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Prepare your strategy today for

software success tomorrow...

Personal Computer Software Market, 1989-1994

Currentand Prospective Software Vendors:

Forecast your potential market for the next five years

efficiently

Evaluate the nontraditional software vendors now
entering the marketand how this trend affects you

Increase your market share by effectively restructuring

your software strategy

Develop your successful software profile based on your
customers' real needs, requirements, and criteria

Compete successfullyby assessing your competitors'

software strategies

Maximize yourR&D and customer support strategyby
delivering what customers really want

Validate your strategic marketing and development

strategies

IS Managers and PC Software Buyers:

Make the right choiceby selecting the software that will

continue to pay off foryou

getthe most foryour moneyby rating current and
prospective software vendors

Stay aheadby evaluatinghow future software trends

will benefityou

(Revised from prior brochure:

Lotus, Ashton-Tate,

Microsoft, WordPerfect,

and more...

are profiled in INPUT'S

Personal Computer

Software Market,

1989-1994 report



Information that's CRUCIAL for Software

66 INPUT'S Personal Computer Software

Market,1989-1994 isbased on primary
research. The reportprovides youwith the
informationyou need most to succeed in the

1990s.

»

Personal Computer Software Market,
1989-1994

Market Size and Forecasts

. Overall Market 1989-1994
• Systems Software by Sub-Delivery Mode
• Applications Software
• Largest Markets
• Growth
• Top Vendors—Market Coverage
• Market Forces
• Market Opportunities

• Processing Services/Professional Services

Companies

Issues and Trends

• Overall Issues—User & Vendor Trends
• Funding Sources
• New Applications and Improvements
• Total Solutions / Bundled Marketing

• Entry of Service Companies into the

Software Market
• Impact of Large Computer Systems
Vendors on the PC Market

• Software VARs—Alternative Marketing

Approaches
• Open Systems Architectures

• Standards
• New Technologies
• Networking Solutions

Competitive Environment

• Competitive Strategies

• Characteristics/Functionality of Successful

PC Software Products
• Software Company Profiles

Hardware saturation, controversies over standards

and operating systems,new competitors (such as

nontraditional software vendors), and an
increasingly sophisticated userbase present

formidable challenges for softwarevendors.

The stakes are just as high forpersonal computer

managersand buyerswhoneed a successful
software solution thatworks into thenext decade.

Bothvendors and users need the rightanswernow to

theseurgent questions.

WHAT'STHE MAJORTREND IN SOFTWARE
DEVELOPMENT?

More-powerful software for standalone systems?

NetworkingPCs withmainframes? Operating

system standardization? Networkable solutions for

PCs? Validating, assessing, and evaluating current
strategies againstfuture trends will optimizeyour

profitand opportunities in the 1990s.

WHAT INGREDIENTS MAKE ASUCCESSFUL
SOFTWARE PACKAGE?

INPUT'S Personal Computer SoftwareMarket, 1989-

1 994, provides youwith the recipe for success. The

successful software profile,based on thorough
research and user interviews, givesyou a

comprehensive, detailed analysis ofeach ofthe

components thatmake softwarepackages succeed.

We've Got the Answers!

INPUT'S Personal Computer Software

Market, 1989-1994:

Strategic information You Need TODAY for

Software Success Tomorrow

Recommendations & Conclusions



INPUT
Success in the 1 990s

WHATDO USERS REALLYWANT?

INPUTinterviewed users to determinewhatthey
reallywantfrom their software vendors. Major

personal computer softwarebuyers rated their

needs inorder ofimportance. Needs included
transportability, software characteristics, ease of

use, vendor reputation,andIBM compatibility.

INPUT'S Personal Computer SoftwareMarket, 1 989-

1994 revealswhich of theserequirements is really

themost important.

WHAT'STH EACTUAL SIZE OFYOUR

POTENTIAL MARKET?

