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Why transform
the channel?




Transformation drivers

Marketing and Differentiation and Professional
sales shift specialization services

Demand for customer innovation

Not new: New:

- Productivity needs of customers + How IT is consumed

- Customer experience drive customer loyalty + Solution not product

- Importance of partnering for speed and total + Practice building
solutions - Virtual delivery models

- Digital agencies and ISVs—Shadow channel
- Hyper-specialization



Changing the channel
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Legacy People, process, Lack of diversity Collaborative Ecosystem
technology mindset & leadership industry clouds of specialists
Current challenges Future

Sources: IDC



Follow the money
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« Cloud - |OT

* Security « Al

« Analytics « GDPR and Privacy Frameworks
« Mobile

« Hyper Converged Infrastructure



Partnering accelerates growth

Collaborating with partners and revenue growth

19%

0% 1to 10% >10% to 30% >30%

Source: IDC #243921, Partneito-Partner Collaborations; The Current Landscape, 2016, n = 398
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“No man is an island.”

Resource: Microsoft Modern Partner e -book series John Donne



https://partner.microsoft.com/en-us/solutions/cloud-partner-profitability

The power of partnering

“Joint Ventures, Alliances, and other
Corporate Partnerings are fueling
the growth of the world’s most
successful companies.

The demand to deliver more new
products, more quickly and at lower
prices has never been greater. Joint
Ventures and other collaborative
business arrangements are
revolutionizing how winning
companies compete. They are the
quickest way to grow your company,
particularly in times of change.”

Curtis E. Sahakian

Author “The Delphi Method”
and Partnering Guru




The P2P journey stages

Partners on the P2P journey will connect with like-minded partners who offer complimentary
solutions and are willing to build strong go-to-market value propositions to expand business,
capture market share, and grow profits.

At each stage of the P2P journey, partners will find ways to engage in P2P activities to build
and maximize strength of business relationships.

Start

Assess readiness

Initiate partnerships
A Build awareness
A Find and recruit partners

A Specialize and transform

Grow

Increase revenue
through partnership

A Roadmap resources to find
connections

A Sell in Microsoft marketplaces

A Launch joint go-to-market plans

A Broadcast successful partnerships

Optimize 3

Execute and win

A Streamline & execute P2P practices
A Building your channel
A Expand geography and industry




P2P Maturity Model—the gold standard
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www.p2pmaturitymodel.com




Ten business functions in the P2P Maturity Model

Joint business Leads and Agreement Sales Market
planning pipeline compensation messaging
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Geography Resource Readiness and Product and Customer
utilization certification customer relationships and
support satisfaction
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