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Q: What is a Channel Partner? 
 
A:  Channel partners sell products and services on behalf of the brand owner to other businesses 
or customers. They may resell the product “as is,” or they may add value to the product by 
enhancing it or embedding it into their own products and with complementary services or 
applications. They also go by a number of different names—for example, in financial services and 
insurance, channel partners are brokers or agents; in retail and distribution, they are often called 
dealers or wholesalers. 
 
BroadSoft’s Channel Partners will typically be Systems Integrators (SI), Value Added Resellers 
(VAR), perhaps some that will want to OEM BroadWorks as part of their own product or solution set. 
 
 
Q: What is the BroadSoft Channel Partner Program? 
 
A: The BroadSoft Channel Partner Program is a sales enablement and proactive communications 
program designed to target and qualify potential channel partners that can leverage BroadSoft 
solutions with their expertise in the technology, their pre-existing relationships in the service 
provider and customer space, and their sales support resources.  
 
 
Q: What are the goals of the BroadSoft Channel Part ner Program? 
 
A: The goals of the BroadSoft Channel Partner Program are to (1) extend channel reach, (2) 
streamline operations, and (3) optimize partner profitability.  As a result, BroadSoft should create 
and implement a world-class partner network that increases our market share, extends our 
distribution network, and delivers immediate, sustainable advantages over our competition, and 
over the partner’s competition. 
 
 
Q: What is the key messaging point that BroadSoft w ants to create by establishing the 
BroadSoft Channel Partner Program?  
 
A:  Make it easy to do business with BroadSoft. Partners choose to work with companies that 
implement best practices, maintain rich and useful partner portals, and provide proven sales and 
marketing resources that work. With a strong emphasis on ease of use, the BroadSoft Channel 
Partner Program makes it possible to have access the tools and support required for you to be 
successful.   We make it easy for partners to conduct business and, in the process, show them 
that we’re committed to their success. 
 
 
Q: Will current partners be indoctrinated into the BroadSoft Channel Partner Program? 
 
A: Yes, current partners in good standing will become the first to be invited into the new 
BroadSoft Channel Partner Program during the week of June 16th, 2008. 
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Q: Can Channel Partners Utilize the BroadSoft Xtend ed Program? 
 
A:  Yes, the BroadSoft Xtended Program provides the Channel Partner the opportunity to further 
customize their solutions by accelerating the creation of, and adding, innovative applications on 
the BroadWorks platform.  BroadSoft Xtended is a comprehensive program that will empower 
developers, service providers, end-users, and our partners to extend our valuable voice features 
to more users in more ways.  This program will also differentiate our partners from their less 
flexible competitors in terms of a new services creation commitment and a spirit of openness and 
collaboration that characterizes the world of Web 2.0. 
 
 
Q: When will the BroadSoft Channel Partner Program officially launch? 
 
A:  The official corporate launch will be the week of June 16th 2008, scheduled to coincide with 
NXTcomm08. 
 
 
Q: Will the BroadSoft Channel Partner Program manag e all BroadSoft Partners? 
 
A: Our strategic Network Equipment Provider (NEP) partners will be managed separately. 
 
Sales Agents will still be a vital contributor and key influencers in the sales process in some 
areas, but will be managed under separate agreements. 
 
BroadSoft’s Technology Partners, Access Partners, and Premier Access Partners will also be 
managed separately, as will the partners joining the Xtended program; however there will 
definitely be initiatives to engage and leverage our existing partner’s channel programs to recruit 
partners dedicated at positioning our joint solution(s). 
 
Service fulfillment partners will not be managed within the BroadSoft Channel Partner Program. 
 
 
Q: Can you tell me about the process flow of the Br oadSoft Channel Partner Program? 
 
A: We have implemented a four (4) stage process:  
 

·  Definition of partner strategy and programs, including program objectives and 
membership structures. define and describe program details that integrate with our 
various partner categories and participation levels  

·  Partner recruitment and acquisition, with tools that include online application forms and 
regional dialog recruitment that capture all information in a single repository. This 
information will be accessible in a comprehensive partner portal that provides a single, at-
a-glance partner overview. 

·  Engagement of partners in business processes, including marketing, sales, commerce, 
and service.  

·  Management of the ongoing partner relationship, including reviewing and rewarding 
partner performance and determining which relationships should be invested in and 
which should be terminated. 

