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Ciscoôs Offer-Based Program Model

OutsourcingManaged ServicesResale
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Consistent Partner Program Framework 

Customer
Satisfaction

Support
Infrastructure

Knowledge
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Cisco Resale Partner Program Framework

Integrated Technology Skills Breadth

T
e

c
h

n
o

lo
g

y
 S

k
il

ls
 D

e
p

th

1 Specialization

1 Specialization

2 CCIEs

4 Specializations

4 CCIEs

Master Unified Communications

Master Security

Option 1: Any 2 Advanced 
Specializations:

Å Adv. Routing & Switching
Å Adv. UC
Å Adv. Sec.
Å Adv. WLAN

Å Adv. Routing & 
Switching

Å Adv. UC

Å Adv. Security

Å Adv. WLAN

Option 2: Express UC 
Specialization plus one: 

Å Adv. Routing 
&Switching

Å Adv. Security
Å Adv. WLANSMB Specialization

Express Foundation
Specialization

Support Infrastructure

Customer Satisfaction

Support Infrastructure

Customer Satisfaction

Customer Satisfaction

2 Specializations
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Industry-Leading Partner Program

Company of the Year:

ÁNetworking Infrastructure

ÁVoice Networking

ÁWireless Networking

Best Overall:

ÁEnterprise Networking

ÁVoice over IP

ÁWireless LAN

ÁNetwork Security
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Cisco Partner Logo ïthe Cisco Brand

You can use the appropriate partner logo(s) in all of your 
marketing material

www.cisco.com/web/partners/market/partner-marks.html

http://www.cisco.com/web/partners/market/partner-marks.html
http://www.cisco.com/web/partners/market/partner-marks.html
http://www.cisco.com/web/partners/market/partner-marks.html
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Getting Started ïRegister for CCO
Cisco Connection Online ïYour personal Cisco ñIDò 
which enables you to navigate

Click on the ñRegisterò Tab to begin:

www.cisco.com

http://www.cisco.com/
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Registering for CCO Login

You will be required to create a User Name and a Password which 
will comprise your ñCCOò login
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Getting Started ïBecome a Partner!

Apply to become a Cisco ñRegisteredò Partner 

Becoming a Registered Partner is the first step in participating in the 
Cisco Channel Partner Program and is a prerequisite for becoming a 
Cisco Certified or Specialized Partner.

Indirect channel partners who resell or provide professional services 
related to Cisco products are eligible to apply to become a Cisco 
Registered Partner.

Status as a Cisco Registered Partner is valid for 12 months and must be 
renewed annually. Note that Partners will be sent notification emails 
advising on renewal.
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Registered Partner Benefits

Partner-level access to Cisco.com  including 
Partner Education Connection (PEC), a free online 
training portal for Cisco Partners

Eligibility to become a Certified or Specialized 
Partner

Partner Locator listing

Updates on new products and promotions, 
program changes, special offers, training and 

support

Use of the Registered Partner logo 
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Be in front of millions of people

Partner Locator

Where customers look for a 
Cisco Certified Partner to 
work with.

The more you invest in the 
program, your expertise and 
commitment to customer 
satisfaction, the higher up 
your company goes in the 
search results.
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ICPA ïIndirect Channel Partner Agreement

Cisco requires companies that do not have a direct purchasing 
relationship with them to review and accept the terms and conditions of 
the Indirect Channel Partner Agreement (ICPA). 

As an indirect channel partner, all of your Cisco purchases are made 
through a Cisco authorized distribution partner.

You need to set up an account with one or more of these distributors if 
you have not already done so.
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Purchasing Through the Distribution Channel
As a Cisco Registered Partner, you purchase from a distributor. We invite you to 
contact one of our preferred distribution partners for Cisco Solutions

Ingram Micro Canada 

55 Standish Court
Mississauga, ON
L5R 4A1
800-668-3450
www.ingrammicro.ca

Tech Data Canada

6911 Creditview Road
Mississauga, ON
L5N 8G1
800-668-5588
www.techdata.com

NOTE: If you are a new channel partner, you may need to set up an account with any or all of the 
above distribution partners

Westcon Canada 

2010 Winston Park Drive
Suite 503
Oakville, Ontario
L6H 5R7
888-307-7218
www.westcongroup.com

D&H Canada

255 Courtneypark Dr.West
Suite 101
Mississauga, Ontario
L5W OA5
905-795-0330
www.dandh.ca

http://www.ingrammicro.ca/
http://www.ingrammicro.ca/
http://www.techdata.com/
http://www.techdata.com/
http://www.ingrammicro.ca/
http://www.westcongroup.com/
http://www.techdata.com/
http://www.dandh.ca/
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Apply to Become a Registered Partner 

tools.cisco.com/WWChannels/IPA/welcome.do

Follow these Steps:

1. Log into the 
Partner 
Registration 
Tool and 
complete the 
form 

2. Accept the 
ICPA at the end 
of the 
application

http://tools.cisco.com/WWChannels/IPA/welcome.do
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Associating Other Contacts

The person who registers the company becomes the 
ñAdministratoròby default. 

