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Memorex introduces new 5V4" 
high-performance disc drives 

Pictured  are  Memorex's  new 10-packs  and two-packs  of  flexible  discs.  Both contain 
the current  excellent  Memorex  products  but  in new packages  aimed  at the 
expanding  consumer  market. 

New flex disc packaging is 
at consumer market 

As the market grows for the personal 
and small business computer, it also 
expands for supplies to support use of 
those computers. Supplies include 
flexible discs — a product Memorex 
has been producing for eight years in 
the Flexible Disc Media Division in 
Santa Clara; for two years in the plant 
in Clondalkin, Ireland; and for three 
years at Teijin-Memorex (TMI), a joint 
venture between Teijin and Memorex 
in Japan. All three plants report to 
Memorex's Media Products Group 
(MPG), headed by Tom Stevens, 
MPG president. 

Until recently, however, Memorex 
flexible discs were available only in 
the "rainbow" box, a 10-pack of discs 
aimed at supplying primarily the small 
business with a frequently-used 
computer. 

With the expanding personal 
computer market, and even with some 
small businesses, many users do not 
require the large amount of storage 
capability available in the 10-pack. 
For those users, retailers previously 
had to tear open a box of 10 to 
remove the one or two discs a 
customer wished to buy. 

According to John Peterson, Retail 
Sales manager for MPG, the rapidly-
growing demand for blank media (that 
is, unprogrammed flexible discs) is 
expected to reach over $1 billion 
annually by 1987. Much of that market 
demand will come from the personal 
and small business computer users 
with a smaller storage requirement. 

To meet that market demand, 
Memorex has recently introduced a 
marketing program for flexible discs 
designed to penetrate the mass-
merchandising market, such as Sears, 
Penneys, and other large retailers 

selling or planning to sell small 
computers. The produce line consists 
of two-packs and ten-packs of the 
most commonly used Memorex 
flexible discs. 

Says Peterson, "Success of this 
retail program will reinforce  the 
quality image of Memorex in the 
world. It's the current excellent 
product and is 100% certified." 

Now being marketed across 
the U.S., the new Memorex two-pack 
sells for under $10. 

Burroughs and 
Memorex combine 
field engineering 
forces in U.S. 
A new Burroughs/Memorex service 
agreement which began April 1, 1983, 
will furnish Memorex with expanded 
marketing opportunities. 

The agreement states that 
Burroughs will provide maintenance 
on Memorex equipment in locations 
where Burroughs has service 
representation and Memorex has 
none. Presently, Burroughs has 659 
service locations nationwide, while 
Memorex CE has only 120, thus the 
agreement provides Memorex with 
full service coverage throughout the 
continental United States. This is 
especially important for the marketing 
of Communications Group products in 
the light of increasing distributed data 
processing. The Memorex customer 
will potentially benefit because of 
lower travel charges. 

continued on page 7 

An exciting new Memorex program, 
which has been in the making for the 
past year, was officially  announced 
via press release on May 9 and shown 
at the annual National Computer 
Conference in Anaheim, CA, on 
May 16. 

The program, internally named 
"Quail," features a very high 
capacity, high performance  5%" 
Winchester disc drive developed by 
Memorex's Small Disc Drive Engineer-
ing (SDDE) organization. 

"Quail is unique," Ray Gould, 
manager of Product Management said, 
"in that it uses the most advanced 
technology — but in a miniature 
size — at a price which appeals to a 
broad market." 

Quail can be used in a variety of 
system applications, including large 
mini-computer business systems and 
professional work stations. Designed 
for systems with 5%" drives, Quail 
can also be adapted to systems with 
larger disc drives by making simple 
hardware changes, for customers 
requiring more storage. 

Quail is designed to support 30, 50, 
or 70 megabytes depending whether 
there are two, three, or four plotters. 
The three models are part of the 
500 Series and are, respectively, the 
512, 513, and 514. 

The drives are expected to be 
available for sale sometime during the 
fourth quarter of this year. 

Turndal takes international post 
In his new post, Turndal is 

responsible for all Memorex Inter-
national operations with the exception 
of Memorex Japan, Ltd., a Memorex 
subsidiary which reports directly to 
Spangle. 

Turndal joined Memorex in 1979 as 
area manager for Scandanavia. In 
April 1980, he was promoted to 
regional vice president for Northern 
Europe, Canada, and Australia, the 
post he held until his recent 
promotion. 

Turndal has 24 years of experience 
in the computer industry, including 
14 years in a series of increasingly 
responsible positions with Sperry 
Univac and Saab-Univac, a joint 
venture of Sperry and Saab. He also 
spent six years with the Mathematical 
Institute of the Technical University 
of Gothenburg, Sweden and, just prior 
to joining Memorex, was Digital 
Equipment Corporation's country 
manager for Sweden. 

He holds a master's degree in 
electronics from the University of 
Gothenburg. 

Lars Turndal has been promoted to 
president of Memorex International, 
reporting to Clancy Spangle, president 
of Memorex. Turndal was also 
appointed a vice president of 
Burroughs Corporation at the same 
time. 

New security measures now in 
place throughout Corporation 
To insure total security of our 
proprietary information, Company 
assets, and employee's personal 
belongings, new security measures 
have been implemented throughout 
Memorex Corporation. 

In a memo he sent to all employees, 
Clancy Spangle, president ot 
Memorex, cited the new measures: 
1. All employees are required to wear 

and display their badges in order to 
gain entrance and to move about 
Memorex facilities. Access to 
facilities will be denied to anyone 
who does not display the Memorex 
identification badge. 

2. All contractors must receive 
appropriate badges prior to 
entering Memorex facilities. 

3. The Security department has been 
instructed to perform random 
searches of all packages, boxes, 
briefcases, and other hand-carried 
items leaving and entering facilities. 

Says Spangle, "A successful security 
program is the responsibility of all of 
us in the Company. We can make it 
work by challenging those individuals 
you see in your area that do not have 
the proper identification. With your 
understanding and assistance, we can 
have a security program that will 
benefit all of us." 

If you have any questions about 
security or anything suspicious to 
report, call Memorex Security at 
(408) 987-2490. 



Youth  Motivation  Task  Force  members,  representing  companies  from  Santa Clara 
Valley,  are  shown at a meeting  held  in a Memorex  conference  room. 

Youth Motivation Task Force 
urges youth to go to college 
by Jeff  Wagner 
An unidentified person once wrote: 
A youth  is a person  who is going  to 
carry  on what  we have started.  They 
will  sit  where  we are  sitting  and, when 
we are  gone, attend  to those things 
we think  are  important.  We  may 
adopt  all  the policies  we please, 
but  how they  will  be carried  out 
depends  on them. They  will  assume 
control  of  our  cities,  states,  and 
nations.  They  are  going  to move in 
and take  over  our  churches,  schools, 
universities,  and corporations.  All  our 
books are  going  to be judged,  praised, 
or  condemned  by  them. The  fate  of 
humanity  is in their  hands. It  might 
be well  to pay  them some attention. 

Now, Memorex employees have an 
opportunity to do just that. Through 
the office  of Equal Employment 
Opportunity, employees can join 
other volunteers representing many 
professions in participating in a 
program designed to encourage high 
school students to stay in school and 
to prepare themselves to be viable 
competitors in the future job market. 

The program, called the Youth 
Motivation Task Force, is administered 
by the IEC (Industry Education 
Council) of Santa Clara County. 
Volunteers visit high schools and talk 
with young people about staying in 
school. These volunteers explain their 
jobs to the students and describe what 
preparation (educational and 
experimental) it takes to hold the job. 
Emphasized are abilities, interests, 
good physical health, motivation, and 

values required to be prepared for jobs 
of the future. 

A very important facet of the 
program is to stress the merits of a 
good education, the importance of the 
basic "3 R's," how education has 
helped the particular volunteer in 
accomplishing his/her tasks, and how 
to improve oneself on an on-going 
basis. 

Within industry, affirmative  action 
managers and EEO managers recruit 
the volunteers from among the 
employee population. Volunteers 
primarily act as role models for the 
high school students and concentrate 
on reaching minority students, 
focusing on those which represent 
the highest unemployment populations 
in the country. 

