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Partnering with the Microsoft Commercial Marketplace

The value of channel in both ISV & Selling partner personas

Discoverability — product lead growth, line of business Transact & contract — business process change,
buying. Find, test, adapt & engage ISV Success FinOps & services orchestration aka.ms/UKMPO

Cloud Marketplaces
are platforms for
modern partnering

For every $1 in Microsoft
Revenue

$8.45 for services-led
partners

$10.93 for software-led
partners

Source: IDC, sponsored by Microsoft, “Microsoft Partners: Driving Economic Value and Al Maturity,” IDC #US52483124, September 2024.



https://assetsprod.microsoft.com/microsoft-partners-driving-economic-value-and-ai-maturity.pdf
https://www.microsoft.com/en-us/isv/isv-success
https://www.linkedin.com/smart-links/AQFVpXFW1oRNXQ/133f1a42-3ce6-4c16-ac51-4eca65c187b0

The 3 pillars of the new cloud & channel go to market

Product Led | Seller Led | Ecosystem Led

In 2025 2/3 of Enterprise buying Marketplaces aren’t about last The Microsoft product (cloud and
processes are digital direct & zero mile transactions - they are end user) & partner ecosystem are
touch platforms for partnering unmatched.

Skilling Sales & operations,
modernizing selling processes —
realise the benefits in the cloud

Digital Self Service supporting

GTM for SaaS is increasingly about the
product discovery & evaluation

Ecosystem — both product & partner

Consider buyer journey & adoption Access the Microsoft stakeholders in

. T———

- . your customers. Build trust and GTM for SaaS is increasingly about the
m afkrgccsegéorr?e%r’ggl’c?c?rz \;?rélr%aollzg??ev ol transact faster & larger solutions that Ecosystem — both product & partner
last longer
1. Build SaaS$ Free Trials 1. Cosell with Microsoft's Sellers 1. Use Channel-led Private Offers to
2. Price your product appropriately 2. Build cloud rev-ops & goaling enable modern resell
for market 3. Build Marketplace into your sales 2. Build with Al on Azure
3. Use elastic consumption models methodology (MEDDPICC) 3. Build your cloud +channel GTM



Software company to customer private offers

Software companies sell their offers direct to customers through marketplace

Software company > Customer

§EETE S E eSO Private offer management portal «reeeeeeesnnnaa,,
Software company : :
creates offer within
Partner Center, . . : Customer buys ..
sends to customer : . through Marketplace
</> > o ; ’ P [
o— o —0—
7: 7 E 7
Software Customer Customer Microsoft
company Accept Purchase '
Software company receives their payment, agency fee Microsoft collects from
applied. If Azure IP co-sell eligible, purchase counts customer and pays

towards cloud commitment software company



Channel-led opportunities with Microsoft Marketplace
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Resale Q?a@bled offers Multiparty private offers CSP private offers

@E}%the software company to Gives channel partner the ability Software companies extend margin
'\(\ power their channel to sell to extend software to their customers to Cloud Solution Providers to scale

O((\ software on their behalf—helping to unlock larger deals and simplify sales** for frictionless sales
C unlock new markets*

Distributed marketplaces

Ability for channel partners to distribute the Marketplace catalog into your own platform
to bundle software with your services for added customer value—creating new opportunities for scale.

* Resale enabled offers is available in all Marketplace geos except: Belarus, Brazil, China, India, Mexico, New Zealand, Russia, Singapore, South Korea
**Multiparty private offers is available when selling to customers in Canada, the United Kingdom, and the United States



Multiparty private offers

Software companies sell to customers through a channel partner within marketplace

Software company > Channel Partner > Customer

Channel
Software partner modifies RCTTITTETETETETETEs Private offer management portal ........................
company creates offer within H i s
offer within Partner Center, : uts) omer
Partner Center, el B : thrgzs h
</> sends t(r)tchannel = customer . . : Market;?lace ..
ner H H
partne o," : - - ..
—0- o- L —0-
7 :
Software Channel Customer Customer Microsoft
company partner Accept Purchase
Software company receives their Channel partner receives Microsoft collects from
payment, agency fee applied. If their margin customer, pays software
company and channel

Azure IP co-sell eligible, purchase

counts towards cloud commitment partner

For customers purchasing in Canada, the United Kingdom, and the United States



https://aka.ms/multiparty-private-offer

Software company to CSP private offers

Software companies sell to CSP customers through CSP partners within marketplace

Software company > CSP Partner > Customer

Outside of the Marketplace ...................................... .
Software company CSP partner Indireclic Tocét;l}:)CSP ﬁartner
creates CSP acquires offer : ~sellsto > reseller
private offer within within Partner Direct model: CSP partner
</> Partner Center .. CEmiaEr : sells to customer .
A
N : \
0 o o
Software
Marketplace CSP partner Customer
company :
N N
: Indirect model: Customer pays CSP
Microsoft pays software CSP partner keeps  reseller Who then pays CSP partner
company, agency fee margin, pays : Direct model: Customer pays CSP partner
applied Microsoft

.
.........................................................................................................................

