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Digital Grid Automation & Protection Products SIEMENS
Our Most Important Sales Channels lngenuity for Life
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Value Added Resellers (VARS) SIEMENS
Part of a Holistic Digital Grid Concept lngenuity for Life
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The Future of our
VAR Partner Program

» Expanding our cooperation
» Increasing the rewards
» and still more to come



Our Siemens Sales Partner Agreement Approach SIEMENS

— Which agreement fits your business strategy? lngenuity for ife
Business Partner Certified Partner
N
Option 1 Option 3
A A A
Memorandum of Partner Partner Emblem
Understanding Agreement Agreement
Modular Attachments I +
Option 2 —
Product Portfolio Audit Process,
¥ Qualification . E
—, Siemens International and Certification
A Terms and Conditions EM r
Partner + Products - Terms of Delivery
Agreement + -
Bonus and Pricing
Agreements Partner Approved Solution
+ Emblem Partner CIEMENS Partner
[ . SIPROTEC SIPROTEC SIEMENS
Services and Support Reyrolle Reyrolle
SICAM SICAM

Review and update partnership every two years —p
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Our Siemens Sales Partner Agreement Approach
Approved and Solution Partners

SIEMENS
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Approved
Partner

SIPROTEC

Reyrolle
SICAM

SIEMENS

Solution
Partner

SIPROTEC

Reyrolle
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SIEMENS

- 9 Bon icing [
Agreements - Partner
_I+ L R | SIEMENS : SIEMENS
Services and Support

Review and update partnership every two years —p
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Get Additional Benefits out of the Partner Loyalty Program SIEMENS

— How to get Loyalty Status

=]
Silver Gold

Il«\?ev\uf\ly for Ufe

Diamond

Default for all participants of Energy

o i :
Automation and Smart Grids Partner Program Top 20% in volume or growth ranking p.a.

3+ end-customer references p.a.

MoU* or Partner Agreement

* For gold qualification with MoU one or more criteria have to
be fulfilled:

1. Joint selling activities including regular reviews

2. Order entry via Industry Mall

3. Sharing Point of Sales Data (with I-Mall)

4. Quarterly joint marketing, training, or customer workshops
5. Measures defined and managed to exceed growth plan
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Top 5% in volume or growth ranking p.a.

5+ end-customer references p.a.

Partner Agreement

Order Entry via e-business
(e.g. Industry Mall)
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grid+ | SIEMENS
Get Additional Benefits out of the Partner Loyalty Program lngenuity for ife

— Benefit Overview
@

o) ]

Quarterly bonus for target achievement

Promotion in Social Media e.g. LinkedIn (Siemens mentions and promotes partner projects)

Beneflt Silver Gold = Diamond =—
Siemens partner logo Only certified partner Only certified partner Only certified partner
Access t_o exclusi\{e Siemens Digita! Grid partner por_tal for tailpred trainings, customized « « «
information, technical docs., blue prints, conversion list, selection tool, CAx data after request
Use of Siemens facilities for partner presentations to end customers « « «
30% discount for Power Academy qualification/training courses « « «
Special Partner Price Agreements based on Volume « « «
Financing of learning/showroom/E-Learning Room (with products) Partial Partial «
Active support for product approvals at end customers Only certified partner «

v

v

L

List with on-top discount Level 1 Level 2

Be part of our Innovations and discuss with the Siemens Experts 2h p.a. virtually 1d p.a. onsite

Exclusive partner events with Siemens experts or support on fairs and events

B <

Country specific benefits like payment terms, warranty extension or free-of-charge

order change possible. Please, ask your local Siemens contact person

Specific Benefits
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Criterias

		Criteria to enter a status

		Silver		Gold		Diamond				MoU+ to include at least one (or more?) of the following:
1.  Sharing of pipeline including regular reviews
2.  Order Entry via Industry Mall
3.  Sharing of Point of Sale Data (automatic with Imall)
4.  Quarterly joint marketing, training, or customer workshops
5.  Measures defined and managed to exceed growth plan

		Step to develop a occasionally customer to a partner		First level of partnership with a contractual relationship		Strong partnership

		MoU		Partner Agreement or MoU+		Partner Certification

		Partner Price Level 1 (based on volume)		Partner Price Level 2

		Volume Target reached (target to develop further into a binding contractual relationship)		Volume Target übertroffen (increase/higher (fixe) product order  volume)		Volume Target übertroffen bei > x% (increase/higher (fixe) product order  volume)

				MoU+ to include at least one of the following:
1.  Sharing of pipeline including regular reviews
2
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Benefits

																Grid+ Levels

		Benefits Matrix - 
Partner Programm @ DG PRO										Comments				Silver				Gold				Diamond				Comments Gould

						Benefit already available		Prio (bei der Umsetzung)		Benefit from HQ or RC?						global		regional		global		regional		global		regional

		Benefits for Regional Partners

		Marketing

		Access to concentrated / customized information through Partner Portal: e.g Marketing Material				O				HQ		Partner Portal to be created in FY2019

