E]ﬂﬁﬂﬂ INTEROFFICE MEMDHANbUM

DATE: September 30, 1969 //J’
' ) . LY
’ Y P
SUBJECT: Proposed Fire Drill \/
/‘/
TO: Members of the Operations FROM: Al Hanson / .
R. Lawrence Best, Safety Office

Committee

The Plant Engineering Department would like to propose that the
company have a fire drill on or about October 15/'1969. The
exact day will depend on the weather. The fire drill will be
executed by zones; therefore, there will be three separate

fire drills on that day.

The Plant Engineering Department feels that evacuation of
personnel is by far the most important element in the Plant
Safety Program.

The long-range plans of the Safety Program include:

1. Two fire drills per year :

2. Complete re-organization of the Safety-Security
Committee ’
Plant Emergency Organization
Business Rebound Committee
Employee education
Emergency communication system
Two mutual aid fire drills per year ( Five of the
local towns participating - Maynard, Concord, Stowe,
Acton, and Sudbury) :

~Noywv bW
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Eﬂﬂﬂan INTEROFFICE MEMORANDUM

DATE: 30 September 1969 /'/

L

SUBJECT: Air Travel /
TO: Operations Committee FROM:  Nick LoRusso y
File Office Services Manager ‘

PURPOSE: To seek final approval for continued use of the TWA
teleticketing system and to replace existing airline credit cards.

REASON: The Companies presently serving our needs have manual
billing systems. Invoices come from three sources: Horizons
Unlimited, American Airlines and TWA's Write-Your-Own-Ticket System.
This results in six to seven invoices per month that do not give
sufficient details for analysis and efficient accounting.

Also, unnecessary manhours are consumed by the Accounting Department
apportioning the charges.

RECOMMENDATION: | recommend we continue using the teleticketing
machine and drop American Airlines and Horizons Unlimited as sources
.' for airline travel. The benefits are as follows:

1. All tickets will be transmitted directly into the
building. We will no longer be dependent upon
delivery from outside sources.

2. By changing our credit cards, all of airline travel
activity regardless of where ticket originates will
be processed by the TWA computerized billing system,
resulting in one monthly bill giving details numeric-
ally by Cost Center and alphabetically by employees
in that Cost Center, making the total for each employee
the Cost Center total and indicating the first class
fares.

| believe implementing the above is necessary if we are to eliminate
unnecessary work and provide us with a means of controlling some portion
of the two million dollars plus in travel expenses.

Your consideration will be greatly appreciated.
. NLoR/dam
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TRADE SHOWS

Operations Comnmittee FREHVI: Bill Long ’}’l)
Roy Gould - (“ yﬂf

Richard May - e R
Howie Painter Ol BZ' "/Prwl‘*ﬁp

Roy Gould's memo dated June 12, 1969, lists the Fiscal '70
Trade Show Schedule; no trade shows in the education area

appear.

I feel that DEC should represent itself at:

NAIS (National Association of Independent Schools)
March 5-7 in Washington, D.C. Y
Attendance 3,800 '

o

.

We have been very successful in the independent schools
and will get nationwide exposure at this .show.

NCTM National Council of Teachers of Mathematics)
April 1-4 in Washington, D.C.
Attendance 4,500

ve have established a solid base in this market; we will
have good promotional literature by this date which can
be distributed nationwide at this one show. We were very
well received the last two years at this show.

Please add these two shows to the Trade Show List.

wHL: pc
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OPERATIONS COMMITTEE MEETING

September 29, 1969

AGENDA

Additions and Corrections to Minutes of the September 22nd Meeting

Proposed 1970 Company~Paid Holiday Schedule = (Win Hindle)
(See attached report from Bob Lassen)

Proposed Canadian Benefit Changes = (Paul Chambers)
(See attached report)

. Clinical Laboratory Overview Report = (Ray Lindsay)

(See attached report)

Proposed Program Change for Programming Product Line = (Larry Portner)
(See attached report from Mike Dowling)

Marketing Review Committee Summary = (Ted Johnson)
(See attached minutes of the September 22nd meeting)

Commercial Applications = (John Cohen)
(See attached report)
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ﬂﬂ@ﬂﬂn INTEROFFICE MEMORANDUM

DATE: September 30, 1969

susJecT: Minutes of the Operations Committee Meeting
September 29, 1969

TO: Operations Committee FROM: W. R. Hindle, Jr.
Present: Ken Olsen, Pete Kaufmann, Stan Olsen, Ted Johnson, Nick Mazzarese,
Brewster Kopp, Win Hindle (Secretary)
|+ Minutes of the September 22, 1969 Operations Committee Meeting were approved.
2 Referring to the Marketing Review Committee minutes of September 22, 1969,
Pete Kaufmann asked that future delivery commitments for RS08 disks be made by

Jack Smith, not Joe St. Amour.

3, 1970 Company Holidays -~ Approved as proposed by Bob Lassen.

4. Clinical Laboratory = Ray Lindsay and Bill Segal answered questions about Ray's
report. Competition from IBM in the future could become tough if they get their
system programmed on an 1130. We also discussed the problem of competing with
our OEM customers, as we do with Berkeley Scientific Labs. We must be careful
not to say derogatory things about our OEM customers.

S. Christmas Gifts -~ We will ask the Personnel Department to make a five year plan
for giving Christmas Gifts to employees. We like the idea of giving a gift package
that contains gifts from each country where DEC does business.

6. PCP Programming Product Line - We accepted Roger Pyle's proposal for the Programming
Product Line. We received Mike Dowling's report that suggested we budget a 40% pre-
tax profit starting in Quarter 4 of FY1970. The Programming Product Line will be watched
closely to see if 40% pre-tax profit can be reached.

Lo Northeastern Management Program - Ted Johnson will select one of his regional
managers to attend the Northeastern Management Program starting in January.

8. Special Salary Reviews - We approved Stan's three special reviews. We approved Ken's
proposal on Dick Best.

bwf
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E INTE_..F?DFFICE MEMORANDUM

DATE: September 17, 1969 ;

SUBJECT: PROPOSED 1970 COMPANY PAID HOLIDAY SCHEDULE

TO: Operations Committee FROM: Personnel Committee
(Bob Lassen)

The Personnel Committee apprerd the following Holiday schedule for
calendar 1970:

Holiday Date Day of Week
New Year's Day January 1, 1970 Thursday
Assignable Day. ] January 2, 1970 Friday
Patriot's Day* April 20, 1970 Monday
Memorial Day* May 25, 1970 Monday
Independence Day July 3, 1970 Friday
Labor Day September 7., 1970 Monday
Thanksgiving Day November 26, 1970 Thursday
Assignable Day November 27, 1970 Friday
% Day (Christmas) December 24, 1970 Thursday
Christmas Day December 25, 1970 Friday

*Massachusetts law requires that Patriot's Day and Memorial
Day be observed on the Monday as stated above.

This proposal is in keeping with our present policy of 9% company
paid holidays (including 2 assignable days).

July 4 falls on a Saturday; therefore, we propose to designate
Friday, July 3, 1970, as a company paid holiday.

e
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| Eﬂﬂﬂﬂau II\'TTEFZ.DFFICE MEMORANDUM

DATE: geptember 11, 1969

SUBJECT: CLINICAL LABORATORY OVERVIEW REPORT
TO: Qperations Committee FROM: Ray Lindsay

Tn March, 1968, the Clinical Lab project received full support
from DEC management to design and implement a Clinical Laboratory
System, based on the University of Wisconsin's basic chemistry system
and oriented to the typical community hospital. Although this was
the primary goal, it was also realized that commercial laboratories
(service centers), University Hospitals, Research Centers, and OEM's
were prime markets also. Within the past year it has become very
clear that the OEM market, for the Lab systems, is more advanced
than we originally anticipated, and some of our efforts have been
devoted to securing their business and giving them limited support.

OEM customers in the lab field want to provide a service to
the commercial or hospital laboratories, set up multi-phasic screen-
ing centers, or integrate the lab system into a larger total hospital
system, In addition, many of the larger pharmaceutical firms are
purchasing smaller labs with the intent to automate them.

The various market segments and their sales potential are shown
below. These figures are based on our average selling price, and
immediate potential is within 2 to 5 years.

COMM, OEM'S (all
MARKET HOSPITALS LABS RESEARCH market segments)
$# of
installations 7500 3000 1000 50
Immediate
potential 1500 450 100 20
Immediate
potential ($) 200 million 36 million 5 million 10 million

Bookings & Billings

If we refer to the marketing report submitted in September, 1968,
we find that we are about at the stage of Q3 for 1969 which implies

DIGITAL EQUIPMENT CORPORATION ¢« MAYNARD, MASSACHUSETTS
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Clinical Lab Report September 11, 1969

about a five to six month lag, Following is the picture for fiscal
1970, and programming commitments will not delay any of the indicated
shipments,

FY 70 01 02 Q3 04 Totals

Projected bookings

(as of 6-1-69) 588K 756K 1092K 1274K 3710K
Projected billings

(as of 6-1-69) 200K 588K 960K 1248K 2996K
Actual shipments to date 85K 85K
Scheduled shipment of

present firm P.0.'s 131K 608K 406K 225K 1370K

Additional firm purchase orders scheduled beyond fiscal '70 in-
Crease total backlog to 1580K.

FY 71 01 _02 03 04 Totals
Projected bookings 1520K 1710K 1900K 2090K 7220K
Projected billings 1330K  1520K 1710K 1900K 6460K

As can be seen in the above chart, the 1971 picture is even

brighter for bookings and billings, and a realization of profits of
over 34%,

The Clinical Lab system is based around the LINC-8 computer with
8K memory, RS08 disk (% million words), 300 LPM printer, 6 Teletypes,
and a Clinical Lab interface, all working in a time-shared environment,
After the LINC-8 system has been thoroughly checked in the laboratory
environment (University of Wisconsin), which should be by December, 1969
the programs will be converted to the PDP-12 and will become Public
Domain as agreed to by the University of Wisconsin and DEC. At this
time the advanced system will be installed in a few locations (LINC-8)
and the advanced system, based on the PDP-12, will be available about
February, 1970. After this step is completed, a more powerful monitor
will be developed to accommodate more peripheral equipment including
a card reader, data phone, and various types of digital inputs,

'

YN

Rl T S S

il G Sl

Al lostbnabunis VR N
B N e St —




Clinical Lab Report September 11, 1969

The programming effort to date has produced a time-shared monitor,
and almost a dozen user programs necessary for a successful Clinical
Laboratory system. Although the RS08 disk situation has delayed the
project by approximately six months, we have been able to make many
programming refinements and have gained considerable insight into
the application and market area in the interim,

The philosophy of the system is to provide a modular, expandable‘
system with a feature which enables each hospital to tailor make its
own system,

Since this market is really in its infancy, we have had to try
and educate it in various ways. One of the more common means is to
run various ads which dwell on important aspects of the system. We
have also printed a brochure on both the Basic and Advanced Systems.
The most important phase of this indoctrination, of course, is the
education of the field salesmen. There have been four formal sessions
held on the Clinical Lab system, which have been followed up by market-
ing support from Maynard. 1In addition, a few important shows, such as
the Association of Clinical Chemists and American Association of Clinical
Pathologists have been attendedwith working hardwa¥e and software over
the past 1% vyears. Many seminars have also been held in each region,

The DEC Field Service organization readily volunteered to support
the Clinical Lab application. They are not only responsible for the
installation of the system, but also train the lab personnel on-site
in the use of the system and acquaint them with the various laboratory
interfaces. Thus far, only Basic Systems have been installed. Since
March, 1968 we have consulted with Field Service in every aspect of
the system that concerns them and have had excellent cooperation, We
anticipate that they will continue on this course when Advanced Systems
are installed in the very near future. Field Service support and main-
tenance is absolutely imperative to the success of the Clinical Labora-
tory system. This is a critical application which will test DEC Field
Service as never before., However, the potential of the market and
its rewards will place DEC in an enviable position,

DEC's major competition in the Clinical Lab application are
Spear, Inc., and Berkeley Scientific Laboratories in the small computer
class, and IBM in the medium and large scale computers. Most of the
other major manufacturers are trying to provide total hospital systems
which include the Clinical Laboratories. Univac and NCR seem to have
an interest in having DEC do the Clinical Application and interface
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to their larger systems, DEC's entrance into this field, and our
system philosophy has definitely alarmed our major competitors
and they are moving much faster and promising a lot more,

Our backlog of orders will really climb as soon as several

of our Advanced Systems are installed and proven beyond a doubt to
be a workable laboratory system,

(e
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Clinical
Labs As
Big Business

In an era of activity characterized by size and
efficiency, the clinical laboratory has often seemed
an anachronism.

In the past ten years the laboratory has been hard
pressed to grow apace with the proliferation of diag-
nostic procedures. To do so requires space, personnel
and massive infusions of capital — all of which largely
have been lacking. In too many cases, the clinical
laboratory has lacked business resources, administra-
tive acumen, and marketing vision. This collection of
of factors has led to the brink of crisis and to the de-
velopment of crash programs.

Automation is part of the answer. But the cost of
auvtomating prices this relief out of the range of all
but the largest hospitals and those fortunate few who
have become federal grantees or demonstration cen-
ters for instrument and computer manufacturers. Much
of the slack is now being taken up by the independent
clinical laboratory, and herein lies a tale of emerging
big business.

The most dramatic recent move was that of Damon
Engineering, Inc. of Needham Heights, Mass. Last
spring, the firm acquired four clinical laboratories; on
July 24 it picked up three additional clinical labs and
a standards lab; and it has constructed a clinical labo-
ratory at its Massachusetts headquarters. This brings
the network of clinical facilities to eight in 12 locations.

And the parade of acquisitions and innovations is
not at an end. Upjohn now owns two large clinical labs
via acquisition, and another is on the waiting list for
construction this fall. American Biomedical Corp. has
announced plans to acquire Morrison Clinical Labora-
tory of Midland, Texas. Smith Kline and French is favor-
ably impressed with its new acquisition, Leary Labora-
tory of Boston. W= have even seen the beginning of
franchising in the clinical laboratory field — a kind of
medical Chicken Delight.

The advantages of such combines from a business
point of view are obvious: Major sources of investment
capital are immediately available; consolidation of
services becomes eminently practical; automation
emerges as a budgetary reality; centralized purchasing
brings significant price breaks; management and per-
sonnel functions become more clearly defined; and for
the parent company, a built-in proving ground exists

for new instruments and supplies.

The ability to perform esoteric tests on a volume ba-
sis also makes it feasible for such labs to become safety
valves for those hospitals who cannot profitably cope
with the vast numbers of routine tests if they have to
divert their attention to smatterings of “oddball” an-
alyses. This last factor has altered the customer mix
of some independent labs to the point where their ex-
ecutives have told us their sources of income are now
split about 50-50 between private practitioners and
hospital contracts.

The independent laboratories, however, are not the
only ones being pressured into combination and/or
cooperation. Pooled facilities are, as a matter of effi-
ciency, profitability and convenience, becoming more
and more of a reality among hospital laboratories.
Some combines are generally recognized as exemplary,
such as the Youngstown Hospitals Association Labora-
tories under the direction of Dr. Arthur Rappaport.
Others, such as the laboratories serving hospitals af-
filiated with the University of Pitisburgh, are less than
satisfied with their early attempts at cooperative au-
tomated ventures and are engaged in intensive rede-
velopment programs.

The Federal Government is also tacitly abetting this
trend toward concert of action in its direction of re-
search dollars toward automating clinical laboratories.
The NIH has budgeted just over $2 million for con-
tracts and research grants for automated clinical labo-
ratories this year, and by 1974 the amount budgeted
will grow to $13.5 million. Some of this research is
already bearing fruit under the joint General Medical
Sciences/Atomic Energy Commission program. How-
ever, automated clinical laboratories are today few
and far between; they are expensive to purchase and
program; and though laboratories will be forced into
the posture of implementing more of them, only the
largest laboratories, or groups of laboratories pooling
their resources, will be able to buy and profitably op-
erate them.

It would seem inappropriate to view these acquisi-
tions and cooperative ventures as suspect. The old
bugaboo about “bigness” —at once respected and
damned — is not especially applicable to clinical labs
at this time or in the foreseeable future. The reason:
The laboratory is not seeking size for the sake of size;
rather, size is being forced upon the lab as a means of

meeting the challenges of better diagnosis and patient

followup.

The price of innovation will continue to be high, but
sound business practices, such as feasible cooperative
ventures, is one way of keeping a leash on investment
=t

and operating costs {

58
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ﬂﬂﬁﬂnﬂn INTEROFFICE MEMORANDUM

DATE: september 16,-1969

SUBJECT: Programming Produc: Line PCP

L
: > b M: i D i
TO"  Operations Committee LR Mike Dowling

CC: Roger Pyle

The attached PCP from Roger Pyle regarding the Programming Product Line has been
carefully reviewed by the Financicl Analysis Department. We agree with the proposed
plan with the following comments:

| | believe that the Product Line should budget a net profit beginning in Q/4 FY 70
of 40% instead of the 30% presently proposed for the following reasons:

(A) | believe the Programming Product Line activity is comparable to the special
systems. The computer special systems group attains a 50% gross margin on its own
engineering input to the systems. If the Programming Product line budgeted this same
2 to 1 markup, it would project profits of approximately 42%.

(B) Engineering and programming talent is the most valuable resource of the company.
Therefore, we should expect o higher return on a product composed entirely of this
resource than we would on a product which also contains a significant amount of materials.
(C) A sample of invoices from other software firms doing work for DEC showed that
their prices ranged from $125 to $160/day, plus expenses. The Programming Product
Line can achieve a 40% profit margin if it sustains an average charge of $170 per day.
The customer should be willing to pay a somewhat higher price in order to have the
software provided by the same company selling the hardware.

2 The planas proposed will mean an increase in corporate billings of $98K and gross margin
profits of $37K for FY 70. The remaining $112K billings and $39K related gross margin
profits represent a transfer of a project previously budgeted by the PDP-10 product line.

3 Programmers are a limited resource, and | feel that the Company should insure that they’
are not assigned to the Progremming Product Line if it means a shortage in qualify programmers
for the hardware product lines. The company earns a much greater return on its programming
investment when this investment leads to increased hardware sales than it does if it sells

its programming services as individual products. While much of the work of the'Programming
Product Line is expected to genercte additional hardware sales, we can not expect this type
of programming effort to be as effective in this respect as systems and diagnostic programming
which is deliberately undertaken to sel | hardware.

