

















Scanvest Featured on Cover of Newspaper
Multi-Million Kroner Deal Described

Oppsikts-
vekkende

samarbeid
mellom
Kienzle og
Scanvest

Kienzle Datasy-
stem har tatt det
overraskende skritt a
innlede et samarbeid
med Scanvest som
representerer Data-
point pa det norske
marked. En slik lokal
vurdering er ganske
enestaende. Hittil
har de andre dat-
terselskap til vest-
tyske Kienzle uteluk-
kende solgt Kienzle-

Det mest overraskende handtrykk i 19812 Kan bety 20 mill.
kr. for Kienzle i ar. Adm. direktor Sjur Svabo (til venstre)
og adm. direktor Per Orbecki Kienzle.

produkter.

Se side 5

Datapoint’s Norwegian
distributor, Scanvest, was featured
in an article on the front page of the
March issue of Polyteknisk Revy,
described by Scanvest’s managing
director Sjur Svaboe as the
“Computerworld of Norway”.

A photograph accompanying the
article showed Svaboe and P.
Orbeck shaking hands over a deal.
The caption read, “Surprising
cooperation between Kienzle and
Scanvest. This is probably the most
surprising handshake of 1981. It
may result in a revenue of $4
million (20 million kroner) already
this year.”

Orbeck is the managing director
of Kienzle, which, the article said,
“has surprisingly signed up an OEM
deal with Scanvest.

“Such a deal between vendors of
this size and importance has never
been signed in Norway before. So
far, all German Kienzle daughter
companies spread all over Europe
have been allowed to sell Kienzle
computer products only.

“Kienzle will under this agreement
market the new Datapoint 1500
series for administrative data
solutions based on Scanvest soft-
ware covering accounting and
general ledger, payroll, stock
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control and invoicing.

“While Scanvest has a customer
base of 1000, Kienzle has a customer
base of 3000. Revenue for Scanvest
in 1980 was about $20 million, and
for Kienzle, $8 million.

“This agreement is done partly for
Scanvest to be able to cover the
lower part of the marketplace, and
due to the large customer bases
involved in Norway it has come as
a shock on the computer com-
munity.”

(Thanks to Sjur Svaboe for
providing translation.)




Hardware Changes Required for RMS

Some existing Datapoint hardware
requires modification before it can
support RMS. If you are getting
ready to install RMS it is of vital
importance to do two things:

1. Identify any units needing
rework; and,

2. Use the correct procedures to get
the units upgraded.

Site Survey

The first step is to conduct the
site survey. The purpose of the site
survey is to identify all units
requiring rework and to order
upgrade kits if necessary (detailed
description follows).

The site survey is the respon-
sibility of Marketing Division
personnel (SE/Salesperson), not
Customer Service. Correct system
assurance depends upon proper
completion of this survey.

A special document, “RMS
Equipment Requirements” (Model
- Code 61018), has been prepared to

make the job easy and to stan-
dardize the process; a sample is
-illustrated on page 9.

The sample shows what the
document looks like, but cannot be
used for ordering, since multi-part
forms are required, as explained in
the section entitled “GETTING THE
UPGRADES DONE".

This document is ordered just like
any other model-coded product.
One document must be completed
for each site to be upgraded. Note
that multiple documents are
required for multiple sites, even if
the sites are all for one account and
even if they are all in the same
building.

Equipment Requiring Modification
for RMS

DEVICE TYPE MODEL KIT
Processors: 3800 series 0573
Comm Adaptors: 9481 0572
8

Equipment Requiring Recon-
figuration/Modification for RMS

Disk Controllers:  9370/9373 None
(25 MB)
9374 (20 MB) None
Terminals: 3600/8200 None

As you can see, there are two
categories of equipment: the
category which requires ordering a
hardware upgrade kit and the
category which requires no kit.

