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Q My customers already purchase Windows with PCs, so why Software
Assurance? Windows Vista Enterprise has exclusive features to offer
Software Assurance customers.

Q Has anything been taken away from Software Assurance? Nothing has
been removed from Software Assurance.

Q Will the enhancements result in a price increase for Software Assurance?
No, there are no plans to raise the price for Software Assurance. Microsoft's
intent is to extend the value for the customer’s investment.

Q Will my customers have access to the new benefits if they already have
Software Assurance? Yes. Software Assurance customers can begin using the
new benefits when they become available.

Q. With Software Assurance, will my customers receive an upgrade
guarantee for the next major product version? While Microsoft intends to
continue enhancing products, there is no guarantee that a new version of any
particular product will be released during the term of the customer’s agreement.

Forrester Research, Julie Giera “The most significant change for large customers
is to the support benefit, and for smaller and mid-size firms, the consulting and
planning benefits. For large companies, it's going to be expansion of support
hours and the fact that support is going to cover some of the desktop products.”
Giera recommended that organizations take a hard look at Software Assurance
in light of their Microsoft support contracts to make sure they are optimizing
their budgets. “There’s certainly more value here on the support side. | would
say companies should definitely look at what's available in Software Assurance
now and what they may or may not need in Premier Support.”

Yankee Group, Laura Didio Referring to the voucher enhancements and
deployment training benefits: “I think that the training benefits are the most
valuable to customers because that's something that has been slashed out of
budgets. Any time these folks can get out and mingle and talk to professionals
and have it bundled in as a free service, that really does add to the value of a
Microsoft license,” Didio said. “You're paying a lot for these licenses, but you're
getting a lot, too. These are real, tangible benefits.”

t Analysts are sayi

Case Studies: Find testimonials from more than ten customers including Virgin
Entertainment, Fair Isaac, Weyerhaeuser, and CH2M Hill at http://www.
microsoft.com/licensing/programs/SA/casestudy/.

Additional Resources For additional information and sales tools about
Software Assurance visit https://partner.microsoft.com/softwareassurance.

For information on licensing competencies visit https://partner.microsoft.com/
global/competency/licensingsolutions/.

Visit http://www.microsoft.com/licensing/programs/SA for entitiement charts,
case studies, and more benefit information.

Resources

Benefits Highlights

Software Assurance provides a range of benefits to help organizations get the
most value from their Microsoft technology at each stage of the software lifecycle.

Stage 1: Plan

- New Version Rights: To stay current, customers receive rights to upgrade to
new software versions as they are released during their agreement. Value:
Lowers operating expenses such as technical support, training, and deployment
costs. Easier license management, predictable payments and budgeting,
enabled by standardized desktop.
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- Spread Payments: Customers can make annual payments instead of one large,
up front payment, freeing up budgeted funds to be used for deployment of
additional projects. Value: Lower initial cash outlay, and predictable budgeting
for three years, leading into savings on cost of capital.

Stage 2: Deploy

- Desktop Deployment Planning Services: Enables large customers to assess
and evaluate the business value of upgrading their Office and Windows
software, and to deploy new versions more easily. Focus on “zero touch”
methodologies to automate deployments and patching. Value: Reduces cost
and complexity of software deployment with expert planning and automation
tools delivered by certified and qualified partners, increasing IT productivity.

- Information Work Solution Services: Helps small and medium businesses
understand and prioritize opportunities to raise productivity from Office
servers and applications that leverage the capabilities of their IT infrastructure.
Value: Reduces cost and complexity of software deployment with expert
planning and architecture design to maximize customer’s investment.

Stage 3: Use

- Windowse Vista Enterprise: This is an exclusive version of Windows Vista for
medium and large customers to address challenges such as protection of
sensitive data, improved application compatibility, and simplifying IT
management and deployment.

« Training: Vouchers for IT training on select courses from Microsoft Certified
Partners for Learning Solutions. Value: Additional opportunities for training to
build and maintain expertise, increase productivity, and lower support costs.
Enables deployment of more complex solutions for increased business impact.

