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	Accrued Funds
	The total amount of Rebate Program Fund dollars that is calculated based on program rules.

	
	

	Achievement
	Achievement is the performance as measured from the beginning of the quarter to the current day, based on the most recent data feed from MS SALES.

	
	

	All Revenue
	All Revenue encompasses all license and product revenue through a managed LAR partner.

	
	

	Annuity
	An Annuity is revenue from sales of L&SA or Software Assurance.

	
	

	Annuity Review
	An Annuity Review covers all volume licenses transacted through the LAR partner except Open and Select licenses.

	
	

	Amount before Adjustments
	Rebate earnings before adjustment amounts are applied.

	
	

	Area (A13)
	Area (A13) refers to the following regions by operations center:
· APOC
· APAC
· Greater China
· India
· Japan
· EOC
· Central and Eastern Europe
· France
· Germany
· MEA
· UK
· Western Europe
· LOC
· LATAM
· AOC
· Canada
· United States

	
	

	Attainment Level (%)
	The Attainment Level is a percent reflecting the ratio between the Performance Goal and the Net Performance.

	
	

	Attainment Period
	The Attainment Period is the time period in which the earnings and payments took place.

	
	

	Audit
	An Audit is a formal inspection and verification to check whether a Standard or set of Guidelines is followed; that Records are accurate: or that Efficiency and Effectiveness targets are met. An Audit may be carried out by internal or external groups.

	
	

	Available Funds
	Available Funds are the funds that can be used for claiming and reimbursement in the usage period following the eligibility/purchase period.



	Basis
	The Basis is the base revenue against which an earned rebate is calculated.

	
	

	Basis Adjustments
	A Basis Adjustment is a manual override against the system measured Basis.


	
	

	BU
	BU is an acronym for Business Unit. Currently the rebates program includes two – WPG and IEB.



	CAL
	CAL is an acronym for Client Access License.

	
	

	CHIP
	CHIP is an acronym for Channel Incentives Platform.

	
	

	Channel Agreement
	The Channel Agreement (i.e. Resellers) between MRS and COMPANY is in effect during the Rebate Period which includes any signed authorizations and the guide.

	
	

	Class of Trade
	Class of Trade is a setup attribute – this cell should be left blank if the BU is WPG. In all other situations, IEB has seven options:
1. Online
2. Mass Merchant
3. Specialty
4. Distributor
5. Consumer Electronics
6. Toy Stores
7. Office Superstore

	
	

	Compliance
	Compliance is a standard Microsoft term regarding the withholding or reduction of a rebate payment to a partner.

	
	

	Compliance Adjustments
	Compliance Adjustments are any adjustments that apply to rebates earned across all programs.

	
	

	Compliance Goals
	A Compliance Goal is an expected action completed in a specific way.  If the goal is completed as expected, you earn the full rebate.  Anything less than full compliance causes a reduction in the rebate.


	
	

	Co-Op Amount
	Amounts earned that will be claimed using the Co-Op marketing funds process.

	
	

	Co-Op Earned
	The Co-Op Earned is the resulting amount after the Basis, Payout and Payout Tier are multiplied together. The amount is shown in the transaction currency for the indicated Performance Goal.


	Co-Op Earned after Deductions
	Resulting amount after deductions are applied to the Rebate Earned amount.

	
	

	Co-Op (%)
	The Co-Op percentage is the percentage of earnings that are applied towards reimbursement via the Co-Op claiming process.

	
	

	CRM
	CRM is an acronym for the Microsoft product family, Customer Relationship Management. In the setup file, it refers to revenue from sales of Licensed Software and/or Software Assurance for products in the Dynamics CRM product families: CRM External Connector, CRM Professional CAL, CRM Professional Server, Customer Relationship Mgmt, Dynamics CRM CAL, Dynamics CRM Enterprise Svr, Dynamics CRM External Connector, Dynamics CRM Full Use Add CAL, Dynamics CRM Limited CAL, and Dynamics CRM Professional Svr.

	
	

	Customer Number
	The Customer Number is a unique Microsoft partner reference number for informational purposes.

	
	



	Days to Pay
	Days to Pay refers to the number of business days Microsoft is contractually bound to pay the partner for the particular participatory rebate.

	
	

	Days to Report
	Days to Report is the number of business days the partner is contractually bound to self-report to Microsoft the number of placement shipments they have done for the previous month.

