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Dear Walt: 
On more than one occasion we have discussed the 
importance of communicating effectively among 
ourselves and with you. At the end of 1985, as we 
formulated, planned, and scheduled activities for El86 
and beyond, communication up, down, and across our 
oqgmkations obviously was critical in developing a 
reasonable, workable scenario for success. 

Now that we're r e f i a n d  executingthose plans, 
we're seeing that communication-that is, a mutual 
understanding of responsibilities and other issues that 
arise-is as important as it was in the planrung stage. 
We're not saying that we're always in step on every 
issue, but we do believe constructive confrontation is 
healthy. Network Based Services management is 
making a concerted effort to get issues on the table and 
resolve them. We would like to outline for you what 
we're doing to improve the fluidity and coordination of 
our operations: 

Using quarterly product management reviews, 
Applications Marketing, Applications Engineering, 
and Delivery Systems are checking benchmarks for 
product and engineering delivery schedules that 
reflect both domestic and international priorities to 
determine if adjustments are needed and to discuss 
any changes in the Marketing perspective. This 
tighter coup of our organbations has produced % the delivery of ealefhkw in record time and very 
quick deployment of MARBNE'l? SNA in Europe. 

w Global Forum, a quarterly meeting of Marketing & 
U.S. Sales Operations and International Sales & 
Services Operation, relies on issue-oriented, "pitch 
and review" sessions on global marketing and sales 
issues. For example, we've agreed to a worldwide 
account plan, which lists 14 strategic international 
accounts and their assigned "export-import" 
account managem. There is one such manager for 
each U.S. area and one for each country overseas, 
each having the responsibility for coordination and 
problem resolution for worldwide opportunities. 

Technology Operations is meeting quarterly with 
both U.S. and International Sales to facilitate close 
coordination so that Sales can stay close to the heart- 
beat of Tech Ops (not so it can influence Tech Ops' 
direction). A recent meeting in London kicked off 
these discussions of international clients' needs. 
Oftentimes their needs differ from those of U.S. 
clients, requiring mjnimal support from Technology 
while offering substantial opportunities to leverage 
produds and services. 

w Telecommunications Council is a regularly scheduled 
meeting of Technology, U.S., international, legal, and 
regulatory managem with the express purpose of 
speeding leading-edge opportunities through the 
quagmire of communication and PTI' (overseas . . government telecommunications adrmrustratons) 
regulations and developing and pressing forward 
with an aggressive approach as the world 
deregulates. 

Wdt, we don't pretend to have all our problems 
solved. We're not marchmg at exactly the same 
cadence quite yet, but our organizations are a heckuva 
lot closer together than they've been in years past. We 
respect and have confidence in each other's organiza- 
tions, and we believe that continued cooperation, 
communication, and interaction will produce better 
plans, operations, and bottom lines. 

We agree on respective responsibilities and we 
know where we're going. We know what is expected of 
us, and we'll sustain the momentum. In your words, we 
are committed to "communicate, communicate, com- 
municate' ' to successfully execute our strategy for 1986 
and beyond. 

Tony Craig 



Some 75 U.S. Sales 8 Services 
managers came to the Xerox  lhidmg Center in 
Leaburg, Va., in January with the gxmww effW% 
nemmwy to sustain them for thYe fbech$ &~&hg.  
But many of them also b m w t  wi& Thrn s b g  of 
skepticism. 

They found in the rolling hills of Virginia Lillipu- 
tim dormLtory-like accarmnlodgtim and nne&me 
food service, but a feast of kue-oricntml &mw- 
sions with Marketing, enough Marketing and bwi- 
n e s  infomsrtion tn fill a m6ntd $gymwiun, md a 
renewed opt idm in the direction of the company. 

There .was a host of product demomtratlom, 
pmmxtations on numerous business md marketing 
topics, tmbhg activities, amdid and ele- 
speakup sessions, and "win8jrmg down" ~t&ivki?es 
such as "'Las Vegets night.'" 

The meeting was w in&atar sf a watershed for 
GE Information Services Ccmtpmy and of a new 
zmnqpmen2 a p p m h  &tM brlmkettng & U.9. 
Sales 0pe~a.tji61ts [M&UW]* 

T b  Lagsbwrg mee+fn~ qm@ed rn dimlagwe 
am- tap eracu9kes a d  mam$em. Here, Larry 
MoucerS and Llnn M a r  respond to questions frm h e  
audience a h t  the future >mle df the VAN. 

communkdte directly with managars but also to solicit 
the mhd3.$@rs1 opinions. Here, Wk Withama and Mfke 
Chsmberloin consider a kmt-ty ism. 

"We've had mare q m h p  &OW bemeen 
M % r b t h g  a d  Wes than m"ve had dleep,'Wd 
John Sid$Fnore, W--. '"t we've taken on 
same tmgb imues, and weke lemid that you am 
get tmgs out m the table, hve an open f@m, and 
&ill walk swag &s a team m d  cxtxute.*' 

"The 1986 priority of the Mauke- wgadza- 
thn now has tm be exmm-rr," said Rmm Pe-, 
VP, AppBrntions Mark-. "We have gmd, solid, 
market p h  in pb-now we have Eo deliver the 
gudity pradwts md pmgrarks an s&tMule. PPad- 
uets mn"t gahg to I d  out the dloor a.npmme-we 
Pvill properly in.trsdme them [Le., with trai3Eing, 
d-~bti~n, pfi&l& ~ E 3  Ilk@]. 

" A c f : o m t ; - ~  is the key &&-the 
cri$ical client m m e n - W m  M w k ~ ~  and 
&&?S. f 0 6 ~  B~~ lX2- 
mmes based m the red cbtt9 appmtimitie~, 
so we must h o w  &a ma vrht they m&,'p she 
w. 

At the end of a week of t3hbgue md 
tl?Cm&m*edmWom, Mmwt wm- 
told the gmup he corn sense retomam b@d@. 

"There L frre a d  spirit in this ( z t s ~ y ? ~ " e  
aid. ' T w e  b n  d b  & n d  E%ctAc Psr 30 wJ 
and I've nev~r felt, such mhLmmt; Ix&ae-md 
you know me-f"m always3 excited." 



m ment, photographic equipment, and service and 

J SAID maintenance suppliers . . . Both Sales and 
Marketing are very excited about the commer- 

Jim McNernea Sr. W, cial release of D e a l e f l d  . Our prospective 

M&USSOL clients are eager to talk with us, because we are 
in a position to provide them with a system that "While 1985 was a tough year for us, we made is critical to their key business activities." our numbers-the first time since 1981 . . . Now, 

you could sit back and protect revenue and 
maybe even get to MARKMAKERS, but if you Christine Pittman, manager, 

want to be a part of the future of this company, Marketing Qualitg & Integration- 

make ED1 work, make POS, Dealer Systems, "If you need information about our 

and all the other products we're developing competitors' capabiIities, call us. They vary 
greatly by product and application arena. I don't believe going to short-tem Succedul bids must take into account produd your efforts. If attitude is a major part of 

winning, I'm convinced we're winning now.'' functionality and overall company positioning. 
We can help with both . . . We seem to be 

Donna Vaaltri, manager, getting a loi of calls about CSC (Computer 
Sciences Carp.) lately. We seem to be bumping Point of Sale Marketing- into them a lot. From a market segmentation "Our theme for Point of Sale Systems is that we 

are 'Positive in '86,' and we are, because Sales 
and Marketing are making it happen together. 
In POS, the client's measure of service quality 
is, in large part, determined by response time. 
 eme ember,-your client is a retailer, and his 
customer is standing at the register waiting to 
make a purchase. With our Fast Logon capabil- 
ity, we are looking at total transaction times of 
less than 20 seconds. That knocks the socks off 
of the competition. ' ' 

Norm McBurneg manager, 
Product Management- 
"Our job is to build the right products the nght 
way and on time. We set priorities through a 
planning process. When we have a functional 
spec in black and white, that's when we get a 
firm commitment from Engineering." 

Alma Rodoni, manager, 
Dealer/CLient Sgstems Markettng- 
"The Dealer Systems Marketing approach is 
two-pronged. As a result of our business 
partnership with Apple Computer, we are 
pursuing a joint sales and marketing thrust at 
Apple's fortune accounts. Second, we are 
pursuing several target markets that, by their 
nature, use alternative distribution channels 
and are therefore excellent dealer prospects- 
for example, consumer electronics, office equip- 

The Leesburg meeting wasn T all games, of course--even 
though the games were educational. Above, Ted Day, 
Client Services, and Ed Seyller, Employee Relations 
(Atlanta), execute their team's solution to the "Corporate 
Adventure" problem of getting Haskell Mayo, Communi- 
cations Area Manager, over the top of the bar-which 
was substantially over the team's heads. Managers also 
participated in a "Leadership Communication" session, 
which surveyed leadership characteristics and styles. 



and product standpoint, McAuto and ADP are 
also well-positioned to compete with us." 

