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Potential For Packaging 

Horizontal 

Changing Sales Models 1 Scale and Solution Focus Critical 2 



Scale to Capture 

the Broader Market 

Grow Solutions 

Capacity to 

compete and win 

key workloads 

 Line Of Business Solutions  

for Today and Tomorrow . 
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5 

PRIORITIZING Partners 



Plan 

ÅPartner Sales Plan (PSP) 

ÅMTC Engagement (ADS, 
Envisioning Sessions, etc.) 

ÅEnterprise Account 
Planning 

Retain 

ÅPartner Account 
Management 

 

Service 

ÅPremier Support  

ÅDeployment Support 

ÅProcurement sub-
contracting 

Sell 
ÅEPG Bid Architects 

ÅRFP Response Support 

ÅITDM Relationship Leverage 

ÅCompetitive Knowledge Sharing 

ÅCo-funded Proof-of-Concepts 

ÅCustomer Evidence 

Create Demand 
ÅJoint Marketing Campaigns 

ÅCo-Op Marketing Funds 

ÅJoint Customer Events 

ÅVirtual Events 

ÅCustomer Introductions 
 

 

Enable 
ÅPartner Summits 

ÅCGF Academy 

ÅPrivate Cloud Bootcamps 

ÅReference Architectures 

ÅCreate joint demos 

ÅProduct TAPs 

ÅApp Compatibility 
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STRIKE THE RIGHT ECONOMIC MODEL 

Sign up and make sure you are consuming these incentives.   

 



Windows 7  
Rates after Oct 1, 2011 

Windows 7 Enterprise 

+ MDOP 
10% 

Windows 7 7% 

MDOP 3% 

Lync 

Enterprise 20% 

Standard 10% 

Management  

and Virtualization  

Suites 
Example: ECI 

30% 

Virtualization  20% 

Management 5% 

Identity and 

Security 
5% 

App Plat/SQL  

Enterprise 20% 

Standard 10% 

INCREASED NEW RATES GLOBAL NEW! 






