















































CP/M Revisited

Our sales force has grown since
CP/M was announced on the 1550
and a lot of questions have surfaced
concerning CP/M. The following is
an excerpt from the December 1980
Datapoint Marketing News, no. 29.

CP/M Available on 1550

Lifeboat Associates, a New York
software company, has announced it
will market a CP/M disk operating
system compatible with the Data-
point 1550 processor. Lifeboat
develops and markets systems and
applications software, and markets
application software from other
firms. They support their products
via telephone.

CP/M might be described as an
industry-standard operating system
for small computers that use 8080
and Z-80 central processing units (of
which there are literally hundreds of
thousands in use). Software designed
to run with CP/M is transportable
amoung a wide range of various
small computers, since the applica-
tion software interfaces with CP/M
rather than with the machine itself.
CP/M — Key to Applications
Programs

A look through a consumer
minicomputer magazine such as
BYTE shows that a large portion of
the software ads are offerings for
CP/M systems. These include many
reasonably priced packages, used by
small businesses that don’t have the
time or money for in-house pro-
gramming. Thus the addition of
CP/M makes the 1550 available to
this already vast small business
computer market, populated by
many businessmen ready to move
up from their hobby-grade com-
puters to commercial-grade systems
such as the 1550 backed by profes-
sional service.

Interfaces Computer with
Software

CP/M is an operating system, a
layer of software that masks the
hardware and makes it “imper-
sonate’” a computer defined by
CP/M itself. Once CP/M is loaded on
a system, the details of the hard-
ware become irrelevant to the user.
As far as he is concerned, he is
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dealing only with CP/M; the
operating system does the rest.
Similarly, a program need only be
designed to run under CP/M, not
with any particular hardware con-
figuration. This ability to mate vir-
tually any minicomputer and soft-
ware is one of the main reasons for
the growing popularity of CP/M.

CP/M Today

The popularity of CP/M has
mushroomed. It is inexpensive com-
pared to software for large com-
puters, and it provides a machine-
independent environment for the
wider world of software. With
CP/M, a particular brand of BASIC
interpreter will run the identical ap-
plication program on a wide range
of different systems. CP/M is spar-
tan in its use of memory space, and
is also forgiving, making it difficult
for the user to destroy his program
inadvertently.

A Caveat: It’s Their Software

It must be remembered that the
CP/M software is a product of
Lifeboat Associates, not Datapoint,
and that no Datapoint System
Engineers will be trained in it, nor
will they support it. Lifeboat, not
Datapoint, should be contacted
directly for information about CP/M
or purchasing requirements.

CP/M Operates Under License
Each CP/M diskette includes an
end-user license as part of the pur-
chase price. Making copies of the

program is not permitted.

CP/M for Datapoint 1550/2150 is
available for different configurations
including two 9320 configurations.
The hard disk versions bring the
vast storage capabilities of Data-
point’s 9320 Hard Disk System to
the CP/M environment. They store
up to 10MB of data and programs
at data transfer rates up to 10 times
faster than floppies. The 9320 hard
disk configurations provide for con-
venient backup of programs and
data to and from floppy disk.

Under current law, owners of a
program may license the program,
require the licensee to pay license
fees for each copy of the program
licensed, and prohibit the licensee
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from making unauthorized copies.

If unauthorized copies are made,
the program owners can obtain an
injunction against the licensee’s fur-
ther use of the program and require
the licensee to return all copies of
the program to the owner.

Lifeboat Associates has prepared
a 34-page pamphlet listing all of the
CP/M software currently available
for the 1550. To order the pamphlet
contact Lifeboat and request catalog
number 19.