Available globally*

*Microsoft Marketplace offerings can be purchased in 141 geographies as defined by the customer's billing address (source)



https://learn.microsoft.com/en-us/partner-center/marketplace-offers/marketplace-geo-availability-currencies

Resale enabled offers for customer private offers
Launching 19t November at Microsoft Ignite

T ) Software company Channel partner e Private offer management portal ......................... )
; » enables their offer for configures private kK
: : resell for a specific offer within Partner :
. channel partner . Center, sends to i
</> : within Partner Center - customer . .
; ; o )
—Q@— —@— 3 -
7 : 7
Software Channel . Customer Customer
Company Partner gecsil Burchase

Customer buys
through the

marketplace, if the
software is Azure IP

0
.................................................................................................

co-sell eligible,
Microsoft collects from the customer purchase counts
The ch | and pays the channel partner, minus towards customer’s
: ehc anfrt1e partner their agreed upon agency fee with cloud commitment &
pays the software partner Microsoft. aligns to co-sell
: -~ : as agreed, outside -~ Jm (note, 3% is standard fee, 50% reduced
: </> é ,'% : of the marketplace ,'% é ®l agency fee for all renewals) ..
. o, H ()
—0 —© ‘
Channel Microsoft )
Partner pays channel Microsoft
: partner

...................................

Outside of the marketplace
agreement between software

company and channel partner Available to all geos (except 9 exclusions)

Excluded markets: Belarus, Brazil, China, India, Mexico, New Zealand, Russia, Singapore, South
Korea



https://aka.ms/multiparty-private-offer

Walkthrough of private offer creation

Q.

Multiparty
private offers
ISV experience

o
o
%

Multiparty
private offers
Partner experience

Multiparty
private offers
Customer experience



@ Multiparty private offers
e ISV experience

Multiparty private offers (ISV experience)

= Microsoft Partner Center AR Search

Home

Workspaces

Apps and games Benefits Insights Internal tools Marketplace offers

" I = " 4 ) il

Membership Payouts My access

($=] .o +

Quick starts

I!lJ Publishing apps and games 1 I!m Benefits Overview 7 I!lJ How to publish Edge extensions 7 I!m Indirect reseller enrollment 7

About Insights 7 I!I Marketplace overview 7 I!IJ Publishing marketplace offers 7 I!m :::L’i‘r:rnZ:i:;:nbershiP




. T, o P X Multiparty Qrivate offers
Click “New private offer 2. 15V experience

= Microsoft Partner Center L search

Home M e offers > Private offers

Overview

Marketplace offers | Private offers

Private offers

" Filter

Partner Accept by Last modified (L 4 Private offer status  Purchase status

Fabrikam . Accepted date 07/31/2023 3072023 06/04/2023 u Pending
partner action

Fabrikam s Accepted date 06/30/2023 06/09/2023 05/31/2023 © Accepted




Multiparty private offers

Add the customer and selling partner ISV experience

= Microsoft Partner Center

Home Marketplace offers > Private offers Contoso for Adatum

Offer setup Contoso for Adatuml Offer Setup Save i] Delete [ Review and submit

Review and submit

Configure your private offer with customer and term details and add the partner you'll be working with. Learn more .7

Offer ID: 6d2993c7-160e-4c29-8918-c0746d94525d
e 12345678

Customer information

Customers will need to provide the publisher with their billing account ID — customers can run the eligibility check tool
=i and download the report to identify their billing account ID and check if they are approved to purchase via the
marketplace. Alternative ways to find the billing account ID can be found in the Azure portal =7 For customers with an
Enterprise Agreement (EA) with Microsoft, billing account ID is the same as their EA enrollment number.

Customer billing account ID *

XXXXXXX

Description

Description for your reference. This will not appear on your private offer.

Partner information *

Select the partner you want to authorize to sell your products per the offer terms specified below. Only one partner
can be added to the private offer. Learn more .

~+ Add partner | @

D Partner name Seller ID

You haven't added a partner

Click Add partner to get started.




Multiparty private offers

Specify your private pricing start and end dates S ISV experience

Customer terms

Customer start date*

The customer start and end date determines how long the private offer price will apply to customer purchases during
that time. This is different from the offer subscription start and end date. Determine whether the offer should start on
the day it's accepted by the customer or on a specific month. If a private offer is extended to a customer of a pay-as-
you-go product, selecting Accepted date will make the price applicable for the entire month, regardless of when the
agreement is started.

o

pecific month

Customer end date*

The private offer will be available through the last day of the selected month.

The private offer will end on the of the selected month.

Customer accept by date*




Add your customer terms and contacts

Customer terms and conditions

Upload a copy of the terms and conditions you want your customer to accept as part of the private offer, up to five
total attachments. Your terms and conditions must adhere to the Mic ment = and Microsoft-
supported billing models and offer types. Learn more [

- Add terms and conditions (PDPF) fi]

|_| File name Customer-facing document name *

Notification contacts
Provide contact email addresses for people within your company who should be notified of any changes in the
private offer status. Enter up to five contacts. Learn 1 =

+ Add contact | [

|7| Contact email address

Multiparty private offers
e ISV experience

Uploaded by

Contoso



Multiparty private offers
ISV experience

Add your products

= Microsoft Partner Center P Ssearch

Home Marketplace offers > Private offers Contoso for Adatum

Offer setup Contoso for Adatuml Offer Setup Save [i] Delete =[] Review and submit

Review and submit
Provide contact email addresses for people within your company who should be notified of any changes in the private
offer status. Enter up to five contacts. Learn more CF

+ Add contact  [i]

|:| Contact email address

I:l contoso@contoso.com

Product offers*

Add the offers or plans you authorize your partner to sell. You'll set the price to your partner, and your partner will be
able to adjust the customer price separately. A total of 10 products can be added to any private offer Learn mare CF

+ Add offer fil

Offer name |- Plan name Offer type Price type

You haven't added any private offer

Click Add offer to get started.

