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Welcome!

When we work together, we can accomplish more.

Microsoft is committed to accelerating digital transformation at a global scale with our
powerful partner ecosystem. This playbook includes market opportunity information,
strategic priorities, co-sell requirements, how-to instruction, and tools to:

1. Identify the addressable market opportunity for your company.

Gain visibility to the Microsoft go -to-market strategy.

3. Discover best practices forconnecting with customers, other partners, and
Microsoft sellers to drive successful outcomes.

4. Build a co-selling operating model for your team using Microsoft resources,
program, and tools.
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As you use this guide, consider these questions to direct your
organizat i o n-&el joucney:

1 What expertise and specialization do your products or solutions bring to
a customer?

1 What types of customers do you want to target with your solution(s)?

9 Are there existing accounts where you want to deepen your relationship?

1 What steps does your organization need to take to meet your goals?

What youol | Il nd here

Why co-sell with Microsoft ? Co-sell requirements
Co-sell defined Co-sell best practices
What 6s possi bl e Co-sell in Partner Center
Microsoft go-to-market priorities Next steps

Co-sell framework Resources

Already co -selling? Pleasegotothe Wh at 6 s pectosi bl e




Extend your reach and create valuable customer
connections that grow your business.

As part of our shared commitment to growth,
co-selling with Microsoft is the path to be
discovered , deliver your expertise , and
expand your customer footprint  for positive
customer outcomes. This better-together
selling approach delivers enriched value and
specialization to help customers with their
digital transformation needs.

Together with Microsoft sellers and our
commercial marketplace, you may showcase
your solutions to millions of customers, bi -
directionally share opportunities with other
Microsoft and partner sellers, and jointly sell
innovative solutions to create valuable
customer relationships.
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Be discovered Deliver expertise Expand your

customer footprint

Showcase your
company's solutions
directly to customers
and be discoverable

to sellers through the
commercial
marketplace.

Enrich customer
offerings with your
innovative solutions,
create sales strategies

Increase customer
confidence, develop
new customer

and account plans
through better-
together selling.

relationships, and
strengthen existing
ones with Microsoft.




























