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a met hod and system for managenent of software

product licences. Mre particul arly, but not

excl usively, the present invention relates to a

e MEJH QD AN&%/W@FFEMOBM%GEUEM QF SQFEWAREARQ@RUCT
S9&E E@@% products to assess conpliance. 10 Background
to t I nvention Mass-nmarket software products are
often licensed to the user rather than sold outright.

Al SR BN spec:lfy ways i n which the product may be
U'S‘e‘g—l:r%?_% g, and other 15 rights that nmay be
avail able to the user - such as a right to future

URGQY Ge&sht ﬁ()@ﬁﬁ& Fé? #o%erﬂét%d land %gstghqwﬁﬁé\ggg{éd Bsoftware

|IC€ﬂC€ may S eCI ow many user are to use

tivedusd fieansee M@recnﬁdtwlarly it oekexebmivelynihevsesent avedion relates to
t t I t
e ?st%g‘gfgg aé@%@ d@‘ﬁ? Iag&ﬁtlleg s%ﬁwlal’e orBGudiéBiassess

ten years managers o
dmgﬂﬁﬁﬁ%ﬁlons to manage software product Ilcence
conpliance issues due to the nultitude and conplexity
of different licence types available fromthe vendor

n engy s of licences for software
products currently deployed in their organisation. 25
The different types of |icences include volune

| Massnmasket sqfiyarh PEaduclg & plign iceasrdiotbe usenrativenthan sold outright.

r R B8 caR By vy HRAich i’He Pro&Ga Geayas RRABRE Row long, and other
coverin peCi fi'ed nunber of worKstati ons, servers

ol ighe*@agmammawall?@meéhe USHicHch G aht o Ttire ipgrades. Where the
hk‘:@ﬁ’ée%dis %%a@lQW&lc@m@hB?gpéd@%ﬁi hatyyRFLare allowed to use

upplier; and FPP (Fully Packaged Product) I|icences -
\A;he éﬁﬁ\e«f@mﬂorwbt% oe%ﬂwsﬁdmv mapy waékétft!sa&%@ snftwrarerﬂedl&t may be
guals. 30 Volune |licences are generally
recorded on the vendor's main database, but nost OEM
and FPP |icences do not have conpul sory registration

MRGHE f8IRAYEaRNthastiesRe WAt ol ﬁ'frﬁérﬁﬁbfel’soéf @?Qﬁ’éaﬂ%h@fb manage
licensees are not i medi ately avail able

VEoware proguetlicenrer saptiangeigsiesue ta thﬁJ’ﬁ‘d'@Wdéfand complexity of
diifidreraRbntyBSs VaildBk Wk the VBAGSGSanditRE vaASREMRs of licences for

software products currently deployed in their organisation.

The different types of licences include volume licences - which are generally obtained
from a reseller and are commercial licence agreements covering a specified number of
workstations, servers or users; OEM licences - which come with software bundled with
hardware obtained from a hardware supplier; and FPP (Fully Packaged Product)
licences - which come with software purchased boxed with media and manuals.
Volume licences are generally recorded on the vendor’'s main database, but most
OEM and FPP licences do not have compulsory registration requirements and
consequently information about such licensees are not immediately available to the

vendor.

Furthermore, there are a number of different types of volume licences. For example
MICROSOFT ™ software product volume licences include Standard licences which
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version of a product and Upgrade |icences which

replace entitlenent to a spegific version wth
entitlenent to a | ater version. M ntenance contracts
riggndsethp use hba epedific ereien dica prodiictiand 4/ parassr liweaces whics replace
fé?{tltlénéﬁt)igg E Hﬁc é?@i%hg\ﬁth e%%’ﬁ’én‘féﬂtlté' a tor \)é‘?&{)ﬁ’ Mém?enance

1T censes covere %y the contact earn auto

wegiracte maydeamychased teprovide addidoral vparade rightg fortefixed time
ﬁﬁrq\og ﬁgﬁ&al@l%(/ geadgn ?‘ﬁbéﬁs%@ 'cov%@wg o gérn automatic

une agreenen
Rhgeadssite eny GEN aensmnamdew@lgmmgg therpariod of m@rt Yrpaddiifon,
aﬁfcﬁﬁ@@FTmWaE "aime?erft?fpe% oPRitihE léé@en@n@sa'ﬂbé\ﬁﬁ LE En e rlsle Select
epend on the size o € organi ati1on S comm
t@dh@mrb‘é@fﬁempnféd Tbe typscof ageesment sitablesfonn phiticylat @gamsat!on
\@ﬂ QE8Ha Sthe Qﬁg%f W dciggrﬁsatﬁﬂt it éyrﬁrﬁﬁn@ﬁirtg fAIEBL Rt @E&uct use,

propri ate o1ar organlsatlons

d%ﬂsll alsp k@ @hilﬁttqurqsamwsgwol@a@n Eatespiissploreements are

[ |
R et gD e e ey AL R FRets on each
sleghiaps Seleshiorepaeniagissestitrinediva fo b&mg@en@ytlons but allow for
Waﬁ@ﬂlb%i Qg%sgée F[Min et %rgal?ﬁétatléry pd)ﬁéﬂ h\%re%HieBtsSé%ﬁl He dsd by
medi um si zed organi sati ons. esel l'ers
qrganisatipgs ef fmyoﬂzﬁ; byt W@lqeilyr%"’féma@é%weﬂbumglée%y@ﬁelﬁaﬂons
which provides themwith a way to offer custoners
| i censing options custom sed to the custoners'
Hustheesere, regelianel Pt safiwars pieducte rRAbirS anpeary-#o-use system which
C&Hﬂ&ég‘tﬁ@ﬁ' With S¥a) ?d"bf‘@?"cﬁ&oﬁ\%& IRBASING Epﬁ&is%sﬁhse&% the
volune licences to particular custoners iIntegrate
vﬁ'v'ﬁwmﬂﬁ%ttbu’é'ﬁ@% know about the custoner's
organi sation, especially in relation to the estimated
nunber of conputer workstations and servers, and with
tin@ddlipr isemee/epromstiamkia faeRiRbRB VG AYERMHYhIch gan analyse sales of

wwnoérﬁdenc%fbaaﬁt%ia\fmtoﬁ@& mgrb%oo\fv% tht thé;fse p.t.dvf, ¥hdid the
nE)gI( ance I Ssues w th cust oners and dent i

Tragramysationmspraaly inselptonde e ?stlmﬁéem W beyiaf computer

%érhﬁétldr@,%hlrs%ﬂ/e?é) a‘h& Uithahd ¥xistBR&Y 6@&%@1@3{5&% oWned by the
custorrers syst to ensure cor¥p i ance

qUElRBIar - %@ﬂalyéts 98p bediepfign ideatifying compliancs issiep mith
vws{bmérslsn& |deﬁmmﬁwrﬁ@ Hppbfaiiest y- based) . The

di sadvantage of "the first optl on is cost and the
di sadvant age of the second is, as stated, |IT nanagers

NErésdHily, RHBBrskfe 2nAdreedirddna tedulttly LRbertaRt adcﬁs of customers’
qyg@llance with the licence. Sonme’reports place the

s tgeNSYIRICOBWHANSE (poftesed) s é‘?jrqlh%mﬁ Fstneg o comply with

AR&licence agreement (honesty-based). The disadvantage of the first option is cost
and the disadvantage of the second is, as stated, IT managers may not even be aware
that they are not in compliance with the licence. Some reports place the figure of
unlicensed software used in business at 26%.

One known system for analysing software product licence data is a system of
EXCEL™ spreadsheets and macros used to analyse data from the MICROSOFT™
volume licence sales database.
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vol unme |icence sal es database. WD 2004/ 042613
PCT/ N22003/ 000248 3 Thi s systsem has a nunber of
di sadvantages. Firstly, it only covers volune |icence
sﬁﬂsesyswm bhs winlumbgfr ofedisadvanipges. &dstiy itenlyofoveissiolimnes licence
t I n

L&% C}M?&{r:‘?n[" mﬁp?éétrv(gérﬁoid&%edrr{rgéé‘ c%;mg é%dgo nE&de it is difficult
do eﬁererﬂrane\de@ahmelhomedtﬁ@eomn@aﬂypemmbm@m craaig an actual
thi I |t
REAGE e BOSRAC AnTHARR, thek ob eIk Platel el HieBorate
tinfermatioprrecaverad frorg thencustdreent of t he present invention
to provide a nethod and system for 10 nmanagenent of
sof tware product |icences which resol ve the above
i Sumarycof thenlngentioneast provi de the public with a
useful choice. Data Fl ow Method 15 According to a
first aspect of the invention there is provided a
ntisiocbbigict aithe praseqt inverttionde proyidedupethiot aad sistemtfar

?ﬁdé@hf{éﬂ %ﬁ;?g%ﬁao[?roeu Ilbéncfeg%‘LéH rgg?lg@ﬁﬁdagoto@% 4508 8r to at
dmty?éqvidedhe@bblwlﬂ‘a%d%fi—ll@w@ﬁspl ayi ng an anal ysi s of
the data using the anal ysis database. 20 Preferably,
t he sal es database is the database of a software
ppafalidew Mefbedior . The data fromthe sal es database
may i nclude transacti on data about volune |icence
sales to custonmers. The data may al so include product.
| Acsording toafip asppet of H1e inberdiop tirra dt Rrovided panethod of analysing
%ﬁﬁéf&@@g@éﬁ@%c@%&a mfcnuamg thé‘¥t@?§ ben the datais
receive roma vendor sal és abase in a batch
feed The bae¥ing thedatafromca salevdatabafsnt hl y,

veall Y. QMatidAR kAR oh arAisiRiate; dff a T ecel ved

fromt e sal es ta ase | s cleaned before It is
col | atild i rdligplaydmy amanalyrs 9%*!"@ dgte ugingstee apalysindatpbase
data nmay include correcting inconsistencies in
transaction data - such as duplicate agreenents, or
i Pretanahly tmsales daipbase in ghasatabasedt asekaes roduststyaador. The
SeHER B tﬁé §£I§§ Hé‘lgbﬁ%sﬁ@i] w@ﬁfd@?n‘ﬁ%@écti%ﬂ Graftpdrit vollimk iBence sales

data includes products’lists then cleaning the data
naFUstREeld hg@lpga(rﬁay]alﬁ@ lmemrg@m’gygs of available software products,

In a preferred embodiment of the invention the data is received from a vendor sales
database in a batch feed. The batch feed may occur on a monthly, bi-weekly, or
weekly basis.

Preferably, data received from the sales database is cleaned before it is collated into
the analysis database. Cleaning the data may include correcting inconsistencies in
transaction data ~ such as duplicate agreements, or inconsistencies with the existing
analysis database — such as differing master agreement end-dates. If the data
includes products lists then cleaning the data may include determining new products
from the product list and updating the analysis database accordingly.

Preferably, the method includes the step of interacting with the customers of the
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the WD 2004/ 042613 PCT/ NZ2003/ 000248 4 vendor to
obtain correct custoner data, pther |icence data, and

actual software installation data. This data nay be
i vendepiorabtainl comece customandatpsotberdisentradaia, artd actual epitware

nﬁ?ta%qloh Efét]aﬂ% %oc%éé) é\"ﬂ g tﬂ)% S{ ﬁdg?%at@la ﬁ’rﬁ? Eh& Q“%ﬁ&as&ég%osarsrg nThIS step

ohay be thecoeibad of ﬂ'ﬁlftﬁthmde@rﬁdeﬁsmwﬁm of licence
conpl i ance. The data anal ysis may al so incl ude
transaction data anal ysis, |icence agreenent
aﬁaﬂ gatd analysis gidydncludeadry sssessroenitod fisance ompkishircand an

%émn&ﬂ%ﬁ e SES canal yses, 10 product
ana ySI'S, annui y renemal anal ysis. The assessnent
of | i cence ownership nmay be displayed for each

W

R L e e e
t analysiss teseler analysisacustoraer @@%gmhs@ﬁmwgmepseﬁmeréaoaiyses
P t sunmary screen may
f’lBJrre%i tanglgélf %gj %&g@%‘ﬁn%ﬁ%&naﬂ%%g upgrade |icences
owned by the custoner. The section may indicate show

T SRESSTIFN of InopRBRRP arbs BSpllod orBaPeomer in 2
oSitiemanissraeashpwingrspdunits pwrsd Rinthe sustomer. dicenaen owngd for those
Cg}bgﬁﬁ tb?ﬂ% ctfst &#boavtd%a dsBsssll B{AMé‘sh@%Péach produt for the

ons 1 n sunmary screen assessnent

I FUSETRRS. Ehﬁrﬂ'm@ﬁa’es%%@ﬂ may értbﬂw inglade A Gecianchowing upgeade
Ifbeﬁcesséi/mgﬂr% 6 cBSBmeR Q*Ne%ct(dn) mQ)E fﬁ@}éﬁfeséﬂo\npfﬁ eds@ssment

owne t he "cust oner, produc actual ly

i @fgﬁosradédlpg@% vhyjch P@’edl%'ﬂ@'ﬂf@?ble&ﬁle ligrns@s.scr epancy

between (i) and (ii). 25 An additional step nmay exi st

before step (iii) wherein a user may specify criteria

t bhe erseesmeof lierncepwngeship may fw_sthaédlapiay @R epticsy towjeat a

PQérivefishsYordisHoRrY the dbfvdtBn dPediiiaons iV eSuiarf 8ren.

analysis is a custoner conpliance list the criteria

may include the segnment of business, assigning risk

Weh IR e BE Rt f ﬁ&ﬁ'nc@rcombﬁﬁ'\cfe%éﬂesdlsﬂg%’é& B?eéél‘?‘&usto?ne?‘% a

to be ordered, t frame data anal ysi s
|%mnara{rﬁ@tﬁeln;ﬁhpwm/@|pr%ﬁ+@ts{)§P§ceStqweérhytt@¢ F‘éﬁt%?r (if) products

| Gl Snstaidaliach BYGR clsYREsT, Sid RBRYCbancy between (i) and (ii).
programs/licences, segnent of busi ness, product set,

or howthe list is to be ordered.
An additional step may exist before step (iii) wherein a user may specify criteria to

determine how the data is to be analysed or what portion of the data is to be analysed.
When the data analysis is a customer compliance list the criteria may include the
segment of business, assigning risk weightings to one or more factors, how the list is
to be ordered, or a time frame. When the data analysis is an annuity renewal analysis
the criteria may include a data range, types of annuity programs/licences, segment of
business, product set, or how the list is to be ordered.

Preferably, the data analysis is displayed on a GUI.

The method may include the step of transmitting corrected customer data to a vendor
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PCT/ NZ2003/ 000248 5 CRM database. Method for the
G aphi cal Display of Omershig and Conpliance 5
According to a second aspect of the invention there is
(RN idatedpage.nmet hod of di splaying an anal ysis of
software product |icence data including the steps of:
i) displayi ncg an assessnent of the nunber of conputer
(dethed |fw rgphieal Bisplarof RWRershin and Cogtnlignreal
characteristic; and ii) displaying the current nunber
of software product i cences owned by 10 t

drogersingde iasieceand agnestioidhe inyentipniBergds prpymg eemg@eé rfdisplaying
& ga‘?ﬁ!y%@of sERRERPr&ducP fidehice Eéﬁflﬁa@awtheté?@pssacond

I'cal characteristic consists of bars repr esentr ng
each ipr odsigplaying amessepsraent gf HisHumher Ohaorapytar ysers @ an

is aline, &&érﬁ@drreh%.h ra fFré’c ajrérﬁmcyr eRsrhitRstRf and S the

bars, overlaid on bars may be

col ouril) codéﬂﬁlﬁﬂ%"ﬂgﬁbﬁ @arr@ﬁtm@bér pirsaftwigre prpgucf ligences owned by
l'i censes. \mgbf‘gaﬁrsﬁﬁ’cﬂpﬁf Pr%ﬁuétb%?@%@ﬁdcﬁ“u%m@moﬁa ngi'Jﬁrcal
organi sation for one tware product the bar may be
coded t he chREAgterisc.t he nureri cal |y domi nant |icence

type and the other |icences nay be represented as

smal l er bars overlaid on this bar. Alternatively, the

Haeferaty. e senond cerphicabiepracteritie GPN§iEH PéE%rﬁrrr?rssw@g each

| dr6QRE Bnd theWarYrSiHidhl BRSThétbAstichiOh Iihd Qierﬁé?fdﬁdﬁ(ﬁr o the direction of
product and all the |icences owned

dh@ hatiss ayarigisl qﬁaghe hars: dpe ggrgﬁp@ﬂb%golgwaqqd@p tg indicate the different

qz&ésl GHlierRs! Whére@ﬁumbér' d¥ ﬁé%e@éfbeé\ﬁﬁédbﬁﬁé 'orgé?ﬂsatron for one
Wor kbench 25 Accord g% to a third aspect of

.ﬁ%/ﬁfq YR dheebargnayt o Fosied the ﬁ?é?lrrdﬁ ths mdr%rrﬂaélx/riﬂr@mént licence

|t9§@é\?&th@‘%@ér$rbérﬂ:e§ Oyt HeBpfelEntBd 48 @ﬁr@rrersoaﬁ%rmceon this bar.
products for a custoner including the steps of: i)

rAdternatiyelyigthe ber may bespiedirdreaded @r@r% r%P&?%?fF'P% rﬁedlcence
SR HAR bt Eror thiat éofrmraré F@dh&@hn@taﬂl&he Fencua bRnsd BytHet

licence data fromthe custoner i) retrjeving
RIgRYsAn Y R reprrecaigr EREMalp kale er%rlaaﬁ/om HYs B&lst onrer ;

iv) calculating a licence ownership position; and v)

di SE‘%‘%@W §"52156h’| ce&gibggy%@g &osr tion and

According to a third aspect of the invention there is provided a method of displaying a
licence ownership position for a vendor’s software products for a customer including

" the steps of:

i) retrieving software product licensing data from a sales database;

ii) retrieving other software product licence data from the customer;

iii) retrieving assessed use of the software products by the customer;

iv) calculating a licence ownership position; and

v) displaying the licence ownership position and assumptions about calculations
in a GUI.