Sales note

Information entered here will not be visible to your partner or your customer and will only appear in your marketplace
reporting within the download exports for the orders, usage, and revenue dashboards and through programmatic API
access to marketplace analytics.

Notes

Use for additional information about this offer. Don't use personally
identifiable information like name or e-mail address.




Multiparty private offers

Set your partner price 2 sV experience

Product offers*

Add the offers or plans you authorize your partner to sell. You'll set the price to your partner, and your partner will be
able to adjust the customer price separately. A total of 10 products can be added to any private offer Learn more =4

-+ Add offer

‘_| Offer name | Plan name Offer type Price type Partner price (0 Status

~

‘_| Contoso Plan 1 Contoso AA 1 Default consumption plan Absolute price Co ; () Draft

Sales note

Information entered here will not be visible to your partner or your customer and will only appear in your marketplace
g within the download exports for the orders, usage, and revenue dashboards and through programmatic API




Multiparty private offers

NOtify your pa rtner e ISV experience

= Microsoft Partner Center £ search

Home Marketplace offers > Private offers

Overview

Marketplace offers | Private offers

Private offers

+ New private offer | Refresh Filter ~

Name Partner Originator Start End Accept by Last modified (L Private offer status  Purchase status

. . _ ~ Pending
for Adatum Fabrikam Yes Accepted date 07/31/2024 07/19/2023 06/06/2023 5 9 . N/A
p
partner action

dventure Works C Fabrikam s Accepted date 07/31/2023 6 2 06/04/2023 ~ Pending
partner action

Fabrikam 25 Accepted date 06/3 06/09/2023 05/31/20 Accepted




22\  Multiparty private offers
) .
“»® Partner experience

Multiparty private offers (Partner experience)

= Microsoft Partner Center £ search

Home

Workspaces

Apps and games Benefits Insights Internal tools Marketplace offers

Y x = " 4 - 4 oty

Membership Payouts My access

($=] .o +

Quick starts

I!lJ Publishing apps and games 1 I!m Benefits Overview 7 I!lJ How to publish Edge extensions 7 I!m Indirect reseller enrollment 7

About Insights 7 I!I Marketplace overview 7 I!IJ Publishing marketplace offers 7 I!m :::L’i‘r:rnZ:i:;:nbershiP




/2N Multiparty private offers

Click on the ‘Multiparty private offer’ Partner experience

= Microsoft Partner Center P Search
Home Marketplace offers > Private offers

Overview

Marketplace offers | Private offers

Private offers

Customers  CSP Partners  Multiparty

Create private offers that include additional partners to give your customers more options. Learn more =F

-+ New private offer [ & [ [ O Refresh % Filter ~ | © search

\:I Name Partner Originator Start End Accept by Last modified (I + Private offer status  Purchase status

Pendi
Contoso for Adatum Contoso No Accepted date 06/30/2023 06/30/2023 06/09/2023 enaing . N/A
partner action

Pendi

Contoso for Adventure Works Cycles Contoso Accepted date 07/31/2023 06/30/2023 06/07/2023 oy vencing N/A
partner action

~ Pending

./

Relecloud for Fourth Coffee Relecloud Accepted date 06/30/2023 06/14/2023 06/06/2023 .
partner action

N/A

~ Pending
L

Proseware Inc. for Lamna Healthcare Proseware Inc. Accepted date 07/31/2023 06/30/2023 06/04/2023 .
partner action

N/A
VanArsdel for Woodgrove Bank VanArsdel Accepted date 06/30/2023 06/09/2023 05/31/2023 ) Accepted View status
Relecloud for Tailspin Toys Relecloud Accepted date 06/30/2023 06/09/2023 05/31/2023 &) Accepted View status

Contoso for Bellows College Contoso 09/01/2023 09/30/2023 05/31/2023 05/30/2023 @ Accepted View status

Proseware Inc. for Nod Publishers Proseware Inc. 09/01/2023 09/30/2023 06/09/2023 05/30/2023 @ Accepted View status




/2N Multiparty private offers

Verify information Partner experience

= Microsoft Partner Center R search

Home Marketplace offers > Private offers Contoso for Adatum

Offer setup Contoso for Adatuml Offer Setup Save [i] Delete <7 Review and submit

Review and submit

Verify the customer information, products, pricing and terms associated to this private offer are correct. Adjust the
pricing and optionally add your terms. If there is an issue with the information included on the private offer, request
the originator to withdraw it, update it, and resubmit it to you.

