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Partnering with the Microsoft Commercial Marketplace
The value of channel in both ISV & Selling partner personas

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

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

Discoverability – product lead growth, line of business 

buying. Find, test, adapt & engage ISV Success

Transact & contract – business process change, 

FinOps & services orchestration aka.ms/UKMPO

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

In 2025 2/3 of Enterprise buying 
processes are digital direct & zero 

touch

Marketplaces aren’t about last 
mile transactions – they are 

platforms for partnering

The Microsoft product (cloud and 
end user) & partner ecosystem are 

unmatched. 
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Digital Self Service supporting 
product discovery & evaluation

Product Led Seller Led Ecosystem Led
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Consider buyer journey & adoption 
process. Consider verticals and 

market segmentation at product level

1. Build SaaS Free Trials 
2. Price your product appropriately 

for market
3. Use elastic consumption models

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

Access the Microsoft stakeholders in 
your customers. Build trust and 

transact faster & larger solutions that 
last longer

1. Cosell with Microsoft's Sellers
2. Build cloud rev-ops & goaling
3. Build Marketplace into your sales 

methodology (MEDDPICC)

GTM for SaaS is increasingly about the 
Ecosystem – both product & partner

GTM for SaaS is increasingly about the 
Ecosystem – both product & partner

1. Use Channel-led Private Offers to 
enable modern resell

2. Build with AI on Azure
3. Build your cloud +channel GTM

+ +



Software company to customer private offers

Software company > Customer

1

Software company  

creates offer within 

Partner Center, 

sends to customer

Microsoft collects from 

customer and pays 

software company

Software company receives their payment, agency fee 

applied. If Azure IP co-sell eligible, purchase counts 

towards cloud commitment

5

Software companies sell their offers direct to customers through marketplace

MicrosoftSoftware

company

Customer
Purchase

Customer
Accept

Customer buys 

through Marketplace

43

Private offer management portal



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

Channel-led opportunities with Microsoft Marketplace

Distributed marketplaces

Resale enabled offers

Allows the software company to 
empower their channel to sell 

software on their behalf—helping 
unlock new markets*

Multiparty private offers

Gives channel partner the ability 
to extend software to their customers 

to unlock larger deals and simplify sales** 

CSP private offers

Software companies extend margin 
to Cloud Solution Providers to scale 

for frictionless sales



Multiparty private offers

1 4
Channel 

partner

Software 

company creates 

offer within 

Partner Center, 

sends to channel 

partner

Channel 

partner modifies 

offer within 

Partner Center, 

sends to 

customer

Customer 

buys 

through 

Marketplace

Channel partner receives 

their margin

32

Software companies sell to customers through a channel partner within marketplace

Software company > Channel Partner > Customer

Software

company

Customer
Purchase

Customer
Accept

Microsoft

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

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

Microsoft collects from 

customer, pays software 

company and channel 

partner

5

Software company receives their 

payment, agency fee applied. If 

Azure IP co-sell eligible, purchase 

counts towards cloud commitment

Private offer management portal

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


Software company to CSP private offers

2

Software company 

creates CSP 

private offer within 

Partner Center

CSP partner 

acquires offer 

within Partner 

Center

Marketplace
Software 

company

Indirect model: Customer pays CSP 

reseller who then pays CSP partner 

Direct model: Customer pays CSP partner
Microsoft pays software 

company, agency fee 

applied

CSP partner keeps 

margin, pays 

Microsoft

Software companies sell to CSP customers through CSP partners within marketplace

CSP partner Customer

3

Outside of the Marketplace

Indirect model: CSP partner 

sells to CSP reseller

Direct model: CSP partner 

sells to customer

1

5

6 4

Available globally*

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

Software company > CSP Partner > Customer

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


Resale enabled offers for customer private offers

Launching 19th November at Microsoft Ignite

Outside of the marketplace 

agreement between software 

company and channel partner

1 2 3

4

56

7

Customer
Purchase

Customer
Accept

Microsoft 
pays channel

partner

Channel

Partner 

Software

Company

Channel

Partner

Microsoft

Customer buys 

through the  

marketplace, if the 

software is Azure IP 

co-sell eligible, 

purchase counts 

towards customer’s 

cloud commitment & 

aligns to co-sell

Microsoft collects from the customer 

and pays the channel partner, minus 

their agreed upon agency fee with 

Microsoft. 
(note, 3% is standard fee, 50% reduced 

agency fee for all renewals)

