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Business Productivity Online Services Rewards
Partner Sales Guide & FAQs

Offer term: February 1 – April 1, 2011
1) How does this customer rewards offer  fit into my sales planning?

This customer rewards offer provides an added incentive for your small and mid-sized customers to transition to the cloud. Partner recipients of the subsidy funds can engage their customers on longer-term IT requirements beyond the current online services subscription purchase.

2) Which services are included in this offer?
Qualifying services are:

· Microsoft Business Productivity Online Standard Suite

· Microsoft SharePoint Online Standard

· Microsoft Exchange Online Standard

· Microsoft Office Communications Online Standard

· Microsoft Business Productivity Online Deskless Worker Suite

· Microsoft SharePoint Online Deskless Worker

· Microsoft Exchange Online Deskless Worker

Please note that only new Microsoft Online Services Agreement (MOSA) customers qualify for this offer. Customer must license at least 5 seats to qualify. For the full Terms & Conditions, go to: https://microsoft.young-america.com/49711565.
3) How should I position this offer to my customers?

Microsoft’s Business Productivity Online Services Rewards provides customers with partner subsidy funds, which they can use to purchase additional software, hardware, or services from their preferred registered Microsoft Partner Network partner. Rewards are like a gift certificate that your customer can use to purchase additional online services, such as Deskless Worker subscriptions or Blackberry synchronization add-ons for remote and mobile employees.
MOSA customers have new version rights, including migration to Office 365 when this service becomes generally available. (Migration to Office 365 for existing MOSA customers may require a wait time of up to a month from the general availability date .)  This means that customers do not have to delay experiencing the access, deployment, cost and scalability benefits of  Business Productivity Online Services.
4) Can I use this customer rewards offer in conjunction with other in-market customer offers?
This offer may not be combined with any other Microsoft customer offer for Microsoft Business Productivity Online Services.
However, your customers make take advantage of  other great offers from Microsoft for other products. For example, if you are a certified Dynamics partner, you can leverage the Dynamics CRM Online Professional promotion. For details on this promotion, go to https://partner.microsoft.com/global/licensing/40156347 (you will need to log in to Microsoft Partner Network with your Live ID credentials to access this webpage). 
5) Do I need to be the Partner of Record (POR) in order to receive the subsidy funds?

No, you do not need to be the POR for the transaction to be the payee on the partner subsidy check. The partner recipient of the subsidy funds is at the discretion of the customer, who can select either the POR for the transaction or any registered MPN partner of their choice.

However, if you close the sale as the POR, you will receive your BPOS Advisor Fees from Microsoft when your customers activate their online services. With Advisor Fees, you earn a 12 percent net-add fee in the first year for all new customer user subscription licenses, based on the net sales price of customers’ transactions with Microsoft. Additionally, starting in the first month of customer activation, you can accrue a 6 percent residual fee on active user subscription licenses. The 6 percent fee is perpetual, as long as customers remain active with Online Services and designate you as their partner of record. Therefore, you could earn an 18% Advisor Fee from Microsoft in year one.
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Refer to pages 4-7 in the attached guidelines on Online Services Partner Fees for more details:
For more information and steps to become a certified Microsoft Online Services partner, visit the enrollment page on MPN: https://partner.microsoft.com/US/productssolutions/40066434.
6) How can I assist my customers with submitting their redemptions?
The online redemption form is located at https://microsoft.young-america.com/49711565. Information required to complete the form include:
· New customer name

· Subscription number. This can be found in the ‘Manage my subscriptions’ section when the customer logs into their profile on the Microsoft Online Services Customer Portal (MOCP).
· Date of purchase

· To calculate the subsidy payment, select the applicable SKUs in the Agreement and the number of seats per SKU (up to an aggregate of 25 seats).

· The customer contact postal address, to which the subsidy check will be mailed to.
· The partner payee name, exactly as it appears on the ‘Company Overview’ tab of the Microsoft partner profile on Pinpoint. This is to ensure that checks will be honored.

Customers must submit their online reward form within thirty (30) days of the date of purchase to receive their reward checks.  Reward checks must be redeemed within ninety (90) days of the date of issue.

