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You're a very important person 10 us.

A company doesn’t live on sales alone. [t survives
only if orders are processed smoothly and products
are shipped in time to meet customer needs.

You are a big part of this whole process, and you
play a very important role in how successful
National is. We know that sometimes you've lacked
information or been pressured on the job. But, we
and you work together better if we have a really
clear understanding of the many procedures in
volved in handling a customer’s order.

This manual contains the basics—the how we do
things here at National and why, and we've also
included some helpful hints to expedite the work
you do for National.

We hope you'll read this guide from cover to cover
—maybe not all at once, and that you'll use jtasa
ready reference for those times when problems
arise or you're looking for ways to improve our
service image with your customers. We'll be adding
information to it from time to time as we update
procedures or think of new things to share with
you.

Above all. we hope this manual helps make the job

you do for National a lot easier, and that together
we can better serve your customers.

S




“National Semiconductor?

They collect your tickets on

the train.”

NATIONAL SEMI-COMPACTOR?
NO, NATIONAL SEMICONDUCTOR

Just who or what is National Semiconductor? You

know, we hope, but lots of peaple sometimes con-
fuse us with manufacturers of things other than
ntegrated circuits, calculators, digital watches,
glectronic games, memory systems and micro:
Processors

We took an “Ask The People” survey recently, and
here are the results:

“"National Semiconductor? Well anyone knows
they collect your tickets on the train.”

"National Semiconductor transfers all the, ah,
electricity across the Nation in a big pipe of
some sort,””

“It's a big tractor, isn'vit?”

“Oh yeah, they dig up all the . . . they make all
those big . dunno.”

“We have one locally, | didn’t know they were
National,™

“I don't get involved in politics . . .*

“My favorite National Semi Conductor?
Leonard Bernstein.”

“Ohl They make digital watches; | think for
the rallroad . . . right?”

Noaoao . . . wrong! While many people think they
know just who or what National is, they don't
realize that National Semiconductor, founded in
1959, designs, develops, manufactures, and sells
electronic products that are based on semiconduc:
tor technology. Our products encompass not only
about 6000 types of integrated circuits and dis:
crete transistors, but also finished memaory systems,
microcomputer systems, calculators, timekeeping
and TV entertainment products, electronic point-
of-sale systems, and large mainframe computers.
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Measured by sales, National is one of the world’s
largest manufacturers of semiconductor products.
We offer the second-largest number of products
available from any single source in the industry,
and our product line is growing faster than that
of any other worldwide semiconductor
manufacturer,

National carries out its activities in many locations.
From world headquarters in Santa Clara, California,
to West Jordan, Utah and Danbury, Connecticut;
to Scotland, France, and West Germany; to the
Republic of Singapore, Hong Korig, Malaysia,
Thailand, Indonesia, the Philippines, Australia,

and Brazil. In all, we own or lease close to one
million square feet of assembly and test facilities
around the world — facilities manned by over
20,000 National employees.

Just about anything new and exgiting that makes
our lives a little bit easier (computers, processors,
teaching machines, televisions, organs, calculators,
watches, traffic control systems, home heating
controls, autormnobiles, home entertainment centers,
cameras, medical monitoring equipment, heart
pacemakers, and a variety of military and space
age products) has a number of semiconductor
devices in it. And, you ean bet that in most cases,
National Semiconductor is there, too. First with
the best, thanks to people like you who make it
happen.

National Semi-Compactor?
No . . . National Semiconductor!




Fastar than a speeding bullet . . .

Able to leap buildings in a single bound . ., .

Responsible for your order from the time the
customer thinks he gave it to the salesman

until it's shipped . . .

This phenomenal

person is your Customer
Service Account Rep

Your Customer Service Account Rep (CSAR) is
the one person who is more responsible for your
order than any other person at National. It is his
or her job to coordinate the solution of any
praoblems that concern your orders,

Here are the CSAR's areas of responsibility. You
can expect him to help vou with just about any
request you make in the following areas:

Open Orders The accuracy of the order as well as
the open order listing is up to the CSAR. This is
the most impartant information you and we have.

Orders Not On The Tab It's the CSAR's job to
get the order booked as fast as possible with the
best ship date. Unless it’s an emergency, it is best
to wait four or five days before making any inquiry
on new orders,

Delivery Quotes Your CSAR will supply all
delivery quotes for standard, custom and Rel
products as well as information on stamp-off
quotes. In fact, all delivery quotes must go through
your CSAR; so let him work for you. The CSAR
doesn’t feel responsible for quotes that come

from other sources, however,

Schedules and Reschedules The CSAR works
with production to secure the best schedules
possible for your customer. He is your only source
of information for schedules and reschedules. If
this information is unacceptable, contact your
CSAR's immediate supervisor, These people are
pros at handling problems.

Delivery Information and Status Your CSAR
should have or be able to get, within a reasonable
time, the latest status of all your orders. In fact,
he'll keep you posted daily as to shipping informa-
tion and provide you with a microfiche of your
open order status each weelk,
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Expediting Service is the name of the game. You
can expect expediting help on all orders through
the factory, including tracers if you need them,
from your CSAR,

CMR’s Although the actual work on the devices
is performed by other groups, the CSAR monitors
the flow, signs off the CMR and expeditiously
enters the replacement orders if necessary.

Customer Calls Your CSAR will accept and
handle any call from a customer, and many excel-
lent customer relationships have developed as a
result of the CSAR’s work with customers. When
he is involved, he'll keep you informed as to what
transpired. He'll keep you up to date,

Customer Visits The CSAR is a public relations
person for you by acting in your behalf when the
customer asks about order status during in-plant
visits. He can give your customer order status
information, but if it is a sensitive situation, some-
one from your office should also be with the cus-
tomer to take care of those problems.

Problem Solving When you don‘t know what to
do about a customer problem, call your CSAR. He
or she will help you work with Marketing, Ac-
counting, Spec Control or whoever to iron out
those problams.

