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NOVELL BUSINESS APPLICATIONS

BUSINESS PLAN 1996 - 1298
l. Values, Purpose, Vision and Mission
A. Values

Novell Business Applications has defined 1ts values as stated below.

Customer - We place the customer first. We understand their perspective, leam from
their experience, and respond to their needs.

Employes - Novell Business Applications’ employees are critical 1o our success. We
encourage diversity, balance, continuous leaming, creativity, critical thinking, feadership
development, and decisiveness. We expect commitment, mutual respect, cooperation,
teamwork, integrity, and resuits. This will create an environment where empioyees are
empowered to do their jobs, and are accountable and rewarded for their contributions.

Communications - We communicate both inside and outside the division, group and
company in an open, clear, consistent, and honest manner.

Quslity - We develop and market the highest quality software products in the world. We
strive 1o continually improve our processes, efficiency, and productivity.

Leadership - Through responsible leadership, effective strategy, breakthrough technology
innovations and execution, we will continue to increase our worldwide growth and
profitability, thereby achieving revenue and income objectives.

Partner - Novell Business Applications recognizes the key role of our partners, such as
the PerfectFit Parmers, in defivering solutions to our customers.

B. Purpose

Novell Business Applications’ statement of purpose is:

Wa increase individual productivity and group effectiveness through innovative network
applications. : ‘

C. Vision

Novell Business Application’s vision is:

Novell business applications will help redefine the way people worldwide use desktop
applications, by expanding the application paradigm from 2 deskiop to a pervasive
computing focus.

- Noveill business applications will be recognized for their high quality, high performance,
integration and ease of use. They will help users to focus on work through extensive
rask automation. They will exploit new technologies and provide innovative
breakthroughs. They will integrate with advanced network and access services provided
by other Novell products, especially GroupWare. These business applications will
facilitate groups working together. They will enabie users to access key information,
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inciudirg that accessed through public networks. They wilf lower the cost of ownership
in any size network by revclutionizing scftware distribution, licensing and management.
Novell business applications will sumulate deployment of verucal, cusicm solutions tuilt
on the core components of these applications.

D. Mission

The mission for Novell Business Applications is?
By 1998, Noveil Business Applications will provide component-base appfications fully
integrated with NetWare and advanced access services, enhancing personai productivity

and access to key information, facifitatng group communications and enabling systems
integrators to build custem veruical solutions.

1. Three Year Objectives
Novell Business Application’s objectves are cutlined belo;v:
A. Revenue
1. General Novell objective
a. Growth equal or greater than market, grow earnings more raﬁidly than revenues.
2. Division objective
a. Grow revenues from $520M in 1995 © $820M in 1998, a 16% CAGR.
b. Grow income from $42M in 1995 to $144M in 1998, a 51% CAGR.
B. Market Share
1. General Novell objective
a. We will be #1 or #2 in every market we chose to serve.

2. Division objectives

a. Become the #2 in suite market share {annual shipment gquantity) in 1995 and hold
that position through 1938. ’

b. Go trom a #1 tie in the stand alone word processing market 10 3 clear #1 position
in 1996 through 1998. Be #2in overall word processing market.

c. Go fram a #3 position in the spreadsheet market to the 42 position by 1998.

C. People
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1. General Novell objective
a. Best working environment, hire best pecple.
b. Empower, develop and reward employees.
2 Division objective
a. Consistently improve in top 3 areas to work on in 1936 through 1588.
D. Quality
1. General Novell objective
a. Continuously improve guality of products and processes.
b. The quality measure in customer satisfaction, competitive benchmarks and
industry standards.
2. Division objective
a. Achieve 1SO 9000 compliance in fiscal 1996. Achiave ISO S000 certification in
1997. Maintain this certification in 1888.
b. Standardize use of product lifa cycle for all development in 1996.
c. Implement cne significant new continuous improvemeﬁt process sach year. .
d. Be #1 or £2 in all product reviews done on each key product in division.
e. Reduce customer sUpport costs as a percentage ot total revenue= through higher
product quality.
E. Partners
1. General Novell objective
a. Create effective parmerships to offer complete customsr solutions.
2. Division objective
a. Through PerfectFit Partners program, grow the number of certified PerfectFit
solutions from 10 in 1995 to 250 in 1988.
b. increase OEM and system integrator {components) revenue from 5% in 1995 10
15% in 1998. ‘
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F.

Product

1.

2.

No general Novell objective exists for this objective.

Division objectives:

Deliver a new suite release on latest Windows 32-bit OS each year. Continue to
enhance Windows 3.x suite as appropriate to meet market requirements. Begin
delivering a PerfectOffice suite on the Macintosh in 1896.

Deliver a product that provides the functionality defined by the Tapesuy
contextual design research process by 1997.

Begin moving to a component architecture in an cvolution process. Provide 80%
componentization of PerfectOffice by 1998.

Deliver full cross-application scripting Janguage in PerfectOfiice with full
integration with a target visual development tool by 1897.

Lower cost of managing PerfectOffice by delivering enabled suite with
appropriate tools to manage applications. integrate closely with NetWare and
ManageWise.

