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How one GEISCO team ".. .GESCO i s  extremely sa t is f ied  w i th  the job GEISCO d i d  i n  
i n s t a l l e d  a neMrk s i z ing  and i n s t a l l  i n g  the network. Addit ional ly,  we are pleased 
and made a friend wi th  the ongoing support we receive.. . 

"For the record, GEISCO d id  what GESCO now knows we could have 
never done. Obviously, a l l  o f  the GEISCO players should be 
complimented on t h e i r  contr ibut ion of e f f o r t  b u t  cer ta in ly ,  Phi l ,  
your captaining t h i s  a c t i v i t y ,  i n  my opinion, i s  a p r inc ipa l  
reason tha t  GESCO received a t r u l y  professional job. I only wish 
we could have received ha1 f as much from our hardware vendor.. ." 
Frank B i  11 one, Manager o f  GE Supply Co. (GESCO) , wrote the 
preceding words t o  Phi l  Poe, Manager of Telecomnunication 
Products, Product Assurance. It was Poe who managed the pro jec t  
t o  provide GESCO w i th  network services f o r  t h e i r  t rans i t i on  from 
MARK I11 Service using MARKLINK terminals t o  in-house IBM. Other 
vendors were involved. Arthur Andersen won the contract f o r  
appl icat ion support, IBM f o r  mainframe hardware and software, and 
GEISCO t o  provide the SNA network development, i n s t a l  la t ion ,  and 
subsequent management. 

Of p a r t i c u l a r l y  s igni f icance i s  t h a t  GE Information Services Co. 
was a dark horse f o r  the network contract, as GESCO had been less  
than enthusiast ic about GEFXD i n  the past. 

I n  Ap r i l  1985, w i th  the rest ructur ing o f  GE Information Services 
Company j u s t  around the corner, Poe accepted the cha l l  enge t o  
manage the pro jec t  t o  design, determine topology, i n s t a l l  and 
oberate f o r  GESCO the IBM SNA network ( referred t o  as the "bluen - - -  

network), connecting more than 2000 terminals and ~ r i n t e r s  a t  150 
locat ions t o  t h e i r  host -tern i n  grldgeport, conn. I 
"We knew from the s t a r t  t ha t  Frank B i l l  one i s  a strong, demanding 
manager," Poe said. " I n  h i s  environment o f  a low-margin, 
funCtiona1 warehouse business, he has t o  be. 

"Then, from meetings wi th  GESCO, we determined t h a t  t h e i r ' s  was 
no t  a sophisticated IBM shop," Poe said. "Most o f  t h e i r  people 
had MARK I11  user backgrounds, so they needed strong IBM-based 
technical support and consultat ion as a GE partner. I f  we had 
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Poe's team o f  some 20 project leaders, pr inc ipa l ly  from 
Technology Operations, but  also from other segments of GEISCO 
such as Finance and Accounting, spent two days i n  Apr i l  1985 with 
the GESCO s t a f f  t o  determine what the c l i e n t  wanted, re f ine the 
requi refllents process, and establ i sh SNA network interconnect 
technical spedficat ions. Then they brainstormed to come UP wi th 
more than 2b0 pr inc ipal  milestone<, automated the milestones 
check-off system, and began t o  execute. 

Through consensus, the leadership group determined exacting 
del ineations o f  responsibil i ties, decided on clear and concise 
directions f o r  the numerous other employees involved i n  the 
project, and agreed t o  give them the responsib i l i ty  and authori ty 
t o  carry out the assigned tasks. 

"We determined that  we. the network ~ r o v i d e r .  would never aet 
behind the other vendors and mu1 d not  1 e t  q;al i ty s e  
sald. We said, 'we've got some superb people here a t  GEISCO and 
we're good at-what we 6. Let 's show 'em i h a t  we can execute the 
touc~h ones. ' " 
Poe said keys t o  the success o f  the project  were part ic ipat ion 
and csnrrrunication, deveTaping consensus and conmftment from those 
responsible f o r  execution in terna l ly  , and cormswnicating 
frequently and fo r th r igh t l y  w'i th the c l  ient. 

"About 90% o f  system devel opment and imp1 emnta ti on probl ems stem 
frq F o r  human comunication," he raid. "You've got to know what 
YOU r e  aolns tecnnr cal IY, tnen yow communicate wi th  the c l  i e n t  a t  
the very beginning. i f  you blow it, you've got to t e l l  them. 
If they know about an honest mistake or  val 1 d ~roblem. and you - U approach solutions i n  a posi t ive manner, they 'i 1 support you. 

To keep everyone i nvol ved UD to date, the project  team provided 
weekly- milestones check-offs and mn&ly  s b t u s  reports' from 
m - 0 ,  copying section managers t o  keep them 
abreast o f  the project. Periodic reviews were he1 d wi th  
Communications Dept. VP & CM Joe Squarzinf and wi th MARK 3000 VP 
& GM Joe Marchese and t he i r  staffs. Both were extremely 
support4 ve, providing c r i  ti cat resources, Poe says. 

Then there was Phi l  Poe's infect ious enthusiasm. 

"Nobody wants t o  belong to a lousy team or organization," he 
says. "We a l l  want t o  be w t  nners. A p ro jec t  manager i s  a 1 o t  1 ike  
the conductor o f  an orchgstra. He or  she i s  only as good as the 
musicians--the project 1 eaders who are res onsibl e f o r  execution. 
Me won th i s  one because our team was super ! ." 
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And whi le  Poe be1 ieve i n  management by objectives and through 
consensus, he also knows the buck has t o  stop somewhere. 

"Somebody has t o  be i n  charge, t o  take respons ib i l i t y  f o r  
t ac t i ca l  decisions," he says. "Somebody has t o  make the ca l l s ,  t o  
take ownership and be w i l l i n g  t o  make mistakes, t o  take r isks."  

Seven con t r a c t s  During December, seven contracts were signed, four  o f  which are 
s i m d  in b c h e r  new name accounts. Key closes w i th  u l t imate MPR o f  more than f50K 

i ncl  ude : 

MPR 
C1 i ent po ten t ia l  

She1 1 $270K 
NYPSA 7 5 

Eastman Kodak 75 

American Motors 75 

Software Sciences 50 

Petrodex 50 

Appl i cat ion 

ED1 f o r  transmission o f  invoices 
EDI/OCO f o r  transmission o f  orders 

and advert is ing copy 
ED1 f o r  movement of POs, MRs, and 

shi  pmen t documents 
VAN and SNA service for suppl i ers t o  

1 ink  deal ers and warehouses 
Author-Software packages t o  gas 

/ u t i  1 i t i e s  companies 
Author-terminal admin. & b i l l  i n g  

sys tem 

AEBG ( A i r c r a f t  Engi ne Business Group--Evandal e demonstrated the 
 manufacturing system developed by GEISCO which transmits 
engineering speci f i c a  t ions  between AEBG and t h e i r  vendors. Five 
of the e igh t  suppl iers who saw a prototype demonstration of 
DESIGNfEXPRESS agreed t o  use the system. GtmO has also 
received a verbal commitment from John Deere f o r  a manufacturing 
ED1 system. 

Global Equipment Management (GEM), a recent ly  establ ished 
consortium o f  four major Scandinavian shipping companies, has 
awarded a conmunications and computing contract t o  GEISCO. The 
t o t a l  contract f o r  software, processing, and communications i s  
estimated t o  exceed $15 m i l l i o n  over f i ve  years. 

4th quarter sales GE Informati on Services Company's fourth quarter sales of $1 70.4 
remained soft, m i l l  i on  were down 10% from 1984 and 16% lower than the Operating 
but earnfngs Plan. Net earnings f o r  the four th quarter to ta led  $11.2 m i l l  ion, 
exceeded co-f b e n t  10% higher than 1984 but  23% be1 ow Operating Plan, and i n c l  uded 

$4.6 m i l l  i on  i n  Corporate res t ruc tur ing  coverage and 
non-operating credi ts .  Net income f o r  the year to ta led  $37.2 

I (continued on next page) 
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m i l  1 i o n  (exceeding the ne t  income commitment o f  $37 m i l  1 ion),  10% 
be1 ow l a s t  year and 17% 1 ower than Plan, on sales o f  $670.7 
m i l  1 ion, down 10% from 1984 and 13% be1 ow Operating Pl an. 

Fourth quarter resul t s  by business segment were as follows: 

o Network Based Services sales were down 8% from p r i o r  year. 
'lelarketing and U.S. Sales decl ined 16%, due pr imar i l y  t o  
continued p r i ce  erosion, wide-spread reductions i n  non-focused 
accounts and i n-house m i  g r a t i  on o f  background vol ume. 
Internat ional  volume remained strong (up 6%). Net income was 
$2.6 m i l l  i on  (35%) lower than l a s t  year, driven by revenue 
decline (RCS s e l l i n g  pr ices o f f  14%) o f f s e t  i n  pa r t  by 
s ign i f i can t  cost  reductions across most components. 

o GE Consulting Services revenue was 3% higher than 1984 
r e f l e c t i n g  increased volume and improved applied times. 
Earnings improved $2.3 m i l l i o n  over l a s t  year due mainly t o  a 
reduction i n  goodwill costs and strong produc t iv i t y  gains. 

o Software In ternat ional  sales were up 8% from p r i o r  year driven 
pr imar i l y  by higher maintenance revenues whi le industry 
softness continued t o  h u r t  software sales. Net income was $3.2 
m i l l  i on  higher than 1984 due mainly t o  addit ional  maintenance 
revenue, software cap i ta l i za t ion  and other base cost  reductions. 

o Intearated Comunication Services revenue decl ined 12% from - - .  

1 ast  year r e f l e c t i n g  the PgX business phase-down and 1 ower 
services volume. Earnings dropped $1 . 3  m i  11 i on  (46%) from 1984 
pr imar i l y  as a r e s u l t  o f  lower services revenue. 

o Combined Energy Enterpr i  se/Netwsrk Consul tants  sal es f e l l  83% 
below ~ r i o r  year drfven b-Y the d isposi t ion o f  Network 
Consultants ?R September and lowerv Energy Enterprises volume 
( depressed energy markets ) . 

USSdiSO managers It woul dn It be a compl ete surprise i f  the atmosphere above the 
enuusiast4c about Xerox Training Center i n  Leesburg , Vi rg in ia  has been mol ecul a r l y  
candid discussf ons a1 tered ever so s l i g h t l y .  For a t  t h a t  s i t e  on Jan. 12 - 16 was 

he ld  an in format ional ly  and 
Sales & Services Operation 

An intensive schedule o f  product demonstrations, presentations on 
numerous business and marketi ng top2 cs , t r a i n i n g  a c t i v i t i e s  , 
candid and e l  e c t r i  f y i ng  speakup sessions, and "winding down" 
a c t i v i t i e s  such as "Las Vegas n i  ht," the meeting was one 
ind ica tor  of a watershed f o r  GEI CO--and the recognit ion o f  a 
refreshing management approach WI thin Marketing & U. S. Sal es 
Operations (MBUSSO) . 

(continued on next page) 
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Speaking t o  an obviously recharged, general 1 y enthusi asticy$roup 
of sales rnarraaers on the ffnal bay of the meetina. Us&SO John 
Sidgmom c o m k e d  on the busy &ting agenda aria-the speakup 
sessions between sal es and marketing managers. 

"We've had more s~eakue sessions than we've had s l e e ~ .  he said. -. - 

"But we've taken MI s&-tough issuer," Sidgmore said; "and we've 
learned that yw can get th ings  out on the table, have an open 
forum, and sail wal k-away as-a team and execute. " 

L i n  Register, Southern Regf an Manager, agreed, saying " I 've never 
been i n  an organization or situation that was so threat-free. 
People feel free t o  raise issues, to  say what's on their  minds. " 
Cl early, MUSS0 management encourages constructive confrontation 
i n  workins toward resolvins marketing and sales issues, and is 
succeeding In r ~ i  ng emphyee o p t i d  sm. 

"Up until just recently i n  the U.S.-based Network Based 
Semites," said WSSO Sr. VP Jim McNerney, "there was a 
emssive 1 osi#g a t t i  lade that  led d continuing negative 

kstllts .--a IC uRdcWa10"&b1'e, g ~ v m  unfavorabl e market dynami cs 
m u 1  t ing  truetwing, i t cowl&' t be to1 erated. I ' ve never 
seen- a group-of leaders turn things around as quickly as you 
have. I? attitude is a major part-of winning, 1 ' m  convinced we're 
wfnnina now." he said. 

President Wal t Will iams to1 d the gr~up h e  could sense momentum 
bui l  ding. 

"There i s  f i r e  and s frit  i n  this company!" he said. "I've been 
w i t h  Genera T-m-d%- ec r c or 30 years and I've never f e l t  such 
excitement before--and you know me--1 'm a1 ways excited*" 

Watch for more c m e n t s  and information--and photos--from the 
USS&SO managers meeting In an upcoming issue of SPECTRUM. 

GE e W h g o  up Zl, Prel isinary, unaudited resul ts indicate that net earnin s of 
uloc up 1% -j& - = 1445 - - General Electric Cmpany for the total year l X K Z i F & i r o x i  - 

- ..- - -. mately $2.336 billion, GE Chaimn Jack Welch announced on 
- - - January 15. This was an increase of 2% from the $2.280 billion 

reported for 1984. Earnin& per share were $5.13 for 1985 
compared w i t h  $5.03 for 1 . 
Earninlgs for the fourth uarter of 1985 were about $660 mil 1 ion, 

'+11 ion. Earnings er share for 1 % more than l a s t  year s e the fourth arter of 198 were 1.45, up one cen from 1 as t  
year s four% quarter. 

(continued on next page) 

INFORMATION 
SERWCES 

PmprMary informlation - for internal use only 



Sales f o r  a l l  o f  1985 were about $28.29 b i l l i o n ,  about 1% more 
than l a s t  year 's  $21.95 b i l l i o n .  Sales t o r  the 1985 four th 
quarter were about $8.73 b i l l  ion, up 9% from the $7.98 b i l l  ion 
f o r  the f i n a l  quarter o f  1984. 

Comnenting on the resul ts,  Welch said: "GE's a i r c r a f t  engine, 
aerospace, and f inancial  services businesses had an excel lent 
year i n  1985, and our factory automation business had a 
s i  gni f i  cant turnaround. 

"However, a number o f  our key markets were f l a t  o r  down i n  1985 
r e f l e c t i n g  the general sluggishness i n  the U.S. economy we have 
been not ing a1 1 year. 

"Overall, the modest improvement i n  earnings came from both 
be t te r  opera ti ng margins which , a t  about 10.4% o f  sal es , exceeded 
l a s t  year 's  good 10.2% rate, and from higher other income, which 
i n c l  udes the operations o f  General E l  e c t r i c  Financial Services. 

Enfe exceeds GEnie (General E l e c t r i c  Network f o r  Information Exchange), 
sales projectfans GE ISCO' s entry i n t o  the consumer marketpl ace, has exceeded sal es 

and usage projections. 

During the f i r s t  two and a h a l f  months o f  comnercial 
ava i l  a b i l  i ty--through December 1985--more than 2,000 ind iv idual  s 
signed up f o r  the service, producing some $/6JO0 i n  revenue. 
V i r t u a l l y  a l l  use i s  during evenin s o r  on weekends, a smart way 
t o  get revenue from excess MARK I1 9 capacity. About one-tnird o t  
usage i s  on an e lect ronic  version o f  CB radio, one-third 
roundtable discussions, and the remainder f o r  games, GE mai l  , 
news, and m i  scel 1 aneous offer ings. 

GEnie Marketing Manager B i l l  Louden says he expects GEnie t o  
b r ing  i n  $2.5 m i l l  i on  i n  1986 from 20,000 users, ramping up t o  
$400,000 'APR by December. 

"There's been an enthusiast ic response t o  the GE name," Loudon 
said, "and the marketing communication group has done an 
excel lent  job o f  promoting the product.-we've also been able t o  
p r i c e  aggressively by 1 everaging our excess capacity, " he said. 

GEnie ' s competitors show signs o f  reaching capacity 1 i m i  t s  , whi l  e 
GE ISCO has tremendous capaci t-Y avai l  abl e during non-prime time. 
Loudon says GEnie has the 0 6 n t i a l  of becoming a $20 m i l l  i on  
business w i th  no addi t ion network deployment. 

(continued on next page) 
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"We '1 1 be expl or1 ng such on-1 ine amenities as personal financial 
and investing information services, on-1 ine shopping , fl i g h t  
i n  formati on and schedul i ng , news and weather, and an on-1 i ne 
encyclopedia i n  the very near future,'' he said. "We ' re  encouraged 
by the init ial  consumer reaction to GEnie and we're planning a 
significant increase i n  advert3 sing and sales support i n  1986. " 

By participating i n  the Savings & Security Program during 1982 
pityout to and keeping their funds i n  the program for the three-year 
llS,I)(fO pisplc holding period, some 115,900 current and former GE employees 

achieved a total payout i n  January valued a t  $525 m i l  1 ion. 

Many of these people received their investments i n  the mail a t  
their homes. Others had all or part of their payout credited to 
their Retirement Option Accounts. 

The dollar value of January's distrfbution i s  based on 1985 
year-end market values of the GE stock certificates, S&S Mutual 
Funld units, Holding Period Funds u n i t s  (distributed as Long Term 
Fund units), and the maturity value of the U.S. Savings Bonds. 

Included were $99 million i n  matching payments which GE added to 
participant's accounts. GI?s matching payment can be as much as 
3-1 /2 % of annual earnings, depending on years of service. 

Some $1 28 mill ion (24%) of the payout was placed i n  Retirement 
Option Accounts of 28,200 employees. By us ing  the ROA, 
individual s add to ret i  rement income and postpone some taxes. 

