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Managed Services 
Channel Program 
Overview  
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Ciscoôs Offer-Based Program Model

OutsourcingManaged ServicesResale

ÁProgram model geared to unique needs of MSPs

ÁDrive AT and Cisco IP Transport

ÁConsistent with value-based strategy

ÁCreate preference for Cisco Powered Services
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CAGR
18%

Security 20%

IP Voice 39%

Metro E 22%

IP VPN 9%

Technology

Huge Growth Opportunity

ÁManaged services growth bests growth rate of overall technology growth

ÁKey technologies are more likely to be consumed as managed services

ÁIT is shifting from technology decisions to solutions/ provider choices

Managed Services Trends:

$57B

2007 2008 2009 2010 2011

$49B

$41B

$34B

$29B

2012

$66B

Source: Ovum 2008



© 2008 Cisco Systems, Inc. All rights reserved. Cisco ConfidentialPresentation_ID 4

What Are Managed Services?

Information Technologies Delivered As Finished 
Solutions, Managed Remotely by Highly Skilled 
Professionals from a Network Operation Center (NOC)

Managed Services Are Proactively Monitored 
and Providers Can Troubleshoot Incidents from 
the NOC, According to Defined Service Level 
Agreements (SLAs) Negotiated with End Users

Managed Services Are often Offered on an Operating 
Expense Basis That Requires No Capital Outlay 
for the End User Customer
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Cisco Offer-Based Channel Model:
Managed Service Channel Program Eligibility

Managed services that meet ALL of the following criteria

1. Remote monitoring for all subject CPE

2. Remote configuration and troubleshooting

3. SLA Between partner and end customer

4. Term of contract 1+ year 

5. CPE Title held by partner or end customer
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Fundamental Program Structure

Service
Covered

by SLA

Network
Operations
Center

Tiering of
Managed ServicesRewards

Requirements

Service Portfolio
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Requirements

ÁMSCP Criteria based on major 
industry frameworks:

ITIL (Information Technology 
Infrastructure Library)

ISO 20000-1

ÁCisco conducts independent 
third-party audit of Partner NOC 

NOC Procedures and capabilities

Review of partner service portfolio

Services parsed into model
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Service Designations

Program
Level 

Managed 
Connectivity

Managed 
Security

Managed 
Unified 
Comms

Managed 
Mobile 
Comms

Managed 
Data Center

Cisco Powered 
Managed 
Services

MPLS VPN

Metro Ethernet

Internet 

IP Trunking

Firewall

IDS/ IPS

Business 
Communications

Unified Contact 
Center

Hosted UCS

WAAS

*Telepresence

*Appl Aware VPN
*Managed TP

*NAC

*Video 
Surveillance

*Service Mesh

Strategic 
Managed 
Services

MPLS VPN

Metro Ethernet

Internet

IPsec VPN

IP Trunking

Firewall

IDS/ IPS

Secure Router 
(K9)

Business 
Communications

Unified Contact 
Center

Hosted UCS

Wireless LAN WAAS

*NAC

*Hosting/
Co-Location

Legacy 
Managed 
Services

Router

Frame Relay/ATM

LAN

*Hosting/
Co-Location

*Denotes Future Designation
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Cisco Powered Managed Services:
Managed Unified Communication

Managed Connectivity
Managed Data Center

Managed Security
Managed Mobility

Cisco  AT Based Managed Solutions

Cisco Based IP Connectivity

Managed LAN

Managed Legacy 
Connectivity

Rewards Tied to Service Value

Strategic 
Managed 
Services

Legacy 
Managed 
Services

*VIP does not apply to MSCP purchases
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Rigorous 
(Annual) 
Third-Party 
Validation

Technical 
Attributes

QoS 
Attributes

Management 
Features

Service Level 
Agreements

Resiliency 
Features

Service Qualification Criteria for 
Cisco Powered Badge

Standardized 
Criteria

Based on 
market and 
industry 
standards

ÁIncreased 
differentiation

ÁIncreased 
profitability

ÁGlobal 
consistency

ÁBusiness 
model 
transformation

ÁGo-to-market 
assistance
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Cisco Aims to Lead Managed Services Enablement
A Spectrum of Capabilities Growing in Breadth and Depth

Spectrum of 
Offerings and 
Programs for 

Managed Services 
Acceleration

Service Creation

ÁMarket intelligence

ÁService design 
and validation

ÁROI Tools

ÁBusiness cases

ÁStrategic consulting

Offer Differentiation 
and Innovation

ÁNew provisioning 
and element 
management tools

ÁService designations

ÁSolution integration investment 
to drive CE to PE value

ÁService incubation

Go-To-Market Support

ÁManaged Services 
Channel Program

ÁCisco Powered 
Program

ÁCisco Systems Capital

Sales Enablement

ÁManaged services 
university

ÁService positioning 
tools

ÁTraining portals
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MSCP Enrollment Process 

Partner Application

1. Partner to work with account 
team  to determine if MSCP 
fits their business model.

Partner and account team 
should review the MSCP 
website and download MSCP 
Qualification Questionnaire to 
help in this discussion.

2. Partner accesses the Certification 
and Specialization Application 
(CSApp) website.

3. Partner completes online 
application, identifies relevant 
managed services, and agrees to 
the program terms and conditions.

4. MSCP Program Manager notified 
of partner application 
submission.

5. MSCP Program Manager reviews 
application and responds to 
partner within 5 business days of 
submission.

6. MSCP Program Manager 
authorizes audit. Partner 

information is sent to third-party 
auditing firm.

7. Auditing firm contacts partner and account team 
to schedule audit.

8. Onsite audit occurs.

9. Auditor provides audit summary including 
actionable items to partner within 24 hours of audit 
completion.

10. Auditor submits full audit report to MSCP Program 
Manager within 6 business days of audit 
completion.

11. Audit report is reviewed by MSCP Program 
Manager within 20 days of receipt. Confirms 
actionable items have been completed.

12. After action items addressed (if applicable) 
MSCP Program Manager sends approval 
notification to partner.

13. Partner is briefed by Cisco on order process.  
Receives Promo Codes and instructions.

Audit Approval and Setup

Assess Apply Audit Setup
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MSCP  Audit Requirements 

Please make sure to always refer to www.cisco.com/go/audit for 

the latest and updated audit documents.

http://www.cisco.com/go/audit


© 2007 Cisco Systems, Inc. All rights reserved. Cisco ConfidentialPresentation_ID 14

Q and A

MSCP Program Details  www.cisco.com/go/mscp

Cisco Powered Program  www.cisco.com/go/cpn

Cisco Audit website   www.cisco.com/go/audit

http://www.cisco.com/go/mscp
http://www.cisco.com/go/cpn
http://www.cisco.com/go/audit


© 2008 Cisco Systems, Inc. All rights reserved. Cisco ConfidentialPresentation_ID 15


