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Agenda

• MCAIPP – uppdateringar inom partnerprogrammet

• MW+S – nyheter och partnerprogram FY25

• Bizapps – nyheter och partnerprogram FY25

• Azure – nyheter och partnerprogram FY25

• Vendor Digital Sales – partnersamarbete

• Kommande träningar 



Microsoft AI Cloud partner program 

Blog post partner.microsoft.com/sv-SE/blog/article/innovate-

with-partner-benefits

https://partner.microsoft.com/sv-SE/blog/article/innovate-with-partner-benefits
https://partner.microsoft.com/sv-SE/blog/article/innovate-with-partner-benefits
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Journey for all partners

Options for partners who provide software

Options for partners who provide services

New members

Microsoft for 

Startups 

Founders Hub

ISV Success Certified 

software 

designations

Solutions 

Partner 

designations

Specializations

Partner Launch

Benefits

Partner Success 

Core Benefits

Partner 

Success Expanded

Benefits
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MCAIPP Update resources

• MCAIPP Updates Landing Page & Office Hours
• Legacy benefits blog post Microsoft AI Cloud Partner Program benefits guide
• FAQ
• Partner benefits page on the Microsoft partner website
• Partner walking deck
• For FY25 investments and incentives: Partners can register for our office hours 

sessions for live Q&A or reach out to support if they have specific questions

If there are questions not answered in these resources, please submit a support ticket in 
Partner Center.

https://globalpbocomm.eventbuilder.com/MCILandingPage
https://aka.ms/legacybenefitsblog
https://aka.ms/MAICPPBenefits
https://aka.ms/solutionspartner.FAQ
https://partner.microsoft.com/en-us/partnership/compare-programs
https://aka.ms/FY25BenefitUpdatePartnerWalkingDeck
https://globalpbocomm.eventbuilder.com/MCILandingPage
https://globalpbocomm.eventbuilder.com/MCILandingPage


FY25 Priorities

Copilots on every 

device across 

every role

AI design wins 

with every 

customer

Securing the 

cyber foundation

of every customer

M365 core 

execution

Migrations, 

migrations, 

migrations



Microsoft Confidential

Back to TOC

FY25 MW SMB Mainstream Solution Plays

1. Secure Productivity
2. Driving Business 

Transformation with Copilot

Target Audience BDM and IT Pro BDM and IT Pro

Business Outcome
Drive upsell w/ BP or ME3 and new 

customer acquisition w/ BS

Drive Copilot revenue focused on productivity 

and business transformation.

Hero Products Biz Standard, Biz Premium, ME3 Copilot for Microsoft 365

Metrics BP/ME3 Bill Rev, NPSA, Premium Mix Copilot Seat Adds, Coverage, MAU



Microsoft Confidential

CSP SMB Key Partner Investments

Global programs and incentives Overview Key Resource

Partner 

Investments

CSP Briefings
Thru-partner funded demand gen workshops targeted at 

New Customer Acquisition and Upsell to BP and Copilot
CSP Briefings

M365 Accelerate
Thru-partner pre and post sales funded investment to 

drive new customer acquisition and Upsell to E3/E5

Microsoft 365 Accelerate (pre and post sales 

engagements)

Copilot Accelerate
Thru-partner pre and post sales to drive Copilot sales 

and adoption

Copilot Accelerate (pre and post sales 

engagements)

Solution Assessments

Thru centralized SMB Assessment Desk via partner. 
Cybersecurity as well as Copilot optimization 
understanding, to drive upsell to E3/E5/BP and Copilot.

Solution Assessment Program 

Level Up (former Masters training)
In-person and virtual training to enhance technical and 

sales expertise.
Level Up Training Resources

Microsoft 365 Lighthouse/

Sales Advisor

Proactive account management with AI-driven customer 

insights to drive management, expansion, and upsell
CLAS and Sales Advisor

Campaigns in a Box
Thru-partner ready marketing campaigns to drive 

customer demand at scale.

