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m  Understanding the Channel
—What is the “channel”?
—What does the channel do?
— What makes the channel “tick”?

m 8 Recommended Practices
m Resources




What iIs the “Channel”?
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Vendor View Route to market for

my product

_ Where | buy products
Customer view and get help




What does the channel do?
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m Gather info on customer demand
m Stimulate purchase; negotiate price

m Handle orders, financing and payment
m Move and store products

m Add value: design, install, train,
Implement, integrate, and support




Types of Channel Players

Value-added
partners
- Direct sales
Distributors

channels
Retail stores
Telemarketing "Indirect” channels
Direct marketing

channels
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Cost per transaction

Source: P. Kotler, Marketing Management



Channel Business Drivers

OEM

EXcnpIE

Dell, HP, IBM, Cisco, MS

BUSIRESS! DHIVEr

m ASP/Contribution Margin

Value Added
Reseller (VAR)

ACS, Getronics, En Pointe

m Gross Profit Margin
m Volume

System
Integrator

IBM, EDS, CSC, HP,
Accenture, and boutiques

m Client Value
m Client Retention/Growth

Distributor

Ingram Micro, TechData,
CDW, BellMicro, Comstor

m Volume
m Margin

Services
Provider

AT&T, BT, Orange

m Operational Efficiency
m Cost
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Channel Sales Rep View

Their Situation:
m Represent 40+ products/services

m Have 40+ vendors wooing them with
oromotions, SPIFs, events, marketing, etc.

m Thin on pre-sales technical resources
m Quota seems to get bigger each year

Their Focus: make quota with 1-3 products
that will help them win fast.




Defining “Product”
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PRODUCT

MARCOM WEBSITE

Whole Product

PROGRAMS




Recommendations

Simple, compelling value proposition
Attractive margins/incentives
Product packaging simplicity

Short sales cycle

Killer demo

_ everaged sales

Repeat purchase

Usabllity




1. Simple, Compelling
Value Proposition

“Bring unmanageable server sprawl under control by
using virtualization to run multiple workloads on
fewer servers.” — VMware

“Access any application with the fastest performance,
highest security, and lowest cost.” — Citrix

“Meet the growing customer demand for messaging.
Microsoft Exchange Server 2007 offers advanced
protection, anywhere access and increased
operational efficiency.”-Microsoft

[ Test: do you have a compelling, one sentence value prop?}




2. Attractive Margins and
Incentives

= > 30% discount off street price

= 5-10 % of annual support contract
= 5-10% for “deal registration”

= > 206 Marketing Distribution Funds

[Test: do you offer good margins for the channel? }




3. Product Packaging Simplicity

YOUR LOG0 HERE
1234 Main Street
Anytown, CA 90001
{650) 5551212

Marme: Mr. John Doe

Company: Company Y Z

Address: 123 East Strest

Anytown, CA 90001

John. doe@@companyxyz. com

(325) 555-1212

Cuotation: AB-11

Date:

Purchase Order No.:

104452006

. |ltem Description

Unit Price

Total

01-C00745  |APPLIANCE

§ 3,750.00

F 18,750.00

01-C00757  |SERVER LICEMCE

788.00

3,940.00

01-C00755  |SERYICE & SUPPORT

3,403.50

3,403.50

Test: can a sales rep prepare a quote in < 3 minutes?

Subtotal
Sales Tax
Shipping
Total

$ 26,093.50
216271

§ 28.246.21




4. Short Sales Cycle

24 hour demo box

Company Products Customers Partners OpsCenter News&Events Purchase Support 1_833_ ANTI-SPAM d e I IVe ry

“RecLaim vour Network: ™ 30-day trial with
* Barracuda Networks products are used by over 35,000 enterprises faSt S etu p

worldwide for superior protection against spam, spyware, viruses,

: and inappropriate content entering or leaving their networks, [ | 9 8 % C O n Ve r S i O n
: Powerful, Easy to use. Affordable. r a.t e t 0 p urc h ase
+SPAMFILTERING - SPYWARE PROTECTION : Order a free Evaluation Unit!

<VIRUS PROTECTION  + OUTBOUNDE-MAIL PROTECTION LEARN MORE O rd e r
WEBFILTERING  +SECURELOAD BALANCING =

[ Test: does it take less than 90-days to PO? 1




5. Killer Demo

Downloads | Store= | Account = | Help | Contact

Download VMware Server

. . Product Info
Product %ersions | Drivers & Tools | Open Source

Crocurnentation

Enowledge Base
] to receive your free serial number(s).

Driscussion Forurm

VMware Server 1.0.1 Wiware Servar Support

Latest Wersion: 1.0.1 | 54406 | Build 29996 o
Support Palicies

m Releasze Notes Support Requests 2 Feedback

VMware Server 1.0.0 Compare Server Products
Yersion: 1.0.0 | 7HM0ME | Build 25343
Diovwenload | Release MNotes

WMware Techrnology Mebwork

. wihat is Wirkualization?
Learn about “hweare YirtualCenter for Whlware Server.

Test: can a sales rep wow a prospect in < 15 mins?