Reward checks will be issued and mailed to qualifying customers by May 31, 2011. Customers who have unsubscribed from their services will be disqualified.  

7) How can I find out more about online services features, benefits and licensing terms?
Please go to the FAQ page on Microsoft’s Online Services website: http://www.microsoft.com/online/faq.aspx.
8) What if I have further questions about the offer?
Please ask your Microsoft field contact, email offers@microsoft.com or call (800) 735-5232 (8:00 A.M. to 5:00 P.M. Central Time, Monday through Friday).

For customer support, please call (800) 622-4445 (8:00 A.M. to 8:00 P.M. Eastern Time, except weekends and holidays) within the United States. Please note that no rewards will be authorized over the phone. To check the status of your customers’ reward submission, please visit http://rebatestatus.microsoft.young-america.com.[image: image5.jpg]ACT NOW

and receive up to

$1500 Microsoft's Business Productivity Online Services Reward
in REWARDS!
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Purpose

This guide is a companion to the Microsoft® Online Services Partner Agreement, providing details about the policies
and guidelines set for Online Services partner fees. This document will be updated when the program is enhanced,
and you can find the most current version on the Microsoft Partner Portal. Please note that this document is not part
of your agreement and does not modify your agreement. Therefore, if there are any discrepancies between this
document and the agreement, the agreement always governs.

Incentive Structure Overview

Microsoft is providing you with a new way to engage and serve your customers. With Microsoft Business Productivity
Online Suite (BPOS), which includes Microsoft Exchange Online Standard, Microsoft Office Communications Online
Standard, Microsoft Office Live Meeting Standard, and Microsoft SharePoint® Online Standard, you can earn fees by
providing certain services to your customers. The fees are calculated based on a customer’s purchase of subscription-
based services from Microsoft. You can also offer ongoing management and support of these products and create
new services and features designed around such Microsoft online offerings.

BPOS expands the breadth of your product offerings to customers and delivers opportunities to help grow your
revenue. By enrolling for fees on Microsoft sales of online services through QuickStart for Online Services (described
in the Enroll to Become Eligible for Fees section of this document), you can market Online Solutions and earn fees for
providing services to your customers. Specifically, you can earn 12 percent of Microsoft revenue linked to those
services for net new transactions for one year after the transaction is made. After the first year, you can earn 6
percent of billed revenue as long as the customer maintains the BPOS subscription.

Enroll To Become Eligible For Fees

Enrollment Process

Enrollment for online services fees is easy:

e Maintain Active Microsoft Partner Network (MPN) Membership: To be eligible to earn fees for your
services, you must maintain active MPN membership. For information about maintaining your membership,
visit the Microsoft Partner Network portal (https://partner.microsoft.com/).

e Accept the Contract: You must review and accept the Microsoft Online Services Partner Agreement, an
online, click-to-accept agreement on the Microsoft Partner Network portal. NOTE: An authorized user with
administrator rights for your MPN account is required to access the agreement. Once administrator rights are
verified, the Online Services contract is presented. The contract does provide a separate signature line for an
additional or alternative authorized signature.

e Complete the Online Training: Once you have enrolled in MPN and accepted the agreement, you are eligible to
earn fees for customer transactions. To receive fees, you must complete an online assessment and obtain a
passing score. To prepare for the assessment, you can take a Web-based training course about the products and
online services value proposition through the Partner Portal at https://partner.microsoft.com/online.

Enrolled Partner Listings

After you are enrolled for online services fees, your organization is listed in the partner directory on the Microsoft
Online Customer Portal (MOCP) so customers can select your organization as the Partner of Record (POR) for their
transactions. This POR process is described in detail in the Earning Fees as a Partner of Record section of this
document. Listings of enrolled partners are displayed according to standard Solution Finder ranking. As long as your
organization is an authorized partner, it is displayed within the Solution Finder. At launch, BPOS availability and
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partner participation in this program may be restricted to certain geographies. Microsoft adds authorized partners to
the Solution Finder as Microsoft’s Online Services are launched beyond the United States.

