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Dear BEA Partner:  
 
On behalf of BEA Systems, we would like to welcome you to the BEA Partner Program. 
 
The BEA Partner Program is driven by three key objectives of the BEA partner strategy: 

1.) Accelerate joint solution creation through comprehensive training, effective sales and 
marketing tools, and development support, which simplify the creation of innovative 
solutions and accelerate product delivery. 

2.) Drive customer adoption of integrated solutions that are developed, implemented, 
delivered and managed by BEA’s worldwide ecosystem of partners, and which 
leverage the BEA application infrastructure software platform. 

3.) Grow joint revenue with our partners through expanding market opportunities. 
 
The BEA Partner Program is the foundation on which BEA builds strong relationships with 
partners like you.  The program is designed to enable you to fully leverage your relationship 
with BEA and it is an integral part of how we accelerate joint success with you. 
 
The purpose of this document is to: 
• Present an overview of the BEA Partner Program, including the program value 

proposition, the types of companies with which BEA partners, and the program 
structure 

• Identify the benefits provided to partners for each combination of partnership type and 
level 

• Provide a thorough description of all the benefits provided through the program, and 
identify where additional information can be obtained, if needed 

• Establish the requirements to participate at the different levels within the program 
• Outline the application and renewal processes 

 
Should you have any questions, do not hesitate to contact the Partner Response Center 
(PRC), our comprehensive partner information and business support hotline.  The PRC can 
be contacted at partners@bea.com, or in the US call toll free +1 (866) 323-7827.  We also 
encourage you to sign up for PartnerFlash, BEA’s monthly partner focused newsletter, for up 
to the minute updates and announcements about BEA events, product announcements and 
program changes. 
 
We look forward to a mutually successful business relationship that benefits our customers, 
your company and BEA Systems. 
 
Sincerely, 
 
The BEA Partner Program 
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INTRODUCTION 

 
Opportunity 
The Information Technology market is becoming more complex and its rate of change is 
accelerating.  IT organizations are heavily invested in disparate applications and 
technologies, with a corresponding mix of incompatible development, deployment, and 
operational environments.  In the coming years, it is estimated that businesses will spend 
over $500 billion on application infrastructure, IT services and software solutions to 
overcome these obstacles and enable faster response to market conditions and customer 
needs. 
 
As the leader in the application infrastructure software market, BEA understands the 
challenges facing technology companies today and recognizes the value of partnering to tap 
into this opportunity, win business in new markets and deepen penetration into existing 
ones.  Partnering with BEA enables partners to stay ahead of the competition – helping to 
accelerate partners’ time-to-value, expand market reach, and deliver best-in-class solutions 
with lower total cost of ownership.  To accelerate partners’ success, BEA offers joint-sales 
and resale approaches, access to a thriving partner ecosystem and a partner program 
tailored to meet the needs of our partners. 
 
Program Overview 
Designed to enable partners to fully leverage their relationship with BEA, the BEA Partner 
Program delivers an unparalleled return on investment by providing comprehensive support 
to partners throughout the BEA Partnership Value Chain. 
 
The BEA Partnership Value Chain defines and drives the creation of the benefits that enable 
joint solution development and go-to-market success.  The framework describes how BEA 
accelerates joint success by providing comprehensive tools and programs to enable partners 
to rapidly develop, market, sell and support solutions that leverage BEA’s industry leading 
application infrastructure software platform 
 

 
Figure 1:  BEA Partnership Value Chain 

 
Program Structure 
The BEA Partner Program is organized around four partnership categories with benefits 
tiered according to partnership level.  BEA partners are market-leading technology, service 
and solution providers that fit into one of the following four categories: 
 

Platform Partners:  Supply the hardware and operating systems on which BEA 
solutions run.  Platform Partners include hardware OEMs, device manufacturers, and 
operating systems vendors. 
 
Services Partners:  Have the resources and expertise to design, implement, host 
and manage BEA solutions on a regional, national, or multinational scale.  Services 
partners include systems integrators (SIs) and technology consultants. 
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Software Partners:  Extend, enhance or complement the BEA WebLogic Enterprise 
Platform and Tuxedo applications.  Software Partners include independent software 
vendors (ISVs) and application service providers (ASPs). 
 
Value Added Resellers:  Companies whose primary business model is reselling BEA 
software applications with hardware, networking solutions, customer application 
software, project management, consulting services and/or software integration 
services to create value-added solutions that address specific IT needs and goals. 
 

