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Company of the Year:

= Networking Infrastructure
= Voice Networking

= Wireless Networking

P —

ANNUAL REPORT CARD

W1NNER

Best Overall:
= Enterprise Networking
= Voice over IP
= Wireless LAN




You can use the appropriate partner logo(s) in all of your
marketing material
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C C O — Your personal Cisco “ID”
which enables you to navigate

Click on the “Register” Tab to begin:

Worldwide [change] Log In | Register | About Cisco
ol l el l Ie
CisCcO Search Go |
Solutions Products & Services Ordering Support Training & Events Partner Central

the break
down barriers:
effect

e
a world where borders no longer divide'
and technology only unites us.

that's the human e rk effect

expand to learn more +

LATEST HEWS < > Podcast: Consumer Business Strategy: A Chat with Ned Hooper - 07 Jan 2009 iew All News m QUICK LINKS -
: . - A < >

Information for: Llnk-sys by Cisco Meet on the go

Small Business Media Hub

Get WebEXx

Enterprise StDrF'T, back up, and share video, on your iPhone
Service Provider music, and photos, at home, or on the
Consumer Internet.

» Learn More
Learn hore »

WWW.CISCO.COM



http://www.cisco.com/

You will berequired to create a User Name and a Password which
will comprise your “CCO” login

Cisco.com Registration - Cisco Systems - Microsoft Internet Explorer provided by Cisco Systems,

: =) i /
Eil= Edit Wi Favarites Tools Help E @Back - ! Address ‘,r‘,[.-

: Links @ Cusktomize Links @ Free Hotmail % SoftStub @ windows 5 windows Marketplace @ windows Media

Google [Cl+ w | Go o Ta2eRank o 1025 blocked %3P Check =y Autolink « | AutoFill e Send tow Settings+
o~
Worldwide [change] LogIn | Register | Lbout Cisco —
erfvanfes
CIsSCO |Search Go
Solutions Products & Services Ordering Support Training & Events Partner Central
HOME Welcome to Cisco Systems
Cisco.com Registration Cisco.com Registration
onariey

Register With Cisco
Step 1

Fegister here to gain access to Cisco tools and information. Enter the reqguired information below
to begin the registration process. Once you have registered, you will be able to update your profile
at any time via the Profile Management Tool.

Choose Language English o~

Your Information

First Mame

Last Mame
Email Address

|
Mfalid ermail address is required for registration confirmation)
Re-Type Email Address |

Language Preference

&Mvhere possible, we will provide wou with content in vour preferred
language)

£

=] % J Laocal intranet




Apply to become a Cisco “Registered” Partner

Becoming aRegistered Partneristhefirststepin participatingin the
Cisco Channel Partner Programand 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 eligibleto apply to become a Cisco
Registered Partner.

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



Partner Locator listing

Use of the Registered Partner logo

Updates on new products and promotions,
programchanges, special offers, training and

support

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

Eligibilityto become a Certified or Specialized
Partner




Partner Locator

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

Themoreyouinvestinthe
program,yourexpertise and
commitment to customer
satisfaction, the higher up
your company goesinthe
searchresults.

artner Locator - Partner Central - Cisco Systems - Windows Internet Explorer - 5|1
ey - [ ] Fetp: ccols. cisco.com|wwChannels/LOCATR JopenBasicsearch.do =[] x| [s000= £~
File Edit ‘iew Favorites Tooks  Help
£ - |zearchweb P ] - @ - M - BAMaps - @ PCHeath E8Spaces - ] - B3 - -o @ -
= = »
w e 88' '| sl Partners & Resellers - Partn... | (€ Partner Locator - Partrer... X | | D - B - = - |k Page - (G Tools -

i
Cisco
Solutions Products & Services Ordering Support
HOME Partner Central

PARTNER CENTRAL Partner Locator
MANAGE YOUR PARTNERSHIP
TOOLS

Basic Search | Advanced Search

Partner Locator

Worldwide [change] Login | Register

|Search | Go

Training & Events Partner Central

Related Tools

Find a Technology Developer

Manage: annel

Program O

Locate a Cisco Partner Near You
annel Program

Feedback | Help | Site Map

8 Cisco Systems Inc. Al rights reserved. Terms & Conditions | Privacy Statement

Partner

Find a Service Provider
Partner Locater Help

Cisco Customer Satisfaction
Excellence

The Power of a Cisco Partnership -
Customer Brochure

Tell us what you are looking for:

Want to become a Cisco Partner?

Tell us where you are:

City: | [ e
Country:[ Selsct Country =]+ Go Discover a new way
*R field to do business

I Looking for a partner specialized in small or medium sized business (SMB)? # Go Now

Cookie Policy | Trademarks of Cisco Systems Inc.

About Cisco

Current
B 0] & > 8 windowsLiv... | @Inbuerm.J ) Currert

I
) 8088512, | ) Windp - dsc... | [a]2 Moot <|[@ partner Loc... #8510 GoidPa...

[ | internet

Heswsiverp.. | B« iof O]l £ VE 0930




Ciscorequirescompanies that do not have adirect purchasing
relationship withthemto review and accept the terms and conditions of
theIndirect Channel Partner Agreement (ICPA).

As anindirect channel partner, all of your Cisco purchases are made
through aCisco authorized distribution partner.

You needto set up an accountwith one or more of these distributors if
you have not already done so.



As a Cisco Registered Partner, you purchase from a distributor. We invite you to
contact one of our preferred distribution partners for Cisco Solutions

55 Standish Court
Mississauga, ON
L5R4A1
800-668-3450

6911 Creditview Road
Mississauga, ON

L5N 8G1
800-668-5588

2010 Winston Park Drive
Suite 503

Oakville, Ontario

L6H 5R7

888-307-7218

255 Courtneypark Dr. West
Suite 101

Mississauga, Ontario

L5W OA5

905-795-0330

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



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/

Follow these Steps:
1. Logintothe
Partner
Registration
Tool and
completethe
form

Acceptthe
ICPA at theend
ofthe
application

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

rtner Registration - Partner, Central - Cisco Systems - Microsoft Internet Explorer provided by Cisco Systems, Inc.

File Edit Yiew Favarites

Tools  Help

Address @ htkp: f ftaols, cisco, comwwChannels IPA welcome, do

v‘GD

;Links 2 Google G-

e Back -

o

~ 0 ® () settings

vl
ciIsco

Solutions

HOME
FARTHER CENTRAL

MANAGE YOUR FPARTHNERSHIF
TOOLS

Partner Registration

Products & Services

Ordering

Partner Central

Partner Registration

Support

Training & Events

Worldwide [changs]

-
Logged In | Profile | Ahout Cisco

|Search

Partner Central

Cisco Partner Registration allows companies to apply for Cisco Registered Partner status. Registering your
campany establishes your relationship with Cisco and gives you access to the tools and training you need
to hecame a Cisco cerdified ar specialized partner. The steps to register yvour company are:

Provide ar verify company infarmation

Subrmit your completed application

Il

Apply for a Cisco.com user 1D {fyou do not already have one)
Acceptthe Indirect Channel Partner Agreement fwhere applicable)

Cisco will review your application within 10 business days

Launch Partner Registration

(12 guuseersCISTD. COT Terta

Training and Tutorials

ﬁ:g In to the Partner Registration tool

= Mew User? Register
= Forgotyour Password?

Meed help? Try these resources:

User Guide
Quick Reference Guide
GIEA

GetHelp from Partner Relationshin Tearm

Track Partner Registration Application

Indirect Channel Parther Agreerment (Wiew only. Must register to accept agreement)

Key Features 8 Benefits

Toolkit: R

[-]

[Go)

|

@ Done

\":J Local intranet



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

The person who registers the company becomes the
“Administrator” by default.

Others can register and be associated with the company as well.
They need to register for a “CCO” login first and then complete
the “Associate Myself With a Company” request at:

The company “Administrator” will receive an email request to
allow another to be associated with the company - the
“Administrator” may accept or reject this request for association

“Administrator” may also make someone else an “Administrator”



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

NInlr
CISCO

Communications

& Resources




23 Get Started with Cisco - Partner Central - Cisco Systems - Microsoft Internet Explorer provided by Cisco Systems, Inc.

File Edit Wiew Favorites Tools Help

eBack - \_/J Iﬂ @ h /':\J Search ‘fj:( Faviarites @ [‘f{v :_\; |9_f| - _J g ﬁ ﬁ

Address |@ htkp: v, cisca, comyweb/CAfchannels{get_started. html V| Go Links ** GD(JSIC |Cv v 2 Settings«
III III Canada [change] English i Francaiz Log In | Register | Ahout Cizco | Local Offices o)
'CIS'CO' [ Search Iﬂj
Solutions Products & Services Ordering Support Training & Events Partner Central
CAMADA Partner Central
PARTNER CENTRAL Get Started with Cisco

Channel Hews

Channel Partner Program Welcome to Cisco Canadal

Distributor

Getting Started with Cisco On the page, you will find presentations on everything you need to know to get started with Ciscol

Market

HESS Below you will find lots of great content developed with you in mind, so if you are just starting out
and want to know how to become a Registered Partner, or if you are already a partner and want to

OME0 learn mare ahout our many Channel Pragrams, we've got something for you toal

SMB Partner Connections

Training Please download the presentation which best suits your needs. Good Selling!

- Getting Started with Cisco - a reference guide for everything fram getting a
CCO D to accessing Cisco's partner tools and resources.

Taking the Next Step - A guide to taking the step from Registered Partner ta
Premier Certification with Cisco.

Cisco Channel Programs - A look at how to become more profitable atilizing
Cisco's OIP (Opportunity Incentive Prograr) | Cisco trade in programs, SMB
Select and other channel incentives.

