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One of the observations that I have made recently is that
discontent about the company increases the higher in management
you are. People in the front lines are generally pleased with
their jobs and their opportunities. Higher level management,
particularly those who have primarily a strategic or planning
role, are much more upset about what is happening (or not
happening).

I saw the same phenomenon in Europe on my trip this year. The
largest organization - U.K. - had the most unrest, and the
smallest - Denmark - had very minor irritations with the company.
Also, several of the EHQ functional managers seemed quite
concerned, whereas, in the countries these functions seemed quite

peaceful. Let me be more specific.

The U.K. management team was obviously concerned about not
getting enough resources in the current budget pass. I felt
Darryl was particularly upset about the sales organization
("After two very successful years, all we get is a request for
higher yields and more pressure for next year.") In the meeting
with the country team, 1 got a strong feeling that they felt a
strong need to control their own destiny to a much greater
degree. Clearly, they believe they are much too tightly
controlled by the product lines and functions. They talked about
the desirability of switching manpower among product lines, about
funding some discretionary spending through a price increase, and
about making trade-offs among local expenses. All of these
issues show frustration at being over-controlled. As we discuss
furope's organization for the future, we should remember this
U.K. frustration. If we do nothing, the frustration will
increase and I suspect we will lose some good people.

1 suspect Darryl senses this frustration, though he is always so
polite that he won't say it. I thought at first that he was
personally concerned about his own position, but I decided he was




upset about the U.K.'s lack of freedom to make choices. He did
seem more uptight than I had ever seen him.

The U.K. has done well for many years. I wonder if we should do
a "U.K. experiment" rather than a "Norway experiment" and give
them freedom to budget as they see the market. Here again, the
}arger the organization, the greater the frustration over current
issues,

I met with six U.K. sales reps at lunch, and I was very impressed
by their maturity and understanding of their business. They all
had prior sales experience and very much appreciate the Digital
advantages. I was struck by how we are now attracting people of
this capability to work for us. We could blow it all, however,
if we restrict the degrees of freedom we allow in the large
countries.

Germany is in transition, and I felt they were handling it well.
I wish I could have talked with the German team after you
appointed Willi Kister as Manager. However, my feeling is that
it will be fine. The management group obviously wants a boss,
and Willi will fill that role completely. There is some concern
that he will be dictatorial and not listen, but my reaction to
Willi is that he is listening far better than he ever has.
Germany knows the old Willi of six years ago, and I predict he
will be excellent in the job.

During my German visit, I also became very excited about the
opportunities we have in the market there. Our penetration,
particularly in commercial markets, is very low. With the right
leadership, the German salesforce can get that market. It will
take some selling of the Commercial Group in the U. S., but Willi
Kister is a perfect person to make that happen. I am really
pleased by the whole succession of events and I predict that in
three years we will be very excited about our accomplishments in

the country.

I am concerned, however, about the growing gap between our plant
in Kaufbeuren and our office in Munich. They used to have
monthly meetings and now there is no regular contact. With no
Personnel Manager over both groups, the interchange is minimal.
After Willi has been in place for awhile, I suggest you push for
a regular meeting that includes the subsidiary management and the
plant. We need to get a marketing enthusiasm about the plant or
we might as well not have built it.

Manufacturing in Europe needs more visibility. I talked to Paul
Neuman, and he is clear on the next steps toward approving
another DEC plant on the continent. However, this long range
plan is not known to anyone but you and Paul, as far as I could
determine. From my viewpoint, you and your staff have
underplayed the value of manufacturing to our European business.
1 would be thumping the table to get more production in the EEC
(on the continent) even if I couldn't prove exactly how it helped
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get orders. My advice is to push this issue forcefully (assuming
you believe it).

In Germany, I also became concerned about country marketing
focus. 1 met for an hour with Frank Berger and his staff. All
of the subjects they brought up were focused on short range
problems (36-bit products, MUMPS, etc.). This is the group that
should understand long-range opportunities in each country, but I
had no sense that they did. Perhaps I misread the hour, Geoff
Shingles thought I did. In any event, you and Geoff should be
stressing the importance of long-range opportunities to these
cCountry marketing organizations. It is those groups who are
essential to the planning process and to selling the Product
Groups on long-range potential. I think Frank Berger should move
into sales management, because 1 sense he does not have a
strategic outlook, and I mentioned this to Geoff and to Willi.

Denmark was an excellent visit. After several years of poor
sales, they have started to grow. I had a good feeling that
Lennart Detlefsen was in charge in a very constructive way.
There is excitement in a small country management team that
senses its opportunity. Large countries have gone through this
stage and lost the enthusiasm. Denmark is going through the same
problems as others (too much OEM business as a percentage of the
total, country protectionism, external profitability, etc.).
Lennart knew all about the "Norway experiment"™ and his feeling
was that they were too small to make it work. I got no feeling
that he wanted to try a similar experiment just yet. He has his
hands full just getting a team together and moving ahead in
sales.

My visits with various committees made me feel that I was back in
Maynard. I believe it is time to re-look at the European-level
committees and move some of their decision making back to the
countries. Perhaps some decisions could be given to Regional
Teams at a certain size ($100M in sales?). Clearly the U.K, is
ready to handle more, whereas Denmark is not. I would like to
see you work on this issue to ease the frustration.

The other note that struck me was the EFC meeting where the
functional managers and the country managers seemed to have such
a low level of mutual trust. It took 20 minutes to deal with how
France would discuss the decision agreed to by the Committee.
Wwhat a waste of time! I talked about this with Pat Canavan

and he would like to work on trust with the European staff. We
have been working on the issue of Country vs. Product Groups.
Now you need to give some time to Country vs. Function. Perhaps
«e need to do the same thing in Maynard. Let's discuss this

i ssue when you are in Maynard for your next visit.

The budget was a mysterious subject to everyone whom I talked
with. No one seems to understand the whole process. I am going
to talk about this with Ted, because it it getting to be a very
serious matter. There is an atmosphere of helplessness about the
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subject. We change the process each year and that doesn't help.
The need for quicker feedback is felt by everyone I talked to in
the countries. I realize you can only affect Europe's budget
process, but I think you should do all you can to make sure the
process is sensible. I will work with Bill Thompson on the whole

company process.

I had a good meeting with Haskell Cehrs. If what he says is all
correct (and I didn't have a chance to check), he has done a
fine job in getting the systems issues under control. I wish I
could say the same for the Corporate Systems in Maynard. The
idea of having remote groups do the software development (after
the systems analysis is done by the Geneva group) is excellent.
In the competition between France and Italy for the next remote
systems group, I recommend Italy. I made this point to Haskell
and he said it was a toss of the coin, that he could succeed
either place. From my viewpoint, Italy needs a feeling that the
corporation "trusts" them with some non-Italian function, and
this seems to me to be the perfect answer. There is no capital
investment to make - no labor unrest difficulties. And Ffrance
has gotten F.S5. Remote Diagnosis, and the SWS Telephone Support
Center. So whatever you can do to influence the Systems Group
remote site, I would suggest you push for Italy.

The next location decision will involve Manufacturing - whether

to build an additional plant in Germany or the U.K, or start a

new facility in France. Here I would push very hard for France.

I believe we need it for image there (I believe Arnaud de Vitry

thinks so too, but is too polite to say so). Once we have more

presence in france and Italy, I think we can slow down for a bit |
and expand what we have.

A talk I had with Crawford Beveridge troubled me in that he
believes Personnel is too large, but he feels he has no power to
say no to the functions and product lines who want personnel
represenatives. 1 believe Personnel is a geographic function
primarily, and it blows my mind that everyone in the matrix has
to have a personnel rep. But Crawford feels powerless to stop
this silliness. I thought he was more powerful than that, but I
will discuss the whole issue with Shel Davis. Our personnel
costs will go right out of sight if we don't stop the

proliferation.

pOther functional managers seemed right on top of things, and I
felt fine about the people reporting directly to you with the
exceptions already mentioned.

The big strategic and organizational issues are what we need to
solve soon - reporting relationships to the U. S., budget
processes, decision-making processes within Europe, and
international account management. These are so large and complex
and take so long to solve that they frustrate senior managers. I
suspect that is why senior managers are more frustrated than
front-line people - the time-frame to solve problems is so long.
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But that is what we are required to work on in a company o
size.

I enjoyed the visit as always. Please thank Maria for her
excellent arrangements.

WRH/bwf
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As always on my trip to Europe, I have strong impressions after a
week of visiting. My overall reactions this time are less
positive than in the past. In particular, the frustration in the
top management is much higher than ever before. Belore
discussing that problem, let me give you my thoughts about other

subjects.

You and I had an opportunity to discuss France and Claude
Sournac. Claude has put France on an impressive growth curve.
Business is good, but the management team is not solid. There is
a low level of understanding and trust between Sales, Field
Service and Software Service, probably stemming from the top
managers of these functions. Clearly, Claude's job is to bring
his top management group together (or get new people in those
slots.) You have been working on this with him, and I believe he
will finally do this if he participates in picking the people.
Also on the positive side, Claude is very concerned and
interested in good employee relations, and he has had fine
results. France is in better shape than ever before. By the
way, I liked the Evry site which I visited.

switzerland seems to me to be in excellent shape. Jean
Friederich is in full charge and has confidence. I thought the
managers in various functions were strong and motivated. My only
criticism of Jean is that he doesn't listen enough, sometimes

interrupting his staff.

silvio Garretti is a delightful and concerned manager, but I
always feel he is disorganized - perhaps all Italians are the
same. I am impressed by the people he has developed, and the
Italian team seems to be working quite well. The Personnel
Manager, Enzo Mignone, on the other hand, feels there is not
enough cooperation. He sees the functional managers doing their
own functions and not instilling a "DEC" spirit in their people.
1 would have to be there longer to judge. Perhaps Crawford
everidge ought to comment on this because he spent a day with
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Mignone recently. Mignone feels that Personnel and F¢A are low
Status functions and need to attain the same status as Sales,
Field Service and Software Service.

The other feeling I picked up strongly in Italy (from others, not
from Silvio) was that of being thought of by others as a "second
class" country. They believe Europeans think poorly of Italians
and that therefore Italy gets none of the European functions.
For example, there will be no European DECUS meeting in Italy for
the next 5 years. Italy is regarded as the "leader" of the
Mediterranean countries, according to several in the office.

They will put CSS, Field Service Training (which was removed
after operating for a year), and Manufacturing into their long.
range plan.

Silvio (and Claude Sournac) need more time from you and/or Bobby.
I suggest you set up a once a month face-to-face meeting with
each one. Both are frustrated by the amount of meeting time in
GCeneva. They must be there 3 days with only 1 1/2 days of
meetings. They claim the other 1 1/2 days are wasted since they
can't get to see the people they need to see at that time (such
as you) because you are always in meetings those three days. I
think you should work on their frustrations by cutting down their
meeting requirements.

The subject of meetings brings me to a major observation. I
think you have established too many committees in Geneva. We are
actively trying to cut down meeting time in Maynard, I encourage
you to try the same. I would like to see meetings that involve
only specific proposals to be decided at the meeting. Endless
discussion topics are possible, and occasionally discussion is
desirable - but I prefer to do this at WOODS-type, away from the
office, meetings. For example, there were several EBMC issues
that were being presented for discussion only, and I had the
feeling that some members did not need to know about the subject
nor were they very interested. I am trying at the Operations
Committee to keep these kind of presentations to a minimum and
have them sent out as written documents.

Another technique I am starting to use is to assign topics to a
sub-group of the committee. For example, only Shel Davis and I
will look at organization changes because the whole Operations
Committee can't help and is not interested. In general, I'd like
to get us back to having line managers manage. Approvals are
needed on major issues, of course, and this is what committees
should be used to do. In the Reviews of Operations, I would
encourage you to do that with yourself, Bill Steul, and Geoff in
attendance, but don't tie up the whole EBMC on this.




Regarding Lou Reagan's presentation of the future of Order
Processing, Dave Stone whispered to me that someone in addition
to Jim Murdoch ought to be communicating with Lou Reagan. Dave
feels Jim is only a technician and doesn't understand the
"business and customer"™ aspects of order processing. I suggest

you ask Dave what he meant.

I was pleased to hear Bill Steul's positive report on the things
that he had accomplished in F&A. It sounds from his point of
view that we have made real strides in some age-old problems such
as accounts receivable and fiscal profitability.

I had a very interesting trip to Galway. They need some good EDP
systems help, and I judged they were getting it from the U S
Until their systems improve, there will be some level of problems
with deliveries. What concerned me most was the feeling that the
rest of Europe was down on the plant. There needs to be a strong
positive note injected into Galway, a new sense of pride in their
work and in their importance to Europe. You can probably help
that by working with Paul Neumann and Bob Gould.

1 believe there needs to be a "joint plan"™ among European
Marketing, Manufacturing and Sales as to what each function will
do in FY'80 and '81, that will help each other function to do its
job. There should be quantifiable goals that each function sets
for itself, in writing, that will make the Jjob of the other
functions easier. For example, Sales should set goals of getting
a very high percentage of clean orders, and spreading the orders
30% in Month 1, 30% in Month 2, 409 in Month 3. Marketing should
set goals with regard to forecast accuracy (planning to offer
special "packages" to move products according to forecast.)
Manufacturing should set goals relative to on-time delivery and
quality. If Geoff, Bobby and Paul Neumann mutually agree on
these, then there can be a more positive feeling among the
functions - each helping the other. I'd like to see you lead

this effort.

Now to return to my concern for the frustration being felt (and
displayed) by yourself, Geoff and Helmuth. Somehow, we have to
address that frustration openly. First of all, you must make
clear to Ted what your sources of concern are so that he can
react and help lead to a solution. I am very willing to be
helpful here, but I think Ted should be primarily involved fron

the Operations Committee.




Let me try to state the frustration I hear from you, Helmuth and
Geoff. First, you feel you understand the European markets
better than the Product Group Managers. You are also frustrated
because despite higher profits in Europe historically, the PGMs
continue to invest more heavily in the U.S., especially in a
crunch. But you are also reluctant to cut the Product Group ties
to the U.S. for fear that you are not yet prepared to take on a
full marketing and sales support role until the marketing
function is better established, if ever. Thus, there is a
dilenmma. You would like to be making the European investment
decisions, but you are reluctant to propose a "European P & L"
because the support needed is not in place yet.

I believe we need to work on this issue very seriously and very
soon. The level of frustration has reached a serious level (with
you as well as several others on the top level in Europe). ) 2

auggest that we set a discussion with Geoff and yourself, John

Qutside of being concerned with your frustration level, I had a
very beneficial trip. There is a special DEC spirit that
prevails, even in serious situations, and that generates a lot of
confidence. Thank you for suggesting the stops I should make and
thanks to Maria for making the arrangements, which worked out

perfectly.

WRH/bwf
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| am always impressed ofter a week in Europe by the high quality of our European people. You
and your managers have really done a superb job in bringing top-notch people to Digital Europe.
Let's always keep that a top priority.

The general level of manager frustration seems higher this year. Issues causing frustration are
known to you, but the major ones are: length of time to maoke real estate and personnel
decisions, having to get Product Line approval for allowances, too many product lines, difficulty
of getting functional cooperation because of functional profit goals, etc. Clearly, we are large
enough now to decentralize decision making more than we have, ond 1 encourage you and EMC
to address this. | do not detect the same level of frustration in NORAM.

| spoke with all the subsidiary managers except Germany and Spain. Almost universollg, they
expressed a strong need to make more decisions for their country. This is partly ego, but it is
more than that. The role of a subsidiary manager must be oddressed, and the August meeting
hopefully will help. 1 believe we should give the subsidiary manager a budget which includes
sales expense, allowances, and advertising. Then he should moke trode-offs between these,
while retaining his product line bookings commitments. Let's work on this in the coming months.

| do rot believe we should go to giving complete fiscal profitability to country managers. 1 was
interested that Bill Steul believes we should give this responsibility once a sub reaches $100 Millics
in NOR. Somehow, we have to meet our fiscal profitability goals without this. You might

discuss this with Steul to de=fuse his own frustration on the fiscal profitability problem.

The Country Managers, particularly inm feel very remote. I suggest one solution is to
include them in the District Managers' Meeting. Let's call it the District and Subsidiary Manager

Meeting and include Norway, Finland, Denmark, Austria, Spain, and Belgium. It would do a
great deal for their ego to be included in this way. And they really could contribute without
disturbing the quality of the meeting.

My visit to Geneva wos excellent, particulorly because I had o good chance to meet with most
of the EMC individually. One of the highlights was to see how pleased Geoff Shingles is with
his position. I think he will be very plessed to remain in his current role for a long time.
Next to you, Geoff is the most respected individual in Europe. And he is doing a superb job
in converting Europe to the corporate product lines. I think Geoff can contribute most to the
company by staying in his current job for the next 2 - 3 years.

pier-Carlo Falotti is one of the really imaginative managers in Europe. But he hes been in his
job only a year, and he hasn't yet achieved complete Field Service cooperation with his ideas.
[ would like to see him stay in his current job for at least another year to work all of these

issues.
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Dave Stone has token on a heavy load of responsibility outside of Sof tware Services. He

claims he expects to remain in Europe for an indefinite period, which is probably O.K. because
his occeﬁtcnce in the U.S. has diminshed. | have suggested to Dave that he work on his
relationships with Andy Knowles, in particular, to prepare for on eventual return to the U.S.

| think he is an exceptional manager, but this feeling is not duplicated by other Operations
Committee members.

Pierre=Yves Tiberghien's position is a problem for the future. He is not technical enough to
be the strategic planning manager for Europe. | would like you to put him reporting to Geoff,
concentrating on the “environment" for the growth of Digital in Europe.

You and | talked about Bobby Choonavala. | do wish that | felt that he was more skillful os

o leader. He surely has o tough region to manoge, but I don't feel the South West team pulls
together particularly well. Perhaps the region is too diverse ever to feel a need for working
together. The results of the South West Region are excellent, which is certainly Bobby's
accomplishment, But the country mancgers are all quite independent and appeor to focus almost
entirely on their own country with relatively little regard for the larger picture.

We talked cbout European Manufacturing. [ expect there will not be a successor to Ward who
has the feeling for Europe that he has hod, but 1 hope I'm wrong about that. To me it is
essential that the person reside in Europe, but | will not get into that question unless you ask.
I'm sorry Ward has to leave so fast. You should oddress the issue of more plents in Europe

in your long=range plans. 1 would like to have your clear input on how additional manufacturing
(or purchasing) in Europe will offect future growth. Would the lock of manufacturing put a

lid on how much growth we could expect in each country?

Austrio is @ nice size os an operation ond | enjoyed the visit. | was upsst, os you know,

that Bemhard Manzl was so easily convinced to add 3% more to his uplift in order to "pay for"
building @ training center. It is o problem, I think, that everything we want in each country
is odded to the price, instead of forcing o trcde-off with some other expense. The subsidiary
manogers do not seem to show the same concem for higher prices as they do for other problems.
Maybe the customers do not hassle them on this but merely guy from a lower priced competitor.
In any event, I hope you can straighten out how we pay for a training set-up in Austria.

One other thing that bothered me in the Vienna office wos Bermhard's comment cbout the offices.
They were apparently going to have an open office design, but chonged so that all the managers
hod offices. Bemhard's explanation was that he had been told (by whom, I wonder) that

"Austrian manaogers oll have private offices." This seems to me on issue where DEC values
should supersede other inputs. ['m sure Swiss “tradition” is the some os Austria, but you all

have open offices. | wish someone haod reviewed that plan and trected everyone the same -
either everyone has open offices or everyone has an office. Different treatment for managers
like that really bother me.

[ hod o very stimulating visit in Stockholm, where the country managers were all gathered.
We spent much of the time discussing the Commercial market, largely because our new Swedish
Sales Manoger, Lars, came from Univac and hod o great many comments. Here, ond in many
other conversations, | received o great deal of useful input on how we should be changing to
do o better job penetrating the commercial area. Cleorf;, our ability to odapt to the needs
of this market will determine how fast we can grow in the future. The country managers in
Nordic were very clear in their desire to hove more decision-making done at local level.

They feel “left out" os a group because of their sub-district status, ond their input prompted
me to recommend to you that you include them o bit more - such os in the District Manoger

meetings.
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Birger Kvaavik seems to have a firm hand on the District. He still strikes me as a somewhat
aloof manager, but he cpparently is right for that area. 1 do not see him as having potential
for being a Regional Manager in the future.

In the UK we spent a great deal of time dealing with compensation, particularly the issue of
cars as compensation. | think the time hos come to accept the fact that the high marginal

tax countries need this form of compensation. | suggested to Darryl and Peter Thompson that
they work out a proposal based on salary level (not on position) and that they then work with
other countries to see if there can be a philosophy that could be applicable all across Europe.
By basing a plan on salary level (or on morginal tax rate), it seems to me we can accommodate
the need for other kinds of compensation and still retain our fundamental values.

I like Darryl's style os a manager. His performance against plan this year has not been out-
standing, but there areexplanations for this. [ believe he will continue to grow and hes much
potential .

Regional Marketing is suffering, particularly in the Northem Region. Tony James has lost
many people, and I think it is very lorgely due to the lack of agreement on the job. The
roposal of how regional and country marketing should be done in the future, as put together
gy Dick Dobbie, seems fine to me. Tony Jomes agrees with it, | understand Geoff will make
the proposal on this so the Operations Committee can make a final decision in August,

One more compensation issue =~ I hope we are not making "private deals" with managers any
more to pay them outside the country. | heard a reference to this possibility, but no specific
information.

One other observation in the UK, Bob McPherson mentioned that he had had to push very hard
on Don MacKenzie relative to renting more space on Arkwright Rood in Reading because
MacKenzie said the space was not up to "Digital standards." 1 find that incredible, having
seen the new space that CSS has there. We really have to watch functional managers on
issues like this (we have had the same issue with our Facilities people in the U.S.) os they
will price us right out of the market with their "stondards.” Maybe he's also the one who
said Austrian managers must have offices.

I particularly enjoyed having more time than usual to talk with you. I believe the challenges
you face are three=-fold.

1) Propose (to the Operations Committee) and implement a European organization that
will give you time to plan the future of our European business. In particular, this means
having less people report directly to you.

2) Decentralize much more decision-making to the regions and countries. The future
of morale in your area depends on reducing decision times.

3) Remain competitive on prices and expenses. This means reducing uplifts and watching
overhead structures.

[ have great confidence you can do all of these things and will be happy to help wherever 1 can.

|
|

Thanks for your hospitality. lalways enjoy spending time in Europe.
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As usual, I had o most enjoyable and informative visit in Europe. My only
complaint is that there was a little too much scheduled. Visiting two distant
places in the same day does not allow enough time in either one.

| have already mentioned my chief concem, and that is rebuilding the EMC.
With three relatively new members ond two with new jobs, there is o lot of
team building to do. You have started working on this development of the
group with your Cope Cod meeting, ond | encourage you to have these kinds
of meetings as often os practical. It also points out that you ought to try in
the future to have no more than about two changes per year. Groups have a
hard time staying together with too much change.

Jean-Pierre Salzmann is having a really difficult time odjusting to DEC. |
didn't see Jean-Pierre but I hod a long talk with Trevor Greenwood and
several other EMC members. My feeling is that it is just not going to work
out for Jean-Pierre, and that we should encourage him to find a job outside
of DEC. No one I talked to believes he will make it. He is o delightful
person and it is sod that he cannot make o match, but his personality and
style are just too inflexible. 1 believe we should be very generous in allowing
him time to find o new job.

Geoff Shingles seems to be having some difficulz switching from a general
monager to a product line/marketing monager. Again, I didn't talk to Geoff,
but | did spend time with his group. They do not feel that Geoff is really
their leader as yet, but | have great confidence they will. [ will spend quite
a bit of time with him when he comes to the U.S. in August.

The job Al Peters will be doing has a lot of potential. It is very important
that he work closely with Geoff in developing sales strategy ideas, I'm sure he
will. Al hos o good concept of how he will go about his job, and a lot of
enthusiasm for it. He would be glad to stay in Europe another 4 - 5 years.

I would like to raise the whole issue of whether Europe is getting a large enough
percentoge of the fotal corporate resource. In the last two years you have not
mode a strong pitch for more resources and | know you believe that the plan for
FY78 is as much os you feel comfortable with, However, for the long run, |
would expect Europe to grow somewhat foster than NORAM for two reasons: first,
computer penetration in Europe is less now than NORAM; and second, we make
more profit in Europe. | hope you, Geoff, and Al Peters will really concentrate
on this in the next long-range plan.
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The European Product Line Managers should be pushing harder on the allocation |
of resources for Europe. 1 have encouraged them to be a strong input to the
Product Lines this Summer during the long range planning process. [ will also
push this issue strongly with the Product Group Managers in Maynard.

Central Engineering should do some hardware development in Europe. I believe
it would be a great source of pride and motivation to our European employees.
| sense that Dick Cloyton is a stumbling block to this, and I am going to push
on Dick pretty hard on the issue.

You expressed frustration over the increasing number of product lines in Maynard.
| believe this trend is inevitable as we focus our efforts on more and more specific
markets. We should talk about how to mcke it easier for Europe to deal wifﬁ this
trend, as I do undersstand your difficulty in relating to so many pieces of business.
Geoff and I should work this issue, also, to see if we can come up with some new
altematives.

My visit to Germany was exciting. Bob Bishop has made a mark already - at

least 5 or & people both in Germany and in Geneva commented on how much
influence he is having, I sensed a bit of criticism of Helmut Coqui in these
comments. | feel that some people sensed that Helmut was too slow to change

his organization and too willing to let expenses go up out of proportion to the
business growth, In any event, Bob appears to be accepted - though I doubt

that the German organization would want him forever. Helmut is a more comfortable
leader.

One comment that Frank Berger made disturbed me. He said there are rumors
running around Germany that Helmut was "forced out" of Germany and that he
would not be returning. You should do what you can to put down such a rumor,
for Helmut's sake. [ told Frank that the rumor simply was not true and that he
should counter it whenever he could.

Frank also said that, "We know we have our problems" (i.e. expense levels) and
that the organization was ready to work hard on those problems with Bob.

| got excellent feedback in Munich and Cologne on several problems - disk prices,
IPG terminal prices, lack of turnkey systems, LDP softness, software reliability,
and a few others. Joe Mestermann, Hans Dirkmann, and Bernard Manzl are
impressive District Manogers. In fact, it is a strong team there. |1 feel quite
good about our Central Region for the next few years. The only Regional Manager
that seems a bit weak is Eric Knoller. He is a bit too passive in the group and

I do not feel enough aggressiveness in a regional team where you have to be strong
to be heard.
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The Workers Councils in Germany still seem to toke an enormous amount of
time. 1 wos also dismayed that they had not initiated J.P.&R. in Germany
yet because the Workers Council hod not approved it yet. They haven't
even brought it up to the Council. If we really are committed to Employee
Relations, it seems to me that this program ought to have been started some
time ogo.

One other issue in Germany is advancement rtunity, They complained
about this but don't seem to have done much cbout it. We discussed parallel
career paths ond it was obvious that members of the Regional Team do not
really believe it will work in Germany. There is such a stress on the title
"Manager" that no one feels a parallel technical path will satisfy anyone.
Bob Bishop and the regional team are going to work a lot more on that issue.

I had o good meeting with Jon Terwisse and the Dutch management team.

Jon reminds me of Ralph Hollenberg. Apparently, he has had to clean up

some messy problems left by Hans Steenman: BUS Products Mgr., Software
Service Mgr., LCG Mgr., ond Personnel Mgr. If Jan's story is correct,

Hans really did o poor job of people selection. Anyway, the group now
appears to be heading in a positive direction, though they will miss their
bookings budget for the year. 1 was particularly impressed with Frank DeMeyere
who will be toking over Software Services. 1 liked his directness and confidence
that he could solve the Software Service problems. Willi Michelsen, Field Service
Manacger, also appeared to be very strong and constructive in the group. |
hope Jan does not try to be too heavy~handed in his leadership, for he tends

to be very directive in his style.

That visit does raise the issue of whether Hans Steenman is strong enough to
manage the LDP business out of its current problems. | have some strong concern
that he may not be able to do it. | would like you and Geoff to keep a
watchful eye on Hans and LDP, and [ will ask Ed Kramer to do the same.

My Ayr visit wos too brief. I did not get there while the plant was in operation.
The manacgement team spent an hour with me and we oll went out for dinner.
They are surely all charged up over their first successful year. There is high
morale and confidence they can do a big expansion in FY78. 1 believe they
will make it.

My last day was spent with Daryl and the North European Management Grour,
which is clways a pleasure. They seem to be formed together very successfully
under Daryl. The group is going to miss Dave Lawrence because he is such a
convincing spokesmon for all kinds of UK issues.

There was much frustration ot that meeting on odministrative systems (i.e., order
processing, cost center reporting, etc.). Ken Raynor wos not all thot confident
about solving the problems very quickly; in foct, he appeared somewhat helpless
and spoke about how the European Systems Group under Ray Gazzola was supposed
to lead the effort here. 1 think EMC ought-to get a reading from Ray and the
Regional F & A monagers to be certain there is o positive direction to all this.
From my experience with systems groups, I know it is frustrating to line mancogers

to wait so long for systems. But unless the line people watch the process carefully,

systems can tcke forever.
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I was also very pleased to see how well Bob McPherson has done with his
CSS operation. They have reorganized to do a better job with big systems,
and from the results of the last several months, I gather they have made an
impressive showing of on-time deliveries. Bob is doing much better than I
would ever have predicted, which pleases me.

The ESSC voted that Field Service could service competitors' peripherals on
DEC systems. | believe that this is o fundamental marketing strategy question
for the company, and that the Marketing Committee should have been consulted
on this. I understand the issues on both sides, and I know how strongly

Jack Shields feels, I am going to discuss the question with the Marketing
Committee and | expect that the group will want to bring it up again before
you implement it fully in Europe.

My final point is one we discussed in your office. I think you should spend
more time in the U.S. The other members of EMC ond the European Product
Line Managers should also spend more time in the U.S. Of course, you should
insist that key corporate managers reciprocate and spend more time in Europe.
The European influence is still not strong enough in Maynard, and we all need
to work harder at that.

Thanks for the hospitality. As usual the arrangements worked perfectly ond I
received a great deal of useful data about the company during my stay. You
and your colleagues have built a strong, aggressive organization and I want to
be sure every one of us understands the opportunities available to DEC in Europe
in the next five years.

bwf
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| had, os usual, a useful ond informative visit in Europe. The highlight was our joint EMC/Operations
Committee meeting which went extremely well and accomplished both of your two main objectives. The
long range plan that all of you prepared was excellent - probably the best long=range document I have
seen produced at Digital. | believe that the priorities stated in the plon are correct, with employee
relations ond manager development at the top of the list.

ML5/A53

Your senior managers are working well as a team. In the long term, | have the greatest confidence
in Ward and Geoff, who | believe will continve to grow the fastest. Dave Stone has great potential
if he con protect himself from his ego = I wish he could learn humility somehow. Each year 1 grow
more confident of Bobby, he has listened to counsel from you and others about being o manoger and

| feel he is doing well in working with his group. Helmut seems to grow steadily but slowly; I think
he has been too slow to change his organization, but he is working the right issues. Jean-Pierre
Salzmann is too new to evaluate - we must all help him enter our peculiar organization ond succeed.
Dick Poulsen seems to be on top of his job and has three exceptional Regional ServiceManagers. My
greatest concern is Pierre-Yves who seems by far the weakest area functional manager in Europe = he
may also have the toughest job. It might have been wise to put Pierre-Yves in charge of the Treasury
functions in Europe ond bring in a top financial man. At this point, | don't see him as the senior |
man in finance in five yeors.

My visits to Milan and Stuttgart were interesting and also fun. | believe you should ask more U.S.
visitors to go to the smaller offices where most U.S. people do not visit. The staffs there really
appreciate the attention.

Silvio Garretti is struggling somewhat to get on top of his job, but | believe he will be successful.
He expressed frustration with Geneva and the EHQ committees, particularly the length of time it
takes Personnel matters to be opproved. Of course, he is just leamning to plan ahead. There is
another Personnel matter 1 mentioned to Bobby - Silvio and Enzo Mignone feel that we should give
the status of "dirigente” (spelling may be wrong) to the top managers in Italy as is customary in
similar companies. 1 know Bobby is considering this but he may not sense how important it is to
them. Also, the Finonce area in Italy is @ horror. Otto Mohr is not on top of it due to the If:ck
of a Finonce Manager who is now in training. The F. oand A. job is over Otto's head and I think
we need a much more senior person.

| found the Stuttgart office delightful - motivated people enthus.iastic. about Digital. Joe Mestermann |
and Otto Schlorb struck me as excellent sales monogers. My discussions brought out the need for a

new level of management in the German orgenization - either we should have a Sales Manager and

more Districts or we should have Branch Managers. 1 favor thg |9tter because 1 would like to see

Helmut Coqui Operate os Scles Monoger. But right now the District Manogers are spread too thin,

| believe. Then there is the German DEC-10 problem! 1 hope that this great frustration is solved

in FY77, but it has taken so long that only a successful year will make me believe we have solved

the problem. LDP is beginning to be o problem, also, in Germany with increasing pressure on

German computers with government money. There is some pessimism in Germany cbout this

bzg":vge must re=study our marketing strategy. | think we should concentrate more LDP attention on
?ndus"i"' laboratories in Germany, which means putting LDP specialists on the teams that sell to the
)

“ Corporate" market. There seemed to be reluctance about this idea because of the long-time

=paration of the University/Govemment teams and the Corporate teams in Germany.
s
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A few comments on Personnel. It is clear to me that the union representatives in France could

have been avoided by good management in the subsidiary - especially good Personnel management.
Qur priority on employee relations, assuming that priority is translated all the way to the front line
managers, should prevent that from happening in other subsidiaries. 1 believe we in the U.S. now
understand the workers councils much more clearly, and we understand the requirements to have them
in many countries. Where we must have them, let's make them positive forces in employee com-
munications. But where we are not required to have them, let's work for one-to-one line management
to solve employee problems.

