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May 8, 1987 

Ms. Kathryn Baskin 
Senior Review Editor 
Byte Magazine 
One Phoenix Mill Lane 
Peterborough, NH 03458 

Dear Ms. Baskin: 

Thank you for your interest in reviewing our 80386-based system. 
Multitech Electronics recently announced the formation of a new 
affiliated company called Acer Technologies Corporation to market 
personal computer products former ly marketed by Mul ti tech 
Electronics Inc. (MEl) through distribution channels here in the 
U.S. Thus, this new product previously called the Multitech 1100 
is now the ACER 1100. In addition, the staff previously involved 
with MEl's distribution group is now with Acer. OEM sales will 
continue under the MEl company. 

Per your request, we are providing the ACER 1100 Model 40 
with options including our EGA display (CVM-14TE) and 4-in-l EGA 
display card (MDA, HGC, CGA, EGA). The list price for this model 
is $4895. The base model Model 40 which does not include the 
CVM-14TE and EGA display adapter, has a list price of $3995. We 
offer a unique standard "12/4/8" warranty plan with our systems. 
The warranty covers any Acer-configured system and is for 12 
months with the initial 4 months being covered by nationwide TRW 
on-site service. The remaining 8 months of the warranty is 
handled through depot repair by Acer authorized service centers. 

Please feel free to evaluate this system for a 90-day period. 
Prior to returning the unit please call me for a RMA number. 

This system has a suggested list price of $4895 and includes: 

1) 16MHz 80386 CPU unit with 1MB installed, various speed modes 
of 4.77, 6, 8, 10, 12 and 16MHz. 

2) 1.2MB floppy disk drive and floppy/winchester controller. 
3) 40MB, <28ms hard disk drive and Speed Stor Hard Disk Drive 

Integration and Diagnostic Utility. 
4) 4-in-l Enhanced Graphics Adapter. 
5) 14" Dual-Frequency Enhanced Graphics Display (also supports 

CGA mode) . 
6)Standard 2 serial and one parallel port. 
7) 101-key enhanced-layout keyboard. 
8) MS-DOS 3.2 and GW-BASIC 
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9) 	 One-year warranty with 4 months of on-site service from TRW 
and 8 months of depot service from Acer authorized service 
centers. 

10) 	 2 sets extra drive installation brackets. 
11) 	Documentation - "Installation Pocket Guide," "1100 User's 

Guide," "Microsoft MS-DOS User's Guide," "GW-BASIC User's 
Guide," "SPB-AT User's Guide," KB-IOI User's Guide" and 
"ATI EGAWONDER software and manual." 

Features designed into the ACER 1100 to enhance system 
performance include RAM BIOS capability (ROM BIOS is loaded into 
fast RAM for a 50% to 200% performance improvement), various 
speed modes of 4.77, 6, 8, 10, 12 and 16MHz for software and 
hardware compatibility and the ACER Expanded Memory Manager which 
supports the Lotus/Intel/Microsoft specification. 

Acer also has a proprietary 32-bit add-on memory board available 
for gradual expansion of 2, 4, 6 and 8MB of 32-bit RAM. Cost for 
this product is closely linked to the price on the memory chips 
used. At this time we are quoting a retail price of about $2500 
for a 4MB expansion and about $4900 for an 8MB expansion. 

You had requested that we also send along our 1100 Technical 
Reference Guide. Unfortunately, this is not yet available. It 
should be about another 4 week until we have them ready. A copy 
will be forwarded to you then. 

For your convenience enclosed is a set of brochures on our other 
new products and a list of the various configurations and their 
respective list prices. We will appreciate it if you do include 
us in any article to refer to us as Acer Technologies Corporation 
and the model number as the ACER 1100. Please feel free to call 
me anytime. I look forward to speaking with you again soon. 

Sincerely, 


/47

/ i/-;r--~ 

/j:VL?-~ , / .~ 

~/ 	James ~ong 
Marketing Manager 

Enclosures 
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Acer Technologies Corporation 

Acer 710 Retail Price List 

Product Description Retail Price 

Standard Features: 
> 10/4.77MHz 8088 System 
> 768K RAM 
> Built-in 3-in-1 Display Adapter 
> Built-in Floppy Drive Controller 
> One Serial, One Parallel Port 
> Clock/Calendar 
> KB-084 Keyboard 
> MS-DOS 3.2 
> 12/4/8 Warranty Plan 

710 M 
> Two 360KB Floppy Drives 
> MM-211 / 12" Softwhite Display 

710 C 
> Two 360KB Floppy Drives 
> MON-7C2 / RGB Color Display 

710 M2 
> Two 360KB Floppy Drives 
> MM-211 / 12" Softwhite Display 
> 20MB Hard Drive 

710 C2 
> Two 360KB Floppy Drives 
> MON-7C2 / RGB Color Display 

710 S 
> One 360KB Floppy Drive 

710 D 
> Two 360KB Floppy Drives 

$1,195.00 

$ 1,495.00 

$ 1,795.00 

$ 2,095.00 

$ 995.00 

$ 1,095.00 

\' 
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Acer Technologies Corporation 

Acer 910 Retail Price List 

Product Description Retail Price 

Standard Features: 
> 10/6MHz 80286 System 
> 512K RAM 
> One 1.2MB Floppy Drive 
> Two Serial, One Parallel Ports 
> Clock/Calendar 
> 3-in-1 Display Adapter 
> KB-084 Keyboard 
> MS-DOS 3.2 
> 12/4/8 Warranty Plan 

910 B 
> Base Unit 

910 M 
> MM-211 /12" Softwhite Display 

910 C 
> MON-7C2 / RGB Color Display 

910 E 
> CVM-14TE / Enhanced Graphics Display 
> EGA-ATI /4-in-1 Display Adapter* 

910 M2 
> MM-211 / 12" Softwhite Display 
> 20MB Hard Drive and Interface 

910 E2 
> CVM-14TE / Enhanced Graphics Display 
> EGA-ATI /4-in-1 Display Adapter* 
> 20MB Hard Drive and Interface 

910 M4 
> MM-211 / 12" Softwhite Display 
> 40MB Hard Drive and Interface 

910 E4 
> CVM-14TE / Enhanced Graphics Display 
> EGA-ATI /4-in-1 Display Adapter* 
> 40MB Hard Drive and Interface 

$ 1,795.00 

$ 1,895.00 

$ 2,195.00 

$ 2,595.00 

$2,495.00 

$ 3,195.00 

$3,095.00 

$ 3,795.00 

* Models containing the EGA-ATI card do not have the 3-in-1 card included in the standard features. 
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Acer Technologies Corporation 

Acer 1100 Retail Price List 

Product Description Retail Price 

Standard Features: 
> 16MHz 80386 System 
> 1MB RAM 
> One 1.2BM Floppy Drive 
> Two Serial, One Parallel Port 
> Clock Calendar 
> KB-101 Keyboard 
> MS-DOS 3.2 & GW BASIC 
> 12/4/8 Warranty Plan 

1100 B4 
> 40MB Hard Drive 

1100 B8 
> 80MB Hard Drive 

1100 B13 
> 130MB Hard Drive 

1100 M4 
> ADM-14 / Amber 14" Display 
> EGA-ATI /4-in-1 Display Card 
> 40MB Hard Drive 

1100 M8 
> ADM-14 / Amber 14" Display 
> EGA-ATI /4-in-1 Display Card 
> 80MB Hard Drive 

1100 M13 
> ADM-14 / Amber 14" Display 
> EGA-ATI /4-in-1 Display Card 
> 130MB Hard Drive 

1100 E4 
> CVM-14TE / Enhanced Graphics Display 
> EGA-ATI /4-in-1 Display Card 
> 40MB Hard Drive 

1100 E8 
> CVM-14TE / Enhanced Graphics Display 
> EGA-ATI /4-in-1 Display Card 
> 80MB Hard Drive 

1100 E13 
> CVM-14TE / Enhanced Graphics Display 
> EGA-ATI /4-in-1 Display Card 
> 130MB Hard Drive 

$ 3,995.00 

$ 4,995.00 

$ 6,895.00 

$ 4,495.00 

$ 5,495.00 

$ 7,395.00 

$ 4,895.00 

$ 5,895.00 

$ 7,795.00 
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h1ultitech 710 

The Multitech 710 PC 
Probably the world's fastest 
8088 based PC 

The Multitech 710, 8088-based IBM PC and 
Pc/XT compatible is specially designed with the 
power and speed you need and built-in special 
features at a price you can appreciate. 

A built-in, multi-display adapter saves you 
money by supporting color and monochrome 
monitors, providing the superior graphics and high 
resolution text available on expensive add-on 
cards. Linked up with a dual frequency 
monochrome monitor, such as Multitech's MM-14 
or M\1-12, you can view the display of applica
tions designed to take advantage of the CGA 
adapter on a monochrome screen. • 

RAM memory can be expanded on board 
to 768KB without using up any expansion slots. 
Ample storage is provided with two 5-1/4/1 360KB 
flexible disk drives or one flexible disk drive and 
a 20MB hard disk. 

At lOMHz, the 710 delivers all the speed you 
need for faster computing. Special features of the 
TIO include its small desktop size and ergonomical
ly designed mechanical-type keyboard to put it 
head and shoulders above the crowd of PC and 
XT compatibles. 

The 710 can serve as a personal computer, 
stand-alone workstation or as an important link in 
an integrated office LAN network. 

Features: 
• 	 16-bit 8088 microprocessor running at 10 or 

4.77 MHz clock speed, software or keyboard 
switchable. 

• 	 3-in-1 graphics display capability including CGA, 
Hercules Graphics Card, MDA and Plantronics 
COLORPLUS functions. 

• 	 256KB on board RAM expandable to · 768KB. 
• 	 Four user expansion slots. 
• 	 360KB 5-1/4/1 flexible disk drive storage. 
• 	 20MB 5-1/4/1 hard disk drive storage (enhanced 

vprsion). 

. . 




Die gute Industrieform Award 
Symbolizes the tradition of 
German technical excellence. 

The 14" 710 dual-frequency 
monochrQme monitor designed 
by Multitech's R&D Center was 
honoured with a "Good In
dustrial Design" award at the 
1987 Hannover CeBIT and In
dustrial Technology Exhibition 

SPECI FICATIONS 

Microprocessor: 
• 	 16-bit 8088 running at 4.77 or 10 

MHz clock speed, keyboard or soft
ware switchable. 

• 	Socket for 8087 math co-processor. 
Software: 
• 	Microsoft® MS-DOS® 3. 2 
• 	GW-BASIC® 3.2 (optional) 
• 	PC-Write (optional; similiar in function 

to 'WordStar) 
• 	PC-Deskteam (optional; simi liar in 

function to SideKick) 
Memory: 
• 	ROM 16KB expandable to 64KB 
• 	On board 256KB RAM expandable to 

768KB. 
Disk Storage: 
• 	Total space available - two 5-1/4 " half

height accessible storage bays; one in
ternal space for 3-1/2 " hard disk drive. 

• 	Base model - two 360KB 5-1/4" flex
ible disk drives. 

• 	Enhanced model - one 360KB 5-1/4" 
flexible disk drive. One 20MB 5-1/4" 
half-height hard disk drive. 

Clock/calendar: 
Real-time clock/calendar with a backup 
battery. 
1/0 connections: 
• 	One RS-232C serial interface, fully 

programmable. 
• 	One parallel printer port. 
• 	 Built-in 360KBI1 .2MB Aoppy disk drive 

interface on motherboard. 
• 	 Built-in light pen interface. 
System expansion slots: 
Four user expansion slots. 
Keyboard: 
84-key, mechanical-type IBM PC com
patible. 

Graphics support: 
3-in-1 graphics display capability in
cluding CGA, Hercules, MDA and Plan
tronics COLORPLUS functions. 
Power supply: 
85 watt switching power supply (surge 
power 100 watts) . 
Dimensions: 
360mm(W) x 127mm(H)x 410mm(D). 
Monitor (optional): 
May be used w ith Multitech MM-12, 
MM-14 dual frequency monochrome 
monitors and the Multitech CYM-14 col

. or monitor. 

~A1ultitec We're going to work for you. 
MULTITECH INDUSTRIAL CORP. 

602 MIN SHENG EAST RD, TAIPEI, TAIWAN, RDC. TEL: (02) 713-2252. TLX: 19162 MULTIIC. FAX: (02) 715-1950 

MULTITECH ELECTRONICS INC. 

401 CHARCOT AVENUE,SAN JOSE, CA 95131 U.S.A.TEL:408-9220333 FAX:408-9220176, 408-9220177 

MULTITECH EUROPEAN LIAISON OFFICE 
LlESEGANGSTR. 9, 4000 DUSSELDORF 1, WEST GERMANY TEL: 0211 -3 53941. TLX: 8584103 MELO D. 
FAX:02 11-353946 

Spec ifi cations are subject to change without notice. 