Note: If you chose not to appear in directory listings in your MPN organization profile, you must choose to appear in
the directory listing in MPN before appearing in the MOCP directory. Conversely, if you do not want to appear in the
MOCP directory, you must opt out of the MPN directory listing.

Earning Fees as a Partner of Record

Products for Which Partners Can Earn Fees

Customers can either purchase licenses for the Business Productivity Online Suite, Deskless Worker Suite or for
individual Online Services products.
e Business Productivity Online Suite
— Microsoft Exchange Online
— Microsoft Office Communications Online
— Microsoft Office Live Meeting
— Microsoft SharePoint Online
e Microsoft SharePoint Online Extra Storage
o Deskless Worker Suite
— Exchange Online Deskless Worker

— SharePoint Online Deskless Worker

Order Processing

Contract, billing, credit, collections, IT Pro Support

Order Order
MSFT < . m < = | customers
o Fartner Fee

Sale

The customer orders are placed online at MOCP (https://mocp.microsoftonline.com). When customers place orders,
they are asked to designate a partner as their Partner of Record. The partner selected is associated with the customer
order as POR and remains so unless a customer changes the POR.

Order confirmations are sent after customers place orders, and Microsoft fulfils the orders on customer confirmation.
On receipt and confirmation of the order, Microsoft then invoices the customer and records the appropriate fees to
the POR.

Details about the fee payment policies and schedule are listed in the Available Fees section.

Available Fees

Partner fees are defined across two elements: new seat acquisition and recurring fees for your support of customers.
For the term of the agreement, partners earn 12 percent for all new customer seats of the Online Services products
purchased from Microsoft and 6 percent for ongoing fees, as long as the customer remains active, you are designated
partner of record, and you have a valid Microsoft Online Services Partner Agreement (MOSPA).

Microsoft Online Services Partner Fees and Guidelines—June 2010 4
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Net-Add Fees 12% 12%

Residual Fees 6% 6%

FEES ARE CALCULATED AS A PERCENTAGE OF NET SALE PRICE x TOTAL SEATS FOR A CUSTOMER

Partner fees are calculated based on the net sale price of the customer’s transaction with Microsoft. Net sale price is
calculated based on the list price, less any price promotions or discounts, multiplied by the total number of seats.
Partner fees are not reduced by any price adjustments Microsoft makes in response to customer satisfaction issues.

Fees for Orders Placed Through Direct Enterprise Agreement

Customers with a direct Microsoft Enterprise Agreement (EA) can purchase online services through their EA in the
same way they purchase all other Microsoft licensed products. The designated Enterprise Software Advisor (ESA)
processes these EA orders with all other purchases made through the customer’s Enterprise Agreement. For orders
placed via a Direct EA, the ESA receives the standard ESA fees for the BPOS and other applicable online services and
licenses. The fees are paid according to the “other products” fee schedule, defined within the ESA agreement, and
paid according to the standard ESA policies. If a VAR or Sl is involved with the transaction they are eligible to receive
advisor fees. To request fees, the VAR or SI must submit a request via the process outlined on
www.quickstartonlineservices.com.

Fees for Orders Placed Through Indirect Enterprise Agreement

Customers with an indirect Enterprise Agreement can purchase online services through their EA in the same way they
purchase all other Microsoft licensed products. The designated Large Account Reseller (LAR) processes these EA
orders with all other purchases made through the customer’s Enterprise Agreement. For LAR compensation, sales of
BPOS and other applicable online services are treated the same as any other product available in the EA. LARs can be
designated as POR and receive both standard LAR compensation and POR fees for the same transaction.

Customers who purchase online services through their EA can designate a POR. The partner who is designated as a
POR receives a partner fee of 12 percent for net new seats and 6 percent for recurring seats, unless the designated
partner is also acting as an ESA for that transaction. To be clear, a partner acting as a LAR can receive POR fees for
that transaction if designated as the POR. For further instruction on how to be designated as a POR on an EA deal, visit
www.quickstartonlinereservices.com.

Orders for Which Partners Are Ineligible To Earn Fees
Orders placed by or for government customers, agencies, or entities are ineligible for partner fees.

