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APJC Partnership Strategy Pillars

Achieve Durable Growth through Mutual Value, access to New Markets
with a Committed Partner Ecosystem that is Future-Ready
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Develop partners’ technology and Grow our joint business focused on Achieve partner profitability with a
customer lifecycle practices on Cisco partner-driven business, new markets healthy local ecosystem and build the
platforms and transformation of traditional resale future partner ecosystem
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One Partner Organization Sales Motion | Strategic Business Advisor to Partners

Partner Ecosystem Evolution to Drive One Cisco Portfolio
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APJC Partner Sales-FY26 Strategic Priorities
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Develop key technology
practices

GROW

Build partners’ lifecycle practice

Drive alignment between sales &
partners

Build partners’ core and cross
platform capabilities

Accelerate Partner-Driven
business

Transform traditional resale
business

L N '
i) chni%al Leadership

One Partner Sales Organization Motion
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Transition partners to Cisco 360
Program

Enhance Partner Experience &
mindshare

Build the partner ecosystem for
the future

el
cisco



Cisco 360 Partner Program

One ecosystem. Shared success.
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Value Index Foundational Capabilities Performance Engagement
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Cisco [Portfolio] Partner —
Example: Cisco Security Partner ) 5 Competencies
Designations _ RSSO _
Cisco Preferred [Portfolio] Partner o] Cisco Powered Services = Specializations
...........Example: Cisco Preferred Security Partner p _________________________________________________________________
\ Y,
Back End Front End
. . : . Customer Assessments Partner Funds
Benefits Cisco Partner Deal Registration, Seller Rewards (e.q. Marketing)
Incentive Programmatic Pricing
Enablement Unified Learning with Partner Learning Journeys
[ Partner Experience Platform (PXP) }

*Coming soon



Unlock the partner ecosystem potential
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FY25 momentum show us how to win in FY26
Partner SuccesS"Stories
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Continue to Build Cisco
Practice and Cisco 360
capabilities
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Bring the One Cisco Portfolio
to market

Mutual Commitment
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Grow with us and Integrate
into our sales motions
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