Within the Platform, Services and Software Partner categories there are three partnership 
levels: 

 
Strategic Partners:  Global market leaders who make a strategic investment in and 
commitment to BEA technology, vision and go-to-market initiatives. 
 
Premier Partners:  Technology providers and regional market leaders who make a 
significant commitment to BEA technology and actively go-to-market with BEA, or 
provide essential technologies that complete and extend the BEA WebLogic Platform. 
 
Select Partners:  Technology and service providers that leverage BEA technology to 
extend, complete, implement and manage the best-of-breed solutions that solve 
business issues for joint customers.  Most partners join the program at the Select 
Level. 
 

Within the Value Added Reseller category there is one partnership level: 
 
VAR:  Solution providers authorized to resell BEA software applications with other 
products and services to create value-added solutions that address specific IT needs 
and goals. 

 
The benefits available to each partnership type and level combination, as well as the specific 
criteria required to achieve the different levels, are detailed in the following sections of this 
guide. 
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PROGRAM BENEFITS 

The BEA Partner Program benefits are structured to recognize partners’ investment in and 
contribution to delivering solutions that drive joint success.  The higher the partnership 
level, the greater the combined commitment and resources to sustain the partnership 
momentum.  The program is also tailored by partnership type to ensure that program 
benefits are matched to the unique partner needs, based on the partner’s business model. 
 
The following tables summarize the programs and benefits provided through the BEA 
Partner Program.  The benefits are grouped by lifecycle stage, as defined by the BEA 
Partnership Value Chain.  Benefits marked with a “ ” symbol are included at no additional 
cost, while benefits with a “$” symbol require additional fees.  Benefits marked “eligible” are 
provided based on a joint business plan and are administered at BEA’s discretion.  A 
detailed description of each benefit is provided in the next section. 
 
Platform, Services and Software Partner Benefits 
The following table summarizes the programs and services provided to Platform, Services 
and Software partners, at the Select, Premier and Strategic Levels. 
 
Enable Benefits Select Premier Strategic 
Welcome Kit    
Product Sales Training    
PartnerNet Partner Portal    
Partner Response Center 
(PRC) 

   

Product and Sales Training 
Webinars 

   

Technical Education 
Course Discounts 

15% 25% 30% 

PartnerFlash Monthly 
Newsletter 

   

Partner Sales Toolkit    
Solution Accelerator 
Guides 

   

Partner Advisory Council  Eligible  
Develop Benefits Select Premier Strategic 
Software and Media Unlimited Unlimited Unlimited 
BEA Validation Program $ $ $ 
BEA WebLogic Workshop 
Controls and Extensibility 
Program 

   

Quarterly Product 
Roadmap Reviews 

   

Market Benefits Select Premier Strategic 
BEA Partner Solutions 
Catalog Entry 

   

BEA Partner Program Logo    
Marketing Templates    
Product-based Marketing 
Toolkits 

   

Co-Marketing Fund    
BEAWorld Exhibiting and 
Sponsorship 

$ $ $ 

Alliance Marketing Contact  Eligible  
Market Development Fund  Eligible Eligible 
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Sell Benefits Select Premier Strategic 
Competitive Intelligence    
Lead Registration    
Partner Sales Incentives    
Services and Software 
Partner Relationship 
Templates 

   

Alliance Manager  Eligible  
Technical Alliance 
Manager 

 Eligible  

BEA Field Kickoff 
Participation 

 Eligible ($) Eligible ($) 

Support Benefits Select Premier Strategic 
Technical Support Hotline 
 

Unlimited Cases 
5 Contacts 

Unlimited Cases 
5 Contacts 

Unlimited Cases 
5 Contacts 

Community Forums    
eDocs Online Product 
Documentation  
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Value Added Reseller Benefits 
The following table summarizes the programs and services provided to Value Added 
Resellers: 
 

Enable Benefits VAR 
Welcome Kit  
Product Sales Training  
PartnerNet Partner Portal  
Product and Sales Training Webinars  
Technical Education Course Discounts 15% 
PartnerFlash Monthly Newsletter  
Partner Sales Toolkit  
Develop Benefits VAR 
Software and Media Unlimited 
BEA Validation Program $ 
BEA WebLogic Workshop Controls and 
Extensibility Program 

 

Market Benefits VAR 
BEA Partner Solutions Catalog Entry  
BEA Partner Program Logo  
Marketing Templates  
Product-based Marketing Toolkits  
BEAWorld Exhibiting and Sponsorship $ 
Co-Marketing Fund via Distributor Eligible 
Channel Marketing Manager Eligible 
Sell Benefits VAR 
Authorized To Resell BEA Products  
Competitive Intelligence  
Channel Sales Manager  
General Account Executive 
Assignment 

 

BEA Field Kickoff Participation Eligible ($) 
Support Benefits VAR 
Technical Support Hotline Unlimited Cases 

5 Contacts 

Community Forums  
eDocs Online Product Documentation   
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DETAILED BENEFITS DESCRIPTIONS 

The following provides a detailed description of all the benefits provided through the BEA 
Partner Program.  Consistent with the preceding section, the benefits are grouped by 
lifecycle stage, defined by the BEA Partnership Value Chain. 
 