Related Links

Pattnet Locator

Cizco Small Medium Business
Partner -l earning Connection
Partner Help Orling

&

Partner Self Service

Channel Partner &pplication
Service Contract Certer (SCC)

Let Cisco help you now

Contact a Cisco representative now
on 1-866-282-2193

How would you spend
your Gisco Canada
Partner Reward points?

H EOH .

€

‘ﬂ Local intranet

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

YyCanadian

Site for all
Canada

Channels
Programs

Promotions
Sales tools
Resources
Training



* Bi-weekly partner newsletter featuring
information thatis most relevantto
each partner’s particular business and

technologyneeds.

* Personalized partner profiles. Get the
information you care about.

* Thesingle source for all partner
updatesregarding products, services,
promos, programs, tools, training,
news, and more.

WWW.CISco.com/go/cpi

Cisco Customized
Partner Intelligence

Canada Edition I



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

Cisco
Solutions Products & Services Ordering Support Training & Even
HOME Partner Central
FaRTMER CEMTRAL News
Channel Partner Program
Grow Your Business to Cisco C d Partner Ir (CPI). A= part of the

company's ongoing efforts to help ensure continued mutual Success,
Cisco is providing partners with a new set of informational and
communications resources, including:

Market Cisco Technologies
& Services

Sell Cisco Technologies &
Services

Support Your Customer

Manage Your Partnership Cisco Customized Partner Intelligence He

Tools The Cisco Customized Partner Inteligence,

newvsletter that features customizecdg®hitent that is relevant to each partner's
regional place of business. Parip choose their content preferences based on
their role, interest in technge@les, solutions, vertical markets, and more...
allowving them to rece A unigue nevvsletter. This is a free service that greathy
e=the guale®of the information wou receive from Cizco. The subscription
=] finutes to complete:

Fresletter is a personalized
Hews

Subscribe

Success Stories
REE Fesd
Events

Other Cisco Programs

Click here to Subscribe!!

Newsletter Example

Hello,

Table of Contents

Wews
Human Hetwork at Work:
Cizco Goes to Haollywood

Partner Practice Builder
Mow Available

Enhancernants to Cisco
Pattner Enablernent

grow it Web Paortal for
Partners from Cizco
Capital

WWW.CISCO.com/go/cpl

News

Human Network at Work: Cisco Goes to Hollywood
Next Campaign Phase Showeases Real Workplace Scenarios
hitp:/fwww, disco, comfweb/thehurmannetwork

4 L 'h
Marketing Made Easy

Register Now

k&l The |atest phase of the Cisca Human

§ Metwork ad campaign - using workplace
scenarios to highlight Cisca's rale in helping
businesses capture the benefits of
collaboration and Web 2.0 - premiered an
October 14 during the National Football League telecasts on
CBS, "Hollywood," the first of five new TY and online ads, -
focuses Unified Communications, -

See what's new
in Cisco Unified

_l_‘ Communicatione



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

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

Use the registration link in the email invitation.

All Channel Partners.

Second Tuesday every other month.

Your desk - WebEXx

Cisco Canada

Channel Partner

Enablement
Brleﬁngs

), FRANGAIS : :

Dear CA Seedlist,

The Cisco Canada Channels team invites you to learn more about the latest Cisco
promotions, programs, and product offerings without leaving your desk. Participate in
these wehcasts every other month and ensure your sales and technical teams have access to the
latest resources for marketing, Cisco Security, Unified Communications solutions, Storage, Wireless,
Routing and Switching.

AGENDA REGISTER NOW

Sell Cisco Technologies & Services
* Get up to speed on the Latest Product & Service Promotions,
Programs and Tools

Targeting the Right Opportunity &
Improving your Sales Performance

* Learn how to Better Market Cisco Technologies & Your
Services

isco Fall & Winter Events Line-Up

M Im
*REGISTER NOW CIsSco




Dear Partner

Our records indicate that your company's Premier certification with
Ciscois 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:

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

Your customers do not have access to PEC.

Available onlyto Cisco
Partners,thesite provides
accesstoall of the
certification,
specialization, sales,
products,andtechnology
training information
needed to successfullysell
Cisco products

Visit PEC today!

E{] My Account

Partner Education Connection
cisco

Home Ity Learning Erowse Catalog Ity Metwark

[ — | ! In progress:
e 33% Completed
Canfigure your home page. Plan your training. Track your prograss

The new PEC is designed for YOU.

Help and FAQs  Partner Helpline or 1-800-GO CISCO

Cataloy Search

Partial word search across Titles, Descriptions, Abstracts, Keywords, and 1Ds

Search

Advanced Search

No items found

All Curricula Add Curriculum

(2 Help T Logout

= MNew PEC Resources Avail

lahle

= Updated QuickStart for Cisco Branch-wWAN

« £Delivery Prograrm
« |ET Partnership Promotes YWorld Class Professionalism

Welcome REBECCA LEACH o

Configure This Page

Curren t Enroliments

No items found

= & QuickStart far TelePresence - Mew content available
= GTelePresence Landing Page

eamin



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

F My Account (2 Help ® Logout Welcome REBECCA LEACH

‘éll's:'cl‘;‘ Partner Education Connection Access trai n | n g
requirements

or Cisco career

Certifications,

e Specializations,

The Seling EDVGE.

Wou may choose from the following six specislizations to count towesrd cerificstion requirements. All Sales Curticuls an d A u t h O r I Z e d

Horme My Learning Browse Catalog by Metwark

Career Certification
P
Specialization

. . e . Featured Offeri
Cisco Partner Specialization erured tierings

Labs Develop experize specific to your role and specialization.
Sales

Technologies
Emerging Technologie
ATP

SMB University Express Specialization Role-Based Curricula Related Info
Fartner Tools Express Foundstion Accourt Manacer, Field Endinesr | Systems Engineer Overview 2 Related Links | I e C h n O I O g y
Role Recuiremerts (2
ole Requirements What's Hew .
Express Unified Communications | Accourt Manager, Enginesr overview 2 Partner Events (3 I r O V I d e r S
Eole Reguiremerts = Related Areas of the PEC
From left side navigation:
Advanced Specialization Role-Based Curricula Related Info Caresr Cerification S .
Adpvanced Routing and Switching Account Manager, Field Engineer, Systems Engineer overview [ Cisco.com
Role Reguiremerts [} Specialized Partner =
i ) ! ) Poirts (2
Achranced Security Account Manager, Field Endgineer, Systems Endineer Overview 2
Role Requiremerts (2 Retired Specializations [
Retired Certification Exams [
Acbvanced Unified Communications | Accourt Manager, Field Endineer, Systems Endineer, Crverview [ @
IPCC Express, Rich Media Communications, Unity Desian, | Role Requirements (2 &TP Program
Unity Suppart "


http://www.cisco.com/go/pec
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Manage your access and company associations, update your personal
information, change your address, grant access to others, and MORE!

HOME Fartner Certral

PARTNER CENTRAL Partner Self Service
MANAGE vOUR FARTHERSHIF

TOOL INDEX

Cisco Partner Self Service tools ease data and access management for Cisco parners. This functionality
allowes you to associate yourselfwith a Cisco partner and obtain Partner level access so thatyou can
manage profile information. The toals also allow Parner Administrators to manage company data.

Partrier Self Service

Training & Tutorials

Relsted Tool=s
_ S —
R . " Steps To Success
Launch Partner Self Service Training and Tutorials Feedback et Heln from the Farh
i . p
(requires a Cisco.com user 1D} £lhelp fom the FAnnel
Belationship
-Ifyou have a Cisco.com user ID, log in to Partner |Beed help? Try these Let us know what vou
Self Senice resources think:
Channel Parner Program
-Mew User? Reaister for a Cisco.com 1D -User Guide - Complete the survey Cedification Program
-Forgotyour Pasgword? -Guick Reference Guide Specialization Frogram

Channel Incentive Programs

Manage Access Prnnleges

T - e 20 1t their own individual access privileges to Cisco channel partner
tools. F'artner administrators and Cisco employees may grant and edit access privileges to these
tools for their company's employees.

Walue Incentive Pragram

= Agsociate Yourself with a Partner Cumpany
of current and ay associate themselves with their companies.
Associating to a partner company grants users partner-level access to toals such as Partner E-
Learning Connection. You may also change the company you are associated with or remove any
campany association.

<- Update Personal Profile Information >
: profile information. Users can also request administratar

access to Partner Self Serice and Certification and Specializations Application.

< Update Company Information >
e employees can maintain or view company data: locations,

contacts. emnlovee prafile. role infarmation. etc You can also run various nartner company repors.
e N e LS == e e

WWW.CISCO.com/go/pss



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

Partner Self Service - Microsoft Internet Explorer provided by Cisco Systems, Inc.

Fle Edt View Favorites Tools Help

b3

@ - éngdress ‘ GOUng G

. » '
w0 (@ settings~ : Links "'

&

User Types: Guest | Partner Individual | Partner Administrator

GUEST
DESIRED TASK

Get Partner Level Access

LINKS ON PSS

Associate Myselfwith a Company

Associate yourself to a Associate Myselfwith a Company

company

Search for Company Search for Company
Register your company as a Register My Company
partner

PARTHER INDIVIDUAL

DESIRED TASK LINKS ON PSS

Update your profile: Email
Address, Mailing Address,
Alert Naotifications

Update My Profile == My Profile tab or My Location tab

Change your location Update My Profile == My Location tab

Delete or merge your
Cisco.com ID{s)

Update My Profile == Manage Cisco.com 1D tah

View Testing Information,
Certifications and
Specialization information

Add Cisco Testing ID {(CSCO#)  Update My Profile==hy Profile tab
to My Profile

Request access to tools or
additional access levels {i.e.
administrator access)

Update My Profile == Other Atributes tab

Manage My Access == Request Additional Access

View current access levels to  Manage My Access
partner tools

Change company association Change Association

Remove current companms Remuove Association

III\IIII\IIIIIIIIIIIIIW °

WHAT TO DO

Associate Myselfwith a Company == Select Location == Yerify profile ==
Confirmation

Associate Myselfwith a Company == Select Location == Yerify profile ==
Confirmation

Search foryour Company == Select Location == Verify profile == Confirmation

Follow the steps to register your compary.

