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THE GLOBAL PARTNER PROGRAMME – DRIVEN BY DIGITAL TRANSFORMATION
1.0 Digital transformation - The new reality          
The business environment has already changed. Enterprises have adopted ‘Digital transformation’ as a core business 
strategy to drive business outcomes. As a result, enterprises are seeking more than mere products and services from their 
technology partners. They are seeking ways to:

•      Drive business expansion through new geographies, products / services, business models

•      Equip their workforce with seamless multi-platform collaboration tools, as well as pervasive 

        access to data and applications 

•      Deliver to customers, the same omnichannel and rich user experience that customers are used to

•      Identify and secure their businesses and information from global threats

2.1 Values of the Programme
The Global Partner Programme has been built to deliver four values to partners:

2.0 The Global Partner Programme will help partners succeed in this digital world
Through the programme, partners can address customers’ business needs by providing solutions that:

3.0 Elevating partnerships

The Global Partner Programme is built on four key areas. When combined, they offer our partners the chance to meet their 
end-customers’ needs in new and exciting ways.

• Services Portfolio: Offer end-customers services that are integrated, innovative and global. Our modular services portfolio 
will allow partners to resell, co-brand or white label services from our portfolio to complement their solutions stack and 
to go-to-market very quickly. In addition, our coverage and reach will ensure partners address their enterprises’ growing 
global needs.

• Experience: Partners can deliver an unmatched experience to end-customers that drives customer loyalty. Our 
comprehensive self-serve Partner Portal will provide partners with predictability, control and confidence of working with 
Tata Communications. From automated quote-to-cash (Q2C) to online access to marketing, training and certifications 
and visibility to delivery status, service utilisation and ticket, we have made it really easy for partners to do business with

• Enablement: We provide partner resources and support across sales, marketing and product development, to build on 
partners’ knowledge and skills needed to sell our solutions successfully.

• Engagement: We are committed to collaborate with partners by investing in the resources, support, processes and 
infrastructure to create a competitive edge and increase win rates. These include partner sales and support teams, joint 
go-to-market, Partner Portal and more.
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end-customer experiences
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To deliver A New World of CommunicationsTM 

to advance the reach and leadership of our customers and partners

Our vision

4.0 Addressing the needs of our partners
We will be with our partners, every step of the way.

Planning Marketing Sales Service Delivery

Joint GTM planning

• Develop joint business plan

• Align our go-to-market 
(GTM) strategies

• Commit investment   
of resources

• Joint value propositions 
and solutions that integrate 
our technologies and 
expertise

• White label our services to 
offer an integrated solution 
stack under your brand

• Technical enablement via 
Training and Certifications

• Joint marketing planning 
to align our goals and 
efforts

• Co-branded campaign 
templates for quick time 
to market

• Press, media and analysts 
engagements jointly

• Joint opportunity creation

• Lead referral to partners

• Collaborative sales 
engagement

• Service assurance for 
superior customer

• Track service tickets on 
Partner Portal to keep 
your customers updated

• 24/7 dedicated Partner 
Support Desk for on-time 
resolution of service 
related incidents

• Orientation to reduce 
your time to start selling

• Sales, Design and 
Support Certifications

• Online self-paced 
learning via Learning 
Management System 
(LMS)

• Funding your marketing 
initiatives to create 
customer demand

• Build brand and sales 
pipeline

• Managing MDF made 
easy via Partner Portal

• Collaborative sales 
engagement

• Executive Sponsorship

• Bid Support on complex 
opportunities

• Support for Customer 
Demonstration Programme

• APIs integrate our portals 
to give you full access to 
the services

• Configure, price, quote and 
track order from you portal

• Full visibility to service 
delivery, performance and 
billings

• Subject-matter experts 
and marketing content to 
help you sell 

• Extensive marketing 
collateral and assets 
available online

• Partner Summits to share 
marketing insights, ideas 
and best practices

• Flexibility to price in sell-
through with automated 
feasibility and Quote-to-
Cash (Q2C)

• Performance Incentives 
for over-achieving agreed 
goals

• Best-in-class monthly 
commission in sell-with

• Programme Manager 
supports you in service 
implementation

• Visibility to project plan 
on Partner Portal

• Services support that 
meet ITIL framework 
ensures highest C-SAT

Marketing support Pricing and Incentives Service Delivery support

Joint solution 
development Co-marketing Joint opportunities

Service Assurance 
and Ticketing

Technical and Sales 
enablement

Market Development 
Fund (MDF)

Sales engagement 
and support

Integration of 
Partner Portal
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6.0 Tata Communications – The partner of choice

