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For +20 years we have been working with Microsoft as:
• « enemy in crime »
• a partner
• supplier
• chief lead generator
• Etc.

A beloved child has many names BUT remember:
➢ Our revenue: a large share of our revenue in services, IP, etc. is linked 

to a Msft platform, solution, technology or service 
➢ Product, tools & services: Msft is increasingly and rapidly 

expanding/changing their value proposition
➢ Our leads/funding: Msft delivers a good % …and soon channeled by AI?

As companies we have placed a large bet and committment with Msft. 
A GOOD CHOICE!! It is therefore vital, for better and for worse to align
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01Msft’s own performance – FY24 Q4 (i.e. Apr. – June 2024)

Msft has recently been punished in markets for lower Cloud/Azure growth than forecast

xxx

*next earnings report is around 22/10/24
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Some certain…others probable but no guarantees

◌ LSPs are not the favoured partners right now – Msft expected to take back EAs…risks for us…

◌ GPS – the Msft teams are currently (still..) local….can go the same way as the marketing teams so beware

› Having a visible presence: in programs, filling the boxes, aligning to the « big bets », recognition

› Inboud and outbound, Sales relations

◌ Incentives are once again changing (1/7, 1/8 and 1/10) …read the MCI Incentive Guide but key trends are:

› BAPA are aligning to specific MCEM stages and Solution Plays – BUT limited nb. of engagements / year

› For F&SCM EAs a single fixed rate for SMC/ENT @250$/user 

› New and specialized engagements for:

∙ Low Code Vision & Value and Low Code Proof of Value engagements

∙ adding Copilot Studio, Finance & Supply Chain into the strategic accelerator

∙ phasing out the Sales Enterprise Accelerator

› Msft is focusing more and more (too much?) on delivery tools and success (see next slides)

Some trends worth noting – detailed in following slides 
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02
Vision & Alignment
FY25 priorities, AI/BusApp 
focus
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02Across all platforms and business lines (Azure consumption remains key!)

Microsoft BIG FY25 priorities

Copilot

empowerment
AI design wins

Cybersecurity 

foundation
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02Giving some more details

Microsoft BIG FY25 priorities – from MCAPS* kickoff in July

*Microsoft Customer and Partner Solutions
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022024 is a VERY aggressive timing…

Microsoft AI/Copilot vision – Copilots to Agents

And next… AGENTS!!
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02Agents – similar to Copilots…..but also VERY different

Remember…an agent will make data quality, access and security even more important

Microsoft AI vision – some insights on Agents
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02Autonomous BusApps – but when?

Microsoft AI vision – Copilots to Agents….
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02How Microsoft is « segmenting » the market and GTM

Microsoft vision – AI and BusApps of the future



16

02These are the Apps where Msft wants us to generatre leads and revenue

Microsoft vision – which Copilot apps are key?
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02How data goes in/out of applications will completely change….and will impact all processes

BUT….Who cares or will know in which application things happen? We will simply access data, insights or launch 

actions. BusApps will be gone as a concept within 3yrs! And probably even ERP and CRM. What will replace?? 
Focus on business processes…Autonomous Business Processes (and in the cloud)!!

Microsoft BusApps vision – ERP & CRM are back (for the moment)

/Agents



18

02

Meaning what:

◌ For Copilot key focus is on Copilot for Finance, Sales & Services and of course Copilot Studio

◌ For « Compete » it is replacing or surrounding mainly SalesForce and SAP (using Copilot as a differentiator)

Microsoft BIG FY25 priorities – BusApps (not just Copilot/AI!)
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02As you can see Industry is almost completely missing!

