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SpecEfic goaZs to acideve our ndssion include.:

¯ Identify at least lO0,O00 compazLi~S a~ross various s¢~me.nts which have high
penetration of Windows today,

¯ C~t 25% of targeted companies (25K) to/zy Clfi~o 3 months prior lo launch

¯ 75%ofeady~al~atorssaythey’~"~ot’~wrylik~1y~ to implcmeatCldcago
9-12 months af~ lauach

Idc, nti£y at least 10 ~argzt businesses which plan to roll-out Chicago afar product
releases and ase as PR testimonials at launch

¯ Train and motivate the Solution Provi~r Channel to L.vang¢Iiz~ and s~ll Chicago

T~.ca’x .cs
Business Adoption ~Program

TI~ effort to tall out Chicago with businesses on a larg¢ scale will r~quix~ a broad
business evahu~tion program which reaches both the Mic~oft named accounts and the
Iaxgcr bas~ of sizeable companies who hav~ adopted Windows. The tools re~tfircd by
the Microsoft Large Accounts and other businesses should b¢ identical. However, MS
has no contact with companies outside of the F1000 who make up the- ma.iodty of
Windows d~ktops in business. So the prima~ purpose ofti~ Business Adoption
Program will be to extcmt the ~each of our Laxg¢ Account marketing �fforts with a
targ¢tted campaign to P..ach businesses with >100 employees who have high W~dows
penetration (Windows adopte~ companies).

The Business Adoption Program will piggyback on t&¢ C~icago "Early Experience
Program" (EEP), T~ early ~val~tiun program vtilI provide positive/s’1~cturcd LrLsl
expcrJonc¢ for corporate �valuators, e~dusers and VAP~ The trial pat]rage vv-~] be
desig~tcd to recover co~ts (-.$20) ~’td provide limited support via CompuServe and PSS.

In addition ~o EEP, t_~ primary tactics of the Business Adoption Program will be to
identify the significam.-s[zed companies with Idgh penetration of Windows, :find a way
to reach the soJlware evaluators in those compares, and develop a qtlality too! for
business planning and implementation of Chicago that can be distributed through EEP.
The basic dements of thLs program include:

ideotification of the universe of Windows adopter companies and d~,clopmcnt oi" a
database for dixect marketing. This �ffor[ will leverage the work being done by CSG to
identity a IL~ of target companies (outside of named accounts) for Windows HT.

a sma]l scale test of chicago hnplementation in the target compani~, The plan is to roll
out the Chicago Usability Program in March to 6 target profile companies ,with support
from product group and field SEs, The UsabiLity program will enable us to understand
key migration issues and d~v¢Iop solutions to r~olve those issues.

development o£toois for business ~valuatinn of Chicago. This will be dora: as a joint
effort with the Large Account Transition Tea~

¯ coacept t~t of the proffram to measu~ the expected level of participation and peri’orm
cost beaefit analysis. Also test execution of collateral,

¯ get VARcharm¢! trained by M7 ~S 0121816
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Ramp Up Conduct research and spec program Dates:
Activity and tools Feb I-Mar

Chicago Usability Draft plan [o roll-out Usability Program Start Dat~: 2/1.
Program CompIete Date: 2/15

Roll-out Umbility Program to 6-8 companies Start Daw: 2/15

Complete Date: 2/28

Chicago Migration Identify potential Chicago migration tools for target Start Date: 2/1

Tools businesses Complete.Date: 2/15

Test which Chivago migratioa tools are mo~t Start Date: 2/15
compelling to lmslness~s through Usability Program Complete Date: 2/28
and

Resesrch ¯ Identify which market segment~ au~ xipe for Start Date: 2/I
Chicago - work with NT group to specify Complete Date: 2/28

¯ Identify approx 100K .medium businesses with
heavy l~metration of Willows and target them for
for Chicago adoption

Pro-M6 Develop tools and beta Usability Mar 1 - May 1
Activities Program

Migration Tools Develop migra~on ~ols for use by SP clxannel Start Date: 311

Complete Date: 5/1

B~a tools wl~a M6 ships Start Dat~ 3tl

Complete Date:

Usability Program ¯ Develop a plan for ~lling out M7 to 25,000 Start Date: 3/I
medium compa.~d. *�~ Complete Date: 5/1

¯ Wbrk wi.’th SolutiOn Provider Channel to help roll
out the program
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Pre-M7 RolI out Chicago to 25K companies May 1- July 1
Activities and ref’me migration tools

Early Experience Integrate Chicago rotIout effort as part of,the Early Start Date: 5/I
~rogram ~ea~ pro~

Comple~ D~: 7/I

Migration Tools Refine migration tools and roll out when M7 ships Start Date: 5/1

Complete Date:

PR Id~tify which businesses axe lil~ly to adopt ChicagoSt~t Dat~: 5/1
shoffly aftex Ia~nch and use as testimoniaIs CompIe~ Da~: 7/1

VARs ~ V~ C~I ~ for for out of M7 ~ 2~ S~ Date: 5/1

I

Pre-Launch      Get PR testimonials and roll out      July 1-Sept 1
Usability to 250 addl companies I

Migration Tools ~II-out pre-release version of tools to accouaLs for Start Date: 7/1
firtal review Complete Date: 9/1

Early Experience Get VAK channel to stav~ conducting seminars and Start Dat¢: 7/1
Program t¢cJa workshops with targeted companies Complete Dat¢: 9/1

PR ¯ Get testimonials from 10 businesses that will roU-Sm_rt Date: 7/I
out Chicago 3-6 months after launch

Complete Date: 9/1
¯ Write-up businvss cases which demonstrates

committmcnt to adopt Windows among me.d-sized
businesses

VARs and publish testimonials

Lannch RoII-Ont Plan Get retail produvt and migration tools to b~inesses. Start Date: 9/i

Complete Date: 11/i

Follow-Up Condor survey of businesses which trialed Chic, ago Sla.q Date: 9Ii
and docameat r~flts for Chicago PR momenttmi

Complete Date: 11/1

I~R Pnblish b~sin~ss cases dewloped in P~e-Launch Start Date: 9/1

Complete Date: ll/1
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Invlude miscelIaneous s~pporting documvnts as is appI~cabIv.
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