Update from Great West 

http://www.facebook.com/pages/Houston-TX/Bluware/204866505262
http://www.twitter.com/BluwareInc
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(actually, rented), controlled by a cen-

tral naming authority (the Internet Cor-

poration for Assigned Names and Num-

bers, or ICANN) and filled with ñpipesò 

mostly owned by private interests and 

highly cartelized. This is not an Internet 

to which we can simply connect. In-

stead, itôs one we can ñaccessò only 

through Internet Service Providersða 

class of businesses that was born when 

small independent companies found 

ways to make the Internet available to 

anybody with a land line and has since 

become the tertiary service of phone 

and cab le  compan ies  se l l i ng 

ñbroadbandò or ñhigh-speed Internetò as 

the third act in a ñtriple playò. 

Although the former Internet is hack-

able, the latter one is not.  

As it happens, Iôve been living in the 

hackproof hell of the private, central-

ized Internet for the last two weeks, 

during which time my home connection 

here in Santa Barbara has been intermit-

tently plagued by high latencies and 

packet losses. My ping and traceroute 

tests clearly isolate the problem some-

where between my cable modem and 

the first IP address my packets encoun-

ter: a gateway downtown thatôs also 

owned by the cable company. Cable 

company technicians that have come to 

my house (four so far) have excused 

from blame my cable modem and all 

wiring between it and the service pole. 

They know the problem is somewhere 

in their system. They still have not 

solved it, and neither can I, even with 

help from many friends far geekier than 

myself. 

So here is a radical proposition. Letôs 

build the Internet we wantða free, open 

and hackable Internetðfrom the outside 

in. 

This is something Bob Frankston has 

been advocating for many years. What 

Bob wants is simple connectivity be-

tween any points floating on the vast 

resource he calls our ñsea of bitsò. His 

latest label for this is ñambient connec-

tivityò. In his essay ñOpportunity for 

Innovationò, Bob writes, ñOnce we can 

assume connectivity we can start taking 

advantage of the opportunities. Itôs not 

just about high-value applications like 

education, commerce and entertain-

ment. Itôs about basic infrastructure. We 

wonôt discover the real value until 

weôve had a chance to experience ambi-

ent connectivity.ò In a follow-up essay 

titled ñZero Marginal Costò, he adds: 

The idea that we can create our own 

solutions using raw, unreliable bits is at 

the heart of the Internetôs generativity.... 

Weôve already seen the power of zero 

marginal cost. It was the availability of 

unmeasured local phone service that 

gave the United States the lead in adopt-

ing the Internet in the 1990s. We re-

jected digital phone service because the 

phone companies chose to charge a 

premium for that service. We just 

worked around it using modems be-

cause there was zero marginal cost for 

using the existing infrastructure.  

Bobôs model of the Internet is home 

networking, expanded outward through 

converging communities. In my inter-

view with Bob for the March 2008 issue 

o f  L i n u x  J o u r n a l 

(www.linuxjournal .com/art icle/ 

10033), he said, ñThe networks in our 

homes are a good example. You ôjustô 

print without worry about negotiating 

for the printing provider.ò 

As it happens, Iôm also shopping for 

home networking gearðin particular, 

for a router/switch to connect the 16 

Ethernet jacks scattered about the 

house. Cat-6 wiring runs from each of 

those jacks to a patch panel in a wiring 

closet. The cable companyôs modem is 

in there too.  

Lemme tell ya, if thereôs a category ripe 

for disruption, itôs home networking. 

Iôve been looking at Belkin, Cisco/

Linksys, D-Link, Netgear and othersð

none of which are especially helpful. 

The 8-port device Iôm replacing is a 

Netgear router/switch that was billed as 

a ñVPN Firewallò but failed at the es-

sentials: its gears were stripped by the 

cable companyôs new 20Mb down-

stream data speeds.  

So letôs look at making the Net hack-

able from the outside in. VCs always 

are asking about market size and ñpain 

pointsò in need of relief. I canôt think of 

a bigger, or more ideally hackable, pain 

than the one we find right at home. 