A licence ownership position (LOP) is an assessment of the customer’s licensing
compliance arrived at by taking all available data which may include the number — or
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i ncl ude the nunber - or WD 2004/ 042613

PCT/ NZ2003/ 000248 6 estimateg nunber - of conputer

users in the custoner's organi sation, the nunber of
estimeated inamber ¢ ohcempyer serpintthe cusiemereeraanisation, the number of
gﬁéﬁﬂfér&é‘ﬁ@éﬁ’ce@%\’?ﬂ%gh@ BGRorhC HeSeBtionsHibé&tdReh | bS@é"lﬁ.@ﬁses,

|qences accrued via nal ntenance contracts
|u'pg|@nle deenserrant llppnedscacstusdofiemaintanaice gaiifsicts, ofter ligeaces

el o§ B gtl n&%h torfd %?Eké?ﬁﬁle%)m%H PPaREn é%ngnd var|OUf1e

cal cul ow many effective so tvvare I cences

@sgmptionsi md caieuiatingtiow mamneftecivineattiare liganses therpresrysation
gscal cul ated by conbining different |icence types

ana' aggregating purchases totals. 10 Preferably, the

nmethod retrieves the data fromthe anal ysis dat abase

‘érh%?lﬂcé‘r%g“o%ﬁégiﬁlﬁg ?l{ldr{ @ ¥B% RSElIiateh HyrlﬁnﬁHWﬁgr‘Hll‘f%nt licence types

ase Is the sal es dat abase
@hdtasgre@emg)purch@smalsm hod may include the step of
cal culating and displaying the risk of non-
congl i ance. This may occur W th conparison to actual
Five

eabllya theomethag setiipvesdbe date/feos thesanalysissiaiahase clpstgd using the

3 M Me‘hﬁ e owner shi p position may be
?igéctorsgl&go ! e used when later LOPs are

cal cul at ed. The estimated |icensing position may be

rp%fe%w e PIOVHSbELES TR SRsHRI0IBIP the RiInkak! e dat a.
25 Agreenent Model I ng According to a fourth aspect of

the invention there is provided a nmethod of
Ol ShEthod Ry lﬁcqajdevmé%tdwd?%arema{mgcma@ﬂaﬁﬁ@&rea%kfo%ora

custoner | nc udi ng the steps : g retrieving data
foopRlianreahBisyRIYOEHE wﬁfaﬁ@mew@aﬂé@aﬁﬁa iRgtalation dategect ;

'a&ua'i/s&rnha% B&mﬁM&F Gd@daf-£qui renent data; and iii)
cal cul ati ng possible |icence schenes.
The licence ownership position may be recorded and may be used when later LOPs

are calculated.

The estimated licensing position may be refined by providing more data or more
reliable data.

Agreement Modelling

According to a fourth aspect of the invention there is provided a method of determining
software product licensing schemes for a customer including the steps of:

i) retrieving data from an analysis database created in the first aspect;

ii) retrieving customer requirement data; and

iii) calculating possible licence schemes.

The data retrieved from the analysis database may include current compliance or non-
compliance with licensing schemes by the customer, and data about existing software
product licences owned by the customer.
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exi sting software product |icences owned by the
custonmer. WD 2004/ 042613 PCT/ NZ2003/ 000248 7 The
custoner requirenent data may include intended

depl oynent of software products over a specified time

('Ifrfércug’?bﬂ@? In‘S‘q di r@%eﬂ?&éta ?’néangPude ﬁ’(e?u)ie@ﬂéipl vRédt of Ssftware

data relating t dm ni Stration costs certain .,
tav%@tsqur |a@@ﬁ§|flergtlr§@ Hehesmme theanext %éh@ ae%réh@wbéoﬁﬁyst data
IrBelinglR ddhiRkstrafoH Sostsddt REAIn ek % liddhding schemes.
net - present -value considerations. CostS may include
i ntangi bl e costs such as cost of adm nistration,

aal%' lic8ncedchemts nﬂﬁnrﬂﬁﬂé‘@%l B8ts 'aﬂﬁlhﬂl%sfshgn@ﬁ&Fbr@sent-value

| ayi ng a graphical conparison of the |icence
sc@nélﬁ@r@tlomh EagistMaINgge fiangiRle cpgts 5'&5& agest piadmigistration,
"Riilts ApPr opri ate licensing schenes for the custoner.
15 Call Center Wrkbench According to a fifth aspect
of the invention there is provided a nethod of
A7 EhBE mayUSdIGEthe Sftlpdof 'dl?f,ﬂa‘yﬁm'g”eggﬁabﬁcéﬂcgﬁ’r‘éaﬁéon #éhd licence
prompting questions to ask a customer; ii) recording
t3¢B8€M8%ponses gi ven by the custoner; and|||)
integrating the responses into the. analysis database
of the first aspect of the_  invention.
qihesTethad "??é()ﬁeier%ihﬁd’@skﬁﬁtbieo?@“?%IaHP"OﬁﬂathJC%rb?"iQ/\%ﬁhémes for
UREkSst¥bhi n the custoner's organi sation, genera
detail s about the organisation - for exanple
organi sati on nane, address, and details of
SCHIBCEhfeF Vesrkbdhéh questi ons may al so i nclude questions
desi gned to assist the capture of anecdot al
i nformati on about product use, user counts, and

Ntk HEEa flﬂl’ﬁ@é’;b@@t TS RISRDN tidte THroliees nthod of recording
qgquestions, pro be determ ned by the |ack of

c“é&sf%ﬂ"‘ﬁd&ﬁ'ﬁdn‘g'ﬁgtheeﬁgﬁ%fnce of certain data, or the

(r]I elt i)gtbrbmbungnéué‘sﬁbﬁsaﬂorasdat@swnidw n the analysis
at abase.
i) ‘recording the responses given by the customer; and
iii) integrating the responses into the analysis database of the first aspect of the

invention.

The questions may include questions relating to software users within the customer’s
organisation, general details about the organisation — for example organisation name,
address, and details of subsidiaries. The questions may also include questions
designed to assist the capture of anecdotal information about product use, user
counts, and non-volume licence purchases.

The types of questions prompted may be determined by the lack of certain data, the
existence of certain data, or the reliability of certain data within the analysis database.

Responses provided may automatically update the analysis database and further
questions may be based on responses previously supplied.



Responses provi ded may automatically update the
anal ysi s database and further 35 questions nay be
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PCT/ Nz2003/ 000248 8 The nmethod may i nclude the step
of retrieving conpliance/ non-gonpliance data from the
anal ysi s database. This data may be used to direct the
fToe umetosd may inplusetthe aiep op reyipinsdconplingesiaen-egppliance data from
t r &

e Y B O w o Sl R R E R e Bstions
rl?éctfhl@iédfor selecting a software product of a vendor
i ncluding the sequentially occurring steps of: i)
dISE| aying a plurality of panes within a GJ; 10 ii)

taed ferSeletingia Software Pradyiet Yersien of pr oduct types
under category headings wthin a first pane; iii)
selecting a product variation froma |ist of product ]
Mporétnigdn@ siftie Bepechokibe dryantigsuthere ig pEpvided %@Pg’@tﬂ iferpelpcting a
%Bf%ﬁ Yt bPQVéﬁo%mreuddtnattheéew&mwoeéarrfnb%féi)svaft hi n

sof tware products may conply

wi t i awmgea D'éf?djterfIPab%ﬁl vithg akgdlhodol ogy. The first
pang @@bécLﬁgsé J&@ct"t%@ﬁém% IR &1 prE QiR hbes RhAEUSEedorPRSadings
under eac Preferably, the category
headi ngszﬁfﬁﬂérﬁF% HP@”% rst pane include "Applications"
20 {iPREMEfiRy a Fﬁfé@ct v%)‘lﬁﬁ&rﬂﬁom allRETRbNRY vamatioRs Wﬁhln a second
include the step of selecting a licence type of the
sof t war ePalti @Btict within the third pane. 25 The
sel ﬁ?tslefé@tu‘q]a pradfuediesdion o st bf ﬂo&ﬁ@ vbisicts Wiiiea g pane.
determ ne the product variations listed in the secon
pane. Sel ection of the product type may be confirned
bheaGktiwatd Srod®ts mhal) ebmBly Wit Sftlvatd @eridof I%bell?ﬁ’g“ﬁleth'EHSlogy
sel ection of a product variation within the second
pane may determ ne the product 30 versions listed in

t'l"?'n% fﬁél'daﬂe Pr?d')‘/qlst ﬁ@'v@ﬁ@dr%ﬂn@gt Pbb@apbl@dbi&ttyﬁé%rdnab# &dthiga¥egory.
be confirmed actyation o button wth

Juetermbly amﬁecatw headiogs vrder Hie fwgtafnﬁdnql@@d‘f@pkﬁaﬂons"
uBdARkR” ardudystemst.al | atl on data of the software

product in a custoner's organi sation. 35
The method may also include the step of selecting a licence type of the software
product within the third pane.

The selection of a product type within the first pane may determine the product
variations listed in the second pane. Selection of the product type may be confirmed
by actuation of a button within the first pane.

The selection of a product variation within the second pane may determine the product
versions listed in the third pane. Selection of the product variation may be confirmed

by actuation of a button within the second pane.

The method may be used to record or update actual installation data of the software
product in a customer’s organisation.

Method for Linking Parent-Child Company Names
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method for linking two conpany nanes including the
steps of: i) entering a first g£onpany nane
abbreviation in a first region; 5 ii) populating a
first list within a second region with conpany nanes
\’)&kt)c%rﬂln Y 4 EaRA sb@ct{d?%é lhﬁéjitlop‘?ﬁ@@rh\’pﬂ@ﬂ@d a methoc% for linking
revi tlon; N ectin irst conpany name from
tiwe qompany ingnes quhgsgﬁé@ﬁd conpany nane
abbryevi E: a second
o0 vy TR it St haeiede V&%‘t’ﬁaﬁﬁg”‘hﬁéﬁ%@“ Whi ch 10
cor m)ssmmtatlng atfifet listowithirtia ceegnehipoien mith £opwany aameswhich
vi) sele e second
i L and e A e e o Wi th
the"ée%ﬂﬂﬂm@ epmparenameffiemdhalisty, t he conpany
”‘?\é Siérird é‘%ﬁ& E%Bﬁ‘nﬁﬁy ﬁé}ﬁefabsr%buaﬁ&maa”t}ﬁlr@?éﬁod s the
rent or c second conpany nane, :
f ir yi RenAiing arfgsend st witbinfasioreh reeglon ¢rceswany n%m@s whlch
the SecOréerregasaarwm@géeon@eoma&yfﬁarn%am&mﬁw nane is
an alternative nane of the second conp %gnane The
firdD saiertivs@negorbeqsBRanyhane fmmﬁe&pn@ MY be a
s eanffirkirg tA8 fifs® Eorfipdty Han®d witr? thes e OB EMpdhg Hamel Ne
first and second li1sts may 1 nclude the conpany name
and its "link status" - i.e. not |inked, a parent, a

Cﬁ#e‘f&ablé?th%&ﬁﬁgnf méd %'Ilﬁké&%@%@%ﬁﬁ%@%pan){ name is the

Par ent - LI nkKs According to an ei ghth aspec
t prreniRrchild gtthe ﬁemdu@ﬁw@av nawg. e dist Reapad;name is the former or

dbr%@érﬁ)ﬁa% itk 8skoR '&Bl%?éln)nﬁé]‘ﬁ‘é dried fitei dtendaR§ nafRRS an
di spl ayi ng one or nore primary

c@teﬁlaﬁpfemnf’@softwqqoyd 8PEpRAX/MABE-under each pri nary

conmpany nanme one or nore secondary conpany names

linked to the primary conpany nanme; and iii)

df pfirghansesqed GPmH%'Fyenng%BlPPré‘éPt'%dF%)t‘?%? isgqrpla strigg &or @ part of
r 8B6RPER) hdlbet he 1ink between each secondary conpany

nane and its corresponding prinmary conmpany name. 35

The first and second lists may include the company name and its “link status” —i.e. not
linked, a parent, a child.

Method for Displaying Company Name Parent-Child Links

According to an eighth aspect of the invention there is provided a method for
displaying linked company names including the steps of:
i) displaying a list of one or more primary company names;
i) displaying under each primary company name one or more secondary
company names linked to the primary company name; and
i) displaying one or more graphical characteristics each representing the link
between each secondary company name and its corresponding primary
company name.

Preferably, the company names are linked because the primary company name is the



Preferably, the conpany nanes are |inked because the
primary conpany nane is the WO 2004/ 042613
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name, the secondary conpany nane is the fornmer nane
of the primary conpany nane, ¢§ the secondary conpany
name is an alternative nane of the primary conpa
rRafent ofthersecendasy GOMPHY RasIe, NER$SLoBaRHY £AKPRRY aarﬁwa%dormer
LHbqiﬁ‘é’ e

Bl e Do aAE se b Rz Rthe s an
oﬁl@rﬂaélyfﬁ ﬁgm@@éﬂ’@rpﬂﬁ‘tﬁ%@@?@nya?%m%orrpany names each
linked to a secondary conpany name under their
respective secondary conpa 10 nanes and one or nore
d?@%ﬁabjmthe; PRACAEAY COBPRRY l&cﬁﬂ%@é Andagansipgented with respect to
Rh&bamaRk) ébmﬁa'ﬂ? ngfdPhi cal characteristics used to
represent the link are "L-shaped" branches. 15
Systens for Inplenmenting the Methods According to a
Ny ﬁeﬁ%@‘?ﬁéy |ﬁ’élu&ehlﬁe IsfRY8 o H@BIath% lofe 'o? n‘f&@ﬁé‘rtﬂ#ﬁ c&n?any names

system f or i npl ementi ng the net one of

feachtinkes o) wnwéemea@f name umlﬁréfmlr r@ﬁpectlze seeANdRRy @mpany
f & SRESHW rhdie gMphhafehafeaerdhics e présehtihd!BAdHInk.

aspect of the invention there is provided software for
effecting any one of the preceding methods. 25 Bri ef

qer%ﬁarrém ItR& gl%fphFcBIQ:h@Fa%Yérféﬁés U2 th RSB&r® theVinklard QVsihfed”
described by way of exanple with reference to the

@BeREnyi ng drawings in which: 30 Figure 1: shows a
flow diagramillustrating a preferred enbodi nent of

the nethod of the firs ect. Figure 2: shows a
s%Y%@'i‘i@rfo Implegenting the, R"Fﬁéfdénal ysis tools avail abl e.
35 Figure 3: shows a screenshot illustrating an
overview of an organi sation's |icence conpliance.

2Renerding tinipimasrestor Hreppweniign there s pjavideds Sygtﬁmgr

SitdpRIRSTIRY thed mighbl af arﬁggora@ofahé fisPRL diyieth Q¥ESAts 6MheTnvantion.
organi satron's |icence conpliance. 5 Figure 4: shows a

screenshot illustrating a summary of |icence ownership
agéftware for Effecting the Methods

According to a further aspect of the invention there is provided software for effecting
any one of the preceding methods.

Brief Description of the Drawings

The invention will now be described by way of example with reference to the
accompanying drawings in which:

Figure 1: shows a flow diagram illustrating a preferred embodiment of the method
of the first aspect. '

Figure 2: shows a screenshot illustrating the analysis fools available.

Figure 3: shows a screenshot illustrating an overview of an organisation’s licence
compliance.



conpliance. Figure 4a: shows a screenshot illustrating
a consol i dated conpliance position for a custoner. 10
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ownership position summary screen for a custoner.

Figure 4c: shows a screenshot jillustrating a |licence
ownership position derivation 15 screen. Figures 5,

6, 8, and 10: show screenshots illustrating different
Vﬁgérecs‘a Vi egoig dads'@r@ensﬁstqr&%ahﬁb bR sﬁ@fﬂgﬁk\a&dvénﬁm ghase.
20"Figures 7 and 9: show screenshots i1llustrating a
mrae@g%ﬂonérhcgmee@qmm@n%ﬁ software product version and
licence type. Figures 11 to 13: show screenshots
illustrating a nethod of pronpting questions to be

Hgwe bf a \BeFaseqheheliitystialing A sUmasy efrfisencexewnership and
Fi8acel4 to 17: show screenshots illustrating a

nmet hod of displaying and specifying [|inks between

di fferent conpany nanes. Figures 18A to 21: show
Shg&adgheet %MS'%ééﬁShBﬂllﬁéﬂ%ﬂN@é'c@H§ollé§tE§ %t%f)ﬁ%—:fnce position for a
agreenent 30 nodel ling. Figure 22: shows a

ofUetash i | lustrating a preferred enbodi ment of the

nmethod of the third aspect. 35 Figure 23: shows a
screenshot il ust rati n% a customer. conpliance metrics
sdgwetb: wo eidiysiizting 8 liggss AyvnenshippQsitios summary
24 reST RN Cgstgﬁ,@ﬁenshot illustrating a customer

conpliance report. Figure 25: shows a screenshot
illustrating how information displayed in custoner

Crgilel RNCE RARIY sdidshsh6t iftkitiaBRy aficéricBWnerhip SEXHIBR derivation
screenshot illustrating projected revenue for annuity
r¥&hl s. Figure 27: shows a screenshot illustrating

a custoner annuity criteria screen. 10 Figure 28:

shows a screenshot illustrati n@fstrpcustomer annui ty

ridgieg 5, 60k 1aRd) 10ass¥s R eeshats | fing difprent ‘EﬁMlVﬂ?é“ﬁ'?%data

stored in the analysis database.