Enable Benefits 
Enable benefits provide partners with the foundation on which a mutually successful 
relationship can be built.  Benefits include services and resources designed to answer 
general partnership questions, training to enable sales, marketing, business development, 
and technical professionals, and timely news and information. 
 

Welcome Kit 
Upon entry into the BEA Partner Program, the partner’s primary and marketing 
contacts receive a welcome kit designed to rapidly enable the relationship and help 
partners to begin accessing their benefits immediately.  This kit provides partners 
with the following information: 

• A benefits directory highlighting some of the most important program benefits 
and where more information about each benefit can be found. 

• The answers to the most frequently asked questions (FAQ) about the BEA 
Partner Program. 

• Instructions to access the designated BEA Partner Program logo. 
• Information about BEA Services’ offerings, including BEA Ed.lab demo, BEA 

eSupport demo, BEA Customer Support Guidebook, and the BEA Certification 
Program. 

 
Product Sales Training 
BEA has developed comprehensive sales-related product training for anyone 
responsible for selling or recommending BEA products (e.g. business development, 
sales, consultants and strategists).  The introductory (Level 1) product sales training 
familiarizes partners with the BEA product family, including the BEA WebLogic 8.1 
and Tuxedo, and provides an understanding of BEA product line value propositions. 
 
Sales training includes periodic, invitation-only local training events and web-based 
eLearning course modules.  The web-based eLearning modules are available for 
download via the BEA Training Website (BTW).  Partners can register for BTW and 
access the courses at http://btw.bea.com. 
 
PartnerNet Partner Portal 
PartnerNet, http://partnernet.bea.com, BEA’s partner-only extranet site, is the 
primary destination for BEA Partner Program information and is one of the premier 
sources for many of the tools and benefits provided exclusively to partners.  This 
password-protected site provides a wealth of program, product, marketing and sales 
information tailored to meet partners’ needs.  PartnerNet registration instructions are 
provided to all program contacts in the introductory email that is sent out after the 
BEA Partner Program application is processed. 
 
Partner Response Center (PRC) 
The Partner Response Center (PRC) is the comprehensive partner information and 
business support hotline.  PRC representatives are trained experts on where 
information can be obtained within BEA on all partner benefits, tools, policies, 
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procedures and programs.  The PRC can be contacted at partners@bea.com, or in 
the US call toll free +1 (866) 323-7827 or direct dial +1 (415) 402-7300. 
 
Product and Sales Training Webinars 
Developed for the BEA partner community and timed to coincide with strategic 
initiatives and market trends, the partner Webinar series – ProductTalk, SalesTalk, 
TechTalk – offers a variety of up-to-date product and sales content for technical, 
business development, sales and marketing professionals.  Webinars are provided 
free-of-charge to BEA partners and are easily accessible with a web browser and 
telephone. 
 
Technical Education Course Discounts 
Partners receive discounts on instructor-led technical training courses offered by BEA 
Education Services, according to the following schedule: 

 Select or 
VAR 

Premier  Strategic 

Training discount 15% 25% 30% 

 
The discount is off of local list price and is applied during the billing process.  Visit 
the BEA Education section of BEA’s website, http://www.bea.com/education, for a 
schedule of upcoming courses, a listing of training locations and to register for 
classes. 
 
PartnerFlash Monthly Newsletter 
PartnerFlash, BEA’s monthly partner newsletter, keeps partners up-to-date on all 
vital partner program announcements, education opportunities, events and BEA 
news.  Partners can subscribe to PartnerFlash by visiting the My Account section in 
PartnerNet.   
 
Partner Sales Toolkit 
The Partner Sales Toolkit provides partners with downloadable tools and collateral to 
help educate partners on the BEA value proposition, the BEA product family, key BEA 
initiatives and how BEA is viewed by analysts and the press.  The toolkit includes 
customer success stories, product datasheets and white papers, corporate 
messaging, and product whiteboards (product training and demonstration modules.)  
The Partner Sales Toolkit is available on the BEA Training Website (BTW).  Partners 
can register for BTW and access the toolkit at http://btw.bea.com. 
 
