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Presenter
Presentation Notes
In this presentation, you will learn about the following: 

Cisco’s Offer-Based Channel Model program strategy:

- How it is a VALUE-based, not a VOLUME-based, program strategy that enables partners to compete based on the value they add for the end customer. This approach allows partners to better differentiate themselves, drive profitability, and more easily meet their customers' specific needs, whether by reselling Cisco network solutions, making those solutions part of a managed services offering, or providing them on an outsourced basis. 

How to capture the growing Managed Services Marketing Opportunity.

An overview of the Managed Services Channel Program (MSCP) and its unique requirements, service designations, and rewards. 

An overview of the Cisco Powered Program Benefits and Resources, which will give your new MSCP services a solid foundation. 

The Value of the Cisco Powered Relationship. 

A summary of MSCP Incentives.  
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Cisco’s Offer-Based Program Model

OutsourcingManaged ServicesResale

Provides program model geared to unique needs of managed service providers

Provides consistent global discount rights

Promotes advanced technologies and Cisco IP Transport

Provides differentiation and customer preference for Cisco Powered services

Presenter
Presentation Notes
The goal of the Cisco Channel Partner Program is very simple: to enable partners to drive profitable growth, both for themselves and for Cisco. As the market changes, our channel strategy evolves to increase both partner value and our value. We are now�offering partners more opportunities to grow and differentiate themselves by providing integrated technology solutions and end-to-end-business solutions. This creates new routing and switching opportunities and, more important, advanced technology�opportunities, which drive higher-margin services for partners. 



To fulfill the goal of enabling Cisco partners to drive profitable growth, we have developed the industry’s first offer-based partner program framework, consisting of three value-driven, offer-based programs:  Resale, Managed Services, and Outsourcing. �These programs align closely with the different ways in which customers want to buy network-based solutions today, instead of imposing a one-size-fits-all approach on partners. 



The offer-based program strategy is a value-based, go-to-market strategy. All partners are treated equally, with no special advantage based on volume.They can then compete based on the value they add for the end customer. This approach allows partners to better differentiate themselves, drive profitability, and more easily meet their customers' specific needs, whether by reselling Cisco network solutions, making those solutions part of a managed services offering, or providing them on an outsourced basis 

The goal of MSCP is to help Cisco partners deliver advanced technology and other managed services that meet end user requirements, enabling partners to profit from the large and rapidly growing managed services opportunity. The program provides aggressive discounts on Cisco customer premises equipment (CPE) that is associated with a partner’s managed service. MSCP partners benefit from globally consistent terms in geographies served by their network operations center or NOC.
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CAGR
18%

Security 20%
IP Voice 39%
Metro 
Ethernet 22%
IP VPN 9%

Technology

Huge Growth Opportunity

Managed Services Trends

$57B

2007 2008 2009 2010 2011

$49B

$41B
$34B

$29B

2012

$66B(In Billions of US$)

Source: Ovum 2008

Managed services compound annual growth rate (CAGR) rate exceeds growth 
rate of overall technology 
Crucial technologies are more likely to be consumed as managed services
IT is shifting from technology decisions to solutions and provider choices

Presenter
Presentation Notes
The market’s appetite for managed services is growing rapidly:



Ovum data shows the CAGR nearing 20%. We have also seen numbers from Gartner that show CAGR near 28%.  

The market will continue to outpace IT industry growth.

This means big opportunities for service providers, systems integrators, and other types of partners.

Why are managed services growing at twice the rate of the IT industry?

Because IT shops have figured out that the way to deliver what is expected of them is to shift from buying, integrating, and managing infrastructure to choosing venders that can deliver these critical technologies for them to a defined service-level agreement.

You know that Cisco makes a lot of IT solutions, but we buy our own technology as managed services whenever we can, and when I talk to our IT people, they say it just makes sense, because you buy MS with an SLA, you are able to:

– Know your cost to deploy and run a technology 

– Have limited risk because your partner has agreed to a support level
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What Are Managed Services?

Information technologies delivered 
as finished solutions, managed remotely 
by highly skilled professionals from 
a network operations center (NOC).

Managed Services Are Often Offered on an 
Operating Expense Basis that Requires No 
Capital Outlay for the End User Customer

Managed services are proactively monitored, 
and providers can troubleshoot incidents from 
the NOC, according to defined service-level 
agreements (SLAs) negotiated with end users.

