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"National Semiconductor? 
They collect your tickets on 
the 

NATIONAL SEMI-COMPACTOR1 
NO. NATIONAL SEMICONDUCTOR 

Just who or what is National Semiconductor? 
know. we hope, but lots of people sometimes con· 
fuse us with manufacturers of things 01har thin 
integrated circuits. caJculamn. digitll Witches. 
electronic games, memory syIt8mS and m~ 
processors. 

We [Ook an "Ask The People" Slrvey recently. and 
here are the results: 

"National Semiconductor? Well anyone knows 
they collect your tickets on the train:' 

"National Semiconductor transfers all the. ah. 
electric1ty acrOIl the Nation in 8 big pipe of 
some sort." 

"It's a big tractor, isn't itl" 

"Oh yeah. they dig up an the ... they make III 
those big ... I dunna." 

"We have one locally. I didn't know they were 
National. .. 

"I don't get involved in polkics ••• " 

"My favorite National Semi Conductor? 
leonard Bernstein." 
"Ohl Thev make digital wo_; ,think far 
the railroad ... right?" 

Noooo ... wrong I While many people th'nk Ihoy 
know just who or what National is. they don~ 
realize that National Semiconductor, founded In 
1959, design., develops, manufactures. ond ..... 
electronic products that are based on ...,iCDndUO­
tor technology. Our products encompaIS not only 
about 6000 types of intagretad circuits ond d .. 
crete transistors, but also finished memory IVItImI. 
microcomputer systems. calculators, timeUlplng 
and TV entertainment productl, electronic PGklt­
of-salelVsteml, and large mainframe comput8rt. 
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Who's Who At National Ana 
How They Can Help You 

You know we're a pretty big company, and we've 
got lots of specialists on aU sorts of things from 
integrated circuit. to credit, from aln literature 
to shipping. Here', I lilt of some of the depart· 
ments and kind. of people who are here to help vou: 

Customer Service - This is the department re­
",on~ble fo< your cuotomlr's ardor from 
the time he think. he QIIV8 it to National 
until it's !hipped. Customer Services keeps 
order It8tuI intonn.tlon for you and is 
in business to IOIve problems if they occur . 

Spec Control - RIViIwI customer specifications 
drawi ... to evaluate them before product 
is to be manufactured. 

Accounting (Sal .. ) - Sat. up new accounts. gets 
new customer cod_ for you. Administers 
rep commi.lons and maintains customer 
statements. 

Accounting (Credit) - Keeps money rolling in 
for all of us. Arranges credit terms for 
customers; tries to make sound credit 
arrangements for both the customer and 
National. 

QUliity A .... rance - Technical problem sol ..... 
these peopl. assure the quality of our 
products. They liso check returns and wrify 
those allowable for technical reasons. 

Marketing Services - Produces and distributes 
price lim. product brochures. data -. 
.1 .. lit.raw ... product marketing bulletins, 
etc., etc., etc. 

Production Control - This group plans_ly. 
laSt. end shipment of products. Scheduling's 
the nama of their gam •• end they only talk 
with CSAR's; ., don't bug them. Check 
with your CSAR. 

Product Marketing - Responlibla for stnotegy 
on futu .. products. Thea _Ie "­
no Information on current ardan. 

ce_", 

Major Customer Marketing - R_lible for 
"'"tegy end co-ordination of mojor 
ICCOUnt mwketing; lito handl., con­
tract_tietlons. 

Rogionll Solei Ma_ - HI's auppoal to be 
your n'NIln man, I mrt of god In ciwiIL 
Above en. he's your __ • 

FAE's - n... guy .. r. the "brainy good guyo." 
~ with loti of tachnic8lexpenioe. 
they .... ovaillbl. to _ with your .... 
_ ., the! 0<0" products can be de­
signed into his products. 

Who To Call When You 
Need Help 
_ng - Regionll SaIeI Managar 
~ forelllhwy q_ - CSAR 
0nI0r Entry - CSAR 
8poc Roviow - Send the customer's drowings to 

the _rleta mojor marlcetinggroup 
fen military cu-..w or raqUOlU fo< product 
_IuetioM for military typo _ ",to Ihe 
Military Marketing ~. """""*' product 
...luotions to Computar Mlrketint ____ • 
talecommunlclllonsto T __ 
etc.,. If the __ 'tflt Into_major 
marketing cotwgorv. _lhe_ fo<"­
tion..., be -.tto 8poc Cantrot. 

SohoduIing - CSAR 
e.. ... IIo .. - CSAR 
T-.Ioot Ihl_" - CSAR 
0nI0r Status - CSAR 
0rdIr a.. ... - CSAR 
__ - CSAR for _Inistrlliva __ 

- OA fo< daftctiw products 
.... L-" - Mlrketlngs.._ 
""-... you ..., thhtIt of - CuIIIOmor 

SorvaI $uporWor 



Inside National 
• Here's What Happens When You Place An Order 

• 

• 

Now. you "Tlay think your )rder has slipped 
throl.Jh the proverbial "crack" Not so. We 
hope this eIlan has shown you what an orderly 
process the ..vnu/e ''''Ing s. If you provide us 
with all the infol11atu'n we need, there will be 
no slipups. Sometimes, it just takes a little 

/ 

r-1\ ORDER PLACED NEW 
BY TWX, PHON E 

, 
ORDER 

II 
OR MAil DESK 

V 
1'\ 

HOLDS (but we I"lope not) 

ACCOUNTING (AI - (credit I 

MARKETING (MI - (price) 

SPEC (SI 
r- (configuration) 

CUSTOMER SERVICE (CI 

~ (any other reason as 
determined by CSA R.) 

PROOUCTION 8ACKlOG 

lange: than we al\ t.hough~ u tr-e be1lnmng, md 
sometimes t"'e ,-'rder ,sn't Il"st. il 5 s. ... ,..,wing up 
bright dnd clear on the tab run and .. '" ttae com" 
pu~er informaton reports suPPlied you. 

Jlest a~red, we can't .. fford to ose orders 
because we can"t afford to ose custome:-

NON·STANDARD PRODUCT SPEC 
(Not on CPLl CONTROL 

STANDARD PRODUCT 
(e.g., BlC 80!lO, DM7400N, 

ISP 8CilOONI 

t-

--' , 

ORDER ENTRY 
~ 

v1 
COMPUTER KEY STATIONS I' 

~ ~~~~ 
)~ 

, ,/ 
~ 

"~ I 
'\ 
~ 

-:; (Factory now knows ....l MANUFACTURING , SHIPPING 
there's an order.) 

, 

'\ 

, 

"- / 
Note: Production doesn't see the order until all holds are cleared. 
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Paperwork ... How To Make Things Happen 

It all starts here . You TWX the customer's order 
to us. If order entry is done correctly. the order's 
on the way! If not, there may be costly delays. 
So, make sure you send us arl the information we 
need to start processing the order. Make sure it's 
clear and concise. That way the order entry time 
is reduced, and that means faster, better service 
for your customer. 

