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Cisco Solution Incentive Program
Solution Go-to-Market Plan for Cisco Certified Resellers

Reseller Primary Contact:

Reseller Company Name: 
     

Contact Name: 

     
E-mail address, Telephone:      
Cisco Channel Account Manager:

Name:      
E-mail address, Telephone:      
Instructions to Cisco Reseller Partner: 

This go-to-market plan template outlines the required information for Cisco® to assess whether your business solution meets the requirements of the Cisco Solution Incentive Program (SIP). The first section is for Cisco reseller-specific information while the addendum template addresses the business application content included in the solution. Where multiple business applications may be ideally suited for the same business solution, attach an addendum for each business application.

Complete all sections and provide the required deliverables to your channel account manager (CAM) and to cisco-sip-us@cisco.com. Cisco will notify you of the plan’s status within 10 business days after you submit the completed plan.

Once the partner solution achieves prequalification, you must then register each relevant deal using the Cisco Partner Deal Registration (PDR) Tool at http://tools.cisco.com/WWChannels/PDR/home.do. Once the registration has been approved, the deal protection and special pricing can be applied.

For more information about the program, go to http://www.cisco.com/go/sip.

I. Executive Summary

Summarize the potential business opportunity for your business solution. Describe the business problem that customers need to solve and how your solution, using Cisco technology along with a business-relevant application, will create a compelling sale. Identify how your company will advance Cisco’s position within the market and increase incremental revenue. Summarize the opportunity, market, differentiation, solutions, and strategy. Include an explanation of the return on investment and other productivity gains that will give customers a compelling reason to invest in your business solution. 
Donoma Unify is a Cisco Compatible, SIP pre-approved, enterprise level integrated messaging solution that connects the Novell GroupWise  and Microsoft Exchange email platforms to Cisco Unity Voicemail and Cisco Unity Connection 1.x.   It provides a cost effective integrated messaging solution for clients who have a need to integrate their GroupWise or Exchange mailboxes with Cisco Unity voicemail or Cisco Unity Connection 1.x.
Market & Business Opportunity:

 Donoma Unify brings a very cost effective integrated messaging solution to the previously un-served GroupWise customer base, and now has expanded to also support Microsoft Exchange 2000-7 users.  This solution leverages native Cisco technology without replacement of the VM system as other options require.  This eliminates the need for additional training and complexity to support additional interfaces.  

Differentiation:

Novell GroupWise platform

To date, we know of only one other product that provides unified messaging for GroupWise made by TopCall software.  TopCall’s product bypasses Cisco Unity Voicemail solution by providing their own voicemail solution.  This requires that the customer run two different interfaces.  Instead, Donoma Unify works in conjunction with Cisco Unity, thereby preserving the Cisco Unity sale while driving the IPT sale with a value added integrated messaging solution.

Microsoft Exchange platform

While Microsoft is now offering a unified messaging solution, it is only available as part of their new Exchange 2007 platform that requires not only software upgrades, but usually server upgrades due to the 64 bit processing requirement.  Donoma Unify offers a much lower cost solution that supports the more widely adopted versions of Exchange 2000-2003 as well as Exchange 2007.

Return on Investment:

Customer benefit:  

A recent Sage Research study showed that "unified messaging saves the average user 43 minutes a day; and the traveling knowledge worker 55 minutes daily, through more simplified message management."   While every organization compensates their employees differently, if we took an average executive salary of $150K per year, that would break down to an hourly rate of $72 per hour.  With an average selling price of about $30/seat, given the cost savings data from Sage Research, that executive would save $1,386 in productivity in the first month.

Cisco Benefit:

For each seat of Donoma Unify, Cisco IPT represents between $750 and $900 of Cisco products and services.

II. Business Solution Overview

Provide the business solution details requested below, including a description of the solution offering, the unique value of your company, and the end-customer problem addressed. 

A. Business Solution Details

Solution name: 
Donoma Unify
Solution description: (in business terms)  Integrated/unified messaging
Solution Website:  www.donomasoftware.com   
Describe the unique value your company delivers with this solution sale.

Donoma Unify enables customers to cost effectively leverage the power of unified messaging while preserving their investments in their Cisco infrastructure and their GroupWise or older Exchange email platform.  
What customer problem does your business solution address? (in business terms)

Enhanced client productivity and streamlines communications with native integrated messaging.

