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Some factory management systems require that
your company make a few alterations.

Putting in a factory management
information system can be a
devastating experience.

But there is one system that
lets you gain control of your whole
company. Without ripping apart your
whole company.

MANMAN; from ASK Computer
Systems.

It's fully integrated.

So every time you implement a
new function, you won't have to
drastically alter the system. Or
drastically alter your business to suit
the system.

[t's comprehensive,

50 you won't have to start from
scratch because the system couldn?
cover all your needs.

MANMAN can cover a lot more than
this ad can cover.

Its 18 integrated products let you
easily control and coordinate all your
Manufacturing Resource Planning.

All your inventory,

All your production management.

All your payroll. All your field
service,

All told, hundreds of tasks
throughout the company,all linked by
an interactive information system.

All of which you can put in place
at your own pace.

Because MANMANS modular
design lets you implement only those
functions you really need. And
adapt each function to your unique
requirements, using the system’s
built-in “business policy variables’

So no matter how you go
about your business, MANMAN can
accommodate you.

Now. And 20 years from now,

Because we continually enhance
the system. And expand it, with new
products like Repetitive Manufacturing,
Quality Management and Service
Management. And support it, with a
complete customer education program.

But then customers have been
educating us for over 10 years.
Helping us develop a more effective
manufacturing management solution.

Call 800-4-FACTORY for details.

We'll show you how you can
tie all the information in your factory
together,

And still keep your factory

together.
Making
Jactory management
manageable.

198 ASK Cemputer Systema. fne 700 Dissed Urow, Low Adton, Califbrnia B0
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Company Profile

ASK provides minicomputer-
based management infor-
mation systems fon manu-
Jacturing companies. The
Company’s MANMAN
Information System consists
of eighteen integrated prod-
uets for manufacturing,
Sinanee, marketing, decision
support and kaeman resource
Sfinctions. MANMAN is avail-
able from ASK as a turnkey
installation with mini-
computers manifactured by
the Hewlett-Packard Com-
pany and Digital Equipment
Corporation. The system is
also available through the
ASKNET* remote processing
service or on a licensed
software-only basis.

In addition, ASK offers a
Sfill range of MANMAN
services and support includ-
ing education, software
enhancements and technical
assistance through its 38
affices in the U.S, Canada,
Europe, Australia and
Singapore.

ASK was incorporated in
July 1974 and had its initial
public offering on October 1,
1981,
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THE YEAR IN REVIEW

President and CEO
Ron Braniff and
Chazrman Sandra
Kurtzig

To Our Shareholders

Fiscal 1986 was a very important year for
ASK. Despite difficult business conditions,
we moved forward in several key areas,
In addition to expanding our international
operations, we introduced new products,
established new sales and management
development programs, strengthened our
relationships with Hewlett-Packard Co.
and Digital Equipment Corp., and con-
tinued to expand and diversify our cus-
tomer base. We also maintained tight fiscal
controls in all areas related to shorter-
term levels of business,

Reduced capital spending among man-
ufacturing companies resulted in lower
revenues and earnings for fiscal 1986. We
finished the year with revenues of $76.0
million, 4% below the previous year. Net
income for the year decreased 26% to $5.9
million or $.46 per share as compared with
income of $79 million or $.65 per share
for fiscal 1985. Revenues for the fourth
quarter were the strongest ever with $26.6
million compared with revenues of $20.8
million for the same period a year ago.
Net income for the fourth quarter of fiscal
1986 was $1.9 million or $.15 per share as
compared with income of $2.3 million or
$.18 per share for the same prior year
period.

n fiscal 1986, the MANMAN system

became more comprehensive and flex-
ible than ever before. New computers from

2 ASK COMPUTER SYSTEMS INC

HP and DEC gave ASK customers a wider
range of capacity options with better price
performance. We introduced five new soft-
ware products for our VAX MANMAN
System, more closely aligning the DEC

and HP versions of our products. In addi- |

tion to enhancing our current product line
on HP and DEC, we continued our efforts
to develop MANMAN for the IBM 43XX
computer series. We believe that an IBM-
based MANMAN solution will play a key
role in further expanding ASK's long term
position in the manufacturing information
systems marketplace.
D uring the past fiscal year we strength-
ened our alliances with Hewlett-
’ackard Co. and Digital Equipment Corp.
ASK was highlighted in HPs announce-
ment of its new “Spectrum Program”
series of computers. MANMAN software
will be available on this new product line
when hardware deliveries from Hewlett-
Packard begin. We also announced a
System Cooperative Marketing Partner
(SCMP) agreement with Digital Equipment
Corporation. The SCMP program enables
ASK and DEC to participate in ongoing
cooperative selling, marketing and tech-
nical exchange programs.

ASK began expanding its operations
in Europe this year. In addition to estab-
lishing ASK Computer Systems S.A., the
Company’s first European subsidiary, we
released a French version of MANMAN
and began work on a German version.
Europe is a large untapped market for
MANMAN. We plan to serve our multi-
national American customers as well as
foreign customers headquartered in the
major countries. The international versions
of MANMAN will be developed the same
way as always: by listening closely to our
customers.

A SK's sales team continued to be recog-
nized as one of the most professional
in the industry. After nearly doubling the

size of our sales organization in fiscal |

1985, we further expanded our training
programs this year. The core of these pro-

grams was new product training classes |




that will help our sales people do their
jobs even more effectively. The classes
include detailed information about MAN-
MAN fundamentals, product advantages
and customer concerns. They also cover
topics such as the theory of quality control
and repetitive manufacturing.
U nderstanding and serving customer
needs remained a guiding principle at
ASK during the past fiscal year. Our cus-
tomer base continued to increase in diver-
sity as it exceeded the 1000 mark. And
with MANMAN now available on the com-
plete Hewlett-Packard 3000 and Digital
Equipment VAX product lines, we can
serve manufacturers of almost any size.
Several important changes oceurred in
the management team in fiscal 1986. Both
Robert Riopel and Kenneth Fox, officers
in charge of Finance and Administration
and Research and Development, respec-
tively, left ASK to pursue other interests.
We wish them well in their new endeavors.
Leslie Wright, our controller for the past
two years, was promoted to vice president,
finance and chief financial officer. Martin
Browne, who has been with ASK since
1974 and formerly vice president of soft-
ware development, was promoted to vice

president of research and development.
Both executives came to their positions
well-prepared for their new responsibilities.
Our commitment to professional devel-
opment reflects ASK's traditional com-
mitment to its employees. During the
vear, the Company established two major
professional development programs-The
University of Manufacturing at ASK
(UMA) and the ASK Management Semi-
nar. Designed to teach the fundamentals
of running a manufacturing company,
UMA is a required class for all new ASK
employees. By learning about real-world
manufacturing problems, employees can
better understand and respond to cus-
tomer needs. The Management Seminar
program focuses on ASK's beliefs and
goals as well as interpersonal skills.
rofessional development is only one of
the ways that ASK demonstrates its
interest in employee concerns. Since the
Company’s founding, we have strived to
foster a work environment conducive to
creative thinking, enthusiasm and success.
Our corporate culture encourages em-
ployee input and we continually seek new
ways to share information and ideas,
Investing in people will always be a top

priority at ASK.

Today, manufacturing companies are
faced with growing challenges as their
markets become more competitive, These
companies are modemizing their manu-
facturing processes and information sys-
tems to boost productivity, improve the
quality of their products, and achieve a
better understanding and control of their
businesses, We believe these trends repre-
sent major opportunities for the continued
growth and success of ASK.

Our challenge is to continue strength-
ening our leadership position in our
current market by carefully selecting
important new areas of opportunity for
serving manufacturing companies and by
managing our business well day to day.
We believe we will meet this challenge
successfully in the vears ahead.

SomduHlictig

Sandra L. Kurtzig
Chairman of the Board

/owW/cZ%

Ronald W. Braniff
President and Chief Executive Officer
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Financial Highlights
(In thousands, except eamings per share) 1986 1985 1984 1983 1982
Year ended June 30:
Net revenue $76,019 $79,.233 $65,076 $39,388 $24 871
Net income 5,889 7.949 6,142 3,905 2695
Earnings per share A6 65 b3 35 27
Weighted average shares outstanding 12,816 12,136 11,626 11,080 10,096
At June 30:
Working capital $57.994 $11,743
Total assets 83,223 20,803
Shareholders’ equity 65498 14,604
Revenues 80
(In Millions)

B2 B3 84 85 B6

B2 83 84 85 86
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ASK Announces
Executive Promotions

ASK Computer Systems announced four
vice presidential promotions during fiscal
1986.

