
Build Your Business.

Sell Your Solutions
and Services.

Make Your
Clients Successful.

Software Management Services —
Agent and VAR Program
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Making Money Selling Software
Doesn’t Have to be Hard.

CompuCom makes it easy for value-added resellers and 
service providers to sell volume licensing agreements with the 
best support, tools, and product offerings in the industry.

CompuCom is a leading provider of software solutions from 
top publishers including Microsoft, Adobe, Symantec and 
Novell. CompuCom helps partners across the world fulfill 
the licensing needs of their US based clients by supplying 
efficient online account and order management, order 
tracking, sales and technical support, and supporting 
reporting services.

   CompuCom has a lot to 
celebrate in 2007 

•  20 Years of IT Service Excellence

•  Recipient of Microsoft  

Operational Excellence Award 

Four Years Running 

•  Recognized as Symantec Corp. 

Large Account Reseller (LAR)  

Partner of the Year 2006

 •  VMware National Premier Partner

 •  Microsoft Gold Certified Partner

 •  HP Platinum Business Partner



CompuCom Makes  
Selling Microsoft 
Enterprise and Select 
Agreements a Simple  
and Profitable Venture

By partnering with CompuCom, you will  
be able to:

•  Increase your profitability and account 
control by being able to offer your clients 
the ability to purchase their products via a 
Microsoft Select or Enterprise Agreement

•  Minimize Microsoft-related order  
processing, ongoing reporting, and 
transactional support costs

•  Grow your Microsoft margins by collecting 
agent fees paid by CompuCom

•  Uncover new opportunities by targeting 
existing clients for initial opportunities

Expand Your Solutions and Services.
CompuCom supports your revenue goals with training programs and tools 
that increase your expertise, establish your credibility, attract prospects, 
expand your solution offering, lower sales costs, and increase client 
satisfaction. The results: clients prefer your company and trust your service; 
your business and our relationship grow.

Increase Expertise 

• Sales/Product Training   
  and Certification

• Knowledge Transfer 
     • Webcasts 
     • White Papers      
     •  Case Studies

Expanded Solution 
Offering 

Access to Major Vendors, 
including:

• Microsoft

• Symantec

• Adobe

• Novell

• And Others

Establish Credibility 

•  Offer Enterprise 
Licensing to Your Clients

•  Online Order/Account 
Management

•  Client Invoiced Directly  
by Microsoft et al

•  Extensive Product Offering

Lower Sales  
Costs 

•  Commercial Accounts 
Available

•  Sales and Technical  
Training

•  Enterprise Software 
Licensing

•  Audit and True-up  
Support

•  Direct End-User Invoicing

Attract Prospects 

•  Cooperative Marketing 

•  Access to Marketing  
Collateral

•  Introduce New Solutions 
to Existing Clients

•  Offer Financing 

Increase Client  
Satisfaction 

•  Single Point of Contact 

•  Online Account  
Management

•  Dedicated Account and 
Operations Specialists

•  Technical and Subject 
Matter Experts

Flexible Financing Options.
As a single point of contact for dozens of leading product lines, CompuCom can 
help you consolidate your buying power and increase your financial leverage.  

We offer commercial terms and innovative financing programs directly to your 
organization or your clients.  Whether your company has a single, large client or 
hundreds of clients, CompuCom can arrange financial terms that justify the deal, 
minimize the risk, and simplify the process.  

Choose among these options, or suggest another.  If it makes sense, we’re in.

• Commercial Account   
• Enterprise Licensing   
• Vendor Financing
• 3rd Party Financing and Leasing

Effective financing options create sales opportunities. CompuCom offers the 
finance tools you need to close the sale and the administration resources you 
need to lower your costs and sharpen your focus.



ISVs: Ask About the 
Microsoft SPLA Program

Service Provider Licensing 
Agreements allow companies 
providing a hosted service  
virtually zero start-up costs with 
“pay when you use” licensing.  

Ask Us about Microsoft’s SPLA.

Does your company offer a  
hosted service that our clients  
or VARs might want? We’ll help  
you market it. 

Manage Your Client Relationships.
CompuCom understands that the end user drives our business, so we support our 
VARs’ client relationships with transparent sales, implementation, and administrative 
services.  Clients find your company resourceful, responsive, efficient, and easy to do 
business with.  

Prospects become clients.  Clients are satisfied.  Long term relationships are created. 
It is a simple business model that has worked for us. Now let us make it work for  
your company.  

