First a good team member, then a leader. May everyone in our HP family
The Business Planning Process: enjoy a happy and peaceful
pp 2-4 Christmas
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pensed with 28 middle man-

s, but HP Wor}dmde had“ ;

! ohdated

HPA was in balance with
headcount;

A lot of people had been
promoted;

. There ‘had been frank and pro-
ductive dialogue through Open
Line, ‘
Eighty managers had already
been introduced to Making
Teams Successful;

There was a formalised ranking
process  to - help measure
performance;

Financial parameters were
balanced; ‘
® ASO had. been adopted by a
"parent” in Boblingden, fulfilling
-an objective set two years ago
and to be achieved by the end
of FY86;
We had encouraged people to go
overseas “and take off the blink-
ers’; and

‘f" Four or five people from HPA

were in jobs overseas, whichwas

recognition of our capacities:
Referring to MTS, Malcolm said it
was almost like re-inventing the
vheel. MTS had remarkably little
0 say that was newer than the HP

Vay,

“It dumbfounds me that two guys ~
7 years ago came up with a culture
is still at the leading edge of
agement sc1ene'e,” Malcolmff .

M‘I‘S doesn't supexsede MBWA; ‘
MB car any of the med and trusteci

e: er is it a passmg thing.
hree years we hope it will be
titutionalised because it sharpe

1ty to detect the thmgs

, all‘ the things we have going for

NEXT COPY DEADLINE
FOR DEPTH IS 30
JANUARY
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. to be a good team piay’sf,

‘Malcolm Kerr has been emph
g this at steff meetings aroun

. Australia and New Zealand,

“An effective leader is not }ud
on spectacular personal effort
on how a team is developed to be
co-operative, cohesive, enthusiasti
and productive,” he has been sa

'Real leadership doesnt seek
demonstrate personal power a

abilities but harnesses the power of .

every one ina team,”

Malcolm prefers to see himself as
a member of Alan Bickell's team
rather than the paramount chief of

HPA.

comibine with John Young it his.
He points out the front cover.chart

isn't completely correct because it !
has John Young, as HP's chief ex-
ecutive, astride the edifice when
he's also in a team which workswith

the Chairman and the board.

““We have to take stock when we
see managers rolling up thei

sleeves to help their people solve
problems and shift the work load.

“This is commendable in an emer
“gency but it isn't coaching — de-

veloping your people so that they 7

can stand ontheir own feet’ Mal
colm says. N

Satisfying a
customer

Tew Region Sales Manager John

1 N'Toppel was booked on an earl
glght to Perth with MD’" Malcolm
err

 To get a smocth start he pa;rke,

his drive-yourself car in the street
outside his hotel overnight Next
morning he found someone had j

‘permanently borrowed the radio.”
‘What delay would it mean at Tul

lamarine, exptammg the c1rcum* ,

And he points out that Alan isa cof |
operative member of the Dick Al-
berding team and Dick works 1o

. People need to reco
own efforts and the effo

fun; like musicians who
t they are doing and are
ted they get paid for it."

wants sales people to

Adrhin organisation.

ustomer’g perception 15
counts” he says. "“Custom
e a snapshot approach;

alking to one person in an
on, but acquiring a w

at muitlple levels.”

John sees ‘commitment to exr:ei« -
lence as including a well-conceived
account control plan that brings HP
and the customer closer together,
‘and superior communications (witl
the :customer and thm HP). .

e ut they expect us to'm
mmendations about what

gervices We know that
the ~customer to see
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The Business Planning Process

The fu'st is the planning framework

-~ This consists of the' Corporate Ob- U
jectives and the HP Way, the latter

defining the type of organisation
which -can achieve the Corporate

_ Objectives.

e second is the IRP (Interme—

Range Plan), a five-year op-

erafing plan for the Company. ‘
Clearly, in our industry, five years

is close to the horizon. Yet some
isions taken.today are basedon - ®

ormation about how the Compa‘
be in five years' time, ~

e MTS organis

“combination of
iness view and
al character

They fmd that most con

The third level is the annual
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15 the process of quota ne-
gotiations and, while rough agree-
nt is reached then, continual
justment usually occurs as the imi-

plications of these decisions be-
_ come clearer.