“A strong, creative and committed man-
agement team is essential to the success
of any major company in the high technol-
ogy world!’ states Ron Braniff, ASK's presi-
dent and chief executive officer. “The four
vice presidential promotions are indicative
of ASK’s continuing efforts to develop
well-balanced leadership as the Company
grows larger”

Each of the four people promoted has
extensive experience at ASK and each
has held key positions with the Company.
M artin R. Browne, formerly vice presi-

dent, software development, was pro-
moted to vice president, research and
development. In his new position, Browne
is responsible for all software development
and systems support for ASK's Digital
Equipment, Hewlett-Packard and IBM
product lines.

Browne, a graduate of Stanford Uni-
versity, began his career with ASK in 1974
as the Company’s first software engineer.
Since 1977, he has been vice president,
software development, responsible for
ASK's manufacturing information systems
development.

ASK also promoted Leslie E. Wright to
vice president, finance and chief financial
officer. Wright joined ASK as controller in
1984, after serving four years as manager
of accounting at Trilogy Limited in
Cupertino, California. Prior to that he held
positions with Amdahl Corp. in Sunnyvale,
California and Arthur Andersen & Co. in
San Jose.

Wright believes that the new execu-
tives will maintain ASK5 tradition of team
spirit at the top. “We all work well
together;” he observes. “We share a com-
mon understanding about what ASK
needs to do to continue its success”

In addition to the promotions of Browne
and Wright, ASK expanded its executive
team by adding a vice president of cus-
tomer support. Named to the post was
Lindsay MacDermid who previously served

_ffr k 'J!.?.g’_-.r promaots d executives
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are (from left to right) Lindsay MacDernad, Les Wright, Martin Browne

as director, national customer support. In
his new position, MacDermid directs ASKs
customer support activities in the U.S.,
Canada, Australia and Southeast Asia. He
also continues to oversee the Company’s
ASKNET remote processing service.
MacDermid, who has 20 years experi-
ence in the computer systems and serv-
ices industry, joined ASK in 1981 as
director, computer services, and became
director; national customer support in 1985,
Prior to joining ASK, MacDermid held vice
president-level positions with the Western
Bradford Trust Co. of San Fry
the Chase Manhattan Bank in New York,
“Our growing customer base and prod-

incisco and

uct line mean that we must pay more
attention than ever to hiring, training and
managing the support function” states
Braniff. “The creation of an executive posi-
tion in our support organization ensures
that ASK customers will continue to
enjoy responsive, high quality, professional
support.” He notes that the Company’s sup-
port professionals work with ASK cus-
tomers worldwide through ASK's local
offices and eight education centers.

ASK also named James M. Finnessey
to the newly-created position of vice presi-
dent sales, eastern region. Finnessey man-
ages the eastern region sales organization
and is responsible for further developing
ASKS’ sales activities in the northeastern
United States and eastern Canada.

Finnessey joined ASK in 1979 as a
sales representative. In January 1982 he

became a marketing manager, and in
November 1982 he was promoted to
regional manager.
P:“’wr to ASK, Finnessey was a manu-
facturing consultant for Sperry Univac
Corporation in New York City. He has
also served as a manufacturing sales con-
sultant for Xerox Corporation and was
regional vice president for Stattab Corpo-
ration in New York City.

“ASK has always had a reputation as a
sales and marketing-oriented company
that listens to its customers and meets
their needs!” states Braniff. “We count on
our regional managers to play a key role
in ASK as businesspeople as well as sales
leaders. Jim's appointment as vice presi-
dent is consistent with this philosophy.’ s




Employee Programs Enrich

Working Environment
Maintaining an enthusiastic and produc-
tive working environment remains a high
priority at ASK. Along with the “open
door” policy that has always been a part
of ASK's corporate culture, in fiscal 1986
several events were held and programs
established to maintain an enjoyable
working atmosphere,

ne of the most important internal com-

munieations vehicles is the Company’s
internal newsletter. Published on a regular
basis, the newsletter informs employees
about the status of new products, how
various departments function, how to
effectively utilize the benefits program
and new trends in the industry. The docu-
ment also keeps employees up-to-date on
news from the sales field, new employees
and upcoming events,

Along with the employee newsletter, an
internal merchandise program called
ASKcessories was developed, due to em-
ployee interest in buying ASK sportswear
and advertising specialties. High quality
sportswear, emblazoned with the ASK logo,
is available to employees for purchase.

The “Brown Bag Series"-a personal
development program-was designed
by the Human Resources Department.
According to Training Representative
Nancy Nadler, “The purpose of the pro-
gram is to provide employee development

- ¢ . — \_ - e s
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Many special events and programs

such as the “Brown Bag Series” are offered to ASK employees.

in non work-related areas. Sessions are
held once a month during lunch hour at
ASKS corporate headquarters and consist
of informal presentations on topics chosen
by ASK employees!” Taught by outside
professionals, these courses range from
financial planning and time management
to health care and nutrition.

Organized events are also part of ASK’s
emphasis on creating a positive working
environment. In the spring of 1986, a foot
and bicyele race was organized for all Los
Altos employees. Runners and bikers raced
from ASK to Zott’s, a local “beer garden”
ten kilometers from corporate headquar-
ters. Participants in the “A to Z Run"
ranged from software engineers and edu-
cation instructors to top executives and
customer support personnel. Senior Data
Communications Analyst and Runner
Shawn Murphy states, “It was great to see
such an enthusiastic group of participants,
and even better to run neck-in-neck with
the president to the finish line!" Prizes and
certificates were given at the informal
awards ceremony after the race.

0 ne of the most “famous” employee
events that began at the Company’s
formation is the Friday afternoon “Beer
Bust!' This traditional gathering gives
employees a chance to informally interact
with people that they do not work with
on a daily basis, Often, special Beer Busts
are held to promote the annual MANMAN
Conference, celebrate a product release
date or welcome field employees to ASK's
corporate headquarters.
Also aimed at promoting internal
camaraderie is ASK's Kick-Off
Meeting held at the start of
each fiscal year. All employees

are invited to attend the initial Kick-Off
session, which includes an overview by
executive management on the Company’s
goals and ohjectives for the upcoming year.
New employee development programs
and special events are an ongoing process
at ASK. President Ron Braniff states, “Our
employees are our most important asset, as
well as the key to our success. Maintaining
a productive and satisfying work environ-
ment will always be a top priority”’ m

Independent Consultants
Program Introduced

A wealth of information on ASK and the
MANMAN product line is available to program
participants.

ASK Computer Systems has developed a
new service for consultants called the
“ASK Independent Consultants Program”
(ICP). This program is designed to provide
current information about ASK and the
MANMAN family of products to manufac-
turing industry professionals who specify
and recommend the purchase of MRP-II
systems,

Consultants are nominated for the pro-
gram by ASK sales managers. Recom-
mendations are based upon the extent of
the individual's manufacturing expertise,
and his or her in-depth knowledge of
MRP-II systems.

ICP participants are supplied with a
reference guide containing corporate,
financial, product and promotional infor-
mation about ASK. The guide includes
product data sheets, selected pages from
user manuals, and annual and quarterly

ASK COMPUTER SYSTEMS INC. &
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reports. Also included are article reprints,
background information on the Company
and ASK management, and a subserip-
tion to NEWSMAN, ASK’s customer
newsletter.

Updates are sent on a quarterly basis,
thus providing ICP participants with
timely, current information.

he program ensures that prospective

customers who utilize the expertise of
a consultant to research a manufacturing
management system are supplied with
accurate information about the products
and services that ASK offers.m

Internal Training:
A Company-Wide Focus

Internal training continues to be a
company-wide focus at ASK. Whether
they function in a managerial, adminis-
trative, technical or marketing capacity,
employees are supplied with training pro-
grams in various areas.

University of Manufacturing at ASK

As ASK continues to grow, it has become
increasingly difficult to recruit employees
already well-versed in manufacturing
operations. Thus, during fiscal 1986, com-
pany management placed a high priority
on implementing an internal training pro-
gram focused on the “nuts and bolts” of
manufacturing and designed as the corner-
stone of ASK’s functional area training
programs,

As a result, The University of Manufac-
turing at ASK (UMA) was formed. Accord-
ing to Stephen MeDonnell, ASK customer
education manager, “UMA is designed to
help employees better understand the peo-
ple they serve. The goal is to teach them
the challenges, opportunities and dynam-
ics of a manufacturing environment”

Students who enroll in UMA learn about
real-world problems in manufacturing,
important terminology, how companies are
organized and what their various respon-
sibilities are. The forty-hour class, which
is offered quarterly, lets employees see
and experience the manufacturing envi-
ronment from various perspectives.