(Continued from page 1) 

September   

Chongbing Liu 9/16 

Rebecca McShane 9/16 

Fain Street 9/20 

Bob Miller 9/27 

Charity Events  
 
I'm back again on the fund raising 
wagon for CAF.  I'm running Chicago 
Marathon in October and also doing 
the Death Valley Double Century (200 
mile) Cycling event in October (http://
www.adventurecorps.com/dvfall/
index.html).  There is a web site that 
people can use to donate.  If you have 
the opportunity to plug it for me in the 
next newsletter I would really appreci-
ate.  It is a great cause helping athletes 
with disabilities to be able to com-
pete.  Here is the website http://
raceforareason.kintera.org/roarke  

Thanks, Roarke 

 
I wanted to take a few minutes of your 
time to let you know I'm taking part in 
the BAPS Charities Annual Walk 2009 
benefiting Shriners Hospital for Chil-
dren in Houston on August 29th and 
need your help. 

 Shriners Hospitals for Children is a 

(Continued  on page 4) 

http://console.mxlogic.com/redir/?I3xPPUVxwSMe7efLe9CM0mE6vxdKfSH5qDbUwptQY_0bU76XZuXBQkjhONt4TsT6KNa-2ERS9nP7bCQTC7zqar3W8VZVdcSUyr1uOFa14QgaRxVoQgeRyq85iNEwIjScFBzh0nd40AjQY_U4vgd40xcCvY_Eq81uHs4dDaI3s_3VUIvIE6QjqpJwsesvsvhdZKVfueUM
http://console.mxlogic.com/redir/?I3xPPUVxwSMe7efLe9CM0mE6vxdKfSH5qDbUwptQY_0bU76XZuXBQkjhONt4TsT6KNa-2ERS9nP7bCQTC7zqar3W8VZVdcSUyr1uOFa14QgaRxVoQgeRyq85iNEwIjScFBzh0nd40AjQY_U4vgd40xcCvY_Eq81uHs4dDaI3s_3VUIvIE6QjqpJwsesvsvhdZKVfueUM
http://console.mxlogic.com/redir/?I3xPPUVxwSMe7efLe9CM0mE6vxdKfSH5qDbUwptQY_0bU76XZuXBQkjhONt4TsT6KNa-2ERS9nP7bCQTC7zqar3W8VZVdcSUyr1uOFa14QgaRxVoQgeRyq85iNEwIjScFBzh0nd40AjQY_U4vgd40xcCvY_Eq81uHs4dDaI3s_3VUIvIE6QjqpJwsesvsvhdZKVfueUM
http://console.mxlogic.com/redir/?2Me7ffzC63r0UsU-YUCr01NSTKRzIvSBoslB2vNTw0ehHIiLCXZuXBQkjhONt4TsT6KNa-2ERS9nP7bCQTC7zqar3W8VZVdcSUyr1uOFa14QgaRxVoQgeRyq85iNEwIjScFBzh0nd40AjQY_U4vgd40xcCvY_Eq81uHs4dDaI3s_3VUIvIE6QPqpJwsesvsvhdZKVfueUM


4   September 2009 

Volume 3   Bluware, Inc. 

Print  

 

Consultant Spotlight 
Name: Rama Konde 

Position/Title: (Shawn has the latest titles) 

Client: Internal (for now) 

Number of years with Bluware, Inc. 6 

months 

Number of years with current client: 6 

months 

Main duties: Strategy, Pre-Sales, Project Man-

agement, Oracle Solutions and Delivery 

Education/Certifications: MS (Mech Engg), 

MS (Manufacturing/Design) 

Family: my and 2 kids(son and a daughter) 

Hobbies: Gardening, Cooking, Travel 

Favorite past experience: Driving thru Grand 

Teton mountains in Wyoming 

Dream Vacation: Waiting for one 

 

 

Best piece of news you heard lately: CEO's 

of Banks paid records bonuses..(yes for their 

hard work in creating the financial crisis) 

Top 3 Favorite Programs: Discovery Chan-

nel, CNN,  

Top 3 Websites: bloomberg.com,  

Top 3 Restaurants: Carabba's, Rama's Res-

taurant (hahah..its my own restaurant.Name 

give by my daughter...I make Papa Rama's 

veggie Pizza from scratch and my kids and 

friends love it) 

Top 3 Beverages: Grape Fruit Juice, Spicy 

Tomato Juice, Yet to find a third one!!!!!!! 

