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Much has been written about accounting firms which 
use electronic data processing centers. But to date 
there’s been comparatively little about the accounting 
firm that has installed its own computer. Here’s the 
story of one—

ACCOUNTING-EDP CENTER

by Robert M. Smith

Editor

When a salesclerk in a retail 
store enters a transaction on 
a cash register, she is in effect do­

ing more than providing the cor­
rect change and a receipt for a 
customer. She is also providing, on 
the internal cash register tape, a 
complete record of the transaction 
— what was sold, or at least the 
general classification of what was 
sold, the department that sold it, 
the price for which it was sold. A 
basic record has been created, the 
record on which all the important 
merchandising records of the store 
are based. The all-important data 
about the individual sale have been 
captured at the time the sale is 
made. Ideally, those data for each 
individual sale in each department 

can give the store information need­
ed for sales reports, sales and in­
ventory reports, sales analyses, 
even sales projections.

“Ideally” is the catch. For, unless 
the store has a computer, or ac­
cess to one, the task of producing 
such records on a timely basis from 
hundreds or thousands of bits of in­
formation about individual sales is 
almost insuperable. An electronic 
data processor is a requirement if 
the best use is to be made of such 
information. Yet it is prohibitively 
expensive for all but giant stores 
in terms of hardware cost and the 
knowledge and experience re­
quired.

This situation is the background 
for the recently announced deci­

sion (see news story, M/S, March- 
April, ’65, page 9) of the National 
Retail Merchants Association to of­
fer centralized electronic data proc­
essing facilities to process machine- 
sensible data submitted by mem­
ber stores and return hard copy re­
ports to the stores.

But behind this simple statement 
of fact, there’s a lot of time and 
hard work. There’s also the story 
of a small, local CPA firm, Lennox 
and Lennox, of Staten Island, New 
York, which was finally picked as 
the data processing facility to han­
dle the NRMA account over such 
corporate giants as IBM’s Service 
Bureau, Litton Industries, and the 
National Cash Register Company.

Lennox and Lennox have been 
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deeply involved in automation since 
1960 and have had their own com­
puter since July of 1962. The firm’s 
principals, Cyril J. Lennox, John E. 
Lennox, and E. Keith Danischew­
ski, had become convinced rela­
tively early that a computer could 
solve that perennial problem of 
small accounting firms: handling 
a large volume of write-up work 
without building an unwieldy and 
expensive staff. As part of the prep­
aration for installing their own 
computer, they began sending some 
of their routine work out to ser­
vice centers. They quickly ran into 
difficulties because of lack of un­
derstanding of accounting terminol­
ogy and techniques on the part of 
those who ran the centers.

Accounting service bureau
Experience with commercial ser­

vice centers only reinforced the 
accountants’ twin beliefs that auto­
mation did offer great advantages 
in speeding the flow of detailed pa­
perwork and that CPAs, if they 
had the proper equipment, prep­
aration, and machine knowledge, 
could do a better job of mechani­
cally preparing financial reports of 
all kinds than could nonaccount­
ants.

Lennox and Lennox decided 
they were going to get that knowl­
edge.

They approached the leading 
computer manufacturers to evalu­
ate various types of EDP equip­
ment, while simultaneously defin­
ing exactly what they wanted the 
equipment to do. The three part­
ners realized from the first that it 
is a fatal mistake in installing a 
system to order the computer first 
and then fit the procedures to the 
equipment. After careful analysis of 
their clientele, mostly small- and 
medium-size companies in the im­
mediate area of Staten Island, and 
their present and projected future 
needs, Lennox and Lennox chose 
the National Cash Register Com­
pany’s 390 as their digital comput­
er. Detailed diagrams of all the 
steps necessary to process material, 
all the way from journals of orig­

inal entry to hard copy financial 
statements, were perfected in terms 
of the 390, which was installed in 
July of 1962, under a lease-purchase 
agreement.

Meanwhile selected staff mem­
bers had attended programing 
school, and others had studied EDP 
applications in other ways. New 
York State Society and American 
Institute of CPA meetings and sem­
inars were visited, and literature 
from manufacturers was carefully 
reviewed.

