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Success with Azure 
:: Beyond the Enterprise 



Intros



@ Microsoft: Drive sell-through go-to-market support, product/offer 

strategy, and sales enablement initiatives for key WW service provider 

hosting partners across  Infrastructure & Productivity with specific focus 

on Azure CSP,  Office365, SQL & Cloud Platform

16 years experience in web-based product management and marketing 

primarily dedicated to SMB application development & hosting services

@ Home: Born & raised in the Boston area w/wonderful family of 3 not-

so-little kids.

Passions: Family, Photography, music, outdoors, old stuff, getting things 

done & demystifying technology

Corey Prince – corey.prince@Microsoft.com

@ Microsoft: Drive sell-through go-to-market support, product/offer 

strategy, and sales enablement initiatives for key US service provider hosting 

partners across  Infrastructure & Productivity with specific focus on Azure CSP,  

Office365, SQL & Cloud Platform. Azure marketing lead in US.

10+ years hosting and cloud marketing  experience via marketing agencies 

and Microsoft. 

@ Home: Born in Detroit & 3 boys, with last one graduating college in June!

Passions: Family, travel, hiking/outdoors, photography, music, 

Mike Hartmann– mikhart@microsoft.com



Building Blocks of 
Azure











Retooling & Service expansion represents a massive opportunity for 

Partners.  And if done well, the rewards for partners will be significant.

Move beyond just thinking about our customers and 
start thinking like them.







High cost ComplexHard to scale

• SMBs are looking more and more to combine service providers for a single-
source IT solution

• SMBs are looking for SaaS versions of their application portfolio

• Take advantage of “existing” service relationships

• Mindset of using 3rd parties



Find data on Workload breakdown? (see what you can get)

SMBs using more service providers 

• # channels used for IT solutions is growing:

o SB & MM use from 3 to 4 separate service providers for their IT 

solutions. 

• Use of different types of service providers for IT solutions is growing:

o SB: More than doubling, from 19.6% to 51.0%.

o MM: Use of VARs that also offer managed or hosted services has 

increased from 21.6% to 31.4%

SMB internal resources for Cloud increasing

• Major increases in use of Cloud and hosted resources, especially firms under 

100 employees.

• 80% of MBs now use some sort of Cloud resource

Adoption Rate is Accelerating 

• A majority of organizations in NA and Euro are considering public Cloud a 

priority in the next 12 months.

• SMB growth for public IT Cloud services is forecasted at 18% on average 

from 2015 to 2020 - $36 bill to $81 bill



1. Know and micro-segment the SMB market: Size isn’t the best behavioral indicator, but rather vertical 
and aspiration type 

2. Market to SMBs as SMBs market to their customers: Influencer relations, website, events, social 
media

3. Coordinate marketing tactics and content with SMBs inflection points: I.e. new hires, new contracts, 
new office; monitor for these inflection points using social listening tools and business data service 
providers

4. Build SMB specific product line and category brands: Must be simple, packaged, distinct from 
enterprise

5. Appeal to SMBs appetite to serve customers: This is #1 goal. Primary advantages are speed and 
customer intimacy. 

6. Publish SMB specific customer case studies: 

7. Educate, educate, educate: Not just on product, but on business processes, models, & best practices







Total U.S. U.K. Germany China

Customer's restricting where data can be housed 35% 40% 19% 42% 17%

Cost/Price is restrictive 31% 31% 33% 35% 23%

Security concerns about who owns data in hosted 

datacenters
29% 31% 40% 29% 2%

Connectivity/bandwidth limitations and on-line 

performance quality and continuity – fear of 

outages

26% 30% 28% 10% 22%

Knowing where to start/ how to migrate 24% 28% 15% 19% 17%

Compliance/regulatory issues 23% 22% 14% 27% 31%

Security concerns about where data is hosted (not 

within national borders)
22% 24% 34% 17% -

Who has access to data in a 3rd party datacenter 22% 17% 29% 19% 41%

Service provider SLA detail and quality 19% 17% 18% 37% 8%

Complexity of managing Cloud and on-premise 

environments
19% 18% 25% 20% 14%

Lack of understanding of real benefits of Cloud 

model/ROI
18% 16% 34% 9% 23%

Key Factors Inhibiting End-User Cloud Adoption





Provide focused, targeted offerings:

• Industry verticalization, providing support for industry-specific 

applications.

