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About Managed Services

Q.	 Why managed services?

A.	 Cisco believes the managed services market will continue to outpace IT industry growth as customers look 
to achieve predictable costs, reduce network complexity, decrease service adoption risk, and improve time 
to market. Managed services offer the cost and performance predictability that end users need in today’s 
dynamic workplace.

Industry research suggests that managed services will continue to grow at approximately 19 percent 
compound annual growth rate (CAGR) and reach US$7 billion in revenue by 2016. (Ovum)

Advanced technologies such as managed IP telephony and security show the most momentum, with  
65 percent and 28 percent growth, respectively. (Ovum)

Customers facing increased velocity and complexity of their IT investments are looking to managed services 
as a way to maximize their investment and minimize risk. Cisco predicts that over the next five years, more 
than 75 percent of advanced technologies will be sold as finished managed services solutions. 

•

•
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About the Managed Services Channel Program (MSCP)

Q.	 What is the Cisco® Managed Services Channel Program?

A.	 The Cisco Managed Services Channel Program (MSCP) is one of three program offers in Cisco’s award-
winning worldwide channel program. The MSCP is designed to support Cisco partners who sell and deliver 
managed services to their customers and rewards partners based upon the value they bring to the market 
by providing escalating benefits tied to the value delivered.

The MSCP defines and audits processes used to develop and deploy managed services and certifies partners 
based on accepted industry standards, input from our business customers, and benchmarks based on 
Cisco’s experience. The program helps managed services providers develop their managed services practice 
by sharing proven Cisco tools and expertise to accelerate technical, sales, and marketing success.

Q.	 How does this program benefit partners?

A.	 The Cisco Managed Services Channel Program addresses the complexities of managed services transactions, 
making it easier for managed services providers to profit from the large and rapidly growing managed 
services opportunity. 

Global consistency: Cisco partners can offer solutions globally, with a consistent and predictable  
set of terms and discounts. 

Financial benefits: Partners are rewarded for their network operations center (NOC) investments  
in people, processes, and tools.

Partner-to-partner collaboration: The MSCP allows partners to collaborate in the sale or delivery  
of managed services to their customers.

Q.	 What is the difference between Cisco’s Resale and Managed Services Channel Programs?

A.	 The Cisco Resale Channel Program is a geography-specific (country/theater) partner program that facilitates 
a partner’s capability to plan, design, and implement Cisco products and technologies. The Managed 
Services Channel Program expands this resale partner model to incorporate the operation and optimization 
phases of the planning, design, implementation, operation, and optimization (PDIOO) model as core requirements 
that the partner must meet and deliver. 

•

•

•
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Next-Generation MSCP

Q.	 How is the next-generation MSCP, which launched September 2009, different from the original MSCP, 
which launched in October 2007? 

A.	 Changes have been made to MSCP that make it easier for managed services providers to enroll and 
transact in the program. Specifically, the program is moving from a service designation-based model to a 
certification-based model. This change will allow partners to have a predictable set of discounts and rights 
for all of their managed services.

Key elements of this change:
The program continues to offer three levels for enrollment. These levels reflect the partner’s depth of capability 
in delivering and supporting Cisco technology as a service. Additionally, these levels have graduated program 
requirements commensurate with the NOC capabilities, Cisco certifications, and service-level agreements 
(SLAs) that the partner offers in the marketplace. The highest level, Managed Services Master, reflects a 
partner’s deep investment in their managed services capabilities, backed by an onsite audit.

The products eligible for rebate within MSCP for partners with Cisco Powered service designations have 
not changed and will continue to be paid under the current program terms and frequency. Partners transacting 
within this program are not eligible for Cisco Value Incentive Program rebates. Relaxation of the current bill of 
materials requirements allows the partner to order all Cisco products needed to furnish a managed service, 
which represents Cisco’s unrestricted products as listed within the global price list. Restricted products as 
defined by Cisco are not eligible unless the partner holds the underlying Authorized Technology Provider 
(ATP) designations or specializations. Product restrictions may vary by Cisco theater.

The program will accept deals submitted through the Deal Support Automation (DSA) tool as they are written 
under the local terms and conditions set by the Cisco account manager and controller. DSAs may be governed 
by theater limitations. A deal ID reflecting this DSA must be submitted along with the qualifying promotional 
code at the time of order. DSAs can be submitted through distribution using the Deviation Authorization 
Request Tool (DART) process.

Q.	 I have Cisco Powered designations at the highest level; how are these affected by the changes to MSCP?

A.	 Cisco Powered service designations are still eligible for branding, privileges, and program rebates.

Q.	 How do these changes make it easier to transact?

A.	 Partners will be able to enter all their managed services transactions without the requirement of promotional 
codes that govern the program today. Certification-level discounts will be granted upon a partner’s approval 
into the program, after September 1, 2009. 
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MSCP Framework

Q.	 MSCP has three participation levels. Can you explain these levels?

A.	 The Managed Services Channel Program features three levels of certification that reflect an increasing value 
delivered by the partner: Managed Services Express, Managed Services Advanced, and Managed Services 
Master. Eligible service offerings may further qualify for a Cisco Powered managed services designation, 
increasing profitability and differentiation. 

The MSCP program framework aligns to Cisco’s lifecycle process, which supports the evolution of networks 
and business systems to help ensure the greatest return from corporate IT investments. This Cisco methodology 
defines the continuous lifecycle of services that are required by end customers across the following phases: 
prepare, plan, design, implement, operate, and optimize (PPDIOO). These services have been established 
as a critical path to successful customer deployment of Cisco technologies. 

Managed Services: Master
This level of the program is for partners with expertise in all phases of the Cisco lifecycle methodology: 
prepare, plan, design, implement, operate, and optimize. 

These partners sell and deliver managed services through their own premium NOC investment, built on the 
ITIL® framework, and provide enhanced management and stewardship practices to their customers. 

Managed Services Master (MS Master) Partners must complete a comprehensive application to determine 
their eligibility. They must demonstrate capabilities that support a minimum of 10 referenceable customers. 
Two managed services based on a Cisco platform are required to participate at this level of the program.

Partners participating at the MS Master level of the program receive the greatest discount on customer 
equipment and the most robust set of benefits. They are also invited to join the Managed Services Community 
and receive marketing benefits and technical training to help their services be more successful.

Managed Services: Advanced
This level of the program is for partners with expertise in the prepare, plan, design, implement, and operate 
lifecycle phases of selling and delivering managed services based on Cisco platforms. 

Managed Services Advanced (MS Advanced) Partners offer services through their own NOC investment, 
built on the ITIL® framework, and provide management capabilities that support Cisco advanced technologies. 

MS Advanced Partners must complete a comprehensive application to determine their eligibility. They must 
demonstrate capabilities that support a minimum of two referenceable customers. Two managed services 
based on a Cisco platform are required to participate at this level of the program.

Partners participating at the MS Advanced level of the program receive discounts on customer equipment 
and a robust set of benefits. They are also invited to join the Managed Services Community and receive 
marketing benefits and technical training to help their services be more successful.

Managed Services: Express
This level of the program recognizes partners with expertise in the prepare, plan, design, and implement 
phases of the lifecycle in selling managed services based on Cisco platforms. 

Managed Services Express (MS Express) Partners can offer services either through their own network 
operations center (NOC) or by entering into a contractual relationship for service-level management with a 
third-party NOC provider. MS Express partners are responsible for managing the customer relationship and 
represent the managed services they sell as their own. 

