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.. " Introduction

' We‘ul:bn rack for a very suceessfol yﬂ.r in FY97, driven by Win32 momentum, Windows NT Server and
BackOffice revenus grewrh, and 2 siccsssfil Office 97 launch and desktop applications growth, We are achicving
exceptional profitability, and excellént performance acroas the castomer units and PSS. s

L  But major competitive obstagics and challeages fie in front of us for FY 98. The Network Computer (NC} and the
D e Javs operating enviroament ~ led by Sun, Oracle, IBM, and Netscape — is making 2 big push to displace Windows.
.. Corel is spending pxgressively agninsi Office and has met some success in smal business and retail. Lotus Notes is

outflanking Exchange in many customer segments and is benefitiog from IBM"s corporate might: Oracle has
quickly focused on Windows and appears 1o be outseiling SQL Server on the NT platforas. While Novell is down,

ﬂeymnmmmdhzngoeddiremym technology.

h - To win against this tongh eompetition, we must drive beaithy growth in our “traditional businessas™ {Windows, -
T © Office, Wiidows NT) and crush the NCthreat At the same time, we must favest i and position curselves to be the
“premier platform for butiness applications development, and drive the use of SQL and Exthange as the k=v bujlding
blocks. We nyax win the bastle for Intranet and Inzernet applications. . ‘

. Tod.sﬁvqonlh'ismte. ﬂmdpos:mm tres for funure oppornmities, we will be adding beadcount for
> .W-e;rbunﬁqlnqvﬁppﬂﬂﬁmwcmermwm%cthIndUni:gdeve!npcrs_'

. mmmamuumwﬁvhgminmcmmlTin&mucnu'e,mdastlwpIaz&unfnr
putcﬁnomq:'uneofmmm.appﬂaﬁnm(tom T .
->.w.hmmeiﬁhiy;iewsasmsjmmuaroammummavmmmmm )
parmners and cussomss in this space. -~ .

> We will exiead our acesiint coversge to companiss with greater than 1,000 PC-s. This ksvesmaen in “breadih

. LORG#™, suppormed by the developmen: of sohitica provider parmess and sructured sales cycle, will efiminare
K Lo -~Wevgm_ipam_oﬁmnmﬁmnt&anropmm&mmcoﬁpﬁ&wpm(sw..ma;um
R Notes) and build strength with custom spplication firms amd 1SPs. We will achicve strong reach and frequency
: - N mem(VAP’:). - . -
N -lw,m&uwmmmmmmeanweehmpa&ivechailmp:‘ahudotu:.Ti;e
o h;tpca:oﬂbpmminnmmrﬁgsmn':mmmcwnfmmumfmﬁviﬁu, .
", . ‘aod measirements. They are fiwther refined and described in the appropriste customer anit memos, In this memo,
.wn'l!lan-ngmM@noﬁh-mmmmempedﬂwﬂﬂlmaeimdwwmfwm&

" Rosa Garcia, Craig Bruys, and Lor) Moors prepared sxientive contrioutions 1 this memo, :‘:"05;’1,']'395 AL
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EXH!TT No.i

n mFioomn

Plaintiff's Exhibit MS-CCPMDL 000000
CONFIDENTIAL
5971

Comes V. Microsoft

MS-PCAIA 5006110




s marketing-efforts are focused on them.
“Paul Ma;i;:'s memo will overvicw the product group invesment i cur platform. In FY98, we will incodtice

Selling the Platform
Windows is facing kS bigzest competitive threat singe inception. If the NC i successful, it will mean a catastrophic

downside in Windows revenue, our server business, cur tools business, and our applications business - j.e. NC's
threaten thie heart and the body $f Gt company. This.is more than Justan OS battle. This is abour Windows clients,
Windows servers, Windows tools, and Windows applications. If MicrosoR lechnology is relegated into “yesterday's

“technology” in licw of the Java cpercting environment and Java apps, MicrosoR loses.

thar drive bottoms-up demand: end-users (IEU's), developers, sad IT professionals. We are making evangelisin o
the influentiali a high priority in FY98 and we'If include specific merics in the business reviews as g W2y to.ensure

versions of the Windows NT Server platform. These help us more cifecaively package our technologies for the
néeds of custoumers segments: small busipess,, departmental usage, and the dernands of the Rargest enterprises.. Bur
the core praducrs we must promole and sell remain the same: the Windaws cllens, Office, Windows NT Server,

-The Customar Scenarios and Our Competition
" Customers ami' pmnﬂ: emake it'clewr to us that we tnust do a better job tailoring our message for any given customer

scenario. ‘We must seil the entire Microsoft platform as a competitive advantage, incorprars Toral Cost of
Ownership (TCO) and Total Value of Qwmership (TVO) messages in every sale, and promote partners that have
developed services and sofutions on, ox with our pxtform that address our customers’ poeds,

mehkm;oucmuwrmmmmmm Ler’s Took at the key scenarios and our competitive challeages.