- In most years, small adjustments
~ continue to be made into October,

CAfter the July meeting of HPA's
senior managers, each of the major
departments, such as Sales, Market-
ing, Administration and Support; .is
able to develop its. 6wn top level
plans with its own team of managers:

They, inturn, work with their teams

1o provide more detfailed plans at

each level.
While these plans are being de-

' veloped, a number of planning sup-
. port activities are taking place. The

first is the targetting process, which

. records and’ consolidates the cost
~ of the departmental plans. This al:

ows the Company’s financial plan
0 be developed.

. Often feedback 'is needed to

hange the expense guidelines for
he departments to allow us to re-

In. within the constraints of the
evenue and profit objectives set at

_rthe start of the plannmg process.

Most comparnies’ plans are ex-
ressed in performance-oriented
. (eg, sales quota, returnonin-

- vegtment, productivity lmprove—

nts, headcount, etc. )

We see them as operating plans[ ‘
do not addmss some of the

xt 12 months.

e significant planning support‘
ion identified for 1987 is intro-
on of a Human Resources Plan

: and this is the first year we have set

this goal.

I ‘might seem that these plans are

disconnected and in the past this
has been a problem to some extent,

A major step towards integrating

these . annual plans took place in

i




1984 with the worldwide reorgani— ;V ;

sation of HP's field sales operations,

The best integration cccurs when
the top management of the Com-

pany truly works as a team, jomtly

establishing ‘and then working to-
wards common goals.

The current structure suppoits this
because we get a single set.of con-
sistent guidelines from Intercon
headquarters rather than some-
times conflicting guidelines from
many different product groups.

In addition, we have used the MTS
program to develop our {eamwork
skills and to get a disciplined
approach to integrating our various
department plans.

The fourth level is defining the in-
dividual's personal plan.

In the same way that the depart-
nmient's' plans need ‘to fit into the

. Wae Willoughby, Susan By'rd{( and John Lipson. .
at the Melbourne 'beer bust’

. musical pretenders

® Mark ...

watching the shop while Pam is up in the clouds.

SURE CREATED
MAN BEFORE m

BUT THEN
YOU ALWAYS MAKE
‘A ROUGH DRAFT
THE
FINAL

Wall sign in the Auckland office.

Upwardly mobile

essages for the Abominable

Snowman should have reach-
ed Sydney Facilihes Supervisor Pam
Tamplin by 18 December.

She was booked to fly out next day
for a month's hohday mountain-
climbing 1n India and Nepal.

Pam knew well what to pack. Or
not to pack, seeing she will do a lot
of her own carrying. As well as a
briefing by the travel company, she
had tips from Executive Secretary
Sheila Lowe.

Shella went searching for the Yeti
(unsuccessfully) earlier this year.
"Td love to be going back,” she says.

Pam expects to chmb to 4270
metres (14,000ft). The stairs at Ta-
lavera Road weren't good enough
training so since June she's been
doing gym work three nights a
week.

Her family 1s in Wales. She's had
three visits back home but this year
will send postcards from near the
roof of the world.

Pam started with HP as a secretary.
Her current responsibilities are for
all functions activities at North Ryde
and Rosebery.

They 1nclude building mainte-
nance, hygiene and cleanliness, caf-
eteria, fleet, mail room, switchboard,
reception and purchasing (from fur-
niture and soap to typewriters and
stationery).

Her assistant is Facilities Clerk
Mark Martin who joined HPA as a
part-time employee four years agoe
and has been full-time since 1984.
He's just been awarded the Building
Certificate by Sydney Technical
College. [ |
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e Bob O'Connor ... from ACT to

Melbourne.

Horses for
courses

lydesdales are good. So are

racehorses. But Clydesdales
don't get entered 1n the Melbourne
Cup and racehorces aren't keen on
pulling ploughs.

Likewise, sales representatives are
for selling and the more time they
do that the more successful they are.

This, according to new Field
Marketing Manager Bob O’Connor,
about sums up thinking behind the
plan to equip all SRs with HP Port-
able Pluses.

Bob hopes it will lead to SRs
spending 25% more face-to-face
time with customers and a 10% hft
In sales.

They will carry a lot of information
in the computer and, with a modem,
they can access big data banks back
at base.

“It will considerably reduce travel
to and from the office just to deliver
or collect information,” Bob says.

