* sc: (billp charlotg. conf

*rom russv Tue May 7 18:24:28 1991
: nikens .
i 4 Sdential) knarrang-client/attorney mikehal mikene =—n

Comes v, Microsoft

jubject: pricing meeting with mikemap/levwisl on thurs at 10
Jate: Wed May 08 18:22:28 PDT 1991

Jate: Tue May 07 18:22:26 PDT 1991

4ikehal would like toO join this meeting to review the per system

sricing status and see if we can close down on some of the tougher

issues. Please note the following information needs developed in
ng schemes with mikehal today. LEWIS: can

1 reviev of the rici
70u try to conegt the information for Point ¢#1 belov before the

neeting on thurs?

1. Usage assumptions for xey applications: can u develop an estimate
for each of the key apps of what the % of users would be in typical

large account situtaions:

ing: i.e. would excel be expected

1. based on current pricing/licens
in a good large account deal?

typically to be on 70% of systems

5. based on concu:zdnt use licensing ( runring off server): would
§0% of users be concurrently using excel?

-. for par system, we want tO target the effective use price such

“hat the purchaser would find it attractive to move directly from

Jur current price to per systems and skip concurzrent.

2. We are looking at a scheme that let's the purchaser choose from
any 1,2 or 3 apps and getting better discounts respectively. :

at 3 apps ve set the discount equal to what office would be.

the discount could be paid with free product.

chere are some issues here: what volume minimun?; how would this
scheme compare to office only being eligible?: should we exclude
low-end apps ( i.e. <$200) from apps 152 to avoid the worst discounts
seing applied to the cheapest products. .
aow does this pricing schedule relate to upgrades.

chere are a number of other issues that mikene is thinking about
sefore thurs and will take us thru.( maintenanCe agresements;

-hannel participation: extensibility by product/account type)

see u thurs. I am ouz tOmMOIIOW,

:) /g,\.,; o aonii LZjM-—m-‘-J/V

P v i
Jﬁpmm{j wf Wt bpgts buimses
9
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; m russw Wed May 15 12:28:08 1991 .
?i? billp charlotg davidcu kharrang lewisl mikehal rond

: mi jchmac russw scotto L
gﬁbj::t:n:am:ary of key issues/proposal for apps per system pricing
Date: Wed May 15 13:53:20 PDT 1991

pate: Wed May 15 12:26:34 PDT 1991

ines the state of this project going into today's

lowing outl
the fol g a what we need to do from here.

pricing meeting an

current proposal:

Based on meetings of 5/7 and 5/9 with mikehal and'nikcgap/}ew;sl -
and then scme subsequent discussion the next day re: simplifying
the proposals ( scotto/mikehal) the following represents the working

proposal

1. An account can obtain an unlimited right to copy
for all systems for specified application(s) for:

- a master purchasing license that covers multiple phsyical_sites
as long as the terms are for 100% of systems in each physical

site.

- the master license needs to cover 1,000 or more cpu's during
the contract period ( 3 years)

the rationale here is that 90% of sites have less than 1000 units.

there remains an issue to be discussed of logical entities within
a physical and how they get treated. '

2. The unlimited right to copy is subject to the account purchasing
product for any form of the specified application ( mlp; update; swap
full product etc.) per a table of a specified ratio of purchased product
to all systems identified in (a). in -the master license at the start

of the contract and (b). as required given an updated count of all
systems qualifying as monitored by the account ( i.e. the same ratio
must be retained throughout the life of the contract.

3. MS products covered: this program is limited to applications
productivity software products with a srp of more than $200. This contract
does not cover windows or other operating systems products,

languages or server applications or Ms Mail. Office is covered. The

MS DOS 5 Upgrade product is covered under a separate program.

- for simplicity, a per system license will be offered for
a first application ( a2 qualifying app) and for office. There will
not be a sliding scale for the 2nd, 3rd or nth application. It is
several apps could be granted a per system license but there would
be no variable scale of ratios reg'd ( this is a discussion item).

4, Ratios: The ratios of purchased product to all systems

have not yet been determined. Lewis Levin is

providing the input from the applications divsion. 1In terms of targeting

the ratios, the incentive would be to go from per copy to per system
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( vs. concurrent use) -
contract is petween Ms and the account.

