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New Neely-South Regional Sales Contact 
By John Wtiitesell Bo~se 

I'm pleased to arirlourlce that Gary Shemood 1s j o r n g  our 
Sales Developmerit team. 

Gary comes to us from the Neey Sales Reg~on where he was 
a Systems Erlglrieer ~n the Sar~ta Clara Sales Offce Pre 
v~ousy he was ~n project engineering, trair l~r~g a r ~ d  product 
marketlr~g at AMD Gary will be support~rig Neely-South for all 
Bo~se D ~ v s l o r ~  products a r ~ d  w ~ l  be he lp~ r~g  Steve qichardson 
wth  Neey-North a r ~ d  HPSA 

Please j o ~ r ~  me I ~ I  welcorn~ng Gary to the Bo~se Dvs lo r~  Sales 
Developmerit team 

2630 Family Reliability 
By Larry Andrews Boise 

The latest verson (1 7 8 )  of the 2631 A arid 2635A data sheets 
coi l tan a Re l~ab~ l~ ty  paragraph (replaces old duty cycle 
paragraph) whch speclfes the results of our r e a b ~ t y  ver~ f~  
catlor1 program These results are stated In terms of meail 
riumber of characters betweeri fa~lures (MCBF) Ths artcle 1s 
an attempt to explairl the riumber s re lator~shp to MTBF 
(mean tme betweeri failures) 

MCBF 1s the average number of characters p r~ r~ ted  between 

The esserice of t hs  rea t~o r~s t i p  I S  that MTBF (how ofteri the 
product breaks) is r~versely proport or~dl lo usage 

The MCBF of the 2630 farn~ly IS 250 T I I O I I  characters Ser- 
vice cor~tract prrces are baseci or1 the assumpt~or~ of orle 
fa~lure per year To ach~eve ar i MTBF of orle year the usage of 
the pr r~ ter  should be 250 m1Ior1 characters per year Slr~ce @ 
there are about 250 work days per year the recommended 
usage of the 2630 farny IS orle m ~ l l ~ o r ~  characters per day 
wh~ch results r 300 to 500 pages of output at average 
deristes 

Seven Track Controller Obsolescence 
By Mike Hacclgar~ Boise q >kt 

Bose D I V I S I O ~ I  1s plar~ri~rig a pnased obsolescerlce of the 
13182A sever1 track magr~et~c  tape drive coritroler lr~terface 
(interfaces the severl track mag tape to 21 MX based com- 
puter systems) Th~s wII effectvey obsolete the 12971A 
severl track mag tape subsystem 

The reasorls for obsolescer~ce are twofold Very few of the 
severl track subsystems are currer~tly ber ig sold (less thar~ 
20 per year) arid the prol~t IS very low slrice t IS purchased 
from arI outside ver~dor IMore mportarity however our 
ver~dor has recer~tly been purchased by a larger comparly 
arid will no Ior~ger be able to supply thls ~r~terface to HP 

Bo~se D I V I S I O ~ I  has purchased a r ~ d  w l l  stock eriough uriits to 
cont~riue sales for approx~mately orie year When these uri~ts 
are gorle the product w ~ l  be formally obsoleted Bo~se W I I I  
reta~n er~ough spares to properly support the product for flve 
years follow~ng obsolescerice 

Bo~se D v l s ~ o r ~  feels that ths  advar~ce r~otrce of obsolescerice 
w ~ l  g v e  our customers tlme to purchase url~ts that may be 
rlecessary 11- the future a r ~ d  or plar~ to alter the~r plans a r ~ d  
products in accordar~ce w~ th  our obsolescerice schedule 
There w be remndersof th~s  obsolescer~ce n th~s Newslette~ 

fa~lures I f  thls number 1s assumed to remaln coilstant ur~der a r ~ d  a fnal warrilng wher~ the last few unts are left 
all corid~t~oris the fol low~r~g re lat~or~shp is true 
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MCBF 
MTBF (days) = 

# of characters p r~ r~ ted  per day 

Please cor~tact Mike Harrigan at Bose Div~s~on l f  you have 
arly quest~or~s or comments regardng ths  obsolescence 
procedure 
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Special OEM Accounts at DSD 
~y B~II Burger DSD 

As most of you are aware we have a Major Account 
Program iri the Computer Systems Group (under Jerry 
klernushin) and at DSD under Joe Schoendorfs directior~ 
Chstomers in this program typically meet the foIlo\vir~g 
c~ualrfrcatror~s 

a Potential for multiple sales of $YzM 1M per ye,lr 

Long term relationship likely 

$300-500 mill~on Corporatiori 

Selected by Field a r ~ d  Factory 

This program allows us to focus the rlecessary at-entior1 
both factory a r ~ d  field, to be successful w ~ t h  these: malor 
accour~ts. 

rhere 1s another category of accour~ts at DSD that vou may 
not be aware of however I would like to call these SPECIAL 
OEM ACCOUNTS These are prospective accourlts that are 
not I ~ I  the DSD Major Accourit Program but that do re>present 
,3 sigr~ificar~t new busr~ess opportur~lty Accourits in this 
group are selected by the Sales Represeritat~ve erid his 
Regional Sales Erlgr~eer They need r~ot  necessa ily meet 
he qualifications listed above for Major Accour~ts out they 
30 need to be a good business opportur~ity for HP 

I f  you have a good prospective DSD OEM accourlt let us 
know Your OEM Sales Developmerit Team wants to help 
We w~ l l  work to give you and your accour~t the v~;ibility 

a i i~ith DSD managemerit that is ofteri so importarit 1 - 1  closing 
new busir~ess We will apply DSD resources to assist your 
sellir~g efforts Our objective is to work closely together - 
to put together a team effort -factory a r ~ d  field - ti-,at can 
aggressively and creat~vely sell your accourit on do ng bus+ 
riess with HP 

We car1 arrarlge HP marlager and technical personrlel v ~ s ~ t s  
to your account as well as factory visits to DSD We will 
provide advice a r ~ d  guidance in general and asslstarice on 
RFQ responses We can also help get that Something Extra 
or Special such as special hardware or software or that 
spec~al packaging wh~ch IS  sometimes req~ i~ red  to close a 
sale 

I ~ I  short OEM Sales Development war~ts to do everything 
possible to help So, call and try us out 

Remember it pays to sell OEM 

Special Quotes - New Format 
By Dawson Mabey DSD 

Iri the future quotatior~s for all DSD specials from the Special 
Haridling Group will utilize standard units of labor to cover 
the special engirleerlrlg required Th~s standard labor unit IS 

the HP 93285A Engneerir~g Urlit at $1 00 each An example 
follows 

Old Way HP 93589A Spec~al Pr~ce = $24,500 

Optlor1 001 Price = $16,500 

New Way HP 93589A Spec~al Prce = $2,500 plus 220 each 
93285A EU 

Option 001 Pr~ce = $500 plus 160 ea 
93285A EU 

The use of 93285A Engineering Units will not change the 
price or content. arid merely represer~ts a new method of 
quoting arid order~rig specials. 
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Final Microwave Training Schedule 
For Customers 
By Phil Ebersoie DSD 

The l~s t  below summarizes the M~crowave Tran~rig that w~ l l  
be glven at DSD dur~ng the rema~nder of 1978 Due to the 
lim~ted rlumber of classes erlrollmerlt Irl each class w ~ l  be 
l ~ m ~ t e d  to two persorts from each company w~ th  a mlcrowave 
system Beyondth~s enrollment IS on a f~rst-come first- 
served bas~s  Please accompany each enrollment w~ th  a 
customer purchase order number and an HP sales order 
number Reservat~ons can be made by cal l~ng Pam Navarro, 
extentlor1 2815, at DSD 

Since no add~tional t ra~r~ing will be offered at DSD you 
should beg~n  to work with your customers to develop an 
Internal on-going t r a ~ r ~ ~ r l g  program Remember that the 
mlcrowave products covered by th~s tralnlrlg are scheduled 
to be obsoleted on October 31, 1978 

All of the fol lowr~g courses will be giver) at DSD 

Course # Title Dates 

92720A ASA (8580) 511 5 - 5119 
92722A TODS-Ill 5122 - 5126 
92728A 8580 Maintenance* t 615 - 6116 
92727A 8542 Maintenance* t 6112 - 6123 
92720A ASA (8580)* 8121 - 8125 
92722A TODS-Ill* 8128 - 911 - 

