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Evolution to Self-Service Demonstration

Past Fiscal Years
FastTrack Ready Partners were expected to 
deliver the FastTrack Benefit “remote 
deployment guidance” 
• Provide remote end-to-end guidance 

for deploying and using Microsoft 365 
services during FastTrack business 
hours

• Provide ongoing best practices, self-
service tools, resources and remote 
workshops to assist deployment

FY26
FastTrack Ready Partners deliver a demonstration of self-service resources 
through 1x Discovery Call 
• One-time customer discovery call where partner demonstrates the self-

service resources & functionality in the admin center
• Partner demonstrates the integrated capabilities and connection into the 

customer’s tenant 
• Partner aligns proper self-service resources to customer deployment goals 
Benefits 
• No ongoing partner commitment 
• Partner determines post call resource investment
• Faster ability to position planning, deployment or adoption partner-custom 

offers 
• Ability to create bundled “FastTrack” curated offers, assessments, or add-on’s



FastTrack Customer Communication 

Customer FastTrack Communication: 
(Verbiage pasted in FastTrack customer/partner assignment email)

“Your Partner will set up a free 'discovery' call to learn more 
about you; your organization and the IT services you require. 
They will introduce themselves and their skills and expertise 
and explain how they can potentially assist you. They will 
also present applicable self-help resources such as the 
available Advanced Deployment Guides and Data Migration 
tools.

If you agree to continue working past the 'discovery' call 
with this partner, then you and your partner will collaborate 
to develop a tailored deployment plan based on fee-based 
services, designed to address your specific needs.”

Customer Value Proposition:
• Kickstart their deployment journey by 

receiving live demonstration from a trusted 
deployment expert of how to access & 
utilize the self-service tools available for 
guidance

• Introduction to one of Microsoft’s proven 
specialized and qualified Modern Work 
deployment partners for additional needs

Partner Value Proposition:
• Minimal customer acquisition costs 
• Lightweight “offering” to customer allowing 

entry for partner to scope lead in time 
efficient fashion

• Embed into standard lead intake process



Partner Referral Actions

FastTrack Ready Partner Referral Requirements Optional at discretion of partner 

Partner Referral Acceptance

Lead Generated 

Discovery Meeting 

Lead Qualification 

Partner Expansion Opportunities

Proposal, Closing, Post-Sale 
Follow-up & Upsell 

Partner required activities Optional

• Referral is assigned
• Partner accepts in Partner Center
• Partner schedules initial discovery 

call with the customer

• Partner & customer introduction
• Discovery & light scoping of 

deployment scenario  
• Overview of how to access self-service 

resources & homepage
• Navigate through an Advanced 

Deployment Guide, explaining the 
structure and content of the ADGs.

• Highlight key sections that are crucial 
for deploying the service.

• Ensure the admin understands how to 
use the guide effectively.

• Discuss future deployment support & 
how to contact partner if needed

• Further activities agreed upon by 
customer & partner: planning, 
deployment, or adoption paid or 
funded activities



Discovery Meeting Topics 1/2  

Guiding Questions 

What are the Advanced 
Deployments Guides? 

How does a customer access 
the self-service resources?

What is the preferred method 
based on the stakeholder or 
phase? 

What are the different guide 
experiences? 

Partner Insight
A consolidation of Microsoft’s recommended best 
practices across product setup & security features 
centrally located in the admin center as a guided 
digital experience 

Access the guides through the Admin Center or M365 
Accelerator site

Leverage Global Admin credentials to log into your 
Admin Center to configure feature & deploy using 
ADGs
Leverage m365accelerator.microsoft.com for planning 
activities or leadership or business stakeholder's 
access

There are +70 total guides, & multiple feature level 
guides per workload
The ADGs integrate & point to each-other based off 
the tenant’s deployed prerequisites
The ADGs are listed in the recommended sequential 
workload deployment order 

Access Self-Service Resources



Discovery Meeting Topics 2/2  

Navigate through an Advanced Deployment Guide 

Guiding Questions 

What are the Advanced 
Deployments Guide stages? 

