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Enrich employee
experiences

Frontier Transformation

Success framework

9 2

Reinvent customer Reshape business
engagement processes

i

Bend the curve
on innovation



Cloud marketplace TAM outpaces cloud CAGR

$163B

Cloud marketplace TAM with
84% CAGR, outpacing cloud

© Omdia
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Over half of sales estimated to be channel-led

$163B 59%

Cloud marketplace TAM with By 2030, over half of marketplace
84% CAGR, outpacing cloud purchases will come through partners
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- Introducing.
Microsoft Marketplace

Your trusted source for cloud solutions, Al apps, and agents

Al apps and agents Comprehensive catalog
for every use case across cloud solutions
and industries

Integrated experience
from discovery
to deployment

Y e

© Microsoft Marketplace 2026



Microsoft Marketplace framework
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Distributed marketplaces through
Microsoft channel partners
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Microsoft Marketplace

Value for

channel
partners




Value for channel partners

Drive growth

Y Oo
60 <O 1l
Pair your solutions Accelerate vendor Scale faster with

with vetted offerings relationships bigger deals



Value for channel partners

Pair your solutions
with vetted offerings

Complete your offerings with a
prebuilt catalog of 4,000+ Al apps
and agents—across industry and

business needs

Drive growth

Accelerate
vendor relationships

Scale your vendor relationships

through a central source where

today's software companies are
seeing growth

Scale faster with
bigger deals

Repeatable revenue that fulfill
customer demands for cloud
and Al solutions

Curate from a catalog with tens
of thousands of solutions

Syndicate from the Microsoft
Marketplace catalog to add to
your own marketplace

Sell with confidence knowing
that Microsoft helps facilitate
sales and payouts

Get go-to-market support and
Azure sponsorship that's purpose-
built for channel partner success

Lead software vendors into
new markets where you have
expertise

Land larger, stickier deals with
pre-committed cloud budget that
align to Microsoft seller goals



Channel-led opportunities
with Microsoft Marketplace

Selling on your Selling on your
Azure tenant customer’s Azure tenant
Your org owns billing: Customer buys Azure direct:
CSP private offers Resale enabled offers

Flexible selling modalities that align to your business



CSP private offers, indirect

Software company
creates CSP
private offer in
Marketplace

</>
(1 B

Software
company

Microsoft pays the software
company—agency fee applied

Microsoft

Distributor
acquires
offer from
Marketplace

---------------------------------------------------
.

Indirect reseller
acquires offer from

distributor

58

Distributor

distributor

Indirect reseller pays

Outside of the Marketplace

Indirect reseller

their solution

Q
0"'
Indirect
reseller

Customer pays
indirect reseller

packages offer with

-------------------------------
.

Customer

o,
.
-------------------------------------------------------------------------------------------------------------------------------------------------

CSP private offers are also available for distributors

Available globally

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

© Microsoft Marketplace 2026


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

-{unced at Microsoft Ignite 2025

Resale enabled offers
through Microsoft
Marketplace

© Microsoft Marketplace 2026



Resale enabled offers through
Microsoft Marketplace:

Empower
channel-led,
global scale,
X-segment

2

Enables software companies
to empower channel partners to
manage their Marketplace listings

Helps software companies break
through to new markets without
adding overhead

Maintains the channel partners’
relationship with customer while
getting added value of Marketplace

“Resale enabled offers are available in all Marketplace geographies except: Belarus, Brazil, China, India, Mexico, New Zealand, Russia, Singapore, South Korea



Resale enabled offers, direct

-----------------------------------
. O

Software company
enables their partner

to represent their
< > : solution

Channel partner
extends
offer to their

customer ‘

Customer Customer
Accept Purchase

Software
company

Channel
partner

Channel partner pays
software partner

Customer buys
through
Marketplace

Microsoft pays the authorized channel partner—

@ agency fee applied ==
Channel e

Microsoft

N
/N

partner

.
------------------------------------

Outside of Marketplace

Available globally

“Resale enabled offers are available in all Marketplace geographies except: Belarus, Brazil, China, India, Mexico, New Zealand, Russia, Singapore, South Korea © Microsoft Marketplace 2026



Resale enabled offers, indirect

-----------------------------------
. .

Software Distributor
: company enables extends a :
multiparty Channel partner :

private offer

:  their partner to
</> represent their sends offer : .
: solution C G
Software [ e

company Channel Customer Customer
: partner Accept Purchase

Enabled partner pays

software partner )
g Microsoft pays

channel partner

Channel Customer buys
partner through

ﬁ . . Marketplace

o = . 0
Distributor

Microsoft pays the enabled partner— Microsoft
agency fee applied

N

.
------------------------------------

Outside of Marketplace

For selling to customers in Canada, the United Kingdom, and the United States

© Microsoft Marketplace 2026



Resale enabled offers: how to participate

For software companies For channel partners

Enroll in 1 Join the Microsoft Al Cloud
Microsoft Marketplace Partner Program

Create a transactable 2 Enroll in
offer* with public plans Microsoft Marketplace

Identify the channel 3 Set up tax and payment
partner’s seller ID profile in Partner Center

*Must be a SaaS or VMSR product
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Microsoft Marketplace

Marketplace partner opportunity

$300B 88% 15%

Partner revenue Revenue growth Faster deal closure
opportunity by 2030

\\ @ Omdia /

by informa techtarget s+«

Internal Microsoft data, annualized data based on fiscal year
Omdia Microsoft Marketplace Partner, Ecosystem Multiplier Study, November 2025 © Microsoft Marketplace 2026



Your next steps with Microsoft Marketplace

Selling on your Azure tenant Selling on your customer’s Azure tenant

CSP private offers Resale enabled offers

Align with Negotiate Curate Align with your Software Sell by

your software  margin, have solutions to software vendors, vendor enables private offer

vendors vendor extenda  align to your provide your you to sell or multiparty
CSP private offer customer needs Seller ID solution private offer

N

© Microsoft Marketplace 2026



Stay connected

Come see us
at the booth

Microsoft
Marketplace

#1536

Join the Marketplace community

aka.ms/MktplaceCommunity

Monthly partner office hours

aka.ms/MarketplacePartnerOfficeHours

Contact concierge
channelready@Microsoft.com



https://aka.ms/MktplaceCommunity
https://aka.ms/MarketplacePartnerOfficeHours
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