MJD/am
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& ﬂﬂgﬂgn INTEROFFICE MEMORANDUM

DATE: September 16, 1969

SUBJECT: PROGRAM CEANGE PROPOSAL (SOFTWARE PRODUCT LINE BUSINESS PLAN)

TO: Operations Committee FROM: Roger Pyle

The attached Prcfit and Loss Statement, Cost Center Worksheet,
and P & L Balance Sheet constitute the revised business plan

for the Software Product Line. The changes included reflect the
addition of programmers on the Stock Exchange of Melbourne
Project. Staff levels are shown below.

Ql Q2 Q3 Q4

Manager 1 1
Secretary : | 1
-

1
1
Programmers 7 5

o

As for-sale software is an entirely new market area, the figures

‘ leading to the Per Cent Profit are based on estimates derived

from limited experience. This profit level is considerably higher
than that achieved by the average software house, but through the us
the DEC sales force I feel we should achieve this kind of

return.

ec
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" BUDGET STATEMENT OF OPERATIONS

R

P nvuULt LING

. DATE _SQFTWARE
s e et = P/5/69
y Fiscal Quarters 1970 Total
Fiscal Ye:
First Second Third Fourth 1970
~ |
- ! < —
| BOOKINGS + i
" EQUIpMERY Saies o} Pareat - 19,000 | 131,000 | 60,000 |210,000
2 Equipment Sales of Sutsic 21
[T 3 Contributions ,
: 4 Ellowances |
5 Discounts —
E : 6 INCOME FROM SALES CF EGL .F;
| | 7 Rental Income [
g Maintenance & Service Inccme '
g NET OPERATING REVENUE . 19,000 131,000 = =
_10  Domestic Job and Standard Ccst: - 11,700 85,100 | 37,200 |134,000 _
n Subsidiary Job and Standard Ces :
12  Manufacturing Overhead Variarc| | et e R B0 T
13 Variances From Standard e | L I T T A
14 Allowances =53 = o Ak =
.'—15 Narranty & Installation Expense
" 16 Royalty Expense
@ costoF SALES- EQUIPMENT
' 18 Depreciation of Leased Equipmer '
18 Maintenance & Service Expense _ _
20 COST OF NET OPERATING REVENUE| __ 11,700 85.100 |
21 Margin on Equipment Sales (6-1. l
22 Margin on Rentals (7-18) ‘
|
23 Margin on Maintenance & Servic
|
.30 TOTALGROSSMARGIN (21--22+| e 4 e Sdpas
40 Product Line Engineering
41* Shared Product Engineering = 380 2,620 1.200 —'rz‘aé""
42*  Manufacturing Projects (1 TN =
—— 9(’\ Cfci
43 Cross Product Engineering rd
43 TOTAL ENGINEERING EXPENSE
50 Product Line Marketing
51 Domestic & Foreign Selling
E2 Advertising & Promotion = |
3 Cross Product Marketing |
TOTAL SELLING EXPENSE
61" ADMINISTRATIVE EXPENSE o 1 _nEn ——
62* OTHER (INCOME) & EXPENSE
70 PROFIT BEFORE FEDERAL TAXES S L
30.6% 27,08 30,0% oo 4G

*To be completed by accounting -5 . =~
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INCOME STATEMENT (FY 172)
SALES(BILLINGS

COST CF SALES(EX I1)
GROSS PROFIT (ET) 9eiE
PROFIT MARGIN (%)

INCOME STATEMENT (FY '71)

SALES

(BILLINGS

3)

COSY OF SALES (PROJECTED)

GROSS PROFIT

PROFIT MARGIN

(aT)

)

13«14

-‘.{..?‘ :LJ.su
v‘\s.(:' é).\b
L] . - L B
162,7¢ dr=is
51.3¢ 64,30
1349 $8,00
@,e2 13,79
64,30 90,6
Zl:c 190:£
2.00¢ 11.7¢
2,20 7308
LR L 38,4
92,20 92,00
55,80 55,80
34,20 34,20
38,08 58,0

82,10

37,50

60,00
37,20
22,80

38,0




DIGITAL EQUIPMENT CORPORATION
BUDGET WORKSHEET FOR COST CENTER NO.

25 Aug. 69

Prepared by R. Pyle Approved by Date
q Fiscal Year Fiscal Yeur 4
Acount | Activity Acount Name First Secantil Thad Fourth
Number ( ode R.S Oll&!flt‘l Quauricr Quari Quuarter
7751 | Provect Matenial Direct
7788 | il Mig Transter « Direct o ..
_Z'V.\:‘) e _~\?J.:.\'1 a i\':,u:wtn'l\cd Dir i | . ) e’
7784 | Project Labor Direct 15
701 | 2] Baserabora) 8.2 24,5 21.0 21.0
7701 | 2 5=
7701 - .
Overhead Labor (B) T 5;0— “—_ 3.0
Holiday and Vacation .' : 3
(Budgeted for in A & B above) S
Agency Personnel ;
Overtime Premium - o el SRSt
Personal Allowance 0.1 0.1 0.1 0.1
Sick Pay 0.0 0.1 S S R el
Fringe Benefits (107% A & B) 1,0 e IS L R X [ W T
Occupdncy Charge N aR m
(27¢ Sq. F1./Mo.) 0.2 0.8 0.6 0.6 |
Stationery Misc. 0.2 0.2 0.2 0.2
Production Materials - n_i _#
Materials Requisitioned 0.5 0.2 0.2 0.5
Airlines 0.4 2.3 L el i
Auto Rentals 0.1 0.2 0.2 0.3
_Lodging 0.2 0.6 _ 0.6 e A
7227 . Equipment Leased =5 b e
7231 I _ch:urs & Maintenance
7233 Depreciation L <oui L -
7052 Dues & Subscriptions
7758 Tel & Tel 0.3 0.8 0.8 0.8
7759 Tuition Assistance 0.2 0.2 0.2 0.3
Total 13.0 38.0 32.4 33.4 't
Cost
. i : Av cost/mon gtr, 5.6 5,4 6.5 6.7
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OPERATIONS COMMITTEE MEETING

September 22, 1969

AGENDA

Additions and Corrections to Minutes of the September 15th Meetings
Tax and Estate Planning for DEC Officers = (Dick Testa)

Quarterly Status Report on Activities with DEC = (Dick Testa)
Monthly Management Report for August

The following items will be discussed only if Item 4 is completed:

Salary Reviews not Discussed at last Thursday's SRC - (Ted Johnson/Stan Olsen)

Marketing Review Committee Summary = (Ted Johnson)
(See attached minutes of the September 15th meeting)

Proposed Gift of Turkeys to Employees for Christmas = (Win Hindle)
(See attached report from Bob Lassen)

DIGITAL EGUIPMENT CORPORATION




Enanan INTEROFFICE MEMORANDUM

SUBJECT:

TO:

Present:

DATE: September 23, 1969

Minutes of the Operations Committee Meeting
September 22, 1969

Operations Committee FROM: W. R. Hindle, Jr.

Ken Olsen, Pete Kaufmann, Ted Johnson, Brewster Kopp, Stan Olsen,
Nick Mazzarese, Win Hindle (Secretary)

1.  Dick Testa reported there was no change in the status of discussions with the SEC. He also
reported the status of proposed tax legislation with regard to DEC's restricted stock plan. It
appears that restricted stock options granted prior to April 22, 1969, may be exercised any
time within the two year period under present tax rules. Options under the plan granted
after April 22, 1969, should be exercised before January 31, 1970, in order to qualify under
present tax rules.

Woods Agenda Item - Grant New Restricted Stock Options.

2.  Minutes of the September 15th Operations Committee Meeting were approved.

3.  Management Report (Clayton Rix)

a.

PDP-8 Family - Bill Long expects a $100K over-run for the year in promotional
literature and advertising. Ken asked that Gabe d'Annunzio and Clayton Rix
prepare a report on the Promotions and Advertising Budget for 1970 stating what
they will do about the over-run situation. We have not lost any customers for
GLC-8 even though we are re-doing the software. Manufacturing cost favorable
variances will not continue, according to Pete Kaufmann. He and Bill Long will
look at this again.

PDP-11 =~ Nick Mazzarese reported lower than budgeted engineering expenses

for the year. He will submit a PCP for the PDP-11 which will show engineering
and marketing expenses lower than originally budgeted. However, since shipments
will be lower than originally budgeted, loss for the year will be greater.

Modules - Al Devault reported that slow module deliveries will affect bookings.
He expects to be back down to fast delivery by the end of November. Al expects
to book $1.2 Million in September, despite the fact we will still be slightly below
full manpower.

PDP-14 - Al Devault will re-budget PDP-14 to a lower shipment number for the
Fiscal Year. The product must be re-engineered but still has an excellent future.

DIGITAL EQUIPMENT CORPORATION ¢« MAYNARD, MASSACHUSETTS
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PDP-15~ John Jones will submit a PCP to show increased warranty and installation
expenses for the year. Quarter 2 shipments will be lower than budget due to slippoge
in completing the engineering.

Traditional Products - Bob Lane expects bookings to pick up in September. Gross
margins on older equipment are lower because costs of older equipment have accumulated
excessive costs during the years they have been in-house.

PDP-10 =~ Sales manpower working on PDP~10 is greater than budgeted, even
though sales expenses are slightly lower than budget; Ted and Clayton will look
into this. Warranty time has been running longer than the expected 3 months.
Bob Savell is examining this question to cut down the extended period.

Sales - Ted believes he can hire to fill the open module specialist slots.

Field Service - PDP-10 and 15 Warranty will be re-budgeted. Margin on Field

Service was 25% in August as ogainst the 26% budgeted; July was approximately
break-even. Ted expects Field Service to make its budgeted margin for the rest
of the year.

Promotion Literature and Space Advertising - Gabe d'Annunzio reported that
even with cut backs, the PDP-8 will be about $100K over budget during the Fiscal
Year. Bill Long and Gabe are continuing to discuss this problem. There are more
people in Gabe's cost center than are needed to do the required work; this has
caused an increase in the overhead. Gabe and Clayton Rix will report next week
on the budget outlook for the year.

PDP-12 - Dick Clayton believes Production will make its 25 machine quota
for September.

Manufacturing - Pete reported that we are low on labor but it is not affecting
shipments. Sgsconfrocﬁng of printed circuit boards will raise board costs.

Inventory at the end of September will be $2 Million over budget.

Maintenance - Al Hanson is $50,000 over budget this quarter but he expects to

be on budget for the year. Al has had to have contract draftsmen, which has raised
the labor dollar spent in Plant Engineering. Al will examine the wage rates for
draftsmen with Personnel to attempt to get permanent people.
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ACEREN ~nTEROFFICE MEMORANDUM

DATE: September 17, 1969

SUBJECT: PROPOSAL - CHRISTMAS TURKEYS (1969)

TO: Operations Committee FROM: Personnel Committee
(Bob Lassen)

The Personnel Committee approved a proposal made by Dimitri Diman-
cesco to distribute turkeys to our employees again this Christmas.

The consensus was that the turkeys given last year were very much
appreciated by our ‘employees and that this activity pleased a much
larger portion of our total employee population than previous
Christmas parties.

Approximately 98% of our employees accepted their turkeys last
year, whereas in the past only 50% of our employees attended the
Christmas party.

Estimated Cost (1969)

Number of Turkeys - 3,425
Average Weight - 14 lbs,.
Cost per Pound - $.48 ($6.72 per turkey)

Total Cost to Digital - 3,425 x $6.72 = $23,016.%

*Last year the turkeys cost $.46 per pound, and we distri-
buted 2,161 - total cost was $14,538.

jfr
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OPERATIONS COMMITTEE MEETING

September 15, 1969

AGENDA

Additions and Corrections to Minutes of the September 8th Meeting

Marketing Review Committee Summary - (Ted Johnson)
(See attached minutes of the September 8th meeting)

Proposed Leominster Plant Start-Up Plan = (Pete Kaufmann)
(See attached report from Galen Davis)

Proposed Benefit Changes for San German, Puerto Rico Plant - (Pete Kaufmann)
(See attached report from Paul Chambers)

Final U. K. Production Proposal - (Pete Kaufmann)
(Report from Dave Knoll distributed for last week's meeting)

Capitalization Policy, and Description of Current Rotational Policy - (Brewster Kopp)
(Report on Capitalization Policy from Ed Savage distributed for last week's meeting,
report on Current Rotational Policy from Ed Savage attached)

Proposed Revision in Procedure for Submitting Proposals to Operations Comm. - (B. Kopp)
(See attached report)

Investment Analysis
(See attached report from Clayton Rix)

Proposed Organization/Personnel Announcements Procedure = (Win Hindle)
(Report from Graydon Thayer distributed for last week's meeting)

PDP-12 Program Change Proposal = (Dick Clayton)
(See attached Addendum to report distributed for last week's meeting)

Schedule Review Procedure - (Steve Sobel)
(Report distributed for last week's meeting)

Proposed FOCAL Seminars = (Richard May/Gabe d'Annunzio)
(See attached report)

August Management Report
(See attached report)

Overdue Orders - (Stan Olsen/Nick Mazzarese/Win Hindle)
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Eﬂgﬂan INTEROFFICE MEMORANDUM

DATE: September 16, 1969

susJECT: Operations Committee Minutes for the September 15th Meeting

TO: Operations Committee FROM: W, R, Hindle, Jr.

Present: Ken Olsen, Nick Mazzarese, Brewster Kopp, Pete Kaufmann, Ted Johnson,
Win Hindle

1. Minutes of the September 8, 1969 meeting were approved.
2. Next Monday, we will devote the meeting to review of the monthly Management Report.

3. Minutes of the Marketing Review Committee Meeting of September 8, 1969 were accepted .
Ted will provide a definition of the Soft/Hard Backlog Report.

We discussed the "touch-up to crating to shipping" loop. Ted is investigating his portion
of this loop.

4, Leominster Start-Up Plan - We approved the plan as proposed by Galen Davis on
September 9, to start module production in Leominster in October.

5. Benefit Plan Changes for San German, Puerto Rico - We agreed to accept Paul Chambers'
proposed benefit changes for employees in the Puerto Rican plant.

We discussed wage philosophy with Paul. We agreed that general help in the
plating area could be paid a higher wage than other general helpers. Paul will
come back with a specific wage proposal to allow us to staff all Maynard general
help positions.

6. Final U.K. Production Proposal

Opinions on U, K. Production: Pete Ted Nick Win
Should we have started?  too early  Yes Yes Yes
Has it been worthwhile? No Yes Yes Yes
Should we expand? Yes Yes Yes Yes

We agreed to the proposed production expansion plan proposed by Peterschmitt, Shingles
and Gordon in their August 8 memo. Under this proposal, U.K. will build 8/1's and 8/L's
for U.K. and EFTA customers,

7. Capitalization Policy = Ed Savage reported that the plant departments are not rotating
equipment, but that Sales offices were adhering to the rotation policy. We approved Ed
Savage's September 2, 1969 memo proposing that we capitalize all equipment to be used
for more than one year; this is a change to our previous policy of rotating most of the
equipment in this category.
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Proposals to the Operations Committee - Brewster Kopp suggested that proposals coming to
the Operations Commiftee be reviewed by appropriate departments before coming to the
Committee. We agreed to be more critical of one another's proposals if this type of review
by appropriate departments has not been done.

. Investment Analysis Format -~ We agreed to try using the investment analysis format

proposed by Clayfon Rix. Ken suggested that we move relatively slowly on this because
it isa new way of looking at decisions at DEC. He suggested that we discuss capital
budgets and controls at our next Woods Meeting.

Next Woods Meeting: Evening of September 29, all day September 30. We will leave
the plant at 4:00 p.m. on September 29.

Organization/Personnel Announcements = The proposal by Graydon Thayer was not approved.
We asked Graydon to come fo the Operations Committee to say who is not keeping the
Personne| Department informed of changes. Secondly, we want Graydon's recommendation
as to which of the present company publications we should make announcements in, as we

do not want to add another publication.

PDP-12 Program Change Proposal and Addendum - Dick Clayton's PCP for the PDP-12
was approved ,

Schedule Review Procedure - We will discuss Schedule Review at the next Woods Meeting.
Roger Dow is now in charge of Schedule Review.

Proposed FOCAL Seminar - No decision was made on this proposal . Nick will investigate

two questions:
1. Do we want FOCAL?
2. |f we do, how do we sell it?

Overdue Report - The overdue report should be included with each month's Management
Report .




ﬂﬂﬁﬂﬂan INTEROFFICE MEMORANDUM

DATE: September 17, 1969

suUBJECT: Operations Committee Minutes - Addendum
September 15, 1969

TO: Operations Committee FROM: W, R, Hindle, Jr.

Present: Ken Olsen, Ted Johnson, Nick Mazzarese, Brewster Kopp, Pete Kaufmann,
Roger Cady, Win Hindle

1. PDP-11 Proposal dated September 12, 1969 by Nick Mazzarese

a. One PDP-11/20 will be delivered to a customer in March; if Production
units are not ready, one of the 6 Engineering units will be shipped.

b. Customer Delivery Commit -

11/20 Basics 20 in May, 40 in June
11/20 Systems 15 in June

¢. Pricing and OEM Discount were approved as proposed .

d. Nick will propose a PCP for FY 1970, since he expects a larger loss for
the year than he originally budgeted.

dt
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ﬂﬂgﬂnan INTEROFFICE MEMORANDUM

DATE: September 10, 1969

| i
sueuééﬁ\ﬁgROPOSED ENEFIT CHANGES--San German, Puerto Rico Plant,
4 FY.1970
TO: Operations Committee FROM: Personnel (Paul Chambers)

WAGE REVIEW

As you recall, approval was received to review hourly San German
employees on an anniversary basis. July and August reviews have
been completed and the results have been excellent. We are using
5¢ for production workers and 10¢ for group leaders and clerical
(as opposed to the original proposal of 10¢ and 15¢). Spread over
12 months, this policy will maintain our philosophy of not being
the highest paying company in the Mayaguez area. The people also
understand that this practice is not automatic each year and that
wage review decisions will be reached on a year to year basis.

FY 1970 BENEFIT CHANGE PROPOSALS

I performed a complete Benefit and Policy Audit/Survey with five
major companies on the island (General Electric, Sprague Electric,
Carburundum, Dynamics Instruments, and Cranbar). I have attached
a summary matrix of this survey.

