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h
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b
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p
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b
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p
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e
 F

u
tu

re
 o

f C
o
lla

b
o
ra

tio
n
 is C

o
g
n
itive

 (N
e
m

e
rte

s) (g
a
te

d
)

•
[W

h
ite

p
a
p
e
r]

C
o
lla

b
o
ra

tio
n
 w

ith
 th

e
 X

 fa
c
to

r: A
I is tra

n
sfo

rm
in

g
 th

e
 w

ay w
e
 w

o
rk (g

a
te

d
)

•
C

isc
o
 C

o
lla

b
o
ra

tio
n
 F

le
x P

la
n
:
P

re
se

n
ta

tio
n

|
In

fo
g
ra

p
h
ic

C
o-brandable assets

Ta
ke

 a
d
va

n
ta

g
e
 o

f th
e
se

 a
sse

ts to
 p

ro
m

o
te

 yo
u
r b

ra
n
d
 a

n
d
 c

a
lls to

 a
c
tio

n
.This asset

custom
ization guide

sh
o
w

s h
o
w

 to
 c

o
-
b
ra

n
d
 th

e
 a

sse
ts a

n
d
 u

se
 yo

u
r p

a
rtn

e
rsh

ip
 lo

g
o
.

•
[In

fo
g
ra

p
h
ic

]
C

o
g
n
itive

 C
o
lla

b
o
ra

tio
n
: T

h
e
 a

n
sw

e
r to

 b
e
tte

r h
u
m

a
n
 e

xp
e
rie

n
c
e
s

•
[In

fo
g
ra

p
h
ic

]
3
 W

ays C
o
g
n
itive

 C
o
lla

b
o
ra

tio
n
 is C

h
a
n
g
in

g
 th

e
 W

o
rkp

la
c
e

•
[In

fo
g
ra

p
h
ic

]
H

o
w

 to
 m

a
n
a
g
e
 in

fo
rm

a
tio

n
 o

ve
rlo

a
d

•
[In

fo
g
ra

p
h
ic

]
6
 W

ays to
 U

n
i\

e
d
 C

o
m

m
u
n
ic

a
tio

n
s M

ig
ra

tio
n
 G

u
id

e

•
[W

h
ite

p
a
p
e
r]

H
o
w

 A
I is tra

n
sfo

rm
in

g
 th

e
 w

ay w
e
 w

o
rk

Full m
arke

ting
 asse

t list



P
lay

1
C

ross-Sell W
ebex M

eetings +
D

evices



Scenario 1:
I a

m
 stro

n
g
 a

t se
llin

g
 W

e
b
e
x M

e
e
tin

g
s &

 Te
a
m

s a
n
d

w
ould like to sell m

ore W
ebex devices.

Your opportunity
•

In
c
re

a
se

 m
a
rg

in
 o

n
 yo

u
r so

ftw
a
re

 d
e
a
ls a

n
d
 re

c
e
ive

e
xtra

 C
isc

o
 V

a
lu

e
 In

c
e
n
tive

 P
ro

g
ra

m
 (V

IP
) re

b
a
te

s

•
G

a
in

 c
o
m

p
e
titive

 a
d
va

n
ta

g
e
 a

g
a
in

st Z
o
o
m

 a
n
d

e
n
tryw

ays in
to

 M
S

F
T
 d

e
a
ls

•
W

in
 th

e
 w

o
rkp

la
c
e
 tra

n
sfo

rm
a
tio

n
 m

a
rke

t o
p
p
o
rtu

n
ity

C
ustom

er bene<ts
•

In
te

ro
p
e
ra

b
ility e

n
h
a
n
c
e
s te

a
m

 p
e
rfo

rm
a
n
c
e
 a

c
ro

ss

b
o
u
n
d
a
rie

s

•
C

o
g
n
itive

 fe
a
tu

re
s b

u
ilt in

to
 W

e
b
e
x d

e
vic

e
s (e

x/ p
e
o
p
le

c
o
u
n
t, fa

c
ia

l re
c
o
g
n
itio

n
, a

n
d
 W

e
b
e
x A

ssista
n
t, d

e
vic

e

a
n
a
lytic

s) w
ill e

n
h
a
n
c
e
 th

e
ir W

e
b
e
x M

e
e
tin

g
s &

Te
a
m

s

e
xp

e
rie

n
c
e

Scenario 2:
I a

m
 stro

n
g
 a

t se
llin

g
 W

e
b
e
x d

e
vic

e
s a

n
d

w
ould like to

sell m
ore W

ebex M
eetings &

 Team
s.

Your opportunity
•

G
ro

w
 yo

u
r o

rg
a
n
iza

tio
n
's life

c
yc

le
 a

n
d
 re

c
u
rrin

g

re
ve

n
u
e
 p

ra
c
tic

e

•
In

c
re

a
se

 c
u
sto

m
e
r re

te
n
tio

n

•
W

in
 th

e
 w

o
rkp

la
c
e
 tra

n
sfo

rm
a
tio

n
 m

a
rke

t o
p
p
o
rtu

n
ity

C
ustom

er bene<ts
•

G
e
t a

c
c
e
ss to

 c
o
g
n
itive

 fe
a
tu

re
s b

u
ilt in

to
 W

e
b
e
x

M
e
e
tin

g
s &

 Te
a
m

s: P
e
o
p
le

 In
sig

h
ts, W

e
b
e
x Te

a
m

s

B
o
ts

•
S

e
a
m

le
ss c

o
lla

b
o
ra

tio
n
 e

xp
e
rie

n
c
e
s fro

m
 p

o
c
ke

t to
 th

e

b
o
a
rd

 ro
o
m

•
M

o
re

 c
o
m

p
re

h
e
n
sive

 m
a
n
a
g
e
m

e
n
t o

f u
se

rs a
n
d

d
e
vic

e
s w

ith
 W

e
b
e
x C

o
n
tro

l H
u
b

P
lay ove

rvie
w

Play 1:
C

ro
ss-

se
ll W

e
b
e
x d

e
vic

e
s w

ith
 W

e
b
e
x M

e
e
tin

g
s &

 Te
a
m

s



L
a
u
n
c
h
 th

e
W

ork Sm
arter w

ith W
ebex M

eetings &
 Team

s

cam
paign

o
n
 P

a
rtn

e
r M

a
rke

tin
g
 C

e
n
tra

l (P
M

C
).

(First tim
e users

: a
c
c
e
p
t th

e
 te

rm
s to

 c
re

a
te

 yo
u
r

a
c
c
o
u
n
t.C

isco em
ployees:

\
rst lo

g
 in

to
 th

e
A

m
e
ric

a
s

P
a
rtn

e
r E

xp
e
rie

n
c
e
 in

 P
M

C
b
e
fo

re
 vie

w
in

g
 th

is
C

isc
o

E
m

p
lo

ye
e
 O

n
ly L

in
k)

TIP: Leverage
Full-Service A

ctivities (FSA
s)

D
isc

u
ss th

e
 F

S
A

s w
ith

 yo
u
r C

isc
o
 P

a
rtn

e
r M

a
rke

tin
g

M
a
n
a
g
e
r to

 m
a
xim

ize
 yo

u
r m

a
rke

tin
g
 im

p
a
c
t b

a
se

d
 o

n

yo
u
r c

a
m

p
a
ig

n
 o

b
je

c
tive

s.
V

ie
w

 m
o
re

 in
fo

rm
a
tio

n

Recom
m

ended m
arketing guidance

1
. Launch P

M
C

Play 1
: C

ro
ss-

se
ll W

e
b
e
x d

e
vic

e
s w

ith
 W

e
b
e
x M

e
e
tin

g
s &

 Te
a
m

s



C
reate aw

areness and generate new
 leads

U
se

 in
b
o
u
n
d
 d

ig
ita

l w
e
b
 ta

c
tic

s like
 th

e
 c

a
m

p
a
ig

n
 sh

a
ra

b
le

c
o
n
te

n
t a

n
d
 so

c
ia

l syn
d
ic

a
tio

n
 to

 d
rive

 tra
[

c
 to

 th
e

m
ic

ro
site

 w
e
b
 p

lu
g
-
in

. U
se

S
e
a
rc

h
 E

n
g
in

e
 O

p
tim

iza
tio

n

(S
E
O

)
a
n
d
 d

isp
lay a

d
s to

 d
rive

 tra
[

c
 to

 yo
u
r p

re
-
b
u
ilt

m
ic

ro
site

.

Set up your m
icrosite (w

eb plug-in)
S

e
t u

p
 yo

u
r fre

e
 c

a
m

p
a
ig

n
 m

ic
ro

site
 w

ith
syn

d
ic

a
te

d

c
o
n
te

n
t

a
n
d
 c

u
sto

m
ize

 th
e
 site

 w
ith

 yo
u
r c

o
m

p
a
n
y's c

o
n
ta

c
t

in
fo

rm
a
tio

n
 a

n
d
 lo

g
o
. U

se
 it to

 d
rive

 tra
[

c
 fro

m
 so

c
ia

l

m
e
d
ia

, e
m

a
il, a

n
d
 o

th
e
r d

ig
ita

l ta
c
tic

s a
n
d
 g

e
n
e
ra

te
 m

o
re

le
a
d
s.

TIP
: U

se
 th

is
inbound m

arketing quick-start
guide

to
 m

a
xim

ize
 P

M
C

's d
ig

ita
l c

a
p
a
b
ilitie

s

G
enerate and respond to leads

In
b
o
u
n
d
 le

a
d
s (n

e
w

 a
n
d
 e

xistin
g
 c

o
n
ta

c
ts) m

ay re
ve

a
l

th
e
m

se
lve

s b
y p

ro
vid

in
g
 th

e
ir e

m
a
il a

d
d
re

ss to
 a

c
c
e
ss g

a
te

d

o
Z

e
rs o

n
 yo

u
r w

e
b
site

 o
r m

ic
ro

site
. A

lig
n
 w

ith
 yo

u
r sa

le
s

te
a
m

 to
 m

a
ke

 su
re

 q
u
a
li\

e
d
 le

a
d
s a

re
 c

o
n
ta

c
te

d
 in

 a
 tim

e
ly

m
a
n
n
e
r. L

e
ve

ra
g
e
 re

so
u
rc

e
s in

 th
e
 "

B
a
c
kg

ro
u
n
d
 a

n
d

E
n
a
b
le

m
e
n
t"

 se
c
tio

n
 o

f th
e
 P

M
C

 c
a
m

p
a
ig

n
.

