










The partnership
with Microsoft



Training and Support, so that 

you are empowered to answer 

to the needs of your customers

Communities, which foster 

networking and synergies

Growth opportunities for your 

business together with 

Microsoft

Microsoft Partner Network (MPN) offers



The MPN is 

divided into 3 

levels of 

partnership

Silver/Gold Competency

DIFFERENTIATE FROM 

COMPETITION

Microsoft Action Pack

DEVELOP A PRACTICE OR 

SOLUTION

Network Member

START WORKING WITH US



Each partnership level has its incremental benefits, which help you grow your 
business, acquire new customers and differentiate your value proposition

Network Member

FREE

Training, support, marketing 

Resources and networking 

communities

Microsoft

Action Pack

ANNUAL FEE: $475

Annual subscription of benefits, 

which includes all Network 

Member benefits + access to 

internal use rights (IUR) – free 

licensing up to 10 users - and 

additional hours of support and 

presales advice

Silver/Gold

Competency

SILVER ANNUAL FEE: $1,670

GOLD ANNUAL FEE: $4,730

Includes all Network Member 

benefits + access to internal use 

rights (IUR) – free licensing up to 

25 users in Silver and 100 users in 

Gold – eligibility for incentive 

programs and additional hours of 

support and presales advice



BENEFITS

PARTNERSHIP LEVELS

NETWORK MEMBER MICROSOFT ACTION PACK SILVER GOLD

FREE SOFTWARE

Internal Use Rights (IUR) -
Up to 10 licenses per 

product

Up to 25 licenses per 

product

Up to 100 licenses per 

product

Development Tools -
3 Visual Studio Professional 

subscriptions

5 Visual Studio Enterprise

with MSDN subscriptions

10 Microsoft Visual Studio

Enterprise with MSDN 

subscriptions

Support Hours for Technical 
Presales and Deployment

- 5 hours
Unlimited for Presales and 

20 hours for Deployment

Unlimited for Presales and 

50 hours for Deployment

SUPPORT

Support for Online Product Community Community Community Community

Phone Support for a Product Paid ($499/ incident) 10 incidents 15 incidents 20 incidents

Unlimited Support to Cloud: 
Online + Phone

- -

Unlimited Support for 

cloud competencies + 5 

incidents for hybrid

competencies

Unlimited Support for 

cloud competencies + 10 

incidents for hybrid

competencies

INCENTIVES Incentives - -
Licensing, Solution and 

Cloud

Licensing, Solution and 

Cloud 

TRAINING

In person training: Technical + 
Sales

X X X X

Microsoft Learning Portal X X X X

MARKETING
Smart Marketing Center X X X X

Partner Center - X X X



Modern Workplace Apps & Infra Business Apps Data & AI

Enterprise Mobility

Management
Application Development Cloud Business Applications Data Analytics

Windows and Devices Application Integration
Cloud Customer Relationship 

Management
Data Platform

Collaboration and Content Cloud Platfotm Enterprise Resource Planning

Communications DevOps

Cloud Productivity DataCenter

Messaging

Project and Portfolio 

Management

Security

Small and Mindmarket Cloud 

Solutions

Silver

Gold

All the competencies require specific requirements, which can include performance (consumption, sales, usage, solution

deployment), certification of individuals, app present in a Microsoft store, customer references and payment of an

annual fee. All the requirements and benefits differ between competencies.

To consult the requirements and benefits of the competencies please go to

https://partner.microsoft.com/en-us/membership/competencies
Annual fee: 4.730$ 

Annual fee: 1.670$ 

Silver & Gold Competencies Matrix

https://partner.microsoft.com/en-us/membership/competencies
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Register and obtain your

Partner ID number (MPN ID) 

here

https://partner.microsoft.com

/pt-PT/

21
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Join Microsoft Portugal 

Partner Network in Yammer

here

https://www.yammer.com/pa

rceirosportugal/#/home?typ

e=my_all

Subscribe the Microsoft 

Portugal Partners Newsletter 

here

https://profile.microsoft.com/

RegSysProfileCenter/wizardn

p.aspx?wizid=d7e69e38-

6fba-4d32-be1e-

ccb0a5aac9f0&lcid=2070

Sign up for Cloud 

Enablement Desk (CED) and 

get support from a 

specialized team to achieve

your 1st cloud competency

https://partner.microsoft.com

/en-us/campaigns/ced-

nomination-form/

Next steps

https://partner.microsoft.com/pt-PT/
https://www.yammer.com/parceirosportugal/#/home?type=my_all
https://profile.microsoft.com/RegSysProfileCenter/wizardnp.aspx?wizid=d7e69e38-6fba-4d32-be1e-ccb0a5aac9f0&lcid=2070
https://partner.microsoft.com/en-us/campaigns/ced-nomination-form/


parceiro@microsoft.com

Any question?





Microsoft Partner Engagement Models

Managed

Provide a programmatic foundation to support 

the Build-with, GTM & Sell-with motions

Cloud Enablement Desk Led Engagement

Accelerate HiPo partner growth through 

dedicated specialist engagement

Digital Experiences

Provide a digital service for the needs of the 

broad ecosystem by serving up the best content, 

contextually at the right time to our partners



Accelerate your business with the Cloud Enablement Desk (CED)

Utilize the Cloud Enablement Desk if you are: 

Sign up today at aka.ms/CEDnominate

“It’s a very valuable service.

We’re driving more consumption 

with Azure and (our customers)

want to increase their plans

with Microsoft.” 

- Naha Kayani, CEO, Zeurix

Zeurix has seen a 30% increase in 

Azure consumption since engaging 

the CED. 

Work 1:1 with a dedicated specialist to accelerate your cloud business and utilize the best modern selling 

approach Microsoft has to offer. A CED engagement lasts 6-9 months and is free for eligible partners.

