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Benchmarking Success for
Sis and ISVs
in the Microsoft Ecosystem

5 Strategies to Strengthen the Microsoft Partnership

Erica Hakonson
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Benchmarking Report

Objectives & Overview
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Erica Hakonson
CEO, Maven Collective Marketing

® Microsoft Alum & Former ISV

@ 138+ years with Microsoft Partner Community

® Work with 500+ ISVs, Sis, CSPs, MSPs & VARs
® IAMCP Strategic Advisor, WIT & WIC Member

® Dual Citizen, Mom, Ultra Runner, Musician
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Disclaimer

The information, data, analyses, and conclusions presented herein are derived solely from responses
provided by survey participants. These data represent only the answers given by respondents and should
not be construed as independently verified facts or objective truths.

All findings are limited to the specific sample of individuals who chose to participate in the survey. The

accuracy, completeness, and truthfulness of the data depend entirely on the candor, understanding, and
interpretation of questions by respondents.

No warranty or representation is made regarding the reliability, validity, or generalizability of the information

presented. The data may not be representative of any broader population beyond the survey participants
themselves.

Users of this information should exercise appropriate caution when making decisions based on these
findings, acknowledging the inherent limitations of survey methodology and self-reported data.

This information is provided "as is" without any guarantees, expressed or implied, regarding its accuracyi2¢
reliability, or suitability for any particular purpose. e
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Demographic Profiles

> 1 mil to
<500 mil

b

Annual
Revenue

Size of
Organization

e: Maven Collective Partnership Benchmarking Survey 2024

%

Revenue Spent
on Marketing
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Geography

Top Geographies

78% USA

Source: Maven Collective Partnership Benchmarking Survey 2024
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13% 30%

23% 18% 17%

1-10 Employees 11-50 Employees

51-200 Employees 201-500 Employees 501+ Employees
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Source: Maven Collective Partnership Benchmarking Survey 2024



Revenue

MICROSOFT PARTNER ANNUAL REVENUE

<$500 MIL
$250.1-$500 MIL
$100.1 - $250 MIL
$50.1 - $100 MIL
$10.01 - $50 MIL

$5.1-$10 MIL

| |

>$1 - $5 MIL

0
DAKR

0% 5% 10% 15% 20% 25% 30% 35% \VIAR
m>$1-$5MIL $5.1-$10MIL  ®m$10.01-$50MIL  ®$50.1-$100MIL ™ $100.1-$250MIL W $250.1-$500 MIL  ® <$500 MIL =

Source: Maven Collective Partnership Benchmarking Survey 2024




Marketing Investment

60%

Invest 2-10%

13% 37%
>1% Revenue 2-5% Revenue 6-10% Revenue 11-15% Revenue 15-20% Revenue

Source: Maven Collective Partnership Benchmarking Survey 2024

<20% Revenue
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Partner Type & Status



Relationship/Status

Unmanaged
36%

PARTNER TYPE PARTNER STATUS

Managed
64%

Source: Maven Collective Partnership Benchmarking Survey 2024



5 Proven Strategies to
Strengthen Partnership

Designations




MAICPP Designations

Biz Apps
Security 21%
11%

Silver
21%

Infrastructure
12%

Legacy

Data & Al
19%

Digital and Apps
Innovation
13%

Modern Work
17%

Source: Maven Collective Partnership Benchmarking Survey 2024 Note: respondents allowed to select multiple answers per question.



nations: ISVs & Sis

None

Security 4%

10%
Biz Apps

(V)
A Silver

(1)
Infrastructure 15%

13%

Digital and Apps
Innovation
14% Data & Al
17%

Modern Work
14%

2025
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Source: Maven Collective Partnership Benchmarking Survey 2024 Note: respondents allowed to select multiple answers per question.



