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First 2631A Shipments are Underway 
By: Ray Sme1ek;Boise 

On Fr~day October 28th the f~rst offlclal sh~pments of 
2631A s left Bo~se Dv is~on We at Bo~se are extremely 
pleased w ~ t h  f~eld reacton to th~s  new product and appre 

Based on our sales forecast and product~on plan we are 
shoot~ng for a 6-8 week avaiab~i ty on both 2631A's and 
2635A's dur~ng the first half of F~scal 1978. 

Everyone at Bo~se D ~ v ~ s ~ o n  IS dedicated toward meet~ng 
th~s goal I Know there are gong  to be rough spots In 
the early months and encourage each of you to contlnue @## 
working with our Sales Development Team to maxlmlze 

Y 

efforts dur~ng this phase Aga~n thanks for mak~ng the 2630 
fam~ly ntroduct~on sell~ng effort a tremendous success 

clate your efforts In gett~ng orders off to a great start I 

Our Shipping team encircles the first HP 2631 A shipping to a 
trade order customer. Kneeling: Mike Rutledge, Glen Kiser, Greg 
Miller; standing: Ed Geis, Ed Boehlke, Connie Davis, Tom Richter. 

ln~tial shipments w~ l l  be d~rected to f i l l  demo equipment 
orders at major sales offices. Addit~onally some of you have 
been working w ~ t h  our Sales Development Team on speclal 
customer situat~ons and we will also strlve to meet those 
cr~tical needs. Addit~onally we will ensure field sewlce kits 
w~ l l  be available to support the product. 

At announcement on September 15th we ant~c~pated a large 
number of orders and consequently l~sted ava~lab~lity at 12 
weeks. Our init~al order rate has been outstand~ng and even 
though we have an aggressive productlon plan we are 
seeing the availability of units stretch out. Also, as often 
occurs on a new product release, we are experiencing some 
short term parts ava~lability problems. We expect to be over 
this situat~on soon and plan a consistent increase in ship- 
ment quantities 

263X Reliability Testing 
By Steve Davis Boise 

Many of you have heard your Bo~se D iv~s~on  Sales Develop- 
ment contact refer to "RVT" when d~scussing the 2631A 
or the 2635A 

What IS  RVT7 Is it a new televis~on network? Or an 011 
addit~ve for vour car? 

RVT stands for Re l~ab~ l ty  Ver~fcat~on Testng It IS a program 9 of concentrated prlntlng wh~ch  IS designed to "beat the 
bugs out of the 2631 and the 2635 
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Since RVT began in late July, we have printed approxi- 
mately 7.6 bi l l~on characters using 35 machines. Several 
units have already printed the equivalent of two years 
normal output. In addition, the terminals have consumed 
250 ribbon cartridges and 900,OO sheets of paper. 

Although RVT represents a large investment by Boise 
Division, we feel that it has been worth every penney! 

RVT has enabled us to discover several areas where we can 
improve the reliability of the product. By making these 
changes at this time, we will be able to provide your 
customers with a proven, rel~able product starting with the 
very first shipments. 

The high performance features of the 2630 Family should 
attract a lot of customers for you In the short run, and RVl  
wlll insure that those customers stay w~ th  you (and HP) 
in the long run! 

Power (cord) to the People!! 
By: Mike HarriganIBoise 

Recently. many customers outside of the United States have 
been receiving their HP 7970 magnetic tape drives with the 
wrong power cord for the particular power system in use 
in their countries. Hewlett-Packard provides these special 
power cords '&ith no charge to the customer; however, 
the proper option must be specifled. 

#900- Substitutes power cord for use with 230V in Great 
Britain, Cyprus, Nigeria, Rhodesia, Singapore, South 
Africa, and India. 

#901- Subst~tutes power cord for use with 230V in Australla 
and New Zealand. 

#902- Subst~tutes power cord for use with 230V in Europe 
and M~ddle East. 

I By inittally ordering the mag tape drive w ~ t h  the proper 
cord option, you will save yourself and your customer time 
and money. 
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DEC's Price Cuts 
By Steve CoitiDSD 

Wlth recently announced prlce cuts and some capaclty 
problems under control DEC is apparently back In the 
bus~ness of aggressive pricng On October 17 DEC a i -  
nounced a serles of prlce cuts on ~ t s  PDP-l l systems cer- 
ta~n d~scs,  and term~nas The lnformation we have so far 
suggests that CPU and memory prlces have not changed 

The chart below glves some representatve data on the 
system prlce reductons 

System Old Price New Price 

PDP 11103, 32 KB MPS, dual floppy, $ 12,200 $ 10,000 
LA36, RT-11* 

PDP 11104, 64KB MOS, RK05FIJ $ 29,570 $ 24,900 
(7.5 MB total), LA36, RT-11* 

PDP 11134, 64KB MOS, RK05FIJ, $ 36,410 $ 28,900 
LA36, RSXl 1 -M* 

PDP 11134, 96KB MOS, dual RK06 $ 52,380 $ 44,700 
(1 4MB each), LA36, RSXl 1 -M* 

PDP 11/60, 64KB MOS, RK05FIJ, $ 47,450 $ 41,400 
LA36, RSX11 -M* 

PDP 11160, 128KB MOS, dual $ 65,700 $ 59,000 
RK06, LA36, RSKI 1 -M* 

PDP 11170, 256KB MOS, RP06 $147,630 $130,000 
(1 76MB), TE16 magtape, LA36, 
RSXl1 -M* 

'Note: On all systems, the customer has a cho~ce of appl~caMe operating 
systems. RT-11. RSX11-M. RSTSIE, MUMPS-11, and IAS are among those 
usually offered. 

Disc and term~nal prlces were reduced as follows. 

Old Price New Price 

R K l l J  (2.5MB), RK05F (5.OMB) $ 16,600 $ 15,000 
RK611 (14MB with controller) $ 17,000 no change 
RK06 (drive only) $ 10,450 no change 
RJPO6 (176MB with controller) $ 46,200 $ 44,000 
RP06 (drive only) $ 36,650 $ 34,000 
LA36 (C models) $ 2,470 $ 2,100 
v r 5 2  AA-AJ $ 2,200 $ 1,900 

or 
four for 

$ 6,000 

In add~ ton  DEC introduced the RM03 67MB d ~ s c  The 
RM03 Ists for $21,000 w~ th  controller and $19,000 for the 
dr~ve alone 

To show where system prlce reductons come trom lets 
look at the reduct~on on an 11 60 system w~ th  the RKO5J 
removable d s c  and RK05F txed head d s c  (7 5NIB total) .3 

Old Prlce: 
New Prlce: 

Net Reduction: 

The reduct~on IS compr~sed of 
Former llst prlce of 

RSX11 -M $ 2 750 (6%) 
DISC price reduct~ons $ 1 600 (3%) 
LA36 price reduct~on $ 370 (1%) 
"Packaging dlscount 

(computed) $ 1 330 (3%) 

Key ponts about th~s  round of price reductions are flrst 
that software I S  now bundled Into PDP 11 systems and 
second that these reduct~ons focus largely on packaged 
systems Customers both OEM and end user w~ l l  continue 
to pay same prces for processors and memory that were In 
effect before October 17 

These reductons b r ~ n g  DEC systems closer to HP's 1000 
in terms of prlce performance but HP st11 has an edge In 
memory prlce memory speed and capaclty, d ~ s c  per- 
formance termnal performance and data base software 

For example compare the Model 30 against any one of 
DEC's systems. 