*Th~s IS the last t ~ m e  th~s course w~ l l  be taught 

+Customers will have pr~or~ty  In t h~s  class HP Customer 
Er~gir~eers who w ~ s h  to erlroll w~ l l  be put or1 a wat  1st 
urltll two weeks before the course I f  arty slots are ava~l  
able at that time they W I  be allocated to the CE s 

Slide Kits 
By Sylv~a Cohen DSD 

There are three slrde k ~ t s  rlow ava~lable from the Market~r~g C 
below 

Program Sales - How They Can Help 
You Sell 
By: Dave K1lne:DSD 

I Does your customer sometimes seem illogical, or hard to 
convlnce when you are pursulng a government funded sale? 
Th~s  is not unusual, for several good reasons: 

1 Large government buys generally ~nvolve multiple, d ~ s -  
persed Influence polnts, whlch often make ~t d~fflcult to 
understand the true sales s~tuat~on You re In the dark 

2 The government often buys for different reasons than 
commerc~al customers. 

3. The governmerlt often uses a language of ~ t s  own 

4. Your prime contractor may have d~ffererlt mot~vatlons of 
h ~ s  own, rlot necessarily the same as h ~ s  customer's, 
the goverrlmerlt. 

Whert you urlcover government fur~ded buslr~ess such as 
th~s dori t overlook the help you car1 get from your program 
sales group Andy Mills arld Dave Kline We can often 
sketch r l  erlough background to help you better alm your 
presentatlor1 Somet~mes we can favorably irlfluence d ~ s -  
tant dec~s~or l  polnts beyond your reach On occasion, 

the only way you can wlrl IS  by mountrng a sales effort 
d~rectly w~th  the government Such efforts have often been 
effectve irl the Dast 

To bag that b ~ g  program may requlre a better overvlew thar~ 
you cart get locally L~ke  a bl~r td marl trylr~g to descr~be arl 
elephar~t t IS ofterl good to get ar~other varltage poir~t 

Wher~ there is large governmerlt furld~rlg ava~lable to you 
keep Irt m~r ld  th~s  resource that you cart use for perspect~ve 
arld cor~tacts Program Sales 

@ 

lmurt~cat~or~s group at Data Systems D ~ v s o r l  They are lsted 

- 

IssuelRev. 
Kit. No. Date 

- 

Media 
Transfer 

Cost Title Description 

$80.00 HP 1000 Seminar 
(165 Sl~des) 

1 BS-10 1 1177 Overheads $40.00 DS11000 Pitch I 
$10.00 DSI1000 

(19 Slides) 

Please 

BS-12 Now belng worked on, w ~ l l  supersede k ~ t  No BS-9 after the Apr~l  NPT Tours 

order these Klts through the HEART System atterlt~or~ Sylvia Cohen B d g  42U Data Systems D ~ v ~ s o r t  Cupert~r~o There 
1s a 2 week turn-around trne from the trne I get your order Because these k~ ts  are cor~star~tly b e ~ r ~ g  rev~sed the turn-around time 
may be lorlger I W I  let you kriow i f  that IS  the case w~ th  a TWX after I receve your order 
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"When We Say Rugged . . . " 
By: John F. Nethery MSRW 

rhis photograph demorlstrates the ruggedr~ess of 3ur ter- 
minals The photo was taker1 at Caterpillar Tractor Company s 
new engine plar~t in Mossv~lle lll ir~o~s Although construction 
of the plar~t is not yet complete diesel erigines are being bu~lt 
,3nd tested there using an HP Distributed System SI< 26408 
lermirlals and 9871A Printers are belrig used to ds l~ lay  and 
print erlgne test results a rd  are located on the production 
floor Thewall showr~ behind the terminal IS  part of the engine 
lest er~closure which rlses about 20 feet above the floor 
During corlstructiori a sect lor^ of angle-iron fell that tl~stance 
,and struck the terminal cover Much to everyorle s surprise 

the terminal continued to furiction normally with no other 
 damage than that to the cover 

(Great product! When we say "rugged", we mearl just that! 

2649A Presentation Tape 
13v Maur~ce PoIz~~IHPG 

'We have something helpful to selling 2649's: a 2649A Presen- 
.atron Tape. 

On this tape, which can be runon any 2645A-007 yoc will find 
3 summary of the 2649A features, advantages and benefits. 
.4ppended to that there are some examples of application 
programs which will show your customers how po\~erful a 
2649A can be. 

Line scanrlirlg to modify characters 
Corlversior~ Octal-Decimal-Hexadecimal 
Form man~pulat~ori example w~th 
Copy~ng in a field the cor~ter~t of the same field of the 
prevlous line. 
Right justifying a message in arly field 
Adding f~elds. 

To rurl this program you just rleed to plug an extra 4K RAM 
board In your 2645A-007 demo unit This memory board must 
have jumpers 32K a r~d  4K (in starting address 24K) 

I f  you war~t a copy of th~s tape, just ser~d a blar~k cartridge to 
elther Eric GrandjeaniDTD or Maurice PoizatiHPG a r~d  you 
will get i t  back by return mall 

SELL 2649A's SUCCESSFULLY! 

Advanced Application Note #2 
(Advanced Application Note #I  Revisited) 
By Serge DaoustiDTD 

The procedure outliried in the Advar~ced Applicatiori Note # I  
(CS Newsletter, Voi. 3, No. 7, pp. 16-18) to assemble and 
debug programs uslng the 132908 should have read as 
follows: 

Step 1. Locate a 264XX (or a 132908) with cassette 
tape. 

Step 2. Type in your program (source code) ar~d edit 
your source code i f  necessary. 

Step 3 Copy your source code onto a cartridge. 

Step 4. Record an end-of-file mark on the left tape. 

Step 5. Rewind the left tape. 

Step 6. Locate a 132908 terminal i f  you haven't done so 
already. 

Step 7. Insert the "assembleridebugger" cartridge in the 
left drive and load the software in the terminal. 
This is done by pressing the READ key. Wait for 
the menu to be completely displayed. Press the f2 
key. When you get a ">" prompt, type In Land 
press the return key. 

Step 8. The assembler program is now belng loaded In 
the terminal. 
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Step 9 Wher~ you get a > prompt, remove the 
' assembler debugger" cartridge arid risert 
your source code cartridge I ~ I  the left drive a r ~ d  a 
spare ur~protected cartridge in the right drive 
(this cartridge will eventually contairi the object 
code) 

Step 10. It should be rioted that the assembler program 
always writes the object code as the last file or1 
the r~ght  cartridge The assembler does this by 
searchirig for the erid of valid data mark or1 the 
right cartridge backspacir~g to the erid of the pre- 
vious file mark a r ~ d  recordir~g the new data start- 
ing at that po~nt.  

Therefore, wheri using a rlew tape or wher~ you 
war~t theassemblertowrite theobject code as the 
first f ie  or1 the cartridge, the fol low~r~g procedure 
should be followed 

1. Rewirid the right tape. 
2. Record a r  end-of-file mark or1 the right tape. 
3 Rewind the right tape. 

Failure to record an erid of valid data mark ai 
[he begir~riirig of a rlew tape may cause the 
assembler to search forward on the tape u r ~ t l  ~t 
reaches the erid of tape mark 

Step 11 You are riow ready to assemble your program By 
givirig an appropriate set of commarids (speci 
ficaly IN returri AS returri IN return PR Y returr~ 
AS return) the source code will be assembled 
a r ~ d  the object code will be coped to the right 
cartridge A listing of both the source arid object 
code will be copied to the printer i f  you have 
specified PR Y return in the above set of 
commar~ds Otherwise the source a r ~ d  object 
code will be serit to the display 

Step 12. Rew~r~d  both cartridges 

Step 13 Remove both cartridges 

Step 14 lr~sert the object code cartridge I ~ I  the left drive. 