Others can register and be associated with the company as well. 
They need to register for a ñCCOòlogin first and then complete 
the ñAssociate Myself With a Companyòrequest at: 
www.cisco.com/go/partneraccess

The company ñAdministratoròwill receive an email request to 
allow another to be associated with the company ïthe 
ñAdministratoròmay accept or reject this request for association

ñAdministratoròmay also make someone else an ñAdministratorò

http://www.cisco.com/go/partneraccess
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Communications 
& Resources
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Canada Channels Pages

www.cisco.com/web/CA/channels/get_started.html

Canadian 
Site for all   
Canada  
Channels
Programs

ÅPromotions
ÅSales tools 
ÅResources 
ÅTraining
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CPI Canada Newsletter

CUSTOMIZED PARTNER 
INTELLIGENCE CANADA 

(CPI Canada)

ÅBi-weekly partner newsletter featuring 

information that is most relevant to 

each partnerôs particular business and 

technology needs.  

ÅPersonalized partner profiles. Get the 

information you care about.

ÅThe single source for all partner 

updates regarding products, services, 

promos, programs, tools, training, 

news, and more.

www.cisco.com/go/cpi

http://www.cisco.com/go/cpi
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Customized Partner Intelligence Newsletter

Click here to Subscribe!!

Newsletter Example

www.cisco.com/go/cpi

http://www.cisco.com/go/cpi
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Channel Partner Enablement Briefings 
(CPEB)
What is CPEB?

A bimonthly Channel Marketing webcast for 
Canadian Channel Partners to learn more about  
products, services, promotions, sales and 
marketing programs, tools, and training. 

Webcast is recorded and provided on VoD

How do Partners Register? 

Use the registration link in the email invitation.

Who Should Attend? 

All Channel Partners.

When? 

Second Tuesday every other month.  

Where?

Your desk - WebEx
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Auto-Generated Specialization and 
Certification Emails from 
cpapp-program@cisco.com

At 3 intervals prior to 
an individual or partner 
specialization or 
certification expiry 
date, Cisco will send 
alerts to help you 
prepare for the renewal.

Following renewal, a 
congratulation email 
will be sent.

Dear Partner 

Our records indicate that your company's Premier certification with 

Cisco is due for renewal. You have 30 days from the date of this 

notice to submit a complete re-certification application in order to 

retain your existing Premier status.  Please visit the following URL 

to review the Premier requirements:

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

Please be aware that participation in the Cisco partner customer 

satisfaction program is now a requirement for Premier re-

certification. By your certification anniversary date, you will be 

required to achieve a minimum of 10 unique survey responses and 

meet the Cisco Customer Satisfaction target established for your 

theatre.

mailto:cpapp-program@cisco.com
mailto:cpapp-program@cisco.com
mailto:cpapp-program@cisco.com
http://www.cisco.com/go/premier
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Training Tools
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PEC ïPartner Education Connection 

The Partner Education Connection (PEC) is a FREE online 
education portal available exclusively to Cisco Partners. 

Your customers do not have access to PEC.

www.cisco.com/go/pec

Available only to Cisco 
Partners, the site provides 
access to all of the 
certification, 
specialization,  sales, 
products, and technology 
training information 
needed to successfully sell 
Cisco products

Visit PEC today!

http://www.cisco.com/go/pec
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PEC ïPartner Education Connection

Access training 
requirements 
for Cisco career 
Certifications, 
Specializations,  
and Authorized 
Technology 
Providers 
(ATPs).

www.cisco.com/go/pec

http://www.cisco.com/go/pec
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Partner Help 
Tools & 
Resources



© 2006 Cisco Systems, Inc. All rights reserved.
Resale Program
Value Proposition 27

Partner Self Service

Manage your access and company associations, update your personal 
information, change your address, grant access to others, and MORE!

www.cisco.com/go/pss

http://www.cisco.com/go/pss
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Partner Self Service: 
Quick Reference Guide

www.cisco.com/warp/public/765/tools/pss/Reference.html

NOTE: Partner Self 
Service is a portal 
which enables you 
to make changes to 
your demographics 
and personal 
profile. 

Download the Quick 
Reference Guide for 
great tips!

http://www.cisco.com/warp/public/765/tools/pss/Reference.html
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Partner Help Online

Your first source for questions about:

ÅCareer Certifications, Partner Certifications, Partner Specializations 

ÅCustomer Satisfaction Tool: Partner Access Online (PAL)

ÅAnd MUCH MORE!

www.cisco.com/go/prt

For Phone Inquiries: 
1-800-GoCisco

http://www.cisco.com/go/prt
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Got Questions? Weôve Got Answers
Meet the Canadian ICAM Team!

Territory Inside Channel Account Manager Contact Info

West Valerie McCullough

Kimberly Jackson

vmccullo@cisco.com

919-574-9040

kimjacks@cisco.com

919-574-9054

Central Yolan Lacassagne

Anne Bequet

ylacassa@cisco.com

919-574-2021

abequet@cisco.com

919-574-0246

East Erez Halfon ehalfon@cisco.com

919-574-8090

ICAM 
Manager 

Thomas Sanders thsander@cisco.com

1-800-888-8187 x 42744

mailto:vmccullo@cisco.com
mailto:kimjacks@cisco.com
mailto:ylacassa@cisco.com
mailto:abequet@cisco.com
mailto:ehalfon@cisco.com
mailto:thsander@cisco.com
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Summary: Getting Started with Cisco!