I have carefully reviewed the survey with Cy Kendrick, Phil Wood
and Jaime Ferra, and we all strongly feel that two benefit changes
are necessary for FY 1970. They are as follows:

Paid Holidays: Increase from 6 to 6% (% day before Christmas).
The number of holidays paid in the Mayaguez area runs from

a low of three to a high of seven. However, almost all of

the companies in San German close down two weeks over the
Christmas Holidays as the Christmas season is extremely im-
portant to the people. Last year we gave the employees the

s day before Christmas off without pay. Jaime Ferra feels
that the people would take up to a week off without pay be-
cause the season is so important to them. He's right. There-
fore, due to island custom and our practice of not shutting
down, we feel the % day holiday is necessary.

Group Insurance: Increase our current doctor's visit coverage
for home and hospital from the employee paying the first $2.00
and the plan paying up to the next $3.00 (total $5.00) to
$4.00 per day paid by the plan.

All other companies surveyed have a $5.00-5$6.00 doctor's visit
allowance, and the employee does not share any of the cost,.

DIGITAL EQUIPMENT CORPORATION ¢« MAYNARD. MASSACHUSETTS
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mﬂ@nnan INTEROFFICE MEMORANDUM

‘ DATE: August 22, 1969

SUBJECT: U.K. Production Proposal

) TO: Operations Committee FROM: D. Knoll

= e

Attached is A. Gordon's U.K. production proposal
which we are proceeding to implement. It differs
from the June 69 version in that shipment to EEC
has been eliminated as has wire wrapping. Wire
: wrapping will be reviewed in September and re-
i proposed if it makes sense.

=
I will assume your approval of the attached unless
I hear otherwise,

’ Dave

1 jk1
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SUBJECT Pproposal, Plan and Controls for Increasing U.K. Production

TO

1.

INTE ROFFICE |
MEN‘ ORANDUM |

DATE 8th August 1969

Operations Commiltee J. C, Peterschmitt
FROM G, Shingles
A, Gordon

I'rnno.-ml

To increass the utilization and efficiency of the existing Reading production
facidlity, by increasing the monthly production of 8I and 8L to a level
necessary to supply the UK, and E,F,T,A, market,

The production levels, as outlined below, and detail=d i1 the attached plan
and control shee ts, are based on the latest bookings forecast for the countrie}
concerned, and represent an increase of about 40 per cent in UK, production
by the fourth quarter of the current fiscal year,

Productuﬂ Plan (81 + 8L)

Q1

Present : UK, only 38
Proposed: UK, + E.F,T.A, as

Cost Savings

The net result of this proposed production increase is a savings in cost, when
comparing the del ivered cost of a machine imported from Maynard, against a
similar machine built in UK, for the U,K, market, An analysis of this
saving is shown on the attached sheet as follows:-

Sheet 1: Delivered cost comparison of 81 shipped from Maynard against
built in UK, for both U,K, and U,K, + E,F,T,A, production

levels,
Similar cost comparison for SL.

Delivered cost analysis of 81 and 8L machines shipped to
E.F,T,A, countries against shipped from Maynard,

Landed value comparison by destination, for both 8I and 8L,
with the net savings/cost for each machine/destination, at

both production levels,

Landed value comparison, by destination for 81 and 8L combined,
again with net savings/cost for each machine/destination,

Note that machines shipped from U.K, production to the UK,
market show cost savings against U.,8, machines, while machines

/shipped to

DIGITAL EQUIPMENT CO. LIMITED - READING - BERKS
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proposal, Plan and Controls for Increasing U,K, Production §th Auvgust 1969

4.

shipp 3 P

ed to E,F . T.A, from UK. production show varying cost increases.
s is further savings in cost, which would be

The net result of thi
enhanced by increases in U,K, sales,

Shect 6: Shows net savings in graphic form, and the effect of a significant
and sisultancous drop in Maynard production costs, i.e, 8500 drop

in 81 costs and £300 drop in 8L costs,

Risks ond Seneitiv ity to Change

A, Factors which would improve the situation

1, Lower module costs at Maynard,

2, Maynard price increascs on Bl and éL.

3, Any risc in overall volume in UK,

4, Building other products in UK,

S0 Increase in UK, import duty,

6. Any furilher savings in U,K, producticn costs,

B, Factors which would worsen the situation

1, Maynard price reductions in 81 and 8L,

2. Signif icant increase in proportion of V.K, m:
3. Reduction in planned volume (number of processors, )

4, Significant reduction in Maynard production costs,

S. ﬁ%pid death of 81 and 8L in Europe before something else produced in
U, K. to utilize facility,

6. Worsening of the parts situation - Maynard to U.K,

Effect on German Production

Implementation of this plan will only have a relatively minor effect on studies
of German production, The German investigation will be conducted in parallel, and

will be the subject of a separate proposal,

Plan and Controls

A cost centre, manpower and capital equipment budget is attached, together with a
geries of charts detailing the plan and system of control. All charts, including
budget, would be u pdated monthly showing performance against plan, and submitted

/to Maynard
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al,yFPlan and Controls for Increazsing UK, Production 8th August 1969
Propusti,s E

¥ oy - - ) . . - . : i = - ,
Note that the c¢nst centre budget » Implement this plan is only increased by
FLUK f«r the year from that origincily submitted for U.K. production,
:

Detalls of plun/control charts are as follows:-
Cost coutre hudret

nvoice price to U,K, for logics und TIY.

¢~ 2 Maynard monthly v 2

C~- 3 MNonthly cost of UK, supplicd parts for 81.
C- 4 Monthly cost of U,K, suppiled parts for 8L,
C- 5 Monthly average UK. D.L. irs per 8i,

C- 6 Monthly averape UK, D.I

(
G- 7 Increase in U X, D,L, and 1,D.L, personnel (per manpower budget,)
8 UK, Production increase of 8L by destination,
C- 9 UK, Production incrcase of 81 by destination,
C~-10 Monthly increcase in UK, production 8 and 8L,

7. Summary

Your upprnv;’ 1o procecd with this plan is requested, if possibly by end of
August at the latest, in order tha! implementation may be effected to the time
scale as shown,
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Delivered cost of 81 from Mavnard
— — -

—— —

Plant Cost at llaynard 5000
Freight and Insurance 235
Duty 1404
Deliverd cost 6639
. —

Delivered cost of 8I built in U.K,

Costs as of Jan., 1970

Maynard supgort Z 3900 por month = cven distribution per 8I,0L & systems

U.Ke overhcad - " " A LA "
Monthly production guantities
U.K, only U.K.+ EFTA
6 <= A

3066

layvnard Parts®

U.K. Parts 1130 1130
Labour 45 45
U.K. o'head alloc. ' 390 345
Maynard fixed cost, 165 125

3466

PLANT COST 5196

Duty on U.S., Parts

5066
661 661

Frt. & Ins. on US Parts : 115 113

DELIVERED COST 5970

5840

‘-“.-m N
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B : Fuil=al *livered Cost Analvsis - For [.i. L._f____-
.
¥
. ;I S _PROM BOSTON VS DUILT IN U.K,
@
' Nelivared cost af NI fram Yavnard
£
:
i Plant cost at !aynard 3546
.
Freicht and Insurance 152
uty 859
Nelivered const Hﬁ;?
e ————

Q:l‘vnrﬂﬂ cost of A5, built in U.R.

Cost as of Jan 1970
Maynard support £ 5500 per month = oven distribution per 8I,8L & systoos

U.Ke Overhead b " o - /1

R e ST I ——

Monthiy production quantities

U.K., only U.K. + EFTA
- 10 13
Maynard Parts 2472 2472
U.K.Parts 811 81

Labour
U.K. othead alloc.

faynard support "

PLANT COST

buty on U.S, Parts

Frt. & Ins,

DELIVERED

45

390
165

5883
438

75

OST 4396
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DELIVERED COST ANALYSIS

- DAYy . T

pDP-8/1 Rack Mounted w!th ASR-33 Sheet 3
From Boston _ From U.K, i
W|ESESTITIY
To Maynard Frt, & Rate of Actual Delvd a UK, Frt, & Rate of Actual Duty Delvd Differ-
Cost Ins. Dut v Duty Cost | Cost Ins, Duty Duty Drawback Cost ence
|
_n month Logic +
_ level TIY only
1
Denmark 5020 282 4% 385 5657 5840 130 4 385 Less 597 5758 (91)
sweden 5000 224 8% 765 59313 5840 173 Free 0 (o JRE 6013 (25)
Switzerland 5000 229 SF 272/ 162 5391 5840 67 SF 272/ 162 Less 597 5472 (81)
100 KG. 100 KG,
DELIVERED COST ANALYSIS TO EFTA
pPDP=8/L No Cabinet with ASR-33 v, &
< I 13 month Logic + =
level TTY only
Denmark 3546 183 47 235 3964 4281 61 % 235 Less 401 4176 (212)
Sweden 3546 196 8% 471 4213 4281 88 8% 471 Less 401 4439 (226) ,,
\
Switzerland 3546 152 SF 272/ 3 - o y Tn
: o2 SF 272 80O 3778 4281 39 SF 272/ 8O Less 401 3999 (211) Im
; m
3 100 KG. 100 %G, -

T -

. i i Db i —
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LANDED

VALUE COMPARTS(

\

i,

sSTINATION

Sheeot <

6-8-69,

TOTAL

LEVEL U. K. DENMARRK SWEDEN. .m VT s SAVINGS
ounﬁ m A.WVV\ vn..w v
Maynard 6 39,834
ave/ '
(Cost) 1,014 4,014
U.K. 9 (6)35,04%0 (1)5758 6013 (1)5472
Maynard 9 39,034 5667 5,988 5,391
5/C hy79% (91) (25) (81) ,597
USING MAYNARD 8T cosT Z 5000
hp=iL,
X 10 (10) 43960
Maynard 45,570
5/C * 6
. 1610 1610
U.K.,. 13 (10)42510 (1)4439 (2)7,998
Ma vn s ). o=
Maynard 45,570 h,213 7.5
V‘\P‘” : i | J,
. z.x,.o 226) (a2 2,092 ..
MAYNARD 8L COST - ¥ 3546, | (A
_.,1
"
. L
PSS PO adliiti o cuia it el oo i s R - P T —




Sheet
»b . Tl A A AT s
dl
u LANDED VALUE COMPARISON-DESTINATION
Mv:v-mu and 8L
PROD. TOTAL
LEVEL. U.K. DENMARK SWEDEN SWIT., SAVINGS,
81 6 (6)4,014
8L 10 (10)1,610
Save/
Cost 5,62% 5,624
81 : 9 (6)4,794 (1) (91) (1) (25) (1) (81)
8L 13 (10)2,760 (1) (2206) (2) (443)
Save/ \
USING MAFNARD COST: 8I 2 5000
8L 5 3546
’ -
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direct Chargesn 41 12 i 13 s TOTAL
: ’ |
Direct Lahor 4,660 ‘ 6,415 6,645 1,795 2,515
Indirect Labor 2,000 I 2550004 3,120 3.0640 11,790
! i
Agency 150 . 150 | 100 100 500
Overtime I'remium 150 i 260 | 300 300 1,040
) ‘ :
Fringes 670 | 790 | 800 945 285
Operating Supplies 04,250 | 2,000 {9,000 9,006 35,250
|
) !
Other LExpensecsn 750 { 750 | 500 900 3,300
. \ 4 "
i !
SUB TOTAL VARIABLE, 12,680 [ 13,300 | 14,300 1%,300 55,165
| { | )
% of D/L " " 270 ; 210% | 2155 218% 2205
. . Z : —-: o —— —— e = e - ——
Salaries i 54300 | 5,450 ! 5,620 | 5,700 | 22,070
: l { -’. : " i : - >
Clerical ] 7305 1% 900 | 980 | 1,030 3,720
{ ! ﬂ
Fringes 540 530 595 | 605  {**12.%20
Occupancy 4,360 4,860 5,800 | 54 600 ] 21,320 |
| | E
Travel 300 1,000 1,000 ; 1,000 | 3,500
Auto Rental 150 150 200 | 200 | 700
Lodgings 300 oo 400 ! koo | 1,500
: i
Tel & Tol 700 700 800 800 3,000
SUB = TOTAL FIXED | 13,380 14,120 15,395 | 15,535 | 58,430
% of D/L S 285% 2205 230% 228% | 241
- |
Total Overhead 26,060 27,420 29,695 30,420 | 113,595
% of D/L 555% 430% 445% 4455 4695
A !
TOTAL COST CENTRE. | 30,720 33,835 35,340 | 37,215 137,110
s
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ﬂﬂgﬂan INTEROFFICE MEMORANDUM

A
DATE:  September 2, 1969 an

»

SUBJECT: Proposed Capitalization Policy V-j\

W

TO: Operations Committee FROM: Ed Savage

Digital currently has about 250 computers in rotating inventory, an investment of over $2,000,000.
at manufacturing cost. A continuation of the current policy of treating all in-house usage as
rotating inventory, in my opinion, creates a situation of mismanagement of the company's resources.

| propose that a policy be adopted whereby the requesting manager should capitalize a machine if
he needs it for more than one year.

A review of the current inventory being employed reveals that a minimum of $1,200,000 of this
inventory could be capitalized. (This is based upon discussions with current users). Let's assume
for a moment that this policy is adopted, then-what is the immedicte impact on.the company.

Financial Statement* Cash Position
Before _After Before _After
Profit After Taxes 16,082 15,799
Earning Per Share $1.75 $1.72 - +$317,000
Cash Flow Per Share ' $.34

If next you assume that this money is invested in roiects which yield the company 25% after tax
on its investment then the earnings per share would increase to $1.73.

Which DEC Departments are affected?

The manufacturing, training and programming departments are the major areas which would be
affected. Field Demo's, loans, and trade show machines should be subjected to the companies
rotational policy. (A separate rotational proposal to be submitted). Certain departments budgeted
in anticipation of this change. Those areas which did not budget in this fashion should submit o
PCP to incorporate this charge.

Financial Reporting

To describe this equipment in the financial statement os inventory is incorrect. Over 40% of the
inventory in question has not rotated in over 1 year and should be classified as fixed assets.

Control

The capitalization policy, if adopted, permits a greater degree of control to be exercised over this
investment. Under normal circumstances, an item of this type would be then subjected to the
companies investment criteria which has not been the case in the past. It also puts the burden of
justification on the cost center manager to plon the proper utilization of his resources to accomplish
the tasks which are required of him. This system assigns o financial responsibility which does not
exist today.

DIGITAL EGUIPMENT CORPORATION « MAYNARD, MASSACHUSETTS




Proposed Capitalization Policy 2y September 2, 1969

Disadvantages

The only disadvantage to the company that | foresee is the slight impact on earnings per share.
However, many hidden benefits would be accrued from the adoption of this policy. It is difficult
to quantify these savings.

Other Benefits

1. Scheduling the machine to and from manufacturing generates a disproportionate
amount of administrative effort.

2. On the average, approximately one week of dead time is experienced during the
replacement process by the user.

3. Reduction in refurbishing costs.

4. The condition of these machines ofter the utilization period is such, after @ minimum
amount of refurbishing the machines can be sold.

‘o
*Based on current budget

ELS/ba




ﬂnannan INTEROFFICE MEMORANDUM

DATE:  September 10, 1969

SUBJECT:  Answer to your Question Concerning Current Rotational Policy

TO: Operations Committee FROM: Ed Saovage

The committee questioned why the current rotational policy is not being adhered to.

| would like to point out that the current policy is adhered to under certain situations. The
sales organization, in most instances, follows the rotational policy in its handling of the
Demonstration programs both in the domestic and foreign operations.

The program, in my opinion, is unreclistic approach to the problem within the plant. The |

machines being used internally, cre for the most part an intregal part of an onvgoing operation.

To insist that these machines be removed from this routine is a rather costly affair. It would

mean the cessation of operations 3-4 times during the year which would introduce delays into

the manufacturing and training operations. ‘
|
|
|

. Further, it would add a significant burden to manufacturing to refurbish these machines in any
significant number. At this time, machines are refutbished only on @ "when time is available
basis" .

The copitalization policy as proposed, in my opinion, will reduce the number of machines
being used because the user must justify the investment just as if the computer were on outside
purchase. A greater degree of control is implemented due to the fact that a charge, namely
depreciation is levied on the user. |

There will still be instances in which the best solution to the situation is the rotational approach. ‘
The policy should be enforced in such situations.

If you have any further questions, | will attempt to answer them.

ELS/bo \
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mngnau INTEROFFICE MEMORANDUM

‘ DATE: August 27, 1969

SUBJECT: Proposals to the Operations Committee

TO: Operations Committee FROM:  Brewster Kopp

| would like to suggest a proposed revision to the procedure for submitting proposals
for the consideration of this committee.

The company continues to grow at a very rapid rate making our job of decision making
a far more complex one. Many of the proposals which come before us for action
involve the overall plans of the corporation.

| suggest that before any such proposals are acted upon by this committee that the
proposal indicate that it has been reviewed and approved by the appropriate groups,
such as legal, financial, systems, personnel etc, which would be affected by the
proposal . If any particular part of the proposal contains information with which re-
viewer (s) takes exception, then a separate report should be submitted along with the
proposal for the committee's consideration.

Implementation of this proposal would aid our decision making process and probably
reduce the amount of time required to be spent on discussing each proposal. The
mechanics of monitoring this change can be handled by Elsa.

BK /am /3

DIGITAL EQUIPMENT CORPORATION ¢« MAYNARD, MASSACHUSETTS




EEHHE INTEROFFICE MEMORANDUM

DATE: September 12, 1969

SUBJECT:  Investment Analysis Format
TO Operations Committee FRoOwM:  Clayton Rix
Attached you will find the proposed investment analysis format to be used in

analyzing each investment.

Please review.

CER /ba

Attachment ~

DIGITAL EGUIPMENT CORPORATION ¢ MAYNARD, MASSACHUSETTS
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Eﬂﬂﬂﬂan INTEROFFICE MEMORANDUM .

DATE: September 2, 1969

SUBJECT: Organization/Pérsonnel Announcements

TO: Operations Committee . FROM: Graydon Thayer

-

Attached is a proposal designed to help us improve our
effectiveness in coordinating the release of organization/
personnel announcements. It has been reviewed and approved
by Bob Lassen and Win Hindle.




.