The program was initially sponsored 
by the National Alliance of Business 
but was taken over by the IEC of 
California in 1980. IEC comprises 
membership from education districts, 
major employers, and chambers of 
commerce throughout the State of 
California. 

Memorex EEO manager, Jim 
Chatman, and Marg Cimafranca, 
senior Human Resources specialist, 
recently hosted a large group of Youth 
Motivation Task Force volunteers from 
various Santa Clara Valley companies 
to e meeting at Memorex. Several 
Memorex employees have volunteered 
and more volunteers are needed. If 
you would like to be a volunteer, 
contact Memorx's EEO office  at 
(408) 987-0217. 

Crosby to speak at Zero Defects 
Day in Westlake Village plant 
Philip Crosby, author of "Quality 
is Free" will be the guest speaker at 
the scheduled "Zero Defects Day" 
July 19, 1983, at the Westlake Village 
Plant. The day will mark the first 
anniversary of the implementation 
of Crosby's "Quality is Free" 
quality improvement program. 

On July 19, all employees will be 
asked to make a commitment to zero 
defects in their work. Following that, 
employees will be participating in 
weekly quality meetings designed to 
solve problems related to doing a 
better job. 

That special day and the follow-up 
meetings are just two aspects of the 
on-going quality program at Westlake. 
The overall purpose of the program is 
to change attitudes through education 
and understanding. 

Originally started in July of 1982, 
the program began with the formation 
of a Quality Improvement Team which 
includes Gary Hodgman, plant 
general manager as Chairman of the 
team, and all of the activity managers 
within the Westlake Plant. Team 
members attend weekly training and 
discussion sessions led by Hodgman. 
Then each activity manager trains 
their respective managers and super-
visors in the quality program 
developed for the plant by Hodgman. 

At this point in the quality improve-
ment program, all administrative and 
service oriented employees have been 
assigned to groups (each group 
consisting of 5 to 30 members) 
designed to identify who its customers 
are and what actions the group can 

take to ensure customer satisfaction. 
Each week the group charts its 
errors, then designs and implements 
corrective actions to prevent 
recurrence of the problems. 

Westlake's quality program includes: 
• quality education and awareness 

based on Crosby's program and 
the concepts of other quality 
experts; 

• documented procedures of job 
responsibilities; 

• career advancement opportuni-
ties; and 

• programs designed to open 
communications within the plant. 

Priorities of the program include: 
• a commitment to the "Zero 

Defects" concept; 
• improvement of the market status 

by improved quality, and 
• a commitment to the plant 

quality policy as follows: 
"It is the Westlake Plant 
policy to conform to all 
officially  implemented 
procedures, require-
ments and specifications 
or officially  change them 
to better meet what we 
and our customers need 
and insure the success 
of the plant." 

According to Hodgman, it is up 
to management to provide quality 
parts, quality drawings, and quality 
procedures before employes can be 
expected to produce quality products. 
Quality education and corrective 
actions are a continuing process at 
Westlake. 

Employee's children win awards 
for Excellence in Coloring 
The INTERCOM Coloring Contest for 1983 is over and there are 86 winners of 
Awards for Excellence in Coloring. Entrants were children of Memorex employees 
from several countries, including the United States, Canada, Mexico, Sweden, 
England, and Germany. All winners are to be commended for their fine work and 
excellent artistic expression. Prizes will be sent the second week in June to all 
entrants. If your child has entered but not received a prize by the end of June, 
contact INTERCOM at 2800 Bowers Avenue, Santa Clara, CA 95051 or call 
(408) 987-0376. Names of winners, their ages, parent's name, and location are 
shown below. Congratulations to all entrants. 

CHILD AGE PARENT LOCATION 

Philip Aiken 6 Barry Aiken England 
Monica Andrade 4 Lupe Andrade Santa Clara 
Citlally Arroyo 6 Miguel Arroyo Mexico 
Michael Arvizu 3 Sylvia Arvizu Tucson 
Nicole Barrera 3 Monica Barrera Santa Clara 
Ian Bell 8 Charles Bell Santa Clara 
Katie Bell 5 Charles Bell Santa Clara 
Michael Brazil 7 Diane Brazil Santa Clara 
Jeffrey  Brusse 11 Susan Brusse Winnipeg 
Michelle Brusse 8 Susan Brusse Winnipeg 
Jessica Cervantes 4 Isabel Valenzuela Nogales 
Mark Christopherson 7 Roff  Christopherson England 
Corinne Delaney 4 Thomas Delaney New York 
Raj Desai 7 Mahesh Desai Santa Clara 
John Domingo 6 Rolando Domingo Winnipeg 
Melissa Duerr 4 Andrea Duerr Santa Clara 
Amir Fahmy 8 Mary Fahmy-Gad Santa Clara 
Mandt Fahmy 6 Mary Fahmy-Gad Santa Clara 
Carla Ann Ferrante 5 Vic Ferrante New Jersey 
Christopher Fischer 2 Greg Fischer Santa Clara 
Jonathan Fischer 10 Greg Fischer Santa Clara 
Kenny Fischer 8 Greg Fischer Santa Clara 
Mark Foquette 6 V. H. Foquette Winnipeg 
Nadine Foquette 6 V. H. Foquette Winnipeg 
Lacey Lee Gould 2 Mary Gould Tucson 
Isabel Hasselskog 8 Inger Hasselskog Sweden 
Glenda Heaviside 5 Patrick Heaviside Santa Clara 
Hector Lee Heaviside 9 Patrick Heaviside Santa Clara 
Jenny Ann Heaviside 7 Patrick Heaviside Santa Clara 
Patrick Heaviside 2 Patrick Heaviside Santa Clara 
Erin Hussey 9 Ann Hussey Fullerton, CA 
Ryan Hussey 11 Ann Hussey Fullerton, CA 
Laura Kelley 12 Rena Kelley Eau Claire, Wl 
Renee Kosiorek 10 Nora Kosiorek Santa Clara 
Karen Kurtz 9 Thomas Kurtz Washington, D.C. 
Michelle Lynn Lauer 6 Ernest Lauer Westlake, CA 
Jane Litten 8 David Litten England 
Keith Mazzuco 3 Kris Mazzuco Santa Clara 
David McCormick 8 David McCormick Tucson 
Robin Lynn McCormick 4 David McCormick Tucson 
Oscar Mendoza 9 Oscar Mendoza Nogales 
Raul Mendoza 6 Oscar Mendoza Nogales 
Viviana Mendoza 8 Oscar Mendoza Nogales 
Denise Mooney 9 Joseph Mooney Waltham, MASS 
Elizabeth Mooney 5 Joseph Mooney Waltham, MASS 
Steven Mooney 6 Joseph Mooney Waltham, MASS 
Christie Moore 4 Teika Moore Santa Clara 
Erikah Moreno 12 Roberto Moreno Nogales 
Robert Moreno 8 Roberto Moreno Nogales 
Jodi Munn 3 Peter Munn Winnipeg 
Kimberly Munn 7 Peter Munn Winnipeg 
Amy Naas 8 Cyndee Naas Lombard, IL 
Omar Nasim 6 Inayat Nasim Winnipeg 
Saima Nasim 4 Inayat Nasim Winnipeg 
Aundrea Newsome 3 Kim Barnes Santa Clara 
Kristin Normile 12 Janet Normile Pittsburgh, PA 
Rangell Oruga 7 Angie Oruga Santa Clara 
Reynald Oruga 12 Angie Oruga Santa Clara 
Marissa Park 10 Lane Park King of Prussia, PA 
Rajeev Patei 7 Geeta Patei Santa Clara 
Janet Pederson 12 Floyd Pederson Santa Clara 
Julie Rae Pederson 6 Floyd Pederson Santa Clara 
Scott Pederson 5 Floyd Pederson Santa Clara 
Martha Pesqueira 3 Maria Pesqueira Tucson 
Douglas Picken 4 Edward Picken England 
Laura Picken 7 Edward Picken England 
Bernadette Pina 5 Katherine Pina Tucson 
Charu Puri 8 Sarla Puri Santa Clara 
Nidhu Puri 12 Sarla Puri Santa Clara 
Rachael Rebozzi 9 Leslie Rebozzi Santa Clara 
Stacie Rhoton 4 Jerry Rhoton King of Prussia, PA 
Jennifer Robertson 4 Aleesa Robertson Tucson 
Dawn Roloffs 4 Gary Roloffs Tucson 
Chairene Ruzzo 12 Frank Dimino Santa Clara 
Katja Schueppen 11 Gerhard Schuppen Germany 
Petra Schueppen 9 Gerhard Schueppen Germany 
Jessica Shea 8 Brenda Davidson Cupertino 
Jessica Sorenson 11 Dianne Sorenson Santa Clara 
Ryan Thompson 3 Diane Thompson Tucson 
Clare Thrower 8 Keith Thrower England 
Kathryn Thrower 11 Keith Thrower England 
Robin Tidd 10 Carolyn Tidd Santa Clara 
Karen Wagner 12 Ronald Wagner Santa Clara 
Linda Wagner 8 Ronald Wagner Santa Clara 
Danielle Williams 5 Michelle Williams Winnipeg 
Lee Youngblood 3 Kathy Youngblood Santa Clara > 



