Case Study

Fujitsu-Siemens: Partners Moving On
two words Fujitsu-Siemens, Europe’s largest computer manufacturer,
had moved from direct sales to an indirect channel model.
IT merger Stratus developed channel communications programs and

training strategies to help enable the shift. This included

FUjitSU Siemens launching channel campaigns in 12 countries resulted in a
re-engineering of Fujitsu-Siemens’ channel communications
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* FirePower strategic planning
‘ FUT@%HE“E » Channel marketing consulting
* Channel training consulting
» Promotional program design
and execution
* Advertising & collateral development

* Web development
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Registering with Fujitsu Siemens Computers
may give you just the lift you've been looking for.

www.partnersmovingon.com
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FU‘I\ISI.I;SE CDEﬁHS Registenng with Fujitsu Siemens Computers may

S give you pust the it you've been looking forl
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