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Opportunity to Capture Market Growth

Oracle Confidential – Internal/Restricted/Highly Restricted 3

Today FuturePast

On-Premise Growth

Cloud Growth

Customer adoption of Cloud at InflectionOn-premise growth lagging Cloud growth
IDC Prediction: 
Over the next 12 months, enterprises will see a shift in IT operations 
spend from on premises to public cloud, with over 30% of enterprises 
spending more on public cloud operations than on their other datacenter 
IT operations combined. Source: IDC FutureScape: Worldwide Cloud 2018 Predictions, Dec. 2017

Source: IDC, Worldwide Cloud IT Infrastructure Hardware Spending Forecast, 2017–2021



Copyright © 2016, Oracle and/or its affiliates. All rights reserved.  | 4

Partner Services Revenue 2017 Partner Services Revenue 2017

Resale Ecosystem Revenue Adapting

2017 Partner Profitability Study: QA5. How does you non-resale revenue break down by hardware, software, and services? (n=461)

Hardware
1%

Services
86%

Software

13% 78% in 
2015

Cloud Services
16%

Support Services
29%

Managed Services
22%

Professional 
Services 33%

13% in 
2015

25% in 
2015
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Relative Growth of Services

© IDC 5

The growth of internally created services is consistently slightly higher than resale growth, helping explain why 
partners are more and more moving to their own services.

“You can double your margin on your own internally created services.  In vertical markets the margin 
opportunities are even higher”  Tech Data MSP

%

2016 Partner Profitability Study n=501
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Oracle Enabling the Journey to Cloud

Path to Future leverages the Past

Complete Deployment Choice

Same Standards

Same Products

Unified ManagementON-PREMISES PUBLIC CLOUD
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Create New with
PaaS and IaaS 

Move
Workloads

Six Oracle Journeys to Cloud
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Optimize 
On-Premises1

Public
Cloud

2

3

5

4

Oracle Public
Cloud

Modernize 
with SaaS

Oracle Public
Cloud

Cloud at 
Customer

Your
Data Center

Your
Data Center

Your
Data Center

Your
Data Center

Your
Data Center

Born in
the Cloud6 New 

Company
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FY19 Focus

✓ Trained Partners Outperform
• Trained Partners are 2.6x more productive

• Tech partners are faster to Cloud revenue

✓ Enable Top Channel Sales Plays
• Apps Unlimited

• Move Customer & 3rd Party Apps

• Modernize App Development

• IaaS Greenfield

✓ Training to elevate Skill Set 

✓ Drive Skilled Partners to engage in 
Programs that build a Pipeline 

✓ Build out Cloud Marketplace 

Customer Journey to the Cloud
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Partner Enablement Summary
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Continuous Oracle Cloud Channel Enablement

• Scale training through our VAD partners via online and in-
person workshops

• Sales Play Alignment & Engineered Sales Play Execution

• Environment access through Cloud Workbenches  

VAD Training Execution Cloud WorkbenchEngineered Sales Plays through Channel

Enable Activate

Training Labs

• to rapidly grow Oracle Cloud skill set 
within partner base

Demo Centers

• for pipeline development, customer 
engagement

Proofs of Concept

• to drive sales cycle velocity

Drive PaaS/IaaS Certification

• to rapidly grow Oracle Cloud skill set 
within partner base

Grow enabled partner base by 50%

• for pipeline development, customer 
engagement

Invest in Skilled Partners

$

Product 
Marketing

Sales & 
Partner 

Academy

Marketing

Sales 
Plays, 

Content, 
Process

Cloud 
Channel 

Team
VAD
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Go to Market Content FY19

Sales Plays (PaaS/IaaS)
• Use Cases
• Product Collateral

Marketing Kits
• Demand Generation
• Campaigns
• Call Scripts

Enablement
Sales Content – rolling 
releases starting June

Content you need to sell Tools to be successful

Knowledge Zones
• Guided Learning Paths
• Specialization/Certification

Hands On
• Emersion Training
• Boot Camps
• Demo Environments
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Tool and Resources List

• Global Sales Enablement – Partner Immersion Training

• Oracle University – Partner Technical Training (Sales)

• Demo.Oracle.Com – demo services

• IaaS TCO Tool – Simple quick OCI conversation starter

• Value Navigator Tool - TCO for IaaS and Paas

• Cost Estimator – Sizing tool for Universal Credits (PaaS/OCI)

http://www.oracle.com/partners/en/partner-with-oracle/training/partner-immersion/secure/index.html
http://education.oracle.com/pls/web_prod-plq-dad/db_pages.getpage?page_id=985
demo.oracle.com
https://oracle.valuestoryapp.com/iaas/
http://www.oracle.com/partners/en/partner-with-oracle/market-and-sell/insight-value-navigator/secure/index.html
https://cloud.oracle.com/en_US/cost-estimator
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Global Sales Enablement – Partner Immersion Training

Uses
• Training and Enablement

Benefits
• Free to partners
• All online, complete at your 

one pace
• Sales and technical tracks
• Receive personal Badge for 

completion

http://www.oracle.com/partners/en/partner-with-oracle/training/partner-immersion/secure/index.html
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Demo.Oracle.Com – demo services
Uses
• Training – Partners learn by doing
• End Customer Demos

Benefits
• Instant environments available for 

hands on training use by partners

• Many scripted demos to help position 
and prepare

• Partner managers can request 
dedicated environments for partner to 
deliver specific customer demos

demo.oracle.com
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IaaS TCO Tool – Simple quick OCI conversation starter

Uses
• IaaS TCO Conversation starter
• Quick End Customer Cost comparison 

for Compute and Storage

Benefits
• Very easy to use
• Leads to more, better discovery of 

opportunity
• Very nice output that can be co-

branded to give to customer

https://oracle.valuestoryapp.com/iaas/
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Value Navigator Tool - TCO for IaaS and Paas
Uses
• Complete TCO Calculator for full cost 

comparisons

Benefits
• Very complete TCO analysis
• Fully editable and configurable
• Starting templates for partners to help start
• Really nice business output that can be co-

branded. A “one page” option as well as a full 
presentation

http://www.oracle.com/partners/en/partner-with-oracle/market-and-sell/insight-value-navigator/secure/index.html
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Cost Estimator – Sizing tool for Universal Credits (PaaS/OCI)

Uses
• Size and configure customer need
• Determine price options and benefits 

between PayG and Monthly Flex
• Common configurations provide easy 

starting point

Benefits
• Discounts automatically calculated
• PDF output that you can send to a 

customer
• File export to share with other team 

members working on the quote
• Managed by Oracle so always up to 

date

https://cloud.oracle.com/en_US/cost-estimator
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