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The SMB Challenge
Is Your Calling

SMBs are under-resourced and
under siege, creating a clear and
urgent demand for expert
managed services.

The data is clear: SMBs are prime targets for

cyberattacks and often lack the resources to defend

themselves. This isn’t just a
market gap; it's a direct call for a hero. Your expertise is

the solution they are actively seeking.
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The average cost of a cyberattack for an SMB,
‘ a potentially devastating financial blow.

The percentage of

o SMBs that manage
< o their security entirely

in-house.

Data from Microsoft Security Blog, “7 cybersecurity trends for small and medium businesses”,
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The Cloud Battlefield Has
Has Shifted | s

Revenue (Intelligent Cloud)

The partner ecosystem has decisively chosen its preferred cloud opg®
platform. Microsoft Azure is not just a competitor; it’s the $3 0. 9 B I I I Io n
strategic foundation for the majority of successful MSPs.

‘a
MSPs’ Key Cloud Partner 28% YoY Growth “

Microsoft Azure ?ll: 69%

66% e e
549% $13.4 B|II|on‘

The channel has spoken. More MSPs now view Microsoft as their key strategic partner than any other hyperscaler. Backed by
staggering revenue growth and unmatched profitability, the Microsoft Cloud is the most powerful and reliable ally for

your journey.

Data from Futurum Research 2024 GTM Channel Decision Maker Survey Report”

C hﬂn nEIPa rtners N Et via Redmond Channel Partner and CEN Q3 2025 Earnings reports.
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The Twin Peaks of Opportunity: Al & Security

The largest growth opportunities are not separate trends; they are deeply interconnected. SMBs' adoption of Al
is directly fueling their need for advanced security, creating a powerful, combined market driver for partners.

81% .

: Combined - i
: of SMBs believe Al i id Cybersecurity Cybersecurit
Al Adoption increases the need || bk ! Needs . Needs y
for additional ¥ 'Dﬂvﬂ-r_ .

security controls.

Top Partner Growth Drivers for 2025

This is where the quest leads. SMBs understand that the power of Al comes with new risks.
Partners who can deliver solutions that address both Al enablement and cybersecurity will

Data from Microsoft Security Blog

Channelpa rtners.net capture the lion's share of the market growth in 2025 and beyond. e e e
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The Cloud Solution Provider (CSP) Program:
Your Path to Profitability

The CSP program is Microsoft’s hero motion, designed to move partners from simple resellers to strategic
service providers who own the entire customer relationship and build sustainable, recurring revenue.

® 4

Own the Lifecycle Bundle and Differentiate Build Recurring Revenue
Directly provision, manage, bill, and Combine Microsoft Cloud services Shift from one-time projects to an
support your customers end-to-end. with your own unique IP, managed annuity stream of revenue, increasing

services, and third-party solutions. business valuation and predictability.

The CSP program is more than a licensing model; it's a business framework. It empowers you to become the single, trusted
advisor for your customers’ entire technology stack, creating deeper relationships and unlocking powerful new revenue streams.

b

Based on Microsoft Partner & Jamcracker definitions.

ChannelPartners.net
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Choose Your Role: Direct Bill Partner vs. Indirect Reseller

Direct Bill Partner

Model

Purchase directly from Microsoft and sell to
customers. You own billing, support, and
infrastructure.

Best For

Partners with established sales, billing, and 24/7
support infrastructure, ready to operate
autonomously.

Key Requirements

e $1M+ in trailing 12-month (TTM) CSP revenue.

e Active Advanced or Premier Support plan.
At least one Solutions Partner designation.

ChannelPartners.net

&

Indirect Reseller

Model

Partner with a Distributor who provides billing,
support, tools, and resources, allowing you to
focus on sales and services.

Best For

The majority of partners, especially those
wanting to accelerate go-to-market with
minimized operational complexity.

Key Requirements
e $1,000+ in TTM billed revenue.
e A partnership with an authorized distributor.

Data from Microsoft Partner Center, “Cloud Solution Provider authorization requirements”.
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The Economics of the Quest: Partner-Earned Credit & Benefits

Partner-Earned Credit (PEC)

Concept: PEC is the primary financial incentive recognizing and rewarding partners who have operational
control and manage their customer’s Azure environment.

How it Works: PEC is calculated daily and applied to eligible Azure services, appearing as an “adjusted net
charge” on your monthly invoice. It's the mechanism that makes your managed services profitable.

Eligibility: Requires an active Microsoft Al Cloud Partner Program agreement and an eligible RBAC role (e.g.,
via AOBO, Azure Lighthouse, or individual user accounts with PAL).

