
’,. ;---~ ;---;.. ~ PLAINTIFF’S |
’    ’" ~ EXHIBIT

Lotus Strategic Outlook
May 15, 1996

Eileen Radden
:tim Addison
Heidi I-Fdd

David Hughes
Bill 1ones

Cathy Lewis
Karen W~rn~r

CONFIDENTIAL I]~4 7510343538
q:\Microsoft\lBM\3910vO31\OOOOOOO5\OOOO2585-TIF 10118/2001



Revenue Outlook through 1998

Our outlook shows the business growing 21% m 1997 and 20% in 1998 ~tRer three y~rs of
rouBhly flat revenues, and ~ return to pro~c~bilky afle~ the loss in 1995 ~nd ~ve.str~nt ~n 1996.

Our ¢ornfaunicadons product md s~’v~ces business drives this growc.h, with product r~venue
growth fates of 25% in 1996, 30% in 1997 and 25% in 1998 and serv~c~ growth ~ate~ of41% in
1996, 44% in 1997 and 37% in 1998. The combined Notes and co:Mail bus~ness move than
doubles from $316 million rrce=~ue in 1995 to $’710 million in 1998. Comms products "add-on~"
(calendaring, imaging, e-apps) grow from $61 million in 1995 to $85 million in 1998. Ser~dcss
grows from $121 million in 1995 to $339 million
in 1998. De~op applJcatlons regain momentum Revenue (S minion)
with the continuation of an OEM ~’ateg:y and 1995 1996 1997 1~98

the emergence ofa component~ strategy. We �2~.,n~ 370 t62 6~3 750
Ded~op 403 441 456 476

proje~ ~row~h of 9% in 96, 3% in 97 and 4% inServic= 121 171 247 339
1998, and a r~able market share. Total ~9~ 1.074 1.303 1.565

Communications Products
Business

Market Conditions

Our last strategic outlook reported the stunning ~ of the Internet and ~s md
~pact on ~e Not~ b~s. S~ ~at re~ ~o~R h~ ~sh~ to ~bra~ ~e ~et
te~olo~: ~om i~ pl~ to ~e ~e ~ ~lor~ ~e ~ ~I ~
to ~ a~ts to ~p~e ~d ~d Ja~ to a~e moves ~ ~ ~ted

=ound TCP~, H~ ~ ~ n~ s~ ~

~d p~ o~e n~ The ~o~ o£o~ ~on to ~ppo~ ~ ~d

~ ~� ha~ ~d= ~oa~ ~ ~ ~ b~= o~otes ~om~s, ~t
pro~on ~or ~mp~g ~ a s~ for ~e Web ~ no~ ~ de~y ~ou~ or I~
~ed ~ ~e ~t~ ~k~la~.

S~ o~ I~ r~o~ ~=osoR ~e ~ ~o ~pp~. Wc now ~d ~ ~mp~

~p~% ~w~.
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Achieving our Goal~

In our previous s~rate~ doc’ume~s, we ~e not~ ~ a ~nd~en~ m~e of~ot~ ~ess

have se~ a ~et to ~ 30 ~on Not~ ~ by 199g. The key ~v~s ~ be Notes
a~pt~ce in m~ i~cmre ~d appli~o~ depl~t. ~e ~g~ce of~e Imps ~d
~U~e~ b~d on ~e n~d~ds T~, ~ ~ ~ ~ve bo~ v~ds1~ ~e
~doneered ~ Not~, pr~t¢d a ~~s oppo~ for ~o~ ~d cr~ ~rm~ndous
c~l~Ees. At ~s po~ ~ ~ d~ ~at ~o~s ~l ~ ub~qu~ on d~ops, b~8 a
u~v~ ~ss-platfo~ ~ca~o~ ~ow to ~e d~op. No~es n~ds to reshape
~ue pro~si6on =o~d ~ new ph~o~ ~ fa~ o~ s~ ~ s~ brow~rs
Notes cG~s. Much of~e v~e ~ Not~ adds able ~Web ~ ~ent ~ i~ se~er
~pab~ io m~se d~m~s ~d d~ent-b~ app~o~ ~ a~ss a ne~o~k. It
~ ~Gve ~at ~ ~ our 1996 Pl~ed N~ ~ (m~ton)
~ ~o ~
~a~ a~essiv~y, ~g ~ ~ 2.2 4 4
NOteS CE~S ~d w~ browses. ~~ I ~ 3.3 ~.3 6
We ~ be develop~g m~ fog ~ 3 ~ 1.3 0 0

s~rr ~on ~ a p~ of this To~ 1.5 3 6.8 8.3 I0

p~.

