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Intraduction

MS-DOS ls tha most successiul PC software product In the history of the Industry, with over 48
miliion copies shipped by Microsott's OEMs (nduding IBM) since 1381. OEM distribution has
proven 10 be very successhd and proftable, and consequantly Microsolt has nevar had the need o
sel M5-DOS through the retall channel. OEM disuibution of MS-DOS upgrades, howaver, Fas
besn another mattar. OEMs currently do a vary poor job of upgrading thair DOS Insiafled basa.
Maxyoﬂummgn:oprog-lmsmu.mdmu.*a:dooﬂnwwudommthas-
programs aggressively (primarfy becauss they parceive that DOS upgredes do ndl lsverage
additional haroware salas). Corrpag for eample, one of the larpest DAS shippars In U word
and one which doss & beizar job than most OEMs o supplying DOS upgrades, &hips anry 80U
1,000 DOS UpGrace unlts per quacter. This reprasects less tan 14 penatration of Campag's
instaled bass of DOS users.

Basad o1 conslstert market feadback, & has Sacoma clear that there Is a signicare, exisiing
demand lor & genaral purpose M3-DCS upgrads produt 1 addition 1o this exdsidng camasi L is
also expeciad that addiional widespread damanc cxutd be ganerated lor MS-DOS Versior: 5.2
because of the mary signliicant new fastsres & wi offer.

The MS-DOS$ Upgrade is the officlal Microsoft upgrade 19 MS-DOS Version 8.0 for current usars of
MS-DOS versions 2.11 and greater. MS-DOS 5.0 Is a breakihvough release of DOS, and
introduces more significant new foalures than any previous DOS version. Thess indude advanced
memory managemant, a task switcher for muiple sppiication support, sevenal signtiicant naw
utliitlas, and ths Microsolt QuickBASIC intarprater, MS-DOS 5.0's advanced memory managemarnt
also has been tatorad to strongly complamant windaws 3.0, 8 & graat opportunity exlsts lof the
MS-DOS Upgrada to leverage tha success of Windows 3.0. Non-Windows users, however, also
greatly baneflt from tha advanced memory managdment as well as the other maljor naw features.
For any user actively using a DOS-based PC today, MS-DOS 5.0 should be the obvious choice.

The MS-DOS Upgrada will be an upgrade product only - k will require that the user have an
existing version of DOS, and wili not be boclabls out of the bax. 1t is theralars not & replacement
for the standard MS-DOS product provided by OEMs. The 14S-DOS Upgrade will suppont all 1BM
PC and PC compatible hardware, Including both hard disk and floppy disk systems.

The MS-0O0S Upgrade wil bs distributed through reselers and sold as a *one size fis af* upgrade e/
product. The MS-DOS Upgrade wil be aggressivaly pricad and will be supporisd directly by S
Microsoft. :
X 566537
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Marketing Objactives

The key objectives, and possible measures of succass, lor the MS-DOS Upgrade are as follows:

Objecive Measure

Estabilsh a viable MS-DOS retal upgrade Achleve $9 million in USSMD revenus in FY 91

business

Pasition Microso® as the Industry standard Product reviews, trade prass mantions, sales

suppliar of MS-DQS upgradas data and estknatas from sowcses such as
Datacuest, IDC, ele

Azhough: thers Is slearty sxsiing damand, craaling & viabis DOS upgrace business wid
nevertheless be 8 challenga Camporass and end User cusiamans heve tradkionaly bean very
aparshensive ebout UpFading. They reec ts be assired that the upgrade process Lsell wil be
relazively palniass. Thay also need 1 be condcad tha: the MS-COS Upgrase offers new features
that are compaling enough 12 justify tha ime, rouoie and expanss associaled with upgrading.
Cansaquently, & s crtical that we clearty communicase that the MS-O0S Upgrade s a sale, no nisk
upgrade for the user. A key component of this message Is that this Is the affictal MS-DOS upgrade
product. As such, R offars the quaiity assoclated with the Micrasoft name and Microsoft support,
plus tha leglilmacy of being supplied by the company that is the *MS® In *MS-DOS".

Market Opportunity

The worldwide opportunity is huge: close 10 50 million curtert DOS usaers, of which an sstimatsd
95% are using version 3.3 or earller. inthe U.S., over 25 miiion DOS users with a simiar
percantage using DOS 3.3 or aarllear. .