Top 3 Favorite things about Bluware: Feel-

ing of close community, Friendly, Open  

one-of-a-kind health care system dedicated to improving the 
lives of children. Every year, the Shriners Hospitals for Chil-
dren provides care for thousands of kids with orthopedic con-
ditions, burns, spinal cord injuries, and cleft lip and palate, in 
a family-centered environment at NO CHARGE!   BAPS 
Charities    Shirners Hospitals 

 You can support this great cause by sponsoring me online 
with a credit card. All donations are secure and sent directly 
to BAPS Charities by Firstgiving, who will email you a print-
able record of your donation. 

 Please sponsor me by visiting my Firstgiving page:  http://
tinyurl.com/blu0809   Also, please send my page on to any-
one who might like to sponsor me! Thank you for your time 
and  support. 

Regards, Paresh Patel  

W E L C O M E S  
CJ Xu 8/31 

John Langley 9/18 

Brian Zhang 9/28 

http://console.mxlogic.com/redir/?I3DAPhOOYqejr0UsU-YUCr01SH2Bj_VkffGhBrBYzW4EUiy9328S6go18p1BxyXbMI14woXkc1N01qnh30s3b1w209J0-8vGQmn0UpC928npo0o4E3LL0rhpCn2IQ0DgLUzghg1a0nye0lwKG6oH5SQMAMaKKxCwMak0uwAa38762MAaP1y0w0Z0ies0u3di07lyn40IjLtw1Oa8IbwsbLyB1lAcxdAk5
http://console.mxlogic.com/redir/?I3DAPhOOYqejr0UsU-YUCr01SH2Bj_VkffGhBrBYzW4EUiy9328S6go18p1BxyXbMI14woXkc1N01qnh30s3b1w209J0-8vGQmn0UpC928npo0o4E3LL0rhpCn2IQ0DgLUzghg1a0nye0lwKG6oH5SQMAMaKKxCwMak0uwAa38762MAaP1y0w0Z0ies0u3di07lyn40IjLtw1Oa8IbwsbLyB1lAcxdAk5
http://console.mxlogic.com/redir/?2Meujd7bbNEVdI3xPzXPypI07qIalf_BgY-F6lKnOfEizx90bhK4W1cK1MC9hKyld78c6mgC0VEVb0CZW9wib491MK1dAM9l0kh2XbcOUlCw4W5_4q2a09g2YhM2I5RgP5oKSC4C1lRQcQ61iw3Q4xgp0UMm4xmocg407E2hPw3MpGg0WIiUw5ytXI0ehh5xs3xtYkEaIxA9IywII11wo6_7uW1jEQ95P
http://tinyurl.com/blu0809
http://tinyurl.com/blu0809
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All companies struggle with the alignment be-
tween their IT departments and their non-IT vi-
sion for operations. How much IT do we need? 
How much do we spend on it? How can it help us 
grow? What do we outsource? Do we need to get 
involved with 
the latest 
thing? As an 
IT consultant, 
I get some va-
riety of these 
all of the 
time. The an-
swers are dif-
ferent for 
each com-
pany, but 
there is a 
methodology 
that can help. 

Divide IT into 
offense and 
defense. Of-
fense facili-
tates opera-
tions, and needs to be scalable to accommodate 
company growth. Defense is most of the other 
stuff, and includes the infrastructure and protec-
tive measures taken by your IT manager to pro-
tect IT assets. Most IT managers prefer to talk 
about defense, while the other CxO could gener-
ally not care less. The CEO, CFO and COO care 
far more about the applications that help produce 
revenue and expand operations. 

Defense usually begins with the hardware and 
network and all of the software and procedures 
that keep it going. Telecom, firewalls, operat-
ing systems, backups, security, and admini-
stration are all defensive. The human resource 
management and accounting systems are also 
defensive, except for those companies that pro-
vide HR or accounting services as a business. 
For most companies, no matter how good the 

accounting system is it is unlikely to bring in 
revenue. 

