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How do you build and manage a channel of more than 2,000 resellers serving over 100,000
customers across 30 countries? From a small corner of the world where English isn't the main
language.Navision did just that!When Microsoft took over in 2002, the total turnover of and
around Navision's products was in the order of DKK 17 billion (USD 3.4B) and the entire
ecosystem employed over 20,000 people.5,460 Miles from Silicon Valley describes how two
Danish tech companies got off to a great start, became domestic market leaders and developed
into international companies that were eventually acquired by Microsoft for 1.45 billion
dollars.The book takes you behind the scenes of a completely unpredictable industry at a time
of constant disruption where strategies don’t necessarily lead to success. It is a book about
people, ambitions, and resourcefulness. About giving your dream everything you’ve got and
building an international business from scratch – in a small Nordic country where English isn’t
even the main language.★★★★★A great book about two companies that continue to serve as
role models for many entrepreneurs.Peter Warnøe, Venture Capitalist★★★★★This is a true,
detailed and honest story. Should be mandatory reading for any entrepreneur.Toke Kruse,
Investor & Serial Entrepreneur★★★★★An obvious case story for all business and management
schools. And for practitioners.Freddie B. Jørgensen, Management Consultant★★★★★5,460
Miles from Silicon Valley is a textbook for everyone who deals with entrepreneurship and
business in general.Ole Møller-Jensen, Regional – President, Danfoss .★★★★★This book
should be part of the curriculum at any business school. It provides a great insight into how a
business is created and all the big and small challenges you will come across.Hans Christian
Markvardt Pedersen★★★★★If you are interested in the details of a success story with bumps on
the road and at the same time getting an overview of the development in the IT-industry for the
past 35 years, then this is a book for you.Birgitte Borgen
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been asked quite often, over the years, whether I would be willing to contribute to a book about
the experiences my brother Erik and I had while creating and developing Damgaard Data into an
international IT company. A book about Damgaard Data can hardly avoid focusing on both
myself and my brother Erik, which personally I don’t think is all that interesting. An attitude that I
am sure is shared by my brother. I worked closely with the book’s author, Hans Peter Bech, in
Damgaard Data for many years and, therefore, I was positive and accommodating when he first
told me about his project. And I have to admit, I was also sceptical. However, the more he
elaborated on his thoughts, the more positive I became. Scepticism had now been replaced by
curiosity. Hans Peter wanted to emphasise the technological, pioneering work so characteristic
of the time he wanted to chronicle. Just as he wanted to share the stories of – not just the
Damgaard brothers – but also the many talented, committed and witty people who helped create
Damgaard Data. Colleagues and partners, many of whom are now life-long friends, and without
whom Damgaard Data would never have been as successful as it was. Unlike previous inquiries
about book projects, he didn’t want to write a book about Preben and Erik alone. He wanted to
write a book about a company. He wanted to write about Damgaard Data. That is a story to
which I am happy to contribute. Not for my own or my brother’s sake, but for the many colleagues
who put so much work and energy into creating something together over the years. And also
because Damgaard Data was the first entrepreneurial project in which I was involved. A project
that, for me, lasted almost 20 years. Since then, I have been involved in a variety of start-ups,
and hopefully Hans Peter’s book and the story of Damgaard Data can prevent others from
making the same mistakes that we did. This biography may even inspire or motivate others to
start their own business. Thus - just like previous colleagues, partners, customers, suppliers,
board members and so on - I have contributed with how I remember my time in Damgaard Data;
our victories, defeats, triumphs, challenges, struggles and, not least, the funny moments. With
his impressive research, extensive fact-checking and use of both written and oral sources, Hans
Peter relates his story of Damgaard Data. Some may find the book a little nerdy, but
entrepreneurship appeals to a very special kind of person. For me, personally, the book has
been a trip and a look down memory lane. Hans Peter’s biography has reminded me of many
encounters, events and experiences that I still hold dear. In Damgaard Data, we not only learned
how to develop, market and sell our software to customers throughout the Western world; we



also learned about life, about the satisfaction that comes from creating something and the joy
that emanates from achieving results with others. A joy I personally have felt privileged to have
been involved in at such an early stage in my life. I am grateful for all the work that Hans Peter
has put into this book. His level of detail has enabled me to relive an amazing time. And it has
reminded me of why I enjoy developing businesses and working with young entrepreneurs to
this day.Preben DamgaardHolte, August 2017Author’s forewordThe inspiration to write a book
about Damgaard Data arose after a conversation with Preben Damgaard in early 2014. In
connection with preparing a series of courses held on behalf of Sabanci University in Istanbul for
top managers within the Turkish software industry, I wanted to use Damgaard Data as an
example of how a company from a small country can achieve huge results in just a few years.
My chat with Preben took a little longer than expected as I could feel both his great desire and
need to tell his story. In the weeks that followed, my thoughts continued to return to our
conversation. Slowly the idea of writing Damgaard Data’s biography was formed. A biography
about the company and not just a portrait of the brothers, Erik1 and Preben Damgaard. Though,
naturally, they would come to play vital roles in the book. I contacted Preben again to see if he
and Erik agreed with my idea. They did, and in April 2014 we met to discuss the terms; their
involvement as primary sources and access to material that they no doubt had kept from the
company. They agreed with those stipulations and the work began in earnest.As early as the first
interview it became clear that the memories of what had happened so many years previously
differed greatly. Some could recall in detail events which, it later turned out, they hadn’t been
part of. Others gave very different accounts of episodes in which they had been instrumental. It
quickly became evident that successes have many fathers and mothers, while failures are
largely orphans. However, as more and more details were unearthed, the questions I posed to
my sources became more and more accurate – I could now relate their inconsistencies to the
other sources. It was a tremendous help for the memories of most, but it didn’t eliminate all the
situations where there were completely different perceptions of what had passed. I haven’t
evaluated who told the “true” version. Therefore, I have chosen to refer to the different
perceptions in a number of cases. It is difficult for even the best of us to remember the exact
times of past events – and with good reason. Fortunately, I had Preben Damgaard’s personal
notebooks to support me. Moreover, internal staff papers and documents, and newspaper and
journal articles covering the entire period helped to determine what took place when. Getting the
chronology in place has been instrumental in determining the quality of a large number of
statements from the over 100 interviews that were carried out. Many episodes often presuppose
each other.When the project started, I was not aware of the role that the competitor PC&C, who
changed its name to Navision Software in 1995, actually contributed to Damgaard Data’s view of
themselves. Once that became clear, I felt it necessary to dive into their story, too. The two
companies merged in December 2000, but they had already meant a lot to each other as early
as the 1980s. Thus, this book is also a partial Navision Software biography, despite that not
being the original intention.Damgaard Data was a software company that navigated in an



industry where development in the years from 1984 to 2002, which is the period covered in this
book, happened at high speed. It is not possible to understand the company’s history without
having a clear insight into the development that was known as Electronic Data Processing (EDP)
in the 1980s, and which later changed its name to Information Technology (IT). The book,
therefore, contains a number of professional terms and sections in the hope that it will enable
the reader to understand both the technical and industrial reality to which the company was
subject. Readers already familiar with this can easily skim over such passages. At the back of
the book is a glossary and an index, which the reader can turn to if any doubts regarding the
definition and meaning of any professional expressions arise.The story of Damgaard Data is an
attempt at digging deep; going behind the results, illustrating the difficulties, the coincidences,
the strokes of genius, the problems and what we so flippantly call the challenges. Some will
certainly find the biography of Damgaard Data detailed, and some will also believe that reading
it requires a technical prerequisite. But reality is detailed, and there are relationships that cannot
be understood without having first comprehended their circumstances. This book about
Damgaard Data is for those who would like to delve deeper and gain an understanding of what
business success can look like on the inside.It is also an account of how to create a success
without stepping on other people. In my opinion, the founders of both Damgaard Data and
Navision Software deserve a great deal of respect for the way in which they ran their businesses.
They behaved properly. Despite being businessmen through and through and having to
terminate contracts and fire employees, it was done with respect and decency. As the book
shows, there were dismissals of both employees and litigation claims for compensation, but that
was the exception, not the rule. I myself worked for Damgaard Data in the period from December
1997 to June 2001, when it became Damgaard, NavisionDamgaard and later Navision. I saw
first-hand how the company was run. I experienced a management making great strides to
behave properly and treat everyone with decency and fairness. A brief summary of my own story
can be found after the epilogue.To finish, let me emphasise that the biography of Damgaard
Data is not the recipe for success. Such a recipe doesn’t exist. There are certainly elements,
which you can take and learn from, but even when two people cook with the same ingredients,
they rarely produce the same dish. Business success requires diligence, talent and luck.
Diligence can be present from day one, but talent is relatively unknown until unforeseen
challenges have to be faced. Luck is encountered along the way. In the case of Damgaard
Data, both Erik and Preben were extremely diligent, and their first stroke of luck was Erik
discovering his talent for software development so early on. And he probably wouldn’t have
uncovered that talent had he not taken the initiative to study in the USA. Preben’s talent for
management was first discovered many years later, but it was instrumental in bringing the
company into the big league. They experienced luck many times along the way, but they
experienced misfortune many more times. Business luck is a function of the initiatives taken,
combined with the ability to quickly bounce back from mistakes and misfortune. Once you have
read the book, I think you will know what I mean.Enjoy the reading!Hans Peter BechHillerød,



