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Key responsibilities CAM (I-CAM) TBM (ISAM PL)

Sales planning for COM 
segment in country with 
partner AM

Sales and lead generation 
activities with partners (light 
touch COM accounts)

Weekly ñcommit callsò for 
Pipeline conversion and 
deals closure with partners.

Governance & Operational 
excellence of partners Ops

Certifications & 
Specializations of partners.

Drive Partner Capacity (i.e. 
credit, logistic..)

What is the difference between CAM and TBM ?
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Exclusive training

Early Joint Sales Engagement

Access to Cisco Vertical  Expertise

Sales Incentives & Partner Incentive Program

Marketing

Business Intelligence & Sales Tracking

PSF ïMembersô benefits
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Curriculum Overview

Partner 
Account 
Manager

Partner 
Systems 
Engineer

Partner 
Marketing 
Champion

Partner 
Executive

ÁRole Specific Offerings

AVAILABLE NOW

for PSF members!

Instructor led

Virtual (WEBEX)

Virtual (from PEC)
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Partner Sales Master (Instructor led offering)                      

Four Stage curriculum

Helps Partner Sales 

Managers  

understand the 

customer and their 

business drivers. 

Includes Soft Skills + 

Technology 

Orientation module.

Sales Skills

Development

3 days

This session builds 

knowledge on 

positioning & selling 

Cisco Advanced 

Technologies.

Technology Sales 

Acceleration

1 days

Gives a better 

understanding of 

different industries 

and how to sell 

effectively to these 

Vertical Markets.

Vertical  

Selling

1 days

Develops service 
portfolio, packaging 
and positioning to 

improve loyalty and 
customer satisfaction 

based on Cisco 
Services offerings. 

Service            

Selling

1 days
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Marketing Model for Partner Marketing Champions

NOW AVAILABLE:

Content and Tools:

Vfor Demand Generation initiatives

Vto enhance your own web and tools (Webcollage/ SharedVue)

VMarketing Library and more from Partner Marketing Central

Trainings dedicated to Partner Marketing Champions and access 
to events

PSF Connect

Marketing Playbook

Virtual Mktg Support

Comms (CPI)

Marketing Training

Ad-hoc meetings

Co-marketing/JMF

DG Content

Metrics
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An Example of tool for Joint Marketing Demand 
Generation Campaigns

www.cisco.com/go/campaignbuilder

http://www.cisco.com/go/campaignbuilder
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ÁA simple, intuitive and secure eCollaborative tool that is offered 
exclusively to Ciscoôs Partners that enrolled in the PSF program. 
The tool helps you to accelerate sales opportunities and is 
designed to help you get rewarded faster

PSFConnect 
Accelerate closure of your sales cycle 

Partner Forecasting 
and Opportunity 

tracking

Content, services, 
communities to 
accelerate your 

Sales 

Quarterly Business 
Targets and Rewards

Opportunity 
qualification module 
and Cisco experts 

engagement

Demand Generation
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Registration Process

ÁSponsor receives invitation letter to participate in PSF 
program

ÁSponsor registers for PSF at www.cisco.com/go/psfc
(please see notes)

ÁCisco PSF team reviews registration, assigns partner to 
eligible track/s and activates account

ÁSponsor, PAMs, PSEs and Marketing Champion may 
login to PSFC tool, accept T&C and update their profile

ÁIn case of questions regarding PSF program and its 
registration process, please, contact PSF team at 
PSFCare@external.cisco.com

http://www.cisco.com/go/psfc
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PSF Registration Process

PSFC Introduction 

Video will walk you 

though PSFC tool
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A Secure Platform

ÁEach individual agrees and signs the non disclosure agreement.

ÁEach partnerôsemployee assigned to PSF can access information
about their own company only

ÁThe information is shared with your dedicated Cisco Channel
Sales Manager.

Enter name of 
company + one single 
click to accept the 
confidentiality 
disclaimer and to 
confirm understanding 
of the PSF program 
objective.
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Registration Process

Fill out your 

personal 

details and 

click on 

ñUpdate my 

Profile ñ bellow 

and 

information will 

be saved!

Assign 1 AM, 1 SE 

and 1 Marketing 

Champion at 

minimum!



© 2009 Cisco Systems, Inc. All rights reserved. Cisco PublicMYM 09 17

Partner Sales Force 

What is it? An introduction to the model

Benefits Whatôs in it for you?

Commitment Whatôs expected from you?

Glossary Glossary of PSE terms


