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elcom
e

D
ear C

isco Partner,

The Partner G
uide is an inform

ation source for our Partner C
om

m
unity and has been 

created so you have the key inform
ation you need on program

s, prom
otions, tools and 

resources available to you.

It’s updated on a quarterly basis so the inform
ation rem

ains relevant. To m
ake sure you 

have the latest version click the link on the cover page. The guide is available in English 
only.

W
e look forw

ard to your feedback and suggestions. If you w
ant to com

m
ent on the form

at 
or on the content of the guide, or if you w

ant to suggest a topic that should be a part of the 
next release, do not hesitate to use the S

ubm
it Feedback link available on each page.

Looking forw
ard to hearing from

 you,

Regards

C
isco Partner O

rganisation

D
ata related to incentives, such as discounts or paym

ent percentages, show
n in this 

docum
ent is a snapshot of program

s’ rules at a given date. Please refer to Program
s’ 

Term
s and C

onditions for the latest updates. Term
s and C

onditions take precedence 
over this docum

ent.
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Partner B
asics

Partner Readiness 
Fram

ew
ork

Partner Program
s

Partner Program
s

S
ervices

S
ervices

Partner Registration Tool (PREG
) 

5
S

olution Partner Program
 (S

PP) 
6

G
lobal Partner N

etw
ork (G

PN
) 

8
C

isco B
rand Protection 

10

Partner Readiness Fram
ew

ork N
ew

11

Resale C
hannel Program

 U
pdated

13
A

uthorized Partner Program
 (A

PP) 
17

A
uthorized Technology Provider (ATP) U

pdated 
18

C
loud and M

anaged S
ervices Program

  
(C

M
S

P) U
pdated

20

C
isco S

ervices Partner Program
 U

pdated
22

S
ervices Prom

otions 
25

S
ervices Tools 

26

S
ell &

 M
arket C

isco

M
arketing w

ith C
isco 

D
ifferential B

ehaviours

B
ehaviour Rew

ards

A
ccelerators

Linked Incentives

S
pecial O

ffers

S
tandalone Incentives

M
igration

C
ross S

elling and 
B

undling

O
ther U

pfront Program
s 

and Prom
otions

Profitability Program
s

M
arketing w

ith C
isco 

27

H
unting U

pdated
28

Team
ing U

pdated
30

A
ssessm

ent Led S
elling  

32
Public S

ector Partner Pricing (PS
PP) U

pdated 
34

N
etH

ope M
em

ber D
iscount Prom

otion 
36

S
ecurity Ignite 

37

S
ecurity Ignite - S

ecurity C
om

petitive and 
Refresh Prom

otions U
pdated

38
A

ccount B
reakaw

ay for S
ecurity U

pdated
39

A
ccount B

reakaw
ay – N

ew
 & Reactivate  

C
ustom

er: U
C

S
, H

yperFlex and N
euxs U

pdated 
40

Enterprise N
etw

orks A
ccount B

reakaw
ay 

41
H

ew
lett Packard Enterprise (H

PE) C
om

petitive 
U

C
S

 Prom
otion U

pdated
43

C
ollaborate Everyw

here U
pdated

44

N
ot For Resale Program

 (N
FR) 

45

N
etw

orking A
cadem

y Prom
otion 

48
S

eedIT First-Tim
e B

uyer Program
 U

pdated
49

M
igration Incentive Program

 N
ew

50
C

ollaboration M
igration Incentive Program

 N
ew 

53

C
onfiguration B

ased D
iscounting N

ew
54

Enterprise N
etw

orks D
ynam

ic O
ffers U

pdated 
55

Fast Track N
ew

56
S

m
artPlay

57
C

isco S
park Partner Pricing Program

 U
pdated 

58
C

isco S
park M

eetings N
am

ed U
ser M

3/C
3 

Prom
otion N

ew
59

C
isco S

park Pro Pack Flex Plan Prom
otion N

ew 
60

C
isco S

park S
m

all D
eal A

ccelerator N
ew

61

Partner Plus N
ew

62
Value Incentive Program

 (VIP) U
pdated
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Partner Registration Tool (PREG
)

O
verview

Partner Registration gives channel partners a convenient w
ay to register as a C

isco Registered 
Partner. B

ecom
ing a C

isco Registered Partner is the first step on their path to reaping the 
rew

ards offered by the C
isco C

hannel Partner Program
.

D
escription

The partners status as a C
isco Registered Partner establishes their relationship w

ith C
isco and 

gives them
 access to the tools and training that they need to becom

e a C
isco C

ertified or a 
C

isco S
pecialized Partner. B

oth resellers and non-resellers w
ho provide professional services 

related to C
isco products are eligible to participate in this program

.

In order to becom
e a C

isco Registered Partner, com
panies m

ust first apply using the Partner 
R

egistration tool. A
s part of the registration process, com

panies that do not have a direct 
purchasing relationship w

ith C
isco w

ill be required to review
 and accept the term

s and 
conditions of the Indirect C

hannel Partner A
greem

ent (IC
PA

). O
nly one person from

 a 
partner com

pany can accept the agreem
ent and subm

it an application.

The Partner Registration application process is as follow
s:

1. 
A

pply for a C
isco.com

 user ID
 (only if you do not already have one)

2. 
Provide or verify com

pany and contact inform
ation

3. 
N

ew
 and Renew

ing partners com
plete the on-line due diligence questionnaire (resellers 

also need to provide details of their preferred authorised distributor)
4. 

Review
 and accept the term

s of the Indirect C
hannel Partner A

greem
ent (IC

PA
)

5. 
S

ubm
it the application 

C
isco w

ill review
 the subm

itted application and have 8 business days to reject the application. 
If approved, the partner w

ill be registered and” they w
ill be granted partner-level access to 

C
isco.com

, and be eligible to participate in the C
hannel Partner Program

. S
tatus as a registered 

partner is valid for 12 m
onths and m

ust be renew
ed annually.

C
isco Registered Partner B

enefits 

•	
Partner-level access to C

isco.com
 tools including the Partner E-Learning C

onnection
•	

Eligibility to becom
e a C

isco certified or specialized partner 
•	

A
 listing in the C

isco Partner Locator tool (based on theatre policy)
•	

A
ccess to an online registered partner kit that contains a w

ealth of useful inform
ation 

and resources and access to the C
ollateral B

uilder tool 
•	

U
se of the C

isco Registered Partner logo 
•	

Receipt of tim
ely com

m
unications that provide updates on new

 products and 
prom

otions, program
 changes, special offers, training, and support

Related U
RLs and Tools

N
avigate directly to the Partner Registration tool  

http://tools.cisco.com
/W

W
C

hannels/IPA
/w

elcom
e.do 

The Indirect C
hannel Partner A

greem
ent (IC

PA
) 

(http://w
w

w
.cisco.com

/w
arp/public/765/tools/registration/agreem

ent.shtm
l).

C
ontact D

etails for S
upport or Q

ueries
Partners can open cases in C

ustom
er S

ervice C
entral (C

S
C

), available through M
y C

isco 
W

orkspace. V
isit http://w

w
w

.cisco.com
/cisco/psn/w

eb/w
orkspace.
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S
olution Partner Program

 (S
PP)

S
olution Partner Program

 (S
PP)

O
verview

The C
isco® S

olution Partner Program
 w

ill help you integrate your solutions w
ith C

isco’s w
orld 

class architectures and technologies and navigate the increasingly com
plex w

orld of selling 
and delivering integrated solutions to custom

ers.

The S
olution Partner Program

 brings together independent softw
are vendors and technology 

partners and connects them
 w

ith system
 integrators and channel partners. Together, partners 

build and deliver end-to-end solutions based on C
isco products and services.

W
e provide technical, m

arketing, and sales resources. This includes access to our valuable 
brand, channel assets, and m

ore-virtually everything you need to stand out in the m
arket. 

O
ur program

 puts you in the driver’s seat. From
 capturing m

arket opportunities to helping 
custom

ers achieve their business outcom
es. It supports the entire solution developm

ent 
lifecycle—from

 creation to go-to-m
arket.

N
ew

 Features 
•	

C
isco M

arketplace Technology S
olutions C

atalog: The C
isco M

arketplace is 
transitioning from

 C
isco “product centric” search to a “buyer friendly” m

odel to enable 
visitors to find solutions based on business outcom

es. Follow
ing this release on A

ugust 
1 2017, additional search m

echanism
s w

ill be added including industry, experience and 
Internet of Things offerings.

•	
Ecosystem

 Partner C
onnections: S

olution partners w
ith offerings in the C

isco 
M

arketplace S
olutions S

how
case are eligible to be selected for participation in our 

Partner C
onnections events. These events provide a platform

 for solution partners to 
conduct a “shark tank” style pitch to the channel partner audience follow

ed by speed 
netw

orking. This is a great w
ay to get connected and discover joint go-to-m

arket 
opportunities via C

isco’s partner ecosystem
.

•	
C

reate aw
areness w

ith your C
isco S

uccess S
tory: Enhancem

ents have been m
ade to 

the S
olution Partner dashboard enabling partners to easily subm

it ecosystem
 success 

stories year round. S
uccess stories w

ill be review
ed and if approved, the program

 w
ill 

fund the creation of the story (w
ritten or video) to then be highlighted on the new

ly 
designed C

isco M
arketplace w

ith rotating carousel. S
everal success stories have been 

highlighted at key C
isco events including C

isco Live and Partner S
um

m
it.

•	
Enhanced O

nline Partner U
ser G

uide: Inform
ation w

hen and how
 you need it – S

olution 
partners can access the new

 online and searchable partner user guide via their 
personalized dashboard. H

ave questions about specific program
 benefits? H

ow
 to 

leverage the benefit? O
ur online partner user guide w

ill provide an overview
, value to 

you as a solution partner and step by step processes w
ith links to help you m

axim
ize 

your consum
ption of our program

 benefits.
•	

Q
uarterly S

olution Partner Program
 Pow

er H
our O

rientation w
ebinars: W

ebinars on a 
quarterly basis to help new

 partners or new
 contacts w

ithin existing partner organizations to 
accelerate their understanding of the program

 and ability to m
axim

ize program
 benefits.

D
escription

W
ant to grow

 your business? The C
isco S

olution Partner Program
 provides independent 

softw
are vendors, hardw

are vendors and technology partners w
ith technical, m

arketing, and 
sales resources. It includes access to valuable brand and channel assets.

Partners and end custom
ers can discover m

ore about C
isco’s solution partner offerings by 

visiting the C
isco M

arketplace. A
ll partners are able to publish storefronts to the Technology 

S
olutions C

atalog for each of their C
isco approved solutions. The S

olutions S
how

case is a 
“channel ready” catalog featuring select gam

e-changing solutions that are C
isco C

om
patible, 

S
olution Led S

elling (S
LS) A

pproved and include sales enablem
ent resources w

hich provide 
“how

 to sell” inform
ation. C

hannel partners can connect directly w
ith the solution partners to 

determ
ine joint m

arketing alignm
ent and opportunities.

Leveraging solution partner’s offerings enables C
isco’s ecosystem

 to deliver better business 
outcom

es to custom
ers and expand m

arket reach.

Join the program
 today to enjoy m

em
bership in one of the industry’s broadest partner 

ecosystem
s. A

nd w
atch your business grow

. D
o it by connecting w

ith channel partners and 
offering custom

ers C
isco integrated solutions that set you apart in a highly com

petitive w
orld.
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Tips to be successful 
W

e strongly recom
m

end the follow
ing activities to create m

ore aw
areness and dem

and for 
your solution w

ith the C
isco ecosystem

: 

•	
G

et your solution certified as “C
isco C

om
patible”

•	
Publish your solution to the C

isco M
arketplace Technology S

olutions C
atalog

•	
S

ubm
it a S

uccess S
tory that show

cases your solution and its im
pact on your custom

er

Learn m
ore 

S
olution Partner Program

 w
ebsite:  

http://solutionpartner.cisco.com
/site/

ID
C

 Infobrief – Partner S
uccess G

uide:  
http://solutionpartner.cisco.com

/fileM
edia/dow

nload/d95d9fc4-16ae-47c3-80c3-
b8d20e1b2b8b

Related U
RLs and Tools 

C
isco M

arketplace Technology S
olutions C

atalog:  
https://m

arketplace.cisco.com
/catalog

C
isco M

arketplace S
olutions S

how
case:  

https://m
arketplace.cisco.com

/solutionsshow
case

S
olution Partner Program

 w
ebsite:  

http://solutionpartner.cisco.com
/site/ 

C
ontact D

etails for S
upport or Q

ueries 
C

ontact the S
olution Partner Program

 support team
 by visiting our support page and opening 

a case: http://solutionpartner.cisco.com
/site/support/

S
olution Partner Program

 (S
PP)
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lobal Partner N

etw
ork (G
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)

G
lobal Partner N

etw
ork (G

PN
)

O
verview

The C
isco® G

lobal Partner N
etw

ork (G
PN

) m
akes it easier for custom

ers to w
ork w

ith their 
preferred partner w

hen m
anaging the global delivery of products and services.

D
escription

The G
lobal Partner N

etw
ork enables C

isco channel partners to act as a host partner in the 
headquarters (H

Q
) location of the custom

er, and establish an agency relationship w
ith other 

qualified C
isco partners and distributors to support transaction delivery in custom

er locations 
w

here the host m
ay not have a local investm

ent. The host ow
ns the relationship w

ith the 
custom

er, designs the architecture for all locations, and has responsibility for the overall 
transaction.

This program
:

•	
Is part of a partner-to-partner ecosystem

 that delivers on the needs of custom
ers 

around w
orld

•	
Enables partners to support the needs of their end-user custom

ers w
ith deploym

ents 
spanning m

ultiple countries

B
y w

orking together in a host-agent relationship, partners can enhance revenues w
hile 

prom
oting end-user loyalty.

The program
 provides:

•	
C

isco policies to create a transaction relationship betw
een host and agent(s) for 

approved deals 
•	

Transfer of discount from
 the host to the agent 

•	
Product acquisition, delivery, and installation in each rem

ote m
arket by the agent based 

on the above
•	

S
ervices policies to support these deals

Eligibility 
R

equirem
ents for the H

ost Partner and A
gents Vary by O

ffer Type:

Partner Eligibility

R
esale

M
S

C
P

O
S

C
P

H
ost Partners

G
O

LD
 and PR

EM
IER

 
C

ertified or M
A

S
TER

 
S

pecialized

M
A

S
TER

 C
ertified

Enrolled

C
ertified A

gent
PR

EM
IER

 C
ertified or higher in landing country

S
ubsidiary 

A
gent

M
inim

um
 R

EG
IS

TER
ED

 in landing country (m
ay only act as agents 

for their "parent" partner)

D
istributor 

A
gent

G
lobal D

istributors A
uthorized by C

isco

   
H

ost-A
gent Program

 Partner Eligibility by O
ffer Type:

The host partner has three different agent options they m
ay use for solutions deploym

ent in 
rem

ote countries. A
gent options vary by transaction, depending on the needs of each custom

er. 
In all cases the relationship betw

een the host and the agent is m
anaged by the host partner.
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Three (R
em

ote) A
gent O

ptions

H
ost O

w
ned Local 

S
ubsidiary*

Independent C
ertified 

Partner
A

uthorized G
lobal 

D
istributor

•	
H

Q
 Partner ow

ns 
subsidiary (>50.1%

) 
entity in rem

ote delivery 
location(s) 

•	
Rem

ote entities m
ust 

be locally Registered 
Partners (m

inim
um

) 

•	
H

ost in H
Q

 location 
m

ust com
ply w

ith 
S

pecialization/ATP 
requirem

ents for access 
to restricted products

•	
H

Q
 Partner chooses 

C
isco C

ertified 
Partner(s) in rem

ote 
delivery location(s) 

•	
Rem

ote Partners 
are locally Prem

ier 
C

ertified (m
inim

um
) 

•	
H

ost and A
gent 

m
ust each com

ply 
w

ith S
pecialization/

ATP requirem
ents for 

access to restricted 
products

•	
H

Q
 Partner chooses 

G
lobal D

istributor 
w

ith authorized 
rem

ote delivery 
location(s) 

•	
D

istributor delivers 
direct to end 
custom

er in rem
ote 

location 

•	
N

o com
plex or 

restricted products 
allow

ed for rem
ote 

delivery

*a) Partner uses resources from
 H

Q
 C

ountry, or 
 b) C

isco A
dvanced S

ervices used in Landing C
ountry, or 

 c) Partner w
ith requisite ATP qualifications used in the Landing C

ountry.

D
eal Registration

C
isco C

om
m

erce W
orkspace

C
isco C

om
m

erce W
orkspace allow

s the host partner to register the global deal, secure 
C

isco approvals, and select the agents by rem
ote country. It also lets the host partner route 

the rem
ote portion of the registered transaction (B

O
M

 and discount) to the respective agent(s) 
specified by the host partner.

G
lobal D

eal

C
isco C

om
m

erce W
orkspace enables a partner to create a global deal for a specific custom

er 
opportunity and to transfer the quote, certification and prom

otional discounts to agent partners 
in other countries. O

nly partners enrolled in the G
lobal Partner N

etw
ork have access to the 

global deal capability.

H
ow

 do I get involved?
1. 

  C
ontact us to get the G

PN
 team

 involved as early as possible.
2. 

Read the G
lobal Partner N

etw
ork Term

s and C
onditions

3. 
European Partners should review

 the G
lobal Partner N

etw
ork Term

s and C
onditions 

EEA
 A

ddendum
4. 

  Enroll in G
PN

5. 
  R

egister your global custom
er opportunity

Related U
RLs and Tools

V
isit w

w
w

.cisco.com
/go/gpn for eligibility requirem

ents and m
ore inform

ation.

C
ontact D

etails for S
upport or Q

ueries
To see if your opportunity is appropriate for this program

, please contact go-gpn@
cisco.com

G
lobal Partner N

etw
ork (G

PN
)

N
EX

T
C
O
N
TEN

TS
B
A
C
K
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G
lobal P

artner N
etw

ork (G
P

N
)

C
isco B

rand P
rotection

P
artner R

egistration Tool (P
R

EG
)

S
olution P

artner P
rogram

 (S
P

P)

Partner w
ith C

isco
C

isco partner basics

C
isco B

rand Protection

C
isco Brand Protection

O
verview

C
isco B

rand Protection operates on m
any fronts and proactively leads the com

pany’s efforts to 
reduce the custom

ers’ im
pact of sales through unauthorized channels and the m

anufacturing 
and distribution of counterfeit products. 

O
ur m

ission is to protect our custom
ers and our partners by:

•	
M

aintaining the integrity of the A
uthorized C

hannel Program
•	

Identifying and D
isrupting the S

upply of C
ounterfeit Products and

•	
Protecting the Integrity of our C

ustom
ers N

etw
orks

D
escription

Protect your B
usiness

Learn the difference betw
een the authorized and unauthorized channel, third-party com

ponents, 
and counterfeit products - and how

 these differences can affect you.

S
oftw

are Licensing, W
arranty &

 S
ervice S

upport 
Find out how

 to report unauthorized and/or illegal activities to C
isco, and explore the guidelines 

for C
isco softw

are licenses, w
arranties, and support services for equipm

ent sold through the 
secondary m

arket.

A
dditional A

ssistance 
For any questions about an unauthorized channel purchase, or that is suspected of being 
counterfeit, please notify C

isco. C
isco can also help sell against w

hat appears to be secondary 
or counterfeit products.

Related U
RLs and Tools

w
w

w
.cisco.com

/go/brandprotection 

M
arketing Library, for brand info, logos, audio, photos etc,  

http://w
w

w
.cisco.com

/w
eb/about/ac50/ac47/about_cisco_brand_center.htm

l

“B
uy R

ight” Portal http://w
w

w
.cisco.com

/c/m
/en_em

ear/brand-protection/index.htm
l

C
ontact D

etails for S
upport or Q

ueries
C

ontact your local B
rand Protection M

anager directly or send an em
ail to  

brandprotection@
cisco.com

.

N
EX

T
C
O
N
TEN

TS
B
A
C
K
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Partner readiness fram
ew

ork

P
artner R

eadiness Fram
ew

ork
Partner R

eadiness Fram
ew

ork

Partner Readiness Fram
ew

ork
O

verview
 

Partner Enablem
ent is a key pillar of the C

isco Partner Value Proposition, providing training, 
support, and tools to prom

ote partner business grow
th and added-value to custom

ers. The 
Partner Enablem

ent Fram
ew

ork for Readiness focuses on partner com
pany readiness by 

bringing together all the available m
eetings and training form

ats for partners in a sim
ple, 

tailored, tim
ely and effective structure.

The C
isco Partner Readiness Fram

ew
ork helps you be the trusted business advisor to your 

custom
ers by keeping you inform

ed of the latest C
isco architectures, solutions, cam

paigns, 
processes, tools and initiatives - at the right tim

e.

D
escription

A
udience

W
hether you are a C

XO
, a M

iddle-M
anager, or a S

ubject M
atter Expert, the Readiness 

fram
ew

ork provides a tailored set of m
eetings and training form

ats - in the appropriate peer-
forum

 setting.

Focus A
reas

The sessions help you accelerate your readiness and the success of your custom
ers by 

covering all areas of the partnership: Technology, S
ales, M

arketing and O
perations.

Platform
s

The tim
ing of sessions, the locations, the delivery m

ethod, and the target profiles are adjusted 
to ensure efficient use of tim

e, consistency across EM
EA

R
, and tim

elines. The platform
s are 

organised by sim
ple audience groups: C

XO
 platform

s, M
iddle-M

anager platform
s, S

ubject-
M

atter Expert platform
s.

C
XO

 platform
s

C
XO

 platform
s are peer-forum

s designed for C
XO

 and equivalent roles, (i.e. PTA
B

 - Partner 
Technology A

dvisory B
oard is the highest ranked technology decision-m

aking individuals for 
the C

isco line-of-business).

M
iddle-M

anager platform
s

M
iddle-M

anager platform
s are peer-forum

s designed for m
iddle-m

anagers and equivalent 
roles in charge of organising and supervising team

s (i.e. P
C

W
 - Partner C

onnection W
eek 

Flagship architectures event focused on D
ata C

enter / H
ybrid C

loud, Enterprise N
etw

orking, 
and w

ill em
bed S

ecurity).

S
ubject-M

atter Expert platform
s

S
ubject-M

atter Expert platform
s are peer-forum

s designed for subject-m
atter experts w

ith a 
strong focus on w

ork execution.

•	
 Partner V

irtual Team
 (PV

T) is applicable to the Technical focus area and is characterised 
by validated designs, solutions and product topics, including hands-on lab.

•	
 Partner W

orkshop (P
W

) is applicable to all focus areas, w
ith a live instructor presenting 

in-depth topics on sales or technical excellence, products and tools.
•	

 Partner Interactive W
ebinar (PIW

) is applicable to all focus areas, presenting topics 
of im

m
ediate relevance in a 60 m

in virtual form
at, alw

ays available for replay via 
S

alesC
onnect

N
EX

T
C
O
N
TEN

TS
B
A
C
K

C
ontinued...
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Partner readiness fram
ew

ork

P
artner R

eadiness Fram
ew

ork

Partner C
om

m
unities

Those are practical com
m

unities w
here C

isco and its partners can share and exploit best 
practice m

arketing resources and sales and technical inform
ation.  

https://com
m

unities.cisco.com
/com

m
unity/partner/em

ear

You can find all scheduled Partner Readiness events across all architectues as w
ell as 

recordings and key contacts in the EM
EA

R Partner C
om

m
unity here:  

http://cs.co/EM
EA

R
PartnerR

eadiness

A
rchitecture

Partner Events
(PIW

, P
V

T, P
W

)
Partner 

C
om

m
unities

Enterprise N
etw

orks

Internet of Things

D
atacenter and V

irtualization

C
loud

S
ecurity

S
oftw

are

C
ollaboration

S
ervice P

rovider

Related U
RLs and Tools

S
hortcuts to scheduled Partner R

eadiness Events

•	
Enterprise N

etw
orks Readiness: http://cs.co/EM

EA
R

PartnerR
eadiness-EN

 
•	

Internet of Things EM
EA

R Partner Readiness:  
http://cs.co/EM

EA
R

PartnerR
eadiness-IoT 

•	
D

ataC
enter/V

irtualization and C
loud Partner Readiness:  

http://cs.co/EM
EA

R
PartnerR

eadiness-D
C

V
 

•	
S

ecurity Partner Readiness: http://cs.co/EM
EA

R
PartnerR

eadiness-S
ec 

•	
S

oftw
are Partner Readiness: http://cs.co/EM

EA
R

PartnerR
eadiness-S

W
  

•	
C

ollaboration EM
EA

R Partner Readiness: http://cs.co/EM
EA

R
PartnerR

eadiness-C
oll

•	
S

ervice Provider EM
EA

R Partner Readiness:  
http://cs.co/EM

EA
R

PartnerR
eadiness-S

P

C
ontact D

etails for S
upport or Q

ueries
•	

Partner Interactive W
ebinars: piw

_enquiry@
cisco.com

•	
Partner V

irtual Team
: pvt-team

@
cisco.com

A
rchitecture W

orkshops:

•	
 Enterprise N

etw
orks 

•	
 C

ollaboration
•	

 D
ata C

enter/V
irtualization

•	
 C

loud
•	

 S
ecurity

•	
 IoT

•	
 S

oftw
are

•	
 S

ervice Provider

Partner R
eadiness Fram

ew
ork

N
EX

T
C
O
N
TEN

TS
B
A
C
K
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Partner program
s

R
esale C

hannel P
rogram

A
uthorized P

artner P
rogram

 (A
P

P)
A

uthorized Technology P
rovider (ATP)

C
loud and M

anaged S
ervices P

rogram
 (C

M
S

P)
R

esale C
hannel Program

Resale C
hannel Program

O
verview

The industry-leading Resale C
hannel Program

 enables partners to drive grow
th and differentiate 

their business by extending their capabilities to m
eet custom

er requirem
ents. Through the 

program
’s specializations and certifications, C

isco recognizes your expertise in technology and 
architecture and helping you increase custom

er dem
and for C

isco advanced technologies and 
services. The program

 also provides a w
ay for you to validate custom

er satisfaction and your 
presales and postsales support capabilities—key differentiators in today’s com

petitive m
arkets.

To find the right fit for your business w
ith C

isco C
hannel Partner Program

 see our latest V
ideo 

on dem
and on: http://w

w
w

.ciscoprogram
s.com

/. Log in and search for C
isco C

hannel 
Partner Program

 to get the video.

