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Expert Panel Discussion; The Importance of
Educational Content in the Buying Process

Discover how aligning your sales processes with marketing content
can enhance sales outcomes and drive results!

Panel Host
Rick McCutcheon
PartnerTalks
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Our Panel of Experts

Susana Ramos Kelly Mazur Sam Bush Trevor Metcalfe
Director, Marketing Marketing Director Partner Marketing Marketing Manager
Services Evenica Lead Resco

Coffee and Dunn Netstock




The Microsoft Dynamics Ecosystem

“Ecosystem” conveys the idea that all the pieces of an economy
come together in particular places, and that their strength and
interactions determine prosperity and economic growth. Think of it
as your garden, where you need fertile soil, seeds, and other
ingredients to make things grow”.

Rosabeth Moss Kanter
Professor
Harvard Business School
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The Microsoft Dynamics Ecosystem

End-User Customers

Microsoft Partners

VARs/ System Integrators
ISV Partners

Hybrid Partners
Advisors & Consultants

Microsoft
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The B2B Modern Buying Process
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The B2B Modern Buying Process
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Which channels do customers rely on when looking for
relevant industry advice?

Community user groups

Independent editorial websites (like MSDW)
Expert blogs

ISV corporate websites

Search engines

Microsoft AppSource

Microsoft web sites

YouTube

Online reviews

Industry forums

LinkedIn

Corporate blogs

Al-based research tools (ex: Bing chat)
Twitter/X

Podcasts

Other (please specify)

Instagram

Facebook

L
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Dynamics Users: Which of the following do you consume
most frequently at different buying stages? (2024)

Podcasts

E-books & white papers
Corporate videos

Online buying guides

Product literature/brochures
Virtual trade shows
Non-promotional expert webinars
In-person trade shows

Corporate website

Microsoft AppSource

Vendor case studies

ROI Calculators

Video demos and walkthroughs
Vendor-sponsored product webinars
Vendor comparison white papers
Online reviews

Product trials/demos

Customer references
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Our Panel of Experts

Susana Ramos Kelly Mazur Sam Bush Trevor Metcalfe
Director, Marketing Marketing Director Partner Marketing Marketing Manager
Services Evenica Lead Resco

Coffee and Dunn Netstock




THANK YOU FOR
JOINING US!
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