Herc ules is a registered trademark of Hercules Computer Technology. WordSlar is a registered trademark of M icropro Incor

porated . SideKick is a registered trademark of Borland International. IBM is a registered tradema rk of International Business 

Machines Corporation. Lotus 1-2-3 is a registered trad~ma rk of Lotus Development Corporati on. Microsoft, MS-DOS and 

GW-BASIC are registered trademarks of M icrosoft Development Corporation. PI.1ntron ics COLO RPLUS is a registered trademark 

of Plant ronics/PC +Products, Inc. 

Doc. No.: M71OC03-704B 
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-.IMultitech 910 

The Multitech 910 PC 
Fast, powerful AT compatible 

Built around an enhanced version of the Intel 
80286 microprocessor running at 10 or 6M1-lz, the 
Multitech 910 is equipped with several features that 
make it one of the most powerful, yet affordable, 
AT alternatives around. 

The Multitech 910 comes with a 1.2MB flop
py disk drive and an optional 40MB Winchester 
hard disk. With 512KB RAM expandable on board 
tol,y\ij,- t~e Multitech 910 can be converted into 
a powerful file server in an integrated LAN net
work. Six user expansion slots allow you. to adapt 
the 910 to your precise application requirements. 

Multitech offers all this speed, performance and 
versatilrity in a compact package which fits easHy 
on your desk. 

Features: 
. * Intel 80286 microprocessor running at 6/10 MI-lz 

clock speed. 
* Clock speed easily switched by keyboard or 


software. 

* 512KB on board RAM expandable to 1MB. 
* 6 expansion slots. 
* Space for a total of 3 accessible half-height 5-114' 

disk storage devices. 
* 3-in-1 graphics display capability including 


CGA, MDA, Hercules Graphics Card and 

Plantronics COLORPLUS functions. 


>I' 84-key IBM compatible keyboard. 

, . 




f
Die gute Industrieform Award 
Symbolizes the tradition of 
German technical excellence. 

The 14" 910 monochrome 
monitor designed by 
Multitech's R&D Center was 
honoured with a " Good In
durstrial Design" award at the 
1987 Hannover CeBIT and In
dustrial Technology Exhibition 

SPECI FICATIONS 


Processor: 
- 16/24-bit Intel 80286 microproces

sor runnin g at 6 or 10 MHz, soft
w are and keyboard switchable . 

Co-processor: 
- Socket for 80287 math coprocessor 
Memory: 
- 512 KB standard, expandable to 1 

MB on board (zero wait state in 6 
MHz mode & one wait staie in 10 
MHz mode) 

- 32KB ROM for BIOS and selftest, ex
pandable to 128 KB 

Storage devices: 
- Standard 5.25" half-height,l .2MB 

floppy diskette drive. 
- 40MB, 28ms hard disk drive for 

enhanced model 
- Space for three 5.25 /1 half-height 

storage devices 
- Optional space for one 3.5 /1 internal 

hard disk dri ve 
Expansion slots: 
- 6 expansion slots 
- Four 16-bit IBM PC/AT compatible 
- Two 8-bit IBM PC compatible 
Clock/calendar: 
- Real time dock/calendar with 

CMOS RAM and battery back-up 
I/O connections: 
- Two serial RS-232C interfaces, fully 

programmable. 
- One parallel printer port. 
- Built-in interface on motherlbcard for 

360KB, 720KB, or 1.2MB floppy disk 
drive. 

- Built-in light pen interface. 
Keyboard: 
- KB084-PC/AT (84-key, IBM PC/AT 

layout) 
Graphics support: 
3-in-1 graphics display including CGA, 
MDA, Hercules and Plantronics 
COLORPLUS functions. 

~hlultitech 

MUlTITECH INDUSTRIAL CORP. 

Power supply: 
- Steady state: 135 W atts 
- Voltage 115V/50Hz or 230V/60Hz 
Dimensions: 
41 Omm(W) x150mm(H) x 400mm(D) 
Software 
- Microsoft® MS-DOS® 3.2, including 

. multiple partition utilities for 
hard disk 

- GW-BASIC® 3.2 (optional) 
- PC-Write (optional, 'similiar in function 

to WordStar) 
- PC-Deskteam (optional, similiar in func

tion to SideKick) 
- LlMSIM (Optional, providing EMS 

solution) 
Monitor (optional): 
- MM-12, MM-14 dual frequency 

monochrome ,monitor 
- CVM-14 color monitor 

We're going to work for you. 

602 MIN SHENG EAST RD, TAIPEI , TAIWAN, R.oC. TEL: (02) 713-2252. TLX: 19162 MULTIIC. FAX: (02) 715-1950 


MULTITECH ELECTRONI CS INC. 


401 CHA RCOT AVENUE,SAN JOSE, CA 95 131 U.S.A. TEL :408-9220333 FAX:408-92201 76, 408-92201 77 


MULTITECH EURO PEAN LIAI SON OFFICE 


LlESEGANGSTR. 9, 4000 DU SS ELDORF 1, WEST GERMANY. TEL: 02 11-353941. TLX: 8584103 MELO D. 

FAX: 02 11-353946 


Specifications are subjed to change w ithout notice. 


M icrosoft MS-DOS and GW-BASIC are registered trademarks of Microsoft Development Corporation. SideKick is a registered trademark 

of Borland International. WordStar is registered trademark of Micropro Incorporated. IBM and Winchester are registered trademarks 

of Intemationa l Business Machines Corporation. Intel is a regis tered trademark of Intel Corporation. Hercules is a registered tradema rk 

o f Hercules Computer Technology Plantronics COLORPLUS is a regis tered trademark of Plantronics/PC +Products, inc 

Doc No.: M 910D02.704A 
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The Multitech 1100 386 system 
n1 inicomputer performance, 
AT compatibility and 

zero wait state delivery 

Driven by the powerful 16MHz 80386 
microprocessor and having a Dhrystone speed 
index rating of 3400, the Multitech 1100 
could well be the fastest personall computer 
around. 

A unique interleaved memory circuitry 
gives the 1100 its blazing speed and makes 
zero wait state memory access for up to 5MB 
possible. 

Two to three times faster than 8MHz 
PC/AT compatibles, the 32-bit 1100 frQm 
Multitech has tremendous processing speed 
and storage capacity. It is the computer for ap
pi ications such as: 
* Financial analysis 
* CAD/CAE/CASE/CAP 
* Scientific appl ications 
* Ar and expert systems 
* LAN fileserving 

Massive storage, rapid data transfer and 
access time further enhance the performance 
of the 1100 as a personal computer, stand
alone workstation or network server. 

A 5% inch 1.2MB floppy disk drive is 
standard as well as a half-height 40MB hard 
disk drive which provides 5 megabit per se
cond data transfer rate with average access 
time of 28 milliseconds. 

Although the Multitech 1100 addresses 
new application areas, its IBM and MS-DOS® 
compatibility protect your current software 
and hardware investments. 

The Multitech tradition of offering com
plete solutions to information needs enters a 
brave new world with the Multitech 1100386 
system. 
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•I 
Die gute Industrieform Award 

Symbolizes the tradition of 

German technical excellence. 


The 1100 system designed by 
Multitech's R&D Center was 
honoured with a "Good Industrial 
Design" award at the 1987 
Hannover CeBIT and Industrial 
Technology Exhibition 

SPECI FICAT O N 

Processor: 
- 32-bit Intel 80386 processor run

ning at 16MHz speed 
Co-processor: 
-Socket for 80387 math co-processor 
Memory: 
- 1MB sitandard on-board RAM (zero 

wait state & fully utilized), system 
maximum 16MB 

- High-speed memory adapter card 
with optional graduated expansion 
of 2,4,6,8MB 32-bit RAM 

- ROM up to 128KB for BIOS and 
self test 

Storage devices: 
- Standard 5.25" half-height, 1.2MB 

FDD 
- Space for 5 half-height storage 

devices 
- 40MB, 28ms hard disk drive for en

hanced model 
Expansion slots: 
- 8 expansion slots 
- One 32-bit memory slot 

(proprietary) 
- Five 16-bit I BM PC/AT compatible 
- Two 8-bit IBM PC compatible 
Clock/calendar: 
- Real- time clock/calendar with 

CMOS RAM and battery back-up 

Keyboard: 
- 101-key compatible with IBM' 

enhanced version 
Power supply: 
- Steady state: 1 96 watts 
- Voltage 115V/50Hz or 230V/60Hz 

~JMultitech 

MUlTITECH INDUSTRIAL CORP. 

System software: 
- Microsoft (,;) MS-DOS® 3.2 

Upwardly compatible with MS-DOS<81 

3.1 
- Microsoft@ GW-BASIC® 3.2 
- Award 386 BIOS 

* RAM BIOS switch or S/W selec

table, 50% to 200% performance 

improvement over ROM BIOS 


* Speed setting enhanced 
- System utilities 

* 	Provide various main board 

memory configurations 


* 	Provide EMS support 

We're going to work for you. 

602 MIN SHENG EAST RD, TAIPEI, TAIWAN, R.o.C. TEL: (02) 713-2 252. TLX: 19162 ,vIULTIIC. FAX: (02) 71 5-1950 


MU L TITECH ELECTRON ICS INC. 

401 CHARCOT AVENUE,SAN JOSE, CA 95131 U. S.A. TELA08-9220333 FAX:408-92 201 76, 408-9220177 


MULTITECH EURO PEAN LIAI SON O FFICI' 

L1ESEGANGSTR. 9, 4000 DUSSELDO RF 1, W EST GERMANY.TEL: 0211-353941 TLX: 5584103 /vIELO D. 

FAX:02 11-35 3946 


Spec ifications are subject to change w ithout notice. 


Microsoft., GW-BASlq and MS-DOS are registered trademarks of Microsoft Development Corporation . . 


IBM is a reg istered trademark of International Bus iness Machines Corporation. 


Intel is a registered trademark of Intel Corporation. 


Doc. No.: M 366D02-704A 


. . 




ACER LP-75 


The Multitech ACER 
LP-75 laser printer - 1.5MB 

memory for a full page 
of high resolution graphics 

The Multitech ACER LP-75 desktop laser 
printer represents state-of-the-art letter quality 
printer and desktop publishing. It is based on the 
Ricoh engine with a specially designed printer 
controller that more than just emulates the HP 
LaserJet Plus industry standard . 

The ACER LP-75 not only delivers the same 
high quality text and graphics as the LaserJet Plus, 
but comes standard with faster downloading for 
complex raster graphics and more memory to take 
advantage of a 300 DPI full page bit-map. 

And compatibility with industry standards 
means you won't have to modify the software 
you are using now for important applications while 
at the same time gaining access to the growing 
library of software support for advanced computer 
aided design and publishing. 

If you need a fast high quality printer for cor
respondence, engineering, or desktop publishing, 
ACER LP-75 has advanced features at a price you 
can appreciate. 

Features: 
• 	 Enhanced HP LaserJet Plus emulation 
• 	Advanced 300 DPI ful! page bit-map 

graphics 
• 	Vector graph ics capabi I ity 
• 	 User-friendly utility (menu-driven) 
• 	 Faster down load raster performance 
• 	 RS-232C/RS-422 serial interface and Cen

tronics parallel interface. 
• Full compatibility with HPfont cartridges 

. 	. 




Die gute Industrieform Award 
Symbolizes the tradition of 
German technical excellence. 

Three products designed by 
Multitech's R&D Center were 
honoured with a "Good Industrial 
Design" award at the 1987 
Hannover CeBIT and Industrial 
Technology Exhibition . 

II 

SPECIFICA 
 10 

Machine type: 
Desktop page pri nter 
Print method: 
Electrophotography, laser-beam 
scanning 
Print speed: 
6 pages per minute 
Print density: 
300 x 300 dots per inch 
Warm-up time: 
Less than 45 seconds after power turn
ed on 
Paper supply: 
Cassette feed and manual feed 
Paper size: 
Letter, legal, A4, B5 and other sizes 
from 4" by 8.3 " to 8.5 " by 14" 
Paper weight: 
16 to 24 Ibs 
Tray capacity: 
• 	 I n put: 1 50 sheets 
• 	Output: 150 sheets 
Print direction: 
80th portrait and landscape 
Duty (ycle: 
• Maximum 3000 pages/month 
• 	Average 1500 pages/month 
Interface: 
• 	 RS-232C1RS-422 seri al ·interface 
• Centronics parallel interface 
Memory: 

Standard 1.5 MB on board, expand

able to 2MB 

Graphics: 
• 	300 DPI full page download raster 

graphics 
• 	Built-in vector graphi cs 
Emulation protocols: 
HP LaserJet Plus emulation 
Fonts: 
• 9 res ident fonts 
• 	Font ca rtidges and/or soft fonts 

optional 

~ lMultitech 

MULTITECH INDUSTRIAL CORP. 

Power consumption: 
Under 600W (110/ 220V AC, 
SO/60Hz) 
Environment: 
• Temperature: 10° C-32°C 

(50 0 F-90 ° F) 
• 	Humidity: 20%-80 % RH 
Noise level: 
• 	During operati on-under 55 dB (A) 
• 	On standby-und er 45 dB (A) 
Dimensions: 
• 	418mm x 408mm x 205mrT' 
• 	 16.45 " x 16.06" x 8.01" 
Weight: 
17 Kg (37.5Ibs) 

We're going to work for you. 