Memorex human resource experts 
describe the promotable employee 
Hard work? A master's degree? 
A pleasing personality? Just showing 
up for work every day? What does it 
really take to make yourself 
promotable? Employees and managers 
have been asking themselves those 
questions — and hypothesizing on the 
answers — since groups were formed 
to accomplish goals. 

Within a company, it falls on human 
resource experts, among others, to 
answer the key question — what 
makes an employee promotable? — 
most accurately. INTERCOM 
questioned three such people: Ron 
Julius, HR manager for the Rigid 
Media and Components Division 
(RMCD); Ken Murray, HR manager for 
the Communications Group; and Gene 
Robles, HR manager for Storage 
Equipment Manufacturing and 
Development (SEM&D) Off-Site 
Operations. 

Julius, a Memorex employee for six 
years, cites performance,  education, 
dependability, and mental state as the 
most important assets of a promotable 
employee. He looks for "a positive 
outlook, a willingness to try new 
things, flexibility, ability to get along 
vtfith others, curiosity, and an interest 
in the Company and its products." He 
adds, "Be punctual in arriving at work 
but not leaving. Stay healthy and 
vigorous and be honest with those 
around you." 

Murray, a Memorex employee since 
1975, shares Julius' views and also 
feels that initiative is very important. 
"Although this is difficult  to measure," 
he says, "I view initiative as an 
essential ingredient in a promotable 
employee. Do you take the initiative 
to go beyond point A to point B in 
order to finish a project? Do you work 
through a solvable problem on your 

own or wait for instructions from 
others? Do you develop more efficient 
ways to perform your tasks when there 
is no specific requirement to do so?" 

Robles, who has been with the 
Company for 10 years, agrees in 
principle with both Julius and Murray. 
All three cite education, performance, 
reliability, and job knowledge as key 
factors in promotability. 

Robles adds, however, "Verbal and 
written communication skills are 
essential. Part of excellent com-
munication is complete information. 
Never go to the boss with a 'half-
baked' idea. Thoroughly review the 
situation and present a recommended 
solution or set of options on which the 
boss can make a decision without 
redoing the research." 

Robles also feels employees must 
assist the boss in becoming success-
ful. When the successful boss is 
promoted, an opening is created and 
usually must be filled. The employee 
who worked diligently to make the 
boss a success is more likely to fill 
the opening. Above all, Robles 
believes that all employees must 
follow "The Golden Rule of Personal 
Relations." 

"It is imperative to appreciate others' 
feelings. Being polite is elementary," 
he says. "Other behavior is not 
acceptable." 

The common thread in all their 
criteria is caring. Does the employee 
care about the job? The short-term 
and long-term goals of the Company? 
Him or herself? Does the employee 
care about other people? Does the 
employee care enough to seek 
information, education, creative 
solutions, better relationships, and 
quality results? 

Memorex introduces new on-line 
semiconductor for subsystems 
by Victor Gamaly 

On January 18, 1983, Memorex 
broadened its product offering  by 
announcing a new on-line 
semiconductor for storage sub-
system, the Memorex 3864. The 3864 
is manufactured for Memorex by the 
Intel Corporation and is designed to 
meet Memorex's traditionally high 
standards for performance  and 
reliability. 

In accordance with the agreement 
between Memorex and Intel, Memorex 
will have exclusive distribution rights 
within the United States and will have 
exclusive marketing rights inter-
nationally except in Japan. Memorex 
will assume the responsibility for all 
3864 maintenance activity previously 
done by Intel. 

The 3864 is designed to fill the 
gap between the traditional limitations 
of electromechanical rotating memory 
devices (disc) and the central 
processing unit's limited main memory 
capabilities. The 3864 utilizes state-of-
the-art 64K Random Access Memory 
architecture and erasable program-
mable read-only memory. This 
combination provides the capabiity 
to configure the subsystem from one 

control unit and 24 megabytes of 
memory to up to 2 control units and 
144 megabytes of memory. Memo'rex 
has the capability of offering  a unit 
that can meet today's requirements 
while allowing easy expansion to meet 
future requirements. 

In comparison to our competition, 
the 3864 outperforms its IBM counter-
part, the 2305, by giving the user from 
2 to 12 times the capacity, 6 to 12 
times the access speed, and 2 to 3 
times faster page service times. When 
compared to the IBM 3880-II, the 3864 
has 2 to 8 times faster page service 
time. By improving performance  in 
these key areas, the Memorex 3864 
increases the system throughput and 
expands the processing speed and 
capacity of the 370, 303X, and the 
308X virtual memory systems. 

When compared to our competition, 
the 3864, in conjunction with other 
Memorex products, provides a 
formidable market offering.  Memorex 
can truly provide a solution to our 
customers' problems and needs. Disc, 
tape, communications, and now the 
3864 Solid State Storage Subsystem. 

Reprinted from  Memorex Times, 
February 1983. 

LOOKING BACK... 
15 Years Ago — 1968 at Memorex 
• Memorex was presented with President Johnson's "E" Award for 

success in promoting sales of U.S. products in international markets. 
The Award was presented to Memorex representatives at a luncheon 
in San Francisco sponsored by the World Trade Association. 
Keynote speaker at the event was San Francisco Mayor Joseph 
Alioto. Deputy Director of the Bureau of International Commerce, 
Lawrence Fox, presented the Award to the Memorex delegation. 

• Memorex began to supply the National Aeronautic and Space 
Administration (NASA) with enough precision magnetic computer 
tape to encircle the earth fives times — some 120,000 miles of tape. 
NASA said the tape will be used in telemetry applications monitoring 
deep space probes, Apollo lunar flights, and for NASA's data 
acquisition, communications, and manned space flight networks. 
The tape was manufactured to meet stringent NASA specifications 
relating to durability and magnetic properties and ability to with-
stand temperature and humidity changes incurred in transport and 
handling. 

• Memorex employees in Southern California held their first  employee 
picnic in the spring. Featuring games and contests for employees 
and their families, the picnic was reported to be a "tremendous 
success." Highlight of the day was the (raw) egg-throwing contest 
during which the most frequent comment overheard was, "Oops, 
sorry dear." 

10 Years Ago — 1973 at Memorex 
• Ella Fitzgerald starred in her first  commercial for Memorex cassette 

tapes in which she shattered crystal goblets with her amplified 
voice. Following that, duplicate goblets were shattered by her voice 
on Memorex tapes. The commercial had previously been done by 
tenor Enrico di Giuseppe and soprano Nancy Shade. Fitzgerald's 
first  commercial for Memorex was aired heavily on the National 
Football Conference Game on CBS. The shattering glass theme 
advertising and merchandising effort  won awards as one of the top 
advertisements of the year (1972 being its first  year aired) featuring 
the famous questions, "IS IT LIVE OR IS IT MEMOREX?" 

• Twenty-five employees were awarded certificates for outstanding 
achievements in efficiency  and quality for 1972 at the first  Mem-Mex 
plant in Nogales, Mexico recently. Fifteen people were also 
recognized for perfect attendance during the year. 

