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I& FDR UISIIVG HEAUH CARE COSrS 
The Health Care Industry Uses GE to 
Transmit Reams of Paperless Claims 

W ith an annual $365 billion 
price tag, the health care in- 

dustry in this country is hardly 
ailing. Health care consumers who 
are just sick at the costs, however, 
may find some hspe in a General 
Electric Information Seervices Com- 
pany effort to spell relief. 

According to h d t h  care indus- 
try sources, health care administra- 
tion costs between $ 9 4  19 billion 
each year. Although small compared 
to the costs of basic health care ser- 
vices, health care administration 
represents a simcant opportunity 
to GE, which has introduced its 
EMC * EXPRESS" System to elec- 
tronically transmit medical claims 
and other related documents via its 
worldwide teleprocessing network. 

Currently, approximately 2.6 
billion medical claims are mailed an- 
nually between more than 600,000 
health care providers and hundreds 
of insurance carriers. The staggering 
cost of health care administration is 
illustrated in its numbers: 50 million 
patient visits a week generate ap- 
proximately 75 million claims or 
related documents. These, in turn, 
beget other paper documents, 
such as checks, explanations of 
benefits or insurer-to-insurer 
correspondence. 

That's not even including the 
claims from 119,000 dentists, 
60,000 pharmacies, 6,000 hospitals, 
or medical equipment suppliers, 
nursing homes, home or alternative 
health care providers. 

It was to this morass of health 
care industry paperwork that GE 
addressed the EMC *EXPRESS System. 

The EMC 'EXPRESS System elec- 
tronically transmits medical claims 

, , from health care providers to more 
than 45 major insurance carriers, 

either directly or via overseeing 
organizations. The system links to 
the National Electronic Information 
Corporation (NEIC), a clearinghouse 
for electronic claims processing for 
commercial carriers, and the Hospi- 
tal Corporation of America (HCA), 
which has more than 250 member 
hospitals. 

According to Robert F. Streight, 

GE's Manager for Health Care, Elec- 
tronic Data Interchange (EDI) Ser- 
vices, GE decided to enter the arena 
of paperless medical claims because 
of fundamental changes in the 
health care industry. 

The widespread use of person# 
computers means relatively low cost 
and available computing equipment 
for even solo health care practi- 



tration (HCFA), which oversees the 
Federal Government's Medicare pro- 
gram, and a number of industry 
~ o c i a t i o ~ l s  have cooperated in the 
development of a standard claims 
format for physicians, hospitals, 
laboratories and durable medical 
equipment @ME) suppliers. 

Becallst the government at the 
Federal and ?%ate levels pays 
approximatdy 40 cents for every 
health dollar, goxwnxnat support 
for the more cost-effective method 
of electronic claims processing has 
been sQni5cant. The HCFA, for 
example, has set a target goal of a 50 
percent electronic medical claims 
processing rate by 1990 for 
Medicare Part B claims. 

The GE offering was designed 
to accommodate both industry cost- 
cutting goals, and also to establish a 
standard for the electronic medical 
claims industry, Streight said. 

Widespread implementation of 
computer-to-computer claims sys- 
tems has lagged because of incom- 
patible hardware and software. 
Howevet, the creation of the NEIC 
by 11 insmmce carriers in 1982 
helped to establish and maintain - 

interchange standards among 
cornmad carriers. GE's EMC *EX- 
PRESS S y s m  is designed to address 
hues  of incompaslbility as well. 

At the heart of the application is 
the GE Information Services tele- 
prwessing network, pvhich can be 
accessed with a local phone call in 
more ahan 400 U.S. cities. A typical 
single pwtitioaer might be a physi- 
cian with a personal computer and a 
practice management software pack- 
age, which is used to maintain 
patient records, prepare financial 
reports and provide word process- 
ing capability by day. The computer 

stores claims prepared on it during 
the day for nighttime transmission. 

If the subscriber is an institu- 
tion, such as a hospital with a mini- 
computer or a mainframe, its capa- 
bilities might be used to track 
patient records, keep inventory 
records and process payrolls. Claims 
also prepared during the day could 
be stored for transmission in batch 
form at night. 

Regardless of a health care pro- 
vider's size, or the terminal equip- 
ment used, the GE network is 
accessed via computer dial-up of the 
nearest local node of the EMC *EX- 
PRESS System. Each computer sends 
its own batch of claims to a host 
mainframe computer on the GE net- 
work. The host checks for trans- 
mission errors and then stores the 
claims for later retrieval by partici- 
pating insurance carriers. Using the 
GE system, a claim can thus be 
delivered to an insurance carrier 
within 24 hours of a patient visit to 
a health care provider. 

