


Sophos Plattform, Tools und 
Partner Programm



Agenda 

1. Sophos Central Plattform

2. Partner Portal

3. Central Partner Dashboard

4. Partner und NFR Programm
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SOPHOS CENTRAL PLATFORM 
Bereitstellung durch Sophos
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Flexible Gestaltung – Partner Services

• Partner SOC (Basis XDR)

• Managed Firewall

• Managed Security Services
(Monitoring, Partner Playbooks, SALs)

Partner Managed Services

• Advisory Services 

• Tabletop Services 

• Incident Response

• Security Assessments

• Incident Readiness & Security Testing

Partner on-demand Services

Security Operations Platform (XDR, NDR, ITDR, etc.) 

Sophos Central
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Kostenfreie Advisory Tools
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Datenerfassung
350+ Integrationen

Erkennung und Korrelation
223 terabytes; 34M tägliche Erkennungen

Detect

Prioritize

Summarize

Correlate

Normalize

Parse

Enrich

Untersuchung & Reaktion
1,100+ Untersuchungen; 230+ gestoppte Attacken 

Playbooks

& SOAR
Hunting & IR

Workflows

SOC Analyst 

Collaboration 
Third-Party 

Integrations

Reporting 

& Compliance
AI-native

Automatisation

Endpoint

OT

Apps

Email

Cloud

Identity

Container

Exposure 

Data

Logs

Network

Sophos X-Ops 
inkl. Sophos CTU
Threat Graph – 40B Data Points

Zentrale Plattform für Security Operations



Partner Portal 



Auf einen Blick 

Opportunity und 
Renewal 

Management

Deal 
Registrierung

Sales Materialien
und 

Know-How

Quote
Erstellung und 

Preiskalkulation







Central Partner Dashboard













Partner und NFR Programm 



Ihr Partner Level 

Punkte &
Zertifizierungen

Gesamt 
Umsatz

Partner 
Level



Anforderungen

• Mindestens 5 Mio $
• 200+ Punkte
• technische Plattform Akkreditierung

• Mindestens 150.000 $
• 100+ Punkte

• Mindestens 750.000 Mio $
• 200+ Punkte

• Mindestens 5.000 $
• Aktive Zertifizierungspunkte

Authorized

Titanium

Platinum

Gold

Silver

Minimum 
2 Architects

Minimum 
2 Architects

Minimum 
1 Architect

Minimum 
1 Zertifizierung



Zertifizierungen und Akkreditierungen 

Vetrieb Punkte

Selling 
Sophos: 
Quick Start 
(SC00)

5

Selling 
Sophos: 
Fundamentals 
(SC01)

5

Selling MDR 
(SC02) 5

Technik Punkte

MDR Guided
Onboarding 10

Engineer 25

Architect 50

Technician 25



Ihre Partner Discounts
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NFR Programm





Route to Market – 
Lizenzen und Marge



Agenda 

1. Vertriebs- und Geschäftsmodelle

2. Lizenz- und Service-Modell

3. Marge und Profitabilität

4. Kalkulation: Termed & MSP



Vertriebs- und Geschäftsmodelle



„Lizenzen und Renewals bringen Marge.
Cross-/Upselling und Services schaffen ein 

skalierbares Geschäftsmodell.“



Passend zu Ihrer 
Go-to-Market- 
Strategie 

Sophos Partner Programm

Sophos 
Partner

Programm

Reseller

Managed 
Services



Vom Reseller zum Service Provider 

Klassischer 
(Hybrid)-
Reseller

Managed Service 
Provider 

(MSP)

Cloud Solution 
Provider 

(CSP)

Managed Security 
Service Provider 

(MSSP)



MSP Programm



MSP Programm

Für eine Partnerschaft 
sind gültige 
Sophos-Reseller- und 
MSP-Verträge 
erforderlich.

M S P Sophos Produkte anbieten –
flexibel und nutzungsbasiert. 

Anforderungen
• Sales Zertifizierung (SC01) 
• Erlaubnis für monatliche 

Abrechnung von Sophos und 
Distribution

• Level 1 Support für Kunden

M S P  F L E X Exclusive MSP Vorteile: MDR Pakete, 
40% Hardware-Rabatt (Network-in-a- 
Box), kostenlose Trainings.