Move towards simultaneous release of PerfectOffice in muiltiple single and double
byte languages in 1996. In 1998, provide simulaneaus refeasa in all key
languages. Move to a single Engiish version by 1 g996. Deliver Middie East
language support in 1997.

Provide users with the ability to build their own suite on CD in 1995, on NetWare
in 1996 and on public networks in 1996-97.

Reduce COGS each year as a percentage of overall revenue. in 1898, achieve a
direct material cost of 12% of revenue.

Outsourcs all Unix efforts by 1996.

iil. Matketplace Analysis

A.

Customer/Market Analysis

1.

Existing Market Definitions and Segments

Windows has quickly and dramatically become the dominant desktop platform at

the expense of DOS and Macintosh.

. After dropping 5-10% annually through 1983, DOS word processing and
spreadsheet sales declined more than 40% in 18394, while Macintosh word
processing sales deciined roughly 20%.
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Tremendous growth in the suite category has resulted ina corresponding ¢rop in

the growth rate of standalcne applications.

. The suite category maore than doubled from 1893 1o 1934 and is expected
1o grow another 5 oz in 1995 to nearly 10 million units. At the same
ume, standalone word processing and spreadsheet markets declined more
than 30%.

. WordPeriecs holds a tenuous ~cash cow™ position in the standalone word
processing category, with an approximate 2x relative market share, most
of which is attributatie to our DOS base.

. Because of the declining standaicne spreadsheet market, Quatiro Pro and
the other spreadsheets are classified as "dogs” when compared to suite
products.

The market for electronic publishing tools is young, growing rapidly, and as yet

has no a clear leader. .

. The Information Highway phenomena and declining price of delivery
systems such as CD-ROM has captured much attention and contributed to
the demand for electronic publishing tools.

Future Market Definitions and Segments

The promise of Windows95 -and broad ISV suppaort ensure that Windows will
continue to dominate the market over the next few years.

» Conservative estimates indicate that the suite market will grow 15-20%
annually through 1893 at the continued expense of standalone
applications.

. DOS word processing and spreadsheet markets are expected to decline at

an annual rate of 30-40% through 1998. The Macintosh word processing
market is also expected 10 decline during this period.

The electronic publishing category is expected to grow 10 million units annually
by the end of 1996. Growing and broadening interest in the Internet, electronic
commerce, and on-line services wilt help significantly expand this market and
define new services to meet cUStOmer needs.

There will be continued shifts in focus over the next few years that will
significantly impact the applications market:
> Desktop to network applications shift

. Application-centric 10 Document-centnc to Task-centric

Changes in distribution practices, .9., CD-ROM, network, on-line, OEM, etc. will
have an increasing impact on software <ales. Companies must lead in the
exploration of new distribution models to remain successful.

The delivery of component solutions will open new markets for 3rd party
developers and their customers.

Emerging Markets for Novell Business A_pplications

a.

windows 95 and future versions of 32-bit Windows
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B.

b. Newwork applications integrated with network services
c. New forms of software distribution {e.g., Select, AT&T NetWare Connect .
Services, on-line, network}
d. Burgeoning new international markets (Asia, Eastern Europe and Middle Sast)
e. Vertical/custom solutions built on horizontal components
f. Electronic publishing and authoring tools
SWOT Analysis
1. Existing Competitors

Microsoft

Office holds 86% of suite market share. It had revenues of $1.4 billion in
1994.

Announced Offica 95 for Windows 95 to be available 30 days atter
Windows 85 is in the channel.

Microsoft's strategy for Office is to tie it closely to Back Office and
Windows NT.

Microsoft has had two years since their last release of Office. We can
expect to see much more in the way of automation, wizards, task centric
focus, and third party development opporwunities for their suite.

Word has surpassed WP as the all time best selling word processor.
Approximately 75% of Word sales were generated through the suite.
Excel had a 39% revenue share in stand-alone spreadsheets for 1984.
75% of Excel sales are now from Microsoft Office. [Dataquest}

They will use their influence as the operating system provider and strong
ties with OEM’s to continue their market dominance.

Microsoft has a very strong presence and is very aggressive in the
imernational markets. They have fully localized versions of Office in many
Asian countries. Windows 95 and Office 95 are likely to be shipped in
multiple languages simultaneously.

Strong on Macintosh platform. Able to go after accounts that need suites
and standalone applications on both Windows and Macintosh.

Only major competitor {or electronic authoring tools with internet
Assistant for Word and SGML Author for Word

It is hikely Microsoft will focus on network integration of Windows 85 and
Office 95 to counter our attack of this area.

Microsoft will make full attack on vertical applications solutions including
partnering, training, vertical versions of Office.

Microsoft Network posas a serious threat in the area of online service,
distribution and data access. By providing upgrades and easy access
online they can generate 3 constant stream of revenue.

Microsoft is moving toward camgonents with OLE and Visuat Basic. They
will aggressively pursue component markets through vehicles such as vertical
Office, Cairo (object oriented 0S), LOBjects (applets sufted to vertical industry
segments).
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b, Lotus

\AL

MS will aiso continue to portray themselves as the writers cf Windows;
therefore, they are the best providess of Windows applicaticns.

SmanSuite had revenues of $230 million in 1934 giving them a 13%
market share (Dataquest].

Lotus announced that they will introduce their Windows 95 suite within
30 days of Windows 93 availability in the channel.