Partner Benefits Packages
Concept: These are cost-saving packages of product licenses, Azure credits, and support to help you build, test, and run your practice.

,0" Partner Launch :&i Partner Success iy "‘w;-:'_} Partner Success
> Benefits o4 o Core Benefits > Expanded Benefits
Price: $345/year Price: $895/year Price: $3,995/year

Includes: Up to 5 users on key Includes: Up to 25 users, $2,400 in Includes: Up to 35 users, $4,000 in
products, $700 in Azure credits. Azure credits, 5 advisory hours. Azure credits, 10 advisory hours.

Information from Microsoft Learn and Microsoft Partner resources.

ChannelPartners.net
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Earning Your Crest: Solutions Partner Designations

In the modern Microsoft ecosystem, Solutions Partner designations are the primary way to
demonstrate your organization’s broad technical capabilities, dedication to skilling, and proven
customer success. This is how you build trust and stand out.

T 1. Measure: Progress is
C /2 quantified by a holistic =~ =———>
1 "Partner Capability Score.”

Performance

Measured by net
customer adds and

3. Achieve: Attain a
designation and unlock

benefits.

2. Qualify: Earn a minimum
of 70 out of 100 points, with
points required in each category.

Customer Success

Quantifies success
through deployments and

Skilling
Verifies expertise through
intermediate and

usage growth. advanced certifications. usage growth.
Business Data & Al Digital & App Infrastructure Modern Security
Applications (Azure) Innovation (Azure) Work
ChannelPartners.net b
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The Security Shield: Protecting SMBs with Microsoft Defender

Microsoft provides an enterprise-grade, yet easy-to-manage, endpoint security solution
specifically designed for the needs and budgets of small- and medium-sized businesses.

Next-Generation Protection

Introducing Microsoft Defender

for Business Endpoint Detection and

« Designed for businesses with up to Microsoft Response (EDR)
300 employees. ' Defender

» An endpoint security solution that for Business / )\ Threat & Vulnerability
protects your company'’s devices from Management

ransomware, malware, phishing,
and other advanced threats. Wizard-driven configuration
and default security policies

for day-one protection.

Partner Advantage
Included in Microsoft 365 Business Premium, making it an easy upsell and a

high-value component of your managed service offering.
ChannelPartners.net Integrates with Microsoft 365 Lighthouse for multi-tenant management.
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The Modern Workplace Blade: AVD vs. Windows 365

Microsoft offers two powerful but distinct cloud desktop solutions. Knowing when to recommend Azure Virtual Desktop (for
flexibility and cost control) versus Windows 365 (for simplicity and predictability) is a key differentiator for a partner.

S The Virtual Laptop Store
- Windows 365

The Parts Depot
Azure Virtual
Desktop (AVD)

. " BestFor: Predictable, personal desktops and
simplified IT management.

Model: Persistent, one-to-one Cloud PCs.

Management: Simple, via Microsoft Intune.

Cost: Fixed monthly cost per user (e.g., a 2vCPU/8GB RAM
Cloud PC is $41/month).

Use Case: A business that wants a consistent, easy-to-deploy
virtual desktop for each employee with predictable pricing.

ChannelPartners.net

Best For: Complex environments, cost optimization,
and full customization.

Model: Supports both personal and multi-session desktops.
Management: Flexible, requires deeper Azure expertise.

Cost: Consumption-based (pay-as-you-go). Can be significantly
cheaper, especially with multi-session hosts (e.g., 16 users on a
host for 60 hrs/week can be $12/user/month).

Use Case: A business with fluctuating user needs or task workers
that can share resources, aiming for the lowest possible TCO.

Pricing examples and concepts from Login VSI and eG Innovations analyses.
A NotebooklLM



The Migration Engine: Your Foundational Service Offering

Cloud migration is a critical and profitable service that establishes you as a trusted advisor.
A successful migration is not just about moving data; it’s about planning, architecture, and
change management.

+ I+ + +
Define Vision Assess Current Plan Information Develop Detailed Communicate
& Scope Environment Architecture Migration Plan & Train
Establish why you're Take a comprehensive Design the destination. Choose your approach Announce the project early.
migrating. Document what inventory. How much data? Clarify where content will (big bang vs. phased). Provide training before

systems, workloads, and Who owns it? What are the live (OneDrive, Teams, Create a timeline, cutover and identify power

business units are in scope. dependencies? Use SharePoint). Rethink and communication plan, and users to act as local

discovery tools. simplify permissions. rollback plan. champions.

