
Microsoft Switzerland
Partner Townhall

26th of November 2020



Teams Live Event Logistics

Chat and Q&A

?



Agenda
Microsoft Switzerland Partner Townhall

09:30 – 09:55 Opening & Partner Model Thomas Winter

09:55 – 10:25 Schrems II and Privacy Shield Marc Holitscher 

10:25 – 10:30 Closing Thomas Winter

IAMCP After-Townhall event (in German)

10:30 Deep Dive regarding the topic of privacy Marc Holitscher & Patrick Püntener 
(IAMCP)



IAMCP After-Townhall event
Topic Speaker(s)

10:30 Deep Dive regarding the topic of privacy (in German) Marc Holitscher (NTO) & Patrick 
Püntener (IAMCP)

We invite you to deepen current aspects of the privacy topic with Marc Holitscher from
Microsoft.

 Interactive format, in German, to deepen the topic dealt with in the Microsoft
Switzerland Partner Townhall

 Possibility to ask your questions directly to Microsoft and receive first-hand answers

 Exclusive for IAMCP members, but the first two After-Townhalls are open to everyone

Participation via Teams Link sent in the chat



Opening & Partner Model
OCP Lead Microsoft Switzerland, Thomas Winter





Partnering – The good old days



Microsoft Partner Customer





https://partner.microsoft.com/en-us/membership/compare-offers



SIGN UP ACCELERATE SALESBUILD A PRACTICE

MPN Support, MPN Benefits, Tech Support 

1
Get started

Go to Partner.
Microsoft.com

2

Sign up and 
receive benefits

Go to partner.
Microsoft.com/me
mbership to sign 
up for an MPN ID

3

Evaluate paid 
starter offer 
(optional)

Purchase 
Microsoft Action 

Pack to gain 
access to MS 
licenses and 

kickstart your 
practice

4

Develop your practice 
through a guided 

experience

Select from priority 
practice guided 
experiences:

• Modern desktop
• Collaboration
• Security and 

compliance
• Dynamics 365
• Cloud infra and 

management
• Data and AI
• Application Innovation

5

Determine 
engagement model

High potential 
partners 

identified within 
the guided 

experience are 
eligible for 

continuing direct 
with Microsoft 

while others scale 
on their own or 

via indirect 
providers

7

Silver
Competency

Evaluate 
Silver 

competency

8

Create your 
Business Profile 
to connect with 

customers

Follow this 
guide to 

develop and 
register your 

profile  

9

Scale solution 
sales through 
marketplaces

Onboard with 
Microsoft 

Marketplaces
and/or indirect 

provider 
marketplaces

10

Gold 
Competency

Evaluate
Gold 

competency

6b

Develop solution and 
transact through Indirect 

Providers

Onboard with 
preferred indirect 

provider

6a

Attend monthly calls 
with MS tele-specialist 

Develop scalable solution 
with tele-specialist

6c

Develop scalable solution 
through guided 

experience

Continue with 
preferred digital 

guided experience

11

Co-sell

Work with the 
Cloud 

Enablement 
Desk to register 
your solution in 

the co-sell 
catalogue

https://partner.microsoft.com/
https://partner.microsoft.com/membership
https://partner.microsoft.com/membership/action-pack
https://partner.microsoft.com/membership/action-pack
https://partner.microsoft.com/en-id/solutions/practice-areas/modern-desktop
https://partner.microsoft.com/en-id/solutions/practice-areas/collaboration
https://partner.microsoft.com/en-id/solutions/practice-areas/security-compliance
https://partner.microsoft.com/en-id/solutions/practice-areas/dynamics-365
https://partner.microsoft.com/en-id/solutions/practice-areas/cloud-infrastructure-management
https://partner.microsoft.com/en-id/solutions/practice-areas/data-ai
https://partner.microsoft.com/en-id/solutions/practice-areas/application-innovation
https://partner.microsoft.com/membership/competencies
https://partner.microsoft.com/membership/competencies
https://partner.microsoft.com/reach-customers/connect-with-customers
https://docs.microsoft.com/azure/marketplace/marketplace-publishers-guide
https://partnercenter.microsoft.com/partner/find-a-provider
https://partner.microsoft.com/membership/competencies
https://partnercenter.microsoft.com/partner/find-a-provider
https://partner.microsoft.com/en-us/campaigns/ced-nomination-form/


DPOR

CPORPAL



Microsoft partner website: https://partner.microsoft.com
Incentives page on the partner website: aka.ms/partnerincentives
Partner Center: https://partner.microsoft.com/dashboard

https://partner.microsoft.com/
https://aka.ms/partnerincentives
https://partner.microsoft.com/dashboard


Build & 
deliver 
with

GTMSell with



Be the answer to our customer’s question!





Schrems II and Privacy Shield
National Technology Officer Microsoft Switzerland, Dr. Marc Holitscher 



• Equal or higher level of data 
protection 

• “Whitelist”

• Mitigation:

• Privacy Shield 

• Standard Contractual Clauses (SCCs)
• Match level of Swiss/EU data protection law
• No assurances re access by law enforcement

Match level of 
Swiss/EU data 
protection law

Access to data by US law 
enforcement (i.e. national 
security)• SCCs remain valid. Organizations must verify “on a 

case-by-case basis” that supplementary measures 
will guarantee the protection of personal data 
transferred

• Data transfers are suspended/prohibited, if it is 
impossible to honor the SCCs

• No comparable level of data protection 



How to respond

“SCCs remain valid. Organizations must verify “on a case-by-case basis” that 
supplementary measures will guarantee the protection of personal data 
transferred.”

• “case-by-case basis”: conduct a risk-assessment
• supplementary measures: additional contractual, technical and organizational measures that mitigate 

the risk of undue exposure of personal data to US national security 

• rather pragmatic approach that honors the complexity of the situation
• private sector should go through their risk assessment and produce (creative) solutions
• Develop better understanding of what “supplemental measures” really are  

Swiss approach:



Supplementary measures
Different flavors of encryption & key management Contractual commitments



Defend your data



• We do not provide any government with direct and unfettered access to 
customer data. 

• We do not provide any government with the ability to break encryption. 
• We do not provide the government with encryption keys.
• Microsoft does comply with applicable law. A demand must follow 

applicable legal process.
• Microsoft only responds to requests for specific accounts/identifiers.
• Microsoft does review every legal demand to ensure it is valid. 
• Privacy is a fundamental human right.

Principled approach



Focus on trust

Four fundamentals underlie Microsoft’s privacy 
commitments to customers
1. You control your data
2. You choose where your data is located
3. Microsoft secures your data at rest and in transit
4. Microsoft defends your data



Closing
OCP Lead Microsoft Switzerland, Thomas Winter



https://thedigitizer.buzzsprout.com/

The Digitizer The Hosts

Thomas Winter,
Microsoft Switzerland
OCP Lead

Philippe Maurrasse
Microsoft Switzerland
Sell-With Lead

Want to be part of The Digitizer?
Reach out to our producer Dilan (a-dikara@microsoft.com)

https://thedigitizer.buzzsprout.com/


Partner Townhalls
Next dates

17th of December
13h30-15h00

SPECIAL EDITION: Dynamics 365 
launching in the Swiss Data Center

25th of Febuary
09h30-10h30

28th of January
09h30-10h30

December February

All info here: aka.ms/chpartnertownhall

January

https://aka.ms/chpartnertownhall
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