MS Express Partners must complete a comprehensive application that is reviewed by Cisco program managers 
to determine their eligibility. They must support a minimum of two referenceable customers and be contractually 
bound by an SLA.

Partners participating at the MS Express level of the program receive discounts on customer equipment and 
program benefits. They are also invited to join the Managed Services Community and receive marketing 
benefits and technical training to help their services be more successful.
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Cisco Powered Designations

Q.	 What are Cisco Powered managed services designations?

A.	 Managed services earning a Cisco Powered designation are ones that promote a premium customer 
experience. The designations are based on objective, measurable criteria, with prerequisites, service design 
attributes, and service-level management criteria. Under the Managed Services Channel Program, partners 
are given incentives to develop and market industry-leading managed services that meet the criteria for the 
Cisco Powered designation.

Q.	 Who can apply for Cisco Powered managed services designations?

A.	 Partners who achieve the Managed Services Master level will be eligible to apply for Cisco Powered 
managed services designations, as the criteria for these designations match the capabilities of a Managed 
Services Master Partner.

Q.	 Why is ATP partner status required for some of the Cisco Powered managed services designations?

A.	 Technologies within the ATP program are considered to be advanced technologies in the early stage of  
being brought to market. ATP partners have the necessary knowledge and skills to support these emerging 
technologies. Therefore, access to advanced technology products is restricted unless the partner has 
achieved the corresponding ATP status. Partners must complete the full ATP requirements in their host 
network operations center (NOC) location prior to submitting their application to the MSCP. The Remote ATP 
designations are also required for partners wishing to transact outside their resident theater.

Cisco Powered Managed Service Rebates

Q.	 Who is eligible for rebates in MSCP?

A.	 Any partner who has achieved the Managed Services Master level will be entitled to the 48 percent up-front 
discount on the global price list (GPL) plus the rebate on all the specific products in the rebate-eligible bills 
of materials for each of the partner’s managed services that have received a Cisco Powered designation.

A rebate of 10 percent on the net purchase price of managed services customer premises equipment (CPE) 
will be paid to the partner for CPE purchases that match the bills of materials (BOMs) for services that have 
received a Cisco Powered designation. This rebate is in addition to the Managed Services Master discount 
for eligible CPE products and is subject to the following conditions: 

Rebates will be calculated and paid on product families listed in bills of materials for each  
Cisco Powered managed service designation earned by the partner.

All orders must be submitted with “Service Provision Use” selected in the Intended Use field.

Rebates will be paid only for orders that have shipped in the allotted time period (i.e., orders  
for which Cisco has recognized revenue).

Rebates will be paid and continued participation in MSCP will be granted only if the necessary  
point-of-sale data has been provided.

Rebates will be paid only to partners who, when audited, pass the audit of a sampling of MSCP  
orders to ensure that program rules are being met.

Rebates will be paid to partners at the Cisco defined country group level consistent with the  
Value Incentive Program and other Cisco channel programs.

In order to receive any rebates, partners must provide Cisco with valid bank account information  
for each country group in which they are eligible for rebates. 
 
 
 

•

•

•

•

•

•

•
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Q.	 How are rebates calculated?

A.	 A rebate of 10 percent on the net purchase price of the managed services CPE will be paid to the partner  
for CPE purchases that match the BOMs for managed services that have received a Cisco Powered  
designation. This rebate is in addition to the Managed Services Master discount for eligible CPE products 
and subject to the following conditions: 

Rebates will be calculated and paid on product families listed in bills of materials for each  
Cisco Powered managed service designation earned by the partner. 

All orders must be submitted with “Service Provision Use” selected in the Intended Use field.

Rebates will be paid only for orders that have shipped in the allotted time period (i.e., orders  
for which Cisco has recognized revenue).

Rebates will be paid and continued participation in MSCP will be granted only if the necessary  
point-of-sale data has been provided.

Rebates will be paid only to partners who, when audited, pass the audit of a sampling of MSCP  
orders to ensure that program rules are being met.

Rebates will be paid to partners at the Cisco defined country group level consistent with the  
Value Incentive Program and other Cisco channel programs.

In order to receive any rebates, partners must provide Cisco with valid bank account information  
for each country group in which they are eligible for rebates. 

For each managed service for which a partner holds a Cisco Powered designation, orders will be validated 
and, if the requirements are met, Cisco will calculate the eligible rebate for the CPE deployed at end-user 
sites during the claim period. Cisco will then confirm to the partner the value of the rebate to which they are 
entitled. If the partner is on credit hold with Cisco Finance, the rebate will be withheld until the account is 
made current.

CPE will be eligible for discounts and rebates only if it is directly tied to a managed service contractual 
arrangement between the MSCP partner and end users with terms of no less than one year where the 
partner proactively monitors the eligible CPE and provides the eligible managed service from a partner 
owned and operated NOC.

CPE SKUs eligible for rebates will be defined at the product family level through preestablished BOMs 
for each Cisco Powered managed service designation received by the partner.

Rebates will be paid only on properly placed MSCP transactions (as identified by the selection of the 
“Service Provision Use” for direct orders and by unique, preestablished, reusable deviation authorization 
requests for distribution orders). 

Product that is procured from a distributor may be purchased only from a Cisco Authorized Distributor. 

Partners are responsible for keeping their own sales information. Cisco will provide partner access to 
program results via the MSCP tool. If the partner believes there are any discrepancies between Cisco 
published bookings and their own records, they are responsible for identifying such potential discrepancies 
to Cisco. Any bookings discrepancies must be reported immediately. The deadline for opening any 
bookings discrepancy cases is one month from the final bookings date. 

Sales that are eligible for a rebate under the MSCP are not eligible for any other Cisco rebate program 
unless otherwise stated by Cisco.

Q.	 When will rebates be sent? In what form will they be sent?

A.	 Payments are made electronically to the account specified by the partner through the Partner Program 
Enrollment (PPE) tool.

•

•

•

•
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Q.	 How frequently are rebates paid?

A.	 Cisco makes every effort to pay rebates on a quarterly basis, but there are a number of factors that may 
delay rebate payment, including order-level validation, missing or delinquent point-of-sale (POS) data, and 
timing of shipments (rebates will be paid only for orders that have shipped in the allotted time period).  
Table 1 represents the payment cycles.

Table 1. Rebate Payment Cycles

All periods are Cisco  
fiscal definitions

Q1 Orders Q2 Orders Q3 Orders Q4 Orders

Eligible bookings window August–October November–January February–April May–July

Rebate cutoff for booked 
orders to ship End of January End of April End of July End of October

Month rebate will be paid Following March Following June Following September Following December

Q.	 How will I know what rebates I’ve accrued?

A.	 The PPI tool will list the rebates you have accrued.

Q.	 Are rebates paid to the company’s headquarters or regionally?

A.	 Rebates will be paid to partners at the Cisco defined country group level, consistent with the Value Incentive 
Program and other Cisco channel programs.

Q.	 What documentation do I need to prepare if my MSCP order is selected for audit?

A.	 The following evidence will be requested for review for each selected order during the audit:

An end user agreement directly tied to the order, with terms no less than one year, to purchase MSCP 
designated managed services from the partner, with those managed services being managed from  
the partner’s NOC.

