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Cloud marketplace TAM outpaces cloud CAGR

$163B

Cloud marketplace TAM with
84% CAGR, outpacing cloud
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Over half of sales estimated to be channel-led

$163B 99%

Cloud marketplace TAM with By 2030, over half of marketplace
84% CAGR, outpacing cloud purchases will come through partners
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Tip #1

Adopt Marketplace core to your GTM

Marketplace is mainstream. Your platform for partnership.

Microsoft Marketplace Comprehensive Build your channel practice
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Tip #2

Understand your opportunities

Marketplace for channel—creates scale, builds partnerships

Resale enabled offers Multiparty private offers CSP private offers



Tip #2

Understand your opportunities

Resale enabled offers Multiparty private offers CSP private offers
Ability for channel partner to Empowers channel partner to Gives partners in Cloud Solution Provider
represent software vendor’s procure software products for a program attach solutions from
products for specific markets customer’s specific need Marketplace catalog to their offerings
Software company looking to scale A systems integrator is managing Cloud Solution Provider selling Copilot
to geography or industry where a complex migration that requires data licenses can differentiate by attaching
channel partner has expertise synchronization across environments verticalized agents to their sales
Channel partner represents The system integrator sources and sells The software company extends margin
the software vendor’s product for the solution, maintaining account control to their CSP, CSP integrates software
specified markets while simplifying the buying experience into their services
Co-sell eligible, 100% match Co-sell eligible, 100% match

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

Tip #2

Channel-led, Accelerated SMB + mid-market,
recurring revenue  revenue realization scale mechanism

Resale enabled offer Multiparty private offer CSP private offer

Resale enabled offers are available in all Marketplace geos except: Belarus, Brazil, China, India, Mexico, New Zealand, Russia, Singapore, South Korea
Multiparty private offers are available when selling to customers in Canada, the United Kingdom, and the United States
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Tip #3

Know when to use what

Different modalities depending on your business

Resale enabled offers Multiparty private offers CSP private offers



Decision matrix
for channel-led
Sales mOtionS Are you selling on your Azure tenant?

CP

YES
Are you a Microsoft authorized
Cloud Solution provider?
©YES
M Use CSP private offer "
\ \ aka.ms/CSP-private-offer




Decision matrix
for channel-led
sales motions

Are you selling on your Azure tenant?

Does your customer have an
existing Microsoft contract?

°® YES

MS

Is there a distributor involved?

CP NO

MS
Use resale enabled offers, direct

(Private offer, globally available with exception markets)
aka.ms/REO




Decision matrix
for channel-led
sales motions

Are you selling on your Azure tenant?

Does your customer have an
existing Microsoft contract?

MS

Is there a distributor involved?

“ YES
4 N Y

OPTION'1 OPTION 2
N Use resale enabled Use multiparty
N\ offers, indirect private offers
‘ X \\ (Multiparty private offer, (Available to customers
\ N available to customers in in Canada, United Kingdom,
; - Canada, United Kingdom, and United States)

- and United States)
aka.ms/MPO

\ aka.ms/REO




Decision matrix
for channel-led
sales motions

Are you selling on your Azure tenant?

Are you a Microsoft authorized Does your customer have an existing
Cloud Solution Provider? Microsoft contract?

¢ Become a Microsoft authorized

Cloud Solution Provider ¢
1

I
Is there a distributor involved? :
1

\l/ \l/ SELEEEEEE L >

@ - =

¢ Request a private offer
from your distributor ¢

Is it owned by an authorized
Cloud Solution Provider?

Is there a distributor involved?

e Outside Marketplace wssssessseeess S

Resale enabled offers, indirect Multiparty private offers

CSP private offer Resale enabled offers, direct
(Private offer)

aka.ms/CSP-private-offer aka.ms/REO

(Multiparty private offer)
aka.ms/REO aka.ms/MPO




Tip #4

Get bigger deals

Access pre-committed cloud budget

100% match 3,800+ solutions 85%+ customers



Tip #4

Get bigger deals

100% match 3,800+ solutions 85%+ customers
Automatic, 100% match—no Find solutions directly on Microsoft Billions in pre-committed
hoops to jump through Marketplace or in the Azure portal cloud budget
_ Message your account Azure commitments growing
No limits : T
representative to get a compiled list year-over-year
Puts third-party software on par with Use partner tools for eligible Nearly all customers with a
Microsoft first-party software matches that are relevant for you commitment use Marketplace

Explore the Clazar MACC Match 3-month trial with your customer: https://clazar.io/partners/azure
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Tip #5

Stay connected

channelready@microsoft.com

aka.ms/MarketplaceCommunity

Community

Monthly office hours

Of 5l

aka.ms/MarketplacePartnerOfficeHours

LinkedIn

Microsoft Al Cloud Partner Program
showcase/microsoft-cloud-partner-program

7 5

Darren Sharpe  Jason Rook Justin Royal
in/marketplacesharpe  in/jrook in/justindroyal




Thank you

Kristyn Maddox

linkedin.com/in/kristynmaddox
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