ANALYSIS

Rewarding work for Cisco VARs

Resellers welcome plans from new UK channel boss Richard Roberts to reward the worthy.

Sam Trendall finds out more

“Estcem must be founded on
preference: o hold everyone n
high csicem is o esteem nothing.”

17th century French playvwrighit
Mohere's quote may be more than
four centuries obd, bt it could still
b epathetic for networking mant
Cisco's pariners this vear

Eichard Robens took over as
hizad of the vendor's LUK and
Ircland partner organisation in
Atismas ‘w'!'b.'.llln-u o LEN a Tew
davs before Christmas, the
channme] haoss -.'\:|:|'I.n11.'1.: That
“preferenos would be The
watchword this year

Ernsunng Chal Cisco S a
prefermed vendor for rescellers is
one side of the coin. “Can they
prove they have the capability o
brng corificatiions o market?
Can they make sure ouf wales guvs
got paid™ cxplained Roberts,

Bat more rmgpaoriant s
rewanding VARs commensurately
for theear cfforts in the Beld.

Il thene 1 an opporiunity
Ciscol docs not see, |partners]
should so¢ some prelerence In
pricing.” he added. “We are
geanng our high-touch guys. we
ane drmving them as par of thedr
personal sales metnics 1o bring the
preflerenoe in jcarhier]. The best
\.||."I-'|I-*~lil|-.'-.‘.-r':h.ll AMVWAY,

Faul Sweeney. managng
director of Gold partner ANS
Lroup, weltomed the greater focis on comimited
and proacinee pariners, and the moves towands a
e el caossus deal remstration Programim. o |
think they nead to do it and they are doing it | have
been asking Tor this for two wears, and Kichard is
delvenng. he

“But they have rehate programmaes that incentivise
Ccortam arcas abowve ol | Krviove wimal e
communications gets a lod of foous. | would like
b s the datacentre gven equal foous, but | guess
they are doing that in other ways,

Fast and

taul Cobley, managing director of Premacr parner
Besinel, claimed he would welcome =faster deal
regstration processes and a simplification of back-
fad FI.'-:-!I'I.-n:I-\.'lI'.'\-

*Cisco has moved some processes offshore and the
length of me 1o get deals approved has acoually
incredssd rathet than decreased,” he explainad

In demand: Richard Roberts, head

al Cliga's UK &hd lesland paitne
OIaniation, syl “prelensnce” IS T

wiar s walchword s hé aims o incréats
the werdne s stractiveness bo ressllers

Mark Johnson, managing director
of Premier partner Convergelne,
wilcomed the plans to tighten the
deal regmstrabion process, The
vndor s array ol programmes and
structures can be tough to navigate
for partners. he added, wath Q0
traditionally being a harder quarter
in wihich to push through sales, as
Cizco's back-end svsiems are
retoaled [or the new [iscal vear.

“If they can addrese that, it will
be a big plus — wery, very positive,”
b sand. “But if vou are on Lhe ball
with the Cisco deal registration
programme, you stand to make a bt
of money and el mone '|1r|'h'n'rll1.||
treatment. With other vendors, it is
a bit more loose than thal.”

Cisco: at your service

Cisro recenitly ||1|11|n|'u'|| 1E W des
Rules of Engagenient, outlining rules
and best practoe lor both the
vendor and its partners in ancas
such as joint account planning.
coverage maodels and the availability
of ceriain tools and servioes. Roberis
clanmed the document s "very
flexible and not dogmatic™

"The document 15 not new, we ane
just codifving what good practice
has always been,” he added,

Tony Butler, chiel technology
officer at Cisco-focused third-party
services playver Intact, claimed he
has recently =een a siep change in
the vendor's approach to services,

“IF your had askecd me & year ago, my answer
proshally wiounld have been different. Bul, over Uha
past lew months, Cisco scems o have woken up to
the Tact that the services market i€ a key factor in
gaining market share,” he said

Cisco currently addresses the services space in
Wt SR b whavs, The Dirst o8 customer-led: a
high-touch maode] for about S00 = transformational
accouwnis”, & collecton of customaers with pan-global
|||-.:-I]lr|||.|\. that were first delined in 2000

fartner-led sales are the order of the day lor all
alher Cusloimers,

Roberts claimed that Cisco does not add swathes o
ciiglamers o the transformational aocount lisy, and
that smaller resellers are not precluded from getting
invalved in delivery Lo these customers,

“We do not have customers MNooding in Jio the
transformational acoounts], We have more going
ol when the customer’'s [T s shallts -
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