Equipment which Requires an
Upgrade Kit: 3800 Processor

The 3800 processor must have the
correct firmware version in order to
work properly for RMS data
communications. It's easy to
determine the firmware level of a
3800: activate the hardware DEBUG
program by pressing, and holding
down the RESTART and DISPLAY
keys. While you've got these two
keys down, press and then release
the INTERRUPT key. The display in
the lower right-hand corner of the
screen shows that the processor is
now running DEBUG. Now type in
a question-mark (?). The result will
be a display like this:

M:011 P:002:014
The last three digits (in this
example, “014"”) designate the level
of the processor’s firmware.

If the last three digits are “012”,
order Kit 0573.

If the last three digits are “013",
and RMS Data Communications
Software will use the ICA of this
3800, order Kit 0573. Do not order
the kit if RMS communications
software will not use the ICA, since
all the other RMS software runs
correctly with Level 013 firmware.

If the last three digits are “014"
(or above), no modication is
required.

9481 Communications Adaptors
All 9481’s delivered prior to

February, 1981, are Model Code

9481-001 and will require upgrade;
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all units delivered subsequently will
be 9481-003, which do not require
upgrade.

If upgrade is needed, order Kit
0572. (This kit contains a new
Model Code label which identifies
the upgraded 9481 as a “9481-003";
the new label will be affixed to the
box by the CSR.)

Equipment which Requires No
Upgrade Kit: Disk Controllers

All 9370/9373 (25MB) and 9374
(20MB) disk controllers to be used
in an RMS system may require a
change to one of the boards in the
disk controller. The Datapoint CSR
modifies the existing board on the
customer’s site. No upgrade kit is
required.

3600 Terminals

3600's to be used under RMS
require configuration for screen roll-
down. This modification can be
done easily at the customer’s site by
the Datapoint CSR. No upgrade kit
is necessary.

8200 Terminals

8200's to be used in an RMS
system require configuration for
screen roll-down. This is a
modification that can be done easily
at the customer’s site by the
Datapoint CSR or SE, or the
customer himself (some customers
know how to configure the 8200
options). Here's how:

1. Turn off the 8200 and turn it
back on. This causes the

POWER-ON RESTART sequence.

2. Initiate the user-option mode by
holding the CONTROL key
down, tapping the INTERRUPT

" key two times, and then releasing
the CONTROL key.

3. When the 8200 screen shows
“OFF LINE", key in “(OPT)",
followed by the ENTER key.

4. When the option display is
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shown, keep pressing the ENTER
key until the cursor is beside the
ROLL DOWN option.

5. Type in “Y” and continue
pressing the ENTER key until the
question “DONE?” is asked in the
lower left-hand corner of the
screen.

6. Again, type in “Y”. This com-
pletes the procedure.

Getting the Upgrades Done

The instructions for using the site
survey document are printed on it
and must be followed exactly. When
the document is filled out, attach
the original to the EOS, forward the
yellow copy to the local CSR
manager and retain the pink copy in
the local marketing office in the file
pertaining to the account.

The purpose of giving the yellow
copy of the site survey document to
the local customer service manager
is that he will be alerted to watch
for the upgrade kits to come in;
when they arrive, he will
automatically arrange for a visit by
the CSR. On this visit the CSR will
perform all the upgrades (both those
involving kits and those not in-
volving kits). This approach will
minimize the number of CSR visits
and optimize the efficiency of each
visit. Do not place service calls to

get the work done. Let the CSR
manager schedule the visit.

Policies Governing Upgrades

A very important consideration is
that the upgrades will be done at
Datapoint’s expense. In order to
minimize Datapoint’s costs, modify
only equipment to be used for RMS.
List the upgrade kits as no-charge
items.

These upgrades are not required
for equipment running DOS and
will in no way benefit DOS
operation; on the other hand, they
do not impact DOS operation and
must be done for equipment which
will run both DOS and RMS.

The availability of equipment
upgrades is limited to accounts
which are installing RMS. Kits can
appear only on an EOS/SOS which
orders RMS, or which specifies an
account whose order for RMS is
already on file (by giving the PR
Number or Field Document Number
of that order). Unless these con-
ditions are met, the order will be
rejected by Order Entry.