The channel partner 

pays the software partner 

as agreed, outside 

of the marketplace

Private offer management portalSoftware company 

enables their offer for 

resell for a specific 

channel partner 

within Partner Center

Channel partner 

configures private 

offer within Partner 

Center, sends to 

customer

AnnouncingAvailable to all geos (except 9 exclusions)Excluded markets: Belarus, Brazil, China, India, Mexico, New Zealand, Russia, Singapore, South Korea

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

Multiparty 

private offers 

ISV experience

Multiparty 

private offers 

Customer experience

Multiparty 

private offers 

Partner experience

1 2 3



Multiparty private offers (ISV experience)
Multiparty private offers

ISV experience



Click “New private offer”
Multiparty private offers

ISV experience



Add the customer and selling partner

XXXXXXX

12345678

Multiparty private offers

ISV experience



Specify your private pricing start and end dates
Multiparty private offers

ISV experience



Add your customer terms and contacts
Multiparty private offers

ISV experience



Add your products
Multiparty private offers

ISV experience



Set your partner price
Multiparty private offers

ISV experience



Notify your partner
Multiparty private offers

ISV experience



Multiparty private offers (Partner experience)
Multiparty private offers

Partner experience



Click on the ‘Multiparty private offer’

Contoso for Adatum Contoso

Contoso for Adventure Works Cycles Contoso

Relecloud for Fourth Coffee Relecloud

Proseware Inc. for Lamna Healthcare Proseware Inc.

VanArsdel for Woodgrove Bank VanArsdel

Relecloud for Tailspin Toys Relecloud

Contoso for Bellows College Contoso

Proseware Inc. for Nod Publishers Proseware Inc.

No

Multiparty private offers

Partner experience



Verify information

XXXXXXX

Adatum Quote 35865

Multiparty private offers

Partner experience



Add your customer terms
Multiparty private offers

Partner experience



Provide your contacts

cecil.lima@fabrikam.com

cecil.lima@fabrikam.com

Multiparty private offers

Partner experience



Adjust the customer price

Contoso AA 1Contoso Plan 1 Default consumption plan View price

Multiparty private offers

Partner experience



Send the offer to your customer

Contoso for Adatum Contoso

Contoso for Adventure Works Cycles Contoso

Relecloud for Fourth Coffee Relecloud

Proseware Inc. for Lamna Healthcare Proseware Inc.

VanArsdel for Woodgrove Bank VanArsdel

Relecloud for Tailspin Toys Relecloud

Contoso for Bellows College Contoso

Proseware Inc. for Nod Publishers Proseware Inc.

No

Multiparty private offers

Partner experience



Multiparty Private Offers (Customer Experience)Multiparty private offers (Customer experience)
Customer purchase flow

Multiparty private offers

Customer experience

Accept offer Purchase offer

Email from 

partner

Private offer 

management



Accept offer

EA admin (EA Accounts)

BA owner (MCA Accounts)

Required permissions
Multiparty private offers

Customer experience

Purchase offer

Subscription owner 

or contributor



Private offer acceptance
Multiparty private offers

Customer experience

Contoso Plan 1 Contoso AA 1 Contoso

Contoso

Contoso for Adatum Contoso



Contoso for Adatum

Contoso for Adatum

Valid until July 19, 2023 at UTC

Contoso for Adatum

Adatum

1 Microsoft Way

Redmond, WA 98052

US

cecil.lima@fabrikam.com

cecil.lima@fabrikam.com

Start date – Upon Acceptance

End date - July 31, 2024 at UTC

Contoso for Adatum Terms

Private offer acceptance
Multiparty private offers

Customer experience



Contoso Plan 1 Contoso AA 1

Contoso for Adatum Contoso

Production

fabrikam-rg

Contoso AA 1

Contoso Plan 1

contoso

$0.00 per month

Private offer purchase
Multiparty private offers

Customer experience



Private offer purchase
Multiparty private offers

Customer experience

Contoso for Adatum Contoso

Contoso AA 1Contoso Plan 1

Contoso Plan 1

Contoso Plan 1 – Contoso AA 1

John Smith

John.smith@adatum.com

4208123456

Production

Fabrikam-rg

Contoso

Contoso AA 1



Private offer purchase
Multiparty private offers

Customer experience

Contoso

Contoso Plan 1 – Contoso AA 1 – 1-year subscription



Private offer purchase
Multiparty private offers

Customer experience

Contoso

Contoso Plan 1 – Contoso AA 1 – 1-year subscription



Build your Marketplace channel practice

Foundation Enablement Execution Scale & Grow

The 4 steps to building a successful practice, remove friction, and build for growth

