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Earning Money With Azure

Microsoft Azure Sales Scenario Training

Saves the day.

IT industry trends
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74%

64%

62%

59%

49%

48%

of CIOs will embrace a 

cloud-first strategy in 2016

(IDC CIO Agenda webinar)

Cloud Trend:

70%

Opportunity
74% expect their cloud service to 
be able to move a cloud offering 
back on-premiseif needed

63% expect to have a single 
major cloud service provider

67% expect to purchase a wide 
variety of cloud services from 
a single vendor

84% want an established 
relationship with a vendor 
to trust them as a cloud 
service provider
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$25,000
in the cloud would cost 

$100,000 on premises

EconomicsScale

30,000to 

250,000
site visitors instantly

2weeks
to deliver new services vs. 

6-12 months with traditional 

solution

Speed

Primary drivers for Azure adoption

hybrid strategy

On customers terms
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AZURE 

SUBSCRIPTION
PARTNER 

REVENUE

CUSTOMER

MANAGED SERVICES

EA

Partner licenses and gets 

discount. EA offers additional 

benefit with Enterprise portal 

to manage customer 

subscriptions and one support 

contract for all subscriptions 

IAAS

customer lifecycle value

APPLICATION SERVICE (ISV) IAAS / PAAS

value based EA or MOSP

Partner licenses and gets 
discount

PARTNER BUSINESS MODEL DEPLOYMENT MODEL

CONSULTING / PROJECTS

IAAS / PAAS

deal by deal revenue Pay-as-you-Go / 

MOSP / EA

The customer licenses

Source: David Chapelle @ WPC 2013, Houston

Revenue

Å for SIõs

Typical difficulty of Sale

Use Windows Azure

for Blobstorage

Use Windows Azure for

development and testing of applications

Deploy new packaged applications

On Windows Azure

Move existing applications

to Windows Azure
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Always
Rememberthe IDC survey?

Customer faceshardware refresh
Discusswith Finance the flexibility of Azure

Customer expects change
Growth, merges, de-mergers, projects, spikey/seasonalusage

Customer wants lower cost
Most applications and certainly are cheaperwhen on Azure

Customer has òshadowITó, becauseof 

slow/rigid IT department
ShadowIT is non-managed and not secure. Data is also often not in 

back-up process

Upgrade of a major application Azure offers immediate start, dev &test platform and scalable

implementation

Do you sell what youõvebuilt, or are you going

build what youõvesold?

Research what developments/trends are 

happening the customersõ market Discussnew possibilities and impact. (What ifê?)g

Talk with (new) business owners as they drive 

innovation IT department is not always the budget ownerê (lessand less so)

Think about how the major trends (Social, 

Mobility , Big Data) can have an impact in the 

customersõ business Inspire BusinessOwners with examples/ ideas. Run creation workshops 
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Availability: òIf Azure breaks 

down, I cannot work anymoreó
òAzure SLAõs, which systems require absolute uptime and which ones 

not, disaster recovery scenarioõs and convenient back-up and archivingó

Investment: òI just invested

heavily in new hardwareó

Security: òCan Microsoft really keep my 

data safe?ó

Compliancy: òI cannot put my data 

outside the country/EUó

òMicrosoftõs datacenter are compliant with 

Å ISO/IEC 27001:2005 Audit and Certification

Å SOC 1 and SOC 2 SSAE 16/ISAE 3402 Attestations

Å Cloud Security Alliance Cloud Controls Matrix (CSA)

Å Federal Risk and Authorization Management Program 

(FedRAMP)

Å Payment Card Industry (PCI) Data Security Standards (DSS) Level 

1

Å HIPAA Business Associate Agreement (BAA )

Å United Kingdom G -Cloud Impact Level 2 Accreditation

Å Family Educational Rights and Privacy Act (FERPA)

and to this day, Microsoft has not shared ANY enterprise data with any 

governmentó

òThe EU recently stated that Europeõs privacy regulators have said, in 

effect, that personal data stored in Microsoftõs enterprise cloud is subject 

to Europeõs rigorous privacy standards no matter where that data is 

located. ó

òLet me explain how the CloudOSvision enablesyou to go to Azure in the future

and how we can help you with defining and designing the transition strategyó

òCosts: òIs it really cheaper?ó

òAlmost always yes, if you calculate ALL the costs of running your IT 

on-premiseó

Control: òI will losecontrol of 

my ITó

Insecurity: òThe cloud will make me lose 

my job

Compatibility: òWill my applications run 

on Azure?ó

òIt may change your job, yes. You may go from managing systems 

to managing informationó

òIt depends on the application and the way you implement it in Azure. 

Applications usually need to be adapted to make full use of the 

capabilities of Azure

òYou will losecontrol of someaspectsof IT, but that may be actually a 

good thingó
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Azure Workloads

ÅStorage

ÅHybrid IT

ÅNew workloads / applications

ÅMigrations & Adaptions of applications

Implementation services

ÅDC re-design

ÅConsolidation

ÅVirtualization

ÅAD services

ÅIdentity Mgt Solutions

Consulting services

ÅCloud strategy development

ÅData governance modelling

ÅContent Management 
services

Donõt Build a Cloud 

Practice, 

Build Cloud into all of 

your Practicesê
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Why the journey to SaaS makes sense

Microsoft Azure Sales Scenario Training

Saves the day.

Channels

Building Blocks of a Business Model

Business Model

Which customers do you serve?

What is the value that you deliver 

to your customers?

Which communication, 

distribution, and sales channels 

do you use?

How do you establish and 

maintain the relationship with 

your customer?

How does your value proposition 

result in revenue?

What is a business model?

Business Model Evolution

Value Proposition

CRM

Customer Segments

Revenue 
Stream
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Channels

Building Blocks of a Business Model

Business Model

What are the key resources that 

you need?

What are the key activities you 

have to perform?

Which activities do you acquire 

from outside ?

How does your cost structure look 

like?

What is a business model?

Business Model Evolution

Partners

Resources Activities

Cost 
Structure

Value Proposition

CRM

Customer Segments

Revenue 
Stream

Channels

Innovation

Innovation

Customers might tell us about 

areas where they need 

innovation

New capabilities might enable 

new value propositions

Different revenue or cost 

structures might open new 

markets

How can SaaS and Cloud 

Computing influence 

your business model?Where does innovation come from?

Business Model Evolution

Partners

Resources Activities

Cost 
Structure

Value Proposition

CRM

Customer Segments

Revenue 
Stream


