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1. MANAGEMENT OVERVIEW 

The Memorex 1371 and 1372 are terminal controllers which provide the communication 
link and message control to allow multiple terminals (either display stations or 
printers) to connect to an IBM S/360 or S/370 through a single access port. In 
the, 1371 remote controller, the access is via a telecommunciations line. In the 
1372 local controller, the access is via an IBM local channel. AdditionaUy, the 
1371 wiU connect to an IBM System 3 in a remote manner. The 1371 and 1372 
are functional replacements for the IBM 3271 and 3272, respectively and wiU support 
as attached devices the Memorex 1377, 2089, and 2087 and the IBM 3277, 3289, 
3286, 3287, and 3288. The 1371 and 1372, designed and built by Trivex, Inc., are 
purchased by Memorex on an OEM basis. 

The 1371 and 1372 will be sold into the same market in which the 1377 has experienced 
such rapid success. This market, which is a subset of the Editing CRT Terminal 
market, is growing at an annual rate of 2596 (conservative) with a currently instaUed 
base in the U.S. of 375,600 display stations and printers with a total value of $1.6 
billion. The controUer segment of this market consists of an additional 42,000 
units with an approxima te value of $336 miUion. Competition is coming from 
a number of different vendors with varied backgrounds and strengths. 

Mm-\,.o.~ 
Memorex market strategy is to use the 1371 and 1372 as br~' d products to secure 
a foothold in the full line 3270 terminal svstem market un I We-eatl-dettveF the 
future Memorex-built controUer products- the 2074 and 2076 - n 3Q79. The marketing 
stra tegy for the 1371 and 1372 is to use the leverage of the 1377 success, of the 
2089 introduction, and the superior Memorex distribution and service organizations 
to capture 1.396 of the controUer market by 1980. 1371 and 1372 wiU also provide 
leverage for further 1377 and 2089 sales activity. ~\\L 

Product activity as of Septe mber I, 1978, includes 88 1371s and 77 1372s shipped 
with a backlog of 189 1371s and 129 1372s pending. As of this same date, 40 
domestic cities have been opened by Field Engineering for supporting the products. 
It is planned that 8096 of aU Memorex service branches wiU be activated by the 
end of 1979. 

Sales, Service, Engineering, Manufacturing, and Quality Assurance organizations 
have aU prepared and sub:T,;,tcd plans for continued support of the products. As 
the 1371 and 1372 are manufactured by Trivex, Inc., it has been generaUy assumed 
that drop shipping to Memorex custom ers directly from Trivex, as opposed to shipping 
from the Cupertino fac ility, would be more advantageous. 

To better help management evaluate this prospect, a dual nature business plan 
will be presented. Financial results based on a "drop ship" plan or "not drop ship" 
plan will be presented side by side. 

The total financial results for the Memorex ship program over a ten-year period 
show revenue, profit, and cash of $17.3 miUion, $2.5 million, and $2.5 million, 
respectively. The maximum cumul:ltive negative cash exposure of $1.7 million 
occurs in 3rd quarter 1979. The ROI of the programs is 23.0%:rt'The total financial 
results of the drop ship program over the same ten-year period show r,evenue, 
profit, and cash of $17.3 million, $2.4 million, and $2.3 million, respectively. The 
maximum cumulative negative cash exposure and the timing are $1.7 million and 
3rd quarter 1979, respectively, the same as the Mcmorex-ship program. The drop 
ship ROI is 22.6%. 
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The major ri sks f aced by Memorex in executing thi s progra m inc lude the s ingle 
source na ture of the product and dependence on 'the success of the 1377 and 2089 
progra ms. AI~o, IB M's new line of 3270 syste ms (i. e ., 3274, 3276, and 3278) will 
negatively impact the ma rke t for the "olde r" fa mily (i. e ., 3271, 3272, and 3277). 

Finall y, the t imely int roduction of the Memorex 2074 and 2076 in 3Q79 will have 
an inhibiting effect on 1371 and 1372 sales act ivity. These ri sks have been cons idered 
in the financ ia l forecast. 
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2. PRODUCT 

The 1371 and 1372 controllers are discussed in this section in terms of their basic 
functional specifications, structure and organization, product compatibility, life 
cycle, product family relationships, and other considerations • 

. BASIC FUNCTIONAL SPECIFICATION 

The 1371 and 1372 are functional replacements for the IBM 3271 and 3272,respectively. 
As such, they are c harged with the function of executing commands and orders 
eA-gAi-ating from the application program in the host CPU . 
o~ 
There are four types of commands executed by a controlier: 

1. Write commands, which ar e used to transfer data and orders from the host 
CPU to the terminals attached to the controller. 