- eLearning: Online courses enable users and IT Pros to learn new applications
at their own pace, anywhere and anytime. Value: Opportunities for training to
build and maintain expertise, increase productivity, and lower support costs.
Enables deployment of more complex solutions for increased business impact.

- Employee Purchase Program: Significant discounts off of suggested retail
prices on Microsoft full packaged products. Value: Increase employee satisfaction.

« Home Use Rights: Provides employees the ability to use the same Office
software installed on their work machines, on their home PCs. Value: save the
full cost of an Office Work-at-Home license ($250) and potentially increase
employee productivity and satisfaction.

Stage 4: Maintain

« 24x7 Problem Resolution Support: Provides customers with peace of mind
that their IT staff can access phone support 24 hours a day, 7 days a week, on
any Microsoft product — for servers, operating system or Office applications.
The number of phone incidents is based on customer’s Software Assurance
spend. It includes unlimited Web support on servers with Software Assurance
coverage. Software Assurance customers with Premier Support can transfer
their Software Assurance phone incidents to their Premier agreements,
potentially lowering the cost of their Premier support and providing them with
faster and more comprehensive technical support. Value: The value of support
depends on usage. It contributes to increased productivity due to reduced
downtime for problem resolution, which can lower support costs and free up
IT resources to deploy additional projects.

TechNet: Allows access to TechNet Managed Newsgroups and subscription
media, featuring Microsoft Knowledge Base, software updates, utilities, drivers,
and how-to articles. Value: Save $1000 per year for the media kit and $350 per
year for each TechNet Plus ID. This benefit can result in decreased support costs
and downtime.

- Corporate Error Reporting: Reports system faults and errors to enable IT staff
to monitor and review information to identify and plan the deployment of fixes.
Value: Enables increased IT staff productivity and reduced downtime by
minimizing business disruption. 2

- Cold Back Up for Disaster Recovery: Provides complimentary “cold” backup
server licenses in the event of a disaster for every production license with
Software Assurance coverage. Value: save the full cost of a license plus
Software Assurance for each server.

Stage 5: Transition

Windows Fundamentals for Legacy PCs: Small footprint Windows-based OS
solution designed for customers with legacy PCs that provides the same
security and manageability as Windows XP SP2 while providing a smooth
migration path to the latest hardware and operating system. Value: Delay
hardware upgrades (cash flow impact), save on support costs, and increase
productivity and security.

Extended Hotfix Support (EHFS): For older software versions that have tran-
sitioned from Mainstream to Extended Support. Annual fees are now included
as a benefit under Software Assurance, and Software Assurance customers
no longer need to sign-up within a 90-day period of a product'’s transition
to Extended Support. Note: customers are still responsible for the fees for
individual hotfixes. Value: EHFS provides “piece of mind” and critical fixes.

Building the Case for Value

- Start the conversation early and make sure the customer has budget
allocation for Software Assurance.

« Center dialog on the value of the solution customers need to enhance or
grow their business. Include Software Assurance as part of the overall
Microsoft solution.

- Encourage existing Software Assurance customers to activate benefits to
realize value.
Note, for customers whose agreements began before March 13, 2006: These customers will receive more
phone incidents by activating before July 1 than waiting to activate on or after July L. In order for organiza-
tions to take advantage of the accrual on their Software Assurance spend that occurred from the announce
date of September 15 and the availability on March 13, the customer MUST activate their 24x7 Problem
Resolution Support benefit prior to June 30, 2006. After June 30th, they will continue to lose credit for their
Software Assurance spend until they activate the 24x7 Problem Resolution Support benefit. They have the
option to continue to use their original Problem Resolution Support benefit until their agreement term ends.
- Identify customer pain points that align with Software Assurance and build a
plan of how Software Assurance benefits add value across all phases of their
software lifecycle.

- Incorporate the plan and appropriate Software Assurance “value” messaging
into a 6+ year ROI model for your proposal comparing the cost/benefits with
Software Assurance to the cost of acquiring full licenses every three years.