The estimated breakdown of tha worldwida DOS Installed basa as of 7/1/S0 is as follows!:

Total Units % of To! DOS Installed Base
DOS 1.xx 150,000 <1%
DOS 2.xx 3,000,000 6%
D0S30and 4,000,000 8%
DOS 3.2x 12,500,000 6%
DOS 3.3x 25,900,000 54%
DOS 4.0x 2,300,000 5%

The market opportunity is lurther snhanced by the siow rate of accaptancs of MS-DOS 4.0.
Bacause only 5% of the market uses MS-DOS 4.0, a substantial number of users today are using a
version of MS-DOS that is at least 3 years old (DOS 2.3 was Introduced in mid-1987). This means
that the varsion of DOS used by the vast majority of the DOS instalied base lacks support for key
DOS 4.0-evel ieaiures like large disk partitions and a graphical sheil.

MS-DOS 5.0 is a quantum leap over all previous versions of MS-DOS. It provides several very 8
significant new fealures that benef vitually afl types of users. For mast DOS users, once they g‘"
understand what MS-DOS 5.0 offers, they should see very clear and compelilng reasons to =
upgradae.. 3 g\\
.
! Based on International Data Corporation numbers and information supplied by Microsoft OEMs. ’r"-°°
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Posltioning

The offickal MS-DOS 5.0 Upgrade givas you the foundation for gatting the most ot of your PC
software and hardware.

Key Support Polnts:
Taps the power of loday’s software and hardware products

1. Advanced memory managaman bangizs al DOS applications - better perforrmance, aflows user
15 wark with lazger daia fles, more programs, ete,

2. Advanced memory managwent Is tallored to specilicslly complemant Windows 3.0. MS-D0S
5.0 is the best DOS 10 use with Windows 3.0

3. Memory management takas advaniage o the acvanced capabiities of 286 and 386 processars
Increases your productivity

1. Neow task switching capablly taciitales warking with multiple applications and boosts usar
productivity by allowing the user 1o easly switch trom one task to another - no more waiting when

axiting one application and then starting up another
New. shall makes i sasy 1o manage fies and d\’Yodn - Interacting with DOS is easy

Ultive lor the \]\)
3. Powaerful new utlltles (hull screen ndkor.%o sux‘grrkumj recall/edlt, onling halp for DOS
commands) provide useiul tools for making routine tasks much simpler and sasler

4. New undelete and unformat wlitles provide assurance of data salety and securlty
The smart choice

1. It's the official upgrada, &'s from Microsolt, the creator of MS-DOS

2. It's a great valus and convenient 1o purchase

3. It’s supported directly by Microsolt

X 566539
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Target Audlence
Power Users

Power usars are the mast important audience. They are already very knowiadgable abou DOS,
and wre expaciad 10 quickly recognize tha benefizs of the MS-DOS Upgrade. As such, they are

axpected 10 be earty adaptars tar the MS-DOS Upgrade. They are also Imparant because they
tand 10 be Influantial |n the campanias thal they work far, and will provids racommsendations that
wil influsnce purthase dacsicrs cads by cthes.

Qmmmwmmummn&}mn Power users need Lo
Know Lhial the product exists, ey Neec 10 KNow whare and how 10 §3t k. & irey nesd
undersiand te koy faatures anct benes

Corporate MIS/OP

Thers is a great opportunily hers for large volume sales of the MS-DOS Upgrade. Corporale
customers tand 10 have PCs trom a number of differend OEMs, and typically have muitiple varsions
ol DOS scaltered throughonst the corporation. This makes k ditficult lor corporate MIS/DP to
support the company’s users. It means that DP/MIS must look to multipia CEMs for DOS support,
and that their ablity to support ussrs ks made more difficult because they must support multipls
versions of DOS. The MS-DOS Upgrade has a strong appeal 10 this sudiance, In that it pravides a
way for & corporation 10 standardize on a single varsion of DOS across all typas of PCs within the
company. The advanced memory managemarnt of MS-DOS 6.0 should also be very appealiing, as
lack of avallable 640K memory is & user problem that corporate MIS/DP typically deals with on an
almost dally basiy. ?

Corporata Decision Makers

This audiance consists mainly of senlor managaers of both large and small corparations. These
managers have jurisdiction over PCs within thelr companias 1hat often extend beyond the reach of
‘corporate MIS/OP. Ressarch suggests that this group tsnds to be highly influential, and is directly
invalved in thelr company’s software purchases more than 80% of the time.2 They view PCs asa
toal for remalning compeiktive, and are genanlly intarested in getiing more produciivity out of thelr

empioyees who are using PCs.