		Marketing Campaign of partner program through Siemens: create awareness and pull effect for partners in the market				O				HQ		Publish partner references in our Parter Programm Landing Page, to be created in FY2019

		Partial-financing of Learning/Showroom (with Products)				ü				HQ		Muss standardiziert werden für alle Länder - Mustergeräte mit Faktor 0,X mit Baueinleitung - Muster für alle gleich

		Search engine advertising (through Siemens Partner Finder)				O				HQ		will be done in a later phase

		Technical Promotion

		Welcome Package Global and Local (local when it comes to local markets)				O				HQ		Content to be defined, adapted to partner type (Distr., PB, SI). E.g. Fighting Guide, Competitor Comparisons, List of contacts for fast service, HW or SW with at a major discount, etc.

		Parcial-Financing of locally created demo cases - created by RC				?				RC		Muss standardiziert werden für alle Länder - Mustergeräte mit Faktor 0,X mit Baueinleitung - Muster für alle gleich

		Use of Siemens facilities for partner presentations to end customers				ü				RC		Similar to the well known SIMATIC "Industry Days"

		Access to concentrated / customized information through Partner Portal: technical docs. and Blue prints				O				HQ		Partner Portal to be created

		Qualification & Training

		Technical Certification and official certificate (with respective training / workshops)				O		Prio 1		HQ		working on it together with the Power Academy, to be finished in FY2019.												1x or 2x pro Year, Circuit Meeting with Expert

		Sales Trainings for Sales Staff -like Siemens trains its own sales people				O				HQ

		Product Sales Training / USPs / Sales Fighting Guide				O				HQ

		Special Prices for Power Academy courses				ü				HQ		muss mit der Power Academy verhandeln (Staffel Preise)

		Use of digital "coins" to pay for courses at the Power Academy, based on volume reached per year				O				HQ		In Klärung bei der Power Academy ob es technisch realisierbar ist.

		Business, Pricing and Awards

		Special Price List for Partner or General Discount				ü				HQ		siehe Beispiel Russland

		On top of special price list - Scaled Price (Staffel-Preis) List with extra % discount based on volume				ü				HQ

		On top of special price list - List Price Discount with a minimum volume, in case target is not reached, partner pays a % back.				ü				HQ		Wenig Wahrscheinlichkeit zum Umsetzen

		On top of special price list - x number of units in one order to get X% discount - scaled to y number of units in one order to get Y% discount				ü				HQ		Example: 300 units to get X% discount ….. 2000 units to get Y% discount

		On top of special price list - Volume based Bonus on an X months basis (Bonus Agreement)				ü				HQ		one million to get X% bonus at the end of the year
two million to get Y% bonus at the end of the year

		Extended warranty to x years for product Y or Free repair for one year after warranty expiration				O				HQ		to be covered in service strategy

		Bonus (Gutschrift ?) for achievement of target.  Paid Quarterly (to also help us reach our quarterly targets).

		One year free warranty if the end customer registers his product				ü				HQ		in case of a system, it makes sense if all products are from DG SA&P

		Managing Re-Financing through Siemens Financial Services (SFS)				O		Prio 5		RC		Not applicable. https://myvideo.siemens.com/media/t/1_2hilirfh
Valid for long term projects, ~ one year. Not relevant for short term projects, ~ 2 to 3 months.

		Extended Payment Terms (EPT) through Siemens Financial Services (SFS) of up to 180 days				ü				RC		Reduce time between channel partner paying to Siemens and channel partner getting payed from end customer. Make it financially easier for channel partner to buy Siemens equipment.
https://myvideo.siemens.com/media/t/1_2hilirfh																I've talked to a few people at SFS for EPT and Factoring options.  Is limited to only a few countries right now…

		Siemens Award for Partner Sales Personnel (free factory visit)				O				HQ		Example: Proud of You for Partners, e.g. India and Austria

		HMI Visit financed by RC - HQ finances local transportation and evening event				O				HQ / RC

		Partner Participation on Siemens Partner Blog (Network Commmunity)				O		Prio 5		HQ		Schneeballsystem bei schlechten Nachrichten - Need a Moderator
Service Fenster - Schlereth

		Partner allowed to sell Power Academy Courses				?		Prio 5		HQ		Momentan keine Resourcen dafür

		Support in Logistics and Services

		Ordering via E-Business: standarized product data delivery after the ETIM classification model (European Technical Information Model).				O				HQ		Working on it - Florian Taufer / Tobias Bierstedt

		Change of MLFBs until 3 weeks before delivery free of charge (managed by RC)				ü				RC		Region decides how long can a partner wait to change MLFBs

		Preferred Hotline Access				?		Prio 3		HQ		Herr Schlereth - kann nicht so schnell umgesetzt werden

		Preferred Return Policies				?				RC		Policy im Werk anschauen - Region decides what to offer to partner

		Preferred product delivery				?						Fritzsche, Steffan   - können wir nicht einhalten bei Engpässe

		Additional Benefits for Certified Partners

		Marketing

		Branding (Partner Emblem)				ü				HQ

		Partner Certificate				O				HQ

		Partner shows Siemens Emblem on their webpages, in return they get x% more discount based on volume, for example.				O				HQ		Siemens Logo auf Homepage zu zeigen (NEIN), lieber dafür X% mehr Rabatt oder Bonus, Partner Webseite - Verlinkung zu unserere Webseite (Produkte)

		Listing in global Partner Finder in Internet with references, profiles and mentioning of certification				O				HQ		Global Partner Finder to be created - Partner References to be gathered in one place

		Promotion in Social Media LinkedIn (Siemens mentions and promotes partner projects)				O				HQ / RC																		Ganz wichtig!

