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Resources

Types of licenses

Types of volume licenses

Promotion for Select Program

Product Licensing

GGWA Promotion

Software Assurance Benefits

SCCM for your asset inventory
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Links available
Åhttp://www.microsoft.com/licensing

Åhttp://www.microsoftvolumelicensing.com/useri
ghts

Åhttp://www.microsoft.com/licensing/mla/

Åhttp://www.microsoft.com/thailand/offer/ggwa_p
romo.aspx

Åhttp://www.microsoft.com/thailand/partnerfinder/
selectpromo.aspx

Licensing

Licensing is a ñtoolò

Build & expand opportunities

Short term and Long term impact

When used properly, great results

When used improperly, big 
headaches

http://www.microsoft.com/licensing
http://www.microsoftvolumelicensing.com/userights
http://www.microsoftvolumelicensing.com/userights
http://www.microsoft.com/licensing/mla/
http://www.microsoft.com/thailand/offer/ggwa_promo.aspx
http://www.microsoft.com/thailand/offer/ggwa_promo.aspx
http://www.microsoft.com/thailand/partnerfinder/selectpromo.aspx
http://www.microsoft.com/thailand/partnerfinder/selectpromo.aspx
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Open
Academic

Business

Charity

Government

Value
Company Wide

Non ïCompany Wide

Subscription

Select
Academic

Commercial

Government

Select Plus
Enterprise Agreement

Enterprise Subscription 
Agreement

Campus Agreement

School Agreement

EA 50 (APAC Only)

Independent Software Vendor 
Royalty Program (ISV Royalty)

Desktop Application Rental 
(aka Internet Café Licensing)

Standard Rental Agreement 
(between MS and Leasing 
companies)

Service Provider License 
Agreement (SPLA)

Others ï(WWLP Pilot 
Programs)

Grand total ïwas 127   now 
23+1

8

270+ products

38 languages

24 programs

100+ countries

781,000 channel partners

70+ Global Subsidiaries

212,144,435,800,000,000  Variables

Balancing flexibility and complexity to meet your diverse needs
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Software = intellectual property

the legal right to 
install, 

use, 

access, 

display, 

run, or 

otherwise interact with a software 
program

Usage rights are controlled by 
the terms of software license 
detailed in a license 
agreement

Customers benefit from 
License compliance as:

They are protected from 
incomplete software

They can avail technical 
services and support

Customer characteristics that determine an appropriate

licensing solution include:

¸ Group

¸ Segment

¸ Structure

¸ Size

¸ Location
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Downgrade to any previous version of the 
software.

Use other language versions of the 
software.

Copy software onto multiple devices.

Segment Transactional: 
order licenses for 
installed software 

per device. 

SA is optional

Relational: Fixed price per PC per year for 
fixed set of Microsoft products. 

Software Assurance is included

Perpetual* Non-perpetual*

Enterprise 
customers Select License

Select Plus
Enterprise Agreement

Enterprise 
Subscription 
Agreement

Small & 
midmarket 
customers

Open License

Open Value ïnon-
Company Wide

Open Value ï
Company Wide

Open Value 
Subscription

Åperpetual: customer owns the licenses at the end of the agreement term

ÅNon perpetual: customers does not own the licenses at the end of agreement term = subscription



Cable Technology Association for Marketing 11/18/2008

© 2008 Microsoft Corporation. All rights reserved. Microsoft, Windows, Windows Vista and other product names are or may be registered trademarks and/or trademarks in the U.S. and/or other countries.

The information herein is for informational purposes only and represents the current view of Microsoft Corporation as of the date of this presentation.  Because Microsoft must respond to changing market conditions, it 

should not be interpreted to be a commitment on the part of Microsoft, and Microsoft cannot guarantee the accuracy of any information provided after the date of this presentation.  