“Probably the most valuable portion of
the class is the manufacturing workshop!

states Charles Myers, manufacturing con-
sultant and one of the primary workshop
designers. The class members are divided
into teams or “companies? The team for-
mat helps to create the competitive envi-
ronment present in a typical company.
Although each team acts and reacts dif-
ferently, each company must assemble the
same product from a bill of material, react
to engineering changes and deal with the
same business challenges and oppor-
tunities that face actual manufacturing
companies.

After attending UMA, all students,
regardless of their area of responsibility,
feel they are more effective in their jobs.
Whether they are talking to prospective
customers, working with existing eustom-
ers or designing software, employees have
a better feel for how a manufacturing
company operates, and the importance of
an MRP-II system. As software engineer
Jeff Jorgenson explains, “After attending
UMA, I now understand why ASK focuses
so much attention on customers and their
concerns. Customer Service Manager
Kathy Yantz says, “I thought I knew what
an MRP-II system provided, but only after
experiencing the manufacturing work-
shop where evervthing was done manually
did 1 truly understand the benefits of
automation”’

Management Training
In addition to training employees on man-
ufacturing operations and terminology,
ASK is committed to developing quality
managers to form the foundation for its
continued growth. Many levels of manage-
ment classes, aimed at strengthening this
foundation, are offered at ASK.
F or example, one program focuses on
team building and enhancing commu-
nication skills. Another focuses on self
awareness and managing interpersonal
relationships. Still another class deals with
issues that are company specific, such as
goal setting, interviewing skills, employee
motivation and how to best utilize the dif-
ferent departments within the Company.

The goal of ASK's management train-
ing program is to help managers make
the transition from individual contributors
to being managers, as well as provide

Software Engineers Ellen Lewis and Dike ( Moshi |
order materialg, kit parts, track inventory and
ship finished goods while Marketing Specialist
Chris Room completes assemblies in the marni-

facturing workshop. ‘

guidance on the more procedural aspects
of a managers job. ‘
Product Sales Training
Along with technical and management
education, ASK management has also
placed a high priority on training its sales
team. A program called Product Sales
Training (PST) was introduced during the
past fiscal year. The purpose of the com- ‘
prehensive training program is to thor-
oughly educate all sales representatives |
and sales managers on ASK's product line
enhancements, as well as on industry and
customer concerns. Emphasis is also
placed on understanding the challenges |
that manufacturing companies and MAN- ‘
MAN users face daily.

ASK has seen the success of its var-
pus training programs and is committed
to improving this internal resource.® ‘

N
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PRODUCT LINE EXPANSION

A History of MRP-II and the Evolution

of MANMAN

ASK's Martin Browne discusses MANMAN's beginnings and cites
customer input as the No. 1 reason for the software’s success

During the past 30 years, factory man-
agement techniques have evolved from
cumbersome manual systems that con-
trol inventory to computerized informa-
tion systems that run an entire company.
This evolutionary period was fueled by
two factors-the advent of computers and
a new way of looking at manufacturing
processes.

Traditional parts ordering systems
focused on the past. When back-up sup-
plies dropped, the materials manager
would look at how many parts had been
used and reorder that amount. It was
assumed that the number of parts used in
the past would also be used in the future.
During the 1950s and early 1960s, that
assumption was challenged by a new con-
cept called Material Requirements Plan-
ning (MRP).

MRP determined inventory needs by
focusing on the future. The new system
recognized that parts requirements depend
on the number of products that a manu-
facturer plans to build-a number some-
times subject to wild fluctuations. Because
of the large amount of data involved,
the new system also required number
crunching most effectively performed by
computers.

Parts on hand was the first aspect of
manufacturing to be ecomputerized. Batch
svstems—computers using punched cards
~kept track of parts and simplified the
lives of inventory control personnel.

After the inventory data was comput-
erized, the purchasing department real-
ized that it could use that information to
determine how many parts to order It
was then only a short evolutionary leap
for the purchasing department to add its
own data to the computer system. Now
the system knew how many parts were
on hand and how many parts were on
order. The next step was to add bills-of-
material (BOM)-lists of what parts make

up particular products. By also entering
forecasts and sales orders, the computer
system could use the BOMs to determine
how much of each part to make or replace
the inventory of parts manufactured
in-house.

Although MRP was a vast improvement
over traditional parts ordering systems, a
few problems remained. Was the company
really selling the number of produets that
it forecast? Did the company have the
facilities to build the orders? Were the
critical resources available?

The solution was a new concept called
Manufacturing Resource Planning (MRP-11).
MRP-II approached production problems
from a company-wide perspective. Com-
puters analyzed corporate plans, sales
objectives and financial data, and then
translated that analysis into resource
requirements,

The technology that evolved into the
MRP-I1 system has grown increasingly
sophisticated during the past ten years.
Bateh systems were replaced with on-line,
interactive systems and minicomputers
emerged as an alternative to mainframes.
This meant that manufacturers could

] : '|"'||I

ASK was one of the
first companies to
develop and release an
on-tine, interactive
computerized mani-
facturing managemaent
information system.

A key player in the
creation of that system
was Martin Browne,
who began as ASK%
first software engineer
and currently serves
as vice president,
research & develop-
ment. In a recent
interview, Browne
talks about the evolu-
tiom of MRP-I1 systems,
his software develop-
ment philosophy, how
MANMAN began and
where itk going.

ASK COMPUTER SYSTEMS INC
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a direct response to customer needs?
A: Yes, but we also take a greater lead-
ership role in helping our customers define

\ their needs. In the beginning, we oper
4 ated in & reactive mode-our customers
J told us what they wanted and we devel-

oped it. Today, we take a more proactive
role-we introduce many of our customers
to state-of-the-art manufacturing tech-
niques and anticipate their needs for
software solutions.

For example, ASK is on the forefront
of quality management technology. Our
customers know they need to track qual-
ity but many of them aren't sure how to
do it. So ASK developed a quality man-
agement software product that incorpo-
rates the latest theories and techniques.
When we help our customers implement
_ the software, they learn about the new-
A S P o 2 ) est procedures in quality management.
Customer input helps direct ASK software engineers in the development of MANMAN. Another good example is repetitive man-
ufacturing. Over the last several years

get more timely information at a much responded by increasing the functionality —many American manufacturers have moved

lower cost. of the MANMAN system. toward a streamlined repetitive manufac-
s more of the manufacturing environ- Q: How has MANMAN changed over turing environment as a step toward real-
ment was computerized, more infor- the years? izing the Just-In-Time (JIT) philosophy.

mation became available and this led to the A: Probably the most important change This required conceptualizing some new
development of integrated systems. Inte-  is that MANMAN is now solving the prob-  ways of how a computer deals with this
gration means that data resides at one lems of a broader range of manufacturers. manufacturing process. ASK met that
place in the system, but it's accessible by The original system was developed for a challenge by creating additional software
many different departments. Today’s infor-  specific type of customer-discrete manu-  functionality for repetitive manufacturers.
mation system should fully integrate facturers that assembled electronic prod- Q: How does ASK's repetitive product
manufacturing functions with marketing ucts with a moderate labor content and a  tie in with JIT?
fmd financial data, and contain enough high material content. As MANMAN A: JIT is a philosophy-it means that
information to run an entire company. evolved we broadened the system to the whole company works as a team W
address the needs of many different types
of manufacturing companies-job shops,
Q: How would you characterize the evo- heavy fabrication and heavy assembly.
lution of MANMAN? imultaneously, MANMAN evolved to
A: The development of MANMAN was address the needs of larger and larger
the direct result of trying to solve our companies. Part of this trend can be
customers’ problems. We didnit create soft-  attributed to minicomputer performance
ware and then go looking for problems improvements—one minicomputer can now
that it could solve. Instead, we listened to  support over 100 terminals instead of 20
our customers and developed software to  terminals. However, the main reason is
meet their needs. That’s the fundamental that we have steadily added features that
methodology that guides software devel- make the MANMAN system attractive to
opment at ASK. large manufacturers. It's become popular
Our software has evolved along withour  with larger Fortune 1000 manufacturing
customer’s growth. As they became more  companies while continuing to be a good
familiar with computers, their require- fit for smaller ones.
ments became more sophisticated. We Q: Does ASK still develop software as

ooo
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produce the highest quality product at the
lowest cost. The name comes from the
philosophy’s careful coordination of the
production process~-each step oceurs “just
in time” Parts arrive from the vendor just in
time to be used on the factory floor. Par-
tially built products then arrive just in time
at the next level of production and so on.
I n contrast, repetitive is a manufactur
ing technique that lends itself naturally
to JIT. The repetitive manufacturing envi-
ronment is characterized by rapid, high
volume production of a few products which
usually have no configuration options. Any
options that do exist are simple things
added on after the product is built. Disk
drives are a good example of repetitive
products-products that are built with
short lead times at rates in the hundreds

or more per day range.
ASK's MANMAN system with its new

repetitive capabilities acknowledges that
repetitive manufacturers don't use work
orders. In addition, the system can handle
repetitive operations on one part of the
floor while handling non-repetitive opera-
tions such as prototyping in another area.
It can tie in financial functions. It handles
all the planning necessary for running a
successful company.