2. Read commands which transfer display station buffer data, keyboard key 
data and for 1371's only, status information. 

3. Control commands, which cause certain printer or display station operations. 

4. Sense command, for 1372's only, which transfers to the host CPU a byte 
of sense data that reflects certain device control or check conditions. 

There are two types of orders available. One type is executed as it is received 
by the controller anN s used to position, define, and format data being written 
into a storage buffeQ-,!jo erase certain t ypes of data in the buffer and to reposition 
the display cursor. l-ne second type crre:' pArint format order~ which -i?r-e initially 
stored in the buffer as data and executed only during a print operation. 

Another major function of the 1371 and 1372 is to maintain the integrity of the 
communications protocol. In the 1371 remote controller the only protocol supported 
is IBM's Bisynchronous Communication (BSC) protocol. (Synchronous Data Link 
Control (SOL C) protocol is not supported on the 1371.) In the 1372 Local Controller, 
IBM 360/370 channel protocol is observed. 

As the 1371 and 1372 must complement the 1377, only the 1920 character buffer 
models (equivalent to the IBM 3271 Model 2 and 3272 Model 2) are supported. 

Other exceptions to total IBM feature compatibility are two features which are 
. not supported by the 1371 and 1372: 

1. The Extender Character Set/ APL feature (not supported by the 1377). 

2. ASCII transmission code (only EBCDIC is supported). 
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3. MARKET 

The market for t he 1371 and 1372 Te rmina l Controllers is discussed in thi s sec tion 
in t erms of background, the market , its growth and the competition that will be 
faced. 

BACKGROUND 

The / 3,\1 and\ 1372 are the first Termina l Controller Product s in the Communi­
catior~rategy t o fully penetrate t he iBM 3270 Term inal System market . 

This market consists of three segments: Displays , Printers, and Controllers. According 
to the International Data Corporation (IDC) report on the data communications 
equipment market of August 1977, the size and va lue of the market segments 
are as shown in Table 3.1. 

In May 1977, IBM announced a new line of di sp lay stations, printe rs, and controllers 
for 3270 family. These products offer advanced user features, a lower display 
station price a nd future oriented communications capabi lities (SNA/SDLC Support). 
They are generally incompatible with the older line of products. (The "new" 3274 
controller can support a limited number of "old" display stations and printers, 
however). 

The 1371 and 1372 will not be competing in this "new" unes tab lished sub-ma rket. 
It will be up to the 2074 and 2076 to maintain a Memorex presence tile re. Instead, 
the 1371 and 1372 wiil rely on t he established "old" 3270 compatible market . 

GROWTH 

According to IDC's August 1977 report t he 3270 compat ible term ina l market is 
growing at a rate of 30% per year. It is est imated t hat t he a rrival of the "new" 
IBM line of products will account fo r no more than 5% of that growt h for the new 
unit shipment life of the 1371 and 1372 (i.e, 1978 and 1979). 

COMPETITION 

Competition in the IBM 3270 compatible terminal m~ rket consists of syste m vendors 
and plug-compatible vendors . 1Yst em vendors are t hose who provide cont rollers 
an~ev i cc!f ys tems\wh i ch~reC:l 27 O'fom pa t i b l e~nl y<6 t~ hdCont roller - to- com m uni ca tions 
interface, but not the cOl{trollcr-to-device in t e rfac'e . Plug-compatible vendors 
are IBM 3270 compatible at both inte rfaces . 

Within the syst e m vendors sub-market are two t ypes of systems. Those that are 
designed t o be exclus ively IEIM 3270 compatible and those that a re intelligent, 
user programmable dis tributed pl"Ocessing systems which a lso em~l te the 3270 fit> 
system. The latter, represented by Four Phase, Raytheon, Inco ter ~ Honeywell)~ 
and Harris are not considered in further analysis as they compete in a damentally 
differen t market place than the 1371 and 1372. They have a lso not been cons ide red 
in the ma rket sizing of the above discussion. 

3.1 









4. MARKETING STRATEGY 

The marketing strategy for the 1371 and 1372 is discussed in this section in 
terms of marketing objectives, marketing share/shipment forecast, pricing and-­
product allocation. 

