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Getting Started 
with Cisco 
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Value Proposition 2

Ciscoôs Offer-Based Program Model

OutsourcingManaged ServicesResale
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Consistent Partner Program Framework 

Customer
Satisfaction

Support
Infrastructure

Knowledge
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Cisco Resale Partner Program Framework

Integrated Technology Skills Breadth
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1 Specialization

1 Specialization

2 CCIEs

4 Specializations

4 CCIEs

Master Unified Communications

Master Security

Option 1: Any 2 Advanced 
Specializations:

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

Å Adv. Routing & 
Switching

Å Adv. UC

Å Adv. Security

Å Adv. WLAN

Option 2: Express UC 
Specialization plus one: 

Å Adv. Routing 
&Switching

Å Adv. Security
Å Adv. WLANSMB Specialization

Express Foundation
Specialization

Support Infrastructure

Customer Satisfaction

Support Infrastructure

Customer Satisfaction

Customer Satisfaction

2 Specializations
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Industry-Leading Partner Program

Company of the Year:

ÁNetworking Infrastructure

ÁVoice Networking

ÁWireless Networking

Best Overall:

ÁEnterprise Networking

ÁVoice over IP

ÁWireless LAN

ÁNetwork Security
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Cisco Partner Logo ïthe Cisco Brand

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

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

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

Click on the ñRegisterò Tab to begin:

www.cisco.com

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

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

Apply to become a Cisco ñRegisteredò Partner 

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

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

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

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

Eligibility to become a Certified or Specialized 
Partner

Partner Locator listing

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

support

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

Partner Locator

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

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