I n the beginning . . . we receive your order via the 
old faithful TWX or telex machine. There's some 
very essential information that must be on the 
telex to make sure it gets processed promptly. 
Basically there are two kinds of information 
needed to complete an order-order information 
and item information. 

1. Order Information- this identifies you and 
your purchase order 

Customer Code-an eleven digit number which 
uniquely identifies your customer and 
his specific ship-to location_ If this is un­
known, we must have the complete billing 
and shipping address. 
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In The 

Beginning. 

Order Entry 

Customer Service Account Rep Code-a two­
digit code which identifies the person 
within Customer Service who is responsible 
for your account. 

Purchase Order Number-must be present for 
the order to be accepted by National 

Method of Shipment-indicate air, surface. etc. 

Tax-indicate sales tax if applicable 

2. Item Informat ion -describes the quantity, 
price and date required for each part ordered 
by the customer. Information needed: 

Item Number-a number assigned by you to 
distinguish one item from another. 

Quantity-the specific number of parts re­
quested for shipment by the customer on 
a particular day. Abbreviated "QTY." 

Unit Price-price per device as quoted to cus­
tomer. 



Customer Part Number-identifies part ordered 
by the customer. abbreviated "CPN." Always 
enter the part number just as the customer 
gives it to you. A customer may order a part 
by its National Part Number and then add a 
verbal description. When further information 
is given to identify the part being ordered, it 
should be contained in a section noted as 
"COMMENTS" or in accompanying text 
to the item. Above all, tell us what it is. 

CPN Revision-gives the customer's revision 
number or revision level for his drawing 
or part number (CPNI. This is entered im­
mediately after "CPN." 

Request Date-the date your customer needs 
to receive the parts. A date or the term 
ASAP must appear on the order. 

How about ordering different Quantities on dif­
ferent dates?-Sure, it's only necessary to enter 
the unit price and part number for the first entry 
of the item. As far as scheduling goes, as long as 
the CPN does not change, you don't have to 
restate the unit price. For every quantity, though, 
there must be a request date, and for every re­
Quest date. there must be a quantity. When there 
is more than one request date for your order, the 
total quantity ordered is given first. followed by 
quantities and dates for each requested delivery. 

Additional Order Information 
Special shipping or routing comments are: 

PREPAID (we prefer to ship collect) 
COLLECT 
SHIP VIA 
DROP SHIP TO: (we must also have the cus· 

tomer's final P.O. number. It will assist 
the end customer's receiving department.) 
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When used , these comments should immediately 
follow your P.O. number. 

Inspection and Certification Comments 
Another group of special comments exists to pre­
sent information about required inspection or 
certification. These are: 

GSI-government source inspection 
OSI-other, non-government source inspection 

(could be CSI-customer source inspection) 
C of C-certification of compliance 

Other Comments 
Finally . additional comments that would further 
clarify the order can be entered by making a 
"COMMENT" entry on a new Hne of the telex. 
This is a big catch all, but it greatly helps us 
understand the order better. The easier we can 
understand it, the faster we can process it. 

Don't assume we'll be able to figure it out. We. 
more than likely wilt be able to, but it will take 
more time. Clarify whenever you can. 

Special Cases: Those Few Exceptions and How 
To Take Care of Them • 

• Renegotiable Government Contract Data -
Two special Order Information comments are 
provided for these cases: CONTRACT and 
PRIORITY. We must have both. CONTRACT 
refers to the contract number. and PRIORITY 
refers to the government rating of the contract. 

• Grouping and Kitting P.O.'s - When a customer 
needs several different part numbers on the same 
P. O. shipped in equal quantities together, Cus­
tomer Service (Order Entry) can GROUP the 
order so partial shipments do not occur. When all 
the product is in stock on each of the devices and 
the customer request date is within the shipping 
period, we'll ship equal quantities of the devices 
at the same time. No partial shipments will occur 
unless the CSAR is instructed to partial the 
order. 

When grouping an order, all part numbers show 
an individual price and will be invoiced normally. 
If grouping is required. it must be stated on the 
order entry TWX; otherwise, the P. O. will be 
entered normally and the devices may ship 
separately. 

KITTING a P.O. is done in exactly the same 
manner as grouping a P.O. The only difference in 
the two is that a "Kit" has a kit number assigned 
by marketing for a specific group of parts, and 
the prices for all part types in the kit are consoli­
dated into one total kit price appearing only 
under the assigned kit number: individual part 
types appear at zero dollars. 

• 

• 

• 
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Teletyping a basic order is simple, here's how: 

TO: NATIONAL SEMICONDUCTOR 
ORDER ENTRY 

FROM DELTA, TECH. 
CODe 00000002006 CSAR 00 
SHIP TO 5,5,1 152 1ST ST SALEM, MASS. 
SHIP VIA AIR COLLECT 

ITEM 1 500 UNIT PRICE 100.00 CPN LX10000 
250 lIilsn7 
250 1l1lOn7 

COMMENT;TRA,N5DUCER 

END 

TO; NATIONAL SEMICONDUCTOR 
ORDER ENTRY 

LEJ COMPONENTS FROM 
CODE 
SHIP TO 

12345678912 CSAR 20 
AlARI, 124 SAN JOSE AVE. lOS GATOS, CALIf. 

ITEM 1 Dry,S UNIT PRICE .10 CPN OMSOOON 
2 10 1.00 OM74LS193N 

DELIVERY DATE 1II11n7 

SHIP COLLECT AIR 

COMMENT: aUOTE .1345 

END 

TO NATIONAL SEMICONDUCTOR 
ORDER ENTRY 

fROM. ELECTRO SALES 

CODE: 00022751010 CSAR: 60 

SHIP TO: STC. BROOMF IELD, COLO. COLLECT BeST SU RfACE 

ITEM 1,4 168 UPGRADE $40.322.00 1112zn7 

COMMENT: THIS 15 A MEMORY SYSTEMS ORDER 

END 

TO: NATIONAL SEMICONDUCTOR 
ORDER ENTRY 
FROM. HAMIL TON AVNET BALTIMORE 

CODE 00000002go& CSAR 40 

PO: 01230 OAT. COl. BEST AIR 
CONTRACT NO. OA27 0342 OX A7·1 432 1 PRIORITY' DXA7 

DROP SHIP ABC ELECTRONICS 
456 7TH AVE 
NEW YORK CITY, NEW YORK 

ITEM I OTY 1600 $1.45 CPN BMS-89368S 212sn B 
COMMENT' HUGHES ORAWING 

COMMENT REl eE L OUOTE DO-A382 
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TELETYPING A KIT ORDER 