It appears they have been working heavily on theis 32bit versien {almost
conceding the suite market ternporarily 1o Microsoit in an effort to
reestablish themselves as a player in the 32bit suite market in 1995,
1-2-3 had a 46.1% revenue share in stand-aione spreadsheets for 1934
{Dataquest}.

Netes and Team Computing is Lotus’ strategy. Intreduced NotesSuite to
iocus on business application and Notes integratica. This may be more
trategic than SmartSuite.

But overail, Lotus may not be giving their business applications enough

attention, with the majority of their etorts focused on Notes success.
From initial results, it appears that PerfectOffice will be able to unseat
SmartSuite as the #2 suite package. But we will have to fight to keep that
position.

Lotus has announced a new division to develop components around all
SmanSuite applications with sgong hooks into the Nates environment.

in general, Lotus will also fighting hard to own the best coflaboration suite
through strong integration with Notes.

2. Future Competitors

a. New Component Software

New ccmponent software model may comgletely change the rules of how
application sohtware is developed. It could revolutionize time to market. It
could enable small ccmpanies with very little capital to jump into owning a
specific component with 2 best-of-breed strategy. This could enable a
wide variety of competitors into the business application market, where

today the cost of entry is very high.

b. intemationat Markets

In certain international markets, these are some home grown ISVs who
focus exclusively on that language and adopting software to match the
culture of the country. Sometimes hard to penetrate these countries.
Couid see more of this in the future. Examples are Hangul in Korea and
StarDivision in Germany.

c. Other Potential Compaetitors

Oracle could become a player through partnering.

Corel has announced that they will enter the sute market with a suite
comprised of Corel Draw, WordStar and Alpha 5. We don't view this as much
of a threat, however, we must be aware that they are after a niche market.
There may be others who try to create a suite and go after target niches.
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3. Strengths/Opportunities
a. Company Strengths That Assist Novell Business Applications
. Network ownership anc NetWare install base.
» Word processing stength and WordPerfect install tase.
. Customer support.
. Best network channel in the industry.
- Best infrastructure of training and education rescurces in industry.
b. Division {Group) Strengths
. Strong expertise in word processing, spread sheets, presentation graphics
and electronic publishing tools.
. Transition tools (experts) for WordPeriect and Quattro Pro to retain our
customers.
. Contextual design process {work process, task adtomation, user inleni) to
design products that meet users needs.
. Usability in designing software.
. PerfectFit Techneiogy — ideal platform for suites. Way ahead of
compettion here. -
. Support of open architectures (ODBC, ODMA, OpenDoc, and OLE,
Perfectlinks).
. Linguistics and speech technologies.
. First to market with focus on task automation.
c. Opportunities
. Network integrated applications (better access to network, both services and

information). This can be realized <hrough tight integration with
GroupWare, NetWare and unbundled NetWare services 1o provide a robust
collabaration suite.

. Getting PerfectOtfice to be the suite of choice for all NetWare users is a large
opportunity.

» New distribution methods for software (Select, online, network).

. Leveraging WordPerfect to sell Quattro Pro.

. Leveraging WordPerfect success to market electronic publishing tools.

Also leveraging NetWare to position Envoy as the standard for eiectronic
publishing in NetWare environment. Creating publishing tools for Intermet
and NetWare Connect Services.

. Focus on applications management, 10 bring down the cost of ownership
and encourage more application upgrades. Use this strategy to sell to 1S,
. Component software will facilitate developing custom applications. This

will be a fast growing market. Evolve current products to components
that can be used as the foundation for custom applications.

. Establish sttonger connections with Novell value-added resellers to leverage
a Novell sttength.
. Many OEM cpportunities for PerfectOffice and standaione applications. Also

opportunities to sell content publishers on our electronic publishing toals and
partner with the content provigers.

4. Weakness/Threats
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a. Company Weaknesses That Hinder Novell Business Applications
. Lack of ownership on the desktop. ) .
. Weak development tools. Ceveloping server applications for NetWare

perceived as difficult. Weak development environment makes d difficult to
compete with Micrcsoft Office and Visual Basic for Applications fcr custom
application development.

. Weak developers prograsn which has atrophied over the last few years. Do
not have strong developef mind share.
. Weak vis-a-vis Micresoft in perception for corporale strategy, vision and ability

to develop software. Recent user focus groups have indicated a perceived
lack of direction at Novell.

» Weak IS system for understanding our business, such as channef sales
through Information.

. Lack of perception amaong customers that Novell is 1 corporatr strategic
partner like Microsoft.

» Lack of unity and strategy across the groups and business units within
Novell.

, Over 50% of sales force does not understand applicaions {changing, but

slow). Over 95% of sales force does not understand Quatiro Pro or
electronic publishing tools.

. Novell is sending mixed signals regarding OpenDoc. Need astrong,
compelfing component model and object strategy. _
. WordPerfect's perceived strength in customer support is in question by

many end users and is being seriously challenged by Microsoft.

b. Division (Group) Weaknesses
. Third to suite market. Microsoft has enormous momentum.
. Stil recovering from WordPerfect 6.0 for Windows, which was perceived as a
slow and buggy product T
» Products have become large and do not run well on older machines. Makes

it difficult for companies who bave large investment in 286 and 386 systems
to upgrade. Also challenging to move to components with current

applications.

