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Retail Execution Guide

Thank you for your continued effort to create global Office 2010 brand consistency by using the WWRS assets for Online, Visual Merchandising,
Training and the MDX Demo with your retail partners.

This deck references all of the new assets created for the Back to School campaign (FY12 Q1) as well as all assets that were created previously, but
still apply for FY12. Please disregard any previous Execution Guides or Toolkits that we have previously created and use this Guide going forward.

THIS GUIDE IS DIVIDED INTO TWO MAIN SECTIONS:

1. Back to School Campaign

The first section is the Back to School campaign, which includes assets and guidance for all of our newly created assets. The guidance is
divided into Fundamentals and Drive Attach Sales Motion:

« Fundamentals

Basics that every retailer should be able to accomplish.

« Drive Attach Sales Motion

The next steps that can be taken after the Fundamentals are covered to improve Office attach and drive incremental sales.

2. Year Round Programs and Offers

The second section covers program assets and guidance that have been released previously, but are available throughout FY12.
These include:

+ Office Offers « Always Ask/Dare to Ask
« Office Included in PC - ESD
« Premium Mix Incentive « POSA

Save Now with PC
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Overview: Retail Execution Guide

Worldwide Retail Services (WWRS) Contact Information

QUESTIONS / APPROVALS

WWRS DEPARTMENT

Office Program Management

CONTACT

Toni Mueller
WW Office Program Manager

INFORMATION

tonim@microsoft.com
Tel: +01 (0) 425 705 5071

Online Merchandising

Jeremy Storey
WW Online Merchandising Manager

jstorey@microsoft.com
Tel: +01 (0) 425 707 5339

Visual Merchandising

Amelia Cabrera
WW Visual Merchandising Manager

ameliac@microsoft.com
Tel: +01 (0) 425 421 4051

MDX/Demo

Scott Neilson
WW Demo Manager

scottne@microsoft.com
Tel: +01 (0) 425 421 1442

Retail Sales Person (RSP) Training

Dawnielle Stumpf
WW PC Aisle Training Group Manager

dastum@microsoft.com

Tel: +01 (0) 425 722 0443 x 20443

Field Labor

Chris Abbot
WW Field Labor Director

cabbot@microsoft.com
Tel: +01 (0) 425 421 9255
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Executive Summary

Executive Summary

The primary goal for FY12 is to sell Office with every PC, thereby growing units and revenue. WWRS has worked closely with the Office BG to create
assets for the Back to School selling season as well as for programs that are available year round. These assets, as well as the guidance in this deck,
have been created to assist in increasing Office attach, creating an improved execution in the PC aisle both in-store and online, and increasing the
knowledge and advocacy of RSPs.

As mentioned at START, we have a huge opportunity to improve execution of the Fundamentals in retail by:

* Increasing suite assortment in the SW and PC aisles

* Improving Office placement in or near the PC aisle

+ Improving RSP Office mention rate

The Fundamentals are applicable to any size retailer or subsidiary, and should be successfully executed before moving on to the programs and offers created
to help Drive the Attach Sales Motion.

BACK TO SCHOOL CAMPAIGN (BTS) YEAR ROUND PROGRAMS AND OFFERS
We have created assets and guidance with a focus on students Year Round programs will span FY12, and are not only applicable
to assist in capturing the Back to School peak selling season and to the BTS season. These include:

improving attach, including: - Four programs which have already been established in FY11,

for which assets have already been created:

+ Save Now with PC: Discount on Office H&S PKC when purchased
with PC

! + Always Ask/Dare to Ask: Customer receives free H&S if not asked

BTS Save Now with PC if Office is needed during purchase of PC

BTS Higher Education Offer + Electronic SW Download (ESD): Download option available for

BTS Save Now and Higher Education Offer Combined Online purchases

» Point of Sale Activation (POSA): Office PKC with no value until
purchased at register

- Fundamental execution guidance, including the
unassisted environment

- Assets and guidance for Driving Attach Sales Motion
Back to School Campaign

WWRS hopes this Execution Guide and the assets we have created are - As well as three new programs for FY12. Assets for these
useful and help to increase Office attach in your region. Please contact programs are currently under development:
tonim@microsoft.com with any feedback about how the assets or
this deck could be improved.

« Office Offers: Four seasonal 6-8 week promotions

+ Office Included in the price of the PC: Office bundled with PC by
OEM or Retailer

* Premium Mix Incentives: Coop for Retailers for sales of H&B and Pro
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Business Objectives

Office FY12 WW Goals and Commitments
' GOALS & COMMITMENTS

PRIMARY BUSINESS METRIC OFFICE ATTACH

Sell Office With Every New PC Grow Revenue Grow Units

v v

BIG BETS

Break through in Upsell to grow
Unassisted retailers premium mix

Drive everyday
attach motion in
Assisted retailers

Accelerate digital
distribution with
POSA and ESD

Start with the
Fundamentals

Capture peak
selling seasons

PLACE PLACE PLACE PLACE POSA OFFICE OFFERS
» Assort H&S & H&B + POP for offers + POSA + H&B PKC in PC aisle + Land POSA benefits + Back to School
FPPin SW Aisle « Ensure "Buy Office" is * Use Unassisted + POP leads with H&B with retailers Student Offer
* PKC near PCs in Fact Tag Lugon specific POP « "Why buy" Outlook + Onboard retailers + Holiday Free Mouse
+ Place at least one POP PEOPLE + Ensure "Buy Office" PEOPLE + Use POSA to get PC + Back to Business
in SW and PC aisle - Message RSP Incentives is in Fact Tag Lugon . Utilize RSP Incentives aisle placement Free Publisher

* MDX « Execute Face-To- * Include Starter . . + Expand POSA * Multi-Seasonal
PEOPLE Face Training non-starter on Fact Land Ad\S/anced selling assortment beyond Free Training
i ‘ * Execute SMB i

* Use Simplified Sales + Land Gold online courses Teg Fapplicable selling message e erle PLACE

Engagement Script - Deliver Starter non-starters | | © -/ . ONLINE Fep 4 * POP for offers
+ Land Silver online courses | | onLINE * Integrate Office * Land ESD benefits « Circulars for offers

into PC purchase * H&B assortment with retailers
ONLINE + Integrate Office . —_— « FPPv. PKC i i . PEOPLE
. + Utilize Syndication V. Icensing + Onboard retailers -
* All SKUs assorted into PC purchase in product pages o + Land Offers training
. Product detail . Utilize Syndicati OFFERS * Get ESD messaging in ONLINE
roauct detall pages llize Synaication . Office Included OFFERS online purchase process

CATEGORY MGMT OFFERS in PC deals « H&B for Office + Offers on product,
« Office Starter + Save Now with PC Included in PC category pages

containment « Always Ask/Dare to Ask

\. J \ J \ J \ J \ J \\ J
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Business Objectives

5-Star Execution Can Help Drive 5-Star Attach

(

ey YT

+ 1 star Online, VM,
MDX and Training

« Full SKU assortment
in-store and online
in SW aisle

RETAIL EXECUTION—1ST 3 STARS

ek T e Ty

« Office assorted
near PCs

« 2 star Online, VM,
MDX and Training

* Full SKU assortment
in-store and online
in SW aisle

~N

ok ko

+ RSP Advocacy

« MDX on PCs, 180
Pro Trial on 2 PCs

« 3 star Online, VM,
MDX and Training

« Office assorted
near PCs

* Full SKU assortment
in-store and online
in SW aisle

* % K Kk

- Store Manger
commitment

- Office in top
attach hierarchy

« PC sales, hard
attach reporting

* RSP Advocacy

« MDX on PCs, 180
Pro Trial on 2 PCs

« Office assorted
near PCs

* 3 star Online, VM,
MDX and Training

* Full SKU assortment
in-store and online
in SW aisle

1. 8.8.8 .8 ¢

« Store level KPIs
and reporting

» Store Manger
commitment

« Office in top
attach hierarchy

* PC sales, hard
attach reporting

* RSP Advocacy

« MDX on PCs, 180
Pro Trial on 2 PCs

« Office assorted
near PCs

* 3 star Online, VM,
MDX and Training

e Full SKU assortment
in-store and online
in SW aisle

\

. &
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Business Objectives

3 Star Online Execution Priorities

-

*

Office featured as related product
on a PC Product Detail Page

Full assortment, discoverable
VEREI VANEWIeEile]y!

Set up Product Detail

Page with basic content

|

~

-~

* %

Land Seasonal Offers

Optimized product detail page
experience/syndication

Demand Gen in
Software Category

Office featured as related product
on a PC Product Detail Page

Full assortment, discoverable
via Search/Navigation

Set up Product Detail
Page with basic content

* %k

Attach Offer messaging/merchandising
in the PC Category/Cart

CRM Emails

Land Seasonal Offers

Optimized product detail page
experience/syndication

Demand Gen in
Software Category

Office featured as related product
on a PC Product Detail Page

Full assortment, discoverable
VEREI VANEWIeEile]y

Set up Product Detail

Page with basic content

J
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Business Objectives

3 Star Visual Merchandising Execution Priorities

4 )

*

Dedicated space for FDO or Live
Product assorted in SW aisle

Place at least one POP
in PC and SW aisle

Assort PKC in/near
the PC aisle

Assort all SKUs
in SW aisle

rI

~

* %

Place POP to support
Seasonal Offers

Place PC Fact Tag message or Lugon with

Generic Office attach messaging

Dedicated space for FDO or Live
Product assorted in SW Aisle on
Corrugate or Semi-Perm Hero Tray

Place at least one POP
in PC and SW aisle

Assort PKC in/near
the PC aisle

Assort all SKUs
in SW aisle

N

/

* %k

Place additional store dress assets
in retail environment to support
brand awareness and programs

Place POP to support Always
On Attach Programs in SW and PC aisles

Place POP to support
Seasonal Offers

Place PC Fact Tag message or Lugon with
Generic Office attach messaging

Dedicated space for FDO or Live Product
assorted in SW Aisle on Corrugate or Semi-
Perm Hero Tray with branded header
and secondary shelving strips

Place at least one POP
in PC and SW aisle

Assort PKC in/near
the PC aisle

Assort all SKUs

in SW aisle
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Business Objectives

3 Star MDX Execution Priorities

~

N

*

Unlocked desktop available

~

J

-

* %

Demo Content Installed
Unlocked desktop available

PC turned on

_

* %k

At least two Demo PCs per store have
Office 180 Day Trial activated

MDX or MS
approved PC Demo

1st Party

Apps showcased

Demo Content Installed

Unlocked desktop available

PC turned on

-

J
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Business Objectives

3 Star Training Execution Priorities

4 N a N e N

* * % * k Kk

RSPs understand how to Drive
Everyday Attach Sales Motion

Launch Seasonal/Campaign assets
to increase Attach opportunity

Execute One-to-One Face-To-Face
training for RSPs

Launch Seasonal/Campaign assets Launch Seasonal/Campaign assets
to increase Attach opportunity to increase Attach opportunity

Gain retailer buy-in & execute Gain retailer buy-in & execute
One-to-Many Events for RSPs One-to-Many Events for RSPs

Drive RSPs to Office Expert Gold
courses via LMS or ExpertZone

Drive RSPs to Office Expert Gold
courses via LMS or ExpertZone

Land training that guides how to match
customer need with correct Office suite

Land training that guides how to match
customer need with correct Office suite

Ensure RSPs can demo
Word, Excel, PPT, OneNote

Ensure RSPs can demo
Word, Excel, PPT, OneNote

All RSPs mention Office 2010 to
customers purchasing new PCs

All RSPs mention Office 2010 to All RSPs mention Office 2010 to
customers purchasing new PCs customers purchasing new PCs

Land PC Aisle Sales Guide & Office Land PC Aisle Sales Guide & Office Land PC Aisle Sales Guide & Office
Sales Engagement Script message Sales Engagement Script message Sales Engagement Script message

Drive RSPs to Office Expert Silver Drive RSPs to Office Expert Silver
courses on LMS or ExpertZone courses on LMS or ExpertZone
Land Paid Office Land Paid Office Land Paid Office

with RSPs with RSPs with RSPs
o J L J o J

Drive RSPs to Office Expert Silver
courses on LMS or ExpertZone
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Business Objectives

3 Star Field Labor Execution Priorities

-~

-

*

Audit MDX (Quarterly)

Install/Audit Visual Merchandise (FDO/
Product & POP placement) (Quarterly)

Distribute training collateral

~

K

* %

Train Field Labor teams via annual
Train-The-Trainer meeting

Evangelize ExpertZone
or retailer LMS

Measure & Monitor
Field Performance

Execute Face-To-Face One-To-One Walk and Talk
RSP Training and distribute training collateral

Audit/Repair Displays

Install/Audit MDX
(Monthly)

Install/Audit Visual Merchandise (FDO/
Product & POP placement) (Monthly)

Distribute training collateral

(

* %k

Support in-store
selling & demonstrations

Gather & report on
competitive Information

Execute Face-To-Face One-To-Many RSP
Training events & distribute collateral

Train Field Labor teams via
bi-annual Train the Trainer meeting

Evangelize ExpertZone &
distribute Promo Cards

Measure & Monitor
Field Performance

Execute Face-To-Face One-To-One Walk and Talk
RSP Training and distribute training collateral

Audit/Repair Displays

Install/Audit MDX
(Monthly)

Install/Audit Visual Merchandise (FDO/
Product & POP placement) (Monthly)

Distribute training collateral

_
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During the Back to School selling season, selling Office with new PCs (Office attach) continues to be the primary focus of Office at Retall,
starting with Office Home & Student PKC (due to the lower price point) and then upselling customers to either Home & Student FPP
or Office Home & Business PKC or FPP.

The same core Office initiatives will continue to be available throughout FY12 to support the PC attach sales motion: Save Now with PC
and Always Ask. Execution assets and guidance are provided to support these programs in the Year Round section of this Guide.

» The Product Key Card (PKC)
+ PCs Preloaded with Office 2010 Single Image
« Office Starter 2010 Messaging Guidelines

The Product Key Card (PKC)

The Product Key Card will continue to be positioned as the primary PC Attach SKU “for one new PC" and because the download will remain
available throughout FY12 it is a valid SKU for customers who are purchasing any new PC (note: the best customer experience for the PKC

is with a preloaded PC, as no customer download is required). The “Save Now" initiative will continue to support a discount on H&S PKC only
when purchased with a new PC

* In Q1-FY12, the Product Key Card should NOT be positioned as an upgrade SKU for an existing PC.

* In Q2-FY12, the PKC packaging will be refreshed with system requirements. With this packaging update, the PKC will then be repositioned
as a one user/one PC SKU.

PCs Preloaded with Office 2010 Single Image

By Q1 most new PCs will include the Office 2010 preloaded single image, allowing for easy customer activation of H&S, H&B, or Pro
using either Disc/FPP, PKC or ESD product. Focus should be on attaching Office to all PC sales rather than identifying and attaching to
only the preloaded PCs (eg. on PC fact tags), thus messaging of preloaded PCs has been eliminated from OEM and Retail guidance.
Retailers should focus on driving Office attach messaging to all PCs to ensure it's clear to customers that full Office is not on the PC.
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Business Objectives

FY12 Business Objectives Continued

Office Starter 2010 Messaging Guidelines

Selling paid Office suites drives revenue for both Microsoft and our partners, thus Office Starter is not a tool for selling PCs. In FY12, we

need to continue to work with all channel partners, including managed retailers, to ensure Office Starter is not being advertised, marketed,
messaged or used in any way to specifically drive PC sales. This means the Office Starter name and/or description must NOT be included in any
advertising—print, online, or mobile. Any approved messaging of Office Starter in full PC specs and training must follow the approved guidelines.

The Office Starter Marketing Compliance program driven by the PMG will continue to be an online resource to monitor and report incidents
of Office Starter messaging and marketing at http:/officestarter.

Customers who ask:
"Does Microsoft Office come on this PC", or "Does this PC include Office Starter” should always be provided the complete
answer in order to ensure that the retailer can upsell customers to full Office and customers understand what's on the PC.

The correct answer to these questions is:
"This PC includes reduced functionality versions of Word and Excel with advertising. It does not include PowerPoint or Outlook.

You must purchase Office 2010 to activate full-featured software on this PC."

For additional messaging guidance and examples please review the following website: http://officestarter. If you see examples of partner
messaging that incorrectly message Office Starter, please report the incident at the same website: http://officestarter.
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Business Objectives

ONLINE IN-STORE

SALES MOTION

messaging in PC Category

PC detail pages cross-sell Office (offers,
related products, benefit messaging)

Cross sell Office in Shopping Cart
after a PC has been added

Set up CRM program to target recent PC
buyers with an Office message/offer

Utilize syndication to augment Office
merchandising message on a PC page

On programs

POP to support Seasonal offers
and Campaigns (Back to School)

"Buy Office” on Fact Tag

If Starter on Fact Tag, use
four non-starters

VISUAL MERCH AND MDX DEMO RSP TRAINING FIELD LABOR

FUNDAMENTALS Assort all SKUs * Assort H&S & H&B FPP in SW aisle | « Follow the Steps to Land Office Training |+ Conduct Train-The Trainer

Set up product detail pages + Assort PKC in/near PCs « Four Page Windows 7 PC Events

Ensure products are discoverable « At least one POP asset is placed in Aisle Sales Guide * Deliver Training Fundamentals

via search and navigation PC Aisle + Office Sales Engagement Script + Deliver VM Fundamentals

Set up ESD SKUs and related + At least one POP asset is placed in « Office 2010 Retail pocket Guide * Install MDX

merchandising with recommended assets SW Aisle « Office Expert Silver Online

Utilize syndication to augment + MDX installed on PCs Learning plan

product detail page content » Office Standard Training Deck
DRIVE ATTACH Attach merchandising and + POP to support Always + Back to School Campaign Key « Train Field Reps on the

Features for Students Fact Sheet,
Online Course, PPT, etc

+ Back to School Higher Ed Offer Fact
Sheet, Online Course, PPT, etc

+ Office How to Sell/Why to Sell
Fact Sheets & Pocket Guide

+ Office Expert Gold Online
Learning Plan

» POSA Fact Sheet, Online Course, PPT
« Office Genuine Fact Sheet

Drive Attach Sales Motion

» Communicate programs
and drive support of
collateral materials

PROGRAMS/
OFFERS

Office Offers

Office Included in Price of PC
Premium Mix Incentive

Save Now with PC

Office Offers

Office Included in Price of PC
Premium Mix Incentive

Save Now with PC

Always Ask/Dare to Ask

« Office Offers

+ Office Included in Price of PC
* Premium Mix Incentive

+ Save Now with PC

+ Always Ask/Dare to Ask

 Office Offers

+ Office Included in Price of PC
* Premium Mix Incentive

+ Save Now with PC

+ Always Ask/Dare to Ask
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Top 10 Execution Focus: Back to School

Top 10 Back to School—Q1 Execution Focus

1.

Office Product Assortment:

Office 2010 H&S and H&B FDO or FPP is in SW aisle and PKC
is assorted in or near the PC aisle, and is not locked up out of
customer reach.

Online Assortment:
Office 2010 product detail pages are set up online and are
discoverable via search and/or navigation.

RSP Training:

RSPs are trained at Basic/Fundamental level to understand
Office features and benefits, suite/application choice, and
basic PC Attach motion; and have received incentives or
spiffs as appropriate.

MDX 7.8:
Demo PCs in store share Office 2010 content through MDX 7.8
or retailer demo.

Visual Merchandising:

At least one Office 2010 attach (PKC) POP asset is in the PC
aisle, and approved messaging is on the PC Fact Tag. At least
one 2010 POP asset is in the SW aisle.

6. Online Merchandising:
Office 2010 demand-gen assets are executed in the software
and PC categories online. Office 2010 product information is
optimized with enhanced content experiences hosted directly
by the retailer or through syndicated content.

7. RSP Training:
RSPs are trained at Silver Expert level, and more advanced
RSPs are trained at Gold level via Online Learning Plans.

8. Programs:
Programs such as Save Now, Always Ask/Dare to Ask, Office
Offers, and/or Office included in the PC Price have been
implemented to help drive Office attach.

9. Circulars:
Office retailer ads have been sold in and they follow approved
ad guidelines.

10.Tracking and Reporting:
Subs gather data and report on execution success.
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Checklist: Back to School

Office 2010 FY12 Checklist

CHECK

WORKSTREAM OFFICE 2010 FY12 CHECKLIST

:10).

ONLINE All Office 2010 product detail pages are set up with optimal content: box shots, messaging, correct titles, screenshots, video demos, and system requirements.

The product pages are easily discoverable via search and navigation.

“Buy Office 2010 with PC today” savings message is clearly identified on the PC page.

Office 2010/Office attach is clearly messaged on PC category and PC product pages.
Office 2010 is being merchandised in the Shopping Cart after a PC has been added.

The retailer is sending targeted Office 2010 CRM emails to PC purchasers.

CIRCULARS Office retailer ads have been sold-in and they follow approved ad guidelines.

IN-STORE Office H&S and H&B FDO or FPP are assorted in the SW aisle.
VISUAL

MERCH

At least one Office merchandising asset with approved messaging is in the SW aisle.

Office H&S and H&B PKC are assorted in or near the PC aisle with visible pricing, and approved messaging is installed in the SW aisle within customer
reach (not locked up). If partner is participating in the Save Now with PC program, the H&S PKC offer is visible on POP or display.

At least one Office merchandising asset with approved Office attach messaging is installed the PC aisle (eg. “Don't forget Office” message on fact tag
lugon, PKC PDQ/backer card, etc ), and correct messaging is on the PC Fact tag.

For PCs with Office Included in the Price of the PC, PC retailer Fact Tags have the proper messaging: “Microsoft Office Home & Student is included in price of PC."

IN-STORE MDX (or MDX content) is running on demo PCs in the store.
DEMO

Office Professional 180-Day Retail Trial is activated on at least two demo PCs.

IN-STORE RSPs have been trained to recommend a full version of Office with all new PC sales and they are using the Microsoft PC Aisle Sales Guide, which includes
TRAINING the Office 2010 Sales Engagement Script.

RSPs have been trained to emphasize the urgency and cost savings of purchasing Office with new PC ("best time to buy'/Save Now with PC).

RSPs are trained to qualify the customer's needs (consumer, student, home-based business user) and to recommend the right suite and right SKU (Disc or PKC)?

Using Train-The-Trainer guidance provided by WWRS, Microsoft Gurus/Reps effectively interact with RSPs, and land all levels of Office messaging.

Demand gen programs have been implemented to drive RSPs to ExpertZone or Retailer LMS online training sites for online training and completion of
Office Expert Silver and Gold learning plans.

RSP has been trained on key Office 2010 demos.
If this account has POSA products, RSPs have been trained on POSA.
FIELD LABOR Train-The-Trainer Events have been scheduled and/or performed.

PROGRAMS The appropriate program(s) for the account have been sold-in to assist in selling/attaching Office (ie: Office Offers, Office Included in the Price of the PC,
Save Now with PC, Always Ask/Dare to Ask).
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FY12 Q1 is the key Back to School (BTS) retail selling period
for markets in the northern hemisphere. The information in
this Guide will apply Worldwide during local Back to School
selling seasons. To support Back to School selling in FY12 Q1,
the Office PMG is aligning at the corporate level and encouraging
local alignment, including:

* Make it Great (MIG), the Office 2010 consumer campaign
will support driving purchase intent during BTS, rather than
perceptions as in the past. Please check with your local IW
Transactional Lead/BG lead for updated list of ad-funded
ATL markets. Additional WWRS assets, which better align to
the MIG campaign, are available on ProSrouce. See pages
24-26, 71, 75 for details.

* The Worldwide Back to School Higher Ed Offer is available
to help drive purchase of Microsoft Office Home & Student
by college students and their parents in channels outside the
limited Authorized Academic Reseller channel around Back to
School season.

Alignment for below the line marketing, PR, Direct sales and
Office.com marketing should focus on BTS.

19 Office 2010 F12 Q1 Retail Execution Guide
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Retail accounts that qualify for the Save Now with PC Program
should continue to use the Save Now offer (with purchase of
PC plus Home & Student PKC) as the primary PC attach offer.
In addition, a WW corp-managed BTS offer will be available to
entice college-bound students (and their parents who may be
shopping on their behalf) to purchase Office H&S during BTS
timeframe and be eligible to download OUTLOOK, PUBLISHER
AND ACCESS for free*

« Students currently enrolled in a higher education institution
or incoming freshman

* Buy and activate Office Home & Student 2010 within
offer period

* Offer timeline max eight-week period, defined regionally
* Redemption ends four weeks after eligibility end date

» Office Home & Student 2010 (FPP, PKC, DOEM, HVS)

» Does not include: Office 2007, Office Starter 2010, Trial, Standard,
Pro Plus, Pro, Office for Mac, MSDN

Note: Technically, the student verification engine will allow for qualifying
college-bound students who purchase any suite to get the download offer
for Outlook, Publisher and Access, but given the value is only on H&S, no

other product should be promoted.

*Higher education students who meet the eligibility requirements will receive the additional apps for free via digital
distribution of Office Academic Professional 2010 product key.

Worldwide Retail Services



Overview: Back to School

Overview Continued

GEOGRAPHIES: BACK TO SCHOOL OFFER—
Australia, Austria, Belgium, Brazil, Canada, Denmark, Finland, THREE EASY STEPS FOR CUSTOMERS
France, Germany, Iceland, Ireland, Italy, Japan, Luxembourg,

Mexico, Netherlands, New Zealand, Norway, Poland, Portugal, 1. Buy and activate Office H&S 2010

Russia, Singapore, South Africa, Spain, Sweden, Switzerland, * Buy H&S 2010 during the valid promotion period

Taiwan, UK, US. « Learn about the offer details from office.com/3appbonus

(check with http://officeoffers if your market is not listed) or from MS Tag (highly recommend using in local market to
ensure customers have way to find out how to fulfill the offer)

STUDENT FACTS: DID YOU KNOW . .. « Retailer version of landing page already localized for you and

* 90% of higher education students use Office available via Online Toolkit

* 50% of Office 2010 consumers consider Outlook a must-have * Install and activate the product on your PC during the valid

* 60% of higher education students are using a new PC offer period

* 60% of PC sales occur before the student arrives on campus 2. Verify purchase and student status at

* Customers are comfortable with download fulfillment—more office.com/3appbonus before redemption deadline
than 90% of WW Office 2010 Tech Guarantee redemptions

) * Verify higher education student status
were via download

* Sign in with Windows Live ID
* Verify purchase date
* Enter Office H&S 2010 product key

3. Download new product key and programs

* Receive Office Pro Academic 2010 product key

« Download or activate Office Pro Academic on one
PC (single install license)
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Brand Guidelines Wave 1: Back to School

Campaign Overview

Wave 1: Follows Office 2010 Retail Asset Branding Guidelines 1 =40ffice

The Office 2010 Back to School campaign is designed to be an n COLLEGE STUDE
MAKE THE GRADE | e

extension of the successful Office 2010 Launch campaign. It builds % L
on the current look and feel that is in stores now—including 'H | WITH OFFICE 2010 | |____ o
photography, messaging, products and graphic elements. —j} B PON GAgh, TS Sl presnintions =

wd P ﬂj Lioffice

GRAPHIC ELEMENTS

SAVE NOW

Wy MM Mo vl Dbl 3L
T

1. Office Make It Great Logo

2. Office 2010 Gesture Graphic

3. Application Icons (as applicable)

4. Lifestyle Photography (as applicable)

5. Product Shot

. oa0fficé
6. Offer Snipe -

COLLEGE STUDENT?
FREE OFFER!

