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At the executive reweax we spentalotof time on the key competinVe threats to our platiorm. One of the
areas we did not talk as much about is an onto ne threat to our plat orm Slid office leaderthi~ that mans

- throughout the company have recognized for awhile, specifically the collaboratiOn and bro~see areas.
While clearly there is stilt a locus here. I want to raise some of these issues from the sales and rnorketrnC
perspective to provide a forum for debateas we head into the WWSMM arid deterrnure our priorities rot
the next fiscal ear.

30% sh~tcan’:go to our headt
Last year. and before that. we went on a Jilted as wetan the threat to our plarfbrni from Netscape
Navitaror. The developmentteam crankei buil~issga better browser than Netscape.and I was chartered to
build a marketing effort to match. Yusufm and his ream have done a great job. also sot hclp ñ~omjeffi’ Sit

he agreed that a browser share drive was a good idea since the field is not otherwtse ctnttperssat~dfor 12
wius. WW teams kicked in too. We have made terrific proereis. OurWW shareis around30% and
perhaps higher. We havemindshare with developers. ~.fostwebma~ter5do not build a website or intranet
application without factoring in Internet Explorer.

However, what worries me is that many people think we have alreadywon the battle. For all the obviOuS
reasons,such a notion is danterotis and untrue. Netscape share is still tnice ours, It is easier for them to
promote thea~APIs and for that matter their owa or. assuming they alien in key areas. sun’sjava APIs. For
this reasonalonewe need to continue our jilted next year. Browser share needs to remain a key priority for
our field and marketing efforts. Until we have alot snore share it isverydiflictjlt to successfully set
adoption ofournew platform initiatives. It is also worth notingthat while 12 iscrossplatform,its strength..
particularly with IE 4. lies with win3. A suuis.g IE push will help build more excitementandvalue for
Windows against NCs.Javaand our other platform coTnpecltorS.

01’ course Netscape is notstanding still. Theirbrowseris improving with CommunicatOr and though is is
not a spectacularreleaseit is betterthan123 and couldbeavailable3-6 monthsbeforewehave 124.
Moreover.Constellation,if done ighi. will bea fiartherthreat to our leadershipof thedesktop’and extend
Netscape’s influence over UI a~dtkeyAPIs. Netscape wilt want to populate its new APIS in Communicator
and Constellation and so I expect them to be aggressive, Vt another reason that we keep our share drive
and jntensievon the brow~crat the samelevel we have this past year.

Browser morph:to mail
However, the browser hattie in not confined to the browser. The new browser battle includes emaiL Email
is becoming the creation and viewing ofweb pages — ad hoc web page distribution. I author email and will
cresit forms in hauL I tend wtb pages. etc. Consequently, with email, we not only influence the standards
for mail protocols (SM1’P.POl’3. and IMAP) but also standards for content formats.content distribution
and application developmeust.

In addition to the technical tics, entail share will drive browser share and visa versa because the two ire
packaged together. Netscape can help its browser effort by getting people hooked on Netscape Mail and we
can do the ~te with a focus onOutlook Express.

Not surprisingly, email is the fastest growing application category in both the business and consumer
) segments. A couple obey data poiees
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• In the LAN email seomern tall LORO and MORG. anJ : o(SORG ne forecast the numr’c~~‘: i.~:’~

cmail clients to double by the tnd of F’I’OOO. from OppToxImSttt. 76MM to I~5\I. Our n~lle~r~:
mail client share is appr~.vmatel~15°.tcda~.

• Today Internet tn) makes up 32’. of the total erttasl client market This market is edomirtantl~
consumers and SORGs. in this seement. the number of email clients ntIl rutire than tnpk. from
approximately 50MM to 150MM in the same tinieframe. Our share-is approxsmateI~ Q• • toda~.

Any Office suite in the near future will have mail as its core component. As email use becomes more
pervasive in oreantrations. ii ‘viii replace Word (and b extension ornce) as the most critical end user apt’
in oreanizasions. That is already true at manyplaces Uike Micro~cft)Outlook is a key part of she v3}UC

) proposition for Office 97. and this will only increase significantly iii the future.

Netscape and Lotus are successfully driving a value shift in the minds of customers towards the notion of
collaboration, and attacking Use email space where we have low share. tow awareness and no clean
articulated product. markersxss and selling strateev today. Just like the are doing with our platform today.
Netscape will try to use email and the browser as a Trojan horse into the productivity apps axsd workeroup
space.