N
ew

 Features 
S

pecializations
2017-A

ug-15
A

nnouncing V
ideo C

ollaboration trainings and exam
s update  

(PD
F - 601 K

B) 

2017-A
ug-02

N
ew

 Express S
pecialization. R

etirem
ent of S

M
B

, U
C

T, and other 
express-level specializations (PD

F - 88 K
B) 

2017-July-07
A

nnouncing U
pdated C

hanges to Term
s and C

onditions for PM
A

 Tool 
(PD

F - 453 K
B) 

C
ertifications

2017- O
ct-07

A
doption of the B

usiness A
rchitecture Practitioner role w

ithin 
C

ontinuous Learning (PD
F - 224 K

B) 

2017- July-07
A

nnouncing U
pdated C

hanges to Term
s and C

onditions for PM
A

 Tool 
(PD

F - 453 K
B) 

2017-M
ay-22

G
lobal C

ertifications R
etirem

ent N
otification (PD

F - 52 K
B) 

D
escription

Participation in the Resale C
hannel Program

 requires that partners m
eet the requirem

ents 
throughout the year in order to m

aintain the qualifications they have achieved. 

H
ow

 do certifications and specializations relate to one another?

C
hannel Partner Program

 certifications are sim
ilar to academ

ic degrees. S
om

e specializations 
are prerequisites for becom

ing certified w
hile others provide specialized know

ledge of certain 
technologies. C

ertification levels reflect a partner’s technology skills breadth. The higher your 
level of certification, the m

ore credentials and resources you need to m
eet the requirem

ents.

H
ow

 can partners becom
e specialized and certified?

Requirem
ents differ by certification and specialization. G

o to w
w

w
.cisco.com

/go/resale to 
find the latest requirem

ents. Keep in m
ind that becom

ing a Registered Partner is the first step 
in the process. 

C
isco C

ertification 

C
isco C

ertifications reflect a breadth of skills across certain technologies/architectures and is 
based on your organization’s ability to support custom

ers w
ithin a single country or country 

grouping. 

C
ountry-level certifications range from

 entry to highest level: S
elect, Prem

ier and G
old 

C
ertification.

For the N
ew

 S
elect, Prem

ier and G
old Requirem

ents visit C
hannel Partner Program

 Evolution 
w

ebsite
 

N
EX

T
C
O
N
TEN
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B
A
C
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Partner program
s

R
esale C

hannel P
rogram

A
uthorized P

artner P
rogram

 (A
P

P)
A

uthorized Technology P
rovider (ATP)

C
loud and M

anaged S
ervices P

rogram
 (C

M
S

P)

Each certification level has specific requirem
ents in these areas:

1. 
S

pecializations in sales, technical, and lifecycle services training 
2. 

N
um

ber of individuals that hold career certifications 
3. 

S
ervice and support capabilities relevant to each certification level 

4. 
C

ustom
er satisfaction ratings as required by certification level

5. 
N

um
ber of H

ybrid IT S
ervices as required by certification level 

Fig 1 C
ertification Portfolio

S
p

e
c

ia
liz

a
tio

n
 

�
A

ny E
xpress S

pecialization O
R

 
�

A
ny A

dvanced S
pecialization 

 C
S

A
T

 

�
10 em

ail addresses 
�

Low
-score surveys follow

 up in P
A

L 
tool 

 H
Y

B
R

ID
 IT 

�
1 H

ybrid IT S
ervice 

 2
 C

C
x

x
*
 

(any C
C

N
A

 + any other 
C

C
N

A
/C

C
D

A
/or higher) 

*updated requirem
ent since 23 O

ctober 
2017 

 
 

S
p

e
c

ia
liz

a
tio

n
 

�
A

ny E
xpress S

pecialization O
R

 
�

A
ny A

dvanced S
pecialization 

 C
S

A
T

 

�
O

ptional (only if participating in 
V

IP
) (10 em

ail addresses and Low
-

score surveys follow
 up in P

A
L 

tool) 
  

 

S
p

e
c

ia
liz

a
tio

n
 

�
E

nterprise N
etw

orks A
rchitecture 

and S
ecurity A

rchitecture 
(m

andatory) 
�

Tw
o A

rchitectures out of: 
C

ollaboration, D
ata C

enter, S
ervice 

P
rovider 

C
S

A
T

 

�
30 em

ail addresses 
�

Low
-score surveys follow

 up in P
A

L 
tool 

H
Y

B
R

ID
 IT 

�
4 H

ybrid IT S
ervices 

 4
 C

C
IE

s
 

1 B
usiness V

alue P
ractitioner* 

*B
V

P
 rem

oved from
 G

old requirem
ents 

on 7 O
ctober 2017 

*M
andatory from

 1 A
ugust 2015 onw

ards 

C
isco R

esale C
ertification P

ath 

Fig 1.1 

Financial B
enefits 

•
E

ligibility for participating in C
isco 

C
hannel Incentive P

rogram
s 

•
H

igher cap for C
isco products for 

internal use (N
FR

) 
•

C
om

petitive pricing  
•

E
ligibility for V

IP
 w

ith C
isco 

S
pecializations 

 N
on-financial B

enefits 
•

P
rem

ier C
ertification recognition 

and certificate 
•

P
re-requisite for P

artner P
lus 

E
lite 

•
A

ccess to C
isco B

randed 
S

ervices 

   

*M
andatory from

 1 A
ugust 2015 onw

ards 

C
isco R

esale C
ertification B

enefits 

Financial B
enefits 

•
E

ligibility for participating in C
isco 

C
hannel Incentive P

rogram
s 

•
H

ighest cap for C
isco products for 

internal use (N
FR

) 
•

H
ighest com

petitive pricing 
•

E
ligibility for V

IP
 rebate w

ith 
A

rchitecture S
pecializations 

•
E

xtra 1%
 V

IP
 for G

old 

N
on-financial B

enefits 
•

G
old C

ertification recognition, 
logo and plaque 

•
P

re-requisite for 1TIE
R

 
P

artnership w
ith C

isco 
•

A
ccess to  C

isco S
ervice P

artner 
P

rogram
 (C

S
P

P
) and P

artner 
S

upport S
ervice (P

S
S

) 

Financial B
enefits 

•
R

elationship w
ith C

isco 
•

A
ccess to N

FR
 (N

ot For R
esale) 

discounts 
•

E
ligibility for participating in 

C
isco C

hannel Incentive 
P

rogram
s 

 N
on-financial B

enefits 
•

S
elect logo 

•
A

ccess to m
arketing tools 

•
P

re-requisite for P
artner P

lus 
P

restige 

  

M
ultinational C

ertification: Recognizes partners w
ith expertise in selling, deploying and 

supporting C
isco integrated solutions across m

ultiple countries w
ithin a given C

isco theater. 
Partners that achieve the required num

ber of Prem
ier and G

old certifications w
ithin sub-region 

w
ill be recognized as a M

ultinational C
ertified Partner for that sub-region. To qualify, a partner 

m
ust have a m

ultinational resale agreem
ent for the subject. 

G
lobal G

old C
ertification: O

n 23rd M
ay 2017 C

isco announced the G
lobal G

old C
ertification 

Program
. W

ith this announcem
ent, w

e are retiring the G
lobal certification. Partners w

ishing 
to sell and support C

isco solutions globally should instead invest in the new
 G

lobal G
old 

certification tier. Learn m
ore about the new

 G
lobal G

old certification at  
w

w
w

.cisco.com
/go/globalgold

R
esale C

hannel Program

N
EX

T
C
O
N
TEN

TS
B
A
C
K

C
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Partner program
s

R
esale C

hannel P
rogram

A
uthorized P

artner P
rogram

 (A
P

P)
A

uthorized Technology P
rovider (ATP)

C
loud and M

anaged S
ervices P

rogram
 (C

M
S

P)

C
isco S

pecialization

C
isco specializations reflect a partner’s skills depth in a particular technology or architecture. 

There are three levels of specialization: Express, A
dvanced, and M

aster, each representing 
greater capabilities in sales, technical, and lifecycle services. S

pecializations concentrate on 
specific technology or architecture areas and offer key differentiation in the m

arketplace.

B
y achieving specializations, partners have proven they have the sales, technical, and 

lifecycle services expertise specific to a technology or architecture and are able to plan, 
design, im

plem
ent, and operate business solutions in custom

er environm
ents. S

pecializations 
are earned by m

eeting requirem
ents in tw

o key areas: training and exam
 requirem

ents and 
role requirem

ents w
ithin the com

pany. B
e sure to review

 the specific requirem
ents for each 

specialization.

Fig 2 S
pecialization Portfolio

C
isco R

esale S
pecialization and ATP P

ath 
w

w
w.cisco.com

/go/specializations 

C
hoose A

rchitecture 
E

xpress 
A

TP
  

(Invite only) 
A

dvanced 
Technology 

A
dvanced 

A
rchitecture 

M
aster 

E
n

te
r
p

r
is

e
 

N
e

tw
o

r
k

in
g

 

 

S
M

B
 S

p
e
c
ia

liz
a
tio

n
*
 

E
x
p

r
e
s
s
 F

o
u

n
d

a
tio

n
*
 

E
x
p

r
e
s
s
 N

e
tw

o
r
k
in

g
*
 

E
xpress S

pecialization - 
N

e
tw

o
r
k
in

g
 T

r
a
c
k
 N

E
W

 

 E
x
p

r
e
s
s
 S

e
c
u

r
ity

*
 

E
xpress S

pecialization - 
S

e
c
u

r
ity

 T
r
a
c
k
 N

E
W

 

 E
xpress S

pecialization  - 
D

a
ta

 C
e
n

te
r
 T

r
a
c
k
 N

E
W

 

S
e

c
u

r
ity

 

D
a

ta
 C

e
n

te
r
 

C
o

lla
b

o
r
a

tio
n

 

S
e

r
v

ic
e

 P
r
o

v
id

e
r
 

V
id

e
o

*
 

C
o

lla
b

o
r
a
tio

n
*
 

E
xpress S

pecialization -  
C

o
lla

b
o

r
a
tio

n
 T

r
a
c
k
 

N
E

W
 

V
id

e
o

 T
r
a
c
k
 N

E
W

 

  E
x
p

r
e
s
s
 S

e
r
v
ic

e
 

P
r
o

v
id

e
r
*
  

E
xpress S

pecialization - 
S

P
 T

r
a
c
k
 N

E
W

 

 

U
n

ifie
d

 A
c
c
e

s
s
*
*
 

C
o

r
e
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C
ontinuous Learning - N

ew
 S

pecialization R
enew

al Process

C
ontinuous Learning points are required for renew

ing S
pecializations from

 O
ctober 31, 2016. 

C
ontinuous Learning courses align to C

isco’s G
o-To-M

arket strategy. C
ontinuous Learning 

recognizes w
hat Partner engagem

ent beyond core S
pecialization training, for w

hich they m
ay 

receive credit. If the content is in the C
ontinuous Learning Library, the points count tow

ards 
S

pecialization renew
al.

C
ontinuous Learning points are earned annually based on S

pecialization anniversary date.

Points required for renew
al:

A
rchitecture: 100

A
dvanced: 80

Express: 40

W
hat’s next? 

V
isit your profile in Program

 M
anagem

ent and A
pplication/C

ontinuous learning view
 tab and 

check your current C
ontinuous learning status. You can see there how

 m
any points you have 

already accrued and the full list of available C
ontinuous learning trainings. B

uild out a calendar 
plan and know

 your status for the next specialization’s renew
al.

V
isit G

etting started w
ith C

ontinuous learning to get assets helping you m
anage your 

C
ontinuous Learning points.

Program
 Rew

ards

C
isco is com

m
ited to incentivise partners for your loyalty to C

isco and for your value-add 
to custom

ers—through econom
ic incentives, new

 w
ays to capitalize on the C

isco brand, 
preference w

ith the C
isco sales organization, co-m

arketing opportunities and funding, and a 
variety of service enablem

ent program
s.

A
s you continue to invest in certifications and specializations, econom

ic incentive program
s 

such as the Value Incentive Program
 (V

IP), H
unting (form

erly O
IP), S

olution Led S
elling 

(form
erly S

IP), Team
ing (form

erly TIP) as w
ell as our M

igration Incentive Program
 (M

IP) 
becom

e key tools in driving profitable grow
th.

R
esale C

hannel Program

N
EX

T
C
O
N
TEN

TS
B
A
C
K

C
ontinued...
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s

R
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A
uthorized P
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P)
A
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C
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rogram
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M
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Tips to be successful 
In order to m

ake it easier to m
anage the program

 requirem
ents, C

isco now
 offers partners the 

follow
ing m

aterials: 

•	
 Partner C

entral Program
 N

otifications area: A
ll changes to Resale C

hannel Program
 

requirem
ents w

ill be posted here. W
e recom

m
end to check this w

eb site on a regular 
basis for latest updates.

•	
 M

y C
isco Event C

alendar: M
y C

isco Events C
alendar w

ill show
 you events aligned w

ith 
your personal profile, in your location and at the tim

e you select. You can custom
ize your 

view
, use the tool to register for events, and m

anage your calendar online.
•	

 Program
 M

anagem
ent and A

pplication (w
w

w
.cisco.com

/go/pm
a) provides a single 

application process for the follow
ing C

isco Program
s: C

ertifications, S
pecializations, 

C
loud and M

anaged S
ervices Program

 (C
M

S
P) and A

uthorized Technology Provider 
(ATP). Feature of PM

&
A

: A
n intuitive user experience w

ith integrated reporting 
capabilities/Focused m

essaging and alerts throughout the program
 lifecycle/G

reater 
visibility and clear direction to address com

pliance questions/A
 flexible architecture that 

responds to evolving partner needs

Learn m
ore 

Log in http://w
w

w
.ciscoprogram

s.com
/ and search for C

isco C
hannel Partner Program

 to 
get the latest V

ideo on dem
and.

Related U
RLs and Tools

•	
 Program

 M
anagem

ent &
 A

pplication (PM
&

A
)

•	
 C

hannel Partner Program
•	

 C
ontinuous learning for S

pecializations renew
als

•	
 H

ybrid IT Practice B
uilder

•	
 H

ybrid IT C
ertification R

equirem
ents

•	
 S

pecialization R
ole R

equirem
ents

•	
 Program

 N
otifications

•	
 C

isco C
hannel Program

 A
udit &

 Policies D
ocum

ent

Partner Learning and Training

•	
 C

isco G
lobal Learning Partner Locator

•	
 C

isco Training R
esources

•	
 C

ertifications O
nline S

upport 
•	

 C
ertification Tracking S

ystem
 (C

isco C
areer C

ertifications Tracking S
ystem

 
provides a record of exam

 history and certification) 
•	

 S
ales C

onnect – Take advantage of program
 related G

lobal S
ales Kits that include 

resources and training related m
aterials 

A
ll the partner tools can be accessed only by registered partners and assigned to com

pany 
individuals.

C
ontact D

etails for S
upport or Q

ueries
Partners can open cases in C

ustom
er S

ervice C
entral (C

S
C

), available through M
y C

isco 
W

orkspace. V
isit https://w

w
w

.cisco.com
/cisco/psn/w

eb/w
orkspace

R
esale C

hannel Program

N
EX

T
C
O
N
TEN

TS
B
A
C
K
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Partner program
s

R
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hannel P
rogram

A
uthorized P

artner P
rogram

 (A
P

P)
A

uthorized Technology P
rovider (ATP)

C
loud and M

anaged S
ervices P

rogram
 (C

M
S

P)
A

uthorized Partner Program
 (A

PP)

A
uthorized Partner Program

 (A
PP)

O
verview

The C
isco A

uthorized Partner Program
 bridges tw

o im
portant pillars in the partner portfolio: 

the A
uthorized Technology Provider (ATP) Program

 and the S
pecialization program

. 

N
ote: The A

uthorized Partner Program
 is not a specialization and does not count tow

ard C
isco 

certification (S
elect, Prem

ier, or G
old).

D
escription

A
uthorized C

onnected G
rid

C
isco announced the end of life of the C

isco C
onnected G

rid A
PP program

, effective 
M

arch 9, 2017. A
fter July 31 2017, all C

onnected G
rid A

PP credentials w
ill be rem

oved for all 
partners.

Learn m
ore http://w

w
w

.cisco.com
/c/dam

/en_us/partners/services/resources/pm
c/ 

dow
nloads/eol-connected-grid.pdf

Related U
RLs and Tools

•	
 A

uthorized Partner 
•	

 C
hannel Partner Program

  
•	

 Program
 N

otifications  

C
ontact D

etails for S
upport or Q

ueries
Partners can open cases in C

ustom
er S

ervice C
entral (C

S
C

), available through M
y C

isco 
W

orkspace. V
isit https://w

w
w

.cisco.com
/cisco/psn/w

eb/w
orkspace

N
EX

T
C
O
N
TEN

TS
B
A
C
K
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Partner program
s

R
esale C

hannel P
rogram

A
uthorized P

artner P
rogram

 (A
P

P)
A

uthorized Technology P
rovider (ATP)

C
loud and M

anaged S
ervices P

rogram
 (C

M
S

P)
A

uthorized Technology Provider (A
TP)

A
uthorized Technology Provider 

(ATP)
O

verview
The ATP Program

 allow
s C

isco to define the core know
ledge and skills required to deploy an 

advanced /em
erging technology, w

hile the m
arket opportunity is being defined and developed. 

A
s a particular technology progresses along the product life cycle and C

isco training and 
support becom

es defined and scalable, an ATP offering m
ay evolve into a specialization or 

other channel program
. O

ccasionally an ATP offering m
ay be w

ithdraw
n.

A
vailable R

esale ATP Product tracks are:

C
isco R

esale S
pecialization and ATP P

ath 
w

w
w.cisco.com

/go/specializations 

C
hoose A

rchitecture 
E

xpress 
A

TP
  

(Invite only) 
A

dvanced 
Technology 

A
dvanced 

A
rchitecture 

M
aster 
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Partner Eligibility
The ATP Program

 is an invitation-only program
. To participate in the ATP Program

, partners 
m

ust already possess relevant job/industry/m
arket credentials in the ATP focused technology.

N
ew

 Features
2017-A

ug-15
A

nnouncing V
ideo C

ollaboration trainings and exam
s update  

(PD
F - 601 K

B) 

2017-A
pril-26

A
nnouncing updates to the C

isco TelePresence®
 V

ideo M
aster 

A
uthorized Technology Provider (A

TP) Program
 (PD

F - 235 K
B) 

2017-M
ar-09

EO
L of the S

oftw
are-as-a-S

ervice (S
aaS) R

esale A
uthorized 

Technology Provider (A
TP) Program

 (PD
F - 137 K

B) 

D
escription

The ATP Program
 is a resell program

 for channel partners w
ho have relevant job/industry/m

arket 
credentials in the subject technology and are able to provide the follow

ing services to custom
ers:

•	
Planning

•	
D

esign 
•	

Im
plem

entation
•	

O
peration 

•	
O

ptim
ization 

•	
Professional S

ervices
•	

Post-sales S
upport

  

N
EX

T
C
O
N
TEN

TS
B
A
C
K

C
ontinued...
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Program
 Participation

The ATP Program
 is an invitation-only program

. To participate in the ATP Program
, partners 

m
ust already possess relevant job/industry/m

arket credentials in the ATP focused technology.

Participation in a C
isco ATP program

 allow
s C

isco channel partners to develop and 
dem

onstrate expertise in specific advanced or em
erging technologies through specialized 

training. Q
ualified C

isco ATP partners (those m
eeting all program

 requirem
ents) are 

recognized on the C
isco Partner Locator, allow

ing them
 to differentiate them

selves from
 

com
petitors and providing the opportunity to enter into new

 m
arkets.

Program
 Im

plem
entation

The ATP Program
 is a global channels program

, but recognizes that each theater has unique 
m

arket characteristics that im
pact the tim

ing and im
plem

entation of these advanced/em
erging 

technologies. Theater im
plem

entation of ATP program
s is optional. The ATP Program

 is 
separate from

 the C
hannel Partner C

ertification and S
pecialization Program

s. Individual ATP 
program

s are entirely governed by their associated Program
 Requirem

ent D
ocum

ent (PR
D

) 
available on the specific ATP program

 w
eb page. 

Related U
RLs and Tools

Partner locator:  
http://tools.cisco.com

/W
W

C
hannels/LO

C
A

TR
/openB

asicS
earch.do

A
TP Program

 details:
http://w

w
w

.cisco.com
/go/atp

U
sing S

ales C
onnect: 

http://ciscosalesconnect.com
/

C
ontact D

etails for S
upport or Q

ueries
Partners can open cases in C

ustom
er S

ervice C
entral (C

S
C

), available through M
y C

isco 
W

orkspace. V
isit https://w

w
w

.cisco.com
/cisco/psn/w

eb/w
orkspace. 

•	
O

n the C
ustom

er S
ervice C

entral m
odule click “O

pen a C
ase” tab

•	
For S

tep 1 of case select the case type:
•	

U
nder “Program

 & Tool S
upport” click “V

iew
 A

ll”
•	

C
lick “C

ert & S
pec S

tatus and A
udit G

uidance”
•	

For S
tep 2 of case add the S

ubject and D
escription of the request and click “N

ext”
•	

For S
tep 3 of case add your C

om
pany nam

e, select the G
eography, and select the Tool 

(Program
 M

anagem
ent and A

pplication) and click “N
ext”

•	
For S

tep 4 of case you have the option to add an alternative contact & to add additional 
contacts to be copied on em

ail correspondence and click “S
ubm

it C
ase”

A
uthorized Technology Provider (A

TP)

N
EX

T
C
O
N
TEN

TS
B
A
C
K



20
S

ubm
it Feedback

C
isco partner basics

Partner readiness fram
ew

ork
Partner program

s
S

ervices
S

ell & m
arket cisco

D
eal optim

isation
Partner assistance

A
cronym

s

C
heck for updated version

Partner G
uide EM

EA
R | ©

 2017 C
isco System

s, Inc. A
ll rights reserved. C

isco C
onfidential and Proprietary Inform

ation

Partner program
s

R
esale C

hannel P
rogram

A
uthorized P

artner P
rogram

 (A
P

P)
A
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M
S

P)

C
loud and M

anaged S
ervices 

Program
 (C

M
S

P)
O

verview
The C

loud and M
anaged S

ervices Program
 (C

M
S

P) provides you w
ith go to m

arket confidence 
that your services are backed by C

isco validated architectures, technology and support. 

The program
 allow

s you to offer as-a-service delivery m
odels in your solutions, so you can 

have a deeper conversation w
ith your custom

ers and support their digital transform
ation. It 

is designed to help show
case how

 you’re prepared to solve your custom
ers’ business needs 

w
hile m

axim
izing the return on your investm

ent. 

N
ew

 Features 
•	

Expansion and evolution of our C
isco Pow

ered services portfolio 
•	

A
ll partners, cloud or m

anaged, can earn M
arket D

evelopm
ent funds for Providers (M

D
F 

for Providers) by m
eeting the eligibility criteria. These funds can be used for dem

and-
generation, enablem

ent, and business developm
ent activities to m

arket their C
isco-

pow
ered offers and build brand aw

areness.
•	

S
im

plified Pricing now
 has a single unified discount level in each group of countries for 

C
M

S
P partners (M

aster and A
dvanced) that offer C

isco Pow
ered services.

•	
W

e have introduced additional cross-architecture discounts w
ith the Enterprise 

N
etw

orking (EN
) D

ynam
ic O

ffers prom
otion, enabling partners to earn an increm

ental 
discount over S

im
plified Pricing depending on deal com

position and size.
•	

For the latest program
 updates, view

 the Pow
er H

our m
aterial here.

S
tay up to date on the latest Program

 N
otifications 

     

D
escription

A
bout the Program

C
M

S
P is a com

prehensive fram
ew

ork that helps you deliver a diverse set of connectivity, 
security, infrastructure, and collaboration services to your custom

ers. It enables, rew
ards, and 

governs how
 you offer cloud, m

anaged, or cloud m
anaged D

N
A

 services branded as C
isco 

Pow
ered. You can choose from

 one of the three levels that m
eets your business needs: 

M
aster, A

dvanced or Express. 

C
ustom

ers are changing the w
ay they buy products and services. C

loud and m
anaged 

services can help accelerate their com
petitive advantage, rapidly deploy the latest technology, 

and ensure a predictable cost structure. A
s a result, they seek:

•	
Im

proved reliability and scalability globally 
•	

Freedom
 to focus on core business, w

hile outsourcing contextual IT services
•	

A
ccelerated tim

e to m
arket w

ith the latest technologies, softw
are as a service (S

aaS), 
and IT as a service

•	
A

bility to lim
it ongoing capital investm

ents and gain greater flexibility in m
anaging their IT 

spending

C
isco Pow

ered S
ervices Portfolio

Partners can deliver a w
ide variety of C

isco Pow
ered services through the C

M
S

P program
. 

C
M

S
P partners are required to m

eet the published requirem
ents for each C

isco Pow
ered 

service they deliver. B
elow

 are the new
 C

isco Pow
ered services recently added to the portfolio: 

•	
C

loud M
anaged S

D
-W

A
N

 
 ○  allow

s you to choose am
ong m

ultiple architectures to offer a flexible cloud-m
anaged 

S
D

-W
A

N
 solution to your end custom

ers. The options include C
isco V

irtual M
anaged 

S
ervices, M

eraki and V
iptela (future).

•	
C

loud M
anaged S

ecurity
 ○  enables you to deliver a suite of virtualized m

anaged security services w
ith both virtual 

and physical custom
er prem

ises equipm
ent (C

PE) and data center appliances. It also 
includes best-in-class S

aaS
 offerings such as U

m
brella and A

M
P.

•	
C

isco S
park S

P
 ○  allow

s you to com
bine H

osted C
ollaboration S

olution, C
isco S

park for m
eetings and 

C
loud C

onnected audio am
ong other offerings.

N
EX

T
C
O
N
TEN

TS
B
A
C
K

C
ontinued...