By O oo sl Tt U1
i Chifhnck Pubahe wid Ao - FEEE
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Brand Guidelines Wave 1: Back to School

Graphic Elements D Cln o Micosofts (2
~a Office

1. Office Make It Great Logo
The Microsoft Office 2010 Make It Great logo serves as the MAKE IT GREAT
primary logo in many of the Back to School assets to call out

the new version of Office. 3 (_ll (—<| (Pj
2. Office 2010 Gesture Graphic $ [ j

The Office gesture helps to unify the campaign materials. Word  Bxcel  PowerPoint OneNote

3. Application Icons 4
The program icons are used to denote the programs within
each Microsoft Office 2010 suite and are a complementary
visual to support the suite packaging shot.

4. Lifestyle Photography
Student specific photography is leveraged from the retail
photography library.

5. Office Home & Student 2010 Product Shots
a. Full Packaged Product (FPP): 3/4 view
b. Product Key Card (PKC): Front view

6. Offer Snipes
Two versions are available depending on application
to the retail merchandising assets.

COLLEGE STUDENT? FREE OFFER!

Buy Office Home and Student 2010 and for a limited time,

download OUTLOOK, PUBLISHER, and ACCESS ~ FREE!"
“Detads ot otton comy Jappbomue. Offer valid 00007 = X000 L

College Student?
FREE OFFER!

Buy Otfice Home and Swdent 2010 and
for a limited time, download QUTLOOK,
'PLIBLISHER and N.‘CES FREEF
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Brand Guidelines Wave 1: Back to School

Typography and Color Palette

TYPOGRAPHY

Headline Usage

SEGOE BOLD
ALL CAPS

Color: OFFICE 2010 ORANGE

Key Benefit Statement
Segoe Bold
Sentence Case

Color: MAKE IT GREAT GRAY

COLOR PALETTE

Solid Colors
OFFICE 2010 ORANGE

PANTONE: PMS 1375C
CMYK: 0.39.100.0
RGB: 250.168.25

Gradients

LINEAR GRADIENT
Location: 30%
Angle: 45%

Offer Snipes
Segoe Bold, Semibold, Regular

VARIED CASE

Color: WHITE

MAKE IT GREAT GRAY

PANTONE: PMS Cool Gray 11
CMYK: 0.2.0.68

RGB: 82.80.81

- CMYK: 85.25.100.15
- CMYK: 50.2.100.0

Example

noOffice

MAKE IT GREAT

SAVE NOW

Buy Office Home and Student 2010*
with your new PC today.

Frecuct by Card nnly

NOW ONLY $XX
SAVE $XX

3 Product Key Cord

College Student?
FREE OFFER!

Ly Of dome and Student 2010 and

mited time, download GUTLOODK,
LISHER, aivd ACCESS - FREE
Dy L.
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Brand Guidelines Wave 2: ATL MIG Alignment

Campaign Overview

Wave 2: Follows the Above the Line Make
It Great Campaign Branding Guidelines

The Office 2010 Make It Great campaign is designed to be
an extension of the successful Office 2010 Launch campaign.

"Make It Great” is intended to leverage the power of real
people doing great things with Microsoft Office 2010. Real
people, real students are the focus.

Clean, simple and modern. Much like the Office 2010 Transformer,
graphics are arranged in rectangles, squares or grids. When
arranging elements, optically less is more. Create order and
balance in order to give each piece enough breathing room to
communicate each point it needs to deliver either emotionally

or functionally.

GRAPHIC ELEMENTS FREE OFFERI (23] §

1. Office 2010 Make It Great Logo

. Make It Great Background

. Application Icons (as applicable)

. Lifestyle Photography (as applicable)

. Product Shot

2
3
4. Copy Container
5
6
7

. Offer Snipe
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Brand Guidelines Wave 2: ATL MIG Alignment

Graphic Elements

1.

Office 2010 Make It Great Logo
The Microsoft Office 2010 Make It Great logo serves as the

primary logo all the Make It Great assets to call out the version

of Office.
Make It Great Background

The atmospheric gray background keeps the campaign clean,

simple and modern.

Application Icons

The program icons are used to denote the programs within
each Microsoft Office 2010 suite and are a complementary
visual to support the suite packaging shot.

. Copy Container

Container for application benefit statements and call-to-
action statements. Outline should have optical balance with
headline typography.

Lifestyle Photography

Student specific photography is leveraged
from retail photography library.

Office Home & Student 2010 Product Shots
a. Full Packaged Product (FPP): 3/4 view
b. Product Key Card (PKC): Front view

1 [:. j Micmsott” 2
210 Office 2010
MAKE IT GREAT

3

( We (Xfl (PF] [Nj

| ~

Word Excel PowerPoint  OneNote

Cffycl Home
and kit -

Offer Snipes . COLLEGE STUDENT? COLLEGE STUDENT? couset
i i i Ask how to get OUTLOOK, FREE OFFER! FREE OFFER!
Lwo SIZ@S, with t:ree allt.ern.ate me;sages,ware aVﬁHatél'e' sk how to get GUTEEES b e
epending on the application to the retail merchandising assets. “pu : —
FREE! | ™“=iEss
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Brand Guidelines Wave 2: ATL MIG Alignment

Typography and Color Palette
TYPOGRAPHY

Headline Usage Example

SEGOE BOLD
ALL CAPS

Color: TAGLINE ORANGE

Eh: Microuodts
Lo Officez0o

Application Benefit Copy
» SEGOE SEMIBOLD ALL CAPS color: TAGLINE ORANGE

Key Benefit Statement Offer Snipes

Segoe Bold Segoe Bold, Semibold
Sentence Case VARIED CASE

Color: MAKE IT GREAT GRAY Color: WHITE

COLOR PALETTE

Solid Colors

OFFICE 2010 ORANGE MAKE IT GREAT GRAY

PANTONE: PMS 144C PANTONE: PMS Cool Gray 11
CMYK: 0.50.100.0 CMYK: 0.2.0.68

RGB: 250.168.25 RGB: 82.80.81
Gradients %
COLLEGE STUDENTT v
. LINEAR GRADIENT B v 852510015 FREE OFFER! |
Location: 30% S Pt
Angle: 40% - CMYK: 50.2.100.0
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Copy and Messaging: Back to School

Copy and Messaging

COPY OPTIONS FOR BACK TO SCHOOL ASSETS

Headline Options:
I'M GOING FOR AN “A" THIS YEAR.

MAKE THE GRADE WITH OFFICE 2010.

Make school projects GREAT with Office 2010.
Go from a student to a scholar with Office 2010.
For great papers, presentations and NOTES.

Or choose from the AWARENESS headline options below:

Awareness Assets Using Student Photography
(Posters, Standees):

My book report’s a BEST SELLER.

My history project is UNFORGETTABLE.

I'm going for an “A” THIS YEAR.

This year I'm the hero of BOOK REPORTS.

My history projects are TIMELESS.

I'm ready for school before the BELL RINGS.
I’'m turning book reports into PAGE TURNERS.
I’'m adding video to my BOOK REPORTS.

Endcaps & Shipper Assets Using Student Photography
New Year, new opportunities, new grades with Office 2010.
Great futures start this school year with Office 2010.

Turn school projects into presentations with Office 2010.
Buy Office 2010 and make my school year GREAT.

Add pictures and video to book reports with Office 2010.

General Application Copy:
Word: Create reports and work together on projects.
OneNote: Organize notes and research in your digital notebook.

PowerPoint: Make standout presentations with video and
picture-editing tools.

Excel: Analyze data and track your expenses.

Application Copy for Make It Great Poster
(Office 2010 Home & Student includes):

APPLY STYLISH EFFECTS TO PHOTOS
EDIT VIDEO RIGHT IN POWERPOINT
BROADCAST YOUR PRESENTATIONS
TAKE NOTES AND LINK TO SOURCE
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Copy and Messaging: Back to School Higher Ed Offer

Copy and Messaging Continued

COPY OPTIONS FOR HIGHER EDUCATION OFFER:
College Student? FREE OFFER!

Buy Microsoft Office Home and Student 2010 and —
download OUTLOOK, PUBLISHER, and ACCESS — FREE!*

*Go to http://www.office.com/3appbonus details. Offer valid XX/XX/XX = XX/XX/XX

caOffice

COLLEGE STUDENT?
FREE OFFER!

Buy Office Homer and Student 20010 and for a imited time
dowwndand Dutlook, Publisher and Arcess - ERER”

FREE Bonus for College Students!

Buy Microsoft Office and Download Outlook, Publisher,
and Access for FREE*

*Offer Ends xx/xx/xx. Visit http://www.office.com/3appbonus for details.

College-Bound? FREE OFFER!

Buy Microsoft Office and Download Outlook,
Publisher, and Access for FREE*

*Offer Ends xx/xx/xx. Visit http://www.office.com/3appbonus for details.

Application Copy for Highlighting the Higher Education Offer:
Outlook: Manage personal email, school email, and your schedule.
Publisher: Design polished materials for personal and school activities.
Access: Make a custom database with pre-built components.

kzs Office 2010 F12 Q1 Retail Execution Guide 2011 Microsoft Confidential. For internal use only. Worldwide Retail Services J




Du Microsof.t®
0. Office

BACK TO SCHOOL ONLINE

- OVERVIEW
- FUNDAMENTALS
- DRIVE ATTACH SALES MOTION




Overview: Online

3 Star Online Execution Priorities

-

*

Office featured as related product
on a PC Product Detail Page

Full assortment, discoverable
VEREI VANEWIeEile]y!

Set up Product Detail

Page with basic content

|

~

-~

* %

Land Seasonal Offers

Optimized product detail page
experience/syndication

Demand Gen in
Software Category

Office featured as related product
on a PC Product Detail Page

Full assortment, discoverable
via Search/Navigation

Set up Product Detail
Page with basic content

* %k

Attach Offer messaging/merchandising
in the PC Category/Cart

CRM Emails

Land Seasonal Offers

Optimized product detail page
experience/syndication

Demand Gen in
Software Category

Office featured as related product
on a PC Product Detail Page

Full assortment, discoverable
VEREI VANEWIeEile]y

Set up Product Detail

Page with basic content

J
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Online Merchandising assets for Office 2010 are designed to address predefined business objectives, while also meeting the needs and behavioral
requirements of consumers during their journey to purchase Office.

* Ensure retailers are landing the Fundamentals—including new ways to buy Office (such as Electronic Software Download or ESD).
« Land evergreen attach strategies such as Save Now offers and information about Office throughout the PC sales motion.

To optimize Office online merchandising execution, we recommend focusing on the following guiding objectives:

a. Assort All SKUs: a. ESD SKU Set-up:
Ensure that the retailer is clearly assorting all applicable Ensure baseline requirements for ESD page
Office 2010 SKUs. set-up are being adhered to.
b. Set-up Product Detail Pages: b. Delivery Method:
Baseline—two Office 2010 product detail pages are set up Where relevant, ensure ESD SKU is positioned as
and include box shots, messaging and system requirements. one of multiple product delivery methods for Office.

Supplement baseline content with Why to Buy (comprehensive c. Search Guidance for ESD:
messaging and demo videos), What to Buy (SKU chooser and " ized - ndludi |
FAQs) and How to Buy (purchase method chart and FAQs). Ut Ize optimized search terms (including relevant
media type) when setting up an ESD SKU.
d. CRM and Demand Gen Guidance:
Ensure retail partner is adhering to Microsoft's
recommendations for how to market and
merchandise ESD products.

c. Discoverability:
Ensure all Office 2010 SKUs are easily discoverable via
search and navigation.

d. Syndication:
Leverage syndication to optimize product
information experiences.

Note: Full ESD details included in the Year Round
Program and Offers section on pages 145-150.
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Overview: Online

Overview and Objectives Drive Attach Sales Motion (Continued)

Once the fundamentals have been established online, we have also developed additional tools to help you drive the Attach Sales Motion.

3. Drive Attach Sales Motion (Back to School): 4. Drive Attach Sales Motion (Evergreen):
a. Back to School Campaign: a. Attach Merchandising/Messaging in the PC Category:
Where relevant, execute Back to School merchandising Execute Save Now and other Office attach demand
assets to increase purchase intent. gen merchandising on PC Category pages.
b. Save Now with PC: b. PC Detail Pages Cross-Sell Office:
Execute Save Now with purchase of PC merchandising Ensure PC pages are optimized to cross-sell Office,
assets (banners and landing page). through Save Now offers, presence in related products,

c. Higher Education Offer: correct preloaded/starter messaging and syndication.

Where relevant, execute Higher Ed Back to School c. Shopping Cart:
merchandising assets (banners, HTML landing Where relevant, ensure Office is being cross-sold, as a
page, mobile landing page, email template). "last chance to buy” item in the Shopping Cart, after a

PC has been added.

d. CRM Program:
Set up CRM program to ensure recent PC buyers are being
targeted with a “Complete your PC" or “Save Now" message.

Note: REC.com: When leveraging Fundamental and Drive Attach Sales
Motion assets please use REC.com for direction on layout and execution.
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Overview: Customer Journey

Attach Journey at Retail.com

For optimal online merchandising execution, implement the right asset in the right place within the online customer journey. In terms of
executional prioritization for Office: 1) Software Product Detail Page 2) PC Product Detail Page 3) Shopping Cart (after a PC has been added)
4) Search/Navigation Results 5) PC/Software Category Pages 6) Home Page

ENTRY

SEARCH
OING Goge Varoo!

RETAILER CRM

\
J

( 3

)

SEARCH
Dif'lg' Google YasooO!

RETAILER CRM
—

WWRS PRODUCT CONTENT MANUFACTURER

Home Page PC Category Search Results/ PC Product Cart
Page List Page Detail Page

Microsoff soNy | _ . Product Micresoft soNy |
5 CRM Syndicated Landing Detail Page
anners Content Pages :
Toolkits
. . | = . )
L1 Windows Live Y amazoncom PCWorld @ Gamesiop ;45 £7 Windows Live ebY
\ J & J \ J

NEED TO BUY WHAT TO BUY HOW TO BUY
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Fundamentals: Online Evergreen

Product Detail Page

*.___ —_— —
F——

e
o Trotd &

I
Ca mcezczn i =

T AT
o

e
‘Wihsizh one (s Aight for you'?
E’Iﬂﬂnl e
[T Etead D 1 o arvanrans o' man

L it —
1. Correct Product Title 5. System Requirements 7. Video Demo
Correct product title should include
relevant media-type in the title (EG: 6. Purchase Method Chart 8. SKU Chooser

Home & Student Product Key Card)

2. Correct Product Shot
Correct product shot (FPP, PKC, or ESD)

3. Messaging
Messaging should include details
about what programs are in the
applicable suite

4. Syndicated Content
Syndicated content (in-line
or pop-up Vvia a button)
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Fundamentals: Online Evergreen

Search/Navigation

1. Correct Product Titles

Correct product titles and product shots ; ) e
should include relevant media—type in REta II Expe rrence Ge‘h te I Welcome back Mitch Kach | Nat Mitch? Log-out | ==
the title. (EG: Home & Student Product Fovere iy momentumns

Key Card) | W Shopping Cart |

2. Full Assortment

i | 3
Department | Search ResulE I | Wiew cart _

If carrying ESD, should include 9 SKUs AL
Your search: Office 2010
Software (7) ii....h:l 6mfuﬁw
Related Searches: Office 2010 Office for Mac 2011 Q. Ce2010
_ Featured Results |+ -7 i et T = Life and
Office Home and Business 2010 - Trachw..wnal Disc [ 3279 B 1
Learn mare about Office 2010 . Brings together the roles of managing a business, running a househald and - bu sin eSSf
T T . ¥ helping with homewaork. m Workin
st i Office H d Student 2010 - Product Key Card | t thg
Wlac 2011 e ce Home and Studen - Produc ar | s119 |8
ey For camputers preloaded with Office 2010, You and your kids can create —— Og e e r'
great schoolwork and home projects. m Make It
. : Greatwith
Office Professional 2010 - Traditional Disc . Microsoft® Office.
Organize projects, manage finances and build a better way to do business ——
Office Professional 2010 - Product Key Card
For computers preloaded with Office 2010, Organize projects, manage
finances and build a better way to do business

Microsoft Office 2010 Home and Student (Soft D load) =
You and your kids can create great schoolwork and home projects from Shop now
multi-page bibliographies to multimedia presentations.

Office Home and Business 2010 - Product Key Card
For computers preloaded with Office 2010, Brings together the rales of
managing a business, running a household and helping with homework:

B @R
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Fundamentals: Online Evergreen and ESD

Online Fundamental Asset Library

NON-ESD ESD
Product Detail Office 2010 Microsite ESD Toolkit ESD Microsite
Page Toolkit (Non-ESD Version) = = }

TN il M . B
Product Hierarchy > Product Hierarchy > __:—__'i_ Product Hierarchy > | Product Hierarchy > | ]
Office > Office 2010 Office > Office 2010 5 W e Office > Office 2010 ] Office > Office 2010 O e
Launch Materials > Launch Materials > s Sl ] Launch Materials > Launch Materials > ey S
Online > Product Toolkits Online > Microsite Online > Product Toolkit Online > Microsite
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https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?cid=01f26ece-19ed-4a91-be1a-f04de4659564
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?cid=01f26ece-19ed-4a91-be1a-f04de4659564
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?cid=01f26ece-19ed-4a91-be1a-f04de4659564
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?cid=01f26ece-19ed-4a91-be1a-f04de4659564
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?cid=6ab5210d-417b-40fa-97c2-e42f8e237f9c
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?cid=6ab5210d-417b-40fa-97c2-e42f8e237f9c
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https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?cid=6ab5210d-417b-40fa-97c2-e42f8e237f9c
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?cid=6ab5210d-417b-40fa-97c2-e42f8e237f9c
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?cid=6ab5210d-417b-40fa-97c2-e42f8e237f9c
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?cid=6ab5210d-417b-40fa-97c2-e42f8e237f9c
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?cid=6ab5210d-417b-40fa-97c2-e42f8e237f9c
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?cid=6ab5210d-417b-40fa-97c2-e42f8e237f9c

Drive Sales Attach Motion: Online Back to School

DRIVE ATTACH SALES MOTION ASSETS BUILD UPON THE FUNDAMENTALS AND PROVIDE ADDITIONAL TOOLS FOR SELLING AND
PROMOTING OFFICE, INCLUDING SEASONAL CAMPAIGN AND OFFER ASSETS.

Back to School Assets in Recommended Executions

Software Product Listings PC Category Home Page

3 . =
- wioffice | -
—q s\\::': f:,r,‘tv“l:m OFFICE 2010
- otk diN [ ]
-
Thm & et dee (N A e
e . P eea ey =
- Rantia- et 1 & I
- — -, '-:-'_ e p— g—
- semee——— e | camm
ol Lagpry - amve I —‘_:_—_::_. — ; {
e e N b !
Back to School Campaign A R |
Back to School Campaign Save Now with PC
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Drive Sales Attach Motion: Online Back to School

Back to School Assets in Recommended Executions

~

-

\
PC Detail Page Software Category Landing Page
td Capence 2 ) ———— Ml Esp i ————t s ces - I »
' = s20ffice
COLLEGE STUDENT?
FREE C'OS'EE&.“.M
—— — et Soms 0. + e
w ='.-—...___ 0 e
| DN
N S A e
e | B
Save Now with PC
Higher Ed Offer -
. Higher Ed Offer
Attach Landing
= La0ffice
— ruwe BUYING A PC?
P — SAVE NOW
— E ON OFFICE 2010
e - - =
R wox @
COLLRGE $TUOENT?
FREE BONUS!
Save Now with PC and Higher
= . Ed Offer Combination )
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Drive Attach Sales Motion: Online Back to School Higher Ed Offer

Mobile Web

Usage Scenario

Customer scans MS Tag on POS and opens
link to mobile web landing page for Back to
School. Uses page to obtain more information
about the offer. Tags could potentially be
customized by retailer.

caOffice

COLLEGE STUDENT?
FREE OFFER!

Buy Office Home and Student 2010 and for a limited time,
download Cutlook, Publisher, and Access — FREE!

X P (Nj

Word Excel PevedePoint  OreMots

Office Home
and Studentoid

=V
e b

b b - g 48 390
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Drive Attach Sales Motion: Online Evergreen

Home Page

. . . g
1' Pald Placement Banners R et a I | E X p e rl e n C e C, e r} t e r Welcome back Mitch Koch | Not Mitch? Log-put |:| itk
« Save Now Offer Banners powered by momentum o
» Save Now Offer Messaging Audio __Computers Gaming Mobile Phones _ PC Accessories Sgﬁwa_re_ W Shopping Cart

2. Targeted Demand Gen 0o | A
(banners or messaging) m— oaOfficé | ...
» Seasonal Demand Gen BUYING A PC? Mobile Phones

PC Accessories

SAVE NOW ON OFFICE 2010. [compues

1 T
i ONLY $X000(.* Business, Home & Office

*Orffer valic 300/ to XU300 ‘Learn‘More

KINECT

for @ XBOX 380,

_New & Notable Offers & Promotions

Contoso Alpha Windows Phone 7 Sony - VAIO Laptop with Windows 7 Professional
Sony VAIO Laptop VPCEB26GM-Bl with Intel Core I5  —med

A Windows Phone 7 brings firpcessor
together web content,
:i?_l[;l;:a&il:wn_s angxEEEL iz Save $50 when you buy a PC and a Netbook
J Wark anywhere more easily and securely with ?
your PC running Windows 7 Professional, m

$399

Find out more s Gears of War lll 359 B

The most memaorable and celebrated saga in ——
® video garmes. m Learn More

Featured Category — Games Contoso Alpha Windows Phone 7 [ 5295 B
—_ —g—ry : y A Windows Phone 7 brings together web —
content, applications and services into a single m

Top games available
from $19 . Office Home and Business 2010 Product Key Card m
m - Buy today with a qualifying PC and save $20.
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Drive Attach Sales Motion: Online Evergreen

PC Category Page

1. Paid Placement Banners
(Save Now with PC)
« Drive Seasonal Demand Gen
« Save Now Offer Banners

* PC Pages Cross-sell Office

2. Targeted Demand Gen (banners or
messaging, Save Now with a PC)
See above

3. PC Configurator
* PC Pages Cross-sell Office

» Save Now Offer Banners

Retail Experience Cehter

powered by momentum

Home  Audio lma Gaming __ Mobile Phones PC Accessories Software |

Desktop PC

Laptops

Tablets

Mac Computers

Featured Software

Learn more about Windaws 7

2 i0ffice

BUYING A PCY
SAVE NOW ON

N OFFICE 2010

Welcome back Mitch Koch | Mot Mitch? Log-out

Computars

1

Deskiop PC Lapiops

Farmdy PC Garmed masching o1 Take the power of a daiktog
medin hub. Chaase from aur weith yau, with mor wide

il g wariely of Laplops 3
Tablets Mac Computers
Emal fur brovenng e web Wmrwe all sl tha Letest BMac
on the oo, Vi aur full ringe products hiare
of tablet PCx it

-

~
E

o Office
BUYING A PC?
SAVE NOW ON OFFICE 2010.

ONLY $X00XX.*

*Ortfer valic X050 to X040

[ (s

‘W Shopping Cart

vowcar
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Drive Attach Sales Motion: Online Evergreen

PC Search Results

1. Paid Placement Banners

Retail Experience CRNLET waome oo | et s S

2. Save Now Banners
pewened by Momentum

* Drive Seasonal Demand Gen

» Save Now Offer Banners Home  Audio Computers Gaming __Mobile Phones FPC Accessories  Software ™ Shopping Cart
* PC Pages Cross-sell Office
Department Search Results | (eran
AN 1Y .
Compatans (1) Your search: pavilion
1! oL o’ A
1ta 1 af 1 producs Sortby | Relevance [~ | EJE,Oﬁi.Ce

L WHAT S MW

O
“'\ﬁiﬁ M OFiiCE 2010 HF Paxvilion dmd- 1060 14.1° Laptop with Windews 7 Home Premium
2010 e %

The HP Pavilicn dmd-1060us Neiebaok PO delers evceptional performance —_—
fram the imtide oul.

=

s | —————— . T ' -
NOW

on Office
2010.

ﬂ' Assets on ProSource
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Drive Attach Sales Motion: Online Evergreen

PC Navigation Results

1. Placement Banners
(Save Now with PC)
* Drive Seasonal Demand Gen

» Save Now Offer Banners
+ PC Pages Cross-sell Office

2. Targeted Demand Gen (banners
or messaging, Save Now with PC)

See above

Retail Experience Cehter

powered by momentum

Welcome back Mitch Koch | Mot Mitch? Log-out

[ lseaen ]

. Home  Audio  Computers Gaming Mabile Phones  PC Accessaries  Software | W Shopping Cart |
[ | HP Pavilion dm4-106... $829.00
DesidiypiPC \Eptons | Standard shipping ~ $6.99
Filter your results Total $835.99
Showing:  All 7 )
e
Price Operating System Display RAM Hard Disk Brand
Mac Computers Up to $399 Windows 7 Home Premium ~ 141inch  3GB 500GB He
$399 10 §599  Windows 7 Professiona 156inch 4GB 320GB Sony -
§59910§799  Windows Vista L1 Offi C' -
$799
_Featured Software | : oa.
ar i Aok WinsowA T T
: | All Laptops. J
. HP Pavilion dm4-1060 14.1" Laptop with Windows 7 Home
== BUYING A PLC? Premium
SAVE NOW ON
QFFICE 2010 Count an a thin, lightweight laptop that has
Ol BIOLE, ¥ everything you need and want The HP Pavilion P
e BEANWID s R dm4-1060us Notebook PC delivers exceptional $2329 I SAV E
performance from the inside out Manage your |
—_—== passwords, access online accounts and secure files ‘_/
easily using the integrated fingerprint reader and

exclusive HP SimplePass software. Witha battery |_Find out more |

that lasts up to 8.5 hours per charge, you can forget
about plugging in your HP laptop all the time

Sony - VAIO Laptop with Windows 7 Professional | 5759 .

‘ ' Sony VAIO Laptop VPCEB26GM-BI with Intel Core i5 Processor ——
Save $50 when you buy a PCand a Netbook
Wark anywhere more easily and sacurely with your PC running Windows 7

‘ I oo _—

on Office
2010,
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Drive Attach Sales Motion: Online Evergreen

PC Product Detail Page

D

Gatting & new PCY Don't forget to buy Microsalt Office 2010.

