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& The What?

Unlocking partner success through a data-driven, scalable, compliant, and secure
solution using propensity data and customer insights.



2% The Why?
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Lack of Customer
Data and Insights

Lack of customer usage analytics
and insights, SKU information,
details of eligible incentives and
more.

Partner challenges we are addressing

©)

Targeting the Right
Opportunities

Challenges building effective data-
driven customer propensity lists with
clear recommendations to drive

sustainable M365 growth & revenue.

"

Manual Toil in
using Data

Defragmented engagement surfaces
and UX, complex programs
workflows, overall manual toil and
costs to gather data and surface to
sellers, delivery teams, and CXP.
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Driving Growth
and Revenue

Missing out on maximizing eligible
benefits and incentives, and overall
driving business growth and meeting
Microsoft program objectives.
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MW, Security and Copilot



;f Land and Expand is a RevOps program to drive revenue growth

-
Gartner
»  Gartner introduced Revenue Operations (RevOps) framework in 2019. .
Marketing
*  "RevOps is a method to better align organizations based on strategy, process,
workflow, data, analysis and technology” to drive revenue growth.*
« The RevOps trends are on the rise, resulting in more companies merging sales,
marketing, and customer success insights to unlock revenue potential with
their existing customer base.
Sales
[ VT
m= Microsoft ——
« At Microsoft, RevOps for Modern Work is called Land and Expand (aka LXP). Success
» Initially designed for Secure Productivity, LXP is now scaled across all Modern
Work products, including Microsoft 365 Copilot.
N

* Gartner: RevOps: The Modern Operating Model for Fast-Forward Organizations



https://www.gartner.com/smarterwithgartner/revops-the-modern-operating-model-for-fast-forward-organizations
https://www.gartner.com/smarterwithgartner/revops-the-modern-operating-model-for-fast-forward-organizations
https://www.gartner.com/smarterwithgartner/revops-the-modern-operating-model-for-fast-forward-organizations

Incremental Revenue Potential

LXP for Secure Productivity: customer journey and usage to revenue

Customer Journey's Usage to Revenue
« Usage insights help to determine who should engage

Microsoft 365 E5 to help customers move up.

* The LXP model relies on tipping point ML models that
o define which accounts are ready for upsell and
specific workloads to drive adoption.

Microsoft 365 E3
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Licensing positions and boxes i Syt FR .

Customer Focus on Focus on
Success deployment adoption

Each position is divided into distinct "boxes," each featuring a specific hero
sale at the subsequent position. L e !
The customer's transition to hero sale boxes establishes a "golden path."

The position of a customer is determined by the majority of their licenses. E
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E3, E5 Upsell & Growth Opportunities (LXP)

The FastTrack Partner Center Experience (FPX) equips marketing, sales, and customer success partner teams with actionable leads, data insights, and incentive information to drive upsell and cross-sell opportunities across the entire Microsoft customer Iifecycle. Learn more [f

You can find program information on the FastTrack Community Pertal [F and additional reports on the FRP Dashboard F
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Microsoft Partner Center
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Copilot Growth & Expansion Opportunities (LXP)
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The Evolution of the FastTrack Partner Center Experience (FPX)
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Learn more about FPX: https://aka.ms/FPXDocs
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Stay in touch...

FPX: https://aka.ms/FPX

FPX Documentation: https://aka.ms/FPXDocs

Feedback: https://aka.ms/FPXFeedback

Get help: https://aka.ms/FPXSupport
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