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Taking Microsoft’s E7 subscription service outside of enterprise to create agentic AI. Australian
managed service provider (MSP) our recent Microsoft E7 win with a customer in the small to
mid-market highlights its increasing role in supporting artificial intelligence (AI) adoption and security.
The win showcased the readiness of Australian mid-market and small business customers for newer
Microsoft technologies like enterprise subscription E7, which was announced at Crayon Connect 2026 .
This includes AI/Copilot, security, and identity-management features sitting above E5 in Microsoft’s
enterprise lineup.

“We are [one of] the first partners to have a customer adopt the E7 capabilities,” blueAPACHE
Microsoft practice lead Jonathon Tini told ARN in an interview. “What it really exposes, though, is that a
lot of organisations, even on E5, aren’t ready for the E7 world. “The E7 world is that agentic side as
well, and they don’t have the right guardrails in place to even adopt agents to begin with.”

However, our customer is at the forefront of newer Microsoft technologies and capabilities.

“As soon as the next big thing is available – which is E7 – our customer is well and truly at the forefront
of the race on that agentic route,” Tini said.

The E7 licence unlocks and allows this customer, with 300-seats, to safely accelerate the move from
Copilot to full AI workers.

“Now it’s providing even broader guardrails and visibility and really moving it towards a digital worker –
something that can actually execute workflow and deliver an outcome,” explained our CEO Michael
Zuppa.

Having that governance and security layer was particularly important in ensuring customers were able
to innovate with AI safely and in line with compliance requirements.

“Especially in the MSP space, customers rely on organisations like ours for security, governance, and
compliance,” Zuppa said. “We align them with ISO standards and now the natural extension for AI, ISO
42001. “It’s really about putting in governance, guardrails and safety measures to help them innovate.”

The safety around innovation within the agentic AI world can’t be emphasised enough for MSPs like
blueAPACHE. While enterprise organisations have their own internal security and governance teams,
small-to medium-sized businesses (SMB) and mid-market customers have to reply on their service
providers to handle security, governance and compliance for AI.

“We are now taking on, in most cases, responsibility for securing and identifying how AI is being used,”
Zuppa said. “The Microsoft ecosystem is the most capable and mature platform that allows MSPs to
deliver managed outcomes to customers, because it’s more consistent and more predictable. “They’re
going to be taking our guidance, and you can deliver this in a consistent way with monitoring and
observability across it, while still giving them as much freedom as possible to play within that, and still
be safe.”



ROI for customers

The ways that we are delivering AI services to customers and the safety net of working within the
Microsoft ecosystem, particularly for sub■300■seat organisations, are fundamental to safe innovation.

“It’s good value for money, and while it might not have, in some cases, the latest image generation
capability — or whatever the case may be — these models are all competing. It’s more about the
longer play of how this is going to interact with data and the use of it by a digital worker or agent,”
Zuppa explained. “The Microsoft ecosystem allows MSPs to deliver managed outcomes to customers
because it’s more consistent and predictable. “You can deliver this in a consistent way with monitoring
and observability across it, while still giving [customers] as much freedom as possible to play within that
– and still be safe.”

For Zuppa, the choice of model, with the right framework wrapped around it, needs to be balanced with
the education for the champions in their customer’s organisation who will drive understanding of AI
across the business.

“We do have training partners that can assist with the end■user pieces, bringing those layers together,”
he said. “While we are very focused on the training of the committee group on how to bring in and
assess the use cases and ideas that are coming in from the broader team, there’s an end■user training
piece, then there’s a middle■ground committee — call it your champions training — which is a little bit
more in■depth in the understanding. That’s where we play.”

A customer’s end■user adoption requires adoption of the technology — in a new way — and it really
takes a “person who wants to self■develop, which is very hard to force”, Zuppa said.

“That is an organisational cultural adoption that has to happen. It has to be led within [and] led within by
the leaders,” he said.

Tini echoed this view, noting that we have a methodology that ensures the technology adoption piece,
goes hand in hand with the cultural adoption from the customers.

