Mastering the Microsoft Al Cloud Partner Program
A Strategic Playbook for Winning in the New Ecosystem
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This is a strategic intelligence briefing from ChannelPartners.net, designed to translate the complexity
of the Microsoft Al Cloud Partner Program into an actionable game plan for market leadership.
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The New Playing Field: From #
Competencies to Cloud-Centric L
Outcomes

Microsoft has fundamentally realigned its partner program,
moving away from the input-focused MPN to the outcome-
driven MCPP, effective October 2022. The strategic mandate is
clear: simplify the ecosystem and reward verifiable customer
success on the Microsoft Cloud.

The Shift: The legacy system of 18 competencies has been
replaced by six Solutions Partner designations aligned directly
with how Microsoft goes to market.

The Rationale: This change reflects the industry’s shift to cloud
consumption models and is designed to make it easier for
customers to identify partners with proven capabilities.

The Scope: The program is for all partners—whether they build and sell
services, software solutions (ISVs), or devices. The single unifying
principle is proficiency on the Microsoft Cloud.

The Al Imperative: The program is increasingly referenced as the Microsoft Al Cloud Partner Program,
signaling that future success is inextricably linked to driving Al adoption (e.g., Copilot, Azure OpenAl).
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Understanding the Scoreboard:
The Partner Capability Score (PCS)

Your success is measured by a single, holistic metric.
The Partner Capability Score dictates your eligibility
for a Solutions Partner designation, and its
composition reveals Microsoft’s strategic priorities.

Total Score Required: A minimum of 70 points out of a A
possible 100 is required to attain a Solutions Partner 55%
designation. Customer

Success:

Performance (20 pts): Measures your ability to expand your 55 points

customer base, tracked via Net Customer Adds. 25% Minimum Points

= Skilling: Required
Skilling (25 pts): Quantifies the capabilities and skills 25 points
acquired by your team, measured by certified individuals.

Customer Success (55 pts): Assesses your ability to enable
growth in the use of Microsoft prnducts measured by usage gmwth
and suc{:essful depluyments Thls Is the most he

@
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The Core Rules: The Mandatory Minimums for Qualification

The PCS framework includes a ‘minimum floor’ requirement, ensuring a baseline of quality and balanced
investment across your business. A high total score is irrelevant if you have a zero in a critical sub-metric.

high-quality deployments. You
cannot neglect skilling or adoption,

Rule 2: The Mandatory Floor even with high sales volume.

You must score at least one point in each of the five core
sub-categories to qualify, regardless of your total score.
» Performance (Net Customer Adds)

Rule 1: The 70-Point Threshold St il plis b
. : g This rule mandates continuous
You must achieve a composite score of 70 out of 100 points. investment in staff training and

Data Cadence
Be proactive. Performance and

» Skilling (Intermediate Certifications) Customer Success data refreshes by
» Skilling (Advanced Certifications) the 20th of each month; Skilling
» Customer Success (Usage Growth) updates within 10 days of

certification. New customer
assoclations can take 3-4 weeks to
appear.

» Customer Success (Deployments)
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The Game Plan, Part 1: Scoring in Performance and Skilling
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Performance (Max 20 points)

Metric: Net Customer Adds (over a trailing 12-
month period).

Enterprise Path:

5 customers needed for max points (4 pts each).

Eligible Customer: >300 paid licenses.
Association Types: CPOR, DPOR.

SMB Path:

10 customers needed for max points (2 pts each).

Eligible Customer: 11-300 paid licenses.
Assoctiation Types: CPOR, CSP (Tier 1 & 2).
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Skilling (Max 25 points)

Metric: Number of unique certified individuals
(each person counts once).

Intermediate Certifications (10 pts):
Enterprise Path: 4 certified persons for max
points.

SMB Path: 2 certified persons for max points.

Advanced Certifications (15 pts):
Enterprise Path: 2 certified persons for max
points.

SMB Path: 1 certified person for max points.
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The Winning Play: How to Dominate the 55-Point
Customer Success Category

With 55% of the total score, this category is where designations are won or lost. Success
here requires a strategic focus on post-sale adoption and utilization.

/\7' Usage Growth (Max 30 points)

Metric: Growth in Monthly Active Users (MAU)
across your customer base (last month vs. same
month last year).

Scoring Insight: Microsoft calculates your score
based on multiple association types (e.g., DPOR
vs. CPOR) and awards you the higher of the two
scores, maximizing your potential points.

Example Thresholds (Modern Work):
Enterprise DPOR requires 4,000 MAU growth for

max points; SMB CPOR requires 500 MAU growth.
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© Deployments (Max 25 points)
e Metric: Net growth in deployments of eligible workloads.

THE CRITICAL RULE: To count as an

eligible deployment, a customer tenant
Successful must have at least 40% of its paid
Deployment licenses registered as Monthly Active
Users (MAU).

Strategic Implication: This is not just
about selling licenses; it's about
driving active use. Change
management and adoption services
are critical for scoring points here.

Example Thresholds (Modern Work):
Enterprise path requires 5 net new
deployments (CPOR); SMB path
requires 10 (CSP).
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A Two-Tiered Structure for Market Dominance

The MCPP provides a clear, two-level hierarchy to signal your capabilities to customers
and Microsoft sellers. Master the foundation, then prove your elite expertise.

Tier 1: Solutions Partner Designation

+ Purpose: Validates your organization's
broad capabilities and experience in
delivering customer success in one of the six
core solution areas.

» Qualification: Achieved by meeting the
70-point Partner Capability Score
threshold.

+ Value: The first and most crucial step to
differentiate your business and unlock core
benefits.
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Tier 2: Specializations

« Purpose: Validates and differentiates your
deep technical expertise and experience in
specific, high-demand technical scenarios.