Vendors need tobase effective strategies on an
accurate assessment oftheirmarket. INPUT
determined the actual size of the potential market

through comprehensive userand vendor interviews
and in-depthmarket intelligence. Vendors and
planners need toknowhow the potential market

share ofsystems software, applications software,

and totalPC software affects strategies.

WHATDO IS MANAGERS REALLY NEED
TO KNOW?
INPUT' s Personal Computer SoftwareMarket, 1 989-

1994 gives ratings and evaluations of softwareand

vendors from the user'spoint ofview. INPUT
demonstrateshowyou canweigh all the criteria,

includingvendor stability, operatingsystem

compatibility, technical support, and software
characteristics—and comeup with thewinning
software solution for you.

Total Personal Computer/Workstation
Software Expenditures

1988-1994

to
c
o

m

in

T3
c
d)
Q.
X
111

<D
</}

Z)

CO

H Systems Software

0 Applications Software

1988 1989 1994

Source: INPUT

Base your development strategy on the actual

size of your potential market, as determined by

INPUT'S market intelligence and in-depth vendor

and user interviews.

Available November 1989

Call, mail, or fax

your order to INPUT
at any office listed on the back

of this brochure



About INPUT

INPUT provides planning information, analysis,

and recommendations to managers and executives

in the information processing industries. Through
market research, technology forecasting, and
competitive analysis, INPUT supports client

management in making informed decisions.

Continuous-information advisory services,

proprietary research/consulting, merger/
acquisition assistance, and multiclient studies are

provided to users and vendors of information

systems and services (software, processing

services, turnkey systems, systems integration,

professional services, communications, and
systems/software maintenance and support).

Many of INPUT'S professional staff members have

more than 20 years' experience in their areas of

specialization. Most have held senior management
positions in operations, marketing, or planning.

This expertise enables INPUT to supply practical

solutions to complex business problems.

Formed as a privately held corporation in 1974,

INPUT has become a leading international

research and consulting firm. Clients include more
than 100 of the world's largest and most
technically advanced companies.

INPUT OFFICES

North America

Headquarters

1280 Villa Street

Mountain View, CA 94041-1194

(415) 961-3300

Telex 171407 Fax (415) 961-3966

New York

959 Route 46 East, Suite 201

Parsippany, NJ 07054

(201) 299-6999

Telex 134630 Fax (201) 263-8341

Washington, D.C.

1953 Gallows Road, Suite 560

Vienna, VA 22182

(703) 847-6870 Fax (703) 847-6872

International

Europe

Piccadilly House

33/37 Regent Street

London SW1Y 4NF, England

(01) 493-9335

Telex 27113 Fax (01) 629-0179

Paris

52, boulevard de Sebastopol

75003 Paris, France

(33-1) 42 77 42 77 Fax (33-1) 42 77 85 82

Tokyo
Saida Building

4-6, Kanda Sakuma-cho

Chiyoda-ku, Tokyo 101, Japan

(03)864-0531 Fax (03) 864-4114
MPCS11/89R



A NEW REPORT FROM INPUT

Prepare your strategy today for software
success tomorrow...

Call, Mail or Fax Your Order Today

Order Form INPUT'S Research Studies

Yes!

Please enter my
order as described:

Personal Computer Software Markets, 1989-1994

Order before December 22, 1989 and SAVE $250

$2,250 if ordered by December 22, 1989

$2,500 if ordered after December 22, 1989

TERMS OF PAYMENT
Payment in full is due within 30 days of invoice date.

Enclosed is my check in the amount of $_

Bill my company on purchase order number

$ .

in the amount of

Charge $

Exp. date

California clients: Please add applicable sales tax on 70% of purchase price.

Connecticut clients: Please add 8% sales tax on the total amount.

to my American Express #_

Signature

CONDITIONS AGREEMENT
The information provided shall be used only by the employees of and within the current corporate

structure of the client and will not be disclosed to any other organization or person including

parent, subsidiary, or affiliated organizations without written consent of INPUT. INPUT exercises

its best efforts in preparation of the information provided under this Agreement and believes the

information contained therein to be accurate. However, INPUT shall have no liability for any loss

or expense that may result from incompleteness or inaccuracy of the information provided.