602 MIN SHENG EAST RD, TAIPEI , TAIWAN, R.O.c. TEL: (02) 713-2252. TLX: 19162 MULTIIC. FAX: (02) 715-1950 


M ULTITECH ELECTRO NICS INC. 


40 1 CHA RCOT AVENUE,SAN JOSE, CA 95 13 1 U .S.A. TEL:408-9220333 FAX:408-9220 176, 408-9220177 


MULTITEC H EUROPEAN LIAISO N O FFICE 

LlESEGANGSTR. 9, 4000 DUSSEL DORF 1, WEST GERMANY. TEL: 02 11 -3 5394 1. TLX: 8584103 MELO D. 


FAX:02 11-353946 
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Centronics is a registered trademark of C('n l ronjc~ Ddt,l Computer Corporation. 
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A RISING STAR 
ON THE 
HI-TECH 
HORIZON 

JMultitech 
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FOREWORD 


In 1976 Multitech, the original 
member of the MSC Group, was found
ed. In that first year total revenue only 
amounted to U.S. $200,000. But in 1986 
total revenue for the MSC Group sur
passed U.S. $200 million, capping ten 
consecutive years of 100070 average 
growth. This, and the sure, steady 
course the Group has steered through 
this period of explosive growth has 
made it the toast of Taiwan's infor
mati on industry. 

How the MSC Group managed to 
realize thousand-fold growth in ten short 
years has aroused a great deal of interest 
in the business community and the 
general pUblic. Therefore, to tell our 
story we have assembled this special 
volume of articles translated from local 
and international periodicals . They touch 
upon all aspects of the Group, from our 
unique corporate culture, management 
philosophy, and growth to our research 
and development and marketing strate
gy. We hope that it serves to shed 

some light on the reasons for our success. 

But we at the MSC Group are not sat
isfied with rapid, short-term growth. 
We are, with all the caution that the 
situation requires, focusing on the 
future with an aggressive Five Year 
Plan. As sweeping in scope and in
novative in method as this plan is, one 
element above all the others has stirred 
comment and speculation: the 1991 
revenue target of U.S. $1 billion for the 
entire MSC Group. 

Reaching this target won't be easy, but 
we at the MSC Group are confident. As 
we embark on this great endeavor, we 
invite the opinions and advice of you, 
our friends and readers, and ask your 
continued encouragement and support. 
Sincerely, 

Stan Shih 
President and C.E.O. 
The MSC'Group 
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Can this Dragon from 
Taiwan Slay the West? 
Stan Shih's Multitech has evolved into one 
of the region's most dynamic electronics 
groups. Now it must prove its mettle by go
ing truly international. 
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The Secret of Its 
Spectacular Growth 
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Ach.levmg a w~rld reputatIOn: Stan Shih 
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A Young Man's 
Dream Comes True 
Will Multitech become a $1 billion company 
by 1991? Entrepreneur Stan Shih leads the 
way by emphasizing human resources and 

attn?utes MSC s phenomenal success to as_ leading edge technology. 
trustmg people, employees-as-stockholders, 
financial conservatism, brand-name 
awareness, and R&D. 

12 
The Dilemma of 
Being No. 11 
Can the MSC Group continue 50070 annual 
growth and avoid organizational bot
tlenecks? An unusual management style gets 
the best out of each employee. 

18 
Stan Shih's 
Philosophy 
of Succession 
MSC Group President Stan Shih discusses 
the problems and opportunities of manage
ment succession. Special attention is given 
to interpersonal relations. 
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A Rising Star on the High-Tech Horizon 

By Robert King From International Management, February 1986 

S 
ployees. "We're too 


Probably Taiwan's best-known 

tan Shih has had it great so far. 

far from the market 

young entrepreneur, the 41 -year
 and it's too hard to 

old engineer has led his lO-year
 detect customer 


old personal-computer company from a 
 response and com

$700,000-a-year upstart called Multitech 
 puter trends, ack

International Corp. in 1977 to a $ 1 00 
 nowledges George 

million-a-year electronics group now 
 Huang, a cofounder 

known as MSC. Along the way he has 
 of Multitech who 

picked up practically every award 
 heads its interna

available to a young businessman in 
 tional division . 

Taiwan. Recently he was named in a 
 "I wish them 

public poll as one of the 12 individuals 
 good luck ," says Hu 

who have contributed most to the 
 Dinghua, executive 

development of the country's informa
 vice president of the 

tion industry. He was the only 
 quasigovernmental 

businessman included in the list. 
 Industrial Technology 


Now comes the hard part. The high
 Research Institute . 

flying local economy that helped propel 
 "It's not so easy to 

Multitech to its heady heights has hit an 
 have a company like 

air pocket. With a population of only 19 
 Multitech penetrate 

million, Taiwan isn't big enough to ac
 the U.S. with its own 

commodate MSC's accustomed rate of 
 brand. You succeed 

growth any longer. Fully 70"l0 of the 
 only if you can hold 

group's sales already come from exports, 
 on to very specific 

distribution chan- Stan Shih's MSC Group 1986 sales revenues were mainly within Asia, but a big new push 
into the much more forbidding Euro nels. Otherwise, you USS220 Million. 

pean and U.S. markets is necessary to 
 Europe, Southeast Asia and South 
sustain growth. Above all, Shih must 

can't afford the 
advertising fees to catch the users' atten America." 


prove that, more than a successful en
 tion. " 

trepreneur, he is manager enough to steer 
 Shih and company have some things 

MSC through its current critical stage of 
 working in the their favour. One i-s a Flush balance sheet 

solid reputation for innovation. MSCevolution and to give it a strong inter With a claimed debt-to-equity ratio 
national presence. claims that its Dragon personal com of about 1.5 to I, MSC's balance sheet 

Shih is not alone. several other puters were the world's first to handle look s positively flush against the local 
Taiwan companies, facing the same ex both Chinese and English, and it can industry average of 7.5 to I . Shih's 
igencies as MSC, are mapping major boast that versions of the Chinese conservative financial policies have 
overseas expansions for this year. Most character input sys tem it developed kept it clear of such risky local practices 
notable are Mitac Inc., MSC' s tradi with local inventor Chu Bang-fu are as rai sing operating capital through 
tional chief rival, and Copam Elec used as add-ons to such machines as short-term deposits from employees and 
tronics, a relative newcomer to the IBM's 5550 and PC models and the Ap the pu blic . "If I need capital I can 
personal -computer scene which never ple II. raise it through stock options," Shih 
theless managed to design the first Partially because this has helped says. 

"Taiwan IBM" that was declared fr ee 
 give MSC a strong niche in Asia, the His caution extends to decision 
of copyright infringements. company is one of the few personal making in general. "Business is a gam

MSC is probably off to a faster start ble," he observes. "Every day you make 
internationally than these others. But 

computer companies in the world still 
unscathed by the ongoing shakeout. a decision, it's like laying a wager. The 

it still faces a daunting challenge. only thing I consider is , can I afford to 
Companies with far greater resources 

Demand has been so strong, Huang 
claims, that MSC added a second pro lose what I'm wagering? If I cannot, 

than MSC's have foundered in the duction shift in September and expand then no matter how high the probability 
current personal-computer market ed manufacturing space in October. "In is of winning, even if it's 99.999 percent, 
slump. Shih is being forced to go then I just forget it." 

headhunting for talent, contrary to 


the past, fortunately, we didn't depend 
too much on the U.S. market, where the That sounds distinctly unentrepre

his preference for developing managers neurial. But it jibes with Shih's unusual 
from within. His three overseas branches 

biggest change in world market is now 
taking place," Huang explains. "So foresight and mature managerial mentali


in Tokyo, Hong Kong and Dusseldof 
 we weren't that much affected by -the ty, which he cultivated when he was effec

are staffed by a total of just 24 em-
 recession. We concentrated instead on tively _ the chief operating officer of 
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Shih seems to appreciate the potential "If they hold on to specific(distribu
held calculators, and managed more than 
Qualitron, Taiwan's first maker of hand

tion) channels they could conceivably 
1,000 people. "From the fir st day, I tried 

pitfalls. 
"Sometimes the environment is so new double their sales in the United States," says 

to educate, to provide the kind of environ and different, we have to develop a new the Industrial Technology Research In
ment in the company so that people don't management system of our own (to cope stitute's Hu . "One hundred thousand units 
have to spend so much time protecting with it)," he notes . "We cannot just adopt is possible - it's a rather small quantity for 
themselves," he says. " Instead, they can an outside system. And the people who the U.S. market. Even with 100,000 units, 
spend more time trying to contribute to the handle management of those operations or though, they'll need after-sales services and 
company." resources may not fully understand the software documentation. If they don't have 

His second management principle is to other system before they try to start im this, then the market will be gone a year 
persuade his employees to view working for plementing it." later." Hu suggests that the company 
MSC as a long-term career. Evidence that Solving such problems calls for real should first concentrate on regional U.S. 

creativity, not a traditional strong point sales and find a good local partner. 
that about 90OJo of the key staff who were 
this policy works is found in Shih's claim 

among Taiwanese managers, who generally MSC for several years has been selling 
with MSC in 1980 are still there. prefer to have things completely mapped in the United States on an OEM basis . Dur

Third, the engineer by training works out for them . Shih says his group tries to ing the third quarter of last year it began 
hard to foster a sense of participation. get around this by encouraging employees distributing products under its own label 
"You know, Chinese people would rather to take risks and innovate, "not only on and now has a staff of 20. Shih is looking 
be the head of a chicken than the tail of products, but in management and decision for U.S. sales of $10 million this year from 
an ox," he says, referring to the traditional the new business. 
preference to run a small firm than to work 

making, so they learn by themselves." 
Further , he tries to create an atmosphere 

for a large one. He therefore delegates con suitable for communi.cation at all levels, to 
siderable responsibility "to give them the make sure that employees understand the Choosy Europeans 

company's culture and the "big scope" of The company's Dusse ldorf office 
options to let employees share in both the 
feeling of being a boss" and offers stock 

operations as well as operational details . employs a staff of only four, who are con
risks and rewards of the business. Multitech made a name for itself with centrating on distribution of own-brand 

its Microprofessor line of 8- and 16- bit per products as well as OEM. Shih hopes to at 
sonal computers and with the Dragon, a least double his manpower there this year. 
Chinese Roman-character terminal. Now " European sales will be more difficult than 

Shih dispenses authority - and keeps 
From company to group 

it is pushing its new Popular 500, an IBM the U.S.," observes Hu . "The Europeans 
growth under control - by spinning opera compatible personal computer that retails are more choosy than America ns in terms 
tions off into affiliate Companies whenever for just $900, and its Plus 700 series, which of hardware and software ." 
they start to feel unwieldy. What was once purportedly runs 60% faster than the IBM Whatever happens, Multitech has 
one company is now a group comprising PC and sells for 30% less. Huang says the come a long way from its origins in a 
a trading firm, a manufacturer of OEM sales target for Europe and the United nondescript, five-storey building on 
products for such customers as ITT, States this year is 100,000 of these models. Taipei's residential Minsheng East Road . 
Taiwan 's first venture-capital firm, a Several hundred square feet housed the 
publisher of computer materials and soft international, public relations and en
ware, and the original Multitech, which gineering operations on one floor. Two 
handles R&D, manufacturing of own floors below, Shih spewed out ideas for his 
brand products and international engineers and rummaged for new business 

THE BOTTOM LINE opportunities, confident that his fledgling marketing . 
MSC GROUP firm could ride the mounting worldwide 

and motivated, this decentralization helps 
Besides keeping existing staff happy 

personal-computer wave by tailoring pro
MOST RECENt PREVIOUS 

ducts to the local and regional market.attract outside talent. One example is Jeff YEAR YEAR 
Down the hall, Shih's wife kept the books , 

ducts manufacturing arm and general 
Chen, vice president of MSC's OEM pro 1985 1984 

Shih and his team always found time on 
manager of its venture-capital firm . A 

SALES > 100 mill. (esl.) $75 mi llion 

traditional holy days to display sacrificial 
EARNINGS $5 mill . (<51.) $2 million offerings inside Multitech's main entrance. 

Shih, Chen spent 10 years in Hong Kong 
Taiwanese and a former schoolmate of 

As growth accelerated, Shih resisted 
FOREIGN SALES managing the electronic assembly section the temptation that many of his fellow 
AS % OF TOTAL 70% 70%

of a private firm there. Shih tried to lure entrepreneurs In Taiwan succumb to
him back to Taipei several times but Chen diversifying into unfamiliar areas such asORGANIZATIONAL STRUCTURE: 
resisted until a year ago because he thought real estate and diverting resources fromHorizontal 

what they know best. "We don't play that 
business challenges he wanted. But he final
Taiwan lacked the growth potential and 

way," Shih declares. "You diversify, and 
ly moved back to join MSC because "I saw 

MANAGEMENT LAYERS BETWEEN CEO 
& FOREIGN SUBSIDIARIES: then you lose control." 

