RICHBA'S OEM & JANUS POST MORTEM CONTRIBUTION

Naked PC Camnpaign

Premise

Penetrate the 20%+ of the new PC market that currentfy does not license MS-DOS. This market bas been
served by counterfeit product, underreporting, and piracy. Strategy for paked systems push centers on:

« controlling geanine MS-DOS supply through anthorized replicatey

«  pggressively licensing smatler OEM: through MED

- institsting WW product packaging standards snd anti-counterfiting devices

Statns

«  WW MED salex have risen from the S0K units/month range to approximately 100K units/moath. |
expect this 1o rise to 200K over the next I quarters. .

» Approximatedy 200 new OFEMs have been ficensed in the past 3 moaths

+ Al peauine MS-DOS now looks the same and is protected by 2 traccable certificate of mthenticity

Lessons learned to date

Naked systems campeign is ongoing Our bastic atsemptions going into the campeign have proved 10 be

true: market size; OFEM recoptivencss to relinquishing replication rights; desire by most OEMS to be

legal . Lessons learnad to date center on operationsi:
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delivesing producs to Antharized roplicatory, &mmwmmwuwm
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+ Becsum many MED costomers book Hie US Mty cusomers, MED requires preaicr cooperstion

" betweoen OFEM saley and US Mg
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to thern poing forward, and potentialfy leverige our relationship to increase overall sales of upgrades

Appe, ...
e A large segment of MEY) costorers are very interested in WFW

Blge Japus

Premise

The reiexse of OS/2 2.0 and its immyinent pre~installation on [BM-brand PCs gave rise to Blue Jama. X
[BM wasy'{ going w0 "OEM® PC-DOS & Windows then we'd OEM it (o their channcl, We signed deals
with 5 of IEM's top 7 dealers, gramting them 3 $65 WinDOS for PS/2 price in exchange for minimmm
commuiments: *

Statas
In its life, Blue Janus sobd ISK units WW. Biue janns is ngw obsoles as the shility w upgrade 052 has

beea built into the MS-DOS & Upgrade.

Lessons learsed Ot
o The b ceseller channel responds 1o simplicity and price. Blue Janus had prics, bur it was An b
inhevently complex product—very difficali W sxy much Jess explain. Qe
¢  Incegrated instatlation was siick, but not nacessarily a significant end-user beoefit, It gerved oor gg
strategic purpose of propagating Windows, but narrowed cur market - 0012412 §E
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Womld we do it again?

1 beiicve that the decision (o relesse Blue Jatius was & good one. At the time, we and the market were
uncertain sbout 0872, What Bl Jabus did was to offer the IBM PC customer an easy and inexpenstve
way to de-inxall this uaknown OS2 and get MS5-DOS and Windows. [I turns out that Blue Faous was
larpely unnecessary as the market demanded an alternative to OS/2 and IBM respondet. If sumular
competitive siations anse mn the future, [ would recommend we have a similar insurance policy.

Upgrade Janus
Premise

A spinaff of the Blue Janus development effort, Upgrade Janus was an attemp o up-sell MS-DOS 5
Upgrades to first-time purchasers of Windows 3 1.

Statss
UJ sold 32K upnits WW in us life. It is now obsoleted by the MS-DOS 6 Upgrade.

Lessoas learned

Upgrade Jamis was relessed into an snviroament that was very bogtile. The channel was stuffed with o
moch Win3l and WFW was on the was 1o crezte Windows SK1T proliferation and coofesion. 'What we
lexroed:

Too many SKUS breeds lack of understanding and hurts sales

An msynchronous release of an integrated MS-DOS upgrade’Windows product has 3 parrow markst
However, the concepet of upgrading MS-DOS and Windows st the same tioee, [ believe ic very appealing if
we can sych up their releases. Enter Chicagu.
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