Granting time o f f  An employee calls into the office f i r s t  t h i n g  Monday morning, 
requires dlscretfon saying he or she i s  stranded i n  a snow storm out of town, cannot 

report to work on time, and would 1 ike to take a personal 
business day. The employee is a good performer, has an excellent 
attendance record, and the policy on paid absences (Policy 7-14) 
allows for a personal business day for severe weather emergencies. 

You're the manager. Do you okay the personal business day? 
Probably, i f  the empToyee f s el igible. Lxempt employees are 
el i gi b l  e for personal business days imnedi ately and non-exempts 
after one year of service. 

B u t  there are other possibil i ties. 

"If the em~loyee can make i t  i n  t o  work safely by midday, he or 
she could be charged w i t h  only half a personal business day," 
says U ~ C K  LeteDvre, Manager, numan Kesources rractices. - l f  a l l  
the personal business days have been used (employees can be 

(continued on next page) 

Proprietary information -for internal use only 



granted up to five fn  a rol-?_in kuelva-laonths period), managers 
can approve exempt mpl oyees -4 Jmcar#s ns though they have 
worked a full day, if .t+10~ r-rt t4 *rle %P even a small 
portf on-of the day. have to mrk a t  least  
four bouts t o  repor ql-a%p&$s+g .a personal 

, - 7 busihos 9 y  must be. reported," kW.lebwe g@s. , - -Fc - <-.-=- 

For non-exempts w i t h  Tess than one year a4 sm2&, the manager's 
manager has the authority to approve personal busfness days. I 
Don't be tempted to violate pol icy by having an employee report 
\orkedn on a time card i f  he or she doesn't meet the above 
requirements. Falsifying timecards i s  a serious matter and can 
lead to  disciplinary action up t o  and including discharge. 

"Keep i n  mind that payments to  employees for such absences i s  not 
a ' r ight '  of employee%, b u t  a benetit that managers have the 
aiscretion to  approve or disapprove under pol icy guide1 ines (see 
Pol icy 7-1 4), " LeFebvre says. 

Wen considering whether to grant personal business days, 
managers must use sound judgment, consistently and equitably 
appl ied. Otherwise mpl oyee .moral e can be af tected negatively. 

E l  i g ib l  e employees can be granted up to five personal business 
da s during a 1 2 k n t h  period beginning w i t h  th + e first day of 
a sence, and not on a eal endar year. - 
Except under unusual circumstances , a1 1 cases i nvol ving personal 
business should be revtewed i n  advance for prfor approval. 
Personal business my f ncl ude 11 t ness i n  the inmediate family 
(personal i l l  ness days are on1 for the employee), re1 igious 
observance, Wneral of frien + or re1 atlve not covered i n  the 
Death of Inmediate Family paid leave of absence, legal 
procedures, preparation for marriage, securing citizenship, home 
responsibil i ty , non-business connected residential mwe, as we1 1 
as medical and dental appoinlmnts. 

. - . , .. ~- -- - .  

For addl tional detaiq - .  r ,  see .PBB-~~< 
- .- 
-. ,t_ - * '.<-.. *? 

. . = < .-.LL._;3;.:'+ ,-_. --2. :-<. 2 - . .  ~ .:. - - -. -~ - - - - - , , -  . , z - - . e i ' i 5 - . . > L - -  ' .  :.- - - ** - -  c - - 
GE Richmond plant - ~ 4 - ~ ~  ase f ts R i  c hmon d 
to close; autolaation oyees w i l l  he 
business pl ans which has been operating 
consol idati on 

Bob C071 ins, Autonation Control s General Manager, safd "The 01 der 
roduct lfnes pmduced a t  t h e  Richmond plant hare baatie o b s m  

b r o d u e a d  new products designed aha aanutactured i n  

(continued on next page) I 
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our Char lo t tesv i l le ,  Va., f a c i l  i ty.  This factor,  and our ongoing 
consol ida t ion  o f  dupl i c a G  manufacturing processes and 

- 

fac i l  i tie$,  resul ted i n  the decision t o  close the plant.  " 

The Mark Century 1050 numerical control  system produced a t  
Richmond w i l l  be ohased out  immediately. Remaininq a c t i v i t i e s  
needed t o  supportm other ACO product l i n e s  w i l l  be assumed by 
f a c i l i t i e s  i n  Char lo t tesv i l le ;  Mebane, N.C.; and Bloomington, 111. 

GE's plant-closing benef i ts  w i l l  be avai lab le t o  a l l  e l i g i b l e  
employees affected by the closing. I t ' s  estimated tha t  severance 
pay w i l l  average about $1 2,000 f o r  each Richmond employee. 

"We h i t  the ta rge t  f o r  having an off-the-she1 f Telematics X.25 
system i n s t a l  1 ed f o r  MARK*NET*EXTENDED by the end o f  1985," said 
Ed Stephan, Manager, Telecommunications Hardware Engineering. 
"The ~ e c h ~ p s  team d id  an incredib le job, since i t  was only i n  
June when the vendor was f i n a l l y  selected," he said. 

Domestic nodes are up i n  e igh t  NDC (Network D is t r fbu t ion  Centers) 
c i t i e s :  Atlanta, Brook Park, Chicago, Dallas, Long Beach (Los 
Angeles), New York, Oyster Point  (S. San Francisco), and 
Rockville. Nodes w i l l  be deployed a t  NDCs f n  London and 
Amstel veen i n  February. 

" I n  addi t ion t o  the high ca l iber  o f  personnel working on t h i s  
eroject, one o f  the other reasons f o r  i t s  success,'' said Stephan, 

i s  t ha t  the en t i  r e  network was 'staged' here i n  Rockvi l l  e before 
i t  was deployed i n  the f i e 1  d, and most o f  the acceptance tes t i ng  
done here. I' 

Stephan said Beta tes t i ng  i s  scheduled f o r  March and Apr i l  and 
MARKkNET*EXTENDED w i l l  be f u l l y  commercial i n  the t h i r d  quarter 
o f  1986. 

"This augmentation o f  MARK*HET w i l l  g ive us a f u l l  complement of 
X.25 services f o r  our c l  i ents--an in ternat ional  standard t o r  
transmission service." Ste~han said. "The swi tch inq eauiment 
from Telematics, a1 ong w i th  dedicated backbone c i r c u i t s  ,' w i l l  be 
complemented w i th  a robust interconnection w i th  MAiWRET and MARK 
3000. " 
MARK*NET*EXTENDED, re fe r red  t o  as the "white" network, i s  one of 
three GE Information Services networks. MARK*NET i s  known as the 
"red" ne-twork, and the IBM SNA (Systems Network Archi tecture) 
network i s  ca l led  the "blue" network. 

(continued on next page) 
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Industry Briefs o After development costs of $1 b i l l  ion for Net 1000, ATIT has 
dropped the computer network i t started 10 years ago. A company 
spokesman said a proliferation of personal computers and very 
smart mini-computers lessened the need for customers to l i n k  
w i t h  AT&T's mainframes. In a Wall St .  Journal a r t i c le ,  ATIT's 
Information Systems Vice President Jack Bucter was quoted as 
saying some of company's Net 1000 customers w i l l  be moved to  
other ATIT networks, and some w i l l  be transferred to competing 
systems operated by GEISCO and GTE Telenet. 

o Electronic Data Systems Corp. (EDS) has won what is be1 ieved to 
be the largest  pubTishing contract ever awarded by the U.S. 
government. EDS, and a project team comprised o f  IBM, IPC 
Logistics Services, and Custom P r i n t i n g  Co., has the go-ahead 
for a 5-year, $62 mill ion contract to automite publ ications for 
the U.S. Am. The svstem w i l l  electronicallv read and store 
information on  the A-my's existing publ i c a t i k s .  

o Computer Sciences Corp. (CSC) has won a system integration 
contract w i t h  the U.S. Customs Service t o  s u ~ ~ l v  and o ~ e r a t e  a r r  .I 

consolidated data network. 1ne contract has an in i t ia l 'va lue  of 
$48.5 m i l l  ion and could be worth $286 mil 1 ion over 96 months i f  
a1 1 options are exercised. The network w i l l  serve the data 
communications needs of the Customs Services, and could be 
expanded to include certain operations of the Treasury Dept. 

o The Corporation for  Open Systems (COS), a non-profit 
associ'ation of more than 18 major computer hardware firms, aims 
for  compatibility standards i n  the computer industry. In an- 
Associated Press story, A.G.W. Biddle, President of the 
Conlputer and ~omunications Industry ~ssoc ia t ion  i n  Arl ington, 
VA. , said planners hope to make pieces of computer equipment as 
easy to interconnect as stereo receivers, speakers and tape 
decks made by different companies. The key to the success of 
the effort ,  IBM's participation, is not ye t  c ~ e a v  
reportedly attended a Jan. 23 meeting, b u t  has not yet  decided 
whether i t  will join the group. Members of COS include AT&T, 
Be1 1 Comuni cations Research, D i  gi tal  Equi pment Corp. Control 
Data Corp., Burroughs Corp., Honeywell Inc. Xerox Corp., NCR 
Corp., National Semiconductor Corp., H e w l  ett-Packard Co. , and 
Harris Corp. 

o Hew1 ett-Packard Co., which has required most of its nearly 
30,000 salaried employees in the U.S. to take two days off a 
month without pay,. says a l l  i t s  salaried workers in the U.S. 
returned to  work f u n  time i n  January, bu t  wrWl a 5% cut I n  

e company s t i d  t h e  salar  reduction w i l l  remain i n  
#kc<!t l e a s t  u n t r l  A p r ~ l  . Ful y pay my be reinstated then i f  . - 
business condi ti ons improve. 

- 
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Ye get lett.ers Referring to an a r t i c l e  i n  the December issue of MGR on the 
subject  of deal i ng w i t h  performance problems, Jim Doyl e, C l  i e n t  
Services Fast  Fax Spec ia l i s t ,  writes: "This is a 'new' kind of 
fea ture  t h a t  you're running i n  here, and I think i t ' s  great .  
Having managers speak on how they handle s t icky problems makes 

nk you wt' nd t h a t  your reading managers a r e  
m i k e 1 $ :  very muc:! cer ta in ly  something they can 
r e l a t e  t o  -- and learn from. Keep up the good work! " 

Fel i x  Du ont,  International Pricing Manager, has some thoughts on 
acquisi tion--"#hen I f i r s t  read the reference to f i l e  Tiin+- 

RCAGE* mentioned i n  the  first paragraph of the Vol. I ,  No. 11 
issue of MGR, I imed ia t e ly  thought of a colleague of ours: R(for 
Robert)Cage. Then I real ized RCAGE r e a l l y  stands f o r  the  RCA GE 
combination! Taking o t f  on t h a t  l i g h t  note, I thought I 'd  share 
w i t h  you some (a1 so-1 igh t )  views of-potential  logos-for the new 
company. To s t a r t ,  I eliminated the arrangement GERCA which does 
not  sound r i g h t  . . .. (probably f o r  the  same reason, you named 
your f il e RCACE instead).  Here a r e  the  'suggestions ' : 

f o r  "Best O f  the Bunch" 
(not for R. -8'8 niclnamel? 

US* 
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Use feedback 
effixtfvely 

Feedback is most useful when . . . 
I t ' s  s ec i f ic  -- even to the point of providing examples of 

less  effective behavior. 

I t  focuses on the impact or results of a person's behavior as 
contrasted w i t h  making judgments or specul ating about "why he d i d  
as he did." 

I t ' s  time1 -- coming as soon as practical a f te r  the event to 
d e l  ated. 

I t ' s  so1 ici ted or a t  l eas t  desired -- f i l l i n g  an information need 
of the person involved. 

I t  includes suggestions for things the person may consider doing 
-differently. 

I t  accepts and communicates the possibility that  -- as "I" give 
feedback -2 things happening i n  "me" -- my problems, biases, 
values -- can affect  the nature and intensity of my reactions to 
"you' and what "you ' ve done. " 

I t  credits  as well as cr i t ic izes  when each is due, b u t  i t  doesn't 
pu l l  punches, (Credit intended solely to  offset  criticism 
usually f a l l s  f l a t .  ) 

I t ' s  presented i n  a context of caring about the other person and 
h t s  or ner improvement and development. 

This is your publication and we'd like it to 
, be interactive. We welcome contributions, 

suggestions and comments. Please contact MOR 
editor Spence Carter at DIAL COMM 273-4048, :- 

QUfK-COMM: SPENCE or write Employee 
Comunication, GE Information Services Co., 
401 N, Washington St., Rockville, MD 20850. - .  

INHlRMATlON - I 

SERVICES 
U S A  i 
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DES IWExpress  
t o  reshape 
lnanufacturing 

News and Information for Managers at GE Information Services Company 
Vol. 11, No. 2 Feb. 21 , 1986 

An e lect ronic  data interchange prototype ca l led  DESIGN*Express 
should soon be reshaping an important pa r t  o f  the manufacturing 
industry. 

Many manufacturers r e l y  on vendors t o  manufacture par ts  t h a t  make 
up f i n a l  products. When p a r t  design speci f icat ions are sent t o  
vendors for bids, a great deal o f  communications--orally and on 
paper--takes p l  ace during the negot iat ion process. Once the 
contract has been awarded and the pa r t  i s  i n  production, c lose 
contact continues. 

DESIGN*Express should el iminate the paper and much o f  the 
conversing. 

"The ch ie f  bene f i t  i s  the compression o f  the product design 
cycle, " says Dave Bruce, Manager, ED1 Indus t r i a l  Marketing. 
"You ' re  more t i g h t l y  coup1 ing  the vendor t o  the engineering 
rocess. A back-and-forth process tha t  was tak ing two months k conceivably be reduced t o  two weeks. That's an important 

competi t i v e  advantage t o  a manufacturer. " 

The DES IGN*Express prototype (developed by John Schmarr, Manager, 
Pro ject  Management Services, and Joe Schartman , Consul tant,  
CAD/CAM Data Systems) i s  already earning revenue whi le i t ' s  being 
tested by a major c l i en t .  This c l i e n t ,  who asked not  t o  be named 
f o r  competitive reasons, met w i th  several vendors t o  get t h e i r  
commitment t o  the concept. A spokesman f o r  the c l i e n t  says the 
product has "a 1 o t  o f  potent ial .  'I 

Schartman, who has responsibi l  i ty f o r  c l  i e n t  support during the 
prototype phase, also d i d  a l l  the coding f o r  the prototype 
software. 

Scheduled t o  he commercial i r e d  i n  the t h i r d  quarter, the 
DES IGN*Express i n i t i a l  re1 ease w i l l  i n c l  ude m a i l  boxing service, 
drawing revis ions tracking, and essential management reports. I n  
addit ion, DESIGWExpress w i l l  have the a b i l  i t y  t o  associate t e x t  
t o  drawings as well as purchase orders t o  drawings. 

(continued on next page) 
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"There are several kinds o f  f i l e s  tha t  manufacturers w i l l  be able 
t o  exchange wi th  potent ia l  vendors," says Bruce. "They are 
material speci f ications--1 arge textual  f il es and drawings o r  
geometric data from a CAD/CAM f computer-aided 
desi gn/manufacturing) Systems. 

"DES IGN*Express a1 so w i l l  t ransmit f i l  es such as IGES/PDES 
(engineering graphics ) and APT/ADAPT/CL (machine p r o g r a m b l  e 
1 anguages 1. Once i n  production, manufacturers and vendors can 
exchange design changes, drawing revis ions and the 1 ike. There's 
a natural marriage w i th  DES IGN*Express and EDI*Express, I' Bruce 
says. 

Schmarr and Egan Skinner, Manager, D is t r ibu t ion  Engineering 
Services, researched the market potent ia l  for the product over 
the l a s t  year and developed a marketing plan. To b u i l d  on tha t  
plan, a focus group o f  e igh t  potent ia l  c l  ients  i s  being bnwght  
together i n  Chicago l a t e  i n  February f o r  a presentation of the 
DES IGN*Express concept and demonstration of the prototype. 

Eighteen contracts During January, eighteen contracts were signed w i t h  a potent la l  
signed i n  January MPR o f  3430K. Key closes with u l t imate MPR o f  $25K or more 

i n c l  ude: 

MPR 
C l  i e n t  po ten t ia l  Application 

Pepperidge Farms $1 00K Ticket 8 order processfng far 2200 
d is t r i bu to rs  : QUIK-COW f o r  repor t  
d i s t r i bu t i on  & in ternal  csrsnnntndc-lation 

American Sa t e l l  i t e  30 Accounting systems - general 1 edger, 
Company budgeting 

January sales, 
ne t  income 
equal OP Plan 

Group 4 

A1 phagraphics 

Coca Cola 

30 Deal er*Tal k rese l l  er 

30 Deal er*Tal k - 160 franchise tocat ions 
order entry, p r ice  changas, d other 
corporate information trQmf@r? 8(wng 
franchises 

2 5 Data co l lec t ion  for fount@fn 6&1&S 

January sales to ta led  $40 m i l l  ion, the same as OpwaEing ' '&hi9, Met 
earnings for January were equal t o  the Plan i n  411 M&~'msqs 



o Network Based Services revenue was up s l ightly from the 
Operating Plan. Marketing & U.S. Sales revenue exceed Plan by 
2% w i t h  improvements i n k 0 ,  GE Accounts, and U.S. Sales. 
International revenue was a1 so 2% above Plan w i t h  favorable 
exchange rates offsetting sl i ghtly 1 ower vol ume. 

o GE Consul t i n  sal es were down four percent from Plan primarily 
&prior month estimating variance. 

o Software International revenue decl ined 7% from Plan due mainly 
l o  timing, b u t  industry softness continues to  h u r t  domestic and 
international vol ume. 

The January revenue trend chart shown below displays total GEISCO 
sales and related Y% trends on a rolling three-month basis t o  
he1 p smooth monthly variations. 