Seeking Go-To-Market help or would like to enhance 

your overall marketing effectiveness

Requiring technical expertise to skill-up your workforce, 

drive pre-sale consultations and streamline deployments

Considering a cloud competency to differentiate

your business 

• Non-managed partner

• Has a Microsoft Partner Network ID (sign up here)

• Developing or built repeatable scalable app or solution 
Eligibility

Evaluating strategies to reach more customers

Looking to enable your cloud solution(s) for co-sell

https://aka.ms/CEDnominate
https://partner.microsoft.com/en-us/membership


Cloud Enablement Desk Services Detail

Partner Center Lead Share Activation

✓Graduation Criteria: Business profile set 

up and partner is receiving leads

Solution Onboarding to Marketplaces

✓Graduation Criteria: Solution posted on 

marketplace and discoverable by customers

Competencies and MAPS Uptake

✓Graduation Criteria: Partner has purchased 

appropriate Competency/Offer for their 

business

Benefits Utilization

✓Graduation Criteria: Partner is aware of 

available benefits and utilizing relevant 

services to grow their businessSolution Onboarding to Co-Sell

✓Graduation Criteria: Solution posted on internal 

co-sell tool and discoverable by sellers



CED Services Detail

Partner Center Lead Share Activation

• Assist partner setup of Business Profile

• Ensure referral criteria is adjusted correctly to 

send relevant leads

• Regular check-ins with partner to ensure leads are 

being actioned against and profile adjustments 

made as needed

✓Graduation Criteria: Business profile set up and 

partner is receiving leads

Solution Onboarding to Marketplaces

• Explain marketplace opportunity and different

listing types

• Guide partner through solution listing process

• Escalation point of contact for onboarding issues

• Warm handoff with PTC for technical review or 

architecture support

✓Graduation Criteria: Solution posted on 

marketplace and discoverable by customers

Competencies and MAPS Uptake

• Help partner identify best fit competency/offer for 

their business

• Walk through competency/offer requirements and 

benefits, incl YoY changes and related impact

• Guide partner through competency attainment 

process, incl purchasing and membership 

management in Partner Center

✓Graduation Criteria: Partner has purchased 

appropriate Competency/Offer for their business

Benefits Utilization

• Explain all benefits available to partner based on 

program tier and marketplace/co-sell status. 

• Warm handoff to PTC team for pre-sales 

support, architecture review, and deployment 

assistance

• Warm handoff to GTM Services team for relevant 

services

✓Graduation Criteria: Partner is aware of available 

benefits and utilizing relevant services to grow 

their business

Solution Onboarding to Co-Sell

• Set up OCP CRM profile

• Guide through program requirements and tiers

(Co-Sell vs IP Co-Sell) 

• Guide partner through solution listing process

• Process exceptions and liaison with co-sell desk

✓Graduation Criteria: Solution posted on internal co-sell 

tool and discoverable by sellers



Partner Journey | CED

Cloud Enablement Desk 

(1:1 engagement with 

dedicated specialist)

Partner Recruit 

Nomination

Goal: Accelerate partner cloud business maturity and utilization of modern selling approaches

Supported by Frontline and digital experiences throughout

Benefits utilization

✓Partner is aware of available benefits and utilizing relevant services to grow their business

Partner Center 

profile and lead 

share activation 

GTM 

services+

✓Business profile set up and 

partner is receiving leads

Today 9 months

Key:
Help partners optimize 

their solutions listings 

and GTM strategies

Consultants who assist 

with presales, architecture 

reviews, and deployments

Share and accept leads 

to solutions listings 

with Microsoft sellers 

Competencies and 

MAPS uptake

✓Partner has purchased 

appropriate Competency/ 

Offer for their business

GTM 

services+ PTC+

Solution 

onboarding to 

marketplaces 

PTC+

✓Solution posted on 

marketplace and discoverable 

by customers

Solution 

onboarding

to Co-Sell

✓Solution posted on internal 

co-sell tool and discoverable 

by sellers

Co-Sell 

Desk+

GTM 

services+ PTC+ Co-Sell 

Desk+



North America

32 CPS

Concentrix:         

Kingston, Jamaica

APGC

11 CPS

Concentrix: 

Kuala Lumpur, Malaysia

Japan

3 CPS

Relia: 

Tokyo, Japan

EMEA

32 CPS

Teleperformance:          

Lisbon, Portugal

5 Delivery Sites

96 Cloud Program Specialists

15 Languages Supported

LATAM

18 CPS

Teleperformance: 

Bogota, Columbia

1

2

3

4
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FY20 Cloud Enablement Desk (CED) Delivery Sites



The CED can help your business at different stages in your journey, with assistance 
tailored to meet your specific needs. Consider some of the below scenarios

WHEN YOUR ORGANIZATION IS: 

1 2 3 4
Looking to enable 

your solution for 

co-sell, in order to 

share and accept 

leads with 

Microsoft sellers

Seeking GTM 

assistance or 

would like to 

enhance overall 

marketing 

effectiveness

Considering a 

competency to 

differentiate your 

business

Requiring technical 

expertise to skill-

up your workforce, 

drive pre-sale 

consultations and 

streamline 

deployments

Evaluating 

strategies to reach 

more customers by 

taking advantage of 

all the tools, 

programs, and 

processes Microsoft 

has to offer

5



Evaluating strategies to reach more customers

The CED can offer services, including:

• Solution onboarding to marketplace

• Guidance on available benefits and 

services

• Partner Center set-up for referrals lead 

share activation

• Regular check ins on referral status to 

ensure leads are being actioned on

Understanding how to optimize the tools, 

programs and processes available to promote 

their solutions to potential customers

Identifying the right marketplace to publish your 

solution, and how to begin that process

Identifying key ways to fill your pipeline and 

grow your business

IF YOUR ORGANIZATION NEEDS HELP:



The CED can offer services, including:

• Microsoft competency overview

• Choosing the right competency

• Roadmap to competency attainment

• Benefit activation after competency 

attainment

Identifying the right competency for your 

unique business needs 

Understanding competency requirements

Completing the right set of certifications 

IF YOUR ORGANIZATION NEEDS HELP:

Staying on track to attaining a

cloud-based competency

Considering a cloud-based competency to 

differentiate your business



The CED can offer services, including:

• Marketing education & consultation 

• Overview of GTM resources & usage

• Microsoft marketplace entry & 

onboarding

• Referral engine optimization

• Understanding GTM programs*

Connecting with the right marketing resources, 

aligned to where you are in your journey 

Understanding GTM best practices and 

enhancing marketing effectiveness 

Understanding and navigating GTM programs

IF YOUR ORGANIZATION NEEDS HELP:

Seeking GTM help or needs to enhance your overall 
marketing effectiveness

* GTM programs may vary based on partners’ Microsoft Partner Network membership



The CED can offer services, including:

• Unlimited one-on-one access to 300-400 

level technical resources* 

• Development of customized technical 

learning plan

• Architectural review and solution building 

guidance

• Pre-sales consultations

• Proof-of-concept and deployment 

assistance 

Skilling up your workforce with customizable 

technical learning plans

Leveraging technical expertise to enable the 

pre-sales process

Understanding how to take advantage of 

technical resources to accelerate deployments

IF YOUR ORGANIZATION NEEDS HELP:

Requiring technical expertise to skill-up, drive pre-sale 

consultations and streamline deployments

* To meet one-on-one with technical experts, partners must at least have an Action Pack Subscription



The CED can offer services, including:

• Guide through program requirements 

and tiers (i.e. co-sell vs IP co-sell)

• Setting up OCP CRM profile and 

solution listing

• Liaison with the co-sell desk to handle 

any exceptions requests and logistic

• Warm handoff to GTM Services teams 

for specific BOM and general 

marketing consultations

Understanding how the co-sell program works, 

the eligibility rules, deal requirements, and 

solution onboarding process

Acting on leads within Partner Center/Partner 

Sales Connect, and utilizing the GTM benefits for 

co-sell ready partners

Navigating and onboarding to the co-sell tools 

in order to provide Microsoft sales teams with 

visibility to your solutions

IF YOUR ORGANIZATION NEEDS HELP:

Looking to enable your solution for co-sell

* GTM programs may vary based on partners’ Microsoft Partner Network membership



FY20 CLOUD ENABLEMENT DESK

• Pipeline management

• Solution sales

• Product pricing, customization & quotes

• Deals consultation or recommendation

• Pricing, billing or SKU Guidance

• Providing leads 

• Meeting with potential clients

• Complex Licensing & Pre-Sales questions

• Partner Center troubleshooting 

• CSP Billing

• Break fix and technical support

Out of scope items
Partner Center lead share activation 

▪ Assist partner setup of Business Profile

▪ Ensure referral criteria is adjusted correctly to 

send relevant leads

▪ Regular check-ins with partner to ensure leads 

are being actioned against and profile 

adjustments made as needed

Competencies and MAPS uptake

▪ Help partner identify best fit competency/offer 

for their business

▪ Walk through competency/offer requirements 

and benefits, incl YoY changes and related 

impact

▪ Guide partner through competency attainment 

process, incl purchasing and membership 

management in Partner Center

Solution onboarding to marketplaces 

▪ Explain marketplace opportunity and different 

listing types

▪ Guide partner through solution listing process

▪ Escalation point of contact for onboarding 

issues

▪ Warm handoff with PTC for technical review or 

architecture support

Benefits utilization

▪ Explain all benefits available to partner based on 

program tier and marketplace/co-sell status. 

▪ Warm handoff to PTC team for pre-sales 

support, architecture review, and deployment 

assistance

▪ Warm handoff to GTM Services team for 

relevant services

Solution onboarding to co-sell

▪ Set up OCP CRM profile

▪ Guide through program requirements and tiers 

(Co-Sell vs IP Co-Sell) 

▪ Guide partner through solution listing process

▪ Process exceptions and liaison with co-sell desk

CED is not a support desk. Partners in need of single issue (ex. Partner 

Center sign-in) or technical issues should engage Frontline Support



Next Steps

Identify how CED can help accelerate your business

Nominate yourself for CED engagement at aka.ms/CEDnominate

Once nomination has been submitted, you will be contacted within 5 business days.

For issues or SLA misses, please contact rtc@microsoft.com

https://partner.microsoft.com/en-us/campaigns/ced-nomination-form/




Easy to modify 4 column table

Receive technical guidance from a Microsoft Partner 
Technical Consultant through a recommended path 
of interactive technical webinars and personalized 
consultations with virtual white-boarding, 
architecture reviews and shadowing of real-world 
scenarios aligned to solution areas.

Modern Workplace Business Applications Azure

On-demand 

technical webinars

• Unlimited accessibility 

Technical 

consultations

• Personalized one-to-one 

technical guidance 

• Screen-sharing 

Live technical

webinars

• Interactive discussion

• Ask clarifying questions



Increase sales Accelerate app development Deploy more effectively

Expand your technical proficiency to 

learn about overcoming customer 

objections and delivering solutions that 

boost numbers.

• Proof-of-concept (PoC) guidance

• Business value proposition

• Competitive assistance

• Feature overview and comparison guidance

• Request for proposal (RFP) questions

• Technical licensing recommendations

Speed up design and development of 

your applications via remote 

engagements with our partner 

technical consultants.

• Setup for development (service configuration 

and deployment)

• Architecture and design consult on solutions

• Migration from on-premises service

• Publishing to marketplaces

• Sample code review and light proof-of-concept

• Publishing custom applications and add-ins

• Partner Center API

Launch applications with technical 

engagements that are specially 

designed for individual partner 

solutions.

• Design and implementation guidance

• Test environment review

• Solution integration assistance

• Migration and deployment planning

• Scenario guidance and solution architecture

• Get Current internal deployment services

We offer a range of engagements that focus on real-world scenarios to help grow your business.



Live technical webinars On-demand webinars Technical consultations 

Remote, interactive webinars allow you 

to ask clarifying questions as you learn. 

On-demand webinars allow you to 

learn at any time, anywhere. 

Personalized one-to-one technical consultations for presales, 

development and deployment scenario guidance 

with screen-sharing.

