
   Traveling with your pet doesn't 

have to be stressful if you plan 

ahead. Be sure to keep these tips in 

mind when you are headed out on 

your next family vacation.  

   Make sure that whatever accom-

modations you've booked will allow 

pets. Many hotels welcome small 

pets, but you often have to pay an 

extra deposit. It is not a good idea to 

try to sneak your pet into a hotel 

room that prohibits animals, as the 

penalties are often quite steep.  

   If you are traveling abroad, find 

out which vaccinations are required. 

You will have to get your pet a cur-

rent rabies vaccination for all travel 

abroad and to return to the United 

States. Other types of vaccinations 

are required depending on where 

you are going. Ask your veterinarian 

or the airline for more information 

about your specific travel destina-

tion.  

   If traveling by car, be sure to pro-

vide adequate conditions for your 

pet. Do not leave your pet unat-

tended in your vehicle when taking 

a break from driving, especially if it 

is a hot day. Even a short time in a 

hot car can be fatal. Your pet will 

need plenty of water and a chance to 

move around, so plan for frequent 

stops. 

   A pet that is loose in the passenger 

compartment of a vehicle is at risk 

from sudden stops or a car accident 

(not to mention causing one by dis-

tracting the driver). You can also 

lose a pet if you open your car door 

before restraining the animal. Your 

best bet is to use a pet carrier that 

can fit in your vehicle. You can se-

cure the carrier to the interior of 

your car by using a seatbelt or cargo 

straps.  If your car cannot safely ac-

commodate such a carrier, consider 

renting a vehicle like a van or SUV to 

allow you to place a larger pet car-

rier in the back of the vehicle.  
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Fun With Fenwick!  

The òUncle Samó Fenwick on this 

monthõs newsletter was the win-

ning entry in our first annual Fun 

With Fenwick contest.  See Page 2 

for more on the winner!  
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   One of the more challenging aspects of what we do here 

at the Moose is explain Microsoft licensing to our custom-

ers.  This has never been particularly easy to explain, and 

itõs getting more complicated all the time, so, as a public 

service from us to you, hereõs a quick primer on Microsoft 

licensing.  

   In this issue, weõll deal with the three broad categories of 

Microsoft licenses that you can purchase (note that not all 

products and product versions are available through all 

three programs):  

Full Packaged Product  

   Full Packaged Product, often abbreviated as òFPP,ó is 

Microsoft -speak for the shrink -wrapped software that you 

can buy at a retail outlet.  It typically consists of installation 

media (CD or DVD), some kind of manual, and an End User 

License Agreement (òEULAó) nicely boxed up with a li-

cense key.  This is also the most expensive way to buy soft-

ware, and, for most businesses, should be the last resort for 

exactly that reason.  

OEM System Builder  

  These are the licenses that you can get bundled with a new 

PC from the PC manufacturer.  This is generally the least 

expensive way to purchase software ð but it comes with 

significant limitations on what you can do with it.  For exam-

ple, you do not have the right to transfer the software to a 

different PC.  When the PC dies or is retired, your OEM 

license evaporates.  (Unless youõve purchased Software 

Assurance for it ð more on that below.)  OEM licenses also 

do not include òNetwork Access Rights.ó  Example:  Letõs 

say you have a branch office that connects to a Terminal 

Server at headquarters.  You probably have some version 

of the Office Suite installed on your Terminal Server for the 

convenience of your remote users.  Now letõs say that you 

buy some new PCs for that branch office, and you buy them 

with OEM Office licenses.  Those OEM Office licenses do 

not include the right to use those PCs to connect to the Ter-

minal Server and run Office applications remotely via Ter-

minal Services.  OEM licenses also, in all but a very few 

cases, do not include òdowngrade rights,ó meaning that if 

(for example) you buy a new PC with Office 2007, you donõt 

have the right to install Office 2003 on it instead.  

   Also, OEM licenses can only be legally sold with a new 

PC.  Most of those on-line, incredibly -cheap software offers 

you see are for OEM licenses, as youõll see if you read the 

fine print.  The Microsoft System Builder Agreement states 

that if the license is application (e.g., Office) or server soft-

ware, it must be sold with òA FULLY ASSEMBLED COM-

PUTER SYSTEM.ó  And since September 1, 2005, that has 

also been the case with desktop operating systems like 

Windows XP and Vista.  Companies who advertise OEM 

licenses for sale any other way are in violation of their Mi-

crosoft agreement just by advertising them, and it is a viola-

tion of the license agreement for them to sell the licenses to 

you and for you to use them.  For a really good explanation 

of what you can and cannot do with OEM software, plus 

links to additional information, check out  

http://blogs.msdn.com/mssmallbiz/

archive/2005/06/06/425681.aspx . 

Volume Licensing  

   This is the way most businesses purchase their licenses.  

Youõre basically buying nothing more than a license agree-

ment that comes with a product key ð no installation media, 

no manuals.  (Installation media can be purchased for a low 

shipping & handling cost ñtypically $35 or so.)  In the be-

ginning, the volume license program was tiered into three 

levels:  A, B, and C.  Every product had an associated 

òpoint valueó ð for example, a copy of Windows Server 

Standard counted as 10 points, a Server CAL counted as 1 

point, etc. ð and you had to place a qualifying order with a 

minimum number of total points to open a volume license 
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FUN WITH FENWICK WINNER!  

   The first annual Fun With Fenwick contest was won by Ms. Victoria Haas of 

Windows Doors & More.  In 

honor of Victoriaõs achieve-

ment, Fenwick himself made a 

rare public appearance to de-

liver a gift basket to her office.  

Our thanks to Victoria for par-

ticipating, and to office man-

ager Craig Lundgren for let-

ting us disrupt his office for a 

few minutes of fun!  Could you 

be next yearõs winner? 
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