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Let’s be great partners.

• What is the MACC?

• Enterprise Companies, Redpoint Global and
the MACC

• How Redpoint Global Partners benefit

• Azure Benefits Eligible Solutions and the MACC
− What is the process of leveraging the MACC for

my clients and prospects?

• Co-selling with Microsoft

• Asset directory
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What is the MACC?
The Microsoft Azure Consumption Commitment (MACC) 
program is for transactable offers that are published to 
Azure Marketplace. An Azure customer's cost of trans-
actable offers enrolled into this program contribute 
towards their organization’s Microsoft Azure
Consumption Commitment.

Did You Know? Microsoft Azure has
datacenters in more global regions, and is the
largest compliance portfolio of any cloud provider.

More than 95% of Fortune 500 companies
trust Azure with their business.
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Redpoint’s rgOne platform has been designated as an ‘Azure Benefits 
Eligible’ application for customers of the Microsoft Azure cloud.
This means enterprise customers of Microsoft, who have a Microsoft 
Azure Consumption Commitment (MACC) agreement, can use their 
existing Azure MACC budget commitment dollars to fund purchases 
of the rgOne platform and our associated services through the 
Marketplace. The MACC is a multi-year financial commitment an 
enterprise makes to use an agreed amount of Azure processing.

Both the company and Microsoft are highly motivated to consume
the commitment level.

• For the company, it is a use-it or lose-it proposition, see the End of Term 
Example below.

• For Microsoft, they are motivated to drive consumption because the only way 
MS grows an account is to get that account to consume its full commitment. 
Conversely, if a company does not consume the entire commitment amount 
by the time the contract is up for renewal, the account will likely try to 
contract its spend. And that is bad for Microsoft and that is where YOU
come in and help Microsoft.

Enterprise Companies,
Redpoint Global and the MACC
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• If a client purchases rgOne or 
our services directly through
the Azure Marketplace, 
Microsoft contributes 100% of 
the qualifying purchases or 
Total Contract Value (TCV) 
towards an enterprise’s Azure 
consumption commitment at 
each invoice period.

• This means a Partner client can 
acquire rgOne for no additional 
budget outlay.

• The MACC helps our clients 
streamline their software 
procurement process which 
should shorten contracting time.

• Partners sales teams now have 
Co-sell opportunities with 
Redpoint and Microsoft’s Global 
enterprise sales teams (approx. 
6,500 people) and over 12,000 
Enterprise customers through 
this relationship.

• Partners that have a MACC can 
also leverage this arrangement 
if they host rgOne in their tenant 
for the customer.

Benefits to our Partners

How a Redpoint Global Partner Benefits
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About 7 months before the 

MACC is up for renewals, 

discussions between the 

account team and the customer 

take place on

the following:

1. Organic growth

2. New solutions needed

We want to ensure relevant ISV 

solutions are made known at 

this time to be included in the 

customer’s MACC discussions.

This strategy aligns with the 

customer buying and budget 

cycle too.

Aligning

Many of our enterprise 

customers have MACCs (cloud 

contract) with Microsoft. 

(MACC=Microsoft Azure Cloud 

Consumption)

Azure Benefits Eligible Solution 

can burndown

the CIOs MACC.

The MACC gives customer 

special pricing, investments, 

packages, etc.

To qualify to burndown the 

MACC, the solution needs to be 

Azure Benefits Eligible.

Customers

1. Let the Microsoft account 

teams know that you are 

Azure Benefits Eligible.

2. Know when enterprise 

customers contracts come up 

for renewal from the 

Microsoft Account Teams.

3. 6 – 7 months prior to the 

renewal, ensure that the 

Microsoft account teams are 

including your solution in 

their “MACC” list. 

4. Coordinate with the Microsoft 

account teams Demo and 

alignment with potential 

funding programs for POCs.

Next Steps

Biggest area for collaboration

Azure Benefits Eligible Solutions
and the MACC
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Co-selling with Microsoft is defined as any collaborative 
engagement between Microsoft and our partner ecosystem, 
including building demand, sales planning, sharing sales 
leads, accelerating partner-to-partner empowered selling, 
and delivering marketplace-led commerce for customer 
transformation.

Co-sell with Microsoft Sellers happens when qualified 
sales leads are shared, accepted, and won

Partner
Microsoft 

or Partner

Microsoft 

or Partner

Microsoft 

or Partner

Microsoft 

and Partner

Lead is 

identified

with 
Microsoft-
managed 

customers 

Qualified 

lead is 

shared 

Lead is 

accepted 

Work 

together

with customer 
to close deal

Contract

is signed

or transacted 
in Commercial 
Marketplace 

Co-selling with Redpoint & Microsoft
What does it mean to co-sell with Redpoint Global & 
Microsoft?
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Current listing page on the
AZURE MARKETPLACE

Visual Asset Directory
rgOne™, Redpoint's Customer Data Management 
(CDP listing)

https://azuremarketplace.microsoft.com/en-us/marketplace/apps/redpoint-global.redpoint-rpdm?tab=Overview
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Visual Asset Directory
rgOne™, Redpoint's Customer Data Management 
(CDP listing)

Videos

Static 
Images
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Current listing page on the
AZURE MARKETPLACE

Visual Asset Directory
rgOne™, Redpoint's Customer Data Management 
(RPDM listing)

https://azuremarketplace.microsoft.com/en-us/marketplace/apps/redpoint-global.redpoint-data-management?tab=Overview
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Visual Asset Directory
rgOne™, Redpoint's Customer Data Management 
(RPDM listing)

Videos

Static 
Images
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Current listing page on the
AZURE MARKETPLACE

Visual Asset Directory
rgOne™, Redpoint's Customer Data Management 
(RPI listing)

https://azuremarketplace.microsoft.com/en-us/marketplace/apps/redpoint-global.redpoint-interaction?tab=Overview
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Visual Asset Directory
rgOne™, Redpoint’s Intelligent Orchestration
(RPI listing)

Videos

Static 
Images
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Solution/Offer Pitch Deck

One pager quick reference docs

Visual Asset Directory
All listings

Public facing:
What is shown on the

product listing

Internal Microsoft Sales Team use: 
what the team will use to help sell 

Redpoint to meet their MACC quota

Internal Microsoft Sales Team: 
what the team will use to help 

sell Redpoint to meet their 
MACC quota

These assets are available upon request
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Let us know how we can support you.
Let’s be great partners.