Don Dancer, counsel, 
u-0- 
"Don't kid yourself that antitrust enforcement 
is going away. It's not. Hundreds of individuals 
and corporations continue to be indicted under 
the criminal statutes. Many others are forced to 
defend private actions. Take the time to read 
and be familiar with policies 20.4, 20.5, and the 
new policy 20.10. These policies not only provide 
you guidance in maintaining legally acceptable 
standards of conduct; they also make you 
sensitive to those areas of the law that could 
adversely affect your sales opportunities. Since 
illegal conduct is almost always proven by 
inference, it's important to conduct yourselves 
according to such high standards that your 
business integrity cannot be questioned." 

Walt Williams, President- 
" We're on the front end of a marketplace 
explosion. This is the place to be . . . One of the 
killers in a business like ours is distractions. 
We've remaved many of them. Be client spe- 
cific and applications specific within the client 
arena, and don't hesitate to call on me or Larry 
Bossidy (GE Vice Chairman & Executive Officer) 
ar Jack Welch (Chairman & CEO) where we can 
help with client interface. I love selling . . . 
Let's be a strong organization. Let's be confi- 
dent but not cocky. Let's be good managers, but 
more importantly, let's be good leaders." 

This logo captured the spirit of the Leesburg meeting. 

WHAT SOME OF RE 
PARnClPANTS SAID 

George Alber, manager, 
NY  Commercial Region- 
"One of the lighhghts for me was that I now feel 
really comfortable that we are indeed going to 
develop specific application products in the arenas 
we are pursuing. I saw evidence of that. Also, it was 
the f& meeting I have been to where we came 
away with prospect lists and some really good screens 
for our products, so I think we're putting some meat 
on the bones of the strategy we've been discussing. 
We still have a long way to go, but even if those 
prospects turn out to be completely useless, it's a 
major step in the right direction. I feel really good 
about the company.' ' 1 
Chip Kgle, manager, 
Mountain States Region- 
"There was very plain evidence that John (Sidgmore, 
VP-US&SO) and Ruann (Pengov, VP-Applications 
Marketing) are committed to the cooperation of 
Marketing and Sales. So many times in the past we 
have tended to point fmgers. One healthy aspect of 
this meeting is that while there was some disagree- 

When the managers heren't conducting 'Yield 
experiments," they were scheduled for informal 
seminars that brought them up-to-date on GE 
Information Services business prospects and strategems. 

~4 



ment between Marketing and Saaes re- the 
status of certain products and capabilities, there 
wasn't a backbiting or kkstabb'mg scenario. There 
was constructive criticism. Some of the meetings 
were brutal, but they were good." 

Lance Pelter, manager, 
National Communications Region- 
"It was the best managers meeting we've had in 
probably ten years. It wasn't a rah, rah meeting. 
There was no fluffing over things. I've been around 
for a long time, and When I get tu3ned on, you know 
it's @. In terms of information, it was good to see 
that there's a market for all the products that are 
coming out . . . Point of Sale, MARMNET~ 
improvements, for example. I also think that some 
Marketing product managers now have a better 
undemhnding of the sophistication of field manage 
ment m terms of product evolvement and where we n, rmbWg -8- f - ~  ihhour 
are in the roll-out cycle." strow," which induded booths and dermonsftwtiow of 

prominent GE Information Services prodwts and 
Katie V i h e i m ,  services. Here, Joan Parker-Smith, Marketing, Phil 
manageq Southern Modworth, Smn Francisco Regional Manager, and Dan 
California Region- Weinfurter, h i o r  Opportunity Sules, focus their 
"The most impressive attention on the potential af Point 0 5  Sale (POS) services. 
aspect of the meeting 
was the clear commit- 
ment from senior man- 
agement to stick to our 

Jim McNerney, and ~ d h n  
Sidgmore were all 
excited about the busi- 
ness and very believable 
in their vision of where 
we are and what we can 
be. It's also clear that 
Ruann is listening and 
wants to help. We've 
seen a lot of p r o m  in 
Marketing, but we're still 
faced with the reality of 
how critical produd 
release dates are to reve- 
nue ramp. This meeting 
has opened up some 
much needed cornmuni- 
cation. I'm optimistic 
about 1986. " 

At Las Vegas night, the managers demonstrated their leadership at the dice table. 
Here, Hank Struve, veteran GE Information Services manager, shows an admiring 
crew how it's done. Watching, left to right: Ken Slasor, Jack Griffin, Paul Inserra, Struve, 
Chip Kyle, and Larry Henschel. 



PEPPERIDGE FARM 
This month Pepperidge Farm will begin to deploy 
Telxon hand-held terminals to a regional group of 
their distributors to field test a system developed by 
GE Information Services Company to support their 
ticket and order processing requirements. 

"Pepperidge Farm chose GE Information Serv- 
ices based on our proven ability to interface with 
Telxon terminals. We developed custom software to 1 accommodate the unique communications protocol 
of the Telxon terminal and application software that 
uses MARK III@ Foreground to store and forward data 
to their in-house IBM 4381. In addition, QUK-COW 
will be used to distribute sales reports and to trans- 
mit internal communications," noted A1 Vanek, 
GEISCO Region Manager. Rich Osten is the SDC 
project manager for Pepperidge Farm. 

AMERICAN SATELLITE COMPANY 
By March 1986, American Satellite Company will be 
using the MARK 3000m System to run its production 
accounting systems, which include general ledger 
and budgetary accounting. Robert Shuman is the GE 
Information Services account representative, and 
Randy Gobleck is the SDC project manager. 

ALPHAGRAPHICS 
Early this year Alphagraphics, a chain of electronic 
printing and graphics centers, will begin using 
DealexTalkR" to communicate with its 160 franchise 
outlets (60 already use Macintosh* systems). 

"Alphagraphics will use DealerTalk for order 
entries, price change notifications, information 
exchange, and so on. In addition, the company will 
employ the Dealeffalk file transfer feature to enable 
clients to transmit Mac-based documents from the 
centers," observed Quentin Gallivan, the GE Infor- 
mation Services account representative. Vicki 
Schanz is the SDC project manager. 

THE COCA COLA COMPANY 
Early in 1986 Coca Cola and GE Information Services 
will begin collecting data on its fountain sales. John 
Adams is the account representative, and John 
Travis is the SDC project manager. 

U.S. ARMY C A M M S  
In March 1986, GE Information Services will begin a 
5-year, $5-million contract to conduct CAMMS train- 
ing and exercises. 

CAMMS is one of several exercise systems avail- 
able to the Army. "Experience to date has shown 
that the key to successful and frequent operations 
in such circumstances depends on the familiarity of 
our international personnel with the CAMMS system 
and on close contact with the generals who call for 
such exercises," noted Don Werner, the account 
representative. 

WORLDPARTS C ORPORATIOW 
During the first three quarters of 1986, GE Informa- 
tion Services will supply a sales order entry system 
to Worldparts Corporation. Robert Creasy is the 
account representative, and Margurite Bogle is the 
SDC project manager. 

SAGA CORPORATION 
During the first quarter of 1986, Saga Corporation 
will initiate a 90-day pilot project to demonstrate the 
utility of SIM*WARE'~, SIM*PC, and GE Information 
Services' asynchronous network services for appli- 
cant tracking and marketing analysis. 

"If the pilot is successful, Saga will begin using 
the network for other applications involving its 1,300 
remote locations. These locations cut across several 
restaurant chains and a large institutional food serv- 
ice division," explained Dennis Kanegaye, the account 
representative. Ed Eisenberger is the SDC project 
manager. 

This year GE Information Services will supply Harris 
Bank International with an international payment 
instruction and confirmation system that employs PC 
Mailbox and QUIK-COMM. In turn, Harris will market 
this service to its clients in London, Singapore, Hong 
Kong, and Tokyo. The account representative is 
Brian Lobel, and Steven Barr is the SDC project 
manager. 

*Macin&sh is a trademark licensed to Apple Compum Inc. 1 



In J a n u q  1986, GE W~nnat3on Services Company 
established the Infomtion Center (IC) as part of 
Information Sysfem in Rxkdle. The IC group 
offers technical education an.d con6ulthg s e ~ c e s  to 
Headquarters professionals, To learn abu t  the 
Information Center, SPECZlWM interviewed Jim 
Hem, IC manager. 

Q: What is the Information Center? 
A: The Infomaddon Center is ar gmup devoted to 

end users and professionals who need easy and 
quick access to businem information to do their jobs, 
We help them to use some of the high-productivity 
tools on MARK 3O0Om and the lB1M and Wi tosh*  
PCs. 

Q: What do you mean by high-productivity tools? 
A: Software packages thag are very powerful, 

yet emy to use. Our newest pr~duct, INTEUEC'J? 
from Artificial Intelligence, is a good example. It 
allows non-technicizl people to sit at terminals, type 
questions in plain lkglish, and get the Mmat ion  
they need. OPlP F i  USR of INTELLECT will be m 
Employee Relations. Soon m y  Employee Relations 
manager wWI be able t;s give INTELLECT an insRuc- 
tion-for example, "Give me a report showing the 
average salary increase in 1985 by levei for 
Marketing and Financem-and quickly receive the 
answer. Obviously, when people can uw tools like 
this, they are more ~ u ~ v e .  

Q: BOW does what mu do M e r  fitmi Morn-  
tion Systems' Wtiad resgmwiWtks? 