Suggested Keyw
ords

C
o
n
fe

re
n
c
in

g
, M

e
e
tin

g
s, Te

le
c
o
n
fe

re
n
c
in

g
, W

e
b

M
e
e
tin

g
s, V

id
e
o
 C

o
n
fe

re
n
c
in

g
, C

o
n
fe

re
n
c
in

g
 W

e
b
in

a
r,

O
n
lin

e
 C

o
n
fe

re
n
c
in

g
, V

irtu
a
l M

e
e
tin

g
s, M

o
b
ile

 M
e
e
tin

g
s,

O
n
lin

e
 M

e
e
tin

g
s, B

u
sin

e
ss O

n
lin

e
 M

e
e
tin

g
s, B

u
sin

e
ss

V
id

e
o
 M

e
e
tin

g
 S

o
ftw

a
re

,
In

n
o
va

tive
 V

id
e
o
 M

e
e
tin

g
s,

V
id

e
o
 M

e
e
tin

g
s

*D
o
 n

o
t in

c
lu

d
e
 th

e
 C

isc
o
 o

r W
e
b
e
x b

ra
n
d
 in

 yo
u
r ke

yw
o
rd

s

Recom
m

ended m
arketing guidance

2
.B

uild
 an inb

o
und

 m
arke

ting
 strate

g
y

Play 1
: C

ro
ss-

se
ll W

e
b
e
x d

e
vic

e
s w

ith
 W

e
b
e
x M

e
e
tin

g
s &

 Te
a
m

s



Ta
rg

e
t kn

o
w

n
 c

u
sto

m
e
rs to

 d
rive

 c
o
n
ve

rsa
tio

n
s

a
ro

u
n
d
 c

ro
ss-

se
llin

g
 W

e
b
e
x M

e
e
tin

g
s &

 Te
a
m

s

a
n
d
 W

e
b
e
x D

e
vic

e
s.

Leverage the 4-point em
ail journey

Ta
ke

 a
d
va

n
ta

g
e
 o

f th
e
 4

-
p
o
in

t e
m

a
il jo

u
rn

e
y to

 n
u
rtu

re
 n

e
w

le
a
d
s a

n
d
 se

n
d
 to

 e
xistin

g
 c

o
n
ta

c
ts. D

e
p
e
n
d
in

g
 o

n
 th

e

b
u
sin

e
ss o

u
tc

o
m

e
 yo

u
r o

rg
a
n
iza

tio
n
 is lo

o
kin

g
 to

 a
c
h
ie

ve
,

se
le

c
t th

e
 a

sse
ts fro

m
 th

e
 su

g
g
e
ste

d
 a

sse
t list.

Link your social m
edia

L
in

kin
g
 P

M
C

 to
 yo

u
r o

rg
a
n
iza

tio
n
's so

c
ia

l m
e
d
ia

 a
c
c
o
u
n
ts

a
llo

w
s yo

u
 to

 e
a
sily p

o
st fro

m
 yo

u
r c

o
n
n
e
c
te

d
 a

c
c
o
u
n
ts a

n
d

save
s yo

u
 va

lu
a
b
le

 tim
e
. U

se
 o

u
r

A
c
tiva

te
 S

o
c
ia

l M
e
d
ia

S
yn

d
ic

a
tio

n
 in

 P
M

C
 In

fo
g
ra

p
h
ic

o
r fo

llo
w

 th
is

h
e
lp

d
e
sk

a
rtic

le
to

 lin
k yo

u
r so

c
ia

l m
e
d
ia

 a
c
c
o
u
n
ts.

O
ther outbound m

arketing tactics
O

Z
e
r a

 w
e
b
in

a
r (o

r se
rie

s o
f w

e
b
in

a
rs) a

n
d
 e

ve
n
ts

(b
re

a
kfa

st b
rie

\
n
g
s, h

a
p
p
y h

o
u
rs, o

n
-
site

 d
e
m

o
s, lu

n
c
h
 a

n
d

le
a
rn

s) to
 sh

o
w

c
a
se

 a
n
d
 d

e
m

o
n
stra

te
 th

e
 C

o
g
n
itive

C
o
lla

b
o
ra

tio
n
 in

 C
isc

o
 W

e
b
e
x M

e
e
tin

g
s &

 Te
a
m

s a
n
d

W
e
b
e
x D

e
vic

e
s.

E
n
c
o
u
ra

g
e
 yo

u
r sa

le
s te

a
m

s to
 u

se
p
ro

p
o
sa

l g
e
n
e
ra

to
rs

fo
r

th
e
ir h

ig
h
-
to

u
c
h
 c

u
sto

m
e
r e

n
g
a
g
e
m

e
n
ts. T

h
e
se

 a
re

 h
ig

h
ly

va
lu

a
b
le

 c
o
-
b
ra

n
d
a
b
le

 le
ave

-
b
e
h
in

d
 d

o
c
u
m

e
n
ts th

a
t in

c
lu

d
e

va
lu

e
 p

ro
p
 sta

te
m

e
n
ts, b

u
sin

e
ss o

u
tc

o
m

e
s, a

n
d
 m

o
re

.

T
h
e
re

 is n
o
 c

o
st to

 le
ve

ra
g
e
.

Suggested assets
F
o
r c

ro
ss-

se
llin

g
 W

e
b
e
x M

e
e
tin

g
s &

 Te
a
m

s

a
n
d
 W

e
b
e
x D

e
vic

e
s

•
[In

fo
g
ra

p
h
ic

] T
h
e
 P

e
o
p
le

 H
ave

 S
p
o
ke

n

•
[E

b
o
o
k] C

o
g
n
itive

 C
o
lla

b
o
ra

tio
n

•
[W

h
ite

p
a
p
e
r] C

o
g
n
itive

 C
o
lla

b
o
ra

tio
n
 C

a
n

Tra
n
sfo

rm
 B

u
sin

e
ss (Ta

lkin
g
 P

o
in

tz)

•
[V

id
e
o
] C

o
g
n
itive

 C
o
lla

b
o
ra

tio
n
: P

o
w

e
rin

g
 B

e
tte

r

M
e
e
tin

g
 E

xp
e
rie

n
c
e
s

•
[In

fo
g
ra

p
h
ic

] C
o
g
n
itive

 C
o
lla

b
o
ra

tio
n
: T

h
e
 a

n
sw

e
r

to
 b

e
tte

r h
u
m

a
n
 e

xp
e
rie

n
c
e
s

•
[W

h
ite

p
a
p
e
r] C

o
lla

b
o
ra

tio
n
 w

ith
 th

e
 X

 fa
c
to

r: H
o
w

A
I is tra

n
sfo

rm
in

g
 th

e
 w

ay w
e
 w

o
rk (g

a
te

d
)

•
[W

h
ite

p
a
p
e
r] P

e
o
p
le

 In
sig

h
ts: C

re
a
tin

g
 a

 H
u
m

a
n

C
o
lla

b
o
ra

tio
n
 E

xp
e
rie

n
c
e
 w

h
ite

 p
a
p
e
r

Recom
m

ended m
arketing guidance

3
.B

uild
 an o

utb
o
und

 m
arke

ting
 strate

g
y

Play 1
: C

ro
ss-

se
ll W

e
b
e
x d

e
vic

e
s w

ith
 W

e
b
e
x M

e
e
tin

g
s &

 Te
a
m

s



Incentives, Prom
otions, and Program

s
To

 in
c
re

a
se

 m
a
rg

in
s a

n
d
 a

c
c
e
le

ra
te

 p
ip

e
lin

e
:

•
R

e
fu

se
 to

 L
o
se

:
E
a
sily re

q
u
e
st fo

r c
re

d
its

w
h
e
n
 yo

u
 a

re
 in

 a
 c

o
m

p
e
titive

 situ
a
tio

n
 w

ith

Z
o
o
m

 (o
r o

th
e
r c

o
m

p
e
tito

rs) fo
r a

 W
e
b
e
x

c
u
sto

m
e
r. S

te
p
s to

 w
in

:

1
.

A
sk yo

u
r P

A
M

 o
r C

o
lla

b
 P

S
S

 to
 le

ve
ra

g
e

th
e
 L

ig
h
tsp

e
e
d
 C

re
d
its

2
.

G
e
t p

ric
in

g
 a

p
p
ro

va
l fro

m
 yo

u
r C

isc
o

re
p
re

se
n
ta

tive
, c

o
n
\
rm

 th
e
 p

ric
in

g
 w

ith

yo
u
r c

u
sto

m
e
r, a

n
d
 p

la
c
e
 th

e
 o

rd
e
r.

•
V
a
lu

e
 In

c
e
n
tive

 P
ro

g
ra

m
 (V

IP
): p

a
rtn

e
r re

b
a
te

s

d
e
live

re
d
 q

u
a
rte

rly

Extra helpful forattaching W
ebex D

evices:
•

Flex Plan Value Transfer:
tra

n
sfe

r e
xistin

g

lic
e
n
se

s to
w

a
rd

s a
 F

le
x P

la
n
 su

b
sc

rip
tio

n
 w

ith

c
o
m

p
e
llin

g
 m

o
n
th

ly va
lu

e
 th

a
t c

o
n
tin

u
e
s a

t re
n
e
w

a
l

•
Fast Track for D

evices
:
ta

ke
 a

d
va

n
ta

g
e
 o

f

in
c
re

a
se

d
 d

isc
o
u
n
ts o

n
 e

lig
ib

le
 h

a
rd

w
a
re

, w
h
ic

h

c
a
n
 b

e
 c

o
m

b
in

e
d
 w

ith
 H

u
n
tin

g
 (O

IP
) / Te

a
m

in
g

(T
IP

) w
ith

o
u
t n

e
e
d
in

g
 a

p
p
ro

va
ls o

r d
e
a
l ID

s

Extra helpful forattaching W
ebex M

eetings
licenses:

•
M

IP Video D
evice + M

eetings A
ccelerator: 3

%

a
c
c
e
le

ra
to

r w
h
e
n
 yo

u
 a

d
d
 5

 u
se

rs F
le

x M
e
e
tin

g
s +

V
id

e
o
 E

n
d
p
o
in

ts o
n
 th

e
 sa

m
e
 d

e
a
l

•
Flex Plan N

am
ed U

ser:
e
n
a
b
le

 c
u
sto

m
e
rs to

 a
d
d

c
lo

u
d
-
b
a
se

d
 se

rvic
e
s to

 e
xistin

g
 o

n
-
p
re

m

d
e
p
lo

ym
e
n
ts a

n
d
 n

e
t n

e
w

 n
a
m

e
d
 u

se
r m

e
e
tin

g
s

c
lo

u
d
 su

b
sc

rip
tio

n
s.

Sales and dem
o resources

To
 h

e
lp

 yo
u
 e

n
g
a
g
e
 w

ith
 c

u
sto

m
e
rs a

n
d
 b

e
st

sh
o
w

c
a
se

 c
o
lla

b
o
ra

tio
n
 e

xp
e
rie

n
c
e
s:

•
W

ebex Trials Program
:
e
n
ric

h
 th

e

c
u
sto

m
e
r e

xp
e
rie

n
c
e
 b

y d
ire

c
tly tria

lin
g

C
isc

o
 W

e
b
e
x se

rvic
e
s a

n
d
 o

p
tio

n
a
l C

isc
o
-

p
ro

vid
e
d
 e

n
d
p
o
in

ts.