Software Volume Licensing – Make Buying 
Easy for Your Clients.
Due to the complexity and investment of systems needed to support and track 
volume licensing agreements, many of the top software publishers have limited 
the number of partners they authorize to sell large, contractually based licensing 
programs.  

As a CompuCom partner you can still sell these licensing programs to your 
customers while leaving the actual procurement and license management to 
us. This allows you to maintain account control by offering a volume based 
agreement to your clients for the software they use.  

Some of the most popular licensing programs CompuCom currently works with 
partners to sell include:

• Microsoft Select, Enterprise and Service Provider Agreements
• Novell Master Licensing Agreements (MLAs) 
• Adobe Corporate Licensing  Program (CLP)

Volume Licensing Agreements are more profitable to sell and manage.  Your 
company lowers costs when clients transact directly with CompuCom or the 
Vendor, who assume any credit risk and administration costs. Your company 
increases revenues because volume licensing agreements create long term 
clients – it is typically a multiyear contract.  Also, CompuCom’s Tier 1 status with 
most vendors means maximum discounts.  

As a CompuCom VAR, you become the client’s single point of contact and are 
responsible for maintaining that relationship.

Let’s talk!

CompuCom VAR Support Services

Value Added Reseller

Prospect

• Marketing Initiatives

• Sales Support

• Financing Options

• Product Offering

• Electronic Price Updates

• Contract Administration

Client                

•  Licensing Expertise and  
Management

• Order Management

• Order Tracking

• Direct Invoicing

• Commercial Accounts

Long Term Relationship

• Subject Matter Expertise

•  Enterprise Licensing 
Reports

•  License Updates  
and Audits

• Financing Options

• Service Contracts

• Invoicing by Vendor



Build Your Business.
You’re not in business to break even or stand still. You have to grow to survive.  
As CompuCom celebrates its twentieth year in business, those lessons are just 
as important today as they were in our first year. How did we do it?  It’s not 
complicated.

To grow, your clients have to buy again, and more. You need new clients. And you  
can’t lose the clients you’ve worked hard to acquire. Join the CompuCom VAR 
Program today and let us help you grow your business.

Microsoft Made Easy.
CompuCom has been selling and supporting Enterprise and Select agreements 
since 1991, has one of the best records in the industry for Microsoft contract 
processing and operational support, and offers great service and incentives to 
Microsoft Agents and VARs. 

CompuCom has had a dedicated VAR 
program for more than five years and offers 
some of the most lucrative programs in the 
channel. 

CompuCom partners leverage our 
relationship to make selling Microsoft 
volume licensing agreements easy. Our 
Partner Account Managers execute 
administrative tasks including:

• Order Entry               
• Invoicing and accounts receivable            
• Contract and License Management
• Import/Export tariffst

CompuCom Support Services

$

CompuCom Clients

New

Clients

Sell

More

Retain

Clients

2010Today

Implementation Support

Service Contracts

Order/Account Maintenance

Technical SupportContract Administration

Expended Product Offering

Training

Best Practices

CompuCom Systems, Inc.

7171 Forest Lane

Dallas, TX 75230

www.CompuCom.com

itiq@compucom.com
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CompuCom is a leading IT outsourcing company providing 
infrastructure management services, application services, systems 
integration and consulting services, as well as the procurement 
and management of hardware and software. With 20 years of IT 
experience, CompuCom employs more than 7,400 highly skilled 
associates who have earned a combined total of more than  
42,000 industry certifications company-wide.  As experts in 
workplace services, CompuCom’s unique Integrated Infrastructure 
Management (IIM) solution reduces costs, increases productivity 
and helps clients gain maximum value from information.

© 2007 CompuCom Systems, Inc. All rights reserved. All  
trademarks and trade names mentioned herein are the  
property of their respective owners. The information  
contained herein is subject to change without notice. 

It’s Easy to Be a 
CompuCom Partner

Call Ron Spaulding, Program Manager, 
at (972) 856-4488 to discuss our 
companies and the potential for a 
partnership. If it makes sense, we’re in.

Requirements?  
Simple, any one of these will work:

•  You’re an Established Reseller

•  You Have a Strategic, Funded Initiative

•  A Client is Ready to Purchase

•  Our Clients Need Your Solution

•  Require Systems Financing

Partner 
Revenue

Expended Product OfferingMarketing Support

Contact the CompuCom VAR 
team today and sell your clients 
Microsoft the Easy Way.


