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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
95%
Microsoft commercial revenue flows

Microsoft delivers millions of referrals to partners every year, helping e e

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.

121% growth

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

have access to:

. Since the start of the program

®-e Marketing and sales tools in FY17 until then end of
¢ FY19,co-sell has generated:

114% growth

IP partner co-sell wins
$9.5B + FY18=11.000, FY19= 22,000+

||I New growth opportunities in contracted partner revenue

408% growth

. P2P IP co-sell wins
1] ; i
1 A worldwide marketplace IP co-sell wins FY18= 700+, FY19= 3,600+

Over 36,000

4A

* 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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Microsoft value
Global Marketplace capabilities

Demand generation

Global Demand Center 100k leads/month

Reach
75M buyers

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

1: Thousands
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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

- N

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

AppSource

Azure Marketplace ion Fi
AppSource e Co-sell Solution Finder

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 Global Solution Aggregator Partners

Solution Aggregators
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Microsoft partner development journey for partners who
have been assighed a partner development manager

2 SIGNUP #  BUILD A PRACTICE Il ACCELERATE SALES
MPN Partner Center Marketplace Internal Tools Joint Selling
Start your relationship Mg yeul preils e Public solution finder for Showcase your solution Ability to share leads and
/ : all participation in : -
with Microsoft : customers and partners to Microsoft sales teams get joint sales support
Microsoft Programs
- ™ ‘- N
Training List your solution
e =/ s -/
- ) - N
Product .
(Action Pack) Trail
A\ v . v
- ) - N
Meet other Partners Transact
s v \ v

PARTNER MINDSET

r

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

N
VvV

MPN support, MPN benefits, tech support



What is a co-sell ready solution?

Repeatable 10T solutions, based on Azure, that are packaged
and approved for co-sell with Microsoft across industries.

OCP Catalog

A new co-sell solution
entered into the OCP Catalog

N ¢ Solution counts
toward CDS scorecard

Co-sell ready

Additional activities help solution 9
achieve co-sell Ready status and

allow deals to be registered.

Solution is seller
incentive eligible

PARTNER BENEFITS OF
CO-SELL READY:

Solution discoverable by
sellers in OCP Catalog

Bring a lead and receive co-

sell support from Microsoft

Access Sell-With and
GTM benefits




Cloud Enablement Desk

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

Setup your
business profile s

D)
De

|, » Understand
the competencies

® e
Solution onboarding _ ] " Understand
to Marketplaces . available benefits
‘

Solution onboarding to
co-sell (Internal Tools)


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

Avalue — Qser

Smart retail Solution for
your business

QSer is an intelligent solution for
hospitality Hosted on Microsoft
Azure. By digitalizing the service
processes into loT With a
Bluetooth Enabled, the solution
can increase the operation
efficiency, lower operation cost,
evaluate staff performance, boost
revenue and increase your
customers satisfaction with your
service.

ABOUT Avalue

Avalue Technology Inc. designs, manufactures, and sells various embedded PCs, industrial PCs, panel PCS in vehicle computers, and peripherals and
accessories internationally. It also offers Smart loT solution for Retail, Restaurant, Medical, Factory via Azure, comprising POS terminal, Digital Signage,

BUILT ON AZURE

» Power BI: As visualization dashboard to
present telemetry data and service rate and
KPI

» Azure loT Hub: Collects sensor data in the
edge devices so that it can be sent to the
Azure cloud

» Azure App Services: Runs on edge devices
to collect sensor data

« Azure SQL DB: Collects and stores sensor
data in a relational database

TARGET BUYERS: Retails, Hospitality

Fanless BOX PC. Avalue provides integrated service including Hardware, Software & Cloud.

Solution Architecture

)
+ Integrating device with service butoon and
wristband to laT Gateway

EXPRESS//

CDS POC:
Allen Hsu

@value



evalue Jason Liu

Technology Inc. Senior BDM, Smart Retall




Empowering a
SMART FUTURE
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Avalue Technology Introduction
2019




@lvalue

Teehnology Inc,

"f*r.l. ﬂ |
She

2000
Established
Headquarters atTaipei, - Alliance
Taiwan 4 \\ 2010
Y &\
ﬁ) Public on Taiwan OTC Intel loT Membership
Market Microsoft loT Partner

Branch
New Jersey, USA
California, USA
Shanghai, China
Tokyo, Japan

Certification

1S0-9001 : 2015

1IS0-13485:2016

ISO-14001: 2015
OHSAS 18001:2007
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Focu loT Segm

Digital Healthcare/ Medical

Smart Retail Smart Manufacture Intelligent Transportation




IoT-Ready Solutlons

Digital Healthcare/
Medlcal

Smart Manufacture

Smart Retail Intelligent o N\

Transportation

©

M Fleet Management

ALY

M People Counting

L Reglstratlon /Clinic/ B Acoustic/Vibration

M Interactive Digital Pharmacy _ Machine Monitoring W Traffic Enforcement — -
B Queue System i  Exam Room/ Maintenance Safety Warning .
o o .;‘i‘._! Operating Room 1:""' = : . g
o= ~©=  H Nurse Station il Marine/In-Vehicle -
\ B QSerSmart Service -~ =% %  Equipment R

B Smart Ward

= - 3R I

* | W Fitness Center = A
For Various Industries
9 M Real Time Indoor Positioning and Tracking Solution (UWB/Bluetooth Beacon)
M Intelligent Video Solutions/Cloud Video Management ef‘ﬂf‘.‘s".ﬂue @ _
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Customer Intelligent Intelligent Facial Smart Integrated
Traffic & Digital Shelf Recognition Service Business
Behavior Sighage Solution Notification Solution Intelligence

People jlofe ]‘JJ
Couniing Recognition J Aulo Updaied
gejiggle]e) dighage yolulion White List Hospirality. Visual Report

Digital Management Tool for Store Manager
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QSer Smart Serwce Solutlon

o e, | ST

Service Service Request

Wifi Microsoft Azure o
Button Signal Sent

Intel Local Server

Bluetooth

Service Request Bluetooth
Signal Received

Smart Service Analysis Report
Generated Automatically

Wifi & Bluetooth Hybrid

Wristband
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Alliance Partner
Mutual Cooperation

Regional SI/ISV Pilot Sites
Value Added Solution On-Site Testing
Key Reference

Awareness
loT Brand

Retail EU
Direct Feedbacks
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SUCCESSfU' Story — Chained Tha| Restaurant

B Location: Taiwan Advantages:
B Type: Hospitality B Increase Service Efficiency
B Application: Smart Service B Big Data Analysis

B Intuitive UX

B Increase Customer Satisfactory
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SUCCESSfU' Story — Chained Chinese Restaurant
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| Locaton Talwan Advantag
B Type: Hospitality B Increase Service Efficiency
B Application: Smart Service B Upgrade VIP Lounge Service

B Intuitive UX

B Increase Customer Satisfactory
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— Chained Electronic Store
: = |

B Location: Taiwan Advantages:

B Type: Retail B More Accurate Advertisement

B Application: Interactive Digital B Interactive Promotion
Signage B Data Collection

B Customer Behavior Analysis
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Successful Story — German Drugstore

e

B Location: Taiwan Advantages:
B Type: Retail B More Accurate Advertisement
B Application: Smart Retail B Interactive Promotion

B Data Collection

B Customer Behavior Analysis



Empowering a
SMART FUTURE
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Thank You For Listening




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.



Call to action

n
%
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

ut Marketo! Leverage your Microsoft account
Promote your solution on Marketplace managers for prioritized solutions

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