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Welcome to the 2011 Microsoft Worldwide Partner Conference (WPC) Partner Awards.  We are excited to offer our Microsoft partners with a variety of Award options to showcase how your solutions, built on our technologies, benefit our mutual customers.  This year, along with the Microsoft Partner Network competency Awards, we are introducing new Awards in the categories of Sales Excellence and Emerging Technologies & Innovation. Also returning this year is the Microsoft Country Partner of the Year Award.

WPC Partner Awards Benefit Your Business:
Winning an Award—or placing as a finalist—can create new business and customer opportunities, increase your press coverage, and provide market recognition. Benefits to you include:
· Recognition – Winners/Finalist receive the following: 
· Customized logos and web banners that help you showcase your company as an honored Microsoft partner.
· Custom public relations templates to help promote your distinction 
· Trophy (winners) & plaques (finalists) to proudly showcase your success.
· Congratulatory letter from Microsoft executives.
· Photo opportunities with Microsoft executives at WPC.
· Exclusive Access – Winners receive the following: 
· Invitation to come on stage at Worldwide Partner Conference Los Angeles in July and be recognized in front of your peers.
· WPC 2011 Partner Awards winners are invited to an exclusive Awards celebration during Worldwide Partner Conference on July 12, 2011. You will get the opportunity to network with Microsoft executives in specific areas of business focus and to strengthen relationships with Microsoft business groups.

Start Preparing Your Award Nomination Today:
The 2011 WPC Award nomination period runs from February 28, 2011 until April 29, 2011. This year, you have the opportunity to preview the Award categories and questions before submitting your Award nomination.  Use this document to begin preparing your answers so that you are ready to submit them into the 2011 WPC Awards tool starting on March 18, 2011. 
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To start preparing your 2011 WPC Award nomination, please review the instructions as outlined below and follow the three easy steps.  

Step 1: Review the Award Rules, Frequently Asked Questions (FAQ) and Tips documents before you start preparing your solution’s nomination. 

Step 2: Review this document and find the Awards for which your company has developed a winning solution and start developing your nomination responses. 
· To go directly to a specific Award, go to the table of contents and ctrl+click on the Award you wish to view.
· All answers are limited to 5,000 characters (including spaces). See FAQ’s to learn how to determine your answers character count.
· [bookmark: _GoBack]Most Award descriptions are one page in length, but not all. Please be conscious of this as you use this document. 

Step 3: Starting March 18, 2011 return to www.digitalwpc.com/awards to officially submit your nomination in the WPC Partner Awards Submission tool.  
· All final nominations must be submitted by April 29, 2011, 11:59pm Pacific Standard Time.  No extensions will be granted.
· Please note, when submitting your answers into the Awards Submission Tool, you must submit each answer individually in the specified fields of the Award category for which you are applying. 
· Nominations which are not submitted properly will not be judged.

For Questions? Please email the Microsoft WPC 2011 Awards team
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[bookmark: _Toc288726776]BizSpark Partner of the Year
The BizSpark Partner of the Year Award recognizes early stage software technology companies who demonstrate leadership in the areas of innovation, market potential, media and analyst attention, investor value creation, and customer adoption.

To be eligible for the Award, you must be:
· Actively enrolled in the Microsoft BizSpark Program

Questions
1. Describe the product or service you have developed in terms of the benefits it delivers, who uses it, who benefits from it, and your revenue model.  Also describe how it is deployed (e.g. on-premise, hosted, in the cloud, on phones, and so on). Define your current and planned market reach. For example which audiences, industries or geographies do you serve and any plans you have for expansion.

2. We realize that innovation is often associated with early stage companies. In your own words, describe the stage of maturity of your product. For example: proof of concept, pre-sales, pilot customers, early growth, market expansion.

3. How is your company funded? For example: self-funded, friends and family, grants, angel, early stage VC, late-stage VC, debt. How will you fund future expansion? If you have known investors, such as VCs, or angels, it will help us if you name them.

4. Are you (or were you) supported or sponsored by any local, national, or government incubator organizations? For example, university incubators/accelerators, Plug and Play, YCombinator, Seedcamp, TechStars, Enterprise Ireland?

5. Please provide links to published materials that describe the product or service. For example: customer references, testimonials, press releases, Awards, prizes, reviews, etc.

6. Describe how you used Microsoft technologies in your product or service. Provide details of which Microsoft products you used to develop it, operate it, and integrate with it. Let us know which products and services you found most advantageous, and why.

7. Describe any other Microsoft resources that you have taken advantage of in developing your product, or in reaching your customers. For example, have you used MPN services such as Pinpoint or MAPS? 

8. Describe as completely as you can what is unique about your product or the value it delivers. Is the innovation or leadership in its business model, the uniqueness of its technical implementation, new audiences it reaches?



[bookmark: _Toc288726777]Dynamics Cloud Business Excellence Partner of the Year
The Award for building a successful cloud practice will recognize Microsoft partners who have shown both innovation and results related to selling and delivering Microsoft Dynamics CRM Online or ERP partner hosted offerings.  Eligible candidates will have proven their ability to meet customer demands by: packaging intellectual property (IP) (product and/or services) to create a sustainable annuity stream, driving scale through an accelerated sales motion, establishing branding and constructing a marketing engine optimized for web based activity to support a cloud service, and building a delivery model based on fixed bid, highly repeatable offerings.  This Award will consider the business model attributes mentioned, customer references or case studies, as well as the number of Microsoft Dynamics CRM Online and or ERP SPLA seats sold leading up to May 1, 2011 as systematically captured through Microsoft Dynamics reporting tools.   Additional consideration will go to partners who have transformed their business inclusive of multiple Microsoft Online Services (MOS) offerings (i.e. Office 365, Azure).

To be eligible for this Award, you must be:
· A registered CRM CSA or ERP SPA partner

Questions
1. How have you packaged your offering and monetized it in a subscription model in an effort to build up an annuity steam beyond what the Dynamics base license (CRM Online or CRM/ERP SPLA) provides?

2. How have you constructed your marketing engine to increase the volume of leads created and how are you using various mediums such as web based learning and social media to further educate prospects so that you limit the amount of engagement required to close a deal? 

3. How have you implemented an accelerated sales process for increasing the rate of customer acquisition?

4. How have you increased repeatability into your delivery practice in an effort to meet the desires of customers to consume the technology as an operational expense?  How have you packaged offerings in fixed bid/scope format?  What portions of traditional deployment services have your automated or created rapid delivery methodologies around?

5. How have you brought together the various Microsoft Online Services offerings (Office 365, CRM Online, Intune) to create a unified offering for customers?




[bookmark: _Toc288726778]Dynamics Marketplace Solution Excellence Partner of the Year
The Award for delivering packaged intellectual property through a Microsoft Marketplace will recognize a Microsoft partners for their ability to provide a click-try-buy experience through the Microsoft Dynamics Marketplace powered by Microsoft Pinpoint. Eligible candidates will have a tested solution available through the Dynamics Marketplace which allows customers to download, adopt and purchase. The terms of this Award will consider innovative solutions (packaged Intellectual Property, applets, applications, cloud services) that optimize the Microsoft Dynamics CRM or ERP experience, excellent customer recommendations, traffic driven to listings and the ability for the solution to effectively convert Microsoft Dynamics CRM or ERP prospects into paid customers.

To be eligible for this Award, you must have:
· A registered solution on Microsoft Dynamics Marketplace 


Questions
1. Describe the customer business opportunity your solution was designed to address including specific business impact created (e.g. revenue acceleration, cost reduction, business productivity, customer satisfaction)?   Be very specific to the depth and breadth of the Microsoft stack of solutions you leveraged.

2. Is this solution specific to one particular customer or does it have broader market relevance?  Upload or provide links to outside references or data sources that illustrate exceptional customer experience or satisfaction (i.e., published articles, case studies, videos, customer testimonials, etc.)

3. Did your company partner with any other Microsoft partners in designing/developing/implementing and/or integrating this solution?  If yes, please describe your partnering story and how it benefitted the customer?

4. Describe how leveraging Microsoft technologies in your solution helped you win against the competition in a customer situation from a technical and business perspective.

5. Is your solution taking advantage of Microsoft Dynamics CRM 2011 technologies? If applicable, please tell us how.

6. What makes your solution unique in the Dynamics Marketplace? How do you represent to your customers the value of your solution?

7. What is the most innovative part of your solution? Represent any customer feedback stories or productivity gains.

8. How does your expertise as a CRM competent partner help you to develop your solution and/or connect with and market to your customers? How have you used your competency to differentiate yourself from non-CRM-competent competitors?

9. If your solutions are certified for Microsoft Dynamics CRM 2011, how have you used the accreditation for differentiation?

10. Beside Dynamics Marketplace, which other Microsoft-provided sales and marketing tools or customer campaigns have you leveraged to promote your solution? What else have you done? Identify specifics including creative details, particular campaigns and timelines.



[bookmark: _Toc288726779]Online Services Commercial Partner of the Year
The Microsoft Online Services Commercial Partner of the Year Award honors Microsoft partners who have built a successful cloud practice and who have shown both innovation and results related to selling and to delivering solutions to the Small to Midmarket (SMB) customers based on Microsoft Online Services (including Microsoft Office SharePoint Online), Microsoft Office Exchange Online, Microsoft Office Live Meeting, Microsoft Dynamics CRM Online, and Microsoft Office Communications Online).  Eligible candidates will have proven their ability and success in meeting customer demands with scale and momentum. Key considerations are mainstream and accelerated sales motions, delivery of value added solutions on top of the Microsoft Service to customers.  This Award will consider the business model attributes mentioned, customer references or case studies showcasing impact on our mutual SMB customers.  Additional consideration will go to partners who have transformed their business inclusive of multiple Microsoft Online Services (MOS) offerings (i.e. Office 365, Azure).

To be eligible for the Award, you must be:
· Be an enrolled and active Microsoft Online Services Partner

Questions
1. How many User Subscription Licenses (USLs or "Seats") did you sell this year?

2. How many Small and Midsized (SMB) customers did you sign up onto Online Services this year?

3. What percentage of your business can you attribute to reselling Microsoft Online Services? How has this changed from the previous year?

4. Did you develop a custom, scalable solution using Microsoft Online Services? If so, please describe the customer business opportunity your solution is designed to address?  Is this opportunity specific to one particular customer or does it have broader market implications?

5. Explain how your solution helped your customer solve a business problem, win more customers, deliver better customer service, or achieve another business goal.

6. Describe how leveraging Microsoft technologies in your solution helped you win against the competition in a customer situation.

7. What additional services (managed or professional) did you offer to compliment Microsoft Online Services?

8. Describe how you market and find customers for Microsoft Online Services (programs, target customer selection criteria, methodology for targeting, results).

9. What is your customer satisfaction with your Microsoft Online Services offering, and how did you measure it? Provide outside references or data sources that provide evidence of exceptional customer experience or satisfaction (i.e., links to published articles, case studies, videos, customer testimonials, etc.).

10. What % of the seats you have sold have deployed Microsoft Online Services?

11. In general, why do you deserve this Award? Is there any additional information you would like to share?

12. In addition to the Award categories specified, we are always looking for partner achievements to highlight, especially in collaboration with other partners. If you have a partner networking success story, please tell us about it.



[bookmark: _Toc288726780]Online Services Solution Partner of the Year
The Microsoft Online Services Solution Partner of the Year Award honors Microsoft partners who have built a successful cloud practice and who have shown both innovation and results related to selling and to delivering solutions to Corporate Account and Enterprise customers based on Microsoft Online Services (including Microsoft Office SharePoint Online, Microsoft Office Exchange Online, Microsoft Office Live Meeting, Microsoft Dynamics CRM Online, and Microsoft Office Communications Online).  Eligible candidates will have proven their ability and success in meeting customer demands with scale and momentum. Key considerations are mainstream and accelerated sales motions, delivery of value added solutions on top of the Microsoft Service to customers.  This Award will consider the business model attributes mentioned, customer references or case studies showcasing impact on our mutual Corporate Account and Enterprise customers.  Additional consideration will go to partners who have transformed their business inclusive of multiple Microsoft Online Services (MOS) offerings (i.e. Office 365, Azure).

To be eligible for the Award, you must be:
· Be an enrolled and active Microsoft Online Services Partner

Questions
1. How many User Subscription Licenses (USLs or "Seats") did you sell this year?

2. How many Corporate Account and/or Enterprise customers did you sign up onto Online Services this year?

3. What percentage of your business can you attribute to reselling Microsoft Online Services? How has this changed from the previous year?

4. Did you develop a custom, scalable solution using Microsoft Online Services? If so, please describe the customer business opportunity your solution is designed to address?  Is this opportunity specific to one particular customer or does it have broader market implications?

5. Explain how your solution helped your customer solve a business problem, win more customers, deliver better customer service, or achieve another business goal.

6. Describe how leveraging Microsoft technologies in your solution helped you win against the competition in a customer situation.

7. What additional services (managed or professional) did you offer to compliment Microsoft Online Services?

8. Describe how you market and find customers for Microsoft Online Services (programs, target customer selection criteria, methodology for targeting, results).

9. What is your customer satisfaction with your Microsoft Online Services offering, and how did you measure it? Provide outside references or data sources that provide evidence of exceptional customer experience or satisfaction (i.e., links to published articles, case studies, videos, customer testimonials, etc.).

10. What % of the seats you have sold have deployed Microsoft Online Services?

11. In general, why do you deserve this Award? Is there any additional information you would like to share?


12. In addition to the Award categories specified, we are always looking for partner achievements to highlight, especially in collaboration with other partners. If you have a partner networking success story, please tell us about it.


[bookmark: _Toc288726781]Private Cloud Partner of the Year
The Private Cloud Partner of the Year Award recognizes partners that have excelled in offering innovative private cloud solutions for their customers based on Microsoft Windows Server 2008 R2 Hyper-V, Microsoft System Center, and related products. Your solution needs to have utilized Microsoft’s platform for private cloud computing (for dynamically pooling, allocating, provisioning and managing cloud resources) including, but not limited to:
· Microsoft Windows Server 2008 R2 Hyper-V 
· Microsoft System Center Virtual Machine Manager 2008 R2 
· Microsoft System Center Virtual Machine Manager Self-Service Portal 2.0 
· Microsoft System Center Configuration Manager 
· Microsoft System Center Operations Manager 
· Microsoft System Center Service Manager 
· Opalis
· Microsoft Forefront Identity Manager

To be eligible for the Award, you must be:
· Active in the in the Microsoft Virtualization Competency,  Server Platform Competency & Systems Management Competency

Questions
1. Describe the customer challenges and problems the Microsoft Private Cloud solution solved for the customer(s). Please identify
· the impact of the customer's pain points on their business, 
· contrast the before/after scenarios, and 
· Provide metrics (i.e. cost savings, time/labor savings, performance gained) on benefits received by the customer as a result of implementing this solution."

2. What products and technologies were included in the solution?
Select all that apply
a. Windows Server 2008 R2
b. Windows Server 2008 R2 Hyper-V 
c. Windows High Performance Computing Server 2008
d. System Center Operations Manager 2007 
e. System Center Configuration Manager 2007 R2
f. System Center Data Protection Manager 2007
g. System Center Virtual Machine Manager 2008
h. System Center Virtual Machine Manager Self Service Portal (SSP 2.0)
i. Other System Center product
j. Forefront (Security and Identity) family of products
k. Microsoft SharePoint Server
l. Microsoft Exchange Server
m. Microsoft SQL Server
n. Other

3. What workloads is the customer running on the Private Cloud solution?

4. Describe how your solution enabled key Private Cloud features such as chargeback, self-provisioning, and dynamic allocation of resources for the customer.

5. Describe how your Private Cloud solution or service grew your overall Microsoft infrastructure technology opportunity.

6. While architecting your Private Cloud solution, did you discuss a roadmap with the customer to eventually move some workload(s) to the Public cloud? How did this affect your design for the Private Cloud solution?

7. Include the data sources that can provide evidence of the exceptional experience (if available), using different sources outside your own company (i.e. URL, publications, benchmarks, case studies, whitepapers, customer testimonials, etc.).

8. In addition to the Award categories specified, we are always looking for partner achievements to highlight, especially in collaboration with other partners.  If you have a partner networking success story, please tell us about it.
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The Sustainability Partner of the Year Award recognizes exceptional partners who have delivered software and technology innovations built on the Microsoft platform that help people and organizations around the world reduce their impact on the environment.  

To be eligible for this Award, you must:
· Profile your solution or service in Microsoft Pinpoint and tag it with the Industry Focus category called “Environmental Sustainability”.

Questions
1. Describe the customer business opportunity your solution was designed to address including specific business impact created (e.g. revenue acceleration, cost reduction, business productivity, customer satisfaction)?   Be very specific to the depth and breadth of the Microsoft stack of solutions you leveraged.

2. Is this solution specific to one particular customer or does it have broader market relevance?  Upload or provide links to outside references or data sources that illustrate exceptional customer experience or satisfaction (i.e., published articles, case studies, videos, customer testimonials, etc.)

3. Did your company partner with any other Microsoft partners in designing/developing/implementing and/or integrating this solution?  If yes, please describe your partnering story and how it benefitted the customer?

4. Describe how leveraging Microsoft technologies in your solution helped you win against the competition in a customer situation from a technical and business perspective.

5. Describe the sustainability objective your solution is designed to address for your customers (grow revenue, reduce costs, mitigate risk, regulatory compliance, and/or demonstrate social responsibility, etc.)?  

6. In what way has your solution helped your customer(s) meet these sustainability objectives (e.g. enabled development of new products or services, increased energy efficiency of IT and operations, or improved transparency and reporting, etc.)?




[bookmark: _Toc288726783]Technical and High Performance Computing Innovation Partner of the Year
The Technical and High Performance Computing Innovation Partner of the Year Award recognizes an ISV or SI partner which enables scientists, engineers and analysts in solving world’s most complex problems through simulation and modeling.  Partners that enable simulation and modeling innovatively in the cloud using Windows HPC Server, burst capability, Windows Azure and Microsoft Parallel Development Platform are encouraged to apply. Successful entrants will showcase innovation, competitive differentiation, and potential impact in solving problems that impact the world and society. 

To be eligible for this Award, you must be:
· An ISV who has developed a technical computing (data and/or compute intensive modeling & simulation) application that is generally available or is in active development stage and can be demonstrated real time by 05/01/2011
· An SI who has developed a technical computing (data and/or compute intensive modeling & simulation) application or an application framework that is in use at a customer site in production mode or is in active development stage and can be demonstrated real time by 05/01/2011
· Listed as an expert for Microsoft Windows HPC Servers at http://www.microsoft.com/hpc/en/us/partners/find-windows-hpc-expert.aspx#.ptISV 

Questions
1. Describe the customer business opportunity your solution was designed to address including specific business impact created (e.g. revenue acceleration, cost reduction, business productivity, customer satisfaction)?   Be very specific to the depth and breadth of the Microsoft stack of solutions you leveraged.

2. Is this solution specific to one particular customer or does it have broader market relevance?  Upload or provide links to outside references or data sources that illustrate exceptional customer experience or satisfaction (i.e., published articles, case studies, videos, customer testimonials, etc.).

3. Did your company partner with any other Microsoft partners in designing/developing/implementing and/or integrating this solution?  If yes, please describe your partnering story and how it benefitted the customer?

4. Describe how leveraging Microsoft technologies in your solution helped you win against the competition in a customer situation from a technical and business perspective.

5. Please explain at a high level the technical architecture of the solution and application you are nominating? What Technical Computing stack elements are in use and what value do they add to the solution? (Windows HPC Server - Windows HPC Server burst to Azure - Big Data and Dryad - Parallel Computing Platform and Visual Studio Parallel Extensions)

6. How did this solution and working with Microsoft Technical Computing stack impact your business as a Microsoft partner?  Is your organization more productive in its current market? Are you able to address new market segments? Are you able to do what you could not do before? How about your technology implementation and application development? What benefits in technology did you realize?




[bookmark: _Toc288726784]Visio Partner of the Year
The Visio Partner of the Year Award recognizes partners with proven expertise in the planning, implementation, and management of solutions using Microsoft Visio as a platform. Submit solutions or examples of implementations based on any of these Visio solution scenarios (Business Intelligence, Process Management, IT Management, Facilities Management, and Quality/Compliance).  Successful entrants will demonstrate how these solutions have helped your customers reduce costs, gain business insights, enhance compliance and reduce IT risks.