1. Paid Placement Banners - o
(Save Now with PC, or — : - - .‘ e e e

General Offer) TR .._h e e e

e o e L, S sy, D MO e

« Drive Seasonal Demand Gen o 2 i i 5 et
» Save Now Offer Banners
+ PC Pages Cross-sell Office

P bt et ©

1]
Whizh new b right far youT e
2. Attach Landing Page M (——1

« PC Pages Cross-sell Office g W - [T ———

e Y

D e

T e A e e
+ s 15 D L b i L b, e e e S pd o} ¥ —

3. Preloaded ldentifiers, gt
Attach Messaging R : TS ——
* PC Pages Cross-sell Office Bolsed Prosas

Froms eyt e - oy Py b Pt
Ve B b Lo vt b Lo e o

4. Related Products . v i i o
» PC Pages Cross-sell Office '
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Drive Attach Sales Motion: Online Evergreen

Shopping Cart (after a PC has been added)

Last chance to add Office to a PC purchase

Retail Experience ONIEF i s
1. Paid Placement Banners powered by momentum

(Save Now with PC, or
General Promo)

Home  Audio  Computers Gaming  Mobile Phones PC Accessories Software, | ™ Shopping Cart |

* Drive Seasonal Demand Gen e AR S
« Save Now Offer Banners ' PPTE. Standard shipping  $6.99
. . , Total $835.99
* Shopping Cart cross-sells Uizl Quantity  Price Total _
Office with a PC JHP Pavilion dm4-1060 14.1 Laptop with Windows 7 $829 $829 o | View cart |
Home Premium Pl
The HP Pavilion dm4-1060us Notebook PC delivers exceptional -]
2. Related Products performance from the inside out : 1u
. k! g
* Shopping Cart cross-sells Product Total:  $829.00 naOfﬁCE
Office with a PC | -  shipping: 5699
Got a promo or discount code? Enter it here: | |

Subtotal: $835.99

| : Coatinue STIOPPE]E_ SAV E
| Have you also considered? 1 N OW

Wi ytime Upgrade - Home F tof i 552 B3 on Office
‘ ‘ Microsoft Windows Anytime Upgrade, Home Premium to Professional l-—/ ‘ anu

CHTsce Harme sid Dusivess 010 = Product Key Card =1 -

Eor pomipuinm preiaadeg with Offics 20 Ssngs imogetter the reies of managmng a bisnesy, neming a e Learn Maore

hesasshold and halping with Famesor =
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Drive Attach Sales Motion: Online Evergreen

Digital Packaging

1. Digital Packaging on
Product Key Card Pages

Retail Experience CONLEr wacmermcvmontoo) tosmer s |

|[ Search J
powered by momentum

Software l "W Shopping Cart J

Operating Systems Office Home and Student 2010 — Product Key Card (0T
Business, Home & Office The Produst ey Candt provided ansther way to
B sprd E1Ffice JON0 Bewy e s PE 1 b e iy rosal
t= potvate 1 PC prelosded OFipe 2050 softaare
Mac Software A Product Key Cand includes 8 Product Ky

enby. Né diag i incluidied
Education & Reference

 Featured Software End ot mats

Learn more about Windows 7

Learn more about Office 2010

Learn more about Office for
Mac 2011

On
La.urmce 2010
We've come a long
since Clippy.
you.

» Find it on new Backstage™ view — replaces the traditional File menu to give you one go-to spot to
= iently save, open and print documents. Ci ize the tab ¢ ds to fit your individual
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Drive Attach Sales Motion: Online Evergreen

CRM Mail

1. CRM Mails
CRM Attach Mails sent to a
customer post PC purchase

£.a0ffice

Greefings,

Az someane who recently purchased o new PO you might be
Inémtested in enhancing your cornputer axperience by buying

[l Hio Micregodt Oifice 2010

ard [l

Fram home ard homework to asinesa and collaboration
Office 2010 has the best productvity toals for your neec

Simply select tha sufte that's night for you, (Home and Studant

Homa snd Susiness, or Profecsional) and than choose the way
youd wint b buy 1t for your new PC,

¢ ¥V w

Hiens andt Hipseg aiidl Fiulesaisal

Which ane is right for you?

W Word 2010 Profrsmional knoking docamenits

13 Exged 2010 Eye-calching sprosmdshesis and charls
B PowerPoint 2010 Imosctiul pressnistions

K| OnaNots 2010 Crganize noles and iMomatan

0 | Qutlook 2010 Marage calendsr pnd amail

Pl Publisher 2040 Frofessional-guakty marksting maerals

A Access 2010 Manage databeses

Technical support Included 50 days o0 days 1 year

Ways to buy Office 2010

w= Traditional Disc (Lise oo mllgee PO

s Product Key Card (Lse on ane PO anly)

‘t‘: Boftware Download (Lss on mullips P08
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Drive Attach Sales Motion: Online Back to School Offers

Online Drive Attach Sales Motion Asset Library

BACK TO SCHOOL CAMPAIGN BACK TO SCHOOL SAVE NOW WITH PC

Banners — Banners in PC Category 2 Banners

R =
Product Hierarchy > 4:“;ﬂ Product Hierarchy > :,?-,:.{; Product Hierarchy >
Office > Office 2010 Office > Office 2010 e Office > Office 2010
Back to School > Online = Back to School > Online s Back to School > Online

BACK TO SCHOOL HIGHER EDUCATION OFFER

Banners

Product Hierarchy >
Office > Office 2010
Back to School > Online

aDNEE

EOLLIGE 1 ekt
FREE OriiE
. B R T

- — |

Web Landing Page

Product Hierarchy >

Office > Office 2010
Back to School > Online

Mobile Landing Page HED

Product Hierarchy >
Office > Office 2010
Back to School > Online

BTS SAVE NOW WITH HIGHER ED

Landing Page

Product Hierarchy >
Office > Office 2010

Back to School > Online

MISCELLANEOUS

CRM Attach Mails

Product Hierarchy >
Office > Office 2010
Launch Materials >
Online > ESD

ir

id

Wi

Product Key Card
Digital Packaging

Product Hierarchy >
Office > Office.
2010 Launch
Materials > Boxshots

Attach Landing Page
(attach motion)

Product Hierarchy >
Office > Office 2010
Holiday Q2 > Online
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Circular Ad Templates

Circular Ad Templates

The Circular Ad Template Guide has been developed to
provide a basic direction that promotes the integration
of printed marketing communications with In-Store Back
to School 2011 Campaign assets.

Following these basic models will ensure that advertising
efforts will align appropriately with the look and feel in
the store and a product offer is communicated
consistently across multiple printed channels.

These templates are based in the most common format
factors used on newspapers, fliers, magazines and other
general printed materials maintaining the flexibility to
adjust to different sizes.

Available formats and sizes are:

- 1/8 Page Bleed (Color & B/W)

- 1/8 Page Non-bleed (Color & B/W)

« 1/4 Page Bleed (Color & B/W)

« 1/4 Page Non-bleed (Color & B/W)

« Horizontal banner strip Bleed (Color & B/W)

« Horizontal banner strip Non-bleed
(Color & B/W)

CHIKE Herw
A &

Buy Microsoft Office 2010 today

. for great papers, presentations, and notes.

WEB 1D: KXX0O0K0K

XX

~2Office

MAKE IT GREAT

noOffice

MAKE IT GREAT

! |

| Buy Office Home and Student 2010
Product Key Card with your new PC today.

Ili

WEB D: XK KKK

XX

Back to School Campaign

Save Now with PC

MAKE JT GREAT

s

Buy Office Home and Student 2010 and
for a limited time, download OUTLOOK,
" PUBLISHER, and ACCESS - FREE!*

Goto Office.com/3appbonus for details.
Valid XX/XX/11 = XX/XX/11.

WEB 10 XX KKK

XX

n.Office

MAKE IT GREAT

Buy Office Home and Student 2010
Product Key Card with your new PC today.

!k

ILl

COLLEGE STUDENT? FREE BONUS!

Goto Office.com/3appbonus for details.
Valid XX/XX/11 - XX/XX/11.

WEB D X00-XKXKKK

XX

Higher Education Offer

Get Ahead in School with a Windows 7 PC!

COLLEGE STUDENT? FREE BONUS!
Got V/3a) .

Microsoft & Windows 7

Combo Windows/Office Circular Ad

Save Now and Higher Education

Offer Combined
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Circular Ad Templates

Circular Ad Templates

/

N

Full Page

Get Ahead in School with a Windows 7 PC!

Samsung 900X 3A

Windows® 7 Home Premium with Service Pack 1
« Intel® Core™Duo 667MHz + 250 GB hard drive
« 2568 offree storage on Windows Live SkyDrive.
WER 0 000000000000

SXXXXXX

HP Pavilion DM4

Windows® 7 Home Premium with Service Pack 1
«Intel® Core™Duo 667MHz » 250 GB hard drive
= 2568 offree storage on Windows Live SkyDriv.
WEBID- KL 00000000

$XUXXX

Microsoft

Horizontal Banner Strip

Asus U36JC
Windows® 7 Home Premium with Service Pack 1
«Intel® Core™Duo 667MHz + 250 GB hard drive

« 2568 offree storage on Windows Live SkyDrive.
W 10 0000000001

SXUXXX

Toshiba Portégé R835-P56
Windows® 7 Home Premium with Service Pack 1
« Intel® Core™ Duo 667MHz » 250 GB hard drive
« 2568 of ree storage on Windows Live SkyDrive
WS 1. 0000000

SHXUXXX

1/4 Page-Bleed

1/4 Page

oOffice

MAKE IT GREAT

COLLEGE STUDENT?
FREE BONUS!

COLLEGE STUDENT? FREE BONUS!
N I Buy Office Home and Student 2010 and
Go to office.com/3appbonus for details. . foralimited time, download OUTLOOK,
Valid XX/XX/11 - XX/XX/11. J ’ PUBLISHER, and ACCESS - FREE!*

Goto Office.com/3appbonus for details.
Valid XX/XX/11 - XX/XX/11.

WEB 1D: XXXHOOKHK

SAVE = XX X

COLLEGE STUDENT? FREE BONUS!

Go to Office.com/3appbonus for details.
Valid XX/XX/11 — XX/XX/11.

SAVE NOW =--

Buy Office Home
and Student 2010 XXX

Product Key Card  with PC purchase
with your new PC Save $XX
today.

NOW

Buy Office Home
and Student 2010

Product Key Card 1/2 Page
with your new PC XXXX

today. with PC purchase

Save $XX

Get Ahead in School with a
Windows 7 PClI

¥ Windows 7

Dell XPS 15z
Windows® 7 Home Premiur vith Service Pack 1

* Intel® Core™Duo 667MHz » 250 GB hard drive

« Blu-ray Drive

14 GB Dual Channel DDR2 SDRAM

- 2568 o free storage on Windows Live SkyDrive.

WES 0 00000000

$XXXXX

—  SAVE NOW
Buy Office Home and Student 2010
5 . Product Key Card with your new PC today.

COLLEGE STUDENT? FREE BONUS!
Goto Office.com/3appbonus for details.

Valid XX/XX/11 - XX/XX/11.

. Office

MAKE IT GREAT

COLLEGE STUDENT? FREE BONUS!
Go toOffice.com/3appbonus for details.
WEB ID: XXOGX0UXX Valid XX/XX/11 - XX/XX/11.

$ XX
XX SAVE NOW =
oyortie o, WOk

Product Key Card  with PC purchase
with your new PC Save $XX
today.

Microsoft

1/8 Page-Non Bleed B/W

B3 0office

MAKE ITGREAT

—& SAVE NOW
o

Buy Office Home and Student 2010
Product Key Card with your new PC today.

WEB ID: XKX-XXXXXKKKXX

XX

Note: Assets can be located at
Office > Office2010 Back
to School FY11 > Circular

Ad Templates

)
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Overview: Visual Merchandising

3 Star Visual Merchandising Execution Priorities

e ) e ) e )

* * % * %k

Place additional store dress assets
in retail environment to support
brand awareness and programs

Place POP to support Always
On Attach Programs in SW and PC aisles

Place POP to support Place POP to support
Seasonal Offers Seasonal Offers

Place PC Fact Tag message or Lugon with Place PC Fact Tag message or Lugon with

Generic Office attach messaging Generic Office attach messaging

Dedicated space for FDO or Live Product
assorted in SW Aisle on Corrugate or Semi-
Perm Hero Tray with branded header
and secondary shelving strips

Dedicated space for FDO or Live
Product assorted in SW Aisle on
Corrugate or Semi-Perm Hero Tray

Dedicated space for FDO or Live
Product assorted in SW aisle

Place at least one POP Place at least one POP
in PC and SW aisle in PC and SW aisle

Place at least one POP
in PC and SW aisle

Assort PKC in/near Assort PKC in/near Assort PKC in/near
the PC aisle the PC aisle the PC aisle

Assort all SKUs Assort all SKUs Assort all SKUs
in SW aisle in SW aisle in SW aisle
\_ J N J
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Overview and Objectives: Visual Merchandising

Overview and Objectives

FUNDAMENTALS VERSUS DRIVE ATTACH SALES MOTION
Why and What are the Fundamentals?

The Fundamentals are the basic steps that should be Once the Fundamentals have been successfully implemented,
followed to maximize Office attach to PC sales before the next step is to Drive Attach Sales Motion.
any other programs are implemented.

* Use seasonal POP to capture peak selling seasons
* Assort H&S and H&B FPP in the SW aisle

* Use seasonal POP to support seasonal offers such as the BTS

* Assort H&S and H&B PKC in or near the PC aisle Higher Ed Offer

* Ensure placement of at least one POP in the PC aisle and one in « Use appropriate POP to support Always On programs like Save
the SW aisle Now with PC

* Ensure the latest MDX is installed on all demo PCs in the store, « Ensure "Buy Office” is noted on PC Fact Tags

with the Professional 180 Day Trial on at least 2 PCs - If Office Starter is on the PC Fact Tag, ensure use of the

4 non-starters

Back to School (BTS) Seasonal Campaign

In order to Drive Attach Sales Motion, the Back to School Campaign has been developed in four sets of global visual merchandising assets
as follows:

Back to School Campaign Assets: The primary focus of these campaign materials is to target K-12 students and their parents during the peak
BTS selling season.

Save Now With PC—Back to School Updates: The Save Now with PC program was launched in Q2 of FY11. For the BTS selling season, several
assets have been refreshed to focus on students, following the look and feel of the overall BTS campaign.

Back to School Higher Education Offer: This offer is aimed at higher-education students who purchase Office Home & Student 2010
during the promotional time-period. Students follow a Microsoft online validation process to be eligible for a single license upgrade to
Office Professional Academic.

Back to School Wave 2 Campaign Assets: This provides an additional resource of visual merchandising assets aligned with the ATL Make It
Great Campaign for funded markets, and delivers a variety of non-offer assets plus Save Now with PC and Higher Education offers assets.
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Overview: Visual Merchandising

Guiding Fundamentals for Visual Merchandising

The following best practices are the “Retail Execution Fundamentals.” These are considered “must do” for all retailers and all
regions in order to make retail the best possible environment for consumers. These best practices should always be implemented
whenever possible.

1. Display the Product 5. Provide Effective Navigational Aids 9. Make the Shopping

Assort Office 2010 H&S and H&B
Traditional Disc. Assort key Office stand
alone applications as appropriate.

Simplify Product

Organization and Presentation
Make recommendations to retailer to
organize SKUs by popularity and show
upsell SKUs moving from left to right.

Minimize Clutter

Remove or reduce distractions
surrounding the SW inline area.
Clean up area overall.

Clear Product Benefits

Use messaging that has been provided
for Office 2010 and/or Back to School

to communicate features and benefits,
found on page 27 of this guide.

Engage consumers with clear messaging
on headers to move consumers through
their shopping journey. This includes SKU
and method chooser when possible.

Maintain Flexibility

Adapt to retailer's needs as necessary.
Keep the Microsoft brand prominent,

but allow retailers flexibility with their

brand presence.

Speak with Authority

Use the strong Office brand to tell the
consumer confidently what Microsoft
software can do to improve their

life (via messaging and graphics).

Showcase New Items and New Ideas
Call out what's new and why it's a
good solution for the consumer,
including new programs and offers.

10.

11.

Experience Convenient

Make products easy to find through
category signage. Maximize adjacency
near the PC aisle and other

PC peripherals.

Make the Shopping Experience
Informative and Engaging

Create an informative experience for
consumers through product brochures,
POP or SKU choosers.

Encourage Upsell

Encourage upsell to consumers from
Home & Student to the premium SKUs
(Home & Business and Professional) and
from the Product Key Card (PKC) method
of purchase to the Full Packaged Product
(FPP) due to licensing differences.
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Fundamentals: Visual Merchandising

Assisted Versus Unassisted Environments

In an assisted environment, a consumer has a Retail Sales Person (RSP) to help them determine what they need, and to remind them that
Office does not come with their new PC and that they need to purchase it as well. In an unassisted environment, there are no RSPs available
to help the customer, therefore the POP needs to play a more important role. A couple of excellent ways to improve Office attach in an
unassisted environment are:

1. Launch POSA PKC so that Office products can be easily displayed outside of the Software aisle, unlocked and very visible.

2. Sell-in the Office Included in the Price of PC Program. This will eliminate the need to “attach” Office to the sale of the PC
as it is already included.

4 N\
Including Office in the Price of

PC can reduce attach barriers:

Research shows that shoppers in unassisted environments can differ from
other shoppers.

Shoppers in unassisted But these shoppers are just as likely to: « Office is included in the consumers PC
environments are least likely to: « Pay attention to POP merchandising budget, rather than being and add-on
* Do research before their PC purchase « Increase purchase if Office is near the PCs * 50% think Office is preinstalled, this

makes that impression a reality

* Having Office preinstalled on a
current PC is most likely to drive
future purchase of Office (it
becomes a necessity)

« Many MS subs have already had

* Plan to purchase Office with their PC
* Budget for accessories

* Think they need Office

* Use spreadsheets or presentations

* Buy AV with PC

Research also shows that assortment and merchandising in unassisted environments 9 success with MNA bundles
can be greatly improved, unassisted retailers are less likely to have: ~

» Office assorted in or near the PC aisles (this can be greatly improved through POSA)
* POP that recommends Office

Throughout the following pages, we have provided guidance for Fundamental execution of POP in an assisted environment as well as an unassisted
environment. We will also provide guidance on how to Drive Attach Sales Motion once the Fundamentals have been successfully accomplished.
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Fundamentals: Visual Merchandising

Software Aisle Assisted and Unassisted Environments

Recommended Execution
Assortment: H&S and H&B Full Product Package (FPP).

VIAKE THE GRADE Additional/Optional Assets

WITH OFFICE 2010

/
Fact Tag Lugon Wobbler

L .J Microsait”
£0.0ffice 2010 (

New PC? Don't forget

Microsoft. Office.
(] N N\
£,4 Office 2010
Acrosoft Mew PC? Dan't forget
T3 Pt Vot B LT T bt M.H_'rnﬁnﬂ:- Dfﬁl:e
i\ 9

Horizontal and Vertical form factors are provided for each campaign
and can be leveraged to produce backers, headers, wobbler where
applicable, dependant on retailer. For a complete list of assets go

to page 63.

N

IMPORTANT: Primary assortment for PKC is in PC aisle. PKC assortment in SW aisle is approved only as secondary placement.
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Fundamentals: Visual Merchandising

PC Aisle Assisted Environment

1 MDX on PC screen 3 PKC on peghooks (H&S)
with backer card

54 Office 2010
Don't forget Microsoft. Office.
For haoims amd omemsi
Msers s e by with @ e PC
2 Fact Tag Lugon —
& ""l— =
Ly Mooty e
0. Officez010
a
™
New PC? Don't forget Mcroson
Microsoft. Office.

L P e
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Fundamentals: Visual Merchandising

Recommended Assets: Evergreen

PC AND SW AISLE

4 N

SW Inline Brochure PC Placemat Backer Card
Easier than ever, Buying a new PC? 1 I
s i hw-:gummm nﬂ ice B‘Smm
o ————— Erndhisean! fhax i Don't fﬂget Microscft. Office.
P S e dake it Great | S

e e With Office 2010.

B RE e

S sy o Ty e e B

Tha Backutegs Vormr
[ e en
e e
T T m——— = ;
=, o
E Z ~— B 5a0ficezo0 -
- S LT5 - Dot forget Microsoft. Office.
ST B e | | e . - | o Mare woys to by with a new PC.
S = "' e i e b B e ey (i g = e oy
= - e sl 1R Tp e .

= [ TP R ——————
- ™ bamema lns

Fiup D% Wil dpps
e e
ol I Mg e paren (1 (s e

Fact Tag Lugon PC Corner Lugon

g
.2 Office 2010

Don't forget Microsoft. Office.

More ways to buy with a new PC.

I Bl e ] (TR AR

£ Dffice a0

Mg P e o™

= Pronhct key, mo Disc b e | P Pt

* Far 1 new PC preloadiad wilh Orfica 2010 &
* fiea detals On proourt. peckege .

- . Mi ft

e s

For a complete list of assets go to page 63.
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Fundamentals: POSA Visual Merchandising

Basic PC Aisle Unassisted Environment
POSA EXECUTION FOCUS

1 MDX on PC screen 3 POSA Channel Card

naOffice

GREAT VALUE
for 1 New PC

Product Key Card
Activates software prefoaded on a new PC*

4 Py T
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Fundamentals: POSA Visual Merchandising

Recommended Assets: POSA
PC AISLE

e N\
PC Placemat Horizontal Channel Card Vertical Channel Card
D e LaOffice
GREAT VALUE sROffice WD
for 1 New PC for Mare than 1 PC
Traditional Disc
Forup o 3 O3 in one househokl
Lugons for POSA PDQ
&7 GREAT VALUE
V) for 1 New PC
-4 Office
J

For a complete list of assets go to page 64.
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Fundamentals: Visual Merchandising

Visual Merchandising Fundamentals Asset Library

EVERGREEN

PC Corner Lugon

Office > Office 2010

PC Placemat

Office > Office 2010

-

Office Pull-Out POD
Graphic Top Tab

Office > Office 2010

Fact Tag Lugon

Office > Office 2010

rod e w1

Pl P17 i gt
nherai, (Hrr

Launch Materials > Launch Materials > Launch Materials > Launch Materials >

Visual Merch Visual Merch Visual Merch Visual Merch

Fact Tag Lugon Backer Card FPP Single Tier PDQ Corrugate Hero Tray
== with SKU Chooser

Office > Office 2010
Launch Materials >

Office > Office 2010
Launch Materials >

Office > Office 2010
Launch Materials >
Visual Merch > SW

and Brochure

Office > Office 2010
Launch Materials >

Visual Merch Visual Merch Aisle Corrugate Trays Visual Merch
PKC/POSA 2-TIER PDQ SW Inline Brochure SW Inline Brochure SW Inline

= . w/Lifestyle . Brochure Holder
. E s L--_
- "Ee i
Office > Office 2010 Office > Office 2010 = Office > Office 2010 = Office > Office 2010
Launch Materials > Launch Materials > - Launch Materials > - Launch Materials >
Visual Merch Visual Merch Visual Merch Visual Merch
Corrugate 5 SKU Hero 4 ft Hero 3 SKU PDQ 4 ft Hero 5 SKU PDQ Corrugate 1-Meter
Tray with SKU Chooser w/ brochure w/ method chooser Standard Tray

Office > Office 2010
Launch Materials >
Visual Merch

Office > Office 2010
Launch Materials >
Visual Merch

Office > Office 2010
Launch Materials >
Visual Merch

Office > Office 2010
Launch Materials >
Visual Merch > SW

Aisle Corrugate Trays
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Fundamentals: Visual Merchandising

Visual Merchandising Fundamentals Asset Library

EVERGREEN

4 ft Standard PDQ
(FPP/PKC Mix)

Office > Office 2010
Launch Materials >
Visual Merch

MISCELLANEOUS

PKC Box Shots*

Mediabank > Assets >
Microsoft Office >
Office 2010 Products >
Office_ Home + Student

> English > PKC

SW Corrugate 36-48 in
Expandable Tray

Office > Office 2010
Launch Materials >
Visual Merch

et

POSA

PKC POSA Glorifier

Office 2010 Launch >
Vis Merch > PKC Semi

Perm Displays

MISCELLANEOUS

MDX on PC screen

Contact Scott Neilson
for assets:
scottne@microsoft.com

Vertical Channel Card

Office > Office 2010 Q3/
B2B > Office 2010 POSA

FPP Box Shots

Office > Office
2010 Launch
Materials > Boxshots

Vertical Channel Card T o
LAFAT ¥miid
oy Warm tham | BT
T

Office > Office 2010 Q3/ h

B2B > Office 2010 POSA =

Horizontal Channel Card

Office > Office

2010 Q3/B2B >
Office 2010 POSA

Horizontal Channel Card

Office > Office

2010 Q3/B2B >
Office 2010 POSA

3x5 Channel Card

Office > Office

2010 Q3/B2B >
Office 2010 POSA

Placemat (Version A)

Office > Office

2010 Q3/B2B >
Office 2010 POSA

Placemat (Version B)

Office > Office

2010 Q3/B2B >
Office 2010 POSA

Lugons for existing PDQs

Office > Office 2010 Q3/
B2B > Office 2010 POSA

POSA PDQ

Office > Office

2010 Q3/B2B >
Office 2010 POSA >
Visual Merchandising

3x5 Channel Card

Office > Office al®

2010 Q3/B2B >
Office 2010 POSA

*Note: Different format versions available in Media Bank.
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Drive Attach Sales Motion: Visual Merchandising

DRIVE ATTACH SALES MOTION ASSETS BUILD UPON THE FUNDAMENTALS AND PROVIDE ADDITIONAL TOOLS FOR SELLING AND
PROMOTING OFFICE, INCLUDING SEASONAL CAMPAIGNS AND OFFER ASSETS.

Software Aisle Assisted and Unassisted Environments

Recommended Execution Additional/Optional Assets
Assortment: H&S, H&B and Pro FPP

Counter Mat Wobbler Wobbler

LD \ W
S

MAKE THE GRADE

MAKE THE GRADE
By Mirrwsst SHus F9E0 by

Horizontal and Vertical form factors are provided for each campaign
and can be leveraged to produce backers, headers, wobbler where
applicable, dependant on retailer. For a complete list of assets go

N to page pages 72—7/4.

IMPORTANT: Primary assortment for PKC is in PC aisle. PKC assortment in SW aisle is approved only as secondary placement.
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Drive Attach Sales Motion: Visual Merchandising

PC Aisle Assisted Environment

1 MDX on PC screen 3 Save Now Fact Tag Lugon
SAVE NOW
2 PKC on peghooks By O o St P
(H&S) with Save
Now Backer Card

£ e

Produird Gy el
= hctimmrs | BT i
= %)

e
E =B . gt
T ——

For more options see pages 68—70 and 72—74.

LGG Office 2010 F12 Q1 Retail Execution Guide 2011 Microsoft Confidential. For internal use only. Worldwide Retail Services )




Drive Attach Sales Motion: Visual Merchandising

PC Aisle Unassisted Environments

1 MDX on PC screen 3 Save Now Fact Tag Lugon
LaOffice
2 POSA PKC PDQ with SAVE NOW
Save Now and Higher v oo~
Ed Offer Lugon e S

Note: Dependent on retailer focus,
unassisted environments may
leverage Evergreen attach, POSA,
Save Now or seasonal offer POP.
Other Program details found on
pages 131-136 and 151-156.

