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Joseph Krawczak, Jon Roberts, Rich Tong
Windows 3.1 Launch Plan—For Discussion Only
See Attached List

A. Overview

In the U.S.,, there are over 10MM Windows-capable machines installed and over
500K Windows-capable machines ship every month. This compares to a U.S.
Windows installed base of 3MM and we ship 200K OEM+Retail units per
month.

However, we have a unique opportanity to do better with the Jaunch of Windows
3.1, the most practical way to make MS-DOS PCs easier to use. We can make
05/2 2.0 still born if we can make Windows 3.1 the standard operating system.
Bere's how:

s Combine Satisfaction and Demand: The Champions program will be to
combine satisfaction and demand genenation. The Focus newsletter will also
be our updaie offer. WTW will become a "combo™ event that will merges an
hour demo with two hours of technical belp.

« More Demand Faster: We will pencrate trial on an unprecedented scale:
100,000 IEUs will see a Windows 3.1 launch st WinWorld'92; the entire show
WILL be the Jaunch event. We will hold sinmitaneous events in 25 cities
nationwide simmltaneously for a week. Prelaunch advertising will drive TEUs
not just to update to Windows 3.1, but  attend a combo WTW.

» Sustain Demand and Satisfaction with Partaers: Rescllers, OEMs, and
Consultants will all be trained on Windows 3.1 and equipped with 3.1
Satisfaction tools prior to launch. Through the use of co-op advertising we will
, like M5-DOS 5, generating retail demand and get an additional 150,000
IEUs to go to a combo event.
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B. Launch Goals ,
Our launch goals are:
el 400,000 upgrades with in the first hree months of ship.
Sell 00000 retail wnits with in the first month of ship
Sell 500,000 OEM licenses

. Train 4,000 OEM, ISV, Resclier partners prior to ship

1

2

3

4. Train 100,000 people on Win 3.1 with in two weeks of ship

5

6. Sell 250,000 Windows Rescurce Kits within the first three months of ship.

WIILNCHL.DOC

MS-PCA 2060485
HGHLY CORFIDENTINL




18 e e

| _ . Microsoft Confidential )

‘ - C. Positioning

Microsoft Windows 3.1 Operating System thatis .
Easy and Practical by Design

There arc several inportant themes here. Most important is that Windows 3.1

compared to Windows 3.0 adds fit apd finish. It is more polished in large ways

‘ (TrueType, OLE) and small ones (Tutorial, fixes to File Manager).

Easy to Use by Design

We've spent & lot of time honing Windows to make it easy for MS-DOS users 1o

pet up to speed. Nothing is casier to Jearn or use.

i o Easy to setup. Our setup analyzes the hardware that you are running and

automatically installs itself, applications you have running, If you already run
Windows 3.0, setup retains all your seitings.

» Easy to leamn. A new tutorial gets novice users up and running. One line help
is always available. And, once you've learned one applications you're well on
your way to leaming them all.

« Easy to use. Graphical user interface means WYSIWYG G and no obscure

| codes on the screen that you bave to leam

| » Improved! File Manager for accessing and managing disk files is nmch faster
and more intuitive. It even remembers you network drives and printer
councctions, -

- oved! Program Manager with dozens of usability improvements inchading
more flexibility in customizing the desktop and the ability to specify a start-up
group of applications.

Great Application by Design

Windows has the largest base of applications designed specifically for it. Nearly
5,000 today and growing cveryday. And, you can still use your old favorites, the
nearly 20,000 MS-DOS applications available today.

« Windows applications allow you to mix text and graphics in a documeat with
full WYSIWYG with no more guess work.

« Improved! Super Cut and PasteQ use Object Linking and Embedding. When
you want to edit something from another application, just double click and the
applications appears ready for editing.

s Ymproved! TrueType provides more complete WYSIWYG. The fonts on
screen correspond 1o the fonts on the printed output. TrueType fonts also
allow you to scak: the font size to any size.

» DOS Applications. Allows you to run DOS apps next to Windows apps and
copy information from them ox paste information into them.

o Improved! DOS applications that break the 640KB barrier run under Windows
or use full VGA graphics can run in a window.

W3ILHCHLDOC MS-PC.A 20 y
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C. Positioning (Continued)

Powerful Operating System by Design

« Gets the most out of your 286 by breaking the 640KB barrier.

= On a 386, you get access to 4GB of memory and you can even use your hard
disk as memory. Onc 2 386, MS-DOS applications can run in a window too.

¢ Improved! Performance is cven better with a revolationary new SmartDrive
disk caching and you can get full high performance access 10 your hard disk
with our new 32-bit disk access feature.

» Improved! MS-DOS and Windows applications that give you trouble can be
ended with no problem thanks to Local Reboot.

» UAEs dramatically reduced through the use of Dr. WatsonC diagnostic tool
and you can now continue after an application problem occurs.

» Widest beta test of any product Microsoft has shipped means you can trust that
your software and hardware are compatible with Windows.

* Improved! Extensions are available to let you use a stylus for handwriting
recognition and to attach to a variety of mumltimedia devices. Improved! Any
application can nse Multimedia sound. The drivers are built right into
Windows. With optional hardware and suitable drivexs, you can have video,
animation.

Broadest Support In the Industry Now and in the Future

* Broadest industry support means 5,000 applications, over 500 displays and
500 printers work with Windows. Look for the Windows compatible logo.

» Today, over 6MM people use Windows everyday. It's easy to find some to
help.

¢ You will soon be able to ran Windows on everything from a palmtop to 2
mmltiprocessor computer. Buying Windows 3.1 means you can use a family of
Windows operating systems. .

W3ILNCHL DOC MS-PCA 2060437
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~ D. Competition

IBM is positioning OS/2 2.0 as *The Jntcgration Platform®, providing fufl

support for 082, DOS, and Windows applications. 0S/2 2.0 positive features

are:

o Run Windows applications in a fisll-screen Windows box in Standard Mode,
with clipboard support and pramised DDE sapport to PM applications.

