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VENDOR MOVES

® HP has recently revamped its partner portal,
which has gane on to a new, betier giohal
platharm. The vendar s getling the process
resdy by reext month.

B Sun Microsystems is looking at customi-
ration of its pariner portal for Il's partners
inIndia.

#® [Dax Netwarks, which introduced, Dax
Drona, its partner portal just a year ago,
i= enthusiastic about meking changes fo
Ihu nnrlii

= Mhﬂdﬂmﬂutﬂmﬂulu mdm
intaraciive through RSS feeds.
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Touted a5 a new Interactive informa-
thon site, Partner View promizes to
change the way i communicates and
supports its channel partner com-
munity. According to Bejoy Antany,
Reginnal Manager, Channels Cisco
India “Martner View sorves as o per-
sonalired, focused, organized, and ceon-
tralized site where channels pariners
il |.|||||._'|s:|l.- gamn Aceeks Lo important
mirws, information, and business tools.”
Some of the features of Partner View
include Bug Watcher, My Forums and
Topics, Products Watcher, Technolo-
pies Watcher, Service Requests, Secu-
rity Advisories and Alerts, Technical
Support News. Additionally, It also
automates impaortant programs and
processes like opportunity régistration,
obtaining marketing funds, demo, NFR
requests and contract renewilks.

Tis extend the range, recomtly Cisco
hg also rolled out aca global level,
Pariner Talent Netwark and Tartner
Excliange Morial aimed ai making tal-
ent acquisition and collabaration easier
for partners. The new Cisco talent
portals promise to be a "sophisticaned”
blend of web 2.0 technologies. The
vendor also plans to include partner
space, wherein a virtual booth is set up
.|1:|| I]'.n can o :|-:'-:'|.'h:\|.*|.| h!,-' PAFINETS IN
need of complimentiry skill-sets. Addi-
thomally Cisco has also incorporated a
powerful search engine that will allow
partraers to connect with each other
inany part of the world. As an sdd-on
[aciliey to the Parroer Talent Network,
the partners can also use the services
of I'T networking recraitment firms
Ciset-negotiated reduced raes, The
company has connected Cisco Net-
waorking Academy Alumni Association,
Mfartner Talent Network, and Cisco’s
job channel to allow for pasy naviga-
tion for candidates looking for job
aptions. Cisco leverages it own videa
technology over the internet for spe-
ific training directly to partners. This
inctudes pushing content on business
acumen and sales mastery through
Cisco TV and Telepresence

Loy achidition b this Cisco has the
Customized M e [|1h,']|ip\':|:||.'1' T
an e - newsketter which isavailable
to all regristored or certified channel
partners that complete the anoual sub-
scription process. The nowsletter is
feee of charge and specially designed to
I'..|.:1.|.'.|.}:h| its most i||1|':1|rl:|.|:|| partner of-
ferings based on a personalized prefer-
ende profile that eoch channel partner
creates, besides including datasheets,
whitepapers, news, etc. Antony empha
slzed, “Clseo will continue to loverage
it% present and futuristic set of technol-
oagbes for the requirement of partners.”
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”ﬂ’werbed: Enroute to the

Two Way Mechanism

“Partner Portals are an ¢ssential com
ponent af the pariner business strat:
epy at B werbed,” says Vivek Singh,
Country Manager, Riverbed India.
The Riverbed Partner portal pro-
vides a spectrum of information and
services to business partners which
streamling operations keep the part-
ner informed and enable scalability
and reach fisr the company.

Riverbed Partner
Portal containg all
sales, technical
and marketing
callateral, and is
interconnected to
4 host of internal
husiness processes
which, according to
the campany, easble the
partner to conduct business
more efficiently and quickly. The
portal allows a partner in gencrating
quotes, checking order and delivery
status, generating personalized
print advertising, direct mailers,
EDM's, request and status of joint
marketing fumds a5 well as numerous
other processes

Savs Singh, “The Pariner Portal is
o very intuitive and user fricodly web-
hased application which is accessible
from any point on the Internet. Al
applications, including video training
and customer references, are designed
to minimize data transfers and keep
throughput as fast as possible. There
are a number of search features which
speed up access to desired information
a5 well as translated materials o sup-
port varions reghong within Asia®

Further, Riverbed his three catego-
ties of business pactners which are
established during contract time and
are & result of coverage and revenue
commitment.  Ench category has
levels of access and capabilities which
are commensurate with the joint biisi-
ness needs of both Riverbed and the
pariner. Feedback, emphasized Singh,
is a critical element of ongoing tm
provement and success and is encour
sped and available online and actively