21
S

ubm
it Feedback

C
isco partner basics

Partner readiness fram
ew

ork
Partner program

s
S

ervices
S

ell & m
arket cisco

D
eal optim

isation
Partner assistance

A
cronym

s

C
heck for updated version

Partner G
uide EM

EA
R | ©

 2017 C
isco System

s, Inc. A
ll rights reserved. C

isco C
onfidential and Proprietary Inform

ation

Partner program
s

R
esale C

hannel P
rogram

A
uthorized P

artner P
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P)
A

uthorized Technology P
rovider (ATP)

C
loud and M
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ervices P

rogram
 (C

M
S

P)

Enablem
ent

w
w

w
.hybriditpracticebuilder.com

 
C

loud &
 M

anaged S
ervices Partner C

om
m

unity

Program
 (C

M
S

P)

B
enefits

M
D

F for Providers
•	

M
arket D

evelopm
ent Funds O

verview
 and M

D
F for providers T&

C
s

•	
 R

equirem
ents S

um
m

ary
•	

 Eligible S
ervices

•	
 Eligible A

ctivities
•	

 Funding A
pproval S

teps
•	

 Funding R
ules

B
randing
•	

C
M

S
P M

aster Provider B
rand and C

isco Pow
ered S

ervices D
esignation

 ○ Partner Logos

Financial R
ew

ards
•	

C
M

S
P S

im
plified Pricing: w

w
w

.cisco.com
/go/sim

plifiedpricing
•	

A
ccess to increm

ental upfront discount incentives
 ○ EN

 D
ynam

ic O
ffers

 ○M
igration Incentive Program

: w
w

w
.cisco.com

/go/m
ip

•	
Value Incentive Program

 w
w

w
.cisco.com

/go/vip

O
ther B

enefits
•	

C
M

S
P M

aster C
ertified Partners can becom

e eligible for C
ollaborative S

ervices offers 
under the C

isco S
ervices Partner Program

 (C
S

PP). Find m
ore

•	
C

M
S

P C
ertified Partners are eligible to becom

e H
ost or A

gent Partner w
ithin G

lobal 
Partner N

etw
ork w

w
w

.cisco.com
/go/gpn

Tips to be successful
N

ew
 Partners:

•	
w

ork w
ith your C

isco account team
 to determ

ine if C
M

S
P fits your business m

odel
•	

ask your C
isco A

ccount team
 to provide you w

ith the Partner O
nboarding Playbook

•	
review

 C
isco Pow

ered S
ervices Requirem

ents and C
M

S
P A

udit Requirem
ents 

Existing Partners:
•	

take advantage of M
D

F for providers to plan your m
arket developm

ent activities through 
the year 

•	
review

 requirem
ents for strategic C

isco Pow
ered services to expand your portfolio and 

becom
e eligible for additional M

D
F benefits 

•	
use S

im
plified Pricing for predictable discounts on cloud and m

anage deals
•	

get additional discounts on top of S
im

plified Pricing w
hen you bundle products w

ith EN
 

D
ynam

ic O
ffers

Learn m
ore

R
equirem

ents
•	

 C
isco C

hannel Program
 A

udit & Policies D
ocum

ent - w
w

w
.cisco.com

/go/audit
•	

 C
isco Pow

ered C
loud and M

anaged S
ervices Portfolio R

equirem
ent docum

ent

Related U
RLs and Tools

C
M

S
P w

ebsite w
w

w
.cisco.com

/go/cm
sp

C
M

S
P and C

isco Pow
ered Requirem

ents w
w

w
.cisco.com

/go/audit
C

M
S

P A
pplication Tool w

w
w

.cisco.com
/go/pm

a
C

loud and M
anaged S

ervices M
arketplace https://m

arketplace.cisco.com
/cloud

Partner Logos
Partner Locator w

w
w

.cisco.com
/go/partnerlocator 

S
im

plified Pricing w
w

w
.cisco.com

/go/sim
plifiedpricing

Prom
otions and Incentives

Program
 N

otifications

C
ontact D

etails for S
upport or Q

ueries
C

ontact your C
isco Partner A

ccount M
anager for m

ore details
For tools and program

m
atic questions contact C

isco Partner S
upport w

w
w

.cisco.com
/go/cs 

C
loud and M

anaged S
ervices Program

 (C
M

S
P)
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The C
isco S

ervices Partner Program
 provides the fram

ew
ork for our services business 

relationship w
ith our partners and defines program

 elem
ents such as offer eligibility, 

com
pensation, perform

ance m
anagem

ent, and associated legal term
s and conditions as our 

partner’s access, sell, and deliver value-based services together w
ith C

isco. The program
 

is closely aligned to the C
isco C

hannel Partner Program
 to further extend the benefits 

our partners w
ill receive from

 their investm
ents in C

isco certifications, specializations, and 
designations. This value-based program

 includes perform
ance m

etrics designed to:

•	
Enhance your profitability

•	
Rew

ard you for perform
ance through com

pensation

•	
M

easure and rew
ard services sales and delivery independently across all services

A
s the program

 continues to evolve through the next generation of program
m

atic 
im

provem
ents and acquisition integrations, it is im

portant to us to keep you inform
ed about the 

latest benefits and value drivers for your business. 

D
escription

There are tw
o distinct service fam

ilies w
ithin the C

isco S
ervices Partner Program

. The figure 
show

s the service fam
ilies your business has access to under the program

, depending on 
your eligibility. 

A
ll partners enrolled in the C

isco S
ervices Partner Program

 are eligible to resell C
isco B

randed 
S

ervices (TS
, A

S
, or EM

S). S
pecific eligibility requirem

ents and ATP restrictions could apply. 
Partners for each offer are required to com

ply w
ith the R

esale of C
isco S

ervices G
eneral 

Term
s for each S

ervice listed in the legal services descriptions: Technical S
ervices | 

A
dvanced S

ervices. C
om

pliance M
anagem

ent C
onfiguration S

ervice is currently listed on 
Technical S

ervices tab instead of Enhanced M
anagem

ent S
ervices.

B
enefits of the Program

The C
isco S

ervices Partner Program
 gives you the opportunity to:

•	
Participate in a consistent program

 that builds on every aspect of your relationship w
ith us

•	
Earn value-based rew

ards m
ore frequently, as w

e pay rebates on a quarterly basis

•	
Realize higher returns on your existing investm

ents w
ith us

•	
Increase your m

arket differentiation and expand into new
 m

arkets

•	
Take advantage of a sim

plified approach through one contract and program
 to m

anage 
your services relationship w

ith us

•	
C

hoose the services offerings that best m
eet your business m

odels and investm
ent 

strategies w
hile further differentiating yourself from

 your com
petitors

•	
M

aintain eligibility based on investm
ents in the C

isco C
hannel Partner Program

 and 
C

loud and M
anaged S

ervices Program
 certifications, specializations, and designations

V
isit w

w
w

.cisco.com
/go/C

S
PP

 to learn m
ore. 

N
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C
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Partner S
upport S

ervices Eligibility Requirem
ents

Partner S
upport S

ervice provides Technical S
upport C

apabilities and Insights that result in 
increased services revenue opportunities, low

er operational support costs, and im
proved 

custom
er loyalty

Partner S
upport S

ervices, or P
S

S
, as it is often referred to, is restricted to partners w

ho have 
achieved the m

inim
um

 perform
ance threshold as docum

ented in the C
S

PP Perform
ance 

M
anagem

ent A
ppendix and Exhibit.

There are 3 m
ain P

S
S

 flavours:

P
S

S
 B

road covers m
ost of the standard products but does not allow

 partners to resale P
S

S
 

for TP V
ideo or U

C
C

. In order to becom
e P

S
S

 B
road eligible, partners m

ust be certified G
old 

or have C
M

S
P m

aster and prem
ier certification

To be eligible for P
S

S
 D

eep, partners do not need to be certified G
old or C

M
S

P m
aster

To be able to resell P
S

S
 D

eep V
ideo (O

nly Telepresence and V
ideo), partners do require a 

m
inim

um
 video specialisation of m

aster ATP

For PS
S

 D
eep U

C
C

, w
hich enables partners to cover O

N
LY U

nified C
ontact C

enter Equipm
ent, 

partners need the U
C

C
 ATP specialisation. 

N
ote: To becom

e eligible for both B
road and D

eep, partners m
ust achieve the m

inim
um

 
perform

ance thresholds, pass the Technical S
ervices D

elivery Validation, and request 
enrolm

ent in PPE. 

S
S

D
I - S

ervice S
ales D

iscount Incentive
S

S
D

I is an increm
ental discount offered to EM

EA
R Partners O

N
LY - if they achieve higher 

perform
ance thresholds – over and above the current thresholds to achieve P

S
S

 Eligibility.

EM
EA

R P
S

S
 Partners are able to gain an additional 10%

 discount on top of their current 
P

S
S

 discount, if they achieve higher thresholds, as docum
ented in the C

S
PP Perform

ance 
M

anagem
ent A

ppendix and Exhibit.

W
hat’s m

ore, in order to achieve the additional discount, the partner m
ust purchase via the 

D
istribution channel.  

A
ll custom

er segm
ents are eligible, as long as the partner achieves the stated thresholds, and 

purchases through D
istribution.

Learn m
ore 

S
ales C

onnect – G
lobal S

ales K
it

https://salesconnect.cisco.com
/#/program

/PA
G

E-5699

C
isco S

ervices Partner Program
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Related U
RLs and Tools 

Program
 R

elated R
esources

w
w

w
.cisco.com

/go/cspp

Eligibility R
equirem

ents
https://w

w
w

.cisco.com
/c/dam

/en_us/partners/services/cspp/dow
nloads/eligibility-

requirem
ents-playbook.pdf

Program
 G

uide
https://w

w
w

.cisco.com
/c/dam

/en_us/partners/services/cspp/dow
nloads/cspp-global-

program
-guide.pdf

Eligible B
ookings G

uide

https://w
w

w
.cisco.com

/c/en/us/partners/partner-w
ith-cisco/services-partner-program

-
cspp/program

-docs.htm
l

Perform
ance M

anagem
ent A

ppendix
http://w

w
w

.cisco.com
/w

eb/partners/services/cspp/services-partner.htm
l

Program
 O

perations G
uide

https://w
w

w
.cisco.com

/c/dam
/en_us/partners/services/cspp/dow

nloads/cspp-external-
operations-guide-global.pdf 

Technical S
ervices

http://w
w

w
.cisco.com

/w
eb/about/doing_business/legal/service_descriptions/index.

htm
l#%

7E1

A
dvanced S

ervices
http://w

w
w

.cisco.com
/w

eb/about/doing_business/legal/service_descriptions/index.
htm

l#%
7E2

C
ontact D

etails for S
upport or Q

ueries 
C

ustom
er S

ervice C
entral

https://w
w

w
.cisco.com

/cisco/psn/w
eb/w

orkspace 

C
isco S

ervices Partner Program
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S
ervices Prom

otions
EM

EA
R M

ulti-Year S
ervices Prom

otions
O

verview
 

Available from
 30-July-2017 to 28-July-2018.

U
nder this prom

otion 1-Tier & 2-Tier partners w
ill receive up an attractive prom

otional discount 
w

hen ordering a 3 year and/or 5 year services contract.

Partners m
ust order via an authorized distributor in order to receive the benefits of this 

prom
otion by using either the C

isco S
ervices C

ontract C
entre (C

S
C

C
) or C

isco C
om

m
erce 

W
orkspace (C

C
W

).

D
escription

C
om

petitive discounts on 3 year and 5 year services contracts for:

•	
S
m
art	C

are	N
et	Total	C

are	(S
N
TC

)
•	

S
N
TC

	for	C
isco	U

nified	C
om

puting	S
ystem

	(U
C
S)

•	
D
istributor	S

upport	S
ervice	(D

S
S)	

•	
Essential	O

perate	S
ervices	(C

B
S)	for	TelePresence	(TP) 

C
isco S

oftw
are S

upport S
ervice (S

W
S

S) EC
M

U
 S

KU

Please note the 5year M
Y S

ervices prom
otion is not available in Russia or C

IS
.

Related U
R

Ls and Tools 

3yr M
Y: http://w

w
w

.cisco.com
/c/en/us/partners/sell-integrate-consult/incentives-

prom
otions/3-year-m

ulti-year-services-em
ear.htm

l

5yr M
Y: http://w

w
w

.cisco.com
/c/en/us/partners/sell-integrate-consult/incentives-

prom
otions/5-year-m

ulti-year-services.htm
l
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S
ervices Tools

S
ervice Tool

Functionality
U

R
L

S
A

M
T

U
pdating contracts to C

C
O

 user profiles to allow
 access to the service deliverables such as raising TA

C
 cases 

and R
M

A’s
S

ervice A
ccess M

anagem
ent Tool

TP
V (Total Program

 V
iew

)
M

easure & M
anage your perform

ance inline w
ith your S

ervice Program
 requirem

ents
w

w
w

.cisco.com
/go/tpv

Enhanced Lim
ited Lifetim

e W
arranty

Providing Partners w
ith inform

ation regarding the LLW
 products

Enhanced LLW

S
ervices for Partners

U
se this site to build and grow

 your services practice, learn about the services you can sell and deliver to your 
custom

ers, and find the tools and other resources to develop new
 capabilities and expertise to m

eet your 
custom

ers’ dem
ands.

S
ervices for Partners

G
lobal S

ervice Price List
A

 sim
ple w

ay for partners to access pricing inform
ation on C

isco S
ervices

G
lobal S

ervice Price List EM
EA

C
onnect D

ots
Find key inform

ation about products and services, and service availability for resellers.
https://connectthedots.cisco.com

/
connectdots/

S
ervice Availability M

atrix (S
A

M
)

Verify the availability of logistics and field engineering services w
orldw

ide.
http://tools.cisco.com

/apidc/sam
/

search.do
S

ervice Finder
S

ervices available by product.
http://w

w
w

.cisco-servicefinder.
com

/S
erviceFinder.aspx N
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S
ell &

 m
arket cisco

M
arketing w

ith 
C

isco
D

ifferential 
B

ehaviours
C

ross S
elling 

and B
undling

O
ther U

pfront P
rogram

s 
and P

rom
otions

P
rofitability 

P
rogram

s
A

ccelerators
Linked 
Incentives

B
eviour 

R
ew

ards
S

pecial 
O

ffers
S

tandalone 
Incentives

M
igration

M
arketing w

ith 
C

isco

M
arketing w

ith C
isco

O
verview

H
ow

 can you engage your custom
ers? 

Engage your custom
ers in new

 w
ays w

ith C
isco’s Engage M

arketing S
uite.

The Engage m
arketing S

uite is a com
bination of “A

ction” through Partner M
arketing C

entral 
and “Education” w

ith training, tips and best practices offered in M
arketing Velocity. Reach 

m
ore prospects and custom

ers, engage m
ore deeply, and increase your revenue. 

M
arketing Velocity

M
arketing Velocity is constantly changing to help increase your m

arketing know
ledge, and help 

you enrich your custom
er interactions. U

se it to access the latest m
arketing trends, w

ebcasts 
from

 experts, and new
 trainings to fuel your m

arketing efforts, increase sales, and position 
your business for the future. 

Partner M
arketing C

entral

S
tart your digital m

arketing execution w
ith our cam

paign delivery and execution platform
, 

personalized to give you exactly w
hat you need to build and deliver cam

paigns. Partner 
M

arketing C
entral m

akes it easy to custom
ize and execute cam

paigns and use new
 digital 

services to create dem
and w

ith inbound, social, and m
ore. A

ccess Partner M
arketing C

entral 
for a one stop shop to engage custom

ers in new
 w

ays. G
et started today on executing 

dem
and generation cam

paigns w
ith C

isco. 

Related U
RLs and Tools

V
isit our Engage M

icrosite - http://w
w

w
.cisco.com

/c/en/us/partners/m
arket.htm

l

V
isit Partner M

arketing C
entral – http://w

w
w

.ciscopartnerm
arketing.com

V
isit M

arketing Velocity - http://w
w

w
.cisco.com

/c/en/us/partners/m
arket/m

arketing-
velocity-best-practices.htm

l

N
EX

T
C
O
N
TEN

TS
B
A
C
K



28
S

ubm
it Feedback

C
isco partner basics

Partner readiness fram
ew

ork
Partner program

s
S

ervices
S

ell & m
arket cisco

D
eal optim

isation
Partner assistance

A
cronym

s

C
heck for updated version

Partner G
uide EM

EA
R | ©

 2017 C
isco System

s, Inc. A
ll rights reserved. C

isco C
onfidential and Proprietary Inform

ation

S
ell &

 m
arket cisco

M
arketing w

ith 
C

isco
D

ifferential 
B

ehaviours
C

ross S
elling 

and B
undling

O
ther U

pfront P
rogram

s 
and P

rom
otions

P
rofitability 

P
rogram

s
A

ccelerators
Linked 
Incentives

B
eviour 

R
ew

ards
S

pecial 
O

ffers
S

tandalone 
Incentives

M
igration

H
unting

Team
ing

D
ifferential 

B
ehaviours 

H
unting

H
unting

O
verview

The C
isco H

unting Incentive is designed to help the profitability and success of its channel 
partners. H

unting rew
ards channel partners w

ho actively identify, develop, and w
in new

 
business opportunities in targeted m

arket segm
ents. This program

 incorporates deal 
registration that is designed to protect the partner’s pre-sales investm

ent and enable them
 to 

focus on value delivery to w
in the opportunity. 

D
escription

Program
 O

bjective 

C
ontribute to C

isco Resellers’ profitability by rew
arding eligible C

isco Resellers for 
prospecting, hunting and w

inning increm
ental opportunities. H

unting Incentive is intended to 
rew

ard the partner for the additional cost of finding new
 opportunities. 

End C
ustom

er Eligibility

The follow
ing types of end-user opportunities are eligible for the Incentive:

1. 
A

ny account that is ‘nam
ed’ to a C

isco A
ccount M

anager. The opportunity m
ust not be 

already forecast by the C
isco A

M
.  

2. 
A

ny account that is ‘non-nam
ed’. The opportunity m

ust be new
 to C

isco.  

N
ote:

To be eligible for the rew
ard, these accounts m

ust currently not be forecasting any business 
opportunities identified by another reseller or C

isco A
ccount M

anager in C
isco’s internal S

ales 
forecast. This w

ill be validated by a S
enior S

ales M
anager or D

irector for this custom
er segm

ent. 

A
ny C

isco em
ployee found to be in collusion w

ith a partner for the purpose of false claim
s, 

personal gain, or abuse of the program
 is in breach of the C

isco C
ode of B

usiness C
onduct

The Incentive cannot be leveraged for Partners’ purchases w
here the Partner/any C

isco 
Partner is the end-user. For such purchases, C

isco recom
m

ends leveraging the N
ot-for-

Resale Program
 (subject to availability), or other applicable program

s.

C
isco Partner eligibility 

S
elect, Prem

ier or G
old C

ertified, C
loud & M

anaged S
ervices M

aster, A
dvanced or Express 

C
ertified, G

lobal C
ertified Partners, M

ultinational C
ertified Partners and U

nified C
om

puting 
Technology S

pecialized.

Product Eligibility

A
ll C

isco products listed on C
isco’s G

lobal Price-list are eligible for H
unting except IR

S
 - 

Incentive Restricted S
KU

s, S
m

artPlay R
ack Paks and third party i.e. S

olutionsPlus products.

N
ot stackable w

ith N
etw

orking A
cadem

y, S
eedIT, N

FR
, C

M
S

P S
im

plified Pricing, P
S

PP Pre-
S

ales, Fast Track Volum
e, Fast Track w

ith S
m

all B
usiness (Pro) or C

isco S
park S

m
all D

eal 
A

ccelerator.

This does not rem
ove the requirem

ent for the reseller to hold the appropriate specialisation 
level for ordering certain products.

D
eal S

ize for A
ll H

unting Eligible D
eals

D
eals in the H

unting Incentive are approved for 180 days (6 m
onths).

M
inim

um
 deal size

•	
$100k list if stacked w

ith P
S

PP
•	

$50k list for U
K&I (apart from

 if the deal is pure M
eraki w

ith no service or if the deal is 
pure C

isco C
loud S

ecurity [C
isco U

m
brella and/or C

isco C
loudlock] in w

hich cases the 
m

inim
um

 is $5k list)
•	

$25k list for R
ussia (apart from

 strong crypto S
KU

s only $5k list)
•	

otherw
ise $5k list in all other cases/countries
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D
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P
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A
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Linked 
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B
eviour 

R
ew
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S
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O

ffers
S
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Incentives

M
igration

H
unting

Team
ing

D
ifferential 

B
ehaviours 

Team
ing D

iscounts &
 S

tacking:

•	
+14%

 w
ith S

ecurity Ignite
•	

+12%
 w

ith “N
et (N

S
O

)” S
KU

s
•	

+10%
 w

ith “M
arket (Energyw

ise, Licences, C
isco S

park, S
aaS)” S

KU
s

•	
+8%

 w
ith “C

ore (C
lassic)” S

KU
s, including M

eraki and –R
F refurbished as w

ell as S
m

all 
B

usiness (Pro) through distribution
•	

+4%
 w

ith “C
om

pute (U
C

S)” S
KU

s
•	

 +4%
 w

hen stacked w
ith Fast Track (except Fast Track Volum

e), P
S

PP - P
ublic S

ector 
Partner Pricing

•	
0%

 w
hen used w

ith S
m

artPlay R
ack Paks

•	
+2%

 w
ith C

isco S
M

A
RTnet, S

olution S
upport for S

oftw
are D

efined A
ccess

A
n 8%

 differential discount is also m
aintained for the H

unting approved partner if the deal 
subsequently requires non-standard pricing.

H
unting
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S
ell &

 m
arket cisco

M
arketing w

ith 
C

isco
D

ifferential 
B

ehaviours
C

ross S
elling 

and B
undling

O
ther U

pfront P
rogram

s 
and P

rom
otions

P
rofitability 

P
rogram

s
A

ccelerators
Linked 
Incentives

B
eviour 

R
ew

ards
S

pecial 
O

ffers
S

tandalone 
Incentives

M
igration

H
unting

Team
ing

D
ifferential 

B
ehaviours 

Team
ing

Team
ing

O
verview

The C
isco Team

ing incentive rew
ards partners w

ith increm
ental discount for value-add and 

pre-sales activities w
hen team

ing early on C
isco led opportunities in all custom

er segm
ents.

B
y team

ing w
ith C

isco early in the sales cycle, together w
e are m

ore likely to w
in the business 

and successfully deploy com
plex architectures.

D
escription

Partner Eligibility:

A
ll C

isco C
ertified Partners (G

old, Prem
ier, and S

elect) and C
M

S
P partners. (M

aster, 
A

dvanced and Express)

C
ustom

er/A
ccount Eligibility:

•	
Team

ing is only available in C
isco identified/led opportunities in the follow

ing custom
er 

segm
ents: Enterprise, S

ervice Provider, P
ublic S

ector, G
lobal (G

ET) A
ccounts and 

nam
ed-C

om
m

ercial. 
•	

Team
ing is available for Resale and M

anaged S
ervice opportunities

•	
O

pportunities in w
hich custom

er contracts or other circum
stances prevent Team

ing 
from

 operating as defined are excluded
•	

For partner identified/led/hunted opportunities H
unting should be used and not Team

ing

Product Eligibility:

A
ll C

isco products listed on C
isco’s G

lobal Price-list are eligible for H
unting except IR

S
 - 

Incentive Restricted S
KU

s, S
m

artPlay R
ack Paks and third party i.e. S

olutionsPlus products. 

N
ot stackable w

ith N
etw

orking A
cadem

y, S
eedIT, N

FR
, C

M
S

P S
im

plified Pricing, A
ssessm

ent 
Led S

elling, P
S

PP Pre-S
ales, Fast Track Volum

e, Fast Track w
ith S

m
all B

usiness (Pro) or C
isco 

S
park S

m
all D

eal A
ccelerator.

This does not rem
ove the requirem

ent for the reseller to hold the appropriate specialisation 
level for ordering certain products.

D
eal Requirem

ents: 

Partners are required to supply the follow
ing inform

ation for deal qualification:

•	
C

ustom
er Inform

ation
•	

B
usiness problem

 and proposed solution
•	

Partner engagem
ent plan w

ith custom
er

•	
Expected team

ing com
m

itm
ents. M

inim
um

 of 2 from
 the follow

ing 6: Technology D
em

o, 
Testing or Proof of C

oncept; Pre-sales Engineering S
upport for A

rchitecture & D
esign; 

N
etw

ork A
ssessm

ent; Pre-sales A
pplication S

upport Plan; S
O

W
 for C

isco A
dvanced 

S
ervices or their ow

n professional services; EB
C

 or C
B

C
 w

ith the C
ustom

er

W
here m

ultiple partners register for Team
ing on the sam

e opportunity, partner subm
issions 

w
ill be review

ed over a pre-defined period of tim
e (up to 30 days). Follow

ing the review
, only 

1 partner can be aw
arded Team

ing. If partners are equally qualified and no objective decision 
can be m

ade, then no Team
ing w

ill be granted for the opportunity.

O
pportunities w

here H
unting have already been approved are not eligible for Team

ing.

O
nce the deal is qualified by C

isco, the partner can continue to develop the opportunity. 
B

efore the deal can be fully approved by C
isco and discounts confirm

ed, the partner m
ust 

subm
it the follow

ing in C
C

W
 and subm

it the deal for approval:

•	
Proof of Pre-sales activity com

pletion 
•	

A
 Joint O

pportunity Plan (tem
plate provided in C

C
W

 tool) 
•	

B
oM

 (and if applicable a trade-in quote)
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P
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P
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A
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R
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M
igration

H
unting

Team
ing

D
ifferential 

B
ehaviours 

D
eal S

ize for A
ll Team

ing Eligible D
eals

M
inim

um
 deal size

•	
$100k list w

ith a m
inim

um
 first order of $50k list

•	
$5k list for strong crypto S

KU
s Russia

Team
ing D

iscounts &
 S

tacking:

•	
+14%

 w
ith S

ecurity Ignite
•	

+12%
 w

ith “N
et (N

S
O

)” S
KU

s
•	

+10%
 w

ith “M
arket (Energyw

ise, Licences, C
isco S

park, S
aaS)” S

KU
s

•	
+8%

 w
ith “C

ore (C
lassic)” S

KU
s, including M

eraki and –RF refurbished as w
ell as S

m
all 

B
usiness (Pro) through distribution

•	
+4%

 w
ith “C

om
pute (U

C
S)” S

KU
s

•	
+4%

 w
hen stacked w

ith Fast Track (except Fast Track Volum
e), PS

PP - Public S
ector 

Partner Pricing
•	

0%
 w

hen used w
ith S

m
artPlay Rack Paks

•	
+2%

 w
ith S

olution S
upport for S

oftw
are D

efined A
ccess

A
n 8%

 differential discount is also m
aintained for the Team

ing approved partner if the deal 
subsequently requires non-standard pricing.

Tips to be successful
If you are engaged early and com

pleting pre-sales activities on all new
 opportunities, speak to 

the C
isco A

M
 and ask if Team

ing is available.

Related U
RLs and Tools

W
ebsites &

 Tools 

Partner C
entral w

ebsite, program
 inform

ation, training & support docum
ents: 

w
w

w
.cisco.com

/go/team
ing

C
C

W
 for deal registration: 

w
w

w
.cisco.com

/go/ccw

C
ontact D

etails for S
upport or Q

ueries
Partners can open cases in C

ustom
er S

ervice C
entral (C

S
C

), available through M
y C

isco 
W

orkspace. V
isit http://w

w
w

.cisco.com
/cisco/psn/w

eb/w
orkspace.

Team
ing S

upport: em
ear-help@

external.cisco.com
 w

ith keyw
ord Team

ing in the subject line

Team
ing
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A
ssessm

ent Led S
elling

P
ublic S

ector P
artner P

ricing (P
S

P
P)

N
etH

ope M
em

ber D
iscount P

rom
otion

B
eviour 

R
ew

ards

A
ssessm

ent Led selling

A
ssessm

ent Led S
elling 

O
verview

C
isco’s A

ssessm
ent Led S

elling rew
ard incentivises partners for driving their Transform

ative 
N

etw
orking (TN

) Practice, w
ith a netw

ork assessm
ent as a key com

ponent of such practice. 
C

isco regards this as a partner’s core value-add-activity in their custom
er relationship, and  

therefore offers additional discount for the custom
er-opportunity that follow

s from
 an 

assessm
ent.

