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Executive Summary

The historical trajectory of the Microsoft Partner ecosystem has been defined by a
transition from transactional resale models to value-added services, and now, to a
comprehensive lifecycle of "Acceleration."

In the current fiscal landscape, specifically looking toward Fiscal Year 2026 (FY26), a
"Channel Accelerator Program" is no longer a singular, monolithic initiative. Instead, it
represents a convergent ecosystem of investment vehicles, technical enablement
frameworks, and go-to-market (GTM) engines designed to propel partners toward
high-value solution delivery in the era of Artificial Intelligence.
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Executive Strategic Framework: The
Evolution of Partner Acceleration
The Paradigm Shift from Resale to Holistic Acceleration

The historical trajectory of the Microsoft Partner ecosystem has been defined by a
transition from transactional resale models to value-added services, and now, to a
comprehensive lifecycle of "Acceleration."

In the current fiscal landscape, specifically looking toward Fiscal Year 2026 (FY26), a
"Channel Accelerator Program" is no longer a singular, monolithic initiative. Instead, it
represents a convergent ecosystem of investment vehicles, technical enablement
frameworks, and go-to-market (GTM) engines designed to propel partners toward
high-value solution delivery in the era of Artificial Intelligence.

The definition of a Channel Accelerator Program has expanded to encompass the entire
partner journey. It is deeply rooted in the Microsoft Al Cloud Partner Program (MAICPP),
which serves as the operating system for the channel.

The strategic intent is clear: to cultivate "Frontier Firms"—partners who do not merely
transact licenses but lead with deep technical capabilities in Al, Cloud, and Security.
This shift is necessitated by the market’s move from static software consumption to
dynamic, consumption-based cloud services and "Agentic Al" workflows.

Consequently, the architecture of acceleration is built upon three foundational pillars:

1. Innovation Acceleration: Supporting Independent Software Vendors (ISVs) and
developers in building intellectual property (IP) that leverages the Azure Al stack
and Copilot extensibility.

2. Delivery Acceleration: Providing funding and expert resources to de-risk
complex deployments, migrations, and modernizations via programs like Azure
Accelerate.

3. Growth Acceleration: Incentivizing the adoption of strategic workloads through
financial rebates, co-sell mechanisms, and marketing "Campaigns in a Box" that
align partner messaging with Microsoft’s core solution plays.

The Consolidation of Solution Areas: A Structural
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Imperative

A critical insight into the design of modern accelerators is the structural consolidation
within Microsoft’s go-to-market strategy. Historically, partners navigated six distinct
solution areas. However, strategic updates reveal a massive simplification into three
commercial mega-categories for FY26: Al Business Solutions, Cloud & Al Platforms,
and Security.

This consolidation acts as a forcing function for partners. Accelerators are no longer
siloed; a "Modern Work" accelerator is now intrinsically linked to "Business Applications"
under the banner of Al Business Solutions. This reflects the reality that Microsoft 365
Copilot is not just a productivity tool but a business process transformation engine that
spans ERP, CRM, and collaboration platforms.

Previous FY26 Strategic Implication for

Ecosystem Consolidated Accelerator Programs

Structure Commercial

Area

Business Al Business Merges Dynamics 365 and Power

Applications Solutions Platform with Modern Work.
Accelerators must now address
cross-cloud business process
optimization rather than isolated app
deployment.

Modern Work Al Business Elevates the role of M365 Copilot

Solutions

from "personal productivity" to
"organizational efficiency," requiring
accelerators to focus on adoption
and business value realization.
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Data & Al Cloud & Al Integrates the data estate (Microsoft
Platforms Fabric) with the Al engine (Azure Al
Foundry). Accelerators must treat
data governance and Al model
deployment as inseparable activities.

Digital & App Cloud & Al Connects application development
Innovation Platforms directly to infrastructure
consumption, incentivizing "Cloud
Native" architectures that drive
underlying Azure revenue (ACR).