•
Partner C

C
EP Toolbox

:
d
e
m

o
n
stra

te

W
e
b
e
x C

o
n
tro

l H
u
b
 A

n
a
lytic

s, W
e
b
e
x

Te
a
m

s D
L
P

 C
o
m

p
lia

n
c
e
 a

n
d
 m

o
re

. S
ig

n
-

u
p
 fo

r a
 W

e
b
e
x S

a
n
d
b
o
x a

n
d
 g

e
t a

c
c
e
ss to

C
isc

o
 W

e
b
e
x M

e
e
tin

g
s, W

e
b
e
x Te

a
m

s,

a
n
d
 W

e
b
e
x C

a
llin

g
 in

 a
 sa

n
d
b
o
x

e
n
viro

n
m

e
n
t.

•
C

U
W

P
:
g
ive

s yo
u
 th

e
 o

p
p
o
rtu

n
ity to

 u
se

C
isc

o
 so

lu
tio

n
s in

 yo
u
r o

w
n
 b

u
sin

e
ss.

Recom
m

ended sales guidance

Play 1
: C

ro
ss-

se
ll W

e
b
e
x d

e
vic

e
s w

ith
 W

e
b
e
x M

e
e
tin

g
s &

 Te
a
m

s



P
lay

2
C

om
pete



Your opportunity
G

a
in

 c
o
m

p
e
titive

 a
d
va

n
ta

g
e
 a

g
a
in

st Z
o
o
m

 a
n
d
 e

n
tryw

ays

in
to

 M
S

F
T
 d

e
a
ls to

 re
ta

in
 a

n
d
 a

c
q
u
ire

 c
u
sto

m
e
rs

C
ustom

er m
essaging

•
C

om
plete portfolio

: O
n
ly C

isc
o
 p

ro
vid

e
s se

a
m

le
ss,

c
o
n
siste

n
t, fu

ll-
sta

c
k p

o
rtfo

lio

•
Flexible cloud m

igration
: C

isc
o
 C

o
lla

b
o
ra

tio
n
 F

le
x

P
la

n
, a

d
va

n
c
e
d
 (h

yb
rid

) C
lo

u
d
 S

e
rvic

e
s fo

r o
n
-

p
re

m
ise

s d
e
p
lo

ym
e
n
ts;

o
n
-
p
re

m
ise

s, c
lo

u
d
 &

 h
yb

rid

o
p
tio

n
s w

ith
 c

o
m

m
o
n
 U

X
 a

n
d
 p

ro
visio

n
in

g

•
G

lobal ecosystem
: 1

5
0
0
+
 E

c
o
syste

m
 P

a
rtn

e
rs, o

p
e
n

A
P

Is, so
c
ia

l, a
n
d
 in

fra
stru

c
tu

re
 in

te
g
ra

tio
n
s

•
Intelligent m

eetings
: A

I-
e
n
h
a
n
c
e
d
, c

o
g
n
itive

e
xp

e
rie

n
c
e
s

•
M

SFT com
patibility:

W
e
b
e
x in

te
g
ra

tio
n
s e

n
h
a
n
c
e
s

M
S

F
T
 w

o
rk]

o
w

•
Trusted brand

: M
a
rke

t S
h
a
re

 L
e
a
d
e
r, G

lo
b
a
l

A
va

ila
b
ility a

n
d
 C

lo
u
d
 F

o
o
tp

rin
t

Target custom
er audience

•
L
a
rg

e
 e

n
te

rp
rise

 +
 m

id
-
m

a
rke

t

•
C

u
sto

m
e
r th

a
t h

ave
 d

e
p
lo

ye
d
 Z

o
o
m

 (le
ve

ra
g
e

B
o
o
t

Z
o
o
m

 B
o
t

to
 c

h
e
c
k yo

u
r c

u
sto

m
e
rs d

o
m

a
in

 n
a
m

e
 a

n
d

c
h
e
c
k if th

e
y h

ave
 a

 Z
o
o
m

 a
c
c
o
u
n
t)

•
C

u
sto

m
e
rs o

n
 ve

rsio
n
s o

f W
e
b
e
x o

ld
e
r th

a
n
 T

3
3

•
C

u
sto

m
e
rs o

n
 T

S
P

 A
u
d
io

•
O

[
c
e
 3

6
5
 E

3
 c

u
sto

m
e
rs

Recom
m

ended priority tactics
•

A
c
c
o
u
n
t-

B
a
se

d
 M

a
rke

tin
g
 (A

B
M

)

•
P

a
id

 m
e
d
ia

 a
n
d
 so

c
ia

l

•
K
e
y w

o
rk o

p
tim

iza
tio

n

•
W

e
b
in

a
rs

Recom
m

ended prim
ary o;ers

•
W

e
b
e
x M

e
e
tin

g
s

•
C

o
lla

b
o
ra

tio
n
 F

le
x P

la
n
: W

e
b
e
x M

e
e
tin

g
s +

 D
e
vic

e
s

•
O

[
c
e
 3

6
5
 E

3
 +

 C
o
lla

b
o
ra

tio
n
 F

le
x P

la
n

P
lay ove

rvie
w

Play 2:
C

o
m

p
e
te



L
a
u
n
c
h
 th

e
W

ork Sm
arter w

ith W
ebex M

eetings &
 Team

s

cam
paign

o
n
 P

a
rtn

e
r M

a
rke

tin
g
 C

e
n
tra

l (P
M

C
).

(First tim
e users

: a
c
c
e
p
t th

e
 te

rm
s to

 c
re

a
te

 yo
u
r

a
c
c
o
u
n
t.C

isco em
ployees

:
\
rst lo

g
 in

to
 th

e
A

m
e
ric

a
s

P
a
rtn

e
r E

xp
e
rie

n
c
e
 in

 P
M

C
b
e
fo

re
 vie

w
in

g
 th

is
C

isc
o

E
m

p
lo

ye
e
 O

n
ly L

in
k)

TIP: Leverage Full-Service A
ctivities (FSA

s)
D

isc
u
ss th

e
 F

S
A

s w
ith

 yo
u
r C

isc
o
 P

a
rtn

e
r M

a
rke

tin
g

M
a
n
a
g
e
r to

 m
a
xim

ize
 yo

u
r m

a
rke

tin
g
 im

p
a
c
t b

a
se

d
 o

n

yo
u
r c

a
m

p
a
ig

n
 o

b
je

c
tive

s.
V

ie
w

 m
o
re

 in
fo

rm
a
tio

n

Recom
m

ended m
arketing guidance

1
. Launch P

M
C

Play 2
: C

o
m

p
e
te



C
reate aw

areness and generate new
 leads

U
se

 in
b
o
u
n
d
 d

ig
ita

l w
e
b
 ta

c
tic

s like
 th

e
 c

a
m

p
a
ig

n
 sh

a
ra

b
le

c
o
n
te

n
t a

n
d
 so

c
ia

l syn
d
ic

a
tio

n
 to

 d
rive

 tra
[

c
 to

 th
e

m
ic

ro
site

 w
e
b
 p

lu
g
-
in

. U
se

S
e
a
rc

h
 E

n
g
in

e
 O

p
tim

iza
tio

n

(S
E
O

)
a
n
d
 d

isp
lay a

d
s to

 d
rive

 tra
[

c
 to

 yo
u
r p

re
-
b
u
ilt

m
ic

ro
site

.

Set up your m
icrosite (w

eb plug-in)
S

e
t u

p
 yo

u
r fre

e
 c

a
m

p
a
ig

n
 m

ic
ro

site
 w

ith
syn

d
ic

a
te

d

c
o
n
te

n
t

a
n
d
 c

u
sto

m
ize

 th
e
 site

 w
ith

 yo
u
r c

o
m

p
a
n
y's c

o
n
ta

c
t

in
fo

rm
a
tio

n
 a

n
d
 lo

g
o
. U

se
 it to

 d
rive

 tra
[

c
 fro

m
 so

c
ia

l

m
e
d
ia

, a
n
d
 o

th
e
r d

ig
ita

l ta
c
tic

s to
 g

e
n
e
ra

te
 m

o
re

 le
a
d
s.

TIP
: U

se
 th

is
inbound m

arketing quick-start
guide

to
 m

a
xim

ize
 P

M
C

's d
ig

ita
l c

a
p
a
b
ilitie

s

G
enerate and respond to leads

In
b
o
u
n
d
 le

a
d
s m

ay re
ve

a
l th

e
m

se
lve

s b
y p

ro
vid

in
g
 th

e
ir

e
m

a
il a

d
d
re

ss to
 a

c
c
e
ss g

a
te

d
 o

Z
e
rs o

n
 yo

u
r m

ic
ro

site
.

A
lig

n
 w

ith
 yo

u
r sa

le
s te

a
m

 to
 e

n
su

re
 q

u
a
li\

e
d
 le

a
d
s a

re

c
o
n
ta

c
te

d
 in

 a
 tim

e
ly m

a
n
n
e
r. L

e
ve

ra
g
e
 th

e
 "

B
a
c
kg

ro
u
n
d

a
n
d
 E

n
a
b
le

m
e
n
t"

 se
c
tio

n
 o

f th
e
 P

M
C

 c
a
m

p
a
ig

n
.

Suggested Keyw
ords

zo
o
m

, zo
o
m

 u
s, zo

o
m

 m
e
e
tin

g
, zo

o
m

 c
o
n
fe

re
n
c
e
, w

h
a
t

is zo
o
m

, zo
o
m

 vid
e
o
 c

o
m

m
u
n
ic

a
tio

n
s, zo

o
m

 vid
e
o
,

zo
o
m

 d
o
w

n
lo

a
d
, zo

o
m

 vid
e
o
 c

o
n
fe

re
n
c
in

g
, zo

o
m

 c
a
ll,

zo
o
m

 c
lo

u
d
 m

e
e
tin

g
s

M
ic

ro
so

ft S
kyp

e
, S

kyp
e
 F

o
r B

u
sin

e
ss O

[
c
e
 3

6
5
, S

kyp
e

F
o
r B

u
sin

e
ss D

o
w

n
lo

a
d
, M

ic
ro

so
ft S

kyp
e
, S

kyp
e
 F

o
r

B
u
sin

e
ss O

n
lin

e
, M

ic
ro

so
ft S

kyp
e
 F

o
r B

u
sin

e
ss

*D
o
 n

o
t in

c
lu

d
e
 th

e
 C

isc
o
 o

r W
e
b
e
x b

ra
n
d
 in

 yo
u
r ke

yw
o
rd

s

Recom
m

ended m
arketing guidance

2
.B

uild
 an inb

o
und

 m
arke

ting
 strate

g
y

Play 2
: C

o
m

p
e
te



Ta
rg

e
t kn

o
w

n
 c

u
sto

m
e
rs to

 d
rive

 c
o
n
ve

rsa
tio

n
s

a
ro

u
n
d
 th

e
 p

o
w

e
r o

f th
e
 W

e
b
e
x p

la
tfo

rm
.