Microsoft BusApp FY25 priorities – Key solution Plays
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03
Incentives / MCI*
Some insights

*Microsoft Commercial Incentives
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03Alignment of FY25 Partner Activities to Solution Plays and MCEM stages (new as of Oct. 1st)

MCI update – MCEM & FY25 Solution Play alignment

Microsoft Customer Engagement Methodology (MCEM) by stages

FY25 Solution Plays Workloads
1. Listen 

and Consult
2. Inspire 

and Design
3. Empower 
and Achieve

4. Realize 
Value

5. Manage 
and Optimize

Modernize ERP
Dynamics 365 Finance and 

Supply Chain

ERP Vision and Value

Dynamics 365 Vision 
and Value Optimization

Dynamics 365 
Performance 
Optimization

Dynamics 365 
Solution 

Optimization
Accelerate Revenue 

Generation
Dynamics 365 Sales and 

Customer Insights
CRM Vision and Value

Modernize Service
Dynamics 365 Customer Service, 
Field Service, and Contact Center

Innovate with AI in 
Low Code

Power Apps
Power Automate

Copilot Studio

Low Code Vision and Value

Low Code Needs Assessment Low Code Deployment 
Accelerator

Scale Business 
Operations

Dynamics 365 Business Central
Business Central

Needs Assessment
Business Central 

Migration Assessment

Business Central 
Deployment 
Accelerator

AI Powered Business 
with Copilot

Role-based Copilots 
(ex. Copilot for Sales)

Copilot Studio 
Value Discovery*

Copilot Value Discovery 
(Role based)*

Copilot Evaluation 
Accelerator

(Role based)*

ERP Tailored Demo

Low Code Governance Strategy

CRM Tailored Demo

M
o

d
er

n
W

o
rk Copilot Evaluation 

Accelerator
(Role based)*

AI Powered 
Business 

with Copilot

Role-based Copilots 
(ex. Copilot for Sales)

Copilot Studio 
Value Discovery* 

Copilot Value Discovery 
(Role based)*

*Copilot activities are part of Modern Work and must be claimed as Modern Work in MCI
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03Alignment of Partner Activities to Solution Plays and MCEM stages

MCI update Oct. 1st - changes to June/July FY25 announcements

New engagement

Updated download kits

Engagement name changes

Low Code Governance 
Strategy
• Pre-sales engagement for qualified 

Power Platform customer leads at 
stage 2 
or 3 of MCEM.

• The objective of the activity is to 
establish a defined governance, 
operations, and community 
strategy for a successful platform 
adoption at scale.

ERP Vision & Value
• Updated modules and simplified 

POE template
CRM Vision & Value
• Updated delivery guide
Low Code Vision & Value
• Enhanced OKR activities and

content refresh
Low Code Deployment 
Accelerator
• Refreshed content

Former name *NEW* name

P
re

-S
al

es

Tailored Demo: ERP Vision & Value ERP Tailored Demo

Tailored Demo: Customer Engagement 

Vision & Value
CRM Tailored Demo

AIM Assessment Business Central Migration Assessment

Needs Assessment: Dynamics 365 

Business Central
Business Central Needs Assessment

Needs Assessment: Power Platform Low Code Needs Assessment 

P
o

st
-

S
al

es

Low Code Solution Deployment Low Code Deployment Accelerator
Dynamics 365 Business Central 
Deployment Plan (XS, S, M)

Business Central Deployment 
Accelerator (XS, S, M)

Dynamics 365 FastTrack Deployment D365 Performance Optimization

Dynamics 365 Solution Deployment D365 Solution Optimization

Dynamics 365 Vision and Deployment D365 Vision & Value Optimization

Customer eligibility

Needs Assessment 
(Business Central, Low Code)
• Customer eligibility expanded to 

include SMB and SMC customers
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03Biz Apps Presales Advisor incentives (prev. OSA) 

MCI update Oct. 1st - changes to June/July FY25 announcements
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03MCI – Microsoft Commercial Incentives update

Constantly moving…all following slides are relevant as of 1/10/2024

In FY25 Msft updated the partner incentives portfolio to align to the big bets (Copilots on every device 

across every role, AI design wins with every customer, securing the cyber foundation of every customer, 
Microsoft 365 core execution, and migrations) and Solution Plays

Please see in the following slides details of the incentive updates by Cloud Solution area:

◌ Azure

◌ Modern Work

◌ Security

◌ Business Applications (our focus today)

For more information about the incentives outlined in these slides look here: preview policy guide

