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Digital master

CALL IT A surreal nonent. Intel Corporation president and chi ef operating
officer Craig R Barrett had just finished a presentation in Penang on the
chi p-maker' s gl obal business strategy and was novi ng around at the front
of the room speaking to journalists and posing (a tad awkwardly) for

pi ctures.

Then, he stopped wal ki ng and unconsciously stood, all 1.88mof him in
front of a slide projector. Via a shaft of strong |ight, an i nage was

enbl azoned on his white shirt. It was the conpany's nanme in electric blue.
There it was, so fortuitously synbolic, no public relations orchestration
coul d have engineered it better - Barrett had Intel inside!

I ndeed, this is the man who will soon be at the wheel of one of the nost
influential forces of the global digital revolution. Come May 20, Intel's
board of directors will elect Barrett, 58, as the conpany's fourth chief
executive officer (CEQ) in its 30-year history. This was announced shortly
before he arrived in Penang on the night of April 1 as part of a busy
swi ng through five Asia-Pacific countries in as many days. He gave the
talk the nmorning after.

Letting go of the CEOtitle is Andrew Grove, who has pronoted “only the
paranoi d survive' to a nmanagenent creed. As chairman, Grove will continue
to work full-time, dwelling nore on "broad strategic issues concerning the
i ndustry and Intel'. Intel's first two CECs were the | ate Robert Noyce and
CGordon Mbore, now chairman enmeritus. The duo, together with G ove, are

wi dely seen as Intel's founding triunvirate. To an outsider, Gove's shoes
seeminpossibly large for Barrett to fill. After all, the forner is an

i con of comrerce. He was Ti ne Magazi nes' 1997 Man of the Year. A book,
Forbes Great M nds of Busi ness, says he is "wi dely regarded as the best
corporate manager in America'. Mst inportantly, nobody disputes that the
hi ghl y-respected G ove has helned Intel (and the conputer industry, to a
certain extent) to a lofty position during his 11 years as CEO. Its sales
bal | ooned fromUS$ 1.9 billion in 1987 to US$ 25.1 billion | ast year (see
chart 1).

Barrett too has an inpressive record of his own, albeit one that is best
appreci ated by people familiar with the ins and outs of Intel. After
getting his Bachel or of Science, Master of Science and PhD degrees in
material science fromStanford University, he stayed on to teach. He was
associ ate professor at Stanford when he left in 1974 to join Intel as
technol ogy devel opnent manager. He was naned chief operating officer in
1993. Last May, he becane Intel's fourth president.

Barrett is consistently singled out as the person who has transforned
Intel's manufacturing operations into a remarkably efficient and
productive machine that is the key to Intel's dom nance in the

m croprocessor market. But why not let the straight-tal king G ove hand out
t he endor senent ? When announci ng the deci sion to make Barrett CEQ he
credited Barrett as the architect of Intel's operations throughout the

| ast decade.

Anal ysts have given the thunbs up to the inpendi ng baton handover,

poi nting out that Intel now needs an experienced operational nman as

| eader, sonmeone who can slash costs in the face of falling prices of
personal conmputers (PCs) and chi ps.

Intel executives, Barrett included, are apt to insist that it will be

busi ness as usual despite the | eadership change. At the sane tinme, in an



exclusive interview with Ml aysi an Busi ness, Barrett reveals an acute
awar eness of the urgency for Intel to continue evol ving as market

condi tions and the gl obal econony shift. Excerpts:

You are anpng several proninent personalities in the information

technol ogy (I T) industry who have visited this region recently. Do you
feel that Intel is spoilt for choice when deciding on investnents in the
Asi a- Paci fic region?

Not necessarily. The Asia Pacific is the fastest growi ng region for the
PC industry and we intend to i ncrease our presence in the region. W are
al ways | ooki ng at investnment opportunities but there are many factors to
wei gh. Mal aysia is one of our choi ces because we've been here for 25

years.
Prime Mnister Datuk Seri Dr Mahathir Mhanad was abroad when you cane
here |last June and during this visit as well. If you had nmet him what
woul d you have di scussed?

Yes, | amkeen to meet him | would Iike to ask hi mabout the progress

of the Multinedia Super Corridor project. And for the sinple reason that
we have a 25-year history in Ml aysia, we hope to gain sone insight on

| ong-term prospects and pl ans.