 To be eligible for this Award, partners must be:
· Active in the ISV/Software Solutions competencies

Questions
1. Please describe your Visio solution.

2. What makes your solution unique in the marketplace?

3. What is the most innovative part of your solution?

4. Does your solution take advantage of any of the new technologies or capabilities of Microsoft Office 2010 and Microsoft SharePoint 2010? If applicable, please describe how it does today, or your vision for how it might in the future - or if you are not building on Office 2010 and SharePoint 2010, please tell us why.

5. What Microsoft-provided sales and marketing tools or customer campaigns have you leveraged to promote your solution? What else have you done? Identify specifics including creative details, particular campaigns and timelines.

6. How do you measure customer satisfaction with your solution? How does this influence your future design choices?

7. Please give an example, if possible, of a competitive win - how were you able to sell Microsoft technology into an account that was considering an alternate platform, and what specific benefits were you able to offer that the competition was not.

8. Please include the data sources that can provide evidence of the exceptional experience (if available), using different sources outside of your company (i.e. URL, publications, benchmarks, case studies, whitepapers, customer testimonials, etc.).

9. Explain how your solution helped your customer solve a business problem, win more customers, deliver better customer service, or achieve another business goal.

10. In addition to the award categories specified, we are always looking for partner achievements to highlight, especially in collaboration with other partners. If you have a partner networking success story, please tell us about it.



[bookmark: _Toc288726785]Windows Azure Platform ISV Partner of the Year 
The Windows Azure Platform Partner of the Year Award recognizes ISVs that together or independently incorporate Windows Azure and SQL Azure. We want to recognize the hard work of our partners who are developing flexible, scalable, robust applications using the cloud platform. The winning nomination will demonstrate innovation, competitive differentiation, and customer value while showcasing the benefits of using the Windows Azure Platform.

To be eligible for the Award, you must be:
· Be a Microsoft partner, but not required to be enrolled in a competency 
Questions
1. Describe the customer business opportunity your solution was designed to address including specific business impact created (e.g. revenue acceleration, cost reduction, business productivity, customer satisfaction)?   Be very specific to the depth and breadth of the Microsoft stack of solutions you leveraged.

2. Is this solution specific to one particular customer or does it have broader market relevance?  Upload or provide links to outside references or data sources that illustrate exceptional customer experience or satisfaction (i.e., published articles, case studies, videos, customer testimonials, etc.)

3. Did your company partner with any other Microsoft partners in designing/developing/implementing and/or integrating this solution?  If yes, please describe your partnering story and how it benefitted the customer?

4. Describe how leveraging Microsoft technologies in your solution helped you win against the competition in a customer situation from a technical and business perspective.

5. Please describe your specific application or solution developed using one or more of the Windows Azure Platform products.

6. Is your solution built on either one or all of the following:
Select all that apply
a. Windows Azure
b. SQL Azure

7. Describe the benefits your company sees using the Windows Azure Platform to provide the best solutions for your customers (see http://www.microsoft.com/windowsazure/partners/ for more information on the Windows Azure partner benefits.)




[bookmark: _Toc288726786]Windows Azure Platform SI Partner of the Year 
The Windows Azure Platform Partner of the Year Award recognizes SI partners that together or independently incorporate Windows Azure and SQL Azure. We want to recognize the hard work of our partners who are developing robust services and practices around the cloud platform. The winning nomination will demonstrate innovation, competitive differentiation, and customer value while showcasing the benefits of using the Windows Azure Platform.

To be eligible for the Award, you must be:
· Be a Microsoft partner, but not required to be enrolled in a competency 
Questions
1. Describe the customer business opportunity your solution was designed to address including specific business impact created (e.g. revenue acceleration, cost reduction, business productivity, customer satisfaction)?   Be very specific to the depth and breadth of the Microsoft stack of solutions you leveraged.

2. Is this solution specific to one particular customer or does it have broader market relevance?  Upload or provide links to outside references or data sources that illustrate exceptional customer experience or satisfaction (i.e., published articles, case studies, videos, customer testimonials, etc.)

3. Did your company partner with any other Microsoft partners in designing/developing/implementing and/or integrating this solution?  If yes, please describe your partnering story and how it benefitted the customer?

4. Describe how leveraging Microsoft technologies in your solution helped you win against the competition in a customer situation from a technical and business perspective.

5. Please describe your specific application or solution developed using one or more of the Windows Azure Platform products

6. Is your solution built on either one or all of the following:
Select all that apply
a. Windows Azure
b. SQL Azure

7. Please note the way in which your company delivered the solution.
Select one
a. Web VAP
b. SI

8. Describe the benefits your company sees using the Windows Azure Platform to provide the best solutions for your customers (see http://www.microsoft.com/windowsazure/partners/ for more information on the Windows Azure partner benefits.)
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[bookmark: _Toc288726788]Microsoft Country Partner of the Year 
The Microsoft Country Partner of the Year Award recognizes partners at the country level that have demonstrated business excellence in delivering Microsoft solutions to our mutual customers over the past year. Partners applying for this Award should demonstrate effective engagement with their local Microsoft office that showcases driving customer satisfaction, innovation, winning new customers, and business impact.

To be eligible for this Award, you must be:
· Enrolled in the Microsoft Partner Network at the Silver or Gold Competency

Questions
1. Describe how your solution used one or more Microsoft products to create a unique market offering. Include in your description why you think the solution is unique and innovative by demonstrating the following:
· What business problem and opportunity did your solution address
· What is the customer size of the business problem/opportunity
· What is your marketplace differentiation against other solutions in market (provide links to Awards, press articles, analyst reports, etc.)

2. Provide quantifiable metrics of positive business impact from your solution (e.g. ROI, decreased costs, increased productivity, financial impact, growth, etc.)

3. Provide an example of a successful engagement with the local Microsoft office that includes a description of the motivation for the engagement, the steps taken to engage the local Microsoft office and what was the successful outcome (customer win, technology adoption, etc.) Include examples of the type of Microsoft personnel that was engaged.

4. Describe how leveraging Microsoft technologies in your solution helped you win against the competition in a customer situation.

5. Include the data sources that can provide evidence of the exceptional customer experience or customer satisfaction increase (if available), using different sources outside your own company (i.e., for example links to  publications, benchmarks, case studies, whitepapers, customer testimonials, videos, etc.).
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[bookmark: _Toc288726790]Application Integration Partner of the Year
The Application Integration Partner of the Year Award recognizes a partner who has delivered a remarkable solution in the middleware and integration space with Microsoft Application Platform products, such as Microsoft BizTalk Server, Microsoft SQL Server, Windows Azure AppFabric or Microsoft Commerce Server. The winning solution will have solved a customer’s significant paint point while leveraging the integration capabilities of our platform, including, but not limited to, the latest and premium editions of the products included in the platform.

To be eligible for this Award, you must be:
· Active in the Microsoft Application Integration Competency


Questions
1. Describe the customer business opportunity your solution was designed to address including specific business impact created (e.g. revenue acceleration, cost reduction, business productivity, customer satisfaction)?   Be very specific to the depth and breadth of the Microsoft stack of solutions you leveraged.

2. Is this solution specific to one particular customer or does it have broader market relevance?  Upload or provide links to outside references or data sources that illustrate exceptional customer experience or satisfaction (i.e., published articles, case studies, videos, customer testimonials, etc.)

3. Did your company partner with any other Microsoft partners in designing/developing/implementing and/or integrating this solution?  If yes, please describe your partnering story and how it benefitted the customer?

4. Describe how leveraging Microsoft technologies in your solution helped you win against the competition in a customer situation from a technical and business perspective.

5. Describe all MPN related activities and resources leveraged by your company over the past 12 months, other than renewing your membership and qualifying for competency and how it helped your business (e.g. profiling solution in Pinpoint (please include your Pinpoint solution URL), customer campaigns, etc.)

6. Please indicate the number of Microsoft BizTalk Server Enterprise Edition processor licenses your solution uses.
Select one:
a. 0
b. 1-4
c. 4-16
d. 16-50
e. 50+

7. Does this solution address a customer need for business process management (BPM) or is this solution part of your customers SOA (Service Oriented Architecture) strategy?

8. Please describe the implementation highlights of this solution (i.e. total number of processors, scalability, reliability, transactional volume, return on investment and time-to-value).

9. Does your application uses any of the following BizTalk connectors?
Select one:
a. SAP
b. HIS
c. SharePoint
d. Other

[bookmark: _Toc288726791]Application Lifecycle Management Partner of the Year
The Application Lifecycle Management (ALM) Partner of the Year Award recognizes an ALM partner who has exhibited excellence in providing superior services, which increase the speed of deployment or implementation of Microsoft Visual Studio. Partners should highlight their success in assisting Visual Studio customers in pre-sales and post-sales activities. Pre-sales activities should demonstrate how a partner’s organization influenced the sale of new Visual Studio licenses into a major account. Post-sales solutions should showcase the positive impact on the customer’s software design, development, testing and release practices. Successful entrants for this Award will demonstrate industry knowledge and expertise in ALM as well as results-oriented service to Microsoft Visual Studio customers. Organizations applying for this Award also should have demonstrated effective partnering by engaging with Microsoft to develop, create demand, and sell Visual Studio solutions. 

To be eligible for this Award, you must be:
· Active in the Microsoft Application Lifecycle Management Competency

Questions
1. Describe the customer business opportunity your solution was designed to address including specific business impact created (e.g. revenue acceleration, cost reduction, business productivity, customer satisfaction)?   Be very specific to the depth and breadth of the Microsoft stack of solutions you leveraged. Be sure to include details of how your solution improved the customer's development practices.  

2. Is this solution specific to one particular customer or does it have broader market relevance?  Upload or provide links to outside references or data sources that illustrate exceptional customer experience or satisfaction (i.e., published articles, case studies, videos, customer testimonials, etc.)

3. Did your company partner with any other Microsoft partners in designing/developing/implementing and/or integrating this solution?  If yes, please describe your partnering story and how it benefitted the customer? If you partnered with a Microsoft employee, please include their name.

4. Describe how leveraging Microsoft technologies in your solution helped you win against the competition in a customer situation from a technical and business perspective.  Please list what competitive products, if any, were displaced by Visual Studio.

5. Describe all MPN related activities and resources leveraged by your company over the past 12 months, other than renewing your membership and qualifying for competency and how it helped your business (e.g. profiling solution in Pinpoint (please include your Pinpoint solution URL), customer campaigns, etc.)

6. If you are showcasing a pre-sales activity, please include the total cost of Visual Studio sales, if known.

7. If you are showcasing a pre-sales activity, please note the size of the customer's development team.
Select One:
a) 1-10
b) 11-25
c) 26-50
d) 51-100
e) 101-200
f) 200+



[bookmark: _Toc288726792]Authorized Distributor Partner of the Year Award
Eligible partners for this Award include any Microsoft wholesale distributor with a current Microsoft Channel Agreement (Full Packaged Product (FPP), Volume Licensing, Channel Developer or Value Added Distributor) or Microsoft Original Equipment Manufacturer Distributor Channel Agreement. Successful entrants for this Award should demonstrate: 
1. Innovation, as demonstrated by the distributor who has taken the most creative and effective approach to new or existing business opportunities. 
1. Excellence in engagement, as shown by specific examples of partnership with Microsoft at the executive and business development levels.
1. Execution excellence, as defined by effectively reaching resellers and providing a high level of customer satisfaction while delivering strong business results. 

Partners should submit their company examples across the three areas of innovation, engagement and execution to showcase the best-in-class impact to mutual reseller partners...

To be eligible for this Award, you must be:
· Active in the Microsoft Authorized Distributor Competency
· Be a Microsoft wholesale distributor with a valid Microsoft Channel Agreement (FPP or Volume Licensing), or Microsoft original equipment manufacturing (OEM) Distributor Channel Agreement.
Questions
1. Describe how you creatively solved a business problem or exploited an opportunity in the areas of Sales or Marketing.  Explain what the business opportunity was and the specific actions taken.  Examples of innovation may be creating a new process, a unique approach to developing business with Microsoft resellers or an innovative marketing program. What were the results of your approach?

2. Please provide an example(s) of how you proactively engaged your Microsoft account manager, Microsoft executives or other relevant third parties to maximize mutual business opportunities. Engagement areas may include but are not limited to the following:
· OEM Through Distribution (engagement with a branded PC manufacturer)
· Open license renewals
· Office 2010
· Microsoft Online Services

3. What was the financial or relationship impact of this new engagement?
a. Provide an example(s) of how you were able to positively impact Microsoft reseller satisfaction through new programs or improvements in existing areas. For example: a new sales approach for Microsoft products, enhanced licensing and product support or marketing to combat negative impressions of Microsoft or Microsoft products.   
b. What were the measurable results?
c. What was the impact to Microsoft revenue?




[bookmark: _Toc288726793]Business Intelligence Partner of the Year
The Business Intelligence Partner of the Year Award recognizes a partner who has delivered a Business Intelligence solution based on the Microsoft Business Intelligence platform. The winning solution will have empowered a customer’s resources with self-service analysis and enabled the customer to create more aligned and informed decisions with better team collaboration.  The solution needs to be based on the Microsoft Business Intelligence platform, including, but not limited to, the latest versions of Microsoft SQL Server or Microsoft SharePoint. 

To be eligible for this Award, you must be:
· Active in the Microsoft Business Intelligence Competency

Questions
1. Describe the customer business opportunity your solution was designed to address including specific business impact created (e.g. revenue acceleration, cost reduction, business productivity, customer satisfaction)?   Be very specific to the depth and breadth of the Microsoft stack of solutions you leveraged.

2. Is this solution specific to one particular customer or does it have broader market relevance?  Upload or provide links to outside references or data sources that illustrate exceptional customer experience or satisfaction (i.e., published articles, case studies, videos, customer testimonials, etc.)

3. Did your company partner with any other Microsoft partners in designing/developing/implementing and/or integrating this solution?  If yes, please describe your partnering story and how it benefitted the customer?

4. Describe how leveraging Microsoft technologies in your solution helped you win against the competition in a customer situation from a technical and business perspective.

5. Describe all MPN related activities and resources leveraged by your company over the past 12 months, other than renewing your membership and qualifying for competency and how it helped your business (e.g. profiling solution in Pinpoint (please include your Pinpoint solution URL), customer campaigns, etc.)

6. Was Microsoft SQL Server a core component of the solution? If so, what version of SQL Server did the solution use?
Select one:
a. Microsoft SQL Server 2005
b. Microsoft SQL Server 2008
c. Microsoft SQL Server 2008 R2
d. Other / Did not use

7. Was SharePoint a core component of the solution? If so, what version of SharePoint did the solution use?
Select one:
a. Microsoft Office SharePoint Services 2007
b. Microsoft Office SharePoint Server 2007
c. Microsoft Office SharePoint Server 2010
d. Other / Did not use

8. Was PerformancePoint Services or PowerPivot a core component of the solution?
Select one:
a. Just PowerPivot
b. Just Performance Point Services
c. Both Performance Point Services and PowerPivot
d. Other / Did not use


[bookmark: _Toc288726794]Content Management Partner of the Year
The Content Management Partner of the Year Award recognizes an exceptional partner who has excelled in offering breakthrough content management solutions.  The successful nominee should have  increased a customer’s employee productivity, simplified their access to information and people, maximized their ability to share and use a variety of documents, and enabled a more efficient and effective workforce.   Other attributes include taking advantage of collaborative solutions such as business value consulting, change management, architectural design or digital asset management.  Partners should submit the content management solution that showcases their unique and positive effect on a customer’s business challenges and demonstrates their expertise in using SharePoint 2010 in the Content Management competency.

To be eligible for this Award, you must be:
· Active in the Microsoft Content Management Competency

Questions
1. Describe the customer business opportunity your solution was designed to address including specific business impact created (e.g. revenue acceleration, cost reduction, business productivity, customer satisfaction)?   Be very specific to the depth and breadth of the Microsoft stack of solutions you leveraged.

2. Is this solution specific to one particular customer or does it have broader market relevance?  Upload or provide links to outside references or data sources that illustrate exceptional customer experience or satisfaction (i.e., published articles, case studies, videos, customer testimonials, etc.)

3. Did your company partner with any other Microsoft partners in designing/developing/implementing and/or integrating this solution?  If yes, please describe your partnering story and how it benefitted the customer?

4. Describe how leveraging Microsoft technologies in your solution helped you win against the competition in a customer situation from a technical and business perspective.

5. Describe all MPN related activities and resources leveraged by your company over the past 12 months, other than renewing your membership and qualifying for competency and how it helped your business (e.g. profiling solution in Pinpoint (please include your Pinpoint solution URL), customer campaigns, etc.)

6. Did your solution utilize other Microsoft technologies and/or competencies beyond SharePoint 2010?  If so, please identify any other Microsoft technologies used:
Select all that apply
a. Digital Marketing
b. FAST Technologies
c. Duet Enterprise
d. Search 2010
e. SQL Server 2005
f. SQL Server 2008
g. SQL Server 2008 R2
h. Other (Please specify)

7. Was this solution developed for just the one customer, or has this solution been deployed at more than one customer site? If so, how many? Are there plans on taking this solution to customers with similar problems and if so, how?

8. What Microsoft-provided sales and marketing tools or customer campaigns have you leveraged to promote your solution? What else have you done? Identify specifics including creative details, particular campaigns and timelines.

9. Describe the value of this solution to customers (i.e. price/performance, reduce costs, increase revenue). How is your solution unique in the marketplace? What was the metric used? Provide quantified results with URLs to case studies if possible.

[bookmark: _Toc288726795]Data Platform Partner of the Year
The Data Platform Partner of the Year Award recognizes partners who have delivered a solution based on the Microsoft Data Platform.  The winning solution will have empowered a customer by taking advantage of the leading capabilities of the platform around reporting, analysis, integration and high availability.  The solution needs to utilize premium editions of Microsoft SQL Server in a mission-critical environment.

To be eligible for the Award, you must be:
· Active in the Microsoft Data Platform Competency

Questions
1. Describe the customer business opportunity your solution was designed to address including specific business impact created (e.g. revenue acceleration, cost reduction, business productivity, customer satisfaction)?   Be very specific to the depth and breadth of the Microsoft stack of solutions you leveraged.

2. Is this solution specific to one particular customer or does it have broader market relevance?  Upload or provide links to outside references or data sources that illustrate exceptional customer experience or satisfaction (i.e., published articles, case studies, videos, customer testimonials, etc.)

3. Did your company partner with any other Microsoft partners in designing/developing/implementing and/or integrating this solution?  If yes, please describe your partnering story and how it benefitted the customer?

4. Describe how leveraging Microsoft technologies in your solution helped you win against the competition in a customer situation from a technical and business perspective.

5. Describe all MPN related activities and resources leveraged by your company over the past 12 months, other than renewing your membership and qualifying for competency and how it helped your business (e.g. profiling solution in Pinpoint (please include your Pinpoint solution URL), customer campaigns, etc.)

6. How is your SQL Server 2008 solution being utilized in a mission critical environment?

7. What SQL Server 2008 features are you taking advantage of and why?
Select all that apply:
a. SSRS
b. SSIS
c. SSAS
d. MDS
e. Spatial

8. What SQL Server 2008 EE features are you taking advantage of and why?
Select all that apply:
a. More than 2 failover clusters.
b. Hot-add memory and CPU support.
c. Transparent data encryption.
d. Enterprise key management.
e. Central management of up to 25 instances.
f. PowerPivot for Microsoft SharePoint Server.
g. UCS-2 Unicode data compression.




[bookmark: _Toc288726796]Desktop Partner of the Year
The Desktop Partner of the Year Award recognizes a partner serving enterprise, midmarket and small businesses with proven expertise in helping customers migrate to Windows 7. Applicants for this Award should have successfully deployed Microsoft technologies with Windows 7, Microsoft Desktop Optimization Pack (MDOP) and/or Office 2010 to help customers more efficiently and cost-effectively manage their desktop assets, support and enable their end users, manage security, and deploy new applications.

To be eligible for this Award, you must be:
· Active in the Microsoft Desktop Competency
 
Questions
1. Describe the customer business opportunity your solution was designed to address including specific business impact created (e.g. revenue acceleration, cost reduction, business productivity, customer satisfaction)?   Be very specific to the depth and breadth of the Microsoft stack of solutions you leveraged.