D
escription

Program
 H

ighlights

B
elow

 are the A
ssessm

ent Led S
elling highlights. Please carefully review

 the program
 rules 

for exact details on the program
 (The A

ssessm
ent Led S

elling Term
s and C

onditions are the 
only valid reference-point for the program

).

Program
 O

bjectives

Incentivise C
isco partners and resellers for prospecting and w

inning end-user opportunities 
through deploym

ent of a Transform
ative N

etw
orking practice, based on the use and outcom

e 
of a com

pleted netw
ork A

ssessm
ent.

1. 
S

tim
ulate partners to drive new

 business opportunities w
ith their custom

ers
2. 

Protect and rew
ard the partner for pre-sales investm

ent 
3. 

C
om

pensate pre-sales consultative selling-tim
e for com

pletion of a netw
ork 

A
ssessm

ent and developm
ent of a custom

er lifecycle plan
4. 

Increase partner profitability

Partner participation and enrollm
ent criteria:

A
ssessm

ent Led S
elling is open to all C

isco partners and resellers that are S
elect, Prem

ier 
or G

old-certified. Enrollm
ent prior to subm

itting A
ssessm

ent Led S
elling opportunities is not 

required.

Program
 B

enefits

Increm
ental discount up to 4%

 (rules apply, please refer to the Program
’s T&C

s) that’s stackable 
w

ith H
unting (8%

) for prospecting and w
inning end-user opportunities through deploym

ent of 
an Installed B

ase Lifecycle M
anagem

ent Practice, directly linked to the use and outcom
e of a 

N
etw

ork A
ssessm

ent application.

D
eal S

ubm
ission

A
ll A

ssessm
ent Led S

elling opportunities m
ust be registered by the C

isco partner in C
isco 

C
om

m
erce W

orkspace.

W
ith the deal-subm

ission, partners need to upload:

•	
Full custom

er and project details
•	

S
olid proof of the com

pleted S
m

artcare, third party or distributor supported netw
ork 

assessm
ent w

ith the custom
er

•	
A

 TM
P Trade-In quotation (optional)

A
ssessm

ent Led S
elling deal approval criteria and details

•	
The custom

er assessm
ent needs to be com

pleted betw
een 14 and 365 days prior to 

A
ssessm

ent Led S
elling -deal request-subm

ission

U
pon final approval, C

isco w
ill assign an increm

ental discount to the A
ssessm

ent Led S
elling 

deal. W
hen com

bined w
ith TM

P, partners can m
ake changes to the B

O
M

, and need to add a 
TM

P quotation before ordering is enabled Partners need to ensure that the B
O

M
 m

atches the 
uploaded TM

P-B
O

M
 prior to placing an order.
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N
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ope M
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iscount P

rom
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B
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R
ew

ards

Learn m
ore

M
ore inform

ation about A
ssessm

ent Led S
elling program

 rules, training and tips can be 
view

ed on partner central:
w

w
w

.cisco.com
/c/en/us/partners/sell-integrate-consult/incentives-prom

otions/
assessm

ent-led-selling-aip.htm
l

Related U
RLs and Tools

Please refer to Partner central for m
ore inform

ation on A
ssessm

ent Led S
elling Term

s and 
C

onditions, deal registration, program
 enrollm

ent and related service incentives
w

w
w

.cisco.com
/c/en/us/partners/sell-integrate-consult/incentives-prom

otions/
assessm

ent-led-selling-aip.htm
l

O
ther useful resources: 

C
isco S

m
artA

dvisor 
w

w
w

.cisco.com
/c/en/us/partners/sell-integrate-consult/sell-services/sell-m

arket/
sm

artadvisor.htm
l

C
ontact D

etails for S
upport or Q

ueries
Partners can open cases in C

ustom
er S

ervice C
entral (C

S
C

), available through M
y C

isco 
W

orkspace. V
isit http://w

w
w

.cisco.com
/cisco/psn/w

eb/w
orkspace.

A
ssessm

ent Led S
elling S

upport: em
ear-help@

external.cisco.com
 w

ith keyw
ord A

IP, A
LS

 
or A

ssessm
ent Led S

elling in the subject line

A
ssessm

ent Led selling
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Public S
ector Partner Pricing (PS

PP)
O

verview
P

S
PP provides com

petitive pricing for C
isco partners selling to public sector custom

ers 
(including C

om
m

ercial/PLP
S

 custom
ers). The program

 w
ill allow

 partners to:
•	

Increase sales in the com
petitive and fragm

ented P
ublic S

ector m
arket 

•	
M

aintain healthy m
argins w

hen selling to P
ublic S

ector custom
ers w

ho traditionally have 
a long sales cycle.

D
escription

PS
PP B

enefits S
um

m
ary:

•	
P

S
PP discounts range up to 16%

, variable depending on products being purchased and 
region. These discounts are designed to support run-rate, tender and fram

ew
ork P

ublic 
S

ector opportunities w
here m

ultiple partners are quoting
•	

In addition to base pricing, Partners can earn increm
ental discounts by stacking w

ith the 
follow

ing incentives: H
unting, Team

ing and Pre-S
ales

•	
P

S
PP can be com

bined w
ith a M

IP trade-in for up to 5%
 additional discounts

•	
M

ost deals auto-route to the sales team
 to ensure faster deal cycle tim

es

PS
PP Enrolm

ent

To access P
S

PP, Partners are required to enrol in the PPE tool

•	
P

S
PP is available to all C

isco C
ertified (G

old, Prem
ier & S

elect) and C
M

S
P (M

aster, 
A

dvanced, Express)
•	

Partners m
ust m

eet the registration criteria on an annual basis in the sub-verticals 
selected. The criteria are based on the Partner’s skill, investm

ents and resources w
ithin 

P
ublic S

ector. For m
ore details visit the PS

PP Partner C
entral

•	
Partners m

ay register in one, all or any com
bination of P

S
PP verticals, depending on 

their areas of focus
•	

Partners in C
isco Europe C

entral, N
orth, S

outh, U
K&I, Russia have the follow

ing 6 vertical 
options: Education, Local G

overnm
ent, C

entral G
overnm

ent, H
ealthcare, D

efence& N
ational 

S
ecurity, S

m
all Business Public S

ector (coving com
m

ercial PS accounts)

•	
Partners in C

isco Em
erging (excl. Russia) have the follow

ing 2 options: P
ublic S

ector 
(covering all nam

ed P
S

 accounts), S
m

all B
usiness P

ublic S
ector (covering com

m
ercial 

P
S

 accounts)

PS
PP D

eal Requirem
ents

•	
A

ll deals are registered in C
C

W
 tool

•	
P

S
PP is eligible on all P

ublic S
ector custom

ers, including C
isco nam

ed P
ublic S

ector 
accounts and C

om
m

ercial/PL P
ublic S

ector accounts. This includes Resale and 
M

anaged S
ervices opportunities

•	
D

eals m
ust be for a Public S

ector custom
er in the vertical(s) the partner has been 

approved. e.g. a Partner approved for Education can subm
it deals for Education custom

ers
•	

Partners approved for the S
m

all B
usiness P

ublic S
ector vertical are lim

ited to subm
itting 

opportunities for com
m

ercial/non-nam
ed P

S
 accounts only (e.g. schools, charities and 

other specified public custom
ers at a country level)

•	
A

pproved P
S

PP deals m
ay be eligible for up to 1 year from

 the subm
ission date

•	
A

ll partners subm
itting deals for sam

e custom
er opportunity w

ill be given the 
sam

e recom
m

ended discount for their certification level, unless C
isco approved a 

differentiated discount using one of 4 stacked incentives: H
unting, Team

ing, Pre-S
ales 

and S
olution Led S

elling
•	

There is no m
in or m

ax deal size, except H
unting and Team

ing w
here it m

ust be greater 
than $100,000 G

PL (before discounts)
•	

For detailed inform
ation on opportunity eligibility requirem

ents for H
unting, Team

ing and 
Pre-sales, visit PS

PP Partner C
entral

D
iscounts &

 S
tacking:

•	
P

S
PP discounts range up to 16%

, variable depending on products being purchased and 
region.

•	
P

S
PP can be stacked w

ith the follow
ing incentives: H

unting and Team
ing (4%

 
increm

ental in Europe or 6%
 increm

ental in Em
erging), and Pre-S

ales (2%
 in Europe or 

3%
 in Em

erging)
•	

P
S

PP can be stacked w
ith M

igration Incentive Program
 (M

IP discount) for up to 5%
 

additional discounts
•	

D
eal approval valid for 12 m

onths and eligible for renew
al

B
ase discounts cover all H

ardw
are and vary depending on the product and the partner 

certification level.  
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Related U
RLs and Tools

W
ebsites &

 Tools
Partner C

entral w
ebsite, program

 inform
ation & support docum

ents:
w

w
w

.cisco.com
/go/pspp

P
S

PP D
eal Registration (C

C
W

):
w

w
w

.cisco.com
/go/ccw

P
S

PP Enrolm
ent (PPE):

w
w

w
.cisco.com

/go/ppe

C
ontact D

etails for S
upport or Q

ueries
Partners can open cases in C

ustom
er S

ervice C
entral (C

S
C

), available through M
y C

isco 
W

orkspace. V
isit http://w

w
w

.cisco.com
/cisco/psn/w

eb/w
orkspace.

P
S

PP S
upport: em

ear-help@
external.cisco.com

 w
ith “P

S
PP

” in the em
ail subject line

Public S
ector Partner Pricing (P

S
PP)
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N
etH

ope M
em

ber D
iscount Prom

otion

N
etH

ope M
em

ber D
iscount 

Prom
otion

O
verview

N
etH

ope joins the w
orld’s largest nonprofits w

ith technology innovators w
orldw

ide. They act 
as a catalyst for productive collaboration, innovation and problem

-solving to reim
agine how

 
technology can im

prove our w
orld.

The N
etH

ope M
em

ber Prom
otion provides eligible (S

elect/Prem
ier/G

old) Partners a preferred 
discount for facilitation of the purchase of C

isco products and solutions by non-profit N
etH

ope 
m

em
ber organizations. O

N
LY current N

etH
ope m

em
ber organizations are eligible to be 

registered as end custom
ers for this prom

otion. Verify end custom
er eligibility here:  

http://nethope.org/our-m
em

bers/all-m
em

bers/ 

D
escription

The N
etH

ope M
em

ber Prom
otion provides a vehicle for eligible C

isco Reseller Partners that  
enables N

etH
ope M

em
ber organizations to purchase C

isco products and solutions at a 
preferred discount to support their efforts to deliver inform

ation technology solutions to the 
developing w

orld. 

N
etH

ope enables cross-sector collaboration betw
een their nonprofit m

em
bers and innovative 

com
panies to develop better program

s, m
itigate risks, and scale benefits for greater im

pact in 
com

m
unities around the w

orld. 

N
etH

ope’s collaborative m
odel uses public & private partnerships to deliver inform

ation 
technology solutions to the developing w

orld. 

The N
etH

ope prom
otion should be utilized exclusively by partners w

hen w
orking w

ith N
etH

ope 
M

em
ber organizations. Verify end custom

er eligibility here:  
http://nethope.org/our-m

em
bers/all-m

em
bers/ 

Tips to be successful
B

efore registering a deal against this prom
otion, please confirm

 the end custom
er’s eligibility 

by verifying the end custom
er is show

n as a N
etH

ope m
em

ber organization. Verify end 
custom

er eligibility here: http://nethope.org/our-m
em

bers/all-m
em

bers/ 

Related U
RLs and Tools

Verify end custom
er eligibility here: http://nethope.org/our-m

em
bers/all-m

em
bers/

C
ontact D

etails for S
upport or Q

ueries
D

ebi H
allm

an dhallm
an@

cisco.com
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S
ecurity Ignite

S
ecurity Ignite

O
verview

Through S
ecurity Ignite, security specialized partners autom

atically receive additional up-front 
discounts of up to 56 percent on new

 next-generation security solutions that are registered 
through H

unting (O
pportunity Incentive Program

) or Team
ing (Team

ing Incentive Program
). 

Related U
RLs and Tools

http://w
w

w
.cisco.com

/c/en/us/partners/sell-integrate-consult/incentives-prom
otions/

security-ignite.htm
l

C
ontact D

etails for S
upport or Q

ueries
http://w

w
w

.cisco.com
/c/dam

/en_us/partners/dow
nloads/partner/W

W
C

hannels/
prom

otions/dow
nload/security-ignite-faq.pdf
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M
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S
ecurity Ignite - S

ecurity 
C

om
petitive and R

efresh P
rom

otions
A

ccount B
reakaw

ay 
for S

ecurity
A

ccount B
reakaw

ay – N
ew

 & R
eactivate 

C
ustom

er: U
C

S
, H

yperFlex and N
euxs

Enterprise N
etw

orks 
A

ccount B
reakaw

ay
H

ew
lett P

ackard Enterprise (H
P

E) 
C

om
petitive U

C
S

 P
rom

otion
C

ollaborate 
Everyw

here

Linked 
Incentives

S
ecurity Ignite - S

ecurity 
C

om
petitive and R

efresh Prom
otions

Security Ignite - S
ecurity 

C
om

petitive and Refresh Prom
otions

O
verview

The S
ecurity C

om
petitive and Refresh Prom

otions, found under H
unting and Team

ing Plus, 
expands your profitability w

hen you help upgrade the m
ore than $1 billion C

isco security 
installed base to the latest integrated C

isco security technologies. 

D
escription

S
ecurity C

om
petitive and Refresh Prom

otions include:

•	
A

S
A

 Refresh Prom
otion

•	
A

S
A

 5585 Refresh Prom
otion

•	
A

nyC
onnect Refresh Prom

otion
•	

A
C

S
 to IS

E Refresh Prom
otion

•	
IP

S
 Refresh Prom

otion

W
hen registering a H

unting or Team
ing deal and selecting H

unting or Team
ing Plus, partners 

can receive additional discount w
ith S

ecurity C
om

petitive and Refresh Prom
otions of up to 58 

percent upfront discount on H
ardw

are and up to 80 percent upfront discount on S
oftw

are and 
Licence S

ubscriptions.

Related U
RLs and Tools

http://w
w

w
.cisco.com

/c/en/us/partners/sell-integrate-consult/incentives-prom
otions/

security-ignite-asa-refresh.htm
l

http://w
w

w
.cisco.com

/c/en/us/partners/sell-integrate-consult/incentives-prom
otions/

acs-ise-m
igration-prom

otion.htm
l

http://w
w

w
.cisco.com

/c/en/us/partners/sell-integrate-consult/incentives-prom
otions/

asa-security-ignite.htm
l

http://w
w

w
.cisco.com

/c/en/us/partners/sell-integrate-consult/incentives-prom
otions/

security-ignite-m
igration-ngips-prom

otion.htm
l

https://w
w

w
.cisco.com

/c/en/us/partners/sell-integrate-consult/prom
otions/asa5585-

security-ignite.htm
l

C
ontact D

etails for S
upport or Q

ueries
sec-ignite-help@

cisco.com
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reakaw
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 & R
eactivate 

C
ustom

er: U
C

S
, H

yperFlex and N
euxs

Enterprise N
etw

orks 
A
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reakaw

ay
H
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P

E) 
C

om
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C
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 P
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C
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Everyw

here
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A
ccount B

reakaw
ay 

for S
ecurity

A
ccount Breakaw

ay for S
ecurity

O
verview

A
ccount B

reakaw
ay rew

ards partners for finding, developing, and selling a targeted technology 
into new

 accounts, or accounts that have not bought in a specific tim
e period, from

 1 to 3 years 
(dorm

ant account). Eligibility differs by technology. 

Take advantage of this program
 to accelerate your custom

ers’ journey to the latest C
isco 

solutions and increase your profitability.

N
ew

 custom
er are eligible in A

ccount B
reakaw

ay for the com
plete C

isco S
ecurity portfolio.

D
escription

A
ccount B

reakaw
ay, form

erly called N
ew

 A
ccount B

reakaw
ay (N

A
B), is a deal-registration 

program
. It com

bines w
ith H

unting or Team
ing and S

ecurity Ignite to provide an attractive 
6-m

onth differentiated discount to S
ecurity S

pecialized Partners. This prom
otion is for prom

oting 
new

 or dorm
ant custom

er accounts.

A
n “account” is a functionally distinct com

pany or enterprise that m
aintains independent 

decision-m
aking authority for IT and netw

orking system
s as w

ell as operations, budget 
m

anagem
ent, and purchasing.

C
isco reserves the right to m

ake final determ
inations on a case-by-case basis.

A
ccount B

reakaw
ay applies to the follow

ing S
ecurity technologies w

ith the respective discount 
level:

•	
Firew

all & IP
S

(N
etw

ork S
ecurity) w

ith up to 60%
 discount for new

 accounts and up to 
62%

 for dorm
ant accounts

•	
U

m
brella and C

loudlock (C
loud S

ecurity) w
ith up to 58%

 discount for new
 accounts

•	
Em

ail S
ecurity (C

ontent S
ecurity) w

ith up to 60%
 discount for new

 accounts
•	

W
eb S

ecurity (C
ontent S

ecurity) w
ith up to 60%

 discount for new
 accounts

•	
Endpoints (A

M
P 4 Endpoints) w

ith up to 60%
 discount for new

 accounts
•	

S
tealthw

atch (V
isibility) w

ith up to 60%
 discount for new

 accounts
•	

IS
E & Trust S

ec (Identity and A
ccess) w

ith up to 60%
 discount for new

 accounts

Related U
RLs and Tools

w
w

w
.cisco.com

/go/ab

C
ontact D

etails for S
upport or Q

ueries
sec-ignite-help@

cisco.com

N
EX

T
C
O
N
TEN

TS
B
A
C
K



40
S

ubm
it Feedback

C
isco partner basics

Partner readiness fram
ew

ork
Partner program

s
S

ervices
S

ell & m
arket cisco

D
eal optim

isation
Partner assistance

A
cronym

s

C
heck for updated version

Partner G
uide EM

EA
R | ©

 2017 C
isco System

s, Inc. A
ll rights reserved. C

isco C
onfidential and Proprietary Inform

ation

S
ell &

 m
arket cisco

M
arketing w

ith 
C

isco
D

ifferential 
B

ehaviours
C

ross S
elling 

and B
undling

O
ther U

pfront P
rogram

s 
and P

rom
otions

P
rofitability 

P
rogram

s
A

ccelerators
Linked 
Incentives

B
eviour 

R
ew

ards
S

pecial 
O

ffers
S

tandalone 
Incentives

M
igration

S
ecurity Ignite - S

ecurity 
C

om
petitive and R
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reakaw
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C
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er: U
C

S
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euxs

Enterprise N
etw

orks 
A
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reakaw
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ackard Enterprise (H
P

E) 
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C
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C
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A
ccount B

reakaw
ay – N

ew
 &

 R
eactivate 

C
ustom

er: U
C

S
, H

yperFlex and N
euxs

A
ccount Breakaw

ay – N
ew

 & 
Reactivate C

ustom
er: U

C
S, 

H
yperFlex and N

euxs
O

verview
A

ccount B
reakaw

ay rew
ards partners for finding, developing, and selling a targeted technology 

into	new
	accounts,	or	accounts	that	have	not	bought	in	a	specific	tim

e	period,	from
	1	to	2 years.	

Eligibility differs by technology.

Take advantage of this program
 to accelerate your custom

ers’ journey to the latest C
isco 

solutions and increase your profitability.

B
oth N

ew
 custom

er and reactivate custom
er are eligible in A

ccount B
reakaw

ay w
ith C

isco 
U

nified C
om

puting S
ystem

, C
isco N

exus sw
itches, w

hile only new
 custom

er is eligible in 
A

ccount B
reakaw

ay w
ith C

isco H
yperFlex S

ystem
. 

D
escription

A
ccount B

reakaw
ay, form

erly called N
ew

 A
ccount B

reakaw
ay (N

A
B), is a deal-registration 

program
. It com

bines w
ith H

unting or to provide an attractive 6-m
onth differentiated discount. 

This prom
otion is for prom

oting first-tim
e U

C
S

, H
yperFlex or N

exus purchases, or re-engage 
and w

in back inactive custom
er w

ith U
C

S
 and N

exus technologies. 

A
n “account” is a functionally distinct com

pany or enterprise that m
aintains independent 

decision-m
aking authority for IT and netw

orking system
s as w

ell as operations, budget 
m

anagem
ent, and purchasing.

C
isco reserves the right to m

ake final determ
inations on a case-by-case basis.

Tips to be successful 
•	

D
eal Registration Period: through to July 28, 2018; B

ookings Period: 6 m
onths after 

deal registration is approved or January 26, 2019 (w
hichever com

es first)
•	

Register your m
ost advanced deals first 

•	
W

hen creating the A
ccount B

reakaw
ay deal, S

elect all applicable technology under 
H

unting Plus, A
ccount B

reakaw
ay – U

C
S

, A
ccount B

reakaw
ay-N

exus, or A
ccount 

B
reakaw

ay-H
yperFlex, if custom

er is eligible for m
ultiple technology program

 tracks
•	

C
ontact C

isco A
ccount M

anager about your A
ccount B

reakaw
ay deal registration

Learn m
ore 

This prom
otion is designed to: Rew

ard and protect partners for hunting and uncovering new
 

opportunities and selling U
C

S
, H

yperFlex S
ystem

 or N
exus into accounts that have never 

previously purchased U
C

S
, H

yperFlex or N
exus products; and, rew

ard and protect partners for 
hunting and re-engage inactive U

C
S

 and N
exus custom

ers. 

•	
Rew

ard partners for investing early in the sales and design cycles
•	

S
ignificantly increase partner hardw

are m
argins

•	
Enable partners and C

isco to be m
ore com

petitive w
ith com

peting vendors
•	

Encourage partners to introduce C
isco D

ata C
enter solutions to their installed base 

custom
ers 

Related U
RLs and Tools

http://w
w

w
.cisco.com

/c/en/us/partners/sell-integrate-consult/incentives-prom
otions/

new
-account-breakaw

ay-prom
otion-ucs-nexus.htm

l

w
w

w
.cisco.com

/go/ab

C
ontact D

etails for S
upport or Q

ueries
Partners can open cases in C

ustom
er S

ervice C
entral (C

S
C

), available through M
y C

isco 
W

orkspace. V
isit http://w

w
w

.cisco.com
/cisco/psn/w

eb/w
orkspace.

EM
EA

 A
ccont B

reakw
ay S

upport: em
ear-help@

external.cisco.com
 w

ith keyw
ord A

ccount-
B

reakaw
ay in the subject line

N
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T
C
O
N
TEN
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S
ell &

 m
arket cisco

M
arketing w

ith 
C

isco
D

ifferential 
B

ehaviours
C

ross S
elling 

and B
undling

O
ther U

pfront P
rogram

s 
and P

rom
otions

P
rofitability 

P
rogram

s
A

ccelerators
Linked 
Incentives

B
eviour 

R
ew

ards
S

pecial 
O

ffers
S

tandalone 
Incentives

M
igration

S
ecurity Ignite - S

ecurity 
C

om
petitive and R

efresh P
rom

otions
A

ccount B
reakaw

ay 
for S

ecurity
A

ccount B
reakaw

ay – N
ew

 & R
eactivate 

C
ustom

er: U
C

S
, H

yperFlex and N
euxs

Enterprise N
etw

orks 
A

ccount B
reakaw

ay
H

ew
lett P

ackard Enterprise (H
P

E) 
C

om
petitive U

C
S

 P
rom

otion
C

ollaborate 
Everyw

here

Linked 
Incentives

Enterprise N
etw

orks 
A

ccount B
reakaw

ay

Enterprise N
etw

orks A
ccount 

Breakaw
ay

O
verview

C
isco is excited to introduce Enterprise N

etw
orks A

ccount B
reakaw

ay, designed to accelerate 
your custom

ers’ digital netw
ork transform

ation w
hile increasing your profitability. C

isco Enterprise 
N

etw
orks A

ccount B
reakaw

ay rew
ards partners for developing and selling into new

 accounts, or 
accounts that have not bought strategic Enterprise N

etw
orks products in the last tw

o years.

•	
Available for routing, sw

itching, and w
ireless

•	
For new

 accounts, or accounts that have not bought strategic Enterprise N
etw

orks products 
in the last tw

o years
•	

2%
 additional VIP rebate for VIP 30

•	
N

ow
 available for the C

atalyst 9000
•	

Prom
otional features apply even if a D

S
A is required to go above the 60%

 discount

D
escription

Enterprise N
etw

orks A
ccount B

reakaw
ay provides up to a 60%

 discount as w
ell as an additional 

2%
 Value Incentive Program

 (V
IP) rebate on the latest C

isco routing, sw
itching, and w

ireless 
products. 

Enterprise N
etw

orks A
ccount B

reakaw
ay is available for C

isco S
elect, Prem

ier, and G
old 

C
ertified Partners.

•	
Prom

otional features apply even if a D
S

A is required to go above the 60%
 discount

U
se Enterprise N

etw
orks A

ccount B
reakaw

ay to accelerate your custom
er’s journey to a digital 

netw
ork architecture to help them

 achieve faster innovation, reduce costs and com
plexity, and 

low
er risk.

Tips to be successful
1. 

D
eterm

ine if your custom
er is eligible. C

ustom
er eligibility is determ

ined by the 2-year 
purchase history of each technology.

 
For exam

ple, if a custom
er has not purchased C

isco 802.11ac w
ireless in the last tw

o 
years but did purchase eligible C

isco routing and sw
itching products, the deal w

ould 
qualify only for the w

ireless discount. O
r, if a custom

er did not purchase any C
atalyst 3K, 

4K 6K or 9K in the last tw
o years they w

ould be eligible for the sw
itching discount. 

2. 
H

unt or team
 w

ith C
isco. W

hether you are the first to develop the opportunity (hunting), or 
you are providing value-added activities to a C

isco initiated deal (team
ing), at least one is 

required.
3. 

Position eligible products. 
4. 

M
eet the m

inim
um

 total deal size of eligible S
KU

s totaling $100,000 list. In the above 
exam

ples all prom
o eligible S

KU
s, routing, sw

itching and w
ireless, w

ould be used to 
determ

ine m
inim

um
 deal size.

5. 
Register the deal in C

C
W

. G
o to w

w
w

.cisco.com
/go/ccw

 to register your opportunity.

S
elect either “H

unting—N
ew

 A
ccount A

cquisition” or “Team
ing—N

ew
 A

ccount A
cquisition.”

S
elect “A

ccount B
reakaw

ay for Enterprise N
etw

orks.”

S
elect the Enterprise N

etw
orks technologies you are applying for: routing, sw

itching, w
ireless. 

The discount w
ill be applied only to selected technologies.