The NC thraas, the desire of Sim 2ad Oracte % promaalgare. Usix, the desire of Novell o transition to netwarking -

::mmommmmmdamumnuamlgy provider-for IT infrastructyre, Customers will be

" rehirrant 1o change. The iantgration of our plasform - unified directory, security, application tet-up and

 their existing investments are critica) £ success. - We must ciearly

L dembnsuate dur sdvanteges, srticulste the cost savings and inereased value through the use of our products,

Personat Productivity. Our success with Office 97 reqeires that we move mdmﬁﬁasnitphﬁ»m and
: mmmwmwmhnobgiunﬁuwmm'Wemmennvinuamomm
: ; : h&nuqaaadfwieﬁondhy.udlhﬁm«nbcmlhdwhﬂe

o al30 jeverags NC interest; and protots “thia cient” productiviry.

o Cﬁ&qd;uSyﬁmc@ﬁmep'mmiuhumwm Iiladdiﬁon,piucyeorﬁ:mesmmimn‘nr

' reveoue seam and short ter growth, Customer inetia prevesti our customérs from realizing the productivity

gains thity could achieve by upgrading 1o a 32bit spplication. We must clearly demonsirate the excitement and

) '-"mmwmmmalwpmwmbrmmwmmdmm them pick the right .
sotution for their aceds (Office Fro, Office $BE, Home Esscntial, Works, erc.). .
I ' i MSV 11696
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Communicatioss. [E-maikis the fastest growing application category i both the business and consumer segments,

.~ Intemes and intranet publishing is-exploding. We face tough competition in this market.- Lotus is offesing strong
" products with Eotiis Notes and Oomine, crearing a dangerous bridge berween moil, workgroup and Intzmes
" ‘publishing and using their well-known high-end groupware capebilities to cover a POOr messaging system. They are

alspachieving great suceess with LORGS, MORGs, and developers. Netseape ks using its browser leadership and
server producty to drive revenye from the enterprise. In addition, they will try 1o convert their consumer browser

.~ share into subsuantial revenye swearh with Communicator. )
" Microsoft will address this market with [E 4.0 a5 the base fice client. We will use Outlook Express (included in [E.

4.0) 1o amack Netseape Communicaor. Qutlook will be the elient with high value-add features. such as offline
support, better views, customization and richer authoring services.. Exchange and [15 will be our recommended

‘infrastruciure. If the client needs io develop workflow applications or. high-end groupware apps, you need 1o add

" SQl. o the platforn 1ad recommend Visual Basic s _
© mustiedl thie full Microsoft plstform 25 au advantage sgeinst ur competitors aod &y to avoid direct Exchange

the programming development tool Remember that you'

vs. Notes tonfrontation for business applicatfony.

. Operations ~ Line of Business Applications. Our largest new revenue opportunity will come from selling the
*, placform for line of businéss applications. The new ADCL group will
. bengfits.of using our toots, SQL and tha NT plarform to a broad set of

. sustomer application developers. SQL-Server inust become the prefared dambase server 1o be successful 2gainst

assume a leadership role in evangelizing the
developers inctuding solution developers and
Oracle.. ~ -

Total Oracle database licenses revenus will grow about 30% in FY97 to $2B. Oracle has mare than 50% NT
database server shart this year. Their soength with consubting, vertical applications, Unix support and scalability .