Presenter
Presentation Notes
Let us start by clarifying what managed services are. We will always try to use industry-standard terms and concepts. This is what Cisco considers a managed service: A managed service is…. 
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Cisco Offer-Based Channel Model: 
Managed Service Channel Program Eligibility

Managed Services That Meet All the Following Criteria:

Remote monitoring for all subject customer
premises equipment (CPE)

Remote configuration and troubleshooting

SLA between partner and end customer

Term of contract one or more years 

CPE title held by partner or end customer

Presenter
Presentation Notes
Let’s start our coverage of the Managed Services Program by clearly defining what we mean by “managed services.” To qualify as a managed service offer, the service must meet specific criteria that include remote monitoring, configuration, and troubleshooting of the customer premises equipment, or CPE. 

In addition, the partner must have a formal service-level agreement, or SLA, with the customer that specifies a required level of uptime and includes an explicit commitment to a certain level of application or service quality. The partner must also have an ongoing billing relationship associated with the service, with a contract term of at least one year. 

Finally, the service is unaffected by ownership of the CPE title – whether it’s with the partner, customer, or lessor – or by title transfers. Now, let’s look at how the Managed Services Channel Program is structured.
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Fundamental Program Structure

Service 
Covered 
by SLA

Network 
Operations 
Center

Level of
ServiceRewards

Requirements

Service Portfolio

Presenter
Presentation Notes
Fundamentally, our partner programs are built around three key, related elements:  (1) A set of partner requirements; (2) certification or branding associated with meeting�those requirements; and, in turn (3) eligibility for rewards.

For the Managed Services Program, requirements revolve around having an NOC based on industry standards such as Information Technology Infrastructure Library (ITIL) and an SLA of at least one year.  I’ll touch on service tiers in a moment.

[Note:  The Information Technology Infrastructure Library (ITIL) is a set of concepts and best practices for managing IT infrastructure, development, and operations.]

Once requirements are met, partners can achieve Cisco Powered Branding by meeting the criteria for the highest tier of services. Partners who reach this level are eligible�for incentives in the form of discounts and rebates. 

Additional incentives to reward behavior will be defined at a later date. 
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Requirements

Cisco MSCP criteria based on 
major industry frameworks:

Information Technology Infrastructure 
Library (ITIL)

ISO 20000-1

Cisco conducts independent 
third-party audits of partner NOC: 

NOC procedures and capabilities

Review of partner service portfolio

Annual recertification
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Increased 
differentiation
Increased 
profitability
Global 
consistency
Business 
model 
transformation
Go-to-market 
assistance

Additional Requirements

Service Integrator (SI) and Indirect 
Channel Partner Agreement (ICPA) legal 
agreements to enable transaction rights

Theater-based Cisco Authorized 
Technology Providers (ATPs) for 
restricted products

Professional-level Cisco certification 
(CCxP)

Point-of-sale (POS) monthly reporting

Three unique discount levels
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Service Designations

Program
Level 

Cisco 
Powered 
Managed 
Services

TelePresence 
Network 
Connection
MPLS VPN
Metro Ethernet
Internet Service 
IP Trunking

TelePresence
Business 
Communications
Unified Contact 
Center

Wide Area 
Application 
Services (WAAS)

Strategic 
Managed 
Services

MPLS VPN
Metro Ethernet
Internet Service
IP Trunking
IPSec VPN

Firewall
Intrusion 
Detection/ 
Prevention 
(IDS/IPS)
Secure Router

Business 
Communications
Unified Contact 
Center

Wireless LAN Wide Area 
Application 
Services (WAAS)
Hosting/Co- 
Location

Legacy 
Managed 
Services

Internet Service
Router 
LAN
Frame Relay/ATM

Firewall
Intrusion 
Detection/ 
Prevention 
(IDS/IPS)

Hosting/Co- 
Location

Managed 
Connectivity

Managed 
Security

Managed 
Unified 

Communications

Managed 
Mobile 

Communications

Managed Data 
Center

Presenter
Presentation Notes
The breadth of the designations are industry leading and designed to map to service experiences

MSCP is intended for service providers and solution integrators that deploy and support Cisco IP-based technologies. 

– This program framework provides a consistent global incentive structure and rewards based on your service offerings.

 – It uses industry accepted service-level benchmarks to differentiate and reference your managed service offerings in the marketplace.

 – And it provides program privileges to help you create, launch, and market your service offerings. 

You may qualify your managed services at any one of three levels as defined by the program: Legacy, Strategic, or Cisco Powered. 

Each level recognizes different service designations intended to reflect your unique capabilities in offering network-based Cisco solutions. 

Your solutions will be evaluated and qualified in the technology areas of connectivity, security, unified communications, mobile communications, and data center. 

