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"ASBIS Kazakhstan" LLP Apple B2B Channel
Incentive Program

This program has been elaborated by '"ASBIS
Kazakhstan" LLP (hereinafter - ASBIS), the official
distributor of Apple Inc in the Republic of Kazakhstan for
B2B Partners in purposes of stimulating and encouraging
Apple Products sales.

The program is informative in nature and is not
mandatory for its application or accession.

The Partner's consent and participation in this Program is
expressed in the conclusion of a written agreement to the
main supply agreement.

The period and conditions of the Program depend only on
the sole internal decision of ASBIS and at its discretion.

The Partner will always be notified in a timely manner
about changes and the validity of certain conditions, or
the Program as a whole.

Participating reseller is eligible to earn rebates (“CIP
Rebate”) from "ASBIS Kazakhstan" LLP (hereinafter
- ASBIS) on certain products (“Eligible Products™) by
fulfilling the requirements of this Program.

The Channel Incentive Program (“CIP”) is aimed:
1) to accelerate Apple product and solution sales to the
Enterprise, Large and Small Medium Business Market
through resellers nominated and managed by ASBIS.

ii) to increase the amount of trained and certified sales and
tech pre-sales professionals in the market.

Eligible Products
Mac, iPad,

Hoompurensnaa mnporpamma TOO «ACBHUC
Kaszaxcran» ansa maprHepoB B2B-kanana cObiTa
npoaykmuu Apple

Hannas mnporpamma pazpaborana TOO “ACBUC
Kazaxcran” (manee - ACBUC) - odunuanbHeIM
muctpudbtotopoM  Kommanumu — “Apple  Inc” B

Pecniybnuke Kazaxcran gnsa [laptaepoB B2B-kananma
cObiTa ponykuuu Apple B Hensx CTUMYJIUPOBAHUS U
nootpenus npogax [Ipoxykros Apple.

[IporpaMMa HOCHT WH(OPMATHBHBIA XapakTep U HE
ABsieTcss 00s3aTeNbHOM ANl ee MPUMEHEHHS WIH
MIPUCOEANHEHUS K HEH.

Cornacue IlaptTHepa W ero yvyacTMe B JaHHOU
[Iporpamme BbIpakaeTcsl B 3aKJIIOYEHUH MHCBMEHHOTO
COTJIALIIEHNs K OCHOBHOMY JOTOBOPY IOCTABKH.

[Tepuon, ycnoBust paeiictBust IIporpammbl 3aBHUCST
TOJIBKO OT €IWHOJIUYHOTO BHYTPEHHETO pEUICHUS
ACBUC u Ha ero ycMOTpEeHHE.

[TapTHep Bcerma OyaeT cBOEBPEMEHHO yBeZAOMIIEH 00
WM3MEHEHUSIX U CHUJIE AEUCTBUSA TEX WU UHBIX YCIOBHUH,
unu [IporpamMmel B IeIOM.

B pamkax pannoit Ilporpammsr IlapTHep BmpaBe
nony4ats ckuaku (manee «Ckunka mo IIIIKCy») ot
komnannn  TOO «ACBHUC Ka3zaxcran» Ha
orpenesieHHbIe TPOAYKTHI (Hanee «COOTBETCTBYIOIIUE
MPOAYKTHI» ), BBIIIOTHUB TPEOOBAHHS 3TOH MPOTPaMMBI.

[MoompurensHass mnporpamMma Ajsl KaHaJIoOB cObITa
(manee «I1ITKC») npennazHauena amus:

1) yCKOpEeHUs IpoJak MPOLYKTOB M pemeHnit Apple Ha
PBIHKE KOPIOPATUBHOTO, KPYITHOTO, MAJIOTO M CPETHETO
Ou3Heca uepe3 pecelsiepoB, Ha3HAYCHHBIX U
ynpasnsiemblx komnanueit ACBUC.

il)  yBelIMYEHHS  KONMYECTBA  OOYYCHHBIX U
cepTH(PUIUPOBAHHBIX CHEIHATHCTOB MO MPOAAXKaM U
TEXHUYECKUM CIIeHUATUCTaM MONpeANnpoAakaM Ha
PBIHKE.

COOTBETCTBYIOIIUE MPOTYKTHI
Mac, iPad



1. Definitions

“Executive Sponsor” means the senior member of the
resellers’ management team.

“Reporting” means Sell-to-whom weekly reporting to
ASBIS, including company name, type, and address.

“Quarterly targets” means Targets that are agreed
between ASBIS & reseller at the beginning of each
ongoing quarter.

“Business End User (BEU)” refers to the company that
intends to use or acquire the specified technology
products or services.

“Recommended Business End User Price (RBEUP)” is
the suggested price at which a product or service is
recommended to be sold to businesses end users. This
price serves as a guideline for pricing to ensure
consistency and fairness in the market.

“Apple Business Development Manager (ABDM)”
means a dedicated employee who will act as the
Reseller’s primary point of contact for the day-to-day
administration and participation in the Program and will
be responsible for taking the lead within the Reseller
organisation on driving Apple Product sales-related
projects and opportunities. The ABDM will possess a
comprehensive knowledge of the Enterprise, Large and
Small Medium Business Markets and an understanding of
Apple’s proposition and solutions. The Initiative Manager
will also have the ability and authority to resolve or
coordinate the resolution of day-to-day issues related to
the Program.

“Apple sales champion” is a highly skilled and dedicated
professional who excels in promoting and selling Apple
products. This individual demonstrates a commitment to
constant self-development through active participation in
SEED trainings. They exhibit a deep understanding of
Apple products and technologies, allowing them to
engage with business end-users effectively. The Apple
Sales Champion achieves outstanding sales results and
actively seeks opportunities for mutual meetings (ASBIS
+ Reseller + BEU) to ensure the best solutions tailored to
BEU business needs.

1. Onpenenenus

«/croAHUTENBHBIN CIIOHCOP» 03HAYAET CTApIIETO WieHa
YIPaBIE€HYECKON KOMAaHBI PECEIIEPOB.

«OTYETHOCTH» O3HAYACT CKEHEACIBHYI0 OTYETHOCTH O
TOM, KOMY ObL1a npojana MPOIYKITHS,
npenocrapisiemytro  komnanuu ACBUC, Bkiouas
HauMEHOBAHUE, TUI U aJpec KOMIIaHUU.

«KBapranbHbIe LETN» 03HAYAET LIENH, COITIACOBAHHBIE
Mexny kommnanueili ACBUC u pecemiepoM B Hadaje
Ka)KI0ro TEKYIETo KBapTraia.

«KoHeuHBII  MOJB30BATENB-IOPUINYECKOE  JTUIION»
(KITIOJI) o3HawaeT KOMIAHWIO, KOTOpas HaMepeHa
HCIIOJIb30BaTh WIH npuoopecTH yKa3aHHBIE
TEXHOJIOTMUYECKUE MPOTYKThI WIH YCIYTH.

«PexoMeHyeMas 1ieHa Ik KOHEYHBIX MOJIb30BaTeICH-
topuanueckux juiy (PLKITHOJI) — sato mpemnaraemas
LIEHa, 0 KOTOPOM TOBap WU YCIyra peKOMEHIYeTCs
MpoJIaBaTh KOHEYHBIM I10JIb30BATEISIM-IOPUINICCKUM
JuiaM. OJTa [eHa CIYXHUT OpPUCHTUPOM s
IIEHO0Opa3oBaHMUs, 4TOOBI obecrneunTh
MOCJIEIOBATENBHOCTD U CIIPABEAIMBOCTE Ha PHIHKE.