MARKETING OBJECTIVES 

There are five key marketing objectives: 

1. Position for 2074 and 2076 controllers The 1371 and 1372 are transi­
tional products which will allow Memorex to secure a foothold in 
the full line of IBM 3270 compatible system market. When the Memorex­
built 2074 and 2076 are ready in 3Q79, the 1371 and 1372 will provide 
an installed base, an experienced sales and service force and an estab­
lished presence in the market. 

2. Exploit the family selling effort Controllers, display stations and 
printers are often sold together as a system. The 1377 and 2089 will 
aid in selling the 1371s and 1372 and conversely, the controllers will 
aid the display station and printer sales effort. Sales effort and expense 
per unit will be minimized. 

3. Control existing accounts By providing a more complete product 
line through the offering of controllers, we aid the salesmen in account 
control. Anytime a competitor is proposing in markets where we 
lack products, we are vulnerable to his proposing the replacement 
of our installed products by using the "l II vendor concept. 

4. Capture new accounts Many prospects view the product line complet- .. 
. ness as a criterion of committment. \Vith the 1270 and 1380, Memorex ~ l~-q 

5. 

can now offer to these potential users as complete a communications _~c ~r-f {i 

equipment line as there is in the industry. The combination of the 9-/ 

very successful 1377, the high quality 2089 and 1371 and 1372 will 
greatly aid in new tern1inal account penetratfon. 

Increase site AUP An additional objective is to increase site AUP. 
This will provide a direct benefit to both the customer and rvtemorex 
in terms of service, quality and sales coverage. The 1371 will augment 
the remote site AUP where 1377s and 2089s will be residents and 
1372 will do the same for local (CPU) sites where 1270s, 1380s and 
LSS products are involved. 

. .-'1", I! ,"'" 
,/l" i ' /... ,_ .... 
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5. SALES 

BASIC ASSUM PTION 

The Sales Plan requirements are predicated upon quality production models, 
competitive pricing and product availability commencing the second quarter 
1978. 

PRODUCT ANNOUNCEMENT 

Marketing will provide Sales with a complete announcement package, ready 
for distribution by January 31, 1978. The product literature will include: 

1. Product Overview - cover sheet announcing the product and the plug 
compatible product to which it attaches and replaces. 

2. Specification sheets - describing the remote and the local controllers 
presented in a standard Memorex brochure format. 

3. Sales Brochure - quality brochure which describes the key features, functions 
and benefits of each model. 

4. Marketing Guide - a detailed guide to assist the Sales Representative 
in prospect identification, systems definition and the implementation of 
sales strategies. 

5. Sales Manual Pages - describes and identifies standard features, optional 
features and pricing schedules for both models. 

PRODUCT SALES AIDS 

Marketing will provide Sales with the following sales literature and sales aids: 

Sales Literature 

1. 

2. 

3. 

4. 

5. 

Sales Brochure - listed above. 

Specification Sheet - listed above. 

Product Description Manual - to describe the functions operations 
and diagnostics of the remote and local controllers. 

Sales manual pages listed above. 

Installation and tv\aintenance l'vlanual - for use by Field Engineering 
for proper installation and maintenance of both controllers. 
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6. SYSTEMS ENGINEERING 

BASIC ASSUMPTIONS 

1. Standard support items are the only ones listed, as billable S.E. Services 
are not a burden to the program. Billable Services are revenue producing. 

2. There will be minimal activity in new users at a central CPU site, there­
fore little S.E. involvement will take place. Most new business will occur 
at the remote site, where there are few software considerations. 

3. S.E. time will be part of the 1096 cost of sales. 

SYSTEMS ENGINEERING TRAINING PROGRAM 

The S.E. Training Program will consist of the following: 

1. Continuing S.E. Education. 

2. IBM's 3270 Operation and Design Independent Study Program. 

3. IBM 3270 reference manuals. 

4. IBM classes applicable to 3270 systems, access methods, and operating 
systems. 

5. Configuration examples. 

6. Competitive equipment analysis of IBM target products, detail feature, 
functions, and benefits over competition. 

7. Manuals, specification sheets, sales pages, and any flashes will be made 
available to S.E.'s. 

8. Complete hardware training will be given to S.E.'s 
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7. SERVICE 

o Service 'Commonality with existing products 

The 1371 and 1372 Controllers will provide a path to the Host for the 1377, 
2087 and 2089. The 1372 resides on channel and is in an e nvironment similar 
to the 1270 while the 1371 is in a terminal atmosphere, down-line from 
the 1270 or 1380. . 

o Major service advantages/disadva ntages versus competition 

The product family of 1371, 1372, 1377, 2087, a nd 2089 will provide ' maxi­
mum exposure to every phase of a particular product environment. This 
exposure will increase our proficiency, giving us a clear se rvice advantage 
over competition. 

o Service Specifications 

The following performance parameters are based on data rece ived from 
Trivex and our own historical data base of performance on simila r products 
(no tra vel). 