Customers who receive their RMS
software from an OEM will also
obtain their upgrade kits from that
OEM. Specifically, the OEM is
responsible for ordering upgrade kits
for customers to whom he has
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distributed RMS software. Reps are
not currently authorized to
distribute RMS software. The Rep
customers running RMS must place
their own order for upgrade kits.
RMS customers who are not under a
hardware maintenance contract
should follow the same procedure
for the site survey and ordering of
the upgrade kits as customers under
a hardware maintenance contract.
However, they will be billed for the
service call to install the upgrades at
the prevailing rate.

It must be clearly understood by
both customers and Datapoint
personnel that RMS is not “free”.
The policy of the company is that
there are only two ways to get
RMS:

1. Pay the one-time $1500 (U.S.)
license fee for each RMS 98XX
software package; or,

2. Include the software order on an
SOS accompanying an EOS
which orders a processor, in
which case the license fee is
bundled into the price of the
processor. (As usual the price of
the processor is not increased by

this.)

JIM WHITEHOUSE

DATAPOINT

The “D"” logo, Datapoint,
DATABUS, DATASHARE
and INFOSWITCH are
trademarks of Datapoint
Corporation registered in
the U.S. Patent and
Trademark Office. ISX,
PLM, SHARE, EMS,
LightLink, KSX, ARC,
RMS and LDCS are
trademarks of Datapoint
Corporation. All rights
reserved.




SOftware Roundup

The following software has been released since the March Out-Think:

DBCMP15 2.4
DBML15 1.3

DB15 2.4
DCDFMT15 1.4
DISK1415 1.1
DISK1418 1.1
DOS.H 2.6
DPDMP55 4.1
DPSDMPS55 4.1
DPS15M 4.1
DPS15S 4.1
FCOPY15 1.1
FORTS55 1.1
MEMTST15 1.1
MLTC3500 3.2
MLVIP 2.1
ML15TTY 1.3
ML15VIP 2.1
MTERUP 1.3
RUP15 1.1

S1500 2.1
UNITERM15 1.5
RMS Nucleus and Utilities 1.2
RMS DATABUS 1.2
RMS DATASHARE 1.2
RMS COBOL 1.1

1500 DATABUS Compiler

1500 DATABUS Interpreter with
Multilink

1500 DATABUS Interpreter

1500 Diskette Converter
Diagnostic

Diagnostic

1500 Disk Operating System
DATAPOLL Async Disk Master
DATAPOLL Synch Disk Master
1500 DATAPOLL Master

1500 DATAPOLL Slave

1550 Inter-Density Diskette File Copy
FORTRAN Compiler

Diagnostic

Burroughs Multilink Interface
Honeywell Multilink Interface
1500 Tetetypewriter Line Handler
Honeywell Line Handler

Remote User Program

1500 Remote User Program

1500 System Release

1500 Universal Terminal Emulator

Price Book Errata

Here are three corrections to the
04/02/81 “Pink Sheets” Price
Schedule pertaining to Small
Systems. All of these errors occur
on page 5.

® 1818/0105 should read 9320
® 1819/0105 should read 9320
® 1820/0105 should read with RIM

RESTRICTED DOCUMENT - DO NOT REPRODUCE

MASTER PRICE SCHEDULE

Document Mo. 70192

EFFECTIVE DATE: 04/02/81

How Successful are Home Office

Guest Visits!?

For some time now we have been
trying to quantify the success of the
Home-Office Guest Visit program.
Subjective reports from the field
have been favorable, but hard data
has been difficult to obtain. Our
“gut feeling” has been that the
program does have a positive effect
in helping the field sales force in
closing the contract, but what is the
home-office visit really worth to
Datapoint in completed sales?

At last we have sufficient data to
provide a reasonably close but
conservative estimate of the average
ISV in resulting sales contracts
following each guest visit com-
pleted.