Leverage the 4-point em
ail journey

Ta
ke

 a
d
va

n
ta

g
e
 o

f th
e
 4

-
p
o
in

t e
m

a
il jo

u
rn

e
y to

 n
u
rtu

re
 n

e
w

le
a
d
s a

n
d
 se

n
d
 to

 e
xistin

g
 c

o
n
ta

c
ts. D

e
p
e
n
d
in

g
 o

n
 th

e

b
u
sin

e
ss o

u
tc

o
m

e
 yo

u
r o

rg
a
n
iza

tio
n
 is lo

o
kin

g
 to

 a
c
h
ie

ve
,

se
le

c
t th

e
 a

sse
ts fro

m
 th

e
 su

g
g
e
ste

d
 a

sse
t list.

Link your social m
edia

L
in

kin
g
 P

M
C

 to
 yo

u
r o

rg
a
n
iza

tio
n
's so

c
ia

l m
e
d
ia

 a
c
c
o
u
n
ts

a
llo

w
s yo

u
 to

 e
a
sily p

o
st fro

m
 yo

u
r c

o
n
n
e
c
te

d
 a

c
c
o
u
n
ts a

n
d

save
s yo

u
 va

lu
a
b
le

 tim
e
. U

se
 o

u
r

A
c
tiva

te
 S

o
c
ia

l M
e
d
ia

S
yn

d
ic

a
tio

n
 in

 P
M

C
 In

fo
g
ra

p
h
ic

o
r fo

llo
w

 th
is

h
e
lp

d
e
sk

a
rtic

le
to

 lin
k yo

u
r so

c
ia

l m
e
d
ia

 a
c
c
o
u
n
ts.

O
ther outbound m

arketing tactics
O

Z
e
r a

 w
e
b
in

a
r (o

r se
rie

s o
f w

e
b
in

a
rs) a

n
d
 e

ve
n
ts

(b
re

a
kfa

st b
rie

\
n
g
s, h

a
p
p
y h

o
u
rs, o

n
-
site

 d
e
m

o
s, lu

n
c
h
 a

n
d

le
a
rn

s) to
 sh

o
w

c
a
se

 a
n
d
 d

e
m

o
n
stra

te
 th

e
 C

o
g
n
itive

C
o
lla

b
o
ra

tio
n
 in

 C
isc

o
 W

e
b
e
x M

e
e
tin

g
s &

 Te
a
m

s a
n
d

W
e
b
e
x D

e
vic

e
s.

Suggested assets
F
o
r c

o
m

p
e
tin

g
 a

g
a
in

st Z
o
o
m

 a
n
d
 M

ic
ro

so
ft

•
[V

id
e
o
]
C

o
g
n
itive

 C
o
lla

b
o
ra

tio
n
: P

o
w

e
rin

g
 B

e
tte

r

M
e
e
tin

g
 E

xp
e
rie

n
c
e
s

•
[In

fo
g
ra

p
h
ic

]
C

o
g
n
itive

 C
o
lla

b
o
ra

tio
n
: T

h
e
 a

n
sw

e
r

to
 b

e
tte

r h
u
m

a
n
 e

xp
e
rie

n
c
e
s

•
[P

re
se

n
ta

tio
n
]
C

isc
o
 W

e
b
e
x M

e
e
tin

g
s B

D
M

 D
e
c
k

•
[P

re
se

n
ta

tio
n
]
E
B

C
 D

e
c
k: C

isc
o
 W

e
b
e
x Te

a
m

s

•
[W

h
ite

p
a
p
e
r]

P
e
o
p
le

 In
sig

h
ts: C

re
a
tin

g
 a

 H
u
m

a
n

C
o
lla

b
o
ra

tio
n
 E

xp
e
rie

n
c
e

Recom
m

ended m
arketing guidance

3
.B

uild
 an o

utb
o
und

 m
arke

ting
 strate

g
y

Play 2
: C

o
m

p
e
te



Incentives, Prom
otions, and Program

s
To

 in
c
re

a
se

 m
a
rg

in
s a

n
d
 a

c
c
e
le

ra
te

 p
ip

e
lin

e
:

•
Refuse to Lose

:
E
a
sily re

q
u
e
st fo

r c
re

d
its w

h
e
n
 yo

u

a
re

 in
 a

 c
o
m

p
e
titive

 situ
a
tio

n
 w

ith
 Z

o
o
m

 (o
r o

th
e
r

c
o
m

p
e
tito

rs) fo
r a

 W
e
b
e
x c

u
sto

m
e
r

•
Flex Partner Pricing Program

: p
ro

g
ra

m
m

a
tic

 p
ric

in
g

a
n
d
 d

isc
o
u
n
ts o

n
 C

isc
o
 F

le
x, in

c
lu

d
in

g
:

•
F
le

x N
a
m

e
d
 U

se
r M

e
e
tin

g
s p

ro
m

o
tio

n
s a

n
d
 S

m
a
ll

D
e
a
l A

c
c
e
le

ra
to

r -
 N

e
ve

r lo
se

 a
n
 S

M
B

 d
e
a
l!

L
e
ve

ra
g
e
 N

a
m

e
d
 U

se
r M

e
e
tin

g
s a

n
d
 S

M
B

 D
e
a
l

A
c
c
e
le

ra
to

r (u
p
 to

 5
3
%

) to
 ke

e
p
 c

o
sts lo

w
 b

y

p
u
rc

h
a
sin

g
 se

rvic
e
s o

n
ly fo

r th
o
se

 w
h
o
 n

e
e
d

th
e
m

.

•
F
le

x P
la

n
 fo

r E
d
u
c
a
tio

n
 "

L
e
a
rn

 W
ith

o
u
t L

im
its"

•
C

ollaboration M
igration Incentive Program

: u
p
 to

6
5
%

 d
isc

o
u
n
t fo

r c
o
m

p
e
titive

 h
a
rd

w
a
re

 (V
o
ic

e
/V

id
e
o

E
n
d
p
o
in

ts, B
E
6
K
, B

E
7
K
), in

c
e
n
t c

u
sto

m
e
rs to

 re
p
la

c
e

c
o
m

p
e
titive

 e
n
d
p
o
in

ts o
r re

fre
sh

 C
isc

o
 e

n
d
p
o
in

ts,

o
p
e
n
 to

 a
ll C

isc
o
 re

g
iste

re
d
 P

a
rtn

e
rs e

n
ro

lle
d
 in

 P
P

E

•
Flex Plan Value Transfer:

tra
n
sfe

r e
xistin

g
 lic

e
n
se

s

to
w

a
rd

s a
 F

le
x P

la
n
 su

b
sc

rip
tio

n
 w

ith
 c

o
m

p
e
llin

g

m
o
n
th

ly va
lu

e
 th

a
t c

o
n
tin

u
e
s a

t re
n
e
w

a
l

•
Fast Track for D

evices
: in

c
re

a
se

d
 d

isc
o
u
n
ts o

n

e
lig

ib
le

 h
a
rd

w
a
re

, w
h
ic

h
 c

a
n
 b

e
 c

o
m

b
in

e
d
 w

ith
 H

u
n
tin

g

(O
IP

) / Te
a
m

in
g
 (T

IP
) w

ith
o
u
t n

e
e
d
in

g
 a

p
p
ro

va
ls o

r d
e
a
l

ID
s.

C
h
e
c
k w

ith
 yo

u
r lo

c
a
l d

istrib
u
to

r to
 le

a
rn

 m
o
re

.

C
om

pete enablem
ent resources

Zoom
•

C
o
m

p
e
titive

 B
lu

e
p
rin

t:
In

fo
g
ra

p
h
ic

|
P

re
se

n
ta

tio
n

•
Z

o
o
m

 B
a
ttle

c
a
rd

 -
 C

o
m

p
e
tin

g
 o

n
 D

a
ta

M
icrosoft
•

C
o
m

p
e
titive

 B
lu

e
p
rin

t:
In

fo
g
ra

p
h
ic

|
P

re
se

n
ta

tio
n

•
C

o
m

p
e
titive

 B
lu

e
p
rin

t: W
e
b
e
x Te

a
m

s S
e
c
u
rity &

C
o
m

p
lia

n
c
e
 v. M

ic
ro

so
ft &

 S
la

c
k

C
ollaboration W

ar Room
Yo

u
r b

e
st re

so
u
rc

e
 fo

r a
rm

in
g
 yo

u
rse

lf to
 w

in

d
e
a
ls a

g
a
in

st kn
o
w

n
 c

o
m

p
e
tito

rs.
L
e
a
rn

 m
o
re

Sales and dem
o resources

To
 h

e
lp

 yo
u
 e

n
g
a
g
e
 w

ith
 c

u
sto

m
e
rs a

n
d
 b

e
st

sh
o
w

c
a
se

 c
o
lla

b
o
ra

tio
n
 e

xp
e
rie

n
c
e
s:

•
Boot Zoom

 Bot: le
ve

ra
g
e
 c

u
sto

m
e
r d

o
m

a
in

 n
a
m

e

to
 \

n
d
 o

u
t if th

e
y h

ave
 a

 zo
o
m

 a
c
c
o
u
n
t.

•
W

ebex Trials Program
:
e
n
ric

h
 th

e
 c

u
sto

m
e
r

e
xp

e
rie

n
c
e
 b

y d
ire

c
tly tria

lin
g
 C

isc
o
 W

e
b
e
x

se
rvic

e
s a

n
d
 o

p
tio

n
a
l C

isc
o
-
p
ro

vid
e
d
 e

n
d
p
o
in

ts.

•
Partner C

C
EP Toolbox

:
d
e
m

o
 W

e
b
e
x C

o
n
tro

l

H
u
b
, W

e
b
e
x Te

a
m

s D
L
P

 C
o
m

p
lia

n
c
e
, a

n
d
 m

o
re

.

A
c
c
e
ss to

 C
isc

o
 W

e
b
e
x M

e
e
tin

g
s, W

e
b
e
x Te

a
m

s,

a
n
d
 W

e
b
e
x C

a
llin

g
 in

 a
 sa

n
d
b
o
x e

n
viro

n
m

e
n
t.

•
C

U
W

P
: u

se
 C

isc
o
 in

 yo
u
r o

w
n
 b

u
sin

e
ss.

Recom
m

ended sales guidance

Play 2
: C

o
m

p
e
te



P
lay

3
M

odernize the
Base



O
ve

r th
e
 n

e
xt 3

-
5
 ye

a
rs, th

e
 2

0
B

 sq
u
a
re

 fe
e
t o

f to
d
ay's

c
o
rp

o
ra

te
 re

a
l e

sta
te

 sp
a
c
e
 w

ill c
o
n
so

lid
a
te

 b
y a

 th
ird

, w
ith

th
e
 re

m
a
in

in
g
 sp

a
c
e
 b

e
in

g
 tra

n
sfo

rm
e
d
 b

y a
c
tivity-

b
a
se

d

w
o
rkin

g
. A

s th
is sp

a
c
e
 tra

n
sfo

rm
s, th

e
 p

e
rc

e
n
ta

g
e
 o

f

c
o
lla

b
o
ra

tive
 sp

a
c
e
 ve

rsu
s in

d
ivid

u
a
l sp

a
c
e
 w

ill d
o
u
b
le

.

