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Australian G E Opens Melbourne Office 
By means of a General Electric, Mr. Barry W. Eames, General Manager of 

telephone call, Sir Information Services Department of Australian General 
Henry Bolte, Premier Electric, and Mr. A. S. Redwin, Sales Manager, of that 
a n d  Treasurer of department. 
Vic tor ia ,  formally More than 500 guests were present at the Southern 
inaugurated Victoria's Cross Hotel in Sidney to see Sir Henry Bolte make the 
f i r s t  c o m m e r c i a l  hlstoric phone call to set the computer into operation. 
Computer Time-sharing The General Electric International Time-sharing 
Service. Network covering United States, Canada, Great Britain, 

Also taking part in the Continent of Europe and Scandinavia as well as 
t h e  i n a u g u r a t i o n  Australia with the total com~atibilitv of the services 

I ceremonies were Mac throughout these continents, -has fo; the first time, 
McCleary, Marketing allowed organizations to easilv im~lement standardization . * 

Manager, International Information services ~ e ~ a r t m e n i ,  of financial and marketing reporting and engineering 
Mr. Alfred E. Byrne, Managing Director of Australian design and specifications. 

April 1969 Sales and CAS Classes Graduate 
All of us agree that we are prime movers in an age of change, The use of our time-sharing Service militates toward more 

and better organization of data, so that more effective business and scientific decisions result. 
Training, too, is changing. We are continuing to monitor the content of our classes in order to meet the needs of the 

Sales Representative and Customer Application Specialist in a dynamic market. 
One response we are making to these inputs is the addition of applications seminars for specific markets. 

APRIL SALES CLASS 
FRONT ROW: 

Don Voltmer, Denver; Mike Emmi, Detroit; 
Jim Kaufrnan, Cincinnati; John Byen, 
Memphis (Class Genius): Wil Stuart. Montreal: 

BACK ROW: 
Mertin Collins, Chicago (Best Salesman); 
Bernard Sussman, Syoswtt; Rick Lee, 
Montreal; Claude Lachance, Montreal; Barry 
Smith, Montreal; Paul Sow, Binghamton; 
Brian Berger, Bethesda (Best Neophyte 
Saleoman); Ike Smith, Instructor. = 

Harris, ~h'ksgo; Stephanie Alexander, G n  
Diego (Best Revenue Generator); Joe 
Lindroth, Ormp County; Ed DeNardo, 

city  class Oenlus); ike smith, Instructor 



~ P ~ V L O @ N V  c redit and Collection 

The ~redi t  and Cdkction Subwetion staff is pichMe.d 
above. Left to right arep Phyllis Tar, Accounting Clerk; 
JackHanson, Mmager; Lk& CrbfuE, Accounting Clerk; 
Betty Simmons, Swretary; Sy Witcoff, Specialist-Credit 
and Collection; d Pqd , .. +- $2kmbayI S&&.W-CmQt and 
Collection. 

This week we ark docudfig on Financex$ important 
Credit 9n4 Collection Sybsection which is responsible for 
ccaISections of mmnts due fm cwto&rs and making 
credit amqements, all of which involve a high iiagree d 
customer mntaet. We asked J d  b o p  about his 
Subsection" mthod of opera5ion. 

Q. Jack, what is fh& %aac.w d the Credit md Cdlmtion 
S u h d m ?  

Q. What prmedure is followed in obtaining a credit 
dearanw? 

"Our Sales offices submit credit applications which we 
can generally process within ten days- If there is an 
urgent request, it can be tebphoned in with 
references, and we can have an answer within 24 
hours." 

Q. What collection procedures and mcxa-dws 40 you q d  
your specialists use? 

1 'Te collect from our ~amts.by €d'%phmd ar 
visitations- Our approach hm -Wn U M a pz 
as posdble, and we hiwe f m B  fb cw%mmrs 
apprh te  this. We continually m'pltat f&?m asl a 
friendlv and straight-forward hsis. To W mmsstkl in 
this of wort p haast ba aMe to @t doas with 
all types of peaple and' alm be able to make quick 
financial decisiam.." 

Q. Oolr Geld. sales pep* m k e  xp s mart permni+e, of 
yow contacts. With new people &ant@ bhqj bf6ught 
on board, what is dune te~~MQaroduce new sales pemmel 
to you and your hnct iol  

'When Me new personnel come into ~ ~ H O X I W  Offiae 
to amend the Education k T r m g  3 I iW5~uct 
them in a Credit a d  Co11ec.tion ~rocedbre C ~ S .  LMng 
the past year, 1 have rnade presentation9 at ma& of the 
older sales o f b s .  We also are coqtinudy 
wzntnaniaw these procedures by letter and 
t&pErme to our sates offices. This is a mar ending 
j*, 

Q- What do you think fellow employem oould do to aagifpe 
yovr &@I% mare effi~ient, and improve relations with 
MU ~ t ~ f d  

Q. oecifi~ htia of the st& manbers? 

"AU iridlt ~ ~ ~ c e s  oh new accaufits, and the 
collection eff- are handled by the specialists and 
myself. The bookkeephg type work, sub as 
application of ehech received from the c u s ~ ~ s  md 

"I thhk that everyam, regadless 0f.W position, 
&w$d be more wtom 80micws. There have b n  
cases where o cugtomr has wi&held payment d an 
_invoice -kecme of a aievance or ndrruabtan&g. 
. T3rerafm, I'd $ay h B  being nmm @mm d &he 
customer's needs, a d  teqaq.Bfng to Otfem d d  

r&on&g d sxjmants, is haadled by. the Ammmthg W d W y  hproviz ! i a l c i v P  
benefit,& 8 3 4  B h t &  (2 

I ' 
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