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Today we have 2
choices of our future:
make it happen or
let it happen.






Key plays — Managed partners

Managed partners —top performers and highly potential partners for growth

5.
6.

Form proper managed space: select top performers with opportunity to growth service catalogue
and highly potential partners with opportunity growth their core services

Building trustworthy relationships with managed partners to identify their strategy, treats and
weaknesses for better cooperation with Microsoft

Develop services roadmap in order to implement catalogue enhancement for transformation from
laaS provider / reseller to PaaS (SaaS) provider for strategic products*

Pitch and Win hybrid story implementation with partners in order to drive Azure, EMS and CRM
Online revenue for sell-in and sell-thru scenarios

Partner Business planning: commitments and COS — agree on expectations

GTM planning, execution and follow-up / Maximize execution

Work on: readiness for sales (pitch perfect, pipeline management, customer lifecycle management), it
pros (SQL, WS2016, SC, Azure Stack, Azure, EMS)

Microsoft



Strategic products

1. WS2016. Scenarios for implementation market: Windows Azure Pack, Shielded VMs, vDC, docker boxes etc

2.

SQL2016. Scenarios for implementation: Multitenant DB (SQL as a Service), Secure DB, High Available DB, BI,

Hyperscale DB
RDS. Scenarios for implementation: Desktop as a Service, Hybrid Desktop as a Service
Azure Stack. Nominate for TP and early adoption program

Azure: sell-in storage, BCDR and laaS for Hosters: sell-thru hosters managed BCDR and security

Microsoft