TOTAL GEISCO 
ROLLING THREE MONTHS 

'"I 

Hardware enhance- With an eye on enhanced capacity and qua1 i ty ,  DPS-90 mainframes 
ments eonti nue a t  are continuing to replace DPS-8/70s, and IBM 3380 disk storage 
Supercen ters units are pushing aside STC 8650s. 

A t  the Brook Park Supercenter, nine DPS-90s were deployed a t  the 
end of 7985,  re t i r ing 28 older systems. In 1986 the new disk 
storage units will be installed. The f i l e  transfer process i s  now 
underway and scheduled to be completed i n  l a t e  July. 

(continued on next page) 
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DPS-90s a t  the Amstelveen Supercenter, located near Amsterdam, 
already have taken on the in ternal  MARK I11 load, substant ia l ly  
ahead o f  schedule. By ear ly  March, two DPS-90s w i l l  be se t  t o  
assume the comnercial load, tak ing over the work of s i x  
DPS-8/70s. Disk storage un i t s  w i l l  be replaced s ta r t i ng  i n  Apr i l ,  
w i th  the f i l e  t ransfers t o  be completed by l a t e  May. 

"The DPS-90 hardware has performed very wel l  ," says Me1 Szot, 
Manager, Planning and Qua1 i ty Assurance. "They're everything we 
expected from a hardware po in t  o f  view. We had some ear ly  
software matching problems, since we had no way o f  s imulat ing the 
commercial environment i n  the tes t i ng  phase. But  those problems 
are behind us, and we couldn ' t  be more pleased w i th  the 
performance o f  the DPS-90s. " 

Perforraance rarvfews Sometime t h i s  year, most GE Information Services Company managers 
require sklll , t a c t  w i l l  discuss w i th  t h e i r  subordinates each person's performance 

over the past 12 t o  14 months. Such discussions may conclude w i th  
a pronouncement regarding the magnitude o f  a salary increase 
recommended f o r  the indiv idual.  However, i t  i s  recomnded t h a t  
performance discussions no t  be held a t  the same t i m e  as salary 
discussions. 

"Most managers w i l l  agree tha t  i t  i s  easier and more personally 
rewarding t o  have a review wi th  a good performer than w i th  a 
marginal or  poor performer," says Randy Keuch, Manager, 
Compensation Programs. "1 think most would a1 so agree tha t  we 
spend more t i m e  preparing f o r  discussions w i th  marginal o r  poor 
performers than we do f o r  good t o  excel l e n t  performers." 

The question t h a t  follows, says Keuch, i s  why do we spend so rmch 
of our valuable management resources on those who are 
contr ibut ing the l e a s t  t o  our business? Are we not  
short-changing the key contr ibutors? 

While there i s  no de f i n i t i ve  answer t o  t h i s  d i l  e m ,  Keuch says 
the fol lowing pointers comprise an approach tha t  may help you 
improve the qua1 i ty o f  your performance discussions- with '  both 
good and marginal performers: 

1. Establish a time and date t o  meet wfth an employee f o r  a 
performance review and give the employee advance notice, asking 
the employee t o  prepare p r i o r  t o  the meeting a l i s t  of major 
accompl ishments over the preceding year o r  so. 

2. Also before the meeting, prepare your own evaluation o f  the 
employee's performance. Then review the method o r  methods used 

(continued on next page) 
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t o  develop and maintain the employee Is  work p l  an and your 
expectations regarding qua1 i t y  , quant i ty , and time1 iness. 

3. When you open your meeting, one approach i s  t o  ask the 
empl oyee t o  re1 ate accompl ishments and major disappointments. 
I f  the employee does not  mention something tha t  i s  on your 
1 i s t ,  ask about i t  without conveying your feel  ings on the 
matter. I f  you disagree about the s i tuat ion,  pursue the 
empl oyee ' s perspective. 

4. Since in te rac t ing  w i th  c l  ients, peers, subordinates, and 
superiors i s  v i t a l  t o  many o f  our jobs, ask the employee about 
any problems you may have noticed i n  t h i s  area. Le t  the 
employee give you h fs  or her impression o f  the underlying 
problem and the reason f o r  h i s  or her d i f f i c u l  ty. Again, if 
your viewpoint d i f f e r s  s i g n i f i c a n t l y  from t h a t  o f  your 
empl oyee, you must make an e f f o r t  t o  resolve the difference. 

5. During your performance discussion, i f  an employee presents 
substantive information tha t  indicates tha t  a change i n  your 
comnents i s  warranted o r  t ha t  something should be deleted from 
the  wr i t t en  review, make the change. This act ion ce r ta in l y  goes 
a 1 ong way t o  he1 p assure employees tha t  you are f a i r  and 
thoughtful i n  your evaluation. I n  any event, you shoul d al low 
the employee t o  at tach h i s  or  her comments t o  the wr i t t en  
evaluation should the two o f  you f a i l  t o  agree on an issue. 

6. F ina l l y ,  always remember tha t  performance and salary reviews 
are t o  be construct ive meetings, ending w i th  a mutual agreement 
on past performance and areas t o  improve. C r i t i c a l  incidents 
discussed ten or  twelve months a f t e r  they occur provide no 
value t o  the employee o r  t o  the business. A performance and 
salary review should be frank and open, containing no surprises. 

When you discuss salary changes, you shout d make employees aware 
o f  three major factors tha t  inf luence the s ize o f  t h e i r  salary 
increases : 

1 . Individual performance, the most s i g n i f i c a n t  factor.  

2. Changes i n  the competitive labor  market. 

3. How deeply the employee has penetrated i n t o  h i s  or  her 
salary 1 eve1 . 

"Remenber t h a t  most employees have a good feel  f o r  what others 
receive i n  salary changes," Keuch says. "They also have thoughts 

(continued on next page) 
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regarding the performance o f  others, bu t  you should never discuss 
o r  defend salary actions taken for other employees. If your 
performance evaluations o f  your empl oyees are object ive and 
consistent, you w i l l  have t h e i r  respect and t h e i r  improved 
performance, " Keuch says. 

Cl ose a1 1 lance The GE Information Services Sales and Marketing team was greeted 
w f t h  Apple w i th  enthusiasm when they presented BusinessTal k jo in t -sa l  es 
i s  paying o f f  a c t i v i t i e s  t o  Appl e Computer 's 1,000-member worldwide sal es force 

l a s t  f a l l .  

The occasion was Appl e Is  1986 Internat ional  Sal es Conference, 
held i n  San Diego October 2/-Novenber 1. As co-developer o t  
Appl eLink, GE was the only organization i nv i t ed  t o  address the 
otherwise closed meetings o f  national accounts and VAR (value 
added rese l l  e r  ) sal es managers. 

The GE Information Services delegation included three v ice 
presidents, plus A1 ma Rodoni and Steve Korn of AM0 Dealer Systems 
Marketing, as wel l  as Kevin McDonald and Mathew Leek o f  S i l  icon 
Val 1 ey Sal es. 

An encouraging sign from the GEISCO delegation's po in t  of view 
came during Apple president John Scul l  ey 's opening remarks. When 
he promised t o  pursue more a l l iances l i k e  the one w i th  G t  t h a t  
produced Appl eL i nk , the sal es force burs t  i n  t o  spontaneous 
appl ause--an ind icator  of the strong re1 at ionship GEISCO has w-i t h  
Appl e . 
The close a l l iance has paid o f f  i n  more ways than one. Mark 
Alexander, Southern Area Manager, received the f i r s t  sales 1 ead 
t h a t  resul ted d i r e c t l y  from the the sales conference. This lead, 
f o r  a paper products company, came from an Apple VAR (vat ue-added 
rese l l e r )  sales executive who f e l t  t ha t  the GE presentations and 
the reputation o f  the company 's ED1 (e lect ronic  data interchange) 
products 1 ent  credi  h i1  i ty t o  the BusinessTal k system. 

John Potocko, Sales In tegrat ion Special i s t  f o r  Dealer Systems 
Marketing and Manager o f  the RusinessTal k r o l l  -out t o  Appl e 's  top 
customer group--the "Appl e 72"--reports tha t  Rockvil 1 e i s  
receiving an average o f  three c a l l s  per week about ho t  
SusinessTal k prospects, the resul t o f  coordinated sal es campaigns. 

A deta i led sales success story can be requested by contacting 
Eileen Hussar, Project Manager, M O  C o ~ r c i a l i z a t i o n  Management. 
For information about the j o i n t  GE/Appl e sales e f f o r t ,  contact: 

(continued on next page) 
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Fact sheet 
GE-RCA merger 

A1 ma Rodoni , Manager, Deal er/Cl i ent Sys terns Marketing , 
Appl icat ions Marketing Operation (Dial Comm: 8k273-4508, 
QU IK-COMM : ALMA) 

B i l l  Backer, Project Manager, AM0 Comnercialization 
Management (Dial  Comm: gk273-4698, QUIK-COW: B ILB ) 

The merger o f  GE and RCA i s  the t h i r d  la rges t  U.S. corporate 
merger i n  terms o f  the $6.28 b i l l  ion of fered by GE t o  acquire the 
common stock o f  RCA. Bu t  i n  number o f  employees and the var ie ty  
o f  businesses involved, i t  i s  the l a rges t  merger i n  history.  
This f a c t  sheet i s  designed t o  help managers understand and 
fo l low the events tha t  w i l l  lead t o  the actual combination o f  the 
two compan i es . 
I. RCA and GE A c t i v i t i e s  

a On Dec . 11 , 1 985, the GE and RCA Boards o f  Directors, meeting 
s e p m ,  each unanimously approved a merger agreement. 

a On Jan. 13, 1986, RCA sent a proxy statement t o  a l l  share 
o w n Z T U S t  contained important information about the merger 
agreement. RCA also provided share owners w i th  a proxy asking 
them t o  vote on the merger. 

a On February 13, the shareowners o f  RCA met  i n  New York City and 
approved the merger. Because General E l e c t r i c  stock i s  no t  
involved i n  the transaction, GE shareowners are no t  required t o  
vote on the merger. 

I I. Government Reviews 

a I n  December 1985, RCA and GE formal ly n o t i f i e d  the Department 
o f  Just ice o f  t h e i r  agreement t o  merge. The Department o f  
Just ice i s  reviewing the merger f o r  compl iance w i th  U.S. 
a n t i  t r u s t  1 aws. 

a I n  February 1986, RCA and GE w i l l  apply t o  the Federal 
Communications Commission f o r  permission t o  t ransfer  l icenses 
o f  N3C and the RCA comnunications companies from RCA t o  GE. 

a For the next several months, both companies w i l l  be cooperating 
wi th  these and other government agencies t o  answer any 
questions and provide addit ional  information as requested. 

111. Completion o f  Merger Process 

(continued on next page) 
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With stockholder approval and upon completion o f  the government 
agencies ' review o f  the merger, RCA and GE w i l l  f i l e  a 
Cer t i  f i ca te  o f  Merger w i th  the Secretary o f  State o f  Del aware, 
and RCA w i l l  o f f i c i a l l y  become a p a r t  of GE. 

Tax treatment I n  the past, home sale expenses incurred on any employee- 
changes for some generated sales assigned t o  Home u i t y  under General E l e c t r i c ' s  
home sales under Amended Value Program were no repor ed as "wages" on the 
6E program 

+5 
employee's W-2 form, and no Federal income tax a1 lowance was paid. 

E f fec t ive  immediately, t h i s  po l i cy  has been modified t o  
d i  f f e ren t i a te  between empl oyee-generated sal es tha t  occur p r i o r  
t o  Homequi ty appraisals being conducted and those o c c u r r i n m e r  
appraisals. 

When an employee accepts a purchase o f f e r  p r i o r  t o  Homequity 
issuing an appraised value o f f e r  and Homequity closes the sale, 
the sale w i l l  be referred t o  as a "closing only" transaction. 
Reimbursable expenses incurred--incl uding real  estate commission, 
1 egal fees, t i t l e  expense, transfer tax, and miscel 1 aneous 
closing costs--should be reported as compensation on the 
employee's W-2 form, and an appropriate Federal income tax 
allowance w i l l  be paid. 

A1 so, if an empl oyee e l  ects t o  close h i s  or  her own sale, the 
employee w i l l  he reimbursed by the neb component f o r  the real  
estate commission and home sale c los ing costs i n  accordance w i th  
the new component Is  t ransfer  pol i c y  . 
I n  such instances, Federal w i  thhol ding and social secur i ty  taxes 
w i l l  be collected, the reimbursement w i l l  be reported as 
co ensation on the employee's W-2 form, and a t-ederal fncome tax 
k 1  be paid. 

There i s  no change i n  pol i c y  f o r  home sales occurring a f te r  a 
Homequi t y  Appraised Val ue o f f e r  has been issued. A1 1 t rans fer r ing  
empl oyees shoul d continue t o  obtain the Homequi ty appraisal 
before they accept a sales contract on t h e i r  home, i f  feasible.  

Transferr ing empl oyees who have questions on t h i s  subject shoul d 
contact t h e i r  Finance Manager, o r  Dan M i l l e r ,  Comptroller - 
Financial Operations. GEISCO' s Pol i c y  number 2-1 covering 
re1 ocation expenses w i l l  be revised soon. 

m The Corporation f o r  Open Systems (COS), mentioned i n  a previous 

l'lndustF" Br ie f s "  column, has welcomed IBM Corporation. The 
non-pro i t  COS now has 21 members w i th  combined 1985 p r o f i t s  o f  
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more than $1 25 b i l l  ion. The group aims t o  establ i s h  computer 
compat ib i l i ty  standards. 

a According t o  a GTE news re1 ease, 24 U.S. c i t i e s  now have new 
asynchronous d ia l  access t o  the GTE-Tel enet Pub1 i c  Data 
Network. The asynchronous service addit ions means t h a t  personal 
Ei@iEr users can d i a l  Telenet and host systems i n  hundreds of 
c i t i e s  served by Telenet. Permanent synchronous connections 
have been added i n  28 c i t i e s .  

a Investor 's Da i ly  says McDonnell Douglas Corp. reported a 3.38% 
increase i n  1985 f iscaf fourth-quarter income o f  $94.8 m i l  1 ion, 
whil  e the corporation's information systems business 1 o s t  a 
$109.3 m i l l  ion. 

a Electronic Data Systems (EDS ) , reports the Associated Press, 
had a 147% net  income increase i n  the f i s c a l  four th quarter of 
1985, up from $23.2 m i l l i o n  i n  1984 t o  $57.4 m i l l i o n  i n  1985. 

a IBM Corporation i s  repor t ing the a v a i l a b i l i t y  o f  in ternat ional  
networking from more than 50 countries, w i th  extensive use of 
na t iona l ly  owned pub1 i c  data networks ( PDNs) . I n  another 
unrel ated announcement, the g iant  corporation says i t p l  ans t o  
add a three-story , 430,000-square-foot b u i l  ding next to the 
ex is t ing  Gai thersburg, Md. f a c i l  i ty , 1 ocated several m i l  es 
north o f  Rockville. The new bu i ld ing  w i l l  house the National 
Accounts Division, consol i da t i ng  empl oyees from other 
Gal thersburg 1 ocations. IBM employs 14,500 people i n the 
metropoli tan Washington area, making i t  the second la rges t  
p r iva te  employer i n  the area. O f  t ha t  t o ta l ,  3,800 work i n  
Gai thersburg . 

a The world's f i r s t  1 arge-scal e, a1 1 -electronic computer marked a 
f o r t i e t h  anniversary on Feb. 14. The general -purpose ENIAC 
(El ec t r i ca l  Numerical In tegrator  and Computer) used vXEK'K 
tubes, f i l l e d  a 30-by-50-foot room, weighed 30 tons, and could 
do computations 1,000 times fas ter  than anything e l  se t h a t  
existed a t  t ha t  time. While i t  never came close t o  today's 
microprocessor chip, i t  served as an insp i ra t ion  f o r  l a t e r  
machines. To cel ebrate EMIAC 's anniversary, the Computer Museum 
o f  Boston hosted a bir thday party--complete w i th  cake--for 
ENIAC engineers and technicians. 

6E researchers GE sc ien t i s t s  a t  the Corporate Research & Development Center 
devel op software have devel oped sof b a r e  tha t  dramati c a l l  y reduces the time 
for bullding i t  takes t o  b u i l d  "expert systems" -- the special programs 
'expert system ' 
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Mow t o  work 
with people you 
don ' t 1 ike 

%at enable! c~mputws wm.c the reasoning process of human 
aurthoriTiies an a $@ject, 

K n m  ars GiB9-#, the new W safhJ-are will 8naB)e experts i n  
lilagnostf mi- nta.i&mawe, and eaer F$e.ilds to readily f n p t  Wei r  
acctlmul'ated k~m'3 edge and expert ence intO a ~~mptlter~ 

E ' s- "cxpwt system" rese%rch has a1 ready bet& appl led to  
1 ocomtive d fagnos tf cs by 'the TPanspo~Utf ~ r t  Sys@m Ope~ations 
t n  Erie, Pa*, to t~~ubleshaat locomoti ttes a t  railroad repair 
shops, 

I 

Peter Dletr. ma age^ of &'s engineering 4nTonntion system 
branch, p f n t s  wtr Wt this rtw software has several vmfqqe - 

features, incl udircg speeial ized graphic-s such as easy-to-f01 P ow 
dec i s i rn trees and msrl e sp~wdsbee.es. 

Be1 i tt1 ers, BieWt&s, tiryggarr:se These are just+ a few of the 
~ i i & f a e l s g ; f s t %  haw? cdm up wit& P ~ F  t h e  pgople 
nobcaclyr+lfkes %ct m~k WiEk w i t h  everyOne mst a t  SOW 
pafat--wen a t  E Inifamrration Swtces  Go, 

I. Lynn ~f &art of San D b g ~ ,  W h ~ d  P1I.D 1s tn hunan behavior. 
has same a&Qce flor dm1 Sng usT.Eh these people--par%iculrfly In 
cases whew every Sn"tierac+?io,n m u n t s  t8 eanf~mtagqon. Judgfng 
by the popular'ity aF !Idfiehart% semBnw, " H o w  to work w"i people 
ysu don't 1 S k e , @ i t 8 ~ = a  silbje~t -&wt which people are m@r"'fy - 
seeking gai&me, - 

- I 

Tha f P ~ s t  p v t  ~f hls actton plan f s  pwhaps the mast. 
d j  Pffcul t - - c h ( s a w  atti@des. It's important to real ire,  

'R1nehaF-t says, - misf: +mwaal  t't;y corm t c t s  arfglnatxt M a i n  
ial/plg~l ues . 