This is also a very diificult audience to sffeciively reach. These individuals have varying degrees o!
knowiedge of PC's. While most use PC's 10 at least 2 limited extant on tha job, many have very
little knowledge of PC's. {1 i likaly that many senior managars will have litls undersianding of
what DOS is, what improved memory efficisncy means and how 1t relates 10 produciivity, ele. They
also ganarally do not read PC trads publications at all, although they do read general business
publications.

X 566540
CONFIDENTIAL
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The tollowing is & laatre/benalll surmumary for each of the target audiences:

Powwr Usars

Feature

Benafit

Advanced memoy maragemant

Entancec MS-O0S wizies

Quick BASIC Interproter

Increased productivity - user can work with
targer programs and cata Res. Grealest
banedt is 10 385 Lsers. Also provides
signfficare'y morg me.mory o DOS
spplications undar Windows 3.0, and Ukewise
clars tha coemcast benefls on 396-tased
systarms.

Celivars lats of tunctionalty and outsta~ding
value to the powar user. Includes a task
switcher for mustiple application support,
powerfut fle/disk management tools
(undalets, fiis transfer utity, fle finder, sale
format), command line edit/recall, full screen
edhtor, and online heip lor all D3OS commands.
These are features normaly tound only in third
party utlities packages that retall (or $79-$150.

Enhances programmaer productivity and
dellvers considerable added value by
providing a dynamic, modem programming
environment with tha MS-DOS Upgrade. Also
provides a ssamiess upgrade path 1o higher
and BASIC products.

Large disk panition support Morg efficient usa of 1arge (40MB and larger)
hard disks
Microsolt suppon Faster resolution of DOS support Issues :
X 566541
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Corporaie MIS/DP

Featre

Baeneflt

Advanced memory manajement

Entenced MS-008 wities

Single source af supply far DOS upgrades

Standardlzation on single version of DOS

Microsoft support

Rellef for "RAM cram’, one of the most
common user lssues in la-ge corporations.
Also provides signtiicant benaflls for Windows
3.0, which many Corparstions are
stancardizing on.

Uliies lika undeete ard safe fonmral/urdarmat
provide more data safary and securly for the
user, which reduces MIS /DP support needed
for soiving cxia recovery ssuss

Mare cost-sttective way for company to
purchass DOS upgrades - can leverage better
volume discount by purchasing all DOS
upgrades for all PCs from ane supplier.

Reduced inlernal support costs. Lass time
spant on support issues relsted 10 specific
DOS versions,

More cost-effective extamal support - rather
than dealing with muitipls OEMs, corporations
will have a quailty, single source of support tor

DOS.
X 566542
CONFIDENTIAL
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Corporate Decisian Makers

Featisrs Benaldt

Advanced mermosy management Optmazes investmernx In exdsting hardware and

saftwars tachnology and enhances usa
productiviy More memory means users can

work w2i rger programs end data flas, and
Increases the performancs of 83 epplications.
nmnmmﬁamdww
cspabizies of 226 and 306 based sysums LA
YU ve already tnvasied in

DOS Shad Increeses empicyse producivity by proviaing
easir, more lukive way 1o aage .
2as/Cirecicries and do ‘sysism
housakaening” chores. Also reduces the
lsaming curve lor new users.

Enhanced MS-DOS wlities {ncreases amployse productivity by providing
easy 15 usa 1ools for managing fles and
dlkectories, and working with mulliple
applications.

Microsaft support incraases amployse productivity by providing
tasiar /barer resalution of DOS-related
questions and problems

Pricing

The suggestad retal price of the M5-00S Upgrade is $78. This provides a price point which wii
faciitate the purchase of the product as an impulse or add-on buy.

Distribution

T4

The MS-DOS Upgrade is primarily, # not BXEUENaly, a reseliar product Widespread resaller
distribution I3 fundamental (o the product concept ksell. Ona of the primary reasons that DOS
usars are currenlly not upgrading through OEMs Is that this Is a very insfticlant channal for
upgrade distribution, and 80 there are no plans currently for the MS-DOS Upgrade to be
distributed through OEMs (although OEMs are txpceud to offer MS-DOS 5.0 upgrades to thair
own customars, as they have In the past).

