
For HP Fie 6 s  Personne 

COMPUTERWORLD CLARIFICATION 

* by Ed McCracken 

I'm sure that by now you've all seen the November 20th 
article in COMPUTERWORLD entitled, "Hewlett-Packard 
SalesThrust Views Terminals as New Market". COMPUTER- 
WORLD took a great deal of license on this, and I thought 
you'd like to know what happened. 

As you know, we've had a sales program for the last 12 
months to sell the press on HP in the minicomputer business 
with varying results from pretty good at ELECTRONIC 
NEWS; to not quite so good at COMPUTERWORLD. 

ab After a recent two hour interview with COMPUTER- 
WORILD involving an indepth discussion on the 3000, we 
had a short "off-the-record" discussion in answer to "what 
general direction is HP going over the next few years?" 
(We've had these sessions with most of the press.) 
COMPUTERWORLD not only printed the whole thing but 
much of i t  was out of context or inaccurate. 

For clarification: 

1. HP does plan to introduce and market in the future 
sonle type of cartridge or cassette paper tape replace- 
ment. 

2. HP does plan to  have a wide terminal product line. The 
2640 is the first entry in that market. 

3. HP does plan to introduce the 7905 disc during the next 
few months (probably March 1 in systems). 

4. HP, like other mini manufacturers, has had a continuous 
20.30% price decrease each year for the last 5 or 6 years. 
Mini companies are technology oriented and tend to 
introduce new hardware versions at least every 2 years 
to lower the price and add more performance. We have 
been relatively successful in maintaining software capa- 
billty in this process. One of the next major steps will be 
due to LSI. 

This article as printed does violate all the rules the Data 
Systerns Marketing Department has used in announcing pro- 
ducts and strategies. I would appreciate your help with 
custorners in explaining the story. We now know how care- 
fully we must relate to COMPUTERWORLD. 

All prices quoted in this Newsletter 
are dclrnestic USA prices only 

XI /X2 EXCHANGE PROGRAM CLARIFIED 

by Ted Doyle 

In a TWX to the field dated September 30 and again in the 
November 1 Data Systems NEWSLETTER, a short term 
exchange policy for X l /X2  memories was announced. 
Although i t  was not specifically stated, the intent was for 
this exchange policy to apply only to volume purchases of 
21MX computers. The purpose of this note i s  to confirm 
the fact that thisexchange policy does not apply to systems. 

mzl 
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SYSTEMS PRODUCT MARKETING 
ORGANIZATION 
by Bill Krause 

Integrating AMD's 9600 and 9700 Product Management 
teams into our existing Data Systems organization allows us 
to combine and strengthen our overall product management 
focus for FY 1975. 

We wish to  welcome Bob Brannon, a key member of AVID'S 
Product Management team to Data Systems Division. Bob 
will be heading our Distributed Systems organization, con- 
sisting of Dave Borton (also of AMD), Hank Cureton, and 
John Price. Each individual's product responsibilities are 
listed in the attached organizational chart. Distributed com- 
puting has become a key capability in the mini-computer 
industry, and Bob's prior experience in establishing AMD's 
leadership position in distributed systems will enable him to 
provide leadership in this area for Data Systems. 

Dave Sanders, with 6 years of experience a t  Data Systems, 
has accepted the responsibility for the 9600 product line. 

For your information, Bruce Noel's 3000 Systems organi- 
zation, Jean Danver's Education Product Group, and Peter 
Rosenbladt's Appl~cations team have their respective 
responsibilities listed in the attached organizational charts. 

Dave's 9600MX team consists of Van Diehl, John Drake- 
ford, and John Streeter from AMD, and their product 
management responsibilities will remain essentially the 
same. To strengthen our overall 9600MX product effort for fq 
FY1975, Pete Palm and Sherry Washing with ScientificILab 
RTE Systems, and Charles Dixon of Data Systems Division 
will be joining the 9600MX team. Focusing all of our 
9600MX RTE Measurement and Control Systems in one 
product management organization allows us to match up 
with our counterparts in R&D, Manufacturing, and HPSA 
Operations. Each individual's product responsibilities are 
listed in the attached organizational chart. 

Also, to strengthen our 2000MX Systems organization, Dan 
Jorgenson and Barry Klaas will be joining Jim Candlin's 
existing 2000MX product management team. Their respec- 
tive product responsibilities remain the same and are listed 
in the attached organizational chart. The 2000MX organi- 
zation now coincides with its counterparts in R&D, Manu- 
facturing, and HPSA Operat~ons. 

I am confident that aligning our product management 
teams with our counterparts in the factory and making i t  

.:) 

easier for field sales to relate with our organization 
strengthens the overall System Product Marketing team. 
This foundation will provide the launching pad for 
achieving our FYI975 targets.@a 
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SYSTEMS PRODUCT MARKETING ORGANIZATION- 
(Continued from page 2) 

I CINDY SILVA, SECRETARY 

(Continued on page 4 )  



SYSTEMS PRODUCT MARKETING ORGANIZATION - 
(Continued from page 3) 

SYSTEMS APPLICATIONS 

Peter Rosenbladt, Mgr. 

