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Looking Back and Ahead

1988 Was A Very
Good Year, But The

Best Is Yet To Come

= 1988 was a
year of very solid
growth and
achievement for
DisCopyLabs.

1989 should
be an even better
one for us and
our customers.

Over the past
four years in particular, the company has
increased its capabilities 1o satisfy fast
growing customer needs. Most impor-
tantly, as we've expanded to keep up with
rapidly expanding market opportunities,
we did so without sacrificing the out-
standing quality and service upon which
our growth is built.

We accomplished this in the face of
factors which affected many software
producers--increased competition, higher
costs and shortages of some media.

How we did it is as simple to explain
as it is difficult to carry out: we ran our
business with the knowledge that our suc-
cess -- even our existence -- depends on
providing superior service, quality and
innovation to customers.

In short, DisCopyLabs must, and does,
provide customers with greater total
value. This is reflected in the fact that we
have become the preferred vendor for an
increasing number of customers.

Many new customers were attracicd
by our solutions approach to problem
solving and our turn key operations.
From a single master, we'll make the
perfect copies; design and produce the
packaging and labeling; inventory the
product; distribute it in single units or by
the carton, domestically or internation-
ally; report daily, or at any other fre-
quency, on shipments and stock.

We utilize facsimile and electronic

Continued on page 3

Norman Tu, President

New Document Conversion Services

ImageScan Technology Division
Expands DisCopyLabs' Product Line

DisCopyLabs’ new division, Image-
Scan Technology, offers two document
conversion services that utilize image
scanning and optical character recogni-
tion (OCR) technologies, convert printed
information text and images into com-
puter-readable formats for electronic
storage, modification and distribution.
The media for the converted data can
include magnetic and optical disks, data
cartridge and 9-track tape, and Digital
Audio Tape (DAT), and CD-ROM.

Applications for document conver-
sion, says David Tu, Vice President for
Strategic Planning, are very numerous,
and are very useful in creating a central-
ized, easy-to-modify and maintain infor-
mation base from which changes can be
conveniently and quickly distributed.

ImageScan Technology converts
printed or typed documents to popular
word processing formats, ASCII or
EBCDIC files. For instance, the
typical printed manual in
use today requires

that hard copies of changes be printed
and distributed and somehow posted, in a
timely fashion, in all existing manual
copies. With the information in computer
readable format, in any media preferred
by the user, changes can be made much
more easily, speedily, cost-cffectively
and safely, according to David.

Because of these advantages, publish-
ers and users of software manuals and,
for example, operating and maintenance
manuals for aircraft, ships, trucks, and
other large equipment, are switching over
in increasing numbers to electronic up-
dating.

Document image processing, will be
initiated early in 1989. This service
converts physical documents into images,
creating. in effect, an electronic file
cabinet for copies of such large volume
materials as checks, invoices, and
orders.

A number of image processing
systems already are, or about to be, on
the market: Wang's WIIS is probably
the best known at this time, and
Plexus, Filenet, and 3M equipment,
among others, also are available.
Both DEC and IBM have an-
nounced for next year.

"We believe that image
oriented databases will have
many applications in

SOt o\ Ve e
oﬂ\% 0"&'&‘"_ o e tion,” states David.
v ‘“‘ ‘C(xf"(’ {9055;’?? pod American Express and
- Wells Fargo Bank, for
‘»sw ‘)M:;::&g«“’ﬁ i o5 C\\ﬁw;;;,‘ :&w example, are just
g et 0 ' % two of the man
¢ ')'WQ? wf cﬁ"’m% ' oog“"“ 5 W v\Jvell-lmown o)r{-
S’ IS T 4\ Continued on
LR AT LT AN i
‘VJ% “&?\;,05 .\p(’ﬂ ‘\L"ﬂ\' w&gﬁw w& oP page 2
L 4 o &
o 'U,o’ﬂ 00“ 'pQu'? )
QDL
St
ke



Fighting The Virus

Two Aspirin And Good Night's Sleep
Not As Effective As Strong Q.A.

The computer virus
infection is developing
into the biggest threat
to information systemn
integrity since the per-
sonal computer took
data processing out of
the safc environment
of the MIS center.

Recent revelations
about a virus that got
away from the control
of its creator and inter-
ferred with the opera-
tions of Intermet and
Arpanct, two defense-
related information
networks with 6,000
computers, are scary.
So threatening were the possibilities
that the story continues to receive major
treatment by most of the nation's elec-
tronic and print press, weeks after the
incident.

Concemn about the potential for
damage by infected programs extends
far outside the professional DP or
national security communities. Even
gencral interest publications, such as
Time and Newsweek, and evening
network television news, have consid-
ered the story important enough to give
it heavy play. Consequently, computer
viruscs and "worms”, and the mischief
they can do, are now familiar concepts
to people of all levels of computer
literacy.

At DisCopyLabs, protecting the
integrity of programs that have been en-
trusted to us to copy has been a routine
but very serious responsibility, and is an
integral part of our quality assurance
system, according to Patty Doherty,
Accounts Manager.

