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Cisco Invests in WW Commercial Sales

®" New Commercial sales organization
Includes Mid Market and Small
segments

" Unique customer and partner
dynamics in mid market create
enormous growth potential

" [nnovation and early adoption happens
In Commercial

" Create incremental growth through 5
Go to Market models




Cisco Worldwide Commercial Sales:
Mid Market and Small Segments

» Part of WWPO organization
= Strategy I1s 100% Partner Driven

» Partner programs designed for
Mid Market and Small Business

» Data driven sales methodology |

= Fast Track 2 pilot to create speed J Y
and ease of doing business ~



Commercial Sales Organization
Aligning GTM Business Models and Investments

Data-driven CRM / PRM / DRM to provide accurate customer and partner intelligence for decisions on
account coverage, partner strategy and account planning
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Fast Track 2

Vehicle to Simplify and Accelerate Sales
of High Volume Products for Mid-Market
and Small Business Customers
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Fast Track 2 for Partners




Fast Track 2 for Partners




Summary

" Mid Market and Small segments are exciting to
be in

" Significant growth for Cisco and our partners in
Mid Market and Small segments

= Align to 5 Go to Market Models

= Align all headquarters functions to support Go
to Market Models

® | aunched 1st initiative on November 15 —
Velocity / Fast Track 2
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