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India Commercial Opportunity

Growing
Base

Bharat Plus
Network spend

SMB IT Spend Cities

375

companies daily
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Cisco GMV and team Analysis
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How we do it..

1.Market Transitions/Customer needs
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2.Technology/Business Solutions
Unified Access Unified Computing  Pervasive security Collaboration

3.Scalable GTM Models
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Programs and _
Partner Led measurement Intelligence Enablement
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New sources of
funding

Flexible Models

<

Partner Profits



Cisco’s Made for Midmarket Portfolio

Solving Top IT and Business Challenges
Made for

Midmarket
Portfolio
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Cisco Powered Clouds and MS Partner Delivered
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SMART SOLUTIONS
BYOD / Virtualized Foundation / Virtual Desktop / Industrial Networking .
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The partnering effect..

Investment in

Named Partners Velocity Partners Partner Led

| PARTNER

PLUS

Distribution Leveragea

One to few One to many

© 2013 Cisco and/or its affiliates. All rights reserved. Cisco Confidential



PartnerPlus
Partner led in action
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$920 m of Wallet Potential for

4000 target prospects
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Ennanced Marketing resources
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Pervasive access and relevant information

Intimacy
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Quality Leads = Solid deals

Accept and
Assign to N

Sales Rep

Receive Targeted Engage With
Leads and ; Customer
Prospects Lead Routlng and Update

and Closed

\ Loop Marketing

elhEE Convert
) to Deal: CCW
Business ;
Integration
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Lead with
Marketing

“Cisco SCP becoming important to
our business in three ways:
improved go-to-market time,
obtaining new customers, and
helping us to generate new
revenue.”

Subbu Kota, Central Data Systems,

Bangalore, India CENTRAL



A Year of capturing mo
I
412 Givees™ ©
2540 ManHours of training
Lead ided
5192  rames

2 Growth in no partners billed
X In 2 years

Unique partner organisations
8253 engaged through programs

1 M Cups of chai
Consumed
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Thank youl.




