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To: Apps BUMs, Apps GPMs, Apps Marketing, Co _r~_.ra~ Mark~efing,.. ,
Executive Stuff, Connie Ballmer, Bruce Burger, ~ill t~ates, Chris tJranam,
Mike Ha£hnan, Lewis Levin, Bob Matthews, Darien Reznington, Tony

Pr6m: Shirhh Nadkarni
Subject: Office Systems Strategy Mission Statement

~" "memo Ausust 22~ 1991
outlines ~e’nassi~n of tbe’OW~e Systems S~au:gy group. I have attempted to

our Of~ SuateSy. These include questions su~n as what ~ .t~. ~ :~ystem ~s,
areas our Ol~fice Suategy should cove~, wilt our goals are and why ~s ~t ~nponant tot

MS and our customers. I would appreciate your feedback on this memo since it will help
guide the development of our Ofl~ Stntte~y.

WHAT IS OUR MISSION?
¯ Office Strategy Formulation: Formulate MS’ Office System Stra~gy. The

~ will focus on our product offerings for the next 2 to 3 years. The work we will
be doing includes the following:     .         --    d and into te their

W~k pr~.~-tively with various pro~t groups to um~ .    .gra ~
pmdn~ urase4i~ Ensure that the inoduct groups arc a~ressmg mm’~t ano

- Acklt~ss i~sues/hol~s in our stra~gy no~ ~g address~l by any group.
- Enter into partnerships with thizd-party v~nd~ far solutions ne~l~l to complete

¯ Market Re~re.h: Condu~t market and competitive resea~h to help guide our
m=te~y. ~ in~lude~ the following:

Condor mml~ktve analy~i~ on leading Offic.e Sy=~s vendors. .
Gath~ ~ feedba~ ~ a~un~ nsing MS and c~m~e somtion.
Hire Seybold OIE~e Cgmpudng, a leading Ofce analyst firm, to provide feedback

¯ partner~p Strategy: Formulate tad implement s~ategy to .enter into p~..ershi.p.s
with ether Offi~ Sy~ems vendm~ We have em’rently entered re. to a parmet~., p.w~m
DE~ m ~ ore" ~w~ al~~ a~ part of DF.~2’s Atl-..m- ! Office soluuon.
We will ~ entering ~ a~p with them on Mail and other Office
Sy~em ~vices.

Analysts and the _l~ts. Develop marketing, utles a~l support slrategy t~ successfully
market our Office System offering.

WHAT IS AN OFFICE SYSTEM?
An Ofce System is an integrate ~ of applJca~for~, too/s ~ s~ ~�~blc

* ~ ~fion
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~ ~ ~ a I~ a ~�~ ~ a ~p~ ~ ~ a ~uP ma~ ~ ~$

~T ~ ~ ~SION G~ING OUR O~CE STRATEGY?

~ It ~ a ~ ~ ~~ ~ n~ ~ ~m ~~ ~ ~o ~
~ ~ ~ ~ ~l~g ~ ~ of ~ ~ S~ ~ ~ fo~ws:

~-~ ~u ~ w~ u ~ s~ ~ ~ u~ m ~ss

. ~~ ~ ~_~ c~a~: ~e ~ ~ ~ble ~e

~~g ~t m w~h it ~ ~.
~~ ~~t ~f~afi~: m ~y m~ ~~ ~Y ~ ~
~ ~ ~ ~U ~ ~ of ~ m ~ u~ ~t ~ ~ ~y not ~w

~ ~$ n~. ~ f~ of n~fi~ ~ ~e ~a h~~ wh~ ~e u~
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is informed of other information that is mlevam to the information that the user is
Viewing.
Fdterine of infornmtion: Hectronic communication can Create a deluge of
~ that can ovexwbelm a user. The user should be able to define ~ters that
can be appfied ~o information that usess receives so that it can be categorized and

m~gani~iom need to be protect ,.vho c-n have access to data.
"Prooe~ information: Users today hay© powerful molt to create and analyze
information using Word Processors, Spreadsheets and Databases. However, the~ are

lme0~at~n of infonnsflon: Users should be able to ~ntegrate information in the way
dmth mo~t ~ m their communk~on need~. The user ~hould be oblivious
m d~ g|plication that is b~ng urn1 m mmipulm ~ ~ object of information.
Finally, tl~ ~ymm ~muld maintain the ~ m ~ odginal piece of information

iMernmicn, um~ will lz in the mod~ of alze~ing and analyzing information
zkctroniaally. Tool~ ~h a~ Word ~ and gz-~lsheet~ need to be

interesting way~ .tO nmrc rapidly ab~-b and an~ly-~ the infonmfion. EIS is a good
~munpl¢ of a ~ being used in a ~on mode.