August 2017CHAPTER ONEAfter MicrosoftPREBEN LEAVES MICROSOFTWhen Preben
Damgaard returns from work on Friday, 20th June 2003, no one is home. He carries the presents
he received at his farewell reception at Microsoft in Vedbæk, north of Copenhagen, into the
kitchen and takes a deep breath. The silence in the house is almost deafening. It’s a nice day, so
he brews a cup of coffee, sits out on the terrace, puts his legs up on the fence and looks out over
Furesø Lake. The final chapter has now definitely been closed on the story that began when he
and his brother, Erik, had the idea to   develop a financial management program for
microcomputers in 1983. A program that was better than HERA-SOFT, which the master
carpenter Helmuth Rasmussen from Gundsømagle, north of Roskilde, had had so much
success with. Twenty hectic years that almost cost him his life. From the age of 20 until now,
almost age 40, he has been the managing director of his and his brother’s business. A myriad of
memories, people and experiences are behind him, and only a vast abyss lies ahead. What is he
supposed to do now? He takes a sip of coffee as he looks over at the houses on the other side
of the lake. They are so far away that he cannot see any signs of life, despite there being people
at home on this lovely Friday afternoon. The twenty amazing years with Damgaard Data were
primarily due to working with a lot of inspiring people, particularly his brother, Erik. To work every
day with a brother you have always known, and have absolute confidence in, is a gift. They
complemented each other nicely. There were, of course, disagreements, but they had a joint
project and a common interest. And they respected each other’s skills. But Preben is also
thinking of all the other people who were just as passionate for the Damgaard project as they
themselves were. They translated all the resistance, all the problems and all the regrets into
what business jargon calls “challenges”. That’s how it is. Big solutions require big problems. Big
solutions to small problems don’t exist. It feels great to do the impossible and give your fellow
players a high-five. For Preben, the value of life is found in being together, interacting and
cooperating with other people, and he has had all this in abundance every single day for the past
twenty years. He had actually been looking forward to working for Microsoft, where he had
been responsible for the marketing of all Business Solutions’ products in Europe, the Middle
East and Africa after his company had been acquired by the software giant. And he must have
been doing something right, because after less than a year, they had offered him the
responsibility of an even greater business area. It was only when his wife, Charlotte, asked him
why he wanted to spend so much of his energy on a company that wasn’t his own that he had
actually thought about it. He’d had to admit that although the job title of “Vice President, EMEA2
operations” sounded nice and included thousands of employees and billions in revenue on
paper, it was nothing compared to being the top executive of his own business, despite it being
on a smaller scale. The vice presidency didn’t include a seat at Microsoft’s strategic
management table; his job had primarily had an internal focus. Not to mention that having a
great love of PowerPoint presentations was necessary for thriving there. As were the insane
number of days spent travelling. The new job he had been offered would require even more days
on the road, leaving even less time for family and domestic responsibilities. Upon accepting the



job at Microsoft after the acquisition, he’d had to take a 50 per cent cut in salary, but that didn’t
matter so much when a nice little sum ending in million was deposited into his account in his
holding company. After reviewing his options with Charlotte, he decided to politely decline the
new job offer and indeed any other job as an employee in a company that wasn’t his own. While
taking his last sip of coffee, his thoughts drift to how privileged he has been and, of course, still
is. What would have happened if Erik hadn’t gone to the USA to study in 1983? If he hadn’t seen
the software program from HERA-SOFT immediately after his return, and if they hadn’t
purchased a stand at the Kontor&Data3 exhibition at the Bella Center in 1984? But that’s all in
the past now. The last shares in Navision have been sold or exchanged for shares in Microsoft.
He is, in principle, unemployed. And despite not having to sign on at a job centre, he now has to
figure out where he will find new content – workwise – for his life again. Invitations for positions
on boards in a few listed companies are already piling up, so maybe he should take a look at
them. At any rate, there’s more time to spend with family, and what better way to start than with a
good, long summer holiday. He’ll just have to wait and see what comes along then.ERIK
LEAVES MICROSOFTOn 15th April 2004, an SAS flight takes off from Seattle-Tacoma
International Airport heading for Copenhagen. In the fore of the cabin sits Erik Damgaard.
Looking out of the window, he notes that the pilot is making a right turn over Mercer Island.
Soon, he will be able to see Redmond, where Microsoft’s headquarters are located, and where
he has been endeavouring to get a key role in the development of the company’s financial
management software products for the past year. It has certainly not gone as hoped. Indeed, the
merger with their competitor, Navision Software, at the end of 2000 to which he and his brother
Preben had agreed, hadn’t been his dream scenario. The merger, which had undoubtedly been
a major financial success, had been a disappointment for him in all other areas. When
Microsoft bought out the entire shop in May 2002, he knew the days of the Damgaard adventure
were finally over. But he had hoped to be able to play a role at the top of the world’s largest
software company. He had been delighted that Microsoft had quickly closed Navision’s overly-
ambitious Jamaica project, which, he knew, once he had become aware of it after the merger,
didn’t have a chance of survival. But so great was his disappointment when, after arriving at
Microsoft’s headquarters, he discovered that Great Plains Software, which Microsoft had
purchased at the end of 2000 – and which in practice was the company that had bought
Navision – had their own answer to a new financial system. He had observed the development of
the system for a few months and couldn’t see how it could ever get airborne. There were too
many technicians and too few practitioners on the project. It would take far too long before
specific applications could be identified for the technology. He tried to offer his input, but nobody
would listen. When asked to design a report generator for the new product, codenamed Green,
he equated it with being asked to design a bathroom for a building without yet knowing whether
it was to be a single-family house or a 50-storey hotel. He then moved on to the Magellan
project, to develop a new financial system for very small businesses. He didn’t feel at home here
either. To have influence in Microsoft meant being a manager with responsibility for a lot of



employees. That was the last thing he wanted. Maybe he should have realised that Microsoft
was likely to have even more bureaucracy than Navision after the merger of Damgaard and
Navision Software. At least he knew it now, so it didn’t make sense to linger. Due to the way in
which things had developed, he had lost his motivation. In fact, after the merger with Navision
Software it had become increasingly difficult to go to the office on a daily basis and more
enticing to leave early. If nothing else, the last twelve months had only confirmed what he had
experienced over the last few years in Damgaard: he was not designed for large organisations.
Politics and bureaucracy didn’t suit his nature. Creating vast, complicated software products that
required planning, coordination and involved many people didn’t suit him either. Even before
the merger with Navision Software, Damgaard had grown too large for him. But Axapta was a
sublime product. Had he been able to carve out a niche with a handful of skilled developers, they
could undoubtedly have made a new international version of the successful Concorde C5. That
wasn’t to be the case. What was he supposed to do now? He hadn’t asked himself that question
once during the twenty years that had passed since he had returned home from studying in the
USA in 1983, having discovered that software development was one of the most fun activities in
the world. It had taken him six months to develop Danmax, which he and Preben had then
presented at the Kontor&Data expo in autumn 1984. It had been an instant success. And when –
just two years later – he presented Concorde, in collaboration with Morten Gregersen and Jens
Riis, they had nearly brought the house down. In 1991 came XAL; in 1995, Concorde C5 and in
1998, Axapta. During all those years there had always been a list of possibilities and things to
do. A list that grew larger than the time he had available. The question of what he was supposed
to do had always been about declining something, so he could have the time to accomplish his
own ideas. When he compared Damgaard to Microsoft, he was proud of what he had achieved
working with a handful of skilled software developers. Had Damgaard been in the USA, the
opportunities would have looked quite different. With half of the world’s market on its doorstep,
Damgaard would have been in a position to buy out Great Plains Software, not the other way
around. Since Microsoft bought Navision, their plans for the future had become clear. Plans he
was convinced wouldn’t amount to anything. There were too many chefs and too few cooks on
the projects, but there might just be an opportunity for him among the products that Microsoft
didn’t want to continue in the long run? He’d have to investigate that once he’d returned home.
His thoughts are interrupted by a stewardess, passing with the drinks cart. The chat begins to
flow among the family who, after a year in the USA, are also looking forward to coming home to
Denmark again. The past is over and the future can easily wait a few weeks.CHAPTER TWOTwo
BrothersTHE DAMGAARD FAMILYThe story of Damgaard Data has its seeds in Jutland in the
years between World War I and World War II. Knud Damgaard, from Klinkby between Lemvig
and Harboøre in northwest Jutland, was the son of a master carpenter, the third in a flock of ten
children and was born on 15th February 1927. After taking a lower secondary school leaving
exam, Knud trained as a manager with the co-op and subsequently gained a job as a mobile
substitute manager. He travelled around Jutland, temping for the local managers when they



were ill or suddenly had to stop working at short notice. In the evenings, Knud attended an
educational programme to be a state-authorised estate agent. However, he didn’t end up buying
and selling houses, because in 1951 he gratefully accepted a job as a sales agent with the
insurance company Fjerde Sø in Copenhagen.Kirsten Petersen, born 25th January 1929, grew
up in Rørkærgård in Skanderup between Kolding and Lunderskov in southern Jutland. She was
the second of five siblings. After leaving school, she studied office administration and
bookkeeping. In 1951, she too commenced employment with the insurance company Fjerde Sø
and, therefore, moved to Copenhagen. Knud Damgaard and Kirsten Petersen came from
completely ordinary stock, as it was called back then. Their parents got by, but the children’s
practical involvement in the housekeeping and work was both the norm and necessary.Knud
and Kirsten grew up in a turbulent period of world history. When World War II ended in May
1945, they were 18 and 16, respectively. The war provided them with solid evidence that you
have to fight for your values. And you have to fight to get by. There’s no food on the table, roof
over your head or clothes on your back without you yourself making an effort. They got married
in Skanderup Church, west of Kolding, on Saturday, 15th September 1956. After four years of
marriage, came their first child who suffered heart failure and died a few weeks after birth.
Fortunately, they got through this traumatic experience. On 15th February 1961, Erik Damgaard
entered the world, and on 23rd August 1963, Preben Damgaard was born.When the boys took
their first steps, Denmark had long left the war behind. But the war had sped up technological
development, and that, combined with peace, laid the foundation for an economic growth and
prosperity that was to form the basis of Erik’s and Preben’s lives. The Cold War ensured
continued development, and when the then President of the United States, John F. Kennedy,
promised a manned return trip to the moon by the end of the 1960s, in a speech to Congress on
25th May 1961, it was the final spurt in an initiative that twenty years later made possible an
entirely new industry.SOLBÆRVÆNGET IN BAGSVÆRDIn 1968, the Damgaard family moved
into Solbærvænget 23 in Bagsværd, a lower middleclass suburb of Copenhagen. The following
year, they watched the televised report of Neil Armstrong setting foot on the surface of the
moon.Erik and Preben grew up in a typical Danish middleclass home. Knud and Kirsten were
hard-working people who gave their boys a bourgeois upbringing with equal portions of love,
freedom, guidance and admonition. Kirsten worked part-time as a bookkeeper in Fogh & Mørup
in Søborg and was able to collect the children early from kindergarten.When Erik and Preben
started school, she was always home when they had finished for the day. They performed well in
school and participated in the everyday pranks of boys on an equal footing with their chums.
They were actively interested in sports and were good at making friends.Working-hard, honesty,
being organised, taking responsibility and keeping your word were fundamental values in Knud
and Kirsten’s universe. But freedom, including personal freedom, was also a core value in the
Damgaard home. When you attended school (your first priority), and were earning your own
money (your second priority), you then deserved the right to decide most of what you got up to
(in your own time).ERIK DAMGAARD After the 1968 summer holiday, Erik started in his first