Anforderungen
• Anforderungen für MSP Flex
• Mindestmonatlicher Umsatz:

2.000 USD 
• Teilnahmezeitraum: 12 Monate

M S P  E L E V A T E

Vom Partner verwaltete Lizenzen Nutzungsbasierte Abrechnung nachträglich Schneller zu Rabatten und zusätzlichen Vorteilen



Überlegungen für angehende MSSPs

Geeignete Threat 
Analysten finden und 

entwickeln 

Umfang der 
angebotenen 

Managed Security 
Services

Akkreditierungen für 
spezifische Markt 

Anforderungen

Kundenerwartungen 
an die Reaktionszeit 

erfüllen
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Sophos bietet flexible SOC-Modelle  

Auslagerung Ihrer 
Sicherheitsservices 

an Sophos 

Zusammenarbeit mit 
Sophos: gemeinsame 

Verwaltung Ihrer Services 

Eigene Services mit 
einem internen 

Ops-Team



Lizenz- und Servicemodell



SOPHOS CENTRAL PLATFORM 
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Kundensegmente

EP100

Endpoint

EDR

XDR

MDR

Commercial Midmarket Enterprise

Taegis XDR / MDR

1-100 users 100-1000 users 1000+ users



Flexibel im Einsatz – immer gleiche Software



Marge und Profitabilität



Ihr Weg zum Erfolg 

Höhere Marge  
und 

Kundenbindung

Security 
Services

Produkt 
Portfolio



Termed-Kalkulation



Ihre Umsatzvorteile mit dem Sophos Partner Programm 



Best-in-Class Profitabilität

• Bis zu 35% Discount auf 
Sophos Core Produkte

• Bis zu 24% bei Taegis Produkten

• Discounts für Deal-
Registrierungen sind 90 Tage 
gültig

Deal Registrierung Renewal Incumbency 

• Renewal Schutz stärkt 
Partner- und 
Kundenbeziehungen

• Renewal Angebote bereits 90 
Tage im Voraus

• Proaktive 
Renewal-Unterstützung durch 
Sophos und Distribution



MSP-Kalkulation



MSP – Lizenzierung 

Lizenzierung pro 
            Benutzer

Lizenzierung pro 
                   Server

Lizenzierung pro Gerät 
                (Firewall Subscription)



MSP – Beispiel Kalkulation (1/2)  



MSP – Beispiel Kalkulation (2/2) 



Wählen Sie das 
Modell, 
das zu Ihnen 
passt

Sophos 
Partner

Programm

Reseller

Managed 
Services





Driving Growth Through 
Marketing with Sophos



Marketing Fundamentals
The “5Ws” of Marketing

Who What When

Why Where

WHO is my target

WHAT I want sell and communicate

WHEN is the best moment or time to 
communicate with my target

WHERE I have to communicate with my 
target and which channels I should use

WHY my target should
buy my product or listen to me



4 Psychological Customer Types 

Analytical (The Thinker)
• Traits/Typical Behavior: Precise,

methodical, logical, data driven, cautious
• Reacts well to: Facts, data, detailed

explanations, proof, charts, case studies
• Don’t: Rush them, use vague claims, be 

disorganized, exaggerate

Amiable (The Supporter)
• Traits/Typical Behavior: Friendly,

relationship - focused, avoids conflict,
loyal, calm, cooperative

• Reacts well to: Trust, empathy, personal
connection, slow pace, testimonials

• Don’t: Be pushy, aggressive, or overly 
transactional, hard selling

Expressive (The Visionary)
• Traits/Typical Behavior: Talkative, emotional,

big-picture, enthusiastic, future-focused, 
lack the detail

• Reacts well to: Big picture, stories,
excitement, recognition

• Don’t: Overwhelm with detail, ignore their 
ideas, be boring

Driver (The Leader)
• Traits/Typical Behavior: Assertive,

competitive, fast-paced, goal-oriented,
decisive, time-sensitive

• Reacts well to: Results, efficiency, clear ROI, 
control, bullet points, deadlines, options

• Don’t: Waste their time, be indecisive, over-
explain, small talk, disorganized, don’t have an 
ego!



