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Microsoft with HBS

HBS Introduction & Services Overview
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HBS At-a-Glance

Business Snapshot

The HBS is a leading Microsoft focused Solution Integrator (SI) that works in partnership
with our Microsoft Licensing and Alliance team that provides direct cloud and on-
premises licensing through Microsoft's strategic Cloud Solution Provider (CSP) licensing
model.

As an elite managed Microsoft partner, our Microsoft team specializes in Azure, Security,
Al Business Applications, Power Platform, Data / Al and Modern Work / Collaboration
engaging with customers to secure, modernize and digitize their business processes and
systems and maximize their technology investments.

Comprehensive Services Aligned with HBS Customer Needs

SLED

Hybrid Cloud Services

Application Modernization Healthcare

M365 Productivity / Security Manufacturing

Data Platform Services m H BS Professional Services

Banking / Finance

Low-Code / No-Code

Distribution

Business Applications

Al & Automation Logistics
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HBS Leadership Team
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Crystal Herald Amy Aschenbrenner Drew Poggemann
General Manager Licensing & Alliance Manager VP. Microsoft Services

Microsoft Leadership Team
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Chris Danelz Heather Ehlenbach
Microsoft General Manager PDM
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Extensive Microsoft Partnership

Highlights
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Microsoft Capabilities Microsoft Capacity with HBS Partner Authorizations Key Investments Top Executive Mapping Global Coverage
* 9 of Specializations + 70 Outside Sellers + CSP Direct Bill * SPFPlan * Managed Partner * United States
+ 7 Solution Designations + 10 Marketing + FastTrack Ready * MCI Engagements * Exec Sponsor, Chris Danelz, * 1000+ Customers
* Licensing, Deployment, * 155 Services » Copilot Jumpstart Ready * Lead-sharing / Fostering Co- GM
Adoption « ECIF Ready Sell relationships
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MICROSOFT CUSTOMER AND PARTNER SOLUTIONS (MCAPS) ALIGNMENT

MCEM Win Formulas and Co-Sell

E= Microsoft

Al Business Solutions

Cloud Migrations
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Security
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Assessments
Pilot/ PoC
Implementation
Training

Assessments
Pilot / PoC
Migrate / Modernize
Support

Assessments
Pilot/POC
Migrate/Modernize
Management & Monitoring

Parter with aligned priorities for growth

Targeted and focused partnering with Microsoft sellers to be one of
their go to partners.

Provide solutions within the three key MCAPS pillars to develop
interest, see the value and vision, show proof of value with pilots,
implement and support and optimize.

Ensure appropriate specializations and programs are attained that will
align to Microsoft Commerce Incentive (MCI) funding for customers.

Work closely with PDM to organize events / workshops, publish win
wires, and create offerings to drive growth.

Create appropriate Microsoft Marketplace solutions visible and
valuable to Microsoft

Grow and develop into providing industry specific solutions crossing
the Microsoft ecosystem.
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Al Business Solutions

Overview




MCEM WIN FORMULA

Al Business Solutions Superpowers o

Modern Work

M365 Copilot Readiness [ @ Copilot Training Level 100-200 ] [ @ Copilot Training Level 300-400 ] [ @\ M365Manage Services ]
Assessment
[ %; M365 Migration Assessment ] [ %; M365 Migration POC ] [ < S M365 Migration ] [ %5 M365 Consulting Services ]
Dynamics 365 Business Central
[ =}=  BC Migration Assessment ] [ s}=  BC Detailed Discovery ] [ s}=  BC Implementation ] [ =3 BC Support Contract ]
[% ERP Envisioning Workshop ]
Dynamics 365 CRM and Low-Code Platform
Power Platform Needs a0 Power Platform Solution Power Platform Solution Power Platform Consulting
[& Assessment ] [ Assessment ] [ > Deployment ] [ > Services ]
[L_._'@g CRM Envisioning Workshop ] [% CRM Readiness Assessment ] [% CRM Implementation ] [% CRM Consulting Services
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HBS CO-SELL VALUE

Breadth of Al Business Solution Services M= Microsoft

Modern Work

Microsoft 365

M365 Copilot POC, Roadmap & Adoption
M365 Governance

M365 Adoption & Change Management
M365 Assessments & Migrations
Windows 365/Azure Virtual Desktop
Teams Voice

Dynamics Microsoft Power Platform

Dynamics 365 Sales _ No-Code / Low-Code Power Apps
Dynamics 365 Customer Insights Power Automate (Cloud/RPA)

Dynamics 365 Customer Service « Power Virtual Agents (Copilot Studio)
Dynamics 365 Field Service « Power Pages Portals

Dynamics Business Central Dataverse
Customizations, Integrations, Migrations

Application Lifecycle Management

Training
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HBS CO-SELL VALUE

M365 Copilot Readiness Assessment

What: Ensures customer operational and data
readiness for deploying Copilot for Microsoft 365.

S12,000 fixed fee | 2-4 weeks effort
Who: Department leaders

Why: Ensure long-term utilization of Microsoft 365
Copilot as the foundation for additional Al services.
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Copilot for Microsoft 365

> SESSME

Al can revolutionize your productivity.
We'll get you ready for it.

Our Process
Identify Your Assess Your Define Your
Business Goals Current Readiness Implementation

We'll work with you to Roadmap

define your business case

We'll provide a detailed set

for Al mapj o
to the benefits Copilot
can provide.

of recommendations and the


https://6313420.fs1.hubspotusercontent-na1.net/hubfs/6313420/%20Marketing%20Assets/M365%20Copilot%20Readiness%20Assessment.pdf
https://www.hbs.net/wp-content/uploads/2024/03/M365-Copilot-Readiness-Assessment.pdf

HBS CO-SELL VALUE

Business Applications Superpower

Automate Manual or Outdated Processes

What: Q Why:
Leverage Microsoft Power Platform Drive Power Platform and Dynamics
and Dynamics 365 to streamline 365 licensing

operations, Improve customer service,
and innovate faster

5&1 Who: | How:
IT and Line of Business Owners | Power Platform or Dynamics 365

Envisioning Workshop
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HBS CO-SELL VALUE

Business Applications Superpower Quickstart

Envisioning Workshop

What: Engage your IT and Business teams
together in a hands-on %2 day Power Platform
Envisioning Workshop that will provide a
comprehensive overview of the art-of-the-possible
with Power Platform and work as a team to assess
current and future state aligning priorities.

Who: IT and Line of Business Teams (Leadership
and Front-Line)

Why: Develop deeper business relationships
across organization and driving consumption of
Dynamics 365 and Power Platform licensing.
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Microsoft

Power Platform

Supercharge your team. Accelerate
efficiency and time-to-delivery.

What if you could leverage low-code tools to help your organization boost efficiency and reduce
costs? With HBS and Microsoft's Power Platform, you'll have the tools, technology and expert
support to automate processes, streamline operations, and simplify security and administration.

Application Development Automation

Cost Reduction Possibilities
Power Platform reduces application of digital work activities can be automated
development costs increasing efficiency with current technology.”

through low-code capabilities.
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