Lifeboat Associates
1651 Third Avenue
New York, NY 10028
(212) 860-0300

Telex: 640693

Slide Code Documentation
Numbers

This is a list of document numbers
for slide presentations currently in
Software Services:

Datapoint Equipment 60406 *
ARC 60551 *
LDCS 60769
ACD 60770
IEOS 60969
DATASHARE 6 60978
Corporate 60982 #
RMS/8800 61003
ISX 61124 *
KSX 61128 *
CDR-CASH 61150
Mini-ACD 61151
1800 61181
8600 61228 #
Color Business Graphics 61260 #
Laser Printer 9660 61262 #
CBG/9660 Announcement 61266 #

# — new slide presentations as of Nov. 1
* — slide presentation that will be updated
by Jan. 1

DS1500 1.1 Ready to Go

You've been reading about
DS1500, the new DATASHARE for
1500s and 1550s, in the last few
issues of Datapoint Marketing
News. Well, it’s finally out! The
model code for DS1500 1.1 is 20727.

Also be sure to order the media
upon which you need it loaded:
20697 for SSSD, 20809 for SSDD,
or 20793 for DSDD. In each case
the software only requires one
diskette that cost $15. The user’s
guide is model code 50482 and the
cost is $4. (Prices are in U.S.
dollars.)

Carolyn Lusk
Ext. 7151
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Financial Selling: Tips on Making
Third Party Agreements

You don’t have to be a banker,
tax consultant, or accountant to sell
financially. In fact, many people
believe you sell financially only to
controllers, financial officers, or
company presidents. Many people
completely overlook operations per-
sonnel who are concerned with
budget control, increased production
with a flat or reduced budget,
return on assets, and other impor-
tant financial matters.

Here are a few hints on how to
think and sell “financially’’:

1. Listen to your contact’s
business problems.

Has his budget been reduced? Or
cut? Must he add new projects even
though his budget is flat? Can he ap-
prove operating leases, but not
capital appropriations (purchases)?
What is his signature authority? His
boss’s?

2. Find out how the company is
faring financially.

Read company annual and
quarterly reports. Is the company
profitable? Maybe they need invest-
ment tax credits to reduce their
taxes. Have they lost money? They
will surely want to reduce their
monthly expenses. Why not offer
them an alternative operating lease
through a third party which reduces
their monthly lease payment? This
means purchase to you, and savings
to your customer!

3. Determine if the company
finances other equipment through
third parties.

Maybe they have financed a fork
lift through XYZ Leasing. Contact
XYZ and ask whether they would be
willing to finance Datapoint systems
on their master agreement with
your customer. This requires an
amendment to XYZ’s agreement.

8600 Progress Update

The 8600 has been in production for only about three months now, but high demand

keeps these Quality Control technicians busy. In order to keep pace with demand, this
final assembly and burn-in area will soon be automated with carousels and other aids.
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The advantage for you is that they
already have credibility with your
customer’s controller and financial
officers.

4. Listen to your financial
contact.

No one buys equipment without a
technical check. In order to sell
financially, your technical contact
must approve the equipment to be
purchased as viable, sensible, and
state-of-the-art. If your contact is
concerned about maintenance, disk
capacity, printer reliability, or other
aspects of the system, handle these
objections quickly while you are
presenting ‘‘alternate financial
strategies” to the financial
evaluator.

5. Don’t rush in with the third
party option price!

First find out whether the com-
pany leases equipment, or uses third
party dollars to finance equipment.

6. Communicate their lease/pur-
chase requirements to your opera-
tions financial marketing manager
and third party.

Like all of us, third parties have
different strengths and weaknesses.
Some are super on creative, stair-
step payment deals; some take
residual positions in order to lower
a customer’s monthly lease
payments; some use tax shelter
oriented leases and want all the the
ITC and depreciation they can get.
But the local third party you may
use may not be compatible with
your customer’s needs. Understand
your customer’s financial re-
quirements before you bring in a
third party leasing company.

To sell financially, you must put
yourself in the business shoes of
your customer. Listen for cash flow
problems, reductions in budget,
needs for tax protection, and
methods used by your customer to
finance other equipment. These
principles apply to new sales, lease-
to-sale conversions, and upgrade
situations. So remember: listen and
use your management and home of-
fice financial resources.

D. M. Horridge
Financial Marketing Director
Ext. 5238
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Memory Manager Improves 1800,

3800 Performance

With release 1.5 of IEOS/DOS,
users many obtain significant per-
formance improvements with the
1.5 memory manager. These im-
provements will become noticeable
with as little as 96K, and will in-
crease markedly with larger
amounts of memory.