How fast I S  the memory in the system? 
How much does ~t cost to add that extra 64K7 
Is there any d ~ s c  that offers the performance of the 79057 
Or the 79207 
What does the user have to buy to get 2645 termlnal 
lntelhgence and cartr~dge storage' 
How about HP s new 2631 prnter? 
Anythng comparable to IMAGE ava~lable? 

The Model 30 still offers the user superlor value for 
his money 

4 
~-, 
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HP-IB State of the Union 
By: Neal KuhniDSD 

The start of the new flscal year IS a tlme to reflect back 
on our sales accompl~shments for the previous year and 
project our success for the new one. Last year HP-IB 
sales grew at a fantastic rate We are now selling over 
one hundred HP-IB interface kits per month. HP-IB hardware 
and software were improved durlng the last year to solidify 
the product and ma<e it easier to use. 

Last year saw important application literature for HP 10001 
HP-IB. Application Note AN 201-4, PERFORMANCE EVALU- 
ATION OF HP-IB UNDER AN RTE ENVIRONMENT, was well 
received. This year you will see more HP-IB application 
literature developed. 

The most important effort, however, will be continued joint 
cooperation wlth the Instrument Group. Last year we opened 
communication channels wlth the Instrument rnanufacturlng 
divisions. This effort will be continued, and cross support 
tralnlng has begun. 

Joint efforts between Computer and Instrument Groups will 
benefit everyone. There will be incremental sales of com- 
puters, extra HP instrumentation sold (our proflt sharlng 
benefitted), and the customer will have a stronger reason 
to turn to Hewlett-Packard for a one-vendor solution. 

Commun~cat~on IS very Important in supporting and in- 
creasing HP-IB growth. We are very interested to hear of 
both success stories, and any problems you might have. Feel 
encouraged to let us know. 

3070 Utilities Make 3070 
Programming Easy! 
By: Mark BeswethericklDSD 

Features like prompting lights, special function keys, and 
the HP Grenoble link make the 3070A Data Entry Terminal 
easy to connect and Lse. Now the 3070A is also easy to pro- 
gram, thanks to the HP 3070A Terminal Utility Subroutines 
for RTE and HP-IB Devices. The 3070A Utillties, written by 
HP Grenoble, have just been added to DSD's Library of 
Contributed User Software (LOCUS). The routines provide 
simple function and subroutine calls that allow terminal 
o~erations such as: 

select normal or transparent mode 
turn prompting lights on and off 
enable special function keys as terminators 
recognize special function keys or service requests 

I 

In addition, the routines allow easy control of HP-IB opera- 
tions. One of the key features of the 3070A is that up to 13 
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HP-IB devices may be connected to a 3070A terminal. The 
instrument cluster is then controlled by the computer via the 
serlal link, at distances up to 2 Km. Before the advent of the 
3070 utilltles, such a cluster would be programmed with 
complicated system executive calls. Now, straightforward 
calls can accomplish the following tasks: 

clear the bus 
control the REN line 
address talkers and listeners 
passitake control to or from other controllers 
recognize service requests from devices 
perform serial polls 
gain complete control of the bus, i f  desired 

The result is that an entire instrument cluster connected to a 
3070A can be easily programmed with the 3070A Utilities 
and simple READIPRINT statements in BASIC or READ1 
WRITE statements in FORTRAN. Demos that show the sim- 
plicity and power of the 3070A Utilities are available. Con- 
tact me or A/IC Rahkmanoff at Bolse for more information. 
The 3070 Utillties greatly simplify 3070 programming and 
provide customers with one more good reason to buy 3070 
terminals. 

NOTE Customers should be aware that a program that calls a 3070 Ut~l~ty 1s 
locked Into ~ t s  partlt~on wh~le do~ng 110 to the 3070A term~nal If many 
terminal control programs are runnlng concurrently system per- 
formance (can be adversely affected 

LOCUS Part Numbers and Prices: HP 3070A Terminal 
Utility Subroutines for RTE and HP-IB Devices. 

22682-13376 (264412645 Cartridge Tape) . . .$80 
22682-10976 (800 BPI Mag Tape) . . . . . . . . . .$30 
22682-1 1976 (1 600 BPI Mag Tape) . . . . . . . .$30 

SELL 3070's and HP 1000'S! 

DSI1000 Support Coordinator 
By: Joe DiesellDSD 

Wlth the advent of DSllOOO we have put forward an out- 
standing product whlch wlll make a real contrlbut~on to the 
solutlon of customers problems Along wlth the opportunl- 
tles, however, ~t presents some new challenges of sup- 
porting the product In the fleld These challenges are 
prlmarlly caused by the expected w~de geographic dlstrl- 
butlon of nodes In networks and by the llnklng of HPl1000 
systems wlth HPl3000 systems In some cases, communl- 
cating nodes In a network wlll be In d~fferent cltles, different 
sales regions and d~fferent countries Clearly, the suc- 
cessful ~nstallatlon, servlclng, and updat~ng of these 
networks wlll require an extraordinary degree of coopera- 
tion among HP personnel and customers 

As an aid to meeting this challenge, we have adopted the 
Configuration and Support Directory used by GSD for 
DSl3000, with a few modifications as appropriate. This 
directory, when properly filled out and distributed, will pro- 
vide vital information to the factory, field, and customer 
about the characteristics of the network: the equipment in- 
stalled, its location, the types of communication links, and so 



forth Most important of all it will identify the key people at 
the customers sites (System Managers Network Manager) 
and at the HP offices (F E S E C E )  One person at an 
appropriate HP field office will be designated the HP Sup- 
port Coordinator The Support Coordinator will be kept in- 
formed by the factory of coming software and firmware 
updates and ot any compatibility problems that might exist 
between updates of different revision codes This informa- 
tlon will be especially important when 1000 to-3000 
problems exist because of the different mechanisms used 
by DSD and GSD for d stributing and install~ng software 
The Support Coordinator will arrange with the customers 
Network Manager the t~mes for installation service and up- 
date work to be done by the appropriate HP personnel 
and will make sure the HP people have the right software 
and firmware Darts to install 

The responslbiity of the Support Coordinator is a new one. 
but so IS the product and its great potential can be best 
realized i f  we do a first class job of supporting it in the field 
The function of the Support Coordinator is an important 
step toward this objective 

Copies of the Configuration and Support Directory forms will 
be distributed to field offices in the near future 

HP OEM Customer Guide 
By: Jim Anderson DSD 

The HP Guide to OEM Customers is currently being up- 
dated As an HP private document thls listing of the capa- 
bilitles represented by our OEM customers has been helpful 
to our sales representatives ~n sales opportun~tes requiring 
an OEM solution 

The last edition of the OEM Newsletter contained a form to 
be filled out by the OEM for ~nclusion in the next edition of 
the Guide. Please encourage your OEM's to complete this 

form or send in a one-page capability summary to J/m 
Anderson, OEM Market Development at Data Systems 
Division 

OEM's who are new, or have introduced new products 
within the past year and a half or were previously omitted 
are the primary targets of this update 

This Guide has proven to be valuable in generating new 
business for you and your OEMs Help us bring it up 
to date1 

Oops, Sorry! 
By Ted Proske DSD 

In adding the 12936A Privileged lnterrupt Fence card to the 
revised 21 MX Hardware Data Book (5953 0860), we some- 
how wrote down the mistaken idea that the 12936A is usable 
as a privileged interrupt fence in RTE systems THATS 
JUST NOT SO The 12936A card is usable as a privileged 
Interrupt fence only in DOS systems please correct your sq 
reference copy of the 21 MX data book on page 3-14 to 
flag this mistake so you don t get caught by it This error 
will be corrected in the next revision of the 21 MX data book 

I f  you catch any other goofs we may have missed ~n this 
or any other DSD literature piece, please tell us about it so 
our literature can be as foolproof as possible 

DSI1000 NPT Overhead Slides Available! ,, 

By Bill Kaiser DSD 
q 

To help you sell DS 1000, you can now order the same slides 
used by B11l Stevens (DS 1000 project manager) on the New 
Product Tour 

[his set of 23 handsome overhead sides can be obtained at 
a cost of $40 per set Just f i l l  out a short-form internal 
order form for DS 1000 NPT Slide Subset (BS-10) and 
include youf location code and account number You car? 
send the internal orders to Sob Sears at DSD ", 

6 1 . 1  - 1 ' .  
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Aquick memory test. 
Feature 

bytes wi th 22-bit I lamrning fault contrc~l. Cache-slwd 050 ns 
MOS/KAMs available fur all rncrnor).. 

