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PU rpose Secure your support for the CloudOne launch partner program and
onboarding process to achieve the S5M annual target
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Program Summary

Program Requirements Partner Benefits

v/ $90,000 revenue v'On Demand Training

v’ 2 Sales Certifications v’ Dedicated CAM

v' 1 Technical Certification v’ Dedicated Marketing Resource
v’ Demo capable v’ Content Syndication Tool

v’ Demo System
v’ Fast Start Discount Program
v’ Yearly SPIFF program
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Budget

Program Element Budget Amount (SK
: £ (5K) Budget %

Incentives (OPEX only) $300 15.0%

Education budget $375 18.8%
Other S50 2.5%
Total Allocated $2,000
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Measure of Success
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Revenue

Assumptions:

- Avg. S90K revenue generated by

Partner

- Expecting 3 large deals in the first 6

months with Fast Start Program
- Pipelineis 3X
Goals:
- 56 active partners

- 112 certified sales
(2 required per partner)
- 56 certified technicians

(minimum 1 per partner)

- 30 leads generated from marketing

activities per partner
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Onboarding Program Summary

10 Weeks 12 Weeks

() '
‘ First Customer

y | Sold!
| Sales Forecasting Tech Certified
‘ e Funnel . .
| Operational Enablement Management Min Requirements
A Sales Enablement e Tech Cert Commences * Lead Generation Post Sales Delivery
. eme * Sales Engineering * Sales Cadence
| * Kickoff e Support Processes
Setup and Planning e Sales Certs Complete « Demo Proficiency
e Account creations * Account MaPPing
e Partner Playbook * Demo capability
e Demo Order * Content Syndication
* Register for Training y Marketin.g Campaign
e Marketing Welcome Kit * Deal Registration
“ Dedicated Onboarding Coordinator (CDC)
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Next Steps...
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Thank you
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