In Summary The Customer Service Account Rep
is responsible for quickly answering your questions
about an order and expediting that order for you
and your customer. His or her job is to coordinate
many activities within National so that we satisfy
your customer's needs. After all, we're all in this
together, Our successes are yours, and vice versa. -




Who's Who At National And
How They Can Help You

You know we're a pretty big company, and we've
got lots of specialists on all sorts of things from
integrated circuits to credit, from sales literature

to shipping. Here's a list of some of the depart-
ments and kinds of people who are here to help you:

Customer Service — This is the department re-
sponsible for your customer’s order from
the time he thinks he gave it to National
until it's shipped. Customer Services keeps
order status infarmation for you and is
in business to solve problems if they occur.

Spec Control — Reviews customer specifications
drawings to evaluate them before product
i5 to be manufactured.

Accounting (Sales) — Sets up new accounts, gets
new customer codes for you. Administers
rep commissions 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.

Quality Assurance — Technical problem solvers,
these people assure the quality of our
products. They also check returns and verify
those allowable for technical reasons.

Marketing Services — Produces and distributes
price lists, product brochures, data sheets,
sales literature, product marketing bulletins,
gtc,, ete., ete.

Production Control — This group plans assembly,
test, and shipment of products, Scheduling's
the name of their game, and they only talk
with CSAR’s; so don‘t bug them. Check
with your CSAR.

Product Marketing — Responsible for strategy
on future products. These people have
no information on current orders,
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Major Customer Marketing — Responsible for
strategy and co-ordination of major
account marketing; also handles con-
tract negotiations.

Regional Sales Manager — He's supposed to be
your main man, a sort of god in civvies,
Above all, he's your answer man.

FAE’s — These guys are the “brainy good guys.”
Loaded with lots of technical expertise,
they're available to work with your cus-
tomer so that our products can be de-
signed into his products.

Who To Call When You
Need Help

Pricing — Regional Sales Manager

Request for delivery quotes — CSAR

Order Entry — CSAR

Spec Review — Send the customer’s drawings to
the appropriate major marketing group
{all military customers or requests for product
evaluations for military type devices go to the
Military Marketing Manager, computer product
evaluations to Computer Marketing Manager,
telecommunications to Telecommunications,
etc.). If the customer doesn’t fit into any major
marketing category, then the request for evalua-
tion can be sent to Spec Control.

Scheduling — CSAR

Expediting — CSAR

Tracing lost shipments — CSAR

Order Status — CSAR

Order Changes — CSAR

Returns — CSAR for administrative reasons

— QA for defective products

Sales Literature — Marketing Services

Whatever else you can think of — Customer
Services Supervisor




Inside National

Here's What Happens When You Place An Order

Now, you may think your order has slipped
through the proverhial “crack.” Not so. We
hope this chart has shown you what an orderly
process the whole thing is. If you provide us
with all the information we need, there will be
no slipups. Sometimes, it just takes a little

longer than we all thought at the beginning, and
sometimes the order isn't lost, it's showing up
bright and clear on the tab run and in the com-
puter information reports supplied you.

Rest assured, we can't afford to lose orders
because we can’t afford to lose customers,

(

ORDER PLACED NEW
BY TWX, PHONE ORDER
OR MAIL DESK

NON-STANDARD PRODUCT )

SPEC
CONTROL

/ {Not on CPL)

\ STANDARD PRODUCT

(e.g., BLC 80/10, DM7400N,
ISP 8C/100N)

HOLDS (but we hope not)

ACCOUNTING (A)
{credit)

MARKETING (M)
{price)

ORDER ENTRY

SPEC (S)
(configuration)

COMPUTER KEY STATIONS

3

(any other reason as

CUSTOMER SERVICE (C)

determined by CSAR.)

PRODUCTION BACKLOG
(Factory now knows

there’s an order.)

MANUFACTURING SHIPPING

\;

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 all 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,

In 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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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
Item Information —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 (CPN). 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:

GSl—government source inspection
OS|—other, non-government source inspection

(could be CS|—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 line 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 will 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.0."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. 0. 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.




Teletyping a basic order is simple, here’s how:

TO: NATIONAL SEMICONDUCTOR
ORDER ENTRY
FROM: DELTA TECH.
CODE 00000002006 CSAR 00
SHIP TO S.S.1. 152 1ST ST. SALEM, MASS,
SHIP VIA AIR COLLECT
ITEM1 500 UNITPRICE 100.00 CPN LX1000D
260 1116777
250 11/30/77
COMMENT: TRANSDUCER

END

TO: NATIONAL SEMICONDUCTOR
ORDER ENTRY

FROM: LEJCOMPONENTS
CODE 12345678912 CSAR 20
SHIP TO: ATARI, 124 SAN JOSE AVE. LOS GATOS, CALIF.

ITEM 1 QTY.5 UNIT PRICE .10 CPN DMBOOON
2 10 1.00 DM74L5193N

DELIVERY DATE 11/11/77
SHIP COLLECT AIR
COMMENT: QUOTE #1345

END

TO NATIONAL SEMICONDUCTOR
ORDER ENTRY

FROM: ELECTRO SALES

CODE: 00022751010 CSAR: 60

SHIP TO: STC. BROOMFIELD, COLO. COLLECT BEST SURFACE
ITEM 1,4 168 UPGRADE $40,322.00 11/22/77

COMMENT: THIS IS A MEMORY SYSTEMS ORDER

END

TO: NATIONAL SEMICONDUCTOR
ORDER ENTRY
FROM: HAMILTON-AVNET BALTIMORE

CODE: 00000002006 CSAR: 40

PO: 01-230.DAT, COL. BEST AIR
CONTRACT NO. DA27-@342-DX-A7:14321 PRIORITY: DXA7

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

ITEM 1 QTY 1600 $1.45 CPN BMS-893685 2/25/78
COMMENT: HUGHES DRAWING

COMMENT: REL DEL QUOTE DQ-A382

TELETYPING A KIT ORDER

TO: NATIONAL SEMICONDUCTOR
ORDER ENTRY

FROM: LEJ COMPONENTS
CODE: 00015645013 CSAR 66

BILL AND SHIP MINER ELECTRONICS CORP.
56 WEST 45TH STREET
NEW YORK, NEW YORK 10036

P.O. EP-384
1000 PCS. SK1122 KIT @ 7.85 EA.