Reliability 

... 
data cornrnunicat~ons Fast FOKfKAN processor optional. 
User m~croprojiramrning I)~rrc l  nlt.niory access rates u p  to 
'XI bvtcs/soc. microproyrarnmctl burst rates to l l.J21 
bytrs/soc. Standartil/ml ~nlerfaccs for pnrallcl 'rl'l.. pmcess 
I/O. RS232 and IEEE-,188 (Ill'-IH) 

Cost 

hiernory parrty stnl~dnrcl: fault cuntl.cd .llso nva~lable. Auru- 
rnallc nlicrotu~icd dlagnostlcs 1 ligh resls1;lncc to shock, 
vlhrarlon ant1 tclnpr.raturc varl;lt Ions Hro\\ti-out l)~.orrf 
power  u p p l c  14;trtrr) h ~ c k u p  

IPK b t tc  595 11s mc.nlrrsy S -188' 
12XK hvtu 595 ns mr~n~c>rF . 54.160' 

32K h \ ~ e  350 ns nlcmor) . % 1 ..365* 

.!l\l'i \I-Szrtca colnputcr i t ~ t h  256K bvlzs of fault cuntrcl 
rncrnorv : $S3.$110* 

111' IOW Syslum with 21 hlX I<-Scrtes crmputer ,lnd 511K 
hl lzb of f;lulr control 1111~1nu1). 15x1 h \ l ~ s  of dlsu storiupz, 

svstcm . Sti2.300 

'J 'TI , .L, \  .\A<ICI : I I ~ ~ / I I . ~ ~ ~  .3S6':: C)lf:\/ ~ , I ~ C I I : ~ J I V L ~ I S C . < I : ~ ~ I ~  

A l l  , ~ f l , ' !T  p11rc.h [J'S ' ~ c , l l , ~ ~ ~ r l ' ~ l l ~ l  

It's hard to beat- hat kind of per-for.rnancc at those priccs. Espcrially 

work smcwthly. So if your old favorite didn't score 
very well in this test, mayhe you should call your 
nearest 1 [Psales office listed in the Lt'hitc Pages. Or 
write to Robert Puette. 1 lewlrtt-Packard. llO(X) CVolfe 
h a d ,  Dept. 00N. Cupertino C:rZ 95014.'l'hr quicker, 
the better. 

HEWLETT h PACKARD h5 
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Instrumentation Interfacine: 
how does your real-time n comfuter 

measure up? 
- - - -- . - - - - -  - 

Feature Our HP 1000 and 21MX Computers - -1 your old favorite 

faces (1EEE-488, hus-comp.ltihl? instrument> for st~mulus. rncnsurrmcnt and 

ANSI M~ 1, 1) dlspla\. and rr(luccs ~nslnllnlton costs. 111~ti-lcvcl llI;,ll) and 
Lt'Rfl'I: calls tn I:OKI'R,\\ .tnii HASIC clrnpl~f? p r o ~ r ~ i m m I n a  

I 

Intelligent 
Analog 
and Digital 
Subsystem 

Standard Inter- 

Real Time 
Software 

tip-lnterfacc Bus I t ip- IRI .;~rnpl~f~cs corlnrcttlins to ovcr 2iM) 

Computer 
Costs* 

. - .- - ... - 

I{I"s 2230A mlrroprorcs\crr h;~sctl .Innlog r ~ t i d  d ~ p ~ t a l  sr~h- 
srstcm <,If Icu~~ls C'l'['nn<l \~n i l i l r f~ ra  prt,yr;inimlny I I;~n(ll('s 
complctc real- l~nlr  ~,~ck.; such as t ~ n ~ c - s c t ~ c d ~ ~ l c ( i  dnln acqn~si 
tion. sr,ln svnchron~ration \\111i c.it~.rn.~l c \ r ~ ~ t s .  tntc~.r-upI 
walls. wnvcfornl s~ilnpll. p~lclnq. It~nip~~r.11111-c ril.lfl ('01-rccllul15 
for h ~ g h  .Iccur;wv 

C'ornp;lr~hle fnmrl\. 01 rnrmon .and d~sc husrd tletll 'l'~mk- 
t.:\rcut~\.~, (ICI I:) i>prr,atIng \\sIvms In~r.rrh~pt 11nn(lling a l  
l(Mbts tl~,al t1111e l3,\SlC.. IS \ l. 'OllI It,\\ \ \ ~ t l i  ti11 ni;3n11>11la 
tl,rn .ind rcnl t~nic.citcn.~c~n< i 

. - . . -- - - . 

*.I// ,,,-,,.,,\ \/,OL<~,I , ,r<, 1 .\ ,i~l?,lt~\l,,. / I \ [  

\Vhcn you consider thc  urn^^. of 1nst1-umcnts wc makc, it's 

\:Volfe Road, I3c.pt. (XX). Cuper t ino  CA 9501-1. . \ntl  s aw  
a lot of intcrfacc. 

HEWLETT n= PACKARD hi 
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COMPUTER S \7SVEMS NEWSLETTER 

Processor growth: 
can your s m d  computer 

make the upgrade? 
Product 

Computers 

Systems 

-- -- . - - - - . - - - -. . .... ... . .. 

Our HP 1000 and 21MX Computers 
- - .. - - - - - - 

21\1S cc'mputrrs. \ % ~ ( h  mcliior\ rap.icil\ &,f I H n i ~ l l l ~ i ~ ~  I>%tch. 
slxscds up to 350 ns. 3 r d  uscr m ~ c r a , p n i g r . ~ n ~ ~ i ~ ~ ~ ~ y  1\11 tiilv~' 
compntlblr nrch~trctul.c. Instrllctlon SCIY. 1:O .1nd 1iit*r113r\ 

K So.nt.5 c~,mpllfcr orr ;I hc>,l~.~l 5?)7,I* 

. \ I  .Vcr-r<.s loiv-t.ost nlrnprltrl.. S?.tirlHt 
I.-.Vcn#.c h~plr-gi~r l~irni~ncc. cu~i i j iutrr  S:I.XO:?* 
Instr uc t~~rns  70 IlH)'a> f,tal~*r t l i i n ~  \I SCI 14,s 

- , "  - .. .- 
Ill' 1000 ~nc lu~ lcs  21.\1* I': ronlprll~.r. ('HI ~ . i ~ n n , ~ l ~ ~  \\ I I ~  \oft 
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GSA Update 
By Bill Swift DTD 