Step 15 Type the following commarids DBreturrl L returr~ 
Your program is riow loaded in the terminal 

The remairlirig portior~ of the Advar~ced Applcatori Note # I  
remains ur~char~ged 

Advanced Application Note #3 
Regarding Advanced Application Note #1 
By Serge Daoust DTD 

At the erid of the first Advar~ced Applcat~orl Note (CS 
Newsletter Vol 3 No 7 pp 16-18). 1 merltioried that you 
coudn t dump I ~ I  loader format (this is the octal base format 
in which programs car1 be loaded on a staridard 2645A) the 
program just loaded in the 132908 assembler debugger 
termir~al 
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The reasori for th~s is that the object code gerierated by the 
assembler is recorded or1 the right cartr~dge iri 128 bytes 
record format I f  a record has less thar~ 128 bytes of valid 
data itwill be padded to the rightwith r iul characters so as to 
form a 128 byte record 

When you load the object code I ~ I  the tertnnal start~rig at 
hexadecimal lnemory ocatiori FEOO you overwrite the mes- 
sage buffer area (80 bytes) the aterriate I 0 variables area 
(24 bytes) arid the I 0 variables area (24 bytes) See 
the display memory allocatiori map below 

Sirice the 1 0 variables area coritar~s the variable coritro- 
I r ig the I 0 (except for the keyboard arid the datacomm) 
tape I 0 operatior~s are r10 loriger possible or1 the termirial 

You car1 crcumverit this problern by usriy the followir~g pro 
cedure (this replaces steps 14 arid 15 of the Advariced 
Applcatori Note #2 in this issue of the Yew>/etter) 

1 lr~sert the object code cartridge in ihe left drive 

2 Type the followir~g commar~d DB returr~ @ 
3. Use the Load [start addr] form of the load commar-~d. 

I e L 6040H This loads the object code at 24K. the 
Iocatiort of the alternate 1 0. 

4 Sir~ce oadirig the object code at that address does 
r~ot  destroy arly variables you car1 riow dump your 
program I ~ I  loader formar by usrig itie Save Loader 
commar~d I e SL [startaddr eridaddr] For this pro 
gram type irl SL 6040H 6080H The data is writter~ 
at the e r ~ d  of the left cartridge The data car1 be writter~ 
as the first file on the left cartridge by followir~g the 
procedure outlir~ed I ~ I  Step 10 in the previous article 

5 Position the left cartridge at the beg~r l r ing of tile file 
coritairirig the program r i  loader format 

6 Returri the termir~al to the 2645A mode by pressirig 
the 12 Key 

7 Home the cursor arid clear the display 

8 Turri o r  display furlctioiis 

9 Copy the conterits of the riext f e  o r  the left cartridge 
to the display 

10 Modify the oadirig address of the program, I e 
charige the 4th to the9th digit ir~clusive, from 060100 
to 177000 

11 Delete all t ra l i r~g OOOd s 

12 Replace the last lower case ' d  by ari upper case 
D so that the last 2 bytes of the program will be 
'225d004DM 

13 Position the left cartridge where you want the pro- 
gram recorded (in loader format) 

14. Turr~ off display furict~or~s 

15. Home the cursoi 

16 Copy the cor~ter~ts of the display to tile left cartridge 

17 The program can riow be loaded or1 a staridard 
2645A 

To execute the program, refer to the Advar~ced Application 
lUote # I  
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I COMMON VARIIILES 4 
-- FFDOq, 

MAIN CODE! 
VARIABLES 

KEYBOARD VARIABLES I -I-- FFOO,, 

DATA COMlvl 
VARIABLES 1- I-- FE8016 

ALTERNATE I10 1 VARIABLES 

MESSAGE BUFFER 
- 

DEVICE 
I10 BUFFERS 

(51 2 bytes) 

DISPLAY 
STORAGE 

(UP TO 12K bytes) 

(48 bytes) 

(1 76 bytes) 

(32 bytes) 

(1 28 bytes) 

(24 bytes) 

(24 bytes) 

(80 bytes) 
-- FEOO,, 

FCOO,, 

DISPLAY MEMORY ALLOCATION MAP 

Advanced Application Note #4: Hard Reset Made Harder 'Through Hard Work 
By Serge Daoust DTD 

As we have seen In Advanced Applicat~on Note #1 it is poss~ble to execute user-defined applicatiorl I ~ I  display memory 
However presslng the reset key twice within a halfseco-~d period ( I  e hard reset) w ~ l  cause the display memory to be cleared and 
t h ~ s  your program 

Therefore it would be nice to d~sable the hard reset functior~ on the terminal S ~ r ~ c e  there IS  r ~ o  lumperthat permits us to disable the 
hard reset furletion a small program must be wr~tter~ 

This program (see program listirig at the erld of the article) reduces the time permitted to press the reset key for the secorld time 
froln 500 millisecor~ds (0 5 second) to afew m~llisecor~ds (see r~ote 1) Herlce i f  you are fast er~ough or i f  you keep h ~ t t ~ n g  the reset 
key repetitively, you will causea hard reset tooccur Otherwise u-~der r~ormal operat~on presslrlg the reset key will always cause 
a soft reset to occur 
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When uslng the normal term~nal execut~ve, you load th~s program at hexadec~mal memory locat~on F002 You then load your user 
program at hexadec~mal memory locat~on F038 Don t forget to ~nclude In your user program the necessary ~nstruct~ons to return 
to the maln code ( I  e LXI H 26BH and PUSH H w ~ l  take care of the ~ n ~ t ~ a l  return statement, your program must also end w ~ t h  a 
RETurn statement s~nce th~s program 1s be~ng  CALLed by SCNVEC m o r e o n  SCNVEC In a later ~ssue) Program executlorl must 
start at hexadec~mal memory locat~on F002 ( I  e t ~ f  1 klal lLt~cl70002aE ) See Advar~ced Appl~cat~orl Note #1 

If you have written your own executive, you should append th~s  program at the beginn~ng of your user application program 
Execut~on of your execut~ve must b e g ~ n  with th~s program 

In any event, t h ~ s  program should run whenever you are execut~r~g a user program I ~ I  display memory 

Note 1 :  The operator1 of the ~nterrupt service rout~ne makes itlmposs~ble to completely d~sable the hard reset furlctlor~ on a 
standard 2645A More on ~r~terruDts at a later date. 
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6y Jim Ell~ott DTD 

l r~  the mar~ualfor the 12920B MUX part number 12920-90007 
Fig 2-4 shows pi- 17 havlr~g a ( -  12) volts on ~t Slrlce the 
2640ser1es termlr~als are RS232C compatble usirlg star~dard 
EIA corlr~ector pin 17 at the EIA corir~ector expect: DD 
Fece~ver S~gnal Elemerlt T~rnlrlg to be there wher~ the 
si/nchronois erlvironmerlt 1s assumed Powever the 12920B 
assumes an asynchronous envlrorlment arld expect; plrl 17 
to be unused Therefore ~f orle has a cable I ~ I  an asynct- rorlous 
envlror~ment that connects pirl 17 of the MUX to a norl-RS232 
s~gnal at the other end you may get to call your frendly 
Customer Er~gineer 

Irt fact Data Term~nals Divlsior~ allows salespeopli: 
customers to pick the properlrlterface at the termlrlal and the 
proper cable ~n order to get the charice to call their CE 
S~nce the terminals are so rellable you probably don t get to 
see hlmlher that ofter~ So for those who want to k n o \ ~  of the 
proper cornbriat~ort that will gerlerate a CE call h e e  ~t I S  

1 Purchase a 13250B or 13260B lrlterface card for your 
term~nal, (Pin 17 at MUX car1 then be conr~ected to PI3 
at the term~rlals ~r~terface whlch has +5 volts or1 ~t 

( 2. Purchase a 13232N cable for the cor~r~ect~or~ 

3. Use parts ~n (1) ar~d (2) above to make the con- 
r~ect~on to your HP 1000 or 3000 and Volla! - call 
your CE 

To avo~d thls situation try the following: 

1. Always use a 13232A cable wlth an HP 1000 or 3000 
w~th any asynchrorlous datacomm card. 

0 R 

2 Always use a 13250A or 13260A Interface card w~th the 
13232N cable. 

3. Try to use the standard asyr~chrorious datacomm card 
supplled with the termir~al whenever possible. Thls way 
you car1 use elther the 13232A or 13232N cable since plrl 
13 at the lrlterface is not connected. 

I A WORD OF CAUTION! 