An invoice specifying that the end user has requested to purchase Cisco CPE for eligible managed 
service(s) (e.g., a sales order/invoice document from the partner to the customer) or evidence that ties 
together the customer’s managed service(s) agreement/contract and the Cisco CPE sold if the eligible 
managed service is not specified in the customer agreement.

A confirmation that the Cisco CPE in question has shipped to the end user (e.g., a bill of lading specifying 
the end user details and the shipped CPE or a FedEx/UPS/DHL tracking number that confirms shipment).

All order-level audits and POS data will be subject to standard nondisclosure agreements as defined by the 
partner and/or Cisco.

Q.	 Does an MSCP partner have any tax liabilities for rebates paid?

A.	 The back-end rebate is considered by Cisco as reimbursement for the partner’s eligible purchases. It may 
be that, according to legislation in the countries in which the partner operates, the partner is required to issue 
a tax invoice and/or pay (indirect) tax on the rebate cash amount paid by Cisco. It is the sole obligation of the 
partner to investigate any tax and administrative requirements. The reimbursement as paid out by Cisco is 
inclusive of any and all taxes that may be due by the partner. Cisco will not pay any indirect taxes on top of 
the agreed rebate.

•

•

•
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Partner-to-Partner Collaboration

Q.	 What is partner-to-partner collaboration, and how does it relate to MSCP?

A.	 As more companies evolve and adapt to capitalize on globalization, Cisco is witnessing a rapid expansion in the 
multinational customer segment. These new multinational customers need Cisco channel partners to deliver 
complete solutions across geographies, and partners need a progressive go-to-market strategy that facilitates 
collaboration across the entire value chain—partner to customer, Cisco to partner, and partner to partner.

To capitalize on this tremendous growth opportunity for Cisco and our partners, MSCP has extended its 
program structure to accommodate two distinct forms of partner-to-partner collaboration: host-agent and 
white labeling.

The host-agent model for MSCP gives qualified Cisco partners (hosts) the ability to extend their geographic 
reach by collaborating with other qualified Cisco partners (agents) to support their customers in remote 
locations. Host terms are extended to the agent as they procure product in each local market.

A white labeling relationship under MSCP gives qualified partners the ability to extend their capabilities  
by collaborating with one another to provide managed services to a customer. The relationships are defined 
as follows: 

The producer develops and delivers a managed service and is responsible for managing the NOC and 
for monitoring and trouble resolution of the service.

The marketer rebrands and sells the service as if it was their own, and is responsible for managing all 
aspects of the customer relationship as defined by the end user contract and SLA.

Under this arrangement, the marketer is able to extend its offer to include remote management and monitoring 
capabilities, and the producer gains scale and incremental revenue from a distributed salesforce. In many 
cases, the producer remains transparent to the customer.

Q.	 What are the benefits of participating in a host-agent relationship?

A.	  

 

Q.	 What are the benefits of participating in a white labeling relationship?

A.	  

 

Q.	 Can you explain what a white label partner-to-partner relationship means in your program?

A.	 Two partners can contractually enter into a relationship in which one partner, the producer, provides proactive 
monitoring and remote management services to another partner, the marketer, who sells the service as if it 
was their own. The marketing partner is responsible for managing the customer relationship and for the SLA 
with the end user. The Cisco “white label” policies must be signed by the producing and marketing partners 
to be eligible for program benefits. It is also assumed that the contract established between the producing 
and marketing partners is created and executed independently of Cisco. 

•

•

Host Benefits

•	 Own the customer relationship

•	 Deliver services in remote locations

•	 Manage an end-to-end  
deal globally 

Agent Benefits

•	 Earn incremental revenue

•	 Use a local process

•	 Have proven capability at  
the destination 

Mutual benefits

•	 Maximize customer opportunity

•	 Deploy deals globally

•	 Achieve faster adoption of  
new technology

Marketer Benefits

•	 Extend capabilities to address  
customer needs

•	 Own the customer relationship 
 
 

Producer Benefits

•	 Scale

•	 Earn incremental revenue from  
distributed salesforce 
 
 

Mutual benefits

•	 Maximize customer opportunity

•	 Achieve faster adoption of new  
technology

•	 Deploy deals globally
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Q.	 What are the requirements to become a white label producer?

A.	 White-label producers must:

Be an approved Cisco MS Advanced or MS Master Partner, audited with the additional  
white label requirements.

Have signed the Cisco White Label Policies and have a contract with the marketer outlining roles,  
responsibilities, and deliverables for the service.

Q.	 Will I get external recognition for being a qualified white label producer?

A.	 After meeting all white label requirements, including the audit of the specific white label capabilities,  
a white label icon will be displayed in the Partner Locator.

Q.	 What are the requirements to become a white label marketer?

A.	 White label marketers must:

Contract the NOC services that support their managed services offering from any of the following 
producers: A Cisco MS Advanced Partner, a Cisco MS Master Partner, or Cisco Remote Operations 
Services.

Be contractually obligated to provide the managed services for longer than one year and hold the  
SLA with the end user.

Be the single point of contact with the customer, with an assigned customer relationship manager.

Have signed the Cisco White Label Policies and have a contract with the producer outlining roles,  
responsibilities, and deliverables for the service.

Q.	 What are the requirements to become a MSCP host?

A.	 The requirements include:

Managed Services Master Partner, including audited NOC.

Enroll in the program (www.cisco.com/go/ppe) and click to accept the agreement.

Q.	 What are the requirements to become a MSCP agent?

A.	 The requirements include:

Cisco Premier Certified Partner or above in the landed country.

Necessary specializations and/or ATP designations to purchase restricted products in the landed country.

Signed agent terms and conditions (www.cisco.com/go/ppe).

If Cisco Services are attached, the agent is required to use Cisco Brand Resale services unless the 
agent is a Global Service Alliance Partner or if next-business-day delivery is unavailable. 

Q.	 What is the process for entering into a host-agent relationship?

A.	 The process to enter the relationship is as follows:

The host selects qualified agent(s) to deliver the service in remote locations.

The host negotiates terms and conditions with the customer and agent. 

The host registers the deal in Cisco Commerce Workspace.

The host manages the entire transaction via Cisco Commerce Workspace. 
 
 

•

•

•

•

•

•

•

•

•

•

•

•

•

•

•
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http://www.cisco.com/go/ppe
http://www.cisco.com/go/ppe
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Q.	 If a partner doesn’t have a NOC but wishes to create a relationship with a partner that does, can that 
partner participate?

A.	 Yes. White label relationships are now supported in the Managed Services Channel Program. The partner 
entering into the white label relationship as the white label marketer will be eligible to apply for the Managed 
Services Express designation.

Q.	 How can a smaller partner that has not invested in a NOC participate in the Cisco Managed Services 
Channel Program? 

A.	 Partners who have not invested in a NOC but who are interested in participating may be eligible to enter into 
partner-to-partner relationships to support the sales or delivery of another partner’s managed services  
offerings. Interested parties should review the MSCP host/agent and the MSCP white label requirements 
and benefits.

Q.	 Will working with Cisco Remote Operations Services qualify for the program? 

A.	 Partners may use Cisco Remote Operations Services to qualify for the Managed Services Express level as 
long as all of the other requirements are met. 
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Program Requirements 

Q.	 How do I know if my NOC is ITIL® compliant?

A.	 The Managed Services Channel Program uses the ITIL® framework to establish an auditing standard that is 
specific to Cisco. This standard is referred to as Cisco’s Channel Program Audit Preparation document, and 
an independent, third-party firm carries out conformance to the standard during the onsite audit. Because 
ITIL® in itself is not a standard but rather a collection of best practices for IT Service Management, it is not 
accurate to state whether or not a NOC is ITIL® compliant.

