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SUMMARY

Today Microsoft Windows is viewed by many as the defacto GUI for DOS bascd PCs. And, International
Data Corporation lists the product as the leader, with a 42% sharc, of the PC Windowing Software Market.
However, 2 close examination of Windows® product sales throughout fiscal year 1989 showa slight
downward trend. To combat this trend and increase product sales we have atiempted (o capitalize on
several key changes within the personal computing industry.

*  The migration to GUI on the desktops is becoming a given in large and medium size businesses.
Today's hardware platforms are ideal for supporting Windows and Windows applications.

Momentura in the developer community continues to provide significant growth in the availability of
Windows applications.

*

The trade, OEMs, develapers, and customers are showing renewed interest in the product and sales have
started to strengthen in recent months. However, asa 3.5 yest old product, Windows carries functional
limitations and marketing "baggage* that hobbles its ability to truly achicve critical mass.

L4

Windows baggage

- Perceived as “big and slq\:v' due to poot memory wilization and per{ormance

Lmage as a single application environment from the proliferation of runtime versions and memory
testrictions .

- Low visibility of Windows applications
- Customer uncertainty of Windows versus OS/2 PM positioning

*  Poor usability
- difficult installation
- non-graphical user shell with incomplete functionality
- substandard documentation
- poor interoperability in network environments

-

Lack of key spplications for target moarkets

Microsoft Windows 3.0 addresses the majority of these roadblocks head on, providing the most significant
upgrade to the Windows environment eves made. Coupled with focused marketing programs and the
product’s growing momentum, version 3.0 provides the opportumity 10 solidify Windows® position as'the
graphical windowing environment for the DOS world. Specifically, the long term marketing objective is:
DOS=Windows Muk:ﬁngpmgnmst}mg}undtnmindaofthcfmalymwmwpponthh
objective by focusing on the following activities: g"
*  Impactful introduction of Windows 3.0 iato all sales channels to gain awareness, address objections,
and motivate purchase,
- OEM endorsement and promotion of Windows as the stratcgic eaviroament for DOS systems
Enterprise wide adoption in large and medium size businesses
- Rapid update of the Windows installed base

Establish Windows® viability 2nd counter the realfperecived bamiers to adoption within the ur‘gcl
macketsfaudiences.

Concise communications of Windows position in the marketplace.

MSGC 007751 67
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MARKET OVERVIEW - Situation Analysis

The movement to GUI
Graphical user interfaces (GUIS) have cotne a long way since the Xerox Star and Apple Lisa. Credibility
has been building every since the introduction of the Apple Macintosh in carly 1984. By the end of 1987,

+  The Macintosh had become an accepted professional productivity too! in the Fortune 1000 with large
corporations accounting for a significant percentage of Macintosh sales.

*  The IBM/Microsoft joint announcement of OS/2 with Presentation Manager positioned this GUI o be
the defacto standard of the near future.

»  Microsoft Windows sales were experiencing a strong boost with the enhanced functionality of the 2.0
version of the product and its growing reputation as the "0S/2 Presentation Manager equivalent® for
DOS based systems.

*  And numerous vendors fotm)ly commitied 1o integrate UNIX GUI into their product lines.

For users, software developers, and hardware vendors, the momentum to “go GUI" was onl Today, whiic
some players have taken a back scat in the marketplace, the GUI wrend is approaching critical mass. s

* Currcatly, the Macintosh instalied base is over 2,380,000 units. IDC projects this numbt 10 top
3,447,000 by CY 1989 year end with s run frate of over 870,000 uaits pec yesr.

*  Over 10,000 0S/2 PM SDKs and IBM toolkits and shipped world wide to developers involved in OS2
PM sapplication development. Major vendors such as Lotus Development Corponation, Borland, and
Ashton-Tate have stated their commitment to provide OS2 PM programs in the neas future. -

*  Over 4.5 million licenses of Microsoft Windows have been distributed worldwide to date. And
International Date Corporation estimates an installed base of over 2.5 million.

*  IBM's announcement of Office Vision, their first SAA compatible applications, validates the
movement towards & common uset interface snd eavironment.

*  Even the vasious UNIX camps are leaning towards standardization on cousistent and graphical
NotonlyhsWMmmWhmeGMmommbmhhsubomjoydmmbkmmd

market shate because of the trend. W’mdowsisvicwedbymyuthedcﬁuosmdndGmfonheDOS
platform, and for good reason,

*  The Worldwide Retail run rate for fiscal year 1989 averaged over 36,000 uaits per month. MSC 00775168

*  For this same lime period, end-user sales were accompanied by average monthly shipments of 1060
units of the Windows Software Development Kit (SDK).

*  Over 500 Windows applications arc curtently available meeting horizontai and vertical requirements.
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*  Corporate accounts are showing growing interest in the product not only for users, but as a viable
developrment environrent for internal systems.

Customers no longet question whether 1o sdopt GU, but simply when and how. In focus groups conducted
by Temple, Barker and Sloaue, seniar level decision ruakers from farge businesses were asked about theis
plans for migrating theis organizations to GUL Their tesponse?

* We feel that it’s something we ‘ve got 0 be doing because we think that's where the
world is going to be. And so we pick our places, and we get started, and we get successful

“Destinarions are the same; the journey may be different, but we ‘re all gaing the same way.*

* ] think something like this will évolve, at leasi in our company. And the speed at which it
moves once the first few people get it, as if other people say hey, that's greal I'dlikeic It
sors of catches. It becomes like a sorsof craze .. ."

* We're developing OS2 applications. We're acaually doiﬁ:g the user interface, taking the

existing systems we have now. and adapiing them 1o 6 common Lser a¢cess fype oricntation
using the SAA guidelines. * -

-... in the next five years we 're all going 1o be in the graphical world.”

’

. GUI and DOS !

While the migration to GUI continués to gather momentum, the successes roust be viewed relative w0 the
backdrop of DOS. With an installed base of over 30 million copies (representing 81% of the workstation '
deskiops) and 10,000 plus DOS applications, this character based, single tasking operating caviroameat

still reigns. Thchumanmdo:pnin:iomltducunocbdnngcslowsthemiguﬁonwdwm&ve

operating egvironments. o addition, spplication and system vendors reluctant 1o give up hard won market

share for their DOS products (perhaps until their GUI products are well pasitioned), continue to bolsier the
openating environment and extend its viability to customers.

. *  Large installed bases of character based spplications are continually supported by new releases, -
further wedding the users 10 their current standards. Whyspaldl}wdouaxswmo'lcandmin\seson
awmplaelynew.pphialnppﬁnﬁoawhenmmoocmamhep\shedjualb’n&nhn'l

mmxmtptsthOSextendcxwdmlogynndcoopaaﬁonleum break the 640K barrier — the
tane of the DOS operating system.

The proliferation of task switchers and multitaskers, such as Double DOS and DESQvicw, .&lbws'-
users o obésin fimctionality gains beyond the original design of the bardware or the operaung systcm.

Several other market trends have helpedmbmkduoughthisincﬂiamdascthemis&ionpuhmGUh
hardware platforms, developer momentum.

*

Today's hardware platforms are ideal for GUI environments and graphical based applications. The
§0286 and 80386 based PCs provide the processing power 1o drive large, complex grapbical based
applications. Today, these systems are the entry level in corporate accounts (CAs) and many medum
size businesses. 3

MSC 00775169
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1BM PC & Compatibles: Units shipped (in 1000s) and growth rates tor
1988 and 1389 by CPU class.

Souwrcr emaionsl Data Corporation, 1089

According to Dataquest, approximately 90% of all 80286 based systems and 100% of 80386 based
systerns ship with hard drives. The average memory configuration for 80286s is IMB and over
11,149,000 80286s arc installed with this memory configuration or higher. 808365 average 2MB with

an installed base of 4,795,000 ystems a1 this level or higher. VGA is rapidly eclipsing EGA asthe
video standard.