Fee Accrual and Payment Policy

The 12 percent net-add fee is recognized and accrued to the POR at the time of customer invoice by Microsoft and is
paid quarterly during a one-year period. The partner receives the full 12 percent fee during the course of the first
year, regardless of whether the customer elects to change their POR later in the year.

The 6 percent residual fee is calculated monthly, based on the total number of seats for which partner has been
designated POR, and is paid on a quarterly basis. The schedule for all partner fees is based on Microsoft fiscal
quarters. At the end of the quarter, Microsoft sends emails to partners detailing what they will be paid, and partners
must accept or reject the fee amount stated in the email. All fees are paid within 30 days of quarter close. Microsoft
reserves the right to modify the fee payment schedule at any time with 30-days notice.

Microsoft Online Services Partner Fees and Guidelines—June 2010 5
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Partner is only paid fees monthly if the accrued fees total $3000 or more (including any carryover fees from the
previous month) within one month. They will only be paid the fees that month, not every month thereafter. Fees are
paid at the end of the month. If you earn more than $3,000 in Microsoft Online Services Partner Advisor fees in one
month, Microsoft will begin issuing payments more than once per quarter. Any month where you accrue more than
$3,000 USD, Microsoft will issue a payment before the scheduled quarterly payment.

Example:
Month 1 Month 2 Month 3
1600 USD 1600 1600
No payout Payout 3200 as > 3000 USD cumulative Payout 1600 USD Quarterly cycle

Minimum Order Requirements

There is a five-user minimum for the initial order of service. There is no minimum for additional quantities purchased
of the same service.

Subscription Term

Volume Licensing—Microsoft Online Subscription Program
Subscription term is 12 months. First Subscription Term: Customers have 30 days to cancel, but must pay for the first
30-day period. Subsequent Terms: Customers can cancel with a one-month notice.

Volume Licensing—Enterprise Agreement (EA)

Available through EA and EAS, BPOS-S and CRM have a term that is coterminous with the underlying enrollment. EA
and EAS enrollments have a term of 36 months. Online services added mid-term are pro-rated to be coterminous with
the existing agreement. All other services can be a 12 month subscription.

Volume Licensing—Campus and School Agreement (CASA)

Available through CASA, BPOS-S and CRM have a term that is coterminous with the underlying enrollment. CASA
enrollments have a term of either 12 or 36 months. Online services added to the enrollment mid-term are pro-rated
to be coterminous with the existing agreement. All other services can be a 12-month subscription.

Fee Calculation on Customer Cancellation
If a customer cancels service, the partner’s fees are calculated and paid according to the following rules:

«  Cancellation on or before the 15" of the month—The partner of record does not earn the fee for this month;
fees are paid for the month prior to cancellation

«  Cancellation after the 15" —Partner earns the full fees for this month

Fee Modification

Microsoft reserves the right to modify the fees at any time, with a 90-day notification, per the terms of the
agreement. Microsoft reserves the right to determine on a case-by-case basis when grandfathering of fees for sales
already booked is appropriate. Notification of changes to fees is executed through the publication of an updated
Program Guide to the Microsoft Partner Portal. Additional notification via portal notices and e-mail communication
may be provided.

Microsoft Online Services Partner Fees and Guidelines—June 2010 6
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Collecting Fees as the Partner of Record

Once designated as the Partner of Record, you are eligible to receive fees from Microsoft as long as you maintain
active membership in MPN, complete the online training, and complete the appropriate documents required for tax
purposes. The customer must also maintain the subscription-based services.

Partner of Record Rules

Eligibility: To be eligible as the POR, you must be an active authorized member of MPN and be enrolled for
online services partner fees as defined in this document

Not for Partner Internal Use: If you purchase Microsoft Online Services for internal use—effectively as a
customer—you may not designate yourself as your POR

Designation: A customer can designate one POR per product/service, per ship-to address. A customer can
have multiple PORs, with a different POR designated for each product/service, even in a single transaction.
Therefore, it is possible for a customer to have multiple PORs assigned to their organization

Payment: Only a single POR is paid against a single transaction or enrollment at any given time as designated
by the customer