One For the foreseeable future , at least , he 
fast at MSC.!'ve seldom seen this before
human-resources development grow up so 

says he ' ll stick to his knitting. That meansMAJOR PRODUCT/SERVICES: 
information and communications-related 

But these old formulas are no longer 
it's Multitech 's real strength". Personal com pUlers; peripherals and components; 

products and services. Over the next five 
enough, Shih admits. MSC's recent 

venture capilal; soflware; publications; trading. 

years, he is predicting annual sales growth~------------------------------~I 
COMPf:T1TIVE POSITIONING; of 30% .But a series of successful highoverseas expansion is creating new manage

Taiwan's largest personal-comrnJler group. growth investments through MSC's venture
about $500,000 on international advertis
ment headaches. Last year MSC spent 

capital subsidiary could push that figure to 
MISSION STATEMENT 

ing in such prestigious pUblications as Business 50%, he says. Bringing the best in foreign compuler, 
semiconductor and instrumentation technology to 
Taiwan and bringing high-quality, economical and 

Week International, and it could spend 
twice that much this year as it moves into 

practical computer and electronic producls from ourWestern markets . This commits the group 
manufacturing facilities in Taiwan 10 burgeoning 

to gear up for sales, service and support in maTi.:e's around Ihe world. 

markets where it has very little presence . 
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The Secret Behind Its 

Spectacular Growth 


From Economic Magazine, Feb . 1986 By Shen Tarn Hwang 

Modest offices reveal no clue to the MSC group's success in reaching annual sales of US$220 million. 

D
isorder greeted me as I stepped into 
the MSC Group's new office build
ing. Several inquiries were necessary 
before I found my way to the 

office of MSC Vice-President John Wang. 
And once there I found a simply decorated 
interior in sharp contrast to the sumptuous 
decor found in the offices of many large cor
porations. But appearances are deceiving. The 
MSC Group's sales figures testify that it is 
indeed an enterprise of major proportions . 

A Knack for Seizing Opportunities 
Five years ago the MSC Group was the 

Multitech Corporation, a fledgling company 
with sa les of US$IO million. Today it's one 
of the giants in the domestic market with total 
sales revenues reaching US$215 million. 
Group President Stan Shih estimates that an
nual sales will continue to grow at a 50070 rate 
and top US$330 million by the end of 1987. 

Rapid growth, while not uncommon in 
foreign information industries, is unique in 
the domestic arena. It 's also risky, but in spite 
of that the MSC Group has managed to main
tain a steady course . That it has done so 

during a general downturn in the computer 
industry is even more remarkable. 

Shih modestly credits this success to the 
unlimited potential of the information in
dustry and a workforce in Taiwan with the 
skills to realize that potential. But that does 
not entirely explain why other high-tech firms 
established about the same time as the original 
Multitech Corporation have failed to achieve 
such rapid growth . Nor why the MSC Group 
increases its lead over these companies year 
after year. When a small compariy grows in
to a med ium-size firm you could put it down 
to luck . But to grow as large as the MSC 
Group requires genuine st rength in the 
organization. 

Ken -;:':': , General Manager of MSC 
Group affiliate Sertek International, Inc ., has 
another explanation . He notes the Group's 
foresight and its knack of seizing an oppor
tunity at just the right time. Other crucial 
factors have been stability in personnel and 
well-organized management. 

As MSC Group President and architect 
of its distinctive management system, Stan 
Shih has played a pivotal role in the Group's 
stupendous growth over the past ten years. 

People Are the Greatest Asset 
The belief that people are the most 

precious resource is a basic tenet of the MSC 
management philosophy. Shih conten ds that 
the crucial element in the Group's develop
ment is not finances but people. From this 
conviction he he.s developed a unique system 
of management. 

Holding a Master 's degree in electrical 
engineering from the prestigious Chiao Tong 
University, Shih possesses considerable tech
nical talent. But it is in the field of marketing 
and mangement that he has truly left his mark 
with his unique philosophy . He cares about 
people and believes that each person is born 
with "faith in his fellow man." Thus he 
believes that his employees are good people, 
he respects them, and he gives them an ex
traordinary degree of freedom to study each 
situation and make their own deci sions. In 
this environment employees are 'stimulated to 
realize their full potential and make a greater 
contribution to the organiza tion. This theme 
surfaces again and again in the "corporate 
culture" of the MSC Group. 

The company also respects the employees' 
privacy. The Administration Division will 
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only make personal information available to 
managers in special cases. If the managers do 
not request it, the information is kept 
confidential. 

Shih believes that in response to the faith 
the company shows in them, the employees 
will have a sense of honor and work volun
tarily. Therefore you will find no time clocks 
anywhere in the MSC Group. According to 
Vice-President Wang this has posed no pro
blem. "Many employees work after hours 
without asking for overtime," he notes. 
"They feel 'Why haggle with the company 
over every ounce?' Working late does not 
mean you're weary of working." 

This faith in one's fellow man 
has faced some serious challenges in 
the past. Some resistance came from 
skeptical managers who believed time 
clocks were a necessary evil. But the 
stiffest test came on March 18, 1984 
when a large quantity of integrated 
circuits were stolen from the MSC 
Group's personal computer factory 
at Hsinchu Science-Based Industrial 
Park. Rumors flew when the story 
broke: that the burglary was directed 
by the Group because it could make 
a profit from the higher prices, or 
that the rcs were stolen by an MSC 
employee. 

organization by allowing a general employee 
to buy stock after working for the Group for 
three years and a manager after one. As of 
January, 1985 there were 300 employee 
stockholders (by the end of 1986 this figure 
had grown to 600). Furthermore, all of the 
holders of MSC stock are MSC employees ex
cept for one -- Mr. Glyn T. H. lng, the 
Group's Honorary Chairman of the Board. 

These innovative policies have resulted 
in an employee turnover rate of just 5% (a 
scant 1 % for employees with over three years 
of experience), extremely low compared with 
the rest of the domestic information industry. 

Wang notes that this egalitarian attitude 
prevails throughout the MSC Group, exten
ding even to the social relationships between 
managers and those who work under them. 
As a result, managers' doors are always open, 
and communications from the top to the bot
tom of the organization is free-flowing and 
candid. This egalitarian spirit is what 
Stan Shih refers to as the "culture of the 
common man" and is one of the pillars of 
the Group's unique corporate culture. 

This concept springs from the early years 
of Mr. Shih himself - who hails from 
LuKang, one of Taiwan's oldest towns -- and 

the other MSC co-founders. They set 
out to build their dreams not with 
power ful sponsors or special 
privileges, but with nothing save their 
own talent, training, and hard work. 
Now, though they have achieved 
fabulous success, they recall their 
humble beginnings and consider 
themselves no different from their 
hard-working employees. Beca use 
they actively promote this philosophy 
through the culture of the common 
man, the only real boss at the MSC 
Group is the customer. 

Shih, however, remained firm in Larger Capital, Smaller Stake 
his conviction that the theft could not John Wang comments that in 
have been perpetrated by an MSC the fiercely competitive computer in-
employee. As it turned out, he was dustry, the MSC Group is still a 
proved right. "poor cousin." Expenditures are 

Wang observed that the co made with an eye toward cutting 
founders of the MSC Group en- cost. As Wang graphically puts it 
courage "faith in one's fellow man" "Money is spent on a knife's edge." 
not only in word but also in deed. All From Stan Shih on down, "Nobody 
demonstrate exceptional honesty and uses clean paper for rough drafts." 
fairness, especially in procurement Full use is rriade of every penny earn-
and other expenditures. From them ed and when possible, it is plowed 
it spreads to permeate the entire MSC Sertek President Ken Tai says, "Correct timing--being back into research and development. 
Group . Shih allows that the system establi~hed i~ 1976 at the beginning of the microprocessor While the MSC Group 
is not perfect but says, "If a system revolutlon--Is the secret of the MSC Group's rapid growth. recognizes the importance of in-

is good it should be implemented even if it This kind of stability is very important in the vestments, it approaches them with extreme 
has a few defects." It remains in effect to this information industry, notes John Wang, caution. Each investment is considered in the 
day . because the development of computer context of a worst case scenario. Even if a 

technology is a long term project. It's much project has a 99070 chance of success, if there 

The Employee as Stockholder 
Another aspect of the MSC management 

philosophy is combining the resources of the 
entire Group. This means that although the 
MSC Group is divided into different divi
sions, each division regards itself as a self
owned corporation with its own marketing 
strategy, product strategy, and profit target 
objectives. In this way , each division is 
responsible for its own success, instilling a 
sense of individual achievement. 

Another feature of MSC management 
rises from the traditional Chinese ambition 
to be self-employed. This can become a ma
jor obstacle in rigidly centralized companies 
where power and responsibility reside with a 
few top managers. With this in mind, Shih 
believes that if an employee has full authori
ty to make decisions and acts on his own ,in
itiative -- in essence, to be his own boss -- he 
is likely to stay with the company longer. 

From this follows the concept of "intra
partnership" --giving employees a stake in the 

like running a marathon, and success goes to 
the competitor with the greatest endurance. 
The MSC Group accordingly tries to instill 
every employee with a "marathon spirit." 

By delegating authority to employees the 
Group unavoidably runs the risk that these 
employees may make mistakes. But honest 
and unintentional mistakes, says Wang, are 
the "tuition" that the organization is willing 
to pay to develop its employees' ability. A 
mistake that is repeated, however, brings 
severe consequences. The salesman who fails 
to collect payment after the sale will not be 
asked to reimburse the company, but he will 
be required to get to the bottom of the mat
ter and make sure that it never happens again. 

Culture of the Common Man 
Stan Shih is not one to lord it over his 

employees. He has immense respect for all of 
them and treats them not as subordinates but 
colleagues. Thus, they consider. him not so 
much a boss as a senior engineer, addressing 
him simply as "Mr. Shih" or "Stan." John 

is a I % chance of it endangering the Group 
it will be scrapped. And Shih adds that even 
if success is almost certain, "we always have 
a contingency plan." 

This is not to say that the MSC Group 
is afraid to invest. Qui,te the contrary. Pro
jects deemed worthwhile are implemented 
without delay. A case in point is the N.T.$70 
million to establish a new company (Con
tinental System Inc.) specially for The ITT 
Contract to build 16 bit personal computers. 
After only one month's consideraton, the 
contract was signed. After only one year the 
project had generated sales revenue of N.T.$ 
1.2 billion. 

When it comes to the allocation of funds, 
MSC practices differ sharply from most 
domestic companies. The latter almost always 
use short-term funds for long-term opera
tions. The MSC Group, however, uses short
term funds for short-term operations and 
long-term funds for long-term operations, 
allocating owned capital for large-risk 
investments and debit funds for small risk 
investments. Says John Wang, "For projects 
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domestic computer companies. The Group 
money. " 

"Fhus, there are no "heroes" at the MSCwith lower rate of success, we use our own 
devotes considerable time and energy to 

This stems from the Group's desire to 
Group. Even in sales, traditionally a bastion 

marketing and sales, and enjoys particular 
keep its finances independent and free from 

of individualism, sales commissions have been 
eliminated to encourage teamwork. The success in selling its image. This area has 

out side innuence. Many enterprises with received Stan Shih's special attention. 'He 
brilliant prospects have gone bankrupt due to 

Group feels that the critical elements in sell
firmly believes that establishing the Group's 

. financial weakness. With this in mind, the 
ing information products are product image, 

image is a key factor in sales growth. "If we 
MSC Group takes the prudent course of on

R&D , and after-sales service -- not price. 
Therefore sales respond more to a team rather have a world reputation," he asserts, "in ten 

ly using its own funds for ever-risky research or twenty years we will get twice the results 
and development investments. 

than individual approach. Says Vice-President 
Wang, "The Group's team spirit and cen with half the effort." 
tripetal force are strong." With this in mind MSC has vigorously 

In the past MSC has trained its own promoted its Multitech brand name in the in
managers and brought them up through theResearch and Development is Paramount ternational market. The effort has borne fruit. 

