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SPECIAL SECTION

Do you believe in magic?

Choosing a Mac
One of the fi rst things you’ll notice when you begin 
looking at the Mac is that there appears to be signifi cant 
differences between Apple and PC hardware. Although 
there’s lots of info on the web about the problems with 
the Megahertz Myth, and tonnes of benchmarks tout-
ing the benefi ts of each platform, all you really need 
to know is what you want to do with your computer. 
Forget the hype about the fastest P4, or the biggest hard 
drive size. Apple has carefully designed multiple tiers of 
hardware to meet the needs of all of their users—your 
only job is to determine what level you’re at.

Apple basically targets three markets: education, entry 
to mid-level, and professional.
 
Typically educationally targeted machines are 
quite low-level, sometimes with some of the new 
bells and whistles, but usually a revision or two behind 
everything else. Typically the low end eMacs fall into 
this category.

The entry to mid-level hardware is quite 
competitive with pretty much everyone on the market. 
They include excellent software packages, have some 
pretty impressive specs, and tend to be attractive and 
reliable machines. Currently this level is represented 
by the iBook, the 12” PowerBook, the iMac, and the 
high-end eMac.

The professional level hardware is the some of the 
most impressive on the market. The 17” PowerBook, 
and the G4 towers (once classifi ed as a weapon by 
the US government) are very powerful and fl exible 
machines. However, the price tag is usually equally 
impressive.

Meeting your needs
Most Mac applications on the market today will 
run on the afore-mentioned hardware, although 
some software requires a faster machine to attain 
reasonable performance.

Investigate the software you’re looking to use. If 
you’re in the video editing fi eld, you’ll probably need to 
look at the professional series hardware. If you’re simply 
using the Mac for bookkeeping, one of the entry level 
machines will suffi ce.

Buying a Mac as your business PC   Jonathan Wise 

Another important consideration is expandability. 
The mid and entry level Macs have some room for 
expansion (more RAM, Airport slots for wireless 
networking), but not much. The industry standard 
expansion slots, PCI and AGP, are only present in the 
G4 Tower Macs, so if your hardware requirements are 
subject to change (before your computer is retired) you 
may want to keep this in mind.

A word on warranties
Apple has an offering called AppleCare which is similar 
to extended warranties and services plans that most PC 
manufacturers and/or retailers offer. Apple retailers get 
monetary thanks from Apple for selling AppleCare, so 
take the sales pitch with a grain of salt. That fact not 
withstanding, extended warranties have obvious ben-
efi ts, and Apple’s is reasonably priced.

A word on retailers
Apple sets the price for most of their products, so 
this eliminates most competition between retailers. 
Occasionally you’ll see a Mac store selling below their 
cost just to bring in business, but for the most part the 
price is the same everywhere.

This means that you get to base your buying decision 
on your experience with a company. Go in and talk to 
the sales people, ask them some questions and fi nd out 
how knowledgeable they are. For example: ask specifi c 
questions about Windows compatibility. Sharing fi les 
between Macs and Windows is relatively easy, but don’t 
let a salesperson tell you that you can run your favourite 
Windows application on a Mac right out of the box.

Some fi nal words
Check out www.apple.ca and do some of your own 
research before you walk into a retail outlet. If you’re 
unsure about a particular Mac, or its life cycle, check 
out http://buyersguide.macrumors.com which has “best 
guesses” on when new products are coming out. Above 
all, once you have it narrowed down, ask lots of ques-
tions up front. Get all the information you need before 
the salesperson starts printing out your receipt. The 
best time to get honest answers is before and after the 
sale—not during. !

There are many factors that might lead you to investigate Apple as your hardware provider. Whatever your reasons, you’ll want to 
make sure you choose the right Mac to fi t your needs.
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