« Rup mwst DOS applications well.

o Include a new object-otiented Workplace Shell,

08/2 2.0's disadvantages are:

» Significantly higher system requirements, including 80386 chip, ninimum 4
MB of memory, and 15-30MB hard disk space.

‘s 'Will not support maxy Windows 3.1 features, such as OLE, TrueType, Pen
extensions, Multimedia extensions.

o Higher support needs and fewer peripheral drivers available.

085/2 2.0 currently bas very high awarencss, particularly among MIS Directors
and PCC in large organizations. IBM is attacking key perceived weaknesses in
Windows 3.0: reliability and our 16 bit foundation. They are also fighting a
fairly effective vapor war. Until they ship they can make unsubstantiated claims
that make Q8/2 2.0 lock perfect and creates FUD for Windows.

The good news is that 08/2 2.0 has slipped and will be launching concurrent to
Windows 3.1. Consequently, the real OS/2 2.0, flaws, bugs and all, will have to
compete directly with 3.1, opposed to 3.0. Also, it is not likely that IBM will
have a coordinated launch which will drive significant end vser demand and
ensure a high level of customer satisfaction,

‘We will counterattack IBM in the following ways:

» Trench warfare in OS/2 2.0 inclined large corporate accoumts. We will ensure
that all sach accounts ar: on the Win 3.1 beta program, are visited by a
Corporate Marketing and or Transteam member, and are givea our full
scalable strategy, including an NT presentation.

» Secire massive 3.1 trial samong IEUs within IBM accounts through the Win
3.1 beta program.

» Out shout IBM in the enthusiasts and business press with agpressive pre-
launch advertising .

* Roll over IBM at tannch with our Combo Events and associated programs

Company Repositioning

We will reposition IBM as a company who can't write PC software. All of their
past attempts such as, Office Vision, SAA, Top View, DOS 4, have been dismal
failures.
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E. Customer Analysis

We will frne and target our sarketing messages based on whether we are talking
tooneofﬂnfolhwhgﬁvcmmgmmmnmchedmh.

Clerk

thkstypicallydorwﬁncdaumu-yinm:anninﬁamc.mdatabaseor
spreadsheet application Customer seTvice representatives, bank tellers, and travel
agents are all essentially Clexks. They use custom query/data entry applications
mdoﬁcnamﬂ.hi:nwdimhardwnreoonﬁgmﬁonisadmnhtemﬁnal
connected to & mainframe or a XT class PC . MIS directors or support person
bunindomfortbeCIeﬁsthcymppoubecmseitismicrtominonmdit
ptovidmesy:mtomainﬁ'minfmﬁm Their primary concems are
terminal emmlation and support.

Administrative Assistant

Administrative Assistants primarilty use a word processor (o create letters, they
also use spreadsheets and graphics packages on occasion. Secretaries, Office
Mmagctundcveq[.awyersdlﬁtintoﬁ:isca&egory.'l‘hemedxm‘ hardware
configurationisa2860tlow-end386.ThePCCor]EU,whoml:cthcpurchase
decision for this class of users, appreciate the ability of Windows to mix text,
data, and graphics together in a docurnent.

Inside Professional

Inside Professionals typically use a word processor to create memos and often
another vertical application, like an accounting package, depending on their
function. Product Managess, accountants, sales managers, and small business
owners are all Inside Professionals. Inside Professionals usc 2 386 class machine
and ofien bave a home machine as well. The ability of Windows to create
commddmm.mmﬂﬁpklppsuthcsmﬁme,andmsomeoﬂbe
pawcrﬁﬂvaﬁcallppsﬂlcyenjoy‘uwhatammcmtomcproduct

Maobile Professional

The Mobile Professional profiles very similar to the Vertical Professional except
Mhemshespendsayeatdalofﬁlmoutoﬂhcoﬁc&&hcpeuple,rul
estate agente, and consultants zre all mobile professionals. In addition to baving
the same needs as the inside professional, the mobile professional also cares
about remote commmnication, cither through electronic mail or fax, data
exchange, and remote support.

Vertical Professionals

The vertical applications that Vertical Professionals use demand high powered
PCs or workstations. Like the Clerk class, this category of users work with one
principle application. Circuit designers, theoretical physicists, financial analysts,
and engineers are all vertical professional. Powerful specialized Windows
Applications arc what will draw them to the platform. They are also very
interested in being connected to many sources of data. NT, with its
multiprocessor support and built-in networking will be very appealing to this
group.

HIGHLY CONFIDENTL
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F. Packaging, Pricing, Requirements

Package , Price Part number | Media
Retail $149 p/n's coming | single media
| Upgrade - direct 349 single media
| Upgrade - channel 349 single media
{ Upgrade - bundling WTWs | $49 single media
Academic 10 pack $650 single media
Promo $20 single media
MLP $125 single media
| Upgrade MLP $40 single media
MLP Documentation $25 single media
ACIS 5149 single media
OEM Windows/DOS bundle | $99-3115 _single media
360k Conversion 50 single media
720K, Convetsion kit 30 single media
System Reqmuirements

« 30286 or higher processor

s One hard disk & one floppy disk drive

+ 1 MB memory (2 MB recommended)

« EGA or higher resohition monitor

+ MS-DOS operating system version 3.1 or higher
Hard disk space needed

« Minimum instaflation = 4 MB

¢ Full installation = 8§ MB

Options

¢ Microsoft Mouse or compatible pointing device

¢ Hayes or compatible modem for communications
¢ Sound board

Note:

This package coniains 1.2 MB high density 5.25* disks or 1.44 MB high density
3.5" disks. 720KB and 360KB available via fulfiliment

vNaHLBoe MS-PCA 2060420
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© ATTACHMENT L MAJOR PROGRAMS
- To make Windows & success, we're going to rely on four major programs that cut

across differcnt channels:

» Windows Steamroller

* Windows Champions

* Upgrade Program

¢ Partners

e oy GaasoBl
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A. Windows Steamroller

With Windows 3.1 wewantourIEUstodomnteﬂnnJusmpgnde.Wewant
them to move their workgroups.

By btuilding upon our experience with satisfaction programs and the Windows
Momenhin, We ¢an carry on an extraordinary series of launch programs that will
tie the industry into Windows 3.1.

