


orizons is a new name in Fairchild
corporate employee communica-

tions.

Beginning this month and every other
month thereafter it will attempt to pre-
sent a digest of the evenls and pros-
pects that influence our lives as em-
plovees of the Fairchild Camera and
Instrument Corporation. Horizons will
act as a supplement to the communi-
cations media now in use to give you
a broader view of the company of
which you are a part.

The contents of this first issue were
based on guesses of what you, the em-
ployees of Fairchild, would most like
to know about. ldeally, we felt, every
employee could meet with the com-
pany president, Dr. C. Lester Hogan, to
discuss Fairchild, where it is headed
and his individual role in achieving its
goals. The limitations of time and the
problems of distance created by our
world-wide activities make this impos-
sible. So, we believe we have done
the next best thing. For this first issue
of Horizons, we have organized an em-
ployee conference with Dr. Hogan. The
people who attended the conference
were selected on the basis of their job
assignments within the company, sup-
posing that employees involved in dif-
ferent day-to-day efforts would provide
a kaleidoscopic view of the corpora-
tion. It is hoped that similar confer-
ences can be held in other Fairchild
plants and offices in the future.

Again, in planning what you might
like to read about, we examined why
we work. Through the minds and
experiences of Fairchild employees
around the world, we attempted to dis-
cover the things that satisfy us in our
jobs and those that motivate us to per-
form a little better than the man or
woman who handles a similar assign-
ment with a competitive company.

We devoted the balance of this tirst
Issue of Horizons to events within our
Corporation in the past months which
we believe should be shared.

‘The first issue of Horizons was
pfanned around what we thought you'd
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A Corporate Overview They talked of many things . . .
. .. of the past, profits and prospects.

The conversations took place in the office of
Dr. C. Lester Hogan, Fairchild President; an office in
which most of the major decisions which affect
our company are made.

Involved in the discussion with Dr. Hogan were seven
employees. The objective of the meeting was to talk about
the things that are of inferest to employees generally.

|deally, every employee at Fairchild would have
attended the July 24 session in Dr. Hogan's office, but
time and distance made that impossible. So, we
attempted to do the next best thing.

Seven employees, representing major job categories
within the corporation and having varying lengths of
service were invited to talk with Dr. Hogan. The ground
rules for the conference were simple. Dr. Hogan was
open to any questions about Fairchild. The seven
employees, who are identified on the following pages, came
armed with their questions. In an hour and a half of
non-stop dialogue, they talked about job security, the
company’s plans for the future of specific divisions, the
state of the semiconductor industry, management
changes . . . but read for yourself. On the following
pages are the results of the meeting.

Conference
with the
President




Don McCall: Do we have any corporate plan to offset
the feelings of insecurity and anxiety which exist among
the people who have been with us during a period of
restructuring, layoffs, pay losses, etc.

C. Lester Hogan: You're referring to the feelings
about job security?

Mr. McCall: Yes, job security. Information doesn’t fil-
ter down about where the corporation is today and
people are still looking over their shoulder to see if
someone is coming along with a pink slip.

Dr. Hogan: | certainly understand this insecurity. It
is one of the side effects of the very intense recession
that our industry has gone through. We have been
through the worst recession in our industry since the
invention of the transistor.

Mr. McCall: The golden years are behind us?

Dr. Hogan: Well, | don't believe that. As you know,
the transistor was invented in 1948, but it was 1954
before the semiconductor industry really began its
growth. It was a relatively unimportant industry from
1948 to 1954, so it had only little bumps in reaction to
adverse economic conditions. No major cutbacks oc-
curred until the spring of 1970 when we went into this
very, very intense recession. As many of you know, our
company is structured in a way that a very, very large
percentage of our sales are in semiconductor products.
There are many small companies that have a large por-
tion of semiconductor sales, but no large company has
as great a dependence on the semiconductor industry
as Fairchild. Right now semiconductor sales are well
over 70 percent of our gross sales. So that when that
industry suffered a setback we had no place to turn,
we had nothing to balance it, and there were some very
tough decisions we all had to face and major contribu-
tions were asked of all of us during that period. We
weathered the storm and we ended in a very strong
financial position. We're now in a stronger financial
position than at any time since | joined the corporation.

Mr. McCall: This is what people want to know.

Dr. Hogan: But, we went through a period that was
really very difficult—from the latter part of 1970 through

the beginning of 1971. As you know all wages were
frozen. It was through these kinds of contributions by
employees that we managed to pull out of our prob-
lems. It was either asking employees to help carry the
burden or taking other drastic steps which would have
interfered with our ability to rebound when the econ-
omy came back. We were able to save enough of the
organization that we came back very well. That, cou-
pled with the fact that we now have a very strong
financial balance sheet, makes me believe that we will
never, at least in the next few years, come close to the
position we were in during 1970 and 1971.

A lot of people say the golden years are over, but |
don’t believe that.

Mr. McCall: Back in the early days there was nothing
but money . ..

Dr. Hogan: It's there today, too, but now you have to
work for it. You know it wasn’t too many years ago—
1962 through 1964—when we could sell a gate for $50.
Now, MOS Gates are sold from one-half cent per gate
and bi-polar gates begin at a penny and a half. So you
have to work a lot smarter to ship out a gate at a half
cent than you did when they sold for $50. This part
has changed, but there are exciting new technologies
at Fairchild that promise to prolong the golden years.
The world has not yet recognized the importance of
our new lsoplanar technique. So far, we have only ap-
plied it to bi-polar products, but it is equally applicable
to MOS technologies and it will have as profound an
influence on MOS technologies as it has on bi-polar.
We hope that before this year is over we will have our
first Isoplanar MOS devices out in the marketplace.
Our engineering group has gone through a very de-
tailed analysis of the performance of these circuits and
the results are really staggering. The increase in per-
formance that is possible is amazing. We feel once we
introduce this, it is going to be more of a shockwave
in the industry than the Isoplanar bi-polar.

Mr. McCall: You're implying that MOS has a bright
future? We've heard for years that we're pouring money
into MOS and we're not making a profit.




Dr. Hogan: Remember, Fairchild got a late start in
MOS products though it did not get a late start in
MOS technology. In fact, most MOS technology was
developed at Fairchild research labs in Palo Alto. But,
we're not behind now. We have the capability of being
a major factor and with the application of Isoplanar in
MOS, by year end, we will be a technical leader in the
field.

Mollie Shears: Even though the R&D staff has de-
clined this doesn’t mean that Fairchild has stopped
investing in research programs?

Dr. Hogan: Total R&D output that is effective for
Fairchild is greater than it has ever been. There are
very tough questions in R&D for an administrator to
answer: how to guide R&D, how to support it, how much
to support it—and | don't pretend to have the kind of
wisdom that would allow me to offer the absolute
answers to these questions. | feel matching our R&D
effort closely to our needs is the most beneficial ap-
proach. | think that the actual R&D output that is effec-
tive in advancing Fairchild interests is greater than it
was when we had a large, perhaps undisciplined, R&D
effort.

Helen Basford: What are we doing to keep people
with Fairchild? | know that we do some things for
exempts, like training, but what is planned for non-
exempt and hourly employees?

Dr. Hogan: Honestly, a few years ago, Fairchild had
few training programs. | feel that when you're begin-
ning training of any kind you should reach the men and
women at the foreman level and train them first. They
really represent the first line of management in the
corporation and until they have been trained to relate
to and motivate people, you don't have much of an
organization. We now have a supervisor's training pro-
gram. This is one of the key elements in keeping peo-
ple—to make people realize that they do belong and
they are important. They should get satisfaction from
a day's work rather than putting in eight hours grudg-
!ngly. I think people must enjoy their work and whatever
it takes to achieve this environment is important. Now

that we are out of the wo i ially—
financial security is not ?ndsq::'g:tri‘g:\a";n ki
: % ymore—we're
looking at all kinds of programs along these lines.
Maintaining a more than competitive basic wage and
benefit package is one area. Improving promotion op-
portunities is another. We're looking at many programs,
But, it takes time to develop effective programs, they
can't be done overnight.

Alberta Stidham: There is a problem with communi-
cation. People upstairs plan things and discuss them.
People downstairs often don’t hear the whole matter.
For instance, meetings were held not too long ago in
MOS—they called the exempt and salaried non-exempt
employees together and told them how bad things were
and how they would have to improve and, the very next
day, they took the assemblers into a meeting to tell
them they're doing a fantastic job.

Dr. Hogan: Well, both stories might have been true.
The assemblers might have been doing a great job
and management was not.

Mrs. Stidham: Yes, but, the assemblers were told
they were doing a fantastic job, yet couldn't understand
why we weren't doing better. After all, we'd like to hear
the bad news, too.

Dr. Hogan: | agree. The best way to communicate is
the whole truth and nothing but the truth. If there is
bad to go with the good, we all feel more comfortable
if we know we've shared in both. As long as there are
problems you would like to share in them and | think
you should. Now as far as my office and my staff are
concerned, the whole function of this new publication
Is to expand the role of communications with another
medium for getting the facts to employees.

Ms. Shears: What do you determine has had the
greatest influence on our return to profitability?

Dr. Hogan: One of the major changes in recent years
is that our capacity in production has increased. As a
result, production costs have gone down.

Second, through our ability to match the R&D opera-
tions to manufacturing operations we have kept our
competition off balance by introducing circuits at a very
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rapid pace. Within the last 18 months, the pace of Fair-
child new product introductions has been impressive.
For instance in linear, this new programmable opera-
tional amplifier, and the new 7800 family monolithic
voltage regulators, have no equal in the industry. In the
bi-polar digital ECL areas we have the broadest and best
families of products. We’re the only one in the business
manufacturing Isoplanar devices. That will have a
strong affect on the industry. We are now the dominant
supplier of bi-polar memory in the world. This is a
very exciting field. There is no doubt in our minds that
all computers will shift over from magnetic memories
to semiconductor memories. Both MOS and bi-polar
will play a part in the memory of the future. In the MOS
area, the 3534 is a very exciting new circuit, it is far
superior to anything on the market. This little chip is
able to contain 1,024 bits of information. It is faster
than anything the competition has and it is less critical
to the timing sequences within a computer. In the MOD
Division we have a whole family of optical couplers,
light emitting diodes and diode arrays. We recently
placed on the market a product we call our “super
digit” which is twice the size of the original digit we
had. We’re working on the gallium phosphide tech-
nology and hopefully by year end we will have gallium
phosphide displays rather than the mixed crystal gal-
lium arsenide phosphide displays. Gallium phosphide
is a far more efficient light producer than gallium ar-
senide or gallium arsenide phosphide. We can get
equal light out of much less power. So | think that two
things: our ability to produce at low cost and the image
we have been able to build in the marketplace by taking
a strong technical position in nearly every product area
have contributed greatly to our restored profitability.

Ms. Shears: | notice that the automobile industry is
using semiconductors . . .

Dr. Hogan: What you're seeing now is just a begin-
ning. The automotive industry is not a large user of
semiconductors at this time. You know some of the
areas in which semiconductors are used—they're in
radios and car tape players and they're used in the bat-

tery changing system. But with the strict requirements
that the United States government has placed in the
area of safety and pollution there is absolutely no way
the automotive industry can meet the requirements of
1975 and 1976 without using hundreds of semicon-
ductors in these automobiles. So, | believe, that be-
tween 1975 and 1980 the most rapidly growing user of
semiconductors will be the automotive industry and,
by 1988, it will be the largest user in the world even
exceeding the total computer marketplace. So, there's
a huge market there.

Ms. Shears: Then we still have room to grow . . .?

Dr. Hogan: A great deal of room to grow.

Nancy Johnson: The greatest question at Systems
Technology is why we had to move from the big build-
ing in Sunnyvale to the cramped building in Palo Alto.
We've hired so many people since we moved that the
building is actually too small for us.

Dr. Hogan: Let me start by saying that one of the
great turnarounds in our company has been Systems
Technology. We have concentrated on Semiconductor
in our discussion thus far because most of you are
from the Semiconductor Group. You've asked the ques-
tions, so you've led me down the trail. Actually, in
terms of the problems that faced the corporation in
1970, Systems Technology was a more serious problem
than Semiconductor.

Fortunately, Systems Technology, through an out-
standing effort on the part of all employees from top
management right on down—management developed
the strategy, engineering designed the new Sentry se-
ries of testers, and the production people brought those
systems to the marketplace—not only turned Systems
around and made it profitable but they moved it from
a position of being just a so-so producer of semicon-
ductor test equipment to one of the leading suppliers
of test equipment in the United States. We're also a
major supplier of semiconductor test equipment in
Japan; at present, we're not the largest in Europe. Give
us another year and we're going to cover that continent,
too. We're not only going to be profitable we're going
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to be number one in the world in semiconductor test
systems. So, we witnessed a very exciting turnaround
in Systems Technology.

Now, back to your question. If you'll remember the
building in Sunnyvale was pretty empty. It was just
sitting idle. And that costs. Even if you don't have peo-
ple in them, buildings have to be maintained, guarded,
secured . . . With people bouncing around in a near-
empty building, you still have to heat it and light it
and the costs outweigh the benefits. We had many
buildings that were only partially occupied so we put
several of our facilities on the market. The object was
to get to the point that all buildings that remained were
fully utilized and, hence, reduce our maintenance costs.
It turns out that we found a customer for Systems Tech-
nology's Sunnyvale building and we found customers
for some of our facilities in the Eastern United States.

In selling the near-empty buildings we have that
much less air conditioning, plant maintenance and
guard services to pay for. Now, there is nothing | would
rather hear than that your building is full. If the building
is full and we're profitable, we'll find a way to give you
more space. That's an easy thing to do. But, we have to
be careful that we don't over-expand.

Mr. McCall: That's an interesting statement. You're
saying we're not going to over-expand again, we're
going to proceed cautiously . . .?

Dr. Hogan: We're going to take a long, hard look at
everything before we lay future expansion plans.

Mickey Kashima: Why is it we have had so many
management changes in a short period of time?

Dr. Hogan: The success of any business is almost
completely dependent upon having the right managers
at the right time. Some of our people were better suited
for situations different than those we had to offer. Dur-
ing a recession period, a special kind of management
approach is required to enable a company to survive
with most of its major goals intact.

| realize that a change in management—and about 20
percent of our top managers were changed over a four-
year period—has profound effect on the corporation.

Change at the top creates even more numerous changes
at other levels within the organization.

But, | can be honest with you, I'm happy with my
present team and organizational stability at all levels
of the company is one of the primary goals for the
future.

Armondo Nila: /'ve wanted to ask—what future do you
see for automotive transducers as a result of your meet-
ing with General Motors?

Dr. Hogan: It's a tremendous field. The automobile
is a mechanical machine. It is not electronic. It is not
like a computer. A computer is 100 percent electronic.
In electronic equipment, you don't need transducers.
An automobile fires gas, pistons go up and down,
there's linear motion, rectangular motion, all kinds of
temperatures, and we want to control that machine with
an electronic brain to offer greater safety, control
the emissions and to reduce pollution. We can build
the electronic brain that is capable of managing the
fuel system, the transmission ratio and the sparking
voltages. But, we have to know when and how much,
what the pressures are, what the exhaust gases are and
what their composition is to give the brain some infor-
mation so that it knows what to do. We have to measure
mechanical quantities—pressure and others. We, then,
have to pass this information into the electronic system
that we want to build for the car. That's why we need
transducers. We require elements that will measure me-
chanical things and transfer this information into the
electronic brain so it knows what to do to control them.
We'll require a whole family of automotive transducers.
We're presenty working on the pressure transducers.

This is very important, probably the most important,
transducer in the entire automobile. We need position
transducers to tell the angle of the crankshaft and tem-
perature transducers to tell the brain what the tempera-
tures are in various parts of the automobile. These are
very important and without the transducers the brain
has no information. We have to convert mechanical in-
formation into electronic information. That's what we
mean by a transducer—taking a mechanical quantity
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and converting it into an electronic quantity that our
electronic systems will understand and act on. Without
transducers there will be no electronic automobile. And
the industry needs one. Automotive manufacturers need
greater reliability and sensitivity in their product at a
reasonable cost. Anyone can build a good transducer
today for $1,000. That's what the aerospace industry
paid for transducers used in the Apollo missions. When
they sent a man to the moon they needed transducers to
tell the computer what was going on in all of the valves
and ignition chambers so that the computer could con-
trol the lunar module and bring it down on the surface
of the moon. But those transducers cost them $1,000 to
$5,000 apiece. The automotive industry needs better
transducers than these and can’t afford to pay more
than $1 or $2 each. So far we only know how to build
such a device at a cost of $1,000. But, new technology
that is being worked on at MOD is the first effort that
promises to give us better transducers than those used
in Apollo at 1/1000ths of the cost. We're very excited
about it.

Ms. Shears: What about our International operations,
in terms of profit and growth . . .?

Dr. Hogan: Actually we're doing very well on the In-
ternational front. Our sales abroad are going up quite
remarkably. As you probably know, we have reached
agreement, in principle, with TDK Electronics of Japan
to form a joint venture manufacturing/marketing organ-
ization in that country. We're still working out some of
the details, but this joint venture will be our first bold
entry into the Japanese market for semiconductors.

Ms. Shears: What effect will our International expan-
sion have on jobs in the United States?

Dr. Hogan: Traditionally, companies have found that
when they open a manufacturing / marketing facility
within a country to serve that immediate market area,
the demand for products far exceeds the local plant's
ability to produce. So, plants abroad are always par-
tially dependent on the headquarters plants for addi-
tional product and, of course, product development.
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Entering new markets abroad actually increases the
number of domestic jobs.

Mr. McCall: We've really covered the Semiconductor
operations and Systems Technology pretty well, what
about other areas of the company such as the Federal
Systems Group?

Dr. Hogan: Well, the divisions in the Federal Systems
Group produce primarily for the government. The Space
and Defense Systems Division is primarily involved in
the manufacturing of aerial reconnaissance cameras.
These products are the descendents of the camera
Sherman Fairchild invented which began the Fairchild
family of companies. Sherman Fairchild successfully
designed an iris diaphram which could open and close
in 1000th of a second; this speed was required for
successful aerial photography. There have been very
few changes in Mr. Fairchild’s original camera design
over the 50 years it has been in production. Space and
Defense is using new materials; but the basic design
remains the same. Fairchild is the largest manufacturer
of aerial cameras in the world. Our cameras were used
in the metric mapping of the moon and recently went
up in the Earth Resources Satellite. This satellite will
be used to photograph the earth looking for diseased
forests, tracing the movement of schools of fish in the
ocean and generally providing the visual information
which will help in managing our planet. The Federal
Systems Group is profitable and has remained so even
in the recent recession period. The group, however,
could be limited in its growth potential as it now stands
because it is entirely dependent on U.S. government
spending.

What we need there is a breakthrough technology to
produce a good growth opportunity. We have some
pretty exciting things working which will do just that.
I'm not free to detail this technology now, as we would
prefer that our competition not know what we're up to.

The Federal Systems Group is very excited about this
new technology and, with it, the Group could experi-
ence a very dramatic expansion.

Mr. McCall: What about the funding of research and
development? Is that going to continue on a Division
interest basis, or will corporate eventually underwrite
most of the R&D expenses?

Dr. Hogan: R&D funding has already expanded be-
yond Semiconductor as you can see. Federal Systems
Group is now supporting projects in the R&D facility
in Palo Alto; and the Commercial Systems Group is be-
ginning to find need for R&D services. For the time
being at least, we will support R&D on a direct need/
benefit basis in order to tie the work that is being done
to the needs of our divisions.

The product contributions from R&D have been tre-
mendous recently and, | believe, that coupling research
efforts to product division needs has been a major
factor in restoring our profitability. We will continue on
this funding basis for the immediately foreseeable fu-
ture. Perhaps, later, we will support small corporate
programs in the research labs, but our present method
of funding appears to be very effective.

(Continued on page 13)




hen Apollo 16 lifted off its pad on

April 16, two Fairchilders had
joined the crowd on the top floor of
the Manned Space Operations building
at Cape Kennedy to watch the start of
another of the history-making
journeys of the Apollo missiles. Chris
Rasmussen, Project Engineer for
Fairchild at the Cape, and Joe
Shepard, Staff Engineer, experienced
several emotions as they watched
the huge space vehicle move into the
atmosphere: gratitude that the first
stage of the Apollo 16 mission had
gone off without a hitch; relief that
their direct responsibilities in the
mission were formally complete; and
anxiety until they could get down to
the data control room to listen to the
astronauts’ conversations to assure
themselves that everything, indeed,
was going well.

Earlier that morning, 5 a.m. in fact,
Chris and Joe had been at the
launching pad, conducting the final
tests on the Fairchild camera which
was one of the major scientific
systems used in the mission. For weeks
leading up to the launch, Apollo 16 and
the Fairchild camera it would contain
occupied most of the thoughts of the
two Fairchild men. It also occupied
most of their time.

The Fairchild men at Cape Kennedy
are on 24-hour call before the launch
of one of the missiles carrying a
Fairchild camera. North-American
Rockwell, the company responsible for
all equipment in the scientific module
of the Apollo missiles, operates three
shifts to test and retest the equipment
in the pre-flight readiness stages. “It
always seemed that the camera came
up for test about 3 a.m."” Chris reveals.
So, he or Joe would leave their office
in the Manned Space Operation
Building, some four miles from the
launching pad, knowing that they
would return to the NASA building
before the sun came up to be on hand
during the camera test.

“The pre-flight check-outs (of
systems and the missile itself) leave
no doubt in anyone’s mind that the
actual launch should go off without a
problem, but it is not until the
astronauts return to earth that tension
eases at the Cape and at the Houston
Manned Flight Control Center.” At the
time Apollo 16 left the pad, its well
being became the concern of NASA
personnel and suppliers who were on
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Caretakers
of the

Fairchild
Camera

at the Cape

duty at the Control Center in Houston.
At that point, Fred Ratowsky, program
manager of the lunar mapping camera,
who was in Houston for the flight, took
over responsibility for the performance
of the Fairchild camera. He has been
on hand through the past two Apollo
missions to see the first photographic
prints produced by the special space
camera.

“No one at the Cape ever loses
sight of the significance of their work,"
Chris reveals. “NASA has established
an all-encompassing routine for
checkout of the missile, its systems,
and ground support equipment, that
leaves no room for error. All of the
NASA suppliers were acutely aware
that the lives of three astronauts and
the success of the mission depended
on the performance of their
equipment,

“You can see and feel the arrival of
a launch,” Chris explains. “About two
months before lift-off, the population
at the Cape begins to increase as
suppliers and support personnel
arrive. When we go into count-down,
about six weeks before launch, the
tension begins to build and reaches
its peak, as each of the systems is
tested for the final time before lift-off.
The hours between the time you sign
off on your equipment and when you
are assured that it is operating as
expected in space are long.

“Once a mission is complete, the
Cape settles again until the next
countdown,” he reveals. ‘‘Many people
leave for their homes in other parts of
the country. In fact, if it were not for
the balmy Florida weather, the Cape
could be anywhere in the United
States. Most of the people who work at
NASA are from other parts of the
country. There are a great many
Californians because of the high

concentration of aerospace companies
in that state, and New York and other
eastern states are well represented
year-round at the Cape. In fact, if you
had a roll call at any time, | believe
that you will find representatives from
almost every state in the Union."”

All the scientific instruments
involved in an Apollo mission are
delivered to the Cape six to eight
months before lift-off. In the case of
the Fairchild camera, it arrived with a
complete back-up system should '
anything fail during test. The Fairchild
system is monitored with other _
electronic and mechanical measuflng
and control devices in the Scientific
Instrument Module of the missile.
Testing and retesting of the system
occurs throughout the module and
vehicle assembly leading up to the tv»{o
major check-outs. One major test is
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Metric photography from the Fairchild Lunar Mapping Camera.

run with the astronauts on board the
vehicle, operating the camera from the
missile's control board. ““All operations
to be conducted during the flight,”
Chris explains, “are included in the
astronauts’ flight manual—a document
that resembles two volumes of the
encyclopedia in size. Every action and
procedure—when to turn the camera
on and off—is outlined in the manual.
The astronauts have already become
familiar with the camera system during
an earlier visit to the Fairchild Space
and Defense Systems Division in
Syosset, New York.

“The second vital test for our
system,” Chris continues, ‘“is during
the count-down demonstration when
we will conduct a dry run of the entire
readiness procedure. All along we
are testing the performance of the
Ccamera alone and in operation with

Wy

other equipment as the Scientific
Equipment Module begins to take
shape.”

Chris arrived at Cape Kennedy in
February, 1971, to become On-Site
Project Manager for the Fairchild
Camera System. Previously he worked
at the Syosset, New York, headquarters
of the Space and Defense Systems
Division; before that, he was an
Engineering Program Manager at the
Defense Products Division in Copiague,
New York for two years after serving
as a field engineer on the West Coast
for that division.

Joe Shepard, Staff Engineer on the
Cape Kennedy project, has been in
Florida since February, 1970, when
Fairchild delivered its first camera
system for the Apollo mission. He has
been atop the Manned Space
Operations Building for the lift-off of

Apollo 15 and 16, and plans to watch
the Apollo 17 departure in December
from this same vantage point.

“There's a bit of glamour attached
to working at the Cape,” Chris admits.
“You're part of one of the most
significant scientific projects in history.
You're affected by the scope of the
Apollo project and, most important,
you are able to see the result of your
work and its benefit in increasing our
knowledge of space. People who have
worked at the Cape for as many as ten
years can't imagine life without the
tension and achievement connected
with space shots. This makes it doubly
difficult for them as they watch the
wind-down of the space program.
Apollo 17 will be the final Apollo
mission, and this is reflected in empty
buildings and lessening activity at
Cape Kennedy."




t first thought, the reason we work could be ex-
A plained in a single simple sentence: We work to
earn money.

However, hundreds of scientists have written literally
billions of words analyzing the reasons men and

women work and, more important, why they strive to
improve their work performance, and actually enjoy

Why
We
Work

working. To say that it is to earn income alone denies
that enjoyment or satisfaction can be found in work.
Even the scientists in the most remote ivory towers
would willingly admit that one of the basic motivations
In work is to provide food, clothing, shelter and some
measure of economic security. Once these basic needs
are satisfied, what carries us beyond simply doing the
minimum we must accomplish? The pursuit of an
improved standard of living? Sure, that's a motivator.
But, it's a long-term goal and lives and careers are
not constructed of long-term goals alone; they are lived
and developed minute by minute. So, men and women
require more immediate satisfaction from their work.
Fulfilling work, scientists have determined, can be
found in a challenging job which allows opportunity
for achievement, contains responsibility, and offers
possibility for advancement and recognition. The
Same scientists say these qualities can be found in
virtually every area of work.
'd concern about the things
that motivate us in our work?

People and their efforts determine the very basis of
our society. Our standard of living is established as a
direct result of the effort of people. All social and
scientific advances are the consequence of people who
have been motivated in their work. Human effort and
Creativity is the single greatest resource of any
Company, country or society. Understzmdmg the things
that make work more meaningful and satisfying receive
a great deal of attention from the people who study
human behavior.

ach of us at Fairchild is

work; after all. a good portion
of our lives is spent in it. So, we're turning the following

pages over to an examination of work by some of the
Fairchild people who are deeply involved in their jobs.

Why so much thought an

So much for the scientists. E
a self-styled expert on
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Ann Van-Zwol
Marker
Fairchild, Australia

U's the same the world over. Ann Van-Z

Fairchild plant in Croydon Australia, il
her counterparts in U.S plants, spent many
housewife and mother before entering the la

Her three children were teenagers when ¢
to investigate what industry had to offer he
she had to offer it. Fairchild was the second
job hunting in August of 1966. She reme
she had no idea of what semiconductor ma
would be like, but she was most impres:
friendly reception she received at Fairchi
cleanliness of the plant and offices, She j
child that month to become a marker in fir
has remained in that section since.

The single greatest source of satisfaction
her job is turning out quality products. “I
to get anything back from Quality Assuranc
Q.A. happy the first time around takes co
and Ann becomes so involved in satisfyin
each workday passes very quickly.

Other things that are vital to Ann in r
work more enjoyable are, she states: “The
the pay, the conditions, the work and my w
All have, in Ann’s opinion, earned at least a ¢
mark

Her supervisors

another major influent
attitude toward work, she has found to |
they don't hand ou
compliments, but when they do they are re
ciated."”

interested and friendly

Frank Troisi
Electronic Technician,
Aviation Products
Industrial Products
Division

rank Troisi believes that the most importan
F in satisfying work is ability to be cre
being able to find pride in his job. He finds s:
in getting a job done well and really enjoyiq

Frank came to Fairchild four years ago at hi
in-law’s recommendation. While he was in tl
Forces he attended communication and rad
and found electronics to be a field he liked.
stint in the military service, he went on to a.
school to expand his knowledge of electroni

“Electrical circuits,”” he explains, “each h
own peculiarities and getting the problem
brings satisfaction.’ .

Other than earning a living, and providing
for creativity, “Work,” says Frank, “enable
meet and enjoy people.”




Sumi Kusaba
Production Assistant
Microwave and Optoelectronics Division

wW[—ven if could stay in bed every morning, |

E wouldn t,”" says Sumi Kusaba. *| would get bored
and restless if | didn't have a job | liked.” And Sumi
readily admits that she likes her work at MOD. The
work itself is interesting. “l work with the research
and development engineers on prototype boards,”
she explains. “There’s always plenty of variety and it's
fun to be involved in new product development.” Sumi
claims she rarely has bad days in her job. “| like the
work, and the people | work with so there is no reason
to have bad days.”

Sumi also joined Fairchild to work for a “little while"
to help finance the education of the Kusuba's four
children.

Chan Wai Ling
Q.A. Inspector
Fairchild, Hong Kong

W|] joined Fairchild in Hong Kong because Fairchild

is a large and historic factory, and | could have
security working in it. Simultaneously, | was able to
utilize my daytime to further my studies, as | work
swing shift. | graduated from a high school recently,
and with my present academic qualification | could
attempt to look for a better job than a Q.A. & R.
inspector elsewhere, but | just don't want to, because
| have gradually realized the meaning and the enjoy-
ment of my work here.

“Wonderful, isn't it? Transistors are so minute, yet
they can manifest such great might. We are justly
proud to be the producers of these powerful compo-
nents. Each time when | watch on television the vic-
torious return of the spacemen from the moon, | feel
most excited. It seemed that | had contributed to its
success. You must think | am day-dreaming, never-
theless, this conception has always motivated me to
work tirelessly. | never dare doing my work uncau-
tiously, for fear that a minor mistake in bonding or in
the work process might cause trouble to a spaceship
or an aircraft.

“I have worked in Fairchild for three years. Together
with other colleagues, we have become members of
a family and we are just unwilling to part with it. |
wish to conclude that | revere my job here and am
always happy with it.”

Chan Wai Ling joined Fairchild in September, 1969,
as a U-bond operator in Metal Can Transistors. She
was promoted to Q.A. & R. inspector in July, 1971.

Roger Royster
Shipping, Receiving and Direct Stores Supervisor
Semiconductor Group, Mt. View.

W [)eople make all the difference in a job. Particu-

larly, your supervisor. Now, | have a boss who
lets me know when things are going right. Just this
morning, he was on the phone letting me know that
we surpassed our goals for the month. He’s the first
one with congratulations.

“When we have to work overtime or weekends, he's
there too. You don’t work for him, you work with him
and that determines the entire atmosphere in our area.

“The work you're doing is important, too. Here in
Shipping, Receiving and Stores we're always pushing
deadlines and fighting to meet objectives. When we've
reached our goal for a day, | feel great. When we don't,
| go home unhappy. Fortunately, the good days out-
weigh the bad ones. | guess that's why | enjoy my job.

“It's important that you're recognized for your
achievements and given the opportunity to get ahead.
I've really moved rapidly since coming to Fairchild in
1969. | started as a stock clerk and the moment | was
ready for promotion, there was a promotion waiting
for me.”

David Crosby
Analog Products Engineering -
Manager

Systems Technology Division

he work itself is an important consideration in
finding satisfaction and fulfillment in my job. I've
always been interested in making things work and dis-
covering how they work. It was obvious very early in
my life that | would go into engineering. The product
| work on is also important to me. My assignments
have always been related to developing automatic
equipment that relieves some of the repetitious and
uncreative chores that were previously done by people.
“I've always worked for large companies because
they offer the resources and are capable of the long-
term planning which it takes to bring major engineer-
ing projects to life. Therefore being part of a large
organization, like Fairchild, but a member of a smaller
group within that organization gives me the best of
both worlds. Systems Technology is a small enough
unit of people that communication is easy and you can
see the results of your work. You stay with a project
from start to finish. You and the people with whom you
work can truly share the satisfaction of work well

done.”
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Shirley Adamik
Senior Clerk
MOS Division

2 —

ike so many wives and mothers, Shirley Adamik
L began working during a period of personal finan-
cial pressure. She re-entered the job market after
more than 17 years as a housewife, as a temporary
support to the family budget. That was seven years
ago. “It was difficult juggling the demands of a house-
hold and a full-time job," she remembers, “but the
rewards must have been worth it, because | remained
working long after | had to.” Shirley's children are now
grown and her home responsibilities have lessened.

“Some days | leave my job feeling great. I've been
busy all day and I've accomplished something extra.
That makes all the difference.” But at times Shirley
admits feeling frustrated when the day ends. Frustra-
tion for Shirley is not being able to see what she has
done with her day. “Sometimes nothing gets com-
pleted and | leave half-a-dozen unfinished projects."

Even so, Shirley feels that life would not be complete
without some sort of regular, constructive work. “Being
in industry is personally broadening,” she explains.
“You meet and work with people, learn to be more
tolerant and you can also gain a sense of achievement

in a job that you can't find taking care of a house all
day."”

Maxine Teaque
Quality Assurance Inspector
Diode Plant, San Rafael

A\ An inheritance would be nice. You could travel

for a while and not be worried by day to day
expenses,” states Maxine Teaque. “But you'd soon be
looking for work again, if you're like me. After all,
travel would soon lose its interest and you can't play
golf all day, every day. People need something more
in their lives than just leisure.”

With her family almost grown and becoming bored
with golf 10 years ago, Maxine applied for a job with
the Diode plant in San Rafael. Her previous work
experience had been as a retail sales person and a
part-time decorator. “Neither job," she admits, “pre-
pared me for the electronics industry. | thought | would
never learn the terminology,” she remembers. “Shortly
after | came to the Diode plant, | was transferred from
my original job as an assembler on loan to the quality
assurance department. | was convinced the transfer
was because | had done something wrong.” But, no,
Maxine was transferred because she was needed in
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Ruth Lyon

Senior Scient
Programmer//
Space and De
Systems Divisi

uth Lyon has been a mathematical a
R programmer for 12 years. She enjoys h
especially her status as a rare female engi
insists she would work even if her kids did
eat!

Ruth has developed computer programs w
mathematical problems to assist engineer
work—such as predicting camera perform
computing lens calibration. She was involy
Lunar Mapping program with the SDS Optr
oratory.

Satisfaction comes in “getting the job doi
and knowing it has been done well." She al
know that she has been a help to the engi
whom she works—"analyzing their needs fc
tion and determining what data to supply ar

“l enjoy programming and mathematical
she reports. “I've had much opportunity to
the people | work with. | learned a great «
camera design and photogrammetry simply
sociating with the engineers in these fields
ing on programs and projects with them.

“l believe that many things make up a
work relationship: your supervisor's attitu
employees, recognition for work well done
ability to be creative in your job.”

Ruth finds Fairchild “large enough to have
of the scientific and engineering jobs | like,
large that you are just one more cog in the b

Q.A. and she has remained in that group e
Today she is a qualily assurance inspector, re
for final tests on diode products before they
plant. “| have had supervisors who pushe
learn a little more and to grow a little more |
I guess I've always been a little hesitant .
abilities and their confidence in me helped a ¢
in my progress. If supervisors could rem
praise the people who work for them on the
are well done, as well as criticizing the mist
sure that more people would find greater s
in their work."”




Editor’s note: Following the
conference with employees, Dr. Hogan
discussed some of the specific
programs that are presently being
implemented to recognize and retain
long-term employees, to attract new
employees, and to generally
strengthen the company.

—He cited internal promotion systems
which would guarantee that existing
employees would be given the
opportunity to apply for jobs that
would represent promotions, before
outside recruiting is conducted. Such
promotion programs now reach all
employees on the salaried non-exempt
and hourly payrolls in the Bay Area,
and adaptations of the systems will be
implemented in Fairchild operations
throughout the world to reach all
employees on all payrolls. “We want to
give employees every opportunity for
advancement in order to develop
career relationships with Fairchild,”
Dr. Hogan stated.

—"We recently completed an audio/
visual orientation program for new
employees," he continued, “which
gives a broad view of our company. It
is important, | believe, that employees
realize the scope of our company and
the impact their actions and effort
have on our future and our industry.

—“Now that we've recovered from
many of the day-to-day problems that
l“rave pressured our company and our
industry for the past years, we're
devoting concentrated effort to
long-range planning that will enable
us to get over future rocky areas in
our economy more smoothly than in
the past. We have engaged the
s‘ervices of an economic consulting
tirm which will analyze industry and
economic trends so that we may
predict peaks and valleys in the
economy and in our specific

Mmarket areas. With some forewarning
of difficult periods, we'll be able to
Prepare for them with the least impact
on employees and profits.

="In June, we held a company-wide
::anagement conference to discuss
N€ problems that lie on the
'Mmediate corporate horizon and to
develop strategies for meeting and

Conference
with the
FPresident

solving them. One of the prime areas
of discussion during this conference
was employees; their attitudes toward
our company and the means through
which we can create truly long-term
relationships with Fairchild.

—"Running a stable, profitable
business is, naturally, a giant step
toward giving every Fairchild
employee job security and opportunity
for career advancement.

—"At this moment, division managers
and support operations are preparing
five-year plans, based on
knowledgeable estimates of our
product and marketing strengths,
which will help us in developing the
environment at Fairchild in which
employees will feel secure.

—“Our ability to predict downturns in
our markets and our economy Will
allow us to do some ‘recession
proofing’ in our planning. It is this
kind of long-range, strategic
planning that will allow our company
and its employees to weather any
rough spots that may be ahead. Every
member of Fairchild's management
realizes that the company's strength
lies in the commitment and effort of its

\.J

people. My job and that of the other
members of the Fairchild management

team is to assure that people get top
priority in all our planning.”

If the questions you have about our
company were not answered in this
issue, address them to the
Fairchild Employee Communications
Office, mail stop 20-2284, 464 Ellis
Street, Mountain View, California
94040. We'll attempt to get the
answers from Dr. Hogan or the
member of Fairchild management who
is most knowledgeable about the
subject. If the question is of broad,
general interest we'll answer it in the
pages of Horizons. If it deals with a
specific problem, area or job, we'll
respond by personal letter.
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Fairchild Forms
Joint Venture
With TDK of Japan

Fairchild last month successfully
concluded negotiations for the
establishment of a joint venture
manufacturing company with Tokyo
Denki Kagaku Corporation (TDK) of
Japan. Headquarters for the new
company, TDK-Fairchild, Inc., will be
located in Tokyo. Initial manufacturing
will be conducted at the existing
Fairchild facility in Okinawa. The new
venture will bring Fairchild advanced
technology products to Japanese
industry.

Fairchild opened its Okinawa
product plant in early 1969 as the
initial step in a program to reach the
Far East markets. With the advent of
Okinawa's reversion to Japan,
Fairchild began investigating the
possibilities of developing a
partnership with a Japanese company
to serve the semiconductor market in
that country. Under Japanese trade
regulations, foreign companies cannot
own manufacturing operations in the
country without joining forces with a
national company.

After extensive research, Fairchild
entered negotiations with TDK
Corporation to form a joint venture
company. TDK, which was
incorporated in 1934, has annual sales
of approximately $100 million and
employs more than 5,000 people in
nine plants in Japan and one in
Taiwan.

TDK ranked third among the top five
hundred Japanese companies in terms
of profit growth over the past five
years. The company has achieved a
spectacular 56 percent average annual
profit growth during this period.

An international company, TDK
operates sales offices in Frankfurt,
Germany; New York, Chicago and Los
Angeles. TDK produces more than 45
percent of all ferrite materials
manufactured in Japan and is a world
leader in the development and
production of ceramic dielectrics. TDK
produces almost 30 percent of all
ceramic dielectric devices made in
Japan.

Tgpe recording fans are probably
familiar with TDK’s magnetic tape
cassettes. The company's Super
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Dynamic model is the first audio
cassette to offer true high fidelity
sound equal to that previously possible
only in open reel recording tapes. TDK
has also established itself as the
world's largest duplicator of recorded
information on cassette and is
presently developing tape products to
serve the television and computer
industries.

The relationship with Fairchild will
be TDK's first entry into the
semiconductor industry. It is
anticipated that an expansion of
manufacturing capacity in Japan will
be underway in the near future to
satisfy the increasing demands for
Fairchild semiconductor products.

Lieutenant General Robert J.
Friedman (USAF-Ret.), manager of
Far East Affairs for the Semiconductor
Group, has moved to Japan to assist
with the start-up of the new
Fairchild-TDK company. He will remain
in that country as the Resident
Director of TDK-Fairchild, Inc.

In addition to his relationship with
the new joint venture company,
Friedman continues to be responsible
for maintaining the company's
relationships with local governments
and communities in Far East countries
where Fairchild has offices and plants.

THERE WERE FAIRCHILD PICNICS this
summer from Hong Kong to Australia and
all offered traditional and enjoyable picnic
pleasures. But, there was no other outing
that received the dramatic start of the Fair-
child picnic for members of the Mexico
City plant in June. Dolores Jimenez, metal
Can operator, announced the official start
of picnic entertainment with a 5,000-it.
parachute jump, landing near the picnic
grounds. This was Dolores’ 17th jump. The
young parachutist meets with a small group
of other young people at a local airfield
each weekend to practice jumping under
the direction of the Mexican champion of
sport parachuting. Dolores, the only para-
chutist at the Fairchild plant in Mexico
City, is met by admiring co-workers (above)
after her descent to a field near the picnic
site in Cuernavaca.

Names in the Ney

John K. Sussenberger was nan
general manager of the Analog
Products Division July 21,

John D. Husher, who previously
headed the division, has been nar
manager of advanced analog progr
with primary responsibility for the
automotive and camera controls
market segments. His assignment
termed a key step in enabling
Fairchild to focus greater attention
these growing high potential mar}

Sussenberger has been with
Fairchild since 1962 in various
engineering and management
positions, most recently as manag
of combined digital integrated cir
operations. Before joining Fairchil
he held engineering positions wit
Westinghouse Electric Co. and
Raytheon.

Husher joined Fairchild in 1968
director of digital integrated circui
operations, and served as group
director of linear and hybrid circu
operations before being named
general manager of Analog Produ
in November 1971.

William N. Moody was named
general manager of the DuMont
Electron Tubes Division on May 17

Moody joined the division from
Heath Company in Benton Harbor,
Mich., where he served as chief
engineer for scientific instruments.
previously had been with Weston
Instruments, Inc., where he was
director of operations in the firm’s
Components Division at Archbald,
Affiliated with Weston for 14 year:
Moody was a manager of marketin
and engineering in a number of th
company's divisions.




Australia Sends
Its First Power
Transistors
To Market

Fairchild-Mountain View, with its
years of experience in transistor
production, makes the whole process
appear easy. But, that's just an illusion.
At least that's what Fairchild-Australia
found when it attempted to go into the
manufacture of silicon bipolar
transistors on a commercial basis.

The seasoned Mountain View
manufacturing operation will probably
not be dumbfounded by the fact that
the Australian plant is now into power
transistor manufacturing. But,
Australia has justifiable reason for
pride in its accomplishment. The
Croydon Australia plant (one of the
smallest in the Semiconductor Group),
through a great deal of ingenuity,
developed an economical production
process which allows it to be
competitive in the relatively small
Australian market for silicon power
products.

Because of the limited market size,
Fairchild-Australia had to carefully
curb the amount of investment it made
in developing a power transistor
production method.

Bernie O'Shannassy, Croydon
Manufacturing Manager, reveals it
took “four years of trials and
tribulations to iron out the problems in
transistor production.” First came the
search for the right type of chip to
economically serve Australia’s limited
market. A scaled-up version of the
small signal planar construction was
the first attempt. That, however,
resulted in a device that was too
expensive. A similar experience was
found in attempts to manufacture
using multiple emitter construction.

. The breakthrough came with a
bi-mesar chip. Because it involves
only one critical masked diffusion
Process, the bi-mesar can be produced
at low cost.
hegg::hgf the die to the package
o hous SO c.reated some furrowed
Sod doss. This pfob!em'look another
iﬂnovatione othustrallan ingenuity and
Solder bon'dwt ich Vresulted in a reflow
Rrohe & echnique that uses a
ydrogen furnace,

IPD To Equip
All Nippon Airways
With Voice
Recorders

The Fairchild Industrial Products
Division recently received a contract
to equip the entire fleet of aircraft of
All Nippon Airways with Fairchild
Cockpit Voice Recorders.

The order came as a result of
Japan's civil aviation authorities’
recent ruling that all commercial
aircraft operated by the country's
airlines must be equipped with voice
recording systems in 1972, Fairchild
Cockpit Voice Recorders are currently
in use as standard equipment aboard
planes of 94 airlines in 38 countries.
Cockpit recording equipment is
mandatory on all passenger aircraft
operated by U.S. lines.