Gold Unlimited Unlimited

Unlimited technical presales assistance

50 partner advisory hours for deployment 

scenarios

Silver Unlimited Unlimited

Unlimited technical presales assistance

20 partner advisory hours for deployment 

scenarios

Action Pack Unlimited Unlimited
5 partner advisory hours for 

presales/deployment scenarios

Network Unlimited Unlimited Not available

1. Learn how to qualify for Partner Network technical presales & deployment benefits

2. Review supported products and scenarios

3. Learn more about how to use technical presales and deployment services

Get the 

details

http://aka.ms/corebenefits
https://support.microsoft.com/help/3094111
https://support.microsoft.com/help/3121537


A equipa Portuguesa – Partner Technical Consultant

Miguel Barbosa

miguel.barbosa@microsoft.com

Azure (IaaS)

João Vieira

vieira.joao@microsoft.com

Azure (IaaS)

Ricardo Trigueiro

ritrigue@microsoft.com

Azure (IaaS)

Bruna Moreira Bruno

brmoreir@microsoft.com

Azure (IaaS)

André Barreiros

v-andrba@microsoft.com

Mobility & Security / Azure (IaaS)



A equipa Portuguesa – Partner Technical Consultant

Miguel Silva

Silva.Miguel@microsoft.com

Microsoft 365

Carlos Silva

carlos.a.silva@microsoft.com

Microsoft 365

Marco Cardoso

v-marcod@microsoft.com

Microsoft 365

Pedro Santos

v-pedsa@microsoft.com

Data & AI



A equipa Portuguesa – Partner Technical Consultant

Pedro Custódio

pcusto@microsoft.com

Dynamics 365

Guilherme Nunes

gudealme@microsoft.com

Dynamics 365

Duarte Ribeirinho

v-duribe@microsoft.com

App Dev



A equipa Portuguesa – Partner Technical Consultant

Alexandru Coltea

alexcolt@microsoft.com

Team Manager Modern Workplace

Paulo Ivas

paivas@microsoft.com

Team Manager Business Applications / 

Cloud App Dev

Javier Castrejon Lujan

francjc@microsoft.com

Team Manager Azure Infra / Data & AI



askpts@microsoft.com

(General English queue)

http://aka.ms/mpnsupportptpts@microsoft.com

(Portuguese Team Mailbox)



What’s next 
You will be contacted by a Microsoft Partner Technical Consultant to set up a call to scope your needs. 

Description exampleHow to submit a technical consultation request
1. Visit http://aka.ms/TPDTechnicalServices

2. Select a solution and a new page will open for you to view the technical journey

3. Find the technical consultation of interest and click to request a consultation 

4. A new page will open with details of the consultation; click the Submit a request button

5. Sign in using your MSA (MPN account) or your AAD (Partner Dashboard account); based on your 
log in credentials, an online request form will open: 

 Complete/review the contact information

 The consultation details may be pre-populated or select from the drop-downs

 Enter a title and the description of the problem (provide as much detail as possible) 

6. Click Submit

View step-by-step instructions with screenshots at http://aka.ms/TechConsultInstructions

http://aka.ms/TechConsultinstructions

http://aka.ms/TPDTechnicalServices
http://aka.ms/TechConsultInstructions
http://aka.ms/TechConsultinstructions


Technical support Break-fix support, hotfixes or troubleshooting Use Signature Cloud Support or 

product support incidents

Account management Partner development, sales pipeline planning Contact Partner Development Manager 

or Services Account Manager (ASfP)

MPN or CSP program 

support

MPN program questions (credential association to 

MPN organization, support contract activation, 

membership, benefits)

Contact partner frontline support

On-site support Going on-site to partner or customer locations Review partner support offerings

Long-term consulting Partners using more than 25 partner advisory hours 

for a single engagement are usually considered to be 

out of scope 

Review partner support offerings

Pricing/licensing 

questions or contracts

Prices that are not public, reseller price list, discounts 

or contract issues 
View commercial licensing and contact 

Microsoft Operations

Directly support the 

end customer

Discussions with the end customer for technical 

presales & deployment scenarios (Partner owns 

customer relationship)

Review partner support offerings

Find the 
right support 
for your 
needs

View the supported 

products & scenarios
https://support.microsoft.com/help/3094111

Technical

https://support.microsoft.com/help/2987884/microsoft-partner-network-technical-benefits-summary
http://aka.ms/getsupport
http://aka.ms/partner_support_offerings
http://aka.ms/partner_support_offerings
https://partner.microsoft.com/en-us/licensing
http://aka.ms/partner_support_offerings
https://support.microsoft.com/help/3094111
https://support.microsoft.com/help/3094111
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Stay curious

It is part of a 
growth 
mindset!





Microsoft Learn is a completely 

free, open training platform 

available to anyone who has an 

interest to learn about Microsoft 

products.

We provide role-based training 

and learning paths for Azure

developers, solution architects, 

and administrators. We also 

provide role-based training and 

learning paths for Microsoft 

Power BI, PowerApps, and 

Dynamics. We're working to 

expand the platform to many 

other Microsoft products and 

services.https://docs.microsoft.com/en-us/learn/

https://docs.microsoft.com/en-us/learn/




Whatever your role is, you can use these learning paths to level up your Microsoft skillset.

https://future-proof.net/

https://future-proof.net/


https://www.microsoft.com/pt-pt/partner-training/default.aspx

https://www.microsoft.com/pt-pt/partner-training/default.aspx


https://mbspartner.microsoft.com/

Expand your knowledge

and competency in all 

aspects of Microsoft 

Dynamics. We offer 

courses, videos, exam 

prep guides, and access 

to workshops that can 

help you grow your 

understanding of 

Dynamics.

https://mbspartner.microsoft.com/


Join here

Join this Yammer group to get 

notifications about upcoming 

licensing training sessions 

and available licensing news. 

Get Licensing Ready is a complete and up-to-date

resource for anyone who needs to learn about 

Microsoft licensing. You can access over 50 modules 

that teach you about every aspect of licensing 

Microsoft products and the programs through which 

they're sold. Each module includes a training video, a 

handy one or two-page reference document, and an 

exam so you can check your knowledge on the topic.