The memory manager loads fre-
quently used overlays into upper
memory of processors with more
than 64K. This allows the overlays
to come from memory rather than
disk, thus speeding up execution of
the routines that have been
prestored by the memory manager.

There are several points that
should be noted concerning the
memory manager:

1. The memory manager is table-
driven — i.e., its table contains in-
itial default settings that have been
determined to be best for normal
systems usage. In addition, the
memory manager is self-learning to
a certain extent, since overlays are
maintained in the table on a ‘“most
recently used’”’ basis. This means
that whenever memory is needed to
bring in an additional overlay, the

memory manager will retain those
overlays that have been used recent-
ly, and instead select one that has
not been referenced for some time.
The space that had been occupied by
this selected overlay will be reused
for the new overlay. The net effect
of this policy will be that frequently
used overlays will tend to be resi-
dent all the time, with infrequently
used ones being loaded on an as-
needed basis.

2. Overlays are loaded into
memory from disk only when they
are actually needed. Thus, the
memory manager will have no effect
at all in the situation where a com-
mand is being invoked for the first
time (for example, when the system
has just been turned on).

To obtain full benefit of the
memory manager on 18/3800’s, the
memory size should be upgraded to
120K, with the model 0542 Memory
Expansion Kit. The kit is priced at
$1,600 (U.S.), and has a lead time of
4-6 weeks.

Release 1.5 is available now for

18/3800’s.
Joyce Paes

Ext. 7151

Customer Visits Produce Sales
(If You Do Your Homework

The folks in Product Marketing
who help you during your customer
visits to San Antonio now need your
help. We don'’t feel we can do our
best for you and your customer if
we are not well prepared.

Here are our suggestions for mak-
ing your customer visits successful:
1. Plan your visit and agenda as

far in advance as possible so that
the people in Guest Services have
time to plan a visit that is worthy of
your customer.

2. Make sure that you understand
the purpose of the trip. If your
customer is expecting a presenta-
tion by a Datapoint Corporate Of-
ficer and the officer is not available
during the customer’s visit, you will
have a problem — and probably not
have a sale.
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3. If you've done your homework,
speakers won’t have to overview
their part of the product line. The
basics should be covered in advance
by you and the Systems Engineers
in your local area. That way, time
spent by home office personnel with
your customer will include detailed
information of benefit to you and
customers.

4. We in Product Marketing feel
“If it's not ARC, it’s not really
Datapoint!”’ Please overview the
ARC system prior to your trip here.
Most speakers will assume you've
taken that very basic step prior to
your visit. If your customer
understands ARC, he or she will be
more receptive to Datapoint’s
overall philosophy of office integra-
tion. It’s a fascinating concept —

19

Marketing News
Notes

The Oct. issue of DMN listed the
installation price for 800/1600
magnetic tape drives as $1785. The
correct price is $175.

There has been a model code
change to the 8620 system con-
figuration. 8620s will include the
1401 diskette drive, not the 1411 as
was previously announced.

The official Datapoint banner may
be ordered from Peter Van de Putt,
Dixie Flagg Manufacturing Co.,
P.O. Box 8618, San Antonio, 78208.
Or phone 512-227-5039.

The 4th Annual Datapoint Rep
Conference will be held Jan. 20-22
at the Four Seasons Plaza Nacional
in S.A. If you haven’t made your
reservations yet, contact the hotel
at 512-229-1000.

L. Schmalenberger in Interna-
tional Product Marketing is looking
for applications packages running
under DOS for Calendar, Diary,
Agenda, or Tickler file applications.
Call Linda at ext. 5014 if you can
help.

Kevin Gaffney of the MD-DC-VA
branch is looking for any informa-
tion on the polling of Sweda cash
registers by any Datapoint system.
If you can help, call speed number
5217.

capitalize on it.

5. The most successful visits are
the visits that are well prepared.
Once you know who the speakers
are going to be, give them a call
and let them know what you and
the customer expect to hear.

There are many people here in
San Antonio that are dedicated to
successful guest visits. Take full ad-
vantage of the tremendous resource
you have available to you. We want
to help you close business!

