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FUNCTIONAL DEFINITION: PACT is an economic form (business) established 
to market (and perhaps develop) computer systems 

S.A. Create positive cash flow through the sale of our software 
products. 

THE OBJECTIVE / SUB.TECTIVE REQUIREMENTS FOR T!IE DIRECTOR(S) 

• --Basic tools re uired for business relationships (bus. cards, 
--Basic computer skills (Wordstar,Lotus, 
- Knowledge of our product/market 
--Daytime hours for Sales work 

S: --Clear understanding of PACT aims & pr1or1t1es 
--Agressive pursuit of sal�s and leads 
--Material contribution to PACT sales effort and/or syste1n develop-

OB-JECTIVE RE'QUIREMENTS FOR A NEW QUALITY OF WORK IN THE SUCCESSIVE PHASES OF THE 
PROCESS': 

Realize sales in the marketplace 
Record and control PACT finances in accordance w1th standard 
business practices 
Develop a marketing strategy based on a concrete analysis of our 
potential customer base a�d out product offering(s) 
Conduct PACT affairs in a bus1ness-I1ke manner 
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PRIORITIES DETERMINED BY: 1 () 
OTHER 

2 () 3 ()OR 4 (�OF THE DIRECTORS, P.S. 

( ) : z -------

100 CONSTRUCTION 4-SM YES (� NO () V 
MINIMUM S .A. = STATE Tl!E. PROBLEM BETWEEN ;;:;-TH-;:-;:E;:;--;P:;-;;C;--:-A-N;-;-; P;:;-;C:;----;-( ') -=----------
OR 
T .A. :: STATE THE Cf/ARACTER OP STRUGGLE BETivEEN THE NPA " PA � ) 

Functional office (rational organization) in a domestic environment 

101 Organize PACT literature and materials in the new cabinet 
102 Literature inventory and re-order system 
103 Complete prospect database 
104 Re-do mass-mailing record def. on data base (consolidate) 
:105 
106 ___________________ _____________________________________ ___ 

107 
10

8 ________________ _______________________________________________ ___ 

109 
110 

_______________________________________________________ ___ 

111 
_________________________ _____________________ __ __ _________________ ___ 

112 
-----------------�----------------------------------------------

200 FINANCE 11-SM YES (� NC ( ) V 
MINIMUM S .A. = STATE THE PROBLEM B-::: ET=I:-::vE=·E=,N-=-"=T::-:-:Iic-E-= ,....p=-c:::---"--::N:-::P :-::C�-=ao=---:--------------
T .A. :: STATE Tf/E CHARACTER OF STRUGGLE !JETWE.'EN T!IE PA " NPA (): 

funct�onal bookeeping system vs. finance department as direct support 
to attain S.A. 

201 
Struggle w/ marketing around siles/expense r�tio 

202 Develop budgeting tools to push planning and initiative in marketin[ 
203 
204 
205 
206 
207 
208 

---·-�-. _ _...... __________________ _ 

20(J 
2:10 
21 1  
2:1.2 

.• ill'' 
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SALES 
300 T'RODUCTION 4SM YES ()Q NO ( ) V 
MINIMUM S. A • = STATE THE PROBLEM n-B En. Tn; W"E""E�N..--r;;-Tf;-;;iEn- � "P"'C.---:-1\-lVmPn;;C,......,��)-: ----------­
T .A. = STATE THE CHARACTER OF' STRUGGLE BETivEEN THE PA " NPII (): 

Scientific marketing strategy to realize sales vs. inertia in personal 
implementation 

301 Reach our market through direct mail 
302 Objection chart to identify prospect resistance and overcome it 
lo3 Deepen understanding of our product 
304 Determine our 'match' prospects and sell them rigorousely (prospect 
305 Alternative methods of establishing our product evaluatio 
306 (e.g., presentations, articles, forums, assoc. meetings, etc) 
307 Quantify options/configs we have available to our customers 
308 
309------------------------�-------------------------------------------------

310 311 __________________________________________________________ __ __ __ __ __________ __ 

312 
------------------------------------------------------------------------------

400 IIDMTNISTRATION 'ISM YES (X) NO ( ) V 
MINIMUM S.ll. · = STATE THE PROBLEM BETWEEN -;:;;Tl:-:-JE-:::-,.�Po;-;C;----A-N:-:- P;::-:C;:;---;( """)-: ---- -------
T .II. = STATE THE CHARACTER OF STRUGGLE BETWEEN THE I'll " NPA (X): 

Rational organization of tasks/systems to use limited resources 

effectively 

401 'Run' sheets for data entry, mass mailings, bookeeping procs. 
'102 organizational tools for sales force to keep prospect process under 
403 contro 
lJ04 
405

--

--�-----------------------------------------------------------------------
LIOG 'I 07 ________ ____ _:._ __ _ _________________________________________________ ______ _ 

408 '109 __ _____________________________________________________________________ __ 
------- ------------------------------'--

'110 '111 ___________________________________________ _______________________________ __ 

--------- · -------------------
'4

1
2 
--------------------------------------------------

�100 U•X7!1[, '1-[;M l'/','.'1 ( ) NO QO V 
MINIMUM S .ll. = :JTil'l'E: 'l'IIE l'HUiiU.'M u..,.,.gJ='Iv...,...,l\.,..,..H=lV '1'/lt: l'C " NL'C OQ: 
T . A . = STII'l'E 7'11E CHIIRIICTfi,'R OF. STRUGGLE BETl.VEEN THE PA A NPA ( ) : 

PACT (Nat.) vs. PACT (Int.) 

