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“Leading companies in every industry

are partnering with us to build their

own digital capability to compete and
grow. This is creating broader opportunity
for everyone, including our ecosystem.

As one example, the co-sell program

we introduced 18 months ago has already
generated $8 billion in contracted

partner revenue.’

—Satya Nadella
CEO, Microsoft

January 2019




Unparalleled growth opportunities

why co-sell matters to partners

Co-selling enables partners to work directly with Microsoft on joint
selling opportunities to reach a vast community of customers and
create new sales opportunities that can accelerate business growth.

Extend reach Expand deals Accelerate wins

Enter new markets with Create custom solutions Collaborate with Microsoft
an expanded portfolio with Microsoft and sellers to generate leads,
of solutions and access partner-to-partner amplify marketplace

to the global partner opportunities listings, and close deals

reseller network

Millions of customers, the global Marketplace ecosystem, and partnership

with the largest commercial software sales force in the industry




Trailblazing digital transformation

The co-sell business model

121% growth

IP co-sell annualized contract value
FY18= $2.6B, FY19= $5.8B

Microsoft delivers millions of referrals to partners every year, helping
businesses grow essential relationships within the network and with new
customers. Co-sell is the path for partners to jointly sell with Microsoft.
And Microsoft's commercial marketplace is the starting point to co-selling.

114% growth
Through co-sell, businesses P parthr?o-gell wtins
have access to: FY18=11,000, FY19= 22,000+
° Since the start of the program
& ¢ Marketing and sales tools in FY17 untlillﬁhen end of .
FY19,co-sell has generated:
J 408% growth
P2P IP co-sell wins
$9.5B +
||I New growth opportunities in contracted partner revenue FY18= 700+, FY19= 3,600+
. Over 36,000
l‘= A worldwide marketplace IP co-sell wins

* All numbers reflected on this slide are final FY19 numbers




Millions of possibilities—selling with Microsoft

Connect with customers through Marketplace, partner channels, and Field Sellers
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1: Millions ..
~ Microsoft value
%" Global Marketplace capabilities
Demand generation
il Global Demand Center 100k leads/month
o Reach
®®  75M buyers

+

1: Many—SMC corporate ¢

Leads generated via Search

Microsoft value
Co-sell with Microsoft Field Sellers

Field Sellers
1,800

Reach
28k Corporate customers

Co-sell (IP and Services)
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Marketplace

Microsoft
Sellers
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Microsoft value
Global channel reach

Demand generation
17M partner sellers

Reach
500k partner opportunities

Leads generated via Search

1: Few—Enterprise

Microsoft value
Co-sell with Microsoft Field Sellers

Field Sellers
6,500

Reach
12K Enterprise customers

Co-sell (IP and Services)
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‘ Path to becoming co-sell ready

It's a journey...



Reach buyers and Microsoft sellers
Publish solutions in Microsoft's commercial marketplace to accelerate revenue

- ]

Buyer-focused storefronts Microsoft seller-focused storefront
One marketplace, two storefronts Fully integrated into Microsoft sales tools

AppSource Azure Marketplace OCP Catalog

Microsoft Sales and
Marketing Teams

Business Users IT Pros and Cloud Developers

Industry-focused Azure building blocks and
line-of-business and finished software solutions
productivity apps

Co-sell ready industry-
focused line-of-business
and productivity apps, plus
software solutions and
services offerings

New transact capabilities allow you to scale your offer through our channel ecosystem and direct sellers



https://appsource.microsoft.com/en-US/
https://azuremarketplace.microsoft.com/en-us/marketplace/apps

Microsoft Solution Aggregator Partners
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Tech Data

110 Tech Data Solution Aggregation

Solution Input

a comprehensive
solution readiness methodology

® ® 0 O

Ideation & Design Thinking  Solution Design & Project & Build & Testing  Go Live & Optimize
Requirements Planning Requirements
Management

Solution Factory Solution Catalog

Healthcare ’ Industrial

: N
TechData, Practice Bmlc!er Methodology for
accelerated time to market




Microsoft partner development journey

Unmanaged Partners

2 SIGN UP = BUILD A PRACTICE il ACCELERATE SALES

MPN Partner Center Marketplace Internal Tools Joint Selling

Manage your profile and
all participation in
Microsoft Programs

Start your relationship
with Microsoft

Public solution finder for Showcase your solution Ability to share leads and
customers and partners to Microsoft sales teams get joint sales support