For all you astute sales arld servlce people In Europe who 
want to kill two b~rds w~th orle storte by purchaslrlg the 
13232Mcablefor use both on your modemsarld your HP 1000 
and 30001nstallat1or1s be awarethat thegoodole plrl 17-to-p~n 
13comblr1atlor1 1s available Connection to the MUX parte w11I 
also get you a well-deserved CE call 

I would lhke to tharlk Rich Ferguson of DTD for his article 
in the February 1 st issueof thecomputer Systems Newslette~ 
a r~d  Fred Stone of the Orlando offlce for lr~formation on a 
problem notlced by our CEs on these particular calls. 

La famllle des termlnaux 
a ecran Hewlett-Packard ' 2 ' v  
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Hardcopy Console for HP 3000 
By Chosen Cheng GSD 

I kriow you are all ~r~terested irl usirig the 2635A termrlal from 
Boise as a system cor~sole on the HP 3000 Here s the latest 
iriformatiori regardr~g the phase-out of the 2762 Termi~iet 
a r ~ d  the tshase-iri of the 2635A 

Currerity our irlverltory of Termriets has beer1 aepeted arid 
they are no lor~ger avalable for customer orders The 2635A 
is r~o t  yet fully supported or1 the HP 3000 So there will be a 
trar~sitor~ per~od of several moriths in which i t  w be riec 
essary to work closely w~ th  customers r~terested n a hard- 
copy cor~sole Some questioris that may arse are 

Q. Can we order Terminets as hardcopy consoles7 
A No As of April 1 1978 we will remove from the prlce 

list the 2762 Termir~et cor~sole optiori (-124) from 
Series I a r ~ d  Ser~es I systems 

Q What should I sell In place of the 27627 
A We recommerid that r l  the short term you sell your 

customer or1 usirig a 264X CRT as the system cor~sole 
Order a 2635A from Boise wher~ t s formally supported 
a r ~ d  switch the corisoe a r ~ d  termir~al ~n the f~eld 

Q. When will the 2635A be formally supported? 
A. Formal support will be r i  rnid-caenciar year 1978, corl 

currerit w ~ t t ~  the riext revslorl of MPE 

Q Are there other alternatives7 
A. Yes I f  arl rnmedlate harclcopy cor~sole is rlecessary for 

a systern sale corltact GSD Order Processr~g A I m t e a  
number of used 2762 Terrnir~ets are available on a corl- f l  
sut-factory basis 

Q. What would happen ~f I tried to use a 2635A as a system 
console today, prror to formal support? 

A. We dor~ t recommer~d usng the 2635A today as a systern 
corisoe for the fol low~r~g reasorls 

d u r r g  ~ r ~ i t ~ a l ~ z a t ~ o n  thefrstcharacterof each I r ~ e  IS  an 
extra garbage character 

backspace occurs or1 the same r ~ e  causnq over- 
p r r l tng  of characters 

operat~r-ig is l m t e d  to 1200 bauc 

These tems w I  be correcteci by ma-cae r~da r  year 1978 
They are mirior problems for inarly users however we feel 
that in ger~eral iristallng a product w ~ t h  bugs such as these 
is r~o t  corissterit with our goal of m a x m r r l g  custoirier 
sat is factor^ 

Cor~tact GSD Order Processrig or Sales Developmer~t for 
help w th  spec fc  customer s tuat~or~s  WP earl work witti YOI: 

0 
to prov~de the solutor~ that iriakes tne most serlse for your 
customer 

2000 System Obsolescence Notice 
By Terry Eastham GSD 

Ger~eral Systems Divis~or~ has decided to d iscor~tr~ue sale of t s  HP 2000 Computer System product r l e  begirirling June 1 
1978 After this date HP 2000 orders wII be accepted or1 a ' specials bass only 

Thefollow~rig letter~s ~ncluded in ari HP 2000 D~scontinuarice Field Trairiir~g Mar~ual whch is beir~g ser~t to each CSG District 
Sales Manager In brief this feld trarir ig mar~ua  preser~ts GSD s strategy for removirlg the HP 2000 System Product Line fr01n 
the Corporate Price Ls t  arid p rov~d~ng  hardware arid software support for a mirlimum of flve years 

Please riotify your 2000 customers of th~s  plari as soori as poss~ble Feel free to coritact the GSD 2000 Support Group for rnore 
iriformatiori or assistarlce in resporid~rig to problems a r ~ s r ~ g  out of the d~scor~t i r~uar~ce of sales of the HP 2000 Computer System 
Product Lrie Please note that the 2000 product n e  does not include the HP 2026 Data Eritry Data Commur~cabon System1 f3 
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For Batch Data Communications . . . 
HP 2026 is Fast! 
By: Dlck BaumannlGSD 

In a network where the application requires batch data 
communications at min~mum cost, remote 2026 systems 
communicating toa central 2026should come Into your mind 
~mmediately. 

How fast IS fast, and what makes the 2026 superlor In t h~s  
environment? 'Up to 9600 bits per second" is what we quote 

noth~ng overly excltlng there Lots of systems can make 
that statement But we say we can get twlce the modem rate 
(in throughput) across the comrnunlcat~ons lhne With the 
4800 bps (600 characters per second) modems that we 
use regularly In our own COMSYS network we get the equlv- 
alent of 1200character per second throughput We often get 
muchmore than that When uslng dial-up transmlsslon where 
you pay by the minute maxlmum throughput means mlnlmum 
costs that's why we made a spec~al point to be as effl- 
clent as poss~ble w~ th  2026 to 2026 communications 

Two factors contr~bute to the remarkable throughput 
advantages the 2026 has over ~ t s  competltlon In data 
communications 

1 Severse Ctlaniie/ Protocol (somet~mes kr~owr~ as con- 
t~r~uous ARQ protocol) Ths means that data goes 
dowr~ the hrle wlthout arly lirie turr~arourid delays at the 
erid of each block of trar~sm~tted data (as I S  usually the 
case in rlorma biriary syrlchror~ous commur~~cat~ons) 
We get 4800 bps throughput out of a 4800 bps modem 
riot sorneth~rlg less All our error sigrlalirlg IS done on a 
narrow-band reverse charlr~el whch doesr~ t affect the 

data be~ng  blasted dowr~ the mairl char~r~el  I r  r~ormal 
b-synch cornmur~cator~s there s about a 250 m i -  
second delay (much o r~ge r  on satel te Inks) betweer~ 
data blocks to take care of t hs  error sgrialr ig That car1 
amour~t to a lot of t m e  f there s a sgnf lcar~ t  amour~t of 
data to be sent So the reverse charirlel protocol 
accourlts for gettng 1 00°3 throughput out of our modem 
What about the rest? 

2 Data Compresq~or~ accourlts for the rest of the through 
put irlcrease The HP 2026 software compresses arly 
strlr~g of blariks to 2 characters numeric s t r r~gs  com- 
press 2 to 1 (plus 2 extra characters) and alpha 
stririgs compress 3 to 2 (plus 2 extra characters) 
Addit~orialy redcrr~darit data from orle record to the next 
(beg~nn~ng I ~ I  p o s t ~ o r ~  1 )  IS compressed to 2 charac 
ters HP s experlerlce has beer1 that we get 2 to 1 com 
pressor1 over a of our job-mx w t h  3 to 1 compresson 
frequent Obv~ously t l i s  I S  hghly deperlder~t on the job- 
mlx We ve kept a lot of stat~stics or1 our results thoi~gh 
and our applicat~or~s are typ~cal of how others nould use 
the system 

In the last ssue of the Vev~qlelter I expar led the 2026 s 
speed I ~ I  n q u r y  applcatoris Data commurlcat oris I S  st111 
another speedy area ( I  forgot to mer~t~or l  that the software 
to har~dle all ths  I S  a stardard 2026 u t ~ t y  progra"? 
rlothing for the custorner to wrte It tiar~dles a codes a r ~ d  
record formats tool) 
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MRJEl3000 Spec Correction 
By Richard Scott GSD 

A prlntirig error In the February 15 ssue of the CS Newsletter 
entitled MRJE 3000- Mutlleaving Debuts ori the Ser~es l l  
dropped the letter 2 off the word ,IES It should read 
JES2 MRJE 3000 (32192A) works with either HASP I I  