.

Momeatum in the developer community continues to provide significant growth in the availability of
i GUI applications. Many developers arc cager to take advantage of the new ruarket opportunities and
fearful of being too slow to adapt to new technology (ie. - no one wants to be another VisiCalc). As

noted above, over 500 Windows applications are currently available including offerings in all arcas of

“office automation” - word processing, spreadsheet, DBMS, graphics, communications, email, and
project management

The current Windows product and the marketplace

We have attempted 0 capitalize on the market situation and trends to maintain and even build momentura

for Windows. However, a5 a three and a half year old product Windows continues to CaITy some
“baggage” in terms of market perception.

*  Inthe early days, application selection was very lean. Today, users still perceive Lrmited lpplicztiiz.n
availability. Raising the visibility and viability of the numerous and quality applications that are
available has proved a difficult task for us, and for the ISVs.

The application set, especially in the key OA categories such as word pmcasing.iedswbebtoada
and decper. For eaterprise wide adoption by CAs, one of the key applications categories has been PC
to mainframe communications, especially 3270. Until just recenly, the Windows applications
currently available in this category offered only a subset of the functionality required and the DOS
applications ate cither incompatible with the Windows cnvironment or present atmost insurmountable
usability problems. ‘

We originally positioned Windows as appropriate (of the 8088/86 based PC where performance never
proved acceptable to users. The product still bears the reputation of being big and slow today.

MSC 00775170
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The link with OSf2 Presentation Manager (PM) has been a mixed blessing. 1t's contribution 10 the
GUI momentum has definitely helped build interest in Windows.

" Initially, however, we positioned Windows asa stepping stone 10 OS/2 PM, the strategic platform for
the future. Custoters perceived that Windows was not suategic to us and were therefore reluctant o
make it smategic for themselves, planning instead o move directly to 0572 PM. Unfortunately, several
market faciors have slowed the widespread adoption of OS2 PM. With Windows viewed as von-

strategic and OS/2 PM viewed as not yet viable, rany customers have remained with the atus quo -
DOS.

More recently, Windows has been positioned as a very viable plaform for today and onc that casily
cocxists with OSf2 PM, casing the raigration to the future. The overlap in functiomlity between the ,
two environments, especially with the release of Windows 3.0, supports this positioning. But the

message must be cacefully and concisely delivered to avoid further confusion which could result in
continued inertiz.

The Windows “runtime” has been a necessary evil. Windows applications that include the runtime can
run out of the box and do not depend upon the presence of Windows. This option has allowed ISVs o
market their product with reduced concern for the size of the instalied base of Windows users.

Providing this option free of charge has also assisted us in marketing the Windows eavironment to the
development community.

The runtirue has outlived its ugefulness for Windows and the Windows ISVs. This single spplication
environmest docs not allow users to realize the strong productivity and usabillity benefits of the full
environment (¢.g. - task switching and multitasking, data sharing and exclhange, ewetera). Many

runtime users don't even understand that they do not have the full Windows product. They perecive '
Windows 38 simply the look and feel of a particular application. Hence, the user's motivation to

purchase the complete product is significantly minimized. Windows application sales are affected as

well Without moving to full Windows, the user's motivation 10 purchase additional Windows

applications, over their character based counterparts, is reduced.

The current Windows product carrics a relatively complex installation procedure oa cven standalonc
N PCs. Configunatioa and optimization when networks and/or DOS applications arc igvolved can be
evea more confusing. Novice users ofien give up before even completing installation and never
experience the benefits of the eavironment. Syacmcoardimmwﬂlpmhmddlomhthesym
work, but even they will turn away when faced with changing memory addresses, calculating page
frames with diffcrent switch settings, and chasing elusive petwock incompatibilities.

The effect is twofold. Windows beats the reputation of being incompatible with networks. And, the
tesulting body of Windows users are gencrally the PC market's subset of gurus. In their recent study,
GﬁwMAndmnfmadefMingwnummngdmm
(67%) than among MS-DOS users overall (13%). The Windows promise of delivering the “pext

generation of applications” MleamhM&ofmePCmMWmdaﬂy

adopters. Mmma&ooﬂmﬂxmmmﬂmmﬁﬁaﬂyqﬁw&wmm@m

necessary configuration and optimination requircments. This limited sudience appeal translates

directly to limited product accepance. MSC 00775171
The results? Windows product shipments and sales througbout fiscal year show & slight downward trena.
A number of corporate accounts are showing a rencwed interest in the product and evcn installing
Windows and Windows applications in various departmeats, but enterprise wide adoption is rare.
Currently, none of the OEMs who licensc Windows, strongly promote customer installation and utilization
of the product. There is a legitimate question 3s to how many people teally use the product — moving
Windows from the category of sofiware to “shelfware.”
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Microsoft Windows
Worldwide Retail Unit Sell Througt
CY 1989: Februrary to August

Feb Mar Apr May Jun Jul Aug

Summary .

The following roadblocks are inhibiting widespread adoption of the Windows environment. Enhanced
product funclionality coupled with focused marketing programs are required to overcome these roadblocks
and allow Windows to truly achieve critical mass.

1. Windows baggage:
- poor memory wtilization and performance
- image asa single application eavironment
- low visibility of Windows spplications
- uncertainty of Windows versus OS/2 PM positioning

2. Poor usability:
- difficult insuflation
- non-graphical user shell with incomplete functionality
- substandard documentation
- poor intcroperability in network environments
3. Lack of key applications for target markets
- 3270

- strong word processing contenders
- depth of selection in key OA categories
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Enter Windows 3.0!

Microsoft Windows
Windows environment ever made. Building on the product’s mo

3.0 addresses these roadblocks head on, providing the most significant upgrade 10 the

raentury, version 3.0 will move Windows

from the realm of the power users and carly adopters to the mainsream.

Windows 3.0 exploits the protect mode of the 80286 and 80386 processocs 10 provide more merory

for applications. The Windows 3.0 memory manager provides Windows spplications direct access

extended memory (and virtual memory on 80386 based systems). Multiple mega applications can now

be run simultancously with performance improvements avet the Windows 2.X enviroament. ;

Note: Previous versions of the Windows eavironment have been available in two different products

{or the different processoc environments (Windows/286 and Windows/386). With version 3.0 users
can sill use the Windows environment across a broad range of systems, yet the product is merged into
a single program — Microsoft Windows — that automatically configurcs to take advantage of the

processot type and available memory. Reference the Windows 3.0 Retail Product Bricf for additional
information.

Windaws 3.0 significanty enhances the graphical user interface. On screen visuals feature better
wilization of color a0d sublic design enhancements. The Program Manager, File Manager, and Task
List replace the MS-DOS executive. This exciting new uscr shell provides consistency with 0572
Presentation Manager and presents information in a more graphical, object oriented manner. All

program and filc management tasks can be casily performed in the Windows envirooment, many using
direct manipulation of icons. 7

Windows 3.0 provides improved usability. The new Setup program stays in DOS just long enough to

1oad key Windows files 10 the hard disk. The majority of the program is a very visual, Windows ‘
application (complete with help screens) 1o ease the uset through the installation and into the new
covironment. Onee completed, the user steps into their customized deskiop with a bit of Windows
expericnce already under their belt. Should reconfiguration (of even monitor and keyboards) ever be

necessary, the Setup program may be casily accessed from the Program Manger withowt the need to
teturn to DOS.

Windows® new "network awarcness” provides users with convenient 8c0ess 0 FESOUICEs beyond the
PC on their desk. Setup walks the mathughmb&dxingsmdardnctwrknemwﬁlcmdpﬁm

servers. Monccindemdowenvimmngmsanusﬂywnneamddkwnm&omum
and other network resources as needed.