Activity Slide

Register for CCO ID 9

Apply as a Registered Partner 11

Associate your employees with your account 16

Set up Distribution account (if not yet established) 17

Familiarize yourself with Channels Home Page 19

Sign up for email newsletter 20

Familiarize yourself with PEC 24

Familiarize yourself with PSS 27
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Cisco Channel 
Partner Program  
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The Cisco Gold Certified Partner designation offers the highest level of branding, economic 
incentives, and differentiation as a reward for loyalty to Cisco, for capabilities in providing 
value-added services, and for a commitment to customer success. Gold Partners have 
attained the broadest range of expertise across multiple technologies by achieving all of 
the four advanced specializations.

The Cisco Silver Certified Partner designation offers greater branding recognition, economic 
incentives, and differentiation than for Premier or Select Certification. Silver Partners benefit 
from an increased level of support from Cisco, including access to best-in-class products and 
services, technical support, productivity tools, online training, marketing resources, and sales 
promotions.

The Cisco Premier Certified Partner designation offers branding recognition, economic 
incentives, and differentiation as a reward for loyalty to Cisco and for a commitment to 
customer success. Premier Partners benefit from an increased level of support from Cisco, 
including access to best-in-class products and services, technical support, and marketing 
resources. Premier partners deliver solutions and services that integrate Cisco routing, 
switching, wireless and security.  

With this entry-level certification, Cisco Select Certified Partners benefit from an increased 
level of support from Cisco, including access to best-in-class products and services, 
technical support, productivity tools, online training, and marketing resources. Select 
partners have a focus in the SMB market and demonstrate expertise in delivering 
customized solutions to SMB customers.
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Cisco Resale Partner Program Framework

Integrated Technology Skills Breadth
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1 Specialization

1 Specialization

4 Specializations

4 CCIEs

Master Unified Communications

Master Security

Å Adv. Routing & 
Switching

Å Adv. UC

Å Adv. Security

Å Adv. WLAN

SMB Specialization

Express Foundation
Specialization

Support Infrastructure

Customer SatisfactionCustomer Satisfaction

2 CCIEs

Option 1: Any 2 Advanced 
Specializations:

Å Adv. Routing & Switching
Å Adv. UC
Å Adv. Sec.
Å Adv. WLAN

Option 2: Express UC 
Specialization plus one: 

Å Adv. Routing 
&Switching

Å Adv. Security
Å Adv. WLAN

Support Infrastructure

Customer Satisfaction

2 Specializations
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Select Certification

Integrated Technology Skills Breadth
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1 Specialization

1 Specialization

4 Specializations

4 CCIEs

Master Unified Communications

Master Security

Å Adv. Routing & 
Switching

Å Adv. UC

Å Adv. Security

Å Adv. WLAN

SMB Specialization

Express Foundation
Specialization

Support Infrastructure

Customer SatisfactionCustomer Satisfaction
2 CCIEs

Option 1: Any 2 Advanced 
Specializations:

Å Adv. Routing & Switching
Å Adv. UC
Å Adv. Sec.
Å Adv. WLAN

Option 2: Express UC 
Specialization plus one: 

Å Adv. Routing 
&Switching

Å Adv. Security
Å Adv. WLAN

Support Infrastructure

Customer Satisfaction

2 Specializations
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Select Certification Benefits

ÁAccess to SMB University Training Offerings across Canada, Classroom & Virtual

ÁAccess to PDF (Partner Development Funds): 2% on all SMB purchases 

ÁAccess to PDF UC: 8% on all SBCS (Small Business Communications System) 
purchases

ÁUSD Funds are wired directly to your bank account

ÁFunding can be used for training, incentives, rewards, business development 
activities

ÁQuarterly Updates on all Cisco SMB programs & promotions 

ÁDedicated ICAM for sales support on deals & programs/promotions

ÁAccess to Demand Generation Campaigns

ÁAccess to Pre-Built Marketing Collateral on Campaign Builder Site, customized for 
Select partners

ÁUse of the Select Partner Logo and Branding

ÁAccess to exclusive Select Promotions and Programs 

ÁAccess to Partner Rewards Program 
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How do I become Cisco Select Certified?

There are four simple steps to becoming a Cisco 
Select Certified partner: 

1. Have an individual [or two individuals] study the 
SMB Specialization education

2. Have individual[s] pass the relevant exams: -

3. Apply for the SMB Specialization based on 
successfully passing the two exams. The 
Certification and Specialization application tool: 
www.cisco.com/go/csapp

4. Once SMB Specialization has been approved, 
apply to become Select Certified

SMB Account Manager SMB Engineer

650-175 SMB AM 650-180 SMB EN

http://www.cisco.com/go/csapp
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Registered [ Select Certification Road Map

No Prerequisites Needed! Specialization Select Certification

1 or 2 Individuals

(may use one 
person to fill both 
AM & ENG roles)

+

SMB Specialization

Account Manager + 
Engineer

=

Step 1: Partner completes SMB Specialization requirements and 
applies for SMB Specialization