ﬂﬂgﬂnan INTEF?DFFICIE MEMORANDUM

. DATE: August 25, 1969

SUBJECT: Organization/Personnel Announcements
1 d

TO: QOperations Committee FROM: G, A. Thayer

-

Proposal: To establish within the Personnel Department, the
responsibility for coordinating the release and distri-
bution of approved organization/personnel announcements
to all managers in the Company.

Current Problems: '

1) No central function exists to insure the timely and
A complete distribution of organization/personnel
announcements to mahagement. The Sales Newsletter,
special memos, On-line, etc. are used to varying
degrees. ;

; . 2) several managers are often not notified of organiza-
. tional changes and personnel announcements.

3) Announcements are frequently made on manager/supervisor
, appointments without prior approval of the Operations

\ Committee member,

. -

4) Organization charts/lists of managers and supervisors
are impossible to keep current without this information
coming to the Personnel Department. Frequently, we
receive no notification of these changes. This infor-
mation is essential and affects other key areas of
personnel administration.

5) Announcements are frequently incomplete, carry improper
titles, lack clarity, etc,

Proposed Procedure:

Organization and Personnel Announcements shall be routed
by the department manager to his appropriate Operations
Committee member for approval.

Upon approval, announcements will be forwarded to the
Personnel Department (G. A. Thayer) for distribution as
specified,




. Page Two

Organization/Personnel Announcements
G. A. Thayer - 8/25/69

-

Announcements will be sent out by the Personnel Department
on a bi-weekly basis, unless specified for immediate felease,
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e CONFIDENTIAL
COEAEBD ~TeErOFFICE MEMORANDUM

DATE: August 26, 1969

SUBJECT: PDP-12 Program Change Proposal

K. A-C

TO: Operations Committee FROM: pjchard Clayton/Ed Kramer

We propose to increase ppp-12 billings and profit by 40% for
the fiscal year 1970 while maintaining a profit margin at the pro-
jected level of 25%. The bookings record, customer and sales
force acceptance, and present production success justify the re-
vision at this time. The increased shipping rate will allow improve-~
ment in delivery time and increased business in FY 1971,

I. Bookings

The bookings of the ppp-12 over its seven-month 1life through July
have been 71% over budget ($6.6 million). The accumulated sales
effort and sales projections indicate we are above a sustained average
bookings of 1 million per month (even with allowance for the price
change) .,

@ II. Acceptance

The enthusiasm of the sales force has been gratifying. The ppp-12
has been accepted by seven medical OEM's. The business effect of the

LV Computer account (over 30 Systems) is also significant. fThe installeq
machines are operating, and the customer satisfaction is good for this

point in the product 1life.

III. Production

Activity of recent weeks has shown that the PDP-12 can be produced
in the way planned. with the availability of parts, the existing
production staff is maintaining a l-machine-per-day rate. with im=
proved parts flow and more experience, significant improvements can
still be expected.

As backup to this proposal, the following pages are attached,

Budget Change Summary

Revised FY 1970 Budget

Proposed FY 1971 Budget

5-7 Graph of Bookings, Billings and Backlog
Engineering Projects

‘ 9 Marketing Projects

= wN

RIC/reb
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BUDGET CHANGE SUMMARY FY1970
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P. L. Eng. 448K 600K

(Programming) 86K 145K
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tetd LU v I LUN ATIUINAND S S .1 Sl S
Y ’)NS UA.‘_ Salict i b i & l 9
i s PDP-12 Program Change Proposal
Fiscal Quarters 1970 Total
CONFIDENTI A1 Hial TR
Firgt Second Third Fourth 7/u
231K B3I6K @38.2K | @40K ,
i 30730/30=140/730/45=| #U7 U7 50=
# of Units :’Shigped 5/15/25=4% 90/ 125 ; 125 385
BOOKINGS 3100 3400 3600 l 3800 13,900
1 Equipment Sales of Parent | 1400 3250 4800 | 5400 15, 540
2 Equipment Sales of Subsidiaries
3 Contributions
4 Aliowances ®
5 Discounts N _,Q_QQ)__T_ (226) (336) (379) 1041 7%
| 6 INCOME FROM SALES OF EQUIP 1300 3024 4464 5021 13, 809
: e S
(19 ; Rental Income
| 8 Maintenance & Service Income 5 | 18 35 48 T 106
9 NET OPERATING REVENUE 1305 | 3042 4499 5069 | 13,915
: | / 142.7 /
_10  Domestic Job and Standard Cost: 44-8/¢30 s /1, 3gh 40 910 38/2040 5960
n Subs:dnary Job and Standard Cos
12 Manufacturing Overhead Varianc
:j:.g_ __Variances From Standard
. 14 Allo.vances
== =
15 Warranty & Installation Expense 110 200 320 364 994
| 18 Royalty Expense a 1 o 13 19 22 61
1 COST OF SALES - EQUIPMENT t_—_—}mﬁ' | 1684 2249 | 2426 | 7015
18 Depreciation of Leased Equipmer|
19 Maintenance & Service Expo_:ns‘* | 3- 12 : 23 TErEC AT 70
20 COST OF NET OPERATING Revsuus] 750 | 1605 2272 26587 | "7085 >
21 Margin on Equipment Sales {641;1 . 55_3___ l
22 Margin on Rentals (7-18) i
23 Margin on Maintenance & Servi CI 2 6 12 16 36
30 TOTAL GROSS MARGIN 2+ 555 1437 2227 2630 0 |4 sea0ie .
40 Product Line Engineering 110 150 165 175 600
a°* Shared Product Engineering 37 64 88 101 290
42" Manufacturing Projects 9 16 22 25 79
£ ST | e ”
Cross Product Eng. 30 40 4 33 38 141
TR NI T 10 NG EXFT € ¢ 186 | 270 308 339 1103
50 71 83 91 295
200 220 220 219 859
16 35 40 40 131
36 34 47 48 165
302 360 390 398 )T L7 e
L
Bl UaNORISERAGHIEEARERSE 0 ) 113 1 188 242 279 820
62° i N ) & EXPERSE i

J0 PROFIT BEFORE FEDERAL TAXES (44) 630 1237 1545 3457
2

4 1 -
*1o be completed by accounting

W




Jiall A TIFmE Y v —— — 1
H=L /=02

BUDGET STATEMENT OF OPERATIONS DATE o
¢ ' pPpDP-12 Program Change Proposal 000 omitted
b A : Fiscal Quarters 1971 | Total
CONFINENTIAL Fiscal Yeor
: L 1970
First Second Third Fourth
BOOKINGS 4,800 4,700 4,500 4.000 18000
1 Equipment Sales of Parent 4,500 5,100 5,400 5,600 20, 600
2 Equipment Sales of Subsidiaries \
|3 Contributions
_- 4 Allowances =
5 Discounts 5300 300 400 400 B T T
6 INCOME FROM SALES OF EQUIS 4,200 4,800 5,000 5,200 19,200
1 Remal Income f F
B Mamtcmnco_& Serv.cfa Income 60 70 80 S ‘o9 - 1] 300
"9 NET OPERATING REVENUE r 4, 260 4,870 5,080 5,290 19, 500
T M
|
_10  Domestic Job and Standard Cost'y 1,800 2,000 2,075 2,125 8, 000
" Subsidiary Job and Standard Cos;
12 Manufacturing Overhead Vanam'
13~ Variances From Standard '
14 Allowances
15~ Warranty & Installation Expense l 280 280 290 300 1,150
16 Royalty Expense 1 20 22 24 24 90
__________ Al e = =% — et e 117 0
| (g costor: SALES-EQUIPMENT | 3 100 | 2,302 | 2,389 | 2.449 9,240
18 Deprnuahon of Leased En,uupmet!
e —— ——————————————— i : - -—— - - e
| 18 Mamten_'mc\. & Service Expcnsc L 30 ) 35 40 45 150
' 20 COSTOF NET OPERATING REVENUE 2,130 2,337 7
21 Mar_ In on Emnpmu\ Sales (6-1.
22 Margin on __‘?r ntals ‘7 18) _ |
23 Margin on M: unn nance & Servic 30 } 35 : 40 45 150
30 TOTALGROSS MARGIN (21 22| 2,130 2,533 2,651 | 2,796 | 10,110
| 40 Product Line Engineering 210 230 240 270 950
a*t Shared Product Engineering
l 42" Manufacturing Projects - 28 :Z 1;3 lig i
R i Jo e
o =AU 2
L ¥} Cross Produqt Engineeging 100 100 100 100 400
TOTAL ENGINESP NG FYHENCE 410 444 477 519 =
50 Product Litn ; _a_' g | 110 120 130 150 510
51 Domestic & o n Setiing 290 310 290 250 1,140
52 Advertisin )j. Pl(f"_ tion 60 100 80 60 300
513”_ Cross Product Marketing 7 100 100 100 100 400
5 OTAL SELLING EXPENSE 560 630 600 560 2.350
PN TINT L
617 ADMINISTRATIVE EXPENSE 260 270 280 200 1.100
62° OTHER HNCOME) & EZPET
70 PROFIT BEFORE FEDERAL TAXES 900 1,189 1,294 1,427 4,810

s toco : §2 ey - 257
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ENGINEERING PROJECTS

Planned to start in FY70:

1) Signal Processing Package

A group of programs to allow use of the PDP-12 to collect,
analyze, and output results from real-time processes.

This is a collection of unified programs for experimental
use, not a computer-pack for process control,

2) MONO DISK

Shared with PDP-8 Group for hardware, integrate into
PDP-12 Software.

3) Analytical Instrumentation

A general-purpose interface for connecting to gas chroma-
tographs, spectrometers, shaft-encoders, and stepping motors.
This is in conjunction with modules of 1 above.

4) Small Hardware Projects

a) Keyboard for use on console of PDP-12,

b) Light Pen for use with VR12,

c) Alphanumeric displays.

d) Special customer interfaces which have long-range appeal.

Longer-range items which, if started, would have some FY70
expense:

1) PDP-12 Face Lift or Redesign

The method of phase in of the TUS56, cross-product memory,
and future MSI)all affect the future PDP-12 development
programs,

2) TSS-12 or Background-Foreground Programming

This programming development could substantially prolong
product life,

' . =g August 26, 1969




. CONZIDENTIAL - o-

Marketing Projects

' 1. Marketing effort will be expended to help promote and
sell the new peripherals, such as the Mono-Disk, Light
Pen, additional displays, etc.

2. Increase in marketing staff to handle the larger product-
support functions due to the increased volume of business.

3. Full-time marketing effort including a promotional campaign

for the Analytical Instrumentation and Signal-Processing
Packages,

Projected Market Segments (Billings)

Market - FY70 FY71
Area % $ % $
Lab & Univ. 48 6.6 27 5.2
Medical OEM 20 2.8 26 5.0
] Non Medical OEM 14 2.0 21 4.0
LABCOM 18 2.5 26 5.0
100 13.9 100 19.2




= ﬂﬂﬂﬂﬂan INTEROFFICE MEMORANDUM

& DATE: September 4, 1949

susJecT: SCHEDULE REVIEW PROCEDURE

TO: Operations Committee FROM: Steve Sobel

1) Attached is a blank Hardware Release Milestone Chart which, over the last
couple of months, has been distributed to Engineering Managers. The plan was to have
these filled out and made available* at Schedule Review Meetings for projects being
reviewed. Revised sheets would be submitted on'y when the indicated "current schedule™
in the eyes of the product line becomes unrealistic

Experience to date reveals a strong reluctance to provide the information
This is due in part to the fact that marketing type information is required as well as a
vivid documentation of a revised schedule when major slippages occur. **
Based on the lack of support for the Milestone Charts, it is suggested that
‘ their use be discontinued .
2) Should we have representatives from Field Service (product support) come

to Schedule Review Meetings?

*possibly by making transparencies which could be projected onto a screen.

**No financial data (development costs to date vs budget, changes in estimated manu-
facturing cost, lost revenues due to slippages) is requested other than citing a discrete
project number (if it exists) and no information is sought on changes in performance
goals,

bn
Attachments

DIGITAL EQUIPMENT CORPORATION e MAYNARD, fv1ASS.f‘~CHLJSETTS




COMPANY CONFIDENTIAL

DATE

Project Engineet
Chrm., Dsn. Rvw. Comm.
- Production Engineer

NEW HARDWARE RELEASE MILESTONES

PRCDUCT NAME & NUMBERS:;

DESCRIPTION:

——

MILESTONE

ORIGINAL

SCHED . DONE

CURRENT ]
SCHED .

COMMENTS

IST DESIGN REVIEW

SPEC'S FIRM

BREADBOARD WORKING

ZND DESIGN REVIEW

3RD DESIGN REVIEW

PROTOTYPE RUNNING

RTB

FIRSTUNITS IN F. S, CKOUT

REL. TO SHIP & IST. SHPMT.

DIAG. 8 ACCPT. TESTS DONE

SALES PIECES AVAILABLE

PUBLIC RELEASE

RELEASE TO SALES

PURCHASE ORDERS ACCPTD.

MANUALS AVAILABLE

IST TRAINING CLASS

RTP

BUILD-UP OF FIRST UNITS

MONTH

QUANTITY

CURCE

DISPOSITION OF FIRST UNITS

QUANTITY T0

DATE

SOURCE

COMMENTS




NOTES:

PRODUCT NAMES & NUMBERS

Include option numbers for all equipment associated with product name (interfaces,
controller, drives, alternative configurations, etc.). Also indicate discrete project
number if one charged to,

DESCRIPTION

Indicate what it is, why being developed, and some idec of target specifications.
If characterized by particular technology, mention (e.g. "IC" DECtape Controller,
“pinch roller" MAGtape drive, and "single capstan" MAGtcpe drive) If
purchased outside, state source .

ADDITIONAL COMMENTS:




| WY -










: EQB[‘] INTEROFFICE MEMORANDUM

" DATE

SUBJECT

TO: FROM:
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' DIGITAL EQUIPMENT CORPORATION AND SUBSIDIARIES PRODUCT ngm P‘?qP-ll

i o BUDGET STATCMENT OF OPERATION 'DATE 97117
i E | ' ’ Product thru
4 1969 1970 1971 ' 1972 | Metwiy
N e T T T e et = ! o ST AR A g W IR
t i ]
L == S medie sl gl e —a o = TIPS v K BT BTV B mYTISLN BT o U IR SRS TR R L T SR RN
E BOOKINGS . TR N | L
N e o B e ?ﬂ-—“'!""‘"" PR —tu.xcxcﬁk T IR R B Ty & —re R e T e T I Sl L PR AT TS TSR,
7 Equipment 3 3alt¥of Parent- | 2,850 | 17,000 25,000 44,850

2 Equipment Sales of Subsidiaries }L ; :

3 COFI'.I‘ID'JUGHS. g

4 Allowances I

S Discounts h; (350) (2,210) (3,250) (5,810)

6 INCOME FRON SAL Ea OF EQUIE 0 21500 ]4,790 21,750 39’040

7 Rental Income ‘

{ 8 Maintenance & Service Income . .
8 NEVOPERATING REVENUE ¥
3:" R e S T T e R S e T b e R SRR 2_.._5‘0‘9,‘-82’; ‘49&?’79—9"@&.&“2—1"'7:2.‘02'&—- :nz'o-sqo 0'40;«-—-.' ———
ﬁ 10 Domestic Job and Standard Cc:.ﬁ?l 1,290 6,130 8,700 16,120
E 11 Subsidiary Job and Standard Cos ||
| 12 Manufacluring yoriance i
i Alowances i 3 R
Narranly & Inctallation Expense | 250 1,020 1,500 2,770
[jf‘)'.ial"' Lxl.‘c:nt::__—__.‘ -_.‘h 10 _____“_‘é_O____ i 4 90 160 3
COST OF SALES - EQUIPMERT | 1,550 7,210 10,290 19,050
Depreciation of Leased Equipme : .
19 Maintenance & Service Expense l'

f 20_COST OF HET OPERATING REVE l 1,550 7,210 10,290 19,050

A vr e et — e e ~—— e . ) B e o e et i e == ot Tkt e et -.-———-——,-,.»1

' 21 Ma'wm on f quipment Sales (613

22 Margin on Rentals (7-18) ‘

23 Margin on Maintenance & S crwcb |
30 TOTAL GROSS MARGIN (21-- 224§ 950 7,580 11,460 19,990 |
TR=T T T R S T I D S | R T R . S ITIIETICCR | TGS ST ‘2 e .z

40 Product Line Engineering ' 415 1,410 1,100 1,200 4,125

41" Shared Product Engineering b 70 295 435 800

42* Manufacturing Projects § 20 &0 90 170

43 Cross Product Eng ineerinn ! |

| 41 TOTALENGINEERING EXPENSE | 415 1,500 | 1,455 1,725 | 5,005
R e e e e -.‘.—_.._... AT R TUTI TR nmr'z'::."v TSI ' A -7\’\2['.‘,"’. T O YL — .
Product Line I4arketing ! 40 100 400 600 i 1,140
Domestic & Foreign Selling | 300 890 1,400 2 590
’
Advertising & Promotion 200 200 400 800 "
Cross Ploduct Mcri:cling l
ENSE § 40 600 1,490 2,400 4,530
= S e R e e R B e L L S .
: ' |l ‘ [;ll_-?or- ' 45 350 890 ],300 2'585
OIIER (INCOME) & EYPENSE §
Y 70 PROFIY BEFORE FEDERAL TAXES | (500) (1,5000 | 3,745 | 6,035 1*777507_'

ot 25% 75% 20%




" DIGITAL EQUIPKGENT CORPORATION AND §

SUBSIDIARIES PRODUCT LINE

ror=ai

5 BUDGET STATEMERT OF OPERATIONS 'DATE LOX
i = z i
£ " e
: L' ' 1971
: I ' Ik =
} —— —T TP YT c~—— 3 LR R e s — - PR S - = T P T IRl =t = L e R B o
ooriics LI T |
b o e T PRI TS RV T ¢ gt AR et W | TLARE LI SIMCETR VPR T | A T T PO ST R SRS R B
i1 Equipment - Satédof Pasent.- | 80% @ 980D 20% @ [i0800 100 per month | 17 000
?‘L 2 Equipment Salés of Subsidiaries y
3 Conlributions f E !
! 4 Allowances |
5 Discounts 13% Gross (2,210)
6 INCOME FROM SALES OF EQUIE 14,790
1 Rental Income ¥
6 Maintenance & Servnu: Income
9 NET OPERATING REVEN UE i g 14,720 e
T T T T S ST T Y T e e A S ST L S GRS RS =z "x‘..... e ————
| 10 Domestic Job and Standard Costt l 80% @ 36.&% 20% @133.3% 6,130
i 11 Subsidiary Job and Standard Cos ji
fi 12 Manuiacturing variance !
r 14 Allowances b
1;.1? Warranty & Inslallation txpense | 6% Gross 1,020
L18 = Royalyxpense . F 4% Net 60
el COST OF SALES - EQUIPMENT | 7,210
? 10 Depreciation of Leased Eqmp'nr\'!
| 19 Maintenance & Service Expense |
20 _cosvornerorennmereveruel — | L L1 7210
21 Margin on Equipment Sales (6-1) » :
ﬂ 22 Margin on Rentals (7-18) I 2] 1
i 23 Margin on Maintenance & Servic i SRR . UL e
| 30 TOTAL GROSS MARGIN (214224 A
40 Product Line Engineering 75% FY 70 1,100
an* Shared Product Engineering L 2% Net 295
an* Manufzacturing Projects | .4% Net 50
43 Cross Product Eng ?n»-ering } | ]
_41_TOTAL ENCINEERING E/PENSE i | i 1,455
. “—:'.:.‘“.‘:3'.1—‘2' O TIUERIINIES | S ARG TEET | AN NER S iVeaer S IR RS TR IR I D St
50 Product Line Marketing ! ' 400
| 51 Domestic & Foreign Selling | 6% Bookings (Net) v 890
52 Advertising & Promoation i . 200 e
3 Cross Product Markeling i
-%.n-..l_n{.“,:.'_l ,._, ."..!..\_’,y:_‘f_:;.:m"’—" B B e e e ]-{96- -
61" ADISHUSTRAVIVE EXPEIISE I 6% Net 890
62*  OFifi 1 (INCOIAF) & EXPENSE | 1
§ 70 PROFIT PLIORE FEDERAL TAXES | o - G

25%
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1.
12,

16.