"One of the things we're trying 
to do," Streight explained, "is to 
promote a national standard for pro- 
cessing medical claims. Right now, 
the diversity of claim formats and 
the need to make multiple phone 
calls can be discouraging to 
vendors-and practitioners. Our 
service provides a single pipeline 
and a data standard, and we'll take 
care of it from there. "0 

La #om d ~h8fO bW&b C8N 
pnrikn, as rdl u brwlllmr, am 
/uecu&g aedicrl e l a h  rlrrbrriw~ 
ta #t dh costs a d  &lays ~uocirbl 
ridC h d l i ~  paw. hoic HedicaI claim 
data keyed ir by u epmtor I r i ~  tbe 
d8y C88 be b.88umd 8d pfWWd 
afhr bows ria 6E's EMCEXTRESJ S p h .  

tioners, Streight explained. And, 
because many vendors offer medical 
practice and hospitaVclinic manage- 
ment software packages, end-to-end 
electronic claims processing is easily 
accessible to almost every doctor. 

In addition, health care industry 
factors invite electronic claims proc- 
essing, Streight said. He noted that 
the Health Care Financing Adminis- 



Local Boy Scout Councils Across 
the Country Depend on GE 

T aking its motto to heart, the 
Boy Scouts of America organ- 

ization is using General Electric 
Information Services Company's 
teleprocessing network to "Be 
Prepared" for the administrative 
challenges posed by its large and 
diverse membership. 

After 20 years of manually 
hatching, storing and tracking in- 
formation on its 4.5 million 
members across the country, the 
Dallas-based non-profit organization 
went on-line with GE last year. The 
move was designed both to facilitate 
the processing of member informa- 
tion, and to allow its nation- 
wide councils greater admin- 
istrative control at the local level, 
according to Susan Spalter, 
Director of the Boy Scout's Infor- r A 
mation Systems Division. 

Approximately 100 of the - r 
organization's 4 11 councils cur- 
rently are using GE's network to 

A 

upioad registration information, 
membership dues and subscription 
service data for three magazines. I The councils transmit as frequently 
as necessary and the data is stored 
on GE's network service where it is 
organized and made ready for trans- the decision t@ u$ie GE'r ne?twark 
fer to national headquarters. Daily, services. 
the Boy Scouts organization down- r,P 'We don't have to make 
loads the data onto their in-house P money, but we do kaave to cover 
computer for processing and costs," the &rector said, "We don't 
storage. The electronic transfer of want to shut out members by raising 
data allows the organization's processed, stored and transmitted the registration fee-we want to 
national headquarters to maintain into the GE network. According to cotUtol costs $0 &at aur member- 
current databases of membership Paul Ernst, the Boy Scout's Director ship is affofdgf)It by as mmy youths 
information, including such client- of Registration, Subscriptions and as possiB1e."' 
specific member categorical data as Statistics, the electronic transmis- "By usbg the GE network, 
"who's a Cub and who's a Sea sion of membership data has meant local Boy &wt eountiIs can coor- 
Explorer," according to Spalter. better service for members with &ate an8 emtrol iukrmation 

Local Boy Scout councils use faster and more accurate informa- abem &cir members with greater 
their own minicomputers to collect tion processing. ease and accuracy, " Spaher said. 
membership data, where it is then The scouting organization has "This cseatm more autonomy at 



Boy Scout administrators also 
appreciate GE's network service 
because it allows accurate and con- 
sistent record-keeping of its publica- ' tions information. Because two of 
its three magazines accept advertis- 
ing, the organization is subject to 
regular circulation audits by the na- 
tional Audit Bureau of Circulation, 
which monitors circulation and thus 
advertising rates. According to Paul 
Ernst, using GE's network services 
allows the organization to maintain 
consistently accurate subscription 
information to better meet audit 
requirements. 

Boy Scout officials anticipate 
that all local councils will be on-line 
by the end of 1988. Although each 
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lncil purchases and owns its com- 
:er equipment, the national group 
~vides support services, including 
tems software, applications pro- 
ms, installation, training and a 
ional service desk. 
'By bringing us closer to the data 
lrce at the council level," Spalter 
i, "the GE network is helping us 
nage our membership better.". 
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the local level, and, thus, a more 
efficient National Organization. " 

According to John Bowers, the 
Boy Scout's Manager of Council 
Installations, Training and Service, 
who coordinates the local on-line 
effort, the GE network has helped 
the Boy Scouts reduce registration 
processing time which sometimes 
caused delays of up to two months 

in responding to members. Using 
the GE network, the entire registra- 
tion procedure-including member 
notification-can usually be accom- 
plished within a week, Bowers said. 