Q.	 What is the definition of a managed service that would qualify under the Managed Services  
Channel Program? 

A.	 Cisco defines managed services as those services offered by our partners that meet the following criteria:

Customer equipment used for the service is actively monitored and can be remotely monitored and 
configured from the partner’s NOC. 

The service is always sold with a proactive SLA that clearly lays out the partner’s service and support 
responsibility to the customer. 

The service is sold with a proactive SLA and contract term of at least one year. 

The service meets the requirements above, regardless who owns title to the customer equipment.

Q.	 What are the program requirements? 

A.	 The main requirements for the Cisco Managed Services Channel Program are:

Partners must have a network operations center (NOC) that meets the program requirements outlined in 
the audit and policies document.

All products must be covered by a proactive end user SLA.

Partners must provide point-of-sale reporting.

Partners must have a Direct Cisco Purchasing Agreement or valid Indirect Channel Partner Agreement (ICPA).

A subject ATP or specialization is required for any restricted products.

Partners must meet additional requirements by participation level as listed below.
		

In addition, to achieve a Managed Services Master designation, you must: 

Have a NOC serving at least 10 unique customers.

Have at least one ITIL® Foundation trained full-time employee. 

Have a minimum of two Cisco CCIE® certified professionals employed full-time by your company.

Have at least two service offerings based on a Cisco platform.

Pass an independent third-party audit of capabilities.
		

To achieve a Managed Services Advanced designation, you must: 

Have a NOC serving at least two unique customers.

Have an ITIL® Foundation trained full-time employee. 

Have a minimum of two Cisco CCxP (CCDP®, CCIP®, CCNP®, CCSP®, or CCVP®) certified professionals 
employed full-time by your company.

Have at least two advanced service offerings that meet the criteria outlined in the Managed Services 
Portfolio: Requirements audit.

Pass an independent third-party audit of capabilities.

1.

2.

3.

4.

•
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To achieve a Managed Services Express designation, you must: 

Have a NOC or contract with a NOC provider, such as Cisco Remote Operations Services, or a provider 
who has achieved the Managed Services Advanced or Managed Services Master level in the Managed 
Services Channel Program.

Be the single point of contact for a customer and identify a person within your company who performs a 
customer relationship manager role. 

Have an ITIL® Foundation trained full-time employee. 

Have a minimum of two Cisco CCNA® certified professionals employed full-time by your company.

Have at least one service offering that meets all of the following criteria:

All managed devices are proactively monitored from a NOC.

Customer SLAs cover each service being offered.

A minimum of 2 or more customer references are provided.

For additional program requirements and details, please review the Cisco Channel Program Audit and Policies 
Document at www.cisco.com/go/audit.

Q.	 What criteria are the program entry requirements based on? 

A.	 Criteria for the program are based on a combination of best-in-class capabilities per Cisco’s market experience 
and the ITIL® framework. 

For more information on ITIL®, visit http://www.itil-itsm-world.com.

Q.	 Why is Cisco requiring partners to have an individual with an ITIL® Foundation certificate? 

A.	 Because Cisco is using the ITIL® framework as the benchmark for IT service management and using ITIL® 
terminology for consistency, it is important to have at least one person who understands the basic framework 
and terminology to interpret the program requirements. 

Q.	 Do my certified personnel have to sit in my NOC?

A.	 Because the managed services business breaks down traditional boundaries and allows for distributed 
support models, the personnel requirements are not limited to the NOC location. The requirements apply 
to the entire company and serve as a minimum program threshold, with the understanding that partners will 
staff according to their customer’s needs.

Q.	 Does my customer need to hold title to the customer equipment to have its service considered a managed 
service? Does holding title to the customer equipment qualify a service as a managed service?

A.	 No. The Cisco Managed Services Channel Program is structured to offer the same benefits regardless of 
CPE ownership. 

Q.	 Which products are eligible for discount under the Managed Services Channel Program?

A.	 All products available on Cisco’s global price list are eligible for the MSCP discount, if the purchased equipment 
is used in support of a managed services deal. In some cases, certain products are restricted to partners 
with the appropriate ATP designation or specialization. In those instances, the MSCP discount applies if the 
partner holds the appropriate credentials for those restrictions. Because product restrictions vary by theater, 
please contact your Cisco channel account manager for specifics. Any order placed using the Managed 
Services Channel Program is subject to verification.

•

•

•

•

•
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Q.	 What are the program costs for partners to participate in the Cisco Managed Services Channel Program?

A.	 There are no costs associated with the MSCP enrollment process, and Cisco pays for the audit. However, 
all Cisco channel programs require partner effort to qualify for benefits, which may include personnel and 
system investments to meet the program criteria.

Q.	 For security reasons, some end users will not allow a service provider to read or write their CPE  
configurations. Is this allowed under the Cisco Managed Services Channel Program?

A.	 If the partner has the capability to remotely configure and troubleshoot managed services CPE and is 
able to demonstrate this during the audit, the partner may still qualify, even if their customers opt out of 
this service level.

Q.	  Does a Cisco Managed Services Channel Partner need to be a Cisco Gold, Silver, Premier, or Select 
Certified Partner?

A.	 No. A partner does, however, need to have a valid Systems Integrator (SI) Agreement or ICPA to participate, 
under the Managed Services Channel Program rules.

Q.	 Are customer satisfaction (CSAT) surveys part of the Cisco Managed Services Channel Program?

A.	 No. The resale CSAT surveys using the Partner Access onLine (PAL) tool are not required for customer 
equipment sold under the Managed Services Channel Program; however, Cisco does require partners to 
track SLA performance metrics and customer satisfaction using their own methodology as part of the audit 
process. Specifics can be found in the Cisco Channel Program Audit and Policies Document located at 
www.cisco.com/go/audit.

http://www.cisco.com/go/audit
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Program Enrollment and Audit Process

Q.	 How do I enroll in or apply for the Cisco Managed Services Channel Program?

A.	 As with all Cisco channel partner programs, you can enroll in the Managed Services Channel Program by 
filling out an online application using the Certification and Specialization Application (CSApp) tool located at 
www.cisco.com/go/apply.

Q.	 When will I be contacted once my application is submitted? What are the next steps?

A.	 Please allow 7 to 10 business days for processing. If an incomplete application is received, the partner and 
the associated channel account manager (CAM) will be notified by email within 7 to 10 days. If the application 
is complete, the CAM and partner will be contacted by the third-party auditing firm to arrange a mutually 
agreeable date and location for the audit.

Q.	 Why does Cisco require an annual audit of partner capabilities and managed services?

A.	 The program incentives relate to the partner’s capabilities; therefore, an annual assessment is used 
to demonstrate that the partner has the resources, systems, and procedures to deploy, manage, and 
maintain Cisco equipment from their NOC. The third-party validation gives end users the confidence 
that qualified partners meet Cisco’s standards.

Q.	 What is the audit process?

A.	 An onsite audit will not be scheduled until the partner has submitted a complete online application and  
the Cisco program manager has verified that prequalification requirements have been met. A representative 
from a Cisco third-party audit agency will schedule the onsite audit and may request additional documentation 
or information prior to or during the audit. Typically, the onsite audit will take place within 60 days of validation 
that all prequalification requirements have been met.