Infrastructure Cloud & Al Shifts the focus from "Lift and Shift"
Platforms migration to "Migrate to Innovate,"
utilizing Al-assisted tools like Dr.
Migrate to accelerate cloud adoption.

Security Security Remains a standalone pillar but acts
as the horizontal "trust fabric" across
all accelerators, particularly for Al
governance (Zero Trust for Copilot).

The "Frontier Firm" and Partner Capability

The concept of the "Frontier Firm" is central to understanding who qualifies for these
accelerators. Acceleration is not a universal entitlement; it is a privilege earned through
performance. Microsoft utilizes the Partner Capability Score (PCS) and Solutions
Partner Designations as filtering mechanisms. Partners who achieve these
designations unlock access to the most lucrative accelerators, such as the ISV Success
Advanced Package or the Azure Cloud Accelerate Factory.

This tiered approach ensures that Microsoft’s investment—often in the form of
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substantial Azure credits or direct funding—is directed toward partners with validated
capabilities. For instance, the transition of incentives to focus on "Strategic Workloads"
(e.g., M365 E5, Copilot) with specific "Growth Accelerators" (offering up to 7.5% rebates
on YoY growth) demonstrates a financial architecture designed to reward partners who
are expanding the frontier of technology adoption rather than maintaining legacy
revenue streams.

The Azure Cloud & Infrastructure
Accelerator Ecosystem

The Azure Accelerate program represents the unified engine for infrastructure and
digital innovation. It synthesizes previously disparate initiatives—such as the Azure
Migration and Modernization Program (AMMP) and Azure Innovate—into a single,
cohesive interface for partners. This consolidation simplifies the engagement model,
allowing partners to access funding and expert support across the entire cloud lifecycle.

Azure Accelerate: The Unified Framework

Azure Accelerate is designed to remove financial and technical friction from the cloud
sales cycle. It operates on the foundation of Azure Essentials and provides a
standardized workflow for partners to request support for customer projects. The
program is segmented into key tracks that align with customer maturity: Migrate,
Modernize, and Innovate.

The Cloud Accelerate Factory

A defining feature of Azure Accelerate is the Cloud Accelerate Factory. This
component offers "zero-cost deployment assistance" for over 30 Azure services,
functioning as a technical extension of the partner's own delivery team.

e Operational Mechanism: Partners can nominate customer projects where they
may lack niche expertise or capacity. Microsoft, through the Factory, deploys
experts to assist with technical execution. This allows generalist partners to bid
on complex, multi-service deals (e.g., a migration involving SAP on Azure plus
advanced analytics) without carrying the full bench cost of specialized architects.

e Strategic Value: By subsidizing the technical delivery, Microsoft accelerates the
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"Time to Value" for the customer and the "Time to Revenue" for the partner. It
effectively de-risks the adoption of complex Azure services.

The "Dr. Migrate" Intelligence Layer

Within the Azure Accelerate ecosystem, partners gain access to Dr. Migrate, an
Al-assisted platform for cloud migration planning.

e Functionality: Dr. Migrate automates the assessment phase, providing accurate
cost modeling, dependency mapping, and modernization pathways.

e Accelerator Impact: This tool significantly shortens the pre-sales assessment
cycle. Instead of weeks of manual inventory and analysis, partners can leverage
Al to generate a migration business case rapidly. This is a crucial accelerator for
moving customers from "consideration" to "commitment."

Funding Architectures: Migrate, Modernize, and Innovate

Azure Accelerate enables partners to access distinct funding pots based on the specific
phase of the customer project. These funds are often used to offset the partner's service
costs, effectively lowering the price for the customer while maintaining partner margin.