~ go~ of 30 ~ion Not=s s~ is a~bl=. ~ ~d~ to z~ ~ go~ w= s~ ~ts of 6.8
~;on s~ts ~ 96, 8.3 ~;on ~ ~
and I0 ~1,on ~ l~g. ~ ~ ~ ~t Poz~ Not= S,u

~ NOteS ~t co~t w~ ~k~ p~ ~95 1995 1996 ~97 1~98

be~, ~g ~ poss~b~ ~ ~
0.5 2.2

w~ could br ~ much ~ 2 ~on    AW~
1.5 5 ~.6

~O~ L5 2
s~ts be~nd ~e 6.8 ~on I~ T~ 1.5 3 5 7.a
goal. Not~ ~ail ~n pa~l~ ~
w~ ~low ~e p~n, probably for s~ r~o~: ~om of~e n~ pro~ ~e~

whe~ ~ ~¢~nwm~ phcnom~n ~ slo~ ~ ~ ~d~ ~e Norm ~o~.

We ~t a~nc ~e major ~s xo ~ot~ W~ in o~ ~o ~sess ~ s~s, ~d
~� s~M addi~ond poss~Ic ~alc~. ~ major ~s ~�:

¯ ~o~ ~p~o~ d~do~ ~g ~n~n~.
¯ Wc ~ l~k at ~e up, de pot~M in m O~ ~at~

Mail and Office Migration

W~ 6 ~on sea~ ~ ~on md I0 ~on ~ ~gdy ~, ~m of cc:M~,
Notcs ~ould be ~e to ~e 3 ~on ~nv~on s~ of~ ~ w~ ~ 4 ~on n~ m~l
se~. ~t wo~d ~r~¢ ~ e~d ~k~ s~e ofl~s ~ IW~ ~� ~ ~kct m~l
s~Is ~ I~6. 97, ~d 98. ~:M~’s ~u~ ~on of~� ~ ~m~ ~ 2-3 ~on
s~ p~ y~ w~d ~eld a ~o~ of 15-209 ~ ~. ~s ~ ~ o~ ~ m~
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unh shoe. If’we cocz~ider all ~lotes se~ts ~s ~g ~ed fo~ ~ (~ w~ ~ fo~ nmwo~d
app~o~ d~d~men0. ~e m~ s~ w~d b~ 40~.

Se~g Not~ ~ m~ ~~e ~ a n~ v~e p~fion ~ ad&ess~ ~ ~e s~pment of
Not~ M~ ~ ~ 19~. ~e op~o~ c~eng~to ~t~ ag~ ~s c~g¢ inc~de:
~e n~ e~ce Lotus’ r~putafion ~s = v~d~ o£~s~on- ~ficfl ~~re
dep~em~ sppSc~ons ~ ~e need to co~ete ~g~ ~e ~oso~ ~c~te~re sag

ch~l~8e.

pro~= to be po~= ~ ~e ~d-fi= ~ md ~ ~=~g ~=. It ~ ~o be ~g~ed ~t
~m~es who pref~ sep~te ~[ ~ ~pScafion ~~= (eg N=sc~e ~ ~:M~

We look to ~pit~e on ~ ~t~ ~~" d~e to r~ ~ ~mb~ of~l
~ ~ opiate md to offer ~ ~ ~e ~ ~ u~ ~~ ~e I~ ~ o£

