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growth

A Remarkable Record...A Promising Future
Digital’s meteoric growth, which has shown a 500%
increase in sales in the last five years, is reflected
in the rapid expansion of its Sales Group. From a
handful of offices just a few years ago, our sales
organization hasbecomean extensive,international
network of offices.

In the decade since the Company was founded,
DEC has become the world’'s number one supplier
of logic modules; the world’s fifth-largest manu-
facturer of computers, measured by total computei
installations; and the acknowledged leader in pro-
viding computers for science and research.

The product lines have been broadened to a full
range of computers and computer systems. They
range from the versatile under-$9,000 PDP-8/L
computerto the sophisticated time-sharing PDP-10.
Much of DEC's strength is in areas where the great-
est growth is yet to come: small and medium-sized
computers for research, education, medicine, in-
dustrial process control, and data acquisition.

the product
Firstin Design...Firstin Performance...Firstin Price

When the Company was founded, its sole product
line consisted of high-speed logic modules for
testing devices. It has continually broadened the
module line and now makes a great variety of sys-
tems components both for our own equipment and
for outside customers. Because DEC is willing to
meet the needs of the market place, a module cus-
tomer is seldom turned away. If none of our modules
fulfill hisneeds, we’'lldesignone for him.

Digital’s success in the manufacture of logic mod-
ules soon led it into the design and manufacture of
computers, the greatest emphasis being on the use
of computers as systems components. The Com-
pany’s commitment has traditionally been to pro-
duce more reliable computers at less cost. From a
price/performance standpoint, our computers are
the acknowledged leaders in their market areas.
The Company has nurtured and acquired a reputa-
tion for simple straightforward methods in product
design. It has consistently been a pioneer in de-

sign, production, and business techniques and

counts among its many firsts the following distinc-

tions:

e The first computer company to distribute a com-
plete price list.

e The first company to market a complete (hard-
ware and software) computer system specifi-
cally designed for time-sharing (PDP-6).

e The first company to market a computer for less
than $10,000.

Qur success is unquestioned. We now command
20% of the market in the under-$100,000-computer
range and over 50% in the less-than-$25,000 range.

organizational philosophy
Team Effort...Superb Support...Depth

Sales have always enjoyed complete support from
all divisions of the corporation...engineering,
production, marketing, software, and field service.
In fact, much of the credit for our success and
reputation can be attributed to the superb market-
ing, software, and field service back-up. Many of
our customers are pleasantly surprised by our abil-
ity to meet delivery schedules, our unparalleled
software support, and our efficient field service
organization. Emphasis throughout is on team effort
and the close interrelationships between the field
and the various facilities. Additionally, the Sales
Group has been able to develop its own versatility
in hardware, software, and application areas...
making it, we believe, unique in technical depth
and expertise.

A growing field service organization (500 individ-
uals) serves as a valuable back-up to our sales ef-
forts, freeing the sales engineer from involvement
in secondary problems.

We are striving to preserve an environment in
which the sales engineer remains above all an in-
dividual. He works with a minimum of supervision.
The levels between him and the rest of the organi-
zation are minimized so that he can interact closely
with product, marketing, and other groups.
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sales engineering at digital
Technically Challenging...Varied...Engineering
Oriented

The technical challenge of selling DEC equipment
attracts engineers from many areas. They come
from research and development, from design, and
from production. And they find new challenges,
more fulfillment, and unmatched opportunities for
technical involvement.

AsDECsalesengineers,they mustbe able toapply
their technical knowledge toward solving custom-
ers’ problems. They must comprehend the problem
from an engineering standpoint and then be able
to demonstrate how it can be solved by DEC equip-
ment.Thisrequiresnotonlyknowledge ofadvanced
computer techniques, but also substantial engi-
neering know-how and ingenuity.

One of their greatest sources of satisfaction is the
professional and engineer-oriented environment
in which they work. Our customers are usually
knowledgeable and sophisticated from a technical
standpoint. Frequently, they’ll be using the equip-
ment themselves to control experiments, to oper-
ate machines, or to be integrated into a system
they have designed. The DEC sales engineer’s
role is to work hand in hand with them, demon-
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strating how DEC equipment can be used or
adapted to solving their problem. Typically, he will
work with such a variety of professionals as news-
paper publishers, industrial engineers, oceanogra-
phers, educators, physicists, chemical and petro-
leum industry engineers, and so forth. They depend
heavily on his technical competence and knowl-
edge.

