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To: . Apps BUMs, Apps GPMs, Apps Marketing, Corporate Marketing, Executive
Staff, SMSD Marketing, Systems Marketing, Connic Balimer, Bruce Burger, Bill
Gates, Chris Graham, David Jaworski, Mike Hallman, Lewis Levin, Bob
Matthews, Darren Remington, Russ Wemer, Tony Williams

From: " Shirish Nadkarni

Subject: _Office Systems Strategy Backgrounder

Date; September 15, 1991 .

The attached document outlines the mission of the Office Systems Strategy group and addresses
some fandamental questions that you may have about what we are trying to accomplish. These
include questions such as what an Office System is, what areas our Office Strategy should cover,
what our goals are and why is it important for MS and our customers. This document does not
outline what the Office Strategy is — this will follow in another document which will be completed
by the ead of October. I would appreciate your feedback on this memo.

EXECUTIVE SUMMARY

The MS Office Strategy is an integrated Applications and Systems strategy for addressing the :
nieeds of the Office environmeat. The vision guiding the Office Strategy is Information at Your !
Fingertips. To provide a complete Office Sysiem, we need to provide an integrated set of .
applications, development fools and workgroup services. The Office system defines the
architecture far how the applications work together on the desktop and on the network.

The battle we are fighting is over who controls the next generation applications and system
architecture, APIs and services. These go beyond traditional operating system issucs to include

* application intcgration, wessaging, dircétory scrvices, document management cic. The main

competition we face is from Lomms who is now in "Systems” business with products like Notes.

Lotus, in addition, will be defining its own architectore for desktop integration and

programmability which will compete with the architecture we If they win this new System
battle, they can use it to drive the penetration of their application.

We want to use the Office Strategy as a competitive weapon to achicve the following key goals:

* Control the Office System architecture: As mentioned earlier, we want o control the next
gencration application and system architecture and 10 become the platform of choice for ISVs ‘
and customers. - I

*  Drive penerration of MS applications: We do this by being the first to support the MS Office :
platform so that customers are driven to purchasing our applications because of the superior I
integration of our applications. We also do this by getting castomers to build complete _
solutions which pull in ‘the sale of multiple applications products.

* . Drive penetration of Windows: We do this by getting customers to commit to Windows as the !
- base platform for implementing their Office architecture. The Office Strategy will clearly
articulate why Windows and Windows netwarking are essential components of our Office ;
strategy. ’ :

Customers want very much to anderstand our Office strategy. It will enable us to gain access to
MIS decision makers who make the strategic decisions about downsizing and computing
architectures. We will be able to exploit 2 unique competitive advantage that we have in being both
an Applications and Systems vendor by being able to coherently articulate unified strategy to our

cuslomers,
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WHAT IS OUR MISSION?

* Office Strategy Formulation: Formulate MS' Office System Strategy. The strategy will
Jocus on our product offerings for the next 2 to 3 years. The work we will be doing inclades
the following:

- Wakpm-acﬁvdywithvmiouspmduﬂgmnpsmnndumndmdimggmemehpmdum
smgie&Ensmechanhcpodtmgmupsucaddmssingmmmdoompeﬁﬁvc .
requircments as an integrated offenng.

- Address issues/boles in oar strategy not being addressed by any group.

- Entcxinwbammhipswim&ird-pmyvmdmsfwwludonsnwdcdtocmmlewom

. Mardesurci:Cmdmtmukumdoompcnn“wmchwhdpgnidemmmgy.m
includes the following: '
= Conduct competitive analysis on leading Office Systems vendars.

- Gather customer feedback from accounts using MS and competitive solution.

- HthcybddOﬂiocGnqmﬁng.ahdingOfﬁceuulyaﬁxmﬁmvidcfwdbackmour
Office Strategy.

* Partnership Strategy: Formulate and implement strategy to enter into partnerships with
dﬁncrOﬂioeSysmmvmdomWehaveqmmﬂymtqedinmnpumashipwithDECto
market our Windows applications as part of DEC's All-in-1 Offace solution. We will

. invuﬁgamaminginwapmaﬂﬁpwidnhanmmmwumﬁccSymsavim
* - Office Strategy Marketing: Articulate our Office Strategy to customers, Office Analysts

;ndmcptgsDcvdopmrbﬁng.nlwlndmpponmwgytowwmdnnymxkuWOfﬁoe
ystem offering. .

