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{ =aid | woulid drop @ note with some of my concems...

1. Ensuring that we leverage Windows, | don't understand how IE is poing 1o win,  The current
path is simply to copy evarything that Netscape does packaging snd product wisse.  Let's support
IE is as good as Navigator/Communicator.  Who wins? The one with 80% market share
Maybe being free heips us, but once peopls are used 1o & product it is hard vo change them.
Consider Office. We are more expensive today and we're stll winning. My conciusion is that
we must leverage Windows mose.  Treating IE 35 just an add-on to Windows which is cross-~
platforrn losing our biggest advantage ~ Windows markatshars. Waea should dedicate 3 CToss
group team 1o come up with ways To leverage Windows technically more. We need to
advantage Windows — moce spacifically Mamphis/NT 5. I'm not saying we shouldn't move IE 10
other platforms.  T's just that we should be selfing Windows as the primary piatform and IEis 3
cross platiorm subsst 1o help out customers.  We should think first about an integrated solution -~
hat is our swength.

e

2. Making monsy on Windows.  Whers ars we going 10 make pur money? We ars on a path w©
have iE plus packs 3t about the same time as Memphis and Windows RUP packages. Why are we
doing this? 'm baing simplistic, but | think our money should come from Office and Windows.

It is very hard to get sufficient romentum in tha retail channel.. Wwe simply won't be successtul
pushing two things in the channel at around the same price.  What is 3 customer going
choose? The field thinks we are crazy.  The PR proups thinks we are crazy. | think we are
crazy. Customers will be so confused about what packages they should buy. We need to put
all sur effort behind one direcrion. Our strength is Windows, Jet's not gat confussed.

3. Suite packages. This is Tomlly within my conuol and | think we are making propress on i, but
we must close this issue. b isn't good snough to just go what marketing wanis 10 do though.
We neod a plan that can be eficiently implementsd by dev/test/ualete.  This is a top priority for
Bobmu. - “This is extremely complicatsd as we 1y 10 do an OR problam on minimizing SKUs,
maximizing brand recognition, inaximizing revenus, and minirmizing development work,

4. Server pricing model.  Agzin totally within my conrol. | have 1Q applied to this.  There ars
many dimansions to the problem. Howevar, the key is pricing to value. Facsers include CAL
vs. non CAL, spliting vs. non-splitting, entarprise vs. standard editions, e1c. People are thinking
craatively here. For exarnpla, yesterday meganb proposed that we chargs 2 % based on the
hardware price of the server, The key is ensuring we have volumne pricing at the low end while
st getting serious bucks at tha enterprise {eval, 1 am hard core to make more money at the
enterprise level this next fiscal year.  NT$ wilt come about for axample.

§. Piracy. | am a hugs believer wa can solve this problem. | know how 1o stop it technicslly and
process wise. | am going ta get more focus onit.  The benefit 1o the company would be great.
Ws can spend more tme on this if you want.  We should all think harder about this area since for
businesses like Windows and Office, it is a huge opportunity.

6. Simplicity. | am continuing to afiocate more and more bodies to this effort and | continue to
lecture about the importence of this.  We have to get hardcore everywhers.  This is a lot more
than TOC. 1t is about making the systesmn foolproof and resilient 10 errors, removing optons, etc.
We are making progress in this arsa, but we must make a lot more.  This should be across the
whole company. ‘

7.TCO. I'm on this one. Nothing more 16 say.
8. Storage. Lots more wark to do here.  Bob and | have discussed this.  More later.

{ have to go o the dentist.. | may get time to send more later....
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