Another source of satisfaction is the variety and
wide acceptance of our products. The broad range
of uses to which they are put brings a day-to-day
change of pace which most engineers seek, but
many fail to find in other jobs. The PDP-8 family
alone counts over 2,000 installations. These popu-
lar little computers can be found on board ships
and airplanes, in factories, labs, hospitals, and
universities. The DEC sales engineer works with a
wider variety of advanced technologies in a week
than many engineers do in an entire career.

Because of the variety and versatility of DEC's
products, there is no typical job pattern for the
sales engineer. A continuous attempt is made to
match an individual’s qualifications and interests
to hisjobresponsibilities. Some,whose background
isinlogicandcircuitdesign, prefertoconcentrate
ontheindustrialusesof modules. Others,because
oftheirexperience, mayleantoward bio-medical



applications;or,because of their personalinterests,
may wish to specialize in educational markets.

Inatypicalday,ifthereisone,the DECsalesengi-
neercouldfind himselfexplainingtoaplantengineer
howtouse DECmodulestointerface acomputer
withanotherdevice.Then he mightdrive toaschool
tolecture teacherson howtheycan use computers
toteachmathandscience more effectively. During
the same day, he may spendtimewithabio-physicist
explaining howaPDP-8/I couldbe usedto process
datafromavarietyofinputdevices. Thenhemight .
visitafactorytoexplainthe advantagesofadigital
computerversusananalog controllerforaprocess
control application. Anotherdaycould be spentas-
sistingacustomerinthedevelopmentofballistics
testingequipment,discussing the possible use ofa
computer forbrainwave studiesataworld-renowned
biomedical researchcenter,and assistingon the
designofarocketfuel control system.

No two days are alike. The only generalizations
that can be made about the job are that it is ex-
tremely varied and that it demands a high level of
technical competence.

The emphasis...for the sales engineer...is on hard-
ware. As far as programs are concerned, he can
count on the back-up and support of software spe-
cialists. He can also rely on strong technical sup-
port from members of the marketing, engineering,
and product line groups whenever he needs them.

the men
Technically Competent...Committed to Developing
Customer Relationships

Our salesmen must be able to help the customer,

so we stress competence in knowledge of the
product and its uses. We believe our men make up
the industry’s leading sales force in knowledge of
computer uses and their knowledge of computer
components as systems components. They are
indeed computer systems sales engineers.
Through the salesman we are striving to develop
strong customer relationships. So we place heavy
emphasis on service and follow-up long after the
product is installed. The effectiveness of the DEC
sales engineer is measured not only in terms of
orders, but in continuing customer loyalty, team
effectiveness, and individual technical growth.
They can generate their own goals and quotas.
Their rewards: wider and more challenging re-
sponsibilities with recognition for proven accom-
plishment.

advancement

Choice of Avenues...Wide Open Future

The avenues for growth of the DEC sales engineer
are wide open. There will be a constant need for
promotion from within as DEC continues to ex-
pand. New domestic and international offices are
being opened at a growing pace.

Working as a DEC sales engineer means continual
growthanddevelopment. The day-by-day exposure
tonew productsandfieldsincreasesyourknowl-
edgeand broadensyour background.Withthiscon-
tinual professional enlargementalso comesthe
growthoffered by one ofthe computer industry’s
fastest-expandingcompanies.Advancementand
growthopportunitieswill continuously be opening
upinapplication specialization,salesmanagement,
and marketing.
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COMPUTERS ¢ MODULES

DIGITAL EQUIPMENT CORPORATION, Maynard, Massachusetts 01754. Telephone: (617) 897-8821 e Cambridge, Mass. ® New Haven e Washington, D.C. e Parsippany, N.J. ®
Princeton, N.J. ® Rochester. N.Y. e Long Island, N.Y. e Philadelphia ® Huntsville  Pittsburgh e Chicago e Denver e Ann Arbor @ Houston e Albuquerque ® Los Angeles e Palo
Alto e Seattle. INTERNATIONAL: Carleton Place and Toronto, Ont., Canada  Montreal, Quebec, Canada e Edmonton, Alberta, Canada e Reading and Manchester, England ®
Paris. France e Munich and Cologne. Germany e Oslo. Norway e Stockholm, Sweden e Sydney and West Perth, Australia ® Modules distributed also through Allied Radio