Solution Accelerator Guides 
Leveraging the best of BEA Consulting expertise, customer experience, standards, 
patterns, and the SteelThreads™ methodology, BEA Consulting has developed a set 
of information assets, known as Solutions Accelerator Guides.  These Solutions 
Accelerator Guides are available to Premier and Strategic partners through their 
designated BEA relationship manager. 
 
Partner Advisory Council 
The Partner Advisory Council is an invitation only event designed to provide the 
executive management of Strategic Partners and eligible Premier Partners with a 
unique opportunity to interact with BEA’s executive management.  Attendees have 
an opportunity to provide feedback on partnering with BEA, to get an ‘insider’s view’ 
to BEA’s product and go-to-market strategies, and to join in defining BEA’s direction 
in the industry. 
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Develop Benefits 
Development benefits provide the tools and technology that serve as the basis for solution 
development, integration, testing and demonstration.  Benefits include software licenses 
and resources designed to facilitate the development, demonstration and deployment of 
partner applications. 
 

Software Licenses and Media 
• Partners are granted unlimited use of the latest BEA software to prototype, develop, 

test and demonstrate their solutions.  Note: Software provided through the program 
is for the development, testing and demonstration of partners' value-added 
solutions.  Partners are not authorized to use these licenses in production 
environments (internal or external), in the development and testing of internal 
projects or in projects where the partner is being paid by another party to custom 
develop a solution. 
 
The software provided by the BEA Partner Program currently includes: 

• BEA WebLogic Platform 
• BEA Tuxedo with Jolt 
• AquaLogic Service Bus 
• AquaLogic Data Services Platform 
• AquaLogic Enterprise Security 

Partners also receive software updates as new versions are released.  Updates are 
sent to the partners' designated shipping contact. 
 
BEA Validation Program 
Partners play a critical role in creating value for our joint customers by extending 
and complementing BEA’s application infrastructure software to deliver enterprise 
business solutions.  BEA offers the BEA Validation Program to accelerate the adoption 
of these solutions, and to provide our joint customers with the assurance that these 
technology solutions integrate with BEA’s industry-leading software platform.  The 
BEA Validation Program verifies that partner applications are: 

1.) Developed using a well-defined set of BEA approved integration standards, and 
2.) Tested against and have passed these requirements 
 

BEA offers two categories of validation: 
 

BEA WebLogic Platform Validation:  Applies to partner solutions that integrate 
with BEA WebLogic Platform through one or more of the published BEA application 
programming interfaces (APIs). 
 
BEA WebLogic Workshop Validation:  Applies to partner solutions that 
integrate with or extend BEA WebLogic Workshop™ through the development of a 
WebLogic Java control or IDE Extension 

 
Partners that participate in the BEA Validation Program have access to a broad array 
of benefits designed to facilitate the development, marketing and adoption of 
integrated partner solutions.  Refer to the BEA Validation Program Guide, available in 
ParnterNet, for more details about this program, including program benefits and 
requirements. 
 



 

©2005 BEA Systems, Inc. BEA Partner Program Guide 9

BEA WebLogic Workshop Controls and Extensibility Program 
BEA has created the BEA WebLogic Workshop Controls and Extensibility Program to 
bring together industry-leading Software and Services Partners interested in 
leveraging the power of BEA’s WebLogic Platform 8.1.  The program provides a 
framework to assist BEA partners in building, testing, distributing, and marketing 
their custom controls and IDE extensions 
 
Benefits of participating in the Workshop Controls and Extensibility Program include: 

• Resources that help make building controls and extensions quick and 
effortless. 

• The opportunity to tap into a thriving ecosystem of partners that use the BEA 
WebLogic Workshop development environment. 

• Incremental product and services demand by making it easier for BEA’s large 
and growing customer base to access partner solutions via BEA WebLogic 
Workshop. 

• Increased distribution through BEA WebLogic Workshop Gallery on 
ComponentSource.com, the definitive source for software components. 