6. Leveraged Sales
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Allow your channel to make money on:
m Planning, Designing, Architecting

m Implementation
m Technical Support
m Customer education




6. Leveraged Sales

SAP . com Horme

Industries

Solutions

Services

PlatFarm

Parkners

Partner Categaties
SME Partners
Partner Guidelines
Partner & SAP Commitments Qualify Today as an SAP Channel Partner Apply for Partnership

Targets & Metrics

Howe ko Partner with SAP SAP

SAF Channel Parktner Portal

Zammurities

Dur Companey

Zareers

Test: Do you leverage $1-3 of other products for $1 of yours?




/. Repeat Purchase

Ways to generate repeat business:
m Renew — support & maintenance

m Upsell — more licenses of same product
m Cross sell — other products/services

“Land and Expand”




/. Repeat Purchase

O Partners Cwverview
O Strategic
) Technology
O Resellers
» Reseller Saolutions

« Reseller Partner
Program

= Reseller Locatar

0 Broacikand
» Become a Provider

= WI-Fi Roaming
= Provider Partners
= Yenue Partners

= Erterprize Ready

HOME : COMPANY : SERVICES : PLATFORM : SUPPORT : PRESS ROOM : INVESTORS : QEtiadi[a:3

Reseller Solutions

iFass enables resellers to provide a range of services for the mobile workforce that can be tailored to meet the unigue
needs of their customers, Depending on the scope and model of their business, resellers can build a variety of value-
added offerings around core iPass secure connectivity and endpoint management services.

Regardless of the size of the businesses served—fram small shops looking for a turnkey out-of-the-box solution, to
large enterprises that demand customized hosted solutions or onsite implementations—iPass resellers have the
flexibility to cater to their individual customers' requirernents.

iIPass resellers typically offer different combinations of services to meet their customers' needs. For example:

Large Enterprises: Many enterprise custamers demand sophisticated secure connectivity and endpaint
management services that tightly integrate with their systems of choice. They alza require the ability to
directly manage policies for their remote and mobile workers. Resellers can offer corporate access solutions
as a sure answer to providing the control and freedom to succeed.

Mid-Size Corporations: Mid-size customers often prefer a managed approach to remote access, and
endpoint management, yet may require some level of customization and integration. Resellers can offer hosted
access solutions that are easily customizable, providing flexible managed services to meet unique customer
needs.

Small Businesses: Small businesses typically need cost-effective remote access security and systems



/. Repeat Purchase
Create a modular product structure:
m ldentify the triggers for buying more

m Quantity add-on option -- more seats,
licenses, appliances, subscriptions, etc.

m Modules — adjacent use-cases

Test: Do you create a reason for rep to sell again
to installed accounts in <6 months?




8. Usability
_~_

m Intuitive Ul drives down support calls

m Rich logging/error reporting enables
one-call resolution

m Metrics for install, setup, and usage

-

More Margin!




8. Usability
pesiin

POSTINI SOLUTIONS | RESOURCE CENTER PARTNERS CUSTOMERS NEWS & EVENTS COMPANY

M Home JContactUs D Customer Login = &) Support

WHY POSTINI REQUEST A DEMD GET A FREE TRIAL

- ENTERPRISE SOLUTIONS Horne = Postini Solutions = Support Programs

Integrated Mezzage

Management Postini Solutions

Email Security & Management
IM Security & Management

Mezsage Archiving Postini delivers superior custarnar care with world-clazs support servicas that keep vour ermail
systern fully protected and operating at peak perdormance, Our programs are designed to meet
Meszage Encryption the full range of custorner requirernents, fram online portal services to enterprize-lavel account
rmanagerment. With 3 customer satisfaction rating that far exceeds industry standards, we are
Postini Technology cornrmitted to providing vou with highly rezponsive and expert support

Consulting & Support
“Tha bast tack support around.”

“AMN tach support departrnents cowld Jearn 3 lesson from Poshinl support reps "
w SMALL BUSIMESS Mike Proctor - Metwork Solutions Group

SOLUTIONS

Test: Do you have a goal to drive down the number
of cases per mo (e.g. 2 per mo per partner)?




CRN Magazine “2006 Channel Champions”*
2006 CHANNEL CHAMPIONS

Business Software Suites

Sage Criteria
Oracle Sofhuare Weight®

Technical Criteria
Froduct quality and reliability

Fricefpedormance
Eaze of integrating professions| services with core product
Eaze of adding features

Technical satisfaction rating

Channel Criteria

Total ROl for custamer

Wendarsupport cwver life eycle of project
Service revenue opporunities

Technical education [cedification and training)
Consistency of channel programs ower time
Reducingfeliminating channel conflict
Efze of zale or core products
Fezponsiveness to SP feedback

Keeping SPs informed of changes (visibilty)
MarginsRebates/Spiffs

Channel program satisfaction rating

Overall Channel Champions Rating




Summary of Tests
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Compelling, one sentence value prop?

Good margins for the channel?

Sales rep can prepare a quote in < 5 minutes?
Does it take less than 90-days to PO?

Can a sales rep wow a prospect in < 15 mins?
Leverage $1-3 of other products for $1 of yours?
Do you create a reason for rep to call again?

Do you have a goal to drive down support cases?

1.
2.
3.
4.
S.
6.
/.
8.




Resources
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m Multi-channel Strateqies
m Philip Kotler — Marketing Management

m CRN Channel Champions
m 2006 VAR Business 500

m Peter Cohan’'s DemoGuru’s
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Thank you!

Sridhar Ramanathan
(925) 371-8400
sridhar@pacifica-group.com