Migrate and Modernize Track

This track targets the foundational "Estate" level—infrastructure, databases, and core
applications. It is designed to move workloads out of on-premises data centers and into

Azure.

e Supported Scenarios:
o Windows Server & SQL Server Migration: The bread and butter of cloud
adoption.
o Linux & Open Source Databases: Recognizing the heterogeneity of
modern IT estates.
o Azure VMware Solution (AVS): Accelerating the migration of VMware
workloads without refactoring.
o Virtual Desktop Infrastructure (AVD): Modernizing remote work
infrastructure.
e Incentive Synergy: Partners with the Microsoft Defender for Cloud
specialization can earn additional incentives for securing these modernized
workloads. This reinforces the cross-solution synergy, ensuring that migration
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does not compromise security posture.

Azure Innovate Track

This track targets high-value, Al-driven transformation and application modernization. It
is where the "Frontier" partners operate.

e Supported Scenarios:

o Al Apps and Agents: A new focus area for FY26, leveraging Azure Al
Foundry to build autonomous agents.

o Analytics Modernization: Unifying data platforms using Microsoft Fabric
and Azure Databricks.

o App Modernization: Refactoring legacy apps into cloud-native
microservices on Azure Kubernetes Service (AKS).

e Pre-Sales Funding: This track specifically funds pre-sales assessments and
Proof of Value (POV) engagements. This is critical for Generative Al solutions,
where customers often hesitate due to unclear ROI. By subsidizing the initial risk
of experimentation, Azure Innovate accelerates the decision-making process.

Operational Workflow: The Move to Self-Service

To leverage Azure Accelerate effectively, partners must integrate the nomination
process into their sales operations. The shift to automated, self-serve workflows in
Partner Center is a significant operational accelerator.

1. Qualification: Partners identify opportunities that meet revenue thresholds
(typically >$5,000 annualized Azure Consumed Revenue - ACR).

2. Nomination: Projects are submitted via Partner Center. The automated workflow
allows for rapid approvals for standard deal sizes, removing the bottleneck of
requiring a dedicated Partner Development Manager (PDM) for every
transaction.

3. Execution & POE: Partners deliver the engagement using approved
methodologies (e.g., Cloud Adoption Framework) and submit Proof of Execution
(POE) to trigger funding release.

Solutions Innovation: The ISV Success
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Ecosystem

For Independent Software Vendors (ISVs) and services partners building Intellectual
Property (IP), the accelerator framework is embodied in the ISV Success program. This
program is architected to guide a partner through the entire product lifecycle: from the
"Code" phase to the "Co-sell" phase.

The ISV Success Program: A Tiered Accelerator

The ISV Success program is segmented into three tiers, each acting as a progressive
accelerator for partner growth and innovation capabilities.

Program Target Key Strategic Value
Tier Audience Accelerator
Benefits
Core Early-stage « $5,000 Azure Lowers the barrier to entry.
Package ISVs, New Sponsorship Ensures cost is not an
IP Builders (Dev/Test) inhibitor to building on the
Microsoft stack.
Democratizes access to
enterprise-grade tooling.
* GitHub
Enterprise
Cloud (20
seats)

* Visual Studio
Enterprise (25
seats)
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* M365 E5
Developer
subs

* 3 Hours
Technical
Consultation

Expanded
Package

Scaling
ISVs,
High-Potenti
al Apps

+ $25,000 Total
Azure
Sponsorship

* 50 Hours 1:1
Technical
Consultation

+ $5,000 Bonus
for using
GitHub Copilot

» Access to

Provides massive
engineering leverage. 50
hours of expert consults
allows partners to
co-architect solutions with
Microsoft, reducing
technical debt and
accelerating R&D.
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Dynamics 365
Sandboxes
Advanced "Frontier" « $50,000 Total Turns IP into a funded sales
Package ISVs, Azure motion. Microsoft
Certified Sponsorship subsidizes the partner's
Software customer acquisition and
migration costs, effectively
treating the ISV as a
channel for Azure
« $150,000 consumption.
Cash Incentives
for Al Apps
» $150,000
Migration
Grants
* Dedicated
Engagement
Manager