Q: How do you learn about state-of-the-
art factory technology? How does ASK
spot the trends that enable it to take a
leadership position?

A: ASK has a tremendous advantage
in learning about cutting edge manufac-
turing systems technology-many of our
customers are creating it. They develop
and manufacture the automated devices
and other products that will comprise the
factory of the future. And they tell us
what thev're doing when we solicit their

ideas for new MANMAN features. In fact,
over the years, we've become much more
sophisticated in how we stay close to our
customers. In the old days, we would call
up a customer and ask what problems
needed software solutions, Today we have
a formal enhancement proposal process,
formal user groups and a rigorous prod-
uct planning cycle-all designed to give
our customers maximum input into
MANMANS direction.

Q: What impact will ASK’s international
marketing strategy have on the develop-
ment of MANMAN?

A: Today, many ASK customers find
themselves in an increasingly global mar-
ketplace. In response, we now devote a
portion of our development efforts to mak-
ing our products useful in an international
arena. These efforts have included the
development of value added taxation and

Customers Implement CIM Interfaces to MANMAN

ASK customers are among the most “well-connected” manu-
facturers in the United States-they've implemented computer
integrated manufacturing (CIM) interfaces connecting MAN-
MAN to automated devices on the factory floor.

As a maker of automated material handling equipment,
Litton 1AS, Florence, Kentucky, uses its own automated
storage and retrieval systems (AS/RS) connected to MAN-
MAN systems to manage its operations in several of its plants.

In order to eliminate duplicate data entry and reduce
human error, Litton integrated the two systems. Working
with ASK software developers, Litton engineers wrote a cus-
tom interface that enables the Digital Equipment Corporation
PDP-11/60 minicomputer in the AS/RS to communicate
with the HP 3000 minicomputer that drives the MANMAN
system. “Now, the MANMAN system electronically tells the
AS/RS what to pick and when to pick it)’ states John
McDonald, Littons manager of management information

services. “And when the AS/RS operator enters a trans-

action, it's automatically sent to MANMANT

A similar CIM application has been developed at the Power
Products division of Computer Produets Inc. in Pompano
Beach, Florida. “MANMAN generates work orders which are
then electronically scanned to load data into our AS/RS
explains Harvey Condiotte, the company’s director of man-
agement information services. “It identifies the components
needed, the quantity of each component and their location in
the retriever” The carousel style retrieval system then

rotates to position each component needed for the work
order in front of the person doing the kitting. “In effect,
we're automatically updating the inventory maintained in
the AS/RS with barcoding and MANMAN; states Condiotte.
The company has also connected MANMAN to retrieval
systems at facilities in Boston, Massachusetts and in Youghal,

At Priam, Inc, MANMAN/QUALITY is inspiring CIM

facturer is planning to connect its MANMAN system to
robotic work stations and automatic test equipment. The
goal is to integrate these “islands of automation” with ASK’s
QUALITY package.

“We will write an interface to feed quality data from the
robotic stations into the MANMAN system,' states Gordon
Stoufer, Priam’s director of management information services.
“We will also connect MANMAN with our Litton stacker
crane” The Litton stacker crane is an AS/RS that contains
automatic test equipment. In addition to moving assemblies
between work stations, the stacker performs a variety of
tests on the disk drives. _
the test equipment will go directly into the MANMAN sys-
tem!" states Stoufer. He notes that Priam plans to use a local
area network to get the computers in the Litton stacker and
the MANMAN system to talk to each other.m
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multiple currency capabilities, as well as
translations of MANMAN products into
French (and soon into German). In the fu-
ture we will build features into the soft-
ware that make it easier to translate it
into other foreign languages.

Q: How will CIM affect the evolution of
MANMAN?

A: Our strategy for CIM is to make
MANMAN capable of processing MRP-TI-
related information received from factory
automation devices. As pieces of this infor-
mation are sent to the MANMAN system,
they will be converted and stored in a
standard format in the MANMAN data-
base. Information flowing out of the sys-
tem will be put into a form easily adapted
to the communication needs of other
automated equipment. One of the ways
we foresee MANMAN continuing to evolve
is toward heavily automated environments
because that's how many of our customers
are evolving.m

——

to members of the Fortune 500.

e e —

New HP and DEC

Computers Expand
Market for MANMAN

A plethora of new products from Digital
Equipment Corporation and Hewlett-
Packard Company which were introduced
during ASK's fiscal year 1986 have given
MANMAN users more computing options
on both the high and low ends than ever
before.
Digital Revamps VAX

uring the past 18 months, Digital

completely revamped its VAX family
of produets. On the low end, Digital intro-
duced the MicroVAX-II, a powerful mini-
computer that is smaller than a two-
drawer filing cabinet. Completely compati-
ble with higher-end VAX models, the
MicroVAX-II runs MANMAN software
without any modifications. ASK offers the
MicroVAX-T and MANMAN as a complete

ST T |
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turnkey system called ASKMATE™ Priced
at approximately half the cost of ASK%
previous low-end DEC-based turnkey
offering on the VAX 11/750 minicomputer,
the ASKMATE system can support up to
20 users,

“The MicroVAX-I1 is significant because
it means that a DEC VAX-based MANMAN
solution is now available for small manu-
facturing companies in the $5 to $10 mil-
lion range!’ states David Sohm, ASK’s vice
president of marketing. It is ASK's second
low-end offering for smaller manufactur-
ing companies-in October 1984, ASK
introduced its first ASKMATE system on
the HP 3000 Series 37 minicomputer.

On the high-end, Digital expanded
its VAX family of computers with the
VAX 8650 and 8800. The 8650 provides
increased throughput and better response
time while supporting a larger number of
MANMAN users. It offers up to six times
the performance of the VAX 11/780.
“The incorporation of VAX 8650s into a
VAXecluster significantly increases the
power and performance available in a
single system! states Sohm. A VAXcluster
is a group of VAX computers connected to
form one large system.

n the mid-range, Digital introduced the

VAX 8200, 8300 and 8500. “These new
models are also important additions to
the VAX line for ASK] states Sohm. “They
offer MANMAN users large system fea-
tures for the price and size of a mid-range
system. They represent a significant
improvement in the hardware price/
performance ratio]
HP Announces New Architecture
1986 was also a banner year for Hewlett-
Packard in the area of major product
introductions. In an important February
25th announcement, HP introduced the
first in a series of new, high-performance
computers based on the principles of
reduced-instruction-set-computing (RISC)
design. This new HP Precision Architec-
ture improves hardware performance by
simplifying and reducing the instructions
that tell a computer how to function.

The first computers using the new
architecture are the HP 3000 Series 930
and 950. Code-named “The Spectrum Pro-
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Current releases of MANMAN are available on a wide range of new computers from HP and DEC.

gram” during their development, these
new models offer system throughput up
to three times greater than the current
high-end Series 68. They are fully com-
patible with all earlier HP 3000 models
and, according to Hewlett-Packard, they
will be ready for shipment during the latter
part of the 1986 calendar year.

According to Sohm, the new computer
architecture of the 930 and 950 systems
will offer MANMAN users major price and
performance advantages over traditional
designs. The new
models retain the
ease-of-use, flexi-
bility and reliability
of minicomputers
while allowing
mainframe-class
performance. “The
extension of the
3000 line into
mainframe-class
performance allows ASK to address the
needs of larger HP-based MANMAN users!
he states.

In addition to the Spectrum Program

Daid Sohm, Viece
President of Marketing

computers, Hewlett-Packard introduced
the HP 3000 Series 70 with immediate
availability. “The Series 70 gives HP
3000/68-based MANMAN customers an
immediate growth path while preparing
for the 930s and 9508 states Sohm. “They
can grow incrementally while preserving
their investment in hardware, software
and people!’'m

A System for
Excellence-MRP-II

How does a prominent Fortune 100 manu-
facturer build a reputation for excellence?
3M has done this by providing excellent
service to its customers-and fo its own
manufacturing units.