2. Is this solution specific to one particular customer or does it have broader market relevance?  Upload or provide links to outside references or data sources that illustrate exceptional customer experience or satisfaction (i.e., published articles, case studies, videos, customer testimonials, etc.)

3. Did your company partner with any other Microsoft partners in designing/developing/implementing and/or integrating this solution?  If yes, please describe your partnering story and how it benefitted the customer?

4. Describe how leveraging Microsoft technologies in your solution helped you win against the competition in a customer situation from a technical and business perspective.

5. Describe all MPN related activities and resources leveraged by your company over the past 12 months, other than renewing your membership and qualifying for competency and how it helped your business (e.g. profiling solution in Pinpoint (please include your Pinpoint solution URL), customer campaigns, etc.)

6. Describe the typical desktop infrastructure solution you offer. Please include the customer profile, the number of clients, the services provided and ongoing services offered, and the number of these implementations in the last twelve months.

7. Select from the list below the Microsoft technologies and tools typically integrated as part of this solution. Please make sure the list includes Windows 7, MDOP (or its components), Office 2010 and IE.
Select all that apply
a. Microsoft Desktop Optimization Pack (MDOP) 
b. Windows 7 Professional
c. Windows 7 Enterprise
d. Windows Intune
e. Application Compatibility Toolkit (ACT)
f. Microsoft Deployment Toolkit (MDT)
g. Microsoft Desktop Virtualization Solutions 
h. Microsoft Assessment and Planning (MAP) Toolkit

8. Describe the IO and deployment best practices used to implement and manage the desktop infrastructure as part of this solution.

9. What makes this solution unique in the marketplace? Why is it innovative?

10. How did you measure customer satisfaction with this solution and what were the results?



[bookmark: _Toc288726797]Digital Marketing Partner of the Year
The Digital Marketing Partner of the Year Award recognizes an exceptional partner who has excelled in developing rich Internet solutions that are highly functional, scalable, flexible, and secure through a unified platform for intranet, extranet and Internet sites.  The successful nominee should have developed innovative solutions that helped create engaging user experiences, cut costs, increased business agility and delivered familiar authoring tools and processes for customers.  Other attributes include solutions that help customers develop a compelling web presence including social marketing, rich media and applications, search, digital marketing integration and analytics.  Nominees should submit their rich Internet solutions using SharePoint 2010 or SharePoint 2010 and FAST technologies, and highlight their ability to solve a customer’s needs for a fully integrated web presence.

To be eligible for this Award, you must be:
· Active in the Microsoft Digital Marketing Competency

Questions
1. Describe the customer business opportunity your solution was designed to address including specific business impact created (e.g. revenue acceleration, cost reduction, business productivity, customer satisfaction)?   Be very specific to the depth and breadth of the Microsoft stack of solutions you leveraged.

2. Did your company partner with any other Microsoft partners in designing/developing/implementing and/or integrating this solution?  If yes, please describe your partnering story and how it benefitted the customer?

3. Describe how leveraging Microsoft technologies in your solution helped you win against the competition in a customer situation from a technical and business perspective.

4. Describe all MPN related activities and resources leveraged by your company over the past 12 months, other than renewing your membership and qualifying for competency and how it helped your business (e.g. profiling solution in Pinpoint (please include your Pinpoint solution URL), customer campaigns, etc.)

5. Describe your company as it operates in the Digital Marketing space - i.e. Pure SI, Hybrid (SI/Agency).

6. Describe a winning deal scenario and how you overcame challenges with audiences such as BDMs (Business Decision Makers - CMO, VP of Digital Marketing, etc.) vs. TDMs (Technical Decision Makers).

7. Did your company have in-house web design capabilities or are you partnering with agencies to deliver compelling solutions?  Please share best practices of working with an agency on a deal.

8. Did your solution involve certain Internet-focused ISVs that augmented the core platform?  If so, describe which ISVs and products and why you chose them?

9. Was this solution developed for just the one customer, or has this solution been deployed at more than one customer site? If so, how many? Are there plans on taking this solution to customers with similar problems and if so, how?

10. Describe the value of this solution to customers (i.e. price/performance, reduce costs, increase revenue). How is it unique in the marketplace? What was the metric used? Provide quantified results with URLs to the case studies if possible.  




[bookmark: _Toc288726798]Dynamics CRM 2011 Solution of the Year
The Dynamics CRM 2011 Solution of the Year Award recognizes partners who have exhibited excellence in providing innovative and unique solutions based on Microsoft Dynamics CRM 2011. Successful entrants for this Award will demonstrate consistent, high-quality, predictable service to Microsoft Dynamics customers that helps to ensure significant business benefits for customers from their Microsoft Dynamics CRM investments. Successful entrants will also demonstrate business leadership and success with strong growth in new customer additions and revenue. 

To be eligible for this Award, you must be:
· A registered CRM CSA partner, have the Microsoft Dynamics Customer Relationship Management Competency, and have their nominated solutions registered on Microsoft Dynamics Marketplace.  

Questions
1. Describe the customer business opportunity your solution was designed to address including specific business impact created (e.g. revenue acceleration, cost reduction, business productivity, customer satisfaction)?   Be very specific to the depth and breadth of the Microsoft stack of solutions you leveraged.

2. Is this solution specific to one particular customer or does it have broader market relevance?  Upload or provide links to outside references or data sources that illustrate exceptional customer experience or satisfaction (i.e., published articles, case studies, videos, customer testimonials, etc.)

3. Did your company partner with any other Microsoft partners in designing/developing/implementing and/or integrating this solution?  If yes, please describe your partnering story and how it benefitted the customer?

4. Describe how leveraging Microsoft technologies in your solution helped you win against the competition in a customer situation from a technical and business perspective.

5. Describe all MPN related activities and resources leveraged by your company over the past 12 months, other than renewing your membership and qualifying for competency and how it helped your business (e.g. profiling solution in Pinpoint (please include your Pinpoint solution URL), customer campaigns, etc.)

6. Describe how you are leveraging the Dynamics Marketplace to promote your solution. Have you provided a digital download of your product and driven campaigns to existing customers to provide community ratings of your application on the marketplace?

7. Is your solution Certified for Microsoft Dynamics (CfMD)? If so, what was the date you completed CfMD for the solution?

8. Is your solution applicable for both Online and premises based implementation of Microsoft Dynamics CRM? Describe differences between cloud and premises versions of your solution, if any.














[bookmark: _Toc288726799]Dynamics CRM Partner of the Year
The Dynamics CRM Partner of the Year Award recognizes partners who have exhibited excellence in providing innovative and unique sales, services, solutions, and/or support based on Microsoft Dynamics CRM. Successful entrants for this Award will demonstrate consistent, high-quality, predictable service to Microsoft Dynamics customers that helps to ensure significant business benefits for customers from their Microsoft Dynamics CRM investments. Successful entrants will also demonstrate business leadership and success with strong growth in new customer additions and revenue. 

To be eligible for this Award, you must be:
· A registered CRM CSA partner, have the Microsoft Dynamics Customer Relationship Management Competency, and have their nominated solutions registered on Microsoft Dynamics Marketplace.  

Questions
1. Describe the customer business opportunity your solution was designed to address including specific business impact created (e.g. revenue acceleration, cost reduction, business productivity, customer satisfaction)?   Be very specific to the depth and breadth of the Microsoft stack of solutions you leveraged.

2. Is this solution specific to one particular customer or does it have broader market relevance?  Upload or provide links to outside references or data sources that illustrate exceptional customer experience (i.e., published articles, case studies, videos, customer testimonials, etc.)

3. Did your company partner with any other Microsoft partners in designing/developing/implementing and/or integrating this solution?  If yes, please describe your partnering story and how it benefitted the customer?

4. Describe how leveraging Microsoft technologies in your solution helped you win against the competition in a customer situation from a technical and business perspective.

5. Describe all MPN related activities and resources leveraged by your company over the past 12 months, other than renewing your membership and qualifying for competency and how it helped your business (e.g. profiling solution in Pinpoint (please include your Pinpoint solution URL), customer campaigns, etc.)

6. Please provide specific examples of how your customers have received a superior return on investment by implementing your software or services solution, including metrics of specific operational improvements.

7. Please indicate if you measure customer satisfaction and if so, indicate your customer satisfaction metric in relation to total points available. In addition, provide evidence of customer loyalty and satisfaction quotes or testimonials from your customers.

8. Explain how your solution helped your customer solve a business problem, win more customers, deliver better customer service, or achieve another business goal.

9. Describe how you have begun your transition to building, selling or servicing Microsoft Dynamics CRM Online. What organizational transformations has your company made to enable higher scale selling within your organization and faster time to ROI for your customers? Does your solution leverage other Microsoft Cloud technologies such as Office 365, Windows Azure or SQL Azure?




[bookmark: _Toc288726800]Dynamics ERP ISV Solution of the Year
The Dynamics ERP ISV Solution of the Year Award recognizes partners who have exhibited excellence in providing innovative and unique packaged, repeatable solutions that extend the functionality of Microsoft Dynamics ERP, AX, GP, NAV or SL to meet the specific vertical or business process requirements of target customers. Successful entrants for this Award will demonstrate consistent, high-quality, predictable service to Microsoft Dynamics customers that helps to ensure significant business benefits for customers from their Microsoft Dynamics ERP investments. Successful entrants will also demonstrate business leadership and success with strong growth in new customer additions and revenue. 

To be eligible for this Award, you must be:
· An ERP partner, have the Microsoft Dynamics ERP competency, and have their nominated solutions registered on Microsoft Dynamics Marketplace.
· Have your solution Certified for Microsoft Dynamics (CfMD)

Questions
1. Describe the vertical customer business opportunity your solution was designed to address including specific business impact created (e.g. revenue acceleration, cost reduction, business productivity, customer satisfaction)?   Be very specific to the specific vertical or business process requirements that your solutions effectively addresses.

1. Upload or provide links to outside references or data sources that illustrate exceptional customer experience or satisfaction (i.e., published articles, case studies, videos, customer testimonials, etc.)

1. Provide information as to the business success and growth of your solution over the last 2 -3 years.

1. Did your company partner with any other Microsoft partners in designing/developing/implementing and/or integrating this solution?  If yes, please describe your partnering story and how it benefitted the customer? 

1. Describe how leveraging Microsoft technologies in your solution helped you win against the competition in a customer situation from a technical and business perspective.

1. Describe all MPN related activities and resources leveraged by your company over the past 12 months, other than renewing your membership and qualifying for competency and how it helped your business (e.g. profiling solution in Pinpoint (please include your Pinpoint solution URL), customer campaigns, etc.)

1. Describe how you are leveraging the Dynamics Marketplace or other Microsoft sponsored marketing activities to promote your solution. 
[bookmark: _Toc288726801]
Dynamics ERP Partner of the Year
The Dynamics ERP Partner of the Year Award recognizes a partner who has exhibited excellence in providing innovative and unique sales, services, solutions and/or support based on Microsoft Dynamics ERP AX, GP, NAV or SL. The successful entrant for this Award should have demonstrated consistent, high-quality, predictable service to Microsoft Dynamics customers, helping to ensure significant business benefits from their AX, ERP, GP, NAV, or SL. investments. The successful nominee also will have demonstrated business leadership and success, with strong growth in new customer additions and revenue. 

To be eligible for this Award, partners must be:
· An ERP partner, have the Microsoft Dynamics ERP competency, and have their nominated solutions registered on Microsoft Dynamics Marketplace.

Questions
1. Provide a brief description of your company and strategy. List geographies and countries you serve. Indicate if your AX, ERP, GP, NAV or SL solution includes software developed by you or another partner. If yes, was this software built to serve the needs of an individual customer or to serve the needs of multiple customers. (Custom code versus packaged intellectual property).

2. Provide a description of the AX, ERP, GP, NAV or SL solution you are nominating. Describe the needs of the customer(s) and how your solution solves their needs. Be sure to describe what is innovative and/or unique about the solution you provide, i.e. what makes it more compelling than other solutions your customer considered. (Please note, ""solution"" can be a product or services solution and does not have to include IP)

3. Indicate if you measure customer satisfaction and if so, indicate your customer satisfaction metric in relation to total points available. In addition, provide evidence of customer loyalty and satisfaction quotes or testimonials from your customers.

4. Provide specific examples of how your customers have received a superior return on investment by implementing your solution, including metrics of specific operational improvements.

5. Is this solution specific to one particular customer or does it have broader market relevance?  Upload or provide links to outside references or data sources that illustrate exceptional customer experience or satisfaction (i.e., published articles, case studies, videos, customer testimonials, etc.)

6. Did your company partner with any other Microsoft partners in designing/developing/implementing and/or integrating this solution?  If yes, please describe your partnering story and how it benefitted the customer?

7. Describe all MPN related activities and resources leveraged by your company over the past 12 months, other than renewing your membership and qualifying for competency and how it helped your business (e.g. profiling solution in Pinpoint (please include your Pinpoint solution URL), customer campaigns, etc.)






[bookmark: _Toc288726802]Hosting Partner of the Year
The Hosting Partner of the Year Award recognizes a partner who has demonstrated solution innovation and a commitment to engaging with Microsoft. Nominees should document how their company and hosted solution focused on an end-customer’s business challenge, either by identifying a new market opportunity or by using technology innovation to address the need. Along with demonstrating innovation, the submission should show how customers have seen the partner work closely with Microsoft. The successful nomination also should reflect which version of Microsoft product the solution was built on or how the partner actively promoted its solution through marketing campaigns. Entrants also should describe if the solution allows for extensive customization and/or if the partner is selling the solution through a channel of resellers.

To be eligible for this Award, you must be:
· Be Active in the Microsoft Hosting Competency
· Profile your nominated solutions in one of the Hosting Partner Catalogs

Questions
1. Provide a brief description of the hosted solution you are submitting for the Hosting Solutions Partner of the Year Award. Please include in the description what Microsoft product(s) were used, what version of the Microsoft product(s) were used, your target market for the solution and a brief description of the offer and key attributes.

2. Describe the customer business opportunity your solution was designed to address including specific business impact created (e.g. revenue acceleration, cost reduction, business productivity, customer satisfaction)?   Be very specific to the depth and breadth of the Microsoft stack of solutions you leveraged.

3. Is this solution specific to one particular customer or does it have broader market relevance?  Upload or provide links to outside references or data sources that illustrate exceptional customer experience or satisfaction (i.e., published articles, case studies, videos, customer testimonials, etc.)

4. Did your company partner with any other Microsoft partners in designing/developing/implementing and/or integrating this solution?  If yes, please describe your partnering story and how it benefitted the customer?

5. Describe how your solution used one or more Microsoft products to create a unique market offering.  Please include in your reasoning why you think the offer is unique and innovative in the market and what new market opportunities were addressed.  

6. Describe how leveraging Microsoft technologies in your solution helped you win against the competition in a customer situation from a technical and business perspective.

7. Describe all MPN related activities and resources leveraged by your company over the past 12 months, other than renewing your membership and qualifying for competency and how it helped your business (e.g. profiling solution in Pinpoint (please include your Pinpoint solution URL), customer campaigns, etc.)

8. Describe what end-customer benefits are attributed to this hosted solution and provide real customer examples such as customer quotes or specific metrics associated with.

9. How important is customization for the end customer experience, how do you differentiate through customization and to what degree do you allow it?

10. Do you have partners reselling your hosting solution to their end customers (channel model)? How much (percentage) of your revenue from your submitted hosting solution is generated through resellers? What kind of resell service do you offer at the moment (referral, private label or other models). Who owns the billing relationship with the end customer? Describe the process a reseller has to comply with in order to become your channel partner.

[bookmark: _Toc288726803]Identity and Security Partner of the Year
The Identity and Security Partner of the Year Award recognizes a partner that has delivered end-to-end security, identity and access solutions enabling customers to achieve their business goals while managing risk and helping to ensure that the right people always have secure access to the information they need to get their jobs done. The successful solution needs to have utilized Microsoft’s security, identity and access products, technologies and solution accelerators, including, but not limited to:
· Microsoft Forefront Endpoint Protection 
· Microsoft Forefront Protection for Exchange Server
· Microsoft Forefront Online Protection for Exchange
· Microsoft Forefront Protection for SharePoint
· Microsoft Forefront Security for Office Communications Server
· Microsoft Forefront Threat Management Gateway
· Microsoft Forefront Unified Access Gateway
· Microsoft Forefront Identity Manager
Nominees should note if their solution has dramatically transformed the security of a customer’s IT infrastructure resulting in higher levels of protection and compliance, reduced IT labor or hardware costs, or streamlined overall operational efficiency. 

To be eligible for the Award, you must be:
· Active in the Microsoft Identity and Security Competency
Questions
1. Did you build a packaged solution or a service offering that can be deployed multiple times across the customer base, and adapted to a variety of customers? Please briefly describe the solution or offering.

2. Describe the customer challenges and problems the Identity and Security solution solved for the customer(s). Please identify 1) the impact of the customer's pain points on their business, 2) contrast the before/after scenarios, and 3) provide metrics (i.e. cost savings, time/labor savings, performance gained) on benefits received by the customer as a result of implementing this solution.

3. What Microsoft Identity and Security products and technologies were used in the solution?  Select all that apply
a. Forefront Identity Manager 
b. Forefront Protection Manager 
c. Forefront Server Security Management Console
d. Forefront Client Security
e. Forefront Protection 2010 for Exchange Server 
f. Forefront Online Protection for Exchange 
g. Forefront Security for SharePoint 
h. Forefront Security for Office Communication Server 
i. Forefront Threat Management Gateway
j. Forefront Unified Access Gateway 
k. Active Directory Technologies 
l. Windows Identity Foundation 
m. Windows CardSpace
n. Solution Accelerator Suite for Security and Compliance
o. Other

4. Describe how your solution demonstrated expertise in any of the following areas: integrated enterprise and/or application directory deployment, single sign-on to multiple applications including federated and/or extranet applications, automated account provisioning and deprovisioning, certificate lifecycle management, information rights management, securing devices, clients, servers or applications.

5. Describe how your identity and security solutions or service grew your overall Microsoft systems or technology opportunity.

6. Include the data sources that can provide evidence of the exceptional experience (if available), using different sources outside your own company (i.e. URL, publications, benchmarks, case studies, whitepapers, customer testimonials, etc.).

7. Explain how other partners can leverage or integrate with your product/service.

8. Describe a successful engagement with the Microsoft field. Include the motivation for the engagement, the steps taken to engage the Microsoft Field office, a description of the engagement, and what was the successful outcome? Include experience level and type of staff used.

9. In addition to the Award categories specified, we are always looking for partner achievements to highlight, especially in collaboration with other partners. If you have a partner networking success story, please tell us about it.

[bookmark: _Toc288726804]ISV/Software Industry Partner of the Year
The ISV/Software Industry Partner of the Year Award honors a partner that is adding business value to customers by deploying new and innovative software solutions based on Microsoft technologies in any of the following sectors: Manufacturing & Resources (Oil & Gas, Utilities, Automotive and Industrial Equipment, High Tech, Pharmaceutical, Chemicals); Financial Services (Banking, Capital Markets, Insurance); and Distribution and Services (Retail, Hospitality, Consumer Goods and Professional Services). The Award acknowledges the partner that has demonstrated excellence in driving Microsoft-based solutions that solve new or existing business needs for the industry. 

To be eligible for this Award, you must be:
· Active in the Microsoft ISV/Software Competency

Questions
1. Describe the customer business opportunity your solution was designed to address including specific business impact created (e.g. revenue acceleration, cost reduction, business productivity, customer satisfaction)?   Be very specific to the depth and breadth of the Microsoft stack of solutions you leveraged.

2. Is this solution specific to one particular customer or does it have broader market relevance?  Upload or provide links to outside references or data sources that illustrate exceptional customer experience or satisfaction (i.e., published articles, case studies, videos, customer testimonials, etc.)

3. Did your company partner with any other Microsoft partners in designing/developing/implementing and/or integrating this solution?  If yes, please describe your partnering story and how it benefitted the customer?

4. Describe how leveraging Microsoft technologies in your solution helped you win against the competition in a customer situation from a technical and business perspective.