"Obviously it's made us more 
efficient in day-to-day operations," 
Bowers explained. "It's much easier 
to track a transmission than a batch 
mailing. " 
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The UK's Motor Industry Uses GE EDI 
to Take the Paper Out of Paperwork 

T he automotive industry in the 
United Kingdom uses an elec- 

tronic data interchange (EDI) service 
developed by the General Electric 
Information Services Company 
(GEISCO Ltd., in the U.K.) to ex- 
change and transmit documents on 
an industry-wide basis. The service, 
known as Motornet, is a protocol- 
independent means of exchanging 
standard business forms that allows 
virtually any make of computer 
to communicate with any other 
computer. 

The service was developed in 
1984 in response to data com- 
munications needs perceived by the 
British motor industry. Following 
trials held during the second quarter 
of 1985, Motornet became a full- 
fledged commercial service, and was 
endorsed by ODETTE UK (Organiza- 
tion for Data Exchange and Tele- 
Transmission in Europe) as an effec- 
tive means of teletransmitting data. 

The service works by linking 
computers into an electronic docu- 
ment clearinghouse, accessible to all 
automotive industry suppliers and 
manufacturers in Great Britain. The 
enabling technology is an intelligent 
data network capable of such func- 
tions as posting schedule releases, 
invoices and other paperwork, 
electronically. 

Motornet exchanges and trans- 
mits documents by means of a data 
dictionary, which defines a series of 
standard formats covering the man- 
ner and order in which the docu- 
ments are transmitted. Motornet's 
electronic capabilities make volume 
transactions cost-effective and thus 
represent savings to users. 

8 Although an individual cost sav- ' ing to the component supplier and ' z assembler is realized, industry 

sources say that industry-wide sav- 
ings facilitated by Motornet are 
expected to be especially dramatic. 

Supplier Benefits 
Industry suppliers of Motornet 
benefit because with improved com- 
munications, suppliers of materials, 
components and sub-assemblies are 
able to respond to production re- 
quirements more rapidly, providing 
an opportunity to reduce stocks and 

maintain inventory flow. According 
to research conducted by the Soci- 
ety of Motor Manufacturers and 
Traders, current mismatches be- 
tween invoices and goods-received 
notes can be reduced from an in- 
dustry average of 25 % to less than 
10%. With a better matching of in- 
voices and goods, users can expect 
to improve their cash management. 

Manufacturer Benefits 
Motornet offers manufacturers 
administrative simplification by the 
reduced handling of paperwork. 

The service enables the processing 
of hundreds of invoices from within 
a single computerized system, elimi- 
nating re-keying of supplier invoice 
details, transcription errors, and 
reducing handling costs. 

Industry Benefits 
Automotive industry officials 
believe that the application of the 
convergent technologies of com- 
puters and communications will 
help build a stronger, more cohesive 
and better integrated industry. 
Through the use of a single link, 
from a computer into the clearing- 
house, a Motornet member com- 
pany can achieve instant industry- 
wide communication. 

Electronic Data Interchange: 
The DP Requirement 
The diiculties of interconnecting 
micro, mini and mainframe com- 
puters which use a variety of differ- 
ent protocols has long been a barrier 
to greater computer integration. The 
use of mini and microprocessors at 
the local network access level 
within the GE network enables pro- 
tocol conversion; central processing 
intelligence enables files to be 
divided, directed and retrieved. 

security 
Security for information passing 
through Motornet is provided by 
sign-on procedures which involve 
passwords and individual identifi- 
cation processes. Confidentiality of 
information transmitted between 
the sender and receiver is a key part 
of the clearinghouse design. 



Human and Technological Brain 
Power Work Together a t  GE In formation 
Services to Keep Clients Happy 

T he concept of client service 
most likely developed when the 

first irate customer called the first 
vendor with the first admonition to 
"Fix it." At the General Electric 
Information Services Company, 
specialists in its Client Services 
Operations (CSO) group have a 
technical expertise and client com- 
mitment to providing high quality 
support that goes far beyond just 
"fixing it." 

The usual client service man- 
date to "keep the client happy" has 
unique meaning at GE because of 
the company's vast and complex 
technological base, and its dedica- 
tion to client satisfaction. 

