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Comes v. Microsoft

AMScrosof® Memorandum

To: Hank Vigil

From:  Susanna Foels

Date: May 18, 1990

Re: Microsoft Excel Product Madeeting Challenees in Next 6 months

A. Regain Technology Leadership
‘We need to identify and market our competitive advantages by communicating
aggressively with the press and directly with influeocers corporate accounts via MSTC.

- Take advanmge of being a rue Windows app

- Leverage MS Windows family of Apps

- Fox Mac Excel, leverage the ease of wse, design & reliability advantages

- Comarket with 3rd partics that provide tools we are lacking in our current product

B. Leverage MS Sales Force and Windows Emphasis

We need to empower our Microsoft sales force. They need our help - tools and
commnnication to combat the carrent Lotus momentum.  All of us need to be in closer
contact with this group to get them knowledgeable and excited to sell against Lotus.

Take advantage of Windows 3.0 - specifically, produce a WinExcel, Windows 3.0 and
Winword bundle at a very reasonahle price.

C. Remain active in Excel 3.0 Prodnct Development

The way to win in the long rum is to defiver the product cur customers need. We need to
wakm:closdmgogammmgcmcmanddzvdopmmtm make sure that we are
satisfied with the which are being made for Excel 3.0 in terms of implementation
of features. Specifically, sume decisions will need to be made regarding Syswem 7.0
support and we need 1o make sure the right tradeoffs are made, since System 7 and Apple
support are critical to Excel's success.

D. Plan for Excel 3.0 Launch

Develop a plan and execute with strength and momentom. We should create hype and
anticiparion for agr product - and leverage the fact that on the Windows platform we
willkave 2nd generation GUL Let's take full advantage of this competitive advantage and
thereby regain technology leadership, To the extent we are able, we should stall the sajes
of Lotms because people are waitng for/evaluating Excel and Microsoft's Windows
products as A strategic choice. This is not advocating preammouncing, bat I do advocate
building anticipation where possible.
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Retdil Channel

Qur objective is to sustain Excel's leadership position through the slow period after DataAccess
@an wppprt)isoldn:wsu\dbdore&md&mshlmdm With the introduction of Excel 3.0

Mﬂeﬁneldomimmﬂ\emk&zgmdnmhmﬂmt,thenhﬂdumd is changing, and we
mmhkeadvmhgeof&mdnngthdammmahmdwﬁdifymmarkadonﬁmme_
We will strive to achieve m&pcﬂwbyaddngthmmjﬂrchange:

) Wingz seems to be gaining momentum and credibility, particularly in retail starefronts.
.R?smmswnmbbwdmd“ﬁng;butmmegzifﬂumwﬂIbe
charting and /or giving presentations; this costs Excel many sales, We need to succintly
communicate the advantages of Excel to RSPs.

Specific programs planned to address these arezs are-

~Include in Excel 2.0 Intro Kit matecials refevant o outbound and solutions selling,

" = Develop and distribute *"Why Excel?” piece outiining advantages of selling and
supporﬁ:ngﬁxcelnﬂ\ed\an%xg.

— Seed top channel accounts with free or nearly-free software.

-
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Apple Computer Relationship

Our objective is to increase Excel sales by increasing our involvement in Apple's marketing
promotions. The key issue is that while Microsoft is the largest and most-experienced
Macintosh software developer, we receive little marketing cooperation from Apple.

Our plan to iﬁ\gmve the relationship is straightforward: we will spend lots 6ftimeat‘Apple,
develop contacts with key marketing people, and attempt to it into some of Apple's
promotions. This will require trips to Apple corporate in Cupertino approximately twice a

whemWeaheadyhzvephmmdosnm:&hg. Preliminary

opportunities may exist withe Apple’sMarhetDeve!opthmgmm(pmvﬂmg' training and
materials to resellers on vertical-market solutions); Apple's General Productivity Campetitive
Advantage forams (reseller seminars to hkepheemﬂweala\dar&ﬁxdandfom&qmmof
mmw'smmmmnmmmbmcmwguﬂmd
Tom Virden). :

Wewﬂlalsoe:plotethefeas'hﬂhyofworkingdh'ecﬂywiﬂ\Apple'sﬂvemglomlﬁdd
arganizations. thossﬂ:le&utnwoddngrﬂaﬁm&ﬁpmbemmeﬁﬂymbﬁshedwith
thcmgiomloiganizzﬁnns&mwim.‘.pplemxponbe. )
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