Fairchild Cockpit Voice Recorders
are capable of recording four separate
channels of voice communications on
a 30-minute, closed loop tape. The
tape is constantly erased and recorded
throughout the flight, retaining the
most recent 30 minutes of
conversations which originate from the
cockpit and over the passenger
address system.

For the past several months, 14
types of power transistor products
have flowed from the Croydon plant in
commercial quantities.

In retrospect, O'Shannassy states,
“The so-called humble workhorse,
2N3055, may be easy enough to make
on a one-by-one basis in the lab, but
to produce this type of device in
commercial quantities is difficult . . .
but our work has finally paid off.”

Fairchild Lenses
In Earth Resources
Technology
Satellite

Fairchild has provided specially
designed, high resolution lenses for
the three camera systems on NASA’s
first Earth Resources Technology
Satellite (ERTS-A), which was
launched in July.

The return beam vidicon camera
system, built by RCA, uses three
cameras in three spectral bands and a
multispectral scanner in four special
bands. The lenses used in the camera
system were developed by the
Fairchild Space and Defense Systems
Division, Syosset, New York.

The launch of the ERTS-A is man's
most ambitious attempt to monitor the
earth’s natural resources from space.
The satellite’s objective is to obtain
multispectral images of the earth'’s
surface with high resolution remote
sensors and to process and distribute
the images to scientific users.

The 2100-pound automated satellite
was launched into near-polar orbit at
an altitude of approximately 500 miles
above the earth and will move
synchronously with the sun.

Data is telemetered to ground
stations and then relayed to NASA’s
Data Processing Facility at Goddard
Space Flight Center, Greenbelt,
Maryland.

More than 300,000 photographs are
to be produced each week. A second
Earth Resources Technology Satellite
(ERTS-B) is scheduled to be launched
in 1973.

PRESIDENTIAL CITATION TO FAIRCHILD
SEMIKOR, LTD.—Chris Reardon, General
Manager of Fairchild Semikor in Seoul,
Korea, accepted a presidential medal and
citation from the Korean Minister of Health
and Social Affairs, Hyung-Ho Lee, at a cere-
mony held on July 6. The awards recog-
nized Fairchild as an outstanding employer
in Korea, and cited the exemplary perform-
ance of Fairchild employees in that coun-
try. The awards ceremony was attended by
more than 3,000 people including Yi-Chang
Cho, Korean Director of Labor Affairs; Tae-
sik Yang, Seoul Mayor; and other govern-
ment dignitaries. The awards recognized
the positive influence Fairchild has had on
employment in Korea as well as the ex-
cellent company-employee relations it has
maintained.
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Number of employees:
July 1, 1972: 15,092

Financial Facts:

First Half 1972—January-June
Sales—$103,172,000

Net Income—$3,011,000

Facilities:

Headquarters—464 Ellis Street,
Mountain View, California 94040

Semiconductor Components Group,
San Francisco Bay Area; Shiprock,
New Mexico; South Portland, Maine:
Hong Kong: Croydon, Australia:
Singapore; Seoul, Korea:
Weisbaden, Germany, and Okinawa.

Analog Products Division
(Mt. View, Calif.)

Products: Linear integrated circuits
and integrated microsystems for the
industrial, instrumentation,
automotive and consumer
electronics markets.

Digital Products Division
(Mt. View, Calif.)

Products: Standard and custom digital
integrated circuits, including MSI
(Medium Scale Integration) and LS|
(Large Scale Integration), for the
computer, industrial and aerospace/
defense markets.

Discrete Products Division (Mt. View,
and San Rafael, California)

Products: Silicon transistors and
diodes for the computer, industrial
and consumer markets.

Microwave & Optoelectronics Division
(Palo Alto, Calif.)

Fairchild Facts

A quick look at our company as it is
today in terms of people, products
and plant locations.

Products: Light-emitting diodes,
optical arrays and microwave and
radio-frequency devices for
industrial and aerospace/defense
markets.

MOS Products Division
(Mt. View, Calif.)

Products: MOS devices, both custom
and standard, for manufacturers of
calculators and computer peripheral
equipment, including memories.

Federal Systems Group
(Headquartered in Syosset, N.Y.)

Defense Products Division
(Copiague, N.Y.)

Products: High-volume production of
fuzing, timing and arming devices
for ordnance uses,

Electro-Metrics Division
(Amsterdam, N.Y.)

Products: Surveillance systems, both
manual and computer-controlled,
which monitor high-frequency
interference and electronic
pollution; radio frequency
interference test and analysis
equipment.

Space and Defense Systems Division
(Syosset, N.Y.)

Products: Camera and TV imaging
systems for aerial reconnaissance
and mapping applications,
analog-to-digital converters: image
data processing; specialized 9
radio-frequency systems; precision
optics.

Commercial Systems Group
(Headquartered in Mt. View. Calif.)

DuMont Electron Tubes Division
(Clifton, N.J.)

Products: Cathode-ray, direct-view
storage, power and photomultiplier
tubes for industrial and aerospace
defense markets.

Industrial Products Division
Commack, N.Y., The City of
Commerce, Calif. and Traverse City,
Mich.)

Products: Audio/visual systems for
industrial and commercial use,
aircraft recording and announcing
systems, pressure switches and
magnetic heads used for recording,
storing and playback of data and/or
sound.

Inland Manutacturing (Walnut, Calif.)

Products: Precision tooling for plastics
and metals, including molding
presses and molded piece parts.

Systems Technology Division
(Palo Alto, Calif.)

Products: Semiconductor test systems
for manufacturers and users of
solid-state products, and
semiconductor memory systems for
data processing equipment.
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Where We're
Headed

Out there is an untouched new year
that holds all the possibilities our
imaginations can conjure. There's op-
portunity to grow personally and pro-
fessionally.

Like individuals, companies take
formal inventory of where they have
been and where they are going at least
once each year. Based on the wisdom
gained through past successes and
disappointments and all the informa-
tion that can be gathered on the
potential of the economy and its mar-
kets, the company develops its oper-
ating plans. Fairchild's plans for 1973
and its long-term goals for the coming
four years were set down on paper
before the year turned.

In the next pages, Gene White, Vice
President and General Manager of the
Commercial Systems Group; Lou Pighi,
Vice President and General Manager
of the Federal Systems Group; and
Wilf Corrigan, Vice President and Gen-
eral Manager of the Semiconductor
Components Group talk about where
we are headed in 1973 and beyond.

On page 8 through 10, several em-
ployees talk about personal resqlu-
tions they've made and kept whngh
might stimulate others to stick to their
vows to get into better physical shape
in 1973. On page 15, HORIZONS loo!fs
at how employees in the Far East will
bring in their new year—the year of
the Ox—which begins February 3.

On page 7, one of the Semicoqdyc-
tor Group's newest projects, prowdlqg
the electronics for the SX-70 Polaroid
camera, is described. This program
will contribute significantly to the
Group's income in 1973.

And, on pages 12 through 14, we
look at the employee transfer from the
point of view of the transferee.

Ha new year. =l

Masp);gn fulfill all the promise it
holds—increased career growth, 2
smaller waistline, or even a transfef
to a new locale, if that's your desire.




Commercial Systems Group

/

“Increased profitability . . .’

“Growth in sales .. .”

“Accelerated research and
advanced development
efforts . . . “

've stated it many times in the past

few months, but | am not at all re-
luctant to repeat it again—we’re very
optimistic about the coming year for
the Commercial Systems Group.

We've set ambitious growth goals in
profitability and in sales. We're also
preparing for beyond 1973 through in-
creased investment in research and
development efforts that relate directly
to products which will be marketable
within the next four years.

In an inventory of each of the divi-
sions within the Group for 1973,
everything looks positive if we are
prepared to take advantage of oppor-
tunities as they arise.

SYSTEMS TECHNOLOGY
At Systems Technology we'll begin
moving into new market areas with
our existing product capability. In
1972, we received our first major con-
tract for avionics test equipment and
(continued page 4)

Gene White

Semiconductor Components
Group

“A Significant Increase In
Sales”

“Promising New Markets”

“Increased Career
Opportunities For
Employees”

“Expanded Multinational
Operations”

The Semiconductor Components
Group faces one of the most promis-
ing years in its history. Opportunities
for increased sales, improved profit-
ability and expanded operations are
projected for 1973 through 1976. Our
products will be used in many new ap-
plications in world-wide markets.

All of these projections are based
on careful studies conducted by Fair-
child and outside economists. To give
you some foundation for the Semi-
conductor Group’s enthusiasm about
the future, knowledgeable economic
sources predict that the semiconductor
industry will grow from $2.8 billion in
1973 to $6.2 billion in 1980. In addition,
it is projected that the U.S. economy
will increase by seven to eight percent
annually during that period and the
economies of Europe and Japan are

(continued page 5)

Wilf Corrigan

Federal Systems Group

“Movement into new market
areas”

“Penetration of foreign
markets”

“Introduction of new
technology”

he Federal Systems Group in 1973
T is presented with a tremendous
challenge which is a carry-over from
1972. The challenge is one of growth
and diversification into non-Department
of Defense business areas. In early 1972
the group began embarking on this
course; first, through the promotion
and support in the development of the
Charged Coupled Device (CCD) tech-
nology. This was a combined effort
with the Digital Products Division. It is
believed that this technology will be a
key to the future electro-visual equip-
ment market, government and com-
mercial. A second approach initiated
in 1972 was to develop plans for pene-
trating foreign markets with existing
products as well as with new product
lines.

In all of these areas our goals in
1972 were met or exceeded. We were,
at year end, the leader in CCD tech-
nology, and well underway in develop-
ing plans for exploiting the application

(continued page 6)

Lou Pighi
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(continued from page 3)

we plan to aggressively pursue oppor-
tunities in this potentially large market
in 1973. Our first order for avionics
test equipment for circuit boards came
from the government and we have
since received a commercial order for
similar equipment.

We have the capability in this area
—our Sentry Series can be easily ad-
apted for avionics testing—and the
potential market for this specialized
test equipment is very exciting. Virtual-
ly every equipment manufacturer who
uses a large number of circuit boards
is a potential customer for these
systems. With the application of the
Sentry system’s capability to these
diagnostic procedures, the entire
check-out process can be conducted
with greatly increased speed and re-
liability compared with most tech-
niques presently employed.

Systems Technology will continue
to participate in the custom bi-polar
memory designs like the unit devel-
oped for use with the IBM 360. We
will continue to use the Fairchild semi-
conductor bi-polar components and
specialize in memory applications
where our component technological
leadership is pertinent.

Without any radical departures from
our current product interests, | believe
that Systems Technology will double
in size—in terms of employment, sales
and profitability—in the foreseeable
future. The division survived a very
difficult period in the industry and the
economy during 1971 and 1972 and
has benefited from the experience. |
believe that we came out of this trying
time with our product strengths im-
proved and plans to fully exploit the
technology we have developed within
this division,

INDUSTRIAL PRODUCTS
For the Industrial Products Division,

| see increases in sales for IPD air-
craft products such as the new weight
and balance systems. The growing
emphasis on aircraft safety is a posi-
tive factor. In recent months we have
logged major orders for these systems
from international aircraft manufac-
turers and commercial lines. The
international marketplace offers con-
siderable potential for sales of IPD’s
aircraft recording systems; another
product that is receiving more atten-
tion as a result of increased concern
for aircraft safety.

The Industrial Products Division's
series of rear screen Super 8mm pro-
jectors is continuing to receive grow-
ing recognition as a convenient tool
for communications, sales aids, and
education. The US. Armed Forces
plans to use the Fairchild Seventy-20
in recruiting and education programs.
The committment to 16mm film in gen-
eral educational applications is easing
and this market could offer vast oppor-
tunity for sales of our super 8mm
products.

Magnetic recording and playback
heads produced by IPD continue to
find new applications in data proces-
sing peripheral systems. The heads are
used in credit card reading equipment
for magnetic ink character recogni-
tion such as in check sorting equip-
ment and computer tape drives.

In other component areas, IPD's
line of pneumatic pressure sensors are
also finding new applications in many
industrial and consumer products. Ma-
jor sales for this product line can be
represented in applications for prod-
ucts for the home such as vacuum
cleaners and similar products for con-
sumer applications,

INLAND PRODUCTS DIVISION

The Inland Products Division is ag-
gressively pursuing new business in
every potential market area. The Di-
vision produces several varieties of
molded plastic parts for commercial
and consumer uses in addition to de-
veloping and manufacturing presses
and molds for plastic part fabrication.

It is looking to new areas to exploit
its ability to produce custom preci-
sion plastic parts for most applications.

At this moment, we are talking with
companies involved in medical instru-
mentation, automotive supplies and
other industries which use a large
volume of plastic parts in their prod-
ucts.

DUMONT ELECTRON TUBES

DuMont Electron Tubes Division is
involved in a mature industry and we
have known for a long time that we
cannot look to this Division's tradi-
tional product lines to provide drama-
tic growth in the future. We do, how-
ever, expect the Division to demon-
strate some improvement in sales in
cathode ray tubes and direct view
storage tubes in applications where
high quality and reliability are vital.
DuMont continues to provide superior
products for use where a high level of
performance is essential.

As | have said, | am highly optimis-
tic about the Commercial Systems
Group's potential in 1973, and know
that our increased growth in sales and
profitabilily can be realized only
through the full support of everyone
within the group. | firmly believe that
Commercial Systems need not be
second to anyone in any of the mar-
ket areas we have chosen to serve.
But the key to this enviable industry
position is service. Anticipating the
customer's need and being there with
the product when he needs it is essen-
tial to our industry image. Service in
the Seventies is the Commercial Sys-
tems Group pledge.

We have the engineering, manage-
ment and manufacturing talents with-
in each of our divisions to meet any
opportunities that lie ahead. If we can
provide the extra measure of service,
| believe that we can achieve industry
leadership in each of our product areas
during the 1970s.
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(continued from page 3)
expected to exceed the U.S. growth

rate.

INTERNATIONAL MARKETS

One of the most significant moves
we'll make in 1973 is to prepare for
greater penetration of the European
and Japanese markets for semicon-
ductor products. We'll continue devel-
opment of the Fairchild-TDK joint ven-
ture company in Japan to establish a
firm position in markets in that coun-
try, and plan to open plants in Europe
over the next few years to serve the
growing markets on that continent.

If | were to single out a trend for
1973, | would point to a greater par-
ticipation in international markets.
While U.S. sales will continue to be
the major source of income for the
Group, throughout 1973 we will be
laying the groundwork to participate
fully in markets abroad.

We anticipate major increases in
employment during 1973 to meet the
growing demands for our products.
With this growth in personnel will
come increased opportunities for ca-
reer advancement for present employ-
ees. It is projected that many new
management opportunities will be cre-
ated during the year and many new
jobs will open in other assignments
throughout the Group.

The potential for growth is great,
but we are approaching all markets
very cautiously. We could not hope to
serve all of the applications for our
products that are expected to open
within the next four years, so we will
be selective about the opportunities
we will pursue. We'll go after those

market segments in which we have
confidence we can serve and serve
well.

The organization that is now in place
will enable us to respond to the
growth opportunities with speed and
actions based on familiarity with our
industry. We will continue to operate
in our existing divisional mode in order
to keep decision-making at the organi-
zation level where the most knowl-
edgeable actions can be taken. Each
division within the group is structured
with its own product marketing, engi-
neering, manufacturing and finance
activities to serve its own specialized
market interests.

1973 BUSINESS PLAN

According to the business plan
which has been developed, 1973 will
be a good year for all Semiconductor
Components divisions:

— The most conservative estimates in-
dicate that the Analog Division will
increase its sales by a significant
amount in 1973. This growth could in-
crease even more dramatically if some
of the major applications for this divi-
sion’s products are realized within the
year.

— The Digital Products Division is ex-
pected to almost match the Analog
sales growth for the year through in-
creased market demand for its Iso-
planar products.

— The Discrete Division, though rep-
resenting a decreasing share of the
total Group income, will realize signifi-
cant sales growth as a result of the
greatly expanded overall market for
semiconductor devices.

— The Microwave and Optoelectronics
Division made tremendous progress in
1972 and is expected to almost double
its sales in 1973 over 1972,

— MOS Products Division, which has
had more than its share of problems
in the past, will come into its own in
1973.

The growth in sales projected for
the next year in all divisions will come
from both traditional markets for our
products and emerging new applica-
tions. The computer industry will con-
tinue to be the primary market, but
consumer and industrial applications
demonstrate exciting opportunities.

- 1973

One of the most promising new mar-
kets lies in the automotive industry
where demands for safety and pollu-
tion control devices have created in-
creasing dependency on electronics.
This could create a demand for semi-
conductor products that exceeds a
billion dollars annually in less than a
decade.

Camera systems, such as the mod-
ules we have developed for Polaroid,
also open great potential for sales. The
overall market for camera systems is
expected to reach $600 million in 1980
and we have the pioneering technol-
ogy in this area.

MOS products, light emitting diodes
and other visual displays will experi-
ence broad, new applications in prod-
ucts for industrial and consumer use.
MOS products are already finding their
way into experimental use in automo-
biles, industrial process control equip-
ment and computer peripheral equip-
ment. LEDs are being used for dis-
plays on calculators, test equipment,
wristwatches and computer terminals.

CALM OPTIMISM

If | were to sum up our feelings
about the immediate future in a single
phrase, | would select “calm opti-
mism.” Everything seems to indicate
that we are entering one of the most
exciting growth periods in the history
of the semiconductor industry. The
years ahead are expected to offer un-
precedented opportunity for the in-
dustry generally and Fairchild speci-
fically, if we approach the opportuni-
ties that present themselves with the
deliberate restraint and selectivity that
will allow us to build our future on the
most stable foundation possible.
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of this technology in equipment mar-
kets. In the foreign markets we sold
our standard photographic and com-
munications products but, even more
important, we won contracts from two
foreign countries to provide airport
security systems.

NEW TECHNOLOGY

For the Federal Systems Group a
specific challenge in 1973 is to intro-
duce products based upon the CCD
technology to the non-DOD market-
place. The introduction of new tech-
nology is always a challenging task.
However, when it is also coupled with
penetration into new market areas, the
task is even greater.

Despite the major effort that will be
devoted to the foregoing, the Group
has also set as its primary goal, in-
creased profitability for 1973. The
backlog at year end at Space & De-
fense Systems Division and Electro-
Metrics Division is higher than it was
at the outset of 1972. Furthermore,
products and programs that were
problems for these Divisions in this
past year have been corrected. From
this standpoint they are in a stronger
position. This is also true of the De-
fense Products Division where our
MK-344 Program has been meeting
budget and schedules for the second
half of 1972. Defense Products Divi-
sion in 1973 will be undergoing a tran-
sition period wherein it will phase
down its highly competitive, low cost,
high volume product lines, and con-
centrate on the new developing so-
phisticated systems that offer higher
profit potential.

INCREASED SALES

At Space and Defense Systems Di-
vision the basic product lines of cam-
era systems and converters will have
increased sales in 1973 over those of
the prior three years. The A6E con-
verter is programmed through 1976,
An automatic film tilting system that
hgs been in development for two years
will go into production this year. The
Integrated Coded Circuit System under
dgv_e!opment at the Defense Products
Division will begin a major develop-
ment phase the first quarter using
CMOS technology for its logic func-
tions.

ELECTRO-METRICS

/At the Electro-Metrics Division, 1973

will be the year to ascertain whether

6

or not there will be a pay-back for the
effort expended over a three-year pe-
riod to bring the BRT-35 system to the
market place.

The planning and initial successes
accomplished last year have set the
basis for achieving the objectives and
goals for 1973. While the pressure is
on to introduce products employing
CCD's, entering foreign market places,
as well as new business areas, the
challenge is stimulating to people who
are accustomed to working in our high
technology type of company.

Another major objective for the new
year is the continuation of our em-
ployee development programs. While
some new talent will be required in
areas where the group has little or no
prior experience, the emphasis will be
to develop our own employees so that
they may also grow with the group.

MOD Introduces “Superdigits”

The first of a new line of LED digits
that halve the cost of LED displays has
been announced by the Microwave &
Optoelectronics Division (M.O.D.).

Although the new FND-70 one-quar-
ter-inch-high digits are not yet in full
production, cost savings achieved in
initial production stages have lowered
the introduction price to $3.95 per unit
in 100-up quantities. This is approxi-
mately half the price of other quarter-
inch LED displays currently on the
market.

The new FND-70 displays are the
first of Fairchild’s planned family of
“Superdigits,” which are expected to
greatly expand the industrial display
market by reducing cost. The new dis-
plays are suited for applications such
as computer terminal readouts, digital
panel meters and instruments, desk
calculators and credit card verifiers.

Fairchild Lunar

Mapping Camera
On Final Apollo
Moon Mission

SYOSSET, N.Y., Nov. 30—The Fair-
child Lunar Mapping Camera Subsys-
tem was aboard its third successive
moon mission when Apollo 17 was
launched December 6.

Designed and developed for NASA
by the Space & Defense Systems Dj-
vision of Fairchild, the Lunar Mapping
Camera is one of the major orbital
experiments housed in the Scientific
Instrument Module of the Apollo Com-
mand Module,

Astronaut Ronald E. Evans, com-
mand module pilot, operated the cam-
era during the Apollo 17 flight. He
retrieved the film cannister containing
more than 3,000 exposures during the
EVA (extra-vehicular activity) on Apol-
lo 17's return to earth.

While astronaut Evans orbited the
moon, astronauts Eugene A. Cernan,
spacecraft commander, and Harrison
H. Schmitt, a geologist, performed lu-
nar surface experiments.

Areas of the moon not previously
photographed or explored were in-
cluded in the Apollo 17 program. In
addition, where Apollo 17 overlapped
areas covered by previous missions,
the difference in sun angles provided
the photo-geologists with photographs
of lunar features at new illuminations.

Apollo 17's specific objective was
the exploration of the Taurus-Littrow
area of the moon, deploying scientific
experiments on the lunar surface and
conducting extensive experiments frpm
orbit. The landing site, a combination
of mountains, highlands, and lowland
valley regions, was determined with
the aid of high resolution photography
from Apollo 15.

Federal Express Falcon Fleet to Add 21 STAN Systems

Receipt of an order for 21 additional
STAN® Integral Weight and Balance
Systems for Federal Express' cargo
Operations in Falcon 20 aircraft was
announced in early December by the
Industrial Products Division.

Little Rock (Ark.) Airmotive, an air-
craft modification company, placed
the orders for the STAN systems used
by Federal Express, an air cargo car-
rier, also based in Little Rock. Little

Rock Airmotive last spring ordergd
and installed 10 STAN systems In
Federal Express Falcons.

STAN systems provide an automatic
on-board means of determining an
aircraft's true weight conditions and
center of gravity before takeoff.

*STAN (Summed Total and Nosggegg
is a registered trademark of Fairchil
Camera & Instrument Corp.




the camera that will make color photography
a part of everyday life

f only HORIZONS was printed in full
I o) (o] Bhewir ¢

. . then words would not be re-
quired to describe one of the latest
and most exciting consumer products
that Fairchild has helped to bring to
market.

The new Polaroid SX-70 camera,
which is possible only through ad-
vanced electronic technology, prom-
ises to make a radical change in per-
sonal photography.

The pocket-sized product produces
life-like color photographs which de-
velop outside of the camera.

“This product,” Dr. CIiff Duncan,
vice president of engineering at Po-
laroid, declares, “is the camera Dr.
Edwin Land envisioned when he began
development of the Polaroid process
in 1943. His concept could never be
fully realized until electronics, chem-
istry and physics caught up with his
ideas. "

Ideas and electronics were, in 1972,
successfully married into the most
remarkable, trouble-free camera on
the market today. The SX-70 does
away with the paper and chemical
debris of previous Polaroid systems.
It makes photography virtually fool-
proof through electronically controlled
exposure and flash activation. The six
large scale integrated circuits which
govern the camera's exposure meter,
flash synchronization and motor, were

The production area at Fairchild-Mountain View that houses the Polaroid project.

1.
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designed, developed and are manu-
factured by Fairchild in the Mountain
View headquarters of the Semicon-
ductor Products Group.

Fairchild became involved in the
development of the electronics for the
new Polaroid camera more than four
years before the product began ap-
pearing on dealers’ shelves. Mean-
while, Polaroid scientists were devot-
ing their attention advancing photo

Pamela Meintz, a member of the Po-
laroid production group at Fairchild,
looks through the view finder of one
of the first SX-70 cameras to be dem-
onstrated.

chemistry to create a picture that
would be self-developing without the
wait and messy chemicals of the
previous Polaroid color process. Four

years and $250 million later, Polaroid
had the electronics, physics and
chemistry to introduce the SX-70
which the company believes will make
color photography a commonplace ac-
cessory to everyday life.

Describing some of the uses of the
lightweight, compact, convenient cam-
era, Dr. Duncan states that in the not
too distant future, a woman will drop
her SX-70 into her handbag before
embarking on a shopping trip. If she
is undecided about an item she con-
siders buying, she will snap a picture
of it. At leisure in her home, she will
study the photograph before making
the final decision on the purchase.
Small scale replicas of clothing, fur-
niture, or even enlargements of a silver
flatware pattern, for instance, can re-
ceive the scrutiny of the entire family
before a purchase is made. “The SX-
70 has all the elements—size, relia-
bility and low cost—that will remove
the ‘special event’ quality from color
photography,” Dr. Duncan continued.
The camera is retail-priced at approxi-
mately $180; and film costs about 50
cents per print in packs of ten.

The camera was introduced in Flo-
rida in October and stores in that area
received the first available units. Under
Polaroid's marketing plan, the new
SX-70 should be on sale throughout
the United States during the first three
months of 1973.




Somewhere in every list of New Year's resolutions,
whether written or mental, is the pledge to lose
some weight, to undertake some regular form of
exercise or to generally get into better shape.

If the waistline has just begun to occupy more space
in the past year, the physical fitness resolve is likely
to head the list of goals for 1973. If it is a familiar
pledge that has been forgotten by January 2 for a
number of years it is likely to have lost its place of
importance. But take heart, even if you've fought the
losing battle with your bulges in the past, there is still
hope for 1973. All around you there are people who
have successfully altered their silhouettes in the past
year and there are those who seem never to worry
about “getting into shape" because their life style
keeps them there at all times. Their stories of success
and suggestions for others who wish to re-shape their
silhouettes are told here to offer stimulus to those

Resolved:

. Richard Bartyzel
Field Service
Specialist

Electro Metrics
Division

“Itis like a rebirth
at age 26, states
Richard Bartyzel,
when he describes
the changes that
have been made in his life in the last
year. Richard occupies a great deal
less space than he did last January—
120 pounds worth,

But it isn't just his greatly improved
appearance that has made a change
in his life. Stripping off the excess
pounds he had carried for more than
three years has influenced what he
does with his days. “Before | lost a
considerable amount of weight,” he
relates, “enjoyable entertainment
meant a good book, classical music
on the stereo, and something to nib-
ble. Today, a game of tennis or danc-
ing to popular music provide the same,
or more, enjoyment. | have more en-
ergy. For the first time I'm really in-
volved in sports as more than a spec-
tator.”

Richard's tennis game has become
SO good over the 10 months he has

Model: Pat Freeman, Secretary,

Semiconductor
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who would hope to whittle their waistlines in 1973.

to occupy less space in 1973

been playing that he is in search of
more demanding opponents. He swims
in the summer, plays tennis as often
as possible, and this winter he will
round out his exercise program with
skiing.

In November, he purchased a parka
and began shopping for ski pants and
the other accouterments he'll need
to get started on the slopes. “That’s
a new sensation,” he confesses, “to
go into a clothing store and know
that you'll be able to find something
that will fit and look good. As a re-
sult, I've become sort of a clothes
horse.

For others who are facing a fight
with a fading physique, Richard ad-
vises, “Stick with your diet until you
lose enough weight that you can see
some leérence, That's when you'll
have all the incentive you'll need to
continue losing. It's getting that first
10 or, in my case, 40 pounds off that
encourages you to continue. By that
time,” he added, ‘“‘you will have ?l-
tered your eating habits to the point
that the next major loss won't be sO
hard to achieve. It's worth all the will
power, believe me. I'm never going 10
let the pounds slip up on me again.
There’s too much fun to be h.a(,j,' if
you have the energy to pursue it.



“Don't take an elevator when you
can use the stairs. Don’t walk upstairs
when you can run. Avoid escalators
in airports. Use your leg and back
muscles when you get up from a
chair.”” This is an executive's advice
for staying trim. And, by all appear-
ances, it's working for Mike Baker,
Systems Technology Division Man-
ager.

Mike has made keeping in shape an
integral part of his daily life. “I don’t
set aside so many minutes each day
for exercise, instead | exercise all the
time. When | want to talk to someone,
| don’t call him into my office unless
it is absolutely necessary; | go to him
and feel it's a bonus if | have to run
up the stairs to get there."

In addition to the exercise Mike in-
cludes in his daily routine, he also
plays basketball or baseball whenever
he can. “l prefer basketball because
it is the most strenuous of the organ-
ized sports. | couldn’t follow any for-
mal exercise program, like working
out in a gym or jogging; it would bore
me to death.”

Mike admits that in his late 20s, he
allowed himself to get out of shape.
“My life was out of balance. | was
spending too much time working or
worrying about my work. | would be-
come so mentally exhausted that when
| did have time for myself, it was spent
in front of a television. Realizing that
| was not nearly as effective as | could
be — nor as healthy—| began con-
sciously sorting out the important
things in life from the trivia. My
health, both physical and mental, nat-
urally controlled my effectiveness in
business and my relations with my

Mike Baker
General Manager
Systems |
Technology
Division

family. It was then that | began disci-
plining myself to exercise. That disci-
pline carries over to all other parts of
my life. | believe that | am a much
more effective manager today, for in-
stance, than in the days when my life
was consumed with little more than
work and worry.

“It doesn’t take fantastic effort to
include exercise in daily life — just
some conscious thought. In fact, |
would prefer to eat the foods | like,
and compensate for the extra calories
with increased exercise.”

“| tried everything! Prescription pills
which made me moody and nervous.
| even visited a doctor every day to
take shots which helped me lose
weight. But, as soon as | stopped the
shots, the weight came right back.
Will power is the only thing that has
worked for me."”

That's Archie Bryson talking. And
she knows the subject of weight gain
and loss very well. She is grateful that
her knowledge of loss is expanding—
some 63 pounds worth in the past
year.

“| gained weight with my first child
(she now has three)—and never could
lose it. | added pounds with each
pregnancy until | ballooned up to 200
pounds.

“l finally got to the point where |
didn’t like myself anymore. | faced the
fact that the only way in which |
would lose weight and keep it off was
to cut down calories and change my
eating habits.

“I would still like to lose another
20 pounds and | know that even then
I'll have to watch how and what | eat

Archie Bryson
Assembler
San Rafael

for the rest of my life. But it's worth
it. | can wear mini skirts, pants and
boots . . . things | was ashamed to
wear when | weighed 200 pounds.
The dieting is worth it.”

Edie Beem is a crusader in spread-
ing the message about physical fit-
ness. She has been on both sides of
the fitness fence and knows what a
difference excess pounds and poor
muscle tone can make in your attitude
toward life. She has experienced the
feeling of well-being that comes with
good health and she’ll tell anyone
who'll listen about the benefits of
good diet and exercise.

Four years and 70 pounds ago, she
was tired most of the time, overin-
dulgent with herself when it came to
the gravies and desserts she enjoyed,
apd was handed a prescription for
diet pills when her doctor thought she
was “too lazy" to develop the self-
control which would allow her to lose
weight naturally.

That prescription hit her pride. She
threw it away and, that day, began a
will-power diet that trimmed off 70
pounds in little over a year. But, Edie
didn't stop with diet. She began exer-
cising with a stationary bicycle and
also turned to health foods.

Today, the morning begins with a
workout on her exercylcle, then she
swallows an alphabet of vitamins be-
fore breakfast that consists of nat-
ual foods.

At least three evenings a week she
visits a local gym for some ‘“real”
exercise. Her energy level is astound-
ing. Sleep of 5 to 5%2 hours each night
fully satisfies her; compared to the 9
or more she required when she was
overweight and out of condition.

Her living example of what atten-

Edie Beem

Mask Maker
Central Services—
Semiconductor

tion to physical condition can produce
has lured many of her friends into
gyms or encouraged them to start
long-delayed diets. So great is the
change between the “before” and
“after” Edie Beem that her physician
asks her to counsel other patients who
are having difficulty dieting or staying
with an exercise program.




Lee Sandominick,
Production Worker
Industrial Products
Division

“There was no
good reason why |
gained weight. | had
. an operation and
just let myself go.
| have been carry-
ing more weight than | need for over
four years.

“I finally decided to do something
about it five months ago. | was tired
of being frumpy looking.” Doing some-
thing about it meant losing 42 pounds
for Lee. “One morning | got up and
said ‘this is the day | begin losing
weight, and | did. | developed my own

diet—I count calories and allow myself
1100 each day," she says.

“It takes will power and sometimes
| get a little disappointed in my prog-
ress, but my husband, son and friends
at work have kept me going with their
compliments every time | move down
a dress size.”

“l exercise morning and evening,”
she continued. “In the beginning |
started out with such vigor, but now
| do my 20-25 minutes of exercise
listening to music on the radio or
watching television. It makes it a great
deal easier.”

Lee still hasn't lost all the weight
she hopes to trim off. Her goal: a size
12 dress. And, from the tone of her
voice when she talks about her objec-
tive—she'll make it.

Senior Engineer,
~ South Portland,
Maine

5 Even 10 inches of
" snow on the ground
doesn't stop Andy
Mera, Senior En-
gineer in South
Portland, from his
daily two mile jog
around his neigh-
borhood. “I just put on my snow boots
and plunge out into the cold,” he
states. The weight of the boots adds
an additional handicap to the exercise,
making each step more fruitful,
Andy has been jogging faithfully for
about three years. The only breaks in
his morning pattern came when he
bought a 10-speed bike last year and

he decided riding could replace jog-
ging. “Even though | was riding 20
miles each day to and from work, |
wasn't getting the exercise that two
miles of jogging provides,” he be-
lieves.

Andy admits that he doesn't really
enjoy jogging, but savors the feeling
of physical and mental well-being that
jogging creates. “When | jog regu-
larly,” he explains, “‘my mental outlook
is improved. | don't become irritated
at things that might bother me other-
wise.”

It is knowing the result that pulls
Andy out of bed 15 minutes early each
morning to head out into the still-quiet
world for a two-mile run. This takes
real will power, particularly in the win-
ter, because Andy, a native of Cuba,
states he is still not acclimatized to
the rough Maine winters.

Isabel McLeod
Secretary

Space and Defense
Systems Division

Isabel McLeod'’s
trim figure draws
envious glances
from those among
us who must fight
! to keep the scale
reading an acceptable lighter pound-
age. Isabel attributes the ease with
which she maintains her good physical
status to genetics—*‘I| come from a
family of lightweights”—and exercise.
But, exercise for Isabel doesn’t mean
getting down on the floor for bends
and twists. She thinks exercise is

’ Senjoyable if it's taken in a palatable

-

form—skiing, canoeing, hiking, swim-
ming, golf or softball. A week doesn't
go by that doesn't include some form
of physical sport.

Isabel was a late bloomer in terms
of sports. While most everyone re-
ceives exercise in school through phy-
sical education classes, Isabel was
not allowed to exert herself. An asth-
matic child, she sat on the sidelines
and watched her classmates play the
traditional school games.

At 18, the asthma retreated as mys-
teriously as it had begun, and Isabel
began making up for lost time. Her
interest in sports has paid off in a
great social life, many friends, a trim
figure and, what every woman over
25 covets, an appearance that is
younger than her years.

-----



Keeping in Shape
from the medical point of view

Dr. O. Bruce Dickerson, Fairchild’'s Medical Director,
states that he has witnessed greatly increased concern
about physical fitness in the years he has specialized

in occupational medicine.

Physical fithess became a familiar
term in every vocabulary when Presi-
dent Kennedy stressed its benefit for
the health of American people. Today,
everyone knows that a spreading
waistline after age 30 is not a natural
progression that must be accepted
with grace. Portly physiques at any
age are thought to be detrimental to
health.

You'll note, that | state people
“know” and “believe"” that physical
fitness should be a concern through-
out life. That knowledge doesn't al-
ways display itself in action. There
are many people, like the Fairchild
employees described in this issue of
HORIZONS, who maintain an active
physical fitness program. But, there
are many more who should pay greater
attention to their diet and set aside
a portion of their days to some form
of regular exercise. | am not talking
only about the overweight or terribly
out-of-condition person; diet and ex-
grcise should play an important part
In everyone's life no matter how slen-
der or apparently fit.

Naturally, the first move toward
physical fitness for anyone who is
overweight is to take off the excess
Pounds. Literature is available in each
pf the company’s dispensaries describ-
Ing healthy diets which lead to weight
lqss. Others outline menus which are
aimed at reducing the saturated fat
In the diet. Saturated fat increases the
f:holesterol build-up in the body, which,
In turn, increases the chance of de-

veloping heart and other circulatory
problems,

Exercise, tailored to your age and
physical condition, contributes to emo-
tional as well as physical well-being.
As many of the employees featured in
this issue have stated, the most ob-
vious benefit of good diet and exer-
cise is an improved appearance; but
the most personal benefit of good
physical condition is psychological.
Enjoyable exercise provides relief
from tension and serves as a safe and
natural tranquilizer.

If you have allowed your muscles
to get out of tone, start slow with any
exercise program. Let your body be-
come acquainted with the demands
exercise will make upon it. Gradually
work up to the level of exercise you
determine necessary to maintain your
body and mind in good tone.

Even people who exercise regularly
should include a warm-up to loosen
muscles and a cooling-off period when
they have completed their exercise
whether it is on the tennis courts or
the gym or bedroom floor.

If you're in search of programmed
exercise which can help you achieve
and maintain a good level of fitness,
| suggest investigating the Royal Ca-
nadian Air Force Program, the classes
offered by the YMCA and YWCA, or
some of the jogging-swimming-walk-
ing regimes outlined by doctors in
books available at most libraries.

As | have said, | have recognized
a marked degree of increase in con-
cern about physical fitness during the
period | have been in medical prac-
tice. I've also seen some results. Ev-
eryone would realize that the efforts

Dr. O. Bruce Dickerson

are worth the result if they could ex-
perience the peak of their physical
and mental health through a perfectly
conditioned body. The benefits are
great: life will be more enjoyable,
work can be performed with greater
ease, and periods of stress can be
met with less tension.

A weight consistent with your body
build, programmed exercise and reg-
ular physical check-ups can lead to
the physical and emotional state which
allows you to live life with vigor.
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hat phrase is heard more and more

frequently in homes throughout
the world as employees of multi-loca-
tion companies accept new assign-
ments at different geographic plants.
Established managers and those who
would like to climb higher on the
organizational ladder accept the prof-
fered transfers for a number of rea-
sons. If the transfer represents a
promotion, the motive is obvious. If
it's a lateral move, it may offer the
employee a chance to broaden his
experience in his field, to gain expo-
sure to an entirely new set of business
problems, or may take him and his
family to a new and desirable part of
the world.

You'll note that we use the mascu-
line pronoun when referring to the
transferred family. Though employers
will agree that their female managers
and professionals have talents equal
to those of the male workforce, wives
are traditionally negative to geograph-
ic transfers as it means their husbands
would have to seek employment in the
new area. Obviously, our society is not
quite ready for this. Single women, on
the other hand, view a corporate trans-
fer in much the same manner as their
male counterparts in business.

Fairchild realizes that employee
transfers are not without trauma, and
attempts to make the transition from
one state or one country to another as
painless as possible. The packing and
physical move of household goods is
arranged by company representatives
through a moving company with a
reputation for responsibility. The em-
ployee and his family are allowed to
select, within limits, the means of
transportation from one plant location
to the city of the new assignment, and
the extra expenses usual in the first
weeks in any new locale are picked
up until the family is settled in perma-
nent quarters.

In investigating employee transfers,
we found that there is no such thing
as a typical transfer. The individuality
of employees and members of their
families makes every move unique.
Each employee accepts a transfer for
his or her own reasons and each mem-
ber of the transferring family adjusts
to the move in their own way.
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Daddy's
Being
Transterred

Since we can't chronicle the story
of every employee who has moved
across the country or across the world
to accept a new assignment with Fair-
child, we've selected two recently
transferred families and have asked
their observations on the contem-
porary phenomena —the corporate
transfer.

Eight moves in eight years
and the Zucker family was
able to face another with ¢
spirit of adventure.

The demands that have been made
on John and Elizabeth Zucker and
their two young children in order to
further John's career would tax most
families to the limit, but they have
weathered the multi-moves smiling.

Fairchild is responsible for the
Zuckers' latest pair of cross-country
journeys. John and Fairchild met while
he was employed in West Lafayette,
Indiana. After an interview with Fair-
child representatives and a discussion
with his wife, he accepted the com-
pany's offer of employment as a Sen-
ior Product Marketing Engineer. Nat-
urally, a move followed—from Indiana
to the Semiconductor Group Head-
quarters in Mountain View. “‘Fairchild’s
smooth system of servicing transfer-
ring families helped make the move
easy,"” John reveals. “We were con-
tacted to find our choice of moving
company and Fairchild took it from
there. A van arrived at the appointed
time, our household belongings were
carefully packed and loaded aboard
the truck and on their way to Cali-
fornia. We would not have had to lift a
finger if we didn't want to.”

As soon as the van pulled away, the
Zuckers were settled in their car for
a leisurely trip across country. “Fair-
child gave us the option to fly,"” John
states, "but because we had some
time before | was to report to work,
we decided to see some of the coun-
try.”

The trip gave the Zuckers their first
visit to Yellowstone Park and the
Grand Tetons. “Because of my fre-
quent transfers,” John relates, “my
children have seen much more of the
country than most children their ages.”

Their furnishings had arrived before
them in the Bay Area and were stored,
at company expense, in a warehouse
in San Jose. On arrival in Mounta.in
View, there were motel rooms await-
ing them, where they stayed for a
few days until one of the apartments
the company maintains for transferred
employees was available. They were to
live in the furnished company apart-
ment for six weeks until they found a




home they wished to purchase and
made the necessary arrangements to
move into it.

“We were given an orientation to the
Bay Area through a service that Fair-
child provides to employees who are
new to the area. With this orientation
and some scouting on our own, we
quickly settled on the area in which
we wanted to live.”

As might be expected, the Zuckers
have home-hunting in a new area down
to a virtual science. “First,"” John re-
veals, “you can't expect to know an
area if you don't get out and investi-
gate. In our first few days in a new
part of the country we spend almost
every spare minute driving and walk-
ing everywhere we can.

In selecting a new home, the Zuck-
ers first determine the neighborhoods
that are within their price range, next
they eliminate all except those that
are within comfortable commute of
John's office, then they check on the
quality of schools within each of the
acceptable neighborhoods. It is only
at that time that they begin looking
at individual homes. Once they find a
house they like, they knock on the
doors of neighboring houses to talk
with the residents. “You'd be amazed
what you find out about a neighbor-
hood this way—neighbors will tell you
about poor garbage collection, heavy
traffic. . . . Talking with prospective
neighbors has discouraged us from
several homes.”

Once the Zuckers have found the
home that meets their lengthy check-
list, they buy and move in.

: For the less mobile among us, mov-
ing into a new home represents

stretched-out unpacking. But not for
Elizabeth Zucker. She has unpacking
down to a two-day chore. “We're to-
tally settled in that time,” John states,
“and we're inviting neighbors in to get
acquainted.”

This is another point that helps the
Zuckers survive the trauma of transfer
—they enjoy becoming acquainted with
people and are not hesitant about ex-
tending invitations to their new neigh-
bors.

The Zuckers were settled in their
home in Sunnyvale for all of two months
when John came home to announce
that Fairchild had a great job opportun-
ity for him as a Field Sales Engineer . ..
in New Hampshire. If Elizabeth Zucker
felt like fainting when John announced
his news, she hid her emotions totally,
listened quietly and began making a
mental list of the things involved in
putting their home up for sale and
preparing for another cross-country
move.

The Zuckers' careful house-hunting
held them in good stead. Their Sunny-
vale house sold in three days. The
moving van arrived. This time they
boarded a plane for the trip to New
Hampshire with a stop-over in Penn-
sylvania to allow Elizabeth and the
children to visit family while John
found an apartment in New Hamp-
shire.

Because the Zuckers are skiers,
they purchased a home in Vermont
close to the slopes and maintain an
apartment in New Hampshire close
to John's clients. It's a new life style;
a new adventure for a family that has
learned to get the most out of a trans-
fer.

Behind every transfer of employees and their fam-
ilies is a well-ordered system designed to relieve
as much of the anxiety of the move as possible.
Fairchild’s transfer counsel is Jan Alves, a member
of the Semiconductor Group Industrial Relations staff.
It is Jan who makes contact with the employee im-
mediately after the decision to transfer is made in
order to explain to the family the numerous company-
provided programs which are aimed at easing the move.
—_— Jan will arrange for a professional moving company
to handle the packing and transporting of the family’s household goods. She

will make plane and hotel reservations or arrange for temporary residence ?n
one of the company apartments if the move is to Mountain View. She’ll explain
the company's policy of reimbursement of added expense the family may incur

In its first weeks in a new area.