DELV: 300 KITS TO BE SHIPPED BY 11-11-78  SHIP VIA FED.
700 KITS TO BE SHIPPED BY 11-31-78 EXPRESS
COLLECT
COMMENT: SK1122 KIT INCLUDES
1 MMB7106N
T MMB3114N
1 LM1BBON
1 2N4403

END

TELETYPING A GROUPED ORDER

TO: NATIONAL SEMICONDUCTOR
ORDER ENTRY

FROM: DELTA TECH
CODE 00000002006 CSAR 00

SHIP TO LOCKHEED AEROSPACE
104 MARY ST.
SUNNYVALE, CALIF. 12345

SHIP VIA UPS

ITEM 1 OTY 6 UNIT PRICE 1.19 CPN LM1889N
2 50 1.10 MMS53104N
3 100 20 MM57100N

THIS IS A GROUPED ORDER — MUST ALL SHIP TOGETHER
DO NOT SHIP PARTIALS,

END
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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 ROM must
be indicated.

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

When the ROM 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 ROM Control.




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. Quantity

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
yvour field Packet.

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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2. Your daily shippers will show samples shipped.

Samples . . . You Want ‘Em, We Got 'Em!!!

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
® RMAFrom ACMR And A Jet Number

Changes are

0.K. with us.

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
Itemn Additions
Quantity Additions
Price Changes
Ship-to Address Change
. Purchase Order Number Change
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When an RMA

becomes a c\m R

.....

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

CHANGE ORDER
CODE 00012345014 CSAR 61
ITEM1 , QTY 250
P.O. TR 1103
COMMENT: DECREASE IN QTY FROM 500 TO 250.

END.

TO: NATIONAL SEMICONDUCTOR
ORDER ENTRY
CHANGE ORDER
FROM: LEJ
CODE 00000002006 CSAR 00
P.O. AXE60
ITEM DS, DELIVERY TOWILL ADVISE

COMMENT: DELIVERY DATE CHANGED TO WILL ADVISE
PER CUSTOMER

END

Returns

RMA's

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.

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

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 Returns, 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 CMR's

Authorization numbers are used in getting the
parts here. Once they arrive, we all talk CMR
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 CMR group. To prevent parts from allo-
cating, it is immediately placed on Customer
Service hold. It will 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 fora JET
number, say “credit only with an offsetting
P.O."” We must have the offsetting P.O.
number at that time.

Validity 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.




Order Entry:
How You Can Help Us

Help You Better

Lh W

\
ay

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. 0.on a TWX with
the customer’s name only on the top causes

us problems. Every P. 0. should have customer

code and name on it even when several P.O.'s 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. |f 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.

11. 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

This key should help you find what you're looking

information in National’s Field Packet Reports. for.
Order Status Cuntome Ll Y e L R ;
i .. d oue , We Ca e e e SR S anmaer
APPLIED DIGITAL DATA| L_uuuulg«qou 4) 'Pon AtuolADv SHIP 2 WEEKS] | SHIP onlssj [ CREDIT MGR = A|
100 MARCUS BOULEVARD| [_CSAR 27|
| HAUPPAUGE NEw YORK | CEAR Heo No Cuttomer Mater il Ron
[P0 10471] SO 10471 ENT 10/20/77 SHIP PRE VIA UPS |£HR6849
R o ADV SHIP Z WEEKS
(MM 1IN  MM5869N ORD 100 SHP 100 BAL 0 PR 2.500 AMY =00
PO R¢|‘25z- SO 3751 ENY 0;/!%/?? SHER. _COE WK LPS Rl L SAE SRS M e 5 oad 18 Tatal Dotler
DROP S REED BLYD. RUCHESTERy NaYs L6061 1ot shipped e s o Amount St
[FINA -0 %0 rrent Shig Schadule Dats e —— e LA wsilhdis . e
o m“:;%u ok 1 A 0RO 7000|[sHP___1760[BAL __ 5240|[PR _.7zo]1mu 3772.80)
P.0, Number Z15/T8H04/715/778/ 04/]5/?8[ jl'_';"l Total Crdersd ]_SH]P - 17bU 10/31UPS b 042911
U?/ 15/75 ib?/lﬁ/?ﬁ]ﬂ?/lSﬂSl . s L TTERERE T R U antity, Date and Waybill No, OF Shipment
PO R-12256 : '5u 4028% ENT 06/24/77 SHIP COL VIA UPS B
UMS427J : 1500  DM542T73/7027J ORD 50 SHP BAL 50 PR 1.000 AM1 50.00
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0102 000 US/ b H /11U 053656
0Lo03 15000 UB/10/76 OB/10/78 0B/10/78 S
PO-§217 SO 57612 ENT 10/24/77[CANCELED] 10725/ T0UPLICATE
ERE 1472 1472 s T 140458 ORD SHP BAL O FR 065 AM1 =00
OUPLICATE -(101 30000 11710777 ; S
DUPLICATE -G102 15006 05/10/7¢ S
[;UPLIC_ ji: -0103 15000 uB/10/78 S
PU BS572 s au a48b1|th 11/11/77 SHIP COL VIA B/W e, § o ’ - PR y50 wHE 6k
C04C 48 SH 4 . AM 600
[MS=CTOT] 4800 11/25/77 X

