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Industry Focus is the
key to competitive
positioning for the 1990s
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About the cover

Companies that hope to be
competitive in the 1990s must
identify those industries in which
they can strongly compete and focus
their resources there.

GE Information Services has
identified Banking & Financial
Services as an [ndustry Focus and is
evaluating Trade & Transportation
as a worldwide market. Other
industrics, such as Automotive,
Retail, High Tech, are being
evaluated in local markets.

SPECTRUM is published for employees of
GE Information Services by Employee
Communications, 401 N. Washington Street,
MCO7E, Rockville, MD 20850

For distribution changes, send a message
via the QUIK-COMM system to Jeanne
Bovenberg (BOV). For additional copies,
order via OLOS, publication number 0308.31

Managing Editor: Kathleen Power
Contributing Editors:
Fast*Fax—Mike Gwinn
Documentation—Dex Nilsson
QUIK-COMM: EATHLEEN
DIALCOMM: 8%275-4476
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eorganization For Growth
And Competitive Positioning

GE Information Services plays
in an intensely competitive
market. As we move toward the
1990s, competition is going to get
even fiercer. While the revenue
growth over the past two years
has given us time to plan for the
future, that growth rate is not
adequate to sustain long-term
competitive positioning. We
need to grow at least as rapidly
as the industry is growing. This
means restructuring to position
the company to make a quan-
tum leap forward.

Over the past six months,
GE Information Services has
been taking a hard look at the
business, analyzing the drivers
of the growth we've experienced
and looking for ways to drive
that growth curve harder and
faster. At the same time,
technology groups have been
looking at where our technology
needs to be two, three, five years
from now.

Agenda For Change

From this analytical process,
validated by several outside
studies, an Agenda For Change
was developed that will position
the business to be competitive
into the 1990s. A key element of
our Agenda For Change is
greater focus: greater focus of
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our people in our major markets,
greater focus on the industries
in which we have the best oppor-
tunity to compete; greater focus
of support groups on clearly
defined worldwide missions.

Sales & Services

GE Information Services
plays in the three major
markets of the world: Europe,
Asia/Pacific, and North
America. As Europe moves
toward a unified market and
Asia/Pacific becomes an
increasingly interdependent
market, the company needs a
unified presence in these
markets. To attain this objective,

the business is being reorgan-
ized into a Geographic Triad
with affiliates and distributors
forming unified Sales and
Services organizations in
Europe, North America, and
Asia/Pacific.

Within the Triad organiza-
tions, our strategy is to identify
those industries in which GE IS
can compete most effectively
and concentrate our efforts on
developing expertise in those
industries. Our long-term
objective is to establish world-
wide Industry Focus markets
and become recognized leaders
in those industries.

In Banking and Financial



Services, the industry in which
we have the most expertise, we
have been successful in imple-
menting Global Limits Systems
and other custom applications
for banks in all three of our
major markets. To support our
further penetration of this indus-
trv, dedicated banking sales
organizations are being formed
in each part of the Geographic
Triad.

In Trade & Transportation,
an industry in which we are
gaining expertise, we have had
success with the Equipment
Management System for the
GEM shipping consortium, and,
more recently, the port system
for the Port of New York and
New Jersey. Trade & Transpor-
tation is being evaluated as a
potential worldwide industry
focus.

European Sales & Services
The realignment into a
geographic triad has particular
implications in Europe, where
the breakdown of trade barriers
to create a single common
market by 1992 will have a
dramatic effect on the way the
world does business. Already
major European companies are
restructuring to operate as
European rather than regional
companies. We need to under-
stand the implications of this
market change and be ready to
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respond to it, both in terms of the
applications we offer and net-
work services we provide. If we
are properly positioned, this can
spell tremendous opportunity for
GEIS.

A study is underway in
Europe to determine the best
way to implement Industry
Focus and the operational
structure best suited to compete
in the European common
market of 1992.

Asia/Pacific Sales & Services
Establishing local manage-
ment in Asia/Pacific is the first

step toward a more unified
position in this rapidly growing
market. Both affiliates and
distributors have had success in
Banking and Financial Services
in this part of the world. Oppor-
tunity in the Trade & Transpor-
tation industry is clear. A uni-
fied approach will better use our
resources in penetrating these
markets.

