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firm as an executive as the controller. 

If the firm is a smaller firm, which can use a service 

bureau, the programming and operations work is done on a part-

time basis as a part of the services performed for a package price. 

In that case, the Systems Manager has a small staff which designs 

forms, clerical procedures, and controls the details of work-flow 

between the firm and the service bureau. Despite the smaller 

department under him in this case - sometimes only one or two 

people -- the Systems Manager is just as important to the job as 

he is with a large operation to supervise; in all cases he is the 

person with the headaches of getting the job done. 

Developing a Plan 

These two key people, your key executive and your 

Systems Manager, draw up the basic system and call in represent­

atives of computer equipment companies and service bureaus. 

Together with these representatives, an estimate of what is required 

is made up. Statistics on the number of orders per day,. number 

of styles, etc., all determine the capacity and type of computer 

system required. 

Once you have a general estimate of what the require­

ments will be, obtain the consulting services of the best systems 
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consulting group recommended to you for your type of application. 

The kind of systems manager you will find sufficient for your 

regular needs will not be qualified to develop the whole systeITl 

froITl scratch. Together with this consultant -- begin to work 

out the kind of codes which at the same time best suit the needs of 

the company and will be ITlost economical and foolproof for the 

type of equipment you may purchase or use. 

Once this is done, the top officers of the company must 

be brought in to approve a. general plan for establishing customer 

number, spec number, etc. codes and necessary forms and proc­

edures changes. Until that is done, actual work on getting ready for 

the cornputer or service bureau can not begin. 

It will require from three months to a year from the 

time that you are in agreement on these tasks before you can expect 

to produce your first regular marketing or combined marketing­

inventory-manufacturing repoiot. This allows for working-out 

clerical procedures changes, developing new codes, designing 

forms, for setting up the details of the changeover, for developing 

cOITlputer progralTIS, proving those progralTIs and receiving the 

machines you will require to produce bookings, shiplTIents and 

production order inforlTIation for the cOlnputer. The tightest sched­

ule you should adopt for your first regular reports is the point of 

beginning the new s eHing season not les s than six months ahead. 
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This assumes that your firm is going to begin with a service bureau. 

Make your decisions on this in collaboration with your 

service bureau, equipment company representatives and your 

systems consultant. On the basis of these decisions which you 

must get every affected top executive in the company to agree to, 

set up a proj ect progr es s schedule fo l' each task to be completed. 

This is what every executive involved is going to have to live up 

to. 

Outside Consultants? 

The ideal consultant would be a systems consulting 

firm with access to service bureau facilities in your neighborhood. 

Such a firm can do the whole job, from soup to nuts, at a packaged 

price. There are a handful of consulting firms which meet that 

specification. There are a number of systems managers who can 

be hired away from their pres:nt operations for the right prIce 

and who could do at least a competent job of developing a system. 

The best concrete advice that can be given on this 

subject is negative: people to stay away from. First, avoid like 

the plague those experts who promise to put your existing manual 

or semi-mechanized equipnlent on a computer. Second, avoid any 

"expert" who makes any committment without a prior thorough 
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survey of your operations. Third, .avoid as if he were a thief any 

person who proposes to solve your problems with a collection of 

separate "proven" sys terns. 

CONCLUSION 

Any data processing application of any value \vill be 

based on a c;omplete system for identifying all of the data in your 

firm and for proces sing all of that data - - whether manually or by 

machine -- into an overall, inclusive system of producing all 

necessary corporate reports: marketing, inventory, cost, profit, 

production, purchasing, etc., as by-products of the operation of 

of the system as a whole. Any good such system, pres ented to 

you, will make sense. Any such system can be effectively put, 

in entirety or in major parts, on a computer with good results. 

Don't buy anything els e. 

Finally, your firm"may have made a mint II stealing" 

styles, but it \villlose money if it tries to get data processing 

systems cheap by copying a competitor's system. There is no 

system being used by any firm in the industry which can be safely 

copied, as is, by any other firm. Donlt steal it yourself and don't 

contract to pay anyone anything for stealing it for you. The work of 

overhauling such a system to meet your particular needs will cost 

more than building your own system right fron1 the start. 