Figures 7 and 9: show screenshots illustrating a process for selecting a software
product version and licence type.

Figures 11 to 13: show screenshots illustrating a method of prompting questions to be
asked of a software product licence customer.

Figures 14 to 17: show screenshots illustrating a method of displaying and specifying
links between different company names.

Figures 18A to 21: show spreadsheets illustrating the various aspects of agreement
modelling.

Figure 22: shows a flow diagram illustrating a preferred embodiment of the method
of the third aspect.

Figure 23: shows a screenshot illustrating a customer compliance metrics screen.
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licensing of M CROSCFT TM software but coul d be used
inrelation to the licensing Q¢ software for other
vendors wth appropriate nodifications. Data Fl ow
NEgWEER4: 20 Faomsre sareenshoH|lslialing a castpmer eamrlignce report.
enbodi ment of the first aspect of the invention wll

be described. The central M CROSOFTTM Sal es Dat abase
prigviedds a shoMeln serennshat ilusigting how mfarmatiam dispigrediint aistomer
|éorﬁb|ﬂahc@%p@ﬁm®%@édﬁ@dt hat the feed may be provided

bi -weekly, weeKly, or in any tinme period. The M5
Sal es Database typically records volunme |icence
L EgIRaB: | ONShoWB&PScHEshshYt i\ E@M{é&'?éi?edde f§ﬁéﬂr§ut§/ Réhewals.
licence or transmtted to M M by a resel
when it sells the licence. 30 The data IS scrubbed
(eiherred) b%o%\/ssaeédr@é'ls%t |Wt§éﬂ‘éﬁﬁ§3§%ust&‘ﬁ@?aﬂfwt?'chteﬂﬁ screen.
these processes nmay be automated. These processes can

i nclude correcting inconsistencies |n transacti on
deiare-265 UC hstiwstgtréSithet ifstaBRe 8 tstoEr annuity report.

i nconsi stencies with the existing analysis database -
such as differing master agreenent end-dates. The

r p&talidd DeScribtietsr MERERITREbddiméAteéan Transacti on Data

ich is provided to update the anal ysis 35 dat abase
represented by a series of tables - custoner data,
AP FreBatt ifldhfon reldtéd s nefoddatl %ystéﬁﬁ@ﬂ ehadihtd SoftWaf product

LR et 6 iR ey enks lgrosor

CftuRiné butssalldiRY @selli® eslgtioh. to Ty I&:eﬁ@ib!% bneditwdiee for ©81ee @endors
i nf ormati on. ricelist is scrubbed by a series

Thi s
o‘f"“bf“?ﬁrgg%aé‘gmo ficd#a"Sh sone or all may be aut omat ed.
The result of the 5 scrubbing process is a |list of new
h U'ﬁﬁ rhcganges to existing products. This
Wi P€ consolidated into the product data
tabl e which also forns part of the anal ysi s dat abase.

| nt er act h th cust one Cur

| B ortp ST, B olar ey RG e 2spget 86 hednvention wil
Woe Hbsnipld.(see the call center workbench section).

This interaction may provide the follow ng results:

It may be reveal ed that the custoner is associated

W idicérital ECROSOPTHY Salag®atabase provides a monthly batch feed of

transaction data. It will be appreciated that the feed may be provided bi-weekly,

weekly, or in any time period. The MS Sales Database typically records volume
licence transactions recorded by MICROSOFT™ when it sells the licence or
transmitted to MICROSOFT™ by a reseller when it sells the licence.

The data is scrubbed (cleaned) by a series of processes. Some or all of these
processes may be automated. These processes can include correcting inconsistencies
in transaction data — such as duplicate agreements, or inconsistencies with the
existing analysis database — such as differing master agreement end-dates. The resulit
of these processes is Clean Transaction Data which is provided to update the analysis
database represented by a series of tables — customer data, agreement data,
transaction data, reseller data.
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former nanme, other name, or erroneous recordal of the
custoner's actual nane. In apy case this association
can have ramfications in relation to licence data
recorded against it. The associations may be recorded

s BRI L d SRy bREEIREbL A rent
forr'\{a in mcsﬁfa{gea%es?lgit Pagé Qg&%ﬁghggms gpsec tion). en
|softyvase medmcéw daisgray inglude ugeermmfom'oacﬁhﬁ pegelist geserubbed by a
' which e EiRGmefed! i P&%&@gﬁg
Fﬁe@%ﬂ%ﬁ?e éléggié:%s M|Sgwé&r§ﬂnot%e liﬁnrlntl al ye recorded
iserubbingantesapsiissa bisttof Pew drodrists o ehaagaAs o ﬁésitl@@ B@dHets el his
a}ﬁr@Hﬁéﬂ%ﬂ x&isw%téa m%]ﬁﬁ%fr@amcaeatw@m& (WRth Ml P& BArt of the
cong/ 1@ net ho or 25 entering other |icence

sissletabesef or t he way in which this other |icence
data may be recorded or changed). |Information about
how many and the type of software products actually

i Interagtip@ with theceustamrsicas ogeyahnis ditergpticresange diesséad *a/dthe call
tBén%é?'m%rRH%@ﬁ Lt call S&ifter WoskBENcRQEcHd). B ﬁﬂérﬁétlon may

actual instal atlon data section for details on how 30
tmpdeitedoligyindieskltsor ded or changed) This act ual
installation data nay be wused to establish a risk of

non- conpl i ance (see the |licence ownership position

(LOP) ek berevealsddbatdhg custamenis sseaciated with gaother company name

owner fiﬁ'tl{é Hal gsiscd%?%%e' Phif aSEiREn &9 BE |aLb%'r9rﬂssub§§i‘éHﬁd

from assessnent are stored in owner shi p
tabl e ralstienshiswithine adhertaeBPaRy Py W‘@S’é’ﬁtﬂéﬂizﬁl@r compRagy name is a

asses r rlafneC BiHePHarh8 eor'érﬁ)%@&t?s @waﬁm@e BOstbikAfactual

(see the Ticence ownership WO 2004/ 0
PCT/ NZznws/nanperse this agergiationsap m@m r%ﬁqas'eﬁ% in rglaion imlicence

for dejgh Fe%oRfed'ab%m%ﬁ't eFHeaJSEQB&tionE'?n &ére%@’é’@'b@mbﬁﬁe parent-

conpllance l'i Cences i s assessed tais retrieéeved
C ot hogg raptong (aedbe eathpd fardinking pareatchid cempany names

owner shcRofosi tion. This is conpared with 5 data from
t he msta?l ation data table which represents how t he
sof ewalt mapbe denseisddhat eustamarhas gepliwdatherfigengessyrch 2 OEM

this |
alﬁéﬁée}gezlrﬁgﬁ:@’nllygggél{é%eﬁ iPSdduR) IIE&{beQWH R8¢ ot be initially

This ris | e nonet ar% cost
conpl i 'gaerded inithe ignalysis daigbese Jdesne W@amyra&q havgeagquired

from tJb?urﬁé‘ ﬁ&e‘h@@é b a&dmwrmf%eﬂer B6MPRY. RRe tAO netRod for

back to the vendor®s custoner relations managenent

(CRV) enieeipgother licence data section for the way in which this other licence
data may be recorded or changed).

e Information about how many and the type of software products actually
installed in customer’s organisation may be revealed by this interaction. (See
the method for entering actual installation data section for details on how
this data may be recorded or changed) This actual installation data may be
used to establish a risk of non-compliance (see the licence ownership

position (LOP) workbench section).

In this example the ownership of licences is assessed. Conclusions reached from this
assessment are stored in the ownership table which is part of the analysis database.
This assessment is called the licence ownership position (see the licence ownership



In this exanple, feeds fromthe CRM are al so received
on a nonthly basis. The data received fromthe CRM
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contact names, contact addresses, contact phone

nunbers and email addresses. This 15 informati on may

be used to popul ate the screens used in calling
dmasitionOP)warkbenely sedianeridgirils oF s edeiatiamce revi ew

or audit targeting a particular segnment of the

custonmer base. Interaction with the custoner during a
dathis axareplenhs epmplienes ellicencssris asarsserhtliata isrreliieveditom the
%ﬁﬂéﬂ@ta@@r@gﬁe@@hﬁg tﬁ@ﬁc&%@%@ng&hﬂ%&ﬂoﬂbﬁﬁs Jafsd with
i nfor el

t1on about cuUustoners r actual use o

Mata Bermithe inslehaiisinatgja tahle whiplh seniesents: iy the) softwarsgproducts are
? H%ﬂ%yed he ?eéLﬁt d? %é ?&eséﬂ@ﬁ@%h@e ‘thél ﬁﬂ@of AALGmplince.

ai ni ng ete picture of
CUEQ Betesoutd la@m tf@nﬁ@n@F@tC@@t of pREPERIPEai gn data tabl es
are initially populated in part wusing data received
fromthe CRM system The other fields are popul ated
dndhig sxaiprla custorer dafa retdgyrd fiem éhe wsﬁgwra%@@g pitefagtion may be
Re@ %Eﬂosthe RS cBbtomieh FAtIBRE hRMagéMent @RAM Rldbase.
extent of Mcrosoft product usage nmay be deduced for
conparison with |icense ownership to gauge conpli ance.

3R ¥ él(é(fﬁﬁé %H@frgmg% @R?«/I SRUR RSN a horfHif B@éﬁ@ Mhe data

anal yses t hat be undertaken in relation to
a’ﬁaw%d féorameaﬁa inclyde9\BE 1eoHNt bysinass sepmphl @%S'fﬁﬁw gontact

Oﬂan@@ %rﬁﬁé‘c%da%s@ %hia@%n\@@u%@@ é’rﬂ’?@rﬂﬁl addresses. This
Cr/ Nz2003/ 0 (t;ure 3 shows how data about

agf@é@aw 'B%\\h'é? g%ﬁcbtomwut&\ pipsregnapsedistaiieg campaigas. A calling
déa%ﬁ’da@@fﬁg a cBﬁf%hé%é rEQkW orG@HiPPJr?éﬁ@ E e éulé/MsbBl'n@nt of the

i gure 3 shows a nmethod of displaying 5 assessed
o%ﬁ&“@ﬁﬂbésﬁnd approxi mated installation data to allow
for an easy assessnent of conpliance. The

approximated installation data, in this exanple, |is
t|ﬁ ragdion with dhe eisterpengiring RAGAJBe cappaigpds gsqqqtotqq@nde data for a

AHigrAddt blel e da%pb@ﬁro%%bl%cbomélﬂshﬁfo%gm about customers
horlzontal line 1. will be 9(Premated

3N thai a@tpalwﬁ@&ll\m@ﬁa?fbf@@@mlsﬁv (es RBOS58 (o i logpe ounership).

a‘ﬁ%@%&%ﬂe&%@&é&bp db, ﬁ/hFéW"h @éeflh%r?gaﬁrﬁlﬁg” Q%@r‘ﬂblefébléth% of the
esti mated (or. actual) nces,

p%ﬁiﬂ”%ﬁr SCOMAENE SrBuThe SSTarIh RS e RaTUABrRopisted in par

t iy ety ?éﬂéi\@dtfﬁél@tﬁemw%?&ehh erHeQthar el b GHYIREIED 2M
products: OFFI CETM NDOWS
updated as the campaign calllng takes place.

From this "anecdotal" information, the range and extent of Microsoft product usage
may be deduced for comparison with license ownership to gauge compliance.

Analyses Menu

Figure 2 shows a number of different analyses that may be undertaken in relation to
the analysis database.

Method for the Graphical Display of Ownership and Compliance



15 NT/ W NDOWNS 2000TM EXCHANGE SERVERTM SQ. SERVERTM
PRQJECTTM and VISIOITM In this exanple the foll ow ng

WOLOROBGEST TM | i cences are shown: Standard Li PENSZ2003/000248
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(red) 2, Maintenance Licence (dark red) 3, and

Enterprfse Li cence (green) 4. 151n this exanpl e each

bar is divided into three thin bars, each smaller bar
riigvreSeshiows hew daie abputiaseessae QWNeTspipeEa Patigdar eistamrr may be
cysiigygr for that software product. The OFFI CETM bar
contains a thin red bar 5 of height 100, a thin dark

red bar 6 of height 50, and a thin green bar 7 of

hﬂﬂeglhéy '?&élcborﬁ H&rlsbh 'dhapcadhthW@lh‘re' Iﬁsm d‘ﬁ\@fhoﬁ Iof B%bﬂb‘lﬁg

det er i nes he col our % of the thicker bar
viRFSessesi qwebﬂm Ald amroxlmat@éi ipgialiatiop data to gflow fgren easy

eXRABMfent bhorhPidhceéed bar 5 domi nates in height and
therefore the thicker 25 bar 8 is all red and has a

hei ght of 100. Referring to Figure 3a a screenshot for

a’ﬁ']é‘éﬁp%ﬂﬁhieﬂ%&éﬂ%h&h @&(aWn'thls *éﬁaﬂgﬁec Fs'tﬁ’@ gstlmétre ?or@i%al) number
Total Conparison Chart in Figure fers

ppfgs@ptg intheprgapisation e Fhig éﬁrep@gemtgg ,bggltengrgep ﬁgrlzontal line 1. It will be
éﬁéﬂleﬁé@%a‘t b GRAITR gPAMARIaP e aPadierisitit nRy dedlisedhat  pr oduct
an

a plurality of thin bars, representing the
different types of |icences ovvned for that product,

aree aé%\é@éédadv@hé?éhlé B%hbhlh@s%ar@@bres%ﬁﬁ w e@fméneaq&%tuan
Owner ship and nFI i ance Tabl e

35
CUPBNESSelfal 1 PR O Pw@éofsvmr@rpgﬂwt%ﬁwneemnth%ﬁ@éomer In this
Cactopid e halkes M@fa@wgqazfﬁ@s@@mm Qﬁﬂ%@“" WINDOWS

o AYNERS 2B0A S BRERan G SERUBRTT i SERVERT stpungr™, an

Spists™c ﬂhrgthxaﬁqum%lmlﬁgr mchblsosmTM |i@én@slary @hm Standard
| i cences owned %ﬁdﬁhe custoner. for each

iF58 e RaVisiplenenis Ban L PER o, B ESIaTaS HEsToRdareen) 4.
sum of the Total MS Sal es colum and other |icences
ovvned t he cu oner (i.e. OEMand FPP |icences). 10
Tiveh 'é&ﬁ%’?"P'&r?@é 'é'lsl?év'é‘?ﬂ 'G"t‘?ﬁh@%b\@%ﬁﬁeea?h ?@?'&r’ii’ér represents
b@iéf\mne Ejﬁﬁfia iiehads @oﬁwlby ﬂhb%@ﬁ@ﬁ%r fda&hm@?ﬂ\g&etda@du@mie

S i cences ¢ol um crea e

P P Sty e U R x5S B Toshvarih Chriefed ey 6 2f heiaht
C@@Tmnu %ﬁﬁm gﬂe&pﬂaaw @fh@vghngerecnm& %hm/wr@c:srr i§ QaBlinaMb Beheight

shown i nal .co

PR 5CIRUT e GG hscihicker il Wity o1 behigt e thin
Vbdrb. [hteis bk@rﬁ;ﬁlé,ethe thin red bar 5 domlnates in height and therefore the thicker
bar 8 is all red and has a height of 100.

Referring to Figure 3a a screenshot for an alternative overview will be described.

The Key Total Comparison Chart in Figure 3a differs from Figure 3 in that each bar
represents the calculated licence ownership position for that product and a plurality of
thin bars, representing the different types of licences owned for that product, are
overlaid on the thicker bar.

. Display of Licence Ownership and Compliance Table

Figure 4 shows a table displaying licence ownership and compliance data. The table



requi rements which is cal culated by multiplying the
Conpl i ance Status nunber by a RRP for one |licence for
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consol i dat ed conpliance position for a custoner,
taking into account the follaw ng: The overall

i cence ownership position (LOP) cal cul ated separately
byclEeRst %@sseggngdretb%t the Isestgpayicach tp PHRY Mecergamsation into
V&QInhiBnéd.cence records; Information gathered from
custoner interaction regarding i cences purchased by
nmeans ot her than volune |icensing prograns;

| THeOT st S B atit dbfingdlisl dofPusddSiamiBle dum 8f ACIdIARe licences owned
regardi ng actual use and installation of Mcrosoft

pbyofaaéygtomgoformeh RIAUELRIYN.t he cust oner to use
downgr ade r| ghts to achieve licensed use of M crosoft
products - use of unallocated |licences of

e T SOWaRd, S A acormRiESd e 14 4T OF 51 TR 84S Sales column and

V&héﬁl@@ﬁeesﬁﬂfne%acﬁfhh@wﬁdﬁbr( BMOEM arld ¥p fiédrRed). shows a
net conpliance position, i ndi cates that 35 such a

position cannot be concluded due to a lack of conplete

| THeed ©J>Hnaﬁdn@€ Sﬂﬁb@c&@nﬁ%@n%@ﬂ?&i@er@&?& DERBESHOREADWried

Fi gure 4B shows a licence ownershi p position sunmmar
@3@%@? qoimnyapg theplatal Installed licgRgesicql L@‘rre (whighd gregted fom

GhRHASEbNEcNPEWFOMItASElStomdM t hi n each fam |y, the
versions for which sone licences are held are shown,

and the types of licences (e.g. 5 standard, upgrade,

NRigidpRitanédniafce dikFlal %mmgdomﬁnér@bﬁbn%nwa&%l i€8hown in this
licences are shown for each version, together with a

tS@HP%or the famly as a whole. 10 Sone licence
types require a base (e.g. an upgrade licence requires

|.icence o earlier qualif roduct),
A B0 SR ESTatss Saseieaos s gtad Ceshiasomply Wit licence
beguirdrastié iwhicads cdl &ﬂaf'e@fbyln’\/t,ﬂﬁdlﬁrﬁb' tl'iétﬁdlﬁ;ﬁllaheéléfattﬁ@n@nber by a
Snvvhlch dlfslaysh owner ship position
V\éé 2 rangdigenge °Eﬂ“§lﬁp§°ﬁ PEPqUCk ence owner shi p
position derivation scr een. This screen shows an audit
trail how t he consol i dated ownershj osition was,
S0 AV Gt COnS RS OO T PYSLomR, deking nto
| uzbustabe fdnewinge of base |icences for

¢ The overall licence ownership position (LOP) calculated separately by another
part of the system from Microsoft volume licence records;

e Information gathered from customer interaction regarding licences purchased
by means other than volume licensing programs;

* |nformation gathered from customer interaction regarding actual use and
installation of Microsoft products;

¢ The ability of the customer to use downgrade rights to achieve licensed use of
Microsoft products — i.e. use of unallocated licences of later versions to validate
the installation of previous versions.