- If customer deploys most software releases or needs to purchase now while
waiting for the next software release, Software Assurance is the most cost-
effective way to acquire licenses for the next release.

In addition to the “planning” benefits, emphasize:

- Office applications: Microsoft has consistently released a new version of Office
every 2.5-3 years. In addition, there are now deployment planning services,
training, and 24x7 problem resolution support to enhance the deployment
and usage of the desktop.

Servers: Support and “cold server” license savings.

Windows: With Software Assurance, customers receive rights to Windows
Vista Enterprise—Microsoft's desktop operating system optimized for medium
and large organizations. Windows Vista Enterprise can only be acquired
through Software Assurance. Windows Vista Enterprise addresses the
challenges organizations face: protecting sensitive data, improving application
compatibility, and simplifying their IT management and deployment. Software
Assurance customers also receive integrated solutions, like enhanced support,
Windows Fundamentals for Legacy PCs, and Corporate Error Reporting
designed to maximize the value of their IT investment.
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BENEFITS ENTITLEMENT CHART —COMMERCIAL AND GOVERNMENT OFFERINGS How the Software Assurance enhancements apply across specific Volume Licensing program offerings

For Additional information, contact your Microsoft Partner or account manager. To activate your benefits, go to the Microsoft Volume Licensing site at https://licensing.microsoft.com.
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BENEFIT

OPEN LICENSE | SELECT LICENSE | OPEN VALUE | OPEN VALUE COMPANY-WIDE AND SUBSCRIPTION | SELECT LICENSE SAM, ENTERPRISE AGREEMENT / SUBSCRIPTION

New Version Rights
Spread Payments

Desktop Deployment Planning Services

Windows Preinstallation Environment

Windows Vista Enterprise
Virtual PC Express*

Office Training Vouchers

Windows Training Vouchers

elearning

Home Use Program
Employee Purchase Program
Enterprise Source Licensing Program

24x7 Problem Resolution Support

Corporate Error Reporting

“Cold” Backups for Disaster Recovery

TechNet Plus Managed Newsgroup

TechNet Plus Subscription Media

Windows. Fundamentals for Legacy PCs

Extended Hotfix Support?

Information Work Value Discovery Workshop

Information Work Architecture Design Session

Every License covered under Software Assurance may be upgraded to the newest version.
Payments for License and Software Assurance can be spread into equal annual payments.

MICROSOFT OFFICE APPS SA SPEND* = LENGTH OF ENGAGEMENT DAYS (D)
US$60K = 1 (d) US$150K = 3 (d) US$600K = 5 (d) US$L1.25M = 10 (d)*

You may convert 2 Training Vouchers to receive this 1 day service.
You may convert 4 Training Vouchers to receive this 2 day service.

For every company-wide enrollment that includes Windows Client or Windows Server Licenses with Software Assurance,
you are eligible to receive 1 media kit.

For every Windows Client License covered under Software Assurance, you are entitled to 1 Windows Vista Enterprise Upgrade License.
For every Windows Client License covered under Software Assurance, you are entitled to 1 Virtual PC Express License.

MINIMUM NO. OF SA LICENSES = NO. OF TRAINING DAYS AWARDED (d):

250 =20 (d) 15,000 = 110 (d) 100,000 = 400 (d) 400,000 = 800 (d)
2400 = 30 (d) 30,000 = 160 (d) 200,000 = 600 (d) 600,000 = 1400 (d)
6000 = 50 (d) 50,000 = 250 (d)

MINIMUM NO. OF SA LICENSES = NO. OF TRAINING DAYS AWARDED (d):

250 =10(d) 15,000 = 55 (d) 100,000 = 200 (d) 400,000 = 400 (d)
2400 = 15 (d) 30,000 = 80 (d) 200,000 = 300 (d) 600,000 = 700 (d)
6000 = 25 (d) 50,000 = 125 (d)

For every 50 Office Application Licenses covered with Software
Assurance, you are entitled to 2 days of training (up to a
maximum of 10 days).

