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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




Millions of possibilities—selling with Microsoft
Connect with customers through Marketplace, partner channels, and Field Sellers

1: Millions e R 1: Thousands

~ Microsoft value ~ Microsoftvalue

% Global Marketplace capabilities Marketplace " Global channel reach
rke
Demand generation P Demand generation
il Global Demand Center 100k leads/month il 17 partner sellers
:.:. Reach s .:. Reach

75M buyers
+ Leads generated via Search

500k partner opportunities
+ Leads generated via Search

1: Few—Enterprise

~ Microsoftvalue

~ Microsoftvalue

*"  Co-sell with Microsoft Field Sellers Microsoft ®"  Co-sell with Microsoft Field Sellers
Field Sellers Sellers Field Sellers

allill 1,800 dilil 6,500
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28k Corporate customers 12K Enterprise customers

+ Co-sell (IP and Services)

+ Co-sell (IP and Services)



Microsoft's commercial marketplace

PUBLISHERS o BUYERS

https://partner.microsoft.com/en-us/asset/collection/azure-marketplace-and-appsource-publisher-

toolkit#/



https://nam06.safelinks.protection.outlook.com/?url=https%3A%2F%2Fpartner.microsoft.com%2Fen-us%2Fasset%2Fcollection%2Fazure-marketplace-and-appsource-publisher-toolkit%23%2F&data=02%7C01%7Cella.cockerell%40microsoft.com%7Caa7d4e68407a47146a1108d75df6300d%7C72f988bf86f141af91ab2d7cd011db47%7C1%7C0%7C637081186385711640&sdata=1BEoD0zAbTUeXDZ0xIuIkN2AXeFu287Bifj2uJiJSQU%3D&reserved=0

Microsoft Partner-to-Partner (P2P)

P2P is an agreement between two or more partners with defined, mutually beneficial business outcomes including
entering new markets, differentiated offers, expanding customer base and/or increase of customer wallet share.

P2P co-sell is any number of partners working together with a Microsoft seller engaged.

1.7 Trillion total addressable market

<®> Key offeri
®> Key offerings

<.° Opportunity

zq Accelerate time to value 'l' e Partner Demand
&M Generation Campaigns

Get Started:https://partnermicrosoft.com/en-
US/connect/build-partnerships



https://partner.microsoft.com/en-US/connect/build-partnerships
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About Codit

2000 Belgium
2004 France
2013 Portugal ®® o
2016 Switzerland
2016 UK 0 ©
2016 The Netherlands
2017 Malta (o)
i
o0
.. [ N ) ° )
o0 °® worldwide
e O

Largest Microsoft
partner in Europe
for integration, API
management, 0T
and Azure Solutions

Microsoft

M icrosoft Gold Application Development

Gold Application Integration

Pa rt ner Gold Cloud Platform

° Gold Data Analytics
=- Microsoft Gold Datacenter



Working Together

Offering Marketing Sales Scale
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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.
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Path to becoming co-sell ready

It's a journey...



Cloud Enablement Desk

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

Setup your
business profile -

n @ coccccrccncans Y UnderStand
the competencies
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Solution onboarding = ] “..g Understand
to Marketplaces available benefits
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Solution onboarding to
co-sell (Internal Tools)


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

Call to action

N
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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

luti Marketol 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