Prelaunnch Awareness (Jan-Mar)

Windows 3.1 is perhaps the worst-kept secret in the industry. We will take

advantage of the interest in the industry before the official lhunch of the product

on April 6.

¢ Tnain our partners. Starting in February, begin WTW 2.0 to reseller, OEM,
1SV and IHV partners. They shoold know all about 3.1 the day it launches.

| o [EU Awareness. Starting March 1, begin a coumtdown to the Windows launch
in the trade and business press. Begin to accept registration for the event itself
via 800 pumber.

¢ JEU Updates. Starting March 15, drop IMM piece Windows Newsletter
mailing that pops a special offer for Windows updates that cost $49 and
include the cost of going to a three hour Windows launch events.

Windows Week

At the start of Windows World, we launch the product...

¢ The main city will be Windows World where we expect sttendance of 20,000.
We would nm back-to-back Windows 3.1 events that would accormmodate all
20K people.

» At the satellite cities, we would run events set for 500 people moming and
evening. The target will be cover an additional 80,000 people in these cities.
» The events will target IEUs who have used Windows, Overriding message for
the first hour will be that Windows makes it practiczl and easy for you to use

your PC, We will make this believable throngh momentum, use of scenarios of
real people based on segmentation.

o The final two howrs will be the Windows Technical Workshop with detailed
support and satisfaction information.

Post-lannch Blitz

Following this week, we will find reselier, OEM and ISV partoers who will
sponsor additional Jaunch cvents. We would zallow them to tailor the materiat so
that they could add their own messages. Target is to reach an additionat 150,000
poople through the next three months. We would modify the launch video to
include gegments shot on Winworld floor of neat apps, hardware and customer
We will revert back to standard WTWs for the seminars group as well.

l WAILNCHL DOC
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B. Windows Champions

Windows Champions has becn a big success. With Windows 3.1, we will refine
Champions program to inchude the deliver of Tech Notes from PSS, OEMs,
ISVs and THVs via bulletin boards, direct mail and fax.

Activity Objective Pre launch At launch Post Launch Budget
Program planningand | Develop Finalize service | PR Measurc impact 20k
promotion comprehensive | offexings and anhouncement

collection of develop

support execation plan

information Implement pilot

N $1o of information

v user services

satisfaction
Promotional collateral Multiple, flexible | Create collateral 120k
development executions of picces

promotional | iyt inchuding in

piece retail, OEM

packaging

Focus on Windows Promote service | Create pew Mail newsletter | Process responses | Includedin .
Newsletter offerings through | edition of Focus Include in PR M I upgrade mailing

newsletter

anpouncement

Windows Resource Kit | In-depth Createnew 3.1- | Include in PR Fulfill orders Breakeven

M support | specific WRK announcement M )
Windows Technical Technical Revise WTW Include in PR Ongoing $3rm FY92
Workshop series overview of presentation for | announcement administration of

Windows 31 ' WTW sexies

Measure results

Windows Technical Provide ongoing | Create initial Inclade in PR Fulfillment 20k
Support Library flow of techmical { collection of tech | announcement M i

support notes on | notes

key issucs

WIILNCHL DOC
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C. Uﬁgrade Program

Windows 3.0 now bas an iostalied domestic base of approximately 3 million
copics. Becanse Windows 3.1 will eliminate hany of the bartiers that have
prevented users from fully adopting Windows, it is critical that our upgrade
program have a very broad reach.
However, Microsoft currently only has names of about 1 million users to reach
directly. Therefore, it is critical that we make the Windows 3.1 upgrade program
compelling, casy, and widely available. We will do this through massive direct
mail, state-of-the-art reseller and corporate upgrade programs, and by assisting

OEM's with their upgrade prograns.
Actlvity Objective Pre lannch At launch Post Lannch Budget
Direct mafl program Reach 1 Smmusers | Creale mailing Send mail Send targeted followup | S$1.6mm
collaicral mailing
Gather lists Process orders
Setup phone snd mail Measure resulls
operations
Reseller program Obtain 100% Sign up resellers Conduct ficd Process onders Reselier promotion
distribution of < de materials for promotion evenls resalts ::fuwuscwaed
package resclicr proscs . marketing funds
Buaild upgrade SKU
Corporate account program | Obtain involvement | Teain field Conduct field Process arders Covered in reseller
CUA" of X% of corporate . promotion cvents and oorporate
¢ g sccounts Sign op corp Measure results marketing fimds
sccotnis
Sign op resellers
Setup operations for
CUA's
OEM program 100% participation  } Establish policy Send mafl (for some | Process orders
Dpeamront Windaw® | Create colltens OEM3) Measure resuks
Toalerials
Train OEM reps
Signup OEM's
Sctup opersiions

WAILNCHL BOC
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D. Windows Partners

The aggressive MS-DOS 5 promotion by Egghead shows that partners can be

very active in supporting our products, Windows 3.1 promises to be the next big
thh:gtodﬁvedmnndhmrindusuy.mmrpmhusseﬂsunitofwm
they have a great chance to sell applications, hardware, suppost, etc.

Morcover, we need these OEMs, rescllers, IHVs and ISVs to support out

customers. The can help us achieve great end-user satisfaction.