INPUT reserves the right to change or modify the content of the program in response to changing

client requirements.

INPUT
1280 Villa Street

Mountain View
CA 94041

(415) 961-3300

Telex 171407

Fax (415) 961-3966

Authorized By: Accepted By INPUT:

Organization Signature
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Tide Title

Address Date
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Prepare your strategy today for

software success tomorrow...

Personal Computer Software Market, 1989-1994

Currentand Prospective Software Vendors:

Forecast your potential market for the next five years
efficiently

Evaluate the nontraditional software vendors now
entering the marketand how this trend affects you

Increase your market share by effectively restructuring

your software strategy

Develop your successful software profile based on your
customers' real needs, requirements, and criteria

Compete successfullyby assessing your competitors'
software strategies

Maximize yourR&D and customer support strategyby
delivering what customers really want

Validate your strategic marketing and development
strategies

IS Managers and PC Software Buyers:

Make the right choiceby selecting the software that will

continue to pay off foryou

get the most for your money by rating current and
prospective software vendors

Stay aheadby evaluatinghow future software trends
will benefityou

Lotus, Ashton-Tate,

Microsoft, WordPerfect,

and more...

are profiled in INPUT'S

Personal Computer

Software Market,

1989- 1994 report





Success in the 1 990s

WHATDO USERS REALLYWANT?
INPUTinterviewed users to determinewhat they
reallywantfrom their softwarevendors. Major
personal computer softwarebuyers rated their

needs in order ofimportance. Needs included
transportability, software characteristics, ease of

use, vendor reputation,andIBM compatibility.

INPUT'S Personal Computer SoftwareMarket, 1 989-

1994 revealswhich oftheserequirements is really

the most important.

WHAT'STH E ACTUAL SIZE OFYOU R
POTENTIAL MARKET?

Vendors need tobase effective strategies on an
accurate assessmentoftheirmarket. INPUT
determined the actual size ofthe potential market
through comprehensive user and vendor interviews
and in-depthmarket intelligence. Vendors and
planners need toknowhow the potential market
share ofsystems software, applications software,

and totalPC software affects strategies.

WHATDO IS MANAGERS REALLY NEED
TO KNOW?
INPUT'S Personal Computer SoftwareMarket, 1989-

1 994 gives ratings and evaluations of software and
vendors from the user's point ofview. INPUT
demonstrateshowyou canweigh all the criteria,

includingvendor stability, operating system
compatibility, technical support, and software
characteristics—and comeup with the winning
software solution for you.

Total Personal Computer/Workstation
Software Expenditures
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Base your development strategy on the actual

size of your potential market, as determined by

INPUT'S market intelligence and in-depth vendor

and user interviews.

Available November 1989

Call, mail, or fax

your order to INPUT
at any office listed on the back

of this brochure





Information that's CRUCIAL for Software

64 INPUT'S Personal Computer Software
Market, 1989-1994 is based on primary-
research. The reportprovidesyouwith the
informationyouneedmost to succeed in the

1990s.
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Personal Computer Software Market,
1989-1994

Market Size and Forecasts

• Overall Market 1989-1994
• Systems Software by Sub-Delivery Mode
• Applications Software
• Largest Markets
• Growth
• Top Vendors—Market Coverage
• Market Forces
• Market Opportunities

• Processing Services/Professional Services

Companies

Issues and Trends

• Overall Issues—User & Vendor Trends
• Funding Sources
• New Applications and Improvements
• Total Solutions / Bundled Marketing
• Entry of Service Companies into the

Software Market
• Impact of Large Computer Systems
Vendors on the PC Market

• Software VARs—Alternative Marketing

Approaches
• Open Systems Architectures

• Standards
• New Technologies
• Networking Solutions

Competitive Environment

• Competitive Strategies

• Characteristics/Functionality of Successful

PC Software Products
• Software Company Profiles

Recommendations & Conclusions

Hardware saturation, controversies over standards
and operating systems,new competitors (such as

nontraditional software vendors),and an
increasingly sophisticated userbase present

formidable challenges for softwarevendors.