“If the end users and the business doesn’t understand these new technology offerings then the
organisation’s not going to have a true ROI from an efficiency standpoint, or whatever other success
criteria you’re going for,” he said.

“When we have our customers, like this particular one, adopting all these new technologies, we do train
their users, we do educate them, so they understand.

“It’s elevating our customers’ business as a whole – not just from a technology aspect, but from a
work■culture aspect as well with the new technology. I think that’s what we do slightly differently to
others.”

That difference has been a defining focus for Zuppa, coming into his first year as CEO at blueAPACHE
in July , shaping how the company guides customers through AI adoption. He was appointed as CEO
after managing director Chris Marshall transitioned to a focused function role to lead our global growth
strategy with particular emphasis on sales and marketing. Zuppa has been with us for the last 11 years,
starting as a business development manager in July 2014. He was promoted to the role of general
manager technology in 2017 and has remained in that position until his promotion in July 2025.

“Before, I was doing the delivering to that but also a bit of the shaping,” explained Zuppa. “The focus
has allowed me to shift more to the business side where we’re going as a business ourselves, [as well
as] helping our customers navigate that piece and letting the technology business unit division – they’re
still reporting to myself – deliver to that. “It’s been a great journey. We call blueAPACHE an opportunity
factory, and there’s a lot of great successes from growth within. We always try to develop and hire
within before going out to market.”

Click here to view the full article



What Microsoft licensing milestone did you recently achieve with a mid-market
customer?

We won a Microsoft E7 subscription deal with a customer in the small-to-mid market, making it one of
the first partners to have a customer adopt E7 capabilities.

What is Microsoft E7 and what does it add beyond E5?

Microsoft E7 is an enterprise subscription announced at Crayon Connect 2026 that sits above E5 in
Microsoft's enterprise lineup, adding AI/Copilot, security, and identity-management features, particularly
enabling the 'agentic' side of AI adoption.

How large is your customer that adopted the E7 licence?

Our customer that adopted the E7 licence has 300 seats.

What does the E7 licence enable for this customer according to your CEO?

Our CEO Michael Zuppa said the E7 licence provides broader guardrails and visibility, allowing the
customer to safely accelerate the move from Copilot to full digital workers—something that can execute
workflows and deliver outcomes.

Why do many organisations, even on E5, struggle to adopt agentic AI according
to your Microsoft practice lead?

Jonathon Tini, our Microsoft practice lead, said many organisations on E5 aren't ready for the E7
'agentic' world because they don't have the right guardrails in place to adopt agents to begin with.

What role do you play in security and compliance for its mid-market and SMB
customers regarding AI?

According to CEO Michael Zuppa, we take on responsibility for securing and identifying how AI is being
used by customers, aligning them with ISO standards and the AI-specific standard ISO 42001, since
SMB and mid-market customers rely on their MSP for security, governance, and compliance rather
than having internal teams.

Why do you favor the Microsoft ecosystem for delivering managed AI
outcomes?

Michael Zuppa said the Microsoft ecosystem is the most capable and mature platform for MSPs to
deliver managed outcomes because it is more consistent and predictable, allowing delivery in a
consistent way with monitoring and observability while still giving customers freedom to innovate safely.

How do you approach end-user and organisational adoption of AI technology?

We have training partners to assist with end-user training and also runs a more in-depth 'champions
training' for a middle-ground committee group that assesses use cases and ideas; Zuppa noted true
cultural adoption of AI has to be led from within an organisation by its leaders, since it is hard to force
self-development.



What does Jonathon Tini say differentiates your approach to customer AI
adoption from other MSPs?

Jonathon Tini said we have a methodology ensuring technology adoption goes hand in hand with
cultural adoption, training and educating customers' users so they understand new
technologies—elevating the business as a whole, not just its technology, which he believes sets us
slightly apart from others.

What is Michael Zuppa's background and how did he become CEO of you?

Michael Zuppa has been with us for 11 years, starting as a business development manager in July
2014, being promoted to general manager technology in 2017, and becoming CEO in July 2025 after
managing director Chris Marshall transitioned to a focused role leading our global growth strategy,
particularly sales and marketing.