5. Describe all MPN related activities and resources leveraged by your company over the past 12 months, other than renewing your membership and qualifying for competency and how it helped your business (e.g. profiling solution in Pinpoint (please include your Pinpoint solution URL), customer campaigns, etc.)

6. Please describe how your organization has assessed or will assess the opportunity to move to the cloud? 

7. Briefly explain your experience engaging Microsoft field resources (Partner Account Manager, Technology Specialists and Account Managers) to help your organization be successful.



[bookmark: _Toc288726805]ISV/Software Line of Business Partner of the Year
The ISV/Software Line of Business Partner of the Year honors an ISV partner that has demonstrated leadership excellence in developing and delivering Microsoft platform-based line of business (ERP, CRM, ECM, BI, Industry) applications to mutual customers over the past year.  The ISV Line of Business Partner of the Year Award acknowledges the partner as the most valuable line of business partner to the Microsoft worldwide field.

To be eligible for this Award, you must be:
· Active in the Microsoft ISV/Software Competency

Questions
1. Describe the customer business opportunity your solution was designed to address including specific business impact created (e.g. revenue acceleration, cost reduction, business productivity, customer satisfaction)?   Be very specific to the depth and breadth of the Microsoft stack of solutions you leveraged.

2. Is this solution specific to one particular customer or does it have broader market relevance?  Upload or provide links to outside references or data sources that illustrate exceptional customer experience or satisfaction (i.e., published articles, case studies, videos, customer testimonials, etc.)

3. Did your company partner with any other Microsoft partners in designing/developing/implementing and/or integrating this solution?  If yes, please describe your partnering story and how it benefitted the customer?

4. Describe how leveraging Microsoft technologies in your solution helped you win against the competition in a customer situation from a technical and business perspective.

5. Describe all MPN related activities and resources leveraged by your company over the past 12 months, other than renewing your membership and qualifying for competency and how it helped your business (e.g. profiling solution in Pinpoint (please include your Pinpoint solution URL), customer campaigns, etc.)

6. Describe how your organization has assessed or will assess the opportunity to move to the cloud? 

7. Briefly explain your experience engaging Microsoft field resources (Partner Account Manager, Technology Specialists and Account Managers) to help your organization be successful.




[bookmark: _Toc288726806]Learning Competency Innovation Partner of the Year
This Award is for Learning Partners practicing leading edge learning solutions; e.g., new solution to bring to market, building a new platform, or a new business model which they have incorporated successfully. They must be able to demonstrate that they have developed more creative ways for them to engage as partners in training.

To be eligible for this Award, you must be:
· Active in the Microsoft Learning Competency

Questions

1. Describe your innovative training solution and how it met your customer needs over what timeframe. What makes it innovative, e.g. like:  
· Helping your customer solve a business problem
· Win more customers
· Deliver better customer service
· By achieving another business goal
· Microsoft growth investment activities

2. Describe how Microsoft Learning products complemented your innovative learning solution.

3. How much did this increase your market share and market penetration and customer satisfaction? Please quantify and share details.

4. Describe your investment in creating your innovated solution (e.g. calling out specific processes, additional headcount, departments, or individuals).

5. What were the challenges that led you to create this innovative training solution and explain how the solution led to a turning point and success? 

6. What metrics or analysis can you share to show your customer’s ROI and satisfaction?   Please quantify and show details.
 
7. Describe your interaction with Microsoft or another Microsoft Partner Network member to create the solution as applicable.

8. As available, please provide a link to examples and other supported material that supports your entry.

















[bookmark: _Toc288726807]Learning Competency Marketing Acceleration Partner of the Year
This Award is for Learning Partners practicing leading edge marketing and sales activities to drive skills and certification growth.  Partners should be able to demonstrate exceptional performance in market share shift from grey market content to Official Microsoft Learning Products, leading the certification community, reaching net new markets or experiencing significant growth in training market share.  Winning solutions will also demonstrate alignment with advancing adoption and deployment of Microsoft technologies through training and certification.  

To be eligible for this Award, you must be:
· Active in the Microsoft Learning Competency

Questions
1. Describe your marketing and/or sales solution and how it met your customer needs over what timeframe.

2. How much did this increase your market share and market penetration and customer satisfaction? Please quantify and share details.

3. Describe your investment in creating your marketing solution (e.g. calling out specific processes, additional headcount, departments, or individuals). 

4. What were the challenges that led you to create this marketing or sales activity and how the solution led to a turning point and success? 

5. How does your action drive Microsoft technology adoption and deployment?  Please quantify and share details.

6. Describe how Microsoft Learning products complemented your offering.

7. Describe your interaction with Microsoft or another Microsoft Partner Network member to create the solution as applicable.

8. As available, please provide a link to examples and other supported material that supports your entry.




[bookmark: _Toc288726808]Midmarket Solution Provider Partner of the Year
The Midmarket Solution Provider Partner of the Year Award honors partners who use Microsoft technology in innovative ways to deploy critical infrastructure solutions serving customers in the midmarket business space (50-250 PCs, up to 500 people approx). This Award is only for partners with the Microsoft Midmarket Solution Provider competency. To qualify for this award, you must demonstrate innovative excellence and proficiency in deploying solutions that leverage the Microsoft technology stack scaled for mid-sized businesses. The key Microsoft products to be considered are: Windows 7, Office 2010, Windows Server 2008/R2, including virtualization and management technologies; Exchange Server 2010/SP1; SQL Server 2008/R2; and SharePoint Server 2007/2010. Specific line-of-business applications relevant to your mid-market solution can feature in your submission, eg: Dynamics CRM/CRM Online, Dynamics ERP and industry/vertical applications. Your solution can be either an on-premise or cloud solution; the winning differentiator will be a clear articulation of how the solution significantly helps midmarket businesses with their unique challenges and save money and be competitive.   

To be eligible for this Award, you must be:
· Active in the Microsoft Midmarket Solution Provider Competency

Questions
1. Please specify the Microsoft products utilized in deploying your midsize business solution.
Select All that Apply
a. Microsoft Office 2010
b. Microsoft CRM/CRM Online
c. Microsoft Dynamics ERP
d. Microsoft Exchange Server 2010
e. Microsoft Forefront Client Security (FCS)
f. Microsoft Forefront Security for Exchange Server (FSE)
g. Forefront Security for SharePoint (FSSP)
h. Microsoft Mobility
i. Microsoft Office SharePoint Server 2010
j. Microsoft SQL Server 2008 R2
k. Microsoft Windows Server 2008 R2
l. Windows 7
m. Microsoft Online Services (BPOS, Azure, Intune)
n. Other

2. If you answered "other" to the prior question, please describe what other Microsoft or third-party products or technologies used in your solution.

3. Please indicate the total number of end-users (including the number of servers and desktops) that benefitted from this midsize business solution in a standard deployment.

4. Please explain how your solution helped your customer achieve business results, including specific business impact and results achieved (e.g. revenue acceleration, cost reduction, business productivity, customer satisfaction)? Be specific and quantify the gains as clear, measurable ROI if possible. This is an important measure of positive customer impact and satisfaction.

5. Please describe what makes this midsize business solution unique in the marketplace? Explain why it is innovative?

6. Is this solution specific to one particular customer or does it have broader market relevance?  Upload or provide links to outside references or data sources that illustrate exceptional customer experience or satisfaction (i.e., published articles, case studies, videos, customer testimonials, etc.)

7. Describe how leveraging Microsoft technologies in your solution helped you win against the competition in a customer situation from a technical and business perspective. How did you uniquely counter a competitor with this solution?

8. Please describe which Microsoft sales and marketing/demand generation tools and resources you leveraged to drive this solution to market over the past 12 months Eg, understanding the customer opportunity via the Microsoft Customer Opportunity Insights Tool (MCOIT), leveraging your MM competency attainment as value and proof to your customer that your company is a MM business technology expert; profiling the solution in Pinpoint (please include your Pinpoint solution URL); driving demand via Microsoft partner marketing campaigns (be specific on which campaign/s/tactics.  

9. Did your company partner with any other Microsoft partners in designing/developing /implementing and/or integrating this solution?  If yes, please describe your partnering story and how it benefitted the customer.

10. Please share with us how your company has developed a strategy and execution to ensure that Open Value and/or the subscription offering has been integrated into your business.
















[bookmark: _Toc288726809]Mobility Business-to-Business Application Partner of the Year
The Mobility Business-to-Business (B2B) Application Partner of the Year Award recognizes exceptional innovation from a partner that has developed B2B applications on the Windows Phone 7 technologies. B2B applications include: solutions that help accelerate business cycles, increase productivity, reduce operating costs and enable a business customer to extend their infrastructures and provide an exceptional user experience. These solutions can have a singular business focus or combine a range of business functions.  

To be eligible for the Award, you must be:
· Active in the Microsoft Mobility Competency

Questions
1. Describe your mobility business strategy (e.g. target market, vertical or industry focus, supported platforms, etc.).

2. Describe your business-to-business based application and the business opportunity your solution is designed to address.  Please describe if this opportunity specific to one particular customer or does it have broader market implications?

3. Describe the critical business need your Windows Phone 7 application addresses and how your business-to-business application is unique, appealing to the user and different than your competitors.

4. Explain how your solution helped your customer solve a business problem, win more customers, deliver better customer service, or achieve another business goal.  Also, provide details about how your solution impacted your customers' business (i.e. made them more competitive) and include ROI figures if available.

5. What Microsoft Windows Phone 7 and other technologies does your application use?
Select all that apply
a. Collaboration
b. Location based services
c. RSS feeds
d. Other

6. Describe how leveraging Microsoft technologies in your solution helped you win against the competition in a customer situation.

7. What percentage of your overall Mobility business is focused on Windows Phones?
Select One
a. 0-10%
b. 11-25% 
c. 26-50% 
d. 51-75%
e. 76%+

8. What percentage of your developers/IT professional staff is focused on the development and delivery of Windows Phone Solutions or Services?
Select One
a. 0-10%
b. 11-25% 
c. 26-50% 
d. 51-75%
e. 76%+

9. What has been the percentage growth in your Windows Phone business, year over year?
Select One
a. 0-10%
b. 11-25% 
c. 26-50% 
d. 51-75%
e. 76%+

10. What is your largest customer deployment in terms of number of Windows Phones?
Select One
a. 0-500 devices
b. 501-1,000 devices
c. 1,001-5000 devices
d. 5,001-10,000 devices
e. 10,001-25,000 devices
f. 25,001-50,000 devices
g. 51,001-75,000 devices
h. 75,001+ devices

11. Provide outside references or data sources that provide evidence of exceptional customer experience or satisfaction (i.e., links to published articles, case studies, videos, customer testimonials, etc.).

12. Describe all MPN related activities your company has been involved in over the past 12 months, other than renewing your membership and qualifying for competency (e.g. profiling solution in Pinpoint (please include your Pinpoint solution URL), customer campaigns, etc.).

13. Did your company partner with any other Microsoft partners in designing/developing/implementing and/or integrating this solution?  If yes, please describe your partnering story?





[bookmark: _Toc288726810]Mobility Business-to-Consumer Application Partner of the Year
The Mobility Business-to-Consumer (B2C) Application Partner of the Year Award recognizes exceptional innovation from a partner that has developed B2C applications on the Windows Phone 7 technologies. B2C applications include, but are not limited to: social networking, news and information, and collaboration and tools that increase productivity, reduce operating costs and provide an exceptional user experience. These solutions can have a singular consumer focus or combine a range of consumer functions.  

To be eligible for the Award, you must be:
· Active in the Microsoft Mobility Competency
	
Questions
1. Describe your mobility business strategy (e.g. target market, vertical or industry focus, supported platforms, etc.).
2. Describe your business-to-consumer based application and the business opportunity your solution is designed to address.  Please describe if this opportunity specific to one particular customer or does it have broader market implications?
3. Describe the critical business need your Windows Phone 7 application addresses and how your business-to-consumer application is unique, appealing to the user and different than your competitors?
4. Explain how your solution helped your customer solve a business problem, win more customers, deliver better customer service, or achieve another business goal.  Please also provide details about how your solution impacted your customers' business (i.e. made them more competitive) and include ROI figures if available.
5. What Microsoft Windows Phone 7 and other technologies does your application use?
Select all that apply
a. Collaboration
b. Location based services
c. RSS feeds
d. Other

6. Describe how leveraging Microsoft technologies in your solution helped you win against the competition in a customer situation.

7. What percentage of your overall Mobility business is focused on Windows Phones?
Select One
a. 0-10%
b. 11-25% 
c. 26-50% 
d. 51-75%
e. 76%+

8. What percentage of your developers/IT professional staff is focused on the development and delivery of Windows Phone Solutions or Services?
Select One
a. 0-10%
b. 11-25% 
c. 26-50% 
d. 51-75%
e. 76%+

9. What has been the percentage growth in your Windows Phone business, year over year?
Select One
a. 0-10%
b. 11-25% 
c. 26-50% 
d. 51-75%
e. 76%+
 
10. What is your largest customer deployment in terms of number of Windows Phones?
Select One
a. 0-500 devices
b. 501-1,000 devices
c. 1,001-5000 devices
d. 5,001-10,000 devices
e. 10,001-25,000 devices
f. 25,001-50,000 devices
g. 51,001-75,000 devices
h. 75,001+ devices

11. Provide outside references or data sources that provide evidence of exceptional customer experience or satisfaction (i.e., links to published articles, case studies, videos, customer testimonials, etc.).

12. Describe all MPN related activities your company has been involved in over the past 12 months, other than renewing your membership and qualifying for competency (e.g. profiling solution in Pinpoint (please include your Pinpoint solution URL), customer campaigns, etc.).

13. Did your company partner with any other Microsoft partners in designing/developing/implementing and/or integrating this solution?  If yes, please describe your partnering story?

[bookmark: _Toc288726811]Mobility Partner of the Year
The Mobility Partner of the Year Award recognizes a partner who specializes in deploying, integrating, supporting and marketing breakthrough software solutions and services for businesses, based on Windows Phone 7 technologies. The successful entrant for this Award will have worked with a business customer to implement Windows Phone 7 solutions to accelerate their business cycles, increase productivity, reduce operating costs and extend the customer’s infrastructures. 

To be eligible for the Award, you must be:
· Active in the Microsoft Mobility Competency

Questions
1. Describe your mobility business strategy (e.g. target market, vertical or industry focus, supported platforms, etc.)

2. Describe the customer business opportunity your solution is designed to address?  Is this opportunity specific to one particular customer or does it have broader market implications?

3. What critical business need does your Windows Phone 7 application address?

4. Describe how your Windows Phone 7 solution or service is unique.

5. Explain how your solution and services helped your customer solve a business problem, win more customers, deliver better customer service, or achieve another business goal.

6. Provide details on how your Windows Phone 7 solution/service deployment impacted your customers' business (i.e. helped them become more competitive in the industry, details on ROI figures etc.).

7. What Microsoft Windows Phone 7 and other Microsoft technologies does your solution/service use?
Select all that apply
a. Collaboration
b. Location based services
c. RSS feeds
d. Other

8. Describe how leveraging Microsoft technologies in your solution helped you win against the competition in a customer situation.

9. What percentage of your overall Mobility business is focused on Windows Phones?
Select One
a. 0-10%
b. 11-25% 
c. 26-50% 
d. 51-75%
e. 76%+

10. What percentages of your developers/IT professional staff are focused on the development and delivery of Windows Phone Solutions or Services?
Select One
a. 0-10%
b. 11-25% 
c. 26-50% 
d. 51-75%
e. 76%+

11. What has been the percentage growth in your Windows Phone business, year over year?
Select One
a. 0-10%
b. 11-25% 
c. 26-50% 
d. 51-75%
e. 76%+

12. What is your largest customer deployment in terms of number of Windows phones?
Select One
a. 0-500 devices
b. 501-1,000 devices
c. 1,001-5000 devices
d. 5,001-10,000 devices
e. 10,001-25,000 devices
f. 25,001-50,000 devices
g. 51,001-75,000 devices
h. 75,001+ devices

13. Describe your most successful lead generation campaign (including the solution promoted, target base, campaign material, number of qualified leads generated, overall ROI etc.).

14. Provide outside references or data sources that provide evidence of exceptional customer experience or satisfaction (i.e., links to published articles, case studies, videos, customer testimonials, etc.).

15. Describe all MPN related activities your company has been involved in over the past 12 months, other than renewing your membership and qualifying for competency (e.g. profiling solution in Pinpoint (please include your Pinpoint solution URL), customer campaigns, etc.).

16. Did your company partner with any other Microsoft partners in designing/developing/implementing and/or integrating this solution?  If yes, please describe your partnering story?

























[bookmark: _Toc288726812]OEM Hardware Reseller Partner of the Year
The OEM Hardware Reseller Partner of the Year Award recognizes a reseller of branded PC or Server hardware who has demonstrated excellence in positioning and delivering genuine Microsoft software solutions across all customer segments.

To be eligible for this Award, you must be:
· Active in the Microsoft OEM Hardware Competency

Questions
1. Describe the customer business opportunity your solution was designed to address including specific business impact created (e.g. revenue acceleration, cost reduction, business productivity, customer satisfaction)?   Be very specific to the depth and breadth of the Microsoft stack of solutions you leveraged.

2. Is this solution specific to one particular customer or does it have broader market relevance?  Upload or provide links to outside references or data sources that illustrate exceptional customer experience or satisfaction (i.e., published articles, case studies, videos, customer testimonials, etc.)

3. Did your company partner with any other Microsoft partners in designing/developing/implementing and/or integrating this solution?  If yes, please describe your partnering story and how it benefitted the customer?

4. Describe how leveraging Microsoft technologies in your solution helped you win against the competition in a customer situation from a technical and business perspective.

5. Describe all MPN related activities and resources leveraged by your company over the past 12 months, other than renewing your membership and qualifying for competency and how it helped your business (e.g. profiling solution in Pinpoint (please include your Pinpoint solution URL), customer campaigns, etc.)

6. In the last 12 months, what percentage of your Server Hardware was sold with Microsoft server software?
Select one:
a. My company doesn't resell Server hardware
b. Less than 50%
c. Between 50% and 80%
d. More than 80%

7. In the last 12 months, what percentage of your PC Hardware was sold with Microsoft genuine operating system software?
Select one:
a. My company doesn't resell PC hardware
b. Less than 50%
c. Between 50% and 80%
d. More than 80%

8. What brand of PC and/or Server hardware do you primarily sell? (More than 50%)
Select one:
a. Major OEM (HP, Dell, IBM, …)
b. Own Brand

9. Please describe any particularly successful sales or marketing activities (Microsoft focused) executed over the last 12 months and the return on investment that was achieved.




[bookmark: _Toc288726813]OEM Hardware System Building Partner of the Year 
The OEM Hardware System Building Partner of the Year Award honors an OEM local system builder, branded or un-branded, who creates superior customer value through PC or server hardware systems preinstalled with genuine Microsoft software, along with key support services to an end-user customer.

To be eligible for this Award, you must be:
· Active in the Microsoft OEM Hardware Competency

Questions
1. Describe the customer business opportunity your solution was designed to address including specific business impact created (e.g. revenue acceleration, cost reduction, business productivity, customer satisfaction)?   Be very specific to the depth and breadth of the Microsoft stack of solutions you leveraged.

2. Is this solution specific to one particular customer or does it have broader market relevance?  Upload or provide links to outside references or data sources that illustrate exceptional customer experience or satisfaction (i.e., published articles, case studies, videos, customer testimonials, etc.)

3. Did your company partner with any other Microsoft partners in designing/developing/implementing and/or integrating this solution?  If yes, please describe your partnering story and how it benefitted the customer?

4. Describe how leveraging Microsoft technologies in your solution helped you win against the competition in a customer situation from a technical and business perspective.

5. Describe all MPN related activities and resources leveraged by your company over the past 12 months, other than renewing your membership and qualifying for competency and how it helped your business (e.g. profiling solution in Pinpoint (please include your Pinpoint solution URL), customer campaigns, etc.)

6. Did your solution(s) pass the Designed for Windows Logo testing (Windows Hardware Quality Labs)?
Select one:
a. Yes
b. No

7. Please describe any technical challenges faced and how they were overcome to benefit your customer(s).

8. Please describe any particularly successful sales or marketing activities (Microsoft focused) executed over the past year and the return on investment that was achieved.