17.

]8.

19.

OPERATIONS COMMITTEE MEETING C
September 8, 1969 ON/C/DE/V]‘
1Al

AGENDA

Additions and Corrections to Minutes of the September 2nd Meeting

Monthly Report on Status of Responsibilities = (Dick Best)
(See attached report)

Module Product Line Proposals = (Fred Gould)
(See attached report)

PDP-10 Analysis of Fiscal Year 1969 Quarter 4 = (Bob Savell)
(See attached report)

Long-Range Plans for the PDP-10 - (Bob Savell)
Discussion of Personnel Problems and List of Problems Developed in Accounting = (Brewster Kopp)

PDP-12 Program Change Proposal = (Dick Clayton/Ed Kramer)
(Report distributed for last week's meeting)

Proposed Revision of Sales and Service Automobile Plan = (Ted Johnson)
(See attached report)

Proposed Branch Office in Indianapolis = (Ted Johnson)
(See attached report)

Proposed German Acquisition = (Ted Johnson)
(See attached report)

Discussion of Inconsistencies in Delivery Quotations = (Ted Johnson)

Final U. K. Production Proposal = (Pete Kaufmann)
(See attached report from Dave Knoll)

Treasury Bond Proposal - (Brewster Kopp)
(See attached report)

Proposed Organization/Personnel Announcements Procedure = (Win Hindle)
(See attached report from Graydon Thayer)

Proposed Capitalization Policy = (Brewster Kopp)
(See attached report from Ed Savage)

Proposed DEC Security Personnel = (John Kulik)
(See attached report)

Proposed Expansion of Parking Lot Facilities = (Al Hanson)
(See attached report)

Schedule Review Procedure - (Steve Sobel)
(See attached report)

Proposed Quantity Discounts on DEC Manuals = (Dave Cotton)
(See attached report)

CON F'DENT'AL DIGITAL EGUIPMENT CORPORATION




Ennan INTEROFFICE MEMORANDUM

DATE: September 8, 1969

suBJECT: Operations Committee Minutes of the September 8th Meeting

TO:

Operations Committee FROM: W. R. Hindle, Jr.

Present: Ken Olsen, Brewster Kopp, Ted Johnson, Nick Mazzarese, Ted Johnson,

10.

Stan Olsen, Win Hindle

Minutes of the September 2 meeting were approved with one correction.

Dick Best made an informal report on his activities. He is not really close to PDP-10
engineering but he has confidence in the key engineers in that group.

Module Product Line Proposals (Fred Gould and Al Devault) - Fred Gould feels our
best potential lies in the Custom Board Manufacturing area. Fred is very unhappy about
the lack of results in the A to D circuit area; he is now going to start doing his own
development work in this area. Fred and Al Devault were criticized for not expressing
their criticism of Clark Crocker's work for their product line much sooner. We discussed
the other segments of Fred's module proposal and asked him to calculate the return on
investment for the various segments. Then he should compare the potential new business
with return on investment in the segments of our current module business (i.e., PDP-14,
K-Series, etc.) and report back to the Operations Committee.

Proposed Quantity Discounts on DEC Manuals - We decided the Marketing Review
Committee should make the final decision on Dave Cotton's proposal.

Schedule Review - Steve Sobel's proposal was postponed.

Parking Lot Expansion - The proposal by Al Hanson was not approved at this time because
of the high cost of fill. Ken, Stan, and Win will continue to discuss this proposal.

DEC Security Force - John Kulik's proposal was accepted.

Capitalization Policy - We deferred discussion of Ed Savage's proposal until we get o
report on who is not following our rotation policy.

Treasury Bond Proposal ~ We approved this proposal to allow employees to buy U. S.
Treasury Bonds.

U.K. Production Proposal - Postponed to next week.

DIGITAL EQUIPMENT CORPORATION ¢« MAYNARD, MASSACHUSETTS




Operations Committee Minutes -2~

1.

12,

13.

14.

15.

16.

17.

bwf

PDP-10 Analysis of FY1969 Quarter 4 - Bob Savell's report was accepted without many
questions.

PDP-10 Long Range Strategy (Bob Savell) - In answer to Ken Olsen's question, Bob said
he felt the small, new time sharing utility companies were in for a rough year because of
competition. Because of this, the PDP-10 strategy is to sell harder in other markets to
reduce dependency on the utility market. Bob is considering a new organization in the
Marketing area in which a number of marketing people report directly to him. He was
encouraged strongly to do this so as to reduce the dependence on Dave Cotton.  Ted
encouraged Bob to look hard at software needs on the PDP=10 in the future, particularly
Batch Processing software. Nick commented that service groups feel the PDP-10 group
is very difficult to work with.

Proposed Revision of Sales and Service Automobile Plan -  Before making a decision on
Ted's proposal, Brewster will make a two-week study of the economics of a leased car plan.
Stan asked for a clarification of the "standard" for Field Service cars.

Indianapolis Office -~ We approved a branch office in Indianapolis. We asked Ted to prepare
a plan of all new office openings proposed for the next year with information on city, space
needed, cost per square foot, and potential billings.

Proposed German Acquisition = We agreed that Stan would talk with Dr. Leo Steipi about
the company that is for sale in Munich.

Discussion of Inconsistencies in Delivery Quotations - Ted's Order Processing Group has
developed a new report in August to show all of the late backlog. Ted, Ron Smart, and
Don Berman will report again to the Operations Committee on this new report.

Brewster Kopp passed out a list of the problems he is working on so that we can comment on
priorities. He also proposed an organization chart for his groups.
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ﬂﬂgqan INTEROFFICE MEMORANDUM

- DATE: August 21, 1969

/

SUBJECT: pACTIVITIES JULY 9 - AUGUST 20, 1969

TO: pperations Committee FROM: Dick Best

I reviewed the Cross Product Line Memory (PDP-10 and 11) circuits
and hardware since it is at the point where the design should be ;
frozen for a production run. A minor circuit modification was made
to eliminate a prf problem in the inhibit driver, and several mechan- |
jcal models of stacks have been started to determine the best mech-
anical arrangement for the ends of the long hinged boards. They are
using an attractive quadruple pulse transformer package that mounts
in the space of the DIP IC for $1.50.

There have been more design reviews of the PDP-11-the design is settl-
ing down - we are now reviewing the I/0 interface.

The VR12 has had a final design review. The final change is addition

of a commercial high voltage supply that has a low enough output !
impedance to show no prf sensitivity. It is not regulated, but neither
is the supply for the deflettion amplifier, It happens that the system
tracks gquite well - a 20% change in line voltage change the picture

size 2%.

The RP09 & RP15 (Memorex disk pac on PDP-9 and 15) had a poorly attended?
review which will be repeated. The schedule slippage is matching the :
vendor's delivery problems. The critical variable frequency oscillator
design still looks good. We're waiting to try it out on a disk.

Reviews of the TUIO before the design review and the Engineering Comm-
jittees gives us confidence that the unit is going to be a successful
replacement for Hewlett Packard 2020's.

A design review of the INDAC contact sense inputs and contact outputs !
uncovered serious deficiencies. The plan was to mix logic wires and

wires going to and from the outside world (with up to 150 volts on them) |
on the same back panel. Noise would cause problems and a slip with !
a probe could wipe out lots of modules. The modules have been laid out |
again with a cable connector where the handle normally goes to isolate |
the inputs and outputs of the relays. !

DIGITAL EQUIPMENT CORPORATION ¢« MAYNARD, MASSACHUSETTS
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, Operations Committee

August 21, lYov

In order to sell Quickpoint programs a model number is required

so that accounting can credit the sale to the right product line;
for example QFOl-A. Q=program, F=PDP-8, Ol= the first program, A=
first version. Quickpoint uses QF01 through QFO0S5.

Western Electric is after us for patent royalties. Bob Cesari and I
have been parrying their thrusts - a lot of their claims, fortunatly,
came after the PDP-1. We hope that Linclon Lab records will knock

out some more.

The Option Designation List includes the name of the production

engineer assigned to each option.
this information accurate,
to cover every job that needs one.

Bob Puffer is helping to get

He now has enough production engineers

Now I am learning how to use PIP

and TECO on the PDP-10 so that I can edit and up-date the list and
get an up-to-date printout in one day. Using EDP it takes 3 months.
Roger Dow is going to use the PDP-10 to complete a similar list of

modules.

Roger Dow's Engineering Services Committee has been doing a good

job at coordinating the module development and ECO procedures. In

my July 9th report I discribed a new module production release proced-
ure. The procedure has changed again as follows:

Boards Label

1., Msla3 A-Pl
2., Msla3 K456A-P2
3., MS123 K456A-P3
4. K456A

Original Layout

Module number assigned, second version
Third version. This works well enough
to have an experimental lot made for
evaluation in a system. The model
Shop makes no more than 10. If a
larger lot is needed the Model Shop
uses Production as a job shop to
construct the lot. The Model Shop

(or designer) tests this lot.

The design works and a production
request form is started. A limited
release. lot is started (to give
production a head start). By the
time this lot is completed the full

release will be completed. Hence only

one limited release lot will be made.
the release is completed quickly and
without error since the layout is chan-
ged from MS123 K456A -P3 to K456A by
opaquing out the "MS123" and "-p3",

The same information is scraped off th,
etch on the model and production model
is available.

P -

-y -

FewpT .




Operations Committee =3~ August 21, 1969

Signetics visited to tell us their plans for going into MOS production.
They feel that the vendor must take the iniative in proposing LSI's
and get several customers using them. Otherwise the volumn will never
be high enough to make the price attractive.

Our purchase specs have been a little hit or miss - some things are
well specified, but they are the exception. Jim Quinn of Information
Services is going to hire a spec writer and will keep all the specs
in drafting, and distribute all new and revised specs., Purchasing,
Engineering, and Quality Contol responsibility for .the specs have not
changed.
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@Eﬂan INTEROFFICE MEMORANDUM

. DATE: Avugust 26, 1969

SUBJECT: MQDULE PRODUCT LINE

TO: Operations Committee FROM:  Fred Gould

The following is an analysis and some proposals to capture a major share of the
module business.

®

DIGITAL EQUIPMENT CORPORATION ¢« MAYNARD, MASSACHUSETTS




YT P e —— s gy e g

BT e

THE PRINTED CIRCUIT BUSINESS - THE ANALYSIS

Major Sectors

1. Catalog Mfg. Digital and Industrial Control Circuits
Custom Board Houses
In-House Mfg. and consumption

Hardware, Supplies, and Process

O & W N

Analog Catalog Mfg.

Sector 1 - Catalog Mfgs. of Digital and Industrial Control Circuits

Estimated Rank Name

p—

Digital Equipment Corporation

2 Computer Control Div. of Honeywell
3 Scientific Data Systems
R Raytheon

5 EECo

6 Cambion

7 Data Technology

8 Wyle Laboratories

9 Control Logic

10 General Electric *

11 Seltzer **

12 Phillips **

13 Cutler Hammer*

14 Square "D" *

15 Monitor Systems

16 Design Products

17 CEC

18 Allen Bradly *

19 Ault *

Estimated Sales

10,000, 000
9,000, 000
7,000, 000
5,000,000
4,000,000
3,000, 000
2,500,000
2,000,000
2,000,000
2,000,000
2,000,000
2,000,000
1,500,000
1,500,000
1,000,000
1,000,000
1,000,000
1,000,000
1,000,000




Estimated Rank Name Estimated Sales
20 Baily Meter * 1,000,000
21 English Electric ** 1,000,000
22 Nor Bits ** 1,000,000
23 BRS *** 1,000,000
24 Data Scan 1,000,000
25 Grayson Stadler *** 750,000
26 Leigh Valley *** 500,000
27 Massey - Dickenson *** 500,000

*

Key: Industrial Control

**

European Mfg.

***  Behavioral Research

A study performed several years ago by the Module Product Line indicated an additional

50 minor companies. Estimated total sales at 5 = 10 million for all.

In sector 1 the business is divided nto roughly five catagories :
a. Computer Oriented
b. Industrial Control
c. Logic Elements
d. Behavioral Research

e. Data Communications
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a. Computer Oriented

Major small computer manufacturers have a captive module
business due to the wide range of applications for the computers
and the interfacing of those computers.  This has been the

major segment of our business.

b. Industrial Control

Relay manufacturers have had for some time competing solid
state controls if for no other reason than to provide a single
source for their customers thereby freezing out possible
competitors. We are looking at our K series line as our most
promising effort. This line is not tied to the computer growth
curve and the market requirements for more speed and higher

reliability is in our favor.

C. Logic Elements

This class of supplier caters to o market not industrial based and not
necessarily tied fo a computer although some peripheral
manufacturers are in this group.

d. Behavioral Research

With the entry of our LAB K application into this market we will
quickly move into dominance of this relativly small but vocal sub-
sector.

e. ication
The development of a line of communications oriented modules and
complete acoustical couplers will open a new market during the next

year.

Sector 2 - Custom Board Manufacturing

Elgin Electronics

Texas Instruments

Data Scan

Defiance Electronics

Electro Optical Systems
Goodyear Aerospace

Electro pac (CC of Honeywell)
Motorola

General Electric

. Digital Equipment Corp.

O VoON OO A WN —~

—




In this group we can only guess at what the level of business is. We have bid and no bid
on work in excess of 5 M per year for the past couple of years. 1 estimate that 40 = 50 million
is done in this sector annually. It is chastized by shops working on 100% overhead

and working on a mark-up of 150 - 190%.

Testing is not a requirement and quality requirements vary from transistor radio variety to
computer-aero space specs. All manner of shapes and components are used. Quick

turnaround work is one class of operations while long run, long forecast is the rule rather
than the exception. It is my opinion that our greatest growth opportunity exists in this

area of business.

Sector 3 = In-House Mfg. & Consumption

This group exists in spite of sectors 1 and 2 for several reasons. Control being the most
important , cost being second. This is undoubtly the largest dollar sector of the printed
circuit business. In order to dislodge it we would have to be in the custom board business and

develop the proper selling approach.

People in this business could best be described by looking at Pratt & Whitney, Machine

Tool and by Cincinnati Milling & Grinding, large volume mfg used completly in-house.

Sector 4 - Hardware Supplies

Augut
Cambion
Vero
Amphenol
Kodak
Scanbe
Interdyne
Vector

EECo

Gardner-Denver

OCVONOOGUGHEWN —

pa—)

Products = connectors, connection systems, enclosures, cables, front panels, pc board components
and processes.
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This too has very strong growth potential, Augut has capatilized on the mother board
approach to cash in on what was both sector 1 & 2 business. Without considering the
Connectors supplied to prime manufacturing 1 would say this is a 20 = 30 million

business.

Sector 5 - Analog Catalog Manufacturing

There are perhaps 10 major manufactures in thismarket and with our volume of 600K we
would place high among them. The number one manufacturing in this group is Philbrick.
Total sales in this sector is estimated at $10,000,000 with a large percentage being add

on and spares to analog computing devices. It is my opinion that the expertise required

to enter this market more strongly dose not exist at Digital and would be difficult to
develope. Furthermore, growth in this sector is quite small. Raytheon has done very

well by sellint D/A = A/D systems in thisarea.




PRINTED CIRCUIT BUSINESS = THE PLAN

Sector 1 = Catalog Manufactures

Based on an identifiable market in excess of $65,000,000 (est. sales of 27 companies)
and an additional $5,000,000 scattered among some 50 minor competitors,we presently

have a 14% share of Sector 1 business.
To improve our share of this market I suggest the following plan be implemented.

Sales Effort - Historically, Digital's module sales have been limited by inadequate sales
effort. The last three years have seen sales time percentage (of budget) run 50%, 60%,
70% (FY 67, 68, 69). All other factors considered this has been the most serious obstical

to increased penetration.

The Module Specialist Program temporarily arrested the problem but in spite of all
the emphasis during FY69 we achieved only 70% of the budgeted time.

The first step in any effort to improve our market share would be to have more control

of the module sales force.

Secondly, I would reprice selected types to make competitive analysis of lines decidedly

in our favor.

Third, I would design interface modules for all major small computers. This would

reduce the forced entry of small computer manufacturing into the module business.

Fourth, expand upon the assembled system business (similar to Marty Gerdon's group) on
a regional basis. This overcomes customer hesitance to move into a new technology. An
alternative would be to acquire existing Panel Builders in the several regions to accomplish

the same thing.

Fifth, the mostobviouswayto increase the business is to put the competition out of business
and pick up their share. To this end a plan should be developed to accomplish the

following objectives.