 
To join the program, visit to the BEA WebLogic Workshop Controls and Extensibility 
Program page in the BEA Partner Program section of PartnerNet, or access a 
program overview and complete the online enrollment at 
http://dev2dev.bea.com/wlworkshop/ext_overview.html 
 
Quarterly Product Roadmap Reviews 
Partners are invited to attend the quarterly product roadmap review webinar to learn 
about emerging industry trends and BEA’s upcoming product plans.  The Webinars 
are designed to help partners bring products to market faster by providing visibility 
into BEA’s product strategies and guidance on architecture and feature integration 
points for BEA Tuxedo, the BEA WebLogic Product Family, and the BEA AquaLogic 
Product Family. 
 
 

Market Benefits 
Marketing benefits provide the tools and resources to help partners gain access to new 
markets and develop new business opportunities. 
 

BEA Partner Solutions Catalog Entry 
The BEA Partner Solutions Catalog, an online partner locator tool available on the 
BEA website, is the primary source for customers, prospects and BEA sales to learn 
about BEA partners and their solutions.  The catalog provides partners with individual 
profiles to highlight their product and solution offerings, implementation services, 
vertical market focus and more.  Participants in the BEA Validation Program and BEA 
WebLogic Workshop Controls and Extensibility Program are also highlighted in the 
Solutions Catalog.  Partners can create a Solutions Catalog entry by visiting the 
Solutions Catalog page in the Marketing section of PartnerNet. 
 
BEA Partner Program Logo 
Branding is a key component of the BEA Partner Program.  A partner’s relationship 
with BEA is symbolized by the BEA Partner Program logo.  Companies large and 
small recognize BEA as a market leader and partners have the advantage of 
leveraging this valuable market position and brand strength each time the BEA 
Partner Program logo is displayed. 
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Marketing Templates 
Partners receive unlimited access to customizable go-to-market collateral and 
promotional templates with pre-defined BEA product content, market-ready 
messages and print-ready graphics.  The templates can be used to articulate the 
value of the partnership, help generate demand, and assist in the selling process.  
The customizable collateral and templates include joint customer case studies, public 
relations templates, alliance overview templates, datasheet templates and 
promotional marketing campaign and event templates. 
 
Product-based Marketing Toolkits 
The Product-based Marketing Toolkits provide partners with the latest information, 
tools and resources needed to market and sell the BEA WebLogic product family.  
Grouped by product, these marketing toolkits and collateral libraries include 20-, 50- 
and 100-word product descriptions, product screen shots, sound bites and quotes, 
case studies, testimonials, datasheets, white papers, and competitive feature 
comparisons and selling points.  The product-based marketing toolkit for each 
product is located on the appropriate product page in the Products & Technology 
section of PartnerNet. 
 
BEAWorld Exhibiting and Sponsorship 
BEAWorld exhibiting and sponsorship is reserved for BEA partners.  BEAWorld is 
BEA’s largest series of annual events where the latest innovations in the BEA 
WebLogic Enterprise Platform, the BEA AquaLogic Product Family, and other BEA 
technologies are showcased.  BEAWorld enables BEA partners to network with IT and 
business management, decision makers, BEA customers, financial and industry 
analysts and the press.  Sponsoring and exhibiting provides partners with the 
opportunity to: 

• Strengthen brand awareness 
• Generate leads 
• Communicate their value proposition 
• Demonstrate and promote BEA-related products, solutions and services 
• Meet and exchange ideas with the BEA community and thought leaders 

 
Alliance Marketing Contact 
Strategic Partners and eligible Premier Partners are assigned an Alliance Marketing 
resource to jointly develop and execute integrated marketing plans that fully 
leverage the unique strengths of each partner to increase and accelerate lead 
acquisition. 
 
Channel Marketing Manager 
VARs have an opportunity to access to BEA Channel Marketing Managers for 
assistance in developing marketing plans that increase and accelerate lead 
acquisition.  Working with the Value Added Distributor, the Channel Marketing 
Managers help maximize the reseller's campaigns by ensuring that partner 
messaging and positioning are aligned with BEA corporate campaigns and product 
strategies. 
 
Market Development Fund 
Market Development Fund (MDF) is a marketing reimbursement program for eligible 
BEA Strategic and Premier partners.  It provides shared marketing funds for 
approved market development activities to help partners achieve joint revenue 
targets and business objectives. Partners may be reimbursed up to 50% of the cost 
of a pre-approved market development activity.  
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For more information, Strategic and Premiers Partners can contact their designated 
partnership contact or email mdfprograms@bea.com. 
 
Co-Marketing Fund 
The goal of the Co-Marketing Fund (CMF) program is to support marketing activities 
that generate leads, and increase revenue and brand awareness for BEA and its 
partners.  Services Partners may earn CMF through the Sales Incentive Programs 
(Finder Fee Program) to offset the cost of approved marketing expenses.  Activities 
must align with joint marketing/business plans and objectives with emphasis on joint 
penetration into targeted markets and geographies. 