[bookmark: _Toc288726814]Portals and Collaboration Partner of the Year
The Portals and Collaboration Partner of the Year Award recognizes a partner who has excelled in offering breakthrough SharePoint solutions to meet team and organizational collaboration and connectivity needs across intranets, extranets and the Internet. The successful nominee should have delivered technology and marketing offerings that increased a customer’s workforce productivity and enabled teams to work more effectively across boundaries with partners and customers.  Other attributes include innovative thinking that helped solve a technical challenge or addressed a customer’s business needs and empowered their employees through the use of collaborative solutions.  The winning portals and collaboration solution should showcase the partner’s unique and positive impact on a customer’s business challenges and reflect an ability to innovate with the SharePoint 2010 and Business Productivity Online Suite technologies. 

To be eligible for the Award, you must be:
· Active in the Microsoft Portals and Collaboration Competency

Questions
1. Describe the customer business opportunity your solution was designed to address including specific business impact created (e.g. revenue acceleration, cost reduction, business productivity, customer satisfaction)?  Be very specific to the depth and breadth of the Microsoft stack of solutions you leveraged.

2. Did your company partner with any other Microsoft partners in designing/developing/implementing and/or integrating this solution?  If yes, please describe your partnering story and how it benefitted the customer?

3. Describe all MPN related activities and resources leveraged by your company over the past 12 months, other than renewing your membership and qualifying for competency and how it helped your business (e.g. profiling solution in Pinpoint (please include your Pinpoint solution URL), customer campaigns, etc.)

4. Does your solution provide collaboration across a spectrum of portals?  Please identify all of the following your solution uses:
Select all that apply
a. Intranet
b. Extranet
c. Internet

5. Did your solution utilize other Microsoft technologies and/or competencies beyond SharePoint 2010?  If so, please identify all other Microsoft technologies used:
Select all that apply
a. Digital Marketing
b. FAST Technologies
c. Duet Enterprise
d. Search
e. SQL Server 2005
f. SQL Server 2008
g. SQL Server 2008 R2
h. Other 

6. If this solution is a competitive win, how were you able to sell Microsoft technology into an account that was considering an alternate platform, and what specific benefits were you able to offer that the competition was not?

7. What Microsoft-provided sales and marketing tools or customer campaigns have you leveraged to promote your solution? What else have you done? Identify specifics including creative details, particular campaigns and timelines.

8. Describe the value of this solution to customers (i.e. price/performance, reduce costs, increase revenue). How is it unique in the marketplace? What was the metric used? Provide quantified results with URLs to the case studies if possible.  

9. Was this solution developed for just the one customer, or has this solution been deployed at more than one customer site? If so, how many? Are there plans on taking this solution to customers with similar problems and if so, how?

[bookmark: _Toc288726815]Project and Portfolio Management Partner of the Year
The Project and Portfolio Management Partner of the Year Award recognizes an exceptional partner who has excelled in offering breakthrough solutions that extend or integrate the Microsoft Enterprise Project Management (EPM) solution. The successful nominee should have provided technology and marketing offerings that enabled a business customer to easily prioritize their investments, align their resources and strategies, and effectively manage the completion of their projects. Other attributes include innovative thinking that helped solve a technical challenge or addressed the customer’s business needs and empowered their employees. The winning solution should showcase the partner’s unique and positive effect on a customer’s business challenges and reflect an expertise in the Project and Portfolio Management competency.

To be eligible for the Award, you must be:
· Active in the Microsoft Project and Portfolio Management Competency

Questions
1. Describe the customer business opportunity your solution was designed to address including specific business impact created (e.g. revenue acceleration, cost reduction, business productivity, customer satisfaction)?   Be very specific to the depth and breadth of the Microsoft stack of solutions you leveraged.

2. Is this solution specific to one particular customer or does it have broader market relevance?  Upload or provide links to outside references or data sources that illustrate exceptional customer experience or satisfaction (i.e., published articles, case studies, videos, customer testimonials, etc.)

3. Did your company partner with any other Microsoft partners in designing/developing/implementing and/or integrating this solution?  If yes, please describe your partnering story and how it benefitted the customer?

4. Describe how leveraging Microsoft technologies in your solution helped you win against the competition in a customer situation from a technical and business perspective.

5. Describe all MPN related activities and resources leveraged by your company over the past 12 months, other than renewing your membership and qualifying for competency and how it helped your business (e.g. profiling solution in Pinpoint (please include your Pinpoint solution URL), customer campaigns, etc.)

6. How does your expertise as a Project & Portfolio Management (PPM) Competent partner help you to build your solution and/or connect with and market to your customers? How have you used your competency to differentiate yourself from non-PPM competent competitors?

7. Has your solution been available for Microsoft Project versions prior to Project 2010?
Select one:
Yes or No

8. Is your solution built on or does it extend any of the Microsoft Project 2010 products?
Select one:
Yes or No

9. Select all of the current Microsoft products that you solution enhances:
Select all that apply:
a. Project Standard 2010
b. Project Professional 2010 
c. Project Server 2010
d. SharePoint Server 2010 
e. Exchange Server 2010 
f. Visio 2010 
g. Office 2010
h. Dynamics 
i. Other

10. As of March 1st, 2011, how many successful Customer References does your Project 2010 solution have?
Please indicate number:

11. Describe what technical and business challenges you faced and the steps you took to overcome them while building your solution?

12. Does your solution provide a seamless experience for leveraging Cloud Services?

[bookmark: _Toc288726816]Search Partner of the Year
The Search Partner of the Year Award recognizes a partner who has excelled in delivering robust search solutions that effectively and efficiently support complex searches in exploding data environments across desktops, mobile devices and the Internet.  The winning nominee will have increased a customer’s revenue by creating engaging, search-driven experiences, which have helped them monetize their online assets, enhanced their employees’ productivity and saved costs.  The nominee’s search solutions also will have enhanced the customer’s information management projects by using advanced search functionality, analytics and behavior tracking for internal and external facing websites.  Eligible search solutions should have used SharePoint 2010 and Search Server 2010, or SharePoint 2010, Search Server 2010 and FAST technologies.

To be eligible for this Award, you must be:
· Active in the Microsoft Search Competency

Questions
1. Describe the customer business opportunity your solution was designed to address including specific business impact created (e.g. revenue acceleration, cost reduction, business productivity, customer satisfaction)?   Be very specific to the depth and breadth of the Microsoft stack of solutions you leveraged.

2. Is this solution specific to one particular customer or does it have broader market relevance?  Upload or provide links to outside references or data sources that illustrate exceptional customer experience or satisfaction (i.e., published articles, case studies, videos, customer testimonials, etc.)

3. Did your company partner with any other Microsoft partners in designing/developing/implementing and/or integrating this solution?  If yes, please describe your partnering story and how it benefitted the customer?

4. Describe how leveraging Microsoft technologies in your solution helped you win against the competition in a customer situation from a technical and business perspective.

5. Describe all MPN related activities and resources leveraged by your company over the past 12 months, other than renewing your membership and qualifying for competency and how it helped your business (e.g. profiling solution in Pinpoint (please include your Pinpoint solution URL), customer campaigns, etc.)

6. What is the most innovative part of your solution?

7. What effect has your solution had on users' ability to utilize and benefit from content stored in other enterprise scale systems (e.g. ERP, CRM, Supply Chain solution, Core Banking solution, e-Commerce solution, etc.)?

8. How do you measure customer satisfaction with your solution?  How does this influence your future design choices?

9. Was this solution developed for just the one customer, or has this solution been deployed at more than one customer site? If so, how many? Are there plans on taking this solution to customers with similar problems and if so, how?

10. Have you taken any of the following exams or attended any of the following courses?
Select all that apply
a. Yes, Exam "74-676 - FAST Enterprise Search Platform, Developing"
b. Yes, FAST University course on FAST Enterprise Search Platform
c. Yes, FAST Search for SharePoint through FAST University
d. Yes, FAST Search for SharePoint through online training via MSDN
e. Yes, FAST Search for SharePoint through online training via TechNet
f. No

11. If you have attended courses on "FAST Search for SharePoint", what audience was the course focused on?
Select One
a. IT Professional
b. Developer
12. Describe the value of this solution to customers (i.e. price/performance, reduce costs, increase revenue). How is it unique in the marketplace? What was the metric used? Provide quantified results with URLs to the case studies if possible.  


[bookmark: _Toc288726817]Server Platform Partner of the Year
The Server Platform Partner of the Year Award recognizes a partner that has delivered solutions enabling a customer to increase the reliability and flexibility of their server infrastructures, save time and reduce costs, and provide a server platform for a dynamic and efficiently managed data center. The winning solution needs to have utilized Microsoft’s Windows Server 2008 platform, technologies and solution accelerators, including, but not limited to:
· Microsoft Windows Server 2008 R2 Standard
· Microsoft Windows Server 2008 R2 Enterprise
· Microsoft Windows Server 2008 R2 Datacenter
· Microsoft Windows Server 2008 R2 Hyper-V 
· Microsoft Windows HPC Server 2008 R2
· Microsoft Windows Web Server 2008 R2 
The successful nominee’s solution should have dramatically transformed a customer’s server infrastructure, resulting in higher levels of scalability, availability and reliability, reduced IT labor or hardware costs, or streamlined, overall operational efficiency.  

To be eligible for this Award, you must be:
· Active in the Microsoft Server Platform Competency

Questions
1. Was the solution developed and provided for a specific customer or as a general-use product or service?

2. Describe the customer challenges and problems the Windows Server solution solved for the customer/s. Please identify 1) the impact of the customer's pain points on their business, 2) contrast the before/after scenarios, and 3) provide metrics (i.e. cost savings, time/labor savings, performance gained) on benefits received by the customer as a result of implementing this solution.

3. What products and technologies were included in the solution?
Select all that apply
a. Windows Server 2008 R2 Standard
b. Windows Server 2008 R2 Enterprise
c. Windows Server 2008 R2 Datacenter
d. Windows Server 2008 R2 Hyper-V 
e. Windows High Performance Computing Server 2008
f. Windows Web Server 2008 R2
g. Windows Storage Server 2008
h. System Center family of products
i. Active Directory Technologies 
j. AppFabric
k. DirectAccess
l. BranchCache
m. Failover Clustering
n. File and Print Solutions
o. File Classification Infrastructure
p. Internet Information Servers
q. Remote Desktop Services
r. Network Access Protection (NAP)
s. Other

4. What business scenarios does your solution address?
Select all that apply
a. High Availability
b. Server / Desktop Consolidation (Virtualization)
c. Branch Office
d. Data Storage
e. Remote Access
f. Scalability
g. Migrating to Windows
h. Identity and Access Management
i. Better Together - Application Scenarios
j. Security and Policy Enforcement
k. Server Management
l. High Performance
m. Other

5. Describe how your Windows Server Platform solution validated your expertise and skills in recommending, designing, and deploying Microsoft Server technology to improve a customer’s overall IT environment?

6. Include the data sources that can provide evidence of the exceptional experience (if available), using different sources outside your own company (i.e. URL, publications, benchmarks, case studies, whitepapers, customer testimonials, etc.).

7. In addition to the Award categories specified, we are always looking for partner achievements to highlight, especially in collaboration with other partners.  If you have a partner networking success story, please tell us about it.


[bookmark: _Toc288726818]Software Asset Management Innovation Partner of the Year
The Software Asset Management (SAM) Innovation Partner of the Year Award recognizes a partner who consistently innovates and leverages their SAM solutions and services, enabling customers to take advantage of new technologies, such as virtualization and cloud computing. The successful entry will include descriptions of innovative solutions, services and marketing strategies used to provide outstanding service and results with appropriate supporting customer evidence documentation.

To be eligible for this Award, you must be:
· Active in the Microsoft Software Asset Management Competency

Questions
1. Describe the customer business opportunity your solution was designed to address including specific business impact created (e.g. revenue acceleration, cost reduction, business productivity, customer satisfaction)?   Be very specific to the depth and breadth of the Microsoft stack of solutions you leveraged.

2. Provide outside references or data sources that provide evidence of exceptional SAM customer experience or satisfaction, (i.e., published articles, case studies, videos, customer testimonials, etc.).

3. Did your company partner with any other Microsoft partners in designing/developing/implementing and/or integrating your SAM solution?  If yes, please describe your partnering story and how it benefitted the customer?

4. Describe how leveraging Microsoft technologies in your solution helped you win against the competition in a customer situation from a technical and business perspective.

5. Describe all MPN related activities and resources leveraged by your company over the past 12 months, other than renewing your membership and qualifying for competency and how it helped your business (e.g. profiling solution in Pinpoint (please include your Pinpoint solution URL), customer campaigns, etc.)

6. Describe the steps taken by your organization to achieve Gold SAM competency and provide the total number of active Gold SAM competency FTEs (full time employees).

7. Explain the ways in which your SAM services compliment or integrate with other Microsoft products and solutions.

8. Describe the most common customer challenges your SAM services are designed to address.  What differentiates your company's SAM services from your competitors?

9. Describe a SAM engagement within the last 12 months that leveraged SAM Services to enable customers to take advantage of new technologies such as Virtualization and Cloud computing.  Include the following:
· The situation before the solution was implemented 
· The prescriptive guidance you followed from Microsoft
· The SAM solution you delivered and 
· How your solution enabled new technologies such as Virtualization and Cloud computing

10. Describe the measurable results/savings and benefits to the customer (provide appropriate supporting customer evidence) for the solution delivered to the customer in the previous question. Please also describe any additional licensing and service opportunities resulting from this SAM engagement.

11. What are the 3 most effective marketing and communication activities or vehicles you've used in the last year to promote your SAM services, and how did you integrate new technologies such as Virtualization and Cloud computing into your SAM services messaging?

12. Describe your own organization’s “improvement plan” to address the growing customer demand for new technologies such as Virtualization and Cloud computing.

[bookmark: _Toc288726819]Software Asset Management Market Acceleration Partner of the Year
The Software Asset Management (SAM) Partner of the Year Award recognizes a partner who has delivered world-class SAM services engagements, superior experiences and exceptional value.  The successful entry will showcase innovative marketing strategies for demand generation, and demonstrate an integrated solutions approach leading to follow-on services and other best practices that continuously deliver measurable benefits and savings to the customer.

To be eligible for this Award, you must be:
· Active in the Microsoft Software Asset Management Competency

Questions
1. Describe the customer business opportunity your solution was designed to address including specific business impact created (e.g. revenue acceleration, cost reduction, business productivity, customer satisfaction)?   Be very specific to the depth and breadth of the Microsoft stack of solutions you leveraged.

2. Provide outside references or data sources that provide evidence of exceptional SAM customer experience or satisfaction, (i.e., published articles, case studies, videos, customer testimonials, etc.)

3. Did your company partner with any other Microsoft partners in designing/developing/implementing and/or integrating your SAM solution?  If yes, please describe your partnering story and how it benefitted the customer?

4. Describe how leveraging Microsoft technologies in your solution helped you win against the competition in a customer situation from a technical and business perspective.

5. Describe all MPN related activities and resources leveraged by your company over the past 12 months, other than renewing your membership and qualifying for competency and how it helped your business (e.g. profiling solution in Pinpoint (please include your Pinpoint solution URL), customer campaigns, etc.).

6. Describe the steps taken by your organization to achieve Gold SAM competency and provide the total number of active Gold SAM competency FTEs (full time employees).

7. Explain the ways in which your SAM services compliment or integrate with other Microsoft products and solutions.

8. Describe the most common customer challenges your SAM services are designed to address.  What differentiates your company's SAM services from your competitors?

9. Describe a SAM engagement within the last 12 months for a specific customer, and include the following:
· The situation before the solution was implemented 
· The prescriptive guidance you followed from Microsoft and
· The SAM solution you delivered

10. Describe the measurable results/savings and benefits to the customer (provide appropriate supporting customer evidence) for the SAM solution delivered to the customer in the previous question. Please also describe any additional licensing and service opportunities resulting from this SAM engagement.

11. What are the 3 most effective marketing and communication activities or vehicles you've used in the last year to promote your SAM services, and how did it accelerate your SAM business and affect engagement execution?




[bookmark: _Toc288726820]Software Development Partner of the Year
The Software Development Partner of the Year Award recognizes exceptional innovation from a partner who developed a custom application infrastructure solution on and with Microsoft technologies. The application could be Internet- or intranet-facing, hosted either on- or off-premise and based on cloud platforms, such as Windows Azure. The solution could fall into one or more patterns, such as: 
· Application Data Consistency – independent applications achieve consistency usually through asynchronous data exchange. 
· Multistep Business Process implementation or Composite Applications – business functions implemented as components within  a heterogeneous information architecture). 
These solutions can be built with tools (Microsoft Visual Studio development platform), frameworks (Microsoft .NET – WCF/WF) or infrastructure (Microsoft Windows Server AppFabric or Windows Azure platform AppFabric).  Specifically, the winning software development partner will have provided a highly customized solution to support unique business practices, delivered a one-off enhancement enabling existing systems to be integrated with new technologies or developed an extension to existing Microsoft solutions. 

To be eligible for this Award, you must be:
· Active in the Microsoft Software Development Competency

Questions
1. Describe the customer business opportunity your solution was designed to address including specific business impact created (e.g. revenue acceleration, cost reduction, business productivity, customer satisfaction)?   Be very specific to the depth and breadth of the Microsoft stack of solutions you leveraged.

2. Is this solution specific to one particular customer or does it have broader market relevance?  Upload or provide links to outside references or data sources that illustrate exceptional customer experience or satisfaction (i.e., published articles, case studies, videos, customer testimonials, etc.)

3. Did your company partner with any other Microsoft partners in designing/developing/implementing and/or integrating this solution?  If yes, please describe your partnering story and how it benefitted the customer?

4. Describe how leveraging Microsoft technologies in your solution helped you win against the competition in a customer situation from a technical and business perspective.

5. Describe all MPN related activities and resources leveraged by your company over the past 12 months, other than renewing your membership and qualifying for competency and how it helped your business (e.g. profiling solution in Pinpoint (please include your Pinpoint solution URL), customer campaigns, etc.)



[bookmark: _Toc288726821]Systems Management Partner of the Year
The Systems Management Partner of the Year Award recognizes a partner that has delivered solutions to manage physical and virtual infrastructures across data centers, client computers and devices.  The winning solution should have enabled customers to reduce costs, improve application availability and enhance service delivery. The successful solution needs to utilize Microsoft’s suite of systems management products, technologies and solution accelerators, including, but not limited to:
· Microsoft System Center Configuration Manager 
· Microsoft System Center Operations Manager 
· Microsoft System Center Virtual Machine Manager 
· Microsoft System Center Service Manager 
· Microsoft System Center Data Protection Manager 
· Microsoft System Center Essentials 
· Opalis
· AVIcode
Additional criteria includes dramatically transforming a customer’s IT infrastructure, resulting in operational efficiencies, reduced IT labor or hardware costs, or automation of management tasks.  

To be eligible for this Award, you must be:
· Active in the Microsoft Systems Management Competency

Questions
1. Describe the customer business opportunity your solution was designed to address including specific business impact created (e.g. revenue acceleration, cost reduction, business productivity, customer satisfaction)?   Be very specific to the depth and breadth of the Microsoft stack of solutions you leveraged.

2. Is this solution specific to one particular customer or does it have broader market relevance?  Upload or provide links to outside references or data sources that illustrate exceptional customer experience or satisfaction (i.e., published articles, case studies, videos, customer testimonials, etc.)

3. Did your company partner with any other Microsoft partners in designing/developing/implementing and/or integrating this solution?  If yes, please describe your partnering story and how it benefitted the customer?

4. Describe how leveraging Microsoft technologies in your solution helped you win against the competition in a customer situation from a technical and business perspective.

5. Describe all MPN related activities and resources leveraged by your company over the past 12 months, other than renewing your membership and qualifying for competency and how it helped your business (e.g. profiling solution in Pinpoint (please include your Pinpoint solution URL), customer campaigns, etc.)

6. Did you build a packaged solution or a service offering based on the System Center family of products that can be deployed multiple times across the customer base, and adapted to a variety of customers? Please briefly describe the solution or offering. Please highlight if the offering drives the SMSE.

7. Explain how your solution helped your customer solve a business problem, win more customers, deliver better customer service, or achieve another business goal.

