Agenda

¢ SWOT
¢ FY 94 Objectives

Weaknesses

¢ No high end channel

¢ Poor tools

& Low levernge/ spread thin
- ¢ IBM relationship

Threats

4 Novell (despite mikemur)

¢ Lotus

¢ Industry isolation

¢ Inward focus/ lack of responsiveness
¢ Failure ts empowar our people

¢ Pris
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PLAINTIFF’S
EXHIBIT

1599

Comes v. Microsoft

Strengths

Windows/Office penetration
Good product flow

Smart, motivated people
Winaiag image

* & & o0

Opportunities

¢ Define custemer lateraction models
fer 90’s

Be catalyst for clleat/server solutions
Become the only brosd name n siw

Increase $°2/PC from existing
product line

* ¢ o

A Word on Price

¢ Competitive sad versien upgrades—
mandatery, not a price cut (avoid
canaibalization)

¢ The bundie— an innovation that is good
for MS reveaws and share

¢ The introductery sale (oot permasent)

¢ OEM low royalty bundies— bad bat we
will compete suceessfully

# Be alert— doa’t panic P—
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FY 94 Objectives

+ Revenue and profitability
¢ Expand OS profitability
¢ Gain Office share

& Build higher profit on-going end
user relationships

Revenue and Profitability
¢ Grow revenue 20-25%

¢ Limited revenue growth frem vew
geographies or share improvemeats

¢ Reveuue upside in upgrade,add-oa and
Windows penetration gains

¢ Manage to 21% after-tax tarpet

¢ Geographic and business goals
¢ Invest in future businesses

¢ Conservative headcount gmthole\m“_

Gain Office Share

¢ Stromg on-golng focus

+ Articulste obvious end wser benefit
of new releases

¢ Maistain customars with upgrades
¢ Promets the Office upgrade

¢ Differsutiste with Access and other
Office goodies

Aierosok:
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FY 94 Objectives

& Develop “value added™ business
¢ Test consumer business initiatives
¢ Enhaace Microseft image

¢ Empower our people

Expand OS Profitability

¢ Increass Windews pesectration
¢ Reduce naked machines

¢ Sell higher asp Windows versioas
¢ Sell mors Windews add-oas

& Tailor products asd distribution for
these goals

Build Higher Profit On-going
End User Relationships

¢ Expaad and segment registration base

¢ Implement better database tools

¢ Puckage upgrades, information and
suppert for on-going relstionships
¢ Build ead user enthusinsm '

¢ Charge for reistienship programs as
sppropriats

¢ Deflns distribution plans
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Develop “Value Added”
Business
¢ Focus on client/server opportunity

& Massive education, informatios, and
individual certification effort

¢ Promote refercnceable case studies

¢ Implement product service policies snd
strong developer and integrator support

4 Bulld team of zeslous MS methodology
developer(verticals and custom) SP's
Microsclt

Test Consumer Business
Initiatives
¢ Experiment with new distribution,
selling, partaership models

¢ Try te build a “critical mass™
product

& Attempt new approaches to market
product lines

¢ Test in & few large markets caly

AMicrosol*

Empower our people

¢ Commuaicate clear business
strategias and goals
¢ Eocourasge broad busimess thinking

& Manage people based oa their year
pians and goals
& Bettar tools and education
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Develop “Value Added”
Business
¢ Reerieat MCS aud MSU to this mission

¢ Cultivate valuable SP integrator
relationships

¢ Set large account expectations

¢ Repackage product line to drive revenne
im this business

¢ Mnaoage beadcount/ force levernge
¢ Use Windows NT as the “hook”

Enhance Microsoft Image
¢ Broades thraugh leadership lmage
PR/ ads

¢ Use consumer products intrigus te
broaden audieace

& Invest in K-12 adoption in some
markets

¢ Do PR with referenceable SP's to
impreve imeage as & partmer

& Avold gratuitous competitor bashing

Empower our people

¢ Push ability to act as close to
customer/msrkst as pessible

& Maks ciear whare coordinsted
strategies or actions are necessary
¢ Eacourage similar leversge of third

parties

& Keep things as simple as pessible
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