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Summary Revenae:
Ayg | Ay %ol | FYR2QU FY92QU %of {YTD | YID | %of
Account Budget | Actual | Aug | Budget | Actual | FY Q1] Budget | Actual | YTD
Acer 0 0 - 0 150,000 | - 0 150,000 | -
Autocomputer} 0 0 - Q 0 - 0 0 -
CAF 0 43,542 - 0 0542 |- 0 3542 |-
Chaplet 0 0 - 0 0 - 0 0 -
Chicony 0 0 - 0 0 - 0 0 -
Copam 0 0 - 0 0 - 0 0 -
Datatech 0 24,470 . 5313 | 24470 | 461% | 5313 | 24470 | 461%
Lyi-cheng 0 0 - 0 0 - 0 0 .
Mitac 0 0 - 0 0 - 0 0 -
Modern 0 0 - 0 0 - 0 0 .
Mustek 0 0 - 0 0 - 0 0 .
PCU - 0 200,000 < | - 0 200,000 | - 0 200,000 | -
Plus& Plus |0 0 - 0 0 . 0 0 .
Quanta 0 0 . 0 0 - 0 0 .
Sampo 0 0 - [] 0 - 0 0 .
Tatung 125,000 | 0 0% 125,000 { 0 0% 125,000 { O 0%
Twinhead 0 0 . 0 0 - 0 [ 5
Otbher 0 0 - 0 0 - 0 0 .
Total 125,000 | 268,012 | 214% 213 [ 418,012 | 321% | 130313 | 418,012 | 321%

This month we closed a pew small OEM PCU add received $200K revenue for their DOS + Windows license.
Therefore, we exceed budget for this mosth. , However, we will put more cifort to again beat the most
important month of the quarter, September, with some more new accouats.
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Rolling Three Months Forecast By Account OONF'DEN-”AL

Account Sep Oct Nov

Acer 2,046,393 0 0

ARC 100,000 0 0

ARCHE . 456,250 0 0

Autocomputer 270,000 0 0

CAF 192,000 0 0

Chaplet 68,750 0 0

Chicony 199,000 0 0

Copam 631,375 ° 0 0

Datatech 640,000 0 0

Lyi-Cheng 276,250 0 Q

Mitac 562,500 ° (1} 0

Modern 365,000 0 0

Mustck 56,000 o] 0

Quanta 28,125 (o 0 -

Sampo 100,000 0 0

Tatung 368,750 0 0

Twinhcad 537,000 0 0 - \

Total 6,497,393 0 0 MSCO';%AI D]'E]NZI.BISABLB J
NOLUGI?0
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New Agrecments
Account Preduct Comments
PCU MS-DOS , Windows | 5K for DOS, 5K for Windows at $47- & $48- asw sgreeme
Amend #4, extends to 12-31-1991
Copam Windows Amend #1 for Chinese Windows
Mustek DOS/Windows Amend #6 for Chincee Windows
Mitac DOS/Windows Amend #2 for Chinese Windows
DTK Windows
'

[ AP Y i

UPB Reduction Plax: OOMCINTy

Acxy
(1) Since Acer used up all their DOS UPBs, I will nat report any DOS UPB reduction plas from now on.

(2) Windows UPB: In spite of Acer improving their Windows ship rate, we still expect to bave about $1.5M
Win 3 propaid ket over for Acer's Windows licease. According to their present ship rate, an extension of 6
months for the license will use up their UPBs. Or, if Acer is willing to sign a 3-year Windows Leense with us,
we will 1et them apply whatever they bave left from their Windows license.

Account Summary:

Acer i

- Acer bas used up their $2.5M DOS UPB in 5 months. This is much better than our estimation of 9 months.
So, we expect to receive an extra S1SM reveoue from Acer this year. Besides this, Acer signed up the Works
contract with us at the commitment of $30K/year and $10.00/systemn with the condition that Acer will spend
$150,000.00 for promotion for MS Works.

- Since Acer has signed up the Windows Works with Spinnaker, we invited the Product Manager of WinWorks
10 have a solo presentation 10 Acer and 1o convince Acer that Microsoft could provide much better software
that Spinnaker could.