Describe your current installed base, including the number of end customers using this solution, industry coverage, and examples of end customers, etc.

Donoma Unify has  over 25,000 seats deployed worldwide.  As the original release of the product (GW-Unify) was geared to the Novell GroupWise environment, original deployments obviously mirror the GroupWise customer base, which tends to have particular concentration in academic and municipal accounts, but the product is now deployed in many other segments including Healthcare, Financial, Manufacturing, and Non Profit organizations.  
Describe the function of the proprietary or third party applications, why they are business-relevant and how they create a solution that solves a business problem (rather than a technical problem).
Please refer to the ROI/Customer benefit section above.

B. Business Solution Components 

1. List all components and services included in the business solution and percentage of revenue apportioned in a typical deal: (ensure Cisco portion does not exceed 80% of total solution revenue)
Application/Software




4%

Proprietary Components



3%

Network Hardware




48%

Services/Support/Maintenance



15%

Professional Services




30%

100% TOTAL

2. What is the average total revenue amount per solution sale, and the Cisco revenue portion? 

The average deal size we have encountered to date runs approximately $250,000 for 250 users, with a little over $100K coming from Cisco products.
3. Are any competitive Cisco technologies included in your business solution? If so, please describe. 
This solution was designed to enhance adoption of Cisco Unity, and does not compete with it.
III. Business Relevance to Cisco

1. Does your solution require any unique integration with Cisco products? Does it work equivalently on networking equipment from a vendor other than Cisco?

Currently this solution is exclusive to the Cisco platform
2. Identify the Cisco product families by technology that the business solution requires.

Content networking:

No

LAN/switching:

Yes

Network management:

No

Optical:


No

Security:


No

Storage area networking:
No

Voice/IP telephony:

Yes

WAN/routing:


Yes

Wireless:


No

IV. Solution Positioning and Strategy

Provide an overview of the applicable markets, sales strategy, project management process, messaging and positioning of the business solution by answering the following questions. 

1. What segment(s) does this business solution target?

Enterprise (1,500+ employees)

Commercial (250-1,500 employees)

Small/medium (fewer than 250 employees)
· Describe your business solution sales strategy.       
2. How are projects managed? Specify the roles involved, key milestones, metrics for success, escalation paths, etc.

     
3. What are the job titles of the end-customer contacts you typically target for your solution sale?

Ideally, the CxO level person most responsible for managing risk, regulatory/audit compliance and/or business process and productivity improvement.  
4. Identify and estimate the timing of each stage of the sales cycle.

Prospect interest engaged





--


Presentation of solution business benefits (Executive level)


2 weeks

Technical Demonstration (optional)




2 weeks

Scoping & Engagement with IT





3 weeks

Executive presentation of proposal




2 weeks

Closure







4 weeks

Project Management Kick off





2 weeks

Deployment







3 weeks

Wrap up & Move to Maintenance mode




2 weeks
5. Which vertical markets do you sell into with this business solution?

Financial services

Healthcare

Government

Education (public/private)

Service provider

Manufacturing

Retail

Hospitality/hotels and leisure

Transportation

Wholesale/distribution

Energy/utilities

Professional services

Technical services

Media/entertainment

6. What do you hope to gain by participating in SIP?       
7. Identify the primary office in each theater geography where your company has a presence and is planning to sell this solution.

	Theater
	Countries

	United States/Canada
	     

	Europe
	     

	Emerging Markets
	     

	Latin America
	     

	Asia Pacific
	     

	Japan
	     


V. Differentiation 

What differentiates your business solution from competing offerings? What advantages will Cisco have in working to promote your business solution? Provide any industry reviews of your business solution.

Donoma Unify provides a unified messaging solution for GroupWise and Exchange on the Unity platform without requiring additional servers.  It interfaces natively with Unity and the e-mail inbox without use of IMAP folders. Many other solutions require a replacement of the Cisco Unity platform and often provide IMAP only functionality.  This integrated functionality has been pivotal in driving several enterprise wins for Cisco around the globe.

VI. Solution Objectives and Forecast

Provide a one-year forecast for your target markets, sales goals, and networking beginning with the submission date of your SIP business plan. Assume calendar year quarters. You may modify the “Calendar Year” row to reflect the date you are submitting your business plan.

