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Worldwide Regional Directors Meeting

~ July 20-22 - Building 17 - Room 3002

Monday, July 20

8:30  Xick-off and Goals of WWRDM SteveB
9:15  Burope Organization and Structure ’ BemardV
10:00 US Organization and Structure e JefiR
10:45  Break

11:00 ROW Organization and Structure Chrissm
11:30 LA Agreements Johnni

" 1:00°  Lunch inroom 17/3008 ‘ ST
2:15  Career Path Development : C Mikemur
3:15  Training - MikeAp
3:45  Break .

4:00  Localization TBD
5:30  Discussion /End

Evening Free ~ No Scheduled Event

Tuesday, July 21

8:30  Interfaces into Product and Service Groups Johncon/Jonre
10:00 Post-Sales Linkage ) Garyglt
10:30 Break - )

10:45  DEC and Microsoft Partnership : JeffR
11:30 OEM Organization and Structure, Issues -+ Joachimk
12:30  Lunch in room 17/3008 :

. 1:45  International Marketing . Jonre
2:45  FY93 Plan / Distribution and Manufacturing Frankga/MikeBro/RayE
345  Break : .
4:00  Intro to Campaigns SteveB
500  Legal: Organization and News . - Billn/Davidcu
5:30  End )

7:080  Cochails and Dinner by Fountain .
' Wednesday, July 22 }w\ @Z/rv

8:00 Windows Campaign . 5 wa M‘(’ Jonl

9:.00 WorkGroup Campaign Danief?

J0:00 Break S

10:15 New Windows Products (Sparta and other) Bradsi

10:45 Office Campaign : Robbieb

11:45 Sotation Provider Campaign JohnNi

12:45 Wrapup/Discussion Steveb

1t15  End

‘us 0133203
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FY’93 OEM Sales Group
Plans and Business Trends

Joachim Kempin
Vice President
July 1992

Agenda

' & FY'92 Accomplishments’
¢ US.Market Trends
+ FY'93 OEM Organization
¢ FY’93 GEM Goals
4 OEM Financials
4+ New Business Graup Review
4 OEM in the Subsidiaries

FY?92 Accomplishments
(OEM Group)

+ Forced DRI to go retail with

DR-DOS 6.0
-4 Laid groundwerk for > 7M.
© MS-Windows sockets in FY93

+ Helped get Works for Windows off
1o an excellent start

4 Breakthrough in Chinese customer
relations (U.S. and oversess)

4 Weathered the Karean FTC
nvestigation

Worldwide Directors Meeting, July 1992 -

MS 0133260
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FY?92 - What We Missed

+ Novell OEM momentum grew
too strang
" 4 Lost too much U.S, applications
business on price
+ Disappointing results in
penetrating conswmer accounts

U.S. Market Trends

4+ 486SX will be the entry system by
end of FY

4 Subnotebooks and hand-held
PC/COMM devices will be the
fastest growing marke segment next
cY .

-4 OEMs are looking for architecture
leadership - our efforts are most
welcome

HIGHLY
CONFIDENTIAL

Product CycIeS

4+ CPU price war

4 Universal motherboards/separate
CPU/cash cards

+ 45-60 days to desigu “new model”

4 Three to six months thne in the
market

¢ Make decision now!
+ Can't wait for market research

Worldwide Directors Meeting, July 1992

MS 0133261
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Mail-order Channel

L3

+

Profitable with 6-10%
(before taxes)

Strength: direct customer access
Usage: to selt '
s Software

> Add-ans

» Addifiona) PCs

Fastest growing segment after the
PC assembler segment

‘House “Brands”

Superstares, mass merchants, large
resellers :

50-60% of sales units within two years
> Computer City - Victor

> CompUsa-Compudyne

» Computerfand - Tricn

Could force brand-name PC

manufacturers to the more aggressive
and ‘pursue mail-order business

Consumer Products

* 449

Apple’s Newton

Pen MS-DOS® Pen Poiut
Wireless COMM-PC
OEM role '

» Repart what you discover
fmmedtately

» Help us shape Micrasoft product
strategy

FlGHLY

CONFIDENTIAL -

Worldwide Directors Meeting, July 1992
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FY’93 OEM Group Goals

s

Exceed budget by 20%
«think $600M

Deny Novell OEM server wins
Trnprove MS end-user experience -
Revive KK OEM momentum

Execute key OEM marketing
programs well :

*

+ &4

Eiééed Budget by 20%

+ Every MS-DOS license Is an
MS-Windows apportunity

4 Add 2M new MS-DOS licensee units

*

No lost WEFW apportunities

<+ Gain ground on Lotus and
Spinneker through & more
aggressive OEM applications policy

+ Galn on Logitech, no losses and new

custowers

HIGHLY

CONFIDENTIAL

Worldwide Directors Meeting, July 1992
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Deny Novell OEM Server
Wins
4+ Promote WQSA campaign
4+ Actively sell NT-LAN Manager
against Novell Unix solutions -
+ Cooperate with OEMs {x more
key industry programs

Improve MS End-User
Experience
4+ Sell regist.raﬁan cardsideaasa

benefit to OEMs

+ Ensure Windows Ready-To-Run
" Isaclear benefit to gnd-users
4+ Solve support issues for

end-users when buying through
- OEMs

Revive KK OEM
Momentum

+ Help ta establish MS-Windows in
Japan .
4 Hire and train the KK OEM team

+ XKeep close tabs on consumer device
developments

HIGHLY
GONFIDENTIAL

Worldwide Directors Meeting, July 1992
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Execute Key OEM
Marketing Programs Well

+ MS registratlon cards In every OEM
Windows box
+ Carry MS-D0S/Windows QEM
prospectlag campalgn into Europe
¢ Acttvely support Windows
. Ready-To-Run campaign
+ Broaden OQEM trade shaw participation