Stan Shih bel ieves that the only way for ranks of the organization . Recently, however, The government of Singapore, for example, 
the ordinary fellow, the "have-not," chose Multitech, IBM, and Apple 
to succeed against competitors with when procuring personal computers 
superior resources is for him to work for educational applications . Even
harder and invest more aggressiveJ:y. tually 90% of computers thus ac
This is why the MSC Group places quired were Multitech units. Another 
paramount importance on Research instance is the 1985 Philippine 
and Development. According to presidential election where the results 
John Wang some 5070 of the Group's were tabulated by Multitech systems. 
total revenue is committed to R&D. And the Microprofessor-I computer 

As the saying goes, "As ye sow, for computer science experiement and 
so shall ye reap." After sparing no engineering applications is one of the 
effort plowing and sowing in R&D, top three of its kind in the world. 
the MSC Group is now reaping the The Group has been just as ac
rewards. Taiwan has become the tive establishing its image at home. 
world leader in Chinese-language In February 1984 it launched In
computers, and the leader in Taiwan foland, the first chain of franchised 
is the MSC Group. More personal computer in Taiwan. After one year 
computers manufactured by the MSC there were 46 outlets island-wide 
Group are approved by international retailers. The decor of the stores and 
safety regulatory agencies (FCC, UL, the layout and packaging of the pro
TUV, etc.) than any other brand ducts are all carefully plannned to 
from Taiwan. And in March 1985 the project a fresh, positive image for the 
MSC group held its own technical ap Group. 

plications exhibition, still a point of 
 With all this success, Stan Shih 
pride among MSC people. is concerned lest his employees 

The emphasis on R&D stems become arrogant. He often "pours 
partly from the fact that all of the cold water" over them, so to speak. 
Group's co-founders are graduates of "The employees say I like to hurt 
technical colleges. As such they share morale "he says, "but I have to 
a vision of the benefits that high do this because it would be easy 
technology offers to mankind and are for them to become self-satis
devoted to the research necessary to fied. " 
bring them about. t Becoming sel f-satisfied is just 

These two strains, the philosophy of the explosive growth has forced the Group to turn one of the hazards that come with growing 
harder-working common man and the to outside recruiting. As Stan Shih saw it, the as fast as the MSC Group has grown. With 
technical background of the co-founders have MSC Group had the soldiers; what it needed the rapid expansion of employees and 
given rise to the MSC Group's approach to was more officers. In some cases members of organization, top management can become 
finance and R&D and its unique corporate this "airborne force" have taken positions rigid. Communication between managers 
culture. And while it is not unusual for that would have gone to managers trained can become blocked. And employee training 
a firm's background to spawn a distinctive within the Group. But this has not seemed to programs may fail to keep up with the 
corporate culture, it usually has little impact cause resentment. Indeed, some employees demand. 

on the firm's day-to- day operations. At the 
 have requested a manager from the airborne Shih is well aware of this. "The problem
MSC Group, however, the corporate culture force to head up their departments. is always there," he acknowledges, "and the 
plays a vital and practical role in every Why this attitude of acceptance? John MSC Group will face it squarely and always
activity. Wang explains: "The Group's growth has make every effort to take a far-sighted ap

been extremely rapid . If a department can't proach." He points out that the Group's
keep up with the pace, it faces elimination. rapid growth was not unexpected. "A con
So the employees want the best manager they tingency plan has been prepared. And though

Team Players, Not Heroes can get in order to maintain their depart it isn't perfect, the imperfection isn't such that
Just as the MSC Group relaxes rigid con ment's growth. Besides, rapid growth has it poses any danger to us." 

cepts of class through its culture of the common meant the addition of new departments and Afterward Shih treated us to a simple but 
man, it emphasizes teamwork over individual with them, new opportunities. If an employee satisfying lunch. Then, in keeping with the"heroism." In the high-tech industry, the just worries about his ability to do the job his 

culture of the common man, several topmore specialized the 'work, the more impor promotion will take care of itself." 
managers cleared the table themselves. Withtant teamwork becomes. As Sertek General 
that kind of cooperation and spirit, we're sureManager Ken Tai says, "High-tech is a risky 
that the MSC Group will continue to prosperbusiness. The understanding between dif

in the years to come.
ferent parties must be deep enough for a great Brand Name Awareness 

deal of information to be communicated with While the MSC Group was built on a 

a few words. This kind of tacit understanding 
 foundation of technical expertise, its 

is what teamwork is all about." 
 marketing strength is also remarkable among 

Vice President John Wang comments, "The group's team spirit 
and centripetal force are strong." 
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f--- ----Entrepreneurship-----·- - -I 


A Young Man's Dream Comes True 

From Economic Magazine Vol. 32, December 1986, 

n November 1986, Multitech In
dustrial Corporation, unveiled its new 
high-speed 32-bit personal computer 
--- this at a time when IBM had yet to 

develop a comparable system. The sensa
tion that the new machine caused at this 
year' s Comdex show and in the computer 
press and the extent to which it enhanced 
Taiwan's image as a high-tech innovator 
surpassed even Multitech's expectations. 

Does this establish Multitech as 
Taiwan's leader in computer technology? 
When interviewed by this magazine, Stan 
Shih, president of Multitech's parent MSC 
Group, replied: "Frankly speaking, we 
were far behind the world leaders in 
developing information products. I used to 

promote a "We try harder" philosophy in 
an effort to push our engineers to improve 
our product design capability from the 
number three or four position in terms of 
our entry position into a product's life cy
cle. By proving they've now reached a 
"number two" slot, Taiwan's engineers 
have shown that they can match their 
Western counterparts when it comes to 
design. Now we can work on moving into 
the leading position in specific areas." 

How the Young Entrepreneur's Crea
tion Bore Fruit in 1 0 Years 

Ten years ago Stan Shih and four of 
his colleagues found themselves out of 
work. Qualitron, the company where they 
had worked for four years, had gone bank
rupt. At Shih's invitation the three joined 
him to launch Multitech. 

In its first two years Multitech was 
running in last place. Then it began to grow 
at an average annual rate of 1000/0 and to 
where in 1986 sales revenue for the entire 
MSC Group exceeded US $200 million in 
sa,les. Now the Group has set its sights on 
a target of US$I billion by 1991, hoping 
to recreate Apple Computer's evolution in
to a high·tech venture investment. The 
highly-motivated employees are ready to 
redou ble their efforts to meet this 
challenge. 

What is the dr iving force behind the 
Group's rapid growth? Shih comments,"lt 
isn't my nature to be a follower. Most of 
my high school classmates were aspiring 
physicians while I had decided to become 
an engineer. In college more than half of 
my classmates chose to go abroad for ad· 
vanced training while I stayed home at my 

Stan Shih explains his philosophy, "It isn't my nature to be a follower .... I've done things 
differently from other companies." 

alma mater to study for my M.S . And since 
I've been in charge of this ~nterprise I've 
done things differently from other com· 
panies . I've tried my best to make it whol
ly employee-owned while family ownership 
is the norm. I believe that only companies 
that share their benefits with the employees 
and get them involved in the teamwork of 
running things will be able to attract the 
best people and have them work with a ge
nuine entrepreneurial spirit. And even 
though it's difficult to come up with every 
product design on our own without 
touching somebody's image, I've always 
insisted on starting a product design over 
if there was the slightest risk of touching 
on SO'11eone else's image." 

The Outstanding Qualities of an 
Outstanding Man 

Most people believe that Stan Shih was 
born with characteristics that lead him to 
challenge instinctively the status quo . It is 

By Ching lou Liaw 

this penchant and a passion for excellence 
that have di st inguished him and his 
company . 

Mr. Shih's fatherwas a hard-working 

Stan Shih appeared on the cover of Economic 
Magazine dated December. 1986. 
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man who made his first foray into the vestments into which Qualitron's owner 
diverted his company's capital failed andbusiness world as a teenager. But his hard 
brought down the Qualitron Group.work exacted a heavy price: he died when 

So Shih and three Qualitron staffershis son was only four. 
After tha t Shih was raised by his from R&D , purchasing, and management 

mother, who opened a small store and sold established Multitech with U.S.$25,000 
eggs, melon seeds, and lottery tickets. and a dream -- to continue the development 
Young Stan honed hi s mathematical and of microprocessor technology. 
calculation skills at an early age helping her The co-founders specialized in dif
tend the store. ferent areas of the new business. Besides 

Insulated and protected by his small Shih, who was thoroughly versed in all 
circle of family, Shih was painfully shy up aspects of business operation before 

In Ten years Multitech has grown to become the MSC Group, which is comprised of 
Multitech, Sertek, Continental, The 3rd Wave, and Multiventare. 

until he entered the prestigious National Multitech was formed, there was Fred Lin 
Chiao Tung University. On the advice of in charge of R&D and George Huang 
his mother, he became active in extracur handling international sales and ad
ricular activities to overcome his shyness. ministration. The two other co-founders 
Over the course of six years he headed no were Kenfleth Tai, Taiwan's first 
fewer than seven student organizations and microprocessor salesman, and Yeh Tsu 
it was then that his talent as a leader began Hwa, Shih's wife, who possessed a degree 
to show itself. in business administration and worked in 

Shih is inspired by the vision of find
ing practical commercial applications for 
high technology. During his tenure at 
Unitron and Qualitron he developed the 
first desk-top calculator, the first hand-held 
calculator, and the world's first pen watch, 
a product which brought Taiwan 's manu
facturers sizable export revenue . 

Before Qualitron went bankrupt, Shih 
never thought of establishing his own com
pany. Thriving on .action, he enjoyed the 
performance and achievement that came 
with developing new products and the rapid 
growth and high profits at Qualitron. But 
just when Qualitron was at the height of 
its success, it closed its doors. The risky in-

her family's business before their marriage . 
These five entrepreneurs joined hands to 
form a powerful team that became what is 
today the MSC Group, Taiwan's largest 
high-tech enterprise. 

The Qualitron experience taught Shih 
that a very profitable, rapidly growing 
company can come to a sad end if it loses 
control of its finances. From this lesso n he 
developed .the concept of distributing the 
shares - and the risks - of the company 
among the employees. Presently 275 of the 
total 2,200 MSC Group employees own 
750/0 of its stock, the remaining 25% be
ing held by Mr. Glyn T.H. lng, a highly
respected entrepreneur from Taiwan's con-

similar superiority in sales revenue. 
"This isn't totally true,"counters Shih. 

"We always maintain a workforce of which 
one-third is new blood that we've recruited to 
train for future expansion. This is a very 
costly investment, but we believe it's essen
tial for our long-term business develop
ment. " 

Streamlining Manpower 
To Shih, high-quality human resources 

are the company's most valuable assets . He 
relies on them to back up the company's 
efforts to establish its brand image world
wide. This endeavor has sometimes faced 
some rather unfair skepticism in the pro
cess . Such was the case in 1982 when the 
company first tried to export its perso nal 
computers to Singapore. 

MSC people recall that at the time 
Singapore buyers said, "Taiwan is not a 
computer producing country. We're not 
buying any computers from you." But in 
spite of this inauspicious beginning 
Multitech today claims over 20% of 
Singapore's personal computer market. 
Furthermore, the government of Singapore 

struction industry and the Group' s staun
chest su pporter. 

ReOecting on the Group's astounding 
success, Shih says "The persis tent efforts 
and contribution of the employees are 
behind our success and rapid growth over 
the past years. The company's debt to them 
can never be completely repaid." Such 
frankness and simple, unassuming virtue 
have won him the respect and trust of his 
employees. 

Emphasizing Human Resources 
and R&D 

Like many venture investments, the 
MSC Group has had its share of difficulties 
and hard times. But there's always been a 
crucial difference: the Group's emphasis on 
mental productivit y and its spirit of team 
work. 

Immediately after Multitech was 
formed, it spent three-fourths of its initial 
US $25,000 capital to purchase a 
microprocessor development system and 
R&D testing instruments.This first invest
ment established Multitech as an R&D 
oriented company and set the trend for 
future R&D investment. Over its ten years 
history the MSC Group has spent an . 
average of 6% of its total revenue on 
R&D . 

"We've endeavored to establish the 
MSC Group as the enterprise with the 
greatest potential in Taiwan, and I think 
we've succeeded," Shih says proudly. But 
a different opinion was recently voiced by 
Commonwealth Magazine, which com
mented that the MSC Group seems less ef
ficient than other firms in terms of 
employee productivity . The company's 
comparative advantage in manpower, 
noted the magazine, is not marched by a 
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The five founders of Multitech specialized in technical , management, sales, finance, and planning-the ideal combination. 

approved Multitech along with IBM and 
Apple as one of the three suppliers for the 
nation's educational projects. Presently 
over 90% of the machines used in those 
projects are manufactured by Multitech : 

Boosting Morale by Personal Example 
In the early days of Multitech the MSC 

Group's co-founders took advantage of 
their youthful energy, enthusiasm, and 
resilience to get them through some hard 
times. From this formative period comes 
a wealth of amusing anecdotes . One hears 
of the R&D engineers who substituted a 
coin for the screwdriver they didn't have. 
Or of regularly working day and night after 
announcing a new product to get it ready 
for a demonstration . 

But amusing as they are, these stories 
illustrate another trait that distinguishes the 
MSC Group: the selfless willingness to put 
in long, hard hours of work. To this day, 
the co-founders continue to put in 60-plus 
hour work weeks to ensure their success. 

Shih instills this kind of selflessness in 
his employees by personal example. For in
stance, every MSC vice-president is e~ti
tied to use one of the 60 company cars. But 
Shih refused to allocate one for his wife, 
formerly a vice-president of finance 
presently vice-president of the Group's MIS 
Department. He reasoned that she could 
simply share his. 

But one doubts that this seemed like 
a hardship to Mrs. Shih. In the early days, 

she sat on the back of the motorcycle she 
and Ken Tai rode when they collected 
payments from their customers. And if an 
important overseas supplier was due for a 
visit she could often be found giving the 
stairs of the building a thorough scrubbing. 