"Comprehensive client services 
must complement the technology," 
said Raymond W. Marshall, Senior 
Vice President of Technology Oper- 
ations, "because the applications of 
each customer have different char- 
acteristics. We are providing a com- 
bination of reliability and service 
that has technology as its premise." 

The GE technology base, from 
which operates the world's largest 
commercially available teleprocess- 
ing network, consists of satellite and 
microwave links, undersea cables 
and 350,000 miles of land lines. 

More than $200 million in com- 
puting hardware is housed in three 
Supercenter facilities, including 
more than 1,000 processing and 
communications computers. Vir- 
tually all data handled via GE's net- 
work is transmitted through a 
Supercenter facility. 

GE's three Supercenters- 
located in Rockville, Maryland; 
Cleveland, Ohio and Amstelveen, 
The Netherlands-comprise the 
heart of the company's services and 
products. Both the worldwide tele- 
processing network and its client 
service team in Rockville work 
24 hours a day, 365 days a year. An 
International CSO team is based in 
Arnstelveen. All share a mission-to 
provide and maintain consistently 
superior network service to clients. 

CSO matches client inquiries 
called in to a 24-hour toll-free 
number with specialists according to 
the required level of technical ex- 

pertise. Caller inquiries are handled 
within 90 seconds of reaching a 
CSO specialist. Because clients have 
direct access to CSO specialists as 
needed, multiple call transfers, 
repeated clarifications and other 
client frustrations are minimized. 

The CSO is, in the words of 

Rockville Client Services Manager 
Matthew F. Mulligan, a "problem- 
solving group" that attempts to 
anticipate and strategize client con- 
cerns before they occur. 

"We try to be the voice of the 
client," Mulligan said. "Being a 
technical expert is no longer 
enough-we try to increase the 
opportunities to be pro-active rather 
than reactive. With service as our 
product, client satisfaction can be 
the only true measure of our 
success. " 

The Rockville staff handles an 
average of 1500 calls from clients 
each day, about 70 percent of which 
relate to service status, information 
or operations. The group prides 
itself on its resources and respon- 
siveness: more than 85 percent of all 
calls to client services are addressed 
without going outside the depart- 
ment's own resources, and service 
needs are usually handled within 90 
minutes of the client's report. If 
redress takes longer, a CSO special- 
ist will issue status reports by tele- 
phone to the client in the interim. 

In addition, clients provide 
regular feedback on GE's network 
and service performance: the day in 
GE's Rockville headquarters begins 
with "Morning Call," a daily con- 
ference call between all technical 
areas of the company, CSO and top 
mwgement to discuss the service 
performance of the previous day. 
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'We're sening c l i e h  wko are 
ih the ffoefnrnt of tbeir 

i~dustries, so we msf be ~ I I  tbe 
forefrosf of ours.'' 

I And, clients regularly "grade" the 
1 service-a performance report 
I which is then discussed and 
I 
, addressed by top management. 
1 Another aspect of the pro-active 
I 
I client service approach Is that of 
* - 
I claiming the problem: if GE detects 

a network difficulty before clients , report a problem, client service 
representatives will notify them 
first. 

According to CSO managers, 
the most common client problems 
relate to particular applications. 
Consequently, its managers say, CSO 
has evolved from an organization of 

i' 

' " 

gemmJ3st~ to me of&p&dL~~~s. The 
widapwd m x  of persod can- 
putem, t& inamce, has meant new 
GE network appfimtions and thus 
new opport- for CSO. 

'"Our serwices have become 
truly specialized," Mulllgan added. 
'Wore and more clients want us to 
look after the particular applica- 
tions and get into production moni- 
toring and other areas outside 
information processing. Client satis- 
faction today demands our respon- 
siveness and technical competence, 
as well as a stable product base that 
promotes specialization. " 

The changes in GE's technologi- 
cal base that have occurred since the 
early days of computer time-sharing 
have been eras in an evolutionary 
progression, according to Ray 
MarsBaU. 4 

"Ob~iously, the technology a 
client is buying today is entirely dif- 
ferent than that of 15 or even five 
years ago," Marshall said, "but we 
have not produced a succession of 

i 
products; rather we've evolved a 
product very intelligently over a 
20-year period. It has happened on a 
continuum of eras, which can be 
identified by techfiology. The inter- 
section of computing and commun- 
ications capabilities has led us to 
today's era of information 
management. ' ' I 

The importance of GE's respon- 
siveness to client needs, both in 
terms of technological support and 
client services, is underscored by I 
the changes in client activity, Mar- I 

shall said, 

t&e& se we must be in the forefront 
of oua," Marshall said. "That 
means technological change. Client 
concerns and demands are complex, 
intercompany and the-critical, and 
there is a very heavy demand on 
technology to meet them. GE's tech- ! 

nological mission is to provide the 
necessuy changes by building on 
the svengths of our past. Only then 
can we share our customer's vision b 
and talk about his world in his 
context." 