Marketplace Rewards: The Go-To-Market Engine

Once a solution is built, the Marketplace Rewards program acts as the marketing
accelerator. It is a tiered system based on "Marketplace Billed Sales" (MBS), gamifying
success to encourage partners to transact through the marketplace.

e Awareness Stage: For partners just listing an offer, benefits include listing
optimization and "What's New" blog features. This helps solving the "cold start"
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problem for new apps.

e Demand Generation ($25k+ Sales): Benefits unlock Azure sponsorship credits
($2,000) that can be used for customer demos and Proofs of Concept (POCs).
This directly lowers the cost of sales.

e Co-Sell Stage ($100k+ Sales): At this threshold, partners gain access to
Microsoft seller webinars and solution spotlights. This is the "tipping point" where
the partner's solution becomes visible to Microsoft's own field sales force.

e Scale Stage ($1M+ Sales): The benefits become transformative, including up to
$150,000 in Azure sponsorship to fuel further growth, executive endorsements,
and deep integration into Microsoft's industry solution plays.

The "Certified Software" Designation

A critical accelerator component for FY26 is the Solutions Partner with Certified
Software designation.

e Validation: This designation validates the quality, reliability, and interoperability
of the partner's software.

e Benefit: Achieving this status is often a prerequisite for accessing the Advanced
Package of ISV Success and the highest tiers of Marketplace Rewards. It signals
to customers (and Microsoft sellers) that the solution is "Frontier Ready,"
particularly regarding Al and security standards.

Tech Deal Ready Accelerators

To bridge the gap between building a solution and selling it, Microsoft has introduced
Tech Deal Ready Accelerators.

e Concept: These are reusable solution frameworks available for key areas like Al,
Security, and Microsoft Fabric.

e Assets: They provide pre-built code, architecture diagrams, and deployment
guides.

e Impact: They allow partners to move from "Opportunity" to "Deployment" rapidly
by not starting from scratch. For example, a partner can use a "Tech Deal Ready"
framework to deploy a secure data lakehouse on Fabric, significantly reducing
the engineering hours required for the engagement.
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Modern Work & Al Business Solutions
Accelerators

The acceleration of Microsoft 365 (Modern Work) has pivoted entirely toward Copilot
and Agentic Al. The traditional "seat-based" sales motion is being augmented by
"usage-based" adoption accelerators, reflecting the industry shift toward realizing
business value through active usage.

CSP Deployment Accelerator for ME3/MES

This is a specific financial accelerator designed for Cloud Solution Provider (CSP)
partners, focusing on the upsell of high-value SKUs like Microsoft 365 E3 (ME3) and ES
(ME5).

e Objective: To drive the transition from basic connectivity (Office 365) to
comprehensive security and intelligent productivity (Microsoft 365).

e Mechanism: It is a post-sales incentive that pays partners to deliver deployment
and adoption services.

e Funding Tiers:

Small (300-499 seats): $4,000 - $8,000.

Medium (500-999 seats): $6,000 - $13,000.

Large (1000-1499 seats): $12,000 - $25,000.

Extra-Large (1500+ seats): Up to $38,000.

e Strategic Requirement: The partner must demonstrate usage and adoption,
often validated via the customer's Entra ID footprint. This prevents partners from
simply selling licenses that become "shelfware." It compels the partner to evolve
into a "Customer Success" organization that ensures the technology is actually
deployed and used.

o O O

O

The Copilot Success Kit & Adoption Accelerators

With the launch of Microsoft 365 Copilot, a new suite of readiness accelerators has
been deployed to help partners navigate the complexity of Al adoption.

e Copilot Success Kit: A comprehensive repository of tools designed to
streamline the implementation process. It includes:
o Implementation Guide: Technical readiness checklists, including semantic
index configuration and data governance steps.
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o User Enablement: Communication templates, "Prompt-a-thons"
(hackathons for prompt engineering), and training decks to drive user
engagement.

o ROI Calculators: Tools to quantify the productivity gains for the customer,
helping to justify the premium price point of Copilot.

e Partner-Led Adoption Accelerators: Partners like Avanade, Changing Social,
and Covenant Technology Partners have built their own accelerator IP on top of
Microsoft's framework. These are standardized engagements (e.g., "6-week
Copilot Adoption Accelerator") that include:

o Readiness Assessment: Checking data governance and security
(Purview) to prevent oversharing.

o Persona Mapping: Identifying which user groups (e.g., HR, Sales, Legal)
will derive the most value from Copilot.

o Champion Building: Identifying and training internal influencers who will
drive peer-to-peer adoption.