WHAT IS AN OFFICE SYSTEM?

An Othice System is an integrated set of applicanions, fools and Services that enable individuals
£roups in an Office eavironment to:

Share information

Process information

Coordinate work

Build solutions

L ] L ) . L]

An Office System consists of three main components: ications, Development Tools and the

Office Platform. The Office "Platform” defines the et dmkmpmdwoxkgroupsaviccsavaﬂablc

to applications Thcplnfamglvvnhs & higher level of services than those provided by the

underlying d or operating The Gartner group calls these services

"Nﬁdﬂi::vm_ . 'sincctbcyhawuadimnanyz::bmsidcmcdomainofdeysmpmfammdmc

agphadmnmmmmakekcaderfmtppﬁaﬂuumﬂmeinlmmﬁonmdwimcm

wnhcwhotbamﬁ:dcsbop'andmtbcnﬁwuk.Evmmaﬂy.weapeud:mmicsm

bwomn;ﬁnoftheSymphtfmncdwdummlsmabitpossibleforummbtﬁld

custom ﬁomthatuﬁlizzﬂeapabiﬁﬁsmvidedbyindividuﬂnppﬂaﬁmsmdomm

services. The final component are the A lications which ere critical to building a complete Office

System. While we will evangelize the ffice System platform as being open to third-party

mtcgnn_o::.wcvdnpmmmeitaloﬁgwid:MSappﬁaﬁmswhc!pinm&cpannﬁonofm

applx
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- We will position the Office platform as the new computing platform for the 90s. The design center
is no a longer a single user on a desktop. Instead it is 2 workgroup that is working together on 2
network. By being the first to exploit the platform, we can create a competitive advantage similar to
that we have gained by being the first to exploit GUI platforms. :

WHAT IS THE VISION GUIDING OUR OFFICE STRATEGY?

Owr Office Strategy will implement the Information at Your Fingertips Vision in an Office
cavironment. It is a vision that addresses the needs of both individual users and groups of users.
Our vision for implementing various functions 6f the Office System are as follows: -

. * Share information: While computers have become powerful tools to enable users to create
~ information, nsers bave limited ability to effectively share information. In order to meet this
need, we need to solve several problens:

- Electronic communication of information: While paper based communication will always

be a need, electronic commmnnication of information is better solution in most instances.

Infotmﬁonqnbecmimniwcdmnpidly.hmnbcumloguedinmcimauﬁng

ways and can be further udlized for analysis or transformation. There are two problems we

- need to address. Much of the information that is available today is available only on paper.
"We need to provide the technology 1o convert it into electronic form. Even if the
informarion is available electronically, theze is still the problem that different applications
use different formats lorep:wemmtyamanon. ‘We need 1o, therefare, enable nniversal
rcadability(x.e.mcnbnhymﬁcwmrmmaﬁoninanyfmma)xmdmablcmnvaﬁmtomc
form most appropriate for the recipieat’s application. In addition, there is a need for point-
to-point commumication as well as network storage 1o enable users to access the
information at any time.

- Powerful storage and scarch capability; The system should enable the infarmation to be
catalogoed and provide powerful search and browsing tools that ntilize the catalogue and as
well as the content to identify relevant information. Users should be able to obtain access to
the infarmation regardless of where it is Jocated or the computing eavironment on which it

is stored.
- Nofification of yelevant information: In many instances information may be filed into the

System that may be of intérest to another user but the ereator may not know of that interest.
The system should caable the user 1o define queries that run against information databases
so that user is notificd of new information that is pertinent to the user’s needs. Another
form of notification is via byperlinks where the user is informed of other information that is
rclevant to the infommation that the wser is viewing. |

- Hltering of information: Electronic communication can create 2 deluge of information that
can overwhelm a user. The user should be able w define filters that can be applied to
information that users receives so that it can be categorized and pricritized.

" - Sccuring access to data: While easy access to information is important, users and
organizations need to be protect who can have access to data.

* Process information: Users today have powerful tools to create and analyze information
using Word Processors, Spreadsheets and Databases. However, there are still several
problems 10 solve:

; MS 0137550
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- lntegration of information: Users should be able to integrate information in the way that is
most appropriate 1o their communication needs. The user should be oblivious to the
application that is being used to manipulate a specific object of information. Finally, the
system should maintain the links 10 the original piece of information evea when the
compound object is moved across the network to another machine.

