EE e R e ot S
Dom, - Busan D-F,

B, Brians,

Wy

of FFSIFILE and

Re Froduct Marketing Plan for the Commodore
EZWEPGHT is attached., The +ollowing revie
zis for recommendation and the k L S8

“oigh bthe Commodores channels of

(o
Tt
= b'

L

RECOMMEMDATION: lWe recommend pro
FFE: REFDET fop the Commodors &4,

BQSIS FOR RECDMMENDQTIUN‘

mErah

H §

-
A
5
(.'-"..{Z'.‘ i
mEr chant
A

Pa"lPi Aasss and %ﬁf“ﬂuﬁb@

ill epter this mar

i L

e h g

compet i

SUMMQRY UF BEY ISSUES.

e Commodors line regulirss opshing ey o

rous, the mass merchand

ject is dependant on ow abilio
hhannﬂl. Our distribution objective is
Bichast oo thelickart of shipg faoroPESIFILE. T
approgimate of btotal cutlsts and JQQH’F“
friy changes positive or negative in dist

our volume.,

zf F o




PRODUCT MARKETING FLAM
COMMODORE VERSIONS OF FFS:FILE AND FFS:REFORT

T ERODLICT DEFINITION
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This is eggual to about 30% of the Commodores 64 installed base.
This percentage is sxpected to increase slightly in the next
few months as disk drive saless are currently evcesding

i
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Dynamics Commodors haome market share is estimated at S0E +3
there & competitors at thelr price point and +features sse
{under % o OFW, disk drive, and monitbtor) Lommodore
expected to be their own competition when thev introduce

Commaderes Flus 4, a busingss-—oriented low price computse

o CFU versus 8199 for the Coe4 CRUY in July., 1584,

Maior Commodore dealers are gavtious in bheid
toward the Commodors Plus 4. ALl stated t©
ig poet in jecopardy of being replaced by the

Shipment Trands: Commodores 44 is sxpescted to ship in sxosss
of 24 Mll]i on units during 1984, Disk drive sales
Eed

Lo remain strong for the Commodors &4,

Commodore &4 sales are expected Lo remain strong into mid-

4 software iz excected Lo have a ﬁhﬁl?“l'”'
= -

i ly 18-24 months {approximately P-1Z2 mor
than the sstimated machine 1ife?,

...r

Ranking Dbhigctive

Digstribution will drive tobtal market share,
10% market share whers we are careied.

g argst Consumeri The target consumse for bthe Domaodorse is

lose to ow current target consumesr for the Spp
ME-DOE products.

ly, our target is:

Commodore &4 Current Base
Male, sge Z2E-49 Male, age 25-4%

House MHold Incoms » $E2E, 000 B B30, GO0

Frotessional / Managerial Frofessional sManagerial
College Educated College Educated
Marriad Informatiocn Mot Avalla
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Exhibit I profiles the Commodore &4 cwner per a Fersonal /Home
Computer research study fislded in dugust 19853 the Yankes
Group.

Positioning: FFSIFILE and FFS:REFORT will be positioned as
powarful vet easy to use filing scftware that allow Commodore
&4 users to be more productive. :

Description: FFSIFILE and FFBIREFORT are essentially the same

as the Apple Ile versions.

There are two significant differences: 1) the products
recognize only 40 columns and 2) both operats substantially
slower due to the limitations of the Commodore 44 disk drive.
Hey Benefits: The Commodore version of FFE:FILE and
FFSIREFORT have the sane key consumer bensfits as the

Apple and IBM versions,

Specifically, these are:

- PFBIFILE and FFSIREFORT are a softwarse team that gives vour
Commodore &4 personal computer the power to handle all filing
needs, including mail lists, nurchase orders., invoices,
stocks, home inventory and budgets.

- PFEIFILE’s powerful search capabllatzﬁh enable users to find
the information that they nesd quickly.

—FFEIREFORT, the companion product to PFS:FILE, allows the
user to M imize the intormation stored in PFB files by

summarizing data, creating tables, producing repor
partorming calowlations and instantly analvzing dat

T r1" i
[

¢
b

~FFS8IFILE and FFS:REFORT are easy to learn and use beﬁauaa all
instructions are written in plain English, net compuber
jargon.