Change: A customer can change their POR at any time through the Microsoft Online Customer Portal; an EA
customer can change their POR by having their new advisor submit a Change of Partner form. Once a
customer picks a new POR, the new partner receives all eligible fees for the designated service for the life of
the customer’s service, or until another change of partner occurs

Fee Rules on POR Change: The change of POR is recorded on a monthly basis. If a customer changes their
POR during the middle of the month, the determination of fees is as follows:

— POR change on or before the 15™ of the month—The original partner of record does not earn the fee for
this month. The new POR receives the full fees for this month

— POR change after the 15" of the month—Original POR earns the full fees for the month

— This same policy applies to a partner’s fee accrual if you resign or are removed from the program

Partner of Record Compensation and Change Scenarios

This section illustrates scenarios for POR changes and the governing policies for partner compensation.

Scenario 1: Partner A supports the product and remains POR

Partner A

- Fees for product
A Microsoft payments to partner

[ | S— [— | — i s Partner A receives the 12% Transaction Fee which is
accrued at the time of the transaction and is paid

12% Transaction
Fee

6% Residual Fee
(accrue monthly)

quarterly. In addition the partner receives the 6%
A Residual Fee which is accrued monthly and paid
quarterly so long as Partner A remains the Partner

Ql Q2 Q3 Q4 of Record.

All payments are
issued quarterly

Scenario 1: This is the baseline scenario for Online Services.

Customer Direct Purchase from Microsoft—A customer purchases online services licenses directly from Microsoft,
and during the online purchase the customer chooses to designate Partner A as their POR.

Note: Refer to Fee Accrual and Payment Policy.
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Scenario 2: Customer designates POR 90+ days after purchase of product

Partner A

Scenario 2: Customer designates POR 90+ days after the sale by Microsoft; a customer designates the POR, potentially

12% Transaction
Fee

6% Residual Fee
(accrue monthly)

All payments are
issued quarterly

Q1 Q2 Q3 Q4

= Feesforproduct

A Quarterly payments for accrued fees

Partner A will not receive the 12% Transaction fee.
Partner A will receive the 6% Residual Fee which is

A accrued monthly and paid quarterly so long as

Partner A remains the Partner of Record.

electing the partner from whom the customer contracts post-sale services or support. Partner A only receives the 6
percent residual fee. To be eligible for the 12 percent fees, the customer must elect the POR within 90 days of
purchase from Microsoft.

Scenario 3: Customer designates POR 60 days after purchase of product

Partner A

12% Transaction
FEE

6% Residual Fee
(accrue monthly)

All payments are
issued quarterly

=
A

Q1 Q2 Qa3 Q4

A

= Feesfor product

A Quarterly payments for accrued fees

Partner A receives the 12% Transaction Fee which is
accrued at the time designation as POR and is paid
quarterly. Inaddition the Partner A receives the 6%
Residual Fee once they are designated as the POR
whichis accrued monthly and paid quarterly so long
as Partner A remains the Partner of Record.

Scenario 3: Customer Post-Sale Designation 60 Days—A customer designates no POR at the time of sale, then elects to
assign Partner A after 60 days. Partner A receives both the 12 percent transaction fee and the 6 percent residual fee.

Scenario 4: Customer changes POR for product from Partner A to Partner B

12% Transaction
Fee

i —

- Feesfor SharePoint

Partner A A Quarterly payments for accrued fees
6% Residual Fee i
(accrue monthly) —— Partner A receives the 12% Transaction Fee which is
accrued at the time of the transaction and is paid
12% Transaction quarterly. Partner A receives the 6% Residual Fee
Fee for as long as Partner A remains the POR. After the
Partner B 6% Residual Fee customer designates Partner B as the POR Partner B

(accrue monthly)

will begin to receive the 6% Residual Fee. Partner A

will no longer receive the 6% Residual Fee.

All payments are A
issued quarterly

Q1 Q2 Q3 Q4

Scenario 4: Customer Changes POR Designation Post-Sale—A customer designates Partner A as POR at the time of
sale by Microsoft and then elects to change the POR to Partner B after 90 days. Partner A receives the 12 percent

transaction fee and the first three months of the residual fee, and Partner B receives the residual fee after designation
as POR.