. Presentation of jnformarion; More and more with electronic cornmunication of information,
users will be in the mode of absarbing and analyzing information electronically. Tools such
as Word processors and spreadsheets need to be designed enable the creator of the
information to preseat the information in more interesting ways to more rapidly absorb and

“analyze the information. EIS is a good example of a spreadsheet being used in a
presentation mode.

«  Coordinate work: Information is rarcly created without either group contribution or group
collaboration. The system should enable users to work together to do the following:
- Join i ipglati i ion; This includes the ability for peopic to wark

simultancously on creating information as well as synchronizing access to informsation

- Schedyting and Task Management; This includes the ability to plan, coommunicate and

coardinate schedules and tasks and to route information 10 perform these tasks.

* Build solutions: The system should offer 1 common programming environment that can
Jprovide access to the functionality embedded within the applications to enable custom solutions .
to be developed. We need to enable the following:

- Application Customization: Applications should be fully customizable including
customization of the user interface, integration of new functionality and customization of
data views and data manipulation functions.

- = Task Automation: We necd to enable automation of both individual and group activides so
that repetitive procedures can be accomplished more efficiently and accurately.

WHAT WILL A TYPICAL SYSTEM LOOK LIKE?

Let's use a consulting firm as an example of environment that can benefit from an Office System
solution. A consulting firm has some very specific Office productivity needs (e-mail and
scheduling are not described here) that are described below:

> Dociment Creation and Management: This inctudes creating, updating and managing customer

proposals, financial analysis, contracts, prescatations and reports. There are several

Tequirements here: L

- Writing proposals, presentations and contracts using standard templates,

- Jointly creating and manipulating information. Different members of a consulting tcam may
work on different pieces of a report, a spreadsheet or contract.

- Publishing the information so that others oa the project or in the firm can usc the
information.

- Varsion management of the docaments so that changes can be identified from one version
to another and a history of changes can be maintained.

) . . . MS 0137551
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*  Document Commynication; Communicating documents quickly to customers either
elecuonically or via fax.

+ News Tracking: Track news on specific industries and companies.

* Project Management; Developing a project schedule and notifying people of their task
responsibilitics.

*  Customer Information Tracking: Tracking information on interaction with cach customers This
includes status information, discussion of issues, customer interaction etc. Also, building
knowledgebase in practice areas.

* Dauabasc Magagement: Managing customer data such as address information, contract
information, time spent etc.

« Expense Tracking: Tracking expenses on various projects.

To meet the needs of the customner, we would need topmvidctbcfoﬂowinggodua compoaceats:
Word Processor, Spreadsheet, Presentation package, Project Management, E-mail,
Calendar/Scheduler, Workflow, Conferencing, Document Library and Database. These
components would be integrated together to meet above needs as follows:
*  Docyment Creation and Management: Use Word, Excel and Powerpoint ta create the
documeats, spreadshects and presentations. Pre-defined templates can be stored in the
Document Library for use in creating the documents or preseatations. In addition, information
from existing documents can be re-nsed where necessary. Access to information can be
synchronized using the check-in/check-out features in the Document Libeary. Version numbers
for documnents are automatically maintained by the Document Library and a history of changes
is maintained. Documents arc reviewed using the Workflow tool.
*  Document Communication; Use the ¢-mail system with the appropriate gateway to the
customer. '
. ﬁs_‘[mc_kmg; Use a product like NewsEdge to retrieve relevant news and distdbute via e-

i an Use Project for creating project schedule. Integrate with e-mail to
communicate task information 1o individuals. Report completion of tasks to the project
manager.

»  Costomer Information Tracking: Use the Conferencing system to track this information.
*  Database Management; Use the Database to manage and update custoroer data,
* Expense Tracking; Use Excel farms 1o enter information and to update central database.

As you can see, a complete Office System requires both the applications to create the information
and the Office platform to commanicate, store and manage the infarmation.

WHAT AREAS SHOULD OUR OFFICE STRATEGY COVER?

Our Product strategy for the Office needs to address the following areas. An architecture diagram
that puts all the pieces together is attached at the end of this memo.