3M is a diversified $8 billion company
that manufactures and markets more than
gix thousand kinds of products and ser
vices for consumer, commercial, profes-
sional, institutional and industrial markets,
One of the reasons for 3M’s excellence is
its prototype shop in St. Paul, Minnesota.
The shop, which builds prototypes for
other divisions within 3M, processes 800

to 1000 jobs a month ranging from build-
ing a part to assembling a product.

The MANMAN system has been imple-
mented at the St. Paul prototype shop and
at a 3M facility in Menomonie, Wisconsin.
Today, both sites share a Hewlett-Packard
3000 Series 68 computer located in 3M
Center.

Accnrding to John Mikesell, systems

coordinator at Menomonie, the system
has enabled 8M to cut inventory by 50%
in Menomonie and raise inventory accu-
racy from an 80% to 98% rate. In St. Paul,
inventory cuts were even greater-approx-
imately 66%. On-time delivery rates also
improved. In Menomonie, the on-time
delivery rate for assemblies has jumped
from 60% to 95% since system implemen-
tation. In St. Paul, the on-time delivery
rate has climbed from 55% to about 95%.

In addition to reducing inventory and
improving inventory accuracy and on-time
delivery rates, the MANMAN system
increased speed and efficiency. “We used to
have a two to four day backlog in process-
ing parts shipments; recalls Mike Graetz,
quality manager for the St. Paul prototype
shop. “Now it’s two to four hours! More
importantly, parts are easily located. “In
the past, we would receive the part, place
it in the job stock and wait for an expe-
ditor to call] Graetz states. “Today, if a job
is waiting, the part goes right to the job”

He also notes that the system enables
the shop to provide an overnight turn-
around service. “We promise if they have
their work in by four o'clock in the after
noon, we'll have it out by eight o'dlock in
the morning] he states. “We couldn’t do
that without the system”

Mikesell agrees: “Speed is critical to our
operations and the system has acceler-
ated our response time. Job costing is
a good example. It used to take two to
three weeks to come up with an estimate
because we had to wait for parts that
werent in inventory. Now we can do an
estimate in a day”

(Graetz sums up the system’s success by
stating, “Just a few years ago, our median
throughput velocity was about 10 to 14
days. Today, with MANMAN, it's about
four to five days’m
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J. B. Shah, corporate
MIS director at
Xiymetics, Inc. of Santa
Clara, California.
Xymetics utilizes the
MANMAN system in
nine of ils operating
unzts on three Hewlett-
Packard computers
comnected to 240
termanals. Xymetics
manyfactures semi-
comductor test equip-
ment and is a unit of
Stamfird, Comnecticut-
based General Signal.
Xiymetics i3 one of 1j
General Signal wnits
using MANMAN.

ASK Emphasizes Importance of a

Quality Sales Team

Significant programs are developed to support sales force

ASK’s success in the manufacturing
marketplace is due to the continuing
emphasis on recognizing and responding
to customer needs. Not only are the tech-
nical, managerial, and executive staff com-
mitted to this philosophy, but the sales
force is as well,

According to James Manion, ASK’s vice
president of sales and field support, “We
are continually expanding the resources
available to our sales representatives. ASK
is committed to supporting and educating
its representatives in order to maintain a
top quality team! Manion continues, “Our
sole focus on the manufacturing industry,
coupled with the sales force's understand-
ing of customer needs has made our sales
team highly successful. This success is
underlined by the fact that, since 1980, the
MANMAN customer base has increased
over 17-fold, from 60 customers nation-
wide, to more than 1000 customers world-
wide Manion mentions several factors
that have helped to make ASK%s sales
force a leader in the industry:

Sales Development Department
A Sales Development Department was
established in fiscal 1986 with the sole

purpose of supporting and educating the
ASK sales team. Various programs have
been developed by this group, including
an extensive sales training series called
Product . Sales Training. This program
started due to the complexity of the man-
ufacturing industry and the varied back-
grounds of ASK sales representatives.
The Product Sales Training Program is
divided into two parts: Product Sales
Training I (PST-I) and Product Sales Train-
ing II (PST-II), both at ASK’s corporate
headquarters in Los Altos, California.
PST is geared toward the sales per
son who is new to ASK. These represent-
atives attend a two week class within
several months of their hire date, The
objective of the class is to educate these
employees on the four core products:
MANMAN/MFG (Manufacturing Manage-
ment), MANMAN/OMAR™ (Order Manage-
ment, Accounts Receivable)) MANMAN
AP (Accounts Payable) and MANMAN/GL
(General Ledger). Sales Development
Manager Janet Somers explains, “Although
our new representatives have had exten-
sive industry experience prior to joining
ASK, PSTI strives to bring these new
representatives up to speed on MANMAN
implementations as quickly as possible”
Along with the features and benefits
of the products, students learn about the
two hardware alternatives that ASK
offers its customers. One day is spent
at both Hewlett-Packard Company and
Digital Equipment Corporation discussing
appropriate hardware solutions for manu-
facturing companies of various sizes. Sales
representatives also have the opportunity
to meet key employees in both companies.
The second portion of the training pro-
gram, PSTII, is aimed at ASK’s senior
sales representatives and sales managers.
The objective of this one-week class, held
every six months, is to educate students
on ASK’s expanding product line, as well

as the numerous enhancements to existing |

James Manion, Vice
President of Sales and
Field Support
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products available.

ASK's Product Sales Training is an
ongoing process. Through this program,
the sales team is kept abreast of new manu-
facturing technologies, the changing needs
of manufacturing companies and the new
MANMAN produets and enhancements.
National Accounts Program
Along with the formation of the Sales
Development Department and its Prod-
uct Sales Training series, ASK expanded
its national accounts program in 1986.
ASK recognizes the importance of main-
taining strong relationships with its langer
customers, and is dedicated to providing
top notch support to these divisions of
Fortune 500 companies.

Ccmrdinating and supporting ASK's

national account program are National
Acecounts Manager Robert Donaldson
(based in the Los Altos, California office)

Oner 1000 customers around the world use
MANMAN to manage their manyfacturing
operations.

and Manufacturing Consultant James
Shepherd, who works out of the Com-
panys Bedford, Massachusetts office.
Donaldson and Shepherd focus on the spe-
cial needs of large customers. According

to Donaldson, “The national account cus-
tomer benefits from having a highly man-
aged account team in terms of sales and
support, as well as having one point of
contact!

n addition to Donaldson and Shepherd,

Lindsay MacDermid, vice president of
customer support, and ASK's regional
technical managers assist in supporting
national account customers.

Manion concludes, “The National
Accounts Program, along with the team
efforts of the marketing, R&D and techni-
cal groups within ASK, has been well
received by ASK customers. Due to the
positive feedback, management commit-
ment and ASK's investment in creating a
top quality sales team, it is evident that
the National Accounts Program and the
Sales Development Department programs
will continue to expand.’m

Sales Management Styles Vary with Environment

Members of the ASK sales team, although
striving to reach the same goals, operate in
different ways. Due to the demographics of
the manufacturing marketplace, one sales
manager may work his territory very differ-
ently from another.

Sales Manager Steve Maddox manages
his sales representatives in a centralized
environment. This group operates in a small
geographic area that is densely populated
with high technology manufacturing compa-
nies. All of these sales people work out of the
same office based in Los Altos, California,
near ASK's corporate headquarters.

Maddox is easily accessible to all sales
representatives including the account repre-

Sales Manager Tom Mackey

operates in a decentralized fashion. Mackey,
based in Syosset, New York, manages sales
offices in Westport, Connecticut; Parsippany,
New Jersey and Lutherville, Maryland.
Geographically, his territory is spread over
five states including Southern New York,
Central New Jersey, Connecticut, Maryland
and Virginia.

Much of Mackey’s time is spent making
one-day trips to the Connecticut and New
Jersey offices, and two or three-day trips to
Maryland and Virginia. He often assists his
sales representatives in making calls, whether
they are an initial visit or a product presen-
tation. Mackey also calls on current cus-
tomers in his temitory to ensure customer

sentative. “The account representative

focuses solely on selling additional MANMAN products to
existing customers! Maddox explains. “The success of the
additional software sales effort is due to the teamwork
prevalent among all members of the sales staff’

Much of Maddox’s time in the office is spent prospecting
and demonstrating MANMAN to prospective customers. His
group also works closely with the local technical support staff
in dealing with prospective, as well as existing, customers.

Unlike the centralized sales environment of Maddox’s
Northern California office, Sales Manager Thomas Mackey

satisfaction. According to Mackey, “Sales
representatives work well in this environment. They are
autonomous, self-motivated and technically self-reliant”

Although representatives in remote offices work independ-
ently of their managers and peers, there exists a special ca-
maraderie unique to this kind of situation. Representatives are
eager to share ideas with others, eager to participate in joint
sales seminars and eager to coach new sales representatives.