Classifying systems as offensive or defensive allows 
the IT manager to better align with business needs. 
If you are spending a dollar on IT, it generally 
makes sense to spend more on offense than on de-

fense. There 
is a base level 
of defense 
needed to 
support op-
erations, and 
this is some-
thing that a 
good IT man-
ager will 
know and be 
able to de-
fend. Non-IT 
management 
does not have 
any ego in-
vested in de-
fense, and 
are just fine 
with out-
sourcing it or 

shopping for the cheapest way to meet the mini-
mum needs. A savvy IT manager in the company of 
other CxO will limit the techno-babble about de-
fense and focus instead on the alignment of growth 
strategies with offensive capabilities. Instead of talk-
ing about the latest virus, talk instead about the 
newest order entry, supply chain management, or 
internet marketing and promotions. 

High school coach Dave Thorson once said that 
“Offense sells tickets but defense wins champion-
ships.” While the debate on this goes on, it does 
show that many people are polarized by one or 
the other. Most professional sports teams invest 
far more in offense than on defense. There is no 
correct answer to how much a company should 
spend on the two, but if your company spends 
more on defense than on offense it may be mis-
aligned with IT. 

OFFENSE –VS– DEFENSE 

Rick Jones 

President 
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2010: A CONVERSION ODYSSEY 

Marshall J. Cobb, CRSP, is president and founder of Cobb Retirement Solutions, LLC., an independent, fee-only firm offering qualified plan analysis and oversight exclusively to corporations and organizations. Cobbôs 

first-hand knowledge as a veteran representative of retirement plan vendors gives him a unique perspective as he advises his clients. Cobb runs his office -- based in Houston, Texas -- with employees and clients across 

the country.  

Quick question: can you roll your existing 401(k) balance directly to a Roth IRA? The 

answer: yes. Well, actually, maybeé  

The old rules stated that rollovers from traditional qualified plans (a 401(k), for example) 

could not be rolled directly to a Roth IRA. Instead, rollovers from a 401(k) had to go to a 

Traditional IRA as the first part of a two-step process.  

The second, more painful step was to convert the Traditional IRA to a Roth IRA (a ñRoth Conversionò). The afore-

mentioned pain came from the fact that the conversion makes the balance in the Traditional IRA taxable. Finally, 

there was ï and continues to be ï a stipulation that the individual performing the conversion had to have less than 

$100,000 in adjusted gross income (AGI). This $100,000 limit does NOT include the income created by the conver-

sion itself.  

Due to a rarely seen act of simplification these rules have been rewritten and the process is now just one step. As of 

2008, rollovers from a 401(k) to a Roth IRA are now allowed. Details of the new rules are found in the updated ver-

sion of Section 824 of the Pension Protection Act of 2006 and are also found at the following link: http://www.irs.gov/

pub/irs-drop/n-08-30.pdfDue pdf.  

Unfortunately, as was the case prior to the change, eligibility to perform a Roth conversion is still contingent on hav-

ing AGI of less than $100,000. Interestingly, the $100,000 limit is the same for single or married individuals.  

While this is good news it shouldnôt necessarily cause a rush to action. It may be a good idea to convert your existing 

pre-tax savings to a Roth IRA. Then again, it may not. Your age, your current marginal tax rate and your current in-

come are all considerations ï as is the length of time you think you will be able to realistically leave this money un-

touched before beginning to withdraw it for living expenses. Compounding is, after all, the main driver behind all that 

is good about a Roth IRA.  

One last note that should be mentioned is that the $100,000 AGI limitation is currently set to expire in 2010. Theoreti-

cally, this means that anyone, regardless of their AGI, will be able to perform a Roth conversion in the year 2010.  

Many planners are encouraging clients that otherwise make too much to contribute to a Roth IRA (yes, there is a limit 

on that as well) to instead put that money in a Traditional IRA as a non-deductible contribution. Carrying this idea 

forward, these Traditional IRA balances will then be converted to Roth IRAs in the year 2010 ï with taxes only apply-

ing on the small amount of earnings that would have taken place as the contributions were after tax (assuming our 

markets cooperate and that there are indeed gains/earnings in 2008 and 2009).  

This window in 2010 may still be there when the year itself actually arrives ï then again it may not. Many newer, 

beneficial aspects of the tax code were set to expire in 2010 and were only given permanent status by a largely lame-

duck Congress in late 2006. What will actually happen to the AGI limitation after 2010 is anyoneôs guess. In the 

meantime the rule changes are giving many people access to a one-step solution that previously wasnôt available, and 

itôs always nice to have options.  