O
rg

a
n
iza

tio
n
s w

ill sp
e
n
d
 a

p
p
ro

xim
a
te

ly $
1
0
-
2
0
 p

e
r sq

u
a
re

fo
o
t o

n
 c

o
lla

b
o
ra

tio
n
 so

lu
tio

n
s in

 th
is n

e
w

 e
n
viro

n
m

e
n
t w

ith

vid
e
o
 a

 b
ig

 p
a
rt o

f th
e
 so

lu
tio

n
.

Your opportunity
•

G
re

a
t o

p
p
o
rtu

n
ity to

 re
-
e
n
g
a
g
e
 w

ith
 c

u
sto

m
e
rs a

n
d

id
e
n
tify o

p
p
o
rtu

n
itie

s to
 u

p
g
ra

d
e
 b

o
th

 h
a
rd

w
a
re

 a
n
d

so
ftw

a
re

•
M

o
ve

 c
u
sto

m
e
rs to

 th
e
 C

o
lla

b
o
ra

tio
n
 F

le
x P

la
n

•
G

a
in

 c
o
m

p
e
titive

 a
d
va

n
ta

g
e
 a

g
a
in

st Z
o
o
m

 a
n
d

e
n
tryw

ays in
to

 M
S

F
T
 d

e
a
ls to

 re
ta

in
 c

u
sto

m
e
rs

•
O

Z
e
r th

e
 c

o
g
n
itive

 c
o
lla

b
o
ra

tio
n
 va

lu
e
 p

ro
p
o
sitio

n
 th

a
t

is p
o
ssib

le
 w

h
e
n
 c

u
sto

m
e
rs a

re
 o

n
 th

e
 la

te
st a

n
d

g
re

a
te

st ve
rsio

n
s o

f so
ftw

a
re

 a
n
d
 h

a
rd

w
a
re

W
hy custom

ers should m
odernize

N
ext generation of em

ployee engagem
ent:

M
ille

n
n
ia

ls w
ill c

o
m

p
rise

 7
5
%

 o
f th

e
 w

o
rkfo

rc
e
 b

y 2
0
2
5

a
n
d
 th

is n
e
xt g

e
n
e
ra

tio
n
 o

f e
m

p
lo

ye
e
s e

xp
e
c
t ]

e
xib

ility

in
 a

ll a
sp

e
c
ts o

f th
e
ir p

ro
fe

ssio
n
a
l life

The rise of agile team
s:

T
h
e
 im

p
o
rta

n
c
e
 o

f b
u
sin

e
ss a

g
ility a

n
d
 c

re
a
tin

g
 a

 c
u
ltu

re

o
f in

n
o
va

tio
n
 is d

rivin
g
 a

 m
a
ssive

 sh
ift in

 th
e
 w

ay

c
o
m

p
a
n
ie

s a
re

 o
rg

a
n
ize

d
. C

ritic
a
l d

e
c
isio

n
s a

re

in
c
re

a
sin

g
ly m

a
d
e
 in

 sm
a
lle

r g
ro

u
p
s b

y d
yn

a
m

ic
 te

a
m

s.

The explosion of shared w
orkspaces:

C
o
n
tin

g
e
n
t w

o
rkfo

rc
e
s a

llo
w

 fo
r m

o
re

 ]
e
xib

le
, a

g
ile

, a
n
d

c
o
st-

e
Z

e
c
tive

 sta
[

n
g
 m

o
d
e
ls. C

o
n
se

q
u
e
n
tly, c

o
-

w
o
rkin

g
 sp

a
c
e
s h

ave
 g

ro
w

n
 a

t a
 ra

p
id

 ra
te

.

Target custom
er audience

•
C

u
sto

m
e
rs o

n
 o

ld
e
r ve

rsio
n
s o

f W
e
b
e
x M

e
e
tin

g
s

•
C

u
sto

m
e
rs w

ith
 o

ld
 c

o
n
fe

re
n
c
in

g
 h

a
rd

w
a
re

•
P

e
rso

n
a
s: H

R
, C

o
rp

o
ra

te
 R

e
a
l E

sta
te

/F
a
c
ilitie

s, IT

B
u
ye

r, E
n
d
-
U

se
r

P
lay ove

rvie
w

Play 3:
M

o
d
e
rn

ize
 th

e
 B

a
se



L
a
u
n
c
h
 th

e
W

ork Sm
arter w

ith W
ebex M

eetings &
 Team

s

cam
paign

o
n
 P

a
rtn

e
r M

a
rke

tin
g
 C

e
n
tra

l (P
M

C
).

(First tim
e users

: a
c
c
e
p
t th

e
 te

rm
s to

 c
re

a
te

 yo
u
r

a
c
c
o
u
n
t.C

isco em
ployees

:
\
rst lo

g
 in

to
 th

e
A

m
e
ric

a
s

P
a
rtn

e
r E

xp
e
rie

n
c
e
 in

 P
M

C
b
e
fo

re
 vie

w
in

g
 th

is
C

isc
o

E
m

p
lo

ye
e
 O

n
ly L

in
k)

TIP: Leverage Full-Service A
ctivities (FSA

s)
D

isc
u
ss th

e
 F

S
A

s w
ith

 yo
u
r C

isc
o
 P

a
rtn

e
r M

a
rke

tin
g

M
a
n
a
g
e
r to

 m
a
xim

ize
 yo

u
r m

a
rke

tin
g
 im

p
a
c
t b

a
se

d
 o

n

yo
u
r c

a
m

p
a
ig

n
 o

b
je

c
tive

s.
V

ie
w

 m
o
re

 in
fo

rm
a
tio

n

Recom
m

ended m
arketing guidance

1
. Launch P

M
C

Play 3
:
M

o
d
e
rn

ize
 th

e
 B

a
se



C
reate aw

areness and generate new
 leads

U
se

 in
b
o
u
n
d
 d

ig
ita

l w
e
b
 ta

c
tic

s like
 th

e
 c

a
m

p
a
ig

n
 sh

a
ra

b
le

c
o
n
te

n
t a

n
d
 so

c
ia

l syn
d
ic

a
tio

n
 to

 d
rive

 tra
[

c
 to

 th
e

m
ic

ro
site

 w
e
b
 p

lu
g
-
in

. U
se

S
e
a
rc

h
 E

n
g
in

e
 O

p
tim

iza
tio

n

(S
E
O

)
a
n
d
 d

isp
lay a

d
s to

 d
rive

 tra
[

c
 to

 yo
u
r p

re
-
b
u
ilt

m
ic

ro
site

.

Set up your m
icrosite (w

eb plug-in)
S

e
t u

p
 yo

u
r fre

e
 c

a
m

p
a
ig

n
 m

ic
ro

site
 w

ith
syn

d
ic

a
te

d

c
o
n
te

n
t

a
n
d
 c

u
sto

m
ize

 th
e
 site

 w
ith

 yo
u
r c

o
m

p
a
n
y's c

o
n
ta

c
t

in
fo

rm
a
tio

n
 a

n
d
 lo

g
o
. U

se
 it to

 d
rive

 tra
[

c
 fro

m
 so

c
ia

l

m
e
d
ia

, e
m

a
il, a

n
d
 o

th
e
r d

ig
ita

l ta
c
tic

s a
n
d
 g

e
n
e
ra

te
 m

o
re

le
a
d
s.

TIP
: U

se
 th

is
inbound m

arketing quick-start
guide

to
 m

a
xim

ize
 P

M
C

's d
ig

ita
l c

a
p
a
b
ilitie

s

G
enerate and respond to leads

In
b
o
u
n
d
 le

a
d
s (n

e
w

 a
n
d
 e

xistin
g
 c

o
n
ta

c
ts) m

ay re
ve

a
l

th
e
m

se
lve

s b
y p

ro
vid

in
g
 th

e
ir e

m
a
il a

d
d
re

ss to
 a

c
c
e
ss g

a
te

d

o
Z

e
rs o

n
 yo

u
r w

e
b
site

 o
r m

ic
ro

site
. A

lig
n
 w

ith
 yo

u
r sa

le
s

te
a
m

 to
 m

a
ke

 su
re

 q
u
a
li\

e
d
 le

a
d
s a

re
 c

o
n
ta

c
te

d
 in

 a
 tim

e
ly

m
a
n
n
e
r. L

e
ve

ra
g
e
 re

so
u
rc

e
s in

 th
e
 "

B
a
c
kg

ro
u
n
d
 a

n
d

E
n
a
b
le

m
e
n
t"

 se
c
tio

n
 o

f th
e
 P

M
C

 c
a
m

p
a
ig

n
.

Suggested Keyw
ords

C
o
n
fe

re
n
c
in

g
, M

e
e
tin

g
s, Te

le
c
o
n
fe

re
n
c
in

g
, W

e
b

M
e
e
tin

g
s, V

id
e
o
 C

o
n
fe

re
n
c
in

g
, C

o
n
fe

re
n
c
in

g
 W

e
b
in

a
r,

O
n
lin

e
 C

o
n
fe

re
n
c
in

g
, V

irtu
a
l M

e
e
tin

g
s, M

o
b
ile

 M
e
e
tin

g
s,

O
n
lin

e
 M

e
e
tin

g
s, B

u
sin

e
ss O

n
lin

e
 M

e
e
tin

g
s, B

u
sin

e
ss

V
id

e
o
 M

e
e
tin

g
 S

o
ftw

a
re

,
In

n
o
va

tive
 V

id
e
o
 M

e
e
tin

g
s,

V
id

e
o
 M

e
e
tin

g
s

*D
o
 n

o
t in

c
lu

d
e
 th

e
 C

isc
o
 o

r W
e
b
e
x b

ra
n
d
 in

 yo
u
r ke

yw
o
rd

s

Recom
m

ended m
arketing guidance

2
.B

uild
 an inb

o
und

 m
arke

ting
 strate

g
y

Play 3
:
M

o
d
e
rn

ize
 th

e
 B

a
se



Ta
rg

e
t kn

o
w

n
 c

u
sto

m
e
rs to

 d
rive

 c
o
n
ve

rsa
tio

n
s

a
ro

u
n
d
 w

h
y c

u
sto

m
e
rs sh

o
u
ld

 g
e
t o

n
 th

e
 la

te
st

ve
rsio

n
s o

f W
e
b
e
x M

e
e
tin

g
s a

n
d
 Te

a
m

s a
n
d

W
e
b
e
x d

e
vic

e
s.

Leverage the 4-point em
ail journey

Ta
ke

 a
d
va

n
ta

g
e
 o

f th
e
 4

-
p
o
in

t e
m

a
il jo

u
rn

e
y to

 n
u
rtu

re
 n

e
w

le
a
d
s a

n
d
 se

n
d
 to

 e
xistin

g
 c

o
n
ta

c
ts. D

e
p
e
n
d
in

g
 o

n
 th

e

b
u
sin

e
ss o

u
tc

o
m

e
 yo

u
r o

rg
a
n
iza

tio
n
 is lo

o
kin

g
 to

 a
c
h
ie

ve
,

se
le

c
t th

e
 a

sse
ts fro

m
 th

e
 su

g
g
e
ste

d
 a

sse
t list.