Mackey concludes, “The successful management of
numerous remote offices is evidence that “team effort” isa
large part of ASK's sales philosophy”' m
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Customer Support

Focuses on Education

ASK Computer Systems believes an edu-
cated customer is a more productive cus-
tomer-that's why its Customer Support
Department has expanded and restruc-
tured its operations during the past year.

“A growing customer base and a prod-
uct line that has more than doubled over
the past three years led to the reongani-
zation]” states Lindsay MacDermid, vice
president of customer support. “By cen-
tralizing the management of our opera-
tions, we can provide better support for
our customers on a nationwide basis”

Under the new structure, technical sup-
port personnel who formerly reported
to regional managers now report to
MacDermid, who is also responsible for
the ASKNET remote processing service.
“Our new organization allows us to main-
tain excellent support across the country,”
he explains. “Plus, we can deal more
effectively with accounts that have instal-
lations in more than one region”

he Customer Support Department

assists ASK customers in four main
areas: system installation, telephone con-
sulting, on-site consulting and education.
Customer support personnel also work
with local user groups to obtain feedback
for new MANMAN features.

“One of the primary purposes of cus-
tomer support is customer education
states MacDermid. “Even when we're solv-
ing problems through telephone or on-site

consulting, we are trying to educate our
customers on the best ways to utilize their
systems.

ASK technical consultants support eight
education centers located throughout the
United States. Customer Support Man-
ager Kate Squyres manages six technical
consultants in ASK’s Orange, California
office—one of the eight centers. Squyres
explains, “Because technical consultants
are experts in all MANMAN products, they
are able to teach a full range of courses
to ASK customers in the field” In addition
to regular customer education courses,
ASK offers self-paced training for the
MANMAN/MFG and MANMAN/OMAR
products. “These courses supplement
classroom training by enabling individuals
to study detailed sections of the system
at their own pace! Squyres adds.

Now that the department has been
reorganized, MacDermid has announced a
new set of goals. “In order to continue
excellent support for customers across the
nation, we are centralizing training of
support personnel, as well as encouraging
more information exchange between these
employees; he states,

To achieve these goals, he plans to insti-
tute a three phase training program for
customer support personnel. The first
phase for new technical consultants will
consist of classes in presentation skills,
telephone technique, basic systems and
problem solving techniques. The second
phase will provide detailed training in the
four core MANMAN products. And the

D

third phase will train field technical con-
sultants in sales techniques, implementa-
tion planning, factory financial controls
and teaching skills.

“Each phase will be separated by a
period of time in which technical consul-
tants can gain experience and practice
what thev've leamed;’ explains MacDermid.
“The program is designed to help them
better serve our customers!

e also expects to improve customer

service by increasing the support staff
during fiscal 1987 “We will have more
people helping more customers than ever
before! he states. ASK customers will also
have improved access to that help. “We
plan to use more 800 numbers in regional
offices to make it easier for users to call
us; explains MacDermid. ASK currently
provides 800 numbers at two of its tech-
nical centers.

“ASK’ success is based on its reputa-
tion for being a eustomer-driven company,
notes MacDermid. “Customer support will
always be a top priority” m

Fast-Growing Computer
Firm Uses MANMAN
from the Start

How does a young, fast-growing start-up
company make sure it survives into prof-
itable adulthood? The answer, according
to Sequent Computer Systems, Inc., is
zero-defect products.

Sequent, located in Beaverton, Oregon,
is a make-to-forecast, configure-to-order
shop that produces the Balance 8000 and
the Balance 21000 multi-processor mini-
supercomputers. The company targets the
Balance product line to end users and
original equipment manufacturers special-
izing in military ADA development, com-
puter aided design and engineering,
simulation, transaction processing, data-
base management and general purpose
UNIX computing. Sequent’s customer list
reads like a who's who of multi-national
companies with names such as General
Electric, Hughes, Boeing, Siemens,
Teradyne and AT&T. Sequent has over 100
installations worldwide.
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Quality is the company charter and the
acid test is zero-defect products. To pass
the acid test, the people at Sequent stick
to the truism, “good people make good
products” Quality people-experienced and
talented managers who can wear several
hats in a fast-growth manufacturing
company-is the main ingredient for suc-
cess, But even quality workers can be com-
paratively ineffective without quality
information provided on a timely basis.
Selection and Implementation
In order to ensure that its people received
the information they needed, Sequents
founders decided to implement a comput-
erized information system. They required
a system that could provide planning tools
such as master production scheduling,
material requirements planning and man-
ufacturing resource planning. In addition,
the information had to be available on-line,
and real-time.

After an extensive search, Sequent
chose the MANMAN Information System.

“MANMAN met all our criteria, was
dependable and was easy to learn)
explains Mike Moore, purchasing manager
at Sequent. He also notes that Sequent
was impressed by the stability that ASK
projected over time. “Just looking at the
resources that ASK can put into product
development]’ says Moore, “versus what
their competitors can do-makes going
with ASK a good long-term decision”

Interestingly enough, Sequent chose
ASK six to eight months before shipping
its first product. “We wanted to create an
efficient and well-managed company from
the outset] recalls Moore. “In fact, we were
bringing up MRP and doing dollarization
and cost roll-ups on preliminary and engi-
neering bills of material before we'd ever
built anything in manufacturing’”

mplementation was simple. MANMAN/

MFG, OMAR, AP and GL were brought
up on ASKNET-ASK's remote processing
service bureaw. This allowed Sequent to
benefit from a computerized system with-
out an initial capital investment. It took
only four hours to bring up the purchasing
module and only half a day to run the first
MRP. After a year on ASKNET, Sequent
brought the system in-house.

“One of the keys to a succeessful imple-
mentation is management involvement)
says Bob Bechler, materials planning man-
ager, “and that is really true at Sequent?

anagement at Sequent starts each

week by running an MRP for com-
pany-wide use. A task force (consisting of
representatives from Sales, Marketing,
Manufacturing and Accounting) then eval-
uates the MRP report in terms of the bot-
tom line: can the company afford to build
the scheduled number of computers? Once
the group has accepted the forecasts, the
company starts production for that week.
Open Order reports from the MRP run are
made available to vendors who pick them

Corporate headquarters of Sequent Computer
Systems in Beaverton, Oregon.

up, evaluate them and make any necessary
changes to their own production schedule.

In addition to the weekly MRP, Bechler
runs one MRP on a daily basis. He con-
centrates on the resource and capacity
impact of the computer-recommended pro-
duction schedule for Sequent and for its
vendors, He also uses the reports to mon-
itor actual daily activity versus goals, as
well as lot sizing strategies.

“No subsidiary systems are used to
manage the company,” states Bechler.
“Everything comes out of the MANMAN
system. We even put prototypes on the
master schedule so they can drive the
requirements from the very ineeption of
their design. The way we run the system
is as close to textbook as we can get-and
the system allows us to do that”

Results

According to Bechler, the system has
produced dramatic results in personnel
produetivity. For example, one person

is able to handle 2500 transactions per
month at Sequent. The receiving clerks
do not generate receiving paperwork to
invoice merchandise because Accounts
Payable pays the invoice as soon as the
parts are logged into the computer. One
person in Accounting processes the 800-
1000 word invoices Sequent receives
per month.

The staff is lean in other departments
as well. There are no expeditors on the
shop floor, and only three people in Pur-
chasing, one in Material Planning, and four
in Accounting, including managers. Each
person is responsible for entering his or
her own information into the system;
Sequent therefore does not need a data
entry department.

“Having a small staff is critical for a
start-up.’ observes Bechler. “MANMAN
allows us to keep our staff small by auto-
matically producing things like purchase
orders, invoices, checks and sales orders.
It eliminates the need for us to hire people
to manually generate such documents!’

Bechler also credits the system with
motivating people to maintain a high level
of performance. “Each department is
responsible for its own piece of the sys-
tem, he explains. “We don't have an MIS
staff to point fingers at if something goes
wrong. This arrangement makes people
do their job better because they’re more
accountable. Evervthing that our people
need to do their work is under their com-
plete control”

The system has also produced signifi-
cant results in inventory control. “We still
manage our inventory with only three peo-
ple, even though sales more than doubled
during the past year” states Bechler. His
projection for the next 12 months is even
more impressive: “We expect to only
double that staff while increasing sales
600% In addition to optimizing inventory
levels, the system has enabled Sequent to
achieve an inventory accuracy rate of 99%.