year of primary school.4 Over the years, he developed a great interest in technology. Like so
many other boys at that time, he designed, assembled and sold radios, amplifiers and speakers
for stereo systems. Not only to save up some money, but because he found it fun. He had a
paper round on Wednesdays. Preben, who wasn’t yet old enough to have his own round, often
helped him by taking “half” and Erik paid Preben ten of the 28 Danish kroner he earned for his
round.When Erik turned 15, he bought a Puch moped, which he later replaced with a Japanese
Yamaha. The Yamaha was – unlike most other mopeds – factory-fitted with a fuel injector
compliant with Danish legislation. Therefore, it wasn’t as easy to tune as the more common
brands, where you simply had to coax out the seal. And like so many other boys in the 1970s,
Erik believed the moped could be optimised on a number of points. He found a simple solution
for the problem: he created a new fuel injector with a larger opening. Now he could keep up with
his buddies, whose Puch mopeds were able to handle about 60 km/h.SCHOOL, MONEY,
MOPEDS AND GIRLSAs Erik started in secondary school in 1977, the film “Saturday Night
Fever” featuring John Travolta was starring in cinemas around the world. A new sophistication
emerged, and the music and style of the film didn’t go unnoticedby Danish youth in those
years.Secondary school life had four equal focal points for Erik. He had to keep up at school, or
else there’d be trouble at home on Solbærvænget. He had to put his foot down on his moped
because just driving it was too boring. There were parties to go to and relationships to explore
and not least, money to be earned, otherwise his interest in technology, mopeds, parties and
relationships couldn’t be realised. And to maintain his talent for wooing girls, Erik spent time
weight-lifting in the gym. He was an extrovert, funny, had a large circle of friends and, despite his
interest in technology, there was nothing nerdy about him.The later picture of Erik as an
introverted, shy person, living in his own technological-world and struggling with girls could
hardly be more different. He was by no means introverted, shy or awkward. On the contrary, he
was self-confident, outgoing and sometimes quite reckless.When Erik received his student cap
in 1980, marking his graduation from school, his then classmates characterised him as being a
good friend, who was averagely gifted, fun and entertaining to be around. He was very
interested in technology, was good with his hands and unusually good with the ladies. However,
not one of his chums could have predicted in 1980 that one of the world’s most gifted software
developers had just left secondary school. He himself had no idea that his life would soon head
in that direction.Erik Damgaard (right) and his classmate, Bob Hansen, regularly lifted weights at
the gym. The response from girls when they attended parties only confirmed that it was worth
the effort. This picture was taken in 1980 with Bob’s Nikon F2 camera on self-timer.STUDYING
IN THE USAErik starts on the Machine Programme at Denmark’s Engineering Academy, in
Lyngby, after the summer holiday of 1980. During a lecture in 1982 he ends up talking to an
American from Columbia, South Carolina, who is studying in Denmark. This American had met a
Dane, who had been studying at his university in the USA, the previous year.Erik gets in touch
with the American’s Danish friend, and after having received the basic details, he writes to the
University of South Carolina, requesting additional information about studying there. He tells his



classmate, Hans Christian Markvardt Pedersen, of his plans and they agree to go to the USA
together for the first semester of 1983. On 3rd January 1983, Erik and Hans Christian check in
on SAS Flight SK 911 bound for New York. Their first stop is North Carolina, where Hans
Christian has family. As neither of them have been in the States before, they stay there for a few
days, acclimatising themselves to their new, American environment. They also buy a car so they
have transportation for their stay: a white Chevrolet Monte Carlo with a V8 engine and a cylinder
volume of five litres, is the vehicle of choice. Though upon their arrival at university they have
nowhere to live. They are received by a secretary who provides them with shelter in her own
home for the first three days after which they find an apartment that suits their purpose and
budget.ERIK LEARNS ABOUT COMPUTERSInstead of continuing with subjects only related to
mechanical engineering, Erik takes a course in data electronics. He learns how a computer is
built, how it works and how to program its basic functions. He then takes a course in high-level
programming, where he gets the computer to perform various tasks like simple calculations and
typing the results on a printer. At the Danish Technical University (DTU), programming is done
using punch cards, but at the University of South Carolina programming students have direct
access to a mini-computer from the Digital Equipment Corporation (DEC) with associated online
terminals. The entire administration of the programming course is also done on the DEC
computer and Erik quickly begins to write all his assignments – even from the other courses –
using electronic word processing.MECHANICS AND BUSINESS STUDIESDuring “spring
break”, a mid-term break, the two young men drive south in the white Chevrolet Monte Carlo to
experience a little more of the USA. Their road trip takes them to Florida, where they visit Fort
Lauderdale, Miami, Key Largo and Key West. Back at university, Erik takes a couple of classes in
mechanics as well as a course in business studies with basic business economics and
organisational theory.He is primarily fascinated by computers and programming in particular,
which comes easily to him. Erik does well at university, making the Dean’s Honor List, which
names those students who have received the highest marks.Their study abroad concludes
formally at the end of May, but Erik and Hans Christian use the opportunity to see a bit more of
the Land of Opportunity. In the white Chevrolet Monte Carlo, they drive to Pittsburg,
Pennsylvania, to visit a college mate from their time in South Carolina. He is not home, but his
parents offer them food and lodgings until he appears. When he still hasn’t shown up after three
days, they continue on to Detroit, Illinois, to visit some other friends.It so happens that Formula 1
motor racing is taking place on the Detroit street circuit while they are visiting, which suits the
two car-mad young men. From here, they head to Toronto, Canada, where a fellow student from
Denmark is also studying abroad. As usual the itinerary contains sightseeing and parties for
almost a week.At the end of June, they set course for Denmark. They plan a stop in Baltimore,
where some family of Hans Christian take ownership of the car so it can be sold. Erik and Hans
Christian get the train to New York and fly, full of new knowledge, new impressions and exciting
experiences, back to Denmark, where they land in Kastrup airport, just as the summer holiday of
1983 is beginning.BACK IN DANMARK AGAINAfter returning home, Erik shares his experiences



with his parents, friends and, not least, with Preben. In September 1983, he starts back at the
Engineering Academy, where he is about to complete his studies and write his dissertation.In
October 1983, he buys a small apartment in Østerbro and moves away from home. He earns
money as a caretaker of a property in the neighbourhood, washing stairs and doing minor
repairs and, as he is good with his hands, he finds it easy to solve problems and communicate
with the skilled craftsmen when slightly bigger projects are contracted.ERIK MEETS MORTEN
GREGERSENBob Hansen, a good friend of Erik’s from secondary school, also hears about
Erik’s new found knowledge and enthusiasm for computers and programming. He introduces
him to a friend, Morten Gregersen, who had been in a parallel class at Gladsaxe Gymnasium,
but hadn’t been part of the same circles as Erik. After completing his military service, Morten
trains as a datamatician and, in autumn 1982, gets a job at Havidan, which imports computers
from Taiwan and resells them in Denmark with a good profit margin. There, Morten works with
set-up and customer support, but he’d really like to get into software development. Morten and
Erik get together and mess about with any computers and software they can get their hands on.
As it’s all designed and developed in the USA, the computers and software typically can’t type
the Danish letters “æ, ø or å” either on screen or with the printer. Erik and Morten hack into the
code and correct the programs so that now they can also handle the Danish language.PREBEN
DAMGAARDPreben was six years-old when he started school after the summer holidays in
1970. He didn’t share Erik’s interest in technology; he was more into sports and making business
deals. When a new law was introduced in 1972, prohibiting the sale and use of fireworks in
Denmark, it wasn’t received well by the nine-year-old Preben. For him, New Year’s Eve was,
without comparison, the biggest event of the year, wherein the rules for what you could and
could not do, as well as when you were to be at home and in bed, were significantly relaxed.
Fireworks and sky rockets played a central role in the games and pranks that he and his friends
prepared and carried out in the days either side of New Year’s Eve.But he discovered that New
Year’s fireworks, which had been banned in Denmark, could be purchased on the other side of
the Øresund in Sweden. In December 1973, he went on his first shopping trip to Malmö and
returned home with his backpack full of fire crackers. The supplies were received with great
enthusiasm among his chums at home in Bagsværd, whom immediately offered to pay a good
price for a share of the goods.In woodworking, Preben built himself a “fireworks locker” and
when he went to Malmö for the second time in 1974, he was loaded up with all the empty
cardboard boxes that a brave boy aged eleven could carry. The journey home through customs
went smoothly, and soon the fireworks locker was bursting at the seams.News of the sale of real
New Year fireworks at Preben’s on Solbærvænget quickly spread among his classmates. It
wasn’t long before he was sold-out and for quite a good profit. Trading in fireworks around New
Year’s was excellent business and, moreover, his customers were satisfied.The shopping trip to
Malmö quickly became routine. Every year, on a day in December and loaded up with shoe
boxes and cigar boxes, Preben left early in the morning heading for Malmö to buy saluting
fireworks and fire crackers. After making his purchases, he distributed the goods among the



various shoe and cigar boxes and wrapped them up to resemble innocent Christmas
presents.He was well aware that his trips to Malmö weren’t completely by the book. But there
were no objections from either his own parents or those of his classmates and, thankfully, no
one was injured by the not completely harmless fireworks.The greatest risk was passing through
customs, and it was very nearly about to go wrong. Preben used the tactic of placing himself in a
group of people, suggesting he was just a boy, in the company of adults, who had been
Christmas shopping in Malmö. And, thereby, there was little risk of him being singled out by the
authorities.When he was on his way back through customs, after the big shopping trip of
December 1975, he saw, from the corner of his eye, a customs officer spot him and shout: ‘You
there! Come here.’Preben ignored the order. If he made eye contact with the customs officer, he
would have to go with him. It was better to act like it was nothing. He moved closer to some
adults, consciously keeping a constant pace, so as not to look like he was hurrying, but he could
still feel the eyes of the officer on his neck.Suddenly a large number of people enter the customs
area and the customs officer’s attention was diverted.Phew! His tactic had worked. Even in an
emergency situation.The nice profit earned from the annual firework-trip to Sweden ensured that
Preben had the best gear for his sports interests. Later, when the clothes worn and physical
appearance became important, the fireworks business also funded a rather nice wardrobe. All in
all, Preben could afford to buy lemonade and hot dogs whenever it suited him. But he didn’t. The
money didn’t burn a hole in his pocket. It was better to save it for a rainy day. That was a nice
feeling.The shopping trips continued until the Danish ninth grade (UK Year 11), when an interest
in other New Year’s Eve activities now overshadowed the need for fireworks. Preben started
distributing advertisement magazines, so he could earn his own money regularly and not work
for Erik. Later, he supplemented the magazine distribution with jobs as a delivery boy for a
grocer and a baker.POSSIBLY SUITABLEPreben did well at school, but the teachers thought he
showed potential for more. He had a great need to spend a lot of time in class debating and
discussing. His teachers’ preference was for him to make more of an effort on his actual
schoolwork. Just as they believed he didn’t always have to be a part of the group in the middle of
a prank. In the ninth grade, he was assessed as only “possibly suitable” for upper secondary
school as his teachers were unsure whether his level of maturity was enough for the somewhat
greater demands of further education. However, at his “final evaluation” he, like many others at
that time, got through by the skin of his teeth and was able to start class 1 Z in Gladsaxe
Gymnasium in 1979.HITTING THE BOOKS, PARTIES, GIRLS AND PART-TIME JOBSBeing
judged as “possibly suitable” made a big impression on Preben. Therefore, he applied himself
much more throughout his time in upper secondary school. The weekly magazine round was
replaced with a cleaning job at the Peerless factories, and he only took on a morning paper
round during the holiday periods. The jobs were well paid and financed his colourful school
activities, including Interrail tours with classmates around Europe during the summer
holidays.Although Preben probably hit the books more than his big brother, there was certainly
still time for parties. The years in upper secondary school also had four main elements for