WHAT TO DO

Edit desired infarmation and click"Submit'.

Chaoose a new lacation and click "Submit’

Iithere are IDs you would like to merge or delete, select one and then click the
hutton for the action you wish to request,

‘iew information

Enter Cisco Testing 1D (C3C0#) in text box and click "Submit”

Selectthe toolyouwish to access and contact the person listed.

Wiew and edityour current access privileges.

Search for a new company and submit your request. You will have a "Guest
access level until vour new requestis approved.

Clicking on the link will produce a nop-un box asking if vou are sure that vou want

&J Local intranet

NOTE: Partner Self
Serviceis a portal
which enables you
to make changesto
your demographics
and personal
profile.

Download the Quick
Reference Guide for
great tips!



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

Your first source for questions about:

» Career Certifications, Partner Certifications, Partner Specializations

* Customer Satisfaction Tool: Partner Access Online (PAL)

Partner Central

*And MUCH MORE! Partner Helpline

Cizco is committed to providing its partners with the highest-gquality support. Partner Helpline is & direct support path for
any partner izsues, including complete presales technical, and product design assistance. Select one of the support
groups from the options below. You can search the extensive knowledge base for information, or open & case for mare

WWW.cisco.com/go/prt support.

For maore information, refer to the Partner Helpline At-a-Glance.

For Phone Inquiries:
1-800-GoCisco

Presales Technical Support PDI Help Desk

Partner zupport for Presales technical
product information. Including Metwork
design and product selection
assistance

Partner support for the
Planning, Design anc
Implemerntation of Unified
Communications products

|Se|ectal30untn.r V|

| Select a Language

Partner Relationship
Support
(Hon-Technical)

Support for partner

certification, specialization.

= Continue

’ u il

Partner Helpline

The primary pre-sales and on-
boarding support link for
partners focused on small- and
medium-sized busineszes.

Advanced Tool Support

Support group for Advanced
toolz and Programs including
Dizcovery, Demo Remote,
Cigoo Demo Solutions, andd
Guatebuilder

= Continue


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

Valerie McCullough

Kimberly Jackson

vmccullo@cisco.com

919-574-9040

kimjacks@cisco.com

919-574-9054

Yolan Lacassagne

Anne Bequet

ylacassa@cisco.com

919-574-2021

abequet@cisco.com

919-574-0246

Erez Halfon

ehalfon@cisco.com

919-574-8090

Thomas Sanders

thsander@cisco.com

1-800-888-8187 x42744



mailto:vmccullo@cisco.com
mailto:kimjacks@cisco.com
mailto:ylacassa@cisco.com
mailto:abequet@cisco.com
mailto:ehalfon@cisco.com
mailto:thsander@cisco.com

Register for CCOID

Apply as a Registered Partner

Associate your employees with your account

Set up Distribution account (if not yet established)
Familiarize yourself with Channels Home Page
Sign up for email newsletter

Familiarize yourself with PEC

Familiarize yourself with PSS

9
11
16
17
19
20
24
27
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The Cisco Gold Certified Partner designation offers the highestlevel 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.




Technology Skills Depth

S1IIT
CISCO.

PARTNER

Master Security
Specialized

1 Specialization

SMB Specialization

atfvanf
CISCO.

PARTNER

Select
Certified

CISCO. Master Unified Communications
PARTNER

Master Unified Master Security

Communications
Specialized

2 Specializations

Option 1: Any 2 Advanced

1 Specialization

Express Foundation

Specialization

2CCIEs

Support Infrastructure

Customer Satisfaction . :
Customer Satisfaction

CISCO.
PARTNER

atfron]e
CISCO.

PARTNER

Premier
Certified

Silver
Certified

Integrated Technology Skills Breadth

4 Specializations

T
CISCO.

PARTNER
Gold

Certified




Technology Skills Depth

Master Unified Communications

4 Specializations

Master Security

1 Specialization

SMB Specialization

NI
CISCO.

PARTNER

Select
Certified

2 Specializations

Option 1: Any 2 Advanced

1 Specialization

Express Foundation
Specialization

Customer Satisfaction
2CCIEs

Support Infrastructure

Customer Satisfaction

Integrated Technology Skills Breadth




Access to SMB University Training Offerings across Canada, Classroom & Virtual
Access to PDF (Partner Development Funds): 2% on all SMB purchases

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

USD Funds are wired directly to your bank account

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

Quarterly Updates on all Cisco SMB programs & promotions
Dedicated ICAM for sales support on deals & programs/promotions
Access to Demand Generation Campaigns

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

Use of the Select Partner Logo and Branding
Access to exclusive Select Promotions and Programs
Access to Partner Rewards Program



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: -

SMB Account Manager SMB Engineer

650-175 SMB AM 650-180 SMB EN

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

.....
rrrrr



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

=

| No Prerequisites Needed! | |  Specialization | |Select Certification |

3 ! 1 ! ]

Lor2individuals SMB Specialization .::II'S.::I:;.
&l (may use one — | earrnen
|persontofillboth | + [AccountManager+ | =

AM & ENG roles) Engineer ol

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

Step 2: Partner applies for Select Certification



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

(Benefits to already Certified Partners who achieve the SMB
Specialization)

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

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

= SMB Specialization Branding

= Access to SMB University Courses Free online (PEC)



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

Technology Skills Depth

1 Specialization

SMB Specialization

Master Unified Communications

2 Specializations

Option 1: Any 2 Advanced

1 Specialization

Express Foundation
Specialization

Customer Satisfaction

2CCIEs

Support Infrastructure

Customer Satisfaction

I
CISCO.

PARTNER

Premier

Certified

Integrated Technology Skills Breadth

4 Specializations



Cisco Premier Certification recognizes and rewards partners that have
achieved the Express Foundation Specialization. This foundational
specialization expands technical competencyin theintegration of basic
routing and switching, wireless LANs, and securitytechnologies and a

basic level of Cisco Lifecycle Services.

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

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

Independently
audited customer satisfaction surveys — the 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.

Branding as a Cisco Premier Certified Partner .

Eligibility to participate in
, With greater economic incentives than for
the Select certification level.

Access to
varies by geography).

(availability

Access to

Access to Cisco customer satisfaction best practices
and tools.

Eligibility to sell

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/

1 CSE

&y &) —ee Premier
72 g 1CCDA || Specialization | Certification
1 CCNA

Account Manager sifran],
: Express Foundation —_ CIsCO.

System Engineer Specialization — PARTNER

Field Engineer oremier



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

There are three elements to becoming Premier Certified:

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

— You must pass the Express Foundation Specialization

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

— Certified Individuals in Specializations —

Account Manager | System Engineer | Field Engineer

Express Foundation CSE CCDA CCNA



2. You must have the support capability defined
below as a minimum:

Support Requirements

Prermier

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

3. You must committo participation in Cisco’s Customer
Satisfaction Program [CSAT]



Technology Skills Depth

Master Unified Communications

4 Specializations

Master Security

2 Specializations

Option 1: Any 2 Advanced
SE :

1 Specialization

Express Foundation
Specialization

1 Specialization
Customer Satisfaction

SMB Specialization

2CCIEs

Support Infrastructure

Customer Satisfaction

I
CISCO.

PARTNER

Silver

Certified

Integrated Technology Skills Breadth




The Cisco Silver Certification designation offers partners two different options to

achieve Silver Certification:

Partners who have achieved the
and one of the
following advanced specializations:
* Routing and Switching
» Security
*Wireless LAN

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

* Unified Communications

* Routing and Switching

* Security

*Wireless LAN

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

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

Independently
audited customer satisfaction surveys —the 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.

Branding as a Cisco Silver Certified Partner.

Eligibility to participate in
, With greater economic incentives than for
Premier or Select certification levels.

Access to (availability

varies by geography).
Access to

Access to Cisco customer satisfaction best practices
and tools.

Access to restricted products (varies by geography).

Eligibility to sell

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/

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



2. You must have individuals fulfill the relevant roles in
whichever Specializations route you have chosen
[above].

Certified Individuals in Specializations

Account Manager System Engineer Field Engineer

Express Unified CCNAoor
Communications

CCNA-\ice
Advanced Routing and CSE CCDA CCNP
Switching
~ Advanced Unified CSE CCDA CCVP —
Communications
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



You must have the support capability defined below as a minimum:

Support Requirements

Type
Legal Agreement

Demonstration Capability
Customer Service
Escalation Process

Call Back

Support Lab

Lab Purchase requirement
Pre-sales Support
Post Sales Support

Sllver

Valid resale agreement or indirect channel partner
agreement (ICPA) in place

Demonstrate one specialization technology
8X5

Required

1 Hour

Support lab equipment requirement should be
discussed with your CAM

If pursuing Unified Communications specialization
Required
Requirements based on partner support agreement

4.  You must participate in Cisco’s Customer Satisfaction Program[CSAT]



Technology Skills Depth

Master Unified Communications
4 Specializations

2 Specializations

Option 1: Any 2 Advanced
SE :

1 Specialization

Express Foundation
Specialization

1 Specialization
Customer Satisfaction

SMB Specialization

2 CCIEs

Support Infrastructure

Customer Satisfaction ol | 1ol I e
CISCO.
PARTNER

Gold

Certified

Integrated Technology Skills Breadth




Gold Partners have attained the broadest range of expertise across
multiple technologies by achieving all of the four advanced

specializations.