I did mention that 1 think Jeon-Pierre Salzmann should use the word Personnel somewhere in his title.
Organization Development is a fine concept, but it is sometimes confusing to people whether it
also includes all the Personnel functions.

I know you are still concerned about Jean=Pierre's functional boss in the U.S. After thinking about
this issue, ond hearing your thoughts as well as the thoughts of Ted and Dennis, 1 have concluded
that Jean-Pierre should report functionally to Carl Janzen in the U.S. for all Personnel matters,
including Employee Relations. Carl is responsible for employee relations in the field operations,

as Dennis is for the Corporation. It does not make organization sense to me to split employee
relations from Personnel and ask Jean-Pierre to report functionally to two different people.

I am very pleased with our resolution of the budgeting process. It will probably take a few budget
passes to do it smoothly, but I will work with my product lines to study carefully the area profit
plans as well os managing the total picture. 1 think you and Ward should work on presenting
altemative European budgets where you feel that they are in the best interest of Europe. We can
deal with that kind of conflict and resolve it satisfactorily and you should not feel hesitant to raise
those issues with the Operations Committee.

It wos a pleasure to spend a week in Europe and feel the enthusiasm in our organization.
Congratulations to you and your team. And thank you for the warm hospitality.

bwf
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This was a very full and informative visit to Europe. | hod an excellent chance to talk with the

senior European and Regional Managers. Following are some of my thoughts, many of them I have
already discussed with you,

The U.K. oppears very, very strong. | wos ogain impressed by the superb team-building job that
Geoff Shingles performs. Ron Eisenhaver has come in very well and considers Geoff to be the best
monager he has ever had. If Ron continues to do well, as it cppears he will, | believe we in the
U.S. will have to reconsider him for a Regional Manager position.

| would like to see Geoff's talent used to help Bob Thorley to grow as a monager. Bob has proved
his copability to make sound business moves, but I think he needs to be more open and flexible _
with his managers and his peers. My suggestion is that Bob work for Geoff on a doy-to-day basis, °
still meeting with you from time to time on business strategy, and, of course, with John Holman
on world-wide CSS plans. Geoff would like to help Bob, but feels he cannot force it under the
current structure, | will discuss this with John Holman.

In @ similor matter, | would like to see the European Software Engineering Manager report to

Dove Cope. Dave has gotten on top of his job extremely well; Geoff Shingles and Dave Stone
both believe he could odd a great deal to the management of ESE. 1 will speak with Larry Portner
(who has reportedly token a negative view on this) to encouroge this change.

My meetings in Reading included Dave Buckingham and Vinod Shah but not the other District
Managers. | have very high regard for Vinod, in particular because of his quiet confidence and
knowledge of his market. Dave should leam o little more humility before going on to bigger and
better things.

In general the ability of our U.K. orgenization to bring in new business in tough economic times
is amazing ond delightful. We should all be very proud of them.

The South West Region still has many growing pains. Not one of the District Managers afe proven
as yet. Bobby himself has progressed and | ogree with you that he takes a much more general
(rather than just scles) aopproach to the Region. I think you con best help him by letting him talk
out his people moves with you (such os the French manoger's job). _

| met John Friedrich ot o dinner, but did not talk to him enough to form an opinion. Having
seen others come to DEC from large companies, | expect he will have a tough odjustment. Bobby
expects this ond is working that issue with him.




Jean=Claude Peterschmitt
Page 2
March 24, 1975

Claude Tissot is doing better - he has hired some fine people. I was particularly impressed with
Michel Ferreboeuf and George Cassir. Of course, he hired Guy Marque=Pucheu and Yves
Sarrazin earlier. As I told Bobby, I do not see anyone now in the French organization who
could take Claude's place - nor do I believe Henry Ancona or Patrick Courtin are ready. |
would not rush to fill the job unless a very strong person was available from outside the company.
Another suggestion 1 made to Bobby (which he did not like) was to tell Claude we wanted him to
stay in his job through FY76. Then, a year from now, we would pick a man from inside who
has progressed the most. Claude told me he was concerned that we had told him of our desire to
replace him 9 months ago and that nothing has happened. The uncertainty is bothering him. 1
assured Claude that we all considered him an extremely valuable person and wanted to be sure he

was challenged by his next position.

The 10 is going well in France. Guy Marque-Pucheu has done far better than 1 ever believed he
could. It is important to attack the commercial and industrial market now, and Guy is doing that.

CSS - Paris has made a good start. 1 met Chris Michel for the first time and am pleased with his
progress.

I was able to spend sometime with Hans Steenman, and I feel he is really not yet there as a D.M.
He told me he is spending 55% of his time selling. Bobby is trying to push him into paying atten-
tion to the other functions. Hans is a very good person ond I think he will develop , particularly -

when the Dutch economy starts to get better.

| attended Helmut Coqui's regional staff meeting., You ought to do that sometime. The quality

of reports was good and I was impressed at their professional approach. Bemard Manzl seems very
solid in the industrial market and he gave me some good feedback. I haven't been able to get to
see Frank Berger as an LDP expert. Helmut has confidence that Frank really knows the government

market, but | still feel shaky gbout him.

Gerd Konig has not worked out well, unfortunately, and the 10 business is suffering. He should
leave the manager's job (perhaps the company) quickly. I told Helmut of my real disappointment
in him for not solving the 10 problems in Germany. He immediately said he was going to work
out the solution with Tony Jomes. 1 told Helmut I expected him to be re onsible, with any help
that Tony could provide. Would you follow up on this particular point. (Helmut would not expect
Willi Kister to solve a management problem if Frank Berger were failing - why does he look on

the 10 differently?)
Elard Giffhom and 1 discussed the Workers Council. Quite honestly, it makes me very sad to

¢ee Elard and other employees spending so much time on this. 1 understand it is required by law
but 1 hope we are doing everything we can to keep it in check. That's one added way to push

up cost per man.

Helmut and I discussed the future organization of his Region. He says he wonts to make a firm
decision to be effective July 1 of this year. We talked about a Sales Manager and 1 recommended
Willi Kister. We also agreed that we did not want to create more "levels" of management, |
think you should push this issue very hard with Helmut to help him decide. He needs to bounce
his thoughts off of someone - I believe that is the way he decides things. -
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| told Helmut Coqui that | felt he had lost interest in things while we were together at the EMC,
Helmut admitted he waos irritated by the quantitative requirements of the Regional Managers' reports
at EMC. He haod not hod time to prepare well, either. When | talked with him in Munich, |
knew my previous ossessment was wrong ond that Helmut wos, in fact, trying very hard. He was
?lod to have my observations. | believe Helmut gives the impression of disinterest because he is
ess vocal than Geoff ond Bobby. 1 suspect that not having English as @ native longuage is a

real handicop. You might continue woxing that issue with Helmut because several EMC members
(Word and Geoff) mentioned to me that they thought Helmut had lost interest.

Dave Stone is doing o top-notch job = far better than I thought he would. He has impressed his
colleagues and helped his subordinates. We will have to be sure to recognize that when it comes
time for him to return to the U.S.

We have discussed Ward's excellent work. 1 think that group is on the right track and, most

importantly, the Regional Managers think so too. It is vital thot we bring Ward back to the
States into a challenging job, also. :

It is very useful to heor how all of my product lines are received in Europe. | conclude that I
have only one problem area = Industrial. The salesmen feel that our front end equipment is not
competitive and, I gather, would like to see IPG more aggressive. | will work on those issues.

Once ogain, thanks for your hospitality. You ond all the others moke a busy trip most enjoyable.
It is good to see how strong DEC is in Europe.

ol

v
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This recent visit to Europe was relatively short, so I have a short report on my feelings about
the trip. My general reaction is that the area has gained significant management strength
since last year.

Bobby's South Westem Region seems to need the most attention from a management viewpoint.
In particular, 1 believe Italy needs most attention. It would be excellent if Alberto could
remain there as a branch sa{es manager ond bring in a new general manager. I do not
believe he should go to Maynard because I think he will get lost there and eventually quit.
Let's find him an European (hopefully Italian) position.

France is a more subtle problem - we need o new general manager in o few years, and I
think it would be excellent if we could phase Claude into another position there at the right
time. First, however, we must identify a new general manager, then train him for several
years.

Walter Huwyler should remain in Switzerland, too. With the difficulty of finding Swiss
salesmen, we should try to keep his talent there. Could we make him Components Macro
Manager for Switzerland (Bobby suggested this)?

In general, sending a person who has failed os a manager to the U. 5. does not strike me
s a good idea. 1 would urge you to discourage this practice. 1 do not believe you want
to encourage people who have failed as managers in Marnord to come to Europe. It is an
expensive , risﬁy solution to problems that I believe should be solved in Europe.

:
As we discussed, Bobby must come to grips with the decision on whether to become a general
manager or stay a sales manager. 1 would urge you to keep this question in front of him
until he makes a commitment. He obviously could do anything he freely chooses.

Helmut Coqui continues to grow as a manoger. | am surprised he allowed Kister and Krings
to leave ot the same time because it leavestwo big gaps and their successors will require a
great deal of his time. Also, the three people who have headed up the three parts of CSS
in Munich have had some coordination problems that Helmut has not had the time to observe -
and resolve. 1 am glad we have one man heading that function in FY75. Helmut's biggest
roblem next year will be bringing a new management team together. Gerd Konig will need
ﬁis ottention, also, but I believe with the proper coaching, Gerd can make it.
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Your EMC management team is developing very well. The oddition of Dave Stone will
add strength to the functional side. Steve Jenks has already odded to the functional
group, and | am very pleased at the contribution he is maoking. (Let's try to keep him
at DEC.) 1 would like to see you encourage the functional people to participate more
in the EMC meetings. | would also like to see you encouroge all the EMC members to
visit Maynard 3 times per year and spend o week visiting all the group managers there.
This interaction is very VOKJOble. ook

Beyond o general good feeling, I have two thoughts of areas you might watch more closely:

1) We are too slow in changing managers who are not making it (i.e., Huwyler,
Carlucci, etc.)

2) We do not plon,

Both are points equally valid in Maynard and Geneva, so | do not point them out because
Maynard is doing well. We all have to work these issues more intensively.

Thanks ogain for your hospitality.
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I felt I would like to take a few seconds to write you
a short note to thank you for the effort which you put
in during your visit to the U.K. I am sure that all the
people you met with found it very useful and, as I said,
visits of Vice Presidents always considerably boost our
morale and I would like to just remention the need which
I feel for Pete Kaufman to visit the field.

I did have a very pleasant letter from Dr. Thomas thanking
us for our efforts and stating that he feels that our
regular meetings are genuinely helping the Edinburgh
Computer Centre relationship. Additionally I believe that
your input concerning getting our own points on those
agendas is valid and we will be implementing that in the
future.

vou will remember that while in Edinburgh we discussed the
11/45 quality problem and the effects which it was having
with the UK Government testing authorities. We have had

a recent meeting with the Technical Support Division at

the Department of Trade and Industry and I believe that
with the appropriate reassurances and setting up a better
communication link between DEC and themselves we will be
able to retrieve the situation. However, 1 believe we are
going to have to do some very hard thinking and shovelling
to get ourselves completely clean again. We have never
been politically favoured as you know but at least up until
recent months we were very strongly favoured technically
from the standpoint of product excellence and excellence in
quality and engineering. I hate to lose this as this was
the main string to our bow and we will be working hard to

restore that.

Thank you again for your effort - we look forward to seeing
you again soon.

Regards from the U.K.

NORTH EUROPE

DIGITAL EQUIPMENT CORPORATION - |
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cc: Jean-Claude Peterschmitt : > FROM: Win Hindle
Ted Johnson
DEPT:
EXT: LOC:

SUBJ: Visit to U.K. |

Thanks for your hospitality on my recent trip. It wos very useful to be in the field, listening to
customers and salesmen.

I wish there were something | could suggest to you, but there is very little, since things seem to

be going so well. Your U.K, District Managers seem challenged and eoger to grow. Field Service
is now back on top of installations after a rough summer. I didn't have the chance to talk with
anyone from Software Support, but | suspecf‘:ﬁey need some help. I think there should be District
Supervisors for Software Support - Dave Cope clearly can't supervise all those people himself, and
I do not believe they can get proper supervision from the office managers.

You might give further thought to the forecasting issue. 1 suspect we might ask the field for
12-month unit forecasts at some time in the near future.

Congratulations on the team you have put together and the results you have gotten;

bwf
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European Visit

I have a particularly good feeling about our strength in Europe following my
visit this year. Our growth in business seems to be matched well with manage-
ment growth in almost every area. Following are some observations, many of
which I have already given verbally to you.

Two of the men on your EHQ staff returning to the U.S. this summer are upset
because we do not have a clearly defined job for them in the U.S. - Dave Packer
and Ed Joferian. 1am, personally, sure that we will work out appropriate positions
because they are good people. However, they are unsettled still and I will work
with Al Bertocchi and Dennis Burke on this. We have to do much better in trans-
ferring senior people between the U.S. and Europe. On the other hand, Ken
Senior and John Holman are delighted at their coming moves to the U.S.

Brunno Durr and Pierre Yves Tiberghien appear to be on top of their jobs. They
both seem to have the appropriate loyalties to Europe and to their functional
managers in the U.S.

Chris Scott is still struggling to get on top of his job, I feel. He has a particularly
difficult task since the Regional Managers are obviously not easy to please. I wish
I had a clear suggestion as to how to help Chris. This functional area is also most
difficult in Maynard where we haven't solved the relationships among product lines,
regions, and the central group. The move to have Public Relations and Promotions
people in the European regions is a good one, I think. The more you can get the
three Regional Managers involved in working out this area with you and Chris, the
better the ultimate solution will be.

I have already mentioned my observations of Helmut Coqui. In your European
Management meeting he was somewhat divisive on certain subjects. At the

meeting we had in Munich where he was the Chairman, he was the "stabilizer".

On pointing this out fo him, Helmut observed that he felt under attack often in
your meetings and reacted defensvvely Perhaps you can use this to work with
Helmut and make the European meetings even more constructive. As you pointed
out, the German group has very positive ideas on almost any subject you bring up.

I found Helmut very constructive in supporting an overall DEC view on such subjects
with his people. I think you can work on him to make sure that European matters
are as Important to him as German matters. It will be difficult, in my view, to find
someone to fill his position for two years. It will have to be someone who is very
strong and respected, otherwise the other German managers will resist his manage-

ment strongly.
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Attached is a memo regarding the DECsystem-10 organization in Germany.
Hidmt and Ward will have to work very hard to keep Juergen Kesper productive.

I was very pleased to see how Peter Mazlowski has developed and I hope he

will agree to manage the entire CSS operation in Germany for the next two

years. We must make a better profit in the software group there. A change
proposed by Jim Murdock in the accounting for that group will help to give

us a better picture of the operation. Weiner Heyn is good and very proud of

his operation. Peter could provide good leadership for him and make sure Warner
doesn't become too inflexible.

.

Helmut ond Elard Giffhongeem to be on top of the Work Council issue in
Germany. I'm sure you and Ed Jaferion will remain close to it. It sounds
ominous to an American, but | feel better after hearing the German managers
talk about it. They seem to be doing the right things.

We did not discuss the Employee Council in Fronce; I had meant to do that.
From the information I received previously, 1 suspect we ought to go ahead
with that before being forced into it. We should discuss that when we talk next.

As you predicted, I found Berger Kvaavik much more on'top of his job than the
previous year. 1 feel that he still tends to "lecture" his people a bit too much

and I'm not sure how much they dare disogree with him - this could be a problem

in the future. Kurt Nilsson is one of the finest Field Service Managers | have met.
He con go much further in management in the future. Tomas Lofgren hes a good
group of well motivated software support personnel. He does not seem as well
organized as I would have hoped for one we are thinking of as a Regional Software
Manager. On the people side, he is clearly superior; I'm not yet convinced on the
administrative side.

Our Director's Meeting in Stockholm went well. Sven Asbrink is a fine choice as
Director and could be very helpful if Berger will use him. I hope you and Geoff
will occasionally meet with him, olso, to keep him interested.

The French Office has settled down measurcbly since I last visited. The new quarters
clearly help and losing a few disruptive people have helped. They still feel con-
strained by what they believe the restrictions on them are and I encouraged them to
come forward with proposals they believed would work. We talked about developing
the industrial market and 1 suggested they make a proposal to Bobby and you on how
they would like to move in that area in the next several years. At this point, they
don't see that they have some freedom to operate and you and Bobby should encourage
thot. Even in Special Systems, they are hesitant to fight hard for a local group.

This may be a result of the relatively conservative leadership that Claude Tissot pro-
vides ond it is probably the area that we should work on with him.
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Across the company, we have a real need to decide on a strategy for the
industrial markets. It is certainly true in the places I visited and in the
U.S. Sam Melo could help to put together some ideas, but it will take a

lot of work with you and the three Regional Managers to bring a strategy

to reality. 1told everyone about the proposals being worked by Brad Vachon
for the automotive industry in the U.S. and they were eager to keep in touch
with how this progressed.

Ward MacKenzie has been very well accepted in Europe by everyone 1 talked
with. I have no suggestions on how he could do his job any better because it
" seems fo be going so well.

The question of account management will have to be worked very hard to suc-
ceed. In Germany, they are convinced it cannot work without reducing yields
by 20%. I suggest you press the issue very hard at your Sales Managers meetings
to get the concept fully accepted. They they will have to sell it at the District
and Branch levels. I would place it quite high on the priority list of goals for
FY74.

Further development of European Special Systems, particularly your idea of
"E8RmBUrer centers" is one T will have to think about and talk about more.
Intellectually, I like the concept, but I do worry about the difficulty of trans-
porting competence across geographic borders. We will have to work on those
ideas over the next few months.

In summary, | believe Europe is in excellent shape. Isee no glearing weaknesses
except the ones we have across the entire company (i.e. penetrating the industrial
market, software support organization and responsibility, poor delivery information).
I enjoyed my week and got a refreshing view of our many strengths as an organization.

ga




ﬂﬂﬂﬂan INTEROFFICE MEMORANDUM

TO: Ward MacKenzie DATE : 5/22/73
Helmut Coqui
FROM: in Hindle
CC: Jean-Claude Peterschmitt
Ted Johnson P
EXT :
SUBJ:

German DECsystem-10 Sales Organization

I have already talked to Ward regarding my extensive conversation with
Jurgen Kesper. Let me summarize my thoughts:

I. Juergen is still very upset about having to report to Gerhard Konig. He feels
we were not open with him about his problems. He feels Gerhard was hired
without his okay (which he feels we said we would obtain from him), and he
feels he can learn nothing from Gerhard.

2. Juergen feels he has support in his feelings from other managers in Germany
(he did not say who). He claims that they (as well as he) believe Gerhard
will fail because he is “"not a DEC-type guy". He claims these others do not -
believe that Gerhard had the experience he claims to have had.

3. It is clear to me that Gerhard will succeed only if both of you work to support
him strongly. Isuggest that Helmut work with lzisfer, Krings, Hofmann, and
Berger to make sure they support Kong, I suggest Ward work with Kesper to
show him he can learn management techniques from Konig. This must be a well-
coordinated strategy and Konig must know the situation and what you are doing
to support him. Also, Kesper must know how much we appreciate his success
and how much we want him to grow in manaogement ability. From here on, |
think everyone should be very open with everybody else. Trying to keep secrets
has not worked and I believe success will come by having everybody understand
the situation. :

gao
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T0: Jean-Claude Peterschmitt DATE: June 1, 1972
cc: Ted Johnson FROM:  Win Hindle
DEPT:

SUBJ: Europeon Trip Report

Once again I had an excellent visit in Europe. The plans worked out beautifully and I met
more of our employees than ever before. [am very positively impressed by the quality and
dedication of our European employees. The whole organization is noticeably stronger than

a year ago and I am very pleased by this progress. You should feel a strong sense of accom—
plishment.

We have discussed France verbally, but in summary I feel Claude Tissot has consolidated his
own position as manager very nicely. However, I believe he has let Field Service slip badly
and as a result our response time to service calls and morale are both poor. Claude has stayed
away from managing Tony Adcock because he was sensitive to the fact he previously held that
position. T discussed this with both Claude and Ken Senior and encouraged both to help Tony
succeed, because he is just floating free at the present and needs help badly.

The only other worry in France is whether it is wise to spend money trying to get 10 business.
My own feeling is that it is a waste of money which could far better be spent in other districts
(Switzerland, Germany, U.K., Scandinavia and Benelux). Also, our salesman does not seem
to have any good ideas where to go for business in the private sector. I think we are doomed

to failure on the 10 in France with our current course of action. I hope you and Ward will look
hard at this and make a change.

In Germany, the greatest pleasure of my trip was a much stronger respect for Helmut Coqui's
abilities. I found him much more sensitive than previously to the people in his organization
and their relationships with him. He agrees that he is supervising far too many people directly
and is working to correct this in time. His managers all commented to me that they feel the
need to work with him directly more than they are able to do. Karl Hofmann is clearly a
strong leader and Helmut appropriately relies heavily on him.

Helmut Peroebner is a mystery to me and I did not have a chance to talk to him alone. His job
seems ill defined to me, and I understand you are pressing Helmut Coqui to define that job.

It is very important that we measure the Sales Support Managers' jobs (also in UK and Scandinavia)
because they could be just added overhead if we are not careful. We have taken 3 good salesmen
and put them into these three positions and we must be sure that they are contributing more than
they would as salesmen or sales managers. If the job is primarily administrative (trade shows,

order processing, coordination of product and market information), then we could use more
administratively adept people to fill the jobs rather than proven salesmen. 1'd like to see you
really get a better handle on the District Sales Support Managers' job and the qualifications

for the job.
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I discussed Juergen Kesper at length with both you and Helmut Coqui. Juergen is having
great difficulty hiring good people. 1 feel he will always have that problem and that he
will thus limit 10 sales in Germany. We should find o way to allow Juergen to have
responsibility for scientific 10 sales and have another group under another manager for
other markets. We definitely must not lose Juergem in the process because he is an
excellent man and a proven producer of business. This is a very tough management problem
but I believe you and Helmut are going to have to develop a strategy to solve it.

Willi Kister is doing extremely well. 1 had a very good visit in Hannover, although 1
think Willi could not see why I was there. He has built an excellent team and has arrived
at a nice balance between supervising the German lab/research market and his branch
office (Juergen Kesper on the other hand has totally let the branch function without him).
1 believe Willi has a great potential for increased management responsibility in the future.
He feels he could get the same yield (which is already excellent) on 4 more salesmen than
budgeted in FY73 in the German lab/research market. Ithink we ought to change the
budget and give him more resources and get the business. Is there some way within your
European budget to put more salesmen into that market in Germany ? It looks like an easy
way to generate another $2 Million in bookings to me.

After visiting Germany, 1 am wondering whether it might not be well to have the Market
Sales Manogers (Kesper, Krings, Kister) located with Helmut Coqui in Munich. Particularly
in Juergen Kesper's case, it would put him in the same office with the Large Computer Field
Service Product Support Manager and Large Computer Software Support Manager, which is
something he wants very much and I feel he should have (of course he wants them in Frankfurt).
With all the Sales Managers in the same office with Helmut Coqui, I believe he would be in
better control of the overall German Sales situation. The disadvantage, of course, is that
there would not be senior people in the branch offices to supervise day-to-day activities.

In Kesper's case it seems clearly like a good idea to me, but I am not as convinced about the
others. You might give it some thought with Helmut.

The moves Bobby has made in Switzerlond are a good start at re-building the organization.

I had a fine visit with Walter Huwyler in Zurich. He will always be somewhat difficult to
manage but 1 believe Bobby has him onalyzed well. Iwould reclly like to be putting PDP-10
effort into Zurich (I would trade that position with the one in France). Walter should not
supervise this effort but one 10-man operating in Switzerland could be effective. Jean-Paul
Mueller could probably supervise the 10-man, though it is going to take him at least 6 months
to get on top of his new job. I think he was an excellent choice.

Alberto Carlucci is one of the most dedicated men I have ever met. 1 do not know how he can
continue to fight for business in a country where he has lost respect for the government and
most of the people. He has thought about how to get business for DEC in Italy so much, that
I'm ofraid he may not be making the right assumptions any more. Pier-Carlo Falotti ( who is
such a competent person) said (after I pressed him for idecs) that he believes we should be
selling "ocross the board " rather than concentrating in the narrow markets Alberto has defined.
pier—Carlo also thinks we would get more business in Turin and Rome if we had a man there.

EE——— — . - - cm v ————————
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I have no idea who is right, but I did suggest to Bobby that he hold an Italian "Woods"
meeting on sales strategy and invite Alberto, the two salesmen, Pier Carlo Falotti, and
Piero Balladelli (who seems very solid and interested). Then Alberto would have to "talk
out" his strategy with Bobby and the people who are more knowledgeable about the market.
In my discussions with Alberto and his people, Alberto hardly gave anyone a chance to
talk. I am afraid he is not listening anymore.

Pier-Carlo Falotti has come up with some very innovative field service contracts in order
to get more business. You ought to look these over with Ken Senior (who has approved
them on an experimental basis, apparently) and see if they have applicability elsewhere.

I have no particular thoughts on Belgium and Holland except everything looks very good.

We have two good managers there and they seem to be right on top of things. Ralph Hollenberg
is a real professional at managing and he has good men (Peter Picktall was an excellent

choice). At the same time, I don't sense any long-term commitment on Ralph's part; I think

he would leave in a minute for a job which looks even slightly more attractive. Michel Dawance
is very sharp and analytical but he doesn't present himself yet to best advantage because he
doesn't talk positively enough. I mentioned this to Bobby and I think he will work on this

with Michel. The 10-man in Holland impressed me and I feel he will do well there.

As far as Bobby is concerned, his biggest problem is to get a viable plan in Italy and help
J-P Mueller take hold in Switzerland. Bobby is challenged by this for another year and then
he would clearly like to go to Maynard. We should jointly figure out by January how to use
Bobby in Maynard for he is truly a top-rate manager.

Birger Kvaavik is doing his absolute best to succeed, but he doesn't seem to be pulling it off.
It is a tough district with that spread-out geography. The most serious lack at the moment

is the vacancy in the Stockholm branch. Per Hierppe has never really filled that job, by

his own admission, since he was still trying to cover the 10 leads and cover Finland. On
July 1, Per will go back to being full-time 10 Sales Specialist for the District - which is what
he really wants to do, I am convinced - (After a year, Per would like a 2-year job in Maynard.
It seems that is in the minds of a lot of people - we will have to hire a boat on July 1, 1973,
to take them all over.) Ihad a very brief chat with Lars=Eric Jansson to try to get a feeling
of whether he could (or would want to) do the branch job. I do not believe he should do that
+ b as he strikes me as being for too indecisive and withdrawn. Thus, that is still a big hole
for Birger to fill, and there is no obvious answer. Iwould suggest a branch manager from
some smaller area, but then the language becomes quite a barrier.

I gained a great deal of respect for Per Hjerppe in my time with him in Stockholm and in
Helsinki. He will bring in some 10 business if it is possible, and I believe it is. I suspect
he ought to stay in Scandinavia for 2 more years, rather than the one he is suggesting, to
solidify some business and train someone fo carry on.

My intuitive feeling is that Birger is not strong enough as @ manager to make Scandinavia

o real success. I got a strong feeling of distance between him and his people when we were
all together. They don't relate to him as people in other countries relate to Helmut, Bobby
and Geoff. He has to win them on his leadership, since he cannot do it on technical grounds,
but I sense they have not accepted him on any grounds at this time. My advice is to begin
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searching for a Scandinavian District Manager for I think Birger does not have the ability
to put the district together.

Birger has probably told you we spoke to Dr. Leif Lindh. He is outgoing and sharp but
highly concentrated in his consulting activities in consumer indusiries. The next step is
for Birger (and you if you would like to do it) to meet at length with him (since we had
a very short visit) to see how he could be of assistance to us with the set of contacts he
hos. He had an excellent attitude in that he only wen ts to be a Board Member if he can
make a positive contribution. If Dr. Lindh doesn't want to do it (or if we don't think he
can) then he offered (and so did Mr. Tannberg) to make suggestions of other people.

I judge you knew we were committed to go to Finland with a man very soon (was this
proposed to the Operations Committee and I missed it?). Since the commitment had been
made, |1 backed it up strongly during my trip. I think it is the right thing to do.

I hod a short chat with Pierre-Yves Tiberghian and told him 1 was pleased at the work on the
European Profit and Loss Statement. He is still trying to refine it. Don't let the figure of
merit get too complex or no one will believe it any more. Accountants have a way of
running away with a concept like that one.

You and | spoke of the need to identify career paths for people such as Ed Jaferion and
Dave Packer so they would not get nervous about their future as the time to return to
Maynard approached. 1 will work on that issue with Dennis Burke as I agree it is very
important.

We also spoke of the desirability of your working out a set of goals with each of your
functional managers (their functional department manager in Maynard should do the same
with them). Unless you and your managers are very clear with each other, it would be very
easy to go down different roads. I think this is particularly needed in Chris Scott's case.
Of all of your functional managers, I sensed Chris had the hardest job of satisfying both
regional and district needs and therefore needed your help most.

In summary, it was a very useful trip for me. I feel very comfortable that our European
business is in extremely capable hands.

bwf
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: ﬂﬂ@ﬂﬂﬂ INTEROFFICE MEMORANDUM

TO: Jean-Claude Peterschmitt DATE:  June 16, 1971
®
cc: Ted Johnson FROM: Win Hindle
DEPT:

SUBJ: European Visit

Each year as I write a report on my visit to Europe I feel more positive on the operation. My overall

feelings at this time are very positive. A number of problems that existed a year ago have been solved.

Except for U.K. and Italy, I heard little talk of economic slowdown. Next year should be quite good
in most areas.

The U.K. organization during the next year as we work toward a market-oriented structure will be
difficult. I am sure Dave Lawrence will do a good job of holding things together, or even developing
them along the lines that Geoff Shingles lays down before he comes to Maynard. 1 am worried that

we will not put a concerted effort on 10-sales in the U.K. for FY72 (Peter Watt is also very concerned
about this); I will look forward to hearing how you resolve this question with Geoff Shingles. The
Branch Manager meetings in the U. K. are very useful; I think you should encourage Geoff to mix
functional managers into this group. The team building in each country will become more and more
important as each area grows in total people.

My visit to Scandanavia was quite specialized so | have no solid comments except a generally good
feeling about Birger. Let's make sure we stay close to budget there because his projected growth is
very steep. If he starts missing on bookings, I believe you should hold back on his expense growth
rate.

I spoke with you about Germany. In summary, it seems to me the market organization concept is
well accepted but it will be rough to manage during the coming year. The split between branch
and market responsibility has not been clarified. In particular, this will hurt the establishment of
closer relations between branch managers and field service branch supervisors. In general, I felt
that the Munich office was a series of small domains, not one team. Since you have talked to
Helmut about this, as has Dennis Burke, I will not write a special memo to Helmut. Next time we
meet [ will bring it up and ask him how he is doing on that problem.

Special systems should be emphasized more in Europe. With the current managers, I am afraid we
will not be aggressive enough, so I will discuss this with Brad Vachon. Special hardware/software
systems under Werner Heyn are having great problems in Munich, so that problem needs resolution.
I feel that these types of specials should be done under one boss who has adequate resources to be
successful . Werner is not ready for this kind of responsibility yet; in fact, he needs a strong
supervisor who can both help and control him a bit.

I was very favorably impressed by Karl Hofmann, Helmut Perobner, and Erich Knoller in Munich.
They all seemed competent and broad in the definition of their jobs. Helmut Coqui can really put
together an excellent team, if he puts it high enough on his priority list.

DEC 5-1043-D
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Italy is a disappointing country to me. Business is so difficult and our people seem so good. 1
talked with Bobby about this quite a lot and my advice is to keep Italy at a low expense level

until we see business easier to get. [ would not expand, in fact, I would think of cutting back

on sales effort to as small a number of salesmen as are needed to cover the large industrial customers.

Switzerland needs a leader and less overhead, and 1 think Bobby sees it the same way. I suggest
you help Bobby in letting Pierre go find another job and appointing @ new manager. We should
be doing a lot better in getting Swiss business.

It was a real plecsure to visit France and to see how well ClaudeTissot is fitting into the leadership
role. Everyone I met seemed relaxed and much more of a teamn member. I am still somewhat
concerned about expanding our business in France because of the high level of nationalism still
present. We should certainly emphasize the markets that are influenced least by the French govern-
ment, and | believe Claude intends to do this.