Request for Feedback

Starting with Q4FY80, a letter
was sent to each Regional Manager
ninety days after a completed visit,
requesting a report back on whether
a contract had been concluded, and

10

if so, what was the ISV of the
order. They were also asked what
were the estimated long range
potential sales to the company.
Although response to date has
only been a little better than 50 %,
the average ISV per completed visit
is up to $137,571 (U.S.). This is a
conservative figure and assumes that
all the visits where no reports back
were received resulted in a no-sale
situation. We believe the actual
figure is a lot higher than that.

Improvements to Data Base

In the future we are changing our
procedures to try to improve our
data base. Ninety days following a
visit we will initiate a call direct to
the salesperson who brought the
visit in. We will ask if a contract
was signed, and if so, the date and
ISV of the contract. We will also
ask the salesperson’s estimate of the
long-range sales potential for his
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customer. This data will then
become part of our data base and
help us in evaluating our services to
you.

Please be responsive in providing
the data requested when we call you
ninety days following your home-
office visit. Better still, give us a call
as soon as your customer signs the
contract and let us know how
successful you were.

We are here to serve you and will
do our best to make your home-
office visit a success. The data you
provide will help us serve you
better.

HARRY SPILLERS
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eflections 7
Order Rate 4

The order rate is up! Although
the final tally is not available yet,
the Third Marketing Quarter
reflected a strong order rate increase
in all business areas. This is a
testimony to the fact that
Datapoint’s field sales force, product
line, and market place acceptance
are significantly better than our
competition. Thanks for the job
well done, and keep going!

ISX Announcement

Datapoint announced a truly
significant and sophisticated product
in New York City April 2. The ISX
is not only an unparalleled, state-of-
the-art third generation PBX, but it
is also the sophisticated “traffic cop”
that has the intelligence to store and
forward all types of information
(voice, data, fax, electronic mail
etc.).

One strong word of caution: don't
get distracted by a product that
can't be delivered in massive
quantities for 12 to 18 months. We
must derive our next year’s revenue
from our current and deliverable
product line. Do use the ISX an-
nouncement as leverage to sell our
current product line by convincing
prospects and customers that
Datapoint provides a sound product
path for growth.

FY 1981 Close Out
Strategies

The FY 1981 Marketing Year is
about to close. There are less than
90 days to accomplish your personal
objectives for this Marketing Year.
Sales people should be applying
their specific strategies to earn their
way to the Achievement and
President’s Club. The systems
resource should be working closely
with sales personnel to maximize
their Q-4 bonuses. A strong finish in
FY 1981 will also provide the
momentum required to ensure next
year's success. Good luck in your
successful endeavors! San Antonio
and field management stand ready
to provide all reasonable assistance
required.

STEPHEN O. JAMES

Hotel
del Coronado

Here I Come!

Customer Education
Prices Listed

Listed below are the fees for standard scheduled customer education
courses. The fee includes tuition and all materials. Every student attending
a course must pay the fees; no course may be audited.

Course Title Fee (U.S.)
Disk Concepts and Operations $600
Introduction to Datapoint Programming 600
Disk Operating System 600
DATABUS/DATASHARE 600
Advanced DATASHARE 600
Attached Resource Computer Systems 600
SNAP/3 Assembler 600
Basic Infoswitch/LDCS (Version 2 ¢ 3) 600*
Basic Infoswitch/LDCS (Version 4) 600*
Advanced Infoswitch/LDCS (All versions) 600"
Basic Infoswitch/ ACD 600*
Word Processing Concepts & Operations 600*
Electronic Message System Concepts and Operations  600*

An asterisk (*) denotes new prices effective with classes starting May 4,
1981.

On-site Classes

On-site training classes will be priced at $6000* (U.S.) for a minimum of
eight students, plus $150* (U.S.) for each student over eight, up to the class
maximum. Instructors’ travel and hotel expenses will also be charged.

Cancellation Fees

A late cancellation fee of $100 (U.S.) will be charged should a customer
cancel his/her enrollment later than the Monday before the first day of
class. Should the student fail entirely to cancel the enrollment, the full fee
will be charged. No provision will be made for refunds or credit for missed
class days or unused course materials.