Andrea Ross
FEixt. 8982
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Arlington, Virginia
Jan. 18 Word Processing
Jan. 25 DATASHARE

Arlington Heights, Illinois

Dec. 14 Disk Concepts and Operations
Jan. 4 Resource Management Systems
Advanced DATASHARE
Jan. 18 DATASHARE
Disk Concepts and Operations
Jan. 25 Word Processing
Feb. 1 Attached Resource Computer

Atlanta, Georgia
Jan. 25 DATASHARE

Boston, Massachusetts
Jan. 4 DATASHARE

Detroit, Michigan
Jan. 11 DATASHARE

New York, New York

Jan. 4 Word Processing
DATASHARE

Jan. 11 Disk Concepts and Operations

Jan. 18 Disk Operating Systems

Jan. 25

Word Processing

San Antonio, Texas
Dec. 14 DATASHARE

Introduction to Datapoint Programming

Disk Concepts and Operations
Disk Operating Systems

CLASS TITLE
ISX
Advanced Sales School
Resource Management System Sales
Sales Orientation (DP)
ISX
Sales Orientation (CMP)
CMP Crosstraining
Advanced Sales School
Sales Orientation (DP)
Sales Orientation (DP)
Resource Management System Sales
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DATES
OF CLASSES

Dec 14-18
Dec 14-18
Jan 11-14
Jan 11-22
Jan 25-29
Feb 1-12
Feb 8-12
Feb 22-26
Feb 22-Mar 5
Mar 8-19
Mar 15-19

CUstomer Education

Automatic Call Distributor System
Word Processing

Resource Management Systems
Disk Concepts and Operations
Word Processing

Attached Resource Computer
Advanced DATASHARE
Introduction to Datapoint Programming
Electronic Message Systems
Advanced Long Distance Call Systems
DATASHARE

Resource Management Systems
Disk Concepts and Operations
Word Processing

Attached Resource Computer
DATASHARE

Disk Concepts and Operations
Disk Operating Systems

Resource Management Systems
Long Distance Call Systems

Word Processing

San Mateo, California

Dec. 14

Jan.

Jan
Jan
Jan

4

« 11
.18
.25

Resource Management Systems
Attached Resource Computer
Introduction to Datapoint Programming
Word Processing

DATASHARE

Disk Concepts and Operations

Word Processing

Seattle, Washington

Jan

ales Education

.25

Introduction to Datapoint Programming

DATES
CLASS TITLE OF CLASSES
Sales Orientation (CMP) Mar 22-Apr 2
Sales Orientation (CMP) Apr 5-16
Sales Orientation (CMP) Apr 26-May 7
Resource Management System Sales May 3-7
Advanced Sales School May 10-14
Sales Orientation (CMP) May 17-28
Sales Orientation (DP) May 17-28
Sales Orientation (DP) June 21-July 2
Sales Orientation (CMP) July 12-23
Sales Orientation (DP) July 26-Aug 6
For Internal Use Only
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{ Morketing Support Materials

>
COLOR BUSINESS GRAPHICS
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38
Color Business Grnphics- ARC Brochure (revised Nov. 9660 Laser Printer Brochure Model 9660 Laser Printer
Brochure — Document no. 1981) — Document no. 60534 — Document no. 61242 Quick Reference Guide —
61241 Document no. 61213
® Color Business Graphics Sam- @IEOS Simplified User’s Guide @ 30 CPS Letter Quality Printer
. ple Output — Document no. — Document no. 50502 Flysheet — Document no.
Other New Materials: 61240 61069
@ Laser Printer Sample Output @ JEQS Simplified User’s Guide, ® Model 9611 30 CPS Character
— Document no. 61243 Version 1.4 — Document no. Printer Product Spec — Docu-
@ IEOS Quick Reference Card — 50523 ment no. 61155

Document no. 61010

Ad Schedule

PUBLICATION DATE AD
Wall Street Journal Dec. 9,11,16 IEO - Data Processing
Computerworld Dec. 14 DATASHARE
Communications News December LDCS
Telecommunications December ISX
Modern Office Procedures December 1550
Computer Business News Dec. 14 2150 (OEM)
Computer Systems News Dec. 21 2150 (OEM)
Mar. 22-25 Interface 82
Apr. 5-7 Office Automation Conference
May. 4-6 International Communication