8. What products and technologies were included in the solution?
Select all that apply
a. System Center Opalis
b. System Center Service Manager 
c. System Center Virtual Machine Manager Self Service Portal (SSP) 2.0
d. System Center Operations Manager 2007 
e. System Center Configuration Manager 2007 R2
f. Microsoft Desktop Optimization Pack
g. System Center Data Protection Manager 2007
h. System Center Virtual Machine Manager 2008
i. System Center Essentials 2007
j. System Center Mobile Device Manager 2008
k. System Center Capacity Planner
l. System Center Solution Accelerator Suite
m. Service Level Dashboard 2.0

9. Have you built a management pack on System Center that resulted in creating repeat business? Example of a management pack: Virtual Agent for Microsoft Security Updates or searches for new Microsoft security updates and generates alerts for them (built by eXe software).

10. Provide an example of a customer win where you used System Center with a Solution Accelerator and provide a description of the offering.

11. Provide an example of a customer win where System Center is being used to manage a virtualized environment, and how the customer is using System Center.

12. Provide an example of a customer win that clearly demonstrates a cost savings to the customer as a result of using System Center products. Provide quantifiable evidence to demonstrate the cost savings.



[bookmark: _Toc288726822]Unified Communications Innovation Partner of the Year 
This Award recognizes partners that are building on the extensible Microsoft Unified Communication platform offered by Lync/OCS and Exchange and are delivering innovative solutions that integrate communications within business applications and processes (CEBP). Successful entries will highlight how the partner’s solutions around CEBP have a significant impact on how people communicate and collaborate by enhancing the end-user experience, increasing efficiency or by extending the existing products with unique add-ons. Partners should showcase the unique and positive effects their innovative solutions have had on their customers’ business.

To be eligible for this Award, you must be:
· Active in the Microsoft Unified Communications Competency or ISV/Software Competency

Questions
1. How is your organization building on the extensibility of the Microsoft Unified Communications platform (Lync/OCS and Exchange) platform and delivering innovative solutions that integrate communications within business applications and processes? Describe the customer business challenge your solution is designed to meet.

2. Showcase the unique and positive effects your innovative solutions have had on your customers’ business challenges. Support this entry with quantifiable results. Provide outside references or data sources that provide evidence of exceptional customer experience or satisfaction (i.e., links to published articles, case studies, videos, customer testimonials, etc.). 

3. Describe the customer business opportunity your solution is designed to address. Is this opportunity specific to one particular customer or does it have broader market implications?

4. Describe how your CEBP solution delivered tangible benefits for the customer that drove deployment and/or user adoption of Lync or Exchange. 

5. Describe how leveraging Microsoft technologies in your solution helped you win against the competition (ex. Cisco) in a customer situation. 

6. Did your company partner with any other Microsoft partners in designing/developing/implementing and/or integrating this solution?  If yes, please describe your partnering story.

7. Describe all MPN related activities your company has been involved in over the past 12 months, other than renewing your membership and qualifying for competency (e.g. profiling solution in Pinpoint [please include your Pinpoint solution URL], customer campaigns, etc.).

















[bookmark: _Toc288726823]Unified Communications Market Acceleration Partner of the Year 
This Award recognizes partners with proven expertise in planning, deployment, and management of Microsoft Exchange while helping their customers lower IT costs, boost user productivity and better manage risk. Successful entries will discuss how partners are driving upgrades from legacy Exchange or migrations from competitive platforms to Exchange Server 2010 or Exchange Online supported with quantifiable results and customer anecdotes. Entries specifically highlighting deployments of advanced Exchange workloads (archiving, security and voicemail) are encouraged.  

To be eligible for this Award, you must be:
· Active in the Microsoft Unified Communications Competency

Questions
1. Describe customer business challenges or needs your organization addressed in planning, deployment, and management of Microsoft Exchange.  

2. How did your delivery of Microsoft Exchange help customers lower IT costs, boost user productivity and better manage risk? Support this entry with quantifiable results. Provide outside references or data sources that provide evidence of exceptional customer experience or satisfaction (i.e., links to published articles, case studies, videos, customer testimonials, etc.)

3. If applicable to deployment(s) discussed in Questions 1 and 2, share how your organization’s deployments of advanced Exchange workloads (archiving, voicemail, security) are delivering more than just messaging to your customers.

4. Describe how leveraging Microsoft technologies in your solution helped you win against the competition (Google, IBM, or Zimbra) in a customer situation. What specific benefits were you able to offer that the competition was not? 

5. What specific expertise or benefits differentiate your organization in the marketplace? 

6. Describe the market opportunity your solution addresses. Discuss how you see the email market evolve and how your organization’s expertise will continue to meet customer’s evolving business challenges and opportunities. 

7. Did your company partner with any other Microsoft partners in designing/developing/implementing and/or integrating this solution?  If yes, please describe your partnering story. 

8. Describe all MPN related activities your company has been involved in over the past 12 months, other than renewing your membership and qualifying for competency (e.g. profiling solution in Pinpoint [please include your Pinpoint solution URL], customer campaigns, etc.).



[bookmark: _Toc288726824]Virtualization Partner of the Year
The Virtualization Partner of the Year Award recognizes partners that have delivered desktop or server virtualization solutions that enable customers to save costs, increase availability, and improve the agility of an organization’s IT infrastructure. Your solution needs to have utilized Microsoft’s suite of Virtualization products, technologies and solution accelerators, including, but not limited to:
· Microsoft Windows Server 2008 R2 Hyper-V 
· Microsoft Hyper-V Server 2008 R2
· Microsoft System Center Virtual Machine Manager 2008 R2 
· Microsoft Virtual Desktop Infrastructure (VDI) Suite
· Microsoft Enterprise Desktop Virtualization (MED-V)
· Remote Desktop Services
· Microsoft Application Virtualization 
If your solution has dramatically transformed a customers’ IT infrastructure resulting in lower operational costs, reduced capital expenditures, and improved overall service levels, then submit your solution and showcase your ability to solve complex customer challenges.

To be eligible for this Award, you must be:
· Active in the Microsoft Virtualization Competency

Questions
1. Was the solution developed and provided for a specific customer or as a general-use product or service?

2. What Microsoft Virtualization products and technologies were used in the solution?
Select all that apply
a. Windows Server 2008 R2 Hyper-V
b. Microsoft Hyper-V Server 2008 R2
c. Microsoft Virtual Server 2005 R2 SP1
d. Microsoft Virtual Desktop Infrastructure (VDI)
e. Microsoft Virtual PC
f. Microsoft Enterprise Desktop Virtualization
g. Remote Desktop Services
h. Microsoft Application Virtualization
i. Microsoft System Center Virtual Machine Manager 2008 R2
j. Microsoft System Center Data Protection Manager
k. Microsoft System Center Operations Manager
l. Microsoft System Center Opalis
m. Microsoft System Center Service Manager
n. Microsoft Forefront
o. Virtualization Solution Accelerator Suite

3. Describe the customer challenges and problems the Virtualization solution solved for the customer(s). Please identify 1) the impact of the customer's pain points on their business, 2) contrast the before/after scenarios, and 3) provide metrics (i.e. cost savings, time/labor savings, performance gained) on benefits received by the customer as a result of implementing this solution.

4. Describe a situation where you were successfully able to prove the value of a Microsoft Virtualization technology (e.g. VDI, App-V, Hyper-V etc.) to an existing VMware customer. Please be specific about the Microsoft Virtualization technology you were able to deploy, as well as the workloads where this technology is being used at the customer site.

5. Describe how your solution demonstrated expertise in any of the following areas: Virtualization Management, Server Virtualization, Desktop Virtualization, Application Virtualization.

6. Describe how your Virtualization solution or service grew your overall Microsoft infrastructure technology opportunity.

7. Include the data sources that can provide evidence of the exceptional experience (if available), using different sources outside your own company (i.e. URL, publications, benchmarks, case studies, whitepapers, customer testimonials, etc.).

8. Provide an example of a customer win that clearly demonstrates a cost savings to the customer as a result of using Microsoft Virtualization products. Provide quantifiable evidence to demonstrate the cost savings.



[bookmark: _Toc288726825]Volume Licensing Partner of the Year
The Volume Licensing Partner of the Year Award recognizes partners who consistently seek to innovate with their Volume Licensing solutions and services, and provide ongoing attention to customer-service excellence. Successful entries will include descriptions of the organization’s dedication to customer engagement with T-36 activities and providing the most trained and qualified staff (MCPs for Licensing) in delivering the services and marketing strategies used to increase:
· Volume Licensing revenue and annuity
· Retain Volume Licensing customers by successful ongoing relationship management throughout the life of an EA (CPE)

To be eligible for this Award, you must be:
· Active in the Microsoft Volume Licensing Competency

Questions
1. Describe the scope of your Volume Licensing business as a percentage of your company's overall revenue and list the Volume Licensing programs you currently offer (i.e. Enterprise Agreement, Open Value, Software Assurance).

2. Describe the scope and highlights of your Volume Licensing marketing activities to customers over the past year, including activities such as direct marketing, events, and telesales. Don't forget to include the key measured results.

3. Describe how your Volume Licensing business model contributed to the success and growth of your business. What is the growth rate of your Volume Licensing business this last year?

4. How do you collaborate with other partners to complement your offerings to your customer? What criteria is used in selecting partners?

5. How many sales professionals does your company have?

6. How many of your sales professionals are Microsoft Certified Professionals for Volume Licensing (MCP Exams, 70-671 and/or 70-672)? 

7. How does your company promote your licensing expertise to customers? Provide any customer feedback you have received.

8. Describe what is unique about the services you offer to fulfill your customers Volume Licensing needs.

9. How do you help your customers through the renewal of their Volume Licensing agreements? Describe the kinds of assistance your customers typically require and any established programs/procedures you have implemented to decrease the need for this assistance.

10. Have you used Microsoft Financing as a solution for securing New EA or Renewing EA business and if so at what point in the customer engagement do you introduce?

11. How do you proactively and systematically measure satisfaction of your customers?

12. How do you manage your customer relationship today throughout the life of an EA? Provide an example of deliverables, connections, services, etc., that you offer your customer over a 36 month timeline.

13. Include the data sources that can provide evidence of the exceptional customer experience (if available), using different sources outside of your company (i.e. URL, publications, benchmarks, case studies, whitepapers, customer testimonials, etc.).

14. Indicate the activities that you would consider participating in with Microsoft in the future. Select all that apply
a. Feedback on Volume Licensing Initiatives
b. License Delivery Specialization Advisory Board Member
c. Present a Volume Licensing Best Practice at a future Worldwide Partner Conference
d. Volume Licensing MCP Certification of all Sales Consultants
e. Customer Case Studies
f. Quotes for Press or Analysts
g. Video Testimonial

15. Explain how your solution helped your customer solve a business problem, win more customers, deliver better customer service, or achieve another business goal.

16. In addition to the Award categories specified, we are always looking for partner achievements to highlight, especially in collaboration with other partners. If you have a partner networking success story, please tell us about it.


[bookmark: _Toc288726826]Web Development Partner of the Year
The Web Development Partner of the Year Award recognizes exceptional, innovative partners who focus on the development and deployment of websites and web based applications built on the current portfolio of Microsoft technologies including:
· Microsoft .NET Framework
· Windows Server with Internet Information Services (IIS)
· Microsoft Silverlight
· Microsoft Visual Studio
· SQL Server
· Microsoft Expression
· HTML5
Submit for this Award to showcase your expertise in using the Web as a platform to develop and deliver key business applications to market faster, more easily, and for a lower maintenance cost.  Applications must be internet facing websites hosted on-premise or off-premise and/or cloud platforms such as using Windows Azure. 

To be eligible for this Award, you must be:
· Active in the Microsoft Web Development Competency

Questions
1. Describe the customer business opportunity your solution was designed to address including specific business impact created (e.g. revenue acceleration, cost reduction, business productivity, customer satisfaction)?   Be very specific to the depth and breadth of the Microsoft stack of solutions you leveraged.

2. Is this solution specific to one particular customer or does it have broader market relevance?  Upload or provide links to outside references or data sources that illustrate exceptional customer experience or satisfaction (i.e., published articles, case studies, videos, customer testimonials, etc.)

3. Did your company partner with any other Microsoft partners in designing/developing/implementing and/or integrating this solution?  If yes, please describe your partnering story and how it benefitted the customer?

4. Describe how leveraging Microsoft technologies in your solution helped you win against the competition in a customer situation from a technical and business perspective.

5. Describe all MPN related activities and resources leveraged by your company over the past 12 months, other than renewing your membership and qualifying for competency and how it helped your business (e.g. profiling solution in Pinpoint (please include your Pinpoint solution URL), customer campaigns, etc.)

6. "Was Silverlight a core component of the website or web application? If yes, which version of Silverlight?
Select one:
a. Silverlight 2
b. Silverlight 3
c. Silverlight 4
















[bookmark: _Toc288726827]Sales Excellence Awards



[bookmark: _Toc288726828]Exceptional Sales Management Partner of the Year
The Exceptional Sales Management Partner of the Year Award recognizes partners who demonstrate exceptional sales management practices and promote continuous sales improvement. This Award honors partners committed to building a sales team with deep Microsoft solution knowledge, skills training, and certification. Partners who excel in sales management routinely analyze wins and losses to extract replicable best practices and promote skill development for a competitive edge. The more knowledgeable your sales professionals, the better advisors they can be to your customers. As trusted advisors, partner sales teams are better positioned to positively influence customer satisfaction and generate incremental revenue. Nominate your organization for this Award to showcase the success you are experiencing through an innovative sales management approach. 

To be eligible for this Award, you must:
· Be active in the Microsoft Partner Network.
· Sales team active in the Microsoft Sales Specialist Program 
· Demonstrates utilizing one or more sales tools at Partner Solution Plan Activation Kit

Questions
1. Describe the business problems you diagnose and the business opportunities you help customers pursue through the solutions you provide. Are these problems and opportunities unique to particular customers or do they have broader market implications?

2. Describe the strategies you have used over the past two years to grow revenue and profit relative to the local economy.  Estimate your percentage of revenue growth and profitability year-over-year.

3. Please upload PDFs or provide links to published articles, case studies, customer testimonial videos, or other outside references and data sources that indicate how your organization achieves sales excellence while maintaining outstanding customer relationships.

4. Does your company partner with other Microsoft partners to design, develop, implement and/or integrate customer solutions?  If yes, please describe your partnering strategy and the benefits that you and your partner(s) have achieve through the relationship.

5. Describe how the breadth and depth of Microsoft technologies (the Microsoft ""stack"") has helped you differentiate your solutions from competitive solutions.  Give an example based on a specific customer situation.

6. How do you promote continuous improvement of selling skills and product knowledge in your sales and sales management teams, both new hires and incumbents?  Describe the depth and breadth of your sales teams' knowledge of Microsoft technologies.  What percentage of your current sales team members have earned one or more Microsoft sales specialist accreditations? 

7. How do you assist sales teams in planning sales targets and activities across accounts and territories?  How do you promote continuous improvement in sales velocity and forecasting accuracy?

8. Describe how and when you conduct reviews of both wins and losses. How do you use the results of those reviews to better replicate what drives wins and eliminate what creates losses?  Give an example.

9. What metrics do you use to measure cost of sales, e.g. number and type of sales support resources, average length of sales cycle, discounting, etc.?  What strategies do you use to control/reduce your cost of sales? 

10. How do you set standards for, measure and reward the performance of your sales professionals and/or sales teams?  Provide data that indicates continuous improvement.  What percentage of your sales professionals meet or exceed plan yearly?


[bookmark: _Toc288726829]Innovative Customer Advocacy Partner of the Year
The Innovative Customer Advocacy Partner of the Year Award honors partners who excel in innovative customer advocacy and strong, proactive relationship management programs. Successful entries demonstrate an exceptional practice of developing trusted customer relationships. A winning partner effectively transforms satisfied, loyal customers into business advocates that generate incremental referrals and contribute to new business growth. Nominate your organization for this Award to showcase your innovative approach to relationship management and the business impact that has resulted from your expertise.

To be eligible for this Award, you must:
· Be active in the in the Microsoft Partner Network in one or more competencies.
· Sales team active in the Microsoft Sales Specialist Program.
· Demonstrates utilizing one or more sales tools at Partner Solution Plan Activation Kit

Questions
1. Describe the business problems you diagnose and the business opportunities you help customers pursue through the solutions you provide. Are these problems and opportunities unique to particular customers or do they have broader market implications?

2. Describe the strategies you have used over the past two years to grow revenue and profit relative to the local economy.  Estimate your percentage of revenue growth and profitability year-over-year.

3. Please upload PDFs or provide links to published articles, case studies, customer testimonial videos, or other outside references and data sources that indicate how your organization achieves sales excellence while maintaining outstanding customer relationships.

4. Does your company partner with other Microsoft partners to design, develop, implement and/or integrate customer solutions?  If yes, please describe your partnering strategy and the benefits that you and your partner(s) have achieve through the relationship.

5. Describe how the breadth and depth of Microsoft technologies (the Microsoft ""stack"") has helped you differentiate your solutions from competitive solutions.  Give an example based on a specific customer situation.

6. Describe the systems and tools you use to collect and monitor quantitative customer satisfaction data.  How do you use the metrics generated to improve customer experience?

7. Describe the mechanisms you provide for customers to give you qualitative (free-form) feedback about their experience in working with your organization? How do you use this customer feedback to improve customer experience?

8. Describe the value your customers gain from their relationship with your organization beyond the specific solutions you deliver.  Describe the strategies you use to build partnerships with your customers based on this value.

9. Describe the systems and processes you use to gather and maintain up-to-date customer information.  How do you use this information to build partnerships with your customers?

10. What percentage of your customer base would you consider 'advocates' for your solution and approach, i.e., customers who would actively refer you to other customers or other departments within their organization? What percentage of your business is net new business from referrals?




[bookmark: _Toc288726830]Outstanding Sales Operations Partner of the Year
The Outstanding Sales Operations Partner of the Year Award honors partners who demonstrate an exceptional commitment to align people, processes, systems, and tools to enhance sales effectiveness. A winning partner exemplifies a culture where technology innovation is pivotal to driving continuous improvements in sales execution and management. Implementing an integrated, comprehensive sales platform can offer insights that empower sales resources to orchestrate with more precision. Successful entries demonstrate how current Microsoft technology is deployed to foster improvements in predictability and sales effectiveness. Nominate your organization for this Award to showcase your innovative approach that improves lead generation, pipeline management, and forecasting to generate strong, predictable results. 

To be eligible for this Award, you must:
· Be active in the Microsoft Partner Network in one or more competencies.
· Sales team active in the Microsoft Sales Specialist Program.
· Demonstrates utilizing one or more sales tools at Partner Solution Plan Activation Kit

Questions
1. Describe the business problems you diagnose and the business opportunities you help customers pursue through the solutions you provide. Are these problems and opportunities unique to particular customers or do they have broader market implications?

2. Describe the strategies you have used over the past two years to grow revenue and profit relative to the local economy.  Estimate your percentage of revenue growth and profitability year-over-year.

3. Please upload PDFs or provide links to published articles, case studies, customer testimonial videos, or other outside references and data sources that indicate how your organization achieves sales excellence while maintaining outstanding customer relationships.

4. Does your company partner with other Microsoft partners to design, develop, implement and/or integrate customer solutions?  If yes, please describe your partnering strategy and the benefits that you and your partner(s) have achieve through the relationship.

5. Describe how the breadth and depth of Microsoft technologies (the Microsoft ""stack"") has helped you differentiate your solutions from competitive solutions.  Give an example based on a specific customer situation.

6. Describe your sales process or methodology. How do you ensure that it is uniformly executed across teams, business units, etc.?

7. What systems and tools do you use to support lead generation, pipeline management and forecasting?   Describe how these tools are embedded in your sales process and the benefits achieved through their use.

8. Describe the systems and processes you use to gather and maintain up-to-date customer information.  How do you use this information to influence customer segmentation, manage customer relationships, build account plans, etc.?

9. Describe your marketing and lead generation process, including lead hand-off to sales and lead follow-up response times.  Describe your strategy for expanding your customer base and building net new revenue and results you've seen over the past year.

10. How do you measure the performance of your organization, management, and individuals?  What metrics do you use?  How do you use those metrics to improve results over time?


