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o, I don't mean the weather, al-

though for many, we've been suf-

fering through that humid, hot

time of the year when just being

outside is uncomfortable. What

I really mean is this is the time of
year when many of the new marketing pro-
grams from Microsoft are rolled out to the
Partner community. In other words, it’s my
favorite season!

Below are a few of the new marketing pro-
grams I particularly like. This isn’t intended
to be an inclusive list of every new Partner
marketing program — many were being un-
veiled at the Worldwide Partner Conference
as this article was being written — but it is a
list in no particular order of some of my per-
sonal favorites, as well as those most impor-
tant to the readers of this article: marketers,
business owners, and yes, the sales team.

What Is It: Microsoft Dynamics™ Branded
Marketing Materials
https://mbs.microsoft.com/partnersource/newsevents/
news/newsgeneral/IntroducingMSDynamics.htm
As announced at the Worldwide Partner
Conference, amid smiles of glee from the mar-
keters in attendance, Microsoft has released
new marketing materials that leverage the brand
to a much greater degree than ever before. Part-
nerSource now hosts a number of tools Partners
have asked for consistently:
» Box Shots
» Online ads
» Microsoft Dynamics video
» “Now part of Microsoft Dynamics” sticker/
buttons
» Brochure
» “Thru Partner” marketing templates — (located
in “Downloads” on right side in the Thru

Partner Overview) — that are customizable

and that facilitate Partners’ requests to be

able to use the Microsoft Dynamics brand in

marketing!

(Note: While Partners may not use the Microsoft
Dynamics product logos, product icons, photogra-
phy, or other brand graphics, you may reference the
Microsoft Dynamics brand and products in text/
copy on packaging, promotional, or advertising ma-
terials, or your Web site to indicate that your product
or service is compatible with Microsoft Dynamics.)



Why I Like It: You asked for it — you got it!
For example, Partners have long wanted “box
shots” to use in their marketing campaigns
and on their Web sites. Another request Mi-
crosoft obviously responded to was access to
the corporate advertising content with online
ads and video. You'll also have access to a very
nice Microsoft Dynamics overview presenta-
tion in Microsoft PowerPoint®. (Be prepared
for the 8MB file, though.) I strongly encourage
you to check out the resources and guidelines
on this site. You'll be happy you did — and you
can impress everyone else in the office with
the new “stuft” you found online!

What Is It: Partner Vertical Resource Center
https://partner.microsoft.com/global/vertical

The Partner Vertical Resource Center is a

one-stop site where you can find information
about the Microsoft and Microsoft Dynam-
ics™ industry/vertical strategies, testimonials,
and evidence on the value of delivering verti-
cal solutions along with a host of tools and
resources to help you market your products
and services in a vertical fashion.
Why I Like It: The new Industry Explorer al-
lows a Partner to quickly find detailed infor-
mation on one of the 15 industries targeted
by Microsoft. You will find an overview of
the industry, key business challenges, a view
of the competition, regulations affecting the
industry, and more. Both your sales and mar-
keting teams will benefit from the compre-
hensive knowledge posted to this site.

Use this site to check out the new vertical
marketing resources. (I'm on this site fre-
quently when looking for marketing materials
to round out a relationship marketing pro-
gram or when a client asks about a particular
vertical they’re not familiar with.) You may not
know that Microsoft has already created mar-
keting materials for the following verticals:

» Consumer Package Goods Mfg (CPG)

» Food & Beverage Mfg

» Industrial Distribution

» Construction

» Education

» Social Services

» Government

» Automotive

» Hi-Tech Mfg

» Industrial Equipment Mfg

» Metal Fabrication

» Consumer Packaged Goods Distribution

» Food & Beverage Distribution

» Professional Services (IT Mgmt
Consulting Services)

» Retail Services

» Healthcare

» Process Industries

» Field Services

» Non-Profit

Coming soon will be Chemical Manufac-
turing, Financial Services, Specialty Retail,
and more Healthcare materials. And, CRM
content will be added to some of the existing
verticals. Just realize that Microsoft can’t cre-
ate materials for EVERY industry, so they've
chosen to focus on the “sweet spot” of where
Microsoft Dynamics has the best fit.