(versions 3 1 or 4 00) or JES2 

A Guide to Using Software 
Suppliers Effectively 
By G a y  Gooltz GSD 

Software Suppers are cor~tr ibutng to a s lgr l fcar~t  number of 
HP 3000 system sales Ths has resulted from a h g h  degree fl 
of f led ~nvolvenent coupled w~ th  an ur~derstandirig of how to 
work w ~ t h  Software Suppl~ers or1 arI HP-Software Suppl~er- 
Erld User reator ishp You may be r~terested ~n k r ~ o w ~ r ~ g  that 
the percer~t of the total rlc~mber of HP 3000 systems sold 
through Software Suppliers (sueciflcally OEMs) rlcreased 
dramatcally r 1977 

Recer~tly GSD sper~t time in tile f led researching what is 
r~volved n tbs  three party re lator~shp and we have docu- 
mented our f r~ci r igs Irl a new brochure e r t t e d  A Gude  to 
A Successful Relatiorish~p [part No 5953 3000 (22)] 

A guide for a suc:c:essful relationship ,, , w ,  rTT# ,, , , , , , 
when working with Hewlett-Packard 
ant1 a software supplier 



<ZOMPL!TER SVSTESAS NEWSLETTER 

Features of the Brochure Benefits 

1 The brochure discusses Ths bu~ lds  the Eric-User s 
how customers ber~efit from corlfderlce in workir~g wlth 
usirlg Software Suppllers a Software Suppller It doc- 

ments HP's commitment to 
a three party relatc~nshlp 

2 The brochure has a list of Thls provdes custc~mers a 
guidelines that HP Software checklist of expectations 
Suppllers follow when work- helpirlg them ensun2 a suc- 
irlg Irl a three-way cessful computer solutlor~. 
relatlorlship 

3 The brochure describes the We war~t a three-w<jy re- 
roles and responsibil~ties of latlonshlp to work Thls IS 

HP Software Suppliers a r ~ d  more easly a c c o m ~ l ~ s h e d  
End-Users ~f everyorle urlderstarids up 

fror~twhateach WIII  provide 

1 1 1  the next few CS Newsletter Issues I will explore this HP- 
Software Supplier-End User relatioriship iri depth with ideas 
that will help you f n d  and use Software Suppllers Today s 
artlcle will summarize our fleld data or1 Who Software 
S,uppl~ers Are a r ~ d  Why They are Ga~r l l r~g lmportancs Two 
subsequer~t artcles will cover F~r id l r~g New Quality S3ftware 
S,uppl~ers and Ther~ Sellir~g Them On HP a r ~ d  Methods and 
Tools Available for Worklrlg wlth New and Exlstlrlg Software 
Supplers 

To help Irl ur~derstar~drtg who Software Suppl~ers are arld 
why they are galrllrig importar~ce let's categorze them n to  a t \ ~ o  types based on how they Interact w~ th  HP 3000 Com- 
puter Systems These two classes exlst because of the 
cltfferer~t buslr~ess strategies of each 

1 OEMsISystem Suppl~ers purchase a r ~ d  resell HF' 3000s 
and the~r prlmary added value I S  applcatlori sclftware. 

2 Software Houses supply software products a r ~ d  servlces 
slmllar to those provided by OEMsISystem Suppllers 
However, a Software House does r~o t  buy a r ~ d  resell 
HP 3000 hardware a 

Ir a sales sltuatior~ where your customer requires a total 
solutlon, either type of Software Suppller may be the answer 
Ir general, HP I S  lnd~ffererlt to whlch IS used Some cus- 
tclmers however may wlsh to deal drectly wlth HP others 
may wlsh to deal wlth arl OEM The r~et  result IS the same 
- a successful computer solutlon 

Cverall, we find two basic reasons why End-Users want to 
work wlth Software Suppllers: They car1 save tlme and money. 

Hardware pricelperformance of small buslrless systems 
h,as advanced rapldly, mak~ng the beneflts of in-house com- 
puterlzatior~ available to smaller a r ~ d  smaller bus~r~e;ses 
Smaller businesses tend to lack In-house DP experlerlce 
aridlor DP staffs Thus, the cholce IS  ava~lable of h ~ r ~ n g  
the appropr~ate systems persor~rlel or filllrlg thls void by 
working with a Software Suppller Software Suppllers car1 
brlrlg a h ~ g h  degree of speclaltzed expertise to the cus- 
tomers appllcatiorl and offer the benefit of provldlrlg a 
solutlorl faster and at less cost than many customer: could 
achleve by developlrlg In-house capabll~tles 
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Second experence wlthlr~ the bus~r~ess world has made ~t 
lrlcreas~ngly clear that the e r ~ d  result of arl accounting sys- 
tem, for example, IS vrrtually the same for every bus~ness 
Procedures differ, of course but the r~eed to have a urllque 
system IS dlsappearlrlg Thus the idea of specially deslgr~rlg 
a r ~ d  programming an accourltir~g system IS becomir~g Im- 
practicable Especially today wheri Software Suppllers can 
offer both the ecorlomies of star~dard packages arld the 
ablllty to customize ~t to the users needs 

So for marly customer's r~eeds worklrlg wlth a Software Sup- 
pller may be the solutlor~ Wher~ t s arl HP 3000 should be the 
computer system resporlslbe for a successtul solutlor~l 

Next Artlcle A closer look at flridrig new Software Suppllers 
and sellir~g them on the HP 3000. 

Responses to This Week's Most 
Frequently Asked Questions Called into 
Sales Development . . . 
By Carolyn Moms GSD 

Q IS the lsolatlon Transformer ~ncluded In the Model 6 and 
87 How can I get the lsolatlon Transformer delivered 
before the rest of the system? 

A. Yes the Isolation Transformer I S  l r icuded In the Standard 
Model 6 a r ~ d  8 I f  early dellvery of the lsolatlorl Trans- 
former I S  requlred it must be separated from the coor- 
drlated shlpmerlt of the system Delete the ~solat~on 
trarlsformer from the system by ordering optlor1 050 at 
$21 00 and ordering the 60 Hz transformer as a lhr~e 
Item - product #30320A at $2100 (OEM discourlt I S  

appllcabe) or1 a separate sector1 of the order lrlclude 
a speclflc requlredldellvery date for the trarlsformer In 
Speclal lristructior~s 

Q. Can a model 5 or 7 be upgraded to a big 6? 

A. No, the only way for Model 5 and 7 customers to expar~d 
beyor~d 256 Kbytes IS  to upgrade to a Model 8 wlth the 
30408A op t~o r~ .  

Q. How IS the lnlt~al software cost and the monthly main- 

tenance fee dlscounted when an end-user buys more 
than one system? 

A. The lrllt~ai software fee for all unbundled software IS dls- 
counted when a customer buys more than orle HP 3000 
See the Computer Systems Software Purchase Agree- 
ment for the d~scour~t  schedule The mor~thly malri- 
tenance fee IS dlscounted only ~f the customer has one 
s~ngle cor~tact po~rlt for multiple ~r~stallatlons The BMMC 
at each of the mult~ple sltes IS  dlscourlted according to 
the same dlscount schedule as the lnitlal fee See the 
Software Support Servlces Sales Manual pages 2-16 
and 2-1 7 for examples 
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Sales Tips - 
From the Field to the Field 
By. Gary Stiimp GSD 

In our day-to-day process of workng w th  HP sales people 
we frequerltly dlscover r~drvidual sales techrllques that are 
really workirlg for a partcuar sales persorl Ths article r l  the 
Newsletter will appear regularly rrl arr attempt to share sdc 
cessful strategies wlth other successful sales people There 
fore f you have ariy sucessful sales procedures please let 
me know so I car1 ~riclude them ~n ths columr~ 

From Don Thompson - NSR Bellevue, Washington I 
Don schedules two days of each morlth to call or1 h s  exlstng 
r istaled customers He tries to keep these customer calls on 
the same day of each morlth (For example, the Moriday arid 
Tuesday of the last week of each morith ) He m t s  each 
customer call to orle tiour maxmum 

Orle of the advarltages of this procedure for the sales person 
I S  that hrs tlme car1 be optimally scheduled I e he car1 make 
more calls or1 these two days because each customer call is 
Ihmlted toorie hour In additlor1 because the customer kriows 
when the sales persorl IS comlrig he car1 prepare all of hls 
morlth s problems for the sales persorl to address Mirid you 
riot all problems are solved in thls meetlrlg - but a car  be 
addressed 

There are benefits for vour customer as well 

Flrst, your customer kr~ows that the HP sales persori cares 
ever1 after the sale arid that they W I I  see each other every 
month. 