	
	

	Demand Generation
	A marketing activity in which performance and the size
of the audience can be verified. Examples include print, broadcast and Web
advertising, and direct mailing or e-mailing. 


	
	

	Disbursement Method
	Indicates the method of payment from Microsoft. Examples are: Credit Memo, Wire Transfer, Bank Transfer, Etc.


	
	

	Disti
	Disti is an abbreviation for Distributor. It is an organization that purchase product directly from Microsoft and sells the product primarily to resellers.



	EA New, Renewal, and TUP
	EA New, Renewal, and TUP refers to like named, associated revenues.



	Family Cap
	A Family Cap is the maximum allowable payout that can be given for a group of levers defined in the Payout Family.

	
	

	Fiscal Year Summary
	The Fiscal Year Summary is the Summary of earnings up the current date within the fiscal year.


	
	

	Frequency* (EU/EFTA only)
	The Frequency is the number of Commercial Open Non-Recurring revenue transactions per reseller through a Distributor.



	Goal
	The Goal is the level of performance expected to obtain the rebate.

	
	

	Graph - Performance vs. Transaction Timeline:
	Here you view your transactions throughout the quarter by date and the corresponding performance as a graph. Click a date to view specific transactions, including the SAP Bill To Number, currencies and exchange rates.

	
	

	Gross Rebate
	The Gross Rebate is revenue from sales of Licensed Software.

	
	

	Gross Earned Rebate
	The Gross Earned Rebate is the earned rebate prior to any adjustment or overrides.



	IEB
	IEB is an acronym for the Interactive Entertainment Business. Previously known as E&D, Entertainment & Devices Division. Microsoft business unit that is responsible for Microsoft's music, gaming, video, and mobile communications products. There are currently five channel partner types:
Currently five: LAR, Disti, Retail Direct, Senior Partner, and Sub Distributor.

	
	

	Integrated Virtualization Portfolio
	The Integrated Virtualization Portfolio refers to Server Virtualization - Server Management Suite Enterprise (SMSE), Virtual Machine Manager 2008 Enterprise, Core Infrastructure Server Enrollment (CISE) Enterprise & Datacenter; Desktop Virtualization – VDI Suite; Server Virtualization - Virtual Machine Manager 2008 Workgroup Edition.



	Key Performance Indicator (KPI)
	A Key Performance Indicator (KPI) is a metric that is used to help manage a Process, IT Service or Activity. Many Metrics may be measured, but only the most important of these are defined as KPIs and used to actively manage and report on the Process, IT Service or Activity. KPIs should be selected to ensure that Efficiency, Effectiveness, and Cost Effectiveness are all managed.



	LAR
	LAR is an acronym for Large Account Reseller. Product resellers that Microsoft permits to resell licenses to end users under the Microsoft Select License program. There are five types: LAR, Disti, Retail Direct, Senior Partner, and Sub Distributor.

	
	

	LAR Pipeline
	The LAR Pipeline refers to PAM verification of LAR partner submission of sales forecasting of Select and EA Revenue.

	
	

	Legal Name Description
	The Legal Name Description is the user-friendly name for the legal name.

	
	

	Legal Name ID
	The Legal Name ID is mastered in License Wizard.  It is the unique identifier for the Legal Name. This is derived from Legal Name.  The legal name ID is not unique per partner.

	
	

	Lever
	Individual rebates used to incent behavior in our partners to achieve sales within different Microsoft product lines.

	
	

	Licensable
	Licensable is a part number that represents a licensed product that is associated to a legal name for a Microsoft Product and is noted on MS license agreements.  The Licensable is the parent product in a data relationship mapping that connects the end items sold to OEMs and OPKs (OEM Pre-installation Kits) that contain Microsoft Intellectual Property that OEMs use to create MS Product images on machines and devices.

	
	

	License
	A License is the customer’s right to run the version of the Licensed Software ordered.

	
	

	LOB
	LOB is an acronym for Line of Business. It refers to multiple programs or an end-to-end solution across a major business process supported by a portfolio of applications. Examples include Console, Ordering, Fulfill and Bill, E&D, and Finance Suite.



	LOC
	LOC is an acronym for Latin American Operations Center.

	
	

	L&SA
	L&SA is an acronym for License and Software Assurance. It is associated with any Licensed Software that is ordered.