TO: NATIONAL SEMICONDUCTOR 
ORDER ENTRY 

FROM. LEJ COMPONENTS 

CODE: 0001564501 3 CSAR 66 

Bill AND SHIP MINE R ELECTRONICS CORP. 
56 WEST 4STH STREET 
NEW YOR K, NEW YO RK 10036 

P.O. EP-384 

1000 PCS. SK1122 KIT. 7_BS EA_ 

DELV: 300 KITS TO BE SHIPPED BY 11·11·7B SHIP VI A FED 
700 KITS TO BE SHIPPED BY 11 -31 -7B EXPRESS 

COMMENT: SK 1122 KIT INC LUDES 
1 MM57105N 
I MMSJI1 4N 
I LMI BB9N 
1 2N4403 

END 

TelETYPING A GROUPED ORDER 

TO: NATIONAL SEMICONDUCTOR 
ORDER ENTRY 

FROM DELTA TECH 
CODE 00000002006 CSAR 00 

SHIP TO LOCKHEED AEROSPACE 
11)4 MARY ST. 
SUNNYVALE, CALIF. 12345 

SHIP VIA UPS 

ITEM 1 OTY 
2 
3 

S UNIT PRICE 1.19 CPN LMI889N 
50 1.10 MM5JI04N 

100 90 MM57 100N 

COLLECT 

THIS IS A GROUPED ORDER - MUST AL L SHIP TOG ETHER 
00 NOT SHIP PART IALS. 

END 

New ROM Orders 
1. ROM orders should be sent to Order Entry 

ROM Control, labels are available from Cus· 
tomer Service Order Entry. 

2. Customer must state NSID type on purchase 
order (no pre·assigning of ROM codes before 
a purchase order is received) . 

3. Negative or positive logic of the AOM must 
be indicated. 

4. Truth table, card deck or tape should accom· 
pany order. (Define in Application Note 100) 

When the AOM order has been programmed, a 
print out of the truth table is sent to the customer 
for varification. This should be reviewed as soon 
as possible and returned to AOM Control. 



Samples ... You Want 'Em, We Got 'Em!!! 
There's a handy sample order procedure. You 
become the customer. That's right! Place your 
sample order using your personal customer code. 
just as you would any other order. Make sure you 
TWX your sample order using the Standard order 
entry format, but send it to SAMPLES, instead of 
ORDER ENTRY. 

Send the order to the Customer Service Sample 
Desk with: 

1. Your P.O. Number 
2. Device type and package 
3.0uantity 

The P.O. you assign is your way of identifying the 
customer, salesman, etc. The numbers should run 
numerically. and a log should be kept to insure 
that duplication of a P.O. does not occur which 
would only create delays. 

The advantages of this system are: 
1. You can see all the open sample orders on 

your field Packet. 
2. Your daily shippers will show samples shipped. 

Remember, timely shipments of samples are impor· 
tant for both of us: so be sure to use this sample 
order procedure. Make it work for you. 
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THOSE SPECIAL SAMPLE ORDERS 

"Qual" samples and samples requiring "read and 
record" data should be coordinated through prod­
uct marketing or a major marketing group. 

In emergencies, call the Special Services group of 
Customer Service. 

• 

• 

• 



How To Tell Your Change Order From An 
• RMA From A CMR And A Jet Number 

• 

• 

Changes are 

O.K. with us . 

Use the 

green label 

Change Orders 
Change Orders are used whenever a customer 
changes an existing order . Some typical change 
orders are : 

Increases 
Decreases 
Cancellations 
Request Date Change 
Part Number Change 
Item Additions 
Quantity Additions 
Price Changes 
Ship·to Address Change 
Purchase Order Number Change 
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Returns 

can be eas'! · 

When an RMA 

becomes a CMR 

The required information for a TWX Change Order 
is the same that is required for a New Order except 
that the words "CHANGE ORDER" are entered 
below the line starting with "FROM." 

The more clear and concise the change order is. 
the better we can help you. You should only trans­
mit the information to be changed; it's not neces· 
sary to repeat the entire original order. 

There are only three important points to remember 
regarding a change order: 

1. Include the words "CHANGE ORDER." 
2. Include a "COMMENT" explaining the intent 

of the change. 
3. Always use the total order quantity on any 

increase or decrease. not the balance due. 



Examples of Change Orders 

TO ' NATIONAL SEMICONDUCTOR 
ORDER ENTRY 

FROM TRIMARK 

CODE 00012345014 

CHANGE ORDER 

CSAR 61 

ITEM 1 • OTY 250 

P. O, TR 1103 

COMMENT DECREASE IN CTY FROM 500 TO 250. 

END. 

TO : NATIONAL SEMICONDUCTOR 
ORDER ENTRY 

CHANGE ORDER 
FROM lEJ 

CODE OOOOOOO2OO6 CSAROO 

P. O AX560 

ITEM os. DELIVERY TO Will ADVISE 

COMMENT DELIvERY DATE CHANGED TOWill ADVISE 
PER CUSTOMER 

END . 

Returns 
RMA', 

Return Material Authorizations are issued for all 
returns by the regional sales office or the rep 
office with the approval of the regional sales 
manager. 

JET 

A JET is issued by Customer Service and Quality 
Control for returns of $1000 or more. 

1. ac issues JETS for defective product and 
other quality reasons (inoperative, parts mixed 
in rails, bent leads, etc.) 

2. Administrative returns are issued by Cus­
tomer Service for cosmetic problems, 
schedule problems, order entry problems, 
wrong parts ordered and marketing policy 
reasons 
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Customer Material Retu rns, CMR's 

A CMR number is assigned to the physical group 
of parts when the parts are actually returned to 
the factory. It's the number we assign the RMA 
when the parts arrive at the factory. 

More On CM R's 

Authorization numbers are used in getting the 
parts here. Once they arrive, we all talk CM R 
numbers. In the past, a CMR was not entered 
into the "system" until all dispositioning was 
complete, sometimes causing weeks delay 
before it would surface. This has changed. We 
have changed the system so that a return is 
re-entered into the Customer Service tab system 
within two days after receipt of the parts by 
the CMA group. To prevent parts from alia· 
cating, it is immediately placed on Customer 
Service hold. It wilt thus appear in the new 
order and order hold sections of the field 
packet that you receive weekly. 

We don't allow returns for credit only. If we 
choose to alter this procedure, the decision 
rests with the appropriate Product Marketing 
Manager. He is contacted through your CSAR. 

This is a "Marketing Policy" decision. Even 
when the customer gives us another equal 
order for the same parts, it is not classified 
as "Credit Only." When calling in for a JET 
number, say "credit only with an offsetting 
P.O." We must have the offsetting P.O. 
number at that time. 

Val idity of Returns 

A return is valid if the reason for requested 
return is actually a fact. A return is invalid for 
these reasons: 

1. No return paperwork on file 

2. CSAR determines customer claim not 
valid 

3. Parts are not in same condition as when we 
shipped them to the customer-leads may 
be cut, parts soldered, device improperly 
packaged, etc. 