For every 50 Windows Client Licenses covered with Software
Assurance, you are entitled to 1 day of training (up to a
maximum of 5 days).

= For each Office Application License covered under Software Assurance you are entitled to 1 License for Information Worker Software Assurance eLearning.
= For each Windows Client License covered under Software Assurance you are entitled to 1 License for Client Software Assurance eLearning.
= For each Server License covered with Software Assurance you are entitled to 1 License for Server Software Assurance eLearning.

For each Office Application License covered with Software Assurance, a user of the licensed device is entitled to 1 copy of that product for use at home.
Entitled to extend access company-wide. Entitled to extend access company-wide.
1500 desktop minimum.

SERVER: For every US$20K* Software Assurance spend for servers and CALs, you are entitled to 1 phone incident. | Additionally, a complimentary phone incident is
awarded to customers who have at least 1 server license covered with Software Assurance.* | Unlimited web support is included for all servers covered with Software
Assurance.* | Premier customers will be able to transfer their SA incident into their Premier contracts.®

DESKTOP: For every US$200K* of Software Assurance spend for Microsoft Office Applications and Windows Client, you are entitled to 1 phone incident.
You are entitled to 1 media kit per enrollment.
For each Server License covered with Software Assurance, you are entitled to run 1 instance of the software on a “cold” server for disaster recovery purposes.

For each Server License covered with Software Assurance, you are entitled to 1 user ID. OPEN VALUE REQUIREMENTS: A minimum of 5 Server Licenses covered
with Software Assurance must be acquired. ID’s are received by customer starting with the fifth server.

You are entitled to 1 kit and user ID per enrollment for use company-wide when at least 1 Server License is covered under Software Assurance.
OPEN VALUE REQUIREMENTS: A minimum of 5 Server Licenses with Software Assurance must be acquired to receive TechNet Subscription Media.

For each Windows Client License covered under Software Assurance,
you are entitled to install 1 copy as the Windows Client License.

SERVER: 90-day enrollment not required. Annual contract fees for Exchange, MOM, SMS, SQL and
Windows Server are included as part of Software Assurance.

SERVER: 90-day enrollment not required. Annual contract fees for
Exchange, MOM, SMS, SQL and Windows Server are included as part of
Software Assurance.

DESKTOP: Not eligible DESKTOP: 90-day enrollment not required. Annual contract fees for

Windows Client and Office Pro are included as part of Software Assurance.

*Virtual PC Express is early release of a component of Windows Vista Enterprise that runs on Windows XP.
2- A Premier or Essential Support agreement is a pre-requisite for eligibility.

3 Can increase service level up to 15 days by converting unused training days. Please refer to the Microsoft
Product List to see eligible conversion options at www.microsoft.com/licensing/userights.

5 24x7 support is for Severity A cases only. Default language after business hours will be English. Translation
services will be used where available. SA incidents will be eligible to be exchanged for Premier incidents on a 1:1
basis. Transfer incidents for Premier Problem Resolution hours will be allowed. The conversion ratio will depend
on local Premier list prices and will vary by country.

* The indicated currency is U.S. only. Spend varies based on currency.

“Not applicable to Open License customers. Web support is for low severity (Severity C) cases only. Any call-back

via phone will be decremented against the customer’s Software Assurance or Premier phone incident balance.

NOTE: BENEFITS ENTITLEMENTS FOR COMMERCIAL AND GOVERNMENT OFFERINGS ARE IDENTICAL.

COLOR KEY ‘ [ New! Available Upon Product Release!  [] Enhanced! Available March 2006! [ New! Available March 2006! [ Not Eligible

©2006 Microsoft Corporation. All rights reserved. Microsoft, Windows, Windows Server, and
Windows Vista are either registered trademarks or trademarks of Microsoft Corporation in the
United States and/or other countries. All other trademarks are property of their respective owners.
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ELIGIBILITY

When can my customer purchase Software Assurance (SA)?
Customers can acquire Software Assurance on Select License and Open License in the following scenarios:

. Select License and Open License can include Software Assurance only at the time of purchase.