N
EX

T
C
O
N
TEN

TS
B
A
C
K
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undling

O
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pfront P
rogram
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and P
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P
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P
rogram

s
A

ccelerators
Linked 
Incentives

B
eviour 

R
ew

ards
S

pecial 
O

ffers
S

tandalone 
Incentives

M
igration

S
ecurity Ignite - S

ecurity 
C

om
petitive and R

efresh P
rom

otions
A

ccount B
reakaw

ay 
for S

ecurity
A

ccount B
reakaw

ay – N
ew

 & R
eactivate 

C
ustom

er: U
C

S
, H

yperFlex and N
euxs

Enterprise N
etw

orks 
A

ccount B
reakaw

ay
H

ew
lett P

ackard Enterprise (H
P

E) 
C

om
petitive U

C
S

 P
rom

otion
C

ollaborate 
Everyw

here

Linked 
Incentives

Eligible Products
S

ee V
IP 30 S

KU
 list for eligible S

KU
s – w

w
w

.cisco.com
/go/skus, C

atalyst 2K products are not 
eligible for this offer. 

S
w

itching

C
isco C

atalyst® S
w

itching
3000 S

eries: 3560-C
X, 3650, 3850 S

eries

4000 S
eries: 4500-X, 4500E S

eries

6000 S
eries: 6500, 6800 S

eries

9000 S
eries: 9300, 9400 S

eries

W
ireless

W
ireless 802.11ac

A
ironet® 1560, 1800, 2700, 2800, 3700, and 3800 S

eries; 
5520 and 8540 w

ireless controllers

R
outing

4000 S
eries IS

R
s

4200, 4300, 4400 S
eries

A
S

R 1000 S
eries

1001, 1002, 1004, 1006, 1009, 1013

800 S
eries

4G
 ready only

M
iscellaneous routing

W
A

A
S, 4G

 LTE W
W

A
N

 C
ard, C

isco U
C

S
® E-S

eries (M
2 and M

3)

Learn m
ore 

For m
ore inform

ation about Enterprise N
etw

orks A
ccount B

reakaw
ay, go to  

w
w

w
.cisco.com

/go/ab

Related U
RLs and Tools

w
w

w
.cisco.com

/go/ab

C
ontact D

etails for S
upport or Q

ueries
enab@

cisco.com

Enterprise N
etw

orks 
A

ccount B
reakaw

ay

N
EX

T
C
O
N
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M
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and P
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P
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P
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A

ccelerators
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B
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R
ew
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Incentives

M
igration

S
ecurity Ignite - S

ecurity 
C

om
petitive and R

efresh P
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otions
A

ccount B
reakaw

ay 
for S

ecurity
A

ccount B
reakaw

ay – N
ew

 & R
eactivate 

C
ustom

er: U
C

S
, H

yperFlex and N
euxs

Enterprise N
etw

orks 
A

ccount B
reakaw

ay
H

ew
lett P

ackard Enterprise (H
P

E) 
C

om
petitive U

C
S

 P
rom

otion
C

ollaborate 
Everyw

here

Linked 
Incentives

H
ew

lett Packard Enterprise (H
PE) 

C
om

petitive U
C

S
 Prom

otion

H
ew

lett Packard Enterprise (H
PE) 

C
om

petitive U
C

S
 Prom

otion
O

verview
Provide partners w

ith highly com
petitive U

C
S

 pricing, deal protection and higher partner gross 
m

argins w
hen com

peting head-to-head against H
PE servers.

D
escription

G
et a com

pelling discount on C
isco U

C
S

 products, deal protection and higher partner gross 
m

argins w
hen at least O

N
E of these three criteria is m

et in a C
isco registered H

PE C
om

petitive 
U

C
S

 Prom
otion deal: 

•	
C

isco is bidding against H
PE in the opportunity, or

•	
A

t least 25 percent of the custom
er’s data center com

prises H
PE servers, or

•	
The custom

er has purchased H
PE servers in the previous 12 m

onths

Tips to be successful 
Partner m

ust be S
elect, Prem

ier, or G
old certified to access H

PE C
om

petitive-U
C

S
 incentive in 

C
C

W
.

To qualify, deal m
ust first be registered as H

unting or Team
ing, and C

isco account m
anager 

m
ust confirm

 at least one of the three criteria are m
et:

1. 
C

isco is bidding against H
PE servers in the opportunity, O

R
2. 

A
t least 25%

 of the custom
er’s data center com

prises of H
PE S

ervers, O
R

3. 
The account has purchased H

PE servers in the last 12 m
onths

N
ote: D

uring registration, partner m
ust select H

PE C
om

petitive-U
C

S
 prom

o. 

Learn m
ore 

C
C

W
 D

eal Registration Period: through July 28, 2018

B
ookings Period: w

ithin 6 m
onths of C

C
W

 deal approval, or January 26, 2019 (w
hichever 

com
es first)

•	
U

C
S

/S
erver product discounts of up to 70%

 on eligible deals (68%
 on U

C
S

 S
m

artPlay 
B

undles, 70%
 standard U

C
S

 S
KU

s)
•	

For all purchases via distribution (2-Tier), final pricing m
ust be negotiated directly 

betw
een the D

istributor and the reseller

Related U
RLs and Tools

http://w
w

w
.cisco.com

/c/en/us/partners/sell-integrate-consult/incentives-prom
otions/

hpe-com
petitive-ucs-prom

otion.htm
l

w
w

w
.cisco.com

/go/w
inw

ithucs

C
ontact D

etails for S
upport or Q

ueries
Partners can open cases in C

ustom
er S

ervice C
entral (C

S
C

), available through M
y C

isco 
W

orkspace. V
isit http://w

w
w

.cisco.com
/cisco/psn/w

eb/w
orkspace.

EM
EA

 H
PE C

om
petitive U

C
S

 S
upport: em

ear-help@
external.cisco.com

 w
ith keyw

ord H
PE 

C
om

petitive-U
C

S
 D

eal in the subject line

N
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T
C
O
N
TEN
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B
A
C
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M
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and P
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P
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P
rogram

s
A

ccelerators
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B
eviour 

R
ew
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S

pecial 
O

ffers
S
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Incentives

M
igration

S
ecurity Ignite - S

ecurity 
C

om
petitive and R

efresh P
rom

otions
A

ccount B
reakaw

ay 
for S

ecurity
A

ccount B
reakaw

ay – N
ew

 & R
eactivate 

C
ustom

er: U
C

S
, H

yperFlex and N
euxs

Enterprise N
etw

orks 
A

ccount B
reakaw

ay
H

ew
lett P

ackard Enterprise (H
P

E) 
C

om
petitive U

C
S

 P
rom

otion
C

ollaborate 
Everyw

here

Linked 
Incentives

C
ollaborate 

Everyw
here

C
ollaborate Everyw

here
O

verview
C

isco C
ollaborate Everyw

here is the prim
ary partner prom

otion for selling C
isco collaboration 

solutions and provides attractive discounts across the entire collaboration portfolio for a w
ide 

variety of opportunities.

•	
C

ustom
ers w

ho w
ant to step up to the next level of collaboration can upgrade to the 

latest on-prem
ises solution or m

ove to C
isco’s cloud collaboration services.

•	
Favorable pricing m

akes it easier to help custom
ers replace com

petitors’ legacy system
s. 

•	
N

ew
 and existing custom

ers can take advantage of C
isco’s innovative video products. 

•	
Partners w

ho focus on sm
all and m

edium
-sized businesses w

ill find com
petitive pricing 

on C
isco’s leading technology for this high-grow

th m
arket segm

ent.

Available until July 28, 2018

This is a com
plete program

 designed to enable C
isco and partners to displace C

ollaboration 
com

petitors and upgrade the installed base.

N
ow

 you can sell the entire C
isco C

ollaboration portfolio, include voice, video, cloud and 
collaboration applications in every sale, and accelerate custom

er dem
and.

D
escription

C
ollaborate Everyw

here rew
ard partners for m

igrating new
 and existing custom

ers from
 

com
petitive platform

s to C
isco C

ollaboration solutions.

The offer is not only an attractive product discount, but it also includes a S
ervices offer, C

isco 
C

apital Financing and D
em

and G
eneration assets.

A
 sim

plified operational process
C

ollaborate Everyw
here is now

 com
bined w

ith A
ccount B

reakaw
ay, S

ecurity Ignite and others 
as a single selection under H

unting Plus and Team
ing Plus and requires H

unting or Team
ing as a 

prerequisite. There are three m
ain concepts: M

odernize existing C
isco C

ollaboration H
ardw

are 
and S

oftw
are; Expand C

isco M
arket S

hare in C
ollaboration via com

petitive displacem
ent or 

new
 technology installation; S

ell entire M
idm

arket solution, including B
E4K or B

E6K hardw
are, 

softw
are and phones. S

elect the M
odernize track for U

pgrades or M
igrations of existing C

isco 
hardw

are and softw
are. S

elect M
arket S

hare and M
idm

arket to displace com
petitive solutions or 

sell a new
 technology to the custom

er.

Features
Tim

eline:

The last day to register C
ollaborate Everyw

here deals is July 28, 2018; the last day for bookings 
is O

ctober 28, 2018.

C
om

binable w
ith 

C
ollaborate Everyw

here is com
binable w

ith V
IP, H

unting and Team
ing

Related U
RLs and Tools

For m
ore inform

ation: http://w
w

w
.cisco.com

/go/collaborateeveryw
here

C
ontact D

etails for S
upport or Q

ueries
For any questions: askcollaborationprom

otions@
cisco.com

N
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C
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M
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C
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D
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B
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C
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O
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pfront P
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s 
and P

rom
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P
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P
rogram

s
A

ccelerators
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B
eviour 

R
ew

ards
S

pecial 
O

ffers
S

tandalone 
Incentives

M
igration

S
pecial 

O
ffers

N
ot For R

esale P
rogram

 (N
FR)

N
ot For R

esale Program
 (N

FR
)

N
ot For Resale Program

 (N
FR)

O
verview

The N
ot For Resale (N

FR) Program
 enables eligible partners to purchase discounted C

isco 
hardw

are, softw
are and services for use in non-revenue-generating activities such as labs, 

dem
os, internal course developm

ent and training.

A
ll eligible partners can also purchase infrastructure equipm

ent for office use through N
FR

, 
except for service providers, m

anaged service providers, and cloud providers w
ho m

aintain 
their ow

n infrastructure agreem
ent w

ith C
isco. These partners should use N

FR only for dem
o 

and lab purposes.

N
EW

! W
e are pleased to announce that for the first tim

e in the N
FR Program

, C
isco Refresh 

(-R
F C

ertified Rem
anufactured Product) is available for A

uthorized partners.

From
 now

 through FY18, you can buy C
isco Refresh at a 60%

 discount (w
hich equates to 75%

 
off G

PL). This gives you a 20%
 instant savings over the standard new

 purchases through the 
N

FR Program
.

M
ore inform

ation on the C
isco Refresh program

 can be found on page 18. 

D
escription

N
FR is divided into:

1. 
N

FR for Registered Partners
2. 

N
FR for A

uthorised/C
ertified/S

pecialised Partners

N
FR

 for R
egistered Partners:

•	
Enabled w

ith S
m

all B
usiness Products

•	
Refer to N

FR for Registered Term
s and C

onditions at N
FR

•	
Enabled S

m
all B

usiness Products and specific S
ervices

•	
Fiscal yearly purchasing lim

it $,8000 N
et (after N

FR discount)
•	

C
om

binable w
ith Trade In M

igration Program
.

 
¾

 D
istribution Resale: 5%

 trade in credit

N
FR

 for A
uthorised/C

ertified Partners:

•	
Enabled w

ith S
m

all B
usiness, C

isco C
lassic, W

ebEx products
•	

Enabled w
ith specific S

ervice S
upport. Refer to N

FR for A
uthorised Partner’s Term

s and 
C

onditions at N
FR

•	
Enabled Products & specific S

ervices: For details refer to Table 1 in the below
•	

Fiscal yearly purchasing lim
it varies upon partner type, refer to Table 2 & 3 in the below

R
equirem

ents

•	
N

FR products cannot be resold 
•	

Yearly purchasing lim
its and accessibility to products and services are dependent  upon 

partner’s level in: certification, authorisation or being registered. 
•	

Partners eligible for the N
FR for Registered Partners:  

 
¾

A
LL P

artners w
ho are R

egistered at a m
inim

um
  

 
¾

N
o m

inim
um

 deal value required 
•	

Partners eligible for N
FR for A

uthorised/C
ertified:  

 
¾

M
inim

um
 deal value m

ust be > $500 
 
¾

M
ust be R

egistered at a m
inim

um
 

 
¾

R
esale C

ertified (G
old, P

rem
ier, S

elect) 
 
¾

C
loud and M

anaged S
ervices (M

aster, A
dvanced & Express)

 
¾

C
loud P

rovider 
 
¾

C
isco D

istribution P
artner (G

lobal, R
egional, S

pecialty) 
 
¾

S
pecialized (not certified) 

 
¾

A
uthorised Technology P

artners (ATP) now
 includes Telepresence!

 
¾

S
olution Technology Integrators (S

TI)
 
¾

S
olution P

artner (S
P

P) (S
olution, P

referred, S
trategic solution partners)

 
¾

C
isco Learning P

artners (C
LP) (Learning partner, S

pecialised) 
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M
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D
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B
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C
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elling 

and B
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O
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pfront P
rogram

s 
and P

rom
otions

P
rofitability 

P
rogram

s
A

ccelerators
Linked 
Incentives

B
eviour 

R
ew

ards
S

pecial 
O

ffers
S

tandalone 
Incentives

M
igration

S
pecial 

O
ffers

N
ot For R

esale P
rogram

 (N
FR)

D
iscounts

Table 1

* D
istribution Resale (1-tier or 2-tier): Product and S

ervice discounts in this program
 are 

given to the C
isco A

uthorised distributor, w
ho then have to pass the discount to the C

hannel 
Partner. C

ontact your C
isco A

uthorised D
istributor for discount inform

ation.

Partner Type
Product 

C
isco R

efresh 
(-R

F C
ertified 

R
em

anufactu 
red Product)

S
pecific 

S
ervices

S
W

S
S

 
U

P
G

R
A

D
ES

 
S

ervices 
(EC

M
U

)

U
nified 

C
om

puting 
S

ystem

U
C

S
 

S
olutions 

Prom
otions

S
m

all 
B

usiness 
Products 

and 
S

pecific 
S

ervices

C
isco W

eb 
and Em

ail 
S

ecurity 
Products 

and S
pecific 

S
ervice

Telepresence 
Products 
&

 S
pecific 

S
ervices &

 
S

oftw
are

W
ebex

R
egistered:

(via N
FR for 

R
egistered 

P
artners, accessing 

S
m

all B
usiness 

P
roducts solely)

-
-

-
-

-
-

C
ontact 

your C
isco 

A
uthorised 

D
istributor

-
-

-

R
esale C

ertified:
• 

 G
old, P

rem
ier, 

S
elect

• 
 C

loud & 
M

anaged 
S

ervices 
C

ertified:
• 

 M
asters, 

A
dvance, 

Express C
loud 

P
roviders

70%
 

direct

60%
 discount 

(w
hich 

equates to 
75%

 off G
P

L)

70%
 direct

70%
 direct

70%
 direct

61%
 direct

70%
 direct

80%
 direct

S
oftw

are:
95%

 direct

80%
 

direct

A
uthorised:

• 
 S

pecialised (no 
certification)

• 
 A

uthorised 
Technology 
P

rovider (ATP)
• 

 S
olution 

Technology 
Integrators (S

TI)
• 

 S
olution 

P
artner 

(S
olution, 

P
referred, 

S
trategic 

S
olution)

• 
 G

lobal 
S

peciality 
Integrator 
(G

S
P

I)
• 

 C
isco 

A
uthorised 

D
istributor 

(G
lobal, 

R
egional, 

S
pecialty)

70%
 

direct
70%

 direct
70%

 direct
70%

 direct
61%

 direct
70%

 direct

80%
 direct

S
oftw

are:
95%

 direct

80%
 

direct

Purchasing Lim
its

Table 2
* The below

 partner type C
aps are not com

binable. The highest partner type C
ap w

ill take 
precedence.

P
artner Type

N
FR

 A
N

N
U

A
L C

A
P N

ET $

R
egistered (via N

FR for R
egistered P

artners)
8,000

S
m

all and M
idsize B

usiness S
pecialization or Express S

ecurity S
pecialization (no 

certification)
45,000

C
isco A

uthorised D
istributor (G

lobal, R
egional, S

pecialty)
150,000

• 
 S

pecialized (no certification)
• 

A
uthorised Technology P

rovider (ATP excl. Telepresence) *
• 

 S
olution Technology Integrators (S

TI)
• 

 S
olution P

artner (S
olution, P

referred, S
trategic S

olution P
artners)

•	
	G
lobal	S

pecialty	Integrator	(G
S
P
I)

90,000

* If C
hannel partners have m

ore than 1 A
uthorised Technology Provider they get a m

axim
um

 
$90,000 N

ET

Table 2.1: continued C
A

Ps
*  The below

 partner type C
aps can only be com

bined as follow
s: ATP (excl. Telepresence) 

+ one of the Telepresence levels. Exam
ple Partner w

ho has ATP C
V

P + ATP TP Express = 
$140,000

P
artner Type

N
FR

 A
N

N
U

A
L C

A
P N

ET $

- S
pecialized (no certification)

- A
uthorised Technology P

rovider (ATP and excl. Telepresence)
90 000

Express V
ideo S

pecialization
50 000

A
dvanced V

ideo S
pecialization

85 000

A
uthorised Technology P

rovider:
Telepresence V

ideo M
aster (G

lobal, M
ultinational, M

S
 rem

ote)
250 000

* If C
hannel partners have m

ore than 1 A
uthorised Technology Provider they get a m

axim
um

 
$90,000 N

ET
* C

hannel partners can only get a purchasing lim
it for 1 Telepresence/V

ideo authorisation 
level, therefore the highest value w

ill take precedence. 

N
ot For R

esale Program
 (N

FR
)
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O
ther U
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and P
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P
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P
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A
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B
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R
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S
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M
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S
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O
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N
ot For R

esale P
rogram

 (N
FR)

Tips to be successful
U

nderstand the eligibility criteria and purchasing lim
its dependent upon being:

 -
Registered

 -
C

ertified
 -

S
pecialised

 -
A

uthorised

Learn m
ore

To learn m
ore visit the N

FR
 W

ebsite
Please choose your region to get the correct regional inform

ation.

Related U
RLs and Tools

R
egister a N

FR
 deal via C

C
W

C
ontact D

etails for S
upport or Q

ueries
Partners can open cases in C

ustom
er S

ervice C
entral (C

S
C

), available through M
y C

isco 
W

orkspace. V
isit http://w

w
w

.cisco.com
/cisco/psn/w

eb/w
orkspace.

N
FR S

upport: em
ear-help@

external.cisco.com
 w

ith keyw
ord EU

-N
FR in the subject line

Table 3

* Partner needs to be R
esale and or C

M
S

P and or C
loud Provider certified at a m

inim
um

 to access the com
binable A

rchitecture, M
aster Resale or A

uthorsied Technology Provider or 
Telepresence V

ideo purchasing lim
it.

C
ertificated P

artner N
FR

 C
A

P

A
N

D
 

O
R

A
rchitecture  

S
pecialisation 

($50,000 per 
A

rchitecture S
pec.) 

N
ET $

A
N

D
 

O
R

M
aster R

esale  
S

pecialisation 

($50,000 per M
aster 

S
pec.) 

N
ET $

A
N

D
 

O
R

A
uthorised Technology 

Provider (A
TP) 

N
ET $

A
N

D
 

O
R

Telepresence V
ideo A

uthorisations or 
V

ideo S
pecialisations

N
ET $

=

M
axim

um
 N

FR
 C

A
P 

N
ET $

R
esale C

ertification 
B

ase N
FR

 C
A

P 

N
ET $

A
N

D
 

O
R

C
M

S
P C

ertification and or 
C

loud Provider B
ase N

FR
 

C
A

P 

N
ET $

S
elect

50,000
C

M
S

P Express
100,000

50,000
-

90,000

Express V
ideo S

pecialisation 
50,000

U
p to 690,000

Prem
ier

100,000

C
M

S
P A

dvanced and 1 
C

isco Pow
ered S

ervice
150,000

U
p to 250,000

U
p to 200,000 

A
dvanced V

ideo S
pecialisation

85,000
U

p to 1,140,000 

G
old

250,000

C
M

S
P M

aster and 2 or > 
C

isco Pow
ered S

ervices
250,000

U
p to 250,000

U
p to 200,000 

A
TP Telepresence M

aster: G
lobal, 

M
ultinational, M

S
 rem

ote
250,000

U
p To 1,290,000 

*For detailed inform
ation please refer to N

FR
’s Term

s and conditions

N
ot For R

esale Program
 (N

FR
)
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B
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R
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S
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M
igration

S
tandalone 

Incentives

N
etw

orking A
cadem

y P
rom

otion
S

eedIT First-Tim
e B

uyer P
rogram

N
etw

orking A
cadem

y Prom
otion

N
etw

orking A
cadem

y Prom
otion

O
verview

The N
etw

orking A
cadem

y® Prom
otion provides eligible Partners a preferred discount for 

facilitation of the purchase of equipm
ent that supports the delivery and hands-on learning 

aspects of C
isco® courses by C

isco N
etw

orking A
cadem

y® m
em

ber organizations. 

D
escription

The C
isco N

etw
orking A

cadem
y® Equipm

ent D
iscount Program

 enables academ
ies to purchase 

equipm
ent that supports the delivery and hands-on learning aspects of C

isco C
C

N
A®, C

C
N

A
 

S
ecurity®, and C

C
N

P® courses at reduced prices. The N
etw

orking A
cadem

y prom
otion is 

a fulfillm
ent prom

otion partners leverage w
hen w

orking w
ith N

etw
orking A

cadem
y m

em
ber 

organizations.

Tips to be successful 
•	

O
nly the products & service products listed in the prom

otion docum
entation m

ay be 
registered against the N

etw
orking A

cadem
y® prom

otion. Item
s that are not eligible for 

the N
etw

orking A
cadem

y® prom
otion m

ust be registered separately against a different/
appropriate incentive/prom

otion. 
•	

O
nly S

N
T level service products are prom

otion eligible. Please check your C
isco® 

C
om

m
erce services configuration profile setting and change it from

 auto-default to 
m

anual configuration of services to enable configuration of S
N

T service level products.
•	

Please pay particular attention to accessory item
s (cables & cards) that m

ay either 
require or not require ordering the product ID

 w
ith the “=” suffix. Item

s that require 
the “=” suffix cannot be configured in the device & m

ust be rem
oved from

 the router 
configuration and entered as separate line item

s on the deal. 

Related U
RLs and Tools

http://w
w

w
.cisco.com

/c/en/us/partners/sell-integrate-consult/incentives-prom
otions.htm

l

C
ontact D

etails for S
upport or Q

ueries
D

ebi H
allm

an dhallm
an@

cisco.com

N
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S
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N
etw

orking A
cadem

y P
rom

otion
S

eedIT First-Tim
e B

uyer P
rogram

S
eedIT First-Tim

e B
uyer Program

S
eedIT First-Tim

e Buyer Program
O

verview
Encourage and capture first-tim

e purchases of new
 C

isco platform
s w

ith the S
eedIT First-

Tim
e B

uyer Program
. O

ffering discounts of up to 70 percent, S
eedIT provides the best 

available prom
otional pricing to help you introduce the latest C

isco technologies into your 
accounts. Exclusive discounts are available only on select products and bundles. 

D
escription

S
eedIT deal offers:

•	
Easy w

ay to seed new
 technologies into your custom

ers
•	

B
est available program

 pricing
•	

Fast custom
er m

igration to the latest C
isco technology

Lim
ted S

eedIT unit quantity per S
eedIT deal that does not affect the overall deal or project 

planning via standard deal.

S
eedIT deal can be partner H

unting, or Team
ing w

ith C
isco, w

ith no conflict w
ith existing deal 

registration by the sam
e partner.

Tips to be successful 
W

hen C
ustom

er is looking for best pricing to

•	
Test a new

 technology 
•	

Perform
 a Proof of C

oncept to kick start the technology transition

A
ll C

isco reseller w
ith S

elect certification or higher, and C
loud M

anaged S
ervice Partners can 

access this S
eedIT program

 through C
C

W
.

Learn m
ore 

The S
eedIT First-Tim

e B
uyer Program

 has now
 expanded to include key D

ata C
enter 

technologies:

•	
U

C
S

 S-S
eries: S

3260 
•	

C
isco A

pplication C
entric Infrastructure

•	
C

isco A
PIC

-EN

Related U
RLs and Tools

http://w
w

w
.cisco.com

/c/en/us/partners/sell-integrate-consult/incentives-prom
otions/

seedit-first-tim
e-buyer.htm

l

w
w

w
.cisco.com

/go/seedit

C
ontact D

etails for S
upport or Q

ueries
Partners can open cases in C

ustom
er S

ervice C
entral (C

S
C

), available through M
y C

isco 
W

orkspace. V
isit http://w

w
w

.cisco.com
/cisco/psn/w

eb/w
orkspace.

EM
EA

 S
eedIT S

upport: em
ear-help@

external.cisco.com
 w

ith keyw
ord “S

eedIT D
eal” in the 

subject line.
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M
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M
igration

M
igration Incentive P

rogram
C

ollaboration M
igration Incentive P

rogram
M

igration Incentive Program

M
igration Incentive Program

O
verview

C
isco’s M

igration Incentive Program
 (replacem

ent of previous Technology M
igration Program

) 
enables Partners to offer m

ore com
petitive pricing in their deals in exchange for return of old 

C
isco or non C

isco equipm
ent.

M
IP is a global program

 offering m
igration discount on registered deal under the contractual 

understanding that the Partner w
ill be responsible for the return of the specified trade-in  

equipm
ent w

ithin the agreed tim
efram

es. There is a deal base m
igration discount and 

technology driven accelerator offered under the program
.

Partners can registered a deal via C
isco’s C

om
m

erce W
orkspace once they are enrolled in 

program
 via PPE.

G
o G

reen - Participating in M
IP enhances your com

pany’s green credentials, an im
portant 

m
essage for you to bring to an increasingly eco-conscious m

arketplace. Every piece of 
equipm

ent collected under M
IP is handled in an environm

entally responsible m
anner. D

isposal 
is done in strict accordance w

ith international standards.

N
ew

 Features
D

o not forget to follow
 Technoligy driven offers w

here you can get interesting discounts – list 
to be dow

nloaded here.

O
ur easy-to-use returns process now

 provides you w
ith three options to close your trade-in 

R
M

A
.

The M
igration Incentive Program

 requires that a trade-in Return M
aterials A

uthorization (R
M

A
) 

w
ill be closed w

ithin 180 days after shipm
ent of the final purchase product(s).

Returning Equipm
ent to C

isco is still the preferred m
ethod that provides value to both you 

and your custom
er. M

oreover, it increases your opportunity for future sales by offering an 
environm

entally friendly recycling service to your custom
ers.

If physical returns of equipm
ent are not feasible, C

isco now
 offers 2 alternatives. These 

options are only available w
hen business conditions prevent the return or destruction of trade-

in equipm
ent to C

isco. Trade-in equipm
ent serial num

bers are required and conditions apply.

G
et full instructions

D
escription

Enrollm
ent 

Partners m
ust enroll into the program

 on an annual basis using the C
isco Partner Program

 
Enrollm

ent tool (PPE), located at http://w
w

w
.cisco.com

/go/ppe.