Provide value-added services:

• Compute: Pre-defined templates – Repeatable Practices

• Storage: Multi-tier options

• Backup and DR

• Access Networking

• Security

• Middleware or Application Management

• Migration services

• Self-service/Admin Controls

• SLA

• Compliance





A Path to Differentiated Offers
Challenge 1 – The 
Need for Change

Introduce 
New Brand & 

Offers

Differentiation 
through Consultative 
Guidance & Solutions• Clear Executive 

Sponsorship & a 

Commitment to Change

• Fostering a culture of 

Solution Selling & 

Verticalization

• Upleveling of skills and 

capabilities to address new 

demands of cloud

Working jointly with WW IMDM  & 

UK region resources, and 3rd party 

vendor Paal15 – workshop findings 

and direction were further extended 

to the creation of a new Azure 

specific brand “AMP”  to enable SMB 

success & exclusive to MS 

technologies 

Challenge 2 -
Differentiate

• Laser focus – especially on 

Hybrid solutions

• New opportunities by 

combining Azure and 

Azure Stack with existing 

capabilities

• Verticalization & Line of 

Business solutions





Re-Thinking 
Re-Sellers





Targeting Messaging Support

• Develop a structured 

onboarding process

• Recognize the need for a 

comprehensive portfolio and 

provide centralized means 

for review

• Provide stable of resources 

(inhouse or 3rd party) to fill 

functional gaps in addressing 

the needs of business IT

• Position as a Partnership –

mutual understanding with 

mutual aims of success

• Reinforce capabilities, 

reliability and, importantly, 

accessibility. 

• Illustrate the Possibilities 

that your services enable

• Showcase Success by other 

reseller partners

• Magnify Enablement -

• Monitor success and Phase 

2 analysis. Automate 

response outreach where 

possible

Build IQ

• Analyze trends with existing 

sellers- region, spends, 

products sold

• Reach out – surveys, portal 

questions, chats or phone –

capture their expressed 

needs for success

• Review sites, offer & 

positions for top resellers





Perspective on Revenue Mix



Total U.S. U.K. Germany China

FIRE* 31% Manufacturing 34% FIRE* 52% Legal 33% FIRE* 35%

Prof. Business Services 31% Prof. Business Services 32% Prof. Business Services 32% FIRE* 32% Prof. Business Services 25%

Manufacturing 30%
Federal, State & Local 

Government
30% Manufacturing 31% Prof. Business Services 27% Healthcare/Medical 21%

Currently Sell to

Plan on Selling to over Next 12 Months

Total U.S. U.K. Germany China

Retail 24% Retail 27% Healthcare/Medical 28% Engineering 25% Retail 21%

Healthcare/Medical 21% Healthcare/Medical 23%
Wholesale trade and 

distribution
25%

Federal, State & Local 
Government

23% Other Business Services 20%

Federal, State & Local 
Government

17%
Federal, State & Local 

Government
20% Retail 25%

Agriculture, Mining or 
Construction

23%
Transportation & 
Utilities including 

Telecommunications
16%

*FIRE: Finance, Insurance, Real Estate

Understanding segmentation opportunities – some you may already support

Verticalization and Targeting Opportunities



of MSPs Currently 
Offering SaaS

In addition to managed services, MSPs are providing customers a wide mix of Cloud solutions ranging from SaaS, DaaS, and IaaS. 

Over 84% of MSPs are offering Office 365 as part of their portfolio. 





Apps& 
Ecosystems



Creating Repeatable Practices – Value in Experience & Scale

Expand & 

Accentuate Area 

Expertise

Automation Everywhere Possible

Productizing to 

Solution Types or 

Segments

Developing & Providing Unique & 

Targeted Services

StartStart

Repeat





Segment Challenges Your Solutions

ISVs • Infrastructure management

• Application Lifecycle Management

• Speed to market

• DevOps

• Database Management

• Application Monitoring

• Infrastructure Management

• Resell ISV Solutions

System Integrators • Support for environment after project 

completion

• Staying current on rapidly evolving 

cloud technologies

• Increasing compliance complexity

• Supplemental Professional 

Services

• Infrastructure Management

• Application Monitoring

• Security Management

• Database Management

Developers • Speed to market

• Agile development

• DevOps process and implementation 

• Dev and Test

• DevOps

• Database Management

• Application Monitoring

• Infrastructure Management





CSP in a Box

Azure sales and marketing resources

https://www.microsoft.com/en-

us/CloudandHosting/Azure_Hosting.aspx

openedx.microsoft.com

openedx.microsoft.com

openedx.microsoft.com

openedx.microsoft.com

aka.ms/edxazurearchitecture

Level 100

Level 200

Level 400

All Roles

Consulting

Service Delivery

Support Staff

Sr. Support Staff

Consulting

Sr. Support Staff

Technical Sales
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Thank You!

Corey Prince ::  corey.prince@microsoft.com

Mike Hartmann :: mikhart@microsoft.com
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