	Market Development
	Marketing activities for which performance and the size of the audience cannot be verified, such as customer events, sponsorships, tradeshows, point of-purchase sales materials, telemarketing, offers and incentives that support the sale of genuine Windows-based systems.


	
	

	Microsoft  Account Manager
	Microsoft field personnel who are assigned to individual Microsoft partners to monitor marketing and other business development activities.

	
	

	MDOP
	MDOP is an acronym for Microsoft Desktop Optimization Programs – this field refers to associated sales revenue.

	
	

	MRS
	MRS is an acronym for Microsoft Regional Sales Corporation (Singapore).

	
	

	MSRA
	MSRA is an acronym for Microsoft Reports Analytics.

	
	

	MSPP
	MSPP is an acronym for Microsoft Partner Program - A Microsoft program that offers a single, integrated partnering framework to organizations that use Microsoft software as the building blocks for services such as integration, consulting, software customization, application development, and e-commerce solution development.

	
	

	Multiplier
	A Multiplier is a set of rules by which a partner is associated with a rate table.  It includes: Rate Type, Partner Eligibility, Rate Table(s), Geography, and Calculation Type.



	Net Basis
	Net Basis is the summed total of the transactions that measure the Basis.

	
	

	Net Performance
	The Net Performance is the summed total of the transactions that measure performance.

	
	

	Net Rebate
	The Net Rebate is the earnings that you will receive as a payment.

	
	

	Non-annuity
	Non-annuity refers to revenue from sales of Licenses only, i.e. without Software Assurance.



	OEM
	OEM is an acronym for Original Equipment Manufacturer:  A Company which uses product components from one or more other companies to build a product that is then sold under its own company name and brand.

	
	

	Open Renewal
	Open Renewal refers to revenue on Open L, Open L + SA, Open Value and Open Subscription.

	
	

	Overrides
	Manual adjustment applied to the rebate amount.




	Paid Amount  
	Amount paid out to date.

	
	

	Primary Currency
	The Primary Currency is the currency in which the calculations are made and displayed with (unless noted otherwise).

	
	

	
	

	Partner Group
	A Partner Group is a collection of partners eligible for a rebate and rate table.  A partner group may be comprised of a partner tier, a single partner name, and multiple partner names. The benefit of having a partner group is that it allows the administrator to easily assign a rebate to a large or small number of partners.

	
	

	Partner ID
	A Partner ID is a unique identifier for the partner. This may also be referred to as the OEM ID.

	
	

	Partner Readiness
	Training, exams and conference fees associated with the achievement and maintenance of specific Microsoft Competencies.


	
	

	Payment Currency
	Payment Currency is the currency in which the payment is made.

	
	

	Payment Method
	Payment Method is the medium by which the payment is sent to the partner. (e.g. check, wire transfer, credit).

	
	

	Payout (%)
	The Payout percent is a percentage that is applied to the Basis to determine the raw earnings.

	
	

	Payout Family
	Payout Family is the name given to group a set of levers so that a maximum allowable payout can be enforced across the selected levers.

	
	

	Payout Tier
	Payout Tier is the rebate percentage earned if the entire target amount was not met.  Generally, a threshold is indicated at which no rebate is earned, followed by a graduated scale that can exceed 100%.

	
	

	Performance Goals
	The performance description by which a rebate is calculated. Details about this goal were originally agreed to in your Microsoft Rebate Letter.


	Performance to Date
	The Performance to Date is a measure of the performance against the selected period.

	
	

	Performance Adjustment
	A Performance Adjustment is a manual override against the system measured performance.

	
	

	Premier Services
	Premier Services include revenue from sales of:
Product Support Services - Premier Addon All Lng Prem Ent PSS Annual Support Contract; Premier Std All Lng Prem Ent PSS Annual Support Contract; Premier Plus All Lng Prem Ent PSS Annual Support Contract; and Premier Foundation All Lng Prem Ent PSS Annual Support Contract.

	
	

	Price List
	Price List refers to the current Large Account Reseller price list located at http://www.explore.ms. 

	
	

	Program Name
	The Program Name refers to the collection of one or more rebates into a logical grouping.  A partner enrolls in a program.  The program contains only common elements and goals.  A program can be funded by one or more funding groups. (Examples: Jumpstart, MS Advantage, Live performance).

	
	

	
	

	Program-specific compliance adjustments
	Summed adjustments made to the earned rebate within a specific program.