Campaign in a Box and Digital Marketing 

Content (microsoft.com)

CSP Promotions
Time-bound promotions in CSP across different products 

to accelerate acquisition and/or upsell
CSP Promotions and Offers

Partner 

Incentives

New Customer Add Accelerator

Standard partner incentives for acquiring new customers 

and upselling existing customers to BP/ME3/ME5.
Commercial Incentives Guide

Core and Strategic Product 

Incentives

Back to TOC

https://cloudpartners.transform.microsoft.com/partner-accelerators/csp-briefings
https://cloudpartners.transform.microsoft.com/partner-accelerators
https://cloudpartners.transform.microsoft.com/partner-accelerators
https://cloudpartners.transform.microsoft.com/partner-accelerators
https://cloudpartners.transform.microsoft.com/partner-accelerators
https://www.microsoft.com/en-us/solutionassessments/register
https://cloudpartners.transform.microsoft.com/partner-gtm/csp?tab=csp-masters-training
https://partner.microsoft.com/en-us/solutions/cloudascent
http://lighthouse.microsoft.com/
https://partner.microsoft.com/en-us/asset/collection/copilot-for-microsoft-365
https://dmc.partner.microsoft.com/product-areas/6/campaigns/658
https://dmc.partner.microsoft.com/product-areas/6/campaigns/658
https://cloudpartners.transform.microsoft.com/partner-gtm/csp?tab=csp-incentives-offers
https://partner.microsoft.com/en-us/asset/collection/microsoft-commerce-incentive-resources


Threat Protection

Go big in SMC

Partner opportunities to grow with Microsoft 

Modern Sec Ops 

Sentinel migration 

Data security 

Securing AI

FY25 Security priorities
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FY25 SMB | Solution Assessments – Program One Slider
 Security

Why does program exist? How does program work? What are the program outcomes? 

• Help customer to understand their 
cybersecurity risks.

• Evaluate customer Security
current state.

• Identify gaps and path forward for 
remediation.

• Partner can nominate customers, or a 
customer can ask for an assessments 
thru centralized SMB Assessment Desk 
Solution Assessment Program 
(microsoft.com). OR

• Customers/Partners can apply for a 
Cybersecurity Self-Service Assessment 
Solution Assessment Program 
(microsoft.com).

• Solution assessment specialist qualifies 
the opportunity and attach Partner.

• Generate Pipe and increase velocity.

• Qualify and rank potential leads.

• Drive Security projects thru partners. 

• Eligibility criteria: All customers eligible
Home - Solution Assessments Program 
(microsoft.com)

https://www.microsoft.com/en-us/solutionassessments/register
https://www.microsoft.com/en-us/solutionassessments/register
https://www.microsoft.com/en-us/solutionassessments/self-assessment
https://www.microsoft.com/en-us/solutionassessments/self-assessment
https://www.microsoft.com/en-us/solutionassessments/
https://www.microsoft.com/en-us/solutionassessments/


Classified as Microsoft Confidential – Microsoft Internal Only View – DO NOT SHARE EXTERNALLY 14

Sample report CSAT Assessment
latest addition – NIS2 mapping
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FY25 SMB | Cloud Ascent (CA)

Why does CA exist? How does CA work? What are the program outcomes? 

• Get sales insights on your existing 
customers

• Uses data-driven analysis to reveal 
existing customers who are ready to 
buy.

• CloudAscent uses machine learning on 
your sales and data sources to highlight 
new opportunities and generate fresh 
customer propensity reports monthly.

• CloudAscent calculates your customers' 
intent to buy and sorts them into four 
clusters. Prioritize the "Act Now" and 
"Evaluate" clusters, as they are 
immediate sales opportunities.

• Download your customer opportunity 
reports- High-propensity customers 
you've transacted with will appear in 
your report on Partner Center.

• Align your sales outreach with customer 
intent

• Make more successful campaign and 
events targeting the right customers at 
the rights stages in the salecycel.

• Eligibility criteria: All your existing customers 

• Read more about the tool here Microsoft CloudAscent

 Security

https://partner.microsoft.com/en-US/solutions/cloudascent


Business Applications

Peter Nicks



Agenda 

SCALE LARGE DEALS NEXT 
WORKLOAD

MIGRATIONS



Utilize SMB BAPA and 
campaigns
• Pre sales

• Need assessment BC -1500 USD
• Need assessment Low Code -1500 USD

• Post Sales
• BC deployment offer 4500-18 000 USD

• Migrations
• AIM assessment -3500 USD
• Bridge to cloud 

• Technical presales support Business Central
• https://aka.ms/bcconcierge
• d365bc_concierge@microsoft.com

• 10% discount on BC for M365 BP customers
• aka.ms/BCM365Promo

• Price increase from October
• New pricing for Microsoft Dynamics 365 effective October 2024 - Microsoft Dynamics 365 Blog