According to Bechler, Sequent’s dra-
matic growth validates its choice of ASK
and MANMAN. “The reason we chose ASK
is it gave us a system that will grow with
us over the next several years)’ he explains.
“We can add products as the need arises!’
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He cites the MANMAN/BARSCAN™ bar-
coding product as an example. “Last
year we didn't have the volume to justify
BARSCAN he states.“But now that we've
grown, we plan to add it later this year”

Bechler sums up the system’s success
by stating, “Since installing MANMAN,
our inventory is low and the quality of
our products and work environment is
high. That translates into zero-defect
products”’ m

1986 MANMAN
Conference Proves
Valuable Learning

Experience

ASK’'s MANMAN Conference continues to
be an important information exchange
between MANMAN customers and ASK
employees.

The annual conference brings MANMAN
users and ASK personnel together to
discuss all aspects of the MANMAN Infor-
mation System. According to Kathy Fuller,
ASK’s conference manager, “Participants
learn how to apply the tools provided by
MANMAN to help run a more productive
business!” ASK’s third annual MANMAN
Conference was held in March at the Red
Lion Inn in San Jose, California.

his year the length of the conference

was increased, more sessions were
offered and the number of participating
companies grew as well. In fact, the num-
ber of companies attending increased 34%
over those attending last year’s event.

Due to the positive feedback from the
1985 conference, the 1986 event was
expanded from three to four days. A
record high of 115 sessions covered a wide
range of manufacturing, financial, market-
ing, systems and implementation topics,
along with product release training. This
was a 22% increase over the number of
sessions held at the 1985 conference,

“We've provided a wide range of topics
so that all types of MANMAN users bene-
fit from attending the conference)’ Fuller
explains, “The MANMAN Conference is a
learning experience for all participants,
whether you are an experienced customer

N P ——

Customers meet informally with ASK employees in the Qu;;m and Ideas F.’mm..

eager to learn about new aspects of oper
ating the system, or a new user concerned
with the implementation process!

The presentations and panel discussions
were led by ASK personnel, MANMAN
users and industry consultants. Sessions
ranged from MANMAN specifics such as
“Implementing MANMAN/Manufactur-
ing” to industry topics such as “How to
Get Started with CIM”

New features at this year's conference
included an exhibit provided by third-party
suppliers. In addition, user group meetings
were held, as well as numerous Common
Interest Group discussions aimed at
exchanging information on shared areas
of interest.

Iso offered at the conference was the

Question and Ideas Room. This room,
staffed by ASK employees, was where
customers could informally meet with
members of ASK's software development
teams, as well as systems and support
personnel. Fuller states, “ASK’s R&D
team relies heavily on customer feedback
when designing enhancements and prod-
ucts. The conference provides an excellent
forum for this type of interaction”

ASK’s goal is to make MANMAN the
best tool for helping customers meet their
needs in the manufacturing management
arena. The MANMAN Conference once

again proved to be an effective vehicle in
helping ASK to reach this goal.m

Product Faires Educate

Customers and Prospects
Each fiscal year, ASK Computer Systems
hosts numerous Product Faires to edu-
cate customers and prospective custom-
ers on the capabilities of the MANMAN
Information System.

Begun in 1985, Product Faires provide
MANMAN users with information on ASK's
expanding product line. They also afford
prospective customers the opportunity to
meet not only ASK personnel, but seasoned
MANMAN users as well. Information is
exchanged on all aspects of manufactur
ing, as well as on individual ASK products
as they relate to specific areas.

This year, 18 of these day-long seminars
were held in hotels around the country-17
in the United States, and one in Toronto,
Canada.

The format of the Faires consisted of
formal presentations given by ASK sales
and technical personnel.

Because the second series of Product
Faires proved so successful in educating
prospective and current customers about
MANMAN, 20 Faires are planned for
fiscal 1987.m
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INTERNATIONAL

International Version of
MANMAN Launched
in Europe

Europe remained in the forefront of ASK's
international marketing strategy during
fiscal 1986. ASK Computer Systems S.A.,
headquartered in Paris, France, is the
Company's first European subsidiary. ASK
France was established in fiscal 1986 and
has made significant progress in adapting
MANMAN to the European manufacturing
marketplace.

“Our goals are to expand our market
internationally while providing better ser-
vice to ASK customers already located
in Europe.’ states director of European
development Mark Ripma.

SK France has moved rapidly to estab-

lish its presence in Europe. One of its
most important accomplishments has been
completing the French version of MAN-
MAN (on Hewlett-Packard hardware).

The translation process began by iso-
lating key words and translating American
manufacturing terms such as “forward
back scheduling” and “dummy employee
number” Once this glossary was final-
ized, the manuals were translated. Isolated
terms in the code that were translated
in the glossary were automatically up-
dated in the system. French customers
were involved in this process from the
beginning.

French enthusiasm for MANMAN was
evident when ASK France held its first
user group meeting last January-it was
attended by every ASK customer in
France. Discussions covered a wide range
of topics and centered on the latest release
of MANMAN. “Our French customers are
very excited about the new release] states
Ripma. “They are anxious to apply the
new features to their manufacturing
operations.

French MANMAN users manufacture
everything from ski boots, lasers and cir-
cuit boards to steam shovels, toys and fur-
naces. ASK's current customers in France
include Salomon, the world-renowned ski
manufacturer, and Hachette, Inc., a well-
known book publisher that produces the

magazine Elle.

ASK’s expanding role in Europe means
a larger staff for ASK France in the com-
ing year. “We expect to add people in each
of the sales, support and engineering roles
states Ripma. ASK also plans to open an
office in Germany during fiscal 1987

The translation of MANMAN software
and manuals into German is already under-
way. “We're working with the localization
company that helped us translate the

Cmnpletexi during fiscal 1986, the French version of MANMAN is ASK first translation of the software

into a _foreign language.

French version of MANMAN states
Ripma. The first MANMAN products
to be translated into German will be
MANMAN/MFG and MANMAN/OMAR.

Ripma believes that suceess in Europe
will be achieved by following the strategy
that has made ASK a leader in the United
States. “We will build a reputation as a
customer-driven company that focuses on
the quality of our people, products and
services! m
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INTERNATIONAL

Multi-Currency
Capability Announced

As part of its strategy to aggressively
pursue international market opportuni-
ties, ASK announced an important new
enhancement to its MANMAN system-—
MANMAN/CURRENCIES.

MANMAN/CURRENCIES, available on
the HP 3000, is designed to accommodate
the needs of ASK customers involved in
foreign trade. CURRENCIES enables the
MANMAN/MFG and MANMAN/AP sys-
tem to support purchases from a foreign
country where purchase orders, vouchers
and cash disbursements must be denomi-
nated in a foreign currency. It also allows
MANMAN’s order management/accounts
receivable (OMAR) system to support sales
to a foreign country where sales orders,
invoices and cash receipts must also be
denominated in a foreign currency.

CURRENCIES gives MANMAN users
visibility of their foreign currency trans-
actions in either the foreign currency or the
local currency. For example, a U.S. manu-
facturer that sells products in Germany
could look at bookings in Deutsche Marks
or the equivalent dollars.

“One of the significant aspects of
CURRENCIES is that it eliminates the
extensive manual efforts required to keep
track of currency exchange variances”
states Randy Hietter, ASK product mar

The new MANMAN/CURRENCIES enhancement
enables customers to track and convert foreign
currency purchases
and sales into their
own local

keting specialist. “Corporate treasurers
will now have a better understanding of
their currency exposure. This means they
can better protect their companies from
currency value fluctuations.” he states.

CURRENCIES provides a foundation
for ASK's drive to internationalize the
MANMAN system. It joins the value added
taxation (VAT), Canadian federal and pro-
vincial sales tax and Australian sales tax
capabilities already available on HP 3000
and VAX-based MANMAN systems.m

MANMAN Expands
to Pacific Rim and

Southeast Asia

An important part of ASK’s international
marketing strategy has been to develop a
sales and support organization in South-
east Asia and the Pacific Rim.

“During the past several years, many
American companies have moved manu-
facturing operations to the Far East!
states Ron Braniff, ASK's president and
chief executive officer. “This trend makes
the Pacific Rim a particularly good mar
ket for MANMAN products. We have a
growing interest in serving both Ameri-
can and foreign companies in Southeast
Asia and Australia”

ASK established its first Pacific Rim
office in Australia in 1985. Today, Australian
MANMAN customers range from manu-
facturers of water heaters and office fur-
niture to kitchen cabinetry and mining
equipment. They are located in Sydney,
Melbourne and Perth-the major Australian
industrial centers.