4_ Non·National devices requested to be 
returned. 

The Green label 

This is a pre-addressed label for returns. Use it; it 
works. Use it on returns; it speeds the return and 
gets it to the right place in the factory in a hurry. 

• 

• 

• 
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Order Entry: 

How You Can Help Us 

Help You Better 

Here's a list of some ideas that will save all of us 
lots of time processing Order Entry TWX's. Fol­
lowing these will help us help you better. 

1. Leave adequate line feed (space) between 
purchase orders. We need the extra space. 

2. Send your orders only to Customer Service. 
Don' t copy anyone else; it only delays the 

process. You can send them separate TWX's 
later or make a copy of the order and mail it to 

them later. 
3. Always include the Customer Code. 
4. Double check to see that Customer Codes 

don't get mixed up on the TWX. 
5. Putting more than one P. O. on a TWX with 

the customer's name only on the top causes 
us problems. Every P. O. should have customer 
code and name on it even when several P. 0:5 are 
sent together. 
6. Be sure to indicate unit prices. 
7. Clearly indicate when you want an order drop 

shipped; it will save all sorts of delays. 
8. Indicate special pricing authorization to 

avoid confusion and delays in the order entry 

process. 
9. Make sure scheduled out quantities agree with 

the total quantity ordered. 
10. When breaking down the total order , specify 

the quantities. If the total is 10K, and you 
want 10% delivered in August, 20% in September 
and the balance in November , don't use per­
centages; specify the quantities. 

, 1. TWX's should indicate if the P. O. is taxable. 
Putting this information on confirming paper­

work may be too late. 
12. Indicate the method of shipment. 
13. Include REL delivery quote number when 

applicable. 
14. Don't assume we can figure everything out; 

tell uS all you know about the order. 



• 
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Translating Those Field Packet Reports 
Sometimes it's not easy. There is lots of pertinent 
information in National's Field Packet Reports. 

This key should help you find what you're looking 
for. 

I 

I 
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Order Status 
N ~ 

APPLIeD OJGJ1Al ~Al. 
100 MARCU 5 SOU LEVAkO 
HAU~PAUGE NEw VORK --- -

o 

R#~~wu .•. N. 

.. Co 
.... . '" 
.... c.' 

[ POD .uDall .lOY SIiJI!_ 2_-wH.Ksl 

[fa lU47i] !>O 10 .. 11 ~NT 10/20111 SH IP PR E VIA UPS 

<'cw.' 
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Translating Those Field Packet Reports 
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How Things Work 

• Quoting Procedures For Field Sales Offices 

• 

• 

All Quotes on delivery of new orders must origi· 
nate in Customer Service to be valid. And, Quotes 
should only be given out by the Customer Service 
Account Rep handling the account or that rep's 
supervisor. In emergency situations, any CSAR is 
qualified to give quotes. 

Standard Product Quotes 
First you call or TWX the appropriate CSAR with 
the complete part number, total quantity needed 
and customer's requested schedule. If the quan tity 
of the quote falls withi n quantities on the estab· 
lished Quote guide, the CSAR can give you a Quote 
immediately. 

If the quantities are larger or there is a particular 
problem on the part, the CSAR must contact the 
appropriate Production Control person for a Quote. 
Above all, all requests for Quotes will be answered 
within 24 hours-if not sooner. 

On selected customers or at a CSAR's discretion, 
quote numbers will be issued with quote to be en· 
tered with the Purchase Order. This allows the 
CSAR to double check Production Control dates 
when the P.O. hits the backlog . 

Standard product quotes are based on product 
sold on a "first come first served basis." National 
does not "hold" products quoted for any period 
of time. If the customer need is urgent, the Field 
Sales Office must make arrangements with its 
CSAR. 

Stamp-off Ouotes 
Any product that requires special marking or 
selected testing or both will only be quoted by the 
CSAR after contacting Production Control. Your 
procedure is the same as for Standard Ouotes. A 
24·hour response time is in effect unless special 
considerations exist. For example, with electrically 
selected units, yields to spec must be considered 
and might require more time for response. At no 
time should this exception be more than 48 hours. 

Oelays in stamp·off quotes will happen only if 
National does not have a copy of the customer's 
drawing (including latest revisions) in Santa Clara 
Spec Control. 

Any requests for quotes where the customer part 
number is presented "For Reference Only," no 
deviation from standard product, the quote issued 
is for standard product. If, in fact, there is a devi· 
ation from standard product (special mark on part, 
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shipping container marking, etc.) the quote is void. 
If any doubt exists as to the customer's part num· 
ber versus standard or stamp-off, enter quote for 
customer part number. 

Standard Rei Ouotes and Custom Rei Quotes 
Many delivery problems with REL orders can be 
directly traced to a poor communication between 
the field and the factory during the Quote and 
Order Entry Cycle. I n order to improve this situ· 
ation, the following procedure should be used: 

1. All of the information indicated in the top 
half of the form (see example) will be required 

in order to obtain a "REL Oelivery Quote." This 
procedure applies to all REL orders including dis­
crete, standard, and custom REL. Request the 
quote via TWX to Customer Service, making sure 
all the right information is in the quote. However, 
phone delivery quote requests will be accepted 
provided all of the requi red information is 
available. 

2. The delivery quote will be sent back by TWX. 



3. All of the information on the form will then be 
TWX'eeI to the field so that each salesman has 

a hard copy of what was quoted, including any 
special conditions or exceptions on the quote. In 
emergencies, this information will be given over the 
telephone. However it will still be followed up by 
the hard copy TWX. The following comments 
are worth noting: 

4. All deliveries are quoted in time AFTER RE· 
CEIPT OF REOUIRED WAIVERS. 

5. If the delivery is out of line with the requested 
delivery date, we will offer alternative delivery 

options in order to meet the requested date. For 
example, if SEM analysis can be waived from an 
order, four to eight weeks might be saved in 
production. This type of information will give the 
customer options BEFORE HE PLACES THE 
ORDER: 

6. All orders must be entered by TWX. They 
must have all oJ the same information required 

for the delivery quote plus comments regarding 
the customer's acceptance of any requested 
changes or waivers. Without this information the 
order will be placed on hold and processing is 
delayed. 

7. All Rei orders being entered to a customer spec 
MUST include the rei quote number. 

How About Those Hidden 
Requirements In RFQ's And 
Purchase Orders? 
When getting an RFO (Request For Quote) for a 
new program or when taking over a new account, 
spend a few minutes with the buyer and ask him 
to review with you the requirements of the vari· 
ous clauses and attachments to the RFQ andlor 
purchase order. While this may take a few minutes 
of your time BEFORE the order, it may save a 
few weeks of your time AFTE R the order is 
taken and relayed to the factory. 