CS MAR 78




8L HYIW SO

: ; 05°6.941S IVi0L HIWOLSND > o
s ew  0S5°%01S . :
& 6B6E9ANINT BL=LI=T10 oadoom mm“mmwmﬁa pal*0s 06s GLY9EQSNTTIOR/NIToLWN GLYPEQS/NTIToLRO 16929=L880~L1
L
S88EOANINT BL=LT=10 201098 00°GLG*TS onn*ts siw toleeS NZERTNT aztot? tr=ir T2 T=98an~21
YHNA 23N HILSIWION
9 agNIQIng
avoH IAON9 WIT 106
o ol 3 z:um~>_:cm:rqz=;aq
;6900uL (0N Nk
00*008S IWL0L HIWOLSND 10lsG9000U MY L5V3
as' 00°9G%S
111.€08 SdnN 8L=-91=10 2068SS mm.mmm“ or0*0% Qulte vivoell 2LF1 TeODOMZUL Zaen=12
an "
11126808 Sdn g1=91=10 l068GH 0Q0%R1cS oR0*0S Se)v2 vivoe Tt ZLel Ten0OMIUZ o L
111608 Sdn 8L=91=10 1068SE co.amwa oe1°0% 0ue 1/29TASNOONH/NOO®LWO ueccazmrn vcmmnvw
HOA RIAN dH(1D
1S Hilw™ &
ne INnEF200000 A1&AL12303 WDV
TIHAVN NITHEYS  3AVA  3IDTOANI  ANNOWY §  ¥d LIND  ALTINVNO WON 23dS Q1 1WNOTLvn A3Y U Ivd 1S H3IOR0 ASTHAHNG
A3IM 26N 1000 BIWOLSHDY IWYN HIWO | SND
5 S ginss] m_.w:.._xu azq_mpz:ﬁn _
= L3wavd Q314 YA VAT SYWLR VAL
S3v=s 11D0-00d VOEV 004 B0 300 N O W s 1T Y NOT I NN : AL AL dl=NwwH
penss] supai) pue sbuijig
Nno=*2TNe1s s++ V101 YIWOLSND
L1%021 LL/TO0/2Y 0D=210*1$ 09y 002¢2 a-NOREWT LL/90/T1 N4 LAY QuGH
WHOA MAN LISSOAS
AYM N3ITTTI 691
3 ¥OW L1103¥D L2 1052900000 IITAIQ WUV Y
s 66*940 9% s%% VL0L ¥3WOLSND
%ﬁv| L1797 711 TL"00R*Z% oLO" 11 €57 LL/60/11 nac anny ACEEY
piow Bunsnnn ) /90/7T »2°560%%% OET*T1 9% LL/60/T1 Q£ 00Y¥ IGGEY
WHOA M3IN YIW3IHOG
9d IYNOTLYNHILNT LHD4HIY
39v14 ¥N9TIM 011
3 ¥OW L1Q3¥) L2 1047600700 SAINNTAY 3IVdSONH3IV
00"00G*EHS s+¢ 1V10L H3WOLSND
66 AQYM 00=9L6*%1% 09¢* aoa"_e NOLRRSO LL/01/11 NOL® ASQY WZ254
LL/60/7ZT 00=%B% 2% 09€* N0&*9 NOLSBSO LLAOT/IT NALR8sSaY %7265
LE/RO/TT 9E°L2% 09€" il NOLERSO LL/OT/11 NOLRASCY Y265
03ddIHS %9°ZcZ7¢1S 09€" “z% ¢ NNL88Sa LL/0T/11 NN LRARSOY WZ6S
66 AOYM 00=N08*91% 0Z%* acc.o¢ NI988SO LL/OT/1T NT998SQaY Y2GS
H 3199ID LL/GZ/TT 00°%22%L% 0Zv*" 00Z* L1 NT9R8SA LL/OT/II NT9RRSQY W266
LL/60/11 »1°RZS 0Z%* 19 NT9RRSO LL/0T/11 NI9RRSOY W265
034dIHS 9R*"L7ZLS 0zZ%" EEL*T NT98RSO LL/OT/TI NTQeRSOY NZ66
vl ‘a0NMITONIT
_ SR s AATE L1SIHNITITH M 6EDNT
iy b gy ZLT¥4 I HNHL1NHY
9 WM :35' TOLTE00000 44V
LVYLS HIS 94 31v0 D3IY INNOWY § 3D1¥d LIND ALIINVND WNN 234S g1 TYNDILYN 31Vd *NN LHYd HIWO0LSND HIACHO ISVYHIUN
_ AYINT 43¥ JSN 3000 H3IWDISND IWYN HIWOLSND
03IATID3Y SHIAHO M3N
v 39vd LIvd 07314 [Z/701/711 N1 LL/%0/11]
say =119 gozy aod H01929NANDITHIS TYNDILVYN e T 1L=-0G%Y
paniaday si1epiQ MaN

spoday 19¥oed plei4 asoyl bunejsuel]

IIIIllllllllllllllllllllllIIIlllIIIIlIIIII----------------------------------—-—-—




Translating Those Field Packet Reports

Recap of Holds

R4H0=T735

AES

01/20/78

HECAP OF HULUS OVER 5 DAYS

CLEAR yUP HULLDS ASAF TO AVUID DELAYS

ftes

MzMARKETING HULD, S=SPECIFICATION HOLD

C=CUSTUMER SERVICE HOLD»

CUSTMK COUUE CUSTMR P/U NMBR

08 LEGEND: AzACCOUNTING HOLUDS

CUSTMR NAME

HOLD CODES

ITEM/SCH NATIONAL ID

d4ddddddaaddagada
o000 0C000oD000
Lot Lot D g L Lot Tag tag Lot T T Lo T ]
daddddddddgdaa

S Mold
.

Markating Hol

coown
—t——
Uil
DLW >

IXx«a
e bp B

SJ62193

IO O ) ettt bt [V et ot T4

@@

OV r £
DD N~
g4 <ar ZD1 I Zw

et T Z~UNO0rwe
OO L4 OO
DO O~V IAN~DFOO0DO
S FNNOMD~OO~D
EXXIEIXI~XIXITILCIVN
AN CO I0O0 I IIT

[—l=l-J-l-J-Jul-lof~J~T-T-1-]
et et et ot V] (N it e T (N et
SOOIV O0DIO0DDIDO

=57T34K
S»I=6555
T=30334

L ——
FEM™M SN

S ONDD -~

PO~ DINN—~

Ay | Mo

NUNNANNAD I 1 ) v—

ddddoo~NLTITSIUN

—

5=1=5163/R
5«T=5550/R

5=

AN et et bt —t
0000000 DOMDO
et DO~ DD305M
COoOOOTINODL =~
PRI P==NANNDOO~D
D2VVINDDLONN YN~
DODIOO D= YNNON
>r2r>rAMMmoNoogoo
et et = O NO OO0
cCCccoCcccoCcCcCocgoo

Aw. 2D3IDIAD
S0 0 Z I
<Sddd»r > AL LT 2
TXIXXUWE BBt ND
Judd>>-L9LTEZ~
ZZZZXXANALIZXEXEX™
wWudwWaaS<I 22 D3IW
JODESITWIINAANDX

Reschedule Summary

AGS

01/20/78

1TEMS MAS BEEN CHANGED

[OMER OF

HESCHEDULE SUMMARY
ey SCHEUULE

LIv
DAYS OH MORE.

