Paul Maritz
Senior Vice President
Systems Division
Microsoft Corporation

The Stars!

MS-DOS: HI6M
Wiadows J.1: S44M
SPAG (mouse): 5268M
LAN Mansger:  S84M

For The Systems Division = —

Major Accomplishments:

& 10M copies of Windows 1.1 sold!

¢ Windows J.1: s great product!
> Sa0 ne show mepper g ‘:em

¢ Lauached with style: %
> Largest ever beus wte MEREOFL
» Grest launch event and PR WINDOWS.
» Shipment of 1M units In first week

> 100.000 prepie through technical werishops
> $40M In TT Foont Pack seim
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Y '92 s s prest veur!

ry ' Fy ‘91  Greewn
Revenue IS 1266 1%
oL 25IM 46 15%
“ 801 Q2% 3

An “Interesting™ Year

e Wiadows J.1 Isuoched
& Windows application sales reach or exceed

MS-DOS spplication sales

¢ [BM opesiy deciared war on us (“1t's oot

sbout opening old Windows, ...")

® Apple opealy deciared war oo us

(“Wiodows. It's only software...”)

¢ The msiolrame/minicomputer compaoies

go from “cresks to cracks” .

¢ The clooe vendors. hsving esten erervone - S
it

eise’s lunch, started estiag each other...

MS-DOS

¢ Soid spproz. 14M copies via OEMs
® Sold 3.6M copies of the MS-DOS § Upgrade
¢ Kept DR-DOS out of 3oy msjor OEM
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Mouse ' LAN Mapager/SQL/Comm

o Shipped 30.000 servers - approdmatety 0.5\ node’

¢ Sold 2.6M yoits retsil LAN M. o (al Ga 1
[ Tt b v now Yo
Sold 1.8M upits vis OEM marhet share o) nem spprov

¢ Secured key Ballpoint OEM ¢ LAN Manager 2.1 with packaged OS1 1.3 shipped
deal with Toshibs Upgrede program for JCOM customers

¢ New designs for Mouse and Majer sccount wins (Nynes, Britsh Post OMce. eic.)
Ballpoiot io the works LAN Manager/UNIX shipped

SQU Server 4.2 shipped - rated “best-of-breed™

*
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Windows For Workgroups Windows NT
© Shipped to Beta users * “fl:::;e sad tested s lot of code (3+M lines
o 4
¢ On track for shipment in Oct '92 ¢ Shipped PDK to ISV} ia Oct *91/Dec. ‘91

with egcelleat quality

¢ Demo with 50+ Wial2 applicatioas st
Windows World

¢ Shipped to S000+ developers at July ‘92

PDC
Cairo More Achievements:
¢ Pulled together se architecture .
ad & tesm ©® Pea Wisdows shipped!
> Great hand-writing recognition
¢ Pulled together common object > Ce siowed!

modet with OLE growp

¢ Deflned 20d met three msjor
wmilestones (Ul, Prognaoaiag
Model. Distributed File Sysiem and

& Muiltimedis

> Multnedis extensions shipped vie
OEM and in Windews 3.)

Security, Object File System, > AV defined and Microssh Video
Uaified Systems Msnagement) running
© Os track to ship first it 1o ISVs in > Viewer deltvernd to MM Pube
H1'9]
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More Achievements:

e Windows sound system (Foghorn)
close to bets spnd fall shipment

¢ Windows pnating system (Jumbo)
close to beta sad fal! shipment

FY '93: ""
The Outlook And Challenges

¢ Competition

Key goais

Product strstegy
Marketing strategy

*
.
.
& Challenges as s group

Key Goals For FY ‘93 i

& Maks Windows ubiquitews in FY '93:

» The high sulume ssaderd for PCs (>$0% of asw
machiar wis Sertdwide’)

» A sssisbie fomily of predurts st sddrvm olf cusiomer
maeds - bividusl, WOrAgreup. PUUW Wev, sRierPrue

¢ Pretect sur revenue base in MS-DOS snd Mouae
® Maks &t clour that Windews effers the Arture:
iu.-
> More pretsrwwe
» Opns » avw ond

Systems Retreat - Paul Maritz - July 1992

More Achievements:

¢ MSDN CD produced sad
resdy for bets

¢ Wiadows “Resdv-to-Run”
program lausched
¢ Open process for ISVy:
» User interface
» OLE
» Caire, ete

Competition:

¢ 0877 - [BM is willing to give it sway

Novell (s0d DR-DOS aad Usivel): utilize
serwork aand system admia. beoeflts to
promote DR-DOS and Uaivel oo desktop

Lotus Notes - has field to itselfl
Appie - “the bard way vs. the easy way"
UNTX - put on the defensive by Windows NT

NeXT/Taligent - use OO to things
simpler/richer

L ]

® & 06 o

Key Actions For FY ‘93

¢ Mske Windews ubiquitous in FY *93:
» Unretrauag martsung sad forus o rustemer wusiscusn

> Bring en arw players: Windown far Werkgroupe.
Wingows NT

® Pretect sur revenue base in MS-DOS and Mouse
» M3$-DOS 6.0 sad Chicage
> Lower cun mics, ove wowme

o Make R ciesr that Windews offers the Nuture:
> ~Plug-and-piey”

> Corn
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Windows Products
Avadsbilitv/pncing

Low \ soe
AN Ipment SRP
Law ‘92 » s£00
Lot 92 <1500
Larty '9) <3300
Shippeng sia9

36

Windows Products - The Future
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[ “wﬂ 1L‘°‘q Iy “Chsenge”

