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GROWTH IS THE DRIVING FACTOR OF EVERY BUSINESS AND FOR THAT A SUITABLE ALLIANCE IS HIGHLY 
REQUIRED TO FLOURISH FURTHER. CORPORATES ARE ALWAYS ON A HUNT FOR AN APPROPRIATE PARTNER 
TO EXPAND ITS BUSINESS. 

A PARTNER PROGRAM IS EXTREMELY ESSENTIAL FOR BOTH CORPORATES AND PARTNERS TO PUSH 
BOUNDARIES AND ACHIEVE SUCCESS. PARTNER PROGRAMS ARE DIFFERENT FOR EVERY COMPANY AND 
IT DEPENDS ON VARIOUS FACTORS LIKE THEIR SIZE, VOLUME AND EXPERTISE. EVERY YEAR, CORPORATES 
SPEND A MAJOR CHUNK OF MONEY TO GROW PARTNER BUSINESS.   

A SIMPLE AND TRANSPARENT PARTNER PROGRAM HAS ALWAYS BEEN A DESIRE FOR THE IT PARTNER 
ECOSYSTEM. COMPANIES CHALK OUT THEIR UNIQUE PARTNER PROGRAM EVERY YEAR WITH A VISION OF 
EXTENDING THEIR FOOTPRINT, ACQUIRING NEW CUSTOMERS ETC. FEW CORPORATES FOLLOW THE GLOBAL 
AGENDA AND FEW CUSTOMIZE PARTNER PROGRAMS ACCORDING TO THE NEEDS OF ITS PARTNERS IN 
DIFFERENT REGIONS BY EMBRACING PARTNERSHIP AND COLLABORATION STRATEGY FOR ITS DEVELOPMENT.  

PARTNER PROGRAM IS A TOOL TO EMPOWER ITS PARTNERS SO THAT THEY CAN LEVERAGE THE 
TECHNOLOGICAL EXPERTISE OF A COMPANY TO ACCELERATE THE GROWTH. ON THE OTHER HAND RIDING ON 
THE BACK OF THE PARTNERS, THE CORPORATES LEVERAGE PARTNER’S COMPETENCIES AND RESOURCES TO 
DELIVER ITS BUSINESS TRANSFORMATION GOALS. IT IS TRUE THAT PARTNERS ARE A MAJOR CONTRIBUTOR 
TO THE COMPANY’S REVENUE.

COVER STORY
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ASHISH SIKKA
DIRECTOR- CHANNEL AND SMB, LENOVO INDIA

“As our current situation seems to be extremely dynamic, it would be inappropriate to 
make any long-term strategy for the future of  businesses. However, we at Lenovo, are 100% 
dedicated to listening, taking action and improving to build a true win-win partnership. With 
most of  Lenovo’s shipments coming through our channel partners, we are driven to equip 
our partners in the fight to stay relevant, as well as future proof  their business. As a part 
of  this, we have launched a few partner programs out of  which we recently introduced the 
AP Lenovo Partner Program to streamline all engagement and operations with our channel 
partners into one single platform. This portal provides useful sales and management tools, 
as well as training and marketing content, allowing our channel partners to experience how 
Lenovo adds value to the partnership with just a single log-in. 

We at Lenovo, understand their challenges and provide extensive and customized programs, 
from incentives to rebates to co-marketing to help channel partners sell more and reap greater 
rewards, gain expertise, and receive support.

There are several challenges we are facing presently. Channel partners in India cited that 
their biggest challenge is how margin pressures are impacting their profitability in the current 
scenario. Hence, we have we have put in place some of  the measures for our channel partners, enabling them to align in the right direction 
and this year’s partner programs are mainly focused on tackling these challenges by providing extensive and customized programs.  Also, 
this year, we focus on the programs that are different in several ways to encourage BP to drive a right mix of  PC, Services and S&P attach 
depending on customer requirement.

We are aiming to grow faster than the market. Strong and loyal channel base will help us capitalize the new opportunity that is getting 
created due to changing business requirement like WFM and PC penetration due to growing online communication.”

SOM SATSANGI
HEWLETT PACKARD ENTERPRISE (HPE) INDIA’S MD

“India has come a long way in enabling remote work, thanks to innovation, and much of  this is 
possible today because of  the mobile and data revolution of  the past decade.

“We are prioritising the things that are within our control— protecting our team members 
and their families, focusing on innovation and efforts to support our customers, and rising to the 
challenge of  supporting the communities where we live and work.

We are focused on helping customers and partners maintain business continuity, manage cash 
flow and financial health and are deploying solutions to meet immediate challenges and unexpected 
demand.

Business continuity is a vital focus area for our enterprise customers who cut across several 
verticals including banking, insurance, telecom, chemicals, oil and gas, state and central governments, 
and so on. Several of  these organisations have mature IT practices.

HPE has robust business continuity plans and with the activation of  HPE Crisis Management 
Team in place we are confident we will mitigate disruptions, meet partner and customer demands, 
and protect HPE team members. We are working closely with more than 200 suppliers to continue 
to minimise the impact on partners and customers.

To help manage cash flow and financial health, HPE’s Financial Services arm (which is an IT 
captive finance company, managing $13 billion in portfolio assets in more than 50 countries) can help. We are also releasing capital from existing 
infrastructure, providing pre-owned tech equipment to relieve capacity strains or delivery delays.