• Memorex extended a lifetime warranty to its Quantum/L computer 
tape and its Mark X/L Disc Pack, thus becoming the only computer 
media manufacturer  to offer  such a unique product assurance at that 
time. "We can provide this industry-leading warranty because 
comprehensive world-wide testing in actual customer operations, 
in varied use, hardware and environmental situations, has demon-
strated that the Quantum/L and the Mark X/L are the most reliable 
high performance  media products available," announced Philippe 
Yaconelli, vice president of Marketing at that time. He continued, 
"We have made the best product of its kind even more superlative 
by improving its formulation and, consequently, its performance 
qualities." 

• Memorex Japan celebrated its fifth  anniversary at ceremonies held 
in Tokyo. Officially  approved by the Japanese government as a joint 
venture between Memorex and Kanematsu-Gosho (a large Japanese 
trading company) in August 1968, Memorex Japan became a wholly-
owned subsidiary of Memorex Corporation in 1970 and began 
handling Memorex equipment products. At the time of the 
anniversary celebration, there were 125 employees and Mr. 
T. Yamada was named executive director of the Memorex subsidiary. 
Mr. Yamada is now the president of Memorex Japan, Limited. 

New price changes implemented 
for large disc drive subsystems 
Memorex recently implemented price 
changes for its family of large disc 
drive subsystems, including a volume 
purchase agreement superior to other 
vendors' offerings,  flexible leasing 
alternatives available through its 
subsidiary, Memorex Finance 
Company (MFC), and a revision of 
lease and purchase prices for one of 
its thin-film products, the 3680 
Subsystem. 

The volume purchase agreement is 
for a minimum term of one year, 
which may be renewed on an annual 
basis with retention of previously 
quoted discounts. Should a user 
choose to finance some or all of 
the units in the volume purchase 
agreement, four- and five-year lease 
contracts are available through MFC. 

The revised pricing for the 3680 
Subsystem includes changes to both 

purchase and three-year lease pricing. 
The purchase prices on all the 
components of the 3680 Subsystem 
(3888 storage control unit, 3683 
string controller and 3680 storage 
unit) have been reduced by 15-
percent. All prices are exclusive of 
maintenance. 

Memorex also has announced an 
increase in purchase option credits 
available for 3680 products from"50 
percent to 60 percent of the lease 
payments. Those credits are available 
up to a maximum of 50 percent of the 
list price in use at the time the 
contract is signed. 

The new pricing and contract 
terms, effective  immediately, reflect 
Memorex's commitment to provide its 
users with flexible and competitive 
pricing for its storage products. 
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An interview with James Castle 
Dr.  James Castle  joined  Memorex  in 
June of  last  year  as executive  vice 
president  responsible  for  all  U.S. 
Equipment  activities,  including 
Storage  Equipment  Manufacturing 
and Development  (SEM&D),  the 
Communications  Group,  U.S. Equip-
ment Sales and Service,  Equipment 
O.E.M.,  and Storage  Equipment 
Planning  and Program  Management. 
Leading  those various  functions  and 
reporting  to Dr.  Castle  are:  Wade 
Meyercord,  John Mitcham,  Bob Berry, 
Frank  Buckley,  AI Conover,  and 
Fred  Koehler. 

Dr.  Castle  came to Memorex  from 
Honeywell  Information  Systems,  Inc., 
where  his last  assignment  was 
chairman,  president,  and chief 
executive  officer  of  Honeywell's 
H.B. Network  Information  Services, 
Inc., in Paris,  France. 

INTERCOM: What do you see as the 
highest priorities at Memorex? 
CASTLE: Quailty is our number one 
priority, has been for some time now, 
and will continue to be so in the 
future. We must have the highest 
quality products that we can possibly 
produce. That, finally, will be the thing 
that determines how successful we are 
in the future. We're good now, but not 
good enough. 

Our number two priority is meeting 
our commitments. The computer 
industry went through a period of time 
in the 1960's and 1970's when there 
were many misleading pre-
announcements. One of the results 
was that customers, vendors and the 
media couldn't really believe what was 
being said by computer companies. 
They didn't do what they said they 
were going to do. They would 
announce something, then change the 
price, the schedule, or the perfor-
mance, resulting in a general loss of 
credibility for the computer industry. 
Memorex has to be the most credible 
vendor in our industry; so when one 
of our sales people talks to a customer 
and says we're going to ship a product 
on date "X" and it costs "Y", and its 
going to do "Z" for you, then that 
will happen. When we promise some-
thing, we must deliver. That will give 
us an enormous competitive 
advantage. 

This kind of performance  also has 
many other benefits because 
credibility is closely related to 
integrity. When people who work for 
Memorex are able to do what they say 
they're going to do, it creates a sense 
of satisfaction about the Company and 
about themselves. People like to be a 
part of a successful group. 

What we have to do now is develop 
a track record. It will take, I would 
say, another year of meeting our 
commitments before the customers, 
the vendors, the industry, and the 
press realize that when we say we will 
do something, we will. It will get to the 
point where they won't think about it 
anymore. They'll just believe that we 

will do what we say we will do. We're 
already on that track. 

We're meeting our public commit-
ments with the 3680, the Quail 
Program, and the products we've 
announced since the third quarter 
of last year. The Large Disc Drive 
Division has missed only three 
customer shipments this year — that's 
a 99% plus success rate. But, just 
saying  we will meet our commit-
ments doesn't mean anything at all. 
It's what we do. 

The third priority for Memorex is 
to continue to maintain our investment 
in technology. Eventually, the leading 
suppliers in our industry, both in 
storage equipment and in communica-
tion equipment, will be those who 
have the technology — not just in 
the laboratory, but in development 
and manufacturing. We don't have the 
assets to spread our technology 
investment as widely as IBM does, 
so we have to invest in technology 
where its development is crucial to 
our success, then see to it that our 
investment pays off.  Our ability to do 
that is going to determine our degree 
of success in the future. The way to 
be successful in the PCM business is 
to have products which are IBM plug-
compatible but which are more cost 
performant,  lighter in weight, lower in 
power consumption, use less square 
footage or in some environments 
require less cubic footage, have more 
features, and are capable of easy 
enhancement. They must be better in 
every respect, and you don't do that 
by reverse engineering. You can only 
do that by strong investments in 
technology and the ability to convert 
that technology quickly into better 
products. 

"We must have the 
highest quality products 
we can possibly 
produce. That will be the 
thing that determines 
how successful we are 
in the future." 

There's one more key priority. 
Memorex is a strategically-managed 
company. That means that we are in 
many businesses, not just one. We're 
in businesses that do not necessarily 
have the same business cycles, so that 
some businesses may be growing 
more rapidly that others at a given 
point in time and some businesses 
may be more profitable than others at 
a given point in time. Product changes 
will also be happening at different 
points in time. It's important that 
we be successful in multiple 
businesses so that we can average 
out those cycles, and not depend on a 
single product line or a single 
business. The reason that we are in 
multiple businesses is so that we can 
maintain our profitability on a fairly 
steady growth track over the long 
haul. So the fourth priority is to 

maintain a strategic business stance; 
to be involved in enough different 
business units so that we will maintain 
steady profitability growth. 

"One of the keys to 
success, I think, is to do 
a fairly small number of 
things very well rather 
than a large number of 
things in a mediocre 
way." 
INTERCOM: How can we predict what 
products will be successful in the 
marketplace, let's say two years from 
now? 
CASTLE: One of the keys to success, 
I think, is to do a fairly small number 
of things very well rather than a large 
number of things in a mediocre way. 
So we've concentrated our energies 
in storage equipment on high 
performance  disc and tape products 
and in commuications on plug-
compatible terminals and controllers. 
In those areas, it's not too difficult 
to predict what the possible next 
steps are going to be over the next 
year or two. The media and other 
industry watchers also predict what 
IBM is going to do, so there are a lot 
of opinions as to what's going to 
happen. Of course, in talking to 
customers, you also see clearly what 
their needs are. 