John Alder* 
Applications, Tlme-Sharlng, Real-Tlme System Program- 
mlng, TSB, DOS 

Bob Baotlrby 
Appllcat~ons, Systems Programmlng, Real-Tlme, Com- 
munlcatlons, DOS, IMAGE, TCS, 110, Mlcro Code 

Batbarn Jmkson 
Appllcat~ons, DOS, IMAGE, TCS, HP 3000, SPL 

Chuek Holmes 
Computer-A~ded Deslgn, Operations Research, Electr~cal 
Eng~neer~ng,  Appl~cat~ons,  TSB, DOS 

Gasy fhorburn 
Appllcatlons, Tra~nlng,  Product Management, Systems 
Programmlng. Commun~cat~ons,  TSB, DOS, TCS, IMAGE. 
Mlcro Code, HP 3000, COBOL, RPG, Hardware 

Steve Tritto 
Product Mgr 

3000  C X  Model 

300CX 

Marc Matoza 

BUSINESS M G T  

PRODUCTS PRODUCTS 

SCIENTIF ICIREAL BUSINESS M G  

IME PRODUCTS SOFTWARE 

SELLING TO EXPERTS 
by Jim Schmidt 

Have you ever found yourself sellirig to  someone who 
knows considerably more about the general product area 
you are selling him than you do? Don't be startled. I t  
happens all the time. The key thing is to  use i t  t o  your 
advantage. 

Most of this is obvious to you but I feel i t  bears repeating. 
Don't try t o  instruct the person in an area he feels he is 
expert in. Use the customers to guide the communication. 
Ask him how your product can f i t  into his program. You 
will have a far greater chance of having him open up if you 
ask his advice. 

When you get to  an impass and you are trylng to  stress a 
point, don't set yourself up as the authority from which the 
opinion comes but use someone else whom the customer 
considers an expert. Your chances of having the customer 
consider the approach are higher the more he respects the 
source of the idea. 

Ask him about his programs. He will be glad to  tell you 
about what he is doing. Don't immediately jump into a 
sales pitch the moment he mentions that his company uses 
timesharing. Find out his whole problem and if  he feels he 
has a problem, make sure you spend his time in the areas he 
or she feels they have a problem. You won't be able to  f ind 
out where their boss is asking them to  do better unless you 
let them tell you. I f  you make him defensive by trying to  
sell him in an area he does not feel he has a problem, he will 
never tell you where his real problems are --  he has some. 

You represent a real resource t o  him to  solve some of his 
problems. Chances are he wil l  recognize you as a resource 
but you can block communications by trying to  sell him. 
Listen and let him tell you how you can help him. He may 
know better than we do. @a 

GSA SUMMARY 
by Ed Smith 

Currently both HP and DEC have GSA FSS schedules for 
Data A c q u ~ s ~ t ~ o n  Systems Government ~nstallat~ons may 
buy directly from these schedules w ~ t h  a m in~mum of red 
tape. 

GSA ADP schedules are administered quite different than 
FSS schedules. While both temporary regulation and pro- 
posed rules exclude "min~computers" and "CPU's not  
exceeding $50,000" from a specific requirement for a 
"delegation of procurement authority" from GSA, feasi- 
bility studies and extensive documentation must occur 
before any procurement can be started. And users are 
instructed t o  seek competitive proposals from all potent~al '3 
vendors --  whether they have an ADP schedule or not. 

In  addition, i f  "requirements-type" contracts exist for 
appropriate equipment, they must be used. Currently, 
Logicon (a systems house) using Data General CPU's and 
assorted peripherals has such a contract. And, GSA is in the 
process of soliciting proposals on another such contract - -  

on which we may submit a bid. 

DEC, Data General, Varian and Prime now have minicom- 
puter GSA ADP schedules. HP's potential schedule i s  cur- 
rently in limbo pending clarification of GSA's and HP's 
position on certain key policies. In the maxi field, IBM has 
finally signed a schedule. Significant maxi companies are: 

Burroughs 

Contro l  Data 

Honeywell  

I B M  

NC R 

Sperry Univac 

Xerox 



by Sherry Washing 

THE CORRECT PRICE OF THE 
NEW 21MX BASED Sl310 IS 

$32,400 D?d 

IMAGE 3000 SELLS - CASE STUDY 
by Bob lngols 

Data Sy:;tems shipped its first 3000 model 200 for on-line 
management system to  Malkin and Pinton of Vancouver, 
British Columbia, Canada. The total system order is better a than $300K, and was possible because only HP could offer 
the solution to M&Pfs problem. 

Don Thomson of our Vancouver office found out about 
this prospect from a consultant working for M&P studying 
methods for improving systems without sacrificing 
customelr service level. Don immediately asked if M&P had 
money and soon found that they did. 

M&P is wholesale distributor of industrial supplies. They 
service British Columbia, and part of Alberta through their 
main office in Vancouver and four outlying branch offices. 
The corrlpany has been experiencing a 20% per year growth 
rate, and have reached the limits of their manual systems 
for order entry, billing, and inventory control. 