A: Our bsinea mu& have certain Wormation 
to function. For example, without da%a about our 
climts, revenue, or employees, we ca.uMn"t mmpete 
in the mketplace. The W t i o m i  jnsb of Infoma- 
tion Systems is to b d d  the pradue%im ztpplicatiom 
that gather the? Mamation that bu&W profee 
siomls need and to k ~ e p  it up-to-d- 

As the m k & p h x  nore competitive, this 
infomation W m m  very Wuable, &ad demand 
for it is tremend~w. Unfortunately, when an 
Information System group is the only suppkr of 
the data, a bottleneck a z - i  arise. The Information 
Center's job is to help pmfessiowis use new 
soflavam m l s  to avoid the battiend. For e m p l e t  
a report prevhmdy might have taken Infarmation 
Systems hours or weeks (depending on priority and 
backlog) to deliver; it now can be created by an end 
user in minutes by using INTELLEGT, The Infarma; 
tion Center makes it easy for all users to get the data 

The staff of the new Information Center carefully plans 
the content of courses designed to increase employee 
productivity. From left, standing or sitting on fable: 
Ralph Stok. Jim Henze, Randall Severy, and Kimberly 
Lewis. Seated: Bob Lewis and B.J. Morris. 

they need on their own by offering technical train- 
ing md c o d -  for end-user software took. 

Q: Wky didn't we set up an Information Center 
a bng time ago? 

A: Two reasons, d y .  First, several years ago 
we didn't have the kind of productivity tools that 
we have now. We're finally stza-thg to see some 
products that live up to the tired old expression 
' 'user-friendly. * ' 

h a n d ,  for a n  IC to work, we need easy-to- 
accerss, comlidated pool8 of corporate data. Informa- 
tion Systems 19 now building some of these pools. The 
EFUR project [see the October 1985 issue of SPEC- 
TRUM) is a good example of this in the Billing area. 

Q: How can I tell if the Worntion Center can 
help me? 

A: I'm glad you aslced that question. We've just 
published a brochure that deadbes all the services 
we offer and how to me them. If you're interested 
in training, our latest training schedule lists the 
elasses we'll be teaching in l986. We also publish a 
quarhrly ne'wslefter about Information Center 
activities and what our users are doing. To receive 
these publications and get on our mailing list, send a 
QUIK-WNM'Y with your name, title, and maildrop 
to INFOCENTER. 

If you're still in doubt, send us a QfSIK-COMM 
message, and tell us your problems. We might be 
awe to do something to make your life easier and 
more productive. 



RCA shareowners approved the merger between 
General Electric Company and RCA on Thursday, 
February 13, at a special meeting in New York City. 

GE shareowners are not required to vote on the 
merger, because GE stock is not involved in the 
transaction. 

The Boards of Directors of both companies 
approved the action on December ll,1985 (reported 
in last month's SPECTRUM). The merger of the two 
companies should take place in the second half of 
1986, following review and approval by govern- 
mental agencies, including the Department of 
Justice and the Federal Communications Commis- 
sion. Several key events must take place before the 
merger process is complete. 

The merger timetable began on December 11, 
1985, when the RCA and GE Boards of Directors 
approved a definitive merger agreement. As with 
any contract for the sale of property, this agree- 
ment-approved separately and unanimously by 
the two Boards-sets out all basic conditions for the 
merger, including price ($66.50 per share of RCA 
common stock), manner of payment (cash rather 
than stock transfer), options on RCA stock available 
to GE, and many others. 

The next key event was the January 13, 1986, 
m a w  to RCA shareowners of both a proxy state- 
ment that contained important information about 
the merger agreement and a 'proxy asking share- 
owners to vote on the merger. 

Government Reviews 
As with any corporate acquisition, the Justice 

/ Department is reviewing the GE-RCA merger for 

I 
compliance with U.S. antitrust laws. The Justice 
Department recently requested information from 

I '  both companies in addition to that supplied with the 
1 1  December merger agreement-a normal occurrence 

I in mergers of this size. 

In addition to Justice Department review, RCA 
and GE applied in February to the Federal Commu- 
nications Commission for permission to transfer the 
licenses of NBC and the RCA communications com- 
panies to GE. 

For the next several months, both companies 
will be cooperating with these and other govern- 
ment agencies to answer their questions and provide 
additional information as requested. 

Completion of the Merger 
When the regulatory agencies have completed their 
review of the merger-a process that should be 
completed in the second half of 1986-RCA and GE 
w@ file a Certificate of Merger with the Secretary of 
the State of Delaware (the state in which RCA is 
incorporated), and RCA will officially become a part 
of General Electric. 

Meanwhile, a merger team headed by Mike 
Carpenter (GE's Vice President for business develop 
ment and planning) and Paul Wright (RCA's Senior 
Vice President of corporate planning and develop- 
ment) has begun planning the merger implementa- 
tion. Similarly, merger planning teams representing 
several of the key businesses and corporate staff 
functions in GE and RCA will be formed. 



[Editor's Note: 1% following description qf GE's 
business strategy--and its relation to the RCA 
rnerger-appeared in  a letter to retired GE em- 
ployees from Jack Welch, Lamy B&dg and Ed 
Hood.] 

Five years ago, General Electric decided to con- 
centrate in six key core manufacturing areas-hght- 
ing, major appliances, motor, turbines, transporta- 
tion, and construction equipment-businesses 
where we had a commanding or leading market 
position. Since then, we've invested $2.1 billion in 
these businesses to help ensure they'll be as strong 
in the 1990s as they are in the 1980s. At the same 
time, we began shifting our overall earnings mix to 
one that emphasizes more services and technology. 

In 1980, GE's earnings were about equally 
divided between core manufacturing on the one 
hand and technology and services on the other 
hand. Today, while core manufacturing has grown 
in absolute terms, our strategic shift has been imple- 
mented: about 70 percent of 1985 earnings will 
come from technology and services. Following the 
RCA merger, GE will be generating about 80 percent 
of its earnings from technology and services-and 
still will have a very strong and competitive manu- 
facturing segment. 

During the same five-year period, we have 
become much more competitive: 

Earnings have grown 9 percent a year 
compounded. 
Through appreciation and yield, our stock has 
grown 25 percent a year compounded. 
From the standpoint of both earnings growth and 
stock appreciation, we've outperformed any 
group of peers-including the S&P 400, the "Blue 
Chip" (AAA-rated) companies, and the electrical 
equipment industry. 

Becoming more globally competitive has not 
always been easy or without some pain. There have 
been downsizings, dispositions, and decisions to 
source rather than manufacture. Fewer people 
have had to do more. We have tried to treat people 
as individuals and to treat them fairly. But we know 
a separation is always difficult, and, despite our 
best efforts, some may feel disappointed. Overall, 
the results-and the strategic positioning for the 
future-should form the basis for improved global 
competitiveness and, with that, the potential for 
increased job security. 

The dispositions and the downsizings have given 
us the financial strength both to invest in all our 
existing businesses ($9 billion in the last five years) 
and to purchase high-growth services and technol- 
ogy businesses. The 1984 acquisition of Employers 
Reinsurance Corporation for $1.1 billion is an excel- 
lent fit that made a positive earnings contribution 
(after all acquisition costs) in its very first year. 

The merger with RCA will further accelerate 
GE's growth as a major services and technology 
company. RCA's services and technology busi- 
nesses-the NBC network, the broadcast stations, 
the aerospace and defense businesses, comrnunica- 
tions, the RCA Service Company-will enhance the 
ability of our businesses to compete effectively in 
any and every market throughout the world. . . . 

All of us are very enthusiastic about this major 
strategic initiative and what it means to General 
Electric. Through this merger with one of America's 
outstanding companies, we believe we have an 
excellent opportunity to strengthen our position in 
our vital markets and improve America's global 
competitiveness. In an era of increasing interna- 
tional business competition, we believe we are 
creating an American company that will success- 
fully compete with anyone, anywhere, in every 
market we serve. 



E TO THE I 
On March 21, from 9 AM to 4 The Fa11 will feature exhib- Client Systems, Payment good for our business as well 
PM, GE Information Services its, samples, and some prod- Services Operation, EDI, and as our employees." 
will host an "All-Employees uct demonstrations of the National Sales. Employees can visit the 
Trade Fair" at the Interna- new or modified products Walt Williams, President of Fair at any time during the 
tional Training Center in developed in response to the GE Information Services, day and stroll through the 
Rockville, Maryland. All Company's changing business declared, "I urge all Head- Exhibit Hall. Refreshments 
Headquarters employees in directions. Exhibitors will quarters employees to attend. will be provided. 
Rockville--and any field per- include Financial Systems I think they'll have fun, and I Watch for more informa- 
~ n n e l  in Rockville on that Marketing, Corporate Sys- think they'll come out know- tion on the All-Employees 
Friday-are invited to come tems Marketing, Point of Sale, ing more than when they Trade Fair in upcoming 
to the Fair, whose theme is Educational Services, Dealer/ came in-and that should be Superinfos and Electronic 
"Know Your BusineG." Bulletin Boards. I 
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BON MUTTEB 
DEMVEB 

I We have signed new clients, 
andIneed ~ ~ ~ ~ ~ l t e l D .  
Do I have to w i t  until an 
invoice appears before 1 learning the GD? 
No. Fast Fax can provide you 
that information. We have 
clients sorted by CID and by 
catalog. If the client is VERY 
new, we can run a special 
program to find the CID. 