If any of your customers include agencies of the federal 
government you will no doubt be disappointed to learn 
that the DTD product line is no longer on GSA schedule 
Prior to October 1 we were on Schedule 58 but the govern- 
ment dec~ded that our products were too smart to be 
considered simply terminals They informed us that our 
intelligence causes our products to be categorized as com- 
puters and included in Schedule 70 In negotiating a con- 
tract this summer we could not reach agreement on the 
dlscount we are willing to give the government As a result 
the DTD products do not appear on Schedule 70 Negotia 
tions are continuing and we may still make i t  onto the 
January schedule 

Having the terminals on GSA contract will not be as im- 
portant thls year since we are no longer in the Schedule 58 
category On Schedule 70 vendors must bid for each 
purchase I f  chosen as low bidder the government can buy 
from us regardless of whether or not we have a GSA 
contract If we do not have a contract and the total pur- 
chase exceeds $50K GSA must approve the procurement 
We expect this will be relatively automatic but b e  don t 
have any experience with this process as yet Purchases 
under $50K don t require GSA approval 

So, take hearti Wh~le GSA is not making it any easier to sell 
DTD products to the government, we don t expect that this 
will slow our growing momentum 

2649 Graphics Options-Continued 
By Sarv Thakur DTD 

In the October 15 issue of the Newsletter, we listed a set 
of special optlons to the 2649A in order to come up with 
an OEM version of a standard 2648A However there was a 
minor omission in the list Lower case Roman character set 
IS a standard feature of the 2648A and should therefore, 
be Included in the 2649A as option 101 in order to provide 

a standard 2648A It costs $100 ralsing the Graphics 2649A 
price to a total of $5850 Please make sure you update your 
list to reflect this correction 

My apologies for the omission 

HP 2648 Support on Computer Systems 
By Tom Lee DTD 

Many questions have been coming ~ n t o  Sales Deveoprnent 
lately asking what driver IS used with the 2648A Here s a 
table that w~ l l  answer your questions 

User Written Tape and 
Using Compatibility HP Graphics Block Mode 

Mode Software Transfers 

1000 Must use DVROO DVR05*,DVA05. DVROS. 
DVROO DVAO5 

The 2648A in compat~bility mode will use the ENQ charac- 
ter as a screen address Several of our terminal dr~vers 
(DVR05 DVA05 TERM= 10) use ENQ character as a hand- 
shake character When using the 2648A with an HP or 
non-HP system you cannot use ENQ protocol and com- 
p a t i b t y  mode at the same time 

Note Terminal must have Option 30 and 13260B Extended 
Data Comm 

Block File Transfers 
With a Carriage Return Termination 
Soft Key Application Note #10/Rev. A 
By Carl Flock DTD 

Some computer systems have large input buffers, relatively 
slow line turnaround, and need a carriage return as the 
termination character, (e g IBM TSO) These features make 
~t desirable to have long blocks of data sent to the CPU 
terminated by a single carriage return The soft key defn i  
tions are 
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Force Parity Application 
By: Phil Royse, U.K. 

These soft keys can handle data files of 1024 bytes each, 
and can be expanded by addng more "H,E,[" in f4. Any 
length transfer is possible from the screen. 

Record separators are still present and lmmedlately pre- 
cede the forced carrlage return character. 

Here's an Interesting application where settlng keyboard 

The commands from the CPU that are necessary are llsted 
below: 

READ next file from left tape: EC&,1 7741 7a361 ddlOD 
READ next file from right tape: EC&,1 7741 7a362ddlOD 

Interface Switch Z solved the problem. 

A customer, Rank Xerox, called me in to demo the 2645A 

a (NOTE: G and H swltches must be set correctly). 

on the~r 3701158. It runs an operating system called 
ROSCOE (non-IBM) available in U.S. and U.K. My customer 
was a user with only vestigial support from the computer 
department1communications manager at RX's centralized, 
remote computer location. . . 

The problem: We logged on to ROSCOE at 300 baud, on 
a dial-up duplex line, in place of his normal printing 
terminals (AJ, etc,), party set to EVEN. However, after each 
line was typed In, and CNTL S sent (DC3), the system 
responded by returning the cursor to the start of the line and 
overwriting the first 3 characters with DEL's ( I ) "That's 
a crazy sort of prompt,'' said I. "Funny, it normally comes 
back with an underline on a new line . . . "  said my customer. 

So, at this stage, I turned on Monitor Mode, but this wasn't 
much help either. 

A line was keyed i n .  . . LIST F, 100 D3 D3 CR 
and Roscoe responded with . . . I I I D 3  

OK, so there's a CR but no LF, and still those three stupid 
DEL's. So . . . l decided that maybe parity errors were 
causlng the DEL's, so I set sw~tch Z, and kept the parity 
switch on EVEN. Thus, all characters sent from the terminal 
were even parlty; i.e., correct for ROSCOE. But the 2645A 
only looked at the first seven bits of each character from 
ROSCOE, and didn't do any parity checks. Still in Monitor 
Mode, a line was typed In: 

XXXXXD3 D3 CR 
and ROSCOE responded with 

LF- AkD3 

Guess what? The LF-AK were being sent w~thout parity 
when all other characters were sent w~th even parity!!!! 
Now, operating in normal mode, sure enough the customer 
got his normal underline prompt character on a new line. 
Result, one happy customer, who I guess is going to buy 
two terminals. 

(NOTE: I called the Assistant Comms Manager at RX com- 
puter centre, to discuss the situation, but he didn't under- 
stand what I was saying or asking him. I got the feellng 
that he thought he was talking to some nut, so I terminated 
the call.) 
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100th HP 3000 Ordered! 
By: Bob LewinlGSD-HPSA 

Recently the 100th HP 3000 was ordered for the Scanebelux 
Sales Region This successful sales region is headed by 
Jan Schapers and consists of seven countries Belgium, 
The Netherlands. Denmark Norway Sweden Luxemburg 
and Finland 

The 100th HP 3000 order was one of six transmitted during 
the end of August! From one country! Sweden1 

The lucky order was 

Customer: Atlas Copco 
Sales Rep. Peter Almgren 
Syst. Eng : Mats Jonsson 

All countries contributed to this excellent sales record I'm 
sure all of us extend our congratulations to each and every 
member of the CSG Sales force in the Scanebelux Sales 
Region for a job we1 done 

To mark this occasion, an appropriate memento w~ l l  be 
presented to Peter and Mats by GSD on achieving the 
hrst 100th order 

It w ~ l  be interesting to see who will receive the second 
100th order award1 Perhaps in 1978!! 

What Does the HP 2026 Offer the "Small" 
Office? 
By Terry Eastham GSD 

As inexpensive as the 2026 system is a customer may still 
have a few small two-man offices that cannot afford a 
complete system There are two possible solutions to this 
type of situation both of which are based on the fact 
that the 2026 can support remote 2645 terminals via 
asynchronous modems 

The 2026 actually provides four interface channels for 
terminal support Each of these channels (12966 cards) may 
be configured for hardwired operation (normally 9600 baud) 
or for asynchronous modem operation (typically 1200 
baud) For example it might be desirable to have one local 
multi-dropped line of terminals running at 9600 baua and 
at the same time support remote terminals on the three 
remaining interface channels via modems 

I. Do It With Remote "On-Line" Terminals 

An asynchronous modem ink  using a dial-up or leased 
line can provide a remote terminal user with the same 
capab~lht~es for data entry and file inquiryJupdate as any 
of the local hardwired terminals Of course the ter- 
minals will run slower depending on the speed of the 
modems Serial printers could also be placed at the 
remote locations Th~s solution IS  shown below ? 