Entry eligibility requirem
ents

To enroll in the M
igration Incentive Program

, the partner m
ust: 

•	
H

ave a current and valid resale agreem
ent in place

•	
B

e in good standing w
ith the C

isco C
hannels Partner Program

•	
B

e at least a registered C
isco partner

N
EX

T
C
O
N
TEN
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B
A
C
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M
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M
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rogram
C

ollaboration M
igration Incentive P

rogram

O
ngoing eligibility

A
fter enrolling, to m

aintain eligibility and good standing w
ithin the program

, partners m
ust also 

certify that: 

•	
The m

igrated products are not leased from
 any person or entity (except w

hen leased 
from

 C
isco C

apital®, as allow
ed by C

isco on a per region basis).
•	

The m
igrated products have been in use in a custom

er’s netw
ork prior to partner 

subm
itting to C

isco.
•	

The m
igrated products are being sent to C

isco in the sam
e w

orking condition in w
hich 

they w
ere rem

oved from
 the custom

er’s netw
ork, w

ith all com
ponents and properly 

packaged to prevent dam
age in transit (guidelines for correct packaging are located at 

http://w
w

w
.cisco.com

/w
eb/partners/dow

nloads/partner/W
W

C
hannels/dow

nload/
packaging_guideline.pdf).

•	
They w

ill m
ake sure that their custom

er com
plies w

ith all packaging guidelines.
•	

The m
igrated products have not been disassem

bled in any m
anner.

•	
They have returned all m

igrated product com
m

itted to in the deal. 1

This includes exception situations w
here a C

ertificate of D
estruction (C

oD
) or a C

ertificate of 
N

onuse (C
oN

) have been used (see trade-in R
M

A
 section)

If C
isco determ

ines at any point that the partner is not m
eeting the requirem

ents of this 
program

, C
isco reserves the right to term

inate a partner from
 participation in this program

 

C
om

pensation fram
ew

ork

The program
’s com

pensation fram
ew

ork is com
posed of a series of stackable discounts that 

encourage partners to m
igrate their custom

ers’ architectures to the latest C
isco technologies. 

These discounts are defined in Table 1. 

Table 1. Eligible discounts and definitions 

D
iscount description

D
iscount

M
igration base discount*

Partners can qualify for a stackable, increm
ental, fixed 

discount for:

•	
registering qualifying m

igration opportunities
•	

returning the legacy equipm
ent rem

oved from
 the end-

custom
er netw

ork to C
isco and adhering to the return 

guidelines.

The program
 discount earned by the partner on a given deal 

registration m
ust be used for purchase of new

 product for the 
custom

er that subm
itted the m

igrated product associated to 
that registered deal ID

.

4%
 off net list price* for 

core products

2%
 off net list price* for 

com
pute products, eligible 

hardw
are and softw

are**

Technology-driven offers

Partners can take advantage of offers on C
isco’s new

est 
technologies. These offers encourage partners to position 
advanced technologies w

ith custom
ers.

Reference the follow
ing 

site for a com
plete list of 

eligible offers:  
w

w
w

.cisco.com
/go/m

ip

*These discounts are stackable on (1) standard discounts partners receive on C
isco hardw

are, 
softw

are, and services, based on their C
hannel Partner Program

 status, and (2) other C
isco 

incentive program
s (e.g., O

pportunity Incentive Prom
otion (O

IP) or Technology Incentive 
Program

 (TIP) w
hen registering new

 m
igration opportunities.

**There are S
KU

s that are not included for discounts and listed on the incentive restricted S
KU

 
list located at w

w
w

.cisco.com
/go/m

ip

Partners m
ay earn program

 discounts to purchase new
 products to replace up to 125 percent 

of custom
er’s existing installed base. 

D
eal-specific accelerators are also aw

arded to partners w
hen displacing a third-party solution 

or bidding against a com
petitor for this opportunity. 

M
igration Incentive Program
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M
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M
igration Incentive P

rogram
C

ollaboration M
igration Incentive P

rogram

D
eal registration

In order to qualify for the program
 discount, each m

igration opportunity m
ust be registered 

by the partner in C
isco C

om
m

erce W
orkspace, located at http://apps.cisco.com

/IC
W

/PD
R

/
hom

e.do. A
s part of the registration process, the partner m

ust: 

•	
Provide C

isco w
ith the com

plete nam
e and address of the custom

er for each deal 
registration

•	
C

om
plete the M

igration Incentive Program
 questionnaire regarding m

igrated product 
being returned and purchased

•	
M

ake sure that only the m
igrated product specified in the approved registration is 

returned to C
isco

Each m
igrated product m

ust be either (1) subm
itted to C

isco or (2) under special and 
authorized circum

stances, destroyed under the term
s as referenced as part of the return 

m
aterials authorization (R

M
A

) process provided in the trade-in R
M

A
 section, next. 

Trade-in return m
aterials authorization 

The C
isco M

igration Incentive Program
 requires that a trade-in R

M
A

 be closed and all 
products returned w

ithin 180 days after the final shipm
ent of purchased products. There are 

three options to close the trade-in R
M

A
: 

R
eturn equipm

ent directly to C
isco:* This is the preferred m

ethod of returning the equipm
ent 

to C
isco. A

rrange for a free pick-up from
 the partner or custom

er’s business or at the partner 
or custom

er’s business location using the Product O
nline W

eb R
eturns (P

O
W

R
) tool. C

isco 
w

ill pay for the freight charges and can arrange for pick-ups from
 m

ultiple locations as w
ell as 

batch returns.

•	
C

ertificate of destruction: This option is available w
hen business conditions prevent the 

return of trade-in equipm
ent to C

isco. Trade-in equipm
ent serial num

bers are required, 
and conditions apply. G

et full instructions.
•	

C
ertificate of nonuse: This option is available w

hen business conditions prevent 
the return or destruction of trade-in equipm

ent to C
isco. Trade-in equipm

ent serial 
num

bers are required, and conditions apply. G
et full instructions.

*Return instructions vary by region. V
iew

 the region-specific return instructions here. 

If the partner fails to return the equipm
ent, that partner w

ill be placed on a get w
ell plan 

for one quarter to im
prove the rate of return of product. If the partner does not im

prove on 
returns, C

isco w
ill term

inate the partner from
 participation in this program

. The C
isco M

igration 
Incentive Program

 team
 and C

isco channel account m
anager w

ill w
ork w

ith the partner in 
developing a get w

ell plan to address the partner’s im
provem

ent in return of the equipm
ent.  

The partner m
ay not subm

it m
igrated products to a C

isco authorized distributor. D
istributors 

have no liability or responsibility for the return of any m
igrated product.

Related U
RLs and Tools 

w
w

w
.cisco.com

/go/m
ip

Register your trade in deal - C
isco C

om
m

erce W
orkspace: w

w
w

.cisco.com
/go/ccw

Enrollm
ent: w

w
w

.cisco.com
/go/ppe

M
igration Incentive Program
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M
igration

M
igration Incentive P

rogram
C

ollaboration M
igration Incentive P

rogram
C

ollaboration M
igration Incentive Program

C
ollaboration M

igration Incentive 
Program
O

verview
The C

ollaboration M
igration Incentive Program

 provides an incentive for partners to help 
custom

ers m
igrate their existing Voice and/or V

ideo Endpoints to new
er Voice and/or V

ideo 
Endpoints – all w

hile offering investm
ent protection w

ith high discounts.

D
escription

The tw
o flavors of the M

igration Incentive Program
 are:

•	
C

isco M
igration (4%

): U
se w

hen m
igrating or upgrading C

isco equipm
ent

•	
C

om
petitive M

igration (5%
): U

se w
hen actively bidding against a com

petitor O
R physically 

displacing a com
petitor from

 the netw
ork.

The base discounts w
ork in com

bination w
ith our C

ollaboration offer w
here you w

ill receive 
up-front discounts of:

•	
U

p to 21%
 for eligible C

isco U
nified C

om
m

unications endpoints m
igrations

•	
U

p to 16%
 for C

isco Telepresence Im
m

ersive m
igrations

•	
U

p to 11%
 for all eligible C

isco endpoints

Learn m
ore

W
atch Replay of C

ollaboration Prom
otions W

ebinar: http://cs.co/collabprom
ow

ebinar

Related U
RLs and Tools

For m
ore inform

ation: w
w

w
.cisco.com

/go/m
ip

C
ontact D

etails for S
upport or Q

ueries
For any questions: askcollaborationprom

otions@
cisco.com
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M
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undling

C
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Enterprise N
etw

orks D
ynam

ic O
ffers

C
onfiguration B

ased D
iscounting

C
onfiguration B

ased D
iscounting

O
verview

C
B

D
 provides incentives to buy m

ore D
IM

M
s and S

torage D
rives to obtain a higher discount. 

The sim
ple concept, buy m

ore… discount m
ore. This prom

otion applies to qualifying storage 
drives and D

IM
M

s ordered on a C
220, C

240, and S
3260 M

4 S
erver. 

Tips to be successful 
H

igher quantity ordered, bigger the discount.

Learn m
ore

https://w
w

w
.cisco.com

/c/en/us/partners/sell-integrate-consult/prom
otions/ucs-rack-

server-discount-prom
otion.htm

l

Related U
RLs and Tools

https://w
w

w
.cisco.com

/c/en/us/partners/sell-integrate-consult/prom
otions/ucs-rack-

server-discount-prom
otion.htm

l
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iscounting

Enterprise N
etw

orks D
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ic O
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Enterprise N
etw

orks D
ynam

ic O
ffers

Enterprise N
etw

orks D
ynam

ic O
ffers

O
verview

C
isco is introducing a sim

ple and autom
atic dynam

ic discount m
odel, designed for partners 

and distributors, to increase deal size and partner profitability. Effective im
m

ediately, w
e are 

rew
arding partners w

ith additional discounts w
hen they up-sell and cross-sell select routing, 

w
ireless, and sw

itching enterprise netw
orks products.

D
escription

Introducing Enterprise N
etw

orks D
ynam

ic O
ffers, our new

 prom
otion to accelerate and sim

plify 
the sales cycle for partners w

ho cross-sell select routing, w
ireless, and sw

itching products 
for deeper discounts. Regular bundles m

ight not fit all custom
er, distributor, or partner needs 

perfectly. D
ynam

ic offers are, w
ell, dynam

ic. O
rder eligible S

KU
s per the program

 rules and 
get an additional discount autom

atically, no questions asked. For instance, ordering eligible 
S

KU
s from

 tw
o product categories (say, w

ireless and sw
itching) w

ill increase your discount. 
O

rdering from
 three categories w

ill increase it even m
ore. You can even stack the offer w

ith 
Fast Track, H

unting and other program
 discounts. S

ell m
ore to get m

ore w
ith dynam

ic offers.

N
ew

, low
er threshold of U

S
$25K now

 available! In addition, M
eraki S

KU
s have been added to 

the list of eligible S
KU

s! 

Learn m
ore 

•	
 Prom

otion O
verview

 and O
rdering G

uide
•	

 List of Eligible S
KU

s
•	

 Term
s and C

onditions
•	

 D
ynam

ic O
ffers S

um
m

ary

Related U
RLs and Tools

w
w

w
.cisco.com

/go/dynam
icoffers

C
ontact D

etails for S
upport or Q

ueries
en-dynam

ic-offers@
cisco.com
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Fast Track
S

m
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lay 
C

isco S
park P

artner P
ricing P

rogram
C

isco S
park M

eetings N
am

ed U
ser M

3/C
3 P

rom
otion

C
isco S

park P
ro P

ack Flex P
lan P

rom
otion 

C
isco S

park S
m

all D
eal A

ccelerator 
Fast Track

Fast Track
O

verview
S

peed up S
ales w

ith Fast Track. B
oost your profitability w

ith com
petitive pricing. 

N
ew

 Features
Various new

 skus added w
ith attractive discounts on selected Enterprise N

etw
orking, C

isco 
O

N
E, D

ata C
entre, C

ollaboration and S
ecurity products (including U

C
S

 S
m

artPlay).

D
escription

Take advantage of increased discounts on high volum
e rack/blade servers and associated 

accessories, sw
itching, routing, w

ireless, security, and sm
all business products w

ith the C
isco 

Fast Track prom
otion. D

eliver the perform
ance and reliability your custom

ers expect w
hile you 

gain business profitability. Plus for a lim
ited tim

e, get additional savings w
ith C

om
m

ercial Fast 
Track O

ffers.

Tips to be successful 
Take To find out w

hich skus are applicable w
ithin Fast Track refer to here 

Related U
RLs and Tools

https://w
w

w
.cisco.com

/c/en/us/partners/sell-integrate-consult/incentives/fast-track.htm
l

C
ontact D

etails for S
upport or Q

ueries
Term

s and conditions apply. C
ontact your C

isco distributor account m
anager to learn m

ore 
about Fast Track prom

otions.
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m
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S
m

artPlay
O

verview
The S

m
artPlay program

 provides the latest and greatest U
C

S
 and H

yperFlex options for 
custom

ers at a pre-discount rate.

N
ew

 Features
Recently added to the S

m
artPlay program

s include new
 Intel M

5 S
ervers w

ith greater flexibility 
and accessory options. H

yperFlex- C
loud C

enter B
undles, H

yperFlex A
ll Flash N

odes and 
U

C
S

 S-S
eries S

torage R
acks. 

D
escription

U
C

S
 Prom

otional offer to accelerate new
 U

C
S

 custom
er acquisition by show

casing the value 
of our end-to-end C

isco U
C

S
 based D

ata C
enter architecture. 

S
upport custom

er’s ever grow
ing application needs and m

eet the business requirem
ents of 

existing U
C

S
 custom

ers w
ith flexible U

C
S

 architecture building blocks.

Reduce sales cycle tim
e w

ith the best, pre-adjusted, up-front pricing available from
 C

isco.

Prom
otional offer and pricing align w

ith all C
isco channel partner incentive pricing strategies 

and policies, creating a m
inim

al learning curve for partners. 

Related U
RLs and Tools

http://w
w

w
.cisco.com

/c/en/us/partners/sell-integrate-consult/incentives-prom
otions/

sm
artplays.htm

l

C
ontact D

etails for S
upport or Q

ueries
Jonathan R

alph (jonralph@
cisco.com

) 
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C
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park Partner Pricing Program

C
isco Spark Partner Pricing Program

O
verview

A
uthorized C

isco S
aaS

 S
ubscription Resale Program

 partners can take advantage of discounts 
on C

isco S
park offers. Enjoy predictable and repeatable pricing and discounts w

ith the S
park 

Partner Pricing Program
.

•	
The C

isco S
park Partner Pricing Program

 is for all partners that sell C
isco S

park m
eetings, 

m
essage, call, audio and add-on services.

•	
Partners can take advantage of the S

park Partner Pricing Program
 discount in addition to 

the base standard discount, O
pportunity Incentive Program

 or Team
ing Incentive Program

.
•	

The program
 enables eligible partners to purchase discounted C

isco S
park subscription 

offers and resell them
 to custom

ers.

D
escription
•	

Easy access to program
 discounts

•	
Predictable transfer prices w

ith attractive discounts for higher profits (transfer price = net 
price paid by partner to C

isco)
•	

A
bility to create com

petitive offers w
ith consistent pricing for a service catalog

Related U
RLs and Tools

For m
ore inform

ation: w
w

w
.cisco.com

/go/sparkpartnerpricing

C
ontact D

etails for S
upport or Q

ueries
For any questions: askcollaborationprom

otions@
cisco.com
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C

isco S
park M

eetings N
am

ed U
ser M

3/C
3 Prom

otion

C
isco Spark M

eetings N
am

ed U
ser 

M
3/C

3 Prom
otion

O
verview

Enabling transitions to the cloud w
hen purchasing N

am
ed U

ser M
3/C

3 receive a lim
ited quantity 

of hardw
are free.

D
escription

To address an increased need for collaborative conferencing m
eetings in the sm

all and m
edium

 
segm

ent specifically new
 and existing custom

ers and departm
ental opportunities C

isco is offering 
a m

eetings accelerator prom
otion w

ith lim
ited quantities of hardw

are for free. This offer ends 
January 27, 2018.

Related U
RLs and Tools

http://w
w

w
.cisco.com

/go/sparkpartnerpricing

C
ontact D

etails for S
upport or Q

ueries
S

parkPartnerPricing@
cisco.com
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M
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isco
D
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B

ehaviours
C

ross S
elling 

and B
undling

O
ther U

pfront P
rogram

s 
and P

rom
otions

P
rofitability 

P
rogram

s
A

ccelerators
Linked 
Incentives

B
eviour 

R
ew

ards
S

pecial 
O

ffers
S

tandalone 
Incentives

M
igration

O
ther U

pfront Program
s 

and Prom
otions

Fast Track
S

m
artP

lay 
C

isco S
park P

artner P
ricing P

rogram
C

isco S
park M

eetings N
am

ed U
ser M

3/C
3 P

rom
otion

C
isco S

park P
ro P

ack Flex P
lan P

rom
otion 

C
isco S

park S
m

all D
eal A

ccelerator 
C

isco S
park Pro Pack Flex Plan Prom

otion

C
isco Spark Pro Pack Flex Plan 

Prom
otion

O
verview

Available for orders through January 27, 2018. Free for life of subscription on Pro Pack product 
only. 

N
ew

 Features
Provides analytical security and com

pliance features.

D
escription

Pro Pack is Free w
hen you purchase Flex Plan S

uite Enterprise A
greem

ent & A
ctive U

ser (M
3/

C
3) orders only. Your custom

er w
ill have a lifetim

e subscription entitlem
ent license to Pro Pack at 

100%
 discount as long as Flex Plan S

uite is renew
ed and no dow

ngrade. A
ddress clear m

arket 
dem

and for high end analytics. 

Tips to be successful
This	is	a	great	prom

otion	to	help	close	Flex	Plan	deals	as	a	result	of	now
	being	able	to	offer	in	

depth analytical and security com
pliance features.  

Related U
RLs and Tools

cisco.com
/go/sparkpartnerpricing

C
ontact D

etails for S
upport or Q

ueries
S

parkPartnerPricing@
cisco.com
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R
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Incentives

M
igration

O
ther U

pfront Program
s 

and Prom
otions

Fast Track
S

m
artP

lay 
C

isco S
park P

artner P
ricing P

rogram
C

isco S
park M

eetings N
am

ed U
ser M

3/C
3 P

rom
otion

C
isco S

park P
ro P

ack Flex P
lan P

rom
otion 

C
isco S

park S
m

all D
eal A

ccelerator 
C

isco S
park S

m
all D

eal A
ccelerator

C
isco Spark Sm

all D
eal Accelerator

O
verview

The C
isco spark sm

all deal accelerator provides a fast w
ay to transact for A-S

PK-N
am

ed U
ser 

D
escription

The C
isco S

park S
m

all D
eal A

ccelerator provides an upfront discount of 10%
 for less than 

quantity 500 per line item
 on A-S

PK-N
am

ed U
sers in lieu of H

unting/Team
ing – O

IP/TIP in 
addition to the C

isco S
park Reseller Program

 discount and base partner standard discount for 
S

aaS
 authorized resellers. 

Related U
RLs and Tools

cisco.com
/go/sparkpartnerpricing

C
ontact D

etails for S
upport or Q

ueries
S

parkPartnerPricing@
cisco.com

N
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M
arketing w

ith 
C

isco
D
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B
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C

ross S
elling 

and B
undling

O
ther U

pfront P
rogram

s 
and P

rom
otions

P
rofitability 

P
rogram

s
A

ccelerators
Linked 
Incentives

B
eviour 

R
ew

ards
S

pecial 
O

ffers
S

tandalone 
Incentives

M
igration

Profitability 
Program

s

P
artner P

lus 
Value Incentive P

rogram
 (V

IP)
Partner Plus 

Partner Plus
O

verview
Faster grow

th w
ith Partner Plus

There is plenty of m
oney to be m

ade in the m
idm

arket. W
ith Partner Plus, get the tools and 

support you need to m
ake it happen.

D
escription

B
y Invitation O

nly: O
ur program

 has 2 levels; Prestige and Elite. The m
ore you sell to 

M
idm

arket and S
M

B
 custom

ers the m
ore you can earn and the m

ore w
e can support you.

U
pon enrolm

ent you w
ill receive quarterly sales targets from

 C
isco w

hich w
ill earn you 

rew
ards in V

irtual W
allet and V

irtual Training W
allet and m

aybe even a place at the Partner 
Plus C

ham
pions C

lub event.

Engaging w
ith your m

idsize custom
ers w

ith Partner Plus tools, presales support, and rew
ards 

w
ill accelerate the grow

th of your C
isco m

idm
arket practice.

Related U
RLs and Tools

C
ontact your C

isco A
ccount M

anager or visit w
w

w
.cisco.com

/go/partnerplus

C
ontact D

etails for S
upport or Q

ueries
https://w

w
w

.cisco.com
/c/dam

/en_us/partners/dow
nloads/partner/W

W
C

hannels/
dow

nload/raising-a-support-case.pdf

N
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T
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M
arketing w
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C

isco
D
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B

ehaviours
C

ross S
elling 

and B
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O
ther U

pfront P
rogram

s 
and P

rom
otions

P
rofitability 

P
rogram

s
A

ccelerators
Linked 
Incentives

B
eviour 

R
ew

ards
S

pecial 
O

ffers
S

tandalone 
Incentives

M
igration

Profitability 
Program

s

P
artner P

lus 
Value Incentive P

rogram
 (V

IP)
Value Incentive Program

 (V
IP)

Value Incentive Program
 (VIP)

O
verview

The Value Incentive Program
 (V

IP) is a com
prehensive, back-end paym

ent program
 that can 

help increase partners’ profitability and rew
ard partners w

ho focus their business practices on 
C

isco’s m
ajor architectures and em

erging offerings. 

N
ew

 Features
•	

Product focus updates have been m
ade across all tracks

•	
Earn m

ore for deals w
ith new

 accounts and w
hen you reactivate existing accounts

•	
B

enefit from
 the sim

plified, renam
ed S

aaS
 incentive, giving you even m

ore rew
ards for 

annuity deals
•	

V
IP Express to transition from

 product resale to softw
are driven, cloud-based offers in 

V
IP S

aaS
/A

nnuity subtracks
•	

G
et bonuses w

hen you sell D
N

A
 A

dvantage softw
are and activate it

•	
G

et extra rebates w
hen you attach Partner S

upport S
ervices to C

isco C
atalyst 9000 

sw
itches

•	
B

enefit from
 the new

 Enterprise N
etw

orking A
nnuity and D

ata C
enter A

nnuity subtracks

D
escription

The C
isco® Value Incentive Program

 (V
IP) is a com

prehensive back-end paym
ent program

 
designed to increase m

argins for C
isco channel partners that resell collaboration, data center, 

Enterprise N
etw

orks, security, C
isco O

pen N
etw

ork Environm
ent (“O

N
E”), service provider 

technologies, M
eraki and S

oftw
are as a S

ervice (“S
aaS

”). The program
 provides a paym

ent 
to partners that achieve program

 objectives during either a 6-m
onth program

 period or a 
3-m

onth program
 period. Value Incentive Program

 Period 30 (V
IP 30) runs from

 July 30, 2017 
through January 27, 2018.

Tips to be successful
1. Focus on m

ost rew
arding V

IP S
KU

s to m
axim

ize your profit: think D
N

A
, S

oftw
are, 

S
ecurity and recurring revenue 

2. C
heck m

onthly you are not m
issing any eligible deals through TP

V reporting
3. C

heck you are progressing tow
ard booking threshold - especially 4 w

eeks before the 
end of V

IP to have tim
e to pull deals earlier

4. M
aintain your specialization(s) until the end of V

IP cycle (Jan 23rd)

Learn m
ore

A
ll V

IP m
aterials, program

 rules, trainings, presentation recordings, list of eligible S
KU

S
 and

useful tools can be found at w
w

w
.cisco.com

/go/vip. 

Related U
RLs and Tools

•	
Total Program

 V
iew

 (TPV
) – To track your V

IP bookings & C
S

AT on daily basis
•	

Partner Program
 Enrolm

ent (PPE) – To enroll
•	

PA
L Tool - To send custom

er satisfaction surveys to custom
ers

•	
Partner S

elf S
ervice (PS

S) – To m
anage your access to PPI

C
ontact D

etails for S
upport or Q

ueries
For support requests, w

e require a case to be opened at C
ustom

er S
ervice C

entral:
1. 

G
o to M

y C
isco W

orkspace. If this is your first tim
e using C

ustom
er S

ervice C
entral, 

you w
ill need to add the m

odule to your w
orkspace.

2. 
C

lick “O
pen a C

ase.”
3. 

C
lick “V

iew
 A

ll” under “Program
 & Tool S

upport.” C
hoose “Partner Program

 B
ooking 

C
laim

s” or “Partner Program
 Paym

ent Eligibility” or “Partner Program
 or Prom

otion 
Enrollm

ent,” as appropriate.
4. 

D
escribe the issue and attach a file if applicable.

5. 
Fill out the required fields in the “D

escribe the issue” section, and select “Value 
Incentive Program

 (V
IP)” from

 the “Program
/Prom

otion” drop-dow
n m

enu.
6. 

S
ubm

it the case.

For issues related to the w
ire transfer of V

IP funds, open a case at C
isco G

lobal EasyPay. 
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Technology Financing

Partner w
ith C
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D

eal optim
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C
isco R

efresh

C
isco Refresh

O
verview

C
isco Refresh is a price-com

petitive and trusted alternative in those cases w
hen buying new

 
equipm

ent is not an option. Rem
anufactured and certified by C

isco, C
isco Refresh products 

are backed by the sam
e C

isco w
arranty and service support options as the equivalent new

 
product. C

isco Refresh (-R
F products) are sold only through you – our authorized C

isco 
resellers. Learn how

 C
isco R

efresh increases m
argins, profitability and your value in the 

m
arketplace. 

N
ew

 Features
W

e carry over 4,000 active (currently on the G
lobal Price List) and end-of-sale products 

(no longer available new
 but w

ith at least one year of support available from
 C

isco Technical 
A

ssistance C
enter [TA

C
]). O

ur inventory includes products from
 all technology areas, including 

sw
itching, routing, w

ireless, IP telephony, security, and other advanced technologies. 

C
isco Refresh is orderable in C

isco C
om

m
erce W

orkspace (C
C

W
) so you can order new

 
and C

isco Refresh in a single tool, m
aking it even easier to provide blended solutions to your 

custom
ers w

ith cost concerns.

C
isco Refresh is also now

 fully integrated w
ith the C

isco S
upply C

hain tools and system
s 

(order fulfilm
ent for the C

isco Refresh business w
as previously done by a third party system

). 
A

ligning w
ith the C

isco S
upply C

hain w
ill lead to im

proved custom
er experiences and w

ill 
better facilitate blending of C

isco Refresh products in high discount situations or to w
in against 

secondary m
arket com

petition.

