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Workstarions vs PCs

L INTRODUCTION

WemMglwmthﬂﬂcwMMMlmomehm
and among our OBM customers. Ons key issus which sveryoas who looks at this problem discovers
&t 50me point or another is that Sun’s present business is not the traditions) PC market. Al oas level
thisiaobviou.butwhmi&cowdowntode:idinghowtowmpﬂowi&mdwdiﬂ'e:wouinthdr
current epprosch generats a lot of confusicn. Don‘!woneed(obmtmkﬁdcnoﬂuiu?hlusc
what is important or is it UNDX? Do our OEMs need direct sales?

The clearest axampie was Carl's mail the other day that started by saying thas we are facing o
waorkstation threat rather than & RISC threat. Although I largely agres with Carl's proposed actions,
udbeﬁevnhehomdmdnhisi&we.ld:inxv.humuumyohhn‘umioﬂtmdmdmpb-
thero is more than ons threat, 1od it is easy for us or our OBMs w get confused. We need to be very
clear on the distinction betwean the markets and what the real threat is.

The challenge is all about Sun - they are the real sasmy. Unfortunasely that has become & poiat of
confusion. In particular, we must distiaguish between the following goais:

A. Prevent Sua from attracting our present end user customers. Sun clearly hat a goal of
coming after our present custamer bass, or at least in having the SPARC world as & whole do
s0. We must taks steps internally to our market (0 make it immuns o this threat, Although
Ihhilphnndhlermofmﬁmlmul&withudm,owommmmmv:wm
fall long before end users do.

B. Compete with Sana for their present and near term customers. This means going after
particular set of customers in a particular fashion, aod is drivea by looking at Sun's cwrrent
actics,

These are got mutually exclusive, and it might cvea be possible to achieve both of them with one
strategy, but in general they are utterly different and we have o keep them straight.,

Our efforts 1o creats & RISC PC have beea focussed primasily o plan A. Compaq, o the other
haad, has gotten interested in B, in part because they are worried about bow to do plaa A wichout
hurting their preseat mariet. Recsot email here at Microsoft.about promotiag 486 machines as
“business workstations® is aimed st plan B (but with aa eye toward assisting A).

Wo need 1o have & strategy in both cases. This is true both in plaaning our owa product line up, aad

sl @0 being able to articulate both strategies 1o our OEM customers. As events progress they will .
become increasingly confused aver what to do, aad this oaly plays into Sug's bands.

GO LI TAL
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Workstations vs PCs

2. MARKET COMPARISON

The most salient poiats of distinction between the two markets aro as follows:

Workstations PCs
175K machine/year run rate. This is for the 12 million machine/year run rate - of binary
largest binsry compatible standard.’ competible machines.

Direct sales - Workstations today am & “top
down" decision.

Retail/indirect distribution. PCs bave been a
"bottom up" phenomeas.

High marging - There is 00 clone competition
yet.

Low margins - eaforced by competition from 3rd
tier cloae veadors.

Bigh growth. Buyers are instailing workstations
for new tasks.

Lower growth, PCs are more mature, mors
upgrades than new adoption.

Bought as system - Workstations sales almost
always include servers and desktops.

Bought piecameal. The Lan is usually bought
from a sepanate vendor.

Seaall set of ISVs with niche products. This is
mainly focussed on engineering and techaical
areas, with few horizontal apps.

Broad set of ISVs with horizontal applications.
This is focussed on persanal productivity and
individuals.

No good software distribution channel. Today
it is a mix of direct sales and VARs and what
amounts to mail order from the Catalyst catalog.
Plans for CD Rom distribution in the future.

Strong indirect distribution channel for binary
applieation software. Application vendors in the
PC market do not typically bave to have direct

sales forces, and can easily get mass distribution.

UNIX - This is perceived as a “real 08", with
virtual memory, mnltitasking etc. In some cases
it also benefits from s “standards’ and openness
message.