Long before the current spotlight on
software security, we have had proce-
dures in place to protect duplicated pro-
grams. For example, only certain
peoplc at DisCopyLabs are designated
to handle an incoming master. The
master is also protected by being physi-
cally secured at all times whilc in the
company.

At the time a master program is
reccived at DisCopyLabs from the cus-
tomer, a check sum is run and compared
against the second copy. Any variation

in the sums can
indicate a problem has
been discovered.

Another Q.A tech-
nique is to check the
g sum amounts of pro-
duced copics against
f the master copy.
| Again, varialions
indicate a likely prob-
lem.

"In fact, we manage
our entire manufactur-
ing process, from in-
coming inspection to
final inspection and
shipment with grcat
attention to detail to
assure the integrity of
our products,” Patty said.

There are many common-sense
steps that customer organizations can
follow to resist computer infections.
These include:

+ Making backup copies of the
original master and storing them
securely against non-authorized access.

» New software should be quaran-
tined on an isolated computer until
proven "pure”.

» Programs should be regularly
examined for differences in check sums.
If there's a change from the master or
the copy as originally produced, some-
thing probably has been added or
deleted from the program.

» Computer systems and networks
should be restricted to those with a
legitimate need to use them. This
advice also applies to softiware develop-
ment systems.

+ Extra precautions should be taken
with "shareware" and "freeware,” the
most common infectious carriers of vi-
ruses.

» Organization should have well
known plans in place to quickly remove
all copies of suspect programs and 10
make back-ups of related data.

"As a virus is a man-made problem,
a man-made defense can be built
against it. Exercising contro! and
caution while programs are being devel-
oped, copied and utilized can be an
effective barrier against the possibility
of virus infection,” Patty said.

Continued from page i
ImageScan Technology

ganizations that use image processing
for their operations, and many more, in
and out of the financial area, are
following.

"DisCopyLabs is ideally suited to
handle this service, which is both labor
intensive and dependent on specialized
equipment, two components most cus-
tomer companies would prefer not to
have to invest in.

"When we consider that approxi-
matcly 95 per cent of the world's infor-
mation is still on paper, the prospects
for document conversion and other in-
novative information handling proc-
esses are huge. We plan to share in this
large opportunity,” David said.

Document Storage And
Retrieval Systems
US Market Forecast
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These figures reflect complete end-user
installation, including scanners, work
stations, optical storage devices and laser
printers,

Beginning January 1st, DisCopyLabs
will open a gateway to the entire
world of MCI Mail users. MCI Mail
equipped with the existing Network ‘
Courier (The Network Courier-MCI
Mail Link) will allow DisCopyLabs'
LAN users and post offices to ex-
change messages and files with any
MCI mail user across the country or
around the world.
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The Best Is Yet To Come

mail to keep in instant contact with cus-
tomers for such communications as
orders, shipping and fulfillment instruc-
tions, inventory levels, work-in-
progress. Frequent and fast communi-
cations leads to clear understanding of
order details, fast turnarounds - done
right the first time-, and satisfactory re-
lations.

Also much appreciated by customers
is our perspective of the complex
software market, particularly our under-
standing of user considerations. For
example, from our nearly seven years of
software industry experience, we've
developed into a good source of
objective information about such
relevant areas as new market opportuni-
ties, new operating systems coming to
market, the benefits of programs in
multiple formats, the demographic
popularity of media types, and vertical
markets' preference in formats and
function.

Perhaps DisCopyLabs' most signifi-
cant accomplishment in 1988 is its
positioning as the industry’'s most
customer-oriented software manufac-
turer. We made a number of moves to
make us an even more responsive
organization.

We strengthened our middle man-
agement with good new people and
professional training, and generally
staffed up for ongoing growth. Unlike
most duplicators, 80% of our people are
full-time employees. and only 20% are
contract or part-time. That ratio is
reversed for most of the industry.

Consequently, many more Dis-
CopyLabs people have a strong vested
interest in their company's success.
They know that their careers are
directly affected by how well they
perform individually and as a team. In
contrast, the contract employee typi-
cally doesn't have the same long-term
interest and involvement about the job.
Often, the work produced reflects this
difference in outlook.

In 1988, we became less vulnerable
to rapid market changes by enlarging
our product line to encompass almost
every kind of media type in use. In ad-
dition to diskettes, we've diversified
into other market niches including nine-
track tape for the mainframe segment;
the Bernoulli cartridges for the micro-
computer portion; data cartridges for
work stations; and TKS0 cartridge du-
plication for the DEC market.

A more specific step preparing for the

DisCopyLabs'’
newest service, the
duplication of Ber-
noulli cartridges,
reflects the growing
popularity of this
technology as a re-
placement, in many
applications, for
floppy disks and
tapes.

Though not a
brand new technol-
ogy, recent capabil-
ity enhancements to

tape cartridges users
want for many proc-
essing jobs,” said
Norman.