~ ~ produ= reception vs. MS ~ge ~ ~o~. ~fioa tools &ore
~:M~l md MS Ma~ ~ be ~mplem ~o~. S~ pe~= =� b~g ~.
So~LS~ di~on ~ ~g fold~ into ~e Iong~ t~ co~=~ ~ ~edou off~.
beS~¢ we ~ ~nv~ 25% o£~ 6 ~on seat P~OFS ~ b~¢ (S~ ~n o£ S~ co~g
offPROTS) md ~d 15% o£~ ~:~ b~ or 3 o£~� tot~ ? ~on ~ ~. ~e ~jor
wor~ ~ ~s ~ is ~e ~n~u~ p~fiou o£~mpl~ ~ ~g Not~ ~mp~ed to

On o~ o~er co~fi~e &on~ ¢omb~o~ ofN~cape ~ ~do~ or ~ ~t~
loom. ~ese produas off~ Iow~ cS~t ~oa ~d ~e aot ~d ~ ~t~ ~I todey.
PO~ ~d ~4 ~I fi~e more pro~fly ~ ~m~l ~k~ ~o~fio~ N~pe ~l[ use
M~ DJrecto~ ~d C~� s~ers to ~m~t¢ ~ th~ ~ ~.

Ne~orked App~fio~ Devdopm~t

Notes h~ ~ofic~ ~e~ ~ ~ ~ a=~rk~ appS~fio~ d~dop~ ~o~
~nd~ed ~o~ ~ be h~y dep~d~t on i~ tongued ~s ~ ~ =�~ We
~ the ~ge md op~ p~ ~ ~e ~t~ md o~ ~s to
pot~ to drive ~ons b~ o~ Not=.

Intact ~ket ~velufion

Bu~n~ adoption ~[~ ~tiom
~ ~ pa~ ~ ~e ~o~ wmu Interact Adoption

phmom~om O~t~ =~ss ~t ¯ ~m

~ re~t ~ ~e ~c~se ofr~t~ pro~    ~
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get a web she for ks ow~ o~n~z~t~o~’s ~rcsence on t~e n~ ~bS~ng ~e ~on’s o~

~o~s6o~) ov~ ~ ~et ~ a ~on n~ step. ~ o~ ~e comp~y’s w~ ~e may ~ow
more ~mple~ or ~ ~h to ~ve a more ~t~ web skK w~ch r~r= appli~ons
d~vdopm~t. ~ke oth= ~ t=~olo~ m~e~ ~ adopt=s ~ ~� t~lo~= ~st md
open ~e way for ~ ~ mo~ ~a~ve ~jo~ ~y~.

~s’ c]~ ~m~ ~Not= ~ ~ ~ i=~ ~d ~pli~o~ ho~g

d¢vdopment ~ pr~& ~ a ~mb~ed ~ ~ s~= due ~s ~=. Na6ve

Ig~. Notes ~ ~� ~u¢ for ~t~=s ~d ~ ~ ~ ~t=~ ~ poorly ~d=stood
o~de ~e Not= ~ b~ t~ay.

d~vdopm~t ~8e; ~¢se =~ te~c~ buy=s. ~e ~oic= ~ ~�
mil]io~ of lat~ buy=s.

At the ~m¢ 6m~ w= h~v¢ b~ Io~ng ~om~ ~o am ~n8 i~o
N~cape b;~ ~d ~m pot~ti~y a N~pe pzo~ ~ or o~=
~ly ~a~ of ~e adop6on ~de. ~y ~ ~e ~ g= to ~ appH~on d~dopment p~ t of
¯ e ~cIK ~ m~ be rea~ m accept "~d0ns" ~om ~ o~=

c~8e. ~e e~ oleo= ofo~= ~jo~ ~ w~ ~ ~8

The�fore, it is ~p~a~¢ t~ ~ms po~y ~ot= n~ o~ = a ~p~or pro~ ~ ~� ~ end,
~t ~so to ~en=ate mom~ for N== ~ ~e ~ =ag= ~ ~op~on ~ w~. ~ ad~o~
we must make ~ apparmt th~ mo~n8 ~m = ~ent ~blishing solons to Notes
~sy ~or ~g prot~ ~ ~~ in ~o~se~ ~o~, ~8 o~= tools.