PODUNK, USA 

METROPOLIS USA 

BUMF 1 USA 

PLAINS GA 

II. Do It ''Off-Line" with 2645 Cartridges 

An alternative approach is to add dual tape cartridges 
to the remote 2645 terminals Data entry screens can 
then be stored on one cartridge and used to enter the 
data onto the other cartridge Periodically a modem link 
would be established to the 2026 and the entered data fa?l 
read (and edited) into a file on the 2026 This is in 
effect a batch entry technique The drawback of not 
getting 2026 editlng power (no on-line access to data 
files) at entry time may well be offset by the cost 
savings of not being on-line all the time 

Again remote printers could be employed at the remote 
sites i f  desired This solution 1s depicted below 

STORED ON 
FIRST CARTRIDGE 

DATA 
STORED ON 

SECOND CARTRIDGE 

Note also that this is solution allows many more remote 
locations to be served by one 2026 A maximum of 16 
terminals may be active (on-line) at any one time 

I_ - 
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"But the 2026 isn't very flexible, is it?" Several times I've 
had discussions with HP people about the topic of 
"flexibility." Never lacking for answers, I usually come back 
with "compared to what?" 

Unlocking the Secrets of the HP 2026 
By: Dick BaumannlGSD 

1 

The 2026 doesn't have conventional commercial program- 
ming languages like COBOL, RPG, PL1 and the like, so 
it must be limited, right? So how can you do anything that's 
the least bit non-trivial? Take a close look at the "HP 2026 
Edit Instruction Set " Some of those instructions look 
suspiciously like the instruction set of a real live program- 
ming language . . . . ADD, GOTO, MOVE, RETURN, etc. 
Modest souls that we are, we refer to these as "edit 
instructions." Obviously there's more there than a few 

How do you use these instructions? With DEAL (Data Entry 
Applications Language), you specify the operations you 
want to perform on data entered by operators or data 
retrieved from local data files. There also just happen to be 
16 flags which may be set and tested. This now opens up 
a lot of logical possibilities, since the "edit instructions" 
can be executed depending on these flag settings. 

Some examples of using these capabilities might help. You 
could, for example: 

1. Add and subtract fields, as you would do in keeping 
track of inventory counts. HP's FlCS (Field Inventory 
Control System) is an entire inventory system written 
with DEAL. 

instructions which edit data in the conventional use of the 
term "edit." 

2. Retrieve a record from a file, then use a field within 
that record as the key to access other files. HP's SODA 
(Sales Office Data Access) application does this 
extensively. 

3. Read data from a 2645 data entry terminal, tape, disc, 
card reader or 2645 cartridge. Reformat the data by 
moving or rearranging fields, inserting literals, or delet- 
ing fields. Write the data to tape, disc, line printer, a 
local CRT printer, the console, or a 2645 cartridge. 

The real power of DEAL is its very high level way of looking 
at "programming" for a data entry and data storage1 
retrievallupdate environment. The edit instruction set does 
provide a great deal of flexibility, and the beauty of it all 
is that it's very easy to do. Check it out for yourself 
sometime. 

HP 2026 Edit lnstruction Set 

VERIFICATION DATA MOVE MATHEMATICAL TERMINAL FUNCTIONS 

ALPHNBLANK RIGHT JUSTIFY ADD AUTOMATIC DISPLAY 
DATE CHECK SAVE AREA STORE SUBTRACT ALPHA TERMINAL CODE STORE 
NUMERICIBLANK SAVE AREA RETRIEVE MULTIPLY NUMERIC TERMINAL CODE STORE 
NON-BLANK MOVE DIVIDE OPERATOR INPUT PREEMPT 
CHECK DIGIT LITERAL INSERT STORE BINARY NUMBER 
ALPHNNUMERIC DATA FORMATTING SAVE VALUE INCREMENT 

NUMERIC CONVERSION 

COMPARISON FILE INPUTIOUTPUT LOGICAL FLOW 

RANGE CHECK BINARY SEARCH READ STOP 
TABLE LOOKUP SERIAL SEARCH WRITE GOT0 
STRING COMPARE ELEMENT COMPARE 110 CONTROL GOT0 & LINK 
NUMERIC COMPARE ELEMENT RETRIEVE 110 STATUS RETURN 

ELEMENT REPLACE 
RECORD ADD 
FlLE RESET 
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TEPE Europe (Boeblingen, Germany 
and Winnersh, U.K.) 
By Don Ringen/GSD-HPSA 

t i p  GMBH LTD 
COMPUTER STORE 

Y 

Does your customer require a benchmark? 

I f  so and you want to simulate term~nals Boeblingen has 
the answer1 TEPE (TIME-SHARING EVENT PERFORMANCE 
Evaluator) system IS now available at Boeblingen Germany 
During the early part of September all the necessary parts 
arrived to build an HP 2100MX based TEPE system The 
TEPE system will be able to simulate up to 32 terminals 

The use and scheduling of the TEPE system and HP 3000 
can be scheduled through Bodo Kleineidam Boclo W I I  pro- 
vide the hardware and the necessary C E support 

The system is available for all of Europe to use Yoiir 
tralned S E w~ l l  provide the necessary scripts and initla- 
ized files for the TEPE and the program and data files for 
the HP 3000 

The HP 3000 provided has the following configuration 

Model 8-512 KB 
2-HP 7920 DISCS 
1-HP 7905 DISC 
2 tapes 1-1600 cpi 

1-800 C P I  

1-300 LPM printer 

In the three days we were there, two benchmarks were run 

1 Alan Marriott and Roger Smith from the L K ran a 
multiple terminal basic bench for a university 

2 Kim Leeper from Amsterdam did hls initial debugging of 
scripts before going to the factory and running a 64- 
termlnal BASIC benchmark 

Many thanks are extended to Heinz Jurack and EhfaIa' Mund 
of Boebl~ngen for resolving all the hardware and software 
problems encountered. 

I f  you have any further questions about TEPE Boeblngen, 
please contact myself or Bodo Kleine~dam 

More good news Winnersh England will have the answer in 
November1 TEPE system is awaiting a few parts frorn DSD 
The rEPE system there will be able to srrlulate 16 terminals 
and will be available for all of Europe for those smaller 
benchmarks 

The use and scheduling of the TEPE system and HP 3000 
can be arranged through To i~y  Hill S E Manager U K 
Tony will provlde necessarv C E support for TEPE and the 
HP 3000 

The design running and andyss  of the TEPE and HP 3000 
data will be provided by yoL,r S E 

The HP 3000 in Winnersh has the f o l l o ~ ~ ~ n g  configuration 

Model 6-256 KB 
1 HP 7920 Disc 
Tapes 1-1600 Cpi 

1-800 Cpi 

DSl3000: The French Connection 
By Steve Feo GSD-HPSA 

VlVE LA FRANCE! 

LA TOUR EIFFEL 

The French are famous for their wine their cheese and their 
HP 3000 distributed systems installations r? 

A large m a  order company has sucessfully installed a 
network of four 3000's to haqde their orders and shipping 
requiremeqts 

Systern 1 is dedicated to on-line data entry with 50 
f 

HP 2640 s It handles 10,000 orders a day prints Invoices 
and shipping labels 

System 2 keeps a data base of any order problem (bad 
Invoices damaged shipment, date due etc ) 

System 3 takes care of all internal purchasing requirements 
and management 

System 4 handles all statistics for conventional 
management 

All four systems are connected in a dislrbuted network 
under DS 3000 There was a lot of competition from DEC 
and B M  but it just wasn t enough for our 3000 and 
"our man in Orsay Daniel Roman Congratulations Daniel 

- 
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Working with Third Parties . . . Effectively! 
By: Gary GubitziGSD 

, 
Working with thlrd partles (OEMs and software houses) 
is an excellent way to leverage your selling efforts. Many of 
you are now ut~lizing third parties in varlous sales situations. 
Most of the efforts so far have been field init~ated, however. 
Our task at GSD is to help you utilize third parties more 

. effectively, by be~ng an Information source on exlsting third 
parties and their appl~cat~ons. 