• More info here Dynamics 365 Partner Hub (microsoft.com)

https://aka.ms/bcconcierge
https://aka.ms/bcconcierge
mailto:d365bc_concierge@microsoft.com
https://nam06.safelinks.protection.outlook.com/?url=https%3A%2F%2Faka.ms%2FBCM365Promo&data=05%7C02%7CPeter.Nicks%40microsoft.com%7Cb84b8c384a7b44a5745708dcbc36c747%7C72f988bf86f141af91ab2d7cd011db47%7C1%7C0%7C638592190667566550%7CUnknown%7CTWFpbGZsb3d8eyJWIjoiMC4wLjAwMDAiLCJQIjoiV2luMzIiLCJBTiI6Ik1haWwiLCJXVCI6Mn0%3D%7C0%7C%7C%7C&sdata=N3DmmdJFkmIc7FtYc%2Bm%2BSWs92%2BBHwaaADZTyE%2FXdsn4%3D&reserved=0
https://www.microsoft.com/en-us/dynamics-365/blog/no-audience/2024/04/12/new-pricing-for-microsoft-dynamics-365-effective-october-2024/?msockid=0633f7f0d4ff65d53168e556d51f648c
https://dynamicspartners.transform.microsoft.com/benefits-skilling/funded-engagements


Stöd från Microsoft genom hela BC-
processen

Marketing
(coop)

Workshop
(needs 

assessment 1500 
USD)

10% discount for 
M365 BP 

customers

Deployme
nt (4500 USD 

och uppåt)



Business Central Migrations – Microsoft 
supporting

Marketing
(coop)

Workshop
(needs 

assessment 1500 
USD)

AIM 3500 
USD

Bridge 2 
cloud 40% 
discount

Deployment 
(4500 USD och 

uppåt)