Barrie Henderson candidly
admits that the readjustment
to home presented more diffi-
culties than the adjustment to
an assignment in Hong Kong.

The Hendersons returned to the
United States in October after three
years in Hong Kong to find housing
prices in the Bay Area had risen rap-
idly in their absence and that Califor-
nia social life is much more casual
than remembered.

It could be supposed that the Hen-
dersons would enjoy Hong Kong as
Barrie had accepted several stateside
transfers to get into condition for a
move to the Far East whenever there
was a spot available for him.

Barrie joined Fairchild as a General
Accounting Supervisor in Mountain
View more than six years ago. He re-
mained in that assignment for 1%
years and then was transferred to
South Portland, Maine, as Cost Ac-
counting Manager for that facility.
“When the South Portland job opened,
| saw it as an opportunity to move
into cost accounting,” Barrie remem-
bers. But, that assignment was short-
lived. Ten months later, he and his
family were on their way to San Rafael,
California, where Barrie was to be-
come Plant Controller for the Fairchild
facility in that city.

Barrie held that assignment for a
full six months before accepting an-
other transfer, this time as Manager
of Financial Accounting in Mountain
View. Even though this move covered
only 60 miles, household belongings
still had to be packed, housing found,
and a new job had to be learned.

Barrie was Manager of Financial Ac-
counting for little more than three
months when the transfer he coveted
was offered—Controller for the Fair-
child plant in Hong Kong.

“] was very anxious to get an inter-
national assignment,” Barrie reveals,
“because of the broad exposure to
finance it would offer. As a member
of the accounting staff at the corpo-
rate headquarters, you usually deal
with a very specialized area of finance.
As a domestic plant controller, you
receive a somewhat broader view. As
a controller at one of the company’s
off-shore locations you gain the most
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diversified financial experience be-
cause you deal with bankers, tax agents
and other government authorities in
addition to the usual domestic ac-
counting functions. Besides, an inter-
national assignment gives you the op-
portunity to get to know another part
of the world.”

The Henderson family was ready for
their flight to Hong Kong within four
weeks after Barrie accepted the as-
signment, their arms still aching from
the numerous shots they received to
make the journey. Although fore-
warned of the housing shortage in
Hong Kong, the Hendersons weren’t
totally prepared for the realities of the
situation. Barrie and Lillian; Lea, then
age five; and Jayce, age six months,
were to remain in hotel rooms and
other temporary quarters for five
months before they could find a
permanent apartment. “It sounds
much worse than it really was," Bar-
rie admits. “We were immediately
swept up into the active social life of
Hong Kong and really spent very few
evenings in our hotel rooms. The prob-
lems of caring for a young baby in
such close quarters were partly com-
pensated by the excitement of the city
and the delightful people we met every
day. Little Lea Henderson became a
very independent young lady during
her first few weeks in Hong Kong.
Each morning she took the ferry from
Kowloon across the Harbor to attend
classes at the International School on
the island of Hong Kong. “In the be-
ginning it was difficult to say goodbye
to her at the ferry,” Barrie states. She
was so small and didn’t know the ways
of the city. | was afraid that she would
get lost. But she adjusted to her new
home very quickly and soon all fears
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The Hendersons: Barrie; his wife, Lillian; and their daughters, Lea and Jayce.

about her ability to find her way around
were soothed.”

The Hendersons finally settled in
a permanent home—a huge apartment
with a magnificent view of Hong Kong
harbor—only after another Fairchild
expatriate was transferred to Okinawa.
“Apartments were so scarce in Hong
Kong—and homes are virtually non-
existent —that they were literally
passed from friend to friend or com-
pany to company. At that time | don’t
know how you would have broken into
the chain if you didn't know someone
who was planning to leave Hong
Kong."

For a quick rundown of the differ-
ences in life between Hong Kong and
the United States, Barrie cites:

Shopping: “You can find almost
anything you wish to purchase in Hong
Kong. There are so many foreigners
in the city that merchants stock food,
clothing and other items that meet
almost every nationalistic taste. How-
ever, the wives have to do a lot of
hunting to line up sources of such
things.

“Grocery shopping is much more
of an adventure than in the United
States. In fact, it became a family
outing. We would visit the open ba-
zaars in villages outside the city to
buy our food. There are a few super-
markets in Hong Kong, but the prices
are prohibitive."”

Social life: “Life is much more
socially oriented. Many of our friends
were expatriates who were on short-
term assignments in Hong Kong and
we tended to socialize more frequently
than is usual in the U.S. There were
parties for every holiday. In fact, we
thought that Christmas might be diffi-
cult away from home, but found that

we were carried away by the events
that surround the holidays and never
felt any pangs of loneliness for home.

Getting around: “Hong Kong is
much more crowded than most Ameri-
can cities and at peak rush hours it
is difficult to make your way on foot
down the streets. The crowding makes
the use of most public facilities al-
most impossible. In spite of the nu-
merous beaches on Hong Kong Island
and Kowloon, you can rarely find a
space to sit in the sun on a warm day.
| was able to purchase a boat with
another Fairchild employee and, in
this way, we enjoyed the Hong Kong
waterways and avoided the crowds.

“We rarely drove our car in the city
as walking was generally quicker and
safer, and taxis more convenient.”

Though the Hendersons thoroughly
enjoyed their assignment in Hong
Kong, they were anxious to return
home when Barrie received a job offer
as Manager of Financial Planning and
Reporting in Mountain View. “We had
a great deal more to pack for the
journey home than we came with. Like
almost every other visitor to the city,
we had accumulated many pieces of
fine, hand-made furniture for which
the city is noted.”

Barrie was ready to return to Moun-
tain View because, “Although the Hong
Kong assignment did broaden my ex-
perience in finance, after too long a
period away from the domestic oper-
ations you lose touch with the devel-
opments in finance from a corporate
point of view."

On their return to Mountain View,
the Hendersons were housed in one
of the apartments the company main-
tains for transferring employees while
they conducted their search for a
permanent home. “That was a shock,”
Barrie admits. “You tend to believe
that things at home will remain un-
changed while you're abroad. They
didn’t. Real estate prices were up
considerably. Once the Hendersons
adjusted to the realities of the cost
of California real estate, they pur-
chased a home in Saratoga where they
hope to remain for three or more
years.

After that, if another international
transfer is offered, it would be con-
sidered . . . seriously.
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KUNG HEY FAT CHOY

round the world, the new year is

brought in with parties, merriment
and resolutions almost as if without
the festivity and tradition the vyear
wouldn't turn. But, nowhere does the
new year receive the greeting that it
is granted in Hong Kong, Singapore,

Taiwan and other parts of the world
which follow the Chinese calendar.

In Chinese communities, January 1
is acknowledged with little more than
a turn of a calendar page. February 3,
1973, the first day of the Year of the
Ox, however, will arrive accompanied
by the sound of gongs and drums.

The festivity and tradition which
surrounds the two-day Chinese holiday
is aimed at setting the new year off
to the best possible start.

S. K. Sze of Fairchild Semicon-
ductor Ltd. in Hong Kong gave us
some insight into the Chinese New
Year traditions and their symbolism.
He explains that the Chinese New
Year is the longest public holiday on
the calendar. It begins with half day
holiday from work on Chinese New
Year's Eve. The half day preceding
the holiday is essential to allow the
elaborate preparations that must be
made for the New Year.

On New Year's Day, performers in
the Dragon Dance and Lion Dance
snake through the streets to the ac-
companiment of gongs and drums
which represent happiness and har-
mony. Traditionally, the popping of

firecrackers added to general revelry,
but, 8. K. Sze explains that firecrack-
ers have been eliminated from the
New Year's festival since 1967 because
of the safety hazard they represent.

New Year's Day is also the time for
Chinese people to visit the temple to
worship Wong Tai Sin, the God that
always bestows whatever is requested.
Most Chinese families also conduct a
round of visits to relatives, friends, and
employers as a sign of respect. The
host, in return, will serve tea and
homemade seasonal cakes. The cakes
are believed to give more earning
power to men and help children to
become taller.

When people meet each other on
New Year's they always offer the
greeting “Kung Hey Fat Choy"—*“|
wish you a good fortune.”

S. K. Sze reveals that Chinese New
Year is a profitable time for the chil-
dren because they receive lucky mon-
ey from their elders. The money is
wrapped in red paper, a symbol of
good luck and health. On the con-
trary, Sze explains, it is a rather costly
time for married people because they
are eligible only to give and not to
receive. Most Fairchild employees in
Chinese communities will spend the
New Year's holiday with their families,
either paying visits or receiving vis-
itors in their homes.

Many employees at the Fairchild
plants in Northern California will join
in the Chinese New Year celebrations
in San Francisco’'s Chinatown. The
city's streets will be choked with vis-
itors attempting to witness the activi-
ties which make up the New Year's
Festival which begins with a huge
parade on February 10.

The streets of Chinatown saw simi-
lar crowds on December 31-January
1 when revelers brought in the New
Year of the Gregorian calendar. Horns
blew, confetti flew, and shouts of the
Happy New Year made the start of
1973 official in San Francisco’s cos-
mopolitan Chinatown where the best
New Year's traditions of the East and
West are observed with equal measure.
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NATIONAL GEOGRAPHIC Features Navajos and Fairchild

airchild and its people and plant in Shiprock,
F New Mexico, are featured in the December
1972 issue of NATIONAL GEOGRAPHIC. In a
lengthy article, titled Navajoland, the writer de-
scribes the Navajo reservation, life, crafts and
culture and some of the contemporary solutions
to the economic problems that plague the Indian
tribe.

“In the new spirit of controlling their own des-
tiny, the Navajos are taking bold steps to solve
the problem for themselves. The tribe’'s most
successful economic project is Fairchild Semi-
conductor's big electronics plant at Shiprock.
- . . Only 24 employees are non-Indian and 30 of
34 supervisors are Navajo.” (The plant employs
almost 700 people.)

The article continues to tell about the initial
problems in establishing a sophisticated assem-
bly plant in a culture that had not been previously
exposed to industry. Paul Driscoll, Plant Manager,
is quoted describing the way in which Fairchild

adjusted to Navajo life and language instead of
superimposing “white man’'s” rule on the Indians.
As a result, he stated, turnover in the employee
population is less than one percent. “The plant
assembles the most sophisticated devices known
in our industry,” Driscoll states. “This demon-
strates the confidence our top management has
placed in our Navajo employees."

The article continued, “Fairchild’s 4% million-
dollar annual payroll has made Shiprock boom.
It has also created a housing shortage. To meet
it, a five-million-dollar project is blossoming near
the plant (see HORIZONS November-December)
—streets of neat modern homes, 214 houses and
41 apartments—the largest such development on
a reservation. Fairchild put up $100,000 and acted
as a catalyst to form a nonprofit corporation with
various federal agencies. In recognition of Fair-
child President C. Lester Hogan's role in the
project, Navajo humorists have dubbed the
houses ‘Hogan's hogans'.”
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On the cover...

photograph taken by Phil Haas,

Assistant Treasurer, Corporate,
Mountain View took Best of Show and
first place in the people category
in the 1974 HORIZONS photo contest.
The original is a color print, so a bit
of imagination is required to visualize
it in its full glory.

Other photographs which claimed
prizes or honorable mention in the
contest are shown on pages 11 and 12.

Obviously the winners in the contest
were the result of thought and
planning on the part of the employee-
photographers. Excellent photographs,
much like any other accomplishment,
take some strategizing. And that—
planning and strategy—is the theme of
this month's issue.

Fairchild's salespersons manage
their time as though it is their greatest
asset—because it is. See this and the
following page.

—Space and Defense prepares its
products for almost anything. Pages
three and four.

—Products that will appear on the
market well into the future will result
from planning that is being conducted

at Fairchild today. Pages five and
Six.

—Having a wel| developed plan in
mind has helped or is helping some
employees to realize some sought
after objectives, Pages six to eight.
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Making Every
Minute Count

Time, the salesperson’s
greatest asset, is planned
and managed to get the
most from every work day

He sits in the lobby of a major
customer facility looking across
the narrow expanse that separates two
rows of visitors’ chairs and directly
into the eyes of one of his competitors.

Scenes similar to this are repeated
at Fairchild customers’ facilities
throughout the world almost every
working day. The Fairchild sales-
person—and the competition—are
waiting to see the customer repre-
sentative who can influence the
purchase of semiconductor products.

This salesperson is Phil Lulewicz,
who works out of Fairchild's Santa
Clara, California, office. Phil can't be
categorized as a typical field sales-
person, because there is no pat set
of characteristics that describe mem-
bers of Fairchild’s sales force.
However, Phil represents all Fairchild
salespersons when he makes the
rounds of his key customers.

Vital to Phil's job, in addition to
product knowledge and a pleasant
personalily, are a car and a small
black notebook. Salespersons like Phil,
who are responsible for a number of
accounts, often can measure their
accomplishments by the number of
times they climb in and out of the car
each day, or simply by the jottings in
their notebooks. “Time," Phil says, “is
the greatest asset a salesperson has.
The more people you can see in a day,
the greater your chances of getting
whatever orders are out there."

Phil carefully logs every promise
he's made and every appointment he’s
set. He refers to his little black book
just before he enters a customer's
facility. He quickly checks all notations
he has made about that company—
follow-up that's needed, promises
made that have yet to be fulfilled, new
names added to his list of key people
who influence where a company’s
future orders for semiconductor
devices will go . . .

A promised catalog comes out of
the trunk and Phil walks briskly into
the lobby. On this day, he is calling on

an engineer to discuss a Fairchild
product that fits into one of the cus-
tomer's new product designs. Being
“designed in" is a semiconductor
salesperson’s greatest ambition.

“If you can get a Fairchild product
into the initial design for a product,
half the sales battle is won,” Phil says.
“It is your product that will be
requested each time the product goes
into manufacture. The other half of the
battle is to deliver the product in
quantity, quality, and at the time and
price the customer demands. If you
can't, someone else will. You never
forget that this is a highly competitive
business because a competitor's sales
representative is there almost every
time you cross a customer’s lobby.”

At his next stop, Phil calls on a
purchasing agent, the individual who
handles the placement of component
orders in most medium and large
companies. “Here,"” Phil says, “is
where a company's reputation comes
in. If you have had difficulty with
quality or delivery in the past, that is
going to be factored into every de-
cision this buyer will make regarding
placement of future orders. Even after
a long, successful relationship, a
single delayed delivery remains in the
customer's mind long after all thoughts
of hundreds of on-time, quality, cost
competitive products have faded.

“Fairchild’s attempts to respond to
the needs of all customers during the
past year when orders were so greatly
backlogged is often paying off during
this slow economic period. Though
the temptation to take only the large
and most profitable orders was great
when the demand for devices out-
stripped supply, Fairchild continued
to concentrate on smaller customers
as well as the so-called major
accounts. That service is remembered
by many small customers.”

The typical moming moves quickly.
Phil visits four customers before
heading back to the office to check on
phone messages. “| really begrudge
my time in the office because |
shouldn't spend more than three or
four hours a week at the desk during
normal work hours. You can become
glued to that chair. One phone cq"
leads to another. You get on the line
to the factory. A job you believed
would take an hour stretches into two.
All the while your most valued com-
modity—time—is slipping away.



Phil (right) with Gary Voget discussing
some of Microtest Systems’ latest proj-
ects.

“For a salesperson to get the most
out of every work day demands the
complete support of the people at the
plant. We don’t have the answers,”
Phil says, “we can only attempt to get
the answers from the factory. The
faster we can obtain those answers,
the more time we can spend in the
field. Fairchild people in marketing,
production control and customer
service are generally very responsive
to the needs of the sales force. The
urgency with which requests from
sales personnel are handled, | be-
lieve, has a direct relationship to the
share of market a company realizes.”

It's lunch time. But that doesn’t
necessarily mean a respite from the
sales job. Phil often lunches with a
customer to talk about potential orders
or current problems. Today’s com-
panion is Gary Voget, Fairchild-
salesman-turned-Fairchild-customer.
Gary was a member of the Fairchild
semiconductor sales force for more
than two years before going into
business for himself. As founder and
president of Microtest Systems, a
company that tests semiconductor
devices for some of the San Fran-
cisco Bay Area's major users and
builds environmental test chambers,
Gary is also a customer of Fairchild’s
Systems Technology Division. “With
all the exposure to small- and medium-
sized accounts | had as a Fairchild
salesman,” Gary says, ‘| had very
little idea of what the world looked
like from the customer's viewpoint.”

Next on the schedule is a company
in which Phil has had an up-hill battle
to establish Fairchild as a prime
vendor.

“The purchasing agent,” he says,
“had a poor experience with Fairchild
on a delivery a number of years ago.
Fairchild tries harder than anyone to
serve its customers, but one slip can

Phil reviews some product bids with
Wayne Evans, components buyer for
Memorex Corporation.

haunt you for years.”

The meeting goes well. In the usually
unseen side of sales, Phil, the
purchasing agent and one of the
company’s expediters carefully check
rows of order numbers noting the
status of each. Phil has done his home-
work and leaves the customer’s facility
with a purchase contract for devices
which will represent orders of more
than $300,000 over the next year.
“That is real proof that we have
re-established ourselves with that
company,'” Phil says.

It's on to another major customer to
confront a problem about product
specifications. That resolved favorably,
there's time for another stop which
yields several orders. “We have a
great deal of leverage with our
customers because of our broad
product line. We offer almost one-stop
shopping.”

Phil's final call is a long-shot. He
knows this customer is encountering
difficulty with a competitor's products.
If the samples in his briefcase can
overcome the problem, there's a good
chance that another Fairchild product
line will find its way into this com-
pany’'s peripheral systems. (At the time
Horizons went to press, this company
had begun ordering Fairchild photo
transistors.)

Traffic is heavy on the freeway as
Phil joins the stream of cars heading
toward home. But, Phil's destination is
not home, it's the office. There, in the
hour or so after the phones have
quieted, he reviews all the notes he
has collected, establishing appoint-
ment schedules for the days ahead
and a long list of questions for which
he must seek answers. He classifies
the past 11 hours as a ‘‘good day."”
There are no in-between days for
Fairchild salespeople. “You either get
the orders or you don't.”

Planning
For Almost
Everything

Space and Defense
goes to shocking
lengths to test

its products

When a Space and Defense Systems
Division project engineer delivers
a new aerial camera to the environ-
mental testing laboratory, it is with
reluctance that he or she relinquishes
the precious prototype into the eager
hands of the lab crew. For good
reason. That carefully designed and
constructed camera is about to be
“shocked.”

The staff of the Environmental Test
Center, managed by Marvin Rosen-
berg, is less than affectionately
known as Marvin's Marauders by the
engineers and designers at that
Division. Members of the lab have
earned that title as the result of the
countless hours of abuse they have
inflicted on cameras and related
products.

You want to know if that new
camera design can withstand freezing
temperatures while attached to the
underbelly of an aircraft travelling
500 mph? Ask Marvin. He won’t
speculate on the answer. He and his
staff will simulate the environment and
subject the camera to the maximum
stress this set of conditions can inflict.
Then, the laboratory crew will put the
camera into operation expecting it to
perform to its specified level. Usually,
it will. The Space and Defense Systems
Division has more than 50 years of
experience in the design and
construction of cameras that are
expected to operate in the most
hostile of environments and this
experience can thwart even the most
ghoulish acts performed by the
environmental test crew.

In defense of his actions and those
of the members of his staff, Marv
states, “We never put the cameras to
any more punishment than they will
be expected to endure performing

(continued)




their assignments in aerial mapping
and reconnaissance applications.”

On those assignments, however, the
cameras may encounter everything
from severe vibration, extreme shocks
at take-off and landing, radical
temperatures, and in the case of
cameras used in space study projects,
an environment without air.

But no conceivable conditions are
out of the realm of re-creation by the
especially constructed instruments of
torture maintained in the environ-
mental lab. There are vacuum
chambers that can cool or bake a
product from -300° to +300°F; a
vibration laboratory with its computer
controlled machines that can shake
loose any screw, bolt or component
that is not absolutely secure; and an
enclosed centrifuge the size of a
backyard swimming pool whose sole
purpose is to spin Space and Defense
Systems products at dizzying speeds
while the lab crew watches the inside
action by means of closed circuit
television. For a double dose of stress,
the lab operates a temperature/
vibration chamber that can freeze or
roast a product all the while it bounces
to the programmed rhythm of the
vibration equipment.

“In developing a test program for
any product,” Marv says, “we tailor
the tests to the situation in which the
camera will be used. A test schedule
might include limited exposure to
humidity, temperature and physical
shock if the equipment will operate in
a comparatively unstressful environ-
ment or it may stretch to the lengthy
test program developed for the
cameras used in the Apollo mission.
For that project, we built a chamber
which duplicated the environment 300
miles into outer space. We operated
the cameras in this environment 24
hours a day, seven days a week, for
more than one month. The cameras,
which were among the most important
equipment in the Apollo space study,
could not fail. We subjected them to
every stress they would encounter in
actual performance. We used a
step-by-step procedure which simu-
lated actual operation aboard the
Space craft. If ever a knob or dial was
operated out of sequence, we stopped
the testing and began again. Each
step in the lengthy check-out process
on the Apollo camera was carefully
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documented, resulting in approxi-
mately 160 pages of computer-
generated test data which was
delivered to the Cape with each of
the cameras.

“There's a perfect test schedule
somewhere between shaking out all of
the possible failures and actually
damaging the equipment by subjecting
it to stresses beyond what it would
ever encounter in operation,"” Marv
says. “Under many contracts, the
customer has determined the test
needs and we carry out the
instructions to the letter. At other
times we are asked, supplied with
knowledge of the ultimate use of the
product, to develop a reasonable test
program which will ensure product
reliability without straining the equip-

ment beyond its expectations.”

Developing a recent environmental
check-out plan for an analog-to-digital
converter to be used aboard U.S. Navy
planes, it was determined that more
than 400 hours of temperature and
vibration tests would be required to
assure that the converter would
reliably perform to specifications in
the environment of the aircraft,

“Our job,” Marv says, “is to make
the product more reliable; to shake
out all the possible failures while the
product is still in the lab.”

The Space and Defense Systems
engineers and designers know what
the lab’s job is, but that does not
ease their reluctance in handing over
their precious products to the brutality
of the Environmental Lab's tests.

Marvin Rosenberg, leader of Marvin's Marauders, by one of the carefully con-
structed torture chambers used to test Space and Defense products. The ovens
shown are used for temperature-humidity trials.

A room-size vibration machine shakes
down products before they are deliv-
ered to the customer.

Much of the equipment used in the
Environmental Lab is con?rolled by
computer for maximum eﬂjcnency. The
sophisticated testing facility was cap-

able of preparing a camera system for

the Apollo mission.



Product
Projections

tomorrow’s products
take shape today
in Fairchild’s plans

A microprocessor will be a key

element in a system that will be
pressed into service in over-the-
counter food service establishments,
in department stores and at super-
market counters.

This electronic wizard will be
capable of reading the price of an
item, entering it in a cash register,
totalling the entire purchase including
tax, presenting the purchaser with a
receipt and, at the same time, logging
the sale in the store's accounting
system and adjusting inventory
records. All this capability will be
available to retailers and others who
can use its benefits for approximately
$50 a unit.

When microprocessor systems begin
appearing on sales counters in large
numbers, Fairchild semiconductors
will be there. Fairchild products will
also be in new generation computers
which are still on the drawing boards,

in new applications in automobiles, in
digital watches. .. Fairchild will be
ready with semiconductor devices to
fill the needs of new and changing
electronics systems and other prod-
ucts because of planning that occurred
one, two, three, four and more years
before these products appeared on
the market.

Fairchild’s semiconductor market-
ing managers, who are responsible
for this planning, spend a good deal of
time looking into the future. In
discussions with key customers,
they're interested not only in today's
order, but they want to know where the
customer is headed. What's surfacing
in the R&D lab? What new demands
will be made on semiconductors?
Will tomorrow's devices be required to
be faster, capable of storing more
information, smaller, more complex?

“Our key customers are very candid
about discussing their product plans
with us,"” Lowell Turritf, Digital Products
Division marketing manager, says.
“This relationship stems from our
mutual dependence. Major projects
that they have in the concept stage
usually rely on the availability of
devices with specific performance
characteristics to bring those concepts
into operating hardware.”

“MOS products,” Elvet Moore,
marketing manager for that division,
says, ‘‘require a different strategy
than planning for other lines. Ours is a

Elvet Moore

Ralph Miller Frank Haneman

Ray Gouldsberry

Lee Schank

Above, IPD projectors take shape in cardboard models years before they will

appear on the market.
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new technology and much of our
future product line will depend on how
fast and in what direction we move
that technology. We want to develop
a broad line of standard MOS products
that serve potentially large markets.
The microprocessor market is a
perfect example of this approach.
Only a few types of chips will be
required for microprocessors capable
of serving many different functions."
There are numerous opportunities
available to us,” Ray Gouldsberry,
marketing manager for Transistor
Division, says, “but under close
scrutiny we can narrow those oppor-
tunities down to a relatively few that
contain the potential we're seeking.
We're after large markets which will
demand volume production of
standard products.”

“Information,” Ralph Miller, Opto-
electronics marketing manager, says,
“is the fuel that feeds our planning.
Everyone in a position to understand
and interpret market movement, from
Dr. Hogan and Wilf Corrigan, to the
newest field salesperson is a source of
feedback that helps to bring our
fulure product plans into closer
focus.”

“There are two forces creating new
markets for semiconductors,”
Gouldsberry says. “Improving and new
technology on one hand makes
possible new products, and the ability
of semiconductors to reduce the cost
of electronic systems continually
opens entire new applications for
devices.”

Industry and economic forecasts,
new areas that will be developed,
technological trends, identified
customer needs, expected cost reduc-
tions come together in shaping five-
year product plans. Overriding all of
this information is the general direction
each of the divisions has charted
for itself. Knowing that it is impossible
to be all things to all possible
customers, each of the divisions maps
out a course that is designed to lead
it in the most rewarding direction.

“Looking back,” Turriff says, “over
the recent history, we realize that many
of the industry's long-range forecasts
for growth were conservative. Market
growth over the past several years has
surpassed even the greatest
expectations.”

Yet, even with this history, product
planners tend to be skeptical about
the future for any market or product.
“You continue to question,”
Gouldsberry says, “and if there is
a soft spot in any of your forecasts,
you'll uncover it if you confront it
with the right questions.”

“You can’t think in confining terms,"
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Turriff says, “if you are to benefit
from the opportunities that are avail-
able to us. | always think of the guy
who, in 1909, thought it was time to
close the U.S. Patent Office because
everything had already been invented.
You only have to look at the new
markets for semiconductors that have
opened up in recent years—automotive,
the hand-held calculator, digital
watches, and even new areas within
the television industry—to remind
yourself that opportunities that lie
ahead are just as great as those that
have occurred in the past. Product
planning,” he says, “requires imagi-
nation and optimism tempered by all
the information you can obtain.”

The job of planning for the Federal
Systems Group is far different than
that of Semiconductor product
planners. Though both organizations
use the same basic information on
economic forecasts and market
analysis supplied by the Market
Research and Planning Department,
Frank Haneman, director of planning
for Federal Systems, must analyze
the direction of diversified products
and engineering capabilities that are
aimed at equally diversified markets.
He relies on information obtained
from the Division's marketing staff and
international sales agents in plotting
the future for some of the Group's
large systems which are usually sold
fo government agencies. “We do not
have what could be called a standard
product line. We receive repeat orders
on some of our camera systems, but
for the most part we work on large
custom projects. Much of our work
comes from U.S. and foreign govern-
ments. Many of the projects we
eventually receive are in the planning
stage years in advance of the time
proposals are solicited, so we depend
heavily on our marketing and sales
people for information on what gov-
ermnment agencies are considering in
areas that could directly affect our
business. Usually long before requests
for bid on the projects have been
sent out, we have already analyzed
whether or not we would be interested
in the project. Balancing the prob-
lems we can identify against the
benefits the contract offers, we decide
in advance if we're interested.”

A great boost in long-range planning
for some areas of the Federal Systems
Group is Fairchild's reputation in
its markets. Thoughts of aerial
camera and related systems and
ngrchild are synonomous in the
minds of most of the people through-
out the world who would influence
the purchase of such equipment,

Entry into new markets, such as the
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potential applications for the
miniature television camera which
uses CCD technology, has prompted
Frank and other Group planners to
begin looking to other sources for
information which will help to
determine the size and scope of the
market for these products.

“We believed, for instance, that
there is a growing requirement for
security and surveillance systems in
industry and commercial applications
as a result of inquiries we have
received on our capabilities in this
area. Market surveys conducted by the
Market Research and Planning
Department helped to confirm the
trend we were seeing."

In the Industrial Products Division,
the Fairchild line of audio-visual
products is not only planned years in
advance, marketing and division
management knows what the division's
a/v products will look like at least
two years before they go on the
markel. Lee Schank, operations
manager, explains that the product
development cycle for IPD’s rear
screen projectors is usually three
years from design to appearance on
the market. “This division can usually
depend on its well developed
knowledge of its markets in product
planning for its audio-visual and air-
craft products. By keeping an eye
on our competition and through
customer surveys we can define what
will be demanded in the next
generation of products or in entirely
new models. For audio-visual products,
the usual market life is five to seven
years from introduction to retirement,”
he says. “Of course, there are new
model overlaps during that time.

We must continue to refine and
improve our products to maintain
visibility with our customers. In
systems designed for the aircraft
industry, the product planning
approach is a little different. Here
we have a well defined body of
customers. Communication of chang-
ing need is almost instantaneous.

If an airline is looking for a new kind
of tape recording/announcement
system or requires a special weight
and balance system, we know about it
immediately. Whether we'll design
and build the system that's needed
depends on the results of surveys to
determine what other applications it
would have and if it would be
economically reasonable for us to
devote the amount of engineering and
manufacturing time it would require."

To be there with the right products
at the time when the market is ready
for them, keeps Fairchild's product
Planners looking into the future,

Personal
Planning

personal strategies center
around retirement,
education and

home building

So you've made plans for your
education, your career, your
children and their educations. You can
finally relax. Right? No, there's still
one very important plan that must be
created. Your plan for retirement.

“Don't let age 60 or 65 come as a
shock,” Ed and Marge Walewski of
the Space and Defense Systems
Division, advise. “Fulfilling and re-
warding retirement years are going
lo require some planning.” A material
controller at SDS, Ed has 24 years of
service with Fairchild. Marge, an
engineering aide, has passed her 15th
anniversary with the company. At the
end of their lengthy employment, they
intend to find second careers as
satisfied retirees. They'll help to make
retirement rewarding, they believe,
with well mapped-out plans.

Still more than 10 years from the
usual retirement date, the Walews}us
are already putting their finances in-
order and deciding what they'll do with
their leisure time after they give up
the world of work. 7

Ed advises that everyone nearing the
age of 55 begin financial planning for
retirement, attempting to direct some
earnings into savings or investments
that will provide income after tt)g
weekly paycheck stops. In addition to
regular savings, the Walewskis are
purchasing U.S. Savings Bonds regu-
larly through the payrqll deduction
plan offered by Fairchild.
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But money isn't going to be the only
concern after retirement, they say.
You'll have many decisions to make—
should you stay put in your present
community or should you retire to an
area in which you've always dreamed
of living?

The Walewskis have chosen the
second alternative. They've purchased
two waterfront lots in Florida for their
retirement. One will be used as a site
for their home; the second as an
investment. The Walewskis have tested
the Florida life-style on vacation and
find it very agreeable. “Don't make
plans to go to an entirely new area
for retirement,” Ed says, “until
you've given it a good trial before
you make any permanent moves."

Most important in preparing for
retirement, Ed believes, is developing
interests which will put new free time
to good and satisfying use. “Don't wait
until you're 65 to start joining clubs
and developing hobbies—get those
interests going well beforehand.”

Charlie Michel and home

he objective—to live and raise his

family in a rural setting. The plan—
to give up his job in Manhattan, to
sell his house in Queens and to build
the home he long envisioned.

For Charlie Michel, budget manager
at the Space and Defense Systems
Division, this objective meant a radical
upheaval in life style. As a budget
manager for a major company in New
York City with a pleasant home within
easy commute plus all the cultural
amenities of Manhattan, it took some
s?ul-searching before Charlie and
his wife, Helga, made their move. The
press of urban life, its struggles and
tensions, loomed even more negative
frgm the first time the Michels enter-
tained the idea of living in a rural
setting.

The community they settled on was
one of the most remote they could

find on Long Island—Southold; the
eastern tip of the Island. There they
found the exact water setting they
wanted, surrounded by 60 acres of
bird sanctuary.

The real planning then began.
Employment had to be found in
Southold and Charlie became a busi-
ness teacher at the local high school.
The house in Queens had to be sold
and the Michels found a buyer within
days after the “for sale” sign went up.
A temporary house was purchased in
Southold, because there were no
rentals available.

The city Michels became the country
Michels within a few months after
establishing their objective.

Still there was the house to design,
and to build within a firmly established
and not very liberal budget. But the
Michels did not compromise their
dreams. They sought the best
architect for contemporary houses,
one who understood their vision—
yards of glass, natural materials,
interesting angles. ..

During construction, which stretched
over a year, the Michels acted as
their own contractor, scheduling
framers, plumbers, and electricians.
They also served as construction aides,
pounding nails, staining natural cedar
to preserve it, and puzzling out the
problem of a basement that flooded
with the whims of the tides.

Meanwhile Charlie's stamina as a
teacher was being tested. The re-
membered life as a member of a
corporation's financial staff was
cherished in comparison to his
assignment in the classroom. Soon
he found himself traveling west on
the Island seeking employment. He
joined Fairchild in Syosset, 70 miles
away in order to return to the life
of corporate finance as the Space and
Defense Division budget manager.
The 140-mile commute wasn'’t in his
original plans, but he believes even
the best laid plans must be subject
to alteration.

He's achieved his objective: A rural
life for his family... "It is an emo-
tional experience every time | go home
... I've become a bird-watcher. Even
after a long day at the office, | spend
a half an hour or so relishing the
tranquility of our home’s surround-
ings." The house itself has earned
a great deal of recognition, appearing
in such publications as Architectural

Record and Interiors. Charlie recently
even received a copy of a Japanese
publication which featured the house.
As for the three-hour round trip
commute? “All that quiet time on the
road gives me more time for planning.”

Bert Pollick

t£)t's a rather shattering experience to

realize midway in your career that
you haven't kept pace with your field,"”
Bert Pollick, Chief Avionics Engineer,
of the Industrial Products Division,
says. “The young engineers make
you realize that you haven't kept
abreast of new technologies.”

Once Bert recognized that mechan-
ical engineering had moved faster
than he had, he developed a plan to
catch up. He decided to resume work
on a master's degree; study that had
been allowed to drop some 20 years
before because of career pressures.

For Bert, then in his late 40s,
returning to school required learning
to study again.

“It was one of the hardest assess-
ments and decisions | ever had to
make,” he says. Enrolling in Brooklyn
Polytechnic Institute three years ago,
Bert had to give up almost all social
life. “This was the same way | went
through undergraduate school,” he
says, “working full-time, attending
classes at night and attempting to find
a little time for my family commit-
ments. It was more difficult this time,
however, because | had forgotten
how to study, and had to spend more
time with my books than the other,
younger students enrolled in the
graduate program in mechanical
engineering. It was difficult to ask my
wife to again be patient with the
demands of school since this was the
way in which we spent our early
married years."”

Along with his prime objective of
obtaining intellectual refreshment at
mid-career, Bert set a sub-goal—to
complete graduate school before his
eldest son received his master's
degree. Bert achieved both objectives
in June, 1973. His son Gary will
receive his master's in psychology in

June, 1975,




Georgia Washington

With two of her three children in

college, Georgia Washington
decided it was time to make school a
family affair. For the first time in her
adult life, family responsibilities were
lessening, allowing her the time to
devote attention to her own self-
development.

With a promise of support with home
chores from her oldest daughter,
Georgia decided that she would enroll
at Foothill College as a freshman in
September, 1974. "It was time to begin
making plans for my future," Georgia
says. “l have as much of my work
life ahead as | have behind me, and |
don't want to leave my career of the
next 20 years to chance as | did
the first 20.”

Georgia, in order to help a sister
finance her education in nursing, went
to work right after she graduated
from high school. She worked in
women'’s clothing shops in San
Francisco and Palo Alto up to and
following her marriage and the birth
of her two eldest children.

Restless for a change of pace, she
followed up on a friend's suggestion

that she look into employment oppor-
tunities at Fairchild. That was in 1960.

Beginning as a die plater and
sorter, Georgia, by 1969, had worked
up to electronic technician and, in
that year, she was promoted to skills
training specialist for the R&D plant.
In 1970, a Skills Training Department
was formed to support the training
needs of the semiconductor operations
and Georgia joined the new organiza-
tion at semiconductor headquarters
in Mountain View.

Recently, Georgia was assigned to
the Bipolar Memory Division, with
responsibility for developing programs
and supervising training for that
Division’s production employees.

“Though | have had a number of
promotions with Fairchild, | realized
that | could not progress much further
with the company until | obtained a
college degree,” Georgia says.

School won't be a new experience
for Georgia. She has been both student
and teacher throughout the years she's
been employed by Fairchild. To
expand her knowledge of electronics,
she has taken numerous job-related
courses through adult education
programs and at local colleges. Her
skills as a trainer in semiconductor
processing have been recognized and
pressed into service by the San Jose
Regional Vocational Center where, for
the past three years, she has served
as an instructor in its electronics
programs.

Returning to school to work toward
a degree required a great deal of
planning for Georgia. I had to wait
until my children were established in
their own education knowing that a

working mother who is also a college
student would create an additional
burden on our household.” Following
a family conference, it was decided
that now was the time that mom should
go back to school. “I plan to take as
many courses as | can at Fairchild
in the program offered at the Career
Center in cooperation with Foothill
College. The classes at the Center
begin and end earlier than those on
campus, allowing me to arrive home

at a reasonable hour.”

Georgia faces five or more years of
evening courses to qualify for a
bachelor's degree. The time it will take
to earn a degree is not the greatest
challenge Georgia believes she con-
fronts. | think keeping pace with the
young students who will be in my
classes is going to be difficult. I'm
happy that I've continued to take
courses over the past 10 years, so that
cracking the books won't come as a
total shock. | believe that the discipline
I've developed in my work will be very
helpful in constructing good study
habits."

Georgia has watched friends her age
face with dread the thought of
children who are growing up and
becoming independent. She says she
has witnessed the shock with which
many women greet the end of the
phase of their lives that centers
around children and the beginning of
another, if they have not made plans
for the transition. “There's a great deal
of your life left after your family is
grown,” Georgia says. "“These should
be rewarding, productive and con-
tributory years if you plan for them."”

Planning and striving need not be
directed only toward lofty goals.
Many people create and nurture plans
that lead toward objectives that have
nothing to do with so-called serious
ambitions. Ron Nelson, Production
Control Supervisor, Systems Technol-
ogy Division, discusses his plans a
bit sheepishly. First on his list of
hoped-for attainments is to continu-
ously outpace that 14-year-old girl
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who takes the lead as often as not in
Bay Area races in which he and she
are entered. Next, is to build his
stamina to the point that he can
compete in the 26-mile Boston
Marathon, the single most challenging
event for cross-country runners.

A news item on the rules for the 1974
Bay to Breakers race in San Francisco
stirred Ron's memories of high school
track meets and so he entered. He
covered the course, which takes
runners over a 7.8 mile route from
Fishermen’s Wharf through Golden
Gate Park and out to the ocean, in
57.3 minutes, finishing 1296th in a
field of more than 5,000 entrants.

From that day to this, more than five
months, Ron jogs five miles every
other evening and covers at least 20
miles on Saturday, building endurance
to improve his performance. In the

meanwhile, he enters other local
competitions and often finds he is
running shoulder to shoulder with this
tiny, 14-year-old girl who, 50 percent
of the time, kicks ahead of him at the
finish line. While he's attempting to
outpace the teenager, he's receiving
the benefit of increased physical
fitness.

Ron’s only complaint with jogging
is that, aside from races, it is usually
a lonely pursuit. He's remedied that
somewhat by joining the West Valley
Joggers and Striders, who meet each
Saturday and center their running
around intra-club contests of speed
and stamina. Enough of those Saturday
work-outs and Ron's sure to out-
distance that little girl. But, by then,
her thoughts may have turned to other
things.




W. J. Corrigan Named President,
C. L. Hogan Vice Chairman

Walter Burke, chairman of the
Fairchild board of directors on July
16 announced the election of Wilfred
J. Corrigan as president and chief
executive officer, and C. Lester Hogan
as vice chairman of the board.

Corrigan had been executive
vice president—Commercial and
Component Operations and a director
since 1973. He joined Fairchild in
1968, becoming vice president in 1970
and group general manager for
Semiconductor Components a year
later.

In his new position, Corrigan
has executive responsibility for
world-wide activities of Fairchild

C. Lester Hogan

Camera and Instrument Corporaton,
Mr. Burke said.

Dr. Hogan, who has been president
and a director of Fairchild since he
joined the company in 1968, will
continue, as vice chairman and
director, to participate in the formu-
lation of corporate policy and will
represent Fairchild in major business
and governmental forums.

Before joining Fairchild as group
director of discrete devices,

Corrigan headed various product and
operations groups at Motorola
Semiconductor. He holds a B.S. degree
in chemical engineering from the
Imperial College of Science, London.

Product News

Bipolar Memory Division has added
two full-military versions of 256 x 4-bit
TTL programmable read-only mem-
ories to its line of high-speed bipolar
memory products.

Bipolar Memory Division has
introduced plastic packaged versions
of three Isoplanar random access
memories, including the 93415 TTL
1024-bit RAM.

MOS Products Division is sampling
customers with evaluation quantities
of the 2102 N-channel 1,024-bit static
random access memory with access
times as fast as 350 nanoseconds.

Fairchild is going into production
with three speed-range versions of
the 2102.

GERMANY GRANTS FAIRCHILD
PATENT FOR PLANAR PROCESS—
The German patent office on August 1
granted Fairchild a patent on the
company's Planar process for manu-
facturing semiconductor devices.

This final decision, made in Munich
by the Court of Appeals of the

German Patent Office, established
the Planar patent in Germany over the
oppositions of eight opponents.
Germany was the only remaining
country to rule on the Planar patent.

Industrial Products Division has
received a contract for purchase of 36
cockpit voice recorder systems from
Belgium's Sabena Airlines. Deliveries
started in August.

Sabena Airlines is a member of the
ATLAS Group, a consortium of
European airlines that includes Alitalia,
Air France, Lufthansa, Sabena and
Iberia.

Systems Technology Division has
introduced two improved versions of
its Sentry 500 and 600 automated,
computer-controlled, integrated circuit
test systems.

Designated the Sentry 510 and 610,
each utilizes modular construction
and common hardware. In addition,
both use software and peripheral
options that are compatible with other
Sentry models, providing the optimum
cost-to-test ratio,

David Marriott
Elected
Vice President

David J. Marriott,
general manager of
the International
Division on August
22 was elected a
vice president of
the corporation, it
was announced by
Wilfred J. Corrigan, president and
chief executive officer.

Marriott, who joined Fairchild in
1965, has been in charge of inter-
national operations for semiconductor
components since December 1973.
Prior to that he served for two years
as general manager of European
semiconductor operations, and
previously headed the company's
diode manufacturing plant in San
Rafael, Calif.

R. Douglas Norby
Named Vice
President-Finance

R. Douglas Norby

has been elected
vice president-
finance for Fair-
child, it was
announced on
September 10 by
A Wilfred J. Corrigan,
president and chief executive officer.

Norby, who previously was vice
president of the First Chicago
Corporation, will have responsibility
for all financial functions of the com-
pany, Corrigan said. Reporting to him
will be Henry C. Montgomery, vice
president-controller, and Frank J.
Schmieder, vice president-treasurer.

His prior experience includes five
years as vice president-finance for Itel
Corporation, and seven years as an
associate and senior project manager
of McKinsey and Co., Inc. He served
earlier in financial positions at
Standard Vacuum Oil Co. and Union
Carbide Corp.

Norby graduated magna cum laude
from Harvard College in 1957, and
received his M.B.A. with distinction
from Harvard Business School in 1958.
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All in the family

Parallel Paths for Transistor Engineers

When Sue Powell, product engineer
for the Power Department of the
Transistor Division, confronts a knotty
problem in her work, she’s likely to
take it home with her. That's not
unusual. For she can discuss it across
the dinner table with her husband,
Mike, who just happens to be a
process engineer in the Small Signal
Department of the same Fairchild
division. Together they can come up
with a solution, or at least an approach
to pursue.

It's a reciprocal arrangement. Mike's
work-related problems get equal airing
in the Powell home.

“There's great comfort in having a
sympathetic and knowledgeable per-
son at home to discuss the day's
work with,” Sue says. “On the other
hand, we have to be careful not to
overdo it. We make an effort to turn
the conversation away from Fairchild
at times, because, if we did not, our
work would become our entire lives."