Operator Connect Accelerator

For the "Teams Phone" workload, the Operator Connect Accelerator simplifies the
complex integration of telecom services into Microsoft Teams.

e Function: It allows telecom operators to integrate their calling services into
Teams without building the entire API stack themselves. Partners like
AudioCodes, NuWave, and Ribbon provide this "white-label" accelerator
infrastructure.

e Partner Benefit: It opens a massive revenue stream for Managed Service
Providers (MSPs) to sell voice services (which typically have high margins and
low churn) attached to M365 licenses.

Partner Marketing Campaigns: The
"Campaign in a Box" Engine

The Partner Marketing Center (PMC) serves as the content engine for the accelerator
program. It addresses a common partner pain point: the lack of high-quality, technically
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accurate, and brand-compliant marketing assets for complex solutions.

"Campaign in a Box" (CiaB) Framework

Microsoft clusters its marketing assets into "Campaigns in a Box." These are end-to-end
marketing kits that allow partners to launch sophisticated demand generation programs
with minimal internal agency resource.

To-Partner Assets: Playbooks, sales guides, and objection handling scripts
(e.g., "Why upgrade to E5?"). These assets train the partner's sales force.
To-Customer Assets: Pitch decks, email nurture sequences, social media
graphics, flyers, and solution briefs. These assets engage the end-client.
Execution Guides: Step-by-step instructions on how to launch, manage, and
measure the campaign.

Key FY26 Marketing Campaigns

The current campaign portfolio reflects the consolidated solution areas and the Al-first
strategy.

Al Business Solutions Campaigns

"Microsoft 365 Copilot Business": Focuses on SMB productivity. Assets
emphasize "doing more with less" and automating routine tasks to appeal to
cost-conscious small business owners.

"Agentic Sales": A forward-looking campaign that positions Al agents as virtual
teammates in the sales process, transforming CRM from a system of record to a
system of action.

"Secure and Govern Microsoft 365 Copilot™: Addresses the primary barrier to
Copilot adoption—data security. It bundles Microsoft Purview with Copilot
marketing to reassure customers that their data is safe.

Cloud & Al Platform Campaigns

"Migrate and Modernize Your Estate": Targeted at legacy infrastructure
(Windows Server/SQL Server). It uses the "End of Support" (EOS) narrative to
drive Azure migration urgency.

"Innovate with Azure Al Apps & Agents": Marketing the new "App Innovation"
category. It provides use cases for building custom copilots using Azure Al
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Foundry, targeting the developer and innovation persona.

e "Unify Your Data Platform": Focuses on Microsoft Fabric. The core narrative is
that "You cannot have Al without Data," encouraging customers to consolidate
disparate data estates onto Azure to prepare for Copilot.

Security Campaigns

e "Modern Security Operations with Unified Platform": Promotes the usage of
Microsoft Sentinel and Defender XDR as a single pane of glass for security
operations (SecOps).

e "Protect Cloud, Al Platform, and Apps": A campaign specifically designed to
sell security to the "Al-curious" customer, ensuring that Al adoption does not
expand the organization's attack surface.