HésU=T7 45

cabesbanes
Shennenves

THESE CHANGES NOW.

ING
S

Ow
Cu

FO
ouk"

THE UE
BY 1&
PURLCHASE

“codsvowoon
Gonsdonbow

POD

oLD
SCHEDULE

SCHEDULE

NEW

VRDEH

CUSTOMER
CUDE

CusTomen

IXIXIIIIXIIIXIXIX
occoooocoooocaoo
NAanHOD O NN DN NN
dqadaaqagaqaadqga

DODCODOWMIDDVHDOD
P P P o P P o P P o P P
SNLOE~O=NO~NNO
NN O sl Nt O 0 U
et et N = Y L e () e
[=f=f=l=J=f=f-T-1-t-T—T1-21_J1-]

@0 10 a0 60 a0 40 & @ O D & <0 O
el et e e 2 Lt e ot L
—SOCODO~ROONOOO~
=N D NN N
OO O ) o s O = O
Oo0QOoOoQooOoOIo0

Lol ol o o o Y o1 oL - - +]
Lol ol e d ot ol ol ol ol o o ol o
=D S ONN~SAMMING O
=D Nt et O (WO O OO O e
MY O ) V) O ottt [ ot e
— et et () et e D D et D D

SL1903¢%

s ot et [ ot ot ot et et ot ot et ek

4000000000~ 000

EECcNCOCOoO Qo

BIUNNNANNNIC - —~
XXXTDI L1 VOoNCSO
DDDARPIAIR~NMM
ZZZaoaNnNnnNnnNnnNnnNnomooo

DT D Ot ot o e et e et
COCoOOODO0IITIOOID0O
DO S N 002
L T T L T -
F2 > ONNNNNNUNMTIMNY
VO OMODOO OOl
DO D et = YN~
co2oannNNNNNSIcoN
[=1=F=L L e e =T~ =]
f=3=J=1= 1= J= J= = = J= J= = b B |

-

< wann

2 I ID

et

SN2
LUV TET WU ZDD
N Y Z P T TZZIXXA
ZZZ=D23030>rFHre=D
cCoonNddddaqUUUL
ALA>1 LIV NwWZ

NZZZZZZ Jddd4
F22 D22 AD2DUAIWD
IXTXZr-rr——
=== 2 J I 1 I070-

THE ABOVE RESCHEDULES#®

#eNOTIFY YOUR CUSTUMERS NOw 0F

CS MAR 78




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 quantity
of the quote falls within 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 Contral 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 Quotes

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 Quotes. 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.

Delays 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 Rel Quotes and Custom Rel 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. In 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 Delivery 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 required 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'ed 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 REQUIRED 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 of 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 Rel orders being entered to a customer spec
MUST include the rel quote number.

How About Those Hidden
Requirements In RFQ’s And

Purchase Orders?

When getting an RFQ (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 and/or
purchase order. While this may take a few minutes
of your time BEFORE the order, it may save a
few weeks of your time AFTER 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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In many cases the buyer may forget to add those
requirements in the RFQ 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 RFQ. . .. 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

If 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
cc: RICK JONES/830,
JOHN GREEN/790

CC’s

Copies for the “cc's’’ are made by TWX people
twice a day or as time is available. This means a
slight delay for 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
calls 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 called.

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 / REPLY

QUOTE NO.:

PAGE: 0F
ATTEN: DATE:
CUSTOMER LOCATION: ORIGINATOR M/S
ITEM1
CPN: REV NO: NSID:
aTy: = =R DATESE - — A - o — PELOUQTES
[ Precap O SEmM ) X-Ray OGpB COGpcC [ GSI 0 csi [J No Source
FLOW:
REMARKS: =
QUOTE EXPIRES: QUOTE BY;
ITEM 2
CPN: REV NO: NSID:
1 e e TR TS 0 Dy REQ. DATE: Wl 1._# DEL QUOTE:
[ Precap [ SEM [ X-Ray O GpB O GpC 0 Gsl O csi [J No Source
FLOW:
REMARKS:
QUOTE EXPIRES: QUOTEBY:
ITEM3
CPN: _ __REV NO: NSID:
aTy: BEQLDATE;: = “: .+ N8 DEL QUOTE:
] Precap 0 SEM O X-Ray C] GpB 0 GptC O Gsi O cst {J No Source
FLOW:
REMARKS:
QUOTE EXPIRES: QUOTE BY:
ITEM 4
CPN: REV NO: NSID:
ary: REQ. DATE: DEL QUOTE:
[} Precap [ SEM O X-Ray O GpB [0 GpC O GSI O csi [J No Source
FLOW:
REMARKS:
QUOTE EXPIRES: QUOTEBY:
ITEM &
CPN: REV NO: NSID:
aTy: REQ. DATE: DEL QUOTE:
[0 Precap O SEM 0 X-Ray O GpB O GpC 0O G6SsI O csi ] No Source
FLOW:
REMARKS:
QUOTE EXPIRES: QUOTE BY:
RAU-1
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How Do You Get Your Spec Reviewed?

CS MAR 78

Remember. .
most specs should
not be sent to

Spec Control.

Jur

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. All key computer, 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
filled out get looked at first, 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.