Sue and Mike were recruited from
Georgia Tech by Fairchild when they
were in the final stages of completing
their work toward masters degrees
in physics. They talked with repre-
sentatives of more than 15 companies
on the Georgia Tech campus, and
became intrigued by the semicon-
ductor industry.

“We didn’t interview as a team,"
Mike says, “but whoever was inter-
viewed first would always say, ‘the
next person you're going to talk with
is the person I'm going to marry.'

“Our acceptance of a job offer was

Mike and Sue Powell

not based on the company taking the
two of us, but we hoped that we would
be able to find jobs with the same
company."

Shortly after the campus inter-
viewing season was over, the Powells
married, and accepted offers to visit
several companies’ facilities, including
Fairchild. “Fairchild was our first
choice, and when the company offered
both of us jobs, we accepted
immediately."”

Now fully caught up in production-
related engineering, the Powells say
that engineering in industry is far
different than what they envisioned
as students. “It's a fast-paced learning
experience,” Mike says. “You en-
counter problems that require solu-
tions now. We're getting experience
that could never be gained in a
classroom."

Both Powells plan to return to
night classes in graduate school and
there their parallel paths will part. Sue
will work toward an MBA with the
hope of moving into engineering
management, while Mike will work
toward a Ph.D. in physics, eventually
planning to go into research.

CCD Demonstrates
Memory Capability

Fairchild CCD technology will have
the opportunity to demonstrate its
memory capability as a result of a
recent contract awarded to the
Integrated Circuits Group by the Air
Force Materials Lab at Wright
Patterson Air Force base.

Fairchild buried channel CCD
devices are currently in use in
applications which demonstrate light
sensing characteristics such as the
miniature television camera capable
of capturing images at low light
levels which is produced at the Space
and Defense Systems Division.
Image sensors are also being pro-
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duced and developed for use in optical
character recognition, positioning
sensing, slow-scan TV and facsimile
applications.

The memory potential for CCD
technology is even more far-reaching
than image sensing. CCD’s excellent
storage density and potential low cost
are expected to open many new
memory applications. The devices are
considered to be likely replacements
for costly and cumbersome drum and
disc storage media currently used
in computer systems.

Under the approximate $500,000
government contract, Fairchild will
supply 16K and 32K CCD devices over
the next two years for use in digital
radar processor systems.

EEO Progress Reviewed:;
New Commitments Made

Wilfred J. Corrigan, Fairchild
president and chief executive officer,
recently reviewed the company's per-
formance in equal employment for the
past year. He noted significant
progress in the employment of minority
group members and in the advance-
ment of women and minorities into
professional assignments.

“The results of our Affirmative
Action efforts last year indicate that
Fairchild has considered equal
employment laws in all of its actions
relating to employees,” Corrigan said.
“However, we should not relax our
commitments in this area. Because of
the state of the economy, it may be
more difficult to open new opportuni-
ties for women and minorities during
the coming year.

“I therefore call on all Fairchild
managers to use the same resource-
fulness in meeting our obligations in
this area as they exercise in
addressing other business tasks."

Fairchild annually develops
Affirmative Action plans for each of its
U.S. facilities employing 50 or more
persons. These plans outline efforts
the company will make to increase the
representation of minorities and
women in jobs in which they are not
found in numbers representative of
the local area's workforce. Copies of
these plans are availatle in Industrial
Relations offices for review by any
employee.

A Mrs. Without a Miss

Barbara Johnson, production
controller, Quality Assurance, South
Portland plant, celebrated her tenth
anniversary with Fairchild on July 27—
a particularly notable event because
Barbara has not missed a single day of
work during that decade. Factor in
that she is the mother of three children
and her attendance achievement is
particularly significant.

Barbara credits her remarkable
record to the excellent health of her
family and herself—"For which | am
continually grateful.” The most difficult
obstacle she has had to overcome
on her way to this perfect record is that
“|-can’t-get out-of-bed-today” feeling.
From lengthy experience she says,
“Once your feet are on the floor, the
willpower battle is won."



Even so, the judges for the HORI-
ZONS photo contest did not anticipate
the level of difficulty that awaited them.
Hundreds of photos flowed into the
Employee Communications Office in
Mountain View during late July and
early August. Hundreds of beautiful,
interesting, humorous, colorful, touch-
ing and dramatic pictures that demon-
strated the talent and sensitivity of
Fairchild amateur photographers. The
challenge to select nine winners from
among the multitude of magnificent
pictures created hours of decision
(and indecision), furrowed foreheads
and frustration for the judges: Jim
Carter, graphic designer; Ed Garri-
gues, photographer for Research and
Development; and Mary Jean Kulus,
technical illustrator.

There were pleas to extend the num-
ber of prizes, but the rules had al-
ready been firmly set. There were
numerous almost-winners that man-
aged to bring the judges to a tempo-
rary standstill before they reluctantly
moved on to make the final selection
of three top winners in each of three
categories: People, Animals and
Scenic.

The results of the agonizing ap-
praisal:

SECOND PLACE—Animals

No one ever said it would be an easy job

SECOND PLACE—People
Eugene Domnique, Assembler B,
Mountain View

original: color print

Rex Indra, Business Planner, MOS Products Division,

Mountain View, Calif.
original: color print

FIRST PLACE—Scenic

Ray Gouldsberry, Product
Marketing Manager, Transistor
Division, Mountain View
original: black and white print

FIRST PLACE—Animals

Robert McCurry, Production
Planner, Digital Products Division
South Portland, Maine

original: color print

SECOND PLACE—Scenic
Herbert Knufken, Customer Service

original: color slide

Manager, Wiesbaden, Germany
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FIRST HONORABLE MENTION—
People
Phil Haas, Assistant Treasurer,
Corporate, Mountain View
THIRD PLACE—Animals original: black and white print
James Johnson, Director of
Engineering, Communications
Equipment, Sunnyvale, California
original: color print

THIRD PLACE—
People

Larry Anderson,
Account Sales
Representative,
Inside Sales,
Mountain View
original: color print

FIRST HONORABLE MENTION—
Animals

Ray Gouldsberry, Product
Marketing Manager, Transistor
Division, Mountain View

SECOND HONORABLE original: black and white print

MENTION—Scenic

Herbert Knufken, Customer Service
Manager, Wiesbaden, Germany
original: color slide

SECOND HONORABLE
MENTION—People

Craig Newman, Electronic Tech-
nician, Space and Defense Division,
Syosset, New York

original: color slide
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THIRD PLACE—Scenic
Jurgen Meyer,
Wiesbaden, Germany
original: color print

FIRST HONORABLE MENTION—
Scenic

Ray Gouldsberry, Product
Marketing Manager, Transistor
Division, Mountain View

original: black and white print

SECOND HONORABLE
MENTION—Animals

David Winterstein, Electronic
Technician, Systems Technology
Division, San Jose, California
original: color slide
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It’s Planely a Matter

veryone appreciates the value of
balance . . . in human relation-
ships, in business, in finances, and in
the interaction between man and his
environment.

From the standpoint of Fairchild
products, nowhere is balance more
critical than in aircraft. An overweight
plane taxes fuel supplies and foils
take-off calculations. Out of balance
cargo may make it impossible to get a
craft off the ground, or cause it to
overshoot the runway. These are intol-
erable possibilities for the world's
airlines and Fairchild's Industrial
Products Division helps to solve this
problem.

Without a doubt the most safety-
conscious industry in the world,
airlines have always depended
on a careful examination of the cargo
to supply the pilot with a reading on
the plane's center of gravity. This
calculation is vital in determining how
to position the plane's tilt control
surfaces for optimum lift at take-off.

In computing the center of gravity,
airlines total the approximate weight of
the cargo and passengers and review
the distribution of the load to locate
the approximate center of gravity. But
approximate isn't good enough for
many airlines. Though personnel are
thoroughly trained and experienced in
their jobs, the possibility of human
error can lead to a mishap, so many
lines have turned to technology to
help assure that weight and balance
readings are absolute,

In 1964, Pan Am came to Fairchild
searching for a fail-safe system for
weight and balance readings which
would double-check human computa-
tions. Within a year, Fairchild had
installed a unique system that uses
electro-mechanical sensing to deter-
mine the center of gravity on freight
carrying Pan Am planes.

At the press of a button in the
cockpit, the pilot receives a reading

ON THE COVER: Engineers (top to
tottom); Ray Trent, Niels Jackson, Al
Arena and Terri Christensen repre-
sented four of the many engineering
specialties within Fairchild.
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on the gross weight of the loaded craft
(in pounds or kilograms, depending on
the airline’s preference) and the
absolute center of gravity. The system
originally designed for Pan Am has
since been mounted on planes in the
fleets of TWA, BOAC, BEA, Air France,
Lufthansa, Alitalia, Iran Air, Saudia
Airlines, Kuwait Airlines, and, most
recently, Irish-Aer Lingus and many
others.

Barry Hawkins, member of the
design team which developed the
original Fairchild STAN" weight and
balance system, is now a member of
the Avionics Products marketing staff.
He says few changes have been made
in the original STAN concept over the
past nine years, with the exception of
the cockpit display. In 1972, the indi-
cator control box was redesigned to
include solid state electronic displays.

“Approximately five percent of the
planes that can benefit from our
system are equipped with it,”’ Barry
says, “so we still have vast market
potential for the original STAN model
as well as for a new system now being
demonstrated for potential customers.”

The new STAN model was developed
after several competitive systems
proved unsuccessful in Lockheed’s
*"TM—FCIC

of alance

C-130 cargo craft.

The landing gear of the C-130,
unlike most aircraft, is under unusual
stress even while stationary, which
plays havoc with any weight and
balance system. Fairchild engineers,
led by Bert Pollick, developed a
method for introducing pressure
changes into the struts of the gears,
cushioning the plane and relieving
stiction and friction on the gears to
allow a STAN system to obtain a
reliable weight reading, and thereby
ascertain center of gravity. Bouncing
the plane momentarily also serves to
condition the landing gear in much
the same way routine maintenance
methods would.

The new STAN system is currently
being tested on military aircraft and
demonstrated for commercial users.

One of the Industrial Products
Division's greatest sales points when
its marketing personnel go calling on
airlines to sell the STAN system is that
323 accidents in the past eight years
have been traced to overweight or
out-of-balance planes or incorrect
center of gravity readings. During the
same period, not a single plane
equipped with STAN experienced a
mishap resulting from inaccurate
weight and balance information.

At top, members of the STAN engineering crew complete a successful early
demonstration of the C-130 system for the Imperial Iranian Air Force. They are
(left to right) Peter Knott, IIAF officer, Carl Palkovich and Dave Roush. Carl has
since joined the Aviation marketing staff. Below, Bert Pollick examines the print-
out of the multi-channel brush recorder that documents transducer signals
during peak pressure testing of the C-130. At right, Barry Hawkins examines

the C-130 STAN system in action.
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he morning's paper tells you that

the Gross National Product (GNP)
has fallen for the third quarter in
succession, there's a new government
in France, and new housing starts are
down. You register these facts in the
section of your brain in which you
store such information, fold up the
paper and turn your thoughts to
making semiconductors, or cameras,
or aircraft recorders, or whatever
Fairchild job demands your attention
each day. Changes in GNP, inter-
national government or the state of
the construction industry have little

The Futurists

Taking some
of the
Surprise
out of
Tomorrow

relation to your immediate problems.
Or do they?

Actually, these facts may mean
something that relates directly to the
manufacture and marketing of
Fairchild products. The
members of Fairchild's Market
Research and Planning Department
analyze what that influence might be.
A change in the GNP often indicates
that alterations will occur on the
entire economic front. A new govern-
ment anywhere in the world may be
the harbinger of change in that
country’s import policies. An increase
in new housing starts could mean
that consumer spending is going up—
spending which may increase pur-
chases of consumer electronic
products, which, in turn, means
increased consumption of semi-
conductor devices.

Brian Brackle, Market Research and
Planning director and his staff of
economic and industry experts, there-
fore, read the daily newspaper a little
differently than most people. Their
job is to relate those occurrences in
economics, politics and industry to
Fairchild’s future.

Computer Conversations

The information that pours into this
Mountain View office is voluminous.

It ranges from a field salesperson’s
observation of a change in customer
buying patterns to a multi-page
econometric computer model of the
U.S. economy. The data, received from

many sources, is evaluated and placed
in perspective to arrive at some
reading on the future—for the
economy, the electronic equipment
industry, the semiconductor industry,
or for Fairchild.

Market Research and Planning
uses several approaches in attempt-
ing to determine business and
economic directions. Among the most
dramatic, and complex, is the use of
econometric models, computer pro-
grams which simulate the entire
economy or sectors of the economy.

The Market Research and Planning
staff requests, via a computer terminal,
a complete read-out on the forecasted
economy from the econometric model
located at Data Resources, Inc., in
Lexington, Massachusetts. This
information helps identify overall
changes and trends which could
influence the electronics industry.
MR & P then factors in Fairchild's, and
the industry's, experiences in the
marketplace. A clearer picture emerges
of what the economic implications
to the company might be. This
interaction between Fairchild and
Lexington often occurs several times
each week, particularly during periods
of economic uncertainty. Assuming
that a trend is identified and will
continue, the MR & P staff can
“request” model projections one, five
or even 10 years into the future.

“We're not prophets,” Brian
says. “What we are is a group of
economists, electrical engineers, and
mathematicians with combined
experience of more than 100 years in
industry and more than 50 years in
market research. We use the best
forecasting tools available to attempt
to discern the shape of our industry
into the future.”

Brian's staff also has constructed
econometric computer models of its
own that reflect the electronic
equipment and the semiconductor
industries. These computer models
allow Fairchild to analyze general or
more narrowly-based situations
affecting the business.

Objective Opinions

But Market Research and Planning
does not depend on computer con-
versations alone to develop its
familiarity with the future. Polling
industry experts on the probable
changes in the semiconductor industry
has proven effective in developing
trend data. However, it is recognized
that projections by any single person
—even an industry expert—tend to
be subjective. Personal biases often
color views of the future. Therefore,
after such a poll is completed, the MR
& P staff digests the findings into
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a single report, supplies the experts
with feedback from the total poll and
invites them to reassess their fore-
casts. “This takes some of the
subjectivity out of individual
projections,” Brian explains.

Other methods used by the MR & P
Department to forecast the future
are interviews with the company’s
major customers and with other
electronic component manufacturers
to determine what directions other
companies are taking.
Specific Studies

“The role of Market Research
and Planning is to provide objective
information on economic and industry
trends; information on which manage-
ment can base business plans. The
department helps individual Fairchild
operations as well. We can position
our role in the future of a specific
device market,” Brian says. “In-
depth analysis of specific market
areas requires a good deal of the
Department’s attention. At times,
we uncover a new product or market
that appears to have great potential.
If any of the company's divisions are
interested in investigating this po-
tential, we will conduct an analysis."”

Forecasting is nothing new to
industry. Any company that has sur-
vived a major onslaught of competition
is familiar with distance planning
which must include forecasting. There
are, however, some new tools which
take much of the intuition and
subjective opinions out of forecasts.

Brian explains: "“As researchers and
planners we avoid imagining what the
future will be. We prefer to let
objective facts tell us what the future
might contain."

LOOKING INTO THE FUTURE: Ken
Taylor (left), Market Research
manager; Brian Brackle (center),
Market Research and Planning
director; and Paul Wittrock, manager
of Forecasting, discuss the future as
predicted through the techniques
used by the Fairchild Market
Research and Planning Department.




Dr. Early

Let's heanr

Imost every hour of every day,

someone somewhere around the
world is telling the Fairchild story to
one or more interested listeners.
Potential customers, members of the
industries in which the company is
involved, other organizations, and even
residents of our communities are told
of Fairchild's history, its past accom-
plishments, its current endeavors, its
organization and procedures by the
people who know the story best—the
company’s employees.

Invitations pour into Fairchild offices
throughout the world asking that a
company representative speak at a
dinner, a convention, a seminar or in
a classroom.

Some invitations that arrive in Fair-
child offices are for formal and pres-
tigious conferences, such as the letter
received this fall by Dr. Thomas A.
Longo, vice president and general
manager, Integrated Circuits Group,
requesting that he be a featured
speaker at the Sixth International
Congress on Microelectronics
held in Munich, Germany, November
25 through 27. Invitations such as this
recognize Fairchild's position in the
semiconductor industry and the contri-
butions that individuals such as Dr.
Longo have made to advancing
technology.

The press of business sometimes
prevents an executive from fulfilling a
speaking engagement he or she has
accepted, but as in the case of
Munich, another Fairchild representa-
tive of stature can be substituted. In
Munich, Dr. James Early, director of
the group’s R & D organization,
presented the paper he co-authored
with Dr. Longo. The audience
included representatives of most
European and multinational elec-
tronics companies, including our
competitors as well as our customers.

Hours of work go into the material

Ronnie Bacon

and visual aids in order to present
concisely information useful to the
attendees. For example, in his talk,
Dr. Early used tables comparing our
products with those of our competitors,
diagrams illustrating the advantages of
the Isoplanar process and photo-
graphs of many of Fairchild’s tech-
nologically leading products. He used
these to illustrate the advances in
integrated circuit structures and
processes which have been and are
creating Fairchild leadership in
product areas such as Isoplanar
memory, Isoplanar emitter coupled
logic, Isoplanar CMOS, low-powered
Schottky T?L, and Isoplanar CCD.

"It is natural that this conference, in
seeking a speaker on semiconductor
technology, would come to Fairchild,”
Jim says. “Fairchild has been and is
the leader in technological innovations.

“The benefits of participation in
meetings such as the Munich Congress
far outweigh the efforts of preparation
and presentation. Telling the European
customers directly and forcefully in a
technical atmosphere about Fairchild's
product technology and the advan-
tages it offers to them should help us
gain market position in Europe, both
by bringing specific products to their
attention and by giving them a sense
of Fairchild’s leadership in tech-
nology."”

Technology is not the only Fairchild
subject in which members of the
public are interested. Many organiza-
tions, new and established, request a
look at Fairchild procedures or a talk
with specific personnel in order to
help them shape their own organiza-
tion, work flow patterns or personnel
programs. Ronnie Bacon, secretary to
Greg Reyes, vice president and gen-
eral manager, Discrete Products
Group, was invited to be a panelist at
a professional development workshop
in October conducted for secretaries

Ed Tiagha

it from Fairchild

of the San Francisco Bay Area's
Handicapped Rehabilitation facilities.
Ronnie discussed secretarial pro-
cedures at Fairchild and how these
methods could be adapted to bring
new efficiencies to rehabilitation
offices. “The secretaries who attended
the seminar work under incredible
pressure,” Ronnie says, “and were
eager to receive any tips they could
get on organizing their jobs. | used
Fairchild’s secretarial manual as an
example of how uniform procedures
and policies can make the secretarial
task in any office more efficient."”

Ronnie also has been invited to
share her knowledge with other mem-
bers of the California rehabilitation
facilities in January in Sacramento.

Students offer another worthwhile
platform for Fairchild. Freshman
engineering students at City College
of New York recently learned “What it
is like to be an engineer” from Ed
Tiagha, staff engineer of the Space
and Defense Systems Division, when
he visited the campus early this fall.
“Some of the beginning engineering
students at CCNY are from minority
groups,” Ed says, “and do not have
anyone within their families who can
describe the engineer's job. | had an
interested audience which asked
many far-reaching questions about the
future of engineering and the oppor-
tunities in our industry.

“| graduated from CCNY in 1972 so |
remember vividly the apprehensions of
leaving the classroom for industry,"”
he says. “I hope | can give the stu-
dents a clearer picture of what busi-
ness is like than | had when | left the
campus.”

Meetings and conferences like these
are frequent, and they are vehicles
through which Fairchild people can
both share and benefit by passing on
the company's story to interested
members of the public.
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Some secretaries desert typewnriters;
Others shun phones and filing

ecretaries who do not have type-
writers.

Managers who do not have secre-
taries.

This is the most visible evidence of
Word Processing, a new concept at
Fairchild, which seeks to bring new
efficiency to the traditional secretary's
role.

Established by the Controller's
organization, two Word Processing
centers now serve the members of
that department at corporate head-
quarters. Instead of being assigned
to a single person or section, Word
Processing secretaries handle the
clerical needs of dozens of persons.

Correspondence secretaries devote
their work day to transcribing tapes,
typing (keyboarding) reports and pre-
paring letters for mailing. These office
assignments take on a futuristic flavor
when they are accomplished on a
typewriter with a memory. This
modern-day office aid links the
familiar typewriter keyboard to a small
computer which stores everything that
has been typed. Revisions to reports
can be accomplished in minutes or
seconds. A magnetic card that con-
tains the information in the original
document is pulled from the file,
played into the typewriter and only the
sections that are to be revised require
attention from the secretary.

In a financial organization where the
same set of figures may be required
for numerous different reports, the
storage of common information greatly
reduces repetitive typing.

Surveys conducted before and after
the introduction of Word Processing
reveals startling increases in produc-
tivity. One executive secretary, who

TWO VARIETIES—Word
Processing secretaries
come in two types—as
exemplified by Marilyn

Swift (left), correspondence
secretary, and Louise
Preston, administrative
secretary. Other word
processing pioneers in
Mountain View are: Janice
Knapton, Bonnie Littiefield,
Mary Lain, Carol McCart,
Sharon Palmer, Becky

Quinn, Diane Schaeffer,
Mary Voss, led by Word

Processing manager, Sandy

Edmonston and assisted

by Helen Kopas, records

specialist.

formerly produced 23 pages of typed
material each day, increased her
output to 37 pages per day with the
aid of memory equipment.

But it isn't equipment alone that
makes possible this new-found
efficiency. Correspondence secre-
taries are relieved of many dis-
tractions. They are removed from
phones, the demands of sorting and
distributing mail, setting up meetings,
filing, and all other non-typing chores.
The correspondence secretaries are
located in an office apart from the
organization they serve. This enables
them to devote total attention to pro-
ducing correspondence and reports.

Administration secretaries can be
identified by the absence of type-
writers at their desks. They answer
telephones, sort and route mail,
deliver telephone messages, arrange
meetings, maintain appointment
schedules, greet visitors, proof-read,
make copies of typed material and
handle the myriad of duties that make
up the vast and diversified assign-
ment of the secretary.

Louise Preston, administrative
secretary in one of the Word
Processing Centers, says she felt lost
without a typewriter during the first
few days of the new office organiza-
tion. But, as the only administration
secretary in the Management Informa-
tion Section, other duties which make
up her job quickly took her mind off
lyping.

“Few personal services, such as
phone answering, are handled for the
managers and supervisors in our
group as a result of the Word Proc-
essing concept,”" Louise says, “but
this loss is minor in relation to the

benefits gained. | believe Word
Processing has resulted in a better
flow of work, increased productivity
and generally a more professional
approach to organizing and perform-
ing clerical support functions.” Louise
and one correspondence secretary
handle all of the clerical work for the
MIS staff of 60.

Marilyn Swift, one of those behind a
typewriter in one of the Word Proc-
essing Centers serving the Controller's
headquarters, says that the
correspondence secretary’s assign-
ment appeals to persons, such as
herself, who receive a great deal of
satisfaction out of seeing the results
of a productive day. “With Word
Processing, every day is productive
because correspondence secretaries
are sheltered from the continual office
distractions that can destroy the best
work plan.”

Even filing is treated with new
respect with the Word Processing
approach. A professional records
specialist, Helen Kopas, is responsible
for developing a system to serve the
entire Controller's organization,
collecting, actual filing and—the true
test of effectiveness—retrieving docu-
ments on request.

The company’s first two Word
Processing Centers are being watched
closely and measured for their overall
contribution. Statistics and attitudes
about Word Processing are being
carefully weighed to determine if
similar centers can bring more
efficiency to other company organiza-
tions as well as greater job enrich-
ment to the traditional secretarial
assignment.




... and, here, in the midst of the action
we have-The Fairchild Engineer

He can be found in a laboratory
She's at a design table

He‘s behind a desk

he's working on the production
floor

He's dealing with customers

She's fresh from the campus

H e has 37 Fairchild years behind
him

She's a scientist who enjoys solitary
assignments in the advance
development lab

He's a bearded dynamo who
delights in solving problems on
the assembly floor

These people share two charac-
teristics: they're hard to categorize and
they're Fairchild engineers. They in-
clude Ray Trent of the Industrial
Products Division, Al Arena of Space
and Defense, Niels Jackson of the
Transistor Division, Terri Christensen
of Research and Development, and
hundreds more like them. They claim
an assortment of specialties: some
are concerned with things electrical;
others mechanical; some focus on
keeping production running smoothly;
others devote their energies to un-
covering new products or applications,
Some engineers even spend their
days selling . . . telling customers how

Fairchild’s products can do the job
better than anything else on the
market.

These people are the technical
specialists around whom most Fair-
child activities revolve. In an organiza-
tion that bases its reputation and
profit on its ability to advance
technology and to produce highly
complex products, an engineer is often
in the middle of the action.

On their way to becoming vice
presidents and general managers, the
majority of Fairchild's top level

executives once held the title of
engineer.

Attempts to get Fairchild engineers
to reveal characteristics of their breed
are difficult, but there is a third
quality they also share: they thrive on
the mental gymnastics of puzzling out
problems to improve existing products
and processes, as well as to bring
things into being that never before
existed.

Ray Trent's enthusiasm when he is
ready to start a new project is
representative of this trait that leads

-
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men and women into engineering. Ray
doesn’t wait for flashes of genius
before he settles down to the drawing
board to begin designing new circuitry
or control functions for Industrial
Products Division’s projectors and
airborne equipment, “That kind of
inspiration is rare,” he says. Instead,
he digs in, examines the project from
a number of different angles, then
narrows the possible approaches to
the two or three most practical.

Ray's time is shared between his
desk and the laboratory during the
evolution of a new electronic design.
The concept is detailed on paper,
then brought to hardware in the lab.
“We'll often develop three prototypes
before selecting the most effective
and reliable design for a new projector
or system,” he says. "Some ideas are
great, but too costly. My first idea is
often met with enthusiasm and the
instruction, ‘do the same at half the
cost.” "

Ray emphasizes that few concepts
work the first time they're tried. “If
they did, I'd never learn anything." He
adds that nothing spurs his interest
more quickly than a task that is
described as “virtually impossible.”

Economics and Deadlines

Al Arena was a fledgling engineer
with Fairchild 37 years ago, and he
admits his management outlook has
matured over the years. “| apply the
same pressures and make the same
demands my supervisors did when |
entered engineering. There are the
deadlines and the economics that
simply can't be ignored. When | began
my career, | believed that my man-
agers and supervisors were unneces-
sarily demanding. Yet, I'm a much
tougher supervisor than anyone for
whom | ever worked.

“All of our engineering projects at
Space and Defense must be com-
pleted against deadlines. | enjoy the
time and money pressures. When you
bring a project in on deadline, within
budget, it provides a yardstick against
which to measure success. No matter
how we complain about pressure and
dream about projects that have no
time and price limitations, most
engineers realize that the primary
challenge is to develop a competitive
Product in a set period of time."

Production Harmony

The hum of a smooth running pro-
duction line is the most soothing
sound in the world to Niels Jackson.
But it takes hundreds of variables
working in concert to achieve it. As
Supervisor of production engineering
for the power transistors, Niels finds

little time for paper work. He can
usually be found on the assembly
floor where, with the aid of other
engineers and technicians, he chases
the demons out of semiconductor
production processes. The task is
never quite complete because with
each new product comes a new set of
process demands. And there are pro-
duction duties: enhancing yields . . .
reducing processing costs . . . de-
vising equipment improvements that
will make the wafer fabrication or
assembly more efficient. His job is
structured on the premise that any-
thing in production can be done better.
This is the flavor of engineering that
Niels most enjoys . . . supervising a
section in the center of the action.
No Blue Sky Quiet

Terri Christensen, a design engi-
neer in the CCD department, is also in
the middle of fast-paced activity. She
provides data to CCD memory product
engineers which lets them measure
the success of their designs. The
atmosphere in which she works,
though somewhat quieter than Niels',
is not the stereotyped research en-
vironment. Though Terri's department
is part of the Integrated Circuits
Group’s R&D effort, the CCD activity
is difficult to distinguish from a full-
bore production operation. Terri joined
Fairchild shortly after receiving her
BS in Physics two years ago. The
urgency of activity that surrounds
Terri's responsibility indicates that the
CCD R&D people take their commit-
ments to deadlines as seriously as
those with products already in the
marketplace. "“There's no such thing
as open-end engineering projects at
Fairchild or anywhere else in the
semiconductor industry. We're all
racing to develop low-cost products
ahead of the competition.”

Terri, who worked as an assembler
for a computer manufacturer before
returning to school to obtain an under-
graduate degree, had no illusions
about the pace of work she would find
in industry. “l enjoy being in the midst
of a major new product effort,” she
says, “and accept the pressures that
must accompany this type of work."”

A good day for Terri? “When
products pass the tests we subject
them to . . . when everything runs
smoothly and we accomplish a great
deal.”

Four engineers, not totally repre-
sentative of the many hundreds
Fairchild employs, yet their comments
offer some insight into the responsi-
bilities and satisfactions of that
ubiquitous and crucial contributor—
the Fairchild engineer.

.S

At the end of a long
road-a degree for Buxton

he pursuit of higher education is
often difficult, but rarely is the
chase as strenuous as Colin Buxton’s.

Colin has been on the trail of a BS in
Business Administration since 1968,
when after three years with Fairchild
at the South Portland plant, he had set
his sights on manufacturing manage-
ment. “Ever since | was discharged
from the service in 1965, | toyed with
the idea of beginning studies toward
an engineering degree. It wasn’t until
| had some exposure to the workings
of a technical plant, that | decided
that my interests and skills were
geared toward manufacturing
management.”

Colin's story is the usual one of
husband-father-worker-student. The
plot centers around night courses, one
semester of day school while on the
swing shift, children growing from
infants to grade-schoolers, little time
to spend with the family, limited social
life, and understanding supervisors
who hustled him off to classes even
when the job underway was not
completed.

Colin’s endurance was really
stretched last May when, less than two
months from the end of his final
semester of work toward his degree,
he was transferred temporarily to the
Wiesbaden, West Germany, facility.
His assignment was to assist with the
startup of a digital products test and
finish operation.

With his degree almost in grasp,
Colin couldn'’t let go. He found his way
through an administrative maze at the
University of Maine in Portland, and
finally got his instructors and the
records department to agree to his
taking final exams long-distance.

The payoff came in the mail when
he was listed among the June 1974
graduates of the University of Maine.

Looking back over the long road to
his degree, Colin says he didn't go it
alone. I had Fairchild's Tuition Aid
Program taking the financial pain out
of the experience, plus some very
supportive supervisors—Al St. Amand,
Mike Morrisette, and Wayne Carlson.
They sometimes juggled work sched-
ules to allow me to attend classes.”
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Letter from the president:

1974 is coming to a close and we are entering the
holiday season. | felt this would be an opportune time
to share some thoughts with you, both about the year
now ending and the outlook for our company in 1975.

It is now obvious to everyone—even the Administra-
tion—that our country is in a recession. The symptoms
of economic stress appear daily in your newspaper:
rising unemployment, lagging retail sales and factory
orders, monthly drops in industrial production, a
plunging stock market. All attest to the national,
and worldwide, downturn.

| have spent considerable time with our customers,
suppliers and various people in the financial and
banking community, attempting to assess the magni-
tude and length of this recession. Conclusions are
difficult to reach. In my judgment, it will not be over
until June of 1975, and may last longer. | am confident
that it will be concluded by the end of 1975, but the
recovery will be gradual.

The recession is due to a host of adverse economic
conditions which collided in 1974 on a worldwide scale:
the quadrupling of oil prices, shortages of capital and
materials, high interest rates, and the pervasive
inflation which has affected all business activity.

Our industry, and our company, have not been im-
mune from these forces. In some respects, the semi-
conductor industry was a leading indicator of this
recession, being hit early and hard. As a result, 1974
has been one of our most ditficult years.

It began at a tremendous rate, fueled by the unprece-
dented business boom of 1972-73. Shipments, order
input and financial performance were all setting
record highs through the first quarter, and 1974
looked like another banner year.

Very abruptly, in May, the situation changed. As
each month passed, it became progressively more
apparent that we were in a significant slowdown.
Excess capacity has been aggravated by rapidly falling
demand. All this has necessitated continuing cuts in
our corporate spending, employment, and capital
investment programs.

Business conditions at the end of the year remain
soft. Surplus inventories in the hands of customers
and manufacturers have to be worked down, and this
will take most of the first half of 1975. As these inven-
tories are reduced, business levels will stabilize, but
prices will be lower. This presents a challenge which
we all must meet—through increased efficiency,
productivity and hard work.

We have reason to believe that Fairchild can do
somewhat better than the industry as a whole during
this cycle. As the world's second largest integrated
circuit manufacturer and the third largest semicon-
ductor company, we have made significant gains in the
past several years. We came into the recession period
in a strong financial position, with efficient plants, an
excellent marketing organization, and a worldwide
customer base. We were quick to react to the changed
economic environment, and, although sales are
somewhat reduced, we continue to do reasonably well.

The semiconductor portion of our business, like the
industry itself, has an extremely bright future. 1975 will
be a slow year, but in 1976 we expect a substantial
resumption of growth. Our equipment businesses are
on a solid foundation and performing well. We antici-
pate some slowing in these areas also, but not as
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pronounced as we have seen in the semiconductor
business.

It is important that we manage ourselves effectively
through this downward business cycle. It is also im-
portant that we prepare for the inevitable recovery.

As one recent step to that end, we have begun a
joint venture with Applied Materials, Inc. to manu-
facture polysilicon, the basic material required for all
of our semiconductor products. This will ensure
Fairchild against any future silicon shortage of the
type which threatened to limit our growth in 1973.

We are also completing our new integrated circuit
test facility in Singapore, and our large assembly plant
in Jakarta, Indonesia, both for occupancy during
the first half of 1975.

Our new products are all being well received—
CMOS, automotive ignition systems, bipolar memories,
ECL, to name a few. We are also making tangible
progress on our MOS product program, which will
assure Fairchild's full participation in the fastest-
growing segment of the semiconductor market. We will
continue to spend a substantial amount of our revenues
on research and development to ensure the future.

Despite the more difficult business picture, Fairchild
will do well, both in the coming months and over the
next several years. We have a sound balance sheet, a
large cadre of competent and energetic people, an
advanced technology base, and a worldwide marketing
organization.

1975 will be the year to build a solid underpinning
for major expansion in 1976. Our emphasis will be on
control, cost reduction and new product development.
| know all of you will contribute to these efforts, as
you have in the past .. . and | wish you and your
families a Happy Holiday Season, as well as a
successful New Year.

1 o

ilfred J.
Executi
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President & Chi fficer
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Commitment, not cobwgb.s
influence technical creativity
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Dramatic size reductions in memories are visible evidence of Fairchild’'s success
in its quest for a denser product.

Cobwebs are not necessary for
creativity.

Many significant accomplishments
in the electronics industry can trace
their origins to a dusty garage some-
where (including Fairchild's own
semiconductor operations), suggesting
that technical achievement somehow
flourishes best under exposed rafters.

Though proving that cobwebs
played no real role in semiconductor
technology was not one of the objec-
tives in Fairchild’s quest for denser
memories, it was one of the peripheral
discoveries. In clean, air-conditioned
offices and labs, engineers and
scientists led by Bill Baker, in 1970
began a development project that was
to match almost any in the industry
in excitement and accomplishment,
This story had all the hardships,
human commitment and frustration
that made the taste of victory as sweet
as almost any previously recorded in
the annuals of semiconductor history.

To begin with, Bill was hired by
Fairchild in 1969 as “the guy to build
bipolar memory at Fairchild. That's
still my job,” he says, though divi-
sional vice president and general
manager have been added to his title
since 1969. But, we get ahead of our
story. In the fall of 1970, a group of
engineers leaving the R&D operations,
joined Bill to set up operations in
Mountain View to develop a bipolar
memory device which would exceed
the density of memories then on the
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market. “Can’t be done and pro-
duced,” was the concensus of
respected technologists in the
industry,

Remember, this was 1970. Sales of
semiconductor devices had begun to
drop steeply. There were more tech-
nical ideas available than there were
resources to finance them.

“Fairchild faced the same difficult
decisions every other semiconductor
manufacturer confronted in 1970." Bill
says. “Because R&D funds were drying
up, the dollars that were available
had to be directed toward those
efforts that promised the quickest
return. That bipolar memory work
remained alive at Fairchild during that
economic squeeze is a credit to the
far-sightedness of company manage-
ment. | can remember the budget
reviews during our first months of
operation. Our little group had as
much reason to feel threatened as any
other project within the company, yet
critical needs were approved.”

Within 12 months, the group had a
marketable TTL (transistor-transistor
logic) and ECL (emitter coupled
logic) memory, the latter the world's
first such device, Fairchild's
bipolar effort also resulted in a func-
tional 1024-bit TTL memory within 15
months. Competition was more than
three years late in matching these
efforts. And they didn't have Fairchild’s
Isoplanar technology, one of the most
significant industry accomplishments

that also thrived without benefit of
cobwebs,

What then is the recipe for tech-
nological creativity? “Commitment
from managers and by the people
working on the project,” says Bill.
“Our story is similar to any tale of
technical achievements—long hours,
dedication to a concept, the right mix
of people and some fortunate breaks.
Our progress was so rapid that when
we began delivery of our first product,
our competitors told customers that
the bipolar memory device our ads
described was a myth—couldn't pos-
sibly exist, it was diffused isolation.

“Being first has its drawbacks in
our industry,” he adds, “Because we
were so far ahead of the competition,
we were the sole source of supply for
many advanced bipolar RAMs. Our
major potential customers congratu-
lated us on our achievement, but they
were not willing to stake the future of
new lines of computer equipment on
a single supplier. Markets began to
open up more rapidly when we could
see some competition on the horizon.
By 1974, Fairchild bipolar efforts had
gained the dimensions that developed
them into a full-fledged division. The
company entered 1975 with a dozen
bipolar memory devices. By mid-1975
the Division's offerings had grown to
almost 40 bipolar memory parts which
address applications in virtually any
electronic product in which rapid
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access to programmed information is
a key requirement.”

Many of the department heads in
Bipolar Memory and ECL Products
Division came to Bill from the R&D lab.
They are now effectively managing
parts of a multi-million dollar business
and maintaining their technological
lead while they confront and conquer
the business problems that accompany
such an endeavor.

Matching people and jobs is an-
other conscious effort Bill has made
in structuring the Bipolar organiza-
tion. “Being a manager or a super-
visor need not be the only route
toward career success,"” Bill explains.
“Fairchild has created a personnel
appraisal program that recognizes and
rewards individual contribution, not
title. This makes it comfortable for the
person who is a technological individ-
ual contributor to perform in a job that

suits him or her best, not strive for a
position in which their greatest skills
would not be used.

“Individuals progress within Bipolar
at their own speed,” Bill says. “There's
no pressure from my office insisting
that engineers become managers. The
opportunities are there, but the indi-
vidual must pursue them. If a person
has hit a frustrating point in his or her
career path, I'd like to hear about it
so that we can map out alternative
routes that will be more satisfying.
Because of our rapid growth,” he says,
“it is a natural tendency to heap more
and more responsibility on super-
visors and managers, perhaps stretch-
ing them beyond their capabilities of
the moment. | hope that | have been
successful in avoiding this. On the
other hand, the opportunities to grow
within a job have been limitless. Many
titles within our division have not

changed over the past three years, yet
the jobs they represent have ex-
panded. As I've said, my job essen-
tially remains the same as when |
joined the company in 1969—to build
bipolar memories. However, the
demands in that assignment have
increased a hundredfold in the past
five years.

“Being number one in bipolar
memory and logic development and
manufacturing is a buoying factor for
every member of our division,” Bill
believes. “We can all look back on our
accomplishments. Maintaining the
same commitment that will enable us
to sustain and develop in this enviable
industry position will require that we
hold on to the same sense of challenge
and achievement that has brought us
to this point. I'm dedicated to doing
whatever is needed to keeping this
atmosphere in Bipolar operations.”

\ \

There is no 2 i e bocobwe 3 in
the bipolar memory engineering and
manufacturing facilities in Mountain
View, yet the technical creativity of
this group has outpaced all industry
competition.
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; _;;, Joe Daszkowski, who came to the
oo 5 United States in 1951 as g politi
ﬁme AddPESS- U-S'A' exile from Poland, by way of tﬁzlmcal
ey Middle East, Italy and England,
0 LN by her naturalized citizens found fn Ameriqa a better life than he
could imagine in any other part of the
he is warm and embracing, or cool and aloof. world. Arriving in New York City, he

She shares her bountiful blessing, or withholds found people friendly and helpful jn

, ;\_@;fm;’i' her promised dream. this, the city that is reputed to be the

She’s been known to be fickle, bestowing her favors most aloof in the United States, He

4 \" 7 N ‘;Q in no identifiable pattern. Effort and imagination seem found work in an area in which he
7A / ,’ IS .lfv to be what she asks, oblivious as she is to labels such ~ could use his engineering educ_:ation,
as rioh//and \poor, ‘&ducated and unschooled. In a few years, he purchased his piece
Brng:ht"a'nd peau}ifu!\as she nears her 200th birthday, this magnificence is of the American dream—a house and

its accompanying life style and mort-
gage, on lovely Long Island. “I had no
misconceptions about America,” Joe
says. “My aunt and uncle lived here
and their letters were filled with
descriptions of their lives: days of
hard work, rewards and freedom. |
wasn't looking for streets lined with
gold. | wanted the opportunity to
build a life that would offer some
measure of freedom and security."
Before coming to the United States,
Joe had been in transition for more
than 13 years, Forced out of his home
by World War Il in 1939, he went to the
Middle East to serve in the British 8th

often -taken for/granted. She’s America and all that word implies.

Her ¢itizens. 'Iqbk‘u;iOn her abundance as their due if they have never
known life without if:‘ﬁfgmes infsuburbia, education, amber waves of grain
sufficient to feed berk“peopl’e,\and more, free speech, right of assembly,
encouragement to question’her leaders and freedom to express opinion, No
single voice is too weak’to be heard . . . if not heeded.

She suggests taxation and representation, Her every action stirs some of
her citizens to outrage. She doesn’t ask to be accepted with blind faith.
Go ahead, question her motivations and her deeds. Examine her humanity
and her foibles, but occasionally acknowledge her strengths. Her humanity
is made up of persons who, through birth or naturalized citizenship, share
the same name—Americans.

We are particularly respectful as she approaches her 200th year. We
notice the beauty of her cultural pluralism, unmatched in any country in
the world. She retains something of all the cultures that have been brought
to her, while her own distinctive personality provides the adhesive which : :
makes being an American a unique state of mind. Persons who have Army, as part of a Polish contingent.

discovered her, never lose their awe of what she is and their objectivity He took part in the Italian Cam‘palghn'
on what she offers, and he went to England following his

military service to complete his edu-
cation, I supposed | believed that |
would return to Poland, Finally, |
realized that this was not possible and
looked for a permanent home. America
was the most natural selection be-
cause my relatives were here to
sponsor me and in this country |
would be distant from the chaotic
reminders of the war and able to
establish a truly fresh life.
, “One of the most striking differences
s £ | recall when | began to work in the
Joe Daszkowski Chol Chong United States was the informality in
business, In Europe it might be years
oidlones Sullivan Chen before you wouldpbe closge enough ?0
a fellow worker or a supervisor to dis- -
cuss even the most superficial per-
sonal subjects, In the U.S., | wasona
first name basis with virtually everyoné
at work within two days. | enjoy the
relaxed social atmosphere becausg
you don’'t spend unnecessary time In
formalities. You devote most of your
efforts to getting the job done.” Tfje
job that Joe handles for Fairchild is
that of a Senior Staff Engineer at
Imaging Systems Division. “My
children, who were born in the United




States, are privileged to have grown
up with all of the benefits of America.
Their expectations are great and |
believe that they will be fulfilled.
Surely, we have no need of material
things. They have known only freedom
and affluence, blessings that they
cannot fully appreciate because they
have nothing with which to contrast
their lives. | trust that they never will
learn how special it is to be an
American.”

hat’s a Korean native doing in

New England? “Taking advantage
of the opportunities America offers me
and my family,” answers Chol Chong,
factory planner at Fairchild’s South
Portland, Maine, plant. Chol admits
that it is rather unusual to find a
Korean who has made the journey to
the U.S. and settled in New England.
“The major Korean communities,
naturally, in this country are on the
West Coast. | came to the U.S. to take
a job with a friend in Maine. | worked
for the U.S. Army in Korea as a civil
service employee and when a former
supervisor was returning to the States
to open a business, he invited me to
join him.” Chol didn't hesitate, He had
been dreaming about living in the U.S.
for years. In fact, New England was
no surprise to him. He probably knows
more of its history than most of its
residents. “| was a devoted student of
American history and literature. The
American Revolution and the frontiers-
men were my favorite subjects, |
believed what | read: that the country
is wide open with opportunity and with
some effort you can make it. I've
never been disappointed.”

A kind of modern day frontiersman
himself, Chol found himself and his
family in a new culture in which there
were no fellow countrymen to share
their first reactions and apprehen-
sions. “We joined a church imme-
diately and found, in the congregation,
People who were eager to help us
become established in the community.
My wife learned English with the help
of patient friends and my children
picked up the language with the
rapidity and ease of the very young.”