Specifically the FY25 partner incentives portfolio is here: Microsoft partner website

See here: MCI webinars and on-demand training content

https://eur03.safelinks.protection.outlook.com/?url=https%3A%2F%2Fassetsprod.microsoft.com%2Fmpn%2Fpreview-microsoft-commercial-partner-incentives-guide.pdf&data=05%7C02%7Ciherlevsen%40prodwaregroup.com%7C60326cc4188f4ad57d7a08dcd0beb571%7Cbbfde416ad70431681eb73b70da0b6cd%7C0%7C0%7C638614764755707902%7CUnknown%7CTWFpbGZsb3d8eyJWIjoiMC4wLjAwMDAiLCJQIjoiV2luMzIiLCJBTiI6Ik1haWwiLCJXVCI6Mn0%3D%7C0%7C%7C%7C&sdata=rTK4MSUv2Vyh5ypmjVBdmn64pYcVyKErS1Nw5LYu0dI%3D&reserved=0
https://eur03.safelinks.protection.outlook.com/?url=https%3A%2F%2Fpartner.microsoft.com%2Fpartnership%2Fpartner-incentives&data=05%7C02%7Ciherlevsen%40prodwaregroup.com%7C60326cc4188f4ad57d7a08dcd0beb571%7Cbbfde416ad70431681eb73b70da0b6cd%7C0%7C0%7C638614764755720001%7CUnknown%7CTWFpbGZsb3d8eyJWIjoiMC4wLjAwMDAiLCJQIjoiV2luMzIiLCJBTiI6Ik1haWwiLCJXVCI6Mn0%3D%7C0%7C%7C%7C&sdata=KNpLBbgEjjf%2FFaZ4OiFos%2Bih1I5dY8YC%2Bo8aYoMiNxU%3D&reserved=0
https://eur03.safelinks.protection.outlook.com/?url=https%3A%2F%2Fglobalpbocomm.eventbuilder.com%2FMCILandingPage&data=05%7C02%7Ciherlevsen%40prodwaregroup.com%7C60326cc4188f4ad57d7a08dcd0beb571%7Cbbfde416ad70431681eb73b70da0b6cd%7C0%7C0%7C638614764755727723%7CUnknown%7CTWFpbGZsb3d8eyJWIjoiMC4wLjAwMDAiLCJQIjoiV2luMzIiLCJBTiI6Ik1haWwiLCJXVCI6Mn0%3D%7C0%7C%7C%7C&sdata=o4IKDokJpfvPC5tL9C7eICmYGDFqvkLpYf2BrFW%2BvBI%3D&reserved=0
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03MCI – Microsoft Commercial Incentives update FOCUS AZURE

Constantly moving…relevant as of 1/10/2024

◌ Azure Migrate and Modernize (AMM) and Azure Innovate: Msft intends to heavily in AMM and Azure Innovate 

offerings to accelerate deal velocity and address diverse customer needs across the cloud adoption journey. Changes:

› expanded project size offerings

› eligible scenarios (partners and customers)

◌ Azure Cloud Solution Provider (CSP): Msft will to focus on customer adds for SMB and SMC via:

› a new Azure customer add accelerator

› expanding the existing workload accelerator to include security solutions. 

◌ Hosting Incentives continues as an engagement in MCI with no change in the incentive rates or structure

NB!! The Azure CSP incentives can be earned together with AMM and Azure Innovate to provide additional 

consumption earnings for applicable Azure projects. 

Msft has also have expanded the Azure accelerators (Workload & AI) to drive customer adoption
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03MCI – Microsoft Commercial Incentives update FOCUS MODERN WORK

Constantly moving…relevant as of 1/10/2024

◌ Modern Work Cloud Solution Provider (CSP) Incentives: CSP is the Msft « breadth motion » and they continue « as 

is » on program eligibility, rates, and strategic product accelerators. The focus is on Small, Medium and Corporate 

(SMC) customer segments with offers like Business Premium, Microsoft 365 E3, Microsoft 365 E5, and Copilot. 

The CSP maximum incentive earning opportunity for select Modern Work and Security products has increased to 

align with this SMC strategy. 