H1 partner webinars

• September 13: BizApps Power Hour

• September 14: SMB FY24 Programs

• September 19: MCI Biz Apps Overview

• September 26: AIM with Microsoft for 
Partners

• October 17-19: Biz Apps Sales Bootcamps

• Bizapps Partner Community Call – August – 
Sweden Cloud Champion 

o Inspelad med alla partner offerings

https://nam06.safelinks.protection.outlook.com/?url=https%3A%2F%2Fevents.teams.microsoft.com%2Fevent%2F4a70c3f6-62e4-4f4d-a9c7-ac6847727296%40b00367e2-193a-4f48-94de-7245d45c0947&data=05%7C01%7CPeter.Nicks%40microsoft.com%7Cbb848b2c1c284a63271f08dbaf749185%7C72f988bf86f141af91ab2d7cd011db47%7C1%7C0%7C638296687442782108%7CUnknown%7CTWFpbGZsb3d8eyJWIjoiMC4wLjAwMDAiLCJQIjoiV2luMzIiLCJBTiI6Ik1haWwiLCJXVCI6Mn0%3D%7C3000%7C%7C%7C&sdata=NmrGZyyL6mnIB%2Fs5UkczT3AUwwXTFCytfZYo%2FhbB7Yo%3D&reserved=0
https://nam06.safelinks.protection.outlook.com/?url=https%3A%2F%2Faka.ms%2FsmbFY24programs&data=05%7C01%7CPeter.Nicks%40microsoft.com%7Cbb848b2c1c284a63271f08dbaf749185%7C72f988bf86f141af91ab2d7cd011db47%7C1%7C0%7C638296687442782108%7CUnknown%7CTWFpbGZsb3d8eyJWIjoiMC4wLjAwMDAiLCJQIjoiV2luMzIiLCJBTiI6Ik1haWwiLCJXVCI6Mn0%3D%7C3000%7C%7C%7C&sdata=m4rgXk9%2BRijwomXM3faeH0CHivS8D8uqbgf2tA0KjMc%3D&reserved=0
https://nam06.safelinks.protection.outlook.com/?url=https%3A%2F%2Fglobalpbocomm.eventbuilder.com%2Fevent%2F77502%3Fsource%3DMCILandingPage&data=05%7C01%7CPeter.Nicks%40microsoft.com%7Cbb848b2c1c284a63271f08dbaf749185%7C72f988bf86f141af91ab2d7cd011db47%7C1%7C0%7C638296687442937854%7CUnknown%7CTWFpbGZsb3d8eyJWIjoiMC4wLjAwMDAiLCJQIjoiV2luMzIiLCJBTiI6Ik1haWwiLCJXVCI6Mn0%3D%7C3000%7C%7C%7C&sdata=eYmeI0aDt0wQsqvm4ir7lSvy73w81CULgI9xnHHoBeY%3D&reserved=0
https://nam06.safelinks.protection.outlook.com/?url=https%3A%2F%2Fmsit.events.teams.microsoft.com%2Fevent%2Ff51ceb0f-c731-4bda-aa0f-d3fba1d63db6%4072f988bf-86f1-41af-91ab-2d7cd011db47&data=05%7C01%7CPeter.Nicks%40microsoft.com%7Cbb848b2c1c284a63271f08dbaf749185%7C72f988bf86f141af91ab2d7cd011db47%7C1%7C0%7C638296687442937854%7CUnknown%7CTWFpbGZsb3d8eyJWIjoiMC4wLjAwMDAiLCJQIjoiV2luMzIiLCJBTiI6Ik1haWwiLCJXVCI6Mn0%3D%7C3000%7C%7C%7C&sdata=X7VfwKpBMeNaa3m9Rf3FjRI5x%2BEmjBfxW82acLdhwbw%3D&reserved=0
https://nam06.safelinks.protection.outlook.com/?url=https%3A%2F%2Fmsit.events.teams.microsoft.com%2Fevent%2Ff51ceb0f-c731-4bda-aa0f-d3fba1d63db6%4072f988bf-86f1-41af-91ab-2d7cd011db47&data=05%7C01%7CPeter.Nicks%40microsoft.com%7Cbb848b2c1c284a63271f08dbaf749185%7C72f988bf86f141af91ab2d7cd011db47%7C1%7C0%7C638296687442937854%7CUnknown%7CTWFpbGZsb3d8eyJWIjoiMC4wLjAwMDAiLCJQIjoiV2luMzIiLCJBTiI6Ik1haWwiLCJXVCI6Mn0%3D%7C3000%7C%7C%7C&sdata=X7VfwKpBMeNaa3m9Rf3FjRI5x%2BEmjBfxW82acLdhwbw%3D&reserved=0
https://nam06.safelinks.protection.outlook.com/?url=https%3A%2F%2Fvshow.on24.com%2Fvshow%2FFY24_SBcamp%2Fregistration%2F23189&data=05%7C01%7CPeter.Nicks%40microsoft.com%7Cbb848b2c1c284a63271f08dbaf749185%7C72f988bf86f141af91ab2d7cd011db47%7C1%7C0%7C638296687442937854%7CUnknown%7CTWFpbGZsb3d8eyJWIjoiMC4wLjAwMDAiLCJQIjoiV2luMzIiLCJBTiI6Ik1haWwiLCJXVCI6Mn0%3D%7C3000%7C%7C%7C&sdata=d9EK9sg6Ck8TZTHXM7g%2Bw8me%2Ft%2B7R9d4IqvCK0GmzRY%3D&reserved=0
https://ingram.cloudchampion.se/c/bizapps-partner-community-call-aug
https://ingram.cloudchampion.se/c/bizapps-partner-community-call-aug


THE DYNAMICS 365 JOURNEY (incl. OP2OL migrations)

Partner Priorities | Key Motions | Funding | Programs

Targeted Lead 
generation

Focused BC 
Events

Assessments or 
Workshops

Tailored demo 
incl. AI

Offering & 
Close Implementation

▪ Execute intentional demand generation activities to grow pipeline
▪ Drive assessments with every opportunities to accelerate the sales cycle
▪ Win new customers landing Business Central Copilot/AI and Modern Work integration value proposition
▪ Double customer adds capacity by delivering repeatable offering at scale

CooPCooP CooP Pre-Sales Act.
Pre-Sales Act.

Pre-Sales Act. Promo’s & offerings Post-Sales Act.

MSFT Funding

Resources

• CLAS
• Cohort Playbook
• Cohort Sales Guide
• Content OnDemand
• Partner marketing Center

• GTM SMB BC
• BC BOM
• Transform Business 

Operations customer 
pitch deck

• Business Central 
Conversation Starter

• Business Central Needs 
Assessment

• AIM Campaign
• AIM Assessment Workshops
• Migration TCO Tools: 

Calculators

• How to set up a Trial
• Business Central Trial
• demos
• Bridge to the Cloud 2 

offer

• Bridge to the Cloud 2 
Promo

• Business Central 
Concierge

• Overview of Tasks to 

Set Up Business 

Central – Microsoft 

Learn

• Business Central 

Quick Starts

• Technical Support for 

Dynamics 365 

Business Central

Listen & Consult Inspire & Design Empower & Achieve Realize Value

Partner Journey here.

