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Connect and Grow

Partner Accelerator for
Microsoft Cloud Solutions

To participate join the online group
where you can submit:

Presentation slides

Q/{/l»l Partners can add their channel program slides to be
part of this deck, showcasing their partner offering.

Digital Marketing

Content that you would like to be shared, republished
and promoted, such as expert blogs, white papers etc.

Webinars

Promote your upcoming channel events, ideal for
engaging new partners and providing sales training.



https://community.channelpartners.net/spaces/16021136/

Roadmap GTM Strategy

The Accelerator Team collaboratively develops the
product and go to market strategy:

Solution Components
1 Understand the product and partner component
combinations that make up the solution portfolio.

Market Strategy
Buyer personas, use cases and pain points
that drive demand for this solution set.

Sales Strategies
Creating value propositions, competitive
positioning, pricing, and closing & upselling.

2
3
4 Marketing Campaigns

Demand generation campaigns to drive lead
flow for the partners.

Download



https://channelpartners.net/wp-content/uploads/sites/35/2025/11/Microsoft-Cloud-MSP.pdf

Campaigns

Content and webinar sfno (i(ort"tent

campaigns to generate leads arketing
Publishing and
sharing expert
articles across

365 Security Best Practices

Keep sensitive info safe, ensure
appropriate use, & meet compliance
requirements.

social platforms

Copilot Ai Adoption Kevhnote
Empower enterprise users to massively H
boost their productivy through Ai Copilots. we Inars
Keynote talks and
panel sgss&ons to
sgs . . engage & advance
Unified Communications R

Virtual team working best practices using
Microsoft Teams collaboration apps
telephonty as well.
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The Era of the Value-Added Partner

The Commoditization Trap

Ten years ago, the MSP model was simple:
keep the lights on. Today, that is the
baseline.

If you rely on reselling licenses, your

growth is capped. The money is in the

transformation.




Chapter 1: Death of the Legacy MSP

The Legacy Mechanic The Cloud Architect
Built on scarcity and chaos. Your Built on abundance. Stop selling
value was taming servers. Microsoft "support” (defensive). Start selling

now handles reliability. "success” (offensive).



Chapter 2: Navigating the Ecosystem

o Trust & Credibility: "Solutions Partner” designations are the new gold standard.
&% Backend Incentives: Pure profit rebates for selling what you already sell.

43 Advanced Support: Punch above your weight class with engineering support.



Chapter 3: The "Value-Added™” Mindset

The Wrapper Strategy

Never sell raw ingredients. Wrap the SKU
in your own Intellectual Property (IP).

The Bundle: License + Monitoring +
Security Policy + Training.
Sell a Proprietary Solution competitors

can’t price-match.
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Chapter 4: Modern Work

Q -

Teams Phone Teams Rooms
Sticky, high-margin Drive hardware sales
PBX replacement. and support revenue.

NCE Strategy

Enforce term
commitments to

secure cash flow.



Chapter 5: Selling Zero Trust

(Q

Defender Intune Entra D

Endpoint protection. Device management (MDM). Identity management.



The Azure Goldmine

Don’t fear consumption billing. Use Azure

Cost Management to tame the beast.

The killer app is Azure Virtual Desktop
(AVD). It moves clients off on-premise

servers and creates sticky relationships.

Refactor using SaaS to lower costs and

boost margins.
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Chapter 7: The Data Conversation

“You cannot deploy Al on messy
data.”

— The First Rule of Copilot Readiness

If SharePoint is a dumping ground, Copilot will surface sensitive

data. Sanitize first.



Chapter 8: The Al-Ready MSP

Sell Adoption

Margins are minimal on licenses.
Sell Prompt Engineering
Workshops. Teach them or they

cancel.

Optimization

Show HR how to write job
descriptions. Embed the tool into
daily processes for long-term

retention.



Chapter 9: Automate Everything

Power Platform

Build Power Automate flows to replace

manual data entry.

You charge a management fee. Crucially,
you own the logic. If they leave, the

automation breaks. They stay.
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Chapter 10: Packaging Strategy

Tier Included Services Ideal Client
Silver (Good) Zero Trust + Remote Budget-conscious
Gold (Better) Silver + Onsite + Compliance Standard Business

Platinum (Best) Gold + vCIO + Al Credits Growth-focused



Chapter 11: Selling the Cloud

1 2 S

Risk Productivity Profitability

Sell peace of mind. Sell efficiency. Sell ROLI.

CEOs care about business outcomes, not RAM and CPU.



Chapter 12: The Strategic QBR

O [ O
Past Wins Secure Score Roadmap
Review “wins,” not Gamify security. Drive Control the roadmap,
support tickets. Validate upsells. control the budget.

value.



Go Build the
Future

Become a Strategic Partner.

The tools are in your hands.