W are also interested in his views on how we can contri bute,

educational initiatives regarding I T, electronic governnent ... There are
many t hings we can tal k about.

A recurring nessage in your visits to the Asia-Pacific is that

devel oping countries need to spend between three and 3.5 per cent of their
gross donestic product (GDP) on IT to nmake their businesses nore
conpetitive globally. Wat exactly needs to be done and who should do it?
This is an observation based on the fact that the IT spending in the
United States is between three and 3.5 per cent of its GDP. The figure in
devel oping countries is certainly | ower and shoul d be increased for
conpetitiveness. |If others are spending nore and you are not, you will be
| eft behi nd.

It is a huge, conplex effort. It should start with educati on and be
carried over into governnment. Big business and snall business nust play a
part too. The problemis sone organi sations are run by gray-haired people
who [ ook |ike ne. They tend to resist such changes. This was the case in
Europe until recently.

The governnent can help by playing a | eadership role. Big business has

to be aggressive in adopting IT as a productivity tool. If a government

| eader or a conpany president uses IT, the rest will follow.

Intel's mssion these days is, in your words, "to create nobre new uses
for PCs and find nore new users for PCs', thus assumng a | eadership role
to expand the industry. There doesn't seemto be any parallel to this in
other industries. WIIl there conme a tinme when Intel will feel that it is
taki ng on too nuch?

As far as | can tell, there is no parallel to what we are doing in the

I T industry. We are spending billions on our efforts. W have to. W are
at the centre of the industry, not at its periphery.

We al ready have al nost a 90 per cent share of the market (for PC

m croprocessors). W can't go rmuch bigger than that. W have to grow the
pi e.

Take any I T industry survey and it will show a 15 to 18 per cent annual
growth. This is a wonderful, unique industry. It is anti-inflationary. Not
many i ndustries can match such growth. It is a crazy industry, in a
positive way, of course.

I ndustry wat chers are upbeat about your inpendi ng appoi nt nent as CEO
because of your operational expertise. Al though you have al ready been
overseeing Intel's operations for several years, will there be big changes



when you take over?
There will not be any revolutions. For ne, regaining a strong growth
rate for Intel is nost inportant. Historically, we were grow ng between 25
and 30 per cent a year. W want to be back at that level. (Intel's revenue
grew by 20 per cent last year. Its revenue for the first quarter of 1998
is eight per cent |lower than that of the previous quarter. This was
attributed to the unexpectedly weaker dermand for its PC chips.)
| also want Intel to nove aggressively into sone new products and
busi ness areas, such as networking, electronic comrerce, interactive
entertai nment and fl ash menory.
You have often been described as conpetitive. But is that the sane as
paranoid? O is there a need to be paranoid at all?
O course you have to be paranoid. One has to be paranoid in the IT
i ndustry. Wen you have a total turnover of your product |line every 12
nmont hs, how can you afford not to be? If we are not paranoid, we stand to
| ose 90 per cent of our revenue. W like to conpete very hard.
Grove was quoted as saying that Noyce (Intel founding CEO insisted that
there was a technical solution to everything, while G ove believed in
organi sati onal or process solutions. Wiere do you stand?
W have seen a transition in Intel's senior managenent from enphasi sing
inventing to focusing on several equally inportant fronts. W progressed
froma fundanentally technical venture to a conbination of strong
technol ogy, products and marketing. Over the years, we have devel oped a
wi de-rangi ng approach to business with several degrees of expertise. W
i nvest heavily in capital, research and devel opnent (R&D) and marketi ng.
Very few conpani es have big budgets for all three areas. Take M crosoft
for instance. It spends a lot on R&D and marketing but its capital cost is
small; it costs next to nothing to manufacture software. (After
el aborating on the different styles and strengths of Intel's previous
three CEGs) Each CEO has shaped Intel in his own way.
So how do you hope to shape Intel ?
Intel is increasingly becomng an international conpany. Today, |ess
than 50 per cent of our products are sold in the US. W need to allocate
resources to other countries to work with forei gn conpani es and
governnents. W aimto have maj or market presence in these countries, not
just by selling our products but also through other aspects such as brand
recognition, awareness about I T and contributions to education and
training. The other thing | would like to be renenbered for is Intel
expandi ng i nt o new busi ness areas and products.

(END)
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