JIMBILLGEB 
HOUSTON 

Can a Cert@led Uscrge Plan 
(CUP) cover more than one 
catalog? 
Yes, it's called a Consolidated 
CUP. 

LARRY %NEIL 
ATLANTA 

Did Fast Far necetue the 
1401Mfom I teEecqp2ed in? 
Joe Bublik used to handle 
those in Fast Fax, but he has 
moved to Telemarketing, and . 
the Telecopier (8x274-6421) 
and ALlM work is now han- 
dled by Marie iAlldre. Her 
address is GI3 Informticm 
Services Nathmal T W c a l  
Services, P.O. Box 6404, 
Rockville, MD 20&53. Her 
phone numbereis 8*274-6465, 
QK is ADMA. 

RANDY GOBLECK 
ARLTNQTON, VA 

Does IMormation Sem 
ices c h q s a l e s  tmon a@- 
ware packages we nail to 
clients, m e  Pe &ZAEBOX, 
351, SIBdOPC, a& so on? 
Yes. Most states have sales taJt 
laws that cover such items. 
Documentation by itself b 
taxable, and a combination of 
canned software and docu- 
mentation is certainly taxable 

i in the state where it is being 
received. The sales tax will be 
tacked onto the sales price we 
bill the client. 

BONNIE DeCOUaCY 
STAMFORD 

What's the a d d m  where 
we should send claim8 for 
eye care? 
Send them to Connecticut 
General Vision Unit, P.O. Box 
2943, Hartford, CT 06104. 
Phone is 809-243-5771. 

urn WALL 
ST. LOUIS 

Ha the number for the 
Validcct201~~ Desk in Brook 
Park been changed? 
Yes, the new number for the 
Validations Desk is 8*366- 
5620. 

J O N  BEEVES 
DALLAS 

How can me tell when the 
downtime occurs for each 
system over the weekend? 
Each system has a file named 
SKED* * * that provides the 
data. If you list it on Friday 
afternoon, you get the latest 
word on when that system 
will be taken out of senrice for 
file maintenance. 

I R E N E m N L 4 N  
W U r n O T O N  

Where can we get a current 
copy qf the Cou~%esy Dis- 
count Schedules for appli- 
ances? 
Call Patty Reynolds in 
Schehectady on 8*234-7640 
and ask for a copy for your 
office. 

QK: FAST 

DATA BASES 
cmom LYNN 
PAL0 ALt[Y) 

A cZient called wanting to 
know why certain curren- 
cie8jhrn certain corsntries 
weren't included in the CuF- 
mnc#Em:hange Data Base. 
Do you knot0 why? 
Some countries do not choose 
to make that data available. 
Other countries do not have 
the mechanism set up with 
the supplier of the informa- 
tion (Marine Midland Bank). 
Some countries, like India, for 
example, only report their 
currency on a monthly and 
yearly basis, not daily. 

Are there anu data a d  
able on mrious ia<Etmrh 
tn countries other t h  Elie 
USA? 
Yes. A new data base UNIND 
containing industry data by 
country is now available to 
QDATA and QMOD usem. The 
data were collected by the 
United Nations. 

The data cover size of the 
labor force, wages and &a- 
ries, quantity of electricity 
consumed. outaut. value 
added, g r b ~  f k '  capital 
formation, and industrial 
production for the 3-digit or 
major group level of the ISIC 
codes and a selected set of 
$-digit industries. 

Remember that not ail 
industries are present for all 
ll5 countries-some don't 
have the industry, others 
don't report their data. If you 
have a client that is a prospect 
for such data, the client 
should be getting the monthly 
QMOD NEWS bulletin. You 
can add the name to the list by 
listing a DY28 Fie named 
QMODNEWS. 

Do you havean oil company 
prospect interested in 
~oorldwide natural gas 
production8 
The Oil and Gas Journal 
Energy Database announces 
that it now has this data 
available on MARK III@ Serv- 
ice. Prospects include econo- 
mists, planners, and market- 
en. The data are available by 
continent or by country, for 
the current month or the pre- 
vious month. Year-sate and 
previous-year data are also 
available. 

Prices? Data for a continent 
are available forjust $ll.W. A 
country report is approxi- 
mately $23.50. OGJ is one of 
the &MOD data bases avail- 
able from any user number on 
Systems P, C, V, G, J, U, or 2. 
Fast Fax has a 4-page write-up 
with W'hatM7hyfWhoiWhenl 
How data, data retrieval pro- 
cedures, and sample reports. 
Send a QK to FAST with your 
complete mailing address 
requesting OGJ-Y86. 

LARS M. LAACHE 
NORWAY 

Is there a data k on our 
wmice that mill pmvide 
stock market iq#bnnation 
f n r n z J v ?  
Yes, Japanese Stock and Bond 
data bases are available on 
MARK JII Service, according 
to Makoto Todo of IS1 Dentsu, 
our distributor in Japan. The 
aceount representative is Mr. 
K. Yahiro, and you can reach 
him with a &K to ISIS. Also, 
listaWllfilenamedJIJID*B 
for more complete informa- 
tion. 

Continued on next page 





but technical assistance is 
available from MDSS/Bob 
Nelson. 

BRIAN LOBELL 
NEW YOILK 

What's the status Capsemice 
in New Zealand? 
Access is available for 300 or 
1200 dial-up, using Pacnet, 
the local PDN. New Zealand 
clients are billed from Aus- 
tralia in Australian dollars. 
The sales effort is being 
handled by Alan Rousselot, 
and if you have prospects in 
New Zealand who need atten- 
tion, send a QK to Alan at 
NZSALES. 

CHRISTINA 
GENEVA 

Whoprovides technkal sup  
port in Venezuela? 
Sorry, there is no technical 
support available there, even 
though there's local service 
available for MARK 111 Service 
(but not for the QUIK-COMMnn 
System). 

If, for example, you are 
asked by the Swiss Bank for 
access in Caracas, you should 
be sure that the user who is 
going there is well trained in 
the bank'sapplication. It is the 
responsibility of the bank or 
your sales office to provide 
the pre-training. There are no 
account reps or technical reps 
there. 

If a client has communica- 
tion line problems, he can get 
some assistance from the Cli- 
ent Services Desk in Rockville 
by sending a Telex to 192803 
022. The message will show 
up on the terminal in the 
Client Services area that 
monitors the QUIK-COMM 
System in QKll. Incidentally, 
this technique will work not 
only from Venezuela but also 
from any Telex device. 

JOE MULE 
NEW YORK 

M~ client is looking for a 
summary qfcrccess data for 
the Saudi Ambian penin- 
sula. Is there any such list 
available? 
Yes. List a QKll file named 
SAUDIAU. 

GEORGIA CARSON 
HOUSTON 

lifter a client signs an 
agreement with a PDN dis- 

QK FAST 

for yours, or send a QK to 
FAST-and be sure to include 
your complete mailing 
address. 

tributes, how does he reach 
the ~ I I I N e t w o r k ?  
The user must put in anumber 
that is described as a DNIC # 
(Dee'-nick). Although there 
are three different Interna- 
tional Record Carriers that 
can connect from the PDN 
countries into the USA, they 
all recognize the DNIC that 
should be used to connect the 
user to GE Information Serv- 
ices. To get the data on the 
DNIC, list a DY28 file named 
IRCINFO. 

KEMEY BIGGEBS 
NEW YORK 

Has there been a new 
release on FTCm 
It wasn't a new release, but 
there were some changes 
made that should be invisible 
to the users. The official 
release number is2.01, and it's 
identical to 2.0 with two dif- 
ferences: (1) 2.01 is linked 
with the new EF3F77 rou- 
tines to allow ETU to work 
through PDNs outside the 
USA; (2) the H sequence sent 
to the modem at connect time 
is changed to "H l/2 second H 
1/2 second H" for more reli- 
able communication speed 
identification-especially at 
2400 baud. 

The ETU release is made up 
of two programs, the MICR: 

FTU2.01 (MARK III System 
program) and FTU21.EXE (the 
PC program). When deploy- 
ment is completed to the MICR: 
library, FI'U21.EXE will be 
available on MARK 111 under 
the name MICR:FRU2LEXE. 
When the PC program starts 
up (after you have down- 
loaded it), the PC m21.EXE 
program will attempt to start 
up /MICR:FlW2.01 on MARK 
III. Users should have no prob- 
lem using FTU21.EXE to send 
or receive fiies transferred by 
any previous versions of FTU. 
The user documentation to be 
used as reference is identical. 

HOWARD FORER 
NEW JERSEY 

Is there a 3780 Emulator 
available for the LBlM Sys- 
tem 389 
No, we don't have one, but we 
have some nice documenta- 
tion that will let you bring up a 
System 38 to the network 
rather easily. We received this 
writeup from a client who has 
used it on dozens of System 
38s. It's a small, 1-page RPG 
program, plus the specific 
answers to configuration 
questions asked of the 
operator on a screen. 