I have no particular comments on Belgium and Holland - both are proceeding well with good managers.
Ralph Hollenberg may tend to be a bit strong=willed at times, and 1 'm sure he will have to be
counseled to keep himself under control. The spirit in both offices attests to the excellent job

Bobby has done in these areas.

At the regional level I sensed the need to build the group more as we discussed. Pierre~Yves needs to
meet and talk with Al Bertocchi as soon as possible, and I will speak with Al about this. My impression
upon talking with others is that Pierre=Yves has done the accounting job we asked him to do; however,
in doing it he has still not sold himself as a manoger that inspires confidence. Dave Packer commented
that in his opinion European accounting was in better shape than Maynard accounting. In the various
offices, | picked up a few very positive remarks about Dave and the work he has done. My only
negative feeling about Finance was to wonder whether the pendulum had swung too far and we were
collecting too much detail (which would also mean spending too much in expenses).

Ed Jaferian clearly needs help in Germany. [ would like you to push Ed on finding a man so that
this person can get on board and start helping Helmut on his organization. It is a pleasure fo see that
Ed has the confidence of most everyone in the districts.

Bruno Duerr may have some difficulties in being a manager. He will need your counsel from time to
time, I'm sure; but he may not ask for it. He seemed a bit stiff and not too confident and left the
least favorable impression on me of any of the managers I met in Geneva.

PDP-10 specialist hiring is very, very critical so I urge you to stay on top of that. At the present
level of specialists, I consider $7 Million for FY72 quite optimistic. Peter Watt is also nervous
about meeting that budget.

The French office group suggested a general policy of introducing new products in Europe three
months after U.S. introduction. However European salesmen should be totally informed at the

time of U.S. announcement. I suggest you discuss pros and cons of this at a District Manager Meeting.

It wos a pleasure to visit again. I appreciate all the hospitality. Please thank Rosemarie for her

/ '
Z‘

excellent coordination of arrangements for me.

bwf -




VERY CONFIDENTIAL

Eﬂ@ﬂﬂan INTEROFFICE MEMORANDUM

DATE: June 8, 1970
SUBJECT: European Trip
TO: Jean Claude Peterschmitt FROM: (_Wm Hindle )
cc: Ted Johnson

From my viewpoint, my recent European visit was certainly worthwhile. 1got a frank reading from
most of the managers on their current status, and I felt I could be open with all of them. Let me go
through each country and give you my thoughts and recommendations:

England -  The U.K. is going well and I expect they will have another excellent year in FY1971.
Geoff is a natural leader and has achieved a high level of motivation and success. He has finally gotten
Geoff Finch out of a manager's role, which is long overdue, and has put his best man (Peter Herke) into
his largest office. The London salesmen need a good strong pep talk to jazz them up and Peter will
surely do this. Bob Thorley seems a good choice for Manchester.

My only criticism of Geoff Shingles is that he has spent too much time on non-sales matters (i.e.,
both budgeting and space searching have consumed great quantities of his effort). I believe he could
have assigned some of the clerical parts of both of these tasks to someone else. Geoff does spend time
with his service managers and it shows == he has achieved excellent relationships with Dave Lawrence

and Chris Morris. i

France - Doing business in France is so frustrating; it is even affecting such an imperturbable
manas Lovis-Noel. You have convinced me that there is so much uplift in our French prices that DEC
adds profit by being in France. Otherwise, I would strongly urge our holding off any expansion there
because of the high cost of sales. As it stands, I believe we should spend no PDP-10 effort there since
I see no chance of success with that product. Louis-Noel feels that when the 5-year "arrangement"
between the French government and CIT lapses at the end of this year, we have a good chance of
selling 10's. CIT has sold 25 Model 10070 (Sigma 7) computers while we sold two PDP-10's.

I think Louis-Noel is just great; he is sharp, he understands Americans and Frenchmen, he likes DEC
particularly well. I believe he has leadership potential beyond the French manager's job in the future,
if he wants it. If you have special one-shot assignments at the regional level that need to be done, I
suggest you give a few of them to Louis-Noel to test him for broader responsibilities in the future. L

Ital - The other high frustration country for business is certainly Italy. AI'. fhe. same time,
our two men have done well there this year. Alberto is another natural leader who is shl! very new
and green at managing. I think he will do as well as anyone could do at getting business in Itoly..

[ believe Alberto needs to be counseled and helped by someone with more expertise than Pierre Jaillet;

in addition, I think Alberto does not respect Pierre.

DIGITA
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As in France, we should continue to be certain we are charging an uplift that assures added profit,
since ltaly is a high sales cost area.  Alberto respects you very much and [ would urge that you
give him as much time as you can in the next year. One altemative idea to your spending time
with him is to have him attend District Managers' meetings, since he is very smart and could absorb
a tremendous amount from other managers.

Germany - I mentioned my thoughts about Helmut Coqui in some detail. He tends to think
problems are solved before they are really solved (i.e., Peter Schmidt is not settled down yet from
the blow of not being selected District Manager, yet Helmut thinks the problem is behind him).

He has a real building job to do with many green managers in branch sales and branch field service
jobs. Vince Marshall should be a considerable help to him since Vince is experienced and a strong
personality.

We really have fantastic potential in Germany, from my viewpoint. I'm enthusiastic about going
ahead with as much business as our young managers can handle. 1 think you should spend a lot of
time with Helmut helping him build a "team" -- it seemed to me that the "team idea™ was weaker
in Germony than any other country except Sweden.

Helmut has got to work hard with Peter Schmidt to keep him happy, productive, and feeling important. = =

I think Helmut was an excellent choice as District Manager and I expect he will succeed very well.
He seems to have a good feeling for Americans and for DEC.

Switzerlond = | have never been impressed by Pierre Jaillet's ability as @ manager or as a salesman.
This trip did not change my view. He is more interested in style than in content; he is not very
effective at his biggest customer - CERN. He is not respected by Alberto Carlucci. I think Pierre

is pleasant but ineffective in a company like DEC. Isuggest you phase him out of the company since
I don't see any job where he can really contribute.

We need o stronger man at CERN. Yves is good technically but not outstanding. Pierre does not
fill in Yves' weak points - that is why we are having trouble at CERN. Can we hire a strong
technical mon from CERN? | suspect Yves would do well selling in a less political place than CERN.

Sweden - I talked at length with Kjell Reistad driving from Lausanne to the Airport. He is
+111T7n o disturbed state about his failure to convince Personnel of his problems with Swedish personnel
requirements - legal and accepted practice - and about his failure to control Sven. He p.oured out
his troubles solidly for 30 minutes. He would like to go back to a technical job and considered the

U. S., but his wife said "NO!" He says he wants to continue to be Swedish branch manager, but

I feel he could be talked out of that into being a super-salesman in Sweden. I stron.g|.y'urge that :
you and Kvoav ik (when he starts) try to get Kjell to give up all management responslb!hfy - he can't
do it and it really eats away at him emotionally. Before Kvaavik arrives, 1 would like you and

£d Jaferian to meet with Kijell (all three together) to try to resolve his Personnel problems with

regard to legal requirements in Sweden.
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Regional = I was pleased at the way Ed Jaferian and Myron Myers are doing their jobs.

There is still much to be done in both areas, as we know, but I think they have a balanced view

of priorities. As I said in a separate memo, I think Bill Newell is tired and should be replaced

by a European. That poses a problem since Dave Lawrence is not yet ready for more responsibility -
maybe he will be in 6 months and the change could be made then.

I mentioned to you that Pierre~=Yves Tiberghien worries me from the point of view of building a
staff beyond our need for that staff (i.e., - empire -building - though that is too strong a word).
Pierre~Yves is having trouble understanding DEC because of his past with big administrative
structures at big organizations. He needs your attention to a large degree now because he is not
sure what is happening to him in the budgeting. I hope he can "unbend" from his formal training
and become more flexible in approaching his job.

You seem to be very much on top of your own job at this point = congratulations for that. The
men reporting to you have a significant respect for your counsel and wish they could get to see
you more often. On the other hand, I repeat what 1 said directly - please govern yourself so
you don't endanger your health by working too hard and too long. We will all be happy if you
grow 65% instead of 75% next year and remain healthy so as to grow 65% the following year.

bwf
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INTEROFFICE CONFIDENTIAL
§ MEMORANDUM

SUBJECT DATE

EUROPEAN TRIP 25 July 1969
TO Win Hindle FROM Jean-Claude Peterschmitt
ce: Ted Johnson

Many thanks for your notes. These sort of comments are extremely
useful to me, as they help me evaluate our development, and set
priorities.

Trips like yours are very effective, in two important ways: they
contribute, I believe, to a better understanding in Maynard about
what is going on in Europe, and they help people in Europe to
understand the Company, and to feel closer to it. I sincerely hope
that you can find time to come on a regular basis.

A few comments on the negative elements you pointed out:

GERMAN MANAGER

We continue to look for a man from outside, as we may hit upon "just
the right man" in this way. I agree with you that the best

immediate solution appears to be an American in a temporary position
while one of our people from inside gets ready for the job. I
believe the temporary manager should clearly be made 'temporary', in
order to avoid as much as possible the image (a) of having an
organisation controlled by an American, and (b) of changing 'permanent'
managers continuously. At the time when Bill Long was considered, I
had planned to give him the title of 'Chief Engineer’'.

I have raised the question of a temporary American manager with Ted
Johnson. If you happen to identify the right man somewhere in our
US organisation, I would very much appreciate your discussing him with
Ted.

- continued -

DIGITAL EQUIPMENT CORPORATION INTERNATIONAL EUROPE - GENEVE




FRANCE

Your criticism about changing managers is justified. I have been
too sensitive to Pierre's frustrated reactions to an environment
with which he could not really identify. However, as Joly has

accepted, I am confident that we are now off on a very good track.
When I made the offer to Joly, I raised frankly the aspects of his
personality about which we had some questions. His reactions were
extremely positive, and the very open and personal contact I estab-
lished with him on that occasion left me with a very positive
feeling.

As for Pierre, I agree that he has a lot to learn, and he knows it,
in spite of his very self assured appearance. The recent dropping
out of Tom Lawrence gives me the double opportunity to put Pierre
in a tough front line spot (he will be in charge of a combined
Swiss-Italian district), and to keep him under close guidance.

France as a whole is£ill, I believe, an area of real potential to
us (although, I admit, I am obviously biased). Depending upon
statistics, France today ranks second or third in terms of number
of computers installed in European countries. This should more or
less also be true for our type of computers. The rules of the game
are just a little more “different" than they are, say, in the UK or
Germany.

NORM HUTCHINGS

I plan, and have already begun, to spend more time with Norm, in order
to:

- strengthen him in his present responsibilities

- evaluate what can be his ultimate position.

I hope that it will be possible, with Brewster Kopp, to re-think
very clearly what Norman's role should be. Contrary to the way he
has been considered up to now, as performing an operating role within
an organisation, entirely defined and controlled by Maynard; his role
as a manager, reporting to me, as I see it, includes the following

duties:

(a) operate the European accounting set up within rules set
by the corporate accounting organisation;

- continued -
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(b) play a key role in setting up the European organisation
within the corporate financial organisation: contact
with banks, dynamic adaptation to changing European con-
straints (devaluations, payment policies in each country),
maintain the link between subsidiary managers and cor-
porate accounting and finance;

(c) develop the European reporting system needed for planning,
budgeting and control at all levels:;

(d) develop financial per formance criteria for himself, for
subsidiaries and for Europe:;

(e) establish the structure for the organisation needed in
Europe to perform these tasks. For this, he must be given a
sufficient degree of authority and autonomy.

For instance, he should not be told what staff he needs. A
key factor will be his ability to interface smoothly with the
corporate organisation.

This is, admittedly, a very big job, and close collaboration between
Maynard, Norm and I will be needed.

ORDER PROCESSING

This is, indeed, a very untidy area. As Maynard is taking very
significant steps to improve the set-up, a considerable change for
the better can be expected soon. The planned position of an order
processing analyst for Europe, located in Maynard, but regularly
visiting Europe, should be very significant. It will allow us to
identify the errors we are making on both sides, and to correct them.

However, I continue to be convinced that the processing of orders, as
such, is far from being the only cause which results in apparent
order processing problems. I believe that production scheduling,
inventory control, engineering program scheduling, etc., are among
the frequent causes of our problems. The whole area of commitments
to dates, specs, etc., is one where I think drastic improvement is

needed.

- continued -
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SWEDEN

I am very glad that you had a good feeling about Sweden. It has
been my impression for a long time that Kjell is running a much
better organisation there than he has ever been credited for, and
recent results are there to confirm this.

I believe the Swedish '"separatist" attitude is improving. Kjell

is certainly making a great effort to improve the contact. Un-
fortunately, the distances are great, and I, as well as others from
Europe and Maynard, don't get to Stockholm as frequently as is really
needed. I

In addition to some difficulties in expressing his ideas in English,
especially in meetings, Kjell's problem has been for a long time ‘
that, as "director and manager" of the Swedish operation, he thinks

he should be free to run it as if it were a company unrelated to a
larger organisation. I am glad that you encouraged him to present
his proposed policies in a documented form.

However, it is true that I, as well as John Leng, have frequently
taken a discouraging attitude towards excessive adaptation to local
practices in each country. I continue to believe that there are
many areas where standard company approach is, in the end, more
effective than standard country approach. After all, as far as I
know, even in the the US, there are many things we don't do "like
everyone else". The right balance between the two is a difficult
one.

GENERAL SUPPORTING STAFF

You did not mention this in your report, but, following your oral
comments, I have also given some more thoughts to this problem.

I, too, am concerned by the fact that we need so much more supporting
staff than in the US, and that, at the same time, this staff appears
overloaded in many places.

It is true that a greater effort is needed to streamline our

organisation and methods, and I will re-emphasize this problem to
the subsidiary managers.

- continued -
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On the other side, I am sure you realise that there are a number
of tasks which a Buropean district has to perform, that do not
exist in a comparable US district. These include :

1 153 Proposals

European customers are not used to working over the
telephone. They want everything in writing, and in
detail. The fact that practically all our literature
is still in English necessitates a large amount of extra
effort, in that all relevant information has to be trans-
lated and re-typed. A typical proposal covers several
pages, where in the US the printed material appended to
a brief proposal is sufficient.

v R Customer Orders

These again are long. Careful review of the terms and
conditions (by the salesman), and lengthy answers are
again needed. Once more, the telephone can rarely be
used effectively.

3 Administration

A typical order requires a lot of documents related to
shipping and customs (import certificates, etc). Again
translation is needed.

4. Handling of Customer Enquiries (replies to advertisements)

In some areas we are running several months behind (eg UK).
I am trying to free enough budget to establish a central
direct mail set-up and get up to date.

The fact that a basic requirement for a secretary (except in the
UK) is that she speaks two languages means that, on the whole, we
have girls of a higher degree of intelligence. This sort of girl
tends to be slightly reluctant to work on the more routine aspects
of a job. She therefore has less experience and is not as good

at her job.

- continued -
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However, in view of your comments, we are continuing to look into
this particular problem in order to make sure that we do not have

any unnecessary paperwork, and that what has to be done, is done
effectively.

Thank you again for your very full comments on your trip.

I always appreciate receiving comments or criticisms which will
help me to establish a strong organisation in Europe.

\8 S = o~ = CR Al
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CONFIDENTIAL i

Er:_@an INTEROFFICE MEMORANDUM

DATE: June 11, 1969
ECT European Trip
Jean-Claude Peterschmitt FROM: Win Hindle
c Ted Johnson

My two week trip to Europe accomplished exactly the objectives I had in mind - about 50% of the
time was spent with customers and 50% with our own staff. My arrangements were excellent; please
pass along my thanks to Chris Hadlow for a fine visit.

Let me list the major positive and negative points first and then proceed to more detail:

POSITIVE

I. District and branch managers enthusiastic and competent.

2. Customers | visited expressed good level of satisfaction with DEC.

3. No major problems with delivered equipment (i.e. our field service is several fold more
competent than several years ago).

4.  The personnel freeze has been quite well accepted.

NEGATIVE

1. No German Manager in sight.

2. French Manager will change again - third man in three years.

3. Norm Hutchings is in turmoil.

4. Order processing still not smooth (both Europe and U.S.).

5. Sweden has developed a "separatist” attitude to some degree.

ENGLAND - Geoff Shingles seems to have an excellent feeling for his job and his people. He is
WI with his 3 branch managers. Weaknesses this past year in PDP-9 and module sales are
recognized and corrective steps are being taken to meet the 1970 budgets for each product. [ have

a very good feeling for our future in the U.K.

HOLLAND - Bobby Choonavala is still struggling with a new operation. This past year he has missed
Fiz budget due primarily due to lack of PDP-10 bookings. However, the 10 looks promising for a few

systems in .

OIGITAL EQUIPMENT CORPORATION ¢ MAYNARD, MASSACHUSETTS
10
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We have developed excellent relationships in major universities and with the Dutch Government
ond I'd say the future for all products is very bright here. I think you should spend some time with
Bobby on the administrative side of his job as he seems to shy away from this. His customers seem
very close to him.

FRANCE - I developed negative feelings about France, perhaps for the same reasons that Pierre has
developed negative feelings. It is so difficult to do business there from the sales viewpoint. Also,
the difficulty of employee relations (government control over policies) seemed most severe of all our
subsidiaries. 1 think it is going to be increasingly difficult to sell PDP-15 and PDP-10 in that
environment.

I'am disappointed that we are changing the manager again because it hurts our image when we are
trying to look like astable, permanent company. It seems to me we should have required Pierre to
stay through the next Fiscal Year and looked for a replacement to start next March. Pierre did most
poorly in meeting his bookings goals this year (except for the brand new Italian operation) and now
we will never know how he would have done in meeting his goals for 1970.

You make a good point when you say that we are making a good profit in France (even though the

cost of sales is high) because of the considerable uplift included in French prices. Consequently,

I think we should continve fo pursue our French business aggressively. However, we must keep a
constant watch on our profit there because it appears that our cost of sales as a percentage of bookings

will continue to increase.

SWITZERLAND - My main impression here was of CERN, where our potential is certainly excellent.
It appears we could sell ot least three PDP-10 systems and innumerable small machines here in the
next few years. [would expect Tom Lawrence to perform very well in this environment.

GERMANY - I was very impressed with the competence of our 2 branch managers. I wish one of them

were ready for the German Manager position now, but I think each one is 1 - 2 years away from that.
[ would expect Coqui to develop more quickly and be available to handle it in 18 months. Of course,
this position should not remain vacant that long and I suggest we try to find an American to fill the

job for 18 months.,

Prospects for business seem excellent, although the German govemment could start to make it more
difficult by legislating a Buy German policy, which has apparently been discussed in the German

Parliament.

We discussed the German attitude about the importance of structure and position. My conclusion is
that we all must try to understand and work with our German employees since we will obviously not
change them very much. Idon't think this stands as a major obstacle as long as we select a manager

COrerl ly .

sWEDEN - Kjell Reistad will probably come closer to his Bookings budget this year than any other

area, which is a great credit to his work. At the same time, Kjell feels least appreciated of all
the managers I met in Europe. He feels that he has done a very good job and has gotten very little

recognition for it.

b
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Kiell s particularly concerned over his inability to influence changes in company policy for Sweden.

He has proposed, apparently, a number of changes that fit into the Swedish way of doing business
and has met with "that's against company policy." 1 expressed surprise that he had found such a
rood block to his ideas and encouraged him to be more aggressive in proposing policies in which he
strongly believed.

The stoff in the Stockholm office was more alive and open than any of the other groups I talked
with. They were very free in offering product ideas and also had the feeling that no one listened
to them. My suggestion is that more Maynard visitors visit the Stockholm office and that we
encourage Kjell to express himself more forcefully in the future.

ACCOUNTING

| was very concerned at Norm Hutchings distraught attitude. He appeared very harried and I had
the impression that he was carrying the world on his shoulders. The two areas of major concern to
him are (1) outhorized signatures for checks and voucher approval authorization. Apparently one
recent telephone bill was not authorized ropidly enough and as a result, telephone service was dis-
continued for a period of time with great embarrassment to Norm. (2) The question of whether
accounting should be centralized or decentralized in Europe over the long term is of significant
importance to him. If it is to remain centralized he feels that he must develop his clerical staff

in order to cope with the problem of growth. Allied with this problem is his desire to have his own
reporting relationships vis-a-vis with the Maynard manager clarified. I have already encouraged
you to spend some time with Norm and | have done the same with Bob Dill. We have been very
oleased with the technical output of the European accounting group and now we need to be sure the
orgonizational problems are clarified.

SUMMARY

| feel we are well on our way to an excellent organization in Europe, and I got the feeling of strong
support of you, yourself, from your various managers. They all complained that they did not see you
enough and 1 know you are aware of this problem. If we continue to proceed ahead during the next

yeor in the same solid way as we have this year, 1 believe that we will have a really superb

orgonizotion.

bwf
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TO: *WIN HINDLE DATE: TUE 27 AUG 1985 10:01 AM GMT

FROM: MICHEL FERREBOEUF
DEPT: FRANCE

EXT: 1640

LOC/MAIL STOP: SIEGE aPAOD

MESSAGE ID: 5283450071
SUBJECT: RE: GMF

86061

I agree 100 % with you when you say "if a (inexperienced) customer
refuses to buy our support, then we should not make the sale".

In the GMF case, the difficulty came from the fact that :

1. At that time (2,5 years ago) we, in Digital, were rather
inexperienced in determining what the customer had exactly to be,
to know and to do, in order to implement successfully such a large
network.

2. We were too much influenced by the assurance of the customer, his
strong position to handle 100 % of the application and the size of
his computing team.

Today we would handle an equivallent project with much more authority,
knowledge and focus.

Regards.

27-AUG-85 6:35:34 S 00315 USMT
USMT MESSAGE ID: 19850827100138/94594PRSEIS
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To: MICHEL FERREBOEUF Memo: 5282963432MIL 24

Date: Thu 22 Aug 1985 2:05 PM EDT

From: WIN HINDLE*

Dept: CORPORATE OPERATIONS
Tel: 223-2338

Adr: MLO10-2/A53

Subject: GMF

LA AR R R S S R R R R R R R R R R R R R R R R R R

CONFIDENTIAL - DO NOT FORWARD - DO NOT COPY

AR R AR R R R R RS S e R R R R R R R R R R R R R R SRR

Thank you for the explanation of GMF's decision to return to a
centralized IBM solution.

I believe we need to look on the episode as a DEC learning
experience and share the learning at senior levels across the
company.

What I learn from this case is that particularly when we deal
with an inexperienced customer, we must take responsibility for
his success. In other words, DEC must sell enough expertise so
that the customer is guaranteed success. If he refuses to buy
our support, then we should not make the sale.

I would be interested in your reaction to this approach.

WH1:5.3.30
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To: WIN HINDLE* Memo: 5278836416MILOD
Date: Fri 12 Jul 1985 5:21 AM EDT
From: MICHEL FERREBOEUF
Dept: FRANCE
Tel: 1640
Adr: SIEGE aPAD

Subject: RESENT MEMO - GMF -

LR S R RS S R R R R R R R R R

#xx%  CONFIDENTIAL *%%%x

LR A R R R S R R R T

As requested, here is a brief summary of the situation with
our customer GMF.

GMF is the largest French insurance company. In 1982, it
decided to restructure its internal information system and
migrate from a centralized to a decentralized architecture
consisting of a network of 114 VAX's connected to an IBM
mainframe through TRANSPAC. The gateway being formed by PDP
11/44 and a group of Software products which DIGITAL
subcontracted to a British OEM, SCICON. GMF kept the entire
responsibility of its applications, the conception and
development of which it did not wish to subcontract.

Between 1982 and 1985, when GMF cancelled the project,
DIGITAL has fullfilled - and often gone beyond - its
contractual and moral commitments : 114 VAX's delivered in 6
months in accordance with the planning, the SICON Interface
delivered and installed as planned, and all the requested
gervices (maintenance, support, consultancy) delivered by a
very professional team, 100 % dedicated to this customer.
Technical problems on DIGITAL side have been solved one
after another as they came up. Only the reliability of the
network had not yet been fully demonstrated by SCICON, but
it was only a matter of weeks before such could be done. |
Moreover, none of these problems ever impacted or delayed |
GMF in the development of its application. |

In May 1985, GMF suddenly decided to give up its .
~Jecentralization project, and come back to a centralized IBM
100 e deep cause of this choice is the customer's
~faiTure in developping a good application. It is not the
quality of DIGITAL services and products.

This failure is clearly due to a tremendous lack of ;
otganization on the customer's side, poor performange of its
technical teams, inconsistengy of management $3 project
managers in 3 years, 4 organization managers 1n.30 months,
internal conflicts between the different teams involved,
etC-o-) l1ack of adequate training despite our pl.‘opositions,
plus the fact that our advice was rarely taken into account.

ite the low and irregular visibility we had on GMF's




qevelgplpents, we repeatedly gave them warnings, verbally and
in writing, that they were not taking the right approach.

F_lnally, GMF asked for an audit, which was conducted by Andy
Wilson and Paddy Griffin, Digital Software specialists. The
conclusions were catastrophic. We proposed to undertake the
entire reconception of the applications under our full
responsibility, which was refused by the customer, who

pursued his efforts for a few more months and finally
renounced.

In conclusion, GMF has underestimated the difficulties of
decentralization in a very centralized organization. We
still are convinced that the solution was not only
technically viable but good.

The lesson is : first, there is a strategic and political
dimension in projects of this size, with companies of this
type, which should not be underestimated ; second, the
perfect operation of g network is critical enough for a

large company to change its automation strateqy rather than

Jliving with a defective solution, whatever the defects are 3
third, IBM is very strongly resisting the intrusion of
competitors in one of its privileged markets.




s
d 1'%
1

S— —

SRR
o Pt IR VA MR o T i Tt Iane it ety o Fo T fiiele Memo
! ! ! !

— - -

T0: MICHEL FERREBOEUF DATE: THU 20 JUN 1985 1:51 'PM EDT
FROM: WIN HINDLE
DEPT: CORPORATE OPERATIONS
EXT: 223-2338
LOC/MAIL STOP: ML10-2/A53

MESSAGE ID: 5276614742
SUBJECT: INSURANCE
VERY CONFIDENTIAL
DO NOT FORWARD - DO NOT COPY
I am very interested in the insurance market for the future. I
know that we had a recent set back with our large French
insurance customer. Would you please send me, on a very

confidential basis, the reasons why DEC won the business
originally, and what happened to displace us.

WH:da |

WH:S51.72
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TO: *WIN HINDLE

DATE: TUE 06 AUG 1985 7:11 PM GMT
FROM: PIER CARLO FALOTTI

DEPT: EUROPE

EXT: DTN:821 - X4961

LOC/MAIL STOP: aGED, GVA-CL.VUE, 607

MESSAGE ID: 5281339865

SUBJECT: Re: DEC-FRANCE

Ref: FRANCE i totally agree with you.

6-AUG-B5 16:02:40 S 02042 USM1

USM1 MESSAGE ID:

19850806191142/24278aGVAML2
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T0: PIER-CARLO FALOTTI DATE: FRI 12 JUL' 1985 \'11:34 AM EDT |

FROM: WIN HINDLE )
DEPT: CORPORATE OPERATIONS
EXT: 223-2338 ’
LOC/MAIL STOP: ML10-2/A53

MESSAGE ID: 5278827290

SUBJECT: DEC~FRANCE

I appreciate the excellent business performance of DEC-France
these past several years. Thank you for sending the performance
charts.

My negative feelings during the Euroboard Meeting about France
had only to do with the quality of the presentations, not the
business. However, really excellent performance includes good
business results plus good marketing of those results to the
management .

WH:em
WH1:52.44
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INTEROELN F I'CE MEMBRANDLNM

SUBJECT: DIGITAL FRANCE DATE: S July 1985 /mim
w/
T0 : Win Hindle, MLO10-2/A53 FROM: / Pier Carlo Falotti

DEPT: MGMT EUROPE
LOC : GEO/CO202

,¢4szm4' é“’/léééla<\/’

Dear Win,

As promised during our meeting in Yalbonne last May, I am
enclosing here a few data comparing the four major countries in
Europe, i.e. UK, Germany, France, Italy.

As you can see, France is approximately performing at the same
level as the other larger countries, and in some areas even

better.

I hope these few graphs will correct the wrong impression left on
you during the presentation of Digital France.

Thank you again for your support and f eedback .

Best regards

Encl. : 6 graphs.
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To: Arnaud deVitry
Jean-Claude Peterschmitt
Win Hindle »*

C?ywaol O T qand
Pin Condle E ol g Clandl

Sewameax: 9 millie

DIGITAL EQUIPMENT CORPORATION
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. . Personal attention : Chairman Ken Olsen, Digital Corp. — Fl*ﬂuc(,
CENTRE MONDIAL
WQ’.%M%M
_ A VeV

Le Président March 15, 1985

To President Frang¢ois Mitterrand,
President of the Républigue Frangaise

Mr. President:

On December 31, I took the liberty of informing you,
by personal letter, of my intention not to seek renewal of
my mandate as President of the Centre Mondial, at the expi-
ration of the statutory period of 3 years (March 82 -
March 85).

Since then, my apprehensions concerning the government's
choices of technology in the crucial and sensitive field of
personal computation (both hardware and software) have
constantly increased, particularly as regards the project
of a network of computer-literacy workshops.

I must, therefore, regretfully confirm today that in
these circumstances I can no longer assume the executive
responsability for the Centre Mondial. I do not wish to be
in conflict with the government policy, much less your own.

We know that only carefully targeted, up-to-date,
audacious if needed, choices of computer technology can
unlock the vast human resources of our people. You were
the first to help us bring to France, and many other
countries, an awareness of these new riches. '

It is my intention, at this time, as on regular
occasions in my public life = from"Lieutenant in Algeria"
to the "American Challenge" - to devote myself to a book
on this new and noble crusade. My concern is with the

future.

With my sentiments of respect and gratitude.

Jean-Jacques Servan-Schreiber

22. avenue Matignon - 75008 PARIS - Tel. 268.11.00 - Télex: 643 124 F
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TD: PATRICK COURTIN DATE: WED 2 MAY 1984 1:38 PM EDT
*WIN HINDLE FROM: JACK SHIELDS
JEFF KALB DEPT: FIELD OPERATIONS
KEN NLSEN EXT: 276-9890
JEAN-CLAUDE PETERSCHMITT LOC/MAIL STOP: 0G01-2/R12

MESSAGE ID: 5235237715

SUSJIECT: ETIENNE DAVIGNON

RE : ETIENNE DAVIGNON

My office took the following message from Samuel Fleming, Vice
Preasident of Arthur D. Little Company, who called about Mr.
Davignon's visit.

He had dinner with him Friday and Mr. Davignon spoke very warmly
of his reception at Digital, the trip, the tour, and the

helicopter ride (which he very much liked). Everything seemed to
have gone perfectly. Mr. Fleming said there was no need to call |
hwim as he was to be out of the office for the next few days.
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FRENCH MANUFACTURING PLANT - Claude Sournac/Henry Crouse

The proposal to beg§n in FY84 with a small operation was approved
to go to the BOD, with the proviso that the plant is made part of
the overall manufacturing plan and budget, not an incremental

addition.
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TO: KEN OLSEN \ DATE: MON 12 DEC 1983 5:46 PM
\ FROM: CLAUDE SOURNAC
cc: see "CC" DISTRIBUTION DEPT: COUNTRY MANAGEMENT
: EXT: 1848

LOC/MAIL STOP: PARIS/EVRY
MESSAGE ID: 5221019540

SUBJECT: B.0.D.

THIS EMS IS FROM THE FRENCH C.M.T.

ll‘l...l!.”"'l”l*ll.'!.l’l"'ll’ii

Jean-Claude PETERSCHMITT informed us to-day that the French
Manufacturing proposal had been withdrawn from the Board of

Directors agenda.

We would like your confirmation that we can consider the
Management Committee Decision as the final one, whatever the date
“hen formal approval will be given by the B.0.D.

In effect, we must underline that this decision is seriously
jropardising our presence in France.

We are now sandwiched between the Corporation and the French
Government agencies who we are presently negotiating with. Timing

has become 8 critical issue.

Jack SHIELDS' secr. = Please give a copy to

N.B. for
ude PETERSCHMITT who js in Maynard. Thanks.

Jean-Cla

1 2-DEC-83 15:08:07 S 30366 GEMI

1 2-DEC-83 15:29:45 5 25677 RCSO

.83 17:04:25 S 05579 GEMI

2-DEC
L2 MESSAGE 1D: 5221029732
wCC" DISTRIBUTION: X ~§ h ;-‘\S\;‘ o
p1ER-CARLO FALOTTI '“IN:H1EDF5§Q3-5<i " JEAN-CLAUDE PETERSCHMITT

JACK SHIELDS -
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TO: JEAN-C_AUDE PETERSCHMITT DATE: TUE 12 APR 1983 4:12 PM EST

FROM: WIN HIND.E

DEPT: CORPORATE OPERATIONS
EXT: 223-2338
~-OC/MAI. STOP: M_10-2/A53

MESSAGE ID: 5196626893

SUBJECT: ABE. FARNOUX

My recollection of the discussion with Abel Farnoux is not
precise. I recall his interest in technical discussions with our
ataff 1n order to discover mutual interests. Those discussions
would be at managerial levels with people like Bernie .aCroute,
Julius Marcus, Patrick Courtin. If he brings some technical
ataff with him, it would be wise to have some of our technical
specialists involved also.