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

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

Independently
audited customer satisfaction surveys — the 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.

Branding as a Cisco Gold Certified Partner.

Eligibility to participate in
, with higher economic incentives than all
other certification levels.

Access to (availability

varies by geography).
Incremental product discounts.

Invitations to Cisco-sponsored Partner Events.

Access to

Access to Cisco customer satisfaction best practices
and tools.

Access to restricted products (varies by geography).
Eligibility to sell

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/

There are four elements to becoming Gold Certified:

1. You mustcomplete these four Advanced Specializations:

Gold Specialization Requirements

Advanced Unified Communications
Advanced Routing and Switching
Advanced Security

———————— : e —
Advanced Wireless LAN




You must have individuals fulfill the relevant roles across

all Advanced Specializations

Certified Individuals in Specializations

Account Manager System Engineer Field Engineer

CCNP

Advanced Routing and CSE CCDA
Switching

Advanced Unified CSE CCDA
Communications

Advanced Security CSE CCDA
Advanced Wireless LAN CSE CCDA

CCVP

CCSP
CCNA

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

Specialization role

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



3. You must have the support capability defined below as a minimum:

Support Requirements

Type
Legal Agreement

Demonstration Capabilities

Customer Service

Escalation Process

Call Back

Support Lab

Lab Purchase requirement
" Pre-sales Support

Post Sales Support

\alid resale agreement or indirect Channel Partner
Agreement (ICPA) in place

Demonstrate one specialization technology
24X7
Required

1 hour

Support lab equipment requirement

Unified Communications specialization only

Required _—_—_—
Requirements based on partner support agreement

4. Youmust participate in Cisco’s Customer Satisfaction Program [CSAT)]



Step 1. Sales and Engineering staff take appropriatetraining and exams.

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

Step 3: Apply*for Certification

*All applicationsremain active for 90 days.

Information on Specializations’ requirements:

Information on Certifications’ requirements:

Specialization and Certification Application:


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

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




Unlfled Communlcatlons Customer Reference
Specialization Road Map program Manager
Technology Complexity




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

AUTHORIZED
PROGRAMS

Meeting Place

Digital Media Signage

Business Edition

RETIRED
SPECIALIZATIONS

VPN Security
Firewall Express



Digital Media Sighage:
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

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




» Managed services that meet ALL of the following criteria

Remote monitoring for all subject CPE
Remote configuration and troubleshooting
SLA Between partner and end customer
Term of contract 1+ year

CPE Title held by partner or end
customer




Cisco Powered Managed Services:

afrar] Managed Unified Communication
CISCO. Managed Connectivity

Managed Data Center
Managed Security
Managed Mobility

Strategic
Managed
Services

co AT Based Managed Solutions
Cisco Based IP Connectivity

Legacy
Managed Managed LAN

Services Managed Legacy
Connedctivity

*VIP does not apply to MSCP purchases



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

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

= Financial rewards, offeredin three levels based on the value of the
service to users: Legacy, Strategic, or Cisco Powered Managed Services

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


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

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


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

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

= Customer Voice Portal

= |OS-XR Routing Platforms

= MDS Fabric Switching

= Network Hosted Storage

= Qutdoor Wireless Mesh

= TelePresence

= Unified Contact Center Enterprise
= Video Surveillance

= WIMAX

For more information, contact your CAM



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

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

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

To 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

Current Master Specializations: and

atfran]n,
CISCO.

PARTNER

v
CISCO.

PARTNER
Master Unified
Master Security

Communications

Specialized Specialized



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

Partner Enablement




Grow Partner Capabilities

Accelerate Partner Productivity

Help Partners Meet Customer Needs

Strengthening the Partner Experience



Enable Attract,
Business Develop and
Growth Retain Talent
Opportunities

Enable

Enable
Productivity
and
Capability



Sales & Field
PWARENESS | Enablement
= Introduction Processes

Support * Sales Readiness
Enablement = Design and Quoting

= Program Marketing Enablement
* Process Services Product

= Support Notices Introduction

TRAINING

-
Real-Time
Service
and
Support

Servicc_as
Portfolio, Implementation
Positioning, Methodology Delivery
Enablement
= Methodology and
Best Practices
* Training and
Lab Content

WWW.ciSco.com/go/partnerenablemen



http://www.cisco.com/web/partners/sell/enablement/index.html

Cisco Services




Value of Customer Loyalty

75% increase

Current
Customer
Relationship

5% Increase _
I Y €ldS

Net Customer Value

Customer Loyalty

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

Source: Frederick F. Reichheld, Loyalty Rules!



= Drives customer loyalty

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

= Blocks out the competition
= Very profitable business

= Predictable and renewable revenue stream



BPEXcellence % Assess Readl
Adap
Business

ork Support
System?
Cisco
Partner
Customer
Design the'Ss
ice,Support
Jjuirements

lmplement the Solution
Integrate Without Disruption
or Causing Vulnerability



Small-and SMB Smart Business Portfolio:
Medium-Sized
Businesses

= Cisco SMARTnet Service
= Cisco Smart Care Service

= Cisco Smart Foundation Service

Additional Services:

= Cisco Services for Integrated Service
Routers (ISR)

= Cisco Software Application Support Services

= SMARTnNet Service for Smart Business

Communication Systems (SBCS)

*Selectthe servicetoview more details



Cisco Technical Services Delivery Components:

Software Support Cisco.com

Innovative system and application Increasesyour self-sufficiency
software and IT-related support and productivity with registered
that helps maximizeyour accesstoonlinetools and
technology investment resources

Advance Hardware Cisco TAC

Replacement Supplements your

Flexible and responsivehardware in-house staff with access to

replacement supportthat helps highly-trained network and
maximizeyouroperational application software engineers and
reliability R&D engineers




Protect your OS investment

Increase performance of current features

Add new functionality, often without
additional hardware investment

Enhance network and/or application

availability, reliability, and stability

Extend the useful life of Cisco devices
with software updates




Cisco andits Partners and Vendors help
maximize operational reliability

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

replacement hardware

Support your risk mitigation plans
Coveragein over 120 countries
900+ fulfillment depots

2hr, 4hr, 8 x 5 NBD




Direct Access to Cisco Technical Experts

-
- 2.1 -
N - »

.

Highly-trained network and application
software engineers worldwide
Computer science/electrical
engineering degrees
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Engineering staff averages 5 years

of industry experience

CCIE professionals

Expertise in a broad array of technologies
24 x 7 global access by phone, web or
email
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Anytime,anywhere access to information

= Automated troubleshooting tools

» Personalized contentand solutions

= 80% of all networkissues are solved online
Lower operating expenses

» Reducephonetime

= Open andtrack service requests online

Improve staff competencies

= Extensive,technical knowledge libraryfor
Implementation, operations, and optimization
of your network

= Accesstoinformation about certification
training




= Configuration/ Installations
Tools

= Troubleshooting tools
= Case Management tools

= Technical documents

Configuration/
Installation

Case
Management

Troubleshooting

Technical
Documentation




Importance of Network

Mission Critical

Important

Smart Care
Service

Self Service
Degree of IT Self Sufficiency

Full Service




Cisco Smart An entry-level technical support service that provides
Foundation the support that small businesses need to help them
Service* maintain network reliability and minimize disruption to
business

Target Customer

= Businesses with dataonly networks, SMB-class products,
and fewerthan 250 network users (~50 or fewer network
devices)

= Networkisimportant,but not mission critical,to business

= Needsresponsivesupportwith devicelevel coveragethat
meetsbudget requirements

Go-to-Market
= Ciscodelivered, Cisco service

Features
= Advance Hardware Replacement—NBD
= Businesshoursaccessto SMB TAC
= Cisco.com SMB knowledgebase
= Online network troubleshootingtools designed for SMBs

= Operatingsystemsoftware updatesforbugfixes
«*Cisco Smart Foundation Service Was Previously Called SMB Support Assistant




Cisco SMB Support Assistant: For Routing, Switching, Wireless and VPN/Security

*Cisco Catalyst®
Express 500 Series
*Cisco Catalyst 2900 XL
Series

«Catalyst 2940 Series
«Catalyst 2950 Series
«Catalyst 2960 Series
«Catalyst 2970 Series
«Catalyst 3500 XL Series
«Catalyst 3550 Series
«Catalyst 3560 Series
«Catalyst 3750 Series
«Catalyst 4503
«Catalyst 3750-E Series
«Catalyst 3560-E Series
«Catalyst 4506-E Series
«Catalyst4507-E Series

*Cisco 0800 Integrated
Services

*Cisco 800BB Integrated
Services

*Cisco 800TRAD
Integrated Services
*Cisco SB100 Integrated
Services

*Cisco 1700 Series
Modular Access Routers
*Cisco 1800 Series ISRs
*Cisco 2600 Series
Multiservice Platforms

* Cisco 2800 Series ISRs

*Cisco ASA 5500
Adaptive Security
Appliance

* Cisco ASA 5510
Adaptive Security
Appliance

*Cisco ASA 5520
Adaptive Security
Appliance

*Cisco PIX® 501
Security Appliance
*Cisco PIX 506 Firewall
*Cisco PIX 515 Firewall

*Cisco Aironet® 340 Access
Points

*Cisco Aironet 350 Access
Points

*Cisco Aironet 1000 Series
*Cisco Aironet 1100 Series
*Cisco Aironet 1200 Series
*Cisco Aironet 1300 Series
*Cisco Aironet 1400 Series

NOTE: For Availability, visit

* Currently chassis only, does not include IPS or CSC module support.



