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Google
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AppExchange, 150. See also
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Bricklin, Dan, 51

Brin, Sergey, 68, 69
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110

Brooks, Fred, 158
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bullet syndrome

Butterworth, Pau}. 127
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114
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Centura, 93. See also Gupta
Technologies
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Change, x—xi; perpetual, 195
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83-84, 88
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generation, 126-129; why it
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overview, 134—137; time-
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CODOL, 86-87, 88, 89
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preparing to be your own
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Google, 37

Customer pain: focusing on,
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Intellectual property: as a
necessity for survival, 5758

IntelliCorp, 169

Internet, the, 162—-163
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world, xiv—xv; letting luck go
to your head, 78; taking for
granted, xv
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138-140

Market changes: ignoring,
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McNealy, Scott, 22, 43
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Google, 71; and IBI4, 45;
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failure; success

Netscape: sneak attack strategy,
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NeXT, 53

NeXTSTET, 123

Novell, 42
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164-166

OfficeVision, 46—47. See also
IBM

Olsen, Ken, 10, 43

Open source, 72. See also open
systems movement

Open systems movement,
116-118. See also open
source

Oracle, 42, 143

Outdated products: destroying
to make way for better
products, xviii. See also legacy
products

Outsourcing providers, 138
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Perspective: keeping, 170;
lacking, xix
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Pink, 167

Planning: acting without proper
planning, xix; for emerging
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Politics, 186-187

PowerBuilder, 86, 92

Powersoft, 82—-90, 92-95, 142

Pragmatism, x—xi
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Red Herring, 165

Redpoint Venuures, 104
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194-195
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SAA, 46-47. See also IBM
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of, 143—145; building an
ecosystem, 150-151;
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adopt, 147-150; lessons from

Siebel Systems, 141-143;
new approach to software,
145-147; overview,
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competitive, 151-152; secrets
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Salesforce Software
Environment, 148
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Scott, Bruce, 91

Sculley, John 43, 52, 53,
54

Sequeina Capital, 104

Siete); Tom, 141

Sicbel Systems, 141-143

Silver bullet syndrome: artificial
intelligence, 163—164; the
Internet, 162—-163;
navigating a silver bullet
market, 168—171; object
orientation, 164—166;
overview, 157-162; Taligent,
166-168

Size, 15-16

Skunkworks, 185—-186

Smalltalk, 116

Smart: defined, xiii

Smart companies, xiv

Sneak attack strategy, 62;
Amazon.com, 73-78;
Google, 67-72; Netscape,
62-67
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Architecture. See SAA

Software as a service, 33, 34, 36;
Agillion as a precursor to,
103-104; and Google, 72.
See also cloud computing

Spindler, Michael, 54-55

Sprinzen, Marty, 127

SPSS, 42
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Start-up companies: challenging
the legacy product of a
market incumbent, 174—175;
embracing, 195-196; taking
start-ups seriously, 186
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attack, 73—78; assuming
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strategy, 109; creating a long-
term and well-theught-out
strategy, 108 to fool
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Google sneak attack, 67-72;
making strategy changes, 58;
Netscape sneak attack, 62—
67; sneak attack, 62

Studying markets, 193-194
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success, xvi; making
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problematic success, 92-95;
thinking differently about
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Xix

SugarCRM, 151

Sun Microsystems, xiii, 2-3, 42,
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16-24
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troubic: factors for, 43—44

Sustair able companies, xx

Syvase, 93. See also Powersoft

T

Taligent, 166-168
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Technology: being objective
about your own technology,
131; creating a plan for
emerging technology to
mature, 109; explaining to
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value to the customers, not
on value of the technology,
195; making it approachable,
29-30; most sophisticated
technology doesn’t always

win, 93-94
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of, 43—44
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Unisys, 42

Unix, 117,118
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Microsoft
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