You may need to revise the quote specs by adding 
some of these out·of·the·ordinary requirements: 

special testing 
special processing 
special handling 
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I n many cases the buyer may forget to add those 
requirements in the R FQ even though they appear 
on the final purchase order. These additional re­
quirements cost more money and can also change 
the delivery schedule. So, be sure to add them to 
the R FQ ... in the beginning. 

TWX Services, Some New 
Angles For That Old TWX. 
Fortunately for all of us, all TWX Order Entries 
take first priority and are immediately sent to 
Customer Service. 

But, if you want to send a TWX message other than 
an Order Entry, here are some hints to make sure 
things happen as fast as they can: 

MAILSTOPS 

11 you want to be sure the right person gets the 
message you are sending at the appropriate time, 
be sure the message has a mail stop number on it 
(see your National Interplant Telephone Directory). 
For example: ATTN: JOE SMITH/790 

ee's 

cc: RICK JONES1830, 
JOHN GREENn90 

Copies lor the "cc's" are made by TWX people 
twice a day or as time is available. This means a 
slight delay lor messages to reach everyone but the 
intended receiver. Never "cc" an Order Entry TWX. 

URGENT/RUSH MESSAGES 

These should be marked as such by the sending 
location. When TWX room personnel see RUSH or 
URGENT at the beginning of a message they 
personally hand carry it to a mail clerk who in turn 
caUs the intended receiver notifying him or her 
that there is an urgent message in his or her mail · 
box. People cc'd on rush messages won't be cal ted. 

A word of caution, don't abuse this Urgent/Rush 
service; it just slows down all the other TWX ser· 
vices. Save it for when you're in a real panic. 

• 

• 

• 



DELIVERY QUOTATION REQUEST I REPLY QUOTE NO.: 

PAGE : OF • ATTEN : PATE ; 
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Cry : REO. DATE: Del QUOTE ,-

o PrIUP o seM o X·R.., o Gp B o Gp C o GSI o CSI o No SourCi 

FLOW : 

REMARKS: 

QUOTE EXPIRES: QUOTE BY : 

ITEM 2 
ePN: REY NO: NSIO: 

OTY : REa. DATE: DEL QUOTE : 

0 P~c.p o seM 0 X-Ray 0 G, • o Gp C o GSI 0 CS! o No SOUIt. 

flOW: 

REMARKS: 

QUOTE eXPIRES : QUOTE BY: 

ITEM 3 

• tPN: REV NO: NS!O : 

QTY : REP. DATE : DEL OUOTE: 

o Pree.., o SeM 0 X·R.., 0 G, • o Gp C o GSI 0 CS! o No Sourc. 

FLOW: 

REMARKS: 

QUOTE EXPIRES: OUOTE BY: 

ITEMe 
CPN: REV NO; NSIO: 

QTY ~ RED. DATE: DEl QUOTE : 

o PrlCap o SeM o X-RIY 0 Gp B o Gp C o GSI 0 CSI o No Source 

FLOW: 

REMARKS: 

QUOTE EXPIRES QUOTE BY: 

ITEM 5 
tPN : REV NO: NSJD : 

OTY : REG. DATE : Del QUOTE: 

0 "'- o SEM o X· Ray 0 Gp B o Gp C o GSI 0 CSI o No 800ft. 

flOW: 

• REMARKS: 

QUOTE eXPIRES; QUOTE BY : 

U.U o \ 

CSMAA 78 



• 

• 

• 

How Do You Get Your Spec Reviewed? 

"..----. --------
Remember .... 

most specs should 

not be sent to 

Spec Control . 
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It's easy, most of the time. First thing to remember 
is that drawing reviews should be sent to the 
appropriate Major Account marketing group or 
Spec Control if not part of a major account group. 
For instance: 

1. All Military customers or requests for product 
evaluations for military type devices must go to 
Military Marketing. If your request is sent else­
where. you've lost time, because no one in Spec 
Control looks at it until Military Marketing has 
blessed it. Be sure to use the "Request for 
Evaluation of Customer Specification" form. 

2. At! key comnuter, industrial and telecommuni· 
cations accounts' spec drawings should be sent 
to their respective Major Industrial Account 
Marketing Manager (computer to Computer 
Marketing Manager, etc.); so they can see if it 
makes business sense to review the drawing. 
Then the spec drawings are sent to Spec Con­
trol. Again, you'll just waste time if you send 
the drawings to Spec Control first. Be sure to 
use the "Request for Evaluation of Customer 
Specification" form. 

3. Other accounts that are not part of any major 
marketing category can be sent to Spec Control 
first. But, make sure to use the "Request for 
Evaluation of Customer Specification" form. 
You understand by now, we're sure; if you don't 
use the form, you'll waste lots of valuable time. 

For all specs to be reviewed, you must fill out the 
"Review" form. Those with the form properly 
fi lled out get looked at fi rst . So, be sure to fill in 
all the blanks and be sure to indicate the generic 
device type. These forms are available from Market­
ing Services, and using them pays off for you and 
your customer. 

So, now that you've done everything properly, 
what can you expect from Spec Control in the way 
of a turn·around time? Well, they've set a target 
of one week or less, but sometimes things happen 
and it may take a little longer, particularly for 
complex electrical evaluations . 



NATlONAL REQUEST FOR EVALUATION OF CUSTOMER SPECIFICATION 14106 

• ~ 10ATE SENT: 

ICUST 
REV- RFQ'; DUE 

THE FOLLOWING BLOCK MUST BE COMPLETED BY FIELD SALES OR THE SPEC WILL NOT BE REVIEWED 

SALeSMAN IOFFlce [REG.MGR 

CUSTOMER I CONTACT 
NAME POTENTIAL IMMEO PER YEAR 'OR YEARS 

!.!!ill SAL ES 

PHONE : TITLE : VOlUMN PER SYSTEM hVST : OVER YEARS 

PRODUCT DESCRIPTION o SPECIAL MARK o SPEC ELECT 0 REL 

(TYPE IF KNOWN) o SPEC MARK/PKG D CUSTOM oev o STD PROD 

COMPETITION : THEIR jPRICE 
PRICE: NEEDED: 

PROGRAM: IESTIMATEO 
AWARD DATE, 

HAS CUSTOMER PRE VIOUSLY PURCHASED THIS PART? 0 YESO NO IF YES, FROM DNsc 0 COMPETITION 

PRE Y QUANTITY , PRICE : AGAINST, 0 THIS DRAWING DNO owcD 

o RE VIEW NEEDED WITHIN 2 WEEKS 0 REVIEW NEEDED, NO PRIORITY 0 FilE DWG, NO RESPONSE REQUIRED 

• COMMENTS, 

ACKNOWLEDGEMENT 

RECEIVED AT SANTA CLARA: ESTIMATED DATE OF COMPLETION OF EVALUATION : 

o FORWARDED TO IN SPEC REVIEW, CONTACT AT EXTENSION 

o NON_APL , FORWARDED TO AT EXTENSION (D PROD MKTG D ENGINEERING) 

COMMENTS: 

MARKETING COMMENTS 

NscDIS o IS NOT INTERESTED IN THIS 8USINESS PRODUCT TYPE IS: 

PRODUCT STATUSOAPL D DUE_QUARTER OF'9 f]STD PRODUCT o CUSTOM o NO PROO PLANS 

o FIELD SALES NOTIFIED ON THAT THIS DRAWING IS TO 8E NO 810 PER 

• MARKETING MANAGER: DATE EVALUATED: 

NATIONAL SEMICONDUCTOR CORPORATION, 2900 SEMICONDUCTOR DRIVE, SANTA CLARA, CA 9~1 
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Scheduling: Which Comes First, 
The Chicken Or The Egg? And When? 
That's the essence of scheduling. figuring out 
what gets produced and when it can be delivered. 
Scheduling is important to you and your customer; 
and it's very important to our whole operation. 