D
riving Partner profitability and custom

er satisfaction has never been easier. W
ith the R

FIP 
and R

A
C

E rebate/incentive program
s, you w

ill have the opportunity for increm
ental revenue 

and be better positioned to com
pete w

ith the secondary m
arkets. 

D
escription

C
isco Refresh is a pow

erful tool for grow
ing sales. O

ur rem
anufactured products give you 

a com
pelling w

ay to protect and m
aintain your current account base w

ith a solution for 
all the concerns that drive custom

ers to consider used C
isco products (price, availability, 

convenience and environm
ental concerns).

Tips to be successful
D

iscover how
 C

isco Refresh can help you com
pete and accelerate your profitability.

•	
S

ell m
ore and strategically grow

 your business - capture increm
ental revenues by 

com
peting w

ith the secondary (grey) m
arket or against our traditional com

petition
•	

Exceed your profitability expectations by delivering a highly profitable, high m
argin 

solution
•	

Leverage the circular econom
y and sustainability by delivering a green m

essage that 
is good for you, good for your custom

ers and good for the w
orld

Learn m
ore

C
isco R

efresh Partner Training VoD
w

w
w

.brainshark.com
/ciscore/vu?pi=zH

7zLB
vH

B
zB

euFz0

Related U
RLs and Tools

External C
isco Refresh w

ebsite w
w

w
.cisco.com

/go/refresh

W
in w

ith C
isco Refresh (VoD

, sales guides, use cases, links, etc)  
w

w
w

.cisco.com
/w

eb/ciscocapital/refresh/partners/europe.htm
l

C
isco Refresh C

hannel Partner Rebate & Incentive Program
s  

w
w

w
.cisco.com

/w
eb/ciscocapital/refresh/partners/program

s.htm
l

1 C
lick Tool (a sim

ple w
ay to com

pare a B
O

M
 w

ith new
 C

isco vs blended available C
isco 

Refresh) w
w

w
.cisco.com

/go/1ct

C
isco C

om
m

erce W
orkspace (C

C
W

) w
w

w
.cisco.com

/go/ccw
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C
ontact D

etails for S
upport or Q

ueries
C

isco R
efresh S

ales C
ontacts:

w
w

w
.cisco.com

/w
eb/ciscocapital/refresh/w

hy_cisco_refresh/contacts.htm
l

EM
EA

R
 S

ales 

N
am

e 
R

esponsibility
Em

ail
Telephone

Lee R
. W

ady
G

eneral M
anager, 

EM
EA

R
lw

ady@
cisco.com

(919) 392-1473

Im
ran D

ew
an

Em
erging M

arkets 
R

egional M
anager

idew
an@

cisco.com
+44 161 249 5765

S
hannon Frazier

Europe N
orth R

egional 
M

anager
shfrazie@

cisco.com
+31 20 357 1957

Tom
 Knox

U
K

I C
hannels and 

A
T&T R

egional 
M

anager

thknox@
cisco.com

+44 20 8824 0884

A
ym

eline C
urto 

Pinto
Europe S

outh &
 France 

R
egional M

anager
acurto@

cisco.com
+44 20 8824 1810

G
areth Pow

ell
U

K
I D

irect S
ales 

R
egional M

anager
gapow

ell@
cisco.com

+44 20 8824 4653

V
ladam

ir 
S

ukhorukov
Europe C

entral &
 

R
ussia R

egional 
M

anager

vsukhoru@
cisco.com

+44 755 477 6254

For general questions, contact us via em
ail at refreshquestions@

cisco.com

 

C
isco R

efresh
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Technology Financing

Technology Financing
O

verview
G

row
 your profits w

ith unbeatable offers for C
isco solutions on projects from

 $1,000.

W
ant deals that are bigger, m

ore profitable, and easier to close?

C
isco C

apital’s upgraded financial solutions portfolio can help you grow
 your business w

ith 
a range of finance options, from

 spread paym
ent and lifecycle m

anagem
ent to pay-per-use. 

Your custom
ers benefit from

 spreading the cost of their C
isco technology purchase in the w

ay 
that best suits their needs.

A
dd the Flexible Finance offers to all sales proposals for C

isco hardw
are, softw

are, services 
and third-party solutions, and start benefiting.

Key benefits
Finance Products

H
ow

 you achieve them

M
ake your deals bigger. A

chieve 
higher w

in rates
Elim

inate the constraints of cash budgets. D
evelop 

m
ore and deeper relations w

ith executive levels in your 
custom

er’s organization

D
ifferentiate your offer from

 your 
com

petitors’
U

se the Technology Financing offers to tune your 
proposal to your custom

er’s requirem
ents – better than 

your com
petition

Enabling you to com
pete - better

B
uild “as-a-S

ervice” options in your offer. C
ustom

ers 
are increasingly asking for “U

tility”-consum
ption of IT 

assets. Financing enables you to provide that flexibility.

Im
prove your cash flow

G
et your m

oney from
 your custom

ers first, then only 
pay C

isco

Protect your m
argins and increase 

your profitability
D

esign your offer as a “P
rice per m

onth” for the overall 
solution, instead of a “P

rice per S
KU

” and m
ove aw

ay 
from

 the discount conversation w
ith your custom

er

Im
prove custom

er retention. 
Increase repeat business

A
t lease end, you’re first in line for repeat business 

w
ith a natural trigger point to talk to your custom

ers 
about their next technology refresh.

Flexible financing solutions
1 for every C

isco IT 
project and budget
G

ive your custom
ers m

ore choice how
 to acquire their C

isco solutions. D
elivered by 

independent local finance partners, the Flexible Finance portfolio allow
s custom

ers to spread 
the cost of their C

isco or third-party technology over tim
e. S

elect the offer that best fits your 
custom

ers’ requirem
ents.

easylease 0%
Easy Pay

C
om

m
ercial

Paym
ent O

ptions

If your custom
er 

invests
€1,000 to €250,000*

2
€150K and €10M

*
2

€250,000 to €2M
*

2

Lease duration
36 m

onths
36 m

onths
36, 48 or 60 m

onths

Technology 
eligibility

A
ll C

isco technology, including hardw
are, softw

are and services
3

M
inim

um
 C

isco 
spend

70%
 of total price

90%
 of hardw

are 
purchase price and 100%

 
of softw

are and services 
(m

ax 70%
 of B

O
M

)

70%
 of total price

O
ther 

requirem
ents

M
in. 10%

 C
isco 

hardw
are, up to 30%

 
third-party costs

4

M
in. 30%

 C
isco 

hardw
are and up to 10%

 
third-party costs

4

M
in. 70%

 C
isco & 

A
lliances hardw

are, up to 
30%

 third-party costs
4

End-of-lease 
options

P
urchase or return

P
urchase, return or refresh

5

If your deal falls 
outside of these 
param

eters
C

ontact your local C
isco C

apital partner account m
anager

Key custom
er 

benefit

S
pread paym

ents 
over 36 m

onths at 
true 0%

0%
 or better financing 

to ease m
igration to new

 
C

isco technology

D
efer technology 

refresh decision w
ith 

certainty of future costs

Key partner 
benefit

1%
 rebate

Rem
ove budget barriers 

to technology m
igration 

w
ith an easy refresh 

opportunity in 36 m
onths

Lifecycle m
anagem

ent

Links to sales 
assets

C
lick to view

C
lick to view

C
lick to view

O
ffer end date

28 July 2018
28 July 2018

28 July 2018 N
EX

T
C
O
N
TEN
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B
A
C
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C
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1 Financing products provided by third-party financiers. Participating countries’ term
s and 

conditions apply.C
redit approval required by finance partner. 2 O

r the equivalent in local 
currency. 3 A

ll C
isco products qualify for Easy Pay w

ith the exception of C
isco End of Life (EO

L) 
products. 4 Third-party costs include installation, support, and third-party noncom

petitive 
hardw

are. 5 End-of-term
 buy-out options are available in accordance w

ith local policies.

Tailor m
ade solutions

W
e can design a suitable financing solution to help your custom

ers stream
line the w

ay they 
m

anage their technology investm
ents. W

hether it is a lease, loan, or on-dem
and consum

ption 
m

odel, C
isco C

apital has a highly experienced team
 of financing consulting experts w

ho are 
dedicated to supporting your business.

Related U
RLs

w
w

w
.ciscocapital.com

/partner/em
ea 

Let us help you sell m
ore

Em
ail cisco_capital_channel_partners_em

ea@
cisco.com

Technology Financing
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C
isco Incentive S

napshots

C
isco Incentive S

napshots
 •	

The Incentive S
napshot EM

EA
R provides the list of the m

ost popular program
s and prom

otions 
w

ith a description, end date and stackability w
ith other incentives

•	
It is updated m

onthly and segm
ented as follow

s:
1. 

U
pfront discounts

2. 
B

ackend paym
ents

You can dow
nload the Incentive snapshots docum

ent at
http://w

w
w

.cisco.com
/c/dam

/global/en_uk/assets/pdfs/partners/em
ear_partner_incentive_

snapshot.pdf 
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M
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art A
ccount & 

S
m

art Licensing
P

artner P
rogram

 
Enrolm

ent Tool (P
P

E)
C

isco C
om

m
erce 

W
orkspace (C

C
W
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Total P

rogram
 

V
iew

 (TP
V

)
C

isco P
roposal 

Library
G

lobal EasyP
ay 

(G
EP)

C
ustom

er 
S

atisfaction (C
S

AT)
Partner S

elf 
S

ervice (P
S

S)

Partner S
elf S

ervice (PS
S)

O
verview

Partner S
elf S

ervice enables partners to m
anage com

pany data, authorize tool access, renew
 

Partner level access and ensure the com
pany appears correctly in the partner locator tool.

D
escription

B
enefits:

•	
Enables data and access m

anagem
ent for C

isco Partner
•	

U
pdating inform

ation m
akes a stronger C

isco – Partner relationship
•	

A
llow

s individuals to obtain Partner level access
•	

P
S

S
 (only for Partner A

dm
inistrators) allow

s m
anagem

ent of com
pany data

Through P
S

S
, Partners can m

anage individual and com
pany inform

ation, individual and global 
locations and access to Partner Tools.

A
 Partner w

ill access Partner S
elf S

ervice after com
pleting Partner Registration Process. The 

Partner contact w
ho registers the Partner w

ill autom
atically becom

e the Partner S
elf S

ervice 
A

dm
inistrator and can continue to set up and associate contacts to the com

pany.

Related U
RLs and Tools

For additional inform
ation, please see the U

ser G
uide, w

hich can be accessed directly from
 

w
w

w
.cisco.com

/go/pss

C
ontact D

etails for S
upport or Q

ueries
Partners can open cases in C

ustom
er S

ervice C
entral (C

S
C

), available through M
y C

isco 
W

orkspace. V
isit http://w

w
w

.cisco.com
/cisco/psn/w

eb/w
orkspace.
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W
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Total P
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V
iew

 (TP
V

)
C

isco P
roposal 

Library
G

lobal EasyP
ay 

(G
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C
ustom

er 
S

atisfaction (C
S

AT)
Program

 M
anagem

ent 
and A

pplication (PM
&

A
)

Program
 M

anagem
ent and 

A
pplication (PM

&
A)

O
verview

A
s of 13 M

arch 2016, Program
 M

anagem
ent and A

pplication is now
 accessible on the G

lobal 
N

avigation B
ar. Program

 M
anagem

ent and A
pplication provides a single application process 

for the follow
ing C

isco Program
s: C

ertifications, S
pecializations, C

loud and M
anaged S

ervices 
Program

 (C
M

S
P) and A

uthorized Technology Provider (ATP).

Program
 M

anagem
ent and A

pplication replaces C
ertification and S

pecialization A
pplications 

(C
S

A
pp) and features: 

•	
A

n intuitive user experience w
ith integrated reporting capabilities 

•	
Focused m

essaging and alerts throughout the program
 lifecycle 

•	
G

reater visibility and clear direction to address com
pliance questions 

•	
A

 flexible architecture that responds to evolving partner needs

N
ew

 Features 
2017- July-07

A
nnouncing U

pdated C
hanges to Term

s and C
onditions for PM

A
 Tool 

(PD
F - 453 KB) 

D
escription

A
ccess

In order to access PM
&

A
, please verify that you have the com

pleted the follow
ing steps: 

•	
O

btain a C
isco.com

 user ID
 

•	
Register your com

pany through Partner Registration 
•	

Ensure you are associated to a com
pany that is registered w

ith C
isco 

A
fter you have m

et the pre-requisite requirem
ents, you can begin using PM

&
A

.
Program

 m
anagem

ent and application supports tw
o levels of access: 

•	
Read-only access (default)

•	
A

uthor (read-w
rite) access

You m
ay request the read-w

rite access from
 Partner S

elf S
ervice tool, or by clicking on 

the “C
lick here to request full access” link on the “S

elect G
eography” page.

Related U
RLs and Tools

w
w

w
.cisco.com

/go/pm
a

To obtain C
isco.com

 user ID
, please proceed to  

http://tools.cisco.com
/R

PF/register/register.do 

To register your com
pany, please use the Partner Registration tool

http://tools.cisco.com
/W

W
C

hannels/IPA
/w

elcom
e.do 

To associate yourself w
ith a com

pany, please use the Partner S
elf S

ervice Tool at 
http://tools.cisco.com

/W
W

C
hannels/G

ETLO
G

/login.do

C
ontact D

etails for S
upport or Q

ueries
Partners can open cases in C

ustom
er S

ervice C
entral (C

S
C

), available through M
y C

isco 
W

orkspace. V
isit https://w

w
w

.cisco.com
/cisco/psn/w

eb/w
orkspace.
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roposal 

Library
G

lobal EasyP
ay 

(G
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C
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S
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C
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er 

S
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S
A

T)

C
ustom

er S
atisfaction (C

S
AT)

O
verview

C
ustom

er S
atisfaction continues to be am

ongst the highest priorities of C
isco and a cornerstone of 

the C
isco C

hannel Partner Program
. To this end, Partner A

ccess onLine (PA
L) w

as created to not 
only help you m

anage the surveys you request and receive from
 your custom

ers, but also provide 
you real-tim

e, partner-custom
ized access to C

isco best practice sharing. 

The FY18 C
S

AT requirem
ents w

ill be the sam
e as FY17.

Partners w
ill continue to no longer be responsible for attaining survey responses. Partners w

ill 
need to provide contact nam

es and em
ail addresses for custom

er to receive a survey and C
isco 

w
ill send the survey.

The C
S

AT survey w
ill incorporate a N

et Prom
oter S

core. The survey w
ill no longer ask the 

custom
er their overall satisfaction w

ith the Partner and w
ill be asked instead “H

ow
 likely are 

you to recom
m

end your C
isco C

hannel Partner to a friend or colleague?” The scale w
ill be 

betw
een 1- 10 w

ith 1 being the “least likely to recom
m

end” and 10 being the “m
ost likely to 

recom
m

end”. This is the N
et Prom

oter S
core w

ithin the C
S

AT survey. 

N
ext C

S
AT m

easurem
ent - January 2018

Partner to provide valid contact nam
es/em

ail addresses for custom
ers to receive a survey:

•	
G

old C
ertified Partners: 30

•	
Prem

ier C
ertified Partners: 10

•	
S

elect C
ertified and Registered Partners: 10 (for V

IP participation)

You are not responsible for the survey responses. C
isco w

ill adm
inister the sending of surveys 

to your custom
ers.

D
escription

Key Features and benefits:

•	
Provides partners w

ith data collection system
 at no cost

•	
C

reates ability to track trends and data
•	

Identifies key areas for im
provem

ent for both C
isco and partners

•	
S

trengthens relationship betw
een partners, custom

ers and C
isco

•	
B

uilds long term
 custom

er and partner loyalty and retention
•	

Enables partners and C
isco to m

ake inform
ed business decisions 

 
# of C

ontact N
am

es / E-M
ail A

ddresses
C

S
A

T R
ating

N
ew

 Prem
ier

N
one ( w

aived for 1st year )
n/a

R
enew

ing Prem
ier

10 + Low
 score Follow

-up
n/a

N
ew

 G
old

N
one ( w

aived for 1st 6 m
onths )

n/a

R
enew

ing G
old

30 + Low
 score Follow

-up
n/a

Tips to be successful

•	
You can provide m

ultiple custom
er em

ail addresses w
ithin the sam

e custom
er com

pany 
(this is even suggested to give you objective view

 on the overall custom
er satisfaction)

•	
Partners m

ust follow
 up on every low

 score (1 – 4) received for the current C
isco 

fiscal year and enter those activities w
ithin the PA

L tool. If no low
 scores are received, 

no action w
ill be required for the Partner for the July m

easurem
ent and they w

ill be 
considered com

pliant for both certification and V
IP.

•	
 C

heck updated Q
&

A
s on C

S
AT w

ebsite (w
w

w
.cisco.com

/go/csat) to learn further details
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V
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V

)
C

isco P
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G
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C
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er 
S

atisfaction (C
S

AT)

Related U
RLs and Tools

Partner A
ccess onLine (PA

L): w
w

w
.cisco.com

/go/pal

C
S

AT R
equirem

ents: w
w

w
.cisco.com

/go/csat

V
IP C

S
AT requirem

ents: w
w

w
.cisco.com

/go/vip

C
ontact D

etails for S
upport or Q

ueries
Partners can open cases in C

ustom
er S

ervice C
entral (C

S
C

), available through 
M

y C
isco W

orkspace. V
isit https://w

w
w

.cisco.com
/cisco/psn/w

eb/w
orkspace.

C
ustom

er 
S

atisfaction (C
S

A
T)
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ay 

(G
EP)

C
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m
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S
m

art Licensing

S
m

art A
ccount & S

m
art Licensing 

O
verview

S
m

art Licensing and S
m

art A
ccounts sim

plify the process of purchase, deploym
ent, tracking and 

renew
al of C

isco’s softw
are by rem

oving entitlem
ent barriers and providing inform

ation about a 
custom

er and partner’s softw
are install base. This is a m

ajor change to C
isco’s softw

are strategy—
m

oving aw
ay from

 a PA
K-based m

odel to a new
 approach that enables flexibility and advanced 

consum
er-based m

odels.

W
hen ordering S

m
art Licenses it is m

andatory to assign the order to a S
m

art A
ccount in C

C
W

.

If you’d like to learn m
ore, you can register for S

m
art A

ccount &
 S

m
art Licensing training. 

You can also visit the EM
EA

R S
oftw

are C
om

m
unity.

N
ew

 Features
S

m
art S

oftw
are Licensing m

akes it easier to do business w
ith C

isco. Benefits for partners include:

•	
V

isibility in one platform
 to devices and softw

are purchased and deployed
•	

A
bility to m

onitor and m
anage devices, licenses, and usage in real tim

e
•	

A
utom

atic license activation and license portability across com
patible devices

•	
Product sim

plicity w
ith standard softw

are offers, licensing platform
, and policies

D
escription

A S
m

art A
ccount is a custom

er or partner m
anaged centralised account that provides full visibility 

and access control to all C
isco S

oftw
are licenses across the custom

er’s com
pany. It w

ill ultim
ately 

pool all assets, users, and agreem
ents that are associated w

ith that custom
er. It is sim

ilar to a bank 
account w

here users can store, m
anage and m

ove assets from
 one virtual account to another.

S
m

art A
ccounts are becom

ing the heart of C
isco transactions. It is m

andatory for S
m

art 
Licenses to be assigned to a S

m
art A

ccount and it is optional, but highly recom
m

ended, for 
PA

K based licenses. The partner’s responsibility is to designate the correct S
m

art A
ccount for any 

S
m

art License S
KU

s they are ordering. C
urrently, S

m
art A

ccounts are used for S
oftw

are Licenses, 
but the end state goal of S

m
art A

ccounts is to also include assets such as service contracts.

There are 2 types of S
m

art A
ccounts: 

1) 
H

olding S
m

art A
ccount (for Partners and D

istributors) 
2) 

C
ustom

er S
m

art A
ccount (for End C

ustom
ers and Partners purchasing licenses for their 

ow
n use).

End C
ustom

ers m
ay self-m

anage license deploym
ent throughout their com

pany easily and quickly 
in the S

m
art S

oftw
are M

anager (S
S

M
) or they can grant S

m
art A

ccount access to their partners 
so that partners can m

anage licenses on their behalf. 

A
ll S

m
art Licensed products upon configuration and activation w

ith a single token w
ill self-register, 

rem
oving the need for registering product after product w

ith Product A
ctivation Keys (PA

Ks). 
Instead of using PA

Ks or license files, S
m

art S
oftw

are Licensing establishes a pool of softw
are 

licenses or entitlem
ents that can be used across the entire custom

er portfolio in a flexible and 
autom

ated m
anner. 

Tips to be successful
For Partners: 

•	
D

on’t w
ait for your first S

m
art License order - create your ow

n H
olding S

m
art A

ccount 
and C

ustom
er S

m
art A

ccount now
. This w

ill ensure a sm
ooth ordering experience.

•	
W

ork w
ith your End C

ustom
ers and help them

 create their C
ustom

er S
m

art A
ccount.
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V
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)
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isco P
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C
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S

atisfaction (C
S

AT)

Learn m
ore

Register for S
m

art A
ccount &

 S
m

art Licensing training
H

ow
 to Request H

olding S
m

art A
ccount

H
ow

 to Request C
ustom

er S
m

art A
ccount

Related U
RLs and Tools

C
isco S

oftw
are C

entral 
S

m
art S

oftw
are M

anager
O

rderable S
m

art Licensing PID
s

S
m

art Licensing Product Roadm
ap

EM
EA

R S
oftw

are C
om

m
unity 

C
ontact D

etails for S
upport or Q

ueries
S

upport O
ptions

S
m

art A
ccount &

 
S

m
art Licensing
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Partner Program

 
Enrolm

ent Tool (PPE)

Partner Program
 Enrolm

ent Tool (PPE)
O

verview
Partner Program

 Enrollm
ent (PPE) is an integrated and consolidated system

 that 
allow

s you to enroll, subm
it, and track m

ultiple C
isco Program

s all in a single platform
. 

Partner Program
 can be accessed via the follow

ing link w
w

w
.cisco.com

/go/ppe.

D
escription

PPE helps to enable im
m

ediate approval for selected C
isco program

s based on certification 
specialization and authorization status. In addition, PPE provides partners w

ith the ability to 
track enrolm

ent approval status across m
ultiple channel program

s. W
ith its integration into the 

Program
 M

anagem
ent and A

pplication (PM
&

A
) and C

isco C
om

m
erce W

orkspace, PPE allow
s 

partners to experience convenient navigation from
 certification and specialization through deal 

and order m
anagem

ent.

The PM
&

A
 A

dm
inistrator from

 the Partner C
om

pany has to carry out enrolm
ent in to the above 

program
s in the Partner Program

 Enrolm
ent Tool. 

A
nyone w

ith a valid C
C

O
 ID

 can view
 com

pany enrolm
ents but only a PM

&
A

 A
dm

inistrator can 
enrol a com

pany in to a Program
. 

S
om

e other features of Partner Program
 Enrolm

ent Tool include: 

•	
O

ne stop shop to view
 all active & eligible C

hannel Program
s

•	
Real tim

e tracking of all application status 
•	

S
im

ple 5 step enrollm
ent process

•	
S

eam
less integration w

ith rest of the Program
 tools

•	
A

ccelerates som
e Program

 enrollm
ent by autom

atic eligibility validation

H
ow

 to Enroll in a Program
S

elect a Program
From

 the Eligible Program
s tab, click on the “S

elect” button of the program
 you w

ish to enroll 
in. D

epending on the program
 selection, and the requirem

ents of that program
, partners m

ay 
be prom

pted to select a geography in a pop up w
indow

.

S
elect a Track

If the partner’s selected program
 includes a track or tracks, the partner w

ill be prom
pted to 

select the track they w
ish to participate in.

1. 
 Eligible Tracks Tab—D

isplays all the tracks a partner is eligible for, given their current 
certification and specialization level.

2. 
 Potential Tracks Tab—D

isplays all other tracks available that the partner does not m
eet the 

eligibility criteria.

3. 
 C

lick on the “C
heck Eligibility” link to see a pop-up w

indow
 com

parison of the track 
requirem

ents and the partner’s credentials.
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Enrolm

ent Tool (P
P

E)
C

isco C
om

m
erce 

W
orkspace (C

C
W

)
Total P

rogram
 

V
iew

 (TP
V

)
C

isco P
roposal 

Library
G

lobal EasyP
ay 

(G
EP)

C
ustom

er 
S

atisfaction (C
S

AT)

Enter D
etails

PPE sim
plifies data entry by pre-populating com

pany inform
ation based on the user’s C

C
O

 ID
, 

w
hile allow

ing the partner to enter different contact inform
ation for the organization. D

etails are 
verified during the review

 process.

S
ubm

it inform
ation as required by the program

:

1. 
 W

ho Is Involved—A
utom

atically populated w
ith Partner and Partner A

ccount M
anager 

(PA
M

) contact inform
ation

2. 
A

dditional Inform
ation—Provide additional docum

entation, if the program
 requires

3. 
Term

s and C
onditions—D

isplays the T&C
’s for that program

 w
ith a “click to accept”

4. 
B

anking Inform
ation—

C
apture necessary banking details, if the program

 requires

5. 
Review

 & A
pprove—For non-auto approved program

s, enables C
isco approval.

N
O

TE: U
pon m

anual enrollm
ent, the enrolling partner w

ill receive an em
ail rem

inding them
 to 

use Partner S
elf S

ervice (P
S

S) to verify contacts for paym
ent notification and acceptance.

Related U
RLs and Tools

Partner Program
 Enrolm

ent Tool PPE:
w

w
w

.cisco.com
/go/ppe

 Login w
ith your valid C

C
O

 Id and view
 your com

pany’s enrolm
ents

Please rem
em

ber!

O
nly the C

S
A

PP adm
inistrator from

 your com
pany can carry out enrolm

ents in to various 
program

s and prom
otions.

C
ontact D

etails for S
upport or Q

ueries
Partners can open cases in C

ustom
er S

ervice C
entral (C

S
C

), available through M
y C

isco 
W

orkspace. V
isit http://w

w
w

.cisco.com
/cisco/psn/w

eb/w
orkspace.

Partner Program
 

Enrolm
ent Tool (PPE)
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C
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m
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W
orkspace (C

C
W

)

C
isco C

om
m

erce W
orkspace (C

C
W

)
O

verview
C

om
m

erce W
orkspace is an integrated quoting and ordering platform

 that allow
s partners 

to access C
isco pricing concessions and program

s. It offers a user-friendly interface that 
facilitates collaboration, im

proves partner flexibility in m
aking changes to configurations, and 

provides broad access to C
isco partner offerings. 

C
isco C

om
m

erce W
orkspace provides one integrated, stream

lined, and sim
plified com

m
erce 

experience that allow
s Partners to register deals, configure and price products, softw

are 
and related service, build the quote and subm

it orders from
 a single W

orkspace. A
ll Partners 

have access to the deal registration and quoting area of the w
orkspace. Partners w

ith a direct 
ordering relationship w

ill also enjoy the benefits of C
C

W
 ordering. 

