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EMEAR Services Business
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Enterprise (including Public Sector)
Service Provider

Partner and Partner-Led
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Clear Go-To-Market

Customer-Led
Partner-Led

Global Services
Percentage of Cisco Revenue —
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Strong customer and
partner demand




Cisco’s Unique Go to Market Approach

Customer Led Accounts

Our Objective

Help customers transform their business, IT or
operations, working with Partners, and leveraging

Cisco Services.
Customer

Led

Partner Led Accounts

Our Objective

Enable our partners to best serve their customers
in how they implement, manage and operate their
network-based IT infrastructures, delivering
business impact and ROl and a long-term
partnership with Cisco

Partners
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Global Services Market Dynamics

Transform
Prof My Business
Other IT Services Services /
$70B
c.$180B
Installed
Base
Operate :
Supbort Give Me
Make My $29Bp & Ma"&%ﬁ Operational
Network Work Outcomes

Note: Industry data. Network spend only. Commercial & SP estimated -



Services Operating Model and Our Focus Today

GTM - Solutions Interface

Cloud &
Managed
Services

Technical Advanced
Services Services

B
Services Platform

(Common Software & Technology Capabilities)

Strategy, Portfolio, Talent, i o
Knowledge, Quality Business Group Level Capabilities
Assurance




Cisco’s Services Journey in EMEAR

Solid Smart Smart Business
Foundation Services Operate Credibility
Increase Penetration Smart Services Highly Scalable, Industry Solutions
and Yield from Highly Scalable Software-based and Cisco Consulting
Technical and Software-Enabled Remote Management Services to C-Suite
Advanced Services Services Services and Line of Business




Customer Impact and Partner Value

Technical Services Advanced Services

Ongoing Network Visibility

* 10% of installed base (around 50 million
devices globally) goes end of life every year

Increase Partner Profitability and Differentiation
» up to 40% margin on Services practice
* up to 50% of revenues and 70% of profits

Drive Customer Loyalty

* network outages cost large customers average
3.6% of annual revenues

* 95% technical problems are human error rather
than device failure

Prepare and Plan Transformation
» IT discovery sessions
» strategy and readiness assessments

Build and Migrate
« custom design and deployments
* migration services to new platforms
+ software risk analysis

Manage and Optimise

» Software-driven architectural and optimisation
services for performance and availability



Driving Relevance with Cisco Consulting

@ Internet of Everything

4
=1 I - |
G @ 2 Industry and Business Architecture
=)
m R
o Hm
af® Analytics

T Next Generation IT

Collaboration, Video, and Mobility

«alln. Cloud

Technology
Consulting
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Strong and Growing Portfolio

Growth Now Future Growth

» Domain 10SM » Cloud Service Broker
m Cloud * Cloud Consumption (analytics, consulting) * Cloud Onboarding
e CaaS * Platform-as-a-service

» Small cell / Wifi _ .
« MDM-aas Mobile analytics

D le Mobility « Location-based services

> [EhElD ; * Machine-to-Machine
e Connected Stadium

m
VPN + Analytics-as-a-Service
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B
A + Secure Infrastructure * Managed Threat Defense
n Security » Compliance & Risk Assessment » Application-based security (via SDN)
+ Email & Web Security + IOE Security
+ SDN Readiness Assessment
m SDN - SDN strategy » SDN infrastructure optimization
* SDN use case pilots » SDN App Marketplace

« SDN oEerations consultinﬁ



Solve Direct (ServiceGrid)

ServiceGrid is a cloud integration platform
System Standard Real-Time that seamlessly connects organizations to
SEECACEN WS enable real time multi-party support collaboration.
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Average Cost to Serve

0 Automating multi-party support
50 A) Lower processes eliminates duplicate
entry and manual errors

MS Saa
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0 B2B integration accelerates
27 /0 Faster time to resolve incidents and

simplifies SLA monitoring

Telecommunications

Web Ticket i i
eb Ticke Customer Satisfaction

1 Oo/ _ A single unified user
0 Higher experience improves

collaboration and satisfaction

Exchange Manageme
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JouleX — IT Energy Management

FPY), ENERGY DOMAINS
g % IP-based
nefly “

Energy Network ¢ Aypus
Consumption Iffg- gg & O
Carbon Emissions structure T e DK =g POE / POE+/ UPOE
Energy Costs DATA CENTER
Building
Energy/Carbon Management  BUILDING DOMAINS
Reduction &

Gateways Via 8 a .

Cisco EnergyWise

Distributed Office Data Center Time to Value
30% Lower Costs 16% Increased Efficiency 3 — 6 Month ROI
Key Drivers Key Drivers Key Drivers
+ ldentify energy waste + Lifecycle & Capacity management * Ease of Deployment
» Establish control policy » Sustainable reporting, procurement » Device agnostic and Agent-less Architecture
* Automatically manage power manage * Find “dead servers” and “stranded power” * Energy Savings through automated policies

personal productivity devices » Power Manage virtual and physical devices



