


Partnering in Public Sector




Your Business is Changing
c Changing Sales Models e Scale and Solution Focus Critical

+ Custom Services and Solutions

Services
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NWEIG and Device Margin
Margin Margin

Potential For Packaging

Cloud Creates New
Profit Pools, Practices and
B ionship Opportunities
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3 Focus Areas for our Mutual Success

Line Of Business Solutions
for Today and Tomorrow

VW AN WE LM" =21LE BFTTER-s
TARE FOR MORE PECFLE?
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Grow Solutions
Capacity to
compete and win
key workloads

Scale to Capture
the Broader Market




PRIORITIZINBartners

Partners bring life to the magic of our software through
solutions & services and are critical for the ongoing success
of the Public Sector business.

Build CAPACITY for Future Gro Cloud

Dynamics

Incentives
Licensing

Key Industry
Growth Areas

Worldwide Public Sector Partner Events




What else can we do for partners?

Enable
Plan T — ﬁ APartner Summits
APartner Sales Plan (PSP) | " ACGF Academy

APrivate Cloud Bootcamps

AMTC Engagement (ADS, | .
Envisioning Sessions, etc.) : ﬁgizzzr}g% f;(;frl:ltgts:tures

'Aggﬁ;?r:'se Account f' 455‘ - 3 AProduct TAPs
9 < ,_ | ¥ AApp Compatibility
Retain i Create Demand

APartner Account | AJoint Marketing Campaigns
Management : ) ACo-Op Marketing Funds
‘ AJoint Customer Events
Avirtual Events
ACustomer Introductions

Service Sell
APremier Support AEPG Bid Architects

ADeployment Support ARFP Response Support
AProcurement sub- AITDM Relationship Leverage
contracting ACompetitive Knowledge Sharing
ACo-funded Proof-of-Concepts

ACustomer Evidence
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STRIKE THE RIGHTONOMIC MODEL

FY12 marks a strategic shift in how we incent and -
reward our solution and transaction partners for their - i T

selling and customer support on our behalf. $3B budget Channel ~ $240M Solution
Incentive Budget Partner Incentives

Microsoft in Government, Public
Safety, and National Security

Helping governments better serve #
ding

" S hd more N— ‘ $X foc‘fsed on CA
SN\ ‘ | budget gets cascaded EA selling
>\

Sign up and make sure you are consuming these incentives.
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Solution Incentives

Suites 30% Windows 7 Enterprise

Example:ECI + MDOP 10%

Virtualization 20% Windows 7 7%
Management 5% MDOP 3%

ldentity and

) 5%
Security ’
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Enterprise

Standard

20%

10%

Microsoft®

Enterprise

Standard

20%

10%




Key Business Rules

Request the incentive “Incentive Request Date” at least 30
days before transaction

Register only one incentive per Opportunity

Enter request for incentive by 40% sales stage
Add o UpdateAccept : . 4 ?
mport Shared ~ Leads Update Opportunity every 60 days

Keep PAM updated on Opportunity progress

Public Sector Accounts eligible in many subsidiaries with
proper notification that partner will be receiving fees for
their selling activities
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Touch Magazine

Microsoft's quarterly public sector customer magazine in EMEA, driven by
partner commentary, solutions, services and customer success stories

VIEWPOINT

Another way for

local authorities Cybersecurity solutions that
) deliver assurance, integrity,

confidence and value.

Deep-Secure is a sector High A

Touch, gives you access to a $19.6bn software market in FY12.
Touch is read by thousands of leading technology buyers and
influencers across government, healthcare, education, public
safety and defense.

Contact: Andy Clayton-Smith andy@tudor-rose.co.uk




