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Cames v. Micrasoft

To: Bill Beers@SMBSD,Hubert Edenfield@SMBSD

From: Mike Shealy®@SMBSD

Originated by: Carl Sittig <carlsi@MICROSOFT.com>

Cc: :

Bec:

Subject: fwd: RE: CONFIDENTIAL- YOUR EYES ONLY -Status and Question
Attachment:
Date: 2/6/97 7:03 AM

Bill and Hubert:

It sounds to me like we are going around in a circle. I suggest the
following action:

1. I am going to take forward the strategic guestions to John Rose ASAP.

2. I suggest we not count on Microsoft as a partner in the productivity
space and Hubert choose what ever path he deems necessary for his business.
This will allow flexibility for the GEOs and ourshelves...then let the local
partnering make or break the selection.

3. It is obvious that Microsoft will only want to partner with us on
their own terms and where is suits them. Carl has no impact on the Global
commitments and, therefore, we must truly rethink our reliance on Microsoft
as the only partner in this space and any leverage we can have with them.
Bill...you were right all of the time!!

4. Bill, it appears that the session suggested maybe interesting if the
appropriate players from Microsoft (beyond OEM to Fade's team and Balmer's
SMB organizations from their GEOs) and ocurselves (SMB types plus the desktop
GEO managers/directors and the senior relationship managers...maybe even
Mike Pocock's team). This could be billed as a "chowdown" or "strategy
planning session" ...depending if you are a glass half full or half empty
type...and then Carl will have to explain the Gi? to the entire Compaq team.

Mike Shealy

Small and Medium Business Solutions Division
mshealy@bangate . compagqg.com

713.514.4565 (v)

713.518.0157 (f)

800.796.7363 PIN 101 8187 (pager)

Original text MS_PCA 7018025
From: Carl Sittig <carlsi@MICROSOFT.com>, on 2/5/397 04:01 PM:
To: "Joachim Kempin" <joachimk@MICROSOFT.com>, "'mike shealy'"

<Mike=Shealy%SMBSD%PCPD=Hou@bangate.compag.c-m>

Cc: "Bengt Akerlind" <bengta@MICROSOFT.com>
. CONFIDENTIAL

Mike, COM-10-000035

Perhaps I can help clarify. For an OEM, per-syv:- m license, the SKU that
Compag defines, assembles, and pre-installs wit., MS Word needs to be a
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package. It is Compag's decision about what tha: configuration will
include (hw, 03, Word, fax board, etc.) but thes. things cannot be
itemized or priced separately and still qualify -5 a per-system SKU. In
other words, if the starting point was a Des~:~ 2000 and the only
differentiator for making that a SMB SXU wzz ™! 'zrd (i.e. Deskpro
2000+MS Word), that would not be considered a per-system bundle, but
rather a per-copy bundle. The customer would choose the Deskpro
2000+Word if he wanted Word, and choose DesV»ro 2000 if he did not want
Word. This is per-copy.

In a per-system license, the event that trig==rs an MS Word royalty is
not the shipment of a copy of MS Word, but - =k the shipment of the
defined hardware configuration. The Svsten ¢ -i-#:1ion options in the MS
Word license would be for Compag to i:-»n:: . :skpro 2000 systems, or
specifically define a hardware SKU (computer paci.ige) that will incur an
MS Word royalty each time that SXU ships. The on’v additional "stuff"
you would need to add is the collection oI items that would make a
Deskpro 2000 a compelling SMB computing platZorm, and would distinguish
it from a standard Deskpro 2000 in order to tricger the MS Word royalty.
MS Word is a standard feature of that define< 277 (not an option) much
like the power supply or chassis would nc: = .:.ions. These are
standard per-system licensing terms.

