
 

  

This document covers common questions about the ISV Royalty 
Licensing Program. For additional information, please refer to the 
Program Guide and additional resources section. 
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Program 
DEFINITIONS 
Q: What is the ISV Royalty Licensing Program? 
A: The Microsoft ISV Royalty Licensing Program offers Independent Software Vendors (ISVs) a convenient way 
to license Microsoft® products and integrate them into a software business application. ISVs then replicate the 
unified solution and distribute a fully licensed solution to their end users. 
 
Q: What is a unified solution?  
A: Unified solution means the software product(s) that ISV licenses to the End User that includes one or more 
Microsoft product(s), adds significant and primary functionality to the product(s), and may include software that 
the ISV acquires from third parties. 
 
Q: What is an ISV? 
A: An ISV (Independent Software Vendor) develops and sells software products that run on one or more 
computer hardware or operating system platform.  Some ISVs focus on developing software or custom 
applications that focus on a particular operating system and other ISVs may specialize in a particular application 
area.  At least 30 percent of their overall revenue comes from the sales of those solutions. 
 
ELIGIBILITY REQUIREMENTS 
Q: What are the differences between direct and indirect membership? 
A: Eligible ISVs can join the program by signing an agreement directly with Microsoft or indirectly with an 
authorized distributor.  The direct membership has more requirements including a minimum annual revenue 
commitment.  For more details on the differences, please refer to the comparison datasheet. 
 
Q: What are the eligibility requirements for membership? 
A: To participate in the ISV Royalty Program, an ISV must develop a unified solution. A unified solution is the 
software product that the ISV licenses to their end users that includes one or more Microsoft products, adds 
significant and primary functionality to the products so that the ISV’s solution is not primarily a substitute for 
the Microsoft product, and may include third party software. The ISV must also be a member of the Microsoft 
Partner Network (MPN) to enroll in the ISV Royalty program. For more information on MPN see 
https://partner.microsoft.com/program/. 
 
Q: What are the main program requirements for the ISV Royalty program? 
A: Aside from creating a unified solution and joining the MPN, the primary requirements for the ISV include: 

• Provide technical support for all products included in the unified solution. 
• Incorporate any applicable Microsoft license terms into the End Customer Agreement for the unified 

solution. 
• Provide monthly reporting on all Microsoft products that are included in the solution that ISV affiliates 

distribute to users. If there are no sales of the solution during a month, then a zero royalty report is to 
be submitted. 

See the full list of program requirements at http://www.microsoft.com/isvroyalty. 
 
Q: What type of technical support is the ISV required to provide under the ISV Royalty Agreement? 
A: The ISV must provide End Users with support for the Microsoft products used in the unified solution either 
themselves or by obtaining and continuously maintaining support through Microsoft or a third party. ISVs must 

https://partner.microsoft.com/program/
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inform end users that the ISV is alone responsible for technical support of the unified solution. The ISV may 
outsource support obligations to its affiliates or a third party vendor.  
 
Q: Does every ISV that signs an agreement have to enroll in the Microsoft Partner Network? 
A: The ISV that signs the Master Agreement needs to join the Microsoft Partner Network. For details and 
enrollment information, please visit https://partner.microsoft.com/program. 
 
Q: How does an ISV join the program? 
A: To enroll and participate in the ISV Royalty Licensing Program, follow these key procedures: 
1. Complete the Microsoft ISV Royalty License and Distribution Agreement and Microsoft Business and Services 

Agreement (MBSA) if the ISV does not already have one in place. For more information, contact your authorized 
distributor. 

2. Submit these documents with the signed Signature Form to the authorized distributor, unless your organization 
qualifies for a direct agreement. 

3. After Microsoft has received the ISV’s signed Microsoft ISV Royalty License and Distribution Agreement, the ISV will 
receive a welcome letter that contains an agreement number.  

 
Q: Can an ISV participate in the ISV Royalty Licensing Program if the ISV does not meet the program’s 
requirements? 
A: Yes.  The ISV can join the program’s indirect channel by signing up with an authorized distributor.   
 
Q: How can an ISV locate the authorized distributor(s) for their geography? 

A: The current list of distributors is at 
https://partner.microsoft.com/global/licensing/licensingprograms/ltvolumelicensing/40128511.  
 
BENEFITS FOR ISVS 
Q: Can the ISV Royalty Licensing Program help ISVs increase sales? 
A: Yes. The program helps ISVs create solutions that address important IT and business issues faced by their 
users. The widespread presence of Microsoft products in the market makes it very likely that the ISV solution 
will integrate well with a user’s existing IT systems, easing deployment and management of the solution. At the 
same time, the user does not have to deal with separate processes of purchasing and licensing the Microsoft 
products needed to make the ISV’s solution work. This can save users time and money. Users also appreciate 
the fact that they can turn to the ISV for their support needs. The result is that ISVs can build a reputation as a 
reliable, “one-stop shop” for their users’ IT systems, which can help increase and close sales. 
 
Q: How can the ISV Royalty Licensing Program help increase ISV profits? 
A: In addition to potentially boosting sales, program participants can obtain Microsoft products at the same 
attractive partner pricing, regardless of a partner’s business volume. ISVs can establish the margins that they 
feel are appropriate for their solutions and the embedded products. Many program participants also create 
additional revenue streams directly or indirectly through the support they provide for products.  
 