- 

'hyaythlng you don't Hke sb&t saeihody else i s  an issue lnslde 
;of mu, " he says. 'Mi$ or k e ~  behavior caul d be; a behwia~ you 'ue 
tried ymrsel P, bat i n  a way Wit ~ . o p l  e df dn '2 nrsti$e ft as 
rauch, Or yau've tbugFDlt about behilvlng that way  and- felt- u i t ty  

. . 

B even W n k  ing abou2: it , so $uu proJ=C 3t mlta s6mbw& & gee Dr 
it '$ been peiumhd f nto ysur head &a% peapl e w k  behalvrle 1 lke that  
aw - bad ~ p l e ,  -. 

Them' r a second part to th+s all-important sttitudc-&mgee 

'That i s  believing that diftfcult -~%-rre s&ing to be a t  
peace--they mnt ta get a ' l s ~ s  -k b.a@pv&iated and unbrs-taod 
just l l k e  m.' Rinebart says. U7")3e#"f"e rvo't bad people. 

fcantf nwd on next page) 
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The way they behave i s  j u s t  how they learned t o  1 ive. That's t rue  
of everybody. People j u s t  1 earn t o  1 i v e  cer ta in  ways." 

Adopting t h i s  "posi tive-regard" a t t i  tude--which Rinehart th inks 
improves a1 1 facets o f  1 i fe, not j u s t  on-the-job concerns--isn ' t 
easy, because most people were brought up learn ing the exact 
opposite a t t i tude:  t h a t  someone else i s  t o  blame f o r  the way I 
feel . 
Once over t h i s  a t t i t ude  hurdle, Rinehart says it i s  easy t o  put  
i n t o  pract ice h i s  techniques f o r  improving re lat ionships w i th  
d i f f i c u l t  co-workers: L is ten t o  what they have t o  say t o  you, and 
then acknowled e tha t  you 've heard. He says t o  s t i f l e  the urge t o  

__m% react, t o  e en .yoursel f  against c r i t i c i sm,  o r  t o  dish i t  back. 

"We're used t o  react ing instead o f  1 istening," he says. "And when 
we do, other people get the message tha t  we a ren ' t  1 istening, so 
they say i t  louder. O r  i f  they've ca l led  us names, they c a l l  us 
even more names. And i t  makes things worse." 

Acknowledging t h a t  you 've heard i s  simply that. "I hear you." "I 
understand what you ' r e  saying. " You don 't have t o  say you agree 
w i th  it. 

What can you expect the react ion o f  your co-worker t o  be? 
Probably shock, Rinehart says. Rut i t  depends on how you do it. 
I f  you j u s t  use the l i s t e n i n g  and acknowledging techniques hy 
themselves, t ha t  co-worker might say: "Ohl I get it. You j u s t  
went t o  communications school and now you r e  p u l l i n g  one o f  your 
communication t r i cks . "  Really possessing the posit ive-regard 
a t t i t u d e  t o  back up those techniques i s  v i t a l  t o  your 
c red ib i l  i ty. This combination makes Rinehart 's teaching 
successful . 
Mastering that,  you can probably expect your co-worker t o  be more 
me1 low a f t e r  the shock and i n  fu ture deal ings. Your "I hear you" 
takes the steam out  o f  a confrontation, takes away i t s  very 
purpose. Rinehart says tha t  the purpose o f  a confrontat ion i s  t o  
protect  a po in t  o f  view. And when you don' t  argue the other 's  
po in t  o f  view, he or she has nothing t o  protect  anymore, nothing 
t o  prove. 

Rinehart i s  the f i r s t  t o  admit t h a t  h i s  plan o f  act ion won't work m. 
"No matter what you say t o  them, how you consider them, some 
peo l e  arg so I n t e n t  on making i t  roughllfor themselves t h a t  they 
juse aren t gor ng t o  pay any attent ion, he says. 

(continued on next page) 
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But few people are 1 i ke  that, Rinehart be1 ieves, and the 
posit ive-regard approach improves the odds o f  peaceful and 
productive re lat ionships w i th  the vast major i ty  o f  working 
peopl e--who are j u s t  1 i k e  ourselves. 

Coming up in the Here's a preview o f  key a r t i c l e s  scheduled t o  be published i n  
Irlarch SPECTRIM the upcoming issue o f  Spectrum, which w i l l  be d i s t r i bu ted  the 

f i r s t  week o f  March: 

An o en l e t t e r  t o  President Walt Williams from Senior Vice 
Presi %TT en s ony Craig, Ray Marshall, and Jim McNerney. 

Sales managers meeting i n  Leesburg, Va., reviewed through words 
and pictures. 

RCA stockholders approval o f  merger w i th  General E l e c t r i c  
Company. 

SureNET PC completes beta test.  

Information Systems ' new Information Center. 

SDC evolut ion i n  step w i th  ref ined business strategy. 

Fast Fax, New Documentation sections, and much, much more. 

Talk to Us 

This is your publication and we'd like it to 
be interactive. We welcome contributions, 
suggestions and comments. Please contact 
editor Spence Carter at DIAL COMM 273-4048, 
QUIK-COMM: SPENCE or write Employee 
Communication, GE Information Services Co., 
401 N. Washington St., Rockvills, UD 20850. 
Thanks. 
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News and Information for Manogers at GE Information Services Company 

Vol. 11, No. 5 May 27, 1986 

. . Travel services Several major airlines are making computerized travel reservation 
S U P P O ~  h~ services available to business and vacation travelers via 6E 
M K  I11 Service Information Services Company's WK I11 Service. American 

Air1 ines' EAASY SABRE and TWA's Travel shopper are available to  
a1 1 I@RK 111 users--incl udfng w ~ e r v i c e s  employees-- 
i n  the U.S. and Puerto Rico. 

These computerized reservation services are a re1 ativel y recent 
travel er-oriented innovation that enabl es the travel e r  to use a 
personal computer to  revfew options and make reservations for 
most avail able f l  ights ( i ncl uding seating and meal preference), 
hotels, car rental companies, and even weather information. The 
prospective traveler can make reservations on-1 ine, charge them 
to a major credit card, and have tickets and other paperwork 
routed to a home address, the airport ticket counter for pickup, 
or a travel agent for pickup. 

American Airlines' service provides information on 650 afrlines, 
11,000 hotel s, and 21 car rental companies. Approximately 11,000 

'travel agents are signed up to hold tickets and reservation 
confirmations for EAASY SABRE customers. GE Information Services 
employees wishing t o  access the American Air1 ines service can 
sign on to  any MARK I11 Service catalog and type: /sabreM 
accebt 

TWA's Travel shopper is quite similqr to Eaasy Sabre, w i t h  3 
million U.S. and international airl ine fares l isted and some 
100,000 "to and from" travel options available. As w i t h  Eaasy 
Sabre, the system is menu driven and has an "expert" node for 
experienced users. GE Information Services employees wishing t o  
use this system can sign on to any MARK I11 catalog and type: 
r n A *  
Dun Werner, TMA ' s Account Representative; be1 ieves economics w i l l  
bring users to the on-1 ine travel services. 

"One of the biggest advantages to  the on-1 ine travel services i s  
that you can make money-saving travel decistons--perhags just by 
chan i n  departure time to an hour earlier or  la te r  than 9 9 orig na ly  planned, for example. A travel agent might not have 
that option," Werner says. 

(conttnued on next page) 
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John M i  ksa , American Air1 ines ' Account Representative, reports 
that "the corporations I have worked w i t h  are very positive about 
the load an on-line reservation system w i l l  take off of the 
in-house personnel who make travel arrangements. These companies 
feel that the reservation system w i l l  augment their in-house 
capabil i t ies  and make their peopl e more productive. ' 
Indeed, the long-tern prospects for on-1 ine travel services look 
favorable. For example, USA Tod (Harch 13, 1986) quoted Stevan 
Trooboff , President of M d e r v i c e s  , who projected that 
10-40 percent of frequent travelers mu1 d prefer to make their 
own pl ane reservations. 

MUSS0 makes six During Apr i l ,  Marketing 8 U.S. Sales Operations made six key 
key closes i n  April closes, w i t h  potential MPR ranging from $20-50K when fully 

ramped. They are: 

 ADD^ i cation 

Morgan Guaranty Tracking the issuance of  Comercia1 Paper 
and Certificates of Deposits, as well as 
the p r i n t i n g  and reporting of Notes. 

Eastman Kodak 

Irving Trust Co. Instal 1 ation of Bancor Exchange, rep1 acing 
TeleNet's VAN as their Irving 
mainframe-to-cl ient 1 ink .  

Some 1300 Kodak dealers now comnicate  
through M K  111 Service w i t h  each other 
and back to their  corporate office for the 
exchange of technical and order-entry 
information and general messaging. 

Buypass 

A 

. 

Transport services for t h i s  third-party 
provider of point-of-sale draft capture for 
customers such as major banks, oil 
conpanies, convenience stores; department 
stores, and other retail  outlets. 

Mon tgomry Ward Transmittal of purchase orders to  more than 
1 ;600 suppl iers, using EDIYxpress. I 

DOW Jones Access to forty Dow Jones financial data 
bases for W R K  111 Service users. Provides 
infomtion such as financial data, lWs, 
market activi , and current stock a prlces--pl us Q IK-COMM System integration. 

(con ti nued on - next page) 
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Transport of point-of-sale transactions 
from consumers through a home pay-per-view 
TV service that provides box office movies 
and closed circuit  sports, w i t h  payment by 
VISA and Mastercard. 

Nm group focuses In response to increased demand, a new C l  ient Training 
on client training organization has been created w i t h i n  Edwcational Services. The new 

roup's stated mission is t o  "support GE Information Services 
!ales and ramp activit ies through the development and del ivery of 
customized training and documentation for individual sales 
efforts ." 
The C l  ient Training group i s  prepared to support pre-sal es 
efforts by ccmsu'lting w i t h  the sales force to help identify 
training needs and reconmend training programs, as well as by 
devel opt ng cost estimates and training proposal s. Post-sal es 
activit ies w i l l  include the support of account ramping by 
developing necessary training materials and conducting training 
cl asses. 

The strategy i s  to  decrease the ramp t i m e  and to cater to the 
client by making him feel that the training i s  customized to  
specific client needs (although traintng packages are sometimes 
developed for an individual cl ient, exi sting packages often can 
be used or modified) . 
The C l  tent Training group is presently focusing on su ortin the 
Am) area; w i t h  emphasis on message services (such as -ilhGdZ 
andmQUIK-COMM System) ; dealer systems, and IBM systems (such 
as PROFS and DISOSS). Such support is accomplished through the 
devel opmnt and del ivery of classroom courses ; PC-based CBT 
tutorials, and job aids designed or modified for specific client 
opportunities. A t  this time; the group does not support ED1 
training, which is driven by the unique nature of the - ED1 market 
and is provided by an FBO trainf ng group. 

In a major break from past b i l l  i ng  practices; the sales force I s  
only responsible for direct development costs (reproduction of 

T diskettes, typesettfng, and so on] and for training delivery 
direct costs (trafner T&Ls materials). The field is no longer . 
responsible for the cost o f  developers' and trainers' time; thus 
substantially reducing the fie1 d ' s  f inancial expenses for cl ient 
traintng. In addition, the C l  ient Training group bears a l l  
costs; including T&L, for a trainer t~ accompany the sales rep on 
one pre-sal es cl lent cat 1 . 
The decision for the sales force to absorb such direct costs or 
t o  pass them on to the client is s t r ic t ly  a sales farce call.  If 

- (contfnued on next page) 
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the costs are absorbed, a l l  charges are handled through a direct  
cost center transfer, virtually el iminating paperwork for  the 
sales force. 

"The new C l  ient Training group is not a prof i t  center," 
emphasizes B i l l  DeLeo, Manager, Client Training, "and' we don't 
want the sales force focusing on selling training. I t 's  more 
important that  the company make money on ramping accounts, and 
our group is here to  support that  objective. And, because we're 
driven by the f ie ld  sales organization and its needs, our group 
w i l l  be evaluated on the sales force's satisfaction w i t h  our 
support operations. " 
T h i s  new approach recognizes that  the quality of training can 
have a di rect  ef fect  on the bottom line. In the case o t  oNe 
pi lo t  project, t h e  quality of Gk Information Services training 
apparently was substantially better than the competitor I s  and may 
help clinch an important contract. 

Look for more detai ls  i n  the upcoming issue of SPECTRUM. 

April sales be1 ow April sales totaled $40 m i l l  ion, 5% lower than Op Plan w i t h  
Operating Pl an shortfall  s i n  m s t  businesses. 

o Network Based Services revenue was 2% under Plan. 

- Harketing and U.S. Sales revenue was 7% be1 ow Op Plan, driven 
mainly by lower volume in U.S. Field Sales and GE Accounts. 
Shortfall s ape generally due to selected product delays and 
sl ower ramp of new appl ication cl oses. 

- International sales were 2% above Plan as favorable exchange 
more than offse t  the decl ine i n  volume. 

o GE Consul t i n g  revenue was down 9% from OP Pl  an primarily 
because of 1 ower vol ume. 

o Software International sales dropped 41% be1 ow Plan wi th  
shortfal ls  i n  both domestic and international contract volume. 

Year-to-date, sales are 2% below Operating Plan and 7% lower than 
1 985; excl uding the SCO t rans te r  t o  Corporate. - 

21 6E components 
represented a t  
Rockville me t in s  

On May 15, representatives from 21 GE components and Canadian 
General Electric met a t  the International Training Center i n  

- Rockvil le  to  attend a program describing ED1 services and to  
observe ED1 demonstrations. The program was sponsored by 

(continued on next page) 
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the GE Corporate Receivables Council and hosted by GE Information 
Services Company. 

Designed to inform the components about the advantages of ED1 and 
generate interest  i n  using such services, the Drotaram included 
speakers from GE corporate offices and from GE' ~niormation 
Services. lopics discussed included the SureNet ED1 Payment 
System, implementation of an ED1 system, electronic mail, GE 
Corporate Information Systems plans for  EDI, a case study of an 
ED1 partnership, and overall scope and u t i l  Sty of EDI. 

The following quotations from the meeting provide a feel for the 
messages relayed to the components: 

Walt Williams, President, GE Information Services: Our  conipany's 
Eb1 product can take the s ta te  of technolow and a ~ ~ l i c a t i o n s  
forward, dramatically affecting what we cando w i t h i n  GE. Don't 
have the mindset that  you can do €01 i n  a few years. You can 
have the tools, techniques, techno1 ogy, and mental i t y  that  w i l l  
allow you to  do something dramatically different  and be more 
effective NOW. .. .We're going to engage you i n  a sophisticated 
dialogue and demonstration. We're asking you to  1 isten, absorb, 
challenge, show us where we come up short; and bring us i n  as an 
asset. 

Jack Hanson, Manager, Client Accounting; GE Information 
Services: We're going t o  raise the knowledge about tfl  w i t h i n  GE 
a n d n s t r a t e  t o  you that  we have the technology to  implement 
E D 1  now. 

Watch for  more detai ls  about this important meeting i n  the 
upcoming issue of SPEC1R UM. 

Book t e l l  s about Generally, good health and physical f i tness means greater 
mnagi ng elnpl oyees roductivit . And there's a book out tha t  could be helpful to  
for  health and w managers n promoting the well being of thei r  employees. 
productivity 

"Working We1 1 --Managing for Heal t h  and Performancen is 
co-authored by Marjori'e Blanchard and Mark J. Traser and 
pub1 ished by Simon-& Schuster a t  915.95. ~l anchard's Minute 
Managern husband Kenneth wrote an introduction for  "Working 
Well..." 

The book t e l l  s managers how to encourage good heal th-and-f i tness 
practices and how t o  spot health-related problems that  affect  
performance. ' 
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Switch t o  AMEX 
tentatively set 
f o r  July 1 

The General Electr ic Company has signed an agreement with 
American Express to  provide credi t  cards fo r  business use. GE 
Information- services- i s  tentatively planning to  switch to the 
American Ex~ress card an Julv 1. 

'Glven the popularity and expanded use o f  the AMEX card, GE 
Information Servjces has decided it w i l l  phase out the current 
Diners Club program and replace it with the new AMEX programsn 
says Dan M i l  1 er, Comptroll er, Financial Operations. "Thi s w i l l  be 
a personal credi t  card furnished by the campathy for business use. * 

Under the new program, employees w i l l  be b i l l e d  direct ly by AMEX 
and w i l l  make payment direct ly to  AMEX. Charges w i l l  not be shown 
on eragl oyees ' cash advance statements from Corporate Pool ed 
Services (C?%)-Bridgeport as they have under the current Diners 
C l  ub program. 

Employees w i l l  'receive reinbrrrsement a t  the t i m e  o f  expense 
account submission through sight drafts o r  checks f r o m  CPS. 
Employees are encouraged-to uie credi t  cards whenever possible 
?or business travel , but the Mary1 and Center cashier w i l l  
continue to  provide advances and reinhursements where cash 
transactions are necessary. 

GE Information Services w i l l  pay the cost o f  an AMEX credi t  card 
for  an employee's business use; but the responsibil i ty and 
1 i a b i l  i t y  for  cred i t  card charges w i l l  rest  with the employee. 
AMEX w i l l  o f fe r  to each employee a $25 "be qy guest" restaurant 
cer t i f icate for  a n w  or renewal r n ~  card. 