Activity

Obfective Pre launch At lawnch Post Lawnch Budget
Reselier Partnena Demand. Get top five RSPs atiend WTW Stock the Windows Resellers plan theirown | TBD
resellers o baild Spring trining on the wpdatc and fuil events in their local
promotions around product and its product. Take the clides
Windows selling points moncy,
Satisfaction. Train 4,000 Planning of retail
RSPs on selling and promotions.
supporting Windows
before the laonch.
OEM Partners Demand. Get top 10 Their PSS techs Show ofl machines al | Generate tech notes as
OEMs to carry certified atiend WTWs. Taunch event. needed based on user
Windaws ine with A
mw:‘:;;":: * | certification of Kickoff their problems
preinstall and ron Windows imachines Wmdo?s i
Windows promos Generate tech notes. | yrrroaons and,
Windows machines
Satisfaction. Train 1,000 | basedonbetatest | | wnngony
of thelr PSS techs and problems.
cxry the newsletter in
pack.
1SV Partuers Demand. Getiop 10ISV: | Train PSS Techs at Show off Windows Genierate tech notes as
10 give us their pames for | WTW 2.0s. 3.1 spplications at Bnew versions of
update mailings. tach notes Winwarld. software come eut,
Satisfaction. Tramn 2,000 based on beta test
'} ISV PSS techs on issucs
Windows 3.1 before
lunch.
THY Partners Satistaction. Get drivers Generate tech notes Show off hardwarre st | Generate tech motesas
certified in Windows based on beta test Winworld mew products ship.
Driver library. Issues
Update drivers as
needed.
WHLNRL DOC MS-PCA 2050493
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E. Key Milestones

Key milestones for this Jawnch are: ,

1171 Kickoff lawnch activities with support groups. Finalize product
positioning, support points, target audience amalysis and product

11/15  First drafts of plans of support groups.

12/  Exstaff final approval of launch plan and support plans,

191  Rollowt w0 U.S. ficld sales force. Training of ficld.

291  Traming begins for partners

3891  Pre-launch awareness campaign begins

491  Wioworld Iaunches; Windows Month events

5-6/91 WTWs return to norma) format; Partners WTWs begin.

elan.poc MS-PCA 2060496
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F. Budget

' Total Windows Marketing budget for FY92 is 10AMM of which $5.2 is

sllocated to the launch. This iocludes $3. IMM for WTWs, $1.6MM for updates
andmwshmmdsmﬁ)r&cevm&edchibdhﬂgeumdnd.

Additional funds include Winworld event budget, reseller marketing fimds and
marketing dollars our partners contribute. These are TBD.

WHLNCHL.DOC

MS-PCA 206048
FGHLY COXFINEATIL




[ ]

Microsoft Confidential

ATTACHMENT IL PLAN SUMMARIES FOR SUPPORT GROUPS
The following events, pariners and programs will make the lannch of this

product a success, If you nced the detailed marketing plans, you can contact
people below. To get them all, email Jonro.

Wiomkig Owner | Program Onmer
Tools Toma N/A
Certification Janellek Sandnaj
MR Richt/Richal Lizsi
Tradeshows/Events TBD TBD
User Greups Timbre Tonyad
Advertising Ionro TBRD
Marketing Materials Timbre Coraed
Direct Mall Jeffl Coraed
Werkshops Janellek Carokha
Resellers Timbre TBD
Corporate Accounts Tosephk, Tycar Richta, Billhe
Salesforce Bobf Celesteh
OEM Al TBD
PSS Bobf TBD
Msu TBD Lisae
ATCs TBD Almy
Mansfacturing Timbre TBD
FulGlment TBD TBD
MS-POSS TBD ™D
Systems Marketing TBD TBD
WALNCHLDOC
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A. Tools )
. The curent satisfaction and adoption tools produced by Windows Marketing
-have been very successfully received by customers, with over 170K Resource
- Kits shipped and over 35,000 peoplé attending a Windows Technical Workshop. -
Windows 3.1 will require new product information for successful customer
adoption, which will be provided by: -
Description | Objective Pre-Launch Launch Post-Launch | Cost
Windows Give support Jan-WTWsto | Onemonthof Ongoing Budget
Technical professions the basic | move to SMSD | intensive WTWs WIWs, $3.039M
Workshops | information necessary | Seminar group. around the country, 175 WTW.
1o successfully adopt 3 including a new s
. - Jan,~ New 3.1 X X200
_and suppon Wmdows WTW content in feature overview for attendecs =
in their organizations. development. 3.1 35,000
Windows Provide support Resource Kit 2.0 | Resource Kit 2.0to | Shipa 2.1 N/A
Resource Kit | professionals witha under ship at product update to the Revenue
source for all development. Jaunch. Kit within 6
technical information months. neutral
price TBD.
necessary to
successfully adopt and
snpport Windows in
their organizations
Windows Software tool to Tool under To ship in the Updatingas | TBD
Diagnostic provide support development. Resource Kit. needed, :
Tool professionals with key
diagnostic info for
‘Windows,
Windows Deliver a serics of Prepare a series Contimuing N/A
White Papers | short articles on of four to serics as
Windows technical salesforce, PR, needed.
internals etc. Inclade
Wimball
Windows Enable support Develop test Launch the Windows }| Ongoing N/A
Certification | professionals to conient, beta fest | certificatron program § 1evisions as
become cextified it, and revise as in March. nceded.
Windows experts. needed. Promoted via
newsletter
and WTWs.
WILNCHL-DOC
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Windows More timely Develop contents | Ready for delivery | Ongoing TBD
Technical irfocmation based on | based on beta on BBS, Fax or fevisions
-] Notes PSS TechNotes and | testing paper
ISV/IOEM/THY notes
VRILHCHL oS MS-PCA 2060500
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B. Public Relations (Lizsi, Richt)

Currently, most of the people in the trade press use Windows and like it. They
are also reasonably skeptical of IBM's ability to deliver O8/2 2.0 particalarly
aﬁerﬂ:ennstrmntshpmdlikethefutmesthatm%beenpushmmth

Windows 3.1 to date.

However, our reach has been limited to the trade press and we want Windows to
be 2 larger phenomena. We have the oppornmity with Windows 3.1 to go into
the local press and the business press. Therefore, we should push hard in
business and local press:

Top line Objectives:
Activity/Objective Prelaunch At launch Post Launch Budget
Monthly Trade Press.. | Defiverbetasto | April covers Contimsing scrics
Covers of PC Magazine, the press starting | drop including of Windows
PC World and PC with Beta I1. articles on support Q&A.
Computing. Provide series of | TU1PS OLE oo 082 20vs.
. and reliability of N
Windows 3.1 tips series | Whitepaperson | o, Windows 3.1
in PC Magazine and PC Windows issucs reviews
Computing we want them to
write about.
Sponsor
conference for
tech weenie
editors
‘Weekly Trade Press. Provide white Getthe April 6 | Place articles that
Goal is to get front papcrsm'es. covers mos:zz.o
cover Another tourin | Get favorable vs. Windows 3.1.
Win reviews in PC February. first looks.
Week and Infoworld
Business Press Repositioning WSJ technology | NFA
messages on article on
W
Tomms A Ty | Mot | Windows 3
articles company, Make | compared to
0S/220thedo | OS220
or die release.
Local Press and Identify key local | Get themio Place articles on
Colunmists colummists (use | come to the Windows 3.1
Reach top 20 metro area EBU list) laumch nearest referring them to
colurmnists them. Champs program.
WIILNCHL BOC
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C. Tradeshows (IBD, TBD)

Windows 3.1 is of general interest to many people. The incredible interest in
WTWs shows that with nearly SOK people trained in the last six months.