For more options see pages 68—70 and 72—74.
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Drive Attach Sales Motion: Visual Merchandising

Recommended Assets: Back to School Campaign

4 )
Poster Wobbler Monitor Topper
o Office sionee
MAKE THE GRADE

MAKE THE GRADE Front
WITH OFFICE 2010 soms

for great papers, notes and presentations, :
. g o MAKE THE GRADE
Buy Micrasoly Office 2010 today
S5 A BT 0 lewass weal K L

Ward (259 1] FowePoanr  Oneldone mw;ﬂsuﬁlgpm o
i dm——r— Back
— el
Tent Card
Counter Mat
LACHfice .
At MANKE THE GRADE D more with Obfice 2010,
WITH OFFICE 2010 02
MAKE THE GRADE R Mo
WITH OFFICE 2010 —
R e
ol R“i e
W N
et 'g i .H'} ot et e
el o R - o
Y Front Back )

For a complete list of assets go to page 72.
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Drive Attach Sales Motion: Visual Merchandising

Recommended Assets: Back to School Save Now and
Combined Save Now with Higher Education Offer

Several of these assets combine two offers for space efficiency. For more details on the Save Now with PC program see pages 132-136
and for details on the Higher Education Offer see pages 19-20.

e N\
Poster PDQ Tray Monitor Topper Fact Tag Lugon
ES.D{'HE o oo LACHEE
SAVE Now =)
SAVE N OW it SAVE NOW
Buy Office Home and Student 2010* i
with your new PC today =
NOW ONLY $XX Tent Card Monitor Blade
SAVE $XX
ﬂmtwm E&\Eﬂlﬂ?ﬂw Do more with Office 2010, E
M = SAVE
33_ g NOW
I3 e S,
} J’I'} e e — -
Front Back
Alicromoit
- J

For a complete list of assets go to page 72 and 74.
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Drive Attach Sales Motion: Visual Merchandising

Recommended Assets: Back to School Higher Education Offer

For details about the Higher Education Offer see pages 19 and 20.

~

Poster

oaOffice

COLLEGE STUDENT?
FREE OFFER!

Dy Difice Homa and Student 2000 and for 8 Sritod e,
dowiioad Outlaok Pubilieher arv] Acted — FREE!

Wobbler

Monitor Topper

.

[
— -
COHLIGE TTUCEHTT FREL OFITE
gy s . e it M o e - st

S

SEOHREE

COLLEGE STUDENT?

n FREE OFFER!

i C5F 1 S e Bt PR e 2t

Back

Fact Tag Lugon

COLLEGE STUDENTT MELE OFTERY
By 0P & Fiii bl Lluila=a JoL0

et b Mt tirr, hoeniaget Onticasil,
Pulshaher, moafl o rwnd — FRELT

Py

J

For a complete list of assets go to page 73.
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Drive Attach Sales Motion: Visual Merchandising

Recommended Assets: Wave 2 ATL Make It Great Back to School Campaign

Wave 2 of the ATL Make It Great Back to School Campaign has been developed to support the “Make It Great” Campaign through to channel
purchase, directed to funded markets only. For details about the Make It Great Campaign see page 24-26.

\
End Cap Poster Standee
FREE OFFER! | =| %
) J

For a complete list of assets go to page 75.
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Drive Attach Sales Motion: Visual Merchandising

Visual Merchandising Drive Attach Sales Motion Asset Library

BACK TO SCHOOL CAMPAIGN

Fact Tag Lugon

Office > Office 2010
Back to School FY11 >
Vis Merch Generic >
PC Aisle POP

BAREE THE GRALT
. ]

Tent Card

Office > Office 2010
Back to School FY11 >
Vis Merch Generic >
PC Aisle POP

RLANK THIE GAADY

Aisle Display Backer Card

Office > Office 2010
Back to School FY11 >
Vis Merch Generic >
PC Aisle POP

Wobbler

Office > Office 2010

Back to School FY11 >

Vis Merch Generic >
PC Aisle POP

Poster (LgVert)

Office > Office 2010
Back to School FY11 >
Vis Merch Generic >
Store Dress

Counter Mat
(MedHoriz)

Office > Office 2010
Back to School FY11 >
Vis Merch Generic >
Store Dress

SKU Lugon

Office > Office 2010
Back to School FY11 >
Vis Merch Generic >
PC Aisle POP

4
i

Monitor Topper

Office > Office 2010

Back to School FY11 >

Vis Merch Generic >
PC Aisle POP

Hero Tray

Office > Office 2010
Back to School FY11 >
Vis Merch Generic >
SW Aisle POP

Fact Tag Lugon

Office > Office 2010
Back to School FY11 >
Vis Merch-Save Now
with HED > PC Aisle POP

Placemat

Office > Office 2010
Back to School FY11 >
Vis Merch Generic >
PC Aisle POP

Lugon

Office > Office 2010
Back to School FY11 >
Vis Merch-Save Now
with HED > PC Aisle POP

Monitor Blade
(Small Vert)

Office > Office 2010
Back to School FY11 >
Vis Merch Generic >
PC Aisle POP

Monitor Blade
(Small Vert)

Office > Office 2010
Back to School FY11 >
Vis Merch-Save Now
with HED > PC Aisle POP

[ -

BALE
W

PC Aisle Display
Backer Card

Office > Office 2010
Save Now with PC

Program Q2 >
Visual Merch

BACK TO SCHOOL SAVE NOW WITH PC

k72 Office 2010 F12 Q1 Retail Execution Guide

2011 Microsoft Confidential. For internal use only.

Worldwide Retail Services



https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=8fcfd755-89d4-4449-912d-0e4445f2cf48
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=8fcfd755-89d4-4449-912d-0e4445f2cf48
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=8fcfd755-89d4-4449-912d-0e4445f2cf48
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=8fcfd755-89d4-4449-912d-0e4445f2cf48
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=bf82406e-e64d-4879-8509-e186992c0103
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=bf82406e-e64d-4879-8509-e186992c0103
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=bf82406e-e64d-4879-8509-e186992c0103
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=bf82406e-e64d-4879-8509-e186992c0103
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=13182cde-17da-4f01-8957-05bee6b13609
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=13182cde-17da-4f01-8957-05bee6b13609
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=13182cde-17da-4f01-8957-05bee6b13609
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=13182cde-17da-4f01-8957-05bee6b13609
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=c4326c15-8f9f-4052-8e17-8692d5cdc393
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=c4326c15-8f9f-4052-8e17-8692d5cdc393
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=c4326c15-8f9f-4052-8e17-8692d5cdc393
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=c4326c15-8f9f-4052-8e17-8692d5cdc393
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=006bd59a-97bd-4a72-a465-919962fe3f73
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=006bd59a-97bd-4a72-a465-919962fe3f73
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=006bd59a-97bd-4a72-a465-919962fe3f73
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=006bd59a-97bd-4a72-a465-919962fe3f73
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=5df7093e-f598-47de-af3e-6a60f6142e2e
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=5df7093e-f598-47de-af3e-6a60f6142e2e
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=5df7093e-f598-47de-af3e-6a60f6142e2e
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=5df7093e-f598-47de-af3e-6a60f6142e2e
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=502abdba-f77a-4390-b54a-1dd66e0b3800
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=502abdba-f77a-4390-b54a-1dd66e0b3800
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=502abdba-f77a-4390-b54a-1dd66e0b3800
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=502abdba-f77a-4390-b54a-1dd66e0b3800
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=cb211fd8-6f9d-4313-b069-5965ba9f2ab0
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=cb211fd8-6f9d-4313-b069-5965ba9f2ab0
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=cb211fd8-6f9d-4313-b069-5965ba9f2ab0
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=cb211fd8-6f9d-4313-b069-5965ba9f2ab0
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=da4ce70c-664e-4b15-b936-0f64c6e99cdd
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=da4ce70c-664e-4b15-b936-0f64c6e99cdd
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=da4ce70c-664e-4b15-b936-0f64c6e99cdd
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=da4ce70c-664e-4b15-b936-0f64c6e99cdd
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=0b8130ac-a16b-447b-b6b0-787a67e7f75a
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=0b8130ac-a16b-447b-b6b0-787a67e7f75a
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=0b8130ac-a16b-447b-b6b0-787a67e7f75a
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=0b8130ac-a16b-447b-b6b0-787a67e7f75a
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=9f3f6607-4f5d-4229-8c38-48f4cda67ad0
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=9f3f6607-4f5d-4229-8c38-48f4cda67ad0
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=9f3f6607-4f5d-4229-8c38-48f4cda67ad0
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=9f3f6607-4f5d-4229-8c38-48f4cda67ad0
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=8d1af8a4-e0a6-4c39-aa04-1d9b4cfb4894
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=8d1af8a4-e0a6-4c39-aa04-1d9b4cfb4894
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=8d1af8a4-e0a6-4c39-aa04-1d9b4cfb4894
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=8d1af8a4-e0a6-4c39-aa04-1d9b4cfb4894
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=802f7e78-18d6-4c37-9ad9-89c5d81668c8
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=802f7e78-18d6-4c37-9ad9-89c5d81668c8
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=802f7e78-18d6-4c37-9ad9-89c5d81668c8
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=802f7e78-18d6-4c37-9ad9-89c5d81668c8
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=0aa8144b-70f6-419a-83ed-357c39cc3673
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=0aa8144b-70f6-419a-83ed-357c39cc3673
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=0aa8144b-70f6-419a-83ed-357c39cc3673
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=0aa8144b-70f6-419a-83ed-357c39cc3673
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=6db993f2-7e56-4ff8-b4ee-b7b1fbe38420
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=6db993f2-7e56-4ff8-b4ee-b7b1fbe38420
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=6db993f2-7e56-4ff8-b4ee-b7b1fbe38420
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=6db993f2-7e56-4ff8-b4ee-b7b1fbe38420

Drive Attach Sales Motion: Visual Merchandising

Visual Merchandising Drive Attach Sales Motion Asset Library

Fact Tag Lugon

Office > Office 2010

Back to School FY11 >

Vis Merch-Higher Ed
Offer > PC Aisle POP

Poster (LgVert)

Office > Office 2010

Back to School FY11 >

Vis Merch-Higher Ed
Offer > Store Dress

Counter Mat (MedHoriz)

Office > Office 2010
Back to School FY11 >
Vis Merch-Higher Ed
Offer > Store Dress

Tearpad

Office > Office 2010
Back to School FY11 >
Vis Merch-Higher Ed
Offer > PC Aisle POP

-
m

|

Monitor Topper Wobbler Hero Tray Aisle Display Back Card

P & ® .
Office > Office 2010 = - Office > Office 2010 Office > Office 2010 o Office > Office 2010
Back to School FY11 > R Back to School FY11 > - = Back to School FY11 > L Back to School FY11 > D
Vis Merch-Higher Ed Vis Merch-Higher Ed zmz= Vis Merch-Higher Ed Vis Merch-Higher Ed i
Offer > PC Aisle POP Offer > SW Aisle POP . Offer > SW Aisle POP Offer > PC Aisle POP
Bag Stuffer Lugon Monitor Blade

(Small Vert) ~ .

Office > Office 2010 - wee— | Office > Office 2010 Office > Office 2010 =
Back to School FY11 > E— Back to School FY11 > Back to School FY11 > ==

Vis Merch-Higher Ed
Offer > Store Dress

Vis Merch-Higher Ed
Offer > PC Aisle POP

Vis Merch-Higher Ed
Offer > PC Aisle POP

¥
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Drive Attach Sales Motion: Visual Merchandising

Visual Merchandising Drive Attach Sales Motion Asset Library

BACK TO SCHOOL SAVE NOW AND HIGHER EDUCATION OFFER COMBINED

Tent Card

Office > Office 2010
Back to School FY11 >
Vis Merch-Save Now
with HED > PC Aisle POP

SAVE NOW

Poster (LgVert)

Office > Office 2010
Back to School FY11 >
Vis Merch-Save Now
with HED > Store Dress

o

SAVE NOW

Counter Mat (MedHoriz)

Office > Office 2010
Back to School FY11 >
Vis Merch-Save Now
with HED > Store Dress

Placemat

Office > Office 2010
Back to School FY11 >
Vis Merch-Save Now

with HED > PC Aisle POP

Monitor Topper

with HED > PC Aisle POP

Monitor Blade
(Small Vert)

o'W
Office > Office 2010 & = Office > Office 2010 st
Back to School FY11 > BeE=m Back to School FY11 > 3
Vis Merch-Save Now ) Vis Merch-Save Now E.

with HED > PC Aisle POP

MISCELLANEOUS

MDX on PC screen

Contact Scott Neilson
for assets:
scottne@microsoft.com

FPP

Office > Office
2010 Launch
Materials > Boxshots

PKC Box Shots*

Mediabank > Assets >
Microsoft Office >
Office 2010 Products >
Office_Home + Student
> English > PKC

*Note: Different format versions available in Media Bank.
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Drive Attach Sales Motion: Visual Merchandising

Visual Merchandising Drive Attach Sales Motion Asset Library

BACK TO SCHOOL MAKE IT GREAT CAMPAIGN

Monitor Blade

Office > Office 2010
Back to School FY11 >

Vis Merch-ATL
Campaign BOM

Hero Tray Lugon

Office > Office 2010

Vis Merch-ATL
Campaign BOM

Monitor Blade

Office > Office 2010
Back to School FY11 >

Back to School FY11 >

Monitor Topper

Office > Office 2010
Back to School FY11 >

Vis Merch-ATL
Campaign BOM

HED Offer Snipes

Office > Office 2010

Back to School FY11 >

Vis Merch-ATL
Campaign BOM

Vis Merch-ATL
Campaign BOM

Poster

Office > Office 2010
Back to School FY11 >

Vis Merch-ATL
Campaign BOM

Standee

o Office > Office 2010
. i Back to School FY11 >
Vis Merch-ATL

Campaign BOM

Monitor Blade

Office > Office 2010
Back to School FY11 >
Vis Merch-ATL
Campaign BOM

Shipper

Office > Office 2010
Back to School FY11 >

Vis Merch-ATL
Campaign BOM

BACK TO SCHOOL MAKE IT GREAT HIGHER EDUCATION OFFER

Poster

Office > Office 2010
Back to School FY11 >
Vis Merch-ATL
Campaign BOM

BACK TO SCHOOL MAKE IT GREAT SAVE NOW WITH HIGHER EDUCATION OFFER COMBINED
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BACK TO SCHOOL MDX

- OVERVIEW
- FUNDAMENTALS




Overview: MDX

3 Star MDX Execution Priorities

e ) e ) e )

* * % * %k

At least two Demo PCs per store have
Office 180 Day Trial activated

MDX or MS
approved PC Demo

1st Party

Apps showcased

Demo Content Installed Demo Content Installed

Unlocked desktop available

/

N

Unlocked desktop available

Unlocked desktop available

PC turned on

-

_

J
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Overview: MDX

Microsoft Digital Experience 7.8 (MDX)

MDXis a PC demo designed to educate and excite consumers
about what Windows, Windows Live, and Office 2010 can do for
them. In turn, MDX drives increased sales of Windows 7 PCs and
Office 2010 attach. Research has shown that MDX helps increase
intent to attach Office by up to 33% in both assisted and
unassisted environments.

MDX installation is a Fundamental requirement and therefore
should be installed on all demo PCs. Occasionally retailers may
be committed to other PC demo solutions, such as a retailer
developed demo. In these instances we can share the MDX demo
content, such as the Office Videos, SKU Choosers and sample
Office documents with the retailer, to include within their demo.

A new feature of MDX 7.8 is that it allows the optional installation
of the Office Professional 180 Day Trial. This change was requested
by retailers due to the download time needed for installation
(typically around 10 minutes per PC). Although installation is time
consuming, the trial is very beneficial for customers considering the
purchase of a PC and Office, as well as for RSPs who would like to
demo Office 2010. Therefore at a minimum, please ensure the 180
day Trial is installed on Hero or End Cap Demo PCs. The 180 Day
Trial can be installed through the MDX 7.8 Administrator view, on
computers with the Office 2010 single image.

To help provide retailers and consumers with the best possible
PC Demo experience, the MDX team is committed to partnering
with you. If you have questions, please contact us at
pcdemo@microsoft.com.

# Windows 7

Introducing Fefit & Share  Creabe, Connect
Windhows J Phokos and Share

HP-PAVILION NYS39AA-ABA 600-1055

Windows 7 Enleqpme

213 GHz Inted® Core™2 Duo Procestor

4 G8 RAM

750 GB Hard Diive

Purchinse Office 2000 to activale pimlosded software,

MORE SPECS @

= e

Windows. 7+, Windows Lives——

el

Initesrmiet Make Movies,

Explores 9 Easily

Don't Forget to Buy
Microsoft Office 2010

LEARN MORE (&)
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Fundamentals: MDX

BENEFITS OF MDX

a Merchandisi « Visually intriguing screensaver to highlight core messages and draw people to the computer
ean Merchandisin
9 + Clean desktop with video content that reinforces our key message and increases sales

Attach + Exciting videos about Office 2010, buying guidance and SKU chooser
ac * Increases the likelihood of Office attach with a new PC

. . + Specsniffer detects the specs of the PC
Help Customers Pick the Right PC ) ) i
» Demo deciphers PC jargon to help customers understand what they get with each PC

. » PC Lockdown so customers can experience the PC, but not make accidental or malicious changes
Store Security o )
« PCresets all applications after two minutes

MDX CORE COMPONENTS

Windows 7 Tour Videos + Proven to increase interest in the latest Windows ecosystem of products

. + Photo content to showcase Photo Fuse, Panoramic Stitch, Facial Recognition, Auto Correct, Movie Maker, and more
Windows 7 Demo Content ) ) !
« Content selected to be relevant to broad audiences, including students for Back to School

« Helps customers get excited about what they can do with Office 2010

* Helps them decide between a product key card and traditional disk

Office Interactive and Buying Guide * Four Office 2010 Videos focusing on 'Create’, Outlook, OneNote and WebApps
+ SKU charts for Office 2010 Suites

« Information about whether Office 2010 is installed on the PC or not

» Easy to use
Easy to Navigate Interface + Shows off screen clarity and performance of the PC
+ Attracts and keeps attention

+ Locks settings and configuration on the PC
Complete PC Set Up + Loads the PC with applications and media for self demos
+ Optional: Loads the Office 2010 Professional Retail Trial
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Fundamentals: MDX

WHAT'S NEW WITH MDX 7.8 FOR OFFICE

ws & Windows Live willy
1k brings features 1ol

* New Attract Loop with Cloud messaging
and Call-To-Action messaging.

» Two new videos for the Video Carousel.

* [E9 video showcasing how IE9 makes the
web faster, cleaner and more trusted.

» Windows 7 and Windows Live—showing
new ways to create, connect and share
with the Cloud.

+ Updated PC Demo content to better
showcase key Windows Live Features.

Aartpel o e rositn

| ol A e 190873
i% =
: i
Lif#nye Betruant - I ¥
-

# ok Pl L (s {aaery. Mewer

« Ability to sniff the Office Suite programs
installed and display relevant results on
the Spec page.

Sample Messaging:
"Purchase of Office 2010 with this
PC recommended.”

"Office 2010 Home & Student
is installed on this PC."

MDX 7.8 LANGUAGE LOCALIZATION

Chinese Simplified, Dutch, Danish, Finnish, French, French (Canadian), German, Italian, Norwegian, Polish, Portuguese (Brazil), Russian,

Spanish, Spanish (LATAM), Swedish, Turkish, UK English, US English

Note: We will only be localizing Pro content in a subset of languages to align with where we are expecting PCs with Windows 7 Professional to land in store. These include US

English, UK English, French, French (Canadian), German, ltalian and Spanish.
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Fundamentals: MDX

Microsoft Office 2010

When a consumer selects the Office tile on the MDX landing page, they are presented with four videos designed to inspire them about what they
can do with Microsoft Office 2010 and help them pick the suite that's right for them. The videos include:

* Create Amazing Documents

* Organize All Your Information with OneNote
» Take Charge of Your Email with Outlook

* Access & Share Your Files Online

CLOSE ) D LEARN MORE AROUT OFFICE 00sE
__'-q bt
Which one i right for you?
w Mﬁnmmmmnnm-m
0 documents

BY  Exoel” 2000 Make Famdy Budgeting Exty
P PowecPolnt” 2010 Creste Frsartations that Wow.
N} OmeMote” 2000 Crganize Nt and fesssrch,

3| Owtlook” 2010 Keep on top of Schadules:

Create Amazing Documents - S ———

AL Acesss” 2010 Marags databuves.

Vet Soapgmort reluded 50 dey ol 1 yoar
3 FRE,
. 3 o d & o This.
Take Charge of Access & Snane | — * Peoct ey o Do
Vot Exmud Your Fles L& 4 For £ neew PC prvlcadied wth Office 2000
Dihine v ) o Lo denahs o= pewioct packege

Traditional Disc

& YOUr purcness

C o pawliscled wth bl roiaft

010 euttwic Prsrhuiin & Teaddthanal Dud o Produes Bey Cont to mmwiie

; A » D and Product Key'
Choaose which Office 2010 suite is right for you. s e ey G '
& on_-ummsum-u 5 bome Ms PCTCOIIEIT L
" E » Ciffice brwrse el Brmeness ) Oy Peolesmorad - for | e/ 7 Py
Sy e T 5 e, (o8 T R SNS EET ATEA § L e o a [T ey g st . b i = ) s B s ey

SEIA R RS R & Bl e SR R | e R e 4 B S R I e, et Dot et b 4 By By e esiide® byots, | S8TaaE T
e T e
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Fundamentals: MDX

Empower your RSP with Selling Tools

Ability to test, touch, and feel products is ranked as a top reason customers visit retail when shopping for a PC.

RSP Office Demos . Microsoft Digital Experience

. Microsoft Office - In Stare Trial
@ Microsoft Access 2010 - In Store Tria
@ Microsoft Excel 2010 - In Store Trial

Music

» MDX 7.8 has the ability to enable a Retail Trial of Office 2010.
Please note that “In Store Trial” will be called out next to each
application. This trial will remain on the PC for 180 days.

Games

@ Microsoft OneMote 2010 - In Store T Computer
* Having this trial loaded on the PC will enable the consumer and 0| Microsoft Qutlook 2010 - In Store Tr
the RSP to demo the new features in Office 2010 and attach | P| Microseft PowerPoint 2010 - In Store Control Panel
Office to the PC sale. Microsoft Publisher 2010 - In Store T
. : o o : Mi ft Word 2010 - In Store Trial Devices and Printers
* Please note, installing this trial will add an additional 10 minutes to (] o RerE e = .
. i L R . . Microsoft Office 2010 Tools
the install time of MDX, however it is very beneficial in allowing Default Programs
the RSP to demo the product. Therefore, the trial should be W Startup
installed on at least 2 PCs in the store if at all possible. s :
4 Back Help and Support
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BACK TO SCHOOL TRAINING

- OVERVIEW
- FUNDAMENTALS
- DRIVE ATTACH SALES MOTION




Overview: Training

3 Star Training Execution Priorities

4 N a N e N

* * % * k Kk

RSPs understand how to Drive
Everyday Attach Sales Motion

Launch Seasonal/Campaign assets
to increase Attach opportunity

Execute One-to-One Face-To-Face
training for RSPs

Launch Seasonal/Campaign assets Launch Seasonal/Campaign assets
to increase Attach opportunity to increase Attach opportunity

Gain retailer buy-in & execute Gain retailer buy-in & execute
One-to-Many Events for RSPs One-to-Many Events for RSPs

Drive RSPs to Office Expert Gold
courses via LMS or ExpertZone

Drive RSPs to Office Expert Gold
courses via LMS or ExpertZone

Land training that guides how to match
customer need with correct Office suite

Land training that guides how to match
customer need with correct Office suite

Ensure RSPs can demo
Word, Excel, PPT, OneNote

Ensure RSPs can demo
Word, Excel, PPT, OneNote

All RSPs mention Office 2010 to
customers purchasing new PCs

All RSPs mention Office 2010 to All RSPs mention Office 2010 to
customers purchasing new PCs customers purchasing new PCs

Land PC Aisle Sales Guide & Office Land PC Aisle Sales Guide & Office Land PC Aisle Sales Guide & Office
Sales Engagement Script message Sales Engagement Script message Sales Engagement Script message

Drive RSPs to Office Expert Silver Drive RSPs to Office Expert Silver
courses on LMS or ExpertZone courses on LMS or ExpertZone
Land Paid Office Land Paid Office Land Paid Office

with RSPs with RSPs with RSPs
o J L J o J

Drive RSPs to Office Expert Silver
courses on LMS or ExpertZone
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Microsoft office training assets are designed to engage retail partners at all levels by providing guidance to increase sales through
Fundamental assets and assets to help Drive Attach Sales Motion. Within these two levels we have designed training materials
for each of the following learning modes: Face-To-Face training, Online courses and One-To-Many events. When RSP Incentives and
SPIFF's are used in addition to training, retailer participation increases sales even further.

To accomplish the above, Office Training has produced a. Recommend a Windows 7 PC

assets that introduce the new features . .
of Office 2010, plus offer guidance on how to engage b. Recommend Office 2010 with every PC Sale
customers on Office during the basic customer interaction. c. Communicate the value of purchasing

Office with their new PC

d. Upsell to Traditional Disc or to a Premium Suite

Fundamental assets are:

Face-To-Face

* Microsoft PC Aisle Sales Guide In and of itself, Fundamental training—when executed
+ Office Sales Engagement Script successfully—ensures an increase in Offices sales.

» Office 2010 Retail Pocket Guide

Online
+ Office Expert Silver Learning Plan

One-To-Many
« Office 2010 Standard Training Deck

These Fundamental assets represent the essential foundation of
the Office Sales Motion, and should be the first group of tools
studied by all levels of resellers.

85 Office 2010 F12 Q1 Retail Execution Guide 2011 Microsoft Confidential. For internal use only. Worldwide Retail Services



Overview: Training

Overarching Training Strategy (Continued)

2. DRIVE ATTACH SALES MOTION How RSPs Receive Office Training:

Once the Fundamentals have been established, Office provides
training to Drive Attach Sales Motion. These assets build
upon the Fundamentals by focusing on tools to increase the PC
Attach Sales Motion.

Tools include:
Face-To-Face

+ Advanced Selling Handouts, Demo Guides, and
Seasonal Sales Sheets

Online

« Office Expert Gold Learning Plan and Seasonal
Training Courses

One-To-Many
* Applications Decks and Seasonal Training Decks

1. Online Training via Microsoft ExpertZone or Retailer
Learning Portal: Delivery of courses, videos and soft-copy
versions of retail handouts.

2. In-store Face-To-Face Training: Microsoft Representatives
interact with RSPs, and distribute hard-copy versions of
Fact Sheets and Pocket Guides.

3. One-To-Many Event Trainings: Microsoft Trainers utilize
Office 2010 PowerPoint decks to train larger groups of RSPs.

Training execution is outlined in the following, Steps to Land
Office Training section.

This section outlines best practices for training RSPs. When
reading this section, think about how to best land the
Fundamental assets and whether your region can localize
additional assets to Drive Attach.
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Fundamentals: Steps to Land Office Training

STEPS TO LAND OFFICE TRAINING

Successful execution of these steps will result in effective RSP training content.