We recently announced that we would defer or reduce expenses through payment deferral, so customers can delay payments for 90 days. Through 
the 2020 Payment Relief  Program, customers can pay only 1 percent of  the total contract value each month for the first eight months, deferring over 
90 percent of  the cost until 2021. This can help businesses navigate the financial impact of  Covid-19 in the short term.”

MURLI MOHAN
VICE PRESIDENT, UIPATH INDIA

“The global outbreak of  COVID - 19 has pushed organizations, today, to fast track their digital 
transformation and has given rise to new opportunities to reimagine work and business continuity. We 
recently conducted a joint study with Zinnov on the adoption of  automation by Indian enterprises 
which clearly showed that Hyper Intelligent Automation (HIA) will become key to accelerate 
outcomes in the wake of  COVID-19.

We, at UiPath, believe that only with strong partnerships to scale training, expedite deployment, 
and innovate new solutions, can we seize these opportunities and deliver value to our customers. 
The UiPath Partner Program is designed to accelerate our partner’s ability to guide their customers 
through their digital transformation, preparing them for the future of  work. We also support them 
to leverage the platform internally to help reinvest their core services and achieve workforce gains, 
co-develop innovative new services solutions that exploit RPA capabilities, guide themselves and 
their clients on how best to leverage RPA with a Center of  Excellence, and deploy RPA solutions as 
part of  a broader business process optimization initiative. Our Partner Program also provides easier 
access to information and tools, at-the-ready marketing, sales and technical resources, campaigns 
and event kits. In addition to this, we also provide transparency and standardization around benefits, 
requirements, and constant support from our customer success team. In the coming year, we will 
continue to support our integrated partner ecosystem by upskilling them with our learning platform called Academy for Partners.”
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ANIL SETHI
VICE PRESIDENT & GENERAL MANAGER, CHANNELS, DELL TECHNOLOGIES, INDIA

“The India region, in the past year, emerged as one of  the largest channel regions for Dell 
Technologies and we have been consistent with our channel strategies, which are very critical for 
us and our partner’s success. We are fully committed to supporting the partner community navigate 
through the changing environment. Our world-class partner program, we drive our Simple, Predictable 
and Profitable message, to position it as the best program in the market, providing superior value to 
the channel partners. Given the ongoing situation, the priorities were strategically modified to help 
our partners evolve and meet the business goals. In order to help the channel partner community 
continue to serve their customers better, we recently announced ‘Partner Relief  Package’, to provide 
financial relief. Information technology is become more specialized and requires Partners and OEMs 
to build expertize, leading to a shift in the partner ecosystem.

In addition to technology needs, our customers and partners have been vocal about their need 
for financial support in the current environment. The Global Dell Financial Services (DFS) team 
listened and responded with the new Payment Flexibility Program (PFP). One of  the best in the 
industry, the program offers more choice and predictability for our customers. The Program is built 
on the strong foundation of  DFS and our end-to-end portfolio. Dell has also announced $9B in 
financing available this year to cater to their critical technology needs. We are committed to helping 
our customers and partners drive business continuity in this new normal. Dell Technologies has always focused on raising the bar towards its promise of  
delivering a simple, predictable, profitable partner program. Our FY20 partner program focused on making it easier for partners to achieve gold status 
and also introduced a simplified market development funds (MDF) process.

The strategy and plan for FY21 needed an upliftment, given the ongoing scenario. Partners are looking up to us to maintain business continuity and 
to mitigate fluid situations. Financial support and capital are of  utmost importance for our partners to adapt to the rapidly changing environment. Many 
of  our partners needed help in this area to device a strong plan as they try to serve their customers better. Keeping this outlook in mind, we recently 
announced ‘Partner Relief  Package’, with the intent of  providing immediate financial relief  to our metal partners. It is helping them to strengthen their 
capabilities and build pipeline for the future. In addition to this, Dell Technologies Working Capital Solutions (WCS) Program is working on ways to 
continue supporting our partners, to help them support their customers. We are also introducing new team-based pricing options for solutions providers 
to make all training more affordable for our partners’ teams.
• MDF (Marketing Development Funds) validity extended till end-July 2020 – thus giving partners more time to plan and execute (up to 3 months 

more than the current 6 months window)
• Option of  advance withdrawal – up to 50% of  their earned MDF – to ease cash flow
• Free training and certifications – for solution deployment capabilities
• Digital Marketing Tool – enabling partners to execute Digital Marketing – the best tool in current contact-less economy to run customer outreach 

marketing activities
• Attractive Working Capital Solutions – minimizing the financial burden and working capital pressure for partners – when they transact with Dell.”

MANISH ALSHI 
DIRECTOR, PARTNER SALES, VMWARE

“VMware launched its new partner program, VMware Partner Connect on February 29th, 
2020, which is a new, dramatically simplified, and flexible program designed to enable partners 
to do business with VMware in a way that aligns with their business models under a single, 
unified contract. The program empowers partners with the flexibility to meet customer needs, 
making VMware technologies and services opportunities more accessible. Partners now have 
an enhanced experience that delivers simplicity, choice, and innovation, while recognizing and 
rewarding partners based on the value they bring to customers. The new VMware Partner 
Connect program has been welcomed and widely appreciated by our Partner community.