The stakes arejust as high forpersonal computer
managersandbuyerswhoneed a successful

software solution thatworks into thenext decade.

Bothvendors and usersneed the rightanswernow to

theseurgent questions.

WHAT'STHEMAJORTREND IN SOFTWARE
DEVELOPMENT?

More-powerful software for standalone systems?
NetworkingPCs with mainframes? Operating

system standardization? Networkable solutions for

PCs? Validating, assessing, and evaluating current
strategies against future trends will optimizeyour
profit and opportunities in the 1990s.

WHAT INGREDIENTS MAKEA SUCCESSFUL
SOFTWARE PACKAGE?

INPUT'S Personal Computer SoftwareMarket, 1 989-

1 994, provides youwith the recipe for success. The
successful software profile,based on thorough
researchand user interviews, givesyou a

comprehensive, detailed analysis ofeach ofthe

components thatmake softwarepackages succeed.

We've Got the Answers!

INPUT'S Personal Computer Software

Market, 1989-1994:

Strategic information You Need TODAY for

Software Success Tomorrow





About INPUT

INPUT provides planning information, analysis,

and recommendations to managers and executives
in the information processing industries. Through
market research, technology forecasting, and
competitive analysis, INPUT supports client

management in making informed decisions.

Continuous-information advisory services,

proprietary research/consulting, merger/
acquisition assistance, and multiclient studies are

provided to users and vendors of information
systems and services (software, processing
services, turnkey systems, systems integration,

professional services, communications, and
systems/software maintenance and support).

Many of INPUT'S professional staff members have
more than 20 years' experience in their areas of

specialization. Most have held senior management
positions in operations, marketing, or planning.

This expertise enables INPUT to supply practical

solutions to complex business problems.

Formed as a privately held corporation in 1974,

INPUT has become a leading international

research and consulting firm. Clients include more
than 100 of the world's largest and most
technically advanced companies.
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INPUT
1280 Villa Street, Mountain View, CA 94041

415-961-3300 Fax 415-961 -3966

Prepare your strategy today for software success

tomorrow...

The personal computer software products market has been for

several years the fastest growing segment of the U.S. Information

Services Industry. INPUT'S forecast for the next five years calls

for this dynamic market to retain its momentum, despite a number

of dampening influences.

The just-completed, Personal Computer Software Market,

1989-1994 report, focuses on the reasons behind this growth,

identifies product characteristics and support services required by

users, describes vendors' support and product strategies and

discusses the implications and opportunities for vendors of

software products.

To receive your copy of this pivotal report, please mail or fax

the enclosed order form, or call INPUT at (415) 961-3300.

Best regards,

Robert L. Goodwin
Vice President

INPUT
1280 Villa Street, Mountain View, CA 94041
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for this dynamic market to retain its momentum, despite a number

of dampening influences.

The just-completed, Personal Computer Software Market,

1989-1994 report, focuses on the reasons behind this growth,

identifies product characteristics and support services required by

users, describes vendors' support and product strategies and

discusses the implications and opportunities for vendors of

software products.

To receive your copy of this pivotal report, please mail or fax

the enclosed order form, or call INPUT at (415) 961-3300.

Best regards,

Robert L. Goodwin
Vice President





PERSONAL COMPUTER SOFTWARE REPORT, 1989 - 1994

Many studies and reports have been produced in recent months
that examine the "hypothetical" personal computer user and
his future requirements. In Personal Computer Software 1989
- 1994, INPUT places emphasis on the perceptions and real
needs of the end users and emerging technologies based on
vendor and users interviews . The report reviews and analyzes
the issues, trends, and market forecasts of the personal
computer software market in three areas: 1) System software,
2) cross-industry applications software, and 3). industry
specific applications software.