Today, Chol is enrolled at the Uni-
versity of Maine working toward a B.S.
degree in industrial technology and is
helped along financially by Fairchild’s
Tuition Aid program. His two eldest
children are performing well in grade
school and his youngest has a few

years to wait before trying out the
American educational system, which
was one of the lures that drew Chol
and his family to the U.S. When he
speaks about his experience in
America, he asks: “Where else could
you arrive with $100 and have no fears
about your ability to earn a living?
Where else could you buy a home
within a year? Where else could you
make friends immediately; persons
who would welcome you and help you
to become established?”

But U.S, life is not without its
sacrifices. Chol misses the heated
floors of Korean homes and plans
some day to design and build a house
that combines Eastern and Western
architecture. He also reveals that his
life style has changed immensely from
what it was in Korea. “In my country,
men do whatever they want. They meet
with their friends for parties and
sports. Home and family responsibili-
ties are in their wives' hands.” Today,
Chol is the typical American father
who reserves most of his free time for
activities with his family, “We are
much closer as a result,” he says, “We
discuss plans and share experiences.”

This year, Chol made the greatest
statement he could about living in the
United States. He became a citizen.

ullivan Chen, engineer at the In-

dustrial Products Division, reports
that he was a bit disappointed when
he arrived in the United States on a
family vacation ten years ago. “My
only impression of the country,” he
explains, “had been gained from tele-
vision and movies. It sounds childish,
| know, but | thought that everything
here was new and perfect. | was
surprised to see automobiles with
dents and some older buildings.”

However, the important things—
those that have significant influence
on an individual’s life—were just as
Sullivan supposed they would be.
“America has a world image of being
a country in which opportunity is
available to everyone and success is
based on ability and persistence. This
image has been reinforced in my
years in this country.”

Sullivan, who was born in Taiwan,
moved with his parents to Peru just
as he was completing grade school.
His father, an expert in sugar manu-
facture, worked for a firm in Trujillo.
Sullivan finished grade school and
started high school in an American

T-——

academy in South America. During
eight years in Peru he learned Spanish
and English. “In my parents’ home, all
three languages are spoken, which
can prove to be very confusing for
visitors.”

Sullivan came to the U.S. again in
1966 alone and went to Wheaton,
lllinois for his final year of high
school. He completed undergraduate
studies in mechanical engineering at
Rensselaer Polytechnic Institute in
Troy, New York, and received his
Masters degree in the same field from
Cornell University. “My family and
friends in other parts of the world
emphasized that the best education to
be obtained anywhere in the world
was available in the United States. My
experience has confirmed that. The
opportunities for education are vast.
There is more to choose from than one
can handle.” Comparing U.S. educa-
tion to that in Taiwan and Peru,
Sullivan says, “Unless you can pass
very difficult entrance examinations
there is no hope of continuing on to a
university in Taiwan. In Peru, your
family must be quite wealthy to afford
to send you to college. In the U.S.,
everyone who has the desire for
higher education can obtain it.”

Sullivan believes, however, that the
U.S. could benefit from some aspects
of the two other cultures in which he
has lived. “The Chinese respect for
age and knowledge would be bene-
ficial in the United States,” he says.
“The regard that children demonstrate
for their parents and grandparents,
students for their teachers, and em-
ployees for their supervisors, reflects
an inner order in society,” he says.
“It may sound superficial to Ameri-
cans accustomed to less structured
relationships,” he says, “but | believe
it eliminates much of the chaos that
results from interpersonal relations
that have little social framework.”

From South America, Sullivan would
import the more relaxed view toward
life. “I believe that similar results
could be accomplished in the United
States, even if persons would ease
some of the pressures they place on
themselves,” he says.

On the other hand, to make life
more fulfilling in China, Sullivan would
will that those countries adapt the
American tendency to view itself as a
nation, rather than disparate groups

(Continued on page 8 )




he moment of decision is about to
occur.

A display catches the eye of a

passerby. He stops. His glance quickly

travels over the gleaming gold and

rhodium watches and pauses, held by

the attraction of one model. Is it the
shape of the face, the subtle curve of
the band, the smart interlocking links
that attract him? Is it the ruby-like
crystal? Or the overall image that the
digital electronic watch conveys—
fashionable and progressive? Or, is it
the particular impression of the Fair-
child watch—understated elegance,
quality, accuracy—that holds his gaze?

The clerk lifts the watch from its

velvet case and fastens it around the
proffered wrist. He notes how per-
fectly it curves to fit as though made
for him. He presses the button to run
the watch through its five exercises.
Suddenly, checking the time isn't a
commonplace necessity, it's a special
event. He's sold. But the final decision.
The price tag. The reaction! Don't
wrap it. He'll wear it,

Another Fairchild watch goes home
with a customer whose self-image is a
little different than it was when he
entered that store. He sees himself as
avant garde and adventurous. Note
the brisk stride, the head a little
higher than it was minutes before, the
sidelong glances toward his wrist.
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getting to know

the characteristics of the consumer

s surely as if he dogged in that
A customer’s footsteps, Chuck
McDonald, marketing manager for the
Consumer Products Division, has cap-
tured every nuance in that “Customer
Meets Fairchild Watch™ scenario. He
knows the emotions at play . . . be-
cause that’s his job, That is consumer
marketing. “Understanding the re-
actions at the sales counter, knowing
that the purchase of a watch is more
than obtaining a functional product,
and addressing the emotions that will
come into play in the purchase is the
very foundation of consumer market-
ing,” Chuck says,

“A year from now,” he reports,
“we'll be able to draw a profile of the
Fairchild customer for every model in
our watch line. We'll know how much
money he or she earns, we'll know
what they do with their free time. the
kind of neighborhood they live in,
whether they wear the same watch for
all occasions or they like different
styles for sports and dress. The age
of the potential buyer and the part of
the country or world in which he or
she lives will also become part of the
typical customer profile.”

Chuck has lengthy experience in
the study of consumers’ habits and
habitat which was gained in previous
consumer marketing assignments with

Serious students of the ¢
Manager, Consumer Products Gr
ager, CPG; and Phil Conklin,

Rockwell (hand-held calculators) and
Polaroid Corporation. “The Fairchild
watch, however, is the most personal
consumer product that I've worked
with. Purchases will be determined by
esthetic appeal and the Fairchild
image in the marketplace. Good taste
combined with quality is the impres-
sion we want to achieve throughout
our line.

“We have the product that can
project this image. According to many
buyers who viewed our line at the
jewelry show in New York this sum-
mer, ours is the most elegant line of
digital watches on the market. We
know that we can back that exterior
impression with the finest, most de-
pendable, most versatile watch
circuitry available anywhere. How our
product is perceived will largely de-
termine its position in the marketplace,
Digital watches on the market today
range in price from below $50 to more
than $11,000. What are people buying
at the high end of that range? They
are buying image. They are buying a
product that advertises their good
taste and ability to afford the best,
Our watches, which are in the mid-
price range ($115 to $195), can pro-
ject that same good taste at a lower
price. In addition to providing the
wearer with the correct time, they can

onsumer (left to right) Chuck McDonald, Marketing
oup; John Donatoni, National Accounts Man-
National Sales Manager.

[
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make a statement about his or her
lifestyle and discriminating judgment
of value. Purchases of this personal
piece of jewelry will be based on
intangibles as well as the need to tell
the time.”

To make the consumer aware that a
product with such far-reaching influ-
ence exists, Fairchild will launch an
extensive advertising campaign—in-
cluding television spots and news-
paper ads—in the fall. “Sales of
wristwatches peak during the pre-
Christmas shopping period,” Chuck
says, “then level off until spring when
there's a big demand for graduation,
and Mother's and Father’s Day gifts.”
Fairchild will also begin running ads in
major general circulation magazines.

Purchase of Fairchild watches will
be made at fine jewelry stores and in
the jewelry department of major
department stores throughout the
world. This creates an entirely new set
of distribution challenges for Fairchild.
New consumer products are usually
first shown at large exhibitions, such
as the Retail Jeweler's Show in New
York. Buyers who represent major
department stores, large jewelry store

chains, or a number of independent
jewelers examine the new product .
and, if interested, ask a salesperson

to call on them. Orders are placed
based on what the buyers believe will
sell to their stores’ clientele, “One ’
store may carry the entire line, while
another may order only the top of the )
line models,” Chuck says.

Fairchild has recruited sales and t
distribution experts who have shaped
their careers around the whims of
consumers. Their success at outguess-
ing fluctuations in taste, and knowing
where this fickle marketplace will

D N_________——_——

Fairchild LED wristwatches go
On sale to employees at special prices

As soon as the Consumer Products
Group hung out its nameplate, a
barrage of questions about employee
purchase of the Fairchild digital wrist-
watches began. Now, the Consumer
Group is prepared to provide a satis-
fying response to those requests,

The first Fairchild LED watches to
be offered to employees go on sale in
a newly established Employees’ Store
in Mountain View on October 1, and
can be purchased through the mail by
personnel at locations outside Santa
Clara County.

The first watches to be offered to
employees are all in men’s styles. Six
models of the Fairchild thin-line series
will be available in limited quantity.
In addition, several models of Fair-
child promotional watches in quanti-
ties sufficient to address anticipated
employee demand will go on sale
October 1. These watches, made by
Fairchild and covered by a one-year
warranty, were designed as promo-
tional products for dealers and will
cost about $90.00 when major depart-
ment and jewelry stores begin adver-
tising them. The slim-line watches will
retail from $115.00 to $195.00.
Watches sold through the employee
purchase plan will be available to
personnel at up to 50 percent off retail
prices.

Employees at Santa Clara facilities
can place their orders and pick up
the watches at the Employees’ Store
in the main lobby of the corporate
headquarters building. The store will
operate Wednesdays, 7:30 a.m. to

3 p.m. and Thursdays, 10 a.m. to

5 p.m. Central order sites will be
established at all other domestic loca-
tions allowing employees to place
mail orders for the watches with a
small charge for mailing and handling.
Announcements of the purchase
method at all plant locations will be
made through special bulletin board
announcements at those sites,

According to Harvey Wagner,
Consumer Products director of
Accounting, who is managing the
employee sales program, all
models of slim-line watches will be
available for employee purchase and
delivery well before Christmas. “As
inventories of each model in the watch
line are built up to a level which will
satisfy dealers, the watch will be of-
fered through the employee purchase
plan. We expect most models to be
available about November 1,” he said.

The program, which is designed as
a benefit for employees, limits the
number of watch purchases an indi-
vidual can make to six each year, The
watches obtained through this pro-
gram should be for the employee’s
own use or that of the members of his
or her immediate family. These re-
strictions in the purchase program are
necessary because of this year's
limited product availability.

As additional models of the slim-
line watches are made available to
employees, special bulletins describ-
ing the watches and their price will be
issued at all domestic plant locations.

direct its interests next earned them
top sales and marketing positions at
some of the nation’s major manufac-
turers of consumer products. Their
decision to join Fairchild’'s consumer
marketing effort is indicative of their
Impression of the Fairchild line of
digital watches,

“No matter how intimately you know
the thoughts and emotions of the
consumer,” Chuck cautions, ‘you
Mmust be prepared to back up the
bgautiful surface image with relia-
bility. For there is no fury that matches
that of the consumer with a product
that doesn't live up to his or her
€Xpectations,"

Fairchild’s slim-line LED watches are capturing and holding consumer attention
at major department and jewelry stores throughout the United States.




Sentry Il shown in colorful setting |

The new Sentry Il computer-controlled test system
developed by the Systems Technology Division made
its first major public appearance at the 1975 WESCON
Show in San Francisco September 16-19. The new
Fairchild test system responds to the test needs of the
semiconductor industry’s most complex devices.

The Sentry Il incorporates two new special purpose
processors to minimize the need for additional
memory and attendant software. The Sequence
Processor handles address and timing sequences that
test multi-state chips such as microprocessors. The
Pattern Processor evaluates large-scale memory
chips whose extensive cell patterns must be
exercised fully.

The vivid Systems Technology WESCON island
display in oranges and reds provided the perfect foil
for the operating Sentry Il which was accented by
panels in Fairchild red. For the first time, Systems
Technology offers customers a choice of colors in its
large test systems, The Division’s sales personnel,
easily recognizable in red jackets which complemented
the colorful display design, encouraged potential
customers to put the new test system through its paces
after brief instruction. Clearly one of the most out-
standing product displays in the annual exhibition
which draws members of the electronics industry from
throughout the U.S., the Systems Technology booth
was selected to be featured as part of a special report

televised over local channels during the four-day

exhibition and technical convention.

U @ S -A. (continued)

of individuals. He believes that
Nationalist China would benefit from a
system which encourages accomplish-
ment based on ability rather than
ancestry and position in the com-
munity. For South America, he would
improve life by encouraging residents
of those countries to assume some of
Americans’ seriousness toward work
and to view their individual actions in
light of their contribution to their
country,

But for Sullivan (whose first name
was adopted when he prepared to
come to the United States because its
first syllable matched that in his
Chinese name), America, as it is,
provides him with a life closer to the
ideal than he believes he could find
in any other part of the world.

In 1945, a young woman said a
tearful goodbye to her large family
in the Philippines to head for Tulsa,
Oklahoma. “I really didn't want to
leave. | was homesick before |
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boarded that plane,” Ronda Beck
remembers. But she was drawn by the
strongest force in the world—love.

Ronda had met Leon Beck, a
member of the U.S. Air Force, while he
was stationed in the Philippines. They
became engaged to be married before
he returned to the United States.
Immediately on her arrival in the us,,
Ronda missed her balmy home island
where life was slower, the language
was familiar and her family and
friends were nearby. “Homesickness
is a very real illness,” she says.

Her knowledge of the United States
was what she remembered from grade
school American history classes. “If
| had ever dreamed that | would live
in the U.S. one day, | might have been
more attentive in those classes,” she
says. “The weather was harsher than
| had expected, the food strange, the
language spoken was not the English
| had been taught, the customs were
different—| longed for my home.”

Ronda's adjustment to the U.S, was
made doubly difficult because she
had no preparation for the household
duties she was expected to assume as
a new bride. From an affluent family,
she had never learned the rudiments
of housekeeping and cooking before
she departed the Philippines. Her
domestic education was gained in the
home of her sympathetic mother-in-
law. Ronda obviously excelled in her
training as today she manages a home,
attends to the needs of four teenage
children and works a full shift each
day as a lead person in the fabrication
area of the Transistor Products
Division,

Becoming an American was a
gradual process for Ronda. Her initial
homesickness faded and on a visit to
the Philippines she found that she was
anxious to get home. Home was the
United States. “l found that | had
begun to think as an American. | had
adopted the American way of life.”
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News and Notes

Longo and Wells named Group Vice Presidents

Fairchild on September 11, an-
nounced organizational changes in
two key product groups.

Thomas A. Longo, group vice presi-
dent, will head the newly formed
Memory and Logic Group, comprised
of the Bipolar Memory, MOS Products
and Digital Products divisions. He also
has the charter to enter into end
product areas utilizing Fairchild’s
memory and logic technology. Dr.
Longo previously was vice president
and general manager of the Integrated
Circuits Group.

George Wells has been named
group vice president of the Analog
and Discrete Products Group. It will
consist of the Linear Integrated Cir-
cuits Division, the Automotive Division,

the Diode Division and the Transistor .
Division. Mr. Wells previously was vice
president and general manager of the
Discrete Products Group.

The Memory and Logic Group
includes Fairchild’'s component as-
sembly plants in Singapore and
Jakarta, Indonesia, as well as do-
mestic fabrication facilities for the
respective divisions, The research and
development laboratories, headed by
James M. Early, will continue to report
to Dr. Longo.

The Linear Integrated Circuits and
Automotive divisions were previously
part of the Integrated Circuits Group,
while the Diode and Transistor divi-
sions comprised the Discrete Products
Group.

Thomas Longo

George Wells

CCD camera to be used in mine rescues

Fairchild has been awarded a
$75,000 contract by the U.S. Bureau
of Mines, Dept. of Interior, for an
underground solid-state television
Camera system to aid trapped miners.

The system incorporates a 244 x 190
?Iement charge-coupled device (CCD)
Image sensor and operates with a
slow scan converter, Contained in a
2%" cylindrical housing, the camera
Will be integrated into an instrument

package by the U.S. Bureau of Mines.
It will be lowered through a borehole
during rescue attempts.

The camera system is capable of
transmitting a signal over 24,000 feet
of cable (approximately five miles). At
the surface, the display system incor-
porates a scan converter and can be
used with standard TV monitors and

videotape recorders,

Imaging Systems Division
formed; Palamenghi heads

The Federal Systems Group on
August 15 announced formation of the
Imaging Systems Division. Thomas J.
Palamenghi has been named general
manager.

The new division will incorporate
the Electro-Optical Systems Operation
and the photographic systems unit of
the Space & Defense Systems
Division.

Louis H. Pighi, vice president and
general manager of the group, said,
“The complementary nature of the
photographic systems unit and the
Electro-Optical Systems Operation
makes their combination into a single
division a logical step. The new divi-
sion will have a highly competitive
mix of imaging systems technology
that will enhance our position in the
marketplace.”

Tom Palamenghi joined Fairchild in
1964. He has held successively re-
sponsible management positions and,
in 1973, was named director of the
Electro-Optical Systems Operation. He
holds a BSEE degree from Columbia
University.

The Fairchild Federal Systems
Group is comprised of the Space &
Defense Systems Division, the Imag-
ing Systems Division and the Security
and Surveillance Systems Operation.

Thomas Palamenghi




MOS Division shipping
4K, 16-pin memory

Fairchild announced it is shipping
production quantities of a 16-pin,
4,096-bit N-channel dynamic random
access memory circuit that features
an access time of 250 nanoseconds.

“Our Isoplanar 4,096-bit memory is
the best combination of speed, power
and chip size in the industry,” ac-
cording to Dr. Thomas A. Longo, vice
president - Memory and Logic Group.

“This development, which combines
fast access time with small chip size
and the lowest active access power
dissipation, puts Fairchild heavily into
the mainstream of the MOS memory
business,” Dr. Longo said.

The Fairchild memory, designated
as the 4096, utilizes a single-transistor
memory cell and silicon nitride ca-
pacitor technology. The part is avail-
able in two versions: the 40963 (250
nanosecond access time), and the
40964 (300 nanosecond access time).
Both parts are packaged in a 16-pin
ceramic DIP, and are fully TTL com-
patible. Power dissipation is specified
at 250 milliwatts, and typical active
access power is 120 mW.

A unique method of address multi-
plexing and latching allows the
reduction in package size from the
alternate 22-pin design available from
other suppliers to the 16-pin standard
package. This permits an 80 percent
increase in packing density on
memory boards, making the Fairchild
16-pin design even more cost effec-
tive. In the computer industry, memory
boards often cost as much as the
components used on the boards, Dr.
Longo said.

Another advantage of the 16-pin
design, according to Dr. Longo, is
that it represents the first step toward
the next major MOS memory product
—the 16,000-bit RAM.

“In order to design a 16,000-bit
MOS RAM in a package with a rea-
sonable number of pins, you must use
multiplexing techniques,” Dr. Longo
said.

“Much of the development work
needed for the 16,000-bit RAM has
been done during the development of
the 4K part, and we expect to be able
to supply a prototype 16K RAM by the
end of 1976.”

Fairchild TV system to be
used in battlefield surveillance

A contract to incorporate a televi-
sion system in an artillery shell for
battlefield target location has been
awarded the Imaging Systems Division
by the Picatinny Arsenal, U.S. Army,
Dover, N.J.

In operation, the TV system-
equipped projectile would be fired
over a desired area where the tele-
vision equipment and a parachute
would be expelled. The television
camera, suspended from the para-
chute, would then televise terrain and
ground action pictures to the com-
mand base. The real-time pictures
could be viewed immediately or, if
necessary, recorded for later detailed
study.

Key element in the TV system is a
miniature television camera which
uses CCD (charge-coupled device)
sensors in place of a vidicon tube,
Because of its small size and rugged-
ness, the CCD camera is ideal for this
application. In addition, it is highly
sensitive, has a wide dynamic range,
and consumes minimal power.

The total system is based on an
existing illumination artillery projectile
—the XM845 for the 155 MM gun—
and utilizes many of its components.
The new system incorporates the
miniature TV camera, a power supply,
an RF transmitter, and a self-destruct
system in place of the illuminating
canister.

SDS builds converter/
synchronizer for Grumman

Space & Defense Systems Division,
has been awarded a contract by
Grumman Aerospace Corporation in
the amount of three million dollars for
the design and development of a
Converter-Synchronizer Unit (CSU) to
be incorporated in the Air Force
EF-111A Jamming Subsystem,

The Converter-Synchronizer's func-
tion in the aircraft is to provide the
capability of communication between
the central computer and the other
units of the jamming subsystem.
Almost all of the computer communi-
cations from other aircraft units pass
through the CSU,

The program covers six units to be
delivered over 22 months and will
include a complete qualification phase
for the end product.

New shift register slated for
communications applications

Fairchild has introduced a new
charge-coupled analog shift register
that has a wide range of application in
analog information processing sys-
tems such as video and other
communications equipment.

The new device, the CCD311, is a
130/260-bit integrated circuit which
performs the function of a wide-range
variable analog delay line. Delay is
determined solely by the frequency of
an external clock signal. The circuit
utilizes Fairchild’'s buried-channel
charge-coupled technology.

The CCD311 eliminates the need to
convert analog signals to digital form
for delay within a digital delay system
and then to reconvert to analog form.

Applications for the CCD311 include
use as a time base corrector for video
tape recording systems to eliminate
video distortion, as an analog delay
line to construct complex analog
filters eliminating the need for present
complicated circuitry based on net-
works of resistors, capacitors and
inductors, and delay equalization
circuits for speech transmission or for
speech scrambling in equipment such
as mobile police receivers.

Grumman places add-on
order for converters

Space & Defense Systems Division
received a contract for $3.9 million
for additional AGE TRAM/CAINS
AD/DA Converters from Grumman
Aerospace Corporation, Bethpage,
N.Y. The award is for the second full-
scale production of the converter, and
covers fiscal year 1976 aircraft
requirements,

The converters were originally de-
signed, developed, and qualified by
SDS under a contract from Grumman
in March 1973, followed by a pilot
production order for three TRAM/
CAINS Converters, The first full-scale
production order was for sixty units.

Production and delivery of this
current requirement will continue
through August 1977. Projections for
future requirements for this converter
are for a continuing production of
similar quantities during the next three
to four years.
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1975 Horizons photo contest
Nick Volpi

It was another mind-bending experience o e
For Contest Judges

Roger Lajeunesse, Semiconductor graphics supervisor; Marty Lindquist,

Semiconductor art director; and Bill Callahan, Semiconductor product publicity

| manager, who are normally agreeable and rather rational, turned aggressive,
opinionated and irritable as they tried to select nine place winners from among
the hundreds of entries received in the 1975 HORIZONS photo contest,

On-lookers could sympathize with their plight and be grateful that they did not
confront the task of identifying the best photographs in the show. As the
afternoon began to move into evening, the judges had narrowed the field to just
over 20 photographs. Dozens of other excellent, creative photographs were,
reluctantly, moved out of the running.

The judges stood toe-to-toe as they held out for their favorites. A rather
elaborate point system through which the judges, independently, evaluated the
finalists broke the deadlock, naming the following employees as place winners
in the 1975 contest,

David Tocher . Denise DiAndrea
First place—Animals Second place—Animals
original: color print original: color print
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John Lai Fai Alan Thompson Christine Fitton
Second place—People Second place—scenic Third place—Animals
original: color slide original: color slide original: color print

more winners next page
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Rolf Dries
Third place——People
original: color print

John Efstathioo
Third piace——Scenic
. original: black and white print

\ David Tocher——Honorable Mention

original: color print
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DavidTo
original: color print

Nick Volpi——Honorable Mention
original: color slide

Bob Patrie——Honorable Mention
original: color slide

David Tocher—Honorable Mention \
original: color print

cher——Honorable Mention
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Learning by
The Numbers

Your birth date, your telephone
number, your Social Security
number, your checkbook balance,
your height and weight. .. your life is
punctuated with numbers that have
particular significance to you, Com-
binations of some of these numbers
such as your birth date, height and
weight, tell a little bit about you,

Combinations of numbers tell
something about a company, too. The
most revealing corporate numbers
are annual sales and earnings figures.
These digits, when compared with
similar numbers from previous years
in the company’s history, tell how
an organization is doing. Is it
progressing? Are its products or
services reaching wider markets? Are
its affairs being managed so that it
realizes a profit from its efforts?

This month, Fairchild stockholders
will scrutinize closely significant
Fairchild numbers of 1974 to learn
what they tell about the operations of
our company during that year,

This is what they will learn:

The Fairchild annual report for 1974
tells of a profitable but difficult year.
Within the figures contained in the
company financial charts for the 12
months there is the story of how
Fairchild people confronted and over-
came the obstacles of an erratic
economy. It tells of the adjustments
that had to be made in employment
and expenses in order to maintain
profitability,

The 1974 figures also tell of a
company that did not lose sight of the
future while it wrestled with the
problems of the present. More than
200 products were introduced
during 1974 and the first quarter of
1975; an indication that Fairchild’s
objective to maintain its position in
each of the product areas it serves
never flagged even in the face of
economic pressures.

The highlights of what stockholders
and other persons outside of our
company will read in the 1974
Fairchild annual report are described
on this and the following pages.

ON THE COVER—The Mountain View
computer center where financial
and inventory information from Fair-
child plants around the globe is
compiled into corporate reports. Com-
puter operators are Leon Tate,
foreground; and Julius Gefferth.

F8 microprocessor will be used
in a hand-held merchandise

IPD's new Synchromatic pro-

jector.

Qualifier*901 bench top tester.

E-100 Auto Ignition Module

A greatly enlarged photograph of
the CCD450 memory circuit.

More than 200
Products Went
To Market

In Last Year

MV-101 CCD Camera

CCD mail sack reader




More than any other single
influence, advancing semicon-
ductor technology has fueled the
electronic explosion of the past 15
years. The increasing level of engi-
neering and scientific spohistication
which surrounds the industry plus
the cost reduction realized through
increasingly efficient manufacturing
methods has resulted in more
complex, smaller, less costly devices.
These size and cost reductions
have brought the marvels of semi-
conductor performance within the
range of manufacturers of equipment
for the home, office, and industry.

It's difficult to go through a day
without calling on the power of a
semiconductor. The clock that tells
you it is time to start for work may
be dependent on solid state devices.
That shirt or blouse was laundered
in a machine that depends on semi-
conductors for its automatic
operation, The coffee pot may use a
semiconductor device to tell it when
to start and stop. Even your oven
and stove may rely on semiconductors
to regulate their temperature. The
radio or television which carries the
morning’'s news contains transistors
and integrated circuits. Your automo-
bile radio, its seatbelt system,
perhaps even the ignition are depend-
ent on the intelligence of semi-
conductor devices. That streetlight
that controls traffic flow is pro-
grammed through solid state circuits.
The highway patrol car depends
on a semiconductor-controlled radar
system to detect speeders.

Once you arrive at the office or
plant, semiconductors help to make
your job more efficient as they
assume some of the less creative
chores that keep business and industry
moving. At the heart of every major
company is a computer processing
center which collects information on
product orders, accounts receivable,
payroll figures, inventory data and a
myriad of other information vital
to the operation of a business organ-
ization. Within the computing
equipment in these information
centers is a collection of semi-
conductor devices of vast variety
and complexity.

In manufacturing areas, machines
are controlled by semiconductor
intelligence. Employees check the
time on their new digital watches
which, you guessed it, depend on
semiconductors. Production figures,
sales orders, and inventory levels are
totalled on hand-held calculators
powered by a single semiconductor
chip.

Using the lunch period for a

quick shopping trip, you may visit a
department store in which the tag

on the item you're purchasing will be
run through a hand-held reader—
again operated by semiconductor
intelligence. The reader saves you
time and money. It instantaneously
logs the type and price of your
purchase into inventory records while
entering the cost on the cash register.
This electronic inventory control is
less costly and more efficient than
manual methods enabling the store
to reduce overhead costs while

improving customer service.

A stop at the supermarket may be
necessary after work; there your
purchase may pass through an
electronic monitoring station where
information contained in the
stamped International Product Code—
price, size and type—will be relayed
to the cash regjster while the store’s
inventory records are updated.
Again, electronic maintenance of
inventory is more efficient and less
costly than manual record-keeping,
so that more of your grocery bill
represents food, not overhead costs.

Push a button or flip a switch
and, chances are, you're telling a
semiconductor device to go into
action,

The changes that semiconductors
have brought to our lives have
arrived in ever growing waves with
each passing year. We've learned
to expect new products made pos-
sible by semiconductor technology
and new safety and convenience
in traditional products through the
applications of semiconductors’
unique characteristics and low cost.

Yet, in spite of the accepted
position semiconductors have
assumed in our lives, each year has
brought advancing technology
that never fails to fascinate. And the
past year was no exception. Solid-
state technology moved ahead at

Fairchild, leaving in its path more
than 200 new products.

Some of the most imaginative and
far-reaching products to come out of
Fairchild engineering and research
laboratories during the past year are
described here.

F8 Microprocessor

The F8 Microprocessor packs
more capability on two tiny chips
of silicon than any other
similar product on the market.
Designed and produced by the MOS
Products Division, this product will
be the brain in the hand-held reader
used by department stores, the main
module in supermarket electronic
monitoring stations, the intelligence
in multi-step industry controls, the
electronics in low-cost home security
systems, and the controls in auto-
mobile monitoring systems.

The F8 brings the information
storage and processing capability
available only in huge, expensive data
processing systems a decade ago,
within the price range of products
for the home and small businesses.

CCD450 Memory

Computer processing systems
contain various types of memory
storage media in main and peripheral
equipment. Each medium is selected
for its prime characteristics. Bipolar,
MOS and magnetic core devices are
used where fast access to stored
information is the prime demand.

As a rule of thumb, fast access usually
means high cost. At the other end

of the scale, drum and disk memory
devices are used when density, the
amount of information that can be
stored in the same relative space, is
the key requirement. In 1975,
Fairchild introduced a memory using
Fairchild-developed buried channel
CCD technology that extends
computer manufacturer’s options in
the selection of memory media.

The new CCD450 memory device
offers a significant advancement in
solid state memory with performance
characteristics that place it between
slower electro-mechanical disk and
drum secondary memory systems

and fast bipolar, MOS and magnetic
core media.

The CCD450 represents the first
entry in a planned family of CCD
memory devices aimed at use in com-
puter terminal buffers, video display
and computer terminals which
contain memory. The CCD450 is the
first memory product to be manu-
factured using CCD technology
developed at Fairchild.

Synchromatic 110
The Industrial Products Division




has applied the Jatest semiconductor
technology to create a sound
synchronized filmstrip projector, the
first product of its type to be
marketed. Using a digital control
electronic system with Fanychlld
integrated circuits, the projector
allows users to rewind, stop and start
filmstrip programs at any point and
maintain perfect sound synchroniza-
tion. Previously, to maintain plctyre-
sound synchronization, a filmstrip had
to be run from beginning to end.

The ability to manipulate the program
material to the users' needs is
particularly vital in training situations,
the key application for filmstrip pro-
grams. With the Synchromatic

110’s capability, training material can
be paced to the student's or classes’
needs, allowing material to be
reviewed in any sequence as often
as necessary.

Industrial Products Division
accomplished this by reading the code
from the magnetic tape and compar-
ing this with an optical code between
the picture frames. The Synchromatic
110 uses a Fairchild-developed
Synchro-Pak Cassette which com-
bines the filmstrip and magnetic tape
in a single package which is small
enough to fit in a shirt pocket.
MV-101 Television Camera

A semiconductor product, the
Fairchild CCD imaging element with
10,000 photosensors, is the heart of
the Space and Defense Systems
Division’s new hand-held television
camera, All of the electronics
necessary to capture and transmit
images are contained in a single
charge coupled device manufactured
by the Integrated Circuits Group,
making possible a miniature television
camera ideal for closed circuit
applications where conventional
television cameras could not be used.
The broad dynamic range of the
CCD image sensor enables the lens
to adjust to the extreme fluctuations
in light levels which might be con-
fronted in law enforcement, industrial
surveillance and medical instrumen-
tation applications.

Mail Sack Reader

Space and Defense Systems
!)ivision is also using Fairchild CCD
Image sensors in a newly-developed
mail sack label reader delivered to
the United States Postal Service. A
moddel of the reader is currently
under evaluation at the nation’ i
Post Office, Washington, D.C. T?]emam
regder scans the destination bar code
Printed on the sack label and directs
the mail bag to the appropriate
conveyor line, The mail sack labe|
reader uses an experimental 1,000-
element CCD photo sensor line array
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developed by the Fairchild Inte-
grated Circuits Group.
E-100 Ignition Module .

Fairchild semiconductor devices are
helping to improve automobile per-
formance through new electronic
ignition modules which are standard
equipment on some 1975 model cars.
Owners of older automobiles are
enhancing the operation of their car's
ignition system through t_he pur-
chase of electronic ignition modules
at auto parts dealers. A Fairchild
module, the E-100, is now being test
marketed in auto parts stores in
California, The E-100 offers improved
gas mileage and reduces auto
maintenance costs by prolonging
engine condition, These are the same
benefits offered in the factory-
installed ‘systems. Semiconductor
devices used in the ignition modules
produced by the Fairchild Automotive
Strategic Business Unit are supplied
by the company's Transistor Division.
Qualifier* 901 Tester

Systems Technology Division
during 1974 brought the capability of
automatic testing of semiconductor
devices to a broader range of
customers through the introduction of
its Qualifier 901 test system,

The small, low cost tester offers ;
semiconductor users rapid test |
capability at incoming inspection |
stations and in some final test
applications.

The Qualifier 901 uses an optically-
coded plastic card to change the
systems’ test parameters to meet the
test needs of DTL, TTL and CMOS
devices. The Qualifier is easier to use
and substantially less expensive than
any other competitive system on
the market,

Semiconductor users, prior to the
introduction of the Qualifier,
depended on test equipment that
required trained operators and a
change of circuit boards to alter ‘
test parameters to suit more than one ‘
type of device, l

An interchange of ideas and
technology between product divisions
has resulted in many of the new |
Fairchild products that appeared on
the scene in 1974 and early 1975, ‘
Space and Defense Systems employs ‘
CCD technology to expand its
offering of camera systems; IPD uses ‘
integrated circuits to improve the
operation of a new projector; and \
Systems Technology calls on
advanced semiconductor devices ‘
p.roduced by several Fairchild divi-
sions to bring a new bench top tester
to'wide range of customers at a
Price they can afford.

*TM-Fairchild Camera & Instrument
Corporation

Shortly after employees

receive this issue of HORIZONS, 1
stockholders will be reading their
copies of the 1974 Fairchild annual
report. This publication gives company
investors and potential investors

a capsule view of the company’s oper-
ations during 1974 and compares

Financial
Management and
Control

balancing resources
and objectives

that year's performance with
previous years, .

More than simply describing the
amount of sales and earnings rgallzed,
the pages of figures coptained in the
report relate a very telling story.
The difference between what the
company achieved in sales revenue
and what remains on the bo!to'm
line of the consolidated financial
statement, relates how successful
Fairchild was in managi!‘:g the |
resources available to it

“That figure in the profit columr\\who
is extremely descriptive to anxonet .
is interested in our company,” state
Jim Unruh, director of co;pgfritat&

lanning and analysis. "'Fr e
gether \?vith a balance sheet analtf:f-
he explains, “tells investors whe
or not we are in a position to 5
finance the future of our Operaﬁo?tiém
Fairchild reinvests the greatest Pons
of its earnings in its own opgratl?mg
to pay for research and'engmtraee
projects that will result in futu e
products, and facilities and newt
ment that will enable us 10 mede oot
increased demand for new as?holder."
ing products. An astute stoC

B
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Unruh continued, “looks beyond sales
and earnings to see how much the
company has directed toward re-
search and engineering. That figure,
in an industry such as ours which
is dependent on continually advanc-
ing technology, gives an indication of
how prepared the company will be
to address competition in the future.”
“Fairchild’s 1974 report,” Unruh
continued, “describes a year of

Jim Unruh, director of corporate planning and analysis

financial and technological advances
which were accomplished in a very
difficult economic environment. By
correctly anticipating changes in
our major markets and adjusting our
operations to the new, lower level
of demand for products in the final
half of the year, we were able to
maintain our major objectives intact.”
In Fairchild’s financial planning
system, each division operates as a
semi-autonomous entity with its
own sales and profit objectives. “The
objectives are established,” Unruh
explains, “out of each division’s plans,
which have been developed from
studies of its market potential, its
needs for funding to realize that
potential and its current operational
status.” At least once each year,
all of Fairchild's divisions present an
operating plan to corporate manage-
ment. If the combined plans result
in a demand for corporate resources
that exceed the company’s financial
capability, members of management

must decide on how resource to the opportunities and problems
allocations will be made. surfacing in any area of the business.
“Eyen in the most stable economic This also gives each division greater
times, each division‘s formal control over its own destiny. The
budgets receive a semi-annual man- ability to identify changes in the
agement review,” Unruh explains. company’s outlook allows management
“In addition, reviews are conducted valuable time in which to weigh the
more frequently to determine if alternatives available to it in adjusting
there are any changes in the operating to those changes. The recent plant
conditions or business outlook that shutdowns in many of our semicon-
would require a replanning of the ductor operations are examples of
being able to exercise alternatives.
A A Management confronted the fact that
Fairchild could not fully use its

workforce over a several month period
because of inadequate product
orders to sustain the level of em-
ployment. This problem was identified
well enough in advance to consider
remedies other than lay-off. Our
financial projections indicate that we
would soon require most of our cur-
rent employees to satisfy the demand
for our products. Therefore, a
short-term, temporary closedown of
some of our plants was determined to
be the most acceptable solution to
the problem.

“Financial performance and plan-
ning are tied to all aspects of the
company—its people, products and
facilities; not just abstract numbers,”
Unruh states. “When we finally look
at profits, we are measuring the total
company performance within its
economic environment and to a great
division’s strategy. In times such as extent its value to our customers.”
exist now,” he adds, “these reviews
are conducted monthly or even more
frequently, if needed, in order to main-
tain a definitive reading on our
corporate-wide financial position at
all times.

“A single profit center and a
centralized reporting system would
be unworkable for a company with
the scope of Fairchild,” Unruh
explains. “Rather, a number of sepa-
rate profit centers gives greater
insight into the segments of our
business and allows for rapid reaction




What those numbers say:

FAIRCHILD CAMERA & INSTRUMENT CORPORATION
AND SUBSIDIARIES

Consolidated Statement of Income

(Amounts in thousands except per share data)

Among all the financial charts in the 1974 annual report, the consolidated statement
of income will receive the greatest amount of attention from the greatest number of
people. Here's what it tells:

Revenues:
Net sales
Royalties and other income

Costs and expenses:
Cost of sales
Administrative and selling
Interest

Income before income taxes and
extraordinary credit
Provision for income taxes

Income before extraordinary credit

Extraordinary credit—income tax

reduction from carryforward of

prior years' operating losses
Net income

Per share of common stock:

Income before extraordinary credit

Extraordinary credit
Net income
Average number of common and
common equivalent shares
outstanding
Per share of common stock,
assuming full dilution:

Income before extraordinary credit

Extraordinary credit
Net income

Fully diluted shares

Revenues: The two figures under this heading repre-
sent the amount of money the company has received
as the result of sales of semiconductor devices, aerial
cameras, rear screen projectors, semiconductor test
systems and other Fairchild products. The figures un-
der royalties and other income represent the amount of
money other companies paid to Fairchild to use its pat-
ented processes such as Planar fabrication techniques.
Costs and Expenses: These figures total the amount of
money which had to be spent in order to produce and
sell our products. Cost of sales includes the wages,
salaries and benefits for employees in product-related
jobs, the amount paid for materials to manufacture our
products, the cost of office supplies, and the numerous
other services and materials which are required to pro-
duce our products and to keep our facilities operating.
Administrative and selling: This figure includes the
wages, salaries and benefits programs for employees
in jobs not directly related to manufacturing.
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12 Months Ended
12/29/74 12/30/73

$384,933 $351,171
10,619 10,397
"3095552 361,568

264,194 245,450
75,882 61,975
3,868 3,661
343,944 311,086

- 51,608 50,482
24,576 23,733
27,032 26,749

— 14,410
§$ 27,032 § 41,159

$ 517 § 512
— 2.76
$§ 517 § 788

5,228,523 5,224,826

$§ 500 $ 494
— 2.57
$ 500 $ 751

5,559,472 5,594,151
Interest: When Fairchild borrows to finance new facili-

ties or needed expansion, it pays intgrest for the use
of that money as a cost of doing business.

Income before income taxes and extraordinary credit:
After Fairchild made all of those sales, and incurred
all of those expenses, what was the net results of our
efforts over the year? The first figure represents what
was left of revenues after we paid our bills. More than
85 percent of all the money Fairchild received from
sales and royalties was needed to operate our plants
and offices and build our products.

Provision for income tax: Fairchild pays national and
local taxes in every country in which it operates—-zﬂ
amount which represents almost 50 percent of the
company's total income.

Net income: Here's the result of all the efforts in 1Sr31't/'4<-)-f
$27,032,000. That figure represents seven perce o
the sales revenues the company realized over the year.

- —



Fairchild Closes
Shiprock Plant

Fairchild announced on March 12
that it is closing its semiconductor
assembly plant on the Navajo Reser-
vation at Shiprock, New Mexico.

Wilfred J. Corrigan, president and
chief executive officer, said the
decision was reached ‘“‘with great
reluctance and regret, particularly in
the light of Fairchild's ten-year associ-
ation with the Navajo community.

“However, a combination of circum-
stances—including events of the past
few weeks—has dictated this
decision.”

The Navajo-owned plant was seized
February 24 and occupied for more
than a week by an armed band of
American Indians, most of whom left
with their weapons. The intruders re-
turned the facility to tribal police
March 3, and Fairchild obtained
access two days later.

“Since then, we have been assess-
ing the damages and evaluating the
long-term implications of this seizure,"
Mr. Corrigan said.

“After thorough discussions with
Chairman MacDonald and other
officials of the Navajo Nation—whose
efforts we appreciate—Fairchild has
concluded that it could not be reason-
ably assured that future disruptions
would not occur.”

Mr. Corrigan added that arrange-
ments had already been made to
meet customer requirements for
Shiprock-based production at other
Fairchild facilities in the United States.

Fairchild began operations on the
Navajo Reservation in 1965 in
temporary quarters. A permanent
facility, financed by the U.S. govern-
ment and built to Fairchild specifica-
tions, was completed in 1969 and
leased by Fairchild from the Navajo
Nation.

BIGGER AND BETTER. One of Sys-
tems Technology’'s newest products,
the $1200, knocks the old adage that
good things come in small packages.
The Sentry 1200 is contained in a huge
package and its performance matches
its size. The largest semiconductor
test system ever built, the S1200 has
twice the capacity of its closest rela-
tive, the Sentry 600. Two of the large
systems have been constructed and
delivered to customers in the U.S. and
Japan. Ed Chang, project manager,
checks on the progress of the build-up
of the third S1200 in the Systems
Technology assembly area.

One of the favorite diversions of mem-
bers of the Optoelectronics Division
in recent weeks is showing off a Zero
Defects Award received from Fairchild
customer, Hughes Aircraft Company.
The coveted award was presented in
recognition of the consistently high
performance of dice supplied by Opto
for use in Hughes digital watch mod-
ules. Hughes is the largest supplier
of these modules to the world’s major
watch manufacturers. Fairchild, in
turn, is the largest supplier of LED
dice for watches as Hughes’ prime
source for these components. The
Zero Defects award acknowledges
Fairchild's performance in product re-
liability over the past year. Flanking
the award are (below, left to right)
Bert lwanaka, Paul Legan, Steve Car-
michael, Bruce Crockett and Lenny
Erskine. Darrel Sand, a member of the
team which earned the award was not
available for this photo.

Fairchild STAN Systems
Ordered by Aer Lingus
And Pakistan International

_Fairchild Industrial Products Divi-
sion has been awarded contracts by
Aer Lingus and Pakistan International
10' equip their fleets of Boeing aircraft
with STAN* aircraft integral weight
and balance systems.

Aer Lingus has ordered six STAN
Systems plus spares for its 707 and
737.planes. Pakistan International will
€quip seven 707 aircraft with STAN
Systems. Deliveries have started and

Will be completed by mid-1975.
*TM Fca&l !

H. Dell Foster Receives Fairchild
Photogrammetric Award

H. Dell Foster of H. Dell Foster
Company, San Antonio, Texas, is the
recipient of the 1974 Sherman Mills
Fairchild Photogrammetric Award.

The award was presented in
Washington on Wednesday, March 12,
1975, at the American Society of
Photogrammetry Convention by
Irving W, Doyle, technical director of
the Space & Defense Systems Division
of Fairchild. Mr. Doyle also presented
Dr. H. M. Karara, 1973 award
winner, with a permanent replica of
the award.