How we schedule things determines how we per­
form for your customer. Scheduling can't be left 
to chance and neither can changes in delivery 
schedules. Here's a summary of our basic sched· 
uling philosophy. It should assist you greatly in 
dealing with your customers and their product 
needs. 
1. Typically. orders for standard products are 

scheduled automatically by referring to the 
quote guide provided for the Customer Service 
Account Reps by Production Control line sched· 
ulers. These orders are entered and automatically 
scheduled in the computer. If the order is for 
2,()Q{) pieces to be delivered as soon as possible 
and the quote guide reflects 2,000 in three weeks, 
the order will be scheduled to ship three weeks 
from the order entry date. 

2. Orders are shipped to the current schedule 
date. In most cases, this is the same as the 

original schedule date. 

3. National's delivery Quotes are based on prod 
uct availability at the time of the Quote, and 

in case of multiple quotes the product is available 
on a first come first serve basis. Quotes for Stand­
ard and Custom Rei are valid for a specified period 
of time as defined by the Quote. 

4. If an unresolved technical problem inhibits 
realistic order schedules, the schedule will be 

changed to reflect "99999" in the current schedule 
column. This technological problem advise should 
then be communicated immediately to the cus­
tomer if we are unable to schedule his order. This 
is up to you. We want to tell him in advance of 
a problem. 

5. In fact, we feel the customer must be advised 
of all changes in the status of his order as soon 

as possible. All schedules missed should be re­
ported to the customer before the miss and as 
early in the production cycle as possible. We are 
constantly trying to improve ways to get this in­
formation to you so that you can, in turn, get it 
to your customer. National feels this is an essential 
part of developing a good service image_ 
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6. We believe that arrangements with customers 
should be honored or not made at all. If sup­

port is not intended, no commitment should be 
made. But sometimes orders have to be resched ­
uled or substitutes found; when that happens, we'll 
work with you to meet the customer's needs as 
best we can. We'll have to work together , though, 
to make sure things go smoothly. 

7. If we do have to reschedule an order, rest 
assured that rescheduled orders take precedence 
over all others. And if an order has to be resched· 
uled several times by National , the more times it 
is rescheduled, the higher it ranks on the priority 
list. 



When You Have To Substitute: 
• Product Alternatives For New And Existing Purchase Orders 

• 

• 

Sometimes you'll need to find an alternate product 
or substitute product: 

when quoting a new Purchase Order if the 
initial delivery date is critical 

when a customer wants to pull in delivery 
on a P.O. to immediate delivery 

when National has fallen delinquent on a 
product commitment 

What's important is that there are alternatives and 
they should definitely be suggested to the customer. 

You should consider the following types of 
alternatives: 

1. different package type (same pinout) 
2. different temperature ranges (military vs. 

commercial) 
3. different military tested grades (883, 38510, 

JAN, etc.! 
4. parts marked to other customer drawing 

numbers, or A+ or B+ parts 
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Here's another good hint: The alternatives can 
overlap each other; for example, instead of a stan­
dard OM7400N, you could substitute a 
DM5400J/883 (different package, temperature 
range and 883 level). 

When in need of an alternative, be sure to ask your 
CSAR to check all possibilities. Depending on the 
situation, substitute parts might cost more. Mar­
keting will need to be contacted for price adjust­
ments. 



Examples: 

1. different package type (same pinout) 

package needed: D alternate: 
J 
N 
F 
W 
H 
T 
P 
Z 
K 
KC 

J (medium·), N (low·) 
D (high'!. N (medium) 
D and J (high) 
W (medium) 
F (high) 
none 
P (medium) 
T (high) 
P flow), requires some lead form 
KC (high) 
K (high) 

2. different temperature ranges (military vs. commercial) 

package needed: DM54XX alternate: DM54XX883 (high), DM74XX (low) 
DM54XX/SS3 DM54XX (medium) 
DM74XX DM54XX (high). DM54XX18S3 (high). DM74XX A+ (high) 

DM74XX B+ (high). DM74XX18S3 (high) 
LMllSH LMllSH/SS3 (high!. LM21SH (medium) 
LM318H LMllSH/SS3 (high!. LMllSH (high). LM21SH (high) 

LM31SH A+ (high) 
2N2222 PN2222 (high). 2N2222AJTX (high) 
PN2222 2N2222 (high!. 2N2222AJTX (high) 

3. different military tested grades (883,38510, JAN, etc.) 

Find the part you are looking for on chart; then read up the chart to find a better part: 

Military Grade: 38510 Highest Military Grade: Linear LM1XX 
JANTXV Digital DM54XX 
JANTX MM4XXX 
SS3 
Standard Industrial Grade: 

Commercial Grade: 

Linear LM2XX 

Linear LM3XX 
Digital DM74XX 

DMSXXX 

4. another alternative would be parts marked to other than the customer drawing number 

Commercial Grade: 883 
A+ 
8+ 
Special Mark 
Standard 

·Probability of acceptance by customer: 

High (90-1 00%) 
Medium (70-90%) 
Low (50-60%) 
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A Little Help For Our Friends From 
Marketing Services 
Extra, Extra, Read All About It . .. 
Ad Reprints, Data Sheets, 
Brochures 

r 

.' 

~AL [ C; TOOLS: 

y:~ r ~y nc ... j nnll' prodUClliterature, ad re-
r t d' &, ~r-, ~lror.llures, product marketing 

c& fl,,- I;':. whatever. Well, National's 
vi_fk tir 1 .... ;. :c~ qroup can provide all the 
".1 I: e· yO!J :~eed and a few extra promo­

I .)," I r 11 r 3Jr; '0 boot' 

·h.fe re a .. · .. ·,f 1M most hrlpful: 

rile N.Jtioralliterature Index 

ItUI ~'~ I't:, ' .. :re 1\i3tion(lI'5 literature Index 
IS ·01 C'" "i' Icte reference to all currently available 
:]1 .' .c:~. " .... pl;c3t1on notes, guides, handbooks 
nc.J 'al"'QS. jUlilj~hed twice a year, the index 

repre' ·,t~· 'LLI<ln]I's erltirQ line of devices as 
:hcy lr:"'';'' ,n th~ "limy Datahook volumes. 