If you qualify for a Cisco Powered Managed Service under the Managed Service Channel Program, you will automatically receive full membership in the Cisco Powered Program. This includes additional benefits, as well as use of the Cisco Powered logo with the appropriate managed service descriptor to differentiate your services.
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Cisco Powered Managed Services:
Managed Unified Communications

Managed Connectivity
Managed Data Center

Managed Security
Managed Mobility

Cisco Advanced Technology-Based 
Managed Solutions

Cisco-Based IP Connectivity

Managed LAN
Managed Legacy 

Connectivity

Rewards Tied to Service Value

Strategic 
Managed 
Services

Legacy 
Managed 
Services

Rew
ar

ds
Reb

ate
s

Cisco Value Incentive Program Does Not 
Apply to Cisco MSCP Purchases
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Presenter
Presentation Notes
The Managed Service Channel Program establishes a set of business rules and processes that accelerate managed service development and that build confidence with businesses. Qualifying services can receive discounts on Cisco customer premises equipment (CPE) on a sliding scale, based on the quality of the user’s experience.

Cisco Powered Managed Services

At the highest tier, managed services that undergo a third-party audit demonstrating that the service meets these new user experience standards receive higher discounts and are able to brand the service as a Cisco Powered Managed Service. This brand differentiates the service to businesses and, by building trust that standards have been met, can accelerate the adoption of IP-based managed services. Cisco Powered Managed Services come with use of the Cisco Powered brand, which indicates the services have met rigorous measures based on the highest level of customer value, industry standards for service delivery, and Cisco’s benchmark for quality. Qualifying providers receive financial, branding, and go-to-market benefits for services that meet these requirements. For more information about benefits available, visit the Cisco Powered Program at www.cisco.com/go/cpp.

Strategic Managed Services promote adoption of Cisco’s advanced technology solutions by providing customers with predictable costs, while reducing technology �adoption risk. Customers can rely on the managed services provider capabilities, validated by a third party, to deliver finished solutions with an end-to-end product and �service guarantee. Strategic services are based on Cisco advanced technology products or IP-transport managed services based partially or wholly on a Cisco infrastructure. Additional requirements are established on a service-by-service basis and determine which technical attributes, SLA components, and service management reports provide a quality offer for the customer.

Legacy Managed Services: If no Cisco infrastructure ports are required when a network solution is provisioned, that solution qualifies as a legacy service. Examples would be Frame Relay or ATM solutions. These are usually traditional network solutions that are not IP based and not based on a Cisco infrastructure. Nontransport services that do not deliver Cisco advanced technology products would be considered legacy services. An example would be a managed LAN.
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Summary 
Is This Program Right for You?

Visit the Cisco MSCP website at http://www.cisco.com/go/mscp/
Review the program videos on demand (VoDs).

Review the program vision, program review, 
and audit preparation.

Visit the Cisco Powered website at http://www.cisco.com/go/cpp
Review the program benefits and go-to-market 
assistance for envision, build, market, and sell.

Read the Cisco MSCP requirements document 
with your Cisco account manager or channel 
account manager

Presenter
Presentation Notes
The Cisco Managed Services Channel Program rewards partners for building and selling managed services by offering incentives and rebates in the purchase of supporting CPE. �For qualifying services, the program offers additional branding and marketing benefits from Cisco. By mapping program rewards to value delivered, the program will help accelerate managed services providers’ revenue growth and return on investment of managed services delivery. 

Partners begin their participation in the Cisco Managed Services Channel Program by working with their account team to determine if MSCP is a fit for their business model and whether they meet the program requirements.  They then read through the MSCP Requirements document with the Cisco account manager or channel account manager.

When ready to apply to the program, the partner should complete the CSApp online application at www.cisco.com/go/csapp, identify relevant managed services, and agree to the program terms and conditions. 

To review the Cisco Powered Program Benefits and GTM assistance through Envision- Build- Market and Sell, visit the Cisco Powered website at www.cisco.com/go/cpp.

Contact the Cisco channel account manager today for more information about the Cisco Managed Services Channel Program and/or visit the MSCP website �at www.cisco.com/go/mscp.







http://www.cisco.com/go/mscp/
http://www.cisco.com/go/cpp
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Q&A

Cisco MSCP Details: http://www.cisco.com/go/mscp

Cisco Powered Program: http://www.cisco.com/go/cpp

Cisco Audit Website: http://www.cisco.com/go/audit

Presenter
Presentation Notes
For additional information, please go to:

MSCP details:  www.cisco.com/go/mscp

Cisco Powered Program:  www.cisco.com/go/cpp

Cisco Audit website:   www.cisco.com/go/audit





http://www.cisco.com/go/mscp
http://www.cisco.com/go/cpp
http://www.cisco.com/go/audit
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