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

Smart Foundation Multiyear Cost Savings

25% prepaid discount 40% prepaid discount



Cisco SMARTnNnet
Service

An award-winning technical support service that offers
direct, anytime access to Cisco engineers and extensive
technical resources, SMARTnet delivers rapid issue
resolution, flexible device-by-device coverage, and
premium service options to help maximize operational
efficiency

Target Customer
= Any size business, any number of Cisco devices
= Network s critical to mission critical
= Skilled IT staff who require direct access to Cisco
engineers
and want flexible device-level coverage for all network
devices
Go-to-Market

= Ciscodelivered, Cisco service

Features

= Advance Hardware Replacement—(NBD, 2-hour, 4-hour
and/or onsite parts replacement and installation)

= 24x7direct customer accessto TAC
= Cisco.comknowledgebase and tools
= Operatingsystemsoftware updatesand upgrades




Service Features SMARTnNet

24 Hour Configuration,
Expert Technical Support Diagnostic and
Troubleshooting

Priority Escalation for
Case Assignments

Online Tools and
Resourcesto Improve Full cisco.com Access
Your Productivity

OS Software Minor and
Major Releases

Advance Replacementon 8)235X5N481D

Parts XOX
24X x4

Onsite Field Engineer

to Swap Advance Option

Replacement Parts

Smart Foundation

8-5 Business Day

SMB Support Assistant
Portal/Client

OS Minor Software
Updates

8X5xNBD

10 days




Cisco
Smart Care Service

Comprehensive network-wide service that combines
technical support with proactive monitoring,
assessments and remote repairs to keep networks
secure and running optimally

Target Customer
= Businesswith 50-600 network usersand 1to 105 devices
= Networkiscritical to business
= Limited IT expertise; wants network-level coverage

Go-to-Market
= Partnerdelivered, collaborative service

Features

= Proactive network-wide monitoring, assessments and
notifications

Advance Hardware Replacement—NBD, 4 hr.

24x7 partner accessto TAC

Cisco.com knowledgebase and Smart Care Portal
Operating system software updates and upgrades
Software applicationupdates




A Proactive Services Platform on Which Partners Can
Build the Next Generation of Personalized Services

Partner-Led

Partner Services

Backed by

Sy
CiISCO




Network Discovery, Assessment, and Repair

Partner Cisco

Customer

Cisco Smart Care
Control Panel

Network Data

Network Monitoring B Proactive Maintenance [l Reactive Support
and Assessment



Quicklyfind the services availablefor your products

alea]n
cisco
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Services

Support

Worldwide ichange] Log In | Regster | Aboul Ciecq
| Search Go
Partoer Contral My Cisco @

Traiming & Evornts

Cisco Services.

Better Together.

Making Networks Work.

b

SSPA 2007 STAR Award for
Sl Service Excellience

Service Porttolio

Technicl Services

We help ensure Qsco products and your network cperate efficiently and benait
from Lp-to-dote system and appscation software

Advanced Services

Our S#rvices drive technology rtegration while lknwering your opérabionsl costs
Increanng network avadabity and ocpbmizng pertonnance

Remote Operations Sendces

W halo yOu proacively mansce your conrerged IT indrastructhurs by identitying
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Life.
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Locate rterrabional Cortacts
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Service Awards 3 Carlific: 2
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> View the webcast

WWW.CISco-servicefinder.com

Service Finder
Online Tool for Quickly
Finding all the
Technical Services
Available for a Specific
Product

Software and Hardware
Products
Cisco Brand (CBR) Part

Numbers
No CEC or CCO needed



http://www.cisco-servicefinder.com/
http://www.cisco-servicefinder.com/
http://www.cisco-servicefinder.com/

Zarylcal Hodar

Cisco 7609 Chassis,9-slot,RSP720-3C,PS(7609-RSF720C-P

Services Finder ResUlts

The following services are compatible with the product you have selected. te

Please contact vour Reseller Representative to determine if a specific 1

service iz available for vour location. Select & different product (

Service 05
Direct Cigco.com Advance Updates Software Software
TAC KnowledgeBase Automated Hardware Onsite and Application  Applicatio

Access  Access Tools Replacement Engineer Upgrades Updates Upgrades

Cizco Suggested Service

OHNSITE 24X7X2 Cisco 7609 Chassis,3 (CON-PREM-TE09RSCP) | Yesz 24 Unrestricted Unrestricted v W

ey

More Service Options

SMARTMET 24x7 2 Cizco 7609 Chassiz,9 YWes 24 Unrestricted Unrestricted  Wes: 24x7x2 v
[CON-Z2P-TEOARSCR) xy
CMSITE 2447%4 Cizco 7609 Chassis B Yes: 24 Unrestricted Unrestricted v v
[CON-OSP-FEOSRSCP) ®7
CRSITE §x5K4 Cizoco 709 Chaszsiz,9 Wes: 24 Unrestricted Unrestricted v e
[CON-OSE-FEDORSCR) xy
SMARTMET 24X 7 ¥4 Cizco 7609 Chassiz 9 Yes 24 Unrestricted Unrestricted  “es: 24x7x4 v
[CON-SMTP-TE0ORSCR) x7
SMARTMET &X5x4 Cizco Y603 Chassiz 3 Wes 24 Unrestricted Unrestricted  Yes: Gxaxd % v
[CON-SMTE-TE0ORSCR) xy
ORSITE 8X5XMBD Cizco 7609 Chassis 9 YWes: 24| Unrestricted Unrestricted v v
[CON-OS-7E0ORSCH) w7

SMARTMET 8X5X¥MBD Cizco 7609 Chasziz 3 Wes 24 Unrestricted Unrestricted  Yes: NBD AR v
[CON-SNT-FEOORSCH) w7
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Opening a Senvce Support Canter Case


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

Technical Support Services homepage

Accelerate program
- Learn and earn program that highlights Cisco Services best practices

Pay for Performance,
- Pays partners for achieving attach rate and renewal rate goals.
Cisco Services Expert Program (Partner E-Learning Connect)

- A course designed to help you increase your profitability and customer satisfaction by
Increasing your services sales

Service Contract Center,
- Contract management, and pricing repository

Steps to Success,

- ,Ié_\fstep-lby-step resource for selling and delivering service and support throughout the network
ifecycle



http://www.cisco.com/go/supportservices
http://www.cisco.com/go/accelerate
http://www.cisco.com/go/pdihd/
http://cisco.com/public/scc
http://www.cisco.com/go/stepstoscuccess
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End-to-end financial services
Alignment of economic objectives:

$1.5BWW lease volume, $2.5B active
portfolio, $5.7B WW channel financing,
$100M WW remarketed equipment

Financing solutions tailored to Cisco products
In step with innovation

Sense of urgency, flexible

Part of Cisco’s Solution Sell

Provides direct, long-term customer contact
and influence

Services

nstallation
Advance

Technolog

Foundation
Technology
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= Cash Flow Programs
0% Progress Payments: Interest free 120 day progress payment draw on UC equipment!
Services Financing: As low as 0% Services only and Bundled Services Financing.

UC Lease: UC Lease — Low rate up to 60 month Term and UC Deferral. No Payments on
qualified IP Freedom solutions for up to 6 months.

* Flexible Payments Programs

6-60 Month Fair Market Value and Capital Leases: Competitive pricing, aggressive
residual.

= TechnologyRefresh Programs

Technology Migration: Delivering options to upgrade to new technology throughout the
term of current lease.

Technology Migration Website



http://www.cisco.com/web/ordering/ciscocapital/cf/na/docs/Cisco_Data_Center_solutions_at-a-glance.pdf

0% Product Financing Promotion: 0% financing available on Cisco hardware
and software.

SMARTnNet Financing Promotion: Low rate financing on multi-year SMARTnet
contracts.

120 day - 0% Progress Payments: Interest-free 120 day progress payment
draw on UC deployments.

No Payment No Interest for 90 days: Conditions apply.

Financing available for Non-Cisco hardware and software, services and
maintenance.

Terms from 12-60 months.




0% Product Promotion
120 day - 0% Progress Payments
Low-rate SMARTnet Financing *New*

No Payment No Interest for 3 months *New*




Customers Benefit By:

= Interest-free Capital leases from Cisco (applicable in Canada for
Canada Commercial Customers only]

= QOperating Lease structures also available

Partners Benefit By:

= Up-sell deal/Higher profits/Increase deal size
= Multi-year Services attach

= Lower costofacquisition makes purchase decision easier for end-
user
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0% Progress Payments forup to 120days on UC deployment
Get paid FASTER —during deployment, not just upon completion!
Up to 80% paid before deployment is completed

No interest willbe charged on the progress payments for up to 120
days from 1st payment release.

For more details, contact your Lease Account Manager




Customer Benefits

= Abilityto Pay Over Time By Financing & achieve higher savings
= Roll maintenancewith equipment into one monthly payment
Partner Benefits

= Increase deal size and overall profitabilityon the transaction

= Get paid upfront on multi-year maintenance

= Multi-year maintenance financing at 4.25% rate of interest

= Partnerscan buyratedown to 0%, conditions apply, please speakto
your local Lease Account Manager for details




3 months Interest-free payment deferral (applicable in US & Canada
for all Customers)

Applicableto $1.00 Buy Out & Operating Lease structures
Good with all Cisco hardware, software and bundled services
Deferral period included within lease term

36,48, & 60 month term |leases

Available thru July 25, 2009

Conditions apply

Contactyour Cisco Lease Account Manager for details
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Include a Finance Quote on EVERY DEAL
= Contactyour Cisco Capital Commercial representative

= @once Finance — 24 hour web application tool
- Online credit approvals (deals up to $250K)
- Price your transactions

- CCl:usltc;mer portfolio management capabilities (see status of all financed
eals

- Register for your training sessiontoday!

