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DISCLAIMER: This document is a preview of the VMware Partner Connect Program . Specifics
about requirements , benefits, incentives or detailed programatic information can be found in the 
full version of the Guide, which can be accessed once you complete the enrollment process . 

For more information please visit the VMware Partner Connect Portal and click on ńEnroll SäćŅĪ

https://vmstarcommunity.force.com/partnerconnect/PC_Login
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Overview

VMware Partner Connect reimagines the way we do business with our partners. 

Designed to deliver simplicity, choice, and innovation, Partner Connect aligns with your business model so you can optimize p rof itability. 

Innovation

Choice

Simplicity

Simplicity: Clear paths to 
profitability with consolidated 
requirements across routes to 
market. 

Choice: Easily extend services 
across our portfolio with access to 
the resources you need to help 
your customers scale and 
succeed.

Innovation: Offer new ways to 
grow your business by solving the 
challenges of tomorrow and 
leading the industry with 
innovative service offerings.
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PROGRAM COMPLIANCE PARTNER MASTERY AND MATURITY*

ÅVMware Partner Connect Agreement

Å (2) VSP Foundation

ÅEthics and Compliance Training

ÅClear or Complete Due Diligence Process

Å $895 flat fee for mature markets 1only, 

due annually at time of renewal.

Å (1) VOP-CP  w/ Committed Contract 

Å (1) VOP-SE 

Partner 

Connect 

Enrollment 

Form

For Cloud Providers only - to transact Hosting/Managed 
Services offerings

For Reseller only - to transact subscription -based offerings.

Limited 

Partner 

Connect 

Portal 

Access

ÅTransaction Rights (no 

incentives)

ÅTraining Discount

ÅFull Partner Connect Portal 

Access

ÅPartner Technical Support

ÅNFR/IUL

ÅPartner Demand Center

ÅVMware Skyline Access
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1 Solution Competency

1 Master Services Competency

+

1 or 2 Solution Competencies

(depending on the path)

Tier requirements are specific per IT path

50K Tier Credits*

1M Tier Credits*

PARTNER ADVANCED PRINCIPAL

1 Solution Competency

Additional Operational Requirements

Foundational Requirements For All Partners

Partner Tier Benefits Plus:

Å Additional NFR/IULs )

Å Purchasing Program 

Eligibility

Å Press Release Templates

Å Incentives:

ÅAd+ Financial Benefits

ÅSales Rewards

ÅSolution Rewards

ÅDevelopment Funds 

(proposal -based)

ÅAmplify 2021

ÅBig Bets

Advanced Tier benefits Plus:

Å Badging 

Å Educational Co - investment

Å Field Sales Engagement

Å Partner Locator with Additional 

Sales Tags

Å Additional NFR/IULs

Å CAL Academy

Å Livefire Training

Å Learning Zone License
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Partner Enrollment

Partner Connect 
Foundational and 

Compliance Training

Partner Connect 
Program Fee 

Partner Connect 
Forms and 

Agreements

Ready to progress 
to Partner Connect 

mastery tiers

Partner agreements and training
To become an Enrolled New partner, you simply need to accept the VMware Enrollment Agreement online; however, to transact wit hin Partner 
Connect, you must be Enrolled Authorized. To become Enrolled Authorized, you must accept the VMware Partner Connect Program A gre ement 
online and meet all foundational training requirements. In addition, Partner Integrity requirements apply.

START 
HERE
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VMware Partner Connect is a single program with one set of requirements covering multiple business models. You have the flexi bil ity to add or 
change business models as it makes sense for your business. As a partner, consider which business model(s) makes sense for yo u. 

Resell

Å I want to resell VMware offerings, potentially wrapped with professional services
Å I want VMware to own the license terms and provide support to my customer

Cloud Provider

Å I want to build services utilizing VMware offerings myself, in my own data center (license rental) or utilizing 
VMware Cloud Services (MSP)

Å I want to own the license terms with my customer and provide support to my customer

Services

Å I want to deliver professional services to my customer and/or subcontract with VMware professional services for 
my customer

Choosing The Right Business Model
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Resell
VMware resellers are partners whose primary business model is value -added reselling and/or services delivery. By providing custo mers with an 
unbiased opinion, VMware resellers combine their technology expertise along with services to deliver VMware solutions to addr ess specific 
¶ýõúäÞ¾ñ µýõÎß¾õõ îñäµÚ¾ÞõĪ yRćªñ¾ ñ¾õ¾ÚÚ¾ñõ účîÎ¶ªÚÚč ªºĆÎõ¾ ¶ýõúäÞ¾ñõ úä ýßº¾ñõúªßº úÍ¾Îñ ¶ýõúäÞ¾ñŇõ µýõÎß¾õõ ß¾¾ºõĪ

Partner Connect gives resell partners access to benefits, rewards and resources that help drive license and services business, create new 
opportunities, increase profitability, and differentiation from competitors.

CUSTOMER
DISTRIBUTOR

PARTNER 
CONNECT 
RESELLER

ENGAGEMENT 
MODEL

Choosing the Right 

Business Model

Cloud

Resell

Services

Table of Contents

Benefits
Progression and 

Requirements
Overview 



11

CloudChoosing the Right 
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VMware Cloud Services : There are two models used to deliver cloud services - License Rental and Managed Services Provider ¥.

Cloud Providerõs 
Data Center

Cloud Provider 
leveraging 

VMware software 
technology to 
stand up their 

own 
infrastructure
and deliver 
managed 

services on top

Cloud Provider 
leveraging 

VMware SaaS 
offerings 
without 

investment in 
their own data 

center 
infrastructure 
and deliver 
managed 

services on top

VMware 
Operated Data 

Centers

VMware Cloud 
Services

Cloud Provider owns 
customer TOS

GEO Expansion

Hybrid Cloud

OnDemand

Vertical Expansion

VMware XaaS Technology

VMware Managed              
Services Provider
Under the Managed Services Provider (MSP) 
model, partners purchase VMware Cloud services 
and offer managed services to their customers.
A key requirement of participating in MSP is that 
the Cloud Provider owns the terms of service and 
all support for their end customers.  Geographic 
expansion is a key use case for the MSP model, 
where partners can quickly expand to new 
regions without expensive data center 
investments. 

VMware Cloud Provider            
License Rental*
Under the License Rental model, Cloud 
Provider (CP) partners leverage VMware 
software licenses to build out their own 
infrastructure offerings and managed services 
in their own data centers.

VMware Software 
Licenses

AND 
OR
























