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KPN Group: Market leader in the Netherlands
‘Challenger’ in Europe

Source: KPN Annual report 201210



The Netherlands
Focus on creating loyal customers by high quality services
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KPN strategic directions
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Strengthen Simplify Grow
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ÉÉN: integrated solutions for Telecom and IT
1 single point of contact, 1 contract, 1 helpdesk, 1 invoice, 1 portal

S in g le Po in t o f C o n ta c t Cu s to m e rB u s in e s s re le va n c eT e a m wo r k S i m p l i f i e d s o lu t i o n sS i m p l i f i e d cu s to m e r p ro c e s s e sS i m p l i f i e d o r ga n i s a t i o n

Ta k in g ca reA p p l i c a t i o n s f ro m t h e c lo u dS e cu r i ty & Su p p o r t in s i d e

Strengthen                           Simplify                               Grow
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Cisco Relationship Highlights
Starting points & focus
Starting points
* KPN has invested in HCS and IaaS, based on the Flexpod-platform

* KPN is certified as Resale Gold Partner and CMSP Master with 2 Cisco Powered designations for HCS 
and IaaS

* Cisco views KPN as The Cloud Provider for selling cloud services next to on-premise collaboration & 
networking solutions

Focus
* Focus on KPN BM with growth in HCS (as module or part of KPN ÉÉN ) and UH2

* Strengthen the cloud based services practice

* LANaaS-offering

* Continue to Improve sales & marketing alignment & execution
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Cisco G2M
ProgramCharacteristics
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Workstream Description

Partner GTM Strategy
KPN's GTM strategy to include partner value proposition (market facing and cisco facing), target markets (geos, segments, verticals, 
etc.), offer description, objectives, etc.   

Cisco/Partner Support Model
Create a mapping of how Cisco will support the partner including in region resources (management team, PAMs, BDMs, PSSs, 
Marketing Managers, etc.) as well as partner programs and credentials to support the offer in market.  

Governance Model/Cadence
Create the joint governance model based on Cisco best practices template.  Create the cadence for post Summit alignment and 
execution including alignment calls, pipeline management reviews, monthly and quarterly management and executive readouts, etc. 

Business Metrics
Create the partner and joint metrics that will measure the success of the GTM engagement.  Include financial and sales objectives, 
operational goals, and any relevant relationship metrics.  

Sales Enablement - Training
Create a training and messaging plan for the partner sales and Cisco sales teams (includes overlays and direct teams as 
applicable).  Determine who gets trained, how it will be done, who leads, content requirements, etc.  

Sales Enablement - Tools & Resources
Define tools and Resources needed to support joint selling efforts.  Can include ROI tools, sales simulators, pricing tools, BDM/TDM
presentations, value prop decks, collateral, VoDs, sales guides and playbooks, etc.

Sales Enablement - Incentives Define any incentives that need to be created to help jumpstart the selling efforts.

Field Alignment
Define the field sales alignment process - how do we engage the sales teams for partner initiated deals and Cisco initiated deals.  
Define the process for managing the joint pipeline, mapping and qualifying accounts for joint alignment, and building joint funnel.  

Joint Marketing Define the joint marketing plan including demand generation, awareness, and communications tactics.  



Benefits of KPN Cisco Joint G2M

Hard Benefits
* Executive support from both sides

* Simplified access to best practices

* All disciplines involved; the complete value chain is on-boarded

* Very strong focus on execution from both sides

* Improved Time To Market

Soft Benefits
* Working together closely creates winners mentality

* No excuses allowed, everyone accountable

* Maximized attention
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