Mr. Foster is being recognized for
his accomplishments in the field of
photogrammetry. In selecting him, the

committee noted his personal leader-
ship in the design, prototyping and
manufacturing of mechanical, optical
and electronic instruments.

One of the highest honors bestowed
by the American Society of Photo-
grammetry, the Sherman Mills Fair-
child Photogrammetric Award is
sponsored by the Space & Defense
Systems Division of Fairchild Camera
& Instrument Corporation. Since 1943,
it has been presented annually to a
member for an outstanding invention
or design, or for research that con-
tributes to the general advancement of
the art of aerial photogrammetry.




oes the spectre of a chaotic world

Cost Reduction D e e

go into hiding?
If so, you're not alone. Recent

“What can I do" becomes “can do" surveys by public opinion polisters

reveal that most people feel powerless
2 q when confronted with rising costs
1 and a weakening economy.
However, “What could | possibly do
to help?” quickly becomes “can do”
when individuals realize that they
can have some control over economic
fate.
This attitude has been evidenced
throughout Fairchild over the past
year as every division, along with
the rest of the business world, faced
eroding markets and increased
competition. Instead of hiding their
heads and hoping the problem
would go away, Fairchild employees
determined that the most obvious way
in which to positively influence the
company'’s financial future is to deliver
superior products at the lowest
possible price.
So, ““Cut unnecessary costs”
became the war cry of Fairchild
economic fighters in every operation
around the globe. Every battle
started at the same point: defining |
what constitutes unnecessary costs. |
Virtually everything that adds to -
the price of a product falls under the '
scrutiny of Design-to-Cost manager ]
|
|
|

Uli Hegel and Jaime Bayan of the Transistor
Division Ed Kuebert

Ed Kuebert, Photographic Systems
Department, Space and Defense
Systems Division. ““l don’t make
many friends in my pursuit of ways to
do things less expensively,” he
says. “Nothing is sacred in our
attempts to deliver a product at
a lower cost,” he explains. “I'm always
asking people to take another look
... to see if there is some other, less
expensive, way to accomplish the
same end."

Ed is the advance guard in the

Value Engineering team
members at Systems Tech-
nology: (seated, left to right)
Phil Noyes and Bryan Clau-
sen; (standing, left to right)
Ron Wagner, Steve Nata,
Y. B. Chau, Larry Gerould
and Gene Shao.

¥

Industrial Products Division’s finely tuned production line
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manufacturing cycle. It is his job to
determine if Space and Defense

can develop and dehve_r a product
at a price the market_ will bear.
uguppose,” he explains, “that our
marketing research group has deter-
mined that there are customers for

a camera that sells in the $1,000.00
range. The question is, “Can we
manufacture such a product and make
an adequate margin of profit?"

Ed maps out every step of the engi-
neering-manufacturing process that
would be necessary to bring the
product to reality. He prices every
material and man-hour along the

way. “We are constantly making
trade-offs for cost reduction,” he
reveals. “We determine the most im-
portant performance characteristics
and these features remain inviolate.
However, anything that doesn't affect
that basic performance is fair game
for cost reduction. We suggest alter-
nate materials, ask for different
design approaches and generally try
to squeeze every extra penny out of
the construction costs. Our incentive
is the possibility that we will be able
to deliver a product that meets the
needs of a market we know exists.
However, we never try to fool our-
selves, If the project can’t be done
profitably, we don't invest a great deal
of time and effort in engineering
before we discover that the job is not
within our scope."

Ed's efforts are just a single
example of the cost consciousness of
th'e.Space and Defense Systems
Division. This organization has a long
history of cost effective performance.
However, Ed claims: “Never before

Ron Burley, Diode Division's cost reduction leader.

in my 38 years of engineering at
Fairchild have we worked in such a
competitive environment. Attention to
costs is greater than ever before.”
Individual Ingenuity

Divisional efforts in cost savings
such as those of Ed Kuebert are
bolstered by the incentive and ingenu-
ity of other individuals at the Syosset,
New York, plant, Every month a num-
ber of the organization's employees
are recognized for their cost savings
suggestions. Hank Carter and Nick
Francischelli of the Division’s Finish-
ing Shop were recently top suggest-
ors as a result of cost savings pro-
cedures they implemented in their
jobs. Hank designed a rubber mask
that protects the underside of
printed boards from the spray of buffer
coating when the boards are being
finished. Use of the protective mask
saves many hours of clean-up and
therefore, reduces fabrication expense.
Nick was recently recognized for a
cost savings suggestion that elimi-
nated much of the rejects and rework
that result from air bubbles which
develop while circuit boards are being
finished with a coating material.
Experimenting to resolve the problem,
Hank discovered that coating and
baking the tops and bottoms of the
boards separately eliminates the
bubbles. These are but two of the
suggestions made daily at worldwide
Fairchild plants that enable the com-
pany to keep product costs stable
in the face of inflation.
Value Engineering

The Systems Technology Division in
San Jose, California, eight months
ago focused total management atten-

tion on squeezing all of the superflu-
ous costs out of its products. In a
program called Value Engineering,
every product the division manufac-
tures receives careful cost analysis

by a small group of personnel,
supervised by Gene Shao. Applying
Value Engineering principles to one of
the Division’s well established
products, the 5000C, Systems Tech-
nology was able to realize a signifi-
cant savings on materials and labor.
Gene describes the way in which

the Division pursues such profitable
cost reductions:

“In our approach, we don’t usually
attack the basic function of the
equipment, With that in mind, we
isolate the major cost items
represented in the finished product.
Naturally, the biggest expenses
receive the most attention, but before
we're through we'll examine every-
thing that adds to the price of the
product. We begin by studying the way
the product is put together. Perhaps
altering the production flow will cut
down on labor hours, or just doing
things in a different way will add up to
a small savings in time or materials.
The cost reductions on the 5000C
were the result of numerous small
efficiencies and the substitution of
lower cost materials.

A small group of people spend
a major part of their work day in
pursuit of cost savings in production
and engineering at Systems Tech-
nology. Not all projects are as ambi-
tious as the 5000C effort, yet all
Value Engineering tasks yield results.
“When you're studying a unit that
will be produced in volume,” Gene

IPD mailman and cost counselor Fred
Smith.
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says, “‘a savings of ten or even five
percent adds up. Naturally,” he adds,
“we benefit directly from cost
reductions realized by the company's
semiconductor divisions. As they .trim
their costs, they pass the savings on
to us and we use a large volume of
Fairchild solid state devices in our
testers.”

All that glitters isn't gold

Symbolic of the cost reduction
efforts within the semiconductor di-
visions, is the Transistor Division's
intensive drive to bring down the cost
of its devices. This division began
its search for economies by finding a
substitute for the gold used in its
products. “Two years ago,” states
Jaime Bayan, who heads this Di-
vision’s cost reduction effort, *‘gold
was approximately one-fourth the
price it is today. Always an expensive
item in semiconductor manufactur-
ing, by 1973 it had become the single,
greatest cost item in every transistor.
Our goal,” Jaime states, “was to find
a metal that would perform as effec-
tively yet cost a fraction of gold's
price. Today, you won't find gold in
many transistor products. It has
been replaced with a much less
expensive metal that offers the stabil-
ity and solderability of the more costly
metal. Many alternate metals were
tried until Uli Hegel, transistor
assembly engineering manager, came
across the proper combination, The
use of gold has long been subject to
question,” Uli says, “but it was not
until its price quadrupled that the
incentive was there to completely
revamp production procedures to
accept another metal.”

Eliminating the precious metal
didn’t satisfy Transistor's appetites
for lower cost products, however.
The division has also made consider-
able progress in reducing the size
of die needed for transistor circuits.
Smaller dice mean more units per
silicon wafer, and, therefore less cost
per unit, Attacking the cost problem
from all angles, the division has also
increased the size of silicon wafers
it uses in fabrication in order to pro-
duce more dice with no accompany-
ing increase in effort. Transistor's
economy efforts have paid off in de-
Creases of up to 45 percent on the
manufacturing costs of some of its
products. The Mountain View and Far
Eastern operations of the Transistor
Division have worked closely in the
cost, process and equipment ‘

improvement program, !'

Packaging for profit

A Diode Division cost reduction
team, led by engineering manager
Ron Burley, was successful over the
past year in cutting costs of some of
its products up to 50 percent. Ron
points to the Zener diode group’s
efforts as most outstanding. “Through
the use of a new packaging approach
for this product we are not only able
to reduce costs significantly, but im-
prove the yield rate and product
reliability at the same time.”

Over the past 18 months, Diode
Division management has devoted
unprecedented effort and resources
toward squeezing every extra cent out
of product costs. This concern has
had its result throughout the Diode
product line in the elimination of gold,
reduction of piece parts, wafer size
increases and die dimension
reductions. The division's objective
was to be unquestionably price
competitive in every market area
it serves.

With an economic squeeze on,
many cost items that are taken for
granted in boom times are receiving
new attention, Everyone, everywhere
throughout the corporation has the
ability to control costs in some way.
Employees are thinking twice before
they pick up a telephone receiver,
because telephone costs, particularly
long distance and toll charges, add
quickly, and our telephone bill is
reflected in the price of our products.
All office materials—photo copies,
stationery and supplies—are being
handled with new respect, because
of the expense they represent in
the company’s cost of doing business.

Production line balance

Communication between sales,
inventory and production departments
has been stepped up at the Industrial
Products Division in Commack,

New York, in order to schedule the
longest possible runs of a single
product at one time, Lengthy assembly
runs of the same models of |IPD
projectors cut down on the expenses

involved in assembly line change-
over from one product to another. At
the same time, periodic checks of
assembly line work balance are con-
tinued to assure that procedures
represent the most efficient and eco-
nomical way in which to get the

job done.

IPD’s economic concentration is
not limited to the assembly line.
Nothing that adds to the price of its
products escapes the examination
of IPD cost sleuths. Even the com-
monplace cardboard carton has
come under question as the division
looks for ways in which to reduce
the cost of packaging its products.

IPD mailman Fred Smith conducts
his own cost reduction campaign
by counselling secretaries on the least
expensive way to mail letters and
packages. “Did you know, for in-
stance, that if you include cor-
respondence in a package of literature
mailed abroad, the cost is more
than twice what it would be if you
mailed the literature separately?
Send your letter,” he advises, “in a
separate envelope and you'll cut
your postage bill without any sacrifice
in delivery time."

Suggestions such as Fred's postage
savers are being shared throughout
the corporation among ‘'can do' em-
ployees who are having their positive
influence on Fairchild’s economic
position.




Authors Awarded

Fairchild employees who write
articles relating to the company’s
business interests which appear in
business, industry and general circu-
lation publications, are eligible to
receive cash Author's Awards. Over
the past six months, the following
Fairchild authors have received recog-
nition for Fairchild-related articles
which appeared in print:

SPACE AND DEFENSE
SYSTEMS DIVISION

Kenneth Hoagland—"Applications
Techniques for CCD-TV Image Sen-
sors’ presented at the Electro-Optics
'74 Conference.

Herbert J. Friedman—“A Multi-Kilowatt
Decade Bandwidth, Solid State
Communications Jammer Transmitter"
presented at the 7974 Association

of Old Crows Symposium.

Thomas Ryan—'"New Fairchild Re-
ceiver Contains Microprocessor"
published in Electronic Warfare.

Jerome Kleifgen and Clarence
Yutkowitz—"“Brazil's Watchful Tower"
published in Optical Spectra, No-
vember 1974,

SYSTEMS TECHNOLOGY DIVISION

Robert Huston—"Microprocessor
Function Test Generation on the
Sentry 600" presented at the 1974
IEEE Symposium and published in
the Symposium Digest of Papers,

SEMICONDUCTOR COMPONENTS

Russell Apfel—"A Fast-Settling Mono-
lithic Operational Amplifier Using
Doublet Compression Techniques,"
Published in the IEEE Journal of

Solid State Circuits, December 1974.

Kenneth Stafford—"A Completely
Monolithic Sample/Hold Amplifier”
IEEE Journal of Solid State Circuits,
December 1974

Paolo Gargini—"High Voltage Simul-
taneous Diffusion Silicon Gate
CMOS" published in the /EEE Journal
of Solid State Circuits.

Cliff Roe—"Trends in Semiconductor
Materials Production' published in
Electronic Packaging and Production,
April 1974,

?en.e Miles and curt Phillips—
Building High Speed Memories"

Published in Electronic Equipment
News,

Robert Hood, Andy Adamian and
Herman Ebenhoech—“Contro| Switch-
ing—Transients” published in Instru-
ment and Contro/ Systems, June 1974.

Eric Breeze, Joseph Rothstein, Peter
Alfke and Halfon Hamaoui—“A
Frequency Synthesizer for Television
Receivers” |EEE Transactions,
Broadcasting Television/Radio, No-
vember 1974,

Wwill Alexander—"“Computer Analyzes
RF Circuits with Generalized Smith
Charts,” Electronics, March 1974.

Howard Murphy and Will Steffe—
“Monolithic Integration for a Camera
Control System,” IEEE Journal of
Solid-State Circuits.

John Archer and George Bechtel—“A
Low-Noise Integrated S-Band
Amplifier,”” Microwave Journal.

Robert Hood—"‘Automotive Electron-
ics, sponsore by IEEE and Society

of Automotive Engineers; and “Elec-
tronic Penetration in Autos—Systems
on Wheels" IEEE Proceedings, Feb-
ruary 1974,

Jim Holt—*"A Two-Quadrant Analog
Multiplier Integrated Circuit”" IEEE
Journal of Solid-State Circuits,

Peter Alfke—"Den Nakna Sanningen
Om Digitala IC" Elektronik (Sweden).

Eric Breeze—"“Novel Electronic TV
Touch Tuning Systems Using Digital
Circuit Techniques, /IEEE Trans-
actions, May 1974.

Rob Walker—“Microprocessors in
Perspective, Digital Design, April 1974;
and Electronics & Power, July 1974,

Peter Alfke—"Low Cost 7-Segment-to-
BCD Converter is Simple, Fast,”
EDN, July 1974.

Rob Walker and Ken Evanger—‘Shift-
ing the Dot Matrix,"” Digital Design,
April 1974.

Peter Alfke—"A Logical Approac_h to
MSI, Electronics Products Magazine.

Rob Walker—‘C-MOS Specifications:
Don’'t Take Them for Granted,”
Electronics, January 1975.

Fairchild employees can earn
author’s incentive awards of up to
$200 for a published article or .
paper providing that the manuscript
has been reviewed and approved
by the Corporate Patent Department.

—‘—

Dr. Bill Smith--
Master Builder

Dr. Bill Smith, research and devel-
opment director for the Systems
Technology Division, can be found on
Saturday mornings scouring local San
Francisco Bay Area wallpaper and
fabric stores looking for just the right
patterns and colors for his house.
Clerks are often taken aback by his
purchases when he does arrive at a
decision. A few inches of this fabric
or a small square of that wall paper
will do the job nicely.

Though Bill’s purchases are small,
his concern for the tastefulness of the
interior decoration of the houses he
constructs is great. “It doesn’t take
much fabric or wallpaper to cover the
surfaces in the houses | build,” Bill
explains, “because they are con-
structed on a scale of 1:12 inches.
However, when you are decorating the
tiny rooms, a paper that might serve
well in a full-sized house would over-
whelm the eye.” A few inches of velvet
becomes a room-sized lush carpet. A
small square of paper with a tiny
pattern becomes a dramatic back -
ground in one of the small rooms.
Window shutters, less than two inches
in length have been individually
carved to frame the numerous
windows in Bill’s first construction
project, an eight-room colonial house
with a pillared entrance and shake
roof.

His homebuilding-decorating en-
deavors are roundly encouraged by
his two daughters who follow
anxiously the progress of the doll
houses. One house and two daughters
added up to an impossible equation
Bill discovered before the paint was
dry on his first project. So, construc-
tion was begun on a Victorian house;
an even more demanding project as
Bill will faithfully reproduce the
gingerbread facade of homes of this

style.

Dr. Smith and
his first
house-
building
project.
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Walter Burke io retire
As Board Chairman; Roswell
Gilpatric to succeed him

Walter Burke

Walter Burke, chairman of the
Fairchild Board of Directors, an-
nounced in January that he would
retire as board chairman and Fairchild
director following the annual share-
holders’ meeting on May 2, to pursue
personal interests.

He said he will be succeeded by
Roswell L, Gilpatric, former deputy
Secretary of defense and a Fairchild
board member since 1967. Mr. Gil-
patric is presiding partner of Cravath,
Swaine & Moore, the New York law
firm which has served for many years
as the company’s outside counsel.

Mr. Burke became chairman four
years ago, upon the death of founder
Sherman M. Fairchild, to whom he
had been financial advisor for nearly
20 years, He said he will continue his
interest in the company both as a
substantial stockholder and as
president of the Sherman Fairchild
Foundation, Inc., which owns
13 percent of the outstanding shares
of Fairchild Camera,

Referring to his decision to pursue
other interests, Mr. Burke commented
that he was also not standing for
reelection as a director of several
other public companies, He stated
that he wished to be free to consider
other areas of activity, including
business, charitable or other types of
public service,
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Roswell L. Gilpatric

Mr. Gilpatric, who is also a director
of the Sherman Fairchild Foundation,
served as deputy secretary of defense
from 1961 to 1964. He was assistant
secretary of the Air Force in 1951, and
undersecretary from 1951 to 1953,

A native of New York, he was
graduated from Yale University, Phi
Beta Kappa, in 1928 and from Yale
Law School in 1931, Mr. Gilpatric has
been a partner in Cravath since 1940,
except for periods of government and
industry service,

Donald Brettner
Named General
Manager for Europe

Donald M. Brettner has been pro-
moted to general manager—Europe for
Fairchild, it was announced in
January by David J. Marriott, vice
president and general manager—
International Division.

Mr. Brettner is headquartered at the
company’s plant in Wiesbaden,
West Germany, and is responsible for
Fairchild European activities. involv-
ing offices in London, Stockholm,
Paris and Milan. He replaces Arthur
M. Massicott, who has been named
regional sales manager for Boston.

A five-year Fairchild veteran,
Brettner has held significant operating
posts with the company, including
direction of the silicon materials plant
and central reliability and quality
assurance operations. For the past two
years he has had direct responsibility
for the company’s Far Eastern
assembly plants,

Fairchild Lenses
In Earth Study

Fairchild lenses, designed and
Created by the Precision Optics fa-
cility of the Fairchild Space and
Defense Systems Division, are helping
to expand our knowledge of the
earth’s resources, The high resolution
lenses are part of the RCA return
beam video three-camera system
aboard the NASA Earth Resources
Technology Satellite (LANDSAT-2)
which was launched in January,

LANDSAT-2 teams up with the
original Earth Resources Technology
Satellite (ERTS-1) which has been
in operation since July 1972, to pro-
vide continuing multispectral scanning
of almost the entire globe. Images
relayed from the satellites to the
NASA Goddard Spaceflight Center,
Greenbelt, Md., provide the basis for
study of the world's forests, land
use, minerals, environment and marine
resources, The studies are used in
mapping and resource management
projects.

The 1165-pound LANDSAT-2 is in
a 570-mile near-polar orbit. Circling
the globe every 103 minutes, the
Spacecraft's remote sensors view
a 115-mile wide strip of the earth
running nearly north-to-south at an
angle to the equator of 99°. The
globe is covered every 18 days.

An RCA technician checks out the
LANDSAT-2 camera system with
Fairchild lenses,
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Cover: One of the last stops in Tat
Blesch’s busy day is the stable,
where she picks up her daughter,
Kris. Tat is one of four Fairchild
working mothers who discuss how
they meet their many obligations in
Breadwinners and Breadmakers,
beginning on page 12.
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GAIRCHILD REPORTS

FIRST QUARTER
RESULTS

First quarter earnings of $2,229,000
or 41 cents per share, on total sales
of $114,988,000 were reported by
the company April 28.

Earnings were up from $197,000,
or 4 cents per share in 1976. Sales
increased 21.5 percent from
$94,624,000 last year.

Profitability for the quarter,
although considerably ahead of last
year, was below planned levels,
according to Wilfred J. Corrigan,
President. “This was due mainly to
a sharp, seasonal drop in digital
watch demand, compounded by
erratic pricing in the marketplace,”
he said.

“All other areas of the corpora-
tion improved, and total order input
of $135 million was the highest
since the fourth quarter of 1973.”

WIilf cited strong improvements
in bipolar memories and MOS
products, particularly 4K RAMs.
He also noted that initial manufac-
turing has begun on Fairchild’s 16K
MOS RAMs and 65K CCD
memories.

“In spite of less-than-anticipated
growth in the electronics sector of
the economy, sales and margins
continued to improve in the com-
modity component area,” he said.

End-equipment businesses,
including federal systems, industrial
products and instrumentation, in-
creased in profitability from the
year-earlier period.

“Although we have lowered our
projections for this year’s digital
watch market, we perceive a con-
tinuing swing to electronic, as
against mechanical, timepieces In
the U.S. and abroad,” he said.
“This represents a significant, long-
term business opportunity for
Fairchild.”
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IMAGING SYSTEMS
AWARDED POSTAL
SERVICE ELECTRONIC
MESSAGE SYSTEM
CONTRACT

The U.S. Postal Service has
awarded Imaging Systems Division
a contract for exploratory develop-
ment of a model scanner subsystem
for the Electronic Message Service
System program.

The $500,000 contract covers
development of a scanner which
will demonstrate the feasibility of
high-speed electronic “reading” of
incoming mail. Such a system
would speed mail delivery by allow-
ing preferential handling of business
and personal correspondence and
by permitting nearly instantaneous
transmission of mail from a Post
Office near the sender to one near
the recipient.

Testing is scheduled for 1977-
1979, and could lead to the devel-
opment of an operational system in
the 1980s.

SOUTH PORTLAND
WINS IBM CONTRACT

Fairchild has reached agreement
with IBM Corporation to assemble
memory and logic modules for IBM
data processing equipment.

The agreement, which extends
over four years, involves assembly
services to be done at the Digital
Products Division’s South Portland,
Maine plant. Completed modules
will be used in IBM’s manufacturing
operations at Burlington, Vermont.

FAIRCHILD SIGNS
AGREEMENT WITH
MAJOR ITALIAN SEMI-
CONDUCTOR FIRM

SGS-ATES of Agrate, Italy, the
largest Italian semiconductor
manufacturer and a leading Euro-
pean supplier of linear integrated
circuits, will be an alternate source
for the F8™ microprocessor and
for Fairchild’s medium and small
scale low power Schottky devices.

Fairchild will receive financial
compensation in exchange for tech-
nical information required to enable
SGS-ATES to start production.
The agreements are non-exclusive
and cover a 10-year period.

SEMICONDUCTOR
INDUSTRY TRADE
ASSOCIATION FORMED

Five major semiconductor manu-
facturers, including Fairchild, have
announced formation of the Semi-
conductor Industry Association, a
trade organization that will focus
on critical government relations
and gathering of industry statistics.

The executive committee of the
SIA includes chief executives of
Fairchild, Advanced Micro Devices,
Intel, National Semiconductor and
the Motorola Semiconductor
Group.

\

FAIRCHILD MOVES UP
IN FORTUNE 500

Fairchild had the sixth largest
increase in sales of any of the 500
largest industrial corporations in
the country last year, according to
Fortune magazine’s annual survey
of U.S. industries. Fairchild sales of
$443.2 million were up 52 percent
from 1975 sales of $291.5 million.

The company achieved an overall
ranking of 404 in the annual Fortune
500 survey, based on the com-
pany’s sales. Fairchild moved up
from a position of 511 last year.

AUTOMOTIVE/HYBRID
UNIT NAMED DIVISION
Components Group has raised
its Automotive/Hybrid Products
organization to divisional status.
Rodney Smith has been named
General Manager of the Division.
Formerly a unit within the Linear
Integrated Circuits Division, the
division manufactures and markets
modular solid-state subsystems,
including ignition modules, for
automotive and other applications.

IPD PROJECTOR
CHOSEN FOR NATION-
WIDE PROGRAM

Industrial Products Division’s
Galaxy 990 Super 8 motion picture
projector has been selected by the
National Retail Hardware Associa-
tion for a nationwide customer and
employee training program.

The NRHA noted it considers
the Galaxy 990 superior to any-
thing else on the market, and said
its audio-visual program will include
films for point-of-purchase and con-
sumer do-it-yourself information
and employee training.




Corrigan elected Board Chairman

Company Financial Position
Strong, 1977 Annual

Meeting Told

“From a financial standpoint, Fair-
child has never been stronger,” Presi-
dent Wilfred J. Corrigan told the 1977
Annual Meeting May 6.

“Our balance sheet at the end of
the first quarter showed working
capital at $113,754,000, shareholder’s
equity $173,834,000 and cash and
short-term securities $33,742,000,”
he said.

Speaking to an audience of share-
holders, directors, and employees at
Rickey’s Hyatt House in Palo Alto,
Wilf said that, with a reasonable econ-
omy, 1977, our 50th anniversary year,
will be the year Fairchild sales exceed
$500 million for the first time. “We
have set our objective for a billion

dollars in net annual sales by the early
1980s.”

4

Following the meeting, he was
elected Chairman of the Board of
Fairchild. He succeeds Roswell L. Gil-
patric, chairman since 1975, who will
continue as a director. Former Board
Chairman Walter Burke, President of
the Sherman Fairchild Foundation,
was elected to the Board, replacing
J. Bradford Wharton, who has retired.

While profits in the first quarter
were below planned levels, mainly due
to a seasonal drop in digital watch
demand, compounded by depressed
watch pricing in the marketplace, Wilf
said that all other areas of the corpor-
ation improved.

“Semiconductor orders, which had
been stagnant for two quarters in-
creased each month during the period.
Total corporate order input of $135
million was the highest since the
fourth quarter of 1973.

“Our overall corporate strategy is
to evolve from being simply a semi-
conductor manufacturer to a balanced
electronics company—using LS] as

Shareholders, directors
and Fairchild employees
heard that, with a req.
sonable economy, the
company should exceed
$500 million in sales this
vear,

our base, participating on a multi-
national basis in the burgeoning
worldwide electronics marketplace,”
Wilf said.

He noted that Fairchild today is
divided into four basic business areas:
LSI, or advanced solid-state devices;
commodity semiconductor compo-
nents; systems and equipment and
consumer end products.

Large-scale integration products
were cited as one of the key growth
areas for the company. Bipolar
memory shipments nearly doubled
over a year ago, Wilf said. Results in
MOS products further strengthened,
and initial production has now begun
on 16K MOS random access memo-
ries and 65K CCD memories.

Shareholders were told Fairchild
now holds a dominant position in llhe
bipolar memory marketplace, and is
in a position to assume leadership in
MOS memories. The new South San
Jose LSI plant, now in operation,
embodies the most advanced LSI pro-
duction technology available, including
four-inch wafer fabrication.

Wilf noted that microprocessors
and microcomputers are another
important growth area for the com-
pany. He cited the strong market
position of the F8™ microprocessor,
for which single-chip versions will be pro-




RICKEYS
HYATT HOUSE -
PONTO

President and Chief Executive Officer Wilfred Corrigan, who was elected Chairman
of the Board following the meeting, gave the main shareholders address. Listening

to the speech are, seated from left, Douglas Norby, Vice President—Finance, Dr.
C. Lester Hogan, Vice Chairman of the Board, retiring Board Chairman Roswell
Gilpatric and Nelson Stone, Vice President, General Counsel and Secretary.

Mike Hatcher, right, Video Games Prod-
uct Manager, coaches two Fairchild
shareholders on winning strategy on the

Shareholders review the 1977 Annual
Report following adjournment of the
Annual Meeting.

duced this year, and the introduction
in early 1977 of the 9440 minicomputer
on a chip, which operates about twice
as fast as comparable systems.

‘ “Commodity components improved

continually throughout 1976, both in
contribution to profits and return on
assets,” he said. “While corporate
sales grew 52 percent last year, inven-
tories increased only four percent. In
the commodity segment, inventories
declined substantially.”

In commenting on the consumer
products business Wilf said that the
arrival of full seasonality in the digital
watch business, compounded by the
departure of several companies from
the electronic timepiece market, had
caused a pricing pressure on digital
watches. “Fairchild entered this busi-
ness in recognition both of its risks
and its long-term growth potential,”
he said. “We have established a major
market position, which we expect to
maintain.” He added that the com-
pany sees a continuing swing to elec-
tronic timepieces worldwide, and this
represents a significant long-term
business opportunity for Fairchild.

First quarter shipments of Fairchild’s
programmable Video Entertainment

Video Entertainment System.

System, based on the F8 micro-
processor, increased over the previous
quarter, Wilf noted. He commented
on the first educational Videocarts™,
called Math Quiz I and II, which will
be valuable tools in teaching young-
sters basic mathematic skills. “With
Math Quiz,” he said, “we begin to
demonstrate the power of a computer-
in-the-home, with its associated display
terminal, your TV set.”

Discussing other areas of growing
importance to Fairchild, Wilf cited
miniature CCD cameras for military
applications, test equipment and the
broadening range of Fairchild’s audio
visual products.

Concluding his remarks, Wilf stated
that “Overall, we look on 1977 as a
healthy business year. Our major task
will be to improve our margins, to
execute our plans for further LSI pro-
duct introductions, and to carry for-
ward our total strategy of becoming a
balanced, high technology electronics
company in the future.”




Most of Fairchild’s
silicon wafers

come from our
Healdsburg Plant,

in the California wine
country

\ ineyard-laden Sonoma County,

| Calif., an area known for its ex-
port of wine, seems an unlikely setting
for a major electronics company. Yet,
for the past four years, Healdsburg, a
town of 6500 in the northern end of
the county, has been home for Fair-
child’s Semiconductor Materials plant,
where silicon wafers—from which
most semiconductor devices come—
are made.

The plant, which employs more
than 200 people, is Fairchild’s primary
wafer manufacturing facility. From
there, the wafers go through a num-
ber of masking and diffusion proces-
ses—which give them their electrical
properties—and are cut into die, or
chips.
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In contrast to the idvllic surround-
ings, it has been a feverish four years
at the plant: years of hard work, rapid
change and “very gratifying success”
in the words of Plant Manager Jack
Callahan, who opened the plant in
mid-1973.

Jack is no stranger to new opera-
tions, having been involved in the set-
up of semiconductor assembly lines in
Mountain View and Fairchild’s assem-
bly plant in Jakarta, Indonesia. “We
chose this location for a number of
reasons,” Jack said. “We wanted a
site that was easily accessible to
Mountain View (two hours away by
car), had abundant electrical power
and a good water supply.”

However, Jack said, the most
important attraction was the potential
work force in the area. “There was an
untapped labor pool here, even
though the local people were unfamil-
iar with electronics technology.”

Echoing Jack’s sentiments is George
Coppinger, Industrial Relations Man-
ager at Healdsburg. One of George's
major responsibilities when the plant

dsburg Semicondu
Plant. Where It All

opened was to establish rapport with
the Healdsburg city government and
its citizens

“It was very important that we
establish a good working relationship
with the people here. As an electronics
company, we were a new kind of cii.
zen in the community,” George said,

“The philosophy of the community
and the attitudes of its citizens blended
with our approach. Because of our
efforts in working with the city and
hiring local people, our relationship
here is an excellent one.”

However, before there was any
need for employees, Jack and his staff
had a major task in turning the former
Sunsweet prune warehouse into a
modern wafer producing facility.

“The place was stacked to the ceil-
ing with prunes,” recalls Plant Facili-
ties Manager Chet Lauchner, who
was project engineer during remodel-
ing of the building. “In fact, one of the
first things we did was a series of tests

to determine if the smell or residue
from the prunes would have any effect
on our wafer operations.”
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Finding no apparent ill effects from
the building’s previous occupants, the
crew charged with putting the plant
into production went to work. By
mid-1973, one of the wafer operations
—polishing—was moved from Moun-
tain View and set up in trailers on the
new plant site. As remodeling was
completed, the remaining wafer pro-
duction operations were moved piece
by piece to Healdsburg and employ-
ment opportunities for local residents
became a reality.

“Those first couple of months we
were interviewing people night and
day,” George recalls. “As people were
hired, we had an enormous training
task since they were totally unfamiliar
with our technology and processes.”

The wafer fabrication process (see
pa. 9) is the key at the Healdsburg
plant. “We produce the major portion
of the wafers used by Fairchild’s pro-
duct divisions,” said Mike Reilly,
Production Control Manager, “and
we use truckloads of raw polycrystal-
line silicon every week. The remaining
wafers are purchased from other
producers and used for either test
control purposes or when a product
group wants to compare wafers from
Fairchild and other producers.”

As the fragile crystal passes through
the various processes, quality and
“yield”—getting the most wafers from
each crystal—are the overriding con-
cern. Obtaining a higher yield is the
primary responsibility of two men—
Carl Bindhammer, Manager of Quality
Control and Quality Assurance, and
Chuck Weaver, Engineering Manager.
They monitor the success of the
processing areas and their effects on
wafer vield.

“We have four ways of inspecting
the production process,” Carl said.
“We check the raw material coming
into the plant, monitor the processes,

Located on 9.5 acres, Fairchild’s Semiconductor
Materials Plant in Healdsburg lies next to the
Russian River and is surrounded by the hills of
Sonoma County. The plant contains nearly
90,000 square feet of manufacturing and admin-
istrative areas and is the source of nearly all
Fairchild’s silicon wafers—the first step in the
semiconductor process.

inspect the material as it’s built and
sample the finished lots to see if they
meet the customer’s specifications.”

Carl said the objective is preventing
substandard quality, as opposed to
discovering it. “Our overall return rate
from here is quite low, an indication
that we’re doing a good job. However,
we’re still targeting on greater yield
and quality, and, bit by bit, it’s
improving.”

As Engineering Manager, Chuck’s
role is one of both policing existing
processes and overseeing the develop-
ment of new ones. “The engineering
department monitors the functioning
of equipment and processes and their
effect on vields. We look at the pro-
duction methods from the standpoint
of the equipment and the people using
it.”

Chuck also oversees development
work in the plant’s laboratory, where
new techniques to increase yields on
the production lines are being tested.
“We’re looking at a number of new
methods designed to make a flatter
and stronger wafer. We're also devel-
oping automatic testing programs and
exploring the use of microprocessors
in the crystal growers to fully auto-
mate and control the growing process.”

Underpinning activities at the plant
is a new business plan developed by
Jack and his staff that was put into
effect late last year. “The plan,” Jack
said, “is designed to meet the cyclical
demand at the plant and to upgrade
training procedures.

“In the past, our production, based
on demand, was like an accordion.

Industrial Relations Manager George
Coppinger talks to Healdsburg High
School seniors about job opportunities
at Fairchild. George visits area schools
frequently as part of the Healdsburg
plant’s strong community relations
effort.

We were running at either very high
or very low levels. With the new plan,
we can stay ahead and not be sur-
prised by spurts in demand. We've
built a posture with the product groups
that allows us to better control our
own operations.”

Plant Controller Ray Carey, re-
sponsible for financial planning and
analysis, says the new program makes
it easier to plan future goals and ob-
jectives at Healdsburg. “The produc-
tion people are not constantly chasing
demand and they’re better able to
control expenses. It also has allowed
the plant to establish a firm base from
which we can meet demands brought
by any of the product groups.”

A view of a portion of the crystal growing area.
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A large part of the task of imple~
menting the plan fell to PrOdeCthﬂ
Manager Rich Valente. “Jack’s pro-
gram to stabilize our business has
been successful. We found that our
demand varied greatly from week to
week. Under the new plan, production
is controlled within a narrow band
about the midpoint of the range of
demand.”

The advantages, Rich said, include
more stable planning and organization
and reduced costs in the areas of
training and maintenance of equipment.
“We’re getting a consistent rate of
production,” Jack added. “By looking
at the capability of the plant and
establishing a line of balance, we
reduce the trauma of fluctuation in
demand. We're trying to work smarter,
and harder.”

An integral part of the new business
plan is a more formalized training pro-
gram for employees at all levels in the
plant. “In the past, we used repetition
and osmosis, which ends up working
99 percent of the time,” Jack said.
“But there’s no substitution for a for-
mal training program, using first line
supervisors and management people.”

Rich said the training program is
based on a concept developed in
Mountain View. “It’s designed to
teach the manufacturing skills needed
in our processes under the guidance
of a central supervisor. The quality of
people here is very good; they’re con-
cerned and willing to learn, We feel
the training program will help them
do their job better and improve the
plant’s overall performance.”

As Jack and his staff at Healdsburg
conquer the present, they’re preparing
to meet the future. “We’re two years
ahead of the technology in demand
and ready to supply wafers for Fair-
child as a billion dollar company,”
dJack said. “I'm very gratified by what
our people have done and | look to a
continuing good relationship with our
emplgyees and the citizens of the
area.

Carol Armstrong loads wafers nearing completio
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pants are placed in a solid quartz
bowl, called a crucible, and put into a
crystal grower. Two types of growers
are used at Healdsburg. The smaller
growers produce a crystal three inches
in diameter and 15-20 inches long.
The larger growers are used for four-
inch wafers and reproduce crystals
30-40 inches long.

Kathleen Kolb readies polycrystalline
silicon for the crystal grower.

Once the crucible is lowered into
the grower, heat reaching more than
1400 degrees Centigrade is radiated
into the crucible. After about an hour,
the silicon melts and a long, narrow

to the specified diameter, and x-rayed
to determine the crystallographic
structure. A flat reference area is
ground into the crystal for mask align-
ment purposes. Finally, the crystal
goes to an etching station where the
shiny surface is obtained. The etching
removes microscopic damage and
improves the slicing yield.

Sandy Carlson receives processed
crystals in the production control area.

Next, the wafer must be sliced. The
crystal is laid in a box and set into a
special slicer. A ten-inch crystal re-
quires about eight hours for slicing.
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Darlene Fenk loads wafers into the
oxidation furnaces.

About half of the wafers passing
this final test are then finished and
ready to be shipped to product groups.
However, wafers destined for the DIC,
LIC and Bipolar areas go through an
additional oxidation process.



Having the great idea is
only the beginning. You must
be able to sell it.

Using IPD Pl‘OjeCtorso George Ballas’ great idea occurred

to him in 1970, when he was frustrated

Products Practically trying to keep the lawn around two

large oak tree roots trimmed. He
Sell Themselves threaded flshing line through holes
‘ punched in a discarded popcorn can,
then bolted the can to the rotating
| shaft of his electric grass edger. It was
noisy and a little jerky, but it trimmed

| the grass, and the Weed Eater was
born. In 1972, he founded Weed Eater,
| Inc., in Houston, Texas, to manufac-
ture his invention, which he claimed
{‘ ! RVIC! was the first practical device which
eliminated hand-trimming of weeds
; around fences and trees.
‘ Shoppers examining the contraption
were doubtful, according to Ballas’
son, Buck. “If you don’t see a Weed

Eater really cutting, you won't believe
it can happen.” So four months after
he founded the company, George
Ballas bought his first Fairchild Super
8 point-of-purchase rear-screen pro-
jector. Today, nearly 5000 Super 8
portable projectors, manufactured by
Industrial Products Division, are
demonstrating the Weed Eater nation-
wide. And Weed Eater sales have
grown from $600,000 in 1972 to $41
million last year.

Fairchild projectors first demon-
strated the Weed Eater’s capabilities
at the National Hardware Show in
1972, and the fledgling manufacturer
discovered that for customers, to
watch was to buy. “Nobody knew
who we were until we put our product
on the screen,” George Ballas says.
“We had a Fairchild projector and a
good idea, and the competition has
never caught up.”

Weed Eater advertising today com-
bines all major print and broadcast
media, both nationally and through
local retailers, but the Super 8 sound-
and-color film at the point-of-purchase

|

h's
A Chicago storeowner readies a Fo‘n}ﬂl g
furniture care products display Wh'c.1 n
features a do-it-yourself demonstration 0

a Fairchild projector.




IPD projectors helped Weed Eater’s lawn
care products to become nationally
known in 1972,

remains the final visual that puts the
product over. A buyer for a major
Houston department store chain, one
which sold more than 21,000 Weed
Eaters last year, reports that the
“Fairchild projector is the most suc-
cessful consumer education tool we
have.”

The Weed Eater company’s success
with the Fairchild Super 8 is common
among manufacturers and retailers
who have incorporated their use into
their product promotion campaigns,
according to Steve Blucher, IPD’s
Audio-Visual Products Marketing
Manager.

“I’s an attempt to automate selling,”
he says, “and it has been our major
marketing aim for the past two years.
An on-the-spot product demonstration
has always been the best way to sell,

and installing one of our projectors is
the least expensive way for a manu-
facturer to get that selling advantage.’

About the size of a briefcase, the
Fairchild projector opens up to a
8Y%"x11” diameter screen. Underneath
is a slot which holds the manufac-
turer’s color-and-sound presentation
on a seven-minute tape cassette.
When shoppers stop at a product
display featuring the Fairchild pro-
jector, they just press a green button
to start the show.

Sound projectors have been manu-
factured by IPD at Commack, N.Y.
since 1960, and are part of a varied
line of audio visual products which
includes film strip as well as motion
picture projectors. IPD Vice President
and General Manager Ray Hennessey
holds patents on the first sound cart-

>

ridge projector, which he developed
in 1959.

Sales have quadrupled for Missis-
sippi’s Formby’s Refinishing Products
since the company offered a Fairchild
Super 8 as part of a promotion of
Formby furniture cleaners and re-
finishers last year. Homer Formby, a
master refinisher with 30 years experi-
ence restoring antiques, demonstrates
his techniques in thousands of stores
through the Fairchild projector, thus
reaching a large market of do-it-your-
selfers. He founded Formby’s in 1970
around furniture care products he de-
veloped which don’t burn the skin,
damage wood or create unpleasant
odors.

“We’re aiming at a market of non-
professionals,” says the company’s
Vice President - Merchandising,
Richard Formby. “We want them to
know that furniture care doesn’t have
to be difficult or messy, and that our
products are worth their investment.
All we have to do to sell is show them
how to use Formby’s products.”

“Successfully demonstrating these
furniture care properties can only be
done visually,” he adds. Formby’s
attributes its increase in sales largely
to the adoption of the Super 8 at the
point of purchase.

“The same thing has happened at
Sears,” says Steve. “Recently, they
started a promotion with a line of
tools, but found they couldn’t demon-
strate the full capabilities of saws and
rototillers in the store. They installed
some of our projectors, and detailed
tests showed sales skyrocketed in
stores with the films, compared to
other stores with the same tool exhibit
but no Super 8.”

A major Industrial Products market-
ing and engineering victory came last
February, when the National Retail
Hardware Association announced
that the newest Super 8, the Galaxy
990, had been selected for the asso-
ciation’s nationwide customer and
employee training program.

The NRHA’s audio-visual program
will include employee training films
and manufacturer-produced consumer
information films for use in the asso-
ciation’s thousands of member retail
stores.

“The NHRA spent nearly a year
studying all comparable products
available,” says Steve, “and they con-
cluded the Galaxy 990 was definitely
superior to anything else on the
market.”
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Four Fairchild Working Mothers Tell
How They Juggle Their Many Roles

ners

Ruth Lyon posted a list on her
refrigerator door during a recent
final exam period. On it, Ruth. a Sys-
tems Analyst and Senior Staff Engi-
neer at Federal Systems Group, wrote
all the things she had to do after her
exams in the Masters in Business
Administration program at C.W. Post
College were over. Her two teenagers
got the message, too—instead of ask-
ing mom to do something, they just
wrote it on the list.



More than half of all mothers in the
United States are now employed. Lists
and disrupted schedules are facts of
life for them, as are the frustrations of
finding quality child care and the re-
wards of pursuing something uniquely
theirs—a career.

The representation of women in
Fairchild’s work force parallels the
national average. Nearly 60 percent of
our U.S. employees are women, and
61 percent of this group are, like Ruth
Lyon, single heads of households.

Four Fairchild women, all working
mothers, recently shared views on
their lives with Horizons. Two were
married, two were single heads of
households, and between them they
were raising 14 children. One had
been with Fairchild 3 years, another
16. Though in different company divi-
sions and widely divergent jobs, each
dealt with the dual demands of home
and job, in the words of one, “by
sheer bullheadedness that | was going
to make it work.”

A Labor Department survey recently
revealed that the “typical” American
family with a husband breadwinner, a
homemaker wife and two children
now represents only seven percent of
the nation’s families. Full-time working
wives are now contributing 39 percent
of the average family income.

The Bureau of Labor Statistics nu-
merical picture of the female work
force reveals 42 percent of working
women are either single or divorced,
separated or widowed. Many of these
women are supporting children. These
statistics reflect an important econo-
mic and social trend—these women,
and their predecessors, are working
because they have to.

Economic necessity or not, morning
comes early for Tat Blesch. Up at
6 a.m., Tat, a divorced mother of
three teenagers, gets her children fed

Dinner’s q family project for Sue Renwick
and daughters Tori, left, and Leanne.

and off to school before starting her
job in Corporate Labor Relations in
Mountain View. After putting in a full
day administering Fairchild’s equal
employment opportunity programs,
she attends a class one night a week
as part of a B.S.B.A. program offered
through Fairchild’s Career Center.
Several evenings a month, Tat also
does volunteer counseling at her
church near the family home in Sara-
toga, Calif. And her schedule is not
unusual.