After meeting with them, Don was able to  determine they 
wanted to  do their programming in COBOL, and wanted a 
terminal-oriented system, in order to  maintain their growth 
without decreasing their customer service. Don figured this 
sounded like "a new way of  thinking" for M&P, arid a 

a possible I-IP 3000 sale for him. 

Don arranged for M&P to visit Cupertino in late February, 
where they were able to  see the HP 3000 and talk to people 
working with IMAGEl3000. They were also able t o  visit 
two accounts in the Bay Area - Palo Al to Unified School 
District, and Bay Area Air Pollution Control District. After 
the successful visit they went back and wrote their request 
for proposal. 

The RFP came out a short time later and we responded 
along wi.th DEC who proposed a RSTS PDP 11/45. The HP 
solution with IMAGEl3000, COBOL and terminal support 
really made the sale. Even though HP was $150,000 higher 
than DEC, HP won the business. Besides having the best 
solution, HP-Vancouver gained account control with top 
management coverage by Jim Reger, District Manager, DP 
coverage with Don and Ted Slater S.E., and service coverage 

e with Peter Tarnrninga, Service Manager. This team effort 
really p a ~ d  off. 

- 
The last step before shipping the system at the end of 
August was to  demonstrate 18 terminal capability, 

accessing an M&P designed data base utilizing 23 data-sets, 
and achieving responses of 5 seconds or less during various 
transaction loads. Once this step was completed the system 
was shipped. 

Don and the rest of the crew in Vancouver are now hoping 
for more commercial applications, and accounts of  this 

type. Fa 
- --- - ----- 

CPU TO CPU COMMUNICA'TIONS PACKAGE 
ADDED TO DOS-IIIB 
by Dan Jorgenson 

The Synchronous Line Control (SLC) logical driver is now 
released and is shipped as a part of the DOS-IIIB operating 
system. I t  uses a subset of IBM's Binary Synchronous 
Communication (BCS or BISYIVC) protocol which is a 
de facto computer industry standard for data transmission. 
For example, BISYNC is the line protocol used by the 
popular IBM 2780 and 3780 remote batch terminals. The 
driver provides the user error checking and data retrans- 
miszion capabilities between 2000MX Series DOS systems, 
and between 2000MX Series DOS systems and other 
machines capable of communicating in BISYNC. 

USING SLC 

SLC alIowsTCS/DOS systems to  communicate with other corn 
puter systems capable of supporting BISYNC. To take 
advantage of this capability, the customer would write an 
application program or subroutines for TCSIDOS and for the 
other computer system that incorporates the necessary 
initialization, read and write calling sequence required by 
the BISYNC ~ro toco l .  

INTERFACING WITH IBM 

With regard to  interfacing with IBM 3601370 systems, SLC 
wil l  communicate directly with IBM's telecommunication 
access methods: BTAM (Basic Telecommunication Access 
Method), QTAM (Queued Telecommunications Access 
Method), TCAM (Telecommunication Access Method), and 
VTAM (Virtual Telecommunications Access Method). 
These access methods accept calls in the form of READ and 
WRITE Macros, and generate channel programs in the form 
of channel command words and channel address words. 
These channel programs are executed by the I10 processor 
of the IBM operating system which initiates a corre- 
sponding I10 operation. 

MEMORY REQUIREMENT 

SLC requires 2500 words of main memory. This does not 
include the memory occupied by the companion physical 
driver. 

HARDWARE INTERFACE REQUIREMENTS 

SLC will work with the following interface boards and their 
respective physical drivers. 

A. 12587B single line asynchronous card with DVR 72. 
B. 12920A asynchronous multiplexer with DVR 73. 
C. 12618A single line synchronous cards with DVR 70. 

(Continued on page 6) 



SYCHRONOUS LINE CONTROL PACKAGE ADDED TO 

DOS-IIIB -(Continued from page 5 )  

PRICE 

SLC is included in the price of DOS-IIIB. DOS-IIIB costs 
$2500 for new customers, and $500 to upgrade existing 
DOS customers. 

However, customers that have DOS-IIIB and wish to  take 
advantage of this new data communications capability, can 
do so by ordering the following part: 

24307-1601 0 SLC Relocatable $25.00 

MANUAL 

A preliminary users manual for SLC is available through the 
System Engineering group in Cupertino, publication number 

22999-90009.. 

TRAINING 

SE training on SLC was part of the Data Communications 
Course given in the field by the System Engineering Group 
during the months of September and October 1974. SE's in 
turn will train their customers in the use of this logical 
driver. 

MORE INFORMATION 

For more information detailing the capabilities of a SLC, a 
summary write-up can be obtained by calling your regional 
sales development engineer in Cupertino. BbpI 

2 6 4 0 A  SOFWARE CABLE INTERFACE 
CONSIDERATIONS 
b y  B o b  Kadarauch 

Currently the 2640 can be used with the following HPI 
non-HP systems as follows: 

+ 
The 2640 is not yet "supported" as a peripherallconsole. 
For OEM'slEND USERS who want to "do their own 

CONNECTOR (0951 OR 

thing", the 2640 will work with the 12880 or 12531 Dl001 
(ala the minibee) in conjunction with the 2640A-006 cable. 
New cards/subsystems will be announced as they become 
available. 