Step 2: Partner applies for Select Certification

tools.cisco.com/WWChannels/cpapp/home.do

http://tools.cisco.com/WWChannels/cpapp/home.do
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SMB Specialization Benefits

(Benefits to already Certified Partners who achieve the SMB 

Specialization)

ÁAccess to SMB PDF (2% rebate on sales of all eligible 
SKUs, 70% minimum)

ÁAccess to UC PDF (8% rebate on sales of all eligible 
SKUs, $5,000 USD minimum bookings per period)

ÁSMB Specialization Branding  

ÁAccess to SMB University Courses Free online (PEC)

www.cisco.com/go/partnerdevelopmentfunds

http://www.cisco.com/go/partnerdevelopmentfunds
http://www.cisco.com/go/partnerdevelopmentfunds
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Premier Certification

Integrated Technology Skills Breadth
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1 Specialization

1 Specialization

4 Specializations

4 CCIEs

Master Unified Communications

Å Adv. Routing & 
Switching

Å Adv. UC

Å Adv. Security

Å Adv. WLAN

SMB Specialization

Express Foundation
Specialization

Support Infrastructure

Customer Satisfaction

Customer Satisfaction

2 CCIEs

Option 1: Any 2 Advanced 
Specializations:

Å Adv. Routing & Switching
Å Adv. UC
Å Adv. Sec.
Å Adv. WLAN

Option 2: Express UC 
Specialization plus one: 

Å Adv. Routing 
&Switching

Å Adv. Security
Å Adv. WLAN

Support Infrastructure

Customer Satisfaction

2 Specializations
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Cisco Premier Certification

Partner  Benefits:

Branding as a Cisco Premier Certified Partner .

Eligibility to participate in Cisco channel incentive 
programs, with greater economic incentives than for 
the Select certification level. 

Access to Joint Marketing Fund Builder (availability 
varies by geography).

Access to Partner Education Connection. 

Access to Cisco customer satisfaction best practices 
and tools. 

Eligibility to sell Cisco Smart Care Services.

A Cisco Certified Partner Kit that contains resources 
such as sales tools, logos, guidelines, and 
information about Cisco certification and 
specializations.

Customer Benefits:

Value: Cisco Premier Certified Partners have access 
to sales, technical, and lifecycle services training 
and resources, which help them more effectively sell, 
deliver, and support Cisco solutions to our joint 
customers. By combining this leading-edge Cisco 
expertise with a partnerôs value-added services 
portfolio, Cisco Premier Certified Partners are able to 
strategically position their company as a customerôs 
trusted technology advisor. 

Proven technical expertise: Maintaining the Express 
Foundation Specialization enables partners to offer 
integrated solutions in routing and switching, WLAN, 
and security technologies that customers demand. 

Focus on customer satisfaction: Independently 
audited customer satisfaction surveys ïthe same 
ones Cisco uses to audit itself ïhelp customers feel 
confident that Cisco Certified Partners have the 
capabilities and proven success to meet their needs. 

Cisco Premier Certification recognizes and rewards partners that have 
achieved the Express Foundation Specialization. This foundational 
specialization expands technical competency in the integration of basic 
routing and switching, wireless LANs, and security technologies and a 
basic level of Cisco Lifecycle Services.

http://www.cisco.com/web/partners/pr11/incentive/index.html
http://www.cisco.com/web/partners/pr11/incentive/index.html
http://www.cisco.com/cgi-bin/front.x/jmf/jmf30/jmf30/SelectCountry
http://www.cisco.com/warp/customer/10/wwtraining/pec/peclogin.html
http://www.cisco.com/web/partners/services/programs/smartcare/
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Premier Certification: Road Map

1 CSE

Å 1 CCDA

Å 1 CCNA

Specialization
Premier 

Certification

Account Manager

System Engineer

Field Engineer

+ Express Foundation 
Specialization =

Step 1: Partner acquires the CSE, CCDA and CCNA pre-
requisites and completes the specialization requirements of 
Cisco Express Foundation Express for all three tracks.

Step 2: Partner applies for Premier Certification

www.cisco.com/go/specialization

http://www.cisco.com/go/specialization
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Cisco Premier Certification Steps

There are three elements to becoming Premier Certified: 

1. You must achieve the Express Foundation 
Specialization, using three individuals fulfill the roles 
required:

ï You must pass the Express Foundation Specialization

ï You must have three individuals fulfill the roles required 
within Express Foundation:

Certified Individuals in Specializations

Title Account Manager System Engineer Field Engineer

Express Foundation CSE CCDA CCNA
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2. You must have the support capability defined 
below as a minimum: 

3. You must commit to participation in Ciscoôs Customer 
Satisfaction Program [CSAT]

Support Requirements

Type Premier

Legal Agreement Legal agreement valid resale agreement or indirect channel 

partner Agreement (ICPA) in place

Demonstration Capabilities

Customer Service 8x5

Escalation Not required

Call Back 24 hour

Support Lab Not Required

Pre-sales Support Required

Post Sales Support Post sales support configuration services and onsite 

capability within 24 hours

Cisco Premier Certification Steps
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Silver Certification