Offer ID: 435d348e-62f6-429c-9c17-419e75936d86

Customer information

Customers will need to provide the publisher with their billing account ID — customers can run the eligibility check
tool = and download the report to identify their billing account ID and check if they are approved to purchase via the
marketplace. Alternative ways to find the billing account ID can be found in the Azure portal = For customers with an
Enterprise Agreement (EA) with Microsoft, billing account ID is the same as their EA enrollment number.

Customer billing account ID*

XXXXXXX

Description

Adatum Quote 35865

Partner information

Parther name

Contoso




Add your customer terms

= Microsoft Partner Center R search

Customer terms and conditions &

Upload a copy of the terms and conditions you want your customer to accept as part of the private offer, up to five
total attachments. Your terms and conditions must adhere to the Microsoft Publisher Agreement =7 and Microsoft-
supported billing models and offer types. Learn more .7

~+ Add terms and conditions (PDF) | [

|:| File name Customer-facing document name *

|:| Agreement1.pdf agreement 1

|:| Agreement2.pdf agreement 2

/2N Multiparty private offers

Partner experience

Uploaded by
Contoso

Contoso




/2N Multiparty private offers

Provide your contacts Partner experience

= Microsoft Partner Center R search

Notification contacts

Provide contact email addresses for people within your company who should be notified of any changes in the
private offer status. Enter up to five contacts. Learn more .

—+ Add contact | il

D Contact email address

cecil.lima@fabrikam.com

Prepared by*

Enter the email address of the person creating the offer. The customer will see this information in the listing and
this person will be notified of any changes in the private offer status. Learn more &

cecil.lima@fabrikam.com




/2N Multiparty private offers
) .
Partner experience

Adjust the customer price

= Microsoft Partner Center R search

Product offers

Set the price increase to the customer as a percentage. Use your partner price as the starting point to apply your
adjustment. You can configure the customer adjustment percentage with up to 8 decimals. The adjustment you
enter here will be used to calculate the customer price. Learn more &7

@ Prior to any sales, provide all valid resale certificates for your company to Microsoft. Learn more 7

Offer name Plan name Offer type Price type Partner price Customer adjustment % Status

Contoso Plan 1 Contoso AA 1 Default consumption plan Absolute price View price Enter % increase & Complete not submitted

Sales note

Information entered here will not be visible to your partner or your customer and will only appear in your
marketplace reporting within the download exports for the orders, usage, and revenue dashboards and through
programmatic APl access to marketplace analytics.

Notes

Use for additional information about this offer. Don't use personally
identifiable information like name or e-mail address.




/2N Multiparty private offers

Send the Offer to your CUStomer Partner experience

= Microsoft Partner Center P Search
Home Marketplace offers > Private offers

Overview

Marketplace offers | Private offers

Private offers

Customers  CSP Partners  Multiparty

Create private offers that include additional partners to give your customers more options. Learn more ¢

+ New private offer [0 Clone & [ withdraw @ Copylink | O Refresh % Filter ~ | 2 search

D Name Parther Originator Start End Accept by Last modified (I 4 Private offer status  Purchase status

Pendin
Contoso for Adatum Contoso No Accepted date 06/30/2023 06/30/2023 06/09/2023 acceptz?nce N/A

£

~ Pending

Contoso for Adventure Works Cycles Contoso Accepted date 07/31/2023 06/30/2023 06/07/2023 .
partner action

~ Pending
_/

Relecloud for Fourth Coffee Relecloud Accepted date 06/30/2023 06/14/2023 06/06/2023 .
partner action

~ Pending
L

Proseware Inc. for Lamna Healthcare Proseware Inc. Accepted date 07/31/2023 06/30/2023 06/04/2023 )
partner action

N/A
VanArsdel for Woodgrove Bank VanArsdel Accepted date 06/30/2023 06/09/2023 05/31/2023 ) Accepted View status

Relecloud for Tailspin Toys Relecloud Accepted date 06/30/2023 06/09/2023 05/31/2023 &) Accepted View status

Contoso for Bellows College Contoso 09/01/2023 09/30/2023 05/31/2023 05/30/2023 © Accepted View status

oo U oo

Proseware Inc. for Nod Publishers Proseware Inc. 09/01/2023 09/30/2023 06/09/2023 05/30/2023 ©) Accepted View status




®e Multiparty private offers

Multiparty private offers (Customer experience) ®> Customer experience
Customer purchase flow

=
Email from
partner
, © , @
W W
‘i Accept offer Purchase offer

Private offer
management



®e Multiparty private offers

ReqUired permiSSionS WP Customer experience
o O
W .
Accept offer Purchase offer

EA admin (EA Accounts)

Subscription owner

BA owner (MCA Accounts) or contributor




@®e Multiparty private offers

Private offer acceptance e I

= Microsoft Azure @ Copilot | F o & @ &

urce > M

o Private Offer Management

W

have permissions to vi

._|_|

Status : Publisher : All repared by : + Check eligibility

Private Offer name Status Prepared by Products included Expiry date Start date End date Billing account

Contoso for Adatum " Contoso 1P 2023 Upon ) BVT M:

Product name Plan name Publisher

E Contoso Plan 1 Contoso AA 1 | | Bﬂ View resources 0, ] Contoso




Private offer acceptance

Microsoft Azure

O Search resources, services, and docs (G+/)

H Contoso for Adatum

@®e Multiparty private offers
WP Customer experience

@ Review the Private Offer details and the terms and conditions that apply to it, then accept the offer. This offer is on the billing account level. Learn more about billing scopes

Prepared for Private Offer details Private Offer term
Adatum Contoso for Adatum Start date — Upon Acceptance
1 Microsoft Way Valid until July 19, 2023 at UTC End date - July 31, 2024 at UTC

Redmond, WA 98052
us

Anything missing or incorrect? Contacl cecil.lima@fabrikam.com

Items in this private offer
These prices and non-pricing parameter changes will be applied after you accept this offer.