PARTNER MINDSET

{

nEm O

Building commitment to Microsoft
but primarily leveraging free Investing capital in building and accelerating Committed to Microsoft’and
Engaging with Microsoft opportunistically or non-gated content their Microsoft practice highly involved in programs

A4

MPN support, MPN benefits, tech support

/N



Cloud Enablement Desk

https://partner.microsoft.com/en-us/campaigns/co-sell-nomination-form

Setup your
business profile s

> I . Understand
the competencies

D)
De

Solution onboarding _ Ll . . Unc.lerstand .
to Marketplaces available benefits

e

R
Solution onboarding to
co-sell (Internal Tools)


https://partner.microsoft.com/en-us/campaigns/co-sell-nomination-form

CDS tools to help you scale your solution

Reference
Architecture

Technical component map of the
end-to-end solution

Case Studies

Showcase Azure-based IoT
solutions with the strongest
outcomes

Tune-up

Sales and marketing materials meet
requirements for OCP catalog and
accelerate your Co-Sell activities

OCP Catalog + Co-Sell
Ready Submission

Drive solution awareness with facilitated
support for posting to the OCP catalog
and submitting for approval to become
Co-Sell ready

Broad Partner
Enablement

Opportunities to introduce loT
solutions to broad partner, industry,
and customer communities

Amplification

loT solution awareness via Microsoft
marketing engines including social and
other marketing channels



Tune-up examples

Foundational document
providing guidance for
how to message the
partner solution to
customers.

[PARTNER SOLUTION NAME]
MESSAGING & POSITIONING FRAMEWORK

Semmarize the way this ssluticn stasds out rom the campetition.

Customer-facing one-
pager summarizing key
points about the solution
and communicating
solution value—great for
e-mailing to customers.

@06

Extends reach Enhances
consistency of of timely security of
communications information content

Efficiently communicate
consistent messaging across Consistency at
dispersed enterprises with lower cost
custom TV channels.

Instantly stream and update
content based on location,

audience, and other criteria.
Minimize trickle-down Hel Mellon

communications by sharing
real-time information and alerts.

Effortlessly distribute content across your

Inform, involve, and
empower employees

) Learn about how Contoso can help you

) Request a demo 1-888-888-8888

Hosted on Microsoft Azure™ and utilizing Windows® 10 loT,
Contoso improves corporate culture and employee engagement by
simplifying the creation and broadcast of dynamic content on
ordinary TV monitors across businesses and organizations

Customer-ready slides
with a strong solution
story, intended to start
the conversation with
customers, help drive
interest in the solution,
highlight differentiators,
and communicate
business value.

Growth.of enterprise communications

33%

Uss. empl re

e s at g
best organizations

i { ,/‘l \ lﬂ -
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Helps sales teams quickly

understand the partner

solution. It includes:

* Elevator pitch

Understanding the

scenario

* Types of accounts to
target

* Next steps

* Partner sales contacts

Contoso INTERNAL USE ONLY

Solution elevator pitch Customer profile

ar

Top accounts to target

Top bt oukd bete 2. Sell the right solution. Re

Multiie Locat

3. Handle objections.

4. Next Stops.




CDS “"Tune-up” Program

Support partners to create the marketing assets to enable co-sell

The process is simple:

1: Introduction — Review project overview and process
2: Asset tune-up — Refresh existing partner marketing materials

3: Finalize + deliver — Finalize assets & deliver to Partner and Microsoft
field for co-selling

4: Hand off + amplification — Completed materials posted to OCP catalog
and actions taken to raise solution awareness among sales field and
partner communities

Final assets include: Positioning & messaging framework; sales presentation; customer
brochure; sales guide, and reference architecture.