North American Sales &
Services

In the U.S., the process of
identifying Industry Focus has
reached a more advanced stage.
A Task Force working over the
past several months has iden-
tified eight industries as poten-
tial growth areas. Two of these
industries—Banking & Finan-
cial Services and Telco—have

been organized at the area level
with dedicated sales, marketing,
and SDC resources. The other
industries—Automotive /Heavy
Equipment, Energy, High
Technology, Retail/Apparel,
and Trade & Transportation—
are organized as industry focus
groups with dedicated sales and
marketing teams reporting into
area managers. Industry Group
managers have responsibility
both for industry focus areas and
the traditional regional sales
organization.

The criteria for identifying
the industries in which to focus
resources was pragmatic. The
Task Force studied the North
American market for several
months, looking at about 15
industries in which the com-
pany does business. Fach was
evaluated in terms of current
success, measured both by reve-
nue and the kind of applications
we provide and the potential
growth of the industry. The list
was finally pared down to six
that were judged to best meet the
criteria. Location of the industry
focus groups was pragmatic as
well. Each is located in the geo-
graphic area that is the heart of
the industry.

Automotive/ Heavy Equip-
ment, for example, is located in
the Midwest, the center of the
American automotive industry.
However, sales reps are also

located on both coasts to explore
the potential for developing
dealer systems like the one
developed for Chrysler for other
automotive dealers. The East
Coast rep will cultivate the
European dealerships and the
West Coast rep will explore the
Japanese automotive industry.

Technology Advancement

In technology, the challenge
is to provide cost effective high
quality service to clients and at
the same time build the next
generation technology platform
to serve clients of the 1990s. To
better respond to this twofold
responsibility, technology has
been reorganized into separate
Engineering and Operations
groups. Engineering and
Advanced Development will
provide a unified approach to
enhancing current technology
and defining future require-
ments. Technical Operations
will enhance cost/quality
control by putting all operational
functions under a single
management.

Worldwide Marketing

To support marketing efforts
worldwide, the Marketing
organization has been
strengthened and consolidated.
Classic marketing functions
have been returned to
Marketing: Pricing, Alternate
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Channel Marketing, Industry
Marketing Services, and
Marketing Communications.
A dedicated Banking Marketing
group will support worldwide
Banking & Financial Services.
Systems Marketing has been
redefined for more effective
interface with the technology
groups.

Sales support functions have
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been moved from Marketing
into the field. Banking Sales
Support is assigned to the
banking groups in the Triad.
Industry Marketing people are
assigned to each of the Industry
Focus groups to support penetra-
tion of the Industry Focus areas.
EDI Services becomes part of the
field Sales Support and Develop-
ment group.

Business Development

The role of Business Develop-
ment has been more sharply
focused on long-term business
strategy. The group is charged
with developing the company's
long-range plan and identifying
and evaluating long-term
business opportunities, such as
joint ventures, affiliations, and
acquisitions. Business Develop-
ment will provide dedicated
development support to each of
the Triad operations.

Implementation Strategy

In summary, this is a long-term
strategy aimed at building a
solid client base and industry
expertise that will earn us lead-
ership in our selected markets.
We don't expect a sudden
upward spiral of revenue the
minute the new structure is put
in place. However, because we
are focusing on industries in
which we have had success, we
are confident that we can
sustain positive growth rates
while building industry
expertise to position ourselves for
the future.
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GE Information
Services

W. James McNerney, Jr.

North American European Sales Asia/ Pacif_ic Research &
Sales & Services & Services S];.Lles. 8;; SSBT(I:GS Development
John Sidgmore Daniel Schultz an(lsctin;)u u Bob Hench

Engineering
Marketing & Advanced Technical
Giuliano Venturi Development Operations
Roy Henderson Joe Squarzini, Jr.
(acting)

Business Human - Seni
Resources & Finance Legal €nior
g:z;lgﬂmf e Communications Tom Crawford Open Consultant
on
& Jack Mulford Joe Marchese




EUROPEAN SALES & SERVICES

#

European Sales
& Services
Daniel Schultz

France UK & Italy Switzerland Germany/ Scandinavia
& Benelux Ireland Carlo Sironi Walter Thess Austria Bo Rehn
Charles Fodor Open Norbert Quinkert
Int'l Sales Int'l Sales & Europe/
Planning & Tech Support Middle East
Development Mike Culyer Distributors
Silvio Cangiano Chris Toone

ASIA /PACIFIC SALES & SERVICES

#

Asia/Pacific
Sales & Services
Daniel Schultz (acting)

Asia/Pacific Banking )
Affiliates/Distributors Sales Support Austraiia/New Zealand
Mark Alexander Colin Smith Russell Murray