Q.	 How will I be notified of the outcome of the audit process?

A.	 At the audit closing session, the auditor will present a brief synopsis of the partner’s opportunities for 
improvement identified during the audit and will highlight any open action items. 

For open action items, the partner will be asked to provide written evidence of closure to the auditor within 
five business days after completion of the audit. If unable to close out open action items within five business 
days, the partner will provide a corrective action plan to the Cisco program manager. The action plan must 
be fully implemented within an agreed-upon time period, not to exceed the stated “get-well” period. At the 
end of the time period, a visit by the auditor, Cisco Partner Support representative, or local Cisco systems 
engineer (SE) may be required in order to verify closure of an action item. The designation decision will not 
be made until the corrective action plan is satisfactorily completed.

During and after the audit, neither the auditor nor the Cisco CAM can make commitments regarding the 
managed services designation decision. The Cisco program manager will review the audit report and 
communicate the results to the partner within 20 business days of receipt of the audit report. Results will be 
emailed to the primary designation contact within the partner organization.

Cisco shall decide at its sole discretion whether or not to certify a partner. No statements by the auditor or its 
personnel will be binding upon Cisco.

Q.	 What is the best way to prepare for an audit based upon the documentation enhancements? 

A.	 Audits always go more smoothly when both parties are well prepared. The best way to prepare is to read 
and understand all of the requirements and to have all documentation, presentations, and demonstrations 
queued up and ready to provide to the auditor, in the same order that the audit document and portfolio 
requirements document are structured. All questions pertaining to the program requirements should be  
addressed with the account team and subject-matter experts (SMEs) prior to the audit.  

http://www.cisco.com/go/apply
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For document-based evidence, you can hyperlink (if using a soft copy) or place notes (if using a printed 
copy) referencing the location and title of the documents ready to show the auditor. Actual customer SLAs 
should be available to share as proof that customers have signed up for the features specified. Always be 
prepared to provide proof of each requirement; this can be in the form of screen shots, documentation, or  
a demonstration. Remember, a PowerPoint presentation alone is not proof that a process exists. Show the 
auditor how that process is used and the associated documents or proof points that go with the procedure. 
Do not attempt to make up processes that aren’t being used, but rather consider putting in writing processes 
being used within the company that may be known but not documented. 

The best audits are those that remain true to the partner’s actual business practices. For demonstrations, 
treat the auditor as a potential customer, even if it means creating a scenario introducing the auditor to the 
role he or she is playing that day. 

Q.	 Do I need an audit if I move from the Express to the Advanced level or from the Advanced to the 
Master level?

A.	 Yes, each certification level has a unique set of requirements that require validation. The certification program 
manager will determine the best approach to validate the requirements. To upgrade from one certification 
level to another, a partner must first fill out a new application for that level using the Certification and Specialization 
Application online tool located at www.cisco.com/go/apply.

Q.	 What if a partner wants to add new Cisco Powered designations? 

A.	 Partners who are approved in the Managed Services Channel Program may add service designations to 
their portfolio only during their annual recertification audit. In the event Cisco adds new designations,  
approved MSCP partners may apply for those new designations before their renewal is due. The certification 
program manager will decide the best method to audit the compliance with the requirements. 

Q.	 In the event that Cisco adds a new Cisco Powered service designation before the partner’s renewal is 
due, what is the process to apply for the new designation? 

A.	 If Cisco creates a new designation and the partner is more than 90 days away from recertification based 
upon their anniversary date, they can make a request to the certification program manager to apply for the 
new designation. After reviewing the partner’s eligibility criteria, the certification program manager will determine 
the best approach to validate that the partner meets the requirements. Partners that are within 90 days of 
recertification should apply for the designation upon submitting their recertification application.

Q.	 If Cisco allows me to add a new Cisco Powered service designation to my portfolio, will it require another 
onsite audit? 

A.	 A partner first needs to apply for the new designations. Once the application is submitted, along with the 
required documentation, the program manager will determine the best approach to validate that the partner 
meets the requirements. In some cases, a remote (Cisco WebEx™, or Cisco TelePresence™) audit may be all 
that is needed to validate the requirements.

Q.	 How do we treat cotermination of anniversary dates for Cisco Powered designations?

A.	 Once a partner is approved and receives a new designation, the anniversary date will be aligned with the 
MSCP certification date. 

Q.	 After applying for the next-generation MSCP, will we retain our old anniversary date or the new one?

A.	 Anniversary dates will be synchronized so that partners do not have to prepare for multiple audits at different 
times during the year. Cisco’s goal is to have one audit per year for all the programs (Resale, Gold/Silver, 
Master, and MSCP) to minimize the impact on the teams preparing for the audit. Because MSCP is a global 
qualification and is granted to all registered entities within our database, the resale anniversary date will be 
aligned in the country in which the MSCP NOC audit takes place.

http://www.cisco.com/go/apply
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Program Benefits

Q.	 How does this program benefit partners?

A.	 MSCP addresses the complexities of managed service transactions, making it easier for managed service 
providers to profit from the large and rapidly growing managed services opportunity. Benefits include:

Consistent global terms that allow partners to more easily deliver managed services across traditional 
boundaries. Partners qualify for a single set of global terms and conditions that span countries, regions and 
continents. This consistency accelerates a partner’s ability to develop and deliver managed services across 
traditional boundaries.

Predictable global discounts that allow partners to more profitably deliver managed services. In addition to 
graduated discounts on customer equipment at all levels of the program, MS Master partners are rewarded 
in two ways:

The highest discount available on customer equipment, commensurate with their expertise and investment 
in Cisco-based architectures. 

Additional back-end payments on the net purchase of products for services that qualify under the partner’s 
Cisco Powered managed services designations.

Targeted incentives and promotions that enable partners to develop a more profitable managed services 
practice. Partners may increase their profitability by focusing their practice on identified growth areas, such 
as technology-based incentives or regional promotions. 

Branding opportunities that provide partners greater differentiation. MS Master partners are recognized as 
providing the deepest level of expertise in remote management of services from their audited NOC. 

The Managed Services Master logo:
Reflects the greatest depth of partner expertise.

Provides differentiation and strengthens credibility in the market.

Is a key identifier in Partner Locator. 
		

A Cisco Powered managed services designation: 
Reflects capabilities in a particular technology.

Is reserved for use by Managed Services Master Partners with a qualifying service.

Provides expanded differentiation.
		

Marketing resources that help partners envision, build, market, and sell managed services. The Managed 
Services Community provides resources that help partners at all steps of the services lifecycle, from service 
creation, to building and operating a managed service, to marketing and selling the service. 

MS Master Partners also receive exclusive benefits such as promotion of their services through joint success 
stories and press releases, co-marketing at Cisco Live, and preferred positioning on the Partner Locator 
search tool.

Q.	 What discount is offered to Cisco Managed Services Partners?

A.	 The available discount at which a partner may purchase CPE for managed services is dependent upon the 
level at which the partner has been certified. The three certification levels are highlighted below. Discounts 
are applicable only when buying directly from Cisco. Pricing when buying from a distributor is to be negotiated 
directly with distributor. 

Managed Services Level I (Master) Discount: 48 percent off of GPL plus a 10 percent rebate on the net 
value of the specific rebate-eligible bills of materials for Cisco Powered managed services designations.

Managed Services Level II (Advanced): 45 percent off of GPL, with no rebate.