Q: How do end users benefit from the ISV Royalty program? 
A: ISV end users benefit from the added value of being able to obtain a complete, unified software solution 
from one source, including the Microsoft products and licenses. The ability to receive product support and 
upgrades from ISVs significantly increases the value for end users as well. 
 

https://partner.microsoft.com/program
https://partner.microsoft.com/global/licensing/licensingprograms/ltvolumelicensing/40128511
https://partner.microsoft.com/global/licensing/licensingprograms/ltvolumelicensing/40128511
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Q: What are the benefits to an ISV of joining the program through an authorized distributor partner? 
A: Distributors are experts in Microsoft licensing, operations and support services.  Distributors offer a 
dedicated resource to support the ISVs product and service needs. Therefore, ISVs don’t have to deal with 
administrative work on reporting back to Microsoft and get local language support.  Distributors handle the 
heavy lifting of reporting and managing the Licensing agreement, creating a one-stop shopping experience. 
 
AGREEMENT TERM, RENEWAL & TRANSFER 
Q: What is the agreement’s term? 
A: The agreement’s term is three (3) years.  ISVs want to continue in the ISV Royalty Licensing Program after 
the three-year term expires, the ISV will need to meet the current program requirements as defined in the terms 
of the then active agreement and re-enroll by signing a new agreement.   
 
Q: Can the Agreement be extended beyond the standard term? 
A: No. A new agreement must be signed at the end of the term. 
 
Q: If the ISV releases a new version of their unified solution, do they have to enter into a new agreement? 
A: No, the ISV does not have to enter into a new agreement. 
 
Q: Once an ISV receives notification that their agreement will expire from Microsoft, are they immediately able 
to re-sign a new agreement? 
A: No.  Usually notifications are sent early in order to alert ISVs to the impending expiration.  First, the ISV must 
ensure it meets all the terms, including any new ones.  Also, the Regional Operating Center does not allow 
concurrent agreements.  Thus, if the ROC receives an ISV’s new agreement early than 90 days before the 
expiration date of their previous agreement, the new agreement will be rejected.  Please submit resigned 
paperwork within 90 days of the previous agreement expiration. 
 
Q: Can an ISV transfer from a v2008 direct agreement to working indirectly through a distributor before the 
end of their v2008 agreement? 
A: Yes.  The ISV needs to contact an authorized distributor in their geography, PAM/BDM, or 
isvroy@microsoft.com to learn about the transfer process and to obtain the proper documentation.  The list of 
distributors is posted at www.microsoft.com/isvroyalty.  
 
Q: What happens if the Agreement terminates before the end of the three year term?  
A: Provided the ISV is not in breach of the terms and provides 30 day written notice, then Microsoft will reduce 
the Minimum Commitment to US$100,000 if less than 12 months after the effective date or US$200,00 if the ISV 
terminates between 12 and 24 months after the effective date.  After 24 months they must meet the full 
US$300,000 commitment. 
 
Q: What is the trial period for software in the ISV Royalty Licensing Program? 
A: The trial period is outlined in the agreement as 120 days.  The responsibility for the materials used in the 
trial period is placed on the ISV.  The ISV is responsible for rendering all copies of the trial software inoperable, 
or removing it from the customer’s possession. Many ISVs accomplish this by coding their unified solution, in 
which the Microsoft product is fully integrated, to stop working after 120 days.  Another possibility for an ISV to 
manage this process is to physically retrieve the unified solution from the possession of the end customer.  
After the 120 day trial period, if the end customer chooses to purchase the product, the ISV must report the 
license sale. If the customer does not purchase the unified solution, all copies must be removed. 

mailto:isvroy@microsoft.com
http://www.microsoft.com/isvroyalty
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DISTRIBUTION & USE RIGHTS 
Q: Can an ISV deliver the unified solutions to users in other countries? 
A: The ISV Royalty Licensing Program allows for worldwide distribution of the unified solution, subject to U.S. 
export laws and subject to certain agreement provisions.  
 
Q: Are there any countries that an ISV is prohibited from distributing to under the Royalty agreement? 
A: Under the Royalty agreement’s section 14, the products an ISV is distributing are subject to US export laws 
and regulations.  For more information on these export laws and regulations, please refer to 
http://www.microsoft.com/exporting/.  Also refer to the Product List by going to the web site 
http://www.microsoftvolumelicensing.com/userights/DocumentHome.aspx and selecting ISV Product List from 
the Common Documents option.  The Product List contains an export prohibition table, which maps Microsoft 
products prohibited for export to certain countries 
 
Q: Can an ISV sell to Academic customers under the ISV Royalty Licensing Program? 
A: Yes.  If an ISV wants to sell to Academic customers, they need to sign the ISV Royalty License and 
Distribution Agreement and include the QEEU (Qualified Education End User) addendum, which provides 
special pricing for academic end users.  
 
Q: Does the ISV Royalty Licensing Program allow internal use of licenses? 
A: No.  The ISV Royalty program does not allow use, lease or rent of licenses internally without a separate 
agreement with Microsoft.   
 
Q: What if an ISV wants to deliver software as services? 
A: If an ISV would like to provide their unified solution as software services, the ISV needs to sign a Microsoft 
Services Provider License Agreement (SPLA). Details about the SPLA can be found at 
https://partner.microsoft.com/global/40012010/. 

Operations 
DEFINITIONS 
Q: What is the CLT? 
A: The Call Logging Tool (CLT) allows ISV and/or distributors to send queries directly to Microsoft Licensing. 
The tool will automatically route requests to the appropriate department at Microsoft Regional Centre for 
resolution. All requests submitted through CLT are responded to within 48-72 hours of receipt. 
 
Q: What is MOET? 
A: The Microsoft Order Entry Tool (MOET) is the standard Web-based order-entry tool for the ISV Royalty 
Program.  MOET is accessed through https://www.explore.ms.  For more information on accessing MOET, please 
refer to the ISV Royalty Global Operations Handbook 2010-2011. 
 