NORTH AMERICAN SALES & SERVICES

North American
Sales & Services
John Sidgmore

Steve Knowles

Finance

Legal
Phil Oterc

Human Res
Dave

Rascoe

Sales Planning & Sales & Mktg
Productivity Integration
Mike McDowell Ron Banaszek
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2 Services 3 .
Alber Open Katie Central Haskell Distributors || Development Jim
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Bill Stack Quéntig Barbara {)t)m?estad Consulting Eect
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B Consultant Northwest Detroit Commercial Tech Services West
Sl Malcolm Tim Lee Open Pubnet Services Rochelle Marty
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Robarts Izy Franco Janice Orcutt Cohen Reese
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SDC 1 SDC Southern SDC Southern “:”ashing“?:l EDI Sales & mé“ Tech
Chuck Alex To California Silvio New England 0}[{ﬂ.11;era Consulting er}llter
Seibold Open Anichini Al Vanek ' Guy Fisher el
Creasy Summerville
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Northern ACM IBM Sales ini
sSpC 2 e Training 8
b New England Franchising & Documint
Joe DJ Crane : B .
Grzegorzewski Jim SAHE: Consulting Frank Hart
O’Sullivan Chatierley Bill DeLeo
I I I I H
SDC Southern Canada Sales SDC Boston
Clete Lin Trevor Support Bob
Spehr Register Williams Dave Butler Sedgwick
{ I |
I Sales
Miami Mexico
im Porath Support
J 102150 Ron Meyer
I | I
?auonal Marketing SDC South Sales
oens Dave America Support
Votta O O
National Sales/ “ pett pen
= I I
Marketing Focus NEBO -
Project CSpe:llal
Baob ONS ta.nt
National Sales Focus Carpenter Ralph Bice
I I
sDC Special
Bob Consultant
Johnson Dran Fritz




MARKETING

Finance

Mark Norbom

Legal

Phil Otero

Human Res
Deb Eeller

Marketing
Giuliano Venturi

[ I A N N S

.

Banking & Systems Industry Product Pricing & || Communica-
Financial Serv|| Marketing Marketing || Development Channel tions GEnie Client Services
Dave ~ Bob Services Don Marketing Sam Bill Louden ||Matt Mulligan
Shepherd Simmons Paul Zoukis || Montgomery || Dick Meltzer Kauffiman
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Dev Systems Req Services dpplicilies, trategy Ergmiotion — Quality
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pen Y Mudrick TOI]Y Hall Zailskas DuVall Mike Yourtee
I I I I ] I I I
Host & Net- Ind Mktg Micro Prod & Press System Delivery
Prgcle\:‘lftg work Capabil- Services Dev Capabilities A;; Cll: atrilnnel Relations Development Systems
Open ities Mktg Mary Norm a(l)- etng Steve Dan Leo
L Marv Lewis DeTuerk McBurney S Haracznak Leichtenschlag Schneider
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Ind Mkt
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e CHEICES Systems P Keats Richard
Open Hal Moore oy A Demers
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VAN/MNS Maultinational Product Office
Product Contracts/ i Syst
Marketing Specials Ma!rketm'g ystems
Donna Valtri David Hay Neil Harris Joe Berdini
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Business Performance
Practices & Quality Operations
Peter van der Mike Greg Adams
Geest Lockwood
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Client Sobal
Services gup}?on
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pen John Roeder
I
Int'f Client
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ENGINEERING & ADVANCED DEVELOPMENT

Finance
Mike
McGaha

Legal Human Res
Open Jim Violette

Engineering &
Advanced
Development
Roy Henderson
{(acting}

Mark HI " i 1
Telf.:comfns ‘ : Technology Client Systems Ne.twork Engineering
Engineering Engineering Development Jim Rossini Architecture Prog Office
Jim Keough Mary Howard Don Deutsch Chris Brook Open
Internetworking Communications Client Systems
Systems John Watson Design
Rafael Boza ’ Peter Lovell
Alternative
Comms Systems Oper Systems Client Product
Fd Bob Support
Stephan Stolzenburg Marilyn Axtell
| |
Telecomms Languages Client Appl
Hardware John Jamieson Systems
Barry Tapscott Norm Harvey
Terminal
Interface Datal];zi(; Mgt
SOHVREe O'Connor
Mamie Yee
Network Mgt .
Software Testing
ol " Nei .
Wittenberg ermansdorfer
Network
Transmission File Systems
Software Dennis Yee
Tom Yang
Bardware
Sue Bynum