	
	

	Proof of Execution (POE)
	To be eligible for reimbursement, proof of execution documentation must be submitted by the established deadline. Proof of execution is critical to the reimbursement process. Accepted file formats are:
• Image: .jpg, .gif, .bmp, .tif
• Audio/video: .avi, .wav, .mp3, .mpeg
• Document: .doc, .txt, .pdf, .xls, .htm
• Compressed: .rar, .zip
• CDs
• DVDs
• Cassette
• VHS




	Public Sector
	Public Sector refers to public sector associated revenue: total net Government customer revenue in Select and indirect Enterprise Agreement revenue, total net Academic Select and Campus Agreement revenue.

	
	

	PUR
	PUR is an acronym for Product Use Rights. Current Microsoft® Product Use Rights are published online at http://www.microsoftvolumelicensing.com/userights/PUR.aspx. 



	Raw Earnings
	The Raw Earnings is the amount calculated by the Net Basis multiplied by the Payout Tier percent.  

	
	

	Rebates
	The term Rebates refers to the Microsoft Rebates Program and is relevant to all rebate offerings.

	
	

	Rebate Balance
	Remaining rebate to be paid.

	
	

	Rebate Earned
	Rebate Earned is the resulting amount after the Basis, Payout and Payout Tier are multiplied together. The amount is shown in the transaction currency for the indicated Performance Goal.


	Rebate Earned After Deductions
	Resulting amount after deductions are applied to the Rebate Earned amount.

	
	

	
	

	Rebate Percentage
	Rebate Percentage is the percentage of earnings that are provided as a rebate. 

	
	

	Reach
	Reach is the number of unique resellers transacting with a Distributor on Commercial Open Non-Recurring Revenue.

	
	

	ROC
	ROC is an acronym for Regional Operations Center: licensing operations and support center for a particular region. There are currently four: APOC, EOC, LOC, and AOC.

	
	

	RSC
	RSC is an acronym for Regional Service Center.



	Security
	Security refers to revenue from sales of Licensed Software and/or Software Assurance for products in the Security product families:
Forefront Client Sec Mgt Cnsl, Forefront Client Security, Forefront Sec, Exchange Svr, Forefront Sec SharePoint, Forefront Sec Suite, Forefront Sec Svr, Mgt Cnsle, ISA Server Enterprise Edtn, ISA Server Standard Edtn Whale Intelligent App Gateway CAL.

	
	

	Server Reach
	Server Reach is the number of unique resellers transacting Server (SBS, EBS, Win Server, SQL) on Open, Annuity revenue with a Distributor.



	Target
	A Target is a defined goal that the partner has been asked to meet in order to obtain a rebate.  These targeted levers are generally referred to as standard levers.

	
	

	Target Amount
	The Target Amount is the value that needs to be obtained to earn the entire rebate (I.e., 100%) to which the partner is entitled.

	
	

	Tax Requirements
	Certain geographies are required to submit tax documentation to Microsoft. Rebate Program partners required to submit invoices should use the History of Claims report available on CHIP for approved claim amounts.

	
	

	Third-party Vendors
	Businesses or service providers that are not affiliated with
Microsoft or the partner company enrolled in the Incentives Program Fund.

	
	

	Total Rebate To Date:
	Total earned amount without any deductions applied.

	
	

	Transact Currency
	The currency in which the system performs calculations.

	
	

	Transaction Details
	Transactions Details are the transactions tracked by Microsoft that when summed equate to the measure of performance to date.



	UC
	UC is an acronym for Unified Communications – Including Office Communications Server and CALS: Revenue from sales of Licensed Software and/or Software Assurance for products in the OCS & CAL product families: Communications Server Ent CAL, Communications Server Std CAL, Office Comm Server Ent, Office Comm Server Ent CAL, Office Comm Server Ext Conn-Ent, Office Comm Server Std, Office Comm Server Std CAL, Office Communicator, Office LCS - Ext Conn, Office LCS CAL, Office LCS Connect to Public IM, Office LCS Enterprise, Office LCS Standard, Office LCS Telephony CAL.



	Windows, Office
	Windows, Office refers to all Windows and Office product revenue on Open, Annuity.

	
	

	WPG
	WPG is an acronym for Worldwide Partner Group: A Microsoft business unit responsible for creating and establishing a worldwide strategy for Microsoft's independently owned-and-operated partner companies that resell and provide services on Microsoft technologies. 
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