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Your Investment & Partnership with 
Cisco Brings Financial Benefits
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Improve Your 
Profitability

Benefit from 
Ongoing Global 

Programs

Increase 
Differentiation by 
Adding Value to 

Customer Solutions

Fuel Your 
Growth

Your Investment & Partnership with 
Cisco Brings Financial Benefits
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Your Investment & Partnership with Cisco 
Brings Financial Benefits
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Cisco Channel Partner Incentive Programs -
Overview

Cisco Channel Incentive Programs are designed to reward partners who 
successfully align their business strategies in defined advanced 
technologies, new business or solution sales opportunities.

Opportunity Incentive Program 
(OIP)

Opportunity Incentive Program (OIP) is a deal registration program that 
provides deal protection to partners that actively identify and develop new 
opportunities and rewards them with 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 
(SIP)

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

Technology Migration Program 
(TMP)

Technology Migration Program (TMP) allows you to offer customers 
trade-in credit for their existing Cisco and competitive networking 
products when they purchase new Cisco products. 

Trade-In Accelerator Program 
(TAP)

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

www.cisco.com/web/partners/pr11/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


© 2006 Cisco Systems, Inc. All rights reserved.
Resale Program
Value Proposition 6

Cisco Channel Partner Programs
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Do you want to increase 
your profitability?

ProgramDetail

Technology Migration Program
Upgrade or migrate your 
customerôs network

Solution Incentive ProgramBuild technology solutions

Trade-in Accelerator ProgramHelp your customers go green

Value Incentive ProgramSpecialized for profitable growth

Opportunity Incentive ProgramFind new business
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ÁProtects and rewards the
pre-sales investment that a 
partner makes when developing 
new business opportunities 

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

Opportunity Identification and Development 
Opportunity Incentive Program (OIP)
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Opportunity Incentive Program (OIP) Offering

CANADA OIP OIP - Success Builder

Target Market All customer segments Small & Medium businesses (<250 employees) 
who have not purchased Cisco products in 24 
months  

Offer All products eligible for discount All products & SMARTnet Services eligible for 
discount

Deal Minimum 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

Pre-qualification 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

Product Discount Up to 47%* off List Price Up to 47%* off List Price

Services Discount N/A Up to 47% off List Price

Eligibility 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 

Expiration Date July 24, 2009 July 24, 2009

*will vary based on fulfillment source
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Á Qualification: customer not purchased Cisco in past 2 years

Á Hardware: Up to 47%* discount off list price

Á Services: Up to 47%* discount off list price

Á Minimum List deal size $10,000; Maximum List deal size $250,000

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

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

Á Register deals at Cisco Commerce Workspace: (formerly PDR) 
http://www.cisco.com/go/commerceworkspace

Á Deal approvals/discount protection valid for 3 months

Á More OIP Success Builder info: www.cisco.com/go/oip-canada

Objective: growth of net new Cisco customers

OIP Success Builder Offer: Targeting the SMB

Å*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
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Technology Practice Development
Value Incentive Program (VIP)

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

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

ÁMeeting minimum bookings threshold

ÁMaintaining specialization/certification 

ÁAchieving customer satisfaction levels

www.cisco.com/go/vip-canada

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


© 2006 Cisco Systems, Inc. All rights reserved.
Resale Program
Value Proposition 12

The Cisco Value Incentive Program

ÁThe 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:

Cisco Unified Communications

Security

Wireless 

Data Center

ÁThe Value Incentive Program continues to focus on 
advanced technology sales
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Technology Allocations
What Is an Unallocated Part?

Example of an Unallocated Part:

ÁPart Number XYZ: $100ðhas both unified communications 
and security technologies

ÁThe entire $100 is associated to only one technology, unified 
communications or security

Associating Bookings Revenue 
in a Multi-Technology Part to 

One Specific Technology

13
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Associating Bookings Revenue 
in a Multi-Technology Part to 

Multiple Technologies (Commonly Bundles)

14

Technology Allocations
What Is an Allocated Part?

Example of Bookings Allocation:

ÁPart Number XYZ: $100ðhas both unified communications 
and security technologies

ÁA percentage of the $100 is allocated each to unified 
communications and security

ÁThe net percentage allocation to technologies must equal 100 percent

ÁIf 70% is allocated to unified 
communications and 30% to 
security, then $70  bookings is for unified 
communications and $30 is for security
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Affects on Partners
Allocated Model

ÁPartners have the opportunity to continue to earn a 
similar level of incentive payments

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

ÁThe three technologies below will be transitioned: 

Unified communications

Security 

Wireless 

15
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Unallocated Structure in VIP12

Product ID
Advanced 

Technology
Allocation 
Percent

Payout 
Rate

Total Book 
Net

Allocated 
Book Net

Allocated 
Book Net 
Payment

CISCO1841-
HSEC/K9

Security 100%
Foundation

6%
$2,995.00 $2,995.00 $179.70
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Allocated Structure in VIP13

Product ID
Advanced 

Technology
Allocation 
Percent

Payout 
Rate

Total Book 
Net

Allocated 
Book Net

Allocated 
Book Net 
Payment

CISCO1841-
HSEC/ISR-K9

Security 70%
Payout 

Category C 
12%

$2,995.00

$2,096.00 $251.52

Unified
Communi-

cations
30%

Payout 
Category C

12%
$898.50 $107.82

Total $359.34

Set by
Product
Family
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VIP 13 Security Rebate 

Rebate Requirement Security

Category A/B/C Meet program exit criteria.