A
dditionally Partners can also use C

C
W

 to build their configurations w
ith Estim

ates portal 
accessible under Estim

ates & C
onfigurations tab in C

C
W

. W
ith Estim

ates, you w
ill be able to 

use C
C

W
 as your repository for standard configuration and as a starting point for your new

 
configurations. Estim

ates provides intelligent validations, autom
atically attaches services 

and provides real tim
e guidance to valid selections thereby reducing the num

bers of error 
m

essages. Enriched interaction provides efficient tool navigation em
bedded in the Q

uote 
creation process w

ithin C
C

W
. 

O
ur continuous developm

ent of C
C

W
 consistently aim

s to reduce the num
ber of tools that 

need to be used, decreasing the overall deal cycle tim
e and providing a consistent purchasing 

experience. 

N
ew

 Features
C

C
W

 2017 Release overview
•	

Provide partial provisioning inform
ation for S

aaS
 orders 

•	
Im

proved the experience w
hen estim

ating, quoting, and ordering services as a 
subscriptions

•	
C

isco O
N

E B
O

M
 U

pgrade tool enhancem
ent (Partners/D

istributors & S
ervice Providers)

•	
B2B

 Partners are being further integrated into the transaction of XaaS
 via new

 A
PIs 

•	
A

ddress records being created, now
 align w

ith the exact inform
ation you enter

•	
S

im
plified V

iew
 S

tatus for S
aaS-O

nly O
rders

•	
Em

ail D
om

ain Validation for N
ew

 S
m

art A
ccounts

D
escription

Q
uote

In C
isco C

om
m

erce W
orkspace, Partners can register deals and benefit from

 EM
EA

R program
s 

and prom
otions currently available. Partners can register deals for the follow

ing program
s: 

•	
A

LS
 

•	
H

unting 
•	

N
FR 

•	
S

LS
 

•	
P

S
PP 2.0 

Partners can also create Trade-Ins in C
isco C

om
m

erce W
orkspace in relation to enrolm

ent, 
Partners need to enrol in to the follow

ing program
s: 

•	
C

TM
P – Trade-in 

•	
S

LS
 

Program
 Enrolm

ent

In relation to enrolm
ent, Partners need to enrol in to the follow

ing program
s in the PPE tool – 

Partner Program
 Enrolm

ent Tool: 
•	

C
TM

P – Trade-In 
•	

S
LS

 
•	

V
IP 

•	
P

S
PP 2.0 

•	
N

FR 

N
ote: the C

S
A

PP A
dm

inistrator from
 the Partner C

om
pany has to carry out the enrolm

ent 
in to the above program

s in the Partner Program
 Enrolm

ent Tool. This tool can be 
accessed in the C

isco C
om

m
erce W

orkspace H
om

epage by clicking on “M
y Enrolm

ents”. 
A

nyone w
ith a valid C

C
O

 ID
 can view

 com
pany enrolm

ents but only a C
S

A
PP 

A
dm

inistrator can enrol a com
pany in to a Program

.
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V
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V

)
C

isco P
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G

lobal EasyP
ay 

(G
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C
ustom

er 
S

atisfaction (C
S

AT)

Related U
RLs and Tools

C
isco C

om
m

erce W
orkspace

Login w
ith your valid C

C
O

 ID
 and use the w

orkspace

O
perations Exchange C

om
m

unity link to all Training m
aterial, Q

uick Reference G
uides, Q

&
A

, 
E-learning’s: https://forum

s.cisco.com
/O

perationsExchange/s/ 

To update current or new
 softw

are subscriptions, use the direct link to the Product U
pgrade 

Tool (PU
T) on the C

C
W

 H
om

epage.

S
om

e other features of C
isco C

om
m

erce W
orkspace include:

Integrated quoting environm
ent for 

you to register opportunities and apply 
prom

otional pricing to configurations 
uploaded from

 C
isco.com

 tools or Excel

•	
R

educes adm
inistrative tasks, redundancy, and 

costs associated w
ith entering deals

D
eal-sharing capability

•	
Im

proves P
artner P

rogram
 adoption 

•	
Enables reporting on prom

otions and program
s 

•	
P

rovides a single place to access C
isco program

s 

U
se of standard C

isco deal ID
 for direct 

ordering
•	

Increases collaboration betw
een you and the 

C
isco sales staff 

•	
P

rovides a single source for all registered deals 

A
utom

atic D
eviation A

uthorization 
R

equest Tool (D
A

R
T) notification to 

distribution on indirect 2-Tier approved 
orders

•	
Im

proves closed-loop reporting (revenue, close 
rates, program

 usage) 
•	

R
educes order validation turnaround tim

e 
•	

P
rovides greater pipeline visibility 

A
pply prom

otional discounts to 
configurations for direct orders

•	
Integrates w

orkflow
 betw

een C
isco tools

G
lobal application available in 16 

languages
•	

Im
proves your partner experience 

•	
A

ccelerates the order validation process
•	

Increases visibility prom
otion pricing

C
ontact D

etails for S
upport or Q

ueries
In case of any issues, Partners should create a service desk case first. W

ithout the case num
ber, 

subsequent support team
s w

ill not be able to provide partners w
ith assistance. 

Partners can open cases in C
ustom

er S
ervice C

entral (C
S

C
), available through M

y C
isco 

W
orkspace. Visit http://w

w
w

.cisco.com
/cisco/psn/w

eb/w
orkspace.

Learn m
ore

Please check out the O
perations Exchange C

om
m

unity w
ebsite for updates on releases 

and self-paced training m
aterial.

C
C

W
 Enhancem

ents: C
lick here for the June 2017 R

elease O
verview

 

In the Program
 Training	tab	you	w

ill	also	find	additional	training	m
aterials	on	Q

uoting	and	
O

rdering for both Products and S
ervices. 

Keep yourself updated.

S
tay inform

ed w
ith the latest new

s on C
C

W
 and other tools and program

s. You can 
subscribe for the consolidated EM

EA
R

 Tools and Program
s Partner new

sletter w
hich you 

w
ill be receiving tw

ice a m
onth, one w

ill be a m
ore detailed update and the other w

ill be 
in short bites form

at.

In this new
sletter you can get the latest new

s about release updates, training and 
operational or business im

pacting changes on C
isco program

s and tools and the 
dow

ntim
e alerts. C

isco C
om

m
erce 

W
orkspace (C

C
W

)
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V
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isco P
roposal 

Library
G

lobal EasyP
ay 

(G
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C
ustom

er 
S

atisfaction (C
S

AT)
Total Program

 
V

iew
 (TP

V
)

Total Program
 View

 (TPV)
Total Program

 V
iew

 (TPV
) G

eneral A
vailability 

TPV
 O

ffers C
onsolidated D

ashboards and Reports for Partner 
Program

s

TP
V consolidates data from

 m
ultiple sources for a single view

 of Partner program
s. Partners 

w
ill have access to the Paym

ents, M
etrics, Value Incentive Program

, C
loud and M

anaged 
S

ervice Program
, and C

isco S
ervices Partner Program

 dashboards in addition to increased 
functionality and a new

 Portfolio dashboard. TP
V link: w

w
w

.cisco.com
/go/tpv.

TP
V is the prim

ary source for Partners and C
isco to obtain status of ongoing program

 
perform

ance in term
s of bookings, m

etrics and paym
ents. TP

V replaced the S
corecard in 

Perform
ance M

etrics C
entral (PM

C
), and several reports in Partner Program

 Intelligence (PPI).

Expected TP
V benefits include:

•	
A

 single view
 of partner program

s including; enrollm
ents, bookings, m

etrics and 
paym

ents
•	

A
bility to reconcile paym

ents
•	

Full m
etrics integration

S
upport m

aterials w
ill be available w

ithin the TP
V tool, from

 the H
elp &

 Training link and w
ill 

include quick reference m
aterials and options to register for live training.

In case of any assistance needed related to TP
V please open a case w

ith your support team
 

thru C
ustom

er S
ervice C

entral: https://w
w

w
.cisco.com

/cisco/psn/w
eb/w

orkspace

Related U
RLs and Tools

TP
V link: w

w
w

.cisco.com
/go/tpv
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C
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C
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Library

C
isco Proposal Library

O
verview

The C
isco Proposal Library is a unique sales tool of professionally developed sales collateral 

spanning all 6 C
isco A

rchitectures that enables users to save tim
e w

hilst allow
ing them

 to 
com

pete m
ore effectively w

ith the com
petition. O

ur proposals are available in W
ord so you 

can tailor them
 specifically for the end custom

er to be as im
pactful as possible. 

N
ew

 Features
N

ew
 search & filtering capabilities are now

 available on the C
isco Proposal Library to m

ore 
easily find the content that you are looking for 

D
escription

Easily dow
nload and custom

ize proposals from
 the C

isco Proposal Library using M
S

 W
ord 

for over 100 C
isco solutions and products in m

ultiple languages. S
ave tim

e, D
eliver accurate 

proposals and W
in m

ore deals w
ith the proposal library for free, w

hilst increasing the tim
e you 

spend face-to-face w
ith your custom

ers. S
tatistics show

s that users of the C
isco Proposal 

Library increase bookings by 20%
 against non-users. 

C
isco’s high quality proposals are designed to:

•	
S

upport C
ustom

er M
eetings: Follow

 up a custom
er m

eeting w
ith a tailored proposal 

re-enforcing the sales m
essages shared during the m

eeting and provide a reason to 
call back

•	
D

eliver a Q
uote: Instead of sending a B

O
M

, send a proposal w
ith pricing to m

ake the 
investm

ent m
uch m

ore com
pelling, reducing approval delays w

ithin your custom
er

•	
Enable B

usiness C
ases: Provide m

aterial to support a custom
er’s business case, plus 

help your custom
er ‘C

ham
pion’ to sell the benefits of your solution internally

•	
D

rive Proactive S
ales: Provide persuasive sales inform

ation to justify additional 
investm

ent for your solution 
•	

A
void / Influence an R

Fx: G
et a ‘Proactive Proposal’ in front of the custom

er to 
show

case C
isco’s value and convince them

 that you are the right partner and avoid 
them

 issuing an R
FP

Tips to be S
uccessful

1. 
Launch C

isco Proposal Library to see w
hat is available today and dow

nload the latest 
proposals in M

S
 W

ord form
at

2. 
N

ext tim
e you are asked for a proposal, go to Proposal Library, dow

nload a proposal 
tem

plate and prepare full set of docum
ents for your custom

er differentiating C
isco from

 the 
com

petition

Learn m
ore

W
atch 2 m

inute H
ow

 to Leverage the Partner Proposal Library 

Related U
RLs and Tools

The C
isco Proposal Library can be accessed at:  

https://proposals.cisco.com
/

Further Partner inform
ation related to sales and proposal collateral can be found at:  

https://com
m

unities.cisco.com
/docs/D

O
C

-34186 

C
ontact D

etails for S
upport or Q

ueries
W

e w
ant to m

ake doing business w
ith C

isco easy and profitable. If you have any questions 
regarding the Proposal Library, please, em

ail us at gp-partner-adm
in@

external.cisco.com
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V
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C
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S

atisfaction (C
S
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G
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(G

EP)

G
lobal EasyPay (G

EP)
W

hat is G
lobal EasyPay?

G
lobal EasyPay is a sim

ple and consistent paym
ent 

and reporting process for partners w
ho participate 

in C
isco partner incentive paym

ent program
s. 

W
ith G

lobal EasyPay, partners receive paym
ents 

m
ore quickly and are able to view

 details regarding 
scheduled and com

pleted paym
ents.

Program
 B

enefits:
•	

	Em
ail	rem

inders,	and	paym
ent	and	status	notices	

for easier tracking
•	

	S
tandard,	predictable	paym

ent	cycles	across	
program

s
•	

	Paym
ent	reports	for	m

ultiple	program
s	available	in	

a single tool
•	

	C
laim

	form
	available	in	m

ultiple	languages	and	
paym

ents available in your local currency

H
ow

 to U
se G

lobal EasyPay?

To claim
 or view

 C
isco incentive paym

ents m
anaged 

through the G
lobal EasyPay process you m

ust use the 
Partner B

enefits S
tatem

ent tool

To access to the Partner B
enefits S

tatem
ent

•					You	m
ust	use	your	existing	C

isco.com
	ID
	and	

passw
ord. If you do not have one R

egister for 
U

ser ID
, You w

ill receive an autom
ated reply w

ith 
your ID

.
•					You	m

ust	be	associated	w
ith	your	com

pany	site	in	 
Partner S

elf S
ervice (PS

S).
•					You	m

ust	be	established	in	Partner	S
elf	S

ervice	in	
one of the three contact roles. C

ontact Roles

Your com
pany’s adm

inistrator assigns roles through 
Partner S

elf S
ervice:

•				Rebate	C
oordinator(s):	1	or	2

•				C
opy	C

ontact(s):	1,	2,	or	3

M
ust be a m

inim
um

 of 1 Rebate C
oordinator per 

program
 and country com

bination. If no rebate 
coordinator exists, C

isco w
ill not be able to send 

claim
 notices and your rebate w

ill expire.

These contact roles need to be kept current to avoid 
paym

ent delays.

S
taff in all roles can view

 paym
ent reports and 

receive em
ail paym

ent notifications but only a rebate 
coordinator can claim

 incentive paym
ents. For m

ore 
inform

ation, review
 the H

ow
 to M

anage Program
 

C
ontacts presentation

Paym
ent details are available from

 the B
enefit 

S
tatem

ent. C
lick on the links on the grid or use the 

search tool function.

For m
ore inform

ation, you m
ay view

 and export the 
details of each individual transaction.

C
lick “frequently asked Q

uestions” from
 the left 

navigation to locate inform
ation about:

•	
W
ho	to	contact	for	various	issues

•	
H
ow

	the	funds	m
ay	be	used

•	
H
ow

	the	funds	w
ill	be	paid

A
dditional R

esources
Training M

aterials containing detailed instructions 
and reference inform

ation can be found at G
lobal 

EasyPay w
eb site

If you have a question, send an em
ail to the support 

desk at: 
globaleasypay@

cisco-program
s.com
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Partner assistanceG
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upport

C
isco Incentive S

napshots
Tools

G
et Partner S

upport

C
P

S
 – C

ustom
er & P

artner S
ervices

C
isco Technical A

ssistance C
enter (TA

C
)

C
isco W

orldw
ide C

ontacts
C

P
S

 – C
ustom

er &
 Partner S

ervices

C
PS

 – C
ustom

er & Partner S
ervices 

O
verview

The C
ustom

er and Partner S
ervices (C

P
S) organization is focused on end-to-end business 

processes w
hich support C

isco business transactions w
ith our C

ustom
ers, Partners and 

S
ales. O

ur charter is to deliver globally consistent stakeholder intim
acy at scale, in a digitized 

w
orld. W

e w
ill ensure continued focus on efficiency, effectiveness and cost optim

ization w
ith a 

balanced approach for continuous im
provem

ent to ensure ease of doing business w
ith C

isco 
and its key stakeholders.

Key offerings

•	
H

igh quality, consistent global operations support 

•	
G

lobal custom
er care support such as orders, quotes, returns, deals support, service 

contracts, profile/login, tools access, training, reporting and partner program
s help.

•	
S

elf-serve capabilities

•	
Proactive business planning and operational end-to-end deal readiness

•	
M

anage, adm
inister partner program

s and rebates

Related U
RLs and Tools

C
isco C

om
m

erce W
orkspace: https://apps.cisco.com

/C
om

m
erce/hom

e

C
ustom

er S
ervice C

entral: http://w
w

w
.cisco.com

/cisco/psn/w
eb/w

orkspace

C
ontact D

etails for S
upport or Q

ueries
C

ustom
er S

ervice contacts: 

C
ustom

er S
ervice C

entral: http://w
w

w
.cisco.com

/cisco/psn/w
eb/w

orkspace

Telephone: C
all 1 (800) 553 – N

ETS
 or use the C

ontact C
isco tool to identify your local num

ber.

C
ontact C

isco
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Partner assistanceG
et P

artner S
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C
isco Incentive S

napshots
Tools

G
et Partner S

upport

C
P

S
 – C

ustom
er & P

artner S
ervices

C
isco Technical A

ssistance C
enter (TA

C
)

C
isco W

orldw
ide C

ontacts
C

isco Technical A
ssistance C

enter (TA
C

)

C
isco Technical A

ssistance C
enter 

(TAC
)

O
verview

The C
isco Technical S

upport W
ebsite (w

w
w

.cisco.com
/techsupport) provides to all 

custom
ers, partners, resellers, and distributors, w

ho hold valid C
isco service contracts, 

access to online docum
ents and tools for troubleshooting and resolving technical issues w

ith 
C

isco products and technologies. 

The C
isco Technical S

upport W
ebsite is available 24 hours per day, 365 days per year.

D
escription

H
ow

 to access C
isco technical support?

Log a case at:  
https://m

ycase.cloudapps.cisco.com
/start

If you have a netw
ork dow

n situation or a critical failure, then please call into TA
C

 im
m

ediately, 
using the best local telephone num

bers, obtained from
 the link below

. The agent w
ill assist in 

creating a service request over the telephone: 
http://w

w
w

.cisco.com
/c/en/us/support/w

eb/tsd-cisco-w
orldw

ide-contacts.htm
l

H
ighlights:

•	
user ID

 & P
sw

 required in order to access m
ost of the online tools

•	
To obtain user ID

 & P
sw

 partner needs to go to: http://tools.cisco.com
/R

PF/register/
register.do

•	
Forgotten your contract? G

o to: http://w
w

w
.cisco.com

/c/en/us/services/ordering/
cscc.htm

l and fill in valid S
ervice contract #

•	
W

ith a service contract partner has access to C
isco’s com

prehensive suite of support 
services

Related U
RLs and Tools

TA
C

 O
verview

:  
http://w

w
w

.cisco.com
/w

eb/services/ts/access/index.htm
l

H
ow

 to U
se C

isco Technical S
upport: 

http://w
w

w
.cisco.com

/c/en/us/support/index.htm
l

C
ontact D

etails for S
upport or Q

ueries
If you feel that progress on your service request or the quality of service is not satisfactory, 
C

isco encourages you to escalate your request to the appropriate level of C
isco m

anagem
ent. 

You can do this by asking for the TA
C

 D
uty M

anager. The TA
C

 D
uty M

anager w
ill take 

ow
nership of the problem

 and provide you w
ith updates.The C

isco TA
C

 D
uty M

anager can be 
contacted using the telephone num

bers at:
http://w

w
w

.cisco.com
/c/en/us/support/w

eb/tsd-cisco-w
orldw

ide-contacts.htm
l

H
ow

 to provide new
 person w

ith order subm
it rights and access to 

ordering tools:
 

 
 

 
 

 
N

ew
 person w

ithout C
C

O
 user ID

:
 ○C

reate C
C

O
 user ID

: http://w
w

w
.cisco.com

/  
G

o to R
egister and fill in: “Your inform

ation” and “Login nam
e” sections. In “R

egister for 
additional access” click “Purchase direct from

 C
isco”.  

In next step the system
 w

ill ask for B
ID

 ( bill to address of the custom
er) and one of the 

existing S
O

# (sales order num
ber). C

om
plete the registration.

 ○A
ssociate w

ith your com
pany:  

http://tools.cisco.com
/W

W
C

hannels/G
ETLO

G
/w

elcom
e.do

 ○M
anage access privileges

 ○R
evise com

pany’s inform
ation  

https://getlog.cloudapps.cisco.com
/W

W
C

hannels/G
ETLO

G
/pdf/userG

uide_C
A

.pdf
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C
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napshots
Tools

G
et Partner S

upport

C
P

S
 – C

ustom
er & P

artner S
ervices

C
isco Technical A

ssistance C
enter (TA

C
)

C
isco W

orldw
ide C

ontacts
C

isco W
orldw

ide C
ontacts

C
isco W

orldw
ide C

ontacts 
Please find som

e useful guidance and Regional phone num
bers:

•	
 Product &

 S
ervices: G

et A
dvice on C

isco Products and S
ervices

•	
 O

rders &
 B

illing: C
ustom

er S
upport for O

rders and B
illing

•	
 S

upport: G
et H

elp w
ith C

isco Products and S
oftw

are
•	

 Training &
 Events: Training, C

ertifications and N
etw

orking A
cadem

y Resources
•	

 Partner C
entral: G

et H
elp from

 C
isco Partners, or B

ecom
e O

ne
•	

 O
ffice Locations: O

ffice Location Inform
ation

http://w
w

w
.cisco.com

/w
eb/siteassets/contacts/international.htm

l
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List of m

ain channel acronym
s:

A
cronym

Full N
am

e

1-Tier 
D

irect C
ontractor P

artner

2-Tier 
R

eseller buying through D
istributors

A
B

R
A

nnual B
usiness R

eview

A
G

 
A

vant G
arde Program

A
IP

A
ssessm

ent Incentive Program

A
M

A
ccount M

anager

A
PP

A
uthorized P

artner Program

A
R

A
ttach R

ate

A
TP

A
uthorized Technology Provider

C
A

C
ustom

er A
dvocacy

C
B

FB
C

isco C
o B

rand Foundation B
ridge Program

C
B

S
C

isco B
rander S

ervices

C
C

C
isco C

apital

C
C

O
C

isco C
onnection O

n-line

C
C

P
C

loud com
pensation Program

C
C

P
C

isco C
onfigurator Professional for router 

configuration and deploym
ent

C
C

W
C

isco C
om

m
erce W

orkspace

C
ER

T 
G

old/Prem
ier/S

elect C
ertification

C
M

S
P

C
loud &

 M
anaged S

ervices Program

C
PI

C
ustom

ised P
artner Intelligence

C
PI

C
ustom

ized P
artner Intelligence (N

ew
sletter)

C
PP

C
hannel P

artner Program

C
PP

C
loud P

artner Program

C
P

S
C

loud Professional services

C
P

V
C

isco P
artner V

iew

C
S

C
ustom

er S
ervice

C
S

A
pp

C
ertification and S

pecialization A
pplication tool

C
S

A
M

C
hannel S

ervice A
ccount M

anager

C
S

at
C

ustom
er S

atisfaction

C
S

C
C

C
isco S

ervice C
ontract C

enter

C
S

C
O

 
Individual’s unique C

isco C
ertification/ S

pecialization

C
S

EP
C

isco S
ervices Expert Program

C
S

S
P

C
isco S

hared S
upport Program

C
U

W
L

C
isco U

nified C
om

m
unications Licensing

A
cronym

Full N
am

e

C
PE

C
ustom

er &
 P

artner Experience

D
A

M
 

D
istribution A

ccount M
anager

D
A

R
D

irect A
ttach rate

D
A

R
T

D
iscount A

uthorization R
equest Tool

D
D

P
D

ifferential D
iscount Policy

D
M

R
D

irect M
arketing R

eseller

D
S

A
D

eal S
upport A

utom
ation

EFT
Electronic Funds Transfer

ELA
Enterprise Licensing A

greem
ent

ELLW
Extended	version	of	LLW

 

EO
L

End of Life

EU
LA

C
isco’s End U

ser License A
greem

ent

G
EP

G
lobal Easy P

ay

G
PN

G
lobal P

artner N
etw

ork

IA
R

Indirect attach rate

IB
LM

Installed B
ased Lifecycle M

anagem
ent

IC
PA

 
Indirect C

hannel P
artner A

greem
ent

IM
E

Intercom
pany M

edia Engine

LLW
Lim

ited Lifetim
e W

arranty

M
C

EC
 

M
y C

isco Event C
alendar

M
D

M
 

M
y D

eal M
anager

N
FR

N
ot For R

esale program

N
A

B
N

ew
 A

ccount B
reakaw

ay

O
IP

O
pportunity Incentive Program

PA
K

Product A
ctivation Key

PA
L

P
artner A

ccess on Line

PA
M

P
artner A

ccount M
anager 

PE
P

artner Enablem
ent

PET
P

artner Enablem
ent Tools

PL
P

artner Locator

PM
A

Program
 M

anagem
ent and A

pplication

PM
C

P
artner M

arketing C
entral

PM
C

P
artner M

etric C
entral

P
O

S
Point-of-S

ale

PPB
P

artner Practice B
uilder

A
cronym

Full N
am

e

PPE
P

artner Program
 Enrolm

ent

PPI 
P

artner Program
 Intelligence

PPP 
P

artner Program
 Platform

PP
V

P
artner Program

 V
iew

 Tool

PR
EG

P
artner R

egistration

PR
S

P
artner R

elationship S
urvey

P
S

PP
Public S

ector P
artner Pricing

P
S

S
P

artner S
elf S

ervice

P
S

S
Product S

ales S
pecialist

PP
S

P
artner Program

 S
upport

P
S

S
P

artner S
upport S

ervice

R
M

A
 

R
eturn M

aterial A
uthorization

R
R

R
enew

al R
ate

S
A

M
T

S
ervice A

ccess M
anagem

ent Tool from
 S

ervices

S
E

S
ystem

s Engineer

S
EU

LA
S

upplem
ental End U

ser License A
greem

ent

S
IP

S
olutions Incentive Program

S
K

U
S

tock Keeping U
nits

S
M

E
S

ession M
anager Edition

S
O

 
S

ales O
rder (num

ber)

S
R

S
ervice request

S
TR

P
S

oftw
are transfer and relicensing Policy

S
TR

P
S

pecial Trade’in R
eturns Process 

S
N

A
P

S
ales N

ew
-H

ire A
cceleration Program

 

TA
C

Technical A
ssistance C

entre

TIP
Team

ing Incentive Program

TM
P

Technology M
igration Program

TPM
Third P

arty M
aintainer (training for supporting 

S
M
A
R
Tnet	O

nsite	S
ervices) 

TP
V

Total program
 V

iew

U
C

U
nified C

om
m

unications

U
C

L
U

ser C
onnect Licensing

U
C

S
U

nified C
om

puting S
ystem

V
IP

Value Incentive Program

W
hIP

W
hitespace Incentive Program
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C
isco	has	m

ore	than	200	offi
ces	w

orldw
ide.	A

ddresses,	phone	num
bers,	and	fax	num

bers	are	listed	on	the	C
isco	W

ebsite	at	w
w
w
.cisco.com

/go/offi
ces.

C
isco	and	the	C

isco	Logo	are	tradem
arks	of	C

isco	System
s,	Inc.	and/or	its	affi

liates	in	the	U
.S
.	and	other	countries.	A

	listing	of	C
isco’s	tradem

arks	can	be	found	at	w
w
w
.cisco.com

/go/tradem
arks.	Third	party	tradem

arks	m
entioned	are	the	

property of their respective ow
ners. The use of the w

ord partner does not im
ply a partnership relationship betw

een C
isco and any other com

pany. (1005R)

A
m
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C
isco System

s, Inc.  
S

an Jose, C
A

A
sia	Pacific	H

eadquarters 
C

isco System
s (U

S
A

) Pte. Ltd.  
S

ingapore

Europe H
eadquarters  

C
isco System

s International BV A
m

sterdam
,  

The N
etherlands