.- : put ther in an enviable position with the 7000 LORGs thev manage. Taey mave akage field sales ream with a
" swong focus on Solution Developers and vestical industries and they run more than 30% of uzi-s shrorah developers. -
" They.are being very oggressive in ranping up a distribution chazne! to cover the SMORG market ov mring

recryit and train our Sofution vatm

It is kmpearive thes we convince sohition deveiopers o port their applications to our platform and joindy market
these solutions 10 our.enterprise accoumus. Wcmcmmimaaisplymdconﬁsunﬂybyinﬁsny,bym
castomes size and by business process, all the available schuions froms our Solution Developer partners 5o that o

I .customers have breadth and depth of application choices on ovr platform. ‘OCU must build a channel t 2llow SDs
" to diszibute their apps. Toward this end, recruiting Oracic’s parwers is 3 top priority. E .

" Data'Avalysis. We cin hielp our cussoitrs get the right data working together to make bewer-edueased decisions.
- Tom&gkmmmmﬂlmhammmemdhgot&nmgmm

architecrire and technology. hr@ga&qmdm@omnﬁmtw:ﬂﬁs}inl@dﬂbtodﬂhuﬁnhgmdm .

'vm

MS wil adidresi this market usiog SQL of the backend, IS for publishing and ExcelAccess for Soat-end aalysis,

. " technical base. Before the impleentation of this wechno , we will fice some technical difficultics in meeting afl
.7 our enterprises” expecmaions, For this reason, we need 1o 2 '
., sérvice packages for designing iﬁﬁdrpquhgdaammguquiddymah competition.

"Kaowledge Databases. These s the sysiemis ha allow the compauty to meke every piece of knowledge available

work with partoera such-as Digital i create comprehensive

in 50 casy way 10 every efmployes that needs it. They maximize the effectiveness ofnu'ning.rmqqundnlﬁ

" processes. Exampks incude Self-Service Online Loarning, Fochnical Ksiowledge Bases (e.g., PSS
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&
- Internet Edectronic Commerce. By FY2000, business-to-business wansactions should grow by a factor of 100 and
oniine retail sales are expected  soar tenfold. This creates an immense opportunity 1o have our platform software
“* -, support this e-commesce tidal wave Our softwart will provide online vendors with fraud-resistant ways 1o handle
© . sverything from dispatching goods online to serting eredit card ransactions via BackOffice links to basks. Shoppers
. will b able o buy things by wansmilting.an encrypied digital ID, ' '

" We have made some progress, panicularly with standards, by working with companies such as Verisign (services to
, prove merchanv/shopper idenitities online), asd MasterCard and Visd (SET sandards). In FY 98, we will kaunch our
internet server that il include Merchant Seryer, but that is only the begianing. We will leverage ADCU to leom
more about product needs, and to work with par custiners and parmers in developer e-commerce solutioqs.

o : N.nn-“'ic‘rrk Usage. As more beople m;\mdlhe world use z Pé_fo[ non-work pw-pésn_s. Mlm;soﬂ has'asa goalto
- provide the most satisfying comipater experierices.at home and at school.  The coinsumer software miariet has
“‘evolved s a highly Faginented and ficancially challsnging business for all vendors. Each consumer category hay it
+-own unique set of comipetitors: Intuit, IBMY Worid Book, Disacy, Logiteeh, Electronic Ars, CUC and others that
oo by region. We need to best them 2H with great products, focused and leveragrd marketing, and great channel
V;@ilesp‘edﬁcucﬁcsﬁﬁ-l-virymmiam:omm tactics inchude: .
* . Aggressively push Windowy/TE and DAD products, parricularly to influential end-users (EEU), 2nd in K-12 and
.. ¢ - 's Out-execur competition in gaining remil présence, particularly during the holiday season where we have the
. »  Credte end-user and chansiel excitement around the launch of key new products (Memphis, Home Essentals,
T * selected IMD and CID products) . . . . : )
© . = iviake supply chain management & success - get in-siock on the key tities and ehsre replenishment, Respond
. quickly fo changes in demand. . - . : .
L Aside &bmlﬁemmwigh'mwmpmmﬁqmshmudspmdﬁmwngmeonourcorr.ouline
. ompmmsmmuumfummcw,mmc,usmW} )