+ Qualification: Requires an active Solutions
Partner designation as a prerequisite, plus
rigorous performance and skilling
requirements, often including a third-party
audit or customer references.

« Value: Signals elite, verified expertise,
giving you priority in customer searches and
referrals.



Choosing Your Arena: The Six Solutions Partner Designations

Data & Al (Azure) e Infrastructure (Azure) Digital & App

5 Helping customers manage = Q:r Accelerating migration of Innovation (Azure)

- data across multiple I_ 3 keyinfrastructure workloads Building, running, and
systemslwuh analytics and — L, == to Microsoft Azure. managing applications
Al solutions. = — across the Microsoft Cloud.

f;) @ Business Applications 53 Modern Work Security

Delivering solutions with ?C?\_H Helping customers boost Safeggarc!ing customer
Dynamics 365 and Power JAfse “/  productivity and shift to organizations with integrated
ﬁ Platform. w | hybrid work with security, compliance, and
Microsoft 365. identity solutions.

Partners can attain designations in one or more areas. After the first designation is
is earned, subsequent designations can be attained with no additional annual fee.
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Advanced Plays: Using Specializations to Signal Elite Expertise

Once you've earned a Solutions Partner designation, Specializations are the key to
proving deep technical mastery and dominating high-value market segments.

Prerequisite: You must hold the aligned Solutions
Partner designation to be eligible.

Rigor: Qualification involves stringent requirements
that go beyond the PCS, often including:

- Higher performance thresholds (e.g., Azure
Consumed Revenue - ACR).

- Advanced, specific certifications.

~ A third-party audit or verified customer references.

Value Proposition: A customer-facing badge that
validates your ability to deliver specialized, project-
based services in complex technical scenarios.

ChannelPartners.net
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Azure: Al Platform on Microsoft Azure,
SAP on Microsoft Azure, Infra and
Database Migration.

Modern Work: Copilot, Calling for
Microsoft Teams, Modernize Endpoints.

Business Applications: Intelligent
Automation, Business Intelligence, Low
Code Application Development.

Security: Cloud Security, Threat
Protection, Identity & Access Management.
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Anatomy of an Advanced Play: A Deep Dive
into High-Value Specializations

_AI Platform on Microsoft Azure

Eligibility: Active Solutions Partner for Data & Al or
Digital & App Innovation.

Performance:

& $15,000 Azure Consumed Revenue (ACR) from
eligible Azure Al services in the last 3 months.

90g At least 3 unique customers contributing to
“" that ACR.

Skilling: 3+ individuals with at least one of: Azure
Data Science Associate or Azure Al Engineer Associate
(each cert held by at least one person).

Validation: Audit Required.

Copilot

Eligibility: Active Solutions Partner for Modern Work,
Business Applications, or Security.

Performance:

ﬁﬂ Minimum 1,000 Monthly Active Usage (MAU)
growth in Microsoft 365 Copilot (TTM).

@ Minimum 5 net new customer growth (each with
at least 5 MAU) (TTM).

Skilling: 5+ individuals with M365 Admin Expert, PLUS
5+ with an Information Security cert, PLUS 5+ with a
Copilot Studio cert.

Validation: Customer References Required.
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Key Takeaway: Specialization requirements are tied directly to measurable
commercial outcomes (ACR, MAU) and advanced, multi-disciplinary skills.
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The Winner’s Circle: The ROl of MCPP Benefits and Market Leadership

The annual investment in the MCPP is heavily subsidized by a comprehensive benefits package
designed to fuel your internal operations, R&D, and GTM efforts.

The Return (ROI) @

f’l = \ F » Product Benefits (IURs): Substantial licenses for
= 9 internal use, development, and demos.

o § ik Example: The ISV Success package includes benefits
R with a retail value of over $120,000, including a
é : _-?‘ Visual Studio Enterprise subscription ($75k value)
and a Dynamics 365 Sandbox ($40.5k value).

The Investment

* Annual Fee: $4,730 USD (or local \ g | * Azure Credits: Significant credits to de-risk cloud
equivalent). This single fee covers all ~ > R&D. Packages range from $700 (Launch) to $2,400

Solutions Partner designations you attain. -"""":&nnua] Fee." (Core) to 54,000+ (Expanded/Specializations).

] _:T‘-*] « Strategic Al Readiness: Starting in 2025, benefits
_I;__J

packages are being updated with high-value licenses,
including Microsoft 365 Copilot and Defender for
Endpoint, to accelerate your internal Al proficiency.

* Go-to-Market & Support: Resources to help you sell
and deploy, including unlimited technical presales
assistance, advisory hours, and Signature Cloud
Support incidents for designated partners.
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Your Strategic Playbook Summarized

A {
| 4 Epuclfli:?tinm\
/ Solutions Partner \

| Mandate a Consumption-First Culture Build Your Foundation, then Specialize
| Customer Success is 55% of your score. Your primary focus Achieve your core Solutions Partner designation first.
must be on driving active usage (MAU) and high-quality Then, use Specializations as a high-ROI tool to signal elite
deployments that meet the 40% utilization rule. expertise in strategic, high-demand workloads like Al and Copilot.

G,g.ﬂ
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Annual o
I;:EEE ﬁ Benefits 2
! Value
Subsidize Your Future with Benefits Master the MCPP as a Strategic Framework
Leverage the full value of your benefits package. Use The Microsoft Al Cloud Partner Program is not a
Azure credits and IURs to fund your R&D, train your compliance checklist. It is a direct reflection of Microsoft’s

team, and build internal proficiency on next-gen tech GTM strategy. Aligning your business to its metrics is

like Microsoft 365 Copilot. aligning your business to growth.
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