Positioning migration as your first engagement builds immediate value and opens the door to long-term managed

services. Follow a proven methodology to ensure a smooth transition and successful user adoption.

ChannelPartners.net Best practices synthesized from ShareGate and AvePoin' & NetebookLM



Know Thy Customer: Targeting High-Value SMB Personas

Generic marketing fails. Elite MSPs don't sell to ‘SMBs’; they sell to specific decision-makers
with unique pain points, motivations, and buying triggers.

Dr. Lauren Patel, The Private
Practice Decision-Maker

Runs a high-end medical clinic. Not a
tech expert, but a perfectionist. Brand
reputation is everything.

Pain Points

¢ Patient data security (HIPAA compliance), system downtime
disrupting appointments, slow IT response.

What She Wants

A proactive, ‘done-for-you’ IT solution that guarantees uptime
and security, so she can focus on patients.

How to Win Her

Emphasize white-glove support, showcase HIPAA expertise,
and use testimonials from similar medical practices.

Marcus Doyle, The Burned
IT Manager

Manages IT for a multi-location retail
business. Was just let down by his
previous MSP after a string of outages
and poor communication.

Pain Points

¢ Unreliable network, slow ticket response, lack of proactive
monitoring. Under pressure from leadership to “just fix it.’

What He Wants

A results machine. Guaranteed SLAs, 24/7 monitoring, and a
provider who answers the phone.

How to Win Him

Lead with data on uptime and response times. Show “before/
after” case studies. Provide a clear, structured onboarding plan.

Persona concepts adapted from Jumpfactor.

ChannelPartners.net
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Speaking the Language of Business

Non-technical business owners don't buy features; they buy solutions to their problems. Shifting

your language from technical specifications to business outcomes is the fastest way to build trust
and close deals.

DON'T SAY (Tech Speak) DO SAY (Business Speak)

We guarantee your e-commerce site stays online during

We offer Azure VMs with auto-scaling. peak sales, and you only pay for the power you use.

We provide 24/7 monitoring and threat detection to stop

Our security stack includes EDR and managed firewalls. attacks before they cause costly breaches.

We'll move your team to the cloud without disrupting
We provide Microsoft 365 migration services. workflows, enabling them to collaborate securely from
anywhere.

We ensure your remote team has a fast, consistent

We'll set up FSLogix for your AVD environment. desktop experience, no matter where they log in from.

"We need to stop talking technical speak and start talking business speak."
ChannelPartners.net - Stefanie Hammond, as quoted by N-able.

& NotebooklLM



Closing the Deal: The Anatomy of a Winning Proposal

A winning proposal is not a price list. It’s a strategic document that diagnoses a customer’s pain, prescribes

a precise solution, and proves the financial value of the investment.

Provide a Predictable TCO

Use assessment tools to accurately
predict the Total Cost of Ownership. A
clear, confident statement of TCO makes
it easier for the customer to make an
informed decision.

Right-Size the Solution

Don't just “lift and shift.” Show that you've
analyzed their actual resource demands
to design an optimally scaled and
cost-efficient Azure environment.

Start with Their Pain

Before mentioning any technology, begin
by articulating a deep understanding of
their most time-consuming problems and

business challenges.

Conduct a True ROI Analysis

Go beyond a simple cost comparison. Show
how your solution solves a key problem their
current environment cannot. Emphasize
benefits like reduced downtime and increased
productivity.

A proposal that focuses on solving specific problems, demonstrates clear ROI, and provides cost
predictability is far more compelling than one that simply lists services and prices.

ChannelPartners.net

Concepts from BitTitan.
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Your Quest Begins Now:
Actionable First Steps

The journey to mastering the Microsoft Cloud starts with a few simple, strategic actions.
Take these steps today to translate this playbook into tangible business growth.

0% 0@ Gﬁ:\a 0@ o

Join the Guild Choose Your Path Gear Up Start the Conversation  Plan Your First Victory
Action: Enroll for free in Action: Evaluate the Direct =~ Action: Explore the Partner Action: Download the ‘Be Action: Use the Azure
the Microsoft Al Cloud vs. Indirect CSP models to Benefits Packages to get Cybersmart Kit' from Pricing Calculator to model
Partner Program to determine the right fit for essential product licenses Microsoft to engage SMB a right-sized solution for
access the ecosystem. your business. and Azure credits. clients with valuable for a prospective client and
security resources. demonstrate a

predictable TCO.

The opportunity is massive. The path is clear.
Your quest for growth starts now.

ChannelPartners.net
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