Tuition amounts are chargeable at the published rate in effect at the time
of enrollment.

AL COLLEY
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AD SCHEDULE

May

Publication

Date

Watt Street Journal

Business Week
Communications News

Computerworld

Datamation

Modern Office Procedures
The Office

Computer Business News

Computer Systems News

May 11, 15, 19, 28
“Future Works Now”

May 4 “Future Works Now”
“Future Works Now”

May 11 “Future Works Now"
May 25 “ISX”

“Xerox”

“1550”

“1550”

May 11, 18 “OEM”

May 11, 25 “"OEM”

Marketing Education

San Antonio Class Schedule

12

May 1981 - July 1981

lass Title

Dates of Class

Sales Orientation (CMP)
Management Development I

ASR Group II Phase I

Management Development II

Sales Orientation (DP)

CMP Cross-Training

Resource Management System Sales
Products and Markets

Sales Orientation (CMP)

ARC

ASR Group III Phase I

Sales Orientation (DP)

Resource Management System Sales
Products and Markets

Sales Orientation (CMP)

Sales Orientation (DP)

ARC

Resource Management System Sales
ASR Group II Phase II

May 4-15
May 4-8

May 4-22
May 11-15
May 11-22
May 18-21
May 27-29
May 27-29
June 1-12
June 8-10
June 8-26
June 15-26
June 22-24
June 29-July 1
July 6-17

July 6-17

July 13-15
July 20-22
July 20-August 7

Marketing Education -- Mailstation C-04 -- Extension 7012
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Controller’s
Corner:

New Order Forms
Developed

Administrative Management has
gone through a major effort to
develop an Equipment Order
Schedule that will satisfy both
marketing sales force and the home
office administration requirements.

The form was developed using
input from the field. The input was
coordinated with the home office,
who developed a prototype that was
tested in Dallas and Minneapolis.
Feedback from the tests was in-
corporated into a final revised form
that was presented to MRFA's and
RA’s in March. The MRFA’s and
RA’s understand the concept and
what is required on the form.

The time involved in preparation
and the assistance from the field
combined to produce a professional
Datapoint order form that is far
superior to the present one. The
major advantage of this form is that
it is multi-part, which will provide
immediate savings by reducing
photocopying expense both in the
field and home office. The form
provides a field comment section
and step-by-step instructions on the
reverse side. Another advantage is
that the form is professional
looking, designed so well that if the
salesman desires, he can write up an
order on the multi-part form while
with the customer and leave a copy
of the order with the customer.

These forms have been distributed
to the field offices and are now
available for use nationwide by the
Datapoint sales force. They will be
in use by OEM’s and Rep's soon.
With proper training and support
the transition period will be short,
smooth and successful.
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Model Description Qtv Price Mamnt Install Model Description Qty Price Maint. Install
4220 226 Processor, SMB storage (two 2.5MB 2000 205 500 9385 Freestanding Diskette Controller, | drive 2150 37 165
Diablo Drives, 1 tixed. 1 removable 0386 Freestanding Diskette Controller, 2 drives 2450 57 165
cartridge), Controller, Multiport Intertace 9387 Fresstanding Diskette Controller, 3 drives 2750 76 165
D/S software, Documentation 0388 Freestanding Diskette Controller, 4 drives 3050 96 o5

4520 5500 Processor, SMB Storage (two 2.5MB 1-3 17750 234 650 1108 Cassette 1100 Processor, 8K Memaory 2200 75 80
Diablo Drives. 1 fixed, 1 removable 4-10 16500 2226 2200 Processor, 16K Memory 2400 113 100
cartridge) Controller, Multiport Intertace. 11+ 15550 5548 5500 Processor, 48K Memory 10000 178 200
D5 3oftware; Documentation 9350  Console Front-load 2.5MB Controller Drive 2075 o3 05

4523 5500 Processor, SMB Storage (two 2.5MB 1-3 16500 216 620 9351 Freestanding Front-load 2.5MB Controller
Diablo Disks, Controller, DOS Sottware 4-10 15250 Drive 2975 93 lo5
Documentation 11+ 14250 9354 2.5MB Extension, Removable Cartridge