C.o0rdbmte work: Information ig rarely �~.ated without either group conu’ibution or

I~nt c~eafion and msnhmLadon of infiltration: This incI~lc$ tbe abifity for people
so work simultaneously-on ~.aSng infonmdon ss well ss syn~g ac~..ss to

Build ~mlutlo~: The system should offe~ a onmmon programming environment that

¢uzt~m zo’mtiz~ W be ~ W..e need m mabl~ the following:

custnia~zado~ of data. views ~ data m,udl:Xda, tion rune’din

acsividcs so that rel~Sdv~ proc~ csn be ac~com:plis~ more efficiently and
~ccu~y.

WHAT WILL A TYPICAL SYSTEM LOOK LIKE?

l~¢s me a czmulting firm as an example of mvimnment that can ben~t f~om an Office
" Sy~m ~ A conmlting firm h~ ~me v~ry gz~ific oflrzce productivity needs (e-

¯ Dvcument C~afion and Management: This includ~ ct~adng, updating argi managing

Writing pmpmal$, pre~nmion~ and ¢¢nu-acts u~ing sumdard template.~
J~intly creating and manipulating information- Different tnembe~ of a tonsuring
team may work on different pieces of a report, a spreadsheet or contract.
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Publishing ~he infcxmation so that others on the project or in the fwm can use
infcxmadon.                                  ¯ ¯

Defining a process for ~-viewing ana approvm~ aocum~n~.
, Doenmmat _t"X~mmtmlemion: �~n~mmlr.~flng dccun~nts quickly to eustome~ ~ithm"

P.kctmnir~y m" via fax.
¯ "l~l~llP,]fll~ Track news on specific indus~es and companies.
¯̄  Pl~eet Mmaatmm~nt: Developing a project schedule and notifying people of their task

~ This inelmies status information, discusmon oz ~ssue.s. customer xnteracuon

¯ D, mK,~ Idm,.a_~meoc Mmmgin~ customer dam such as address information, contract
information, ~ spemt etc.

To meet the needs o~ the customer, v~ would need to Wovid~ tlm following product

mail, Cllmdar/Sehedul~, Woddlow, Confea’mming, Doeummat tammy mm ~au+ .
Thn~ comlmmmts would I~ integrmed together to m~t abov~ needs as follows:

¯ Dotmmmat 12r~+ion ,rid Msma~ernent: Use Word, Exc~l tnd Po.vsmrpc~t to ere~t~ ~e

infmmnfion can be synchronized using me ~z-m/cueelt-OUt teamres m m~
~. Vm~ioo numbers for docmmenm m~ sa~c~d]y maintained by d~e Document
Lilx~ry ~ a ~ of changes h maintained. Documems ~r~ ~.viewed using
Woddlow

¯ ~Daeun~nt C~ommunleation: U~ d~ e-mail ~-m with the a~~ galway to the
cttstom~r.

¯ ~ Use a product like NcwsEdgc to r~rieve re.levant news and dis~bute

¯ proiectM,nm~mqent: UseProjeclfotc~alingprojectsched.~..e- In~gra~_.wi_’~,__e’~x~.’m~t?~mmmka~-Iask infonmtion w ind~iduals. Repo~ �ompteuon ox tas~ w m+
mana~.

¯ ~ lnfonmtionTrsekin_r. Use the ConfereneinK system to track this
..... ~’orm~o~.
¯ ’ ¯ r~ml~se Mana_eement: Use the Database ~o mmmg~ md updat~ customer data.

" ¯ ~ Use Exeel f~ns to enter infonmtion ~d to upda~ central database.

WHAT AREAS SHOULD OUR OFFICE STRATEGY COVER?

Our Pm~ Smuzgy f~r the Office needs to address the following areas:
¯ Desktop Applicntions Strategy: The key points we ner.d to articulate are:

MS GonJ~tential ***Dr.~:** X 525703 8/29/91
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WHY IS IT IMPORTANT FOR MS?

Our Offic¢ Swategy not only beaefits Applications bu~ also th~ Systems division and MS as
a whole.

Benefits to MS:
¯," F.aabl~ MS to ar~culate how MS will fulfill the vision of Information at Your

. .v~m¢ until we prove ~ them that we have lm:xiucts in place to deliver on that
VI$1OIL

¯ .I~.~ ~. MS ~ mi~r~mly ~ ~ther iffi g,p~ic~ior~ ~nd. ~_ms strat~,.
don1 wew Appf!~_ om and Sy~em~.~ two .~-parat_e enuues. -~ney w~t to near now
about how ore" Applications ~’a~gy ~ng~.our ~ystem$ s~rategy.

