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FOIr Federal Express, speed 
us off the essence. So packages 
go by air and information 
comes by graphics. 

Fast delivery is 
what Federal Express 
is all about. So 
management could 
appreciate the ability 
of Tektronix Graphics 
to deliver information 
quickly and concisely. 
"Prior to Tektronix we'd 
draw a few graphs by 
hand," says analyst 
David White, "and they 
weren't exactly pretty. 
Most graphic reports we 
now provide routinely 
we never had time to 
do at all." 

Tektronix tools like 
the 4025 terminal 
and 4662 B-size 
plotter are now in 
use throughout the 
company. 
They're in Flight Opera­
tions, helping clarify 
flight schedules. In 

Management Informa­
tion and Market Analysis 
departments, turning 
statistical printouts into 
line graphs and pie 
charts. In Operations 
Research, helping draft 
more efficient intra-city 
courier routes. Color 
graphics may soon 
move into the corporate 
boardroom. 

Using Tektronix Easy 
Graphing software, sec­
retaries with no previous 
terminal experience are 
producing graphic re­
ports every day. Analysts 
are constructing multi­
color, fine line graphs 
on Tektronix plotters for 
final presentations. 

Whatever your 
business, we'll 
help you package 
information in its 
most useful form. 
You may be surprised 
how easy it is to make 
even the most detailed 
data readable at a 
glance. For more in­
formation call, toll-free, 
1-800-547-1512 
(in Oregon, 644-9051 
collect). Or contact 
your local Tektronix 
sales representative. 

Tektronix, Inc. 
Information Display 
Division 
P.O. Box 1700 
Beaverton, OR 97075 
Tektronix 
International, Inc. 
European Marketing 
Centre 
Post Box 827 
1180 AV Amstelveen 
The Netherlands 
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disk storage capacity of 1.2 million charac­
ters. 

And today's buyers of small business 
systems want more than computing power. 
They are savvy enough to know the key to 
their business is letters and they want word 
processing. 

At least 40 suppliers are now offering 
word processing programs on computing 
systems, taking advantage of a strong sales 
incentive: computer users don't have to 
duplicate equipment in order to add text 
editing capability. 

It isn't just computer manufacturers 
that are adding this word processing soft­
ware. Software houses. and oem systems 
companies are programming computers to 
incorporate word processing, even though 
the· operating systems of the computers for 
which they're designed are data processing­
oriented and make word processing pro­
gramming a tricky proposition that con-

MARKElS 
sumes excessive amounts of money. 

Some computer manufacturers do the 
same thing. In their haste to take advantage 
of the word processing sales appeal, they 
simply write word processing software 
without modifying their operating systems 
to accommodate it efficiently. As a ·result, 
most of the word processing software today 
is limited to simple text editing and requires 
material to be entered as a continuous string 
of text, including imbedded instruction 
codes, in a specific area of the screen. 

Large computer suppliers, so far, seem 
only to be offering word processing soft­
ware on their large systems intended for a 
multi-user environment. 

Standalone or distributed computer 
suppliers, whose primary market is the 
small business or the functional department 
of a large corporation, are rushing to add 
word processing software, usually as an op-
tion. -E.M. 

JUST'ROUND 
THECORNER 
THE RULES ARE CHANGING, 
AND SO ARE THE PLAYERS. 
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From' 'caveat emptor, " to "the customer is 
always right. ' , 

Not quite. But computer and office 
automation markets are moving from being 
technology driven to being more turned on 
to the needs of the users. 

A clear manifestation of this is the. 
move by a number of big manufacturers into 
retailing. . 

Digital Equipment Corp. started it all 
when it opened its first retail store in a mall 
in Manchester, New Hampshire in July, 
1978. "It's been a learning experience for 
us, " said a DEC spokesman. "We're sitting 
back now and digesting the data on how to 
reach the small first time user. We're learn­
ing how to staff and how to sell; that we 
need more applications software." 

DEC was up to a high of 27 retail stores 
coast to coast and now has 25. "We closed 
one and consolidated two,' , said the 
spokesman. The consolidation was of two 
New York City stores one of which was on 
Wall Street. "We found out people on Wall 
Street don't buy computers." The closed 
store was in Detroit. "1he site location was 
not as good as we had expected. " 

Coincidentally, a spokesman for 
Xerox Corp., which began opening retail 

stores last April, when asked about criteria 
for site selection, listed a healthy economy 
and good growth conditions· and added, 
"we wouldn't open a store in Detroit. " 

Xerox has three stores in Dallas, three 
in Denver and one in Hartford, Conn. The 
company expects to have 14 or 15 stores by 
the end of the year with Houston,Boston, 






















































































































