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Rocket Launch Partner Program

Cloud One Appliance 0x

MacroSoft
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Today’s Meeting

Agenda:

* Program Overview

* Program Elements

* On-Boarding Timeline
 KPIs

Meeting Goal: provide overview of our rocket launch partner program and get buy-in to start recruiting

J
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S2M Partner Program Budget Background

Capacity to Program Revenue Goal Budget Allocations

. . - Infrastructure & Support: $480K
e 46 partners to recruit during 1% year

. Education: S470K

* Typical Partner Productivity is $144K annually +  Demand Generation: $380K

* First year revenue goal for the MacroSoft Program *  Incentives: $325K
is SSM . Program Marketing (non MDF): S300K

e Strategic Initiatives: $95K

Typical partner will sell 10 deals in the first year

70% of deals will be MRR, 30% pf deals will be on premise

Assumption of 30% failure rate of partners

Goal of 35 productive partners @ $144K per partner by end of year
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Program Elements

Ideal Partner Profile:

Hybrid VAR/MSP with at least $3M annual revenue (35% HW, 25% SW, 40% Services — 50% managed)
Must have 2 could offerings and at least 1 public cloud offering

Dedicated sales, technical staff and marketing coordinator

Concentration in SMB & mid market

On line self paced training

Certification Tracks — sales & technical 2 sales reps and 1 technical person trained

Lunch & Learns 10 prospects matching ICP
Selling as a service training

Dedicated partner support line

Dedicated field CAM support Provide 1%t line of support

Seed units / Sandbox access Maintain annual sales minimum
Free access to professional services team Maintain minimum NPS score
Access to Partner Portal / Deal Registration

Dedicated marketing support (MDM and resources)
Proposal Based MDF
Marketing automation

Access to marketing coordinator

Proof of performance

Marketing

Demand generation 10x RO

CAMs and iCAMS Account mapping / call blitzes

Lead distribution Multiple qualified prospect meetings per day
Ride alongs Reporting

Access to subject matter experts Participate in annual business planning and QBRs

Strategic initiatives
Competitive take outs




On-boarding Timeline — MacroSoft CloudOne Appliance Rocket Launch

Month 1 | Month 2 | Month 3 | Month 4 | Month 5 | Month 6 | Month 7 | Month 8 | Month 9

Administrative, Contracts, Meet & Greets

Onboarding, contracts, portal access, account setup
Identify 2-3 initial prospects and schedule meetings

Plan & distribute seed unites

2 sales and 1 technical person completes training (within 30 days)

Determine & execute training plan (lunch & learns, ride alongs...)

Marketing & Sell
Joint go to market plan finalized Execute 1st Demand Gen campaign QBR Finalize annual business planning
Have 15t POCs completed In market customer event
Close 1st deal Close 2" deal Press Release

. Develop & execute strategic initiatives o X
to drives sales
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Measures of Success
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Q1 Q2 Q3 Q4
Partners On-boarded 12 18 24 30
Pipeline S5M S$12M S$15M $18M
Revenue S0.5M S1.2M S1.5M S1.8M
Activity Goal YTD Notes
Partners Recruited 46
Active Partners (made it to Lift Off) 35
Sales Training (2/partner) 70
Pre-Sales Tech Training 35
Marketing Training 35
Operations Training 35
Demo Unit or Sandbox environment 35
POCs completed 175
Joint Business Plan 35
MDF (average $10k/partner) Investment: $350K
ROI: $3,500K
Marketing Activities (8/partner/year) 280

Joint Solutions Consultants (1/month/partner)

Customer Wins

420 meetings
S5M
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Next Steps

Launch date agreement

Internal roll out

Plan execution
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