Identify the weakest competitors
. ldentify the key men in their organization

Obtain customer lists of the competitors

Establish the weak points in line or company

Hire away key men from them

o O & LWN

. Buy these companies that fit into our needs for Regional Systems
House or Custom Board Program.

Summary - Sector |

It is my opinion that the above program would give Digital a minimum of 25% of the

catalog business. If successful with item fives proposal we could reach 50% penetration.

Sector 2 = Custom Board Manufacturing

[ have estimated this sector to be a 40-50 M business annual. We presently are in it in
a very minor way (Xerox and a single board for Xcello). We have no bid in the last 12

months major jobs (i.e. Graphic Sciences, Xerox, & Xcello) face value of over 5 million.

We require the capability to handle various board shapes, start up quickly (a 16 week
production release cycle would kill us) a low overhead, and the willingness to work on a

narrower margin. Testing is only required in a few cases. Both silk screen and PTH process

are required.

In entering this business I feel we must make the manufacturing operation independent from
the facilities making catalog modules. The release requirements and the inevitable priority
decisions being make between in-house and customer jobs would limit us to severly in this

market.

The most obvious route to take would be to acquire an existing P.C. Board Mfg. (catalog

type) and convert his capacity to this function.




By being willing to take on this kind of work I see a first year volume of 3 -5 M.
The sales effort is small compared to Sector 1. The profits are also not as great. My
examination of our competitors showed that they are operating with 100% overhead
and mark-up 1.5 = 2.0. (I will remind you we landed Xerox with a 1,75 mark-up and
that year we made a 35% profit which is somewhat contrary to the smaller profit

statement above.)

Summary - Sector 2

In three years we could move from our present 500K yr. average to 10 M annual
this would be a 20% share of the present market and place us in a dead heat with the

present leader, Elgin Electronics.

Sector 3

—_—

Simply stated we must be more effective in Sector 1 and must be in the business of

Sectors 2 & 4 to shake out any significant in-house PC board manufactures.

If we could get just 10% of what's being done today it would be on the order of 5 M.
Let's assume that is our target for this sector. This would be measured in terms of how

much existing in-house capacity we cause to be shut down due to our sale.

Sector 4 - Hardware, Supplies & Processes

We are estimating this sector to be 20 - 35 M. We are a minor mfg. in it now. With
the introduction of the H?50 - H960 Cabinet Line and a single catalog for module

hardware we will make the first move towards capturing a larger share of this sector.

Additional step to be taken is in wire wrap centers.. We should move solidly in to the wire

wrap game. Raytheon's highest profit operation is the wire wrap operation

By setting up wiring centers on a regional basis, with a new pricing policy and equipped

to handle various connector grids we will reinforce our catalog sales, custom board sales




and attract wiring business on competitors frames too.

EECo is entering this business quite strongly, we are competitive with them on system

runs of 10 or better but lose out on the smaller runs.

We are laying down 100,000 wires a month just fooling around with this business. I have

no doubt that this could be raised to 1 M in a years time.

In this line we could market production equipment such as automatic insertion, wiring

and test equipment (both component and functional).

Our potential in this area breaks down as follows:

}- Cabinets 2 M
2. Hardware 1M
x 95 Wiring Service 4 M
4.  Production Equip. 1 M

Total 8 M

This represents 25% share of this sector.

Sector 5 - Catalog Mfg. Analog Modules

We presently do 600K annual in this sector. Raytheon is very strong with their function

cards (Mux,D/AA/D) .and Philbrick dominates the real analog segment.

It is my opinion that we put minimum effort in attempting to unseata major share of the
Philbrick kind of business. However, concentrated effort on the marriage of Digitol/Anclog
devices, as Raytheon has shown, is justified. By countering their product line one for
one we should be able to capture 2 = 3 million in this sector. We will require a different
set of engineers than we have available now as the analog products we have developed to

date have had the worst combination of fault (i.e., costly and don't work).

Overall Summary

Given the mandate and assuming we are expert and also correct in our approach we could
expect to move over a 3 year period from our present sales level of 12M to the position

shown on the following page.




SECTOR NOW
‘ 1 10.0M
2 D
3 -
4 1.0
5 .6
Now 12.1

3 Yrs.

CONSERVATIVE OPTIMISTIC
17.5 M 35.0M
10.0 15.0
5.0 7.0
8.0 10.0
2.0 3.0
42.5 70.0
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A Bibliography of PDP-10 Programming Documents

JULY, 1969

Software documents in this bibliography can be obtained from Digital Sales Offices or by sending a written request (with check
or money order) to Program Library, Digital Equipment Corporation, Maynard, Massachusetts 01754. The following key, which
indicates the current status of software manuals and their relationship to preceding editions, is designed to help the reader de-
termine whether the present content of a given manual meets his needs.

(1) New signifies that the manual is being
published for the first time (desig-
nated by a box).

(2) Major Revision signifies that new capabilities and/
or changed procedures have been
incorporated in the manual (desig-
nated by an asterisk).

(3) Minor Revision signifies that the manual remains
essentially the same as its predeces-
sor.

(4) Manuals that are unchanged since the last bibliogra-

phy are shown with only the date of publication after
the title.

PDP-10 System Reference Manual Minor Revision
July, 1969
An indexed programmer’s handbook that describes the PDP-
10 processor and the basic instruction repertoire, Following
an introduction to the PDP-10's central processor structure,
general word format, memory characteristics, and assembler
source-programming conventions, this manual presents the
specific instruction format, mnemonic and octal op codes,
functions, timing formulas, and examples of each of the basic
instructions. Several helpful appendices, including mnemonic
op code tables, algorithms and timing charts, complete the
manual.
NOTE: Readers who have previous supplements (through
December 1968) do not need this edition.
Order No. DEC-10-HGAA-D $5.00

Time-Sharing Monitors:

Multiprogramming Monitor (10/40)

Swapping Monitor (10/50) October, 1968
A complete guide to the use of the PDP-10's two powerful,
real-time, multiprogramming, time-sharing Monitors. Both
Monitors schedule multiple-user time sharing of the system,
allocate facilities to programs, accept input from and direct
output to all system 1/O devices, and relocate and protect
user programs in storage. This manual details user interac-
tion with the Monitors, from both a programming and oper-
ating viewpoint, and contains several quick-reference tables
of commonly used Monitor commands and parameters, as
well as examples of user coding.
Order No. DEC-10-MTEO-D $3.00

AID (Algebraic Interpretive Dialogue) October, 1968
A ‘hands-on’ guide to the use of AID at the Teletype console.
AID, a PDP-10 version of JOSS !, is an on-line system which
provides each user with a personal computing service utilizing
a conversational algebraic language. This manual describes
the use of the Teletype, the syntax and general rules governing
the AID language, and each of the AID commands, with ap-
propriate examples.

Order No. DEC-10-AJBO-D $3.00

1JOSS is a trademark and service mark of the RAND Corporation
for its computer program and services using that program.

Single-User Monitor Systems November, 1968
A complete guide to the use of the Single-User Monitor, which
performs fast job-to-job sequencing, provides 1/0 service for
all standard devices, and is upward compatible with the Time-
Sharing systems, This manual contains the same type of help-
ful information as the Time-Sharing manual described above.
Order No. DEC-10-MKDO-D $2.00

Batch Processor (Batch) and Job Stacker (Stack)

New, May, 1969
An indexed manual containing all information required to
prepare and run user jobs under control of the Batch Proces-
sor in either a single-user or time-sharing environment. Batch
supervises the sequential execution of a series of jobs with a
minimum of operator attention, yet allows the operator to in-
terrupt, skip, repeat, or prematurely terminate one or more
of the jobs in the series at any time. Job Stacker is used in
conjunction with Batch to (1) transfer job files to the Batch
input device and stack them there for subsequent input to
Batch, (2) transfer Batch output job files from the Batch out-
put device to some other device, (3) list job file directories,
(4) delete job files, and (5) list directories with selective file
deletion or transfer.
Order No. DEC-10-MBAC-D $1.00

Major Revision, Available
August, 1969
A fact-filled operations guide designed for handy reference
at the user's Teletype console. Contains the basics of Tele-
type usage and complete operating procedures for all Com.
monly Used Service Programs (CUSP’S). Includes complete
write-ups on DECtape Editor, Advanced BASIC, LINED,
CCL (Concise Command Language), and Linking Loader. A
typical chapter includes a brief description of the program,
its operating environment, initialization procedures, command
string formats, special switches, diagnostic messages, and in-
depth examples. The manual is tab-indexed for the user's con-
venience,
Order No. DEC-10-NGCC-D $10.00

*System User's Guide

COBOL LANGUAGE New, July, 1969
A reference manual designed to aid the user in writing
COBOL programs for the PDP-10. Each COBOL language
element is accorded a detailed treatment that explains and
demonstrates its use in a variety of programming contexts,
The four major divisions of a COBOL program and their
conventional formats are clearly described and effectively
illustrated. Other subjects given extended coverage in this
manual are the COBOL library, COBOL reserved words,
and the CALL procedure. Each chapter contains numerous
examples of the efficient use of the components of a COBOL
program. Indexed.

Order No. DEC-10-KCIA-D $6.00
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'Eaﬂnan INTERDERIGE M'EMCJF!ANDLJM

DATE: August 26, 1969

SUBJECT: Expansion of Parking Lot Facilities

TO: Members of the Operations FROM: Al Hanson
Committee

Attached you will find a budget estimate and site drawing
indicating the cost and location of the proposed new
parking areas.

The Natural Resources Commission has approved both locations
and the petitions are valid for a one year period.

The new construction will comply to the standards we have
developed in the existing areas; that is, a two coat oil
pavement, mercury lighting, adequate guard rail, and all
necessary landscaping.

DIGITAL EQUIPMENT CORPORATION o MAYNARD, MASSACHUSETTS




TR AN

o

e ]

Il.

August 25,

BUDGET ESTIMATE

PARKING LOT EXPANSION

MAIN STREET LOT (DENNISON'S)

Number of spaces:
ExistinG..«e«. o e 4 AL
Additional...c.eecee .60

Site Preparation Unit Cost

1969

Total

15,000 yds3 delivered 3 spread $ 1.30
Fine grading 2,000 yds .20
Guard Rail 480 linear feet 4.50
One coat of oil with sand covering, including
sweeping 2,000 yd52 .46

Lighting

Two 4 light mercury vapor standards 1,000
watt per light

Two 1,000 watt mercury vapor lights mounted
on Building 21

Landscaping .
Twenty 6 ft high willow trees planted at
25 to 30 foot intervals 45.00

TOTAL TOTAL

LOWER THOMPSON STREET LOT

Number of spaces
EXiStingececessses678
Additional...e....260.
Total,cnasesscseesI38

Site Preparation

50,000 yds® delivered and spread 1.30

Fine grading 9,500 yds® .20

Guard rail removed & replaced 480 linear ft. 3.00

One coat of 0il with sand covering, including
sweeping 9,500 yds2 .46

Lighting
One 4 light mercury vapor standard 1,000
watt light

Landscaping
Twenty 6 ft high willow trees planted at
25 to 30 foot intervals' 45.00

TOTAL

$19,500
400
2,160

920

6,141

900

$30,021

$65,000
1,900
1,440

4,370

2,530

900

$76,140
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CCLIPANY_CONFIDENTI.".L

Emnan INTEROFFICE MEMORANDUM

DATE: August 27, 1969

SUBJECT: PROPOSED DEC SECURITY PERSONNEL
TO: Operations Committee FROM: John Kulik, Security Officer

Per your request, the following additional information is
submitted for your consideration as concerns the DEC Security
Proposal dated July 8, 1969.

Regarding the present Pinkerton contract service, certain deficiencies
have been noted and are worthy of comment. The most prominent of
these noted are in the areas of guard turnover, caliber of guard and
general appearance--all of which are vital factors in establishing

an effective guard force and maintaining the proper security image.

Under the present contract system, DEC is dependent on the discretion
of Pinkerton as to the caliber of guards employed for service at
this facility. The guard, when hired, allegedly receives his
initial indoctrination as to the required guard standards and rules
of conduct from Pinkerton, his employer. The standards employed

by Pinkerton in this regard are questionable as result of problems
experienced. To illustrate two recent incidents, a newly assigned
guard was observed in the afternoon sitting down in a chair at

his post and assignment reading a paperback novel while employees
entered and exited the facility--this guard was ignoring his
responsibility completely. On another occasion, a newly assigned
guard arrived wearing extremely long hair and a "handlebar mustache."
This was a guard just recently hired and who, it was found, received
no instructions as to personal appearance requirements during his
interview at time of hire. Both of these cases did nothing to
enhance the image of the security force but rather lowered this
image. It should be noted here that in both instances service of
these guards was terminated at this facility and brought to the
attention of Pinkerton management.

Some other problems dealt with and experienced occasionally are

in the areas of report writing, procedures, communications and
appearance of uniforms. These problems can be attributed, in part,
to the fact that the contract guard answers and is obligated to
his employer, Pinkerton, rather than directly and only to company
supervision. As a ioned in initial repor

afor 1ti t, the below
standard wage paid to contract guard does not attract the more
qualified individual thus resulting in *ooqllg"*lng, lower eff1c1ency
and interest on the job and subsequently accounts for a frequent
turnove in personnel.
DIGITA s:~ PMENT CORPORATION ¢« MAYNARD, MASSACHUSETTSg
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Enﬂnan INTEROFFICE MEMORANDUM

DATE: August 8, 1969

SUBJECT: Treasury Bond Proposal

TO: Operations Committee FROM: W. B. Kopp

The Personnel Committee has approved a plan by which Digital
Equipment Corporation will offer treasury bonds to employees through
a payroll deduction plan.

The plan was approved as long as it was on a low key basis
which was agreed upon.

The plan is to have one article about the offering in either
on-line or the weekly newsletter and one flyer in the payroll envelope
giving the various bond denominations that might be purchased as well
as an election card. The cards may be given to the supervisor who
will send them to Personnel and finally to payroll.

The programming for this proposal is two man weeks. There is
minimal additional workload required by the Payroll Department, about
one hour per week. The Personnel Department estimates about two hours
per week.

If the Operations Committee approves this proposal we would like
to implement it during the fall.

DIGITAL EQUIPMENT CORPORATION ¢« MAYNARD, MASSACHUSETTS




- ﬂﬂﬂﬂﬂ INTEROFFICE MEMORANDUM

. DATE: August 25, 1969

susuecT: PDP-10 Analysis of FY 69 Q4

TO: Operations Committee FROM: Bob Savell
Actual . Ri&e L Orig. Budget Dec. Budget
Bookings 6,577 6,577 10,000 11,000
Income (6) 6,761 10,000
NOR (9) 8,387 [100 | 6,978 [100 | 8,067 |100 | 10,218 [100
COR@0) 3,955 | 47 | 3,429 |49 | 3,726 | 46.5 4,726 | 46
TGM (30) 4,432 | 53 | 3,549 |51 | 4,341 54 5,492 ‘ 53
Eng. (43) 792 792 | 1 751 789 | 8
® .. 708 | 708 {10 680 i -77) l 8
Admin. & Other 421 | | 42 ' o ' 479 i
Profit 0) 2,511 29.90 1,628 |28 | 2,47 130.6 . | 3,458 | 34

Since the P & L for Q4 does not reflect the actual product line performance, it will not be
used for comparison. The P & L shows $1,400,000 less billings than we actually produced.

The "Actual" to "Original Budget" is as follows:

Bookings - Lower, largely due to order cancellations.

NOR -  Better

COR -  Higher than budgeted % due to lowered prices on memories to meet outside
supplier competition

TGM -  Correspondingly lower %

ENG -  Higher, consistent with December budget

SELL - Higher thon original, but considercbly lower than December budget, primarily
due to lack of sales effort.

ADMIN -

PROFIT - Lower by .7% than original budget, but higher by $50K.

@

DIGITAL EGQUIPMENT CORPORATION o MAYNARD, MASSACHUSETTS




PDP=-10 Analysis of FY 69 Q4 -2 -

In comparison to the December Budget, we fared poorly. We expected larger shipments
that failed to materialize due to lack of sales effort throughout the entire year, but also
because of our slow rate of production of Burroughs disks due to many causes. Most of
these were Burroughs' engineering, production, and quality control problems.

A fact that should be noted is that in spite of many budget predictions made for Q4 in
writing on practically a monthly basis to Accounting and the Operations Committee, the
"Current Budget" listed on the P & L statement during Q4 was the December Budget. |
didn't notice this during Q4, since monthly figures many times don't match the budget, so

I usually use the YTD numbers and look at current actuals to see how expenses are going.
The point is that if Accounting was still expecting income and expenditures based on
December's budget, they would have been misled. Perhaps a more formal means for
requesting up-to~-date budget information should be instituted. Last year I had the opposite
problem whereby information requested over the phone very informally was inserted into
"Current Budget" without informing me that it was to be used this way.

bwf




- CONFIDENTIAL
mﬂ@ﬂnan INTEROFFICE MEMORANDUM

. DATE: September 5, 1969

susuecT: Report on PDP-10 Long-Range Strategy

Operations Committee FROM: Bob Savell

Enclosed are written reports on three problems you asked me to consider:

i% Assuming SDS (or some other competitor) has the same hardware
and software capabilities os DEC in one yeor, how will the
PDP-10 be successful and grow under those conditions.

2.  What is your plan for bringing people into the product line who
can work with you in running a $50 - 100 Million business in @
few years. Another way of asking the same question is who is
(or will be) capable of taking your place?

3. Is the nature of this product such that we have to offer things that
‘ can't be built? Do we have to offer hardware and programming
that is beyond the state of the art to be competitive, but then can't
deliver them. For example - "people” have been saying Burroughs
can't deliver but we have to keep selling.

1 ¢
owr




PDP-10 Long-Range Strategy

l‘

Assuming SDS (or some other competitor) has the same hardware and software capabilities as
DEC in one year, how will the PDP-10 be successful and grow under those conditions ?

First, 1 assume "some" does not mean identical, but only similar.

Second, since | have not previously prepared a plan to meet this eventuality, this report
should be viewed only as a base from which to work and not as a final plan.