Product M,lrketing Bulletin 

t\;,ti! 31 P".18 ", published e\l~ry month. It con. 
taim pr',:>, l:h.lrt~~W!:. ne','\/' product information, 
,m:·,'. ;',r:~rj !'r't', of I)~W product literature and 
,n Ci,neral ,,' )c'-'glled to keep you and the sales 
:,')r'-;" up t" d.:,ti" witi-. the most current infor. 
m3fion on i'4.1tional's products and product 
SUD;lOrt moltl"l'IJis Bulk amounts are mailed to 
SJIf":; offict!s dnd lO(lividu3/ copies can be mailed 
to sal!'sr~lCII's homp-s. Advance notice should be 
given thrr Field Communications Specialist 
(repol tin!l tn Military Marketing) to change quan­
tities nep.ded I,y your oHio! and to make additions 
or correctluns to the mailing list. There just aren't 
extra copies of this puhlication available, so plan 
ahead 
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OEM Price Lists 

These are published every 
them automatically. If you 
out the Literature Request 
Marketing Services. 

Data Sheets, Product Li'era.u" •. 

You're on our mailing list as 
on with National, but if you 
brochures, price lists, etc., or if 
just contact Marketing Services 
And, be sure to use a Literature 
works wonders! 

Here's another form that you'll 
of - the Request for Evaluation 
Specification form. It's most 
for speedy turnarounds of spec 
Marketing Services to send you a 

The Data Bookshelf 

This is a compendium of i·, ~~~~;~~ 
independent volumes that 
over 5000 pages-describe in 
state devices; devices that span 
of semiconductor processes, and 

the simplest of discrete tr~':~:~~~:~ 
sors. Geared for the design 
ultimate reference source. 

GREAT ADS; 

Marketing Services also oversees 
that appear in all the trade papers 
Ad reprints are available should 

SALES LEADS 

Marketing Services fields all the 
cards from ads and sends copies 
sales offices for you to follow up 

SE RVICES, TOO 

Marketing Services also produces 
promotion materials, and on 
special news/etters, customer 
forms needed by various sales 
big in buttons. binders, T-shirts, 
pitch·packs. too. /n short, whate, .. 
tool, Marketing Services has it or 
The group is in business to help 
customers on National. Make sure 
them, if you need their help. 
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How To Get What You Need. 
Wheh You Need It v._ .......... ullll to distribute National', 
manyllllli ot.u. __ no .... catalogs. 
prIoo __ bn>chu ... to tho field. Here are 
tho ~ pRICIdur.: 

THINGS THAT JUST COME NATURALLY 
You," got t_ automatically. 

1_ "Ipmonl of _ Catslop - Because of 
their size and the colt of printing, catalogs are 
sent first to the region.lllies offices. Coupons 
ere printed up for each new catalog or reprint and 
.... apponioned (based on wstomer1 sales) to the 
Regional Manage:l'1. These coupons 8re dispersed 
through the field offices. Raps and distributors 
In their territory and mult be sent in with 8 lit 
request for Cltalogs. Additional catalogs over the 
allotment may be purchased by the distributors 
for $1 each. 

PrIce _ - Those are sent quarterly. 

1. OEM PrIce _ - One copy is sent with tho 
PMB to lOCh penon on tho 004 list. Bulk 

shipments are not held for consolidation; they are 
sent air or fim class to Area and Regional Ma ...... 
ger>. to _Ies offic:os. district offices. F AE's and 
Raps. but nat to distributors. Varying quantities 
........ t to each office. In fact. tho OEM ship­
ment is combi,... with the Distributor Price 
Sheet shipment If fusible. 

2. DIItrIbutor Pric:o _ - ThOll are bulked 
In small quantitl. to NSC offices and distrib­

UtorSlO thlt they can arrive on a Monday. No 
Individual copies are .nt due to the "guarantee 
of arrival" and the Distributor Price Sheet is not 
_ with the PMB. 

PM8 (l'nIduct _eli", Bullotinl - Thi' is sent 
out IPProximatelV every month and is the main 
1OUf'Ce of communication bet\.wen the Marketing 
~ b._1rOd tho _I .. force. One copy is 
sent out lint .... to the 004 computer list. 
One __ 01 __ data sheet. OW not •• 
guldo. _. OEM IrOd financial quarterlies 
II _ with tho PMB. Bulk _itles are also sent 
to field _ officos IrOd _ 

Dota UpoIIt8..,...... _ - Those are sent 
out 00iC8 lOCh _ li1Iornatoly to _roximootely 
26.000 _Ie on tho oustomer list. bulk rata. 

Ott. TIIlnp - Announcements, Bninars. memos. 
offa 8ddrea changes, etc., 81'8 lint out using 
_ lists at ports of lists II _ropriate. 

cs ...... ,. 

CHANGE OF AODRESS 
This should be sent to the Mark.ttI. 
Field Coordinator well in advance 
and make sure you indicate which 
should be changod. 

MAIL SENT OUT IN RESPONSE 
REOUESTS 
FioIdR_ 
Additional data sheets. app notes 
can be requested after the first 
filling out a six·part form lLiit."otu. 
Form). A coupon must be sent 
requests. You may specify the 
and will be billed 8CCOfdingly. 
shipped the least expensive way 
consolidated for weekly shilpm,.nts I 
each week. 

Customer InfonNtion Requem 

Coupons clipped out of technical 
or from direct mailings generate 
These and letters from customers 
promptly. Catalogs, because of 
be accompanied by cash or check 
shipped. 

LISTS. WHO'S ON THEM 
Addreuograph Plate List - This is 

mailings mostly, and it is su~::·: ~~;~ 
15 categories: area offices, 
district offices, Reps offices, distrit 
foreign NSC offices, foreign 
Addresses are kept current by 
field and from Marketing to the lit 
Marketing Services. It is used for 
data sheets, OEM price sheets, 
varying quantities to any office. 

PMB 004 List - This has onn,mv;m 
home addresses of most, but not 
salesmen and reps (no customers. 
The Marketing Services Field 
who goes on the lin. 

Cu_ List - This ce.nta,insappi 
26.000 names and is kept and 
tine interest and area zip code . 
by Regional ~ and Reps. 
must be .tded by filling out a 
Information Distribution Services) 
card. should then be sent in bulk 
Services Field Coordinator. 



11II .... UOO., .... - LY 
onoISom_ 14 ... - -- 1 .... -

.. ~Form 1--
..... "UNT CL .... IlLV ...-• .... 
.. --... 
"., 

- - ZOo 
,...1 

Ut. Req.' 