The future direction of software markets is to networking
solutions involving transparent sharing of software
processing among PC/workstations, minicomputers, and
mainframes. Many of the applications currently running on
mainframes will be run on workstations under a distributed
processing model. Minis and mainframes will be used
increasingly for communications/database applications within
the distributed model.

With the lowered cost of the personal computer and its
availability to the individual in the work environment and at
home for personal use, there is a need for software that will
fulfill the needs of both of these types of use. Software to
run the systems and the applications has become paramount to
the success of the personal computer.

PERSONAL COMPUTER SOFTWARE REPORT, 1989 - 1994

Based on experience and leadership in projecting and
forecasting the information services market, INPUT is
producing the Personal Computer Software Report, 198 9 - 1994
to explore and discuss the major forces driving the personal
computer software market. Through interviews with personal
computer users and software vendors, the study will:

Forecast the personal computer software market size and
growth from 1989 to 1994.

Identify the drivers and inhibitors that will influence
this market.

Examine the current installed configurations of personal
computers and user plans for future installations.

Leading vendors in the personal computer software market
are identified and examined in the report.

Vendor offerings and user requirements are identified
and compared.





Vendor and user issues and concerns regarding personal
computer software are identified and examined.

Vendor strategies in product and support areas as well
as recommendations for the profile of a successful
software product are discussed.

YOU SHOULD READ THIS REPORT IF YOU ARE:

A Software Vendor:

Participating in or considering entering the personal
computer software market

.

Responsible for personal computer software strategy
development

.

Responsible for personal computer software market
development

.

A Major Personal Computer User or Buyer:

Interested in gaining a better understanding of vendor
personal computer software development plans

.

Interested in examining potential personal computer
software service and support offerings.

TOTAL PERSONAL COMPUTER / WORKSTATION SOFTWARE EXPENDITURES
1988-1994

Overall CAGR (1989-1994) = 25%

User Expenditures (the vertical measurement) in $ Billions

(bar chart)

segment 1988 1989 1994 CAGR
(89-94)

Application S/W 4 . 6 6.1 17 . 7 24%

Systems S/W 2.1 2.9 9.9 28%

Total PC S/W 6.7 9.0 27 . 5 25%





Personal Computer Installed Configuration

two pie charts side-by-side showing the following pictures

1988

standalone 58%
linked to mainframe 23%
linked to other PCs 19%

1989

standalone 39%
linked to mainframe 25%
linked to other PCs 36%

PERSONAL COMPUTER SOFTWARE REPORT, 1989 - 1994
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WHAT INGREDIENTS MAKE A ,

SUCCESSFUL SOFTWARE PACKAGE?

INPUT'S Personal Computer Report provides you

with the redpe for success. The SUCCESSFUL
SOFTWARE PROFILE, based or(§&g&g&
research and user interviews, gives you a

comprehensive, detailed analysis of each of the

components that make software packages succeed.

We've Got the Answers!

INPUT'S Personal Computer Software

Report, 1969*1994:
Strategic Information you need TODAY for

Software Success Tomorrow
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Success in the 1990s

WHAT DO USERS REALLY WANT?
INPUT interviewed userst to determine

what they really want from their software

vendors. Major personal computer software

buyers rated their needs in order of importance.

These include transportability, software

characteristics, ease of use, vendor reputation, and
IBM compatibility. INPUT'S Personal Computer
Software Report reveals which of these

requirements is really the most important.

WHAT'S THE ACTUAL SIZE OF YOUR
POTENTIAL MARKET?

Vendors need to base effective strategies on an
accurate assessment of their market INPUT
determined the actual size of the potential market
through comprehensive user and vendor
interviews)and in-depth market intelligence.

PevtiloMPaiay fcx m fui a suipilw abuuHhe
potential market share of ayaUm\a software,

applications software; and tuUil r/C uof iwwe.