I do recall encouraging him to visit. It seems to me he was
headquartered in the U.S. at that time, so it would be easy to

arrange.

After the visait, I asked the DEC participants to write down their
ympressions and send them to Claude Sournac. I do not have any

inputs from any of our people.

WH:dc

WH1:5.4.12
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TO: *WIN HINDLE DATE: TUE 12 APR 1983 6:45 PM HEC
FROM: JEAN-CLAUDE PETERSCHMITT
DEPT: V.P. EURDPE
EXT1 2222
LOC/MAIL STOP: GE/C1301

MESSAGE ID: 5196626539
SUBJECT: FARNOUX

When Chevenement, French Minister of Industry, visited Maynard,
he was accompanied by Abel Farnoux, President, Filiere
Electronique.

I understand that Farnoux had a discussion with you. Referring to
that meeting, he now wants to have some further in depth
discussions with Digital to understand how Digital could figure
in French national strategies.

I got this request from him over the phone. I am not sure what it
means, but considering that he is seen as very influential in
both French government and industry circles, we need to continue

the conversation.

I would like to know what your perceptions were: did he indicate
what more he would like to know, what sort of people he should be
talking to (managerial or technical), what we could meaningfully
ghow him (e.g. Hudson), etc.

I will try to meet with him to explore all this before organizing
an in-depth visit in Greater Maynard, but your perceptions would

be very useful.

1 did not see any reports from any of the other people who
participated in Chevenement's visit. Maybe you have some?

12-APR-83 11:49:42 S 26487 GEMI

12-APR-83 12:15:51 S 3201 RCSO

12-APR-83 12:37:58 S 03183 GEMI
GEMI MESSAGE ID: 5196650047
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T0: *§I HINDLE DATE: WED 22 SEP R? 4+45 PM EDT
FRNM: DICKX DNBBIE

¢t JEAN-CLAUDE PETERSCHMITT DEPT: CDRP. EURODPEAN OFFICE
GEOFF SHINGLES EXT: 6-9347
CLAUDE SOURNAC LOC/MAIL STOP: 0OGOD1-1/MD2

MESSAGE ID: 5176493225
JECT: FRENCH MINISTRY VISIT
you requested, here are the things which 1 observed during the

\ ividual liscussions:

. Several people mentioned the original intent of the Minister
to visit Silicon Valley (time was insufficient), and made a
point of saying they planned to visit HP, which seemed to
nderscore (Claude's ontention that HP and IBM enjoy some
snpcial status based on their investments in Ffrance.

. Mr. Abel Farnoux will be based in New York and sxpressed hie
ntent to return to DEC for a more in-depth visit (he

ntioned wanting to ee Sson manufacturing facilities and to

talk ' r about potential for cooperative technology programs

with French companies).

In yeneral the areatest level of interest seemed to he in the

' nf cooperative technology sharing with French TIndustry
it was in the group {iscussion) . This is also consistent

witl! the |v;?f‘[‘.\<‘f<‘, "X D¢ S {1 by tr-\/r-r—.‘ r!‘nq'\‘\ r‘.rv\\:,)r",-v nt

Ffi 5 ‘]_. over Fhne :x"r" two ¥«~';rﬁ\.

[ with you that this visit was a good opportunity for

» tn sstablish a relationship with Mr. Chevenement nd

~al other important French officials. I still feel, however,

W really need to have an agreed strategy for dealing with

French Government which addresses the difficult guestion of

. far we are willing to go in technoloaqy sharing with French

mpanies. Otherwise we 11 continue to run the risk of
t+ina expectations and potentially worsening rather than

r if yur position in France as a result of the specific
t we pursue (as may already have hanopensed in the case of
- 1i¢c Vi ienotex ter nal drqinf‘*’_“
van-=Cl1aude has asked Geoff to propose an overall strategic
~amewaork for alina with the major European Covernments for
~roview by Operations Committee, which should help get us closer
T’““; - ¢ r'-""".\ ff\!‘ Fr’*'\h‘.
_ uld you eond conies nf anvwwther doouts ot racaedue from u

g caturday's meeting to JCP, Geoff, and myself as well as

rlaude?
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TO: see "TO* DISTRIBUTION DATE: THU 16 SEF 1982 4:24 FM EDT
FROM: DENNIS KULSICK

cet: see "CC* DISTRIBUTION DEFT: ACCOUNT PRDGRAMS

EXT: 223-6827
LOC/MAIL STOF: PK3-2/850

MESSAGE ID: 5175853392

SUBJECT! FRENCH MINISTRY VISIT UFDATE

The following is to summarize the minimal chandes and other

srodresses during this week relative to the visit this Saturdaugy

September 18th» to Digital/Virdginia Road by Minmister Chevenement

and his delegation. The rurroses of the visit have not been

chanded at alls there have been several chandes to the list of
marticirantsy both our duests’ and ourselves. - UMM

The complete list of visitors is as follows. (M-Vhﬂ

Mr. Jean-Pierre Chevenementr Minister of Stete for Research and 2“ " .

Industry
Dr. Francois Gross Science Advisor to Frime Minister Maurouw km-
ODr. Philirre Lazary Fresidenty National Institute of Heslth and

Medical Research - a f‘ . 'c.

Mr. Berard Renons Deruty Administrator Generaly Atomic Enerdw
Commission

Mr. Jacaues Warins Director of International Affairssy Ministry
of Research and Industru

Mr. Pierre Gadonneix Director of Metaly Mechanicaly and

Electrical Industriesy Ministry of Research and Industru

Abel Farmouxs Director of Long-Rande Flannming and Technical

proJects for the Western Hemisrherer Ministry of

Telecommunications

Mr. Wladimir Mercouroffy Director of International Affairss

National Center for Scientific Research

Jean-Lour Motchaney Director of Science and Technical

Coorerations Ministry of Foreidn Affairs

pr. Jacaues Bodelle» Science Counselor at French Embassy in
Washington

Mr. Alain Jubiers Rerresentative of CNRSy Washinsgton

Mr. Phillire Lorinos Technical Advisor to Mr. Chevenement

Mr. Andre Nemor Consul General, French Consulates Boston :

Mr. Edward McGaffidans Jr.s Assistant Director for International |
affairss Office of Seiernce and Technologw Polics (U.S.)

Mr.

The list of Digital particirants issy in facts the distribution
1ist of this srecific ems.

.ote that the need for an intererreter has disarrearedsy

Flease [ 5 ; ¢
tut understand that the guests maw have some difficulty in

our use of the English landuadge.

We have alsO arranded for the Virginia Road facility to be
t 10:00 on Saturday morming. Both Julie Salovardos

orened 3




Le

and myself will be available there at that time to assist in
any last minute details. For sour use as necessardgr the local
telerhone number at that facility is (617)-264-3044,

With the cooreration of DISs we have arranded to have Bob
Human available to demonstrate our ALL-IN-ONE rroduct carabilitu
should the visitors wish to see an examrle of our technolodu.

The basic adenda does not vary from the rpreviouslu-issued one:l
11:130 Welcome and Introduction to Didital (Win Hindle)
12100 Luncheon
2:130 Roundtable Discussion

1130 Conclusion and Derarture
(2:00) (Absolute deadline for derarture if the duests are

to meet other afternoon commitments)

Both a 35mm and an overhead rroJector will be available for use.

If there are any auestions or needs which have not uwet been
addressedr rlease do not hesitate to contact this writer.

Thank souy in advancer for sour sarticiration in this visit and
its unusual nature.

Redgards.

*TO* DISTRIBUTION:

HENRY CROUSE DICK DOEBIE SAM FULLER
WIN HINDLE BRUCE HOLBEIN BERNIE LACROUTE
GRANT SAVIERS CLAUDE SOURNAC

*CC* DISTRIBUTION:

BOB ERICKSON BOB HYMAN JOHN MACRI
JULIE SALOVARDOR
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TO: EMC & DIR REPORTS: DATE: MON 22 NOV 1982 6:26 PM EDT
FROM: PATRICK BUFFET
cc: FRANCE BUYS: DEPT: TECH EXT RESOURCES

EXT: 223-2453
LOC/MAIL STOP: MLO1-5/M83

MESSAGE ID: 5182699104
SUBJECT: FROM HENRY CROUSE
SUPPORT OF BUYS IN FRANCE.
The problem:

Digital's French subsidiary,our 2d largest in the world,is undergoing
great difficulties which rapidly endanger its survival.Generally the
country faces a rapid deterioration of its balance of trade and pulls

all the stops.Our shipments into the country are rejected on technicalities
because we are mostly importers.We do not export out of France an amount
deemed to be sufficient.

Without dwelling on the moral or legal aspects of international trade we
may be able to deal effectively with the situation.We have to pull an

all out effort to buy,conventionally,in France.If we react faster than

our competition we can in fact maintain our position in large market.

The process:

In order to buy in France we will identify,evaluate and select competitive
french goods (SW,HW) or services which we can source there.

These goods and services must be worldclass,conform to our normal criteria
of selection:they will make us competitive when integrated in our systems.

Your help is critical:
You have in your group the experts who can best understand the fitness
of the offering into our products. |
I URGE YOU T0O ASSIGN ONE PERSON to support the process(identify,evaluate
and select).Your representative will interact with Patrick Buffet who is in
of establishing the process.
We do not want to send over planeloads of engineers to France,we want to
develop normal relationships with the vendor base from the start.We will
in the usual manner invite the vendors to visit us here. ; )
In parallel we are setting up the business approach to this move with

Russ Martin(Worldwide Supply Base Mngr) and

Kevin M.0'Brien(Europe Purchasing Mngr) and

Claude Sournac(France country Mngr) .

please indicate by EMS to Patrick and me the name of your representative.
In case you asked,no special linguistic ability is expected,we just want good

people .

_NOV-B82 3:07:22 S 00286 MLCG
SECE MESSAGE ID: 5182585197
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T0: see "TO" DISTRIBUTION DATE: TUE 9 NOV 1982 11:44 AM EDT

FROM: DICK DOBBIE

cc: see "CC" DISTRIBUTION DEPT: CORP. EUROPEAN OFFICE

EXT: 276-9347
LOC/MAIL STOP: OGO1-1/M02

MESSAGE 1ID: 5181275865

SUBJECT: COMPANY GENERALE D'ELECTRICITE - FRANCE

AR R R S R S R R R R R R R R R R R R R

THE FOLLOWING MESSAGE IS FROM
JEAN-CLAUDE PETERSCHMITTY

AR R R RS R R R R R R R R R R R R R

fenrqes Pebereau, President of Company Generale Electricite (the
| arnest French Telecommunication/Electrical/Electronics
~onnlomerate) asked to meet Ken Dlsen in late November to explore
areas of mutual interest (CGE is one of the recently nationalized
-ompanies, a chairman has been appointed by the Government, but
it is clearly recognized that Pebereau is the CED).

To understand Pebereau's objectives and prepare for such a visit,
Cf1aude Sournac and 1 visited him on November 3. As [ had
anticipated, Pebereau's request was tied to our recent evaluation
of FCE's terminal, and our decision not to pursue it as a
nossible product to be included in our price list. Pebereau
gatated that one of his driving motivations was Government driven
by Charles Salzmann, Technology advisor to Francois Mitterand -
are separate memo).

Pabhereau's position was essentially:

w). My Company makes money and I am interested in finding joint
anportunities with Digital which make business sense for
hoth, not simply in Government driven arrangements.

2. Concerning the terminals, we (CGE) did not drive the project
eorrectly, and did not do a proper selling job.

% therefore, 1 strongly propose to revisit the issue, In any

" .ase the French Government (Salzmann) expects me to give it
maximum attention, and I want to be certain that it has bheen
nroperly addressed.

! also want to explore other economically viable
opportunities with DEC, which will

o
.

) improve my capability of DEC products in spite of
rapidly growing protectionist pressures, as we need
nEC's technology. DEC contributing to employment in
france is the major argument to support this




D) provide business opportunities for CGE."
We agreed to explore the following:
- Use by Digital of the CGE low end terminal in Europe

- Review the terminal issue at Corporate level in relation
with our future Videotex strateqgy

- CBE as a possible sub-contractor for manufacturing PC
elements

- CGE as a private brand manufacturer/reseller of PC, in
particular for the integration in communication
structures requiring PTT approvals (CGE is a major
supplier to PTT's in Europe)

-~ DEC evaluating CGE fiberoptics technology. Pebereau
indicated that fiberoptics was one of his major areas of
product priorities and believes CGE will have
state-of-the-art technolgoy to offer.

We agreed that:

- As soon as possible, if feasible before Pebereau's Nov.
23 yisit to the US, Francois Petit, new president of
CIT-Alcatel (the telecommuications subsidiary -
responsible for both the terminal and fiberoptics
development) will meet with our appropriate DEC
representative., 1 have already agreed with Patrick
Courtin that he will act as primary contact with
Pebereau. Patrick will involve Andy Knowles and Jack
Shields and others as appropriate.

- A visit from Pebereau to Ken 0Olsen in November could
only be a courtesy visit, as necessary preliminary work
could hardly have been completed before then. HOWEVER,
IT IS MY IMPRESSION THAT BECAUSE OF THE FRENCH
GOVERNMENT'S CLEARLY STATED EXPECTATIONS - VIA SALZMANN-
PEBEREAU WILL END UP PRESSING FOR SUCH A VISIT TO SHOW
THAT HE HAS PUT HIS PERSONAL WEIGHT INTO EXPLORING
OPPORTUNTITIES WITH DEC. Claude Sournac and I, with the
involvement of Patrick Courtin, will coordinate with
Ken's office.

. We will explore with European Manufacturing the
ppportunities of subcontracting to CGE (Paul
Neuman/Frank McCabe) .

- We will explore in France and Europe CGE as a possible
distributor for PC (Claude Sournac/JCP).

My impression of Pebereau was very positive: a no-nonsense,
action and result oriented businessman. I believe that under the
proper circumstances, a meeting with Ken and other senior DEC

management could be very productive. Indeed, he stated that as
far as he wo

s concerned, he was prepared to meet with anybody at




. ‘ *ould contribute to a meaningful business relationship ‘
tween ual
|
-NUOV- 1S:00: 26 S 02444 DGEM l
SSAGE ID: 5181283994 |
I | " ' ' ’; 7;)‘|!!r‘.\: )
|
IRICH WURTIN *WIN HINDLE ANDY KNDWLES
ICCAB KEN OLSEN
1 IRUTINON:
| ARK DICK DORATE PAUL NEUMAN
IELDS JACK SMITH CLAUDE SOURNAC
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TO: sea "TO" DISTRIBUTION DATE: TUE 9 NOV 1982 11:46 AM EDT
FROM: DICK DOBBIE
cc: CLAUDE SOURNAC DEPT: CORP. EURDPEAN OFF ICE

EXT: 276-9347
LOC/MAIL STOP: 0GO1-1/MO2

MESSAGE ID: 5181275832

SUBJECT: FRENCH GOVERNMENT POLICTES

b R R R R R R R R R R R E R R R R R R R R R R

THE FOLLOWING MESSAGE IS FROM
JEAN-CLAUDE PETERSCHHMITT

LA R S S S RS R R R R R R R R R R R R R

VERY CONFIDENTIAL - DD NOT COPY

Report on a2 meeting with Charles Salzmann, Advisor to President
Mitterand on Technology, and a close personal friend of
Mitterand., See comments on actions at the end of this memo.

Claude Sournac and T met with Salzmann on the same day as our
visit to Pebereau (CGE) (see separate memo). Salzmann focussed
with strong emphasis on the following points (stating that he had
specifically discussed them with the President):

|
1. France has a dramatically growing trade imbalance (indeed, |
latest forecast for 1982: %14 bio deficit). Therefore, |
gtrict and real protectionist measures are unavoidable. |
Strong active steps are being taken, and he cannot but |
support them. Yet, at the same time, Salzmann is sharply |
advocating the urgency for France to have adequate access to .
advanced technology such as provided by Digital. Tn his |
words, "I am between a rock and a hard place." |

|

|

2. “DEC: help me help both of us. We need to demonstrate that
import of DEC products is not a one-way street contributing
ta further trade imhalance. The issue is very short term."

3, Salzmann continues to believe that DEC purchasing the CGE
terminal to include in our price list as either a low cost
limited functionality VT100 or a Videotex terminal is a
unique short-term opportunity for this difficult situation.
He insists: "We recognize that, in one or two years, you
will have your own terminal, but it is the next two years
which are critical to us."

Therefore, he is both formzlly requesting that CGE's
president (Pebereau) take the matter up personally and.thgt
we bring the issue to Ken's attention. He personally insists
that he is ready to make a one-day trip to meet Ken. I




. gxplained to him once again that we approach decisions of
" that sort on the basis of economic and strateqgic
considerations. I, however, committed to review the matter
nt top Corporate levels to investigate the proper course of
action. I suspect that Salzmann will keep pushing for a
visit with Ken. His reguest was essentially as a personal
representative of the French President.

COMMENTS

I consider that this matter has to be taken very seriously, and
Airnaud de Vitry believes that Salzmann indeed represents the
President's position. Both the threats of protectionism and the
opportunities for us as a major supplier of advanced technology
products are real.

Among most relevant people (and even in veiled or open statements
nade by top people in industry and Government), it is considered
that CIT-Honeywell's days are numbered. The french consider that
Digital represents the only major technology alternative to IBM,
However, even so, in the present employment crisis, giving us any
preferential treatment is not feasible if we are only 2 one-way

importer.

We must explore all reasonable ways to contribute positively to
the French trade balance. These are

- French products of interest to us. We will continue in
Europe the currently ongoing process and bring relevant
opportunities to the attention of the proper Corporate
groups.

- Sourcing and subcontracting in France (CGE, Matra-Haris,
etec.). We are working this with Manufacturing and
Engineering, and in particular will review the issue of
the CGE terminal.

= Manufacturing in France: clearly not a short-term option.
Salzmann clearly indicated that if we did present an
application for 2 plant, we would obtain fast approval.
We will pursue this for the long term when additional
turopean manufacturing capacity will be needed.

9-NOV-B2 14:45:26 S 02384 0OGEM
ncEM MESSAGE ID: 5181283981
wyn™ DISTRIBUTION:

owIN HINDLE KEN OLSEN JACK SHIELDS
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France’s five-year plan to catch up

“If capitalism had worked the way it
was supposed to, things might be differ-
ent today—but capitalism did not work,”
according to Jean-Pierre Chevénement,
France's Minister of Research & Indus-
try, who gave U.S. businessmen this
reason for his government’s interven-
tionist economic policy. At the top of the
list of business failures, Chevénement
and his colleagues in France's 18-month-
old, Socialist-led government charge, is
private industry’s inability over the past
10 years to meet the market challenge in
information technology.

Chevénement is convinced that a

strong showing in the electronics indus-
try is vital to his country’s economic
health for the rest of this century and
beyond. To ensure this future, he is now
orchestrating a five-year, $20 billion ef-
fort to build France into the world’s
third technological and industrial
power, alongside the U.S. and Ja-
pan. Under the Cheveénement plan,
the government, which already
controls 70% of the $10 billion
French electronies and information
processing industry, will promote
French mastery of research, devel-
opment, and manufacturing in ev-
ery technology sector, from semi-
conductor chips and optical fibers
to mainframe computers and color
television sets.
Borrowing from Japan. After 12
months of strategic planning, the
French government has now as-
signed roles to the four big corpo-
rate guns in its information tech-
nology arsenal: cii-Honeywell
Bull. the Thomson-CSF/Thomson-
Brandt Group, the Alcatel Elec-
tronique Div. of Compagnie Génér-
ale d'Eléctricité, and the Matra
Group. The combined 1982 sales of
these companies in electronics and
information processing products
are expected to total more than
88 5 billion.

The French strategy borrows
heavily from Japan’s Ministry of
International Trade & Industry MITD in
that it seeks to divide the market among
the four chosen companies. CII-HB will
bear sole responsibility for computers—
from micros to mainframes. Consumer
electronics will be the exclusive domain
of the Thomson Group. Alcatel is in
charge of office automation, and Matra

134B BUSINESS WEEK: October 18, 1982

and Thomson share the job of develop-
ing a viable domestic semiconductor in-
dustry. “We are trying to create France
Inc.” declares Jean-Herve Lorenzi, Che-
vénement’s top adviser for electronics
technologies.

The three market sectors assigned top
priority—electronic components, small
computers, and consumer electronics—
are scheduled to get 43% of the govern-
ment funds over the life of the five-year
project. “In these three key sectors, we
believe we can acquire mastery of neces-
sary technologies, capture our home
markets, and develop a strong export
potential,” declares Lorenzi. An addition-
al 40% of total funding is earmarked to
support growth in the two sectors in
which French companies already hold
leading worldwide market positions: mili-
tary electronics and telecommunications.

Minister Chevenement: "'Capitalism did not work."

Taking another page from the Japa-
nese book, the French intend to use their
domestic market as a development and
export base. “Purchasing by govern-
ment agencies and nationalized compa-
nies will represent more than half of the
[French] market for these technologies
over the next five years,” predicts Jean-

Claude Hirel, director of the electronics

and computer industries department in

Chevénement’s ministry. “Public spend-

ing,” he adds, “can be a precious tool in

the effort to recapture home markets.”

Instead of going for R&D, however,
much of the government spending—at
least for the immediate future—will be
used to soak up the red ink flowing from

France Inc. C1-HB will run up losses of

$150 million in 1982, and Jacques Stern,

the computer maker's government-ap-
pointed president, says that the company

will not reverse this trend until 1987.

Despite the help from its highly profit-

able military electronics business, the

Thomson Group is expected to chalk up

nearly $150 million in losses for 1982.

Similarly, Matra is losing money in all of

its nonmilitary activities. By comparison,

Alcatel Electronique, which is near the

break-even point, looks positively

healthy.
The French companies are counting
heavily on product breakthroughs
to move them into the black. CII-
HB, for example, will soon take
over SEMS, Thomson's minicomput-
er subsidiary—now in the red,
too—to help it to develop a 32-bit
superminicomputer such as those
scoring big growth in U.S. mar-
kets. CII-HB had been counting on
Honeywell Inc. in the U.S. to pro-
vide this advanced product.

But Honeywell's decision last
year to reduce its equity share in
CII-HB to 19.9% from 47% casts a
shadow over future technological
cooperation. CI-HB will have a
hard time developing its own 32-bit
machine because its products are
not compatible with SEMS’s com-
puter architecture. By 1986, Che-
vénement predicts, cii-Honeywell
Bull’'s revenues will equal 50% of
the French domestic computer
market.

- Getting into VCRs. With the French
government putting all of its con-
sumer electronics eggs into Thom-
son’s basket, French officials are
now pushing for acquisitions in
other countries that will move the

French company into the market open-

ing created by the collapse of West Ger-

many’s AEG-Telefunken. The worry is
growing over France's increasing trade
deficit in consumer electronics—which
now tops $1 billion—so Chevénement
and his colleagues are encouraging
Thomson to begin producing videocas-

INFORMATION PROCESSING
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sette recorders under license. The plan is
to sell 1 million VCRs by 1987 and to
increase Thomson's share of the world-
wide color television market to 9% from
6% today.

The government's goal in electronic
components, which are mainly semicon-
ductors, is to double revenues to $3 bil-
lion in five years. Much of this plan de-
pends on Thomson's ability to increase
sufficiently its $156 million in annual
semiconductor revenues. But it could
be a losing battle. Thomson's market
share has been slipping in the face of
advances from such European leaders as
Holland’s Philips, West Germany's Sie-
mens, and Italy’'s SGS-ATES Componenti
Elettronici.

The government is counting on agree-
ments between Thomson and Motorola
Inc. in the U. S. to shore up the compa-
ny's sagging semiconductor business.
The government insists, however, that
Motorola move beyond simple licensing

agreements to long-term technology ex-
changes. Much of the government funds
for semiconductors will go to the tie-ups
between Matra and Harris Corp. and In-
tel Corp. But with sales of only $3.5
million last year, Matra's semiconductor
group is still in its infancy. “It will take
a while [for the French] to attain world-
wide class,” comments Guy Debruyne,
marketing director for Intel's subsidiary
in France.

Organized research. To get its program
off the ground, the French Research &
Industry Ministry is launching eight sep-
arate projects to désign commercial
products. “Instead of having dispersed
research teams, [we are] grouping public
and corporate labs around common prod-
ucts,” explains Lorenzi. “It's a copy of
what the Japanese are doing.” High on
the list of priority projects are the de-
sign of a superminicomputer, more so-
phisticated computer-aided design of in-
tegrated circuits, automatic language

translation technology, and video display
technologies.

These are lofty ambitions, though, and
doubts abound about the government's
ability to accomplish its goals. “I am not
impressed by the amount of money any-
one can put into this business,” com-
ments Daniel Queyssac, the Frenchman
who now heads the U.S. subsidiary of
SGS-ATES. He explains: “This is a busi-
ness that cannot be run from the desk of
a ministry.” Success will depend on the
government’s ability to become a super-
planner and its ability to create a strate-
gic synergy between all of its diverse
technological efforts, say industry
watchers in France. CII-HB, for example,
could profit from Matra’s semiconductor
expertise and from Alecatel’s strength in
telecommunications. Notes a French ex-
ecutive: “What is Japan's MITI but a cor-
porate planning department? I am not
sure that the French government is pre-
pared to fulfill that role.” a

/A

LOOKING FOR NEW MARKETS? LOOK TO...
!-lanover Fair

Hannover, West Germany, April 13-20, 1983

More than 350 U.S. exhibitors and 7,500 visitors took part in Hanover Fair ‘82, making
it the largest trade fair for U.S. industry outside the continent...and for good reason.
activity are generated by the 600,000 professional
the fair from 120 countries. They come from )
Europe, the Far East, the Middle East, the Americas and the emerging
nations to review the world's industrial technology and to make final

Bilions of dollars of ex;
visitors who a

purchase decisions regarding:

e Mechanical Power Transmission (hydraulics, gears, motors, drives)
e Industrial Robots and Automatic Parts Handling Systems

* Factory Equipment and Tools
e Welding and Joining Equipment

« Research & Development Services for High-Technology Projects

e Engineering and Construction Services 10 build New Plants

« Construction Equipment and Materials :

 Transportation, Rail, Road and Off-Road Vehicles

e ElectricalElectronics Components

* Computers and Office Equipment

In just eight short days you will reach your entire workd market... and

without leaving your booth you can generate new sales actmty,.locale
foreign reps and get an international appraisal of your company’s
products and new developments.

CALL TOLL FREE (800) 526-5978

HANOVER FAIRS

INFORMATION CENTER
P.0. Box 338, Whitehouse, New Jersey 08888
Telephone: N.J. (201) 534-9044 Telex 833493
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_ Tl}c burden of responding to this ques-
tioning of motives fell on NBS director
Ernest Ambler.

Representative George E. Brown, Jr.
(D-Calif.), was the most persistent in
pursuit of the identities and motives of
the policy-makers. With the Office of
Mfanagcmcnt and Budget obviously in
fmnd. he told Ambler, **I get the distinct
impression that budgetary decisions and
most of the planning decisions are being
made elsewhere,” Ambler, who like oth-
er agency witnesses, made it clear that
he was there to defend the Administra-
tion budget, did concede that, “Mr.
Brown, any director of a bureau will tell
that he gets a lot of help.”

A point Brown seemed to be getting at
was expressed this way in earlier testi-

mony by Dresselhaus. *It is difficult to
understand the devastating budget cuts
in basic research of the NBS funding for
1984 in view of the general policy of the
1984 budget, which shows a large in-
crease of 18 percent in basic research
across the various agencies.”

A witness at the House hearings, Rob-
ert H. Pry put it another way. Pry, vice
chairman for technology of Gould, Inc..
said **I find it puzzling that the one
department marked for the largest per-
centage decrease inR & Dis the Depart-
ment of Commerce, whose record for
providing technical results useful to in-
dustry, per dollar spent, is unsurpassed
by any other government department or
agency."’

Congress is not above reproach in its

dealings with NBS. For example, it re-
cently began imposing *floors’” on
spending for activities it deemed impor-
tant, In a period of static or shrinking
funding, such rigidity can be damaging to
a scientific agency. And the congression-
al process is a rough and ready one in
which it is easier to deplore and restore
budget cuts than to look carefully at an
agency like NBS and inquire if it is doing
what it should be doing and doing it well
or poorly. But now in the case of NBS
the legislators seem o have caught the
Administration in a contradiction be-
tween the policies it professes and actu-
ally practices. At any rate, if the Admin-
istration has a persuasive counterargu-
ment, it was not made at the hearings.
—JoHN WALSH

problems.

for industry and research.

jzed industries.

Paris. France's flamboyant minister of research and
technology, Jean-Pierre Cheveénement,
lowing a major political disagreement wi
gois Mitterrand and the majority of th
over the steps that should be taken to boost France's
technological industries and solve its economic and social

th President Fran-
¢ French Cabinet

Chevénement's resignation was announced last week as
part of the broader reshuffle of cab
followed the devaluation of the French franc and the
revaluation of the German mark. He will be succeeded by
Laurent Sabius, a 36-year-old protégé of Mitterrand who
was previously minister of the budget and is expected to
follow a mor¢ conventional path tha
Significantly, the order of Sabius' responsibilities have
been reversed in this title, so that he will now be minister

inet positions that

n his predecessor.

The timing of Chevénement's departure, the most nota-
ble change in the Cabinet lineup, was partly coincidental.
Chevénement had, in fact, handed his resignation to Presi-
dent Mitterrand on 2 February, after a meeting of the
Council of Ministers at which he had been reprimanded by
the President for wanting to play an excessively large role
in determining the strategies of France's newly national-

Chevénement had argued that strong intervention was
the only way of making the government’s economic and
technology policies consistent with its socialist principles.
Mitterrand, however, preferred to listen to other Cabinet
members who argued that the industries should be left
more free Lo pursue their own strategies.

The clash had been brewing for some time. Chevéne-
ment, a charismatic politician who generates strong emo- political commitments and charisma but has built a reputa-
tions in both his supporters and detractors, is the leader of
a powerful left-wing group within the French Socialist
party which had long expressed its opposition to the
increasingly monetarist policies that the government is
adopting under the guidance of its finance minister (and support for increased funds for basic science.
new deputy prime minister) Jacques Delors.

Research Chief Quits French Cabinet

As research minister, Chevénement achieved some nota-
ble successes. He persuaded the government to endorse in
principle an expansion of the research and development
budget from 1.8 to 2.5 percent of the gross national product
by 1985. He also organized a vast national colloquium on
research policy at the beginning of last year which helped
reduce the skepticism of the scientific community toward
his plans. The previously low morale of scientists was
raised further when the promised increases in research
spending began to materialize last year with a research
budget almost 10 percent higher in real terms than in 1981.

InJuly 1982, Chevénement was promoted by Mitterrand,
who added responsibility for industry to his portfolio. It
was a challenge to which Chevénement responded eagerly,
arguing that France could become the world’s third techno-
logical power behind the United States and Japan.

In the end, however, he was unable to reach his goals.
He faced combined resistance to his proposals for strong
government intervention both from the industries for which
he was now reSponsiblc—ranging from chemicals to tele-
communications—and from Cabinet colleagues who ar-
gued that it was necessary to place economic pragmatism

has resigned fol-

before ideology.

There was also growing disenchantment with Chevéne-
ment's strategy Wi
French scientists a

thin the scientific community. Many
re concerned that general budgetary
constraints will mean that support for research this year
will fall well behind the promised targets and that Chevéne-
ment's expanded responsibilities would have left him little
time to attend to their more parochial concerns, such as the
revision of career structures within research institutions.
Chevénement’s successor, Sabius, lacks Chevénement's

tion as an effective and intelligent administrator, as well as
a successful political tactician. He is expected to proceed
more cautiously, giving greater responsibilities and free-
dom to the private sector but endorsing his predecessor’s

—DAviD DicKsON
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April 23rd - 2:30 - 3:00

Christian Cuillery, G;oa—nwuﬁ'wade-‘a‘L&':—(}j é:'r'var”s {,?la“"vobs. Ww[("

F ramce -f“r] C"{"{ﬁt‘
Sub ject: How he can help DEC t'o take opportunity to follow the

|
|
|
|
|
French environment. I
|
|
|
|
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DATE: MON 18 JAN 1982 4:10 PM
FROM: JEAN-CLAUDE PETERSCHEMITT

cc: JACK SHIELDS DEPT: V.P. EUROPE
EXT: 2222
LOC/MAIL STOP: GE/C2301

TO: CLAUDE SOURNAC

SUBJECT: GOVERNMENT & INDUSTRIAL LARGE GROUPS RELATIONS MGR

As we discussed over the phone I want to confirm our
understandings that Christian Cuillery's responsibilities are a

support function to Sales and Marketing.

He will provide information and data which wiil help develop
Strategic and tactical actions to optimize our penetration in
Government markets and in large companies where business is
related to government policies.

He wil] IN NO WAY act as a representative to Government or large
companies of Digital's position relative to Government issues.

As soon as I have the detailed job description of Christian, I "%CQ«LQ
will discuss it with you to make sure we have a complete

agreement on his role. Once this is done, it will be good to

circulate a somewhat more specific description of his role than

the Janvary 11 announcement, to avoid that key people in the

company involve him in matters which are not his responsibility.