[bookmark: _Toc288726831]Sales Specialist of the Year
The Sales Specialist of the Year Award recognizes individual sales professionals who demonstrate exceptional Microsoft solution knowledge and sales expertise. Nominations for this Award are coupled with the company-level Sales Excellence Partner of the Year nominations. Individual winners will be selected based on their associated partner becoming a finalist in the organizational-level Award. A winning sales professional demonstrates proficiency in solution selling and a commitment to continuous improvements in customer satisfaction. Their sales prowess is evident in their ability to target and generate business and revenue growth with new and existing customers. Nominate sales professionals in your organization who consistently exceed sales expectations as result of their solution selling capabilities.

To be eligible for this Award, you must:
· Be active in the Microsoft Sales Specialist Program  and have earned one or more of the following accreditations:  Business Intelligence, Data Platform, Identity and Security, Unified Communications, or Virtualization.
· Be associated with a partner who is selected as a finalist for one of the Sales Excellence Partner of the Year Awards.

Questions
1. Which Microsoft Sales Specialist Accreditations have you earned?
Select all that apply
a. Business Intelligence
b. Customer Relationship Management
c. Data Platform
d. Enterprise Resource Planning
e. Identity and Security
f. Unified Communications (Voice or Exchange)
g. Virtualization
h. Server Platform
i. Systems Management

2. Describe your strategies for continuously monitoring and improving customer satisfaction. Please upload a PDF or provide a link to at least two customer testimonials.

3. Describe the value your customers gain from working with you - beyond the immediate business value of the specific solution you deliver.  Do your customers view you as a business partner?  What percentage of your sales come from referrals in which a current customer acts as an advocate for you with other accounts or other departments in the same account?

4. How do you gain access to the leadership and decision-makers in an account?  How do you build that access into a relationship? 

5. How do you use the breadth and depth of Microsoft technologies (the Microsoft stack) to maximize the size of individual deals?  

6. How do you qualify your opportunities and prioritize and plan your sales activities?  Describe how you balance short-term wins against long-term opportunities.  

7. How do you keep a sales cycle moving and proceeding to a close efficiently? How do you increase momentum toward a decision?

8. How do you build your ability to accurately and effectively position your solution against competition?  How do you position and sell the added value you provide that helps the customer make good decisions for their business?  

9. How do you make sure that a proposed solution is well-aligned with customer needs and will have a high impact on the customer's business results?

10. What are the most important results you have helped customers achieve over the past 2 years?
















[bookmark: _Toc288726832]Vertical, Industry and Segment Awards

[bookmark: _Toc288726833][bookmark: _Toc286241858]Alliance ISV Industry Partner of the Year 
The Microsoft Alliance ISV Industry Partner of the Year Award honors an Alliance ISV Partner that is adding business value to customers by deploying new and innovative solutions based on Microsoft technologies in either of the following Sectors: Manufacturing & Resources (Oil & Gas, Power & Utilities, Process Manufacturing, Automotive, Aerospace and Industrial Equipment, High Tech & Electronics, Pharmaceutical, Chemicals), Financial Services (Banking, Capital Markets, Insurance) and Distribution and Services (Retail &Hospitality, Consumer Goods, Professional Services).  The Award acknowledges the partner that has demonstrated excellence on driving Microsoft-based solutions that solve new or existing business needs for the industry. The Award winner is recognized as the most valuable Alliance ISV Partner on developing and delivering Microsoft-based solutions to our mutual customers on the industry. 

To be eligible for this Award, you must be:
· Entrants must be enrolled in the Microsoft Partner Network (MPN) as Gold or Silver and have valid Microsoft partner ID.
· Entrants must be a global Alliance ISV with assigned resources to manage their relationship with Microsoft

Questions
1. GLOBAL COMMITMENT EXECUTIVE SUMMARY - Provide a high level executive summary of your company's commitment to worldwide technology innovation, marketing, and sales engagement for FY2011.

2. Microsoft Technology Adoption - Outline your business case and proof points of major milestones and advances for FY2010. Level of Microsoft technologies supported by your offerings

3. Provide a brief description of the solution(s) you are submitting for the Alliance ISV Industry Partner of the Year Award: mention the industries you are targeting with the/these solutions, what makes your solution(s) unique in the marketplace? Detail Business and IT benefits you provide to your customers. How do you make the difference? Describe what end-customer benefits are attributed to this solution and provide real customer examples such as customer quotes or specific metrics associated with customers utilizing this solution in their business.

4. What Microsoft technologies are in the solution(s)? Describe how your solution used one or more Microsoft products to create a unique market offering. Include in your reasoning why you think the offer is unique and innovative in the market and what new market opportunities were addressed.

5. How did your solution, using Microsoft platform, differentiate your expertise and innovation, and establish a higher industry standard for your business and the Microsoft platform?

6. MARKETING GTM ALIGNMENT, CAMPAIGNS & MARKETING INITIATIVES - Describe the joint campaigns/industry events we have driven together highlighting worldwide roll-out and results. This may include joint events, roadshows, AR/PR, GTM efforts, etc. Describe the marketing campaign(s) you created for this (these) solution(s) and why the campaign(s) was(were) successful. Include in your answer what key messages were communicated in the campaign, why it was successful and how you measured success (i.e. percentage growth in offer revenue, # of new customers added, # of new hosted exchange seats added, ROI, etc.).

7. SALES EXECUTIVE SUMMARY - To help joint customers.  Include overview of total revenue to both companies, enthusiasm of sales teams, etc. including evidence and proof points to support analysis and numbers provided.  Provide details on joint efforts to win the customers.

8. SALES EVIDENCE OF SALES REPS TEAMING - Provide detailed overview of joint sales team engagement, programs, tools, training, and other sales investments. In your answer, list PSPs in place by country and rhythm of the business (business review...).

9. SALES KEY / BIG WINS - Provide detailed overview of 3-5 key or substantial wins (Enterprise/Tier 1 accounts).  Give an example, of one competitive win - how were you able to sell Microsoft technology into an account that was considering an alternate platform, and what specific benefits were you able to offer that the competition was not.

10. SALES JOINT REFERENCES FOR MEDIA PURPOSES - Provide joint customer references to support marketplace wins.  

11. SALES REVENUE CONTRIBUTION - Provide detailed overview of direct and/or influenced revenue from sales by company size (large, medium and small deal). Leverage Influence Revenue Model and Royalty Agreement numbers.

12. Explain how your solution helped your customer solve a business problem, win more customers, deliver better customer service, or achieve another business goal.

13. In addition to the Award categories specified, we are always looking for partner achievements to highlight, especially in collaboration with other partners. If you have a partner networking success story, please tell us about it.









































[bookmark: _Toc288726834]Alliance Partner of the Year – Advanced Infrastructure
The Alliance Partner of the Year - Advanced Infrastructure Award is a special recognition Award to acknowledge the alliance partner that has demonstrated leadership in driving Microsoft based Advanced Infrastructure solutions to enterprise customers in the past year, as well as field engagement and commitment to Microsoft in opportunities, including Partner Solutions Plans (PSPs).  Entrants will also demonstrate successful wins, including customer references and solutions profiled, infrastructure investments to drive Microsoft based business (e.g., headcount, financial investments, etc.), joint marketing, readiness, training and breadth of engagement across the Microsoft 13 areas.

To be eligible for this Award, you must be:
· Managed as an Enterprise Alliance Partner and have an assigned Microsoft Alliance Manager.

Questions
1. Describe the customer business opportunity your solution is designed to address.  Is this opportunity specific to one particular customer or does it have broader market implications?

2. Provide outside references or data sources that provide evidence of exceptional customer experience or satisfaction (i.e., links to published articles, case studies, videos, customer testimonials, etc.)

3. Did your company partner with any other Microsoft partners in designing/developing/implementing and/or integrating this solution?  If yes, please describe your partnering story.

4. Describe how leveraging Microsoft technologies in your solution helped you win against the competition in a customer situation.

5. Describe  all MPN related activities your company has been involved in over the past 12 months, other than renewing your membership and qualifying for competency (e.g. profiling solution in Pinpoint (please include your Pinpoint solution URL), customer campaigns, etc.)

6. Explain how you demonstrated leadership as the most valuable alliance partner in delivering advanced infrastructure to enterprise customers in the past year.

7. Provide examples of field Engagements and Commitment to Microsoft in Opportunities including Partner Solutions Plans (PSPs) for Infrastructure, Wins including customer references and solutions profiled, Infrastructure Investments to Drive Microsoft based Business (e.g. headcount, financial investments, etc.).

8. Provide examples of joint marketing.




[bookmark: _Toc286241860][bookmark: _Toc288726835]Alliance Partner of the Year - Application Platform 
The Alliance Partner of the Year - Application Platform Award is a special recognition Award to acknowledge the alliance partner that has demonstrated leadership in driving Microsoft based Application Platform solutions to enterprise customers in the past year, as well as field engagement and commitment in opportunities, including Partner Solution Plans (PSPs). Entrants will also demonstrate successful wins, including customer references and solutions profiled, infrastructure investments to drive Microsoft based business (e.g., headcount, financial investments, etc.), joint marketing, readiness, training and breadth of engagement across the Microsoft 13 areas.

To be eligible for this Award, you must be:
· Managed as an Enterprise Alliance Partner and have an assigned Microsoft Alliance Manager.

Questions
1. Describe the customer business opportunity your solution is designed to address.  Is this opportunity specific to one particular customer or does it have broader market implications?

2. Provide outside references or data sources that provide evidence of exceptional customer experience or satisfaction (i.e., links to published articles, case studies, videos, customer testimonials, etc.)

3. Did your company partner with any other Microsoft partners in designing/developing/implementing and/or integrating this solution?  If yes, please describe your partnering story.

4. Describe how leveraging Microsoft technologies in your solution helped you win against the competition in a customer situation.

5. Describe  all MPN related activities your company has been involved in over the past 12 months, other than renewing your membership and qualifying for competency (e.g. profiling solution in Pinpoint (please include your Pinpoint solution URL), customer campaigns, etc.)

6. Explain how you demonstrated leadership as the most valuable Application Platform alliance partner in delivering Microsoft solutions to enterprise customers in the past year. 

7. Provide examples of Field Engagements and Commitment to Microsoft in Opportunities including Application Platform Partner Solutions Plans (PSPs) Wins including customer references and solutions profiled.

8. Provide proof of Investments to Drive Microsoft based Business (e.g. headcount, financial investments, etc.) and joint Marketing.

9. Include examples of breadth of engagement with Microsoft Application Platform solutions across areas.




[bookmark: _Toc286241859][bookmark: _Toc288726836]Alliance Partner of the Year - Innovation
The Alliance Partner of the Year - Innovation Award is a special recognition Award to acknowledge the alliance partner that has demonstrated driving unique and innovative solutions based on Microsoft technologies to enterprise customers in the past year, as well as field engagement and commitment in opportunities, including Partner Solution Plans (PSPs). Entrants will also demonstrate successful wins, including customer references and solutions profiled, infrastructure investments to drive Microsoft based business (e.g., headcount, financial investments, etc.), joint marketing, readiness, training and breadth of engagement across the Microsoft 13 areas.

To be eligible for this Award, you must be:
· Managed as an Enterprise Alliance Partner and have an assigned Microsoft Alliance Manager.

Questions
1. Describe the customer business opportunity your solution is designed to address.  Is this opportunity specific to one particular customer or does it have broader market implications?

2. Provide outside references or data sources that provide evidence of exceptional customer experience or satisfaction (i.e., links to published articles, case studies, videos, customer testimonials, etc.)

3. Did your company partner with any other Microsoft partners in designing/developing/implementing and/or integrating this solution?  If yes, please describe your partnering story.

4. Describe how leveraging Microsoft technologies in your solution helped you win against the competition in a customer situation.

5. Describe  all MPN related activities your company has been involved in over the past 12 months, other than renewing your membership and qualifying for competency (e.g. profiling solution in Pinpoint (please include your Pinpoint solution URL), customer campaigns, etc.)

6. Show evidence of how your company demonstrated leadership as the alliance partner delivering Microsoft solutions to enterprise customers in the past year, showing the greatest Innovation in committing to Microsoft.

7. Provide examples of field Engagements and Commitment to Microsoft in Opportunities including Partner Solutions Plans (PSPs) and Wins including customer references and solutions profiled.

8. Provide proof of Investments to Drive Microsoft based Business (e.g. headcount, financial investments, etc.) and Joint Marketing.

9. Include examples of breadth of engagement with Microsoft solutions across areas.


[bookmark: _Toc288726837]
Communications Sector Partner of the Year
The Communications Sector Partner of the Year Award recognizes partners who are adding business value to customers by deploying new and innovative solutions based on Microsoft technologies in hosting, media and entertainment or telecommunications. As you complete your entry, think about how your solution has targeted a Communications sector customer’s business or technical challenge either by identifying a new opportunity or by using technology innovation to address the need. 

To be eligible for this Award, you must:
· Be enrolled in the Microsoft Partner Network
· Be a member of the Communications Sector Partner Community
· Be willing to have your solution profiled publicly
	
Questions
1. Describe the customer business opportunity your solution was designed to address including specific business impact created (e.g. revenue acceleration, cost reduction, business productivity, customer satisfaction)?   Be very specific to the depth and breadth of the Microsoft stack of solutions you leveraged.

2. Is this solution specific to one particular customer or does it have broader market relevance?  Upload or provide links to outside references or data sources that illustrate exceptional customer experience or satisfaction (i.e., published articles, case studies, videos, customer testimonials, etc.)

3. Did your company partner with any other Microsoft partners in designing/developing/implementing and/or integrating this solution?  If yes, please describe your partnering story and how it benefitted the customer?

4. What industry are you in? 
Select one.
a. Hosting 
b. Telecommunications
c. Media and Entertainment

5. Was there a non-Microsoft solution competing for the business? If so, who was the competitor, what was the competitive situation and why did the customer choose the Microsoft solution?

6. Explain how your solution or service helped your customer/partner solve a business problem, win more customers, deliver better customer service, or achieve another business goal.  



[bookmark: _Toc288726838]Corporate Account Virtualization Data Services Partner of the Year
This Award is intended to recognize a Solution Partner that has demonstrated leadership and commitment in driving Microsoft virtualization solutions in Microsoft’s Corporate accounts segment. This partner must showcase their commitment and leadership through field engagement, competitive wins and corresponding customer value (ROI) derived from driving virtualized data center solutions in the markets in which they operate.  The partner that will be honored with this Award will have demonstrated a strong commitment to Microsoft and our customers through investments in infrastructure, resources and/or funding  to support pipeline generation and pursuits  through quality PSP’s and promotion (joint marketing). 

To be eligible for this Award, you must be:
· A Microsoft Managed partner, and a non-MSFT Alliance partner, in addition to having an assigned Partner Account Manager. 

Questions
1. Describe the customer business opportunity your solution was designed to address including specific business impact created (e.g. revenue acceleration, cost reduction, business productivity, customer satisfaction)?   Be very specific to the depth and breadth of the Microsoft stack of solutions you leveraged.

1. Is this solution specific to one particular customer or does it have broader market relevance?  Provide outside references or data sources that provide evidence of exceptional customer experience or satisfaction (i.e., links to published articles, case studies, videos, customer testimonials, etc.)

1. Provide customer verbatim and/or references that speak to the business value and/or ROI of the solutions that you have provided leveraging MS Virtualization technology. Reference any partners or companies that formed part of the overall solutions delivered.

1. Provide examples of competitive scenarios and where you gained share on behalf of your company and Microsoft.  

1. Describe the investments you and your company have made (sales/technical resources, infrastructure, funding/investment/ joint marketing) to drive MS Virtualization in the markets in which you operate. 




[bookmark: _Toc288726839]Dynamics Distribution Partner of the Year
The Dynamics Distribution Partner of the Year Award recognizes partners who have exhibited excellence in providing innovative and unique solutions based on Microsoft Dynamics to customers in the distribution industry. Successful entrants for this Award will demonstrate industry knowledge and expertise, as well as consistent, high-quality, predictable service to Microsoft Dynamics customers. Successful entrants will also demonstrate business leadership and success through strong growth in new customer additions and revenue.

To be eligible for this Award, you must be:
· Active in the Microsoft CRM or ERP Competency

Questions
1. Provide a) the geographies and countries that you serve with this vertical solution b) a list of the verticals you serve within the Distribution industry and c) the specific Microsoft Dynamics products (AX, GP, NAV, SL, CRM, RMS, C5) you utilize to serve your market. Indicate if your solution includes software developed by you or another partner. If yes, was this software built to serve the needs of an individual customer or to serve the needs of multiple customers in these verticals. (i.e. Custom code versus packaged intellectual property).

2. Provide a description of the solution(s) you provide to these markets. Describe how your solution solves the business needs of customers within your industry. Be sure to describe what is innovative and/or unique about the industry solution you provide. Describe what makes your solution more compelling than other solutions customers in your industry might consider. (Please note, ""solution"" can be a product or services solution and does not have to include additional software)

3. Provide the percentage of your 2010 Microsoft Dynamics practice revenue coming from sales into this industry.
Select One
a. 0-25% 
b. 25 - 60% 
c. 60% +

4. Provide the percentage of your Microsoft Dynamics Practice 2010 variable marketing budget that is spent directly on generating awareness and leads in this industry. This should include variable marketing spend such as industry advertising, industry trade shows, industry specific demand generation etc. It should not include people related marketing spend such as employees or outsourced marketing personnel.
Select One
a. 0-25% 
b. 25 - 60% 
c. 60% +

5. Indicate if you measure customer satisfaction and if so, indicate your customer satisfaction metric in relation to total points available. In addition, provide evidence of customer loyalty and satisfaction quotes or testimonials from your customers.

6. Provide specific examples of how your customers have received a superior return on investment by implementing your solution, including metrics of specific operational improvements.

7. Is this solution specific to one particular customer or does it have broader market relevance?  Upload or provide links to outside references or data sources that illustrate exceptional customer experience or satisfaction (i.e., published articles, case studies, videos, customer testimonials, etc.)

8. Did your company partner with any other Microsoft partners in designing/developing/implementing and/or integrating this solution?  If yes, please describe your partnering story and how it benefitted the customer?


[bookmark: _Toc288726840]Dynamics Financial Services Partner of the Year
As partners extend our ability to deliver great vertical solution on Dynamics to our customers in the financial services industry including banking, insurance and capital market firms. The Microsoft Dynamics Financial Services Partner of the Year Award recognizes partners who have exhibited excellence in providing innovative and industry solutions based on Microsoft Dynamics (CRM and ERP) to customers in the financial services industry. Successful entrants for this Award will demonstrate industry knowledge of Banking, Insurance and Capital Market and expertise, as well as consistent, high-quality, predictable service to Microsoft Dynamics customers in this industry with satisfied customers. Successful entrants will also demonstrate business leadership and success through strong growth in new customer additions and revenue.

To be eligible for this Award, you must be:
· Active in the Microsoft CRM or ERP Competency

Questions
1. This solution is for which of the following sub- industries of the financial services sector?
Select all that apply
a. Banking
b. Insurance
c. Capital Market

2. Describe the customer and business opportunity your solution was designed to address including specific business impact created (e.g. process efficiency, customer loyalty, revenue acceleration, cost reduction, business productivity, customer satisfaction)?   Be very specific to the depth and breadth of the Microsoft Dynamics CRM and/or ERP of solutions you leveraged.

3. Is this solution specific to one particular customer or does it have broader market relevance and can be applied for other customers in financial services industry?  If so please specify if insurance, banking or capital market. Upload or provide links to outside references or data sources that illustrate exceptional customer experience or satisfaction (i.e., published articles, case studies, videos, customer testimonials, etc.)

4. Did your company partner with any other Microsoft partners in designing/developing/implementing and/or integrating this solution?  If yes, please describe your partnering story and how it benefitted your customer and your business?

5. Describe how leveraging Microsoft technologies in your solution helped you win against the competition in a customer situation from a technical and business perspective, example better TCO or higher user acceptance and choice of online and on-premise, especially stories around replacement of competitor solutions and how and why.