Another instance of this selflessness 
came just after the company was launch
ed. With funds running short, Stan Shih 
cut his salary by 50070 and the other co
founders cut theirs by 20 to 30% until the 
company turned the corner. Even now, 

I give my employees plenty of freedom; they are 
guided by their sense of honor and work because 
they truly want to, not because they have to. 

Shih maintains a simple lifestyle, sipping 
hot water while treating his visitors to tea . 

"Realizing a mutual dream" is 
another source of the employees' motiva
tion. Before seeking his first job, co
founder George Huang promised himself 
that one day he would "walk across the 
Golden Gate Bridge, visit the Statue of 
Liberty, and walk around the Eiffel 
Tower." In the course of his career at the 
MSC Group he has realized all of these 
dreams. Now he urges his colleagues to 
dream new dreams, set new goals, and, 
enrich their personal lives through their 
careers. He suggests that by integrating the 
dreams and aspirations of one 's private life 
with one's career, motivation can be greatly 
increased. 

Using Special Honors to Motivate 
Employees 

As far back as high school, when he 
won the Edison Award for outstanding 
science student, Stan Shih's exceptional 
talents have singled him out for recogni
tion. The awards marking his career are 
milestones: one of the Ten Outstanding 
Young Men of China in 1976;awards for 
the R.O.C.'s Outstanding Young En
trepreneur , Outstanding Young Engineer, 
and Outstanding Merchant in 1981; and in 
1983 the International Jaycees award as one 
of the Ten Most Outstanding Young Men 
in the World. 

The MSC Group's other officers have 
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also reaped their share of honors. Dr. S. Y. 
Huang, vice-president in charge of com
munications products, was named one of 
the R.O.C.'s Ten Most Outstanding Young 
Men in 1978. And Fred Lin, MSC co
founder and vice-president for R&D, was 
honored as the Outstanding Young En
gineer in the R .O.C. in 1983. 

The pursuit of excellence that has 
brought its officers such recognition has 
also reaped awards for the company. In 
1980 Multitech won the R.O.C.'s highest 
award in product design - the Premier's 
Award - for its Dragon Chinese Terminal, 
a breakthrough in Chinese language com
puting technology. The company won the 
award again in 1982 for the world's first 
Chinese-language personal computer, 
which spurred interest in home computers 
in Taiwan. And a recent product likely to 
carryon this tradition is the 

employees try to make the most of their 
resources. At the MSC Group they say that 
nobody writes his rough draft on a clean 
sheet of paper. 

Another distinctive charactistic of the 
MSC management philosophy is a pro
found belief in man's essential goodness . 
Simply put, the employees are trusted and 
respected . Nowhere in the MSC Group can 
you find a time clock. And the Group sends 

. employees overseas for training without 
demanding guarantees that they will return 
to the company. 

Stan Shih acknowledges that not 
everybody was sold on this approach at 
first. "Of course we met with resistance 
from skeptical managers who believed that 
time clocks were a necessary evil once the 
number of employees increased. But I in
sisted on this policy . For instance, if an 

perience justifies this faith in his fellow 
man. "Out of two hundred employees that 
we've sent abroad with no strings attach
ed, only one resigned shortly after r~turn
ing. Under this method of management, 
the MSC Group has grown rapidl y, with 
constructive cycling, a management system 
that concentrates on productive areas, and 
employees that work freely on common ob
jectives. " 

Shih's trust in his employees was put 
to its sti ffest test in March 1984. A large 
quantity of integrated circuits was stolen 
from Multitech's factory in Hsinchu Science
Based Industrial Park just as the factory 
was gearing up to produce personal com
puters under a contract with ITT. Many 
people thought the culprit was probably an 
MSC Group employee. Shih, however , was 
unshakable in his conviction that the crime 

newly-developed Multitech 
Laser Printer, debuted at 
the Comdex show and 
priced to be competitive in 
the international market 
while offering superior 
price performance. 

This excellence is 
found even in the less 
technical areas of the 
organization, where its 
Ad vert ising Planning 
Department garnered the 
China Times Advertising 
Award and proved itself to 
be the equal of the nation's 
finest advertising agencies. 

Shih takes great pride 
in the way the Group earned 
its strong position and 
reputation. Much of the 
success has come about as 
the result of far-sighted 
planning and quick, deci
sive action. Five years ago, 
when Taiwan had yet to 
develop its strength in 
computer manufacturing, 
Shih sensed that "less 
volume and more variety" Stan Shih demonstrates Multitech products for Costa Rican Vice President Mrs. Garron De. Doryan. 

I 
would provide the winning 
edge in future industry competition. 

The upshot was his "brain-power pro
duction line," which encouraged employees J to bring their ability into play in their 
day-to-day work. Its success is evident in 
Multitech 's ability to change five or six 
models a day on the production line 
without a hitch , while other manufacturers 
can only manage a single model change 
once a quarter. 

Shih also successfully managed to 
create within the organization a distinctive 
"culture of the common man." This gives 
rise to a working environment that allows 
employees a high degree of freedom and 
stimulates them to commit themselves more 
fully to the company. In this corporate 
culture, each employee is an equal, the 
workplace is si mply decorated , and 

employee comes in late, I believe it's 
probably because he worked late the day 
before . If you begin to place restrictions on 
him, chances are he won't be willing to 
work as hard . I would rather give him plen
ty of freedom so he's guided by hi s sense 
of honor and works because he wants to, 
not because he has to." 

But does all this respect and freedom 
for the employees lead to a loss of control? 
Shih handles this situation deftly. " If an 
employee consistently comes in late, we 'll 
give him an appropriate warning and let 
him · know that if the situation continues, 
he will be subject to some restriction. But 
people naturally have a sense of honor 
and work voluntarily toward se lf
management. " 

Stan states that the MSC Group 's ex-

could not have been perpetrated by one of 
his employees. 

As it turned out, he was proved right , 
and his faith became a great motivating 
factor among MSC Group employees. It 
also struck a sympathetic chord outside the 
organization. Shih recalls , " We received a 
great deal of empathy from the public. 
Bankers were voluniarily increasing the 
credit line to our Group for urgent pur
chases. All of this proved to me that we had 
been recognized throughout the count ry as 
a solid enterprise." 

Special Attractions in Recruiting Talent 
As the MSC Group has grown, Shih 

has taken on the aura of an elder statesman 
in his leadership . He is recognized as an 
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I 
honest broker within the organization, and 
whenever he attends a meeting any 
arguments or interna l con flicts are 
amicably resolved . And as his organization 
has become stronger, so has his leadership 
shown even greater strength and assurance. 

This has attracted a good number of 
reputable leaders of research institutions 
and government organizations to cast their 
lot with the MSC Group. Examples include 
Dr. Alvin H. Tong, formerly the Deputy 
Director of the Hsinchu Science-Based In
dustrial Park Authority, a nd Dr. S. Y. 
Huang, formerly the chief'fesearcher at a 
government communication research in
sti tute . Of the Group's recruiting success, 
Shih says: "I have never tried to lure 
somebody by offering a high salary. In 
fact, most of them come to work for us at 
a salary lower than they had at their 
previous jobs. My point is to attract them 
with long-term opportunities and the sense 
of a common objective rather than with 
short-term benefits." 

When it comes to recruiting top 
management, the MSC Group displays a 
characteristically unconventional ap
proach. At a lunch or in a group discus
sion, the candidate is interviewed by the 
employees who will have to work under 
him if he is hired. After the interview, Shih 
acts according to the decision of the 
employees. 

The advantage of this approach is that 
a new manager feel s he is fully accepted, 
without the resentment that might greet 
him at other companies. "Acceptance by 
subordinates has a direct impact on a 
manager's efficiency," explains Shih. And 
rather than coveting power and position, 
as is often the case when all managers are 
promoted from within the organization, 
MSC employees are more concerned with 
finding an able leader who can help them 
maintain the growth of their department. 

Innovation to Expedite Progress 
With his talent and innovative 

management techniques, Stan Shih has 
made a profound impression on his com
petitors in Taiwan 's information industry. 
Their consensus is that his ambition of 
reaching U .S.$l billion in sales revenue by 
1991 is weil within his reach . 

At 43, he is younger than most en
trepreneurs in Taiwan . But he has 
demonstrated a sophistication beyond his 
years when it comes to formulating 
business strategy. This is evident in his 
successful development of markets in Latin 
America, Southeast Asia, Europe, and now 
the United States . For three years he made 
visits to potential customers around 
the globe. Now, the reputation of his ~om
pany in those countries is firmly 
established. 

What is this young entrepreneur's next 
move? As usual, it is unusual : he's think
ing of the best way to quickly pass the 

Chinese characters say. "The Dragon's Dream Becomes fleality"--one of many promo
tions for demonstrating Multitech products . 

capable of leading the company as he is. 
In response to curiosity about this 

unorthodox line of thought , he says, "I 've 
recently observed that transfers in the 
leadership of enterprises can frequently be 
classified into three types . One, the chief 
executive tries to find a successor to take 
over his responsibilities. Two, the chief ex
ecutive tries to retain hold on influence by 
wielding power in the background after the 
tra nsfer. And three, the chief executive 
quits because he is simply too old to han
dle the work load." 

"I'm not for any of those three," he 
continues. "I just want to transfer my 
responsibility as soon as possible so I can ' 

go to work on something that will make a 
greater contribution to society." 

With its achievements over the past ten 
years, the MSC Group symbolizes the per
formance of the young Chinese generation 
in the field of high- technology . 

And Stan Shih's distinctive leadership 
and pursuit of excellence epitomizes the 
new entrepreneurial style.lnnnovative and 
open to change, today's young en
trepreneurs differ markedly from the tradi
tional entrepreneurs who started out as 
"have-nots." In our opinion, Taiwan's in
dustrial upgrading would proceed even 
faster if we only had more industrial leaders 
like Stan Shih. 

baton to a new leader who will be as Multitech emphasizes leading edge technology by devoting 6% of sales revenues to R&D . 
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Rapid expansion has brought Multitech its own share of worries regarding the quality of human resources, efficiency and financial structure. 

f----- - - - -Management---------J 

The Dilemma of Being No. 1 
From Commonwealth, Oct. 1, 1986 

W
ith the speed of a rocket, 
Multitech's revenues last 
year (1985) of NT$4,800 
million (US$120 Million) sur

passed by a wide margin that of Multitech's 
powerful long-standing rival Mitac (NT$
3,200 Million), finally ending a bitterly 
contested and close race that has lasted over 
six years. Multit ech is now the largest 
manufacturer of computers in Taiwan 
(chart I). 

However, rapid expansion has brought 
Multitech its own share of worries. Growth 
has brought with it problems regarding the 
quality of human resources, efficiency and 
financial structure. Solving these problems 
will be the greatest challenge for Multitech, 
which has just celebrated its tenth 
anniversary. 

Looking at statistics, last year's rapid 
growth was the result of new markets and 
new products, with sales of personal com
puters playing a major role.With the excep
tion of Multiventure, each company within 

the MSC Group enjoyed growth in both 
domestic and international sales. Total 
domestic sales increased 41 fTJo while sales to 
foreign markets increased 68 070. Nearly 
10,000 different products are marketed 
and/ or produced by members of the MSC 
Group with personal computers, electronic 
components, and peripherals making up a 
large portion of thjs total. 

This year's sales are projected to go 
over US$200 million. This figure is ex-

By Lee Sir 

pected to increase over 500fTJo in five years 
to reach US$I billion in 1991. 

I f you add to this nearly 1,000 dealers 
in 41 countries, branches in the U.S., West 
Germany and Japan, an office in Hong 
Kong, a warehouse in Rotterdam, and a 
computer retail franchise in Taiwan - 1n
foland with more than 60 outlets - the 
MSC Group has indeed become a for
midable business conglomerate. 

From ,p !co re·/C :1ues of US$200,000 
during its first yea; to US$200 ,000,000, 
from II employees to 2,200, Multitech has 
averaged 100fTJo annual growth rates for a 
decade . What has Multitech been doing 
right? 

Employees Interview Their Future 
Boss 

In looking for the answer, we must 
first go to the management circle at th e top 
of the MSC Group led by Stan Shih, Presi

dent and to a special corporate culture that 
In the MSC Group voluntary overtime is the 
norm . 
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has been formed over the years . 
"Doing it for Multitech" is an obvious 

element in Multitech corporate culture . A 
good illustration of this lies in the stroy of 
how Alvin H. Tong, once a senior engineer 
at IBM and Deputy Director General of the 
Hsinchu Science-based Industrial Park Ad
ministration, became Executive Vice Pre
sident of Multitech Industrial Corporation, 
an event that raised eyebrows in the high
tech community . 