. 4530 5500 Processor, 48K 1-3 24000 331 775 (no controller) 2400
J Dual Disk and Controller, 20MB 4-10 22500 0350  2.5MB Extension. Fixed Cartridge 2400 57
Multiport Comm Adaptor 11-25 21000 9357  Console Front-load 2.5MB Controller
DATASHARE Software and Documentation 26+ 19500 Drive, 4K Butter Memory 3075 8o 175
Q35 ree: 2 F -load 2.5) ontrolle

4533 5500 Processor, 48K 13 275 313 755 Bk TInEirEing contons ZoNR Limt fler - . .
Dual Disk and Controller, 20MB 410 21250 Jrives i Butter Memany o o -
DATASHARE Software and Documentation  11-25 19750 9370 Freestanding 25MB Mass Storage Drive

26+ 18250 Controller 0050 178 250

& 937 25} Mass S 20 ve Exte! 775 35 5

4540 5500 Processor, SOMB Disk Storage, 20450 407 1000 371 25MB Mass Storage Diive Extencion 750 ! e
3 9373 Console 25MB Mass Storage Drive

Controller, Multiport Intertace, D/S Controller 9050 178 250

Software, t PR 5 2 g

oftware; Documentation 020] 60 LM Printer. Parallel Intertace 1005 S0 lo3

4543 5500 Processor, SOMB Disk Storage 28200 479 970 9202 00 LPM Printer. Serial Intertace 1005 50 lo3
Controller, DOS Software and 0204 120 LPM Printer, Parallel Intertace 1905 79 lo3
Docurmentation . “9250 Console Servo Printer 1595 72 lo3

40620 6600 Processor, SMB Disk Storage, 1-3 19950 255 700 *0251 Freestanding Servo DPrinter 1595 72 105
I(:—)NS“gz‘lt!f‘::axu;:s‘gt\zzlr:r;;:lc:t1 - Tllgs igzgg 9231 80 CPS Freedom Printer (Serial) 1-3 1750 41 o3

¢ N . 0232 80 CPS Freedom Printer (Parallel) 4-10 1000 41 los

26+ 16200 os o0

4623 6600 Processor, SMB Disk Storage 1-3 18700 221 070 20+ 1305

5 -10 7450
Controller T]]::‘ ;/j:_'; 9235 160 CPS Freedom Printer (Serial) 1-3 1005 lo3
N 82 9236 160 CPS Freedom Printer (Parallel) 4-10 1850 lo3
26+ 15000 11-25 1725 lo5
H 5 3 2 0 -

:Z:g g:’::‘d :éogozrt‘r’gﬁs:r“l;jg_’”gDl't"" - 6500 “,? igg; 4640 9280°° 4640 and 300 LI'M Drinter 41500 764 1000
b B B, = 4044 9280° " 4044 and 300 LPM Printer 41500 750 1000
Dncumer’\ta!ion 4644 RGl’M ARC 4043 9280°" 4043 and 300 LM DPrinter 40250 740 970
Software, Docum m"“ “'1 : 4540 ©280°" 4540 and 300 LI'M Printer 34450 033 1000

 LOCHMETIANC 4543 9280°" 4543 and 300 LPM Printer 33200 ol5 970

4043 6600 Processor, SOMB Disk Storage 35250 ol0 970 Print Pac 1** 6 RIM and (31 300 LPM Printers 23000 152 675
Controller, DOS Software and Print Pac 11" 5556 RIM and (3) 600 LPM Printers 38150 odd 073
Documentation 4520 9232*" 4520 and 80 CP’S Printer 18500 275 050

4740 256K Processor, Dual Disks and Controller, 39100 644 1000 3601 Datastation Terminal 005 21 35
50MB Mulnport D/S Software and 3400  Acoustic Coupler 225 lo 25
Documentation

v 940 / : 150 18 25

4745  ARC File Processor 256K, Dual Disk and 39100 639 1000 a0l Comin:Adapter ,L : =
Controller, SOMB, RIM Adaptor. ARC 0402 Comm Adapter 450 18 3
Software and Documentation 9404  Comm Adapter 150 4 25