Building a cloud 

marketplace resell practice

Holistically driving platform adoption 

across our customers, to deliver procurement 

transformation & application modernisation



Microsoft marketplace

Channel Practice Builder

Marketplace Channel Practice Builder Framework (MCPB)

https://www.linkedin.com/smart-links/AQFVpXFW1oRNXQ/36834eb7-803b-4985-ad5e-f412340f0fb6


Leadership

meetings & stakeholder 

definition
Microsoft AI

Cloud Partner program

Executive 

alignment – leadership owner

Sign in to Marketplace -  

Microsoft

publisher agreement

Cloud marketplace 

program/alliance lead

Understand 

the market with data & assets
Understand Margin vs revenue

Foundation

Gain top-down 

understanding 

of cloud marketplaces 

and channel dynamics

Align stakeholders – 

define owners

G O A L



Quote to private offer 

process defined

Microsoft Marketplace 

landing page

Training 1: 

sales leadership training – 

where to engage

Training 2: 

specialist teams training – 

setting the technical precedent

Training 3:

Microsoft aligned 

teams training

Training 4:

sales function training – how to 

engage

Define the processes, 

set the precedants, 

enable varied 

stakeholders to 

understand and 

engage effectively 

Create understanding 

and remove barriers to 

execution

Enablement

G O A L



Build depth and trust 

in the process across 

multiple departments, 

learn, share and 

document

Enablement 

- continuous

Build competence and 

ownership

G O A L

ISV Selection – existing & new
Customer GTM 

assets creation

Sales 

assets creation

Solution adjancies & 

Microsoft teams alignment

Operational 

resource & process defined

Build your process 

FAQ & publishInternl single source 

of truth asset



Customer 

success resources
Compensation

Promotions & Marketplace 

rewards
Account mapping

Pipeline and 

forecast sharing
Campaigns

Reporting & visibility by ISV 

& transaction count

Execution

Enable cross 

functional leadership, 

ownership and 

measurement, define 

go to market strategy

Track Marketplace Billed Sales 

(MBS)

Automate and 

operationalize at scale

G O A L



Scale & Grow

Dedicated marketplace 

sales leader – trusted & goaled Dedicated marketplace 

ISV lead – onboarding, route to 

market definition

Goaling – Sales lead & 

specialists

Build services portfolio & attach 

marketplace as mechanism of 

deliveryISV partner

framework

Accelerate growth

G O A L

Execute with efficiency, 

refine processes and 

drive proactive 

behavior to capture 

new margin 

opportunities



Foundation Enablement Execution Scale & Grow

Build your Marketplace channel practice

Align Experiment Embed Accelerate

Gain top-down 

understanding 

of cloud 

marketplaces and 

channel dynamics

Define the process, 

build depth and 

trust across all 

stakeholders learn, 

share and 

document

Enable cross 

functional 

leadership, 

ownership and 

measurement, 

define go to market 

strategy

Execute with 

efficiency, refine 

processes and drive 

proactive behavior 

to capture new 

margin 

opportunities

Aka.ms/MarketplaceChannelPracticeBuilder



Coselling - What makes a great Microsoft ISV + 

opportunity for our sellers?

Customer

account

intelligence

Stakeholder 

mapping & 

engagement

Partnership 

landscape in 

account

Access to MACC, 

commercials & 

budget cycle

Project / 

opportunity 

landscape

A GOOD lead: A GREAT lead:

1

2

3

4

5

Runs on Azure

IP co-sell ready ISV

MACC eligible for customer

BANT qualified lead shared via PC

Customer references exist for solution

1

2

3

4

5

A marketplace first 

proposition  

3 x industry references 

in my geo

A better together story 

which drives:
・Azure OpenAI

・New native Azure services

A new LoB area or 

new customer insight

Ecosystem conflict is 

considered

6 A regular update on 

progress & actions



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

Aka.ms/UKMPO



https://microsoft.github.io/Mastering-the-Marketplace/

https://microsoft.github.io/Mastering-the-Marketplace/
https://microsoft.github.io/Mastering-the-Marketplace/
https://microsoft.github.io/Mastering-the-Marketplace/
https://microsoft.github.io/Mastering-the-Marketplace/
https://microsoft.github.io/Mastering-the-Marketplace/


https://microsoft.github.io/Mastering-the-Marketplace/

https://microsoft.github.io/Mastering-the-Marketplace/
https://microsoft.github.io/Mastering-the-Marketplace/
https://microsoft.github.io/Mastering-the-Marketplace/
https://microsoft.github.io/Mastering-the-Marketplace/
https://microsoft.github.io/Mastering-the-Marketplace/


https://microsoft.github.io/Mastering-the-Marketplace/

https://microsoft.github.io/Mastering-the-Marketplace/
https://microsoft.github.io/Mastering-the-Marketplace/
https://microsoft.github.io/Mastering-the-Marketplace/
https://microsoft.github.io/Mastering-the-Marketplace/
https://microsoft.github.io/Mastering-the-Marketplace/