4 Use MS OEM club membership to
improve neeount relatlonships

Worldwide OEM Gross Revenues
10%

FY91 FY92 FY33
Actoal  (Est)  Budpat

Royalty Only Gross Revenue by Product

$5004
& ves

M Other

B Applontions
Hosz

1 LAN Morwger
B Waadowe

| $12:

T

(EaL) Pudget

HIGHLY
CONFIDENTIAL

Worldwide Directors Meeting, July 1992
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UPB as % of Gross Revenue

Vit RS 47 ooy < 3
FYHE  TYRY  FYME PYIL  ry'ss Yyus
: (Zac} Badget

DOEM A/R >60 Days at 5/31/92 °

CUSTOMERS
Royalty $38 Tandon $1.6
Packaged Product 0.2 DAK 0.7
Total - $3.7 (1w $23
FY'9L $53 p1m
Reserve $88

I0EM A/R >90 Days at 5/31/92

CUSTOMERS

Royalty $128 ¢sw) Sanye  $L7
. Copam 17

FY'91 $158 @® Samwmg 15

Modern 09

Reserve  $88 India 09

“$67

HIGHLY
| GONFIDENTIAL

Worldwide Direclors Meeting, July 1992
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New Business Group
Review

+ US.MED program evaluation
4 Trends

+ Key FY*93 goals

4 Prospecting update

MS-DOS “Easy” Distribution
Concept Means Choice for
OEMs

A5G pecopy  FGDOS T 84855
<A5Kly  persystem  Pay-s-yousgo 534+ package costs ¢
Q5Kfy persystam Mincommi2 yrs  $29 + packape costs *

S2SKfY  per systen

wia

Royaity avernge 19
¢ Incl. rep, rights)
per processor Incenlive

sPackage coglss’

~Full produc $£.50
~Sllm product 35

New Business Group

MS-DOS License Structure
% Month Results

“Pay-as-you-ga” 36 (34 Win)
MS-DOS min commit 55 (28 Win)
TOTAL Sigh-upe 141 - (62 Win)

£0% Converts (FG-DOS, gray macket MS-DOS, DRY)

HIGHLY
CONFIDENTIAL

Worldwide Directors Meeting, July 1992
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New Business Group
¥Y’92 Accomplishments

4+ 5112M new min commits booked*
+ $52M recognized revenue

+ Developed 20 named accounts

4+ 449% MS-DOS licenses result in

Windows licenses

*Excludes: “pay-as-yox.x-go” commitment

Making It Easier To Do
Business With Us

4 Dedicated customer -
representative

4 48.hour turnaround from
. Print Northwest

4 Tailored plan

Trends in “PC Assembler”
Segment

+ Buslpess faflures/problems:
> EMI, DAX, MAS, Alloy, Etgo/ACT,
PCPros

+ Piracy with “legltimate™ coples
(BEC, FRL, Z-Nix, etc)

+ Harder fo collect $

4 17% “address change™ (o six months

4+ Fastest growing segment, mait-order
buslness is second

HIGHEY
CONFIDENTIAL

Worldwide Directors Meeting, July 1992
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Key FY’93 Goals

+ Exceed 500K MS-DOS units in
“paked" system sales

4+ Increase Windows licenses of
existing customer base

4 Explore Mouse and EBU
opporiunitiss

Key to Success
For The New Business Group
+ Prospecting

> 15K pames
> Databgse and tracking soffware

> 1H FY93 direct mal} aud advertlsing

campalgn - ready to go
> Clipping service for 16 mel sreas in
place

» Tradeshow exposure (CompuExpo,
Cemdex)

International Roll-Out

4 Based an U.S, experience
4 Databases are being updated
4+ Co-op funds available

HGHLY
CONFIDENTIAL

‘Warldwide Directors Meeting, July 1992
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OEM in the Subsidiaries

¢ Make it easy for customers to do
business with Micresaft

" 4 Create retail sales leads

+ Woarking the OEM mission in your
subsidiary )

Make it Easy To Do
Business with Microsoft

.4 Do aquality job yoursell
~partnership, not errogance
+ Report any bad attitude towards
customers...the OEM log
4 The OEM club program

The OEM Survey

16
6.7 - Current Rating

1

Next year®s goal
8.0

HIGHLY
CONFIDENTIAL -

Worldwide Directors Meeting, July 1992
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OEM Survey Comments

4 “Microsoft gives the industry the
jmpression they are God and expect

all to follaw®

4+ “Customer satisfaction is key to the
Microsoft OEM organization, but

their support from the rest of
Microsoft Is the issues.™

+ “OEM may take quiclk action, but

the perception is the product group
does what znd when they please.”

Create Retail Sales Leads

+ Windows “Ready-To-Run”

" Campaign
4 Registrafion cards and names
4 Pass on business if retail can serve

- betler
4 Know retail programs and offer
them as you sec fit
_ ~ HIGHLY
Create Retail Sales Leads SONFIDENTIAL
* ‘Up?grade business
4 Short-term promotions
4 PCadvertising
Worldwide Directors Meetng, July 1992 MS 0133271
CONFIDENTIAL
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Working The OEM Mission

In Your Subsidiary

+ Always exceed your goals
4 Leverage the “retail” business
¢ Expose other peaple ta our mission

FY’93 Sunimary '

+ Reduce “naked” MS-DOS systems
+ Create Windows Apps Sockets

4 Get Registration Cards in all MS-
DOS/Windows boxes -

+ Beat Novell with WFW

+ Stop Lotus from gaining OEM Apps
marketshare _

4 Explore synergies between Retail
and OEM business

_HIGHEY
CONFIERTIA,

‘Worldwide Directors Mezting, July 1992
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