Combine the content posted on the Part-
ner Vertical Resource Center and the Partner
Marketing Center (https://partner.microsoft.
com/ US/salesmarketing/ marketingcenter/)
and you have a well rounded set of marketing
materials for direct mail, e-mail and telemar-
keting campaigns.

What Is It: Microsoft Dynamics Customer
Success Series
https://mbs.microsoft.com/partnersource/
communities/marketing/news/CustomerSuccess

The Microsoft Dynamics Customer Suc-
cess Series is a weekly interactive call where
satisfied customers will discuss how their

Microsoft Dynamics solution has produced

positive and tangible business results. In ad-

dition to providing relevant and practical
success stories, the Customer Success Series
enables your prospective customers to ask
questions directly to the customer hosting the
call. This one-to-many “reference forum” will
feature a different customer and associated

Microsoft Dynamics product each week. The

series started July 18th with the United Way

and continues weekly through December.

Why I Like It: This is a great idea from the Mi-

crosoft camp. I like it because...

» This forum offers your prospects a unique
opportunity to speak directly with an ex-
isting Microsoft Dynamics customer about
his/her personal experience with Micro-
soft Dynamics products.

» It is designed to help you move your pros-
pects toward consideration and purchase
and is targeted for prospects at 20% or
greater in the pipeline.

» You should take advantage of the oppor-
tunity to get your prospects on the phone
with a customer who had similar needs
and issues and found a way to solve them
with a Microsoft Dynamics product. This is
a way to accelerate prospects through the
purchase decision cycle. It’s just like a refer-

ence call for your prospect, but in a “one-to-
many” format instead of “one-to-one”

What Is It: Existing Customer Sales Briefing
for Partners
www.msreadiness.com

Microsoft has recently launched a series of
quarterly sales briefings to help you increase
sales opportunities with your existing Mi-
crosoft Dynamics customers. Each quarter,
Microsoft will hold a “deep-dive” training
session to help you increase your license and
service revenue by learning more about prod-
uct modules offered and how they address
your customers’ business pains. You'll also be
provided customer-ready marketing tools to
make it easy and inexpensive to promote the
products — and drive additional revenue.

The first in this series was July 25th on the
topic of supporting your customers’ compli-
ance needs. (You can view this session on the
www.msreadiness site by entering “compli-
ance” as the keyword search.)
Why I Like It: Existing customer revenue is an
area of huge opportunity in most Partners’
firms. It tends to be “assumed” For example, a
client of mine was upset, telling me that one of
his customers purchased Microsoft Dynam-
ics™ CRM from a competitor. The question
was “Why didn’t they come to us? We sell it”
Unfortunately, there was no ongoing, proac-
tive communication with the customer. It was
“assumed” they would come to their Partner
if they needed something. Wrong assumption
in this case. The good news is that Microsoft
is taking this series on the road in October to
meet with you in person, in addition to the
quarterly Web casts, thereby increasing your
opportunities to engage in this initiative.

What Is It: Microsoft Dynamics™ GP Power Pack
Part # LSDV-0000-PP00900

The Power Pack is designed to help you
market and sell Microsoft Dynamics GP, pure
and simple. This collection of 12 DVDs hous-
es a huge variety of sales and marketing tools,
such as brochures, PowerPoint decks, white-
papers, technical assessments, demo scripts,
and much more. (More than 370 marketing
tools, plus 150 more devoted to verticals!)
Each DVD, and there are nine with vertical-
specific content, is organized by stages of the
sales cycle, which makes it easy to quickly
find the tools you're looking for.

At The Partner Event-BBC in October, one of the marketing sessions will
focus on the Microsoft Dynamics marketing programs in greater detail.
The value of that session is not only in looking at each program in greater
detail, but also in how you can use it most effectively — or not — in your
own marketing efforts. Learn more at www.thepartnerchannel.com/tpe
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