Tat came to work at Fairchild five
years ago as a secretary, and recalls
the logistical headaches involved with
getting herself to work, and two
daughters and a son to piano and rid-
ing lessons and baseball practice.

“The problems become horrendous
when you're the only one responsible
for the whole day’s schedule for four
people. It took a tremendous amount
of physical and emotional energy just
to keep things going from day to day.’

Finding people qualified to care for
children and deal with day-to-day
emergencies is probably the biggest
single obstacle facing working mothers.

il

Tori pictured her mother’s office this way
after a visit during a San Jose open house.

Despite several proposals, large-scale
federal funds for child care have yet
to be approved by Congress. Private
facilities are expensive, scarce and
vary widely in quality.

Sue Renwick, an executive secre-
tary at Instrumentation and Systems
Group, considers herself fortunate to
have located quality day care for her
two young daughters when Sue re-
turned to work four years ago follow-
ing a divorce.

“I felt very strongly that | wanted to
have my daughters well cared for, and
| didn’t want to have to worry for one
minute of my workday about the kind
of care they were getting.

“My oldest one was entering first
grade, so she was in school all day. I
put the younger one in a day care
center where she had an academic
session, a hot lunch, even a nap.

13
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“It cost money to set this up,” she
says. “Good day care centers are ex-
pensive, no matter how you look at it.”
Sue has remarried and her sister-in-
law, a student at a local college, is liv-
ing with the family in San Jose, Calif.,
and helping Sue with transportation
and babysitting.

Relying on the help of another family
member is frequently the only way
some women can handle a job outside
the home. Marge Guzman, a work
leader in a fabrication area of the
Bipolar Memory & ECL Products
Division, came to Fairchild 12 years
ago after the birth of her seventh child.
Marge’s father lived with the Guzman
family at their home in Sunnyvale,
Calif., and took care of the children
while Marge and her husband were at
work. Expenses for such a large fam-
ily made two paychecks a necessity,
Marge says.

The need for day care facilities
sponsored by industry or government
is becoming increasingly severe and
will probably not be relieved until
federal funds can be allocated for
them.

“From time to time, we are con-
tacted by other companies interested
in providing an intra-company coop-
erative center,” Tat says, “but it has
never been feasible because there
aren’t any federally-matching funds.
There is a tremendous need for these
centers.”

Child care fees, extra transporta-
tion costs and other household ex-
penses frequently don’t leave much
left to pay for housecleaning help.
Ruth, who lives in Plainview, N.Y.,
typifies the response to doing house-
work when she says, “Whatever you
do, you have to do it efficiently, or
you don’t get to it at all. Frankly, I
don’t worry about housework as
much as | used to—] just don’t have
the time.”

Marge agrees. “After | started
working, I would often be up cleaning
the house after everyone else had
gone to bed. Now I do the best [ can
during the normal day.”

When Sue remarried, she and her
new husband, Jim, discussed how
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they would divide the household
chores. “It’s still amazing to me how
many men expect their working wives
to do just about everything at home,”
she says.

A number of studies have shown
children of working mothers generally
become independent and self-reliant
much earlier than other children. and
all four mothers agreed this has been
a positive result of their job holding.

“When you’re at home all day, it's
easier to pick up something yourself
than to tell your kids to do it over
and over,” Sue says. “I don’t think |
would have been as firm about the
girls taking on responsibility if | hadn’t
gone to work.”

Less susceptibility to male-female
occupational stereotypes is another
emerging characteristic of children of

It’s all in the family for Marge Guzman,
right. Three of her daughters, mcludmg‘
Mary Ann, above, also work for Fairchild.

working mothers. This has been par-
ticularly obvious to Ruth because pf
the four years difference in her chil- )
dren’s ages. Ruth’s daughter, Kathy is
16, and her son, Tommy is 12.

“In one of Tommy'’s classes, the
teacher was discussing possible voca-
tions and did not suggest that girls
should become nurses while boys be-
came doctors. This was not true
when my daughter was in that grade.
The attitudes about future vocations
are definitely changing, and I give
teachers a lot of credit for nlakmg
their students aware of this.'

The positive effects of being a
working mother tend to be somewhat
long range in their realization. In the
short-term, every working mother has
had to deal with the guilt she feels
about leaving her children in some-




Planning sessions such as this with Frank
Palazzo, seated and Harold Murphy of
Imaging Systems Division occupy a lot of
Ruth Lyon’s time as a Svstems Analyst
at Federal Systems.

one else’s care for most of the day.

Traditional social attitudes dictating
that any absence of the mother was
bad for her children and could lead to
severe behavioral problems have fos-
tered this feeling. But recent studies
on the large numbers of children now
receiving day care outside the home
have begun to show this traditional
attitude is based more on folklore
than fact.

The most startling results come
from a Harvard University study
completed in 1975. The Harvard re-
search and five concurrent studies
explored the development of children
who spend their days with babysitters
or in day care centers. Development
of intelligence, language and social
skills were measured scientifically in
youngsters ranging in age from new-
born to school-age.

Results showed that even if substi-
tute care began when the child was
three months old, the differences
were insignificant among children
cared for full time by the mother or
those receiving day care outside the
home.

Psychologists suggest that these
results cast serious doubts on the
traditional view that there is a period
ina child’s early life when the moth-
er's constant presence is indispen-
sable.

In the 1974 book Working Mothers,
the authors say the key seems to be
the mother’s happiness with her situ-
ation. If she derives personal satisfac-
tion from her job and has adequate

child care arrangements, she is likely
to perform as well as a non-employed
mother or better.

Reconciling the problems and de-
mands of child rearing is only the first
major obstacle working mothers con-
front. As more and more women
enter the professional ranks, they
are running up against the barriers
of traditional attitudes about women’s
abilities. These can not only thwart
career advancement, but can deprive
a company of needed, but unrecog-
nized, resources.

Making people aware of the letter
and the spirit of the Equal Employ-
ment Opportunity Act is a big part of
Tat’s job, and she has found one of
the most effective places to identify
and address this problem is in Super-
visory Training classes.

“I ask everyone in the room to call
out attributes of women, then of men,
and I list them. Then we go over
them to see if, in fact, these words
only apply to one sex. Frequently, for
example, women are identified as
‘tender.” But men can be that, too. Or
athletic, or active. What it really
comes down to is childbirth—that’s
the only difference. The rest is simply
culturalization.”

While equal opportunity legislation
and the women’s movement have
made both sexes more willing to re-
think old attitudes, ingrained percep-
tions are hard to change. Ruth, who
has been with Fairchild 16 years, got
in on the ground floor of the computer
industry during the Korean War, when

Some of the family pets ham it up for
Tat, Kris, Fred and Alison Blesch.

she had a job at MIT. “In those days,”
she recalls, “I think you had to per-
form better than a man to get a job in
the field in the first place. The situa-
tion is certainly better than it was
then, but in many areas in business
and industry, I do not feel we have
yet reached the point where opportu-
nities are equal.”

“The women’s movement can't help
but affect your attitudes,” Sue says.

“] started out four years ago under-
estimating myself. I hadn’t worked in
eight years, and I didn’t think I was
worth too much. Fortunately, I went
to work for someone who helped me
advance, so when I came to Fairchild
and this promotion to executive sec-
retary opened up, | had gained the
experience and confidence I needed
to get the job.”

In doing employee counseling, Tat
frequently finds working women un-
derestimating their potential. “Women
are just becoming aware that they
have the experience that qualifies
them for management. Anyone who
has been head of a household, man-
aged finances, negotiated sibling rival-
ries and maintained an acceptable
level of performance in either a job or
the community should be considered
qualified to manage. The most im-
portant thing we, as working women,
must remember is that we can take
charge. We can succeed.”
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Bill Herndon, Bipolar, Helps Make Solar Energy

'se Practical.

early 10,000 chilly Denver resi-

dents, stunned by both the sever-
ity of the winter and the rise in their
fuel bills, swamped a development of
solar heated homes one weekend last
February and snapped up 22 houses
their first day on the market.

A homeowner in Oklahoma, living
in the state’s first modern solar house,
pays half what his neighbors do for
utilities. Last year, a San Francisco
Bay area resident whose house is
equipped with solar heating, received
a March gas bill for $1.97.

Solar energy systems, which were
novelties only a few years ago, are
quickly becoming practical alterna-
tives to conventional gas and electric
heating systems. At least 2000 houses
constructed in the United States this
year will use solar energy as their pri-
mary heating source. To convince
homebuilders and buyers that solar
systems work, the Energy Reseach
and Development Administration
(ERDA) is currently footing the
energy bill for more than 4000 solar-
heated homes and commercial
buildings.

The lucky man receiving the $1.97
gas bill was the president of Alten
Corporation, a solar energy equip-
ment firm located in Mountain View,
California, near Fairchild corporate
headquarters.

Alten Corp. was formed in 1976 to
take advantage of increasing interest
in residential and commercial solar
energy systems. It is the brainchild of
Alten Associates, a non-profit group
of scientists and engineers organized
in 1975 to devise practical ways to
harness the sun’s energy.

Bill Herndon, a product line design
manager for the Bipolar Memory &
E_CL Products Division in Mountain
View, was one of the 57 founding
members of Alten Associates. While
thg corporation has stockholders and
paid employees, Alten Associates re-
mains a separate scientific advisory
panel with most of the members do-
nating their time and talents to in-
vestigate what could become a major
alternative energy source in the next
two decades.

16

“Solar energy is the most environ-
mentally sound energy source,” Bill
says, “and our goal was to present
actual working equipment and systems
that would put this energy to use.

I was attracted to the group from a
personal standpoint because it gave
me an opportunity to build something
that does the planet some good, and
to follow a project all the way through.
Normally, | concentrate on designing
random-access memories for Bipolar.
Someone else builds them or sells

Getting
more

from the

OUN
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them. Working with the solar products,
I could follow the project through the
whole production and marketing proc-
ess, and | found that very interesting.”

Bill's initial responsibility was de-
signing and installing electronic control
systems for Alten’s home heating sys-
tems. Within its first year of operation,
Alten Associates developed and in-
stalled 50 swimming pool heaters,
heating, and water heating systems
for a number of homes.

When word of the new group’s
work began to spread, and numerous
orders started coming in, the original
associates recommended formation of
Alten Corporation to handle manufac-
turing, marketing and service. Alten
Associates continued to advise the
new company, and to help develop
new products.

The corporation is currently install-
ing a solar heating and cooling system
for a savings and loan building in the
Sierras, where new gas hookups are
unavailable in some areas. It's also
bidding on a solar system for several
Olympic-sized school swimming ppols,
which, given the current annual rise
in gas prices, should pay for them-
selves in about seven years of rgduced
gas use. Pacific Gas and Electric Co.
has chosen Alten to do the solar heat-
ing and cooling systems in a demor?-
stration home to be constructed this
year. )

Solar energy can be captured vari-
ous ways, with varying degrees of
success. Round silicon solar cel}s,
made of alternate layers of semicon-
ducting material that form a continu-
ous, light-sensitive junction, can con-
vert about 12 percent of the solar
power collected to electric power.

Gallium arsenide solar cells efﬁ~
ciency can exceed 20 percent, with
concentration 100 times the maximum
intensity of the sun. Solar energy can
also be converted directly into heat I
through using black absorber matenal,
which reflects little light and thus con-
verts most of the light which hits it to
heat. Air, water, or a liquid such as
an antifreeze solution is then heated
from the collected sun energy and
used to heat buildings.
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Bill Herndon, right, discusses installation of a solar panel with Al

Mattress-shaped glass covered
panels are currently the most widely-
used collectors in solar energy sys-
tems, according to Bill, and they
operate on the relatively simple direct-
conversion principle. Light passes
through the glass glazing, is converted
to heat when it hits the insulated black
absorber material, and is then con-
fined to the enclosed glass area. Water
or air is circulated over the hot sur-
face, l’xeated, then passed through the
homg s traditional heating system via
special adapters or stored for later
use. Use_ of air or water depends on
the heating system already available
in the home. A solar heating system
can be designed to work through
whatever is already installed.

In a California home heated with a
system like that available from Alten
Corp., Bill estimates that solar energy
could provide 60-80 percent of an

Klaus Heinemann.

average family’s energy needs. In
colder climates, the percentage would
be lower, but still substantial. An
ERDA-sponsored solar heating system
at a county park building in New Jer-
sey, for instance, is expected to supply
nearly 55 percent of the structure’s
annual heating needs.

“Solar energy systems will not re-
place conventional furnaces, but can
substantially reduce their use,” Bill
says. “A back-up system is necessary
in conventionally constructed homes
for winter months and long periods of
rainy or cloudy days when collectors
can’t operate at full capacity.”

Even with the substantial energy
savings enjoyed by solar-equipped
homes, many consumers have been
reluctant to install solar systems be-
cause of high initial cost. Do-it-yourself
home solar heating projects can cost
up to $5000, double that if installation

ten associates William Cutler, left, and

is done by a contractor or solar
energy equipment firm. “Home heating
is something we take for granted,” Bill
says. “People like to realize a payback
right away for something like this, but
the average payback period for solar
installation is six or seven years and
can run up to 20.

“The higher the cost of fossil fuels
goes, the more interest there will be
in solar energy. You can buy a con-
ventional furnace today for less than
a do-it-yourself solar heating system
costs, but that furnace isn’t going to
do you much good if there’s a severely
limited supply of oil and natural gas to
run it.”

The U.S. government apparently
agrees. The Carter Administration is
proposing expenditures of $305 million
on solar energy research and develop-
ment in fiscal 1978, light years from
the $4 million spent just five years ago.
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Sierras, where new gas hookups are
unavailable in some areas. It’s also
bidding on a solar system for several
Olympic-sized school swimming pools,
which, given the current annual rise
in gas prices, should pay for them-
selves in about seven years of reduced
gas use. Pacific Gas and Electric Co.
has chosen Alten to do the solar heat-
ing and cooling systems in a demon-
stration home to be constructed this
year. )

Solar energy can be captured vari-
ous ways, with varying degrees of
success. Round silicon solar cells,
made of alternate layers of semicon-
ducting material that form a continu-
ous, light-sensitive junction, can con-
vert about 12 percent of the solar
power collected to electric power.

Gallium arsenide solar cells efﬁ-
ciency can exceed 20 percent, u{:th
concentration 100 times the maximum
intensity of the sun. Solar energy can
also be converted directly into heat
through using black absorber material,
which reflects little light and thus con-
verts most of the light which hits it to
heat. Air, water, or a liquid such as
an antifreeze solution is then heated
from the collected sun energy and
used to heat buildings.




Bill Herndon, right, discusses installation of a so

Mattress-shaped glass covered
panels are currently the most widely-
used collectors in solar energy sys-
tems, according to Bill, and they
Operate on the relatively simple direct-
conversion principle. Light passes
through the glass glazing, is converted
to heat when it hits the insulated black
absorber material, and is then con-
fined to the enclosed glass area. Water
for arr is circulated over the hot sur-
aocr(:{e}!wse?teccii‘. then pass_ed through the
L a;a itional heating system via
e afptgrs or stored for later
s -he;g of air or water depends on
o ing system already available
e gmg. A solar heating system
o gsngned to \_vork through

: er is already installed.
sys?e;(]:‘ihfomia home heated with a

b B:'Ile thgt available from Alten
i ill estimates that solar energy

provide 60-80 percent of an

F N

Klaus Heinemann.

average family’s energy needs. In
colder climates, the percentage would
be lower, but still substantial. An
ERDA-sponsored solar heating system
at a county park building in New Jer-
sey, for instance, is expected to supply
nearly 55 percent of the structure’s
annual heating needs.

“Splar energy systems will not re-
place conventional furnaces, but can
substantially reduce their use,” Bill
says. “A back-up system is necessary
in conventionally constructed homes
for winter months and long periods of
rainy or cloudy days when collectors
can't operate at full capacity.”

Even with the substantial energy
savings enjoyed by solar-equipped
homes, many consumers have been
reluctant to install solar systems be-
cause of high initial cost. Do-it-yourself
home solar heating projects can cost
up to $5000, double that if installation

lar panel with Alten associates William Cutler, left, and

is done by a contractor or solar
energy equipment firm. “Home heating
is something we take for granted,” Bill
says. “People like to realize a payback
right away for something like this, but
the average payback period for solar
installation is six or seven years and
can run up to 20.

“The higher the cost of fossil fuels
goes, the more interest there will be
in solar energy. You can buy a con-
ventional furnace today for less than
a do-it-yourself solar heating system
costs, but that furnace isn’t going to
do you much good if there’s a severely
limited supply of oil and natural gas to
run it.”

The U.S. government apparently
agrees. The Carter Administration is
proposing expenditures of $305 million
on solar energy research and develop-
ment in fiscal 1978, light years from
the $4 million spent just five years ago.
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Mother Nature dealt the country a
double whammy of shortages this
year. The bitter winter that hit the
East Coast hadn’t yet thawed when
many Californians began to realize

what state water officials already
F AIR CH ILD WX‘?IE'}QC%GD ' khrLew—thedstate was in the midst of
the worst drought in its history.
BT e e— .
ON Since nearly all Fairchild U.S. plants
WATEH BHHSEHVA."“" are located in areas affected by last
winter’s energy shortage or the present
drought, conservation measures have
/\ EFF"HTS been put into effect. According to
4‘ Fairchild plant facilities managers,

1977 = West Coast water conservation efforts
JANUARY 1 13,500000 being taken reflect both compliance
GA# NS i with local rationing plans and addi-

WE%RK tional efforts to achieve voluntary
reductions. In the East, normal opera-
tions were possible during the winter
thanks to conservation plans instituted
11,500,000 g'i since the 1974 energy crisis.

¢ COMMUNITY
WATER NEWS e iy
10125000 [ t=m=wen= Tracking Mountain View's )
water conservation efforts is this
prominent display in the Corporate
Headquarters Building.

LET'S ALL HELP
TO LOSE
FEWER DROPS

DOWN

RECYCLING
FACILITIES

-} & Hwould
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Optimum reductions in water use
at Fairchild California facilities depend
on requirements of the location’s
water district, but all plants have
achieved reductions through increased
use of recycling systems, less water
flow in production areas, hardware
changes including installation of short-
flush valves in restrooms, equipment
shutdowns during off hours, minimum
landscape irrigation and campaigns
making employees aware of ways to
save water at work and home. At
several plants, Fairchild is also con-
sidering digging wells to provide an
alternate water supply.

The San Rafael plant was hit first
and hardest by the drought. San
Rafael is located just north of San
Francisco in Marin County, which
was the first county forced to impose
water rationing. Dave Zahniser, San
Rafael’s Facilities Maintenance Engi-
neering Manager, reports an impres-
sive 75 percent drop in water use
over the past year, going from an
average use of eight million gallons
a month last winter to just over two
million gallons this past February.

What

Mountain View and Palo Alto, which
ultimately receive water from dwindling
reservoirs in the Sierra Nevada moun-
tains, began conservation programs in
February which have resulted in sav-
ings well above city-requested goals.

Bill Evans, Facilities Director, re-
ports that a seven-phase conservation
plan put into effect in February has
already achieved a 35 percent reduc-
tion in Mountain View water use—a
goal originally set for October.

Al Jankowski, Equipment and Facil-
ities Manager for Palo Alto and Exe-
tron, says cooperation on lowering
water use has resulted in a 15 percent
drop at those two plants.

Total water consumption at Fair-
child’s Instrumentation and Systems
plant in San Jose has also been
reduced substantially, down 20 per-
cent from February, according to
Dick Ditlevson, Manager of Plant
Engineering.

Lack of water was not the problem
for Fairchild’s East Coast plants this
winter—snow was everywhere, block-
ing roads and stalling traffic. The snow
was accompanied by some of the
coldest temperatures experienced in
the area for many years, which caused
severe fuel shortages.

None of the four Fairchild plants in
New York and Maine suffered energy
cutoffs, so all were able to maintain

we do

without it

basically normal operations during the
freeze. Each plant did benefit from
energy conservation programs insti-
tuted since the energy crisis.

South Portland was hardest hit by
massive snowstorms. Plant Services
and Facilities Manager Bob Nault
recalls shoveling an accumulation of
35 pounds of snow off the roof, but
says the plant was only forced to
close down for one afternoon during
the worst of the blizzards. Though
94 inches of snow fell there, South
Portland suffered no power cutbacks,
since 60 percent of Maine’s electrical
needs are supplied from a nuclear
generating plant. They were also able
to conserve available energy thanks
to a three-year-old conservation pro-
gram that has reduced energy costs
by more than $250,000.

At Wappingers Falls, Facilities Man-
ager Harry Bridges was able to burn
more oil and less natural gas last win-
ter because additional boilers installed
a year ago that could operate on
either type of fuel.

“When not in use, save the juice”
is the motto at IPD’s Commack, N.Y.
plant, according to John Cali, Plant
Facilities Manager. An energy conser-
vation program underway for about
six years at IPD helped the plant
maintain normal operations and fuel
efficiency. As the winter became more
severe, John’s department added 300
feet of plastic insulation to the plant
roof to keep heat in.

At Federal Systems Group in
Syosset, N.Y., Plant Services Manager
Rudy Underwood says an energy plan
instituted over the last year helped
the plant weather the winter with no
major problems. One of the most im-
portant conservation measures turned
out to be a switch to a grade of fuel
oil which required no preheating. Rudy
reports this resulted in cleaner, more
efficient fuel use, and substantial sav-
ings. He also recalls that during the
worst of the cold spell, he did a lot of
praying that the boilers would keep

going.

PLANTS CONSERVE SCARCE WATER, ENERGY
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CLOSEUPS

newsmakers...

C. LESTER HOGAN, Vice Chair-
man of the Board, was one of 92
engineers in the United States
recently elected to membership in
the National Academy of Engineer-
ing. Election to the NAE is the
highest professional distinction in
engineering. Dr. Hogan has also
been appointed to the Advisory
Council of the Stanford School of
Engineering. The council advises
the school’s administration on staff-
ing, research and program planning
. . .JERRY SCHOONHOVEN has
been appointed Manager, Corpo-
rate Analysis in the Treasury and
Corporate Planning organization.
Jerry was previously Consumer
Products Group Manager of Mate-
rials and Distribution. . . GEORGE
URBANI has been named to the
new post of Manager of Strategic
Marketing and Planning for the
Linear Integrated Circuits Division.
His responsibilities will include
identification and penetration of
potential LIC markets as well as
long range business planning. . .
JACK MATTIS succeeds George
as LIC Division Marketing Manager.
Jack had previously been Domestic
Sales Support Manager for Linear
...STAN SCOTT and MARIA
DIAZ-CHRISTIANS are the 1976
recipients of the Consumer Prod-
ucts Sales Awards. Stan, Northeast
Regional Manager of National
Accounts, is based in New York
and received the Field Sales Award.
Maria, honored with the Sales Sup-
port Award, is Material Require-
ments Manager for CPG. . .
ROBERT BOWEN is manager of
the newly-established Consumer

Products operation in Canada.
Both Fairchild and Timeband™
watches will be sold from the Tor-
onto-based organization as soon as
government approval is received. . .
JACK KIEWIT has been appointed
National Sales Manager for Distrib-
utors (Video Entertainment Systems
and Timepieces) by the Consumer
Products Group. Jack was pre-
viously a consumer electronics
manufacturers’ representative. . .
Consumer Components Marketing
has been reorganized into a single
operation under RALPH MILLER.
DON STAUB will be Domestic
Manager, with TERRY LEEDER
handling International. . .LOU
PIGHI, Vice President and
General Manager, Federal Systems
Group, has received the Most
Significant Achievement award
from the Long Island chapter of
the Air Force Association. The
award honors FSG's development
of CCD cameras. . .JOHN
MANNIELLO has been named
Director of the Federal Systems
Group Regional Office in Washing-
ton, D.C. John was formerly Vice
President and Director of Govern-
ment Operations for the CBS
Laboratories Division of CBS, Inc.
He is a member of the advisory
panel of Electronics Magazine. . .
MARK HENDERSON has been

appointed Southeast Regional Man-

ager for the Industrial Products
Division. He will be headquartered
in Atlanta, Ga., and will be respon-
sible for sales of IPD’s 8mm, 110
filmstrip and 35mm rear screen
sound projectors.

Jan Dahlin, left and Tat Blesch discuss
the First Lady'’s speech with Jim Kay,
Executive Secretary of the California
Governor’s Committee on Employment
of the Handicapped.

A Capitol Time

Two members of Fairchild’s Indus-
trial Relations staff were among the
4000 people attending the annual
conference of the President’s Com:-
mittee on Employment of the Handi-
capped in Washington last month.

Tat Blesch, Industrial Relations
Specialist for Corporate Labor Rela-
tions and Jan Dahlin, Instrumentation
and Systems Group Industrial Rela-
tions Specialist, represented Fairchild
during the three-day meeting of busi-
ness, education and government
representatives called to help formu-
late federal guidelines for employ-
ment of the handicapped.

First Lady Rosalynn Carter
addressed the conference’s opening
session. Former champion skier Jill
Kinmont, subject of the movie, The
Other Side of the Mountain which
chronicled her life until injuries from
a skiing accident confined her to a
wheelchair, keynoted the final
banquet.

“She emphasized handicapped
people must first see themselves as
qualified, before they can expect to
be seen that way by employers,” Tat
commented. “Her training as a
competitor helped her overcome _her
handicap, and lead a productive life
as a teacher.”

“The conference produced a valu-
able exchange of ideas on problems
in this employment area,” Jan said.
“We realized that California is way
out in front in developing ways to
help handicapped people as well as
in promoting awareness of the la‘ils
assuring them equal opportunity.




The Sherman Fairchild Center is a four-story science
Departments of Structural Biology and Neurobiology. The top floor, ve
Division of Immunology.

building and connected auditorium. It houses the
t to be completed, will house the

Stanford University Dedicates
Sherman Fairchild Center

Nearly 400 guests from Fairchild,
the Fairchild Foundation and Stan-
ford University attended the March
dedication of the Sherman Fairchild
Center at the Stanford Medical
Center. University Medical School
depa.rtments of Structural Biology
and in Neurobiology and the Divi-
sion of Immunology will be housed
in the main four-story Sherman
Faxrchild Science Building, which
contains laboratories, conference
facrl.mes and offices. A 386-seat
auditorium to be used for Medical
School lectures and public events

An atrium opens most rooms in the
Fairchild Science Building to natural

light.

has been built adjoining the science
building.

The Fairchild Center is primarily
the result of an $8.25 million gift
from the Sherman Fairchild Foun-
dation, headquartered in Green-
wich, Conn. Foundation President
Walter Burke, a director of Fair-
child Camera and Instrument Cor-
poration, officially presented the
Center to Stanford during the dedi-
cation ceremonies. Several Fair-
child officers and directors attend-
ing the opening toured the center
following the official dedication.




1977
Sherman
Fairchild
Scholars
Chosen

Six winners of 1977 Sherman
Fairchild Scholarships were selected
in April. Recipients include four
San Francisco Bay Area students
and two from Long Island, New
York.

Their diverse career choices
include law, engineering, medicine
and commercial art. The winners’
parents are employed in the Tran-
sistor, Exetron, Industrial Products
and Imaging Systems Divisions and
at Corporate.

Each student will receive a schol-

arship covering tuition, fees, food
and lodging for up to four years of

undergraduate study at any accred-

ited U.S. college or university.

The scholarship program was
established in 1973 by the Fair-
child Foundation, Inc., for the chil-
dren of Fairchild Camera and In-
strument Corporation employees.
Thirty-six students are currently
attending school under the program.

The scholarships are in honor of
the late Sherman Mills Fairchild,
founder of the company.

Winners are selected on the
basis of scholastic achievement,
community and school involvement
and scores on the College Entrance
Examination Board’s Scholastic
Aptitude Test. Selection was made
by a committee of educators
chosen by the Educational Testing
Service, administrator of the schol-
arship fund.

WEST COAST WINNERS

Barbara Basford. Barbara is the daughter
of Helen Basford, Senior Staff Administra-
tor for the Transistor Division. She is cur-
rently attending the California College of
Arts and Crafts, and plans to become a
commercial artist.

Marc Franklin. This fall, Marc will enroll
at Claremont Men’s College. He hopes to
major in political science and economics,
and plans to pursue law as a career. Marc
is the son of Dick Franklin, Director of
the Corporate Legal Department.

David Guerrero. The son of Luz Guer-
rero, a Reliability and Quality Assurance
Inspector for the Transistor Division,
David will enter Stanford University this
fall. He plans to major in electrical engi-
neering and eventually become a com-
puter engineer.

Jack Race. This fall, Jack will enter Stan-
ford University to study biochemistry. He
plans a career in psychiatry or neurology.
dack’s mother, Kuwa Race, is a Test Spe-
cialist at Exetron Division, Santa Clara.

EAST COAST WINNERS

Rocco Spagna. Rocco is the son of Lena
Spagna, an Export Billing Clerk at Indus-
trial Products Division, Commack. He is
currently in his second year at George-
town University, where he is studying
political science and international affairs
in preparation for a career as a lawyer.

Matthew Thompson. This fall, Matt plans
to enter the Massachusetts Institute of
Technology, where he will major in
physics and engineering. He hopes to

become either a physicist or an aeronauti-

ca! or electrical engineer. Matt’s father,
William Thompson, is a Senior Designer

for the Imaging Systems Division in
Syosset.




A boost in the company pension
program for hourly employees and
expanded coverage under the Com-
prehensive Medical/Dental Plan are
now in effect. Both new programs
are for employees who are not
members of a bargaining unit.

The new pension program raises
pension benefits from $2.80 per
month per year of service to $7 per
month per year of service for those
employees on the hourly payroll or
those retired from the hourly payroll.

This increase is the latest in a ser-
ies of improvements of pension
plans for all classifications of em-
ployees. Last year, for example, the
length of service required for vesting
was greatly reduced for both salaried
and hourly employees.

The increase is company paid
with no contributions from employ-
ees or retirees necessary. The in-
crease is retroactive to January 1,
1977 for persons employed as of
that date and for those retirees re-
ceiving a company pension on that

date. For new hourly employees, the
new benefits will be effective the first
day of employment.

The expanded coverage under the
Comprehensive Medical/Dental Plan
was effective June 1. In addition,
due to increased medical costs and
the expanded coverage, the Benefits
Department also announced in-
creased employee contribution rates.

Elements of the new coverage
include: increased individual lifetime
maximum coverage of $150,000 for
employees with less than three years
of service and $250,000 for those
with three or more years, coverage
for routine preventitive EKGs and
blood pressure and diabetes tests
for employees and dependents age
40 or over up to a maximum use of
once per year per procedure.

In addition, coverage will be pro-
vided for prescribed birth control
procedures such as interuterine
loops, diaphragm fittings, vasecto-
mies, tubal ligations and the like for
employees and dependents and birth
control prescriptions. Pap smears

Medical/Dental, Hourly Pension Plan Expanded

for all female employees and covered
female dependents will be covered
under the new benefits.

The new employee contribution
rates for dependent coverage, effec-
tive June 1, are $1.62 per week for
employees with one dependent and
$2.77 a week for those with two or
more dependents.

Also available June 1 is a new
dependent coverage designed to
provide optional coverage for the
children of the spouse of an em-
ployee. Children are eligible for
coverage if they live in the same
household as the employee and are
under age 19, or are registered full-
time students from ages 19-23 and
regularly attending school.

Complete details of the new bene-
fits are set forth in the text of the
plan, which of course will govern
with respect to benefits and coverage.

Contact your Benefits office or
Industrial Relations Manager for full
information and enrollment instruc-
tions.

Technical Writing Awards

Fairchild employees authoring technical
articles for presentations or publication in

appropriate professional journals receive cash

awards as part of the Technical Writing
Incentive Awards Proaram. To qualify, get
approval of your idea from vour supervisor,
then submit the final article to your Division
General Manager, the Corporate Communi

cations Department and the Patent Depart
ment for approval

Technical Writing Awards appearing below
were given from January-April, 1977

Analog Products Division

}:arry Kendall

Analog to Digital Conversion in Micro
pr(zst’ssor Based Automotive Control System”
1977 SAE International Automotive
Eanneermg Congress and Exposition
Bipolar Memory/ECL Products Division
.W’“‘ﬂm Herndon, Roger Ramirez, Wally Ho
DA 4096 X‘l Static Bipolar RAM”

: 'gest of Technical Papers— 1977 IEEE
Nternational Solid-State Circuits Conference
_Knshna Rallapalli

p 7 7 8 .
lrf)gfdn1n1(1hle Bit Rate Generator System
ectronic Design

Exetron Division
Dennis W. Hess ‘
“Effects of Oxidation and Nitrogen Annealing
on lon-Implantation-Induced lmerfac? States
in the Silicon-Silicon Dioxide System

Journal of Applied Physics

Imaging Systems Division

Robert Bashe .

“CCD Imaging Applications

SPSE Meeting

Robert Bashe and Harvey Bal's)pole
“Electronic Gunsight Camera 1
U.S. Air Force Air-to-Air Fire Control Review
Conference

MOS/CCD Division

Chris Peterson .

“CCD Memory Technology

Compcon Spring 77

Research and Development

R. C. Olberg and J. L. Bozarth y
“Factors Contributing to the Corrosion Qf the
Aluminum Metal on Semiconductor Devices
Packaged in Plastics”
Microelectronics and Reliability

Systems Technology Division

Steve Gale N ! ”
“Instructional Television Rationale
Educational Broadcasting

Jim Healy

“The Distributed System Concept: Its ATE
Implications”

EXTEL

“Using Microprocessors in Test Equipment”
Ljubljana Conference

Patents

Fairchild’s technological leadership depends,
to a great extent, on the creativity of its peo-
ple. Inventors listed on patents issued to
Fairchild from January-April, 1977 appear
below.

Digital Products Division
Peter H. Alfke, Charles H. Alford, Eric G.

Breeze :
Phase-locked loop frequency synthesizer

Analog Products Division

James Ren-Jke Kuo i )
Monostable multivibrator having minimal

recovery time
MOS/CCD Division
Gilbert F. Amelio and Kamleshwar (65

Gunsagar

Line-addressable random-access memory
Howard Murphy ’ i
High voltage transient protection circuit for

voltage regulators
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For your information—better this clutters vour files than
mine.

File—put this away somewhere until it's old enough to qualify as
trash.

Future reference—here’s hoping we can manage to lose this
one.

When convenient—Iose it.

For your action—I wouldn't touch this with a sharp stick.

Analyze and comment—can vou figure what this is all
about?

Note, initial, and pass on—let’s distribute the blame
equally.

Urgent—bail me out, quickly!

For your recommendation—I want to see if someone
agrees with me before I reveal my decision.

For your response—I don't know what to tell him, and
anyway vou know how I hate to write letters.

Please advise—I don’t know what to do with this one, either.

The preceding items came from a pair of pre-printed
buck-slips used in one organization. Of equal interest
are the personal notes you'll find penciled on
circulating documents without benefit of pre-printed
slips. Some examples:

I think this is yours—I'm only certain I don’t want it.

Interesting idea. What do you think—1 haven't the
foggiest notion what this is all about.

What do yvou make of this?—I want vou to make up my
mind for me.

Let’s discuss over lunch—I couldn’t begin to touch this
before my second martini (and you’re buying).







Editor’s letter

Fairchild's continuing vitality depends on
our ability to introduce new products. This
year we ve set our corporate High Ground
goal at over 200 new product introduc-
tions. That's very aggressive and requires
determination and precise focus of
resources. Semiconductor technology

IS advancing so rapidly that standing still
means losing ground to competitors. By
1988 over 40 percent of our revenue will
come from products that didn't exist
before 1985. Thirty-two new high-
performance, high-power Fairchild
products came to market during the first
quarter of this year HORIZONS applauds
the men and women whose dedication
and skill realized that accomplishment.
Now we need to redouble our efforts.
Fairchild's ability to provide the new,
advanced technology semiconductors
our customers demand and to lead our
industry with innovative products are key
to our profitability,

In previous issues of HORIZONS we
tracked our highly successful High
Ground public relations and advertising
campaign as it unfolded in the electronics
trade press Recently employees have
been able to share in the excitement as
High Ground activities moved in-house.
Red and white buttons proclaiming We're
Taking the High Ground—in languages
Fairchild speaks around the world —made
their debut in plants. laboratories and
offices. Many thanks to the Fairchild peo-
ple who provided the expert translations.

Fairchild is a truly international manufac-
turing and marketing business as we see
from a customer service model described
in this issue. It's quite common for us

to interact with fellow employees half-way
around the planet during the course of
normal business. This global aqility paid
off recently for us. Fairchild teamsin |
Singapore, Hong Kong, California and ‘
Maine jumped on a customer problem

and turned itinto a victory.

We'd like you to give us a piece of your
mind and we'll give you a great giftin
return. Kindly flip to the inside back cover
and fill out the HORIZONS reader survey.
Your cooperation will help us tailor
HORIZONS to your interests. Thanks

for your help.

Francine Grace Plaza ’
Editor
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Fairchild's college recruitment
program reflects Schlumberger's
philosophy of attracting “people
whose intelligence, skills and
leadership are above average,’
according to Tom Clark, a
Schlumberger director of
personnel coordinating college
recruitment activities across
- Schlumberger. ;

In 1985 some 35 Schlumberger
units in North America recruited
623 graduates from more than
100 universities. Of these 623,
524 held bachelor of science
degrees, 73 master of science
degrees and 26 doctorates.

"We feel we can identify,
attract and hire the best students




graduating from top universities,' said
Clark. “It'simportant—and a tremendous
responsibility—to take these wonderfully
curious, eager, intelligent people and
teach them our philosophies, principles
and ways of doing business'’

MANAGEMENT COMMITMENT

Every spring and fall, Fairchild person-
nel managers travel to nearly 50 colleges
nationwide to interview graduating
students. The company'’s top 10 colleges
for new hires in 1985 were: University of
California (UC), Davis; UC, Berkeley;

| California Polytechnic State University;
Stanford University, California; Rensselaer
Polytechnic Institute, New York: Cornell
University, New York; Massachusetts
Institute of Technology; Georgia Tech:;
Rochester Institute, New York; and North-
eastern University, Massachusetts.

Each Division is responsible for meet-
ing its college recruiting goal. Since 1982,
the percentage of U.S. college hires from
the total number of professional hires has
increased steadily: 25 percentin 1982
and 1983 and 33 percentin 1984. In
1985, a recessionary year for the semi-

Mike Hernandez talks to University of Santa Clara student Greg Capitolo during a recruitment visit

conductor industry, the percentage
dropped to 30 percent

According to Richard Johanson, a
Fairchild manager who coordinates col-
lege relations, “We draw students because
we're a leader in high-performance tech-
nology, and they can develop as scientists
and engineers. Intellectually, there are
no limits here. Also, we offer career
opportunities not only in engineering,
butin other disciplines as well, such as
manufacturing, finance and sales’

We provide current information about
Fairchild through publications such as
company brochures, annual reports and
data books on file in college placement
offices. Fairchild is featured in the College
Relations Placement Annual, a book that
reaches more than 1,100 colleges nation-
wide describing major companies and
career opportunities available.

TECHNICALLY SHARP

One of the Fairchild recruiters is Sales
and Marketing Personnel Manager Mike
Hernandez, who recently traveled to
campuses to interview students for tech-
nical sales positions. He visited Ohio State

University; Rensselaer; University of Santa
Clara, California; and Texas Tech and
Texas A&M Universities —to name a few.

Hernandez said, “We look for people
who are outgoing and business- and
technically-oriented. We train and keep
them technically sharp. They are Fairchild
in the eyes of customers and key semi-
conductor purchasing decision makers”'

Fairchild is committed to developing
and retaining these new hires. In the last
four years, less than one percent of new
college hires left the company. What keeps
them here?

It's dedication to creating an exciting
technological environment that stimulates
and challenges along with providing the
resources to meet those challenges;' said
Fairchild Personnel Director Ken Rohner,

Hernandez attributes our success to
top management’s commitment in fund-
ing ongoing recruitment training efforts.
He said, “The students come to us with
good integrated circuit backgrounds. We
help develop them through exposure to
different disciplines and job opportunities.”

Top management also lends a personal
touch. For example, John Migliore, vice
president of sales and marketing, sends
personal letters of thanks to deserving
new college hires. When Hernandez visits
the field sales offices, he makes a point
to spend time with each college hire
during his visit

‘In my opinion.' said Hernandez, “the
difference lies in top-level commitment
and in doing the little things which pay off
in the long run’




EACE MOUNT TECHNOLOG

by Larry Forcier, Applications Engineering Manager, Digital Unit

.....

SOIC (three smaller units) and plastic leaded
chip carrier (two square units) surface mounted
packages

Fairchild is actively participating in the
Surface Mount Technology (SMT) arena
with high-speed circuits quickly gaining
popularity among electronic equipment
manufacturers in their drive to build small,
better performing equipment.

In the “older" plated through-hole tech-
nology —currently the dominant printed
circuit board manufacturing technique—
the components' leads are inserted into
copper-plated (for better electrical con-
duction) predrilled holes. They are then
soldered to the bottomside of the board.
The SMT approach does not require pre-
drilled holes, so components (for example,
integrated circuits, resistors, capacitors,
switches) can be soldered to both sides of
the board. As a result, more components
can be packed into a given area and
smaller packages can be used to house
the components, significantly enhancing
electrical and thermal performances. For
the past 20 years, system designers have
looked to SMT to increase circuit board
density—more functional capability on
a given board or the same capability on
a smaller board—and to lower assembly
costs.

For example, by using nearly all SMT in
constructing its new artificial intelligence
computer, a major electronics company
built a unit that could fit onto a desktop.

Without surface mounting, it would have
taken the space of an entire desk.

Fairchild, committed to supplying the
customer with a cost effective packaging
technology, currently offers products
in surface mount packages called SOICs
(small outline integrated circuits). In
February, Fairchild began offering its FAST
(Fairchild Advanced Schottky TTL) and
LS (Low-Power Schottky) families of digi-
tal logic devices in space-saving SOIC
packages at prices equivalent to DIPs
(dual in-line packages). Fairchild SOIC
packages were developed by the Digital
Unitin South Portland, Maine. Today,
Fairchild digital and analog devices are
packaged in SOICs in manufacturing
locations including Singapore and
Seoul, Korea.

An SOIC package consists of a die from
a chosen family mounted on a lead frame
and encapsulated within an electrically
nonconductive plastic compound.

The compound can withstand soldering
temperatures for brief periods, with no
deformation, and device performance
remains constant when operated in high
humidity conditions.

Fairchild adheres strictly to SMT industry
standards. In fact, Fairchild’s manufac-
turing tolerance standards exceed those
set by JEDEC, an industry standards
organization which prescribes package
types.

Today SMT's applications spread
over a wide range of industries —
telecommunications, computers, military
and consumer electronics among them.
Driving its prevalence are market demand
for smaller size products, automated
manufacturing techniques and advances
in integrated circuit packaging.

“SMT provides many advantages over
the currently dominant through-hole tech-
nology," said James Notman, Digital Unit
package development manager, “includ-
ing smaller size, higher packaging density,
faster circuit performance, improved
reliability and lower costs for electronic
assemblies. Although SMT will not totally

replace through-hole techniques, it may
capture anywhere from 20 to 30 percent
of the market by 1990

Although a few U.S. manufacturers
produce 100 percent surface-mounted \
boards, most combine surface mounted
devices and through-hole components.
According to Electronic Packaging and
Production magazine, today approxi-
mately 50 to 70 percent of the lower
power memory, digital, microprocessor/
microcomputer and linear products—
among others—are available in at least
one surface-mountable package.

“SMT is the next generation in packag-
ing technology.” said Notman. “It's crucial
that we have SMT capability because of its
suitability for automated assembly meth-
ods. SMT is central to our struggle in
driving down manufacturing costs. With-
out high-level automation, we can never
be competitive in system assembly.”

From Digital Unit Marketing: The first of technical
sales brochures on SOIC packages and their qualifi-
cations. Future brochures will include FACT SOIC
product listings. Coming later will be sales sample
boxes of 10 (four 14-pin, four 16-pin, two 20-pin)
SOIC packages.
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What patents is the com-
petition filing this year? What “Effective
are the latest telecommun-
ications applications in fiber employees are
optics? Japan's GNP?

These questions evoke well-informed
acommon answer at
Fairchild Research: ones. Fairchild’s

“No problem.’ Fairchild’s
information/communication recent successes
resource, the Technical

Information Center (TIC) in the marketplace
located at Schlumberger

Palo Alto Research- have depended
Fairchild in California, is hard

at work keeping research heavily on good
scientists, engineers and

strategic marketers ahead communications?”

in their fields. Well-informed
employees are vital to a com-
pany's success. Increasingly.
companies see the impor-
tance of providing efficient
access methods to vital
information for employees.
We visited Sandie Crabtree,
TIC manager and information




“Armed with

subject knowledge
and information-
retrieval expertise,
we actually save
alot of time and
frustration, as
well as uncover
materials that
otherwise you

may not have

found?”

specialist who facilitates idea transfer
and informed decision-making among
Fairchild employees. If Sandie can't find
an answer on the well-stocked shelves In
Palo Alto, the TIC will tap into a richly-
resourced network—including more than
500 online database files—for a fast,
accurate response

What kind of services are available at the
Technical Information Center?

