Cisco Partner Summit: The $170B Opportunity

Written by Keith Humphreys
24 March 2011

With this last Partner Summit in New Orleans, Cisco celebrates its 15th partner summit.

Keith Goodwin, Cisco SVP Partner Organization, purposefully chose to kick off this 15th summit
by acknowledging an attendee from Ingram Micro France who has attended all 15 summits.
While the 2011 summit had more than 10,000 attendees (counting the 7000 virtual attendees,
too), that Ingram Micro executive was part of a first Cisco Partner Summit with a mere 175
attendees.

You can measure Cisco’s impact on the channel in the last 15 years by counting that growth in
attendees. And Goodwin went on to introduce IMPACT as the theme for this 2011 Summit:
impact to make a difference (first day), impact innovation (second day) and impact leadership
(final day).

Cisco is putting extra effort into targeting the small and medium business (SMB) market
because, according to Goodwin, Cisco “isn’t getting its fair share” of this very large, growing
market.

When Goodwin handed over the stage in Big Easy to the Cisco CEO and President, John
Chambers highlighted the partner’'s $170B opportunity which Cisco addresses with five
priorities:

1. Core routing/switching business

2. Collaboration

3. Data Centre, virtualization and the Cloud
4. Business (and technology) architectures
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5. Video

Chambers underlined Cisco’s ability to read the market, stating, “We see market transitions way
ahead of our competition.”

About the rising datacentre market, Chambers told partners: “You haven’t seen anything yet in
the datacentre and the cloud. Cisco doesn’t do anything halfway... We almost always become
number one...”

Partner Roles in Cloud

Cloud
Provider
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After Chambers’ keynote, Edison Peres took the stage. Partners needed little introduction to
Edison Peres but this was his first time at a Summit as SVP Worldwide Channels and his first
as host. Peres urged partners to pick their role in the Cloud. He introduced the Cisco Cloud
Partner Program

(which recognizes the different roles partners can choose to focus on in the cloud):

Cloud Builder

Cloud Provide
r or
Cloud Services Provider
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http://www.cisco.com/web/learning/le21/le34/partnersummit/2011/index.html
http://www.eurolanresearch.com

