
If you aren’t an APC partner and want to take advantage of our evolutionary 
partner program, sign up today! Visit apc.com/partners to enroll.

Q. How is the APC partner program evolving to keep up with what 
you’re seeing in the marketplace?
A. The partner ecosystem is becoming much smaller. Partners expect more from their 
vendors and customers expect more from partners. We’re creating a program that 
provides a robust solution, leverages tools and meets our alliances in the channel. 
We’re developing more reference architectures that they can use in our local edge 
configurator. When they’re working with end users and deploying an edge solution, 
they know what works together. We’re also offering robust discounts to provide great 
margin on solutions for end users. We’re trying to add value in any way we can.

Q. Can you share examples of specific changes to the APC partner 
program and explain how those changes will help partners?
A. We have our new Monitoring and Dispatch offer, which monitors critical physical 
infrastructure (such as UPS, PDUs and cooling), and sends people out as needed to 
remediate problems. If a battery goes dead, we go out and replace it. This is a great 
opportunity for our channel partners to position as an expansion to their existing man-
aged service offers with minimal investment. They can provide a differentiated experi-
ence with best-in-class downtime mitigation, with APC as the silent partner enabling 
them in the background.

With market changes and the need for compute happening outside of the traditional 
data center environment, we’ve also created our new EcoStruxure Micro Data Center. 
It’s 6U, includes a lithium ion power backup and comes with our NetBotz products. 
Our 6U Micro Data Centers are EcoStruxure-enabled, so they can be seen on plat-
forms and monitored. We’re evolving legacy products and complementing them with 
our software digital services suite, so we can help partners at every angle when it 
comes to physical IT.

Q. How do you keep your partners and your partner program ahead 
in a crowded marketplace? What’s the intangible value of being with 
APC that you can’t get from anyone else?
A. Our brand has always been synonymous with trust and reliability. It’s true our 
products are best-in-class and we continue to innovate and make new investments so 
we’re ahead of the curve from a technology standpoint. We also ensure our incentive 
programs are attractive, fair and evolve with our partners’ business models. But what 
will always set us apart is our people - in both channel sales and channel marketing.  
We care about our partners, and we take care to foster strong relationships. Then we 
back it up with our strong programs, best-in-class products and innovative spirit. 
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