By scheduling your customer has a plarlrled orgarlzed 
method of commurrcatng his coricerrls arid problems 

In addlton because of ths  pre-planned meetrig each 
month. marly customers w I  Walt until that meeting rrlstead 

of c a l n g  you every tnre some problerri occurs In returr-I 
ths  should save you some phorle t m e  arld urlparlried 
problem solvirig t m e  durrig the month and allow you to 
make more sales calls arid get rlcher 

Arid f~rially thls procedure w l l  help a of us meet our 
objectve of computer customer satlsfact~ori o ~ l r  
riumber orie objective for FY 78 

Ths IS just o re  Idea that tias proved to be successful for orle 
of our guys May be you I war i t  to t r y  i t  too 

GOOD LUCK AND GOOD SELLING! 

Dataquest Promotes DSl3000 
By Rlctl Edwdrdi  L S D  

In a revlew titled 1977 Was Baririer Year for U S Mir~corn- 
puter Suppliers the Jarluary 25 1978 Issue of the D a t a q ~ ~ e s '  
R e s e a j c ~ ~  "\ i~r~-letter stated that orle of the hghlghts of 
1977 that seemed most Important to the f r m  was 

ANNOUNCEMENT OF HPs DS 3000 NETWORK SOFT 
WARE PACKAGES IN OUR OPINION THIS SYSTEM REP- 
RESENTS THE STATE-OF-THE-ART IN MINICOMPUTER 
NETWORK DESGIV 

The News ettel also reported or1 p r e m ~ r ~ a r y  market est-  
mates of U S m~rcomputer  suppl~ers Hewett-Packard has 
the secor~d hlghest share of reverue 

\ I Syslemes HP-3000 Sene I1 1 

-, - ,,jyt ,74--, - - - 
14 , -1) 
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First Quarter Sales Performance . . . 
By Carolyn Morris GSD 

We all probably felt that the targets for the f~rst quarler were somewhat h ~ g h  cons~der~ r~g  the hol~days w~rlter and the apparent 
lack of buy~ng dur~ng th~s per~od Well true to form, our super sales force managed to overcome all of these obstacles 
to meet our GSD target for f~rst quarter 

Field people fully real~ze the effort requ~red to meet target month-after-month. GSD would lhke to let you know that we apprechate 
all of your hard work! ! '  

THA,NK YOU! 
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COMPUTER S V S T Z M S  NEWSLETTER 

Connect Your 3071 A to a 21 XX Computer 
By Maurice Fiichcz HPG 

All you need to have IS 

A 3071A terminal 

Sw~tches 1-2 3-4 r nstrumer~t should be r the OPEN 
postior~ Tills correspor~ds to operatlor1 at 300 hauci utti no 
party Swltch 5 w 1  he closed f you w~si-1 to cortrol the 
modem Ihr~es (CF CC CB) 

Swtch 5 will be operl f you wsh to grlore the aho,e cortrol 
lir~es 

A 12531 D interface: 

The 12531-60025 hg t i  speed rerm~r~al w I  provc~e the hard- 
ware to ~r~terface the 3071A al-~d the cornm~ter 

Make sure that a 307 2 KHz crystal I S  r~stal led 

Jumpers W1 I ~ I  A Irterr-la clock 

W7 I ~ I  B 1 stop t ? t  

W3 I ~ I  300 baud 

Driver: 

DVROO provdes the rlecessary software to use the 3071A 
or1 RIE systems 

Note 1 : 

At power or1 tile READY I~ght  on the tern~~nal  1s off Th~s  
tells the operator that she he IS  r~o t  allowed to use the key- 
board U s r ~ g  the keyboard w~ th  t t is  c o r ~ f i g ~ ~ r a t o r ~  w~ l l  result 
Irl a bc~zz to urompt the operator 

The octa! code correspor-~d~ng to the key that has beer1 
deoressed w he sent. however 

Note 2:  

INPUT MODE 

Ser~dng  octa c o ~ i e  36 (RS) lo :he 3071A w~l l  turr.1 or1 the 
"READY I~ght 

The keyboard I S  cor~f~gored The operator s [hen allowed to 
enter data 

OUTPUT MODE 

1 The 3071A , Q I  accept data wt7pther : IS confgured or I-lot 
A good practce is to r lecor~ i fy~~re  the keyt~oard wher~ out- 
puttng data 

I 

1 Ths IS  dor~e b y  ser~~d!r-~g cjct,? 31% 37 (US1 

Manual Part Number Changes 
Ry M ~ k e  Tali; t- HPCl 

Due to the large q~iarltlty of ! T 1 ? r ~ ~ ~ ~ a l  cha.~!:les, the repr~r-11s 
were g Ler rest r~cl~nbers as I o 'ed beov. 

I 

09869-93003 Repal-es 09869-90002 

1 02748-90031 Replaces 027.18-90032 

07260-9031 6 Reijl;-?ccs 07260-90001 
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A New Face in Product Marketing 
13y Peter Stuart HPG 

John already hard at work 

,it the begrir lr lg of February we welcomed John Willett as a 
new member of our product marketing group He jolrls us as 
;3 Ser~~or  Techn~cal Wr~ter resporisble for the complete 
larlge of promot~or~al a r ~ d  servlce l~terature for protluct lhr~e 
169 (Grenoble products) John I S  Erlgl~sh but has spent the 
last four years w ~ t h  HP Boeblinger~ wr~t~r ig  promotor~al a r ~ d  
'service l~terature for the Instruments d ~ v ~ s ~ o n  He IS na r r~ed  
,arid has two small ch~ldrerl whom he hopes w l l  socrl be trl- 
hngual One of Johns flrst objectives 1s to get to <now as 
nany of you as poss~ble arld establ~sh good commur~ica- 
tions Ihr~ks. This art~cle 1s just the first step. 

2649A Customer Training Course - 
Prerequisites 
By Maur~ce Polzat HPG 

The last 2649A trair~ing course (13294A) glverl i r~  (;renoble 
'rom Jar~uary 30 Lo February 3rd, 1978, was undclubtedly 
!very successful. Yet ~t could be even more successful ~f the 
:wo following poir~ts were observed: 

a The 8080A instruct~or~ set should be known. It cJoes not 
require years of experience in programmlng the 8080, 
but students are advlsed to have a look at the most 
commorl 8080 irlstructions. Tell them before thsy come 
to the course!! 

Students should have seen, at least one day In the~r 
l~ fe  a terrn~nal of the 264X fam~ly G ~ v e  them a i  oppor- 
tunlty to play with one of our wonderful term~nalsl I 
am sure they w ~ l l  enjoy ~ t ,  a r ~ d  they w~ l l  benef~t more from 
the course 

THE NEXT COURSE IN GRENOBLE WILL START LIAY 8TH 

AND N O W . .  . . 

WE'LL USE THE 1329081 . , , , FANTASTIC, ISN'T IT7 

Recerity the Orsay lrlstrumerit Sales Force orgar~zed a 
week of orle day HP-IB semriars for Frerich customers 
The total r~umber of people who attended was over 150. 
averaglrlg 30 to 35 per day. 

Fur~damer~tals of HP-IB were expar ied dur~rlg the morrllrig 
while the afterrloor1 was devoted to the currer~t rarlge of 
HP-IB cor~trollers offered by Hewlett-Packard. Calculator 
Sales Force descr~bed ther 9800 Ser~es of desk top com- 
puters a r ~ d  Grer~oble preserlted the HP 1000 System fam~ly. 

Patrick Hagens (right in these two views) is the HP-IB specialist for 
the Instrument Sales Group in Orsay. Patrick organized the seminar 
and in both views, he isdemonstrating local control of HP-IBclusters, 
using an HP 9825A Desktop Computer. 
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Henr~ Ajenstat (seated), from Grenoble Sales Development, IS 

demonstrating the efflclency of the RTE Operating System. 