Integrated Technology Skills Breadth
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1 Specialization

1 Specialization

4 Specializations

4 CCIEs

Master Unified Communications

Master Security

Å Adv. Routing & 
Switching

Å Adv. UC

Å Adv. Security

Å Adv. WLAN

SMB Specialization

Express Foundation
Specialization

Support Infrastructure

Customer Satisfaction

Customer Satisfaction

2 CCIEs

Option 1: Any 2 Advanced 
Specializations:

Å Adv. Routing & Switching
Å Adv. UC
Å Adv. Sec.
Å Adv. WLAN

Option 2: Express UC 
Specialization plus one: 

Å Adv. Routing 
&Switching

Å Adv. Security
Å Adv. WLAN

Support Infrastructure

Customer Satisfaction

2 Specializations
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Cisco Silver Certification
The Cisco Silver Certification designation offers partners two different options to 
achieve Silver Certification:

Partners who have achieved two of the following 
four advanced specializations:

ÅUnified Communications
ÅRouting and Switching 
ÅSecurity 
ÅWireless LAN 

Partners who have achieved the Express Unified 
Communications Specialization and one of the 
following advanced specializations:

ÅRouting and Switching 
ÅSecurity 
ÅWireless LAN 

Customer Benefits:

Value: Cisco Silver Certified Partners have access to 
sales, technical, and lifecycle services training and 
resources, which help them more effectively sell, 
deliver, and support Cisco solutions to our joint 
customers. By combining this leading-edge Cisco 
expertise with a partnerôs value-added services 
portfolio, Cisco Silver Certified Partners are able to 
strategically position their company as a customerôs 
trusted technology advisor. 

Proven technical expertise: Maintaining multiple 
technology specializations means a partner can 
integrate technologies to deliver the more 
sophisticated solutions customers demand. 

Focus on customer satisfaction: Independently 
audited customer satisfaction surveys ïthe same 
ones Cisco uses to audit itself - help customers feel 
confident that Cisco Certified Partners have the 
capabilities and proven success to meet their needs.

Partner Benefits:

Branding as a Cisco Silver Certified Partner. 

Eligibility to participate in Cisco channel incentive 
programs, with greater economic incentives than for 
Premier or Select certification levels. 

Access to Joint Marketing Fund Builder (availability 
varies by geography).

Access to Partner Education Connection. 

Access to Cisco customer satisfaction best practices 
and tools. 

Access to restricted products (varies by geography).

Eligibility to sell Cisco Smart Care Services. 

A Cisco Certified Partner Kit that contains resources 
such as sales tools, logos, guidelines, and 
information about Cisco certification and 
specializations. 

http://www.cisco.com/web/partners/pr11/incentive/index.html
http://www.cisco.com/web/partners/pr11/incentive/index.html
http://www.cisco.com/cgi-bin/front.x/jmf/jmf30/jmf30/SelectCountry
http://www.cisco.com/warp/customer/10/wwtraining/pec/peclogin.html
http://www.cisco.com/web/partners/services/programs/smartcare/
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There are four elements to becoming Silver Certified: 

1. You can choose between two routes to Silver Certification: 

Silver Specialization Requirements

Two of the following Advanced Specializations: Advanced Unified Communications, 

Advanced Routing and Switching, Advanced Security, Advanced WLAN

OR

Express Unified Communications + one of the following Advanced Specializations:  Advanced 

Routing and Switching, Advanced Security, Advanced WLAN

Cisco Silver Certification Steps
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2. You must have individuals fulfill the relevant roles in 
whichever Specializations route you have chosen 
[above]: 

Certified Individuals in Specializations

Title Account Manager System Engineer Field Engineer

Express Unified 

Communications

CSE CCNA or 

CCNA-Voice

Advanced Routing and 

Switching

CSE CCDA CCNP

Advanced Unified 

Communications

CSE CCDA CCVP

Advanced Security CSE CCDA CCSP

Advanced Wireless LAN CSE CCDA CCNA

CCIE requirements for Certification: Silver = 2 CCIE can satisfy any technical CCxx 

Specialization role

Cisco Silver Certification Steps
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3. You must have the support capability defined below as a minimum: 

4. You must participate in Ciscoôs Customer Satisfaction Program [CSAT]

Support Requirements

Type Silver

Legal Agreement Valid resale agreement or indirect channel partner 

agreement (ICPA) in place

Demonstration Capability Demonstrate one specialization technology

Customer Service 8x5

Escalation Process Required

Call Back 1 Hour

Support Lab Support lab equipment requirement should be 

discussed with your CAM

Lab Purchase requirement If pursuing Unified Communications specialization

Pre-sales Support Required

Post Sales Support Requirements based on partner support agreement

Cisco Silver Certification Steps
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Gold Certification

Integrated Technology Skills Breadth

T
e

c
h
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o
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y
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th

1 Specialization

1 Specialization

4 Specializations

4 CCIEs

Master Unified Communications

Å Adv. Routing & 
Switching

Å Adv. UC

Å Adv. Security

Å Adv. WLAN

SMB Specialization

Express Foundation
Specialization

Support Infrastructure

Customer Satisfaction

Customer Satisfaction

2 CCIEs

Option 1: Any 2 Advanced 
Specializations:

Å Adv. Routing & Switching
Å Adv. UC
Å Adv. Sec.
Å Adv. WLAN

Option 2: Express UC 
Specialization plus one: 

Å Adv. Routing 
&Switching

Å Adv. Security
Å Adv. WLAN

Support Infrastructure

Customer Satisfaction

2 Specializations
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Cisco Gold Certification
Gold Partners have attained the broadest range of expertise across 
multiple technologies by achieving all of the four advanced 
specializations.