TIC houses an extensive collection of
materials. For example, we have an
internal library of more than 450 current
periodicals, 10,000 volumes of books and
conference proceedings, 2,000 reports

a highly-selective collection of standards
and patents, published papers and
articles from Fairchild/Schlumberger

25 years of Fairchild archives and over
1,000 Fairchild technical reports and
memoranda. These materials cover

a wide subject area including semi
conductor processing and design
mathematics, physics, chemistry, com
puting, artificial intelligence and testing
Interlibrary loan arrangements within
Schlumberger and with outside services
and local educational institutions further
expand our capability. We also provide
both reference and data searches to

all major electronic databases such as
Dialog, BRS and Dow Jones. We can even
track down experts in highly specialized
fields. Extensive onsite archival material
IS also available. More than half of the
collection is listed through an online
catalog called DATALIB. This cataloq lists
all materials acquired since Februé€-, &
1985 and over 50 percent of the Center S

historical collection. The balance
of the historical collection will be added
to DATALIB in 1986, except for journal
articles and conference papers already
cataloged on commercially available
online databases. DATALIB is accessible
from any office with access to the
Schlumberger information network
(call us for log-on details)

Who can use the TIC and what are the
procedures of getting information?

We are open to the Fairchild and
Schlumberger community. If you need
information about a topic, call on us. We
may even have done it before! We are four
information specialists at TIC. You can say
we're navigators in a sea of information.
We qualify your question, find strategies
for answers, and inform you of limitations
of our tools and techniques. We search
for and select relevant and timely informa-
tion. Armed with subject knowledge and
information-retrieval expertise, we actually
save a lot of time and frustration, as well
as uncover materials that otherwise you
may not have found

Frank Chien. bipolar process development manager
scks information S 2list Sherry Cook to obiain
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wiched between Japan, the East Coast
and Europe, there are only about three to
four hours when such systems are suf-
ficiently lightly-loaded for cost-effective
searches. We have access to these files,
or stored references, through database
suppliers called online vendors. Files may
be subject-specific, such as Chemical
Abstracts or Computer Index:; or specific
according to the type of information, such
as World Patent Index or Science Citation
Index. Many are equivalent to printed
indices or abstracts. More than 500
different files from six main vendors are
available for our searches. Typically the TIC
staff regularly use 40 to 50 different files.
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Betty Whitney reshelves periodicals.

Our main vendor is Dialog. Keeping up
with new files and developments in the
various systems is a formidable task, even
for the information specialists. The list

is considerable and expands on a weekly
basis. Like any tool or technique, the
expertise lies in knowing when and how
such a search would be most beneficial.
These databases can be searched ina
variety of ways and allows for creativity
and fun.

Kumara Swamy, research engineer, explains
technical background to Sandie and Mary Solomon
before literature search can begin

Why do we have a Technical Information
Center?

Effective employees are well-informed
ones. Fairchild's recent successes in the
marketplace have depended heavily on
good communications among all the
Units, as well as between Fairchild and
its present and potential customers. We
are one of the conduits of information at
Fairchild. Tony Ley, vice president of
research and engineering, is a strong
communications advocate.

Can you give us some examples of the
types of information you retrieve that
reflects the spectrum of your resources?

i
Sandie Crabtree (far right) and Mary Solomon
(standing, center) assist employees with information
research needs.

The questions really run the gamut. Most
of them are technology-specific. For
example, what four-transistor SRAM cell
designs are currently in use? Which gases
are used to dilute what primary plasma
etchants? Others are marketing related.
Who is filing patents in Japan in a speci-
fied technology? We've been asked for
major competitors’ complete portfolios,
including application information, tech-
nical papers, patents and press releases.
Our competitors look carefully at what
we are doing.

What other services do you offer?

We provide an interlibrary loan service
where we can obtain copies of any pub-
lished material that's not available
in-house through both cooperative and
commercial services. Also we can borrow
circulating items from outside libraries,
for example, from Stanford and University
of California at Berkeley. We have at

the Center a public terminal permanently

connected to our DATALIB catalog, a
photocopier and microfiche reader. We
regularly publish our new accessions list
and any Fairchild employee can be put
on our mailing list. We also give special
group tours.

Patty Grimm posts the latest magazine articles on
bulletin board outside the TIC.

Putting aside the mechanisms of data
storage, access and retrieval for a
moment, what makes the system
effective?

| think we have excellent, qualified infor-
mation specialists here. Four of us are
involved in the day-to-day operations.
Sherry Cook, who is responsible for the
Center's general operations, has a mas-
ter'sin library science. Patty Grimm
handles new acquisitions; she has an
English literature degree. Mary Solomon
does technical searches; she holds an
engineering degree, has taught physics
and worked in microwave engineering.

| have a master’s in physics and infor-
mation science and came to Fairchild
after 10 years with Schlumberger
Measurement and Controlin England.
We also have an advisory committee

of about a dozen people representing
various organizations within the research
facility and other company divisions. They
make general recommendations and are
also a conduit for employees' comments
and suggestions.

How can people get in touch with the
TIC?

We are open between 8:00 a.m. and
6:00 p.m. at 4001 Miranda Ave., Palo Alto,
CA 94304; telephone: (415) 858-4296.
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[EDITOR'S NOTE: The following is an
excerpt from Fairchild President Don
Brook's presentation to key business
executives at the 1986 National Science
Foundation Conference on Industrial
Science and Technological Innovation in
San Antonio, Texas, last April.]

The subject of my discussion is how we
at Fairchild create and maintain customer
loyalty in a high-technology market char-
acterized by intense global competition
and new product development. | willdo that
in the backdrop of semiconductor trends
and their implications for management

Success in the semiconductor business
no longer depends solely on technology
leadership. Increasingly it lies in building

When a customer decides to build
equipment based on a Fairchild integrated
circuit, he is literally basing the success
of his product on our ability to be a reliable,
long-term supplier. We help the customer
minimize this risk by forming a broad-
ranging relationship—a partnership with
our customer.

Fairchild is an active partner with cus-
tomers in developing new products. We
work closely with them, sharing informa-
tion, technology and equipment. Fairchild
components are designed into our cus-
tomer’s equipment early in the customer's
development cycle, so it's important that
we supply the information he needs to
make that crucial decision.

We must make new technologies avail-
able to our customer such that he develops
his equipment concurrent with the devel-
opment of these new semiconductor
technologies. In other words, his end
equipment development cycle must hap-
pen concurrently with the semiconductor
development cycle.

One factor driving Fairchild toward part-
nerships is growing customer demand
for systems and subsystems that solve a
particular problem. That is, rather than

long-term partnerships with key customers.

“Success in a high-
technology market no
longer depends solely
on technology leader-
ship. Building key
customer partnerships
through comprehensive
communication and
information sharing

is vital”

buying an assortment of components
customers want a systems solution

When Fairchild forms partnerships with
customers, we provide technology and
service to help them reach two very
important goals:

—Reduce the time it takes to bring his

product to market, and
— Differentiate his products from those
of competitors

The need to form effective customer
relationships is particularly compelling in
the face of stiff international competition
Fairchild and other U.S. manufacturing
industries are facing

The U.S. has been steadily losing market
share in the communications equipment
office machines, instrumentation and
computing equipment fields

O_ur declining strength in the computing
equipmentarea is perhaps most alarming
since computers drive the competitive
positioning of the entire U.S. industrial base
in world markets.

We must reverse thattrend. Itis a
national imperative

We believe the fundamental issue.
however, is not technology. It is time to

HIGH TECHNOLOGY PARTNERSHIPS

market, truly a business issue

We must not become victims of a pre-
meditated life cycle compression. Win-win
relationships can be developed to man-
age risk in creative ways and cuttime to
market dramatically

Delivering Fairchild technology to the

customer will require a quality manage-
ment job, and the heart of that is good
and systematic communications. We are
developing special integrated manage-
ment information systems. They include
three elements

— Electronic Data Interchange (EDI) to
create a comprehensive communi-
cation channel

—Computer Aided Design (CAD)
systems that give Fairchild and our
customers access to common tech-
nologies in building products;

—And, at the heart of these systems,
Computer Integrated Manufacturing
(CIM) to provide management a con-
tinuous stream of information and
feedback on manufacturing condi-
tions, quality and reliability

It's the combination of EDI, CAD and

CIM that will help us forge strong cus-
tomer partnerships to help our customers
achieve their goals

To summarize, success in a high-

technology market no longer depends
solely on technology leadership. Building
key customer partnerships through com-
prehensive communication and informa-
tion sharing is vital

The successful commercialization of

high-performance VLS| semiconductors
will be an experience shared by customer
and vendor. Through the development of
integrated management information sys-
tems, | believe both Fairchild and our
customers can achieve total quality man-
agement and accountability.

Fairchild develops special integrated management
uc . CAD and CIM for
rommunications with customers >
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"+ Package Technology
» Test Technology

TOTAL QUALITY MANAGEMENT

EDI + Electronic Data
Interchange

CAD * Computer Aided
Design

CIM * Computer
Integrated
Manufacturing
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FAMILY ARTS DAY

Fairchild recently helped celebrate one of the most
important 1986 arts events in California's South Bay Area,
“The First San Jose Biennial." A visual arts exhibit recog-
nizing Silicon Valley artists, the biennial represents the
shared efforts of the San Jose Museum of Art (SUMA),

San Jose Art League, San Jose Institute of Contemporary
Art, San Jose State University Art Department galleries
and WORKS/San Jose. '

The biennial opened with Fairchild-sponsored Family g
Arts Day; a host of special events complemented the \
exhibition, including artists’ studio tours, performances
and a lecture series. When was the last time you took the
whole family to see an art exhibit? Family Arts Day
encouraged such an outing. Entertainment and light
refreshments were featured throughout the afternoon
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UPDATE:

Fairchild aims to introduce more than
200 new high-performance products in
1986. To generate employee understand-
ing and support for our High Ground
goal, we've been spreading the message
around the company through bold
buttons and a videotape.

Red and white buttons declaring
“We're Taking the High Ground™ in the
languages Fairchild people speak around
the world—English, Japanese, Korean,
Chinese, French, and Portuguese —
were recently distributed. We
went to our own Fairchild language
experts to help us translate the phrase
for the buttons. We thank all these
employees for their enthusiastic response.

Fairchild’s videotape, “We're Taking
the High Ground? made its worldwide
debut. Starring Fairchild employees,
the videotape covers our latest products
and successes in customer service.
President Don Brooks has a strong
presence throughout with a message ,
about a “dynamic new Fairchild” The
videotape is being viewed in employee
communication meetings worldwide.
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HOW QUICK ACTION

TURNED PROBLEMS
INTO OPPORTUNITIES

SERVICE
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Dark clouds loomed on the Singapore
horizon. The weather mirrored the mood
of the manufacturing engineer of a major
computer peripherals company based in
California. He was fed up! He had just pin-
pointed the cause of the technical failure
in the firm'’s disk controller board. His
company designed the system in the San
Francisco Bay Area and manufactured itin
Singapore at a major worldwide subcon-
tract firm using Fairchild digital logic chips.

Convinced that Fairchild semiconduc-
tors were at fault, he angrily grabbed the
phone. He was ready to disqualify Fairchild
as a supplier of this system. He called his
contractor—one of Digital Logic Division's
largest U.S. customers which built per-
sonal computers, as well as a major
Fairchild Singapore customer—to dis-
qualify the Fairchild part and to cancel
all orders.

His first call was to A. B. Lee, sales
manager for Singapore and Southeast
Asia.

"We have a major problem with your
circuits” he told Lee. Lee quickly got
Neil Mathison, manager of Fairchild
Southeast Asia, involved. Lee and
Mathison sprung into action.

Twenty-four hours and many phone
calls later, a Fairchild team around the
world was homing in on the problem. The
calls began with a direct contact to the
Division and the local sales office counter-
| parts in the U.S. Soon George Robillard,

Western Area sales manager in Cuper-
tino, California, and John Hambidge,
vice president and general manager of
the Digital Logic Division in South
Portland, Maine, were directly pluggedin.
In the next few days, Fairchild people
across these organizations were coordi-
nated in a search for a solution. Among
the sales staff called upon in addition to
the local manager A. B. Lee, were Paul
Novak, district sales manager; Ron
Hebron and Don Sherman, applications
engineers; and Dave Diedrich, sales

We are in partnership
with our customers.
They make a big in-

vestment in Fairchild

when they design in

our parts.The success

of our customers

rests on Fairchild's
ability to be a reliable

supplier.

engineer, all part of Robillard's Western
Region sales and support team

Following immediate direct telephone
contact and commitment of full support
from Hambidge, Laurenz Schmidt, Digi-
tal Logic Division quality assurance
manager, swung into action. After visit-
ing the customer to delve into the
problem, he captained the detailed
research of quality and reliability records
Fairchild constantly runs product quality
and reliability tests during the manufac-
turing cycle and keeps complete records
for future reference. These are key
tools in assisting the customer in under-
standing the problem.

After painstaking data gathering and
analysis, Laurenz presented his findings
Laurenz and the local California field
application engineers were able to assist
the customer in identifying a system
application anomaly that caused the
Fairchild part to be operated outside of
its performance specifications. This
product was subsequently requalifed.

In just four weeks, the problem was
not only resolved, but Fairchild emerged
as a stronger, more credible vendor with
both customers. “Fairchild reacted so
quickly and with such a well coordinated
worldwide customer support effort” said
Mathison, “that we not only retained the

current customer engagement, we
turned the problem into an opportunity,
gaining new business in the process’

‘The keys were open communication
and timeliness,’ said Robillard. “Good
communication can be very difficultin
an industry characterized by U.S. engi-
neering facilities and offshore assembly
plants. Early on we recognized this was
an issue. Prompt action followed. We let
the customer know we were concerned
and that we would do everything possi-
ble to correct it in a timely fashion. In
short, we backed our good intentions
with fast action, drawing on Fairchild
expertise around the globe. The feed-
back we got after the incident was very
positive

We are in partnership with our cus-
tomers. They make a big investment in
Fairchild when they design in our parts.
The success of our customers rests on
Fairchild’s ability to be a reliable supplier.

‘Everybody gets in trouble at one time
or another; what counts is how you solve
it." said Robillard. "“In addressing it up
front, we received a sideline benefit. It
opened other opportunities for current
and future business. In our dedication
to customer service, we were able to
establish a supportive relationship’’

Mathison added, “Ironically, you learn
more about a customer’s business when
he's in trouble—and of course he also
learns a lot about Fairchild. It's unfortu-
nate for us when a problem occurs, but
it'simportant that we work to insure the
end result is positive for the customer
and for Fairchild:' »

In the process of problem solving,
Fairchild positioned itself as a respon-
sive, dependable and professional
supplier.

We got closer to the customer
through good communication and
mutual assistance. This should teach us
that we can all turn lemons into lemon-
ade;’ concluded Robillard



JOINS

FAIRCHILD

BROOKTREE

| INMANUFACTURING/SECOND-SOURCING PARTNERSHIP

Don Brooks [right) and Brookiree President James Bixby.

Fairphi!d joins Brooktree Corporation in a broadranging part-
nership involving product second-sourcing, manufacturing and
a major financial investment by Fairchild in Brooktree. Fairchild

paid $3.6 million for stock representing five percent ownership of

the San Diego-based designer of an advanced line of CMOS
(Complementary Metal Oxide Semiconductor) and ECL VLSI
(Emitter Coupled Logic Very Large Scale Integration) circuit
devices. Founded in 1982, Brooktree markets a new line of high

precision digital-to-analog and analog-to-digital converters criti-
cal to the development of new generations of such products as
graphics workstations, telecommunications and automatic test
equipment. The devices are characterized by high speed

and reduced power consumption at relatively low cost, using
advanced CMOS and bipolar fabrication processes.

At a luncheon in April announcing the partnership attended by
Brooktree President James Bixby, Fairchild executives and press
members, Fairchild President Don Brooks said, “We're very
excited about this alliance. Fairchild’s objective is to supply
high-performance semiconductors for such applications as
computers, workstations, telecommunications systems, aero-
space and defense. Brooktree converters are breakthrough
devices ideally positioned to exploit these markets. Our invest-
ment goes beyond the usual second-source agreement; it's a
vote of confidence in the company's design technology. In this
way, Brooktree's success becomes our success:”

Under the terms of agreement, Fairchild will provide manufac-
turing services for a majority of new Brooktree products. In
return, Fairchild will gain exclusive second-source rights to more
than 20 existing and future Brooktree offerings and to products
introduced over the next two years.

Brooks said, “It's an extremely balanced contract in terms of
what it will bring to both parties. We provide advanced process
technologies and manufacturing, and receive high-performance
products and new customers. Brooktree brings systems knowl-
edge and design capability, and gains investment capital for new
product development and sales and marketing expansion.’

Brooktree will design certain standard-cell elements using
Fairchild's 1.2-micron CMOS gate array technology. These
cells will be offered to customers of Fairchild’s Gate Array Division
for custom designs of mixed analog and digital chips.

“We sought Fairchild as a partner because it is an established
worldwide leader in high-performance bipolar semiconductor
processing technology and advanced CMOS processes, said
Bixby. “Only Fairchild combines these two technologies inaway
suited to our current and future product design.”
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Don Brooks presents a High Ground button in
Chinese to Li Tieying as Yuan Shuxun, ME| Deputy
Director of Foreign Affairs, watches

Last May Fairchild participated in
China's Electronics Technical Seminar
authorized by the Industrial and Techno-
logical Cooperation Accord (ITCA) signed
by President Reagan and Premier Zhao
in 1984. Upon an invitation from the U.S.
Department of Commerce in conjunction
with the Chinese Ministry of Electronics
(MEI), Fairchild sent Ray Bregar, Power
& Discrete Division's power product
line manager, to speak at this high level
meeting. Bregar presented a six-hour talk
on “Discrete Components and Appli-
cation Specific Software" in the cities
of Beijing, Chengdu and Shanghai.

The seminar’s primary objective is
to translate the general commitment of
China's leaders to develop the nation's
electronics industry into specific business
opportunities for American electronic
firms and their Chinese counterparts. This
joint venture emphasizes access to key
Chinese officials and facilities that U.S.

government sponsorship can most
effectively provide. From the Chinese
perspective, it places China's electronics
industry managers in direct contact with
potential American business partners

In China's current five-year economic
plan (1986-1990), goals are to quadruple
electronics industry production to $19
billion by 1990, targeting attainment of
late 70's and early 80's international stan
dards of product and process technology

Chinese interest in cooperating with
U.S. firms includes licensing arrange
ments, co-production efforts and joint
venture agreements. The main thrust will
be in standard, as opposed to leading
edge, electronics technologies

Bregar spoke on the following topics
Discrete Marketplace; Devices and Design
Rules; Materials and Fab Processing
Assembly and Test; Reliability and QA
Levels; Yield and Statistical Process Con-
trol; and Cost for Manufacturing Modules

Here are some interesting points
taken from the Electronic Business
March 15 article on "Doing Business
in China
*» The US. exported a total of $269

million in electronics to China in
1984, up from $79 million in 1979.
The electronic components sector
comprised $3 million in 1984 of the
total, up from $1.3 million in 1979

* Through 1987, the Chinese govern-
ment expects to spend about $31
billion on "technical renovation,’
including $5.2 billion for imported
technology and equipment.

* Sino-U.S. trade volume reached
about $7 billion in 1985, an increase
of $900 million over 1984's level,
making the U.S. China's third largest
trading partner after Japan and
Hong Kong

* China, with a population of 1 billion
people, has a fairly strong tech-
nological base—some 3,000
enterprises staffed by 1.5 million
employees. This includes 130,000
technological personnel, more than
100 scientific research institutions
and four institutions of higher
learning

* Recommended reading on those
18-hour flights to China: Doing
Business in China, published by
the U.S. Government Printing Office;
Arthur Anderson & Company s
The People’s Republic of China
and The Accounting System of the
People’s Republic of China for Joint
Ventures Using Chinese and Foreign
Investment
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24-hour service to clients in the oilfield.

White marsh herons flew gracefully across the highway. Arma-
dillos crawled out in the heat onto the road. We saw handlettered
signs, Live Crawfish, every few miles driving south from New
Orleans in Mississippi delta country. Recently HORIZONS visited
Schlumberger oilfield service people of the North American
Wireline (NAM) at work in the marshlands and gulf coastal waters
of Louisiana. Every day they make multi-million dollar decisions
about the presence of oil and gas in the subsoil.

Virtually all engineers are hired straight out of universities:
rarely do engineers join Wireline from other companies. A rigorous
system of Wireline training alternates classroom and hands-on
programs. It turns college graduate electrical, mechanical and
physical engineers into Schlumberger Junior Field Engineers (JFE).
Following an apprenticeship period the JFE breaks-out and is
qualified to work without supervision. He or she spends another
yearasaworm or new engineer. The worm can draw on experienced
erelinc managers who all have come up in the ranks from the
field. More exams and technical papers bring career advancement.
Then the coveted titles of Senior Field Engineer and General Field
Engineer can be earned after more years on the job. Management,
technical and sales posts are typically filled from the Field.

Qpen-faccd. adventuresome, jeans- and t-shirt-clad young
engineers look more like kids at a barbecue than the recent Dean’s
list graduate engineers that they are. At Fairchild their counter-
parts would probably dress in clean room garb or coats and ties.
But despite the rugged attire of the oil rig, these engineers
command great professional respect.

Schlumberger Wireline crews consist of an engineer and two
operators who attend the equipment. They can be found riding
work boats through five hours of choppy Gulf waters or flying
helicopters to offshore rigs. Their computerized offshore unit
and a selection of sensitive downhole monitoring tools are already
aboard the rig. Once they have arrived, they spend hours assembling
the equipment to take precise readings as deep as four miles into
the earth where temperatures can reach 350 degrees Fahrenheit.

Precise Readings

They lower measuring instruments to the bottom of the drill
hole on an armored electrical cable called a wireline. These
instruments. encased in a slim cylindrical tool known as a sonde,
are then pulled slowly back to the surface, measuring continuously
the physical parameters of the rock formations. The data are
transmitted on the wireline and measurements are plotted on a
graph called a log, which helps determine the nature of the for-
mations and whether they contain hydrocarbons or water.

On land the engineers take self-contained, computerized
Schlumberger logging trucks over miles of rugged terrain, into
swamps and onto barges to serve customers. Wireline data satisfies
clients’ pressing need to decide quickly whether to plug and
abandon a dry hole and thereby cut losses, to put a well into
production, or keep a mature well at peak performance.

Schlumberger Wireline engineers hope for a slick or problem-
free job. Fees are based on the number of different tools run in
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Victor Grijalva, president, North American Wireline.

the hole and the depth of the well. A problem such as a tool stuck
in the hole can easily add 10 or more hours of tedious and unprof-
itable cut and thread rescue operations to the job.

Field engineers know that once on the oil rig they will be awake
for two or three days without rest until the log is complete. It
typically costs the customer $3.000 an hour or more. 24 hours a
day to operate a drill rig. In some places, rigs can cost $100,000
per day.

Service Attitude

“You're always thinking of how cost effectively you can do your
job. The less time you can tie up the rig, the faster you can answer
the client’s questions—then the more valuable you are;’ said Scott
Alexander, General Field Engineer with the Westbank Offshore
District in Belle Chasse. “It’s important to know the tools well and
be able to suggest to the client the right equipment and services to
answer his technical questions. Our business depends on forming
good relationships with customers based on mutual respect and
confidence. The better we understand his business the more
successful we will be.' added Scott, a 198
graduate from Tennessee.

Engineers can run basic computer analyses of logging data at
the wellsite onboard the CSU ( Cyber Service Unit) truck. For more
complex interpretations data is sent via Schlumberger's LOGNET
Satellite Communications Network or via DART, high frequency
digital-to-analog radio transmission. to Schlumberger computing

I mechanical engineering
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centers located throughout North America. The data can go
directly to the client’s office as well.

The oilwell logging services that NAM provides from approxi-
mately 200 locations in the U.S. and Canada represent only an
average of two to four percent of the total $800,000 plus it can cost
the client to develop a producing well. The data is critical,
however, in the client’s decision-making.

Blue Blood

Wireline engineers are proud of their Schlumberger blue blood.
It's not uncommon to encounter employees with over 25 years of
service. At the Belle Chasse Renovation Center located 17 miles
across the Mississippi River from New Orleans rusted logging
units—worn down by severe weather and salt water—are reno-
vated into top performance machines, retrofit or upgraded to the
latest standards. Then they are replaced in service or stored as
market conditions dictate. )

“There are many good reasons for top maintenance, including
equipment performance and preservation of the Schlumherger_
image!’ says Gus Schroeder, a 27-year employee and the center’s
manager. “Cosmetic and mechanical maintenance are essential.
Our oilfield customers think if you have dirty equipment, you have
unreliable equipment. We want to dazzle the clients with our paint
jobs? noted Gus as he showed us proudly into the spray booth.

Field engineers we met at Wireline land and offshore districts |
in Louisiana shared their feelings openly. Charlene Federoff, |
a University of Pittsburgh chemical and petroleum engineering
graduate, broke out in February of 1985. She likes the professional
feeling others regard her role as field engineer of the Belle Chasse
Open Hole District.

Scott Alexander says it's adrenaline and determination that
sustain him through two or three days without sleep and the
continuous attention it takes to log a well.

“Where else can a young engineer feel such a sense of accom-
plishment? When you finish a job you know that you have impacted
amajor financial decision. You're rated on dollars saved fol:
services rendered. Your data and your judgment prevail. It's
thrilling}’ said Mark Whitaker, manager of the Houma Open Hole
District.

And Gus Schroeder proudly pointed out his unit’s three recent
President’s Awards. These plaques go to Wireline districts for
150,000 work-hours free of vehicle accidents and lost-time injuries.
The program dates back to 1952, Safety seems always on the
minds of Wireline engineers who work around heavy, fast-moving




equipment in harsh environments.

The Wireline is proud and protective of its field engineers. They
are high calibre individuals with excellent education and experi-
ence. Right now it's important to point out what's right at NAM.
With a depressed oil business cycle it's all too easy to focus on
what's wrong in the oilfield. The rig count—the barometer of
health in the oil business, akin to the semiconductor industry’s
book-to-bill ratio— has declined from an all-time high of 4,500
in 1981 to approximately 800 in North America. 1985 and the first
half of 1986 have been difficult for the oil industry and for
Schlumberger. We face an overall climate of uncertainty because
oil supply outstrips worldwide demand.

Y Directions 1986

During 1985, Wireline management worldwide, under the
direction of Euan Baird, Wireline, Seismic & Testing Services
executive vice president, outlined its values. They are:

“Our customer is a person, a set of attitudes, a culture, a way of
doing business. We need to understand all these aspects to be able
to deliver the tailor-made service he or she expects.

“Our people are our main asset. Their motivation comes from
being respected as individuals and having goals of professional
excellence which encourage them to develop their full potential.

“Our commitment is to be the market leader in our industry
through technical excellence, impeccable business ethics and
strong financial results.’

Oilwell logging has become a very high-technology industry
where a fast tool development cycle can spell market penetration.
It's a highly competitive business that values cost-effectiveness
and customer relationships. Schlumberger has gained market
share in the current downturn—a goal it continues to pursue. A
painful 24 percent reduction in head count from May 1985 to May
1986 has helped keep NAM healthy and still the industry leader.

NAM President Victor Grijalva and members of Wireline's
management team communicated these and other issues to
employees this spring in a videotape, “Directions ‘86>’ Grijalva,
who worked at Fairchild ATE Component Test Systems four years
ago and is familiar with Silicon Valley, became president of NAM
Wireline last fall, [

. "Schlumberger has always taken the long-term view. We don't
Just ride the rig count up and down' said Grijalva. “Our commit-
ment to technology and training intensifies in the downturn. We are
sending some of our field engineers to university refresher courses.
We met with Grijalva at Wireline headquarters in Houston and

“Our people are our main asset. Their
motivation comes from being respected as
individuals and having goals of profes-

sional excellence which encourage them to

develop their full potential’

General Field Engineer Scott Alexander tracking the log inside the self-
contained computerized logging CSU.

Mark Whitaker. district manager,
Houma Open Hole District (right),
and Senior Field Engineer Malcolm
Theobald discuss logging tools stored
on rack in front of them.

Rigging up a logging tool on location
outside Midland, Texas.
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asked for his overview of the current oil business slump. “I feel

we are now at the low point of the downturn since oil prices show
signals of bottoming out and the normal, seasonal decline is
almost over.” NAM is preparing for the inevitable moment when
oil prices and rig count begin to rise. The entire organization is
focused on its goal to gain market share in the upturn by becoming
the most cost effective company in the wireline business, decreas-
ing the tool development cycle by 50 percent, increasing marketing
and sales effectiveness, and placing top priority on people
development.

Grijalva feels the current oversupply situation might end “sooner
than most people think™’ He has seen many oil industry cycles
during his 22 years with Schlumberger. Grijalva began as a design
engineer at the Houston engineering group in the mid-1960's. The
sharp curtailment of exploration, especially by the large oil com-
panies, means that fewer new fields will be found. In addition
fewer mature, more costly-to-operate wells will be kept in produc-
tion in North America.

Overabundance will gradually increase demand and consump-
tion here, in Grijalva’s view. The dependence of the United States
on imported oil is likely to increase dramatically in the next five to
10 years as a result. “There are currently 700 billion barrels of
known reserves worldwide, with over half located in the Middle
East} Grijalva pointed out. “The world will consume 300 billion
barrels by the year 2000 so we must add 300 billion barrels of new
reserves by then to replace the supply. That means a lot of
exploration?’

New Tools

This year and next will be very prolific for new tool introduc-
tion. Despite personnel and expenditure cutbacks in recent years,
Wireline has continued research and development at a high
level. Wireline research and engineering centers in Houston,
Paris and Tokyo design, develop and manufacture sophisticated
electromagnetic, acoustic and nuclear tools. The Schlumberger
Perforating Center in Rosharon, Texas—30 miles south of Houston
—designs and manufactures shaped charges. These are explosives
used in perforating well liners to extract oil. They also develop
new mechanical tools and evaluate truck design.

The Austin Systems Center researches and develops acquisition,
interpretation and communications systems to support wireline
activities.

Schlumberger Doll Research (SDR) in Ridgefield, Connecticut,
looks to advanced technology to enhance Wireline's oilfield ser-

X oK — Section of computer
" processed interpretation
of a well log.

vices. An artificial intelligence program named Dipmeter Advisor
—currently in use by customers— was developed at Ridgefield.
Scientists spent 18 months learning Schlumberger master-logger
Al Gilreath's logic rules for interpreting data from the dipmeter
tool, which helps define reservoir structure. They built them into
a commercial expert system software program to help engineers
interpret data, Bob Langley, advanced application development
engineer for Wireline, explained to us in Houston.

Marketing and sales have been reorganized to streamline man-
agement and increase responsiveness to the client. Schlumberger's
oilfield services companies have been linked in joint marketing
efforts to provide the customer a complete package of services
from well drilling, open hole logging, well completion, production
and maintenance.

“We are dealing with a changing technology in a dynamic
marketplace. Our clients are experiencing powerful internal
changes and that's a challenge for the management of our own
company,’ said Clint McMath, vice president and general manager
of Schlumberger Offshore Services— Gulf Coast, whom we met at
the Houston Offshore Technology Conference (something like
Wescon to the semiconductor business).

The Whole Nut

Schlumberger companies grouped together for a show of force
on the exhibition floor of the Astrodome where the OTC is
traditionally held. Sales representatives were passing out walnuts
with informational materials to emphasize that clients get the
whole nut with QUANTIPAC. The combined marketing thrust
unites Schlumberger oilfield services companies— which often
competed for business in better markets—into the total gravel
pack completion package. One-stop-shopping for wireline lo_g-
ging, cementing and gravel packing, perforating and well testing.

The Schlumberger field engineer is responsible for the acquisi-
tion and interpretation of wellsite data. He influences millions
of dollars of business decisions in the course of his daily work:
He must work wherever oil is sought whether it be Saudi Arabia,
Alaska, the North Sea or the Mississippi Delta. The field engineer
is often the only representative the client sees. He is the company.

The Wireline field engineer must be a manager of people, an
expert technician, an athlete with stamina and a sales representa-
tive. Knowing that costly decisions will be made based solely on
the quality and quantity of his information, he learns very quickly
the importance of independent decision-making and what a
decentralized business is really all about.




“Qur customer is a person, a set of

attitudes, a culture, a way of doing
business. We need to understand all these
aspects to be able to deliver the tailor-
made service he or she expects”’

development at the Schlumberger
Perforating Center in Rosharon. Texas
A monopod oil rig in Cook Inlet,
Alaska

g
Scott Alexander and Senior
Electronics Technician Peter Thomas
discuss repair of logging tool at the
Westbank Offshore District in Belle
Chasse. Louisiana.

ter (from left): Steve Gros.
Schroeder. manager, 27 years of
leaderman, 37 years of service.

Blue bloods at the Belle Chasse Renovation Cen
mechanical coordinator, 29 years of service; Gus
service: and William Curley. maintenance support-



alailywas the theme of the Juran Training
Program that Linear Division managers
recently completed. Based on the
methodologies of Dr. Joseph Juran,
world-renowned quality expert, the
program provides managers technical
and management methods to bring about
change. The managers participated in
more than 30 hours of formal sessions
that included brainstorming, formulating
and testing theories, collecting data,
analyzing causes and effects of actions,
and developing problem solving projects.

“With the large investments required in
our business, it's imperative that we get
maximum possible yields and utilization
of our physical assets, said Pepe Piedra,
vice president and general manager of
the Linear Division. “By improving quality
via an awareness and involvement pro-
gram, we can achieve optimum yields,
improve capacity and above all, become
the supplier of choice to our customers.
It's essential to survival in our highly
| competitive industry.”

A key element in the Juran approach is
step-by-step problem-solving: identifying
and diagnosing problems; formulating
alternatives and remedial actions; imple-
menting those actions, usually through
specific projects; and devising and
monitoring controls to keep the gains
accomplished through these methods.

“It takes time, money and effort to install
programs like these,' said Piedra. “The
Juran Program is not a panacea, but
we're committed to shipping products
without defects that conform to the
customer’s requirements. Quality
is everyone's business, and itis good
business’’

Linear Division graduates of the Juran Program on quality improvement

As a result of the Juran Program
managers have undertaken nine projects
targeted atimproving quality and reduc-
ing material, production and labor costs

Moo than 250 Fairchit scisntists and snginesrs

from around the world gathered for the
1986 Fairchild Research and Engineering
Technical Seminar last June in Palo Alto,
California. The sessions provided the
attendees the chance to discuss and
share technology developments under-
way at the operating divisions and at
Schlumberger Palo Alto Research —
Fairchild.

Tony Ley, vice president for research
and engineering and director of the
Research Center, emphasized the impor-
tance of company-wide cooperation and
communication among research and

engineering personnel, in which the
Seminar plays a critical role.

Prior to the Seminar, papers on semi-
conductor technology topics were
solicited throughout Fairchild and
selected by the Seminar Committee,
headed by Seminar Chairman Bruce
Deal of the Research Center. The Com-
mittee includes Bruce Cairns, Bill
Herndon and John Pierce of the
Research Center; Steve Goodspeed
of Digital; Jim Holt and Jay Shideler of
Analog and Microprocessor; and Bob
Proebsting of Memory & High Speed
Logic. Ib Larsen and Ed Garrigues from
the Research Center coordinated the
visual aids.

Presentations covered computer aided
design (CAD), BIMOS (mixed bipolar and
metal oxide semiconductor process that
produces faster and denser integrated
circuits than either technology can do
alone), automation and process control,
circuit design, process and device
modeling, silicon and gallium arsenide
technology, and advances in submicron
VLSI (Very Large Scale Integration). The
attendees were selected based on interest
and responsibility in selected areas.

Dr. Eugene Gordon, chairman and
chief executive officer of Lytel, Inc. of
Somerville, New Jersey, gave one of the
keynote addresses on Some Lighton
Fiber Optic Communications Systems
and Components. Professor James
Plummer of Stanford University's elec-
trical engineering department gave
the other keynote address on Process
Physics in Submicron Silicon Structures.
Don Brooks talked on the state of Fairchild
and the semiconductor industry.

i,‘

Bruce Deal and research staff member Attila :S-helleyascuss CMOS isolation technology at Technical Seminar.
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Elgctm '88, a major electronics trade show
for design, manufacturing and test engi
neers. featured Fairchild's new product
and software announcements. More
than 70 companies gathered in Boston
Massachusetts, in May to exhibit their
latest product innovations in components
microelectronics, instrumentation and
test equipment

(

Among Fairchild's product introductions

at Electro were

ort Package, a

velopment

U Ir Irmits
simultane 1NA software
designoiC It ystems ba
on CLIPPER, Fair i 2-bit

processor. The software package runsin
VAX minicomputer and MICROVAX-I|
host environment

» The first FACT (Fairchild

CMOS Technology) fam

Com Met

conal

mentar

| ublished
enses ki
\r
Jigital logic uit
devices, including three gates it
N both commer il and military ver
sions and four ommercia
versions
* The FGEQO? 1 small ECL (Emitter
y
4 tandarc
L ingarg
i¢ es The
16 | ant
nere custon
speed fu ) r glue array
Je ECI ed systems are

required
» FASTPLA the exter
Fairchild Advanced S
standard
compatit
20-pin p

devices

Excallont, effective and very professional;

learned a areat
. . il J

I
work
I'm impressed by Fairct e
Strong ven nlior re
‘1

@

Symposium, which recently ended a
nine-city U.S. tour. More than 2,000
design engineers and engineering
managers— Fairchild customers and
potential customers—attended the
y-long program to learn about
the company'’s latest semiconductor
technology and high-performance
products

When asked how they perceived
Fairchild before and after the symposium,
majority of participants rated Fairchild
sh higher after having attended the

ars

Sel

Neal Chandra, director of technology
marketing whose team conceived and
directed the symposium succeeded in
tioning Fairchildas a semiconductor
ology leader.
3're very excited and pleased with
sults!' said Chandra. “The seminars
oned Fairchild’s technological capa-
, .nd familiarized the engineering
community with our new product families.
Distributors have been very impressed
with what we've accomplished through
symposium. But probably of equal
significance IS the sense of pride that
Fairchild people now feel toward their
company.

Finally, Bill Densham Fairchild sympo-
siurn manager, expressed his appreciation
for the cooperation and enthusiasm
of the field and the divisions in support of
Discovery 86.

hild’s high-performance products,

A 200-page selection guide to all Fairchild
products is available now for free from
the company. The 1986 Fairchild Product
Selection Guide provides basic product
features and specifications to help users
select the devices that best meet their
application needs.

The first reference catalog to encom-
pass the company’s entire product line,
the guide also includes packaging and
ordering information, a device Cross- |
reference index, and listings of Fairchild’s
division locations, technology centers,
sales offices and distributors.

Copies of the guide are available by
calling Fairchild’s Customer Information |
Center (1-800-554-4443).

Free copies of the 1986 Fairchild Product Selection
Guide are available now.
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‘ The Fairchild Redskins

Fairchild distributor Hamilton/Avnet held its

annual Super Bowl event, the company’s

largest promotional activity of the year,

in Palm Springs, Florida. Fairchild sales

staff competed with other companies

| for awards for outstanding sales per-
formance in October, November and
December.

Baltimore Orioles catcher Rick
Dempsey (center, above sign), joined the
Redskins, comprised of Fairchild and

| Hamilton/Avnet members, who took 7th

| place among 17 teams. Members pictured

are, back row, left to right: Mike Hartsford,

Don Moorehouse, Carle Hallen, Karl

Williams, Kevin Janssen, Keith LaPointe,

Ernie Dudley, Frank Macri, Bob Brown,

and Bruce Swaider; front row: Steve

| Cooper, Ann Bohmfalk, Jennifer Snyder,

| Nancye Beck, Sara Rubens, Fay Small,
Lea Ann McHale and Denny Betz. Not
pictured is Jim Bell.

| Fairchild has made tremendous strides in its
industry-wide Technical Articles Program.
According to the Heller Report, a quarterly
survey of semiconductor advertising,
Fairchild reached seventh place among
80 companies in the 1985 fourth quarter,
up from last place in 1984.

As of April 1986, the following articles
written by Fairchild engineers and
scientists have appeared in print:

G HTY='S IX
PALM SPRINGS - JANUARY 27.1986

“A Two-Micron Metal Interconnect
Process.' Semiconductor International,
by F. C. Chien, R. L. Brown, G. N. Burton
and M. B. Vora.

“FACT Family Introduction;' Electronic
Design, by Steve Goodspeed and Martin
Baynes.

“FPLA Interfaces Four-Digit Counter &
Microprocessor,’ EDN, by Robert Hartwig.
“F1600 64K SRAM Introduction.’
Electronic Design, by Robert Hartwig,
Kurt Knorpp, Jim Mears and Maha Osman.
“Programmable Digital Filter Introduction’
Electronic Design, by Paul Loewenstein.
“Cache Techniques for Microprocessors.'
Computer Design, by Howard Sachs.
“Design Tools for PDF;" Electronic Design,
by Paul Loewenstein.

“On Chip Testability Circuits for CMOS
Gate Arrays.' VLSI Systems Design,

by Kunnau Chen.

“Architecture Decisions Increase 32-Bit
Processor Performance.’ Computer
Design, by Tom Miller.

“Floating-Point Methods Combine to
Boost Performance.’ Computer Design,
by Kent Porter and James Kath.

“What's Ahead for 32-Bit Micros’
Canadian Datasystems, by Tom Miller
and Gary Baum.

“Bus Structural Considerations for 32-Bit
Microprocessors,’ Electronic Engineering
Times, by Tom Miller.

Law- cost information gathering over telephone
lines has just become easier to accom-
plish. Fairchild’'s Advanced Signal
Processing Division has moved to mini-
mize engineers’ design-cycle time in

the growing number of products using
modems.

Prospective users of Fairchild’'s pA212A
single-chip modem integrated circuit can
now evaluate the potential of designing
the device into their system-level products
with the newly introduced pA212A
Design Kit.

The kit contains the pA212A chip,
microcontroller, EPROM (Electrically
Programmable Read-Only Memory) and
DAA (Data Access Arrangement) with
Federal Communications Commission
Part 68 approval —fully integrated onto
a board that demonstrates all its features
A 51-inch floppy disk, with microcontroller
source-code listings and utilities, is
included for reference or editing to specific
design requirements.

“Modems, once used chiefly in data
communication terminals, are now being
designed into everything from portable
computers to inventory-control systems.’
said Richard Padovani, product manager
for the Advanced Signal Processing Divi-
sion. “The kit helps the design engineer
unfamiliar with the intricacies of modem
design quickly evaluate and design in
the modem. For example, the Hayes™ AT-
Command-Set-compatible intelligent ‘
modem design would be suitable to using
the Design Kit!’

Available through Fairchild distributors,
the kit comes with complete documenta-
tion that includes a summary of board
features, interface requirements and
modem architecture, as well as a demon-
stration program to assist designers in
developing application-specific firmware
for uA212A-based products.

Introduced in March 1985, the pA212A
was the first single-chip modem IC that
met the Bell 212A industry standard for
1200-bit-per-second full duplex (simul-
taneous two-way) transmission.

The new pA212A Design Kit contains (left to right)
User’s Manual; Data Sheets and Theory of Opera-
tions application note; modem board; and software.
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We would like your opinions of HORIZONS. In return for completing the survey b
October 15,1986, we will send you a beautifully bound book, A Spnlid gtate DfPflJ)_;]fgSS. A
collector’s item, this full-color portfolio contains high quality photographs of some of Fairchild’s
most important technical milestones, from the first Planar transistor to Very Large Scale
Integrated circuits. It traces the evolution of Fairchilds silicon technology and portrays an
industry— and a company —in the making.

Success in the semiconductor industry depends on employees’ creativity and enthusiasm.
Employees n‘eed to understand and support company goals for the company to succeed.
HO_RIZONS links Fairchild’s research centers, factories and offices in North America, Europe,
Asia and Latin America through information.

Your responses are confidential. The survey results will be published in a future issue.
Thanks for your time!

What subjects interest you? Please rank each item

Very Not

Interested Interested Interested
B O O O
( O O O
O O O
where Fairchild works O O O
O O O
i regulations affecting our business O O 0
N O O O
. 1s and technological developments (| O O
Re O 0 O
marketing and advertising O 0 O
O O O
W 0 O O
_ O O O

u think of the features and departments that regularly appear in HORIZONS?

2 rank each feature or department

Very Not
Interested Interested Interested
juct O a ]
3y In the Life of a Fairchild employee O l: Q
Editor etter O L |-
Anr al Photo contest U D D
{ grapt n gener O O O
ted in ] writing
id like to write a story, you can be reached at
HORIZONS Is currently publishe

] quarterly (sar

finished reading my copy of HORIZONS, |
o another Fairchild employee [J Throw itaway
n-Fairchild colleague or friend ] Saveit
y member - [J Other L=

ef nformation about Fairchild through (please check three)
M [ Office bulletins
[J Letters and memos from Fairchild
( [0 Other
Je ng in local papers
e been with Fairchild _year(s)
at type of work ( .
Jqeria O Supervisory
Asetior J Clerical [0 Other
4 . | COMPLETING THE SURVEY!

opy of A Solid State of Progress:
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