In the past few weeks we have been discuss.onz several marketing
opportunities with Lavonne Mullet and Dill Ra2=2r and have been working
SMB issues with the European GEOs. Some of this w=s born out of a conf

call we held in December with Jeff Raiiz: {Cooup VP Sales & Marketing)
and Jim Schraith. Bengt, Pete, and I would like to set up a meeting
with you, Lavonne, and Eric Boustouller in Hrus-on to review the

proposal and answer any remaining questio-. - ‘tve in order to execute
the worldwide plan. I understand Eric will ~ . ' . “ouston in a couple of
weeks, so we will coordinate around his i- © i1l invite Natalie
Ayres (my MS counterpart in Europe). I - - ‘nate with Lavonne and
Eric.

We look forward to making this a Cor -~/
Thanks,

Carl Sittig
Group Manager, MS OEM
carlsie@microsoft.com

>----- Original Message-----

>From: Joachim Kempin CONFIDENTIAL
>Sent: Wednesday, February 05, 1997 . . COM-10-000036
>To: ‘mike shealy'

>Cc: Carl Sittig; Bengt Akerlind

>Subject: RE: CONFIDENTIAL- YOUR I ... us and Question

>
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>Thank you for your mail.

>I believe we have explained the model -

»gaying we believe it 1is fair and therce
very

sexcited about the possibility to woik

program

swhereby you license WD and the VARs .

swhich provides for flexible HW and &

not

>make this program available to the di~-

>trying to convince Eurcpe to enter

WW

seffort- but they will want to decic.
sunaware of the add on issu2 you ra:i
>The direct movement is encouraging t -
>all countries so we have to continue =~
>I am happy to see that you see valu-

D Original Message-----

>From: mike shealy [SMTP:Mike=Sheal:"
>Sent: Wednesday, February 05, 1937
>To: Joachim Kempin

>Subject: CONFIDENTIAL- VYOUR EYES o 7

>

>Joachim:

>

sFirst, I feel our teams are eifectiw.l_
sare beginning to move in a "joint" wav.
sbusiness partnerships do not evolve
stheir natural pace...the malor concs!l
>"drag on" and many of the subsidiari:"
salternatives (Compaq, muc: : ke Mic

>flexibility at the local l:wel). Frum
sand strong interworking witia yours co.
sunderscore our curiyent strateIy...t

>can be, especially arounc¢ =
>
sYet, I still have a burnin~ cuestio:

Sloltirn

sunderstanding (both for n :-.Z and
>corporate management). I avpears t.
srules...one for the "dir:-¢ =-2 or
spartners/OEM's. While I . rrand
>sclear is how the currenc - ceschor
>Compaqg. From my perspecti> 1h2 "7
>

> 1. From a pure price pu.3pecilve
sexplain to me how ...on a re~c--o-F
>the "indirect" channe .. th
>model. In fact, 1if our - - . cr.pe

>Gross Margins to estabh’. = B

1

I will repeat myself in
gap in our view. I am

- a field engagement

it your own" component,
'+ as 1 believe. We will

to the VAR channel. I am

~-3m as well to make this a

same as in Compag. I am
_:t Carl comment on this.
I guess it will not be in
-~her on this.
- solutions in your offer!

- "au@bangate.compagqg.com]

MS-PCA 7018027

-=d Question

ad, thanks to your input,

~tand creatively successful
-, as good wine, mature at
: process is appearing to
.ing to pursue tactical
substantial tactical
‘pective, the good will

- +5 has continued to
Zt centric as we possibly
-1 core applications.

+ I need your help in
-2 to our GEOs and
has created two sets of
tect" system
nnelization, what is not
3 level planing field for
~llows: CONFIDENTIAL
COM-10-000037
- get my team to
‘nder any scenario using
can match the "direct"
vheir corporate target
part of their SKUs, the
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* >gap becomes substantia’
>

swhat I do not underst-
>justifies the "zap." v
>Compag to address (o= .-
>comparison) those comp
sincreasingly REAL "hea..
>indirect approaches nc:
>been because of the vis’
>in the Small Business < :
>get better at serving th:
sreseller/VAR) .

>

> 2. From my undersra.
>Microsoft, the core i~
>WORD on a set of SKU=
>OFFICE VAR edition. T°-
>if I were at a direct M7
>the "completeness" stra:
>it brackets the direc:
sand its reseller partrm -
>direct player. iow,
sadditional “stuff" -
‘>that unless what we °
>supply the stuff ha
>hit a higher configu.
ssuccess) we are bein:
soffers a entry level ...
>the "gap" wider. Hel~

>

>Joachim, you underst-
>the current effort a:
>cperate with Micros?
>given that, we are '’
>strategies.