INTERFACE CABLE OPTIONS 

H 

non HP 125310 001 
I25RIOOI 

I 

Dzl 

NEW POWER SUPPLY OPTION - 2 9 4 0 0  SERIES 
CADI N ETS 

CABLE lW51 - 

b y  Jer ry  Kleinberg 

CABLE WIFEMALE 
CONNECTOR 10061 

The December 1 Corporate Price List will reflect some new 
power supply options on the 29400 series cabinetry. The 
new power supply options 110, 11 1, and 120 will replace 
the existing options 010, 01 1, 012, and 013. 

The new options will be described and priced as follows: 

option 110 1 1  512081230 VACIGO H z  multi-phase. 10 amps 

per bay 

P 
2 
0 

option 11 1 230 VACI50 Hz (Europe). 10 amps per bay 

TERMINAL TYPE 10 

FOR 202 USE 202C 

12920 MUX i005CARLEI 
DVR73 OR 

12587 ml lws CABLEI 

option 120  1 1 512081230 VACIGO H z  multi-phase. 20 amps 

per bay 

0 

I 
I ', 
1 

The new power options are U. L. Recognized and include 
the following: 

DVR72 

PAGE MODE IPMTOZI OR 

CHARACTER MODE 
IATOOlI 

(Continued on page 7) 

I 



NEW POWER SUPPLY OPTION - 
29400 SERIES CABINETS (Continued from page 6) 

1. A fan with air filter for each bay. Capable of limiting 
internal temperature rise to 1 5 ' ~  with a maximum of 
2000 watts heat dissipation per bay. 

2. A 24 VAC control circuit for power onloff relay. 

3. A 3 pole circuit breaker. 

oplt. 1 10 = 10 ampslpole 
opt. 120 = 20 ampslpole 

4. One multi-outlet power strip per bay. 

Pricing for the new options will be as follows: 

29401 8 294048 and 294058 

a -110 $430.00 -110 $725.00 

-111 $430.00 -111 $725.00 

-120 not available -120 $275.00 

294028 and 294038 29406Band294078 

There will also be two new options for additional power 
strips: 

option 300 Provides one add i t iona l  p o w e r  s t r i p  w i t h  
Domest ic  U.S.A. receptacle con f  i g u r a t ~ o n  

option 310 P r o v ~ d e s  one  add i t iona l  p o w e r  s t r i p  w ~ t h  C E E  
receptacle con f i gu ra t i on  f o r  European use. 

These options will replace the current options 30 and 31. 
Pricing for options 300 and 310 are: 

294028 thru 294078 

-300 $95.00 

Two new options will also be offered which will provide 
Fan Only configurations: 

option 100 Fan-on ly ,  60 Hz 

option 101 Fan-on ly ,  50 Hz 

Options 100 and 101 are for those customers who desire to 
install their own A.C. power distribution. The fan, panel, 
and air filter are simply installed unconnected. Pricing for 
options 100 and 101 are as follows: 

29401E1 294048 and 294058 

-100 $210.00 -100 $375.00 

-101 $210.00 -101 $375.00 

I t  is important to note that the new power options are 
priced somewhat above the existing power options. We will 
accept orders for the old power options through the month 
of December only. On January 1, the current options 010, 
01 1, 01 2, 01 3, 030, and 031 will be deleted from the price 
list. No orders for these options will be accepted after 
December 3 1, 1974. 

HP 3000 278013780 EMULATION SUBSYSTEM 
by Hank Cureton 

The 30130A 278013780 Emulation Subsystem is in the 
November price list. The cost is $3500 and includes all 
necessary hardware and software short of the 3000 itself 
and the modem. The maintenance cost is $30/month. 

The subsystem allows the user to communicate with any 
station that supports an IBM 2780 or 3780 capability and 
runs in a full multiprogramming environment. I t  communi- 
cates over public telephone or private leased lines at speeds 
up to 4800 bits-per-second. In addition, i t  is more flexible 
than the IBM stations in that i t  allows the user to employ a 
greater variety of inputloutput devices. 

The package has been in a test site for 2 months and has 
essentially replaced a Data 100. During this time i t  has 
proven to be easy to use and has had virtually no effect on 
the customers 3000 workload. 

If you have any further question, call Hank Cureton. 

NEW 300 AND 1250 LPM PRINTERS 
FROM BOISE 
by John Hill, Boise 

BOISE DATA SYSTEMS is now accepting orders and 
quoting early availability (initially 5 weeks!) on the new 
12975A (2613A) and 12983A (2618A) Line Printer Sub- 
systems. 

A 12 channel Vertical Format Unit (VFU) is supplied as 
standard on both printers. Additionally, the 2618A is 
equipped with an electronic static eliminator for improved 
paper stacking a t  high speeds and a dual speed drum for 
higher print quality. 