•

•

•
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Managed Services Level III (Express): 42 percent off of GPL, with no rebate.

MSCP discounts will be available only for eligible managed services CPE. Product purchased through 
MSCP for a partner’s internal use, core infrastructure, or resale without the provision of a managed service 
that is managed directly by the MSCP Partner’s NOC are not eligible under the program. 

If Cisco discovers that the partner has ordered Cisco product and services for the aforementioned non-
managed services uses under the guise of MSCP, the partner risks having all pending rebates canceled in 
part or in whole and participation in MSCP terminated by Cisco.

Partners are entitled to only one discount level, which will not be combined with other discounts (e.g., a partner 
will receive only 48 percent, 45 percent, or 42 percent based on certification attainment).

Q.	 Are these discounts noted under the program contractual discounts?

A.	 As long as a partner maintains eligibility within the program, the partner will be entitled to the posted 
discounts. To access the list of program rules, conditions, and guidelines, please go to the Cisco Channel 
Program Audit and Policies Document located at www.cisco.com/go/audit.

Q.	 How long will my Cisco Managed Services Channel Program discounts be valid?

A.	 Program discounts will initially be valid for 12 months from date of program acceptance. Program compliance 
and discount eligibility are assessed on an ongoing basis and are validated annually. Partners found not in 
compliance may be removed from the program.

Q.	 Can other Cisco incentives be applied to or “stacked” with CPE purchased under the Cisco Managed 
Services Channel Program?

A.	 MSCP rebates and/or discounts cannot be combined with any of the following: 

Solution Incentive Program (SIP)

Opportunity Incentive Program (OIP)

Value Incentive Program (VIP)

Trade-In Accelerator Program (TAP)

Cisco European Union promotions (EUP)

Infrastructure discounts
		

MSCP rebates and/or discounts can be combined with any of the following:

Cisco Technology Migration Program (TMP) subject to theater availability.

Nonstandard pricing deals registered in DSA/MDM (stacking with MSCP rebates for such are subject  
to and governed by the local Cisco Deals Desk team).

Q.	 Is there a Cisco Services program that is aligned with the Managed Services Channel Program?

A.	 Cisco Services is currently developing a program tailored for managed services. Until this new program 
becomes available, partners may continue to use their existing service programs (such as Cisco Brand Resale, 
Shared Support, Co-Brand Foundation, and Collaborative Technical Services).

Q.	 Can partners use their infrastructure service contract to attach services to products purchased through 
the Managed Services Channel Program?

A.	 No. Infrastructure contracts are not associated with the Managed Services Channel Program. Cisco Services 
is developing a service program tailored for managed services. Until this program is generally available, only 
programs such as Cisco Brand Resale, Shared Support, Collaborative Technical Services, and Co-Brand 
Foundation can be used to attach services for products purchased through the Managed Services Channel 
Program.

•

•

•
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Managed Services Community

Q.	 What is the Managed Services Community and how do I join?

A.	 The Managed Services Community provides resources that help partners envision, build, market, and sell 
managed services. Community benefits are administered at two levels:

The Managed Services Community is open to all registered Cisco partners who are interested in learning 
more about managed services, partnering with managed services providers, or investing in managed 
services solutions. 

Employees of companies that participate in the Managed Services Channel Program at the Master, Advanced, 
or Express levels are automatically entitled to participate in the community and receive a portfolio of benefits to 
help with all steps of the service lifecycle, from service creation to marketing and selling.

Register as a User of the Managed Services Community 

In addition, registered resellers with an interest in managed services can:  
Apply to Join the Managed Services Community

Master Managed Services Partners are invited to enjoy the benefits of the Managed Services Community. In 
addition to receiving the highest level of financial benefit, these providers also receive exclusive benefits to 
help market and sell their services such as the use of the Cisco Powered logo for qualified services, promotion 
of their services through success stories and press releases with Cisco, co-marketing at Networkers@Cisco Live, 
and preferred positioning on the Partner Locator search tool. 

	

http://www.cisco.com/pcgi-bin/cpn/admin/cpn_register.pl
http://www.cisco.com/pcgi-bin/cpn/cpn_screen_zero.pl
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Setup and Ordering 

Q.	 What is required to place managed services orders using the web-based Cisco Ordering Tool?

A.	 All orders placed directly with Cisco must be submitted with “Service Provision Use” selected in the 
Intended Use field. Orders that are not submitted with “Service Provision Use” selected will not be granted 
the program’s up-front discounts or the back-end net rebate where applicable. Retroactive credit will not be 
granted for orders placed incorrectly.

All orders placed via Cisco distributors must be submitted with a valid MSCP deviation authorization request. 
Orders that are not submitted with a valid MSCP deviation authorization request will not be granted the 
program’s up-front discounts nor the back-end net rebate where applicable. Retroactive credit will not be 
granted for orders placed incorrectly. 

For more details, please refer to the MSCP Ordering Document at www.cisco.com/go/mscp.

Q.	 MSCP provides global discounts and terms. Does it also give me global procurement rights? 

A.	 MSCP does not give partners global procurement rights. In order to procure from Cisco, a partner must have 
a physical presence in a country and must register as a partner in that country using the partner registration 
process, which includes signing an ICPA (www.cisco.com/web/partners/tools/index.html). MSCP partners 
will have access to products and discounts only in the appropriately registered countries. 

Q.	 What is the Indirect Channel Partner Agreement?

A.	 The Indirect Channel Partner Agreement (ICPA) is a legal document containing terms and conditions that 
you must agree to prior to ordering through your distributor. ICPAs are available by theater. You will need to 
register your company in a particular theater in order to be able to review and accept the local agreement.  
A list of ICPAs by theater can be found on the ICPA Requirements page located at www.cisco.com/go/icpa.

Q.	 Why am I required to register and accept an ICPA in theaters where I am purchasing products through 
my distributor?

A.	 Partners that do not have a direct resale agreement with Cisco, or that have a direct agreement but choose 
to purchase through a distributor, are required to register and then review and accept the terms and conditions 
of the ICPA. This agreement covers the necessities for title and software license transfer as well as general 
business terms and conditions for partners that wish to purchase Cisco products from a distributor.

Q.	 If I am unable to identify a list of distributors, can Cisco provide me with a list of distributors so I can 
contact them to establish a relationship?

A.	 Yes. Using your Cisco.com login, go to the Distributor Locator tool on Cisco Partner Central. 

Q.	 How are the MSCP discounts applied to Cisco’s regional price lists? 

A.	 The contractual discounts tied to MSCP are fixed and should be applied to the applicable price list depending 
on the theater and/or region. The applicable price list may change, but the contractual discount applied under 
MSCP remains fixed based on the terms of the program. Today, Cisco has local pricing in local currency for 
Japan, Australia, and Canada; all other regions use the U.S.-based global price list.

Q.	 How do I order using my new MSCP discount?

A.	 All orders placed directly with Cisco must be submitted with “Service Provision Use” selected in the Intended 
Use field. Orders that are not submitted with “Service Provision Use” selected will not be granted the program’s 
up-front discounts or the back-end net rebate where applicable. Retroactive credit will not be granted for 
orders placed incorrectly. All orders placed via Cisco distributors must be submitted with a valid MSCP 
deviation authorization request. Orders that are not submitted with a valid MSCP deviation authorization 
request will not be granted the program’s up-front discounts nor the back-end net rebate where applicable. 
Retroactive credit will not be granted for orders placed incorrectly.

http://www.cisco.com/go/mscp
http://www.cisco.com/web/partners/tools/index.html
http://www.cisco.com/go/icpa
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Q.	 How will ordering through my distributor under the Cisco Managed Services Channel Program be  
different from what I do today for regular resale purchases?