X 5665
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Marketing Programs

The current markating budget for the MS-DOS Upgrade is $1.2 miilon. That ks a sulficlent budgat
L0 KpPart & ‘conservative’ straleQy that locusss on power usars and carporate DP/MIS as key
target audiences. And that stralegy s probably sufficient for meeting the FY 91 forecast of 212,000
UNEs. R 13 Insuticiert, howevar, 10 support a mare aggrsssive stratagy that aftempts to eflectively
reach corporaie decisions makers in addiion (0 the other two larpet audlences. {8 Is aiso not

S ACeNt 5 proncts offar potentially deskeabls programs such as & direct mel campaign tor
Wodows 3.0 users. broad spectium adverising, (rade adverising, of & mory ambiious tanch
plan ‘e

Tc tand the sggressive eppragsh, acltioral funds of $1.3 mition or More wouk! be nesced. Since
s nct & &l daar St such addions! hunding can be found, this section will Zissuss makeung
FrogaTS under toth “corsarvatiae’ and ‘agressive’ budge! scenasios

Program Summary

Program Budpet ("conservatve) Budget ("spgressive)

Public Relations / Launch $ 180,000 $ 180,000 (+)

Advectising $ 575,000 $1,475,000

Direct Mal $ 200,000 $ 500,000

introductory Promotion $ 100,000 ) $ 200,000

POS Malerals $ 21,000 $ 21,000

Sales Support Materials $ 50,000 $ 50,000

Packaging $ 15,000 $ 15,000 N
TOTAL: $1,141,000 $2,441,000 (+)

Public Ralations / Launch

Basad on the publicity that the MS-DOS 5.0 beta has siready genarated and our plans (o ¢o
10 bulld pre-announcament momentum by expanding the bela program, R is axpected

MS-D0S Upgrade Marketing Plan 7/R4/%0 Page 8
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The major objectiva of public ralations will be 10 capitaiize on the naws vaiue of Lthe produst and
generate highly visible press coverage that will help buld end user awareness and purchass
consideration. Major activities will Indluda:

1) Seeding of DOS 5.0 beta coples and pre-announcement Mealings with key editors
2) Press towr for long Head publications in Seplember

3) Prass our for weaklles at uma of prodict announsemens (October/Novenber)

..

4) Announcement event (October or Novesroer)

Assuming the *consarvalive® scensio. the announcement would be e hign proflie svent, tut
nothing on the orcer af Uhe VWinoows 3.0 evart Tc maxdmae Is Impacy, & saud be 8 veude
announcing the inraduction of boh the MS-00S Upgrade and MS-DOS Varsion 5.0 (JEM |
product). Depending on whan the product ts actualy released 10 manutacturing, the
announcement could ocowr in elther October or November. [ R tums out to be November, the
announcement should take placs at Fall Comdex. The Uming of the announcement must be such
that product ks alraady In the channel at announcament. The announcament should Include high
vishblity participation by IBM and other key OEMs who will announca thelr plans tor shipping DOS
5.0.

Addtiional datals on the launch ate provided n the MS-D0S 5.0 Launch Plan published by the PR
group.

Advertising >

Assuming a conservative approach, advertising wouid be In PC trade publications only and would
be primarily targeted al power users, sacondarlly at corpocate MIS/DP. For these audiences, the
objectives would be ta:

1) creats awaraness
2) inlorm of the product's avallabillly
3) communicate the banelits that the product offers

To achieve the abave objectives. thers should be & heavy burst ol advertising in the trade prass for
the first 3 months of product avallablty, followed by sustaining ads through the remainder of the
fiscal year. Haavy advertising up front should nicely complament the prominent press caverage
that we axpect 1o generats, and allow s 10 achigve significant awargnass leveis. The iniial
advertussments will announcas the avaliabllity of the product, and will include a user call to action lo
“call for the name of the dealer near you",

A more sggressive approach woukd be 10 develop additional advartising targeted at the broader
corporate decision maker audience. Oglivy & Mather praviously indicated that an additional
$600,000 would be needad 1o fund 3 months of caverags ln general business publications.