I'm glad the question has been asked as it looks to me as if the computer business is developing
more and more product similarity as time goes by.  The 10's principal attributes today are:

1.  An excellent order code and other hardware characteristics such as programmable PI
channels.

2.  Excellent price/performance with respect to the competition.

3. Reasonably low absolute system price.

4. Excellent interactive time=sharing software.

5. A well rounded line of peripheral equipment.

Although a competitor may, one year from now, have substantially identical hardware and
software - let's even say, completely identical as for as o user can tell, we will have had a
fair portion of that product in existence over a year longer than he. That should produce the
following advantages:

1.  our software will be considerably more reliable.

2.  we will have second sources for many of our peripherals, thereby enabling us to improve
our "on-time" delivery performance.

3. We will have made improvements in the design of some of our peripherals and memory to
improve the MTBF.

4.  Our salesmen and our software support people will know our product better than the
competition knows theirs. '

5. We will have about 150 systems in the field that will have been running our T. S. software
for an average of about 1 1/2 years. Prospective customers can get realistic comments
from these users as to the reliability of our system.

Our competition has not yet been selling interactive time-sharing as, except for the 940 and
GE's BASIC systems, they do not have it. When they do start to sell it, many new opportunities
will open to us because those competitors will no longer be trying to tear down time sharing




PDP-10 Long-Range Strategy -2~

per se in favor of batch processing or dedicated real-time systems. They'll be advocating
the same basic philosophy of computer usage that we are. At that time, our extra years
of experience in the Time Sharing area should give us an edge.

The market for systems in the 10 closs appears to be growing at a rapid enough rate to allow
growth for all. I'm more concemed about a competitor coming out with a new, unique system
than one offering substantially similar systems. After all, the PDP-8, DDP-416, etc. are
substantially similar and we sell a pile of 8's.

Price/performance coupled with benchmark runs i.e., processing speed, continues to be the
fundamental basis on which most customers decide upon a system . We must continue to keep
our manufactured costs os low as possible. As long as DEC's overall company reputation stays
good, the price/performance will continue to bring us customers.

We are moving into new market areas for the 10 that will be greatly helped by DEC's small
computer reputation, namely in-house time sharing and industrial data acquisition. Prime

prospects in both these areas are present small computer customers. Competitors could play
the some game, but not nearly as well as we can with our 70% or so of the small computer

market. These customers talk our language.

If the above advantages are not enough to maintain our 10 sales at a satisfactory level, then
we must moke sure the restof the product offers something the competitor does not offer. Some
suggested areas to develop are listed below.

Friendlier, more copable salesmen.

Better terms, but for a price.

Leases.

More attentive salesmen.

Faster deliveries.

On-time deliveries.

More help to install and prepare to install system.
Accurate info. to customers.

Field Sales -

-

ONOCCULEWN —

More capable.

Willing, for money, to do more specials for customer.
More visits.

More relicble software.

Faster bug fix.

Soft. Support -

U bW -

Faster response.

More hours of coverage, cheaper.
Better diagnostics for less downtime.
More reliable equipment.

Field Service -

W -
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General Product 1. Like small computers, more applications packages

‘ (i.e.) total turnkey systems like typesetting?
Typesetting is a small straightforward job. What
are big, but straightforward jobs ?

2. Lower price.

3. Higher quality, both designed in and production.

4. “Free trial" (i.e.) Acceptance tests tougher or "Try
before you buy."

5. More advertising - sell it harder than they do.

6. Good, user-oriented, documentation.

7. Training on soft- hard.

Marketing - 1. Understanding of how the product satisfies market needs
so that we can sell better than the competition can to a
particular market.

If the identical product situation exists for very long, however, it gets more and more difficult
to maintain one's share of the market, because all manufacturers tend to make all the non-
product services more and more identical as well. Therefore, it is in our best interest not to
get into this situation if we can avoid it. We must continue to try to develop new and unique
hardware and software that can be sold on a "what the traffic will bear" basis rather than a
"what does the competition charge" basis.
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I1.

What is your plan for bringing people into the product line who can work with you in running
a $50 - 100 Million business in a few years. Another way of asking the same question is who
is (or will be) capable of toking your place ?

I haven't had a specific plan, such as "By July 1969 I will have 4 people in the group who
appear to be able to replace me." It does seem as if I probably should.

We do have in the Product Line at present a number of people who appear to be Product Line
Manaoger candidates at some time in the future.

Fred Wilhelm, Engineering Manager

Dave Cotton, Marketing Manager

Ward MacKenzie, Product Development Supv.
Dick Dobbie, Product Administration Supv.

and joining the group soon
Rod Belden, Time-Sharing Utility Marketing

These people vary greatly in their state of readiness for the job, both in terms of ability and
experience. The quantity of people is probably sufficient, but the problem that exists is how
to get the three candidates that are now in non-managerial positions into positions that will
give them responsibility for manoging more people and responsibility for budgets, either cost-
center or P & L. At some point they must have substantial line, rather than staff experience
and experience in controlling the activities of people who are not in the Product Line, but
whose performance is necessary in order to carry out assigned responsibilities.

In summary then,
(1)  Budgetary responsibility

(2) Supervisory responsibility over a group of at least 10 - 15 people and over activities
of people not under his direct control.

(3) Responsibility for an activity whose results can be measured fairly objectively i.e.
Bookings, engineer a product, etc., rather than answer customer's questions, negotiate
contracts, etfc.

Certainly to the extent that a Product Line Manager is expected to be a salesman and negotiator,

the best prior experience is as a Marketing Manager or as a marketer responsible for a market
segment such as Time Sharing Utilities. 1'd be better at that end of the job today if I'd had
such experience. Responsibility for a market segment does not usually, however, give ony
experience in controlling the activities of many people directly, or in getting many things
developed and produced on time; both of which are important to a product line manager.

PP —
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Probably the single most important requirement of the Product Line Manager's job is the
ability to organize the activities of a fairly large number of people to successfully complete
a fairly large number of inter-related tasks according to a prearranged plan.

It would seem, then, that to better develop people, some regrouping of people in PDP-10
Marketing would help. The opportunity for this sort of grouping already exists within
Engineering, and it might be reasonable to have two Engineering cost centers rather than
one reporting to the Engineering Manager just for the purpose of manager development. |
don't plan to regroup Engineering at present however.

The other problem in Marketing is that even if it's regrouped a bit, if it's still all under the
control of a Marketing Manager, to promote a person to Product Line Manager means a

double promotion. This is not often done, nor do I think it's a good idea.

Since Marketing consists today of about 25 people, it could be broken into two or three
groups of a size to give adequate managerial experience.

One way to reorganize Marketing would be as follows:

[Prod. Admin. |

Dick Dobbie

Customer Rel. Bookings

B Shipments

Sales Contract Negot. & Administrator
Soft. Support  Computer Admin.

{Prod. Development |

Ward MacKenzie

|
New Hardware, Software  User Manuals

Market Development|

Rod Belden
/ \F‘ Sy ==
T. S. Utilities In-house T.S. Real Time Market Research

Keith Patterson Al Titcomb Ken Lill
Pete Hurley

e
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II.

The third subject | was asked to prepare a statement on is peripherals. Ken asked "Is the
nature of this product such that we have to offer things that can't be built?" He commented
that he felt we had to offer hardware and programming that was beyond the state of the art
to be competitive, but couldn't deliver them and stated as an example that for a year and a
half "people" have been saying Burroughs can't deliver but we have to keep selling.

The answer to Ken's question is no, we don't have to offer things that can't be built. We
do, however, have to offer equipment with the general characteristics that we're offering

in order to compete in the markets we've chosen. None of the hardware or software on the
10 can be classed as "beyond the state of the art.” Burroughs disk equivalents, such as
Bryant drums, have been delivered successfully by many manufacturers for a number of years.
Burroughs itself has delivered many disks with higher tronsfer rate and higher capacity. The
problems we've had, both hardware and software, have not been due to pushing the state of
the art; they have been ordinary engineering, management, and production problems.

It's true that for about 18 months, we have had delivery problems with Burroughs. We were
due to deliver our first disk to a customer in March 68, and didn't deliver until May 68. We
had both delivery and engineering problems with Burroughs at that time, but due to our prior
experience with Burroughs as a vendor and due to the fact that they were a computer manu-
facturer, we had confidence they would solve their problems. We worked hard with them to
help them do so. At that time we did not have a second source for any of our peripherals,
nor in many cases for memory stacks. The other Product Lines at that time followed the same
policy. We did keep selling because we thought we'd solve the problem.

In the late summer of 1968, it became apparent that Burroughs was not going to solve their
problems quickly. I instructed Joe Sutton to develop a Bryant Drum as an alternate and on
September 18, the project commenced. Dick Beaven was assigned full time when he joined
the group in October. We delivered the first drums to a customer in July 1969.

One of our major engineering projects this year is to develop second sources for all of our
critical peripherals. Disk Packs are first on the list.

Attached is a chart of equipment projects showing scheduled and actual first deliveries. We've
had a couple of real losers, but the interesting thing is that even though some of the first delivery
delays are fairly short, it tokes a long time to catch up.

Two approaches seem to be necessary to alleviate these problems.
(1)  More slack at the end of our development schedules prior to first deliveries.
(2) A slower buildup rate scheduled for production than what production actually expects

they can achieve in order to allow for increasing early production in event of delay.

It goes without saying that continued attention must be paid to improving the accuracy with
which we schedule, manage, and execute the engineering part of these projects.




Option Scheduled Delivery
fl

. KA10 Processor 12/67 ALC
& processor options
MA10 1 psec memory  4/68 ALC
TD10 DECtape Cont. 12/67 C.U.
TMI10 MAGtape Cont. = 3/68 Md.
LP10 Line Printer Cont. 3/68 Md.
CR10 Card Reader Cont. 3/68 Md.
XY10 Plotter Cont. 12/67 C.U.
DCI0 A, B. Teletype 2/68 C.U.

Scanner
DF/RC/RD Burroughs 3/68 Md.
Disk

TU30 Tape Transport 5/69 CEA
CP10 Card Punch 11/68 AACHEN
RP10 Memory Disk 6/69 1SC
RPO1, RPO2 Pack & Con.
RA/RB Bryant Disk 1/69 CCC
DA10 PDP-8/9 3/68 OLS

K. Javell

9/3/69

Actual Delivery = Months Ahead +

| Comments
|

interface
RM108 Bryant Drum
TU79

6801

None promised

11/68

f Behind -

12/67 On Time
6/68 -2
12/67 On Time
5/68 -2

3/68 On Time
3/68 On Time
12/67 On Time
3/68 =1

5/68 -2

6/69 -1

8/69 -9

6/69 -5

/68 On Time
7/69 -
None - <
5/69 -6

' Delivery delays
continved until 12/68

| due to stack eng.

problems and vendor
. production problems

' Caught up on deliveries

in 2 mo. i

. Caught up on deliveries

2 or 3 mos.

Delivered 60 to date.
Still behind. Started
RM10 replacement
Sept. 15, 1968

Still 1 month behind
Still 2 months behind
None delivered yet
Software still not done,

Will be ready Dec. 1,
1969

Not applicable

Will catch up on
deliveries in Sept, 49
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. . DATE: July 25, 1969

SUBJECT: Revised Sales and Service Auto Plan

TO: Members of the Operations FROM: Ted Johnson
Committee

Attached is my proposal for revising the automobile reimbursement
plan for sales and service personnel.

In addition, the proposal for the field organization also includes a
recommendation to increase the mileage reimbursement rate from 9¢ to
10¢ per mile for non-qualifers. It is intended that this feature be

extended to all plant personnel when using their private autos in
connection with business.

Both plans have been favorably reported out of the Personnel Committee.

- -
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ﬂnaﬂnan INTEROFFICE MEMORANDUM

DATE: July 15, 1969

SUBJECT: A New Domestic Car Policy
TO: Personnel Committee FROM: Ted Johnson

Summa

To change the present Automobile Policy from $30 per month and 9¢
per mile to $60 per month and 6¢ per mile, to increase the duration
of qualification from two to three years, and for non qualificants
to change rate from 9¢ to 10¢ per mile.

Background

Prior to December, 1964, our 8¢/mile automobile reimbursement policy
had become a problem with our salesmen. On December 8, 1964, I
submitted a proposal for a new mileage policy. It was accepted and
the program was successful, i.e. over 5 years we have had minimum
complaints.

Over the last year, we have again faced a problem on this policy.
The main mitigating factor is the fact that we have, with growth,
changed the nature of the use of cars for a substantial number of
DEC field (Sales and Service) employees, e.g. those who work in
dense customer areas and are required to use a car for business, but
do not put on many miles. If you will refer to the curve, (attached)
you will see that at low mileages, the employdz/does not recover
most of his fixed costs.

Also, of course, auto costs have changed in five years and a review
was in order, assuming no change in the pattern of usage.

Philosophy

It is the stated policy, at least as accepted in the 1964 proposal,
that our car policy:

1. Adequately reimburses our salesmen for the use of an
automobile used mainly for business purposes.

DIGITAL EGQUIPMENT CORFPORATION « MAYNARD, MASSACHUSETTS
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A New Domestic Car Policy

2. We favor having salesmen drive cars of good appearance, re-
liable mechanical condition, and sufficient comfort to en-
courage positive attitudes toward their usage.

In practice, we set a Chevy Impala as the type car representing the
average goal, with cars being two model years old or younger to qualify
for the $30 offset in addition to 9¢ (variable) mileage reimbursement.

Bill Farnham has managed this policy. We generated a list of qualify-
ing cars. This list was somewhat relaxed in choice of cars from field
servicemen, since appearance in size was not as important as for Sales.
Also, we favored freight (such as TTY) carrying capability if desirable.

We do feel strongly that we should have a standard policy covering both
Sales and Service.

Several managers feel we should be careful not to build in an incen-
tive to use or not to use the car, i.e. directly gear reimbursement
to real full costs.

Please note that in the attachment describing the policies for HP, TI,
Motorola, SDS, RCA and Univac and IBM, that TI follows a policy along

our lines (fixed plus variable) only considerable higher fixed ($80/mo.),
IBM has a complex plan geared to low mileage areas, SDS and HP pro-

vide cars, as well as Motorola. RCA stays with a simple mileage plan.

There is also attached a comparison of costs per mile between 1964 and
1969 which indicates a 16% increase in the cost of operation, assuming
an average of 10,000 miles per year.

The $60 per month and 6¢ per mile figure was selected in preference

to the $30 and 9¢ plan because it allows a more equitable plan for the
greatest number of drivers. The former plan favored high mileage
drivers; the proposed plan still compensates these drivers adequately,
I might point out that both plans pass through the same point at 1,000
miles per month.

Cost-wise, this represents an average increase of $200 per man year or
.05% increase to the annual cost of an average salesman. This cost is
based on increased participation in the auto plan. Presently, there
is 49% participation level; under the new Plan we expect 80% to 90%.
The cost increase for private auto reimbursement will by 18% based on
the increased participation level over the former plan. This is in
alignment with the rise in costs and the changing auto pattern.

This is not a change in basic policy but an adjustment brought on by
cost increase and changing usage patterns which if not changed will

foster an inequitable automobile compensation plan.

.y [ VISR N
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W.H.F.
6/13/69

COMPARISON OF COST PER MAN

PRESENT PLAN VS PROPOSED PLANS

Present System

100%Participation = $1224
49% Participation =

l-
23

9600 miles & .9¢
$30 Allowance

Proposed System

A. $50 + 7 at 9600
assume 100% participation
B. $60 + 6 at 9600

assume 1l00% participation

$70 + 5 at 9600
assume 100% participation

FY70 Manpower Proposal - assume 500

100% participation present system
49% participation present system

Proposed System

A. $50 + 7¢ = $637K
B. $60 + 6¢ = $648K
C. $70 + 5¢ = $660K
a.

l. $112K or 21%

2. $123K or 23%

3. $135K or 26%
b.

Lo S25K 4%

2. S$36K 6%

3. $48K 8%

$1050 per man

$1272 per man.
($48.00 difference at 100%)
($222.00 difference at 49%) + 21%

$1296 per man + 23%
($72.00 difference at 100%)
($246.00 difference at 49%)

$1320
($96 difference at 100%)
($270 difference at 49%) + 26%

eligible
Total Cost = $612K
Total Cost = $525K

Difference between present 49% participation versus proposed -

Difference between present 100% participation versus proposed -
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ANALYSIS 1964 VS 1969 COSTS

AUTO COSTS OF OPERATION - 10,000 Miles

VARIABLE

Gas & 0il
Maintenance

Tires

FIXED

Prop. Damage & Liab.
& Fire & Theft
Collision

Taxes

Registration
Depreciation

PER MILE COST @ 10,000

Fixed
Variable
Total
Per Mile

Actual Cost of
Operation
Per Mile

1964

2.61¢
.68¢
.41¢

3.70

117.40

30.40

147.40
152.50
57.80
23.60

621.00

1002.30

1002.30

370.00

$1372.00

13.7¢

1969

2.70¢
.68¢
.41¢

3.79

175.00 *Package

165.00
62.00
30.00

775.00

1207.00

1207.00

379.00

$1586.00

WHF
6/13/69

15.9¢ per mile or 16%

increase

D o & S i s Sl A
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Automobile Information

The purpose of this addendum is to supply the results of the
Survey information compiled on our present auto policy, National
Survey indicating actual charges incurred in auto operation, and
the policies of other companies, and our Regional Managers inputs
in this area.

DEC Present Policy

The Policy

1. $30 per month allowance for five passenger cars of no more than
two model years old.

2. 9 cents per mile operating reimbursement.

Participation

1. 60% Sales & Software
46% Field Service Engineers

Receive the present allowance.
2. There are approximately 400 eligible at the end of June, 1969.

Present Mileage

1. The average mileage is 800 miles per month or 9600 miles per year.
2. The distribution of the miles driven 1is:

27% under 400 miles.per month
27% 400-800

25% 800-1200

21% 1200-and up

National Survey (ALA) shows the actual costs for auto operation on
the average to be -

A. Fixed cost $100 per month
Operating costs .379 cents per mile

i w—
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Auto Policies of Other Companies

A. Basically, there are three types of plans with some modifications.
1. Leased cars
2. Company owned
3. Individually owned and company compensated

B. Survey results

Motorola - Semi Conductor Division

1. Company owned cars - which are traded every three years or
56,000 miles.

2. Intent to promote uniform company image and to have safe, up-dated
autos.

3. Presently have 140 people who average 2000 miles per month.

4. May use for personal use and pay back company at 5 cents per
mile - company supplies gas & oil here.

Texas Instruments

1. Monthly allowance of $80 per month plus company pays for
registration fees, state sales, excise and property taxes and
liability insurance.