6. Is Microsoft Dynamics (CRM or/and ERP) a core component of your solution? If so select
Select all that apply
a. Microsoft CRM
b. Microsoft AX
c. Microsoft NAV
d. Microsoft GP or SL

7. Is this solution available in other countries and regions, if so select
Select all that apply
a. Europe, Middle East and Africa (EMEA)
b. Latin America (LATAM) 
c. North America
d. Asia Pacific (APAC)



[bookmark: _Toc288726841]Dynamics Manufacturing Partner of the Year
The Dynamics Manufacturing Partner of the Year Award recognizes partners who have exhibited excellence in providing innovative and unique solutions based on Microsoft Dynamics to customers in the manufacturing industry. Successful entrants for this Award will demonstrate industry knowledge and expertise, as well as consistent, high-quality, predictable service to Microsoft Dynamics customers. Successful entrants will also demonstrate business leadership and success through strong growth in new customer additions and revenue.
	
To be eligible for this Award, you must be:
· Active in the Microsoft CRM or ERP Competency

Questions
1. Provide a) the geographies and countries that you serve with this vertical solution b) a list of the verticals you serve within the Manufacturing industry and c) the specific Microsoft Dynamics products (AX, GP, NAV, SL, CRM, RMS, C5) you utilize to serve your market. Indicate if your solution includes software developed by you or another partner. If yes, was this software built to serve the needs of an individual customer or to serve the needs of multiple customers in these verticals. (i.e. Custom code versus packaged intellectual property).

2. Provide a description of the solution(s) you provide to these markets. Describe how your solution solves the business needs of customers within your industry. Be sure to describe what is innovative and/or unique about the industry solution you provide. Describe what makes your solution more compelling than other solutions customers in your industry might consider. (Please note, ""solution"" can be a product or services solution and does not have to include additional software)

3. Provide the percentage of your 2010 Microsoft Dynamics practice revenue coming from sales into this industry.
Select One
a.  0-25% 
b. 25 - 60% 
c. 60% +

4. Provide the percentage of your Microsoft Dynamics Practice 2010 variable marketing budget that is spent directly on generating awareness and leads in this industry. This should include variable marketing spend such as industry advertising, industry trade shows, industry specific demand generation etc. It should not include people related marketing spend such as employees or outsourced marketing personnel.
Select One 
a. 0-25% 
b. 25 - 60% 
c. 60% +

5. Indicate if you measure customer satisfaction and if so, indicate your customer satisfaction metric in relation to total points available. In addition, provide evidence of customer loyalty and satisfaction quotes or testimonials from your customers.

6. Provide specific examples of how your customers have received a superior return on investment by implementing your solution, including metrics of specific operational improvements.

7. Is this solution specific to one particular customer or does it have broader market relevance?  Upload or provide links to outside references or data sources that illustrate exceptional customer experience or satisfaction (i.e., published articles, case studies, videos, customer testimonials, etc.)

8. Did your company partner with any other Microsoft partners in designing/developing/implementing and/or integrating this solution?  If yes, please describe your partnering story and how it benefitted the customer?


[bookmark: _Toc288726842]Dynamics Professional Services Partner of the Year
The Dynamics Professional Services Partner of the Year Award recognizes Microsoft Dynamics partners who have exhibited excellence in providing superior solutions based on Microsoft Dynamics to customers in the professional services industry. Successful entrants for this Award will demonstrate industry knowledge and expertise, as well as consistent, high-quality, predictable service to Microsoft Dynamics customers. Successful entrants will also demonstrate business leadership and success through strong growth in new customer additions and revenue.

To be eligible for this Award, you must be:
· Active in the Microsoft CRM or ERP Competency

Questions
1. Provide a) the geographies and countries that you serve with this vertical solution b) a list of the verticals you serve within the Professional Services industry and c) the specific Microsoft Dynamics products (AX, GP, NAV, SL, CRM, RMS, C5) you utilize to serve your market. Indicate if your solution includes software developed by you or another partner. If yes, was this software built to serve the needs of an individual customer or to serve the needs of multiple customers in these verticals. (i.e. Custom code versus packaged intellectual property).

2. Provide a description of the solution(s) you provide to these markets. Describe how your solution solves the business needs of customers within your industry. Be sure to describe what is innovative and/or unique about the industry solution you provide. Describe what makes your solution more compelling than other solutions customers in your industry might consider. (Please note, ""solution"" can be a product or services solution and does not have to include additional software)

3. Provide the percentage of your 2010 Microsoft Dynamics practice revenue coming from sales into this industry
Select One
a. 0-25%
b. 25-60%
c. 60%+

4. Provide the percentage of your Microsoft Dynamics Practice 2010 variable marketing budget that is spent directly on generating awareness and leads in this industry. This should include variable marketing spend such as industry advertising, industry trade shows, industry specific demand generation etc. It should not include people related marketing spend such as employees or outsourced marketing personnel.
Select One
a. 0-25%
b. 25-60%
c. 60%+

5. Indicate if you measure customer satisfaction and if so, indicate your customer satisfaction metric in relation to total points available. In addition, provide evidence of customer loyalty and satisfaction quotes or testimonials from your customers.

6. Provide specific examples of how your customers have received a superior return on investment by implementing your solution, including metrics of specific operational improvements.

7. Explain how your solution helped your customer solve a business problem, win more customers, deliver better customer service, or achieve another business goal.

8. In addition to the Award categories specified, we are always looking for partner achievements to highlight, especially in collaboration with other partners. If you have a partner networking success story, please tell us about it.



[bookmark: _Toc288726843]Dynamics Public Sector Partner of the Year
The Dynamics Public Sector Partner of the Year Award recognizes partners who have exhibited excellence in providing innovative and unique solutions based on Microsoft Dynamics to organizations in the public sector. Successful entrants for this Award will demonstrate industry knowledge and expertise, as well as consistent, high-quality, predictable service to Microsoft Dynamics customers. Successful entrants will also demonstrate business leadership and success through strong growth in new customer additions and revenue.

To be eligible for this Award, you must be:
· Active in the Microsoft CRM or ERP Competency

Question
1. Provide a) the geographies and countries that you serve with this vertical solution b) a list of the verticals you serve within the Public Sector industry and c) the specific Microsoft Dynamics products (AX, GP, NAV, SL, CRM, RMS, C5) you utilize to serve your market. Indicate if your solution includes software developed by you or another partner. If yes, was this software built to serve the needs of an individual customer or to serve the needs of multiple customers in these verticals. (i.e. Custom code versus packaged intellectual property).

2. Provide a description of the solution(s) you provide to these markets. Describe how your solution solves the business needs of customers within your industry. Be sure to describe what is innovative and/or unique about the industry solution you provide. Describe what makes your solution more compelling than other solutions customers in your industry might consider. (Please note, ""solution"" can be a product or services solution and does not have to include additional software)

3. Provide the percentage of your 2010 Microsoft Dynamics practice revenue coming from sales into this industry
Select one:
a. 0-25% 
b. 25 - 60% 
c. 60%+

4. Provide the percentage of your Microsoft Dynamics Practice 2010 variable marketing budget that is spent directly on generating awareness and leads in this industry. This should include variable marketing spend such as industry advertising, industry trade shows, industry specific demand generation etc. It should not include people related marketing spend such as employees or outsourced marketing personnel.
Select one
a. 0-25% 
b. 25 - 60% 
c. 60%+

5. Indicate if you measure customer satisfaction and if so, indicate your customer satisfaction metric in relation to total points available. In addition, provide evidence of customer loyalty and satisfaction quotes or testimonials from your customers.

6. Provide specific examples of how your customers have received a superior return on investment by implementing your solution, including metrics of specific operational improvements.

7. Explain how your solution helped your customer solve a business problem, win more customers, deliver better customer service, or achieve another business goal.

8. In addition to the Award categories specified, we are always looking for partner achievements to highlight, especially in collaboration with other partners. If you have a partner networking success story, please tell us about it.



[bookmark: _Toc288726844]Dynamics Retail Partner of the Year
The Dynamics Retail Partner of the Year Award recognizes Microsoft Dynamics partners who have exhibited excellence in providing superior solutions based on Microsoft Dynamics to customers in the retail industry. Successful entrants for this Award will demonstrate industry knowledge and expertise, as well as consistent, high-quality, predictable service to Microsoft Dynamics customers. Successful entrants will also demonstrate business leadership and success through strong growth in new customer additions and revenue.

To be eligible for this Award, you must be:
· Active in the Microsoft CRM or ERP Competency

Questions
1. Provide a) the geographies and countries that you serve with this vertical solution b) a list of the verticals you serve within the Retail industry and c) the specific Microsoft Dynamics products (AX, AX for Retail, GP, NAV, SL, CRM, RMS, C5) you utilize to serve your market. Indicate if your solution includes software developed by you or another partner. If yes, was this software built to serve the needs of an individual customer or to serve the needs of multiple customers in these verticals. (i.e. Custom code versus packaged intellectual property).

2. Provide a description of the solution(s) you provide to these markets. Describe how your solution solves the business needs of customers within your industry. Be sure to describe what is innovative and/or unique about the industry solution you provide. Describe what makes your solution more compelling than other solutions customers in your industry might consider. (Please note, ""solution"" can be a product or services solution and does not have to include additional software)

3. Provide the percentage of your 2010 Microsoft Dynamics practice revenue coming from sales into this industry
Select One
· 0-25% 
· 25 - 60% 
· 60%+

4. Provide the percentage of your Microsoft Dynamics Practice 2010 variable marketing budget that is spent directly on generating awareness and leads in this industry. This should include variable marketing spend such as industry advertising, industry trade shows, industry specific demand generation etc. It should not include people related marketing spend such as employees or outsourced marketing personnel.
Select One
· 0-25% 
· 25 - 60% 
· 60% +

5. Indicate if you measure customer satisfaction and if so, indicate your customer satisfaction metric in relation to total points available. In addition, provide evidence of customer loyalty and satisfaction quotes or testimonials from your customers.

6. Provide specific examples of how your customers have received a superior return on investment by implementing your solution, including metrics of specific operational improvements.

7. Explain how your solution helped your customer solve a business problem, win more customers, deliver better customer service, or achieve another business goal.

8. In addition to the Award categories specified, we are always looking for partner achievements to highlight, especially in collaboration with other partners. If you have a partner networking success story, please tell us about it.

[bookmark: _Toc288726845]Public Sector, Education Partner of the Year
The Public Sector, Education Partner of the Year Award recognizes partners who have exhibited excellence in providing innovative and unique services or solutions based on Microsoft technologies to Education customers. Successful entrants for this Award will demonstrate industry knowledge and expertise, as well as consistent, high-quality, predictable service or solutions to Education customers.  Successful entrants will also demonstrate business leadership and success through strong growth in new customer additions and revenue such as integrating with Microsoft Cloud based technology like Live@edu and Azure in addition to the Windows Phone platform. Partners applying for this Award should demonstrate effective engagement with Microsoft by leveraging the Microsoft Partner Network to develop, create demand for, and sell their software solutions or services.

To be eligible for this Award, you must be:
· Active in the Microsoft Partner Network
 
Questions
1. Is this solution specific to one particular customer or does it have broader market relevance?  Upload or provide links to outside references or data sources that illustrate exceptional customer experience or satisfaction (i.e., published articles, case studies, videos, customer testimonials, etc.)

2. Did your company partner with any other Microsoft partners in designing/developing/implementing and/or integrating this solution?  If yes, please describe your partnering story and how it benefitted the customer?

3. Describe how leveraging Microsoft technologies in your solution helped you win against the competition in a customer situation from a technical and business perspective.

4. Which Education Solution area does your solution map to?
Select One:
a. Learning Gateway (including portals, comms, collaboration, Live@edu/Office 365 for Edu)
b. Learning Analytics (BI, CRM and ERP)
c. Dynamic Education IT (Core I/O—security, ID, virtualization)
d. Learning Suite (Office, Windows, Learning Suite applications)   

5. Please describe some of the technologies used in your Education Solution.

6. Indicate if your solution is cloud-based, utilizes Azure, or if there is a Windows Phone 7 app or integration.   If so, please describe how this addressed your customers’ needs.

7. Was the solution developed and provided for a unique customer need or as a general-use product or service?

8. Describe the problem the Education solution solved for the customer/s. If possible, identify the impact of the customer's pain points, contrast the before/after scenarios, and provide metrics on benefits received by the customer.




[bookmark: _Toc288726846]Public Sector, Government Partner of the Year
The Public Sector, Government Partner of the Year Award recognizes partners who have exhibited excellence in providing innovative and unique services or solutions based on Microsoft technologies to Government customers. Successful entrants for this Award will demonstrate industry knowledge and expertise, as well as consistent, high-quality, predictable service or solutions to Government customers.  Successful entrants will also demonstrate business leadership and success through strong growth in new customer additions and revenue. Partners applying for this Award should demonstrate effective engagement with Microsoft by leveraging the Microsoft Partner Network to develop, create demand for, and sell their software solutions or services.

To be eligible for this Award, you must be:
· Active in the Microsoft Partner Network

Questions
1. Is this solution specific to one particular customer or does it have broader market relevance?  Upload or provide links to outside references or data sources that illustrate exceptional customer experience or satisfaction (i.e., published articles, case studies, videos, customer testimonials, etc.)

2. Did your company partner with any other Microsoft partners in designing/developing/implementing and/or integrating this solution?  If yes, please describe your partnering story and how it benefitted the customer?

3. Describe how leveraging Microsoft technologies in your solution helped you win against the competition in a customer situation from a technical and business perspective.

4. Indicate if your solution is cloud-based, utilizes Azure, or if there is a Windows Phone 7 app or integration.   If so, please describe how this addressed your Government customers’ needs.

5. Was the solution developed and provided for a unique Government need or as a general-use product or service?

6. Describe the problem the Government solution solved for the customer(s). If possible, identify the impact of the Government's pain points, contrast the before/after scenarios, and provide metrics on benefits received by the customer.

7. Please describe how your products and offerings help support the Solution Area 'Go To Market' propositions that Microsoft has developed for Government.




[bookmark: _Toc288726847]Public Sector, Health Partner of the Year
The Public Sector, Health Partner of the Year Award recognizes partners who have exhibited excellence in providing innovative and unique services or solutions based on Microsoft technologies to Health customers. Successful entrants for this Award will demonstrate industry knowledge and expertise, as well as consistent, high-quality, predictable service or solutions to Health customers.  Successful entrants will also demonstrate business leadership and success through strong growth in new customer additions and revenue. Partners applying for this Award should demonstrate effective engagement with Microsoft by leveraging the Microsoft Partner Network to develop, create demand for, and sell their software solutions or services.

To be eligible for this Award, you must be:
· Active in the Microsoft Partner Network

Questions
1. Describe the customer business opportunity your solution was designed to address including specific business impact created (e.g. revenue acceleration, cost reduction, business productivity, customer satisfaction)?   Be very specific to the depth and breadth of the Microsoft stack of solutions you leveraged.

2. Is this solution specific to one particular customer or does it have broader market relevance?  Upload or provide links to outside references or data sources that illustrate exceptional customer experience or satisfaction (i.e., published articles, case studies, videos, customer testimonials, etc.)

3. Did your company partner with any other Microsoft partners in designing/developing/implementing and/or integrating this solution?  If yes, please describe your partnering story and how it benefitted the customer?

4. Describe how leveraging Microsoft technologies in your solution helped you win against the competition in a customer situation from a technical and business perspective.

5. Please share creative ways in which you've leveraged Connected Health Platform resources?

6. Share some quantifiable results regarding your solution and its customer benefits (i.e. speed to market, cost savings, improved productivity etc.).

7. How is your solution leveraging the Public or Private Cloud?




[bookmark: _Toc288726848]Public Sector, Public Safety and National Security Partner of the Year
The Public Sector, Public Safety & National Security Partner of the Year Award recognizes partners who have exhibited excellence in providing innovative and unique services or solutions based on Microsoft technologies to Public Safety & National Security customers. Successful entrants for this Award will demonstrate industry knowledge and expertise, as well as consistent, high-quality, predictable service or solutions to Public Safety & National Security customers.  Successful entrants will also demonstrate business leadership and success through strong growth in new customer additions and revenue. Partners applying for this Award should demonstrate effective engagement with Microsoft by leveraging the Microsoft Partner Network to develop, create demand for, and sell their software solutions or services.

To be eligible for this Award, you must be:
· Active in the Microsoft Partner Network

Questions
1. Describe the customer business opportunity your solution was designed to address including specific business impact created (e.g. revenue acceleration, cost reduction, business productivity, customer satisfaction)?   Be very specific to the depth and breadth of the Microsoft stack of solutions you leveraged.

2. Is this solution specific to one particular customer or does it have broader market relevance?  Upload or provide links to outside references or data sources that illustrate exceptional customer experience or satisfaction (i.e., published articles, case studies, videos, customer testimonials, etc.)

3. Did your company partner with any other Microsoft partners in designing/developing/implementing and/or integrating this solution?  If yes, please describe your partnering story and how it benefitted the customer?

4. Describe how leveraging Microsoft technologies in your solution helped you win against the competition in a customer situation from a technical and business perspective.

5. Describe how your products and offerings help support the Solution Area 'Go To Market' propositions that Microsoft has developed for PS&NS.

6. Provide 3 examples from the last 2 years of successes your company has had in providing Microsoft platformed solutions to PS&NS customers.

7. Share with us your vision of how your solutions and capabilities can be appropriate for future Private Cloud environments.







[bookmark: _Toc288726849]Small Business Specialist Partner of the Year
The Small Business Specialist Partner of the Year Award honors partners who use Microsoft technology in innovative ways to deploy integrated solutions that serve customers in the small business (1-50 PCs, up to 100 people approx) space. This Award is only for partners actively enrolled in the Microsoft Small Business Specialist Community. To qualify for this Award, you must demonstrate innovative excellence and proficiency in deploying solutions that leverages the latest Microsoft technology stack scaled for Small Businesses. Key Microsoft products to be considered are Windows 7, Office 2010, the Windows Server 2008 product family (Windows Server 2008 R2, Windows Small Business Server 2008 and Windows Essential Business Server 2008)  including Virtualization and management technologies, SQL Server 2008, Exchange Server 2010, and Office SharePoint Server. Your entry should demonstrate how your organization provides ways to help small business owners save money and be competitive all while using Microsoft campaigns and sales tools.
	
To be eligible for this Award, you must:
1. Be enrolled in the Microsoft Small Business Specialist Community

Questions
1. Please specify the Microsoft products utilized in deploying your small business solution.
a. Microsoft Office 2007/2010
b. Microsoft CRM
c. Microsoft Dynamics ERP
d. Microsoft Exchange Server 2007 with SP1/Microsoft Exchange Server 2010
e. Microsoft Forefront Client Security (FCS)
f. Microsoft Forefront Security for Exchange Server (FSE)
g. Microsoft Forefront Security for SharePoint (FSSP)
h. Microsoft Mobility
i. Microsoft Office SharePoint Server 2007/2010
j. Microsoft SQL Server 2008/Microsoft SQL Server 2008 R2
k. Microsoft Windows Essential Business Server 2008
l. Microsoft Windows Server 2008 R2
m. Microsoft Windows Small Business Server 2008
n. Windows 7
o. Other

2. If you answered "other" to the prior question, please describe what other Microsoft or third-party products or technologies used in your solution.
3. Please indicate the total number of end-users (including the number of servers and desktops) that benefitted from this small business solution in a standard deployment.
4. Explain how your solution helped your customer achieve business results, solve a business problem, win more customers, deliver better customer service, or achieve another business goal (i.e., increased productivity, more secure infrastructure, business insight, greater cost efficacy, better information sharing).
5. Please describe what makes this small business solution unique in the marketplace? Explain why it is innovative?
6. How did you measure customer satisfaction with your solution? Describe all data tools, resources, and/or key performance indicators used. In addition, describe customer feedback or resulting evidence/compelling data sources (i.e., URL, publications, benchmarks, case studies, whitepapers, customer testimonials, etc.) that prove their exceptional experience with your solution.
7. Please describe the tools or resources (i.e., demos, questionnaires, assessments, etc.) used to measure and define the customer's business and technology needs, and to help successfully close the deal. Please mention any materials utilized that were created by Microsoft.
8. Please describe how you share or communicate your best practices with other partner peers around deploying this type of solution.
9. Please share with us how your company has developed a strategy and execution to ensure that Open Value and/or the subscription offering has been integrated into your business.
10. In addition to the award categories specified, we are always looking for partner achievements to highlight, especially in collaboration with other partners. If you have a partner networking success story, please tell us about it.
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