«Menemxkep no passuruto OmzHeca Apple» (MPBA)
O3HaYaeT CIEeUUATBFHOTO COTPYIHHUKA, KOTOPBIH OyneT
BBICTYNIaTh B KaYeCTBE OCHOBHOTO KOHTAaKTHOTO JIHMLA
Pecennepa 11 OBCeAHEBHOTO yNPABICHUS U y4acTUs
B Ilporpamme u Oyner oTBeuaTb 3a PYKOBOJCTBO
MPOEKTaMH W BO3MOXKHOCTSIMH, CBSI3aHHBIMH  C
npojaxkamMu mpoaykuuu  Apple, B opraHuzanuu
Pecennepa. MPBA Oymer o6nagatb OOIIMPHBIMU
3HAaHUSIMUA B 00JIACTH KOPIOPATUBHOTO PBIHKA, PHIHKA
KpPYITHOTO, MaJIOr0 W CpeJHero Ou3Heca, a Takke
MOHMMAaHUEM TIPSIJIOKCHUH U pemeHuit  Apple.
Menemkep mnporpamMmbl Takke Oyner oOiamath
CIOCOOHOCTBIO ¥ MOJHOMOYMSMH — pelarb  HIu
KOOPIMHHUPOBAThH pEIICHHE MOBCEJHEBHBIX BOIIPOCOB,
CBsI3aHHBIX C [IporpaMMoii.

«Yemnuon 1o  mpomaxam  Apple» - 3710
BBICOKOKBAJTM(UIUPOBAHHBI U II€JCyCTPEMIICHHBIN
CTIELHUAIUCT, KOTOPBII OTIIMYHO CHPABIIAETCS C 3aJaueii
MPOABIKEHUS W Tpoaaxu mpoaykuuu Apple. Ortor
YeJIOBEK JEMOHCTPUPYET CTPEMIIEHHE K IOCTOSHHOMY
CaMOpa3BUTHIO, aKTUBHO y4acTBysl B TpeHuHrax SEED.
OH 1eMOHCTpHUpYET ITy00KOe IOHUMaHUE POTYKTOB U
TexHonoruii Apple, uro mo3Bossier emy 3PQeKTUBHO
B3aMMOJICHCTBOBATh C KOHEYHBIMU IOJb30BATEISIMH-
IOPUIUYECKUMH JIMLIAMH. YeMIHOH Mo mpojaaxam
Apple noOuBaercsi BBINAIOIIMXCS PE3yJIbTaTOB B
npojakax W aKTUBHO HIIET BO3MOXKHOCTH ISt
B3auMHbIX BcTped (ACBUC + Pecemnep + KITHOJI),
9T0OBI 00€CTIEUYNTh HAWITYUIINE PELICHHUS, OTBEUAIOIINE
notpedHoctaM aestensHocTH KITHOJL



“Apple Certified Technical pre/post Sales Manager
(Tech pre/post sale)” is a professional who has obtained
certification from Apple, Inc., and/or JAMF,
demonstrating their expertise in managing technical
aspects before and after selling Apple products or
services. This individual is qualified to oversee technical
aspects of sales processes, provide technical support, and
manage customer interactions related to Apple products,
ensuring a high level of technical competence in both
pre-sales and post-sales activities.

“Deal Desk” is a process in which partners register a
potential sales opportunity or deal with ASBIS when it
exceeds a threshold of $10000 in sales prices for resellers.

“Value Added Services (VAS)” refers to additional
services or benefits that are offered alongside a primary
product to enhance its overall value and appeal to
customers. These services go beyond the core product and
are designed to provide convenience, savings, or other
advantages to the customer.

“Business plan” includes, without limitation, the
following: (i) go-to-market strategy; (ii) pipeline review;
(iii) sales enablement plans; (iv) reporting metrics; (V)
demand generation activities; (vi) details of services; and
(vii) business reviews to track performance against goals.

“Program Rebate” is a financial incentive or
reimbursement provided to a partner based on specified
criteria or performance metrics outlined in the agreement.
Partners are entitled to receive these rebates if they
successfully meet the predetermined requirements or
conditions as specified in the document. These rebates
serve as a way to encourage and reward partners for
achieving certain goals or objectives established within
the partnership or program.

“Functional Discounts (FD)” refer to discounts provided
to partners based on their performance and contributions
within a partnership program. These discounts may be
offered in recognition of specific functions or roles the
partner fulfills, and they can vary in amount based on the
partner's level of engagement, sales volume, or other
measurable factors specified in the agreement. Functional

«CepTuuIpOBaHHBI TEXHUYECKHH MEHEIKEp 10
MPEINPOAAKHON U MOCIENPOIAXKHON JEATETLHOCTH B
OTHOLIEHWH  mpoaykTtoB  Apple»  (MeHemxkep
Npel/mocnenpoJa)kHOH  eSTeNbHOCTH)  —  3TO
CTELHMANTUCT, MONyYUBIINi cepTudukar ot Apple, Inc.
n/mwmu  JAMF, mnonreepkparmomuidi  €ro OmbIT B
YOpPaBIEHUM TEXHUUYECKHMHU acleKTaMH A0 U Iocie
MPOAaXH MPOLYKTOB WM ycIayr Apple. DTOT 4enoBek

KB aJ'II/I(bI/II_II/IPOBaH JJIsL KOHTPOJIAA TCXHHUYCCKHUX
ACIICKTOB mponucccon npoaax, MpeaAOCTABIICHU
TCXHUYCCKOU NOAACPIKKHA n yYpaBJICHUSA
B3aHMO,I[6ﬁCTBH€M C KJIHMCHTaMH, CBiIA3aHHBIM C

npoaykiuel Apple, obecrieunBasi BBICOKHI ypOBEHB
TEXHUYECKOW KOMIIETEHTHOCTH KaK B MPEINPOAAKHOMN,
TaK U B TOCJENPOJAKHOMN IEATENBHOCTH.

«ConpoBoXXICHHE HECTaHJAPTHBIX CHEIOK» — 3TO
MpoLECC, B XO0JIe¢ KOTOPOro MapTHEPHI PErHCTPUPYIOT
MOTEHIUATBHYIO BO3MOKHOCTD MPOAAXKH WIH CACIKY C
ACBUC, xorma ona mnpesbimaer mopor B 10000
nosutapoB CIIIA B 1ieHax mpoaa Ajs pecesieposB.

Ilon «IOTOJHUTENBHBIMA IUIATHBIMH  YCIIyT'aMK»
(AITY) moHMMaroTCsl AOMOJHUTEIbHBIE YCIYTH HIIH
MIPEUMYIIECTBA, KOTOpBIE MpEIaratoTcs Hapagy cC
OCHOBHBIM IPOAYKTOM [Jisi TOBBIIICHUS €ro oOIei
LIEHHOCTH M MPUBIEKATENBHOCTH Il IOKyIaTeleH.
OTH yCIyTH BBIXOIAT 33 paMKH OCHOBHOTO NMPOIYKTa U
NpU3BaHBl O0ECIEYUTh YIAOOCTBO, HKOHOMHUIO HIIH
JIpyTHe IpenMyIEecTBa Il KIUEHTA.

«bu3Hec-Ian»  BKIIIOYAET, I[OMHUMO  MPOYEro,
cienymoiiee: (i) CTpaTerwi0 BBIXOJa Ha PHIHOK; (ii)
aHamm3 Tpebyemoro oObema mpojnax; (iii) TUIaHBI
COACUCTBHS Mpojaxam; (iv) MmoKa3zaTeIH OTYETHOCTH;
(v) mepomnpusitis 1m0 (OPMHPOBAHHIO crpoca; (Vi)
nmoipoOHyto nHpopManuio 00 yciayrax; u (vii) OusHec-
0030pBI AJISl OTCIICKUBAHUS JOCTHKECHUS LIETEH.