Q: What is explore.ms? 
A: https://www.explore.ms is a portal which provides general volume licensing information and detailed ISV 
Royalty agreement information. . 
 

http://www.microsoft.com/exporting/
http://www.microsoftvolumelicensing.com/userights/DocumentHome.aspx
https://partner.microsoft.com/global/40012010/
https://www.explore.ms/
http://download.microsoft.com/download/0/8/7/087F325F-D9D0-4D8C-A52A-8C58217496B2/ISV_Global_Program_Handbook_V3%200.pdf
https://www.explore.ms/
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ISV ROYALTY L ICENSING PROGRAM DOCUMENTS 
Q: Where does an ISV get the ISV Royalty Agreement? 
A: ISVs may acquire an ISV Royalty Licensee and Distribution Agreement directly from their Microsoft 
PAM/BDM or indirectly through a Microsoft Authorized Independent Software Vendor Distributor 
(“distributor”). 
 
Q: What are the documents associated with the ISV Royalty Licensing Program? 
A: In addition to the Agreement and the MBSA, other documents relevant to the program include, but are not 
limited to:  Credit Application, Product List, EULAs and Price List. 
 
Q: Why are the separate documents referenced in the ISV Royalty Licensing Program not physically included in 
the agreement, as an exhibit for example? 
A: The referenced documents are not physically included in the ISV Royalty Licensing Agreement.  Instead, they 
are included by reference and are part of the binding agreement because those documents are updated 
frequently, including the addition of new or removal of Microsoft products to the program. 
 
PRICING 
These answers focus on the indirect channel.  Distributors and ISVs with direct agreements should refer to the 
direct section below. 
Q: How does an ISV find out what prices are being charged for the products? 
A: The ISV should contact their authorized distributor.   
 
Q: What is the policy for price changes? 
A: Microsoft may decrease the price in the price list at any time. Microsoft may increase the price in the price 
list only (1) once each calendar year on January 1.  The authorized distributor may adjust their prices to reflect 
these changes. 
 
Q: If Microsoft or the distributor increases the price of a particular version of a licensed product after the ISV 
signed their agreement, does their royalty price increase as well? 
A: Yes. Authorized distributors are invoiced at the price in effect for that particular licensed product at that 
time by Microsoft and typically the distributor will adjust their prices to reflect changes.  
 
Q: Are future versions of the products guaranteed to be priced the same as the current version? 
A: The ISV Royalty Licensing Program does not guarantee that future versions of Microsoft products will be 
priced the same as the current version. Microsoft cannot guarantee pricing for products that do not yet exist 
because Microsoft does not know what additional features they may include or what those applications may be 
comprised of. Microsoft must be able to price new versions of Microsoft products according to the functionality 
offered.  
 
MINIMUM COMMITMENT 
These answers focus on the indirect channel.  Distributors and ISVs with direct agreements should refer to the 
direct section below. 
Q: What is the minimum annual revenue commitment? 
A: The indirect channel agreement does not set a minimum commitment.   
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MONTHLY REPORTING 
These answers focus on the indirect channel.  Distributors and ISVs with direct agreements should refer to the 
direct section below. 
Q: Must ISVs submit a monthly royalty report for each calendar month? 
A: Yes. ISVs need to submit a monthly royalty and distribution report for each calendar month as long as they 
have an active agreement. ISVs need to submit this report even if they did not distribute any Microsoft products 
that month or if no royalties are due for that month (called a “zero royalty report”). 
Additionally, ISVs must submit End Customer details is the end user generated more than U.S. $1,000 per 
month in revenue to Microsoft and for all Microsoft Dynamics® CRM sales.   
 
Q: How does the ISV submit their ISV Royalty License and Distribution report? 
A: Indirect ISVs will need to submit their royalty report to their authorized distributor. 
 
Q: What if the ISV does not have any Microsoft product distribution in a month? 
A: If the ISV organization did not distribute any Microsoft products to end users during the previous calendar 
month, they need to submit a zero royalty report to their authorized distributor.   
 
PACKAGING 
Q: How are ISVs required to integrate Microsoft products into the unified solution? 
A: ISVs can integrate Microsoft licensed products into their business solution by including one or more 
products along with the software for their unified solution and distributing the solution by either: 
• Copying the Master Disk Kit onto their physical media, which is labeled and packaged as the ISV’s unified 

solution.  Note, the master media disk kit must not be distributed to the end customer as it is only for use 
by the ISV for replication purposes. 

OR 
• Pre-installing, by ISV, on a computer system for distribution as part of their unified solution. 
 
Q: Can ISVs in the ISV Royalty Licensing Program distribute Microsoft products as stand-alone products? 
A: No. With the ISV Royalty Licensing Program, ISVs can only distribute Microsoft products as part of a unified 
solution.  
 
SUPPORT & WARRANTY 
Q: Why does the ISV need to accept full responsibility for an act by a user; why does Microsoft not hold the 
user responsible for their actions? 
A: Under the ISV Agreement, Microsoft does not have any relationship with the user of the unified solution, 
and as such cannot directly compel the user to comply with the agreement requirements. As a result, Microsoft 
asks the ISV to pass through certain requirements in its user agreements, as the ISV is in the best position to 
address such issues. 
 