VMware Partner Connect reiterates our commitment to dramatically improve the partner 
experience, helping them drive customer success and digital transformation. Designed to 
deliver simplicity, choice, and innovation, Partner Connect aligns with our Partners’ business 
model so that they can optimize profitability. While the earlier partner program was a cluster 
of  multiple programs focused on resell-based transactions, the new Partner Connect Program 
brings in an increased strategic focus on value delivery across the full customer lifecycle.

The program was developed by a cross-functional team representing a broad set of  
perspectives incorporating both, VMware internal teams as well as partner teams. The Partner Advisory Council continues to provide 
feedback regarding various aspects of  the program. VMware Partner Connect offers a simplified, consistent experience designed to provide 
clearer paths to our partners towards profitability, whether they want to resell software or services, manage or host services, or provide value-
add services to their customers.  

There are three key Incentive and Investment Programs within Partner Connect: Advantage+, Solution Rewards, and Development Funds. 
• Advantage+: VMware’s sales incentives program to drive bookings, pipeline visibility and deal advantage
• Solution Rewards: VMware’s back-end rebate program focused on rewarding partners who have demonstrated their dedication to 

selling and delivering VMware solutions
• Development Funds: VMware’s pre-sales investment to drive incremental demand and increase strategic partners’ capacity and for 

VMware technologies
The new Partner Connect program rewards partners for growing their business, achieving solution competencies & master services 

competencies, and progressing to Advanced or Principal tiers within the Partner Connect Program. Incentive eligibility is determined and 
applied by the program tier level, market maturity, and business model.”
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DEBASISH MUKHERJEE 
VP, REGIONAL SALES – APAC, SONICWALL 

“For the year 2020-21, we will continue making our headway in the enterprise market along 
with immense focus on the expansion of  our channel partner program. We will be working towards 
adding greater capabilities and intelligence to our partner community and collaborating with them to 
chart out our business plans. We are also investing in:

• Sales and technical resources to assist our partners find more opportunities
• Channel enablement tools and content to keep our partners up to date on the latest 

SonicWall innovations
• Innovative products and technologies to continuously improve our offerings

SonicWall recently unveiled an enhanced version of  its SecureFirst Managed Security Service 
Provider (MSSPs) Program to provide the licensing models, resources and tools needed to help 
MSSPs profitably scale and accelerate their managed security services business, leveraging SonicWall’s 
award-winning technology. In India, this program will commence from June 2020.

Built on the SonicWall SecureFirst Partner Program, the enhanced three-tiered MSSP program 
offers benefits such as flexible pricing options, tailored premier technical support access, access to 
MSSP field sales and technical specialists, increased access to co-marketing funds as well as specialization training and assessments for sales and technical 
staff.

Due to the unprecedented need to quickly and efficiently deploy security to rapidly expanding remote workforces, SonicWall will include its Secure 
Mobile Access (SMA) solution for MSSPs, allowing managed security service providers to swiftly deploy and scale on-demand security and connectivity 
at costs based on the number of  concurrent users.

Specific to the MSSP program tiers — MSSP Protect, MSSP Powered, MSSP Powered Plus — partners will be offered new program benefits 
including:

• Expanded annual and monthly pricing model licenses
• Aggressive volume-based pricing based on assets under management
• Priority access to Premier Support tier 3 engineers
• Increased access to MDF, including accruals for Powered Plus partners 
• Support from a new and expanding MSSP strategic account management team, globally
• Addition of  Secure Mobile Access (SMA) to MSSP portfolio 
Participating MSSPs will continue to be required to meet annual revenue requirements, have an operating NOC or SOC with Help Desk L1/L2 

support capabilities, as well as sales and technical staffing criteria. Authorized MSSPs will need to be established in the SecureFirst program at the Silver 
level or above.”

NEERAJ BHATIA
DIRECTOR - CHANNEL AND PARTNER ALLIANCES, RED HAT INDIA AND SOUTH ASIA

“Our partners play a significant role in our go-to-market strategy and our overall success. 
Year over year, our partners have brought invaluable ability and resources for the benefit 
of  our customers by being true ambassadors of  Red Hat and our enterprise open source 
solutions, from automation to hybrid cloud infrastructure, Openshift based containerisation 
and beyond. 

In response to the current events, we have been working on identifying new ways to help 
our customers and partners to navigate the challenges and forge a path forward. Our approach 
is to meet our customers wherever they are in their journey - whether it is adopting a virtual-
first footing or scaling up to make remote workforce productive. Open source exists for times 
like these, working together to solve shared problems is fundamental to our business. These 
current challenges are unfamiliar and new to all of  us. As we embrace new ways of  working,  
we believe that open source and subscription based models will become more appealing for 
customers. 

It has been established that organizations who have been adopting agile methodology, 
optimised  infrastructure like automation, devops, mobility built on hybrid cloud, are better 
prepared to operate effectively during these unprecedented times. The requirements of  social 
distancing and the need for restricted movement has further accelerated the adoption of  automation by organizations across verticals to 
continue day-to-day operations. In line with this, below are some of  the initiatives we have undertaken for our partners: 

● We have launched Ansible Automation Platform Certified Partner program to help our partners  build automation practice and 
capitalize on growing adoption of  hybrid / multi cloud by customers. The program entails several benefits for partners including increased 
rebates. 