«Ckunka 1O mporpaMMe» — 93TO (HUHAHCOBas
MOTHBAlMA WM KOMIICHCAIMA, MpPEIOCTaBisieMast
MapTHEPY HAa OCHOBAHMM OIPENEIECHHBIX KPHUTEPHEB
und mokazarened 3(pQeKTUBHOCTH, yKa3aHHBIX B
[Iporpamme. IlapTHEpE MMEIOT MPaBO Ha MOJyYEHHUE
9THX CKHJIOK, €CJIM OHHU YCIIEITHO BBIMOJIHAIOT 3apaHee
YCTaHOBJICHHBIC TPEOOBAaHUS WIIM YCIOBHUS, YKa3aHHBIE

B JOKyMEHTe. OTH CKHJIKH CIyX)aT CcHocoOom
MOOMIPEHUST W  BO3HATPAXJCHUS TMapTHEPOB  3a
JOCTH)KCHUE ONpeJCNeHHBIX IleNied WM 3ajad,
YCTaHOBJICHHBIX B  paMKaX [apTHEPCTBA WU
MPOTPaMMBI.

Ilon «(PYHKIIMOHATEHBIMH CKUIKaAMM» (®C)

MMOHMMAIOTCS CKUAKH, MPEIOCTABISIEMBIE TAPTHEPAM B
3aBUCHUMOCTH OT PE3yJIbTaTOB MX PabOTHl M BKJIaja B
MapTHEPCKYI0 IporpamMMmMy. OTH CKHAKH  MOTYT
NPENOCTABIATECS B 3HAK NPU3HAHMSA KOHKPETHBIX
(YHKUMH WK poJIe, BBIMOIHAEMBIX MAPTHEPOM, U HX



Discounts are a mechanism for partners to receive
reduced pricing or benefits as a result of their active
participation and performance within the program.

“Spot Trade In” refers to the immediate and direct
exchange of used devices for credit or value when
purchasing a new Apple product. In this context,
customers can trade in their existing Computers, Tablets,
and Smartphones on the spot, receiving a discount or
credit towards purchasing a new Apple product. The
trade-in process is conducted swiftly, allowing customers
to upgrade their devices seamlessly while offsetting costs
through the value assigned to their trade-in items.

“Future Trade In” In the context of Apple resellers, a
future trade-in program entails a commitment made by
the reseller to exchange customers' current Apple devices
for credit or value later, typically when customers opt to
upgrade to a newer Apple product. In this arrangement,
the reseller assures customers of a predetermined value
for their existing Apple devices when they decide to make
a future purchase through the reseller. This program
allows customers to reduce the Total Cost of Ownership.
Plan for their device upgrades while relying on the
commitment made by the reseller to facilitate a seamless
and anticipated trade-in experience.

“macOS IT support as a service” Partners participating
in the program must offer streamlined services, including
deployment, MDM setup, remote/on-site consultation,
and warranty repairs, to provide seamless device
integration and centralised management. Partners are
expected to facilitate organised warranty repairs and
temporary device replacements and deliver continuous
macOS support. This ensures optimised business
productivity with minimal disruptions, aligning with the
program's

objectives.

"Minimum Quarterly Thresholds" are predetermined
revenue benchmarks partners must meet by purchasing
Apple products from ASBIS every quarter. If the partner
fails to meet the minimum threshold for two consecutive
quarters, ASBIS reserves the right to revise the partner's

pa3Mep MOXET BapbUPOBAaThCS B 3aBUCHUMOCTH OT
YPOBHSI BOBJICUCHHOCTH MapTHEpa, 00beMa NpoJask WK
IpYyTUX  W3MEpUMBIX  (PakTOpOB, yKa3aHHBIX B
cornameHud. @OyHKIUOHANBHBIE CKHOKA — 3TO
MEXaHU3M, TMO3BOJSIIOIIMA MapTHepaM  IOJy4aTh
JIBTOTHBIE LIEHBI WM NMPEUMYILIECTBA B PE3yJbTaTe MX
aKTHBHOT'O y4acTHsl U pabOTHI B paMKaX IPOTrPaMMBEI.

I[lon «oOmeHoM c¢ gommatodi Ha wmecte» (OJIM)
MoJIpa3yMeBaeTCsl HEMEIJICHHBI M TpsIMOMl OOMeEH
WCTIOJIb30BaHHBIX YCTPOMCTB B KPEAWT WM C JOILIATOM
Opyd TOKYIKEe HOBOM mpoaykuuu Apple. B stom
KOHTEKCTE KIUEHTBI MOTYT CIIaTh MMEIONIUECS y HUX
KOMITBIOTEPHI, TUIAHIICTRI W CMapTQOHBI HA MECTe,
MOJIyYUB CKHUJKY WIW KPEIUT Ha IOKYIKY HOBOTO
mpoaykra Apple. Ilpomecc oOMeHa HPOUCXOIUT
OBICTPO, YTO TO3BOJSIET KIHEHTaM 0e3 mpobiem
OOHOBIISATH CBOU YCTPOHCTBA, KOMIICHCUPYS 3aTPATHI 32
CYEeT CTOMMOCTH CJaBacMbIX B OOMEH C JOIUIATOM
YCTPOKCTB.

«O0MeH ¢ porutaroit B oyaymiem» (O/lB) B KOHTEKCTE
pecemnepos Apple - 3To mporpamma Oyayniero ooMeHa,
MopazyMeBaroas 00513aTeNBCTBO pecenepa
OOMEHSITh UMEIOLIHECS Y KIMEHTOB ycTpoiicTBa Apple
B KPEAWUT WK C JOTUIATON B OYyayIeM, Kak MPaBHJIO,
KOTJIa KJIMEHTBHl PEIIAOT MEepeTH Ha 0ojiee HOBYIO
npoaykuuio  Apple. B artom ciyuae peceniep
rapaHTUPyeT TOKYMaTeNiAiM 3apaHee OrOBOPEHHYIO
CTOMMOCTb HMX CYLIECTBYIOUIMX YCTpOHCTB Apple,
KOTJ]a OHH pelIaT COBEPIIUTH OYAYIIYIO MOKYTIKY Yepe3
peceiuiepa. DTa mporpamMma MO3BOJSET KIMCHTaM
CHU3UTH COBOKYIIHYIO CTOMMOCTB ycTpoiicTa. KimmeHr
MOXET TUIAHUPOBATh OOHOBJIEHHE YCTPOUCTB C yYETOM
00513aTENbCTB pecemnnepa 1o o0ecrieyeHuIo
OecrpoOJIeMHOM CHETKM OOMEHa C JOoIIaTodl B
Oyaymiem.

«UT-mopaepskka macOS B  BHIe YyCIyrm» —
[lapTHepsl, ydacTByIOIIME B MpOrpamMMe, IOJDKHBI
npeayiaraTh ONTUMH3UPOBAHHBIE YCIyTH, BKJIOYas
pa3BepTHIBAHUE, HaCTPOUKY MDM,
yaaneHHble/0OUCHBIE KOHCYJBTAlUUd W TapaHTHHHBINA
pPEeMOHT,  4TOOBI  o0ecneuuTh  OECIPOOIIEMHYIO
WHTETPAllMI0O  YCTPOWCTB W  LEHTPaJIU30BaHHOE
ynpasineHue. I[lapTHepsl AOIKHBI — CONEHCTBOBATH
OpPTaHM30BaHHOMY  TapaHTUMHOMY  pPEMOHTY |
BPEMEHHOH 3aMeHE YCTPOWCTB, a TaKKe 00ecreynBaTh
nmocTossHHy0 momiepxkky macOS. Dto obecneuut
ONTUMHM3ALUIO MPOU3BOJUTENBHOCTH AEATEIEHOCTH C
MUHHMAIbHBIMU IEPEO0SIMH, YTO COOTBETCTBYET LICJISIM
MPOTPaMMBI.