5. contractual Relationship: The
This is not a 3 party relationship-.

. el participation: The corporate account must purchase p;oquct
?n :h;2:ed gatio tg all systens. As such, the channel fully pa;t;cxpates
per any normal purchasing relationship that the account maintains with
the channel. No special discounting or other contract between ms and
the channel is req'd. The channel does not participate 1in tge_accqunts
additional unlimited right to copYy. This simplifies the participation

of International since this scheme does not ivolve product pricing.

7. Ternination/ﬂon—Conplinnce/Docortiticatian: for simplicity, an
account will be considered licensed for all systems per the master
There will not be 2 mechanism

license for the period of the contrgct.
for rolling back the +erms and forcing repayment etcC. ( to be'
finalized)

g. Installed base: There is a question about vhether a different
ccale should be use for installed systems VS. newly purchased systems
and whether MS customer should have yet another schedule for installed

MS apps. ( to be discussed).

puring the first year, there would be no additional

9. Annual Fee:
After Year I, there would be ( lewisl to

fee for updates/upqrades.
provide recommendation).

other considerations/next steps:

lysis and analysis vs. concurrent use: These have
not been done. On May 20, Mikene meets with jeremybu to review the

matrix of concurrent vs. per system. Rickde will do a sensitivity
analysis after today's pricing meeting. ‘

A. P&l sensitivity ana

B. Account feedback: we need to get some. after today's meeting we will

-work to get some discrete feedback working with the field.

C. Field Feedback: There is 2 meeting being held at Winworld on

Wednesday 5/22 from 1-3 at the Buckhead Inn with the GMs and DMs only

( not the field cams etc.) to get their feedback on the proposal.

I will be there as will mikehal/rond/scotto/richmac. anyone who can make it is

A\
encouraged to.

" D. Legal review: billp/kharrang need to provide some feedback.

agrees to purchase product from the channel ( any
form--updates; swaps: standard packaged product etc.)
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From russw Wed May 15 12:26:32 1991
T0: billp charlotg davidcu kharrang lewisl mikehal rond

s md chasc russv scotto
?@,gﬁﬁq of key issues/propossl for apps per systea pricing

Date: Wed May 1S 13:16:52 PDT 1991
Date: Wed May 1S 12:26:34 PDT 1991

he state of this project going inmto today's

ines t
the following outl we need to do fram here.

pricing meeting and what

Current proposal:

tings of 5/7 and 5/9 with mikehal and mikemap/levisl — ) g e
::;‘:n:: ::ue sgbsequcnt discussion the next day re: simplifying z
the proposals ( scotto/mikehal) the following represents the working .
proposal L L & e Y - Tl L....-._
-— e e ’f 1

1. An account can obtain ak—unlimited-right—re-—Sepy

- I
z"- -

- a master purchasing license that covers multiple phsyical sites
as long nguthe terms are for 100% of systems in each physical

site.

- the master license needs to cover 1,000 or more cpu's during
the contract periocd ( 3 years)

the rationale here is that 90% of sites have less than 1000 units.

there ramains an issue t'o be discussed of logical entities within .

a physical and hov they get treated. o

2. The uﬁllmitcd right to copy is subject to the account purchasing
product for any form of the specified application ( mlp; update; swap
full product ecc.) per a table of & specified ratio of purchased product
to all systems identified in (a). in the master license at the start

of the contract and (b). as required given an updated coynt of all

systems qualifying as monitored by the account ( i.e. tho sams ratio -
must be retained throughout the life of the contract. &3‘* ’.;..J.-u—w
3. MS products covered: this program is limired to applications i S o~

&.

productivity software products with a srp of more than $20C. This contract
does not cover windows or other operating systems products, .

languages or server applications or MS Mail. Office is covered. The JeC,: .
MS DOS S Upgrade product is covered under a separate program. handinantentld
- for simplicity, a per system license will be offered for f’h'?“i-
a2 first application ( a8 qualifying app) and for office. There will .ﬁ 7
not be a sliding scale for the 2ad, 3rd or nth application. 1t is &~

several apps could be granted a per system license but there would :
be no variable scale of ratios req'd ( this is a discussion item). 7.3 W}

.4. Ratios: The ratios of purchased product to all systems

have not yet been determined. law.

providing the input from the imIchttons divsion. 1In terms of targeting
the ratios, the incentive would be to gO LXOmM Per copy to per system
( vs. concurrent use).