TECHNICAL OPERATIONS

Technical Operations
Joseph Squarzini, Jr.
Finance o R
] Legal nan hes
MMék; B Jim Violette
cGaha
Network Chio Center Mark 3000 European l;letigork P]roce’ssinégc Client
Operations Operations Gy Serteme Operations Asm et ]l)) auimng 2 Installation
Dick Lewi Zigi Quastler Roger Dyer Surance ep oymen Kevin Boyne
e e 81Q | Bill Brill Mel Szot )
| | | | | |
Western Customer Systems Network Telecomm Mark ITI
Region Suppori Support Operations Projects Deployment
Charlie Roger Hick Dick Win Haslam Richard Don Ivey
Galloway Erdmann Wozencroft
. Network
East: Shift .
ng?;’: Operations Client Support e O Testing &
Jim Hines Tom Drury JuniEin Dave Lillywhite Integration
Henri Monnier
| | | | |
Asia/Pacific Shift Maryland g Deployment &
Operations Operations Supercenter perations
im St Roger Kupcik Patrice Costa e vl Sippord(Cors)
Jim Stare Sanden John Martin
Shift Deployment &
Syst
N%T;l‘:;ﬁgzm Operations Sgy;t;:rli Technical
Bob Kaiser Roger_ Gerri Stoner Support {Host)
Braunstein Maura Conley
| |
Ohio Center Netw9rk
Technigues Analysis &
Jim Bellomo Support
Ralph Taylor

Ohio Center
Facilities
John Gummo

Ohio Center
Planning
Carmen

Edgehouse




HUMAN RESOURCES & COMMUNICATIONS

Human Resources &

Communications
Jack Mulford
HR - North HR - HR - HR
America Sales International Rockville Programs & Communications
& Services Jack Mulford Jack Mulford Practices Sam Kauffman
Dave Rascoe {acting)} (acting) Jack Laflin
| | | ! |
- HR - Technical Employee
i e Ry O e[;i . Staffing Commgni():{ations
Group Central Mario Berta SPeTa ons Open .
Jay Walsh Jim Violetle Mike Kachel
I T I I 1
HR - Industry HR - Comp & Benefits Communications
Group West Ar}(g: ({ ?zzfsl:lfer Marketing Admin Programs
Tom Connors ’ Deb Keller Dick LeFebvre John Dudas
L | I I I
Rockville Sales ElRy Germany) ERgsiatt Org & Staffing Special Services
- Austria Componenits Programs
Meredith Levert . . ) . . Per Saether
Ingrid Holtappels Diana Lawrence Paula Pejsa
I T I
HR - Industry HR - France Compensation
Group East Helene Programs
Bonnie Brown Lajzerowicz Bill McGowen
I T
HR - UK/ HR Information
Ireland Systems
Liz Baran Walter Crowley
1 I
HR - L
Asia/Pacific EEO HR SpEClﬂ.ll.St
Tony Scrivens Dorothy Hevey

T

HR - London
Steve Offord

HR Programs
Chris Sanna

Also reports
to Marketing




BUSINESS DEVELOPMENT

Business
Development
Denis Gagnon

Business .S, Market
Planning Development
Barry Clarke Peter Mannetti

European
Market
Development
Eurfyl apGwilym

Asia/Pacific
Market
Development
George Podvinec

Telecomms
Affairs
Warner Sinback

Bus Dev
Open

LEGAL
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Consulting
Spec Networks
Ian Rutherford

Telecomm
Affairs Mgr
Dick Fazzone

General Counsel
Open

—

Associate General
Counsel -
Regulatory/International
Dave Sherman

Counsel -
Sales & Marketing
Phil Otero

7

Counsel - International
Katherine Butler




FINANCE

Finance

Tom Crawford

Operations International Client
Analysis FP&A Accounting
Dan Miller Malcolm Sweeney Jack Hanson
I I |
Systems Operations
SEVEIRRRRIES Barry Aston Ade Graham
I I I
Marketing Finance - Acctg & Fincl
FP&A Europe Analysis
Mark Norbom Michel Danon Frank VanRoten
I I I
Cost & Profit- Distributors/ Client Fincl
ability Analysis Marketing Services
Jim Richmond Bob Fast Gary Clark
I T
Technology Norway@veden
FP&A L o
Mike McGahia Schoenbeck
I I
Sr Consultant Australia FP&A

Bob Niemann

Gavin Stewart

UK/Ireland
FP8A
Bill Thomson

Materials & Business
Facilities Analysis
Rod Clark Open
T ]
Materials Bus Dev FP&:A
Darryl Euka & FMP Admin
Mike Harrington
T T
Facilities Auditing
Alan Paul John Meyer
I I E——
Logistics Division FP&A
Jim Tidd Bill Kerr
I I
Safety. & Acctg & Taxes
Security Max Harris

Adella Waddell
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