Preben. His subjects and school work occupied most of his time, with parties and girls coming
next and then the jobs that financed his leisure activities. When Preben was awarded his student
cap in 1982, his then classmates characterised him as a good friend who was clever, hard-
working and outgoing. He was fun to be around, and was unusually good with the girls. He
wasn’t quite as reckless as his older brother, but he certainly wasn’t lacking in the self-
confidence or the get-up-and-go departments.In 1982, nobody in Preben’s circle – least of all
himself – could have predicted that one of Denmark’s future successful businessmen had just
left upper secondary school.When on his summer holidays from secondary school, Preben used
the time to go inter-railing through Europe. This picture, taken by Gonzo’s girlfriend Anette at a
hotel in Italy, shows classmates Preben Damgaard (L), Henrik Klinkvort (“Gonzo”), Henrik
Sander and Anders Gerhardt.BUSINESS SCHOOL AND BOOKKEEPINGAfter graduating,
Preben applies to Electronic Data Processing School, but his school exam results and the result
of the entrance examination are 0.1 points below the admission requirement. So instead, after
the summer holidays of 1982, he starts a professional bachelor programme at Business
School.As early as his first year of study, Preben gets a part-time job bookkeeping at the head-
hunting firm Bronee & Selnæs. However, it’s a tad ambitious; it’s one thing to know about the
principle of double bookkeeping, assets and liabilities, liquidity management, budgeting and so
on, but it’s something else entirely to manage the accounts of a real company where there are
expenses, cash differences, ongoing work and the like. It results in the firm’s chartered
accountant taking over the daily bookkeeping. Preben, on the other hand, later sells his and
Erik’s first financial management system, Danmax, to the company.Despite having to let go of
the daily bookkeeping, Preben gains valuable, practical experience and respect for real life
accounting from the year he spends at Bronee & Selnæs.Later, during his studies, he gets a job
with the company MRK (Marketing, Research and Communication), which conducts, for
example, market analyses through personal interviews. He is handed lists of companies and
people to be interviewed as well as the questions they are to be asked. The rest he has to deal
with himself.But he also manages to establish his own little Value Added Tax (VAT)-registered
business from which he offers cleaning services and can issue his customers real invoices with
VAT and everything.CHAPTER THREEThe Run-upTHE DAMGAARD BROTHERS GET TO
WORKAfter Erik’s return from the USA, much of the talk is about computers when he and
Preben meet up with their parents on Solbærvænget. Through Morten Gregersen, they become
acquainted with the magazine Asian Sources, in which products and suppliers from the Far East
are described. Together they found the company Brdr. Damgaard Data I/S, which imports and
resells floppy disks and printers from Taiwan.In order for them to afford their own computers, the
brothers borrow 12,000 USD5 from their parents and import six Tatung computers, running the
CP/M operating system, from Taiwan. The machines arrive a few weeks later, whereupon four of
them are resold and with the resulting profit of exactly 12,000 USD the loan is repaid.A Tatung
Z80-based system was the first computer Erik and Preben ordered from Taiwan.In 1983, Brdr.
Damgaard Data I/S is nothing more than a side-job. The brothers concentrate primarily on their



studies and everything else you do when you’re in your early 20s. Erik, who took a course in
business studies during his stay in the USA, would like to learn more about bookkeeping and
accounting and, therefore, he signs up for a class at the Copenhagen Business College in
December 1983.HERA-SOFT FROM HERA-DATAIn spring 1984, Morten Gregersen shows Erik
a Danish financial program, HERA-SOFT, developed for CP/M-based microcomputers by HERA-
DATA in southern Zealand, Denmark. Havidan, the company which Morten works for, is going to
sell the program at a retail price of approximately 1,600 USD. He tells Erik that HERA-DATA
expects to sell 100 programs a month.They go through the program and Erik can see – thanks to
his newly acquired skills in programming, bookkeeping and accounting – that he could develop a
far more user-friendly program.He discusses the idea with Preben and their parents. Preben
thinks it’s an open-and-shut case. His mother, Kirsten, herself a bookkeeper in a small company,
sees the need, and Knud thinks the idea of the boys starting their own business is exciting.ERIK
DEVELOPS HIS FIRST FINANCIAL PROGRAMAt the end of February, Erik hands in his
engineering thesis. Immediately afterwards he reports to Høvelte barracks, north of
Copenhagen, where he is required to fulfil his conscripted military service as part of the sanitary
corps.He now puts all his efforts into realising his plans for developing a financial program that is
better than the HERA-DATA program. The military duty, being served during the day, doesn’t
offer any major intellectual challenges, but he discusses the developmental aspect of his plans
regularly with his mother, who offers many professional insights into a bookkeeper’s work in
practice. Erik listens to his mother’s feedback and counsel, targeting his program to best suit the
way in which she describes how bookkeepers use their daily paper-based daybooks, ledgers
and account cards.During the summer, Erik shows his program to the owner of the company
Havidan, who is excited and would like to sell it with his imported computers from Taiwan. Erik
promises him a five per cent higher retailer discount than HERA-DATA offers, and they also
agree that he and Preben will stop importing hardware.HEADING FOR THE BELLA
CENTEROne day in late summer, Morten is again visiting Erik and this time he tells him that
Havidan is going to have a stand at the Kontor&Data fair in the Bella Center that October. It
would very much like to introduce Erik’s new product, which is to be sold with a computer, printer
and software for word processing for a total price of around 10,000 USD. That same evening,
Erik and Preben discuss the possibility of exhibiting and introducing the product themselves.
They decide to book the smallest stand available: nine square metres. Decision made, they now
have a deadline for when the first edition of the Damgaard brothers’ new financial program has
to be ready for public viewing: 3rd October 1984.That deadline is the catalyst for Erik now
seriously focusing on the program’s development, and he goes so far as to announce to friends
and acquaintances that there’ll be no more nights out and celebrations at the weekends.As the
program is being completed, Erik regularly shows it to people from Havidan. What was to have
been a simple bookkeeping system now also includes an invoicing module and when a system
is able to invoice, then there has to be a little product catalogue and a customer card, too. And,
of course, it all has to be integrated so that the system itself records the VAT on a sales order in



a separate account and places the invoiced amount as a receivable amount in the debtor’s
account. The development work is a tad more extensive than he’d originally imagined.The small
CP/M-based computers from Taiwan can be equipped with two floppy disk drives, but Erik’s
ambition is for the entire program to fit on one disk. The other floppy disk should only be used for
data. That way the bookkeeper doesn’t have to constantly switch disks at work, as is so often the
case with the competing systems. With the new milestone set and a clear ambition for what the
program is to be capable of, there’s now only one thing left to resolve: the time investment
needed to make it a success. Erik works day and night when not at the barracks in Høvelte or at
his job as a caretaker.PREBEN GETS MORE INVOLVEDAfter the summer holidays, Preben
gets more involved in the work, writing the user manual and marketing material and, actually,
dealing with everything else but the development of the product itself. This means that Preben
himself has to know the program inside out, so he can demonstrate it to future dealers and
customers at the exhibition. By the end of September 1984, the brothers are ready to move the
furniture from Preben’s room to the fair in the Bella Center using shelving and woollen carpets.
The program is not completely finished, but it is ready enough for the brothers to demonstrate its
most important features and give an idea of its user-friendliness and fully-integrated financial
program, all designed with the small business bookkeeper in mind.Erik’s time with the sanitary
troops is drawing to a close, but he needs time off for the week of the fair. Thankfully, the military
is very keen on supporting the conscripts’ efforts to get work once their military service has
come to an end and, without any hassle, he is granted a week’s leave. And so, on 2nd October
1984, 23-year-old Erik sticks the key into the ignition of his used Sunbeam, and with his 21-year-
old brother, Preben, in the passenger seat, they head off for the Bella Center in
Copenhagen.The two brothers have no idea that they are embarking on one of the biggest
Danish business adventures in recent history.CHAPTER FOURThe IT-Industry AD 1984EDP
BECOMES ITThere is already rapid development within IT by the time the two young Damgaard
brothers are preparing their entry into the market. However, the brothers are (fortunately?) totally
unaware of this.Actually, it wasn’t even called IT back then. Rather it was known as EDP –
Electronic Data Processing. In the 1990s, the term EDP disappears in favour of the term IT for
Information Technology. In the early 1980s, IT equipment and software is divided into three main
categories: mainframes, minicomputers and microcomputers.MAINFRAMESIBM, Control Data
Corporation (CDC), Sperry, Siemens Computer Systems, General Electric, Honeywell, NCR,
ICL, Burroughs and a number of other major businesses develop and produce computer
systems called “mainframes”.Mainframes were large computer systems that required rooms,
designed specifically with raised floors to both conceal the many cables and maintain a constant
temperature. Servicing also required specially trained staff, and work was often done in a three-
shift operation so as to optimise the use of the system. The picture shows a Cyber installation
from the company Control Data Corporation.Mainframes are big and – for the time – powerful
computers, and with prices from one million dollars and upwards, also ludicrously expensive.
The programs (software) for mainframes are typically bespoke for the individual customer and,