‘Genetec solutions for transit Genetec solutions for traffieops

) B - Prevent catastrophic
Keep everyone safe Take control failure in oil pumps

and on-schedule of your traffic

f

43 Insight

Requirements

* Managed Partner

* Must have MSX ID

* Repeatable IoT Solution

* Partner Solutions Profile started

* PR release form

Benefits

» Professional sales materials
+ Expose solution to Microsoft field

* Solution showcase amplification

Contact CDSloTTuneUp@microsoft.com to get started.




How to drive a successful co-selling partnership

Clearly defined value proposition

When creating your Bill of materials is always
helpful to clearly define your solution value
proposition and how your solution differentiates
you from your competitors.

Microsoft seller-ready
co-sell materials

Equip the Microsoft sellers and partners with
materials that reference our partnership and are
customer facing. Also keep in mind where the
nearest Microsoft Technology Center is and how
to best leverage that for your company and with
key customers.

Clarity on target audience

When building out a business plan ensure you

define your target audience. Start with an industry

focus and a select set of customers from that

industry. Once you see some success you can

then broaden your scope to other industries
and customers.

Relevant case studies

Customers listen acutely when there is a concrete
example of a successful engagement with your
solution. Alignment to industry, technology
domain or a decision maker persona will yield
accelerated results.

Goal alignment and seller
relationship is key

Collaborate with your Channel manager to build
key seller relationships. Align goals with each other
and the customer so that you can drive the very
best outcomes for all involved.

Balance direct and P2P co-sell activity

Most successful GTM activities have involved both
direct tactics as well as channel/partner tactics. Be
planful in your strategy to leverage all co-selling
motions with Microsoft.



Microsoft roles and responsibilities defined

st Goomare Jl Salvin

Field roles

One Commercial Partner

OCP/CDS loT

PDM/PSS
Expand partner solution
portfolio and channel

PTS/TS
Support partner’s
technical journey

Partner Marketing Advisor-
Solution (PMA-S)
Orchestrate GTM plan for
local partners

Partner Marketing Advisor-
Partner (PMA-P)
Orchestrate GTM plan for
local and global partners

Partner Channel Marketing
Manager-Enable (PCMM-E)
Help HiPo partners

build capabilities

Partner Channel
Marketing Manager-
Recruit (PCMM-R)
Onboard new partners to
develop solutions

Partner Channel
Marketing Manager-
Incentives (PCMM-I)
Enable partner
transformation with
WW incentives

Account Team Unit Account Executive (AE)

Customers

(ATU) —  Lead and drive customer relationship
Enterprise Channel
Manager (ECM) - . Solution Specialist (SSP) Technology Solutions
Land co-sell ?S"OTEJ;aI'St Team Unit —»  Engage with BDMs to Professional (TSP)
partner solutions generate opportunities Provide technical expertise Enterprise
and plays in 400 customers
Enterprise accounts i
p Industry team Indu.stry. Executive (IE).
Provide industry expertise
Customer Success Unit Cloud Solution Architect (CSA)
(CSu) Accelerate adoption and consumption
Partner Success A tE tive (AE
Manager (PSM) Account Team Unit Lcc((j:\und (;(e_cu ve (AE) _
Responsible for (ATU) cad and drive .
A . customer relationship
zure consumption Corporate
and Teams usage o . . 700 customers
9 Specialist Team Unit Specialist Technical Specialist (TS)
P > Hunt for new customers and drive Land value prop through

(STU)

new cloud opportunities technical engagements

Territory Channel
Manager (TCM)
Drive partner
ecosystem through
channel recruitment,
enablement and
acceleration

Provide global support to facilitate co-sell, readiness, and partner enablement

T
Co-sell Desk

Customer Program Manager (CPM)
Ensure alignment of customer acquisition strategy

Programmatic Based Activity
Support customers n dent fy ng so ut ons and partners to address bus ness needs
Engage large SMB opportunities. Identify and drive target workloads in customer accounts
and drive new customer acquisition.

— SMC

SMB
780K customers




Call to action

"

%

Partner Customer

Sign up as a Microsoft Partner Visit Marketplace to get exposure

, to Azure based loT cloud solutions
Reach out to a Solution Aggregator

P ut Marketol Leverage your Microsoft account
romote your solution on Marketplace managers for prioritized solutions

Reach out to Cloud Enablement Desk
to start your journey with Microsoft
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