" .Resources - .
-7 As we evolve our strategic direction and tictics %o better respond 1o the marketplace, we nust remember we do ot
.~ - bave unlimited resources ~we néed lo focus them on.strategic fimcrions in every subsidiary. You should redeploy
"+ - 1%+ of your résources (some subsidisries will be able 10 redeploy ay-much a5 5%) and discuss your redeployment
- . effor during the FY98 scrub-presenuation. A3 méndoned earijer, we will invest in sales and marketing headcount
so.that wé can get ready to address pew businesses, pew-technology, and covernew customers/channels. [have
. : ¢ Expansion —new beadcount in countries with more than 40% growth. ) -
:#  Géographic Growth — more eities In established geGgraphies. =
.= Bruitk LORG focws ~ discussed in ECU memo. '
.  Application Developer Castomer Usnit' - discussed in ADCU memo. . .
. o -*New Technology Areas —he hesdeount here will be to cover major sechnology sreas such ag e-commerca, .
».  Fartner Coverage — for the fow subsidiaries dha belicve that they do not bave enough headoount to coverthe .
-7 - valnesadded pertner chansiel (VAP"Y or what StrveB sometimes call FOO-VARS), or reaching cut 1o cistom
application deveiopers and ISP”S, or competitive partoer recruitment. Our OCU channel development iy s great
lngmdumit,Mhn{nmuﬁgwswmmmdemh-?dhquwcy_mhhrVAP:mdm&u
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T ik

Goals

I, Achieve revenve goals .

-

] e m&mmmmm&kdmﬁ& . -
L2 Ach ' o
" .= Evéry sobsidiary will geta P&L targer From theis regional management. As SteveB shared with us at the

Overalt FG revenue should-grow at least 15%. BSD growth will lead at 45%+. DAD shouid grow 10%+
in most countries, PSD revenue will drop off i many countries, but the decline should be no more than

2% .

*We expect. PC grovth of about 17%, and we would expect OEM revenuemgl:owax that rare or a linje

beiter, We will be more aggressive in the Windows NTW bundling, and some of our apps bundling

Mc—pmﬂigonb .
w«uwueawomm.umwwmmmmmmma.pmwummum
WW responsibility margin to decline by more than one point. Youmustinvsthhyuza;mngero;
tﬁcfuﬂchtmmm-ﬂnﬁemcmidmﬁfyinmbushmplaumoﬁmmm«

" - costsaving that help further our new invesmments.

Tatget efficiency gains in opermting expenacs. Someugimmhstmupehavedoneagoodjobwhﬂe

Improve marketing cificiency. Mariceting as 3 % of net revenues will remain about the same in most

. counirics, but develop masiceting tactics that achieve more for your mopey.

Target MCS to brenkeven with 10% irvestment hours.. _
PSS. Nfamtain fat seppiort cost % Impcqwﬁ:qmﬁryofmicefwhymmu.mdbmwempectmis ,
investment o be offSct Wwith cost reducrions due o increased acceptance of self-help, product

other regions mus start joining in.

.+ 3. Win.against the Network Computer — Selt the Windows piatform.

Leverage our evaigelion efforts & reach & significant percentage of, and wis the héarts 20d minds of
influsniial-end vyery (TEUTY), developers, 224 IT professionals. Drive teir eathusiasm for Windows,

’ Oﬁal«_l‘l‘.mdwdcvebmeuphﬁom Build your database and ser meaics for contact through

combination of broad-reach evesits 2nd seminars.

* ' Drive WinJZ peaetration of installed base 1o §5%+.

.
[ ]

.

Page 5

" Drive Windpws NT server share 1o S0%+

Succeasfubly lauach [E'4.0 and Mempliis aod create end-uscr and shaanel exciternent. Increase Windows
sales throush retiil to at least 35% of Windows FG.

"-Achieve 51% total IE share acyoss platforms (Windows, M:qUnkjl'Gﬂmmdepbym&tmgud
30% IIS deployroent share in the ECT accounts. Poblish many significant design wins and references,

mmwmmmrm,mw.wwmmg VAPs,

: and develop s woridwide business exceeding $50M. )
hm_m&wﬁabmummmcmmmm merketing of the

Wmmm”wﬂuﬁmntmywmmwh’myﬁm:mmu“

g mmmxsnﬁmﬁmbinﬂmﬂ.mdum and discocurage adoption of NC's,-. .
Grow Office business and market shary - o
. Maintain or grow share by all markets,

mwm‘ﬁwﬁmmmwﬂmms@sm AMW

: mm@.mummm:muuscmuornymmmaep;mmm

- (of which Inalf or more should be: .
Dﬁv-upOﬁcenme.}cfc&rmRGsmﬁsoRGa Levmethc:\f'n\l’eﬁompdﬁnupm

sumber of active resellers and incyease DSP application bundles.