Q: What is indemnity? Are the parties equally situated? Why or why not? 
A: An indemnity is a promise to make good a loss that someone has suffered because of another’s act or 
default. The parties are not equally situated. Microsoft has significantly greater indemnity obligations. Generally, 
the company must indemnify Microsoft only for its breach of the agreement, while Microsoft will defend, but 
not indemnify, the company for infringement claims of third parties, including all defense and settlement costs. 
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Q: Limitations on Liability: Microsoft has a cap of $5,000 on any and all damages that an ISV can pursue, for 
any reason. Why is this not mutual? 
A: This limitation only applies to products that Microsoft provides royalty-free. For Microsoft product that is 
subject to royalties, Microsoft has unlimited liability for IP infringement. 
 
PRODUCT SUPPORT 
Q: Why is the ISV required to include the Microsoft product help files in the unified solution? 
A: Microsoft requires ISVs to provide the help files with the unified solution so that the users receive the 
complete Microsoft product package. Users should receive the same Microsoft product no matter where they 
acquire it or who they acquire it from. 
 
Q: Can ISVs modify the Microsoft product’s help files? 
A: ISVs have the right to create technically accurate documentation for the unified solution based on the 
information contained in the help files. However, the help files contained in the Microsoft product may not be 
modified. 
 
Q: Does Microsoft provide technical support to the ISV’s customers for Microsoft licensed products? 
A: No, Microsoft does not support the unified solution (unless prior arrangements are made with Microsoft 
Product Support Services) because Microsoft does not have the detailed knowledge as to how the applications 
should work together. Without this detailed knowledge of the unified solution, it is possible that a fix could be 
proposed that would affect the functionality of the unified solution.  The ISV is in the best position to 
understand end users support needs, including how the Microsoft products function within a solution. 
Providing support for the integrated Microsoft products enables ISVs to serve as a single source for a user’s 
needs. ISVs are responsible for technical product support for the Microsoft licensed products included in the 
unified solution.  ISVs must inform customers that they are (or another entity to which the ISV outsource 
support is) the point of contact for product support for the unified solution. 
 
Q: How does an ISV benefit by supporting Microsoft products? 
A: Users want to focus their resources on their core business—not on their information technology. By 
providing comprehensive support—for the integrated Microsoft products as well as for the ISV’s portion of the 
unified solution—the ISV becomes a single source for the user’s needs. This can help build good will and strong 
relationships between the ISV and their users. In turn, the ISV builds on those strong user relationships to 
provide other products, services, and solutions, which can lead to increased sales and profitability. 
 
Q: Why does Microsoft not warrant its products to the ISV?  
A: Because the ISV Royalty program permits the ISV to integrate Microsoft products with their software to 
create a unified solution, Microsoft is unable to test and evaluate the compatibility of its product as part of the 
unified solution. The performance of the Microsoft product varies depending on what hardware platform it is 
installed on, the interactions with other software applications, and its configuration. Microsoft asks the ISV to 
test and verify the appropriateness of the Microsoft products as integrated in the ISV’s unified solution. The ISV 
is in the best position to determine whether the Microsoft product meets the level of quality and performance 
necessary to use in the unified solution. 
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TRAINING 
Q: Where can an ISV get training on how to implement and operationalize the Microsoft ISV Royalty Licensing 
Program? 
A: The ISV should contact their authorized distributor to learn about how they implement and operationalize 
the program.  The ISV can also refer to the Additional Resources section at the end of this FAQ.  
 
CONTACTS 
Q: Who does an ISV contact if they have any questions? 
A: Indirect ISVs should contact their authorized distributor for any questions pertaining to the program. 
 
Q: Who does the ISV contact for technical support or partner point activation? 
A: Contact your local Partner Regional Service Center as listed on 
https://partner.microsoft.com/global/40032423 for the appropriate telephone number. 

Product & Licensing 
PROGRAM PRODUCTS 
Q: What Microsoft products are included in the program? 
A: The ISV Royalty Program includes a wide range of Microsoft server and client software, such as Microsoft 
SQL Server®, Microsoft Office SharePoint® Server, Microsoft BizTalk® Server, Microsoft Exchange, and 
Microsoft Office. The full list of Microsoft products included in the ISV Royalty Program is available through an 
authorized ISV Royalty distributor partner or by visiting 
http://www.microsoftvolumelicensing.com/userights/DocumentHome.aspx and selecting ISV Product List from 
the Common Documents option. 
 
Q: Can an ISV integrate only a portion of the Microsoft product with their unified solution? 
A: No. Integration of a Microsoft product with the ISV’s unified solution must include the entire Microsoft 
product, not just a portion of the product. Based on the ISV’s solution’s functionality, certain features might not 
be used (for example, development tools), but the entire product must be integrated. 
 
Q: Can an ISV disable features of the product if their application does not use them? 
A: Microsoft does not allow the ISV to disable any Microsoft product features so that users receive fully 
functional Microsoft product. In addition, disabling certain features might affect other parts of the product that 
would be detrimental to the software. However, the ISV may configure the software in accordance with its 
software documentation. 
 
Q: Why is an amendment is required for RDS CAL purchase? 
A: The ISV Royalty Licensing and Distribution Agreement (ISV Royalty Agreement) provides the rights to 
integrate Microsoft licensed products into a unified solution.  RDS CALs only provide access rights; there is no 
tangible, licensed product which can be distributed using physical media or physically integrated into an ISV’s 
unified solution.  Because RDS CALs cannot be physically integrated into a unified solution like other licensed 
products, the ISVs must sign an amendment to be compliant with the ISV Royalty Agreement. 
By signing the required amendment, the ISV is authorized to redistribute the RDS CALs into their unified 
solution, even though they are not integrating the Microsoft licensed product distributed through the ISV 
Royalty Licensing Program. The amendment also provides the appropriate stock-keeping units (SKUs), pricing, 
and end user license terms, as well as instructions on how to obtain the necessary Product Registration Keys. 

https://partner.microsoft.com/global/40032423
http://www.microsoftvolumelicensing.com/userights/DocumentHome.aspx
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Q: Can Windows Remote Desktop Services (RDS) CALs (which come in a single SKU that contains 5 seats) be 
split to sell for more than two customers? 
A: No.  It is not possible to split the part number that provides a license for 5 CALs into smaller groups or 
single CALs. 
 