Contents:

RSP Outcomes for the Back to School season
* Subsidiary Go-Do's

» Training Road Map

RSP Outcomes:

What are we trying to accomplish this Back to School Season with Office 2010?

4 N
OUTCOME:

1. RSP attaches Office 2010 to every PC Sale.

* RSP upsells Office by communicating
student scenarios and BTS Offer pitch to
all BTS customers.

2. RSP will help customers choose the Office
suite that best meets their needs.

3. Office Starter — RSP doesn't actively promote,
but if asked — they position it correctly.

- /

Note: Steps to Land Office Training Deck are posted here.

K

RSP “SAYS":

Office 2010 provides the familiarity, compatibility,
and value that students are looking for. Innovative
features make it easy for students to create reports,
projects, and shine.

SAMPLE PITCH:

+ Office doesn't come preinstalled in your PC — if
you'll be using your PC for homework assignments,
presentations, taking notes, etc. — you'll need
Office 2010 Home & Student — it comes with
Microsoft Word, Excel, PowerPoint, and OneNote

+ If you need just one license, buy Office PKC
« If you need three licenses, upgrade to FPP

+ Also, as a student you quality to receive
Outlook , Publisher, and Access for free
— just go to www.office.com/3appbonus
& download your free programs.

« If you're going to need Outlook, you should
upgrade to Office 2010 Home & Business

« If you're going to need Publisher for creating cool
brochures upgrade to Office 2010 Professional.

K
RSP “SHOW/DO"” ATTACH MOTION:

1. RSP qualifies customer — how will you be using
your PC/recommends Office with every PC sale.

2. RSP calls out Office Home & Student Offer —
Get free programs via download.

3. RSP demos Office 2010 as "why to buy.”

» Remove Background
» Conversation View in Outlook

4. Correct RSP responses to Starter — emphasize
the value of a full-featured Office 2010 suite
with PowerPoint, Outlook, and OneNote.

J
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Fundamentals: Steps to Land Office Training

SUBSIDIARY GO-DO'S
This Back to School season, drive soft sales skills, Office 2010 product knowledge and demo ability through the following:

CHECK BOX # STEPS TO HIGHLY EFFECTIVE RSP TRAINING PROGRAMS

1. Use Office 2010 Training Assets and Microsoft PC Aisle Sales Guide
+ PRIORITY 1: Fundamental Training Assets

* PRIORITY 2: Drive Attach Sales Motion Assets

2. Partner with Retailers to Post Priority Office 2010 BOM Items on Internal LMS
» Work with retailers to replace all existing online training courses on reseller LMS with new versions

3. Ensure current Office 2010 Silver & Gold Learning Plans are Live on ExpertZone and Introduce two New Seasonal (BTS) Online Courses
to Layer in Details
+ Audit office LP's to ensure they are current/correct

* Introduce both Seasonal courses to Office 2010 course curriculum

4. Leverage WWRS to Train your Trainers & Gurus for Back to School.
» Work with WWRS to utilize the Office Standard Train-The-Trainers (TTT) plans and the BTS training deck additions to inform your corporate and field
trainers on (a) How to deliver an effective training presentation, (b) understand the latest content

5. Deliver Face-To-Face, One-To-One Walk & Talks and Distribute Leave-Behinds To Land Core “Office Attach” & “Offers” Basics With RSPs
+ Utilize monthly Leave-Behinds to be distributed via Field Labor inside the Microsoft PC Aisle Sales Guide, posted to LMS, and blasted through ExpertZone
« Print/Distribute (a) Microsoft PC Aisle Sales Guide (b) Monthly Insert to RSPs via Field Labor

6. Deliver One-To-Many Events and Distribute Leave-Behinds
+ Leverage event training materials including Event PPTs, Demo Guides, Pocket Guides, etc. to deliver One-To-Many Training Events to RSPs

7. Promote ExpertZone with Unregistered RSPs to Drive New User Registrations
+ Generate new traffic to ExpertZone to drive new registrations

8. Leverage Field Labor and ExpertZone to Drive Existing ExpertZone Users to Office Content on Site
« Drive existing ExpertZone users to new Office content via integrated marketing campaign
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Fundamentals: Steps to Land Office Training

Training Road Map

Landing a Successful Back to School Training Program: Step 1

LOCALIZE OFFICE 2010 TRAINING ASSETS AND MICROSOFT PC AISLE SALES GUIDE

(Assets posted to ProSource/available from the Office tab of the Content Roadmap)

4 N
PRIORITY 1: Fundamental Training Assets PRIORITY 2: Drive Attach Sales Motion Assets
« NEW: Microsoft PC Aisle Sales Guide « NEW: Office 2010 Key features for Students Fact Sheet/
Pocket Guide

« Existing: Office 2010 Sales Engagement Script
« Existing: Office 2010 Pocket Guide * NEW: Office BTS Promo for College Students (also known as
Higher Education Offer) Fact Sheet/Fact Card

« Existing: Office 2010 Priority Fact Sheets: (1) How to Sell,

* Existing: Office 2010 Expert Silver Learning Plan
» Existing: Office 2010 Standard Training Deck

(pre-loaded PC + starter upsell) (2) Why Sell
4] « Existing: Office 2010 Secondary Fact Sheets: (1) Genuine,
= (2) POSA
« Existing: Office 2010 Retail Demo Guide
W-ﬂ * NEW: Key Features for Students Course — ID OFF205

Ofice 2048 Ky Fisturss for Eistante « NEW: Office 2010 BTS Promotion For College Students
N——— Course — ID OFF204

« Existing: Office 2010 Expert Gold Learning Plan

+ Existing: Office 2010 POSA Online Course — Course ID 198
» NEW: Key features for Students training PPT

* NEW: Office 2010 BTS Offer PPT

+ Existing: Microsoft Office POSA Deck
\_ J
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Fundamentals: Steps to Land Office Training

Training Road Map

Landing a Successful Back to School Training Program: Step 2

PARTNER WITH RETAILERS TO POST PRIORITY OFFICE 2010
BOM ITEMS ON INTERNAL LMS

PRIORITY 1: Fundamental Training Assets PRIORITY 2: Drive Attach Sales Motion Assets
* NEW: Microsoft PC Aisle Sales Guide + Existing: Office 2010 Expert Gold Learning Plan
+ Existing: Office 2010 Expert Silver Learning Plan * NEW: Office 2010 Key features for Students Fact Sheet/
« Existing: Office 2010 Sales Engagement Script Pocket Guide
« Existing: Office 2010 Standard Training Deck * NEW: Office BTS Promo for College Students
Fact Sheet/Fact Card

(pre-loaded PC + starter upsell)

* NEW: Key Features for Students Course — ID OFF205

« NEW: Office 2010 BTS Promotion For College Students
Course — ID OFF204

4 0cex0 « Existing: Office 2010 POSA Online Course — Course ID 198

Office 2010 Back to School Offes
for College Students

Note: A/l resources are available from Office tab of the Content Roadmap.

/
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Fundamentals: Steps to Land Office Training

Training Road Map

Landing a Successful Back to School Training Program: Step 3

ENSURE CURRENT OFFICE 2010 SILVER & GOLD LEARNING PLANS

ARE LIVE ON EXPERTZONE AND INTRODUCE TWO NEW SEASONAL

BACK TO SCHOOL (BTS) ONLINE COURSES TO LAYER IN DETAILS

/
PRIORITY 1: Fundamental PRIORITY 2: Drive Attach Sales PRIORITY 2: Drive Attach Sales
Training Assets Motion Assets Motion Assets
Ensure Current Office 2010 Ensure Current Office 2010 Ensure Seasonal Courses are Live on
Silver Learning Plan is Live on Gold Learning Plan is Live on ExpertZone. Courses Include:
ExpertZone. Courses Include: ExpertZone. Courses Include:
* What's New in Office 2010 — « Office Applications — Course ID OFF182  « Office 2010 Key Features for Students
Course ID OFF180 - Office 2010 Advanced Selling — — Course ID OFF205
* Recommending the Right Office 2010 Course ID OFF183 + Office 2010 BTS Promotion
Suite — Course ID OFF179 « Office 2010 Preloaded PCs 7 Starter For College Students —
« Why Recommend Office 2010 — Upsell — Course ID OFF184 Course ID OFF204
Course ID OFF178
+ Selling Office 2010 —
Course ID OFF177
Note: A/l resources are available from Office tab of the Content Roadmap.
N

\

/
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Fundamentals: Steps to Land Office Training

Training Road Map

Landing a Successful Back to School Training Program: Step 4

LEVERAGE WWRS TO TRAIN YOUR TRAINERS
FOR BACK TO SCHOOL

\_

Work with WWRS to pull together Train-The-Trainers (TTT) plans
that result in training your corporate and field trainers on (a) How
to deliver an effective training presentation, (b) What the latest
content is.

Recommendation: 1-3 Day Training Summit For Trainers In
Your Market

1. Partner with the Office Training SME to develop an agenda
for in market trainers within your region (EMEA/APAC).
Please contact SME to set this up in your country/region.

2. Field trainers then visit region for in-person training
events. They deliver product info best-practice
training to your Learning team.

Note: Sample Training Summit Documents are posted here.

J
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Fundamentals: Steps to Land Office Training

Training Road Map

Landing a Successful Back to School Training Program: Step 5

DELIVER FACE-TO-FACE (ONE-TO-ONE, WALK & TALKS) AND

DISTRIBUTE LEAVE-BEHINDS TO LAND CORE “OFFICE ATTACH"
& “OFFERS” WITH RSPS

-

Create monthly Office content
for the Microsoft PC Aisles
Sales Guide

+ Develop Office Insert highlighting
retailer-specific offers, PCs, ExpertZone
contests, etc.

N

Print/Distribute (1) Four-Page PC
Sales Guide (2) Monthly Insert to
RSPs via Field Labor

* Execute Monthly Field Labor
Assignments in the PC Aisle—driving
the core basics/RSP outcomes of PC
Aisle/Office 2010.

« Distribute Microsoft PC Aisle Sales Guide
to all new RSPs to land core basics of PC
aisle content.

+ Distribute Monthly Insert by retailer,
highlighting account specific offers, PCs,
ExpertZone contests, etc. to layer in detalils.

Note: Leverage sample Field Labor Assignment: posted here

For guidance on building an effective Field Labor team — please see the
Field Labor portion of the GTM. For outstanding questions, please contact
the WW Field Labor Director. See page 3 for contact information.

~

In Person Training Leave-Behind
assets include:

« NEW: Microsoft PC Aisle Sales Guide
* NEW: Monthly Leave-Behind Insert

/
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Fundamentals: Steps to Land Office Training

Training Road Map

Landing a Successful Back to School Training Program: Step 6

DELIVER ONE-TO-MANY TRAINING EVENTS AND

DISTRIBUTE LEAVE-BEHINDS TO TRAIN RSPS

a )
Leverage event training materials including Event PPTs, Demo Guides, Pocket Guides, etc. to deliver One-To-Many Training events to
RSPs, in coordination with retailers.

Execution Guidance:

* Engage with resellers to coordinate class room style, One-To-Many Trainer Events to formally present Office 2010/Back to School
training content to RSPs and engage re: demo skills.

* Engage with resellers to coordinate monthly webinar trainings, including online presentation of Office 2010 training content.

PRIORITY 1: Fundamental Training Assets for Event Use PRIORITY 2: Drive Attach Sales Motion Assets for

* NEW: Microsoft PC Aisle Sales Guide Event Use
« Existing: Office 2010 Sales Engagement Script » Existing: Office 2010 Retail Demo Guide
« Existing: Office 2010 Pocket Guide « NEW: Key Features for Students Training PPT
« Existing: Office 2010 Standard Training Deck * NEW: Office 2010 BTS Offer PPT
(pre-loaded PC + starter upsell) * Existing: Microsoft Office POSA PPT
- Y,
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Fundamentals: Steps to Land Office Training

Training Road Map

Landing a Successful Back to School Training Program: Step 7

PROMOTE EXPERTZONE WITH UNREGISTERED

RSPS TO DRIVE NEW USER REGISTRATIONS!

Generate new traffic to ExpertZone to drive new registrations!

Levers include:

« Award Free Points to all New Registered RSPs: Provide RSPs with a promotional code that they enter on ExpertZone for “free”
points. Use as a method to recruit new RSPs.

* Develop Contest/ Sweepstakes Specific to New Registered RSPs: Print information about contests, promo codes or other
promotions and direct field labor, Gurus or account teams to deliver to RSPs in-stores or at training events. Let RSPs know that if
they are not on EZ already — that this promo is special for them.

« Event Integration: At every training event, be sure that ExpertZone promo cards are printed, offering free points and instructions
to register.

* Drive Buzz via Field Labor: Tell Field Labor to promote ExpertZone with all new RSPs, and generate excitement about all the cool
contests and prizes they can win by joining.

* Drive Buzz via Email Blasts and Reseller newsletters: Include ExpertZone promotions in targeted email blasts and reseller
newsletters — reaching out to un-registered RSPs.

Note: Full list of Office Demand-Generation samples listed on Office tab of the Content Roadmap
under the "Demand Generation" row.

o /
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Fundamentals: Steps to Land Office Training

Training Road Map

Landing a Successful Back to School Training Program: Step 8

B LEVERAGE FIELD LABOR AND EXPERTZONE TO DRIVE EXISTING

EXPERTZONE USERS TO OFFICE 2010 CONTENT ON SITE

4 N
Drive existing ExpertZone users to new Office content via integrated marketing campaign, plus ensure RSPs are engaging with Office
and with each other as a community.

Levers include:

+ Develop engaging Contests, Promotions, and Sweepstakes to Office 2010: Develop contest/sweepstakes tied to Office training
content, learning plans, videos, PC compare tool, etc.

« Actively promote ExpertZone Contest/Sweepstakes via RSP Awareness Campaign: Develop RSP awareness campaign that
drives RSP awareness of the cool prizes they can win by taking Office 2010 training. Communication vehicles include:

« Social Media Campaign Integration — Twitter, Facebook, ExpertZone forum posts

SINI4

* ExpertZone homepage banner ad placement — driving to Office page

ExpertZone Office landing page banner ad placement

MS Talk Newsletter integration

Targeted RSP email blasts
Distribution of Expert Gold promo cards through field engagement
+ Integration of content into field assignment

* Drive Buzz via Field Labor: Tell Field Labor to promote ExpertZone contests with all RSPs

\_ /
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Fundamentals: Training

Microsoft PC Aisle Sales Guide — With Office Content

This guide will be the primary PC Aisle asset for Face-To-Face training on the retail floor. Because the asset is leveraged for the entire

PC aisle it will include content from Windows 7, Office 2010, Windows Live, IE9, and Hardware.

4 N\
Office draft content from the Microsoft PC Aisle Sales Guide
Use this guide as a Leave-Behind at retail. For Office, the guide will provide a comprehensive monthly view of training updates, the
Office Sales Engagement Script, retailer-specific offers, and ExpertZone.
Front Back
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Fundamentals: Training

Office 2010 Sales Engagement Script
A key Fundamental Training asset is the Office Sales Engagement Script.
This asset is a simple and direct sales script that a RSP should leverage to sell Office.

Side 1 Side 2

[ a Microsoft®

f _d,r: Mliz:rosof.tm
—0.0ffice 2010 0. 0ffice 2010

The Message: The Facts:
Selling Microsoft Office 2010 with a PC.

Recommend a Windows 7 PC. Recommend a PC running Windows 7 + Windows Live to all
4 key things to tell all your customers customers, at a great price. Every customer should know:
« Windows 7 Simplifies everyday tasks
How to use this fact sheet « Windows 7 Makes new things possible
This fact sheet provides simplified step-by-step guidance to all customers when they are
purchasing a Windows 7 PC. For more comprehensive information, please contact your Microsoft Representative or visit
wwwmicrosoft.com/expertzone.

« Windows 7 Works the way you want
Windows 7 + Windows Live offers a great solution for
‘customers to help them create, connect, and share.
Customer Need: Say: =

“Purchase a Windows 7 PC" Recommend Office 2010 Many new PCs are optimized for Office 2010; purchase any
. Office 2010 suite to easily activate the preloaded software.
G with every PC sale.
I need a new « Purchase Office 2010 Disc or Product Key Card to activate
computer.” Home and Student, Home and Business, OR Professional,
|__‘_ | ‘ L ok « Preloaded PC is a PC that requires purchase and activation of
Word 2010 B 2010 PowerPoin® 2010 OneNote® 2010 Office suite; no software install or download needed.

« Preloaded PCs also include Word Starter and Excel Starter:

reduced-functionality versions of Word and Excel with rotating

Outiook® 2010 w2010 ads. NO PowerPoint, Outlook or OneNote.
“Full Office 2010 is NOT Review the Product Key Card with For customers purchasing a new PC, the Product Key Card is
’ . included on most new PCs” customers to start the Office PC a great way to start the sales conversation.
Is Office on | attach discussion + Recommend an Office Home and Business Product Key Card
new PCs?" F = "i 3 to customers who need a Premium email solution.
- i i

« All 3 Product Key Card versions offer a lower estimated retail

H - q price over the Traditional Disc product.
oL B & R e
Ouiook 2010 Publisher 2010 Access 2010

“Buy Office Home and Stude’r’n Upsell to Traditional Disc and/or
“Why should Product Key Card and Save! Premium suite.
| buy Office

Wod20l0  Bco 2010 Powerboint 2010 OneNote® 2010 1

Show your customer the value of multiple installations:

Traditional Disc Product Key Card

- n « Home and Student - 3 « For installation on 1 new PC only
today?” I See Store Manager PCs in one household « Designed to quickly and easily
for more information. « Home and Business and activate a PC preloaded with Office
Professional - 1 user’s 2010, Software download available
primary and portable PC for PCs without the preloaded
Office Product Key Cards have a lower estimated - - -

- License transferable software.
retail price than the Disc versions.

« License not transferable to new PC
3PCsin 1 household 1user/2PCs
“If you need Office for more than ‘Which one s right foryour customer? o Help your customers choose the Office that
“I need Office . 1 PC, purchase the Disc version.” ] et Protssonat-oaking documents best meets their needs:
for more than ] b 2010 8-ctcing spressects o hrts + Need an email solution? Promote the value
1pCr B PowrPoint 2010 mpactl presenations 0 of Outlook in Office Home and Business
. B onetot® 2000 rgrice ot s kormadon + Need to create marketing materials?
" Dutlooks 2010 Mniege caendar and amal Highlight Publisher, in Office Professional
13 publaher 200 Pofssions sty maketing e
.~ = = (A Accrs® 2010 Manage s
\ 3PCsin 1 household*

+ Need a database solution? Highlight Access,
in Office Professional
Luser/2PCs

for profit or orty
any government organization,

Please see the Office 2010 package for more information.
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Fundamentals: Training

Office 2010 Retail Pocket Guide

The Pocket Guide presents the fundamentals of Office 2010 suites, applications, features, and how/why to buy.
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Fundamentals: Training

Office 2010 ExpertZone Silver Learning Plan: Online Courses

The Expert Silver Learning Plan is designed to message basic product knowledge and selling skills around Office 2010.

e .| What's New in Office 2010 N St .| Why Recommend Office 2010
R Use this course to encourage Why to attach Office to every

What s sew im Slrressl] (0o 2000 Wiy ssdl Slmmedi Oiliee J8)8

customers to upgrade from T T . PC sale, and how to highlight

L T e———

a previous Office suite. . top features.

Mieroeoh- ExpartZens EABeorce Recommending the Mimach-ExpariEone _ ... Selling Office 2010
Right Office 2010 Suite [ — Focus on the selling motion—
Wrerminml i Highs (WTice JO0H Holti Elaws i Seil Ui 2008 . .
e e e s et Recommend how to match Bty e e e e how to initiate a conversation

about Office, and how to
recommend the right
. purchase method.

. Office suites to customers

R o ﬁw’i needs and usage.
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Fundamentals: Training

Office 2010 Standard Training Deck (Includes Preloaded PC and Starter Upsell Training)

Deck includes core content on Office Suites, applications, new features, and ways to purchase.

e A
This is the core training deck that should be the basis of every One-To-Many training. If you are Driving Attach Sales Motion in your
training, please include the seasonal decks as supplements to the Standard Office deck.

E;g.OfﬁE-él?O 10 Standard Office 2010 Training Deck

Retail Training for

Oftice 2010

- //
—_— —_ ¥ Note: Office Standard Training Deck at:
https://www.microsoftprosource.com/Studios/AssetStudio,
ViewAssets.aspx?aid=d2a0c/c1-6e11-4482-bf0b-570835805f5¢
N J

klOI Office 2010 F12 Q1 Retail Execution Guide 2011 Microsoft Confidential. For internal use only. Worldwide Retail Services )




Fundamentals: Training

Training Fundamentals Asset Library

FUNDAMENTALS

Steps to Land Microsoft PC Aisle Office 2010 Sales . Office 2010
Office Training Sales Guide Engagement Script L Pocket Guide
/= Note: File location not e

Product Hierarchy > — available at time of printing Product Hierarchy > Product Hierarchy >
Office > Office 2010 Back ~link will be available ' ot Office > Office 2010 Office > Office 2010 Launch
to School > Training mid-May 2011. Holiday Q2 > Training Materials > Training
Office ExpertZone Silver — Recommending the Right Why Recommend Selling Office 2010 Course
“What's New in Office _ _ Office 2010 Suite Course ~ Office 2010 Course _ _ _ _
2010" Course — — s

. ¥ an
Product Hierarchy > “ﬁ"""""‘“ Product Hierarchy > B o , Product Hierarchy > I ‘i!_ Product Hierarchy > I 'F*:f
Office > Office 2010 Launch j Office > Office 2010 Launch Office > Office 2010 Launch Office > Office 2010 Launch
Materials > Training Materials > Training Materials > Training Materials > Training
Office 2010 Standard
Training Deck (Preloaded
PC + Starter Upsell) g vy
Product Hierarchy > ‘! '
Office > Office 2010 Launch =
Materials > Training
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Drive Attach Sales Motion: Training—BTS Campaign

DRIVE ATTACH SALES MOTION ASSETS BUILD UPON FUNDAMENTALS AND PROVIDE ADVANCED PRODUCT CONTENT AND

SEASONAL CAMPAIGN TRAINING.

Back to School Office 2010 Key Features for Students: Fact Sheet

Fact Sheet details one academic use for each application. Sheet should be distributed at Retail to RSPs as an evergreen reference

for selling to BTS customers.
Side 1

L1 Microsafe
ra.Office 2010

Office 2010 Key Features for Students

Iﬁ-':_n_umwnmmn

Meprty tha Gat Notioed

3! Micrsoh Lacel 3010 A i
rERnE

Maks Duts Lavy-to-Usdermntend o

3 Micsouolt Poseruint 2000

|| Craats Cattoting Prowsntations

(N5 Microrats Omebioss 2010

Taie Mote to & hew Lessi

Side 2

Microsoft

[»] ;
a.O0ffice 2010

Office 2010 Key Features for Students

D) e .
CreWrall T W LT il T b - s
B.".'“""‘“".’“".'."""T”“ Jp——— 3

. " = . =
Crewepa sy Compietan I

!:_Hlumﬂlnﬂnm = -
-
Paalouiis Tarrglries iy
Lo s - 4

LT = L
[ T T
B o B o

M st 8 g s
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Drive Attach Sales Motion: Training—BTS Campaign

Back to School Office 2010 Key Features for Students: Pocket Guide

Pocket Guide outlines what applications are available in each suite and details a key academic use for each application. It also includes a SKU
Chooser for the applications. Guide should be distributed at Retail to RSPs to keep at-hand as an evergreen reference for selling to BTS customers.

M

a.0ffice2oo

Lol S LR

Excel PowerPoint OneMote
Zﬂlﬂ 2010 2010 2010

o5 P (A

Gmlu-ulr. Publisher
2010 2010 201&

For onlme frating
mierosoft.com/expertrone

a

W Pl LD e g
B fit D e 14 ey st
WY Powwrnin B ek et

B Omwitetn D Coprette i i b
O Dk OB Vwge oy 5 e

P} muiber 2500 Futwmoont g sy ety
A Boan FIE g st
Vi b e i

e it

Choosing the Right Suite
| P t

Putloqk ._'-!ﬂlﬁ

Coméersation View

|=- I _r| RUCh wWikh govtoes
IT gl picdesyinn

acaal Petworis, and

Vit -8
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Drive Attach Sales Motion: Training—BTS Campaign

Office 2010 Key Back to School Features for Students: Online Course

Course outlines how specific Office applications and features provide students the academic and social tools to make the most of their

scholastic experience.

Morosoft Enpertdore T PR
T U

W v o Reping (F¥an mprms 5o Basberst 3710, pmpsere o sl fowmy
[

Microsoft* ExpertZone £40ffice 200

=
Welcome to Office 2010 Key Features for Students . . © .

s em maeaa - b o —
- vy ety

By the and of this course you will ba able to: " —— erpr o st —
© i —
*  DHdcuss the key leatures in Qifice 2010 for Heied e —
Hudents.
' ] e - o
*  Halp studenis choose the Office 2000 wuite that's
right for thaem.
*  Recommand Microsoft Office 2010 with svery new
PCsale.

*  Anwwer cuslomery” comman questiona, i

rtet e e En e e e b e e (P 1D R R
[y a——"

Wy iy m— (B2 S T G

- -
S e 8 TR SR b ———
i m —y——

7] FWERTEE e e ﬂﬂ

RSPs should use this course to understand what applications and
features they should reference when selling to students or parents.

Note: Course does contain BTS Offer content. It references BTS Higher Ed Offer
on slide 13. Course should be pulled from all learning systems upon Offer end-date.

In addition, the course summarizes
how to upsell Office Home &
Business and Office Professional
through the applications/features
found only in those suites.

Also includes Fundamental steps
to upsell Office with every PC Sale.
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Drive Attach Sales Motion: Training—BTS Campaign

Back to School Office 2010 Key Features for Students: Training PowerPoint Addition

Slides outline which applications are available in each suite. Training slides should be integrated into the standard Office PowerPoint when
hosting presentations for resellers during the Back to School period.

Additional Back to School Campaign Slides

“2Office TT——
]

Microsoft Office 2010:
Key Features for Students

Standard Office 2010 Training Deck

paOffice o
Office 2010: A Greal Choice for Students

« Dellver the familiarity,
compatibility, and value
that sludents are looking
far,

* Innovative tools make i
gasy for students to
make reporis, projects,
and more shine

Includes highlights of the 'Key Features' course, formatted to best address a One-To-Many training

as a slide show.

Note: Deck does contain BTS Offer content. Offer content should be pulled from all trainings upon offer end-date.

zaOffice
Retail Training for

Office 2010

L1]
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Drive Attach Sales Motion: Training—BTS Higher Ed Offer

Office 2010 Back to School Higher Education Offer: Q&A Fact Sheet

Sheet outlines how the offer works and includes a set of commonly asked questions regarding the offer. Sheet should be distributed
at Retail to RSPs as a 3-step guide to messaging the offer, as well as a tool for addressing RSP and customer questions about the offer.

Side 1 Side 2

u._i‘,] Microsafr L) Microsfer
£a.0ffice2010 £0.0ffice 2010 Program FAQs

Office 2010 Back to School Offer mmw#
for College Students “'.;.J;'.;';.I'.';;;;;'.;..;,..