Microsoft Virtual Events Powered by Teams

https://msit.events.teams.microsoft.com/event/9fc6a0ba-404f-4950-b22f-6196a7065942@72f988bf-86f1-41af-91ab-2d7cd011db47


Executing on the channel-led 
marketplace opportunity for 
partners - PBRK420 
Weds 19th November – 4:00-4:45pm – in person Moscone West, Level3 - and online

Jason Rook Jay McBain

Sr. Director, Channel 

Sales Microsoft

Chief Analyst

Omdia

Darren Sharpe

Marketplace Partner 

Lead Microsoft



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



Thank you

Darren Sharpe
UK Marketplace Services Partner Lead

Email: DarrenSharpe@Microsoft.com

LinkedIn: MarketplaceSharpe 

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

Focus on meaningful partnerships
Organise your existing alliances, move fast 

with new relationships

Identify your first movers – customers, 

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

and customers: aka.ms/MarketplaceCustomerDocs

mailto:DarrenSharpe@Microsoft.com
https://aka.ms/marketplacecustomerdocs
https://aka.ms/marketplacecustomerdocs

	From Chris (FINAL DECK)
	Diapositiva 1
	Diapositiva 2: Building a Channel Marketplace Practice – Co-Sell, Scale and Win Darren Sharpe – Microsoft Marketplace Channel Lead Chris Johnston-Leigh – Noteworthy Head of Partner Success 
	Diapositiva 3: Partnering with the Microsoft Commercial Marketplace The value of channel in both ISV & Selling partner personas
	Diapositiva 4
	Diapositiva 5: Software company to customer private offers
	Diapositiva 6: Channel-led opportunities with Microsoft Marketplace
	Diapositiva 7: Multiparty private offers
	Diapositiva 8: Software company to CSP private offers
	Diapositiva 9: Resale enabled offers for customer private offers Launching 19th November at Microsoft Ignite
	Diapositiva 10: Walkthrough of private offer creation
	Diapositiva 11: Multiparty private offers (ISV experience)
	Diapositiva 12: Click “New private offer”
	Diapositiva 13: Add the customer and selling partner
	Diapositiva 14: Specify your private pricing start and end dates
	Diapositiva 15: Add your customer terms and contacts
	Diapositiva 16: Add your products
	Diapositiva 17: Set your partner price
	Diapositiva 18: Notify your partner
	Diapositiva 19: Multiparty private offers (Partner experience)
	Diapositiva 20: Click on the ‘Multiparty private offer’
	Diapositiva 21: Verify information
	Diapositiva 22: Add your customer terms
	Diapositiva 23: Provide your contacts
	Diapositiva 24: Adjust the customer price
	Diapositiva 25: Send the offer to your customer
	Diapositiva 26: Multiparty private offers (Customer experience) Customer purchase flow
	Diapositiva 27: Required permissions
	Diapositiva 28: Private offer acceptance
	Diapositiva 29: Private offer acceptance
	Diapositiva 30: Private offer purchase
	Diapositiva 31: Private offer purchase
	Diapositiva 32: Private offer purchase
	Diapositiva 33: Private offer purchase
	Diapositiva 34
	Diapositiva 35
	Diapositiva 36
	Diapositiva 37
	Diapositiva 38
	Diapositiva 39
	Diapositiva 40
	Diapositiva 41
	Diapositiva 42:  Coselling - What makes a great Microsoft ISV + opportunity for our sellers?
	Diapositiva 43
	Diapositiva 44
	Diapositiva 45
	Diapositiva 46
	Diapositiva 47
	Diapositiva 48
	Diapositiva 49: Executing on the channel-led marketplace opportunity for partners - PBRK420  Weds 19th November – 4:00-4:45pm – in person Moscone West, Level3 - and online
	Diapositiva 50
	Diapositiva 51: Thank you