. Customers can add Software Assurance to original equipment manufacturer (OEM) licenses within 90 days
of purchase for the desktop operating system, desktop applications, and servers. There is no Software
Assurance for Windows® XP Home Edition.

. Customers can add Software Assurance to a full-package product (FPP) purchase of the desktop operating
system (OS) and server products within 90 days of purchase. Office full-packaged product is not eligible
for Software Assurance.

. Customers must renew Software Assurance within 90 days of expiration for Open License Business or
Open Volume licenses and within 30 days of expiration for Select License, Enterprise Agreement, and Open
Value licenses.

. Individual Developer Tools are not eligible for Software Assurance. The recommended way to obtain
Software Assurance for Developer Tools is to purchase an MSDN® subscription.

Software Asset
Management
WHAT IS IT?
The Opportunity for You

Software Asset Management (SAM) provides a system for the effective management, control, and protection of the
software assets within an organization, throughout all stages of each product’s life cycle. By accurately accounting for
software assets, companies have better intelligence as well as control over their IT infrastructure.

Offering SAM services is a great revenue opportunity, because it is more than just a one-time review. SAM is a long-
term strategy—one that can deepen your current customer relationships and position you as a trusted advisor who
helps customers save money, manage technological change, and become more competitive.

While you are providing this valuable service to your customers—a profitable revenue stream all by itself—you

will also be uncovering additional opportunities. You may discover the need for additional services such as product
support and upgrades, integration technologies, product deployment, or architecture design consulting. By becoming
a trusted SAM service provider, your company can gain access to key decision makers within the highest levels in the
organization, establishing lasting relationships and building customer loyalty.

Desktop applications

Office 2003 Editions (and the 2007 Microsoft Office system, when released) OEM licenses are eligible for Software
Assurance. Office 2003 Editions (and the 2007 Office system, when released) retail licenses are not eligible for
Software Assurance. Application licenses acquired through both volume licensing channels and retail channels do
qualify for upgrade options: Software Assurance and Upgrade License, respectively. Microsoft is pleased to announce
that starting with Office 2003 Editions, customers will have the opportunity to enroll OEM licenses for desktop
applications into Software Assurance within 90 days of purchase of the OEM licenses.

Desktop operating system

Windows Professional Full licenses are not available through Volume Licensing. Instead, Windows Professional
operating system Upgrade will be the Volume Licensing offering for the desktop. Customers must have an existing
Windows operating system license via OEM/COEM/FPP or a competitive operating system to be eligible for Windows
Professional OS Upgrade.

Server products
Server OEM/FPP acquisitions are eligible for Software Assurance. An FPP VUP will be available for Small Business Server.

Developer tools

Individual Developer Tools are not eligible for Software Assurance. The recommended way to obtain Software
Assurance for Developer Tools is to purchase an MSDN subscription.

Joining the MSPP Licensing Services Competency with a SAM Specialization

The MSPP SAM specialization is for providers who want to be known for their expertise in serving customers who have
challenging, competitive, and complex technology environments. Whether you are already providing SAM services or
adding SAM to your current business offering, the SAM specialization can enhance your effectiveness and help you
uncover additional opportunities. And a SAM specialization can set your business apart from your competitors by
enabling potential customers to clearly identify your expertise.

By qualifying for the MSPP SAM specialization, your organization will be well-positioned to take advantage of a
growing demand for SAM solutions. As a Microsoft Certified or Gold Certified Partner, you can achieve a Licensing
Competency by specializing in SAM. With a SAM specialization, you will get access to additional resources like the SAM
Playbook with step-by-step guidance that can help you maximize the effectiveness of your SAM offering.

Learn More About the Benefits of SAM for Customers: http://www.microsoft.com/sam

Acquire SAM Skills: http://partner.microsoft.com/samtraining2

Join the SAM Specialization: http://partner.microsoft.com/sam?2
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