6.1 Rich services portfolio - Fullfilling digital transformation goals 

6.2 Globally recognised as a leader

• Core network services

• Global SIP Connect

• Data centre services

• Virtual private data centre

• Access services (ITFS, LNS)

• IZOTM Private Connect

• Voice termination services 

Borderless Growth

• Data centre services

• UCaaS (Microsoft)

• UCaaS (Cisco)

• Audio conferencing 
(PGI)

Productivity and 
efficiency

• Application-aware networking

• Application performance 
optimisation

• Content Delivery Network 
(CDN)

• Global mobility platform

• Mobile consumer engagement

• Hosted Contact Centre

Customer experience 
and engagement

• Network and 
infrastructure security

• Secure application access

• Content Security and 
Privacy

• IZOTM Hybrid WAN

• IZOTM Private Connect

Managing business risk

Partners can join 
the programme by 

registering on www.
tatacommunications

.com/partners

Structured Onboarding 
and Orientation 
programmes get 

partners started selling 
in the shortest time  

Extensive resources 
from marketing, product 

collateral to training 
and certification to 

help partners build on 
the knowledge and 

differentiate

On-going 
engagement and 

support to build joint 
value propositions 

and help partners win

Opportunity to 
advance in Partner 

Level to enjoy 
incremental benefits 
as partners achieve 

more

5.0 Partner Journey

Tata Communications Positioned as a Leader in the Gartner 
Magic Quadrant for Network Services, Global, 2017
Ability to Execute

Gartner analysts evaluate vendors on the quality and efficacy of the processes, systems, methods or procedures 

that enable IT provider performance to be competitive, efficient and effective; and to positively impact 

revenue, retention and reputation within Gartner’s view of the market. Our emphasis is on a vendor’s service 

quality, pricing and track record. These elements are particularly important for global networks, because the 

issues of infrastructure, language and culture are more challenging than if applicable to only one country.

Completeness of Vision

Gartner analysts evaluate vendors on their ability to convincingly articulate logical statements. This includes 

current and future market direction, innovation, customer needs, and competitive forces and how well they 

map to Gartner’s view of the market. Visionary providers should have a clearly articulated strategy in evolving 

areas of enterprise networking, including, but not limited to, networking for cloud services, SD-WAN, SDN, 

network function virtualization and vCPE. The portfolio should be broad enough to satisfy the evolving 

requirements of most enterprises, not just a specific vertical industry or customer size.

9 of the 15 most popular OTT voice services

3 of the 5 most popular video sites

8 of the 10 world’s most popular web destinations

4 of the 5 global mobile subscribers

4 of the 5 world’s most popular social networks

24% of the world’s internet routes

6.3 We connect you to every part of the digital ecosystem

Tata Communications will allow us to offer very competitively-priced, 
flexible multi-carrier solutions in markets that were not previously on our 
shortlist of top competitive locations, such as India, Africa, and the Middle 
East. It’s an incredibly exciting time for our business. We’re looking forward 
to growing the relationship with Tata Communicationsinto the future. 

- HEATHER TROPMAN, GROUP EXECUTIVE TELCO & CARRIER, MACQUARIE TELECOM

The interconnection of our Global Connect MPLS network, through this 
partnership with Tata Communications will help our customers grow and 
expand their businesses regionally and around the world – all as part of the full 
suite of business solutions they already trust and rely on from Digicel Business. 
 
- GARETT QUINN, HEAD OF DIGICEL BUSINESS, CARIBBEAN AND CENTRAL AMERICA
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ABOUT TATA COMMUNICATIONS

Tata Communications Limited      
(CIN no: L64200MH1986PLC039266)  
along with its subsidiaries (Tata Communications) 
is a leading global provider of A New World of 
Communications™. With a leadership position in emerging 
markets, Tata Communications leverages its advanced 
solutions capabilities and domain expertise across 
its global and pan-India network to deliver managed 
solutions to multi-national enterprises, service providers 
and Indian consumers.

The Tata Communications global network includes one of 
the most advanced and largest submarine cable networks 
and a Tier-1 IP network, as well as nearly 1.5 million square 
feet of data centre and collocation space worldwide.

Tata Communications’ depth and breadth of reach in 
emerging markets includes leadership in Indian enterprise 
data services and leadership in global international voice.

Tata Communications Limited is listed on the Bombay 
Stock Exchange and the National Stock Exchange  
of India.

Find out more about what the Global Partner Programme can do for you, 

visit us at www.tatacommunications.com/partners

http://www.tatacommunications.com