There are inputs to define 
LINE DESCRIPTION, CON- 
TROL UNIT DESCRIPTION, 
DEVICE DESCRIPTION, DE- 
VICE FILE A'ITRIBUTES, and 
DISPLAY FILE DESCRIP- 
TIONS. With this data and the 
copy of the RPG program, it 
should be a piece of cake. 

Does anyone else want a 
copy? Call Fast Fax and ask 

TERRY SNYDER 
GREENSBORO 

How long does an unlisted 
QUlE-COMM System m e  
sage stay on the system? 
Fourteen days. 

BOB SCHUMAN 
WASHINGTON 

I have a client who wants to 
access the QUM-COMM 
System from a varietu c2f 
countries. How can Iget the 
phone numbers to access 
MARK III  from other coun- 
tries? 
Go into the DY28 catalog and 
issue this command: /INTAX 
ESS. You'll get the phone 
numbers, the speeds available 
in specific cities, and the data 
sets required, and you can 
select the country of your 
concern. 

LOYAL HUDDLESTON 
PHOENIX 

V the MCW agreement is 
used to cover access in mul- 
tiple countries, what will 
the charge be for an ABU7 
The charge will be I t  per ABU 
regardless of what country. If 
the client has an MNA agree- 
ment, the ABUs are charged 
at the prevailing rate for an 
ABU in each of those coun- 
tries, as listed in the DY28 file 
named ABUPRICE. 

ROBERT CLARK WHEN 
SAN FRANCISCO 

VIwant to have a client test 
the Telex link Lo the 
QW-COMM System, how 
can Iget him to send a Telex 
jkom his Telex machine to 
my address on Q?Ul? 
The address is 192803, pre- 
ceded by the TRT USA coun- 
try code. That will get the 
message to the QKll catalog, 
but then, on the first line of 
the Telex message, the sender 
must insert the following: 
Qc:CONE. 



U.S. MARK m 
EMnOYEES ARE UP FOR PM 

The MARK IIP Performance 
Achievement Recognition 
(PAR) plan is an innovative 
employee incentive program 
for U.S. engineering and 
operations personnel in the 
MARK III Department. 

The PAR one-year pilot 
project-part of the GE Infor- 
mation Services Management 
Award Program-rewards 
US.-based employees when 
specified quality and revenue 
goals are met and when the 
employees continue their 
careers in the MARK 111 busi- 
ness. 

"The PAR plan only applies 
to US.-based employees," 
Mike Kostrzewa, Employee 
Relations manager, empha- 
sizes. 

"Since the May restructur- 
ing, the MARK III Depart- 
ment has faced tremendous 
changes and confronts even 
greater challenges in 1986. 
MARK 111 therefore seemed 
the ideal organization to 
undertake a pilot program for 
Technology Operations. What 
we learn from this will be 
used to determine whether or 
not a simii program makes 
sense for other departments 
in 1987." 

On January 1, U.S. MARK 
111 employees began earning 
credits based on: 

Designated performance 
goals. These numeric quar- 
terly goals measure aver- 
age incidents per processor 
per week and average 
availability. When these 
goals are met, perform- 
ance credits are assigned to 
U.S. MARK 111 employees 
according to job level. 

W Full quarters of MARK 111 
service. U.S. employees at 

levels 5 through 14 in Engi- 
neering, Client Systems, 
and Planning & Quality 
Assurance earn service 
credits for each completed 
quarter of service (credits 
for the fourth quarter are 
higher). 
The achievement of the 
year's MARK I11 Fore- 
ground revenue target. On 
the last day of 1986, U.S. 
MARK 111 employees will 
receive revenue credits 
determined by: summing 
all performance and serv- 
ice credits earned during 
the year and multiplying 
the total by a revenue 
multiplier based upon total 
1986 revenues. 
At the end of each quarter, 

employees will receive a 
statement of credits earned. 
Each credit is valued at $1. 
Payments will be made short- 
ly after the end of 1986. 

"We believe that the suc- 
cessful execution of the PAR 
plan should encourage MARK 
I11 employees to be con- 
cerned about service quality 
goals, to track progress 
toward these goals, and to do 
all they can to ensure that 
our service quality stabilizes 
at the high levels we have 
traditionally set for our- 
selves," Kostrzewa says. 

"Moreover, we expect that 
MARK ID: employees will be 
more aware of the revenue 
stream, will monitor revenue 
flows more carefully, and will 
do all they can to enhance 
revenue-for example, pro- 
viding quick response to 
clients and their needs." 

Thirteen turned out to be a lucky number for the GE 
lnformation Services Marketing Communications 
employees who won that many major awards at a 
recent Technical Publications Competition sponsored 
by the Society for Technical Communication. 

STC is an international, 10,000-member 
organization dedicated to advancing the theory and 
practice of technical communication in all media. 

This performance and the company's presence at 
the lnternational Technical Communication Conference 
are a high water mark of GE lnformation Services' 
continuing excellence in technical publications. 

Four publications-the GEniem brochure, the Form 
and Menu Developer's Guide, the Electronic Data 
Interchange brochure ("Making Business As Easy As 
A Handshake Again"), and the GEnie User's 
Guide--won one of the top two awards in the 
fourteen categories judged, automatically qualifying 
them for entry into STC's lnternational Technical 
Publication Competition. 

There the publications and authors will compete 
with other regional winners for international awards 
that will be presented at the lnternational Technical 
Communication Conference in Detroit in May. 

A I D  THE WI ERS ARE . . . 
Pictured above with their award-winning 
publications are (from left to right) Erick Soriano, 
Sherri Watt, Judith Greig, Tom Zela 
Porter-Kuchay, Roy Gamer, George 
Denise Fields, Kathy Stevenson, and HaBmn John. 
Not pictured are Jack Smith, Chris% Morrison, and 
Mary Wise. - L .  



Sur "PC 
TEST I I R E D  

On January 24, The 
Exchange Ekmk, Union Bank, 
and Lloyd's Bank s ~ e l l y  
completed the , beta (Md) 
test for SureNF.2 PC, GE 
Information Services' miao 
computer delivery system for 
its automated clearinghouse 
(ACH) processing service. 

"The beta test went 
extremely well and without 
incident; only a couple of 
minor bugs were uncovered," 
reported Alex Pankow, Pay- 
ment Services Operation 
Marketing Manager. "The 
three banks were very 
impressed with the PC soft- 
ware and its operation." 

SureNET PC is designed for 
low-volume ACH partici- 
pants, who can receive ACH 
items as well as settlement 
and activity reports from the 
GE Informatidn Services ACH 
service. Low-volume users 
also can locally create and 
then send returned entries 
and transmittal registers. 

Larger-volume participants 
will use SureNET PC for sel- 
ected functions, such as 
sending transmittal registers 
and getting reports. 

"Jeff Englander (ACH 
services specialist) and Gene 
Wise (project manager, Berk- 
eley) deserve a great deal of 
credit for the quality and 
timely delivery of SureNET 
PC, " Pankow declared. 

The initial release of Sure- 
NET PC, expected to be com- 
mercially available in mid- 
March, will send files to and 
receive files from the Cal- 
western ACH Service. A 
second release that features 
expanded origination func- 
tionality will be available 
with the implementation of 
GE Information Services' 
national ACH service. Sure- 
NET PC is distributed free of 
charge to participants in GE 
Information Services' ACH 
processing service. 

Paul Forte, ACH marketing manager, is justifiably proud 
of the SureNET PC product, which lust successfully 
completed field tasting. 

To promote the success of GE 
Information Services' fo- 
cused business strategy, the 
Systems Development and 
Consulting (SDC) organiza- 
tion and SDC area managers 
have been working together 
over the past six months to 
define the direction of SDC 
and its major roles. 

The product of this effort is 
an SDC evolution plan, which 
addresses issues such as SDC 
operating objectives, mea- 
surements, and support pro- 
grams. 

Because the strategy of GE 
Information Services' business 
emphasizes a tightly defined 
portfolio of network-intensive 
applications, it assumes 
' 're-usable' ' application prod- 
ucts that can be integrated 
and individualized to m a y  
clients in the targeted appli- 
cation fields. This strategy 
places an increased emphasis 
on network (telecommunica- 
tions) technology and micro- 
integration (cooperative proc- 
essing) and identifies IBM 
(MARK 3000n") as the target 
delivery vehicle for future 
application products. 

SDC CHARTER 
AND OiOALS 

SDC"s charter calls for the 
provision of technical knowl- 
edge and capabilities that will 
facilitate the sale, implemen- 
tation, and full revenue 
achievement of application 
products and services to 
clients. Thus, SDC is central to 
the enhanced business strate- 
gy, and SDC roles must con- 
tinue to evolve to support the 
application integration envi- 
ronment. 

SDC's challenge is to sup 
port the current business mix 
while preparing for the future 
business mix. GE Information 
Services envisions acquiring 

ent-and SDC activities are 
crucial to that end. 