Association (ICA) Exposition
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OEM’s: The new Datapoint 2150
opens up a whole new market for you

DATAPOINT
SYSTENIS T SORR TOGETIER Y

Dallas
San Francisco
New Orleans
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efurb Equipment

Model Model
Code  Description Qty Price Maint. Install Code  Description Qty Price Maint. Install
Processors i
1108  Cassette 1100 Processor, 8K Memory 2200 8 150 4640 6600 Processor, 50MB Disk Storage, , 36500 628 1000
2226 2200 Processor, 16K Memory 2400 113 150 Controller, D/S Software, Documentation
5548 5500 Processor, 48K Memory 10000 178 200
4644 6600 Processor, 50MB Disk Storage, 36500 623 1000
Options Controller, RIM, D/S Software Documentation
5508 8K Memory Upgrade Kit for 5500 900 165
9020 Regulator, I KVA Constant Voltage, 120 VAC 500 25 4643 6600 Processor, 50MB Disk Storage, Controller, 35250 610 970
D/S Software and Documentation
Diskette Systems
1131  Diskette 1130 Processor, 1 drive 2875 74 165 4740 256K Processor, 50MB Disk Storage, Controller 39100 644 1000
1132  Diskette 1130 Processor, 2 drives 3162 96 165 50MB, Multiport, D/S Software and Documentation
1133 Diskette 1130 Processor, 3 drives 3450 117 165
1134  Diskette 1130 Processor, 4 drives 3737 141 165 4745  ARC File Processor 256K Dual Disk and 39100 639 1000
1174  Diskette 1170 Processor, 4 drives 5500 149 185 Controller, 50MB, RIM Adaptor, ARC Software
and Documentation
1500 Systems .
1532 32K User Memory, Two Diskette Drives Bundled Share/Print
(.5MB Total) 5100 68 200 4640/ 4640 and 300 LPM Printer* 41500 768 1000
9280
1536 60K User Memory, Two Diskette Drives 4644/ 4644 and 300 LPM Printer® 41500 763 1000
(.5MB Total) 5550 78 200 9280
4643/ 4643 and 300 LPM Printer* 40250 750 970
1571  Cluster Controller for 3670 9280
Enhanced Datashare’ Terminal 5306 68 250 4540/ 4540 and 300 LPM Printer* 34450 684 1000
9280
1514 1500, 60K User Memory, .25MB Single Diskette 4543/ 4543 and 300 LPM Printer* 33200 666 970
Drive, 9310 Cartridge Disk Drive 12890 147 250 9280
Print 5556 RIM and (3) 300 LPM Printers* 23000 613 675
1515 1500, 60K User Memory, .25MB Pac1
Single Diskette Drive, 9320 13223 155 250
Cartridge Disk Drive Print 5556 RIM and (3) 600 LPM Printers* 38450 793 675
Pac II
1592 1532, 9621, 9443 Cable 7050 110 200
4520/ 4520 and 80 CPS printer* 18500 301 650
1596 1536, 9621, 9443 Cable 7538 120 200 9232
1543  Diskette Expansion Module 2850 33 165 1532/  1500/32K User Memory, 80 cps 5800 115 200
9231  Freedom Printer*
1800 Systems
1802 60K 1IMB 8230 125 200 1536/  1500/60K User Memory 80 cps 6450 125 200
1842  Diskette Drive Expansion Model 3112 39 165 9231  Freedom Printer*
Disk Systems 1802/ 1800 and 45 CPS Printer* 12506 170 200
4220 2226 Processor, 5MB (two 2.5MB Diablo Drives, 9602
1 fixed, 1 removable cartridge), Controller, Multi- -
port Interface, D/S Software, Documentation 9000 217 500 Media Storage
9381  Console Diskette Controller 1 drive 2150 37 165
4520 5500 Processor, 5MB Storage (two 2.5MB Diablo 9382  Console Diskette Controller 2 drives 2450 57 165
Drives, 1 fixed, 1 removable cartridge), Controller, 9383  Console Diskette Controller 3 drives 2750 76 165
Multiport Interface, D/S Software, Documentation 17750 254 650 9384  Console Diskette Controller 4 drives 3050 96 165
9385  Freestanding Diskette Controller, 1 drive 2150 37 165
4523 5500 Processor, 5MB Storage (two 2.5MB Diablo 13 16500 236 620 9386  Freestanding Diskette Controller, 2 drive 2450 57 165
Disks) Controller, D/S Software, Documentation 410 15250 9387  Freestanding Diskette Controller, 3 drives 2750 76 165
114+ 14250 9388  Freestanding Diskette Controller, 4 drives 3050 96 165
9389  Diskette Extension 300 165
4530 5500 Processor, 48K Dual Disk and Controller, 1-3 24000 347 1775 X N
20MB Multiport Comm Adaptor DATASHARE 410 22500 Cartridge Disks
Software and Documentation 11-25 21000 9350  Console Front-load 2.5MB Controller/Drive 2975 93 165
26+ 19500 9351  Freestanding Front-load 2.5MB Controller/Drive 2975 93 165
9354  2.5MB Extension, Removable Cartridge 2400 57 125
4533 5500 Processor, 48K Dual Disk and Controller, 13 22750 329 755 (no controller)
20MB, DATASHARE Software and Documentation 410 21250
11-25 19750 9356  2.5MB Extension, Fixed Cartridge 2400 57 125
26+ 18250 9357  Console Front-load 2.5 MB Controller/Drive 3075 86 175
4K Buffer Memory
4540 5500 Processor, 50MB Storage, Controller, 29450 544 1000
Multiport Interface, D/S Software 9358  Freestanding Front-load 2.5MB Controller/Drive, 3075 8 175
and Documentation 4K Buffer Memory
4543 5500 Processor, 50MB Disk Storage, Controller, 28200 526 970 9369  5MB Dual Disk Extension 4000 79 165
D/S Software and Documentation
Mass Storage Disk Controller and Drives
4620 6600 Processor, 5MB Disk Storage, Controller, 1-3 19950 267 700 9370  Freestanding 25MB Mass Storage Drive/Controller 9950 205 250
Multiport Interface, D/S Software and 4-10 18700 9371  25MB Mass Storage Drive Extension 7750 165 165
Documentation 1125 17700 9373  Console 25MB Mass Storage Drive/Controller 9950 205 250
26+ 16200
300 LPM Drum Printers
4623 6600 Processor, 5SMB Disk Storage, Controller, 1-3 18700 249 670 9280 300 LPM 64 character 8500 140 175
D/S Software, Documentation 410 17450 9281 300 LPM 96 character 9000 155 175
11-25 16450
26+ 15000
Datapoint Marketing News 22 For Internal Use Only