ASK has also opened a technical sup-
port office in Singapore to serve custom-
ers in Southeast Asia. “We currently
have customers in Hong Kong,

Singapore, Taiwan and Korea”

observes Braniff. “The Singapore

office will play an important role
in providing top notch support to
these manufacturers! He concludes,
“As manufacturing increases through-
out the Far East, ASK will be well-

positioned to expand MANMAN around
the Pacific Rim’'m

Scicon MANMAN

Conference a Success
High attendance marked Scicon Ltd's sec-
ond annual MANMAN conference held at
Woburn Abbey in Bedfordshire, England
last May. Scicon is ASK's distributor in
the United Kingdom.

“Attendance was up by 84% over last
vear” states Neil Anderson, Scicon's prod-
uct marketing manager who coordinated
the conference. “And over 70% of our cus-
tomers attended the three day conference
that included 45 sessions he adds,

“I was particularly impressed by the
large number of directors at the confer-
ence; states Eric Roberts, ASK product
marketing manager. “They are the high-
level decision-makers who have the author
ity to purchase a MANMAN system”

According to Anderson, “The presenta-
tions by ASK corporate officers were a
highlight of the conference. Customers
appreciated the opportunity to hear their
views on the future of MANMAN and
they enjoyed their forthright and direct
response to questions.

nderson explains that much of the

conference’s success flowed from the
high level of user participation. “About
one third of our customers served as
session presenters or panelists; he states,
“And response to their presentations was
very enthusiastic

Anderson attributes the increased user
participation to familiarity with the event.
“Last year's conference was new to every-
one; he explains. “This year the users knew
what to expect” Anderson observes that
the spirit of a MANMAN conference is
quite different from typical conferences.
“In most conferences, you listen to some-
one read a presentation without any audi-
ence participation. It may be informative
but not very exciting”

In contrast, Scicon's MANMAN confer-
ence encourages users to express their
views. “Our conference produces & high
level of communication between our users,’
Anderson explains. “It really functions as
a three day user group meeting”

Scicon’s third annual MANMAN confer-
ence is scheduled for the spring of 1987.m
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Building Manufacturer
Builds Future with
MANMAN

It was the best of times and the worst of
times. Tremendous growth brought tre-
mendous problems. Short shipments, late
deliveries, inventory discrepancies-these
were the costs of a booming business at
Armeo Westeel Inc.

WI is Canada's leading manufacturer

of highway construction products and
fabricated steel buildings. Based in Guelph,
Ontario, the company’s Building Systems
Division engineers and manufactures
building systems ranging from small fac-
tory entrance guardhouses to Boeing 747
aircraft hangars.

“In early 1980, we faced a growth spurt
unparalleled in the history of our com-
pany” recalls Norman Hunter, AWI man-
ager of planning. “At the time, inventory
was controlled manually with a card
system-and it just couldn't keep up”
Although the company had a computer, it
was used solely for accounting functions.
“We simply lacked the tools to properly
manage our inventories, states Hunter.
Selection & Implementation
In order to meet its needs for growth and
improved inventory control, AWI decided
to find and implement an MRP-II system.
A steering committee of top level manag-
ers was formed to carry out the search.
“The committee wanted a fully integrated,
interactive system that was flexible and
easy to use. The entire search took a year
and a half" Hunter recalls. After narrow-
ing the choices to three top contenders,
they picked the MANMAN system running
on an HP 3000 Series minicomputer.

Despite purchasing a computer, AWI
initially used ASKNET-ASK's remote
processing service. “We kept using our
manual system while using ASKNET to
prepare for the in-house computer” Hunter
explains. After about a year, AWI was
ready to implement its in-house system.

A five-person implementation team
guided AWT through its journey to MRP-IL
Today the number of terminals spread
throughout the different functional areas

of the company has expanded. “We started
out with 12 terminals] recalls Hunter.
“Two years later we had about 30. And
the last time I counted we were up to 60!
Traini

One of the most important ingredients
for success with an MRP-II system is a
firm commitment to education. AWI made
that commitment in a variety of ways.
“T'he entire implementation team attended
ASK classes, then developed in-house
training programs tailored specifically
for the various users in the company. We
built the in-house courses around instruc-

e T I

The Calgary Public Library in Calgary, Alberta
is ome of AWTS fabricated steel buildings.

tional videotapes!” explains Hunter. “Users
were then turned loose on ASKNET to
practice what they had learned”
Results

areful attention to system selection,

implementation and training have
yvielded impressive results for AWL “When
we first purchased the system our inven-
tories were running 120 days of sales!
recalls Hunter. “Today they run about 60
days of sales and they're still declining”
He attributes the reduction to the MAN-
MAN system’s ability to track parts. “Our
division had a unique inventory problem
because we sell products that are custom-
designed and engineered,’ Hunter explains.
“Our item master contains about 25,000
part numbers of which 90% are unique
parts for specific sales orders. And we
create about 20,000 new part numbers
every six months. Prior to using the
MRP-II system, we couldrt keep track of
all those parts”

Hunter also attributes improved inven-

tory control to better access to information.
“When we used the manual system,

on-hand inventory figures were updated
once a week! he recalls. “Today, with the
MANMAN system, we have up-to-the-
minute availability of inventory figures!
The system also accelerated data entry
for shipping and receiving information.
“Materials that arrive on the receiving
dock are now entered into the system
within five hours” states Hunter. “In the
old days it eould take up to one week

In addition to improving inventory con-
trol, the system has boosted employee pro-
ductivity at AWL Hunter cites the master
scheduler as an example. “During the past
18 months, the system has enabled our
scheduler to process about 35% more
work! he states.

According to Hunter; AWT also uses the
system to better coordinate part delivery
schedules with its vendors. “Many of the
special parts we purchase have exception-
ally long lead times. he explains, “For
example, special sheet metal screws can
require a lead time of six months? He
notes that such items are eritical to AWI
products-they're used to attach roofs to
buildings. “Before MANMAN, if the special
part wasn't available, we had to substitute
a lower quality part or delay shipment
recalls Hunter. “Neither alternative proved
popular with our customers” The MAN-
MAN system eliminated that problem.
“Now we give our vendors realistic time-
tables so they can deliver parts when we
need them! states Hunter. “Our on-time
delivery rate has improved immensely”

Now that the MANMAN system is
on-line, Hunter says that further automa-
tion will be considered. “Our engineers do
a lot of their work with CAD systems. he
explains. “Eventually we will probably
want to link them directly into the
MANMAN system to allow an exchange
of bills of material; He also projects a day
when AWI%s network of dealers may be
electronically linked to the MRP-I system.

Hunter asserts that the key benefit pro-
vided by the system is the ability to plan.
“Now if sales people say our bookings will
increase by 25% in three months, we can
respond with a realistic production plan
he states. MANMAN has given us the
information we need to react quickly” m
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[t your job to find a factory and fully integrated factory for factory bar code applications,
management system that'll satisfy ~ management system. MANMAN/BARSCAN™

[ ] B
everyonein thecompany. MANMAN not only lets you tie By bar coding turnaround
1C e Vv I Orlg j S m But alas, your hands are tied. together every MRPII task, but just documents and printing labels
- The people on the factory floor  about every function in the company.  (including AIAG format), BARSCAN
want one system.The people in the From purchasing to payrollto  allows workers to input data up to
a,rl Ou CO n field want another. Purchasing wants  field service. From controlling seventy times faster with a wand than
mething entirely different. materials to controlling overhead. using a keyboard—with incredible

o . . Well.don't let it get you down. It can also dramatically control ~ accuracy.
Ourse ]I l a lt O a b]_I l.d (Get MANMAN? from ASK costs.Job costs. Labor costs. Data MANMAN also has a lot to offer
. Computer Systems. collection costs. All under control, your department supervisors.
[tsa comprehensive,adaptable  thanks to MANMAN and our product Your foremen.

Your purchasing agents.

- And everyone else who has a
special way of working that's already

. - P ~-" working.

That won't change.

MANMAN's built-in business
policy variables let you adapt the
system to your way of doing business.

And its modular design lets
you implement functions gradually
or all at once (and once implemented,
thev're already integrated).

Finally, vou should know that
over 1,000 customers are already
successfully using MANMAN.

(Call 800-4-FACTORY, for more
details.

You'll find that choosing the
right MRPII system is actually
quite easy.

Once you know the ropes.

ASK

Making
Sactory management
manageable.

(BSPPY

N .til

-

C 1088 ASK Computer Systems, Inc. 730 Distel Drive, Los Altos, CA 022











































































































































































































































































































































































































































































































































































































































































































