1. Provide your forecast for Cisco networking products sold with this solution for one year.

	Calendar Year
	Q1
	Q2
	Q3
	Q4

	Cisco Core
	     
	     
	     
	     

	Cisco Advanced Technologies
	     
	     
	     
	     


2. Provide your forecast for Cisco networking services sold with this solution for one year.

	Calendar Year
	Q1
	Q2
	Q3
	Q4

	Cisco Services
	     
	     
	     
	     


VII. Management, Sales, and Marketing Team

List company contacts, including the executive, sales, and marketing teams. 

A. Reseller Information

Reseller full corporate name: 
     
Reseller SIP contact name, job title:      
Reseller SIP contact phone number:      
Reseller SIP contact address: 
     
Reseller SIP contact city, state, zip code:      
Reseller Website:      
Reseller Cisco CAM:      
Reseller Cisco SE:      
Primarily DVAR or 2-tier:      
Executive Team:      
Sales Team:      
Marketing Team:      
VIII. Reference Architecture

Attach reference network architecture that shows how Cisco technology is integrated into the business solution. Also provide any links to your specific solution Website. Additional solution reference information may include:

Please see Solution Architecture Diagram attached at the end of this document.

SIP—Solution Business Application Addendum

This addendum is used to identify the business application proposed for your solution and to describe the details surrounding the sales and support relationship of the reseller’s go-to-market plan. Please complete an addendum for each business application intended to be used in your proposed solution for SIP. 

Note:   If the business application has achieved “Pre-qualified for SIP” status from Cisco, begin at section “I. B” below. 

I. Business Application Content

Provide the business application details requested below, including a detailed description of the business application, the unique value to the end customer, and the end-customer business problem addressed. 

Business Application Details (Skip this section if business application has achieved 
“Pre-qualified for SIP” status from Cisco)
Donoma Unify has been pre-qualified with Cisco.

B. Business Solution Sales Engagement Model 

1. Do you hold the required authorization to resell and support the software? (State the reseller certification level for third-party software.  Yes, we are an Authorized Donoma Software partner.
2. Describe your solution sales engagement model with this application developer. Reseller.
Describe your joint lifecycle services methodology for this solution. Specifically, the planning, design, implementation, and operation support services that will be provided and by whom for both the business application and networking components of the business solution, including end-customer support model, support options, process, escalation path, and resources allocated. Attach supporting documentation if available.
     
	Service Support Phase
	Business Application
	Network

	Planning
	     
	     

	Design
	     
	     

	Implementation
	     
	     

	Operations
	     
	     


II. Installed Base References

Provide at least one customer installed base example with contact names based on Cisco networking architecture. This information is used to understand how your solution successfully solved the customer’s business problem.

A. Name of End Customer 1: Fife Council (Not for public media release)
Customer address: North St

Customer city, state, zip code: Glenrothes, Scotland KY7 5LT

Customer contact name: Ian Mapstone

Customer contact job title: IT Consultant

Customer contact phone: 44 0 01592 416766

Customer contact e-mail: Ian.Mapstone@fife.gov.uk

Cisco account manager: Tony Gribben

Describe the customer's business requirements (What problem was solved?)

The customer needed the benefits of unified messaging integrated natively into GroupWise.
How did your business solution address the customer’s requirements?

Donoma Unify (formerly GW-Unify) provided a native email integration that leveraged Cisco platform over other competitors including previous front runner 3COM

Summarize the financial benefits this customer gained from investing in this solution.

Employee productivity gains have provided a payback within the first week, along with customer responsiveness improvements have driven increased customer satisfaction.

Name of End Customer #2: Wyeth Pharmaceutical (Not for public media release)

Customer address: 31 Morehall Rd

Customer city, state, zip code: Frazer, PA 19355

Customer Website: www.wyeth.com

Customer contact name: Eric Molden

Customer contact job title: Integrated Network Development

Customer contact phone: 484/563-2042

Customer contact e-mail: moldene@wyeth.com

Cisco account manager: Kevin Congdon

Describe the customer's business requirements (What problem was solved?)

The customer needed the benefits of cost effective unified messaging integrated natively into GroupWise.

How did the business solution address the customer’s requirements?

Donoma Unify (formerly GW-Unify) provided seamless voicemail and email integration in the in-box that leveraged Cisco platform and helped them address a regulatory requirement.

Summarize the financial benefits this customer gained from investing in your solution.

Employee productivity gains have provided a payback within the first week, along with customer responsiveness improvements have driven increased customer satisfaction.
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