X 56654
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SEy eyttt

Ancther posshie slamaent of the aggressive approach would be rede orientsd adverising. This )
would be targeted at resaliers through putiicatons ke Computer Reseller News. The purpose of i
the rade advertising woxdd be to increass resslier awarenass of the product and 1o compiament X‘r\ :
the Intraductory prometion. $100,000 woukd be neadad to fund four weeks of heavy sdverusisng in

Computer Reselar News. :

Direct Mall

Uncer the consaras™me & rcasr, ece waulkd be a coect rmal cangaio:s ates £ X.OX

copcrate MIS /OF raragers. The dwact ral place woud be a free evaluation cooy I L MS-

D35 Upgrade & 15 MS, T =a-9er. MS islemakaing woukd lazar impiemit falow o cals (o

Insure trial C)
f)

r
Assurming the 82 rsshe a0orae == e Cxdd be an asdlivrd Zoec Ml caTvis T g aed & :

Windows 3.0 Lsers TS wok? £ 56 i3 aoprodimalaly 40C,000 regis: arec owners of WoC Iws ) ..
1.0, and coukd nz e a7 cXar to purchase e MS-DOS Upgrade for a meed tims ol & special lae’
price - elthar through the resaller, or passitlty directly through Microsolt

fnroductory Promotion
The objectives ol this program are to:
1) Maximize distributor and resalier awaraness
2) Gel broad resellsr commitment to slocl: the product
3) Create resaller “push” and additlanal e:ﬁ user “pull® for the product

Although Interest among our ta-ga distiixtors and franchisors for the product Is vary high,
obiaining broad resalar distribution and channel snthusiasm will nevertheiess be a challenge.
Retall saies poopta 8rs generally not that knowladgeabls about sysiem sottwars (although this may
be changing somewhat due to the tremendous success of Windows 3.0), and 1end to expend littie
effort is selling & $79 retall product. Another problem ls that the product s expected 10 hit the
channel In November, which Is the peak Ling of year for the resellars, and we will be competing lor
resaller attention against a kot of other “nolse’, Including Microsolt's trimester promotion. To
counter this, & will bs important 1o develop an inlroductory promotion that will incent a large
number of resellers 10 siock the product. The promotion should have a strong end user incentive
and create additonal pull for the product, which shouid help generale resallsr enthusiasm 10 stock
o

1t wil also be important to communicate (o resallers that the product Is easy to sell, that k should
be sold Lo anyons wha buys Windows 3.0, and that the reselisr can generats signiicant
Incremental business by recommending this product as an add-or purchase to all customers..
This will be necessary to creats some degree ol push al the resslier level.

Detalis on the Introductory promotion wil be provided In a forthcoming distribution plan.

X 566546
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Sales Support Materials and POS Materials

These programs arv facusad on providing elfective point of sale and dealer salas support materials
12 make & easy for resellars to effectively marchandise the product These are addressed in detal
in the Corpcom Cammunications Plan

Corporste Accounts Programs

Three mejor programs 873 plannad for cornorate accouts. FArs:, the DOS £ O beta program
SuTerdy inchudes atout TT large corporations, and wil be exganded wth the sacond beta relsase
{scheculiad for mic-AUGUSS) 1o & ieast 200 addltioral corparasa sfis. Secondly, thers wE te &
Corparate Praview Pragam (CPP) far the MS-00S Upgnade. Approximately 100 corporations will
te chuded, ad sach will receive a beta copy of the product for evakumtion inkialy, and later 8
comgiamariary copy d the final produd oncs I ships. Thirdly, product markeung s planning 8
e of COrparaie A:coure Vishs In Septeamber /October, 15cusing on thase companiss that
appear 1o ofler tha righest opponunitias tor Lasge volune sales (these compasdes will be iIdentiled
tased on resuts rom the CPP and beta programs, and feedback from MS corporate account
managers).

Fleld and Resaller Cormununications

This will be addressed in detall 1n a forthcoming llaid/resaltar communications plan.

X 56
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Support

The MS-00S5 Upgrade witl be suppanad through Micrasolt Product Suppon Services, but & will be
supponed cllerardly tharn asrant MS relal prodixts. A specia 900 mumber has been estadlished
for general DOS usars, and will be sxpanded Lo suppart the MS-DOS Upgrade. Wih 500 number

support, the custamer wiii be charged a focd rue ($2 per minuss) for suppart . This wit alow PSS
10 Cover B casis I supporting the product, and will also eliminals the need o disting.dsh whether
the caller s an MS-O0S Uprade customer vs. & genara DOS user (the SOC nusmbar afiows us 10

suppont bath). .