Digital Marketing Content OnDemand (DMC)

For partners with limited marketing resources, the Digital Marketing Content
OnDemand (DMC) platform offers an automated accelerator.

e Mechanism: Partners connect their social media accounts (LinkedIn, Twitter,
Facebook) to DMC. Microsoft then automatically posts relevant, localized content
to the partner's feed on a scheduled basis.

e Value: It maintains the partner's digital presence and thought leadership with
zero ongoing effort, ensuring they remain visible in the fast-moving "Al
conversation" without needing a dedicated social media manager.

Financial Architecture: Incentives &
Co-Sell Mechanics

The "fuel" for the Channel Accelerator Program is the incentive structure. For FY26, the
financial architecture has been finely tuned to reward high-fidelity execution, strategic
alignment, and net-new growth rather than simple volume licensing.

Strategic Product Accelerators

Microsoft uses "Accelerators" in the incentive model to pay higher rebate percentages
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for strategic workloads. This creates a clear financial signal to partners regarding where
they should focus their sales efforts.

Accelerator Incentive Focus Strategic Insight
Category Rate Products
(FY26
Est.)
Core ~3% - 4% Standard Baseline earnings are
Incentive Azure, M365 reducing. Volume alone is no
Business longer the goal; the "Core" is
Standard just the table stakes.
Strategic ~3% - 4% M365 Encourages the move from
Tier 1 Business basic Office to "Premium"
Premium, E3 | security/management SKUs.
Strategic ~T7% M365 E5, The "Sweet Spot." Microsoft is
Tier 2 Copilot heavily subsidizing the sale of
E5 and Copilot to capture the
premium market. This is the
highest standard rebate tier.
Growth ~7.5% Strategic The Frontier Incentive.
Accelerator Workloads Partners earn this on top of
(YoY core incentives for net-new
Growth) growth. This is designed to
drive aggressive customer
acquisition and "land and
expand" motions.
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PSTN ~20% Teams An aggressively high incentive
Accelerator Calling / designed to disrupt traditional
Phone telecom providers and capture
the voice market.

The Co-Sell Motion: Integrating with Microsoft Sales

"Co-sell" is the process where partners sell along with Microsoft's direct sales force. It is
a powerful accelerator because it leverages the scale of Microsoft's own field
organization.

e Incentive to Microsoft Sellers: Microsoft retires the quota of its own sales reps
when they sell a partner's "Azure |IP Co-sell Eligible" solution.

e Impact: This incentivizes the Microsoft field to act as the partner's extended
sales team, opening doors to enterprise accounts that the partner might not be
able to access alone.

e FY26 Requirement: To participate, partners must meet stricter validation
requirements, ensuring their solution is not just "built on Azure" but effectively
drives Azure consumption. This ensures alignment between the partner's
success and Microsoft's platform growth.

CSP Revenue Thresholds: The Consolidation Filter

A critical structural change for FY26 is the raising of the "Direct Bill" revenue threshold
to $1,000,000 USD (up from ~$300k).

e Implication: Smaller Direct Bill partners will be forced to become "Indirect
Resellers," purchasing through Distributors (Indirect Providers).

e Accelerator Effect: This consolidates the channel. Distributors are now
expected to provide the accelerator services (billing, support, platform) to smaller
partners. This creates a "Distributor Accelerator" layer where providers like
Arrow, Crayon, and TD SYNNEX compete to offer the best enablement tools to
their resellers.

The Third-Party & Distributor Accelerator
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Landscape

While Microsoft provides the core programmatic framework, a vibrant ecosystem of
third-party and distributor-led accelerators has emerged to fill the gaps in enablement,
niche market access, and specialized coaching. These programs complement the
first-party offers and often provide the "last mile" of support that partners need.

Distributor-Led Accelerators

Distributors (Indirect Providers) play a pivotal role in the new consolidated ecosystem.
They have developed sophisticated platforms and programs to help their resellers grow.

e ArrowSphere Al (Arrow): An Al-driven platform that provides "agentic selling"
assistants and propensity insights to resellers. It helps identify which SMB
customers are ready for Copilot, effectively democratizing data science for
smaller partners.

e Crayon & TD SYNNEX: These providers offer "Cloud Practice Builder"
accelerators that guide resellers through the complexities of achieving Solutions
Partner Designations. They act as the "Sherpa" for the MAICPP, providing the
skilling and administrative support needed to navigate Microsoft’s requirements.