Ofcourse.Netscape is also usine its browser leadership and serverproducts to try and drive revenue front
the enterprise. In addition, Netscape has a big opportunity to nmt thor consumer browser share into a

substantial revenue stream with Communicator. Convincing consumer users to pay 349 or so for a great
internet mail application with the name Netscape on d will be a lot easier than convincin tare enterprises
to deploy the Netscape infrastructure widekv. I expect Netscape to adapt their ~eg~• to take aelvantate of
this opportunity.

Lotus is leverating their workeroup and email strenath to bridge wcttnroup and web publishing. Both are
attempting cornmoditize the OS and producsivirv app market and change the pLavin~field from
browsing/productivirv en emailieoflaboration. This thseatesss more than Windows as I have discussed. The
threat of continued low mail client share in organizadons and with consumers is that our competitors gain a
foothold on the desktop, where they can switch existing Office to their solution, seall uperades, and
probably most importantly drive server share with a cohesive client-server solution.

To be fair their position and strategy has many boles as welL Netscape Communicator has weaknesses
versus124 and if we do a sood job customers will understand that Communicator is overall less capable
internet/collaboration client than [E and that integrating the browser with the OS solves many user
problems. In addition, today Netttape hiss no productivity story. We also need to communicate that
Netscape is not even in the tame in real collaboration where OffieefE.’tchange and Noses/Domino compete.

Lotus has a confused entail client strategy and we can uy to position them as having no Internet client,
inferior productivity apps, and a solution appropriate only for the high end of the workeroup spectrum,
whereas Office “ Exchazste is a superior departmental collaboration solution.

Nonetheless, it’s critical that we maintain our focus on gaining browser share and add new focus to earn a
lead in email share before Netscape and Lotus can further improve their positions. By doing this we can
thwart Netscape and Lotus arid their threat to ow platform and office leadership. Consequentlywe can.
erow the Office installed base and drive adoption ofstrategic Microsoft standards.

tie ntgdso do -

There are some key sales and marketine efforts, many obvious, that I recommend:
• Browset share needs to bea top priority around the world, Marketing budgets, including mine, should

be budgeted about equal to this year (we art doing a bottom’s up 12 budges now, last year including
some clrg type efforts I was around S69M1,,

• IE 4 should be at the center ofour [Eli focus for FY 9L It is our most exciting end usem’ product this
fiscal year and we ~s use Eta also push Office and Outlook and even NT 5. PfS7 003288
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• Wzndowt inteerariort u an important ss in icr our custOmeTh. \\ e should emphasize n~\~ctnpni;ss i..

have IE as its ioundariort and Outlook Expresi will be the default email clern~ \‘~ can ats~puin tr.~
interest Windows users wilt have in rrnprovemenn to ~ iridows.

• We should do Internet that-c drivel! with the fieli to keep mindth~rcon an area ~hcre the’. are n’t
otherwise compensated for success. -

• Wt need to articulate a coherent and cumpcIlin~collaboration vision, ~nd nave a f~cusedtales torce
armed with tr21nin~.tools und evidenec. Buildiis~ arts pauirrra idea, I recommend an iritranet ia’ II
brn~ecoJune and September with a key goal being use articulation of’our collaboranor ~ts,on aid
directions. We have wea asesses versus Notes today. I assume ‘st fure these out. \~eneed to then
articulate where we are toing.

• ~eriveen Excksanrte and Office with Outlook, I believe we will already have an appropnate tbcus on
enterprise email share. However. we havenofceizs on consumer emailshare. Lets do both and try to
take advantate of a fraamemned market before our competitors do. Specificall>. I recommend sve build
an aegreasve effort to gain email client share in the consumer segtnenL This will require marketing SS
and offort and focus with ISPs, and tinernet influcritlals. Groups like the Internet Customer Unit will
have to sian up to make this a key scsi. Today we don’t really push to get our partners shippmz arid
promoting our mail solutions.

Sumniaty
Thismemoarguer that weneedto continue to moveo~re,arivelyro gain brostsershoreandado marc
intenseeffort, similar to thebrowsereffort, to gainemail clientshare. This ~snecessaryto get platform
adoption arid protect and arow our client and server platform and applications businesses. I make some
specific high level recommendations in that regard. Certainly an important part of this strareav is it’ drive
purchase of revenue generating apps (primarily Office Upgrades. ExcbangeiBaakOffice and SQL~though I
spent no time on this since I have little worry about ow focus here.

)

PtS7 003289
CONFIDENTIAL

TXAG 0002335CONFIDENTIAL

- MS-PCA1542566