Windows & Dos - This mean 80 virtual memory,
multitasking. Windows 3.0 actually corrects
maost of thess (NT fixes the rest) but there is s
perception of weakness.

One primary vendor. Sun is workiog bard to
create the infrastructure to allow clones.

Large base of manufacturers - This is eaabled
by a well established infrastructure which
includes compsaies like Intel, Chips &
Technologies and of course Microsoft.

RISC price/performance. This is due to 2 mix
of newer technclogy and the open processot
business modal.

x86 price/performance. The PC world is based
on an aging, closed processor which is technically
obsolete.

Powerful desktop machine. Like a PC, with hi-
res graphics, & big monitor & more RAM.

Nice desktop machine. Like s workstation with
worse graphics & less RAM.

2/26/9211:13 AM

M ICROSOFTC ONFIDEITIAL

X019579 FAoes

MS-PCA 1113857
CONFIDENTIAL

\

)



Worksgations vs PCs

2.1.  Sun’s Strategy
Our present understanding of Sun's overall strategy is as follows:

Stay the course with direct sales and the conventional UNIX workstation market. They
will rely on their present approsch as the mainstream core of their basiness for the pext two
years. The growth rate is large, and they can comfortably use this to finance their assanit on
otber markets, and give them eaough time to get the pieces in place. The key miche markets
that they will axploit are techaical workstations and software development within
corporstions. This will broaden to cover an increasingly large set of customers, but it is a
wmistaks to think that this approach is the timit of Sun's ambition. They will gladly take on
retail distribution whea they have the picces i place to be successful st it. The market they
milk today is a convenient stepping stons, but not an eod wnto itself.

Experiment with other channels. This will occur through limited test cases such as their
deal with Micro Ago, and through SPARC clone companies such as Northgste, Compuadd
and athers who are expendable missicnaries in new markets.

Build an arsenal of ISY support. They do not bave & sufficient set of desktop productivity
applications 10 really threaten PCs for cootrol of mainstream office computing, but they get
more support every day. Their present growth rate even withowt having such apps will take
them 30 300K - 500K units/year rua rate within the pext year to 18 months, which looks
attractive to ISVe. In sddition, there is the offect of being the gumber two platform.
Everybody does some development on the aumber two platform, for incrementsl reveaue,
stretegic bedge and so forth. Dos has been qumber one for a loag time. For & while, the
pumber two spot was taken by the Macintosh, then for a while it was OS/2. We are in a0
enormous danger right now of baving SPARC be gumber two and Windows be oumber one.
Since ISV support is cumulative and Sun is looking for critics! mass, baving them in number
two is terrible for us - we must try to get one of our platforms (such as Windows on RISC) to
be number two, and SPARC to be third or less.

Serve as & focal point for rancor with Intel and Microsoft. Many people in the industry
are jealous of our success - this includes ISVs, OEMs and others. They also hate latel for
much the same set of reascas. [BM's role in the market is also a point against the PC world,
although leas direct than Intel and us. Sun is the beneficiary of all of this becauss they offer
s brand new world. The old saying sbout the *devil you know being better than the devil
you doa't" does pot seam to impress many people.

Once they are ready, make & major push on the PC market. Within the next two years
they will be in an excellent position to directly assail PCs with widespread reuil distribution
of both machines and binary software packages. [a early 1992 they will be selling at the
300K - 500K machinos per year run rate, will bave s critical mass set of major applications,
and they will bave & commanding price/performance lesd oa the x86. Nots that Sun is
playing u loag term bet, and they can afford to wait uotil the time is ripe.

This all assumes their present lovel of industry support. The eadorsement of major players in the PC
market might accalerate things.
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Workstations vs PCs

Nohihﬂtbem;yAboveisNOTuimdubtingingRISCinm!hePCmrket-mhﬁililuyin;lo
grow the workstation market to the eame volume levels, 1nd the same distribution methods as PCs.
This is & critical distinction. Smhquﬁngtpnnﬂdwoﬂdmlhal’c&ndumy.inmmem
way as the Macintosh is & panllel wordd to IBM compatibie PCa. It is oot » high ead PC, but rather a
now beast which has some key diffecentiating features.