Summary of Major Egatures: FFS5:FILE and FFSiREFORT

£
Commodore have the same major features as the fApple lle
VEFELONS.

Integration with Other Froducts: FFSIFILE angd FFSIREFORT will
be integrated in the same manner as they currently ars for the

FApplie 11 versions.
NMame; REGs e RS S REEHET

Price: PFSIFILE: $79.99
FFS:REFORT: $49.9

Packaging: The sleeve for the Commpdors versions will be
altered slightly to accommodates the needs of the mass
merchandise channel. See Exhibits II and III +or details.

Al1 packages will have to be individually shrink-wrapped for
the mass merchandise chamnel.
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Faclkjobbers alﬁm reqguire us to shipment products in bulk,
reterred Lo as "master packs" in their trade. Freferrad
quantities per master pack are 24, with subpacks of 4.

Lo Channels of Distribution: The Commodore versions reguirs
almost a completely diffesrent form of distribution than our
current computer speciality stores. However, there is some

i - it ;
overlap in software only stores, such as Softwaire Centras
International which we supect to carry the Comnodore versions.
Thers are approximately 8,000-10,000 retail outlebs that
distribute Commodore software. 0Our initial distribution
gbjective 15 2,000 retail guitlet
The majicrity of Commodorsz volume moves through
merchandise, department, and toy storss such sz Moz,
Montgomery Wards, Sears, Fayvless, Toys "R Us, and Target.
We can expecht ouwr volums to follow the trends ths
entertainment companies experisnce as shown belowd

Store Type Main Stores WoBothtwars Yolume

Mass

Merchandisgr b -Mart, Sears, Target,

Montoomery Wards, Frsd
MMVEWEM Murphyv® s Mart
Yenture, Favliess, sto.
Sudio/Visual Franklin Musicz, Tower jeloye i
Fecords

Computear Softwairs Lentrea. 1% T4

Speciality Software Emporium. sto.

Toy Outlets Toys 'K Us, Child Warld, 4% o

eto.

All Ofther 4% 10%

The following are the fouwr main ways to maximize distribution
in this market:

1} Belling to Rackjobbers: FRackijobbers control the majority
of the mass merchandise and department storss- qpmrcnimmtely
2, 000-32, 5300 putlets. There ars two major rackjobbers-—--—
Handleman®s, and Liebermans—and two minor rackjobbers-initad
Fecords and 5D8B. Handleman®s, the largest single rackjobber,
controls approximately Z0¥U of all stores which gensrats
approximately 40% of the total volume.

We will activel ursue two rackiobbers initially, Handlemans and
] ¥
Ligherman®s. This will give us approximately 1250 retail outlets.

2) Selling Direct: Companies such as Toys R* Us (100 + ;
outlets) and Target (200 cutlets) prefer Lo deal direct with
manufacturers.,

Only Target will carry PFS/Commodore products initially.
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=+ Selling to our Current Distributors: SEU, MicraD, and
SottsSel all carry Commodore software. BEU, reported to
service 2,000 outlets, is eupected to do the majority of
Commodares volume for us.

All of ouwr current channels will be wtilized,

4) Belling to Regional Distributors: There are sporodimately
25 major regional distributors that service Commodore software
outlets. (HES, & major publisher of Commodors 64 software
currently uses 75 regional distributers.?

We will not actively pursues this channel initially.

Distribution obhjectives are summarized below:
COMMODORE. &4 DISTRIEBUTION

OBJECTIVES
RETAIL
QUTLETS
HANDLEMAN® S BEO
FPICEWICK A0
SOFTWAIRE CENTRES 130
OTHERS (MICRO D) A5G
22000

Computers and Feripherals Supported:

Computers: Commodore &4
Feripherals: Commodore 1541 Digk Drivs
Commodore standard printer

Commodors monitor

Update: Commodors versions will o
procedures.

low the standard update

f—

FEeturns:

Consumer policy: Commodore versions will follow the standard
return policy.