CI DCI CM 

1371 .104 2.0 .208 

1372 .073 2.0 .146 

o Geographic Support Plans 

We are planning on opening at least 79 domestic service locations by year 
end 1979. A minimum 30 day notification will be necessary to open a 
service location. This 30 day notification should allow sufficient time 
to arrange workloads, complete training, and stock spares. 

o Spare Parts Plan 

A spares complement has been identified for both the 1371 and the 1372. 
Redundant components will not be shipped when a service location opens 
for both products. Stock leve ls will be adjusted based on usage. 

o Service Training Plans 

Training for the 1371 and 1372 will take place in the fi eld. The course 
takes approxima te ly two days to complete and contains three filmst ri ps , 
two audio cassettes, student a nd administrator guides, a nd manuals. The 
course is currently available to t he Branch Offices. 
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8. ENGINEERING 

PRODUCTION DESCRIPTION 

The 1371/1372 Display System Control Units will provide a physical and logical 
interface between an IBM 360/370 (or equivalent) or IBM System/3 (via a BSC 
line) and the family of IBM clustered 3270 display stations and printers, and 
their Memorex counterparts which require the IBM 3270 type liB" device adapter 
and a buffer size of 1920 characters or less. The 1371 will be the remote ver­
sion, predominately utilizing transmission lines and modems, while the 1372 
will be the local version, utilizing direct cable connection to the mainframe selec­
tor or block multiplexor channel. 

The 1371 and 1372 Control Units are required to be a cost-effective functional 
equivalent to their IBM counterparts, the 3271 Model 2 and 3272 Model 2, respec­
tively. 

Exceptions to functional equivalence are specified below: 

1. The basic 1371 and 1372 will support eight (8) devices. A maximum of 
three (3) device adapters, each of which will support eight (8) devices 
will be addable. 

2. The standard line interface of the 1371 will support both 1200 BPS inter­
nally clocked and 1200 to 19.2K BPS externally clocked communications. 
No options will be required. 

3. The Extended Character Set feature for APL and Text programs will not 
be supported by the 1371 and 1372. 

4. The 1372 will support the copy feature as specified for the IBM 3271. 

s. The 1371 and 1372, in conjunction with the Memorex 1377 Display Station, 
will support a Local Display Print feature which will allow the display 
station operator to print the contents of the display buffer without host 
intervention. The operator may request the output to appear on the first 
available printer with higher port number (Priority Print) or assign it to 
a particular printer attached to the same controller (Assign Print). 

6. The 1371 and 1372 will provide self-contained diagnostic capability for 
off-line self test and fault isolation. also the units will provide status 
information concerning themselves and the other clustered devices while 
in on-line mode. 

7. The 1371 will not support ASCII transmission code, or SDLe. 
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In all other respects, the 1371 and 1372 are to be functionally equivalent to 
the IBM ModeJ 2 as specified in the "IBM 3270 Information Display System 
Component Description." 

PRODUCT LINE CAPABILITY 

The introduction of the 1371 and 1372 Display system Control Units serve to 
unify the 1377 and 2089 into one complementary product line. Also they will 
serve as a bridge to more advanced controllers planned for the future in develop­
ing full coverage of the IBM 3270-compatible market. It will provide the follow­
ing benefits: 

o Enhance the prospects of 1377 and 2089 sales. 
o Provide current 1371 and 2089 users the possibility of one vendor terminal 

system support. 
o Aid in opening the door for Memorex peripheral equipment sales. 
o Provide a bridge to the marketing of more advanced Memorex-produced 

controllers. 
o Help establish Memorex as a full-line, full-time communications equipment 

vendor • 

. ADDITIONAL COMMENTS 

Both 1371 an~2 will be U.L. approved. Additionally, approval must be granted 
by CSA,~~~her foreign regulatory bodies. A ~ 1\_ ./ 

-----_ --_._- I 'I ~ 

HARDW ARE ENVIRONMENT 0---- AI, r.'~~J;/) ,;- ) ci' t'/"," 

The 1371 and 1372 must be entirely hardware compatible with the IBM 3271 
Model 2 and the 3272 Model 2. Refer to the "IBM Information Display System 
Component Description" manual. Additionally, the Memorex 1377 and 2089, 
among other IBM 3277 and 328X liB" interface units, define the hardware environ­
ment. 