In its evolving new role, 
SDC's operating objectives 
include: 

Closely coordinating ac- 
count/project management 
with sales 
Organizing for maximum 
leverage from minimum 
resources 
Developing reasonable 
application/technology 
flexibility in each person 
Organizing to provide 
cross-area implementation 
support 

m Organizing to support 
import business from appli- 
cations sold internationally 
Subcontracting for "lower 
levellrisk" activities at 
times of peakltransient 
resaurce requirements 
De-emphasizing mainte- 
nance contracts and other 
long-term personnel com- 
mitments 

rn Measuring success by 
marginlMPR1PSA impact 
(in that priority) 
Being involved very early 
in the pre-sales cycle 
Project-managing the 
extended opportunity life 
cycle, from pre-sales to full 
ramp, and monitoring/ 
achieving estimated reve- 
nues 
Serving as career entry 
point for sales as well as 
technical support person- 
nel. 

SDC has taken steps to initiate 
several programs and actions 
that support GE Information 
Services' business strategy 
and SDC operating objectives. 
specifically: 

An Integration h g m m  
that encourages communi- 
cations-and, consequently, 
synchronized execution- 
among SDC and other key 
organizations. 

For example, the SDC 
Develo~ment organization 

contracts on the basis of its repres&nts SDC- at AED 
speed in delivering a quality product readiness reviews 
integrated solution to each cli- and Marketing (New 

Continugd on page 20 



DOC'-"'IS PREPARED 
hm ucALERTALKm 

SYSTEM 
COMMERCIAUZATIO W 

Dealeffalk- a Macintosh*- 
based system designed to 
enhance the information flow 
between manufacturers and 
their dealers, distributors, 
and franchisees-made its 
commercial debut in January. 

Several publications were 
announced to support the 
product. 

A User's Guide (1385.03-1) is 
available to explain how to set 
up and use the system. The 
Quick Referene Guide (1385. 
03-3) briefly outlines basic 
operating tasks. An Imple- 
mentor's Guide (1385.07) 
describes how to put the sys- 
tem in place. An Adminis- 
trator's Guide (1385.06-1) is 
designed to provide adminis- 
trators with information to 
initialize and maintain it. The 
Saks Guide (1385.08), a pro- 
prietary document, discusses 
market strategy, the product's 
capabilities, pricing, and com- 
petition. There is a Price List 
(1385.09) and Supplement 
(1385.10) available. And, the 
DealerTalk Brochure (1385.04) 
provides a descriptive over- 
view. Publication 1385.11, the 
ARACHNAE Information 
Retrieval System Reference 
Manual, explains codes and 
messages found in the data 
base retrieval system. 

These items, plus the 
DealerTalk Documentation 
Package (1385.03), can be 
ordered through OLOS. 

The Documentation Pack- 
age consists of a User's Guide, 
Quick Reference Guide, and 

"Macintosh is a trademark 
Eioenssd to Apple Computer, Znc. 

diskette label. The User's 
Guide is obtainable only by 
ordering the Documentation 
Package. The Zntemuztional 
Access Directory (1401.01), 
a booklet listing computer 
access telephone numbers, is 
automatically forwarded to 
clients who order the package. 

To receive copies of the fol- 
lowing, a QUIK-COW mes- 
sage must be forwarded to 
Sharon Hormby, Dealer Sys- 
tems Marketing Manager (QC 
address = SHARONH): the 
Adminis t ra t ion  Package 
(1385.06), including two disk- 
ettes, introduction sheets, 
and the Administration Guide 
text pages; and the Zmple- 
mentation Package (1385.07), 
which includes the Documen- 
tation Package, the Adminis- 
tration Package, an Imple- 
mentor's Guide (1385.06), 
and the ARACHNAE Zqfor- 
mation Retrieval System Ref- 
erence Manual (1385.11). 

ELECTROWIC DATA 
II ! @Dl) 
Do1 ARE 

AWAILAULE 
ED1 is a process whereby 
paperwork can be moved elec- 
tronically from one company 
to another. It can help facili- 
tate business deals by allow- 
ing companies to exchange 
invoices, purchase orders, 
freight bills, and other busi- 
ness documents among them- 
selves. 

Several ED1 documents have 
been published recently. More 
are under preparation. 

An Introduction to Elec- 
tronic Data Interchange: A 
Primer (5070.19) discusses 
basic ED1 principles, stan- 
dards, and applications. 

 he E D I * E X P R E S S ~ ~ ~ S ~ ~ ~  
Description (5070.05A) shows 
how the system operates, its 
benefits, and access points. 

Two EDI-related product 
profiles are also available: The 
EDZ*EXPRESS Product Pro- 
f i b  (5070.06) highlights the 
system's many features and 
benefits. 

EDI*EXPRESS resides on 
GE Information Services host 
computers. Microcomputer 
access to the system is made 
possible with the EDI*PCM 
System, described in Product 
Profile 5070.15. 

SEVERAL MARKIWET" 
SERVICE ITEMS 

REVISED 
The MARK*NET Asynchro- 
nous Semvice Terminal Opera- 
tor's Guide (3918.04C) has 
been updated to reflect new 
file transfer options and SET 
commands. The guide details 
several ways to sign on and off 
the service and techniques to 
consider should you encoun- 
ter operating problems. 

The M B N E T  Asynchro- 
nous Service Administrator's 
Guide (3918.03B) is designed 
to aid the person responsible 
for managing the service's 
configuration, user privileges 
and passwords, and other 
administrative concerns. 

Topics addressed include 
using the Immediate Run pro- 
gramming capability, manag- 
ing MARK*NET Service 
parameters, and workingwith 
GE Information Services Cli- 
ent Semices to resolve prob- 
lems, when necessary. 

A supplement to the 3270 
BSC User's Guide (3918.08-1) 
has also been published. The 
supplement provides updated 
instructions on how to use 
MARK*NET 3270 BSC Service. 

Two new MARK*NET Serv- 
ice product profiles have been 
published: One profile, entitled 
IBM2780/3780BSC(3918.34), 
lists compatible hardware, 
software, interfaces, and oper- 
ating systems that can be used 
with IBM 278013780 BSC. 
Another IBM capability, 3770 

SNA/SDLC, is discussed in 
Product Profile 3918.35. 

AT A GLAWCE 
The first 1986 revision of the 
Product Pmfolio (5001.08A) 
summarizes the current port- 
folio of products and services 
that can be actively sold to cli- 
ents. Also listed are products 
and capabilities for which com- 
mercialization is underway. 

Application arenas addressed 
include: Office Communica- 
tions, Dealer Systems, 
MARK*NET Service, and 
Point of Sale Services. 

Numerous product descrip- 
tions, support aids, and client 
successes are also listed. 

The booklet was given to all 
USS&SO attendees at the Janu- 
ary sales meeting in Leesburg, 
VA. But it is a booklet of inter- 
est to all employees involved 
in the marketing, commercial- 
ization, and support of client 
products. 

HIT" "EED SERVICE 
lk~nurll REVISED 

A revised edition of the High- 
Speed S m i c e  Referme Man- 
ual (3910.01E) includes cur- 
rent terminology, updated ex- 
amples, and system enhance- 
ments. A key addition to the 
manual describes a menu- 
driven transliteration table 
that accommodates easy code 
conversion. 

Press Relations has compiled 
dozens of company press clip- 
pings and reprinted them in 
the latest (January) issue of In 
the News (306.10). 

Featured articles, which 
have appeared in major busi- 



nesshndustry publications 
around the world, chronicle 
the introduction of several 
new services, including 
GEnielH, DealerTaIk, and EDI. 

MATERIAL 
R E F i ~ c T u m o  

The Internal Market File f ib -  
lications List (001.09) has 
been discontinued. Much of 
its contents have been placed 
into the Publications List 
(402.OLAS), formerly known 
as the Publications Price List. 

Sales aids and rnicrocom- 
puter software packages are 
prominently displayed in the 
beginning pages of the book. 
A complete list of technical 
and promotional literature 
follows. Subject and IBM pub- 
lication number indexes have 
been added for easy cross- 
referencing. 

HEW, R"""D 
PRODUCT LES 

PUBLLvumLw 
To support the company's 
venture into Point-of-Sale 
Services, a Credit Card S e n  
ices Product Profile (3919.00) 
has been developed. 

The profile explains how 
the services can be used to 
automate credit card authori- 
zations and updates, cur- 
rency conversions, and usage 
statistics. 

The International I q j i i -  
tion Product Profile (700.00M) 
provides the reader with an 
overall view of the GE Infor- 
mation Services Network. It 
has been updated to show 
new affiliate addresses and 
network access points. 

In 1985, the Employee Referral Program (ERP) constituted a maior recruiting 
source, accounting for over 15 percent of all new hires and paying out $89,000 in 
referral fees. The Nashville office really got into the ERP spirit: 25 percent of the 
new hires generated by employee referrals traced their roots to Nashville 
employees. 

Above, James H. Walker and his Nashville colleagues celebrate his special ERP 
award-a video cassette recorder. 

The 1986 ERP will continue to award $1,000 for each referral hire, and a 
program of special travel awards has been inaugurated. 

Get into the spirit: It pays to refer! 
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Many participants in GE's Sav- 
ings & Security Program 
recently received in the mail 
three copies of an Internal 
Revenue Service (IRS) report- 
ing form, the W-2P statement. 