“The Need To Lead™

¢ Plug-o-pisy: Make Windows systems
sell-configuring
» Awtamatic loading of drivers, cusy to
uninstall seftware, nte
& Make it possibie for OEMs to innovate
quickly sad aot be bound by
uasecesssry baggage
> Levernge Windows NT “HAL™ 1o define
new wftware-hardwere interface manderd
We need to maks these programs resi sad
widely sdopted in FY ‘93

3
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Windows Products - The Future
1993 ) 1993 R

|

a0 314

o 4 | Wiamm, ) ()

Plie compr oo, o0

I .. 008 3 ‘;}‘——- rmen agui St

e becies o

Cairo

@ Calre s designed te radically change (simplify
and improve) how peopie user computens and
secure swr furture:

» Datumem v sppiecaiion senure view
> Query va. aeme

» Full dutrduisd rysiom sperslon

» Laifled sysienms management

¢ The company is going to bet on Caurv. and align
with t:

> Appiirauen insgratien (O LD
> Chicuge # Caire Jumser
> Voragroup spplicsuons =il uae Courw o3 foundouen
> Development environment, e
38

Leverage Windows Technology
Into New Markets:
¢ Home computers connected to the TV
> CD titie player
» CATV
» Home device contrel
¢ Communicatisg personai assistant (“CIA")
> Windews in pechst machine

Lots of opportunity, aot clesr where/whst the
wins will be, we waat to be there to find

tbem
40

4
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FY ‘93 Will Not Be So Easy!

ry -9 PY 37T ™ Greenn
Revenue S1266M SLéiEm 2%
BOL 2476 1379M 10%
‘~801L PLA ) 1%

The Windows Campafga-—‘
Objectives

& Sell the Windows family sad
compiementary products

® Secure the core users sod
estend sdoption

& Move OEMs to the
Wiodows standard

Secure The Core And
Extend Adoption

¢ Ship reasurse W Windows 3.1(300K), Sperta( 0L,
W indows NT ($00) (200K)

* Tram 100,000 nppot
WTW (31380K) sad fer Wingown VT (uum

¢ Duitver we page of Wehnirnl wppen informacion
S1¢/yeur - Forws Oo Windous (13 30000)

¢ Promate corpuress and “tvveur 8
drsl pregram®

¢ Cot more snenes: roy. @vd in OEM bog

® Eshsary PSS and MCS natemer wppent progroms

Systems Retreat - Paul Maritz - July 1982

Marketing

¢ Compaoy 13 orgasuing marketing
and saies around four “campargos”
> Windows campaign
» Workgreup campaign
» Office appUcscions campaign
> Solution providers campaign

Sell The Windows Fanm}

L Windows makes K rasier for rrerons -l

ey Neven
[Rindems 1] [Wineom ter werngroume] [Windews V7]
= Y

LAN Mesepw
agsws T s tw Pune

—J ]

Tageer Fraang S Madees Maw

—J] ]

Fam Pomy AR fun Sy

T
o)

Move OEMs To The —

Windows Standard

¢ Training and utilities fer OEMs te
simpiify RTR ("Resdy-te-Run™)

¢ Sundsrdining- Lege, HCT tengd
¢ WIAHEC deveiop grest Windows - .7%29
machines ::::zz

» Por Lam. Rurope snd L& rvenes Lteopl
¢ Wingtene perfermance
benchwmark

MICROSOFT.
¢ User advertising io premese RTR W[Nm

(315005 READY-TO-RUN
¢ Train OEM suppert prepic via
PSS Suppert Connection | vt S0

-5
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Gain The High Ground

® Establish Windows NT as the leader
10 the high-end:
> Prevent propie moving ta UNIX or 082
» Capture new wenm from

minkomputer worksiation world

¢ Keep curreot LAN Magager
customery bappy 10 they will move to
Windowy'Windows NT

® Establish "WOSA" a3 the means to
iotegrate Wisdows in the corporute,
beterogeneous eoviroomeot

Challenges:

¢ \Making Windows the standsrd means mere sales
will be OEM units - means lower revenue per unit
o New productamarkets must contribute for oowih,
we must ship Ngh-quality, competitive products
that vield satisfied users:
> Windews fer Workgroup: Mt Ocobur with quaitty
v Wisswws NT. e
> Windows ) 1) and Wiagows VTJ
> New Mouse
»
S

Wingdowe Printing, Windewn Seund e
ShP sur produru o wemw arhedeir werigwids

Challenges:

¢ Executiag s Wiadows family

strategy is espessive snd bard,

but it is what differentistes us

» Maans we have 1o work hard a1
COMMuUnication, rermunitment. and
foc\s en maldng “W indews” o

> We nawd to khvow where we are
headed (“Calre™)

Systems Retreat - Paul Maritz - July 1992

Key Marketing Evedts —
And Programs In FY *93

Events:
¢ October: Launch of W indows for W orkgroups
¢ QI'93: Launch of MS-DOS 6.0
® Q1'93: Fermal Launch of W indows NT
® Q2'9): Lawunch of new Mouse
Programu (“Busms™):
¢ FaB and 1pring Windows family advertsing “Bus”
¢ Quarnierty “Fecus on” direct mallings and offers
* Windews technical workshope

——

Challenges:

& Must sot lose the *MS-DOS" user in our
effort to promote Windows, or lose focus
on “MS-DOS" competition
» Keep MS-DOS competitive, ship MS-DOS

6.0, and get MS-DOS and W indows 1o
reinferce each other and “merge” in Chicago

FY ‘93: The Challenge

® We bave the foundation firmly lsid
(Windows 1.1 asd MS-DOS 5.0),

¢ We aeed to build walls (Windows for
Workgroups, Windows NT, Chicago),
sad the roof (Cairv)

¢ Increase focus or customer satisfaction

_LEXECUTION IS THE KEY! ]

6
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