


Lessons learned… 

Setting the stage…. 
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Customer Choices 



Microsoft Vision 

Microsoft confidential  

CLOUD 

Create seamless experiences that combine the magic of 

software with the power of the Internet across a world of 

devices 



Types Of Hosting Partners 

Co-
location 

Mass 
Market 

Managed 
Hosting 

SaaS/ 
ISV 

Hosting 



Software-plus-Services: Power of Choice 

 Reach 

 Rapid implementation 

 Anywhere-access 

Microsoft Hosted 

 Control & ownership 

 Strategic capabilities 

 Advanced integration 

On-Premise 
“CAPEX” 

Partner 
Hosted 
“OPEX” 

 Outsourced IT 

 Industry / Vertical 

configuration 

 Packaged solutions 



Mix, Match, Deliver and Grow 

 

TOTAL  

CUSTOMER  

EXPERIENCE 
 

Enterprise Class Software  Hosted By Microsoft or 

Partners as a subscribed service.  

Roll Out Your Own Brand Of Service   

By Sourcing From A Partner Ecosystem. 

License Microsoft Products On A Monthly 

Basis. Host and Deliver Subscription Based 

Software Services 

YOU 

Resell  MS Online or Partner-

hosted Services 

Source From White Label Providers  

Host & Deliver 



Who can help you? 



Hosting: Microsoft’s Portfolio for Partners 
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Hosted Exchange 

and OCS 
Dynamic Data Center  

Web Platform 
Hosted CRM 

Rich experience across multiple devices 



More Info→ http://partner.microsoft.com/communicationservices  

A partner co-marketing program to help hosting providers and their resellers 

market hosted Unified Communications to small and medium-sized business 

customers 

What? How?  

• Branding (logo) 

• Marketing & Sales 
tools 

• Graphics 

• Data sheet 

• Guidance 

• Customizable 
Silverlight demo 

• Web templates and 
banners 

• SMB focused deck 

• Telesales script 

• White paper… 

 

• Hosting Solutions  
Competency 

• Offering both Microsoft  
Exchange Server and 
Windows Sharepoint 
Services 

• Resellers required to 
disclose certified hoster’s 
name and profile solution 
in hosting catalogs 

Microsoft Communications Services 



Microsoft Dynamics Hosted CRM – Try & 

Buy 

•Vertical 

•Value 

• At top of page 

Clear Web 
Offer 

•Automated  

•Easy 

One page 
Provisioning •Live in an hour 

•Localized system 

One hour 
live  

•Voice/human 

•Listen for  

One day 
follow-up •Ace Sales 

methodology 

• Verticals 

•Proof of concepts   

One month 
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Microsoft Hosted CRM GTM 

+ + = 

How can you  drive? 

Move up the value chain. 

Tools are prepared by Microsoft 

5 clicks to close should be your goal 

Leverage Web campaigns 



 
 

Helping ISVs leverage  

new opportunities… 

http://www.7global.com/
http://www.saas-incubation-center.com/
http://www.visionapp.de/245.0.html?
http://www.interhost.com/
http://images.google.fr/imgres?imgurl=http://portals.myaspex.com/aspexsite/img/nav01_fr_over.gif&imgrefurl=http://portals.myaspex.com/aspexsite/home.php?lng=1&usg=__Y7VUCJnTHHCcNeAOgh6DOZsORl4=&h=41&w=77&sz=3&hl=fr&start=10&um=1&tbnid=Q-gvjeIh7N1jmM:&tbnh=38&tbnw=72&prev=/images?q=aspex+++++hosting&hl=fr&sa=N&um=1
http://www.rackspace.com/index.php


The “Spark” programs 
∙ Target specific segments of customers who drive mass market web demand 

∙ Provide unbeatable value to drive fast adoption 

∙ Partner with hosters for value delivery 

 

Easy to Implement Virtual Dedicated 

Solution: Dynamic Data Center 

Push and Pull Marketing Support 

Program Specific Offers: 

“’Sparks’ and Promotions” 

What are the “Spark” programs? 



How to Engage 

∙Become a registered Microsoft Partner 

∙Enroll in SPLA 

∙Learn more about Microsoft  Hosting and Cloud 

Platform 

∙List yourself on the CS Directories and Partner 

pages 

∙Profile yourself in Microsoft Partner Solution 

Profiler 

∙ Introduce yourself to your local Microsoft Hosting 

Solution Specialist 
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