It is to this careful and painstak­
ing preparation for installation that 
John Lennox gives primary credit 
for the success achieved with the 
project almost from the beginning.

Trained as an engineer as well as 
a CPA, he probably had some ad­
vantages in adapting so quickly to 
computer techniques. Yet perhaps 
the main advantage was his early 
acceptance of the fact that the com­
puter is here to stay and all ac­
countants had better learn what it 
is and what can be done with it, 
even if they have no plans for com­
puters of their own.

Growth
When the computer was first in­

stalled, it was used only to process 
financial reports for the firm’s regu­
lar clients. However, as clients saw 
the speed with which their work 
could be done, they began request­
ing such additional services as cost 
and sales analyses, inventory con­
trol, budget comparisons, profit 
and loss statements, and other sta­
tistical analyses. All these assign­
ments could be handled easily by 
the 390, so Lennox and Lennox 
found that they could take addi­
tional data processing work from 
new clients who saw the advantages 
of a service center run by CPAs. 
As word of the new installation 
spread, other CPAs also began 
sending data to be processed just 
as Lennox and Lennox had earlier 
sent tape-punched information to 
a commercial service center. By 
the end of 1964, the total of such 
outside clients, over and above 
the firm’s regular clients, had risen 

to 39 companies and accountants.
Thus, for their original clients, 

Lennox and Lennox did the entire 
assignment from original creation 
of data through finished product. 
For the new clients, they did the 
final part of a job already partially 
completed by someone else.

Gradually, as the firm became 
more widely known, they began to 
accept consulting work on other 
EDP installations. Sometimes they 
would be called in by another CPA 
to evaluate work he had done, 
sometimes by the company itself. 
They added the first non-CPAs to 
their management for this consult­
ing work.

The cost picture
All of this increased the firm’s 

expenses, of course, but the in­
creased business generated by the 
computer more than compensated 
for it. Gross volume increased by 
40 per cent while the staff increase 
was only 19 per cent. By the end of 
1964, the firm had the same three 
CPAs and ten staff accountants they 
had had for some time, but they 
had added two EDP programers 
and four clerks.

An idea of the basic costs of the 
venture: First of all, in order to get 
the 390 on a lease-purchase ar­
rangement, Lennox and Lennox 
had to show a Dun & Bradstreet 
rating of a minimum net worth of 
$150,000. Expenses, purely for the 
computer installation and staff, af­
ter the machine was installed were 
as follows:

1. Monthly lease cost of the 390 
and peripheral devices, $1,750

2. Purchase price of one input­
tape-producing accounting machine 
for error correction and preparation 
of input data, $9,000

3. EDP personnel (two pro­
gramer monitors) — annual salary, 
$18,000

4. One clerk — annual salary, 
$5,000

5. Average monthly overhead, 
$750.

This was the situation as of 1964. 
But already the firm was working 
on their most ambitious project to
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EXHIBIT I

Report I, a weekly sales report, can be compiled either from 
point-of-sales recording data or by back office record­
ing. The record can be either in dollars or units or both.

date. One of their regular clients 
was Garber’s, a small but highly 
efficient Staten Island department 
store. Garber’s had for a long time 
been taking full advantage of Len­
nox and Lennox’s computer capa­
bilities. And Garber’s was active in 
the Smaller Stores Division of the 
National Retail Merchants Associ­
ation.

NRMA proposal
The NRMA, fully conscious of 

the advantages computers offered 
the large stores which could afford 
them, had evolved a plan: to de­
velop a package program under 
which small stores could prepare 
their basic data in the form of 
machine-sensible records that could 
in turn be sent to a data center for 

further processing. NRMA would 
own the basic program, which 
would be made available to those 
stores that were organized, or could 
be organized, to use it. Each indi­
vidual store would pay the service 
center a fee based on the volume of 
its transactions that were handled 
by the bureau.

Lennox and Lennox were ap­
proached. Would they be interest­
ed?