«MuHMMAJILHBIE
3HAYEHUSD»  —
KOHTPOJIbHBIE  TOKa3aTeld  BBIPYYKH,  KOTOpPHIC
MapTHEpPBl  JIOJDKHBI  COONIIONIaTh,  MpHOOpeTast
npoaykmuto Apple y ACBUC exekBapranbHo. Ecmun

KBapTa/lbHbI¢
9TO 3apaHce

MOpPOToBbIE
YCTaHOBJICHHBIE



pricing policy. This ensures active contribution to sales
targets, fostering a mutually beneficial partnership.

1. Program Requirements and Pricing Categories

1.1 Pricing categories

The pricing category assigned to the reseller (A, B, C) is
determined by ASBIS based on specific criteria,
including achieving a minimum quarterly revenue,
meeting staffing requirements, and presenting value-
added services. ASBIS retains the right to modify the
minimum requirements, adjust Value Added Service
offerings, alter the pricing structure, and revise rebate
levels with a minimum 30-day notice. ASBIS also
maintains the authority to reassign the reseller to a
different pricing category based on their compliance or
non-compliance with the specified minimum criteria,
providing the reseller with a 30-day notice regarding this
decision.

1.2 Executive Sponsor

The reseller will designate a senior member of its
management team to act as an executive sponsor for this
Program (“Executive Sponsor”). The Executive Sponsor
will have the ability and full authority to resolve any issues
arising from this Program that the ABDM cannot resolve.
The Parties’ executive sponsors will meet at least
quarterly to review opportunities, resolve issues and
discuss any other items of mutual interest or concern.

1.3 Reporting

The Reseller commits to fulfilling the Sell-to-Whom
reporting obligations with accuracy, timeliness, and
completeness. Any failure to meet any of these reporting
requirements may trigger a comprehensive review of the
entire channel incentive program by ASBIS. ASBIS will
provide due notice and guidance to address and rectify
any issues before undertaking such a review, aiming to
maintain a transparent and constructive partnership.

MapTHEpP HE AOCTUTaeT MHHHMMAJIBHOI'O IOPOTOBOTO
3HAYEeHMs B TeUeHUe ABYX KBapTanoB noapan, ACBUC
OCTaBIISIET 3a CO0OH MpaBO MEPECMOTPETH LIEHOBYIO
MOJIMTUKY MapTHepa. JTO O0ECleunBaeT AaKTHBHBIN
BKJIaJ] B JIOCTM)KEHHE ILIENIEBBIX MOKa3aTeled Mpoaax,
CTIOCOOCTBYsSI B3aMOBBITOTHOMY MapTHEPCTBY.

1. TpeGoBaHusi NPOrpaMMbl U IEHOBbIE KATETOPHH

1.1 IleHOBBIE KaTeropuu

LlenoBas xateropus, IpucBoeHHas1 pecemiepy (A, B,
C), ompenensercs kommanueir ACBUC Ha ocHoBe
KOHKPETHBIX  KpUTEpUEB, BKIIOYass JIOCTH)KEHHE
MUHHMAJIBHOTO KBAapTaJbHOTO J0X0Ja, COONI0JICHHE
TpeOOBaHMI K TMEpPCOHalNy ©  IpeJOCTaBlICHHE
JOTIOJIHUTENBHBIX MIaTHEIX yciuyr. Komnanna ACBUC
OCTaBIIsIET 32 cOOOW MpaBO HM3MEHATh MHHUMAaJIbHBIC
TpeOoBaHUs, KOPPEKTUPOBATh MPEIOKEHNS
JOTOJTHUTENbHBIX ~ IUIATHBIX ~ YCIYT,  U3MEHATH
CTPYKTYpY LIEH M TlepecMaTpuBaTh YPOBHU CKHJIOK C
yBenomsiecHueM MuHUMyM 3a 30 pgueit. Kommanus
ACBUC Ttakke ocTaBiseT 3a cOOOU MpaBO MEPEBECTH
pecemiepa B JPYryl0 IIEHOBYIO KAaTErOpHIO Ha
OCHOBaHUM €ro COOTBETCTBHS WM HECOOTBETCTBHS
YKa3aHHBIM MUHUMAJIBHBIM KPUTEPHUSIM, YBEIOMUB €0
00 3TOM pernrenuu 3a 30 qHEH.

1.2 JInno, NpUHUMAaoLIee
(MU cnotHUTEIBHBII CTIOHCOP)
Pecennep Ha3zHavaeT cTapiero 4ieHa CBOCH KOMAaH]IbI

penenue

MEHEKEPOB JUIS BEITIOJTHCHHUS GyHKIHIH
WCTIOTHUTENFHOTO  CIIOHCOpa JaHHOW [IporpamMmet
(manee «HcnoHUTEIbHBIH] CIIOHCOP»).

HcnonHuTenbHBI cIOHCOP OyAET UMETh BO3MOKHOCTD
W BCE TOJHOMOYHS ISl PEUICHUs JIOOBIX BOIIPOCOB,
BO3HUKAIOIIMX B CBA3M C JaHHOW IIporpammoi,
KoTopble He MoxeT pemints MPBA. McnionnurtensHble
CIIOHCOPBI CTOPOH OYAYT BCTPEUATHCS HE PEKE OAHOTO
paza B KBapTal i1 PacCMOTPEHMSI BO3MOYKHOCTEH,
peLIeHNsT BOIPOCOB M OOCYXIEHHS JIOOBIX APYTHX
BOIIPOCOB, MPEACTABISAIONINX B3aUMHBIN HHTEPEC WIH
BBI3BIBAIOIINX 03200YEHHOCTb.

1.3 OT4eTHOCTH

Pecemnep 00s13yeTcs BBIMIOJNHATH 00SI3aTEILCTBA 10
MPEAOCTABICHUIO TOYHOM, CBOCBPEMEHHOM UM TOJHOM
OTYETHOCTH O TOM, KOMY W3 KJIMECHTOB OBLI IMPOJaH
ToBap/oka3zaH cepBuc. Jtoboe HeBBIMONHEHNHE TI000TO
13 3TUX TPEOOBAHUN K OTUETHOCTH MOXKET MPHUBECTH K
BcecTopoHHeMy nepecMmoTpy kommnanued ACBUC Bceit
MOOMIPUTEIILHOW TPOTPaMMBbl ISl KaHAJIOB COBITA.
Kommanuss ACBUC npemoctaBuT — Haasexallee
YBEIOMJICHUE U PYKOBOJACTBO JJIA pEIICHUS U
YCTpaHEHUsI JTIOOBIX MPOOJIEM JI0 MPOBEICHUS TaKOTO
MEePECMOTpa, CTPEMACHh COXPAHUTh MPO3PAYHOE U
KOHCTPYKTHUBHOE MapTHEPCTBO.



1.4 Staffing

The reseller must deploy (depending on the “Pricing

category”):
1) Minimum 1 FTE ABDM. Pricing cat. A & B

ii) Minimum 1 FTE Tech pre/post sale (pricing cat. B) and
2 FTE (pricing cat. A)

ii1) Minimum 1 Apple Sales Champion (pricing cat. C), 3
Apple Sales Champions (pricing cat. B) and 5 Apple
Sales Champions (pricing cat A).