therefore, also cost millions of dollars. Only the largest businesses with many customers and
many transactions or public companies with many routine tasks can justify purchasing and
operating mainframe-based IT systems. Much of the work for mainframes such as batch jobs,
which can be run at any time of the day, thus keeping the expensive computer fully occupied, is
planned and carried out by specially trained technicians. To service small and medium-sized
enterprises with IT services, service centres, which purchase and operate large, mainframe-
based systems, are set up whereby customers only pay for the capacity they actually use.
Typically, the service works by customers sending in their data on forms, after which the service
centre inputs the data and a few days later, the results are returned as lists and pre-printed
forms. The interactive and online use of computers that we know of today, where we each have
our own screen, tablet or smartphone with direct access, begin to gain popularity in the early
1980s. Developing, establishing and running interactive programs for mainframes is
astonishingly expensive, and the terminals themselves – the screens and keyboards – are costly.
In 1984, an IBM 3179G terminal is introduced at a price of about 3,000 USD, which equates to
approximately 6,000 USD today (2017). Without a connection to the mainframe, which is
facilitated via a separate communications server, the terminal can’t do anything and is, therefore,
often called a “dumb” terminal. Service centres lay the early foundation for the development of
software to handle tasks that are generally identical in all businesses. For example, almost every
business pays its employees, records customer information, sends invoices, tracks inventory,
pays suppliers and charges their customers money for not paying on time. Every business also
likes to keep an eye on the state of its financial situation at the end of the month. When the
Damgaard brothers enter the market in 1984, German SAP6 opens its first office abroad, in Biel,
Switzerland. SAP, today the world’s largest provider of financial systems for large enterprises,
had been operating since 1972 and employed 163 employees. The then software, SAP R/2, ran
exclusively on IBM mainframes and had no customers outside of the German-speaking
countries.MINICOMPUTERSFrom today’s perspective, minicomputers were not exactly mini, but
compared to mainframes, they were significantly smaller systems. Moreover, installing a
minicomputer was less demanding and whereas many mainframes needed water cooling
systems, too, minicomputers were all air-cooled. Shown is a minicomputer system from Norsk
Data.Companies such as Regnecentralen, Nixdorf, Norsk Data, Olivetti, Christian Rovsing A/S
(which filed for bankruptcy in August 1984), Digital Equipment Corporation, Prime Computers
and Data General, developed so-called minicomputers in the 1970s. With prices starting at a
couple of hundred thousand dollars, they are far cheaper than the bulky mainframes, but they’re
not as powerful. Nevertheless, they earn huge success in specialist areas such as technical
calculations and financial analyses. Large and medium-sized enterprises are particularly
interested in minicomputers and, in the early 1980s, both service bureaus and mainframe
manufacturers are threatened by them to the extent that a few years later, most of them have
gone out of business or have been bought over.Minicomputers are, however, still too expensive
for very small businesses and there is nonetheless a need for user-friendly and inexpensive



software to cope with everyday tasks such as financial and administrative office
work.MICROCOMPUTERSTechnological developments within IT are greatly accelerated by the
US space programme. High quality, highly reliable and compact computers are needed for
sending a man to the moon and back again, all while keeping him alive and in good condition. A
Commodore microcomputer with the CP/M operating system and a single 5¼” floppy disk
drive.For the first time, in the early 1970s, an entire computer was integrated successfully on a
small silicon plate (a microprocessor). It is given the nerdy name 8080 and is developed by Intel.
The computer’s operating system, known as CP/M, is developed by a small American company,
Digital Research. With an Intel 8080, you can build a complete single-user computer system with
a keyboard, monitor, two floppy disk drives and a printer for a retail price of around 8,000 USD.
In 1974, one of Intel’s development engineers establishes his own company under the name
Zilog Inc. It then develops the Z80 microprocessor, which is bit-compatible with the 8080s. Zilog
gives other manufacturers of electronics licence to produce their processor, thereby creating a
much greater production capacity than Zilog is capable of under its own roof. At the same time,
this creates a price war, driving the price down and the quantity up. The Z80 is, in many ways, a
better processor than the 8080 and, thus, it is widely distributed. Indeed, both the technology
and business models around the Z80 and CP/M are the starting point for another acceleration in
the IT industry.The Intel 8080 and Z80 technology have a critical limitation: an 8-bit processor. In
practice, it means that the programs for the computer can’t take up too much memory. The
programs for the CP/M systems are, therefore, quite primitive but, on the other hand, they are far
cheaper than the solutions based on mainframes and minicomputers. And from the beginning of
the 1980s, microcomputers also gain ground in Denmark.THE PERSONAL COMPUTERAn IBM
Personal Computer (PC) with two 5¼” diskette drives and the PC-DOS operating system from
Microsoft. The first model, launched in August 1981, is named 5150.IBM is the first to market
with a microcomputer that has a 16-bit processor. It dubs the machine “Personal
Computer” (PC). IBM wasn’t the first to use the moniker Personal Computer, but due to the
commercial success of the product concept, the name becomes associated with IBM for the
next 30 years. With a 16-bit processor, bigger programs with more functions can be
developed.The operating system doesn’t come directly from IBM, but from the completely
unknown company, Microsoft. However, the overall system faces two fundamental challenges
when it launches in autumn 1981. Firstly, a usable system costs about 20,000 USD and,
secondly, there is no application software. A Personal Computer without applications only
evokes excitement among a few IT-savvy enthusiasts, and despite the situation changing
dramatically later, it will be some years before it really gets going. Despite IBM’s superior
technology, Z80 and CP/M-based systems, which cost about half as much and have many
available software packages, are allowed to survive for the time being. This is due in part to the
fact that it takes IBM a few years to become aware of the potential of the personal computer.IBM
first introduces its new PC in Denmark on 18th January 1983.CHAPTER FIVEThe
StartKONTOR&DATA 1984When Kontor&Data (Denmark’s largest exhibition of office furniture,



EDP equipment and software) opens its doors at the Bella Center, in Copenhagen, on 3rd
October 1984, Preben and Erik Damgaard are ready in their nine square metre stand. Every bit
of furniture, right down to the red woollen rug, comes from Preben’s room at their parents’ house
on Solbærvænget. He has written a few pages about the new financial management system,
describing the most important features and benefits, and he has made enough copies for
passers-by to take one home. He has also made small cards on which visitors can leave their
names and phone numbers to be contacted after the fair.They each have their computers with
them. Erik has set his up with the screen facing out to the aisle where the many visitors walk by.
When someone asks for a demonstration, other passers-by become curious, stop and peer over
their shoulders. Their product demonstrations often attract a gaggle of people. During the
breaks, or when Preben demonstrates on his own, Erik continues programming the system, after
which the fresh changes are immediately transferred to the demo-machine.MAXISOFT HAS TO
CHANGE ITS NAMEAt another stand in the Bella Center, their first reseller, Havidan, is also
presenting the new Maxisoft, which the easy-to-use financial system for bookkeepers in small
businesses has been named. Many visitors are referred from their stand to the Damgaard
brothers to hear more.One of the very early versions of Danmax on 5¼” floppy disks. The
program was contained on one disk while user data could be saved onto the other (Photo Bob
Hansen). The competing product from HERA-DATA is represented at the exhibition, too. It is
available in two versions, one of which is called Maxi. As some of the visitors at the fair ask Erik
and Preben if Maxisoft is based on HERA-DATA’s program, they quickly realise they have to find
a different name.The exhibition is an undeniable success. Roughly 40 customers place orders
for the system, and two companies, in addition to Havidan, want to resell Maxisoft.The product
is delivered in a number of modules, which can be purchased individually:General ledger (800
USD)Accounts receivable (600 USD)Accounts payable (440 USD)Stock control (600
USD)Invoicing (500 USD)40 units of Maxisoft at 2,940 USD is 117,600 USD (corresponding to
240,000 USD at 2017 prices), and less the reseller discount, it leaves about 60,000 USD for the
Damgaard brothers. Attending Kontor&Data cost them approximately 2,400 USD, so they have
made a nice profit. The figures correspond roughly to the takings they later report as turnover for
the whole of 1984. The biggest hurdle that almost all start-up companies struggle long and hard
with – convincing and selling to the first customers – is overcome by Brdr. Damgaard Data in
only eight days. They now have to deliver what they have promised, so the customers are happy
and can spread that happiness via word-of-mouth to other potential customers. They also need
more resellers selling the product.MAXISOFT BECOMES DANMAXAfter the show, the brothers
discuss their experiences with their parents, particularly the problem of their Maxisoft being
confused with Maxi from HERA-DATA. Although the exhibition was a huge success, Brdr.
Damgaard Data is still much less well known than HERA-DATA, and it is too great a risk for this
confusion to continue. Kirsten proposes the name be changed to Danmax. And so it is. After
Kontor&Data, the brothers have a long list of contacts to be processed. Preben prepares an
official price list, and together they decide that a business partner can buy the licences for 60



per cent of the recommended retail price. Contacting the visitors on the list is the next step. Even
the brothers themselves are surprised at just how fast they’re able to start selling. They haven’t
even considered how to organise the work. However, as resellers begin selling, and ringing in
orders on a daily basis, they need to establish a permanently staffed office. Preben moves out of
the basement of Solbærvænget, which instead is turned into a work base for the newly minted
entrepreneurs.When work is done, the whole family often gathers for dinner and chats about the
day’s events in the business based in the basement. Erik (left), who finished his military service
at the end of November 1984, is now in the office every day, continuing his work on Danmax.
Preben is in the office when not at his other job or at Business School. (This picture is from
1986, when they moved the company to Landemærket in Copenhagen city centre.)EIGHT
YEARS BEFORE THE INTERNET1984 is still eight years before the internet becomes a reality,
so communication is based primarily on landline telephones and the postal service. The fax has
been invented, but the cost is still too high for it to have become widely used in business.
Therefore, resellers continue to ring in their orders and, in 1984, these are initially follow-up
orders stemming from the Kontor&Data exhibition, but soon additional orders start rolling in. Erik
puts all his energy into the company, travelling around Denmark and visiting new business
partners, while Preben, who still has to study and do his other job, answers the phone, and
processes and dispatches orders.PCS ARE STILL TOO EXPENSIVE When Danmax was
presented at the Kontor&Data expo, it ran on a computer with the CP/M operating system. That
type of computer had been on the market for more than ten years, and cost around 8,000
USD7, including word processing and a dot matrix printer. A full installation of Danmax costs
2,940 USD, and a complete package with hardware can be acquired for a price in the region of
11,000 USD. IBM had launched the more powerful Personal Computer in 1981 and began
marketing it on the Danish market in January 1983, so its penetration by October 1984 was
relatively modest. Not to mention that an IBM PC cost more than twice as much as a CP/M
machine. Erik and Preben’s decision to go to market with a financial system for CP/M machines
is certainly not based on any deep market analyses, but it turns out to be the right choice. In
autumn 1984, an IBM PC system at a price of about 20,000 USD is still far too expensive for
companies with a single user. IBM was just beginning to build its business-oriented reseller
network and the business partners it recruited didn’t have very small businesses as their primary
target group.IBM SELLS MOSTIn early 1985, the analysis institute, Intelligent Electronics,
estimates that a total of 16,500 microcomputers were sold in Denmark in the previous year, with
IBM accounting for about 33 per cent. The Regnecentralen computer company, whose
microcomputers run on CP/M, accounts for just over 20 per cent. Apple, which has its own
operating system, accounts for just under ten per cent and the remainder is spread over many
other suppliers, most of which run on CP/M. That IBM is able to take a third of the market in just
under two years seems to indicate the direction development is going. But at that time it isn’t
quite so clear cut, partly because IBM sells primarily to its large customers, where word
processing and spreadsheets are the primary requirements. There are also suppliers trying to