- My key effort for this account for the next 6 months will be (1) Converting Acer's DOS and Windows license
to 3-ycar and per-processor license, (2) Watch their Multimedia and Pea developmest status, and (3) Conclude
the Multimedia license with Acer before December 31, 1991,

Autocomputer
Nothing new to report.
HIGHLY
CAF (Fontex)
nothing new to report. CONF'DENT‘AL
Copam

- Windows agreement exteasion was made to 12/931/91, with the same commitment for the 5 months left
($50K /year). This means we will get two payments (9/91 & 12/91) before starting another new agreement.

- They have seat two people o attead the Pen Win Seminar being beld in Redmond on 8/15/91. Their near
future plan is to conceatrate on portables, such as the handheld, Pen-based PCs, etc.

- They are committed to MS WinWorks and arc ready to sign up $10K for France market first. Agreement is
on the way for their signature.

Arche
This account is transferred from US domestic to TC smoothly and successfully. I believe TC will provide them
with better service in the future because their base is in Taiwan, and they are happy about the transler.

Chicoay -
No major issue to report (or this month.

Chaplet
No major issuc to report this month.

XNOLO6U71

MS-PCA 1178534
CONFIDENTIAL

]



DTK
They have confideacs to ship over 250K units with their bareborm/system product. Tiqi!lelb-adelphn
to cogvert to full system provider afier two years. We will plaa a strategy om bow (o
i ,..l
b thTIhL

accouat, and to also Jet them keep following MS product wins.

Lyi-Cheng M
Mlnpuudhunmth,mocdxhwpmdmn‘hppdwmwmmnw
(Monlyme)wthcyhmrgum 1t is sulfering the “attack” from MS Spen Jor selllag finished good
to Iavestronics, canseinh Lyi-Cheng not to get POs from this company. This is e of the major reasons that
Lyi-Cheng has delayed their payment to TC, and the major products affected arc Windows and Works.

Mitac

Since Windows shipment bas increased for the past three quarters, I am confident there will be no UPB
problem whea the DOS/Windows agreement expires at the of end of 9/91, and I will also start to negotiate a
per-processor deal with them.

Modern

This notcbook only manufacturer bas suffered from a shipment shortage for the past six months and faces
financial problems. One big business group is coming into and geting major finance control oves the company
by investing money (over 80% share), and 50 we believe this account will be healthier for the next 6 moaths.

Mustek
Chinese Windows is amended for their Taiwan domestic market !

Plus & Plus (ARC)
We have proposed to terminate the license relationship with them. It is pending final decision.

Quanta

- They are doing very well in the notebook business, but, are dedicated in the OEM business only. This will not
be a major customer for Microsoft in the near future, but, we still want to prevent losing them to DRI

- They are very serious about Pen based computing. 1 bave arranged two of their key people to attend the Pes
Conference in Redmond. T have their verbal commitment that they will follow Microsolt's Pea computing
instead of GO's.

Sampo

Wialabs, Sampo's OEM customer, is licensing products directly from MS and wont take MS product from
Sampo in the future. : H'GHLY

Tatung CONFIDENTIAL

It scems to me that Tatung is commilting themselves to be Packard Bell's mapufacturer, but not for their own
name brand promotion. However, good news is that they are quite interested in our Multimedia Windows.
With their consumer clectronic expericace, I hope they can make use of their past experience and come up with
some design wins.

Twinhead

Twinhead has just lost one major OEM account, EMI, and may need another 6 months to recover from the
loss. Also, the hesvy inventory for notebook materials makes Twinhead very tight on cashflow, and therelore,
they are very hesitatant in commitling to ,any new technology now due to the lesson they learned from the
notebook business. They have shown strong interest in Pen Windows and MM Windows, but 1 do not think
they will be a first tier customer for Microsolt.

Key Objectives in September

1. Arrange for the Pen Win group from Redmond Lo visit Copam and Mitac.

2. Start to negotiate per-processor/3 ycar deal with OEM accounts like Copam, Mitac and DTK.

3. Sign up Works for Windows 3.0 agrecmeat with Copam. ive €28 €peege
4. Continue sclling Windows apps (WinWorks) 1o OEM:s. N0LYGI72
5. Watch closcly Lyi-Cheng and Modcrn of their financial condition (o ensure on-time payment to MS.

6. Work with Acer 10 study the possihility of changing their license to & per-processor deal.
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