>

>Oh, cn an additional
>company's configure--o
sproduct/solutions d. ...
>complete, targeted" 7
>hardware) buy respol.
>"order-by-order” h=

>CTO capability anc .
sstructured channel .

>SMB elements of the

>and in. support of -*-
>discuss with you tan
>given a wider acce

>

>Thanks,

0

11

lue proposition that
«uld allow SMBSD and

= in a competitive

jap. We are seeing

n the direct and

s is where the focus has
.3 by all concerned), but
‘e as the direct players
~hat competes with the SB

-eam is working with
the bundling of MS
ipgrades using the MS
apparent (except that
- 1e strategy by pushing
- SB market) by the fact
~he objective for Compag
possible to counter the
:= we have to add
D's value. Remember,
-mr other.partners who
U is built to truly
zv limit entry level
..ce the direct OEM
~D SBE bundle ...drives

a win/win model for
-~ how SMBSD will
usoft content.... and,
“axjectives and

vely to drive the
TTO allows the various
"tightly packaged and
.idleware, additional
channels on an
1 was implementing a
.vt of their SMB
the model across the
_1resso style capability
reseller). I need to
sur overall relationship

CONFIDENTIAL
COM-10-000038
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- >Mike Shealy

>Small and Medium B ..
>mshealy@bangate.cnn
>713.514.4565 (v)
>713.518.0157 (f)
>800.796.7363 PIN 210~

CONFIDENTIAL
COM-10-000039
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Janvary 24, 1997

Mr. Bill Beers

Compaq Computer Corporalion
P.0. Box 692000 * MS560304
Houston, TX 77269-2000

Dcar Bill,

Tlus document i1s an updated suinmary of the options our 1eams have discussed and includes adiusimens 1o previous summarics
based on changmg dynanucs on both sides.

1a) NORTH AMERICA: OEM Licensc for Microsoft Word in the US

Microsoft Word would be premstalled with every licensed configuration Compaq delivers as an SMB platfornuin the Unnad
Staics. These plaifonms would provide the basis for Compaq VARs delivenng an upgrade SKU for additional Microsoh
products, if any. Upgrade SKUs could be Office 97 Pro, Office 97 Standard, Office 97 SBE, or any (4) addinonal applizations
configured by the VAR under the "Office 97 VAR Edition™ program. In the case of Pro, Standard oc SBE, Uic preinstalizd Word
application is duplicated in the upgrade product and therefore senves only a single purpose; to provide a basis for the VAR 10 521!
an upgrade SKU vs. a new-user SKU In the VAR Ediien upgrade, premstallcd Word prevides 1wo purposes, a) 1o provide a
basis for the VAR 10 sell an upgrade SKU for (4) addwional applications. and b) Word can represent the fifth applicauon W ord
would be licensed on standard OEM terms. mecanmmg Compag would support Word. voliine pricing would be commaensiraie
with the US volume commutments, the product would be prainsialicd, eic. A new OEM license agreement needs 10 be cezuted
prior to this business being conducted. The npgrade SKUs would be delivered and priced i the channel by the shamnel. There
are no rcbates or other excepuional termsanvolved or being proposed. Markettng, promotion, advertising and other activiuss
woirld be conducted in an aggressive way that made sense for both Compaqg and Microsot - An OEM license for Word 1s not 3
requirement for any other approach discussed or propesed T:-&z.‘ry',.) e riex .