Partner Journey here.

Access the Partner 

Journey here.

https://aka.ms/Co-opResources
https://aka.ms/Co-opResources
https://partner.microsoft.com/en-US/asset/collection/microsoft-commerce-incentive-resources#/
https://partner.microsoft.com/en-US/asset/collection/microsoft-commerce-incentive-resources#/
https://partner.microsoft.com/en-US/asset/collection/microsoft-commerce-incentive-resources#/
https://partner.microsoft.com/en-US/asset/collection/microsoft-commerce-incentive-resources#/
https://partner.microsoft.com/en-us/solutions/cloudascent
https://aka.ms/SMBCohortPlaybook
https://aka.ms/SMBBAScaleBusinessOperationsSalesGuide
https://dmc.partner.microsoft.com/product-areas/1/campaigns/219
https://aka.ms/PMCDMWLCampaign
https://dynamicspartners.transform.microsoft.com/gtm/smb/business-central
https://aka.ms/ScaleBusinessOperationsBoM
https://aka.ms/FY24BizCentralPitchDeck
https://aka.ms/FY24BizCentralPitchDeck
https://aka.ms/FY24BizCentralPitchDeck
https://aka.ms/BusinessCentralConversationStarter
https://aka.ms/BusinessCentralConversationStarter
https://aka.ms/BizAppsPartnerPresalesActivities
https://aka.ms/BizAppsPartnerPresalesActivities
https://aka.ms/BridgetoCloud
https://aka.ms/BizAppsPartnerPresalesActivities
https://aka.ms/BizCentralTCOCalculator
https://aka.ms/BizCentralTCOCalculator
https://aka.ms/BizCentralHowtoSetup
https://aka.ms/BizCentralTrial
https://dynamics.microsoft.com/en-us/business-central/demo/
https://aka.ms/BridgetoCloud
https://aka.ms/BridgetoCloud
https://aka.ms/BridgetoCloud
https://aka.ms/bcconcierge
https://aka.ms/bcconcierge
https://aka.ms/BizCentralSetupTasks
https://aka.ms/BizCentralSetupTasks
https://aka.ms/BizCentralSetupTasks
https://aka.ms/BizCentralSetupTasks
https://aka.ms/BizCentralQuickStarts
https://aka.ms/BizCentralQuickStarts
https://aka.ms/BizCentralTechSupport
https://aka.ms/BizCentralTechSupport
https://aka.ms/BizCentralTechSupport
https://aka.ms/SMBBAPartnerSolutionPlayJourneys
https://aka.ms/SMBBAPartnerSolutionPlayJourneys


















Rapid Assessment Details  



Solution Assessments leverage Microsoft tools and ISV tools, to provide a robust foundation of data
• Rapid Migration: The assessment will take 2-3 weeks, requiring <5 hours effort from customer

• Rapid Security:   The assessment will take 1-2 weeks, requiring <8 hours effort from customer

• Copilot M365 Ready: The assessment will take 1-2 weeks, requiring  4-8 hours effort from customer

• The 4 steps below will be conducted by Microsoft’s technical consultant, involving the customer and 
partner throughout. 

Kick-off/Pre- 

Deployment Call
Deployment Call

Report Generation / 

Data Analysis

Recommendation and 

Analysis Discussion

1 2 3 4

• Overview Assessment 

value and process

• Provide detail on the 

tooling to be used, and 

pre-requisites for 

successful deployment

• Schedule deployment

• Validate completion of 

pre-requisites

• Walk through tool 

deployment (if 

applicable)

• Define next steps in 

data collection and 

report generation

• Generate report(s) 

from the deployed 

tool (Technical 

Consultant will provide 

guidance)

• Review and Analysis to 

create final report

• Review findings and next-

step recommendations

Overview | Assessment Process



Rapid Migration Assessment | What You Get

Azure Migrate Discovery

• Scans a customer’s in-scope 

Windows and Linux server 

environment, both on-premises 

and in the cloud

• Collection of software inventory 

and identification of SQL servers 

and web apps

• Collection of 7 days of server and 

SQL instance performance data

2 31

Azure Migrate Assessments

• Azure readiness assessment 

workbooks for all scanned Windows 

Servers, SQL servers, and Web Apps

• Estimated Azure sizing for Azure 

VMs, Azure SQL configurations, 

Azure storage, and number of 

Azure VMWare Solution nodes

• Azure cost estimates for running 

on-premises servers in Azure across 

multiple pricing options (PAYGO, 

Azure Hybrid Benefits, Reserved 

Instances, Azure Savings Plans)

• Server performance metric 

summaries (CPU utilization, RAM 

utilization, etc.)

