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Introduction: ATP Partner Application
All partners interested in joining the ATP—DCUC program must complete the following application whether applying for the first time or for renewal.  Once completed, upload the document in to the ATP Application Tool as instructed in the ATP invitation email. If you did not receive or no longer have the invitation email, please contact your Cisco Representative.

	Name of Person Completing Application:
	[bookmark: Text105]     

	Email Address:
	[bookmark: Text111]     

	Phone Number:
	[bookmark: Text110]     

	Title/Responsibilities:
	[bookmark: Text106]     

	Application Completion Date:
	[bookmark: Text107]     

	If renewal, describe changes 
from previous application
	[bookmark: Text109]     


ATP Partner Background Questionnaire
1.1. Partner Profile:
	A. Name of Company
	[bookmark: Text12]     

	B. Contact Name
	     

	C. Contact Phone Number
	     

	D. Cisco Channel Account Manager Name
	     

	E. Cisco Channel Account Manager Phone
	     

	F. Number of global locations
	     

	G. Number of employees
	     

	H. Number of Cisco Certified Professionals (CCXX)
	     

	I. Annual Cisco purchases (Resellers): 
	     

	· Annual hardware resale revenue
	     

	· Annual hardware infrastructure purchases
	     

	· Annual software sales (incl. IOS)
	     

	· Annual purchases of Cisco SmartNet service products
	     

	J. Annual provisions services sales revenue
	     

	K. Annual Advanced services revenue from Cisco products
	     

	L. Current Cisco Certification level (check one):
	     

	· Gold
	     

	· Silver
	     

	· Premier
	     

	· Registered
	     




1.2. Technical Capabilities:
Please identify your company’s areas of technical expertise by checking boxes and filling in blanks below as appropriate: 
	[bookmark: Check1]|_|  Servers
	|_|  Database Applications
	|_|  Storage Networking

	|_|  Storage Arrays
	|_|  VMware
	|_|  Operating System SW

	|_|  Networking
	|_|  Ethernet Switching
	|_|  DC Services Practice


	
1.3. Product Experience:
Please check all of the products that you currently sell (or have sold) and indicate the manufacturer:
	Products
	Y/N
	Manufacturer

	Applications
	[bookmark: Check2]|_|
	[bookmark: Text30]     

	Data Center Switching
	|_|
	     

	Servers
	|_|
	     

	Storage Arrays
	|_|
	     

	Storage Networking
	|_|
	     

	Virtualization
	|_|
	     


Please identify the percentage of your company’s hardware revenue derived from each of the following customer segments: 
	Service Provider:
	     %

	Managed Service Provider
	     %

	Large enterprise (5000 employees or more):
	     %

	Medium enterprise (between 100 and 5000 employees)
	     %

	Small business (less than 100 employees):
	     %

	Federal government:
	     %

	State and local government:
	     %

	Other (specify):      
	     %


1.4. Advanced Services
Please provide information on your professional services organization’s capabilities in the 
following areas:
	Plan Services
	[bookmark: Text98]     

	Design Services
	[bookmark: Text99]     

	Implement Services
	[bookmark: Text100]     

	Support/Maintenance
	[bookmark: Text101]     

	Help Desk
	[bookmark: Text102]     

	Project Management
	[bookmark: Text103]     

	E.N.O.C. Management Services (Cisco Transport Manager)
	[bookmark: Text104]     


1.5. Cisco Sales Forecasts: (Resellers)
Please forecast your anticipated sales for the Cisco Unified Computing Solutions/Products in the time periods identified:
	Product
	Time Period

	
	[bookmark: Text96]1st half, CY 20  
	2nd half, CY 20  
	1st half, CY 20  
	2nd half, CY 20  

	Nexus 7000
	$     
	$     
	$     
	$     

	Nexus 5000
	$     
	$     
	$     
	$     

	Nexus 2000
	$     
	$     
	$     
	$     

	Nexus 1000V
	$     
	$     
	$     
	$     

	Unified Computing 
System
	$     
	$     
	$     
	$     



ATP Partner Business Plan
2.1. General 
	Company Mission and Vision
	[bookmark: Text4]     

	Primary Markets, Offerings, Marketshare, Installed Base, and Key Strategies
	[bookmark: Text5]     

	Key Assumptions ATP-UCS Business Plan
	[bookmark: Text6]     



2.2. ATP-DCUC specific
	Market Overview
	     

	Offering/Value proposition (products, services, solutions)
	[bookmark: Text7]     

	Key Strategy
	[bookmark: Text8]     

	Competition
	[bookmark: Text9]     

	SWOT (Strength, Weakness, Opportunity, Threats)
	[bookmark: Text10]     

	Objectives/Goals
	[bookmark: Text11]     

	Organization/Resources (skills and capabilities)
	     

	Initiatives and Action Plan
	[bookmark: Text13]     

	Target Accounts
	     

	Marketing Plan (Internal/Eternal Communications)
	     

	Budget/Investments
	     

	Risks
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