Link your social m
edia

L
in

kin
g
 P

M
C

 to
 yo

u
r o

rg
a
n
iza

tio
n
's so

c
ia

l m
e
d
ia

 a
c
c
o
u
n
ts

a
llo

w
s yo

u
 to

 e
a
sily p

o
st fro

m
 yo

u
r c

o
n
n
e
c
te

d
 a

c
c
o
u
n
ts a

n
d

save
s yo

u
 va

lu
a
b
le

 tim
e
. U

se
 o

u
r

A
c
tiva

te
 S

o
c
ia

l M
e
d
ia

S
yn

d
ic

a
tio

n
 in

 P
M

C
 In

fo
g
ra

p
h
ic

o
r fo

llo
w

 th
is

h
e
lp

d
e
sk

a
rtic

le
to

 lin
k yo

u
r so

c
ia

l m
e
d
ia

 a
c
c
o
u
n
ts.

O
ther outbound m

arketing tactics
O

Z
e
r a

 w
e
b
in

a
r (o

r se
rie

s o
f w

e
b
in

a
rs) a

n
d
 e

ve
n
ts

(b
re

a
kfa

st b
rie

\
n
g
s, h

a
p
p
y h

o
u
rs, o

n
-
site

 d
e
m

o
s, lu

n
c
h
 a

n
d

le
a
rn

s) to
 sh

o
w

c
a
se

 a
n
d
 d

e
m

o
n
stra

te
 th

e
 C

o
g
n
itive

C
o
lla

b
o
ra

tio
n
 in

 C
isc

o
 W

e
b
e
x M

e
e
tin

g
s &

 Te
a
m

s a
n
d

W
e
b
e
x D

e
vic

e
s.

E
n
c
o
u
ra

g
e
 yo

u
r sa

le
s te

a
m

s to
 u

se
p
ro

p
o
sa

l g
e
n
e
ra

to
rs

fo
r

th
e
ir h

ig
h
-
to

u
c
h
 c

u
sto

m
e
r e

n
g
a
g
e
m

e
n
ts. T

h
e
se

 a
re

 h
ig

h
ly

va
lu

a
b
le

 c
o
-
b
ra

n
d
a
b
le

 le
ave

-
b
e
h
in

d
 d

o
c
u
m

e
n
ts th

a
t in

c
lu

d
e

va
lu

e
 p

ro
p
 sta

te
m

e
n
ts, b

u
sin

e
ss o

u
tc

o
m

e
s, a

n
d
 m

o
re

.

T
h
e
re

 is n
o
 c

o
st to

 le
ve

ra
g
e
.

Suggested assets
F
o
r m

o
d
e
rn

izin
g
 th

e
 b

a
se

•
[V

id
e
o
]
C

o
g
n
itive

 C
o
lla

b
o
ra

tio
n
: P

o
w

e
rin

g
 B

e
tte

r

M
e
e
tin

g
 E

xp
e
rie

n
c
e
s

•
[In

fo
g
ra

p
h
ic

]
C

o
g
n
itive

 C
o
lla

b
o
ra

tio
n
: T

h
e
 a

n
sw

e
r

to
 b

e
tte

r h
u
m

a
n
 e

xp
e
rie

n
c
e
s

•
[P

re
se

n
ta

tio
n
]
C

isc
o
 W

e
b
e
x M

e
e
tin

g
s B

D
M

 D
e
c
k

•
[P

re
se

n
ta

tio
n
]
E
B

C
 D

e
c
k: C

isc
o
 W

e
b
e
x Te

a
m

s

•
[W

h
ite

p
a
p
e
r]

P
e
o
p
le

 In
sig

h
ts: C

re
a
tin

g
 a

 H
u
m

a
n

C
o
lla

b
o
ra

tio
n
 E

xp
e
rie

n
c
e

Recom
m

ended m
arketing guidance

3
.B

uild
 an o

utb
o
und

 m
arke

ting
 strate

g
y

Play 3
: M

o
d
e
rn

ize
 th

e
 B

a
se



Incentives, Prom
otions, and Program

s
To

 in
c
re

a
se

 m
a
rg

in
s a

n
d
 a

c
c
e
le

ra
te

 p
ip

e
lin

e
:

•
Flex Partner Pricing Program

: p
ro

g
ra

m
m

a
tic

 p
ric

in
g

a
n
d
 d

isc
o
u
n
ts o

n
 C

isc
o
 F

le
x, in

c
lu

d
in

g
:

•
F
le

x N
a
m

e
d
 U

se
r M

e
e
tin

g
s p

ro
m

o
tio

n
s a

n
d
 S

m
a
ll

D
e
a
l A

c
c
e
le

ra
to

r: u
p
 to

 5
3
%

 to
 ke

e
p
 c

o
sts lo

w
 b

y

p
u
rc

h
a
sin

g
 se

rvic
e
s fo

r th
o
se

 w
h
o
 n

e
e
d
 th

e
m

.

•
F
le

x P
la

n
 fo

r E
d
u
c
a
tio

n
 "

L
e
a
rn

 W
ith

o
u
t L

im
its"

•
M

IP Video D
evice + M

eetings A
ccelerator:

g
e
t u

p
 to

6
8
%

 d
isc

o
u
n
t o

n
 vid

e
o
 h

a
rd

w
a
re

 w
h
e
n
 yo

u
 c

o
m

b
in

e
 a

t

le
a
st 5

 F
L
E
X

 u
se

rs m
e
e
tin

g
s in

 yo
u
r d

e
a
l

•
Flex Plan Value Transfer:

tra
n
sfe

r e
xistin

g
 lic

e
n
se

s

to
w

a
rd

s a
 F

le
x P

la
n
 su

b
sc

rip
tio

n
 w

ith
 c

o
m

p
e
llin

g

m
o
n
th

ly va
lu

e
 th

a
t c

o
n
tin

u
e
s a

t re
n
e
w

a
l

•
Fast Track for D

evices
: in

c
re

a
se

d
 d

isc
o
u
n
ts o

n

e
lig

ib
le

 h
a
rd

w
a
re

, w
h
ic

h
 c

a
n
 b

e
 c

o
m

b
in

e
d
 w

ith
 H

u
n
tin

g

(O
IP

) / Te
a
m

in
g
 (T

IP
) w

ith
o
u
t n

e
e
d
in

g
 a

p
p
ro

va
ls o

r d
e
a
l

ID
s.

C
h
e
c
k w

ith
 yo

u
r lo

c
a
l d

istrib
u
to

r to
 kn

o
w

 m
o
re

.

Steps to w
in

1
.

Register your deal in C
isco C

om
m

erce
W

orkspace (C
C

W
)

•
U

n
d
e
r "

M
ig

ra
tio

n
,"

 se
le

c
t if yo

u
 a

re
 m

ig
ra

tin
g

C
isc

o
 p

ro
d
u
c
ts o

r c
o
m

p
e
titive

 p
ro

d
u
c
ts, c

lic
k

save
 a

n
d
 c

o
n
tin

u
e

2
.

A
nsw

er the questionnaire
3

.
Tell us w

hat products your are
m

igrating from
1

.
C

lic
k th

e
 Q

u
o
te

 ta
b
 w

ith
in

 th
e
 d

e
a
l

2
.

C
lic

k th
e
 Tra

d
e
 In

 Ite
m

s ta
b

3
.

C
lic

k th
e
 a

p
p
lic

a
b
le

 o
p
tio

n
:

•
If yo

u
 a

re
 a

d
d
in

g
 C

isc
o
®

 p
ro

d
u
c
ts, c

lic
k

A
d
d
  C

isc
o
 P

ro
d
u
c
ts

•
If yo

u
 a

re
 a

d
d
in

g
 c

o
m

p
e
tito

r p
ro

d
u
c
ts,

c
lic

k A
d
d
 C

o
m

p
e
tito

r P
ro

d
u
c
ts

4
.

C
lic

k S
ave

 a
n
d
 C

o
n
tin

u
e

N
O

TE
:
vie

w
 list

o
f c

o
m

p
e
titive

 P
ro

d
u
c
t Id

e
n
ti\

e
rs (P

ID
s)

Refresh enablem
ent resources

•
F
le

x Yo
u
r R

e
fre

sh
 -

 P
layb

o
o
k

•
F
le

x yo
u
r R

e
fre

sh
 -

 P
layb

o
o
k S

u
m

m
a
ry

Sales and dem
o resources

E
n
g
a
g
e
 w

ith
 c

u
sto

m
e
rs a

n
d
 b

e
st sh

o
w

c
a
se

c
o
lla

b
o
ra

tio
n
 e

xp
e
rie

n
c
e
s:

•
W

ebex Trials Program
:
e
n
ric

h
 th

e
 c

u
sto

m
e
r

e
xp

e
rie

n
c
e
 b

y d
ire

c
tly tria

lin
g
 C

isc
o
 W

e
b
e
x

se
rvic

e
s a

n
d
 o

p
tio

n
a
l C

isc
o
-
p
ro

vid
e
d
 e

n
d
p
o
in

ts.

•
Partner C

C
EP Toolbox

: S
ig

n
-
u
p
 a

n
d
 g

e
t a

c
c
e
ss

to
 C

isc
o
 W

e
b
e
x M

e
e
tin

g
s, W

e
b
e
x Te

a
m

s, a
n
d

W
e
b
e
x C

a
llin

g
 sa

n
d
b
o
xe

s a
n
d
 d

e
m

o
s.

•
C

U
W

P
:
g
ive

s yo
u
 th

e
 o

p
p
o
rtu

n
ity to

 u
se

 C
isc

o

so
lu

tio
n
s in

 yo
u
r o

w
n
 b

u
sin

e
ss.

Recom
m

ended sales guidance

Play 3
: M

o
d
e
rn

ize
 th

e
 B

a
se



P
lay

3
C

apture G
reen>eld

O
pportunities



The w
ay people w

ork together is
changing.
T
h
is c

h
a
n
g
e
 is d

rive
n
 b

y tw
o
 tre

n
d
s:

1
.

C
o
m

p
e
titive

 e
n
viro

n
m

e
n
t – b

u
sin

e
sse

s h
ave

 to

re
a
c
t a

n
d
 re

sp
o
n
d
 fa

ste
r to

 th
e
ir m

a
rke

ts, \
n
d

n
e
w

 m
a
rke

ts, a
n
d
 p

ro
te

c
t th

e
ir p

o
sitio

n
s fro

m

n
e
w

 e
n
tra

n
ts.

2
.

N
e
w

 te
c
h
n
o
lo

g
y – c

o
m

p
e
titive

 a
d
va

n
ta

g
e
s a

re

b
e
in

g
 re

a
lize

d
 th

a
n
ks to

 th
e
 a

Z
o
rd

a
b
ility a

n
d

ava
ila

b
ility o

f n
e
w

 te
c
h
n
o
lo

g
y, a

p
p
lic

a
tio

n
s,

a
n
d
 se

rvic
e
s.