~re ~ ~ ~m~et value o~ o£~e ~ I~ ~ts ~ be web ~s~.

2. A mate~ to ~d on top of~= po~fim of 30 ~on ~ows=s
~ketplace. T~ ~d ~c~Se ~ ndS-o~ to b~s~o~� Not= ~li~on

replica~o~ to ~I I~a d~s ~ o~= m ~ ~= as = ~t~et ~d~d.
T~s wo~d ~mm pug for ~ s~m.

4. A m~ke~g ~p~ ~e8 to ~e ~t~m~ ~= (= ~= ~m ~e Notes
~t~ed b=e) ~o n¢~ to be te~=i¢~ �on~c~ o~ot= ~ ~ ~ps d~dopm~t
~o~ for ~e ~

~e ~ ~o pr~ ~ ~ ~ for b~ ~ ~e f~ ~ for d~v~
~iIt a ~oto~e aden ofNo~ ~H=Gon f= ~b bro~.
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Notes) )is a discussion w~ch is just starting. We ar¢ deba~ low prices or ~ee dism’ou~ion of
the dll in o~der to secure s~v~ busin~s ~ad a flow of upgrades. In addition, our ~etApps wi~ be
~lso be coming to m~rk~ in late 1996. -

On the ra,~rke~g fron~ we sr~ aggressively pursuiz~ custome= references and ~’drd p~y
consul~nts to v~d~te our story. We hsve contracted with ~n indus~ consultzzr~ to conduct
con of ownership sto~y comparing Notes ~nd "roll-your own" Web solutions. We expect the
first ph~e ofthi~ s~udy to ~ticu~te ¢,le~rly when Notes i~ more cost-effect~v© ~ roll-your-own
Web solu6ons.

We need a more active 1~1~ pr~.~c~ to be perceived ~ a player on the N~

Notes dism’buted authoring capsb~itie~ ~utomst~c, ally zefreshed views 0.e., indices~ full text
s~arch, and bi-d~r~-tional r~plication make Notes u~iudy qu~ifi~d ~ a Web s=-~er, using Notes
and the InterNotes Web Publisher, and even more so us~g the Notes HTTP server.

The rdafive role~ of Notes servers znd clients

As a result of the trar~ormat~on of the rr~kct by intren~, w~ will ~ more ~ more Notes
servers hosting brow~.rs ~s ~s. Browsers now outnumber Notes clients 10 to 1 ~nd are
growing f~er. We need to me~sure our s~ccess ~- driving Notes s~ers into the marketpJace,
with or without Notes clients. In essence, ~e need to pos~ion ~he web ~owse~ as the easiest,
starter client for Notes, wi~ Notes l~(~il and Notes Desktop ~s "st~-up clients". Our Notes
clients offer ~emendous addizional vaIue beyond ¯ simple browsel-, security, ability to store,
forward, view the information r~ce~-ed, ~nd better mobile capsbHi6es because ofrepficat~on.
This approach will reciui~ ¯ significant reeducation of the rn~rk~ ~d our sales people, and could
even require ~he bundfing of a browser with certain Notes p~ck~ges, e~g. the

¯ Over the. lonser term, we expec~ Netscape to evolve its offerings to be directly compezitive with
Notes c~ien~, by addin8 m~l ~d other application d~v~opment services. The Notes
should be considered an example of’the "~eb client" of the future.

Our business model is quite dependent on the number of Notes clients that we sell In 1996,
servers ~ represent only $40 m~lLion of the total $360 m~on Notes revenu~ The sheer number
of cl~e=z~s supported by a serwr (50 m;,~m~m) causes the reve=me to dominate s~vers ~riced no
more th~n 6x the cfi~nt). We bav~ introduced the $2295 ~ ~nt~q~i~ ~rv~ ~ year
cor~sldering introducing an even b~gher priced ¢~.~ter server. Net,~ape’s business is roughly
50/50 serves ~dcli~nts tod~y, w~ much ofi~ d~velopme~ effort on

O~r plans cu~entJy call fo~ only modest penetration of s~’ve~s. We need to f~cus on and drive
these sales in sddition to our c~ien~ sale~.