Also, as you know, I want to be personally involved in Government
strategies as we develop them and reach ciear agreement before
any major interaction with Government officials.

mr




" R S 2SR

*digital*
..t.‘tttiﬁt***i**

DEC 29 1981
TO: Win Hindle'/ DATE: December 24, 1981
CC: Bill Long FROM: Jack Shields
DEPT: Customer Services
EXT: 223-2548

LOC/MAIL STOP: PK3-2/A58

SUBJECT: BOLDNESS AND PROJECT 83

Some of Claude's proposals are investments. I also have concerns
about the thoroughness of the proposals. I have asked Jean
Claude to manage this one.

," IroGw J
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TO: JEAN CLAUDE PETERSCHMITT DATE: WED 16 DEC 1981 17:25 HEC
FROM: CLAUDE SOURNAC ?
cc: *WIN HINDLE DEPT: GENERAL MANAGEMENT

M
BILL LONG EXT: 1848
LOC/MAIL STOP: PARIS/EVRY Q/{ f/
SUBJECT: BOLDNESS AND PROJECT 83

Note for Bill

LONG's secretary : Please give a copy to '
Jean-Claude PETERSCHMITT

We received the message that we had to be imaginative to
propose actions to increase our volume of loggings and
shipments this year. We had to make a presentation at EPPC l
and beside one price adjustment due to currency move we :
presented a serie of actions which we felt would have |
more effect on volume and cost less than any product p :
rice |
reduction. |
These actions were : |
- Delegation of the overall allowance line to the country for |
faster reaction and better and more efficient use.
- Development of a new channel using FS and Sales Trainees
to sell add-ons through a campaign proposing a 5 %
allowance.
Thus all the sales force would devote its time to the
sales of systems.
- Hiring of 25 to 30 more sales people in orde
r to increase
our penetration in these markets (ESG, MDC, LDP and T/0EM)
where our only limitation to sales volume 1is a lack of_
manpower. (Our proposal costs less than a price reduction
of 1 % in 82 and 2 % in B83).
EPPC has rejected these ideas saying it has no decision
power on these 1ssues.
1 am concerned that we keep talking about what should
be done but we cannot get our ideas through the dec
1s10n
;\akjng authorities. Could you advice me of the most appro-
priate persons or committees to bring these ideas to and

have a fast answer.

Best Regards,

NB : For your information, Dick DOBBIE has a copy of our
proposal to EPPC.

16-DEC-81 17:29:50 S 8003 GEMI

17-DEC-81 02:59:41 § 10716 RCSO
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T0O: BRUCE HOLBEIN DATE: DATE UNKNOWN UNKNOWN TIME
FROM: CLAUDE SOURNAC

€c: see "CC" DISTRIBUTION DEPT: GENERAL MANAGEMENT
EXT: 1848

LOC/MAIL STOP: PARIS/EVRY
SUBJECT: UNKNOWN

C: GEOFF SHINGLES <SHIg1385 AGEMS>

"C: JACK SHIELDS <SHIg183 ACORE>

C: JACK SMITH <SMIgl2 ACLEM>

"C: BEAT STIEFEL <STIg45712 AGEMS>

SUBJECT: FRENCH ECONOMICAL POLITICAL ENVIRONMENT
DATE: MON 14 DEC 1981 15:12 HEC

Note for Bill LONG's secretary : Please give a copy to
Jean-Claude PETERSCHMITT

INTRODUCTION

DIGITAL has been

operating long enough in France to know that

regarding imports and exports France administration has its
speci1fics, its red tape, its control, but that it has never
represented a more major problem than in any country where we
operate. So instead of spending time on those matters, we should
better try to explain what are the characteristics of the market
and environment as a whole.

FRENCH COMPUT
ER MARKET

french Computer Market is second in size in Europe after Germany
and before UK. For historical reasons, french subsidiary did not
develop enough until 1975 and at this stage was ranking 5th among
furopean subsidiaries, after UK, Germany, Holland and
Switzerland.
We now rank third and market future is promising.
Wwe could have even progressed more if in 1976 Government had not
s _‘hl’,d
;1, ltfEomputer Plan" (Plan Calcul) the aim of which was to
give a kind of monopoly in the Government market to the newly
mstablished company CII-HONEYWELL BULL where HONEYWELL had 43 %
of shares.
0n this potential market which represents 35 % of total computer
warket, we have been practically considered as outlaw.
Meanwhile, IBM which employs 20.000 people in France has several
plants and an engineexl'ing %

anaged to se more in e
Fg?i?:\éegt mgrket than CII-HB themselves (35 % against 32 %). In
!:ff‘ect_' being given their presence they were unofficially also

considered as a "French" company.
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GOVERNMENT AS A PARTNER OF INDUSTRY |

Although we can find some indications of French Government
interference in manufacturing as far as the 16th century (weapons
manufacturers and tapestry manufactur

Ers were nationalized) or

beginning of 20th century (telephones, railways), it is under DE
Gl_\ULLE that most nationalizations happened (Electricity
dfstribution, 60 % of banks, main insurance companies, coal
mines, Renault cars, Airlines, most aircraft industry, etc ...).
l:'ollowing Governments, although being right wing oriented were
influencing the orientation of large companies to meet the
overall go

als of Government industrial plans, through a range of

subsidies which were not always objectively granted.

EXTENSION OF GOVERNMENT/INDUSTRY PARTNERSHIP UNDER MITTERRAND

Apart obvious election reasons (get all the left votes for them),
what has driven socialist Government to extend nationalizations ?

|
|
- they think, like preceeding Government that we are living in a |
time of macro-economy. Conseq |
uently, industry must be driven
through a plan to compete internationnaly and R and D must be
optimized giving large companies a focus on key sectors.

- they want to control those key sectors of economy through
nationalization either to fight against de facto monopolies
(banks, chemical groups) or because state is the main buyer
(aircraft makers) or because they are industries of future
(elec

tronics).

- they want nationalized companies to be a kind of laboratory
for new social relations where employees could express their
ideas directly without interference of unions.

- they have extended nationalized sector from 12 % to 17 % of
total industry. This total ratio of state owned industry is
still under Italy's (30 %) and Austria ones.

FRENCH GOVERNMENT MAIN VIEWS AND THEIR
CONSEQUENCES ON ACTIVITIES
OF COMPUTER COMPANIES

Government also states clearly that

France belongs to Atlantic Community,

profit should be the motor of economy,

Free competition should be maintained between private and
public companies, o

Imports will not be limited,

There will be no more nationalization,

= Employment is first prior_'ity, . .

_ Balance of payment has high priority.




f:f(;”ceforth we should not fear a direct danger upon our existence
95 8 company. They are less nationalistic ghan preceeding

Government and they want to encourage foreign companies to invest
;n France to improve ratio of unemployment.

n the past months, more agreement to invest have been
E”Oportnonally given to foreign companies than under GISCARD.
Sut i1t is also true that in Government controlled co

mputer market

they will favor purchase of computers proceeding from a
manufacturer creating employment and improving balance of
payment. To-day, both IBM and HP (which has just decided to open
a second plant) are very well considered, even more than CII-HB
the financial performance of which is disapointing.

EXTENSION OF PRECEEDING GOVERNMENT POLICIES REGARDING
DECENTRALIZATION

Present

GCovernment, following in fact an idea of DE GAULLE wants

to stress upon decentralization of power at county level and also
wants to keep the policy of preceeding Governments to push
companies to decentralize from Paris. Under the authority of a
Government outfit called DATAR and following a policy similar to
those we find in UK they give new incentives (11.000 $) per job
created, tax adventages, etc ..., t

o decentralize or create new

establishment in Provinces (manufacturing). They also favor joint
ventures licensing agreements, etc ...

WORLD COMPUTER CENTER

Famous scientists from all the world recently met to participate
in the creation of a "World Computer Center", the initiative of
which has been taken by J.J. SERVANT-SCHREIBER (who is not a
socialist) strongly supported by President MITTERR

AND who made

the opening.

Participants were : Prof. Seymour PAPERT (MIT),

Nicholas NEGROPONTE (MIT), Fernando FLORES (Stanford University),
Raj REDDY (Carnegie University), Alan C. KAY (Rank Xerox),
lerry WINOGRAD (Stanford University), etc ...

The objective of this center is to design an individual computer
«hich can be done in 18 months in the opinion of Seymour PAPERT
«ho is said to devote most

of his time to this project.

WHAT HAVE WE DONE

We know the decision makers :
Ministry of Industry,
Ministry of Planning,
nffice of the President,

tfontacts have been established between them and top management
including Ken OLSEN and Win HINDLE) .




R -
| ‘I_Pai‘ticipated in several meetings involving Francois MITTERRAND,
| F:.lchel ROCARD (Ministry of Planning), Jean LE GARREC (Ministry o

Public sector), Charles SALZMANN (Advisor of President) and also
top management of CGE and THOMSON, newly nationalized electronics
Companies.

Above comments reflect what I understood to be the thinking of
Bresent Government .

nder preceeding Government, we already drew the attention of

management on the need for DIGITAL to show more presence in
France,

We are now in a situation where 25 % of

our sales are made to

Government or nationalized companies. We doubt on our ability to
keep our market share if we do not take actions for increasing
our presence. |

COURSES OF ACTIONS WHAT SHOULD WE TAKE

As long as we think it is wise to keep our penetration in the
second European market, we have to show the Government our will
to establish our presence. You will find hereunder some

s
uggestions :

- Establish a manufacturing plant,

- Subcontracting manufacturing of parts or complete equipments,

-~ Buying hardware products to French companies (Videotex, thin
screens),

- Buying software products (like IBM did, purchasing from
Marcel DASSAULT aircrafts an engineering application
software),

- Participating directly or undirectly (contribution) to the

HOW TO COORDINATE THOSE ACTIONS

Experience has shown that we need a lobbyist to coordinate
contacts with Government and large French companies on one hand,
Geneva and Maynard on the other hand. We expect to announce this
appointment in the next coming weeks.

Best Regards,

14-DEC-81 18:55:24 S 2998 GEMI

14-DEC-81 13:02:56 S 24380 RCSO
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"World Computer Center" where S. PAPERT is involved. i
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T0: JEAN CLAUDE PETERSCHMITT DATE: DATE UNKNOWN UNKNOWN TIME
FROM: PAUL NEUMAN

€c: see "CC" DISTRIBUTION DEPT: MANUFACTURING
EXT: 2260

LOC/MAIL STOP: GENEVA/EHQ
SUBJECT: UNKNOWN

SUBJECT: EUROPEAN MFG PLANS - FRANCE
DATE: TUE 24 NOV 1981 16:49 HEC

In reply to your memo of November 23rd, 1981, the timing
indicates landbanks. The Edinburgh site is in process with the
Scottish Development Authority and we expect a proposal from them
in Q3. The original Valbonne site was rejected as non buildable
by DEC Facilities M

gt, and we currently are investigating (2) new

sites in Valbonne with the help of Michel Dutech, French Country
Real Estate Mgr. He indicates that the process will take 3-6
months to negotiate and have the usual DEC Facilities approval.

As to your point that the NEXT plant should be in France, my
feeling is that it will become clear when we understand the type
of additional capacity we need, the timefram

g it is needed, and

any cost premiums we would have to trade off. I believe the cost
issue will become much more of an issue as we decentralize P/L to
the countries. Willi and Darryl may not support the France plant
if it means there will be a transfer cost premium to their P/L.

I have already stated to you and the EBMC that if the next plant
is Terminals my preference is France.

our point on
A,e;l::ozy and French politics, I also agree but

ou well know in 1975 Mfg proposed a plant in FRANCE and was
:ered down by the French Government.

I believe you missed my final point in the original memo. We

ose and build MFG plants to meet market demanc! by our
pros mers. Last years MFG plan was based on a projected Hardware
:::tgemand of $2.5 Billion for Europe in FY85. The current plan
ks ae $1.9 billion. $600 million in 12 months is a
e o? car;t amount of MFG capacity to take out of the plan. If
gigni 111)‘ want to speed up the time table for the French Plant,
{::-;e;et back on the original plan.

Regards-

PN/NS, -
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T0: PAUL NEUMAN DATE: MON 23 NOV 1981 11:10 HEC
FROM: JEAN CLAUDE PETERSCHMITT
tc: see "CC" DISTRIBUTION DEPT: VP-EUROPE

EXT: 9-011-41-22-93-3311
LOC/MAIL STOP: GE/GE

SUBJECT: EUROPEAN MANUFACTURING PLANS - FRANCE

A point of clarification re. your memo of November 18, 1981, to
Win Hindle:

Are the times indicated (UK: 82; FR: 83; GY: 84) referring to
land banking or to startups? It is my current understanding that
(following our decision in May this year), we had ALREADY land
banked in UK and France?

As far as STARTUP, I agree with Win: QOur NEXT plant should be in
fFrance. From a perspective of possible trade barriers, we need to
secure a position there. Also, all the signs would indicate that
currently the French government would be very receptive.

If history were to repeat itself (and it has a tendency to,
particularly in French politics), this window may close again if
we wait too long. Hewlett Packard took advantage of an open
window in the early 70's and they are reaping heavy benefits from
it right now.

ph
23-NOV-81 11:14:59 S 2277 GEMI

23-NOV-81 05:17:41 S 24360 RCSO
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"WIN HINDLE DATE: WED 18 NOV 1981 14:50 HEC |
i FROM: PAUL NEUMAN
see "CC" DISTRIBUTION DEPT: MANUFACTURING

EXT: 2260

LOC/MAIL STOP: GENEVA/EHQ
SJECT: NEXT MFG PLANT - EUROPE - YOUR NOTE 11/03/81

Euro/MFG vision we presented to the Operations Committee last

rear andicated a plan to start 3 new plants in the FYB2-85 |
timeframe most likely in UK, GY, FRANCE. |

FYB2Z - Mass Storage (Plant X)
FYB3 - Terminals (Plant Y)
FYB4 - Additional European Capacity (Plant Z)

ring the last 12 months, we have decided to focus Kaufbeuren on
MASS STORAGE. Dick Esten's Terminal Group has for a number of
- developed significant excess capacity, delaying the need
u bturopean Terminal Plant, and a combination of increased MFG
ffi1ci1ency and reduced output required by the market has delayed
for additional capacity for our existing products.

Wwihile the plant buildings have been postponed beyond the 5 year
1t 1s still a key part of our strategy to landbank (3)

f YB? - UK - Edinburgh - Site you visited in May.

- FRANCE - Valbonne - Co-location in same
industrial/scientific park as the Field
Service Diagnostics Center.
GY - Munich - potential co-location site with Regional
H.Q. Operations.

... UK and France sites are acceptable as co-location sites with
ean Engineering, and I believe within the next 2 months the
site will also be accepted by Engineering.

s 13
’
. " H

fyp2-84 time frame the only way MFG can increase DEC
e in France is through sub-contracting and local sourcing.
committed to do anything it can to help Claude and his
1ow Country Mgrs sell more including building plants to meet

-reased demand.

thi

Regards.

|
|
|
Paul. |
|
|
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NEWSLETTER
| FROM FRANCE

Michel Rocard

A message from the new
Minister in charge of
French planning and
regional development

France’'s
electronics |

industry:

a special ten-
page report

— _ weminal of an electronic telephone direc-
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T'L HERALD TRIBUNE

TO ¢

Patrick COURTIN

Win HINDLE
Andy XKNOWLES
Paul NEUMAN

bnday, Nov. 9th,

1981

By Axe
| meermationc @ lerald Tr
= In a
Mitterrand government 1S ac-

‘) AC O
. industn

and
A iavestments Lo
hed on about a dozen recent ex-
e drive is off 10 a good start.

t quite & boom yet and uncer-
nain, but the investment climate
Socialists definitely has changed
tter ... we are pushing ahead,”
kecutive of a leading U.S. mulu-
tompany that is among those
or expanding industrial proj-

51

s Quackly: last ucck»
ent cicceded two million for

‘me and it shows no sign of cas-

|

. Warming Relations

! zand government also Llﬂ%-
i oced 118 m"ﬂﬂ]w' an.
’ KCY $&CLOrs, such as ciectron-
| o compete wilh IRERSITYING
| from Japan, even thou
| dly hostile French industnial-
| ew, unwelcome source of com-
ame

“Domestic
¢ R | W

Jim WADE

Among the US. direct investments an-
nounced i the past several weeks are the
following:

e Ford plans to invest $200 million to
expdfTIG liﬂf!ﬂw Transmussion plg Lin
Bordeaux, representing the largest forei
investment in France this year and Ford's

single biggest in Western Europe.

® Hewlett-Packard plans to build a new
shm EEEE ESE&‘E 1o manuTaciure clectron-
i equipment and possibly, small comput-

ers.

. Q*ﬂn Oats is building a small pet
f plant m St Eucnncl.nfu nd |
France, which may be expanded Eia'. v

. - stries. a California-

company, plans 1o construct a plant
to build high-velocity stamping equipment
in Parthenay, in western France.

® Harris Inc_and Intel. also of Califor-
nia, ard teamung u he recently na-
tionalized Matra group of France to dou-
ble the capacity of a s -

CLof pilagl and 0 anewe Ctl‘(\mf

< th in Nantes.

is teaming up with
Elf-Aquitaine, the state-controlled oil
company, 1g build ﬁ;&nﬂ [iber plantin
southwestern France, an cy arc consid-
ering a second unit 10 manufacture polya-
crylonitrile, 8 petrochemical used in textle
fibers.

Preparations for these projects and
rougﬁfy half a dozen others being evaluat-
ed byt ench governiment were started
before the election victory of Mr. Mitter-
rand last May.

But after the clection, ecach case was
carefully reviewed for potential political
implications, in most cases by the US.-
based top management and boards of di-
rectors of the companies, according 1o in-
terviews with company executives on both

Jean-Claude PETERSCHMITT
Geoff SHINGLES

Jack SMITH

Arnaud de VITRY

sides of the Atlantic and senior French
government officials.

“ feared my management would re-
verse our basic decision to proceed, but
they did not,” said Pierre Mary, head of
Quaker France. He added that his compa-
ny also had been considering a site in the
Netherlands.

“We have full confidence in the [Mitter-
rand] government,” said Rudolf H. Boni-
face, president of Ford France, shortly af-
ter Ford's project was announced Oct. 21.

Ford’s Decision

Ford Pad weighed a site in Britain, but
wimed (o, Bo largely because of
handy, skille

manpower at the site but
also because, French and Ford officials
id

Pompidou.

Q’inﬂﬂ!!‘ «"hsé?ig and low-interest,
overnment-packed loans are being of-

ered in virtually all of the ventures, SOver-

ing 25 percent or more of the total costs.
T O Tl

conceded that these enticements were es-

tablished under previous non-Socialist

governments, but they cmphasize that
they are being applied more generously
than before.

“Our approach and attitude is new —
the funds have always been there — but
we are moving faster, without delays and
prejudice to Americans and we are listen-
ing to all the suggestions on how to im-
prove the climate even more,” said a sen-
jor official in the Ministry of Economy
and Finance.

Jean~Alexis BAYART
Jean~Jacques BERNIE
Jacques~-Henri BRISAC
Etienne CHARRON
Michel FERREBOEUF
Christian MICHEL
Etienne MICHELON

Jean-Pierre REICHENBACH

Yves SARRAZIN

He and officials at DATAR, the govern-
ment’s regional development agency, em-
phasized that the new effort will be con-
tinued despite some decidedly hostile
complaints from French business groups.

An example is the French telecommuni-
cations industry, which last week vche-

mently criticized government § oval of
a 4 by Mitel, a Canadian xcic luo_né
T BT Tos £

in_the Vosges region represenling a 1ola
investment of 150 million francs and that

will create about 1,000 new jobs.

“That project has our blessing, since it
represents a new, badly needed investment
in a depressed area that has been tradi-
tionally based on textiles,” @ DATAR offi-
cial said, adding that Mitel and North
American companies generally are more
willing to go into high unemployment
arcas than their French counterparts are,

This year — representing the first major
increase since 1976 — i i in-
vestments in France wi rom the
yeam- Vel of apout 32 billion, led
by the United Statf and Iralled by west,
BermamyTatar 2nd Switzerland, gov-
ernment officials said.

Remaining Barriers

A decade ago, total direct investments
in France totaled §2.9 billion, according to
a recent survey of investment trends pub-
lished by the Organization for Economic
Cooperation and Development.

g!‘s%ﬁri remain. For example, Western
dip S in Pans said that the Mi!w;-
rand government still appea ysed 10
Toreisr T eovars of major Ercn:*g comEa-

es

rse

#=STeantime, the US. Chamber of Com-

merce in France recently circulated a six-

lustries in U.S. Respond to French Bid for Investment

age memorandum to key ministries out-
ining and criticizing what it considers to
be continuing obstacles to new U.S. in-
vestments, affecting both companies and
exccutives based in France.

The chamber would like to see more de-
tailed information regarding what sectors
the government wants to develop plus the
terms of possible foreign participation, as
well as swifter processing of requests for
approval of projects.

New government-sponsored tax propos-
als aimed at raising personal income taxes
and tapping revenues generated outside
France also should be revised to favor in-
vestments and, above all, executives,

Tax Plans Feared -

According to the memorandum, the
government tax proposals are costly and
unfair and could cause executives and
their companies to leave or bypass French
investments in favor of those in Britain
and Belgium or other countries which
have “more understanding” attitudes,

“This is not the best time to be investing
in France, since there are still many uncer-
tainties such as the gloomy state of the
economy,” said a director of the chamber
and a longtime Paris resident. He added
that “our suggestions are aimed at making
France more competitive.”

Senior French officials said that they
were studying the letter and that it would |
be answered. “We want 1o be understand-/
ing,” the Finance Ministry official sai
But he emphasized: “We also think a dig
tinction should be drawn between the xé»
terests of U.S. corporations and individ:
executives or residents working for thy
... They are not necessarily the same.” 8
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I - DIGITAL EQUIPMENT FRANCE IS NOT POSITIONED AS IT SHOULD RE

A) IF WE COMPARE COUNTRY % OF EDP WORLDWIDE REVENUE TO LOCAL %

OF DIGITAL REVENUE

UK : U4 7 WORLDWIDE REVENUE 8 7 DEC REVENUE
GY : 10 7 WORLDWIDE REVENUE 5 % DEC REVENUE
FR : 6 % WORLDWIDE REVENUE 2.4 7 DEC REVENUE

B) IF WE LOOK AT RELATIONSHIP COMPUTER EXPENDITURE/GNP IN 1975

uk 2.83
FR 2.E5
Gy 2.45

C) IF WE LOOK AT COMPUTER POPULATION

FRANCE HAS 2ND WIDEST IN EUROPE

D) IF WE LOOK AT WHAT INDUSTRY IS DOING IN EUROPE

FRENCH SUBSIDIARY IS 1ST FOR BURROUGHS. HONEYWELL. SEL
2ND FOR IBM, NCR. HP :
5RD FOR DG, DEC f

E) IF WE LOOK AT RELATIONSHIP LOCAL SUBSIDIARY/CORPORATION REVENUE ‘

DEC FRANCE IS ONLY 2.4 7 or 14TH OF INDUSTRY |

SEL : 19,4

IBM ¢  13.9 E
GA T |
BURROUGHS ! 14D =5
HP : 6.5 A
PRIME : 4,0 :
DG NEe .5 I

F) IF WE LOOK AT SALES FORCE P

DEC FRANCE HAS NOT EVEN 1 7 OF INDUSTRY SALESMEN

cs - JUNE 1979




IT - VHAT DO WE PROPOSE

TO BECOME ONE OF THE LEADING MAJOR SUPPLIER BY GETTING A
GROWING SHARE OF THE MARKET, FROM 5.8 7 IN 78 10 11 7 1IN $3.

OUR GOAL SHOULD BE REACHED THANKS TO A PROPER INVESTMENT IN

RESOURCES AND THROUGH AN IN DEPTH PENETRATION OF SELECTED
MARKETS AND GEOGRAPHIES,

cs - June 1979
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IIT - STRATEGIES

GENERAL STATEMENT

LET US INVEST WHERE WE WILL BE SUCCESSFULL TAKING INTO ACCOUNT
CORPORATE STRATEGIES AND LOCAL ENVIRONMENT,

1) Focus OUR HIGHEST GROWING INVESTMENTS WHERE WE CAN BE MORE

PRODUCTIVE, I.E.

- TECHNICAL OEM’S

- ESG

- TERMINALS

- WORD PROCESSING

- MDC

- COMMERCIAL OEM’S
MAINTAINING A SPECIAL FOCUS ON LAST THREE GROUPS.,
IN EFFECT, THERE IS NONE OF LESS PRESSURE FROM PART OF GOVERNMENT
TO "BUY FRENCH” (WHICH MEANS MAINLY HONEYWELL) IN THE PRIVATE
MARKET , '
WE SHOULD ALSO CAPITALIZE OUR PERFORMANCE AND EXPERIENCE IN

THIS FIELD,

2) OPTIMIZE GEOGRAPHICAL COVERAGE :

- SELECTING CITIES WHERE WE WANT TO REACH A CRITICAL MASS
BECAUSE OPPORTUNITIES ARE THERE (I.E. LET US GET OEM’S
BEFORE THEY ARE TIED TO COMPETITION),

- BEING GOOD CITIZENS : ACCORDING TO GOVERNMENT REGULATION
OUR GROWTH IN PARIS WILL BE DIRECTLY PROPORTIONATE TO OUR
EXPANSION IN PROVINCES,

- BASED ON ABOVE, WE CAN GROW ONLY IF WE GET DECENTRALIZATION
TO FRANCE OF EUROPEAN OR CORPORATE ACTIVITIES. A VERY
POSITIVE DECISION HAS BEEN IMPLEMENTATION OF EUROPEAN
TECHNICAL CENTER IN VALBONNE. IT WILL NOT BE ENOUGH TO
SUPPORT OUR GROWTH IN THE FUTURE AND FOR INSTANCE FACTORY

WOULD BE WELCOME.

cs - JUNE 1979




AV - WHY CORPORATION SHOULD INVEST IN FRANCE

BUSINESS INTERNATIONAL MAGAZINE RECENTLY MADE A SURVEY OF MORE
THAN 200 MAJOR COMPANIES., ASKING FOR THE RATINGS OF 16 EUROPEAN
COUNTRIES AS MARKETS AND AS INVESTMENT SITES IN THE COMING
DECADE. THE TOP THREE COUNTRIES FOR EACH CATEGORY, ON A SCALE
ofF 0-100. ARE :

MARKETS INVESTMENT SITES |
|

GERMANY (81) GERMANY (67) i

FRANCE (77) UK (E1)

UK (68) FRANCE (57)

WE ALSO GAVE ON FIRST PAGE AN OVERVIEW OF DEC FRANCE POSITION
RELATIVE TO POTENTIAL.

ON TOP OF THIS., OVER LAST FIVE YEARS, DEC FRANCE HAS SHOWN
A STEADY PROGRESSION IN BOOKINGS. AN AVERAGE YIELD OVER
EUROPEAN AVERAGE, A COST PER MAN GOING DOWN FROM ONE OF THE
HIGHEST TO THE LOWEST IN EUROPE AFTER UK (SEE SET OF FIGURES
ATTACHED., TO BE SUPPORTED DURING PRESENTATION)

cs - JUNE 1979
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V- SUMMARY OF SUMMARIES

+ FRANCE IS ONE OF THE FIRST MARKETS IN EUROPE AND IT IS WORTH
FOR CORPORATION TO INVEST IN FRANCE.

« WE NEED :
- RESOURCES IN MANPOWER
- DEC PRESENCE (SUCH AS VALBONNE. PLANT. ETC ...)
PROPORTIONATE TO EXPECTED DEC FRANCE GROWTH.

» IF WE WANT FRANCE TO BE AT COMPARABLE LEVEL WITH UK OR GY
BEFORE 2,000 A.C. WITHOUT JEOPARDIZING THEIR GROWTH, MORE
RESOURCES ARE TO BE GIVEN TO EUROPE,

« SPEED IN ALLOCATION OF RESOURCES IS DECISIVE.

cs - June 1679

DIGITA

L ——————— ——— - ———— .

S ——————— — ——




Q/6T ¥3IEWIAON - S92

pajewr3sd ¥

ho.m ¢2°SC |0°¢¢E 0°s S 9Z 1y EE 0T €°9€ |S°8€ (0°6) |[E°SY |S°z¢€ 0°TT (T1°82 |0°ZF (0°€) |0°9€ |0°T HIM®RID
— ——

_“ 109 |0°6TZ(00L TET|TLS |6°PLL|008°66 || TS |[Z°8ET|008° L [€ES P*TOT|000°bS |[P8BS [B8°69 |SSL'OF |[LZS |[S°PS |20L°8T TYIQL ANWRID

.l"" e HH]HT" — ——

ST |L'Le v ey 8°Ch (0°02) |€°¥9 |[L°9€ €°ST |T°GZ (T°bb HIMORD

T

o = —— .=
Z1s Z°LZT|00T"S9 || 6SF 966 |00L°SP |[OE® 0°9L [00L*ZE |SZP 6°€ES [006°22 ||TTS 8°CE€ [0SL°9T ||Ebb *9Z [TZ9°1T1 || TVIQL-ENS

[4
,"’ - R - - - l\ll."‘ - > es T T
LER 0°SE |00€°62 |[0SL 0°82 |000°1Z |889 P"¢C |00p°ST [[SL9 9°91 [00Z°1IT [[SES8 0°0T J0osSE”8 PES 1°6 0LL°S ¥ SId WH0
ISE 0°6€ |00L°€T |loZE 0°0€ |009°6 SO€E 9°2Z |006°9 00€ 0°9T |008°F 0S€ 0°0T |00S°€ 1€ A opb°Z = ISO
S'8
0°1

cOb _10°0S ]001°0Z |l6¥E |0°6E |009°ET |[p2E |0'62 l00V-6 |lOZE L°6T 100€°9 I88€ [9°TT [00S°p |l2pE 90672 ¥ O
529 i 0° :

SAE I TE6T | E°ET

000°T IS 2°1 1009 EEE 12°T  |00% 4 S0S OOTAL

9°0€ (€°2) |€°0E |p°L2 0 |S°2Z (6°CC HIMRD

“T9 [00L°PE |[LES |8°0S |00E°LZ ||LTS "0p f

g
m
£8S P EL |008°2F ||€£9S 9 1’4 006°0Z |6ZS 0°TE [0TP°9T1 |[8ZS £°GC [6PE"ET TYIOL-ENS | =
205 10°8T JOOT"6 [[Z8v JO-GT [00t L [l006 9" Tt [008°6 [ceb |6 [005°% €EG [G°L |000°P 18G9 JL'S |tel'¢c % 553 m
00v [0°¢ Tooz"t Jloov |s"z Jooo T Tlloze Te7z Tocs 0se__lo-z_loos cec s 1 oo 80E 1T [sic S5 | o
00y 1s'v 008°T llsze [r"e oov't Jlsce |cz J0s0°T [oor 1o z Toos 0se 1oz looL : : m 622 dan
0S¢ 16°9t 1006°s floce [v'eT JooL™v Jlose [, 0T osL"€ Jlose [9°8 [ooo't Tze Tt Tore-z—lI22€ |S°® £15°2 aa1
€¥0 11062 009 _|0°T [009 LS |v° 1 loos Z09 _|o°1 _ J<e6 S,8-dad
1008 [0°T€ [008"¥e [lesL_[o°Lz 0°€z [009°ST [[€p9 [T°£T [000°TT |tz |T°TT J000°8 ¢ i w0 | * |
(G°6)|€°vE |L°22 1°6 2°02 1°Sh G'ET |E°81 |£°pE 8°1 0'00T |S €01 HIMRO M
—— \xﬂ" — —— e e —
£627T|p 8T |008"€Z I9TP"T|L €T [00V"6T ||862°T|p"TT |008°FT [LEV'T|T°L [002°0T ||992°T]0°9 |cec s ppz 1|0°€  |zeL'e || Tvioz-@ns m
0009 009°¥% 00S"€ 008°2 chl°¢C 8pb- 1 SIS W
0sy _10°0T JooS'y [f009 [e°s [ooz'€ [losv_ (9% Joot"z oS [0°2 TooL 00z__ 0"z loov "aIM| "o
000°T16°0 1006 000°T16°0 [006 000°116°0 |006 000°116°0 1006 8L 160 0oL TPE 16°0 |£62 SOTHIGD
00Z°S 00Z" b 00E°€E 00%°¢ 00L°1 PIT T Sso| &
£99 S'p 000°€ 009 Sy 00L°C 009 G g 001°¢C SkS z'¢C 002°1 _<mmm £°1 00L L6C 15 81¢ QIDIW | +
00F°TI0°€E 00Z°'p 99Z°1|0°€ 008" 00Z°1lp°Z 006°2 00T 'T1i0°2 00Z°C lIEBO"TI8"T 0S6°'1 6SS 0°1 6SS S) SIRIAL
PToTA| Ty | 0T4008 [ DT9TA Moo | Buriooa [pTanA |2 Bupstooa[prota |20 |surscom [prots X2 [buryooa|orars  [Bumsioos
uen e e uey ey
SANTT IONad
£8 Ad Z8 AZ 18 Ad 08 AJ 6L Ad 8L Ad

—_—,—,—,————

SAT3TA/SONINOOET

7




T Qs A E M ANPOWER SUMMARY

FUNCTIONS Fy 78 |FY 79 |FY 80 |[FY 81 [|FY 82 ||FY 83

Regional/Subs. Managers 1 1 1 1 1 1

Sales Managers - 1 1 1 1 1

District Managers - - - 1 2 2

Group Managers 2 2 3 3 6 7

EALES Unit Managers 5 7 11 16 20 24

Sales Exec./Repr. 36 48 77 104 134 172

cazricals 18 21 30 40 51 65

TOTAL 62 80 123 166 215 272

Regional/Subs. Managers 1 1 1 1 1 1

District Managers - - 2 2 2 2

Branch Mgrs/Log./PS MJrs. 5 5 6 8 9 10

Supervisors 10 12 15 20 25 31

Product Support Engineers 6 13 15 18 20 22

EIELD SEVICE Marketing 1 2 3 4 5 6

Technicians 98 145 181 224 287 356

Logistics + EDP 13 18 21 25 29 32

Secretaries 14 15 18 21 24 27

TOTAL 148 211 262 323 402 487

Professionals 1 1 1 1 1 2

A & S CROUD Clericals 2 3 4 B 4

TOTAL 3 4 4 5 5 6

Regional/Subs. Managers 1 1 1 1 1 1

District Managers - - 2 3 3 3

Staff Managers - 2 2 2 2 2

et Unit Mgrs/Group Mgrs/CCC Mgrs. 4 3 7 9 12 15

SOETTWARE g Consultants/Senior Consultants 1 1 2 3 3 3

Assoc. Spec./Spec./Senior Spec. 18 29 46 62 79 96

Clericals 6 7 13 16 19 22

TOTAL 30 43 73 96 119 142

Managers 1 2 4 4 5 5

Professionals 14 19 25 31 36 40

TRAINING Clericals 4 4 6 6 7 7

TOTAL 19 25 35 41 48 52

Managers incl. 1 1 1 1 1

MARKETING Professionals in 2 3 4 5 6

TOTAL Sales i 1 4 5 6 7

Managers 5 8 10 12 13 14

C.S.S Professionals 24 43 68 80 85 S0

= Clericals 3 7 9 13 18 22 26

TOTAL 36 60 91 110 120 130

Managers/Supervisors 1 1 2 2 3 3

Professionals 3 5 6 6 8 8

PERSONNEL Clericals 3 3 4 5 6 1
TOTAL 7 9 12 13 17 18 \

Manaqers/Supervisors 8 11 13§ 15 I 18 19

FaaA Profe‘;ss:.onals 26 35 44 52 60 69

Clericals 12 14 17 20 21 23
TOTAL 46 60 74 87 99 || 111 \
GRAND TOTAL 350 || 495 | 678 | 846 | 1031 \1225J
GROWTH 41 % || 37 % 25%[22% 19\\
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TO: GIAMC: DATE: MON 15 JUL 1985 5:07 PM EDT
FROM: JACK SHIELDS
cc: see "CC" DISTRIBUTION DEPT: FIELD OPERATIONS

EXT: 276-9890
LOC/MAIL STOP: 0GO1-2/R12

MESSAGE ID: 5279128399

SUBJECT: CONGRATULATIONS!