● Our existing partner programs like Red Hat Partner Connect , Red Hat Certified Cloud and Service Provider program, and Red Hat 
OpenShift Practice Builder Program are already designed to help partners meet customer needs for cloud based technologies, containerized 
application development and platforms. 

● In order to create awareness around our SMB business, we initiated an exclusive program called Red Hat Baazigar (partner incentive 
program) for select partner representatives to drive new business opportunities for Red Hat. 

● Red Hat Training & Certification is delivering live virtual training classes, extended timelines for using Red Hat Training Units and 
the exam window by three months for those who are not in position to cancel or reschedule previously scheduled classes or exams.”
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PRAKASH KRISHNAMOORTHY
DIRECTOR, ARUBA INDIA

“Aruba partners include distributors, resellers, managed services providers, and OEM partners 
for whom we have a partner program initiative known as “Partner Ready for Networking”.

Distributors can have the full portfolio of  Aruba products and services to distribute. They earn 
rebates based on what they resell, and depending on various factors.

Managed service providers (MSP), service providers (SP) and system integrators (SI) are partners 
recognised with different business model. MSP/SP/SI generally is the asset owners of  our technology 
who deliver “As a Service” to the customers in single tenant and multi-tenant solutions.

OEM partners integrate HPE and Aruba products with their own intellectual property to deliver 
a unique value proposition as part of  the go-to-market strategy. This has resulted in an ecosystem of  
partners utilizing HPE and Aruba innovations.

Over the last 12 months, we have delivered both consumption and subscription options for 
partners to resell and/or to use as-a-service. Combining our complete portfolio of  products, services 
and financial offerings, partners have a greater array of  options to buy, consume and pay for network 
needs including HPE GreenLake for Aruba, a subscription service where the campus or corporate 
network is used and paid for on a predictable payment plan over a period of  3 or 5 years.

In response to COVID-19, HPE recently provided additional benefits to partners that include:
•             Rebates - HPE and Aruba has made it easier for partners to earn rebates.
•             Settlement incentives - Aruba is offering early settle incentives for partners, encouraging them to take advantage of  this incentive to improve 

their working capital and cash positions.
•             Extended Credit & Early Settlement Terms – We have provided up to 60 day credit terms in May with enhanced early settlement incentives 

being offered for payments from May through July for distributors.
•             HPE Partner Ready Programs Revenue Threshold Suspension - To provide stability for partners facing financial uncertainty, HPE has 

suspended the revenue threshold targets required for current partners to maintain their equivalent status for 2021 eligibility.
•             HPE Financial Services (HPEFS) offerings - HPEFS is enabling resellers to recommend to their customers these offerings to reduce their 

financial risks (available in all countries except Vietnam and AEC), which include:
o             Payment Relief  Program (defer >90% of  the cost until 2021)
o             Support to convert existing IT assets into capital including a buy back scheme
o             A new payment deferral option is available on new technology purchases
o             A phased deployment program that allows them to acquire compute and storage capacity now with the flexibility to configure, test, and 

stand up systems before paying
o             Short Term Rental of  pre-owned HPE technology to empower a remote working set up (available in selected countries for data center 

assets only).”

COVER STORY

HARSHAVARDHAN KATHALEY
DIRECTOR, CHANNEL SALES (INDIA & SAARC), JUNIPER NETWORKS

“For Juniper and our partners, customers are at the center of  everything that we do. Our 
mission has been to build a strong partner ecosystem to be able to help our customers succeed 
and together with our partners, become part of  customer’s success stories. To that end, Juniper’s 
partner program has evolved over the years to support and fulfill the technology innovation to 
deliver Juniper solutions through our partners. At its core, the program is simplified yet covers 
all the aspects of  Skillset & certifications, Marketing & demand creation, business acceleration 
tools, sales enablement and most importantly profits & rewards for our partners.

AN OVERVIEW OF JUNIPER’S ENHANCED PARTNER PROGRAM PROVIDES:
New specialisations: With Juniper’s recent acquisition of  Mist Systems, the new joint 

Juniper-Mist Specialisation enables partners to deliver AI solutions into the enterprise, while 
the new SaaS and managed services specialisations are designed to incent and enable partner 
transformation into recurring revenue models. Partners can choose their specialisation based 
on their competitive differentiation and unique business models. Following is the list of  various 
specialisations available for our partners - Security, Routing, Data Center, AI Access – Mist, 
Cloud Software, Services, Managed Services

Incentives and rewards: New incentive programs are designed to help partners who are co-investing with Juniper to grow their enterprise 
business: incentives focused on driving growth of  Mist and Juniper solutions and paying double-digit rebates on growth technologies such as 
software, cloud and SD-WAN. Additionally, Juniper is making incremental investments in partners who invest in building technical, sales and 
service expertise in Juniper technologies. As our partners stack up their specialisations, they earn stackable rebates.

Demand creation: Juniper is providing programs and campaigns, as well as joint marketing funds, to create a demand for new business and 
to expand existing accounts. Our partners have access to on-demand, customised and turn-key marketing campaigns focused on differentiated 
product solutions and targeted vertical segments in the enterprise.

Sales enablement: To help partners upskill in emerging areas like AI, cloud, wired assurance and managed services, Juniper is providing a 
new sales enablement curriculum to accelerate partner success.