YWhie we might &St SOMe AVersd SUSIOMe! 16acion 10 e 500 AT8r T2y SSIomers &d
UNASCUSIOMEE 10 Barying or $.0p01), we Delave Lhil s shouc Mot Seccne & ma. r probiem, for
the folowing reasans:

1) MS-00S is today supparted by multiple OSMs, many of wnam chaps the ..
custecne: lor thas supparnt

2) Usars of this product are already lamiilar with DOS and should not requirs
axtensive support

3) We have essantlally unbundled support (or the product to be sbie to dafiver a great
value 1o the user (rather than bullding suppon into the price of the product and penalzing
those wha don't need much support, we have opted lor a low, $78 SRP and a more
equitabls “pay as you go* support plan)

In poskioning the 800 number suppon, we nsed iy emphasizs that the MS-DOS Upg:ads is a very
unique produdt, and requires a unique suppon mechanism. The 900 numbaer is tha mos! eificlent
maeans for MS 1o deiiver maximum value 1o MS-DOS Upgrade customars in the latal
product/support package.

For corporate accounts, the MS-00S Upgrade should creats an outstanding opparniunity to sell
additional Online Pius accounts. Corporations will not want thelr snd users calling the 00
number, tut rather will support thess users intemally through corporate MIS. OnLine Pius witl
proviie a cost sflective way for carporate MiS to raceive quallty, cantraltzed support for MS-DOS
for the first lime, which will aliow them to more afficiently support end users. This is lar superior
and less costly to comorate MIS than the haphazard MS-DOS support that they typically get today
from the multiple OEMs that they deal with.

One issue that we do need 10 address is requiring users 10 pay for support for installation and
selup lssuss. Wa can probably expect some faldy irate customers (and negative press) i we
charge $2 par minute for this type of basic support. This could potentlally diffuse the product's

momentum and be very damaging to is success. A possible solution here would be to offer fres § ‘

suppaort only for installation and setup Issun. and to direct users wih all other types of support mx 3

questions to the 900 number. Bwn

(3(9 { 2a i

I A 22
o = > [
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Competition

Ona cirecz campaikar tor DOS upgrades Is 1BM. IBM today offers 8 PC DOS 4.01 upgrade product
Uwough raai dssbution, priced at $35 (campared 1o $150 for the siandard D3OS 4.01 product).
13M has mads no aftemat 1o market this product aggressivaly, and esse-cially offers R as a
corveniaccs W ks cusiomer base. The 13M PC OOS 461 upg-ada can be special orde-ad through
many retal outies txd Is ;anely stocked by dealers. Presurmably, (3M wil ofter a sinllar type of
proc x= for AC 0QE $.0. However, since the iSM product is hicher pricad, and nat desizred O
SHoct 8 wios A ge of OEM hardwara Bis Not CoNSIass § Sarious COTHRRIN 10 the K3-OCS

Lpgraca. .

A pxercialy sors s'gndicard comeatdar is Diztal Fasaast, irs TR, CX gaed oicarg DR
O3 5.0 i Agy of this year. OR COS 5.0 has any o the leacures thal MS-OCS £.0 offers,
rAuding srdar acvanced mamory MRNIGEMAn: s tave s 2act e Likiss. Howevix, kol
many of Le leaxes that MS DOS 5.0 ofiers, such &3 1 Lask swasher and sorme of Lhe Mmars
incaresung witiss ke undelaia. Alsa, R has comzatiollty probiems with Windows 3.0, suflers trom
very \ow awareness, and s consldered very “non-standard®. DRI has no retal distribution for this
product lnthe U.S., but does olfer a packaged product version through directly through an 830
number - 8t a8 whopping $189 price ($120 more than the MS-DOS Upgrade).

in additian to price, the M3-DOS upgrade oifars a number of atvantages over DR DOS. First and
toramast, M5-00S Is the clearty accepted industry standard, while DR DOS has very titde
awareness (and those who have any awarenasss of it perceive i as baing nan-standard and
therelore risky). Secondly, DR DOS Is not fully MS-DOS compalible. Thirdly, DRI has long had a
very bad reputation for cusiomar support, 60 & 1s very doubtful that they could daliver support that
would be compaeliiive with that offered by MS. .

In deallng with the OR 0OS threal, & ts impontant that we effectivety differentiata our product from
ORI's. A key elamant of this will be to successiilly communicats the “cificiainess® of the MS-DOS
Upgrads. We must dearly distinguish our product as tha ona true, universally accepted industry
standlard. The repested emphasis an the official nature of our praduct in packaging, sdvertising,
collaleral, etc. should accomplish this. Our abllty to olter “the real thing® st & great price to
customaers shauld minimize the potantial appeal ta distributors/resallors and end users of a retal
DOS done.

Timing and Avaliability

First Bets Relaase 6/13/90
Second Bela Relaass 8/15/90
Final Relsase to Marwdacturing 9/30/80

Ship Date to Distributors and Directs 10/21/90

X 566549
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