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CREATIVE SELLING: There is a
touch of drama in many an HP sale.
Recently, for example, a young field
sales engineer named Will Work-
man of the Rockville, Marvland,
sales office faced such a situation
when he called at the Naval Re-
search Laboratory, Washingion,
D. C. In one of the laboratories ol
the acoustics division, a lcading
acoustics scientist, Vince Del Grosso,
was measuring the speed ol acoustic
waves in pure water (similar (o
measuring the speed of sound in air)
—research important to the Navy's
underwater navigation and sonar
programs. Del Grosso was experi-
encing a problem in determining
when the reflected acoustic wave
went through a wavelength. Work-
man thoughtan HP vector volumeter
might solve the problem. Recogniz-
ing its urgency, he returned to the
acoustics lab that same Cvcning with
an instrument and his solution
proved correct. Del Grosso (right,
above, with Workman) and liis asso-
ciates were able to finish their mea-
surements begun early in the day.
Result: a problem solved, an instru-
ment ordered, a good relationship
reinforced. And, a fine example of
HP’s marketing philosophy.

EVOLUTION IN SERVICE: How
important is a customer in Addis
Ababa, Ethiopia, or in Alice Springs,
Australiaz Very important. And the
prool is furnished by HP’s expand-
ing international marketing organi-
zation, now found in 106 othces
located in 59 countries. Nustralia is
a recent example of this evolution-
ary development. To kecp pace with
this rapidly growing market, the
company cstablished Hewlett-
Packard Australia Pty. Led. last
July, replacing and absorbing in
part a discributor group. Why? Sales
had reached the point where they
dominated the distributor’s eflort.
Special training and service in HP
l)roducts was needed. HP wanted
the flexibility to put branch sales
offices wherce they suited needs. And,
more interchange between the Aus-
tralian sales personncl and the other
parts of the company was desirable.
The parting, between Sample Elec-
tronics and the HP portion of its
business was amiable and smooth —
typified, perhaps, by Field Engincer
Max Biggins. Max joined Sample’s
Melbourne office in 1963, worked
full tme in sales and service while
attending night school, wmade the
switch to HP in July.

A PIONEER FREIGHT SYSTEM:
LEver since mid-1963 it has been pos-
sthle for a customer in the New Jer-
scy-New York area to uncrate  xd
use an HP instrument less thari 24
hours after it has left anv ol the com-
pany’s California plants. The rea-
son? Daily air freight service from
San Francisco and Los Angelesstn
Newark, N. J. Known as Lhe\)
Consolidation Program, it repre-
sents continuous efforts to provide
improved service (o customers
through {aster shipments. Th_‘g’_&l-
sands of man-hours were spen.
creating the massive study tirat
backed this pioneering venture.
Now, in the past ninc months, the
ACP has added Boston, New York,
and Philadelpliia to its destination
roster. As an added bonus, custom-
ers are finding that deliveries cost
no more in most cases than the
cheapest methods ol surface trans-
portation. Furthier ofl — perhaps a
vear or so from now, according o
HP's Trafic Manager Rod Ernst —
the company is hopelully expecting
to institute air consolidation ship-
ments from the HP divisions in
the Last to distribution poir \',"T”
Denver, Los Angeles. and San i an-
cisco.



