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Decreasing Licensing Complexity and Increasing Partner Opportunity

Microsoft® Volume Licensing provides customers with a flexible way to acquire anywhere from five to thousands of software licenses, with programs and pricing structured to align with the way customers purchase and deploy software solutions. 

Dramatic Simplification

Microsoft partners and solution providers play a crucial role in helping customers evaluate, purchase and implement the technology solutions that guide the growth of their businesses. Feedback from Microsoft partners and customers has led to continual improvement of Microsoft Corp.’s licensing programs, models, processes and pricing, increasing flexibility and choice and decreasing complexity. Most recently, the following improvements have been introduced:

· Consolidated product licensing. Seventy standardized product licensing models fit into nine categories. Future products will map to one of the nine categories to ensure licensing consistency.

· Simplified Product Use Rights. Product Use Rights were rewritten to reduce legal jargon and repetition; and provide improved navigation, usability and clarity. The licensing terms have not changed as a result of the improvements in the use rights. A searchable version of the Product Use Rights is also available online at http://www.microsoft.com/licensing/userights. 

· Permanent Step-Up license. Increased flexibility allows Software Assurance customers to upgrade from standard to enterprise products without having to purchase a new license. 
Partner Opportunity

Microsoft Volume Licensing programs and offerings provide multiple avenues for Microsoft partners to help deepen customer relationships, reduce the sales cycle, and expand their business and revenue opportunities through additional services, support and financing options for customers. Several opportunities can be found in the following programs:

· Open Value. Volume licensing discounts and flexible purchasing options can help partners increase sales revenue from expanded purchases and targeted services within small and midmarket organizations. 
· The program facilitates activation and use of Software Assurance benefits such as training vouchers, e-learning modules or TechNet. 

· The program helps lower the cost of sales through recent reductions in order processing time, streamlined processes and simpler agreements.

· Select License. Volume discounts provide customers with a comprehensive solution that accommodates mixed software and acquisition requirements.
· The program forecasts licensing projections for each pool of software selected by the customer (by application, system or server pool) and provides services for software that was properly licensed and paid for at the end of their agreement.

· Software Assurance. An increased advisory role helps customers understand their Software Assurance benefits and maps those benefits to the customer’s strategic IT needs. The program offers the following benefits:
· Partners can help increase their customers’ return on investment (ROI) by utilizing the Forrester Software Assurance ROI Tool, which performs savings, cost and risk analysis.
· The program delivers training through Certified Partner for Learning Solutions (CPLS) vouchers.
· It makes available an adviser who can call on behalf of customers to solve issues, which improves partners’ ability to provide higher-quality technical solutions and increased customer satisfaction.

· It offers support to help customers fully understand and respond to the needs of their IT environment.

· It provides customized solutions that build and maintain the infrastructure customers need to take full advantage of Software Assurance resources. 
Examples of how businesses are deriving value from their Software Assurance benefits can be seen at http://www.microsoft.com/licensing/programs/sa/casestudy/default.mspx. 

· Microsoft Financing. The program provides a total IT solution — encompassing hardware, services and hardware — and help customers of all sizes upgrade the performance of their organization.

· The program offers one-stop shopping for customers and allows them to finance their total solution, including their organization’s consulting services.

· Microsoft Financing is an important sales tool that can help partners improve top-line revenues and bottom-line profits by providing flexible payment options for their customers. Microsoft pays its partners in full within several days of approving the contract. Microsoft carries the risk, and the customer pays Microsoft over time.

· Operational processes are improved as a result of streamlined contracts, and credit approval occurs in less than a day in many cases.

Microsoft continually provides resources and tools to help partners increase their knowledge of volume licensing programs and take advantage of new customer opportunities:

· Microsoft offers ongoing training programs, giving partners the opportunity to take up to three licensing exams and the ability to earn the title of certified expert in Microsoft Volume Licensing programs.
· The Microsoft Partner Web site provides partners with sales, marketing, licensing and technical resources. Additional training resources are located at http://www.msreadiness.com.

· Quarterly online information sessions offer a communication vehicle through which customers and partners can hear about new developments and updates to Microsoft Volume Licensing programs and products.

· Partners have access to field specialists in more than 70 global subsidiaries established to help communicate licensing options for multiple versions of products and multiple customer segments. 

More information about Microsoft licensing programs is available on the Volume Licensing overview page at http://www.microsoft.com/licensing.
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