Thoo(hubythingwmuisdulufuuSuilwmd.tedieisun-theymmmiadwu
strategy of mpid expansion and ao sssault on the PC customer base. They bave taken the step W build
& clons market, Md:inwmmletdmmennt'muuuwhninlniebeodmu.wmhuﬁononly
company. LMing;ﬁmﬂhofdmvmmin&oymnndumdmwgiuwdw
onlywlythlymuneomeonuhndhtohveiln'muhleexmiurynm‘kuexpmion(o
compensats, myhuuknmhbegudtbuvmuyilmw;w- we can couat on them to
soc it through to the death.

22. Fundamental Issues

ﬁowﬁwuhblacovmmypoin«thﬂpophniuabmﬂhmm:keu. 1f you step back
and look at the really fundamental issues it boils down to some very simple points.

We have the ISVs and a binary software distribution channel. This is tremendously
important if you want to sddsess the mainstresm office productivity market. Sun is working
at hard as thoy can to fix this shortcoming. 1t is the single largest thing holding them back
ﬁvmhmm-wyyujum't-n&nmmmbMof!hnhingu
PC is used for. This is trus regurdless of price, who sold you the mschine, or other factors.
Although distribution, OEM support aad other thiags are crucial, ISVs are key. Sua is
nhudybtﬁldingluof&oo&uhﬁmmw(donaﬁu.mﬂm)-inmwh
ready and in part to influence ISVs.

- Wehave the bulk of the end users. This is a vitslly importaot thing to remember, but
people seem to forget this afl the time - from s raw pumbers point of view, Sun wants our
market 8 hell of & lot more than we want theirs. If tomorrow every existing Sun user throw
out his machine and bought & PC with Windows, we would scarcely be able t tell from our
mmnﬁm-mrmuldourOEM‘uuunllllonhcvotummmonuonhm
Our kind of volume is the pot of gold that motivates Sun to make some very risky moves,
such aa bringing on clones (which could burt margias). PC OEMs that look at the
wothmionmrketumoppomnityshouldhnphnindms\mimlﬁluyingtotmn
!heirmkumuyfmmwmitiswdlyinordetblminPC-!ihvolmluvds.

RISC gives thera a superior technical base. Over time, ISVs can take tho 2X or more
perfomncudvmngemnslmwiumtnvondmmitimeompemngmdmfwum
that we will be unable 10 match with the x86 world. The truly dasgerous thing is that it
involves s change to the binary software compatibility standard. It is tricky for us to take
sdvantage of RISC, and transfer ous existing momeatum because it means we cannot rely on
compatibility - which has been our biggest streagth. This is true for our software, and aiso
true for our OEM» who have sxisting businesses to protect.

In the *first order” spproximation, nothing else matters. In this sense we are facing a “RISC threat” -
it is the only ome of the points listed in the comparison tabls above which ia the loag rus is dramatic
esough that it could break gur current momeatum with ISVs. This may sound extreme, but 1 think it

I !_’_“,."-‘.':'\ [
Ui N T AL
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Workstations vs PCs

is the sccurate loag lerm view.  There are many other factors which will need to be coasidered once
you dive into the problecs, but this is the key.

At the sme time, it is important to recogniza that it is a long term issue. [f we loss badly enough in
the short term, we may nevec get to roll oul the loag term solution. We certainly must work to
address the short lerm issues, but without & long term strategy we are sunk. Siace the loog term plan
takes & very loag time to reach fruition we must stast it at once.