However, with current WTWs, we can't teach more than 25K per quarier. We
can really win against OS/2 if we combine WTWs with a demand generation for
the product. Therefore, we should:

Activity Pre launch At Iaunch Post Launch Budpet
Windows World. Prepare launch Windows World 350K
Gt 1,000 press and videos and script | keynote will be including free
| inﬂu’ dals o scc Billg, mai messages. | the lamch of . product and
i Windows 3.1, launch video
production,
Top 25 metro areasin | Repister key Simulcast the Seminar team will | 100K x $55 per
the U.S. accounts and launch eventto | pick up WIW after | person=35.5M
Train 100,000 Windows wm“?:m o |00 April M.
champions on the vse of il I6 entOan Rerun the lavnch Wedo getthe
Windows 3.1 Ap e | event phus 2-hour revenes from
'3’“1“’ RV | WTWs twice them however.
) upgrade daily. Do this
April 6-10
International cvents Simmicast event
i to major
| European cities
§
TRt bac MS-PCA 2060502
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D. User Groups .('I'onyad, TBD)

lhumhwuﬁdmﬂybmﬁnofmﬁgge&t%mdmnbig
pool of influential end-users. However, we don't typically trcat them differenty
and Windows 3.} Jamch will no doubt interest them. Therefore, we should;

Activity “Pre launch Launch month | Post Launch Budget
User Group Visits Get on their Get them o Visit user groups in | T&E only.
., calendars. attend the WTW | metro arcas that
Visit the top 20 user . 20 ] N lin
groups Get their names 25
on Champs Hists. top £
User Group Newsketters | Deliver to them | Sexies of white Continpe to deliver
. white papers on | papers on using | white papers on
Get Windows help Windows. Windows 3.1. | Windows
section in top 20 user .
group newsletters
s voc  MS-PCA 2050503
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E. Advertising (KatllrynH, v-Matir, Richt)

Wchwbemrmgbmpmssndvuuﬂngfoamdonmmmmlhsfan.
However, with the Windows 3.1 launch, we will want to tic advertising closely
with the launch of the product and to get customers (particularly influential end-
users) to try the product. And, we the number of events that we are ninning, we
will want to tic the advertising with these events:

Activity/Objective Pre launch At launch Post Launch Budget
Business Press Continue the Announce Momentum TBD
. momentnmand | Windows 3.} and | campaign would
;}E?J:ml reach info testimonial provide 300# for | continue as a serics
awareness of Windows opaigns. m. to t!nt covess how
3110 30%0f [EUs. | In March, switch | "Bt for Windows can be
to an anticivation WIW 20sand [ used by any five
campaiga :z:ﬁng get their updates | target end-user
users about segmeats.
Windows 3.1
Trade Press In March, drop In April, drop Go silent. $350K
Get30%reachinto | nticipation ads 'd“"'"mgm
IEUs. Response rate of regd :,:r
10,000 users from ads. Wl'wg : .
Local Press N/A Begin coopads | Continne coopad | TBD our
C advertising in top with key reseller | campaign serics. contribution.
10 areas !g. . and OEb:dﬁng
response of 50,000 partners
IEUs demand and
attendance to
WITWs
WIILNCHLDOC
MS-PCA 2060304
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F. Marketing Materials (Johnbarr, Tomja)

The standard marketing matcrials will work for us. The primary goal will be
reducing the amount of collateral to just n few picces. We expect most customers
won't need a datasheet to understand the product. Therefore, the minipmmn

collateral will be:
Activity Objective Pre launch At launch FPost Launch | Budpet
Retail Packaging Ensure it pops Inserta Update stripe | $25K
" ez . .
This include varfants | °0 0" shelf :t‘th"'“!mp"'o‘l"f 5 ""‘in"‘ wins
for ACIS, AE, etc. the box
Datasheet Prepare single Ready one S175K
page datasheet. month before
launch.
Windows Driver Ready for drop
Library packaging at the launch.
and cover letter.
A set of six separale
SKUs ‘
Demo Script Train ASRs to Winmktg creates £2,500
s |
benefits of 3.1 to | oo’ o
RSPs
= train RSPs to
sell to various
custoner types.
Demo Yideo Tool to belp Film, dupe and $10K
ASRs leamthe | distribute to the
3.1 demo script  { field
wamicHLoC MES-PCA 20605035
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G. Direct Mail (Coraed, Jefft)
Although we will reach a sigpificant sumber of people through resellers and our
cotporate account salesforce, our moailing list remains our single most important
Tesource for getting updates and comammnicating with champions.

Objective Pre launch Atlaunch [ Post Launch Budget
Update Twodropsof | DropinMarch, | Begintaking | Seconddrop | $1.2MM
malling/Champlons | IMM picces orders for three months
newsletter cach to get 100K updates afler launch of
updates second mailing
| Resource Kit Need to decide if
Update mafling we need this i

|

WIILNCHL DOC
| MS-BCA 308
| ] 3 20603(3;
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H. Seminars (Carolsha/Janellek)

Olnlmg-htmmwﬂlhethehcyvdﬁ:kinﬁcﬁmmofpmdmt
shppmgnemmmndomycmnwﬂlbchndlcsbyempmcm
. Both before and afier, wcwﬂlwcﬂnlow—co&moreeﬂicmtsemgmup

Objective Pre launch At launch Post Launch Budget
WIwild Train 20K users | WTW 1.1 $1.0MM
Windows 3.0 in Jan-March seminars to
raining ramp people

up.