Rack jobber/Key Accounts: These policies will formulated the

weelk of June 17th.

Back-up: There will be no mention of back-up copy
availability, however we will supply a baclk-up upon raguest
for $15.00. This back-up policy was chosen in order to

minimize the cost of the Commodore oroduct.

Other  IssuRs;

Solutions: Solutions will not be developed at this time.
However, we will develop an informative piece to be inserted
in the FFSIFILE box that shows zix of the most commeonly used
form designs and the reports that can be generated from these
forms.
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, In general, the CDommodore productivity
ftware mark eL i ehtremeiy unsophisticated in its oroduacts and

ite marketing of these products. Froductiviity spftware rangss in
price from $19.99 for single application packages such as a mail

list generator to 140,00 for a database program. Regardless of

price, most of the products have manuals with xercked pages, low

impact packaging, and an unprofessional appearancs.

Further, until recently there has been little advertising dellars
spent against productivity softtwars for the Commodore. Commeodors
itselt has just started advertising productivity scoftware for the
&4, These ads, however, cover as many as 10 different applications
in one ad.

Another market difference is that, consumers are mors pricse
spnsltisn ol dn i o o peEkah itaan faathe Eanl e and I EMEnarhade,

B, weE can sxpect that some Commodore users will never spend
B75.9% for a software package, while others are locking for
serious software in genseral for their Commodors and realize thatb
they will have to spend monsy to get better softwars. This may
rasult in FFE products competing with high snd, mors sipensive
sottware packages such as Home Accountant ($7%.%%9), Mulitiplan
{B99, 005, and BankStreet Writer ($&9.9%), as opposed to only
competing with databases in the Commodores merbket.

The following detalls 3 potential competitors for PFSIFILE and
FRSIREFORT. The first two, Buperbase 44 and Delphi’s Oracls. a
currently being evaluated by Handlemans for distribution in lisu
of PFEBIFILE and FFSIREFORT.

oy

Commodors software has not been reviewsd as 1t i viswed as 3 minors
contender by the rackjobhers.

Ae Buperbase &4: In general, Buperbase dd4s features axceesd bthose
of FFS:FILE and FFS:REFORT combined However , the product is
very complicated and reguirss the user to even wite special

programs to perform the reporting functions.

b Target Consumer: Business or professional user of the
Commodaore A4, User is also an advanced Commodors ussr.

. Fogitioning! BSuperbase is positioned as the completes
information management control.

Tin Descriptioni Superbase &4 is a filing

vaban that
imilau

=
allows the users to design their own forms, simil

and retrieve information in multiple ways.

4. Fey Beneftits: This product has many features thalt expand
with the users needs.
5715 Summary of Major Featuwres:

—Unlimited files per disk

~Fraee back-up copy included with product
=Can merge files together

=Can merge with word processors
-Multbtiple sorts

~Conditional sorts

—~Calculated fields

~fAutomatic alphabetization of records
“Frints reports

i
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B.

with

~Frints mailing labels

& Integration with other productsl Supesrbase can create a
text file that can be read by other programs.

T Firimas o aeg. 00 :

. Fackaging: Three ring noteboock houssd in a cardbosre

sl egave.

o Chamnels of distribution: Currently has limited
distribution, found mostly in softwares only stores. Widely
distributed in England.

11, Computers and peripherals! Commodore 4. Manual never
specifiss any peripherals.
il Folicies:

Update—— $35.00
Back-up—— Supplisd with product

Delphi’s Oraclel In general, this product grovides the user
a file handling svstem with limited report generating

capakzilitiss.

e

i

Target Consumer: UOracles is aimed at the businesss person or

Fositioning: Oracles is positioned as a database for Commodors

gre who want to perform business applications.

Description: Oracle is database sottware pachkage that also

rnocludes a report generator.