4 Psychological Customer Types 

Analytical (The Thinker)

Traits/Typical Behavior: Precise,
methodical, logical, data driven,
cautious

Amiable (The Supporter)

Traits/Typical Behavior: Friendly,
relationship - focused, avoids
conflict, loyal, calm, cooperative

Expressive (The Visionary)

Traits/Typical Behavior: Talkative,
emotional, big-picture,
enthusiastic, future-focused, lack 
the detail

Driver (The Leader)

Traits/Typical Behavior: Assertive,
competitive, fast-paced, goal-oriented,
decisive, time-sensitive



What this means for you as a Partner?

• Your customers don’t all buy 
for the same reasons — the 
same solution needs 
different conversations

• Successful marketing and 
sales start with recognising 
who you’re talking to and 
adapting your message

• One-size-fits-all messaging 
limits impact — 
personalised 
communication increases 
conversion

• Sophos provides content, 
assets, and campaigns that 
help you engage each 
personality type effectively



How can Sophos help you
address these four personalities?



Analytical
The Thinker

What matters to the Thinker:
• Data-driven decision making
• Facts, detailed explanations
• Proofs, charts, case studies

How Sophos can help:
• Vendor agnostic campaigns based on surveys
• Stats & charts about cybersecurity threats
• Data with detailed graphs and  analysis
• Case studies

Key message to your customer:
There is reliable data and multiple proofs that it is dangerous out
there and your IT infrastructure has to be protected for your 
operational efficiency.



What matters to the Supporter:
• Trust & long-term relationships
• Testimonials
• Collaboration & loyalty

How Sophos can help:
• Testimonials from customers
• Industrial recognition
• Proven long-term leadership in cybersecurity
• Compliance benefits
• Collaboration with market leaders (Microsoft, 

Cyberinsurance, 3rd party integrations)

Key message to your customer:
We are not not just a reseller, we are a long-term
trusted security advisor.

Amiable
The Supporter



Driver
The Leader

What matters to The Leader:
• Focus on goals
• Clear return on investment (ROI) 
• Competitive advantage
• Speed & efficiency

How Sophos can help:
• Campaigns with proven record of cost saving on efficiency
• Graphics and statistics to prove
• Testimonials

Key message to your Customer:
You can focus on your profitability while we are making sure
your IT infrastructure is safe and your operational efficiency
maximized.



What matters to the Visionary:
• Innovation
• Big-picture strategy
• Future-readiness
• Storytelling & recognition

How Sophos can help:
• AI-powered cybersecurity services
• Continuous innovation
• Thought leadership
• External recognition

Key message to your customer:
We have you covered with the world-class, externally
recognized, AI driven cybersecurity services.

Expressive
The Visionary



How can we support you in your self-
guided Demand Generation activities?



How Can We Support You?

CONTENT

1 2 3

TOOLS SUPPORT



Guided Self-Service Marketing Campaigns
To help you succeed, Sophos provides a guided, step-by-step marketing campaigns 
on the Partner Portal. This gives you everything you need to build awareness, engage 
prospects, and move opportunities forward.



Getting Started: Quick Tips

• The campaigns are fully and automatically customizable, allowing you to 
choose what assets to share and what tactics you would like to use to reach 
your audience.

• Leverage your referral ID to own all the leads you create via the Sophos 
website. Important: co-brandable emails are set up to automatically include 
your unique Referral ID.

• Upload your logo and add your company name under your profile settings to 
automatically co-brand materials. This is a one-time action!

• Built-in social sharing: to expand reach with campaign-ready content



Lead Referral ID
A Sophos Lead Referral ID allows you to generate leads for your business by using Sophos contents, 
events or free trials. All the leads you create automatically appear in your – and only your – leads list.

Where are the leads?Where can I find it? How to set it up?

You can find your unique Referral ID in the 
Sophos Partner Portal home page. 

You can see all the leads generated by you in 
the lead Manager in the Sophos Partner 

Portal.

Check under «Sales Tab» → «Leads» 

Add your Referral ID to the end of a 
www.sophos.com page with «?id=12345» at 

the end.