~ ~ 16 136 429    1.326
T~ ~Xsr~A 2,42 S42 ~ ~,0¢4.

No~s ~ 38 69 122

% ~ ! 1% 13% 12% ’

Ivla~ 12. 199~ r, oe~,~-,!~ ,’~t.rl~ccly Prlwre Pa~e .T
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ba~c~d ~aiz~t two s~cant potcotiai downsldcs: ~~on of~ue ~d affe~oa
Eom o~ ~�~ ~d ~e pot~ d~on ofLo~s produc~ when ~’rc ~dud~ at no
ch~ge.

Se~er Bundl~

Pa~ s~ b~ have ~t~d~ ¯ ~d~ ~ket ~ge ~ ~s~ s~
PC s~pp~. But d~ m~ket ~s~ ~~ ~ ~om~ npp~ ~on ~t~ o~
~ot~ (~ m~r~d by ~ for ~) ~ b~ done ~ S~ ~d ~

took p~ce ~ ~g ~om~ ~i~ ~e ~ o~ ~~fi~. ~

s~ ~ndor; md ~d~on~ �~~ for idm~ ~e ~ user of~ ~,
fo~ow-on ~g ~ffom ~ be ~g~t~. ~e ~ ~e ~o~ ~ ~dy f~s on

on ~e s~ ~d m~ mod~ ~s~ to ~ ~s~ ~ ~e p~ PC s~pped.

110,~ ~s, ~ abo~ 4 ~ ot~ ~er ~pm~. ~ ~ve~age ~ pdc~ of $50 -
~h a level ofO~ se~er ~ ~Id ~ ~ $3 ~on of~u~ r~ ~p~ to
~ion of ~M price ~ers. Even i~ose O~ s~ w~t co~l~y to ~g

~d a~ra~ve £or more ~e ~ O~ a~y, ~t vo1~ ~ 19~-~

~ea� ~undl~

oppon~d~ for ~ b~g o~ ~ p~ ~e p~od. ~u~on of~-levd Not~
. ~ ~ ~ ~ ~e ~iem~ POP3 ~ ~o~ i~ ~ly 19~ ~ ~uld

~ppe~. POP3 m~ ~ wo~ ~ ~y ~t~ ~ s~. We ~e ~o ~g ¯ ~posd
for ~Eng Notes ~ n "pe~o~ fi~g ~s~�~�." Non-Wmdo~ ~ ~g ~uld ~d 2
~lion clients md ~ ~on ~ r~e~e. ~s ~ ~ no~Wmdo~ OS
15% of ~ P~ ~p~ ~ w~ g~ ¯ ~ ~ ~ major ~dox, ~

B~ o~Notes ~e~ ~ Wind,s ~ ~d be v~ ~b~ ~ ~ vo~es. For
~ple, il would be ~s~le ~ mo~ 5 ~ Not~ ~ms (I~A PC s~mm~), bm pfi~ for
~ch vo~ wo~d f~ ~ ~ bd~ ~ ~ ~ ~ ~ ~e ~md~d for ¯

~uld ~ ~d Not~ ~ ~ ~ ~k~l~ ~.
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We have included 2-3 million units in the current 3 year view. We are reviewing mor~ the
aggressive s~rategies.

Bundles with sofl~var© or sTstems solutions

Activities wixh lSVs represent a major thrust for Lot~s ~artin8 in 1996, and 8~ven the lengthy
drne of ISV product development c3,cles, the fi-uit~ off, at effort wt-tl be seen in 1997 - 1999. ISV
solutions will embed Notes for all oft.he ISV’s customers, or for particular applications in ~e
ISV’s target market. These solutions enable Lotus sol, are t~ reach customers that otherwise
would not use Notes, because the customers tend to rely on packaged solutions rather than
developing such solutions udng the tools themseJves. The broader dissemination of Notes
services would also fit in this category, but we would ~ this to driv~ standardization rathcr
than immediaze r~v~nue.