Given this view, Mmmufwmilvuydm-ﬁnd-wywmmuhm strength
10 a platform which includes RISC, and thus deay Sun the one crucial point of differeqtiation which
caonot be addressed with incremental near term moves. This is another way to phrase plan A
discussed in the introduction - prevent Sun from taking over our market. The plan of record for
doing this is based on the following idess:

Leverage Windows. We will use the Windows API implemented oa lop of NT to be the
bridge for ISVs, sad make it easy to port & Windoww application to RISC .

Position RISC as a high end personal computer. This is oue of the key goals of the Power
PC approach - unify the RISC platform with the x86 product line and make them appear o
be part of a continuous spectrum.

Tantalize ISVs. Tba other koy thrust in Power PC is to create » platform (for both x86 and
RISC) which gives them some very interesting now capabilities. The goal is to make Power
PCs (of both instruction sets) tho favored platform for innovation.

Use our existing OEMs to create a standard. This has had very mixed success because
some of our OEMs, like Compaq are not comfortable in the inhereatly risky rols of o
innovator. Nevertheless, we must try to use our influeacs in the industry as a weapon (0
offutmﬁcuhnSmi:waynbudofuinmyoﬁutm(mfmphdomdm:ﬁu
el :

Nots that this says nothing about competing With Sun in their presens market, or adopting their
present tactics because that is not our primary goal. It is a fins secopdary goal, but we must first
strengthen the PC industry against sn impendiog assult from Sua. This means changiog the
instruction et and establishing a new binary standard, which is s big eaough undertaking that we
must move oa it st once.

There are scvoral ixnmdi-neorolhrismchopoinuhato\xmm‘yi:nocnump(mgonh«
Sun's preseat masket or tactics:

Market streagth by itself is not enough. We caanot keep Sua away by just making
Windows o X86 even more populer. That would still leave Sun with enough poiats of
differentistion (particularly RISC) that they can coatinue to gain momeatum. The anslogy
we've used in the past is that po amouat of strength in ths character mode PC market could
have stopped the Mac. The only thing which might have worked would bave been the ability
to deay the Mac it's key poiat of diffsretiation from othes PCs - which was GUIL,

O URITIA|

~ S
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Workstations vs PCs

We do not have to stop Sun ISV activity in order to win. Some people (including those at
Compag) get coafused that we have to shut off ISVs from going to Sun. We don't have to
do that, becauss We are ahead and will win a tie. In the short term we must make sure that
1SVs funnel some of the Window 3 momentum toward RISC by making it s small
incremeatsl investment. In the long term we must make sure that the next set of “killer
appa® that really exploits RISC performance is not 8 Sun only phenomena. Every new
successful machine has been established oa the streogth of one (or a mere handful) of killer
apps, sad we mmst make sure that SPARC does not sniguely get an edge over us in this way.

We do pot have (o be point for point competitive. Ous commeat that has coms up a lot is
whether we can *compets sgainst UNIX with Windows" or similar direct comparisons. In
thicphmofwsmugywmnotuyiuwww&dimuyndl-inmdwamtryiu .
t0 ead run the competition by making our own cuarket stronges. It is asking the question the
wrong way asound - it is they that are coming sftar us. We want to put them in the position
of saying "bow can we compets with Windows using UNIX, especially now that Windows
includes RISC?®. The answer We want them to come up with is that they probably can beat
us in the small, nichs oriented, UNTX-loviog masket they own today and not in ous mass
market.

Hurting Sun sales is not enough. Oue dangerous illusion is that through efforts liks plan B,
wo can slow down or stop Sun. This ignores the fact that Sun is making s long term bet oo
the validity of RISC technology, and short term issues are not going to effect them, unless
they are severe enough to actually bankrupt them. They will stick to their curreat market,
keep making some monry, and gather ISVs uader the banner of piatform peutrality and RISC
pecformance. As the performance gap with 286 widens, and some killer apps are written
which exploit it, they will bave their chance. A good analogy is Microsoft application
a.megytobdonGUI-itwunlongmmmvevﬁidnbﬂonmhg:fnndamnlwﬁixm
shift in the technology 10 advance agsinst entreached competition. Hurting Sun’s present
marks! is a Jot like Lotus beating up cn Multiplaa - it was irrelevant to Jazz (their early shot
at GUT) and later on was irrelevant in fighting Bxcel.