NATIONAL REQUEST FOR EVALUATION OF CUSTOMER SPECIFICATION 14106

. CUST: LoC: DATE SENT:
CusT
DWG §: REV: RFQ#: DUE:

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

SALESMAN: OFFICE: REG. MGR:
ELPTONEX NAME POTENTIAL

: IMMED: —_ PER YEAR: FOR YEARS
2o UNIT SALES
PHONE: TITLE: VOLUMN |PER SYSTEM: #SYST: OVER Y EARS
PRODUCT DESCRIP TION: [] speciaL ARk  [] sPEC ELECT [] REL
(TYPE IF KNOWN) [] SPEC MARK/PKG [ ] CUSTOM DEV [ | STD PROD
COMPETITION: THEIR PRICE

PRICE: NEEDED:
AM: ESTIMATED

precke AWARD DATE:

HAS CUSTOMER PREVIOUSLY PURCHASED THIs PART2 [l YEs[ I no  1F vEs, From [Insc [] compETITION

PREV. QUANTITY: PRICE: AGAINST: ['__] THIS DRAWING DNO DwGD

[] REVIEW NEEDED WITHIN 2 WEEKS [ | REVIEW NEEDED, NO PRIORITY [ ] FILE DWG, NO RESPONSE REQUIRED

. COMMENTS:

ACKNOWLEDGEMENT
RECEIVED AT SANTA CLARA: 2 ESTIMATED DATE OF COMPLETION OF EVALUATION:
[] FORWARDED TO IN SPEC REVIEW, CONTACT AT EXTENSION
[[] NON~APL, FORWARDED TO AT EXTENSION.—__([ ] PROD MKTG [ ] ENGINEERING)
COMMENTS:
MARKETING COMMENTS
Nsc[]1s []ISNOT  INTERESTED IN THIS BUSINESS PRODUCT TYPE IS;
PRODUCT STATUS [ _JAPL [ ] DUE__QUARTEROF 19_____[]STD PRODUCT [] custom [[] No PROD PLANS
[] FIELD SALES NOTIFIED ON THAT THIS DRAWING IS TO BE NO BID PER
. MARKETING MANAGER: DATE EVALUATED:
NATIONAL SEMICONDUCTOR CORPORATION, 2900 SEMICONDUCTOR DRIVE, SANTA CLARA, CA 95051
Zn AB IR
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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
2,000 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 Rel are valid for a specified period

of time as defined by the quote.

4. |f 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. |f 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 DM7400N, 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 (medium*), N (low*)
J D (high*), N (medium)
N D and J (high)
F W (medium)
W F (high)
H none
i P (medium)
P T (high)
Z P (low), requires some lead form
K KC (high)
KC K (high)

2. different temperature ranges (military vs. commercial)

package needed: DM54XX alternate: DM54X X883 (high), DM74XX (low)
DM54XX/883 DM54XX (medium)
DM74XX DM54XX (high), DM54XX/883 (high), DM74XX A+ (high)

DM74XX B+ (high), DM74XX/883 (high)
LM118H LM118H/883 (high), LM218H (medium)
LM318H LM118H/883 (high), LM118H (high), LM218H (high)
LM318H 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

883

Standard Industrial Grade: Linear LM2XX

Commercial Grade: Linear LM3XX
Digital DM74XX
DMBXXX

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

Commercial Grade: 883
A+
B+
Special Mark
Standard

*Probability of acceptance by customer:
High (90-100%)
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

SALES TOOLS:

need some product literature, ad re-
INts, data sheets, brochures, product marketing
bulletins, price lists, whatever. Well_National’s
Viarketing Services group can provide all the
ale literature you need and a few extra promo-
tional materials to boot!

Here are a Tew of the most helpful:

The National Literature Index

It all starts here. National’s Literature Index

s a complete reference to all currently available
data sheets, application notes, guides, handbooks
and catalogs. Published twice a year, the index
represents National's entire line of devices as
they appear in the many Databook volumes.

Product Marketing Bulletin

National’s PMB is published every month, It con-
tains price changes, new product information,
announcements of new product literature and

In general is designed to keep you and the sales
force up to date with the most current infor-
mation on National's products and product
support materials, Bulk amounts are mailed to
sales offices and individual copies can be mailed
to salesmen’s homes. Advance notice should be
given the Field Communications Specialjst
ireporting to Military Marketing) to change quan-
tities needed by vour office and to make additions
or corrections to the mailing list. There just aren't
extra copies of this publication available. so plan
ahead.
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OEM Price Lists

These are published every quarter, and you get
them automatically. If you need more, just fill
out the Literature Request form and send it to
Marketing Services.

Data Sheets, Product Literature, Brochures, Etc,

You're on our mailing list as soon as you sign

on with National, but if you need additional
brochures, price lists, etc., or if our system fails,
just contact Marketing Services Field Coordinator.
And, be sure to use a Literature Request form. It
works wonders!

Here's another form that you'll need to have plenty
of —the Request for Evaluation of Customer
Specification form. It's most important to you

for speedy turnarounds of spec reviews. So ask
Marketing Services to send you a bunch.

The Data Bookshelf

This is a compendium of information. The fifteen
independent volumes that comprise the Bookshelf—
over 5000 pages—describe in excess of 6000 solid-
state devices; devices that span the entire spectrum
of semiconductor processes, and that range from
the simplest of discrete transistors to microproces-
sors. Geared for the design engineer, it is the
ultimate reference source.,

GREAT ADS:

Marketing Services also oversees National’s ads
that appear in all the trade papers and magazines.
Ad reprints are available should yvou need them.

SALES LEADS

Marketing Services fields all the coupon request
cards from ads and sends copies to appropriate
sales offices for you to follow up on,

SERVICES, TOO

Marketing Services also produces special sales
promotion materials, and on occasion designs
special newsletters, customer mailings and
forms needed by various sales groups. They're
big in buttons, binders, T-shirts, posters and
pitch-packs, too. In short, whatever the sales
tool, Marketing Services has it or can design it.
The group is in business to help you sell our
customers on National. Make sure you call on
them, if you need their help.

e ————



When You Need It

Various methods are used to distribute National’s
many data sheets, application notes, catalogs,
price sheets and brochures to the field. Here are
the general procedures:

THINGS THAT JUST COME NATURALLY
You'll get these automatically.