Congratulations for an outstanding year. You achieved your goals
in almost every category.

We were especially pleased with your performance in the areas of
order rate and skew, asset management, order procesing, shipments
and revenue skew, profit contribution; and of course continued
improvement in customer satisfaction.

It has been most gratifying to observe your confidence,
leadership and command of your direction and strategies. The
subsidiary teams are stronger and you are constantly "winning"
ygainst the competition with the added burden of a strong dollar.

We enjoy strong functions with congruent goals and high cross
functional collaboration and team work. We have some of the best
oroducts we've had available in our history. As we couple that
with vyour organization's strengths I look forward to your
continued success.

personally proud of your accomplishments and progress.
1JS/ fow
wee* DISTRIBUTION:

«WIN HINDLE KEN OLSEN JIM OSTERHOFF
S IMS JACK SMITH




y'0s/c"08
¥12/1~-1 oxv
H3A3E FHLIVE AW
€8 ¥AEO0LD0 O1 :31Va GIASIARN

F3LLIHHOD LININZOVNVH 40 SUIANAN-NON¥
WAOVYNYH SNOILVHEJO ¥ADwv

SALLIHHOD LNEHIOVNVH NOIODEM D1410V4 HLINOS OHu4ds
HNFhuleO ANZHIOVNVH NVAVH IRr

SALLIHHOD LINEWEOVHNVH NOIODAN ILNAHJOTHAIG AMINNOD JH¥ad
SALLIAROD INIANFOVNVH NVIAVNYD JHD

SE11THROD INEHEOVNYH VANV TVNOILVNYILINI 1VNINZD * DHVID

sTuad SNIJNNET 0180401 NOLSOW ATaN AN1A SHYITTIN NMONE ANSNAHVE ENIINVIIVE 208K
RIY ANON Hide Auuar HN3TD anva S1¥HD 10vd NHOT A01H aAva ANVES OHudS
ONFANYA IHSVAVEON QnZIHSOH oLvy AGVHVLIVA NVEEND vaan IN¥VNH VENHIONS AYVNVLIVA A113Y8
1rod HOL  NnE13Sy IHOIWVAVL IANXOMIH T1Hd OIHSO0L N39  NUILIHSOL Hdado NEORVSVYH as ORP
aNTATT N3AAViOVH 13¥3RL NOSHAANY NIdR H13N a1io04 NN14 ¥3A019
N3dO» N3dO¥ 443r aonae I¥¥3ly NIAAVH ANVEA ANVEL 11VR ANON Alidey 1118 OH¥AaD
(ONI10V) (ON110V)
1100 SIUVAVL 408  NOSG¥VHOIN NILMVH Q1VE35Z114 NVHVES sviia ZNVI LALSNV FUOHLIA
NVI¥E FDTUNVH NVANEy 43134 NIGON iva v Noa av ANON 11383AR AMNar OHD
ZLVA AZTAVEE  1INaWILS SHAAHVHD AZAAVIINN NMO¥E sviia xn1 waNdanu SYOHLIN
g0¥w Ao1a avinox nvd N3dOw NIA NaA Hoa Ho0e Ve ANON Aduar OWVID
YIOVNVH HAOVNVH HIOVNVH YAOVNVH HAOVNYH YAOVNVH HIAOVYNVYH HAOVHVYH HAOVNVH YAOVNVH MAOVNVH YIOVNVH
ONTLANYVR ONIDANH MV 1ANNOSH¥Ed RALSAS NIKay F0IANES 201A¥3S a01A¥3S8 SHALSiS sa1vs ssaNIsne
V10348 any FHYALI08  NOILVONQR alala TIVRS $31VS
¥ALNAHOD HOMVYNIZ .

F3LLIHHOD INIHIOVNYH I8 NOILVZINVOHO VIO

E86L 2T 190

—

V78




B Vi

' T e T T

! d 1.1 I'g 195 "0 s (et Int eroftfiece Memo

' ' ! ! ! ! ! !

TO: PAXTON STAFF: DATE: FRI 8 JUL 1983 5:06 PM EDT
FROM: JERRY WITMORE

cc: see "CC" DISTRIBUTION DEPT: GIA

EXT: 2B8-6542
LOC/MAIL STOP: AKO 1-1/C14

MESSAGE ID: 5205371095
SUBJECT: GIA ORGANIZATIONS
#%® RESENDING**» *%*%CORRECTED COPY®*xx
I thought you would also find a GIA "WHO IS DOING WHAT" helpful;j
I have attached the following:
1. A summary of GIA Field Operations Organization.

2. A Summary of Rob Katz' Marketing Organization.

3. A Summary sheet showing the Country Manager, Marketing
Manager and Sales Manager for each of our four
Geographies.




GIA FIELD DPERATIONS
Jerry Witmore, Vice President

GIA MARKETING
Rob Katz, Manager

GIA SMALL SYSTEMS GROUP
Al Huefner, Manager

GIA NEW VENTURES
Ron Spinek, Manager

GIA FIELD SERVICE & IBG
Bob Lux, Manager

GIA SOFTWARE SERVICES
Ken Brown, Manager

GIA EDUCATION SERVICES
Don Elias, Manager

GIA FINANCE % ADMINISTRATION
Vin Mullarkey, Manager

GIA PERSONNEL
Paul Chambers, Manager

GIA LEGAL
Konrad Streuli, Manager

GIA MANUFACTURING
Dick Bradley, Manager

CANADA |
Open |

JAPAN |
Ed Reilly, Manager |

SPR (AUSTRALIA/NEW ZEALAND)
Frank Wroe, Manager

CDR (COUNTRY DEVELOPMENT REGION)
Bill Glover, Manager




GIA MARKETING ORGANIZATION
Rob Katz

PRODUCT MARKETING
Pierre Chiha

BOS PROGRAMS
Open

MARKETING COMMUNICATIONS
Gerard Anneveldt

MARKETING DATA &% PLANNING
Denise Battat

PRODUCT FORECASTING
Clayton Rix

SALES TRAINING
Open

INTERNATIONAL ACCOUNTS
Ray Lindsay




GEOGRAPHY SUMMARY SHEET

CANADA
SUBSIDIARY MANAGER, Open
SALES MANAGER, Open
MARKETING MANAGER, Open

JAPAN
SUBSIDIARY MANAGER, Ed Reilly
SALES MANAGER, M. Watanabe-san
MARKETING MANAGER, Kaneko-san

SPR
SUBSIDIARY MANAGER, Frank Wroe
SALES MANAGER, Dave Ballantine
MARKETING MANAGER, Rim Keris

CDR
SUBSIDIARY MANAGER, Bill Glover

OPERATIONS MANAGER, Dick Finn
MARKETING MANAGER, Open

105.110

ncCc" DISTRIBUTION:

GIAMC: MKTG/SLS STRAT COM: WGW DIR RPT:
WGW STAFF:
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T0: PAXTON STAFF: DATE: FRI 1 JUuL 1983 5:19 PM EDT
FROM: JERRY WITMORE

*C: see "CC" DISTRIBUTION DEPT: GIA

EXT: 288-6542
LOC/MAIL STOP: AKO 1-1/Cl4

MESSAGE ID: 5204661700
SUBJECT: GIA ORGANIZATIONS

I thought you would also find a GIA "WHO IS DDING WHAT"™ helpful;
I have attached the following:

[ A summary of GIA Field Operations Organization.
A Summary of Rob Katz' Marketing Organization.
B A Summary sheet showing the Country Manager, Marketing

Manager and Sales Manager for each of our four
Geographies.




GIA FIELD OPERATIONS
Jerry Witmore, Vice President

GIA MARKETING
Rob Katz, Manager

GIA SMALL SYSTEMS GROUP
Al Huefner, Manager

GIA NEW VENTURES
Ron Spinek, Manager

GIA FIELD SERVICE % IBG
Bob Lux, Manager

GIA SOFTWARE SERVICES
Ken Brown, Manager

GIA EDUCATION SERVICES
Don Elias, Manager

GIA FINANCE & ADMINISTRATION
Vin Mullarkey, Manager

GIA PERSONNEL
Paul Chambers, Manager

CANADA
Open

JAPAN
Ed Reilly, Manager

SPR (AUSTRALIA/NEW ZEALAND)
Frank Wroe, Manager

CDR (COUNTRY DEVELOPMENT REGION)

Bill Glover, Manager




GIA MARKETING ORGANIZATION
Rob Katz

PRODUCT MARKETING
Pierre Chiha

BOS PROGRAMS
Open

MARKETING COMMUNICATIONS
Gerard Anneveldt |

MARKETING DATA & PLANNING
Denise Battat

PRODUCT FORECASTING
Clayton Rix

;

SALES TRAINING

Open j
|

INTERNATIONAL ACCOUNTS
Ray Lindsay

|
CANADA |

SUBSIDIARY MANAGER, Open |
SALES MANAGER, Lew Hewitt |
MARKETING MANAGER, Open |

JAPAN
SUBSIDIARY MANAGER, Ed Reilly
SALES MANAGER, M. Watanabe-san
MARKETING MANAGER, Kaneko-san

SPR
SUBSIDIARY MANAGER, Frank Wroe
SALES MANAGER, Dave Ballantine
MARKETING MANAGER, Rim Keris

CDR
SUBSIDIARY MANAGER, Bill Glover
OPERATIONS MANAGER, Dick Finn
MARKETING MANAGER, Open

105.110

wCcC" DISTRIBUTION: |

CIAMC: MKTG/SLS STRAT COM: WGW DIR RPT:
WGW STAFF:
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. :DIGITAL: INTEROFFICE MEMORANDUM -
rseensensss COMPANY CONFIDENTIAL w12 a8
TO: Win Hindle DATE: June 15, 1981

FROM: Bill Hanson

DEPT: Systems Admin.

EXT: 223-2238

LOC/MAIL STOP: ML1/R14
SUBJECT: ATTACHED LETTER

To put things in perspective, we currently have 35 Continentals on relocation
in Puerto Rico. This compares to a total DEC population of 3,000 people and a
professional, management, supervisory population of 80@ people. Both plants
have had Puerto Rican Plant Managers and most of the senior management
positions have had Puerto Rican Managers.

The basic problem is that some Puerto Ricans feel they are qualified for
certain jobs while Digital management feels that they are not ready.

It is clear that Digital runs a far more complex manufacturing operation than
practically anyone else on The Island. If we had been wiser and more
experienced at the time, we probably would not have allowed our plants to be
bigger than 500 people. Unfortunately by the time we understood that piece of
the problem, we were at plant sizes of 1,000 to 2,000 people. A Materials
Manager in a 500 person operation doesn't require the experience, talent or
management ability that a person would require in a 2,000 person plant.
Unfortunately, people on the way up don't always understand that. In this
particular instance, Jose Cuevas was a person who felt he was ready for a
bigger job when in fact he was having difficulty doing his current job.

In more recent years, we have been taking more intelligent risks in promoting
Puerto Rican Managers. Prior to this I am convinced that some of our
prejudices and misunderstandings of the Puerto Rican culture resulted in not
taking the risks we should have. Some recent examples of this risk taking are
the appointments of Ivan Nazario as Plant Manager of San German and Sam Landol
as Plant Manager of Aguadilla.

Besides taking more intelligent risks, we are putting a more concerted effort
into our management development and training programs. We recently hired Jim
Bishop, a very senior manufacturing manager with 25 years of experience, to be
the General Manager of Puerto Rico. His primary job is to be the on-site
Island resource for the training and development of Senior Puerto Rican
Managers. We have recently moved Jerry Cox, who was instrumental in
developing the domestic, financial, management, training program, to Puerto
Rico, as well as Les York who will be filling a similar role for the Personnel

world.

on the surface, this may appear that we are adding more fuel to the fire by
sending more Continentals to Puerto Rico. The difference is t.:h'.at these
Continentals are there with the primary responsibility of training and

developing local managers.

This is a very difficult problem, which we have compounded with the c?mplexity
and size of our operation. We do want to be able to staff ALL jobs with
Nationals and we have a plan to make this happen. Unfortunately it is
difficult to assess whether we are making this Plan happen as fast as we can.
This is the question we keep asking ourselves and is a §ubJ?Ct we openly
discuss with our Senior Puerto Rican Managers. I feel it will be a number of
years before issues like these will be truly resolved.




JUN 110 1987

June 1, 1981

Dear Sir:

Fnclosed is copy of an article written by an ex-Digital employee which have more
than succeded with another electronic manufacturer and which probably would have stayed
in DEC if it were not for the reasons he expounded in his article.

1 agree that this article may be permeated with this man's personalism and most
likely animosity toward the system that displaced him but we have not only to acquiesce
but worry about the fact that most of what he described is nothing but the truth.

The issue of trust in the Puerto Rican worker (line and management alike) is at
the top of the pyramid of the many misconcieved ideas about our people's talents and
potential., This same ideas are tha main reason for the exodus of prime personnel
from DEC to other companies within the industry or to other industries.

Power struggle among the various continentals which are sent to Puerto Rico is
also a matter of concern. It is true and admissible that such a strupgle is common
to any company the size of Digital but when such a struggle interferes with the
local people's most genuine interest of performing at a standard which is. competitive
with the industry and the reason for their pride it is time to reconsider the need

for such people.

Most of the electronics manufacturers doing business in Puerto Rico are more than
857 staffed with local talent. The results have been more than anyone could expect
(figures are available at government agencies).

1 do not believe that you should be remainded of the fact that with what it takes
to bring, house and make happy a continental you could propably employ and trained
t+wo maybe three top notch engineers or financial project.

We do not have any qualms about getting all the tecnological expertise which
most of the continentals bring with them again if it were not for the fact that Puerto
Rico for them is a place were they can get their wings to go back to a much better and

visible job.




Page 2

Five years from now we have proyected the P.R. subsidiary to have a sales volume
around the $2.5 billion mark which is almost as big as the Corporation is now.

Sir, I truly believe rhat the %uerto Rico situation should be studied more closely
because I still believe it can be remediated.

of business enterprise which is that you have to keep "people" of your trust
the power circle but by the same token that trust should not be all-exclusive

because time have proven that precisely those "people' are at the root of may of |
Digital's i11s.

Sir, Twill not take any more of your valuable time but I sincerely hope that
this matter be scrutinized to determined its degree of accuracy for the benefit not
only of the Corporation but also for the benefit of so many good, earnest proud, and
hard working people.

Sincerely Yours,

Bl

jose R. Cuevas

Ex-Treasury Manager
DEC de Puerto Rico

XC: Albert Bertocchi
Dick Bradly
George Chamberlain 111
Bill Hanson |
Wind Hindle |
Don Infante |
Jack Smith

Bill Thompson
John Sims
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By HARRY L. FRIDMAN  piant 1o efficency and produc-
STAR Bevmews Edier uvity in general’ he baasted
Nicholas Ramos i 5o obses- 1 & STAR interview.
sed with efficiency and “Puerto Rico eliciency, by
uvity, it bas rubbed off on his our standards, is 9% percent for
123 executves and employees the month, with 73 percent
at Quantel in Juncos and productivity. But compared lo
should be embarrassing to the Hayward. we have 105 percent
home office. productivity. or 31 points
He is able to land his small favorable. and our elliciency is
compuiets & Heymatd, Ol murh hirher ™
about 12 percest cheaper than The bushy-bearded, shightly
his bosses can mangfaciure rotund. non-siop plant manager
spounts the uitimate in fine-

them there.

Ramos claims a well grain  factory management
Pue T worges o Bk Mechmigues 1Rl despesk the
e panli s figt any- huUmMAn enlueeting anc dus-
ahers moudsg he Jipanese. Ness tcmuntsiration be 2as ab-

He has 2 (selcad of Lgures to sorded in three colleges —
prove 1t ané 5is persosnel L'nnongty of Puerto Rico,
manager. Ramoe 0. Del Toro. World University and Cornell

own productvity studies.
“We are rusaing adbout 30 com-
points better than the staleside parative efficiency in the plant

=== Sre——— .mmmaw
almost

productivity.

“Efficiency i 3 labor meas-
urement.” Ramos explaived.
*“The measure s the

well

supplied with materials, or
clear away his completed
parts, or provide him with

38
Ly
i
i
-
i

Reception s 3 agnal for
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with them than you could [oM0s said is dead set
shake a finger at. qaunst using temporary im-
n':;., wives hated it be. PO u”mmmm. he said
cause claimed were s ght one single
staning at the .,.“,m:’. day, Continental His dectsion obvi-
This was in Aguadilla, which Ul I8 not political, expres |
was even worse. Among the ‘0% Pational pride, or does it
Euys — nobody was good O0¢ irom a warped sense of

and all that balomey. CUU- He bases it entirely oo
When their three years were (00 hard industrial psychol.
wp, they'd walk out, leaving a °B 39d production facts. As
vacuum. They said there was "¢ 33/d. Ramos is obsessed, it
nobod: to train, etms with efficiency and pro-
“T said to bell with this | S9ctvity

stopped it. ‘You don't know That obsession expresses W
who be is? (a Puerto Rican self in another vein — that of
management prospect) Well, ! the assembly line, versus the

opplies finishing touches to @ completed |
ot the end of Quantel’s ossembly line. | 2
by Jose Gorcia) i
- edly new concept of the|
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Where Ramos draws 3 line
— & broad. lorbidding line —
15710 the import of contnental
supervisors into local [actories.
In his experience it is 3 diras

diminish. assemble ap entire section of!
le 1 the car. For instance, he would:
better off T install all of the windshield and
window glass ms::d of just
supervisory levels. I'm wlk- coe pane on one Si . as others
:g about management — were assigned equivalent, re-
peutive but simple jobs,
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INTEROFFICE MEMORANDUM
Ken Olsen DATE: 7 March 1980
Operations Committee FROM: Ted Johnson
Vice Presidents DEPT: Sales and International
Key Managers EXT:  223-5942

LOC/MAIL STOP: PpPK3-2/A55

SUBJECT:  JERRY WITMORE

I am pleased to announce that Jerry Witmore will become Manager of the General
International Area (GIA), effective April 1, 1980.

Jerry brings a wealth of successful Digital experience to his new position.
Shortly after joining DEC in 1969 as a Senior Sales Representative, he was
named District Sales Manager for Northern California. He came to Maynard 18
months later as Corporate Sales Training Manager and played a major role in
the reorganization and strengthening of that function. He returned to the
Field two years later as District Sales Manager in Waltham and since 1976 has
served as Product Line Manager for Education Products (EPG) and, more
recently, as Group Manager for Education Computer Systems (ECS) which has been
a major contributor to GIA's business over the past few years.

We are delighted to have Jerry in this important position and are very
enthusiastic about the contributions we know he will make to the continuation
of GIA's impressive growth record. Please join me in wishing him success in

his new assignment.
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TO:

SUBJ:

Operations Committee DATE: 6 June 1979

FMC FROM: GIA Management Committee
GIAMC DEPT: General International Area
IMDDMC EXT: 246-2345

Al Mullin LOC/MAIL STOP: AK-Nagog Square
Dick Berube

PLAN FOR THE TRANSFER OF DEC FIELD SERVICE RESPONSIBILITIES IN |RAN

INTRODUCTION AND SUMMARY

We are in the process of finalizing an agreement with Iran Digital
Computers (IDC), DEC's Sales Representative in Iran, to transfer the
current Field Service responsibilities from DEC's Branch Office to
IDC, making IDC a Sales/Service Representative. We believe the cur-
rent political climate will continue for the foreseeable future, pre-
senting formidable problems for foreign companies and its' employees.
GIA is requesting approval of the transfer.

This paper further details the step-by-step process for the transfer
of responsibilities including legal, personnel, finance and customer
issues.

BACKGROUND

DEC first established its' presence in Iran in 1975. Iran's oil boom
economy, coupled with the Shah's aggressive modernization plans,

created what appeared to be a large market for mini computers. Given
the market potential, we would have liked to open a full Sales/Software/
Field Service Subsidiary. Unfortunately, Iran's foreign investment laws
prohibited us from selling through a wholly owned subsidiary. Under the
laws we, however, were permitted to provide service through a wholly
owned entity. Our decision, therefore, was to sell through an Agent and
provide Field Service directly via a DEC Branch Office. Although the
second most desirable alternative, we felt this would allow the Sales
Agent to focus on marketing and-minimize his startup investments.

The DEC/IDC relationship continued to mature and improve up to the time
of civil unrest in the fall of '79. The business outlook for the re-
mainder of FY79 and FY80 had been extremely positive with expansion plans
under way to pursue new business in the oil refining district of Abadajan
and the slated installation of two DEC 20 Systems in Tehran.
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Our personnel status at the beginning of the civil unrest was six
people, four Iranian Engineers, one Ex-patriot Manager (Ashok Shah)

and an lranian Secretary. One of the Iranian Engineers was par-
ticipating in extended DECsystem 20 training in the U.S. when the

unrest began. Our first priority was to protect our employees and

the company assets; details were comunicated to you in earlier memos.
We proceeded to evacuate our Ex-patriot Manager and his family in
December and would not allow any ex-patriots to enter Iran. We then
appointed one of the Iranian Engineers as the temporary group leader
and proceeded to manage |ran on a day-to-day basis from our Acton
Headquarters. Prior to the actual revolution in February, communi-
cations with lran were quite good and we spoke several times per week
by phone with our people. The demonstrations and riots, naturally
slowed most business activity to a standstill. Our engineers, when
conditions were safe, took some service calls. Our accountants XC &iL),
continued paying our employees and our bills. In January, when the
future looked bleak, our secretary resigned and left the country. During
the chaos in February, communications were completely cut off. We were
about three weeks late with January's payroll.

When the revolution subsided, we concluded that DEC could no longer do
business directly in Iran. Our previous thinking had been, things
wouldn't get as bad and worst case, we could recruit a local manager
and continue operations as some reduced level. It is now quite apparent
that:

|. The overall business situation will be depressed for some time
to come.

2. Political instability will continue.

3. Anti-foreigner sentiment will continue.

k. It remains unsafe for any Westerners to travel to lran.

5. DEC Field Service cannot continue to operate in its current mode
without a full time manager and the ability to freely move manage-
ment and support people in and out of the country.

For these reasons, we have decided to transfer our service responsibilities

to IDC. A transfer will permit IDC to manage the service operation locally,

preserve some hope of continued sales activities and provide an adequate
level of service to our customer base.
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THE PLAN
Our basic plan is to reach agreement with IDC. The basic terms are:

DEC assets and spare parts to be sold to IDC. Some
cash up front and the remainder in four equal payments.

Transfer of existing personnel to IDC.

Transfer of Service Contracts to IDC.

Reconciliation of money currently owed to DEC by IDC.
Signing of a Service Representatives Contract.

Immediately fol lowing agreement on these issues, the necessary con-
tracts will be signed and announcements will be made. We are targeting
to have this resolved by June 15th.

Our employees in Iran have been notified of our intentions and are in full
agreement and accept our position. We have made it very clear to our employees
that we sincerely appreciate their efforts over the past several months and
have every intention to try to insure their future employment with IDC. We
have agreed internally to provide three months severence pay to our engi-
neers at the time the responsibilities are transferred. The three month
severance pay will fully cover our liability under Iranian Labor Law pro-
tecting DEC from any future suits.

The engineer who was undergoing training in the U.S. was permitted to and
has since secured employment with DEC in the U.S. as an LCG Support Engi-
neer. The Ex-patriot Manager has been transferred to DEC Field Service
(Manhattan Branch 0ffice).

We are working with Corporate Security (Dick Kruger) to arrange for the
removal of all company confidential material from the Iran Office, with the
Legal Department to draft the necessary agreements and with Finance to
cover all financial aspects of the transfer. We will maintain our legal
entity in a dormant state for the foreseeable future.

If there are any concerns or questions regarding the transfer, please let
us know as soon as possible. We expect to proceed with these agreements
expediently with final signing on or before June 15th,
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SUBJ :

DEPT: GIA Training
EXT: 266
LOC/MAIL STOP: AK/GlO

GIA COUNTRIES

During our discussion on Tuesday, 29 August, you
inquired about where (outside of North America and
Europe) Digital was conducting business.

(1) In what countries do we have equipment
installed? (Sold through an indirect manner
or however)

(2) In what countries do we have personnel
employed? (One or more employees)

Attached is a list of countries which fall within the
jurisdiction of GIA. The "E" indicates that equipment
is installed in the country. The "P" indicates that
we have personnel employed in that country.

/vr




GIA COUNTRIES

HOROIOKIOROONK 0RO KK 0000000k 30O0KKIOKIEE okoookookoook okooookokk kokkoooooek
COUNTRY DISTRICT EQUIFPMENT FERSONNEL

AFGHANISTAN
ANGOLA
ARGENTINA
AUSTRALIA

O =
m
o

BAHAMAS
EANGLADESH
BARBADOS
BERMUDA
BELIZE

BOLIVIA
BOTSWANA

BERAZIL

BURMA
BURUNDI

e N e
m
o

CAMBODIA

CAMEROON

CENTRAL AFRICAN REPUBLIC
CEYLON (SRI LANKA)

CHAD

CHILE

COLOMBIA

COSTA RICA

CUBA

Peb ek ek ek ek ek e ek e
mmm

DAHOMEY
DOMINICAN REPUBLIC

-

EAST NEW GUINEA

ECUADOR
EL SALVADOR
EQUATORIAL GUINEA

ETHIOFIA

b b e A

—

FRENCH GUIANA
FRENCH SOMALILAND
FRENCH WEST INDIES

[N,

GABON

GAMBIA

GHANA
GUATEMALA
GUINEA
GUINEA-BISSAU

GUYANA

e

—

HAITI
HONDURAS
HONG KONG 1 E e

-
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COUNTRY

INDIA
INDONESIA
IRAN

IVORY COAST

JAMAICA
JAFAN

KENYA

LAOS
LEEWARD ISLANDS

LESOTHO
LIBERIA

MALAGASY REPUBLIC
MALAYSIA
MALAWI

MALI
MURITANIA

MEXICO

MONGOLIA
MOZAMBIQUE

NAMIBIA (SOUTHWEST AFRICA)
NATAL

NEFAL

NETHERLANDS ANTILLES

NEW ZEALAND

NICARAGUA

NIGER

NIGERIA

NORTH KOREA

NORTH VIETNAM

FPAKISTAN

PANAMA
PARAGUAY
PEOPLE’S REPUBLIC OF CHINA

PERU
PHILIPPINES
PUERTO RICO

REFPUBLIC OF SOUTH AFRICA
REFPUBLIC OF THE CONGO

RHODESIA
RWANDA

KRR XK

Page 2 of 3
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F
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COUNTRY DISTRICT EQUIPMENT FERSONNEL

SENEGAL
SIERRA LEONE
SINGAFORE
SOMALIA

SOUTH KOREA
SOUTH VIETNAM
SFANISH SAHARA
SUDAN

SURINAM
SWAZILAND

ol = T T e

TAIWAN

TANZANIA

THAILAND

TOGO

TRINIDAD AND TOBAGO

P e e e
m

UGANDA
UFPFER VOLTA
URUGUAY

U S VIRGIN ISLANDS

P b e
mm

-
m
o

VENEZUELA

—

WINDWARD ISLANDS

ZAIRE
ZAMBIA

-

LEGEND
IMDD C(INTERNATIONAL MARKET DEVELOPMENT DISTRICT)

SOR (SUBSIDARY OPERATIONS REGION)
SPR (SOUTH PACIFIC REGION)

m N
"

EQUIFPMENT IN PLACE

FPERSONNEL EMPLOYED

-
1]
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TO: Operations Committee DATE: 21 December 82~ | ‘,‘} —E
FROM: Jerry Witmore / bL'v"\.”""‘"

DEPT: GIA Area Manager
EXT: 288-6542
LOC/MAIL STOP: AKO 1-1/C12

SUBJECT: GIA TRANSITION

Enclosed is the GIA Transition Plan as discussed at the
Operations Committee on December 20, 1982.

Continued operations support from the Product Groups will be
required over the next six (6) months. I will continue to work,
with GIA Product Line Managers, the detailed transition issues.

Thanks for your support.

Regards,
Jerry

Enclosure
JW:kb
18.20




GIA TRANSITION PROPOSAL

I DEFINE NEW DEC AS IT APPLIES TO GIA COUNTRIES
II  DEFINE WORK SPACE (E.G., OPERATIONS, MARKETING)

ITT IDENTIFY RISKS, CONCERNS, ISSUES
(WITH ASSOCTATED RECOMMENDATIONS)

IV PROPOSE TRANSITION (HHAT, WHEN, WHY)

$1.28




QVERVIEW

A.

SUBSIDIARY TAKES HW BUSINESS RESPONSIBILITY
- PROPOSES BUSINESS PLANS
- SELECTS PRODUCT, MARKET, APPLICATION, CHANNEL AND
GEOGRAPHIC PORTFOLIO
- PROPOSES COMPETITIVE LIST PRICES FOR PRODUCTS
- MANAGES ALLOWANCES CONSISTENT WITH PLAN
- MANAGES ACCOUNTS RECEIVABLE, INVENTORY AND REVENUE AGAINST PLAN
- MANAGES CONTRACT T&C’S
- FORECASTS PRODUCT/CAPACITY REQUIREMENTS

SUBSIDIARY MANAGER MEASURED ON SALES AND HW BUSINESS PERFORMANCE
AGAINST PLAN.

SERVICE RESPONSIBILITES DO NOT CHANGE.

SUBSIDIARY MANAGEX HOST RESPONSIBILITY DOES NOT CHANGE.

SUBSIDIARY TAKES STRATEGIC DIRECTION FROM A/I/C AND BASE PRODUCT
MARKETING GROUPS.

§1.29




WORK SPACE

TABLE B

RESPONSIBILITY BY ACTIVITY

ACTIVITY: Business Management

ORGANIZATION | RESPONSIBILITY

I
Market/Product Provides global and long range expertise in
Lines vertical markets.

Recommends market opportunities and
programs; provides tools and products

appropriate to market.

Area Consult, help, teach subsidiary.

Management review of plan, results,
consistency with corporate.

Subsidiary Pull business responsibility for business
plans (investment decisions, defining
business trade-offs, forecasting product,

support, pricing, inventory).