Given the ongoing outbreak, there will be an accelerated focus and more investments in the healthcare sector, throughout every aspect of  
that industry – from hospitals to pharmaceutical companies, to essential commodities production and distribution, to retail and e-commerce, 
among others. The government is expected to lead this charge in India, followed by the private sector.

Furthermore, ISPs have witnessed unprecedented increase in demand due to the recent work-from-home practices, which is also expected to 
have an impact on future work culture. Just like work-from-home; there shall be back-to-office scenarios leading to a need for implementation 
of  SOPs e.g. Contact tracing-inside the premises, social distancing alert systems etc. Juniper’s AI enabled solutions are already being examined 
by customers for these applications.

Cloud adoption will continue to gaining further momentum to provide opportunities right from Data Center build or expansion to multi-
cloud rollout and management.”
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NICK TIDD
VICE PRESIDENT - GLOBAL CHANNEL SALES, POLY

“Recently, we launched a new Poly partner program – we have reimagined our program 
to encourage participation from a broad range of  partners and made it more beneficial to 
partner with Poly. Our partners consistently tell us that their success depends on their ability to 
differentiate based on reputation, service delivery capability, and complementary skills. Our goal 
is to help all partners successfully stand out in the market.

The new program, which brings together more than 15,000 partners around the world 
between Plantronics and Polycom, is designed so partners of  all sizes can more easily deliver the 
most compelling and customized solutions to their customers.

The Poly partner program shifts the evaluation of  partner levels from a focus on revenue to 
an emphasis on involvement with Poly to support innovation and mutual growth. The model is 
built around three categories:

• Capabilities, ensuring a deep knowledge base through training and enablement;
• Commitment, a demonstrated focus and investment in Poly; and
• Contribution, which expands beyond just revenue and provides opportunities for 

bonuses for our partners. Additional benefits include a single instance of  deal registration, 
performance dashboards, and a real-time scorecard to make it easier to track partner standing.

Additional features of  the Poly partner program include:
• A new Poly partner portal launching on April 10 which will replace Polycom Partner Connect and Plantronics Plantro.net. The portal 

offers an interactive and collaborative space to easily connect partners to Poly, support technical expertise, sales, marketing, and continuous real-
time learning.

• The Poly partner portal will also provide a comprehensive library of  images, marketing assets and co-brandable templates so partners 
can effectively and efficiently market to customers.

• Poly University provides a full suite of  curriculum by specialty to help partners satisfy certification and specialization requirements as 
well as elective learning. A robust certification program provides individual sales and pre-sales training in various product and service categories.

• Sales tools offer customer testimonials, videos, promotions and a demo discount program to help drive business.
Poly’s new partner program offers new tools, business opportunities and a refreshing business mindset for the Polycom and Plantronics 

partners,
Poly Partner Program and Portal Registration
All Polycom and Plantronics partners will receive access to the Poly partner portal on April 10, 2020, which will be available in North 

America, EMEA and APAC regions. Other interested partners may register here to become a Poly partner today.”

LATA SINGH
EXECUTIVE DIRECTOR IBM PARTNER ECOSYTEM & CSI, INDIA/SOUTH ASIA

"Theworld is dealing with the ongoing COVID-19 crisis and number of  our clients and 
partners have had to re-evaluate their IT strategy in the short and medium term. IBM is 
committed to support our clients via multiple digital platforms of  engagement in these times of  
social distancing. We have launched a special set of  offerings to cater to the increased demand 
for Cloud solutions, Cybersecurity, Remote Workforce and Business Continuity Planning and 
some specifically to assist our channel business partners.

IBM is offering an extended financial stimulus package for our customers through IBM 
Global Financing. IBM Systems globally has added millions of  dollars into the incentive 
portfolio which will be available for distributors and all partners in India. The Q2 performance 
incentive for Power and Storage has been increased. The funding for eligible digital co-marketing 
activities in Q2 has been increased from 50% to 100%. Clients will be given option to pay in 
quarterly installments at zero percent interest for any hardware purchases in Q2 subject to terms 
& conditions.

We have suspended CVR Sales / Sales Assist, CVR Solution revalidation for 2020 allowing 
partners’ additional time to prepare and complete necessary testing. The revalidation grace 
period for IBM Partnerworld program has been extended from May 5, 2020 to January 1, 2021 
so that partners will not decrease in program level or lose a competency during this time. IBM provides resources to plan/prospect and progress 
leads, run a digital workshopwith the Digital Technical Engagement team and incentives if  the workshop is done with a client. We are providing 
access to key virtual selling tools, remote training tools, guidance and resources to make sure learning never stops. My Digital Marketingis the 
new digital marketing platform which IBM launched in Feb for our partners to quickly access an array of  'ready-to-execute' digital campaigns. 
With it partners will be able to plan, personalize, execute and measure their next digital marketing campaign, and identify what does and doesn’t 
work as our lines of  communications shift to more virtual channels. We provide 24/7 access to solution demos, webinars and more at IBM 
Virtual Client Center. IBM has launched a special 90-day software offerings and trials at no cost for Cloud & Cognitive Softwareand defined a 
distinct set of  focus solutions for IBM Power, IBM Security, IBM Storage, IBM Z and LinuxONEthat will help both partners and customers. 
We will continue to push more content to the Seismicplatform - a central repository for all sales enablement materials on demand - with 
additional programmatic digital enablement sessions. Business Partner Connectoffers both IBM and Red Hat partners the ability to discover 
new collaboration opportunities, by leveraging Watson's matching technology to help find the right tools for shifting business needs.IBM digital 
badges and professional certifications are now available on IBM Skills Gateway.