They had a choice. They could 
“go for broke” — take a chance, put 
in the time and effort to work out 
a basic program for the NRMA 
in the hope that eventually they 
would get the assignment. The re­
verse side of the coin was that they 
were a small, local firm; they were 
not nationally known as a data 
processing center; they were not 

centrally located; and they had no 
branches. Furthermore, and per­
haps as damaging as anything else, 
they had only one computer, the 
medium-scale 390, which could not 
conceivably handle the records of a 
great number of stores.

Moreover, if they did not get the 
job, all the time and expense spent 
in preparing a program for NRMA 
would be in vain. Lennox and Len­
nox would be in exactly the same 
position as any other of the service 
centers that had sought the con­
tract unsuccessfully.

It was a major decision, and the 
decision was yes. The three part­
ners decided to take the chance, 
reasoning that their experience in 
working on the processing of rec­
ords for Garber’s and other stores 
gave them some advantages. They
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EXHIBIT 2

Report 2, a periodic sales and inventory report, shows purchases, 
sales, and markdowns at retail prices for the period covered, as well 
as retail value of inventory categories at the end of the period.

met with NRMA and undertook to 
prepare a program with the asso­
ciation, with the clear understand­
ing that the association committed 
itself to nothing.

The joint work with the NRMA 
committee was a revelation to the 
accountants. Now in contact with 
representatives from stores all over 
the country, they found that there 
was not even a common merchan­
dising language among them all. 
Stores were found that did not have 
either a cash register or an adding 
machine; all receipts went into a 
box, and such records as were kept 
were posted by hand.

Coding
So almost the first job was to set 

common terms on which all could 

agree and at least a form of coding 
of merchandise classifications.

The terms, ranked by position, 
most commonly used in inventory 
and merchandise reports were final­
ly established as these:

Store
Merchandise Division

Department
Classification

Price Line
Vendor
Style 
Color 
Size

An ITEM is defined as the unit on 
which control is exercised, and this 
can vary between stores and even 
among departments within stores. 
Thus a Men’s Furnishing Depart­
ment may reflect sales by Classifi­
cation, or type of article, only. Here 

each ring on a sales register or 
each line item on a sales check, re­
flecting Department and Classifi­
cation code numbers and dollar 
amount of the sale, would be con­
sidered one ITEM. In Women’s 
Coats, on the other hand, much 
more detailed Unit Control records 
might be maintained showing Ven­
dor, Style, Color, and Size. Here 
each item of merchandise is con­
sidered one ITEM.

Each ITEM handled is accumu­
lated in one SKU (stock keeping 
unit). Thus if a store with twenty 
departments reports sales by de­
partment only, there would be only 
20 SKUs. If, on the other hand, 
each department broke sales down 
by ten classifications, there would 
be 200 SKUs, etc.

The system as it evolved simpli-
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This is a sample of type 
which may he optically 
scanned, and which is also 
legible to humans. The 
scanner reads as a human 
does, from left to right, but 
it does so at a much higher 
speed—26 lines a second. 
The reading head identifies 
each symbol by matching 
each vertical line in the 
upper and lower portions of 
the individual character 
with a zoned configuration 
of the character stored 
in its memory . . .

fied the coding problem by making 
it flexible enough to cover the finest 
as well as the roughest break­
downs.

Another surprise to Lennox and 
Lennox was the primitive state of 
most smaller stores’ merchandising 
records. A crude form of sales anal­
ysis was all that most of them at­
tempted.

Equipment

Even so, it became apparent that 
the accounting firm, if they were to 
be the data processing center se­
lected by NRMA, would have to 
have a computer of much larger 
capacity than the National 390. An 
NCR 315, which could accept pa­
per tape input like the 390, was 
tentatively selected. But that in 
turn posed new problems. Lennox 
and Lennox were not large enough 
to finance the 315, nor would they 
particularly need it if the NRMA 
project did not materialize. An 
agreement was worked out with 
National Cash whereby the larger 
computer would be delivered on a 
lease-purchase agreement if the 
NRMA work went to the Staten 
Island firm.