Assessment Report

The Desk will provide a report 

outlining key findings and high-

level recommendations in support 

of migration including:

• Financial summary

• Recommendations for Azure 

VMs, Azure Web Apps, and 

Azure SQL MIs, including 

estimated annual storage and 

compute costs

• Identification of Win and SQL 

Svr end-of-support to 

highlight migration quick wins

• AVS recommendations and 

cost estimates

• AHB and RI recommendations

Objective: Provide 

Microsoft partners and 

customers with server 

Rapid Migration 

Assessments that can 

help drive customer 

migrations, either 

through the use of built-

in reports to support 

rapid Windows and SQL 

Server migrations or as 

a foundation for a 

deep-dive analysis.



© Copyright Microsoft Corporation. All rights reserved. 

Assessment Stages

Rapid Migration Assessment | Estimated Timeline

Assessment 

Planning

Azure Migrate 

Discovery

Report 

Generation and 

Delivery

Post-

Assessment

5 days 7-10 Days

Nomination 

submitted via 

MS website, 

validated 

between Ops 

and Partner

Nomination 

approved, TC 

assigned, and 

Pre-

deployment 

call scheduled

Pre-

Deployment 

Call discussing 

process and 

tool 

requirements

Customer 

Deploys Azure 

Migrate

Discovery 

Complete

Report 

Generated and 

Internal 

Review Call

Assessment 

Report Review 

Call with  

Partner and 

Customer

Assessment 

Follow-Up and 

Migration 

Planning with 

Partner

3 days 1-3 Days 1-3 Days Variable1-7 days

Total Estimated Time from 
Nomination approval to 

Report Delivery: 2-3 weeks



Vendor Digital 
Sales 

Lino Edbladh – Account Lifecycle 
Manager, TUM

Agenda:
• Vilka vi är
• Hur vi fungerar för Microsoft Partners
• Hur det har gått hittills och vad vår vision är



Vilka vi är:



VDS / Partner

• Kvalificering av affärsmöjligheter

• Partner engagement

• Closing



Resultat och vision
+ Väl godkänt första år för VDS

+Växande intresse för D365

-Lägre Azure möjligheter skapade stundtals

-AI lösningar utanför M365



Vision

• Högsta nivå FY24 blir lägsta nivå FY25
• Öka antal Azure affärer, bra start FY25
• Få fler kunder att följa med på Microsoft´s AI-resa 
• Växa i antal och i kompetensnivå internt
• Identifiera utmaningar hos kunder och dela dessa (Gäller alla)



FY25 EMEA Big Bets: 4. Awareness & Skilling Consumption  

Partner Training Gallery Partner playbooks, newsletters, and guides

ASK YOUR PARTNERS TO SUBSCRIBE: aka.ms/PartnerSkillingNewsletter 

https://partner.microsoft.com/en-us/training/#/
https://partner.microsoft.com/en-us/asset/collection/partner-enablement-guides#/
https://customervoice.microsoft.com/Pages/ResponsePage.aspx?id=v4j5cvGGr0GRqy180BHbR5mDe-EgqD9NhKDZeWk89JNUOUtNNVdFNk9PQVRNWkdSUTFCMUdRWEFZWiQlQCN0PWcu&vt=72f988bf-86f1-41af-91ab-2d7cd011db47_7833c09a-4b08-4859-935d-e34890f2b0e2_638512778980000000_NAM_Hash_9%2fnxZaiibwpZXbG7MxYxPcGC0oDimltg1UC6%2fROwoZA%3d&lang=en-US


Microsoft Events - EMEA FY25 Fast Start: Partner Skilling

https://msevents.microsoft.com/event?id=622359273


Teamsdagen 2024 – Start - Teamsdagen

https://www.teamsdagen.se/


Q&A
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