1.5 Training

Resellers nominated, designated, and assigned Executive
Sponsor, ABDM, Tech pre/post sale, Apple Sales
Champions (but not limited to) must attend all Apple
products, solutions and services related training provided
by ASBIS as per pre-agreed Training Schedule. ASBIS
reserves the right to update training curricula at any time.
Apple Certified Technical pre/post-sales Manager must
take, pass the exams and get certificates from the
following mandatory courses:

I) Apple Device Support
II) Apple Deployment and Management

1.6 Value Added Services (“VAS”)

The reseller must offer services to the BEUs as follows
and provide evidence of each service category by
submitting documentation and/or customer-facing

1.4 Ilepconan

Pecenmnep momkeH HazHauMTh (B 3aBUCUMOCTH OT
«1leHOBOI KaTeropum»):

1) MuanmyMm 1 mwtatHoro MPBA. LlenoBast kareropust
AUB

ii)) Muaumym 1 mratHoro (eHoBas xareropus B) u 2
TaTHBIX (LEHOBas Kareropuss A) MEHEIKEPOB
Mpe/ImocnenpoJaKHON IeSTEIbHOCTH

iii)) Muammym 1 uemmmona mo mpomaxaMm Apple
(uenoBast kxareropuss C), 3 yeMnHOHa MO MPOAAKaM
Apple (uenoBas kareropus B) m 5 yemmuoHOB mO
npoaaxam Apple (ueHoBast kateropus A).

1.5 OO0yuenue

HaznauenHble, ompeneleHHbIE U 3aKpEIJIEHHbIE 3a
peceiiepaMi  MCIIOJIHUTENBHBIH  crioHcop, MPBA,
TEXHUYECKUE CHEUUANUCTHl Ipe/TIOoCcIenpoJaKHON
JeSITeNbHOCTH B OTHOLICHUHU MpoAyKiuu Apple (HO He
TONBKO) JOJDKHBI IOCEIIaTh BCe OOYYECHHS IO
MPOAYKTaM, PEIICHUsIM U yciyram Apple, npoBoanmbie
kommanuedr ACBUC B cooTBeTcTBUM C 3apaHee
COrJIacOBaHHbIM TpadukoM oOyueHus. Kommanus
ACBHUC ocraBnsieT 3a co00li mpaBo B J000E Bpems

OOHOBJIATH yueOHbIe MIPOrPaMMBI.
CepruduurpoBaHHbIe Apple TEXHUYECKHUE
CHELUHUAUCTEl TPeA/TIOCTENPOAAKHON IeITEeNbHOCTH
JOJDKHBI ~ claBaTh  9K3aMEHBl C  MOCIEAYIOLINM
MOJyYeHUeM  cepTU(UKATOB €O  CIEXYIOIINX

00s13aTeTbHBIX 00YYaIOLINX PECYPCOB/KYPCOB:

I) Apple Device Support
II) Apple Deployment and Management

1.6 JomonHuTenbHbIe MuIaTHbIE yeayru (AITY)

Pecennep nmomxen mpemnarate KITHOJI cnemyromue
YCIYTH W HANpaBiATh MNOATBEPKACHHUA KaXKAOH
KaTerOpUH YCIyT, MPEICTaBUB JOKYMEHTALUIO W/UIIN

marketing materials:
MapKETUHIOBbIE MAaTEPUAIIBI [JIs1 KIIUEHTOB:
Description / Omicanne Evidence / IToaTBepxnenune
The reseller must submit documentation of Spot trade-in,
The reseller must offer Spot trade-in, Future trade-in, financing and/or leasing proposition.
Future trade-in, financing and/or leasing Screenshots from the reseller webpages, updated once a Q.
proposition for Apple products to BEU. / Also information about attach rate of financial instruments
. STI/FTI, financing, leasing, etc) must be provided on a
Affordability / ( ) g g etc) P Q
Pecennep nomxken npemiarats KITHOJI basis. /
HoctynHocts .
00MEH ¢ JI0TIIaTol Ha MecTe, OOMEH ¢
,HOHHaTOﬁ B 6y}_‘[ymeM’ (I)I/IHaHCI/IPOBaHI/IC Peceﬂﬂep JOJDKCH MPEAO0CTAaBUTh JOKYMCHTAIUIO 10
W/WJIU JIU3UHT B OTHOLLICHUU MPOLYKIUU O6MeHy C Z[OHJ'IaTHOfI Ha MECTC, 06M€Hy C I[OHHaTOﬁ B
Apple. OyayIIeM, MpeUIoKEeHUI0 GMHAHCUPOBAHUS U/YLTH
mu3uHTa. CKPUHIIOTHI C BeO-CTPaHUI] pecelIepoB,
OOHOBIIsIEMBIC pa3 B KBapTal. Takke eKCKBAPTATEHO



https://it-training.apple.com/tutorials/apt-support
https://it-training.apple.com/tutorials/apt-deployment
https://it-training.apple.com/tutorials/apt-support
https://it-training.apple.com/tutorials/apt-deployment

HEOOXOANMO TIPEIOCTABIIATE HH(OPMALHIO O Kypce
BJIOXKeHHs (prHAHCOBBIX MHCTpYMeHToB (OAM, O/1b,
(MHAHCHPOBaHUE, JIN3UHT H T.1.).

Extended
Warranty &
Insurance /

The reseller must offer Extended Warranty
and/or Insurance services for Apple products. /

Pecennep nomkeH npeiarats yCiyru

The reseller must submit evidence of Extended Warranty
& Insurance services. /

Peceﬂﬂep JAOJDKCH MPEACTAaBUTDh MMOATBCPIKACHUS

Pacmmpennas . .
rapaiTis i PaCIIMPEHHOMN TapaHTUH W/ITM CTPAaXOBaHUS | TPEAOCTABICHUS YCIYT PACIIMPCHHON rapaHTHH 1
Apple. .
crpaxosarie JUTS IPOITYKTOB Apple CTpaxOBaHUs
The reseller must offer JAMF MDM The reseller must submit documentation of JAMF MDM
solutions to BEUs / proposition. /
JAMF
Pecennep nomxken npegnarate MDM- Pecennep nomkeH npenocTaBuTh JOKYMEHTALHIO 110
pewenust JAMF nns KITIOJL npeioxkenuto MDM JAMF.
The reseller must offer packaged,
subscription based horizontal and/or
rtical OS IT rt i . .
vertieal mae >UPPO . serv1ce§ The reseller must submit documentation of three (3)
macOS IT relevant to the Small Medium Business Avpl il xased horizontal and/ tical oS
support as a Market. / ITpp e-centric p.ac a%e orizontal and/or vertical mac
service / UT- support services.
TIOJUTEepIKKA Pecennep nomxkeH npeaaraTh makeTHBIE,

macOS B Buje
YCIYTH

OCHOBaHHBIC Ha MOATINCKE
TOPU30HTAIIBHbIC W/WJIN BEPTHKAJIbHBIC
yeiryru UT-nognepxku macOS,
COOTBETCTBYIOIINE PBIHKY MaJIOro U
cpenHero 6usHeca.

Pecennep nommkeH npeocTaBUTh TOKYMEHTALHIO 0 3 (Tpex
TpeX) TOPU30HTAIBHBIX MM BEPTUKAIBHBIX MTAKETHBIX
yenyrax o UT-monnepskke Apple macOS.