* Desktop Applications Strategy: The key points we need 1o articulate are:

- Full line of desktop applications that meet-the most important Office productivity needs.
These include Document creation (which includes both WP docurnents and presentatons),
DMic‘:Iision Support (which includes Spreadsheet, Database and Charting), Time and Task
4 Pros
agement and Project Management. MS 0137552
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- Workgroup functionality: This includes both support within individual applications to
enable users to simultaneously create and manipulate information and integration with
Workgroup Services such as mail, document management, workflow etc. 1o cnable
dissemination of information as well as coordination between users to create the
information.

- Insegragion: The key issues we need 10 communicate are cross-platform
Suppm‘llinxaogcnbility. OLE/DDE suppart, consistency/compatibitity, customizability and
programmability support.

*  Workgroup Applications Strategy: Workgroup services provide the architecture for
communication, storage and managemeant of information and coordination of group activities,
chccdmuﬁcnhwmnsmgisfaMaﬂ.Dhmy,Scbeduﬁng.Docthamgmng
Wodkflow and Conferencing and how applications can leverage the functionality provided by
these sexvices. In the future, we will rely on the MS database engine to provide the data swore
for all the Workgroup applications. We need 1o articulate bow e will we migrate to this

* Database/Data Access Strategy: We need to articulate how organizations can store and
. mzmgcsuncnnddamandp;widemwﬁkdaufamﬂyﬁgmpmﬁngmdpxmmﬁon
purposcs. We also necd to articulate how we will enable oar applications o access data stored
mmhadanbasa.ﬁmny,wcncedwardculuebdwcustmmhﬂdmsyswmsfm
end-uscrs who need up-to-date access to information.

* Programmability Strategy: We need to articulate how we will enable applications to
expose their fanctionality and how we plan 1o provide a consistent Programming extvironment
to enable uscrs and developers to develop custom applications. '

* Syslems Strategy: The Systews strategy as it relates o applications integration and
i 'BanintcgralpaﬁofrthtjﬁoeSystanssmlcgy.cheedmuﬁculammd
cmgcﬁmmckeysysmmsudﬁmathObjoalpﬁngdembc&ﬁng.Wmdows
Netwmldng.ctaWéaIsoneedwdetcmincwlﬁchndﬁmmAPBmdmccsmnmc
eppropriately implemented in the Systems platform.

* .Overall Architecture: We need to articulate the overall architecture and how the various
picces fit together and what APIs are available for application development. We also need 10
addrqssiss‘mmch:splaﬂ'mmsuppomwformndaxds, administration, instllation etc.

. Solutions:Wchecdmymvidccnstomswithconucwcxamplesoﬁhctypsofsoluﬁons
t{lﬂgnbebuihnsingvmionscomponmtsofomsystunmdgadmncxdwda'bontthc
significant beaefits they can gain by implementing these solutions.

On the marketing front, we peed o articulate our Pricing, Packaging, Channel, Sales, Systeras
Integration and Support strategies. ’

Wcsecthcpmductstmcgyasbcingwmcnmdintwoforms.'lhcﬁrstisaSmgicOvcrvicwﬂm
lsmatbcncﬁtandsolnﬁonmimwdandpvvidshoadmhnologydimcﬁonwhichmnbcwﬁly
absarbed by high level MIS decision makers and IEUs. The secoad form is more technical and
#lmustindcunVaﬁmspmductmwgi@ssothMmmmﬁsfytheimpbmmm within MIS.
organizations that MS has a solid product plans and technology in place to deliver on our promises.
MS 0137553
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WHY 1S IT IMPORTANT FOR MS?
Our Office Strategy not only benefits Applications but also Systems and MS as a whole.

Benefits to MS:

*  Enables MS 15 articulate how MS will fulfill the vision of Information at Your Fingertips in the
Office eavironment. Customers will consider our vision o be vaporware until we prove to
them that we have products in place o deliver on that vision.

* Enables MS to coherently tie together its applications and systems strategy. Customers don't
view%ﬁcadonsmdSynemsnsmscpmmwﬁﬁmmrdoﬂxymtbn:hcymsqmaxe.
They will compare our integrated strategy with that of vendors such as Lows, IBM and DEC.

Benefit to Applications: .