Learn more here

https://www.yammer.com/microsoftpartnernetwork/#/threads/inGroup?type=in_group&feedId=6383472&view=all
https://getlicensingready.com/


Check it out here

A resource gallery 

to find all the 

latest CSP 

announcements

including 

supporting 

materials

https://partner.microsoft.com/en-us/resources#/


Check it out hereDiscover the best global and local content from multiple channels and audiences

https://pulse.microsoft.com/pt-pt/


Sign up here

Subscribe to our 

monthly 

newsletter to 

receive the most 

important news in 

your email

https://profile.microsoft.com/RegSysProfileCenter/wizardnp.aspx?wizid=8e23d736-e9a8-4d51-9c1f-b59a23811d99&lcid=2070


Check it out here

One stop shop 

shop for partners 

to find all relevant 

and useful local 

updates

https://partner.microsoft.com/pt-pt/marketing/portugal-partner-hub
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Go To Market (GTM)
Services



There are many paths to partnership with Microsoft and our GTM 

Services desk is here to help you navigate your partner journey

Watch this to know more

https://vimeo.com/332302161








Reach out to our expert team. Your one point of contact for GTM Services 

help, expertise and guidance

• Website: aka.ms/partner.microsoft.com/GTM

• Email: GTM@microsoft.com



Campaigns



CSP Campaign for Office 365 (O365) and Microsoft 365 (M365)

▪ Drive revenue with new customers across O365 & 

M365 SKUs in SMB and Corporate segments

Purpose1

Eligibility2

▪ Licensing model: CSP

▪ Billing Option: Annual and Monthly Billing

▪ Minimum 3 new customers during campaign period 

for any of the selected SKUs to earn incentives

▪ SKUs: please see the table on the right

Incentive rates3

▪ Campaign period: September 15, 2019 to March 15, 2020

▪ New customer is a new or existing tenant without any of 

the eligible products CSP revenue in the year prior to the 

campaign start date

Need to know4

Please contact your Indirect Provider/Distributor to know the full details.



CSP Customer Add Campaign for Office 365 E3 and E5

▪ Drive revenue with new customers across O365 

E3 and E5 SKUs in SMB and Corporate segments

Purpose1

Eligibility2

▪ Licensing model: CSP

▪ Billing Option: Annual and Monthly Billing

▪ Minimum 3 new customers during campaign period 

for any of the selected SKUs to earn incentives

▪ SKUs: please see the table on the right

Incentive rates3

Please contact your Indirect 

Provider/Distributor to know the full details.



CSP Customer Add Campaign for Office 365 E3 and E5

Please contact your Indirect Provider/Distributor to know the full details.

▪ Incentive earning period: December 1, 2019 to May 

31, 2020

▪ New customer is a new or existing tenant that 

doesn’t have any CSP revenue from the Excluded 

Product List in Appendix 2 during the period from 

September 15, 2018 to September 14, 2019 and 

doesn’t have any CSP revenue from the Eligible 

Product List in Appendix 1 during the period from 

December 1, 2018 to November 30, 2019 and starts 

invoicing CSP revenue from the Eligible Product List 

in Appendix 1 during the program period (December 

1, 2019 to May 31, 2020)

▪ Limited to revenue generated by end customer based 

in Western Europe countries (Portugal is included)

▪ Microsoft will verify reseller added tenants are still 

active 60 days after the end of the campaign

Need to know4



CSP Campaign for Microsoft 365 Business

▪ Drive revenue with eligible new customers or 

existing customers for M365 Business so that SMB 

customers have the right cybersecurity tools to 

protect themselves

Purpose1

Eligibility2

▪ Licensing model: CSP

▪ Billing Option: Annual and Monthly Billing

▪ Campaign period: December 1, 2019 to June 30, 2020

Incentive rates3

Please contact your Indirect Provider/Distributor to know the full details.

▪ 20% discount off the 1st year of M365 Business 

(for up to 300 licenses)

Defend against 

cyberthreats

Protect 

business data

Manage 

your devices



Microsoft
CSP



Own the end-to-end customer lifecycle and offer 

single packaged solution

67% of customers expect to purchase a wide 

variety of cloud services from a single vendor

Note: additional Microsoft services/solutions are 

available under the CSP program







July 1, 2019 – June 30, 2020

FY20 Cloud Solution 
Provider Indirect Reseller 
Incentive



Effective

July 1, 2019

through 

June 30, 2020

CSP Indirect Reseller Incentive

EligibilityPurpose1 2

Incentive ratesNeed to know3 4

Reward and support CSP Indirect Resellers for driving the 

activation and enablement of customers with Microsoft based 

Online Services.

▪ Active MPN membership

▪ Attain defined MPN competency at Gold or Silver level

▪ Onboard to the CSP incentive tool

▪ Local accelerators potentially available (per country choice)

▪ Co-op component will be introduced in H2

▪ Core program and strategic product accelerator rates will 

adjust in Q2

▪ New Customer Add accelerators begin in Q2

▪ Azure incentives for new Commerce Platform transactions 

begin in Q2

Incentive guide and other resources available on MPN at aka.ms/partnerincentives

Q1 Incentive Rate

Core Incentive (Rebate only) – O365 6%

Core Incentive (Rebate only) – M365, D365, Azure 8%

CSP Customer Add Accelerator (continued from FY19) 1 2%

Global Strategic Product Accelerator 2 2%

Global PSTN Calling and Conferencing Accelerator 20%

Software in CSP – Subscription 3 Core – 1.25%, Strategic 6%

Q2 – Q4 Incentive Rate

Core Incentive – Azure billed revenue on existing platform; O365, M365 (rebate/co-op) 4%

Core Incentive – D365 (rebate/co-op) 6%

CSP Customer Add Accelerators for 3 Clouds (rebate/co-op) Varies

Global Strategic Product Accelerator 2 (rebate/co-op) 5%

Global PSTN Calling and Conferencing Accelerator (rebate/co-op) 20%

Software in CSP – Subscription 3 (rebate only) Core – 1.25%, Strategic 6%

Azure Reserved Instance (RI) Incentive Rate

Azure RI (Paid on consumed Azure RI revenue) (rebate/co-op) 10%

1 Unique accelerators for the 3 Microsoft Clouds (Azure, Dynamics, 

Modern Workplace), each with defined earning opportunity launch 

Oct. 1.