Fay Benefits: Oracle allows Commodore users to be mores
productive in managing their information.
Summary of Major Features!
~imited report generator included {(information can be sortsd
columns and totaled)
—Information in files can be protectsd
~Data is automatically sorted alphabetically or numerically
~Multiple files/disk
~Merge with word processor
~Merge with external files
~Free back-up
Integration with other products: Orcale allows the us %
create ABCII text Files that can be read by other database and
merged with word processcrs.
Frice: $150.00
Fackaging: Large cardboard package that house a spiral bound
manual . :
Channels of Distribution: Oracle iz found mostly in softwars
only stores.
Computers and Feripherals!: Commodors &4
Commodore 1541 disk drive
Manuwal fails to specity any other peripherals.
Folicies: :
~Back-up: Free
~Update: none

Mirage Database Manager: Generally, Mirage Database Manager
iz a good file managing program designed for the beginning
computer user.

1. Target Consumer: The business or professional Commodors
LSE .

2. FPositioning! Mirage is positioned as an information
management tool for novice users.

3. Description: Mirage is database software that includes

Fage &



some report generating capabilities.

4. Fey Benefits: Mirage includes a tutorial is designed

for the novice or first-time computer user.
. SBummary of FEey Features:
—Integrated with Mirage word processor
-Does multiple sorts
~Froduces mailing labels
~Can output reports from files
. Integration with other products: Mirage database manager
can produce form letters when used with Mirage Word
Frocessor.
oAl el i = B AT
8. Fackaging: Three ring binder with minimal description of
what the product doess found on the packags.
T Channels of Distribution: Mirage is sold primarily in
software only stores.
10. Computers and Feripherals Qupmar*&d” Commodore &4
Commodore printers
Commodore 1541 disk driwvs
Commodore 2031 disk drive
11. « FPolicies: Back-up: $7.00
Update: fras

IITI. FINMANCIAL FLAN

M. Unit Valume Forecast: FFSIFILE and FFEIREFORT volume will be
drivern by the following two factors: 1) Distribubio
penetration and 2@ Number of features or in-ade cbhbtailned
during the course of the vaar from Co-op monies. (For example,
how many times FFEIFILE ie advertised in a Targelt or H-Mart
inssrt i bthe Sunday paperu)

The realistic volume forecast is based on the following
assumptionst
1} We obtain our distribution cbjisctive of 2,000 outlets,
= FFEIFILE and FFSIREFORT sre featursd in mass merchandi se
circulars 3 Limes psr vesr.
Iy FFS:FILE approximates the shelf movement of other high
priced productivity packages such asi Multiplan (857,007
and Home Accountant ($79.007.,
4) FPFS:REFORT sales are equal to 20% of FFEIFILE =aless.
12 MONTH VYOLUME ESTIMATE
Pessimistic Realistic Dptimistic FILE
Units/Store/Mo. Ehs 1 1.4
FILE 14,400 24, 000 D &0
REFORT 2,880 4, 800 Sl
#hibit IV projects fiscal vear and velume by month. Exhibit
V projects volume and revenuse based on distribubtion.
B. Summary of Marketing Ezpenses and Staffing:

Marketing Expegnses: Working marketing expenses will be
focused in two ways: 1) Introducing the product and 2) Co-op
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advertising.

T

1

Twelve month marketing expenses break out as +tollows:
Advertising! &40, 000

Co-op Advertising: 10, 000

Introduction Flani HIG, 000

twithout advertising?

Mon=-working/misc. . %15, 000

Staffing: FPFSIFILE and FFEIREFPORT for the Commodores can be
handled with our current staff.

it

atter introducticon, the following areas will need managemen:
attention from the File/Report product manager and possibly
a marketing assistant:

1) Monitoring of shipments

2 Monitoring of competition

Y Managing co-op monies

43 Working with manufacturing to further reduce product cos
51 Frofit responsibility

53 Business analvsis

out on Conbtribution Margin?

******** = E, 5460 units = 1.5 months
&Z8.10  (Contrib. Margin is weighted .80 FILE, .20 REFORT)

Fay oLt on a Froftih hasis:

H100, O
L

= 17,920 units = 7.3 months
#4558 - (Pre—tax profil s weighted 80 BILE o020 RERORT)

Egtimate of Cost of Goeods Sald:

Controlling the cost of goods =sold i=s one of the Lop
priorities for delivering a high preofit margin for the
Commodore line of products. The breakdown below details the
most likely cost breakdown with potential variances indicated
by parentheses. :

These costs assume:
1. ODOne single-sided disk per product.

e

2). Reduction in the current Apple IT FILE manual size.

