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platform. Also, as more and more companies look towards IP-SAN due to
regulatory compliance and its cost-effectiveness, shifting to this
technology will be a natural progression to most partners.

"Our Sl partners need to have good IT knowledge, concept of storage as a

technology and a good contact base," added Vaidyanathan. They need
not even invest into creating a new division for this business line. Even
consultants who can build an architecture around Intransa's solutions will
be consider for induction into its channel ranks.

Talking about how Intransa will develop this channel after bringing it on
board, Vaidyanathan said that the company would empower them with
training, support, technology and handholding while making sales pitches.
It will also have certification programs to grade partners, depending on
their technical skill sets.

In case of multiple channel bids for the same clientele, Intransa will

choose the partner that is most loyal to it, and therefore eliminate duplicity.

"We will utilize the strength of the right partner at the right place," he
noted.

To help partners showcase Intransa's proficiency in IP-SAN solutions, the
company has set up a proof of concept (PoC) center at it R&D facility in
Pune. It will open another PoC in Bangalore shortly. The vendor is also
working with partners who want to open smaller PoCs in their own offices.
"We provide them with Intransa systems on an evaluation basis along with
demo units," remarked Vaidyanathan.
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