SO0~ B0 i HHIMRABS ST 7 o]



http://www.cisco.com/web/ordering/ciscocapital/or6/or7/o37/commercial/at_once.html

1) Contacting Us:
Angelo Caglioti, Managing Director: 416-306-7195 or acagliot@cisco.com

Enterprise:
Lisa Caissie, Lease Acct. Mgr: 416-306-7131 or [caissie@cisco.com

Frank Araujo, Lease Acct. Mgr: 416-306-7157 or fraraujo@cisco.com

Commercial:
Somesh Kale, Lease Program Mgr: 416-306-7336 or sokale@cisco.com
Shane Weistra, Lease Account Manager: 416-306-7699 or shwelistr@cisco.com

2) Using @once Finance to generate your own Commercial Lease Quotes

Cisco Systems Capital Canada Co



mailto:acagliot@cisco.com
mailto:lcaissie@cisco.com
mailto:fraraujo@cisco.com
mailto:sokale@cisco.com
mailto:shweistr@cisco.com
http://www.cisco.com/web/ordering/ciscocapital/or6/or7/o37/commercial/at_once.html
http://www.cisco.com/web/ordering/ciscocapital/cf/na/index.html
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Your Investment & Partnership with
Cisco Brings Financial Benefits




Fuel Your
Growth

Increase
Differentiation by
Adding Value to

Customer Solutions

Benefit from
Ongoing Global
Programs

Improve Your
Profitability



- Support
Infrastructure




Cisco Channel Incentive Programs are designed to reward partners who

successfullyalign their business strategies in defined advanced
technologies,new business or solution sales opportunities.
@]l o[elg (FIal 1A AT IN/N R els [zl O pportunity Incentive Program (O1P) is a deal registration programthat

(OIP) provides deal protection to partners that actively identify and develop new
opportunities and rewards themwith exclusive special pricing.

Value Incentive Program (VIP) Value Incentive Program (\VIP) rewards partners that have a focused,
robust business practice in advanced technologies such as unified
communications, wireless networking, data center, and security.

Solution Incentive Program Solution Incentive Program (S1P) rewards partners that investin the
(SIP) development and sales of solutions that integrate proprietary or third-
party business applications and services with Cisco technology.

g laleleTo VAol ENilelaR oozl [cchinology Migration Program (TIMP) allows you to offer customers
(TMP) trade-in credit for their existing Cisco and competitive networking
products when they purchase new Cisco products.

Trade-In Accelerator Program Trade-In Accelerator Program (TAP) provides financial motivation for you
(TAP) to migrate a customer’s installed base of Cisco and competitive
networking equipment by providing a rebate to partners that achieve
programobjectives during a 6-month program period.

www.cisco.com/web/partners/prll/incentive/canada/index.html



http://www.cisco.com/web/partners/pr11/incentive/canada/index.html
http://www.cisco.com/go/commerceworkspace
http://www.cisco.com/go/oip-canada
http://www.cisco.com/go/vip-canada
http://www.cisco.com/go/viptool
http://www.cisco.com/go/viptool
http://www.cisco.com/go/viptool
http://www.cisco.com/web/partners/pr11/incentive/canada/index.html

il I Il | I
cisco | Search
Soltions Products & Services O dering Support Trainimng & Events Partner Central My Cisco W
HOBAE Channel Incentive Programs
PARTNER CENTRAL Canada

INCENTIVES AND PROMOTIONS
CHANMEL RCEMNTIVE PROGRAMS

ALL MCENTIVE PROGRAMS BY
REGICH

Aslta Pacific
Canada

Cippariunity Incentive Program
(OIF) - Canada

Walue Incentive Program (VIP)
- Canada

Sobudion Incentive Program
[SWF) - Canada

Trade-In Accelerator Program
(TAP) - Canada

Cther Programs
Erves ging Markets
Europe
Japan

UsA

Contacts | Feedback | Help | Sile Map

Cisce Channel Partner Incentive Program Offering

Klentify and Develop Hew Opportunities
The Opporturdy Incentive Prograem (OIF] s & deal registration program that provides deal protection 1o parners that
actively identity and develop new opporiunities and revwards them with exclusive special pricing,

Develop Vour Practice
The Yalee Incentive Programn (VIR reswards partners that have a focused, robust business practice in advanced
technologies such as unified communications , wireless netvworking, and security,

ion Incentive Procgran (SIP) rewands paniners that imeest inthe development and sales of solutions that integrate
proprietary or third-party business applications and services with Cizco technology.

Migrate Your Installed Base
The Technofogy Migration Programn (ThE) allows you to offer customers frade-in credit for their existing Cisco and
competitive networking products when they purchase new Cisco products,

The Trade-in Accelerator Program (TAR) provides financial mothation for vou to migrate a customer's instaled base of
Cizgco and competitive networking equipment by providing a rebate to partners that achieve program objectives during a 6-
month program period.

Learn more about Canadian initiatives that are offered on a promotional basis.

Learn Ahoud Pay for Performance Get cash rebates based an your attainment of service confract attachmerd and
e,

Parttiar Béwards Program (FREP) enables sligible Cisco Canadian partners to earn points for qualified sales of Cisco
products and redesm them for the broadest array of rewards ever—everything from elecironics, sports gear, and home
ard garden gadgets to dream vacations and sporns packages, Or exchange points Tor doliars that we'll add 1o & prepasd
debit card - the choice is yours,

[ged F r A g are & proven way 1o uncover installed base nebwork upgrade opportunities, and
drive incremental sales through a partnerded professional service offering,

& 1992.20009 Cisco Systems Inc. AN rights rezarved. Terms & Conditions | Privacy Statemeant | Cookia Policy | Trademarks of Cizco Systems inc.

No time for training?
Use QuickStart.

 Learn More |



Detall

Find new business

Specialized for profitable growth

Build technology solutions

Upgrade or migrate your
customer’s network

Help your customers go green

Program

} Opportunity Incentive Program

} Value Incentive Program

} Solution Incentive Program

} Technology Migration Program

} Trade-in Accelerator Program



= Protects and rewards the
pre-sales investment that a
partner makes when developing
new business opportunities

= Incentives are available to
partners that are the first to
complete all presales
requirements specified by each
offer, register the opportunity,
and obtain Cisco approval




Target Market

Deal Minimum

Pre-qualification

Product Discount

Services Discount

Eligibility

Expiration Date

CANADA OIP

All customer segments

OIP - Success Builder

Small & Medium businesses (<250 employees)
who have not purchased Cisco products in 24
months

All products eligible for discount

All products & SMARTnNet Services eligible for
discount

Minimum $50K Cisco Expected List Deal
Amount for Enterprise and Public Sector
Named Accounts, $15K for all other
accounts

Minimum $10K Cisco Expected List Deal
Amount

3 Pre-sales activities for deals <$100K

Site visit & high level design for deals
$100K or greater

Account qualification only (done by Cisco)

Site visit & high level design for deals $100K
or greater

Up to 47%* off List Price

Up to 47%* off List Price

N/A

Up to 47% off List Price

Cisco Certified (Gold, Silver, Premier)
Partners with the proper Cisco
Specialization/ATP status for access to
restricted products

Cisco Certified (Gold, Silver, Premier, Select)
Partners with the proper Cisco
Specialization/ATP status for access to
restricted products

July 24, 2009

July 24, 2009

*will vary based on fulfillment source




Objective: growth of net new Cisco customers

= Qualification: customer not purchased Cisco in past 2 years

= Hardware: Upto 47%* discount offlist price

= Services: Upto 47%* discount off list price

=  MinimumListdeal size $10,000; Maximum List deal size $250,000
=  Sitevisit & high level design for deals $100K or greater

= Eligible Partners —must be Cisco Certified (Gold, Silver, Premier,
Select) with the proper Cisco Specialization/ATP status for access to
restricted products

= Registerdeals at Cisco Commerce Workspace: (formerly PDR)

= Deal approvals/discount protection valid for 3 months

= More OIP Success Builder info:

+*will vary based on fulfillment source


http://www.cisco.com/go/commerceworkspace
http://www.cisco.com/go/oip-canada
http://www.cisco.com/go/oip-canada
http://www.cisco.com/go/oip-canada

= Rewards partners that have a focused, robust
business practice in selected advanced technology
areas, such as Unified Communications, Mobility,
Security, and Data Center

= Partners who participate in VIP are rewarded twice a
year with a payment for:

= Meeting minimum bookings threshold
= Maintaining specialization/certification

= Achieving customer satisfaction levels



http://www.cisco.com/go/vip-canada
http://www.cisco.com/go/vip-canada
http://www.cisco.com/go/vip-canada

= The Cisco Value Incentive Program (VIP) for Advanced
Technologies is a comprehensive incentive program
designed to increase margins for Cisco channel
partners that resell solutions for:

Data Center

= The Value Incentive Program continues to focus on
advanced technology sales



-
Technology Allocations

I
Associating Bookings Revenue
In a Multi-Technology Part to
One Specific Technology

Example of an Unallocated Part:

= Part Number XYZ: $100—has unified communications
and security technologies

= The entire $100 is associatedto technology, unified
communications or security




Associating Bookings Revenue
In a Multi-Technology Part to
Multiple Technologies (Commonly Bundles)

Example of Bookings Allocation:

= Part Number XYZ: $100—has both unified communications
and security technologies

= A of the $100 is allocated each to
= The allocation to technologies must equal 100 percent

= If 70% is allocated to unified N e ¥
communications and 30% to N\ =
security, then $70 bookings is for unified
communications and $30 is for security



I
= Partners have the opportunity to continue to earn a
similar level of incentive payments

= Partner reporting applications will be updated to allow
partners to seamlessly manage this transition

= The three technologies below will be transitioned:




- ......