It's more difficult  which technology 
developments are really going to have 
a dramatic impact on our ability to 
produce a lower-cost improved 
product, but that can be done also. 
The difficult  decision is to decide 
which of the products, using which 
technologies, should be pursued and 
which should not. We can only 
develop and offer  those which we 
think will be the most successful. 
Our strategic plans provide the 
framework  and our product planning 
the specific product selections. As I 
said earlier, we have to do a few 
things well, and all of those things 
have to be aimed at the IBM plug-
compatible or Burroughs markets. 
We've done that well in the past. The 
temptation to deviate from that policy 
is strong, but we won't. 
INTERCOM: What are the greatest 
challenges you foresee? 
CASTLE: The greatest challenge I 
foresee is our ability to evolve the 
Memorex culture from what it was to 
what it must become. We've taken 
the time over the last year to look at 
what some of the obstacles are that 
face us; those that must be overcome 
for us to be successful in achieving 
each of the priority objectives that I 
mentioned earlier. 

One of the things we found was that 
the turnover rate at Memorex was far 
too high to sustain success. We must 
reduce the turnover rate. One 
objective of management is to make 
the Corporation a desirable place for 
successful people to spend their 

careers. This means many things. It 
means that our employees want the 
Company to succeed, that they feel 
they are part of the Corporate 
community, and that we are able to 
produce enough profit  for the 
Corporation to succeed. Our ability 
to reduce the turnover is extremely 
important. We've done a lot about that 
already, and we're taking a number of 
steps to make Memorex a more 
desirable place to work over both 
the short term and the long term. 

Our second challenge is to improve 
communications, both internal and 
external. We're a large company, with 
over 10,000 employees. It's important 
that the management of the 
Corporation understand what those 
working in the organization think 
about and what they're being asked 
to do, what we should change, and 
where we're headed. If management's 
going in one direction and the rest 
of the organization is going another 
direction, we're liable not to be 
successful. It's important to com-
municate. Externally, its important 
that we let the world know how 
good we are, but without over-
committing. 

"It's important to 
communicate—it's 
important that we let the 
world know how good 
we are..." 

The third challenge is the competi-
tion. We are faced with an invigorated 
IBM, and a whole set of competitors 
introducing products, particularly 
communication products. We have to 
understand what the competition is 
doing, and think ahead in our planning 
so that we have an advantage over the 
competition. Although we're in a 
large, rapidly-growing market, the 
profitability goes to the largest 
two or three suppliers. It's quite 
important that we do the right things 
vis-a-vis competition. We certainly 
have the ability to do so. 
INTERCOM: Can you give an 
example of a success that's a result 
of the Quality Awareness Program? 
CASTLE: The Quality Awareness 
Program shouldn't be judged mainly 
by individual actions taken to improve 
quality. A large number of changes 
have had the cumulative effect  of 
improving quality. This program 
should really be judged by the results 
from the customer's viewpoint. That's 
where it counts. 

There are several things that have 
happened over the last year that are 
the result of a lot of individual 
activities in the Quality Awareness 
Program, however. One of those is 
the report that we get on the "R+" 
Program. Reliability Plus is an 
independent measure of the reliability 
of six different  storage equipment 



products manufactured by Memorex. 
IBM, STC, and CDC. Of those six 
products, we have improved our 
performance  in five. Unfortunately, 
we lead our competitors in only four 
and our objective is to lead in five 
by the end of the year. So there's a 
significant improvement in our quality 
performance  as seen through the eyes 
of an independent entity who talks to 
our customers and finds out what they 
think. 
INTERCOM: What does R+ measure? 
CASTLE: Failures only. The particular 
measure is in millions of input/output 
operations per hard failure. In the end, 
that's a measurement that's very 
important to the customer. 

In communications products, the 
statistical measures are very 
significant and have also improved 
dramatically. The best representation 
of that, perhaps, is the quality award 
from Memorex Japan Limited. When 
you receive a quality award from the 
Japanese, it isn't taken lightly, 
because, historically, quality has 
been more important in the Japanese 
market than it has been in other 
countries. That award was a result 
of multiple months of shipments from 
the Communications Group to 
Memorex Japan with a very small 
number of failures. 

"It's important that the 
management of the 
Corporation understand 
what those working in 
the organization think 
about and what they're 
being asked to do..." 

INTERCOM: Why is the Seven-Step 
Decision-Making Process being 
implemented at Memorex? 
CASTLE: Last September and 
October, an external consultant 
conducted a series of interviews 
with people who were or had been 
involved with Memorex in some 
significant way. Two thirds of 
them worked for Memorex at that time. 
The other third were customers, 
vendors, media representatives, or 
ex-employees. We asked them how 
they thought Memorex could be more 
successful in the future and how we 
had to change to do that. They 
provided a number of suggestions. 
As a result of that, we concluded 
that we had to improve our decision-
making process at Memorex. 
INTERCOM: Was there a process? 
CASTLE: There was a process in the 
Memorex culture but it involved a lot 
of revisiting of decisions. There 
was also a tendency for decisions to 
be made higher in the organization 
than they had to be, because the 
delegations of authority weren't 
always clear. 

Finally, there was a lack of 
discipline in how to make decisions, 
so that some decisions were made 
which didn't have to be made at all 
and some were made with either 
inadequate facts or with inappropriate 
biases. 

"One of the main 
benefits Burroughs has 
realized from the acqui-
sition is that they now 
have access to better 
cost-performing,  mass-
storage subsystems..." 

So, we decided that, while we didn't 
want to "rigidize" the decision-making 
process — because everyone brings 
to a decision their own set of 
experiences and their own under-
standing of the problem — we did 
want to make available a 
mechanism for organizing the 
decision-making process at Memorex. 

We looked at different  ways to do 
this and decided that the one which 
best fit the kinds of problems that 
face Memorex is the Seven-Step 
Decision-Making Process, the first 
steps of which, by the way, are to 
figure out what the issues really are. 
That turns out to be one of the 
hardest steps in the process. 

Another thing we found that was 
frequently missing in the decision-
making process at Memorex was that, 
after the decision was made, people 
were so relieved that a decision was 
finally made that they didn't take 
the last step, which is to ask, "What 
could go wrong if this decision were 
implemented? How can we maximize 
the positive impacts of this decision 
and minimize the negative ones?" This 
particular decision-making process 
has that as a final step. 

Our intention in introducing this 
process at Memorex is not to teach a 
course and give a test at the end to 
insure that everybody understood. The 
intention is to make this a part of the 
culture of Memorex so that when we 
are making a decision, we'll all 
operate with the same process and are 
likely to come to the same con-
clusions and understanding of why the 
decision was made. 

Secondly, the intent is to cause 
decisions to happen. We have a 
delegation of authority throughout the 
entire organization so management 
understands what their level of 
authority is as well as the process 
by which they can make a decision. 

We feel that the outcome of this 
will be a long-term cultural change. It 
will improve the quality and the timeli-
ness of decisions that are made. 
INTERCOM: What is the Quail 
Program and what does it mean to the 
industry and to Memorex? 
CASTLE: The Quail Program is a part 
of a family of high-performance  5VA" 
OEM disc drives developed and manu-
factured by Memorex. Its importance 
is that it's the first  OEM disc drive 
in a family of Memorex-designed and 
manufactured OEM products which 
will be the basis for the large 
growth that we expect in our OEM 
business over the next couple of 
years. 

"One of the objectives 
of management is to 
make the Corporation a 
desirable place for 
successful people to 
spend their careers." 

INTERCOM: What have been the 
benefits of the acquisition by 
Burroughs to both companies? 
CASTLE: There have been major 
benefits for both companies and 
they're still occurring. The major 
benefit to Memorex is the financial 
stability which it brought to us. It has 
provided us with the capital which we 
need to pursue our business and 
Corporate stability so that our 
customers and employees don't have 
to worry about whether the company 
will be in business in the next year 
or so. This also provides us a basis 
for reducing turnover. 

The second major benefit which 
Memorex has realized from the 
merger is a new strategic business 
unit — the Burroughs strategic 
business unit — and more business 
than we would otherwise have had as 
a result. All of the storage equipment 
products used by Burroughs are either 
manufactured or procured by 
Memorex. It means a very large 
business for Memorex now and in 
the future. 