Benefit to Applications:

slx,ut .dovmm~g m~. canp~, g .~F.mt~ffi~ wy ~~? s ~ .

R ~ ~ ~ ~~ f~ m m ~w ~m new ~fi~ons ~ ~y

w~t t ~ ~u~ ~ ~ ~ h fi~uy ~m ~em~. ~ ~p~ete s~

¯ E~ ~ ~ ~ ~a ~1~ ~ S~ ~ it ~d~ MS ~1i~o~ ~

~~ ~~ ~ S~ ~z ~ ~, w~ ~mm ~m

Benefits to Systems:
¯ Offic~ Systems vendors pose a flxrcat to our systems strategy. Offerings such as Lotus

Not~ and I-IP NcwWtve, which ~i.~’de a.shell on top of W’.m.dows, subsume ~.e

W’mdow~ in se~msg ~ f(~ arcmtecun~s arxs ~w~s mat sr~ ocacr ~mptementm
Windows.

articulate how V~mdows provides key xrchitectmvs and scrvace.s that wcto
implmznt ¯ supcdar Ofllcc System. g 525705
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WHY IS IT IMPORTANT FOR THE CUSTOMER?

mlmtons. The~ want ~ understand how they can use Pus to .a~ver ~ mat gave mem
a significant m’N~_ __rage over the oempetifiot~ Customen pet~etve two mare benefitst to
inve~ng in aa Offt~e Sym
¯ Building a Competitive ..Advantage: Thv vurrent .b~." ess. eaviro ..m~e_nt .is_

Slgllifl~tly ~ _�O_~l~�~ive and ~n:lplex today. ~ ~s ~ ~ ~-.d~.ult to~.
~ eggaaizafio~ i are widely dili~r’~l. ~ are loo~mg at ~mma~on

e~mnetitive Omll~nue~: The m~t:tpetitive battles today are uemg ,to.ugrtt on.a.
~ e~ froat~ today. The~e range from quality of produ~ offerin..gs,

~ do~siom a~d to build b~tm" l~mducls Another

ideas and m ~ their work activities f~ a mo~

gmupt a~l to ~ tl~ wodffvrce,. This situation makes ~t twcn mo~ difficult to

~y ~ ~heir...l~l~... l~odu~t Ooup~ need ~o exctmg, i~onm~oe on

a k~ aplneval pmaess can Ixmefi~ from a system fl~at mutes ~ loan informauon
tlmmgh varlom tndividual~ to emu~ flmeJy approval.

detmm~ tm, t tmttimad$. Companies want to redtme administrative wcgkfot~e by

X 575706
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infonnmion work~’s and to build line of business applicauons mat assist omce
workers in effectively performing their job.

¯ Enhancing personal and Group produeti..vity:.Whil.e .l~s h.ave ,b~. n..su, c~,es.s, ful
used by or~nizations in _m:omp _li.s~.’. g spec~, tasks, ~x~. nave ~. ~. ~.o~ m
future, users will benefi~ from the following ~rnpmvem~nts m personat aria group

Gain w.cess to the infonmfion they .n~ed to pro~..ss wi .tl~in their ~pJications.
Work in muldple applicadons. Easily integrate informauon from different

- Automate repedtive ~ no~ just within a single application but ac~’oss multiple

- Work together in jointly creating and manipula~g inf~mauon.

WHAT ARE THE GOALS OF OUR OFFICE STRATEGY?

Our key goals are as follows:
¯ Become the leading supplier for PC LAN based Office System solutions. This is

difficult to meama~ ~ince a customer will be able to mix-and-match different solutions.
We will consider an Office Sys’l~m to be a MS. System if the c~.,sto.mer has s~
on our overall m-chitecture, APIs and key serwces such as Mail, Dn’ectory ana

¯ Drf~e penev’cafon of MS al~lica:ions.
¯ Become ~he leading gla~onn for uppl~car~on development)’or ISVs and c~tomers.

- Promote Windows as the best environment for impl~aenting an Office system
- Promote key architectures defined in Windows

¯ Se~ standards for O~y-tce ~ystem services.
¯ Posf~fon MS as a Sv’a~e8k computing vendor. Get cu.qom~ to commit to the MS

Office mchitectu~ as their computing platform for the future..

WHAT REQUIREMENTS DOES IT PLACE ON MS?

To be succ~Mul with our OfU3~ Su-ategy, we need m make a concerted effort in a number
of atlas including Product development, Marketing and Sales. This section discusses the
key areas that we need to focus on to be successful as an Office Systems vendor:.