Both subsystems utilize the new 12845B interface with 
differential line drivers and receivers which allows the 
printer to be remoted up to 500 feet from the 2100AlS or 
21MX computer. Basic monthly maintenance charges are 
$1 33 for the 12975A and $149 for the 12983A. 

A few words about our competitive situation: 

12975A DEC offers a similar printer based on the same 
Data Products Corporation model 2230. However, 
DEC does not include a VFU as standard 
(optional?). This places the burden for forms con- 
trol on the software which can be significant for 
all but the most simple business form. This may 
help to explain DEC's $9,900 subsystem price. 
DEC charges $1 1,900 for their 96 character sub- 
system. (Continued on page 881 



NEW 300 AND 1250 LPM PRINTERS FROM BOISE - 
(Continued from page 7) 

DATA GENERAL'S standard 300 Ipm printer is 
the same basic unit as DEC's with a multiposition 
switch t o  allow for various form lengths but no 
true VFU. Additionally, DG's price list format 
indicates that the total subsystem price i s  actually 
$10,100 ($8,500 for the printer, $1,400 for con- 
troller, plus $200 for an interface to  the CPU). 
Similarly, DG's 96 character subsystem price i s  
$1 2,000. 

12983A DEC offers a s~m~la t  pr~nter  based on the same 
Dataproducts Corpotat~on model 2470 DEC's 
$30,000 prlce ~ n c l u d ~ s  most of the features of the 
HP 12983A, ~nc lud~ny  VFU 

12845B I t  is not apparent that eitJer DEC or DG is 
offer~ng a long line interface as standard for their 
drum printers. Take advantage of this feature in 
applications where your customer may appreciate 
the ability to locate his printer up to  500 feet 
from the CPU. We will quote on special length 
cables for these appl ~cations. 

Data sheets are on the way. Good Selling! EhPI] 

CONFIGURATION DESCRiPTION PRICE 

12975A STD Subsystem. 300 Ipm, 136 col. 64 char set, 115Vl60 Hz $1 0,975 
001 240 Ipm, 136 col. 96 char set, 115Vl60 Hz $ 1,675 
01 5 300 Ipm, 136 col, 64 char set, 240Vt50 Hz No Charge 

01 6 240 Ipm, 136 col, 96 char set, 240Vt50 Hz $ 1,675 

Note: 12975A subsystems contaln 2613A 
prlnter w ~ t h  corresponding optlon 
numbers and spec~f~catlons 

12983A ST0  Subsystem, 1250 Ipm, 132 col, 64 char set, 115Vt60 Hz $32,950 
00 1 925 Ipm, 132 col, 96 char set, 115Vl60 Hz $ 1,900 
01 5 1250 Ipm, 132 col, 64 char set, 230Vt50 Hz No Charge 

01 6 926 Ipm, 132 col, 96 char set. 230Vl50 Hz $ 1,900 

Note: 12983A subsystems contain 2618A 
printer w ~ t h  correspond~ng optlon 
numbers and specifications. 

Op t~on  421 Adds 00s-l l l to  elther subsystem. 

128458 Line Printer Interface for 2613A. 2618A. Replaces $ 650 
12845A for use with 2607A. OEM discountable. 

Note: To calculate printer prices, subtract $650 
from subsystem prices. 

AGREEMENTS SIGNED IN OCTOBER 
by Penny Mattock 

The fo l low~ng Agreements were slgned In October Con- 
gratulat~ons to  the fo l low~ng f ~ e l d  engineers. 

FIELD 
CUSTOMER EIGINEER EaUlPMENT 

Opt~cal  Recognit~on . Dale Sutton 44 TapestD~scs 
'ASARCO Ange Colucci 4 Systems 
"F.T.H. Roger Long 20 Systems 
'Telecheck Lou Castagnola 10 Systems 
'Analyttcal Tech Dale Sutton 5 Systems 
Collins Radlo Ron Tarkowski 15 Systems 
Gldd~ngs & Lew~s JackLazenga 25Systems 
'Applied Automation Neil Fisk 6 Systems 
'Page Cornrnunrcatrons Will Workman 6 Systems 
"Convergence Systems Ran Johnson 3 Systems 
"TRI Corporat~on Ron Westergren 10 Systems 
Octal Systems J.R. Philp 10 Systems 

'New Accounts @PI] 

I ACCEPT THAT CALL! 

by Pat Danzer 

Barry Pheoski of the Farmington office had called on 
Kalamazoo Public Schools about every SIX  months for some 
time. He had come to  know a man named Eric Warren, who 
was the main contact person at this school. Mr. Warren 
became familiar wi th HP through Barry, but during the past 
two years the Kalamazoo Schools had been buying time 
from Western Michigan University. According to  a study 
done by the school, this service was not meeting all the 
defined needs of the school system. These problems were 
defined as Manhours, Security of Data, Time Parameters, 
Data Management, Application l imitat~ons and Increased 
costs. 

? 

