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Wendy Bahr, Senior Vice-
President of networking major
Cisco's Global Partner
Organization, manages and
supports over 60,000 global
partners, The global connected
partner ecosystem accounts for
over 85 per cent of its revenue
(549 billion). Bahr, who reports
to CEOQ Chuck Robbins, replaced
Bruce Klein in july this year,
becoming the first woman to
don that role in CGsco. On a
recent visit to India, Bahr tokd
BusinessLine that the India
Partner Organization is
strategic to Cisco as India
is one of the company’s
key emerging markets,
Edited excerpts:

How strategic Is the
India Partner Organization
to Cisco?

The Partner Orga-
nization is ex-
tremely im-
portant to
Cis-

co's business globally. In India,
the Parter Organization con-
tributes to over 90 per cent of
the annual revenue generated
here. We have over 2,500 part-
ners in India, which Is one of
our key emerging markets
with a good growth trajectory
over the last four quarters. The
India team has put in great ef-
forts on opportunities, wheth-
er they be the national pro-
grammes, solutions
or commer-
cal op
portuni-
ties. In
India,
we are
leading
In Inter-
net of
Things
and in

A

applications. Through our
partners we want to export a
lot of innovation that is hap-
pening out of India
to other parts of the
world, Our large SI
partners are Infosys,
TCS, Wipro, HCL. and
Cognizant; manufac-
turing partners are Rockwell,
Yokogawa, Honeywell, soft-
ware partners are SAP, MapR,
and master system integrator
partners are L&T and ILFS, to
name a few.

Cisco India Is targeting
revenue of 55 billion by

2020, Are you planning to
deepen engagement with
your partners to meet that

goal?

We will doall of that and much
more, The challenge we face
right now is that customers

The challenge we face right now
Is that customers want more

want more than just great
technology; they want positive
business outcomes. Many of
our loyal traditional
partnersaretelling us
that we need to do
mare together, differ-
ently. For Ingtance, we
need to bring in part-
ners like SAP and MapR; ILFS,
L&T and Covacsis to ¢reate cus-
tomer<entric solutions. In the
past we have been a manufac-
turer and sold our products
through a partmer who Is a re-
seller, which we will fontinue,

However, it is {mportant
that we now add to that by
bringing multiple partners to-
gether or having a very large
partner bringing onjnew capa-
bilities through acquisitions,
through application develop-
ers, that can providé solutions

thar are outside of IT as well.
What are the rewll(
opportunities you want to
address along with|your
partners outside of|IT?

We see tremendous opportu-
nity for new buyers such as a
Vice-President of Human Re-
sources and a Chief Marketing
Officer.

The former may be con-
cerned about attricting and
retaining top talengthrough a
better experience with IT tools
and communications.

The latter will be interested
in taking data from consum-

partners’

ers, analysing it and coming
up with competitive approach-
es based on that data to deliver
superlor customer experience.

Similarly, Chief Digitisation
Officers are also among new
buyers. Many buyers are now
starting to have budgets and
areempowered to decide what
they need to deliver business
results,

While our partners have
played a strong role In the suc-
cess we have had with IT Chief
Information Officers, they can
now help us bridge conversa-
tions with these new buyers.

Any new opportunity that
you are looking to provide
solutions for in India?

Two very crucial areas that we
want to provide solutions for
new businesses wanting to
come to India are supply chain
and logistics.

These businesses want to
know how they can get a bet-
ter, more agile opportunity to
Improve their supply chain
and logistics with the end goal
of reducing Operating ex-
pense, improving margins and
reacting faster towhat custom-
ers, suppliers and manufactur-
ersare asking for.

The digitisation opportuni-
ty is also huge for ecommerce
firms inIndia; IoT, JoE(Internet
of Everything) and Digital Ana-
Ivtics are the other big areas
that we are focused on.



