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AMD Edges Intel in Oct Retail PC Sales

Share of Retail PCs (Desktop and Notebook) Units Sold by CPU Manuf.
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July Represents Huge Turn Around in Desktops for AMD

Share of Retail Desktop Units Sold by CPU Manuf.

AMD-powered desktops
90% took the largest portion of
market share from Intel
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Intel Still Owns Lion’s Share of Notebooks

Share of Retail Notebook Units Sold by CPU Manuf.
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A64 and Sempron Have Powered AMD’s Success in Desktops

Share of Retail Desktop Units Sold by CPU Type
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Pent-M (Centrino) and Celeron M Have Powered Intel’s Continued

Dominance of Notebooks

Share of Retail Notebook Units Sold by CPU Type
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Are Intel’s Inventory Issues Affecting Retail?

Weeks of Retail PCs (Desktop and Notebook) Inventory by CPU Manuf.
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Intel's inventory levels in late October
9.0 typically grow in preparation for Black Friday,
however 2005 inventory levels are
8.0 significantly above 2004 levels
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AMD succeeds with significantly lower inventory levels

Share of Retail PCs (Desktop and Notebook) Inventory by CPU Manuf.
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Note that AMD was able to edge Intel in unit
20% | sales despite the fact that Intel had

significantly larger share of inventory
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Desktops

AMD captured US Retalil lead in October thanks to AMD’s dominance in desktops
and the fact that desktops rebounded in October.

Black Friday

AMD’s leadership position will be challenged come Black Friday when Intel will
aggressively go after the “value” customer with $399 notebooks.

Overall Consumer Market

Intel still leads in the overall US consumer market due to Dell’'s 100% use of Intel.
Without Dell, AMD is unlikely to take this leadership position from Intel.

Why Is AMD’s Leadership Position in Retail Important?

The October win for AMD within retail proves that AMD can compete head to head
with Intel when given the opportunity. Intel leads the overall US market not due to
customer choice, but because AMD is not an option from several OEMs (Dell,
Toshiba, Sony, Lenovo, etc.). This win may cause these OEMs to consider AMD as
they fight for a larger share of the consumer market.
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Current Analysis will help you

Capture competitive data more accurately

* Rapid and detailed analysis of new products and promotions
» Comprehensive competitive pricing and product specifications across channels

Interpret competitive data faster

* Instantly identify if you are under- or over-competitive
* Identify what factors are causing a competitive imbalance
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Engage your competition more effectively

 Assort your products more competitively
* Allocate your resources to maximize productivity

Track your results more efficiently

* Measure your results at a region and territory level
» Determine who'’s beating you and why
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Competitive
Intelligence
levels the playing field...

Competitive
Response™
enables you to

Win.

Current Analysis is the only competitive research firm that provides
solutions to improve your company’s Competitive Response

For more information, please contact...

Tom Young

Senior Account Manager

858-332-1976

tyoung@currentanalysis.com | www.currentanalysis.com
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