
C L I E N T  S T O R Y

5+ year strategic
relationship
Executive-level
technical engagement
Microsoft EA
optimization support
Transition planning
toward CSP flexibility
Ongoing cloud
modernization
initiatives

PARTNERSHIP
HIGHLIGHTS

This regional insurance company has 
partnered with MicroAge for more than five years, 
with the relationship rooted in trust established 
through prior engagements. From the beginning,
the focus wasn’t transactional. Instead, conversations
centered on understanding operational challenges,
aligning technology decisions with real business
needs, and helping the client evolve from a
predominantly on‑premises environment toward
more flexible, cloud‑enabled capabilities.

Each engagement prioritized both infrastructure and
security, ensuring IT modernization efforts were
thoughtful, secure, and sustainable — not rushed
migrations that introduce risk.

How a Strategic
Partnership Fueled
IT Modernization,
Cost Efficiency, and
Long‑Term Value 
When businesses in highly regulated industries look to modernize their IT environments, they
need more than a vendor; they need a strategic partner who understands their business,
technology constraints, and long‑term goals. That’s exactly what this engagement
demonstrates: how a consultative approach, deep technical alignment, and consistent executive
engagement allowed for meaningful IT modernization and measurable impact over time.

With MicroAge, you can innovate faster with one end-to-end technology
partner. Let’s explore how IT Modernization can transform your business.
Call us at 800-544-8877 or visit MicroAge.com

The Relationship: Built on
Trust and Understanding 

One of the defining factors of this partnership has been the consistent presence of senior
technical experts in every client conversation. By bringing architecture and engineering
leadership into each meeting, MicroAge ensured ongoing alignment between sales, technical
strategy, and the client’s operational realities.

This hands‑on technical collaboration allowed discussions to go beyond surface‑level
recommendations, enabling realistic roadmaps, informed decisions, and confidence that
proposed solutions would work not just in theory, but in practice.

The IT Modernization Strategy: 
Technical Engagement at Every Step 



Executive‑Level Insight and Strategic Assessment 

To further elevate the discussion, MicroAge conducted an 
executive‑level engagement across states to focus on 
delivering clear, actionable insights to leadership. This 
light assessment reviewed:

Licensing across the organization
Actual utilization versus investment
Opportunities for cost optimization and flexibility

One key recommendation emerged, and that was transitioning from an Enterprise Agreement
to a Cloud Solution Provider (CSP) model. This shift offered greater agility, improved cost
control, and the ability to better align licensing with evolving business needs.

Why the Client Chose MicroAge 

The decision to deepen the relationship and move away from a previous technology partner
was driven by tangible value. The client cited several differentiators:

Strong pre‑sales technical involvement
The ability to uncover gaps, opportunities, and cost savings
A higher level of support compared to previous partnerships

These factors reinforced the value of a consultative, technically driven approach — one that
prioritizes understanding before selling.

Navigate IT modernization with greater clarity, flexibility, 
and strategic alignment. Call us at 800-544-8877 or visit
MicroAge.com

MicroAge worked closely with Microsoft to identify opportunities to transition management
responsibilities and improve overall efficiency. This included direct support during the client’s
Enterprise Agreement (EA) renewal process, ensuring licensing decisions aligned with usage
patterns and long‑term objectives. Rather than defaulting to “business as usual,” the team took
a proactive approach to examine whether traditional licensing models were still serving the
organization’s best interests.

Finding the Solution:
Modernizing Microsoft
Licensing and Management 

C L I E N T  S T O R Y

The project results speak for themselves. Beyond financial metrics, the client now has a stronger
foundation for continued cloud adoption, infrastructure modernization, and ongoing
improvements to their security posture. This experience highlights what’s possible when IT
modernization is approached as a partnership rather than a project. By combining deep technical
expertise, executive‑level engagement, and an operational outcome focus, organizations can
modernize with confidence, reducing costs, improving flexibility, and strengthening security. 

For businesses navigating similar IT modernization transitions, the lesson is clear: the right partner
doesn’t just deliver technology; they have the ability to deliver clarity, strategy, and long‑term value.

Looking Forward 

A major milestone in the client’s IT
modernization journey involved re-
evaluating their Microsoft environment. 
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