One of the main benefits which 
Burroughs has realized from the 
acquisition near term is that they 
now have access to higher quality, 
better cost-performing,  mass-storage 
subsystems, which will enable 
Burroughs' systems to be more, 
competitive in the marketplace. In 
the long run, the most important 

Memorex contribution will be the 
technology to be competitive in the 
storage equipment business through 
our success in the plug-compatible 
business, and the transferrence  of 
that plug-compatible technology into 
future Burroughs storage equipment 
products. 

The second benefit which 
Burroughs has realized from its 
acquisition of Memorex is financial. 
We exceeded our financial commit-
ments to Burroughs in 1982 and 
intend to do so again in 1983. 
Memorex has provided both profit  and 
cash as a performing  member of the 
Burroughs Corporate family. 

"The improvement in the 
world economy that's in 
process now is going to 
present us with 
enormous opportuni-
ties in 1983, 1984, and 
beyond." 
INTERCOM: How is the integration 
of the companies progressing? 
CASTLE: Integration is progressing 
very smoothly. The financial systems 
are already integrated — have been 
for some time — and are working very 
smoothly. We are shipping products 
to be installed with Burroughs equip-
ment, and that is going quite 
smoothly. 
INTERCOM: Are Memorex products 
now compatible with Burroughs 
products? 
CASTLE: The first  Memorex-designed 
products to be installed on Burroughs 
equipment began shipping last month. 
There will be two more Memorex-
designed products for Burroughs 
equipment shipped by the end of the 
year. And there will be others. 
INTERCOM: What is the status of 
the 3680 program? 
CASTLE: The 3680 program is on 
track. We met our commitments in 
the first  quarter when we shipped to 
our Beta test site on schedule. The 
customer who received that product 
is very pleased with the performance. 

We have also powered up the first 
systems to be manufactured by the 
3680 manufacturing group in the 
Large Disc Drive Division. That is a 
very significant step since it demon-
strates our ability to build 3680's in 
the factory. The order rate is also 
above expectations. 
INTERCOM: Are you optimistic about 
Memorex's future? 
CASTLE: Yes. I'm very optimistic 
about the likelihood of success in 
each of the strategic business units. 
The improvement in the world 
economy that's in process now is 
going to present us with enormous 
opportunities in 1983, 1984, and 
beyond. The key is to position our-
selves now to take advantage of those 
opportunities since we may not have 
time to do so later. I'm confident 
that we will be ready to pursue those 
opportunities as a team as we move 
into the future. 

David Koehler wins 
Memorex National 
Merit Scholarship 
David Koehler, son of Fred Koehler, 
Memorex's vice president in charge of 
Burroughs' Storage Equipment 
programs, has been named a National 
Merit Scholar and will receive the 
National Merit Scholarship sponsored 
by Memorex. 

Of over one million high school 
students entering the competition, a 
maximum of only 5,000 are selected to 
receive the foundation- or company-
sponsored scholarships each year. 
Finalists are chosen based on 
academic records throughout high 
school, leadership qualities, and extra-
curricular accomplishments. In 
addition, the student must be recom-
mended by faculty of his/her school 
and must score over 99% on 
scholastic aptitude tests measuring 
verbal and mathematical abilities. 

David, a senior at Saratoga High 
School in Saratoga, CA, will graduate 
in June as Valedictorian of his class. 
Throughout high school, David has 
been active in sports, student council, 
and various clubs. He plans to major 
in bio-medical or electrical engineer-
ing at the Massachusetts Institute of 
Technology with the goal of someday 
being a medical doctor. 

Dr.  James Castle  presents  David 
Koehler  with  a certificate  naming him 
Memorex's  National  Merit  Scholar  for 
1983. 

Memorex  employees  in the Large  Disc  Drive  Division  in Santa Clara  recently  collected 
more  than 50 boxes of  food,  clothing,  and household  items  for  the victims  of  the floods  in 
Alviso,  California.  Flanking  the truckload  of  emergency  relief  supplies  are  some of  the 
Memorex  employees  who participated  in the project.  Left  to right,  they  are:  Gladys  Black, 
Greg  Nash, Janice  Cordova,  James Tarver,  Olga Carrasco,  Paula  Harris,  Pauline  Lee, 
Carmen  Castro,  Ellie  Cole,  and Mike  Brickman. 



Seven basic ways to make, 
or not to make, a decision 

<t 

Make up your mind! How many times 
has a voice (someone else's or the one 
in your head) demanded that you 
make up your mind when you're 
having difficulty  doing it? At times, 
we may all have some difficulty 
making a decision, even a seemingly 
minor one. Sometimes, the small 
decisions seem the hardest to make. 
For others, small decisions (what to 
eat for lunch) are a snap, while the 
large ones can create a great deal of 
agony. 

Some swear that feelings should 
never enter into a decision, small or 
large, while others make all decisions 
based on feelings and emotions and 
don't allow logic or reasoning to 
get in their way. 

In an "up against the wall" situation, 
decisions are many times made to 
relieve the momentary tension and 
come out looking like defiance, 
surrender, counterattack, lying, 
ignorance, stalling, or any combina-
tion of those reactions. Unfortunately, 
we may have to live with those quick 
decisions for a long, long time, when 
all they really accomplished was to 
take the heat off  momentarily but 
created a long-term situation that 
was even more difficult  to live with 
than the original problem. 

According to John D. Arnold, author 
of The  Art  of  Decision  Making,  "Good 
decision-making skills can help 
improve your self-confidence,  increase 

your earning power, and enhance your 
influence over events and your 
persuasive power over people." 

Arnold has spent many years 
developing and teaching a decision-
making system that assists people in 
making good, workable decisions 
about all types of life situations. 
The system can be used for making 
decisions affecting  all areas of a 
person's life, including what kind of 
car to buy, whether or not to get 
married (or divorced), whether to quit 
a job or keep it, choosing a college, 
or drawing up a family budget. 

"The system cannot, of course, 
guarantee your future happiness and 
success," says Arnold. "What it can 
do is give you the tools to make better 
decisions. With them, you can gain 
greater control of your own life. 

"To make an effective  decision, you 
have to know your own values. A trip 
to the refrigerator  by a would-be 
dieter tells us the subject values a 
snack more than a narrow waistline. 
If a decision or a series of decisions 
is to help you get what you want out 
of life, you have to decide what it is 
you want  out of life. That is your 
basic decision." 

Arnold's system comprises seven 
basic steps designed to ascertain the 
best decision and to determine 
whether a decision is even necessary. 

The steps are: 
1. Smoke out the issues. Why is a 

decision necessary? What are the 
consequences of doing nothing? 

2. State the purpose. What needs to 
be determined? What do we want to 
decide? Why? 

3. Set the criteria. What do we want to 
achieve, preserve, and avoid by the 
decision we make? 

4. Establish the priorities. What are 
the criteria that any solution 
absolutely must satisfy. What other 
criteria do we want it to meet? 

5. Search for solutions. How can we 
meet the criteria we have set? 

6. Test the alternatives. How does 
each alternative stack up against 
the priorities? 

7. Troubleshoot the decision. What 
could go wrong? How can the 
choice be improved? 

According to Arnold, "The seven 
building blocks enable a person to use 
positive thinking, intuition, common 
sense, and 'what-if thinking con-
structively in an organized system of 
decision making and never again have 
to juggle pros and cons." 

Memorex's Human Resources 
Development department is currently 
offering  seminars on the system at 
the request of Memorex organizations. 

Rules for INTERCOM WANTADS 
Wantads in the INTERCOM are 
provided free of charge to Memorex 
employees, providing they meet the 
following requirements: 

1. No advertising for on-going profit-
making enterprises (such as sales 
for any goods or services which 
provide the employee with another 
income) are allowed. 

2. The item(s) wanted, for sale, or for 
rent, must be sought or currently 
owned by a Memorex employee. 
In other words, you cannot place 
ads for friends or people who do 
not work for Memorex. 

3. Ads should be abbreviated to 
include no more than 25 words, 
subject to editorial approval. 

4. Work extensions may not be used 
in an INTERCOM WANTAD. Use 

only home phone numbers and 
area codes. However, be sure to 
include your work number (which 
will not be published) in case 
there are any editorial problems 
or possible confusion with your ad. 