1 
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FCS Takes GE'S POS Service on the Road 

A sk a trucking company what's 
driving the transportation in- 

dustry today, and the answer might 
be de-regulation, fuel prices or the 
nation's economy. Ask Ryder Finan- 
cial and Communications Services, 
Inc., and the answer will include 
electronic financial transaction 
services-and the General Electric 
Information Services Company. 

Whereas transportation com- 
panies have traditionally relied upon 
leasing services to claim their lane in 
the highly competitive transport 
market, more and more companies 
are mapping alternate routes to the 
bottom line. 

In 198 1, FCS set out to develop 
an electronic system that would 
authorize, record and analyze its 
truckers' transactions on the road, 
providing truck stop operators with 
a more convenient and accurate 
credit system and fleet owners with 
greater administrative control over 
their far-flung truckers. 

Today, access to GE's 
teleprocessing network via 
Point-of-Sale (POS) devices or FCS 
dial-up service allows the company 

I to offer drivers and POS merchants 
the most precious commodity 
of all-time. 

According to Jack Pratt, 
Manager of GE Systems with FCS, 
electronic authorization allows 
drivers to spend less time in finan- 

2 cial transactions and makes record- 
keeping more efficient, complete P 

g and accurate for fleet owners. The 
truck stop operator benefits from 

a 
the increased efficiency and volume 

3 facilitated by faster transactions, 
as well as the reduced risk of trans- . 
action fraud and error. 

a 
t "We wanted service and tech- 
2 nical flexibility to distinguish our 



company in the transaction 
business, " Pratt said, "and our 
association with GE has created the 
customer load and expansion capa- 
bilities to do that. We're in an 
extremely data-intensive business- 
trucks never stop and truck stops 
never close. " 

Originally formed as a credit 
card and billing company for the 
trucking industry, FCS today over- 
sees a number of transaction ser- 
vices, including card authorization, 
cash advances, mileage and fuel 
tracking according to fleet manage- 
ment criteria, and any other infor- 
mation exchanged during a POS 
transaction. 

Trucking fleets use FCS services 
by issuing credit or debit cards, or 
site drafts to their drivers which are 
then charged against or redeemed at 
approximately 6,000 truck stops 
across the country. 

Truck stops that have a POS ter- 
minal device-nearly one-third of 
all truck stops in the country-can 
access the GE system directly and 

thorization. At truck stops without 
POS terminals, a driver typically 
presents the card or draft to the 
truck stop cashier, who then uses 
dial-up service to contact an FCS 
operator at the company's Nashville 
headquartecs. The FCS operator wiIl 
then access GE's system, which will 
either grant or deny authorization 
according to company credit limits 
and purchase policy, issue an 
authorization number, and store 
data captured during the 
transaction. 

GE supplies FCS with its own 
concentrator at the company's 
Nashville headquarters site, and 
leases two 14.4 Kbps lines directly 
to its Cleveland Supercenter proc- 
essing facility. The database is 
updated continually and raw data is 
maintained by GE for customer 
access for 20 days. This allows par- 
ticipating fleet operators to examine 
their own transaction records. 

Besides the POS terminals, 
customer-supplied ASCII terminals 
and microcomputers at nearly 1,000 
trucking fleet companies allow 
direct access to the FCS database via 
the GE network. 

Trucking companies can use the 
information to track data according 
to individual drivers or trucks, com- 
municate with drivers by leaving 
messages for retrieval on the system, 
establish and enforce purchasing 
limits, and identify preferred service 
locations for their truckers. 

According to L. Donald Green, 
FCS Vice President of MIS, the com- 
pany initially chose GE to provide its 
POS service because of its network 
reach. 

"Our first experience with GE 
was with a telephone information 
processing product that callected the 

transaction amount only," Green 
explained, "But WATS line support 
was expensive, and we had no con- 
trol over the real time transaction 
because data was normally about 15 
days old when we analyzed it. We 
needed the immediacy, reach and 
reliability of GE's teleprocessing 
network." 