Other Strategies
N~work NotrJ

The original vision for Network Notes, as the business Interoet, would have driven substantial
numbers ofsea~s of’Notes. Today, the Internet has ~ro~rn in ac~l~.~nce and the Net~vork Hotes
effort has a.ss~med ~he role of crea~u8 a class of major business partners for Lores Notes amon8
the telecommm~ications cor~panies who will offer l~otes hosting as an outsourced service to
No~es c~vtomers" use Notes in their Internet hosting activities, and develop lqoles-based sol’~ions
services. AT&T’s investment cUd create substantial market awareness for l~otes, and funded the
development of what will become our cluster ser~. We do not see it as a major seat driver for
~]otes Ioday.

Inter~ational-Drivea Growth

Lotus has a lower proportion of its sales coming from outside the United States than other
sol, are companies. M.icroscll, Oracle and Sybase derive are roughly 55% of their reverme from
international s~,les and we derive on]y 45%. Ou~ relrdve share in Jalian is good and ~s an excellent
foundation for growth; in Europe our share is weaker, and Asia/Pacific and Latin America are
er~ergin8 markets for us. International-driven growth represents an opportunity for Lotus
Communications products.

Leverage with IBM ISUs

The IBM ISUs are 13 especia.rly larse system integrators focused on vertical industries which
could drive substantial bus~ness i~hey formally adopt Notes as an applications environment for
document centrio apps ddivered to l~Cs on a LA..N or remotely. The effort ~o mob~;~e the ISUs
as partners is proceeding slowly. Lotus believes that several related but independeat initiatives
would increase the contribution of the ISUs in marketing Notes: I) addhioaal education of ISU
devdopment management, so that Notes is included in more Isu solutions deve4.oped within
IBM, 2) he~.shtened promotion o~’Lotus BP and ]SV solutions in the ISUs so that existing ~Iotes
solutions get broader reach 3) increased training of ISU Sales on identifying and capturing Notes
opportu~ties, w~h appropriale usage ofLotus, ISSC, and/or BP resourc~ to dose and
implement the business

Mo: 12, 19~ l,o~u.~IB&f ,~.rlWl), Prig, ate Page ~
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Services

Lotus Sea-vices Group (LSG) activity is buiR atop the Lo~us core t~chnololD’ and is a key part of"
the overall val~e proposition ofLot~s’ softwace business. Many cugomers, especially enterprise
customers, prefer to have theh" services delivered by the produc~ vmdor. Lotus Sea’viges has
dcrno~’LTat~ a very healthy rcwmue growth, and expcctal~io~ ace’,.hat as Notes seals grow from
5 million sea~s to 30 million seats, LSG ~ maintain its growth rate.

Lotus
T,,CIustry Average Sv~s. Growth ~te 96 ~ 95

G~ Rate 94 - 9S* 94 - ~ (~ G~

~fion 13.1% 112% ~%

~e ~jor op~fion~ ~es ~ms S~s ~ ~g ~s ~pid ~ion ~e to ~ow ks
work forge md its ~s md ~pa~ ~c~ ~u~ to ~p~ve pro~ab~, md to ~ge
relationships ~h o~ ~sin~ p~ers at the ~me time we ~pmre a
bu~s o~e~. ~G pl~ to ~ow ~ ~rk forge ~ou~ m a~five ~g ~d U~g

LSG 91~ to ~ co~kmt ~afioa ~ ord~ m ~p~ve ~fitab~.
to sere ~e ~t~fise se~ ~re~y w~e 1~g ~~at~ Sy~

~e ~te~dse se~mt (m~ag but not ~ted *o ~e Globfl 2~0)
~g ~e fo~o~g broad atm~ut~: I~ge, mfl~on~ prone to ~1o~ l~g
te~olo~, wh~e ~ if not most of~ ¢omp~five a~ge ~ g~ed ~ou~ ~e
~plolmtion ofkn~l~ge. LSG ~o~d~ ~e ~sin~ thin~nK the m~s ~d toolg and the
~~e for ~ss~a~g prong md ~g ~e ~ow1~ge ¢o~ ~ ~e

Howler, LC is foxed o~ on No~ deplo~t. Lo~s p~s ~ ~e ~ Big S~ or
1SSC f~ ~� Not~ @�~o p~ ofa~g~ B~s P~ or SI ~~t.
~s mug ~nt~e Io lev~ge b~ss p~. ~e Not~ ~ ~s ~ to~ h 5

m~k~ ~ 1995.

