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Overview: 
Partner Enablement / 
Partner Enablement Tools 

Build Your Business.  Expand Your Knowledge

Vicki Ch’ng
Partner Marketing Manager – Partner Enablement, & Solutions
Channels & Partner Alliances, Asia Pacific
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Productivity Through Partnership

A Consistent, 
Repeatable Approach 

Through Partner 
Programs

Tools, Training, 
Process and 
Procedures

Marketing, 
Communications 

and Sales
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Six Keys to Partner Success

Individual Individual 
CertificationsCertifications

EnhancedEnhanced
Partner Partner 

Program Program 

SellingSelling
and Marketingand Marketing

ContentContent

PurposefulPurposeful
Field/Channel Field/Channel 
Investments & Investments & 
EngagementEngagement

TrainingTraining

Tools and Tools and 
MethodologiesMethodologies

Continually Continually 
Evolve Evolve 

and Improveand Improve
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PE Tools
Tools &   

Methodologies
Tools &   

Methodologies

Sales Accelerator  
“How-To Sell” Library: 

- Presentations & VODs
- Case Studies
- Sales Training

CPI
Personalised newsletter service for partners, 
providing the opportunity to tailor content 
based on business needs, markets, 
technologies and solutions interest.  Also 
includes co-branded newsletter for partners 
to offer to their customers
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Collateral on Demand (CoD)
Create customisable email blasts, postcards, 
ads, flyers and more to build customer 
awareness, while reducing time-to-market and 
overall costs
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Discovery  
Mine installed base for network refresh and AT 
opportunities
Improved satisfaction and profitability
Over 1250 Partner “Discoveries” complete

Secure Business Advisor
Online tool that helps your customers assess 
their security risk profile
Discover your customers’ security needs

Solutions Expert & QuoteBuilder  
Maximizes productivity by driving efficiency 
and accuracy
Cuts selling time and costs: 
From hours to minutes



© 2006 Cisco Systems, Inc. All rights reserved.Presentation_ID 7
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Steps to Success
Key resource for solution project 
management and planning

Valued delivery source supporting Voice, 
Security and Wireless

100K downloads per quarter
Implementation

Methodology
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PDI Help Desk

PE Tools
Tools &   

Methodologies
Tools &   
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Front end support for 
UC design/implementation
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Partner Relationship Team

Dedicated support group for partner-
focused channel tools and programs

APAC Language – English, Mandarin

Partner Help Online (PHO)
Pre-sales Technical Helpdesk

APAC Language – Mandarin, 
Cantonese, Thai, Korean available
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Partner Self Service

PE Tools
Tools &   

Methodologies
Tools &   

Methodologies

Convenient method for partners to 
update information

Enables communications on policies 
and program changes to be routed to 
partnersSales
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Partner eLearning (PEC)

A one-stop learning portal that offers all 
inclusive technical and sales training to 
partners at little–or-no cost
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Partner Enablement
Sales & Marketing Tool:
Sales Accelerator

Build Your Business.  Expand Your Knowledge

Vicki Ch’ng
Partner Marketing Manager – Partner Enablement, & Solutions
Channels & Partner Alliances, Asia Pacific
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Sales & Marketing Tools 
Sales Accelerator

Advantages

Complete guide – to selling 
Cisco Unified Communications

Get the latest updates on product 
news, content & selling tools. 

The CD-format allows users to easily 
bring the material anywhere.  Does 
not require internet access to use. 
(Updates require internet access.)
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Tools & Methodologies: 
Sales Accelerator

Background & Structure
Concise and clear messaging – business and not technical

All levels of experience in selling Cisco Unified Communications

Easy to use
– Customer facing 
– Background and Reference materials
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Tools & Methodologies: 
Sales Accelerator

Background & Structure

Focus on trust & understanding:-
Do I  trust you?
Do I understand it?



© 2006 Cisco Systems, Inc. All rights reserved.Presentation_ID 14



© 2006 Cisco Systems, Inc. All rights reserved.Presentation_ID 15



© 2006 Cisco Systems, Inc. All rights reserved.Presentation_ID 16



© 2006 Cisco Systems, Inc. All rights reserved.Presentation_ID 17



© 2006 Cisco Systems, Inc. All rights reserved.Presentation_ID 18



© 2006 Cisco Systems, Inc. All rights reserved.Presentation_ID 19



© 2006 Cisco Systems, Inc. All rights reserved.Presentation_ID 20



© 2006 Cisco Systems, Inc. All rights reserved.Presentation_ID 21



© 2006 Cisco Systems, Inc. All rights reserved.Presentation_ID 22



© 2006 Cisco Systems, Inc. All rights reserved.Presentation_ID 23



© 2006 Cisco Systems, Inc. All rights reserved.Presentation_ID 24