F
o
r th

e
se

 re
a
so

n
s, a

n
d
 o

th
e
rs, b

u
sin

e
sse

s a
re

fo
rm

in
g
 m

o
re

 a
g
ile

 te
a
m

s th
a
t c

a
n
 m

o
ve

 q
u
ic

kly

d
u
e
 to

 m
o
re

 e
Z

e
c
tive

 c
o
lla

b
o
ra

tio
n
, re

g
a
rd

le
ss o

f

p
h
ysic

a
l lo

c
a
tio

n
s.

Your opportunity
•

E
xp

a
n
d
 yo

u
r m

a
rke

t re
a
c
h
 a

n
d
 re

c
ru

it n
e
w

c
u
sto

m
e
rs le

ve
ra

g
in

g
 th

e
 c

o
g
n
itive

c
o
lla

b
o
ra

tio
n
 va

lu
e
 p

ro
p
o
sitio

n

•
W

in
 th

e
 w

o
rkp

la
c
e
 tra

n
sfo

rm
a
tio

n
 m

a
rke

t

o
p
p
o
rtu

n
ity

•
E
xp

a
n
d
 c

u
sto

m
e
r re

la
tio

n
sh

ip
s b

e
yo

n
d
 se

ll

a
n
d
 su

p
p
o
rt to

 a
 life

c
yc

le
 o

p
p
o
rtu

n
ity:

P
u
rc

h
a
se

/L
a
n
d
, A

d
o
p
t, E

xp
a
n
d
, R

e
n
e
w

—
a

c
yc

le
 th

a
t c

o
n
tin

u
e
s in

d
e
\
n
ite

ly.

•
S

e
ll in

to
 ve

rtic
a
l m

a
rke

ts. C
isc

o
 C

o
lla

b
o
ra

tio
n

is a
 p

ro
ve

n
 w

in
n
e
r in

 e
d
u
c
a
tio

n
, h

e
a
lth

c
a
re

,

a
n
d
 re

ta
il in

 p
a
rtic

u
la

r.

•
G

o
 b

e
yo

n
d
 tra

n
sa

c
tin

g
 h

a
rd

w
a
re

 C
a
p
e
x d

e
a
ls

to
 o

n
g
o
in

g
 re

la
tio

n
sh

ip
s w

h
e
re

 yo
u
 h

e
lp

c
u
sto

m
e
rs tra

n
sfo

rm
 th

e
 w

ay th
e
y c

a
ll, m

e
e
t,

m
e
ssa

g
e
, a

n
d
 in

te
ra

c
t.

Target custom
er audience

L
e
ve

ra
g
e
 th

e
 c

u
sto

m
e
r p

e
rso

n
a
s o

u
tlin

e
d
 in

 th
e

C
a
m

p
a
ig

n
 O

ve
rvie

w
 se

c
tio

n

P
lay ove

rvie
w

Play 4:
C

a
p
tu

re
 G

re
e
n
\
e
ld

 O
p
p
o
rtu

n
itie

s



L
a
u
n
c
h
 th

e
W

ork Sm
arter w

ith W
ebex M

eetings &
 Team

s

cam
paign

o
n
 P

a
rtn

e
r M

a
rke

tin
g
 C

e
n
tra

l (P
M

C
).

(First tim
e users

: a
c
c
e
p
t th

e
 te

rm
s to

 c
re

a
te

 yo
u
r

a
c
c
o
u
n
t.C

isco em
ployees

:
\
rst lo

g
 in

to
 th

e
A

m
e
ric

a
s

P
a
rtn

e
r E

xp
e
rie

n
c
e
 in

 P
M

C
b
e
fo

re
 vie

w
in

g
 th

is
C

isc
o

E
m

p
lo

ye
e
 O

n
ly L

in
k)

TIP: Leverage Full-Service A
ctivities (FSA

s)
D

isc
u
ss th

e
 F

S
A

s w
ith

 yo
u
r C

isc
o
 P

a
rtn

e
r M

a
rke

tin
g

M
a
n
a
g
e
r to

 m
a
xim

ize
 yo

u
r m

a
rke

tin
g
 im

p
a
c
t b

a
se

d
 o

n

yo
u
r c

a
m

p
a
ig

n
 o

b
je

c
tive

s.
V

ie
w

 m
o
re

 in
fo

rm
a
tio

n

Recom
m

ended m
arketing guidance

1
. Launch P

M
C

Play 4
:
C

a
p
tu

re
 G

re
e
n
\
e
ld

 O
p
p
o
rtu

n
itie

s



C
reate aw

areness and generate new
 leads

U
se

 in
b
o
u
n
d
 d

ig
ita

l w
e
b
 ta

c
tic

s like
 th

e
 c

a
m

p
a
ig

n
 sh

a
ra

b
le

c
o
n
te

n
t a

n
d
 so

c
ia

l syn
d
ic

a
tio

n
 to

 d
rive

 tra
[

c
 to

 th
e

m
ic

ro
site

 w
e
b
 p

lu
g
-
in

. U
se

S
e
a
rc

h
 E

n
g
in

e
 O

p
tim

iza
tio

n

(S
E
O

)
a
n
d
 d

isp
lay a

d
s to

 d
rive

 tra
[

c
 to

 yo
u
r p

re
-
b
u
ilt

m
ic

ro
site

.

Set up your m
icrosite (w

eb plug-in)
S

e
t u

p
 yo

u
r fre

e
 c

a
m

p
a
ig

n
 m

ic
ro

site
 w

ith
syn

d
ic

a
te

d

c
o
n
te

n
t

a
n
d
 c

u
sto

m
ize

 th
e
 site

 w
ith

 yo
u
r c

o
m

p
a
n
y's c

o
n
ta

c
t

in
fo

rm
a
tio

n
 a

n
d
 lo

g
o
. U

se
 it to

 d
rive

 tra
[

c
 fro

m
 so

c
ia

l

m
e
d
ia

, e
m

a
il, a

n
d
 o

th
e
r d

ig
ita

l ta
c
tic

s a
n
d
 g

e
n
e
ra

te
 m

o
re

le
a
d
s.

TIP
: U

se
 th

is
inbound m

arketing quick-start
guide

to
 m

a
xim

ize
 P

M
C

's d
ig

ita
l c

a
p
a
b
ilitie

s

G
enerate and respond to leads

In
b
o
u
n
d
 le

a
d
s (n

e
w

 a
n
d
 e

xistin
g
 c

o
n
ta

c
ts) m

ay re
ve

a
l

th
e
m

se
lve

s b
y p

ro
vid

in
g
 th

e
ir e

m
a
il a

d
d
re

ss to
 a

c
c
e
ss g

a
te

d

o
Z

e
rs o

n
 yo

u
r w

e
b
site

 o
r m

ic
ro

site
. A

lig
n
 w

ith
 yo

u
r sa

le
s

te
a
m

 to
 m

a
ke

 su
re

 q
u
a
li\

e
d
 le

a
d
s a

re
 c

o
n
ta

c
te

d
 in

 a
 tim

e
ly

m
a
n
n
e
r. L

e
ve

ra
g
e
 re

so
u
rc

e
s in

 th
e
 "

B
a
c
kg

ro
u
n
d
 a

n
d

E
n
a
b
le

m
e
n
t"

 se
c
tio

n
 o

f th
e
 P

M
C

 c
a
m

p
a
ig

n
.

Suggested Keyw
ords

C
o
n
fe

re
n
c
in

g
, M

e
e
tin

g
s, Te

le
c
o
n
fe

re
n
c
in

g
, W

e
b

M
e
e
tin

g
s, V

id
e
o
 C

o
n
fe

re
n
c
in

g
, C

o
n
fe

re
n
c
in

g
 W

e
b
in

a
r,

O
n
lin

e
 C

o
n
fe

re
n
c
in

g
, V

irtu
a
l M

e
e
tin

g
s, M

o
b
ile

 M
e
e
tin

g
s,

O
n
lin

e
 M

e
e
tin

g
s, B

u
sin

e
ss O

n
lin

e
 M

e
e
tin

g
s, B

u
sin

e
ss

V
id

e
o
 M

e
e
tin

g
 S

o
ftw

a
re

,
In

n
o
va

tive
 V

id
e
o
 M

e
e
tin

g
s,

V
id

e
o
 M

e
e
tin

g
s, C

o
g
n
itive

 C
o
lla

b
o
ra

tio
n

*D
o
 n

o
t in

c
lu

d
e
 th

e
 C

isc
o
 o

r W
e
b
e
x b

ra
n
d
 in

 yo
u
r ke

yw
o
rd

s

Recom
m

ended m
arketing guidance

2
.B

uild
 an inb

o
und

 m
arke

ting
 strate

g
y

Play 4
:
C

a
p
tu

re
 G

re
e
n
\
e
ld

 O
p
p
o
rtu

n
itie

s



Ta
rg

e
t kn

o
w

n
 c

u
sto

m
e
rs to

 d
rive

 c
o
n
ve

rsa
tio

n
s

a
ro

u
n
d
 w

h
y c

u
sto

m
e
rs sh

o
u
ld

 g
e
t o

n
 th

e
 la

te
st

ve
rsio

n
s o

f W
e
b
e
x M

e
e
tin

g
s a

n
d
 Te

a
m

s a
n
d

W
e
b
e
x d

e
vic

e
s.

Leverage the 4-point em
ail journey

Ta
ke

 a
d
va

n
ta

g
e
 o

f th
e
 4

-
p
o
in

t e
m

a
il jo

u
rn

e
y to

 n
u
rtu

re
 n

e
w

le
a
d
s a

n
d
 se

n
d
 to

 e
xistin

g
 c

o
n
ta

c
ts. D

e
p
e
n
d
in

g
 o

n
 th

e

b
u
sin

e
ss o

u
tc

o
m

e
 yo

u
r o

rg
a
n
iza

tio
n
 is lo

o
kin

g
 to

 a
c
h
ie

ve
,

se
le

c
t th

e
 a

sse
ts fro

m
 th

e
 su

g
g
e
ste

d
 a

sse
t list.

Link your social m
edia

L
in

kin
g
 P

M
C

 to
 yo

u
r o

rg
a
n
iza

tio
n
's so

c
ia

l m
e
d
ia

 a
c
c
o
u
n
ts

a
llo

w
s yo

u
 to

 e
a
sily p

o
st fro

m
 yo

u
r c

o
n
n
e
c
te

d
 a

c
c
o
u
n
ts a

n
d

save
s yo

u
 va

lu
a
b
le

 tim
e
. U

se
 o

u
r

A
c
tiva

te
 S

o
c
ia

l M
e
d
ia

S
yn

d
ic

a
tio

n
 in

 P
M

C
 In

fo
g
ra

p
h
ic

o
r fo

llo
w

 th
is

h
e
lp

d
e
sk

a
rtic

le
to

 lin
k yo

u
r so

c
ia

l m
e
d
ia

 a
c
c
o
u
n
ts.

