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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/35/2025/10/AI-Partner-Ecosystem-Analysis.pdf

| Executive Summary

The Market Shift

The Al market is projected to grow at
a staggering CAGR of 30.6%,
reaching over $2.4 trillion by 2032.
This represents the single largest
revenue opportunity for the IT

channel in decades.

The Partner Opportunity

Partners must pivot from "keeping
the lights on" to "lighting the way."
The real value lies in bridging the
gap between complex Al innovation

and practical business adoption.



| EXplosive Market Growthn

$2.4T

$1.0T

$150B

2023 2025 2028 2030 2032

Global Al Market set to skyrocket, driven by enterprise

adoption.



| Opportunity 1: Infrastructure
Selling "Picks & Shovels”

Before software can run, hardware must

be ready. The demand for compute is
insatiable.

Al-Ready . :

Data Centers |n Szl:rg:'lsse

(GPUs)

Al PCs and Al-Powered High-Speed
Edge Devices Systems Networking




| The Evolution of the MSP

MSP1.0 /’ MSP 2.0 /* MSP 3. 0

Break/Fix RMM - Al-Driven

Reactive support model. &~ Remote Monitoring. o Predictive and

Clients call when things ' Proactive alerts but Autonomous. Al |

break. Unpredictable anticipates failures.

income. Self-healing systems.

human resolution.
Subscription-based. ,
4
74




| Opportunity 2: Managed Services

From Monitoring to Prediction

Enhance service delivery with Al tools.

{@ AlOps: Automate event correlation.

A Predictive Maintenance: Replace parts

before failure.

&> Automated Ticketing: Instant Tier 1

resolution via chatbots.



| Opportunity 3: Strategic Consulting

The “Trusted Advisor”

Clients are overwhelmed. They need a pilot.

Readiness Assessments: Data :
~ & quality checks.

Y- Use Case Discovery: Finding
) high-ROI pilots.

o Governance: Policy & ethics

=N framework.



| The Rise of Agentic Al

Beyond Chatbots

Al Agents can reason, plan, and execute
tasks autonomously.

Impact on Partners

{é New Integration Layer: Connecting
Agents to CRMs & ERPs.

5 Workflow Automation: Redesigning
[ entire business processes.

""" O Digital Workers: Selling 'DWaaS'
? (Digital Workers as a Service).



| Deep Dive: Cybersecurlty

The Double-Edged Sword

Al arms attackers, but it is also the only
defense.

Partner Offerings:

74 Threat Detection: Real-time anomaly'.
\ spotting.

@ Automated Response: Instant SOAR
' isolation. :

Deepfake Defense: Identlty verification
L@ tools.



| Challenges to Overcome

Skills Gap ‘Data Privacy Unclear ROI
Massive talent shortage. Clients fear data leaks. Focus on tangible business
Partners must invest heavily "Private Al" and sovereignty outcomes, not just
in upskilling or M&A. solutions are critical. technology proofs of

concept.



| Partner Roadmap to Success

lllll

Phase I: Phase 2: Phase 3: Phase 4:
Educate Audit Productize Scale
Upskill internal teams Assess client data Package Al services Deploy autonomous

on Al tools. readiness. into offers. agents.



'The Future is Now

The window window to establish yourself as an Al leader is open.

Channel partners who embrace this shift will define the next era of IT.




Connect and Grow

Partner Accelerator for
Microsoft Cloud Solutions

To participate join the online group
where you can submit:

Presentation slides

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.




