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Lync Momentum

S1\Y
Lync telephony

70%

Fortune 500
use Lync

86%

U.S. Growth
enterprises rate of
who tried telephony
Lync Voice users
plan to deploy

users today

*Forrester Research, Total Economic Impact, 2011 - $84 per use, per year potential support revenue



Lync Support Opportunity

Ra pld |y C h a ﬂg | ng UC&_C Markzt3 |1'8 Million IP-PIZX]c
growing at 18.3% Ines arter;r:sen -of-
Voice Market R

annually”

28 Million customers Partners can make
up to $84/user lyear

\/O | Ce S u p po rt I\i/?}gged orne in support services**
Buying Trena




Partner Economics for Lync
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Lync Accelerate Overview

Lync Accelerate delivers a coordinated set of sales and deployment tools, guidance and offers designed to accelerate
adoption of Microsoft Lync solutions.

Find a Customer

Conduct a Trial

Deliver a Proposal

Plan a Deployment

Deploy and Adopt




Offers and Activities
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