There's been some misun- 
derstanding of this mailing, 
because the form says this is a 
"statement for recipients of 
annuities, pensions, retired 
pay, orIRA payments." Under 
IRS regulations, GE's Savings 
& Security Program is classi- 
fied as a retirement plan. 
1985 Distributions, 
Withdrawals 
This mailing went to all those 

who received a distribution 
(payout) or made a withdrawal 
from S&SP during 1985. The 
total amount of the distribu- 
tion and any withdrawals is 
shown in box 9, and the result- 
ing taxable income, if any, 
appears in box 10. 

Box ll shows the amount of 
taxes withheld if you elected 
to have taxes withheld from 
your distribution or with- 
drawals. 
If ataxable amount is shown 

in box 10, Copy "B" of this 
form must be filed with the 
individual's 1985 federal 
in'come tax return (due April 
15,1986). Another copy can be 
used to f i e  a state or local 
income tax return, and the 
third copy is for one's personal 
records. 
If Box 10 Is Blank . . . 
Contrary to what's indicated 
on this form, it isn't necessary 
to file this form with an 
income tax return if box 10 is 
blank. A blank means the par- 
ticipant had no taxable 
income in 1985 from his or her 
participation in S&SP. Forms 
with no taxable income in box 
10 will not be sent to IRS by 
General Electric. 

Although IRS Form W-2P is 
a new method of reporting 
S&SP taxable income, this 
information has been given 
both to S&SP participants and 
to the IRS in past years. 

Prior to this year, S&SP par- 
ticipants received a tax infor- 
mation statement that-along 
with tax data on the most 
recent distribution-listed 
taxable income for the previ- 
ous year. This taxable income 
was printed on Form 1099R at 
the bottom of the S&SP tax 
information statement, and a 
note pointed out that the 
information was being fur- 
nished to the IRS as required 
by law. 

Although the tax informa- 
tion statement still will be pro- 
vided to all S&SP participants, 
the new Form W-2P will sub- 
stitute for the previous 1099R 
information submission to the 
IRS. 

The difference now is Form 
1099R didn't have to be 
attached to one's tax return, 
but the new form W-2P does 
have to be sent along with the 
1985 tax return unless box 10 is 
blank. 
How Taxable Income Is 
Figured 
Under the S&SP provisions, 
an individual has taxable 
income on distributions or 
withdrawals from the pro- 
gram when the value of what 
he or she takes out of the S&SP 
exceeds what the employee 
has previously contributed on 
an after-tax basis. 

S&SP participants did not 
receive a Form W-2P if in 1985 
they had their distribution 
(payout) from the 1981 holding 
period placed in their Retire- 
ment Option Account and 
made no withdmwals in 1985. 

Those who keep their S&SP 
investments in Retirement 
Option Accounts are able to 
defer taxes until they retire or 
otherwise end their GE 
employment. Participation in 

the Deferred Pay Account 
also provides this advantage. 

If you have questions about 
the new W-2P form, contact 
the Personnel Accounting 
Office. 

Employees who submit claims 
for Tuition Refund Plan bene- 
fits for courses taken in 1986 
could have income tax deduc- 
tions made from their reim- 
bursements. That's because 
the section of the Internal 
Revenue Code that previously 
excluded tax on most educa- 
tional assistance benefits 
expired on December31,1985. 

"Most tuition refunds re- 
ceived by GE Information 
Services employees from the 
Tuition Refund Plan are now 
considered taxable unless cer- 
tain requirements are met," 
says Dan Miller, Comptroller, 
Financial Operations. 

To help employees under- 
stand which educational ben- 
efits are taxable and which 
are nontaxable, Miller offered 
this explanation: 

"Tuition-refund benefits 
for courses taken to meet the 
minimum educational require- 
ments for a job or to qualify 
for ajob in anew trade or busi- 
ness are taxable. But benefits 
for educational courses that 
maintain or improve skills 
required of the employee to 
meet requirements for the job 
he or she holds continue to be 
nontaxable." 

There is a possibility that 
later this year Congress will 
reinstate legislation that 
excludes educational benefits 
from taxation and will make it 
retroactive to the beginning 
of the year. 

"If that happens, the taxes 
that have been withheld from 
employees' benefits may be 
refunded. But until the law is 
changed, taxes will be with- 

held from educational assis- 
tance benefits that are taxable 
under existing Internal Reve- 
nue rules," Miller says. 

Employees who have ques- 
tions concerning the taxabil- 
ity of tuition refund benefits 
should consult their Employ- 
ee Relations representative. 

COMPUTER SOF . 

General Electric employees 
now can purchase computer 
software packages at attrac- 
tive discount prices as a 
result of agreements between 
GE and major software com- 
panies. 

GE has signed licensing 
agreements that will give it 
unlimited, company-wide use 
of OfficeWriteF and Super- 
Cal@ for a one-time, upfront 
price and a fixed yearly 
maintenance and update fee. 

The word processing and 
spreadsheet programs will be 
supplied at no cost to compa- 
ny businesses, which have 
been paying about $350 a 
copy as individual users. The 
agreements also permit GE 
employees to purchase copies 
of the software packages di- 
rectly from the company for 
their personal use. 

Cost of the programs to 
employees will be about $100 
each-a significant savings 
compared to the retail store 
price of $450 for Officewriter 
and $350 for SuperCalc3. 

The agreements, coordi- 
nated by Corporate Informa- 
tion Systems and Corporate 
Sourcing, are the first of this 
kind for a major corporation, 
according to Patricia Stadel, 
manager of end-user applica- 
tions for Corporate Informa- 
tion Systems,- Bridgeport, 
Conn. "They are expected to 
change the way software 
companies market products 
to major users," she says. 



THE BOTTOM LIN- 
DescripOiorr af 
progr- 
mmer E- 4.Q&b 
- b m - e k l  

like user h&@&m. '&& p m  
also! Mew ~ t i S o ~  

pro- #wW&wt 4 a 
convenamt tq%mq &&w. 
Co 
tw 
capaWg with Wan& Multi- 
Mate* lBWDC& a d  EIl 
text. &Km to be 2 m p L m m  
is Se-M-aukrnae regagin* 
tion to acwmodate editing 
activities. 

SuperCalc3 version 2.1 
(from Computer Associates 
International, Inc.) is a 
market-proven electronic 
spreadsheat offering h t e  
grated graphics, spreadsheet 
consolidation, spreadsheet 
linking, macro programming, 
and some data management 
capabilities. SuperCalc3 reads 
Lotus worksheets and sup 
ports the Intel extended- 
memory specification, the 
8087 and $0287 math coproc- 
-, and the B3M Enhanced 
Graphics Adapter Card. 
Eiow to u&er 
Ordering information md 
tAxhnisal support form Infw 
mation Services Company 
employees are available 
through QUIK-COMM'Y ad- 
dress CLSNE WS$ . To become a 
member of that gmup, mntact 
Randall Severy, PC Specialist, 
Information Systems, at  
QUIK-COMM: SYSIPC, or call 
Dial Comm 8*273-4543. 

In addition to Officewriter 
am3 St&w&&S., GE n e -  
ated an "unlimited-use" 
kense agreement with Plan- 
ning Control International for 
EASYTRACK. 

"This project management 
tool will cost between $94,000 
and 8187,000, but it offers 

advanwm o v a  Simikw pack- 
ages tmsthg * ta three 
Ebw as math,"" &adel com- 

~ ; y ~ r e l , a t e a ~ ; ~ 7 0 ! %  
cbcmmt level. 

"Wef%? pleased with these 
a.gmements," Stadd said. 
"They prod* a way to 
induee &mdtw&mt&n ef soft- 
wm- khraughmt &@ com- 
pany* help reduce and cantrol 
software costs, and give OE a 
way to influence software 
development. And we're 
happy ULat GE employees will 
b e a b k t o h y t h ~ p ~  
for their own use at very 
favorable ctimmt @a. " 

KEOUGH PRESENTS 
PAPER AT 

e@MMUNlCATlONS 
M H F W G E  

Jim Keough, manager, Tele- 
communications Quality 
Assurance, presented a paper 
at the Communic&iions Net- 
work 86 conference, held in 
WTtx&ing&n on Janumvy 28-30. 

The p-r, "Dstit Commd-  
eatTom Vim S&ellite, " is high- 
Eg?&ed by the foUowing quote: 
"GE Znfmmation Services 

Company succdedd in lever- 
~ ~ c o R ~ ~ ~ I ~ I ~ ,  
an mt?ora@Mmwnt attipihta- 
Me ko the Opera- 
tions Cea. Better quality at 
lower cost was our goal, and 
we achieved it. 

"We expect to see better 
service approach 100-percent 
availability by combinii tra- 
ditjoaal temxeial services 
and new satellite services to 
better mppoat key applica- 
Chris such as ts I n f o ~ o n  
Services' CACRA service. " 

January sales totaled $40 mil- 
lion, the same as the Operat- 
ing Plan. Met ernings for 
Jmuary were equal to the 
Plan h all businesses. 