SOFTW ARE ENVIRONMENT 

The 1371 and 1372 must be entirely software compatible with the IBM 3271 
Model 2 and 3272 Model 2. Refer to the "IBM 3270 Informati0n Display System 
Component Description" manual. 

TECHNICAL DESCRIPTION 

Refer to the "IBM Information Display System Description" manual. 

PERFORMANCE REQUIREMENTS 

Refer to the "IBM 3270 Information Display System Component Description" 
manual. 
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• 9. MANUFACTURING 

Manufacturing Concept 

The 1371/72 Terminal Controller will be an OEM product that may be drop shipped 
the scheduled date is open at this time. Manufacturing will support receiving, 
inspection, system test and configuration and shipment of the terminal con-
troller to our customers. Final systems test and shipping shall be the only manu­
facturing efforts required to support the 1371/72 Terminal Controller. 

Product Cost 

As shown below, the 1371/72 product cost will total approximately $3297/$4235.00 
per unit or $4,388,594 total to support through 2nd Quarter 1979. 

ITEM 

nIL Hours/Unit 1371 - 2.4 
D/L Hours/Unit 1372 - 2.8 
b/L, QC, $/Unit 
Material + 296 Frt ($/Units) 
Overhead 28Q96r--\ '." .:' ( . ,.~ 

TOTAL - 5-i~-.':"/"'i '. 
Ac+.,.~L -*560 

Manufacturing Ffnancials 

$ 

$ 

1371 1372 

24.00 $ 28.00 
3206.00 4129.00 

67.00 78.00 
3297.00 $ 4235.00 

Start-up expenses include salaries and expensed equipment up to first customer 
shipments. 

Manufactur ing Engr. Hours 
Manufacturing Engr. Salar ies 
Manufacturing Expense Tooling 
Technician Training . 
Other Overhead Expenses 
TOTAL 

Capital Equipment 

1978 

612 Hrs. 
$11,"073.00 

2,597.00 
27,383.00 

$37,223.00 

1979 

936 Hrs. 

39,316.00 
$50,389.00 

Initially, only test equipment required to support the 1371/72 Terminal Control­
ler is as shown below: 

*Includes Packaging Material 

ITEM 

Test Aids 
Channel Exerciser 
EIA Exerciser 
Scopes & DVM's 
AIC Power Supply Tester 
Terminal Simulator 
Terminal Simulator 
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COST 

$ 3,000 
7,000 
5,000 

10,000 
3,000 
4,000 

10,000 

BUDGET YEAR 

1978 
1978 
1978 
1978 
1978 
1978 
1979 

i 
f 

i 

I 
I 

I 







, 1 

-~l 

(Ij_l. I {];. 

10. QUALITY ASSURANCE 

FOREWORD 

This outline is basically the least amount of "coverage" that Q.A. will strive for 
with each newly released product. However, for the Trivex, "A Catch-Up" situation 
exists, that precludes doing the job Q.A. insists on. The narrative explains the 
Trivex Q. A. plan in some detail. 

I. PRODUCT DESCRIPTION 

A. Hardware 
B. Software 
C. Assumptions 

II. QUALITY GOALS 

III. 

A. Insure Memorex Workmanship Standards. 
B. Provide Product Assurance consistant with MRX Total Quality System. 
C. Validate Vendor Quality with Q.A. Spec for Supplies (GC!QA3200). 
D. Insure product has been tested to conform with all Corporate Standards, 

(viz CSIOI-CSI07). 

DOCUMENT A TION REQUIREMENTS (Not listed in order generated.) 