5. Contractual Relationship: The contract is bBetween MS and the account.
This is not a 3 party relationship.

€. Channel participation: The corporste account must purchase product
in a fixed ratio to all systems. As such, the channel fully participates
per any normal purchasing relationship that the account maintains with
the channel. No special discounting or other contract between ms and
the channel is req'd. The channel does not participate in the accounts
additionalg¢unlimited right to copy. This simplifies the participation
of International since this scheme does not ivolve product pricing.
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7. Terminstion/Non-Compliance/Decertificaticn: For simplicity. an
sccount will be considered licensed for all systems per the master
Tners will not be & mechanism

: .
it et e
3

[icense for the period of the contract.
tor rolling back the terms and forcing repayment etc. ( to be PRy VT
Zinalized) i -
about whether a different f' - d

3. Installed base: There is 3 question ut r
scale should be use for installed systems vs. newly purchased systems | Bam e -
ind wvhether MS customer should have yet another schedule for installed “
4S apps. ( to be discussed). ! .

: ._;-A' md’-"/ —arpedana.
3. Anoual Fee: During the first year, there would be no additional ! A =t
‘ee for updates/upgrades. After Year 1, there would be ( lewisl to | e e A
srovide reccmmandation) . . ——— ; - o >
_ ¢ aev | - "“3_ ‘ __f“‘"
Jther considerations/next steps: | e Al o —t

' M-.'..X.._.;,_“‘

These have

A. Pél sensitivity analysis and analysis vs. concurrent use:
1ot been done. On May 20, Mikene meeTts with jeremybu to review the
satrix of concurrent vs. per systea. Rickde will do a sensitivicy
nalysis after today's pricing meeting.

Account feedback: we need to get some. after today's meeting we will
some discrete feedback working with the field.

40k to get

- Field Feedback: There is a meating being held at Winworld on

Jednesday 5/22 from 1-3 at the Buckhead Ian wvith the GMs and DMs only
etc.) to get their feedback on the proposal.

( not the field cams
I will be there as will mikehal/rond/scotto/richmac.

ancouraged to.

3.

). Legal review: billp/kharrang need to provide some feedback.

anyone who can make it is ,

- .-J..A-—x_,—-‘.‘-\'. Y

-
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igrees to purchase product from the channel d any
‘orm--updates; svaps; standard packaged product etc.)
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: prom russw Thu May 16 12:51:27 1991 . )

To: billp charlotg davidbr davidcu kharrang ljewisl mikehal roné
Cc: mikemap richmac russv scotto
Subject: rssults of pricing meeting on s5/15/next steps
pate: Thu May 16 15:32:02 PDT 1991

pate: Thu May 16 12:50;48 PDT 1951

R ; . " are
'y. There was some discussion about what the basic "right" we
granting in this program is ( starting to look toward marketing
the program). The general conclusion was that we don't want to p-ton
o copy" but to put more structure 1ntc

thi an "unlimited right t : re
t::spgzgram to make it a grant of additional licenses ( specified).

- a determination is mad :
at the start of the contract period ( subject to some

minimum say 1,000 units) :

- for the installed base: BS will grant the additional
licenses from the existing number of licenses up tc

to the total installed base of systems--subject to

the ratio regquirements. €.9.
existing systems and has installed S500 x1,

334 additional licenses ( with a ration req

e as to what constitutes *all systems"

if an account has 1,000
than upon

the purchase of 166 more xls licenses, wms will grant
't of 66%).

- for new systems purchased, the account agrees to provide

proof of having aquired licenses for 66% of the
systems brought in , ms will grant
licenses for the other 1/3.

- we would like to make ensure that accounts
continue to purchase product regularly and not
wait until the end of the reporting periods, €O

the idea is to issue a certificate that identifies
the number of new lLicenses granted when the account

submits the proofs of purchase. this would be on

an on-going basis vs. an annual/quarterly certification.

