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Gatting You To Market

CSP Growth
Initiative

Driving CSP growth strategies based on industry
best practices, data and market insights
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WHO
ARE WE

0 A fractional channel sales consulting company providing
proven market entry expertise focused exclusively on th
Top 20 IT and emerging technology vendors

1 A global organization whidmproves channel sales
performance by providing cost efficient channel leaders
and ecasystem communications

I Experts in driving partner mindshare and investment by
emphasizing the partnership value proposition via servic
attach strategies and increased blended gross margins

0 Industry Thought Leaders since 2002
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IBM PROJECT OVERVIEW

Led Business Transformation Initiative (BTI) which helped

IBM BPs transform their business models for growth in the
digital economy

-Delivered over 150 BTI workshops for IBM globally

Industry Thought Leaders and have spoken at numerous IBV

partner conferences around the world C HAN N E I_ PA RTN E RS
KNOWS |IBM

Trained the IBM PCRs across Asia Pacific and Europe the p:
10 years

CEO is former IBM Partner Executive running Rand Worldwi
in Asia Pacific for 6 years




GREG ECKSTEIN
FOUNDER & CEO
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25 years of Executive Management experience in leading IT vendors
channel GTM strategy and execution in Asia Pacific

Based in Asia since 1993 setting up Asia Pacific businesses for North
America based IT companies

PTC Asia Pacific 1998996

Rand Worldwide 1996 2002

(VP of Asia for an IBM Global Reseller)

MBA- University of Chicago Booth 2004
Thought Leader in the IT & Communications Channel world

Worked extensively with the largest IT companies in the world such as
Dell, IBM, HewletPackard, Cisco, EMC, Oracle, Dell, Symantec, SAP
and others in the design and execution of their-GeMarket

strategies through indirect channels
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30 years of experience in the IT field

Held Asia Pacific General Management roles at Companies such as
HPE, Motorola, Honeywell & Verifone

Specializes in Go To Market sales, marketing, operations strategy and
execution. Broad experience across Enterprise ITC Technology and
Services and Vertical Markets

JOHN FOGARASI

Cloud Practice Leader Conducted over 80 Partner Transformation engagements 201153

Bachelor Electrical Engineering UNSW, Diploma Management AIM
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KEY ELEMENTS OF THE PROGRA

CSP Video Serie8 short videos based on
industry best practices

IBM CLOUD SERVICE PROVIDER

1:1 Consultindor select partners
around the world

GROWTHINITIATIVE

IBM CSP GROWTH INFHATIVE POWERED BY
CHANNEL PARTNERS

Custom webinar for CSP Exec

CSP Playbodio ensure your
success and future reference
v
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WEBINAR

OBJECTIVES

Provide cutting edge information, data and market insights to helj
you improve profitability and relevance in the CSP space

. Provide best in class content to teach the CSPs the following
HOW the market is changing and best practices
HOW to adapt your business strategies to succeed
HOW to design, finance and win new business in the
CSP space
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T Extended Q&A session to allow time for learning
T Gain access to the experts and learn what other CSPs are
doing to grow their business
1t Schedule 1:1 session if required
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