* The MS Office System will strengthea our position as an applications vendor:

- We gain access to strategic decision makers who are key 3o making the decisions about
downsizing and computing architectures, We make applications more strategic to these
gecisionnnkasﬁnccwcmm'mﬂamthebymlcappﬁmﬁmphyinom%ce
trategy. :

- The MS Office System defines a new ing platform that we can be the first to exploit.
Wcmmmmdﬁonumckaﬁngmgmwﬁwmwedomogg
platform and vice-versa

- Itgivesusthe ity for us to grow into new applications areas ially work,
app:!y | m«gvommty_ gio pplicatio especially workgroup

- It increases account control. We will be able 1o control the dialog with the customer by
belping them define their Office architecture.

- If customers develop custom solutions using our applications, it helps entrench our
applications into the account.

* Falfills strong customer demand while increasing revenue per . Customers want a
complete solution from MS that is tightly integrated together. A complete syster sale increases
revenue per desktop through the sale of:

- Multiple apphcations products that arc pulled through.

- Office System Services

- Consulting services

* Even in the absence of a complete Office System sale, it provides MS applications with a
competitive advantage because of additional features that we can provide by taking advanage
._of various Office Sysicm services. For example, Word combined with Workflow will enable
" uscrs to route documents for review and comments.

Benefits to Systems:

. OﬂioeSyslmsvmdorsposcnhrcalmowsystunsmmgy.OffaingssuchaslnmsNotes
andHPNcwWaveeompe:cvdthW'mdowsinseuingstandmdsfa'ncliwcumsnndAPIsthax
are better implemented m Windows.

*  OurOffice Straiegy will help promote our Systems Strategy since we will clearly articulate how
}V'mdowspuvidcshymhiwcnncsandsaviocsdmwemdtohnpkmusupaiaomw
ystem.

MS 0137554
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WHY IS IT IMPORTANT FOR THE CUSTOMER?

During the 80s, customers have made significant ifivestments in PCs, PC netwarks and various
applications. They have, however, not seen the significant improvements in Office productivity
that they would have liked to sce. Given our industry position and investment in a wide range of
application and system software, customers expect MS to articulate a strategy that explains how
they can leverage their investment and tic together different solutions. They want to enderstand
how they can use PCs to deliver systems that give them a significant advantage over the
competition. Customers perceive two main benefits to investing in an Office System:

+ Building a Competitive Advantage: The current business environment is significantl
mwmpcﬁﬁvemdoomplamday.mtmadcmmaﬁﬂicuhfahrgu‘aﬁmnﬁom t

- are widely dispersed. Customers are looking at information technology as a solntion to meeting
‘competitive and organizational challenges: .

- Competitive Challenges: The competitive batiles today arc being fought on a number of

- fronts today. These range from quality of product offerings, pricing, customer service 10

marketing promotions. A key component to building the competitive edge is getting access

1o and utilizing information to make informed business decisions and 10 build better -
ucts Another key component is enabling people to work together on projects to enable

exchange of information and ideas and 10 coordinate their work activities for a more

. cfficicat operation of specific business activitics.

- Organizational Challenges: Organizations arc more dispersed than cver in order 1o deal
with markets that are national/global in scope. There is also pressure to create flat,
decentralized and lean organizations to drive decision making to product groups and to
rednce the workforce. This situation makes it even more difficult to manage an
organization, disseminate information and coordinate work.

To build a competitive advantage today, there is 2 high premium to making significant
improvements in business productivity!. This requires implementing a system that can deliver
the following benefits:

- Rapid access to information: Access to infarmation is critical for making informed business
decisions. For example, marketing managers need the latest sales data to understand the -
~ impact of their marketing programs and to quickly make the pccessary changes 1o exccute
their programs soccessfully. Sales lgwple'nced access 10 the up-to-date product, marketing
and customer information so that they can effectively sell their products. Product groups
need to exchange information on product decisions withont time consuming meetings.
- Better decision making - Once data is available, users need access to decision soppart tools
o analyze the data to arrive at informed decisions.
- Better Coordination; Most business operations require smooth coosdination of various
individuals 1o ensuore rapid and accurate completion of tasks. For example, 2 Joan approval
- process can benefit from a system that youtes the Joan information throngh various
ndividuals to ensure timely approval.

! 1 distinguish between personal/workgroup productivity and business productivity from the directess of the benefit '

10 the business operations of an organization. c.g. using a WP 10 write a memo helps my personal productivity. On
!hcﬂherhznd. using a8 WP 10 wrilc a contract and track changes directly helps my business productivity.
Organizations are going 1o be more exciled about implementing solutions that directly impact business productivity.