1131 Diskette 1130 Processor, 1 drive 2875 04 165 9408 DATASHARE Modem. 1200 baud transmit 150 18 25

1132 Diskette 1130 Processor, 2 drives 3162 83 165 150 baud receive tull duplex

1135 |Disketle 1130 Procéssor, 2idsives 3430 101 165 0400 DATASHARE Modem, 1200 baud receive 450 18 25

1134 Diskette 1130 Processor, 4 drives 3737 122 le5 150 baud transmit full duplex

1152 Diskette 1150 Processor, 2 drives 10950 : 87 175 2420 Comm Adaptor 150 13 5

1153 Diskette 1150 Processor, 3 drives 11250 104 175 _— . “ .

1154 Diskette 1150 Processor, 4 drives 11550 124 175 9480 Comm Adaptor 20 18 o

5 N85 o % &

1172 Diskette 1170 Processor, 2 drives 11950 80 185 oo 2 P“(t 800 B‘lj[l‘[a o ";{"I ‘_‘38‘3 o fos

1173 Diskette 1170 Processor, 3 drives 12250 108 185 . v bt o0 o o

B el < 5
1174 Diskette 1170 Processor, 4 drives 12550 130 185 rf?’ U’;‘ Dlol?o 10.5 in. Ree 00 !
. . . . _ rices are U.S. Dollars

9381 L\nnso]e Diskette Controller, 1 drive 21?0 3: 10? ** Special Ordering Intormation

9382  Console Diskette Controller, 2 drives 2450 57 165 Those otters that are bundled need to be ordered as individual lines items on Order Entry

9383 Console Diskette Controller, 3 drives 2750 76 lo5 Form 260710

9384 Console Diskette Controller, 4 drives 3050 % lo5

* Temporarily out of stock
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Customer Education

Course Schedule

May - June

CLASS
DATASHARE

Advanced DATASHARE

Introduction to

Datapoint Programming

Word Processing

14

TIME
May4
May 11

May 18

June

June 8

June 15

June 22

July 6

July 13

July 20

July 27

May 4

May 11
June 22
July 27

May 4
May 11
May 18
June 1
June 8
June 15
July 6
July 13

July 27

May 4
May 11
May 18

June 1

PLACE

San Antonio
New York
Atlanta

Des Plaines
San Antonio
Boston

Los Angeles
San Antonio
San Antonio
New York
San Antonio
Farmington Hills
San Mateo
San Antonio
Arlington
Des Plaines
San Antonio
New York
Philadelphia
San Antonio
Boston
Atlanta

San Antonio
San Antonio
Des Plaines
Seattle

San Antonio
Arlington
Farmington Hills
Los Angeles
San Antonio
New York
Philadelphia
Des Plaines

Des Plaines
San Antonio
San Antonio
San Antonio
New York

New York
Seattle

San Antonio
San Mateo
Atlanta

Des Plaines
San Antonio
New York
Denver

Des Plaines
New York
Arlington
San Antonio
San Mateo

San Antonio
New York
Arlington
San Mateo
San Antonio
New York
San Antonio
New York

July 6

Disk Operating System

Disk Concepts and Operations

Attached Resource Computing

Resource Management System

Basic LDCS

Advanced LDCS
Snap 3 Assembler

Automatic Call Distributor

Electronic Message System
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June 8
June 15

June 22

July 13
July 20
July 27
June 1
July 6
July 13

May 4

May 18
June 1

June 8

June 22

July 6
July 20

May 11
June 15

July 13
July 20

May 18
June 8
June 15
July 6
July 27

May 11
July 27

June 22
May 11

June 1
June 6

June 8
July 13

San Antonio (1.2)
Arlington
San Antonio
San Mateo
San Antonio
Des Plaines
New York
Arlington
San Antonio
San Mateo
San Antonio
New York
San Antonio
Arlington