2 Global Strategic Product Accelerator includes M365 E3, M365 E5, 

M365 Business, O365 Biz Premium, the 2 E5 Mini Suites, D365 Business 

Central

3 Core = Windows Server Std | Strategic = SQL Server

http://aka.ms/partnerincentives


CSP Customer Acquisition Accelerators for 3 Clouds
Unique new customer add accelerators to drive results for each Microsoft Cloud - Launching October 1, 2019 

Two earning thresholds with fixed 
payout amounts
• New customer = customer TPID 

which achieves, for the first time in a 
month, $1,000 USD or more in billed 
revenue

Note: For new customer TPIDs with initial transactions 
greater than $5,000 USD of revenue in a month, the 
partner will earn a one-time incentive of $4,000 USD 

Two-part accelerator:
1. Achieving new customer eligibility 
2. Continued growth of that new 

customer

Cap accelerator at $100,000 USD per customer

New customer = customer TPID that 

reaches, for the first time in the previous 

12 months, $250 USD in monthly revenue 

(or $3,000 USD for annual subscriptions)

Intelligent Cloud Business Applications Modern Workplace

Reward for Azure new customer sales 
and growth

Reward for O365/M365 new customer 
sales and growth

Reward for D365 new customer sales and 
growth

NOTE – Customer must be net new to Microsoft (measured at the TPID level) to qualify for these accelerators

Threshold 

(monthly billed revenue)
One-time Earning

$1,000 USD $500 USD

$5,000 USD $3,500 USD

Threshold 

(monthly billed revenue)
Earnings

New Customer

TPID achieves $1,000 USD

20% of Annual 

Contract Value (ACV)

Growth of New Customer*

Customer TPID achieves 

growth over the fiscal year

*Launches January 1, 2020

20% of ACV on 

growth portion of 

monthly billing above 

previous high 

revenue watermark

Threshold 

(monthly 

billed 

revenue)

Monthly Earning

$250 USD 5% of monthly billed 

revenue for 12 months 

(where revenue exceeds the 

threshold)

Note: Includes additional seat adds 
for first 12 months



Incentive Eligibility – MPN competencies 

To participate in the Indirect 

Reseller incentive, a partner must 

attain one of the named MPN 

competencies at v-org level and 

meet the following:

▪ Silver or Gold level competency 

attainment

▪ Competency status must be 

Active Earned, Active Pre-

Approved, Active Non-

Compliant or Active Inherited

Competency  Level

Cloud Business Applications Silver or Gold

Cloud Customer Relationship Management* Silver or Gold

Cloud Platform Silver or Gold

Cloud Productivity Silver or Gold

Data Analytics Silver or Gold

Data Platform Silver or Gold

Enterprise Mobility Management Silver or Gold

Enterprise Resource Planning Silver or Gold

ISV* Silver or Gold

Small and Midmarket Cloud Solutions Silver or Gold

Windows and Devices Silver or Gold

* Competency retired. Partners will remain eligible under these competencies until their 

competency anniversary date.



Payments

▪ Partners may receive payments via wire transfers.

▪ Partners can only receive payments after completing 

enrollment to the partner incentive tool. 

▪ Partners can view their earnings  and payment activities 

via the Partner Center Dashboard. 

Payment schedule1 Payment method2

Minimum payment threshold3

Type Frequency Expect payment within

Rebate Monthly
45 days after end of 

earning month

▪ If the incentive earnings are below the minimum threshold of $200 USD, those earnings will be carried over 

to the following month and the partner will not receive payment. 

▪ Incentive earnings under $200 USD at the end of the program year (July 1, 2018 – June 30, 2019) will be 

forfeited.





FY20 Indirect Reseller Incentive: Co-op (launched January 1, 2020)

Enables partners to conduct marketing activities that increase brand awareness and drive sales pipeline growth

Facilitates focused solution practices and Centers of Excellence.

Extend existing budgets, ensuring adequate levels of Microsoft-focused marketing and readiness activities by the partner.

Increase profitability because earnings are reinvested into the business rather than being shared with customers as part of a 

discounting strategy.

Drive business growth rather than being included in the company’s general account, incentive earnings are allocated to increase sales 

pipeline and build focused business practices

Earnings may be invested in:

• Readiness

• Specialization development 

• Microsoft certification attainment

Co-op Guidebook available on Partner Incentives on MPN

Incentive Rebate Co-op

Core 60% 40%

Accelerator 60% 40%

Microsoft will calculate monthly incentive earnings using a split of 60% rebate / 40% co-op.  

http://aka.ms/partnerincentives


Co-op Launch Overview (past, present, future)

Q4 FY19 (April 2019)

• Announced co-op intent to 

Direct Partners, Indirect 

Resellers and HQ  + Field 

Teams

H2 FY20 (Jan 1, 2020)

• Incentives calc’d with 

rebate/co-op split

• Initiate co-op planning rhythm 

with partners

• Train partners on 

tools/processes

H1 FY21 +(July 1, 2020)

• Direct Bill partners & Indirect 

Resellers may execute co-op 

usage plans and start claims 

process

Background

CSP Direct Bill Partner and CSP Indirect Reseller incentives were initially launched without a co-op component (all rebate). 

Launch plan

To ensure that our key CSP selling partners have adequate funds to support marketing efforts, build sales pipeline, and execute readiness 

investments, we will introduce co-op into these incentives for partners that earn above a defined threshold. 

• Rebate/co-op split as part of the incentive calculation in H2 FY20 starts Jan 1, 2020

• Announced to partners in April 2019 (10 months advanced warning) to land appropriately with partner audience

• Funds become available for usage in H1 FY21 (July 1, 2020)

• Minimum earning threshold set @ $4,000 USD per fiscal semester to ensure co-op lands with partners that can drive measurable 

impact.

Launch management

• Targets partners and relevant HQ, field teams

• Plan maintains initial and follow-up comms and execution guidance to all parties throughout the process

74



Earn

Per program calculation 

against 

eligible revenue

Rebate + Co-op

✓ Co-op programs run on a 6-month program period.

✓ Accrued funds are calculated based on eligible revenue from previous fiscal 

half and calculated per the rates and terms of the program agreement. 