Multitech's five year objective is to 
establish Multitech company awareness 
worldwide and to expand its markets 
in the U.S. and Europe. George Huang, 
Multitech's senior vice-president at the 
time, and others in Multitech's Interna
tional Sales Division went on their own in
itiative to Stan Shih to request that he help 
find someone with international experience 
and contacts to lead Multitech's interna
tional sales efforts. Those who were later 
to work under Alvin Tong met separately 
with him before deciding whether or not 
this outsider met the qualifications they 
wanted in a boss . 

"Having the employees interview their 
potential boss is an interesting part of 
Multitech philosophy," says Alvin Tong 
who smiles when he recalls those first 
encounters. 

George Huang, also one of the 
original founders of Multitech explains why 
it's important to "look for your own 
boss ." According to Huang, "If today 
your abilities have not reached a certain 
level, it's better to find an outsider who can 
bring in new ideas and new methods. If you 
limit yourself only to what talent you can 
find within the company, there is no way 
for the company to grow dynamically ." 

To understand this phenomenon , one 
has to look next at the management of Stan 
Shih, the president and chief executive of
ficer of Multitech . 

Shih has a unique brand of manage
ment philosophy which he says allows him 
to see people as they are, offering em
ployees a vision of future success along 
with concrete measures directed at increas
ing their sense of accomplishment and pro
viding real economic incentives to motivate 
them . 

With respect to increasing employee 
sense of accomplishment, Shih advocates 
a management philosophy stressing man's 
essential goodness . At Multitech, em
ployees don't punch in and out at a 
timeclock , and are often trusted with com
plete authority in carrying out company 
transactions. Shih never cross examines the 
procurement division at Multitech, for 

example, which is given total responsibility 
for the purchase of more than US$60 
million in materials a year. 

275 Stockholding Empl9yees 
Already there are 275 employees who 

are also Multitech stockholders. According 
to Stan Shih, "It's like having 275 people 
with a vested interest in the company, look
ing after the company, making sure nothing 
goes wrong." 

Having employees as stockholders not 
only provides the company with a source 
of capital but also works as a motivating 
tool and reduces some of the need for ex
tra supervision. After three years any 
employee is eligible to purchase US$5000 
of stock; managers are eligible after one 
year. As a result, many women clerks in 
their twenties hold over US$25,000 in 
Multitech stock. 

Norman Huang, an associate vice 
president for The Third Wave Publishing 
Company of the MSC Group, uses himself 
as an example. Four years ago, he bought 
US$12,500 of Multitech stock. Now it is 
already worth more than US$80,000 . Ac
cording to Multitech 's current five year 
plan, stock should increase in value approx 

imately US$22,000 a year. "It's just 
like getting an extra raise every year," 
according to Huang. 

C urrently, all 275 of the 
Multitech's employee stockholders ac
count for 500/0 of the entire MSC 
Group's stock, while Stan Shih and 
venture capitalist Glyn Ing each holds 
25%. 

At Multitech it is very common 
to see employees working overtime on 
their own initiative without asking for 
overtime pay, catching up on export 
or import papers , working on new 
product developments, testing circuit 
designs until late at night even until 
day break. "Of course, we're going 
to put everything into our work," says 
Norman Huang. "We're all sailing on 
the same boat, whether we win or 
lose, we're all going to fight 
together." Experienced employees 
teach those with less experience, 
keeping everybody involved . Vice 

and 
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are more often referred to by their respec
tive nicknames "Old Master Lin" and 
"Teacher Shih". 

Because most of the company's 
employee stockholders are still young (the 
average age of Multitech employees is 29), 
they are less likely to take home stock 
returns. Often they invest dividends back 
in the company expecting continued rapid 
growth . According to Stan Shih, "Our 
greater willingness to invest relative to other 
firms is the key to our rapid expansion." 
Currently, 6070 of sales revenues is 
reinvested in R&D, and any money left 
over is plowed into upgrading production 
facilities and into marketing. No funds are 
used to purchase fixed assets or real estate. 
Even Multitech's 12112 floor headquarters 
is leased. 

Playing From An Open Hand 
The success of Multitech has come 

about not only because of the efforts of 
Stan Shih, but also as a result of the sup
port of four of the remaining co-founders 
- George Huang, Ken Tai, Fred Lin and 
Carolyn Yeh . Stan Shih's wife Yeh ex
plains, each co-founder is now responsible 
for a division within the company. Their 
capable management has made it possible 
for the President of Multitech to keep look
ing forward knowing he doesn't have to 
worry about what is going on behind him. 
And that is an important element in 

a._. 

Multitech's success in staying ahead in the 
high-tech industry, because high tech firms 
that don't continue to develop and expand 
fall by the wayside. 

One individual in the banking industry 
has observed how friction between foun
ding partners of most businesses has led to 
eventual breakups. However, the five 
founding partners of Multitech have each 
found their own comfortable niche in the 
company. 

That is not to say there have not been 
disagreements. One inside observer con
fides, though, that whenever there are dif
ferent opinions, it is Stan Shih that steps 
in to break the deadlock. Shih's ability to 
mediate in such cases stems both from his 
leadership ability, and from his reputation 
for not playing favorites. 

Many Multitech people describe Stan 
Shih as a 32-bit computer - good memory, 
quick reaction. Vice President of Engineer
ing Division in Multitech's Product 
Marketing Division, K. Y .Lee, says Stan 
Shih has the ability to persuade others to 
accept his opinion with just a few words, 
a talent which comes from Stan's 
knowledge about what is going on inside 
the company as well as his broad experience 
in outside affairs. 

Shih is very careful to maintain his 
reputation for not playing favorites. For 
example, all Vice Presidents at Multitech, 
except for Stan's wife, are provided wirh 
company cars. Whenever there is a 

disagreement between Vice Presidents, Stan 
Shih is the first to say Mrs. Shih is wrong, 
if this is indeed the case. 

Stan has often used similar tactics to 
gain the confidence of business partners. 
Two years ago, Stan gained the confidence 
of Glyn T.H. lng, an entrepreneur, with a 
background in construction engineering, 
who, based on that confidence put up US$5 
million of his own money to co-found 
Multiventure, a venture capital company 
with Stan Shih. This money was quickly 
put to use bringing local area networking 
technology (allowing users to link up to in
dividual computer workstations) to Taiwan 
for local production. Stan Shih later con
veyed 25% of MSC Group stock to lng in 
return and invited lng to serve as Honorary 
Chairman of the Board for the entire MSC 
Group. According to Shih, "This was only 
fair, after all lng's US$5 million was go
ing to be used up quickly. By converting 
it into stock, we kept the money invested 
in expanding the company and provided 
him mutual benefits." 

At the beginning of the year, Stan Shih 
asked lng to recommend someone from 
his company for the position of Vice Presi
dent of Finance for MSC Group. Hsieh 
Wen-Jui, who had worked ten years at 
Taiwan Synthetic Rubber, also owned by 
I ng, was invited to serve the job. Mrs. Shih, 
who had handled that job for 'over 10 years 
was moved to a position in charge of 
management information systems, making 

The corporate culture encourages getting the best out of each person, and each person--in everything and in every action-aims to do 
his or her best. 
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even more apparent the separation of finances 
between the MSC Group and the Shih 
fam ily . Stan Shih explains, 'I believe it' s 
important to play cards with an open hand, 
it's a lot easi~ to do business that way." 

The top h1anagement and old hands 
at MSC Group are all outstanding and 
sincere workers. Ing says he rarely feels it 
necessary to participate actively in the 
managemen t of the MSC Group. Only 
every two monlhs will lng appear to chair 
separate meetings for vice presidents and 
general managers to listen to report s and 
discussions, "I'm not at all worried about 
what's going on at the Group, I can see 
management there is already doing a fine 
job," says Ing. 

The founders of the company all have 
relatively humble backgrounds. As a result, 
they cherish what they have accomplished 
and their management style is pragmatic 
and down-to-earth. With the one exception 
of Multitech's spacious product display 
room, every inch of space of Multitech's 
12 storey headquarters is in use, crammed 
with tables, chairs, file cabinets and 
shelves. There is no visible attempt to create 
the modern interior office design you 
wou ld expect from a high-tech company. 

This kind of atmosphere is pervasive 
at the MSC Group. The complete fleet of 
Company cars are all locally made. The 
company provides su bsidies to sales staff 
members who want to buy a car, but only 
if they agree to purchase a locally manufac
tured brand below 1500 or 1600 cc. "We 
hope that our people avoid extravagance . 
We don't want our staff showing off its suc
cess by driving expansive imported cards," 
say Ken Tai, General Manager of Sertek. 

The Group's egalitarian culture is best 
seen in how they spend their money. 
Multitech's financial principles put a great 
emphasis on putting money where the 
worth is . One of the banks that has done 
business with the MSC Group comments 
that Multitech rarely uses up its credit limit , 
and apparently is not at all excited about 
borrowing money. Even Multitech' s office 
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stationery is unique in that, with the excep
tion of formal stationery for outgoing cor
respondence, employees use the back of old 
reports and records for writing notes and 
drafts . 

"In absolute terms, this really doesn't 
help us save that much money," admits 
Alvin Tong, who has been at the company 
for over 9 months. "However, it has a great 
influence on our work attitude. We spend 
money where it is necessary in the way we 
spend it." 

Still, the MSC Group's financial state
ment is not made public (it is open to 
employees and share holders only) and yet 
expansion is very fast ; sales volume in
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monwealth Maga zine's report on the top 
1,000 companies in Taiwan, Mul ti tech ranks 
216th in total revenue. However , "Public 
awareness of Multitech and its Group ex
ceeds that of many companies in the top 
100," according to Tu Te-Kung, a specialist 
at Sampo, Inc . 

The reason for Multitech's success in 
this area is Multitech's strong promotional 
effort as well as the opportunity to share the 
spotlight with Multitech President, Stan Shih. 

Since Multitech was founded , it has 
a1lways paid a great deal of attention to pro
moting its company image . It promotes 
especially vigorously those products that 
have reccived awards, which have included 

the Microprofessor 
personal computer and 
the Dragon Chinese 
workstation. Each week 
Multitech places a large 
ad on the front page 
of major Taiwanese 
newspapers for recruit 
ment of manpower to 
fill the requirements of 
the company's 5 year 
plan, while other firms 
are content with a small 
box in the classified ads . 

All of Multitech 's 
efforts at attention
getting have led some of 
its competitors to com
plain . Some criticize the "Having the employees interview their potential boss is an 

interesting part of Multitech philosophy". says Dr. Alvin Tong. company of being a 

creases every year by 100OJo and personnel 
growth has proceeded apace. As a result, 
old rumors of Multitech's financial pro
blems that appeared five years ago are still 
circulated. As one computer competitor 
puts it. "Nobody is able to prove -that it's 
not having problems". 

Messing up Market Order 
One area where Multitech is not em

barrassed to spend money is in promoting 
company recognition. In Taiwan's Com 

publicity hound. Others 
Multitech of promoting products still under 
deve'lopment and not yet available on the 
market, all for the purpose of creating 
"havoc in the market ," in the words of one 
industry member. People about to bu y one 
kind of computer see Multitech's an
nouncement and decide to hold off their 
decision until the new product comes out, 
evp" though sometimes this product in
troc.uction might take months. 

By the end of last year the blue 
and white sign of Infoland , Multitech's 
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brand PC retail distribution franchise in 
Taiwan, appeared on the streets of every 
major city and town on the island. Infoland 
offers only Multitech goods and services. 
Even the majority of elementary school 
students in Taiwan have heard of 
Multitech. 

Behind this visible success at home is 
Stan Shih's ideal of Multitech as a com
puter company for the comman man, and 
the planning and execution of Multitech's 
outstanding staff. Underscoring this fact is 
that the company's activities and products 
have been reported in computer specialist 
magazines such as BYTEand CHIP, and 
general readership publications such as The 
New York Times. 

Multitech also plans to advertise in 
widely circulated newspapers and magazines 
and on television abroad in order to in
crease brand awareness among consumers 
overseas. In the past, Multitech's strategy 
was to enter first European and Third 
World markets, "attacking the cities from 
the periphery." Presently, the company 
plans to concentrate its energy on expan
ding the U.S. market. 

A Model R.O.C. Company 
As Li-Liang-Yo, Vice-President at 

Systex Corp. points out, the newswor
thiness of Multitech's success in promoting 
a Taiwanese brand locally and overseas has 
motivated many among the news media to 
give Multitech a lot of free publicity. 

One interesting example occurred last 
year when Multitech's worldwide revenue 
figures was incorrectly used by one overly 
patriotic Chinese newspaper which printed 
in bold headlines in both its local and 
overseas versions that Multitech sales in the 
U.S. had surpassed those of IBM! 
Multitech's American branch office, more 
than a little surprised, immediately got in 
touch with Multitech headquarters in 
Taipei to ask what was going on. 

One newspaper reporter has said that 
one of the reasons so many of the mass 
media pay so much attention to Multitech 
is the pride in the success of a local 
company which has made it big interna
tionally -- a model company to represent 
R.O.C. businesses. Another reason is the 
personal charisma of Multitech President 
Stan Shih. 