Corapletely rewritten user documentation features a new organization and exteaded information on
advanced topics. For users preferring to set the documentation aside, on-line help is available inalt
Windows deskiop applications, including the new shefl. We've included this help enginc inthe  *
Windaws SDK, allowing developers to supply consistent, on-fine belp wixhtheinpgliaﬁansaswcll.

Each of the deskiop applications bas undergone a complete user intesface teview gi received genen

cleanup and optimization. Some of the deskaop applications have also received significant .

enhancements to their usability and functionality, MSGC 00775173
Control Pancl now presents configurable items in logical function groups. Each function group is

represented by new icons and, where possible, sclections can be made by direct manipulation
Users no longer 10 need to cdit the cryptic WIN.INI file.

Terminal has expanded to suppont VTS2, VT100, TTY, XKERMIT, XMODEM and additional

Hayes, Multitec, and Trail Blazer modem models. The inclusion of a file transfer program allows
sendjreceive of both text and binary files. A scripting language assists in developing auto-login
routines.
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Painthrush replaces the current paint program and features color, enhanced editing capabilities for
cut/copy, flood and fill, and the zoom mode.

Calculator is now a full featured scientific calcvlator capable of calculations in binary,

octal,
decimal, of hexadecimal. It also carries out stistical operations.

Other minoc changes have slso been rade 1o Calendar, Cardfile, Clock, Microsoft Write, Notepad,

and Reversi. In addition to the Program and File Manager which make up the new Windows shell,
two new desktop applications have been added:

Recorder is a simple macro recorder which captures mouse and keystrokes foc playback.

- Soliaire is an clectronic version of the popular card game. The back of the deck may be
customized for user preference.

Windows 3.0 development tools

To bolster Windows application and driver development, both the SDK and the DDX have been
dramatically improved.

*  The Windows version 3.0 SDK features rewritten documentation s new st of ample source code, and

improved rescurce editing togls. New APIs will allow developers o effectively exploit the color
paletie, new objects, the on-line help engine, etcetera. Key 1o developers, however, will be the pew

protect mode memory model. With ample memory, developers can concentrate on utiliring the new
feature set 1o build visually and functionally rich applications.

*  The Windows version 3.0 DDK is now truly a product. Like the SDK, it has complete documentation
and sample source code. Mdevdopmmlkh,ineombinaﬁonwﬁhthcudﬁwcunﬂchnscslow
Windows product, will help IHVs more rapidly produce high quality device drivers.

The Windows 3.0 product line removes the functional objections hindering product acceptance. Strong
itioning and communications of these features, plus complementary marketing programs will eaable us
to effectively address:

. ThcxoksofDOSIWindowsanAOSIPM.nllowingmas(omndudinwdayonmehﬁaosoﬁcm

¢ Lowvisibility and perceived viability of the Windows applications currently available and the exciting
pew products £00a (o be relcased. -

-

Version 3.0 provides the opportunity to solidify Window's position as the graphical
windowing environment for the DOS world.

1

MSC 00775174
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MARKETING OVERVIEW - Channels

OEM

What better means of delivering the Windows eavironment o the user then integrated with the usee’s new
PC? Such hardware/software bundles would make the GU/Windows decision automatic and transparent
to the uscr. Tt also rerpoves the burdles of incstia and product installation.

Thirty-six OEMs currendy license Windows. While these OEMs are contracunlify obligated to pay fora

minimum commitracnt each year, there is no guarantee that Windows actually ships with each system, or

gets instalied and used. Many OEM accounts are not yet believers in the Windows caviroament and

therefore do not aggressively bundle and promote the product to their customess. Yet OEMs are secking a

means o compete cffectively with the Apple Macintosh and provide some level of valucadded overthe .. .
other PCs available. Windows 3.0 can assist in growing the OEM's competitive advantage.

To leverage the Windows 3.0 opportunity with OEMS we must focus on the following:

+  Obtain Windows licensefbundling agreements with the key OEM “bold outs” (ie. - IBM and
Cormpaq). With all OEMs, make Windows the standard that DOS is today.
*  Encourage all OEMs to aggressively bundle and promote Windows to the best of their ability, (The
best and most straight forward means is to ship Windows preinstalied on the bard drive of their PCs)
As OEMs arc unaccustomed o marketing software, they must be sold on the value-adding benefits of P
Windows as a component of their PC systems.

*  Support Microsoft OEM marketing in assisting OEMs who can use Windows to a competitive
advantage in special marketing situations. Fot example, Zeaith's matketing requirements in the
educational market relative to the Macintosh, ot WANG and AT&T s interest in providing complete
and integrated OA solutions.

While focusing on the above, the following OEM requirements must be cansidered.

* Gmhmn&lwthdrimgeupmidusotwmmpmry.lading-edgeymdm GUlisalso
required to meet Macintosh competition head oa. The new Windows shell provides the level of
visualpess required. ltscous'&eacywithOSRPMdeBM'sCUNSAApmidsmasymigmiou
to future openuting cavironments. ' o .

*  Users are demanding powerful, robust systems. Oﬂdsudn&nnma!mkﬁ‘hcixpmdmbak
good. Windows 3.0 enables users to fully exploit power built into today's systems. -

0775175

MsGC 0

Microsoft Sales Force

The sales foree is a vahable resource for selling into our key target markets for Windows. But today these
reps have limited product knowledge (aithough rapidly growing) and are ill equipped from both a product
and strategics perspective to handle product comparisons, objections on RAM Cram, 3270, network
support, etoetera. .
Windows 1.0 itself will provide significant relief {or this channel. Accompanying marketing programs
must focus on:

*  Communicating the benefits of the Windows environment.
HIGHLY
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Communicating the improvements of Windows 3.0 over 22X
How Windows 3.0 meets the requirements of the various target avdiences.
Differentiating Windows 3.0 from OS/2, the Apple Macintosh, and competition such 2s DESQView,

Resellers

The reseller channel represents approximately 38% of total domestic Windows busipess today. Distributor
and Franchisor voluroe accounts for approximately 60% of total retail business with Dealers (LVD's,
Majot Chains, Corporate Account Reseller’s, etc) contributing approximately 40%.

The breakdown by product is as follows:

Dealers (LVD Major
Distit (Exanchi ins, & o) '
Windows{286: 60.1% 399% ' )
Windows/386: 58.87% 41.13%

Windows is broadly distributed relative to other Microsoft products. When compared with PC-Excel,
Windows/286 has approximately 138% greater breadth of distsibution. From January 1988 10 October

1988, an sverage of 1028 indirect dealers purchased at least 1 copy of Windows/286, vs 432 indirect
dealers for PC-Excel.

4
Unfortunately, the majority of these dealers do not know how to position of sell Windows. They do not
know where to place the product in their store or what products 10 position it agaiast when quericd by

. prospects. :

Is it an integrated sofiware product?

Should it go on the shelf with Enable, Ability, Symphony?

Is it productivity sofiware (iLe. - “a begier Sidekick)?

. Should it be sold against Sidekick?

-

Is it a multitasking/task switcher product?
Should It be sold againss DESQvizw?

Windows, as 8 GUI environment, is all of these things. But dealers cater to & wide range of users, many of
which are unsophisticated and uncducated about Windows. The customer’s interaction with computers S
often limited to character based (DOS) mmmmofmmw%m-dm;as
completely foreign to them.

Windows oftea does poorly whmnda!amupodﬁmhwmph&imudmhcom;misonw
products that are really designed to be a Sidekick oc an Enable or 8 DESQview. It takes a visual
experience for these customers (0 se¢ the advantage of Windows and Windows applications. To
effectively sell Windows, the dealers need our assistance.

MSC 00775176
L]
*  We must educate the dealers on positioning the product sgainst it's perceived corapetitors. The

USSMD trimester promotions provide opportunities for comsmunicating and reinforcing this product
positioning message.
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A visual sales tool, such as a self running demonstration would assist dealers in illustrating the product
features and benefits. The 100l raust be easy for the deale 1o setup and simple for the casual usef to
brows.