Initial Shipment of New Catalogs — Because of
their size and the cost of printing, catalogs are
sent first to the regional sales offices. Coupans
are printed up for each new catalog or reprint and
are apportioned (based on customers sales) to the
Regional Managers. These coupons are dispersed
through the field offices, Reps and distributors

in their territory and must be sent in with a lit
request for catalogs. Additional catalogs over the
allotment may be purchased by the distributors
for 81 each.

Price Sheets — These are sent quarterly.

1. OEM Price Sheets — One copy is sent with the
PMB to each person on the 004 list. Bulk
shipments are not held for consolidation; they are
sent air or first class to Area and Regional Mana-
gers, to sales offices, district offices, FAE's and
Reps, but not to distributors, Varying quantities

are sent to each office. In fact, the OEM ship:
ment is combined with the Distributor Price
Sheet shipment if feasible.

2. Distributor Price Sheets — These are bulked

in small quantities to NSC offices and distrib-
utorsso that they can arrive on a Monday. No
individual copies are sent due to the “‘guarantee
of arrival’’ and the Distributor Price Sheet is not
sent with the PMB.

PMB (Product Marketing Bulletin) — This is sent
out approximately every month and is the main
source of communication between the Marketing
Department and the sales force. One copy is

sent out first class to the 004 computer list.

One sample of each new data sheet, app note,
quide, brochures, OEM and financial quarterlies

is sent with the PMB. Bulk quantities are also sent
to field sales offices and reps.

Data Update/National Anthem — These are sent
out once each quarter alternately to approximately
26,000 people on the customer list, bulk rate,

Other Things — Announcements, seminars, memaos,

office address changes, etc., are sent out using
various lists or parts of lists as appropriate.
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CHANGE OF ADDRESS

This should be sent to the Marketing Services
Field Coordinator well in advance of any change,
and make sure you indicate which list or lists
should be changed.

MAIL SENT OUT IN RESPONSE TO OUTSIDE
REQUESTS

Field Requests

Additional data sheets, app notes and catalogs

can be requested after the first bulk shipment by
filling out a six-part form (Literature Request
Form). A coupon must be sent with catalog
requests. You may specify the method of shipment
and will be billed accordingly. Nan-rush items are
shipped the least expensive way (surface) and
consolidated for weekly shipments on Friday of
each week.

Customer Information Requests

Coupons clipped out of technical publication ads
or from direct mailings generate lots of response;
These and letters from customers are handled
promptly. Catalogs, because of their cost, must
be accompanied by cash or check before being
shipped.

LISTS, WHO'S ON THEM

Addressograph Plate List — This is used for bulk
mailings mostly, and it is subdivided into about
15 categories: area offices, regional affice, FAEs,
district offices, Reps offices, distributor offices,
foreign NSC offices, foreign Rep offices, etc.
Addresses are kept current by inputs from the
field and from Marketing to the lit group in
Marketing Services, It is used for sending out
data sheets, OEM price sheets, Data Updates in
varying quantities to-any office.

PMB 004 List — This has approximately 250

home addresses of most, but not all National
salesmen and reps (no customers, no distributors).
The Marketing Services Field Co-ordinator controls
who goes an the list.

Customer List — This contains approximately
26,000 names and is kept and coded by product
line interest and area zip code. Input is restricted
by Regional Managers and Reps. Each customer
must be added by filling out a TIDS (Technical
Information Distribution Services) card. These
cards should then be sent in bulk to the Marketing
Services Field Coordinator.




THIS AREA FOR MAILING HOUSE ONLY

National Semiconductor 14 Ship Code Trans # Order Type
Literature Request Form CcMC # Carrier/Method
PLEASE PRINT CLEARLY Ship Dete
Ship to
Shipping Amount
Company
Addrass
v Total §
Sy State Zip
Must Reach by Lin. Req. # Date Ordered Requested by
QUANTITY TITLE LITERATURE

I ENTORY NUMB N

4=

National Samiconductor Corparation » 2800 Semiconductor Drive  Santa Clara, California 85051 » (408) 7325000 » TWX 910 339.9240
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Extra Services
We Can Offer Your Customers...

Sometimes there are things we can do you might 4. Limit partial shipments to cut costs. We never

not think of. Here are a few ideas. As you think make a shipment of less than S200 unless it

of more, just jot them down here, and be sure to closes out a total quantity due on a specific

let us know so that we may share them with other date.

sales affices. 5. Have the computer limit the number of days

We can: we ship ahead of the customer's request if you
let us know.

1. Consolidate shipments. This means just ane
waybill and could save your customer some
mongey.

2. Limit shipments to just one or two days a
week or just two times per period. This means
fewer invoices, lass paperwork for all of us.

3. Send shipment advise via telex to you or to the

buyer or his secretary. This keeps eve ’
o whiat's going on. v We’re Here To Help

6. Incorporate overriding instructions from the
customer 1o assure shipment 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
WETe,

| o limit

partials send shipment advise

limit shipments

10 twice 8

hand|e overriding
instructions from

the customer

ATy
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& Know Thy Customer

It’s important to know the rules of any game, and 2. Have buyer cancel small insignificant open
in our game it’s imperative that we know how our quantities. This eliminates delinquencies and
customers measure us, We've found it's by delivery, inconsequential deliveries.
quality and price. It's as simple as that. Assume 3. Make sure you are aware of any obvious dis-
that we have a competitive price and good quality. crepancies and take care of them. For instance,
These are facts or we wouldn't still be in business. if parts are received by the customer against one
As for 'C]L‘[WE.'IY, if we deliver on time, the custo- purchase order when National shipped agains[
mers love us; if we don‘t, we've got problems. another, there will be two obvious discrepancies.
Unfortunately, our problems also become yours. We would overship on one and be delinquent on
I'hat’s why it's important to know how our cus- the ather. Who needs that!
tomers measure us. We know that they usually 4. Make certain that we understand other things
measure us by the following criteria: that are important to the customer in his
I. the number of delinquent items per his re- measuring National. We need to know{so that
quest and per our commitment. we can_perform better and so you won't get
2. the percentage of parts delivered on time complaints,
per his request and per our commitment. Neither of us wants any customer problems; so
3. the percentage of shipments on time per his let's work at preventing them before they happen.
request and per our commitment, Knowing our customer is the first step.

