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Abstract
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Repeatedly over the past five years enthusiastic projections of a vast and exciting market for
office automation have been put forward. Mainly, these projections have been made by the
suppliers of equipment, and so many of the potential users of those suppliers’ products are

confused about the response that they should be making to the claims made for office
automation.

In this report, we examine the pressures that are contributing to the interest in office auto-
mation, and we show that the logical reasons for its development — the rising costs of
administration and overheads, and the tumbling costs of technology — remain unchanged.
We then report on the results the pioneers in office automation, both in the United States
and in Europe, have achieved to date.

Although many claims have been made for office automation, our research has shown that,
- so far, no organisation has really started to achieve results on anything like the scale
promised. Because of this lack of progress, we examine critically the state of office auto-
mation as it exists today in commercial organisations. Finally, we identify the strategic

issues that an organisation needs to consider when it formulates its response to office auto-
mation.
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