«  Sales displays and promotions that pull together roultiple Windows applications inform prospects of
the range a0d type of applications available to thera through Windows. They also provide an
opportunity to really sell the benefits of the consistent GUI and the multiple application cavironment.

ISVs/IH Vs

While these third party developers are not a Microsoft channel per s¢, they can function cflectively as

cvangelists and sales represcntative for the Windows environment. They look to Microsoft for marketing ,
support and partncrship. We look to them to produce and market products which help us achicve the

necessary breadth and depth of spplications needed for a standard openating cavironroent.

Marketing programis must:

«  Validate our current ISV's/IHV's decision to “go Windows® and convince additional developers to
rmove 10 the environment.

*  Puild and maintain the partnership relationships with these veadors.

«  Raise the visibility of these vendors and their products, thereby raising swarencss of the Windows
environment.

MARKETING OVERVIEW - Target Markets

Corporate Accounts (large businesses) .
According to Future Computing and IDC, 28% otthePCinsulledbaseisinCotpochccmzs(CAs).
Wmdadoyﬁm«pthAsmkhfommwmedldopdmhmud
businesses and the home market. While OEM bundles provide an casy meass for delivering Windaws to
CAs, it i still essential that we communicate the organizational and end-user peoduct benefits to promote
enterprise wide utilization and standardization on Windows and the Microsoft GUL

departmental specifics. CMmlblwﬁnwamdomu:dﬂchpmeﬂWf“m
critical spplications. g

In evalualing the current Windows product, CAs site the following objections and concerns:

* Insufficient memory for loading applications, especially in network and PC to mainframe
communication eavironments

*  Poot performance relative to non-Windows applications 3
¢ Very limited 3270 options - MSG 00775177
*  Poor network support, including lack of network distribution and usage licenses
*  Difficult and confusing installation, configuration, and optimization
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Substandard GUL.

Confusion about positioning DOS/Windows versus OS2 Presentation Manager
Limited number of Windows spplications available.

-

Even a year 350, the minimum bardware required 1o property support the Windows eavironment would
have been & majot concern with CAs. Today, CAs sill miniain a lacge number of 808886 based systerns
but they are less concencd with maintaining thesc system's viability on their users desktops. Many CAs
simply state that they now rccognize that they must be at & minimum of 80286 1o support alt the various
applications their uscrs requirc. Heace, they are finding other ways of using these machines (e.g. - print
servers, terminal eroulation for primary task users, elcctera). The 80286 based systems now represent the
largest scgment of their installations and most CAs indicate they are purchasing only 80386 based PCs.

For compatibility and support purpases, most Carpacate Accounts purchase “narme brands” as opposed to
clones.

Medium and Small Businesses . )

The Department of Commerce (1988) reports that 59% of the 4.8 million PCs sold in 1988 were o small
and mediurn sized businesses. And, 99.8% of all businesses have less than 500 employees, Nok only is this
2 big market potential but, with thc migration of OS/2 PM onto the deskiops of large businesses, the
medium and small businesses will become the primary market for DOS/Windows-

In the past, this market has not been a priority focus and a target, but we have achicved some penctration

through advettising and markctinglpmgﬂms designed for the rescller channel. We will continue to work
with the newly formed Smali/Mediura Business Marketing group to increase our share of this market.
Short term plans include: :

*  Coutinuing research 1o understand this market.

Levenaging the Trimester programs to reach this market through the reseller channel.

Maintaining an awareness of the impact of advertising and communications on this market so that

programs and materials can be approprialely used to penetrate these accounts.

- Target Vertical Markets

Within USSMD, programs and resources are already in place to assist in successfully marketing to several
vertical markets. Education and Govemment are the most strongly established at this time. We will work
closely with USSMD (especially the newly formed SmalyMedium Busincss Marketing group) to use the
current programs and considerfdevelop programs for other vertical markets. ’

Educati . .
With an installed base of over 6 million PCs — 33% oftbeuﬁon‘sml—thcbduauonindusxry}s

one of the largest single computer markets in the world. Education is also ane of the fastest growing:

for seven years it has consistently grown ata 30% componnddmnmln:d?:gwlndpoumh\
OEMs take a keen interest in this substantial market. It is critical that we and mect the

requimnuﬂsofth:Eduaﬁonhdmmdmomedmwbepmdvednthc'pumofchnioc'
for OEMs targeting this large market.

MSC 007751
Several requircments and characteristics of this market must be considered: 5178
+  Education still has a very large base of 8088/86 class machincs that they wish to coatinuc
supporting. Very inexpensive 80286s and 803865Xs are being considered for future purchases

and are very adequate platforms for Windows. Aggressive bundles with OEMs will ailow us to
target the this new system business.
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Educationa! instailations arc almast always heterogencous, multi-vendor environments. They are
decentralized and depend heavily on networking - typically TCP/IP. Customers in this scgment
are concerned about the lack of hardware, software, and petworking standards in the industry.
‘When coasidering a product and its vendor, they look for sdhercace o existing standards and 2
coraritment for the future. They also look for flexible interfaces as a meaas W smoothly integratc
these multi-vendor systems. Intuitive and consistent interfaces are key for reducing training and
support costs and enabling the automation of additional users.

Through the new Progrars and File Managers, system coordinators gain the friendly intcrface and
flexibility they’te looking for. Windows 3.0 coasistency with O5/2 PM and adherence to IBM’s

CUAJSAA demonstrates our commitment to providing an casy migration to the future via
standards.

Most users in education are novices ~ their first priority is to teach, rescarch, of lcamn. They do
not have the time or the background to become PC gurus. The new Windows Setup program

cormbined with the enhanced user interface will get these users started quickly (and correctly) and
make on going operations more intuitive.

Goveenment is really 2 subset of the Corporate Account roarket and currently represents about 3t0 5%
of our business. With an understanding of govemment purchasing procedures and focused atiention

on the key "accounts,” the programs designed for Corporate Acoount marketing can effectively be
used to obtain government tn?im

A central procurement agency/autbority works closely with the central information management

organiuﬁon(ombﬁshlhclis:o(pmduasdmanofﬁchllybcp\nchasedbytl\govemmcm '

instaflations. This product selection process is essentially always tnitiated with the issuance of an RFP.
ltisaiﬁalthnnwmmﬁpmndmppaﬁngthisbidpmhavcmladsonncwpmduct
information. There are several risks or downsides to bid participation:

*  Product specifications may have 10 be altered to meet govemnment requircIuents. These changes
mﬂyormyMbeinlinewithgcmﬂnmkumquirewumdesabusbdpmdwschcd\nm
The governinent has its own timetables. Mdiﬁmnlm:hﬁnyabmmybemqwm
meﬁﬁmfmwvdondwmwmm-bﬂuammwm

lhrdmvendasnndcoﬁnmneunﬂywinlhebids-nmso&wamvmdus. Hence, we lose
control of the distribution and support of the product. Anmmpleisuoi\h'sconﬁmbdsbipmun
of Windows versioa lJ(withcchzz“tolhnDthhm;hDeccmbﬂof 1988, This outdated
ve:sionomn:prodwhulduvayhdmfavrmdowsinbon'smnh. Specifically, the
product is perceived as “pot working well® lndhavingllimhedsetohppﬁuﬁots. Because of
this, we must position Windows 3.0 versus Windows 1.X fot the government £

Once a product is appraved by the central organization it still must be *50ld” 1o information scrvice

divisions of government installations. Direct mail campaigns, tradeshow presence, and pewsleners

assist in this bottoms up selling cycle. Primary applications for users include word processing,

spreadsheet, DBMS, dawing and preseatation graphics, and communicaticns. Secondary 5179
applications include cmail, deskiop publishing, CAD, analysis, stats, languages- MSC 0077