"As the comaw mkes the transit ion ta  the MEX program, i t i s  
extremely i k o r t a n t  for  earployees to submit expense kcount  
statements fo r  current Dfners charges and t o  reconcile and clean 
tm a l l  older charges with CPS-Bridgeuort we1 1 before the 
tentative swi tch-aver date of  ~uly-1;  " M i  11 er  says. 

Additional inforination and instructions w i l l  be issued t o  
employees i n  June. I n  addition, Policy 2-2 "Travel and Living 
Expenses fo r  Business Purposes* w i l l  be revised t o  ref lect  the 
new program. 

27 Chinese managers Twenty-seven business managers from the People's Republ i c  of 
i n  U.S. f o r  China are on assignments with f i ve  General Electr ic businesses as 
6E trafning program part of  an agreemnt between GE and Chfna's State tconomic 

Comi ssion that establ ished the "China Management Training 
Program. " 

Jack Kirchner, GE's Asia-Pacific Liaison Manager, said GE was 
selected t o  run th i s  program because the Chinese government 

a (continued on next page) 

Pmpdetay informdon --for intenwl use anly 



"be1 ieved we offered a unique cocflbinati on of extensive experience 
i n  managemnt training and diverse, techno1 ogical 1 y advanced 
businesses. ' 
The training is part of a long-term commitment by GE to  assis t  
the Chinese i n  increasing management and technical sk i l l s  and 
production efficiency. Last year, GE sold China more than $300 
m i l l  ion worth of a ircraf t  engines, gas and steam turbines, 
diesel-electric locomotives, medical system equipment, industrial . - 
control s , and computer-aided design systems. 

The five GE busfnesoes participatlng i n  this program are the 
Automation Controls Ope~ations i n  Charlottesvill e, Va. ; the 
Aircraft Engine Business Group i n  Evendale, Ohio; Calm Conpany 
i n  M i l  pitas, Calif. ; the Turbine Business Operations i n  
Schenectaby , N.Y. ; and the Transportation Systems Business 
Operations i n  Erie; Pa. 

T h i s  training program is being coordinated on a company-wide 
basis by Kirchner and Gene Andrews, Manager of GE's Executive 
Education Programs. "The goal of the program;" Andrem said, "is 
to introduce the participants to  our economlc system and give 
them mnagemnt training and work experience that w i l l  prepare 
them for eas!tfons of increasing responsibil i t y  when they return 
to China. 

Kirehner explained #at " i n  addition to  providing the Chinese 
w i t h  a working knowledge of how we manage, these five GE 
businesses also  ill be exposing them to  coonunity activities, 
local sights, and other events that w i l l  give them an idea of how 
Americans 1 ive.' 

The Chinese managers as a group began the program i n  Apr i l  by 
studying economic and business' management principl es a t  6~ 's- 
hnaaement Dewlo~ment Institute i n  Crotonvil le. N.Y. Nhil  e 
-there, they visited a shopping center, a car dealership, and an 
auto plant to  see firstharid how a marketdriven econonly works. 

In May they separated, ,and each student began a three-month 
assignment a t  one of the five GE locations. Folrowfng these 
assignments, Wey w i l l  return to Crotonville for a week-long 
"wrap-up" of their  experiences. Their comnents, as we1 1 as those 
of the coordinators a t  each business location; will be used t o  
"fine-tuise" the China Management Training Program for next year. 

June 30 dead1 ine *To be sure of receiving mnt  for 1985 expenses covered under 
for subsltting 1985 GE ' s Comprshensfve Medica xpense Insurance and the Dental 
insurance c la im 

YT 
Assistance Plan, claims must be submitted by June 30," warns 

(continued on next page) 
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Barbara N u t t ,  Practices Special ist, Employee Relations. 

"The June 30 dead1 ine gives everyone plenty of time t o  f i l e  
claims for the 1985 expenses," she says. "We can make sure of 
receiving our benefits by not being la te  i n  filing." 

Referral program The second Employee Referral Program Travel Bonus Award w i l l  be 
travel drawing presented i n  July, so employees s t i l l  have t i m e  to qualify. 
c d n g  up soon 

Those employees who make referrals that result i n  a hire by GE 
Information Services Company are eligible for the $2500 travel 
bonus drawing, which is held each quarter. 

Alan Harper of Client Services was the first winner i n  the 
ro ram. He was among 18 employees el ig ib l  e for the f i rst-quarter eft spec a award. A1 though his travel plans are not yet final ized, 

he 1 i s t s  S t .  Thomas, Tennessee, Hawai i , and Panama a1 1 as 
possibil i t ies .  

Report on 6E's 
Annual Meeting 
of share owners 

General Electric's shareowners, meeting i n  Kansas City, Mo. 
i n  Apr i l ;  received an upbeat report on company operations from 
Chairman Jack Welch and a cautiously optimistic look a t  the 
future of American competitiveness. 

Comnenting on the excitement surrounding the pending merger w i t h  
RCA, Welch said: " I t ' s  rlmportant that we not allow the merger to  
eclipse the major achievements your conpany and its people have 
made to bring us to  t h e  pofnt where advances such as this  
acquisition are possfbleiH 

Among the achievements cited were: 

o A 7% average annual growth rate In core manufacturing 
businesses during the past five years due i n  large measure to an 
investment during the period of -mre than $2 b i l l  ion. 

o In technology businesses, victories i n  the great j e t  engine 
war, an increasing role for Aerospace i n  the Strategic Defense 
Initiative; growing use of GE plastics i n  automobile 
manufacturing, a leading position established for Medical i n  
magnetic resonance, and the breakthrough i n t o  prof i tabil i ty  of 
Factory Au tom tion. 

o In services businesses, a 16% annual growth rate over the past 
five ears -- fueled mainly by GE Financial Services, which is 
now t i e  largest single source of GE earnings. 

(continued on next page) 
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"Our strategy has been clear," Welch said. "Invest i n  al l  three 
circles of the company where we can maintain 1 eadership, b u t  
drlve'the business mix i n  the direction of higher-growth services 
and techno1 ogy ." We1 ch stated that i n  1 980 core lmnufacturing 
represented ha1 f of GE's  earnings; i n  1985 i t  was 30% 
manufacturing w i t h  70% services and technology; and w i t h  RCA the 
mix w i l l  be 20% core and 80% services and technology. 

'The efforts and entrepreneurship of our empl oyees, " We1 ch 
pointed out, "has brought about t h i s  sh i f t  i n  the mix and the 
growth that has accompanied it. Our earni ngs have grown 10% a 
year compounded ... and we have outperformed every conceivable 
group of peers. " 

Looking ahead to the pending merger, Welch said the RCA 
acquisition f i t s  into an overall stratesic rationale that 
dictates that, for a company to be strong internationally, i t  
must be strong a t  home. 'RCA," he said, *with i t s  strong array 
of domestic businesses -- defense, services, and the NBC network -- w i l l  provide GE w i t h  a strong domestic earnings base to fuel 
many of our businesses that must w i n  i n  the global marketplace." 

Welch noted that the abil i ty  for American business i n  general to 
compete i n  world markets has been enhanced recently by the 
do1 1 a r  's decl ine against other currencies and the increased 
emphasis by Congress and the Administration on a world econow 
when d i  scussing tax, anti trust, and trade matters. 

We1 ch spoke optimi stical 1 y regard1 ng President Reagan ' s recent 
statement that no competitive playing  field can be truly level 
unless i t ' s  a level international 1 i n  field, and i n  his 
conclusion to share owners said: 'I?th;t vision . . . i s  used as 
a screen to evaluate each proposal, each tax, each piece of 
legislation, the result w i l l  be an America competitive once 
a ain. If we can make the various tax b i l l  + s now i n  formulation 
con orm to the concept o f  a level international playing field . . . 
great opgortunities l i e  ahead of us -- not just for GE, b u t  for 
America. 

After the report on operations, the matters presented to 
shareowners i n  the company's proxy statement were discussed and 
voted upon. 

With  approximately 83% of total shares eligible to vote cast 
either by proxy or by ballot a t  the meeting; a l l  16 incumbent 
members of the Board of Directors were elected; Peat, Marwick, 
Mitchell & Co. were reappointed as the company's certified pub1 ic  
accountants; and the nine shareowner proposal s were defeated. 
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High Performance For the past six months, the Management Training Program, headed 
Manager#nt program by Janet Oates and now by Betty Schroeder, has been offering a 
provides new too1 new management tool : The High Performance Management Course. 

T h i s  course was developed i n  response t o  the GE Information 
Services Empl~yee Praetfces Survey (El%), which indicated a 
nuder of areas of concern f n  management practices and 
co~slunications . Cornpany staff made recoiamendations across a1 1 
operations to provide training to  improve these practices. 

In conjunction wi th  the survey, Management Training conducted a 
company-wide training needs analysis a t  a l l  levels to identify 
the specific training needs of managers. 
train!ng needs identified by the EPS r e s u l : ! e a m t  
"Tain~ng are reflected i n  this program. 

High Performance Management (HPM) w i l l  assist  the manager i n  
establ i sh ing  a goal -oriented, performance-based system to he1 p 
improve effectiveness and productivity. The purpose of this  
program i s  to review ski l l s  cri t ical  to  the manager's success, 
i ncl udi ng : 

o Clarifying objectives and work plans 
o Negotiating those plans to b u i l d  comitment 
o Providing feedback on performance 

The W P M  model takes the mianager anld his or her team through the 
following cycle: 

1 . Mission S I a t a ~ ~ e ~ t  
2. Key Result Amas 
3. Performance ObjectQve 
4. Action Plans 
5. Negotiation 
6. Perf omnce  Feedback 

The course incorporates nu1 timedia and case studies, as well as 
role practice exercises. I t  is given for managers and their 
direct reDorts and lasts  one day. The idea of using t h i s  course 
as a tool' for managing and for team-building has be& catching on 
a t  GE Information Services, w i t h  over 15 managers and their 
groups successfully cowl e t i ng  the course. The schedul ing is 
done a t  the groups' convenience. For further details; call Betty 
Schroeder a t  X439l 

i 6€ news briefs o SYRACUSE -- The W.S. Air Force Systems Command's Rome (N.Y.) 
Air Development Center has awarded a two-year research contract 

(continued on next page) 
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coming up 
i n  Spectrum 

to General Electric t o  produce a space-based radar technology 
demonstration modul e. 

The work w i l l  be done a t  GE's Electronics Laboratory i n  Syracuse 
and w i l l  involve design and manufacture of low-power-consumption 
circuits, development of techniques for low-cost chip/mdul e 
integration, and development of a low-cost module for t e s t i n g  
method01 ogy. A small nunrber of L-band transmi t-receive modul es 
w i l l  be produced as a demonstration vehicle using gall i u m  
arsenide monolithic microwave integrated circuit  technology. 

o SAN DIE60 -- Action Instruments, a San Diego company, has 
agreed to  manufacture a specialty computer to  be marketed by 
General Electric for factory automation use. 

The new computer, Cimstar I, is described by Action as a 
"ruggedized industrial control 1 ern of robots; industrial 
processes, and machine twl s for use i n  manufacturing i t em 
ranging from tennis balls to toasters. 

Capable of operating under atmospheric conditions that can 
cripple most computers; the system does its own diagnosis, 
running through its e l e m t s  and reporting on conditions. A 
supervisor w i t h  a keyboawl can access Ule Cimstar for a report on 
activfties the computer is conducting. 

The next issue of SPECTRUM, which wfll be distributed the f i r s t  
week of June, w i l l  feature art icles on: 

o The Technology Operations conversion from Honeywell DPS 8/70 
to  DPS 90 mainframes a t  the Supercenters i n  Brook Park and 
Amstel veen . 
o The company's marketing message that Walt Will lams, Jim 
MeNerney; and Ray Marshall have been conveying to the press. I 
o The 6EH container tracking contract; a big international win 
for GE Infomtion Services. 

o The new cl ient training organization and its role i n  
supporting fie1 d sales activities. 

o The Logistics crews that keep GE Information Services 
functioning smoothly. l 
o The behind-the-scenes effort that brought Rockville its new 
phone system. 

-- . - 
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Justice Dept. 
approves mrger 
o f  6E4CA 

12 

o Updates on ED1 and NPIP. 

o And much more of great interest. Look for it! 

The proposed merger between GE and RCA qassed another milestone 
May 21 when the W.S. Justice Department s anti trust  division 
announced i t  w i l l  not block the transaction. 

After a detailed analysis of a l l  the markets i n  which the two 
companies compete, Justice officials decided the proposed merger 
presented a problem i n  only one relatively small l ine of business -- the production and sale of vidicon Ubes. G t  has agreed to  
divest i t s  interest i n  that market w i t h i n  a short time period. 

Vidicon tubes are electronic tubes used i n  television cameras. 
They are one of the product lines manufactured by GE's Microwave 
Products Department i n  Owensboro, Ky. Fewer than 100 General 
Electric employees are involved i n  their production. 

The Justice Department said this divestiture would remove al l  
antitrust obstacles to the merger. 

The GE/RCA merger still requires approval by the Federal 
Communications Conmission for the transter of broadcast and 
comnunication licenses. 

Talk to We 

T h i s  is your publication and we'd l i k e  it t o  
be interactive. W e  welcome contributions, 
suggestions and comments. Please contact 
editor Spence Carter a t  DIAL COMW 273-4048, 
Q U I K - C ~ M :  SPENCE or write mployee 
Comunication, GE Information Services Co., 
401 N. Washington St., Rockville, MD 20850. 
Thanks. 

INFORMATION 
SERVICES 
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News and Information for Managers at GE Information Services Company 

Window o f  
opportuni ty 
for MRtK+#ET 
3270 SMABDLC 

Vol. 11, No. 6 June 20, 1 s  

On March 18, General E l  ec t r i c  Information Services Company 
announced the comercia1 avai l  ab i l  i t y  o f  3270 SNAISDLC 
service. This new service allows c l ien ts  using 3270 devices 
d ia l  access i n  over 200 locations i n  the United States and Canada; 
leased l i n e  access i s  available i n  62 locations. 

'The functional i t y  and depl oymnt o f  t h i s  service have p s i  ti oned 
6E as the leading value added network (VAN) provider o f  
IBM-compati b le  colnaunications services, " says L i n  Bower, Manager, 
Network Services Marketing. 

rv ice  now enjoys a substantial advantage 
olier the VAN competi t i on  i n  t h i s  arena. The other major plqyer 
with a comparable o f fer ing i s  IBM's Information Network, which i s  
reported t o  have leased l i n e  connections t o  18 lnajor c i t i e s  and 
100 d ia l  access points. Other competitors o f f e r  3270 SNA/SDLC 
service on a l im i ted  dedicated por t  basis o r  are j u s t  beginning 
to deploy 3270 d ia l  technology i n to  t he i r  networks. 

Bower also points out that  the primary competition f o r  MK+NET 
3270 service i s  usually an in-house pr ivate network, composed of 
e i ther  leased or  MATS l i nes  supplied by the telephone company. 

Network management capab $1 i ty 
An in-house network can be more cost effect ive than a VAN 

approach, part icul  a r l y  i n  si tuat ions where 1 ocations can be 
%ti1 ti -dropped ' from the same 1 eased 1 ine, " Bower says. "However, 
t h i s  approach requires tha t  the prospect perform the i r  own 
network management - a task that  many companies prefer not t o  
undertake. ' 
A recent example o f  t h i s  a t t i tude i s  a S90K MPR order from 
American Motors (reported i n  the Apr i l  issue o f  %R). 

'The opportunity to o f f e r  prospects MKJrESET 3270 SNAISDLC 
Service can help d i f fe rent ja te  GE froin the conpetition," Bower 
says. "We have a window o f  opportunity here that  won 't l a s t  
forever, and shoul dn 't be over1 aoked i n  our current sales 
strategy . " 

(contributor: A r t  Heal d; Sales Integration) 
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May sales equal May sales increased to $41 .3, on estimate and 1 % be1 ow Op Pl an, 
to estimate bu t  as volume underruns were largely offset by favorable exchange and 
be1 ow OP pl an a strong performance i n  Software International. 

o Network Based Services revenue was 2% below Plan. 

Marketing and U.S. Sales revenue was down 9% from Op Plan due 
primarily to lower volume i n  U.S. Field Sales. Revenue 
continues to be impacted by selected product delays and slower 
ramp of new appl icati on cl oses . 
International sales were 8% higher than Plan w i t h  favorable 
exchange more than offsetting the underrun i n  volume. 

o GE Consulting Services revenue was 14% lower than Op Plan 
drlven by lower volume and selling prices. 

o Software International sales exceeded Plan by 24% due to 
higher maintenance revenue ( incl udi ng catch-up of Apri 1 
shortfall ) and additional international contract vol ume. 

Year-to-date sales are 2% lower than Op Plan and 6% below las t  
year, excluding the SCO transfer to  GE corporate. 

(contributor: B i 11 Kerr, Manager of Operations Analysis) 

Uanaging the 
Brook Park 
Supercenter 

There's a plaque i n  Ziggy Quastler's office a t  the Brook Park 
(Ohto) Supercenter that says: 

"When I do something r l g h t ,  no one remembers. When I do something 
wrong, no one forgets." 

Quastler, who became Manager of the Supercenter center i n  August 
1985, wants the 121 people who support the domestic hub of MARK 
I11 Service i n  this Cleveland suburb to be remeMered for their 
efforts. 

"Most of the time our people are invisible to the business," 
Quastler says. "We're kind of 1 ike the folks i n  the engine room. 
Our ' b i t  factory' i s  not the most glamorous part of the business, 
b u t  i t  i s  cri t ical  to  the business." 

MARK I11 VP & GM Bob Hench says Quastler Is making a big 
difference a t  Brook Park. 