1.7 Apple Landing Page (depending on the “Pricing
category”)
The reseller must develop, deploy, manage, and update
the Landing Page to promote Apple products and
related value-added services. ASBIS will provide all
Apple-related materials. ASBIS must approve the
landing page before it is launched.

1.8 Marketing Activities the

“Pricing category”)

(depending on

The reseller, participating in the pricing category B or
A, commits to contributing up to 1% of Mac & iPad
sales to a mutual Marketing Development Fund
(“MDF”) and participating in joint marketing activities
on a 50/50 basis. MDF amount is calculated, based on
sales projections, for upcoming Q on the last week of
ongoing Q. The reseller pays for all pre-agreed ongoing
marketing activities and claims for 50% kickback once
it provides all needed evidence at the beginning of the
following Q. ASBIS will support MDF Participants
with marketing assets enabling them to drive demand
generation activities. The reseller must only use assets
approved by ASBIS. All content and materials relating
to these demand-generation activities must be reviewed
and approved by ASBIS in  advance.

1.9 Initiative Database
ASBIS will actively manage the reseller and ensure
their compliance with the ASBIS-defined criteria (as
per the approved Business Plan), including, but not
limited to, business manager, training compliance,
marketing activities, industry-recognized qualification
and reporting requirements.

1.10 Business Plan

The reseller in the pricing category B or A must submit
the Business Plan (“Business Plan”). It must have such
a Business Plan approved by ASBIS within thirty (30)

1.7 Be0-cTpannna nepexoaa (ieHaAnHr) Apple
(B 3aBUcHMOCTH 0T «IleHOBOI KaTeropum»)

Pecennep nmomxeH  pa3paboTtartb, pa3BEepHYTb,
yOpaBisiTh W OOHOBJATH  BeO-CTpaHMLly — JUIs
MIPOABIKEHUS MPOLYKTOB Apple u cOmyTCTBYIOIUX
JOTOJHUTENBHBIX ~ TATHBIX — ycuyr. Komnanws
ACBUC npenocTaBUT Bce MaTepHaiIbl, CBA3aHHBIE C
nponykmuerr Apple. Kommanus ACBUC nmomxHa
YTBEPAUTH BEO-CTpaHUILy Iepexoja 0 €€ 3aIycKa.

1.8 MapkeTuHnroBasi 1eiTeJIbHOCTH (B
3aBucumocTu oT «LleHoBoI1 KaTeropum»)
Pecennep, yuacTByromuii B 1IeHOBO KaTeropuu B
win A, 00s13yeTcs BHOCHUTE 10 1% oT nmpojaxk Mac u
iPad B oOmwuit oA pa3BUTHS MapKeTHHTa (Janee
«®PM») m  yuyacTBOBaTb B  COBMECTHBIX
MapKETUHTOBBIX MEPONIPHUATHSX Ha ycioBuiax 50/50.
Cymma ©@PM paccunTsiBaeTCsl HA OCHOBE IIPOTHO30B
NpoJaX Ha MPENCTOALINN KBapTal B IOCIEIHIONO
HEZENI0 TEKYILETro KBapTana. Pecemiep omiauyuBaeT
BCE 3apaHEe OrOBOPEHHBIE TEKYIINE MapKETHHTOBbIE

MepornpuaTus U npereHayeT  Ha - 50%-to
KOMIICHCAIIHIO MTOHECEHHBIX 3arpat Ha
MapKETUHIOBBIE ~ MEpOIpPHUATHS, KaKk  TOJBKO

MPEJOCTaBUT Bce HEOOXOAMMBIC MOATBEPKACHUS B
Hayane cnexayromero kBaprana. Komnanus ACBUC
Oyzer MOAJIEPKUBATh Y4YaCTHUKOB OPM
MapKETUHTOBBIMH aKTHUBaMH, TO3BOJIAIOIIUMU UM
CTUMYJIHMpOBaTh  cropoc.  Pecemnep — ToJkeH
HCTONB30BaTh  TOJBKO  AKTHUBBL, OJOOpEHHBIC
komnanner ACBMC. Becb KOHTEHT M MaTepuasl,
OTHOCSIIMECS K  3TOM  JEATENBHOCTH IO
(hopMHpOBaHHUIO cHpoca, IODKHBI OBITH 3apaHee
paccMmoTpeHs! 1 oo0pens! kommnanueit ACBHC.

1.9 ba3a raHHBIX IPOrpaMMBbI

Kommanuss ACBUC Oyzper axTHBHO YHpPaBisATh
JeSITeNbHOCTRIO peceiuiepa W o0ecreunBaTh €ro
COOTBETCTBHE KpUTEPUSM, OIpEAETIEHHBIM
kommanueit ACBUC (corimacHo yTBEpKICHHOMY
Ou3Hec-IJIaHy), BKJIIOYas, HO HE OrpaHHYHBAACH,

OM3HEC-MEHEIKEPOM, COONIOZICHNEM  TPaBHII
o0y4eHus, MapKETHUHTOBON JIESTENBHOCTBIO,
NpU3HAHHOH B  OTpacid  KBalupuKauued u

Tpe6OBaHI/I$IMI/I K OTUCTHOCTH.

1.10 Busnec-miaan

Pecennep B nenoBoi kateropuu B mam A nomxeH
MpeaCcTaBUTh On3Hec-aH (nanee «buzHec-muany).
Busnec-man gomkeH OBITH YTBEPXKIACH KOMIIAaHUEH



days of the reseller being appointed to the Program. The
Business Plan must be updated and submitted for
approval by ASBIS every second quarter (2 times a
year) and must include, without limitation, the
following: (i) go-to-market strategy; (ii) pipeline
review; (iii) sales enablement plans; (iv) reporting
metrics; (v) demand generation activities; (vi) details of
services; and (vii) business reviews to track
performance against goals.

1.11  Deal Desk

The deal registration process is an essential step in our
partnership program. All deals must be registered in our
IT4 CRM system and subsequently approved by the
respective ASBIS Apple B2B country leader. This
registration helps us ensure transparency, track
progress, and provide necessary support to our valued
partners. In situations where ASBIS offers additional
support to the reseller, there's a commitment on the
reseller's part to present an invoice as evidence of the
transaction. This requirement helps both parties
maintain a clear and documented transaction record,
ensuring a smooth and fair process. We value the trust
and collaboration of our partners and aim to provide the
best support possible in our partnership program.

1.12 ASBIS CIP Initiative Manager

In accordance with the terms of this Agreement, ASBIS
shall appoint a senior Program leader, who shall
convene meetings with the Reseller ABDM monthly to
thoroughly assess the business plan, identify
opportunities, address and resolve any issues, and
engage in discussions regarding matters of mutual
interest or concern. Additionally, the ASBIS CIP
initiative manager shall be responsible for quarterly
reviews of program and partner compliance, ensuring
adherence to the stipulated terms and conditions.

ACBUC B teuenue 30 (TpuauaTtu) JHEH ¢ MOMEHTA
Haydana ydactus peceiiepa B [Iporpamme. buznec-
IUTaH JTOJDKEH OOHOBNSATBHCA M IMPEACTABIATHCS HA
yrBepxkaeHue kommnanuu ACBUC kaxaelii BTopoit
KBapTa’ (2 pa3a B TOZ) U AOJDKEH BKIIOYATh, TIOMUMO
mpouero, cieayromee: (i) cTpaTerdio BBIXOJA Ha
PBIHOK; (i1) aHaM3 TpedyeMoro oobema npojax; (iii)
IUTaHBl COJCHCTBUS Tpojaxkam; (iv) IoKa3aTenu
OTYETHOCTH;, (V) MEPONpPHUATUS 10 (POPMHPOBAHUIO
crpoca; (vi) moapoOHyI0 HHPOPMALUIO 00 yCIyrax;
u (vil) Ou3HEc-0030pBI IS  OTCIICKUBAHHS
JOCTHKEHUS 1IeTICH.