Model Model
Code  Description Qty Price Maint. Install Code  Description Qty Price Maint: Install
600 LPM Drum Printers
9260 600 LPM 64 character 13000 200 175 9409 DATASHARE Modem, 1200 baud receive, 150 450 18 25
9261 600 LPM 96 character 13500 220 175 baud transmit full duplex
- 9420  Comm Adaptor 450 14 25
Servo Printers . ) 9453  Comm Adaptor 450 14 25
9250 Console Sgrvo Printer . 1595 7% 165 9455 (001) Comm Adaptor 450 24 50
9251 Freestanding Servo Printer 1595 75 165 9460  Comm Adaptor 450 18 50
9450 Comm Adaptor 450 14 50
Belt Printers
9291 60 LPM printer, Parallel Interface 1995 64 165 Tapes .
9292 60 LPM printer, Serial Interface 1995 64 165 9551 9 Track 800 BPI 8.5 in Reel 4500 77 165
9294 120 LPM printer, Parallel Interface 1995 90 165 9556 9 Track 800 BPI 10.5 in. Reel 8231 95 175
9212 115-240 LPM Printer, 132 Column 6500 98 165 9558 T Track 556/800 BPI 10.5 in. Reel 8231 95 175
9581 9 Track 1600 BPI 8.5 in. Reel 7500 97 175
Freedom Printers 9583 9 Track 1600 BPI 10.5 in. Reel 9000 91 175
9231/ 80 CPS Freedom Printer Serial or Parallel 1750 47 165
9232 Card Readers
9235/ 160 CPS Freedom Printer Serial or Parallel 1995 65 165 9504  Card Reader, 80 Col, 300 CPM, 115 VAC 5000 55 75
9236 9505  Power Option for 9504, 230 VAC N/IC
1090  Option, Serial Interface upgrade 200 165 .
1091  Option, Parallel Interface upgrade 600 165 Multistation Adaptors
9470 4 Port Multistation Adaptors 863 10 75
Datastation Terminals 9471 8 Port Multistation Adaptors 1238 15 100
3601  Datastation Terminal 995 23 35 - :
3670  Enhanced DATASHARE Terminal for 3270 2756 30 50 Prices are U.S. Dollars
Comm Adaptors *SPECIAL ORDERING INFORMATION — Those offerings that are bundled need to be
3400  Acoustic Coupler 225 16 25 ordered as individual line items on Order Entry Form No. 60719.
9401  Comm Adaptor 450 18 25 Example: Print Pac I should be ordered as follows: Model R5556/9280/9483 on those product
9402  Comm Adaptor 450 18 25 description lines with R5556/9483 Qty 1 each, R9280 Qty 3 appearing as individual entries and
9404  Comm Adaptor 450 14 25 the bundled price will appear on the second product entry line.
9408 DATASHARE Modem, 1200 baud transmit, 150 450 18 25
baud receive full duplex

