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Proactive issue avoidance Real-time, hyper-personalization Faster time to value

— Transforming the fundamental nature of services —

by agentic Al and human expertise



Cisco 1Q: T\ E&#iR5ZHIAI5

104
E S

IR mimapE (SaaS ), AHEEBEELZEEH (On-Prem Tethered) #1 AMEEBEAMEEEFT (On-Prem Air-gapped)

o« .. v e Ea it e
Spreadsheets
sl — RN
mEEy . =
. o, e =
. - v PSIRTs | .= -
aleEis =N
B ST TR 4 ReBETE
° * & ’
. BT SEEMR

/

s . T

+%.4. +*  Field Notices -

\

TR ilRIER
EREXPE TS
AlNNFFEREHERE

MEHFS

Fmmm o E W W W W O W W O W W O M W M M M M M M M R M W M W W MW W W W

G

T R SR RIS
| BB ERIRY

| EERRIEE

. BRSO

| ESRARTAEER TE

—E—H. BAIRFINEFHAFREIFE: IERRSIFIRSNE RS

© 2025 Cisco and/or its affiliates. All rights reserved.

]
cisco




BRHkS ER

=t ELY1E. BRaEMESCI

M. EnE. TR

BRI RSS

Available a la carte or via Enterprise Agreement
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Al and Expertise powered by Cisco IQ ™ |
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Together with our Partners across the lifecycle
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Expert Care Services [\
and Asset Management Az
+ High Touch Operations Manager (HTOM) 'Uﬁti?#ﬁ&
High Touch Technical Support (HTTS) )
High Touch Engineer (HTE) :%:; Signature ‘\/‘ ‘\/‘ ‘\/‘
Expert Care National \ > )
i N N
L Asset Management Services y / \ i@ﬁ'ﬁ Enhanced E\\{/} E\\{/}
( ) T, N
¥R Standard (V)
Support Services - g
SmartNet Total Care /
Software Support Service .
Solution Support ‘ Buymg Program
L J
4 A
Professmnal Services = %Jﬂ%ikﬂ&%
Cisco Lifecycle Services
Business Ciritical Services v X )
Advanced Services Transaction s | WJRHMER Subscription ‘ /
Advanced Services Fixed y
Solution Attached Services B I = Transactional
| Quick Starts i | nEER |

Driving Clarity and Delivery Value
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For our Customers & through partners
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FY26 Mission, Strategy & Execution

m

Our mission is to empower our partners to deliver exceptional customer value, while driving mutual growth and
profitability. We achieve this by leveraging the full potential of our Partner Ecosystem through a Customer-
centric, Partner-first approach, founded on collaboration, trust, and innovation.

Create Competitive Differentiation Accelerate Customer Value Grow Premium Services while
with our Partners Realization and Grow Software Delivering Customer Outcomes




Create YOUR Differentiation through Cisco’s
Digital Support Experience
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Through APIs and intuitive Ul Create customer touch points Drives higher margin
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How We Enable You

Sales & Technical Pathways

Portfolio Al Capabilities Cisco 360
Cisco IQ ®

Black Belt Academy Technical Deep Dive Hands-on Live Demos  Partner Webinars



Increase Your PVI to Unlock Maximum Rebate Potential

[C}) Partner Value Index (PVI) J [ Cisco Partner Incentive(CPI) J

Create Strong Practice *  Obtain preferred service partner score

. . ition high remium offer ibl
Attain Customer Experience Specialization POSTEEN g NS i Eel [ lel

Black Belt Certification Grow your AVC quarter on quarter

Build LAER Recurring Revenue Practice SRR EaRRies 0Nl Senvices,

When it make sense for you.

Drive Business Outcome Metrics :
Land Large Deals o
Attached service to every deal - .

. . Position Your Partner Service
Sells highest Premium Offer

Ensure on-time renewals



A Robust Customer Success and Renewals Practice

Invest to benefit top line and bottom line, for today and tomorrow
- Growth - - Expansion - - Renewal -
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Customer Success
Managers increase
renewal rates

Customer Success drives Existing customers spend
faster growth of recurring more than new customers
revenue



Win-Win Success Equation
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Cisco Partner Partner Best in Class
Premium - Customer > Value-added i Customer
Services Success Services Experience

—Powered by Cisco Al & Delivered through YOU, Our Partners!
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