The Desktop Business

Over the next 3 yem, Lores Ioo~ to stabilize what had been an e~odin8 position in the desktop
tmsinms applications markcL In QI 1996 a 20% unit share of this maz~et has bccm ac, hi~vcd
through aggre, ssivc O~ bmxlllng Our target is to move to around 24% by th~ end of’thls year
and maintai~ that unit sims� ov~ tim msuiug two years. Our rrvmme shaa’� plaa is for 9% of the

~ay 12, 1996 ,~,,o~.u7R~g ,~,’lctly Prf vate Page I0
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~s .ow ~p~ ~% o~ ~=u~ ~ ~re o~ ~o~.

~ng ~ p~ p~o~ we ~ect to ~te ~r ~s~ ~ ~g ~e m~ ba~ ~o
~aud~on~ ~plica6o~ by f~g on compon~.

~ent ~arket Si~a~on

To~y, Lo~s ~ a
~~e ofn~ 7:1 wrms ~o~R ~. Co~d~ o~y ~ ~ ~or r~ue
play.s ~n8 ~e soR~
12% ~d Cor~ ~

$5,000M by 1~7, rep~ a ~GR of 9% ov~ 3 y~s.

~¢r ~r ~ 4 y~, ~� ~ h~ ~fl~ t~d ~t~ of pr~~ ~p~o~ ~ a~y
flora ~d~one produ~. ~s ~d ~ ~ to co~ ~u~ ~" ~Mo~
app~ s~

A~i~ing our

For ~e n~ 18 mon~, we do not
be~e ~e des~op ~k~
m~kCt. ~ m~k~ ~c~ ~ p~ ~� "~~ ~ ~t~e op~ty for
~o~ ~~ ~ ~e ~ ~ ~e d~on lo p~e my ~e pro~ ~ic~y
~oN~ a l~e ~d ~c

m~(~n im reputa~on
m~ged ~ a pro~ ~or to ~tus.

~ms’ p~ ~o~-t~ goM b ~o a~e a ~ ~k~ ~e of 24% ~ ~e end of 19~, up
~om 11%~ 1995. We haw ~r¢~y r~ch~ 2~/~ Ql.
m~ket s~e go~s

1. A~e~e O~ b~g ~ ~M, A~, AST, E~n, ~ D~kj~ ~m~ ~ o~.
We ~paie
~ ~ 1~6.

more opm to ~de~8 s n~o~R so,on for d~op app~m~om)
~. Messy�

Y~ T~"

budge)

6. ~ ~ ~ ~ge ~on ~m Wor~ ~ m~ pro~.

In ad~o~ we a~pate ~ a n~ ~1~ ~Sm~ ~ ~ ~ip ~ ~e ~1. [~ng the
much md~pat¢~ r~ 32~ v~don of~
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into Lotus Notes and add value to the Notes e~l user and appli~.~tion developer. We
Lo~s Components ~ll ~cve ~ of~ in I~6, b~ more ~po~,
~I have ~e oppo~u~ty to use ~s ~m~ to ~b ~e
pm~c~ applica~o~ de--on.