MICROSOFT MAKES NO WARRANTIES, EXPRESS, IMPLIED OR STATUTORY, AS TO THE INFORMATION IN THIS PRESENTATION. 7

Feature Select Plus Select License
Enterprise Agreement 
(EA)

Ordering 
Unique customer ID represents a single 
business entity 

Enrollment number 
representing one or more 
businesses that expire

Enrollment number 
representing one or more 
businesses that expire

Asset 
Management 

View all assets across the organization using 
a single Lead Affiliate customer ID 

Manage licenses and Software Assurance benefits 
across all affiliates under one business entity 

Managed by one 
agreement number 

Managed by one 
agreement number 

Term Never expires 

Three year enrollment

Three year 
Master Agreement 

Three year enrollment

Non-expiring 
Master Agreement 

Program 
Qualification 

Per Pool

Qualify with an existing EA, EAS, or CASA. 
Price level is set and compliance is waived

Qualify with a Select License or other Volume 
Licensing agreement. Initial price level set but 
no compliance waiver 

New customer purchase is a minimum of 500 points

Customers can purchase under single pools. If 
customers purchase under multiple pools, they must 
qualify with 500 minimum points per pool

Provide  a forecast

Qualify with an existing 
Enterprise Agreement.
Price level is set and 
compliance is waived

Based on initial order 

Purchase 
Minimum and 

Compliance

Purchase minimums waived for customers with 
active EA, EAS, or CASA

Compliance

If you are at Level A (or an academic or government 
customer) the previous year, 
you  must qualify for 500 point minimum 
to continue purchasing under Select Plus

If you are at Level B-D and do not meet 
the minimum, the price level changes (e.g., moving 
from Level C to Level B) for that pool 
the following year 

Purchase minimums 
waived for customers 
with active EA or 
EA Subscription

Compliance

1,500 points per pool 
over three years

Price level can be 
lowered multiple levels in 
a single compliance 
check

250 desktops minimum

Company-wide for platform 
products 

Feature Select Plus Select License
Enterprise Agreement 
(EA)

Pricing 

Select Plus pricing same as Select 

Automatic tiered pricing when next price 
level is achieved 

Set at lead affiliate (organization-wide) 

Commercial Levels A-D by pool 

Academic/Government has single tier 
price point 

Annual compliance level down by pool

Select pricing same as 
Select Plus

Contractual Forecast

Set at Master Agreement

Commercial Levels A-D by pool

Academic/Government has 
single tier price point 

Annual compliance level up 
or down by pool

Based on initial order 

Platform products 
by pool

Additional program 
price incentives 

Commercial Levels A-D 
by pool

Government has single 
tier price point 

Available 
Channel 
Partner

Large Account Reseller* Large Account Reseller* Large Account Reseller 

Software 
Assurance 

Option to add full 36 months of Software 
Assurance, with no proration

Software Assurance Membership 
(SAM) available 

Option to add Software 
Assurance prorated to prior 
anniversary

Software Assurance 
Membership (SAM) available

Included as part of the 
EA, prorated to six 
months on True-up 

Online 
Services 

One-year Subscription or align 
to affiliate anniversary 

One-year subscription or 
align to agreement end date 

One-year subscription 
or align to agreement end 
date 

Microsoft 
Financing 

Integrate financing line of credit 
extended under separate agreement. 
Credit approval coming as part of 
eAgreements. Note: This is only 
available in regions that have 
Microsoft Financing

Integrate financing line of credit 
extended under separate 
agreement. Credit approval 
coming as part of eAgreements

Integrate financing line of 
credit extended under 
separate agreement. 
Credit approval coming 
as part of eAgreements

* Two-tier or direct model available for Select Plus in countries that currently have those models for Select.
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Enterprise Volume Licenses allow the ability to include a 
wide choice of company structures & businesses

Defined in Master Business Agreement (MBA) as:
Any legal entity that you own

Any legal entity which owns you

Any legal entity which is under common ownership with you

ñOwnò: lead customer owns more than 50% of the shares

MBA allows any part of an organization to sign up

$0.00 

$20.00 

$40.00 

$60.00 

$80.00 

$100.00 

$120.00 
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Example Pricing
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Applications:
Desktop applications like Office, Project, Visio, 
OneNote, InfoPath, etc.

Developer products like Visual Studio, MSDN 
Universal, etc.

Servers:
All server products like Windows Server, SQL Server, 
Exchange Server, BizTalk Server, etc

All associated Client Access Licenses (CALs)

Systems:
Desktop operating system only