How will the Advanced 
Deployment Guides help me 
(the customer) deploy? 

Partner Insight
Guide Phases: 
Overview & requirements
Scope & scenario questions
Prerequisite tasks
Deployment tasks
Configuration
Review/Finish

Guides populate the current tenant licensing & 
deployed features
Set configurations directly within guide that hydrate 
back to tenant 
Use project management tools to assign due dates & 
other admins deployment tasks
Click on linked MS Learn documentation or links 
pointing back to direct deployment location within 
tenant 
Compare P1 & P2 feature sets & deployment activities 



Advanced Deployment Guide 
Demonstration 
In-Product Experience Product Owner



Partner Expansion Opportunities
At a partner’s discretion, they may choose to provide further guidance & scoping activities with the 
customer leading to paid services 

Expanded “Demo” Engagement 

• Leverage Microsoft GTM Solution Area Playbooks, Win Formulas, & other Microsoft partner programs to integrate FastTrack customers  
• Develop light-weight packageable “add-on” offer attachments for further lead qualification activities such as assessments, planning guidance
• Curate light-weight customer facing assets: one-pagers, offer summaries, & contact information

Example Engagement Win Formula 

Listen + consult
FastTrack Partner Program Activities  

Self-Service Discovery Demo Call
New customer acquisition, Partner 
walks customer through self-serve 
resources, environment discovery 

conversation 

Negotiated & 
positioned at 
discretion of 

partner

Inspire + Design
Partner-designed “Add-on”  

offer 

Attached Zero Trust 
Readiness Assessment 
Partner-designed “add-
on” assessment offer for 
FastTrack customers with 

E5 licenses

Realize Value
Partner leverages Microsoft 

funded activity 

Sentinel Migrate & 
Modernize offer

Microsoft-funded standard 
offer for qualifying Sentinel 

partners & customers

Manage + Optimize
Partner positions managed 

services

MXDR and Managed 
SOC Services

Partner lands ongoing paid 
SOC services

Closeout Engagement:
• Partner shares contact information, core competencies & offers for future customer required support
• Customer enters standard sales backlog & life-cycle



Partner Referral Checklist

Referral Assignment

Partner Acceptance

 Accept referral in 
Partner Center & 
contact customer 
>2 days

 Schedule a   
discovery/demo 
call

 Standard lead 
scoping activities: 
(MSFT contacts, 
internal CRM 
search) 

Discovery Meeting Agenda

Introduction

Introduce FRP as 
one of Microsoft’s 
preferred M365 & 
security deployment 
partners 

Capture customer 
deployment details 

Share partner core 
competencies & 
contact information 
for future necessary 
customer support 

Navigate Resources

Show how to access 
self-service 
resources: Admin 
center/setup site 

Route to setup page 
in admin center 

Describe 
connectivity, 
breadth, & how to 
navigate through 
guides 

Highlight 
compliance, secure, 
& adoption score

Resource Demo 
(ADGs)

Select relevant 
guide to the 
customer’s scenario

Demo deployment 
stages & guide 
scenarios: scoping 
questions, tenant 
hydrations, tasks, & 
adoption resources

 Point to a 
deployment 
configuration within 
guide 

Show project mgt. 
capabilities

Optional 

Post-Demo 
Engagement 

Expansion 
Conduct deeper 

scoping or 
environmental 
assessments 

Position partner 
service offerings

Leverage MSFT 
funded 
opportunities: MCI-
funded workshops, 
ECIF, partner 
programs or 
deployment 
vouchers through 
customer lifecycle



Guide Components 

Tenant Hydrations 
Populates the tenant’s 
existing licensing 

Scoping Questions 
Adjusted guide content 
based on scenario

Automatic Configuration 
configure within guide & 
save back to tenant

Links point customer 
directly back to tenant or 
MS Learn documentation

Project Management 
Tools assign other admins 
& track due dates



THANK YOU
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