All of this planning took the bet­
ter part of a year — and still no 
final selection of a data processing 
center had been made. And, as 
more companies had become aware 
of NRMA plans, the competition 
grew hotter. Other stores which 
had some experience with other 
data processing centers advanced 
the merits of their entries. To add 
to the confusion, National Cash 
Register, the same company which 
made the equipment selected by 
Lennox and Lennox, offered a bas­
ic and quite complete accounting 
package for small retail stores 
through its regional data centers 
and put all the publicity behind it 
that it could.

The NRMA electronics commit­
tee that was to make the final selec­
tion of the data processing center 
gave only one reassurance: Cost 
of the service was not the only con­
sideration, although it was impor­
tant. However, all other things be­

ing equal the CPA firm would not 
be ruled out of the running unless 
the price they quoted was out of 
line with that of the lowest com­
petitor.

Lennox and Lennox gave an esti­
mate based on minimum numbers 
of items to be processed for each 
store and the quantity of reports 
required by the stores. Under their 
program, each participating store 
would furnish data in the form of 
punched paper or optical character 
font tapes prepared at the store via 
cash register, adding machine, or 
accounting machine. If the form 
used to collect data was punched 
paper tape, such tapes would be 
fed directly into the computer on 
paper tape readers; if the data were 
in the form of optical font charac­
ters, the tapes would be converted 
by optical scanner to punched paper 
tape at Lennox and Lennox. Each 
store would be started on Report 1, 
a weekly sales report, and then giv­
en Report 2, a monthly sales and 
inventory report. Four other re­
ports would be optional.

Magazine helps firm

At this point an entirely unfore­
seen factor entered the picture. 
Some time before, John Lennox had 
written an article for this magazine, 
explaining in some detail how and 
why he had originally established 
his service center and giving some 
information on the type of work it 
enabled him to do. At that time, 
the NRMA project was not even in 
the planning stage.

After some consideration, the 
editors of Management Services, 
feeling the article would be of 
greater interest to readers of its sis­
ter publication, The Journal of Ac­
countancy, turned it over to the 
Journal staff. They liked it but 
could not schedule it for some 
months. It finally appeared in the 
November, 1964, issue.

It is John Lennox’s belief that 
the article, explaining in some de­
tail how long he had been involved 
with EDP and how his staff had 
prepared for their installation, was 
a strong deciding factor for the
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NRMA. Now Lennox and Lennox 
had the one thing they had lacked, 
recognition on a national basis. In 
January of this year, the NRMA 
announced the decision. The data 
processing center chosen was Len­
nox and Lennox.

Potential

Now, three months after the 
start of the program, Lennox and 
Lennox are processing records for 
twenty stores. Installation proce­
dures are being prepared for twen­
ty-seven more, and a total of 102 
stores are currently at one stage or 
another in their plans for an EDP 
installation. And, as staff time is 
available, additional stores will be 
added. The potential number is 
enormous. The Smaller Stores Divi­
sion of the NRMA has 4,300 mem­
ber stores and specialty shops, and 
the total NRMA membership ap­
proximates 7,500 member stores.

Not all of these, of course, either 
qualify for or necessarily want data 
processing services. Some are much 
too small to require it; others can­
not fit their procedures to the 
NRMA program or do not have the 
necessary equipment of their own 
to produce cash register or adding 
machine tapes, which is a first es­
sential to participating in the plan. 
Some—a very few—have equipment 
so elaborate that it cannot be used 
economically. One optimistic can­
didate was sure he had exactly the 
right input equipment, since he 
had just installed new cash registers 
that printed on their tapes dollar 
amount of the sale, local sales tax, 
money tendered, and amount of 
change made. The only difficulty 
was that this was many times the 
amount of information needed for 
merchandise reports, where the 
only sales analysis figure needed is 
amount of sale. For this client, the 
data processing service would have 
been prohibitively expensive with­
out modifying existing machines.

On the whole, the program has 
proved to be valuable to stores far 
smaller than was originally thought 
possible. As originally projected, it 
was thought that only stores with 

an annual volume of at least a mil­
lion dollars would be interested. 
Lennox and Lennox are currently 
preparing merchandising reports 
for stores varying in annual volume 
from $350,000 to $38 million. Cost 
to each store is approximately 10 
to 30 per cent lower than the store 
would have to pay for a custom 
program at an individual data proc­
essing center.