H1 Program Period

(1 JUL – 31 DEC)

H2 Program Period

(1 JAN – 30 JUN)

JUL AUG SEP OCT NOV DEC JAN FEB MAR APR MAY JUN

Q1 Q2 Q3 Q4

August 15 February 15

Funds Available = Rebate Payment and 

Co-op available for Previous Fiscal Year’s 

H2 earnings

Funds Available = Rebate Payment and 

Co-op available for Previous Fiscal Half 

earnings

Extends to next fiscal 

year H1 program period

Co-op earning and usage periods

Partner is eligible to earn rebates 

and co-op funds through sales of 

eligible licenses and products 

during the earning period (6-

month)

When partner meets all 

requirements, rebate and co-op 

funds are then awarded for 

payment and usage. Rebates are 

paid automatically and co-op 

funds are paid against eligible 

activities

Partner claims earned co-op 

funds after an eligible market 

development, demand 

generation, or readiness activity 

is performed during the 6-

month usage period



Demand 

Generation

Co-op eligible activities

Partner 

Readiness

Market 

Development

Traditional advertising with broad 

reach that furthers the marketing 

and promotion of Microsoft 

offerings. Results and audience 

size are measurable.

Marketing activities designed for 

a specific customer audience that 

support the sale of Microsoft 

software licenses.

Expenses related to Microsoft 

training, technical certification, 

and program fees for internal 

partner personnel that promote 

the development of Microsoft 

technology expertise.

• Print advertising

• Digital advertising

• Direct mail/email/mobile 

SMS

• Partner website and SEO

• Microsoft syndicated 

content

• Multi-touch digital 

campaign

• Social media marketing

• Telemarketing

• Customer seminars and 

bootcamps

• Tradeshows and expositions

• Customer offers

• GTM Services

• Internal incentives and 

SPIFFs

• On-site champs

• Proof of concept

• Employee purchase web 

set-up for customers

• MPN participation

• Microsoft exams and tuition

• Internal training and floor 

days

• Microsoft hosted 

conferences

• Product seeding and demo 

units

Definition Qualifying activities



Resources

• aka.ms/partnerincentives: 

Info and guides for Partner 

Incentive programs

• aka.ms/CSPreadiness: 

Readiness info for Partner 

participating in the CSP 

channel

• microsoftreadiness.com: 

In-depth training for many 

incentive programs

Key assets1 Key locations2

Program assets Description

Incentive Guide Guide containing CSP Direct Partner incentive 

overview, including product rate and eligibility 

guidelines 

Partner Center Training on how a Partner utilizes the Partner 

Center dashboard to:

• Create Incentive Administrator(s) and Users. ​ 

• Navigate through the incentives tabs on the 

Partner Center Dashboard.

• Access help and support.

http://assetsprod.microsoft.com/incentives-in-

partner-center.pdf

Other Resources Program overview slide, FAQ list, product list 

addendum, training videos, etc. 

https://aka.ms/partnerincentives
https://aka.ms/CSPreadiness
https://www.microsoftreadiness.com/en
http://assetsprod.microsoft.com/incentives-in-partner-center.pdf


As of January 31, 2020, all partners in the Cloud Solution Provider program should have

accepted the MPA, including Indirect Resellers, to ensure no disruption of their ability to 

create new customers or place new orders for existing customers in the CSP program.

ASAP - partners that have not accepted the MPA will no longer be able to create new 

customers or place new orders for existing customers in the CSP program.

Actions:

• Onboard to Partner Center as an indirect reseller and accept the Microsoft Partner 

Agreement as part of the onboarding process

• If you have previously onboarded to Partner Center as an indirect reseller, accept the

Microsoft Partner Agreement on the Partner Center dashboard page using Global Admin

credentials

Know more here or contact your Indirect Provider/Distributor to help you

https://partner.microsoft.com/pt-PT/resources/collection/indirect-reseller-onboarding-for-mpa-in-csp#/










Microsoft Ignite: as novidades 

tecnológicas nas 3 clouds



Dynamics 365



Digital feedback loop

Engage 

customers

Optimize 

operations

Transform 

products

Empower 

people

Customers Products

Assets

People
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Microsoft Power Platform Marketing Sales Service

Finance and Operations Human Resources Commerce SMB Customer Data Platform

Additional Products

https://docs.microsoft.com/en-us/dynamics365/customer-service/help-hub
https://docs.microsoft.com/dynamics365/ai/customer-service-insights/overview
https://docs.microsoft.com/power-bi/
https://docs.microsoft.com/powerapps
https://docs.microsoft.com/flow/
https://docs.microsoft.com/en-us/dynamics365/mixed-reality/remote-assist/index
https://docs.microsoft.com/en-us/dynamics365/mixed-reality/layout/index
https://docs.microsoft.com/en-us/dynamics365/mixed-reality/guides/index
https://docs.microsoft.com/en-us/dynamics365/mixed-reality/product-visualize/index
https://docs.microsoft.com/en-us/dynamics365/business-central/index
https://docs.microsoft.com/en-us/dynamics365/ai/customer-insights/overview
https://docs.microsoft.com/dynamics365/field-service/user-guide
https://docs.microsoft.com/en-us/dynamics365/supply-chain/index
https://docs.microsoft.com/en-us/dynamics365/finance/index
https://docs.microsoft.com/forms-pro/
https://docs.microsoft.com/dynamics365/marketing/help-hub
https://docs.microsoft.com/dynamics365/customer-engagement/sales-enterprise/help-hub
https://docs.microsoft.com/dynamics365/ai/sales/overview
https://go.microsoft.com/fwlink/p/?linkid=848452
https://docs.microsoft.com/en-us/dynamics365/fraud-protection/overview
https://docs.microsoft.com/en-us/dynamics365/product-insights/index
https://docs.microsoft.com/en-us/dynamics365-release-plan/2019wave2/dynamics365-commerce/
https://docs.microsoft.com/en-us/dynamics365-release-plan/2019wave2/artificial-intelligence/dynamics365-connected-store/
https://docs.microsoft.com/dynamics365/ai/customer-service-virtual-agent/overview
https://docs.microsoft.com/en-us/dynamics365/ai/market-insights/help-hub
https://docs.microsoft.com/en-us/dynamics365-release-plan/2020wave1/dynamics365-human-resources/


Power Platform momentum 

>700%
growth in PowerApps 

production apps 

in the last year

>300%
growth in PowerApps 

Monthly Active Users 

in the last year

>3M
Monthly Active 

Developers on the 

Power Platform 

97%
of all Fortune 500 companies 

using Power Platform

>20PB
of data ingested into

Power BI each month

>25B
Microsoft Flow steps

run each day​

>25M
data models hosted in 

the Power BI service



Microsoft

Power BI Power Apps Power Automate

Connectors to hundreds of data sources



Power BI Power Apps Power Automate Power Virtual Agents

Connectors to hundreds of data sources

Microsoft



Microsoft 365







The world’s productivity cloud



Workflow Management





Announcing

IntuneProject CortexProject Cortex is the new knowledge 

network in Microsoft 365, empowering 

people with knowledge and expertise 

in the apps we use every day. 



