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Providing Microsoft customers with financing solutions that are flexible, comprehensive and affordable

Microsoft® Financing is a wholly owned subsidiary of Microsoft Corp. that provides financing solutions to customers acquiring Microsoft products, IT services and hardware in 12 countries.  

Business Advantages for Partners 

Microsoft Financing is a tool for Microsoft partners to engage more deeply with their customers and facilitate the acquisition of a total technology solution. Microsoft partners can help their customers upgrade the performance of their organization and stay competitive while strengthening their business and customer relationships. Microsoft Financing offers the following partner benefits:

· Revenue growth. When flexible, affordable financing options are available, IT implementations are faster and larger in scope. Top-line revenues and bottom-line profits can increase, because partners can minimize discounting.

· New sales opportunities. Partners can provide one-stop shopping for customers and finance their total IT solution, including their organization’s consulting services.  

· Reliable cash flow. Partners are paid in full by Microsoft within days (sometimes hours) of approving the contract. Microsoft carries the risk, and the customer pays Microsoft over time.

· Shorter sales cycles. Microsoft has streamlined contracts to improve operational processes and offers a credit approval rating of more than 90 percent. 

· Differentiation. The ability to finance software and services transactions allows partners to up-sell additional services, applications and maintenance at higher margins while increasing the speed of the sales cycle. This unique capability offers partners an additional advantage to differentiate their offer from leasing programs that favor hardware-centric configurations and improve the volume and quality of their deals.

· More flexibility. Flexible financing plans help map payments to how customers use their solutions and the seasonality and size of their business. There is no minimum Microsoft purchase requirement, and both software and services can be considered for financing.

· Resource consolidation. Customers have a consolidated resource for their IT financing needs to centralize their investments. 
· Worldwide financing solution. Microsoft financing can be leveraged across an organization’s distribution channels and regions including Australia, Belgium, Brazil, Canada, France, Germany, Netherlands, New Zealand, Spain, Switzerland, the United Kingdom and the United States.  Microsoft Financing continues to expand its partner network and will be available in three to five additional regions in 2007. 

Programs for Customers

Microsoft Financing provides customers with a simple, convenient and affordable way to acquire their IT solutions. Customers don’t need to arrange an independent source of financing for their solutions when Microsoft Financing participates in the transaction. For businesses whose IT requirements include software, services, partner solutions and hardware, Microsoft Financing offers solutions within two programs: Total Solution Financing and Software License Financing:

· Total Solution Financing. This program is designed to help small and midsize companies conveniently finance the entire cost of their technology solutions. With competitive fixed-rate loans, customers can match their cash flow to the usage of the technology with payment terms from 24 months to 60 months.

· Software License Financing. For organizations that are acquiring Microsoft licenses rather than an entire technology solution, Microsoft Financing has options to spread their software costs over an extended time and preserve capital resources. Additional purchases also may be made and added to the Microsoft Financing contract to accommodate immediate business requirements.  
Frequently Asked Questions 

Q: 
What are the benefits of financing versus leasing a solution?

A: 
Unlike leases, Microsoft Financing structures transactions as loans. Customers benefit from having a clear total cost of ownership, because uncertainty is eliminated about end-of-lease renewal and other negotiations, fair market value purchase, and return charges. Financing is a simpler and less complex contractual process than that of a lease. Also, an organization has continuing rights to use its software license at the end of the financing term. Leases contain provisions related to end-of-lease product returns, renewal or purchase. 

Q: 
Who is eligible for this program? Can all customers take advantage of it?

A:  The program is currently available to Microsoft customers in 12 countries (Australia, Belgium, Brazil, Canada, France, Germany, Netherlands, New Zealand, Spain, Switzerland, the United Kingdom and the United States) and will be expanded into more regions in 2006 and 2007. Customers’ first step is to talk with their sales representative about Microsoft Financing. Customers also can find more information at http://www.microsoft.com/licensing/financing/default.mspx, and partners can learn more by visiting https://partner.microsoft.com/financing. 

Q: 
How long can the solution be financed?
A: 
Financing is for 12 months to 60 months, depending on the financing program. 

Q: 
What is the interest rate being offered on the financing?
A: 
Competitive interest rates will be offered to customers, determined by market conditions, transaction size, and customer creditworthiness.  

Q: 
Is there a financing agreement minimum or maximum (purchase)?
A: 
The minimum/maximum amount of an initial financing agreement is set at a program level and varies by country. For example, in the United States the current minimum investment is $3,000. More information can be found at http://www.microsoft.com/financing and by referring to the individual program for the country of interest.

Q: 
Will down payments be required?
A: 
There is generally no requirement for down payments. 

Q: 
What will happen if a customer defaults on a Microsoft Financing loan?
A: 
Microsoft Financing and its finance partners will take the appropriate legal action in cases of customer default, on a case-by-case basis. A default will result in invalidation of the customer’s licenses for Microsoft products. 

Resources

· Microsoft Financing: http://www.microsoft.com/financing

· For instant quotes, visit the Microsoft Product Licensing Advisor (MPLA) http://www.microsoft.com/licensing/mplahome.mspx 

· Microsoft partner site for Microsoft Financing (password-protected): https://partner.microsoft.com/financing 
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