MS Confidential 9/17/91
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- Costreduction; Given the pressure WN.mmwm need 10 be ablc to decrease
cost overheads. Companies want to reduce administrative workforce by using technology
to automate tasks.

The MS Office System will enable arganizations to achicve these objectives for their
information workers and to build line of business applications that assist Office workers in
effectively performing their job.

* Enbancing Personal and Group productivity: While PCs have beca successful used by
* arganizations in accomplishing specific tasks, gains have been limited. In the future, users will
benefit from the followmng improvements in personal and group productivity:

- Gain access to the information they need to process within their applications.

- Wark in multiple applications. Easily integrate information from different applications.

- Automate repetitive tasks not just within a single application but across multiple
applications. . P

- Customize the applications to their needs so that they are easier to use.
- Work together in jointly creating and manipulating information.

WHAT ARE THE GOALS OF OUR OFFICE STRATEGY?

Our key goals are as follows:

*  Become the leading supplier for PC LAN based Office System solutions. This is difficult to
measure since a customer will be able to mix-and-match different solutions. We will consider
an Office System 10 be a MS System if the customer has standardized on our overall
architecture, APIs and key services such as Mail, Directory and Document Library.

* - Control the Office System architecture. Become the leadi ‘arm for application
development for ISVs and customers. Set standards for System services.

*  Drive penetration of MS applications.We do this by being the first to support the MS Office
platform so that tustomers arc driven o purchasing our applications because of the superior
Integration of our applications. We also do this by getting customers 10 build complete
solutions which pull in the sale of multiple applications products.

* Drive penetration of Windows. Promote MS® Sysiems Strategy:

- Promote Windows as the best environment for implementing an Office system
- Promote key architectores defined in Windows
- Drive acceptance of our networking stratcgy .
* Pasition MS as a-Strasegic computing vendor. Get customers to cormit to the MS Office
i a5 their computing plarform for the fanre.

WHAT REQUIREMENTS DOES IT PLACE ON MS?

Tobc_soccesf\dwixhowOfﬁoeSntcgy,weneedwmakcaconcufcddfminanumbaofmm
including Product development, Masketing and Sales. This section discusscs the key areas that we
need to focus on 10 be successful as an Office Systems vendor:

MS 0137556
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Product Development

+  Commit to the network as the platform for our applications and develop to it This means not
only developing the necessary workgroup applications but also supparting these services
within our applications and providing group-oriented featnres within our applications. We are
still too tied to a deskiop mentality and do not realize how important networks have become.
PCs are rapidly being networked together and even now constitute a large installed base of
users.

* * Commit to multi-platform support. While Windows is our primary platform, customers have
oﬂncon?uﬁngplaﬂamsthatthcycaxmaﬁ'ord to ignore. Our competitors will also have
multi-platform solutions. We need to, bowever, be pragmatic about supparting other platforms
50 as 0ot to hold back our efforts for the Windows platform.

*  Commit to being the first to support the key Office architectures such as OLE and

- Programmability within all our applications.

*  Think through multi-application scenarios and ensure that our applications can be integrated
together to address these scenarios (the work that Broceb is doing).

¢ Make it casy for customers to install, license and administer the MS Office System. The

- customer will be installing and administering 8 large number of complex applications on
potentially a large network of thousands of nsers.

* Make development of custom applications as casy as possible. Customers will not always have
access to programmers to do the job for them,

* Drive Systems strategy to ensure availability of services that are important to our Office
Strategy. We are beginning to do this with OLE and programmability. Warkgroup applications
is another area where there needs 1o be significant interaction between applications and
systems.

Marketing

. Q:smaandOﬂiccmalysswdaydonhhinkofMSasOﬁ‘wcSysmnvcndor.Qsmws

will have a hard time trusting MS to provide the Office infra-structure that they need to
lement an Office systein. We need 10 build that trust by publicly committing to key products
schedules and delivering superior solutions on time,

*  Cleady articulate the benefits of implemeating an Office System. Get customers excited about
developing solutions that realize these bencfits. We can nse this strategy 1o circunovent the need

. to get MIS buy-in since end-users will aggressively champion our solutions.