1.11 ConpoBo:kaeHne HeCTAHIAPTHBIX CAETOK

[Ipouecc perucrtpanuy CHENKH — BaKHBIA JTal
Halled napTHEpCKOH mporpaMMmel. Bcee chenku
JOJDKHBI OBITH 3aperucTpupoBanbl B Hameid CRM-
cucreme [T4 u 3aTeM 0nOOpEeHBI PYKOBOAMTEIIEM

KOPIIOPAaTUBHBIX I OIERS Apple ACBUC
COOTBETCTBYIOLIEW CTpaHbl. Takasg perucrpanus
moMoraer  HaM  OOECIeYuTh  PO3PavyHOCTb,

OTCJIC)KUBATh MPOTPECC U OKA3bIBATH HEOOXOIUMYIO
NOANCPKKY HAIlUM YBa)KaeMbIM TnapTHepam. B
cutyanusx, korma xkomnanuss ACBUC npennaraer
JIOTIOJTHUTEIIbHYO TIOJIZICPIKKY peceliepy, OH 00s3aH
NPEAOCTABUTD cuer-hakTypy B KayecTBe
JI0Ka3aTeIbCTBA CACITKA. DTO TPeOOBAaHHE TIOMOTACT
odeum CTOpOHaM BECTH YEeTKUH n
JIOKYMEHTHUPOBAHHBIN yYeT CJENIOK, O0ecreqnBas
OeCTIPETSITCTBEHHBIN U CITPAaBEUIHBbIH mpoiiecc. Mbl
LICHUM JIOBEpHUE€ U COTPYAHUYECTBO  HAIIMX
MapTHEPOB U CTPEMUMCS OOECIEYHUTh HAWITYYIIYIO

NOANEPKKY B paMKaxX Halled mapTHepCKou
MIPOTPaMMBI.

1.12 Menexxep mo mporpamme IIIKC
xkommnanuu ACBUC

B cootBeTcTBUM C  YCIOBUSMH  HACTOSILETO
cormamenus kommanuss ACBHMC  Ha3zHauaeT

CTapUIeT0 pPYKOBOAUTENS MPOrpaMMbl, KOTOPBIH
exXeMecsqHo npoBouT BcTpeun ¢ MPBA pecennepa
JUIS TIIATETLHOM OLEHKH OM3HEC-TIaHa, BBIABIICHHUS
BO3MOXHOCTEH, PACCMOTPEHUSI U PELICHUS JOOBIX
BOIPOCOB, a TaKkKe A OOCYKIEHHS BOIPOCOB,
NPEICTaBIAIOMNX ~ B3aUMHBIH ~ HHTEpeC  WIH
BBI3BIBAIOIIMX  03a0oueHHOCTE. Kpome  Toro,
MeHemkep o nporpamme IITKC komnanuun ACBUC
OTBEYAET 3a €KEeKBapTalbHbIE MIPOBEPKHU
BBINIOJTHEHUA ~ NPOTPaMMbI U COOTBETCTBHUS
MapTHEPOB, oOecrieunBas coOutoieHne
OTOBOPEHHBIX YCIOBHM.



1.13 Program Revision

ASBIS values its partnership with you and aims to
ensure a collaborative and successful engagement. To
support this, we kindly request periodic reviews of your
compliance with the Program or Pricing Category
requirements every quarter. If requirements are unmet,
ASBIS may need to discuss adjustments to the pricing
model, rebates, and FD levels to maintain a mutually
beneficial partnership.

2. Program Benefits

Subject to the reseller complying with the terms of this
Program, the reseller may receive the following
benefits:

2.1 Quarterly Targets

Payable at the start of the following quarter based on
achievement. Payout starts from 80% target
achievement (calculation is provided in the table
below). Where margin support is requested and/or a
special price is offered on deals during the quarter, the
unit sales or revenue coming from that specific deal
may not be included in the target achievement,
dependent upon the conditions set at the time of the
deal. Back margin payout is not made on selling the
supported with  the price.

unit special

1.13 IlepecMOTp NMpOrpaMMsl

Komnanun ACBUC nenur cBoe napTHEPCTBO C BaMH
U CTPEMHTCS] 00ECTICUUTh COBMECTHOE U YCIIEIIHOE
B3aumozelcTBrue. [lng 3TOro MblI TNIPOCHUM  Bac
NEpUOANYECKH, a MMEHHO KaXAbIl KBapTad,
MPOBEPATH COOTBETCTBHE TPEOOBAHUSAM MPOTrPaMMBI
WM 1eHoBod kKareropuu. Ecim TpeOoBanust He
BBITIOTHSIOTCS, JUIs MOJIepKAHUS
B3alMOBBITOIHOT0 NapTHepcTBa koMnanun ACBUC
MOXKET TOTpeboBaTbesi 00CYIUTh KOPPEKTHPOBKY
LIEHOBOM MOJeNH, CKUI0K U ypoBHelr OC.

2. IlpeumymecTBa NporpamMMsl

[Ipu ycnoBun coOmoqeHNs peceiiepoM YCIOBHI
nanHoi [IporpaMMbl, OH MOKET MOTYYHUTh
CIIEIYIOIUE TPEUMYIIECTBA:

2.1 ExexBapTajibHbIe LeJIn

BrimnaunBaeTcsi B Hayane CIEAyIOIIEro KBapTaia B
3aBUCUMOCTH OT JOCTIKCHHUs Ienu. Breimiara
HaunHaeTcs ¢ jgoctikeHus 80% 1enu  (pacuer
mpuBeleH B Tabnuie Hroke). Ecnu B TeueHHe
KBapTaa 3anpalIuBaeTcs Map>KHHaJbHAS
MIOIJICPKKA U/WITK TpeJIaraeTcs CrelnanbHas eHa,
MPOJIaXXH SIUHUI] MPOIYKIUN WU BRIPYUYKa OT 3TOU
KOHKPETHOM CHENKM MOTYT HE BKIIOUAThCA B
JNOCTIDKCHUE IIeJIM, B 3aBUCHUMOCTH OT YCJIOBHIA,
YCTAaHOBJICHHBIX Ha MOMEHT 3aKJIIQUEHUS CHAEIKH.
Brimutata oOpaTtHOW Mapku HE MPOU3BOAMTCS IMPH

MIpoJiaxke MOIEPKUBAEMON €AMHULIBI o
CHEIHMAIILHON IIEHE.
Percentage of Target Achieved BASE Back Margin Payout
IIpoueHT TOCTUTHYTHIX Leaei BA3A s BeIIaThI CKUAKHU (00paTHOI
Map:Ku)
80% - 85% 0,25%
86% - 90% 0,50%
91% - 95% 0,75%
96% - 100% 1,00%

2.2 Program Rebate

As set out below, the reseller will be eligible for a rebate
sales of Macs, iPads. Program rebates will be calcula
based on a variable percentage of the invoice value isst

2.2 Ckupaka 1no nporpamme

Kak ykazano Hmxe, pecesiep OyaeT IMeTh IPaBo Ha CK
npopaxe komnbiorepoB Mac u iPad. Cxuaku mo mj
OyAyT paccuMTHIBATHCA Ha OCHOBE IMEPEMEHHOTO IO
CTOMMOCTH CYETa, BBICTABICHHOIO B TEKYyIIEM KBa



during the ongoing quarter and paid quarterly at
beginning of the quarter following current quarter.