2.  The wording for the site will follow the wording for the dos rup VPP

{ volume purchasing gg;eement). a site is a physical or designated location
for a company or division. ther are also purchasing sites to act as a master

purchasing contract.

1. ratios/scaling: Lewisl Qill,get back on fri with a point of view about

the rgtios and work t@ru an issue regarding how office relates to single
app licenses. there is also an issue relating to companies with mixed

unit volumes for the products that make up office when they upgrade to office

per system.

4. maintenance agreements: lewisl will also provide a point of view regarding

the fees for a maintenance agreement. we did agree that these should be
covered on a separate contract, but made availble in time to be announced

with this program.
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‘s. name: we are recommending that this be called the Extended Volume

License ( vs. VPP or Per System License).

other

-lewis memo on fri
-russw to prepare
- mikene/jeremybu
structure from account

ack: after winworld, russvw to get some accou

x at winworlad

presenation for dm/gn feedbac
Ext. Vol. License deal

to reviev concurrent use Vs.
perspective on May 20.

- account feedd

WinMail 1.21 lewisl . Thu May 16 15:32:02 1991

nt feedback.
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3 AKU%i
from russw Eri May 24 09:16:49 1391 A 7AIWk /

:To: billg mikehal

Ce: billp charlotg davidcu garygi jeremybu kharrang lewisl mikehal mikemap

mikene richmac rond russw scotto
Subject: agreements/key changes tO per sSystem pricing plan per mtg w/

gms /dms
pate: Tue May 26 08:25:51 PDT 1991

pDate: Fri May 24 09:16:57 PDT 1991

on wed, mikehal, lewisl and myself reviewad the Extended / )
Volume License ( aka per systam pricing ) with the dms/gms and richmac. chf ,
overall, there was a strong consensus that this is a winning program /// ) ﬂé
and the gms and dms are stzongly in favor of proceeding with the ‘ﬁgw L
proposal. : é;—"”///
'i)mn sending a copy of the resentation as given to everyone on_/
the cc: line toda S Iev -] and

@s the plans per the discussions.
Mikehal would like to have the program presented 1
at the Exec Staff meeting on June 4 $o that we can make out \\\%WM\?YTV&T{

goal of July 1 in the market

I will call a meeting the w.o. 5/27 to review the plan again per the (W%an{t JMDQ)

action items below and to finalize the presentation.
' /
In «he discussion the following key decisions were reached and issues %(m . RuSSV\'

identified to be resoclved. W"- &VS\ISZ' r,Ft

decisions

1. greater simplification by reducing number of apps and making same Eﬁﬂl{, T’
ratio for office as for excel and word ( 70% looks like a good number-- :

and is the reco subject to the concurrent use analysis from mikene
below) : .

- excel
- word 4 windows
- office

i.e. project, powerpoint, db are no longer in the program. tThis wvas
for the sake of simplicity and focus. it reduces the number of
ratios to deal with and most of the business in the program will be
for the remaining products.

2. add mac apps to the program. the ensure that we aren’t sending
a negative message about Our mac apps. mac apps are on a similar
schedule but purchases Of mac apps cannot be applieg to win apps

to meet ratio req's ( and vis versa)

3. LVA resellers will be directly involved in the contract.

A goal of the program was to not have three party agreements BUT, the gms/dms
and richmac field that it is key to have the resellers actually administer
and be the ones to provide the additional licenses granted by MS.

the reason for this is a. to create a stronger role for the LVA reseller
and b. cthat the group felt that many accounts would not be able to

figure out how zo allocate the "free” licenses vs. the paid for

licenses within their own organizations. by going via the reseller,

the reseller could put some sort of weighted average price on the
~invoice”. there is some complexity here with accounts with multiple
resellers etc. MIKENE: congratulations, you are now back in the program.
{ fvi: people wan: the MLP's serialiced also)

Issues

1. definirion of "qualified pcs ( and macs): depending on the industry
there could be Righer levels o funny machines used for purposes other
rhan the desktor. Wwe may want to exclude more types of systems
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