Diski EloF0 = (). 0F with cosmetically defoctive diskettes)
Slesvel Lh
Box s ST
Manualil 2.48 - (£2.00 depending on manual size)
Insert: o O
Shrinkwrap .10
Labels o 23
$5.49
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Az indicated the product cost range 1s 4,18 ~- 5.4%.
E. fnalysis gf Gross Margin:

Assumptions:

1. Commodore &4 is welighted .80 FILE and . E20 REFORT.

2. FFS5 Line price is weighted .3% fApple and .45 ME-DOS.

FFE:FILE/REFORT FFE Line
Lom 64 Target Dif

Retail Price T S 132,00 —H5d, OO
FRevenus after
27 Discount BELE0 &l 72 BT, A2
Cost of Goeds Seld 5.4%9 G S0 —eh e
Gross Margin i 41% — 4 O

Profit

Discuss
2O By

Forecast:

iont
reducing cost of goods sold to $4.18.

We expect the currently projected profit margin (16742
This could be

4 ]
e

i
e Raad

of the

by wsing cosmeticly defective disketies, reducing size
manwal . and changing the quality of the paper stock.
Assumptions:
1. Average discount is 35X,
Ze ine is sgual to 80U FILE and 20%W REFDORT.
B Cost of goods sold expense is $4,238 as detalled
above (Sese III D.2
4, R & D and & & A& are set at the same percentages
as our FFE target
5. Sales Rep commission iz 5%, versus the commission we
currently pay (B4). This lowers the standard overall
Marketing/Sales percentage by 34U, from 42YE to 394,
£0M &4
Sl =B S R EREEE LIMNE
Fer Hoig
Fevenues Ho6H. 00 S5l S Eaa e L
Direct Coste R Sl e L TBAG (14
Marut ., OH [or A e ) e St Wl ] S BT R e
Bl D (i b R el i ST L O
Bales/Mkt 14,04  (3E9%) = s e b LS A ST
G % A L s ) o e 2.80 o 8%}
Fre-Tax Frofit S 4.4 ; .08
Fre-Tax Frofit LZ% 14% 16%
Flargin

Fage 9
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Reverue B&4, Q00 LS5, 200 1 s, i
Fre-Tax % 143, 280 20,832 144,112

Revenue is based volumes ofd FILE 24, 000
REFORT 4,800

IM. © DOWNS STDE RISES

A. FEinancial:

The madimum exposure we should incwr is $358,800 of which
#3,300 could be salvageable.

This is broken down as follows:

10,000 units at $4.738 B4, BOO
{ Returned shipments——=2 monthes)
Advertising development costs

fAdvertising withdrawal penaltiss

Boxes recvoled (10,000 at &35
FROJECTED MAXIMUM EXFOSURE

BE. Company Image:

Forting our oroducts to the Commodore machims should have
no effect on the bramd name or Company image.

e INTRODUCTION FLAN (to follow?

VIi. MAMIFACTIRING FLAN (to follaow)

b
»z} ‘q’b



EXHIBIT I

COMMODORE OWNER PROFILE

Lommodore gwner profile
Male D67 read Compute
25-49 3I% read Commodore

HHI = #3235, 000
Frofessional /Managerial
College Educated
Married

~29,.4% operate a business of some kind from thsir home

gerved penerxic  mHLLMAS

g Commodore &4
—~Learn how to program 24% 41%
~Educational 1% 2EA
=Heln run businsss b Gt
~Homa management 4%, Z20%

Digk drive pwnership

Cuwrrently own &
Flanning to purchase 28%

seftware purchasze
=&&% did not buy any software at the time they bought their

computer

~7&% purchased software 512 months after thev purchased
their computer
~841,.46% of these people bought a business program

~Commodore users purchassd an average of 1.1 programs atter
they bought their computer
—Hpme management average purchase 2.8 packages
~Business average purchase 2.9 packages



EXHIREE 11
FFS COMMODORE FACHAGE DESIGN OBJECTIVES

MASS MERCHANDISER BACKGROUND: Mass merchandisers, such as

Target, Toys R Us and K-Mart, typically sell both the
Commodora &4 hardware and Commodors &4 software.

