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Abstract:
His comments and similar ones from Michael Dell, the founder and chief executive of Dell Computer, came during a presentation to Wall Street analysts in which Dell sketched out its plans to double its revenue to $60 billion over the next four or five years. The strategy hinges on Dell's ability to extend its business, honed in the personal computer business, into the corporate world of large data-serving computers, storage systems and services.

The plan, analysts said, is ambitious and a formidable challenge. It would place Dell, the leading PC maker, increasingly in direct competition with not only Hewlett-Packard but also I.B.M. and Sun Microsystems. These rivals have a larger presence than Dell in the industrial-strength computing needed to run corporate data centers. They spend more than Dell on research and development, and they have much larger staffs of service workers to assist corporate customers in tackling complex computing chores.
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The president of Dell Computer said yesterday that his company had ''without a doubt'' benefited from the uncertainty among corporate customers about the effect of Hewlett-Packard's planned purchase of Compaq Computer.

The executive, Kevin Rollins, said the main effect of the pending merger so far had been invitations to Dell to bid on large corporate accounts. The process of becoming an approved supplier to large corporations can be arduous and time-consuming, especially in Europe, and many companies are winnowing their approved vendors. In companies where both Hewlett-Packard and Compaq are approved suppliers, the merger -- if finally approved -- would open a place on the list.

''Companies will no longer have those two to keep each other honest, so we're getting invited in,'' Mr. Rollins said. ''More and more doors are opening up to us.''

His comments and similar ones from Michael Dell, the founder and chief executive of Dell Computer, came during a presentation to Wall Street analysts in which Dell sketched out its plans to double its revenue to $60 billion over the next four or five years. The strategy hinges on Dell's ability to extend its business, honed in the personal computer business, into the corporate world of large data-serving computers, storage systems and services.

The plan, analysts said, is ambitious and a formidable challenge. It would place Dell, the leading PC maker, increasingly in direct competition with not only Hewlett-Packard but also I.B.M. and Sun Microsystems. These rivals have a larger presence than Dell in the industrial-strength computing needed to run corporate data centers. They spend more than Dell on research and development, and they have much larger staffs of service workers to assist corporate customers in tackling complex computing chores.

Whether Dell's low-cost business model of direct sales to customers will work, without drastic changes, in the large market for heavy-duty computing is uncertain. Dell's bet is that industry-standard technology -- mainly machines powered by Intel's microprocessors, Microsoft's Windows operating system and the GNU Linux operating system -- will move steadily into corporate data centers, taking over tasks now handled by rivals' computers running Unix and mainframes.

The Dell strategy, in essence, is to take the low-cost economics of the PC business into the data center market. ''We think we can grow the business without changing the business model,'' Mr. Rollins said.

That remains to be seen, analysts say. What is evident is the continuing efficiency of Dell in its current business. It has gained market share and continues to be profitable amid the slump in the PC business, even as its rivals have lost share and money.

Yesterday, Dell confirmed that its revenue in its first fiscal quarter, begun in February, would be slightly ahead of its earlier guidance at $7.9 billion, down 2 percent from a year earlier. Dell executives said that they expected a recovery in technology spending in the second half of the year but that they did not expect a sharp rebound to the growth levels of the late 1990's. Dell's longer-term growth targets depend on aggressively taking business from rivals.

The Compaq merger, according to Dell executives, should provide an opening for competitive gains. ''There is a significant opportunity for us because of some of the confusion in the market,'' Mr. Dell said.

To date, however, there is no clear evidence that recent sales gains by Dell have come at the expense of Hewlett-Packard or Compaq. Both companies reported strong results in their most recent quarters.

''My biggest fear was that there would be a big hit to the business after the deal was announced,'' Michael D. Capellas, the chief executive of Compaq, said recently. ''But that didn't happen.''
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Michael Dell, the chief executive of Dell Computer, with an analyst after a presentation yesterday in New York. The company sketched out plans to double its revenue to $60 billion over the next four or five years. (Bloomberg News)
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