CISCO1841-
HSEC/K9

Security 100% Fougf}/j‘“o” $2,995.00 $2,995.00 $179.70




Payout
Security Category C $2,096.00 $251.52

CISCO1841- 12%
2,995.00
HSEC/ISR-K9 Unified Payout >

Communi- Category C $898.50  $107.82
cations 12%

$359.34




= Simplified requirements - only three components:

» Specialization: Must maintain valid Advanced Security Specialization for the entire

program

» Sales volume: Minimum bookings: CA$100,000 net bookings in qualifying
VPN/Security SKUs for specified dates.
= Customer satisfaction: Average customer satisfaction score: 4.40 (CAN only) or
higher on all surveys received for specified dates.

Rebate Requirement Security
14%/6%/12%

L Category

CategoryA/B/C ;
gory Meet program exit criteria. Foundation product
shipments
. 1% product
Gold :
Meet program exit criteria shipments
0)

Masters Meet program exit criteria 3% product

shipments




» Simplified requirements -only three components:
» Specialization: Must maintain valid Advanced Unified Communications
Specialization for the entire program
= Sales volume: Minimum bookings: CA$200,000 net bookings in qualifying Unified
Communications SKUs for specified dates. .
= Customer satisfaction: Average customer satisfaction score: 4.40 (CAN only) or
higher on all surveys received for specified dates.

Requireme ed » e pre
0 allO (U 0 <10
reselle 0 atlo
Category Program exit 21%/16%/12% 16%/12%/12% | 16%/12%/12%
A/B/C criteria product shipments product product
shipments shipments
Gold Certified | Program exit 1% product N/A N/A
partners criteria shipments
Master Program exit 3% product N/A N/A
Specialized | criteria shipments
partners




= Simplified requirements-only three components:
» Specialization: Must maintain valid Advanced Wireless LAN Specialization for the

entire program.

= Sales volume: Minimum bookings: CA$100,000 net bookings in qualifying Wireless
LAN SKUs for specified dates.
» Customer satisfaction: Average customer satisfaction score: 4.40 (CAN only) or
higher on all surveys received for specified dates.

Requirement Wireless LAN

Category A/B/C Meet program exit criteria 8%/3%/12%
product
shipments
Gold Certified Meet program exit criteria 1% product
partners shipments
Master Specialized Meet program exit criteria N/A
partners




= Simplified requirements-only three components:

= Specialization: Must maintain valid Advanced Data Center Network Infrastructure
Specialization or for the entire program.
= Sales volume: Minimum bookings: CA$200,000 net bookings in qualifying Data
Center SKUs for specified dates.
= Customer satisfaction: Average customer satisfaction score: 4.40 (CAN only) or
higher on all surveys received for specified dates.

Requirement Data Center

partners

CategoryA/B Meet program exit criteria 10%/5%
product shipment
Gold Certified Meet program exit criteria 1% product
partners shipments
Master Specialized Meet program exit criteria N/A




Base Rebate Requirements

1. 6 month net bookings minimums
- UC: $200K, BE Reseller: $50K, Express UC : $50K, Security : $100K
= Data Center : $200K, Wireless LAN : $100K
2. Customer Satisfaction (CSAT)
= Minimum Score - 4.40 for CA
= Survey responses required defined by VIP 12 period bookings

= Minimum # surveys for UC, Wireless LAN, Data Center and Security (with valid
response)

=  Less than $500k bookings = six valid survey responses
= Over $500k = one additional per $250k in additional bookings
=  Maximum of 20 surveys required

=  Minimum # surveys for (with valid response)
= At minimum $100k bookings = four valid survey responses
=  QOver $100K = one additional per $125K in additional bookings
=  Maximum of 20 surveys required

3.  Maintain Specialization throughout entire program period
= Enrollment — July 25, 2009
= Services will NOT be offered




Program Period 13: January 25, 2009- July 25, 2009
Re-enrollment Required: For VIP 12 Partners

- 44 partners enrolled
Enrollment Windows (for new and existing partners):
- February 7 — February 28, 2009 for Q3 & Q4
- April 27 — May 15, 2009 for Q4 only
CSAT Survey Period:
- January 25, 2009 - July 17,2009
Payout Dates:
- 1stcheque October 2009
- 2" cheque December 2009

Partners and CAMs should use the VIP Tool to track enrollment status only:



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

.
Partner Program View

= Partner Program View provides daily visibility to partner
progress to date in the current Value Incentive Program

||I|||I||
CISCO

| Partner VIP Program

Search Partner Eligible Bookings Ineligible Bookings Paymeant

Welcome : Partner XYZ Compamy, INC : USA

= Partner Program View will provide visibility to bookings based on the allocated
model, beginning with the VIP13 program

= VIPTool no longer exists to track bookings
= CAMs/ICAMs MUST use MBR to view their partner bookings

To gain access:
Tologin:


http://wwwin.cisco.com/WWSales/wwops/wwsps/mbr/access.shtml
https://wwwin-tools.cisco.com/wwsp/mbrch/saw.dll?Dashboard
https://wwwin-tools.cisco.com/wwsp/mbrch/saw.dll?Dashboard
https://wwwin-tools.cisco.com/wwsp/mbrch/saw.dll?Dashboard

Partner Program View
I

afaln
CISCO

| Partner VIP Program

Search Partner Eligible Bookings Ineligible Bookings Paymert

Welcome : Parther XYZ Company, INC : USA

= Bookings in VIP13 will be bookings
= Incentive payments are based on shipments

= New columns will break out allocation information and display the three
Technology Tiers A, B, C

= |f a part number is split across multiple VIP technologies, allocations to
technologies for which you are enrolled display in the



ed pre ele Data ationa ationa
ompone O ditio dition & ed A ente e e P
pre O
CSAT Score 4.40 or higher
CSAT Suneys 6 + 1 per $250K above min. bookings* 20 surveys max
Bookings Minimum
Q3 Entry $200K $50K $100K $50K $100K $200K $100K $200K $100K
Q4 Entry $100K $25K $50K $25K $50K $100K $50K $100K $50K

Specialization Advanced | Business | Express UC & Express UC | Advanced DCNI 2.0 Advanced Master UC & | Master
(Required: from Unified Edition Business Edition Wireless Security Satellite Security &

Comm. LAN Security
enroliment date Satellite
thro’ July 25, ‘09)
Base Rebate: Host  Sat Host  Sat
A 21% 16% 16% 16% 8% 10% 14% 21% 12% 14% 7%
B 16% 12% 12% 12% 3% 5% 6% 16% 8% 6% 3%
C 12% 12% 12% 12% 12% 12% 12% 12% 6% 12% 6%
Master 3% None None None None None 3% 3% 3%
Specialization Incremental | Incremental Incremental
Bonus
Gold Certification 1% None None None 1% 1% 1% 1% 1%
Bonus Incremental | Incremental | Incremental | Incremental Incremental
6 Month Program Program Date: —25-Jul-09

Enrollment D

eb-09 — 28-Feb-09

3 Month Program

Program Date: 26-Apr-09 — 25-Jul-09

Enroliment Date: 27-Apr-09 — 15-May-09




What Is a Cisco SIP Solution?

i

cIsco

The Solutions ' +

3
ccosystem Differentiated

CiscoC —

ano:i?;va?lrc%d — and Repeatable

Technology Industry Solutions
+

Lifecycle

Services and
Financing




rewards partners that
Investin the development and sales of solutions that integrate
proprietary or third-party business applications and services
with Cisco technology

Program Objectives
= Increase incremental revenue in major markets

= Boost partner profitability for partners integrating Cisco technology
Into their solution sales

= Increase the business relevance of the network by implementing
business applications that solve customer problems

= Expand the need for network bandwidth, resulting in upgrade of
core networking technology

= Supportthe channel partner value model


http://www.cisco.com/web/partners/pr11/incentive/canada/sip.html

Eligibility

Partner
Prequalification Requirement

Solution
Prequalification Requirement

Minimum Deal Size

Product Discount

Deal Duration

Cisco SIP At-a-Glance

= Cisco Certified Partners (Gold, Silver, Premier, Select) with required
Cisco specialization and Cisco Authorized Technology Provider (ATP)
status for access to restricted products

= Existing installed base of customers in target market
= Documented go-to-market plan for promoting solution
= Selling model targets business decision maker

* Repeatable solution with one reference deployment

= Mustinclude proprietary or third-party business-relevant application
= Expands need for network bandwidth

= Reference architecture includes Cisco

= Cisco products and services are no more than 80% of solution

= Minimum revenue per year at list price: $200K for SMB and mid-market
organizations or $500K in enterprise market

= Minimum $10K list price in SMB and mid-market organizations, $50K in
enterprise market

= Minimum 54% discount off list price

= Valid for 12 months after approval, with option to renew




The Cisco Industry Solutions Partner Network helps reseller and
technology partners sell industry solutions

The network offers partners a catalog of business a,oplications_to
assistin developln%a solution practice that is eligible for Solution

Incentive Program benefits

The Industry Solutions Partner Network (ISPN) helps partners drive
vertical industry solutions

50+ eligible ISV applications across many verticals via ISPN

For more information on available business application and
program requirements, visit

Details on the Solution Incentive Program can be found by visiting



http://www.cisco.com/go/ispn
http://www.cisco.com/go/sip-canada
http://www.cisco.com/go/sip-canada
http://www.cisco.com/go/sip-canada

Education

Financial
Services

Government

Healthcare

Manufacturing
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Examples of existing applications that have been pre-qualified for inclusion in the Cisco
Industry Solutions Partner Network:

= Emergency broadcast and parental notification systems, time and attendance tracking
and Internet safety filtering tool

= High performance trading application, security for self-service environments, cheque
imaging tool and intelligent queue management

= Applications for stream-lining information management, improving service effectiveness,
enhancing citizen communication, and increasing agency collaboration

= Asset and patient tracking, practice management and electronic medical record
applications, plus services for language interpretation, sharing and optimizing images, or
transmitting critical alerts and information to caregivers

= Intelligence and visibility solutions for the solution chain

= Emergency broadcast and parental notification systems, time and attendance tracking
and Internet safety filtering tool

= Payment Card Industry (PCI) compliance, digital signage and physical security
applications, as well as applications based on Unified Communications, that enhance
workforce effectiveness, inventory management, scheduling and employee productivity

= Advanced technology solutions for intelligent transport systemin airports, railway and
other and other transportation hub, in-vehicle solution for shipping and delivery companies;
RFID based tracking systems and video surveillance solutions

= Building performance integration, physical security, hospitality applications that include
call accounting and billing applications, environmental control systems, voicemail, alarm
systems, multi-use and multi-revenue access gateway
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http://www.cisco.com/go/commerceworkspace
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What Is the Trade-In Migration

Program (TMP)?