Product name Plan Product type Eilling term Price type No. of users Private Offer price

Contoso for Adatum 1-month Absolute
1-year
[ Azure Benefit Eligible

o Price changes and past purchases
» For percentage-base discounts: If the product price changes on Marketplace, the same discount will apply to the new price.
* Once the Private Offer is accepted, any past purchases in the product will be affected as follows:
o Consumption-based: Will be calculated retroactively from the beginning of the calendar month,
o Seat-based: The discount price will apply from the next renewal.

@ Accept the offer, then continue to purchase the included products or services.

Private Offer’s attachments and addendums:

Contoso for Adatum Terms

By clicking Accept Private Offer, you accept the details of the Private Offer and the terms that apply to it.

Once accepted, continue to get each of the included products in this Private Offer.

Please note: This private offer's details and terms will be visible to users with Contributor roles or above on the Azure subscriptions related to this billing account.
You'll see instructions on how to complete the process in the next step.

See all Private Offers in the Private Offers management screen in the Azure portal marketplace. Learn more

Accept Private Offer

Prepared by
cecil.lima@fabrikam.com

Subtotal (USD)

£0.10 - £1.00 for 1 month
£1.00 - £10.00 for 1 year




@®e Multiparty private offers

Private offer purchase b T

Microsoft Azure O Search resources, services, and docs (G+/)

Home: 2 Subscribe To Contoso Plan 1
% Private Offer Management o '

Microsoft
@ Need help to complete the purchase? [ Copy link t are this window within your organization

These are all the Private Offers you have permissions to view. How to com Private Offer purchase
© Need help to complete the purchase? D Copy link to share window within your organization
*Basics  Tags Review + subscribe

£ x|

- - Fill out the plan details, After you've finished subscribing, configure your SaaS account on the publisher's website to complete the process,
Shawing 1 of 98 Private Offers.

Project details

Private Offer name Status Prepared by Select the subscription to manage deployed resources and costs. Use resource groups like folders to organize and manage all
your resources,
Contoso for Adatum [& View offer @ Accepted Contoso
Subscription @ Production

Product name Plan name Status ~ N
Resource group (O fabrikam-rg

C

/A Contoso Plan 1 Contoso AA 1 2 Purchase H View resources © Ready
Saas details

Name * (O | contoso

Plan
Contoso AA 1

This offer is in the early stages of development and not for general public
consumption. Use is restricted to a limited audience, and has no commercial
purpose beyond the testing for which it is intended.

1-year subscription
Billing term O .
O 3-year subscription
Subtotal © $0.00 per month

Recurring billing &

Next: Tags >




@®e Multiparty private offers

Private offer purchase b T

Microsoft Azure O Search resources, services, and docs (G+/)

Subscribe To Contoso Plan 1
Private Offer Management - Sibscribe o glan

Microsoft
© Need help to complete the purchase? [ Copy link to share this window within your erganization

These are all the Private Offers you have permissions to view. How to col ii rchase C
© Need help to complete the purchase? [ Copy link to share this window within your organization

*Basics Tags Review + subscribe

| 2 x|

Showing 1 of 98 Private Offers. Product + plan details
Contoso Plan 1 —Contoso AA 1
by Azure Marketplace

Private Offer name Status Prepared by Terms of use

——— Privacy policy
™~ Contoso for Adatum | [ view offer @ Accepted Contoso
Terms of use

Product name Plan name Status
By clicking "Subscribe” and completing the purchase with the provider, | (a) agree to the legal terms and privacy

A Contoso Plan 1 Contoso AA 1 _ == R | @ Ready statements associated with each Marketplace offering above, (b) autharize Microsoft to charge or bill my current
= Pu ‘M ! payment method for the fees associated with my use of the offerings, including applicable taxes, with the same billing

frequency as my Azure subscription, until | discontinue use of the offerings, (c) agree that Microsoft may share my
contact information and transaction details (including usage volume associated with the offering) with the sellers of the

Contact details

Name John Smith

Email address John.smith@adatum.com

Primary phene numbel I 4208123456

Basics

Subseription Production
Resource Group Fabrikam-rg
Contoso
Contoso AA 1 81 Azure benefit eligible
Billing term 1-year subscription
Price/payment frequency $0.00/user/month
Number of users 10

@ After subscribing, remember to configure your 53a$ account on the publisher’s website.




Private offer purchase

Microsoft Azure O Search resources, services, and docs (G+/)

Home

Private Offer Management

Microsoft

Showing 1 of 98 Private Offers.