Microsoft Online Services Partner Fees and Guidelines—June 2010 8
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Scenario 5: Customer designates Partner A as POR when it purchases SharePoint from Microsoft and designates Partner B
whenit purchases Live Meeting from Microsoft.

12% Transaction = FeesforSharePoint
Fee
Partner A == FeesforLive Meeting
6% Residual Fee
(accrue monthly) --q--+-+-- A Microsoft payments to partner
U2 VT RREA R * Partner A receives the 12% Transaction Fee for
Fee SharePoint which is accrued at the time of the
Partner B 6% Residual Fee transaction and is paid quarterly. Partner A receives
(accrue monthly) (—— I e el the 6% Residual Fee for as long as Partner A remains
the POR for SharePoint. Partner B receives the 12%
Transaction Fee for Live Meeting which is accrued at
All payments are A thetime of the transaction and is paid quarterly.
issued quarterly Partner B receives the 6% Residual Fee as long as
al Q2 Q3 Q4 Partner B remains the POR for Live Meeting.

Scenario 5: Customer Designates Two Different Partners as PORs and Purchases an Online Product from Each of
Them—A customer designates Partner A as the POR for SharePoint Online, and later purchases Live Meeting and
designates Partner B as the POR for Live Meeting. Partner A and Partner B each receive the transaction and residual
fees for their respective products.

Scenario 6: Partner A is designated as POR for 75 seats of a product and Partner B is designated as POR of additional 25
seats of the same product.

12% Transaction Il Feesforinitial 75 seats
Fee
Partner A

I Feesforadditional 25 seats

6% Residual Fee
(accrue monthly) [ pm—— A Microsoft payments to partner
Partner A receives the 12% Transaction Fee which is
12% Transaction accrued at the time of the transaction and is paid
Fee quarterly. Partner A receives the 6% Residual Fee
Partner B 6% Residual Fee for as long as Partner A remains the POR. After
(accrue monthly) [ [ ] I e el Partner B adds the 25 seats, Partner B receives the
[ ] e el 12% Transaction Fee for the additional revenue on
the 25 seats. Additionally Partner B assumes the 6%
All payments are A Residual Fee for the initial 75 seats as well as the
issued quarterly additional 25 seats. Partner A will no longer receive
a1 Q2 a3 Q4 the Residual Fee for the initial 75 seats.

Scenario 6: Customer Purchases Additional Seats of the Same Product and Designates a New POR for the Second
Purchase—A customer designates Partner A as the POR at the time of sale. At a later date, the customer elects to
purchase more seats and designates Partner B as the POR at the time of the second sale. Each partner receives the
transaction fees for the respective seats they sold. Partner A receives the 6 percent residual fees for the initial seats,
until the time of the second purchase and change of the POR. After the change of the POR, Partner B assumes the 6
percent residual fee for all 100 seats.

Microsoft Online Services Partner Fees and Guidelines—June 2010
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Scenario 7: Partner A is designated as POR for SharePoint and Partner B is designated as POR when the seat is upgraded

to BPOS after 90 days
12% Transaction =l Feesfor SharePoint
- Feesfor BPOS
6% Residual Fee
(accrue monthly) e — A Microsoft payments to partner

Fee
12% Transaction

Partner A

Partner A receives the 12% Transaction Fee which is
Fee accrued at the time of the transaction and is paid
Partner B 6% Residual Fee quarterly. Partner A receives the 6% Residual Fee

| |
(accrue monthly) = -ﬁ--- for as long as they are the POR. After upgrading,

Partner B becomes POR, and receives 12%
Transaction Fee on the additional revenue from the
All payments are
issued quarterly
Q1 Q2 Q3 Q4

new products. In addition, Partner B assumes the
6% Residual Fee to support all products.

Scenario 7: Customer Upgrades from Single Product to the BPOS Suite and Designates a Different Partner as the
POR—A customer purchases SharePoint Server from Microsoft and designates Partner A as the POR. Subsequently,
the customer elects to purchase the BPOS Suite from Microsoft and designates Partner B as the POR. Partner A
receives the transaction fee and three months of the residual fee for the SharePoint Server seats. Partner B receives
the 12 percent transaction fee for the up-sell products and 6 percent residual on all seats, including the initial
SharePoint Server seats, which have been upgraded to Suite seats. The initial 12 percent transaction for Partner B is
based on the net price for the upgrade, not the full BPOS license price.