5. Ads must be received by the 
INTERCOM no later than the 12th 
of each month to be included in 
the following month's INTERCOM. 
Send all ads (including your work 
extension) to: Mail Stop 06-03. 

6. When only one ad is received by 
the INTERCOM each month, that 
ad is held over until there are two 
or more ads to publish. If you do 
not see your ad when you expect it, 
call INTERCOM at (408) 987-0376. 

7. Include your name with all 
WANTADS. 

Fleet administrator 
"wheels and deals" 
in unique position 
There are "usual" jobs and there are 
"unusual" jobs. Dawn Mucenieks, the 
Corporate Fleet Administrator has one 
in the latter, unique category. Her 
responsibility is to handle all Memorex 
vehicle programs including Memorex 
leased vehicles from Company cars to 
utility vans and trucks; the Runzheimer 
Program used in sixty-five U.S. field 
locations to reimburse sales and 
customer engineering personnel for 
the use of their vehicles on the job; 
the occasional driver program to 
reimburse employees when they run 
an errand for the Company; and 
administration of various short term 
use rental vehicle programs. 

The common thread in all these 
programs is the requirement that 
Mucenieks know a lot about the 
automotive industry including primary 
sourcing and secondary vehicle resale 
markets, manufacturer  and leasing 
company alternatives; specifications 
and qualifications of specific makes 
and models, vehicle repair and 
maintenance procedures, and all 
economic factors which go into the 
cost decisions of owning and 
operating vehicles. Retraining is a 
yearly event for Mucenieks, as 
manufacturers  introduce redesigned 
vehicles more rapidly than ever 
before. 

What she likes best about her job is 
the variety and independent action it 
affords,  the feeling of not being stuck 
behind a desk all day, and the 
opportunity to work with numerous 
Memorex groups and industry 
contacts. She is an active member 
of NAFA (National Association of 
Fleet Administrators). The member-
ship roster includes most of her 
counterparts from the Fortune 500 
Companies. 

With Memorex for the last seven 
years, Mucenieks has been a single 
parent of two children for the last 
sixteen years. Her daughter is in her 
second year at San Jose State and her 
son will attend U.C. Davis in the fall. 

Employees eligible 
for discounts on 
Burroughs B20's 
Memorex employees and retirees are 
eligible for specially reduced prices on 
certain models of the new Burroughs 
B20 small business computer. 

The computer workstation offered 
in the B20 employee discount 
purchase plan includes a character 
display keyboard, a Centronics 
printer, and features a 256 kB 
memory. B20 options, such as a letter 
quality printer and three language 
options, are also available to Memorex 
employees at a discounted rate. 

In addition, B20 maintenance will 
be provided for machines purchased 
under this plan for 30% off  the regular 
maintenance rate. Extended payments 
for the B20 can be arranged through 
the Memorex Credit Union Loan 
Department. 

For further  information, contact the 
Memorex Activity Group at (408) 
987-2150. 

Popoff  receives 
Quail Award for 
circuit design 
Paul Popoff,  a Servo Engineering 
manager in the Small Disc Drive 
Engineering organization (part of 
Storage Equipment Manufacturing and 
Development — SEM&D), has recently 
received an SDDE Achievement 
Award, presented to him by Bill 
Krehbiel, vice president of Off-Site 
Operations for SEM&D. 

Popoff  directed the development of 
a custom VLSI circuit and three 
custom hybrid circuits that were 
delivered, according to SDDE 
manager Ron Lesti, "in a timely 
manner and were functional at first 
article received. These custom circuits 
replace approximately 86 16-pin 
equivalent integrated circuits along 
with reducing the cost and increasing 
the reliability of the Quail servo 
system. This hard work and dedica-
tion," Lesti said, "is representative of 
the entire Quail development team 
and certainly deserves recognition." 

Be on the lookout 
for "Son of PID' i " 

by Jeff  Wagner 

First came the Personal Information 
Document (PID), then the Employee 
Information Document (EID), and 
now, after acquiring more changes 
and additions, "Son of PID" has 
emerged. 

Actually this new employee 
information file, named the Human 
Resources Employee Profile and 
Action Document, is an updated 
version of the PID and EID and will 
provide managers with current and 
historical information on their 
employees. 

In addition to the basic personal 
information, education, general 
location, service dates, languages 
spoken, job history and salary history 
which was featured on the PID and 
EID, the Human Resources Employee 
Profile and Action Document will add 
emergency contacts, awards, next 
performance  review, increase percent 
breakdown, Memorex training and 
trade schools to the document. 

There are actually two files which 
make up the Human Resources 
Employee Profile and Action 
Document. The first  is the Action 
Document which includes information 
pertaining to Memorex and present 
job title information, and the second 
is the Employee file which includes 
basic personal information, education 
and job history. 

This new document basically means 
three things to managers: more infor-
mation is available; the input and 
information retrieval is now simpler; 
and they will now have a compre-
hensive employee file at their finger-
tips for current and historical 
information on employees. 

Incidentally, all employees are 
required to fill out one of these new 
forms, so if you haven't done so, "Son 
of PID" is waiting for you. 



Memorex/Burroughs CE agreement 
continued from page 1 

Under the agreement Burroughs will 
do the actual maintenance work while 
Memorex will provide the training of 
Burroughs field engineers, spare parts, 
and technical support. The customer 
will call Burroughs Response Centers 
when maintenance is required. 
Memorex CE will bill the customer. 

To execute the agreement smoothly, 
a central coordinator in Memorex 
Customer Engineering in Santa Clara 
has been established. The coordinator 
will handle all service requests 
between the Memorex Sales force and 
Burroughs Field Engineering. 

Corporate energy conservation 
program shows positive results 
by Greg Fischer 

The energy conservation efforts  for 
the first  three months of 1983 have 
resulted in an overall use reduction of 
11.6%, with an associated savings to 
Memorex of approximately $276,721 in 
avoided energy costs. The following is 
a listing of the facilities with their 
average monthly reduction for the 
first  quarter. The facilities listed are 
those with the highest average 
reductions in the first  quarter. The 
corporate goal was 15%. 

Facility 
Westlake 
Precision Plastics 
Corporate Facilities 
Memorex DIC 
Physical Distribution 
Computer Tape 
Communications 
Eau Claire 

Reduction 
23.6 
23.2 
17.7 
16.8 
15.5 
13.5 
12.3 
11.9 

Wasted energy continues to be 
consumed in a number of areas where 
it is not needed, including: 1) offices 
with lights left on and no one in them; 
2) equipment running when not being 
used; 3) lights on in offices  with 
sufficient  natural light from the 
windows available; 4) terminals and 
printers left on after hours; 5) excess 
air conditioning or heating; and 6) air 
conditioning on with doors and 
windows open. 

The key is to turn off  the energy 
source when it is not needed. You 
don't just reduce Memorex's operating 
cost, which helps keep jobs, but you 
also preserve a dwindling natural 
resource. 

Participants  in the recent  quality  training  program  in the Communications  Group 
are  pictured  above,  left  to right,  Mai  Howard,  Rose Ibanez, Louise Davidson, 
Sharon  Firth,  Sylvia  Gleason, Susan Armstrong,  Debbie Gratz,  instructor  Ed  Wilson, 
Luminosa Olarte  and Victor  Cancilla.  Not  pictured  is Ouenston Staten. 

Communications launches new 
quality training program 
by Jeff  Wagner 

"This is a class of change," said Ed 
Wilson, manager of Quality Programs 
in the Communications Group, at a 
recent ceremony for the first 
graduates of his new quality training 
course. "Change is what this class is 
all about. Changing from what is (or 
was) to something better." 

Last September, Memorex hired 
Wilson to start a training program. 
"Our goal was to raise the knowledge, 
skill levels, and performance  of the 
work force," Wilson said. "This would 
naturally result in an improvement in 
the quality of our operations and 
products." 