Example: www.sophos.com/mdr?id=12345

You’ll find the Referral ID Guide here. 

http://www.sophos.com/
https://portal.sophos.com/#search?text=&ismetro=true&nametab=lead%20referral&tabid=92


Channel Service Center (CSC)
The Channel Service Center (CSC) is a team of marketing professionals to help ensure a successful 
campaign.

Who can request support?What we do? How to contact us?

Supports the execution of partner marketing 
campaigns, including co-branding, customization, 

and helping with queries related to MDF-funded 
activities.

The Channel Service Center is available for all
Sophos Partners at no cost.

Just send an email to csc@sophos.com to request 
support. 

mailto:csc@sophos.com


Marketing Circle
A regular enablement initiative designed to help partners market more 
effectively with Sophos

3 Key Takeaways:
• Covers content, tools, demand generation, and best practices

• Clear understanding of how to use Sophos marketing resources to drive 
demand

• Inspiration and best practices you can apply immediately to your own 
marketing activities

• All News around Marketing with Sophos

Sign up for the Next Session: [Date & Time]



Upcoming Customer Webinars

Hidden Risk in Modern Firewalls* – 7 May
Invite your Customers  
*Session for Sophos prospects The Identity Takeover  – 10 June

Invite your Customers  

Network Security Best Practices* – 12 May
Invite your Customers  
*Session for Sophos Endpoint and MDR Customers without firewall

Secure by Design – Inside Sophos Firewalls – 16 Jun
Invite your Customers  

The State of Ransomware – TBD
Invite your Customers  
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https://events.sophos.com/fw-pr-emea-webinar/
https://events.sophos.com/fw-cu-emea-webinar/




Erste Schritte mit Sophos Sales



Agenda 

1. Channel und Sales Struktur

2. Projektverlauf

3. Zusammenarbeit mit Sales

4. Tools zur Umsatzsteigerung

5. Praxisbeispiele



Channel und Sales Struktur 



Channel Teams

Distribution Managed Partner

Local Partner Team

Regional Partner Team

National 
Partner Team



Sales Teams

Corporate & Public Sector

Corporate Business Public Sector Business

Commercial
0-100

MidMarket
101-1.000

MidMarket Public Sector
101-1.000

Enterprise
über 1.000

Enterprise 
Public Sector

über 1.000



Teamwork und Channel First 

Sophos 
Sales Teams

Sophos 
Channel Teams

Sophos 
Partner



Distributoren

Teamwork und Channel First 

Sophos 
Sales Teams

Sophos 
Channel Teams

Sophos 
Partner



Projektverlauf



Projektverlauf in der Praxis

Partner 
meldet Projekt

im Portal

Partner & Kunde
besprechen

Projekt

Projekt wird 
von Sophos 

geprüft 

Austausch 
zwischen Partner 
und Endkunden-

betreuer



Projektverlauf in der Praxis

Partner 
meldet Projekt

im Portal

Partner & Kunde
besprechen 

Projekt

Projekt wird 
von Sophos 

geprüft 

Austausch 
zwischen Partner 
und Endkunden-

betreuer
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Zusammenarbeit mit Sales



Projektverlauf in der Praxis

Partner 
meldet Projekt

im Portal

Partner & Kunde
besprechen 

Projekt

Projekt wird 
von Sophos 

geprüft 

Austausch 
zwischen Partner 
und Endkunden-

betreuer



28.05.2026

Ihr persönlicher Sales Kontakt

ABC GmbH

15.06.2026

15.06.2026

15.06.2026

15.06.2026

15.06.2026

15.06.2026

28.05.2026



Tools zur Umsatzsteigerung



Vertriebskampagnen



Proof of Value (POV)

Deal 
Registrierung 

melden

Sophos
Presales

Team

14 Tage
begleiteter 

Test

Start in 
regulären 

Betrieb



Threat Profile Assessment

Kostenfreier Sicherheits-
Check für Firmen, die 

noch keine Sophos 
Produkte einsetzen 

„Viele Unternehmen 

unterschätzen, wie viel 

über sie im Internet 

sichtbar ist – der  

kostenlose Scan von 

Sophos schafft hier 
Klarheit.“



Praxisbeispiele



Auto Müller GmbH & Co.KG



BD|SENSORS GmbH
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