14%/6%/12% 
Category 

Foundation product 
shipments

Gold Meet program exit criteria
1% product 
shipments

Masters Meet program exit criteria 
3% product 
shipments

ÁSimplified requirements - only three components:
ÁSpecialization: Must maintain valid Advanced Security Specialization for the entire 

program

ÁSales volume: Minimum bookings: CA$100,000 net bookings in qualifying 

VPN/Security SKUs for specified dates. 

ÁCustomer satisfaction: Average customer satisfaction score: 4.40 (CAN only)  or 

higher on all surveys received for specified dates.
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VIP 13 Rebate Summary 
Unified Communications 

Requirement Unified 
Communications

Business   
Edition     
Reseller

Express     
Unified 

Communications

Category

A/B/C

Program exit 
criteria

21%/16%/12% 
product shipments

16%/12%/12% 
product 

shipments

16%/12%/12% 
product 

shipments

Gold Certified 
partners

Program exit 
criteria

1% product 
shipments

N/A N/A

Master 
Specialized  
partners

Program exit 
criteria

3% product 
shipments

N/A N/A

ÁSimplified requirements - only three components:
ÁSpecialization: Must maintain valid Advanced Unified Communications 

Specialization for the entire program

ÁSales volume: Minimum bookings: CA$200,000 net bookings in qualifying Unified 

Communications SKUs for specified dates.  .

ÁCustomer satisfaction: Average customer satisfaction score: 4.40 (CAN only)  or 

higher on all surveys received for specified dates.  
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VIP 13 Rebate Summary ïWireless LAN 

Requirement Wireless LAN

Category A/B/C Meet program exit criteria 8%/3%/12% 
product 

shipments

Gold Certified 
partners

Meet program exit criteria 1% product 
shipments

Master Specialized 
partners

Meet program exit criteria N/A

ÁSimplified requirements - only three components:
ÁSpecialization: Must maintain valid Advanced Wireless LAN Specialization for the 

entire program.

ÁSales volume: Minimum bookings: CA$100,000 net bookings in qualifying Wireless 

LAN SKUs for specified dates.

ÁCustomer satisfaction: Average customer satisfaction score: 4.40 (CAN only) or 

higher on all surveys received for specified dates.
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VIP 13 Rebate Summary ïData Center 

Requirement Data Center

Category A/B Meet program exit criteria 10%/5%   
product shipment

Gold Certified 
partners

Meet program exit criteria 1% product 
shipments

Master Specialized 
partners

Meet program exit criteria N/A

ÁSimplified requirements - only three components:
ÁSpecialization: Must maintain valid Advanced Data Center Network Infrastructure 

Specialization or for the entire program.

ÁSales volume: Minimum bookings: CA$200,000 net bookings in qualifying Data 

Center SKUs for specified dates. 

ÁCustomer satisfaction: Average customer satisfaction score: 4.40 (CAN only)  or 

higher on all surveys received for specified dates.  
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FYô09 Program Rules, VIP 13 ïCanada

1. 6 month net bookings minimums

Á UC: $200K, BE Reseller: $50K, Express UC : $50K, Security : $100K

Á Data Center : $200K, Wireless LAN : $100K

2. Customer Satisfaction (CSAT)

Á Minimum Score - 4.40 for CA

Á Survey responses required defined by VIP 12 period bookings

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

Á Less than $500k bookings = six valid survey responses

Á Over $500k = one additional per $250k in additional bookings

Á Maximum of 20 surveys required

Á Minimum # surveys for Express UC and Business Edition (with valid response)

Á At minimum $100k bookings = four valid survey responses

Á Over $100K = one additional per $125K in additional bookings

Á Maximum of 20 surveys required

3. Maintain Specialization throughout entire program period

Á Enrollment ïJuly 25, 2009

Á Services will NOT be offered

Base Rebate Requirements
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VIP 13 Timeline

ÁProgram Period 13: January 25, 2009ïJuly 25, 2009

ÁRe-enrollment Required: For VIP 12 Partners

- 44 partners enrolled

ÁEnrollment Windows (for new and existing partners):

- February 7 ïFebruary 28, 2009 for Q3 & Q4 

- April 27 ïMay 15, 2009 for Q4 only

ÁCSAT Survey Period:

- January 25, 2009 - July 17, 2009

ÁPayout Dates:

- 1st cheque  October 2009

- 2nd cheque December 2009

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

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

http://www.cisco.com/go/viptool
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Partner Program View

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

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

ÁVIPTool no longer exists to track bookings

ÁCAMs/ICAMs MUST use MBR to view their partner bookings

To gain access: http://wwwin.cisco.com/WWSales/wwops/wwsps/mbr/access.shtml

To login: https://wwwin-tools.cisco.com/wwsp/mbrch/saw.dll?Dashboard

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
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Partner Program View

ÁBookings in VIP13 will be allocated bookings

ÁIncentive payments are based on allocated shipments

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

ÁIf a part number is split across multiple VIP technologies, allocations to 
technologies for which you are Not enrolled display in the Ineligible 
Bookings Report