For each product family, this screen shows a net compliance position, or indicates that
such a position cannot be concluded due to a lack of complete installation data
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licences etc. It also highlights where base |icences
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Data Analysis 25 Figure 5 shows a GUJI for querying

the anal ysis database to obtain details about

transaction data for a particul ar custoner. D spl ay of
LFigrRdE shomeeniagnceraens/shie postborﬁlgumeryeogerﬁﬁ\/ter & Clggipmer.

for querying the anal ysis database to obtain details
about historical and current |icence agreenents for a
pEh& ows imihedgErenase 9raupes by prastctefamdy.i Withinreash famide thee
%taons%r E/h&H SBmé IiREIRYR ofe E%ta aF@éhcﬁ\m %ha Bk tg% S98ences (e.g.
det al | out a particular 4/ 042613
mﬁnm@mrmommter@eceem ﬁf@r'@"ﬂ?@duct I i cence ot her

than volune |licences. Afirst pane, STEP 1 OF 3, is

provi ded from whi ch product type can be sel ected usi P

A tadglioh MSuBales licenises preotnewn ferngash varsions iaasiier wdth @ total for the
UBRRY ok Br@Ridieadi ngs - Applications, 5 Servers, and
Systens. \Wen the NEXT-> button at the bott om of t he

pane is actuated the next pane updates to show the

agGhé AkdrRe Wﬁé@%&uu’éad bhadel (@,@f]s ah Gb ﬁaHé‘tlcé?fc@ Fekilirel ¥iRRence of an
Wthin thi s second pane, product

veariiegualifying proseicy Anskgestion 9 GI?P'&W yvggre %f‘ ﬁ’@%“‘?%%have hot
bEdnadentiibgn the NEXT-> button at the bottomof this
second pane is actuated the next pane updates to show
detail s about that product variation. Wthin 10 this

UTHe ‘epidatfon” bliti-esd$Hd,a ddiéerd \%lblﬁ)WsBﬂ%@ ROW €itd ml%rﬂﬂﬁ position

be made: prod uct'versio n, |icence type, nethod
IW%%ﬁEéa%EHU|S|tlon and whet her the proof of the
licence acquisition has been confirnmed. In addition,
data about how many |icences have been acquired can
blegwigtdss %'?PWSl%"Wé% OWRership@eRiFPHATAAAR FEREAL t he
bottom of the third pane is actuated t he detalls

entered in the third pane wil|l be recorded in th
ahi$ §9een ahewshar audit gl QﬁxﬂPWdh%\CO'LSG %f?%awwﬁh'etp@ﬁ'twwas

WRh6ted faFa pariculab p.@aedsmérﬂnt/ tThiS PEILEsS tr@%eldﬁﬁ%ﬁ@hé‘égfor
data entries or suﬁo‘%}l required fi ehds that have

G adiba e vess? BRSH IRy La OLTReTEER s ity d 450 Rghigns

where base licences were required but not found.
Display of Transaction Data Analysis

Figure 5 shows a GUI for querying the analysis database to obtain details about
transaction data for a particular customer.

Display of Licence Agreement Analysis

Figure 6 shows a GUI for querying the analysis database to obtain details about
historical and current licence agreements for a particular customer.

Method for Entering Other Licence Data

Figure 7 shows a GUI for entering licence details about a particular MICROSOFT™



Figure 8 shows a GJU for querying the analysis
dat abase to obtain details about |icences acquired by
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particular customer. 25 Method for Entering Actual
Installation Data Figure 9 shegss a GJI for entering
actual custoner installation data about a particul ar
lsptRaBQFTIUE titansaothes themuplumesliceTiess GUI operates in
the substantially simlar way to the GUJ descri bed

under the nethod for entering other |icence data
Iﬁoﬂvekmne BREPJDRI3! i noe\idadfeam whidhi pfoduss typricad besglested using

hfélckﬁmghreg mﬁucﬁc %&:Jeé afd Mé@or@"ee %Heérsthl%%tﬁé%mnljs Apgllcatlons

|nsta er t 't cences owned

Tereeraand Iusienas. Yhanche é@‘f d%QUWPﬂ @tﬁbe hpigny of the pane is actuated
gl ﬁ%gy o?wg%s e?%%gg Y %ng&t%@ﬁﬁ)ﬁs forShat product type.

sis Fiqure

dNtﬂ?'mwsm@dmae VETEP d&4Fabaskrogiect ypriation may a@ $@6<a%ﬁ9m a list
%esfngsaerl%c}@r %enCM$RWﬁWT3 bif%h‘é@fl‘% BIBAG tiis sgé’dn'd pane is

ere is a need to support peop
astyiirstithe meyiranepdatealte shRy defails alkaut mat 9rqdﬁcit\f@élamreé{vlthm
]tﬁ s WircC R FAMesTEY ] tR¥RIIBRgRe’ctibitdean Ve @bde: PrédiRBversion,

hi's acf|V|t the need for ready access to
rl@en%tvee, ethod HulicE0Ge AGeRiSHIeRL AR WA the Reoq! BRtherigpnce

%&ﬁ&gﬁéh Rds BLSA 8dnfirh&d.an akiitors WetLasout HS\F/%aHychér%re%ave been
revenue generation and custoner satisfaction. The

aAcatised eafl ke ARiEIRYd is to integrate scripting
functionality and provide Ilnks to ot her 15 sections
of the invention. The meth facilitate t

QHben e GPRRATA Geéantnehaliorat (e tifrbianeys Aduated the

'd&élfs'@?ﬁér@@ lrﬁhe ‘tﬁwcﬂféﬁ@%ﬁ bé! feordeah tHeaHlysis dlbbase, following a
non-vol unme |icense tgurc ases. 20 In summary, the cal |

ceonfination skardn whighy the usrrds propmied to eoreskanyt ingonsistent data entries

C&%hbﬁy‘?&fh@&%ldé%ét%@é B&dr 1eft bnkh @ customer to
obtain information about the custoner's organisation.

Figures 11 to 13 show how the call center workbench
OBi8 pRiysT-Other Licence Analysis

Figure 8 shows a GUI for querying the analysis database to obtain details about
licences acquired by means other than volume licence purchases for a particular

customer.
Method for Entering Actual Installation Data

Figure 9 shows a GUI for entering actual customer installation data about a particular
MICROSOFT™ software product.

This GUI operates in the substantially similar way to the GUI described under the
method for entering other licence data however, the details provided within the third
pane include the number of software products actually installed rather than the types
of licences owned.

This data may also be recorded in the analysis database.



25 This nmethod provides questions which a call center
operator can use to query custoners to establish
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questions include: 30 - general organisation details
such as nane and address - phrymary contact details -
end user device profile to determ ne the nunber and

types of conputing devices within the organisation -

ngcft@éggﬁg,d“qg@ggcts such as a typical desktop
conP

uration general product use to indicate
the |l evel of use of popular products - details about

%@?%@%855% @%F g%&an%%e IﬁTM aé%@l-"fo obtaln detalls ﬁbout

gpselienssof the wepdorg spitwanei bedHcisad | nt r anet det ai I s - use
of termnal server - typical w ndows desktop OS 5 -
licence transcript - growh forecast - future projects
tealbeentendVerkRench preferred purchasi ng nmet hod
including preferred reseller used - sunnary notes
about inpending licenses 10 In this exanple, th

rEero i PHherd i9esPpet PerlpNgaged inautberns! calibgt paﬁl%arly in the area
'éf%%ﬁfbﬁénce%ﬁblw& 8Hd taed.meg a&ﬂ%en%t@g@@ cﬁﬁﬂ@é&ﬁ‘fﬁy Wsd Adkd BEready

for entering other |icence data (shown in

Facga$set01r9hahlm dnforeative infemmedion phpltibe edstomarns priehasingHistory is a

0aly stbeQsREAYH ifl Gerhfdfof ARl gen&uﬁ‘&% AR SusBRRHsafFhatRh.
installation data to be ed and recorded using the

nmet hod for entering actual installation data. In this
e RIrEof tihid eheiRdd 18 b RteRyate %§n§tfhb f@#!ﬁéﬁélﬂn%@&@b'iﬁe links to other

associ at ed conmpany nanes to be asked and recorded
URFICHNS $dh@kWABHP or | i nking parent-child conpany 20
names (shown |n Figure 11 under I|ncluded (Child)
Qrgani sations) The responses are recorded and

i Hhegetod vl ﬁacwt%@eaﬁawgg §f kpyt gaRizational data, anecdotal

information about product use, user counts, and non-volume license purchases.

In summary, the call center workbench provides prompts to assist a call centre
operator in interaction with a customer to obtain information about the customer’s
organisation.

Figures 11 to 13 show how the call center workbench operates.

This method provides questions which a call center operator can use to query
customers to establish details about the customer’s organisation.

The questions include:
- general organisation details such as name and address
- primary contact details
- end user device profile to determine the number and types of computing
devices within the organisation
- use of standard products such as a typical desktop configuration
- general product use to indicate the level of use of popular products
- details about the network infrastructure



Parent-Child Conpany Nanme Links 25 Figures 14 to 17
show screenshots of how conpany nane |inks can be

WO 2@Mee613 regi stered, or renoved. Figure 14 prpui/NEs003/000248
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menu to three options: view all existing custoner
i nks, register a 30 new cusgener |ink, and register
ali nk r enoval d for @spl ayi ng Corrpany Nane

Par ent EXRHANGE' nﬂ@,d @PEBP@Kl HevEemsw a |ist of

CUStO”@QEA%BWcahBI% éncl InfréSetsilge Vviewed. 35 In the
exa any has three child conpany nanes.

These kaﬁeeof’fﬁm"@éﬁ@aeras WO 2004/ 042613
PCTL Nz BRea AR A deskibp@ys! d conpany nanes by

di spl ayi ng them.indented under the parent nane. In
addrt i s8nCatrgsepi cal characteristic, nanely, an

" L- shagegth Rfeeasth points fromthe 1D of parent name
to the I D of child conpany nanme. It will appreciated
that ofUkER PEiaGhiobs UndeRafesct eri stics may be used. 5

I'n theyrial hé&%&gdm Hag férrdd [ds8ler uste of
t he cﬁ?l dren p;ngAQAn ym- E%Wfét self a crl;ul d - A9B

ConpanSHMIRYNOESS; qbQUY'mBPd'BQ “ﬁer@ﬁﬁl d is displayed in
relation to its parent (A9A) in the same way that its
par ent | ayed inrelation to that

9 di s
plart@ﬁ@énﬁ\aé)r @%fmit'a@fpro igesrfas defadied gyastiops appulpther licences

M@Eh@d td Hsv@aéldea lantl SectddVigsiny the @hethvll forf &itbfihg oBitbrilitence data
and the date_of regjstration. Method for

SHRW'M’ Pgrrent!-under Geess W‘:ﬂf&?ﬁé@es 15 Figure 16 shows

how conpany nanes can be |inked. This exanple provides

the abjlity to search faor a parent caonpany name by
oHha Mathoican afeg,pEovige T Aeteliel alissfipns Aok 2R araafafon data to be

Pagked afd $6cUrddt UBEthEMetRbE forehte@h@ aERAI infstillatidn data.
exanpl e: starts with the part of the name entered or

contains the part of the nane entered. The exanple

alngBis ré&QMbréeﬁietH‘f@h&bpﬂoVHﬁs P qBe&toRb abelit R sHEiRBA S6Mpany names

hi |
CtoI bedas?(ogg ¥ecorJna us}ﬁg the method for linking parent-child company

names (shown in Figure 11 under Included (Child) Organisations).
The responses are recorded and integrated into the analysis database.
Parent-Child Company Name Links

Figures 14 to 17 show screenshots of how company name links can be viewed,
registered, or removed.

Figure 14 provides a menu to three options: view all existing customer links, register a
new customer link, and register a link removal.

Method for Displaying Company Name Parent-Child Links
Figure 15 shows how a list of customers and their links may be viewed.

In the example, A3 Company has three child company names. These are indicated as
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25 When the "Search for Parent" button is actuated the
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popul ated wi th conmpany nanes that match the search
characteristics specified. 3g@1A parent conmpany nane

may be selected fromthe Par ent |ist box. Wen the

"ohdd cempary naTnes o diprieying thes indenigd sgdentBe paientingmectin addition
b&&abﬂwél%ara@@%ﬁ@ n@me@h bh dL sRalEe” EFanEH BHingd ¢ YA 1B of parent

ofmpany nanes that match the search characteristics
Jpaes tou tea 1D gbchild spaparieaarne It will aprmeidedirbothararehical
wa%ggt,ggﬂ%?gswl | d 1ist box. Wen the WO
2004/ 042613 PCT/ NZ2003/ 000248 22 "Revi ew Li nk" button
I's actuated the screen shown in Figure 17 appears and

Hﬁrtl?é‘béxan%moﬂ I?d%qwe rcﬂ@&ﬁﬁ doﬁJﬂ bﬂ tPle %ﬁﬂHPé‘rﬁW AYA ®ompany ~

Ked. Re errln qgure here are a

rhfﬁﬂ@elf gfchiig rP@B&ﬁmnWeEhléphnl ) pﬁafchllsid9 disglagegrinrelation to
Tf?@pa?é\ﬁt'(ﬂgﬁﬂﬂwyanﬁ@%y fFRY it9 Bar@ny @A ?E c‘ﬁ§blé’5fedt|ﬁ‘ Pelation to that

parent nane, a subsidiary conpany of the parent
RAisPare (A% or ner conpany nane of the parent
conpany Agreenment Model | i ng 10 Numer ous nedi um and

r}chx’e si zed custoner organizations require help
(st alsg displays Whéﬁﬂﬁétmamhgﬁ R RE 5otpyhe .rwtarﬁwhe link, and the

M&B@ﬁ@j‘gﬁg{,dd censing agreenents. The aim of this

method 1's to build the sophisticated functionality of
a nodelling tool as part of the invention. 15 The

FUERRIEOF LIARGH) Pareat-Child Tbrspdhymapes ake the fol | ow ng
functlons a) an ability to capture the custoner's

"licensing roadmap” - i.e. their intended deploynent

Otig e GBErlnE hWiioRfbaRy hamestat be liket 3-5 years; b)

the nodelling of various relevant agreenent options,
showi ng total costs, annual costs, net-present-val ue,

Cﬁﬁ§ék’é?ﬁ@é 'pﬁHil/ﬁ:legtth‘e abmwws@&aﬁ Apal p%mut gbABBhERdMe 89 art of the
I"%eilrl sSons, he i ncor E,Oratl on of the current

wethin She @eéiPhtfﬂ"ea PRESERR2NSWH §PIRI prodsdaay algn b% pelpsted, for

VEaletpi GhartsAlith thel pa2 B the HANROsMbed dE Bontsink &¢d SAreef th@hame
the 'various agreenment options, and offset where

SBPREBr i at e.

The example also provides the ability to search for a proposed child company hame by
the same method within the “Search for a Child” pane.

When the “Search for Parent” button is actuated the parent list box in the “Choose a
Parent” pane is populated with company names that match the search characteristics
specified.

A parent company name may be selected from the parent list box.

When the “Search for Child” button is actuated the child list box in the “Choose a
Child" pane is populated with company names that match the search characteristics

specified.