The theoretical sessiori cor icuded w t t i  a preseritatori of the 
3070A as an HP-IB te rmr~a l  for rernote cor~trol of d s t r b  
uted HP-IB devlces The last slide (over) showeci orle HP 
solut~or~ for l r l tercor~r~ectior~ of HP-IB clusters a r d  H P - B  
desk-top cor~trollers to a cer~tral HP 1000 system 

The m a n  advaritages of t h s  solutlori were emptiaszed as 
follows 

orie v e r ~ d o ~  

slmpllcty of cor~r iecton (what could be s m p e r  thar~ the 
HP-lB Ihr1k7) 

data cor~cerltrat~ori or] the cer~tral HP 1000 data base. 

real time updated data mmed la tey  ava labe  for man- 
agemer~t 

avarabll~ty of t h s  ceritral data base to every user as 
req UI red, 

avalabl l ty of h g h  p e r f o r ~ a n c e  hlgh p r c e  computer 
peripherals (magnetc tape llrie prlnter etc) to every 
user 

A serles of demonstratloris theri followed to cor isodate the 
d a y s  preseritatlor~s A lot of valuable computer buslriess IS 

expected to result from the semlrlars arid corlgratuatlons to 
the lr~strumer~t Sales Force for makl r~g t happer1 

Georges Ouin (bottom view) from Grenoble Product Marketing is 
showing two remote HP-IB clusters connected to an RTE operating 
system via an HP 3070A. In the top view the clusters are controlled 
locally by an HP 9825A which has received a "Take Control" from the 
computer; In the bottom view they are controlled directly by the RTE 
system. 
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FACTORY DATA COLLECTION 

HP-IB L l  NK 10 ,700 HP lB TRANSFERS/TERMINAL/SECOND a 

, iT , , ;j i Hp; ( :c:,' 

DATA BASE 

HP 3070A HP 2240A 59308 

I I I I \ 

D.V.M. 

U.U.T. 

COUNTER 

PRINTER 

f REMOTESLOWSPEED { 
PRODUCTION TESTING 

HP-IB 
DEVICE 

fl HP-IB 
DEVICE I 

$ GENE"' PURPOSE j 7 2- 1 
MEDIUM SPEED 
PRODUCTION TESTING 

D A T A  CAPTURE Dl 

e L  , f HIGH SPEED SPECIALIZED { 
LAB TESTING 

HP-IB 

3 NO. 1 I 

HP-IB 
DEVICE 



COMPUTER SVST!SMS NEWSLETTER 

- -  --- 
Selling To Manufacturing Accounts 
By Alic Sakhmanoff Boise 

You have probably rioticed that marly manufacturing customers are very reluctant to get rid of their card-oriented applica- 
tlorls In fact most of them corlsider it the most reliable arld economical way of recording data for specific applications like 
stock control productiori tracking irlverltory coritrol part requests, etc 

That is why marly customers are mpemer~ t i r~g  rlew applcatior~s with p e r l c  marked cards comb~ned with computer printing 
(turn-around documerit applicatori) Several Hewlett-Packard div~sior~s including San Diego Boise Waltham DMD 
Ft Collir~s Ar~dover arid CPD have beeri using this system for several morlths (one year iri Boise arld Waltham) Marked 
cards printed on HP Irie prirlters with ari HP 3000 Series l l  are read by a 7260A Optical Mark Reader corirlected to the 
HP 3000 These marked cards are used for pull decks stock coritrol arld cyclic riventory coritrol 

Product~on lines need parts from the stockroom for work-orders issued on the HP 3000 A program In the HP 3000 generates 
a pr~rited corltinuous fari fold form lnformat~ori i ke  part number, order riumber locatori to delver parts quantity uriits of 
measure part descrptiorl color code higher level assembly part riumber a r ~ d  date are prir~ted for each work-order All thls 
iriformatiori 1s useful to the person who will do the pull arid deliver the parts to the producttori lhne I t  1s also useful for the 
people on the productlor1 Irie Also a refererice r~umber IS  printed with black marks (OMR characters) Thls urlique r~umber 
assochates the work order r~umber arid the part referer~ce in the HP 3000 IMAGE data base 9 

After be~r ig printed the coritiriuous form is separated r ~ t o  11Y2 inch cards by a bursting machirie Each card has two parts a 
standard tab card 738 lr~ches long and atear off part One card represents or\e work order to pull a speclflc number of parts 
from the stock 

The persori I ~ I  charge of the stock takes each card a r ~ d  accordirig to the printed r~structiorls pulls the requ~red quar~tity of the 
r~eeded part He marks with a pericil his persor~al code (two digits) the quaritty puled (wh~ch car1 be less thari the required 
quarltty) arid a check digit (which IS marked or, each box cor~tar i i r~g the parts) 

Then he separates the tear-off from the card ar~ci delivers the parts w ~ t h  this tear off which is used as a hardcopy documerit 
The card is then read by ar~ HP 7260A Optical Mark Reader connected to the HP 3000 If the card '.as beer1 lricorrectly marked F?) 
(wrong check digit or rivalid quaritty) the card is rejected in the select hopper of the 7260A lmrnedlately the operator car1 
check his pull a r ~ d  by carefully erasirlg the card correct the marked data 

The 7260A reads the marked data arid also the printed data (OMR characters) The prir~ted data er~ables the computer to 
retrleve the work order from the database a r ~ d  to uodate the stock ger~erate back orders i f  rlecessary a r ~ d  e,erl to print order 
forms or irivoces 

Cor~tr~uous fan-fold forms must be correctly ag r i ed  on the HP 261 3 17 18A prriter (using aligrlrnerit boxes) A good quality 
r~bbori must be used (mylar rbbo r~  is riot necessary) I ~ I  order to print a dark black mark for the OMR character 

HP pririters with free optiori 002 003 having the OMR (or slug ) character give a good black mark *or thls character Otherwise 
overpriritirig is recommerided Marly HP divisioris overprint three times using left bracket I r~gti t  bracket characters with 
excellent results 

Carcis mismarked by operators are usually less than 5 per thousarid 

The same forms are t,se:i also to do the cyclic physical nveritory of the stock 

I f  you war~t your cuslo ner to visit ari HP div~so-t usirig th~s  applicatori give me a call arld I ni l  marlage a visit for you 

HP O p t ~ c a  Mark Readers arld Printers are perfect products that can provide leverage for y o ~ i  n peretrat1:lq those card- 
orienteci manufacturing accourlts 

~ 8 x v i 7 2 , s J  -.~- - % - - j,3E o\l- V 
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COMPUTER S Y S T E M S  NEWSLETTER 

How To Find HPG 
B/ Rlchard Frankl~niHPG 

E,der wished that you could make a trip to Grenoble? 

Here's a map arld some travel ir~formation to make planning your tr~p ever1 easler! 

........................................................... ...................................... 
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YOUR WAY T O  GRENOBLE 

Grenoble Airport 
Our nearest alrport IS  at St Et~enne de Salnt Geolrs, 
situited some 38 kilometers (24 m~les )  from Grenoble. 
Each flight 1s met by a coach whlch will take you as far 
as Grenobls rallway statlon. The cost 1s FFI  I for a slngle 
trip. Then take a taxi to HP Alternat~vely. hlre a car 
from the alrport Cost of a one-way rental car is about 
FF80 for a Renault 5 ,  and from FFI  10 for something 
larger, (Refer to the section "travelling by road" for 
direct~ons).  The main disadvantage w ~ t h  Grenoble 
airport IS  that ~t is only connected to Parls/Orly. 

Lyon Airport 
Satolas international alrport IS situated on the Lyon 
motonvay. some 70 kilometers (44  m~les )  from Greno- 
ble. Satolas has three dally connections w ~ t h  Pans Charles 
de Gaulle and dlrect fltghts to London, Amsterdam, 
B N S S ~ ~ S ,  Frankfurt, Zurich, Madrld. Alg~ers, Tun~s ,  
Calro, etc . . . There IS n o  convenient bus from Satolas 
to Grenoble Cost of a one-way rental car I S  in the range 
FF120 to FF2OO. One has also to pay a toll on the 
motonvay to Grenoble (FF18 one-way) T h ~ s  can be 
avoided by taklng the road that runs nearly parallel to 
the motonvay. 