◌ Modern Work Usage: As part of the evolution of the Modern Work incentives strategy, Modern Work workloads 

will no longer be eligible for the usage incentive. Focus is on funded engagement opportunities.
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03MCI – Microsoft Commercial Incentives update FOCUS SECURITY

Constantly moving…relevant as of 1/10/2024

◌ Data Security: Msft introduces a new engagement designed to create customer intent for deploying and adopting 

Msft Purview solutions. Partners will earn a flat fee for engagement completion based on customer market. Note 

that this opportunity is available starting September 1, 2024. 

◌ Security Usage: Security usage offering is continued in FY25, with focus on key strategic workloads such as 

Microsoft Entra ID P2, Microsoft Defender for Endpoint, and Microsoft Purview Information Protection. Partners 

will see earning opportunities with maximum earning caps by workload, rewarding growth above the High Water 

Mark (HWM). 

◌ Security Cloud Solutions Provider (CSP) Incentives: Focus on Small, Medium and Corporate (SMC) customer 

segments in CSP and will adjust incentive rates to prioritize the strategic offers like Business Premium, Microsoft 

365 E3, and Microsoft 365 E5, with incremental earning opportunities through strategic accelerators for security 

solutions. 
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03MCI – Microsoft Commercial Incentives update FOCUS BUSAPPS

Constantly moving….relevant as of 1/10/2024

◌ BizApps Pre-Sales & Post-Sale Activities: simplified activity-based offerings updated already July 1, 2024. BAPA are better 

aligned to specific MCEM stages and Solution Plays. The activity-based incentives will continue to evolve throughout FY25.

◌ BizApps Presales Advisor (old OSA): The BizApps OSA continues in FY25 and will have (effective Oct. 1st, 2024) :

› the same rate for F&SCM customers regardless of segment (so no longer Ent. SMB/SMC)

› for mainstream solution plays (CE & Activity/Device), rates remain differentiated by customer segment

◌ Power Platform to Low Code: to drive usage of low-code tools Msft is expanding focus beyond Power Platform for FY25. 

Msft has  more partner activities by introducing new and specialized engagements:

› Low Code Vision & Value

› Low Code Proof of Value engagements

◌ BizApps Cloud Solution Provider (CSP) Incentives: Msft continue to:

› support BC and Copilot Sales/Service/Finance accelerators

› adding Copilot Studio, Finance & Supply Chain into the strategic accelerator lineup

› phasing out the Sales Enterprise Accelerator to align more closely with SMB strategy
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03MCI – BAPA FY24 vs. FY25 Pre-sales activities (for EA or CSP)
BAPA evolution FY24 -> FY25
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03MCI – BAPA FY24 vs. FY25 Post-sales activities (for EA or CSP)
BAPA evolution FY24 -> FY25
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03MCI – BAPA FY24 vs. FY25 Pre-sales activities (for EA or CSP)
BAPA evolution FY24 -> FY25
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03New July 1st

MCI – BAPA, focus on « ERP Vision & Value » and our POE obligations
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03New July 1st

MCI – BAPA, focus on « ERP Vision & Value » and our POE obligations
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03Seriously? We must provide this as POE??? ROI? Functional Assessment?

MCI – BAPA, focus on « ERP Vision & Value » and our POE obligations
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04
To dos / 
recommendations
For DynamicsPact
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04Sales / partner / marketing to dos

Play the game

1. Align to the „big bets“ AND don‘t forget marketing is NOT just about the money… 
engagement means focus, visibility and credibility

2. Understand local Msft & what motivates your counterparties (scorecard, tools, focus)

3. Know your company Business Plan (PBP) with Msft and track the PINs

4. Read the Licensing guide (for sales/presales) and the MCI guide

5. Understand MCEM and align (see next slide)!!! Get certified!

6. Get Solution Designations & Specializations (big impact on incentives, marketing & BREP)

7. Know the MAL (and use it not only to MAP but to exchange)

8. Be transparent and rapid with lead sharing (moment of truth) so more „declarations“ in 
MPC and don‘t forget to invest in „Msft Dublin“

CONNECT AND ALIGN – talk to them! They are only people and they need help!
And don‘t forget – cash is king ($$$ is in the end what is visible)!
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04Delivery / support to dos

Page 40

1. Understand ASfP (or PSfP if you have it) and the CS teams and use them correctly

2. Understand Fast Track and Concierge (and similar services for MW and Azure) and use
them correctly

3. LCS is dead! Analyse and use, when relevant, the Implementation Portal, Success by
Design and all the tools built by the FastTrack team (process descriptions, etc.)