“It's like an airplane, which is de-
signed to carry people and things
through the air. If it's serviceable
and on the ground, you may as well
use a bus.”

Bob's job involves looking at any-
thing else that impedes the sales
force, like lack of a substantial b-
brary which can be easily accessed.

SRs have a continuing need for in-
formation on competitive products,
third party offerings and even in-
ternal publications.

Satisfied security

Everyone leaving the high secu-
rity zone of the Argyle diamond
mine chances a random body
search.

Recently Perth CEDM Chris Can-
tor was shunted into the search sec-
tion but Region CE Manager Bob
Congdon and Melbourne-based
AEDM Steve Hitching were waved
through.

The unkind consensus was that
Chris looked the type to snatch a
sparkler; half a glance and you
knew the others could be trusted.

Chris was apprehensive. He'd
heard how thorough a body search
could get.

® Bob Congdon ... suspicious.

e Paul
Cumberlidge,
(right)
honored

as the
Customer
Engineer
of the
Year

Back with the group, he explained
the only security officer on duty was
a woman So the search was called
off.

"But why's he smiling?" the doubt-
ing Congdon wanted to know.

The HP visitors were on a regular
showing-the-flag visit to remote sites,
listening to problems, discussing fu-
ture needs and putting faces to
friendly voices they hear on the
telephone.

Back in Melbourne, Bob had his
annual meeting of CE managers and
on 10 December hosted a dinner at
Joseph Street.

Adelaide’'s Paul Cumberlidge was
warmly congratulated on being
named Customer Engineer of the
Year. n

® Chris Cantor ... the suspect.

“We also want to raise our profes-
sionalism and account management
skills, particularly with lower-vol-
ume or cyclic customers,” he adds.

“Some customers buy on a fairly
regular six-year cycle and they get
to appreciate our service during the
sales and bedding in perod.

“We shouldn't be out of sight and
out of mind in the four years or so
to their next purchase.”

Field marketing provides the sales
force with general field support,
particularly by generating leads
through such activities as running

events, seminars, trade shows and
direct marketing campaigns initi-
ated by our focus groups.

Bob was born in Adelaide but has
spent most of his life in Canberra.
He studied urban geography and
town planning at the Canberra CAE
and was with the National Capital
Development Corporation for three
years. He has been with HP since
1983.

His wife Helen, born in Canberra,
Is a medical technologist. They are
enjoying their new life style at Ver-
mont with Caroline, 4, Emma, 3, and
Stephen, 1. [ |
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Computer b

AL LI

Births

Andrews was determined
beat Grace Teresa Proust to
a bassinet at Sydney's: Ad
~ ventist Hospital on a1
- October.

_ She decided to face the bngf,
wide world prematurely at
B8pm  and weighed 1332gr”
1b 1507). ~,,

f*Grace took  the leisurely
approach arnving 33 mu

ave a cnb for her, too.
Emikoh is the daughter
edical Secretary Elizabet
drews and Ken. Both |
dies are doing fine.

ce 1s the daughter
TVISOY Tim Proust an

® (Seated) Melvin Mende; (left) Alfred Aquino, Dennis Trevarthen and
Paul O’Brien.

Joseph Street readily agreed when Dennis Trevarthen, Acting Manager
e

of the Eastern Metropolitan Regional TAFE Board, asked whether two
chnical educators from Manila, sponsored by the Overseas Development
Corporation Program, could visit.

CEQO Training Manager Paul O'Brien arranged for them to assess the
training needs of a company in the Information business and to review
solutions adopted by HPA.

After a tour of the training facilities on Level 1, the visitors were able to
participate in operating the newly installed CAI/3000 computer-based tech-
nical training system.

They were impressed by the ease of student use, high level of materal
retention and facilities of the system. They said their long-term goal was
to move to this mode of delivery. u

tha Jane, daughter.

During November, members of the Senior Management Team held meet-

ings in all offices to launch FY87.

® Pictured at a Sales Force gathering in Melbourne are (below left) Market
Development Manager John Schmidt and NSW Sales Manager Bob Rob-
ertson. John will soon leave for Hong Kong as Marketing Development
Manager, Far East.

¢ Below right: Sales Coordinator Susan Fielding and Staff SR Melissa Ross.
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much is still

to be done