Since we have a strong services team we are sharing with our partners details on our service offerings as well as best practices. Partners 
looking to expand their service offerings can seek advice from our experts as well as take the IBM service offerings to their Clients.  We are also 
keen that our partners leverage IBM Cloud for their client needs from bare metal to SaaS offerings. On top of  it all, we are hosting the IBM 
Think 2020and PartnerWorld conference digitally on May 5-6. It will be an exciting combination of  live streamed content, interactive sessions 
and certifications, highlighting IBM’s technology and industry expertise for Business Partners and developers. The focus on building skills on 
solutions for the post COVID time  remains most important."



42 May 2020    www.varindia.com

KAUSHAL VELURI
DIRECTOR – CHANNEL ECOSYSTEM, NETAPP INDIA

“A few months back, the question on new partner programs would have been answered differently. 
With the advent of  COVID 19, this is a testing time for the entire ecosystem. 

As businesses slowly come back to normal over the next few months, cash flow is a significant 
issue for our partners. To help address these challenges, NetApp is currently extending partner credit 
terms by 30 days for direct purchasing partners (distributors and direct resellers), extending eligibility 
for achievement in partner growth programs, delaying our next compliance review by three months 
and extending all certification expiries by six months.

As we look to the future, supporting our partners as they discuss their customer imperatives in 
the “new normal” is our core priority. 

NetApp’s Partner programs have focussed on three tenets of  Simplicity, Acquisition & Knowledge 
and helping partners with initiatives in alignment with these strategies. 

We have made it simpler for our partners to earn the rebates they are eligible for by making the 
process claimless. This has helped our partners to focus on market outreach and customer acquisition 
without worrying about missing out on rebates. This simplicity met with great response from our 
customers.

To help our partners acquire new customers, we expanded our marketing support to help them with their demand generation activities through 
initiatives like Marketing Concierge where they can seek help to run an integrated marketing campaign. At the same time, we support partners through 
back end rebates for acquiring new to NetApp customers and competitive customers through our Run-to-NetApp programs. 

As we embrace the new normal due to the COVID-19 pandemic, vendors will need to provide customers innovative, flexible technologies with the 
choice of  how to use and consume these technologies to meet evolving business requirements.

Achieving this simplicity will be the foundation for companies as they look for growth opportunities in the new world

• Buying patterns are shifting as customers brace themselves for the workload demands on critical applications. The need of  the hour is to 
support remote workers with End-user computing (EUC) and virtual desktop infrastructure (VDI) solutions for wide-scale deployments without 
sacrificing performance while making data and applications available and ensuring optimal performance.

 o With 5G we see AI-driven IoT becoming a reality, edge computing environments are also primed to become even more disruptive than 
cloud was. In preparation for the widespread emergence of  5G, maturing AI applications and lower-cost sensors will be leveraged to 
build compute-intensive edge environments, laying the groundwork for high bandwidth, low latency AI-driven IoT environments with 
the potential for huge innovation

 o The adoption of  hybrid multicloud as the de-facto architecture for enterprise customers has led to tremendous pressure to modernise 
the infrastructure and deliver tangible business value around data-intensive applications and workloads

 o Hardware-based Composable Architecture will have less short-term potential against commodity hardware and software-based 
Infrastructure Virtualisation. Majority of  organisations that need to transform within 2020 will be best-served by the combination of  
modern HCI architectures (including disaggregated HCI) and software-based virtualization and containerisation.

NetApp has always recognized that our success depends on the success of  our partners and that we can all accomplish more by working together 
than we ever could on our own.”

SAMEER BHATIA
DIRECTOR OF ASIA PACIFIC CONSUMER BUSINESS GROUP AND COUNTRY MANAGER 
FOR SAARC & INDIA, SEAGATE TECHNOLOGY

"We have been seeing a strong and continuous growth in India, not only on the consumer side 
but also enterprise. Our leadership position in storage space in the country has been possible with the 
constant support of  our distributors and channel partners. Working towards our partners’ business 
success across all the cities in India is one of  the key focus areas for us at Seagate each day. We 
believe in nurturing our partner ecosystem by understanding their needs and guiding them with all the 
product knowledge and tools to enable their success in competitive environment. We connect with 
our customers and partners in the markets through the Seagate Insider partner program. This year, we 
will continue to focus on providing comprehensive training sessions and seminars as well as working 
on co-marketing initiatives to better identify evolving opportunities in the changing norms currently. 

With the emergence of  IT 4.0, our focus for this year is to help partners drive profitability by 
enabling them to embrace and monetize the new opportunities around edge computing and artificial 
intelligence (AI). We connect with our customers and partners in the markets through the Seagate 
Insider partner program. In addition to regular products and technology trainings, Seagate also 
provides its partners to better understand evolving opportunities.

Our India-market specific SkyHawk Partner App is a great example of  how we empower our 
partners and customers. The total downloads of  the app are now nearly 13,500 from 10,000 users in late November 2019 – a 35% increase in over four 
months. The total app registrations also increased from over 4,000 users in November 2019 to over 5,600 users now. 