Costs to a store in the one to two 
million dollar range are between 
$2,000 and $2,500 annually for data 
processing alone, between $3,500 
and $4,000 annually for all costs — 
data processing, store equipment 
costs, and clerical labor in the 
stores. Initial set-up charges range 
between $55.00 and $400.00, plus 
the cost of any new equipment the 
store might need.

Optical tape

Equipment in the stores has been 
another surprise factor. As original­
ly projected, the program envis­
aged that the majority of stores 
would use tape punching cash reg­
isters and adding machines and 
that the perforated tape would be 
sent to Lennox and Lennox for di­
rect computer input. A second op­
tion was offered: The store, if it 
wished, could send in tapes pro­
duced with NCR figures accepta­
ble to an NCR optical scanner. It 
was thought, however, that this 
would be used only by a very small 
minority of stores.

Actually, more than 50 per cent 
of the stores using the program 
have installed NOF (NCR machine 
readable printing) equipment. This 
means Lennox and Lennox must 
use their optical scanner to trans­
late the printing on the tapes to 
punched tape for computer entry. 
Therefore it raises the cost of the 
service to the store. However, a 
store can often adapt its present 
cash registers and adding machines 
to NOF type by having NCR make 
modifications, whereas buying new 
tape punching equipment or at­
tachments for present machines 
would be considerably more expen­
sive. Most merchandisers would

. . . thus, the symbol “1” 
above is recognized by the 
scanner by its three 
vertical lines—one each in 
the upper and lower portions 
of the third zone, one in 
the lower portion of the 
fifth zone. This is translated 
by the scanner as the 
figure “7.”
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EXHIBIT 3

Report 3, which like Reports 4, 5, and 6, is only used for a store 
which has been on the EDP system for a year or more, is a 
six-month summary of inventory, shortages, and turnover. It is 
based on information stored in the computer's "memory" from 
earlier data accumulated from Reports I and 2 for the store.

prefer to pay higher processing 
rates and use their capital for the 
goods they can sell.

This was the least of the sur­
prises. Far more serious has been 
the problem of transmitting the in­
formation. Originally, when it was 
thought that punched paper tape 
would be the stores’ most common 
medium, stores were told they 
could use Data-Phone or the mails 
to send their data to Lennox and 
Lennox. The mail offer still holds 
good, but Data-Phone — which 
transmits punched paper tape in­
formation by electrical signals that 
produce an identical tape at the re­
ceiving end — is useless with infor­
mation that must be optically 
scanned. The accounting firm has 
had to make an arrangement with 
NCR by which the NRMA program 
will be run at regular NRMA rates 
by West Coast or Deep South NCR 

centers for stores with NOF equip­
ment that feel distance makes the 
mails impracticable. Bell System 
engineers are now working on this 
problem so that eventually it will 
be possible to transmit visual infor­
mation over a Data-Phone, but to 
date they have not made the solu­
tion available.

Store data
Sources of the data sent in to 

Lennox and Lennox depend on the 
accounting practices already in ex­
istence at participating stores. Some 
very small stores use only a very 
simple coding system and a tape 
punching or optical font printing 
cash register, and all hard copy re­
ports are based on this information. 
A slightly larger store might use a 
few such cash registers and also a 
tape punching or optical font print­

ing adding or accounting machine 
in its back office. A quite large 
store is likely to use any combina­
tion of paper tape or optical font 
cash registers plus back office input 
machines. The system can accept 
input data from any and all of 
these machines.

With these data Lennox and Len­
nox can give each participating 
store a sales report and a sales and 
inventory report (Exhibits 1 and 2, 
pages 36, 37) for the time period 
the store finds most useful. As in­
formation is stored in the computer 
files about any particular store it 
will become possible to give a com­
plete accounting picture covering 
past periods of time for that store. 
Thus, after a store has been under 
the system for some time, there will 
be enough information about it 
stored by the computer system to 
allow Reports 3, 4, 5, and 6 (Exhib-
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EXHIBIT 4

Report 4 is supplied to the store to aid merchandise planning of pur­
chases. The store concerned completes the report, filling in beginning- 
of-the-month and open-to-buy figures for the succeeding six-month 
period. Report 4 is the basis for calculating Report 5 (page 42).

its 3, 4, 5, and 6, pages 40, 41, 42, 
43, respectively) to be furnished 
to the store if it wishes them.