Q: Does the ISV Royalty program require any additional documentation when distributing WTS or RDS CALs? 
A: Aside from the required amendment (mentioned above) needing to be in place before the ISV can distribute 
WTS/RDS CALs, there is no additional documentation that will need to be distributed apart from normal 
documents, such as the EULA. 
 
Q: Where can an ISV find additional product information? 
A: Most products have additional information available on their overview pages, which provide further insight 
into product features, use, and licensing.  These pages are available by searching www.microsoft.com. 
 
LICENSING 
Q: Who is the legal licensor under the ISV Royalty Licensing Program? 
A: Under the ISV Royalty Licensing Program, Microsoft licenses its products to the ISV, not the end user. The 
ISV is the sub-licensor of the Microsoft product licensed to end users as part of the unified solution. 
 
Q: What types of licenses are used in the program? 
A: The default is the ISV License, which is a “full use” license that gives the ISV’s end users the ability to use the 
underlying Microsoft products with other applications as long as they are still licensed for the ISV’s unified 
solution. Some Microsoft products are also offered with a “Runtime” License, which has more restrictive use 
rights.  
 
Q: What does “Runtime” licensing mean? 
A: This means that the customer can use the Microsoft software application only as part of the unified solution 
with which it was obtained.  It cannot independently run any other application on top of the "runtime" licensed 
product. 
 
Q: Which Microsoft software applications are available as Runtime licenses? 
A: Currently, only Microsoft SQL Server and Microsoft BizTalk Server are offered as Runtime licenses. 
 
Q: Are downgrade rights included as part of ISV Royalty licenses? 
A: No. ISV Royalty offers ISVs extended distribution rights for 24 months after Microsoft releases a new version 
of a product for the ISV to upgrade its solution for its end customers. 
 
VOLUME L ICENSE KEYS 
Q: Will an ISV need Volume License Keys? 
A: Some Microsoft products require Volume License Keys (VLKs) to complete installation. The product key is 
assigned to a company or organization and must be used for desktop PC or administrator installations of 
Microsoft products.  
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Q: How can an ISV tell if a Microsoft product requires a Volume Licensing Product Key? 
A: “Volume Licensing Product Key required” will be printed below the product name on the master media if a 
VL Key is required.  Almost all others products do not require an activation key.  More specifically, the list of 
products requiring Volume License Keys can be found on 
http://www.microsoft.com/licensing/resources/vol/volumelicensekey/default.mspx.  Microsoft Office is the 
exception since it requires obtaining a new key after 50 uses. 
 
Q: How does an ISV obtain Volume License Keys? 
A: To obtain an ISV Volume License Key and for a list of Microsoft products that require VLKs, please contact 
your ISV Royalty Partner Account Manager or authorized distributor. 
 
EMBEDDED MAINTENANCE 
Q: Is Software Assurance offered through ISV Royalty? 
A: No. However ISV Royalty has a benefit that is called Embedded Maintenance. 
 
Q: What is Embedded Maintenance? 
A: ISVs can provide end customers the right to upgrade to future product versions by acquiring Embedded 
Maintenance (similar to Microsoft Software Assurance) for a fee.  The right to upgrade is limited to new product 
versions released during the Embedded Maintenance coverage period.  Licenses must be enrolled in Embedded 
Maintenance when the license is originally acquired, and distribution rights apply to Embedded Maintenance as 
well as to the Microsoft products within the unified solution.  To maintain coverage the ISV can renew 
Embedded Maintenance annually during the term of the agreement. 
 
Q: How does an ISV know if they are eligible for ISV Royalty’s Embedded Maintenance (EM)? 
A: To offer the most up to date product offerings under an ISV Royalty Licensing Program agreement, the 
enrolled ISV may offer their customers Embedded Maintenance at the time of the initial sale/distribution of the 
ISV’s unified solution. 

• License + Maintenance should be ordered/reported via MOET upon initial distribution. 
o EM may not be sold after the initial distribution of the product. 
o Embedded Maintenance must be renewed annually to keep the right to upgrade. 
o Renewal is done by submitting the initial EM SKU and current pricing in the monthly royalty report 

via MOET. 
o If an ISV’s customer is covered by Embedded Maintenance and a new version is available, then 

they are eligible to upgrade. 
 
Q: Can an ISV offer Embedded Maintenance to users just for the Microsoft product? 
A: No. The ISV Royalty Licensing Program allows the ISV to sell and distribute Embedded Maintenance to the 
ISV’s end users of the unified solution. 
 
Q: How do users with licenses enrolled in Embedded Maintenance get the upgrades to the Microsoft product 
in the unified solution? 
A: The ISV supplies the upgrade for the Microsoft product to their end users as part of an upgrade to the 
unified solution. 
 

http://www.microsoft.com/licensing/resources/vol/volumelicensekey/default.mspx
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Q: If a user decides not to enroll their licenses in Embedded Maintenance, how can they obtain the next version 
when it releases? 
A: Users with licenses not enrolled in Embedded Maintenance who want to upgrade are required to purchase a 
new license. 
 