5 Proven Strategies to
Strengthen Partnership

Marketplace




50%
45% 43%
40%
35%
31%
30%
25%
22%
20%
15%
10%
5%
0%
Microsoft Azure Partner
AppSource Marketplace Solution
Gallery

Source: Maven Collective Partnership Benchmarking Survey 2024

Marketplace

15%

Teams Store

11%

Microsoft
Store

14%

None

TOP MS LEAD SOURCES

46% Marketplaces

44% 1:1 MS Relationships

29% Communities

2025

RTNER
RARKETING
EVENT-Q~

Note: respondents allowed to select multiple answers per question.



35%
32%
31%
30%
25%
20%
16%
15%
10%
5%
0%
Microsoft Azure Partner
AppSource Marketplace Solution

Gallery

Source: Maven Collective Partnership Benchmarking Survey 2024

11%

8%

Microsoft Teams Store
Store

Marketplace: Sis & ISVs

2%

None

TOP MS LEAD SOURCES

42% Marketplaces

31% 1:1 MS Relationships

24% Communities

2025

RTNER
MARKETING
EVENT-Q~

Note: respondents allowed to select multiple answers per question.



Designations + Marketplace

STRENGTHEN Designations and Marketplace add to your

STRATEGY credibility and authority as a Microsoft Partner.

Microsoft Partners with designations + published Marketplace listing
28% more likely to receive Microsoft funding.

Microsoft Partners with 22 designhations and a listing in both AppSource
& Azure Marketplace report the highest marketplace lead to win-rate.

WAL

Source: Maven Collective Partnership Benchmarking Survey 2024
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Strengthen Partnership

Microsoft Leads




Source

MS Leads to New Business

TOP MS LEAD SOURCES TOP MS LEAD=y NEW BUSINESS

46% Marketplaces Microsoft Marketplaces

44% 1:1 MS Relationships
1:1 MS Relationships

29% Communities

Community & Network
13% None

: Maven Collective Partnership Benchmarking Survey 2024 Note: respondents allowed to select multiple answers per question.
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MS Leads to New Business: ISVs & Sis

TOP MS LEAD SOURCES TOP MS LEAD=y NEW BUSINESS

42% Marketplaces Microsoft Marketplaces

31% 1:1 MS Relationships

1:1 MS Relationships

24% Communities

Community & Network

2% None

e: Maven Collective Partnership Benchmarking Survey 2024 Note: respondents allowed to select multiple answers per question.

VIAK




MS Leads to New Business

STRENGTHEN Add Microsoft Marketplace to your marketing

STRATEGY portfolio as top lead source for Microsoft
Partners.

Partners with a Business Applications Designated Partners list
AppSource as #1 lead source .

with 73% attributing new business
to marketplace-generated leads.

WAL

Source: Maven Collective Partnership Benchmarking Survey 2024
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Strengthen Partnership

Investment + Leads




Marketing Investment + MS Leads

100%

N\
/

0%

Source: Maven Collective Partnership Benchmarking Survey 2024

> 1%

2-5%

6-10%

11-15%

16-20%

<20%

90%
80%
70%
> 60%
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50%
40%
30%
20%
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Marketing Investment

Investment in marketing drives visibility,
STRENGTHEN awareness, recognition and growth - with

STRATEGY moderate & greater investment reaping the
most reward.

Microsoft Partners investing less than 1% in marketing annually have an
average of less than 10% lead to close rate.

Highest average lead to close rate of 51-75% of Microsoft Partners
investing 11-15% annually.

Source: Maven Collective Partnership Benchmarking Survey 2024

WAL




5 Proven Strategies to
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Funding




Microsoft Funding

TOP FUNDING SOURCES
# OF FUNDING SOURCES
PoC Credits 17%
4 S+ 0
6% 2% 16% MDF 18%

ECIF 22%

Eligibile Workshops

Eligibile Assessments

Co-op Funds/Incentives 34%

0% 5% 10% 15% 20% 25% 30% 35%

Source: Maven Collective Partnership Benchmarking Survey 2024 Note: respondents allowed to select multiple answers per question.