Private Offer name

¥ Contoso for Adatum [ View offer

Product name Plan name

/A Contoso Plan 1 Contoso AA 1

Status

@ Accepted

B View resources

Status

© Ready

Prepared by

Contoso

@ Copilot
Subscription progress

=+ Your SaaS subscription is in progress

Contoso
Tuesday, July 25, 2023 at 12:26:41 PM

Offer & plandetails:  Contoso Plan 1 - Contoso AA 1 - 1-year subscription

A Next steps (available once subscribed)

Configure Saa$ account

@ To complete the purchase, configure your Saa$ account on the publisher's website.

Important to know
Billing will start after your account is configured on the publisher's website
If no action is taken within 30 days, this SaaS subscription will be automatically deleted.

Your Saa$S subscription will appear on the age in the Azure portal.
To access it easily, save it to your favorite services or pin it to the dashboard.

) Azure benefit eligible

Multiparty private offers
Customer experience




@ Multiparty private offers

Private offer purchase b T

Microsoft Azure O Search resources, services, and docs (G+/)

Subscription progress

@ Thank you for your order. Configure the SaaS service to complete the purchase
These are all the Private Offers you have permissions to view. How t

: ) me: Contoso
Need help to complete the purchase? [0 Copy lin
W s P to complete he purchase Tuesday, July 25, 2023 at 12:26:41 PM
Contoso Plan 1 - Contoso AA 1 - 1-year subscription ) Azure benefit eligible
Showing 1 of 98 Private Offers.
- A Next steps

Configure Saa$S account
Private Offer name Status Prepared by

v

e — A\ To complete the purchase, configure your Saa$ account on the publisher's website.
Contoso for Adatum [3 View offer @ Accepted Contoso We've sent you an email confirmation with instructions on configuring this SaaS account.

Status Configure account now

BB View resources © Ready

Product name Plan name
/A Contoso Plan 1 Contoso AA 1 'V Purchase © Need help to complete the configuration?
Important to know
Billing will start after your account is configured on the publisher's website.
If no action is taken within 30 days, this SaaS subscription will be automatically deleted.

Your Saas$ subscription will appear on the SaaS page in the Azure portal.
To access it easily, save it to your favorite services or pin it to the dashboard.




Build your Marketplace channel practice

The to building a successful practice, remove friction, and build for growth

« O O

( Foundation ) ( Enablement ) ( Execution ) (Scale&Grow)

- Holistically driving platform adoption
e across our customers, to deliver procurement
transformation & application modernisation




Microsoft marketplace
Channel Practice Builder
The 4 steps to building a successful practice, remove friction, and build for growth
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Foundation

Gain top-down
understanding
of cloud marketplaces
and channel dynamics

GOAL

Align stakeholders —
define owners

-

Leadership
meetings & stakeholder
definition

Executive
alignment — leadership owner

Cloud marketplace
program/alliance lead

Understand Margin vs revenue

Microsoft Al
Cloud Partner program

Sign in to Marketplace -
Microsoft
publisher agreement

Understand

_ the market with data & assets




Quote to private offer Microsoft Marketplace
process defined landing page
Enablement
Training 1: Training 2:
. sales leadership training - - specialist teams training —
Define the processes, where to engage setting the technical precedent

set the precedants,
enable varied : :
stakeholders to | |
understand and
engage effectively Training 3: Training 4:

Microsoft aligned --- sales function training — how to

teams training engage
Create understanding

and remove barriers to \_

execution
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Enablement
- continuous

Build depth and trust
in the process across
multiple departments,
learn, share and
document

GOAL

Build competence and
ownership

-

ISV Selection — existing & new

Sales
assets creation

Operational
resource & process defined

Internl single source
of truth asset

Customer GTM
assets creation

Solution adjancies &
Microsoft teams alignment

Build your process
FAQ & publish




Customer

Compensation
success resources

Promotions & Marketplace

Execution rewards Account mapping

Enable cross

functional leadership, Pipeline and :
: . Campaigns
ownership and forecast sharing
measurement, define |
go to market strategy !
Reporting & visibility by ISV~ Track Marketplace Billed Sales
& transaction count (MBS)

Automate and
operationalize at scale \_




Scale & Grow

Execute with efficiency,
refine processes and
drive proactive
behavior to capture
new margin
opportunities

GOAL

Accelerate growth

Dedicated marketplace

sales leader — trusted & goaled

Goaling — Sales lead &
specialists

ISV partner
framework

Dedicated marketplace
ISV lead - onboarding, route to
market definition

Build services portfolio & attach
marketplace as mechanism of
delivery
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( Foundation )

Gain top-down
understanding

of cloud
marketplaces and
channel dynamics

( Align )

$O

(4

( Enablement )

Define the process,
build depth and
trust across all
stakeholders learn,
share and
document

( Experiment )

Build your Marketplace channel practice

( Execution )

Enable cross
functional
leadership,
ownership and
measurement,
define go to market
strategy

( Embed )

Aka.ms/MarketplaceChannelPracticeBuilder

( Scale & Grow )

Execute with
efficiency, refine
processes and drive
proactive behavior
to capture new
margin
opportunities

( Accelerate )

/




Coselling - What makes a great Microsoft ISV +

opportunity for our sellers?