Q: When can licenses be enrolled in Embedded Maintenance? 
A: Licenses can be enrolled in Embedded Maintenance only: 

• When the user acquires the unified solution or an upgrade to the unified solution; or 
• As an annual renewal of coverage without lapse in coverage. 

 
Q: When are royalties for Embedded Maintenance paid? 
A: Royalties are due for Embedded Maintenance at the time the license is enrolled then annually as renewal 
each subsequent year.  Embedded Maintenance (both new and renewals) is reported on the monthly royalty 
report along with all other license redistributions.  Renewals and reminders are tracked and managed by the ISV 
for their end customers. 
 
Q: Can an ISV purchase multiple years of Embedded Maintenance? 
A: No.  You cannot purchase multiple years of Embedded Maintenance.  You may only renew Embedded 
Maintenance annually after the initial purchase date. 
 
Q: The annual renewal of Embedded Maintenance was missed; can I buy one (or more) now to catch up? 
A: No.  If the embedded maintenance coverage is allowed to lapse, the end user is no longer allowed to 
purchase embedded maintenance and will need to buy a new license if they wish to upgrade Microsoft 
products.  Tracking and renewal of Embedded Maintenance is done by ISV for the customer.  
 
END USER LICENSE AGREEMENTS (EULAS)  
Q: Will Microsoft make available unprotected electronic copies of the license terms reflected in the End User 
License Agreements (EULAs)? 
A: Yes, Microsoft makes available unprotected electronic copies of its license text in the program’s End User 
License Agreements (EULAs) to ISVs who have signed ISV Royalty Licensing Agreements. Unprotected electronic 
copies are available from the authorized distributor. 
 
Q: Where are the EULAs posted? 
A: The EULAs for all licensed products available from the authorized distributor. 
 
Q: What happens if Microsoft changes the EULA for a particular version of a licensed product during the term 
of an enrollment? 
A: If Microsoft changes the license terms of a particular version of a licensed product during the term of an 
enrollment, the ISV will not be required to incorporate those changes. The only exception is if the license 
changes are related to an intellectual property infringement claim or are in accordance with a court or 
government order. Whenever entering into a new enrollment or upgrade, the ISV will be required to pass along 
the then latest version of the EULA for a particular software application to the end customer. 
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Direct Agreement – ISVs & Distributors 
This section contains answer for ISV members and authorized distributors, who have a direct agreement with 
Microsoft.  The previous sections covered answers for ISVs participating through an authorized distributor. 
 
DEFINITIONS 
Q: What is meant by “managed” account status?  
A: The ISV is required to have a direct relationship managed by a Microsoft dedicated resource (for example, 
Microsoft Partner Account Manager, Microsoft Business Development Manager, or other Microsoft account 
management role as determined by Microsoft). 
 
AGREEMENT ISSUES 
Q: What is the agreement’s term? 
A: The agreement’s term is three (3) years.  ISVs want to continue in the ISV Royalty Licensing Program after 
the three-year term expires, the ISV will need to meet the current program requirements as defined in the terms 
of the then active agreement and re-enroll by signing a new agreement.   
 
Q: Can the Agreement be extended beyond the standard term? 
A: No. A new agreement must be signed at the end of the term. 
 
Q: If the ISV releases a new version of their unified solution, do they have to enter into a new agreement? 
A: No, the ISV does not have to enter into a new agreement. 
 
Q: Once an ISV receives notification that their agreement will expire from Microsoft, are they immediately able 
to re-sign a new agreement? 
A: No.  Usually notifications are sent early in order to alert ISVs to the impending expiration.  First, the ISV must 
ensure it meets all the terms, including any new ones.  Also, the Regional Operating Center does not allow 
concurrent agreements.  Thus, if the ROC receives an ISV’s new agreement early than 90 days before the 
expiration date of their previous agreement, the new agreement will be rejected.  Please submit resigned 
paperwork within 90 days of the previous agreement expiration. 
 
Q: Can an ISV transfer from a v2008 direct agreement to working indirectly through a distributor before the 
end of their v2008 agreement? 
A: Yes.  The ISV needs to contact an authorized distributor in their geography, PAM/BDM, or 
isvroy@microsoft.com to learn about the transfer process and to obtain the proper documentation.  The list of 
distributors is posted at www.microsoft.com/isvroyalty.  
 
Q: What happens if the Agreement terminates before the end of the three year term?  
A: Provided the ISV is not in breach of the terms and provides 30 day written notice, then Microsoft will reduce 
the Minimum Commitment to US$100,000 if less than 12 months after the effective date or US$200,00 if the ISV 
terminates between 12 and 24 months after the effective date.  After 24 months, the ISV must meet the full 
US$300,000 commitment. 
 
 

mailto:isvroy@microsoft.com
http://www.microsoft.com/isvroyalty
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PRICING 
This pricing section primarily applies to ISVs or distributors who have signed agreements directly with Microsoft 
rather than working through an authorized distributor. 
Q: How does an ISV find out what prices are being charged for the products? 
A: To find out the price being charged for each Microsoft product offered, please download the current Price 
List found on explore.ms.  Another resource for learning about changes to the price list is the Price List Guide.  
The Price List Guide shows all the updates and changes made to the ISV Royalty Licensing Program price list 
each month.  This document is posted on Explore.ms. 
https://www.explore.ms/Navigation.aspx?Start=Programs.ISV.Price%20List%20Guides  
 
Q: What is the policy for price changes? 
A: Microsoft may decrease the price in the price list at any time. Microsoft may increase the price in the price 
list only (1) once each calendar year on January 1. 
 