WIW 2.0 Trainintop 50 | Leam the Switchoverto | Retumto $2.0MM of

metro areas. WIW20and | WIW2.0. standard seminar | FY92 moncy,
Updated workshops . ’
{hat is Windows 3.1 | SOK usersinat, | 2Ot 1y apr, tean-like events. Add‘“,"";;
specific. The first set trainirg WIW funds in FY93.
alse include an hour presenters will
of demonstration of be used for
‘Windows 3.1 Cormp Events.

WIILNCHL DOC
MS-PCA 2060307
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1. Reseller Channel Plan

Rescllor Channel Planning
Activity Objective Pretaunch Atlaunch | Postlsunch | Budget
RSP Training Train RSPs on the Schedule ASR $25,000 for
product and how to sell | time at reseller Pizza Party or
it. . outicts to conduct other
training sessions incentives
POS promotion Create POS materials | Work with Distribute $200,000
to give 3.1 BIG in- Nancybi to create | materials to
store presence these materials 5,000 reseller
outlets
Leverage existing | Make sure Windows Work with
programs programs complement | Nancybi to make
existing efforts Windows a major
part of the
merchandising
section and
training call-in
quiz
RSP Seeding Give non-resaleble Determine $100,000
product to all RSPs qualification Marketing
who pass a quiz. This | criteria. funds
will be for their - ASRs to distril
personal use, because 3
RSPs are better able
and more likely to sell
what they know.
RSP Incentive To give RSPs incentive | Create an $100K
to understand the incentive program marketing
product and to increase | that will include a funds
mind-share give away (i.c.
Windows wrist
watch) that is
1by .
2 3.1 Quiz
ASRs to
and prizes
VIILNCHLDOC
MS-PCA 2060503
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is still high awareness and consideration of 08/2, especially in MIS
organizations. Redoubling the Windows ground swell in corporate account is the

most effective way of shutting out OS/2, along with providing customers with
product information for making decisions and countering IBM claims. We will

J. Corporate Account Programs : ' .
Windows today has a substantial presence in corporate acconnts. However there

achicve this by;

Description | Objective Pre-Launch Launch Post-Lawnch | Cost

Corporale Enroll 30,000 Field training. Focus mailing. Ongoing ficld { Field

Champions Named. Acconthn: Oct- Focus District 1 l ;ennnars, gexzi;m:s-
champions (thisis | |0 etrer. Scroinars. 2 per district | | oo 0 dists. x
100 per Named with 250 le each. mailings, 2sem x
Account), 50% will Pl WTWs, 250 people
attend a field Special Tech Resource Kits. | x $15/pers.
seminar or WI'W. Worksbops for = $150K

Launch.

Named Develop marketing | Assign Win Mkig. | Execute launch plan 6 month N/A

District plans for Windows | person to each with field seminars, district

Program in cach district district. Prepare seeding, and district- marketing

local launch plan, specific programs. plans and
account
tracking.

Seeding - Coverashareof | Ongoing Share Launch Seeding- 25 | Ongoing 40 CAM

Share Drive | IEUs seeded by Drive Activity with | wnits X 300 Named Share Drive teams x 20
MS applications Win 3.0 secding, Accounts = 7500 sced | seeding. seeds x $20
who need Windows units. =8$16K

Jan- CA,
_ marketing beta (20
) per CAM team)

- Corporate Get Accounts the Ongoing white ‘Widest possible Newtopics as | N/A

Account info they need to papars on product | distribution of white needed.

Product Info | choose a Windows | features, strategy, | papers.
strategy. and competition.

HIGHLY CONFIDEMTIAL
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K. Sales force
Description | Objective Pre-Launch Launch Post-Launch Cost
Field Insure that the SE's trained on Ficld presentations | Ongoing training | N/A
Product entire field knows | features at NSM. on 3.1 in accounts for WinBall,
Training the prodncz and Ship standard and al Launch WinLogin, new
can cffectively ot 10 cld 1271 Serminars. reps.
present and demo I N
31 Training group to
develop 3.1 training
courses,
Traix ficld on
product and
standard pitch at
Jan RKOs.
Competitive | Insure the field Ship Product Update ficld White Paperson | N/A
Training knows key Comparison to the | materials with latest | key topic areas
competitive info | ficld 12/1. product info vs, vs.08/2 as
ve. 0S/2 and can . 0Ss/2. necded,
cust Train on
obiecti competitive product
jectens. issues at Jan. RKO
Field Mazximize field Nov. 15-RM/DM Field Launch Followupwith | N/A
Lannch participation in conference calls on | Seminars in cach Focus, Res. Kit,
the launch. launch plans district. Corp. :
Ongoing from Nov.- and reseller
Sales force "lamnch | PreecTianons.
countdown"
commamiqués
Nov.-Feb.- 3.1
presentations to
coLp. accounts.
Jan.- RAX
management of
reseller inventories.
Feb.- RAX order
taking for 3.1
Feb.- ASR training
of RSPs.