Geneva Airport 
'Though furthest from Grenoble. Geneva has more fre- 
quent connecttons to the rest of Europe Once in Geneva 
you can either, htre a care (FF180 to FF300)and drive 
via Annecy and Chambery - the d~stance IS  about 150 
kdometers (04  mdes) - o r  take ~t easy and travel by tram 
(FF50 first class). E~ the r  way the journey will take you 
about two hours 

TRAVELLING BY ROAD 

For those of you a r r ~ v ~ n g  by car. Hewlett-Packard lies 
on the south-eastern outskirts of Grenoble, in the area 
o f  Eyhenh Travelling from Lyon. the hlghway d ~ v ~ d e s  
lnto two some 7 kilomete~s before entertng the city. 
Keep to :he left-hand s ~ d e  and follow the xig" GKFYO- 
BLE TOllTES DlKECTlONS Keep or1 the highway 
and watch for the s~gn  UKIAGE!l)OhlENE Follow 
that d ~ r e c t ~ o n  dnd keep straight on towards Alpexpo/ 
Alpes Congres You will pass a large shopp~ng center 
and the horel "Sofitel". Then take thenext r~ght  towards 
A b e x ~ o  and Hewlett-Packard 1s located on vour left- . . 
hand s ~ d e  T~ave l l~ng  from Geneva, a motorway hegtns 
some 20 h~lomsters before Grenoble. The one-way prlce 
1s FF7 50 \\lien dr~ving into Grenoble follow the s~gns 
to Alpexpo The map on the reverse 91de shows, In more 
detail, the locat~on of the plant 

WHERE T O  STAY IN GRENOBLE 

To ensure a trouble-free v~sit  always try to n o t ~ f y  us 
well In advance of your arr~val so that we can take care 
of hotel arrangements. We w ~ l l  be pleased to  make hotel 
reservations for you and your customers. Some of the 
more popular hotels include: 

PLMIALPOTEL. 
12. Bd 5larcchal Joffre - Tel 1761 87.88 41 ¤ 

Located downtown, t h ~ s  hotel charges FF 110 for a 
single room and F F  148 for a double. Both prlces 
include breakfast. 

HOTEL BELALP. ¤ 

Rond-Po~nt de I'Etoile - Tel /76/ 9 6  10 27 
S~tuated below the "Vercors" the prlce of thls hotel 
1s FF 57 for a slngle room plus a charge for break- • I 
fast. ¤ 

HOTEL CHRYSTEL. . . 
Stud~os  w11l be ava~lable ~n 1'178 

HOTEL DAUPHITEL. I 

Avenue de Grugliasco - Tel. 701 23 24 72 
Some two ktlorneters from tiewlett-Packard. in a less i r", 
built-up area. this hotel offers HP single rooms at 

I 
rn 

FF81 s t ~ d  a double room lor FF  -15 Botl~ p~tceb 
. 

include hreahlast 
I 
rn 

HOTEL LESDIGUIERES. I 

122, rue de la L ~ b e ~ a t ~ o n  - 161 !7hl ')(I 5 5  30 
I 

Located on the main highway to the South. L e d -  ¤ 
m 

guleres functtons as a tra~ning school for the hotel 
I 

trade Stngle rooms are prtced between F F  "5 and 
FF I I2 wtth double rooms costtre, between FFI  12 

. 
and FF108 Breakl'ast 1s includsd 

HOTEL SOFITEL - BOREL. 
1 ,  av d'lnn\bruck - Tel 1761 OL) 54.27 
Thts hotel I \  next to a large shopping center and 
w~th ln  walktng dlstance of I leiblett-Packard, however 
tt IS  ,I good 10 rnlnutes drlve from down town It 
grant5 HP specla1 prlces of 171:105 for a s111gle roorn 
with breakfast I'hls p ~ ~ c e  IS  reduced to FF85 tf 
your rtay I \  tor 5 days or more 

HOTEL SOFITEL - PARK HOTEL 
I'lace Pdul \l~stral - Tel /7(7 b7 I I 
I)oir,tltoiin. hut round proof. thts liotcl gtves HP a 
reductton \o  t l ~ d t  a single room w ~ t h  breakfast costb 
her\*een Fk 120 and FFIbO and ,I douhle room 
hetween F F  1 70 a ~ i d  1. t:2 15 

HOTEL TRGlS ROSES. 
32.  av du (;res~vaudan - Tel 76:  90.OLI..34 
Located 111 the buhurb of Meylan. at the end of the 
moronvay from (ieneva The prtces for t1P are bet- 
ween FFh-3 and FFl0.3 for ,I mg le  room and FF'): 
to FFI  I4 for a double room 

SOME USEFUL ADDRESSES 
(see m a p  f o r  l oca t ion )  

TOURIST OFFICE: 
14 rue de Id Kepuhlique - 8 30 - 1') 00  dad) 
AVIS car hire: 
2_.courc  Jsan Jar~res - lel ' 0  54 5 7  72 
HERTZ car hire. 
8'1. rue \lailt!'aud - Tel /7h/ X7 62 h l  

HOPITAL SUD: 
Ech~rolles - Tel /7h/ 0') 80  0 
POLICE HEADQUARTERS. 
Bd \larechal Leclerc - Tel '7h, 25 X 1 23 
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COMPUTER S Y S T E M S  NEWSLETTER 

0 
Preliminary Customer Qualification 
By Ron banner man,^^^ 

As all of you know your HP Sales F~nanc~ng organ~zat~c~n 1s both I lex~ble and resporislve Sales F~nanc~ng programs are ava~lable 
tcl meet almost all customer f~nanc~ng problems - from the undercap~tal~zed Serv~ce Bureau to the government agency The 
HP Sales Financ~ng Programs Package w ~ t h  ~ t s  colored Inserts IS  a handy sales tool to use but wh~ch plans apply? Below IS a 
smpl l f~ed reference chart to help you determ~rle wh~ch  plans you want to present 

H E W L E ~ ~  PACKARD I S  R E A D Y  WITH A SALES F INANCING PROGRAM 

TO NEEDS WE FINO THAT MANY O F  OUR CUSTOMERS 
C H ~ ~ ~ ~  HEWLETT PACKARD F INANCING A R R A N G E M E N T S  

. Inel( l # r l  D r l R E  T O C O I I S E P Y I W O R " ' * G r A s ' T L L  

f *#EN T H E Y  NEED 70- FlMAUCIWO . Tvll N E E D  r lTLULl lD  T L R U I A T  L" lYOw." l " *ATs (  . I*F* UWDLP C I P l T A l  B U L l r l T C U U I T s A l * T I  . I * E ~ T * ~ " O r r , r / L D B I D L L I C r l i L r  ? T O I I C T U *  . M r l ~  70 "rrs8mx*1111M5I lMslr  . l n r N T ~ I v N t r ~ ~ ~ r n ~ e  ~ G A ~ W S T W F L A T U U  

I~ Y O U W A N T T O  ACQUIRE HEWLETT-PACKARD P R O O u C T s  AT 

REASONABLE R A T E S  W E  PROVIDE THREE B A S l C T V P E S  

OF EQUIPMENT FINANCING ARRANGEMENTS 

. coNo, , ,owAL~~LE . F,NAMCE LEASE . ,RUE LEASG 

THE HEWLETT PACKIIRD S A L E S  FINANCING PROGRAMS AV41148LE TO 
EXPLAINSO ON T H C  CARDS AT RIGHT FOR FURTHER INFORM4TIONCDNT4 

DFRCE L S T E D B E L O W  

WC,, E.n 
3919 L a r k r r %  7 B"" Clara 4 C,,,,li CI",.. Real, 

Nor?, Ho ,*ooo C A  1'604 i i o r i ~ e  MO 20850 

2 1 3  B l i  , 282  3015 918 6370 

%",h Mldwerr 
P 0 Bol IOLm5 5?nl r u I v t p w  Dr." 
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COMPUTER SYSTEMS KIEWSLEUUER 

PRELIMINARY CUSTOMER QUALIFICATION* 
(DOMESTIC U.S. CUSTOMERS) START 5' 

CONTACT 
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STANDARD 
LEASE 

NO - 
YES 
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11 

NO 

PAYMENT 
PLAN 

PRIME 
LEASE 

*NOTE: This chart should serve only as a guideline. The "right" Sales Financing plan(s) will be a function of the Customer's financing problem and 
creditworthiness - ne~ther of which can be quantified. Your Sales Finance Staff will assist you in finding the best solution(s). 
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