A GOOD lead:

a Runs on Azure

e IP co-sell ready ISV

+
e MACC eligible for customer
° BANT qualified lead shared via PC
e Customer references exist for solution
0 Customer Stakeholder
] Microsoft account mapping &
intelligence engagement

A GREAT lead:

A marketplace first
proposition

e 3 x industry references
in my geo

A better together story

which drives:
* Azure OpenAl
- New native Azure services

A new LoB area or
new customer insight

e Ecosystem conflict is
considered

A regular update on
progress & actions

Access to MACC, Partnership Project /
commercials & landscape in opportunity
budget cycle account landscape
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@ Darren Sharpe

UK Multiparty Private Offer Enablement Assets

5 expert level tips for building a Microsoft M...
PDF, 2 pages

n NEW July 2025 Marketplace Customer Value ...

PowerPoint presentation, 54 slides

Customer Procurement Transformation with ...
. PowerPoint presentation, 87 slides

Multiparty private offer - Channel Partner O...
PowerPoint presentation, 21 slides

4-8-25_Multiparty private offer eligible chan...
PDF, 11 pages

Getting started with MPO.pdf
PDF, 50 pages

Multiparty Private Offer Reporting for Chan...
PDF, 9 pages

MPO Channel Alignment Plan on a page for ...
PDF, 2 pages

Privacy policy  Cookie policy

in Powered by LinkedIn

alie g -

Aka.ms/UKMPO

5 Expert level tips for building a Microsoft Marketplace Channel Business
1. Be Deliberate and Proactive with Your Cloud Marketplace Sales Strategy

Tip: Don’t let marketplace be the last mile—make it the first move.

A reactive, customer-driven approach to reselling through cloud marketplaces risks positioning
the platform as merely a transactional endpoint. This not only limits the size and scale of the
opportunity but also forfeits early-cycle commercial advantages. By contrast, a deliberate and
proactive strategy embeds marketplace into the entire sales lifecycle—from discovery to close.
Many ISV partners use MEDDPICC as a sales methodology, and increasingly include Microsoft
Marketplace as a lever during the value creation, stakeholder definition, and champion
identification stages. This elevates the marketplace from a procurement tool to a strategic
enabler, helping partners expand deal scope, accelerate timelines, and increase co-sell
success. When channel partners mirror this intentionality—by building marketplace into their
go-to-market plans, sales enablement, and customer conversations—they unlock greater
influence and commercial impact. Marketplace becomes not just a way to transact, but a way
to shape the deal.

2. Embrace Partner-to-Partner Co-Selling via the Marketplace

Tip: Treat marketplace selling.as.d

s -
Proactively embed partner-to o salle g etaiaol o

nomice Strategy by WOI’king
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mm Mastering the Marketplace

Mastering the Marketplace Master”']g the Marketplace

SaaS

Saas for developers

SaaS Accelerator You have reached the the most comprehensive on-demand content available to help you develop transactable offers for the Microsoft
Managed Applications commercial marketplace. This site features instructional videos, interactive hands-on labs, and sample code to provide a better
Virtual Machines understanding of the marketplace.

Container offers for K8s apps

Professional Service offers

Flexible Billing

Bartner Center Choose your offer type Mastering Partner Center

Private offers Deciding which offer type to use? This page is for you. Partner Center is the web portal used to create and

General topics publish offers. Learn more about Partner Center in this

Creating offers The included decision tree and supporting video will ever-expanding multi-part course on how to use the
help you understand the different offer types and portal to publish offers.

Reporting and insights . .
P g g choose the one best suited for your solution.

Bonus content

For customers

Doing business in the marketplace
Take me to it Take me to it
More resources
& Choose your offer type
B |jve webinars
Site change log
Contact us
Mastering Saa$ offers Mastering Saa$ offers (for
Get started creating, publishing, and purchasing Saas dEVEIDPEI'S)

offers in the marketplace. This course is appropriate . . .
K K This comprehensive technical content takes you
for anyone interested in SaaS offers..

through all you need to get a Saa$ offer up and

https://microsoft.github.io/Mastering-the-Marketplace/ runnina. From landina paces to webhooks. the .
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Mastering the Marketplace
Saas

Private offers in Partner Center

SaaS for developers
SaaS Accelerator This learning path focuses on private offers in the marketplace. It covers the ISV, customer, and even Cloud Solution Provider (CSP)
Managed Applications points of view.