- Weak development envirenment for PerfectOffice.

. Integration of Quattra Pro, Envoy, InfoCentral and Paradox not as strong as
WordPerfect, Presentations and GroupWise. impacts suite story.

. Third ptace in market share (units and revenue) for spreadsheets. Fifth place
in market share (units and revenue) for presentation graphics.

. Lack of 1-2-3 and Excel compatibility in Quattro Pro up until now has held
customess back from moving to PerfectOffice. {Addressed in '95)

. Do not own database or project management software to compete head on
with Microsoft Office. (Microsoft has sold Microsoft Project heavily to Office
customers.)

. Borand has poor image currently, which minimizes the strength of having
Paradox in the suite.

. Weak at focalization compared to Microsofl and Lotus. Quattro Pro

localization is four to six months [ate in PerfectOffice 3.0. Partly due to
fimited localization budgets. Our budget for localization is 10% of
Microsoft’s.

. Testing resources are below industry norm. Testing resources are 25% of
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Microsoft's.
. Very fimited Macintosh development resources.
. Have little flexibility ta jump on new opportunities as resources are stretched
thin.
c. Threats
. Mictosoft is aggressively attacking the revenue base of Novell through

bundling at no cost important components of Noveli’s product offerings.

- Explorer (Windows S5 file manager) will inciude a file content search
capability which wilt ccmpete with Quickfinder kinds of functions.
Explorer will also provide viewers at no Cost. It is expected that viewers
provided will support Microsoht products such as Word snd Exce! but will
not support Novell products such as WordPsrtect znd Quattro Pro.

- Windows 95 will have 2 built in Microsoft Mail client which will impact
GroupWise client revenue will be impacted and users will be confused by
two mait systems. .

- WinPad is a8 PIM with tunctions equivalent to GroupWise. it is not clear
wha's address book will be supparted by WinPad - there is no connection
to Novell’s Directory Services or other data base functions. Also,
Schedule+ will be included in Office 85 to counter GroupWise inclusion in
PerfectOffice.

- WordPad is an editor to replace NotePad from Windows 3.1 +. A key
aspect of WordPad however is that it will read and write Word
documents directly as well as RTF documents. Novell needs to provide
an equivalent product that can uninstall and replace Windows 95's
WordPad.

- Massive upgrades of Windows 3.1+ to Windows 35 will occur.
Microsoft will have the opportunity to up sell 1o Word, Excel and other
applications through this data base. Novell applicaticn updates are
excluded from this data base.

. Success of Microsoft's tying Office with BackOffice and Windows NT.
. Suceess of Microsoft's vertical market push with Office.
. Microsoft's marketing power, dollars, installed base, and ownership of the
operating systermn and strong corporate messages.
. Microsoft bundling Office or packaging Office with Win35 is a potental
-+ threat.
. Lagging Microsoft to market with a Windows 95 suite by several months.
. Success of Notes and SmartSuite integration.
. Potential of compohent software to completely open up the business

applications market to many vendors .

IV. Necessary Products and Services
A. Unmet Customer Needs
1. Current (cne year - 1926)
a. Large part of market looking for standard and/ar professional network suite

across 16 & 32 bit Windows environment. Would provide tight integration with
network environment.
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b. Suite sofuticn on more than just Windows family platform. Requirements for
Macintosh, 05/2 and Unix network suite that are integrated and compatibie with

our Windows family suite.)
C. Applications that are fast, reliable and very easy 10 Use.

d. Suite of components that work seamlessly together, allow users to concentrate
on tasks. Provide intertace consistency, remove redundant functionality, allow
seamless data exchange/flow between applications, ccrmmon access to/from
cutside technologies {e.g, scripting) and shared components with well-defined

interactions.

e. Focus on task-centric usability. Provides both power and ease of use. User can
focus on getting work done rather than being an expert in one of Mmore applications.

f. Tight integration to network services, enabling personal productivity tools to be used
for group collaboration. For example, using word processors for groups to create
documents together. This requires facilities such as multi-user access to files and
annotation layers to better enable group editing.

g. Application management for lowering the cost of management |software
disuibution, licensing and metering, inventory, configuration management,
diagnostics, and performance monitoring and tuning).

h. Simple and easy way 10 migrate from oider versions of WordPerfect, Quattro Pro
and competitive products, including full compatibility with file formats, macra
languages, etc.

i Custom solutions tailored to specific needs of companies or industries to give
thern a competitive. advantage.

j. Various etectronic publishing needs, such as direct PostScript to Envoy solution;

two-way HTML authoring; integrated SGML authoring and SGML viewing; free
flowing annotations; and two-way conversions from portable docurnents o WP

files
k. Simultaneaus availability of same application in many languages.
2. Future (year two and three - 1997, 19388)

a. Integration of communication functions with personal and group information
management tools.

b. Methods to use personal productivity tools for group collaboration applications.

c. Intelligent software that automates repetitive tasks for users.

d. Self healing applications (via diagnostcs, background agents, etc.).

e. Scalable applications for different user needs — low end applications for novice users
APrit 3, 1985 DRAFT / NOVELL CONFIDENTIAL Pace 11

NWP00002359



NOVELL BUSINESS APPLICATIONS

BUSINESS PLAN 1986 - 1998
that can scale to high end applications for power Usars.
f. Shared applications services on network server, such as shared print formatter,
shared Envoy farmatter, shared Intemmet access senvices. etc.
g. Fast and easy informabon retrieval through private and pubiic informaton sources.