" Defend our Office business from Corel at retail. Reverse any share losses. bcrease productivity tevenue
p&pmm.'-mﬂmﬁmﬁ#aw«mhwwmmyMawﬂ:bh : )
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- Success Factors’ N o :
‘ Competitive focus. Wihnmﬂc@cﬁpﬁmm@wmdmﬂmdmmmplwﬁ Among the things

are tpping to. defiver products and services, and the amount of marketing dollars they are
© . adopt their best practices, learn from their mistakes, atack their weaknesses and forcs them to react,

5. Win'with SQL Server and Ex:bpngc. and development partners

Reverse our SQL shate losses, and achitve 60% unit share. Strive to achieve 60%+ revenue growth and
- 20% amach rage, but for tevenme planning purposcs will be more conservative (40% revenue growth and 10-
{5% attach rate to NTS), ‘
*  Target Exchange revenue grovwth of 40%+.
o Win 75%+ of Exchange messaging infrastructure bandes in ECU accounts, Drive deployments and achjeve
33% of ECU desktops licensed, and 20%+ deployment. -
Pimtob_!smvmemﬂoflm,hﬁmmuhmzmm-&cmmmmgam
of VI++ in Java markes, secure 35% primary usagé share for VB in professional tools market, and increase
. VianlSmdio.toarlusImn{mmmkmmmewme‘MSDNsubscx‘ipﬁonbm )
* . Grow your SQL development partners. Reéruit top Oracle partiers. Build these relationships such tsat
"2 0% of Selution Developers view Micyosoft is 3 betier parmer than Oracle or [BM.
« - Grow your Exchangs parmers for thessaging deploymenss and applicotion development. Recnuirtop Loms
" Notes partners. Evangeliza Exchange as an applications platform such that 30% of Notes SD</Business
* Partners ship astive Exehange spplicaticns by FY 2000.
Evangelize the Windows & Back Office architecture such that 75% of Depth SDs and 50% of Breadth SDs
adopt ail of its components for their key applications by FY2000, )

8. [Interactive media tithes; 2nd geraing and [npwt devices

= Tier L'counmies should show IMD revenue growth.of at least 20%, and higher in thase countries with
greawr than 20% market growth :
Gmu‘wmuandshauhmmmu&dkeybouﬂhmhmpuﬁmh{ywithdaeﬁmﬂhmeuour
FPP prices decline ~ and grow revenne o games input devices. Hardware division revenue should grow
20%+ (excluding Actimares, a real wild card that is hard 1o forecast). . )
Grow our Encarta business i leadirg share whers we have localized the product . i
_Promotie high-potentia) games and exablish Mitrosoft as the leading games vendor, as this is ths largest
- 'product category in the consumer market and the one with the most repeat purchase
* . Other priorities will vary by r=gien based on localiztion decisions comtumunicated 1 you market-bv.
7. Extend customer satisfaction )
C e R.eveq:anyﬂippagehmmmbﬁcﬁm-mrmeﬂ%mom«uﬁsﬁcﬁmlmbfw&ec

. wmmmaMnhm:moEmcpﬂdoﬂjm

*  Achieve premier customer sitisfaction of $0% very satisfied,

. MMEWMMMumMMMlS%MMMeruwmm

somewhat satisfied. Incieass MCS Customer satisfaction by 10% over FYD7..

-

-

umhowuﬁewwmnmﬂndmmmomg, m&mhmm.ummy

. m'mblh-miummdu'zmmgmnempnpﬁm&mhnmwm

iﬁmm&mwnmm&&nprvamhhmm Serting up the processes and approach to

- . improve this situstion is 2 top pricrity for Steves. if successful, it will help drive exrly adoption, shuze, sales,
'. m:&mmﬁmi«.-h&mmmmma;mwmmwmmyow

form, suthorship 2nd sudience for information and tralning materials,

.jw,uédmmmhe'lhewopq!mcmm
;- W've takeny steps in the right direction with.[nfobass 97 and Micyosaft.com, but much more must be dons if we ars