From a Imaduct development perspective, we need to do the following:
¯ Commit to the network as the platform for our applications and develop to it. This

means not only developing the necessary work..g~, up applicat~.ons but also sup ..,l~i. "ng

,applk:ation& We are ~ too tied to a desktop mentality and do not realize how
unportant netwoAs have become. PCs are rapidly being networked together and even
now �onstitute a .large installed base of users.

¯ Commit to multi-platform ~ While Windows is our tnimary_platform, custom~.,r.s
have other computing platforms that they cannot afford to ignore. Our cot, n, pedtors wm
also have multi-platform solutions. We need to, however, be pragmatic auout

X 525707 8/29/91MS Confutential ***Draft*** CONFIDENTIAL
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~ppcrting other platforms so as not to hold back our �fforts for the Windows
afform.

, (~xnmit to being the first to suppo~_ th~ key Office archite~.tares such as OLE and

~ will be in~xlling ~d sdmini.’,~:dng a

always hav~ access m ~ to ao me ~o ~m’ mere.

al~P~ is _m~other

From ¯ ~g ~ w~ ~ to do tl~ following:
¯ Customer and Office analym today don~ think of MS,., as. Ofl~i_~ Sy.~,m v~.n_d.~_. "-a~

We to" b,,Ud
~-~ to k~ pmducm and se, hedu~ and delivering superi~" somuons on un~.

~ ~ ~i to g~ MIS buy-in since end-users will a~veay champion our
solutions.

¯ Arlkul~ the overall ~ Su,m~gy. Arti~u~ ~ ml~ tha~ ea~ comtx)nent plays in

Win, king Tog~er su’~gy; this ,w~,l~_. an ~ wicri~y. We-v~. not necessarily

be~om~ available-

Ft’om a lale~ pm’slx~ve~, w~ nc~d to do the following:
¯ D~vek~ ¯ su-m~gk MIS selm pilr..h as weJl as solution criminal pilch at the d~parm~nt

¯
Build ommut~g, systems inu~gradon, .cusmmi. ".za~n- ~-per~. we ne~t m build a

~ asl as IBMIale~°~EC.than w~ haw x°aay m c°mp~tc successfully with

¯ Build a ~ VAR channel to ~.~h ~smmer~ that our s&les force doesn’t

wplkafions. Develop a mrat~gy to support vey proauc~s ~sucn as ua~eways~
may no~ sell ore’selves.

WHAT MARKETS ARE WE TARGETING?

X 525708
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IOlUtiO~ at ~ ~ level We will actively pursue existing host ~ons to g~t.m~m ,to

Netwe~ VARs who can build custom solutions. W.¢ will also explore the pos~.’bi:li. "ty of

m~seme~a to Wovide ~ m marts mese somuom into mese marr~.

help eustomm identify soluams mat will mee: specmc une ot ousmess neeas to neap anve

WHO ARE THE MAJOR COMPETITORS?

a~ IBM PROF$ and DEC All-in-L Host solutions have typw.a~y m¢lu~, capal~_~ ties su

dzvekqnnau tools ~, we~ While usas ini .~ny. used znntns~s ~, conne~ m me~..~mce
systtmt tolution~ PCs now .tg~o_ un_t_fi~r_ a.st#cant petce..nta .ge o.f the nodes. It..~ ..
mitm~ that ~~y ,m ~ ~ ot ~r~ ~ to me ~..cet .~ now. ~ .moy
l~ inert, ~, use only the workgroup .coml~men. t O-�. ¢-nmu. e~tenoarmg etc.) o~

The popularity of P~s and ~ LANs ~ .si _gn__~ .~nfly w..~ed. ~ hold ,of host ~v~c~.
C~m~n. are no longer willing m use..meat ~,~ m tmnmm emutanon mme~to co e~..~
expeamve host based solutions. In addiuon, PC LAN based .w~k.gr0uP px~..ucts pro~oe
euim" to use, femm~ rich, in-expensive solutions that ~ now ~ mte .gra~. mm the host
solmims, rambling at least PC based wmkgmups to uagrate to mese somuons.

sc~ vendom have reacted by moving meir so+uti .ms.. to c~ieau~’v~..aTc~~ su.L~,ning
1~ andpc LANt Pduz examples are pmdu~_ ~ IBM Officevmon, rw r~eww.ave
~ and NewWave based pmdu~ such as AT&T .Rhapsody. and N.CR .c~e~_ti.on.
The approach taken by most office systems vender can be characterized as fotlows:

¯ Climu/Serv~" A.-r, hitectm~ on PC tANs
¯ Supp~ fro’most majm" deslaops with f~cus on GUI desktops

¯ Off~ Shell
¯ B-mm~

¯ Dmaba~access X 525709
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¯ Workflow Automation

IBM’$ foray into PC LAN environment With OfficeVision has so far not been very
mccessfuL The high memory req~ts, the failure of OS/2 to gain significant market
sha~ and delays in product delivery has essential caused the system to be a fa~ur¢. IBM’s
plato to licease Lores Notes and co:Mail are clear indications of their failure. DEC, on the

focu~ oe a Windows desk-rap providing access to ~ Time Management, Docum~t
Libr~y Services eW. oe tbe VAX. In sddifion, they will be supporting other desk~ops such

DEC’s main s~gth lies in i~ Mail and en~rpfise netwm’king reputation. Other
o0mpc~iu~e~ u’~ will have ~ lm~mcc include HP NewWave Off’w.� and NewWave
based ofl~:e solutions. NCR Cooperation is being recognized by Office analys~s as the
mo~ vompl~ solution on ~he mark~ However, these solutions are rdiam upon HP
N~wWave which hasn~ gouen much ISV suppor~ so far.

On ~he PC fr~m~, ~he two main thrca~ we face are Lores and Word Perfect Lotus has
~ d~ irdflafive by annotmcing i~s Workin£ Together swategy. They arc considered
fl~ ie~ding wofl~roup applications v~.do~ ~ products like Notes and co:MaiL We
believe fl~u No~ will form the basis of their Office soluten by incorporating Workflow
and Documem ~ features. The IBM endv~sement has also given th~n a

~ o~. t.~. w~’ ~s btfilding WP Of~� which will provide a nice low to middle end
sv/tmon (for now) for DOS, Windows and Mac platforms. WP also recently announced its
pl~s to develop a docummt library solution.

We ~ the mo~ significant fluca~ we face overall is Lores. They are a flu’eat to both our
~licafio~.and .systems. craggy (given ~ work with IBM on OS/@ estended services).

w~m otes m fl~ Wvdcgronp application ~ They ~re aggressively pmmcting their
W_..~king Togvfl~ swal~-gy and there is evidence that cuswmcrs ~re reacting very positively
to.t~s ~. Lores claims 80 of tbe top FS00 accounts are ufing Notes and a 100 are
~ cc’.MaiL They have d~e, ioped a strong sa/es channel to ~ d~ir produc~s including a
dedicated Lores sa~ force, VARs and ~he IBM ~ales fete in the furore. As a counter-
balance, we will be looking at DEC to be a swa~gie parmer so ~hat we can fill out our

g 525710
WHAT ARE THE KEY BATTLEGROUNDS? CONFIDENTIAL
¯ Line of leading business applications: Applications are obviously key to

¯ providing a compl.~te Offu~ solution. The Apps support for APIs provided by the
Otfice. platform will enable us to su~y promote our Office platform.

¯ Multi-platform ~upport: Ideally our customers will want support for all their key
computing platforms. All of our key �ompefitot~ are developing products that address
~alllaff~ key PC plalfoems, Othe~ such as WP and DEC are addressing Unix and VMSp crm$ are well We have to dete~nine whether we should address all the PC

~7"~ or focus on Windows and win by delivering the best of breed applications for
¯ Comprehensive suite of workgroup services: Most Office vendors are

assembling a suite of workgroup services. We will be less competitive if our offering is
limited only to Mail and Calendaring/Scheduling,

’MS Cot~f!~ntial ***Draft*** 8129/91
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¯ Enterprise-wide architecture: The large FS00 accounts want to be assurcd that ou~
m~ileclm~ ~an handlc ~ wide-area ~ w~.’th user popuIadon$ in the w.ns of
thousands. I~ sddilion, ~o be �ompetitive with products ~ Notes v~ need m support

¯ Cmmecflvlty to other Office Ptsfforms: Gateways to o~h~r Offi~ platforms ~r~

¯ Esme ot Pr~ty: The case with which compares can develop solutions

ct~omer needs. Products like Not~ have become succmsfu] because departments have
bern Mile ~o dm, eJop custom solutions and have not had to rely on MIS ~o deliver the
solutions.

¯ $tqflng standards: We need Io be successfuJ in setting standards for key

helping the cusa:m~ building ~ solutions and g,’pporfing ~he, m.
¯ V~dor �oufld~ee: A~ mentioned e,,adier, c~ don’t drink of MS a~ an Officc

~ nsfl~irVe~lor. They feel mm~ cvm6xtable thinking of IBM and DISC i~ d.is n~Ic

X 525711
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