Small Systems Answers

Your Questions

Recently, we in Small Systems
have received many questions con-
cerning model codes, release
numbers, and prices. We are pro-
viding some of the most frequently-
asked questions here with their
answers. We hope that this will be
of help.

Q. Do we have an 8600 slide show?

A. Yes. Document number 61228
can be ordered through Software
Services at ext. 7912.

Q. What is the model code and
price for the 8600 Tilt Rotate
Stand?

A. The model code is 0612. The
price is $175.

Q. Is the 8600 Product Specifica-
tion available?

A. Yes, and its document number is
61115.

Q. Which cable do I order for use
with the 8600’'s MPCA?

A. Model code 3451.

Q. Which cable do I order for use
with the 8600’s MFCA?

A. The cable for the comm channel
or ACU is 0613 ($75.). You need to

Datapoint Marketing News

order two cables if both communica-
tions and the ACU are used.

Q. Which cable do I use for a serial
printer off the 86007

A. You use the 1550 cable to a
serial printer, which is model code
9443.

Q. What is the model code for a
blank 9301 20MB cassette tape car-
tridge?

A. The model code is 20828 if you
want a tape plus set-up. If you want
a blank tape only, the model code is
80537. As for price, the 20828 is
$43 and the 80537 is $33.

Q. What is the model code for
DS1500?

A. The model code is 20727.

Q. What is document number for
DS1500 User’s Manual?

A. The document number is 50482
and the price is $4.

Q. Which release is S15007
A. The current release of S1500 is
2.1.

Jim Whitehouse
Ext. 7151
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Congrats To Systems
Support Winners

Each quarter the Marketing Divi-
sion recognizes an individual from
each region for outstanding achieve-
ment and accomplishment.

Our winners for Q4 FY ‘81 are:

Western Operations:

Southwest Region John Martin
Northwest Region Michael Montgomery
North Central Region Patty Hannon

East Central Region Gayle Joseph

Great Lakes Cathy Seward

Eastern Operations:

Southern Region Carlisle Walker
Gulf Coast Region Fred Masset
Northeast Region Edmund Manning
New York

Metro Region Matt Riesz
Southeast Region Bill Straub

Mid-Atlantic Region Eric Hammer

Federal Region Sam Thomas

Please join me in congratulating
each of these individuals for their
outstanding contributions, and wish
each of them luck as they compete
for Operations Area Winner for 4th
Quarter.

My personal thanks to each of
you.

Carol Snell
Drrector,

Marketing Systems Support
Ext. 7788
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