
Microsoft didn’t replace Gold and Silver to modernize branding.
It did it to speed up seller decisions and reward partners who help close business.
If you’re still treating Solution Designations like a badge, you’re already behind.

Under the old model, partners optimized for optics: 

certifications
headcount
longevity

Sellers ignored most of it.

The new Solution Partner designations collapse six signals
into three questions sellers actually care about:

Can this partner help me land net-new customers?

Will customers use more after the deal closes?

Is this partner easy to trust in a live deal?

That’s why Microsoft now weights performance, 
skilling, and usage 
growth instead of 
history.

And why many sub-$5M partners quietly outrank 
bigger firms in Partner Center.

Designation isn’t prestige.

It’s a routing signal inside Microsoft.
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RYZER Tips

💡If you want help turning your designation into 
co-sell pull, join the RYZE Community.

Join RYZE Today! 
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RYZER Pulse Patch TuesdayMicrosoft Announcements RYZER FeedbackGTM Motion

 WEBINAR: Why Microsoft Ignores Most Partners (And How the Smart Ones Get Pulled into Deals) - Feb. 25  @1pm ET        th REGISTER

“Designations don’t earn
trust. Execution does.”

Rob Fegan

Microsoft sellers don’t browse partners.
They filter them.

Scores in the 70+ range consistently unlock
visibility. Below that, you’re rarely surfaced.

CPOR, PAL, and CSP hygiene matter more
than marketing decks because they earn
points and establish seller trust.

Microsoft Doesn’t Rank Partners. It Routes Deals.

Your weekly shortcut to Winning with Microsoft!
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https://ryzeup.ryze-partners.com/ros
https://events.teams.microsoft.com/event/0fbe09e9-52d6-41d5-a979-58f840f577ea@69b8df22-7595-4914-9732-89cb962c5b2f
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 Not a current subscriber?   Subscribe here

Microsoft News & Events

RYZER Feedback
We want to hear from you! 

This week’s question: Which designation are
you actively optimizing for—and why that one?

Send your reply to ryzeup@ryze-partners.com.
We’ll feature a few partner perspectives in an
upcoming issue of the RYZE Report.
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Tuesday, February 17th  - 1PM EST
Guest Speakers:  

Join us for this special session with the ISSI
Team as we discuss when pursuing Microsoft
specializations makes strategic sense and what it
truly requires.

GTM Motion

              Missed an issue?  Access Archive Library

Patch Tuesday Preview

“Should SMB partners pursue multiple
designations?”
No. One focused designation aligned to your
ICP outperforms diluted coverage every time.

“Does certification volume still matter?”
Only when mapped to seller roles. Random
certs don’t move scores or trust.

“How fast does Partner Center data impact
visibility?”
Often within days. Hygiene delays are silent
pipeline killers.

h
- 21st

RYZER Pulse
The heartbeat of the partner community. Each week we
surface real stories and questions from Microsoft partners
—pulled from Patch Tuesday calls, field conversations, and
direct feedback—to help you spot patterns, avoid pitfalls,
and stay ahead.

Microsoft Marketplace Office Hours 2/18

February Azure Newsletter

February Partner Center Announcements

Microsoft AI Tour

Microsoft Partner Blog
Partner Announcements & Incentives

Americas Partner Blog
Announcements & News for the Americas Region

Multi-Country Partner News & Resources
Announcements & News across the globe

Microsoft Events Portal 
Partner Specific Live & Virtual Events

Microsoft Learn 
Partner Training & Workshops

Partner News | Microsoft Community Hub
Microsoft Partner Community Blog

Microsoft Marketplace Community
Marketplace Announcements and Forum

Pick one designation tied to your ICP. Stop
spreading points thin.

Align skilling to seller roles, not broad cert
coverage.

Fix CPOR/PAL discipline on every closed deal
within 48 hours.
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