4. Unified UI, Admin and developer experience across all Dynamics is coming (at least 
the first two) – prepare for this

5. Get the Managed Services Solution Designation and focus here – Managed Services is
a key revenue stream for the future

CONNECT AND ALIGN – use and talk to Msft also here. Ask for help! 
No reason for us to reinvent multiple variants of certain tools, methodologies, etc. 
when Msft is investing. Pick, chose and enhance intelligently!!
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05
Q&A ?
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06
Extra slides
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06Here are the specific specializations we can get with the BusApp Solution Designation

Solution Designations & Specializations
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06Msft. Corp is finally clarifying and simplifying! 

Partner eligibility criteria for Copilot workshops, effective 1/8/24

To qualify please start the process by submitting the eligibility request form: http://aka.ms/copilotaccelerateapply

Partner eligibility changes for the following Modern Work MCI engagements:

• Copilot Adoption Accelerator-XLarge

• Copilot Adoption Accelerator-Large

• Copilot Evaluation Accelerator-Medium

• Copilot Evaluation Accelerator-Small

• Copilot Evaluation Accelerator (Role Based)

• Copilot Value Discovery

• Copilot Value Discovery (Role Based)

• Copilot Studio Value Discovery

Partner Eligibility Change Details (Effective August 1, 2024):

• Engagement Name: All above engagements 

• What’s changing:  Partner eligibility requirement verbiage, elimination of the term “Jumpstart” 

• New eligibility terms: 

o Partners with a Modern Work or Business Applications specialization; and validated Copilot practice and offer.

o Copilot Studio Value Discovery also requires the following: Eligibility above OR Low Code Application development Specialization 
OR Intelligent Automation Specialization

• Effective change: 

oPartners currently in the Copilot Jumpstart initiative will remain eligible. 

oPartners who wish to establish eligibility for these Copilot engagements will need to follow the process found on the below form: 

▪ Eligibility request form: http://aka.ms/copilotaccelerateapply 

https://eur03.safelinks.protection.outlook.com/?url=http%3A%2F%2Faka.ms%2Fcopilotaccelerateapply&data=05%7C02%7Ciherlevsen%40prodwaregroup.com%7C15c39348d36c46a01f6c08dcb18e9956%7Cbbfde416ad70431681eb73b70da0b6cd%7C0%7C0%7C638580473328559140%7CUnknown%7CTWFpbGZsb3d8eyJWIjoiMC4wLjAwMDAiLCJQIjoiV2luMzIiLCJBTiI6Ik1haWwiLCJXVCI6Mn0%3D%7C0%7C%7C%7C&sdata=uhKdLUR0FBgTHE7WvVVyWxJyAjT3Ferw7z3uA3vKsOA%3D&reserved=0
https://eur03.safelinks.protection.outlook.com/?url=http%3A%2F%2Faka.ms%2Fcopilotaccelerateapply&data=05%7C02%7Ciherlevsen%40prodwaregroup.com%7C15c39348d36c46a01f6c08dcb18e9956%7Cbbfde416ad70431681eb73b70da0b6cd%7C0%7C0%7C638580473328571346%7CUnknown%7CTWFpbGZsb3d8eyJWIjoiMC4wLjAwMDAiLCJQIjoiV2luMzIiLCJBTiI6Ik1haWwiLCJXVCI6Mn0%3D%7C0%7C%7C%7C&sdata=guSdg3U92RHPbsJJJNM71iGK5n6iQryJvqGI8750eB0%3D&reserved=0
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