As the Citrix partner

imperative that the portal
evolves with the business.
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sought after on a periodic basis. Addi-
tionally, there are quarterly sales train-
ing sessions to all partners where us-
age, pew features and direct feedback
are obtained,

On the imnovation front, Riverbed
seeks to link its internal sales, market-
ing and support applications, which
will facilitate even quicker and more
comprehensive docess fo information
and enbiance sell sufficlency. Most
purtner portals are essentially “one
wiry” mechanisms to improve business
productivity and streamline opera-
tions. Riverbed sceks to define and
implement a “reo way” portal which
as an example woild link both orgs-
|'|'|:|'.;|!|1|[|.\i- ‘ﬂﬂl{"_\ rl'r"{'. 111]’(1[ ({{TTHRTHE ] .II'III
ditabases, customer lead generation
applications and Ananciil informatson,
This would greatly increase business
opportunities, technical support and
enhance customer satisfaction, accord
ing to Singh.

Growthand Contici
ict
For Ciirix, partner portals are an jim-
portant communication tool that helps
l|vu|-<.~|1 p;u‘[lu'h tip 1o date om all the lar-
est product information. According to
Souma Das, Area Vice President, Citrlx
India, it is a pne-stop resource for part-
ners to support their sales, marketing
and fechnical peeds, and helps them
bt sel Fsuffichent. “This is an impor-
tamt byproduct of @ puertner portal as it
frees up resources to focdson thelr job |
which is ultinutely to help the channel
sell and grow their business,” he adds |
The Citrix portal, which is called
MyCitrix enables partners to register
sales leads, request technical support,
receave updates on sales and technical




training and maintenance programs, as
well as download sales and marketing
tools to help them sell a Citrix solution.
Content is driven from the company
corporate head office, which is then
filtered through the regional teams for
redevelopment based on Citrix’s go
-to- market strategies. Observes Das,
“We find that this works best, for ex-
ample in certain more mature markets
such as Australia or New Zealand we
will emphasize certain products over
others, as opposed to say a hot growth
market such as India or China. We've
also got to contend with the different
language localization that has to occur
for a site to be truly local.”

Citrix has also linked tools such as
lead registration into SalesForce.com
and Vantive to ensure the visibility of
the sales pipelime. The portal also en-
ables the company to track and moni-
tor these items so that there is a clear
grip over where the business heads.
Another key area-channel conflict- is
ably managed by the company through
Advisor Rewards, a program which
allows partners to be able to register
deals which helps them to preserve
their margin by having partners value
sell. This prevents other partners from
cutting price at the last minute to win
the deal. Partners are able to register
leads and forecast their pipeline all in
the one tool which helps them manage
their deals, and at the same time allows
us to manage our forecasts.

Das stated, “We run surveys to get a
feel for what's working and what isn't

and then plan the changes accordingly.
As Citrix starts to grow its number

of solutions, there’s this reality that
our original partner base will change.
We're starting to see a greater mix of
partners beyond the VARs we've tradi-
tionally had which means our partner
portal is going to have to evolve with
the business.”

Keen on introducing new features,
Citrix is looking at introducing RSS
Feeds to help increase the communica-
tion and visibility of content updates to
MyCitrix and hopes to move to more
community style partner portals with
the introduction of blogs, on-demand

support, and peer -to -peer partner sup-

port in the future.

Websense: Forum for Learning

Security vendor, Websense has about
80 active partgers across India. Jyoti
Prakash, Channel Manager-SAARC,
Websense remarks, “It is a challenge
to engage with them efficiently on a
one to one basis. It would be highly
productive and helpful to have an ef-
fective portal to provide the partners
with all the information required, like
the data sheet of all the product lines,
collaterals, the comparison sheets,
third party analyst reports etc that
can be shared with the partners.”
Interestingly, Websense also has
defined a separate learning section on
the its portal known as the Websense
University, which is an exhaustive
repository of all relevant information,
schedules, product updates, etc. Access
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A Portal is essentially
amission- critical

application to evangelize
and conduct business.
Sudhir Nayar, Director Partner Sales, Sun Mic

systems India

What do Partners Think?
Girish Madha\ran, CEO, Quadsei Systems Chennal

t dor believes that its Velocity Partner

to the portal is based on the levels of
partnership- Silver, Gold or Platinum.
Added Prakash, “Every fortnightly
we do review meetings with most of
the partners we have. In these review
meetings, we discuss the deal registra-
tion that they have done and collect
their inputs.” Citrix also takesinputs on
what kind of session partners have at-
tended, additional modules they would
like to have added on the portal so as to
download it, what training or redesign-
ing they would require.
“These inputs are collected and sent to
our corporate.”, said Prakash.