"Since Ziggy 's arrival i n  Brook Park, he has started a real 
revival of the GE Information Services' spirit of comnitment to  

(continued on next page) 
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the customer and t o  qua1 ity," says Hench. HThe people are 
c lear ly  responding t o  h i s  sense o f  d i rect ion and change. " 

Quastler i s  making a difference through a c lear ly  defined 
strategy . 
Four Legs o f  the Table 
To enhance product iv i ty i n  Brook Park. he has embarked on a 
program that  he r e f e r s  t o  as the "four legs o f  the table." 

Leg one i s  t o  promote empl oyee feel  i ngs o f  sel f-worth and 
espri t-de-corps by dressing up the f a c i l  ity--and the peopl e. The 
f a c i l i t y  i s  being brightened up wi th  paint, a new employee 
cafeter ia (with windows that  weren't there before), and other 
amenities such as "quiet havens" i n  the noisy operations areas. 
He's a1 so ins t i tu ted  a dress code. 

"If you look sharp and feel sharp, you're going t o  be sharp," he 
says. 

Leg two i s  improving commrnication. Quarterly a1 1 -empl oyee 
meetings have been inst i tu ted.  Posit ion guides are being revised 
and work rules are being communicated so people w i l l  bet ter  
understand what's expected o f  them. 

"If people don't know what the rules are and they get zapped, 
they get she1 1 -shocked," Quastl er  says. 

The t h i r d  appendage t o  Quastler 's table i s  giving employees the 
tools they need t o  work a t  maximum efficiency. Documentation 
updates are underway and PCs are being deployed where they can be 
applied f n  a productive way--such as providing a multi-session 
capabil i t y  f o r  the operators t o  rep1 ace exist ing Terminets. 

Final ly,  an in-house t ra in ing program i s  being 
instituted--something Quastler says has been sorely lacking i n  
the past. 

S t r e a d  ined Management 
under1 aying the new approach a t  Brook Park i s  a stream1 i ned 
management structure that  gets managers--especial l y  Quastl er  
himself-- closer t o  the day-to-day running o f  the operation. One 
report ing layer  was eliminated and two previous 
organizations--support services and operations--were combined t o  
give s h i f t  managers complete control o f  a l l  a c t i v i  t i e s  on the 
f l oor. A1 so, three new operations supervisors posit ions were 
established t o  give employees closer direction, t o  in terpre t  
rules and policies, and provide training. 

(continued on next page) 
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"What we have now is s h i f t  managers who can focus on running the 
overall operation, while the new operattons supervisors can give 
close attentfon to  the work of our employees, " Quastl e r  says. 

"We have a fac i l i ty  that  we can proudly show .to c l ients  and to  
the press. We have employees who are feeling better about the 
work they do and thei r  work environment. I t h l n k  the changes 
we're making here are working." 

Contracts newly Editor's Mote: Usually i n  t h i s  column we report recent significant 
won i n  Network w i n s  i n  Marketing & U.S. Sales Operation. This mnth, we are 
Based Sewiccs high1 i ghttng two International wins (See the "Good Newsn col urn 

i n  the upcoming July issue of SPEClRUH for  the MUSS0 wins). In 
future issues of MGR, we ni l  1 endeavor t o  include both ISSO and 
MESO contracts recently s i gned . 
C l  Sent Appl ication 

Chase Manhattan Bank Asia C l  ient  w i l l  use Trade*Express i n  
Hong Kong, Singapore, Australia, 
Korea, 3 apan and Taiwan 

FIEG This  I ta l  ian pub1 isher w i l l  use 
MllRK I11 Service t o  conanrnicate 
w i t h  distributors throughout I ta ly  

GE 's investAoents 'GE is now largely a high-technology manufacturing and services 
reflect commitment ~ompany,~' said l a r ry  Bossfdy, GE Vice Chairman, addressing the 
to staycompettttve ClevelandChapter of theElfunSociety recently. However, 
Bossidy sws despite the strategic redirection toward high technology and 

services, Bossi dy emphasized that  GE made record investments 
during the past f tve  years i n  core manufacturing because 
substantive cash flow i s  expected from these important businesses 
i n  the years ahead. 

Referring t o  the RCA merger and the Kidder, Peabody acquisition, 
he said, "We now have a powerful array of businesses w i t h  
long-term prospects for  growth in  sales and income." Bossidy 
pointed out that  business portfolio additions and deletions since 
1981 re f lec t  the company's commitment to adapt t o  a changing 
environment and, i n  so doing, become more competitive. 

m a t  i n  todav's business world i t  is Important to  be 
"big," poi nting out t b a f  maw of General Electric's' competitors 
are enormous. "Siemens does $1 6 b i l l  ion a year i n  sales,' he 

(continued on next page) 
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said. "Hitachi does $18.5 b i l l i on ,  and Phi l  ips  almost $18 
b i l l i on ,  Our size gives us the resources and the cal iber  o f  
people t o  compete i n  t h i s  size game." 

Bossidy i l l u s t ra ted  h i s  point  by c i t i n g  GE's turbine business, 
"This i s  one o f  the 01 dest businesses fn  the company,* he said. 
"Now i t ' s  i n  i t s  worst slump. But we know that  the turbine 
market w i l l  r e t m  i n  the 1 990s or sooner. I t ' s  precisely our 
f inancial  strength . . . our bigness . . . that  w i l l  permit us t o  
stay the course, keep our technology fresh and our factor ies open 
during the lean years. Small companies, entrepreneurial o r  not, 
simply cannot do that." 

D i  Pf erences , shared goal s 
Bossidy pointed out that  while each individual business wi th in GE 
may d i f f e r  i n  some respects, "it i s  important that  every business 
share a passion f o r  cusWmr sat isfact ian as a prime guarantor o f  
employment . . . and the u l  t i m t e  source o f  a l l  wages and work. 

"It i s  not necessary f o r  each business t o  adopt a uniform 
management staff, chain o f  colllraand, or  organizational structure," 
he continued. *I$ i s  important that  candor and openness be 
perceived everywhere as a GE characteristic. 

"It i s  not important t ha t  any conmon structure govern the 
day-to-day operation o f  our business, wi th one indispensable 
exception ... honesty when dealing with the government and when 
deal ing  with each other." 

I n  closing, he stated, "We're convfnced that  we have the 
businesses, the resources, the people, and the v is ion t o  make 
t h i s  company what we a1 1 know it can be . . . the most competitive 
enterpri  se on earth. 

Top rnrgcrt prefer Not only may smoking be hazardous t o  your health, i t may also be 
nun-sllldters 15 t o  1 hazardous t o  your wealth, says INDUSTRY WEEK. A recent survey 

sponsored by Robert Hal f International Inc., New York; reveals 
that  non-smokers are much more 1 i kely than t he i r  puffing 
colleagues t o  have the best jobs i n  a company. 

"Compared wi th top executives, the smking ra te  i s  71% hjfher 
amng s ta f f  personnel and 36% higher f o r  middle managers, says 
Robe~ t  Half, the f 1 m ' s  president. "There appears t o  be some 
corret at ion between smoking and job success. I 

6 &evious Rober Half urvey revealed that  when asked t o  choose 1 f e @en two equa l y  qua i f i e d  job candidates, a non-smoker and a 

(continued on next page) 
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smoker, top h i r i n g  decision-makers chose the non-smoker by a 
r a t i o  o f  15 t o  1. 

I n  terms o f  the effects o f  smoking on health, s t a t i s t i c a l  
evidence indicates tha t  smoking has a s i g n i f i c a n t  impact on l i f e  
expectancy. The 1 evel o f  e f f e c t  i s  cal  cul  ated by "pack-years. " 
For example, if you have smoked two packs a day f o r  f i v e  years, 
you are a ten pack-year smoker. And f o r  each pack-year t h a t  you 
smoke, you decrease your 1 i f e  expectancy by about one month. 

An in te res t ing  twis t ,  however, i s  the f ind ing  of a government 
task force studying the 1 i f e  spans of people i n  the U.S. labor 
force: "More so than any measure o f  physical health, the number 
one predic tor  o f  longevi ty i n  t h i s  country i s  work satisfaction." 

Industry B r i e f s  o Western Union has announced plans t o  l i n k  terminals f o r  
IdaBanco, a company tha t  provides c r e d i t  card transaction service 
f o r  35,000 merchants i n  50 states and the Caribbean. It claims t o  
be the la rges t  processor o f  credi t-card transactions i n  the U. S. 
The 7,000 c r e d i t  author izat ion terminal s i ns ta l  1 ed by merchants 
f o r  whom NaBanco processes credi t-card sales s l  ips  w i l l  be 1 inked 
by Western Union's packet-transport network t o  host computers i n  
F lo r ida  and New York. Protocol conversion w i l l  be developed t o  
NaBancols specs by Western Union. 

o GTE Telenet and Sweden's E lek t r i sk  Bureau, a d i s t r i b u t o r  o f  
Tel enet products i n  Sweden, have been awarded j o i n t  contracts t o  
b u i l d  a national e lect ronic  messaging system i n  Sweden. The 
system w i l l  be based on GTE Telenet's Telemail Message Hand1 ing  
System (MHS). The service w i l l  a lso ac t  as a clearinghouse f o r  
other forms o f  e lect ronic  messages, such as Telex; coming i n  and 
out  o f  the country. 

(contr ibutor:  Bruce Chatterly; Marketing In tegrat ion Projects) 

E f fec t ive  corn. The Management Training Program i s  announcing a new course f o r  
t ra in fng  of fered employees, E f fec t ive  Communication Ski1 1 s. This course w i t  1 be 

of fered in :  

Rockv i l l  e 
Rockvi l le  
C l  evel and 
C1 evel and 
Los Angeles 

This course's develo ment i s  a d i r e c t  r e s u l t  o f  a need analysis C done by the Program anager of Management Training, B e t t  
Schroeder. E f fec t ive  Communication S k i l l s  w i l l  involve T earning 

(continued on next page) 
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conmunication s k i l l s  and using these s k i l l s  f n  r o l e  pract ice 
si tuat ions i n  small groups. Some o f  the s k i l l s  t o  be included i n  
t h i s  course are l i s ten ing  sk i l l s ,  the use o f  questions, and how 
t o  communicate wi th an angry employee. 

The course i s  aimed a t  managers and individual contributors who 
have a great deal of people contact. 

I f  you should have any questions, please c a l l  Bet ty  Schroeder a t  
8*273-43 91 . 

6E, RCA mrger General E lec t r ic  and RCA on June 9 completed the merger whereby 
compl eted ; GE acquired RCA for $6.4 b i l l i o n  i n  cash. The pr ice included 
Integratton $66.50 a share f o r  RCA conrnon stock, $42.50 a share f o r  RCA's 
planning continues $3.65 preference stock, and $40 a share f o r  i t s  $3.50 preferred 

stock. 

Jack Welch, chairman and chief  executive o f f i ce r  o f  General 
Electr ic,  w i l l  be chairman and chief  executive o f f i c e r  o f  the 
combined company which w i l l  have i t s  headquarters i n  Faf r f i e l d ,  
Conn . 
RCA and N3C w i l l  become subsidiaries o f  General Electr ic.  

Robert R. Frederick w i l l  remain president and chief  executive 
o f f i ce r  of RCA. Grant A. Tinker w i l l  remain chairman and chief 
executive o f f i c e r  o f  WC. 

Wr was announced Decenber 11, 1985 when the boards o f  the 
two companies approved a de f in i t i ve  merger agreement. It was 
approved by RCA shareowners February 13. 

The U.S. Just ice Department completed i t s  review May 21, and the 
Federal Communications Comniss ion approved the transfer of the 
lJBC and RCA broadcast and communication licenses June 5. 

As a resu l t  o f  the Just ice Department review, General E lec t r ic  
w i l l  s e l l  by November 30 i t s  vidicon tube business -- one of the 
products manufactured a t  the Microwave Products Department i n  
Owensboro, Ky. Fewer than 100 GE employees are involved i n  tha t  
product 1 i ne . 
The Federal Communl cations Comi ssion approval requires General 
E lec t r ic  t o  se l l  w i th in  18 months f i v e  NBC radio stations i n  New 
York City, Chicago; and Washington, D.C. -- the c i t i e s  i n  which 
NBC also has te lev is ion stations. Under FCC rules, a new owner 
cannot own televfslon and radto stations i n  the same markets. 

(continued on next page) 
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I n  approving the transfer, the FCC waived the one-to-a-market 
ru le  (Section 73.3555) conditioned upon GE divesting i t se l f  of 
radio stations WIJBCIAM) and 1JYNY(FBl), New York City; WMAQ(AM) and 
WKOX(FPl), Chicago; and WKYS(FM) , Washington, D.C., within 18 
months. Because RCA, through EBC, control s these stations and 
col 1 ocated tel evl sions , they cannot be transferred t o  a sing1 e 
entity, and, therefore must be divested- 

RCA w i l l  become a wholly-owned subsidiary o f  GE. RCA's officers 
and directors and who1 1 y-owned subsidiaries w i  1 T remaf n under 
GE's direction and control. FBC w i l l  remain the 1 icensee of 
WWC-TV, New York City; KWC-TV, Los Angeles; WMQ-TV, Chicago; 
WJIB(FM), Boston; KWBR(AM) and KYUU(FM), San Francisco; WRC-TV, 
Washtngton, D.C. ; and WKYC-TV, Cleveland. W i t h  the acquisitfon on 
ABC's TV stations, GE, which owns KCNC-TV i n  Denver, w i l l  control 
s ix TV stations. 

Orderly transi t lon  
nannfng for the fntegration o f  RCA in to  GE has been going on fo r  
several months now with j o i n t  teams analyzing both the corporate 
s ta f f  functions and the operating components. The integration 
planning w i l l  continue i n  an orderly fashion so that no irrmediate 
dramatic changes w i l l  occur as a r e s ~ l  t of the of f ic ia l  
consumtion of the transaction. 

The merger w i l l  have i t s  f i r s t  inpact on the corporate staff 
functions. The two companies' s ta f f  functfons are being coabined 
with one head f o r  each function. Over the next several months, 
each corporate s ta f f  function w i l l  be sized t o  the lml 
necessary fo r  the engoing needs of  General Electric. 

.* * 
During a transitional period o f  several months, the GE/RCA 

integration teams established I n  March wf3l continue to  operate. 
These previously establ i shed team are: 

o Smicondwctor -- Chaired by Ed Hood (GE) and assisted by 
Roy Pol lack (RCA) 
o Consumer Electronics -- Chaired by Paul Van Orden (GE) 
and Richard Hf 17 er (RCA) 
o Aerospace and Defense -- Ghaired by Hood (GE) and 
assisted by Locri's Tomsetti (6E) and 3ohn Rittenhouse (RCA) 
o Conmunications and Seervices -- Chaired by Larry Bossfdy 
(GE) and assisted by Eugene Murphy (RCA) 

In addition %o the above, the following integration teams are 
a1 so announced : 

o International Operations -- Chaired by Van Orden (GE) and 
assisted by Ed Scanlon (RCA) 

(contfnued on next page) 
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o Licensing and Patent Operations -- Chaired by Van Orden 
(GE) and assisted by Harry Manbeck (GE) , A1 1 an Gordon (RCA) , and 
John Regan (RCA) 

How to get organized "A l o t  of executives figure they should know how to keep 
and stqy that way organized, ' says Sunny Schl enger, president of Schl enger 

Organizational Systems. "They assume that i f  they can't, there 
rwst be something wrong w i t h  them." B u t  i n  fact, many otherwise 
capabl e executives have weak organizational ski1 1 s because no one 
has ever coached them. 

Schl enger , who ' s counseled hundreds of snowed-under managers, 
says there are three classic situations that can make even the 
most successful execut.lves fa1 1 apart. 

o Fast track: Executives who speed forward i n  their  career can 
suffer when their organizational skills don't keep pace wi th  
their promotions. 

o Stress: Executives who are temporarily out of control because 
of situational stress on the job or a t  home frequently complain 
they can't get i t  together, says Schlenger. "They're constantly 
losing or misplacing things, missing deadllnes, and getting 
s i de-tracked , she adds. 

o Transitlon: Executives who oversee departments or u n i t s  that 
are undergoing rapid change or evolution often end u working i n  R confusion or a t  cross-purposes, notes Schlenger. "T ey have no 
idea how to make th ings  move more smoothly," she says. 

No 'Thou Shal ts ' 
Tn all three cases. there are no universal srescr i~t ions.  That's 
another fa1 1 acy--the idea that one executive 's ti&-management 
approach shoul d work for another. "I 've found that i t  ' s often 
the most creative and valued executives i n  a company who rebel 
against s t r i c t  ti=-management approaches," says Schl enger. 

Her message: First, identify your persona1 work style--maybe you 
1 ike some clutter, for example, and work best w i t h  many projects 
going a t  once--then tailor a customized approach that works for 
you. 

Here's an assortment of t i m  busters GE managers complain about 
most. Each i s  followed by an easy method or solution that 
work for you. Don't be afraid t o  experiment, and don't worry if 
t kes a while for the new approach to  stick (If  ou would l ike K burkter help on getting organized, contact Betty Sc roeder, 

(continued on next page) 
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8*273-4391, Program Manager o f  Management Training, about the 
time-management courses offered by GE Information Services). 

Time buster: In te r ru  t ions 
Some executives, ----dh- e er ecause o f  t he i r  personal i ti es or the 
demands o f  t h e i r  job, may need t o  be more accessible than others. 
But t h i s  can present b i g  problems when they're t r y ing  t o  
concentrate or  make headway on a' major project. 

Possible solutions: Keep a l o g  of drop-in v i s i t o r s  f o r  a couple 
o f  weeks. Write down the name o f  each v i s i to r ,  and pinpoint how 
much o f  your time he o r  she takes. You may f ind the 80/20 r u l e  
i n  action: 80 percent o f  your time w i l l  be claimed by 20 percent 
o f  your interrupters. I f  so, try t o  f igure out i f  you can 
minimize unnecessary stop-ins. Idea : Meet them i n  t h e i r  o f f  ice, 
so you can control the t i m e  and length o f  the v i s i t .  