A store will have to be in the 
new system for at least a year be­
fore it can progress to these reports.

Many stores have such a simple 
classification system that they can 
get all the information they need 
for merchandise orders and detec­
tion of trends in sales from Reports 
1 and 2 alone. Others, however, 
with elaborate systems covering 
thousands of items, will have a de­
gree of control through the more 
sophisticated reports never possible 
before.

Although technically the program 

is available to any NRMA member 
store, in reality some limits have to 
be set. Some stores simply do not 
have enough basic information, or 
accurate enough information, to use 
the program. Other stores have a 
system of their own which cannot 
fit into even the very liberal limits 
set by the NRMA plan. Some stores 
aren’t interested, others don’t have 
the proper data recording equip­
ment and are unwilling to get it.

Screening
All this requires a very thorough 

analysis of a store’s equipment and 
system before it can be accepted in 

the program. As of now, there is a 
three-step screening process which 
a store must go through before ac­
ceptance in the plan. It must first 
fill in a short questionnaire, which 
is returned to the NRMA. If the an­
swers to the questions look hopeful, 
the store is then referred to Lennox 
and Lennox, who send out a far 
more detailed, 17-page question­
naire to the retail establishment. 
This questionnaire, which is divid­
ed into eight sections, investigates 
the store’s merchandising pattern, 
its accounting methods, and the 
type of equipment it is currently 
using.

When the store completes this
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EXHIBIT 5

Report 5 shows current information on orders placed, goods 
received, and merchandise sold. When combined with the 
sales and inventory data contained in Report 4 (page 41), it 
helps the store buyer to maintain his overall stock balance.

phase of the program, it is then 
visited by a Lennox and Lennox 
staff member. This step would be 
essential in any event in order to 
prepare the store for absorption into 
the system; it has also proved nec­
essary to learn whether the an­
swers given to the questionnaire 
were correct. Often the written 
forms are filled in by the store pres­
ident or controller who honestly be­
lieves his store is doing things a 
certain way. Investigation often 
shows that the method he has de­
scribed exists only in his mind, or, 
at best, in an operating manual that 
is completely ignored by store per­
sonnel.

If this should be the case, or if 
the store’s methods and equipment 

need major alterations to fit into 
the NRMA pattern, suggestions are 
given for such changes. When the 
changes have been made, Lennox 
and Lennox will return to the store 
for a re-evaluation. When such nec­
essary changes are really extensive 
and require outside help over a pe­
riod of time, the store is advised to 
consult its own CPA in adapting its 
accounting methods to the NRMA 
pattern.

A store that is in relatively good 
shape will be accepted by the firm 
but there will always be final ad­
justments that must be made. Wir­
ing diagrams for the store’s me­
chanical equipment must be com­
patible with the NRMA program; 
the accountants design these indi­

vidually and supply them to the 
manufacturer of the machines.

Personnel
The accountants have had their 

own difficulties with the program, 
too. A real trouble has been enough 
personnel. Even though stores that 
do not fit readily into the NRMA 
program are advised of the changes 
that must be made and told to 
work them out for themselves or 
with their own CPA, nevertheless 
the work load for a staff as small as 
that of Lennox and Lennox has 
been overwhelming. And people 
skilled in and knowledgeable about 
computers are in short supply and 
high demand. Still, the firm is add-
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EXHIBIT 6
Report 6 permits merchandise control on a unit 
basis, and shows stock activities by coded descrip­
tive categories. Thus, the code number "7-094-01" 

in the first line identifies the department of the 
store, the manufacturer of the merchandise sold, 
its cost, and the style number of the goods sold.

ing them just as fast as they can. 
They have managed to get them by 
offering extremely attractive in­
comes. They have devised a fair­
ly elaborate profit-sharing system 

which makes it possible for non­
CPAs to earn nearly as much as 
partners, even though they cannot, 
of course, become partners.