Customer Benefits:

Value: Cisco Gold Certified Partners have access to 
the most comprehensive sales, technical, and 
lifecycle services training and resources, which help 
them more effectively sell, deliver, and support Cisco 
solutions to our joint customers. By combining this 
leading-edge Cisco expertise with a partnerôs value-
added services portfolio, Cisco Gold Certified 
Partners are able to strategically position their 
company as a customerôs trusted technology 
advisor. 

Proven technical expertise: Maintaining multiple 
technology specializations means a partner can 
integrate technologies to deliver the more 
sophisticated solutions customers demand. 

Focus on customer satisfaction: Independently 
audited customer satisfaction surveys ïthe same 
ones Cisco uses to audit itself - help customers feel 
confident that Cisco Certified Partners have the 
capabilities and proven success to meet their needs. 

Partner Benefits:

Branding as a Cisco Gold Certified Partner.

Eligibility to participate in Cisco channel incentive 
programs, with higher economic incentives than all 
other certification levels. 

Access to Joint Marketing Fund Builder (availability 
varies by geography). 

Incremental product discounts. 

Invitations to Cisco-sponsored Partner Events.

Access to Partner Education Connection. 

Access to Cisco customer satisfaction best practices 
and tools. 

Access to restricted products (varies by geography). 

Eligibility to sell Cisco Smart Care Services. 

A Cisco Certified Partner Kit that contains resources 
such as sales tools, logos, guidelines, and 
information about Cisco certification and 
specializations. 

http://www.cisco.com/web/partners/pr11/incentive/index.html
http://www.cisco.com/web/partners/pr11/incentive/index.html
http://www.cisco.com/cgi-bin/front.x/jmf/jmf30/jmf30/SelectCountry
http://www.cisco.com/warp/customer/10/wwtraining/pec/peclogin.html
http://www.cisco.com/web/partners/services/programs/smartcare/
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There are four elements to becoming Gold Certified: 

1. You must complete these four Advanced Specializations:

Gold Specialization Requirements

Advanced Unified Communications

Advanced Routing and Switching

Advanced Security

Advanced Wireless LAN

Cisco Gold Certification Steps
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You must have individuals fulfill the relevant roles across 
all Advanced Specializations : 

* You may have individuals fulfill more than one role across multiple Specializations. They should 
discuss current role-sharing regulations with their Channel Account Manager [CAM]

Certified Individuals in Specializations

Title Account Manager System Engineer Field Engineer

Advanced Routing and 

Switching

CSE CCDA CCNP

Advanced Unified 

Communications

CSE CCDA CCVP

Advanced Security CSE CCDA CCSP

Advanced Wireless LAN CSE CCDA CCNA

CCIE requirements for Certification: Gold = 4 CCIE can satisfy any technical CCxx 

Specialization role

Cisco Gold Certification Steps
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3. You must have the support capability defined below as a minimum: 

4. You must participate in Ciscoôs Customer Satisfaction Program [CSAT] 

Support Requirements

Type Gold

Legal Agreement Valid resale agreement or indirect Channel Partner 

Agreement (ICPA) in place

Demonstration Capabilities Demonstrate one specialization technology

Customer Service 24x7

Escalation Process Required

Call Back 1 hour

Support Lab Support lab equipment requirement

Lab Purchase requirement Unified Communications specialization only

Pre-sales Support Required

Post Sales Support Requirements based on partner support agreement

Cisco Gold Certification Steps
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Certification & Specialization Application

Information on Specializationsô requirements:

www.cisco.com/go/specialization

Information on Certificationsô requirements:

www.cisco.com/go/certification

Specialization and Certification Application:

www.cisco.com/go/csapp

Step 1: Sales and Engineering staff take appropriate training and exams.

Step 2: Apply* for all Specializations, associating the staffmembers with 

the roles required.

Step 3: Apply* for Certification 

*All applications remain active for 90 days.

http://www.cisco.com/go/specialization
http://www.cisco.com/go/certification
http://www.cisco.com/go/csapp
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Superseding Certification 

CCIE = CCIE
CCIP = CCIE or CCIP
CCDP = CCIE or CCDP
CCNP = CCIE or CCNP
CCSP = CCIE and CCSP
CCDA = CCIE or CCDP or CCDA
CCNA = CCIE or CCIP or CCDP or 
CCNP or CCSP or CCNA 