Various managers were interviewed 
to find out what kind of training was 
needed and wanted. After analyzing 
the results, 19 areas of training, 
ranging from complex testing to 
filling out time cards, were suggested. 
The areas given the highest priority 
were workmanship standards and 
basic skills. Based on that information, 
a pilot class was formed to kick off 
the training program. 

"This class was to 'break the ice' and 
to be used to help make decisions 
concerning the direction and 
magnitude that our training program 
would take in the future," said Wilson. 

ENERGY— WHEN IT'S GONE, IT'S GONE. 



MAKERS 
Tarpey named manager in new post 
Vincent Tarpey has been promoted to the newly-created post of 
manager of Field Operations OEM Programs at Memorex's Media 
Products Group, reporting to Mark Klein, group vice president of Sales. 
Tarpey has been at Memorex for 12 years and OEM programs' manger 
for MPG since last June. He also has been an OEM senior account 
manager, area sales manager, and regional sales manager. According to 
Klein, Tarpey will play a key role in the direction of the group's OEM 
programs, with particular emphasis on quota assignments, sales 
planning, field administration and forecasting. 

Peterson joins Memorex as sales manager 
John Peterson has joined Memorex as manager of Retail Sales for the 
Media Products Group, reporting to Mark Klein, MPG vice president of 
Sales. Peterson, who comes to Memorex following 12 years at Corning 
Glass Works, will be responsible for all MPG retail sales activities, 
including planning and forecasting. He will lead the new sales 
program in the flexible or "floppy" disc retail marketplace. At Corning, 
Peterson held several sales management positions, including Pacific 
Region sales manager, sales development manager, and advertising and 
sales promotion manager. 

Ling is new product manager 
Barbara Ling has been named product manager of the distributor 
channel for Memorex's Flexible Disc Media Division, reporting to Dave 
King, division marketing manager. She will be responsible for product 
management, marketing plans, sales support and promotion, and 
pricing and forecasting for the distributor channel. Ling, who has been 
at Memorex since 1981 as manager of advanced planning for 
Memorex's Corporate Information Systems organization, previously 
worked at Intel. 

Powell is now at Memorex 
Gregory Powell has joined Memorex as Pacific Northwest Region 
OEM account manager for the company's Media Products Group, 
reporting to Carol Slifka, Western District Sales manager. Powell joined 
Memorex from Applied Digital Data Systems, Inc., in Palo Alto, where 
he was an OEM sales representative. He has also held sales manage-
ment positions with General Electric Communications Products, Data 
Products Corporation, and Westinghouse Electric. 

Thomas and Tekawa capture "year" 
honors from Memorex's Belgian plant 
Betty Thomas, a Communications 
Group Production Supply coordinator, 
has been named "Woman of the Year" 
by the management of the Memorex 
plant in Liege, Belgium. 

Thomas is responsible for the 
ordering, packaging, and paperwork of 
components, parts, and equipment 
sent to Memorex customers, which 
include other Memorex plants. 

According to Lou Perkins, Customer 
Engineering manager, "Betty is their 
(Liege division's) person here. During* 
her assignment, she has improved the 
situation...treating Liege as a customer 
and making sure that they get what 
they order. They saw the change and 
gave her the award — which she 
deserves." 

Liege management presented her 
with a Trieste crystal vase from Val 
St Lambert and a letter of appreciation 
from the Liege general manager, Joe 
Renard. 

For the second year in a row, Harry 
Tekawa, Corporate International 
Distribution manager, has been named 
"Man of the Year" by Liege 
management. 

It is Tekawa's responsibility to 
supply Liege with raw materials and 
finished goods inventory. He earned 
the second award for his consistently 
reliable service. 

Tekawa received his award, naming 
him "L-Homme del'annee," by 
Joe Renard. 

PPD finance mgr. 
aids Memorex's 
plant in Ireland 
The Memorex plant in Clondalkin, 
Ireland, recently turned to the Finance 
department of the Precision Plastics 
Division in Irvine, CA, for assistance 
in resolving a serious financial system 
problem in their Finance department. 
PPD complied by sending their 
Finance manager, Lynn Casillas, to 
Ireland to resolve the problem. 

What was expected to be a lengthy 
process in developing a solution 
turned out to be a two month job for 
Casillas. After  quickly analyzing the 
situation, she implemented a new 
system which solved the problem. 

"She demonstrated exceptional 
accounting skills," said Ed Valentine, 
Group Finance manager for the Media 
Products Group. "She diagnosed and 
solved the problem much faster than 
we had expected. Her ability to clearly 
focus on the problem and the judg-
ment she exercised in system design 
were outstanding." 

MAY/JUNE ANNIVERSARIES 
15 YEARS 

Stanley Kelly, Computer Tape Division 
Raymond Avila, Computer Tape Division 
Ovido Garcia, Computer Tape Division 
Clarence Wright, Computer Tape Division 
Chung Kim, Computer Tape Division 
Talip Bikul, Rigid Media and Components Division 
Clovis Green, Computer Tape Division 

10 YEARS 
Gordon McClenaghan, Flexible Disc Media Division 
Vicente Loa, Communications Group 
Jan Hidalgo, Memorex International 
Keith Anderly, Computer Tape Division 
Alain Clostrum, Leige Division, Belgium 
Marjorie Corbin, Communications Group 
Debra Rosa, Communications Group 
Richard Roseman, Develoment Engineering 
Esteban Salas, Jr., Large Disc Drive Division 
Edeltra Musalf, Precision Plastics Division 
Michael Gallardo, Computer Tape Division 
Michael Kaczanowski, Large Disc Drive Division 
Marilyn Nicholas, U.S. Equipment Sales and Service 
Elaine Bergh, Leige Division, Belgium 
Jerry Parker, Rigid Media and Components Division 
Thomas McNamara, U.S. Equipment Sales and Service 
Marie Polleunis, Leige Division, Belgium 
Julien Lacroix, Leige Division, Belgium 
Gregory Rudd, U.S. Equipment Sales and Service 
Don Sherman, Media Products Group MIS 
Timothy Connors, Memorex Finance Company 
Maria Cordoso, Rigid Media and Components Division 
Robert Tempero, Large Disc Drive Division 
Thomas Miteff,  U.S. Equipment Sales and Service 
Michael Schlotterbeck, U.S. Equipment Sales and Service 
Katty Lin, Communications Group 
Joel Loch, Communications Group 
Adnan Kandah, U.S. Equipment Sales and Service 
Lane Park, U.S. Equipment Sales and Service 
Jean-Marc Chartrain, France 
Margareta Holm, Sweden 
J. J. Tenhoeve, Holland 
Nelson Stradling, Precision Plastics Division 
Linda Talatzko, Computer Tape Division 
Mary Dutra, Computer Tape Division 
Po Chenhansa, Large Disc Drive Division 
Richard Gonzales, U.S. Equipment Sales and Service 
Dolorez Hernancex Capel, Leige Division, Belgium 
V. Testa, Italy 
V. Vanzi, Italy 
Ruben Gonzalez, Computer Tape Division 
James Nallan, Development Engineering 
Eugene Gilman, Corporate Staffs 
Mike Balderas, Computer Tape Division 
Noble Jones, Comouter Tape Division 
Monique DeFresnes, France 
Donald Cantu, OEM Marketing 
Aurora Cayabyab, Large Disc Drive Division 

FOR SALE: 1972 AMC Gremlin X, 
3-speed, floor shift, bucket seats, 
radio, 6-cylinder engine, gets 21 mpg. 
Runs well, could use some body work. 
$450 includes complete maintenance 
manual and all maintenance receipts. 
Call Don at (408) 287-6839. 

FOR SALE: Deluxe waterbed, solid 
wood frame, lighted bookcase head-
board with inset mirrors. Almost new, 
immaculate condition. $1500 or best 
offer.  Call Gerard at (408) 923-5849. 

The  "Chili  Chili  Bang Bang"  cooking  team of  Memorex  employees  has again 
entered  the Annual  Chili  Cookoff,  a national  fund-raising  event  to benefit  the 
American  Lung Association.  Preparing  a delectable  concoction  based on an old 
family  recipe,  the Memorex  team included,  among others,  left  to right:  Rosa 
Matthews,  John Stoughton,  Gene Robles (chef),  and Tony  Heptig. 




