specific ideas that we came to the table with surprised them. Our
interest and myose aggressive ideas tocok them back a
bit. They indica tha the timing of the meeting was excellent for
them since they will be having anpual plamning meetings next week.
To our surprise they had not oons1dered the upgrade "batteries® issue
} or considered Microsoft as a possible source of technical training.
They did say that they have conducted field training and that 100% of
their field is equipped with Windows.

Next Steps

We will utilize a single point of contact at both campanies to track
progress on the various marketing issues. Jay Freed agreed (scamewhat
reluctantly) to be this point of contact for Lotus. I will be the point
of contact for Ms. 1 FAX out today a summary of the key items
discussed at the meeting and they will do the same on Monday. I will
publish a status report of programs underway every few weeks or so so we
can track status,
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To: billg steveb

Subject: novell / dri

Date: Tue, 06 Aug 91 18:35:03 PDT

I've been baving a mmber of meetings the past 2-3

weeks regarding dri and novell. This culminate in a document
that describes the situation, potential direction for mowvell, and
what our responses should be.

Idliketogetyourthoughtsandrecmmendationsontbeisme I
want to incorparate into cux own

Bere is the working outline for the document:
) I. Intro
' II. Executive Summary

IXX. The Novell Mindset
— What is Novell and Noorda thinking and worrying about

v, What is Novell going to do with DR DOS
-A. Am.lysisofaxstcnerc.l.assesnndthafumre and
marketing opparnmides they raise for Nowv: DOS
(Key classes: (OEMs, VARs, Fortune 1000, ponFartune 1000)

o fm cles and rel
- sart:i. press eases
Spemlattonggsn our brainstorm meetings
—Otheropinions third party info

V. M
-mllthalicememDOS? 1f so, when?
-~ Implications
— Microsoft Options

VI. Potential Microsoft Responses
AMS—Procsh
MS-DOS 5, 6 — Key issue: what unique synergies can we create
withmms3ey
-m310
— Winball

— MS-DOS Peer to Peer
B. Marketing Strategz
wealmesmn the train before it starts - cammmicate DR DOS product

= Sell us much of the MS-DOS 5 Upgrade as we can now

— lock in OEMs to long term contracts

— Develop VAR relationships

C. Relationship

— How_do we work with Novell now? We do need each other
atlegstintbeshorttexn rotocol

— Shauld reverse s just in case
Include assesan::g & summary of response by custcmer segment

d discussed in IV. above
EXH__ /1 gATE 2/73/0X
WITNESS

MARY W. MILLERV
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|
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% EXHIBIT
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vI1I. Current Product Analysis
A. DRDOS 5 & 6 (latter info will be speculation)
B. SIRP
C. Future Netware

B:PressReleases
C. Articles from the press
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