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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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[towards one country]. we lonk at moving it be sand.
“[Partners] can be the large S1s, such as Dilata, or
smaller plavers that have a vertical niche. We do

niol exclode any engagemenis: [he customaer 18 thae
ultimate arbiter.”

Crsro i also strmang to toat 1ts credentials as a
channel-inendly vendor in the cloud space. I
launchad the Cloud Panmtner Programimse at s ||.:|H|14|
partner gel-together in the US almost a vear ago, and
the scheme includes three Liverss Clowd Builder,
Cloud Provider and Cloud Rescller

Roberts claimed that 41 partners soross EMEA are
alrcady on board with the programme. Unlike rival
vendors, Cico allows VARS 1o show ofl their range of
cloud skills, rather than simply reselling a packaged
offering, he added

“It tends (o be mad-market diven — those partnens
afe e oncs that are really SCCInE thie ||1|p||r|!|||'|||'|.'."
wakd Roberta, "There are cortain [key| verticals, higher
cducation bebng one, as they have [a lot of] VT
CRVironments.”

Cloud solutions
Steve Palmeer, data saoluthons product manager al
Silver partner Asrurm Communications, claimed
Cisco is on point wiath its approach to cloud and
SCTVIOES. I 15 o 80 lechnodogv-onented — as
Cisoo's marketing has tended o be previously —
bt boodes at the feal-lile Bsues that end wsers ane
facing and challenging their IT depaniments
about.” he cxplamed

Slevie Browell, EMEA wvice pn'\.nlq'nl ol seEfaces al
Ceold partner Insight., declared himself a fan of
Crsro’s necently launched CloudVerse framewaork

“The ability to use CloudVerse o provide

predictable gquality of

service is clearly a key
component of any
oll-network'cloud
solution, and Cisco
appears to have a
great capability

STOPS
RITIES IN 2012
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here, doubiless backed by its networking heritage and
||11.u!l||:'| I".|r1.|.'||".' |'|-.' \..|.|||

Back on track

Cisco has long been something of a duck on the
waters of the IT industry: the furious paddling taking
(lace out of sight as, i the eyes of observers, it ghided
serencly along

Foar the past 17 years it has had stability at the top,
with John Chambers providing a somoewhal more
understated leadership than contemporaries such as
Larry Ellson, Steve Ballmer and the late Steve Jobs, 1
has also always had something of a Midas wach with
new markets and emerging technologoes; at least, i1 s
naw hard to imaging the switching, 1 telephony or
end-point securily markets withoul Cisco

Bait 2001 was uncharacterstiically turbalent for the
networking glant. In April Chambers sent his 60,0060
(luis stadT a letter outlining how poor aperational
exceution had caused the frm o “lose credibility®

Three months later, the vendor shed 11,500 fuldl-
tirrvi sLall, weth 5,000 being hved ol (o Foxconn
and another 6,500 axed,

The company has also trimmed and remaodelled is
consumer operations, mekding them more closely (o
core B2R divisions, [ts consumer-locusad Flip caneera
and umi conferencing products, as well as its email
platiorm, have all been axed,

Operating profits have also declined vear on vear in
cach of the three sets of guarterly results publishied
since April. Bul Chambers has claimed that the
majority of the restructuring is complete and that his
firm enters 2012 in prime condition for growth

Roberts explained thar, at a UK level, the
resiructuring process is long since concluded,

*The programme we wsed o restraciure was done
on a voluntary basis, That allowed us o act quickly,
sensitvely and with empathy for our emiployees, with
minimal = Iwould say no — impact on the
pariners,” said Roberts, “We are absolutely through
that and we are fit and ready for business.”

Examining the macrocconomic landscape, he
clanimied the YARs have some cause 1o be hopefual,
particularly at the upper end of the market,

*I would categorise whal we ane secing as
cauliously optimistic,” he said, "The commercial
mid-market [area) is showing some healihy signs. The
souith of Emgland 15 nsing faster than the north, bual
that is just a phasing thing,

“In the enterprise, the top 200 or 50 corporate
customers ane looking at really strong growth, That
is absout getting your network ready for the kind of
decisions vou will have o make.”

41 Cisco needed to [tighten up deal registration] and it
is doing it. | have been asking for this for two years and
Richard [Roberts] is delivering FF

ANS Grouy

CHANNELWER SO LN 14 JANUARY 202 11



	Rewarding work for Cisco VARs_CRN_MPA_160112
	Rewarding work for Cisco VARs Pg2_CRN_MPA_160112.pdf