Responsible for local regulations, business
practices.
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WORK SPACE
TABLE 8

SPONSIBILITY 8Y ACTIVITY

Market/Product
Lines

Subsidiary

R ————————— PR PR e

Strategic planning proceés.

Major corporate strategies and/or issues

Identify market opportunities.
Develop strategic market plans

May act as strategic investment centres for
startup.

Subsidiary link to operations committee via
process and management.

Portfolio management (investments,
opportunities, markets).

Develops country planning process, which
includes cross-functional focus.

Address local technology trends, business
portfolio managment.

Voices needs to corporate/area relating to
strategic issues.




WORK SPACE

TABLE B

RESPONSIBILITY BY ACTIVITY

ACTIVITY: Product Requirements

ORGANIZATION | RESPONSIBILITY
|
Market/Product Defines global market requirements in their
Line specific market space.
Produce specific requirements (DEC

Standards) .

Defines cross-product requirements.

Area Monitor, work area standards requirements.

Define and get agreement on major market
areas (vis-a-vis standards).

Define cross product requirements.

Subsidiary Define local specific requirements
including language, documentation, process,
software.

Provide/justify market requirements (local
business plan).




WORK SPACE

TABLE B

RESPONSIBILITY BY ACTIVITY

ACTIVITY: Product Development

Market/Product
Lines .

Subsidiary

- ——————— - - ———

Develops main line products, based on
inputs from market lines, areas and

subsidiary.

Develop market specific products for their
worldwide space.

Products developed by corporate engineering
(funded by market/product lines).

Produce strategic worldwide business plan
for the product.

—————————— -~ - ———————— -~

Normally use corporate worldwide products;
produces local business plan in support.

Geographic specific products developed
locally and/or centrally but funded by
subsidiary, at which point subsidiary
responsible for P & L of product (and
business plan).




ACTIVITY: Local Requlations
|
ORGANIZATION | RESPONSIBILITY
|
Corporate Works to a standards base which reflects

the cross product needs of Digital's
defined major market areas.

Area Input to corporate on updated standards
with justified country requirements.

Ensures standards base reflects needs of
Areas major market areas.

.___._—..——————————---—----——---_——---—-———-—-——-—--—————-—----—--—

Subsidiary Defines local requirements and
justification; provides input to DEC
standards/or specific business plan.

Anticipate regulatory/standards changes in
local area which might impact business.

Competitive awareness and their capability
to meet standards.




WORK SPACE

TABLE B

RESPONSIBILITY BY ACTIVIT

ACTIVITY: Marketing

- ———————— - ———

(Market Analysis)

Provides global wview within specific market
segment.

Provides additional input (eg. pricing,
area base economic assuumptions) .

Prepares area market portfolioc/cpportunity
analysis.

Linkage between subsidiary/corporate as
required vis-a-vis strategic statements,
risk analysis.

Provides local, geographic-specific
viewpoint/analysis.

Maintains cross-functional subsidiary
market information base.




WORK SPACE

TABLE 8

RESPONSIBILITY BY ACTIVITY

ACTIVITY: Advertising & Sales Promotion

Corporate Provides (tools) material for new products.

Defines standards.

Market/Product Suggests programs, tools and general raw
Lines materials ("boilerplates”®).

Area Monitor, guide.

Subsidiary Use/organize inputs from corporate,

market/product lines to meet local
needs/situation.




WORK SPACE

TABLE B8

RESPONSIBILITY BY ACTIVITY

ACTIVITY: Market Support

ORGANIZATION | RESPONSIBILITY

|
Market/Product Provides global market view/tools.
Lines

Back-up resource with more in-depth market

expertise, 1including customer present-
ations.

Gathers/publishes strategic market infor-
mation.

Provides reference/research services ¢to

subsidiary including reference account
co-ordination. .

Provides resources/tools for market
specific seminars.

Subsidiary Responsible for first-time market support
to meet business needs.

Provides local market expertise
(application support, industry expertise,
pricing, configuration) in selected
markets.




RESPONSIBILITY B8Y ACTIVIT

Corporate
(Engineering)

Subsidiary

Backup subsidiary with expert consultant
role.

Provide support tools and training for new
products.

Responsibility to provide/fund all 1local
pre-sales, post-sales, demo and engineering

support for geography.

Maintains pre-sales support for all DEC or
third-party hardware and software products
sold in geography.

Provides engineering support to customers.

Punds unigue geographic-specific support.




WORK SPACE

TABLE B

RESPONSIBILITY BY ACTIVITY

ACTIVITY: Selling

Area Management overview and audit role.

Monitors subsidiary policies, co-ordinates
dialog and makes recommendations.

Co-ordinates development tools, sales
programs activities, common opportunities

between area subsidiaries and corporate,
other areas.

Subsidiary Develop sales plan within the specification
of the business plans.

*Owns" the customer base, and as such
approves and co-ordinates all  direct

contact with the customer.

Provides account management resources,
including those for multi-nationals
headquartered in subsidiary.

Develops all people (sales, sales
management, sales support).

Establishes internal sales metrics in
co-operation with subsidiary manager.

Manages to area and corporate sales
standards.

5evelops subsidiary organizational model.
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RESPONSIBILITY 3Y ACTIVITY

ACTIVITY: Administration Systems

ORGANIZATION | RESPONSIBILITY
|
Corporate Develops overall integrated systems and
standards.
Recommends systems and provides tools |in
support.
Area Co-ordinate local/corporate interface.
Subsidiary Defines/implements all booking, collection,

reporting, customer database, functional
metrics systems to meet local needs.
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[SSUES, RISKS, CONCERNS

1. REQUIRE MANUFACTURING BUSINESS MANAGEMENT
ORGANIZATION TO SUPPORT GIA LOAD.
(JOE COSGROVE / DICK BRADLEY WORKING)

2.  MUST REDEPLOY EXISTING RESOURCES TO GET PRODUCTIVITY IMPACT
(GIA PRODUCT LINE TASK FORCE WORKING ON PLAN)

3.  MUST KEEP FOCUS ON SALES DURING Q3 AND Q4.

4. MUST DEVELOP SYSTEMS / EXPERTISE AT THE SUBSIDIARY LEVEL
TO FORECAST PRODUCTS AND MANAGE LOAD
(WORKING WITH US84 MANUFACTURING TASK FORCE TO DEFINE
REQUIREMENTS)

$16-.31




WHAT

WHEN

|
-

S16.32

TRANSITION PLAN

GIA/SUBSIDIARIES TAKE PRIMARY RESPONSIBILITY FOR HW BUS PLANS
MANUFACTURING CREATES GIA BUSINESS MANAGEMENT FUNCTION

GIA PRODUCT LINE OPS SUPPORT MAINTAINED UNTIL REDEPLOYMENT
[SSUES CAN BE SORTED OUT (& MONTHS)

JANUARY 1, 1983 GIA STARTS THE TRANSITION

PRODUCT GROUP REORGANIZATION/CHANGES CAUSING LOSS OF
FOCUS ON GIA REVENUE MANAGEMENT

HW BUDGETS AND MANAGEMENT REPORTING ALREADY IN PLACE IN GIA
SUBSIDIARIES

REMOVES GIA COMPLICATIONS FROM U.S. PLAN.




GIA DEDICATED MARKETING / OPERATIONS RESOURCE LINE UP

DECEMBER 82 JAN/FEB 83 JULY 853

PRODUCT GROUPS 46 37 15
AREA 5 12 18
CANADA 8 10 13
JAPAN 5 8 11
SPR 6 8 11
CDR 1 2 5
TOTAL 2 77 /3

$16-.30
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7 3 German - '
[2 oy L b i |
= itk M survey ranks

@) T o ehel CDC tops

/1. = }
/'ZM 3 DELRAN, N.J. — Control Data
T Corp. ranks first in customer satis-
> faction among German computer us-
‘/ M ers, according to a recent survey.
"/ With values ranging from 1 to 4,

the company receiveda 4 inthe areas
of engineering support and technical
training for all of its computer sys-
tem models, according to the survey,

which was conducted jomtly -
:2 ; B—— 2 1 .

Datapr mpa-

ny received an overall rating of 3.75,
g ’ with the Siemens AG Model 7800
coming in second overall with a 3.33

/ ;
e /lA_ﬂ {/Lv"b M 6 “ J[ 4 ’tn‘?:yg according to the

The next five ovenl! rankmgs are

as follows:
\ . ® BASF (Series 7) — 3.20.
l/ Ll— b'g b) 0"4\43 > O'QJ"\I but/(—( 3.27).Burroughs Corp. (all models) —

m IBM (Series 4331) — 2:94.
® Siemens AG (Series 7600) —

2.91.

COQ d’\"‘ L\.OL 'SNIYL ® Honeywell, Inc.(DPS 7 and 8) —
2.88.

Five hundred survey put.idpant.s

L\) (Q evaluated leading computer compa-

. nies in the areas of computer sys-

tems, peripherals, customer engi-
neering support, software and
technical training.
Additional information is avail-
- able from Datapro, which is located
at 1805 Underwood Blvd., Delran,
N.J. 08075.
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DIGITAL EQUIPMENT INTERNATIONAL GMBH - Postfach 1356 - 8950 Kaufbeuren GESCHAFTSLEITUNG

DIGITAL EQUIPMENT

WINSTON R. HINDLE JR, VP INTERNATIONAL GMBH
MAYNARD - HQTS

m 2 ) saor SudetenstraBe 5
ek e D-8950 Kaufbeuren
Telefon (0 83 41) 803-0
FS 541254
Ihre Zeichen Ihre Nachricht vom Unsere Zeichen Durchwahl| Datum
WB/ps March 1985

Dear Win,

Attached please find the brochure about 'HIGH
TECHNOLOGY MANUFACTURING IN GERMANY" from Digital

Equipment International GmbH in Kaufbeuren.

Target groups are all existing and new partners and
vendors we do business with, furthermore, visitors
and customers to the plant, opinion leaders and
members of the public and, last not least, our
DEC-employees worldwide, especially in Europe,

Germany and Kaufbeuren.

pPlease enjoy reading and give us your comments.

Regards, QJ """*/J'k w;. /ZQ7
A&M

rbindung: Dresdner Bank AG Kaufbeuren (BLZ 734 800 13) Konto-Nr. 7677 777
Bankve ht Kempten HRB 349 - Geschéftsfihrer; Dr. Werner Burckhardt, Willi Kister

Amtsgeric




o Shmary

ANTON JAUMAXN

Minister for Economic Affairs and Transport of the
Freestate of Bavaria

Curriculum Yitae

Born S5th of December 1927 as son of a neasant at Belzhe'=
District of Nérdlingen. After school educaticz in Octuingls
and N&rdlingen entering military service. Afterwards stud.il
in Theology, National Economy and Law (Jurispruderce) at <i:
University of Munich. Graduated (Bachelor of Law) 1234,

Bar Examination 1957 after usual apprenticeship, admitted
as attorney to the Court of appeals practising law froo
1957 to 1966 in Munich.

Prom 1958 to 1963 Executive Secretary of the Association of
the Bavarian Exporters, from 1963 to 1967 Secretary General
of the Christlich Sozimle Union (Bavarian Government Party)
Member of the Bavarian Diet since 1958. Intering Bavarian
Cabinet as Deputy Minister of Finance in 1966, Minister for
Fronomic Affeirs and Transport since “197o.

Minister Jaumann is member of the German Fe.eral Con neil
(Buncesrat) end Ca izzan ol itz Eccnomics Comitbes .
President of the Perranent Cozmission of the Ger=an IZnishry
for Econozv., He is chairman resp. mexzber of a nuzber 8

- yenovned German enterprises, as f.i. Deutsche Bundesbdal..
(Federal Railwaeys), Bayern landesbank (greatest bank of
Southern Germany), Vereinigte Aluminiunwerke, Rhein-Ilain-

Donau AG, Eayernwerk AG and others.

tumerous decorations: f.i. Grand Cross and Star of tke Ger-
ran Order of Merit, Bavarian Order of Merit, Grarnd Officer
of the Italian Order of Merit, Grand Cross of the Austrian
Order of Merit and mary others.

A P ——
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T0: GRANT SAVIERS DATE: MON 14 JAN 1985 2:42 PM GMT |
FROM: WILLI KISTER I

ce: see "CC" DISTRIBUTION DEPT: GENERAL MANAGEMENT |
EXT: 4468 |

LOC/MAIL STOP: MUNICH/DECMAIL:RTO

MESSAGE ID: 5261066281

SUBJECT: Visit of Min. Jaumann - January 22nd

Thanks again for helping with Minister Jaumann's visit.

I am mailing you today more background documentation under separate
cover.

In any case, I will try to get in touch with you on Monday,

January 21st, p.m. to reconfirm.

Topics for the various discussions I see as follows:

With Corporate Management:

- Brief overview of Corporation - W. Kister
- Future of our industry
- DEC's future of Kaufbeuren - G. Saviers
- Minister Jaumann's ideas on how his

Government would like to work with DEC - A. Jaumann
With MIT:

Relationship between High Tech Industry and Academia in U.S.,
demonstrated with project ATHENA

setts High Tech Council:

Relationship between High Tech Industry and Government

Just to recap:

Minister Jaumann is the key sponsor in the Government of our
Kaufbeuren facility as well as the key person in political and
industrial circles in Germany.

Thanks for your help and looking forward to seeing you Monday.

Regards
Willi

14-JAN-85 10:28:42 S 4304 GERS

15-JAN-85 04:37:44 S 11233 RCSO




15-JAN-85 5:10:39 S 00363 REG1
REG1 MESSAGE ID: 19850114144244/9877aMUNOIS

"CC"™ DISTRIBUTION:

SAM FULLER *WIN HINDLE

AL MULLIN
KEN OLSEN
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TO: GRANT SAVIERS

DATE: THU 22 NOV 1984 3:30 PM GMT %
FROM: WILLI KISTER

cc: see "CC" DISTRIBUTION DEPT: GENFRAL MANAGEMENT

FXT: 4468
LOC/MAIL STOP: RTO

MESSAGFE ID: 5255611906

SUBJECT: MINISTER JAUMANN'S VISIT JAN. 22, 1985

Grant, you might know that I have worked for almost 2 years to get
Min. Jaumann who is the original sponsor of Kaufbeuren to visit our
head office in the US.

2 basic reasons:

1. We need his commitment to continue our successful operation in

Kaufbeuren.

2. Min. Jaumann is a key sponsor in German politics and industry.
His support opens every door.

3. Min. Jaumann has agreed to spend a full day with Digital on

January 22, 1985.

a) The first part of the day I would like him to get together with
Corporate Management (Ken Olsen, Jack Shields, Win Hindle). I
had hoped you might be the host. Fventually this might include

lunch.

It is not necessary for Ken, Win or Jack to spend more than the
minimal required courtesy time with him (approx. 30 minutes).

b) During the 2nd part of the day I will try to get him together
with University people who have a close tie into industry

(i.e. MIT). I will let you know if I need support there. \ A
\r\ 0 Q&
4. The official arrangements will be made through Corporate Sales. /\ ,"‘/f{:o
['11 try to meet with you during DFCworld to discuss details. k/

Regards
22-NOV-84 19:32:36

22-NOV-84 20:13:31

2-NOV-84 20:31: 43

S 18483 GERS

S 6442 RCSO

S 04238 REG1

gFGl MESSAGF ID: 19841122153018/8424aMUNOIS

wee" DISTRIBUTION:
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TO: GRANT SAVIERS DATE: MON 17 DFC 1984 4:19 PM GMT
FROM: WILLI KISTER

cc: see "CC" DISTRIBUTION DEPT: GENFRAL MANAGEMENT
EXT: 4468

LOC/MAIL STOP: MUNICH/DECMAIL:RTOD

MESSAGE ID: 5258139341

SUBJECT: VISIT OF SECR. OF COMMERCE, MIN. JAUMANN, JAN. 22, 1985

Grant, just to re-confirm our previous discussion:
I will try to structure the agenda as follows:

1. Visit to Corporate, Grant is the host.
Win has agreed to attend.
Ken and Jack are still open.
Grant assumes overall responsibility for a Zh program.

2. Visit to MIT
I am trying to arrange this with Sam Fuller.

3. Discussion with the Mass. High Tech Council.
I am trying to arrange this with Jeff Kalb.

To summarize again:

Minister Jaumann is the Government sponsor of Kaufbeuren and a key

person in German politics and industry.
he visit is to win him as an ally for DFC. I will be there
for the visit and try to discuss details with you on Monday afternoon,

Jan. 21, 1985.

Regards
17-DEC-84 15:42:39 S 30220 GERS

17-DEC-84 16:12:58 S 27614 RCSO

17-DEC-84 16:49:27 S 04258 REGL
REG1 MESSAGE ID: 19841217161908/836aMUNDIS

weC" DISTRIBUTION:

YOLANDA BORISKIN SAM FULLFR *WIN HINDLE
JEFF KALB KEN OLSEN

JACK SHIELDS




CORPORATE
CONFERENCE

COMMERCE OF BAVARIA

TUESDAY
JANUARY 22, 1985
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CC:

RICK BLACK
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COMMERCE OF BAVARIA

CORPORATE CONFERENCE

MEETING SCHEDULES

BRIEFING SESSIONS:

Willi Kister, Country Regional Manager, has been in touch via telphone
with Grant Saviers and will be at the Mill on Monday, January 21, 1985
to assure any outstanding issues are resolved prior to the conference.

CONFERENCE LOCATIONS:

DATE: TUESDAY, JANUARY 22, 1985
TIME: 9:30 AM TO 4:00 PM
LOCATION: DIGITAL EQUIPMENT CORPORATION
KEN OLSEN'S CONFERENCE ROOM, MLO10-2/POLE AS5O0
MAYNARD, MASSACHUSETTS

LUNCHEON: AL MULLIN'S CONFERENCE ROOM
POWDERMILL ROAD, MAYNARD, MASSACHUSETTS
MSO/POLE K10

ATHENA PROJECT AT M.I.T. - 2:00 PM
77 MASS AVENUE, CAMBRIDGE, MASSACHUSETTS

MASSACHUSETTS HIGH TECHNOLOGY COUNCIL - 3:00 PM
60 STATE STREET, BOSTON, MASSACHUSETTS




TRANSPORTATION SCHEDULE VIA LIMOUSINE

JAN 22, 1985

8:30 AM PICK UP AT RITZ CARLTON HOTEL TO MLO10-2/A50

11:00 AM PICK UP AT MILL TO PMR

12 :30 PM PICK UP AT PMR TO M.I.T. IN CAMBRIDGE

2:45 PM PICK UP AT M.I.T. TO MHTC IN BOSTON

LIMOUSINE WILL WAIT AT MASS HIGH TECHNOLOGY COUNCIL AND BRING TO RITZ
CARLTON HOTEL.
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TO: DISTRIBUTION DATE: 11 JANUARY 1985 émé
FROM: Yolanda Borisw .
DEPT: Corporate Salegs fice
CC: DISTRIBUTION EXT: 276-9780

LOC/MAIL STOP: 0G01-2/P04

SUBJECT: COMMERCE OF BAVARIA CORPORATE CONFERENCE

On Tuesday, January 22, 1985, the Corporate Sales Office will conduct
a Corporate Conference for two high-level reprsentatives from the
Commerce of Bavaria of South Germany.

VISITORS:

o Minister Jaumann
Secretary of Economics

He is a key sponsor in the government of our Kaufbeuran facility, as
well as a key person in political and industrial circles in Germany.
His support opens every door.

o Dr. Bauer

Personal Assistant

Willi Kister, Country Regional Manager, will be accompanying the
customers.,

NOTE: Willi has worked for about two years to get the Minister to
visit Digital's headquarters.




CUSTOMER OBJECTIVES:

= To get to know Digital's Corporate Management.

- Understand that we are serious about Kaufbeuren.

Learn more about our future plans for Kaufbeuren.

DIGITAL'S OBJECTIVES:

- Ensure that Minister Jaumann is confident in Digital's future plans
strategy, especially Kaufbeuren.

- Establish the Minister as a sponsor of Digital-Germany by
enhancing Digital's present business relationship with the Commerce

of Bavaria.
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JANUARY 22, 1985

LOCATION: DIGITAL EQUIPMENT CORPORATION, MAYNARD, MASSACHUSETTS
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PM

PM

(KEN OLSEN'S CONFERENCE ROOM, MLO10-2/POLE A50)

AGENDA

WELCOME & INTRODUCTION GRANT SAVIERS
- UPDATE ON KAUFBEUREN STORAGE SYSTEMS
CORPORATE OVERVIEW WIN HINDLE

CORPORATE OPERATIONS
GENERAL DISCUSSION KEN OLSEN

PRESIDENT
DEPART TO POWDERMILL ROAD
LUNCHEON HOST: AL MULLIN

(DIGITAL'S GOVERNMENT CORPORATE RELATIONS
RELATIONS PROGRAM)

[AL MULLIN'S CONF. ROOM, MSO/POLE K10]

TRAVEL TO M.I.T.
77 MASS AVENUE (FRONT ENTRANCE)

M.I.T., PROJECT ATHENA ED BALKOVICH
(INDUSTRIAL/UNIVERSITY EXTERNAL RESEARCH GROUP
COOPERATION)

TRAVEL TO MHTC OFFICE
60 STATE STREET, BOSTON

VISIT MASSACHUSETTS HIGH MR. HOWARD FOLEY
TECHNOLOGY COUNCIL PRESIDENT
ADJOURN




PARTICIPANTS

COMMERCE OF BAVARIA

MINISTER ANTON JAUMANN
SECRETARY OF ECONOMICS

DR. BAUER
PERSONAL ASSISTANT




PARTICIPANTS

MASSACHUSETTS HIGH TECHNOLOGY COUNCIL

MR. HOWARD FOLEY
PRESIDENT




PARTICIPANTS

DIGITAL EQUIPMENT CORPORATION

ED BALKOVICH
CONSULTING ENGINEER
EXTERNAL RESEARCH GROUP
HUDSON, MASSACHUSETTS

YOLANDA BORISKIN
MARKETING SPECIALIST
CORPORATE SALES OFFICE
STOW, MASSACHUSETTS

CAROL HEBERT
SUPPORT SPECIALIST
CORPORATE SALES OFFICE
STOW, MASSACHUSETTS

WIN HINDLE
VICE PRESIDENT
CORPORATE OPERATIONS
MAYNARD, MASSACHUSETTS

WILLI KISTER
COUNTRY REGIONAL MANAGER
MUNICH
FEDERAL REPUBLIC OF GERMANY

AL MULLIN
VICE PRESIDENT
CORPORATE RELATIONS
MAYNARD, MASSACHUSETTS

KEN OLSEN
PRESIDENT
MAYNARD, MASSACHUSETTS

GRANT SAVIERS

VICE PRESIDENT

STORAGE SYSTEMS
MAYNARD, MASSACHUSETTS




RovrF-DIETER LEISTER

FOR INFORMATION PROCESSING
AND TELECOMMUNICATIONS

TELEPHONE (06 11) 600-3072
©611) 6312190
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Publication:

Readership:

ierzig der insge-
samt 333 Mitar-
beiter der Com-
puter-Firma Digi-
tal in Kaufbeuren im All-
ghu haben einen ganz be-
sonderen  Arbeitsplatz.
Sie tragen wahrend der
Arbeit nicht nur Hand-
schuhe, Mundschutz und
Kopfschutz, sondern auch
Overalls, die den ganzen
Korper umhiillen.
Aber nicht sie missen
viltzt werden vor ir-

approx.

Die
Sauber—
manner
von
Kauf-
beuren

te, die sie mit groBter
Sorgfalt im sogenannten
.Rein-Raum* ihrer Firma
zusammenbauen: Spei-
cherlaufwerke, die einmal
an GroBcomputer ange-

1,6 million/week

6 million

wegungen einer Zentral-
bank - aufzeichnen und
bei Bedarf wieder aus-
spucken kénnen.

Der .Rein-Raum*, in
dem die vierzig Sauber-
manner und Sauberfrauen
von Kaufbeuren arbeiten,
ist von den dibrigen Werk-
hallenundvonder AuBen-
welt hermetisch abge-
schirmt. Mit einem erheb-
lichen Aufwand an Klima-
und Filteranlagen wird
darin ein Grad von Luft-
reinheit aufrechterhalten,

0o W

Mit :
freundlicher

/’—H

Empfchlung

with Compliments

/\LMF

Moy 22K €

dlilgliltiall

Digital Equipment International GmbH
SudetenstraBe 5 — 8950 Kaufbeuren
Tel (08341) B03-0 — Twx 541254

in den unbewohnten Re-
gionen der Arktis.

Warum ,Rein-Raume*
bei der Fertigung von
Computer-Teilen erfor-
derlichsind, wirdan Hand
der Zeichnung auf dieser
Seite deutlich. Im Innern
von Chips oder auch von
Plattenspeichern geht es
um kaum noch vorstellba-
re Winzigkeiten.

So ist zum Beispiel die
Magnetschicht auf den ro-
tierenden Plattennureben
0,8 = 0,0008 mm dick.

die Aufgabehat,dieDaten
in die Magnetschicht zu
schreiben oder sie daraus
zu lesen, schwebt auf ei-
nem Luftkissen nur
0,00045 mm dber der Plat-
te. Schon ein Fingerab-
druck ist 20mal héher und
wiirde den Schreib/Lese-
kopf unweigerlich zum
~Absturz* bringen. Ein
Staubkorn oder gar ein
Menschenhaar wire in
dieser technischen Mikro-
welt eine erdbebenahnli-
che Katastrophe.

gendwelchen schadlichen

Einfliissen (wie das in der Und der Magnetkopf, der

schlossen werden und

wie er in natura nirgends

Koemim). Schuzbeditts kemrnt sl Bl e Gt perrg mﬂ Journc
sindvnefmtrfxe éppara- i ] Elektronik | im Alltag 7 _.B' ;
“Fig Journal ¢ BLEXLEE

R A

. Saubermanner
oder Sauberfrau-
<>, en? Bei Digtal in
e & Kaufbeuren missen
ll alle, die im ,Clean
Room" arbeiten, sich
= wie Arzte fir eine
Operation einkleiden.
Wer sie nicht kennt,
& weiB nicht einmal, ob
da Mannlein oder
Weiblein  schaffen

C

RN
Silicon Valley liegt in Bayem. Nicht nur in
Kalifornien entstehen die technischen Spitzenpro-
dukte des Computerzeitalters. Im ,Clean Room*
werden in extrem sauber gehaltener Luft Magnet-
scheiben zu Massenspeichem zusammengebaut.
Arbeitsplatze dieser Art kosten viel Geld; aber sie

sind zukunftssicher, auch far die Bundesrepublik
Fowe J L Devorve @)

Menschliches Haar

platte aus Aluminium

Wo ein Haar zur Katastrophe wird. Diese
Zeichnung verdeutlicht die Verhaltnisse in einem
Speicherlaufwerk: Gegendie FlughthedesMagnet-
kopfes wirkt ein Staubkorn wie ein Wolkenkratzer




THE CLEANMEN OF KAUFBEUREN

Forty of totally 333 employees of the Computer-Company Digital
in Kaufbeuren in Allgaeu have a very special working-environ-
ment. During their work they wear not only gloves, mouth- and
hair-protection, but also an overall which covers the whole
body.

However, they don't need to be protected against any
aggressive environments - as it often occurs in the chemical
industry. Protection is needed by the products, which are
assembled in the "cleanroom" of their company: storage drives,
which will be hooked into large computer-systems and which
write and read millions of data - approximately all number-

operations of a big bank.

The "cleanroom", where forty cleanmen and cleanwomen of
Kaufbeuren work, is hermetically cut off the other working
places and the outside. By huge efforts and investments of
air-condition- and filter-equipment, a level of air-cleanness
is continuously achieved which is found nowhere in "natura",

even not at the uninhabited region of the arctis.

Why are the cleanrooms needed for the production of computer-
options: the drawing on this page makes it obvious. Inside a
chip and on storage discs one has to deal with unimaginable

small and precise dimensions.

For example, the magnetic layer on the rotating discs has a
thickness of .B,u, = 0.0008 mm. And the magnetic head, which
writes data on and reads them from the disc, flies on an air-
cussion of only 0.00045 mm over the disc. A finger-print is 20
times higher and would cause a "crash" of the head. In this
technical micro-world a dust-particle or a human hair would

cause a catastrophy like an earthquake.




CAPTION A

Silicon-Valley is in Bavaria

Not only in California, there are built High-Technology-
products of the computer-age. In a "cleanroom" there are
assembled head and magnetic media to mass-storage-devices.
Working places of this kind cost a lot of money, but they are
secure for the future, also for the Federal Republic of
Germany.

CAPTION B

Cleanmen or cleanwomen?

At Digital in Kaufbeuren everybody who works in the cleanroom
has to get dressed like a doctor in an operation room. To
whom, who doesn't know them, it is not obvious whether they

are women Or men.

CAPTION C

Where a hair causes a catastrophy

The drawing shows the size relation within a storage drive: as
compared with the flying height of the head, a dust particle
looks like a skyscraper.




RESUMEE

PUBLICATIONS LIKE THIS HELP T0 LEVERAGE

CONTRIBUTION TO THE NATIONAL ECONOMY

* DIGITAL BRINGS TECHNOLOGY AND JOBS.

LEADERSHIP FOR ECONOMICAL ISSUES

* DIGITAL-F UTURE TECHNOLOGY-SECURITY OF JOBS/
CATCH-UP OF GERMAN INDUSTRY.

COMPETENCE AS MANUFACTURER

*» DIGITAL IS CAPABLE OF MAKING AND CONTROLLING,
THOSE DEMANDING PRODUCTS.

AWARENESS TO THE GENERAL PUBLIC OF GERMAN SPEAKING COUNTRIES:

* DIGITAL-E XPOSURE T0 OVER 6 MIO. READERS.
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TO: *WIN HINDLE

cc: see "CC" DISTRIBUTION

SUBJECT: RE:

Thank you for your inputs.

I*nl itite Sptelfif, 1ee. e Memo:l‘

FRI 17 AUG 1984 9:11 AM HEC
JEAN-CLAUDE PETERSCHMITT
DEPT: V.P. EUROPE

EXT: 2222

LOC/MAIL STOP: GE/C1l111

DATE:
FROM:

MESSAGE ID: 5245987111

EXTERNAL BOARD MEMBERS FOR DIGITAL GMBH

a) Re role: The responsibilities of a board member are very clearly
spelled out in German law, and therefore well understood by pros-

pective board members.
stood that Dgital,

I want to make sure it is well under-
like most similar multinationals (e.g. IBM)

has a worldwide strategy with which country strategies must be

compatible,

to set expectation of prospective board members

properly. The executive search consultants I talked with are all
comfortable that this is not a deterrent. Within the German envi-
ronment, the other roles outlined are perceived as very important
consulting functions. During their first tenure (3 years), these
inviduals will materially contribute to making Digital-Germany a

DM 2 Billion company,

from 600 Mio in FY 84.

In fact, we would expect to make a consulting agreement with
these board members, separately from their board member fees.
Board member fees for a company of our size (even including
substantial future growth) are not adequate for such activities;
they are adequate for "reqgular" board members (note: obviously
DEC APPOINTED internal representatives wave that fee).

b) Re meeting with senior Digital management in the US: this is
not a must, but desirable. It is perceived as one of the
attraction of the position by all people I have talked to about
our search. We will play it by ear when the time comes.

17-AUG-84 03:08:43 S 11588 GEMI
17-AUG-84 03:26:23 S 22583 RCSO
17-AUG-84 4:00:45 S 00384 GEMI
GEMI MESSAGE ID: 5245867089

necc"™ DISTRIBUTION:

WILLI KISTER
JOHN SIMS

PIER-CARLD FALOTTI
JACK SHIELDS

EDWARD A. SCHWARTZ
BEAT STIEFEL
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TO: JEAN-CLAUDE PETERSCHMITT DATE: WED 15 AUG 1984 12:01 PM EDT
FROM: WIN HINDLE

cc: see "CC" DISTRIBUTION DEPT: CORPORATE OPERATIONS

EXT: 223-2338
LOC/MAIL STOP: ML10-2/A53

MESSAGE ID: 5245784525

SUBJECT: EXTERNAL BOARD MEMBERS FOR DIGITAL GMBH

Your gquidelines on a Board Member for Digital GMBH sound fine,
particularly the credibility with Germany's top 100 executives.
Getting top candidates together with U.S. based V.P.'s may be
too cumbersome and awkward for the kind of people you will be
interviewing. I would be satisfied if Jean-Claude Peterschmitt,
Pier-Carlo Falotti and Willi Kister all agreed on the same per-
son, without a visit by that person to the U.S.

Also I question whether you can get someone really excellent |
unless you increase the duties of a Board Member so he feels he |
is helping run the company. I would not personally take a Board

position in another company if my only duty was to help DEC sell |
to my friends. |

WH:dc
WH1:55.47
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T0: see "TO" DISTRIBUTION DATE: MON 13 AUG 1984 5:15 PM HEC
FROM: JEAN-CLAUDE PETERSCHMITT
cc: PIER-CARLO FALOTTI DEPT: V.P. EUROPE
WILLT KISTER EXlisy 2222
BEAT STIEFEL LOC/MAIL STOP: GE/C1111

MESSAGE ID: 5245581460

SUBJECT: EXTERNAL BOARD MEMBERS FOR DIGITAL GMBH

Having carefully investigated various approaches for the search
of two external board members for Digital GmbH, I have concluded
that our chances of success will be greatest by using an external

search firm.