 
 
Q: What does BroadSoft contribute to the Channel Pa rtner Program relationship? 
 
A: Good partners are in high demand, and they know it. One of the best ways to ensure that we 
acquire and maintain the best partners is to communicate with them early, and often. The 
BroadSoft Channel Partner Program accelerates and facilitates highly effective, relevant 
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communication and flow of information between BroadSoft and our partners via an intuitive, web-
based portal  
 
BroadSoft provides the environment for enhancing the partner’s ability to quickly build additional 
revenue streams without a huge investment in infrastructure or additional resources. Within the 
BroadSoft Channel Partner Program, and upon qualification by the regional sales teams, we will 
be enabling specific sales and product training, tools, and discounting structures based on 
certification. 
 
Ultimately, the BroadSoft Channel Partner web portal (as part of Boulevard) provides an easy-to-
use means of delivering information and tools to our partners, such as real-time product and 
pricing information. Partners will access all the critical information they need to make BroadSoft 
easy to do business with. The BroadSoft Channel Partner web portal consolidates transactions, 
such as quotes, with other internal and external web content to provide a one-stop gateway for 
our partners to do business with you.  
 
 
Q: What does the Channel Partner contribute to the Channel Partner Program 
relationship? 
 
A:  Initially, the Channel Partner provides the commitment to certify their personnel with 
BroadWorks via BroadSoft University, and also to train their personnel through formal BroadSoft 
product training.  Channel Partners are qualified by the regional team.  the qualification of the 
partner would be an indicator that the partner has strong credibility in the marketplace, the 
potential to increase revenues, and justifies the corporate investment in recruiting and supporting 
them as a partner. 
 
 
Q: What are the certification and training requirem ents for a BroadSoft Channel Partner 
 
A: Certification will be achieved through BroadSoft University www.broadsoft.com/university.  
There are currently two (2) certification exams through BroadSoft University.  45% discount to 
those partners that have at least two (2) people certified through (completed) the initial 
certification (BroadWorks Certified Platform Administrator – BCPA) and 55% discount to those 
partners certified through (completed) the additional certification (BroadWorks Certified 
Applications Administrator – BCAA). The primary goal of the BroadSoft Certification exam 
program is to allow people to self-study BroadWorks in order to hone their knowledge and be able 
to prove that they have fundamental, measurable knowledge of platform functions and features.  
Certification is not a substitute for formal training that provides hands-on training leveraging our 
training labs in a controlled environment. BroadSoft University students have no mechanism for 
getting their questions answered, and they also receive no hands-on experience.��
 
Training for BroadSoft Channel Partners will be complimentary for up to two (2) people through 
two (2) training courses.  These training courses would be (1) System Administration and (2) 
Network Translation and Routing.  Seats for partner training will be on a space-available basis, 
and will require approvals from the Partner Program Director.  BroadSoft Channel Partners must 
have at least two (2) people that have completed formal training to continue to qualify for their 
discount and privileges.  
 
Training and Certification requirements must be met within the first (1st) year of the executed 
Partner Reseller Agreement. 
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Q: How do we contact BroadSoft to become a BroadSof t Channel Partner? 
 
A: Potential partner candidates will be qualified by the regional sales teams.  The regional sales 
team will be actively involved in the recruiting potential partners, or qualifying partners that may 
contact BroadSoft through local contact, our public website, or direct email.  Qualified potential 
partners will then be approached to consummate a formal partner relationship, and be 
indoctrinated into the tools and resources accessible to them as a member of the Channel 
Partner Program.  Potential Channel Partners can enquire about the program by emailing 
channelpartners@broadsoft.com, or by accessing our public web site. 
 
 
Q: Who is the corporate focal point (Channel Partne r Program Director) for the BroadSoft 
Channel Partner Program? 
 
A: Mark Wilson, Director Business Development 
+1 240.364.0711 (BroadWorks Anywhere) 
mwilson@broadsoft.com 
 
 
Q: How will communications be sent to the BroadSoft  Channel Partner? 
 
A:  BroadSoft’s has an automated system and a process in place to generate mass mailings to 
partners, track partner performance, training and certification progress, lab and demo systems, 
sales and marketing campaigns, and much more. 
 
 
 
 
 
 
 
 
 
 
 
 
 