Q: If Microsoft increases the price of a particular version of a licensed product after the ISV signed their 
agreement, does their royalty price increase as well? 
A: Yes. ISVs are invoiced at the price in effect for that particular licensed product at that time.  It is important to 
download the current ISV Royalty Program Price List at monthly to check for changes. 
 
Q: Are future versions of the products guaranteed to be priced the same as the current version? 
A: The ISV Royalty Licensing Program does not guarantee that future versions of Microsoft products will be 
priced the same as the current version. Microsoft cannot guarantee pricing for products that do not yet exist 
because Microsoft does not know what additional features they may include or what those applications may be 
comprised of. Microsoft must be able to price new versions of Microsoft products according to the functionality 
offered.  
 
MINIMUM COMMITMENT 
Q: What is the minimum commitment? 
A: In a direct agreement, the Agreement includes a minimum revenue commitment of $300,000 USD.  The 
indirect channel does not have a contractual minimum revenue commitment.   
 
Q: What happens if the ISV does not achieve the minimum revenue commitment of $300,000 USD?  
A: The ISV will be billed for the difference at the end of the three (3) year agreement term.  And will be directed 
to an authorized distributor for re-enrollment in the indirect program, which does not have a minimum revenue 
commitment. 
 
Q: Is the minimum commitment tied to a single product or a product version? 
A: No. The minimum commitment is not version or product specific but applies to all royalties generated 
through the agreement. 
 
MONTHLY REPORTING 
Q: Must ISVs submit a monthly royalty report for each calendar month? 
A: Yes. ISVs need to submit a monthly royalty and distribution report for each calendar month as long as they 
have an active agreement. ISVs need to submit this report even if they did not distribute any Microsoft products 
that month or if no royalties are due for that month (called a “zero royalty report”). 

https://www.explore.ms/Navigation.aspx?Start=Programs.ISV.Price%20List%20Guides
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Additionally, ISVs must submit End Customer details is the end user generated more than U.S. $1,000 per 
month in revenue to Microsoft and for all Microsoft Dynamics® CRM sales.   
 
Q: How does the ISV submit their ISV Royalty License and Distribution report? 
A: ISVs will need to submit their royalty report to Microsoft 15 days after the end of each calendar month via 
the Microsoft Order Entry Tool (MOET). The access to this site will be available once the enrolling in the 
Microsoft ISV Royalty Licensing Program is completed. Please refer to the Microsoft ISV Operations Guide for 
more information. 
 
Q: What if the ISV does not have any Microsoft product distribution in a month? 
A: If the ISV organization did not distribute any Microsoft products to end users during the previous calendar 
month, they need to submit a zero royalty report via MOET.   
 
Q: Does an ISV need to refer back to the ISV royalty reports submitted for the last month; how can the ISV 
locate this information? 
A: Use the www.explore.ms “Purchase Orders” search under Orders. You can find the submitted reports by the 
partner’s agreement number or company name. For further assistance, submit a request for help through the 
Call Logging Tool (CLT) located on www.explore.ms. 
 
Q: What if the distribution of the ISV solution is disrupted through a natural disaster or other reason that is 
beyond the ISV’s control? 
A: To the extent that the ISV solution is prevented or delayed, either totally or in part for reasons beyond the 
ISVs control, then the ISV will not be liable, so long as it resumes performance as soon as practicable after the 
reason preventing or delaying performance no longer exists. In the event of a government-declared disaster, 
the ISV may have special rights that are defined on www.microsoft.com. 
 
DOWNLOADING & DISTRIBUTING PRODUCT 
Q: What is the difference between Electronic Software Distribution (ESD) and Fulfillment Downloads? 
A: ESD enables the ISV to implement downloads of the unified solution for their end users.  While Fulfillment 
Downloads are for ISVs to download software from Microsoft; the ISV Royalty Licensing Program does not yet 
offer Fulfillment Downloads.   
The product list (on explore.ms) identifies the subset of ISV Royalty program products that permit ESD by the 
ISV to their end users.  The ISV must distribute Microsoft products within the unified solution, and may not 
remove copyright material.  These limitations are specified in Section “6, g” (formerly done with an amendment 
and now included in the 2010 Agreement Refresh) of the agreement as well as being covered in section 11 of 
the product list. 
 
Q: Does ISV Royalty allow ISVs to download Microsoft products after placing an order in MOET? 
A: No, fulfillment downloads are not currently available for the ISV Royalty Licensing Program.   
 
Q: Can the end users download Microsoft products from the ISVs Web site? 
A: ISVs may not distribute their unified solution via Internet download except as explicitly noted in the Product 
List (effective with the 2010 Agreement). 
 

http://www.microsoft.com/
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Q: When can ISVs start redistributing Microsoft products as part of their unified solution? 
A: After Microsoft approves the ISV Royalty License and Distribution Agreement, ISVs can begin distributing 
Microsoft products in the unified solution as outlined in the agreement. Microsoft sends a “welcome” letter that 
includes an agreement number and other important information. 
 
TRAINING 
Q: Where can an ISV get training on how to implement and operationalize the Microsoft ISV Royalty Licensing 
Program? 
A: WW Channel Operations Readiness provides ISV Training & Certification for ISVs in the ISV Royalty 
Licensing Program. This training is designed to help the ISV understand the programs, processes and tools 
which will enable the ISV to interact effectively with Microsoft Operations on a daily basis. The ISV Training & 
Certification Tool is found under “Tools” on explore.ms see image below.   

