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Stage 1: Listen and Consult

What you need to KNOW
1. Customer business and Pain 

Points
2. Joint Partner / Microsoft Value 

Proposition
3. Your and the resellers role in the 

initial engagement
4. Microsoft Solution Areas and 

Plays

What you need to DO
1. Conduct thorough Discovery 

Sessions
2. Identify Solution Areas and Plays
3. Collaborate on building trust
4. Document and Qualify 

opportunities







Stage 2: Inspire and Design

What you need to KNOW
1. Customer’s Business Objectives 

and Desired Outcomes
2. Solution Capabilities
3. Microsoft’s and Partner’s 

combined Value
4. Detailed Solution Area and Play 

information

What you need to DO
1. Collaborate Solution Design
2. Develop and Present a business 

case 
3. Validate with the customer
4. Leverage solution area playbooks







Stage 3: Empower and Achieve

What you need to KNOW
1. Solution Proof Points
2. Customer Decision-making 

process
3. Contractual and Commercial 

Terms

What you need to DO
1. Conduct Demonstrations and 

Pilots
2. Build Customer Confidence
3. Finalise agreements







Stage 4: Realise Value

What you need to KNOW
1. Deployment Plan
2. Change Management 

Requirements
3. Support and Training resources

What you need to DO
1. Ensure Successful Deployment
2. Facilitate Change Management
3. Monitor and Report Process 







Stage 5: Manage and Optimise

What you need to KNOW
1. Solution Health Metrics
2. Customer’s Evolving Needs 
3. Opportunities for Enhancement

What you need to DO
1. Conduct Regular Reviews
2. Optimise and Enhance
3. Identify New Opportunities







Thank you for your time 
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