In Sales Development we w~l l  develop an in-house catalog 
containing information on HP 3000 OEMs and software 
houses. This Information, when available, will be indexed by 
application and region of support. Then, whenever you have 
a potentla1 customer who needs more than HP supplied 
Hardwarelsoftware, you can call your Sales Development 
representative for alternatives. 

Why lose a sale just because you weren't aware that a 
third party was available; especially if that ~nformation is just 
a phone call away! When you are contacting a th~rd 
party, remember to go through the HP Sales Representat~ve 
who handles that th~rd party 

We will be sending a letter to exlsting and new OEMs 
for information on the~r products. The more they send us, the 
more effective we can be to you. The materials we are 
requesting are contact name, applications, and product 
brochures. This should be sent to April K~lpatnck in 
GSD Sales Development. 

A form for this Information will be in the next Computer 
Systems OEM Newsletter Now about signing your OEMs 
up for afree subscr~ption. Just send the~r name and address 
to OEM Market Development at DSD. 

We also need Information on your Software Houses. There 
are many that have super appl~cation packages or do 
excellent custom work and may benefit your customer. Take 
the tlme to encourage them to send this material to Apr11 

Third Party leveraging works . . let's make it work better!!! 

Do I or Don't I Need 'Those #*$#* Options? 
By: Ross HuntlGSD 

With our attractive new upgrade prices in effect we are 
seeing a great deal of renewed interest on the part of our 
HP 3000 and HP 3000CX customers. Apparently there 1s 
some confusion about what options are necessary and what 
areas of the customer's systems will require conversion. 

This brlef revlew should help you answer their questions. 

Options on 30306A & 30409C Upgrades: 

001- Add~tional 30310A power supply. Your +$5,000 
HP 3000CX or pre-CX system does not 
require thls option. They have sufficient 
power supplles to complete the up- 
grade. However, a Serles I system, 
which 1s internally simpler than a CX 
or pre-CX does require th~s option 
when upgrad~ng. 

050- Delete lsolat~on transformer The Serles -$2,100 
I I  requlres an lsolat~on Transformer 
This opt~on should be ordered only ~f the 
ex~stlng system already has a trans- 
former that can be ut~l~zed or if a 
transformer w~th d~fferent character- 
lst~cs than the one suppl~ed with the 
upgrade, 1s requ~red 

132- Upgrade Selector Channel. All +$3,000 
HP 3000 Series I systems have a 
selector channel, but this 1s not true 
for all the HP 3000CX and pre-CX 
systems. A selector channel was not 
required for ISS Disc-only based 
systems. This option is necessary for 
all systems that previously contained a 
selector channel and it upgrades the 
existing channel to a Ser~es II com- 
patible channel (30030A to 30030B). 
Thts option is related to option 202, 
return credit for the two boards of the 
old 30030A selector channel returned 
to GSD. If your customer does not have 
a selector channel but now with the 
upgrade wants one (it is requlred for 
79201'7905 type dlscs) he should order 
~ roduc t  number 30030B for $3600. 

150- Add 1 CWSeries II style cabinet. Prior +$2,800 
to the introduction of the HP 3000CX, 
HP 3000 systems were shipped In 
d~fferent style 52" high cablnetry 
(affectionately known as the Pizza 
Ovens). Your pre-CX customer may 
want to replace his older style cabinet 
with the new 56" cabinet. Thls replace- 
ment would be for cosmetic reasons; 
the system is completely operational 
with older style cabinets (NOTE: There 
IS no return credit for 52" high 
cab~nets). Also a few customers may 
have a system with a 7900 dlsc drive 
mounted in Bay 2 of their system. 
These customers will also need to 
order an additional cabinet to mount 
this drive. 
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152- Upgrade Asynchronous Terminal Con- No Charge 
troller. This option is only applicable to 
HP 3000 systems origtnally shipped 
prior to December, 1974. It is a no- 
charge opt~on and simply replaces an 
older obsolete ATC with the current 
version. 

200*- Credlt for return 128KB parts. lVot -$10,000 
all HP 3000CX and pre-CX systems 
were a full 128KB memory This option 
should be ordered for your customers 
returning full memory systems of 
128KB. Either this option or option 201 
is required when ordering 30306A or 
30409C upgrades 

201*- Credit for return of 96KB parts. A few -$8.000 
pre-Series II systems and pre-Series I 
systems only have 96KB of main mem- 
ory. This option should be ordered 
when upgrading these systems. 

202*- Credit for return of Selector Channel -$500 
parts. Each HP 3000 Selector Channel 
actually contains 4 PC boards (30030A 
& 30030B). When the old selector 
channel 1s upgraded, 2 boards are re- 
tained and two are returned for credit 
to GSD. 

*All equipment being returned to GSD for credlt should be 
shipped freight collect (not C 0 D.) via surface in North 
America to: 

Hewlett-Packard 
General Systems Division 
5303 Stevens Creek Blvd. 
Santa Clara, CA 95050 

Packing materials for the return shipment are included with 
upgrade shipment. 

Peripheral Support and Software Conversion 

There are some peripheral devtces whlch your customer 
may have on h ~ s  existing CX or pre-CX system that are 
not supported on a Series I I  

IBM 2741 
HP 30107A Card Reader Subsystem (2950A Card 
Reader) 
HP 301 12A Card Punch Subsystem (2890A Card 
Punch) 
HP 30103A-001 2 Mbyte fixed head swapping disc 
which does not contain enough storage capacity to 
work with a Ser~es I I  Customers with this device can 
continue to use it on thelr Series I I  as a data disc 
i f  they choose. 

Series I I  software which is part of the upgrade includes 
MPE I I  and the Standard Series I1 fundamental operating 
software Additionally, all language processors l~brarles 
utilities and data base management subsystems will be 
supplied if they were purchased for and are currently run 
on the existing HP 3000 All syntactical and operational 
aspects of the software have been carried over to the Series 
I I  Most commercially-oriented and scientifically-oriented 
programs wili run on the Series II without recoding Pro- 
grams util~zing FORTRAN double precision and BASIC 
long data types will requlre recompilation and in some 
instances recoding This is due to the fact that extended 
precision on a CX pre CX or Series i is 48 blts and on 
the Series I I  IS  64 bits 

Offering our customer base a compatible growth path 
throughout the HP 3000 line IS one of Hewlett-Packard s 
unique strengths in the small computer industry and points 
out our true commitment to on-going support to our 
Hewlett-Packard customer 

Transmit a Balanced 3000 Software Order 
By Sherry Harvey CSG 

Installation IS expected to take 30 man-hours (2 CE s for 
2 days) during normal working hours and the cost of 
lnstallation is included ~n the upgrade price. 