This year we also redesigned and opened a hi-tech Lacie Showroom in March to provide better tech experience to our customers.
With the increase in the number of  connected devices there has been an exceptional growth in the creation and consumption of  data. We believe that 

the next wave of  data growth will come from “embedded devices”, and with the advent of  IT 4.0, our focus is on helping partners drive profitability by 
enabling them to embrace and monetize the new opportunities around edge computing and artificial intelligence (AI).

As mentioned earlier, with the growing business opportunities, our focus continues to be on engaging with the partners and distributors network. Our 
channel ecosystem continues to grow in numbers and reach as we better understand evolving opportunities and double down on our efforts to engage 
with our partners and customers more closely than ever.”

COVER STORY
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AMARISH KARNIK
DIRECTOR – CHANNEL SALES, ALLIANCE (INDIA & SAARC), VEEAM

“We at Veeam are committed to enabling our partners with the right set of  tools, resources, 
and opportunities to ensure business continuity for our customers. As a reflection of  the 
commitment, we launched Veeam PartnerPerks Program earlier this year. The entire program is 
designed to build trusting and long-lasting relationships that result in meeting the demands of  
our customers, repeat transactions, encourage focused products and solutions adoption. At the 
same time, also rewarding our partners for their focused approach towards boosting sales and 
ensuring Veeam solutions reach the market faster. Veeam also launched the enhanced Veeam 
Accredited Services Partner (VASP) programme in 2019 to strengthen its partners’ capabilities 
to sell, deploy and support Veeam solutions, and ensure customer satisfaction.

We are a 100% channel centric company and for the year 2020-21, we will continue to 
help partners at every sales stage. Right from the opportunity generation, to doing proof  of  
concept and to deal closures, we help partners build extensive profitable portfolio by enabling 
competencies at partner place. In addition to that, we help partners talk industry/vertical 
specific language which enables us to achieve better business acceleration and velocity. With 
the programs like PartnerPerks, we will continue our efforts in enabling our customers across 
industries to have uninterrupted access to data, at all times, with the right set of  Veeam Backup 
and Recovery solutions.

We are expecting unique challenges and opportunities for our channel partners as there is likely to be change in revenue models at the 
customers end. There will be a robust requirement to develop different sales models to stay relevant to our customers. Below are the top three 
opportunities that the channel community should prepare for in the coming time:

a) Need for data mobility and portability will fuel Cloud Data Management adoption: Businesses are going through a monumental change 
at the moment and are looking for new methods of  making data more portable within their organization and it can only be achieved through a 
robust CDM strategy. This change is leading them to look at cloud data management (CDM) to ensure the availability of  data across all storage 
environments, including private, public and hybrid cloud. The channel community must leverage the demand for CDM as an opportunity to go 
to the market with scalable solutions.

b) Pay-as-you-go model over CapEx purchases: The current business environment is shifting the IT spending to a pay-as-you-go model over 
CapEx purchases. Business are opting for cloud-friendly consumption models, where they only pay for what they use, when they use it.

c) Organisations will replace, not refresh, backup solutions: The trend towards replacement of  backup technologies over augmentation 
will gather pace. Businesses will prioritise simplicity, flexibility and reliability of  their business continuity solutions as the need to accelerate 
technology deployments becomes even more critical. The channel community must be agile to respond to this trend in 2020.”

JITENDRA GHUGHAL
DIRECTOR CHANNELS, INDIA & SAARC, FORTINET

“Customers need strategic counsel and guidance more than ever now to navigate through 
new challenges brought about by the current reality. As organizations transform their networks, 
security plays a critical role and also needs to evolve to keep up with new business demands. 

Recognizing this Fortinet has designed new enablement initiatives and specializations, allowing 
partners to take advantage of  digital innovations and the changing business landscape. The 
recently announced Engage Partner Program provides greater flexibility on partner engagement 
with Fortinet, offers customized support to partners’ business models and allows partners to 
specialize in emerging areas through tailored training and certifications. 

Expanding Partner Opportunities Through New Partner Program
Fortinet’s Engage partner program addresses the required technology and sales skills needed 

from new network ecosystems, such as next-gen branch offices and dynamic cloud environments 
comprised of  multi-cloud and hybrid cloud. The new program is based on three main concepts, 
including:

• Specializations: Partners are able to select an area of  specialization to receive additional 
support and benefits in their chosen areas. These include: Dynamic Cloud, Secure Access and 
Branch, Secure SD-WAN and Data Center. Customized training and certifications are available for each of  these specializations to help partners 
upskill in emerging areas, further enabling partners to capitalize on growth opportunities.    

• Business Model: Fortinet offers specialized support for partners that fit the following three business models: MSSP partners, Market Place 
partners and Traditional Integrator partners. By offering customized support for these unique business models, Fortinet is evolving its partner 
program to further embrace growing business areas such as the selling of  managed services.  

• Engagement: Partners have greater flexibility when determining the level of  engagement they want to have with Fortinet. They’re able 
to select the type of  expertise they want developed, the benefits and the revenue stream. This allows partners to select how they want to work 
with Fortinet to grow their business. As a result, there are four new levels of  partnership outlined in the program ranging from Fortinet Advocate, 
Fortinet Select, Fortinet Advance and Fortinet Expert.

