










1: Millions





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




Solution Factory a comprehensive 
solution readiness methodology
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https://partner.microsoft.com/en-us/campaigns/co-sell-nomination-form

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


CDS tools to help you scale your solution

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

Case Studies
Showcase Azure-based IoT 
solutions with the strongest 
outcomes

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

Reference 
Architecture
Technical component map of the 
end-to-end solution

Broad Partner 
Enablement
Opportunities to introduce IoT 
solutions to broad partner, industry, 
and customer communities

Amplification
IoT solution awareness via Microsoft 
marketing engines including social and 
other marketing channels



Foundational document 
providing guidance for 
how to message the 
partner solution to 
customers.
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Customer-facing one-
pager summarizing key 
points about the solution 
and communicating 
solution value—great for 
e-mailing to customers.
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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.
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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 

Tune-up examples



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

2: Asset tune-up – Refresh existing partner marketing materials

1: Introduction – Review project overview and process

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

The process is simple: 

Contact CDSIoTTuneUp@microsoft.com to get started.

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

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 

CDS “Tune-up” Program
Support partners to create the marketing assets to enable co-sell





Microsoft roles and responsibilities defined
Build with Go-to-market Sell with Field roles

Engage large SMB opportunities. Identify and drive target workloads in customer accounts
and drive new customer acquisition.