		Technical Promotion

		Active support for product approvals at end customers

		Special SW and HW for own use Demo siehe oben				O				HQ

		Qualification & Training

		Certification with respective trainings and workshops				O				HQ

		Business Growth

		Joint Planning to identify needs, expectations and align sales strategies				O				HQ		Antitrust Law Kartell Recht

		Participation in a Partner Development Plan								HQ

		Siemens Support for fairs/events with RC promoters -
Siemens RC Promotor at Partner Booth on Fairs/Events				ü				RC

		Partner Meeting - Selected Partner Participation on national and international meeting events organized by Siemens				O

		Selected Partner Participation on national and international fairs and events				?				HQ / RC

		Support

		Direct Feedback channel between Siemens and Partner				O				HQ		to be defined

		Fund Circuit Meeting Room -> to better facilitate digital training and communication.

		Solution Partner / Approved Partner Conferences				O				HQ		Best Practice Austria																Create two levels:  global and regional.  Create as well an electronic community.

		Brainstorming Uwe / Rob

		(Tools: MoU, prices – maybe higher than market prices, conversion list, selection tool, overview about homologation?, CAx data after request)								HQ						?		?

		(Tools: additional to Level 1: contract with quantities, “penalties” if quantities not achieved, good prices – maybe slightly above market price, CAx data, Extranet access, Marketing material of our products, Trainings, visit min 1/month)								HQ										?		?

		(Tools: additional to Level 2: market prices or slightly below, visit 2/month, promotor support on fairs and event (how often?), more trainings, Siemens partner logo useable)																						?		?

		Create and actively curate a partner Yammer Group.
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Not applicable. https://myvideo.siemens.com/media/t/1_2hilirfh
Valid for long term projects, ~ one year. Not relevant for short term projects, ~ 2 to 3 months.

Reduce time between channel partner paying to Siemens and channel partner getting payed from end customer. Make it financially easier for channel partner to buy Siemens equipment.
https://myvideo.siemens.com/media/t/1_2hilirfh



IEMEN
“grid+” Loyalty Program Benefits s h\xw"y{fuft

Benefit Overview
mm

Access to exclusive partner portal

Access to concentrated / customized information through Partner Portal: technical docs. and Blue x x x
prints

Use of Siemens facilities for partner presentations to end customers e x x x
- A

Technical Certification and official certificate

Special Prices for Power Academy courses \ x x x
Special Price List for Partner or General Discount @ x x
financing of leaming/showroom (with products) 6\‘

List with extra % discount

One year free warranty 0 X
Extended Payment Terms. - \ x

Qualification to be a certified channel partner Benefit Overview

Exclusive Partner Events with Siemens Experts X

Benefits needs to be finally defined as well as categorized to global mandatory/optional

and regional specific benefits (important for contract snippets creation)
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“grid+” Loyalty Program Benefits m;;::j;::wt

How to get Loyalty Status
DRAFT

T - N T

Qualified and selected as Siemens Business Partner

. A@ Ordering fully electronical via e.g. I-Mall

\ Partner Participation on Siemens Partner Blog
‘Q Certified in 1 portfolio element Certified in 2 portfolio elements

Ordering volume per year XX Ordering volume per year XX

5+ References p.a. 10+references p.a.

Certified Partner







Mutual Benefits of VAR Partnership SIEMENS

Iug,ev\uf\ty‘forufa
- Siemens
VAR Partner w... = = “‘-__.iq - .
artne T Digital Grid
1. Recognition and strategic positioning in 1. Reliable partner and new sales channel in
local market(s) local market
2. Siemens certification as qualified partner 2. Increased market presence and product
and MAFs for projects requiring them placement
3. Guaranteed access to the full Siemens 3. Indirect access to market niches via local
Energy Automation Product Portfolio partner company
4. Cost controls via long-term price 4. Opportunity for joint project execution with
agreements selected VAR partners
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SIEMENS
Contact Page lngemuity for life

Edward Strasser
Head of VAR Partner Program, CEE
Siemens AG QOesterreich / Smart Infrastructure / Digital Grid

Siemensstrasse 90
A-1210 Vienna AUSTRIA

Tel: +43 664 615 3822
Fax: +43 51707 53076
Mobile: +43 664 80117 31554

E-Mail:
edward.strasser@siemens.com

siemens.at
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