Hmnymmwmgthmmymmmlemqulywwumnmnd s
) .o MSV 11900
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- Efficienacy. . We need to minimize buresutracy and ensure that all actions are designed to have 2 direct impact on the
Customers, partners of competitors at whim they are directed. We need o continue shating mformation, resources,
and procedures so we gain efficiencics. Before you sant budgeting for the next FY, please check all your’

S proczdiares and actions, address the root eauses of inefficiency, and advise us of changes at Corporate in prder to

S help you guin efficiency. The less tinie we spend on bureaucracy, the more Lime we can spend in contact with

oo Partoers. Anomaputwaymhmweﬂicimcyis:ocupleourpmrs\mworkwimusinaddmi.iing the
- *-  broad range of eustomers and their nceds. We need 1o make sure that we have done 2 great job in knowledge
transfer, it parmers &m articulate our strategy, that the quality of their customer cire meets our standard, and thar
*" their services exceed (or at least meet) customers” expeerations. T
Customer cire. 'We are commibied 10 conatinving improvements in customer service ii every deparment. ECUS has
. developed a pian-to increase customer oyalty by measuring and increasing sarisfacrion. PSS noted peoblems in
m.mammm.mmmm,mm;emmgwmumm;mu
Satisfaction’ MCS is zargeting an increase in client saticfaction. Parmer satsfaction requires similar attention.
el T " ;  People. We must be able to attract, develop, and keep great people. Have hiring plans to being in great recruits,
B " pardculary sechnical wlent; this is critical for MCS, SE, ADCU and Chuster 4 PSS groups. Have sound -
davelopment plans for our people tat balance business needs with employee developrent goals. And 1o keep our
.. - great people, make Microsoft an ontstanding and fim place to work. T .o

Success in FY98- ,
s Wemu-hw exceptional people around the globe. Their talent and relationships with our customers and

. pasmers are the foundation of our success. Thank you for your herd work and leadership. Inspiring our people to”
. build on this foundarion will lead to-firther success in FY98, .

v

. ., Tlook forsand 1o secing you s the WWSMb and hoseing you for our Global Sainmis in Orlando, Flrida USA.

ERE.
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", CUSTOMER UNIT FOCUS, AGTIVITIES, & MEASUREMENTS

OEET ASH -

TYUNIQLINGD

Cusiomer Entity) Licenssl.  Drive Activiiles M-a'uijm;-an‘ls
: . | T} ) A,
Chsiom | 3} mps Evwls, Exce, EPM, 35C, ISBSPIT senes, Deslgn Wins; Comact rench -
i Enlerprise SP recruit : DoviSems . - . ) . .
Cm.‘. Mm-m,:l:;?[?kpﬁ Calks, ] SSCISD5P,1T sems, Dmgu Wins, 'Eommiuufx .
MO i, Bulk DI, 58, Dot Seinl, T [ RESCHPon ¥ Porincs: :
+ phowc), Build DE, SORG Cumtegers, fay mkn."
. . n‘.
axsochation speeches, Amil-pimcy, = il
- m.’ R vt -, M ot
PiF ] iln;t.nencmmohlmm Win sishuy, Share,
. ks cally Teacly
£ (T3 Omhh?.:ej g, Muli-acd, . o ' status, Share,
i onlact repch
Eﬁmf R NA [15 LORO oalls - EMASM'&SD
Reall wygl, FU eyemis (Roee wscs gronp, PCY Share In-cock, SturerSK D
License | K1 act mgl Refemal server, Exec Desiza wim Sione
evenit )
MOLF | DMAEMIE Gcense, Dol DO license, Cudd DB | Breadih reachifreg, 1T ¥ signed up, Cuniacts reached
. . .
License I:Immp.Mlanp Win slatus ‘
oeugh Elcense | 1.3 soci mpt, Bxec MDA Siaray, spbs St
OEM beus DSP , tmuil, DSP mgl, M:EUE Freq'ol purchase, ¥ customess”
. Moitor s:Ming, AP
|57 a— FFF ' g OMAM, Do , IE: Conacts mnaled of 3oy
[ | Advenbiog, EMTM, Dwid DD, Dovt oz e sitenders, Visual Sisndio
sades, MCSTYs
FPF Advenilsing, DMEM, Deild DD, Devt sama, PR Sem anéndees, ¥ Dy
- Sales
Advenasing, DMEM, IiR) DR, 1T sems, FR Sem ahcaders, MCPs
(NTS/SE)
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