2. Liability insurance is on a company master plan.

3. All field people eligible.

4. Operating mileage is reimbursed at the rate of 4 cents per mile.

5. Car can be no more than three model years old.

6. Cash advance of $480 towards first car purchased in this plan
and is deducted at rate of $40 per month from allowance check.

Hewlett Packer

1. H.P. owns & operates a fleet of cars. All Sales & Service get
air conditioned Ford, Chevy or Plymouth wagon. They may use
on personal basis up to 1000 miles or anywhere within their Region.
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IBM

tn

Graduated mileage compensation.

.15 for first 50
.13 for second 50

or all miles above that.

ompany either owns or leases cars for salesmen,

C
Service men get just .08 per mile.

& Univac

Pay Servicemen .09 & .10 respectively

however
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SUMMARY OF EMPLOYEE TRAVEL EXPENSE AND REIMBURSEMENT SURVEY PACE 3

9.0%

13,5%

41,0%

1st 3000 miles - 11¢ 4.5%
2nd 3000 miles - 10¢
3rd 3000 miles - 9¢

11¢ 1

Local 10¢ 1 Company
Distant 12¢

10¢ first 100
8¢ additional

All companies reimburse for road tolls,

D. What type of insurance coverage (automotive and property damage)
is required or provided when an employee uses his personal car
for travel or company business?

No insurance requirements. 18 Companies 81.5%
25/50 liability plus $5000 Tt 4.5%
property damage required.

Statuatory coverage required e T 4.5%
Employee is held responsible ] . 4,5%

but if 25/50 liability “and
$10,000 property damage is
carried by the employee, the
company assumes additional
liability.

Company has liability insurance 1 " 4.5%
beyond employee's own coverage.

E. Does reimbursement cover mileage for use of the employee's personal
car after normal work hours for travel from hotel or motel to a

restaurant?

YES 17 Companies 77 0%
NO 4 1 18.0%
No Policy [ A 4.5%

e
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W.H.F.
6/13/69

COMPARISON OF COST PER MAN

PRESENT PLAN VS PROPOSED PLANS

E. I. Present System

$1224
$1050 per man

IOOZParticipation
49% Participation

l. 9600 miles & .9¢
2. $30 Allowance

Proposed System

A. $50 + 7 at 9600
assume 100% participation

B. $60 + 6 at 9600

assume 100% participation =

C. $70 + 5 at 9600
assume 100% participation

FY70 Manpower Proposal - assume 500

100% participation present system
49% participation present system

Proposed System

A. $50 + 7¢ = $637K
B. $60 + 6¢ = $648K
C. $70 + 5¢ = $660K

$1272 per man.
($S48.00 difference at 100%)
($222.00 difference at 49%) + 21%

$1296 per man + 23%
($72.00 difference at 100%)
($246.00 difference at 49%)

$1320
($96 difference at 100%)
($270 difference at 49%) + 26%

eligible

Total Cost $612K
Total Cost = $525K

a. Difference between present 49% participation versus proposed -

IS 19K ‘or 21%
2.0 S123K o 23%
3. $135K or 26%

b. Difference between present 100% participation versus proposed -

l. $25K 4%
2. $36K 6%
3. $48K 8%

T
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| Eﬂ@ﬂﬂan INTEROFFICE MEMORANDUM

& ’ DATE: September 4, 1969

SUBJECT: Establishing A New Branch Office In Indianapolis

TO: Members of the Operation FROM: Ted Johnson
Committee

Presently the Indianapolis area is being serviced from the Chicago
office. It has been our past experience that when an area is
capable of sustaining one million dollars of DEC business, that it
is more efficient to set up a branch office.

Indiana, population of 5.3 million ranking 12th in the U.S. but

more importantly 8th in industrial ranks which are primarily consumer
oriented has a projected total market of 29 million for the next
three years and it is anticipated that DEC can obtain 6.8 million of
this with an Indianapolis office, but only 3.4 million without. The
budget submitted by Gerry Moore shows bookings of 1.3 million for

Q2, Q3 & Q4 of FY70 and Sales expenses of $40 thousand which is an
Expense/Bookings ratio of 3.1%.

. Indianapolis is the population center of Indiana with 85% of the major
universities and 70% of the industrial business located within 100
miles.

This office is an integral part of the sales budget for the Central
Region for FY70. Attached is a bookings budget by product line and
an expense budget. We have a very capable man in Wes Brown for
performing this job. Wes has submitted a very detailed marketing
proposal for justification of this office which is available.

We are planning an October opening with an office of 1500-1800 sqg/ft
on short term lease (three years with renewal options.)

Some of our key accounts in Indiana are:

Western Electric Notre Dame

RCA Guide Lamp, Div. of GM
Purdue University Miles Laboratories, Inc.
Delco Remy

Indiana University, Bloomington
Indiana University, Indianapolis

DIGITAL EQUIPMENT CORPORATION ¢« MAYNARD, MASSACHUSETTS
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DIGITAL EQUIPMENT CORPORATION
BUDGETED COST CENTER EXPENSES - 1970

SALES
Cost Center LP3 Location J\~§‘4‘41\.A 34 »\J t2 Date
Acct, ‘r ~ Quarters - 1970
No. Account Name Code Ist 2nd 3rd 4th Total
7X01 *Base Labor oLy
7X01 Sales Work S 19 27| 2025| 66
7X01 Post Software Support B — - 18
7X01 Customer Training H o~ e b=
7X01 Learning (Development) L = 39 15 "
Sub Total (A) 2977 | 660D |§69°
*Qverhead Labor
7X02 Clerical C le7s| le3s| 7P
Overhead “G Time" G 325 78| 1S
7X53 Agency Personnel \
Sub Total (B) 2¢c00 | Zeco|ZNZ
*Other Payroll Expenses
7X03 Overtime Premium - e 5%
7X04 Personnel Allowances Gge
7X15 Fringe Benefits (10% of A & B) 995 |Lec| PZI
Sub Total 485 11ges 192/
*Occupancy Expenses
7X16 Rent 1250 | /259 2260
7X17 Amortization of Leaschold - L. —_
7X19 Heat Light Power — — g
7X25 Occupancy - —— e
Sub Total 1260 | 1250| 7250
*Qperating Supplies -
7X26 Stationery and Supplies 200 | 3c0 | 299
7X24 Other poo | Zeo| 22
Sub Total rocr| oo Foco
*Travel
7X40 Airlines ~ &S ¢ oo éao
7X41 Auto Rentals /oo Zeo =<0
7X42 Lodging & Related Expenses boo | Lt2oc /72O
Sub Total roco | Xczo| 2000
*QOther Expenses
7X27 Equipment Leased LOE Z co| Zeoo
7X31 Repairs & Maintenance -— - 5, =
7X33 Depreciation 25| 25| zs
TX34 Postage /o0 V-~ 790
TX35 Co. Spoasored Emp. Act. 20 L
7X43 Relocation Say =)
7X50 Legal & Professional == e
7X52 Dues & Subscriptions o = X
7X58 Telephone & Telegraph ‘./o ,/? /9
7645 Freight Fao Y| Fow Pow
7X71-74 fisc. Business Taxes \ 252 ‘ff S0 ol
Other (Submit Separate Schedule) a— - o
Sub Total S.” | 1585 |1/ 35~

TOTAL FOR COST CENTER

W95 70 [/5‘2-/5}/'75/,'/ l

Approved by:

Date:




LoL-0t 230

- mmmﬂu’um:?&

uorbay teazuapy NOIODIY

b

TVIILNIATIINOD

I3oand m:":m‘a

G651 0SL _ STE : = 062 ovz
- . ¥S2 6vZ Lve _ LOT SOT £0T1 = 00T 9% -6 18 08 6L V101
oy | ot 3 ot ot | ot
z v — £ £ v £ £ v 3 £ v B € 1d'L
ooV m ooV ’ — - - _ -
: e | _ oL-d0d
002 S9 _ 0s SS o€
Z2 ZZ T2 It A o1 61 81 81 _ 0T 0T ot 1/6-d0d
= GL/
OtT GE 0f GE . O
A A 1T 0T 01 01 |zt Z1 11 ot 0T ot ZL '8
05 Sz ST a 0T - P
6 g 8 S S S E v £ £ = LL-dQd
SLS 0ST 0ST i ovt SET Wik ,
= 0S 0S _0s .| os | 05 0 LY LY 9y Sy SY Sb J/8°1/8
m = & 5 1/8-dad
= !
: “ n _“ 1/8-d0d
14 ’ ol I 01 N e et
_ v £ £ v ge 3 u vL-dad
OBl — 5% 0S oy SE
m ¢ BT BT 1 L1 91 “ b1 €1 Z.z A z1 1T |S37naow
v O £ 0 {23 10 Y
*[e30L aunp Kep X *xdy I ‘qag ‘uep ﬁ *oag *AON *320 *3dag bny .A:nln
4 = ==
31va sTrodeueTpuy sVA4Y S 0L Ad




o

Enaﬂngn INTEROFFICE MEMORANDUM

rd

¥
il ‘

DATE: September 4, 1969

SUBJECT: GERMAN ACQUISITION OPPORTUNITY

TO: Operations Committee FROM: Ted Johnson

For your information | have been approached by a friend of mine to
look into this manufacturing organization acquisition opportunity as
indicated in the attached letter. | am interested in pursuing this
because of the opportunity to get some good people. As you see,
the price is very low and largely amounts to picking up the payroll of
the existing stoff of 35 people, and equipment. The products they
make are nuclear instruments and high voltage power supplies. They
are located in the Western part of Munich which | believe is probably
one of the more desirable areas to be considered for opening up a
. manufacturing facility in the future.

If 1 don't go to Europe next week, | am going to try to arrange for
Stan to spend o few hours with Dr. Steipe and look at the facilities.

| would like a very brief discussion of this opportunity since | believe
we would be required to move quite quickly if it looks like something
we might be interested in.

mr

Enclosure




DR. LEO STEIPE 8 MONCHEN 80
HOMENWALDECKSESTRASSE 1
SCHALTBAU aMBM,
TEL: 69 85O0 Y

Mr. Ted G. Johnson
Digital Equipment Corporation

146 Main Street
Maynard, Mass. 01754
US A

August 11, 1969
Dr.S:eb

Dear Ted:

As promised on the telephone, here is some material on

the Company Nucletron, i.e. a list of their representation
and some data sheets on the type of equipment they are
manufacturing.

Actually, Nucletron consists of two companies, a manufacturing
and a sales company. They employ in their manufacturing area
right now about 35 people. They have an Engineering Department,
an Industrial Engineering Group, Workshop, Assembly Workers,

QC Personnel and SO on.

With this staff Nucletron has a capacity of turning out
around g 500,000 worth of equipment, however are producing
only g 300,000.

The Company is located in the Western part of Munich in

a three year old building with approximately 2,200 m2, of
which the manufacturing company occupies 1,500 m2. Nucletron
owns this building and is willing to lease it at DM 7,-- per
square metre.

Because of the limited manufacturing program and the
highly competitive market, the manufacturing company of
Nucletron is not profitable. This is the reason why they
want to spin it off and concentrate on the sales company.
The price for the company is around g 200,000 of which
around 50 % is for equipment and machinery.

If Digital Equipment is interested in this company, please
do not contact the President, Mr. Adler, directly, but

let me know that I can put you in contact with him for
further details.

I hope to see you in September in Munich.

Encl.:




OPERATIONS COMMITTEE MEETING

September 2, 1969

AGENDA

Monthly Management Report

The following items will be discussed only if Item 1 has been completed:
Additions and Corrections to Minutes of the August 18 and 25 Meetings

PDP-12 Program Change Proposal = (Dick Clayton/Ed Kramer)
(See attached report)

Proposed Workshop at Psychonomic Society Meeting = (Bill Kunkle)
(See attached report)

DIGITAL EGUIPMENT CORPORATION




] Engnan INTEROFFICE MEMORANDUM

DATE: September 3, 1969

sSUBJECT: MINUTES OF THE OPERATIONS COMMITTEE MEETING ON SEPTEMBER 2, 1969

TO:

Operations Committee FROM: Win Hindle

Secretary

Present: Stan Olsen, Brewster Kopp, Pete Kaufmann, Nick Mazzarese, Ted Johnson, and

Win Hindle

Minutes of the August 18th Operations Committee meeting were approved. The decision made by
the GLC-8 Committee (Ted Johnson) was to proceed to rewrite the program on the PDP-8.

Minutes of the August 25th Operations Committee meeting were approved as submitted,

Reports by Product Line Managers on July Results

A.

PDP-9/15 - John Jones

John reported that he was in budget trouble with Field Service Expense. Jack Shields has
proposed a new annual budget for the 15 which is double the original budget; John has not
accepted this new proposal and will negotiate this figure with Jack. John expects to
propose a PCP for the PDP-15 which will increase shipments over budget for the year; this
will pay for the increased selling expenses that are being incurred on the 15. The cost of
limited release modules was discussed, as John feels that this item cannot be budgeted
accurately in Product Line Engineering. John will set up a project number to collect these
costs for eventual transfer to Cost of Goods Sold. Shipments of PDP-15 for Quarter 2 will
be 20 machines instead of the budgeted 40 machines, and this slippage will hurt the budget
for that Quarter. John will report back in several weeks.

Modules = Fred Gould

Fred expects to make his profit budget in Quarter 1. We received a $900K order in August,
He expects to ship 98% of his overdue backlog by the end of September.

PDP-10 - Bob Savell

Bob reported that his bookings numbers are not the same as the EDP report; he will report
back when he has an explanation as to why this is so. Bob has the same Field Service
budget problem on the 10 as John Jones has on the 9/15. He will work with Jack Shields
to come out with a new, realistic budget. Burroughs disk problem will not prevent meeting
Quarter 1 or 2 shipment budgets; we will be caught up on overdue Burroughs disks by the
end of September. Memorex disk deliveries could be a problem; it is the problem to watch
this year. Bob reported that we are working on a second source for disk packs. The high
level of PDP-10's in-house to do production test was questioned by Pete, and Bob will
report back on this.

DIGITAL EQUIPMENT CORPORATION « MAYNARD, MASSACHUSETTS
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D. PDP-12 - Dick Clayton

Production deliveries of PDP-12 will be up to the October rate in October, but we will
not have caught up overdue backlog then. We should meet the Quarter 2 budget. Book-
ings will be over budget for Quarter 1. Dick has stopped advertising and "road shows"
to slow down sales expense and bring it into line with budget. Dick has proposed a PCP
for the PDP-12 which will show an increased selling budget. He was questioned on his
PCP as to how the FY '70 budget would look if no new development or marketing projects
for FY '71 were begun. Dick will present this alternative to be considered by the
Operations Committee.

E. Special Projects = Joe St. Amour

Joe feels we are ready to turn on disk (RS08) production, although all the surface problems
are not completely resolved. He feels that Nashua Corporation can solve the problems
sooner than any other alternate source (including DEC internally). Joe will write a summary
within a week as to where we are.

We will not sell this unit until the Operations Committee formally approves accepting new
orders.

F. Sales and Field Service = Ted Johnson

@ Ted still feels we will be over budget by $80K in Quarter 1; he will be within budget in
Quarter 2. All regions are over budget on bookings this year.

G. PDP-8 - Bill Long

Bill is considering specific market areas for the Business Applications program; he does not
feel that IBM's System 3 will prevent us from proceeding with this program. Bookings are
$5 million over budget for July and August; Bill stated that this was to a large extent OEM
orders received prior to the price increase. Bill estimated that $6 - 8 million of backlog
depended on RSO8 disks; he would have to change the PDP-8 plan if the disk continues to
be non-shippable. Advertising budget will be over in Quarter 1 because of late charges;
however, FY '70 annual budget will be met.

H. Mondocturin&- Pete Kaufmann

Inventories will be rebudgeted if new PCP's are approved; ot the end of the First Quarter,
inventories will be $3.5 million over our original budget. Production Engineering is under
budget, and Bob Puffer is adding staff to provide the needed production engineering support,
Increased production will probably mean more subcontracting = costs will therefore probably
use as much as 0.5% of selling price, Pete estimates.

4. Workshop at Psychonomic Society Meeting
We approved Bill Kunkle's proposal to exhibit at this meeting on November 6 and 7, 1949,

W. R. Hindle, Jr.
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" EEEAEED ~TeROFFICE MEMORANDUM

DATE: August 25, 1969
SUBJECT: WORKSHOP AT PSYCHONOMIC SOCIETY MEETING
TO: Operations Committee FROM: Bill Kunkle

cc: Bill Segal
win Hindle

I wish to request permission to set up a workshop in a hotel suite
at the chase Hotel, St, Louis, Missouri on November 6 and 7, 1969,
LAB-K and LAB-8 would be displayed there, Frank Ollie and I would
be in attendance,

1) Demonstrations would be given,

2) 1Informal discussions would take place on the needs of
psychologists.

3) An opportunity would be given prospective users to operate
the above equipment,

The Psychonomic Society was formed by Experimental psychologists
who decided the National Meeting (The American Psychological Asso-
ciation) was not providing the Experimental group enough time and
space for their needs, The Psychonomic Society has never had ex-
hibits at their meetings which, in the past, have been held about
the same time as the APA convention over Labor Day week,

I have obtained permission from Dr. C. T. Morgan, secretary of the
Psychonomic Society, to set up a workshop in the same hotel as the
meeting, provided DEC does their own publicity about the workshop.
I was assured that the society would not oppose such a workshop,

The number of attendees usually runs between 1000 to 1500 people,
All of these people are relay, solid-state module or on-line computer

users,

The cost of a suite to seat about 25 people in an informal living
room fashion, and a bedroom off to the side, will run approximately

$170, for the two days.

The cost to ship the above mentioned equipment to St. Louis will,
‘ for the most part, be defrayed by the shipping cost to send these same
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two units to the Fall DECUS workshops, planned for the 17th of
November in Las Vegas, Nevada, No display booth equipment will
be required for the workshop.

Since DEC has announced K series modules control kit, LAB-K, this
summer, exposure of the product to the vertical market is required
this Fall, for there are no regional conventions until the Spring.
There is only one trade show presently scheduled for Fiscal 1970,
the Eastern Psychological Association meeting in Atlantic City,
April 2nd thru 4th, This meeting was very successful in Fiscal
1969,

Bill

djc