M365 Security

Intune
New value in 

Azure AD

We’re introducing new connectors in 

Azure Sentinel to help security analysts 

collect data from a variety of sources.

IntuneAzure Sentinel Intune
Microsoft 

Authenticator

Previewing at the end of November, 

Azure AD Connect cloud 

provisioning is a new lightweight 

agent to move identities from 

disconnected Active Directory (AD) 

forests to the cloud

Microsoft Authenticator is available to 

customers as part of the Azure Active 

Directory (Azure AD) free plan. Deploying 

Multi-Factor Authentication (MFA) reduces 

the risk of phishing and other identity-

based attacks by 99.9 percent.

https://azure.microsoft.com/en-us/services/azure-sentinel/
https://techcommunity.microsoft.com/t5/Azure-Active-Directory-Identity/What-s-new-in-Azure-Active-Directory-at-Microsoft-Ignite-2019/ba-p/827831
https://www.microsoft.com/en-us/account/authenticator


M365 Security

We’re extending our endpoint detection 

and response capability in Microsoft 

Defender ATP to include MacOS, now in 

preview. We’re also planning to add 

support for Linux servers.

Intune

Microsoft 
Defender 

Advanced Threat 
Protection (ATP)

IntuneAzure Security 
Center

We’re announcing new capabilities to find 

misconfigurations and threats for 

containers and SQL in IaaS while providing 

rich vulnerability assessment for virtual 

machines. Azure Security Center also 

provides integration with security alerts 

from partners and quick fixes for fast 

remediation.

https://www.microsoft.com/security/blog/2019/11/04/further-enhancing-security-microsoft/


M365 Security

Now available in preview, Application 

Guard for Office provides hardware-level 

and container-based protection against 

potentially malicious Word, Excel, and 

PowerPoint files. It utilizes Microsoft 

Defender ATP to establish whether a 

document is either malicious or trusted

Intune
Application 

Guard for Office Intune
Azure Firewall 

Manager

Now in public preview, customers can 

manage multiple firewall instances from a 

single pane of glass with Azure Firewall 

Manager. We’re also creating support for 

new firewall deployment topologies.



Intune

Microsoft
Endpoint
Manager
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Why did Microsoft create 
Microsoft 365 Business?



“They got the CFO to wire $1.9M to a bank in 

southern Idaho, where someone had 

arranged…to transfer the money from there 

to Vietnam.” 

—Dave C. IT Partner for 

manufacturing company, 150 employees 

“My sister in law owns a company.  They just 

got hit with one of these cyber terrorist 

things and had to shell out like $40,000 

dollars to get their data back”

— Diane B, meal assembly kitchen, 10 employees

“£4,000 was paid to the wrong account, 

which we were very lucky to get back” 

— David L, import/export company, 10 

employees

“Thankfully, it…didn't jump through the 

network. We were able to lock it down 

quickly and limit exposure.” 

— Barry L, architecture firm, 125 employees

Stories about phishing and ransomware 



Legacy to Modern

Paradigm Legacy Modern

Mobility

Device

Security

Collaboration



What is 
Microsoft 365 Business?



Microsoft 365 Business: Security

+ Office 365   
Shared Computer Activation NEW+ Conditional Access NEW

+ Azure Multi Factor Authentication NEW

+ Self Service Password Writeback NEW

Intune

Windows Virtual Desktop NEW

Office 365 Data Loss Prevention

Azure Information Protection

Exchange Online Archiving

Defend against 

cyberthreats

Protect 

business data
Manage 

your devices

+ +

Office 365 Advanced Threat Protection

Microsoft Defender



Document IssuesDevice IssuesUser Issues

Layered approach to security 

Application IssuesEmail issues



Layered Approach to Security 

Identity Security Device Security Application Security Email Security Document Security

Microsoft 365 Business



How to implement security 
in Microsoft 365 Business



Approaches to implement security

Address top risks Implement a framework



Address top risks

Security defaults Configuration wizards



Implement a framework

Compliance Manager



Security Demo





Challenges in building business applications



Microsoft Power Platform
One connected platform that empowers everyone to innovate



Microsoft Power Platform

Power BI
Business analytics

Power Apps
Application development

Power Automate
Process automation

Power Virtual Agents
Intelligent virtual agents

The low-code platform that spans Office 365, Azure, Dynamics 365, and standalone applications

Innovation anywhere. Unlocks value everywhere.

Common
Data Service

Data
connectors AI Builder



Empower every 
Power platform Mission

Citizen Developers.

Pro Developers.

IT Developers.



PowerApps



▪ Build highly customized task- and role-based canvas 

apps with data from one or multiple sources

▪ Generate immersive model-driven apps, starting from 

your data model and business processes

▪ Consume fully accessible apps across web and mobile, 

embedded or standalone, on any device

Enterprise-grade Pro-developer extensibilityCloud and on-premises connectivity



▪ Automate and model business processes across your 

apps and services

▪ From simple automations to advanced scenarios with 

branches, loops, and more

▪ Trigger actions, grant approvals, and get notifications 

right where you work

Enterprise-grade Pro-developer extensibilityCloud and on-premises connectivity



▪ Connect to all your data and get a consolidated view 

across your business through a single pane of glass

▪ Create ad-hoc analysis, live dashboards and interactive 

reports that are easy to consume on the web and 

across mobile devices

▪ Build smart apps by infusing insights from your data 

and drive action with the power of the Powerlatform



Seamless hybrid connectivity to on-premises systems 
via the On-Premises Data Gateway 

Custom Connector support allows the registration of 
developer / IT systems as a building block for citizen 
developers

Use multiple data sources in a single application for 
processes that span systems. 

230+ built-in connectors 

+ custom connectors



PowerApps Demo