Customer Support

The 6 percent residual fee is awarded to the POR on an ongoing basis, and the POR is expected to support the
customer by:

e Passing along pertinent information about online offerings

e Helping customers determine the correct set of products and the right number of seats for their business

e Supporting customers if they have questions or issues with the services
In addition, the POR should be able to support the customer with implementation, conversion, training, and/or
additional services, but this is not a requirement to earn the residual fees. Microsoft may require additional services

by the partner in exchange for the fees at any time; for more information, refer to the current version of the MOSPA
Guide, available at Quickstart for Online Services.

Microsoft Online Services Partner Fees and Guidelines—June 2010
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Partner Support

The Microsoft Partner Portal serves as the primary source of information for online services, programmatic support,
and account management. In addition, partners may use the Regional Support Centers for inquiries about program
details, assistance with enrollment and other inquiries.

Partner Re-Enroliment

Renewal and Status Management

The term of membership is one year and must be renewed annually online. The renewal process for online services is
linked to your MPN membership renewal. Each year on your MPN anniversary, you are asked to elect to renew your
participation as an eligible partner for online services in addition to renewing your MPN membership. On renewal of
MPN membership and acceptance of online services terms, your eligibility is renewed for an additional year.

MPN enrollment rules govern your ability to collect Online Services fees. If your anniversary date passes without
renewal in MPN and for 30 days thereafter, your status is on hold. During this time, you can still be designated POR
and can still earn fees. From 30 to 60 days post your anniversary date, your status is designated as expired, per the
terms of MPN. At this point, you are no longer eligible to earn additional fees and are no longer a valid POR. Any fees
accrued up to the hold status at 60 days are held. If you renew within 60 days post your anniversary, you are eligible
for any pending fees that have accrued. If after more than 60 days after your anniversary date you have not renewed,
both your membership in MPN and your eligibility as an online services partner are expired, and all accrued and
future fees are forfeited.

Timeline Agreement Status Fees Entitlement

Through Agreement expiration date Active, Renewal Required Company is entitled to receive Fees.
(“Expiration Date”)

Up to 30 calendar days after the Expiration Expired with Grace Period Company is still entitled to receive Fees
Date

More than 30 and up to 60 calendar days Expired Company is not entitled to receive Fees.
after the Expiration Date However, any Fees accrued are eligible for

payment upon Agreement renewal.

More than 60 calendar days after the Expired Company is not entitled to receive Fees.
Expiration Date Any accrued Fees are irrevocably forfeited.
Company may sign a new Microsoft Online
Services Partner Agreement only as a
new partner.

MPN STATUS RELATED TO ACCRUED FEES AND PAYMENT

Partner Opt Out

You can elect to opt out of the program on re-enrollment, or at any time, with written notice to Microsoft. Accrued
fees are paid out at the next payment cycle. The rules for accrual of fees, with respect to the timing of the resignation,
follow the rules defined for POR changes.

Microsoft Online Services Partner Fees and Guidelines—June 2010 11





Microsoft | Volume Licensing

Partner Disqualification
You should adhere to the contract and program terms as defined in the program guide. You can be disqualified from
the program if you do any of the following:

e Materially breach the MPN Terms and Conditions

e Materially breach the Online Services contract or program guide

e Fail to meet defined expectations. Additional requirements or partner performance expectations may be
established in the future as required elements of the program. Expectations will be defined and set in the
program guide and notification will be issued prior to those expectations going into effect

If minor violations are discovered, the standard MPN escalation path is followed.

© 2010 Microsoft Corporation. All rights reserved.

This document is for informational purposes only. MICROSOFT MAKES NO WARRANTIES, EXPRESS OR IMPLIED, IN THIS SUMMARY.

Microsoft provides this material solely for informational and marketing purposes. Microsoft software is licensed not sold. The contents of this guide

are subject to change. Please go to the Microsoft Partner Portal for the most current version of this guide.
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