_J r��·· 
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501 New address & business cards 
502 Reword contracts to fit new cond�t�on 
503 H-P lega� requ�rements (VAR agreement) 
504 

505 
______________________________________ ��----------------------------------

506 

507 
__________________________________________________________________________ ___ 

508 --------------------------------------------------------------------------------
509 --------------------------------------------------------------------------------
510 

511 
________________________________________________________________________ _ 

512 
----------------------�---------------------------------------------------------

f,OO f'OLIT. LI-SM "rES ( ) NO 00 'V 
---=�--�------�--------------------------

MJNTMUM S . 11 . -· STATE TilE l'I?OIJL,EM BETWEEN 1'11E f'C A NI'C ( ) : 

T .A. = STATE THE C!IARACTER OF STRUGGLE BETfo/EE'E'N Tl!E Pll A NP!l �): 

Develop connections with the business community (software/our markets/ 

601 H-P Rep 
602 Mn Off of Soft Tech & the MN software assoc. 
GOJ Markets (construction/printing/job shop assoc's and groups) 
GlJL! 
605----------------------------------------------�------------------------------
GGG 
607---------------------
GOS ------------------------------------------------------------------------------
609 

Gl0--------------------
611 
G 1 ?.------- -------'--------· -----

700 JDEOL. 11--.r;M Yfi:S (� NO ( )  'V 
MINIMUM S .. ll. = STA TE Tff{i,' PI?OBDT-.'M BETWEEN TH=E-I'"'"c.,..,-" ---=-N-=Pc-=C,--.,..,(X") -: --------------
T .11. = S1'11TF: TT!E Cl!!lRilC'l'ER OF STRUGGLE BF:Tio/E'F.N T!IF. r11 A Nf'A (): 

Org. accountability to PACT aims vs. procedural implementation 

"/OJ PS-01 
702 Confront metaphysical thinking 
703 Individuals contribute skills and experience to acheiving S.A. 

Concrete steps to aid sales in overcoming obstacles to acheiving S.A. 

> �·· 
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704 
____________________________ �------------------�---------------------

705 
706 ________________________________ ____ �------------------------------

707 
708�----------------------------�------------------------------------

709 
710

-.------------�----------�------�-------------- ------------------

711 
712
�--------------------------------------------------------------------

800 ORGANIZATION !J-SM ms (� NO () V 

MINIMUM S.A. = STATE THE PROBLE'M BETWEEN T'-;-:IIE-;::- , -:P::-::C:--A-N:7.P�C::--;-( _...)-: ------------------
---

T .A. :: STATE Till!: CHARACTER OF STRUGGLE lJETfvF.EN THE PA 11 NPA (Xl: 

Collective discussion/struggle to expose and define problems and 

develop MOS's 

801 Regular management meetings 
802 Concrete structures to discuss/support sales 
803 Re-evaluate current use �oT£-;'pns�-�o�3''�s�a�s�p�r���mna�r"y�m�e�a�n�s-7o�r��c�o�mrnn�ra�r�r�i�c�a�t�in,on 

804 Clarify job descriptions for all 
805 
806 ____________________ __________________ �--------�---------------------

807 
808 _______ _ 
809 81

0 
________________ �-----------------------------------------------------

811 812 
______________________ �------------------------------------------------

900 THEORY 4-SM YES ( ) NO ()) V 

MTNIMUM S .A. = STATE Tl!E PROBLEM BET'-=-=f¥E-.::-E=N:-:--::T::-:-H:-:::E:-P"""-c.,--"--=-N=F':-::::C---,(,_,),-:----.:.----------------
T .A. = STATE TIJE Cl/ARACTER OF STRUGGLE BET/vEEN TllE PA 11 NrA (�: 

Theoretical basis to make rational marketing and financial decsions 

901 
902 
1)03 
904 -
905 
906 
907 
908 
909 
910 
911 
912 

Investigate direct mail theory (C's DI) 
In v e s t i gate tech n �que s f or · h a n=a�r-=�-=n�g:::---;:;:o"b:-:J:-oe"'c:::-t��-;:;o:vn"s,_--------------
Study 'leads' pamphlet 
Marketing c 1 a·s s -T'I"T-----------------------------

Study our system 

-----·- ·- ---- ----- -----------· 

' , .. 
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000 fi:CONOMIC '1-.'JM Yl':S ( ) NO ltX 'V 

MINIMUM S.ll. = S'J'Il'1'8 'l'IIE' 1'/IUIJL!i'M 11E'T.-:-:W:-::-:l! :-:-:J•: N=-c�l::-::,l""'ll,.,..•.'-=I.,..,)C.,...' . -1\ -,N""l'-:-::C-(): 

T. A. = ST!J.'l'E TilE C/1/J.R!J.C'l'ER 01" S7'RUGGL8 DE'l'WE'F.'N Tllfl' I'll 1\ NT' It (]Q : 

Business (PACT) develops through·aquisition of constant capital 
(Positive cash flow is the basis for further develop�ent) 

001 Develop cash flow through ��les 
002 Contact Venture capitalists/investors 
003 Acquire new equipment, f�xtures, etc� 
004 

oos--------------------------------------------------------------------------------

006 
007----------------------------�------------------------------------------

008 
009
--

--------------------------------------------------------------------------010 
011--

------------------------------�----------------------------------------012 
--------------------------------------------------------------------------------

- �·· 