Obviously we would {iks to make our existing market super strong, stop all Sun ISV activity and beat
them across the board op every feature. It is important to remember that our strategy is not so fragile
that we aeed each of these in order lo win.

The time scals on which we do this is also important. Altbough ths fundamental issus is & long term
oue, that does not belie say lack of urgeacy. We need to establish a new binary standard, which is &
bell of a hard thing to do. Precisely becauss of its long term importance, it also takes s long tims W
take cffoct. We are also way behind Sun, who put their platform out four years ago.

2.3.  Second Order Effects

Assuming that we bave a strategy to deal with the fundameatal issues, there reraains the question of
what'to do about the shorter term tactics, and how we or our OEMs caa “take the battle to the egemy*
by adopting one level or another of plan B - competing with Sun. Tbere are soveral reasons for doing
this:

Give Sun some grief in their bome territory. This is mainly interesting as aa indirect way
10 slow them down aod delay or prevent their entry into our market.

o~ ,-.u-._.-,‘!_\.l"“
i-x(.‘\‘:‘-'.‘.“t;: AR Rl

2/26/92 11:13 AM M ICROSOFT C ONFIDENTIAL . Paces
X0155738

MS-PCA 1113861 )
CONFIDENTIAL |




Workstations vs PCs

Make UNIX continue to Jook confused. One of their points which is anathems to us is
UNIX. This has beeg a mixed biessing for them becanse UNIX is plagued with
fragmentaticn and confusion. Anythiumuwmdotomﬁmthtmdaﬁﬁnhelps
us.

Leara any interesting tricks for our own market. The fact that Sua can sell 175K
tmits/year without a lot of the key benefits PC bave is an interesting fact that might belp our
OEMs with incremental sales.

Prevent Sun from gaining general mindshare. A much more important issue thag burtng
their sales in their home market is stopping the stream of good news which fosters s general
impression of wild, monotogic success. As an example, the PC industry must be seen as
having a long tarm future, and 0ot simply be  interim stage until we can all afford powerful
SPARCstations.

Tt cannot be stressed coough that theso goals, bowever gics, are got sufficient by theaselves. Unless
we could KU Sun or M UNIX outright there is no way for Microsoft or the PC industry to win by
taking these approaches alope. It is highly ualikely that we or any of our OBMs could Idll Sua at thie
point by trying to compets on their bome turf. Even if one or more of our customers could do so, if
they didn't o it with a platform that we are involved in (such as soms kind of UNIX), we would just
a3 bad off, We'd replace “Sun® with another name. If a PC company out-SPARCed Sun, or MIPS
suddenly took all of Sun's market, or IBM RIOS came out of nowhere and wiped them out, thea

Apmuymm'duwﬁﬁngmwmumundnmw“fnadnmfromtbenew

victor. The oaly Iongmmhapeishgulplnfomwhichwaconm)mwin.udthnmeuuNT
Windows.

Looking st the market comparison, there are & pumber of points in Sun's favor which we, or the PC
industry, could exploit: '

Direct vs indirect sales. Sun is able to reach some corporate customers which cannot buy 2
similar package of goods and services from PC vendors because they bave a direct sales
force. One can make an argument that ss corporats buying decisions become more “lop
down® and centralized, and systetms increasing involve networks and total systems sales, that
ope neecis a direct sales force to campete.

Selling the whole system, including the network. This is another area where the bulk of
tbe PC industry has not dano & good job to date, but Sun bas. Part of this is a packaging
issue (UNIX inciades most networking featuros), part is ssles and distribution and part of it
ispmdua\iu(goodmpponfordhbeudu\aopmmhimdminfm. security
features).