Govemment installations do a greater amount of interral development then CAs. However, thisis
mostly at the mid- and high-range level, not for the PC desktop. Those government installations that
are doing deskaop development (like the CIA) can be successfully managed/supporied within the
framework of corporate developer programs. They, like our corporate developers, arc asking for the
following:

HIGHLY
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Microsoft Bulletin Board
Technical Newsletter

Mote SEs, especially those with developroent expertise
Developer seminars

* * & ¥

MARKETING OVERVIEW - Target Audiences

Computing Professionals

“This sudicace includes DP/MIS professionals and micro managess. They are concerned with
organizational requirements and productivity, and are ooking for the following:

enterprise standards) .
Network coropatibility and host connectivity

Smocth migration

Safe decisions as validated by their peers and the trade

Value and convenient pricing4nd distribution schemes

Products that promote uscr proguctivity and keep their users happy

+  Minimized training and support costs (and strong technical support for the products named as

POEFSEE 2

Power Users

Powee users and gurus know DOS extremely well and are literate with a aumbes of different applications.
Thcybvetcchnology(oxhsownsakcmquuickloimplememmdseethebax:ﬁxofncwfaummd
functionality. ch:.nco\mond\cscusctswsaminiuwmowﬂnwdcuminc,ﬁomnwdmology

pesspective, how the Windows baggage has been addressed.

Mhdiﬁd\nbmvayhﬂmhlmwoscmmmm&omvﬂlmchmcmmpuﬁng
ptofaﬁomlsmdthcgemlendminuwpninﬁom Foamngoummﬂmx\wnlxgmmmm
wmmb&mm&k:ﬁiamwﬂusizmhphﬁng:mnﬁnmmm.ks
knowledgeable audiences.

General End Users -
Mh&vﬂmkmmmdﬂh&hommmln@kcmmmmwmbomfm
the following: ) s

§

Technialmdphihmphhlmpadbﬂhyviththcwaydzymdoin;lhdrwkwdﬂ

-

*  Persomal productivity gains

*  Products that make their job easier

¢ Fast startup and easy reaall

*  An casy migration path

*  Easily accessed and responsive product support services MSC 00775180
HIGHLY

CONFIDENTIAL

Microsoft Confidennal
18-

~PCA 1107367
N NFIDENTIAL




) General end users also appreciale products that add enjoyracnt to the task andjor envisonruent. This
audience can be broken into several groups.

Non-psers have the product but don't use it. They may have received it bundled with their hardware
and are simply unaware they have it or have not yet had the opportunity 0 install the product. Other
users in this class attempted to install, configure, and use the program but were unsuccessful. Not only
do the latter not use the product, but the may also have a very negative impression of Windows. The
challenge with these users is 1o gain awareness of the benefits of the Windows product and the
cohancements included with Windows 3.0. We must regain consideration and motivate them o

purchase and use the update.

Pant time uscrs have the numtime version of Windows. They may not even be awarce that they do not
have the full Windows product not understand the benefits associated with it. Awareness of the
benefits of the full Windows product is key along with consideration and purchase of the full product.

Full gsers have successfully installed the product and use it fot running one or more applications.
These are the users who are most likely to encounter functional difficulties ot limitations with the
current version of the product. It is iroportant that this audience become aware of the cabancements in
Windows 3.0 and rapidly purchase the update. .

POSITIONING

Product Positioning

Microsoft Windows 3.0 raeets the demand for a powerful GUI operating environment ca the PC which has
been demonstrated by the success of the Macintosh. Windows 3.0 is 20 icon-based, meau-driven
roultitasking operating environment for the PC. Windows scrvesasa complete file and program
management system, providing a graphical view of all the information stored on the PC, and allowing the
usct to quickly navigate the PC using a mouse or keystrokes. 1t allows the sharing of data between
applications, automatic updating of files o¢ graphics via Dynamic Data Exchange (DDE), integration‘of
text and graphics, and utilizes 8 WYSTWYG display. Windows 3.0 supports both Windows and DOS
applications,

Windows 3.0 nuns on PCs using Intel 80286, 80836 faraily, or higher processors. It also requires a bard
disk, a graphics board/display, and one megabyte of RAM. All of these jtems are standards on today's
PCs. :

Windows 3.0 has the capability to load and execute a virtually unlimited pumber of Windows and DOS

applications on 80286 and higher PCs. This is done by urlizing not only coav expanded
mmmy.bd:bbypmvid‘mgwmwslppliaﬁonswkhdkw-xcshuw inthe
protected mode of the processor, plus virtual memory on 80386 and higher based PCs. MSGC 007751 81

Included with Windows 3.0 are deskiop accessoties which make it passible 1o perform more daily tasks
without leaving your PC. These deskaop sccessories include 20 executive word processot, color painting,
asynchronous comsmunications, a rolodex cardfile with automatic dialing capabilities, an electronic
notepad, & scientific calculator, plus games and utilities. ;

Windows .0 is part of a family of opcrating system, incluciing OS2 with Preseatation Manager (0572
PM), which provide a consistent graphical interface. The availability of Windows allows corporations (o
take advantage of this advanced productivity-enhancing interface today. Whea they choose 10 move to

HIGHLY
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OS2 PM for greater functionafity, power and speed, they will not be burdened with the productivity lags
normally associated with a new operating sysiem.

Windows 3.0 is optimized for the one megabyte of RAM commonly availablc on 80286 and higher based
PCs. It is the ideal operating environment for the 80286 based systern. Lt is also an ideal environrocnt on

the 80386 machine fot those who do not need or want the added power or functiogality of OS/2 PM. For
those who do, Windows 3.0 will be a transitional product.

Windows 3.0 is the host environraent for over SO0 applications. The availability of these spplications and

the compatibility of Windows with today's most popular PC coafigurations, makes Windows today's |
preferred operating environment for the PC.

Consumer Positioning

The following consumer positioning will be used to drive marketing and advertising efforts in the short and
long term: )

“The ease. capacity and functionality of Microsoft Windows 3.0 DOS graphical operaring system is 50
extroordinary that it will instanuly transform the way you use your PC.* - f

“This positioning is intended to convey the brealahrough aspect

£ Windows 3.0. Itis important to do 50 in
otder to stimulate and capitalize on

the excitement that will be generated by the product. Windows 3.0 is

brealahrough because: F
*  Its GUI operating environment and visual shell give the usera totally visual and natural way o
organizz and use the PC.

It givstbcme}lmwall of the memory
kind of computing, limited now only by the
constrzints of the operating system.

and functionality of the PC, emabling an catirely different
extent 1o which the user choases to use the PC, not by the

Key messages

1. For consumers:

-

The marketplace and Windows have matured. Today, Windows is a viable covironment fot the
PC user.

GUI is accepied as the standard foe the PC operating cavironment.

A full breadth of Windows applications are now available.

- Today's hardware is “GUI ready.”

Don't be left behind. Catch the new wave of personal computing.

- Tap into the power of the graphical based, feature rich applications available today. Be
ready for the innovaticns of tomorrow. ]

Break the 640K barricr — run cven mega spplications simultancously.

Expand the limits of DOS and exploit the hardware on your deskiop. 00775182

Transition to the future, now. MSC

- GUI is accepted as the standard for the PC operating envirocament.
Windows GUL is consistent with OS/2 Presentation Manager (PM) and CUA.

W‘mdawsk'syoumuimizcmcbencfnsofachsupywmkcwhhym hardware yl;nfom.
easing the migration to OS2 PM.

-
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2. For OEMs:

*  Windows exploits (cven flaunts) the power of your hatdwarc while simplifying it"s use. Users
need never cven see DOS, they can boot directly into the Windows GUI environment.
Windows aesthetically complements your hardware design, raising market appeal.

Windows GUI moves your product into the new standard for personal computing.

‘Windows provides a competitive advantage — maintaining the flexibility of the PC platform
through support of a broad range of devices while providiag all the benefits of a GUL

Windows lets your users break the 640K merory barrier which is especially important while
focroocy prices are still high.

