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NetSuite Offers VARs 100% Commission In Push For Microsoft Dynamics GP Base 

The battle for VAR supremacy is heating up between NetSuite and Microsoft Dynamics GP. It's 

no secret that NetSuite has been coveting some of the Dynamics GP partner base for some time, 

going so far as to detail on their web site the top five reasons that "Companies are Leaving Great 

Plains." And this week the company announced the revamping and launch of SP100, their 

partner incentive program, which in some cases raises the commission percentage from 30% to 

100% of first year subscription sales.  

"With this new program, NetSuite takes dead aim at the partner networks established by 

competitors including Microsoft, Sage, and SAP, who have been irresponsibly slow to innovate 

new applications that take advantage of cloud economics and productivity," said Zach Nelson, 

NetSuite CEO.  

But it doesn't appear that Microsoft is all that fearful that NetSuite's new partner program will 

greatly erode their partner base. According to a Microsoft spokesperson, "Microsoft has a large 

and high performing ecosystem that's been delivering customer satisfaction for years. Microsoft's 

ERP partners have the advantage of being part of the broad Microsoft partner program, which 

provides extensive resources such as training, marketing and field and sales engagement 

opportunities, as well as inter-partner integration opportunities, to help deliver customer 

satisfaction."  

It's also clear that some existing Dynamics GP VARs don't believe a large number of Dynamics 

partners will decamp for NetSuite. According to Jason Hull, CEO, Dynamics Source Inc., a GP 

VAR based out of Springdale, AR, "I don't see a lot of Dynamics partners reselling Netsuite. The 

skill set is different enough to require significant retraining and I don't think that most Dynamics 

partners would be comfortable with NetSuite actively selling and competing against them.  

The news of NetSuite's new partner program comes on the heels of their recent 2009 Q4 earnings 

conference call in which company officials presented record sales and earnings figures. 

According to Nelson: "Q4 marked another record quarter with revenue growing to $43 million, 

exceeding our earlier stated outlook. For the year, total revenue reached $166.5 million, growth 

of more than 9% when compared to FY 2008. And more importantly, recurring revenue grew by 

16% in 2009 when compared to 2008."  

NetSuite is hoping that their recent strong performance in a down market, new SP100 program, 

and an increase in the number of solution providers actively looking into cloud computing 

offerings, will translate into less VARs kicking the tires, and more VARs actively selling and 

incorporating their Cloud solutions. They're also banking on the idea that implementing SaaS is 
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no longer a business question that can be pondered, but rather a business imperative that must be 

implemented. According to Nelson, "if traditional mid-market VARs don't change to meet the 

demand for Cloud computing solutions, they will go out of business. We saw the first signs of 

this with Sage's largest reseller in the U.S. going out of business in 2009."   

But Microsoft doesn't necessarily believe that Dynamics GP partner are at risk for extinction.  

According to their spokesperson, Microsoft still feels "that companies value the opportunity to 

choose the ERP deployment model that works best for them.  That's why Microsoft gives 

customers the option to have their solution delivered by partners, either on-premise or via on-

demand, or via a subscription-based hosting model.  The power of choice is a great differentiator 

for us in the marketplace, and with yesterday's speech by Steve Ballmer on the future of cloud 

computing at Microsoft, we're confident in our ability to meet the demand of our ERP customers 

no matter how they choose to deploy our solutions-both today and into the future."  

Ballmer's speech was followed by a memo to Microsoft employees, as reported by TechCrunch.  

While there is no specific mention of expanding Microsoft's own cloud-based Dynamics ERP 

offerings, Ballmer noted:  

"Today, nearly every one of our products has, or is developing, features or services that support 

the cloud. As I said today, when it comes to the cloud, we are all in. We are all in across every 

product line we have and across every dimension of the cloud."  

While many of the same issues that have stalled mass cloud adoptions in the past still exist, 

including the logistical and technical issues associated with moving from an on-premise 

environment to a SaaS model, as well as the willingness of companies to surrender control of 

sensitive corporate data and information, which Hull believes remains a big issue. "Let's face it, 

most businesses are not comfortable with their business critical software and financial data 

residing off-site.  I think the number of business abandoning an existing Dynamics 

implementation and switching to NetSuite would be even smaller. These businesses have a 

significant investment in Dynamics that they are not going to walk away from lightly." said Hull.  

NetSuite claims that 80% of their sales come for direct sales, while 20% come from channel 

sales, so it might take a unique company to step up and take advantage of this plan.  One 

Dynamics GP VAR that did make the jump and become a NetSuite partner is The AIS group, 

who claim to be "the oldest Microsoft Dynamics GP Reseller in the Bay Area and the only 

NetSuite Solution Provider in San Francisco."   

"NetSuite reinvigorated our business. After a tough year, NetSuite has given us new drive and 

excitement and a really good kick in the pants. This year we expect NetSuite to account for 50% 

of our new customer wins. We are positively looking forward to this year and beyond" said 

Simon Whittle, production chief and technology leader with The AIS Group.  

While the prospect of a 100% commission on all first year subscriptions might be alluring to 

some, particularly in an IT business climate that has seen withering budgets and profits in recent 

years, only time will tell who will if this is truly the beginning of the glory days of Cloud 

computing or simply smoke and mirrors. 