take the market away from IBM and, moreover, the market develops differently among large
companies than it does, small businesses. Furthermore, special attention is paid to companies
such as Regnecentralen and Dansk Data Elektronik in the public sector as they represent
Danish-produced IT products. Even though there is a strong suggestion as to which direction
development will head, the uncertainty is still great.DANMAX IS EASIER TO USEDanmax is a
good product. It can’t do much more than other similar products, but it’s different and, more
importantly, considerably easier to use. Erik’s ongoing discussions with his mother have ensured
that Danmax behaves as a bookkeeper expects it to and as an accountant is used to working.
Emphasis has been placed on the daybooks – often a bookkeeper’s preferred tool. The order in
which data is to be entered accurately matches the paper-based daybooks that all bookkeepers
have used before switching to EDP and, therefore, it is completely familiar. For most customers,
Danmax is their first introduction to EDP. You can go back and forth in the daybook’s fields, insert
new lines into the daybook, and even leave it and return to the same place again later. Such
flexibility is a given today, but it certainly wasn’t in the early 1980s.There are bugs in all software
programs, and they are typically corrected in the order that customers encounter and report
them to the manufacturer, but Danmax is stable with only a small number of identifiable bugs. It
works consistently, resulting in fewer break downs, which, in turn, reduces the number of start
overs required. By this time, Erik has succeeded in his ambition of the program filling only one
floppy disk, meaning that the bookkeeper doesn’t need to switch floppy disks each time a new
feature of the program is required. The price is the same as the other products on the market, so
it is unsurprising that Danmax quickly becomes popular among small businesses. It’s simply a
better product for the same price demanded by its competitors.CP/M HAS ITS LIMITSOne of the
disadvantages of CP/M is the wide diversity of the hardware. Every time a business partner
presents a new type of CP/M computer, Erik has to study the technical documentation and
develop a new version of Danmax capable of running on that particular machine. But to ensure
the widest possible spread of Danmax, Erik takes on the task. It is undoubtedly a contributing
factor to Danmax being so successful, but it’s an annoying and – for the customers – intangible
investment. On the whole, CP/M is limited to what can be developed according to its 8-bit based
facilities. Adding new features and making systems user-friendly are major challenges.A
computer screen showing the menu from Damgaard Data’s first product, Danmax. Looking at it
today, it doesn’t seem so ground-breaking, but its simple structure made it one of the first
examples of a piece of Danish software for the non-IT-savvy user.ANTI-THEFT
PRECAUTIONSAs early as 1984, Erik and Preben are aware that software can and is being
pirated to a large extent. They also realise that their decision to sell through resellers
necessitates they ensure those business partners don’t just copy and sell on their software
without settling their accounts. Therefore, they consider thoroughly how they can best ensure
that they aren’t taken advantage of. The resulting solution is a separate piece of software called
the Calc, which Erik himself develops. When a customer orders Danmax through a reseller, Brdr.
Damgaard Data must be informed of the customer’s name and which modules have been



purchased. Those details are then entered into the Calc, which stores the information, and
generates an encrypted code specific to the individual customer, which then unlocks the
purchased modules. When the customer installs Danmax, the code must be entered, after which
the program can be activated and utilised. The code from Calc works with Danmax in such a
way that the customer’s name is now written directly into their version of the program. If the
customer or anyone else passes on the code to others, the origin of the code and an
infringement of Brdr. Damgaard Data’s copyright can easily be identified. Copyright infringement
is, of course, illegal, and the offending party must reimburse the loss of earnings to the holder of
the rights. The loss of earnings typically corresponds to the price of the product.All codes can be
broken, but the Calc generates codes that can’t be altered by something as simple as mistyping
one or two letters. If someone were to attempt to recreate the way in which the Calc generates
its codes, it would have to be done with devious intent. And should anyone do so, the information
pertaining to the affected customers would, in any case, be missing in Brdr. Damgaard Data’s
own Calc. The code concept prevents the program from being pirated on a large scale.The
decision to learn the identity of all customers probably complicated logistics a bit more initially,
but it will prove to be a huge advantage in the future.FK-DATA – A LITTLE COMPANY IN
RINGSTEDA little company in Ringsted, which leases slot machines to restaurants and hostels,
is one of the first to acquire Maxisoft. The proprietor, who does the accounts himself, had
already tried some of the competing systems when he got his hands on Erik’s program. After
working with Maxisoft for a few days, he has an idea, picks up the phone and calls the brothers
behind Brdr. Damgaard Data on Solbærvænget in Bagsværd.‘Damgaard Data, Erik
speaking.’‘Hello Erik, my name is Finn Kusk. I’d like to meet you,’ says the voice on the other end
of the receiver. Finn drives from Ringsted to Bagsværd to explain his plan to the two brothers.
He would like to establish a business selling computer equipment and software to small
businesses, but he wants to do it under his own name. Therefore, he would like to enter into a
“private label” agreement with Brdr. Damgaard Data. From there, he does everything himself. He
also says hello to Knud and Kirsten. ‘Nice, clever people,’ thinks Finn Kusk on his way back to
Ringsted. He has his lawyer draft a proposal for a written agreement and, in mid-December
1984, Brdr. Damgaard Data and FK-DATA, as Finn Kusk is now calling his company, sign a
business partner agreement, giving Finn the right to market Maxisoft under his own name. He
receives a reseller discount of 40 per cent of the suggested sales price, as well as permission
for FK-DATA to create its own nationwide network of resellers. Every time he sells a licence, he
must submit an order to Brdr. Damgaard Data, which will then generate and send him the
program codes for that customer. He is responsible for all production and dispatching of floppy
disks and manuals. He must also provide training and support for customers. And, just to be
sure, Finn Kusk has a clause written into the agreement stating that should the brothers file for
bankruptcy, their father, Knud Damgaard, will be obliged to take over the agreement.Back home
on Bregnebjergvej, in Ringsted, Finn gets going on his new business. He prepares his own
design and advertises in local newspapers. Finn Kusk is a good businessman with a vast



personal network and he is greatly respected among his business associates, so it isn’t long
before orders begin rolling ever more quickly into the basement business in Bagsværd.THE
RIGHT PRODUCT AT THE RIGHT TIMEWhen Erik and Preben celebrate New Year’s Eve on
31st December 1984, they can look back on a year marked by unusual events. At the ages of 23
and 21, respectively, they have got a business up and running and are off to a very good start.
Without debt and high costs, and a turnover of approximately 60,000 USD, they can note a
good, solid plus in their bank account. While partying and toasting with friends and wishing
them a Happy New Year, the future looks bright and promising. But 1985 brings new challenges.
Preben, who until now had a part-time job as well as studying, resigns from MRK so he can
spend all his spare time on the Damgaard Data project, while Erik, still the caretaker of a
property in Østerbro, quits his job, too. They have hit the market for financial systems aimed at
small businesses with absolutely the right product at absolutely the right time. Their decision not
to sell directly to end customers will also prove to be very sensible. However, the distribution
strategy is not quite in place yet, and the brothers are also a little uncertain as to which products
they should actually focus on.MIKRODATA 1985At this point in time, Denmark has two annual IT
fairs: Mikrodata, early on in the year, and the much larger Kontor&Data, in October. In light of the
success of 1984, the brothers now also sign up for the MikroData exhibition, which is set to run
between 6th and 12th February, 1985. The monthly magazine, Datatid, which premieres in
November 1984, features a review of the participants of the exhibition in its February 1985 issue,
including a piece from Brdr. Damgaard Data that describes what they are going to present.An
excerpt reports on a program that can connect a word processing system with an IBM
“composer”. It’s probably quite smart, but doesn’t have much to do with financial systems.
Damgaard Data was tempted by the business opportunities that were complementary or just
plain profitable – and there were plenty of those.The article mentions that they mostly sell
Danmax under “private labels”, which means that the product is sold under names other than
Danmax. There is a reference to the agreement with Finn Kusk, because no other private label
agreements have been entered into at that time. By formulating it that way, the hope is to give the
Brdr. Damgaard Data brand a little boost. The company has, after all, only been on the market
for less than half a year.At the Mikrodata exhibition, the brothers sign another private label deal.
This time with the company Max Manus, but the venture never makes any significant revenue.
After that – and for strategic reasons – the brothers don’t enter into any more agreements
whereby their products can be sold under a different name.With approximately 35,000 visitors,
Mikrodata is a small exhibition compared to Kontor&Data. On the other hand, there is more
focus on small systems. The exhibition is a success. The brothers make many new contacts,
with both potential customers and resellers.THE BROTHERS GET THEIR FIRST
SALARYTurnover increases steadily. Business is actually so good that the brothers decide the
time has come for them to be employed in their own company. By the end of January 1985, they
receive a salary from their company for the first time. They each start at 1,200 USD a month. As
business continues to go well in the months that follow, they agree that a little extravagance is in



order. They both go out and buy a red Toyota Twincam each. Erik’s is a brand new model, while
Preben’s is a slightly used second hand model.Erik Damgaard (L), Lars Sodemann (R) and Bob
Hansen (who took the picture) have set off on a camping holiday to northern Spain in Erik’s
spanking new, red Toyota Corolla GT Twincam. The little 1.6 litre 16-valve engine and double
overhead camshaft provided 124 horsepower and could reach 200 km/h. Judging by the vehicle
registration plate, it can be assumed that a number of insects lost their lives on that occasion.For
a 23 and a 21 year-old in 1985, a red Toyota Twincam is probably one of the coolest things you
can imagine. The car is a Corolla, but the engine is jazzed up with 16 valves and two overhead
camshafts, so that they can whizz around Denmark when searching for new business partners
and taking care of the existing ones.FK-DATA IS A SUCCESSIn March 1985, when it seems that
Finn Kusk is successful in getting resellers to sell his version of Maxisoft, he proposes that the
agreement from December 1984 be revised; from now on, he will trade as a “private label”
distributor only, no longer selling directly to end customers. In April 1985, a new agreement is
entered into with Finn Kusk, confirming his right to distribute Danmax – including all future
versions. The reseller discount is increased from 40 to 70 per cent, against a guaranteed
minimum turnover of 150,000 USD a year. It is also agreed that Brdr. Damgaard Data will not
attempt to recruit his resellers. Finally, the new agreement includes a clause whereby Finn Kusk
gets his own version of the Calc so that he can issue program codes himself, in return for
submitting an inventory of all licences sold at the beginning of each month. He will then be
invoiced accordingly. However, this is also on condition that he will not develop or market similar
products.AN OFFICE WITH A PHOTOCOPIER IN THE GARAGEFinn Kusk then sends out a
version of Danmax, under the name FK-SOFT Revisor [FK-SOFT for Chartered Accountants], to
all chartered accountants in Denmark, with a cover letter. He writes: “If this isn’t for you, then
keep the floppy disk – just delete its contents and use it for something else”.However, it appears
that FK-SOFT Revisor is definitely something for chartered accountants. Moreover, they can use
the program in their own business for free. The user-friendly design and the low price suit the
chartered accountants’ small customers. With Erik, Finn Kusk develops a facility that allows
customers to write data onto a floppy disk that the chartered accountant can load into FK-SOFT
Revisor, which can then do what is necessary in relation to the year-end reports, saving both
time and paper on the annual audit, preparation of the annual accounts and the company’s tax
return.Business grows steadily, and Finn turns his garage into an office. He acquires a large
photocopier so he can print the many manuals that accompany the deliveries to the customers.
Later, he expands with a training department on Søgade in Ringsted, and as business continues
to grow, he buys a property on Nørretorvet and moves all his activities there.A JOB-
PLACEMENT SCHEMEIn spring 1985, a man from the municipality rings the doorbell of
Solbærvænget in Bagsværd. It is a service visit, which all start-up companies in Gladsaxe
Municipality receive.“Would Brdr. Damgaard Data not like a few extra hands to help with the
work?” asks the representative. There are some young people in the municipality who have
nothing sensible with which to occupy their time and hands. That’s not good for anyone. If Brdr.