A.	 The process is similar to what you do today when ordering products through your distributor. Be sure to let 
the distributor know that you are an approved Managed Services Channel Partner.

Q.	 If I do not have a direct purchasing relationship with Cisco, or if I have a direct relationship but choose  
to purchase products through a distribution partner, will I receive the same discounts? 

A.	 The Managed Services Channel Program discount is provided directly to the distributor. The actual agreed-
upon discount is negotiated between you and your distributor. 
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Order Verification and Program Governance

Q.	 How does Cisco know if I’m purchasing equipment for a managed services deal when I place  
an MSCP order?

A.	 In order to receive MSCP discounts and/or applicable rebates, approved MSCP Partners must select 
“Service Provision Use” in the Intended Use field when placing an order. Orders that are not submitted with 
“Service Provision Use” selected will not be granted the program’s up-front discounts or the back-end net 
rebate where applicable. Retroactive credit will not be granted for orders placed incorrectly. Cisco reserves 
the right to audit any and all orders made under MSCP. These order-level audits are separate from the 
up-front MSCP enrollment and certification audit.

Q.	 For which orders do MSCP discounts apply?

A.	 MSCP discounts will be available only for eligible managed services CPE. Products purchased through 
MSCP for a partner’s internal use, core infrastructure, or resale without the provision of a managed service 
that is managed directly by the MSCP Partner’s NOC are not eligible under the program. 

Q.	 What happens if a partner orders for non-managed business through the Managed Services  
Channel Program?

A.	 If Cisco discovers that the partner has ordered Cisco products and services under the guise of MSCP, the 
partner risks having all pending rebates canceled in part or in whole and participation in MSCP terminated 
by Cisco.

Q.	 Do I need to provide POS data to Cisco? How often? In what format?

A.	 Point-of-sale data is a requirement in the Managed Services Channel Program for all orders that do not 
contain end user information at the time of the order. For orders without end user data, POS reports must be 
submitted to Cisco on a monthly basis (by the 15th of each month) per the POS template and emailed to the 
secure Cisco address mscp_pos_data@cisco.com.

Rebates will be granted only if eligible secondary POS information is provided on a monthly basis. By 
the 15th of each month, the partner will provide Cisco with POS information for all orders placed in the 
prior month under MSCP where valid end user information was not provided to either Cisco or the Cisco 
distributor initially at the time of order. 

POS data will be mailed to the secure Cisco address mscp_pos_data@cisco.com.

Cisco may provide the partner with a list of MSCP orders for which it requires secondary POS data.

It is the responsibility of the partner to provide POS information consistent with the POS template  
below (this POS format can also be found at www.cisco.com/go/mscp).

Partners risk losing all incentives, outstanding rebates, and continued enrollment in the program  
if required POS is three or more months past due.

Q.	 Where can I find the point-of-sale template?

A.	 The point-of-sale template is posted to the www.cisco.com/go/mscp website.

Q.	 How do I submit my POS data to Cisco?

A.	 For orders without end user data, POS reports must be submitted to Cisco on a monthly basis (by the 15th 
of each month) per the POS template and emailed to the secure Cisco address mscp_pos_data@cisco.com.

Q.	 What does Cisco do with my monthly POS information?

A.	 POS information is used for program governance, as it provides evidence that a managed services transaction 
took place and provides a method for cross-checking the transaction against a managed services contract. As 
noted, such reports are subject to periodic audits to ensure that POS information provided is valid and in line 
with the stated rules of the program. 

•

•

•

•

•

mailto:mscp_pos_data@cisco.com
mailto:mscp_pos_data@cisco.com
http://www.cisco.com/go/mscp
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Q.	 What is the order-level audit process? Who does it apply to? How often do audits happen?

A.	 The order-level audit process is the back-end validation that all equipment purchased under the Managed 
Services Channel Program was used for actual managed services business. These audits apply to all 
approved MSCP Partners and generally occur within 12 months of initial approval into the program. It is 
important to note that any and all orders made under MSCP are subject to verification using this process.

MSCP Order-Level Audit Policy (ALL partners are subject to this requirement)
Cisco reserves the right to audit any and all orders made under MSCP. 

These order-level audits are separate from the up-front MSCP enrollment and certification audit. 

The goal of this audit is to validate that orders that earn program incentives are in full compliance with  
the order eligibility requirements set forth in this document. 

Where applicable, the goal of the audit is also to validate that the monthly POS reports partners provide 
Cisco are accurate and truthful. 

These order-level audits will be conducted periodically by Cisco finance representatives and may be 
conducted on-site with the partner or remotely. 

Partners should expect to be audited within 12 months of showing initial activity in the program. 

Thorough audits may be conducted annually thereafter or more frequently if program abuse is suspected.

Spot audits of specific orders may be conducted at any time.

In these audits a sampling of orders will be examined to verify several key points for each selected order:

Accuracy of end user information (is a true end user with whom the partner has an eligible managed 
service tied to the order and, if applicable, is the true end user consistent with the end user specified 
in the POS reports?).

Existence of a 1-year or longer managed service contract with the end user (is the order tied to a valid 
contractual agreement with the true end user?).

Truly managed CPE (is the order being managed by the partner’s NOC?).

Accuracy of order fulfillment (has the order been deployed and shipped to a legitimate end customer?).
		

A sample size of up to 10 percent of all transactions will be randomly selected by Cisco Finance for the 
order-level audits. For these transactions, the documentation specified above has to be provided to Cisco to 
ensure that the transaction has complied with the main criteria by which Cisco defined a managed service 
offering within the program. Based on the audit outcome, the accrued rebate amount will be corrected and 
additional, follow-up audits may be conducted.

Q.	 What information will I be requested to provide during the MSCP order-level audit? 

A.	 The following evidence will be requested for review for each selected order during the audit:

An end user agreement directly tied to the order, with terms no less than one year, to purchase MSCP 
designated managed services from the partner, with those managed services being managed from the 
MSCP Partner’s NOC.

An invoice specifying that the end user has requested to purchase Cisco CPE for eligible managed 
service(s) (e.g., a sales order/invoice document from the partner to the customer) or evidence that ties 
together the customer’s managed service(s) agreement/contract and the Cisco CPE sold if the eligible 
managed service is not specified in the customer agreement.

A confirmation that the Cisco CPE in question has shipped to the end user (e.g., a bill of lading specifying 
the end user details and the shipped CPE or a FedEx/UPS/DHL tracking number that confirms shipment).