WHAT DOjrfTs MANAGERS REALLY NEED
TO KNOW?

INPUT'S Personal Computer Software Report
gives ratings and evaluations of software and
vendors from the user's point of view. INPUT
demonstrates how you can weigh all the criteria,

including vendor stability, operating system
compatibility, technical support, and software
characteristics—and come up with the winning
software solution for you.

Total Persona! Computer/Workstation
Software Expenditures

1988-1834

3 Systems Software

0 Applications Software

fed ftCt IvOfT
,

1989 kGft 1994

Base your development strategy on the actual

size of your potential market, as determined by

INPUTS market intelligence, and in-dopth vendor

and user Interviews.
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About INPUT

INPUT provides planning Information, analysis,

and recommendations to managers and executives

in the information processing industries. Through
market research, technology forecasting, and
competitive analysis, INPUT supports client

management in making informed decisions.

Continuous-information advisory services,

proprietary resewch/consulting, merger/
acquisition assistance, and muJticlJent studies are

provided to users and vendors of information

systems and services (software, processing

services, turnkey systems, systems integration,

professional services, communications, systems/

software maintenance and support).

Many of INPUT'S professional staff members have

more than 20 years' experience in their areas of

specialization. Most have held senior management
positions in operations, marketing, or planning.

This expertise enables INPUT to supply practical

solutions to complex business problems.

Formed as a privately held corporation in 1974,

INPUT has become a leading international

research and consulting firm. Clients include more
than 100 of the world's largest and most

technically advanced companies.

INPUT OFFICES

North America

Headquarters

1280 Villa Street

Mountain View, CA 94041-1194

(415) 961-3300

Telex 171407 Fax (415) 961-3966

New York
959 Route 46 East, Suite 201

Parsippany, NJ 07054

(201) 299-6999

Telex 134630 Fax (201) 263-8341

Washington, D.C
1953 Gallows Road
Vienna, VA 22182

(703)847-6870 Fax (703) 847-6872

International

Europe

Piccadilly House

33/37 Kegent Street

London SW1Y 4NF, England

(01)493^335

Telex 27113 Fax (01) 629-0179

Paris

52/ boulevard de Sevastopol

75003 Paris, France

(33-1)42 774277 Fax (33-1) 42 77 85 82

Tokyo
Saida Building

4-6, Kanda Sakuma-cho

Chtyoda-ku, Tokyo 101, Japan

(03)864-0531 Fax (03) 8644114





A NEW REPORT FROM INPUT

Prepare your strategy today for software
success in the '90s...

Call, Mail or Fax Your Order Today

Order Form ~
INPUT'S Research Studies

Personal Computer Software Markets, 1989-1994
report at the fee of $2,500.

TERMS OF PAYMENT
Payment in full is due within 30 days of invoice date.

Enclosed is my check in the amount of $ .

Bill my company on purchase order number in the amount of

$ •

California clients: Please add applicable sales tax on 70% of purchase price.

Connecticut clients: Please add 8% sales tax on the total amount.

CONDITIONS AGREEMENT
The information provided shall be used only by the employees of and within the current corporate

structure of the client and will not be disclosed to any other organization or person including

parent, subsidiary, or affiliated organizations without written consent of INPUT. INPUT exercises

its best efforts in preparation of the information provided under this Agreement and believes the

information contained therein to be accurate. However, INPUT shall have no liability for any loss

or expense that may result from incompleteness or inaccuracy of the information provided.

INPUT reserves the right to change or modify the content of the program in response to changing

client requirements.

Yes!

Please enter my
order as described:

INPUT
1280 Villa Street

Mountain View
CA 94041

(415) 961-3300

Telex 171407

Fax (415) 961-3966

Authorized By: Accepted By INPUT:

Organization Signature

Name Name

Title Title

Address Date

Telephone

Signature Date

MPCS-11/89

INPUT