Cents  
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The following benefits are offered through Great West : 

Å Medical Insurance Group # 280997 

Å Group Term Life Insurance and AD&D 

Customer Service: 800-663-8081 

Provider Listing: www.mygreatwest.com 

Network: Open Access or PPO 

 

The following benefits are offered through Dental Select : 

Å Dental Insurance Group # 12000503 

Customer Service: 800-999-9789 

www.dentalselect.com 

 

The following benefits are offered through Comp Benefits : 

Å Vision Insurance Group # VS6177 

Customer Service: 800-865-3676 

www.mycompbenefits.com 

 

The following benefits are offered through SunLife : 

Å Voluntary Life Insurance Group # 020-3530-01 

Å Voluntary Short Term Disability Group # 020-3530-01 

Å Long Term Disability Group # 020-3530-00 

Customer Service: 800-451-2513 

ebg.sunlife.com 

 

The following benefits are offered through FlexCorp : 

Å Flexible Spending Account 

Customer Service: 800-856-1816 

www.bpas.com 

 

 

Gallagher Benefits  
Gallagher Benefit Services, Inc. is here to act as a liaison in your dealings with insurance carriers. 

 

Phone: (512) 499-8005 / (800) 492-8005 

Å Hours of Operation: 

Monday - Thursday 8 a.m. - 6 p.m. CST/Friday 8 a.m. - 5 p.m. CST 

Account Manager  

 Kendra Davis    kendra_davis@ajg.com 

Claims Representatives:  

 Stephan Solano  stephan_solano@ajg.com 

Jennifer Riley   jennifer_riley@ajg.com 

Sherrie Johnson  sherrie_johnson@ajg.com 

Blake Strotkamp  blake_strotkamp@ajg.com 

http://www.bpas.com/


8   September 2009 

Volume 3   Bluware, Inc. 

Print  

Whoôs Who at Blu 
Richard D. Jones    713-335-1533 
     President     rick.jones@bluware.com 
 
Deborah Simmons    713-335-1525 
     Chief Financial Officer   dsimmons@bluware.com 
 
Rebecca McShane    713-335-1504 
     Controller     rmcshane@bluware.com 
 
Silvia Ramos     713-335-1503 
     Accountant & Office Coordinator  sramos@bluware.com 
 
Don Rohrer     713-335-1517 
     Business Development Manager  don.rohrer@bluware.com 
 
Chuck Schmermund            713-335-1515 
     Business Development Manager  chuck.schmermund@bluware.com 
 
Michael Rowell            713-335-1508 
     PR & Marketing Coordinator        michael.rowell@bluware.com 
 
Shawn Coker     713-335-1529 
     Recruiting Manager     scoker@bluware.com 
 
Luna Zuniga     713-335-1507 
     Technical Recruiter    luna.zuniga@bluware.com 
 
Chinye Okoh     713-335-1514 
     Talent & Acquisition Specialist  chinye.okoh@bluware.com 
 
Jeff Hoff     713-335-1522 
     Vice President of Services   jeff.hoff@bluware.com 
 
Stacy Kauffman     713-335-1523 
     Senior Applications Consultant  stacy.kauffman@bluware.com 

Training  

Reimbursement  
 

Please remember Bluware’s 
Employee Training Reim-
bursement Plan.  Reim-
bursement generally applies 
to training that directly af-
fects your ability to perform 
your current position or that 
prepares you for furthering 
your knowledge of other 
areas of IT.    Bluware em-
ployees will become eligible 
for training reimbursement 
up to $500 on January 1st 
after the 1st anniversary of 
date of hire.  Additional 
amounts will be considered 
on the basis of seniority and 
contribution to the com-
pany.  All reimbursement 
requires prior approval and 
must be deemed relevant by 
Bluware.   Requests for re-
imbursement should be 
submitted to Human Re-
sources for approval.  Please 
note that if the employee 
should terminate their ser-
vice with Bluware within 
sixty (60) days of reim-
bursed training, reimburse-
ment will be refunded by 

the employee.  