Damgaard Data takes on one or two young people, it comes with a wage subsidy, so it doesn’t
put pressure on the budget. In a software company in 1985, there is a lot of practical, manual
work. When processing an order, the latest version of the software must be copied onto floppy
disks in the relevant format and for the particular computer as ordered by the customer. Manuals
have to be printed and inserted into ring binders and codes must be generated, as without them
Danmax can’t run. Customer-specific codes are printed on labels that are then attached to the
floppy disks. Everything must be packaged and taken to the post office. The brothers could
easily use a few extra hands, and immediately take on two young people from the municipality’s
job-placement scheme.DAMGAARD DATA APSSince its inception in 1983, Erik and Preben’s
company has been run as a personally-owned entity under the name Brdr. Damgaard Data I/S.
However, due to the increasing activity, turnover and earnings, the brothers set up a private
limited company under the name Damgaard-Data ApS8 on 17th April 1985. The company is
established with a cash deposit of 16,000 USD, with both brothers on the board of directors and
the first financial year covering the period 1st January 1985 to 30th April 1986.FK-DATA
IMPROVES DANMAXThe partnership with FK-DATA is very good business, and Finn Kusk
quickly becomes the largest business partner. He meets the brothers frequently to discuss
business opportunities, most often at his home in Ringsted. Once the meeting is over, Finn’s
wife, Ulla, invites everyone to dinner.Finn’s contact with Erik is particularly close. He finds bugs
that have to be corrected and he frequently encounters requests for new or changed product
features in his sales work. When he is to receive a new version of Danmax, he usually drives
north while Erik Damgaard drives west. They meet at the Q8 petrol station in Roskilde, where
Køgevej crosses the Holbæk motorway, and here Finn is handed a new floppy disk.Over time,
Finn Kusk builds up a nationwide network with close to 100 resellers. So despite receiving a 70
per cent discount on the recommended retail price, he still accounts for about 20 per cent of the
revenue in Damgaard Data.PREBEN DECIDES TO TAKE A HIGHER DIPLOMAIn June 1985,
Preben completes his BA studies at the Copenhagen Business School. The plan to take an MSc
in Economics and Business Administration is no longer a particularly attractive one. He’s more
interested in working on their software business, and yet, at the same time, he still thinks he
needs to learn more. He decides to take a Higher Diploma in Organisation, which also offers a
computer science module. That way he can still do his full-time job as an entrepreneur.IBM’S PC
GAINS GROUNDDuring 1985, the IBM PC and its compatible competitors gain ground on the
market. Technology is improving, prices are falling and there is a steady stream of new software,
which all together provoke the interest of small and medium-sized businesses. Despite Digital
Research’s CPM-86 being technically a better product than Microsoft’s DOS – the standard
operating system in IBM’s PC – it is IBM’s Personal Computer concept that wins
customers.Essentially, customers aren’t interested in hardware and operating systems; instead,
they demand software that can help them solve everyday tasks. The “platform” that wins the
software developers’ preference wins everything else, including the market. With IBM’s gigantic
marketing engine supporting it, and with the ability to operate compatible systems, Microsoft



creates a preference for DOS among software developers.PREVIOUSLY UNSEEN MARKET
FORCESMarket forces in the IT industry are often self-perpetuating. The more software that
exists for a platform, the greater the demand there will be for that particular platform. Greater
demand drives unit costs and, thereby, prices down, which, in turn, further stimulates demand.
However, this formula only works if all participants can and do compete and that is exactly the
case on the PC market. For reasons that still amaze many, IBM didn’t assert exclusivity over
either hardware or software for their Personal Computer. Others could produce Personal
Computers, and Microsoft may freely sell their variant of DOS to the other manufacturers. Due to
being a market forerunner and a strong brand, IBM succeeds in generating confidence in its
technology among both software developers and customers, and market forces the likes of
which have never been seen in any industry are released.IBM’S PC IS A THREATErik had
developed Danmax in the Polypascal language for CP/M. Fortunately, he had refrained from
making a lot of program calls directly on the operating system. Therefore, it is quite easy for him
to compile Danmax with the other operating systems supported by Polypascal. Thus, Danmax
can also run on IBM’s PC. But it doesn’t take full advantage of the PC’s capacity and the many
new features of the DOS operating system. The new PC is actually a threat that could pull the
rug out from under Damgaard Data’s Danmax-based business. Danmax is selling like hot cakes,
but the IT industry is unpredictable. It doesn’t stand still. Erik and Preben can see both the
challenges and opportunities and know they will have to be faced soon.ERIK DEVELOPS A
NEW FINANCIAL SYSTEMIn summer 1985, Erik begins to consider the opportunities offered by
IBM’s PC. With the new architecture, he can skip many of the technical leaps necessary in order
to get CP/M machines from different suppliers to run Danmax. As the research progresses,
many other benefits appear as well.At IBM’s introduction of the AT version of the PC in late
1984, it has a 10 MB hard drive and a floppy drive that can read 5¼” floppy disks with 1.2 MB
data. Improvements to DOS also make it possible for the PCs to be connected to networks and
share facilities. PC screens are now in colour and simple graphics can be created to make
programs even more user-friendly. The increased capacity also makes it possible to develop
larger programs with multiple functions. With the PC, Erik now sees an opportunity for
developing an even more user-friendly financial system; one that features far more facilities,
which can be used by more than one user and which simultaneously requires less technical
maintenance than the current CP/M-based Danmax.But a new system with a greater level of
ambition can’t be developed in only a few months. Thus, Erik has to estimate how the market will
develop over the next 12 months and which developments a new system is likely to make. He
also has to continue to develop and correct any bugs in Danmax. In addition, he is busy helping
business partners and recruiting new resellers. So he can’t dedicate himself to the development
of the new system 100 per cent, and it is still too early to employ staff and commit to paying fixed
salaries. He continues to work on Danmax and the specification for the new system alone during
all hours of the day and night.KONTOR&DATA 1985Morten Gregersen still visits Solbærvænget.
After work, he often drives over to see Erik, where they spend hours discussing software



development. Damgaard Data engages him every so often as a consultant, carrying out tasks
related to customer projects or developing little improvements to Danmax.In October, they
participate once again in Kontor&Data at the Bella Center. With Preben and Erik busy manning
the stand, Morten keeps an eye on the competitors. A new financial system called PCPLUS,
from the start-up company PC&C (Personal Computing & Consulting, which in 1995 becomes
Navision Software) particularly captures their attention. The system is designed for the new PC
and is extremely user-friendly. PolyData’s financial system, PolySoft, which is probably the
market leader in Denmark, is also scrutinised.Danmax is still selling well, but at Kontor&Data
1985, it is clear that IBM’s PC and other compatible machines are taking the market by storm.
There are new competitors, who have developed their products specifically for the new platform.
If they don’t make a move, time could run out fast for Danmax.A NETWORK OF PCSErik now
has to allocate more time to developing the new financial system. Apart from allowing more
features and increased user-friendliness, products that enable computers to connect to
networks so as to share programs, printers and storage have also emerged. In the first half of the
1980s, mid-market companies with multiple IT users working on the same data were primarily
advised to acquire and utilise minicomputers, which had also become popular. With the new
network technology, it will be possible to make PC-based solutions for these companies. A
network of PCs can solve roughly the same IT tasks as minicomputers, but are much cheaper to
acquire. If the new financial system from Damgaard Data can serve more users simultaneously,
the brothers will be able to sell to the slightly larger companies; thereby, achieving a much higher
price per sale. However, more competing technologies are on the way, so Erik has to choose the
one that is most solid and which is expected to have the greatest market penetration. After some
research and testing, he chooses MS-DOS from Microsoft and the network product Netware,
from the American company Novell.DANMAX XT – A NEW FINANCIAL SYSTEMIn late autumn,
the design criteria are set, and Erik goes ahead with the programming itself. The project is
entitled Danmax XT, taking its inspiration from the IBM PC, which due to its 10 MB hard drive
has the term XT in its name. He decides from the outset that the new system won’t be backward
compatible with Danmax.It is a brave and unusual decision in the software industry, where
programs are usually always backward compatible. On the one hand, backward compatibility is
a service for existing customers, who can easily apply the new software without much hassle.
On the other hand, it’s also a way of protecting a business’s customer base; if a new software
program is not backward compatible, existing customers might be inclined to consider an
alternative solution, such as those offered by competitors. Without compatibility, there is no
immediate difference between the inconvenience involved in switching to a new system from the
current provider or installing a new system from a competitor.For Erik there are two reasons for
dropping backward compatibility:It removes the limitations and complications that backward
compatibility always entails. He can focus on making the new product as good as it could
possibly be given the opportunities offered by the new technology. Development is less complex,
can be implemented quicker, cheaper and with fewer restrictions.The new product is aimed at a