Virtual Machines
With rich explanations and in-depth demonstrations, this learning path takes you through all the topics that you'll need to know to

Container offers for K8s apps . .
create and effectively use marketplace private offers.
Professional Service offers

Flexible Billing

Partner Center 1. Private offers overview

Private offers 2. Private offers vs. private plans

General topics . . . .
. 3. Accepting and purchasing a private offer: The customer experience
Creating offers

Reporting and insights 4. Creating private offers for customers

Bonus content 5. Creating multiparty private offers for ISVs

For customers 6. Overview of CSP partner private offer for ISVs
Doing business in the marketplace 7. Creating a CSP partner private offer for ISVs
More resources 8. Purchasing CSP partner private offers for CSP partners

@ Choose your offer type 9. Creating multiparty private offers for selling partners
B | jve webinars
Site change log

Contact us

Private offers overview

Video | PDF

Learn how private offers work for marketplace publishers offering them directly to customers. This module provides an overview of

https://microsoft.github.io/MasteFigZ thB RAYFREE (FTAEE 200 how they werk .
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Mastering the Marketplace

Choose your Azure marketplace offer type

Saas
Saa$ for developers

SaaS Accelerator If you are deciding which offer type you will be creating, this page is for you. Primary considerations for choosing an offer type include

Managed Applications deployment architectures and billing models. This page has resources to help walk through these topics as well as any others related to

Virtual Machines getting started.
Container offers for K8s apps . . .
The Azure Marketplace enables several types of deployment architectures. Are you unsure of which type of offer you need to bring your
Professional Service offers . . . . . . . .
solution to the Microsoft commercial marketplace? The following model walks through which offer type is a good fit for your solution.

Flexible Billing

Partner Center

Offer Types Billing Options
Per user - monthly/annua

B oo i Flat rate — mont hlyfannua
Mard > s Sennce Dy P lcage . metered billing

1-3 years annua contracts

Private offers

General topics

saas & A

Creating offers

Reporting and insights

U=age - corefhour
PaureVinual Machine  —fp , PEIEIECmOMDY

uwpfront/monthly pricing

Azure A

Package into asingle g |

Azure VM image

Bonus content

For customers

Usage— per core/pod/
Azure Container — node/cster
Usage — metered billing

Doing business in the marketplace e »

1o Kubernetes
More resources

@ Choose your offer type Change for spport senic=:

f Azure Application — Flat rate - monthly
. i Usage - metered billing
B |ive webinars
Site change lo
gelog Link to S335 Offer for
Contact Teams App T, | Transactability
ontact us |
Microsoft 365 & Copilot
Connectors and Agents
Power Pt & Copilst ———————F i comrone ——F  Offernot Transaciable
Studio
SharePoint Solution —_— kinfc i S E)ifers o

https://microsoft.github.io/Masteri

Oomes th e ulnton extend
Sh wePoint functionality o

Transactability
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=. Microsoft | Software Development Companies Al developer tools + Scale your business Offers & benefits v~ App advisor Resources v Darren Sharpe :;

Innovate rapidly with ISV
Success

Take your software development company to the next level with ISV Success. Build and
publish applications and agents faster with powerful Al developer tools, consultations, and
technical guidance—then grow your sales through Microsoft Marketplace.

Benefits Eligibility What's included Success stories Related offers FAQ m

BENEFITS

Accelerate development—and your & R oot

»



® Sign in

= Microsoft

Microsoft Marketplace

The Platform for Modern Partnering

Unlock Microsoft Marketplace Growth with NEW Resale Enabled Offers - for Channel
Partners

Details

Learn how Resale Enabled Offers (REO) empowers channel partners to deliver more value by reselling ISV solutions et
through the Microsoft marketplace. This session will highlight how REO streamlines procurement, strengthens customer
relationships, and opens doors to differentiated offerings. We'll share actionable guidance on adopting REO and

@ Mon, 08 Dec
unlocking new growth opportunities in a partner-first ecosystem.

© 10:00 - 11:00 GMT
© Online

Speakers (2)

Darren Sharpe M

Sr Ptnr Sol Sales Mgr
N UNITED KINGDOM

Darren is a seasoned professional in the IT channel and cloud marketplace domain, with 30 years of
,*// channel ecosystem experience. Having previously worked across many UK partners, Channels at
Cisco, and AWS Marketplace in EMEA, Darren is currently the Azure Marketplace Services partner ...

Show more

Microsoft Virtual Events Powered by Teams
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=& Microsoft

Executing on the channel-led

marketplace opportunity for
partners - PBRK420

Weds 19t November — 4:00-4:45pm - in person Moscone West, Level3 - and online.

d
)/

Jason Rook Jay McBain Darren Sharpe

Sr. Director, Channel Chief Analyst Marketplace Partner 7
Sales Microsoft Omdia Lead Microsoft/

M lani
icrosoft Ignite

\
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Introducing Noteworthy's

Marketplace Mastery

A comprehensive program for ISVs, with three
levels to meet you where you are.

Accelerate, Advanced and MPO are all fully
managed monthly subscriptions designed to
unlock new routes to market.

If you are not a dedicated ISV but still want to
capitalise on the marketplace opportunity, a

dedicated marketplace concierge is included
within your Alliances as a Service subscription.

Contact Annie Clemo for further information

annie@noteworthy.support




Build the practice
Download the practice builder: aka.ms/UKMPO

Thank you

Focus on meaningful partnerships

Organise your existing alliances, move fast
with new relationships

*

Darren Sharpe
UK Marketplace Services Partner Lead

Email: DarrenSharpe@Microsoft.com

LinkedIn: MarketplaceSharpe Identify your first movers — customers,

partners, sales & operational staff
Build your single source of truth for your internal teams

and customers: aka.ms/MarketplaceCustomerDocs
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