3. ISVs{IHVs

‘Windows lets your application break the 640K memory barrier.

- Yourapplication will run with superior performance.

- The multiple application environment p
clectronic desktop.

Windows provides a healthy and viable market for today and tomomow.

- Over 3 million copics of Windows have been sold.

A broad range of Windows applications are available.

Windows gives your application(s) the look and performance of the future.

rovides room for your application on the uses's

/
Positioning with Windows version 2.XX

Windows 3.0 represeats a dramutic improvement to the complete environment and provides significant )
benefits to the user and o organizations. “Specifically, Windows 3.0¢

*  Provides more memory for applications. The Windows memory manages how provides Windows
applications direct sccess 1o extended memory (and virual memory on 80386 based systems) via the

protect mode on 80286 snd 80386 based systems. Muhiple, mega applications can now be run
simultaneously with excellent performance.

Significandy enhances the graphical user inserface through beticr utilization of color and the

incorporation of subtle design enhancements to on screen visuals. The Program Manager, File
Manmager, and Task List mphceﬂ\eMS-DOSumﬁvessthemshdL This new shell is completely
wns‘aanwimosnhmﬁmmmgumdpmanshfomminnmmphiakobka
oticnted manner, supporting direct manipulation. ’

Provides nerwork compaiibility and "awareness.” Beginning with the new Setsp progrm, Windows
mogﬁmﬂniml&mmkﬁ@%mhwnﬁgwhgm«kminwmch -

caviroament. Daywdaymk:mmmmkembkdbymkdﬁ!aswhkhmow
the user to connect and disconnect from file servers and printers without ever leavi Windows. The

pew, intelligent Windows Print Manager replaces the Spooler and allows the wset > manipulate files
queued to both network and local printes.
Improves user support features.

- The Windows 3.0 Setup program is ltself a graphical application, familiarizing the new user with
the Windows user interface and eavironment.

Windows 3.0 also features completely rewritten and restructured documentation designed to
suppoct new and expericnced Windows users.

MSGC 007751 83
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- Oun-lioc Help is now available throughout the product. Accessible either 252 menu item oc

through the Fl key. Windows 3.0 also features ~plain English” error messages to assist the uset in )
taking the appropriate action.

«  Enhances and expands the set of deskiop applications included with the Windows product.

Positioning with OS/2 Presentation Manager

t
The Micrasoft Graphical User Interface (GUT) is embodicd in both Windows and the OS2 PM. Hence, the :
momentum and acceptance of both products contributes directly 1o the establishment of the Microsoft GUI
as the standard on the deskiop, in the workgroup, and across entire enterprises. With the acceptance of the
Microsoft GUI, the decision to utilize MS-DOS/Windows and/or 05/2 PM can be driven appropriately by
user and organizational application and usage requirements.

Windows provides an oplimum environment for DOS based PCs while nunning on more modest hardware

requirements. OS/2 PM provides a higher end set of capabilities and is the strategic platform for the long
term.  As organizations move 10 more widespread adoption of OS/2 PM at the desktop, Windows will

begin to migrate to alternative, lower end raarkets such as education (students), small businesses, and the
horme. :

——— et

Today, the selection and utlization of Windows can wotk compatibly with a paralicl impleroentation of

052 PM ot hay the ground wotk for a smooth and efficient migration to PM. Windows facilitates the
migration to OS/2 PM, for developers and users, in sevenal ways.

*  The Windows cavironment trains/prepares developers for the PM programming model and ‘
thereby assists in removing a technical bartier to the rapid development of PM applications. The
availability of more applications accelerates the utilization and acceptance of OS2 PM.

Many dcvdopetshavebccn\cayomedomD(ducwmemymmammc resulting
performance problerns. They*ve also been hesitant to write for OS/2 PM because of the relatively
<mall installed base. Windows 3.0 solves the memory and perfocmance problems and the
combined Windows 3.0 and OS/2 PM market provide significant motivation foc developer's
#go GUL” There are those who may not perceive the siep to 0572 PM as vizblc today. However,
once on the GUI bandwagmwthmdows.hs:mhasiascprSﬂPM.

Users ;

A strong and viable Windows product accelerates the acceptance of Microsoft system software

snd the Microsoft GUL Thismmhmditealywlwcpmo(OSﬂl’stnvhblcopd!ﬁns
environment. -

wm“mm-nmmwmwsmosn-.mmmpmemw
moving forward. W‘mdomS.OwillnmonthBmﬁgmﬁonb\nwﬂlmxgvenWml
2MB configuration. hahawmds,WmdowsS.Owﬂlhmuksfuﬂtdnnngcofw
additional memory added to their configuration. Tod:y.uscxspcmcivehﬁaosoﬁsyscmsoftwam
as requiring XMB of memory. Windows 3.0 will promote the perception that Microsoft system
software lets users fily wsilize the memory they install on their systems. This will assist in
breaking down objections to the minimum memory requirements for OS2 PM.

Windows 3.0 keeps the custoes from straying o competitive GUIs (or staying with DOS and its
“extenders™). Today, going from 1 to 2MBsona Macintosh provides the user with a big
improvement. Not so with DOS, and Q5/2 doesn’t run well on 2 ZMB system. Windows 3.0,

with its protected mode memocy management, fills the niche between DOS and OSy2 and keeps
the customer on the Microsoft GUI tack.
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OVERVIEW OF THE COMPETITION

Inertia

|
Many users aze satisfied with their current operating environment (probably DOS) and sce no feason to
bother with change. To win against incrtia the customet nceds to realize significant benefits over their
current means of operation and over the cost and inconvenicnce associated with the change. Version 3.0

prescats the opportunity o sell customers that previously may not have secn enough benefits inthe ’
Windows environment o mativate cbange.

i
«  Windows' GUI and task switching/multitasking capabilitics can be used to coavince the user that '
while they have may have no additional functional requirements, they can improve productivity and
case-of-use while reducing training and support costs for the same task set.

Windows GUI and adherence 1o CUA offers the user a migration path to the “incvitable future” while
maintaining compatibility with the products and the work style they are using today.

DOS Supplements /

Many users are finding that their application and work style requircmtsm&equenﬂynmningimo
firpitations with the DOS operating system. Amsmbdofpmdw:scekmenmdthcviabmqo{mz
openating system by offefing more capabilities. hngnuzlmpu’mnln?ﬁndow:.acbeompahot
offers some excellent funcionality. mmhdiadnnhgeislhlztheypnlyoﬂ'ulwbsdohhe
functionality provided by the Windows eavisronment. ‘l‘hckcytoscmngnpinsttmeOSmpplcwsis
to elevate and expand the customer’s set of requirernents. Then demonstrate how Windows meets those
new regquirements to the exclusion of the competition.

Intemnational Data Corporation (IDC) includes Windows in this set of DOS sxppleuentsot'windowips
soﬁmn':nd&imtsthcwulpumhlmwindowssoﬁwmmxmnlppmximmly $163 millica for

calendar year 1990, up 10% over 1989. Unit volumes are projected o grow approximately 20% over 1989

according to IDC projections. DCsmh:Mmuenmbasfammﬂmﬁklynmmm
mmmdm.mau-mae&%mqwmemmm for non-Microsoft products. -

PG Windowing Software Markel Share: Worldwide revenues for 1983

Sourcs: tntemational Data Corporation, 1989

*  Quarterdeck Office Systern's DESQview (accompanied by the QEMM expanded memory manages) is

currently the leading Windows competiter in this category. The product offers similar capabilitics 1o
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Windows: multitasking, multiple windows, expanded memory management. lts major advantages
over Windows are its small size and very fast performance for characie based applications. The main
disadvantage for DESQuicew is its character based interface and poor support for graphic applications.