Use of intelligent software to filter inforrmation in naturai language centext. Znabie
user to pull data when tis needed.

h. Applications that fully enable the mobile knowiedge worker, and exgloit mobile
technologies.

i Abtlity to create custom, vertical solutions on top of horizontal components.
MNeed “turnkev-ready” systems for specific business work process. Provide
access to inherent functionality of standalone applications, such as Quattro Pro,
without inclusion of entire application

Advanced mode! building tools for executive-level information systems built on
standard suite components.

k. Comply with existing/emerging software standards, such as Notes F/X, OLE and
OpenDoc. New standards for component software and distributed object
management.

B. Required Products

1. PerfectOffice

a. Current {one year)
. Storm release: Q1 1996
- Full 32-bit, Windows 95 suite .
- Network and sdditional applications integration
- Best of breed application enhancements
- Enhancements tied to Arches release

- Storm ~.1" release: 03 1996
- Enhancements tied o Moab release
. perfectOffice 16bit; Q2 1996

- Additionai network integration
- 0S/2 Workplace Shell and Notes FIX integration

b. Future {years two and three}
. Aspen release: Q4 1887

- Tapestry/Catalyst work environment framework components - &.9.
control panel IDAD successor), network information manager
{magic box/shared places), actuvity log, notepad, address book.

- PerfeciFit components which provide services for: User Interface
development, Undo, Help and learning (ala Rousseau), cross
product scripting

- Development infrastructure - documented API's and/or object class
libraries which provide access to component services.
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- Tailored solunons for specific cusemer roles - e.g. PertectOfice
for engineers, lawyers, medical, finance, executives.

- Working ihraugh third party partners, deliver vertical suites for key
market segments

- Enhancements ted to SuperNOS release

. Aspen ".1" release Q2 1938

- Business apps building black components e.3. text, charting, tatles,

drawing, calendar, slideshow, form fields,

2. WordPerfect

a. Current {one year)
. Windows - Thunder {Q1 1996). Focus is on speed improvements,
reliability, consistency with the 0OS and suite, and ease of use.
- Ease of use {guidelines, floating status, interaction paints, preselection,

tabbed dialogs).
- intermnatjonal — simuitaneous development of US, German, and Japanese.

- Reuse — some reuse and recently used in interface.
- Collaboration - routing and auto-redline/strixeout, shared address book,
Internet access.
- Management and Distribution — centralized distribution.
. Mac - Tsunami {Q3 1995). Envelopes, make-it-fit, abbreviations, HTML.
. DOS - WP6G.1 {Q3 1995). Speed improvements, make-it-fit, QuickMenus
and QuickCorrect. This will likely be the last major DOS release.
Qutsourcing or spinning out this product could produce good income from
royalties.
. Unix - This product is being spun out. The projections for royalty income
are good with very low overhead.

b. Future (years two and threel. WPWin products must be raleased with the suite.
The dates are current targets.
. WPWin - Alta - (Q3 1996) Continue focus of Thunder. Some notable

concepts are listed:

- Background formatting should improve product speed.

- Make it look good. Making it easier to create quality output whichis .
appealing.

- Auto-Indexing. Leveraging our linguistic ties.

- Pervasive reuse and recently used in the intertace.

» Quantum - (4 1987) Windows and Macintosh. New architecture, and a
new product. It will meet as many of the customer needs as possible. A
key point in this architecture will be plug and play modularity, while
maintaining a responsive product. It is also being designed as a world wide
product.

. WPMac - {Q2 1996) Supporn for OpenDoc and Copeland.

3. Quattro Pro

a. Current {one year).
. Typhoon targeted for Q1 1996. Goals are to deliver on Windows 85,
concentrate on strengthening areas where we are competitively weak of
equal, and exploit our aliance with other suite applications, GroupWare,

APRIL 3, 1895 DRAFT / NOVELL CONFICENTIAL PaGe 13

NWP00002361



NOVELL BUSINESS APPLICATIONS

BUSINESS PLAN 1996 - 1998

and the network, as part of Novell,
- Eull, robust support for Windows 95
- Superior file and macro compaubility with 123 and Exce}
Use of NetWare services
interface consistency/shared services with the PerfectOtlice suite
Integrated database and crosstadb anatysis
Initial task-centnc usability work

b. Future (years two and three)

. Second Year (Veil in Q4 1987}
- In-depth usability work
- Common data access/exchange for the suite
- Robust, object-oriented support or external scripting with IDE
- Smart consolidation and version contral for coliaborative computing

Integrated access to external informational services

. Third Year and beyond -
- Deliver self-contained components for use by ISV's
- Removal of redundant services through use of shared suite components
- Advanced mode! building tools
- Versions’ for mobile/remote computing environments

q. Presentations
a. Curtent (one year - 1996)
. Lightning (Q1 1996)
. __(Q319986)
b. Future lyear two and three - 1987, 1998)
. __(@413997)

5. Efectronic Publishing

a. Current {one year - 1986}

. Internet Publisher 2.0 (Q1 1996) with enhanced HTML WPWin template for
bidirectional support of reading and writing Internet World-Wide Web
documents.