WITLNCHL DOC

MS-PCA 2060310
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L. OEM
OEMs are an important part of Windows 3.1 marketing. The most critical thing
is to make gure that they have their people trained to support the OEM product
and to get themn to pet behind preinstall and developing Windows'specific
m‘ 4
Description Objective Pre-Launch Launch Post-Launch Cost
Compatibility | Insure that 3.1 Run test suites. Promotc Cooptadswith | N/A
Testing runs on every compatibifity via OEMs.
OEM machine. logo program
Performance | Insure that Distribute Prowmote optimized | Encourage N/A
preinstalled PCs | perfomance tests Win 3.1 PCs. comparison of
are fally done by tricho. machines based
optimized for Win on Windows
3.1 performance.
Training Insure that OEMs | Training in each of | Promote partership | INsure that N/A
are fully trained to | top 8 OFEM accounts { with OEMs for OEMSs have
support Win3.1. | on Win3.1. customer regular contact
satisfaction.’ with PSS o stay
current.
Tools Insure that OEMs | Distribute and train | Promote partership | Update materials | N/A
are fully equiped | on Res. Kits. with OEM:s for as needed.
with tools to customer
support Win 3.1. satisfaction.
Upgrade Upgrade 25% of | Design upgrade Roll out OEM Get the customer | N/A
OEM Win units. | program with each | upgrade programs. | name.
OBEM. Fulfilled by OEM or
MS.
WALNCHL DOC
MS-PCA 2060311
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M. PSS
PSS is only just now meeting the support demand on Windows. The expericnce
of launching Windows 3.0 taught us some critical kessons regarding supporting
- Windows: 1) Windows is inherently harder to support than ati app, especially
given the complex hardware and software intcractions, 2) this requires that
technicians be trained extensively on Windows troubleshooting, and 3) it is
critical to forecast unit sales comectly to staff adeguately.
To insure that Windows 3.1 has firstclass product support from day one, we will
do the following:
Description: | Objective: Pre-Launch Launch Post-Launch Cost:
Meet Demand | Insure staffing to bandle | Forecast retail, OEM, Fully staffed | Provide them with | NA
volumes needed. Getto | and upgrade sales at launch. weekly umit
average 1 minute waits | correctly. Begin training updates.
and <5% ATBs adequate oumber of Train/move techs
technicians. as nceded.
Train Insure all techs are Now- Biweckly tech Fully trained. | Ongoing biweekly | N/A
Technicians highly skilled in tatks with Transition tech talks on new
Windows Team. issues ag needed.
troubleshooting and Nov.-Jan- Win 3.1 tech Update Support
support. Reduce call- . . und Handbook
back rate to X% B coufent unces regularly.
) development, including )
the Windows Support
Handbook.
Feb.- Train all techs on
Win 3.1.
Product Get PSS to give clear Design new tracking Have system | Revise as needed | NA
Feedback feedback on what's system with detailed, in place. based on product
wrong with product meaningful tracking Weekly issues that arise.
Improve tracking codes. | codes for Program Teporting Ongomg
Management. back to reporting,
Windows
. Group.
Better Improve working Get every Win BU 20 BU people | Ongoing weekly NA
communicatio | relationship with person to man the a week to man | meetings and
n repular contact on many | phones. Meet biweekly | phones for monthly reports.
levels. with PSS managers apd | immediate Quarterly business
techs. Monthly reports feedback on | review with
to mapagement. 31. Bradsi.
Doc
R MS-PCA 2060512
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N. MSU
As the need for product information and training o6 3.1 grows, MSU will be a
nluablcrmuwformbmmmdwﬂlhdpdmeadopmnofv{mdows.
Opportunitics for the Windows group to work with MSU on Windows 3.1 are:
Description: Objective: Pre-Launch Laurch Post-Launch Cost:
Windows SE Course | Get this done and Promote current | Beginrevised | Revise as NA
tc a formal course through | course at needed.
Indepth training | PO ;
on training course WIEWs. launch, Continue to
Wind pporting Develop revised promote
content for 3.1. through &
Windows 3.1 video | A tool for easy on-site | Course under Ship course. Revise as NA
course. training in accounts, development. needed.
Continee to
° promote
theough WTWs.
TomNCHLDoc MS-PCAZOGOB]B
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0. ATCs .
' ‘ Authorized Trnining Centers will also help Hll the tremendous demand for
information and training on Windows. We will eqguip themby:

Description: Objective: Pre-Lawnch Launch FPost-Launch Cosi:
Windows 3.1 Provide ATCs with Material TBD  § Insure that ali Ongoing NA
training information and materials ATC's are ready | promotions
information for developing their owm Wwiainon3.l. | TBD.

WAILNCHL DOC

MS-PCA 206051




& International
‘Top-Linc Objectives:
Localize Champions ' Localize Champions support materials | NA
Windows 4.0 feedback Determine country specific issues for | NA
Windows 4.0
WIILMCHL BOC

MS-PCA 2060515
HIGHLY COMFIRENTLIL
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Q. Manufacturing
Progrim Nov-Dec Planning | Jan-Mar Planning April Launch May-July
Mamfactoring Meet with Dianet, By 3/1,CPs FG
. Robertn, Dianap, and RM mventory
Scotb, Jamest re: sbould be gone,
« Raw Materials Need to build up
massive (TBD)
* On Haad 3.1 Update
» New 3.1 SKUs will involve
o Returns/Rewor} w:rchommg
issues.
COGs reduction » Review BOMs
) ¢ Bvaluate Thin
Manuals for update
and ACIS SKUs
* Work with DianaP
regarding other cost
saving measures.
Channe!l Meet with Sylviasz Call downs?
Management to reduce channel
inveatory to 0 by
launch
Reselles Channel | Work with NMancybi | » Produce & Make sure s Follow
Promo to plan reseller materials displays are being | upfongoing
rollout « Begin train used training
= In-Store training RSPs
+ POS promo
« In store and
outbound sales
materials
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}
R. Fulfillment

Major goal here is -mlnndleﬂ:cdmndforﬂleupdacumts.ﬂso, to handle
dcnnndfoerdowsmmch(s. :

|

|

|

|

I

| ' whanpoc | MS-PCA 2060517
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S. Telesales

M:jugmlishmhempeopkgctulledhackmdmmethmms_
come.

WLNCHLDOC

MS-PCA 2 515
mwomamnow‘u.,j




T. Customer Service

Get them tizined 10 answer conxnon Windows 3.1 questions.

WHLNCHL DOC

MS-PCA
HIGHLY CONFDRT




U. Developer Relations

See Cameronn's plan for full details.

! EM; 2 -

Andience: -

Objective:

Register User Base
Policy

ISVs

Rgvisethepélicytopmmlom
miling.lnmﬁgateusingad:ird—paﬂy
like PC Warchouse to provide us witha
catalog

TBD

Leverage major Jaunches

ISVs

Work with ISVs to leverage key lamch
events inchuding:

Lotus 1-2-3 for Windows Cal3Q91
Waordperfeot for Windows Cal34Q91

Borland Paradox and Quattro Pro for
Windows Cal 1092+

TBD

Leverage "interesting”
applications

I1SVs and

Work with "interesting” ISVs to seed
champions with nced products (¢.8.,
give Champs a discount for a "fax-
modem package™)

TBD

ISV Partners

ISVs

Work with ISVs to get their support
ups up o speed.

