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Revenue Growth in Analyst Reports Signals
Momentum for Microsoft BI

CompUSa, LendingTree attest to growing rmarket opportunity for partners and custorners,

Fditors " Update, Nov. 10, 2006 - The third and fifth paragraphs of this release have been updated to
gad additiona! detait

REDMOMD, Wash., — Sept. 22, 2006 — Microsoft Corp. today announced that Sartner’s *BI Platforms
Market Share, Worldwide, 2005" report, published this weel:, documented a 35.9 percent revenue
growth rate for Microsoft Corp.’s business intelligence platform in 2005, This underscores the strong
momenturn that Microsoft’s BI offering 1s experiencing. This same increasing growth trend by Microsoft is
documented in a number of recent analyst reports and combines with various technology milestones to
paint a picture of robust rmomenturn around Microsoft’s BI solution.

*Our ongoing BI investrnents are enabling a transformation of the way people interact with important
business inforrmation,” said Jeff Raikes, president of the Microsoft Business Division at Microsoft, *we
continue to evolve our solution set, recently rounding it out with an integrated performance management
application, such that our offering will provide custorners with a complete, flexible and cost-effective BI
zolution, ane that enables truly pervasive BI across the enterprise.”

In July’s IDC report, *Worldwide Business Intelligence Tools 2005 Yendor Shares,” Microsoft’s BI tools
revenue growth was rore than twice that of the other leading database management systerns (DBME)
and legacy pure-play BI vendors, Microsoft also ranked Mo, 1 in The OLAP Report’s annual OLAP Survey
and in revenue growth in IDC's preliminary relational database managerment systerm vendor share
repotrt for 2005, Additionally, Microsoft ranked Mo, 1 in revenue growth armong comrmercial vendaors in
Gartner’'s *Market Share: Relational Database Management Systermns by Operating System®™ report (May
23, 2006, Colleen Graharm),

Business intelligence enables companies to access and use the vast amounts of data they own to drive
better business performance. Organizations that have access to the right information at the right time
malke better decisions, Today, however, businesses are challenged with deploying broad and effective
BI solutions due to high costs of implementation and training, and the complexity of current BI tools for
inforrmation workers,

In addition to the strong revenue growth and top rankings on various analyst reports, a number of other
recent milestones serve to paint a more complete picture of the increasing traction Microsoft® BI is
rmaling in the business intelligence industry, These include the following:

Microsoft is positioned on the line between the Leaders and Challengers quadrants, on Gartner’'s 2006
Magic Quadrant for Data Warehouse Database Management Systems.* (September 12, 2006, Donald
Feinberg, Mark Bever.)

Microsoft ranked among the top three vendors in revenue growth in IDCs "Worldwide Data
Warehousing Tools 2005 Vendaor Shares” report,

Microsoft SQL Server™ revenue grew 35 percent wear over year in the fourth quarter of fiscal year
2006, More inforrnation is available,

Microsoft expanded its BI capabilities with the launches of SQL Server 2005 and Microsoft Office
Business Scorecard Manager in Movernber 2005,

Find more information about the launch of SQL Server 2005,
Find more information about the launch of Office Business Scorecard Manager.

Microsoft enhanced its analytic capabilities with the acquisition of ProClarity Corp. in April. Read more
about the acguisition,

Micraosaoft will further establish itself in the performance management space and enhance its BI
offering with the upcoming launches of the 2007 Microsoft Office systern and Microsoft Office
PerformmancePoint Server 2007, More information about those launches,

Microsoft’s partners and custorners are also attesting to the strong rmomenturn around Microsoft’s BI
offering. According to Microsoft global BI partner Fujitsu Consulting, its custorners are experiencing
great success with the solution through the enablement of pervasive BI.

*we are heavily invested in Microsoft’s BI solution,” said Jay Lendl, vice president of the Microsoft
Mational Practice at Fujitsu Consulting, *We are witnessing huge momenturmn and custormer interest in the
offering, and we only see this trend continuing with the strong product road map Microsoft has
announced, Through low per-user price points and by providing easy-to-use productivity tools in a
cormplete suite of integrated products, Microsoft is enabling our custorners to deploy BI solutions that
enable everyvone from financial analysts to employees who don' realize they’re using BIL.”