(Continued on page 9 )  



ACCEPT THAT CALL! - (Continued from page 8) 

As these areas become defined and alternatives were under 
investigation, Eric Warren saw an advertisement for an HP 
3000. HE! promptly called Barry. However, being a school 
administrator with limited funds, he called collect. The HP 
switchboard operator refused to accept the call because she 
had been given instructions not to accept collect calls. Two 
days later Mr. Warren called Barry with his own money, 
hurriedly told him he saw the 3000 ad, wanted to buy one, 
gave Barry his phone number, and hung up! 

Barry took the situation from there. Competition included 
Burroughs, IBM, NCR, HLS, and DEC. The 3000/100 
(priced at $205,550) was recommended by the Dept. of 
Research and Development at Kalamazoo as follows: 

"Because i t  meets the mandatory and desired aspect of 
the writers' specifications, this system is most attractive. 
It would require no additional staff; minimal space, 
power, and air conditioning; and is reasonably priced. I t  
was designed as a multiprocessing time-shared computer. 
Current users express complete confidence in this system 
(National Bank of Detroit has installed a second system 
after evaluating their first for a year.) The operating 
system is multi-lingual and has features generally not 
found on computers for less than $300,000. I t  avoids 
the short-comings of the five other proposed systems 
and can definitely be the solution to the problems we 
have here addressed." 

Kalamazoo plans to use the 3000 for computer program- 
ming, ir~struction, research and development, and many 
types of administrative uses. 

Our congratulations to Barry for setting the groundwork 
and proving to Kalamazoo that the HP 3000 was the 
solution for their problems.@a 

BUSINESS SCHOOL MARKET SURVEY 
by  Charles Dixon 

A survey* on computer uses and computer curriculum in 
Schools of Business was conducted by J. Daniel Couger, 
editor of the "Computing Newsletter for Schools of 
Business". Responses for the five page in-depth questionaire 
were received from 73% of the 161 accredited Business 
Schools. 

The following survey answers should be of interest to any 
Field Engineer that presently calls or plans to call on a 
college and university account in general, and a Business 
School in particular. 

Business School users rank as one of the top three users 
on 72% of the campuses surveyed. 

Hewlett-Packard has a 22% market share in the Business 
School area (compared to DEC 22%, IBM 17%, and CDC 
17%). 

Fortran and Basic are by far the major languages used in 

0 the Business Instructional Environment. 

The survey understates HP's market share by at least 10% 
because several HP user group schools did not respond to  
the survey. 

Business Schools presently using Hewlett-Packard computer systems 
include: 

London Busin 

Babmn College 

Think about calling on a Business School today!! Bbfa 
"Copies of  this survey are available from Rich Ferguson 
(Cupertino Sales Development). 

COMPUTERS FOR SCHOOLS 

by Pat Danzer 

October brought a number of educational sales - many of 
which are new customers (marked with an asterisk). Con- 
gratulations to all Field Engineers - and keep up the good 
work! 

(Contmued on page 10) 



COMPUTERS FOR SCHOOLS - (Continued from page 9) 

2f00A -Cole 

2MlQF Dan Thcnngon 
IDF, IRnF 

2mw ow McCWlsnOl 

Univ. of Southern Calif. W O  Bob UJw 
Med Center, Lori Angeles. CA 

1 C) What's the potential for follow-on orders from this 
customer? 

d) Do we have the resources at this current time? 
I 

I t  is not our intent~on to  get lnto the special software 
business, merely to  try and ensure that we do not lose a 
"Big Deal" due to  lack of a spec~al software capab~lity to  
solve the customer's application requirement In t h ~ s  area 

We see our future commitments as be~ng In the areas of .  

a) S.E. training on new products 

b) Customer training 

c) Direct pre-sales support 

d) S.E. training on analysis and technical evaluations of 
R F P's 

e) Appropriate special software development 

f )  Demo programs 

We welcome any Inputs you may have of other areas where 
? 

we should be Investing our resources. If  there are any 
courses you would l ~ k e  that are not currently available, let 

DOSIR'TEIPROG FACTORY S.E. GROUP 

b y  Dave Mackie 

The main function of this group can be simply expressed, i t  
is to  "increase 2100 sales by providing S.E. support in the 
areas of DOS, RTE and microprogramming." The next 
important area is that of customer training. These two 
functions account for over 80% of the groups' efforts. The 
people within the group are: 

Dwe Mackie 
Whitre DeOraff 
jae ~ a i i e y  
Linda Chonie 
Joe R i i l  
Hal Praritrr 
Anna Holtsnd 
Jadt Howard 
Erryl Jahmn 
Pa& MoOllicuddy 
H m  rn 
Jahn b o n e  
Hal Sidhr 

Solamon 
John Tt&ms 
Pet Wi l~nn  

Manager 
S ~ C F ~ ~ W Y  
(RTEt 
(DOSTCS) 
(RTEI 
(UTE) 
(DOS) 
(Micro~rogramming) 
(RTE) 
(oOsTG1 
IMicrapr@r@mming) 
(DOSINIACE 1 
(RTE) 
(Data Comrnunim tions) 
(RTE! 
(DOSIMAGE! 