A proposed child company name may be selected from the child list box. When the



d) a facility to capture and incorporate "intangible"
costs, such as cost of 25 admnistration, audit etc;
weoopneduxti on of summary i nformati on and tabl BGT/NZ2003/000248
support a recommendation for future action. The
agreenent nodel | i ng nmet hod camycal cul ate a custoner's
licensing options in 30 relation to a vendor such as

VRereBaink buiign is achintre thageesasheur imidgyre 1GrnRewks) andparent
| ntr@ahg%%egﬁh ré¥dse§ child é@%&?{'d&%é lafby linked.

tron greerrent s optio calcul at1 ng
appropriate levels for the individual pools;

PO SRIO UM 00 it Sy R BALT ot ma o

5 pnmﬁwi’@@@sﬂd)wmy rEgne HRYYE @ vagatianeot dis paredt name, a subsidiary
g?ﬂo@fl‘% PR thinaBP TR a Pbrnidh Bompaiy nark@ 8t the 'pBHéPn't M&Hpany

nistering |icensing agreenments to get a
reflectlon of the total cost of an agreement. 5

FAGréeRient fddeflingl show the various ways in which
appropriate licensing schenes for a custonmer nay be

cal cul at ed, displayed and conpared. Figure 18A shows

10 h@%%u@%dm 84 béﬁ%-ré.yeogé&%ﬁerqfrgémfa%ﬁseﬁeqwg Hz?ﬁoq@ sirScture

cal cul ated given e estinmn ear 0
oreyklknessing @areemnrs rgajrv@"améﬂlé?fm%oﬁb|“é§n%m?¢@ﬁ% The aim

PS5 me@hdd i§ ?J‘§U|B9h§ smfea{earfuﬁdﬁsnalw aﬁmméaélllmooﬂégepan of
first table shows the best possible options for

dhgdnestan. on. Each option has a 15 description, a
br eakdown of costs and a total cost colum. The second
tabl e, Annual Spend Anal ysis, shows the cost per year

15 ofhe meﬁme@ﬁe%de"@stwhgd capudegigke thedpllawipaunstiansy a|

CONRAT 4P QW)Iitd [c%ﬂ'b‘?ure-ﬂlil@cﬁétérﬁér sg‘lléé?ﬁmg%ékﬂ}rﬂép“sﬁ eNheR Viénded
3 Years, displ year for each of the

years GaRioymsnt e%MWPo@S@ﬁE cﬂS?‘i"tﬁt]%ovelrlthec'?ﬁX% 'éd@ﬁfﬂ e, 3

y ea'b? AE PnctlRMHE of varides Pelewire agr*é@l‘neh?@ét%ﬁ@ '%%Mrﬁe:oiépéésts
for the first year, the red bar resents the cos

for t HRNWELEARIE, NePraBali-vakieFOnHECTAUPISRIC b #ith .aearroeg%tﬁt%aphlcal
20 the cosdmdkohdie third year.

c) the incorporation of the current LOP, as calculated by the licence ownership
position (LOP) workbench. Any current non-compliance is factored into the
various agreement options, and offset where appropriate.

d) a facility to capture and incorporate "intangible" costs, such as cost of

25 administration, audit etc;

e) production of summary information and tables to support a recommendation for

future action.

The agreement modelling method can calculate a customer’s licensing options in
30 relation to a vendor such as MICROSOFT ™ by:

e comparing Open Business, Open Volume, Select and Enterprise;

e factoring in any international agreements options;

¢ calculating appropriate levels for the individual pools;

e providing annual year by year cost estimates;

35 e factoring in NPV calculations;



The second graph, Three Year Spend, displays yearly
costs using bars for various agreenent options. 30
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bet ween the various licensing schenes (options).

Figure 19B shows a table of the outstanding |icences

that are required to be purchased. 35 Figure 20A
showsovidingathiecakilityl tg capture find lsantfpfspme of the “soft” costs involved in

(e. 1, LA, C O
erPREI S BlsR 8 2 oot Rl e R i Rl costof an
Fi g@geeep®Bt.shows a tabl e which serves as a wor ksheet
for the recording and cal culation of admnistration,
audit, and other "soft" costs. 5 Figure 21 shows an
e&lehfpﬁé%ﬁo 2hehew theuvaicle waysilpl whictoaprserriais liqemging schemes for a
aQlREhE rchase quantities

3 Cos?ﬁa@%%ﬁﬁa&g%%%ﬁ%ﬁ%&%ﬁr S%rdl od. Licence
Omnership Position (LOP) Wbrkbench 10 The display of
I

Fltﬁﬁr'% gérmﬁft&ﬁgwparﬁéﬁfl Cg{ﬁc’%éaﬂg%?ov&tﬁpk gc\xeﬁgc%ggr%ﬁuﬁ‘éﬁjg calculated
g ihare@@mptned\vaa@ QFOMDDOvahG @fgalngatmm cul ated by a
series of algorithms, the aimbeing to offset upgrade
i censes against avail able base |icenses, apply
neipniectSirhows tatienummatdsiag aesséte b@@émglséhﬁm%ﬁsfoétf@ 15
&?éﬁSéH orithms are automatic and based on a set of

uFes and assunptions. However sophisticated these
rul es and assunptions nmay be, there are still

| fisd RECEBIe SWBWE me st Eo§s‘?c§é‘ bbtidMs 15 ARE BfJani¥ifidh. tE'%%h optlon has a

cust omer, es_and assunptions are seen to

m@@rlmmilga@r%kgp\@@af eRptoandka bRl casiscolndv of t he act ual

i cense omnership position. 20 The nethod for

gener at i t he ovides the follow ng functions:

atheé:,@na?abdmé\naualﬁmp@malyyrwmh@eoﬁ@pr yesiahihegicence
ohgansactions have been offset against each other;

b) manual |y apply information acquired through

custoner interaction, or other sources, to nodify the

SERIRAIA SRle WeabraPsbrAsissh BRiBsa New LOP; 25 c)

store, retrieve and further refine this nodified LCP
until it represents the best

The first graph, Annual Spend over 3 Years, displays a cost bar pér year for each of
the years and for each of the options. In this example, 3 years are shown — the purple
bar represents the cost for the first year, the red bar represents the cost for the second
year, and the yellow bar represents the cost for the third year.

The second graph, Three Year Spend, displays yearly costs using bars for various
agreement options.

The graphs enable easy visual comparisons to be made between the various licensing
schemes (options).

Figure 19B shows a table of the outstanding licences that are required to be
purchased.

Figure 20A shows a table and graph of the "soft” (e.g.administratiori, audit etc) costs
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position; d) if a standard or derived LOP is accepted
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the custoner, establish this LOP in the systemas a
confirmed position. This neanssthat all future LOP
calculations will take this 30 confirned position as

t ffter sheyrhava pepomisightest subsequent LOP cal cul ati ons.
Referring to Figure 22, the LOP workbench extracts

| i cence purchase hi story fromthe Analysed Data (the
argvRpA0B hewsisdable vetieh Faves AsA wgrkah%%@réhe FRAQEding anp
L&dteulatioh@Y a@mitistrafish, CAidR! £ AR 568 0eRd LOPs may al so
be used to calculate the system 35 generated LOP. WD
2004/ 042613 PCT/ Nz2003/ 000248 25 The LOP can undergo

aF rBﬁr%%S%ons dn@mﬁﬁ@éﬁth%éléﬁ]aﬁﬂh%ge orCdrieds? g rEéWfQﬁcroptrons
of "the | owi ng steps: The LOP may be di spl ayed and

nW@? P"°€H°t5yPLF1’f@38§é’?“"!tl?s@né\PP%Fé SB'E?é‘thoiV@'n%\fOUr yegr period.
updat ed, or nore reliabl e data. The Updated LOP can be
recorded The custoner resel | er can be queried to
obieanee QH’G'FW'BHQWWM() ikbeRE  reliable data.
The Refined LOP can be recorded. Wth the consent of

t he and the vendor, in this exanple
@%%38'?70 Fﬁ@c?re‘("HSEﬁ(?E%ﬁ“%Pﬁm"PQﬁe‘aa ®Rethadendnethod for

dﬂie]fgiabﬁﬁal di bplawwmﬁdsmpanwrm.ank@ pf'é\MQOPSNhICh is
I r

ng &H In this agg e the ,

LA BY 3 eeia bt éh%?%P@n@H% affpebupgs ticagses against

t é\r-ansate fbasé licais 62 tpPHR- nfqérhteneﬂrdettmrsaararne %\bérh@lcbéﬁaﬂbeﬁsﬁg ete.
ro er rce SucC

e retrieve
b etorilran fre A BRiE AN BRCRB AR @ S51 of 1iam R iagpyEbtons.
prabwve%@u isticalell thead @Nés"énﬂtéééwmﬁbhs%aﬁ e tiere AP till instances
of t entigon is to assist people who interact
AR 2.8 fea BL o aihans Prdanes heTHps R s SUTcES ags seen to
bige praviRitga BiRldadfRirefronsduiswidw of thd Gctual ERhes oRRerShibPosition.
review activity, or other nmeans. The various views and

reports provided by the systemgive tools and raw

MR ieflod \bridenekting tﬁé)LCDBrpf'@lfd@sttﬁ?é ﬁ:uaﬁﬁqg\furrdrons As the
wor k prooceeds, new | n ormat i on be ugcovered

b 5 hUBHET bR aufamataRhg paenesaies 69Pd§hﬁ3’l"8% SvianSattions have been
rel evamsetaéammb@atﬁee be stored, and, where

app, S) Iar%a?ly applry} in oP oart%%%cqu.upetdothﬁolﬂtgHrc(uestgr%ter rntergétion, or other
sources, to modify the standard calculation and create a new LOP;
c) store, retrieve and further refine this modified LOP until it represents the best
possible analysis of that customer's ownership position;
d) if a standard or derived LOP is accepted as a definitive ownership position by
MICROSOFT™ and the customer, establish this LOP in the system as a
confirmed position. This means that all future LOP calculations will take this

confirmed position as the starting point for subsequent LOP calculations.

Referring to Figure 22, the LOP workbench extracts licence purchase history from the
Analysed Data (the analysis database) and calculates a system generated LOP.
Previously calculated and recorded LOPs may also be used to calculate the system
generated LOP.
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before a fresh activity is undertaken. 30 For

exanpl e, in New Zeal and, nunepeus custonmer conpliance
reviews have been perforned. In the course of this

athe MOk gar updarae aipspcess phisfiaement Ve ¢ridchinglide any gumber of the
WRiiGtiny'eiebg be of great help to anyone enbarking on

future activity. The intent of this nmethod is to house
this historical data for easy reference, and to

CECMREEOR HaF bo Hiskial i ahS meBRga b1 st %e?@“%“gg%ﬁéﬁegﬁ’é'
26 updgied.tor orprerslieblestada. e WidatasiLQM ran ke crdosied s t o
pI O‘Thgﬁu%t&?.%if b r%gel%PgérSFﬁéguér%g% b Ly .trd‘?-l quQteB or more

custoner Vi ew. es |n

custreinbie daipp dheRefivad hORxan heueedrded sumTar y, and al so
! P Yitrin@ Bofeht Bfthe %L{,tor% r SRPEYBRASIH tRR $RarbledMicRSSOFT,

hows™ &' €uSt oner metrics scr
cr i ther mathndyam) estabhshemccmﬁe'ded)and tiated £©OPeéhe r@:omam\/qu% may be

a | lfIQéquif %h:‘?ﬁ%‘”d &s ¥yhao nedE%ﬁ:%dtde%se criteria. The

crite ude cus segnent such as snal |
busi ness, md mar ket, or corporate 15 This screen

al'nﬁl%s %&%@gg@et éé’% is %l%bld@@'frg {1 SR &é%@f%%&té’d by the data

rtarn a custoner. I gure .
cﬂm mn;hoctdhwlll ibereppracigied that thetdatagmay be wﬂeemmb‘rmn@her source

NGBl o SRk ot BLor o Bl cBliBel T o€

list of custonmers selected according to the foll ow ng
Plﬁé\;iﬁ\h'l-ﬂ oryOrgani zation characteristics, as displayed
in e preceding nenu screen A table of

pre-cal cul ated netrics, used to nmeasure the custoner's

‘ dgﬁ% ofthe gﬂ&agféﬂ 'df ﬁ%“ecuﬁvefgigg o TRLE &éog'lé\ﬁfé' ferbBGwith

oW n actors ‘ consi st I cence )
t@xsmrser§ ¢o rpviewl lispnse egmplisnee e hhip@aydgrthrough fcalk eenter activity,

! fa sf’J‘r‘évnggl egtlkgﬂbr Et’hgleﬁ]lggﬁs) The\Riotls $%% ahbi¥ports

neasured a
prowded by the system give tools and raw materlal with which to perform this activity.

As the work proceeds, new information will be uncovered, and the invention also aims
to provide places for such relevant information to be stored, and, where appropriate,
incorporated into future activity.

The purpose of the Review History section of the system is o allow the results and
notes from previous engagements to be retrieved and reviewed before a fresh activity
is undertaken.

For example, in New Zealand, numerous customer compliance reviews have been
performed. In the course of this activity substantial information has been gathered
which would be of great help to anyone embarking on future activity.

The intent of this method is to house this historical data for easy reference, and to
provide a facility for the capture of new information as it is gathered.
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I nconsi stent version use - including use of old
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base |icences for upgrades and/ or maintenance; o Use
of multiple resellers. A dollag value is assigned
based on the perceived discrepancies between |icence
tRepartonfystainees use. 35 The report presents a ranked
list, which can be used as a basis for canpaign
activity WD 2004/ 042613 PCT/ NZ2003/ 000248 27 and
okhecaim i $hin aegtion dmioau eviderraporting rtieng goediiiaalin selating to the
Hﬂgkﬁﬁﬁngbat assunptions have been nmade with regard
to product use, and provide a neans to edit this
information. 5 Figure 25 shows a screen of how the

gﬁﬁ?@g@é‘é’%lvldﬂd trfn%‘?%ortéqsﬁérgéé@ [Ia_%hQQé/SLPﬁ"nary, and also

Customer Adm nistration his section’is
useerta @n aherRpst ¢fike evrtemerkasenat i on whi ch is not
specifically derived fromthe M5 Sales data. It is
only avail able to people whose |ogin grants
dpgire gRishows aruistemeasicermplianogdneltics $rEeerp Selschigivertaria may be

Céiﬁér@&%h 18 an@bﬁ?é BloliaB aﬁléf‘&ﬁdu@fb?né@ whbB enddt sk @hteRBd

15 mai ntenance of parent-child |1 nks between
custoners. Anyone who has wor ked wth M Sales data

Wi cr#fé}%%gnaé cldiShEr deynfont SPEasSRaIMNbustfess URldLRAKE©OBr .

internms o cust omer names and customer identifiers.
FROPAUAE. system t o coherently display anal ysed
information pertaining to a custoner, the appropriate
links to transactions. entered under a variation of

t Hiés srifen Alge Prayidesiopiskesightinosinks given i eariginaspeetacdihe
ldRksnedr € just as bad as mssing links, so the
establishnment of links is restricted to appropriately
aut hori sed people. Anyone using the systemw ||l have

H§urd il dhbis %%@fdﬁ%?%@w@h&lﬁfe&@bor@ Itihg all ti<cushomhers WhotrReet the
ivate it. A person Wwth appropriate_perm ssions

n&péqctlpréﬂ"émﬁﬁn@rw@ﬁ%é@reen ﬁ'ROVHh'G FiQEedé whether it is
to be

This report displays a rank list of customers selected according to the following criteria:
e Organization characteristics, as displayed in the preceding menu screen
¢ A table of pre-calculated metrics, used to measure the customer’s risk of non-
compliance. These metrics include the following risk factors:
o Inconsistent licence totals (e.g. disparity between PC count, Office licences
and NT Client licences). Such disparities are measured and combined into
a metric, which is used for comparison purposes.
o Inconsistent version use — including use of old versions, or use of multiple
versions;
o Lack of base licences for upgrades and/or maintenance;
o Use of multiple resellers.

A dollar value is assigned based on the perceived discrepancies between licence
totals and actual use.

The report presents a ranked list, which can be used as a basis for campaign activity



activated or not. 25 There are a range of other
adm nistrative functions in the sane category, such as
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classification etc. Reseller Analysis 30 The Reseller
Profile screen provides a |ist7of resellers from which
sunmary information regarding any chosen reseller can
band qteglecystomar £osigatary i nf or mati on provides a

graphi cal analysis of the activity of this reseller

aﬂwnst broad criteria, such as _agreenent types and
fight haed palumgs indicatenvhal esymptionsdizue peen maae yifth gegard to

S&eauc%sésar{doprwleé/h%dm@@e&pﬂh% ifRAktgpd and in- depth
anal ysis of resellers. Exanples include: W

2004/ 042613 PCT/ Nz2003/ 000248 28 a) the perfornmance
Ofig@re DBHols @ IPEH SrPonARE B8Rl BhAR In thY réHortIR @‘%?é 24 may be
group of products, or conbination of products;

i @8Ei fi cati on of the best and/or worst perform ng

resell ers against certain 5 criteria. The criteria

could relate to products, segnents, agreement types,
orustopieE Admigisteatiosn of t hese cat egories; c)

Conpari sons can be made between simlarly cat egori sed
resellers, as well as against_the whole reselle

pbEiPeatiop is Uses teimanage sHetamer formatien whish janad SP%ﬂlcai”ié derived
t gt tie MSIBHIs §at6 N itason) SiHeek td beeme wh@é@régmegrbmg lappropriate

reseller conmmunity with significant enhanced val ue iIn
DRATRYFSINSe to get a view of their customers |icensing

hosré ef tﬁelrﬁbs@nﬁ;ﬂirtﬁt clisiérher RInG@MSHratONYRELEHES RABke 8fRdticRand
e WwWor For Large Account Resellers

?'%%@anﬁ%efe@age@tochaﬁﬂm@mveﬁﬁé} Stamrs wABYANErP a5 worked with

SabSdiesdatFWilEKrYW thet theretis addrge Whountost duplitgib@tretebs of
avallable This 15 will include the ability to view

afystamer SRS Ad QstomeT fdsntitiess s Feriae skatpm(te ﬁ%ﬁ‘?ﬁﬂntwgd'sr"ay

Qieilsed irffoimdtida %Héhﬁng% bltuSioaier,GHS bPBpKate Aifks to transactions
authority re cess wth roval being gained

f S RRef gd E'U%g‘i‘ﬁ'?é'f’nﬁf Mams Py qed'?BPﬁﬁftl on bei ng nade

aH@Jvé@b' \@rowgiylcr@aiéwrrﬂ(s Fr&Rpel ALhd Qseﬂhns@mgmﬁﬁs s tlﬁméstabnshment
fﬁlﬂlﬁn ormatiQn rel evant to that custonger and for

1§ regfErte i BRPrPPrRtely SBtherisRei RGOPIR: FB1IVPRE FiRT HlerﬁyéFem will
t ﬁu\@ tﬁ@ abumcyrto lpﬁopfo@e Erp@VérﬂL@hlchImRr bith@t RPddtieae it. A person with

pep%prla e pe%msrs?onastr{wusq review ’H1e proposed link and decide whether it is to be
activated or not.
There are a range of other administrative functions in the same category, such as the
maintenance of seat count information, segment classification etc.