Network Bawd Services 
revenue was up slfghtly 
fmm the Qperating P h .  
Marketing md U.S. Sales 
revenue exceded Plan by 
2 percent, with improve- 
tnenSs in NSO, GE, and 
U.S. sales. 
International revenue was 
2 percent above the 
Operating Plan, with 
fawrablc ex&- off&- 
ting slightly lower volume. 
a Consulting sales were 
elom 4 pepcat f m  Ph, 

primarily because of a 
prior-month estimating 
variance. 
Software International 
revenue declined 7 per- 
cent from Plan, mainly 
because of timing, but 
industry softness contin- 
ues to hurt domestic and 
international volume. 
The January revenue trend 

chart (shown below) di ihys 
total GE Information Services 
sales and reW V% trench 
on a rolling three-month basis 
to help smooth monthly var- 
iations. 

TOTAL GE INFORMATION 
SERVICES COMPANY 
ROLLING THREE MONTHS r 

SALES 

I 



Continued from page I5 
Product Introduction Proc- 
ess) sessions. In addition, 
the program supplies a 
mechanism for triggering 
sales/SDC activities from 
the Marketing commercial- 
ization plan. 

SDC also is using the GE 
InfoTalkW program as a point 
of access for various infor- 
mation data bases such as 
products and organization. 
A Technical Development 
Program that represents 
an 18-24 month compre- 
hensive SDC training plan 
for IBM and telecommuni- 
cation technology skills. 

This program combines 
CBT, classroom instruction, 
and OJT to deliver three 
progressive levels of skill 
training. A curriculum has 
been developed in coopera- 
tion with Marketing and 
Engineering and will be 
revised as necessary. Spe- 
cific technical product 
functionality courses are 
also being developed and 
reviewed. 
An Estimating Program 
that focuses on the require- 
ments for new or improved 
tools and methodologies to 
estimate accurately devel- 
opment and operating costs 
in the IBM/MARK 3000m 
and network environments. 

This program supplied 
estimating and pricing aids 
in 1985, and in 1986 the pro- 
gram will emphasize bench- 
marking to enhance exist- 
ing tools, estimating tech- 
niques training to better 
understand client needs, 
and leveraging of MARK 
3000 and network experi- 
ence across the organiza- 
tion. 
A Project Management Pro- 
gram that seeks to define 
and implement a company- 
wide project management 
tool set and discipline that 
encompasses the entire 
opportunity life cycle. 

In 1985, this program was 
responsible for the selec- 
tion of the PC-based Prima- 
Vera Project Plannerm soft- 

ware (from Primavera Sys- 
tems, Inc.) and its deploy- 
ment to a 30-member "Pilot 
Implementation Team" 
with representatives from 
each SDC area. 

In 1986, this program will 
concentrate on developing 
and implementing produc- 
tion standards that will in- 
clude management report- 
ing, capability/techniques 
training, PM integration, 
and review boards. 
A Productivity Tools Inves- 
tigation Program that will 
consider available applica- 
tion generation and tailor- 
ing productivity tools for 
the micro and mainframe 
"preferred environments." 
This program is totally in 
synchronization with the 
applications engineering 
department (through com- 
bined investigation of such 
tools). 

w An Application Revieu~ 
Senrice that facilitates the 
proposal and implementa- 
tion of client MARK 3000 
applications, providing 
coordinated and focused 
headquarters support. 

SDC/saIes can tap a team 
of experienced headquar- 
ters personnel-represent- 
ing MARK 3000 Marketing, 
Planning, Client Services, 
Engineering, Major Oppor- 
tunities, and SDC Develop- 
ment-for proposal review, 
resource and price estima- 
tion assistance, technical 
advice on applicationidata 
base design and implemen- 
tation efficiencies, and 
checklists to ensure smooth 
and timely establishment of 
MARK 3000 prerequisites 
for application implemen- 
tation. 
An initial set of Subcon- 
tracting Guideliaes that 
addresses the expanded 
role of subcontractors 
(GECON in particular) for 
SDC operations. 

These guidelines seek to 
maximize margin from PSA 
revenues for USS&SO and 
GECON, provide incentives 
for quality personnel work 
and meeting or beating 
project schedules, and de- 
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With an eye toward enhanced quality, STC 8MO disk 
storage units are being replaced by IBM 3380s at 
Brook Park and Amstelveen Supercenters. Pictured 
above is Louise Rudolph, Brook Park console 
operator, who is mounting a file system Q 
(internal file) "dump" tape for transfer to the new 
3380 disks. All files are scheduled to be transferred 
by late July at Brook Park and by late May 
in Amstelveen. 

fine the roles and approval 
channels for USS&SO, 
GECON, and SDC. 
A Functional Role Organi- 
zation framework that deals 
with issues surrounding 
SDC's organizational evolu- 
tion and focuses heavily on 
the functional role models 

that have been established 
to provide an i&astru&um 
for that evolution. 
me April Sfmm will . 

review the spxfic functional 
role models and management 
7approache8 that SDC is using 
to fadlitate its organizational 
evolution. 



Congratulations to the follow- 
ing employees, who cele- 
brated service anniversaries 
in January and February. 

35 years 
Albany 

Virginia Fisher 
Rockwille 

Arthur Bmsila 
John Neuextschwander 

30 years 
colony 

Robert V. Sickles 
M r n t o w r a .  

Charles Wallach 

25 years 
Rockwille 

Howard Anderson 
Faye Farrell 
Joseph Betlrdon 
James P. Skinner 

20 years 
Arlington 

Robert Rowe 
Nmhwille 

Robert M. Miller 
Oak Brook 

Jay Walsh 
RocCEwiUe 

James Keene 
David Sherman 

15 years 
h k  Park 

Emery J. Williams 
L W u m t  

John R. Thompson 
Rockwille 

Matie LeComte 
es L. OYConnell 

Michael Hall 

Here is a complete listing of 
1985's monthly prices of avail- 
able investments in GE's Sav- 
ings & Security Program. 
These are the prices at which 
S&SP participants "bought" 
shares and units at the end of 
each month with their weekly 
or monthly deductions and 

the company's matching pay- 
ments. 

The Long Term Fund price 
for the last day of each month 
is also shown, as well as year- 
to-date annual income rates 
for both the Holding Period 
and Long Tern Funds. 
These monthly prices should 

not be used for income tax 
reporting purposes. Every 
S&SP participant receives 
individualized tax informa- 
tion statements that provide 
the data needed for tax 
returns. These statements 
should be f11ed for use when 
needed. 

Holding Period Fund long Term Fund 

no Annual 
Income Rate (a) no ~nnual 

Stock Mutual Reinvestment 
Month Price Fund Price Price 1982 1983 1984 1885 Price Income Rat8 

January $60.364 $33.181 $10.00 16.5% 13.6% 13.2% 12.6% $11.03 10.9% 
February $63.447 $34.967 $10.00 16.7% 13.7% 13.2% 12.7% $10.80 11.2% 
March $61.881 $34.449 $10.00 16.7% 13.7% 13.2% 12.6% $10.51 11.2% 
April $59.696 $34.637 $10.00 16.7% 13.7% 13.2% 12.7% $10.64 11.0% 
May $59.818 $35.514 $10.00 16.7% 13.7% 13.2% 12.7% $11.03 11.1% 
June $60.906 $36.097 $10.00 16.7% 13.7% 13.2% 12.7% $11.22 11.1% 
July $62.392 $36.926 $10.00 16.6% 13.7% 13.2% 12.8% $11.10 11.1% 
August $61.591 $36.318 $10.00 16.6% 13.7% 13.2% 12.8% $11.16 11.2% 
September $59.395 $35.621 $10.00 16.6% 13.7% 13.2% 12.8% $11.11 11 2 %  
October $58.761 $36.010 $10.00 16.6% 13.7% 13.2% 12.8% $11.17 11.2% 
November $63.544 $38.038 $10.00 16.6% 13.7% 13.2% 12.8% $11.40 11.3% 
Oecember $69.238 $40.033 $10.00 16.6% 13.7% 13.2% 12.8% $11.77 11.4% 

(a) The "anownead" HP Fund Rat8 was 16.25% fur 1982,13.25% for 1983,12.75% fw 1984, an8 12.50% for 1985. 

Carolina Newcomb 
Dennis Peterson 
James M. Richmond 
Barbara E. Thomas 

5 years 
C o h y  

Patricia M. Owen 
Dallas 

Annette Presley 
Glastonbuly 

Veronica DeCourcy 

Greensboro RockwiUe 
Richard Van Atta Gene Bolmareich 

Los Angeles Scott Kalski 
Katherine Vogelheim Bettye Wolfe 

Morristown Susan Yee 
Robin E. Crvstal Sun I"raMco 
Ronald ~ a & s  

New York 
Herbert Leiser 
Susan Monahan 

Douglas W. Hurle am 



MARKMAKERS IX 
FOCUS 01 EXCELLENCE 

The recipients of MARKMAKERS IX awards and their guests 
will travel to The Cable Beach Hotel and Casino in Nassau, 
The Bahamas, from March 12-16. The theme will be "Focus 
on Excellence." 

The annual MARKMAKER awards recognize the best of 
GE Information Services' Marketing and Sales force. "These 
employees exemplify a standard of excellence that is 
critical to the Company's success," declared Jim McNerney, 
one of the MARKMAKER IX hosts. 

Each MARKMAKER recently received a distinctive invi- 
tation-+ conch shell like the one pictured above. The April 
SPECTRUM will feature a story on the MARKMAKERS and 
their festivities in The Bahamas. 
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