By & O g o Sheaws NSO el el ity pilaamses iR B P b s Wb r m*':-;n:;*‘-;q::n.:-. wheite Miss oy PighE o nor

Hevw the Offer Warks me.mnmwm . -

Q mmummn uudﬁm‘

bt arr? Ui e bty o (e s s N it

g Live wpsicrves adl praies o Frodich iy slich wifl s
T A T
L s
cl-mmmmmqummnmmmmm I
w il T e o et wrartyr 4 LT PRLOrIY T e Fuieni T
X o b Bebiny ol
Verify Student Status Online r, u,,.....—..,.z m.u,..h-mm.r
Ll TR S T R TR TR T e l:':..‘m‘;; by gl i | "'"ﬂ" Febeniit
Sp— " i & e
het puriume t Aigert Lt Fm—mmmmﬂhm
& m v 1] (e ab 1l SR SR
Ql-mnmmmmammuummm-MWJMH
whuﬂﬂ’m'\:l WWM'IH‘M#WMI-MM?
A b the 4 fres syl Cm onls be e =¥,
ru_-uq.u .n.-pul.ﬂ
Download 3-application Banus P il el P i st i i il
. L De iadénits subeed 4 il @il aeltieirte ClFis o aod Sudedl 1000 i ocder W gl theit foee
wc ey ry Pred s Oy b OFFee Padugrines wp plitatians
et i e Bheee froe anpooadinn iﬂmp Jprss A, ] A
o "wrndin” Mool Ghatingk 7 Wit it i dancline fir castaman 12 edesr thair fras sppiications?
el i A That st b gptans o s 140 Tl s i o § bbbt W1 [ el f [ prarmrprs
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Drive Attach Sales Motion: Training—BTS Higher Ed Offer

Office 2010 Back to School Higher Education Offer: O&A Fact Card

Card outlines how the offer works and includes a set of commonly asked questions regarding the offer. Card should be distributed at Retail to
RSPs as a 3-step guide to messaging the offer and be kept on-hand during the offer period.

Side 1 Side 2

Office 2010 Key S8 B fecam Office 2010 Back to =3 Bfficez010

Features for Students School Promotion for
e ek s College Students

Buy Office Home and Student 2010, download Qutiook, Publisher and Access - FREE

Which ©fice 2010 suite is right for your customer? it rotessional Th ree EaS}f StEpS:

| !ﬁ ‘Word 2010 Cresle Epacti aid wids 18GrEse: 58 Bl

[.'!m-'l el 2000 Craite ope-L ot hing 1ptradhRects sl thach

Buy and Activate

| ‘E PoserPoind TO10 Crestn imasctbul preentstion. y 4 = Custeomer buys Olfice Home anpd Student 2010

between oo 11— oo Ll

Ll
m Verify Student Status Online .
* Cislomer goes to wwwolfice com/ Jappbonus by sxfke/11 ta to verify

E Onekiote T010 Organ 2o atan nobi 3ad slgrmalas

| E Outiook 2010 Masse wa'lple sosbd sddrerner, Orgaviee pisool and vorsl daesdass
| [F3 publicher 1010 Croste prolessnns maity Fyen. newvetiens asd mave.

; t : - .
{&f Toaik s g a wed data for [ty 1 sl izl et

Tethnlcal suppert mcludad 90 days

Download Outlook, Publisher and Access - FREE

» Cuslomer receves new Product Key Lo download thair free olfer.

Tt i e e oy P L PO b 08 o TR, 1 iy e e e W

A oo waard. Ve —w i oy o s O
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Drive Attach Sales Motion: Training—BTS Higher Ed Offer

Office 2010 Back to School Higher Education Offer: Online Course

Course outlines the 2011 Academic Offer—Buy Office Home & Student and download Office Professional Academic edition for free.

Course outlines Terms & Conditions and how to use the offer as a selling tool when talking to BTS customers.

Microsoft* ExpertZone
[ wroouenion

Welcome to the Office 2010 Back to School
Promotion for College Students coursel

By the end of this course you will be able o

College Students to Four (UsTomers.

= Describe how tollege students can benefit from
Microsott Outioo, fcoess, and Publisher,

RSPs should use this course to understand what the
academic offer is, who qualifies, and how it works.

= Explain the Office 2010 Back 1o Sthool Pramation for

Micrcsaf Expertione

I_.-::M
oA Officeznin [= i I : :

- RS
Wmsoft Expentiion 1 BT o
[ e bt I
Fhe ize Bt £ Lotza) Fegrioise ter Dofage SrusTrd
B - - IR
dear Byl
[t S S —
. s o g g e s e 4 e
e i i L Rl ol T kA
e ¥ ket et
PR —
e b g et i o sl
a . - oo

In addition, course details
commonly asked questions
regarding the offer.

Also includes how to attach Office
to every PC by using the offer as a
key selling tool.
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Drive Attach Sales Motion: Training—BTS Higher Ed Offer

Office 2010 Back to School Higher Education Offer: Training PowerPoint Addition

Slides outline the Higher Ed Offer, Terms & Conditions and how to use the offer as a selling tool when talking to BTS customers.
Training slides should be integrated into the standard Office PowerPoint when hosting presentations for resellers during the BTS period.

Additional Back to School Higher Education Offer Slides

Standard Office 2010 Training Deck

saOffice _ SAOffice 0
. The Office 2010 Back to School How It Works

r Students can claim thelr free soft th th 3 slaps
Promotion for College Students et uabsmartoosarsusials ol iredens

1. Buy and Aciivate Office 2010

| «  Qualfied studenis mus! buy and aclivalo Oifice
0 . A0 within fry Boamil promotion porod
| - ] | 2 Verdy Student Stahs
e + Wity onfinag al w office comiZapobonus

3. Dewninad Cullonk 2070, Access 20100 anct Pubiisher

i : \ 2010 for fiwe!
- L]
| 5 ! Remembar — the redemption deadline is 4 weaks after

the and af the promotion perod!

Promo Offer Cover Slide from Offer Deck

. ! i
| !
— — Lt

e T

Retail Training for

Office 2010
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Drive Attach Sales Motion: Training

Office 2010 How to Sell Fact Sheet & Why to Sell Fact Sheet

How to Sell Fact Sheet Details Why to Sell Fact Sheet Details

How RSPs message Office to customers during the sales Explains options in Office suites and packaging that make now the
motion—from straight software purchase to PC attach, best time for a customer to purchase Office 2010. Provides RSPs the
the sheet summarizes how to present the best Office knowledge to communicate the options with confidence at retail.

options available to customers.

L . L) Micosaf
a.Officeo10 oa.Office2010
How to Sell Microsoft” Office 2010 Why SE" Mtcmsoft DfF ice 2{)1{]'?

mwmﬂwmxmmm m o -_- ‘*

mmmhmm“mm’\:“

P oottt - - e

R

B L AT TS A 4...|

T ——
P FomuP s R b b pumr=atars
N, Ompierge I rgaion wmms gt s men
T Gt WIR i cana

i Bt W Bty oy Topst o mme#
W e (g
L = an g 1
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Drive Attach Sales Motion: Training—Demo

Office 2010 Retail Demo Guide

Demo Guide instructs RSPs on how to utilize Demo PCs if they have access to a Demo PC with Office 2010 full suite (not Starter) running.

The guide features key demos for each application of Office 2010.

B —

=a.0fficexn0 stanidial

W (P N
o] P3 &

Summarizes new
Office 2010 features

Office 2010

Details new applications tasks

Powe rfnin'.t IZI.]!.FI in Step-by-step format

Video-editing Toals

] "'v—lu- ----- o - Ml g e
e 1 Fom e
¥ Ealh o i by ™ rn o
Far online training visit: A
microsoft.com/expertzone
d T v Ay
I i v o D JOID mrtey
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Drive Attach Sales Motion: Training—Genuine

Office 2010 Genuine Fact Sheet

RSP uses the Fact Sheet to learn what Genuine Office is, and why to recommend it to customers to assure the best value, protection
and quality for the customer.

Side 1 Side 2

L '1,: i 1] Microsoft
naO"#fce 2010 oa.0Office2010

Ofﬁc_e G_enu_i_ne Sell Sheet

Bt e B b | eyt

ama vy e p—

Why Genuire Marosoh Office 20107

Benefits of Using Genuine Microsoft Office

e b - b Perceived Customes lmsues
Genuing Vahus: Custamens want fhe besi deal = the most for heir monsy. But, when purchasing ron-gemine

L gerum Wicroask O o 2 LR i b - software. customers may putentaily have o pay sver mane o the roed (o pesclise raon-genuine axues than
. ' o * + L A 1 eheey had pusr Fased gumuine st the ourses

+ et e WMo G Froe g o - ' 1 Gonuing Quality: Cuisomers s nat gusmenend acceis and usige of all sxftvars fnstunes and benefis with
- - - vatan eyl e Lo i -geewiine softkane, wen though they beles shat they are. Addsianally when coumterfot products are
roadify aailable, customers assume shan & Hisle dsk in puschasing them

Genuine Micromalt Office v Nan-Garaine | TH Tt o e R
Wl 4 @ e i iy il W el Orlfag® The lasosr product featumes and nupparr am avadathe sechshaly wich gemuine Micosoft Ofce H00.

Rechuce risks of data cornaption and subsequent recovary, which can be costly and time-consurring.
W ith gerine Microsoft Ofice yi get sveryshing you pald far and rathing hs. This cam mesi in spanding less afinr

a4 8 My Copy o Metroes® Uftaa and maney upEaTng your BCand becaming mory productie m getting things done
. o C ) Confidence when purchasing from a reputable source.
I " Purrhare Micmanft softwase fiom & mputabls source shat you Jonow and e Althcogh T may seem ke 8 good dus

o purchase softwars fem oniee auction sees or to dowiaed from unautkonoe websites, thees “good dests™ can
oost you moee i the long rm

‘e o dcatons o  Comasar Loy o Wiyt Dffa
g e ol Aurt i Works e ity supposed to work,

Whan you use gening Microsaft Dice, you geta high qualiny esperience that perfoms e it was dessgned.
Riskes iof Uking Mon-Gerlne Soltwe Enjoy with confidence in proven technalogy.
e piiteshind it il b 1 - \Wihen puschasng genuine Microsol Office. wou can expect bo enioy the high qualic experiencs shat millons of
e i) preiva e o o e by “ wihans arcund. the warid maltae svony day. An irsessmant in genine Office helps you protect the things shat matier
b o] mosE
[ — Protect your data

Uing penuine Microené Offics recuces the nsk af unespiained duta ks o comupton; kelp probct poer it by

Mgty grmm pod S eErm ghure. burginig periies MCTOSDF! softewre foom an suthorized reseller
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Drive Attach Sales Motion: Training—Gold Learning Plan

Office 2010 ExpertZone Gold Learning Plan: Online Courses

The Expert Gold Learning plan courses provide RSPs with a detailed understanding of advanced features and selling approaches.

Office 2010 Applications

Selling Office with a Preloaded PC

Office Advanced Selling Course

Microsaft: ExpertZone

Cffice 2010 Applications Course

Mo maiter how fenller pour cuaiomers e with Micooeaf 0% oppécaliona
T o0 SERe 0 A BOOUT I BOWT N B0 TP RaILed
wvglnha v Ot 2010

W (x5 (P (N} 05 B3 [AD

By o ond of this eaurse, you Do alie fa:

Exslain ey rew leatures svelalbie s Ofios 210 pplealiess

Hixg Yo customirs chooms e mulie witn I apoiatons Tuy reed

Office 2010 Applications
Outlines the seven applications of Office
and details scenarios for using each.

BB

Microsoft* ExpertZone

CUH CALATC T | REL L CFPES D

EAOfficezn

Salling Office 2010 o Customers Purchasing a New PC

This CORTEE i) SEEIGNES T IS you how 0 sucovscly el Dfice 2010 wiss sy

it PL, Biduseg PLE preiteded win Ofics 2NG
W |

Crpdain whal an Ofics 2010 creloaded PC mesm= o

o st

Dwacra e i REtaln A Office 2010 praisaiss
PO wirg & Prdus) ey Cairl or Teadisedoes Dise

Deysore whvl 8 Produst Fay Ced i and ey
cifprerces from B ToaSonsl Do

Prope y posiion Womeo® Dfoe Harer and
RN AT Gl

Microsoft ExpertZone CaDMe
Lo

Salling Microsofi Offies 2010
ThiS ooPsd i Sengrind ib 68 Fisi N0 0 WADEFUIL sl 0% JTAD 1T poied SLEEFOTs
Thers ary fue mizoy

m Aak yoer cuaicormn I they wee Microsof Word, Excell PowerPoinl. of Cubock
m Hgh T re EELTE I e EPEITRESTE (UF EURTYRST LR UL AN

Focis ea Oulossy 271 T o siar, ihe confmenaton with Ofice Homs and
Bispness 20

Drivs upsed io Ofcs Peofeascnal By locusng on Publahee and'or Access, OF
iyl i O Heess and Ruoen|, Bednieed B ighl auds

Rasommend affed T Produc Koy Card {ogion for now PC i) of the
Teacitional Disc dopton lor new PG tuyes ard Ofics upgraders )

Q@ o - D0

Selling Office 2010 with a

Preloaded PC (Starter Upsell)

Defines what a Preloaded PC is, and outlines how
to up-sell a PC customer from Starter to

a full Office suite.

Office 2010 Advanced Selling Course
moves beyond basic selling motion
Details how to sell specific features to
specific customers. Further details Product
Key Card and when to recommend.
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Drive Attach Sales Motion: Training—POSA

Point of Sale Activation (POSA)

Fact Sheet defines POSA, outlines POSA products, and highlights FAQ's.

Side 1

fmiresacmon, 1o FOSA (ot ol fale Agvramion)

What is POSA?

Fourt o L A & e gy il Wt il

WO E1SC INEIDE: w50 . ==

Mindows 7 &ryime Liparate

O EHEL IMTUDE |4 =

. ¢ Weac 2011
SOFYARE DNAL INUDIE Fes it s E
" i ] [y

Side 2

Intreduction to Microsoft Point of Sale Acthvation (POSA)

The Microsoft POSA Customer Experience

Y O 2

freg 1 S 2 Sup 3
Select Purchase Rntrieve

Microsoft POSA-Enabled Products

Designed for prefoaded PCs Lipon
jpuschige, the PIN irdide POGA
packsge is unkocked. The PN is used LPC urdoes imternal PIRL Nurmiber
o retrivee the Product Key which s used to retrieve Product Key,
seltware, Office whith activaties sysiem upgrade.

POGAE mvailable i Home and Winchows 7 POSA is avaiable in
Shudent, Horme and Business, and Higrme: Presmivr, Professonal, and
Proskesisicmal editions. Litrrabe editions.

L 963017

Far ackirscoual dorTroaBan (i Lt w10

irep 4

Mativate
Clstomes selects 4 Customer purchaces & Customar eaters FIN Cusiome: erfers
POSA-enabied POSA-enabledt prodit eline o retrieve Pradud Kay b activabe
product. uriacking Fil inside. Product Key: the product.

Saftwars Lie: e

Ciffice for Mac 2011
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Drive Attach Sales Motion: Training—POSA

Point of Sale Activation (POSA), Continued

A new ‘Office-Only’ POSA course has been created. This course should be offered to those Resellers that currently only assort Office 2010 POSA.

Flash Card

How to Sell Microsoft POSA Products

Training Deck

POSA (Point of Sale Activation)

Utilized in support of Fact Sheet
(previous page)

Microsoft ExpertZone couu cuner

Introduction to Point of Sale Activation [POSA)
Thit enUr 18 seagned i prowiide yu

with cnfarmatics on the Mecrosolt POSA

ruta] enpcience

Alver Commpletion of i couse e will

-
= lad
B e
3 yressvmedl e FOAA wean
2 it sl 5 Pt eily commanaty the Wy e -

anefs of POEA, e
B Wi iknl B 15 e ey PO 1wl

dhpbe @y currrtes e e o,
& e e b corfidetly ebt e coriie

murttem i tacust POTLA,

Microsoft’ ExpertZone

COUREE O R T

Introduction to Point of Sale Acthation (POSA)

Trin foure o dengred B S e yeu nith
infarmation om the Wiorool] PORA ralal
aEinEnge,

Course illustrates what POSA is, how

it benefits stores, and which Microsoft
commercial products are POSA-enabled.
Course also contains POSA FAQs based
upon real-RSP feedback.

Training Deck outlines the highlights from
the POSA course. Deck can be utilized for
One-To-Many trainings.
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Drive Attach Sales Motion: Training—FEvents

Windows, Microsoft Representatives, Events

For regions that incorporate One-To-One or One-To-Many event trainings— All Microsoft field trainers are qualified to deep-dive on the
Attach Sales Maotion, as well as upon advanced Office application questions.

If an RSP has a commercial training Rep regularly visit their store—that Regions/Resellers can arrange for Microsoft Retail Services to present
Rep will distribute current training materials, provide product highlights, at One-To-Many Training Events. Office 2010 Fundamentals and
and answer questions from store personnel regarding Microsoft products. Advanced content is presented by Rep/Trainers at these events.
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Drive Attach Sales Motion: Training

Training Drive Attach Sales Motion Asset Library

BACK TO SCHOOL CAMPAIGN

Key Features for Key Features for Key Features for Key Features for
Students: Fact Sheet — Students: Pocket Guide Students: Online Course | Students: Training
— y PowerPoint Addition
Product Hierarchy > Office i; »s Product Hierarchy > Office Product Hierarchy > Office Product Hierarchy > Office
Office 2010 Back to — e Office 2010 Back to Office 2010 Back to Office 2010 Back to
School FY11 > Training School FY11 > Training School FY11 > Training School FY11 > Training
Q&A Fact Sheet — Q&A Fact Card e T Online Course Training [ —
Prp— L1l - - PowerPoint Addition —
= - ; E&
Product Hierarchy > Office ':'_ §- | Product Hierarchy > Office = =— Product Hierarchy > Office [ Sw_ | | Product Hierarchy > Office || -
Office 2010 Back to -— Office 2010 Back to =— A Office 2010 Back to- Office 2010 Back to- -—
School FY11 > Training School FY11 > Training = School FY11 > Training School FY11 > Training .

klls Office 2010 F12 Q1 Retail Execution Guide 2011 Microsoft Confidential. For internal use only. Worldwide Retail Services J



https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=3a532081-96a9-40a7-acf3-1d9dda921384
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=3a532081-96a9-40a7-acf3-1d9dda921384
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=3a532081-96a9-40a7-acf3-1d9dda921384
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=16413c75-0832-48f0-bbab-85efb41ca175
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=16413c75-0832-48f0-bbab-85efb41ca175
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=16413c75-0832-48f0-bbab-85efb41ca175
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=955999b4-ffe4-4887-9675-2e2797ad40f5
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=955999b4-ffe4-4887-9675-2e2797ad40f5
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=955999b4-ffe4-4887-9675-2e2797ad40f5
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=3f812c39-ab4e-4d1c-a3fc-7290d8979187
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=3f812c39-ab4e-4d1c-a3fc-7290d8979187
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=3f812c39-ab4e-4d1c-a3fc-7290d8979187
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=02735d29-7fd0-4f0d-a3c6-81f3bd900b05
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=02735d29-7fd0-4f0d-a3c6-81f3bd900b05
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=02735d29-7fd0-4f0d-a3c6-81f3bd900b05
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=4d841f0e-931d-4193-8270-d95fa62533a0
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=4d841f0e-931d-4193-8270-d95fa62533a0
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=4d841f0e-931d-4193-8270-d95fa62533a0
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=7091d3ec-21ae-4ed5-95d8-9b17cba2c53c
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=7091d3ec-21ae-4ed5-95d8-9b17cba2c53c
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=7091d3ec-21ae-4ed5-95d8-9b17cba2c53c
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=db4b6f48-e8be-4d61-a761-391ad9f51640
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=db4b6f48-e8be-4d61-a761-391ad9f51640
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?aid=db4b6f48-e8be-4d61-a761-391ad9f51640

Drive Attach Sales Motion: Training

Training Drive Attach Sales Motion Asset Library

MISCELLANEOUS

Office > Office 2010
Holiday Q2 > Training

Office > Office 2010
Holiday Q2 > Training

POINT OF SALE ACTIVATION (POSA)

Fact Sheet

FEC

Product Hierarchy > RSP
Training > POSA Training

Flash Card

Product Hierarchy > RSP
Training > POSA Training

Office > Office 2010
Holiday Q2 > Training

How to Sell Fact Sheet — Why Sell Fact Sheet Genuine Fact Sheet Retail Demo Guide
=T, . L = LT
— e
Product Hierarchy > | = Product Hierarchy > . H Product Hierarchy >
Office > Office 2010 Launch " Office > Office 2010 Launch Product Hierarchy > . I Office > Office 2010
Materials > Training Materials > Training . RSP Training > Office Holiday Q2 > Training
ExpertZone Gold ExpertZone Gold ExpertZone Gold
Learning Plan: Learning Plan: - Learning Plan: B
Applications Course Preloaded PC Course P Advanced Selling Course
Product Hierarchy > Product Hierarchy > Product Hierarchy >

Office Point of Sale
Activation (POSA) Course

Product Hierarchy > RSP

Training > POSA Training

Training Deck

Product Hierarchy > RSP
Training > POSA Training
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BACK TO SCHOOL FIELD LABOR

- OVERVIEW
- FUNDAMENTALS
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Overview: Field Labor

3 Star Field Labor Execution Priorities

-~

-

*

Audit MDX (Quarterly)

Install/Audit Visual Merchandise (FDO/
Product & POP placement) (Quarterly)

Distribute training collateral

~

K

* %

Train Field Labor teams via annual
Train-The-Trainer meeting

Evangelize ExpertZone
or retailer LMS

Measure & Monitor
Field Performance

Execute Face-To-Face One-To-One Walk and Talk
RSP Training and distribute training collateral

Audit/Repair Displays

Install/Audit MDX
(Monthly)

Install/Audit Visual Merchandise (FDO/
Product & POP placement) (Monthly)

Distribute training collateral

(

* %k

Support in-store
selling & demonstrations

Gather & report on
competitive Information

Execute Face-To-Face One-To-Many RSP
Training events & distribute collateral

Train Field Labor teams via
bi-annual Train the Trainer meeting

Evangelize ExpertZone &
distribute Promo Cards

Measure & Monitor
Field Performance

Execute Face-To-Face One-To-One Walk and Talk
RSP Training and distribute training collateral

Audit/Repair Displays

Install/Audit MDX
(Monthly)

Install/Audit Visual Merchandise (FDO/
Product & POP placement) (Monthly)

Distribute training collateral

_
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Overview: Field Labor

Worldwide Field Labor Program Strategy

Microsoft Worldwide Field Labor Programs should be designed with the following strategy in mind:

Develop field labor coverage models with a training focus to increase product knowledge, ensure brand advocacy and ultimately

drive sales.

Microsoft Representatives need to be highly trained in-store product experts who evangelize the Microsoft brand image at retail.
They influence Retail Sales People (RSPs) to adopt the behaviors and attitudes that elevate all Microsoft products and drive sales.

The following key components sum up the mission of any Microsoft Field Labor Program:

* Training Increase product knowledge and how to sell Microsoft products at retail
+ Advocacy Instill a strong belief in the Microsoft brand

* Brand Presence Protect all Microsoft brands and the space they occupy at retail

A strong execution of these three core tactics will ensure a path to increased sales.

IMPLEMENTATION PROCESS

OBJECTIVES PROCUREMENT TRAINING DEPLOYMENT

* BG + Vendor Selection + Orientation * Vendor management

* Channel * Recruiting * Monthly assignment * Field management
+ Coverage model « Conference calls « Performance measurement
» Equipment * Online (ExpertZone) * Program measurement
« Uniforms + Group event
+ Data collection
* Reporting
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1. Train all Field Labor teams on Office 2010 and Back to
School messaging

2. Deliver Office Walk N Talk One-To-One and One-To- 2. Communicate programs and drive support
Many trainings of collateral materials:

« Office Back to School Offers

1. Train all Field Labor teams on Drive Attach Sales Motion

3. Deliver Office 2010 training collateral materials to RSPs . Office Included in the price of the PC
Drive RSPs to Office online training courses on + Save Now with PC
ExpertZone or Retailer LMS training sites « Always Ask/Dare to Ask

Leverage relationship management to drive RSP advocacy

Ensure software planogram is assorted with
the appropriate FDO or FPP SKUs

7. Ensure PKC is assorted in PC area with pricing visible
8. Install Office 2010 POP/End Cap displays
9. Maintain category brand presence

10. Install current MDX on all Windows 7 demo PCs, and
install Office Pro 180 Day Trial on 2 PCs in each store

Visual Merchandising on pages 53-75
MDX on pages 76-82
Training on pages 83-119

11. Provide metrics/reporting

For detailed Field Labor Measurement see page 168.

Note: For full Field Labor instructions see Field Labor Playbook:
http://edweb/retail/edretail/TeamSites/Corp/WWRS/fieldlabor/ layouts/WordViewer.aspx?id=/retail/edretail/ TeamSites/Corp/WWRS/fieldlabor/Documents/Field%20Labor%20
Playbook%200310%20v2.x&Source=http%3A%2F%2Fedweb%2Fretail%2Fedretail%2F TeamSites%2FCorp%2FWWRS%2Ffieldlabor%2FPages%2Fdefault%2Easpx&DefaultitemOpen=1
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Office Offers

Office Offers for FY12

Overview

Four Office offers are available to help promote Office in FY12

* The first is the Higher Ed or BTS Offer which is fully described in
the BTS section of this guide, along with assets and guidance.

* Assets for the other offers will be created prior to the
appropriate season.