.* Articulate the overall Office Strategy. Articulate the role that each com plays in the
wazﬂsmn:gy.Giventbeﬁde-sprcadaucpﬁmthulmshas ined with its Working
Together strategy, this will be an immediate priority. We will pot necessarily wait for all
compoaents to be ready bt will evilve our strategy as various components become available.

. Dwdopmukcﬁngandwmmkaﬁonpmgxamsﬂmgggmﬁvﬂymmcbmcﬁumdmt

. Strategy. Our message needs to reach both MIS organizations and IEUs.
'+ Suopport the Office Strategy message within individual product messages.

Sales
* Aggressively use the Office Strategy as part of our sales efforts to position MS as a Strategic

computing vendor, 10 gain commitments to our architecture and to build solutions that utilize as
many components of the architecture as possible.

10
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> Build consulting, systcros integration, customization expertise. We need to build a significantly
hgdsalcsfmgc'ﬂnnwchzvewdaytooompﬂemwasﬁxllywithvmdmssuchasIBMm;d
DEC.

* Build a sophisticatzed VAR channel to reach customers that our sales farce doesn't reach.
* Provide higher level of customer support especially as they build mission critical applications.
Develop a strategy to suppmtkcjpodncts(mchnsGﬂcways)ﬂmwcmynots:lprmelm

WHAT MARKETS ARE WE TARGETING?

Tbepﬁmyfouxsofmsalucﬂ'utsiniﬁaﬂywmbelm'geFl(X)Oaceoumssinocdneyalrudyhavc
expezience with host based Office Systems and are interested in deploying solutions at the LAN
level. We will actively pursoe existing host installations to get them to downsize their Office
solutions to the LAN, We will also address F5S000 accounts through Network VARS who can
bnﬂdmmmsoluﬁmWenﬂlabobxplmﬂwposﬁbﬁﬁrydwwﬁngwhhlSVsmdcvdop
vuﬁcdmutmmhﬁmsudbdcvdqﬁwnﬁrbﬁngmgmwmmsmhscﬂing
these solutions into these markets, _

CumipwmpmmuofowOﬁceSysmmchuMaﬂwﬂlbcwldnﬂnm;rﬁsckchoma
components will be sold at dep levels as needs dictate. A key goal will be to belp
customers identify solations that will meet specific tine of business needs to help drive the
penetration of other components of our Office System. Users of our solutions will primarily be
information workers not process ariented or administrative warkers.

WHO ARE THE MAJOR COMPETITORS?

Traditionally Office Systems solutions have been identified with host based prodocts such as IBM
PROFS and DEC Alkin-1. Host solutions have typically included capabilities such as e-mail,
calendaring/scheduling, documtmagement.md—pmecssingandwmededsion
Some such as DEC A-1 provided customization and application development tools as While
users initially used terminals 1o connect to these Office systems solutions, PCs now account for a
gnificant percentage of the nodes. It is estimated that approximately 40 to 50% of users connected
to the host are now Most PC users, bowever, use only the workgroep component (i.c. e-
mail. calendaring etc.) of the host office sysiem and do $0 in terminal emalation mode.

The popularity of PCs and PC LANS has significantly weakened the hold of host vendors.

ocrs are no Jonger willing 1o use their PCs in terminal emnlation mode to connect to
meummwmmwwmonpmmmimo
use, feature rich, in-expensive solutions that can now be integrated into the host solutions,
enabling at least PC based workgroups to migrate to these solutions.

Hostvmdashavemaedbymvingthdrwhﬁommdimwuvamhimmwng?&
and PCLANs. Prime examples are products like IBM Office Vision, HP NewWave ce, and
NewWave based products such 2s AT&T Rhapsody and NCR Cooperation. PC vendors such as
Lotus and WP have also entered the race with their product offerings. The approach taken by most
office systems vendor can be characterized as follows:

Clieny/Server Archirecture on PC LANs

Support for most major desktops with focus on GUI desktops

Object Orientation (though Liraited at this time) :
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= Office Shell

¢ E-mail

» Calendaring/Scheduling
* Document Management
* Databasc access .