2.3 Program Functional Discount (“FD")

Program FD is calculated as a variable percentage from
the RBEUP. The actual FD percentage is determined by
the chosen pricing category and the partner's level of
participation. This FD can be applied individually or as
part of bundled discounts. If the partner does not meet
the minimum requirements for their chosen pricing
category, it may impact the overall FD level.

BBIIIJIAYMBATBCA CIKCKBAPTAJIbHO, B Hadalle CJICAYK
TCKYIIUM KBapTaja.

2.3 ®yukuuoHadbHas ckuaka (nanee «®Cy) mo mpc

@®C mo mporpamme pacCUYUTHIBACTCS KaK MEPEMEHHBIN
or PHKIIIOJI. ®aktuueckuii mnpoueHt OC ompe
BBEIOpaHHOM IIEHOBOM KaTeropuel U ypOBHEM Y4aCTHS I
Ota O®C MOXET MPUMEHATHCA UHIUBUIYAIbHO WM |
MaKeTHBIX CKUJIOK. Ecau mapTHep He BBIMOIHICT MUHE
TpeOOBaHUs /sl BEIOPAHHOM IICHOBOW KaTerOpWU, 31
MOBJIUATH Ha 001l ypoBeHs OC.

B2B AAR
A

Self Service

Camoo0c.Ty:KuBaHHe
C

Managed Ynpasjsemblii
B

Minimum quarterly threshold

250 000 posa. CIHA
MunuMaibHOe KBapTaJlbHOE

nmoporoBoe 3Ha4YeHue

100 000 gora. CIHA Her

Functions and services to be
provided by the resellers ®ynkuuu
H YCJIYI'H, KOTOpbIe OyayT
NMPeI0CTABJIATLCS peceiiepaMu

dC Ckuaka

dC Ckuaka dC

Ckuaka

Executive Sponsor
1,00%
HUcnonHuTeNbHBIA CIIOHCOP

1,00% 2,00%

Quarterly Targets
1,00%
E:xexBapTajibHble LeJIH IPOJAK

1,00% 1,00%

Deal Desk*

1,00%
ConpoBo:kIeHne HeCTAaHIAPTHBIX

(i (0 (1) Nl

1,00% 1,00%

Reporting
1,00%
OT4YeTHOCTH

1,00% 1,00%

Dedicated Apple B2B Business
Development Manager

" 1,00%
Ha3naveHHbIli MeHeTxKep MO

pa3ButHio 6u3Heca B2B B
OTHOLIICHUH NPOAYKTOB Apple

1,00%

Apple Certified Technical Pre /
Post Sales engineer**
CepTudnuupoBaHHbIi 1,50%
TeXHMYeCKUil MHxKeHep Apple mo
npe/nocaenpoaaxHon
JesITeIbHOCTH *

1,50%




Trained and certified sales staff for
Apple
. 1,009 1,009 1,009
OO0y4eHHbII 1 00% 00% 00%
cepTU(GHIUPOBAHHBINH TOPrOBBIH
MepcoHa 0 npoayKuuu Apple
Apple Landing Page
0,50% 0,50%
Ctpanuua nepexoga Apple
Extended warranty and/or Product
insurance
0,50% 0,50% 0,50%
PacuiupeHnasi rapaHTust W/uid
CTpaxoBaHue TOBapa
Spot Trade-In
0,50% 0,50% 0,50%
O0MeH ¢ 10NIATHOI HA MecTe
Future Trade-In
0,50% 0,50% 0,50%
O0MeH ¢ nomiaToii B Oyayiem
JAMF MDM provided by VAD
o 0, o,
MDM-peuienue JAMF, 0,50% 0,50% 0,50%
npegocrasisiemoe VAD
macOS IT support services
1,00% 1,00% 1,00%
Yeayru no UT-nopnep:xke macOS
Total food chain
9,00% 2,00% 6,00% 5,00% 4,00% 5,00%
Bcero o nenu ycayr
*Applicable for a specific, unique project (not for a Total Quarterly *[Ipumensiemcsi OJiss KOHKPEMHO20, YHUKAIbHO20 NPOEKma (He Oist
Revenue), as per definition above. 00well KapMaibHOU BbIPYYKU), CO2NACHO ONPEOeNIeHUIO Bbllle.
**FD and Rebates, shown in the table above, are maximum per function or **@C u ckudku, ykazaumvie 6 mabauye sviue, 6IAI0Mcs
services category. For example, regardless of the minimum number of Tech MAKCUMATbHBIMU OJISL KAHCOOU (YHKYUU UTU KAME2OPUL YCYe.
pre/post sale engineers required, full FD or Rebate for this category is Hanpumep, He3a8UCUMO OM MUHUMATLHO20 KOAUYECTNEA
caped to 1,5% (cat A and B). HeoOX0OUMBIX MEXHUYECKUX UHIICEHEPO8 NO NPed/NocIenpoOadCHol
desmenvrocmu, 0owas ®C unu ckuoka 0 Mol Kame2opuu
cocmasasiem He 6onee 1,5% (kam. A u B).




3. Example of Training Plan / Ilpumep njiana o0y4eHus

Training Topic Training type Cadence Sales People Technical People
g:];:}lre]e;))roduct overview (Mac; iPad; Classroom Every 6 months ‘/ ‘/
gzrp;liier;)Business (Solutions & Classroom Every 6 months / /
:':Lo::l:/tif:sto Apple products SEED Bi-monthly / ‘/
Small Business SEED Bi-monthly /

Large enterprise SEED Bi-monthly / J
Sales tools SEED Bi-monthly v

Apple Platform Deployment eO:;ir::e Self study + pass Once /
Support Apple Devices S:;Lr;e Self study + pass Once /
irl:(ijllsH Eg;ijes | Enterprise Government Online Trainings Bi-monthly ‘/ ‘/
Mac Technical Skills Online Trainings Bi-monthly \/

After passing exam get badge
“Apple Certified IT Professional"



Toproseiit TexHuueckuit
Tema 00yueHus Tun o6y4eHus Ilepuonu4yHOCTS
nepcoHan TepCcCoHa
00630p npoayKIHH
. YuebOnast Kaxnwie 6
Apple (Mac; iPad; ayuTopus MCCSIH eB Y Y
iPhone) YAMTOP H
Apple B Ou3Hece
PP VyeOHas Kaxnarie 6

(pemenus u v v

ayTUTOPHS MeCSIICB
YCIIyTH)
IIpencrasnenue
MPOYKTOB U SEED Kaxxnpie 2 mecsina v v
yeayr Apple
Maielii Ou3zHec SEED Kaxnasie 2 Mecsiia v
Kpymnnsle

SEED Kaxxnple 2 mecsina v v
TIPEATNPUSATHUS
WucTpymeHTsI

SEED Kaxzple 2 Mecsna v
TPOJIax
PazBepTriBanue CamocTosiTensHOe
wiatpopmer Apple | oOyuenue onnaitn | OauH pa3s v

+ c/ava sK3amMeHa
[Mognepxka CamocTosiTensHOe
ycrpoiictB Apple | oOyuenue onnaitH | OnuH pa3s v

+ cava sK3ameHa
Cepusi HaBBIKOB;

KOBOJICTBO N
Py A OO6yuenue onnaitn | Kaxneie 2 mecsina v v
MIPEANPUSATHUS U
Hi-Ed
TexHuuueckue
Kaxxnple 2 mecsina v

HaBBIKH PabOTHI C
Mac

OO0yueHue oHIaiH

[Tocne cnaun ’x3ameHa BoigaeTcst 3Ha4ok «Ceprudunuposanusiii UT-cneunanuct Apple