Our major activities to  date have included: (a)  S.E. courses 
in the field on TCS 'B', IMAGE 'B', Data Communications, 
(b) direct pre-sale support in about a dozen sales situations, 
(c) responding to  telephone inquiries, (d) implementation 
of customer training courses. 

An additional role i s  that of supplying special software. The 
broad guidelines under which special software is considered 
are: 

a) Is i t  a "Big Deal"? 

b) I s  i t  within a targeted divisional market area that offers 
future sales to  other customers? 

us know. 

Most Important IS your posltlve or negat~ve feedback on 
how we are do~ng. Aga~n, one of our major object~ves I S  to  
help you get the bus~ness. If  you don't sell them, we're all 
out of a job. Bha 

HP 3000 USER GROUP ACTIVITIES 
r% t 

by Alan Mitchell 

The HP 3000 Users Group IS allve and well11 After two 
meet~ngs In 1974, the group has now organized Itself lnto a 
board of d~rectors w( th  responslb~l~tles that Include a bl 
monthly newsletter, a plann~ng comm~ttee, a I~brar~an, and 
provlslons for spec~al Interest subgroups A brochure out 
l ~ n ~ n g  the structure and funct~ons of t h ~ s  HP 3000 Users 
Group will be published and dlstrlbuted In January, 1975 -7 
The Users Group theme is information exchange through 
interactive involvement. The principal areas of concern are: 

Communication of information between the individual 
users and between the users and Hewlett-Packard. 

Exchange of HP 3000 technlques, appl~cat~ons, software, 
and documentatlon. 

Development of HP 3000 technlques, appllcat~ons, hard- 
ware, software, documentat~on, and procedures. 

The board of d~rectors IS meetlng November 15, 1974, In 
Cupert~no to  plan a February 26, 27, 28, 1975 general 
meetlng In Mlam~, Flor~da. ( A  second meetlng IS planned 
for August, 1975, on the West Coast.) A "Call for Papers" 
has been Issued by the February meetlng coord~nator, 

Bruce We~ner 

Data Base Management Systems, Inc. 

12100 N E. 16th Avenue 
North M l a m ~ ,  Flor~da 33161 

(Cotirtriued on page 1 1 )  



HP 3000 USER GROUP ACTIVITIES-(Continued from 

page 10:) 

asking for user papers that will be published and presented 
at the Miami meeting. An outline of the February agenda 
and additional meeting details will be published in this 
Newsletter in January. 

Those interested may join the HP 3000 Users Group by 
sending $25.00 (calendar 1975 dues) and a brief description 
of their installation and applications to: 

Alan Nlitchell 
HP 3000 Users Group 
Hewlett-Packard Company 
1 1000 Wolfe Road 
Cupertino, CA 95014 Da 

BANKING O N  THE 51210 AND HP 
by Angelo Terzi, HP Italy 

Account: lnstituto Bancario San Paolo - Torino 

Account Representative: Enzo Bravo, Milano 

Equipment: S/210 Disc Operating System 
12987A Line Printer 
12935A Plotter 

The Story: 

lnstituto Bar~cario 'San Paolo' of Torino is one of the 
largest Bank!; of Italy: their actual deposit volume is 
roughly $7.7 Billion. 

This Bank is one of the biggest IBM customers: in their 
EDP department they have two large 3701168 systems. 

The Management Science and Operations Research Depart- 
ment of this Bank decided in the past to become 
independent of the central EDP department. On that 
occasion, three years ago, they decided to  buy a Wang desk 
top calculator system. This solution became, very soon, 
absolutely insufficient and the customer started to think to 
a new system based on a minicomputer with disc storage 
and plotting facility. So one year ago they got in touch 
with HP to study a possible proposal. HP offered a D.O.S. 
system t ~ u t  we found immediately a strong resistance from 
the EDF' department which attempted to discourage the 
concerned department. 

At this point another department, the Organization Depart- 
ment, which, together with the EDP department and the 
concerned Operations Research department was reporting 
directly to the Administrative Mgr., was charged by the 
Administrative Manager to recommend which solution was 
the best. 

The Organization department recognized the need to  de- 
centralize the data processing power and was able to 
convince the top management to give permission to buy a 
dedicated cornputer system from us. 

The customer has plans to develop in the future 
applications of: 

a) Econometric forecasting models and optimal investment 
portfolio for the General Management. 

b) Interest rate structures for the Investment department. 

c) Portfolio selection for the Trust department. 

d) Business loan analysis for the Banking department. 

Editor's Note: The S/210 was shipped and installed in 
September. Congratulations, Enzo. Lha 

HP 2000F'S MANAGES FERRY SERVICES 

"HP 2000Frs Manages Ferry Services Between 
Sweden, Holland and England" 

by Bjorn L indberg, HP Sweden 

HP in Sweden recently received an order for three HP 
2000F systems from Tor Line AB, subsidiary of the Salen 
Shipping Company. 