Microsoft Funding: Sis & ISVs

FUNDING SOURCES
L TOP FUNDING SOURCES
Proof of Concept Co-op
(PoC) Credit Funding/Incentives :
12% 2% ) Co-op Funding

MDF (Market
Development
Funds)
8%

ECIF Training

End Customer
Investment
Funds (ECIF)
Training
18%

Assessments
16%

Workshop/Assessment

Eligible
Workshops
16%

Source: Maven Collective Partnership Benchmarking Survey 2024 Note: respondents allowed to select multiple answers per question.




Microsoft Funding

STRENGTHEN Boost your marketing funds with eligible

STRATEGY monetary support from Microsoft.

94% of Managed Partners receive Microsoft Funding (at least 1 source) versus only
64% of Unmanaged Partners.

Modern Work designated partners receiving funding most often followed by ISV
Partners.

WAL

Source: Maven Collective Partnership Benchmarking Survey 2024
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— TOP PAID MEDIA COMMUNITIES
Community

TOP MS PARTNER COMMUNITIES
7%

CRM Software
Blog
8%

IAMCP

Redmond
Channel
9%

IT Pro Today
9%

The Ultimate
Partner
10%

WIT 21%

wiC 19%

BCPA 19%

FastTrack ERP Software

Blog
13%

None 12%
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0% 5% 10% 15% 20% 25% 30% 35% 40% 45%

Source: Maven Collective Partnership Benchmarking Survey 2024 Note: respondents allowed to select multiple answers per question.



Top Community Events

FabricCon
3%

None

5%
Microsoft Build
8%

Microsoft 365
Conference
12%

Microsoft Ignite
23%

TOP MS LEAD SOURCES

1:1 MS Relationships

Communities
Directions

18%

DynamicsCon
15%

Marketplaces
Dynamics
Communities
Summit
16%

2025

RTNER
FIARKETING
EVENT-Q~

Source: Maven Collective Partnership Benchmarking Survey 2024 Note: respondents allowed to select multiple answers per question.



Community & Media

STRENGTHEN Building community with Microsoft & other

Microsoft Partners broadens network & 1:1

STRATEGY contacts.

ISVs investing in paid media reporta 39% success rate in new
business.

CSPs & ISVs are 3X more likely to cite Directions EMEA/NA or Microsoft
Ignite as “must attend”.

Sis best lead to win-rate from Conferences.

Source: Maven Collective Partnership Benchmarking Survey 2024



5 Proven Strategies to
Strengthen Partnership

Key Learnings




Key Learnings

~/° 0000
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Boost Marketing
with Microsoft
Funding

Broaden Network
with Community

Designations Build Marketplaces Top
Authority Lead Source
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Strengthen Partnership

Next Steps




Strengthening Partnership Resources




Questions?

+1-800-603-2902

mavencollectivemarketing.com

mavens@mavencollectivemarketing.com

. @Maven-Collective-Marketing

. @MavenCollectiveMarketing

. @MavenCollectiveMarketing

. @Partner-Marketing-Bytes



https://www.youtube.com/@MavenCollectiveMarketing
https://www.linkedin.com/company/7960269/
https://www.linkedin.com/company/7960269/
https://www.linkedin.com/company/7960269/
https://www.linkedin.com/company/7960269/
https://www.linkedin.com/company/7960269/
https://www.instagram.com/mavencollectivemarketing/?hl=en
https://www.linkedin.com/newsletters/partner-marketing-bytes-7021220942492155904/
https://www.linkedin.com/newsletters/partner-marketing-bytes-7021220942492155904/
https://www.linkedin.com/newsletters/partner-marketing-bytes-7021220942492155904/
https://www.linkedin.com/newsletters/partner-marketing-bytes-7021220942492155904/
https://www.linkedin.com/newsletters/partner-marketing-bytes-7021220942492155904/
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