Similarly, Microsoft BI customer CompUSa Inc., which 15 in the process of upgrading from SQL Server
2000 to SQL Server 2005 and uses ProClarity® analytics and Office Business Scorecard Manager, is
realizing efficiencies with its store performance metrics,

*Cur use of Microsoft’s BI products continues to grow, and we're excited about the direction Microsaoft is
taking, particularly the wision of providing one common platform for business intelligence,” said Dennis
Maherny, director of Enterprise Reporting for ComplUS4a, *We've deployved ProClarty analytics in our
corporate office and in each of our retail stores. We're using SQL Server Reporting Services for highly
formatted operational reporting and we plan to implement SQL Server Report Buillder to bridge the gap
between IT and business users. &s Microsoft has added more highly integrated products to its BI suite,
we will continue to grow our BI implermentation to achieve greater results through increased insight into
our individual store performance and overall business.”

LendingTree LLC, another Microsoft BI custormer, has achieved similar successes with the solution.

*LendingTree is in financial services, so it's critical that our data is timmely and accurate,” said Michael
Brady, CIDO of LendingTree, *There can® be any questions about data quality, We are managing huge
quantities of data that are rich and complex and our BI solution muost be both highly flexible and highly
zscalable, Microsoft and ProClarity are enabling us to have a view of our data that was impossible with
our previous data warehousing and analysis solution, With Microsoft Business Intelligence our business s
able to gain significant insight into our data, enabling employees to rake great decisions on how to grow
the business.”

More information about Microsoft’s cornplete and integrated BI solution can be found at
htkp A microsoft, com/BL/default.rmspx,

Founded in 1975, Microsoft (Nasdag *"MSFT™) is the worldwide |eader in software, services and solutions
that help people and businesses realize their full potential

Microsoft, ProClarity, Excel, SharePoint and Qutlook are either registered trademarks or trademarks of
Microsoft Corp. in the United States andfor other countries,

The names of actual companies and products mentioned herein may be the trademarlks of their
respective owners,

Mote to editors: If vou are interested in viewing additional inforrmation on Microsoft, please visit the
Microsoft Web page at http: S ricrosoft.com/presspass on Microsoft’s corporate information pages,
Web links, telephone numbers and titles were correct at tirne of publication, but rmay since have
changed. For additional assistance, journalists and analysts may contact Microsoft’'s Rapid Response
Tear ar other appropriate contacts listed at httpSSwww microsoft.com/presspass/contactpr.mspsx,

*¥ The Maagic Quadrant is copprohted September 12, 20068 by Gartner, fnc, and s reused with
permission, The Magic Quadrant [s & graphical representation of & marketplace at and for & specific Hme
period, [t depicts Gartner's analysis of how certain vendors measure gaalinst criteria for that
marketplace, a5 defined by Gartner. Sartner does not endorse any vendor, product or service depicted
in the Maoic Quadrant, and does Dot adwise technology wsers to sefect ondy those vendors placed in the
“teaders” quadrant, The Magic Quadrant is intended solely a5 & research foo!, and s not meant to be &
specific guide o gction, Gartner disclaims ail warranties, express of implied, with respect to this
research, including any warranties of merchantability or fitness for & particular purpose,

Additional Partner and Customer Support for Microsoft BI
Pariners

e are seeing a surge in deployments of Microsoft’s BI solution from our custormers, They are finding
that they can enable BI throughout their organizations by expanding their Microsoft BI footprint anly
rinirnally, building on the investrnents in Microsoft that they've already made. We are also seeing our
customers replace their BI pure-play solutions with Microsoft’s solution, for no more cost than what they
used to pay for the BI pure-play wvendors’ annual maintenance fees alone, With the Microsoft BI solution,
they report overall cost savings and high user acceptance rates because employvees are able to access,
zhare and collaborate using the fariliar interfaces of Word, Excel®, SharePoint® and Qutlook® .

Philip Morris
Founding Partner
Mariner LLC

*The sheer activity that we hawve seen in our customer base around Microsoft BI confirms that Microsoft
has the right strategy for addressing custormer needs. The Microsoft BI solution is one of the most
cormprehensive end-to-end BI product offerings awvailable in the market, providing an integrated solution
working on a common business metadata/semantic model, With a haost of presentation delivery models
and advanced BI features, it suits enterprise users at all levels, from operational to analytical, Qur
customers receive the maximum return on their investrnent on one single platform and provider.”

Sayinath A.3.
Slobal BI Practice Head
~onata

Customer

*Using Microsoft’s BI offering, we are able to offer our customers a new level of service. Specifically, the
combination of SQL Server Integration Services and QL Server Reporting Services helps our customers
analyze execution on the store level rather than at the chain level. We now have store-level data to
enable our customers to even more precisely meet their goals, We are also better able to gauge the
impact of our field representatives and quantify the effectiveness of promotional campaigns by store.”

Charlie Orndorff
Yice President, Infrastructure Services
CROSZMARK