What really convinced FCS to sup- 
port a fully electronic transaction 
service, however, was a transporta- 
tion industry development: in 1983, 
truck stops and other fuel dealers 
instituted a two-tier pricing system 
that encouraged cash transactions by 
offering customer discounts. FCS, I 

searching for a way to allow truckers 
to pay cash prices without carrying 
large amounts of cash, developed 1 
money transfer products which 1 

allow authorized transactions at the 
I 

point-of-sale to be honored as cash. 
"Because the average POS trans- 

action was a 100-gallon fuel fill," 
Green said, "we were obviously 
looking at a significant cost savings. " 

The two FCS productsexchanged 
at the truck stop or other point-of- 



sale for cash or service via the GE 
system are known as CASHCHEK and 
FUELCHEK. CASHCHEK is a site 
draft worth up to $1,000 per check. 
FUELCHEK can be used to purchase 
fuel and other service commodities. 
Both rely on a single FCS database 
maintained by GE for transaction 
processing. 

Delighted with the results of 
GE's POS Services on the highway, 
FCS decided to enter a limited POS 
consumer market. 

In 1984, the company intro- 
duced its HCA-Hotel Cash 
Advance-a service currently 

I available in approximately 45 casinos 

L located in Atlantic City, Nevada and 
the Bahamas. HCA employs GE's POS 
Services for credit card authorization 
at the point-of-sale by the customer, 
who then receives cash against the 
credit card. 

"We were ready to bring more 
volume to our business and go 
beyond the transportation industry," 
FCS's Green said, "and we chal- 
lenged GE to put it d l  together for us. 
The network itself was, of course, a 

critical factor in the decision to intro- 
duce HCA, as was GE's processing 
power, redundancy, and stability. 
HCA broadened our transaction busi- 
ness, which was part of our overall 
strategic company direction, and GE 
was the real facilitator. " 

According to Jack Pratt, FCS's 
POS transactional services for both 
truckers and casino patrons repre- 
sent an industry trend. 

"The customer is becoming 
more sophisticated and that deter- 
mines the way companies like us use 
POS devices," Pratt said. "It really is 
a customer-driven market. The more 
service-oriented we are, the more 
competitive we can be." 

Larry Johnson, FCS Project 
Manager, noted that GE's POS 
capabilities have allowed the com- 
pany to market its transaction func- 
tions as cost control services rather 
than products. 

"This is very important from a 
strategic point of view," Johnson 
said, "because our products are not 
commodities. The real value of what 
we're selling is what the consumer 

I 
is saving." 

According to Burton Newman, hi&-of* snrricos mi* fh PE 
FCS Vice President of Sales, the com- nobod iKhk cash and &$if 

pany will continue to expand its POS adborization for trackon ai track stow 
along tLc o m  mad wiib WiCiEII and 

harizons in both transportation and FIIELCREK rulr. FCS c o a s a ~  a h  no 
other consumer industry market 6E's POS som'c.~ to recoh errL 
segments. Payroll disbursement ser- dvanc .~  at casinos ir #ova&, Itlrrlk 

Ciiy and I ~ J  Lbams. 
vices is one possible area for FCS ex- 
pansion, Newman said. 

Inthemeantime, Newmanadded, 
GE's POS Services have put FCS 
"years ahead of the competition." 

"Our service level is unsurpassed 
in the industry," Newman said, "and 
we can say that GE has a lot to do 
with that. We depend on GE for 
quality and support-and they have 
a lot to do with our success. "0 



Channel System 
Designed to Strengthen 
Manufacturers' Ties to 
Their Distribution 
Networks 
The DealerTalkTM System, a 
dealer applications service 
which links manufacturers 
to their dealers, distributors 
and franchisees, is available 
in the United States from 
General Electric Infonna- 
tion Services Company. 

One DealerTalk version 
was initially implemented 
last year as a dealer system 
for Applem Computer 
Company. The system is 
called Applelink". 

It uses Apple-designed 
front-end software on the 
Macintoshm microcomputer 
and application software 
which resides on the main- 
frames of GE Information 
Services' teleprocessing 
network. 

Applelink is now the 
backbone for communica- 
tions between Apple's 
headquarters, field sales 
locations and more than 
2,500 dealer locations 
across the United States. 

GE Information Ser- 
vices is already working on 
several enhancements for 
the DealerTalk System, 
including an IBM PC@ ver- 
sion of the product to be 
available later in 1986. 