• CMF applications will only be accepted from partners with an active BEA 
Partner Program partnership and available CMF Funds. 

• Partners are required to review and follow the CMF Program Guidelines. 
• CMF Request Forms must be submitted within 30 days of the activity start-

date.  
• Reimbursement claims must be submitted no more than 60 days after the 

activity end-date. 
• Partners are reimbursed a percentage of the cost of a pre-approved co-

marketing activity. 
 
For more information review the BEA CMF Program Guidelines, available in the 
Marketing section of PartnerNet.  CMF inquiries can be emailed to 
cmfprogram@bea.com. 
 
Value Added Resellers should contact their distributor for information about earning 
and utilizing Co-Marketing Funds. 
 

Sell Benefits 
Sales benefits are designed to help partners identify new business opportunities and close 
deals.  Benefits include relationship managers, lead registration and sales incentive 
programs. 
 

Alliance Manager 
BEA assigns an alliance manager to Strategic Partners and eligible Premier Partners 
to foster the relationship between the partner and BEA, to be the partner’s internal 
evangelist at BEA, execute joint initiatives, and to ensure the mutual goals and 
expectations of the partnership are tracking toward success. 
 
Technical Alliance Manager 
Strategic Partners and eligible Premier Partners have access to the Technical Alliance 
Management team for technical support on product integration, architecting 
solutions, and the execution of proof-of-concepts (POCs). 
 
Channel Sales Manager 
VARs can be assigned a BEA Channel Sales Manager to coordinate the relationship 
between the Value Added Distributor, the Value Added Reseller and BEA.  The 
Channel Sales Manager has overall responsibility for the productivity of the reseller 
and helps to ensure the reseller's license revenue commit level is tracking to plan. 
 
Competitive Intelligence 
BEA competitive intelligence provides partners with the know-how to effectively 
position and sell BEA products and technology against the competition.  With the 
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knowledge gained from BEA’s competitive intelligence briefs and SalesTalk Webinars, 
partners can tell prospects the real story behind competitors’ claims and debunk 
their misinformation campaigns.  To read the latest competitive intelligence briefs 
visit the Competitive Intelligence page in the Sales section of PartnerNet. 
 
Lead Registration 
The Platform, Services, and Software Partnerships are designed around a joint sales 
model where sales representatives from BEA and its partners jointly pursue market 
opportunities.  BEA provides partners with the opportunity to register joint sales 
leads to ensure partners get the resources needed to make the sale and close the 
deal.  To register a joint opportunity, partners can contact their designated partner 
relationship manager, contact the PRC, or enter the lead in the Lead Registration 
form in the Sales Section in PartnerNet. 
 
Partner Sales Incentives 
The Partner Sales Incentive program (Finder Fee) rewards partners who identify new 
leads that result in the sale of BEA software licenses.  Through this program, 
partners receive a percentage of the net license revenue portion of eligible deals.  All 
submissions must qualify under BEA sales incentive definitions, and are subject to 
BEA approval.  To review the sales incentive guidelines and obtain additional 
information, visit the Incentive Program page in the Sales Section of PartnerNet. 
 
Services and Software Partner Relationship Templates 
Services and Software Partners can create partner relationship profiles, which are 
used by the BEA sales team to understand partners’ unique products, services and 
capabilities.  The templates are an efficient and effective tool in creating sales 
leverage by promoting the partner’s value proposition to the BEA sales force.  The 
Partner Relationship Templates can be downloaded from the Sales section of 
PartnerNet.  All relationship templates competed by partners are posted on BEA’s 
internal Sales Portal. 
 
 
BEA Field Kickoff Participation 
At the beginning of each fiscal year, the BEA worldwide sales organization convenes 
for BEA Sales Kickoff to establish the sales direction for the upcoming year.  
Activities include sales training, strategic planning and networking.  Strategic 
Partners and eligible Premier Partners are invited to participate in and sponsor this 
unique event.  Benefits of participation include: 

• Premium exposure to the BEA sales organization 
• Opportunity to network and build relationships with BEA team members, 

including BEA global sales, system engineers and marketing 
• Enhanced awareness of BEA-compatible products, solutions and services 

 
Eligible partners are contacted about this invitation-only event by email or by their 
BEA alliance manager. 
 