= TMP Trade-in Creditis up-front additional discount
= TMP Trade-In Credit for Customer’s Trade-in gear
= Cisco and Competitive Trade-Ins Eligible

= Cisco allows for scheduled pickup
and pays for returns

= Why is TMP Importantto TAP?

TAP is an extension of TMP; you must
use TMP for an order to apply to TAP




= Allows partners to offer new and
existing customers trade-in credit
for their existing Cisco and select
competitive networking products

= Creditissued towards the
purchase of new Cisco products

= TMP enables partners to address
customer’s current networking
needs while protecting their
existing investment

= Ciscoreturn process offers free
collection of exchanged product




Aninnovative programthat enables customers to tradein their
existing Cisco products in exchangefor atrade-in credit towards the
purchase of new Cisco products

Offers trade-in credits for most major products offered by Cisco and
for select competitive products

Gives customers away to address their current networking needs
withthe assurance that theycan also take full advantage of their
existing investments byusing themtowards future purchases

Pays partners for ensuring that trade-in equipment is returned to
Ciscothrough the

Keeps old equipment off the gray market

For additional information on Cisco Technology Migration Programgo
to:



http://www.cisco.com/web/partners/pr11/incentive/tap/index.html
http://www.cisco.com/web/partners/pr11/incentive/tap/index.html
http://www.cisco.com/web/partners/pr11/incentive/tap/index.html
http://www.cisco.com/go/tmp
http://www.cisco.com/go/tmp

Provides an opportunity for partners to generate opportunities in their
Installed base customers

OK, we have you
scheduled for pick
up on April 23"
between 10am and @==
2pm.

New Cisco

quipment Partner goes to web and
delivered submits request for pickup

Cisco’s GPS Team manages
all Pick Up Carriers - confirms pick up

=

lﬁ

S
SR

Customer packages
equipment for
pickup

Carrier picks up equipment . _
and deliversto a Cisco Cisco’s GPS validates Discrepancies managed

Receiving Center returns and closes RMA by Trade-In Asset
Recovery Team


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

= Provides financial motivation for
partners to migrate customer’s
Installed base of Cisco and
competitive networking equipment

= Partner receives a rebate twice a
year for achieving program
objectives during the six-month
program period




Requirements to Enroll and be Approved In TAP

Cisco Gold, Silver, or Premier Certified

Partner must document plan with CAM, approved by Cisco MCO,
submitto CAM and update to TAP Tool during enroliment

Requirements to Receive TAP Rebate

Cisco Gold, Silver, or Premier Certified throughout entire promotion
period with CSAT being maintained in good standing

Minimum 85% credits returned threshold for rebate

Partner required to return TMP quoted trade-in gear on product booked
during program period to qualify

$10K in trade-in credits

Rebate of 10% of total trade-in credits on qualified trade-in resale
bookings during period

Booking Period: October 26, 2008-April 25, 2009




TAP Process: How to Participate

Partner
Applies to

TAP
Program

Partner and
CAM develop
Trade-In Plan

Partner goes
to online TAP
Tool to apply

CAM
Reviews

Application

CAM receives
email that a
Partner has
applied to TAP

Partner
informed that
application will
be processed
within ten
business days

CAM logs into
Tool to review
and validate
application

Partner-

and CAM-
developed
Trade-In Plan
is reviewed by
CiscoMCO

CAM sets
application to
Pending
Theatre
Approval

for final
processing

Theatre
Admin
Reviews
Application

Theatre Admin
only receives
notice when
CAM approves,
but can see all
applications for
their theatre

If Theatre
Admin
approves, the
Partner is
notified that
they are now
enrolled

Finance and
Theatre
Admins
Upload

Data

= Theatre Admin

uploads
requirements

Uploads Trade-
In bookings,
Credits and
Returns
Reports to Tool
= Bookings =
Monthly

= Returns=
Weekly for
last 6 months

Partner and
CAM
Monitor
Progress

Tracks Trade-
In bookings
and Returns
information in
TAP Tool and
on Business
Plan

CAM or
Partner can
add Partner/
Cisco contacts
to view
applications

If Criteria

Met, Partner

Receives
Rebate

Reports run in
Tool to see
who meets exit
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given based on
Trade-In
Credits
associated
with equipment
returned




Overview

Program Goal

Partner Incentive

Account Selection

Assessment
Requirement

Drive Installed Base Network Upgrades
* In Targeted Accounts with:
v/ 1,000+ PCs/Servers/Nodes
v’ areasonable ability to book $200K
* By leading with partner professional services

$1,000 payout for per completed assessment

Assessments mustbe sponsored by Cisco AM & CAM
* Focused on Commercial & Public Sector

» Premier/Silver/Gold Partner Certificationrequired

* Internal nomination process via on-line tool (SIRE)

Partner submits proof-of-performance:
* Assessment Tool Output Report
« Site Visit Report

60 days to complete each assessment

Ends July 25, 2009

WWW.CiSco.com/go/ignite



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

_ _ _ Partner &
Cisco Cisco Partner Cisco Partner Cisco

_ _ Partner Submits
ldentify Request Partner Cisco Partner PoP*

Target on-line Accepts Reviews & Performs Cisco Reviews

Accounts/ Priority Ts & Cs Approves Assessment
Partners Code Partner App Payment

Authorized

- Field reps (AM/CAM) identify target account/partner
- Obtain a nomination and enter real justification
- Partner accepts the Terms and Conditions for each nomination within 10 days
- Cisco reviews application
- *Partner has 60 days to perform approve assessmentat the customer site and
submit proof of performance (PoP) documents
- A Cisco-approved assessment/inventory tool output report
- A completed template Network Assessment Visit report
- Partner payments will accrue and be paid out 60 days after the quarter ends

Formal nomination process is managed via the SIRE system: www.cisco-sire.com



http://www.cisco-sire.com/
http://www.cisco-sire.com/
http://www.cisco-sire.com/

-
Approved Tools for Network Assessments

Baseline Inventory Assessment Tools

= Cisco Discovery _
www.cisco.com/web/partners/tools/discovery.html

= Netformx (Enterprise Auto-Discovery)
www.netformx.com

CiscoWorks Network Compliance Manager (NCM):
www.cisco.com/en/US/partner/products/ps6923/index.html
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http://www.cisco.com/web/partners/tools/discovery.html
http://www.netformx.com/
http://www.cisco.com/en/US/partner/products/ps6923/index.html
http://www.parinetworks.com/
http://www.doradosoftware.com/cisco/networkassessments
http://www.netcordia.com/
http://www.cisco.com/go/smartcare
http://www.gfi.com/
http://www.opsware.com/

Approved Tools for Wireless Assessments

Wireless Assessments Tools

= Air Magnet- AirMagnet Surveyor

= Ekahua - Site Survey Pro

BVS- Yellowjacket B/G



http://www.airmagnet.com/
http://www.ekahau.com/
http://www.bvsystems.com/

= Supportinvestment in training, NFR, and marketing—or return to
your bottom line

= 2 Types of PDF Available to SMB Specialized partners

UC PDF: 8% of Smart Business Communications Systems (SBCS) SKUs for
gualified SMB Specialized partners

Min $5K in net bookings per program period for qualified SMB Specialized partners ; no quarterly cap; no
annual max

SMB PDF: 2% of SMB SKUs for qualified SMB Specialized partners
70% of a partner’s business in the previous quarter must come from SMB products

Quarterly cap of $5K, annual max of $20K

Eligible SKU list:

To register:



http://www.cisco.com/web/partners/sell/smb/programs_and_promotions/pdf.html
http://www.cisco.com/web/partners/sell/smb/programs_and_promotions/pdf.html
http://www.ciscopdf.com/

Grow Incremental Partner Routing & Switching Sales:
* by providing a strong channel partner incentive

* via back-end payments, based on net value of core products booked in OIP Canada,
OIP SuccessBuilder and SIP

April 26 — July 25, 2009

* 5% of net OIP / OIP SB / SIP booked value of qualified* router SKUs
* 15% of net OIP /OIP SB / SIP booked value of qualified* switching SKUs
 Gold, Silver, or Premier Cisco Certification level

* Partner must meet minimum $40K CAD booking threshold in

OIP/OIP SB/SIP between April 26, 2009 and July 25, 2009
 Partner must accept Ts & Cs and complete enrollment by May 29, 2009
Only deals that book & ship as standard OIP, OIP SB, and SIP qualify
OIPs and SIP stacked with TMP qualify
*VIP or WIP Routing/Switching SKUs are not eligible

WWW.CISCO.com/go/corepromo-canada



http://www.cisco.com/go/corepromo-canada
http://www.cisco.com/go/corepromo-canada
http://www.cisco.com/go/corepromo-canada
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