
From: Gary Schare
Sent: Saturday, November 25, 2000 11:21 AM
To: Kevin Unangst, Jim Reinerlsen; Tony Bawcutt; Jennifer Baisch (PARSONS); David Bdtton;

Susan Cameron; Andre Bazire; Dave Fester; Sieve Sklepowich
Subject: Initial data from Kaiser

Importance: High

There’s some really good data in here that should help you for your deliverables on Monday. We should get more from
Kaiser eariy in the week.

ka~serda~.zlp (11.5

On the slide template I sent last week, feel free to make wholesale changes if you need to. I’ve already re-worked the
enlerprise slides a b~t to accomodale this new data. But I kept the structure mostty the same as my previous draft.

enterprise
sample.ppt (75 KB)

Remember, Richlap is looking for final slides Monday aftemoon. He ne,eds lo print the deck Tuesday for the dry run. But
don’t stop working on Monday. We will likely make some major change, s after the dry run as we slill have 3 weeks to go
before the final review.

Gary
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From: Rich Lappenbusch
8ant: Wednesday, November 22, 2000 9:50 AM
To’ RealNetworks Core Team
Subject: Kaiser research results coming in,..

Revenue         Outli~
~c~rrc Spreadsh~-~ (I 1.21.2000),pN

I invite all of you to review the research that Kaiser is coming in with. Ptease update your slides as
appropriate.

rich
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Enterprise Segment pt. 1 of 2 - Gschare
(~) Revenue Summary                          (~ Alignment with Customer Requirements

R~a~,cP Kaiser Associates
Enterpd,3e "fit syslems but nat a I~ablllty

~n~ to provide . Crass-platform chants al~d ¯ Multl-pl=form chant
Yr/YrGrowth I ~~=~,, ’- ’, - " = ~l

ae~ets an~servera blgplus

~ ¯ £nterpase ~censmg ¯ Real w~ll=ng to drop
Cost programs price by 75% to w~nGrowth Drivers | , ÷ Low prlce . (3~nerally regardeo~ as.

¯ Dedicated e~erprise sales force

~1~

~

too expe .....
engages w~thou! Microsoft showing u p

Complete ¯ Software fo~ a uthonng ¯ RCS a huge¯
designC°mplete& implementat~on,S°lu~°ns (softwa{e,encoding.networkY% sotuti ,O~s pubhshlng, & management advantage, ave~

¯ Prof sv~ for planning, deployment is custom
13Ostlrlg) deployment, e~cod=ng, ÷ Complete aotubon

~.. h oatmg hard to counter
quality &

Network Impact/ . Tv quality to the desktap ¯ Parity sduallon, no
i/, ¯ Bandwidth mgmt advantage for Real

@ Key Programs and Partner~
Key Market DataPrograms L~ " Key prog=ams

¯ F~erpnse starter ~ ~ visible through Ihe
O~er¯ Solu~=on bu~dles on webs=to (~offvcare, ~ sales force ¯ Total usage share fro" Real: 41% vs

consulting, hosting) I~ But nol much impact
’~ amy!        WM. 68% ~n Oct’00

¯ Free encoding from Loudeye ~ on customers¯ Gov’t seminar series In VA
~r

Real’s usage share down from
Real: 43% vsWM: 46% ~n Apt’00

Partners
¯ Who’swhooftopASPson ~n~ernet

1 I

Realonly
¯ StarLight and RCS Inside the flrewall ’ ASPs work wilh Real ~±% source D~gltal Media Bus~ness Trac~e~ 11~00
¯ Major UNIX vendorslOEMs (Sun, HP, because "they have to"

IBM/L(~tUe, RedHat) ABM strategy w~th UNIX¯ Two gov"~-spec#’c resellers vendo~ gives Real Insert Real aS Platform
i enterprise credibility data from CWard
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Enterprise Segment pt. 2 of 2- Gschare
5(~ Product Assessment                        (~) Worldwide Sales Force Structure

Real wins Real loses
¯ ~ch-m~l~a aut~onng ¯ Desktop clutter o Approx. 50 entarpnse salespeople woddwlde

tools . Player as br(>wser * 25 dl~dicated U.S. enterprise "segmenl" salespeople (Ig. accounls).
¯ umx client & server ¯ Server scal/rellability represents ¼ of U S sates force

support . Corporate 12 people¯ Enooder push to server o Government: 5 people (all ~n DC)
¯ Educalion 3 people

Tie
- 27 telesales, org’d by region, nol verl=cal (6-7 ent =f rat~o holds)

¯ Very focused on OF_Ms (Sun, HP, 18M)¯ Managed player ¯ 70 i~’1 salespeople across 4 segments (15.20 enterprise if ralio holds)¯ NV quahty
¯ Bandwidth . Compensation: Commission on un=ts sold + bonus fo~ new accounts

management
¯ Content management

(~) Customer wins/losses
(~ SWOT

Real Wins
¯ Applied Materials, 3Corn Strengtks Opportunities Real is very exposed

Bo~zng, HP, Intel, Novell. ¯ Ente~p:~$esales&ooc~J~tl~l -
f~e ’ ~the ~ in t~ En~risePac Bell, TI, U of Penn ,Uof

~           ~

An~is
Mlch, Fed ~’~ (GSA,

. C~mp~le

~, ~C, TVA) ¯ When MS engages, Rear . p~a~ ¯ o.~=~ ~....~r.~ ¯ F~ padnershi~ left
usually loses accoun~                                     ~r cont~nl

Real Losses ¯Reat o~en to~s on pd~ w.akn~es ~ats ¯ Sales force not making
¯ W~l~ams, Ca ITrans, AT&T. ~lllamS, NIST)B~r ~earns. Int’l Paper,

Proctor S Gamble, CSFB ¯ Real o~sionaliy ~ns on x- ¯ Pla~ as ~ ¯ ~ ~m~s~s~ Custome~ unwilling to
pl~o~ clients and ~e~ ¯ ~nte~=~rda~ to~n~l~l~ ~ h~g8 checks lo

Fighting - P~ffo~lSoluli~ ¯ as.~.~ b~, Real
. JP Morgan, Nike, So.tab, ex~i~ ~s~r I~ralmn

BofA. F~mt Umon ¯ MS shops chasing
~ be~u~ ’~t’s there"

Real is viewed as consumer company; not taken,too seriously in the enterprise
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