4. returns on delinquent purchase orders. Hopefully, the end result will be more business for

Here's what you can do to help us imprave our per- both of us!
formance and image. These things shouid also save
you some headaches |ater.

says versus what the customer’s order status o
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.

. 1. Constantly review what Nationai’s order status C

e\-\qef’y s‘_ i &

TCAYARAGE=The customar #Qrees you are right and goes elsewhere
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Speakin’ The Language

ROM?
Rel? MIS?
Speedy Orders?
Hold?

Truth table?

Stampoff?
CIALll

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

Really, though, it's the language of the industry
spiced with a few National colloquialisms.
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Accounting period—The 28-day cycle in which
National does business. Accounting periods
do not correspond with calendar months.
Unless otherwise indicated, references to
period in the manual refer to the accounting
period.

Accounts Receivable Hold—See credit hold.

Allocation—The process of committing parts in
inventory to fill orders from customers. Allo-
cation may be automatic (carried on by CSS
to perform certain allocation actions).

Alpha characters—A through Z of the alphabet.

Backlog—The total of shippable orders (orders not
on a processing hold) that have not been filled.

Bill-to—The address 1o which invoices are to be
sent.

C of C or Certificate of Compliance—Also Certifi-
cate of Conformance. A signed statement by
quality control that National's product meets
the customer's specification.

Change Order—A transaction entered by Customer
Service to change information on an order.

ClA—Cash in advance. Money s collected from
the customer prior to any shipment of parts.

CMR# —Customer Material Return number.

Collect/prepaid—The way in which a customer
wishes to pay for freight charges.

Comments—Explanations or instructions added
to orders.

CPL or Customer Products List—A computer-
printed list of all approved products produced
by National. The CPL shows common customer
part numbers, standard industry numbers and
corresponding NSID's, in addition to other
product information.

CSAR or Customer Service Account Represen-
tative—The Customer Service employee re-
sponsible for a particular customer from the
time the customer thinks he gave the order to
National.

CSS or Customer Status System—National’s
computer-based System for entering, proces-
sing and shipping orders.

Customer code—An 11 digit number used by CSS
to identify a customer, the address to which
his shipments are to be sent, and the address
to which his invoices are to be sant.

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




R

(Customer Service Hold—An action taken by Cus-
tomer Service 1o prevent the processing or
shipping of an order.

Debit Memo—Naotification by a customer to
accounts receivable that money is owed,

Dollar minimum rule—A product rule that will
prevent partial allocation of parts worth
less than a minimum amount.

DMz —Debit memo number.

Drop ship—An address other than the normal
shipping address in the customer code.

Extended price—The unit price for a part mul-
tiplied by the number of units ordered.

Final P. O. number—For drop shipments, the
purchase order of the customer who will
actually receive the parts.

GSI or Government Source Inspection—Govern-
ment source inspection is required for the
order.

Hold—A pre:-processing hold removes the order
from the backlog or doesn’t allow it on the
backlog. Holds may be placed by Customer
Service, Product Marketing, Spec Control, or
the Credit Department.

IC—ntegrated circuit.

JET # — Authorization number given out for a
potential return.

Item~—The individusl products ordered by a cus:
tomer, Each kind of part ordered (regardless of
quantity or request date) is 2 separate item.

Item-level—The partion of an order which describes
the parts being ordered (e.g., part number,
guantity, request date, price, ete.).

Item release—Seae item-schedule.

Item schedule—Item-level information that specifies
the number of parts requested for delivery at
one time.

Line item—See item-schedule,

Marketing hold—An action taken to prevent the
processing of an order,

Microfiche—Computer reports printed on 4 x 6
film,

MIS or Management Information System—The
National organization responsible for operating
automated data systems.

NSID or National Semiconductor Identification
number—A number used within National to
identify the device family, device number, and
type of package of a specific product.

OEM or Original Equipment Manufacturer—A cus-
tomer who buys National parts for assembly
in his own products,

\

customer.
Order acknowledgement—Written notice to a _
custnme:v tham ofder :as been received and Truth Table — One method used to define program-
ming instructions for a ROM. )

is being processed by National. An ackn_owledge-\
ment of our terms and conditions is sent if we
have not shipped within 30 days , and at the
specific request of the customer.

Order-level—The portion of an order containing
information that applies to the entire order,
&.q., customer code, purchase order number,
etc. [cf. item-level).

0S! or Other Source Inspection—An indication
that customer source inspection is required
for the order. May be referred to as Customer
Source Inspection.

Partial shipment—Shipping fewer parts than 2
customer ordered on a specific date.

POD—A code that identifies the sales rep who will
recejve credit for sales Lo a given customer.

PO or Purchase order number—The number assigned
by the customer to his order.

Quantity—The number of parts of one kind ordered
by a customer.

Rel—Standard reliability or high reliability.

Request date—The data on which the customer
desires to receive his order,

RMA—-Return Material Authorization given out by
Reglonal Sales Manager.

ROM — A Read Only Memory device programmed
to read out pre-stated instructions.

SEM Analysis—Scanning a wafer through an
Electron Microscope.

Ship-to—The address to which the customer’s
orders are to be shipped.

Ship via—Indication of the method of shipment
dlesired by the customer.

Spec hold—An action taken by Spec Control
to prevent processing of an order for a product
whose specification requirements are not fully
defined.

Speedy order—An order that is to be shipped the
same day the order is received, Speedy orders
require special processing that bypasses checks
built into our system. They are to be used only
in exceptional situations,

Speedy packing list—A packing list prepared manu-
ally to allow parts to be shipped the same day
the request for the parts is received. A Speedy
Packing List may apply 1o a new order (see
Speedy order) or to an order already on the
backlog.

Standard Product—Products that do not require
special processing to meet the customer’s
specification, Standard products are shipped
“off the shelf.”

Stampoff—A standardized optional process applied
to 8 standard product at the request of the
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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 suagestions.
Let us know if we need 1o 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:
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