These higher level certifications may be used in place of the baseline 

certification requirements

Example: If Cisco requires a CCSP, partner may use a CCIE in place 

of CCSP 
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SMB Specialization

Á UC500

Á Cisco Unified IP 
Phones

Á Cisco Unified 
CallConnector

Express
UC

Á CUCME/ISR/CUE

Á UC500

Á Cisco Unified IP 
Phones

Á Cisco Unified 
CallConnector

Cisco
Authorized

Business Edition 
Reseller
Program

Á CUCMBE & CUWL 
Business Edition

Á ISR Gateways

Á SRST

Á Cisco Unified IP 
Phones

Advanced
UC

Á CUCM

Á CUCMBE & CUWL 
Business Edition

Á CUWL

Á Unity Connection & 
Unity UM

Á UCCX

Á CUPS/CUPC

Á CUCME/ISR/CUE

Á UC500

Á Cisco Unified IP 
Phones

Á Cisco Unified 
CallConnector

Master UC

Á Customer Reference

Á Program Manager

Unified Communications 
Specialization Road Map 
Technology Complexity
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Specializations & Authorized Programs

SPECIALIZATIONS

Data Centre Networking Infrastructure 

(DCNI)

Data Centre Storage Networking 

(DCSN)

Adv. Unified Communications

Adv. Security

Adv. Wireless LAN

Adv. Routing & Switching

Express Unified Communications

Express Foundation

SMB 

RETIRED 

SPECIALIZATIONS

VPN Security 

Firewall Express

AUTHORIZED 

PROGRAMS

Meeting Place

Digital Media Signage

Business Edition



© 2006 Cisco Systems, Inc. All rights reserved.
Resale Program
Value Proposition 59

DMS Authorized Program

Digital Media Signage:

Found under Emerging Technologies on PEC 

3 Roles: AM, SE, FE

Open to all partners

No prerequisites required 

Lab Required: at NFR discount ~$20K USD

Emerging Technologies discount applies

http://www.cisco.com/web/partners/pr11/pr66/fe/dms_program.html

http://www.cisco.com/web/partners/pr11/pr66/fe/dms_program.html
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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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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

MSCP: Rewards Tied to Service Value

Strategic 
Managed 
Services

Legacy 
Managed 
Services

*VIP does not apply to MSCP purchases

44%

47% + 10% 

Rebate

47%
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Managed Services Channel Program

MSCP helps providers accelerate sales of managed services, and rewards 
investment in service delivery through:

ÁConsistent and predictable global discounts and terms that help 
providers more easily deliver managed services across multiple countries 

ÁFinancial rewards, offered in three levels based on the value of the 
service to users: Legacy, Strategic, or Cisco Powered Managed Services 

ÁMarketing and sales assistance through Worldwide Channels and the 
Cisco Powered Program, which helps eligible providers envision, launch, 
market, and sell services 

www.cisco.com/web/partners/pr11/mscp/index.html

http://www.cisco.com/web/partners/pr11/mscp/index.html
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Outsourcing Channel Program (OSCP)

The Cisco Outsourcing Channel Program is designed for partners who are 
taking over management of customer assets for multiple years across 
multiple technologies, either at the customer site or at another location like a 
remote data center.

Partner Benefits

Financial rewards: Tied to deal size; deals must be registered to qualify for discount 

Worldwide delivery: Supported globally with access to product at consistent and 
predictable discount and terms 

Market differentiation: Access to services, tools, and technology from Cisco; partners 
market their own brand while taking advantage of the Cisco networking product brand 

Cisco service and support: Cisco offers a suite of services that span the network 
lifecycle and help to facilitate and accelerate customer success. Cisco will work with 
its partners on an engagement-by-engagement basis to ensure the right services are 
included in each outsourcing opportunity 

www.cisco.com/web/partners/pr11/outsourcing/index.html

http://www.cisco.com/web/partners/pr11/outsourcing/index.html
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Authorized Technology Partners

The ATP program is by invitation only for those partners who have 
proven depth in one or more technologies:

ÁCustomer Voice Portal

Á IOS-XR Routing Platforms

ÁMDS Fabric Switching

ÁNetwork Hosted Storage

ÁOutdoor Wireless Mesh

ÁTelePresence

ÁUnified Contact Center Enterprise

ÁVideo Surveillance

ÁWiMAX

For more information, contact your CAM
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Master Specializations

ÁTargeted at an elite group of partners that have the most in-depth technology skills 
and have demon­strated success in selling, deploying, and providing services for 
more sophisticated Cisco solutions. 

ÁPartners with a highly qualified practice in a given technology can achieve Master 
Specialization regardless of their certification level.

ÁMaster Specialization provides a higher level of distinction for partners and helps to 
highlight the expertise they bring to their field. 