slightly different target group than Danmax’s existing customers. Therefore, it doesn’t make
sense to expend resources offering them a technical upgrade. It would be better to offer any
Danmax customers, who would like to change, a more attractive price for the new product, and
possibly some tools for transferring their data.USER-FRIENDLINESS IS PARAMOUNTIn
October, the monthly magazine, Datatid, features an article with the heading “User-friendliness
is paramount”, where Danmax is reviewed extremely positively. In the article, Preben talks about
a “Danmax Mini” for companies with only a few transactions; whereas the full version costs
around 3,200 USD, the Mini can be purchased for just 1,600 USD. He reveals their plans to
launch a product for multiple simultaneous users. At the end of the article, it mentions that
Danmax can’t be purchased directly from Damgaard Data, but “is delivered as a private label via
resellers throughout the country; therefore, the product may be called something else by a
reseller, despite it being the same product”. The article concludes that setting up Danmax
probably requires the help of a chartered accountant, but that it is a user-friendly program that
meets the needs of most small businesses. The article makes no mention of competing
products – nor does it imply that Danmax doesn’t actually take advantage of all the facilities
offered by the PC. The differences between the various computer systems haven’t really been a
factor for the Damgaard brothers’ target group; the deciding factors are a chartered accountant’s
recommendation, how easy it is to get started and whether the price is somewhat competitive.
So, although technological advances are overtaking Danmax, the sluggishness of the market is
still so great and the transparency so little that demand for the product continues to increase.
Thus, during 1986, Datatid publishes a series of “educational articles” describing in detail how
Danmax should be used.DANMAX SELLS WELLAt turn of the year (1985/86) business is good.
The one-year-old Danmax product is still selling. The financial year ending 19th April 1986, with
a turnover of a little less than 1 million USD, has been an acceptable one. It is a very nice
improvement on the previous year’s turnover of approximately 60,000 USD. As the workforce
consists of just Erik and Preben as well as the two youngsters from the Gladsaxe municipality’s
job-placement scheme, and as the company is being run from their parents’ basement, a
considerable amount remains on the bottom line once all the overheads have been paid.THE
ALBATROS TAKES OFFErik works day and night on supporting and further developing
Danmax, at the same time as developing Danmax XT. Preben, who also works full time in the
company when not attending to his Higher Diploma studies at Business School in the evenings,
looks after the commercial aspects, expanding the reseller network as more and more inquiries
come in.From 16th to 20th February 1986, they exhibit both their Danmax and Danmax Mini at
the Mikrodata fair in the Bella Center. At the exhibition, PolySoft A/S presents its new system,
Albatros, a multi-user system based on DOS. Albatros takes advantage of all the facilities
offered by the PC: it has wider functionality, is more user-friendly and can be used by users
simultaneously. PolySoft, which is part of the PolyData group, has chosen to bank on the
network system 10-net, which they themselves import and distribute, for connecting the
computers and enabling users to share programs, data and printers.Albatros is not launched as



a competitor to Danmax, HERA-SOFT and PCPLUS, but is instead positioned as an alternative
to the larger and more expensive solutions based on minicomputers from Norsk Data, Prime,
DEC, Nixdorf, NCR, DDE and so on. The price of Albatros starts at 5,400 USD for a complete
solution for two users, while a four-user solution costs 6,800 USD and a nine-user solution,
8,000 USD. Additional users cost 400 USD apiece. PolySoft has high hopes for Albatros and
already expects to take a third of the 1986/87 market for this type of system.Concurrent with the
announcement of Albatros, PolySoft halves the prices of the product Polysoft Version 4, which
competes directly with Danmax. A complete single-user solution now costs only 2,800 USD.
With the launch of Albatros, PolySoft has taken the lead in the market for PC-based financial
systems for small and medium-sized enterprises in Denmark. Erik and Preben are well aware
that something will have to be done soon if they are to enter the market for multi-user
systems.However, developing a multi-user system using the PC’s facilities is a much greater task
than the development of a single-user system for CP/M. Even PolyData had four developers
working on the Albatros project, and PC&C had three developers on its PCPLUS.MORTEN
GREGERSEN COMES ABOARDIf a new product is to be ready for the Kontor&Data exhibition
that autumn, then more bodies are needed to work on development. So Erik drafts a job
advertisement for the Sunday edition of the oldest Danish newspaper, Berlingske Tidende.
When Morten Gregersen comes down to the basement of Solbærvnget one afternoon in
February, he sees a notepad on Erik’s desk on which is written, at the top of the page,
“Programmer wanted”. While Erik is away from his desk, Morten writes:Here I am!Best
regards,Morten Gregersen.Apart from the two employees from the municipality’s job-placement
scheme, Morten Gregersen is the first employee of Damgaard Data. As early as the first
employment agreement, the right that everything developed in the company belonged to the
company was emphasised. The starting salary of 2,800 USD is the equivalent of 6,000 USD
today (2017).When Erik returns and sees Morten’s note, he laughs and calls Preben. An
employment contract needs to be drawn up. Apart from the two “youth workers”, Morten
Gregersen is the first employee of Damgaard Data. However, it’s not long until Jens Riis (now
Svanholdt) also comes aboard as a programmer. Jens, an assistant to a land surveyor, has a
passion for software development. He even bought an RC-Partner computer for around 12,000
USD, on which he learned how to program. After visiting Mikrodata in 1986, he wrote unsolicited
applications to all the exhibitors, one of which landed on Erik Damgaard’s desk at an opportune
moment. Jens is called, invited to an interview and subsequently employed from 1st June. His
job is to develop a word-processing system that can be integrated with Danmax XT, so users
can send letters to their customers and suppliers directly through the financial system. It is a
smaller project that will be offered as an add-on, but which is expected to give customers a great
deal of value. Erik estimates that the modest development will create a nice extra income.LACK
OF SPACE IN THE FAMILY HOMEThe greatly increased activity takes up a lot of space in the
Damgaard’s terraced house in Bagsværd. The young entrepreneurs have now extended their
activities into the upper storeys, where they’ve also made themselves at home in the kitchen,



using it as a canteen. What’s in the fridge in the morning won’t necessarily still be there in the
evening. With four employees plus Preben and Erik, there is no longer room for the business in
their parents’ house at Solbærvænget 23.From the very early days of 1986, before Damgaard
Data had moved to Landemærket in Copenhagen city centre. The picture shows Morten
Gregersen (L) and Jens Riis (now Svanholdt), who had just joined the basement on
Solbærvænget in Bagsværd. This picture was taken by either Erik or Preben Damgaard.
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luv2cook, “Entertaining and informative case-study of entrepreneurial success. 5,460 Miles from
Silicon Valley is the story behind two young entrepreneurs and their startup company,
Damgaard. The book is written as an in-depth case study of the company’s successes and
failures along the way, ultimately leading to the record setting acquisition by Microsoft. In
addition, the book provides great detail on the IT industry itself - the interdependent
relationships between software and hardware vendors and the challenges and complex
problems that frequently arise in this fast-changing space (even in the 80’s and 90’s). The author
brings great insight from his own experience and through the contribution of the many key
players involved along the journey.I really enjoyed the read. It is a long book and certainly
complete but I found it well-developed and easy to read. Having a background in ERP, I vividly
recall Axapta's entry to the US market, so, I especially appreciated getting the story behind the
scenes both before and after their internationalization. The author delivers the information
chronologically and this approach illustrates the many times that Damgaard had to pivot, often
due to changes in the industry, the competitive landscape or challenges with strategic alliances.
There are quite a lot of facts and figures throughout but that helps to understand the trajectory of
the company and especially how their performance compared with the competition (luckily, I
don’t think you’ll have to memorize the numbers). This book is entertaining as well as informative
and provides an authentic account of the lifecycle of Damgaard from inception to global player
and all of the details along the way.I highly recommend this book to anyone interested in
business or entrepreneurship. As many have stated, it could easily be a case study or
mandatory reading for business and management schools.”

Luc Smet, “This is the biography of Axapta and Navision, the story of the ancestor of cloud
based ERP. We all know those famous brilliant couples like Steve Jobs & Steve Wozniak and Bill
Gates & Paul Allen. Their appealing stories have been told quite often and their companies -
Apple and Microsoft - today are extremely successful and economically and socially very
influential.In the tradition of two men starting an IT company comes this book about Preben and
Erik Damgaard, founders of Damgaard Data. The Damgaard brothers are less famous and their
company no longer exists. As it happens, it was bought by the company of those other two guys,
Microsoft. But, the main accomplishment of this book is that it tells the story of those two
brothers and we as readers really get to know them. And at the same time, we learn about the
history of the ancestor of Microsoft Dynamics, being Axapta and Navision.I’m reading both
fiction and non-fiction books, the latter being business, scientific of WW II books. I have 3 criteria
to review a business book:1. Is it fun to read? Is it well written?2. Is it worth spending the time?3.
Does it bring new insights?Let’s see how this book scores.The book has a high level of
anecdotical facts, figures and dates. In the beginning, it looks a bit too much, but after a while, I
noticed that it helped to “connect” with the Damgaard brothers. It puts their story in perspective



and shows how extraordinary it was. This is a story of technology, but far more one about people
realizing an exceptional dream.The book is very chronologically structured, which I like. Not only
does it show the speed of change and action within Damgaard and within the IT industry, it also
makes it possible to link the story with your own (professional) timeline.Amazing to learn was
that the Damgaard brothers not only built a successful company from scratch, but a whole
industry as well. All seemingly without a big plan, market analysis or big consultants. They just
saw a software product they wanted to improve. They asked their mother, as a “key user”, for her
input and she did just fine!What I found intriguing is that certain rules of the ERP-game we all
know today apparently emerged organically, without prior complicated strategic workshops. It
“just happened” that we now subscribe to updates and parameterize and customize ERP
software using dealers.Finally, today we live in a fast-changing world, where companies and
business models get disrupted fiercely. I learned from this book that back in the nineties
circumstances weren’t stable either, on the contrary. The IT industry at that time, was evolving
from hardware driven to software driven, giving rise to difficult strategic choices companies had
to make. Sounds quite familiar!Summarizing:1. The book reads easily, gets you along quite well.
Hard to remember all the details, though.2. If you are interested in the history of the ERP
industry and want to get to know two less famous brothers, the book is worth your time.3. I
learned that, in hindsight, an evolution over time looks logic, but the insight is that when you are
writing history, there is no plan available. Sometimes you win, sometimes you lose, but
perseverance can take you to the top.Overall, an impressive book and an impressive story.”

Tyler, “Phew! This book takes you on a ride!. This book is so in depth and the storytelling is
incredible. I highly recommend anyone interested in this topic to read this book. You will not
regret it!”

Mr. P. Labrow, “Massively detailed and honest account of spectacular growth. We’re all so used
to the hero stories of the IT industry, such as Bill Gates and Steve Jobs. The problem with these
is that you’d think all of the computing revolution and its subsequent commercial success was
US-centric. This takes the story from a distinctively different place - Denmark - and shows how a
small company grew into a major force before being (perhaps inevitably) acquired by Microsoft.
The story is told in great detail from someone who really understands the market at the time.
Really enjoyed finding out about a topic in which I thought I was pretty well informed and seeing
it from an entirely new perspective.”
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