QUANTITY TITLE 

• 

• 
NiIUoMI .... I ....... ,c. ........... . :noo.,: ..... ,DtM ..... a...c. ..... _ ' • ..-JII ..... 1WX •••• 111 
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Extra Services 
We Can Offer Your Customers • • • 
~ _ .. 1I11ngo we con do you might 
.. tNnk of. HIre ... few i_. AI you think 
of mon, just jot !hom down here, and be sur. to 
lit .. t_ 10 !hat we may sh ... them with other __ 
WI ... : 
1. ConIoIw.te thlpmentl. This means just one 

WIYbIII Md could ..,. your customer some .......,. 
2. Umlt thlpments 10 just one or two days. 

WIIk or just two times per period. This means 
r-Irwo'-, .... paperwork for all of us. 

3. Send thipment .:tvlle via telex to you or to the 
buv- or hil_"",rv. This keeps everyone 
_h.d ot what'l going on. 

limit 

4. Limit partial shipmelits to cut costs. We never 
met •• shipment of ... 1han $200 un'" It 
.Ioa out • total quantity due on • specific 
dlte. 

S. Have 1I1e computer limit 1he number of days 
we ship _ of 1he customer's request if you 
let III know. 

6. Incorporate overriding I_ions from the 
customer to laure Ihipment the way he wants 
it. Just let us know. and this information will 
always take precedence over the original 
order instructions regardless of what they 
-.t. 

We're Here To Help 

.. uth .. 

.......... 
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Know Thy Customer 
It's important to know the rules of any game, and 
in our game it's imperative that we know how our 
customers measure us. We've found it's by delivery, 
Quality and price. It's as simple as that. Assume 
that we have a competitive price and good quality. 
These are facts or we wouldn't still be in business. 
As for delivery, if we deliver on time, the custo. 
mers love us; jf we don't, we've got problems. 
Unfortunately, our problems also become yours. 

That's why it's important to know how our cus. 
tomers measure us. We know that they usually 
measure us by the following criteria: 

1. the number of delinquent items per his re­
quest and per our commitment. 

2. the percentage of parts delivered on time 
per his request and per our commitment. 

3. the percentage of shipments on time per his 
request and per our commitment. 

4. returns on delinquent purchase orders. 

Here's what you can do to help us improve our per_ 
formance and image. These things should also save 
you some headaches later. 

1. Constantly review what National's order status 
says versus what the customer's order status 

says. We measure our performance according to 
the original schedule; that's what we committed 
to do. let the customer know when we're per. 
forming; let us know when we're not . 
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2. Have buyer cancel "".11 insignificant open 
quantities. This elimlnet81 delinquencies and 

inconsequential deliveries. 
3. Make .. ,. you are aware of any obvious dfs. 

crepancies and take care of them. For instMce, 
if parts are received by the customer against one 
purchase order when National shipped against 
another, there will be two obvious discrepancies. 
We would overship on one and be delinquent on 
the other. Who needs thatl 
4. Make certain that we understand other things 

that are Important to the customer in hi. 
measuring National. We need to know 10 thet 
we can perform better and so you won't get 
complaints. 

Neither of UI wants any customer problem.; 10 
let', work et prewnting them before they h_. 
KnOWing our customer is the first stap. 

H_lully, tho end result will be mort butI_ for 
both of u,l 
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Speakin' The Language 

ROMI 

Ral? MIS? 

S~y Orda,,? 

Hold? 

Truth table? 

RMAI C of C? 

Stampoff? 

CIAIII 

Here's 8 glossary of terms, just )n case there are 
some words or terms you're not familiar with 
And. you never know when they'll come In handy 
during those lulls at cocktail parties and other 
social gatherings, 

Really, though, it's the !snguage of the industry 
spiced with a few National colloquialisms. 
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Accounting period-The 2a-day cycle in which 
National does business. Accounting periods 
do not correspond with calendar months. 
Unle-ss otherWise Indicated. references to 
period in the rnanual refer to the accounting 
penod. 

Accounts Receivable Hold-Seu C:-edlt hold. 

Allocation-The proceSS of comMittirg parts in 
IIwentory to jilt orders from customers. Ano 
~at,on mav be automatic I,carr'ed on by CSS 
to perf()rm certain allocation actlo",s). 

Alpha characters-A through Z of the alphabet. 

Backlog- The total of shiPpable orders '.orders not 
on d plocess:nq hold) thdt 'lave not been filled. 

Bill-to-The address to ....,h ich invoices are to be 
sent. 

e of C or Certificate of Compliance--A!50 Cert,fi· 
cate of ContofrT"anCa A siqnerj STiterr"''1t by 
quality rontro l that ;~;I1"Jna; 5 prixluct 'lleC1S 
P'U" (;U,tJr.-e' ~ ~;ccjfjcJtion. 

Change Order-A t, .m~ i·-" ' C!1 er.:iJ:·'~ ~ : CI.>'itomer 
SeN.ce tu chJrge ,~·Of:TutIQfI on m ,re2 

CIA-Clsh 11 ad~ance P'Jr'!'I!hf :01 c·".:! f,·- ", 
the customeT pr,ur t" (lny ,1-0;; " c"t )t p rtf, 

CMR# -Cu~tcme- Mat·>r al Re:,Jr" n!Jrr., '",I 

Collect/prepaid, T'll) W,"I nNt'!" 'h a rJ::. 'r}mer 
'hls:hes !rJ pay for freid"i! l:1'arc~'s, 

Comments-Expla'l8t,ons or Ir~tr ... r:'IlJn~ Jddcr! 
to orders_ 

CPl or Customer Products List-A C1)lYlputer 
prlnten list of al: tlPproved product" prod'iced 
by N .. tlnnal Thp. CPL shows comn'(ln customer 
part numbers, ~tandard I!lflustry ~1(j'11bers and 
corresponding NSID's, in addi: on to other 
product In/'orn1ativn 

CSAR or Customer Service Account Represen, 
tative- The Customer Senl'ice erl1ployee re 
sponslble for a particular customer from tbe 
time 1he customer thl"ks he galo'e the order (0 
Nation<f' 

CSS or Customer Status System-Nallonai's 
computer-based System for entering. pfOCe$­
sing and shipping orders. 

Customer code-An 11 digit number u:.ed by CSS 
to identify 8 customer, the address to which 
his shipments are to be sent, and the address 
to which his invoices are to be sent. 

CPN or Customer Part Number-The number a 
customer uses to identify a part he is ordering, 
The customer part number mayor may not 
be a National part number. 





• 

• 

• CS MAR 18 

You're Part Of The Team 
And it wouldn't be the same if you weren't. 

And, as part of National's team, we'd like to hear 
from you more often with ideas and suggestions. 
Let us know if we need to clarify things. Or, if 
you need additional information or support from 
us. let us know. Send your ideas to the Director 
of Customer Service. 

We count on you; we count on you a lot. 

To: 

From: 

This has been on my mind for some time: 