UNIX is a requirement for a segment of the market. This is becsuse thers are a number of
specialized applications which are ooly found there, or it is the prefarred development
eovironment for many people because of training and backgrouad.

Sun machines are a good value versus PCs. This is particularly true in having a lot of
RAM, performaace and graphics resolution. Most PC configurations do not compete in this
domaip, aod if you do sat up & PC which does, it is much more expensive. Wo could
certainly put our best foot forward and creste both price competition and correct the
perception that PCs are weak compared to SPARCstations.

o~ H,)-;! 1-.‘- ‘T )
'u'«,):.‘i z-.,.._i‘( l Ve
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Workstations vs PCs

TbeﬁmtwpohurullymanthuthuuotbeuholdingupMend. This is exactly the ares
where they bave traditionally been strong, and the market to whick 05/2 Extended Edition was
aimed. annumberofobviouﬂmﬁmthdrmdm(mnosniw.tnonuch
nlimonhodhsadtydemsuc).buuhuemnunterofdmﬂui:iuinthogoﬂ:.

Xtilcauinlypoaibloiomhnwloh“mem(hddhgmnmd)md
compele bead to head with Sua. This means using a direct sales force, aod having the right product
picces - but you could do this using existing prodacts off the shelf. It is just a marketing and
packaging issue. Tdeally IBM and others will stast to do this.

nhmwlhtoffollylobelievetbuthhilm'smotdmuinthingwehnve(ofeu-. Tho
direct sales force was necossary whea they sold $40K systems which had littls third party software.
NowmnhcysellSsxtymmitumvmbulonguyonullabmehohhmauum. The
tndit.ioulMmmudmﬁmwwmdolﬁs»&mwuisstiﬂnpaworfu\wolnd
Sun has used it like otbers have in the past - no better or worse. If this was thie sole issue, [BM would
have flattened the whole issue years ago, and they are still the ooes to emulats if you wast to go about
this - not Sun. Sun will continue o do the familisr thing asd rely on direct sales uptil they have theis
-atogedur-whiehwuuofme.unoﬁnﬂlhﬁmndnocoftumugbmirdputylsv
mmponmmehlymmtppulmhhndutofpmplewbuyw'n\uﬁm'inthr'msz\pn
Egﬂdnhrhnndmgbmhs“mmmupnmbqu At that point Sun
will do retail, and what ever otber channels make sense,

UNIX is another issue which can be a red berring. 1t is the universal choice for machines that have
no applications - people in school fearn how to write for UNIX, academics (an important part of the
worbuﬁmm:hu.especilllyintheuﬂydnyl).mditw&eobviwuppmchforhudwmsm
w-mmmmumwomnﬁmm-mmﬂmmmmmp
proprietary system from scratch. ltisvcrymy!ofocgetthﬂdneompmythﬂladmeworhuﬁon
industry for many years, and who oaly receatly slipped into second place (largely because they did
ot have RISC and lost to the SPARC’s price/performance) did mot uss UNIX, and did ia fact write s
proprietary operating systam (Apollo Domain). Apollo bas s UNIX mapping layer that works predty
well, but they still use Domain as their base.

‘l‘hisisnotnnmmpnoﬁdiwlem,b\ai\ilimmtmkeeplhinglinperspdive. There are
customars that really do nsed UNIX, cither because they need features that it bas, or for other
reasoos. Nevertheless, it is not the source of Sun's streagth, snd OEMs who think that they need it in
ordar 10 compete with Sun are almost certainly fooling themselves. The market that really needs
UNIX already has it - Sun’s market expansion is largely to compapies and customers which aro
outsids of the traditional scientific and engineering user, or government user who really does want
UNTX. Udless you are after the Sun installed base, or the installed base of other nodom
workstations (which in toto is far smalier than Sua today), thea UNIX in and of itself is oot really the
hard requirement that it appears (o be. It is very ironic that at the very time that Sun is trying to get
ISVs from the PC and Mac worlds so that they can break our of the traditional UNIX mold, other
people look from the cutside and think that UNIX is a key ingredient.