A. Product Functional Objectives/Product Requirement Statement. 

B. Product Build Quantities 

1. Proto Types 
. 2. Pre-Production Units 

3. Production quantities per month for greater than one year. 
4. Production quantities per year for life of product. 

C. Design Validation Test (DVT) Plan 

D. Acceptance Specs 

i. Final Electrical Acceptance Spec (FEAS) (5.7) 
2. Final Mechanical Acceptance Spec (FlV\AS) (5.7) 

E. Function, performance, and maintainability specs. (DPI028) (5.3) 

F. Product Validation Test (PVT) plan. 

G. Software Validation Test (SVT) plan. 

H. Beta Site Test plan . 
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11. FINANCE 

This section is a financial summary of the analysis in Appendix A based on assump­
tions detailed in Appendix B. The results are presented in terms of ROI summary, 
revenue, profit, cash, best/worst analysis, drop-ship comparison, and net cash 
cost to terminate. 

ROJ Summary 

Based on shipments of 1,184 new units during the initial two years, the 1371/72 
Remote/Local ControIIer program will yield an after tax ROI of 23.0% over 
a ten year period. The marginal ROJ reflects the strategy for this program 
to be an interim investment to immediately enter the controIIer market while 
developing the Memorex-built controller. 

Revenue 

Period revenue distribution is bimodal. The first peak reflects original 3rd party 
sales. The second peak reflects residual revenue from the original 3rd party 
sales. Revenue accumulates to a program total of $17.3 million. 

S MILLIONS 

1 

1 

6 

REVENUE 

CUM 

E/u & 31P 
DSALES 

~LEASE/SVC 

O~~-L.MC,..~I~I~I~'~J~'~IW~I~tE~IOD I 
YEAR 1918 

EIU SALES 
3/P SALES 
LEASE REV 

SVC"REV 
ERIOD TOTAL 

CUM 

O.S 

1.1 
0.1 

Jtl 
1.8 

_1:.8 

1979 

1.0 

2.2 
0.9 

0.2 
4.3 

Ii .1 

1980 1981 1982 

0.0 0.0 0.0 

0.0 0.0 0.4 
1.2 1.1 0.9 

0.2 0.3 0.3 
1.4 1.4 1.6 

1...5. 8.9 10.5 
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0.9 0.8 0.6 0.) 0.4. 7.4 

0.2 0.2 0.3 0.2 0.3 2.3 
2.1 2.2 1.1 0.7 0.1 . 17 .3 

12.L6 14.8 15.9 .16.....6. 17 .3 
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12. RISKS/ISSUES 

. · . 1~7f1312 Cr~~~/ " 
The major issues and risks of the 881 f 'aEt ix ~ program are discussed 
in terms of the Business Risks, Competitive Actions, Quality/Maintainability 
and Opportunity Loss. , ' 

BUSINESS RISKS 

The business risks associated with the 1371/1372 Program are product availabil­
ity, 1377/2089 availability and market success, product obsolescence and ~ust­
orner acceptance. 

Product Availability Since the controllers are acquired from a single ,source, 
Trivex, Inc., one of the major risks is product availability. Because our require­
ments are large in comparison to their production capability, there is a major 
product availability exposure. 

1377/2089 Success Since the 1371 and 1372 are sold in conjunction with the 
CRT and printer, we are dependent upon their continued sales and timely delivery. 

, Reciprocal Impact Due to the inter-dependency among the CRT, Printer, and 
controller, the current forecast of CR Ts and Printers could be negatively impacted 
by up to 20-25% of total volu'me if the controller programs were terminated. 

Customer Acceptance Early customer acceptance of the 1371 and 1372 is impor­
tant to the success of the program. Negative reactions must be handled quickly, 
solutions implemented, and a solid customer base built from the very beginning. 
This is also important for establishing a souna base for future controller products. 

COMPETITIVE ACTIONS 

Due to the growth of the Editing CRT and Clustered Processing markets during 
the 1978 to 1980 time frame, we expect aggressive competition in this market. 
Also, a factor is lower market availability due to IBM's change over to the newe'r 
3270 family. Should their production increse dramatically, the market would 
become more price sensitive, perhaps lowering the margins of the 1371 and 
1372. ' , 

Because of IBM's delay in publishing delivery schedules on their new products, 
we view the market more optimistically, but we expect IBM to reverse this 
position and be very aggressive. \Ve will have to carefully monitor their actions 
and develop effective counter actions. ' 

QUALITY /MAINT AINABILITY 

The 1371 and 1372's performance is important. They must establish a reputation 
for quality. If problems arise associated with the units, we must seek quick 
resolution through Trivex. Failure of the electronics could increase the service 
expense, thus reducing the program profit. 
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