After interviewing the two finalists for this search, Beat
Stiefel and I agree on Mr. Goetz von Waldau, Managing Partner of
Spencer Stuart & Associates GmbH as the clear best choice : very
professional; high level management career of his own; appears
well introduced in German top business circles; displayed full
understanding of our objectives. He would conduct the search
personally.

The alternative finalist was Heidrick & Struggles, (Mr. Zimmeck)
also very competent but appears less established in board level

circles.

Attached is a brief I had given to search firms outlining our
objectives and expectations.

APPROACH

1) Before going ahead with von Waldau, I would like to answer any
questions you may have on objectives, process, and on von
Waldau.

One question you may have is the appropriateness of using an
American firm for this search. Based on my various contacts
made in the process, I am confident that Spencer Stuart is
highly respected and that the key consideration is the
individual conducting the search.

2) Also, before making the final decision on the potential board
members, I plan to have them meet with senior corporate
management, as I believe that a good fit will be very
important for the role we expect them to play.

g/13/84 Mon 16:49:35
JcP/bd
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SEARCH FOR EXTERNAL BOARD MEMBERS FOR DIGITAL EQUIPMENT GmbH.

OBJECTIVE

Increase Digital's visibility and receptivity in high circles
of management of the major German corporations.

The basic assumption is that DEC operates in Germany with an
effective product and marketing strategy and a strong country
organization.

THE BOARD MEMBER

a) Role

b)

Function as board member of a GmbH, with full
understanding that Digital Equipment GmbH is a fully owned
subsidiary of Digital Equipment Corp, which operates with
a worldwide strategy. (Board meeting frequency :
2-4/year) .

Establish top level contacts with the board member and
senior executive decision makers of the major German
Corporations.

Increase Digital's overall credibility in the inner
circles of the German economy through the fact of his
association with Digital.

Participate in high level corporate presentations of
Digital as a company to supervisory boards and management
boards of these corporations.

Advise Digital's German management on style and approach
to Senior German management.

Caracteristics

Areas of experience : extensive experience (15-20 years)
with industry and business either as a successful
executive/board member or as an advisor (e.g. legal
counselor, auditor, academic career with business

orientation, etec...).

Reputation . "good name"

. successful achiever
. personal credibility among the "Top
100" leaders of German business.

Visibility Low public profile is preferable, the key

condition being the visibility to the
inner circles.
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- Political color

- Language

13-AUG-84 11:15:36

13-AUG-84 11:29:21

13-AUG-84 13:04:33

Neutral. Could have held a position close
to government circles as long as not
branded with a particular political

image.

Fluency in English, besides German mother
tongue.

S 2088 GEMI

S 3887 RCSO

S 02296 GEMI

GEMI MESSAGE ID: 5245563455

"TO" DISTRIBUTION:

WIN HINDLE
JOHN SIMS

EDWARD A. SCHWARTZ JACK SHIELDS
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T0O: CLIFF CLARKE DATE: FRI 25 MAY 1984 9:21 AM EDI
FROM: WIN HINDLE
DEPT: CORPORATE OPERATIONS

EXT: 223-2338
LOC/MAIL STOP: ML10-2/AS53

MESSAGE ID: 5237573449 |
SUBJECT: DEUTCHE PODSTREKLAME - DEC 840443181
Ihis is the follow up on the order that I mentioned to you
recently.

WH:dce

|
’
|
ATTACHED: MEMO360 |
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T0: WIN HINDLE DATE: THU 24 MAY 1984 2:29 PM BSIT
FROM: FRANK SANJANA
cc: see "CC" DISTRIBUTION DEPT: LGE PROJ PROG OFFICE
EXT: 3226

LOC/MAIL STOP: READING/KRR1-17
MESSAGE ID: 5237471554

SUBJECT: DEUTCHE POSTREKLAME - DEC 840443181

Win, how nice to talk to you again after some while. We are
very grateful that you are going to try to expedite the Export
License for this one of 3 VAX's on order from Germany by this
major new account. This is a break-through large Large Project
sale of some $7M near-term and up to $70M potential.

Nrders for all 3 VAX's were booked end-March. We are still

trying to trace 2 of these somewhere in the Order Processing
pipeline. The third - subject reference - got through to the
point of reaching Terry Drucker in our Washington DC office on 5
May. I understand Terry to be the DEC person responsible for
Export License approvals for Germany. If we can atleast expedite
delivery of this order, it will help our credibility at this
critical early stage of business with the customer.

Could I request that you use Hans Peter Holzwarth in our Cologne
office for any further info you may need or to get back with any
news. This is specially as I will be on leave for most of 25 May
to 1 June inclusive. Hans Peter has country responsibility for
driving Large Project Sales in Germany.

Wwe understand, Win, that Dept of Commerce bureaucracy may prove
overwhelming despite all efforts. But what a unique company we
are of this size, where support from someone at your level can be
enlisted so painlessly and promptly. It also starts with your
gecretary - thank you, Evelyn.

My best regards!
24-MAY-84 08:34:57 S 26166 REMI

24-MAY-84 10:01:10 S 9336 RCSO

24-MAY-84 10:53:42 S 02849 REMI
REMI MESSAGE ID: 5237409511

wee" DISTRIBUTION:
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FRANK BERGER BOBBY CHOONAVALA HANS PETER HOLZWARTH
WILLTE KISTER




MESSAGES FOR WIN - 23 MAY 84

Evelyn received a call from FRANK SANJANA from our office in
England. He is working with a German company called DEUSCHE ($8
million order - 3 VAX's plus) but the big problem right now is an
export license. He had tried to call Jack Shields, but was not
able to reach him. Evelyn then tried Cliff Clarke, but Cliff was
at lunch. Frank wants your help as he feels it is a serious
problem. He has contacted people in our Washington office, but
their hands are tied, and Frank feels that if you or Jack Shields
could help, all would not be lost. Frank is on the European
Management Committee. He would like you to reach him at home
this evening with your thoughts on what should be done. He also
gave Evelyn the DEC £, which is: 84 044 S8s,

Phone: 44-256-62485

UPDATE: 5/22/84 - FRANK WILL BE GONE FROM THE OFFICE TOMORROW AND
NEXT WEEK. HOWEVER, HE HAS LEFT THE NAME OF HIS "COUNTERPART" IN
GERMANY (COLOGNE) WHOSE NAME IS: HANS PETER. HANS IS THE SALES
MANAGER FOR LARGE PROJECTS. FRANK WILL EMS ANY INFORMATION ON

DEUSCHE TO HANS AND WILL COPY WIN.

WH1:59.18
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TO: DICK BERUBE
DON MCGINNIS

SUBJECT: MEMO FROM WILLI KISTER

=Y 1

ATTACHED: MEMO;19 MEMO;107
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DATE: FRI 6 JAN 1984 1:04 PM EST
FROM: WIN HINDLE

DEPT: CORPORATE OPERATIONS

EXT: 223-2338

LOC/MAIL STOP: ML1D-2/A53

MESSAGE ID: 5223551648
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TO: WIN HINDLE DATE: WED 4 JAN 1984 4:47 PM EST
ED KRAMER FROM: JACK SHIELDS
KEN OLSEN DEPT: FIELD OPERATIONS
JACK SMITH EXT: 276-9890
LOC/MAIL STOP: 0GO1-2/R12
MESSAGE ID: 5223347704
SUBJECT: MEMO FROM WILLI KISTER

The attached is for your information.

ATTACHED:

MEMO; 107
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TO: JACK SHIELDS DATE: THU 22 DEC 1983 10:34 AM GMT
FROM: WILLI KISTER
cc: PIER-CARLO FALDOTTI DEPT: GENERAL MANAGEMENT
JEAN-CLAUDE PETERSCHMITT EXT: 4468

LOC/MAIL STOP: RTO-4
MESSAGE ID: 5222037264

SUBJECT: A FEW MISC. OBSERVATIONS AT CHRISTMAS

1. HOW IS THE BUSINESS IN GERMANY DEVELOPING?

a) We are still very much in line with the recovery plan as
laid down 2 years ago.

b) With a lot of hard work, this FY might just be doable.

c) We are still experiencing difficulties in closing large
projets and selling application products.

d) ODur main and almost only competitor has become IBM.
We lost quite a few projects to them. In some cases, even
projects that have been decided for DEC are being re-
opened under the pressure of IBM.

2. HOW IS IBM DOING?
IBM is on a total attack

- across all markets
- across all customers
- through all the newspapers (dailies, magazines, Computer Press)
- with the Government. E.g.:
* IBM just visited with Kohl and 3 key ministers in Bonn
* at IBM's recent BTX conference with 700 (!)
selected quests invited, the keynote speaker was the
minister of the PTT
* the managing director of IBM GY and the Prime Minister of
Baden Wuerttemberg just opened a joint center for techno-
logy in Stuttgart where IBM invests quite some equipment
(4361, 4381, PC's) and manpower.
* President Reagan supposedly just sent a letter to the EEC
requesting to stop the IBM antitrust suit.
* My contacts predict, IBM to slash prices on 4300 which is going
to put even more pressure on our VAX prices and margin.

3. WHAT SHOULD OUR STRATEGY BE IN THIS SITUATION?
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marketing strategy
(SNA, DCA, DIA, DEA, etc.)

b) Put more emphasis on IBM coexistence (through product
engineering and Marketing/Sales training). In my view
we have given this lipservice until now.

c) Continue the Management focus on Office Automation
Applications. Make it the only strategic goal for 1985
to install "E's" with all major customers worldwide
(this includes PC's).

4. WHERE COULD WE USE A LITTLE MORE HELP FROM CORPORTION?

a) The translated press coverage we get from the U.S. is
awful. Do you think we could intensify our work with
the U.S. press?

b) There are too many press (stories) about DEC dropping PC's.
It would be temendously helpful if we could get some kind
of a document/presentation which outlines the future PC-
and workstation stategy. All customers now insist to find
out what next.

c) Our name is still really painful.
Do you believe IBM would be arrogant enough to
force their international customers to pronounce their name

"Internaeschonal bissness maeschins"
Declare a new decade of the company and call it DEC.

I personally believe it is not too difficult to turn DEC back into
what it was before, a way-above-average company.
All of us here in Germany want to help.

Merry Christmas and a good New Year.

Regards
22-DEC-83 11:14:02 S 25010 GERS8

22-DEC-83 11:54:24 S 9759 RCSO

22-DEC-83 13:32:59 S 03452 GERS
GERB8 MESSAGE ID: 19831222103454/7601aMUNDIS
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MISCELLANEOUS

0 PC’s WILL TURN AROUND
0  APPLICATIONS SOFTWARE IS THERE
0  ORGANISATION IS NERVOUS - TOO MANY NEW PEOPLE
0  TOTALLY DIFFERENT CUSTOMERS
g [ 52
0 “DEC — 140 SALESMEN ==—
0  NIXDORF =~ == 400 SALESMEN =—

0 . 1BM - 2000 SALESMEN S\

—0 . MARKETSHARE 2?27%="—

o  CAUTIOUSLY OPTIMISTIC

13,10.1983
WK
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GERMAN MANAGEMENT TEAM

Willi Kister
Gen. Magr.

Karl Hofmann
PC - Mgr.

Helmut Krings
Marketing Mgr.

Frank Berger
Sales Mgr.

Rbrg sulesst —— Don Zereski

Fieldservice Mgr|

Erich Knoller ———P pavid Stone

Softwareserv.Mgr|

John Mclean - ety 0
EEA Mgr. $ Marty Ford

Peter Kohlhammer | .
Edu.Services hgr.—_——’ Dave Buckingham

Hermann Wagner
Personnel Mgr.

— — —-J Pier-Carlo Falotti

Hans Wohrstein
s, [ MEF ——b s

L_ e o T IHANS Wohpstein
ECC Mgr.f fﬂa(’q ———’M. Ferreboeuf

Bwhhacd - /(W P/«f/ny-"c"'“

October 1, 1983
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T0: see "TO" DISTRIBUTION DATE: TUE 11 MAY 1982 5:49
FROM: WILLI KISTER
DEPT: GEN MGR
EXT: 4468
LOC/MAIL STOP: MUNICH/D4

SUBJECT: ANNOUNCEMENT

Due to the restructuring of Europe which will give more
responsibilities to the local organization in Germany,
we want to use our management resources in an optimal way

As job rotation is one of the corporate principles which
has proven successful, the following appointments will be
effective immediately:

Helmut Krings - Marketing Manager
ey ——— s
Frank Berger - Sales Manager
—e 9 — e
Karl Hofmann - Manager for Digitals
——

Personal Computer Program (XT)

I am convinced that with their many years of management
experience in various functions, this change will produce
significant cross-fertilization and ultimately contribute
to the growth of our entire organization.

Together with the Subsidiary Manager and the Software
Service Manager, these positions form the nucleus of a
Strategic Committee which will direct the future of the
GmbH. They will primarily have a German focus, however,

all will also have an advisory role for Austria and Israel.

An announcement regarding the Field Service Management
position will be made shortly.

Please join me in wishing Helmut, Frank and Karl
success in their new responsibilities.

Regards,

11-MAY-82 17:49:04 S 7097 GEMI

11-MAY-82 12:09:05 S 4188 RCSO

11-MAY-82 15:13:02 S 01347 GEMI
GEMI MESSAGE ID: 5163029306
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ANNOUNCEMENT DEu 9 1981

As the Corporation has decided to become very active in the
field of Small Systems, we are pleased to announce that one
of our Senior Managers has decided to take the challenge of
introducing these Small Systems to the German market place.

As of January 1, 1982

gtk Berger

will be the Small Systems Manager, reporting locally to
Willi Kister and functionally to Si Lyle's Computer Products
Group.

We are very confident that Frank will be leading us to gain

a major share of the Small Systems Market by developing all
the necessary products, application tools and distribution
channels in Germany, which has traditionally been very strong
in Small Systems.

During his 11 years with Digital, Frank has held various
Management positions; the latest being, Regional Marketing
Manager for CER.

We wish Frank all the best in his new job; he has our full

support.

On an interim basis, Marketing Communications will continue
to report to Frank, while A & SG will report to Karl Hofmann
and the Product Group Marketing Organization to Willi Kister.

Munich, November 30, 1981

Wl bt

Willi Kister
Regional Manager CER
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TO: PPC: DATE: TUE 8 DEC 1981 4:46 PM EST
FROM: DICK DOBBIE
cc: see "CC"™ DISTRIBUTION DEPT: CORP. EURO. OFFICE

EXT: 223-4834
LOC/MAIL STOP: PK3-2/A52

SUBJECT: PRICING PROPOSAL-GERMANY

LR R
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T0: PPC DATE: 8 December 81
FROM: Dick Dobbie/
CC: Geof f Shingles Willi Kister

J.C.Peterschmitt
Jack Shields
Bill Long

Win Hindle

Bill Thompson

SUBJECT: PRICING PROPOSAL - GERMANY

The German pricing proposal, which was supported by EBMC last
week, will be presented for approval by PPC on December 21. The
proposal is summarized below:

1. The GOAL of the proposal is to help improve our market
position through

- a competitive product mix and price where market is
elastic

- maximize volume in FYB83
minimize negative PBT impact from price reductions
positive PBT impact from elasticity (price and resource
allocation) and reduction of cost structure

2. Competitive Position. We are generally positioned 20-30%
higher than we believe is necessary to compete effectively
(specific data is attached as Appendix I).

3. Strategy for Price Changes by major product category is:

- QBus, UBus - position competitively against vendors with
20-50MB Winchester disks particularly in TOEM and COEM

VAX - push Winchester technology with competitive back up
media; differentiate from MEV's

Disks - in addition to the European price move position
RLO2 competitively against system competition with

géd& ./

Winchester disks




‘ Non-profit pricing - do away with discount agreements
instead give 10% flat non profit allowance

The specific price reductions we want to implement are shown
in Appendix II.

4. Financial Impact. The total impact of this proposal on FY83
will be to:

- increase bookings (from current forecast) by $10M.

- increase NOR by $9M

- increase PBT/NOR % by 3.7 points
(NOTE: This translates into a 0.6 point increase for |
Europe) |

5. We have attached (Appendix III) some additiomal inputs on |
areas where we would like to see Corporate Pricing actions.

|
We would like to briefly discuss this proposal at PPC on December l
14 so that any major issues which should be addressed the |
following week can be identified. |

APPENDIX I
Competitive Position |
DEC IBM HP NIXDORF PE PRIME DG
us 100% 180% 90% N/A N/A 80% N/A
GY 100% 120% - - 80% 80% 65%
(11/780) (4341) (3240) (750) (8000)
100% 60% - 65%
(11/24) (S/1) (8870)
100% 85%
(11/44) (1000,
3000)
APPENDIX II
price Changes - Implementation
Category Product % Price Change % Elasticity I
a4 M2 A fL02 - 20% + 30% |
U-Bus packages !

(except D336, which
is already done by
Europe)

VAX VAX packages with - 20% + 20%




. Winchester disks
Disks RLO2, RL211 - 30% + 60%

R-MO2, 03, 05 - 25% + 50%
disk subsystems

Other Non profit pricing - 10% -

APPENDIX III

Inputs to Corporation (wishlist)
A) More flexible packages with choice of 2nd masstorage device
B) New System packages:

11/24 with RABO/RLO2

11/44 with RABO0/RLO2

11/750 with RABO/RLO2

11/750 with RMOS5/TU77
C) Phase out RKDO7 and RP06 packages
D) Price uniqueness high, peripherals low (snake pricing)
f) Hardware dependent software pricing e.g. charge different

price for FORTRAN on Q-Bus, U-Bus and VAX such that it is

about the same percent of hardware price.

F) DECnet license for nets with more than 5 nodes 50% of
D-license.

"CC"™ DISTRIBUTION:

»WIN HINDLE WILLI KISTER BILL LONG
JEAN CLAUDE PETERSCHMITT GEOFF SHINGLES JACK SHIELDS
BILL THOMPSON




Subiject:

To:
ccs

for info:

GreTvees Digital Equipment GmbH
ttzstralRe 91, 8000 Minchen 81
(089) 92 50-0, Telex: 05-215 780

Interoffice Memorandum

Prices in Germany Date: September 21, 1981

Ted Johnson, PK 3-2 A58 Fom: German Management Team/

Willi Kister, MUC D4
GVP's

Bobby Choonavala, GVA )
Win Hindle, ML 10-2 A53 (

Jean-Claude Peterschmitt, PK 3-2 A52
Geoff Shingles, Genb.
Jack Smith, Genb.

Situation in September 1981

° Thanks for holding prices in Q2.

° We will do our utmost to get volumes back to
budget, although Q1 has not shown turnaround yet.

° Even after your decision to hold prices, the
following gaps still exist for typical con-
figurations:

HP 15 & - 46 %
Nixdorf 36 %
IBM (low end) 67 %

Perkin Elmer 36 %

Prime 38 %

° I just do not know how I could let it happen.
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Proposed next steps for Germany - to be implemented in Q2

1. Source large disks (add-ons only) directly from CDC
in Germany, thereby close price gap, produce incre-
mental revenue and regain account control.

2. Cut prices on add-on memory to slightly above street
price. Produce incremental volume by driving plug
compatible manufactures out of business.

3. Please let me price an entry VAX 750 (standard system)
and really go for marketshare.

1f you were to agree in principle I would prepare the
implementation plans together with Geoff Shingles almost
immediately.

Longer Term

We need to do a major rethink of our structure in Germany

where 80 % of our customers create 80 % of all structural

expenses but contribute only 20 % of the volume.

This becomes a very urgent issue and ought to be addressed
as part of Jack Smith's "Productivity proposal" because:

a) we are just not competitive (average 30 % above
competition)

b) even at today's prices we do not return average
European profits

c) once we go -into commodity type business like CT, the
market will not allow us to ask our historical business

uplifts.

Needless to say that we are higly motivated and anxious to
go. I'1l keep in touch with Ted. In the meantime we will

do some preparatory work.

Thanks in advance for your help.

Regards,




é,”:‘_“_wa__
dlilgliltfall]

Win Hindle's visit to Germany

Specific topics:

1% Latest Forecast for FY 82: 86 %
however positiv trend

2 DEC's Prices 30 % above all competitors M :
Ay

S SWS will produce local application software.
First product is Office Automation Software.

4. Is CT our entry vehicle into Small Commercial
Market against local competitors (Philips,
Riskzle, Triunph Adlees ete.) o %

b% The country will look at and improve its
output and efficiency whether or not
area or corporate efforts will be made.

Oct. 28, 1981

———




| !
:t T | I'n &t eran-t f 1.8 Memo
! !

- - -y
Q

- -
[N

- -
l=}

- -
[

- - -
o

- s

TO: see "TO" DISTRIBUTION DATE: MON 18 MAR 1985 2:59 PM EST
FROM: RAY SULLIVAN
DEPT: EXTERNAL PRODUCTS
EXT: 223-2537
LOC/MAIL STOP: MLO/MLD3-6 B52

MESSAGE ID: 5267236779

SUBJECT: VR29C COLOR MONITOR UPDATE TO JEAN-CLAUDE PETERSCHMITT |
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T0: Distribution DATE: 16 March 1985

FROM: Ray Sullivan

DEPT: External Products Group
EXT: 223-2537

LOC: MLO3-6/B52

RCS: PRNT

ENET: MILVAX::R_SULLIVAN

|
|
SUBJECT: VR290 COLOR MONITOR UPDATE TO JEAN-CLAUDE PETERSCHMITT |

The attached communication was sent to Jean-Claude Peterschmitt in the
on-going effort to keep him informed of the progress with the VR290
Color Monitor Program with Fimi, S.p.A. (Philips, M.A.P.), Saronno,
Italy.

"TO:" Distribution

Bruce Anderson Margo Cambier Bob Chalkey
Henry Crouse Mike Cusack Bob Ducey
Pier-Carlo Falotti Fred Forsyth Tom Grablick
Bill Hanson Win Hindle Bob Huettner
Craig James George Joy Jeff Kalb
Kevin 0'Brien Ron Payne Jack Rathmell
Jack Smith

pmmmtmmmpmmmpm e -t

U u U U U u U U

yduidoguiuotdbaidld INTEROFFICE MEMO

0 U v} U u u v} U

P e Lttt bt it ety 2 |




TO: Jean-Claude Peterschmitt

DATE :
FROM:
DEPT:
EXT s
LOC:
RCS:
ENET:

16 March 1985

Ray Sullivan

External Products Group
223-2537

MLO3-6/B52

PRNT

MILVAX::R _SULLIVAN

SUBJECT: VR290 COLOR MONITOR CONTRACT NEGOTIATION SUMMARY

Per your request to be kept informed of the VR290 contract award
activity, the following is a summary of contract negotiations held at

Fimi, S.p.A.

(Philips M.A.P.):

25 February thru 6 March successful contract negotiations were held
with Fimi, S.p.A., at their facility in Saronno, Italy. Fimi
committed for the first volume shipment to ocecur 10/15-11/15/85. Unit

pricing ranges from $1,126.10 to $1,004.81,

dependant on volumes

actually purchased, with the pricing based on volume 0 - 30,000, with
the pricing fixed for the period thru June 30, 1988, except for
currency fluctuation + or - 3%.
with Fimi Mechanical Engineering, has developed a very compact 19"
color monitor (including an integral tilt/swivel stand), which will
compliment the Digital family monitor "sculptured" look.

Mario Enrico,

on the terms and conditions of the contract,

good set of T's and C's.
Digital as a customer.
all documents 6 March 1985.

Industrial Design, in conjunction

Fimi General Manager, was very willing to work with us

with the result of a very

He expressed being very pleased to have
He reviewed the contract and officially signed
(It must be acknowledged that it was

possible to present the formal contract documentation only thru the
Digital Milan Italy Office supplying a DECMATE II and all other

hardware and supplies for use at our Hotel,

as the negotiations progressed.)

If you have any questions please contact me.

Regards,

Ray Sullivan

18-MAR-85 17:04:45
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TO: FOMC: DATE: TUE 4 SEP 1984 5:23 PM HEC
MANAGEMENT COMM: FROM: PIER-CARLO FALOTTI
MKTG/SLS STRAT COM: DEPT: VP FIELD OPER. EUROPE
EXT: 2961

LOC/MAIL STOP: GEO/C0202
MESSAGE ID: 5247707321

SUBJECT: ANNOUNCEMENT FIELD OPERATIONS EUROPE

1. ITALY - EUROPEAN MARKETING |

After 5 years of successful assignment in Italy, first as Sales
Manager and then as Country Manager,

BRUNO D'AVANZO

will return to Geneva as

EUROPEAN MARKETING MANAGER

effective November 1, 1984.

Bruno has done an outstanding job in developing Italy from an

organization of 300 people to 900 people and a turnover from :
25 M$ to 100 M$, with a prestigious position in the Italian |
market and a very strong and successful organization. He leaves a

lasting sign of his presence.

The challenge of
COUNTRY MANAGER - ITALY |

will be taken by |
PIER PAOLO MONDUZZI




urn

be

Pier Paolo's experience in the computer field goes back 25 years
with various assignments in IBM, in sales training, sales and
marketing management, and lately as national sales manager for
large accounts, with an outstanding success record and performance
in all the positions held.

I look forward to his contribution to Digital Italy and Europe.

MICHEL FERREBOEUF

who has been European Marketing Manager for the last 2 years will
to France as

SALES AND MARKETING MANAGER, FRANCE

reporting to Claude Sournac.

Michel has done a terrific job in completely rebuilding the
European marketing organization after the reorganization of 1982
and has managed to successfully introduce the new way to operate
with the countries and corporate.

responsible for managing the Sales and Marketing
organization of France with full business responsibilities.

We look forward to his contribution to the continued development
of France and to a new approach to deliver to our customers
complete systems (hardware and software products) in a way to
optimize our business and simplify our way of dealing with our
customers.

I would particularly like to thank Michel for his co-operation and
tremendous energy and capabilities that he has shown in his
assignment in Geneva.

2 GEOGRAPHIES

Considering the increasing strength, size and capabilities of the
countries and the excellent success of the European
decentralization we are moving into a new phase of our
organization to increase even further the speed and effectivity of
our communication and implementation of our strategies and

programs.




Starting September 10, 1984, all the country managers will report

to myself, via a regular quarterly meeting where we will discuss I
and decide the necessary strategies and actions needed to ]
implement our plans. This will ensure a synchronised and common |
understanding of our direction in all countries, |

To help me in ensuring day-to-day assistance as needed, sharing of
ideas and common needs, coaching and counselling, I have asked : |

CLAUDE SOURNAC to help me in supporting the country managers of
SPAIN - PORTUGAL - SEENA - ISRAEL

in addition to continuing his role as country
manager of FRANCE.

DAVID BARLOW to help me in supporting the country managers of
NORWAY - SWEDEN -~ FINLAND
while continuing to manage DENMARK.

DON FROST to help me in supporting the country managers of
BELGIUM - SWITZERLAND - AUSTRIA

while continuing to manage HOLLAND.

GEOFF SHINGLES will continue to manage
UK - IRELAND - MIDDLE EAST.

WILLI KISTER will continue to manage GERMANY.

PIER PAOLO MONDUZZI
will be managing ITALY.

I am sure that the seniority, capabilities and experiences of the
above country managers will help the rest of the team in ensuring
the necessary communication and development of the respective
country organizations.

I would 1like to thank Shel Davis for serving as the acting MAXIS
manager for the last nine months. He will now focus on his
continuing assignment as Vice President, Organization
Effectiveness, with primary emphasis on our evolving European
organization.

I also want to thank the Area MAXIS Team which has been performing
an excellent job in providing leadership and support to the
countries and European management.

Each European functional manager will decide how to manage the
respective functional country managers as the organizations
evolve. David Stone has already announced his organization.

Don Zereski, Marty Ford and I (for Personnel) do not plan to
change the present responsibilities of respectively Don Herbener,

Dick Wakeford and Bernard Mire.




I look forward to these new alignments as yet another step to
develop strong individual country organizations and a closer co=-
operation with the Area management team.

Regards.
04-SEP-8Y4 11347255 S 14734 GEMI

04-SEP-84 12:29:52 S 17481 RCSO

4-SEP-84 13:41:32 S 03176 GEMI
GEMI MESSAGE ID: 5247786504







P TERPACLO MONDUZZ 1

IDENT IF ICATION

Private address 10 via Francesco Ferruccio
Milan |

Tel : 39.2/318.5185

Office address | IBM Italia SpA |
Tel : 39.2/6357

Age 50 years (born March 1933) |
\ ————
-,

Marital Status Married; 2 children (26, 16 years)
Nationality Italian

EDUCAT ION _ Degree in Mathematics and Physics.
(Studied in Sydney; then University
of Bologne and terminated studies
at University of Milan).
Specialisation in supersonic aero-
nautics.

Languages [talian  : Mother tongue
English : Fluent

p COMPENSAT ION Total salary Lit.120 million.
Basic salary Lit.8.2 million x 13
Incentive Bonus : 10%

Company Car

Insurance Scheme

V7




Confidential Report - Dott. Pierpaclo Monduzzi

PROFESSIONAL EXPER IENCE

1958 - 1959 Assistant Professor, University
August 1959 - To date ’ IBM ITALIA SpA )
p— +

ooy e

Dott. Monduzzi started his career gt
with IBM in Educational Services
(both customer and internal). This
was at the time that electromic
devices were just starting and he
was considered to be one of the
most knowledgeable computer experts
of that time. During the seven
years he was in this department, he
was also very much involved in the
installation of all big computers.

Towards the end of 1966, Dott.
Monduzzi spent seven months in
Paris working on the unbundling
task force, and then spent a year
in Milan following up the unbund-
ling practices in the Italian
marketing HQ.

During the ten years 1970-1980,
Dott. Monduzzi became  heavily
involved in sales activities, first
as Sales Manager, Small Accomis .
and then Mrketing Manager.. Sumll
<&nd Medium sized coupaniese

In 1975, he became Branch Office
Manager in Milan with a Lit.100
million revenue. There were 4
Market ing Managers, with a total of
35 Sales Representatives, 8 Systems
Engineering Managers with 75 Sys-
tems Engineers, and 35 Ad-
ministrative staff.

.
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Confidential Report — Dott. Pierpaolo Monduzzi

moted to Manager, Marketing Opera-
tions, Finance and in 1982 to
Country Industry mmetﬂhhnager.
In this latter position, Dott.
Monduzzi has 75 people reporting to
< him and he was responsible for
X Banking, Insurance, Manufacturing,
D : Screntific and Distribution indus—

=tries which were mainly 1GAM orien-

ted.
GRS

z In 1980, Dott. Monduzzi was pro-

As of January 1983, he is Area
Manager, North East with ISAM also
handling the medium-sized com-

panies.

§
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«fave put a brake on the development of bis career.

Confidential Report - Dott. Pierpaolo Monduzzi

EVALUAT ION OF THE CANDIDATE

Dott. Monduzzi is a man who immediately establishes an agreeable

contact at a good level. He gives the impression of solidity and
ba lance.

He expresses himself in a thoughtful and reflective manner and his
dialogue is very open, direct and frank.

Dot t. Monduzzi has had an interesting career, combining his techni-
cal training with sales and marketing management. He is thus a
generalist who, nonetheless, has little experience of stall systems.

He easily inposes himself as a leader : he is demanding, but fair.
His assistants enjoy working for him as long as they perform, since
those who do not perform cannot keep up with the rythm he imposes.
He has, in fact, an enormous capacity for work.

Dott. Monduzzi likes autonomy and enjoys mmking his own decisions.
He is not a 'yes-man" and will not accept a conprom se versus the

risk of facing his superiors. It ha t which

his stvle and M_1s in this way that he wishes his assistants to

cenave. He prefers them to be inventive rather than obedient .
h

Dott. Monduzzi does not really have a typical IBM profile. It is
his engaging perscnality that is, in fact, the basis of his own
character.

He is interested in D.E.C. for he sees the ibility of reaching a
level to which he aspires and which he thinks he is capable of

achieving.

He considers the question of remneration to be secondary and is not
looking for a substantial increase - he considers his present
compensation to be satisfactory.
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EDIIONDO SPAGNUOLO
horn in Chieti (Italy) iarch 31st 1936

resident in ililan (Itely) - Via C. Battisti, 2
tel. no. 02/5480907

from July 1983 = Illencging Director SINTAX S.p.A.

(lergest Itelizn private Software House
100 7 owned by OLIVETTI Group)
1983 turn-over 29 billion lire

Previous experiences:

1958 -~ ALITALIA Airlines
Internal Informetion System Dept.

1965 — OLIVETTI Computer Division - Seles Support

1966 - OLIVETTI - GENERAL ELECTRIC - Sales Support Ilanager
for selling in USA llarket the Itazlian-developped
computer (GE=115)

1967 - OLIVETTI H.Q. — Internel Informetion System Divi=
sion ilenager

1971 - Governaent Seles Support ilPneger

1974 - OLIVETTI H.Q. - Softwrre Policies % Strrtegies leneger

1975 - Itrlirn Seles Operetion ierketing lensger

1979 — Flrctronse Drtr Processing Sglcs Divisisn Hrneger

~nd. s‘ne~ Jun- 1932. rlsn OLIVETTT COMPUTERS Selrs

sorretion aencger.
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