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News Summary

SAP Makes U S. Job
Cuts

SAP trimmed its U.S.
workforce 7 percent,
chopping 300 jobs as
the software vendor re-
organized its sales and
marketing efforts.

One-Third of 2006 New
Car Sales Will Be Inter-
net-Generated

A third of new car sales
in 2006 will be made by
consumers who find
their dealer through the
Internet, according to
research from Jupiter
Media Metrix.

OpenAxis News is intended
to provide useful information
regarding Information Tech-
nology to our clients and
friends.

The news covers new ver-
sion releases, hotfix file yp-
date, and some IT tips.

EDI : Necessary for your business?

Does your customer start
requiring EDI compliance
on your part? Today, be-
ing EDI compliant is no
longer an option. Itisa
requirement. Sometimes,
customer might even stop
buying from you and look
for another supplier if you
are not EDI capable. Un-
derstanding the options
available to you in the
market is essential to help
you make the right deci-
sion for your business.

For those who are not fa-
miliar with theterm EDI,
short for Electronic Data
Interchange, | would like
to mention that EDI has
been the standard used by
businesses around the
world to exchange busi-
ness documents for dec-
ades. Despiteits costly
maintenance and itsin-
flexibility, EDI over the
years has proven to be the
fastest and most depend-
able method in document
exchange.

Depending on the size of
your business and how fre-
quent the customers will
buy from you, you could
decide on implementing an
in-house EDI system or
outsourcing it to an EDI
service provider company.
Asin-house implementa-
tion requires substantial

initial investment and on-
going maintenance costs,
smaller companies should
probably consider the out-
sourcing aternative. In-
house implementation,
however, provides you
with more leeway to have
direct seamless integration
with your in-house ac-
counting application elimi-
nating double work within
your operation. EDI is
ideal for frequent high vol-
ume transactions.

Another consideration is
the new entrantsin the
market based on eXtensi-
ble Markup Language or
XML. Although XML
promises al the hype of
superior capability in proc-
essing transactions, it is
comforting to know that
XML is not mature enough
to displace EDI. The most
likely outcome in the not
too distant future would be
ahybrid system where
XML is complementing
EDI. Expertsagreethat it
could be a decade before
EDI can be superseded by
XML and pure web appli-
cations.

Asadecison-maker in the
company, you should con-
Sider the implication of
your choices carefully.
Implemented EDI can &-
ther promote efficient op-

eration or add unnecessary
costs to your business.
Toillustrate, if you expect
the customer to purchase
few transactions only as
often as once a month, it
would not be advisable to
implement an in-house
EDI system, asit would
eventualy be alosing
proposition. On the other
hand, if you have custom-
ers that would purchase
large volume orders fre-
quently, EDI would defi-
nitely be aworthwhile in-
vestment.
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At OpenAxis, we focus on the imple-
mentation of IT solutions for small-
and medium-sized businesses.

We provide management and com-
puter consulting services by identify-
ing issues, implementing solutions,
and managing all your IT needs.
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Volume Licensing Programs

If you are new to Microsoft's volume licensing
programs, you can join the 6.0 volume licens:
ing programs, which began October 1, 2001:
this information can help you determine

which one is right for your business:

License Program 6.0 Comparison

Business Tips:Microsoft Volume
Licensing Changes

Microsoft has changed how volume license customers
acquire and administer licenses for their products, and
how you obtain the newest releases. Microsoft isaso
expanding options for large corporate customersto in-
clude subscription licensing. Here's how:
Software Assurance, which replaces the array of up-
grade licenses previoudy offered.
The 6.0 volume licensing programs, which began
October 1, 2001:
What |s Softwar e Assurance?
Software Assurance is a new way of obtaining the
latest and most innovative Microsoft products, re-
placing the complexity of one-time upgrades (VUP -
Version Upgrade; PUP - Product Upgrade; CUP -
Competitive Upgrade; LUP - Language Upgrade)
and Upgrade Advantage (UA).
If you aready license a current version of a Microsoft
product, you can order Software Assurance before July
31, 2002 to get rights to use any new versions of the
product that are released during the term of your cover-
age (Upgrade Advantage). It's important to upgrade
your licenses soon to the current version of products
since starting August 1, 2002, License and Software As-
surance (L& SA) or Software Assurance (SA), or acqui-
sition of new licenses, will be the only way to get the
most current versions of Microsoft products. Select and
Open customers who bought Microsoft systems or serv-
ers products through retail outlets (Full Packaged Prod-
uct - FPP) or who have OEM systems license and serv-
ers products (installed by the Origina Equipment Manu-
facturer) will have 90 days from time licensed from and
of purchase to enroll in Software Assurance. If you don't
enroll in Software Assurance within 90 days, the only
way to upgrade in the future will be to obtain a new li-
cense for the latest version of the product.

Customer Size

Customer Profile

Volume Program Name

Customer Types

Open License 6.0

Five or more PCs

Corporate, Aca
demic, Charity, and
Government

Designed for customers who desire an easy one-time transaction
process with the flexibility of acquiring licenses from a broad re-
sdler channel.

Select License 6.0

250 or more PCs

Corporate, Aca
demic and Govern-
ment

Designed for medium large and multinational organizations with
mixed Microsoft license requirements decentralized purchasing
and the ability to forecast purchases.

Enterprise Agreement 6.0

250 or more PCs

Corporate

Designed for medium large and multinational companies interested
in standardizing their enterprise and who value the benefits of cen-
tralized purchasing.

EnterpriseSubscription
Agreement 6.0

250 or more PCs

Corporate

Designed for same customers as Enterprise 6.0 but for organiza
tions that wish to lease—rather than pur chase—licensesfor one
or more of the Microsoft enterprise products

Have a question for Microsoft Windows or Office Product?
Ask our specialist and they can answer on this newsletter.
Please feel free to email your question to techsuppor t @openaxis.com.
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