. SGML Edition Q1 1996 for Windows 95 and Q2 1996 for Windows 3.x. To be
included in PerfectOffice Professional.

. Envoy and SGML defiverables in sync with future WordPerfect and

PerectOffice. Envoy viewer 1o be widely distributed without license fee, such
as in Eclipse Desktop Framework, NetWare, LAN WorkPlace and AT&T
NetWare Connect Services.

b. Future (year two and three - 1997, 1998)

. Envoy and SGML. releases with WPWin and PerectOffice releases.
V. Strategies
A. Revenue
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1. Graw revenues from $52CM in 1995 to $8B20M in 1998, 3 16% CAGRH.
2. Grow incame from $42M in 18395 to §144M in 1858, a 51% CAGR.

"2OLPEXONCTRR

{998

B. Market Share

1. Become the #2 in market shars {annual shipment quantity} in 1995 and hold that
pasition through 1998.

2. Go from a #1 tie in the stand alone word processing market to a clear #1 position in
1996 through 1998. Be #2 in ovesall word processing market.

3. Go from a #3 position in the spreadsheet market to the #2 position,

7998 - -
—30%

C. People

R Ot e T

1997

RSk

Woik 60 165 37

ik on top 3T
1828 1o Fnpiove”

“-greas twimprove . =-armas.to imptover |

ApPaiL 3, 1935 DRAFT / NOVELL CONRDENTIAL Pace 15

NWP00002363



NOVELL BUSINESS APPLICATIONS

BUSINESS PLAN 1986 - 1998
D. Quahty
1. Achieve 1SO 8000 comgliance in fiscal 1996. Achieve ISO S000 certification in 1987,

Maintain this certfication in 18998.

2. Standardize use of product life cycie for all development in 1936.

3. implement one significant new continuous improvement process each year.

4. 8e #1 or #2 in all product reviews done on each key product in division.

5. Reduce customer support costs as a percentage of total revenue through higher product
guality.

E. Partners

1. Through PerfectFit Pantners program, grow the number-of certified PerfectFit solutions
from 10 in 1995 to 250 in 1998,

2. Increase OEM and system integrator (components) revenue from 5% in 1995 10 15% in
1998.

RS2
=y

4988 . :_‘.'f"i‘“'i‘ e &

ifease nomber ol Increasé nun
. "Cectified PerfectFit " "7 E3iified Petfect
- soluflrnsiio 10 - Tsal —elutions’to 100, tions to
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NovEeLL BUSINESS APPLICATIONS

BUSINESS PLAN

1896 - 1938
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Products

1. Deliver a new suite release on latest Windows 32-bit OS each year. Continue 10
enhance Windows 3.x suite 35 appropriate to meet market requirements. Begin
delivering a PerfectOffice suite on the Macintosh in 19386.

2. Deliver a product that provides the functionality defined by the Tapestry contextual
design process.

3. Begin moving to a component architecture in an evolution process. Provide 80%
componentization of PerfectOffice by 1358.

4. Fully integrate key technologies into PerfectOffice, such as PerfectSense linguistics
technclogy, speech and pen computing.

5. Deliver full crass-application scripting language in PerfectOffice with full integration with
a target visual development tool.

6. Lower cast of managing PerfectOffice by delivering enabled suite with appropriate tools

to manage applications. Integrate closely with NetWare and ManageWise.

7. Move towards simultaneous release of PertectOffice in multiple single and double byte
fanguages in 1996. In 1398, provide simulanecus release in all key languages. Move 1o
a single English version by 1996. Deliver Middle East language support in 1997.

8. Provide the ability 1o build custom suite on CD, on NetWare and on public networks.

8. Reduce COGS each year as a percentage of overall revenue. In 1988, achieve a direct
material cost of 12% of revenue.

10. Outsource all Unix efforts by 1986.

AprRiL 3, 1895
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Novell BUSINESS APPLICATIONS
BUSINESS PLAN 1996 - 1998

s " Complete marge snd 7T TR
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BO% ot suite 7
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~development’ . “activitles, s

V1. Three Year Product and Services Plan

A. Engineering and Development

Move toward 3 parallel development strategy to focus 75% of team on major revs every two
years, and 25% of team on point revs for the in-between years.
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NOVELL BUSINESS APPLICATIONS

ByUsINESS PLAN 1996 - 1998

1. lntegrate ideas from Tapestry and Contextual inquiry research into products.
g

tizaticn, task-centric usability, network-integration,

2. Contince to focus on componen
platform specific requirements, and

suite-integration, automation, PerfectFit Technoiogy,
best-of-breed features:

i N AR 20 SPCONADIARSI
T R RN G = 2
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NOVELL BUSINESS APPLICATIONS

BUSINESS PLAN 1996 - 19398
B. Marketing and Promotion
1. Conduct internal campaign to educate and motivate all Novell employees about products.
2. Add products to the reselier employee purchase program.
3. Send NFR copies to target resellers for evaluation library.
4. Send fax blitz broadcasi sheet to reseller channel.
5. Arrange for distributors sales contests and/or buy-in promos.
6. Have superstore-specific promotions.
7. Have corporate outbourd-spedific rromotions and/or contests.
8. Offer user group discount programs.
3. Investigate value-added bundles, providing greater choice and flexbility.