Installation: 1 

The Basic Monthly Maintenance Charges for the system 
upgraded to a Model 6 or Model 8 will be the same as for 
an HP 3000 Series ll Model 6 and Model 8, respect~vely 

SOFTWARE SUPPORT 

The new equlpment purchased in the upgrade carries the 
standard HP 90-day warranty. Therefore, the new CPU. 
memory multiplexer channel, power supplies, etc, will be ~n 
warranty for 90 days. Of course, the equipment which the 
customer owned prior to the upgrade (disc drives tapes 
printers controllers etc ) will not go back into warranty The 
new equipment included in a 30306A upgrade would have a 
maintenance price of $225 Mo and the new equlpment in 
the 30409C upgrade would have a maintenance cost of 
$350/Mo if  they were priced separately In order to give 
the customer the benefit of the 90 day warranty for the new 
gear, $225/Mo or $350 Mo should be subtracted from the 
BMMC for the upgrade system for the duration of warranty 
period 

ORDER 

A 

To review your NPT Tour and Sales Manual Training 
remember that each 3000 software order requires two 
transmissions 

Hardware Software Order 

Software Support Order 

No order for software is valid w~thout the corresponding 
support order 

Y - 
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If the sale also involves signing a Software Purchase 
Agreement (all "Plan I" orders and any "Plan II" orders 
discounted under the new agreement require one), then 
neither order is valid without the new Software Purchase 
Agreement number. 

For further details or review, check Section VI of your handy 
3000 Software Support Services and Pricing Sales Manual. 

Series I Positive Proven Performance 
By: Jon JacobsonlGSD 

It's often been said that we're our own best critlcs. This 
holds true for a former ~ ~ e m p l o ~ e e  that has gone into 
business for himself and is using an HP 3000 Series I to 
support his efforts. 

This Ingenious HP graduate is currently providing a very 
unique order processing service. If you've ever seen those 
T.V. ads promoting speclal record sales, chances are the 
(800) number you are given for ordering is one of his work 
stations. Using DEC VT-52's supported by an on-l~ne COBOL 
application, the orders received by phone are entered into a 
database on the HP 3000 Series I .  These orders are stripped 
off each day and the report sent to the advertiser. 

Another service his firm provides is in dealer lookup. For 
example, in a large metropolitan area like Manhattan the 
order can be routed to the closest dealer within a 1000 
yard radius. 

Since this customer was starting a new buslness his main 
considerations were pricelperformance and upgradability. 
He also needed a system that would support COBOL for 
upward compatibility. Though he had considered the DEC 
11170, the HP 3000 Series I provided a pricelperformance 
ratio he couldn't pass up. 

The Series I was installed over five months ago and IS now 
supporting up to eight terminals simultaneously with up to 
25,000 transactions per day. According to our Series I 
supporter, to this point they have no problems with 
response time. 

Since the nature of the business requires the Series I to be 
processing 24 hours a day, system reliability becomes a 
major factor. In the five months he's been using the Series I, 
they have only had three system halts other than power 
failures and even those posed no problems for recovery. 

The volume of this customer's business has grown 10 times 
its original size in the last 2 months and he's planning to 
upgrade to a Series I I  in December. The customer considers 
his purchase of the Series I a sound decision even though 
he's upgrading less than a year later! In his words "For 
what I needed I couldn't beat the price." 

This testimonial represents a significant achievement to the 
Series I program. Thanks to the foresight and diligent efforts 
of Gary Cole, from the HP Salt Lake City Office, this 
customer bought the first Series I. Through Gary's con- 
fidence in the Series I we now have another satisfied HP 
customer and testimony to the reliability and performance of 
the HP 3000 Series I .  If you'd like to know more about 
this application, please feel free to give us a call. 

YHP Shows 3000 
By: Masaaki TagarnilYHP 

This year's Data Show in Tokyo, one of the 
largest Computer shows in Japan, was a 
major success for YHP. For the first time 
we presented both computer systems and 
calculators as the YHP computational Ihne. 

The two most exciting demos were the ' 

YHP 3000 and the YHP 1000. Nobuaki 
. 

Takahashi and Sotoji Watanabe demon- 
strated the 3000's wlde range of capabi- 
bilities by showning Terminal Oriented 

X 
Data Processing and Distributed Systems. 
There were 8 terminals on the 3000 
with both English and Katakana character 
sets, and attendees of the show were 

3- 
7 

impressed at the ease of using the 3000 7' 
Toshihiko Etoh did a wonderful job writing ' 
software for the YHP 1000. The 1000 was demonstrating 
measurementlcontrol using HP-IB and IMAGEIQUERY. 

Because this was the first time YHP had appeared in this 
kind of show, we asked many of the 12,000+ people(!) 
who stopped by our booth if  they had ever heard of YHP. 

About half of them said that they had known YHP manu- 
factured instruments and computers. However, some of the 
other replles were: 

" I  thought YHP was an insurance company" or "I thought 
IBM took over YHP".Oh, well, we can't win them all. 

All in all, the show was beneficial to YHP, and it certainly 
will help to bring us into the public eye. 
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Mari Takahashi (back) expla~ned RTE Ill in front of YHP 1000 
system, TV showed status of RTE Ill 

3000 was first public appearance on a show It was kept ~n a 
show-window because of poor a~r-condit~on~ng. 

Kazuo Okada showed vis~tors how easy our termlnal or~ented 
3000 system was 

Yosh~kazu Fu~lrnoto, one of our SE s, explalned how Katakana 
terminal was easy to lnqulre Japanese words 
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Whole View of YHP Stand 

a 

HP 3000 Terminal - Oriented Systems a .  

HP 1000 System with HP-IB and T.V. monitoring system. 
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2649A Customer Training Course 
By Maurice Poizat HPG 

WHEN 

The next course w~ l l  be held in Grenoble on the week 
startlng December 12, 1977 It will be given In Grenoble 
every three months 

WHAT 

The course will prlvlde the students the fundamental knowl- 
edge requlred to develop and Implement appl~cat~ons for 
the 2649A 

Course Content 

Revlew of 2645 archtecture 
Use of the 13255A Techntca Informaton Package 
The 13290A Development Termlnal 
Termlna Flrmware 
Hands-on prograrnmlng experlence 

Prerequisites 

Strong Background In dig~tal electronics 
8080 programmtng experlence 
Farnll~ar~ty wlth 2645 termnal 

ORDERING INFO 

13294A the course (con)pulsory) 500 $ 
13255A the Technical lnformat~on Package (theory of 
operation and schemat~cs of modules used In 264X 
termnas) - (Recommended) 400 $ 
13255A optlon 003 Flrmware descrptton and Listlngs 
(Recomr?~ended) 100 % 

3 
13256A Flrmware Support Package Magtape (2645A 
source code plus microprocessor cross assembler that 
w11 run on RTE) (if required) 500 $ 

There IS  no must for the students to come over to Grenoble 
wlth ther 13255 TIP, except ~f they want to annotate them 
during the course But ~t 1s recommended that they receve 
ther own mrnedlately after the course so that they can 
start workng on thelr a p p c a t o n  w~thout wasting t m e  "t 
It 1s recommended that thev also order or brlng blank 
cartridges 2645A-013 (90 $) that thev W I I  take away wittP 
them at the end of the course 

Note Those tems are not yet on the Genoble prlce 1st 
but you must overrtcie your orders to Grenoble ar?d 
HPG w l l  del~ver to the customers 

CLASS SIZE 

The deal  class slze 1s 10 people 

REGISTRATION 

Send your rralnlng Reglstratlon Request Form (22999 
90008) to me or to Cather~l~e Cia/ - Grenoble For 
further lnformatlon please call me 
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Did You Know? 
By: Peter StuartlHPG 

We have an extensive range of literature available to help you sell Grenoble products particularly the HP 7260A Optical 
Mark Reader Terminal. 

Why not do an inventory in your own office and check to see if  you have everything? 