Reseller Analysis

The Reseller Profile screen provides a list of resellers from which summary information
regarding any chosen reseller can be viewed. This summary information provides a
graphical analysis of the activity of this reseller against broad criteria, such as
agreement types and product pools.

The aim of this Reseller Analysis section is to provide much more detailed and in-
depth analysis of resellers. Examples include:



reseller view 25 This includes individual reseller
reports, and also reports on all or part of the
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section is used to nmanage reseller information which
is not specifically derived fgomthe M5 Sal es data.
It is only avail able to people whose login grants

appropriate permssions. 35 As with custoners, the

m)sb% 'tﬁ@%&ﬁ@ﬂﬂﬁanfcé REL 's?éblﬁcsregé'l%r a£@84 hPRrtR1Gr product, group of
mai nt enance of paren | i nks between reselle

or gani @a@w%ﬁ@rwméwamg Rsedistsent er ed under WO
2004y QG@rﬁﬁ-@a’t%Tdf W@&?éﬁ%?\ﬁ&st Bgffdilhf rfger'égéﬂeré‘ééﬁ?ﬁst certain

mer ged, _ or nbi ned i n sone way hiss vital
ensur TieTEo h'@}eeq'i'lte" 6oyl ré}?ﬁ%@eﬁﬁ?%uqt% éegméwsoapgrﬁﬁme@iéylaes or

per t ai fynitdcdrbih &RA! Jf tHete cE’fe@QHé‘é List 5 The ai m of
this screen is to provide searchabl e |ist of produ

| nf 6} rfsRTBRTISoRS Cah be e Refiieenc MAT i aetagoRsed tpsblers, as el s

Thi s Iag%ﬁnswﬂfémréseﬂ&p@s?mw&h such as product famly
name, version, release d transaction types, part

description, part nunber etc. The rel ease dates have

befNad8nggt fa,efr@éﬂarfélm BoM& fHa® b YeRdorsRidh asmner@s@w&“aéan
accurate. as we have been abl e_to nake

t he
BB S TRSIR BT BHR R IRATh SERANCP RS BSIRG 9Bl fo get a

UG ofthBR Slistofietd BhEIng histdrpinad ﬁaﬂnanhsﬂgl edsﬁymeﬁslfuo'a and can
Ilst gl ve acce%s to an esti mated for products in

1§a81ly Bewosred With: For Lage, Acgﬁw’ftﬁ?ssllﬁréé%%%h @gpess to any customers
rfeplvAGHA RS} hcﬂ@SbleEtOcBr EHstied ébriﬂ’fa@l@llmﬂ Be :rﬁrhedlhfé@aavai%le This

of an est nment co is to abl e
JuleiucReng A t%v'ewa?ﬁ'egaﬁa Abshases i fiia FesloPbMRkcing Open)
FF&ﬁéé@el%QleFh@péﬂ Bastdménsi §n S@Rbrit Pequi-;si SroBéRMAitheapproval being

hj caI and tabul ar ow a product
5<9J’O BeotHstaneer rer @6&%%&%@5‘%” 8?'“9 ﬂé%?cﬁ@?ﬁl‘%%lé"" ensure

h@@ﬂleﬁé‘@&%&@& 16\68Iy the BforAIAtiGH MBRevaREld tAsk cuUBtoNTERARE For a limited
e _categorised according to a variety of criteria,

can
|ﬁ‘?61°8(ﬂ f igedat e

Product Reports

The aim of this section is to provide reporting options, specifically relating to the
reseller view.

This includes individual reseller reports, and also reports on all or part of the reseller
population.

Reseller Administration
This section is used to manage reseller information which is not specifically derived
from the MS Sales data. It is only available to people whose login grants appropriate

permissions.

As with customers, the most important function is the creation and maintenance of
parent-child links between reseller organisations which have been entered under



range, transaction type (e.g. uptake of maintenance),
upgr ades versus standard purchase etc. 25 This section
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Sales & Marketing View in that it relates to products
in their ow right - whereas phe Sal es & Marketing
View provides product activity froma custoner,
rdiderEnigtamese fiessRd, oaprmkisedidrrome walel§jsde vita) & ergyire a coherent
Parfaokég.teséﬁewetﬁew%?th@'daaﬁe&dwﬁg RFAekéIRRs, I S tO provide
reporting options, specifical relatlng to the

product view. 35 This includes individual product
'EidaukfLisgnd al so reports on groups or famlies of
products. WD 2004/ 042613 PCT/ NZ2003/ 000248 30

Product Licensing Rules In working with these tools
afHd A dFehib E&%ﬁ % 1BHRoVIREa SOAFBR AR o@Br‘EBdQ&tfiﬁBrmatuoP as it
i censin situations, It Is often necessary to
@?th%ﬂ%salﬁéﬁét"(ﬂﬁ how a particul ar product is

| Tl‘ﬁ§ fb‘i‘ﬁ%lud-gg'lﬁoﬂnﬁgti%ﬁ TBER QQpFo@Uctl?smr@ﬁéjmé C\/efrémmj relgé(s%ndate

harder to find is the set rul es rel ated
ﬁfaéwa@’qp@ tyRaSs Pam geaqnpgorb ,p@a@élmber ptceTheh@}@asp dates have been

| gaiﬁ‘é?ég tHohy H}%’cPé\GéourcéQ @nd ¥Fd as hétuPate BE WeRihve %eﬁ @ble to make

have a significant bearing on a custonmer's current
Ithe@nsYVhgre grserate @fprmfgonrgas Aetiaegn avai[ables wethayp uped @ gest
BiMiaele a repository of the principal |icensing rul es
sear chabl e by product. \Were possible, previous rule
vif 151alsg igtenged that yslet eive asrss tp Ap eRtiMaigdiRRR f?éP"QCHP'@ in the

r PRt br‘iHeWsWa'nH &R YN REE Feﬂédéﬁwen@ﬂ@bt \MT%SBIB% ;fré'éhﬁ;?s The idea
change y frequently t he previous set

as wi | |
erta“t?éhF‘é‘Eqd reelapem@@tzgoﬁtég tq= *6? a'?'ﬁtt%%”gfeetf‘% valye ef non-gompliant
adBiuardit ended to provide links to the rules from
appropriate parts of the invention, 15 so that they
can be easily accessed while other work i s being
CRYoduetiPrdfile Custoner Segnment Anal ysis This section
wi || provide graphical and tabular analysis of how the
various custonmer 20 segnents (currently Mjor,

CriePaimedtenis SeaRn it rbﬁ&ggﬁaph@@r&d\fbgulwmﬁs draM duct,

Mar ket usi ness and Lower Snmall  Busi ness

HQeP B{Rrecﬁ'é‘"é%c?r%'@@méf ioryof Rredugs kRpuedeen PaFhAseq BYer a diven time

f&?@%?urdﬁasé\% tan i6d bawg&reaaa&tcmﬂg t& B QUkidtg of\Eritédb, including date
cust oner grrent S ave}(gur chased vari ous products

a@P%%ﬁﬁﬁ‘Fa?th dwpe (2,4 URtake PEMa|Egnance), upgrades versus standard

purchase etc.

This section differs from the "Product Analysis" section of the Sales & Marketing View
in that it relates to products in their own right - whereas the Sales & Marketing View
provides product activity from a customer, reseller, segment, and agreement
perspective.

Product Reports

The aim of this section is to provide reporting options, specifically relating to the
product view.

This includes individual product reports, and also reports on groups or families of
products.



contracts, over what periods, in what volunes etc. 25
Agreenent Analysis This section will provide graphi cal

wae@4atsud ar anal ysis of how the vari ous agr eePE€TNZ2003/000248
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types (Enterprise, Select, Open) have been utilised,

according to M5 Sal es transacgpon 30 records. It wll

track the utilisation of these agreenent types agai nst

the various custoner segnments, product fanilies etc.

A dinet Lickasingirulé® This section will provide

graphi cal and 't abul ar anal ysis of how the vari ous

product s, famlies of products, and conbi nati ons of
g\nﬁ’(ﬁ‘(ﬁes@?&ﬂs Bhd GQﬁ%%m i%céh%fygé %meﬁhn\é@and other licensing

2004/ 042613 PCT/ Nz2003/ 000248 31 Sal es transaction

redigigtions, it wﬁmrnegwne@m%uméﬂ%@mm hew adagtisstas peqduct is

SIRSARIY. - THRIMBFIBRGN Eani5s ha8% Ahd O EeA RhfdeBioHRA is the set of rules
timeframes. One of the primary features is the abilit

Yy
tthabeliRtie pievipus: vessions Qftaopredidct nhe. heaiEwas licensgd én wgtpast And
_FI’_\LHt GRRYSErmYaioh @df hQ\r/é’g dighificant b‘ééﬁfgé‘Sﬁ aCO8BHRRE COiént licensing
ese extracts can cat egori zed by customer size,
SRASiHOAt etc. Sinple exarrpl es could include: a) list

a-|- ﬂe Qﬁ‘f &Qﬁl@ESctfbH% @(ﬁb\ﬁdé‘\’ﬁ Qeét%ﬁ&yl%#il@ﬁﬁ%@aw&ﬂgﬁﬁ rules

Server, not Exchangé Server;
Ciﬁaéchﬁbl? WTR@fCt cVdeshRessilg, tReVIPYSTEIgs m'lh%lm ge 5qferenced The

théﬂﬁaw.swaﬁh@repo@korywt evtiVe ol gk, Mﬁéﬂh& rW@@ chéhg% as

little or no Software Assurance cover for

olpey Feaurptly g brprevipus sebwilzof baigsh Bt isaanrLioe ity reference.
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Annuity Renewal Analysis Mcrosoft |1 censes
r¥pihakieay can By ﬁ??"é(@@%‘?ﬁsﬁé mihiigl ofhey kP Pging Céf”eﬁ °Ut
years), during 20 which termthe custoner

aut omat i cal earns ownership of any new product
v%P%PBT%,seQH{e@tlA@PB’ﬁ%d to as annuity |icences. The
i nvention can include several screens which are

desi %ned to provide informati on about annujty
| Thig Aeedion w"hpr,sa'.d? geanhigal andiabilas analisothashivatious customer

akHydrYs (cufrentsi M&ol, SorpbrateOUbPE NHB-Mdtket! €BRWAd-MArREL, Low Mid-

val ue of that |icensing, and the details, such as

pMB'&‘GElCOfe Small Business and Lower Small Busmess) have purchased according
to MS Sales transaction records. It will allow comparisons showing which customer
segments have purchased various products, agreement types, and maintenance

contracts, over what periods, in what volumes etc.

Agreement Analysis

This section will provide graphical and tabular analysis of how the various agreement
types (Enterprise, Select, Open) have been utilised, according to MS Sales transaction
records. It will track the utilisation of these agreement types against the various
customer segments, product families etc.

Product Analysis

This section will provide graphical and tabular analysis of how the various products,
families of products, and combinations of products have been purchased, according to



reseller etc. Figure 26 shows an annual renewal
proj ected revenue screen. This screen displays, in

w@e@pliwat and tabul ar format, the val ue of upPOIYNAZP03/000248
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annuity renewals - with a 30 breakdown by product

group. Figure 27 shows a scregn where criteria about
custoners regardi ng annuity prograns may be defined.
28S Salpsiteangactiohsecords. | Cemparisops sam he made Geeerdingria icugjomer

t ' ' t i Naathe: ; i Fi gure 27.
ﬁ%pg%gh%g&%g%%?3@§7{Egg%%wggggggﬁ%ggm?ﬁgginvention can

al so provide screens to display annuity |icensing for

iAdi Vd . I | t.op

(S 4451 BlnafS SSRQARRIS tne dhifly forBBcel £13 EMlcknérdino have or
Heve dobpurehasedearieys predudts poprodugt cembingtiens. dliese extracts can be
r : : chases nmade and

eC%c G bg%de&?%é}sg%%éé? Eig e??tfea# ‘Access The intent of

this nodule is to facilitate access to various areas

:)geirsng[éleeé{a@ﬁ%t&ogm ihQlgek0 certain noninated and approved

articipating resellers would be restricted

to @) dist albComprateraystenergyda havedsechessd BfirdoysZP0RrRaryer, but
aut horjd ¢ H?aﬁg@%@?vegr anted. This authority is
ﬁy al'r eady

effective _ in place for Large Account
Resb) |list all CprigtMidvidarket qustamears Wik agypdigreinance SMVindeweINT 4.0;

for c)OQEf‘aIﬁéIE%Et?Wae%éw Eﬁaﬁ@ﬁ'thé’ BRh& SBRRARBASRLRNEE cBEr for

this facility is a better inforned and better-
equi pplaskiopaperating syemel will be nore effective in

Secyf iolifggalll MaRP L AImERRY Rave burfaised sbBE JdISEaNs out ABGAL

al so converting existing non-conpliance to revenue.

Cust orfeilsAccess 20 The invention has the potential to
provide an interface for individual custoners, and

t hereby provide themw th a coherent and conprehensive
vArRpitf Remewal AMAlYSi® | i cense history, as well as

anal yzed interpretations and areas for investigation.

An interface wth an on-line audit tool can be ,

i Misersptiliggnsgs mdichdppigsent heariiprigdipgAod (YRicHM S 5P YRary: during

aﬁniéﬁ‘%rﬁgﬁé eIRbmEr ARSMLARIP BarndmeRIHY Sfaininel drbgud: Etsions,
to provide a picture of the custonmer's conpliance

sargtreferredh [ ANRMRUEE lIeFNCESIE | NVENTI ON

The invention can include several screens which are designed to provide information
about annuity licences. In particular, these screens show what annuity licensing is
coming up for renewal, the value of that licensing, and the details, such as product,

reseller efc.

Figure 26 shows an annual renewal projected revenue screen. This screen displays, in
graphical and tabular format, the value of upcoming annuity renewals ~ with a
breakdown by product group.

Figure 27 shows a screen where criteria about customers regarding annuity programs
may be defined.

Figure 28 shows a list of customers corresponding to the criteria entered in the screen
in Figure 27.
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M CROSOFTTM users with anal ysed views of custoner,

w@ewdioelel3 and resell er activity based on vol uneCt/NZ=w3s/e00248
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transactions. Wth the capacity to capture other

i cense data together wth ingjallation information,
cust oner organi sations can be assessed in terns of

| icense ownership and | egal conpliance status. 35 The

| N A . . .

TR SR e S B g s I ARE i B ncivicua

paistamearsi iv @ formas ta sansie ithmeystamerdand screenait display aanuity

eRUVAIB BaEUPbPIRsefer defRiGR QUNEIHBNR BESHet 1315736 &n

on all I'fcense transactions and entitlenents

(purehasgs mpdeRPd eQEpyrage enewalsr e avail able); 5 be able

to capture nmanual adjustnents to the custoners |icence

ownership position (with full audit tracking) to

fResedler Agcess, changes that may be uncovered t hr ough

interaction with the custoner; freeze a custoner's

a reed |icensing position (agr eed by both M CROSOFT TM

inieat efibie e igdo facilitpte agqesp e vRiiods argasjof thesinvention for
pégrfairpr‘\’énfﬁﬁét)éd 'éﬁ&fanro & rés@ﬁ’ér@ P%Qlcfb%lﬁﬁ&ﬁé%él%rg‘%ﬁﬁ beH88tricted
['1ance acti vi i s undertaken and osition is

fﬁowaﬁw'%tmformﬁtl@ alacmt those sustARIersiat wlg%@é geiythasibeense

agrahted TS @ﬁscuvéry%éav P gledbl I Ge At hbeéners but

and repeated trawin r ou hi storical data can

aweHldiaged to be eglieitly @%Fi“ﬁﬁf@%)n_ nCHigtPaeHner shi p

transcripts for forvvardl ng to the 15 custoner - both
Iectronl cally a *view custoners from

IS E@hl@cép@y@m tv@ facmﬁy Y \ihat balies fnformeshang better-
t quyellgﬁérﬁa‘hﬁéltwm Be Mt @Ffeéwvmﬂ_ﬂ_ﬁ/hcén%& REVEAE in the

t hey using, and the extent of that use; " recor

| firg ﬂ%tagcea@a@ Alsa @f senverting exfsting Ponveemelancs Tafeyenisre

Li censing 20 progranms (i.e. FPP, CEM license
transfers, technol ogy guarantees, etc.); record

i U$tOMeRAGSRSS nf or mati on as it becomes available from
the custoner; view what resellers have been active
with this customsr the period of activit

t he
pTl?ﬁj'UE?rg'of‘ han thechatentiahioPreyide ep itariaceif an%g,ip%gtomers, and
i tﬂ@i‘é‘byproWd@théfﬁ vithea boHerEHIQRY chbRpRINeRSiVd WBR!H? their volume license

avai | abl e
history, as well as analyzed interpretations and areas for investigation. An interface

with an on-line audit tool can be incorporated to capture installation information with
the customer's permission, and combine with the LOP to provide a picture of the
customer’'s compliance status.

ADVANTAGES OF THE INVENTION

The invention can be used to provide internal MICROSOFT™ users with analysed
views of customer, product, and reseller activity based on volume license transactions.
With the capacity to capture other license data together with installation information,
customer organisations can be assessed in terms of license ownership and legal
compliance status.