NA

Key ISV Programs

ISVs

See Cameromm plan. Includes calling
key ISV with Microsoft Exccs,
conferences, eic.

See Cameronm
budget.

WAILNCHL.DOC

MS-PCA 2060520
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'V. System Marketing

Wewil]wamtomtwnhBillmiﬁ)ermddcvmeootdmmAnd.mth

: devciopetrchtmmonﬂlcﬂhlog. .

mrmmaﬁﬂ,
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ATTACHMENT III. RELATIONSHIF TO OTHER PRODUCT GROUPS

| : ] Windows is critical to many product groups and there will be many lawnches
oommgwhmtowclamcthdows.’-l Haelshowwewﬂlcoopmtewuh
all of them.




A.MS-DOS5 -
. Howmmkmagemiaﬁﬁﬁuinparﬁwlﬁ.TBDmﬁl 11/7 meeting with
MS-DOS marketing. Possibilities include: : : .
. Shaxingofhcalco—upadvuﬁshg.msisaq:emivemdweeouldpotcnﬁany
do this in the six months after the launch.
o Include MS-DOS positioning point in Windows 3.1 materials. This would
include the need foraddiﬁomlmamryforlargeDOSapplicaﬁons and some
others TBD.

s Join reselir promotions particularly if Star Wars gets fmplemented.

WHILNCHLDOC MS-PCA 20603;
HIGHLY CONFIDBNT
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j B. Pen . _
Windows for Pen Computing is Windows 3.1 specific. They will launch
eonumemwthindows3.l.Meeﬁ:gmvﬁﬂledecp§weekofl-lﬂ,bm
o Demonstration of Windows 3.1 should inctude a module integrating pen
support. . :
« Bosure that Windows for Pen materials include the basic positioning of
’ Windows 3.1.
« Include Pen specific tech notes in the Windows Tech Note Library.

HIGELY

WITLNCAL.DOC MS‘PCA 20605 21‘?
i CONFIDENTL,

oY




Microsoft Confidential

Jumbo

. These discussions are still being beld with Danste and SPAG. However, we will

mtolcvaageoﬁ'ofbohlmﬁomdlnyfmtpachgapmwmby
SPAQG. Preliminary ideas inchude:

» Reseller promotion of Windows 3.1 and Jumbo together at the launch

e If Danste does a Microsoft Fonts for Windows package, use thisas a
registration incentive.

« If alll the Lucida fonts don't make it inside the box, fill up the Windows
Resource Kit disk with them and put them on the BBS.

‘ C. TrueType and

varRaRDoe MS-PCA 206052
HIGHLY CONFIDENTL.
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D. Winball
mmmawmmuwmhe of .
are: ;

o Make Winball a separate SKU that includes Windows 3.1

» Also create a special update SKU for Windows 3.1 owners that makes
installing over Windows 3.1 a spap.

» Don't discuss Winball at the Windows 3.1 announce, but when it does
apaounce, have an easy update program in place.

* Prepare an update to the Resource Kit that inclodes Winball specific
information.

wacinpoc MS-PCA 2060325
HIGHLY CONFIDRINTIR
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E. MS Applications -

We will want to investigate working with Word, Excel, Cinus and whatever
other applications product launch in the Spring.

"o Excel will launch in March. TBD if we should do co-marketing.

= Cirrus will launch in Juoe. Not clear what impact there will be.

* EBU. Will investigate whether we can use Productivity Pack as registration
incentive. ’

WIHLNCHL DOC Mm 20&527
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Execative Comumittee

Bill Gates IN/2
" Mike Hallman 9N2
Steve Ballmer 42
Mike Maples 10N/2
Fraok Gaudette IN2
Jeremy Butler ON/2
Scott Oki 8sn1
System Division
Adtian Kiog in
Alex Nader 312
Bill Miller 42
Brad Chase n .
Brad Silverberg kT
Cameron Myhrvold 412
Chris Brown 31
David Cole 412
David Weiss 32
Jeff Thiel 32
Jim Allchin 171
Jody Snodgrass 412
John Connors 472
Gary (igot 8N/1
Jan Clauson Ridge
Jim Peterson LPA
John Barr 98/1
Karen Abel BN/
Kellee McCusker 8NN
Mark Seidenverg 1PA
Marty Taucher 9N/1
Mike Delman 95/1
Nancy Bick 8N/1
Pat Young 9N/1
Patty Stopesifer LPB
. Dave Stachlin LPA
Temy Bourne LPA
Mark Scidenverg LPA
Richard Tait 412
Robin Courtright MSU
Ron Davis 8N/1
Russ Wemer 3N/1
Terri Amnand LPB
Tina Podlodowski MSU
US Ficld Sales and Operations
Rich Macintosh 85N
Mike Appe Boston
206052
WIHLNCER_DOC MS-EICA i
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Neil Famsworth Bellevue
Ed Johnson Dallas
Paut Burden DC
David Jaworski Bsn
Glennt Young 881
Sharon Decker Ridge
Kristic Evans 8sN1
Debbie Russell 8571
Celia Paget Ridge
. Pepgy Gladner Ridge
Ogilvy & Mather
Matt Ross 0&M
Wagpener Edstrom
Pam Edstrom Portland
Connic Balimer Bellevue
Marianne Allison Portland
Claire Lematta Portland
International :
Jeremy Butler IN/2
Chris Smith 9N/2
Frank Clcgg Canada
Sam Furukawa Japan
Bryan Nelson 9N/2
Peter Neupert - 9N#2
Daniel Petre Australia
Bernard Veagnes Paris
Gregory Tibetts 9542
OEM
George Downing 10N/1
JeffLum 10N/1
Joachim Kemper 10N/
Jobn Jenkins 10N/1
Kathy Graves 10N/1
Mark Chestuut 10N
Richard Fade 10N/1
Ron Hosopi 10N/1
Ted Hannum 10N/1
Tim Beard 10N/
mrm




