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There Are Three Doors Into an SMB Customer. Most MSPs Only Knock on One.

Microsoft has structured its SMB partner motion around three solution areas: Modern Work,
Azure/Data & Al, and Business Applications. Most MSPs have built a real practice in one of them.
Some have two. Business Applications (Dynamics 365 Business Central, Power Platform, Sales
Copilot) is, for the majority of SMB-focused MSPs, a blank line on the P&L. That is not a product gap.
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a partner-to-partner arrangement. Your PDM can help
identify qualified Business Applications partners in your
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Partners running a system see a three-door account and and the channel is thin at the SMB tier.
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The Business Applications lane does not require you to . .
build. It requires you to be attached. * Microsoft sellers who cannot find an attached

partner for a Business Applications deal will find
one. That partner inherits the account
relationship, not just the transaction.

Book a FREE RYZE Strategy Session
? In 30 minutes with you will know exactly where

your coverage gaps are and which ones have open
Microsoft pipeline attached to them right now.
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https://events.teams.microsoft.com/event/75798bdd-78be-46b4-8e56-c057a3a52422@69b8df22-7595-4914-9732-89cb962c5b2f
https://calendly.com/sandie-knight-rob-fegan/sandie-knight-rob-fegan-ryze

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.

“We do some Power Automate work. Does that count
toward a Business Applications designation?”

Yes, but only if the work is properly attached through
CPOR and mapped to the correct solution area in
Partner Center. Unattached Power Platform delivery
generates no performance score credit, no matter how
much work was done. Check your Business Applications
performance score to confirm those engagements are
actually counting.

“We are an M365-focused MSP. Is Business Central a
realistic add, or does it require a separate practice?”
Business Central delivery is a different skill set than
M365, but the co-sell motion is the same: same CPOR
process, same referral structure. Most MSPs start by
partnering with an existing Business Central partner
and attaching their customer relationships before
building internal capability.

—) TO DO

5 actions to move closer to Microsoft
and drive pipeline.

o REQUEST A SELLER MEETING
Invite a Microsoft seller to a 30-minute

call to align on priority accounts.

o ATTACH & MAP ENGAGEMENTS

W - Ensure active engagements are in CPOR
and mapped to the right solution area.

e /i CHECK YOUR SCORE

Review your Business Applications
performance score in Partner Center.

’ INVEST IN CERTIFICATIONS
o Add or renew Business Applications

certifications to strengthen your profile.

/ PLAN JOINT ACCOUNT PLAYS
o o Identify 3 target accounts and define

your co-sell strategy with Microsoft.

Microsoft News & Events

Microsoft Build 2026: June 2-3 In-person/On-line
Microsoft Al Skills Fest - June 8-12 - On-line

MCAPS for Partners is July 22, 2026 - On-line

Microsoft Partner FY27 GTM Kickoff - July 28

Partner of the Year Awards - Nominations open 6/1/26

May Partner Center Announcements

Microsoft Partner Blog

Americas Partner Blog
Multi-Country Partner News & Resources

Microsoft Events Portal
Microsoft Learn

Partner News | Microsoft Community Hub

Microsoft Marketplace Community

Patch Tuesday Preview

RYZE MEMBERS ONLY

Tuesday, May 26th - 1PM EST

ASPX:
The Signal Your Co-Sell Motion
Has Been Missing

RYZER Feedback

We want to hear from you!

This week’s question: If a Microsoft seller in your
territory needed a Business Applications partner
for an SMB account today, would your name come
up?

Send your reply to ryzeup@ryze-partners.com. We’ll
feature a few partner perspectives in an upcoming
issue of the RYZE Report.

[ Follow us on LinkedIn

Consistent action today = more pipeline tomorrow. . .
Not a current subscriber? {El¥le}elg[ol-Nal=I¢-]
Missed an issue? Access Archive Library
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