GE Information Services 
Announces Worldwide 
IBM 3270 Access to Its 
Mark 3000" IBM-B=d 
Service and to Its 
MARK* NET" Value Added , 

Network Service 
General Electric Informa- 
tion Services Company 
provides worldwide tele- 
processing services to its 
clients with requirements . 

for IBM's 3270 System 
Network ArchitectureJSyn- 
chronous Data Link Con- 
trol (SNAISDLC) protocol 
access. 

The Company will 
offer IBM 3270 SNAISDLC 
access to its IBM-based 
MARK 3000" Service and 
to its MARK'NET" Value 
Added Network Service. 
The 3270 access is available 
worldwide. 

MARK 3000 Service 
GE Information Services 
has developed these 3270 
access features so that 3270 ,. 
system users worldwide 
can connect their termi- 
nals, through the GE world- 
wide network, to the state- 
of-the-art IBM processing ' 

capabilities of its MARK 
3000 Service. 

MARK 3000 3270 
access will enable corpo- 
rate worldwide users to 
take advantage of emerging 
IBM SNA requirements 
without investing in addi- 
tional hardware, software 



GE Information Services 
Endorsed as a Preferred 
ED1 Vendor for the 
PaperlPrinthg/Publishing 
Industry 
General Electric Informc 
tion Services Company has 
been endorsed as a pre- 
ferred Electronic Data 
Interchange (EDI) vendor 
by six key North American 
associations in the paper/ 
printing4ublishing industry. 

The company com- 
pleted a six-month ED1 
pilot program in the spring 
of 1986 to test computer- 
to-computer business docu- 
ment communications for 
select member companies 
of the American Paper In- 
stitute (API), the Graphic 

: Communications Associa- 
tion (GCA), the Envelope 
Manufacturers Association 
(EMAA), the American 
Newspaper Publishers 
Association (ANPA), the 
National Paper Trade Asso- 
ciation (NPTA), and the 
Canadian Pulp and Paper 
Association (CPPA). 

Using the ED1 
EXPRESS" System of GE 
Information Services, docu- 
ments can be sent elec- 
tronically from the paper 
manufacturer to the 
publisher who buys the 
paper, or to the printer 

I who receives the paper, or 
to the paper merchant who 
acts as a wholesaler, or to a 
broker who has brought 

Compwzed Service to 
Electronically Capture, 
Process and Exchange 
International Trade 
Shipment Data 
The TRADE *EXPRESSm 
System, a computerized 
service for creating, proc- 
essing and distributing 
international trade docu- 
ments among exporters, 
freight forwarders, banks, 
carriers, custom house 
brokers and others in- 
volved in the international 
trade process, is available 
from General Electric Infor- 
mation Services Company. 

Using the worldwide 
teleprocessing network of 
GE Information Services, 
TRADE 'EXPRESS is de- 
signed to help companies 
quickly and accurately 
process and exchange 
important international 
trade shipment documents 
with branch offices, clients, 
and other companies in- 
volved in the international 
trade process. 

The system involves a 
set of software and tele- 
processing services which 
allow a company to elec- 
tronically capture, process 
and exchange shipment 
data. Once the sales con- 

tract and payment arrange- 
ments are made, the 
TRADE * EXPRESS System 
can be used to create, 
deliver and track the infor- 
mation appearing on 
critical shipping docu- 
ments-such as information 
on export declarations, 
ocean bills of lading, com- 
mercial invoices, delivery 
permitsldock receipts, ship 
ment advisories, and in- 
surance certificates. 

Each TRADE * EXPRESS 
System can be confggured 
to 'meet a company's indi- 
vidual requirements and 
can include some or all of 
the following components: 
document processing, elec- 
tronic data interchange, 
translation services, elec- 
tronic mail, and tele- 
processing management. 

GE Information Services 
Company Increases Retail 
Volume with Point-of-Sale 
Services 
General Electric Informa- 
tion Services Company is 
making a major marketing 
commitment to the Point- 
of-Sale (POS) service arena. 

POS services allow 
merchants electronic access 
to credit card authoriza- 
tions, proprietary credit 
card processing, draft c a p  
ture services, and retail 
information services. 

Specialty stores, fran- 
chise concerns and other 
retail outlets with dis- 
tributed communications 
needs are prime candidates 
for POS benefits. 