*  Wodkflow Automation

IBM’s foray into PC LAN environment with OfficeVision has 5o far not been very successful. The
high memory requirements, the failure of OS/2 to gain significant market share and delays in
product delivery has essential caused the system to be a failure. IBM's plans w licease Lotus Notes
.and cc:Mail are clear indications of their failure. DEC, on the other hand, is making a pragmatic but
late entry into this market. Their Office offering will focus on 2 Windows deskiop providing access
to Mail, Time Management, Document Library Services etc. on the VAX. In addition, they will be
mmﬁng.omadmmmhuVMS.DOS.M&mMmammgywmindudeUnix
(Ultrix) and OS/2 as DEC's main strength lics in its Mail and enterprise netwarking
reputation. Other competitors that will kave some inclnde HP NewWave Office and
NewWave based office solutions, NCR tion is being recognized by Office analysts as the
most complete solution on the matket. However, these solutions are reliant upon HP NewWave
which hasn't gotten much ISV support so far.

On the PC front, the two main threats we face are Lotas and Word Perfect. Lotus has captured the
initative by announcing its Working Together strategy . They are considered the leading

group applications vendor with products like Notes and cc:Mail, We belicve that Notes will
form the basis of their Office solution by incorporating Workflow and Document Management
features. The IBM endorsement has also given them a significant boost though they will likely be
smkednphnojohtdcvebpq;mtw“kﬁmmundrplmismpxwﬁcmtotbeNms
* services through Extended services on top of 08/2. WP is building WP Office which will provide
a nice low to middle end solution (for now) for DOS, Windows and Mac platforms. WP
recently announced its plans to develop a document library solution.

We believe the most significant threat we face overall is Loms. They are a threat to both our
applications and systems strasegy. They are quickly closing the gap in the applications arca and
bave a significant head-start with Notes in the Workgroup application area. They are aggressively
promoting their Working Together strategy and there is evidence that costomers are reacting very
Ppositively to this message. Lotus claims 80 of the top F500 accounts are using Notes and 2 100 are
using cc:Mail. have developed a strong sales ch to sell their prodocts inclnding a
dedicated Lotns sales force, VARs snd the IBM sales force in the fatare. As a counter-balance, we
will be Jooking at DEC to be a strategic partner so that we can fill out our product line and gain
access 10 their large 'sales and systems integration arm and market clout.

" WHAT ARE THE KEY BATTLEGROUNDS?

* Line of leading business applications: Applications arc obviously kcy to providing a

: complete Office solution. The Apps support for APIs provided by the Office platform will
cnable us to snceessfully promote our Office platform.

* Multi-platform support: Ideally our customers will want support for all their key
wmpuﬁngphﬁamudombympeﬁmmdcvdolingpmdmthmdmmme
kcyP‘gvphxfumaOdu:mchasWPmdDECmaddxmngUnixandVMSphﬂmm
well. We have to determine whether we should address all the PC platfarms ar focus on

Windows and win by delivering the best of breed applications for Windows.
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Comprehensive suite of workgroup services: Most Office vendors are assembling a
suite of workgroup services. We will be less competitive if our offering is limited only 10 Mail
and Calendanng/Scheduling. '

Enterprise-wide architecture: The large F5S00 accounts want to be assured that our
architecture can handle large wide-area networks with user tions in the tens of
thousands. In addition, %0 be competitive with products like Notes we need to suppont
replication of information so that workgroups arc not constrained to artificial server
boundaries.

Connectivity to other Office Platforms: Gatcways 1o other Office platforms are key.
These inclnde Mail, Calendaring, Database and Communication gateways.

Ease of Programmability: The ease with which companies can develop solutions will
determine pot baly determine our competitiveness with respective to other Office solutions but
“will also deterinine the success of the product in meeting specific customer needs. Products like
. Notes have become successful because departments have beea able to develop custom
solutions and have not had to rely an MIS to deliver the sohtions.
Setting standards: We need to be successful in setting standards for key architectures and
-~ APIs and get maximum third-party support. We will 10 do this by working with
"Systems to integrate the key services within the Systems platform and by promoting the APIs
- as pant of the Windows API sct.
Service and Support: We arc competing with IBM and DEC who have strong reputations
forsyminwgraﬁon,micemdsuppmcxpaﬁsc.nisiskcym ing the customer
building custom solutions and supporting them. b
Vendor confidence: As meationed earlier, customers don't think of MS as an Office
Systems veador. They feel more comfortable thinking of IBM and DEC in this role given their
proven record. We have to, therefore, work hard at convincing the customer that they can
standardize on the MS Office architecture and that they can rely on us to deliver the various
picces of technology that they need.
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