In genenl, trying (o enter the market st this stage 10 try aod beat Sun by competing bead to bead with
them with UNIX is a sucker's game. Sun is (oo far ahead, and 100 much in coatrol of the key UNIX
etandands to make it viable. Mini companies with an existing sales forcs might seil soms to loyal
sccounts ss a defeasive action to keep Sus out, but they are not going to take a significant chunk out
of Sun's hide. In flailing about, endorsing UNIX, endorsing RISC etc, they will only play into Sun's
hands.

S T eI
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Workstations vs PCs

Finally, there is the issus of the hardware capabilities. Sun has achisved the image of power and
technology. Mofﬁsishudmmﬁawhywwbnﬂmmudmhn
mdge-mwsummumwymmmwy)mm the fastest machine

m.mwmowmﬁﬁmwwmmm One thing that is
imqutingisdmmdemhnmtriedtneompdeinthnu‘moﬁh.imuiuﬁonbyhvingl
uahiuwtidxmulimISVJindnwly!hnthPCwin.ormoﬂmudhedidwhm'uwu
introduced (it was pale in comparison). SPARCstations arc fast and have more RAM and resolution,
but they are pot very interesting in other ways. This conld well change in the future, but for aow Sun
means power aad technology - not innovatioa.

3 WHAT To DO

Our direct action plans are cootained elsewhers, and [ do not want Lo just repeat everything bere.
Here are some brief summaries which condense the key steps.

3.1. "Business Workstation" Market

This is name that Iotel has come up with to describe a tactical shoct term respanse to Sun using x86
machines. Lots of email hss been seut about this receatly, but here are the key steps:

Define & "flagship® 486 machine coafiguration for 1991. This awust be something which
OEMs can rapidly assemble and market to end sers ax & Sun competitor, aad has a bot
Windows machine.

Create a catch all name and slogan for these machines. The recent suggestion of the "4
Plus® machine is & good ons (486 + 4 meg RAM + 40 meg HD + *4h" generation
display...). The nams muss be applicable to machines from Compag and IBM set for fall
releaewhich\vﬂlnmanymlogootum.sondfdnc:ibingmlike4?luil good.

Evangdlize these to OEMs at our October Techmical Briefing, We want to wll peaple that
the 3865X is doing well as the minimum Windows 3 machine, but there is a real opportunity
to push the cool Windows machine.

Ask Intel o be aggressive about pricing the 436 to OEMs that siga up. This heips get
price competition with Sus, and makes the 4 Plus machines sppear mainstream rather than
the extravagant image they bave today because of ridiculous prices.

Cooperate with Intel and OEMs in a marketing mpaign to corporate end users. This
pushes the notioa of & scalable family of Windows 3 machines, pechaps called “tbe business
workstations® lead by the 4 plus machine.

Consider putting together producis 1o support “systema sales”. This means LAN orieated
products. An example is the Workgroup Windows product suggestad a while back which is
optimized for diskless Windows machines. This is much more of & packagiog and marketing
issue than technology, although some work might bave to be doos.
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Worksations vs PCs

Mungemmeomwmblneﬂmmchim!withdkmnks. A feature wise
competitive platform based on x36 machises with Windows and LanMaa (or Novell for that
mw)emddwﬂybepmmuhuudioldbmyofhh:ﬁnmaﬂomthnSmil
attracting. MmplnqofOEMswhowﬂdueMunoppomw, and we should
support them if that is their goal. -