Other features of
Bernoulli storage
include back-up
functions that's typi-
cally four times faster
than tape, ruggedness
and resistance to
shock, unlimited
capacity, and lower
cost per byte stored
versus standard hard

Bemoulli systems have
made it an increasingly
accepted substitute for
other PC storage tech-

Technology Provides disk systems.
Best Features of
Other Media

"With the introduction
of Bernoulli copying
services, DisCopyLabs

niqucs, according to Nor-
man Tu, President.
"Bernoulli cartridges, for example,
offers users greater capacity than a
5-1/4 inch floppy--up to 21 MB--with
fast data access speeds similar to hard
disk systems. And at the same time,
they provide the convenience of flexi-
bility and portability of floppies and

offers one of the broadest
product lines of any software manufac-
turer in Silicon Valley, and probably in
the country,” Norman stated.

For information about this new
DisCopyLabs service, or about any of
our products, please call Patty Doherty
or Sandra Woodrow, Accounts Manag-
ers, at (408) 433-0900.

future was the creadon of a formal
Strategic Planning function, managed by
Vice President David Tu. He will iden-
tify those market opportunities we can
effectively respond to with our capabili-
ties, especially our philosophy of compet-
ing on the basis of service and quality.
The new document conversion services
(see separate story) are the first of a

rcliability. At the same time it will lessen
production labor content and contain or
decrease costs.

These and other investments demon-
strate our confidence in the future of
software manufacturing, now at the level
of $400 million to $500 million a year
worldwide, and growing at approximately
a 30% rate. At this size, the stakes to

Perhaps DisCopyLabs’ most significant accomplishment in 1988
is its positioning as the industry’s most customer-oriented
software manufacturer. We made a number of moves
to make us an even more responsive organization

number of prospective products under
study.

In the first quarter of 1989, we'll add
10,000 square feet to our cxisting 43,000
square feet, significantly increasing our
production and warehousing capacities.
That will give us the space to handle
more production and warchousing,
especially the last minute crunch of end-
of-quarter orders.

In preparing for expansion, we also
will be investing in new automated
equipment. This state-of-the-art machin-
ery will lead 1o a number of benefits,
including speeding up the duplication
process for higher density media of the
future and will assure consistent high

play in the market are also rising. As
competition is becoming tougher, the
market is increasingly sophisticated and
demanding.

More that ever, our challenge is to
maintain and enhance those high per-
formance standards that made our growth
possible.

The "secret” of our success has been
running the business on the foundations
of service, quality and innovation -- of
always doing what we say we will do.
Guided by these principles, and sup-
ported by the continuing excellent efforls
and attitude of DisCopyLabs people,
1989 also should be a very good year for
our customers and our company.




David Tu Named VP-Strategic Planning;
Will Head Two New Product Offerings

David Tu, a co-
founder of DisCopyLabs,
has been appointed Vice
President for Strategic
Planning, a new position
with a critical role in the
company's ambitious
growth plans.

In this position, he will
analyze and recommend
new opportunities that
will contribute to Dis-
CopyLabs' expansion
program.

Previously, David had been Vice
President of Milton Meyer & Company, a
mult-billion dollar real estate develop-
ment company based in San Francisco.
There, he had been responsible for all
accounting, MIS, construction and
property management functions for a
company with more than 13 million
square feet of property located nation-
wide.

David, who holds masters’ degrees in
both business administration and civil
engineering, also will head up new service
offerings in the evolving technology and
market area known as document conver-
sion.

"David's 15 years experience in large
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company operations and
information technology,
coupled with his knowl-
edge of DisCopyLabs and
its markets, adds a
valuable management
strength that will be very
important to our long-
term growth plans,” said
Norman Tu, President.

"DisCopyLabs has
enjoyed rapid, substantial
growth in a relatively
short time by providing
services of extra value to the very
compelitive software manufacturing
market. And we will continue enhancing
and expanding our line of replication
services as we drive to become that
market's preferred supplier,

"Al the same time, we intend 1o
develop additional service offerings such
as document conversion, that mcet our
standards for new product introductions.
These standards include providing high
customer value; serving markets which
are large, growing ard have long-tcrm
growth potential; and a basic compatibil-
ity to our successful core business,"
David said. Call David Tu for more
details, (408)433-0900.
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« Quotation for services Patty Doherty
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downloading
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* Shipping and Diane Lopez
delivery status Edwin Morga

Cindy Leon Guerrero

Season’s Greetings

No Price Hike for
3.5 inch Media

Merry Christmas. There will not be a
price increase in the cost of 3.5 inch
diskettes, at least not to DisCopyLabs'
customers.

Most duplicators probably will pass
along a price hike resulting from the
findings by the International Trade Com-
mission that Japanese media manufactur-
ers were "dumping” diskettes in the U.S.
for less than fair market value. As a
consequence, tariffs ranging from 26
percent to 54 percent will be levied on
various Japanese made media.

This expected increase, coupled with
the 10% to 15% increase that hit in
September because of the dollar devalu-
ation and the rise in raw media materials
cost, is likely to be significant.

Because of operating efficiencies and
long-term, high-volume purchase com-
mitments for Japanese-manufactured 3.5
inch media, DisCopyLabs has maintained
the price of these diskettes at the same
level throughout 1988 and does not plan
to change as a consequence of these de-
velopments.