10. Negotiate OEM promotions.
11. Target competitors users with easy migration story.

12. Target IS managers, promoting management services, distribution, and overall reduced
costs of maintenance.

13, Promote *first-network suite” message (for individual products also). Tie message into
corporate "Pervasive Computing” vision - people warking with people and data anytime,
anywhere.

14, Promote “task-centric* usability, tight integration of products. Focus on message that says °!
understand the way you work™, software intelligence, and automation.

15. Promote plug-and-play components and the ability to build-your-own custom app, including
alliances with leading vertical market vendors.

C. Distribution and Sales

1. Target standard distribution channels (retai, VARSs, superstores, mass merchants,
corporate outbound sales, mail order, OEM, direct, and integrators/publishers), as well as
newer methods (such as the Select approach, selling both apps and components).

2. Work with outside channel agency in developing full channel promation.
3. Develop key matenais (such as marketing binder, merchandising kit, and point of sale
tems).
4. Perform reseller training.
S. Conduct product launch tour for distributors, reseilers, and key accounts.
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NOVELL BUSINESS APPLICATIONS

BUSINESS PLAN 1996 - 1998

6. Partcipate in user group demonstraons.

Third party developer kit (including SDKs, components, add-cns from key partners).

~{

8. Organize and implement detziling tour of top-tier accounts.
9. Creale and run supporting newspaper and radio advertisements.
10. Develop sales kit (including sales guide; audio tape; summary page, three presentaton

scripts—for top management, MIS, and end users—with video on how to sell product; video of
an infomercial nature; disks with sfide show, sample files, QuickTour, and software on them;

and product guide).
11. Create appropnate spiffs.
12. Participate in trade shows.
13. Conduct effective sales training .

14, Exploit the rapidly expanding ¢D distribution and emerging online distribution models.

D. Pricing

1. We will create pricing strategies the allow us to remain competitive in the market place
without compromising the product's value. Our products will be state of the art which will
enable us to compete on value add rather than on price alone.

2. Pricing strategies will be based on 1) value/price of stand aione products vs. value/price of
the suite, 2) OEM bundling, 3) competitive pricing for stand alone and suite products, 4)
profitability - based on volume/price considerations and margins.

3. Combine all trade-up and upgrade SKUs with one competitive price.

4, For components, pricing will be based on value-added for the particular market segment
and may vary depending on the vertical market.

S. Focus on raising the margins, even with poke‘nﬁally lower pricing, by utilizing cheaper
distribution methods (online) and reducing COGS (CDs, less doc).

E. Customer Support

1. Classic Support (180 days of toll-free technical installation/canfiguration and usability
support for all purchasers of the products).

2. Priority Support (for a charge, offers support by second line technicians and help on
advanced features as well as easier access to technidans).

3. Consuling Support (for a charge, offers services to create custorm applications, databases,
spreadsheets, macros, slide presentations, etc.).

4. PerfectSwitch Support (offers help for those considering moving from a competing suite to
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NoVELL BUSINESS APPLICATIONS

BUSINESS PLAN 19396 - 19398

PeriectOffica).

5. On-line Support {CompuServe, AOQL, Internet, etc. will allow broacder distribution of help
and allow users to learn from experiences - problems and sclutions - of other users.

5. Cantinue to focus on building quality products, targeting significant protlem areas,
improving the Ul for ease-of use. Improve the information from customer suppor: 1o

development and marketing, including better hotlists and top enhancement reguests on
per product basis.

7 Third party developer relations {to provide technical assistance in Creating custiom apps
and merging components togetner)}.

8. In-house support for content products.

VIil. Dependencies

The dependencies needed for Novell Business Applications to accomplish the objectives set forth in this plan
are outlined below!

A. Novell Applications Group

1. GroupWare
a. PerfectOffice requires important enhancements to the GroupWise client as itis
included with the svite. This includes:
. Common address book
» integrated communications center
. Shared places )
. Common instal! [profiles based) ©
. PIM functionality {contact management, import ibases)
b. Additionally, PerfectOfiice requires basic nerwork services 10 promaote basic
warking together
. Simple routing
2. Shared Services
3. Linguistics
. Topic identifier implemented for Storm
. Concept builder implemented for Storm
. Character classification
. Concept Base
. Message ldentifier
. Automatic indexing

b. Writing Tools
. New Writing Tools APls
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NOVELL BUSINESS APPLICATIONS

BUSINESS PLAN 1996 - 1938

C. New Media
. Clipart for Presentations
. Templates
. Demo disks

d. Online Learning
. Coaches

e. Configuration Management
. Master making for each product

B. IAMG
1. Applications Management

a. NetWare Navigator. Software distribution service to distribute Windows and
Windows 95 applications at servers of workstations. [t needs to support external
driving of the application’s configuration. Have a common set of APls to the
NAL.

b. Software metering and licensing application in ManageWise that works with the
NetWare license service. Monitor number of liceases and application usage.

c. Desktop software and hardware inventory facility with links to software
distribution, so that software can be distributed based on system profiles.

d. Application perfarmance monitoring.