Benefits
* Awareness, partner mindshare for peak selling seasons
« Corp designs, Microsoft fulfills
» Cross channel enables broad promotion, demand gen
* Timing Guidelines:

- Three offers per year

- No more than one offer in market at a time

- BTS—6-8 weeks

- Office + Mouse—6 weeks, Holiday only

- H&B + Publisher—6 weeks

- E-Learning—6 weeks

For details visit //OfficeOffers

STUDENTS SMALL BUSINESS

For Back to School

Purchase Office Home & Student
and get Outlook, Publisher, Access
Free For College Students

For Holiday
Free Microsoft mouse with the purchase
of an Office suite (hard bundle offer)

FREE HARDWARE FREE TRAINING

For Back to Business
Purchase Office Home & Business
and get Publisher Free

Multi Seasonal
Free e-learning classes with the
purchase of an Office suite
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Office Included in PC

Office Included in PC

WHY

PARTNER TYPE

TIMING

LICENSE TYPE

CUSTOMER OFFER

INCENTIVE
PARTICIPATION

REQUIREMENTS

100% attach on Office Included PCs
Aligns with Unassisted and online sales motions

Best for Unassisted, Mass Merchants, Retail.com, Etailer
Must meet program requirements

Deal driven, 4-6 weeks burst offer
Chosen PC models are Office Included during burst

H&S PKC and H&B PKC in Developed Markets
H&S FPP and H&B FPP in Emerging Markets

“This PC includes a full version of Office H&S 2010 (ERP $119 or Save $XX on total bundle)”

Sell thru rebate for Office Included PCs sold during burst period only

Reporting of Office Included PCs sales during burst
PC messaged as “Includes full version of Office H&S 2010”
Marketing plan—ads, training

Note: Comp/ete program requirements available on Off/ce Concierge at:

Assets are currently being
created for this program and
will be posted to Prosource
upon completion.

u|dance%2FFY12%20RetalI%ZOGU|dance Ox01200042AAF95B92708F4097292194846COA30 {F2BA6D12-B449-4D79-AFFA-DD678D0922DD}
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http://sharepoint/sites/OfficeUnmanagedConcierge/Guidance.aspx?RootFolder=%2Fsites%2FOfficeUnmanagedConcierge%2FCorp%20Guidance%2FFY12%20Retail%20Guidance=0x01200042AAF95B92708F4097292194846C0A30={F2BA6D12-B449-4D79-AFFA-DD678D0922DD}
http://sharepoint/sites/OfficeUnmanagedConcierge/Guidance.aspx?RootFolder=%2Fsites%2FOfficeUnmanagedConcierge%2FCorp%20Guidance%2FFY12%20Retail%20Guidance=0x01200042AAF95B92708F4097292194846C0A30={F2BA6D12-B449-4D79-AFFA-DD678D0922DD}
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Premium Mix Incentives

Premium Mix Incentives

PARTNER TYPE

TIMING

LICENSE TYPE

CUSTOMER OFFER

INCENTIVE
PARTICIPATION

REQUIREMENTS

Drive incremental revenue for Microsoft and Retailer
Incent and reward premium mix growth
Provide funding support for premium focused execution, marketing

Assets are currently being
created for this program and
will be posted to Prosource
upon completion.

All Managed Retailers

365-days a year / Always On
Base Co-Op can be paid monthly or quarterly
Bonus Co-Op must be paid quarterly

All premium SKUs—H&B PKC, H&B FPP, Pro PKC, Pro FPP

None—the rebate is paid to the retailer as Co-Op, to be used only for approved
marketing activities

Co-Op paid on each premium unit

Consists of Base Co-Op paid on every premium unit regardless of premium mix +
Bonus Co-Op that depends on premium mix

Co-Op can be used only for approved marketing activities

Partner commits to execution/marketing KPIs
Partner provides an upfront marketing plan for premium SKUs

Note: Comp/ete program requirements available on Off/ce Concierge at:

U|dance%2FFY12%20Reta|I%ZOGU|dance OX01200042AAF95892708F4097292194846COA3O {F2BA6D12-B449-4D79-AFFA-DD678D0922DD}
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Save Now with PC Program

Drive Purchase of Office with the New Save Now with PC Program.

The Save Now with PC program can help partners drive the purchase
of Office with all PC sales. This program extends a discount previously
available only to Depth Partners to any partner who meets the
requirements. This Save Now with PC program discount is only
available on Home and Student PKC with the purchase of a PC.

BENEFITS OF THE PROGRAM

Best time to sell
* Customers want Office with their new PC.
» Customers mistakenly believe full Office is already on the PC.

* First chance sale of Office with the PC is the best chance
to sell Office.

Best time to buy

* Customers get a lower price on a Product Key Card (PKC)
over Full Disc every day. The PKC is designed for purchase
with a new PC.

» Customers are more satisfied with their PC purchase and
their retailer when they get Office with their PC.

Never been easier

+ The additional Save Now with PC consumer offer supplements
the everyday Product Key Card value prop by strengthening
the customer’s sense of urgency to get it now, which helps
close the sale today.
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Save Now with PC: Online

Online Assets

BACK TO SCHOOL

4 )
Office 2010 Back to School Offer Attach Banners (Save Now)
Lo Wit -y
|J L ok
neOffice L2 office
BUYING A PC? —
SAVE NOW ON OFFICE 2010. |
ONLY $XXXX.*
“Offer valid X4/ to XUXXK m
J0ffice gaofice| | NOW
on Office
SAU.E NOW e BUYING A PC? 2010.
on Office 2010.
T SAVE NOW ON
OFFICE 2010. L P
i
*Ofter valid X000 to XX
- J
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Save Now with PC: Visual Merchandising

Visual Merchandising Assets

These assets are available for POP display to promote the

Save Now with PC program.

s

Fact Tag Lugon

Bary Office Hoese and
Student J010 Produsct

i P, far DMLY 100

\_

Ky Castd Loclay, with &

Baiy & Procuict Ky Cand
oy weiith yor new PC AL

-

~

Channel Cards

SAVE NOW

Buy Office Home and Student
2010 Product Key Card today.
with a niew PC, for ONLY SX0;

Buy a Product Key Card today
with your new PC for a GREAT
VALUE on Microsoft Office 20100

K
Monitor Toppers

By Office Homme ared
Shudwnt BI10 Preciuct

SAVE
NOW

i ML o OMALY LXK

My Canred deary, withy o UL

Bury Ofice Homss el
Suithert 2000 Preschict
P ———
vy P o DLW 2000

ary e Aoy it &
s P foor Gy S 8

-

T .

Need Microsoft

My Cand far DRLY

OUTLOOK?

Wary Office Homss snd
Burslmesn 2010 Predusct
K

Berg My o pret

el MTID

Karp e ey i 5 |

Pumbe] heh |

P e £ P R
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R
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/
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Save Now with PC: Visual Merchandising Evergreen

Visual Merchandising Assets Continued

These assets are available for POP display to promote the
Save Now with PC program.

\
Placemats

4 N
PDQ Trays

Two-tiered PDQ

Single-pegged PDQ

Un
il

Don't fonget Wcseaoh Dffce

By i Mosttee asid

Stuclaent HIT0 Product H—
Ky Cardd tosdary, with o [EIRISKIGR]
ey P, for DMLY 5200 S

Dury Office Home and
Stidend 2010 Product == miliff
Ky Cord torclary, with s SRS
ruewy PO fowr ORELY S0

N e J L y,
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Save Now with PC: Visual Merchandising

Visual Merchandising Assets Continued

BACK TO SCHOOL

e I
Poster Monitor Topper Fact Tag Lugon
ES.Dfﬁ"C_E o oo LACHEE
SAVE NOw =)
SAVE NOW e SAVE NOW
Buy Office Home and Student 2010 LEETm—
with your new PC today e — M |
NOW ONLY $XX Tent Card Monitor Blade
SAVE $XX ; /
SAUE NDW Do more with Office 2010, E
e SAVE
33_ T NOW
T e
} ﬁ'} s s —
Front Back
N J

Note: Several assets are combined with the Higher Education Offer
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Overview: Always Ask/Dare to Ask

Always Ask/Dare to Ask Program Overview

Program Objective:

The Office 2010 Always Ask/Dare to Ask program is designed
to drive Office attach by increasing the mention of Office 2010
during the PC purchase process.

RSP/Retailer Motion:

During the PC purchase process, RSP, Cashier and/or other
employee designated by the Partner must offer/mention Office
to the customer before the customer pays for the PC. To verify
that they asked the customer about Office, the employee should
stamp the receipt, invoice, or other applicable paperwork.

Customer Eligibility: (Retailer should define the eligibility
requirements/T&Cs, but here are recommendations) Program
applies to customers purchasing a new PC only. If store employees
fail to offer/mention Office to a customer purchasing a new

PC, the customer is eligible for a free copy of Office. The free
offer should be limited to the day of PC purchase only—if
customer returns the next day, he is not eligible for the free

offer. Customers not buying a PC are not eligible for the offer.

Eligible “Free” SKUs:

Microsoft will provide the retailer a few free copies only of
H&S PKC at the start of the program. If the retailer decides
to extend or change the offer to other SKUs, they must
fulfill the free copies from their existing inventory.

Partner Eligibility:

Partner must commit to the program for a minimum time
period defined upfront (i.e, 3 months, 6 months). They
cannot opt out of the program after they have given away
the Microsoft-subsidized free copies. If initial free copies
are used, Partner must provide any additional free copies
of Office Home & Student 2010 at their own cost.

Note: Local LCA approval required

PROGRAM BENEFITS TO MICROSOFT

* Increases Office mention rate, which is key driver of Attach
* Helps to land attach sales motion and drive Attach
+ No pricing action needed

PROGRAM BENEFITS TO PARTNER

* Motivates RSPs to mention Office, which is a key driver
for Attach, and therefore incremental revenue

* Enables attractive consumer offer
 Low cost to retailer if executed well

For full details and information on the Always Ask/Dare to
Ask program please follow this link: http://sharepoint/sites/

OfficeUnmanagedConcierge/Corp%20Guidance/FY11%20
Guidance/Managed%20Retail%200Q2%20Save%20Now %20

with%20PC%20Program%20-%20Brown%20Bag%20Deck.pptx
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http://sharepoint/sites/OfficeUnmanagedConcierge/Corp%20Guidance/FY11%20Guidance/Managed%20Retail%20Q2%20Save%20Now%20with%20PC%20Program%20-%20Brown%20Bag%20Deck.pptx
http://sharepoint/sites/OfficeUnmanagedConcierge/Corp%20Guidance/FY11%20Guidance/Managed%20Retail%20Q2%20Save%20Now%20with%20PC%20Program%20-%20Brown%20Bag%20Deck.pptx
http://sharepoint/sites/OfficeUnmanagedConcierge/Corp%20Guidance/FY11%20Guidance/Managed%20Retail%20Q2%20Save%20Now%20with%20PC%20Program%20-%20Brown%20Bag%20Deck.pptx
http://sharepoint/sites/OfficeUnmanagedConcierge/Corp%20Guidance/FY11%20Guidance/Managed%20Retail%20Q2%20Save%20Now%20with%20PC%20Program%20-%20Brown%20Bag%20Deck.pptx

Overview: Always Ask/Dare to Ask

How the Program Works In-Store

* Customer is buying a PC
* RSP and cashier mention/offer Office
« If customer not asked about Office, customer eligible for free copy of Office Home & Student 2010

Note: Customers not buying a PC are not eligible for the offer.

KAssisted salel
RSP offers/mentions RSP stamps receipt, Customer not eligible
—> Office w/PC invoice or order form for free Office
OR
RSP forgets to I Customers takes PC
mention/offer Office to cash register
Cashier forgets to Customer purchases Customer eligible
offer Office the PC il onies
v | (same day only)

Cashier checks if
customer buying a PC
: . Cashier stamps ‘ ustomer NOT eligible
. Cashier offers Office for free Office
Non-assisted sale

Customer buying a PC
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Always Ask/Dare to Ask: Visual Merchandising

Visual Merchandising Assets
s ™

PC Aisle -4 Office

AR 1Y SALAT

=] IMAGINE
IMAG IN E m::’ what you can do.

fo oo e
what you can do. PC Purchane? Get Office 2010 for your new PC today.
B, i P LSS
Get Office 2010 T A - ek
for your new

PC today. *Offer applies to Office Home and

Student 2010 Product Key Card

Channel Card (5x7, 4x6)

Gondola Topper

IMAGINE o ot ot glofice — .
what you can do. oy IMAGINE *Offer appiies to Office Home and Student 2010 Product Key Cant

Get Office 2020 for ,c’::ﬂﬂ; s d only amd sutyect o prognar henms and Comangms

your new PC todoy. you can do.

what you can do.

Gt Oficr 20RO for yewr mew PC fodiay

o e o ——
e IMAGINE ~ one

[TEE— -
— ey a2 1 -
Bt T s PG Prrhat

MAGINE =2 R e e HITHTE g e

BACK m
WERE YOU ASKED =

about adding Office 2010 1o your new PC purchase?

i, e B Culoan e ietved el e ey b
ahtiy Far o Per coy of b Offer ARED "

#
B a——

Monitor Topper

Tent Card

o — A

Counter Sign
N J
Prosource asset path:

Office 2010 Always Ask Program > Visual Merchandising
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Always Ask/Dare to Ask: Visual Merchandising

Visual Merchandising Assets

Ve N
SW Aisle
=30fice  |IMAGINE

MARE ITGREAT i e

what you can do. el

i 4 fven ikry of Al resaft Offles JOLA"

Get Office 2010 for your new PC today.

\_ 4

Prosource asset path:

Office 2010 Always Ask Program > Visual Merchandising
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Always Ask/Dare to Ask: Visual Merchandising

Visual Merchandising Assets
~ ™

Store Dress

', e i...l Warrak
caOffice =20ffice
MANE IT GREAT MAKE [TGREAT
what you can do. what you can do.
Get Office 2010 for your new PC today. Get Office 2010 for your new PC today.
Were you asked about Ware you asked about
adding Office 2010 to adding Office 2010 to
your new PC Purchase? your new PC Purchase?

I et few 210 CLOBANAST SPrOE
{ @ Product Key Cam diesk = you may be ekgible flor o
e fee copy af Microsaft Office 200

i o, s dhe CosiouTreT SETVEE
sk =~ oo oy be eligble for o
free copy of Mmoot Oyfce 2010

o J
Prosource asset path:
Office 2010 Always Ask Program > Visual Merchandising
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Always Ask/Dare to Ask: Visual Merchandising

Visual Merchandising Assets

/
Cash Counter

S20ffice

IMAGINE

what you can do.
Get Office 2010 for your new PC today,

bout eddng Office 2020
hose”

IMAGINE

what you can do.

Office

Get Office 2010 for your new PC today

IMAGINE

what you can do.
Get Office 2010 for your new PC foday.

Wierp o il ahes adaling Office JEID
to yamar sy P Povr

o

BIOMCE Vo et
Bl
Office “m:;q
o
|MAG | N E YOUF oW

PC Awchirser

W you can do

S Offce 2010 for
FNT fhew #C soday

Microwf.l' Du
Office 2010

VERIFIED

Tent Card

Customer Verification Stamp

Prosource asset path:
Office 2010 Always Ask Program > Visual Merchandising
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Always Ask/Dare to Ask: Training

Training Assets

Fact Sheet:

Outlines basics of program and goal to attach
more Office to PC sales.

"Ask Me" Button:
To be worn by staff while at
register or in PC section.

Lanyard Card

Breakroom Poster:
To drive knowledge for all store-staff.

e N
Office "Always Ask" Campaign
Always Ask Button Always Ask Lanyard Card
MICROSOFT OFFICE 2010 Seoe
ALWAYS ASK PROGRAM
Ak gvvery customer buying o PO they need Office 2000 for their méw PC AS K M E As K M E
Fﬂv-{'v:nn:mld mMMf.mmham@ﬁmm
Cuistomar Nesd: Al o roe Offca 2010 about MicrosoftOffice 2010!
with your PC?"
D mxrm “0ffice
ETRE R T AUKE (T GREAT
) S BE :
g ! | e e EL e
Recommens:
The right Office 2030 saite
fiar your customes’s nesds. r
bany now PCs am iz e e . . l
20, Cumormars can prrchass any i ’
Offics 20110 wtes b ety uthaale the —_ — = Ir el
b e LaOffice
Laoffice .
Alwavs Ask Always Ask Program FAQ ALWAYS ASK
y How does the program work? fnur customer huymg a new Pt"'
Fact Sheet e LS "Do you need Microsoft Office 2010
cistomer pays for the PC. I.-I"I:hr'l j"-"}l.l'r new p{“}'
What happens if a customer is not ashed about
Office 20107
M Office s ionad to the rustomes, the customar is
whgilbe for o fres copy of Office 2010,
What cestomers are eligible for this program?
Only customers purchasing  new PC are eligitile foe this program
o b g
g b e oy o [ L
S Always Ask Breakroom Poster )
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ESD: Product Implementation Guidance

Product Implementation Guidance

Guidance to Product Detail Page Set-up: These are the baseline requirements for setting up an ESD Product Detail Page.

Note: £5D SKU product information is the same as the related physical product, with the exceptions noted in orange.

PRODUCT DETAIL PAGE GUIDANCE

1. Product Title: 7. Product Demo Videos Product Detail Page Best Practices

E that the related media-type i : " -
clgsaurlr; id:ntiﬁ:dreinatfwe ?KeU ltaitle%/pe 1S 8. ESD version of syndicated ESD SKU is positioned as one of multiple

content (microsite) product delivery methods, and offered as
2. Product Shot: one of the purchase options in the product
Use ESD—SpeCiﬁC prOdUCt ShOtS. Micrazaft Office 2000 Home and Student (Software Downlosd deta” page. (EG On an Offlce 2010 prOdUCt

detail page, the user will see purchase and

3. Technical Details: delivery options for: FPP, PKC and ESD).

Ensure technical details include [ $399 |
information about the following: (" addha con | Search Guidance
* Flesize i Utilize optimized search terms (including

* Average download time
(by connection speed)

+ License position
+  Backup planning
 Fulfillment details

relevant media type), when setting up the
ESD SKU. This ensures that the product is
easily discoverable via search and navigation.

, O

£ A5 e Home and Student o

4. Product Detail Page Copy

5. System Requirements:
Differ for ESD SKU, a disc
drive is not required.

& Cwnessad "
Dunrssad & SaEh ub det [NE BoEtiens ehersal 7] -
| o) e

6. Screenshots e e e S
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ESD: CRM and Demand Gen Guidance

CRM and Demand Gen Guidance

When developing an ESD-related CRM and/or Demand Generation plan with your retail partner, we recommend adhering to
the following Dos and Don'ts:

DO: DO NOT:

Use ESD-specific banners when promoting an ESD SKU Target CPU purchasers in the Shopping Cart.

on a retailer's website. This would be irrelevant to this customer.

DO: DO NOT:

Utilize retailer's CRM emails to re-target customers who Send CRM mails to those that have purchased a CPU in past five
recently bought a product that can be used with an ESD days, as they may not have received and set-up their CPU yet.
SKU (EG: Customers who recently purchased a computer

(PC or Mac CPU) would be ideal targets for a CRM DO NOT:

mail pertaining to WAU, Office 2010 or Mac Office 2011). Use CRM banners featuring FPP SKUs, if the offer or promotion

is only relevant to the ESD SKU.
DO:

Leverage retailer's on-site personalization engine to re-target DO NOT:

customers that have bought a product that can be used with Cross-sell promote ESD on PC pages, as it has no relevance to POS.

an ESD SKU. (EG: A customer bought a CPU in the past six Only cross-sell FPP (i.e. in the case of Office 2010, PKC and FPP).
months, but did not buy accompanying software would be

an excellent target for an on-site banner ad featuring an
ESD SKU).
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ESD: Assets

Office 2010 Asset Index

The following set of product and merchandising assets have been designed to support the implementation and marketing requirements of ESD

products at retail.

ASSET

OFFICE 2010 ESD TOOLKIT

OFFICE 2010 ESD BANNERS

OFFICE 2010 ESD MICROSITE

Details and Use

Use this toolkit to establish product detail
copy, search words and rich PDP content.

These banners help drive awareness and
demand generation for Office 2010 ESD.

This microsite will help drive awareness
and benefit of the ESD purchase option

Contents

Office 2010 ESD Toolkit - PDF
Office 2010 Product Tile Images
Product Messaging & Tech Specs
Metadata

540x200 px - JPG & PSD
300x250 px - JPG & PSD
130x80 px - JPG & PSD
90x230 px - JPG & PSD

HTML

Location/Link

Prosource Link

Prosource Link

Distributed via our syndication partner,
Webcollage. For addition information:

Iveta.Mitrevics@webcollage.com
luc@flixmedia.tv
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https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?cid=6ab5210d-417b-40fa-97c2-e42f8e237f9c
https://www.microsoftprosource.com/Studios/AssetStudio/ViewAssets.aspx?cid=6ab5210d-417b-40fa-97c2-e42f8e237f9c

ESD: Asset Usage Examples

Office 2010 ESD Asset Usage Examples
MOUSE OVER AN ASSET ITEM TO VIEW AN EXAMPLE

Office 2010 Product Tile Image

Office 2010 Technical Specifications

Office 2010 Product Detail Copy

Office 2010 ESD Banners

Office 2010 Microsite

Microsoft Office 2010 Home and Student (Software Download)

= Fiwilsw 1 GR
& [ name etup office

Py

+  Aveege downlosd time Between 3 o0 13
miinuies [Qepesding on ppeed of irene
revneTaien

- Bachups Planning [ sl

rey

D istiretr Tha) Farkls Office 2010 Exoeriince

Produat Featiarea

Inchastes. JO10 wenlioia of W, Bacel, PonesFaim and DreNos

ot drare b b baamench

+ Enjep peme bl wiilieg el s gprpacdiber] gl st snsbpi beatures ard

dyramic presefialion capabiite.

accaid dnd fanape Eled

Wi Mokl Offcs e and Sludnnt 010 pou sl yous bics cn trusde qimal
uteaherh s bore pregmi, Sem s pege bblogiaphr s i et
Cagaure alem ard s them apar with vl slfing el gl dpians s elieck Then
ity onllabcate wilk e bnarmales wilboad bt fae 5 Gaoe thanks o oes Wels Smn kah
Thee resilts g wesll Beyrnad esperiaticeTs withs 4 [ie empimine, 4 int e ereateity ave Citfice

Harrm ang Sodent 2510

= Enjay Aesbality - > row you can sesity potl your Offce dacuments online and accel.
ke ared il vy i Ciffiee Wisks Afipa. i'ean idsal wirg i exisid pini O =

= Licenin medal: Licened for wim on wp 6 3

Micreaft Orifes o ard Studes 2000 g s yor Hmipity i mmils tr rranags

Eulit vl share vithen sight = PowsdPaint-ng reed of sdeditional wiltsans
& Tha rewi Mcroaatt Office Baciatags wiew réplacet the tradianal The mans feund cn
(rei Gt vt band af Micnaseft Offce, to make § akiier 1o rayvigehe taaka o wall ad

(5395 |8

e L B

Discover Microsoft Office 2010

0 e s 57
§ [ 3

-
Ca
£.2 Office 10 S
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ESD: Implementation Checklist

Office 2010 ESD Implementation Checklist

CHECK OFFICE 2010 ESD IMPLEMENTATION CHECKLIST

Title of product includes relevant media-type (EG: “Microsoft Office Home and Student 2010—Software Download.”).

Use ESD product tile on ESD product detail pages. Do not use FPP or PKC box shots, unless it's an integrated purchase method page.

Download technical details are displayed above the fold.

System requirements reflect that no optical drive is required in to install ESD software.

Always use ESD-specific CRM banners when executing a campaign or offer that is exclusive to ESD.

When executing a CRM campaign for ESD, only target CPU purchasers post-purchase. Preferably two to three weeks after purchase has been made.
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Overview: POSA

Multi-Product Point of Sale Activation POSA

POSA (Point Of Sale Activation) is a new form of delivering software product and services that allows retail partners to sell software at a
lower inventory cost and security risk. As the name states, POSA products cannot be used until activated at point of purchase. POSA-enabled
Office 2010 Product Key Cards (Office PKC) are currently available for countries and partners who would like to launch POSA. Availability
varies by language/region/country.

POSA CAN BE IMPLEMENTED IN ONE OF THREE WAYS:
1. Direct Integration

2. Direct 3rd Party Fulfillment

3. Indirect Distribution

Each option has different requirements and investment, by Microsoft and retailers, and a different margin impact on retailers:

« Direct Integration eliminates the POSA Distributor and connects the retailer directly with Microsoft for POSA product distribution
and activation. This method requires the highest level of investment from retailers and from Microsoft and in most cases, this
option could offer better retailer margin compared to the Direct 3rd Party and Indirect Distribution models.

« Direct 3rd Party Fulfillment or Indirect Distribution requires a retailer to be integrated with a POSA vendor, and entails potentially
reduced margin for the retailer due to POSA transaction fees and other costs charged by POSA vendors.

For additional detailed information on the Microsoft POSA program please see the following link:
http://edweb/retail/edretail/ TeamSites/Corp/WWRS/progmgmt/Pages/default.spx?RootFolder=%2Fretail%2Fedretail%2F TeamSi
tes%2FCorp%2FEWWRS%2Fprogmamt%2FDocuments%2FPOSA&FolderCTID=0x0120007F3D19ACBD72F942 AEE9409FD559B67
B&View={91985F58-964A-42C1-957F-C981BFIB7BF2} <http://edweb/retail/edretail/TeamSites/Corp/WWRS/progmgmt/Pages/
default.spx?RootFolder=%2Fretail%2Fedretail%2FTeamSites%2FCorp%2FWWRS%2Fprogmgmt%2FDocuments%2FPOSA&Folde
rCTID=0x0120007F3D19ACBD72F942 AEE9409FD559B67B&View=%7b91985F58-964A-42C1-957F-C981BFIB7BF2%7d>

Assets in this section have been created to support POSA-enabled Office 2010 Product Key Cards (Office PKC).
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http://edweb/retail/edretail/TeamSites/Corp/WWRS/progmgmt/Pages/default.spx?RootFolder=%2Fretail%2Fedretail%2FTeamSites%2FCorp%2FWWRS%2Fprogmgmt%2FDocuments%2FPOSA&FolderCTID=0x0120007F3D19ACBD72F942AEE9409FD559B67B&View={91985F58-964A-42C1-957F-C981BF9B7BF2} <http://edweb/retail/edretail/TeamSites/Corp/WWRS/progmgmt/Pages/default.spx?RootFolder=%2Fretail%2Fedretail%2FTeamSites%2FCorp%2FWWRS%2Fprogmgmt%2FDocuments%2FPOSA&FolderCTID=0x0120007F3D19ACBD72F942AEE9409FD559B67B&View=%7b91985F58-964A-42C1-957F-C981BF9B7BF2%7d>
http://edweb/retail/edretail/TeamSites/Corp/WWRS/progmgmt/Pages/default.spx?RootFolder=%2Fretail%2Fedretail%2FTeamSites%2FCorp%2FWWRS%2Fprogmgmt%2FDocuments%2FPOSA&FolderCTID=0x0120007F3D19ACBD72F942AEE9409FD559B67B&View={91985F58-964A-42C1-957F-C981BF9B7BF2} <http://edweb/retail/edretail/TeamSites/Corp/WWRS/progmgmt/Pages/default.spx?RootFolder=%2Fretail%2Fedretail%2FTeamSites%2FCorp%2FWWRS%2Fprogmgmt%2FDocuments%2FPOSA&FolderCTID=0x0120007F3D19ACBD72F942AEE9409FD559B67B&View=%7b91985F58-964A-42C1-957F-C981BF9B7BF2%7d>
http://edweb/retail/edretail/TeamSites/Corp/WWRS/progmgmt/Pages/default.spx?RootFolder=%2Fretail%2Fedretail%2FTeamSites%2FCorp%2FWWRS%2Fprogmgmt%2FDocuments%2FPOSA&FolderCTID=0x0120007F3D19ACBD72F942AEE9409FD559B67B&View={91985F58-964A-42C1-957F-C981BF9B7BF2} <http://edweb/retail/edretail/TeamSites/Corp/WWRS/progmgmt/Pages/default.spx?RootFolder=%2Fretail%2Fedretail%2FTeamSites%2FCorp%2FWWRS%2Fprogmgmt%2FDocuments%2FPOSA&FolderCTID=0x0120007F3D19ACBD72F942AEE9409FD559B67B&View=%7b91985F58-964A-42C1-957F-C981BF9B7BF2%7d>
http://edweb/retail/edretail/TeamSites/Corp/WWRS/progmgmt/Pages/default.spx?RootFolder=%2Fretail%2Fedretail%2FTeamSites%2FCorp%2FWWRS%2Fprogmgmt%2FDocuments%2FPOSA&FolderCTID=0x0120007F3D19ACBD72F942AEE9409FD559B67B&View={91985F58-964A-42C1-957F-C981BF9B7BF2} <http://edweb/retail/edretail/TeamSites/Corp/WWRS/progmgmt/Pages/default.spx?RootFolder=%2Fretail%2Fedretail%2FTeamSites%2FCorp%2FWWRS%2Fprogmgmt%2FDocuments%2FPOSA&FolderCTID=0x0120007F3D19ACBD72F942AEE9409FD559B67B&View=%7b91985F58-964A-42C1-957F-C981BF9B7BF2%7d>
http://edweb/retail/edretail/TeamSites/Corp/WWRS/progmgmt/Pages/default.spx?RootFolder=%2Fretail%2Fedretail%2FTeamSites%2FCorp%2FWWRS%2Fprogmgmt%2FDocuments%2FPOSA&FolderCTID=0x0120007F3D19ACBD72F942AEE9409FD559B67B&View={91985F58-964A-42C1-957F-C981BF9B7BF2} <http://edweb/retail/edretail/TeamSites/Corp/WWRS/progmgmt/Pages/default.spx?RootFolder=%2Fretail%2Fedretail%2FTeamSites%2FCorp%2FWWRS%2Fprogmgmt%2FDocuments%2FPOSA&FolderCTID=0x0120007F3D19ACBD72F942AEE9409FD559B67B&View=%7b91985F58-964A-42C1-957F-C981BF9B7BF2%7d>

POSA: Visual Merchandising

Visual Merchandising Assets

" N\
Channel Cards
offie o PRODUCT KEY CARD
GREAT VALUE GREAT VALUE Great Value for 1 New PC
for More than 1 PC for 1 New PC
Traditional Disc Product Key Card Purchase: Take this Product Key Card to checkout.
Forup o3 PCs in oee housshld. st sofnear proiaded on & rew PO  —a o Card has novalue until purchased.
Go Orline: Follow the instructions inside package
—— to gt your Product Key onfine.
Acthvate: Use Product 1o activate Office 2000
preloaded mmmwg'_‘ _.-l"“
GREAT VALUE “iOfiE | | GREAT VALUE e
for 1 Mew PC for More than 1 PC
\ J
4 N\
Placemats
\ J
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POSA: Visual Merchandising

Visual Merchandising Assets Continued

4 A e - ~
Single-pegged PDQ Tray Lugons for existing PDQs

for 1 New PC

for 1 New PC

5] Peodusct Naty Cardi are the
aj_ofﬁi'-é' o - 4
ok anmlte. [ /4 GREAT VALUE (V4 BEST VALUE

K
Lugons
/ 1 u—u-\ / 1 Il—ﬂ-\
GREAT VALUE =a0ffice GREAT VALUE =a0ffice
for 1 New PC for 1 New PC
Product Key Card Product Key Card
Activates software predoaded on a new BC* Actrvates software predoaded on & new BC*
P s L Py s L
NS /) N J
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POSA

: Training

Training Assets

/

broecazurta ta FHR Poing of Sl Bezsacon|

What is POSA?