O
ther outbound m

arketing tactics
O

Z
e
r a

 w
e
b
in

a
r (o

r se
rie

s o
f w

e
b
in

a
rs) a

n
d
 e

ve
n
ts

(b
re

a
kfa

st b
rie

\
n
g
s, h

a
p
p
y h

o
u
rs, o

n
-
site

 d
e
m

o
s, lu

n
c
h
 a

n
d

le
a
rn

s) to
 sh

o
w

c
a
se

 a
n
d
 d

e
m

o
n
stra

te
 th

e
 C

o
g
n
itive

C
o
lla

b
o
ra

tio
n
 in

 C
isc

o
 W

e
b
e
x M

e
e
tin

g
s &

 Te
a
m

s a
n
d

W
e
b
e
x D

e
vic

e
s.

E
n
c
o
u
ra

g
e
 yo

u
r sa

le
s te

a
m

s to
 u

se
p
ro

p
o
sa

l g
e
n
e
ra

to
rs

fo
r

th
e
ir h

ig
h
-
to

u
c
h
 c

u
sto

m
e
r e

n
g
a
g
e
m

e
n
ts. T

h
e
se

 a
re

 h
ig

h
ly

va
lu

a
b
le

 c
o
-
b
ra

n
d
a
b
le

 le
ave

-
b
e
h
in

d
 d

o
c
u
m

e
n
ts th

a
t in

c
lu

d
e

va
lu

e
 p

ro
p
 sta

te
m

e
n
ts, b

u
sin

e
ss o

u
tc

o
m

e
s, a

n
d
 m

o
re

.

T
h
e
re

 is n
o
 c

o
st to

 le
ve

ra
g
e
.

Suggested assets
F
o
r c

a
p
tu

rin
g
 g

re
e
n
\
e
ld

 o
p
p
o
rtu

n
itie

s, le
ve

ra
g
e

th
e
 fu

ll b
re

a
d
th

 o
f th

e
 m

a
rke

tin
g
 a

sse
t o

Z
e
rin

g

(vie
w

 h
e
re

)
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a
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p
p
o
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n
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Incentives, Prom
otions, and Program

s
To

 in
c
re

a
se

 m
a
rg

in
s a

n
d
 a

c
c
e
le

ra
te

 p
ip

e
lin

e
:

•
Flex Partner Pricing Program

: p
ro

g
ra

m
m

a
tic

 p
ric

in
g

a
n
d
 d

isc
o
u
n
ts o

n
 C

isc
o
 F

le
x, in

c
lu

d
in

g
:

•
F
le

x N
a
m

e
d
 U

se
r M

e
e
tin

g
s p

ro
m

o
tio

n
s a

n
d
 S

m
a
ll

D
e
a
l A

c
c
e
le

ra
to

r: u
p
 to

 5
3
%

 to
 ke

e
p
 c

o
sts lo

w
 b

y

p
u
rc

h
a
sin

g
 se

rvic
e
s fo

r th
o
se

 w
h
o
 n

e
e
d
 th

e
m

.

•
F
le

x P
la

n
 fo

r E
d
u
c
a
tio

n
 "

L
e
a
rn

 W
ith

o
u
t L

im
its"

•
M

IP Video D
evice + M

eetings A
ccelerator:

g
e
t u

p
 to

6
8
%

 d
isc

o
u
n
t o

n
 vid

e
o
 h

a
rd

w
a
re

 w
h
e
n
 yo

u
 c

o
m

b
in

e
 a

t

le
a
st 5

 F
L
E
X

 u
se

rs m
e
e
tin

g
s in

 yo
u
r d

e
a
l

•
Flex Plan Value Transfer:

tra
n
sfe

r e
xistin

g
 lic

e
n
se

s

to
w

a
rd

s a
 F

le
x P

la
n
 su

b
sc

rip
tio

n
 w

ith
 c

o
m

p
e
llin

g

m
o
n
th

ly va
lu

e
 th

a
t c

o
n
tin

u
e
s a

t re
n
e
w

a
l

•
Fast Track for D

evices
: in

c
re

a
se

d
 d

isc
o
u
n
ts o

n

e
lig

ib
le

 h
a
rd

w
a
re

, w
h
ic

h
 c

a
n
 b

e
 c

o
m

b
in

e
d
 w

ith
 H

u
n
tin

g

(O
IP

) / Te
a
m

in
g
 (T

IP
) w

ith
o
u
t n

e
e
d
in

g
 a

p
p
ro

va
ls o

r d
e
a
l

ID
s.

C
h
e
c
k w

ith
 yo

u
r lo

c
a
l d

istrib
u
to

r to
 kn

o
w

 m
o
re

.

Sales and dem
o resources

E
n
g
a
g
e
 w

ith
 c

u
sto

m
e
rs a

n
d
 b

e
st sh

o
w

c
a
se

c
o
lla

b
o
ra

tio
n
 e

xp
e
rie

n
c
e
s:

•
W

ebex Trials Program
:
e
n
ric

h
 th

e

c
u
sto

m
e
r e

xp
e
rie

n
c
e
 b

y d
ire

c
tly tria

lin
g

C
isc

o
 W

e
b
e
x se

rvic
e
s a

n
d
 o

p
tio

n
a
l C

isc
o
-

p
ro

vid
e
d
 e

n
d
p
o
in

ts.

•
Partner C

C
EP Toolbox

: S
ig

n
-
u
p
 a

n
d
 g

e
t

a
c
c
e
ss to

 C
isc

o
 W

e
b
e
x M

e
e
tin

g
s, W

e
b
e
x

Te
a
m

s, a
n
d
 W

e
b
e
x C

a
llin

g
 sa

n
d
b
o
xe

s a
n
d

d
e
m

o
s.

•
C

U
W

P
:
g
ive

s yo
u
 th

e
 o

p
p
o
rtu

n
ity to

 u
se

C
isc

o
 so

lu
tio

n
s in

 yo
u
r o

w
n
 b

u
sin

e
ss.
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u
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G
e
t a

c
c
e
ss to

 lo
g
o
s,

p
h
o
to

g
ra

p
h
y, te

m
p
la

te
s, a

n
d

o
th

e
r b

ra
n
d
 re

so
u
rc

e
s

U
se

 th
is h

u
b
 to

 q
u
ic

kly a
n
d

e
a
sily \

n
d
 sa

le
s c

o
lla

te
ra

l,

la
u
n
c
h
 in

fo
rm

a
tio

n
, p

ro
p
o
sa

ls,

la
te

st tra
in

in
g
 m

a
te

ria
ls, a

n
d

ro
a
d
m

a
p
 in

fo
rm

a
tio

n

T
h
e
se

 p
o
rta

ls w
ill a

rm
 yo

u
 w

ith

a
ll th

e
 re

so
u
rc

e
s yo

u
 n

e
e
d
 to

a
c
c
e
le

ra
te

 yo
u
r sa

le
s a

n
d

m
e
e
t yo

u
r b

u
sin

e
ss o

b
je

c
tive

s

S
tay in

 th
e
 kn

o
w

 o
f th

e
 la

te
st

c
o
lla

b
o
ra

tio
n
 to

p
ic

s a
n
d
 jo

in

th
e
 c

o
n
ve

rsa
tio

n
 w

ith
 C

isc
o

su
b
je

c
t m

a
tte

r e
xp

e
rts a

n
d

yo
u
r p

e
e
rs

F
u
e
l yo

u
r m

a
rke

tin
g
 e

Z
o
rts

w
ith

 b
e
st p

ra
c
tic

e
s a

n
d

tra
in

in
g
 re

so
u
rc

e
s, d

e
sig

n
e
d

e
xc

lu
sive

ly to
 h

e
lp

 e
vo

lve
 yo

u
r

m
a
rke

tin
g
 e

xp
e
rtise

C
ontent C

reation
: q

u
ic

kly c
re

a
te

vid
e
o
s, sc

rip
ts, w

e
b
 p

a
g
e
s,

d
o
c
u
m

e
n
ts, a

n
d
 u

p
lo

a
d
 im

a
g
e
s to

sh
a
re

 w
ith

 yo
u
r a

u
d
ie

n
c
e
.

IP Listening
: p

u
rc

h
a
se

 in
te

n
t sig

h
t

(IP
 liste

n
in

g
), a

s w
e
ll a

s A
c
c
o
u
n
t

B
a
se

d
 M

a
rke

tin
g
 b

a
se

d
 o

n
 th

e
 1

5
0
+

ta
rg

e
te

d
 w

e
b
site

s m
o
n
ito

re
d
 b

y

Te
c
h
Ta

rg
e
t.

D
igital Presence

: e
n
h
a
n
c
e
 yo

u
r

d
ig

ita
l fo

o
tp

rin
t w

ith
 e

n
g
a
g
in

g
 b

u
ye

r

c
o
n
te

n
t.

D
igital D

em
and G

eneration
: b

u
ild

a
 m

u
lti-

to
u
c
h
 d

ig
ita

l c
a
m

p
a
ig

n

a
lig

n
e
d
 to

 yo
u
r se

llin
g
 m

o
tio

n
.

A
nim

ated Videos
: m

a
rke

t yo
u
r

c
o
m

p
a
n
y w

ith
 vid

e
o
s th

a
t b

rin
g
 yo

u
r

a
c
h
ie

ve
m

e
n
ts to

 life
.

TIP
: C

h
e
c
k o

u
t o

u
r

P
a
rtn

e
r

P
lu

s S
p
e
n
d
 G

u
id

e
-
 it's a

q
u
ic

k a
n
d
 e

a
sy-

to
-
u
se

 w
ay

to
 h

e
lp

 yo
u
 n

avig
a
te

 th
e

b
e
st w

ay to
 a

llo
c
a
te

u
n
u
se

d
 fu

n
d
s.

Take advantage of Full Service A
ctivities (FSA

s)

D
isc

u
ss th

e
se

 F
S

A
s w

ith
 yo

u
r C

isc
o
 P

a
rtn

e
r M

a
rke

tin
g
 M

a
n
a
g
e
r to

m
a
xim

ize
 yo

u
r im

p
a
c
t a

n
d
 d

rive
 e

ve
n
 m

o
re

 d
e
m

a
n
d
 u

sin
g
 th

e
se

 su
g
g
e
ste

d

a
c
tivitie

s, b
u
ild

in
g
 a

 c
u
sto

m
 F

S
A

 a
p
p
ro

a
c
h
, o

r c
o
m

b
in

in
g
 th

e
se

 w
ith

 yo
u
r

o
w

n
 m

a
rke

tin
g
 ve

n
d
o
r re

la
tio

n
sh

ip
s.



T
h
a
n
k yo

u
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a
d
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g
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e

Partner M
arketing Playbook:

W
o
rk S

m
a
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r w
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e
b
e
x

M
e
e
tin

g
s &

 Te
a
m

s
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w
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