Time buster: Desk c l u t t e r  
We a1 1 know what t h i s  is :  You have t o  move 12 items t o  answer 
the phone, which i s  buried under a mound o f  papers. T t  can get 
so bad that  the l a s t  th ing you want t o  do i n  the morning i s  s i t  
there. 

Possible solutions: Clear everything o f f  your desk. Now, put 
back only the items you absolutely need t o  function. Then add a 
few more things that  you l i k e  t o  have i n  eye shot; the fancy 
1 e t t e r  opener your mother gave you may qua1 i f y  i n  t h i s  
not-essential-but-nice category. 

I f  you s t i l l  feel  buried, think about adding a credenza behind 
your desk; w i th in  reach, f o r  spi l lover  items. Another idea: 
Create two spaces--one f o r  administrative work, the other for 
creative. 

T i  me buster : Uncontrol 1 ed hopping 
You may know the syndrome. This happens when you decide t o  wr i te  
a l e t t e r ;  but  while you're looking fo r  a scratch pad you not ice 
you ' re 1 ow on paper c l  ips. So you forget about the 1 e t t e r  and 
s t a r t  wr i t i ng  a note to  your secretary about o f f i ce  supplies. 
Then you happen t o  notice a *hotu memo tha t  you should have 
responded t o  l a s t  week. So you lu rch f o r  the phone, and the day 
drains away. 

Possible sol utions : When you catch yoursel f "hopping, " i t  ' s time 
t o  take stock o f  your p r io r i t i es .  A r e  the paper c l  ips more 
important than the l e t t e r?  Probably not; so make a note about 
the c l i p s  and go r i g h t  on t o  the one project that 's  a t  the top of 
your hierarchy of p r io r i t i es .  Then force your se l f  t o  s t i ck  with 
it u n t i l  you make some headway or, bet ter  yet, f i n i s h  the task. 
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Time buster: Pa work  
This business +-fi- a out andl ing  each piece o f  paper only once i s  
1 ovely i n  theory, bu t  have you ever come across anybody who 
actual ly does i t ?  

Possible solutions: To cope with the stupefying avalanche o f  
paper that  flows in to  your o f f ice  every day, approach each piece 
o f  paper wi th the question: "How do I plan to use this?" Many 
people get hung up on the "where should I put t h i s  papern issue, 
but tha t  only c o w l  icates matters. To help you answer the "howH 
question, remember that  you basical ly  have only four options. 
You can: 

1. Throw i t  out. 
2. Pass i t  along t o  someone e l  se. 
3. F i l e  it. 
4. Take action on it. 

The important thing i s  t o  make a decision--even if i t  i s n ' t  a 
f i na l  one--each time you touch a piece o f  paper. 

Time buster: Pack-rat syndrome 
I f  you're the type who saves everything tha t  might be handy 
someday, you probably have a l o t  of trouble f inding anything i n  
the th icket  o f  " s tu f f "  i n  your off ice. Sooner or  la ter ,  you ' l l  
get chased out i n t o  the streets by your c lu t te r .  

Possible solutions : Cross-examine yourself  wi th t h i s  battery of 
questions: 

1 . Have I used or referred t o  t h i s  i tem i n  the 1 as t  year? 
2. I s  the information tough t o  get your hands on? 
3. W i l l  t h i s  be expensive t o  replace? 

I f  you answer no t o  a l l  o f  these questions, i t ' s  time your 
wastebasket saw act ive duty. 

(contributor : Betty Schroeder, Mgr., Management Training Program) 

Coming up i n  The next issue o f  SPECTRUM, targeted f o r  d i s t r i bu t ion  the f i r s t  
the July SPECTRW week o f  July, i s  scheduled to have key a r t i c les  on : 

o The MARK I11 Service, includtng the advent o f  the DPS 90s and 
the 3 3 8 0 ~ ~  new products and capabi l i t ies added over the l a s t  
year, and on-site c l i e n t  support. 

o TRADE*EXPRESS, which was formally announced a t  a press 
conference i n  New York C i t y  on June 17. 
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o The new Manager o f  European Operations, Dick Meltzer. 

o The implementation o f  new telephone systems. 

o Appl i ca t ions  Engineerf ng 's new NPIP-based standards and 
procedures. 

o One employee's very pos i t i ve  experience w i th  our health 
insurance car r ie r .  

o The select ion o f  a New York employee and h i s  w i fe  t o  square 
dance i n  the c los ing ceremonies f o r  L iber ty  Day. 

Talk to Us 

This is your publication and wend like it to 
be interactive. We welcome contributions, 
suggestions and comments. Please contact 
editor Spence Carter at DIAL COm 273-4048, 

I 
QUIK-COnM: SPENCE or write Employee 
Comunication, GE Information services CO., 
401 N. Washington St., Rockville, MD 20850. 
Thanks. 

-- - 
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News and Information for Managers at GE Information Services Company 

Vol. 11, No. 7 Aug. 8, 1986 

k n a g i  ng the aer i  t While a compensation planning rate has been established fo r  next 
increase budget year, management 1 s current ly rev; ewing competi ti ve market data 

and considering what the business can afford t o  spend f o r  merit 
increases i n  1987. Undoubtedly, the meri t  budget f o r  1987 w i  11 
be conservative, ref lect ing business conditions. 

Meeting d i f f i c u l t  f inancial goals i n  a business such as ours, 
where people costs exceed a1 1 other costs, makes compensation 
decisions a1 1 the more important. And i n  these turbulent t i m e s ,  
managers should be the most important source o f  information fo r  
employees. You must balance the real i t ies  of the bus! ness 
environment w i  t h  the professional and f i  rtancial expectations o f  
employees . 
A Br ie f  Perspective 
Over the past -few years, merit budgets have declined fo r  most 
industries, including our own. 

I n  the early 19808s, double-dig1 t salary increases were awarded 
i n  response t o  high i n f l a t i on  and a desire t o  remain competitive 
i n the labor market. Since deflat ion began i n  1982, salary 
increases have declined. I n  1986, with i n f l a t i o n  a t  about 3.5 
percent, employees are seeing salary increases a t  ane-half the 
rate of f ive years ago. Modest in f la t ion  i s  expected t o  continue 
i n t o  1987. 

Real Earni nas Increasi nq 
Several years ago, when pay increases were i n  excess o f  10 
percent, employees were actual l y  los i  ng purchasing power, because 
i n f l a t i o n  was r i s i ng  faster than the i r  earnings. For 1986, 
employees who receive an increase greater than the i n f l a t i on  rate 
are experiencing an increase i n  the i r  purchasing power. This 
trend i s  expected t o  continue i n  1987. 

A1 though t h i  s i s  good news, i t can also be a problem when 
employees do not understand t h i  s real i t y  and continue t o  remember 
the increases they received i n  the early 1980s. Another problem 
facing managers i s  how t o  divide a potent ia l ly  smaller 
meri t-i ncrease budget among the1 r employees. 

(continued on next page) 



Approaches To Manactina Mer i t  Buduets 
To make f a i r ,  performance-related compensation deci sions, 
managers should consi der: 

o Evaluation o f  Performance and Contri but ion - When eval ua t i  ng an 
employee, an open, honest, and object ive approach must be 
used. We must i den t i f y  our top, average, and marginal 
contributors. 

o D i f f e ren t ia t i on  - Outstanding contr ibutors would be expected t o  
receive a larger  share o f  the mer i t  budget, whi l e  marginal 
employees and those penetrated deeply i n t o  t h e i r  salary range 
could expect no salary i ncreases. W i  t h  reduced mer i t  budgets, 
small salary increases should not  signal t o  the person a 
performance problem o r  dimi n i  shed val ue o f  contr ibut ion. 
Clearly, i f we are t o  pay f o r  performance, we must 
d i f f e r e n t i a t e  salary increases among our employees based on 
t h e i r  ind iv idual  contributions. 

o Frequency Between Increases - Another way t o  manage the meri t  
budget i s  t o  s t retch out the time between increases. 
Outstandi ng contr ibutors should receive pay increases more 
frequent ly than average ones. I n  addit ion, as employees 
penetrate more deeply i n t o  t h e i r  salary range, pay increases 
should be given less frequently. 

While compehsation c lea r l y  i s  important i n  an ind iv idua l ' s  
hierarchy o f  needs, an employee expects much more from a manager 
than a performance review and a competitive paycheck. Employees 
want t o  be pa r t  o f  the team, t o  contr ibute t o  the business, and 
t o  know tha t  they are appreciated. As managers, we must remind 
ourselves t o  continue providing posi ti ve feedback t o  employees, 
focusing our t ra in ing  budgets t o  be t te r  develop employees, and 
recognizing employees f o r  t h e i r  e f fo r ts  (even if i t ' s  j u s t  a pat 
on the back), 

When an employee does an outstanding job on a given assignment, 
Management Awards, Nights On The Town, and the l i k e  should be 
considered i n  recognizing such efforts. (However, i n  determining 
who receives a salary increase and the size o f  the increase, t h i s  
one outstanding e f fo r t  should not be the only  contr ibut ion 
considered. Rather, i t  should be considered along wi th the 
ind iv idua l ' s  performance and contr ibut ions on other activities.) 

New Com~ensation C o n c e ~ b  
Increasingly, compani es have been searching f o r  new pay del i very 
systems tha t  can i ncrease product1 v i  ty  by bet te r  rewardi ng and 

(continued on next page) 
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I n  negotiations 
w i  t h  Chrysl e r  
for contract 

motivating employees. We are a1 so exploring new ways t o  pay our 
employees. A p i l o t  bonus plan i n  the MARK I11 Department, the 
Performance Achievement Recognition (PAR) Plan, i s  now underway. 
I n  add! ti on, we have i ntroduced several new compensation 
approaches i n  our ED1 Operations. Thus far,  employee react ion t o  
these programs has been favorable. Next year should see these 
types of programs brought t o  other departments, as well as a 
greater emphasis on goal-sett ing by managers and indiv idual  
contributors. 

I n  developing these pay concepts, e f f o r t s  are being made t o  
assess the competitiveness of our current pay as well as t o  
understand and address employee concerns. The u l t imate goals o f  
our compensation programs are t o  continue t o  pay competit ively 
and t o  t i e  compensation goals more c losely  t o  the performance o f  
the business. This w i  11 enable us t o  a t t rac t ,  re ta in,  and 
motivate the talented people needed f o r  bus1 ness success. 
(Randy Keuch , Manager, Compensation Programs) 

GE Information Services Company i s  cur ren t ly  i n  f i n a l  contract 
negotiations w i th  Chrysler Corporation ( fo l lowing a competitive 
run-off against Western Union) t o  provide e lect ronic  messaging 
between Chrvsler Corporation's headquarters and i t s  some 4500 
U.S. dealers. Chrysler has n o t i f i e d  GE Information Services tha t  
i t has been selected f o r  the project.  

Chrysler employs TBM's Professional Off ice Systems (PROFS) as i t s  
o f f i c e  automation system f o r  a l l  i t s  f a c i l i t i e s  i n  Detro i t .  When 
the electron1 c tnessagi ng pro jec t  i s  imp1 emented, the GE 
Information Services' PROFS QUIK-COMM System interface, which i s  
now i n  Beta ( f ie ld )  testing, w i l l  al low Chrysler's PROFS t o  l i n k  
t o  the QUIK-COMM System for e lect ronic  messaging t o  and from the 
Chrysl er  dealerships . 
One o f  the f i r s t  applications t o  be run over the in te r face would 
be the n o t i f i c a t i o n  t o  Chrysler dealers o f  t h e i r  al lotment and 
del i v e r y  schedule of the Chrysl e r  "CARAVANM m i  nivan. The CARAVAN 
has received an overwhelm1 ng market acceptance, causing an order 
backlog o f  three t o  s i x  months. This backlog has necessitated 
careful dealer a l loca t ion  o f  the popular minivan. 

Chrysler's car and t ruck dealers throughout the U.S. would run  PC 
Mailbox on I B M  PCs f o r  OUIK-COMM System communication wi th some 
600 PROFS users i n  Detro i t .  Because PC Mailbox i s  r e l a t i v e l y  easy 
t o  master, dealers would be trained on I t s  use through a Computer 
Based Training course tha t  runs on PCs. 
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AHO realigned 

"Chrysl er completed a PROFS QUIK-COMM System interface p i  l o t  on 
Apri 1 30," says Kevin 0' Sul 1 ivan, Product Manager, Inter-Si t e  
Links. "Concurrently, they ran a simi l a r  p i  l o t  with Western 
Union." 

When the deal--hi  ch i s descri bed by 0 '  Sul 1 ivan as bei ng "as b i  q 
3s Apan ' - - is  f inalized, i t  w i  11 be due i n  no small measure t o  
the tenacity of the Detroi t  Sales Office and the Chicago SDC 
Off ice and the hard work of the Applications Engineering 
Department PROFS devel opmen t teas. 

"The development team-Jane Easl ey, Upendra Gupta, Greg Cate, 
Kathy Schrei ber, and Chris Sarnley--has done an outstandi ng job ," 
O'Sullivan says. HOf course, were i t  not for the Sales team i n  
Detroi t--Jim Conners, Dave Hal 1, and Debbie Ge~rge--we woul dn' t 
be i n  t h i s  race t o  begin with. 

" In  addition, Ron S t i  ch and Mike McGinn o f  the Oak Brook SDC 
o f f i ce  provided overal l  project coordination during the p i  l o t ,  
and Larry Dmeracki developed a custom foras package t o  sat is fy 
Chrysler's unique needs," O'Sullivan says. 

OISu 1 1 i van says a Rwal 1 thouaht - out. thoroug h" i m ~ l  ementation 
plan i s  ready t o  g ~ .  The development o f  a f u l l y  ramped service 
f o r  Chrysler would occur i n  two phases. Phase one would require a 
leased-line t o  l i n k  Chrysler's PROFS system t o  the QUIK-COMM 
System v ia  the MARK 3000 VM System i n  the Maryland Supercenter. 
Phase two would provide a d i rec t  dial-up capabi l i t y ,  allowing the 
Chrysler PROFS system t o  c a l l  d i r ec t l y  i n t o  QUIK-COW Service v ia 
High Speed Service through the nearest MARK I11 Network port i n  
Detroi t . 
"The PROFS/QUIK-CWH Sys tern interface w i  1 l a1 1 ow Chrysl er  and 
other potent ial  c l ients  t o  run dai l~ production messaainq 

I f  cations from the i r  IBM 3270 comuter terminals already i n 
place," O'Sull ivan says. "Furthermore, our PROFS i nterface has 
been designed t o  look l i k e  another screen i n  the PROFS system. 
Therefore, very li t t l e  t ra in ing on PROFS i s  required t o  
fami 1 i a r i ze  c l ients  with the operation o f  the i nterface, making 
the application easy t o  ramp." 

The Appli cations Marketing Operation (AM01 i n Market1 ng and U.S. 
Sales Operations (M&USSO) has been realigned t o  strengthen 
product management respmsi b i  1 i ty, market development, and 
commercialization ef for ts.  
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"The broad objective i s t o  i ntroduce greater organ1 za t i  onal 
simpllci t y  and consistency w i  t h  the added benefi t o f  eliminating 
organizational dupl i cation ," says M i  ke Chamber1 a i  n, VP&GM, AMO. 

Chamberlain c i tes f i v e  specific ouectivez: 

o To reduce the investment level i n  Payment Services Operation 
(PSO' s ACH ac t i v i  ti es) and t o  comb1 ne Fi nancial Services 
marketing ac t i v i t i es  i n t o  a single organization. 

o To place greater emphasis on product marketing and on 
"product 1 i ne" management. 

o To combine Advert1 s i  ng and Sales Promotion (A&SP) and 
Commercial iza t ion management i nto a s i  ngl e organization. 

o To increase the focus on implementation by integrat ing the 
Documentation subsection i n t o  the Trai n i  ng function. 

o To increase management focus and emphasis on market research 
and development and on product commerci a1 i zation. 

The Payment Servl ces Operation, formerly report i  ng t o  S r  . VP&GM 
Jim McNerney, has been reassigned t o  Chamberlain. This new AM0 
section - i s  known as the Financial Services Operation and i s  
headed by Dave Shepherd, who retains responsi b i  1 i ty for Payment 
Services and assumes responsi b i  1 i ty f o r  Marketl ng , Sales 
Development, and Product Management ac t i v l  ti es associated with 
other Financial Service ve r t i  cal-market interests. 

Karen Pi te lka i s  appointed Manager, Cross Industry Product 
Market! ng . She has product management and market1 ng 
responsi b i  li ty fo r  a1 1 cross-1 ndustry products, including Point 
o f  Sale, Network Services and Off ice Services. She a1 so has 
responsi b i  1 i t y  f o r  Market Development and f o r  Deal er and 
Sal esIMarketi ng Systems efforts. 

Wayne Gowen i s  named Manager, Market Research and 
Commerci a1 i zat i  on. Gowen has responsi b i l l  ty f o r  Market Research 
and Cmpeti ti ve Analysi s, Conmercialization Management, and Press 
Relations. The new section assumes responsi b i t  i t y  f o r  the 
Advert1 sing & Sales Promoti on and Press Re1 a t i  ons work formerly 
done by the Marketing Communications Section (now eliminated) i n  
the Sales and Marketing Services Operation and w i  11 continue t o  
support the ent i re company i n  those areas. 

Ruann Penaoy, VP&GM, Sales & Marketi ng Services Operation, 
retains from the former Marketing Communications Section the 
Documentation Subsection managed by Dex N i l  sson. Documentation 
now reports d i rec t l y  t o  Frank Hart, Manager, Educational Serv i  ces . 
The ro le  Norm McBurney plays for the organization remains 
essentially unchanged, but the t i t l e  o f  h is  sectlon i s  changed 
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from Product Management t o  the Technical Marketing Section t o  
be t te r  r e f l e c t  the mission o f  h i s  organization. 