D BIEC MLEDE ¢

DGR WEDE

e .

SOFRARE D INLIDE & [

SAONESE . DWindows? DERGE mac

‘it L o ® o am a POIL

i it

\_ Side 1

Fact Sheet: Defines POSA, outlines POSA products, and highlights FAQ's

duction to Microsatt Point of Sale Activation (POSA)

The Microsoft POSA Customner Experience

)= 1 Ry

i i His B

Office 2010 Windows 7 Amytime Upgrade
for prefoaded PO Lipon Systern upgrade s cowricaded

prurchase, the PIN ireide POSA ‘oriine. When scanned i reg

regjsieg
UPT unlocks imernal PR Numiber
i s e to metrieve Peochuct Key,
ke software, Cffice which actvates fyilem upgrade.

POSA s available in Horme and Windows 7 POISA is avaiable in
Student, Home and Business, and Hicrme: Premium, Prolessonal, and
Presleianal editions. Litrrate exftions.

L O 301

For skcimonal informabon phisris Wi wa e oaoA Com 1 500e

ltep 1 S 3 Saag irep 4
Select [Purchase Fetrieve Activate
Customer sdects a Custamer purchases a Customer enters Pt Cusiomer erers
POSA-enabiled POrSA- uct, onfine to netrieve Product Key 10 activate
aroduct wlocking PIN insice. Procurt Kizy Hhe product.

Saftwan Dec Bidde

Diffice for Mac 2011
Requires Procuct Bey 1o funcion.
‘When scanned af register and
puscharsed, UPT unodes interral PR
Hismiber is used 80 retrieve Procuct
Ky, which achuates software. Office
o Mac POSA is avallable i bath
Home & Shadent and Hame &

Side 2

/
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POSA: Training

Point of Sale Activation (POSA) Continued

K

Flash Card
POSA [(Point of Sale Activation)
AT PO & ] ey Sl i

T PO et s p s a1 oak
of wyiraags Sral
£ A pwt
h ek B trgle sl
Surifr-san il sk e runeeg with et few
T

T v e Penahacd by Earch, srmch

[ ¥ Tmat P % "unkerket” ooy gt T
et 41T Sevt o purthe, paoer sy Ml 1
Ol B ceiSrres o o Ao B PN ied 1

A

i
SAOHEE a0 £ Windows 7 Office. mac
D O INEDR W0 Dl I S0H T el Dl iU
P s ol il IO LW wh Tyttt g ede b dowrnoeda

sl LB
sl P Bl
e Foaduct fy

Wi wan il &
. BT it riteral

1w 0 T
oy whics srbests

£ A e

Utilized in support of Fact Sheet (previous page)

How to Sell Microsoft
POSA Products

Micrasolt” Expertions o v e

Introduction 1o Poim of Sale Activation (POSA)

T coure in desgred b provids you
with isfrreation on P bictessht ML
iial Erpetierie ¥ =
Bny e e s
1 ) B PR, s

B i o e Ty e P
b e, o PN

B i o e g T
e ]

B i ey e
mmtmar s P

Q =

Course illustrates what POSA is, how
it benefits stores, and what Mlicrosoft
commercial products are POSA-
enabled. Course also contains POSA
FAQs based upon real-RSP feedback.

Training Deck

Microecift Expertfone oz

Imtrediiction to Point of Sale Acteation [POSA)

T rmmurne . s 0 provte s it
whmrror o B Moot PO ersl
T

Training Deck outlines the highlights
from the POSA course. Deck can be
utilized for One-To-Many trainings.
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Appendix: KPIs

FY12 PROPOSED OFFICE RETAIL EXECUTION KPIS (SUBJECT TO CHANGE—TO BE FINALIZED BY END OF MAY 2011)

# METRIC WORKSTREAM  DEFINITION DATA SOURCE(S)
1  Retailer Using Syndication Online Yes/No based on audit of retailer site by WWRS team WWRMS provides this via online audit data
Audit Score for NAV CUE (category, brand store,
product list); BASIC MESSAGING , PRODUCT
2 | Online Site Tracker Basic Score Online BOX SHOTS, SYS REQ (product detail page); WWRMS provides this via online audit data
FULL ASSORTMENT (product list); BRAND AND
FEATURES, CLEAR ASSORTMENT (search results)
Office attach merchandising or . Rating of inclusion of PC attach merch on PC category . o . .
3 messaging is on the PC category pages Online within retailer website based on audits by WWRMS team WWRMS provides this via online audit data
Subsidiary enters either 1) what the retailer has
. # of retailer doors that have H&B FPP/FDO/PKC agreed to; or 2) where we have the field team to do
4 7 O DOES T (D A ADOAALE Visual Merch present on shelf in all doors agreed on by retailer, the deployment — have the vendor provide the data
assorted and on shelf : -
not just managed doors of the actual deployment numbers. Use % deployed
in audited doors to extrapolate unaudited doors
Subsidiary enters either 1) what the retailer has
# of Doors with PKC assorted in or near # of retailer doors that have some item of agreed to; or 2) where we have the field team to do
5 the PC aisle (FPP for Emerging Markets) Visual Merch PKC present in the PC aisle in all doors agreed the deployment — have the vendor provide the data
ging on by retailer, not just managed doors of the actual deployment numbers. Use % deployed
in audited doors to extrapolate unaudited doors
# of doors with visible Save Now . # of doors running visible program, number — If -, : .
6 or other PKC offer in-store Visual Merch account does not have Save Now offer, mark N/A Sigsieleny eniters fmfermmzition
7 fof Cl.rcular rild placements Demand Gen Enter total number of ad placements where Office Subsidiary enters information
eaturing Office is represented in circular
3 Star: PC turned on, desktop unlocked and Subsidiaries field labor team to do the deployment
8  # of 3 star MDX demo PCs Demo available, MDX demo or approved content installed, — have the vendor provide the data of the actual
Office showcased deployment numbers
Subsidiary enters either 1) what the retailer has agreed
# of PCs running MDX Application with # of PCs running MDX Application with Office Trial to; or 2) where we have the Field Labor team to do
9 | Office Pro 180 day Trial Installed Demo Installed in all doors where demo is deployed, not the deployment - have the vendor provide the data
(on preloaded PC) just managed doors. of the actual deployment numbers. Use % deployed
in audited doors to extrapolate unaudited doors
: : Subsidaries' Field Labor team to do the
O,
10 # of Addressable Screens Demo s i nlisi el s wiest o eeliguletie e 95 @i deployment — have the vendor provide the

screens with a multi-star rating

data of the actual deployment numbers
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Appendix: KPIs

FY12 Proposed Office Retail Execution KPIs Continued

# METRIC
11| # of Office Silver Experts
« # of RSPs that completed Office Expert

WORKSTREAM  DEFINITION

# RSPs that complete entire Silver program as

DATA SOURCE(S)

Office or is used to advertise or sell a PC

Silver Program via ExpertZone Training defined by the business rules within ExpertZone WWRMS provides this via ExpertZone
« # of RSPs that completed Office Expert - # RSPs that complete entire Silver program as -, ) .
Silver Program via Retailers Online Training Training defined by the Office Training team via LMS Subsidiary enters what the retailer provides
12 # of RSPs '!'ra'lned via Retailer's Training # of R_SPS that have taken at least one course on Subsidiary enters what the retailer provides
Online Training a retailer LMS
13| # of Active Users on ExpertZone Training igﬂ;sstpfzt?;:ti\f logged in at least once in WWRMS provides this via ExpertZone
14 | # of Office Gold Experts
« # of RSPs Completed Office . # RSPs that complete entire Gold program as . o
Expert Gold Program Uzl defined by the business rules within ExpertZone BRIV [oriouietes Unis el B periZons
 # of RSPs completed Office Expert Gold - # RSPs that complete entire Gold program as -, : :
Program via Retailers Online Training Lirziaing, defined by the Office Training team via LMS Subsidiary enters what the retailer provides
15 # of RSPs Trained via One-To-One in store Trainin Enter total number of RSPs trained, include Subsidiary Field Labor/Training vendor enters
(Face-To-Face touch points/walk and talks) g all MS and Retailer managed trainings this data
# . . = - : .
16 of RSPs Trained via One-To Many Training Includes MSFT hosted, retailer hosted, OEM hosted Subsidiary enters what ﬁhe retailer, training
Events (Face-To-Face touch points) vendor or partner provides
17 | NPS metrics
+ Office Expert Silver Program . Enter NPS Entrance score from ExpertZone for . -
"Entrance” Net Promoter Score Training Silver Learning Plan WWRS provides this via ExpertZone report
« Office Expert Silver Program -, Enter NPS Entrance score from ExpertZone for . o
"Exit" Net Promoter Score Training Silver Learning Plan WWRS provides this via ExpertZone report
+ Office Expert Gold Program . Enter NPS Entrance score from ExpertZone for : -
"Entrance” Net Promoter Score Training Gold Learning Plan WWRS provides this via ExpertZone report
« Office Expert Gold Program - Enter NPS Exit score from ExpertZone for . o
"Exit” Net Promoter Score Training Gold Learning Plan WWRS provides this via ExpertZone report
Number of instances where Office # - Target is zero. Includes in-store
18 | Starter is being messaged as “free” All 9 i Subsidiary enters information

POP, fact tags, online, or RSPs
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Appendix: Online Site Tracker/REC.com

Overview

WWRS Online team utilizes two tools to measure, monitor and optimize online merchandising execution:

Online Site Tracker Tool and Retail Experience Center Website (REC.com)

Online Site Tracker Tool is used to monitor, measure and report Retail Experience Center Website (REC.com)

on digital executions at key retail accounts around the world. REC.com should be used as a baseline to measure execution
against. It is a simulated Retailer.com experience, primarily designed

The tool is employed to review, record, and subsequently report to demonstrate how to optimally execute Microsoft online digital

on executions of Microsoft's online merchandising assets through assets within each section of the customer journey. The REC.com

each section of the customer journey within a retailer's site. The site is also used as a sandbox to test and incubate new technologies,

results are recorded and the output is a PDF report that can be and is also leveraged as a functional testing environment.

shared with retail partners. The report itself includes key findings
and related recommendations designed to help the retailer
optimize their execution of Microsoft online merchandising assets.

Site Tracker also includes an Executive Scorecard that
aggregates Retailer site traffic (via Comscore), Syndication
traffic, and Site Tracker execution results into one view,
filterable by product category and region.
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Appendix: Online Site Tracker

Measuring Online Attach Execution

WWRMS utilizes the Retail Site Tracker
Tool to measure Office 2010 Online attach

i S P Cross-sell/Up-sell Merchandising

execution activities in the PC Category. @ Staiiade; = =
: ' " N Detail Page Attach Messagi
We measure the following activities — ¢ ey
in the PC Category: """ . OJ: :“ Yes Detail Page Related Products
- - Yes Category Page Attach Merchandising
. i i N/A Product List Page Attach Merchandising
1. Detail Page Attach Messagin
2. Detail Page Related Products — - 1T IR R ITEE T
. . - - e (V17 Cart Up-sell Merchandisi

3. Category Page Attach Merchandising e S s R R M R b °T e VerenancEng y
4. Product List Page SO AVIE

Attach Merchandising
5. Cart Cross-sell Merchandising

Note: /n some instances we do not assign a score if
we feel that the retailer is incapable of performing the
activity due to technical or financial constraints. EG:
platform limitation or 'pay-to-play’ placements.
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Appendix: REC.com

Attach Journey at Retail.com

\
J

SEARCH
birg Google “yasHoo!

SEARCH

ENTRY

)

Home Page PC Category Search Results/ PC Product
Page List Page Detail Page blr]g Co . !
gle “¥aHOO!

RETAILER CRM RETAILER CRM
amazoncom amazoncom

MANUFACTURER WWRS PRODUCT CONTENT AN I AR
Microsoft soNy | T
Syndicated Landing Dg{;%? e
Banners CRM Content Pages Too|kitsg
ﬂmn LNE' ﬁﬁf a@l_ﬂiﬂﬂmm PC\'.‘/.)(L:;‘ @ ﬁg ﬂmn LNE —
. g - J k )

NEED TO BUY m WHAT TO BUY HOW TO BUY
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Appendix: REC.com

Retail Experience Center Website (REC.com)

Utilize the REC.com to view and share
execution guidance for Office 2010
online assets. The site is updated to
include the latest seasonal, promotional
and offer collateral.

LOGIN DETAILS:
User: microsoft
Pass: retail

URL: http://www.microsoftrec.com

Retail Experience Center

powered bty momentum

m /U-i‘;“'

Computers

Gaming

Gat the Contoso Alpha for just $399.

New & Notable

Kinect Sports
With "Kinect Sports” you're rat Processr
only the star player, you are the
conbrolier — through the megic
of Kinect for Xbox 550

m/

Find out moee Gears of War Il

Find out more Y cames

t—a TOp games available
from $19

Maobile Phones  PC Accessorias

Offers & Promotions

Sony - VAIO Laptop with Windows 7 Professional
Sony VAIO Laptop VPCEB2EGM. BI with intel Core 15

Save $50 whan you buy a PC and a Netbook

Work snywhere more sasily and securely with your
PC running Windows 7 Prolessional

The most memonibie and celebated sa9a in vwieo
A Windows Phone 7 brings together web content,
applcation and services into a single view

Qffice Home and Business 2010 Product Key Card m .
Buy today with » qualifying PC and save $20. ———

Featured Category - Games I Conoko Alptin Witdars Phone 7
-
.

View Availalsin 3
Digital Merchandising | Comtact Us | MediaBanh | Site Tracker

Welcome back Mich Koch | Not Mich? Log-owl ! Saasth

Softwars ‘™ Shopping Cont

PL Accessones
Computers

Businets, Home & Office

KINECT

for @ XBOX 360

pegeg g
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Appendix: Field Labor Measurement

Field Labor Success Should be Measured Using the Following Methods:

MEASUREMENT:

KPls Call Downs ROI
+ POP/Digital Compliance Audits + RSP Advocacy + Sales Performance
+ Walk & Talk Count + Training Quality Assurance (Serviced vs. Non-Serviced)
+ Store Visit Count

Mystery Shop Net Promoter Score
Survey + RSP Advocacy + RSP Advocacy
+ RSP Advocacy + Training Quality Assurance

» POP/Digital Compliance
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Appendix: PKC Guidance

Product Key Card Guidance

Below is an overview of how the Office 2010 Product Key Card should be used to support Office PC Attach at Retall
(in online, merchandising, PC demo and training). Any updates to this information can be found on: //OfficeConcierge/

The Product Key Card Office 2010 PKC Q4 Fact Tag Lugon—Better

« Offers an everyday lower-priced new PC Attach SKU
(vs. FPP-Traditional Disc).

* Is designed to activate one new PC preloaded with Office 2010.
* Messaging, merchandising, training and marketing must reference i Microseft:

=]
for one new PC preloaded with Office 2010. El _Ofrce 2010

If needed, subs can include “Software download also available."
as footnote for the body copy “For one new PC preloaded with
Office 2010.*"

New PC? Don't forget
Microsofts Office.

@rroductkeyCard | @ProductkeyCard | Product Key Card

St b s e e e | S 3 e et e g
ety ) ey )

Lt s s . 8 e P
M e

037 Part Mambar 056-116127
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Appendix: POSA PKC Guidance

POSA Product Key Card Guidance

Product Key Cards are also available as Point-of-Sale Activation 4 POSA PDO T Channel Card )
(POSA)-enabled SKUs. The packaging, merchandising and Q Tray annet-ares
messaging does not vary significantly from the Product Key = @ e

Card Microcase version.
POSA PKC displays and POP do not differ from microcase assets.

* Packaging. POSA-enabled product is in a tri-fold or bi-fold (with
plastic card, primarily UK) cardboard package. It has the same
face size as the non-POSA microcase version. There is no FDO Lugons for existing PDQs POSA Placemats
for POSA Product Key Card.

* Product Key. The Office 2010 Product Key used to activate a . i | Bl = |

preloaded PC is not included inside the POSA-enabled package.
Instead, the POSA-enabled package includes a PIN that the
consumer exchanges online to download a 25-character
Product Key. Channel Cards

(=" O

* Product Value. POSA-enabled Product Key Cards have no value
until scanned at the register.

+ Assortment and Marketing. POSA-enabled Product Key Cards
should follow the same guidelines outlined on pages 97-99 of
the Office 2010 Launch Execution Guide.

Basic, Better and Best retail assets can be used for either the
microcase Product Key Card or the POSA-enabled Product Key Card.
All Product Key Card displays/glorifiers can accommodate both:

* PC Aisle POP: Fact tag lugon, PC placemat
« Temporary PDQ and semi-permanent glorifiers and trays N B i J
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Appendix: Fact Tag Guidance

Fact Tag Guidance

Retailers are responsible for supplying the fact or price tag. A primary goal for all accounts is to get Office messaging on the PC fact tag.

Office 2010 Preloaded PCs

Windows 7 Home Premium

Compaq Presario | amoationx2 196
CQSG'ZISNR 1BG Ram/160GE Hard Drive

15.4" Screen Sae
14.10°Wx 1.70Hx 10.20°D

$ 99 6.4 hs
5 2.5 hours Battery Life

Purchase Office 2010 to activate
preloaded software on this PO

COMPAQL

* For Office 2010 preloaded PCs the recommended messaging for
the PC Fact Tag is:

"Purchase Office 2010 to activate preloaded software on this PC."

PCS with Full Office 2010 Included in the PC Price

Windows 7 Home Premium
AMD Athlon X2 1.9 GHz
2BG Ram/160GB Hard Drive
15.4" Screen Size
14.10"Wx 1.70H x 10.20°D

$649-99 =

* For PCs that include a full version of Office in the price of the PC,
the recommended messaging for the PC Fact Tag is:

Compaq Presario
CQ50-215NR

"Microsoft Office Home and Student 2010* is included in the price
of this PC."

* Be sure to substitute the correct suite name in all instances on the
Fact Tags.

* Microsoft Office Home and Student 2010 is included in the price
of this PC.
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Appendix: Preloaded PC Guidance

How to Message PCs Preloaded with Microsoft Office 2010

Below are simplified messaging options to assist you in communicating Office 2010 with preloaded PCs. In the message, it is essential to
identify a preloaded PC and to communicate that purchase of Office is required. While we recommend the specific messaging below,
we recognize that alternative messaging may be required on the Fact Tag or other asset due to length.

USAGE

PC Fact Tags and Retail Monitor
Topper Reseller Advertising

MESSAGING OPTIONS

Recommended

+ Purchase Office 2010 to activate preloaded software
on the PC

Alternatives

+ Purchase Office 2010 to activate preloaded software
+ Purchase Office 2010 to activate preloaded PC

+ Office 2010 preloaded, purchase required to activate
+ Office 2010 preloaded, purchase required

+ Buy Office 2010 to activate preloaded software

« Buy Office 2010 for this preloaded PC

+ Purchase Office 2010 to activate software on this PC
+ Purchase Office 2010 to activate Office on this PC

IMPORTANT NOTES

The words “preloaded” and "purchase” together
have proven to be the most effective messaging to
inform customer that a separate purchase is required
to activate the PC.

It is critical that "purchase” is at beginning of message or
immediately follows "preloaded.”

For more information, see POSA section starting on page 152.
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Appendix: Preloaded PC Guidance

Office 2010 Preloaded PC Identifier Assets

To help our partners we have designed optional assets to be used to identify an Office 2010 preloaded PC. These assets have a variety of uses
including a sticker on the preloaded PC or box or as a Fact Tag Lugon. See page 175 for examples of how these PC identifier assets can be used.

Office 2010 Preloaded PC Identifiers

Small Graphic / Sticker Minimum size: 1.3in x 0.8in )
- File Types: eps, jpeg, png
& Purchase Office 2010
' to activate preloaded
software on this PC.
w0 & M
~2.Office g
Large Graphic / Sticker Minimum size: 2.8in x 1.25in
File Types: eps, jpeg, png
i, Purchase Office 2010
¥ to activate preloaded 2
~ software on this PC. -
- - Office
Office packaging visual Ideal when minimum space is
clarifies options for purchase available directly on a PC palm rest,
for activating preloaded PC monitor cling, monitor topper, PC
box label, PC spec sheet or online.
Note: /f localized content does not
= ] (@i fit, reduce type size to 6 and adjust
L shenae leading to 6.5 (type goes down).
O - Offga
o J

For WW consistency, please follow these guidelines as you develop R
specific identifiers based on regional size requirements.
Check Mark Graphic Custom Iconic Sticker Shape
Process Message Background Artwork
Purchase Office 2010 to activate
preloaded software on this PC.
1. Purchase Office 2010 g
2. Activate Office 2010
software on this PC
2D Box Shots
Microsoft Office Logo Typeface
L& _‘I Microsoft®
0 Office Segoe Semibold
- /

k174 Office 2010 F12 Q1 Retail Execution Guide

2011 Microsoft Confidential. For internal use only.

Worldwide Retail Services )




Appendix: Preloaded PC Guidance

Office 2010 Preloaded PCs Identifier Assets — Examples

4 )

PC Palm Rest In-Situ Ad Circular Online—PC Product Page

l'.‘_
Gatowiy.

(intel) @
£ORe

P W L Puschass Do J010
Compag Presanio | e s .J' 2 Author peu

peaksecied
oS -2 1SNR i ¥ I aaPrmEre o thh P
-
Office
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Appendix: Starter Containment

Office 2010 Partner Messaging Guidelines

PC CONFIGURATOR

PC ADVERTISING

PC SPECS -
SOFTWARE LISTING

PC BOX

PC FACT TAG / LUG ON

Requirements

Office Starter cannot
be referenced in PC
Configurator unless
all messages below
are also included:

Reduced-functionality
Word and Excel

Includes advertising
No PowerPoint
No Outlook

Do not mention or
describe Office Starter
in any advertisements,
including ads with PC
specs — print or online.

Office Starter cannot be
listed in PC Specs unless
all messages below

are also included:

Reduced-functionality
Word and Excel

Includes advertising

No PowerPoint

No Outlook

Office Starter cannot
be listed or described
on the PC box.

Do not include Office
Starter messaging on
the PC fact tag, focus
on driving paid attach.

On PCs with OEM Office
installed as part of 'Office
Included’ program, call out
the name of the installed
Office 2010 suite.

MSFT
Recommended

Microsoft® Office Starter:
reduced-functionality
Word and Excel® only,
with advertising. No
PowerPoint® or Outlook®.

Buy Microsoft® Office 2010
to use the full-featured
Office software on this PC.

Microsoft® Office Starter:
reduced-functionality

Word and Excel® only, with
advertising. No PowerPoint® or
Outlook®. Buy Office 2010 to
use the full-featured software.

Buy Microsoft® Office 2010
to use full-featured Office
software on this PC.

On PCs with preloaded
image (optional):

Don't forget Microsoft Office
2010. (or some 'Buy’ message)

On PCs with full H&S
or H&B installed:

Microsoft Office Home and
Student included in PC price.

Alternative 1

No full-featured Microsoft
Office software included.

No full-featured Microsoft®
Office software included.
Buy Office 2010 to use

the full-feature software.

Microsoft® Office Starter:
reduced-functionality
Word and Excel® only,
with advertising. No
PowerPoint® or Outlook®

No full-featured Microsoft®
Office suite included. Buy
Office 2010 to use the full-

featured software on this PC.

No full-featured Microsoft®
Office software included.
Buy Office 2010 to use

the full-feature software.

Example

SELECT MY OFFICE SOFTWARE
O-—-—:—

B ot e e e e e
g mreman =

LN i ]
e W e g B 1

o
T Y
el Ty P, 17 el W ] S '}
5 e g,

« Genume Woodowrl T rkpme e -
Rkl Bt

u Elemaiyl filwe Surmaegm

= Jewll pRnSTEREA niwel Caie ™ 224 000l
Eretednar 3 90 Cie e Terse Beant 70 |
LR

= Tl Dol et e Rurennalry.
Wi & P, with atveriiang N P Poer®
am ok Py (o 03 (% e il g
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