~ ~ for ~~s. ~oa~, we plm to apply ~ ~e Suke p~~

of~’ ~t p~~ pro~ Io be "~~."
o~ w~ ~ply ~pp~o~ ~~ ~l~o~ ~’t ~ ~z~ty ~ ~’ ~e~

of~e com~nen~ ~ ~ ~-~OM

O~e), ~led ~ li~ ~ 37.~A ~5.5% ]6.7%

~t~eL

for vo~me ~k= ~afio~ ~ ~ ~ ~ ~ ~o~o~ to
b~ ~e ~ ap~ ~d o~8 ~ ~=~ a ~ ~ p~g for
Lores c~= ~ff to ~=t~ iU ~ ~, ~ff

~¢pr=~g 40% of~=o~’s to~ r~ ~ ~s $150 of~u¢ ~ ~t for
~croso~. It is ~s d~d=~ on ~ ~um ~ ~ h~p~ ~o~’s ~i~ to

~ou~ ~ Web Sui~ ~d ~ ~ vol~e ~~ ~,

~e ~mb~ou ofa~e ~ ~d ~u~o~ ~ a ~m~g
r~lt ~ a ~~ ~ ~d ~� ~o~ op~ for ~� Lo~ ~s
D~on.
~y ~~ @~ r~n ~ as how We~bascd ~g ~ ~t ~el
pofici=, what spc~c ism= ~� ~ ap~on of~ ~tc~ ~t~ondly,
~t¢ ~s ~ for OS~, ~c. We ~ a~ ~g~g
impa~ ofthis ~ ~i be f~ ~ 1997 ~d 1998.

~nger Te~

B~ond ~e W~=~ Compon~= So~6o= ~a~ ~ s~ a d~� ~ of
oppo~to ~ on~� 1o~ t~ d~= of~e in~s~. S~~ ~pli~o~

~sp~c bdow ~ps ~ o~o~

l’~tu.~/B~ ,~lrlct[.v Private Page I.~
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Apl~i~t~~

990 9"~ 94 96 98" 2000 03

Clearly, since the inoeption ofthe ~ompule~, ~p~c~tio~s have beea nm ~m ~e ~.
Howler, ~ pr~u~ app~c~o~ ~e t~ay ~ ~om ~e Io~ PC. To~y,
app~ca~ons offer ~¢at~ mob~, p~son~ ~n~o~ ~d ~0~ v~s
soJ~ions. H~hel~s, ~ prolif~adon ofP~b~ app~fio~ ~ ~ ~e w~ ~ of
~er~p of ~m~g ~omces ~o~ ~e ~ ~o~ ~ ~ag~t md

bo~ worlds.

Lo~s plms on ~ding i~ produ~ ~o~ts ~ be deploy~I~ ~ a ~-b~ world.
We feel ~ ~ ~ ~ ~ be~d ~e ~on o£~ ~bIe ~ket ~r ~er-b~

I. D~dopm~ ofl~~ ~~ d~ (~ ~M n~fion ~nc~t),

3. ~d~r~d in~on of a ~8h b~d~ conned i~~r~

Cl~ly, d] o£~e h~ ~e 8erring ¯ ~dous ~o~t offer ~ ~ at ~
We f~ ~t of~e ~ ~e ~d~pre~d adoption ofa ~ b~d~d~ ~m~e ~ ~e
issue. ~ ~t ~pfion ~ ~t h ~ be m I~ 3 ~ bd~ ~ ~k~ h~ ¯ ~
e~ugh b~d~d~ ~~e to ~te ¯ ~le

To a~~te ~s Ioog~ t~ ~te~ ~ ~e d~dopmml p~ ~e L~s Bu~s
AppSc~dons Di~on pl~ on ~e~ ~ ~ ~t ~d~g t~olo~ (e.~.

~n~ ~ w~ m ~sv~-b~d &ont-~ds to o~ ~re ~ppS~fions for ~ d~]o~

Summary

We expe~t ~e growth ofd~e Intemet tedmolog~e~ ~ ~k~pla~ to ~n~e to ~sfo~ o~
p~ ~~. We mu~ improve o~ ~iW ~ ~s ~ ~o~ ~don ~
Backhoe ~d ~ i~ ~oa~ ~ d~d a ~p r~po~ ~m ~ ~d o~ ~M

~ay IZ 1996 T~~i~ly P~v~e P~ 14
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