32. Technical Workstation Market

Thilhlugelyumrkuwhichsvniuapmdingmyﬁom.butinthemnﬁuthmuecomniu
likoDEC.HP,IBMnndoM\vhomcommiMblw;mitmththuhndowoftheSun
juggesasut. Some OEMs s0a it 48 an incremental revenus opportunity. In geoersl this is as illusioa,
Sun'umugydo-nounv.nlotofmonfototh«hmphmhx&mmmfcrv/hichit
could work out, ‘The mail order companies who ars planning SPARC clones (Northgate and
Compuadd) for example, have little investment st stake, and might have value to sdd in picoeering &
new chaagel for this type of machine. They can piggyback on Sun's efforts and sell incremental
machines to universities or othes places which bave & Sun network installed but nced some moro cheap
machines.

mmugm«mmmumms\-mmmuw clean sweep. Unless they
organize vecy quickly, the anti-Sun forces will find themselves swamped in the gext year, Headlines
inthnimhstrypmsnyiuthﬁSunbuwbuppedDEC.HP.BMndmdomwpwnm
From the othor pesspactive, most of thess companies are poteatial Power PC OEMs and wo should
channel their Sun hatred toward this cad.

Mnyoflhuawmpcniunominglhpcw«bhlhndwﬁﬁuuthwm.mdmnmonllot
the issucs in the Treods in the Microprocessor Industry document occarring. This is causing them to
organizs, and as long as they are at it, they may as well organizs around a platform which does us
some good. prﬁmyeﬁonwhichoﬁmuinhDEMSISCOpmjmhmbﬁshn
standard UNIX version and clonable hardware platform based oa MIPS.

The steps that we sbould take are:

Negotiate a role in the MIPS/SCO version of UNIX. They are open to this, and we have
several potentisl approaches. It is important that we get s ttaks and some controt in this.

Work with DEC to merge their hardware reference platform with ours. Indicatons are
that they will be open 1o this. This would prevent s peedless fracturing of the MIPS market
and give chip companies a pear term tazpot for making "clos kits® from our ASICs (snd
those of DEC). It also helpa de-emphasiza our role in crestisg & hardware design.

the non-Sus workstation world to sign up. Most of this effort will be dooe by
MIPS (with soma heip from DEC) and by the chip companies who want to sell clope chips.
Onrpﬁvmmppanwinbeimpommloﬁpthhhnuumykey OEMs, such as HP.
This would be announced in the next couple of months, letting the world know that there was

« strong stndard other than Sus.
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Fold the MIPS UNIX based companies into Power PC when it is available. The besic
hardware platform would the same as Power PC (some sdvanced features might need 1o be
sdded). Many Powu?CnppoﬂusﬁﬂmtwmﬁonhmhoﬂhehﬂPSwrksuﬁon
world, buuhacionommnoﬂow:tlhembuw-ywmﬂmdlutbwfhhﬁonguy-
switch to Power PC when the time comes.

33, Power PC

‘l‘hhhlbeoonsmgywlockSunomoflhemimuumPCmu’nl. It is covered elsewhers, but
here is 8 brief description:

Define a set of innovative system features. These include advanced graphics, audio,
minimam RAM configurations etc which are designed for the next gensrution of
applications.

This set is implemented with both R4000 and 436 processors. We supply system software
for each, using the 32 bit Windows APL. This includes new APls and libraries which use the
advanced hardware features. Other system features like the user interface bitmsps and “loak*
are tuned to the graphics (photorealistic shading «c).

Power PC is the high end, ultimate Windows machine. This is its initial positioning - the
top 5% - 10% of the PC industry. Power PC with RISC is the bot pistform for thoss peopls
whohvnndo&owob\vindom-ppmh:ivdyndm‘tmdoldbinlis. Itis
wmemPCwimNSCmuhmmdabmdwmw
family, wuawmempuwmmgmw»mmcm

Leverage Windows ISV support. There is full source compatibility betweea 32 bit
Windows oo x86 and RISC, so that addressing RISC is & seail incremental isvestment. We
dsopmvidenmolmoh(p-udoSzbitmppon)bmhitutymmnfmn16 bit
Windows, snd maintain common source code.
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