P.L. 69 
Current Sales Literature List 

*Brand-new in the process of being distributed. 

We can also provide a Sales Information Manual on request from new sales engineers, and samples of OMR documents 
for use in demo's. 

PRODUCT 

Paper Tape Reader 

HP 12925A Subsystem 

Optical Mark Readers 

HP 7261A OMR for OEM's 
HP 12986A Subsystem (7261) 
HP 7260A OMR Terminal 
HP 7260A OMR on HP 3000 
HP 40201A OMR Service Kit 
AN 202-01 

HP 7260 with HP 3000 
AN 202-02 

HP 7260 with HP 1000 
AN 202-03 

OMR with non-HP CPU's 
HP 7260 with HP 2000 
HP 7260 with Educational 

BASIC 
Examples of marked cards 
Forms Design for HP OMR's 

OMR Card Specifications 

OMR Card Layout Forms 

HP 7260 with HP 3000 

Data Capture Terminals 

On-Site Data Capture 
HP 3070A 
HP 3071A 
*AN 201-5 

Distributed HP-IB 
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HP PART NB 

5952-461 6 

5953-01 11 
5952-2775 
5953-01 10 
5953-01 06 
5953-01 00 

5952-941 0 

5952-9409 

5952-9406 
5952-01 01 

5953-01 12 
5952-2777 
07260-9001 5 

5952-5546 

5952-2773 

07260-9001 3 

5953-01 04 
5953-01 02 
5953-01 03 

5953-01 14 

COMMENTS 

Data Sheet 

Data Sheet 
Data Sheet 
Data Sheet 
Data Sheet 
Data Sheet 

Application Note 

Application Note 

Application Note 
Application Note 

Application Note 
Application Data 
Application Manual 
(request from Division) 
Better to use 
Application manual 
One included in 
Application manual 
Software Manual 
(order from Division) 

Colour Brochure 
Data Sheet 
Data Sheet 

Application Note 



Point-of-Sale Lease Selling 
By. Ron Bannerman SFD 

1 On Every Sales Call Use It 

Don t get us wrong Leasing is an alternative to cash 
selling Its primary purpose is to help sell the customer 
who cannot or does not choose to purchase outright 
When all you have to offer is a cashlclose the customer 
may want to cons~der leasing But when you re able to 
offer an alternative - either a cashlclose or a lease close 
or a leaselclose right at the point-of-sale - you ve set 
the stage for the closing dec~sion It will often be cash 
But whatever it is you re a winner In addition just as 
you can never tell a book by its cover you can never tell 
for sure who the lease prospect may be 

2 At the Beginning of the Sales Call Say It 

Leasing can't do its job as a closing alternative unless 
you tell your customer about ~t 

The road to no-sale is paved iwth hopeful assumptions 
Assuming "he knows all about it" is one of them 

But telling your customer that your equipment is 
available on lease doesn t do a thing for him or for you 
I ts  the lease number that works on him and for you 

There s a simple and easy way to say it the working way 

Substitute the lease number for the cash number or 
use it as an alternative to the cash price 

"Mr Jones, this unit costs only $270 a month under a 
5 year lease Or. 
"Mr Jones, this unit can be pi~rchased for S10.000 
or rented for only $21 0 a month under a 5 yea: lease 

That s all there is to iti 

Plus it gets you some side benefits 

Even i f  he s not interested in leasing you ve given him 
a number that most people relate to much more read~ly 
than the cash number 

3. During the Sales Call Use It to Justify 

The key to using leasing as a closing tool (for cash or on 
lease) is using the srnall meaningful lease n ~ r i ~ b e r  to 
justify the cost of your equipment 

Justifying cost means you ve got to draw some 
pictures with numbers-numbers which compare 

I equipment cost to equipment benefrts 

The lease number gives you an easy convenient and 
very graphlc number to draw with 

Of course the particular picture you I want to draw 

1 depends on the nature of your equipment The lease 
number lends itself nicely to a variety of pictures ~~ 
For instance (assuming a $210 monthly lease number) 

I f  your equipment is directly income-producing you 
I 

can use it to draw a gross profit p~cture. 

Mr Jones at your present output of 420 widgets per 
month your equipment cost using our unit will be only 
504 per widget ($210 divided by 420 = 504) And 
at your present pricing of $5 per widget your gross 
profit w ~ l  be $4 50 per widget ? 
I f  it s not directly income-producing or of you're selling 
against in place equipment you can use it to draw a 
cost savings picture 

Mr Jones at your present output of 420 widgets per 
month your equipment cost using our unit will be only 
504 per w~dget That s one-half of your present cost 
which rneans that even i f  your volume and pricing 
stay the same the equipment will be paying for itself 
(504 x 420 = $210 the monthy rental) ,'-I 

You get the picture All you have to do 1s pick the right 
one and draw ~t 

Yes i t  s possible to get to the same dace  startirig with 
the cash purchase price But it s a much longer route and 
you re liable to lose him along the way The lease number 
gives you a ready-made short-cut 

4. Seek Expert Advice 

Have questions about leas1ng7 Need someone to ta l i  to 
your customer about solving his sales financing prob- 
lem? Need someone to make a call with you7 Contact 
your Regional Sales Finance Manager today1 

Full ServicelShort Term Lease Program 
By Roll Banriermaii SFD 

The following products are currently avadble under the full 
Service Short Term Lease Program 7 

264X and 263X terminals 
98XX Calculator Products 
7200 Series Plotters 
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COMPUTER SYSTEMS NEWSLETTER 

With the recent assimilation of AMD into DSD, an important I of D S D ~ S  part of a revised prestudy package for newly- 
chapter in the history of CSG has ended. hired CSG salespersons. 

How Did We Get Here from There? 
By: Bob LindsayICSG 

r---- 1 
1 HP R&D LAB I 

Perhaps you've wondered at times: "How did CSG get here 
from there?" Many of the answers can be found on the 
following flowchart which was prepared by Tony Rollis 

DYNAC, INC 0 
I DYMEC. INC I - 

RENAMED JUL 1958 

DYMEC 
,DIVISION mMy SYSTEMS 

ACQUIRED 1964 I 
DATAMEC I CORP I 

CORPORATE 

MARKETING 

AUG, 1967 COMPUTERS 
RENAMED 

FORMED MAY 1969 

NOV 1967 

FORMED 1969 

MOUNTAIN 

DlVlSlON 

ELECTRONIC PRODUCTS GROUP I I DATA PRODUCTS GROUP 
FORMED 1969 

I I I I 

AUTOMATIC I 

DATA ACQUISITION 
TERMINALS 

OPTICAL MARK READERS 

MEASUREMENT 

FORMED FEB 1970 MAG TAPE 

I 

COMPUTER 
SERVICE 

FORMED JUN 1976 

OPERATION I 
I 

STARTED 1971 I 

ATS 

DATA 
SYSTEMS 
DlVlSlON 

COMPUTERS 
SYSTEMS 

SOFTWARE 

AMD lo DSD 
EFF 1 MAY 77 1 

MICROWAVE 
TRANSFERRED 0 

' 
TEST 

JAN 1974 SYSTEMS 

DISC DRIVES 

MEMORY 

MAG TAPE AND PRINTERS 

1 FORMED NOV 1976 I 

OPERATION 

1 1 t 
COMPUTER SYSTEMS GROUP 

FORMED NOV 1974 

BOISE 
DlVlSlON 

I 

DTS lo LID 
NOV 77 

TERMINALS 

TERMINALS 

FORMED 

ig71 
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