San Antonio
San Antonio
New York

San Antonio
Arlington
San Mateo
San Antonio
Des Plaines
San Antonio
Des Plaines
San Antonio
New York
Des Plaines
San Antonio
New York
Arlington
San Mateo
San Antonio
San Antonio
New York

San Antonio
San Antonio
New York
San Antonio
Des Plaines

San Antonio
San Mateo
New York
San Antonio
San Antonio
New York
San Antonio

San Antonio
San Antonio

San Antonio
New York

San Antonio
San Antonio

San Antonio
San Antonio
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Any OEM or Datapoint
Representative may rent the
demonstration equipment, pending
availability. Reservations are
required six months in advance to
ensure equipment usage on desired
dates. For information contact
Bonnie Cushman at (512Z) 699-7059.

¢ - sponsored by Datapoint
* - sponsored by other than Datapoint

*

*

*

May 12-14 National Assoc. of Durable Medical
Equipment Companies
(FPM Computer Services)

May 19-23 SE Indp Oil Marketers (General
Information Services Inc - GISI)

May 21-22 ACA Data Processing Seminar
(American Collectors Assoc.)

Jun 2-4 International Communication Association

June 6-10 American Newspaper Publishers
Assoc. (Whalen Computers)

June 11-13 Florida Independent Insurance
Agents (MATRIX Insurance Svcs)

June 23-25 Comdex/Spring ‘81 (OEM)

July 8-10 ACA International Convention
(American Collection Assoc.)

July 9-11 Texas Indp. Insurance Agents Conv.
(MATRIX Insurance Services)

July 16-19 Professional Insurance Agents of
Texas (MATRIX Insurance Services)

July 21-24 Louisiana Qil Marketers (General
Information Services Inc. - GISI

July 22-25 National Office Machine Dealers
Association (NOMDA)

July 27-31 National Convention of State
Legislatures (Dir. National Accts.)

Aug. 5-8 National Shorthand Reporters
Assoc. National Convention
(Baron Data Systems)

Sep. 15-17 National Business Aviation
Annual Convention (Computerware, Inc.)

Sep. 15-18 Securities Industry Assoc.

Sep. 23-26 Telecommunications Association

Oct. 2-4 National Office Products Show
(Continental Data Systems)

Oct. 15-17 Professional Insurance Agents
National Convention (MATRIX)

Oct. 18-21 California Independent, Insurance
Agents Convention (MATRIX)

Oct. 19-21 Joint Meeting of American Society
of Pathologists & American
College of Pathologists
(Medical Systems International)

Oct. 20-22 Communication Management Assoc.

Oct. 25-28 Mortage Bankers Assoc. (RADIX)

Oct. 30-Nov. 5 Annual Meeting of American
Assoc. of Blood Banks (Holly Cove, Inc.)

Nov. 1-4 DPMA San Francisco 81
(Datapoint San Francisco Branch)

Nov. 4-6 National Qil Jobbers Council
(General Info Systems, Inc. - GISI

Nov. 9-12 US League of Savings and Loan
Association National Convention
(RADIX Corporation)

Nov. 17-19 SE Telecommunications Association

Nov. 19-22 COMDEX

Dec. 14-16 International Foundation for

Employee Benefits Plans - EDP
Conference (ADSERV)

Las Vegas, NV

Nashville, TN

Houston, TX

Washington, DC
Atlantic City NJ

Disney World, FL

New York, NY
Chicago, IL

San Antonio, TX.

Dallas, TX.

New Orleans, LA.

Las Vegas, NV.

Atlanta, GA.

San Francisco, CA.

Anaheim, CA.

New York, NY
San Diego, CA.
Chicago, IL.

Washington, D.C.

Palm Springs, CA.

Las Vegas, NV.

Port Chester, NY.
New Orleans, LA.
Chicago, IL.

San Francisco, CA.

Philadelphia, PA.

New York, NY.

Las Vegas, NV.
Hollywood, FL.
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