The invention provides the following advantages:



25 «create visible, auditable, and reversible
parent-child |links where nultiple MSales IN exist
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conpar ati ve purposes; produce reports such as who
has: o Upgrade Advant age/ Software Assurance expiring;
30 o who has vol une agreenents expiring; o who are the
nost appropriate custoners to follow up froma

QB! 4 BGIBmeP BLAPBANE Ve LA bickflet halflilipicr)  From

a reseller perspective, the Invention provides t _
abi ki tWew otheWousioow!'s 4 icree PCTWNBEHPO Fostion4Basah on all license

creat q[)éﬂsa&mnsanagﬁiiﬂemn@s( (RAtASKEP SORMC RARLI £l

i nks between resellers Speci y' useful” tor

vi esi e abld toegapiure moaranal adisieimentss td thenchsiomers liaenad ownership
ffi . , _ )

Cesel 1RoslRl. 0 AN*pude RRRAL] ¥§)rectof SPER/ Réinges that may be

segnerinsoveed tudigh inteaadtipn adthitgmcustérerencer s (as

oppesef L9 f é”sidnlxér%néq;égds fi:"ée‘lngih? l)potsf?loﬁ rg%d:rgéé g@EWEWCROSOFTTM

reporting purposes; ew reSePl'ers and ass
t hey aard therdustomeny as st @ocsrtaire dateo— diis lie patticelarly nisefue for those

| | | . 0 e
o5l IRy i 36 LA S 8 A g ot
0 agr dinaligad. t Khiefeaturp medins thad subsequenilicbese arfialysis can commence
t i ans: of i _type:
S 0 BB i, o RSP AREFETBE i o c
o i ndibe aupidedpr oducts (e.g. howis this reseller

perfor Wi 0 r .
pe! Lot el i3, B8 BALENRC IR PR tovaramo 10
r esel |austamerr dnthaatedtionicaliy and inyhard comyport on resel l ers

w A 25y S RERel R R Ghaldics Ry hei r “oust omer
base, wew acust@sersefomr ed tbetsiology perspective ~ what MICROSOFT™
technology they using, and the extent of that use;
e record licenses acquired outside of any MICROSOFT™ Volume Licensing
programs (i.e. FPP, OEM, license transfers, technology guarantees, etc.);
¢ record installation information as it becomes available from the customer;
e view what resellers have been active with this customer , the period of activity,
the products transacted, and the transaction volumes;
e identify who is the incumbent reseller (where available);
e create visible, auditable, and reversible parent-child links where multiple
MsSales IDs exist for the same organisation;
e estimate seat counts for comparative purposes;
e produce reports such as who has:
o Upgrade Advantage/Software Assurance expiring;
o who has volume agreements expiring;
o who are the most appropriate customers to follow up from a compliance
perspective (quantified in dollars);

From a reseller perspective, the invention provides the ability to:



report on top performng resellers using a nunber of
conparative factors such as: o custoner segnent; 25

WO 2@gnesnent type; o product pool; o nunber of PCT/NZ2003/000248
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transactions; o nunber of |icenses per agreenent type;

0 average nunber of licenses spld per transaction; 30

o individual products (e.g. howis this reseller

per porareatg weikie, a@litable, andmpegreiliet parenfechitdrlinks between resellers
gener g/ It : ; iV, :
The. 1 noeiecily ukefdl REGlhing STiEbARs RR1ESeIRR! AR BbinEiocal offce
per f orargimagonst pprapedtive); and report on high/l ow

per f or m . ; /. : .

Per AR o Bl §EbS o Ref RSt fein customer ssgments:

pr oducddditionsltyrassign e nflasndessi clas asppaised hins fiNinSER\VESEBIS) to a
and is_npt entitled to WNDOANS 2000 SERVERTM who has

W NDO/%'SPogi:eﬁl\?fEFﬁw Y PRSP EXCHANGE SERVERTM et c. )

and e movi@w résefersridhaysessl anttageareperioahinglds ddngpared to either the

information is available ON-LINE and UP-TQ- DATE as_ pof

the ot Beainatiat o PadlarCeike oty Biigs rbiBer'sf Fumfiefle factors
has besghiak] ustrated by the description of the

enmbodi nent s goo t hereof, and while the enbodi nents

have beefl &€ m%@&g?"ﬁn%onsi derable detail, it is not

t he i nt ent | aynearhethygpeappl i cant to restrict or in any

way |imt the scope of the appended clains to such

detail . RddiPHUGEPO

advant ages and nodifications wll
readi |y oappecbertobtramsestiorski |l ed in the art.

Therefore, t i.n [ LN ] er aspects i s not
limited o quﬁrgbegﬁgﬁcﬁwrsggagﬁaqr%ém%ﬁ&?p%sent ative
appar at us aawdraget moaheraiticansesisdld aer tvansabtiax anpl es

e 1 o SORRCUGDerHES b, Bl AR RS BReBRipg Tutn saL as

spirit or soompared teetheinmarketigesegiyneritis peerspnt i ve

concept.. WO.2004/ 042613, PCT/ I\I§2003/.090248
o yiéw an individual reseller's transaction activity;

¢ report on resellers from a customer perspective;
e provide resellers with a list of expiring UA/SA within their customer base, on an
as required basis;
e report on top performing resellers using a number of comparative factors such
as:
o customer segment;
o agreement type;
o product pool;
o humber of transactions;
o number of licenses per agreement type;
o average number of licenses sold per transaction;
o individual products (e.g. how is this reseller performing with SQL as
compared to the market generally or it's peers);

From a product perspective, the invention provides the ability to:
e analyse sales performance by product, and report on high/low performing
products;



36 CLAIMS 1. A nethod of anal ysing software product
licence data including the steps of: i) receiving the

wa@laaoa/0fiz603n a sal es database; 5 ii) collating tPeT/da2@3/000248

10

15

into an anal ysis database; and iii) displaying an

anal ysis of the data using thesanal ysis database. 2. A

nmet hod as clainmed in claim1l wherein the sal es

dat abawssfors arilinedaroduetswisiomer AuSHes WRICE 3 whiadiassNT SERVER™

vendor ql h e

claim vﬂweir%eﬁﬂt ?Hﬁfegi ?ijv?ﬁ\lcgjrzn5 Ee S q aﬂbgg’gj R8s WINDOWS
|ncIudﬁ@TVEBﬁ@aEnohﬁX@HA&GﬁHﬁﬂ?VEB uﬁ@)llcence sal es

to gustaone 4. A nmethod as clained in any preceding
Ia|n1ﬁhere|n the data includes 15 products |ists of

avai |l abl e software products. 5. A nethod as clained in

a r :

2 YeE O s Ml B fidhlh ERhRatTe CBFEREEhd UBMo-DATE
nast dfdble mosicleaenteidta fieedl ai m 5 wherein the batch feed

occurs in any one of nonthly, bi-weekly, or weekly.

7. A nethod as clained in any precedi ng clai mwherein

d&/hie ﬂemsa@dimemmnthae besnlillistratad b dhecddssriptianoféiae embodiments

btﬁé%fo? abﬁ thﬁe + g‘rogfgb&%%glwseé}gaéﬁ?gd ﬂ%@gggﬁgbﬁau it is

dracit ahe nntslntmagf tbe epplmahh@ restrieiend anyemay kit the scope of the

té@{éﬁ@&& &Igﬁés?tg gglgaeﬂ?[gclgd?ﬁ Xﬁhﬂlﬁ/bﬁégé\é %ﬁﬁafn%gbﬁé‘t'ioﬂs MBreadily
oamoeef toghesenskilledrin S1evait Thelsfieradbe inventia iniitsbioadgn ess@ctﬁ is not
Chrfdy tﬁ ghé ﬁli@to%teillg %’Han 1 tﬁﬁ% %?Pér%’cd%%nﬁ%tm@ dsatiRistrative

fromt ng the anal ysis

d@tammseshom and desciiteg. Agcqrdlaglure@naﬁuwsynw ke @@fa fom such
Y/

AR oLt e Forh P et or SB0pa'df deBHEIRE biRétalhichtive

dearmeptot her |i cence data, and actual software

installation data. WD 2004/ 042613 PCT/ NZ2003/ 000248

37 11. A nethod as clained in claim10 wherein the

data obtained in step (iv) is



incorporated into the anal ysis database. 12. A nethod
as clainmed in claim11l wherein step (iv) is perforned

waigiag4iehe 5 nmet hod of claim47. 13. A net hodP@ENZ2003/000248
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clainmed in any preceding claimwherein the data
anal ysis includes an assessnmgat of |icence ownership.
10 14. A nethod as clained in claim13 wherein the
LLAMSent of |icence ownership is displayed for each
custoner in a sunmary screen showi ng products owned
b% the custoner, l|icences owned for those products by

e

the cusmethad of gralysing ﬁ@f@\wreavé%@ﬁdy@ne@\ﬁaﬁasmlwlm)theeeéezm of:
pr odugj forreEQﬁn&H?é@é’fE'From]aBsalés dftapRiI0d as clai med

in clalm1l4 wheréin the sunmary screen further

i ncl udds  aFolfaling tha d§ﬁdﬁi°rﬁj‘iﬂ§ sigcatahasenaes owned by
the cygpt omefigpizhfing 4h BRAINIE oARe Bh@i JERTY the aﬁé@élg‘dlﬁdb

se.
mhereln t he sectlon indicates if additional upgraa
| icences are required. where upgrade |icenses have no

i glent if hrMdR as&@aﬁ@a% Liame N $Berel the’%a‘f@%td“a@éjoaéé |§ﬂh@'d§?éﬂ>ase of

in any one of clains 13 to 16 wherein the display of
the AsUaRRRodyet’'y YRdake ownership i ncl udes an
option to view a derivations screen show ng the

derivati on of cal culations in the sumrary screen.
18. A AEeisd asclaimgd ipany Weﬁ?ﬂmfbi*'é@é%ﬁ@"b‘lhﬁlww gjensales

t he dajatariaalinchides tiaRSABR Yaft biREE CaGHE et éauéee,qa €8stomers.
conpliance. 19. A nethod as clained in claiml

wherein the assessnent of |icence 30 conpllance IS

d4 spl ay ﬁﬁtﬁd@lras%éifheﬁlﬁé%’écédﬂn@clémé%uﬁ%é%& includes
show ng é}&‘%h%%? ucts/licences owned by the customer,

(b) priki8 fauagble sefware @RAWSESd by the cust oner,
and the discrepancy between (a) and (b). 20. A nethod
as clained in any preceding clai mwherein the data

ahal y<t Bethad afcdaimedan gneprseeding gain whereHethedatayp received from

t r ansagvdridor Ak daRBhShS bdtdiceBge agr eenent
anal ysis, reseller analysis, customer conpliance

lists, custoner segnent WO 2004/ 042613
RET/ NZ2 #0248 medth aBam ¥ slereiPiHetdistdh RBaloY¥SrS in #Ybne of

annuity renewal analysis. 21. A nethod as clained in
any orfBOBhlY: Hwesklye @ Y"ﬁﬂd\‘:l ai ms including the step of:

V) a user speC|fy| ng crlterla to determ ne how the

tais tg be an
d‘? & method as cla m)éd in any preceding claim wherein data received from the -
sales database is cleaned before it is collated into the analysis database.

8. A method as claimed in claim 7 wherein cleaning the data includes correcting
inconsistencies in transaction data or inconsistencies with the existing analysis
database.

9. A method as claimed in any one of claim 7 or 8 when dependent on claim 4
wherein cleaning the data includes determining new products from the product
list and updating the analysis database.

10. A method as claimed in any preceding claim including the step of:
iv) interacting with the customers of the vendor to obtain correct customer
data, other licence data, and actual software installation data.



5 what portion of the data is to be anal ysed; wherein
step (v) occurs before step (iii). 22. A nethod as

waeb@unoedis n cl aim 21 wherein the data anal ysi SPCENZ2003/000248
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custoner conpliance list and the criteria includes
one or nore fromthe set of dgsignating 10 the
segnent of business, assigning risk weightings to one

ot morAs metfiadorssclaimedii plaim ohwherein the detajehtaingghin ep (ivids
frame.j, or{%téH%HBOcHe Qﬁalﬁén@&ﬁﬁgaée” claim 21 wherein the
data ana yS|s I'S an annuit renewal analysis and the
criteria includes one or nore fromthe set of a data
L. 1 ang retfotPaSciineAttibhy 1 PIVABHSATEED 6P th
desi gnat?nleon Cﬂe esegmant o?‘ﬁbu& ne%é,I A ?’ngmed usmg ©
and dedeigpdof elanbA7. i st order. 24. A net hod as cl a| med
in any one of the preceding clains wherein the data

analysis is displayed on a GJ. 20 25. A nethod as
c13i medimethasihas daisiedfin amepreeediegiclatn whenisinsthe dataanalvgis includes

the Sté‘rpaé%fessmé!ht)ofTl@&\%b‘é\/\/ﬂgrsﬁl-ﬂﬁtOrrer data froma
vendor CRM dat abase and integrating it into the

anal ysi s database. 25 26. A rnrethod as clained in any

opg Oof A highddf £CESHRE if biginiT®3 Wﬂ@ﬂeﬂﬂh@%s&é@n%?@f If&Ence ownership

VII) transn1tt|ng corrected custoner data to a vendor
CRM dd gispiayed for eaph pestemer ipR SHnypenprisgn showing Ipjedusts owned

of SOfoV\% %u@tbﬁféH Gibende B @@rttﬁoée%b&%t@sy th%%sﬁah?e?sand a

of : 30 di spl ayi ng an assessnent of the ‘nunber
con‘putté'Fa a§9@3§e¢ ﬁWBﬂSh'B @ HRACE REQoyit f9§th¢g=uat°me\r st
graphi cal characteristic; and ii) displaying the

current nunber of, sof_tvva_reéfroduct i cences owned
tHe orfyinsthest asrlaimsd i el ¢4 whereinsthesawrary, s¢ragn g,lrther includes

second, gé@@hlsﬁahlngwgfaaen.séﬂc%fs lofned By 2% cbtdmérnod as
clainmed in claim 27 wherein the second graphi cal

characteristic WO 2004/ 042613 PCT/ NZ2003/ 000248 39

CISi SA fetlodR SairRANCEIBMT | 5 Wh8RENHR sREH indBates FRdditional
first graphical characteristic is a |ine

per perféﬁ%%ﬂ’%'fce%est #E reqyined where wgr@%"@aﬁ%s haygdiq igenfifiable
on t hepdadligensd. A nethod as clainmed in claim28
wherein the bars are col our-coded to indicate

17. A method as claimed in any one of claims 13 to 16 wherein the display of the
assessment of licence ownership includes an option to view a derivations
screen showing the derivation of calculations in the summary screen.

18. A method as claimed in any preceding claim wherein the data analysis
includes an assessment of licence compliance.

19. A method as claimed in claim 18 wherein the assessment of licence
compliance is displayed for each customer in a summary screen showing (a)
products/licences owned by the customer, (b) products actually installed/used
by the customer, and the discrepancy between (a) and (b).

20. A method as claimed in any preceding claim wherein the data analysis includes
one or more from the set of transaction data analysis, licence agreement
analysis, reseller analysis, customer compliance lists, customer segment



5 the different types of |icenses. 30. A nethod as
clainmed in any one of clains 28 to 29 wherein a

w@bamalhictyy of |icence types exist for a produptT/NA2M03/000248
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bar may be coded the colour of the nunerically

dom nant licence type and thesgther |icences may be
represented 10 as smaller bars overlaid on this bar.
31. A #Fiyses Rigdudt apalisis.iandampuibhienswalanglysis. 28 to 29
wherein each bar represents a |icence ownership
p03|t|on for the correspondln% product for the

ot gani A gstihnd asaimed in pReeneeef the Breaceding slaipe thckiging the step of:
smal | ey bar@u@éf%bleéfﬂ'lgqfﬂltérﬁ' 8 defle'ismpm%rhomﬁtfue d@‘teﬁ?ﬂ‘%j aﬁ‘ilysed or

di splaying a Iicence ownership position for a vendor
sof tware priRipertionfebthedata Sita beranaiveedidi ng t he steps

of . i )Wﬁeerg,lhls@é/d @gog‘gjrg B\@fBPe sﬁé&ﬁﬁ)ﬁ licensing data from
a sal es dat abase; i) retrieving other software

product |icence dat a from the custoner; iii)
el i eNhhRESLASRRIUS Bl 21 MR ﬂw\é’%fa?a m%&% d¥tomer

the custoner; iv) calculating a |icence ownersh IP
posi t |Qﬂﬁ“p"9H%F list apd 15 @ijeringneliges onecticeorg fipat igisgt of designating

posi tipg s@&ﬂe&sﬁ%ﬁﬁhéﬁqﬁs%ﬂhﬁ nsl&%@h‘ﬂn@s't@%ﬁe bF‘m@ré?db’eors
25 33. A nethod as clained in claim32 wherein t

| i cenceesigngler af list pier.@ng @ tine framecul at ed usi ng one or
nore of the follow ng factors the nunber/esti mated
nunber of conputer users in the custoner's

ofyani A fetiad as slaimed i elriny 21 WheraiReine; dafa analysicis anspngity

tot hereﬁé\ﬁél%fy&stdhe th&bREHPMEIUEs BB VERBrdPsE thtlset of a data
| i censes, grade licenses, and |icences accrued vi a

mai nt erﬁ’ﬁﬂ%é RES PREYIL, P"OQTPH@F'C?“‘E?én@%%@Wﬁ%G thy seg@ent of

cust onEisinedB Corsdiidt 8L aA$ 8ENIPHAIBA D listérdeh Met hod as
clainmed in any one of clains 32 to 33 wherein the

licence ownership position is calculated by conbining

24T er & ethd CANGSmeARean F}aaﬁb ofdhe ﬂﬂ:@@iﬁ%hieﬂﬁs AHERIPHEYata
totals WO 2004/ 042613 PCT/NZ2003/000248 40 35. A

met hocBnalysis igdiselaye o43Clehe of clains 32 to 34
wherein the data in steps (i) to (iii) is retrieved
froman anal SIS dat abase created using ste

(2 ) o met aa:¢laimeddn apy gneg,pfihe precedin clalmg lncﬁ.lid?nga’mg step of:

vi) receiving customer data from a vendor CRM database and integrating it
into the analysis database.