Windows 3.0 will help significantly in the battle with DESQview. With the protect mode memory
rmanages, the size and performance issuc will be substantially reduced. The enbancements 10 the
Windows interface will widen the gap between DESQvicw's CUT and Windows' GUL

*+  Digital Research’s GEM Desktop aod Tandy’s Deskmate provide s graphical uscr eaviroament but
nothing more — no tultitasking or task switching, Do memory panagement o¢ iDIETProcess
communicatiops. Both products have very limited application support GEM was popular in 1985 and
1986 but no longer represents any real competition for Windows. Tandy targets Deslamate for the

low-cod home macket and may be viewed as a competitor for that non-target (for FY 1990) market. !

VM/386 by Intelligent Graphics Corporation is a multitasker designed specifically foc 80386 based
PCs. The product does an excellent job of supporting multiple viral machines (VMs) for concurrent
operations of DOS applications. However, that's all the product docs and it requires a very technical
user. Windows/386 3.0 does not 1dd the VM customization capabilities offered by VM/386 but it does
meet the majority of users needs for multiasking DOS applications. Once again, clevating the
customers requireruents beyond multitasking DOS applications will mean 3 win against YM/386 (cven
with version 2.X).

DOS Extenders /

DOS extenders assist in breaking the 640K barrier by allowing programs (o run in the 32-bit protected

mode on 80386 bascd systems but still use DOS for YO. Lotus 1-2-3 el 3.0,and Paradox/386 incorporate
DOS extenders to provide additional memory for code and data. Customets sandardizing on these

products may view DOS exienders as the answer (o the DOS memary limitations they'te experiencing.

DOS extenders can solve the “RAM cram” problem for a panicular application. Howcver, they do not

pmidcmyoftheadditiomlbmﬁtsprwidedbydx“’mdowsmirmmuﬂ- With Windows 3.0, the
pmt:ctmodcmemorymmgasolmthempfobkmfmauwuﬂowslppﬁaﬁomwhﬂcpmvidinga

- nmofwubmﬁsaunmmumungmumtwmmmmdﬁmAs.wbcn
scll.ingapinsthcﬂhlndDOSemndes.hisimpomnlbekvauandupndthemw'sseld
requirements to a complete operating enviroament. :

Currently in the development process for Windows 3.0 we are exploring several means of cooperating with
DOS extender technology. We are commitied to making Windows compatible with applications using this
techaology and allowing users 10 sccess them from within the Windows envitonment. ~ 3
Alternative Operating Environments -

When selling against ahermative operating environments i is critical that Windows bcgm:d.ly and
consistently positioned. Ahamﬁveenvimnmmtypiauypmvidemsimmmmﬁty. Hence, 8
strategic seil which positions Microsoft, Windows, and often the beeadth of out application and system
software lines may be necessary.

The success of the Apple Macintosh is well imown and has, in fact, contributed greatly to the success
of Windows and other GUI products. Today the Macintosh is 2 sable plal

Worm with & broad base of
applications from which o choosc. This has assisted Apple in overcoming some of the entry barriers
1o the corporate marketplace. 1n addition, the typical Macintosh user’s almost “religious” zeal for the
product Jocks'in new system and peripheral sales for Apple.

MSC 00775186
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Hence, the Windows sale must come at a highet organizational level where the coacerus for
connectivity, open architectures, and cost can be found. Curreatly, specific limitatioos of the
Maciotosh include:

- Limited connectivity (although improving)

High price/performance ratio in corparison to 80386 based systems
- Closcdfproprictary architecture

- For users, no multitasking and a poor keyboard interface

-

Windows 3.0's network awareness, reduced systerm requirements, and broad device support will bold 2
strong appeal to purchasers and decision makers in corporate accounts. Windows 3.0 also offersa rich
feature set and a visually coropetitive interface. Aftes viewing Windows 3.0 a system coordinator for
Bank of America (and self proclaimed Apple bigot) stated:

® .. the interface is MUCH benter then the Macinwosh. Plus we'll get the compatibility we need
and the features our users need.” )

While individua) and erganization preferences will vary, the new Windows 3.0 interface assures
system coordinators that their users will be getting a strong graphical windowing eavironment.

Hewlett Packard’s New Wave is an extension to Windows providing an Object Management Facility
and a Deskiop interface. The New Wave interface allows users to be task oricated in their interactions
with the computer as opposed o the current 100l oriented approach of Windows, OS/2 PM,and the
Macintosh. However, New Wave is not truly s Windows application but an added layer bundled to

create 3 complete environrment, customers view it as an alternative o Windows, and therefore —

Even with the current version of Windows we arc gencrally successful in selling against New Wave's
very beavy system requirements, slow performance, lack of specific New ‘Wave applications, and

unreleased status. The visual interface enhancementsin the new Windows 3.0 shell, coupled with the
reduced system requirements and excclient performasce will strengthea our position against new
Wave.

mGznnaGmpsﬁmwﬂhlonlySOOONexrsyaanswmbcmuﬁmedbmehcin
1989 and that the majority of these will be instalied in educational institutions, st ISVs for
development and evaluation, and in the press. The product, its current positioning, and target market
represent Litle competition for Windows during the next 8 to 12 months.

WINDOWS MARKETING OBJECTIVES

The long term marketing objective ks for Windows to be the interface for the DOS operating system. That
is DOS=Windows. To achieve this objective, we will concentrate on the following supporting objectives
within the Windows 3.0 timeframe.

¢ High quality, impactful introduction of Windows 3.0 into all sales channels.

*

Obtain a minimum of two key OEMs (c.g. - IBM, Compaq, Zenith) endorsing Windows as the
strategic cnviroament for DOS systerus. This may be cvidenced by

MSC 00775187
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- pre-insalling the Windows software on the hard drive so that Windows is the default operating
environment or,

. strong promotions and well planned and executed marketing programs o gain organirational and
user standardization on the Windows operating environment.

*  Rapid updatc of Windows installed base from

- versions 1.X and 2.X to Windows 3.0 and

g

- the nmtime (SAE) version to the full version of Windows 3.0.

Concise communications of Windows pasition in the marketplace.

Establish Windows' viability and counter the real/perceived prior weaknesses through

- raising the visibility of all Windows applications, especially with corporate accounts

- the availability of Windows 3.0 compatible network operating systems from the key network
vendors (ie. - Microsoft, TBM, Novell, Banyan, 3Com, UB)

AR s A

«  the availability and strength of a minimum of two, full-functioned, Windows based 3270
i applications ,

- all trgeted 1SV Windows applications (as defined by 1SV Account Manager) marked or reved for
3.0 within one quarter following the first shipment of Windows 3.0 d

. 50% of all known Windows applications marked or reved for 3.0 within 6 montbs following the
first shipment of Windows 3.0

WINDOWS BUSINESS OBJECTIVES

The following chart presents unitfrevenue forecasts for Windows 3.0Rmilprodu.ct during fiscal year .~
1990, with significant shipments beginning in February. [Note: Windows 2.X unitfrevenue nurbers for !
FY 1990 are not included in this forecast summary.} )

- f

Windows 3.0 Retall Forecast, FY 1930

§
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MARKETING PROGRAMS

Windows 3.0 announcement activities and ongoing markeling programs will be focuscd on achieving the |
key marketing and business objectives listed above. Programs will include the activitics listed below.

{Please sce the following for additional information and specific: Windows 3.0 Iatroduction Plan - Rich !
Abel; Windows 3.0 Coraraunications Plan - Jean Thompsor; Windows Advertising Plan - O&M.] :

-

Marketing support to targeted OEM accounts.

There are 2 nurmber of OEM accounts that have the potential to be very successful with Windows in
key matkets such as Education. Working with the OEM marketing group we will target these accounts
10 provide focused training and marketing/sale support, enabling them to promote Windowsasa
standard operating cnvironment. Activities may include product bundles with custoraized Windows

environments and joint marketing/sales ptomotions in addition to product training.

An aggressive update plan for users and devclopers.