1) NORTH AMERICA: Microsoft Officc VAR Edition

This 1s a program planncd for roilout in North America only as a program exclusively for VARs. Allows a VAR 1¢ szleat 2
(4) of (B) predefined Microsofl applications. VARs would sign-up for 1he program. receive a kit that would enatle them 1o
mstall the product(s) and deliver appropriate hicensing 1o 1he end user  Compagq wonld not participate in transacung the business,
cffecting the pricing, or physical debivery lagistics. The value and participation wonld come from the dovetailing ino the OEM
license for Word in the US through marketing, general promiotion, advenising and other activities. If (here is no OEM licanse
for Word in the US. this 1s still a great program that provides a great flexible, compentive soluhion utilizing VARs

2) UK, FRANCE, GERMANY, and AUSTRALIA: OFNM License for QFFICE Sinall Business Edition

Microsoft Office SBE preinstalled with every licensed configurtion sold mn these specific Comypaq geograplucal locations
Coinpaq feels the UK's Expressc medel 1s extensitle 10 these additional countn locaiions. This would be licensed uider SEN
terms and pricing. Any marketing, promotion, adventising or general support would be agreed to on a couniry-bv-country basis,
if and as appropriate. There is no channe! or third parmy element to this program that would apply. Volume commitments in
these country locations wonld determine the minimum commitinent and royalty pricing points. A new OEM hicenss agreement
needs o be exccuted prior to this business being cenducied. If the UK Expresso model cannot be depioyed in these three
additional geos unlil later 1n 1997 or bevond, they can funcuion under the DSP program betow for access 10 Microsofl products.

3) MEXICO, SWITZERLAND, NETHERLANDS: Purchase! delivery of Office SBE through a Delivery Service Partner
(bsp) -

Tins opuien cesis Compaq neihing (DSP product 1s purchascd i the channel by channe! pariners) Compaq V'AR panners would

purchase Offize SEE produc: frem a DEP and proceed wirh the mstailacon and contiguration on Compaq svstems. There 1s a0

pancfit or requirement 1o bundis Word on these platierims - Compag wotld not paricipate m transacung the businoess, eficctne

te pricing. of physical dehiven logistizs The value i these regiens wouid corme from the excelient field sales engagenicn at

the subsidiary fevel resuling from the business happemng locally

Stnczrely,

Pete Peter
OEM Acconrt Manager

e CanlSung CONFIDENTIAL

CCM-10-000040

MS-PCA 7018030
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Office bundles

Crig-nal cex:
From: "Flann:igan, Stevs"
To: <Jean-Christophe=Francorst®”

LI

<Lyrmne=Lew:s¥Comr=DT¥PCMkT=Hous2:igate.compaqg.com>,

<Steve=Decker%Pur¥Pur=Housexgate.compag.com>
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Steve

----- Original Message-----
Trom Johnson, Tom
Sent Friday, January 17, 1557 12:26 2™

To: Flannigan, Steve:
S-eve=Goldberg¥Ccrp=DeviCorc=Youdexgate. . ccmpaqg.

com

Subsec:t iwd: Cffice oundles

s cails STill in vour areas of incerest? (I've forwarced to Decker,
under ohe assumpiion znmat your answer would be no)

Tom

Original Text

Trom: _ynne Lewls8Comr IZTAPCMKL Hou, on 1/17/97 12:07 PM:

To erssComr 2T37CMk: : DT32CMkt Hou

Cec Jadezconcoeur@Ceomr MUIlert3CIDMXTINA

Dev3#Corp Hou,

Tom Jonnson%Corp

Eou,

ncoisd?C Procductsi=Q, on 1/17/37 13

Hou

inicrmation

notT the case.
‘NeD siLte as well.

{and-to tell you the
truch-Ier
.d Is

and

when? ‘What are

agreement in sight? If yes,
likely to look like?

~ow. They are doing a lo:t of damage.
tough enouch with them.

e on all tnis very quickly to be able to keep the
er control. I see Lctus next Tuesday. I am trving
] togezner (MA and SMB)

Piease address

I scarc:

Xav.er .

Tnls

opE2 CcounIri nat Dell continues
uncemenz of T 37. Wwe
Zeal would s:o o the announcement

is

e upgrade coupons to office 97 SIZE with every
the checice ol either the Zull olé package or tne
anc they sell these boxes to major accounts (france)'!

to0) Dbecause we dorn't see anything coming from Compaq
-
the

to

to

with SmarctSuited7 as quickly
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