Del ivery Systems' Integrated Applications Capabi 1 i ti es Marketing 
funct ion w i l l  now repor t  t o  Marv Lewis. 

The Appli cations Management section has been renamed Emerging 
Markets and w i l l  continue t o  focus i t s  a t ten t ion  on the 
development o f  appl icat ions in tegra t ion  technology. 

The Applications Marketing Operation organization through the 
subsection echelon i s  as fol lows: 

M i  chael 0 .  Chamber1 ain, V i  ce President & General Manager, 
Appl i cations Marketi ng Operation 

o Dave Shepherd, Manager, F i  nanci a1 Servi ces Operati on 
Mike Slade, Manager, Payment Services 
A1 ex Pankow, Manager, Marketing & Sales Development 
Pam Druhan, Manager, Product Development 

o Karen Pitelkg, Manager, Cross Industry  Product Marketing 
Donna Val tri , Manager, Poi nt-of-Sal e Marketing 
Chri s Pi ttman , Manager, Network Services Marketi ng 
David Page, Manager, O f f i  ce Servi ces Marketing 
Alma Rodoni , Manager, Marketi ng & Deal er  Sys tems 
(Open), Manager, Market Development 

o Wayne Gowen, Manager, Market Research & Commercialization 
Mar jor ie  Blumenthal, Manager, Market Research & In tegra t ion  
John Dudas, Manager, Commerci a1 i zat ion Management 
Nancy Jami son, Manager, Press Re1 at ions 

o Norm McBurnev, Manager, Technical Marketing 
Ron Smi th, Manager, Messagi ng Techni cal Marketi ng 
Mari lyn Botkin, Manager, POS Technical Marketing 
Marty Reese, Manager, Microcomputer Techni cal Marketi ng 

o (Open), Manager, Emergi ng Markets 
Dan Corenzwi t , Manager, Emergi ng Techno1 ogy Assessment 

o Marv Lewi s, Manager, Del ivery Systems 
Mark Yader, Manager, X. 251Asynch Network Servi ce 
Ph i l  Fabrizio, Manager, MARK 3000 Systems 
Fred Howard, Manager, Program In tegra t ion  
Chuck Crotty, Manager, MARK I11 Systems 
Danny Casco, Manager, Synchronous Network Servi ce 
I n t a  Henderson, Manager, Integrated Applications Capabi l i t ies 

(continued on next page) 
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I Contracts newly 
won i n  NBS 

o Rod Clark, Manager, Pr ic ing  & Alternate Channel Marketing 
Paul Tubach, Manager, Products & Servi ces P r i  c i  ng 
Fe l ix  Dupont, Manager, Multi-Country Pr ic ing  & Contract 

Services 
Dave McIntosh, Manager, A1 ternate Channel Market! ng 

Signi f i  cant contracts recent ly won i n  Network Based Services 
include: 

Client 

Campbell Soup A custom sales c a l l  repor t ing system 
Convention Liaison System f o r  passing convention reservations 

Counci 1 between convention bureaus and major hotel 
chains 

General Motors Contract t o  develop and operate a Treasury 
(Europe) Management System f o r  a Regional Treasury 

Center 1 n Belgium. 

Drug screening As pa r t  o f  a GE-wide program, GE Information Services i s  
t o  be added i n s t i  t u t i n g  a pre-employment drug-screening program tha t  w i  11 be 
t o  pre-employment e f fec t ive  Oct. 1. 
exami natf  on 

The program i s  designed t o  ensure tha t  safety, security, and 
performance 1 n company operations are mai n t a i  ned. 

The tes t ing  w i l l  be done as pa r t  o f  the pre-employment physical 
exami nation. Program detai 1 s w l  1 1 be forthcomi ng . 

GE f o m  Corporate A new corporate s ta f f  component o f  General E lec t r i c  has been 
Infarmation formed by combini ng the GE and RCA corporate i nformation systems 
Techno1 agy uni t and telecommunications organizations, and the appl i cation 

development act! v i  ti es formerly managed by other corporate s t a f f  
components. The new organization, ca l led  Corporate Information 
Technoloa~ (CIT). w i l l  be headed bv GE Vice President Edward J. 
Ski k~ and w i  11 be located i n  Fai rfi e l  d, Conn. 

Report1 ng t o  Ski ko are seven components : Corporate Computer 
Services , Computi ng and Product Technol ogy , Corporate 
Tel ecomuni c a t i  ons , CIT Integrat ion Programs, Customer Servi ce, 
F i  nance and Support Services, and Profess1 onal and Management 
Development. 
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The Corporate Computer Services component, which wi 1 1  be headed 
by Michael A. Cofone from RCA, wi 1 1  be headquartered in Cherry 
Hi 11, N. J., and wi 1 1  assume a1 1 corporate data center and 
appl i cations development responsi bi 1 i ti es. 

Corporate Tel ecommuni cations, under Stan1 ey M. We1 1 and, 
headquartered In Bridgeport, Conn., i s responsible for a1 1 
corporate internal network and telecommunication staff support, 

Ski ko said that over the next several years, act! vi ti es of GE' s 
data center and telecommunication gperation in Schenectadv. N.Y., 
wi 1 1  be phased down as the work i s cons01 i dated i n Cherry Hi 1 l 
and Princeton. The consol idations wi 1 1  take advantage of the 
technology and flexi bi 1 i ty offered by the RCA systems and wi 1 1  be 
more cost efficient, he added. 

New international International Market Development (International Sales and 
distrfbutors signed Services Operations) recently signed new di stri butor agreements 

with companies in the Republic of China. Malavsia. and the 
ublic of Korea. These markets are important to GE Information 

Services , w i  tA Taiwan represent1 ng over $60 bi 1 1 ion in GNP and 
$30 billion 9n export volume, Malaysia $30 blllion in GNP and $12 
billion in export volume, and Korea over $85 billion in GNP and 
$30 bi 1 1 ion in export vol ume. 

Last spring, GE Information Services Company signed a new 
independent dl stri butor, Vanguard Information Center, Inc., in 
The Republ ic of China (Taiwan). Taiwan's current 
telecommunication policy requires use of the Public Data Network, 
PACNET, which connects to GE Information Services' network i n the 
U.S. via International Record Carriers (IRCs) instead of through 
a direct 1 eased-1 i ne connection. 

Therefore, users who access PACNET are in turn routed to GE 
Information Services in the U.S. Vanguard will then group PACNET 
charges with i ts Teleprocessing Servi ces pri ces. Vanguard a1 so 
can offer QUIK-COMM Service, which can be entered in Taiwan via 
the same PACNET access used for other Teleprocessing Services. 

In Ma1 aysi a, the company signed with Form1 s Computer Services_ 
SDN. BHD. Ma1 aysi an tel ecommuni cations pol i cy does no2 rm$irlg$ -': 
GE Information Servl ces from offer1 ng direct netw~rk -6:~naWltms 
via a 1 eased 1 i ne. However, Formi s Computer Services cwrently 
uses the PO# MAYPAC service to connect to GE fpbfomtion Sarwices 
gateway c m u n i  cations computers I n  the US YEW the fkC 
facilities. Users in Malaysia tkeregwer ul l l  sfgn m t# HAYPAC 
separately from Formi s for network co~~ct lom.  
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On June 1, GE Information Services signed i t s  most recent 
d is t r ibutor  agreement with Data Management International , Ltd., 
i n  the Republic o f  Korea. Korean t e l  econvnuni cations pol i cy 
current ly requires DM1 t o  use the Korean Public Data Network 
(DACON-NET) t o  connect w i  t h  GE Information Services ' network v ia 
IRCs, i nstead of a d i rec t  connection v i a  a leased-1 i ne 
connection. Korean users must subscribe t o  the PDN and pay PDN 
charges as well as DM1 charges. A t  t h i s  time, Korean 
t e l  ecomunications won1 t a1 low DM1 t o  o f f e r  QUIK-COMM Service. 
However, the QUIK-COW4 System can be accessed from Korea v ia  
DACOH-NET (on an unsupported basis). 

Each o f  the new independent d ist r ibutors that  signed up with GE 
Information Services i s--or soon w i  11 be--trai n i  ng personnel, 
h i  r i ng  staf f ,  establishing operational plans, and developing 
proficiency with GE Information Services appl i cat1 ons . 

Industry B r l  efs ComwServe In€. has added a guide t o  information and other 
resources avai 1 abl e through the federal government t o  i t s  
CmpuServe Information Servi ce. The new service, Informati on USA, 
can be used t o  shop fo r  free o r  inexpensive i terns available from 
the federal government, t o  locate a government expert, o r  t o  
obtai n pub1 i shed government information. The new of fer1 ng a1 so 
provi des an "E l  ectroni c Answer Man, " who g i  ves i ndiv i  dual i zed 
on1 i ne ass1 stance t o  UmpuServe subscribers. 

C a g u t e r  Sciences C o r ~ .  (CSC) announced that i t  has l inked New 
York and Los Angeles with the French Mini t e l  videotex network v ia 
the company's worldwl de Infonet data comuni cations network. I n  
France, the network serves bus1 ness concerns and consumers with 
some 2,000 videotex services on amre than 1,000 host computers 
through an ins ta l  1 ed base o f  laore than 1.5 m i  1 l i o n  Mini t e l  
terminal s . 
Western Union introduced a new version o f  i t s  Instant Mail 
Manager, c m u n i  cations software that 1 nterfaces with i t s  
Easy1 i nk  E-Mal 1 service. The program integrates word process! ng, 
address 1 is ts ,  fi l e  maintenance, and communications functions on 
one diskette. IHM also now supports the X.PC error-checking 
coffurwrni cat1 ons protocol . 
For answers t o  specific questions on competitive issues, 
QUIK-COMUI: (30MPINFO. Ccontri butor: Bruce Chatterly, Marketing 
Integrat ion Projects) 

Merger-related General E lect r l  c Company has announced merger-re1 ated 
organization organizational changes i nvol v i  ng the consumer e l  ectroni cs and 
changes announced semi conductor bus1 nesses. 

(continued on next page) 
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GE appoi ntmn t s  
announced 

Richard W: M i  1 le r ,  Executive Vice President, Consumer Products 
and Entertainment a t  RCA, has been elected a General Electr ic  Sr .  
VP and w i  11 head the company's Consumer Electronics Business. 
Reporting t o  Hi 1 l e r  i n  h is  new posi t f  on w i  11 be Jacques A. 
Rob1 nson, VP&GM o f  GE' s Consumer Electronics Bus1 ness, and Jack 
K. Sauter, RCA Group VP, Consumer Electronics and Video 
Components. M i l l e r ' s  o f f i c e  w i l l  be located i n  Fa i r f ie ld ,  Conn. 

As announced earl i er, the two businesses are being operated 
Independently. Three outside consul ti ng f i r m s  are studying the 
best way t o  coordinate the ac t i v i  t i es  o f  the RCA and General 
E l  ec t r l  c consumer e l  ectroni cs bust nesses . The studi es are 
expected t o  be completed l a te  i n  the year. 

Semiconductor Business 
Several changes i n  the organization o f  GE and RCA semiconductor 
a c t i v i t y  were also announced. James E. Dykes continues as Vice 
President and General Manager o f  General E l  ec t r l  c' s Semi conductor 
Business. 

The GE-RCA integrat ion team continues t o  study the best way t o  
coordinate the ac t i v i t i es  o f  the General E lect r ic  and RCA 
semi conductor/ sol l d  state businesses. The two businesses w i  11 
operate independently untf 1 the tam's  work i s completed. 

1 
i 

Carl R. Turner, an RCA Division VP&GM, has baen elected a General 
E lect r ic  VP and appointed General Manager o f  the Sol i d  State 
Div i  sion reporting t o  Dykes. Turner continues t o  head RCA's 
Sol i d  State Div i  sion and wf  1 1 assume responsi B i  1 i t y  f o r  certain 
act1 v i  ti es o f  Genera7 Elect r ic '  s Semi conductor Bus1 ness . 

I n  add! t i on  t o  Turner, the current GE Semiconductor Business 
s ta f f  components report t o  Dykes along with S i  l i con  Systems 
Technology Department, Dale W. Roue, General Manager; GE Date1 , 
Nicholas G. Tagari s, President; and RCAISharp Microelectonics, 
Inc . , Jon A. Shroyer , Presi dent and Chai rman . 

1 
1 I 
1 
1 

Reporting t o  Turner are four General Electr ic  components: GE 
I n te rs i l ,  R. Paul Gupta, President; Custom Integrated Ci rcu i t  
Department, Stephen W. Michael , General Manager; Power 
Electronics Semi conductor Department, J. Larry Smart, General 
Manager; and Semi conductor Sal es Department, Stephen L. P l  etcher, 
General Manager. 

(continued on next page) 1 I 

Dr. Roland W. Schmi tt, General Electr ic 's  Senior Vice President 
f o r  corporate research and development, has been named Senior 
Vice President and Chief Scient ist f o r  the company. 
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I n  h i s  new posit ion, Dr. Schmi tt w i  11 be d i rec t i ng  GE's e f f o r t s  
i n  technology issues o f  concern t o  the company as a whole, such 
as technol ogy t rans i  t ion--i  . e. , m v i  ng technol ogy from the 
laboratory t o  the factory and i n t o  the market place. He w i  11 
a lso be responsible f o r  helping t o  i den t i f y ,  motivate, and 
nurture the men and women who represent General E l e c t r i c ' s  future 
technology 1 eadership. 

Dr. Schmi tt, who Qo i  ned General E l e c t r i c  i n  1951, has directed 
the company's Corporate Research and Development Center a t  
Schenectady , N .Y. , s i  nce 1978. 

I n  addl t i o n  t o  h i s  corporate responsi b i  1 i ti es, he i s  Chairman o f  
the National Science Board -- the p o l i c y  making body o f  the 
National Science Foundation -- which assists i n  the formation o f  
nat ional  science pol  i c ies .  He a lso serves en the Counci 1 o f  the 
National Academy o f  Engineering and i s  President o f  the 
Indus t r i  a1 Research I n s t i t u t e .  

r ~ o r a t e  R&D 
Succeeding Dr .  Schmitt as Sr.VP f o r  Corporate Research and 
Development w i l l  be Dr .  Ha l te r  L. Robb, cur ren t ly  S r .  VP & Group 
Executive o f  General E l e c t r i  c '  s Medical Systems Business Group 
headquartered i n  Milwaukee, His. Dr. Rabb joined GE i n  1951, and 
he he1 d a ser i  es o f  increasingly more responsible posi t ions a t  
the Research and Development Center from 1956 t o  1966, when he 
assumed the f i  r s t  o f  several operating ass1 gnments . He has headed 
the company's Medical Systems Business since 1973. 

Succeeding D r .  Robb a t  the Medical Systems Business Group w i  11 be 
John M. Trani . Current ly VP&GM o f  General E l e c t r i c ' s  Mobile 
Conununi cations Busi ness D iv is ion  based a t  Lynchburg, Va., Trani 
jo ined GE i n  1978 and was previously general manager o f  the 
company's Audio Electronics Bus1 ness. 

m 
John D. Opie, cur ren t ly  VP&GM o f  the Construction Equipment 
Business, has been elected S r .  VP & Group Executive f o r  the 
Light1 ng Busi ness. He w i l l  succeed ~ a l  ph' D. Ketchum who has 
announced plans t o  r e t i  r e  on January 1 . 
As p a r t  o f  the l i g h t i n g  business evolut ion t o  a more functional 
form o f  organization structure, two new of f icer  posi t ions  have 
been created. 

Wlllim S. Frago, cur ren t ly  GH of Consumer Marketing & Sales i n  
the L igh t ing  Business, has been named VP for the new Consumer 
Marketing & Sales d iv is ion.  Robert P. Mozgala, cur ren t ly  GM o f  
the Transportation Sys tems wanufacturi ng department, has been 
named VP f o r  the new l i g h t i n g  production d iv is ion .  
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Gary L. Rogers, current ly VPW o f  the Lamp Products d i v i  sion, 
has been appointed VP & GM o f  the Construction Equipment 
Business, headquartered 1 n Pl a1 nvi 1 1 e, Conn. He w i  1 1 succeed Opi e. 

Motor 
David C. Genever-Watl i ng, current ly a VP i n the corporate 
executive o f f i ce  i n  Fair f ie ld,  Conn., has been appointed VPtGM of 
the the company's Motor Business, headquartered i n  Fort Wayne, 
Ind. He w i l l  succeed Van W. W i  11 lams who has announced plans t o  
r e t i  r e  on January 1 . 
The next issue o f  SPECTRUM, planned fo r  d is t r ibut ion i n  
mid August, i s  tentat ively scheduled t o  Include: 

o A report on GENIE. 
o An update on MARS( 3000's 24x7 and sui tching capabi 11 t ies.  
o An interview with Dr .  Yuklo Mizuno, President of C&C 

Internat! onal , the j o i n t  venture between NEC and GE Information 
Servi ces. 

o A report on the h s  t e l  veen Supercentera s ten-year anni versary 
celebration. 

o A primer on security f o r  f i e l d  f a c i l i t i e s .  
o An update on the financi a1 servf ces bus1 ness and the company' s 

decision t o  d i  scontlnue development o f  a national automated 
cl earl nghouse service. 

o A revlew o f  the new Rockvi 1 l e  telephone system and the people 
who made 1 t work. 

Talk t o  us 

This is your publication and wend like it to 
be interactive. We welcome contributions, 
suggestions and comments. Please contact MGR 
editor Spence Carter at DIAL cOMM 273-4048, 
QUIK-COHM: SBENCE or write Employee 
Communication, GB Information services CO., 
401 N. Washington St., Roekville, MD 20850. 
Thanks. 
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