The update plan for Windows 3.0 will provide sttractively priced updates for current users of the full
Windows product and runtimd users. A straightforward pricing scheme, not tied to purchase dates and
version pumbers, will assist in removing the inertia caused by confusion and pricing objections.

ISV cooperative marketing prograsus. - !

The Windows Software/Hardware Dircetory and the Windows Shopping Catalog will be contipued
with Windows 3.0. Coordinated PR and advertising will also help raise the visibility of currentand -
new Windows applications. Also under evahuation are prorotions and sales displays that will draw the
cumently dispersed Windows applications together in the retail stores.

USSMD has already developed trimester sales programs for the retail channel. Complimentary -

programs for Corporate Accounts will be developed by Corporate Account marketing, Windows
marketing, and the Windows Application marketing groups.

Cooperative system sales training for the ficld plus focused marketing programs 1o position the
Microsoft GUL

ASSUMPTIONS g

Windows 3.0 product line (retail, SDK, DDK) will ship within the first quarter of calendar yeat 1990.

The retail product will execute with good performance on IMB systems with excellent perforrmance
on 2MB systeras even running multiple large applications. - !

Availability of a full suite of 3.0 compatible spplications at ship date.

Ms
¢ Availability of several 3rd party, full-featured 3270 products for the Windows eavironment. 9
' HIGHLY
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«  Windows 3.0 compatibility with the key nctwork environments - LAN Maragct, Microsoft Networks,
Novell, Banyan.

PRICING AND UPDATES
Suggested Retail Pricing .
SKU Price
Microsoft Windows 3.0, 5.25-inch $149
Microsoft Windows 3.0, 3.5-inch $149
Microsoft Windows SDK 3.0, dual media $500
Mictasoft Windows DDK 3.0 5.25-inch $295
Microsoft Windows DDX 3.0 3.5-inch $295
Update 1o Windows 3.0, 5.25-inch TBD
Update 1o Windows 3.0, 3.5-inch TBD

/
Update Plan

Ooe of the key marketing objectives is 1o promote a rapid migration from the current versions of the
product and the runtime, to the full vessions of Windows 3.0. Windows 3.0 sddresses the majority of our
current usee's concerns and requircments. A satisfied, and happy user base brings & great deal of positive
PR to the Windows product. A positive product image contributes directly to increased sales.
In ordet to quickly move our current Windows customers (o the full version of 3.0, we will provide update
procedures that are simple, straightforward, and inexpensive for ihe uscr. Eliroinating the confusion
- typically surrounding cutoft daies, pricing, etcetera will assist in breaking through user inertia to onder the
update.

«  Update pricing is not segregated by version numbers, date of original product purchase, or original
configuration (Le. Windows, Windows/286, oc Windows/386). There will be one update price to .
move to Windows 3.0. ’

-hﬂwpﬁ,ﬁuupdalcshvcbecnoﬁucdmdmcmw:dnﬁng:pmduududngthcpCﬁOd".
bctwceapmdnct;mnmmnunmddcﬁvery. Windows 3.0 will not be pre-announced. Therefore, s
very limited frec update period will be established.

"

Updatcpmgnmwillbccootdimwdwithlswwcmble Wmdowsnmﬁmemdswuvdﬂwlo“*f““
version of Windows 3.0 conveniently and inexpensively.

A complete ptan outlining the update program will be forthcoming.

MSC 00775180
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e

TIMING AND AVAILABILITY

Notification to Windows developers begins

February
Developer's Pre-releasc materials ship fate March through RTM
Technical Beta Test begins late July
Sneak previews begin September
Expanded Beta Program begins November
Corporate Preview Program begins Decermber
Retail Release to Manufacturing (RTM) Jaouary
Announcement 8D
SDK and DDK RTM February

/
Microsopt Confidential
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WINDOWS 3.0 RETAIL - Product Brief

Name:

Micrasoft Windows
Version: 30
Pricing: $149.00
Skip date: Janwary, 1989 i
Functionality L;vc!s
and CPU/RAM Requirements:

386 Echanced Mode .
Processoc required: Intel 80386 family of higher
RAM required*: 640K conventional + 1024K
extended o
Provides the broadest range of functionality for
80386 bascd PC users. The protected mode of the
CPU is utilized to provide Windows and Windows
applications with direct access 1o extended memory.
Plus, 8 portion of the hard disk can be allocated as
-virtual memory, allowing Windows to page Windows
application code and data to disk. Users can alsotake
advantage of the virtual machine capabilitics of the
processot when executing DOS applicatioas from
within Windows. Each DOS application is provided
. its own 8086/8088 ciass “machine.® This means
these applications can be multitaskad (via time
slicing) with other DOS applications and run as icons,
in 8 window, or in full-screen mode. These virmal
machines may also be paged to disk 1o provide more
efficient memory utifization.

Standard Mode
Processor required: Intcl 80286 or higher -
RAM required*; 640K coaventional + 256K °.
extended

Standard mode also utilizes the pit mode of the
CPU to pravide Windows and ws applications
with direct access to extended memory.

Multiple DOS applications can be loaded in full-
screen mode and users may context switch between
them. Neither virtual memory or soachines and their
accompanying functionality scts are not available in

this mode. 1
MSC 007751 92
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Real Mode
Processot required: Intel 8086/88 or higher
RAM required*: 640K conventional

Protected mode, virtual metmory of machines and
their accompanying functionality sets are not
available in this mode. Multiple DOS spplications
can be Joaded in full-screen mode and users may
context switch between them,

*Windows provides intelligent memocy management
of all available conventional, expanded, and .
cxtended memory.

Other System Requirements: - MS-DOS or PC-DOS 3.0 or higher
- Hard disk with [TBD]MB available stocage
- One 1.2MB 5.25° or onc 720K 3 floppy drive
(360K 5.25° diskettes are available)
- Graphics adapter/display: CGA, EGAJIBM VGA,
85 14/A, Hercules Graphics, or compatibles

Options: . - Microsoft Mouse or compatibie
- Hayes compatible modem for communications

.

5,
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SOFTWARE DEVELOPMENT KIT - Product Brief

Name: Micrasoft Windows Software Development Kit |
(SDK)
Version: 30
Price: . $500.00
Ship date: i

February, 1589

System Requirements:

- PCusing Inte) 80286, 80386 family or higher

processor
- 640K conventional, plus 384K extended for usc by
CodeView debugger
- MS-DOS or PC-DOS 3.0 or higher
- Hard disk with {TBD]MB available storage
- One 1.2MB 525" or one T20K 3° floppy drive
- Graphics adapter/display: CGA, EGA, VGA,
/‘ 8514/A, Hercules Graphics, or compatibles
- Scoondary monochrome adapler card and monitoc
for use by CodeView debugger
- One of the following languages: Microsoft C .
Optimizing Compiles 5.1 of higher, Microsoft
Macro Assembler 5.0,
- Microsoft Mouse or compatible (required for some
development 100ls)
- Microsoft Windows version 3.0

MSC00775194
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DEVICE DRIVER KIT - Product Brief

Name: Microsoft Windows Device Driver Kit
Version: Version 3.0
Price: $295
Ship date: February, 1989
System Requirements: - PC using latel 80286, 80386 family or higher
processor .
. 640K conventional, plus 484K extended for use by
CodcView debugger
. MS-DOS or PC-DOS 3.0 of higher .

- Hard disk with [TBD]MB available storage
- One 12MB 525° or one 720K 3° floppy drive
- Graphics adapter/display: CGA.EGA, YGA,
; 85 14/A, Hercules Graphics, of compatibles
/ - Secondary monochrome adapter card and monitot
for use by CodeView debugger
- Onc of the following languages: Microsoft C
Optimizing Compiler 5.1 of higher, Microsoft ’
Macro Assembles 5.0,
- Microsoft Mouse of compatible (required for some
development tools)
. . - Microsoft Softwarc Development Kit version 3.0
- Microsoft Windows version 3.0

.,

.
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