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WHY - This Opportunity

Great “Reverse” attach Platform

Strong margin

Part of the leading SaaS Solution Set

#1 Brand Recognition

ARPU

Retention :./
&
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WHY - On-Premise & On-Demand

On' Oon- On" On'
Premise Demane Premise Demand

Nw _ soon

On-demand is fastest-growing area in CRM (24%+ thru FY10)

Accenture estimates that 30% of their CRM business
will be via on-demand delivery within 36 months.
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WHY- CRM Completes SaaS?

Gartner: SaaS Growth by Sector ($M)

Total Software Revenue Forecast for SaaS Delivery
within the Enterprise Software Markets, 2005-2011
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ARPU and Profit Platform

Platform Provider Model
Hosted Microsoft Dynamics CRM TCO Summary

{all values per subscriber per month unless noted)

# of Subscribers ml

# of Concurrent Users 3,000
Revenues

Standard

Quantity Discount

Bundled w/ other Dynamics products
Average Revenue
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Costs
Customer Acquisition

Software

Hardware Service & Support
Primary Site

Failover Site

Farilities

Subtotal of Costs, Before Labor
Contribution Margin

Labor
Technical Staff
Helpdesk Staff

Dive Margin and

Total Costs

ARPU with
“reverse” attach

Margin per subscriber per month ] 26.00
Total Monthly Profit 3 130,011

Microsoft: | HOSTING DAYS



WHAT — (makes It difficult)

MS Dynamics CRM is a Gartner Top Right-Hand
Quadrant CRM solution.

Is a business solution not a tool — Required VALUE
selling and differentiation. You need to understand end-
clients business needs in advance.

This Is a volume business that requires tight integrations
with a high touch partner o
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WHAT - Traditional Dynamics On-Premise

Partners:

Build directly onto the
platform

Incorporate the Microsoft
servers

z\é?t:,lf,;:gh e MS Servers

Add to MS Business and tools
Apps

*Supply Professional
Services

*Resell Microsoft and
partner s/w

Partner Solutions

Windows

(Building blocks, core services, API’s)

M/H

o/s
Extensions
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WHAT- an expanded and NEW opportunity

Enterprise class
solutions carry New
“‘opportunities”:

Requires solution
sales expertise

Requires clear
understanding of end-
clients business needs

Requires integration

o/S
Extensions

Not tools

High touch service
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A familiar but expanded opportunity

Partner Solutions

R :
‘Microsoft Dynamics crRv

MS Servers

Windows Cloud
Services

(Building clocks, core services,
API’s, Storage, Hosting)

Windows

(Building clocks, API’s
Core Services)
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Partner
Hosting




Who do you work with, Who do you sell to

May have to re-invent as a business solution provider or
find relationship with a business solution provider.

Look at your customer base
Cross sell / up sell
What verticals
Predict clients needs and define purchase personas
Find partner that match the vertical you are targeting

ALWAYS ALWAYS clearly understand who is sellmg to
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Who — Can Help Help You Deliver

NIMATEKS

|| Parallels

I
SaaS-I('I; Partnership is
I our passion
'ensim' - I
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How — think like a buyer

Understand price point and operating margins. Make sure you
understand your partners business.

Reach out to technical and business partners who can assist.
Find partner that match the vertical you are targeting

ALWAYS ALWAYS clearly understand who is selling to who and
develop buying personas.
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How Much

= Hosted CRM with moderate
Customization 10—25 Seats = 50-70 € per Seat/Month

= Hosted CRM with vertical , _
Customization and Backend 50-100 € per Seat/Month

Integration 5-50 Seats

= Hosted CRM with Customization
and Integration to Backend * 100-125 € per Seat/Mont

Systems 100-500 Seats

Salestorce.com: 135 € Enterprise Edition + Fees for Add-on Features
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How- FIVE CLICKS 2 CLOSE

N

One page
Provisioning

* Automated
*Easy

*Vertical
*Value

* At top of page

Clear Web
Offer

N
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Live in an hour
*Localized system
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One day
follow-up

*Voice/human
eListen for

*Ace Sales
methodology

* Verticals

*Proof of concepts

One hour
live

g

One month



How- Click — Try - BUY
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How- Hosted CRM GTM
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How- Case Study: OUTSOURCERY

OUTSOURCERY
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How to Engage

Become a Microsoft Partner

Get MBS certification, or partner for it

Enroll in SPLA

Learn more about Microsoft Dynamics CRM

List yourself on the CS Hosted CRM Partner page
Profile yourself in Partner Solution Profiler

Introduce yourself to your local Microsoft Hosting
Solution Specialist
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Solved

Why — Market Demand, ARPU, Retention
What — A Business Solution, Vertical, Competitive Advantage
Who — Who is the end-client and How are you selling

How — Personas, 5-click, templates

\I

ln
E:

Microsoft: | HOSTING DAYS



Useful Links and Resources

Learn more about CRM
http://crm.dynamics.com (customer-facing)

http://www.microsoft.com/dynamics/crm/default.mspx
(customer-facing)

https://mbs.microsoft.com/partnersource/ (partner only)

http://www.microsoft.com/downloads/

Join the partner network

https://partner.microsoft.com/
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http://www.microsoft.com/dynamics/crm/default.mspx

Microsoft

Your potential. Our passion.”

© 2009 Microsoft Corporation. All rights reserved. Microsoft, Windows, Windows Vista and other product names are or may be
registered trademarks and/or trademarks in the U.S. and/or other countries.

The information herein is for informational purposes only and represents the current view of Microsoft Corporation as of the date
of this presentation. Because Microsoft must respond to changing market conditions, it should not be interpreted to be a
commitment on the part of Microsoft, and Microsoft cannot guarantee the accuracy of any information provided after the date of
this presentation.

MICROSOFT MAKES NO WARRANTIES, EXPRESS, IMPLIED OR STATUTORY, AS TO THE INFORMATION IN THIS
PRESENTATION.