 
 
There are two invaluable training modules available 

 
 
CONTACTS 
Q: How does an ISV with a direct agreement access the Call Logging Tool (CLT)? 
A: The Call Logging Tool may be accessed on http://www.explore.ms (explore.ms Home > Tools > Call Logging 
Tool (CLT)). You must be a registered user of Explore.ms in order to access the tool. If an ISV has not yet 
registered for Explore.ms, follow the steps described in the section “Register for Explore.ms” in the Handbook 
for ISV Royalty Licensing Program. 
 
Q: Who does an ISV with a direct agreement contact if the ISV has problems accessing the Call Logging Tool? 
A: Send an email to mscosup@microsoft.com.  Note, this email address is only used for support of access 
issues for the Call Logging Tool. 
 
Q: Who does an ISV with a direct agreement contact if the ISV has problems accessing explore.ms? 
A: Send an email to explhelp@microsoft.com.  In the body of the email, include your company name, 
agreement #, description of problem and screen shots.   
 
Q: How can an ISV with a direct agreement get help accessing MOET? 
A: Submit a request for support using the Call Logging Tool.  Guidance on this process is found in the ISV 
Royalty Licensing Program Handbook referenced on pages 35 and 63.  Be sure to provide your Master 
Agreement # and Public Customer Number in your request found on explore.ms and welcome letter. 
 

http://www.explore.ms/
https://partner.microsoft.com/US/licensing/licensingprograms/ltvolumelicensing/40141092
https://partner.microsoft.com/US/licensing/licensingprograms/ltvolumelicensing/40141092
mailto:mscosup@microsoft.com?subject=Problems%20accessing%20the%20CLT
mailto:explhelp@microsoft.com
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MICROSOFT ORDER ENTRY TOOL (MOET)  
Q: What information does an ISV with a direct agreement need to report an order in MOET? 
A: The information required for ALL monthly reporting is as follows: 

• Product SKU 
• Quantity distributed 
• Country of distribution 

AND 
• IF the royalties generated by any one customer is over $1000 for the month, Microsoft also requires 

End User Name & Location via an End User Enrollment Number.  The process for opening an end user 
enrollment is explained in the Program Operations guide. 

 
Q: How does an ISV reactivate their MOET Password?   
A: Email mscosup@winse.microsoft.com for assistance. 
 
Q: How does an ISV add a new user to MOET when it has employee turnover? 
A: First submit a request via the Call Logging Tool.  If you have lost access to the CLT, then email 
mscosup@winse.microsoft.com for assistance. 
 
Q: When does an ISV need to create new MOET and Explore.ms registrations? 
A: When the ISV joins the program, when the ISV’s agreement expires, when the ISV re-enrolls, or when the 
ISV’s MOET password expire every 70 days for security reasons. 
 
END USER LICENSE AGREEMENTS (EULAS)  
Q: Will Microsoft make available unprotected electronic copies of the license terms reflected in the End User 
License Agreements (EULAs)? 
A: Yes, Microsoft makes available unprotected electronic copies of its license text in the program’s End User 
License Agreements (EULAs) to ISVs who have signed ISV Royalty Licensing Agreements.  Unprotected 
electronic copies are posted to, and available for download from http://www.explore.ms. 
 
Q: Where are the EULAs posted? 
A: The EULAs for all licensed products available through the ISV Royalty Licensing Program are posted to, and 
available for download at http://www.explore.ms or via the authorized Distributor.  All licensed products 
available through the ISV Royalty Licensing Program are listed in the ISV Royalty Licensing Program Product 
List. 

Additional Resources 
PROGRAMMATIC RESOURCES 
Learn about how you can participate more effectively in the Microsoft ISV Royalty Licensing Program. 

• ISV Royalty Licensing Program Presentation 
• ISV Royalty Licensing Program Guide (Direct) 
• ISV Royalty Licensing Program Guide (Indirect) 
• ISV Royalty Licensing Program Overview (Direct) 
• ISV Royalty Licensing Program Overview (Indirect) 
• ISV Royalty eLearning 
• IDC White Paper—Opportunities for ISVs: The Microsoft ISV Royalty Program 

mailto:mscosup@winse.microsoft.com
mailto:mscosup@winse.microsoft.com
http://www.explore.ms/
http://www.explore.ms/
https://partner.microsoft.com/global/licensing/licensingprograms/ltvolumelicensing/40082660
http://download.microsoft.com/download/0/8/7/087F325F-D9D0-4D8C-A52A-8C58217496B2/ISV_Royalty_Licensing_Program_Guide_(Direct).docx
https://partner.microsoft.com/global/licensing/licensingprograms/ltvolumelicensing/40082657
http://download.microsoft.com/download/0/8/7/087F325F-D9D0-4D8C-A52A-8C58217496B2/ISV_Royalty_Licensing_Program_Overview_(Direct).docx
https://partner.microsoft.com/global/licensing/licensingprograms/ltvolumelicensing/40082659
http://www.msopsreadiness.com/
https://partner.microsoft.com/global/licensing/licensingprograms/ltvolumelicensing/40128353
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• ISV Royalty Licensing Program Success Stories 
• Distributor "Ready to Go" Kit 

 
OPERATIONAL RESOURCES 
Help your organization implement and operationalize the ISV Royalty Program. 

• ISV Royalty Global Operations Handbook 2010-2011 
• ISV Royalty eLearning 

 
PRODUCT AND LICENSING RESOURCES 
Learn more about the products within the program, get a broader context, and find tools to help you as you 
work with Microsoft licensing. 

• ISV Royalty Product List 
• Comparison Charts for All Volume Licensing Programs 
• Licensing Training Resources 
• Product-Specific Licensing 
• Microsoft LicenseWise for Volume Licensing 
• Microsoft Volume Licensing Reference Guide 
• Microsoft Volume Licensing Service Center 
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