Unlike the computer speciality stores, sales people in mass
merchandisers tvpically have no influence on the sale of
2ither the hardware or the software.

Therefore, sales are generated by by the way the product is
advertised, the way the product iz packaged and of course,
word-of-mouth. o

Software packages are typically displayved in four different
WAYS.
1y In a locked display case——which means that the
packages are often layed flat. The allows a front
pangl view of the package and sometimes a sige view of
the package. This type cof display is found in K-marts
ard Sears.

2) 0On a peg bpard—-—-which means that the front of the
package can be seen. In thiszs case the consumer can pi
up the package and turn it around. This typoe of display

i found in Targsts and Music Lands.

el
[l 2

3y In a plastic casing bin-this allows both the front
and back of the package to be displaved at the same
time. This type of display is found in Tovs K Us.

4) In a Hallmark card type of displayc This type of
display shows the front of the package only, but in mos
cases allows the user to pick up the package and twn 1
around to read the back. This type of display ie found
in bookstores that carry software and video/sterszo

stores. This display is currently the least prevalent.

t
ve]
L



EXHIBIT III

FoCEABE ORJECTIVES Imn order for our packages to be

sffective in this channel, pur packages have to do the
selling. With the abundance of software packages for the
Commdore &4 our packages could easily be lost bewteen the
games and the educational software packages. For this
reason. high sheld impact is the top pricority for PESIFILE

and EES:REFORT.

They immediately must communicate {(on the front panesl), what
the product is, what the benefits are, and its requirsments.
Further, the consumers muét realize that FRFSIFILE for the
Commodore is the same FFSIFILE that they might have sesn
advertised or heard ﬂbuut from their friends who own IEMs or
Afpples. Therefore, the new packages must maintain the FES
heritage.

Other details

-RESCRIPTION: The new packages need a one or two line
description of whalt the product doss on the front of the box.
This sentence needs to have a sales tone. It should also bhe
henetit oriented.

~FROMOTIOND The redesign has to take into consideration that
itn-packed promotional offers will be flagged on the front
pansl.

-MACHIMEY The machine, COMMODORE &4, must be statesd boldly
on the front of the box. Also, the words "Disk Drive
Faguired”" must be on the front of the box, although this does
rot have to be as prominent as the machine tvpe.



EXHIBIT IV

' COMMODORE 64 FILE AND REPORT FISCAL AND 12 MONTH VOLUME PROJECTIONS
( in Q00"

Aug Sep Qct Nov Dec Jan Feb Mar Apr May Jun Jul Tot
EYLE RO o 1155 = s S e S SR o B S e R K e
L ke ko B LT e e B e T s s A s Al R e B S BT e T o020 a8



EXHIBIT V

FFS:FILE AND FFS:REPORT SHIFPMENT AND REVENUE ESTIMATES
BASED ON VARYING DISTRIEBUTION

AEsumes.)
11 FFS2FILE moves 1 unit/store/month
210 PESEREEHET A= rominals T PO af CEILEVeal ee

# of Retail
Outliets

A )
3,000
&4, D00
S

&, D00

SiLE

Revenus

Shpmnts

24,000 $ 864,000

Th, 000 1,294,000
48,000 1,728, 000
Sy, 0

2, 160,000

1

72,000 2,592,000

REFORT
Shpmnts  Revenus

4, BOO

S e

7 o 200

226, 00

G, HOD FOE, 400

) eIt o i
o TN

3

378, DO0

14,400 455, O

TOTAL
Shpmnte Revenus

& 5 ST G o e S e )

s e S e
47, 200 4 B
EE A0 DT, 00
72, QD R G R

i, 400 3, 045, 600

il -y £l