Niche & Boutique Accelerators

Specialized consulting firms and organizations offer accelerators that target specific
partner personas or market segments.

e ChannelCommand (Pulp Strategy): An Al-powered channel transformation
accelerator that uses gamification, WhatsApp nudges, and "GTM Coaches" to
drive partner engagement. It focuses on the psychology of the partner, using
"Momentum Frameworks" (60-90-180 day plans) to sustain sales velocity.

e The WMarketplace: An accelerator specifically for women-owned businesses,
focusing on e-commerce and export sales. It leverages partnerships with
government bodies (like the ITA) to help women entrepreneurs access global
markets, including conflict zones like Ukraine.

e Black Channel Partner Alliance (BCPA) Accelerator: A program designed to
support Black-owned tech companies. It provides mentorship, business advising,
and a "tech acceleration intensive" to help these partners navigate the Microsoft
ecosystem and achieve growth.

e FSi Modern Work Accelerator: A managed service offering that bundles
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Microsoft 365, Teams Rooms, and Viva into a cohesive "Modern Work" solution.
It simplifies the complex SKU landscape into a clear business outcome for the
customer.

Strategic Synthesis: The "Unified
Accelerator” Methodology

Based on the exhaustive analysis of these components, we can define the Microsoft
Partner Channel Accelerator Program not as a single product, but as a lifecycle
methodology.

Definition:

The Microsoft Channel Accelerator Program is an integrated ecosystem of
funding, technical enablement, and incentive frameworks designed to
accelerate a partner's transition from transacting licenses to delivering
high-value Al and Cloud outcomes.

The Four Pillars of Acceleration:

1. Build Acceleration (Innovation):
o Vehicle: ISV Success (Advanced Package).
o Action: Utilizing $150k in Azure credits and 1:1 engineering consults to
build Copilot-integrated IP.
o Metric: Publishing a "Certified Software" designation app to the
Marketplace.
2. Go-to-Market Acceleration (Campaigns):
o Vehicle: Partner Marketing Center & Marketplace Rewards.
o Action: Launching "Campaign in a Box" for Al Business Solutions and
leveraging Marketplace "What's New" features.
o Metric: Marketing Qualified Leads (MQLs) generated via CloudAscent
propensity data.
3. Sales Acceleration (Incentives):
o Vehicle: CSP Strategic Accelerators & Tech Deal Ready Frameworks.
o Action: Leveraging the 7% Tier 2 accelerator for E5/Copilot and the 7.5%
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Growth Accelerator for net-new revenue.

o Metric: Year-over-Year growth in Strategic Workloads.

4. Delivery Acceleration (Adoption):

o Vehicle: Azure Accelerate & CSP Deployment Accelerators.

o Action: Using Cloud Accelerate Factory for migration labor and claiming
ME3/ME5 deployment funds.

o Metric: Azure Consumed Revenue (ACR) and Monthly Active Usage
(MAU) of Copilot.

Conclusion and Future Outlook

For a Microsoft Partner, engaging with the Channel Accelerator Program is no longer
optional—it is existential. The program provides the capital (via credits and incentives),
the capability (via skilling and factory models), and the customers (via co-sell and
marketplace) required to survive the platform shift to Al.

Looking ahead, the emergence of the "Al Apps and Agents" category and the
"Sovereign Cloud Specialization" suggests that future accelerators will focus even more
heavily on autonomous Al and regulated industries. Partners who do not specialize in
these "Frontier" areas will find themselves locked out of the most lucrative funding tiers.
The accelerator ecosystem is designed to nurture specialists, effectively filtering the
channel into a highly capable vanguard of "Frontier Firms" ready to execute on
Microsoft’s vision for the Al era.
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