A list of things that make Stan Shih 
interesting to journalists includes Shih's 
humble beginnings, his phenomenal business 
success, frequent honors, and an active par
ticipation in public interest groups (Chairman 
of the Taipei Computer Association where 

he aggressively promotes the anti-counter
feiting movement). Although Shih is only 
43 years old, his name can constantly b~ 
heard in Taiwan's business community, ac
cording to a manager in one foreign
invested computer company. 

Stan Shih is, in the eyes of many ad
mirers and competitors alike, a man who 
possesses a great deal of personal charisma 
and a young entrepreneur with a unique 
outlook. He excels at communication and 
loves to make use of metaphors, such as, 
"we were rural runners before, but we'll be 
well prepared to run in Olympic-class con
tests." "He is seen as sincere, and his 
distinctly rural-accented Mandarin pro nun
ciationmakes it even easier for him to move 
and persuade listeners," a top-level manager 
at Multitech reveals. 

Stan Shih has made an enormous in
vestment in human resources at Multitech 
and the hard work has paid off. Shih is con
fident that everyone of MSC Group's 1,900 
plus employees is sincere and shares a com
mon goal. However, outside critics often 
point to the big difference in staff size bet
ween Multitech and its largest competitor, 
Mitac, with 700 employees. 

Despite Multitech's large employee 
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How has the MSC Group become international so quickly? Part of the answer is Stan Shih's 
ability to attract exceptional people and effectively employ their many talents. 

new issue". There are 9,500 varieties of 
products being sold in the Group, including 
own-brand microcomputers, terminals and 
add-on cards of Multitech, imported mini
computers, personal computers, components 
and instrumentation equipments of Sertek, 
and OEM subcontracting of Continental 
Systems Inc . "They feel they can do 
everything", critics say jealously. 

Getting Bureaucratic 
"One problem is that the company 

grew faster than development of manage
ment systems, which caused unbalances 
because we were growing so fast:' Stan Shih 
thus analyzes the situation. In order to im
prove inter-divisional communication, 
mutual support and working efficiency, 
sales managemen t designed some report 
forms for use by the sales division. These 
efforts turned out to be in vain when 
salesmen felt they were hindered by so 
much paper work. "We are inclined to 
believe the company is getting more and 
more bureaucratic." 

. The choice between initiating a more 
regulatory style in operation or maintain
ing flexibility to motivate people has 
become a new issue to the MSC Group. "It 
is really a yes or no question". The short 
life cycle of high-tech products calls for 
timely decision making. Flexibility is essen
tial. However, the large organization re
quires well-defined operating systems to 
improve management efficency. Consider
ing the dynamic, fast- changing nature of 
the high-tech industry, Stan Shih has 
chosen to be flexible. He believes that con
tinuous growth and farsighted longterm ob
jectives will provide sufficient direction to 

base, many believe Multitech's greatest 
challenge in the future may be bottlenecks 
that may occur because of not enough 
of the qualified people. Glyn lng, Hono
rary Chairman of the Board, clearly 
states, "MSC' s greatest assets are her 
human resources. Her greatest problems 
involve people. Money is much less of an 
issue. " 

A recent survey by the Institute of In
formation Industry of college graduates has 
shown that among graduating seniors that 
are seeking careers in the information in
dustry, Multitech ranks second only to IBM 
as the ideal employer. One who works in 
the computer industry has pointed out such 
an image makes it easier for Multitech to 
attract talented young recruits to its 
workforce. An important challenge for 
Multitech will be training these new recruits 
into a professional ladder of individuals of 
the same calibre and reputation as those 
turned out by IBM training. 

Insufficient training and inexperience 
of middle level managers on occasion cause 
problems in the Group which can affect 
management performance. "New super
visors have been promoted before they have 
learned how to delegate their respon
sibilities to their subordinates", com
mented an observer. How to improve 
operation efficiency is a big issue in the 
MSC Group, admits Stan Shih, "So many 
newcomers can confuse customers. The 
newcomers themselves get confused with 
the hundreds and hundreds of varieties of 
products, or telephone queries being 
relayed from one division to the other, so 
customers sometimes get tired of having 
their request repeatedly transferred." 
"Communication problems have become a 

make up for management deficiency. 
To elaborate on Stan's intention, John 

Wang, Vice President of Corporate Ad
ministration said, "Although ~e realize 
that we cannot enforce a regulation if people 
don't like it, efforts to improve operating 
efficiency by means of rationalized regula
tions and policies will be continued and im
plemented whenever needed. To comple
ment these efforts, special attention will be . 
paid by management to lead the group in 
the right direction with team work spirit." 

As one electronics industry analyst has 
pointed out, Multitech and the MSC Group 
provide an excellent model of rapid expan
sion in a developing high-tech industry . 
Multitech has over the years made man y 
contributions to the development of 
Taiwan's local information industry, mak
ing important progress in the manufacture 
of micro-processors, home computers and 
Chinese computers, and has spread this 
technology to others in the industry. 
Multitech has sponsored programs such as 
computer summer camps for youngsters, 
with the aim of spreading computer literacy 
domestically. 

Looking toward the future, Multitech 
plans to follow closely international trends, 
integrating computer and communications 
technology and to increase Multitech 
brand name awareness in the U.S . and 

The MSC Group emphasizes product quality 
and after-sales service. 

Europe, and thus obtaining a share of the 
in ternational market. 

Stan Shih expresses his hopes that 
Multitech can achieve fame parallel to that 
of Sony--where someone who wants to buy 
a computer will automatically think of 
Multitech. 

Can it be done? A lot of people will 
be looking to MSC Group to see if it can 
honor the US$l billion check it has writ
ten in 5 years. 

The folks at M ultitech are confident. 
"As long as we don ' t make any mistakes 
and do our job well, I think we'll make it," 
asserts Ken Tai, General Manager of 
Sertek . 
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Stan Shih points out new managers are needed to do those things you are no longer 
willing to do. 

~-------------------Future ---------------------

Stan Shih's Philosophy of Succession 

A Report From Modern Management, Dec. 1986 

Why worry about management he transition of responsibility in 

T 
are so many new business opportunities 

management has always been a succession? waiting for you . I f you don't aUow yourself 
problem in business, especially in to let go of the management of already wellWhy worry about management succes

established enterprises, how can you con
expansion. I propose using the concept of 

sion? I believe there are three importantthose companies faced with rapid 
reasons. tinue advancing yourself? 


a "marathon relay race" as a way of deal
 I. New managers are needed to do 2. The power and influence of a 
ing with this issue. those things you are no longer willing to business will continue to grow stronger with 

do. If you look ahead to the future, there the successful transition of management 
responsibilities to a new manager. Many 
ancient schools of Chinese martial arts, for 
example, such as the Shaolin or the Wutang 
school, were able to rise to considerable in
fluence through many generations because 
they had very good systems for the succes
sion of leadership. 

3. Succession is inevitable. People can 
only live so long while a business can go 
on forever. Only an appropriate plan for 
management succession, though, will allow 
a company to continue indefinitely. 

If you are able to adopt this way of 
thinking, the issue of succession should not 
create an atmosphere of panic but lead you, 
instead, to plan earlier for the eventual 
transition of management responsibilities, 
and allowing the company to function 
smoothly after such a transition. 

A Weight-lifting Competition 
Management succession should be a 

part of a business's daily activities. Any 
. firm should have a well-planned effort to 
train actively potential candidates for top 
management positions. 

The training process should start with 
the gradual increasing of an individual's 
workload. An individual's ability is usual
ly very flexible, but the process should 
resemble a weight training program. 
Workload should be increased in in
crements over time, allowing one to expand 
his abilities and to understand his in
dividual limits. 

More than one candidate should be 
trained at the same time for ultimate suc
cession . Not only can thi s reduce the risks 
involved, but it can also serve to motivate 
selected candidates to perform even better. 
The corporate environment is always 
changing. Successful management transi
tion requires regular exchange of ideas and 
a healthy business organization. Some
times, as in a relay race, the baton may fall 
to the ground when being passed from one 
runner to another. But if the team is far 
enough ahead in the race, the runner can 
stop to pick it up and keep the team in the 
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lead. 

Paying Tuition 
Because situations like 

t his can happen, a business 
should be prepared to "pay 
tuitioll" for the potential 
successor; if the successor 
should by chance fail, the 
company should be tolerant. 
1ft he company cannot 
afford his tuition, so to 
speak, he should be given 
another job where the tui
tion requirements are less. 

In those cases where 
the choice of successor 
proves less than ideal, the 
one who made that choice 
should look after the 
interests of the firm and 
take appropriate action, 
reducing that person 's 
authority, for example, or 
finding someone else, or 
even personally returning 
to manage the firm . 

One of the things one 

I, 

For middle-level ma nage
men t promotions, can
didates need to be graded 
more on their interpersonal 
skill and their ability to 
coordinate activities. Their 
superiors must know how 
to delegate responsibility 
and guide new managers 
into their new position. 

Candidates for top 
management positions 
must possess specialized 
knowledge, management 
s kills, and individual 
character. The transfer of 
authority might very well 
occur behind closed doors. 
Once the one or few in
dividuals to lead the firm 
into the next phase are 
chosen they must then be 
given the authority re
quired to carry out their 
new responsibility. 

I have already made 
preparations for my own 
succession. From the day, 
we founded Multitech, I 
have made a point tohas to be worry about in 

planning succession is the 
fact that promoting ' one 

Promotions for the lower levels of management can be regulated by standard discourage that sense of
guidelines. 

person is often seen as stri king a blow at 
those not promoted. When making your 
selection, therefore, you must also consider 
how the complex web of human relation
ships will be affected by a promotion. 

In a rapidly expanding company, there 
are many chances for promotion so 
everybody can be rewarded. The problems 
are more serious in firms where expansion 
is less rapid. 

Two things are important here. First , 
a person who is promoted should not act 
as if he has won a great victory. Once he 
is promoted, he should maintain perspec
tive and stay humble and strive to main
tain good personal relations with other 
managers and employees. Secondly, the ex
ecutive should try to give those individuals 
not promoted the feeling that they have 
been promoted, too, giving them a title of 
consultant along with some new 
responsibi Ii ties. 

In addition, different treatment should 
be given to those passed over for promo
tions depending on their age category. 
Younger individuals should be given the 
opportunity to prove their abilities by tackl
ing even greater challenges. For older 
employees, more attention should be paid 
to instilling a spirit of "stepping aside" for 
the more talented, while at the same time 
showing respect. 

Passing on responsibility before 
receiving new responsibility 

Let' s look at the situation from the 
other side. What should someone interested 
in being promoted do? The answer is 
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prepare for your own succession, which 
means do well in your present position . 
Your area of responsibility will expand ' 
naturally. At the same time you must take 
advantage of every opportunity to learn 
and prepare. Thus if your company is 
unable to offer you the chance for promo
tion you covet, you have the option of go
ing to another company . 

Different companies and different job 
positions have different conditions and dif
ferent ground rules for management suc
cession. For example, companies that stress 
team spirit do not need managers with 
Napoleonic mentalities. 

If there were one required course you 
could take before planning your strategy 
on how to get promoted, it would have to 
be on crea ting an im·age. In modern socie
ty, interpersonal relations rely a great deal 
'on impressio ns and reputation. One must 
first discover the ideal image the leader of 
any type of organization must possess and 
then work to create such an image for 
oneself. 

A Promotion System 
In its broadest sense, management suc

cession refers to the general order of 
personnel promotions . For different levels 
of management, the method of succession 
is different. 

For the lower levels of management, 
promotions can be regulated through stan
dard guidelines for review and evaluations, 
with the goal of determining whether or not 
the prospective manager can handle the 
new respon si bilities to be assigned to him. 

egoistic accomplishment. 
Only through a well planned transfer of 
authority can an enterprise continue 
indefinitely. 

Not so long ago it was thought that 
management succession was a question that 
only came up when top managers reached 
60 or 70. However, now with rapid business 
expansion and diversi,fi ca tion, even 
youthful leaders need to begin training suc
cessors to take over their ever-increasing 
management duties. 

I have four suggestions for the train
ing of the next generation of managers and 
management successors: 

I. One must have a positive attitude. 
2. Candidates for promotion must be 

carefully chosen according to a company's 
st rategy, business and organizational 
culture. 

3. Selecting and training candidates 
are not separate issues, both should begin 
by focusing on the individual's current job. 

4 . Special attention must be given to 
the management of potential problems that 
can occur in interpersonal relationships 
during the succession process. One of the 
primary conditions forthe selection of can
didates for promotion should be good in
terpersonal relations, since this should 
reduce the negative effects on morale to a 
minimum. Good interpersonal relation
ships are best established, therefore, while 
prospective managers are still but can
didates for promotion. This foresight on 
the part of the prospective manager will 
help the new manager to gain the coopera
tion of his colleagues in performing his 
tasks. 



~ 

IMultitech 
ELECTRONICS INC. 

A Division of MSC International 


1012 Stewart Drive 

Sunnyvale, CA 94086 


408/773-8400 


Printed in U.S.A. 

t, MULTITECH ELECTRONICS INC. 1986 