Tor Line operates ferry lines between Gothenburg, 
lmmingham and Amsterdam with 8 ferries and about 56 
sailings per week. Two more ferries with a capacity of 1200 
passengers each are on order and will enter service in 1975. 

The current manual system for seat and cabin reservations, 
travel document preparation, check-in, etc., is very un- 
wieldy and results in a low load factor for the ferries and 
long port times. With the new ferries entering service, i t  was 
considered necessary to automate the system using 
computers. 

The key design criteria for the system was to  maximize the 
load factor and to minimize the port time. For this 
purpose, the ticket sales offices and the check-in counters 
had to  be equipped with a number of terminals. In order to 
get complete redundancy and to minimize the communica- 
tion costs, it was decided to locate one system in each of 
the involved countries. If one system goes down, the other 
systems would, through normal dial-up telephone lines, still 
be available. The three systems would have identical data 
bases and would keep them identical by updating each 
other every night. 

And now the most interesting question: Why was HP 
chosen as the computer supplier? 

IBM and UNIVAC could demonstrate working systems 
implemented for other Swedish ferry companies. These 
systems show very high implementation costs due to 
specialized systems and application software, and are slow 
and unreliable. DEC offered RSTSIE timesharing system 
based on PDP-11/45, which was less expensive. However, 
they had never been involved in a similar application, could 
not show any proof ,of the systems reliability and addition- 
ally, had significant problems in coordinating their support 
organizations in the three involved countries. 

HP could demonstrate systems used in almost identical 
applications, e.g., the two 2000 systems used by Vingresor. 
These systems also have an outstanding reliability record 
and when they have failed have always been promptly fixed 
by the HP Customer Engineering group. HP could also give 

(Continued on page 12) 
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HP 2000F'S MANAGES FERRY SERVICE - (Continued 
from page 11) 

examples where the service organizations in various 
countries have cooperated in a professional way. So, after 
lengthy negotiations, HP was finally selected as vendor 
because of having good knowledge about the problem, a 
good, reliable system, an excellent service organization and 
for handling the deal professionally. 

The applications software will be written by the same 
software house that was involved in the Vingresor deal. 

The total order amounts to approximately $470K, exclud- 
ing terminals. The first TOPAS (Tor Line Administrative 
System) system will go on-line in January 1975. Bha 

Editor's Note: Two of the systems were delivered by Grenoble 
during the summer and the third is scheduled for October Shipment. 

HP GRENOBLE AND TELESCIENCES WORK 
TOGETHER! 

by Serge Aisner/HP Grenoble 

During the month of September, HP Grenoble provided 
local support to Telesciences Inc. in demonstrating their 
Autrax system in Europe and the Middle East. 

Telesciences Inc. is a large OEM customer of HP and has 
been utilizing our equipment in their special purpose sys- 
tems many years. These marketed through 
Telesciences and ITT, are fully supported by HP. Their 
market consists mainly of telephone operating companies. 

The demo system, located in Grenoble, consists of a Sl210 
with a 12970A and a 12987A. A customer designed data 
communication interface and a multiplexer, as well as a 
powerful operating system and demo packages (both 
written by Telesciences), have been integrated into our 
hardware. 

At the other end, in other European capitals and in 
Teheran, sales and systems engineers presented the system's 
capabilities to their customers. The modems and the tele- 
phone lines worked very satisfactorily, allowing them to 
work with Grenoble's system under excellent conditions. 

This is not the first time that HP provided sales support in 
Europe to Telesciences. The initial results were quick in 
arriving. European orders came from Spain and Portugal 
respective1 y. 

Prlnted in U.S.A. 
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The feedback HP Grenoble got this time was a very positive 
one, too. The HPSA sales force should look forward to 
more sales inquiries from this very lucrative marketplace. 
It's good business for HP to sell jointly with Telesciences. 

3000 CONTEST WINNERS FROM EUROPE 

by Rich Phillips 

Data Systems Division recently hosted the five top salesmer 
from Germany, Finland and Norway. Each sold at least one 
3000 system in the first half of FY '74. Although they were 
on a very tight schedule, they shared a very interesting and 
exciting experience. They were introduced to new products 
and strategies for FY '75. For two days, they visited Neely 
Sales offices in Fullerton and North and the 
3000 installations at Hughes Aircraft and the University 01 
California at Los Angeles. On the last day, they were 
involved in informative "Round Table" discussions with 
Paul Ely, Ben Holrnes, Bill Foster and his 3000 Lab 
Managers. Ed McCracken presented to each member of the 
European 3000 sales winners a plaque with the following 
inscription: 

"IN APPRECIATION OF 
OUTSTANDING 3000 

SALES ACHIEVEMENT 
DATA SYSTEMS 

1974" 

The European group was very impressed and enthused and 
ready to do another super job in FY t75, ~ 4 3  

Left to Right: Heinz Studiger (Switzerland);/osef Schwarz- 
bauer (Germany); Kari Laatikainen (Finland); Rudi 
Almaschi (Germany); /an-Einar Mobrenna (Norway); Horst 
Hennings (Germany); and Bill Foster (Cupertino). 