Authorized To Resell BEA Products 
BEA partners in the Value Added Reseller (VAR) category are authorized to resell BEA 
products and services in conjunction with their own value added software, services 
and solutions. 
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Support Benefits 
Support services provide partners with real-time and online answers to all of their 
development and deployment questions. 

 
Technical Support Hotline 
BEA provides 5x9 developer level phone support to partners to assist with the 
resolution of technical problems or issues encountered while developing with, 
implementing or using BEA’s products.  This offering provides technical support for 
five (5) registered individuals (contacts) with unlimited incidents (cases).  Partners 
who want to buy additional support should contact their designated alliance manager 
or the Partner Response Center (PRC). 
 
eSupport Online Technical Support 
Partners enjoy 24-hour access to BEA eSupport, BEA’s online technical support 
website.  Within the eSupport website, partners can submit online support requests, 
find the answers to the most commonly asked technical support questions, and can 
search the BEA support knowledge base using AskBEA, BEA’s natural language 
search engine.  The eSupport web website is located at http://support.bea.com/. 
 
Community Forums 
Local user groups and online discussion forms, led by BEA developer relations 
engineers and BEA WebLogic developers from around the world, are available to 
partners to answer questions and provide advice and support.  To join an online 
discussion form visit http://newsgroups.bea.com. 
 
eDocs Online Product Documentation 
All partners receive access to eDocs, BEA’s comprehensive online product 
documentation site for all BEA products.  Documentation on the eDocs site includes 
release notes, supported platforms and detailed installation, configuration, and 
management instructions for all products.  The eDocs web website is located at 
http://edocs.bea.com. 
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PROGRAM REQUIREMENTS 

Within the Platform, Services and Software Partner categories, the BEA Partner Program 
offers three partnership levels:  Select, Premier and Strategic.  Within the Value Added 
Reseller category, the BEA Partner Program offers one partnership level: VAR.  
 
Partners are tiered based on market impact, global reach and a mutual commitment to 
develop markets.  The requirements to qualify for each level vary by partnership type, as 
defined below. 
 
Platform and Services Partner Requirements 
Platform and Services Partners are tiered according to the following requirements and 
performance criteria: 
 

Requirements Select Premier Strategic 
Program fee $1,995 $1,995 $1,995 
Revenue attainment  1 2 

Technical skills competency 
(Certification) 

 3 15 total3 

Complete or extend BEA WebLogic 
Platform or solutions 

   

Sponsored by BEA executive    
Joint solution and market 
development 

   

Engage with BEA globally    
Assigned account manager    
Joint business plan    

NOTE: 1.) Requirement varies by geographic region.  See level requirements below for further 
details. 

 2.) Requirement varies according to strategic goals and objectives of partnership, as 
established in the partner’s joint business plan. 

 3.) Minimum requirements apply for Certified Administrator and Certified Architect and 
may vary by geographic region.  See level requirements below for requirements by 
region.  Refer to Appendix A for more information about the BEA Certification 
Program. 

 
Strategic Partnership Level 

• Receive an invitation to participate at the strategic level  
• Go-to-market with BEA and demonstrate an ability to drive significant 

revenue through joint go-to-market activities 
• Invest resources in joint solution and market development 
• Contribute a critical component or competency that completes or extends 

BEA’s integrated solutions 
• Multinational company actively engaging with BEA globally 
• Demonstrate skill competency by maintaining a staff with a minimum of 

fifteen (15) BEA technical certifications, including at least five (5) BEA 
Certified Administrators and five (5) BEA Certified Architects 

• Maintain designated BEA account manager 
• Develop joint business plan 
• $1,995 program fee 
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Premier Partnership Level 
• Meet or exceed target revenue attainment goals for a rolling 12-month 

period: 
o US and Canada partners must achieve a minimum of $750,000 USD in 

BEA license revenue 
o Australia, France, Germany, and United Kingdom partners must 

achieve a minimum of $400,000 USD in BEA license revenue 
o Partners from all other locations must achieve a minimum of $250,000 

USD in BEA license revenue  
• Demonstrate skill competency by maintaining a staff with a minimum number 

of BEA technical certifications: 
o US and Canada partners must maintain a staff with a minimum of 

eight (8) BEA technical certifications, including at least two (2) BEA 
Certified Administrators and two (2) BEA Certified Architects 

o Australia, France, Germany, and United Kingdom partners must 
maintain a staff with a minimum of three (3) BEA technical 
certifications, including at least one (1) BEA Certified Administrator 
and one (1) BEA Certified Architect 

o Partners from all other locations must maintain a staff with a minimum 
of two (2) BEA technical certifications, including at least one (1) BEA 
Certified Architect 