Any VISA-qualified 
POS credit card authoriza- 
tion terminal can take ad- 
vantage of GE's services via 
local telephone access or 
dedicated access to a third- 
party host computer at a 
cost of approximately 10 
cents per transaction. a 

the buyer and seller to- 
gether, or to a combination 
of the above. 



o provide our clients 
) wi* more information 

about the products and ser- 
vices highlighted in this 
issue of LEADER, General 
Electric Information SeF- 
vices Company offers a 
variety of new and revised 
documents. 

Documents cited are 
available in the U.S. and 
most other countries in 
either local or worldwide 
editions. GE Infomation 
Services Cllent Services 
representative can &st in 
determining product avail- 
ability outside the U.S. 

I Please note the cited 
I publication number when 

11 ordering documents, and 
check the revision ktters 
of your existing material to 

I determine whether you 
have the most current edi- 

m 

tion. Brochures and pro- 
: 1 duct profiles are free of 

i i charge. There may be a 
charge for other publica- 
tions. 

Point-of-Sale s€?rvices 
Offered 
GE Information Services 
Point-of-Sale (POS) Services 
allow retail merchants (like 
Ryder Financial and Com- 
munications Services, Inc. 
fn the article on page 12), 
to route transactions from 
POS tetminals, via either 
did-in or dedicated access, 
to third-- host com- 

puters for processing. 
POS Services suppoft elec- 
tronic credit card authori- 
zation for bozh major and 
proprietary ctedit cards. 
The Credit Card Sewices 
prSauct profile (3919.00A) 
descriMs POS services. 

BMC*EXPRBSS System for 
Paperless ateBid claims 
The EMCZEXPRESS System 
is a cost-effee~iPe two-way 
network semiee a t  allows 
CUFis to be e m t r o d  
eleetponlcally from pro- 
viders of health care ser- 
vices to major insurance 
carriers nationwide. (See 
article on Health Care, 
page 3. )  

The system helps 
health care providers sub- 
mit claims to carriers with 
same-day service and 
without errors that can 
occur if rekeyed upon 
reaipt. It helps carriers 
transmit claims to in-house 
systems or to third-party 
processors with reduction 
in handling costs over 
manual pre-processing. 

All this is described in 
more detail in Nuking 
Paptwtless MedIcaJ Claims 
a Reality (5070.07-1)-one 
of a series of product pro- 
files describing GE Infor- 
mation Services Electronic 
Data Interchange @Dl) 
Services-and in the 
EMC * EXPRESS System 
brief brochure on Elec- 
tronic Medical Insurance 
Crcclms Deliuery system 
(50 7'1.01). 

GE Weprocessing Serrices 
Network Used llxtensivcly 
Many applications use the 
capabilities of the world- 
wide GE Information 
Services Teleprocessing 
Services network, the 
world's largest such com- 
mercial network. (See arti- 
cle, page 9.) 

Elements of the net- 
work are bted in &tail in 
the T-Ieg *dces 
Prtce ScW& (2001. I . I4n .  

T & ~ w i @ g  Semkes 
I n t m a W ~ l  Access Direc- 
tory Quly-SeW2)sr 1986) 
(1 401.01 C) gives complete 
access numbers, sefvice 
numbers and sales contacts. 
An Internatiorcal Pnfomta- 
tion pmduct prof& 
(700. W) provides an 
overall view of the net- 
work and shows foreign af- 
filiate and network access 
points. 

MABK'NEF Senice 
lhensllly Another 
Valne-Added Network 
NIABK8NET Service offers 
a wide array of value- 
added network (VAN) and 
teleprocessing services, in- 
cluding IBM-compatible 
synchronous services, 
asynchronous services, 
3270 emulation and X.25 
service. 

Of particular recent in- 
terest are the MARK*NET 
Service X.25 capabilities 
that provide a standard in- 
terface between data pro- 
cessing equipment and a 
PDN (Public Data Network) 

and support host-to-host 
and terminal-to-host traffic, 
offetfng secure access to 
host computers and private 
networks plus compatibili- 
ty with future packet 
switching technology. An , 
overview is provided in 
the X.25pmductpqfik 
(3918.29), and details in 
the X. 25 Semtice Guide 
(391 8.32). A MARK*NET 
P d i ~  S&bute (3918.284) 
delineates prices and 
options. 

And, there's a separate - 
guide to access numbers 
and service information for 
MARK'MET users: the 
UARR*A?.T Access Direc- 
tory wly-October 1986) 
(3918.09G). 

Other GE Information 
Services publications and 
software packages, includ- 
ing free brochures and 
product profiles, are listed 
in the Publicutiom Price 
List (402.01 AT.) 
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