2. Advanced Access Applications

2. internet and ANCS browser AP for applications to be able 1o access Web
documents through URLs.

b. Mobile NetWare client — support automatic file synchronization of application
files between laptop and network desktops.

3. NetWara Connect Services

a. Define naming conventions for NCS.

b. Promotion of WordPerfect Internet Publisher andJor WerdPerfect SGML Edition
and Envoy as premiere NCS tools for publishing and distributing information
throughout any NC3S netwark.

c. Develop NC5 as vehicle for saftware distribution and licensing of business

applications.

C. NetWare Systemns Group

1. NetWare Products Division
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NOVELL BUSINESS APPLICATIONS

BUSINESS PLAN 1996 - 1998

a. NDS — Extensions to NDS which allow a2pplication objects to reside in NDS,
These objects would contain a pointer to the application and a script which
executes when the object is invoked. :

b. NDPS (NetWare Distributed Print Services) - simplify the interface to printing to
allow transfer of formatting data to server {returns to application more quickly).

c. AFS |Advanced File Services) - facilitate applications tying into AFS’s folder-
based object-criented file system. Provide native support for OLE2 and OpenDoc
objects.

d. SuperNOS - application server that provides consistent development model for

server-based processes as with client applications.

e. NAL {NetWare Apglications Launcher} - ‘nciude in NetWare this set of NLMs to
facilitate low cost software distribution. Common set of APls as NetWare
Navigator.

f. NLS (NetWare License Service) - include in NetWare this set of NLMs to enable

metering and licensing of applications over the network, Needs to be capable of
wracking licenses completed through electronic software distibution.

g. Distribute {he Envoy viewer with NetWare to enable it to Secome tha STANDARD
tool for electronic publishing for NetWare LANs.
h. Use the PerfectOffice Ul for all Windows and Windows 95 network utilities.
2. AppWare
a. Support for QuickTasks-builder ver‘si'on of AppWare for PerfectOffice.
b. Direct support for OLE autcmation Snd OpenbDoc.
c. More integration with PerfectScript.
d. Use the PerfectOffice Ul for Windows and Windows 95 versions of AppWare.

D. General Requirements
1. Product

a. Unified software distribution strategy. Currently there are plans for MPD to
support NetWaire Navigator and successors, while NPD is pianning to use
Applauncher. We need a single strategy and one set of APls to suppon: in the
applications.

b. Unified desktop. Currently there are desktops for NPD, PerfectOffice,
GroupWisse, ScoftSolutions, Corsair, and ANCS ({and probatly others).

c. Single scalable language from the application Jevel through PerfectOffice and up
to the network to compete with Microsoft's Visual Basic.
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NoveLL BUSINESS APPLICATIONS

BuUSINESS PLAN 1996 - 1888

d. Single object model. There needs to be 3@ component ‘oundation for object
acchitectures, service interfaces and functionality. There also needs to te
agreement on who owns specific components and unified interfaces between

components for high level integration.

2. Customer Support

a. Be committed to wark with division to reduce support costs.

b. Explore new avenues for Support, especially electronic methods of suppon.
3. Localization [Dperations)

a. Work together with division to facilitate, automate and enhance the abr;lity 1o

provide releases of localized produc: in multiple single and double byte languages
concurrent with US English.

4. Developer Relations

a. Market PerfectOffice development environment to ISVs, VARs, integrators, and
reseliers through PerfectOtfice Compatible and Solutions programs. Special focus
on vertical market developers and Quattro Pro developers.

S. Education

a. Develop courses for PerfectOffice and the applications in the suite for domestic
and international markets.

b. Develop CNE certification course and curriculum for systems engineers to be
proficient in instailation, configuration, management-and tuning of PerfectOffice
in a network environment.

-

6. Corporate Marketing -

a. Corporate vision and suategy. Pull together product groups and division to
facilitate ongoing creation and maintenance of corporate strategy. Drive
intergroup strategic initiatives, such as public network support and distributed
systems management, Effectively articulate corporate vision and strategy to key
industry influencers and large accounts.

b. Analyst relations. Facilitate relationships with strategic industry analysts.
c. Corporate trade show support. Provide excellent suppont of key wade shows
s world wide. -
7. Sales
a. Provide opportunities for divisions to effectively train sales force on product line.
b. Provide adequate demo hardware to show all Windows 95 application solutions
by begin 1996 fiscal year. ; -
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NOVELL BUSINESS APPLICATIONS

BuUsSINESS PLAN 1996 - 1998

Provide incentives for Novell ang channel sales partners to market applications.

6. Novell Press
a. Publish books on PerfectOffice
E. External Dependencies

There are numerous third party dependencies that could be mentioned here. The focus below
is only on key requirements that are critical to the success of PerfectOffice.

1. Database

a. Windows and Windows 95 end user database that is fully integrated with

PerfectOffice.

b. The current supplier of choice for this requirement is Borland Paradox.

2. Visual developmant tool

a. Windows and Windows 95 visually oriented development tool with full integration
with PerfectOffice.

b. There are a number of third party vendars who provide tools that may meet the
criteria. This is currently being explored by the division.
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