The new partner program is designed to provide an expanded set of  benefits to partners, such as training and certification so they can leverage a 
wider range of  Fortinet consumption models. This not only enables partners to better meet the dynamic and expanding needs of  customers it also 
enhances their ability to “land and expand.” With the new Fortinet program a single opportunity can be easily expanded to a long-term relationship.

When partners are armed with a broad portfolio of  integrated solutions, tools, and platforms available in any form factor, and solutions designed 
to operate natively in and between any networked environments, they have the opportunity to radically change the nature of  relationship with their 
customer. And significantly expand business and revenue opportunities.

Building on our investment in our partners, the new program offers specializations, updated enablement initiatives and tailored support for 
unique business models to further partner success.”
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JAGANATHAN CHELLIAH
DIRECTOR, MARKETING, WESTERN DIGITAL INDIA

“We continue to reinvent the way we work with our partners, considering the current 
environment, we are heavily focused communicating digitally with our partners and helping them 
further communicate with their customers in a best and most effective way. Our rewards initiatives 
and programs are uniquely designed for each set of  channel partners to help them grow, maximize 
profitability, and, most importantly, delight their customers. 

Western Digital works to create an environment for data to thrive and continues to make 
constant efforts for its channel partners to get robust insights into the technologies, product design 
etc. using an app-based training module for channel partners called TechTalk. The organisation is 
committed to its partners' growth and success in today’s volatile and dynamic environment. We 
also use the WhatsApp business platform to engage with channel partners and stay connected. The 
platform allows us to communicate easily from understanding their queries to resolving them and 
understanding the market trends observed. Channel partners are encouraged to use the platform and 
are constantly rewarded via our reward initiatives. While the mindset is what we roll out from our 
programs is to give the partners an opportunity. 

Partners recognize the value that Western Digital brings along with the product portfolio. 
Appended are various partner programs planned for the year – 

WhatsApp for Business - To engage in constant communication with our partners we use the WhatsApp business platform. The platform allows us 
to communicate easily from understanding their queries to resolving them and understanding the market trends observed.

TechTalk - An app-based training module for channel partners that provide them with robust insights into the technologies, product design etc.  
It provides them training modules on different products of  eight-minute followed by a quiz and then they have a leaderboard, accordingly, everybody 
gets rewarded. SanDisk League of  Heroes (SLH) - SLH is created for recognizing and rewarding the best performing channel partners in the consumer 
segment. Each quarter represents a mission consisting of  a number of  stars that can earn the partners attractive rewards. The SLH program consists of  
rewards, booster rewards, and medallions that can earn exciting prizes.

Western Digital Elite Partner Promo - This program is for enterprise SIs and VARs who provide complete storage solutions to the customers. It is an 
annualized rewards program with quarterly rewards based on performance for the channel partners who sell Western Digital Ultrastar HDDs, SSDs and 
storage platforms and server portfolio that includes our JBOD, JBOFs, Ultrastar Serv24-A, and Ultrastar Serv60+8. myWD Partner Program - myWD 
Partner Program is a highly successful rewards program that engages with partners within the IT and surveillance channel. Under this campaign, ~6000 
partners participate under a timebound, two-way communication-based rewards platform and get trained on select, WD-branded products.”

CHANDRAHAS PANIGRAHI
CMO AND CONSUMER BUSINESS HEAD, ACER INDIA

“COVID-19 has changed the framework of  our work, the way we approach to the partners 
and the customers as well. However, being one of  the top ICT companies and a global PC 
brand, Acer believes in the growth of  our channel partners on two aspects – innovation 
and upskilling. As always, we believe in supporting them by introducing new innovative and 
interactive measures. To offer the best to our channel partners and customers during this 
challenging time, we have come up with an Omni-channel solution. This will help our partners 
serve their customers with an integrated experience by connecting at multiple touch points to 
provide a seamless experience to the customers. The customers also have an option of  getting 
their products home delivered keeping social distancing in mind. The service comes with a 
unified and contextual customer experience through Acer e-store platform.

The lockdown has created a rush of  remote working culture across, we are seeing a spike 
in the demand for laptops, PCs, monitors, and other peripherals at Acer. Whether it’s an 
organisation or an educational institution, we can see that remote working and online learning 
has emerged as the new normal.  In addition to this, many people have been pushed behind 
doors and therefore, a huge chunk of  people are engaging in online gaming as well. In fact, 
gaming has also become a viable career option for many of  the folks across. Hence, we are 
observing a surge in gaming devices and accessories. To cater to this increasing need, we are focusing on our supply chain and are looking 
to fulfil orders as quickly as possible. As an organization, we are also looking at up-skilling ourselves as per the ongoing situation so that the 
current catastrophe can be turned into an opportunity wherein, we emerge more productive and stay ahead of  the situation.”

SANJAY ZADOO
COUNTRY MANAGER CHANNEL, VERTIV

“Vertiv partner programs are focused on keeping our partners updated about recent technology 
updates in the IT infrastructure domain. To enhance the partners’ knowledge about how various 
Vertiv offerings address customer challenges, we have arranged numerous online trainings during 
this current pandemic, to make the best use of  their time and availability. 

Our partners have been leveraging training to acquire new customers through online platforms, 
in addition to retaining our existing customers. With the partner community being highly responsive 
to our initiatives, we see tremendous growth potential in the times to come.”
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