Online training apart, the company
has now started online certifica-
tion on Websense Hosted Security
through its partner portal, and is
keeping the door open on many more
innovations in the future to maximize
portal utilization.

EMC: Creating Indispensability
For EMC, having a partner portal is

no longer a matter of choice thana
matter of necessity. The storage ven-

Program can be run efficiently through
its key portals “Power Link", “Chan-
nel Express” and “Channel Incentive
Micro Site”

Power Link provides online access
to a range of tools and resources to

help answer partner's questions. It
connects directly with EMC's world-
wide community of experts, engineers |
and support professionals, enabling
partners to avoid problems and re-
solve issues quickly. Channel Express
is an online configuration, price, quote
and order system. This application

is part of an EMC initiative to pro-
vide partners with a set of tools and
services to simplify the experience

of doing business with EMC. “This
tool, developed in conjunction with
partners, also ensures that end-user
customers are getting the right solu-
tion/product for their business needs,
in the most efficient manner and at the
most competitive price,” says Sonik
Porwal, Director-Channel & Strategic
Alliances, EMC India &SAARC.

This vendor sees discussion

boards, blogs and podcasts being used
to communicate to partners as a way
to the future.

HP: Transcendind to the

| Single Window Concept

For a huge conglomerate like HP, the
partner portal is a secure website
designed specifically for channel part-
ners, in simple terms it's a centralized
HP resource. Says Girish Talwar, Part-
ner Portal Manager, HP India, “The
portal provides everything a partner
would need to know for selling, mar-
keting and supporting HP products and
services. The portal gives the power
to be proactive, productive and most
importantly profitable; using it couldn’t
be simpler or safer.”

The HP Partner Portal is reportedly
a one-stop access to HP resources and
services, the latest HP news and sales
tools and management Information one
that cannot be found anywhere else.
Partners can find resources such as
product catalogues, up-sell guides and
training programs that help them stay
abreast with the latest technology and
offer it to their customers.

The HP Partner Portal gives reseller
partners the ability to view their em-
ployees’ registration and access rights
via the Partner Portal Administrator
(PPA). A PPA is selected from the part-
ner company to manage employees’ ac-
cess to the portal, also to intimate him
on which of his gmployees have access
to the site and what tools they can
transact on. Thus, the partner can be
sure that the HP information tailored
to his company stays exclusively to his
current employees and confidential,

Some of the key features of the por-
tal are configuration tools for PC’s,
notebooks, news and events, promo-
tions, product catalogue, pricing, pro-
grams, education & certification and
Reporting. So what is new that should
keep partners interested? Talwar re-
plied, “Well, The partner portal has
just moved to a new global platform,
its better in performance and more
user friendly, within three months of



upgrading it we are already working on
the next version that will be updated
by July 2008.”

HTP envisages that its portal would
act as a “single window?” for its part-
ners in the days to come.

Sun Microsystems: Niche
Evangelism

A partner portal is a given for a
company like Sun, opined Sudhir
Nayar, Director Partner Sales, Sun
Microsystems India. Understandably
so, what with over 20,000 partners
across the globe, the vendor’s partner
portal, Mysun, tightly controls content
and professes to be a “one-stop-shop”
for its partners. The portal is accessed
by partners through the ‘manager of
resources’, who is an-employee of the
partner, who monitors the traffic of the
portal from his company.

Apart from certification and news
updates, Sun has also started intro-
duced its Loyalty Program online and
linked it to Mysun. Through this, a pro-
gram that was hitherto offline enables
partners to participate and redeem
points online. Another development is
the status of the online examinations
that a partner takes; he can now view
the immediate status of these certifica-
tions online.

Recently, as a part of its regular
quarterly exercise. the vendor has
undertaken a comprehensive revamp of
its internal I'T tools and has integrated
its portal into it. Further, the company
is creating web tools to step up
interaction —shared space for chatting,
blogs, posting of partner experiences
etc. Nayar said, “We are not into social
networking. A portal is a mission
critical application through which
we are evangelizing and conducting
business. If a partner wants to raise a
question, he has the right to do so0.”

What is the priority for Mysun in
the next six months? Vinita Srivalsan,
National Manager-Partner Enablement,
Sun India, answered, “Customizing
more content for partners in India.”

The company has a full fledged
team working towards driving local-
ized content.

Way Ahead

As the portal is becoming the hotbed
of action in the channel business
space, more money and time would be
invested in making it as attractive and
as effective for partners. But, at the end
of day, what would drive the success
of a portal would be the genuine
earnestness of the vendor in making
the platform easier for his partner. p