Another difficulty has been equip­

ment. Lennox and Lennox had laid 
their ground with NCR when the 
NRMA contract first seemed a pos­
sibility and had confirmed their or­
der as soon as they were sure of
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Their confidence in the 

future is best illustrated 

by their actions. Already 

foreseeing the day when 

their present machine will 

be inadequate, they have 

begun to investigate 

equipment which can do 

several jobs simultaneously.

doing the NRMA work. But the in­
evitable delivery delay prevented 
getting the 315 and optical scanner 
until May of this year, while they 
have had to process data from par­
ticipating member stores since Jan­
uary. Their solution was to put the 
315 programs on the 315 at NCR’s 
New York data center. But every 
computer must always have a back­
up unit, an identical machine that 
can accept the same program, proc­
ess it, and come out with the same 
output. Then, if for any reason the 
original machine breaks down, the 
program can be maintained with a 
minimum of delay as long as the 
computer owners have a standing 
exchange arrangement. Since there 
are a number of 315s in the New 
York area, this doesn’t seem much 
of a problem.

Actually, it was a very serious 
one as Lennox and Lennox learned 
when the 315 at the data center did 
break down. The 315, like most 
modern computers, is a modular 
machine, with varying peripheral 
equipment conformations of vary­
ing capacities and speeds. Lennox 
and Lennox, which anticipated a 
relatively simple program for a 
large amount of information from a 
large number of stores, had decid­
ed that they would design a system 
with a large “core” memory for 
sorting data, with updating files 
maintained through magnetic tape 
storage on 33KC Drives. Compati­
bility in this instance, for back-up, 
means that it is necessary to find a 
similar unit of the same internal 
memory “core,” as well as external 
magnetic tape drives in the same 
quantity and speeds. They finally 
found identical machines in Phila­
delphia and Hartford.

Another unforeseen equipment 
difficulty showed up at the store 
level. Although many existing cash 
registers or adding machines can be 
adapted for use with an optical 
scanner simply by replacing type 
bars with optical font type bars, the 
mechanisms that activate these bars 
do not always strike with equal 
pressure in very old machines. So 
at the beginning optical tapes were 
coming into Staten Island that 

could not be read by the scanner. 
That difficulty has been solved now 
by adjustments in the store, but it 
illustrates the range of unexpected 
troubles that can occur in a pro­
gram like this.

How could Lennox and Lennox, 
with such a small staff, write six 
programs for the six merchandising 
reports in the short time span cov­
ered by the entire NRMA venture? 
The answer is: They didn’t. They 
knew such programs could be writ­
ten; after all they had already writ­
ten them for their old 390 for Gar­
ber’s on Staten Island. So they con­
centrated on Reports 1, 2, and 6, 
which were completely rewritten 
for the 315. Then they programed 
Reports 3, 4, and 5 knowing that 
only the first reports could be pre­
pared for any store anyway until 
the store had gathered one year’s 
data required for the inventory re­
ports, seasonal planning reports, 
and the open-to-buy reports. By the 
time a store has been operative for 
the required period of time, all re­
ports will be available for NRMA 
members.

The future
All of this has been a lot more 

expensive than the 390 installation. 
All expenses for the 315, the optical 
scanner, and data processing per­
sonnel will run to $251,000 for a 
twelve-month period. Still Lennox 
and Lennox have charted their 
course and so far see nothing to re­
gret. They now have five other as­
sociations, similar to the NRMA, 
for which they are devising pro­
grams, and they have turned down 
one. They eventually hope to do as­
sociation work and their own and 
other CPA financial statement work 
almost exclusively.

Their confidence in the future 
of their accounting-data processing 
center is perhaps best illustrated by 
their actions: They already foresee 
the day when the one 315 will be 
inadequate to meet their needs. 
They have therefore already begun 
to explore the newest generation 
equipment which is more powerful 
and can do several jobs at one time.
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