26. A method as claimed in any one of the preceding claims including the step of:
vii) transmitting corrected customer data to a vendor CRM database.

27. A method of displaying an analysis of software product licence data including
the steps of:
i) displaying an assessment of the number of computer users in an
organisation using a first graphical characteristic; and
i) displaying the current number of software product licences owned by
the organisation for products of a vendor using a second graphical
characteristic.

28. A method as claimed in claim 27 wherein the second graphical characteristic



5 36. A nethod as clainmed in any one of clainms 32 to
35 wherein the sal es database is the sal es dat abase

w@bootloe2evendor. 37. A nethod as cl ai med i n anyPONaZzif03/000248
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claims 32 to 35 including the step of: vi)

cal cul ating and di splaying thegrisk of non-conpliance.

10 38. A nmethod as claimed in claim37 wherein step

(vi) icoosisted baisaepreegntiog each praduchandthe fitst geapbisal characteristic

owner Q ;

act uar? BnErEE i PRyRS (e echdtRirithc Bh Yysha ndfc bars

as clained in any one of clains 32 to 38 wherein the

ligcencﬁfme%edrs%nﬂe@ﬁ?élélh\oﬁh WfieleffCGAL BER it ‘éolﬂﬁte éi@ﬁjg indicate
ter 'I1cence owners ositrons are ca cul ate

A net Hbeiddsranltwnedflimn@ﬁw one of claims 32 to 39

wherein the |licence 20 ownership position may be

refined by providi ng_m)re data or nore reliable data.
B0. AAmethod asfclalmed imany eng &elaima 28 tp2duherein @ plralitynef

schemgg.f o t&éescé&?ét%@ prol ﬂ'&ltﬁ’é:i'b'ég rgl'ntgp %e%B@é’dsth@fcolog@ of the

retrieving rom an anal abase creat
duri n@wn&glcau dasainaitt licenog tmﬁ;amﬁ theg|cffiefdicanced NEy: be rppresented

retri eéé'é?ﬁalféPBén%'B’%FrlénfGH'tH@BEPt data; and iii)

cal cul ati1 ng possib I cence schemes. 30 42. A method
as clainmed in claim41l wherein the data retrieved from

tfe a%l-nféﬁ%o%l asdaé.ﬁeaﬁﬁa g@é&%ﬁanﬁ &e%&é%mg;@hd Il

non- conpliance wth emas
cust orfepresants adlse@peacbmﬁrsm& p@%lﬁlcrrgfostiﬁtqmeéqu\dwawﬁduct for the

i Cencﬁ@am%ﬁ%n@%é Iit%n é@ér@'?@ﬁresé{{edlgs srﬁaﬁ@tbla%do\%ﬂald on this

clalne I'n any one o alms 41 to 42 wherein t

cust orR®. requirenent data includes intended

depl oynent of software products over a WO 2004/ 042613
PCT/ NZ2003/ 000248 41 specified time and "soft cost"

B2 a rRmethadefispleyingrd liseneg pwReTediptresition fos atvgneor's software

types &E%L#dté:ﬁ?%'cﬂgtoﬁﬁpﬁmmg“tﬁe step8Bf:nod as claimed in

any one clains mhereln the licence 5
schengs i nceliigyingsofivarededuct leangig datasiram afqies database;

net - prigsent kRl g other software product licence data from the customer;
iii) retrieving assessed use of the software products by the customer;
iv) calculating a licence ownership position; and
V) displaying the licence ownership position and assumptions about
calculations in a GUI.

33. A method as claimed in claim 32 wherein the licence ownership position is
calculated using one or more of the following factors the number/estimated
number of computer users in the customer’s organisation, the number of
commercial licences sold to the customer, the relationship between base
licenses, upgrade licenses, and licences accrued via maintenance contracts,
other licences owned by the customer, and various assumptions.

34. A method as claimed in any one of claims 32 to 33 wherein the licence
ownership position is calculated by combining different licence types and
aggregating purchases totals.



consi derations. 45. A nethod as clained in any one of
clains 41 to 44 includes the step of: iv) displaying
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A nethod as clainmed in any one of clainms 41 to 44
including the step of selectiumg the best possible or
nost /Eproprl ate licensing schenes for the custoner.

135. 47 A methadrascriaimed dramteneel claime Ao adwherain thediatmyin steps (i)
the stgpg er trietad A{?gﬂtahﬁlgs@HSt%BbQé‘éreE@dfﬁéﬁgasteps (i) and (ii) of

cust oner | recordi ng t responses given
custoﬁbeﬂﬁﬂmﬂ¢ﬂd@mﬂntegrat|ng the responses into an

anal ysi s dat abase created during the nethod of any

one of clains 1 to 26. 20 48. A nmethod as clainmed in

c3Gai m A meiaskas ¢laimgd inarRseneot $laims Bdde 3g wastainine sales database

rel ati;gg.d &80d4 Ms% d.pg{]%r\%g\%,t. hin the customer's

or gani sation an gener etails about the
organi sati on, and questions designed to assist the

Capturg n{éfthooaé;ﬁ,gg%alln by &{é@ftdé?ms %5%95 H{cﬁ@wth%%g of:

user count's non-volume |icence ur chases

A net hdd ascaiqléﬁthﬁﬁ@nﬁ slisglayingriee gek ef fti’i“rﬁOW“P'@C%s
wherein the types of questions pronpted nay be
determ ned by the lack of certain data, the eX|stence
o¥8.cerh mqﬁhqgﬁq%clalmedﬂm@lawew whelein step{Vikaelidestha step of

Wi t hi nedphies g e/ Rlefice &Qn%ﬁ@%&ﬁon ﬁpact&l 'iﬁ%ﬁeﬂl@ﬂo@éata or

claimed i'n any one of clains 9 wherein the

r espon%@%al/eﬁwﬁéﬁeééﬁmﬂmebﬁﬁﬁd@@ I y updat e the analysis
dat abase and furt her questlons nay be based on
responses preV|oust sup A et hod

38 b meihastas SRESHin ShLpreot siams Bt SAmParA (e isence
step 06w1¥¥?st%996§196’1?@1=§co?8§@ AR HEAA4Rr likAce ownership

retrieving conpliance/ non-conpliance data fromthe
anal yspapitipas gpaedculaied. A nethod as clainmed in claimb51
wherein the data nay be used to direct the focus of

the questions pronpted.
40. A method as claimed in any one of claims 32 to 39 wherein the licence

ownership position may be refined by providing more data or more reliable
data.

41, A method of determining software product licensing schemes for a customer
including the steps of:
i) retrieving data from an analysis database created during the method of
any one of claims 1 to 26;
i) retrieving customer requirement data; and
iii) calculating possible licence schemes.

42. A method as claimed in claim 41 wherein the data retrieved from the analysis
database includes current compliance or non-compliance with licensing
schemes by the customer, and data about existing sofiware product licences
owned by the customer.

43. A method as claimed in any one of claims 41 to 42 wherein the customer
requirement data includes intended deployment of software products over a



5 53. Anethod as clainmed in any one of clains 47 to
52 wherein the questions are asked during a calling

waewpaign 54. A nmethod as clained in any one BET/BEZZ08/800248
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47 to 53 wherein the responses are 10 integrated into

a canpaign table within the apal ysis database. 55. A

met hod for selecting a software product of a vendor )

i ncl udbagjfiediime sad taofitqoal’ dptaoelating tmadrsiniststiast costs of certain

di spl pé%%fﬂcéﬂsgtgaéchéri‘ue@f panes within a GU; 15 ii)

sel ecting a pro type froma list of product types

under category headings within a first pane; iii)

30l eC U ARRARAME P ﬁdgoaf cldiffud d 43 wtvh@tenptheqte&tce

variations wt ane; selecting a

pr odu@phereegmwde Mﬁh C@Stst gmnuﬁt C?ﬁt%cﬁmétneb'é@%tri‘éa'% thin

a th'QQn&ﬁ&eﬂ . 56. A nmethod as clained in claimb55

wherein the software products conply with M CROSOFT

TM | abel I'i ng met hodol ogy. 25 57. A method as cl ai ned

'4% ANy, PR asCiings m5a'?1ytd?1e5cﬁ MRS G ‘?o b ﬁtcfu'déﬂheosié}?of
Ists the vendor's nost popul ar product types under

eac h dat egalisplavim a graphicalrempariseapiibe lifence|sshemes

wherein the category headi ngs under the first pane

i nclude "Applications", "Servers", and "Systens".

36, AA@@H@@ asclaimag ifeanyi aneafElaine 46 o 44 Hichelingghe étet?st

| ncl udieR@tihd theHeBPpSisiblesSEH rﬁSét'épgro%nbteQQB%nd é!dih%nﬂ-fs fbrhtﬁe

software product within the third pane.

as cl &usdMern any one of clains 55 to 59 vvherel n the
selection of a 35 product type within the first pane
determ nes the product variations listed in the

Heond pithod afscnnding oustermer gate ingusingsre stspast 43 61.

A net hpd asprshqﬁt.rtge&hésﬂom 2R Qktopeti M5 55 to 60
wherein selection of the product type is confirmed by

act uatf) on d?c%fdtﬁ‘GtthQ)WsﬁP@Wrg"teﬁ‘ebyfth? systpmpe ang2. A

net hodjjas GhRyRAg ke r@@ﬁor@@g b af laRbiySis atab8sddreated durlng the
vvhereln the sel ec?lon of product variation w thi

t he second fﬁaﬁhédeét‘ré’r?ﬁer@@'at"ﬁ@p?g@uct versions |i st ed

48. A method as claimed in claim 47 wherein the questions include questions
relating to software users within the customer’s organisation and general
details about the organisation, and questions designed to assist the capture of
anecdotal information about product use, user counts, and non-volume licence
purchases.

49. A method as claimed in any one of claim 47 to 48 wherein the types of
questions prompted may be determined by the lack of certain data, the
existence of certain data, or the reliability of certain data within the analysis

database.
50. A method as claimed in any one of claims 47 to 48 wherein the responses
recorded automatically update the analysis database and further questions

may be based on responses previously supplied.

51. A method as claimed in any one of claims 47 to 50 including the step of



in the third pane. 63. A nethod as clainmed in any one
of clains 55 to 62 wherein selection of the product

wo a0datieod i s confirnmed by actuation of a buttPOT/NZ2d0B/M00248
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the second pane. 10 64. A nethod as clained in any
one of clains 55 to 63 whereinathe nethod is used to
record or update actual installation data of the

sof t waletfieyingggawlianceinongempligage datafrgarihe analysis dasbass.
A nmethod for |inking two conmpany nanes including the
steps of: i) entering a first conpany nane

Bor evh arathsd aselaimed i elaine §i whersin weﬁéfﬁmay baysed fo direct the

st Wobld & the §650BHs pRMAE. W t h conpany nanes whi ch
correspond to the first conpany nane abbreviation;

iii) selecting a first conpany nane fromthe |ist; 20

159, enA Rl & JERRAM SATBRYF dIATE 42hb 5§Wh€Félr9fhe'd?1e§tlons are
third region; v) populating a second list wthin a

f our t HRSKEgidgHNG? Cé'b’r’ﬁaﬁﬁ-‘mpﬁﬁfﬁms whi ch correspond to
t he second conpany nane abbreviation; vi) selecting a
second conpany nane fromthe second Ilst and vii)

| ¥k iy metfeock s daimed b amy onmefeclains H71tn 83 whetsitithesapranses are
nane. inkardiéd infd aea,haahgﬁﬁamé RithTR the dhaf)s dBréoaseher ei n

t he conpany nanmes are l'inked because the first
conpany nane is the parent or child of the second

CEEYPANY melftfor $Mctin 'adofth/APPSYUARNE vesddr tiddig®E or
present nanme of the second conpany nane, or the first

conparSPAHEHally Sceirring stephati ve name of the 30 second
conpany nangspléiing ApiRAIfPeF femes hthtadGUR any one of

claimB5 to Wwhe the first and second

nane abbr ev%eéﬁq igg 8 W%@pa from:3 U of Produgf tyRss L@dwategory

of a conpanyeadmdERvithihta fidt pahe®t hod as claimed in any
one of _claim65 to 67 wherein the first and second WO

2004/ 04261 36lRSHPaR RRAICH YRy EAEN fram 3 hisd pEprodiest yadationg within a
conpany nangcapdlphie ahtink status.' 69. A method as

claimed in claim®68 wherein the link status is any one
of thdVket S$§ecting a product version from a list of product versions within a third

pane.

56. A method as claimed in claim 55 wherein the software products comply with
MICROSOFT™ |abelling methodology.

57. A method as claimed in any one of claims 55 to 56 wherein the first pane lists
the vendor’s most popular product types under each category.

58. A method as claimed in claim 57 wherein the category headings under the first
pane include “Applications”, “Servers”, and “Systems”.

59. A method as claimed in any one of claims 55 to 58 including the step of
selecting a licence type of the software product within the third pane.

60. A method as claimed in any one of claims 55 to 59 wherein the selection of a
product type within the first pane determines the product variations listed in the
second pane.



not |inked, a parent, and a child. 5 70. A nethod for
di spl ayi ng |i nked conpany nanes including the steps

w@b004/0i2613li spl aying a |ist of one or nore pri MACYNZ2003/000248

10

15

20

25

30

35

conpany nanes; ii) displaying under each primary
conpany name one or nore secongary conmpany nanes
linked to the primary conpany nanme; and 10 iii)

®bpl Aymmeihaskas drimediiraiy enshdfiaime 5arte 60 shesain selectinrhof the
r epr esgabhdyydehs coﬁflrr‘ﬂgg thta\éﬁlgf'or?@blﬁﬁﬁ%M %e‘?ﬁ’éﬁﬂ%ﬁéﬁ

name and Its correspon g prinmary conpany nane
A nethod as clainmed in claim70 wherein the conpany

NEYTES Rh?etﬁd&‘é%eéialﬂrﬁdkﬂ?&%% 5{*@3%@5@% B1 %@F@Hﬁhensaé?cﬁon ofa

is the parent of e secondar :@l name

secondiPYud yafiRiep withirethe see ermines toe pradgct versions listed
pri mary i E@fFRRANe.NaME, or the secondary conpany namne

is an alternative nane of the primry conmpany nane.

20 72. A nethod as clainmed in any one clains 70 to 71

VLT 81 A o SRCHIRRE YN aﬁw{ﬁ@w cldidis %'5%’ bém@rémaéctmdof the

i ndented with respect to rimry conpa

73. A m@%da%ﬁ;weuww@me% bﬁﬁg;tueﬁm @‘|adw1it9nmmrbthegecond pane.
i ncluding the step of 25 displaying one or nore

tert| ary conpany names each |inked to a secondary

agricrimed freany enes¢fedaime 5463 mhwgreyn tiaﬂm@myd is used

narres t@ﬁ‘é’cd?@ 8r @édaté@ét@algﬁs%’lré‘t|8ﬁhat%r@'ﬂ%9§oﬁﬂ uctin a
representing each |ink . A nethod as almed 1 n any

one of CUSIORN&RS OrgRNisAtion. wherei n the graphical 30
characteristics used to represent the link are
"L-sha ed" branches. 75. A systemfor inplenenting the

& hod® Brethasyforwkingrtwe wempaéy: e@nﬁ@m@lugmsﬁhe stegs of:
Sof t way e f adnt@irgrfirs Bt HAnfRr abbYSVistidh & a AR r&Yién; Of
t he precedlng cl ai ns.
ii) populating a first list within a second region with company names which
correspond to the first company name abbreviation;
iii) selecting a first company name from the list;
iv) entering a second company name abbreviation in a third region;
V) populating a second list within a fourth region of company names which
correspond to the second company name abbreviation;
vi) selecting a second company name from the second list; and

vii) linking the first company name with the second company name.

66. A method as claimed in claim 65 wherein the company names are linked
because the first company name is the parent or child of the second company
name, the first company name is the former or present name of the second
company name, or the first company name is an alternative name of the
second company name.

67. A method as claimed in any one of claim 65 to 66 wherein the first and second
company name abbreviations may be a search string for a part of a company

name.

68. A method as claimed in any one of claim 65 to 67 wherein the first and second
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lists include the company name and its link status.’

A method as claimed in claim 68 wherein the link status is any one of the set of
not linked, a parent, and a child.

A method for displaying linked company names including the steps of:

i) displaying a list of one or more primary company names;

ii) displaying under each primary company name one or more secondary
company names linked to the primary company name; and

iii) displaying one or more graphical characteristics each representing the
link between each secondary company hame and its corresponding
primary company name.

A method as claimed in claim 70 wherein the company names are linked
because the primary company name is the parent of the secondary company
name, the secondary company name is the former name of the primary
company name, or the secondary company name is an alternative name of the
primary company hame.

A method as claimed in any one claims 70 to 71 wherein the secondary
company is displayed under and indented with respect to the primary company
name.

A method as claimed in any one claims 70 to 72 including the step of
displaying one or more tertiary company names each linked to a secondary
company name under their respective secondary company hames and one or

more graphical characteristics representing each link.

A method as claimed in any one of claims 70 to 73 wherein the graphical
characteristics used to represent the link are “L-shaped” branches.

A system for implementing the method of any one of the preceding claims.

Software for effecting method or system of any one of the preceding claims.