ÁTo achieve a Master Specialization, partners must have the advanced 
specialization in that technology, then meet stringent requirements that 
demonstrate their capabilities, and establish a customer success track record in:

Selling capability 

Technical capability 

Services capability and methodology

ÁCurrent Master Specializations: Master Unified Communications Specialization and 
Master Security Specialization. 

www.cisco.com/web/partners/program/specializations/master.html

http://www.cisco.com/web/partners/program/specializations/ucom/master/index.html
http://www.cisco.com/web/partners/program/specializations/security/master/index.html
http://www.cisco.com/web/partners/program/specializations/master.html
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Partner Enablement
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Partner Enablement 
Connected Resources to Enable Partner Success

Connected Resources to Enable Partner Success 

Grow Partner Capabilities

Accelerate Partner Productivity

Help Partners Meet Customer Needs

Strengthening the Partner Experience
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Partner Enablement 
Connected Resources to Enable Partner Success

Attract,
Develop and
Retain Talent

Enable 
Productivity

and 
Capability

Enable 
Business 
Growth

Opportunities

Enable 
Partner 
Success
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Product
Introduction

Sales
Tools

Implementation
Methodology

Services 
Portfolio, 

Positioning, 
Policy

Real-Time
Service 

and
Support

Services
Notices

PARTNER
PROGRAM

Support 
Enablement
ÁProgram

ÁProcess

ÁSupport 

Sales & Field 
Enablement
Á Introduction  Processes

ÁSales Readiness

ÁDesign and Quoting

ÁMarketing Enablement

Delivery 
Enablement
ÁMethodology and 

Best Practices

ÁTraining and
Lab Content

Partner Enablement Model: 
Consistent, Repeatable Approach
Supporting Sales, Delivery and Support

www.cisco.com/go/partnerenablement

http://www.cisco.com/web/partners/sell/enablement/index.html
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Cisco Services
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5% increase

75% increase

What Is Customer Loyalty Worth?

A 5% increase in customer retention, due to increased loyalty, yields a 
staggering 75% increase in the net present value of an existing customer

Value of Customer Loyalty

Customer Loyalty Net Customer Value

Current 
Customer 
Relationshipyields

Source: Frederick F. Reichheld, Loyalty Rules!
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Services within Cisco & Partners   

ÁDrives customer loyalty

ÁLoyal customers purchase more product, adopt 
technology more quickly, and reduce cost of sale

ÁBlocks out the competition

ÁVery profitable business 

ÁPredictable and renewable revenue stream  



© 2006 Cisco Systems, Inc. All rights reserved.
Resale Program
Value Proposition 74

The Solution: A Lifecycle Approach to 
Service and Support 

Coordinated 
Planning and Strategy
Make Sound 
Financial Decisions

Prepare

Assess Readiness
Can Your Network Support 
the Proposed System?

Plan

Maintain Network Health
Manage, Resolve, 

Repair, Replace

Operate

Implement the Solution
Integrate Without Disruption 
or Causing Vulnerability

Implement

Design the Solution
Products, Service, Support 
Aligned to Requirements

Design

Operational Excellence
Adapt to Changing 

Business Requirements
Optimize

Cisco
Partner
Customer
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Technical Services for Small-
and Medium-Sized Businesses (SMB)

SMB Smart Business Portfolio:

ÁCisco SMARTnet Service

ÁCisco Smart Care Service 

ÁCisco Smart Foundation Service 

Additional Services:

ÁCisco Services for Integrated Service 
Routers (ISR)

ÁCisco Software Application Support Services

ÁSMARTnet Service for Smart Business
Communication Systems (SBCS)

*Select the service to view more details

Small- and
Medium-Sized 
Businesses
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Cisco Technical Services Delivery Components:

Cisco Technical Services: 
Integrated Solutions for End-to-End Support

Software Support

Innovative system and application 
software and IT-related support 
that helps maximize your 
technology investment

Cisco.com

Increases your self-sufficiency 
and productivity with registered 
access to online tools and 
resources

Advance Hardware 
Replacement

Flexible and responsive hardware 
replacement support that helps 
maximize your operational 
reliability

Cisco TAC

Supplements your 
in-house staff with access to 
highly-trained network and 
application software engineers and 
R&D engineers
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Cisco Operating System Software Support
Maintain the Resiliency of Your Cisco Network

ÁIncrease performance of current features

ÁAdd new functionality, often without 
additional hardware investment

ÁEnhance network and/or application 
availability, reliability, and stability

ÁExtend the useful life of Cisco devices 
with software updates

Protect your OS investment
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Advance Hardware Replacement 
Maintain Network Operations

Cisco and its Partners and Vendors help 
maximize operational reliability

ÁDeliver globally consistent, timely remote 
and onsite support through exceptional 
diagnostic and part-sparing programs 
ÁProvide time-sensitive delivery of 

replacement hardware
ÁSupport your risk mitigation plans
ÁCoverage in over 120 countries
Á900+ fulfillment depots
Á2hr, 4hr, 8 x 5 NBD
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Technical Assistance Center
Resolve Issues Fast to Maintain Network Performance

Direct Access to Cisco Technical Experts

ÁHighly-trained network and application 
software engineers worldwide
ÁComputer science/electrical

engineering degrees
ÁEngineering staff averages 5 years

of industry experience
ÁCCIE professionals
ÁExpertise in a broad array of technologies
Á24 x 7 global access by phone, web or 

email
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Cisco.com Website 
Productivity Tools and Knowledge Library

Anytime, anywhere access to information

ÁAutomated troubleshooting tools 

ÁPersonalized content and solutions

Á80% of all network issues are solved online

Lower operating expenses

ÁReduce phone time 

ÁOpen and track service requests online

Improve staff competencies

ÁExtensive, technical knowledge library for 
implementation, operations, and optimization
of your network

ÁAccess to information about certification 
training