All order-level audits and POS data will be subject to standard nondisclosure agreements as defined by the 
partner and/or Cisco.
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Web Tools and Partner Support for MSCP

Q.	 What is the Partner Program Enrollment (PPE)? 

A.	 Partner Program Enrollment (PPE) is an integrated and consolidated system that allows you to enroll, submit, 
and track multiple Cisco programs all in a single platform.

www.cisco.com/go/ppe

Q.	 What is Partner Program Intelligence (PPI)?

A.	 A next-generation reporting tool that consolidates multiple channel incentive programs, Partner Program 
Intelligence (PPI) provides you with real-time visibility into your entire portfolio.

www.cisco.com/go/ppi

Q.	 What is Cisco Commerce Workspace?

A.	 On March 1, 2009, Partner Deal Registration (PDR) became Cisco Commerce Workspace. This is the first 
step toward a platform of end-to-end functionality for all partner commerce needs. All steps in PDR remain.

www.cisco.com/go/commerceworkspace

Q.	 What is Partner Deal Registration (PDR)?

A.	 Partner Deal Registration (PDR) has been replaced by Cisco Commerce Workspace. It is a tool for partners 
to generate deals and quotes for end customers.

www.cisco.com/go/pdr

Q.	 What is the Certification and Specialization Application (CSApp) tool?

A.	 CSApp is a tool for submitting applications for resale and managed services certifications and specializations.

www.cisco.com/go/apply

www.cisco.com/go/csapp

Q.	 What is Partner Self Service (PSS)?

A.	 Partner Self Services is a tool that allows partners to manage all their partner information from one location.

www.cisco.com/go/pss

Q.	 What do I do if I have support issues with any of the above tools?

A.	 Go to www.cisco.com/go/prt to review self-help questions or to open a support case.

http://www.cisco.com/go/ppe
http://www.cisco.com/go/ppi
http://www.cisco.com/go/commerceworkspace
http://www.cisco.com/go/pdr
http://www.cisco.com/go/apply
http://www.cisco.com/go/csapp
http://www.cisco.com/go/pss
http://www.cisco.com/go/prt
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Financing and Cisco Capital

Q.	 What are the typical financing needs of managed services providers?

A.	 Managed services providers typically finance all fixed assets that are part of their production or managed 
services networks. They aim to eliminate the initial technology investment through financing and show profitability 
at the beginning of a managed services relationship with a customer.

Q.	 What capabilities and experience does Cisco CapitalSM bring to managed services provider financing?

A.	 Cisco Capital has a team of dedicated leasing professionals that support managed services providers. The 
team has worked directly with managed services providers to structure large, customized leasing contracts. 

Q.	 What is the Financing for Instant Profitability offer for managed services providers?

A.	 Cisco Capital is working closely with the Cisco channels organizations in each theater to offer customized 
financing programs for eligible managed services providers that help them attain profitability.

Q.	 What is Cisco Capital’s strategy for managed services provider financing?

A.	 Cisco Capital focuses on customized and aggressive finance solutions for managed services providers that 
meet, and often exceed, their business requirements and priorities. 

Q.	 What was the dollar volume of Cisco Capital’s managed services provider financing in previous years?

A.	 Cisco does not disclose leasing revenue volume.

Q.	 What theaters offer the greatest opportunity for financing managed services providers?

A.	 Cisco has significant volume in Europe, Emerging Markets, and Asia Pacific.

Q.	 What is the market opportunity for Cisco Capital financing of managed services providers?

A.	 The leasing volume opportunity for Cisco Capital is estimated to be in the billions of dollars per year globally. 

Q.	 What are the benefits to a managed services provider for financing with Cisco Capital?

A.	 Benefits to the service provider include the ability to:

Realize the potential for immediate profitability. 

Meet customer demands.

Eliminate ownership burden.

Grow the business.

Match expenses with cash flow and revenues.

Manage the equipment lifecycle.

Increase control over the customer relationship lifecycle.

Q.	 Who owns the equipment that is financed with Cisco Capital? 

A.	 Cisco Capital retains ownership of all equipment leased through a Fair Market Value (FMV) lease. 

Q.	 If a managed services provider wants to add to or change any equipment during the lease, whom should 
they contact? 

A.	 They should contact either their Cisco account manager or their Cisco Capital representative, who will be 
able to engage members of their entire Cisco support team to advise them on the options available to meet 
their specific technological and business needs.
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Q.	 What are the overall benefits of leasing with Cisco Capital?

A.	 Benefits include the ability to:

Accelerate adoption of state-of-the-art technology and services with minimal initial investment and  
predictable, manageable payments.

Conserve valuable capital by spreading the costs of technology over time, preserving lines of credit  
and freeing liquid capital for other business priorities.

Reduce total cost of ownership by applying financial services management across the entire lifecycle  
of the solution, helping ensure benefits from the most up-to-date technology at the lowest cost.

Simplify budgeting by enabling the use of operating expense (OpEx) budgets to acquire equipment now.

Reduce the impact on book earnings, since some lease payments are made from pretax rather than 
after-tax earnings and, unlike capital purchases, require no public disclosure.

Protect against obsolescence and financial risk, providing the ability to continually upgrade to state-of-
the-art technology (even during the lease term) without large new capital investments.

Lease with maximum flexibility, using payment schedules to match cash flow, budget, and ongoing  
technology upgrade requirements.

Simplify technology acquisition with a fast, easy documentation process and the ability to combine  
solutions, software, and services into a single periodic payment.

Q.	 Where can customers and resellers get more information about managed services provider financing?

A.	 For more information, visit the Cisco Capital Finance page for channel partners. 
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Managed Services Definitions Appendix

Managed network services are the services offered by a partner as their primary business model, which may 
include the following: access to the Internet, data, voice, and video transmission services delivered over the 
partner’s communications network.

Managed edge services are services that are not network services. Examples include managed IP telephony, 
security services, storage, and wireless networking provided by a partner to an end user. 

A service-level agreement (SLA) is a contractual agreement between the partner and an end user that clearly 
defines the terms and levels of service, response, and support provided to the end user by the partner for an 
ongoing managed service.

Customer premises equipment (CPE) is defined, for the purposes of the Cisco Managed Services Channel  
Program, as product used by a partner to deliver a managed service (as defined above) where the product is either: 

Dedicated to a single end user and located at an end user’s premises

OR

Hosted but dedicated to a single end-user customer

OR

Customer-specific equipment

The scope of this definition may be expanded at Cisco’s discretion to include certain network products that are 
not centrally managed but are connected to a centrally managed product and are essential to the delivery of 
a managed service. Examples of such network products might include routers and switches used to terminate 
transport circuits, IP telephony handsets, and powered Ethernet LAN cards and switches.

Customer-specific equipment (CSE) is defined, for the purposes of the Cisco Managed Services Channel Program,  
as product dedicated to a single end user and located in a partner’s hosting center or point of presence (PoP). 
Examples would be managed, hosted call managers dedicated to a single enterprise and operated from a 
hosting center.

Proactive monitoring means that the partner, at a minimum, uses centralized network management systems and 
processes to automatically detect service failures and problems affecting the product. 

Remedial capability means that the partner has the capacity to remotely troubleshoot and correct incidents and 
faults using centralized network management systems and processes from a network operations center.

CPE title-held or title-retained means CPE that has been purchased by a partner for use in the delivery of managed 
services to an end user. Title or ownership of the CPE is retained by the partner. The end user pays the partner 
for use of the CPE as part of a managed services contract.

CPE title transfer or resale means CPE that has been purchased by a partner for use in the delivery of managed 
services to an end user. Title or ownership of the CPE is transferred or resold by the partner to the end user or to 
a finance company on behalf of the end user. 

Infrastructure means shared network elements, such as core, aggregation, or multiservice edge IP structures 
that are used by a partner to build, deploy, and maintain network services. The infrastructure is used to support 
multiple network services and is used as a shared resource to convey the traffic of multiple customers. Except 
in the case of virtual managed services providers, the infrastructure is generally owned by the partner, and is not 
subject to Cisco Managed Services Channel Program terms and conditions.
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