• Contribute a critical component or competency that completes or extends 
BEA’s integrated solutions 

• $1,995 program fee 
 
Select Partnership Level 

• $1,995 program fee 
 
Software Partner Requirements 
Software Partners are tiered according to the following requirements and performance 
criteria: 
 

Requirements Select Premier Strategic 
Program fee $1,995 $1,995 $1,995 
Revenue attainment  1 2 

Technical skills competency 
(Certification) 

 3 8 total3 

Complete or extend BEA WebLogic 
Platform or solutions 

   

Sponsored by BEA executive    
Joint solution and market 
development 

   

Validated products 
  

1 application or 
control 

Engage with BEA globally    
Assigned account manager    
Joint business plan    

NOTE: 1.) Requirement varies by geographic region.  See level requirements below for 
requirements by region. 

 2.) Requirement varies according to strategic goals and objectives of partnership, as 
established in the partner’s joint business plan. 

 3.) Minimum requirements apply for Certified Administrator and Certified Architect and 
may vary by geographic region.  See level requirements below for requirements by 
region.  Refer to Appendix A for more information about the BEA Certification 
Program. 
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Strategic Partnership Level 
• Receive an invitation to participate at the strategic level  
• Go-to-market with BEA and demonstrate an ability to drive significant 

revenue through joint go-to-market activities 
• Invest resources in joint solution and market development 
• Contribute a critical component that completes or extends BEA’s integrated 

solutions 
• Multinational company actively engaging with BEA globally 
• Demonstrate skill competency by maintaining a staff with a minimum of eight 

(8) BEA technical certifications, including at least two (2) BEA Certified 
Administrators and one (1) BEA Certified Architect 

• Validate at least one software application or BEA WebLogic Workshop control 
or IDE Extension 

• Maintain designated BEA account manager 
• Develop joint business plan 
• $1,995 program fee 

 
Premier Partnership Level 

• Meet or exceed target revenue attainment goals for a rolling 12-month 
period: 

o US and Canada partners must achieve a minimum of $500,000 USD in 
BEA license revenue 

o Australia, France, Germany, and United Kingdom partners must 
achieve a minimum of $400,000 USD in BEA license revenue 

o Partners from all other locations must achieve a minimum of $250,000 
USD in BEA license revenue  

• Demonstrate skill competency by maintaining a staff with a minimum number 
of BEA technical certifications: 

o US and Canada partners must maintain a staff with a minimum of six 
(6) BEA technical certifications, including at least one (1) BEA Certified 
Administrator and one (1) BEA Certified Architect 

o Australia, France, Germany, and United Kingdom partners must 
maintain a staff with a minimum of three (3) BEA technical 
certifications, including at least one (1) BEA Certified Administrator 
and one (1) BEA Certified Architect 

o Partners from all other locations must maintain a staff with a minimum 
of two (2) BEA technical certifications, including at least one (1) BEA 
Certified Architect 

• Contribute a critical component that completes or extends BEA’s integrated 
solutions 

• $1,995 program fee 
 
Select Partnership Level 

• $1,995 program fee 
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Value Added Reseller Requirements 
Value Added Resellers have the following requirements and performance criteria: 
 

Requirements VAR 
Program fee $1,995 
Revenue attainment 1 
Sales skills competency 
(Pass online sales training modules) 

Minimum of 2 
individuals 

Technical skills competency 
(Certified Developer) 

1 BEA Certified 
Developer 

Sponsored by BEA executive  
Must be affiliated with BEA Authorized Value 
Added Distributor 

 

Sales territory assignment  
Joint business plan  

   NOTE: 1.) Requirement varies by geographic region.  See below. 
 

 
• Receive approval to participate as a BEA Value Added Reseller by BEA and the 

BEA Value Added Distributor 
• Meet or exceed revenue requirement, which is established by the local market 

or distributor, in BEA net revenue for a rolling 12-month period 
• Demonstrate sales skill competency by maintaining a staff with a minimum 

two (2) sales professionals that have completed and passed the BEA online 
sales training modules 

• Demonstrate technical skill competency by maintaining a staff with a 
minimum of one (1) BEA Certified Developer 

• Develop joint business plan 
• Must affiliate with a BEA Authorized Value Added Distributor for deal 

registration and product fulfillment, in countries where BEA has established 
distributor relationships 

• US and Canada partners are limited to selling to accounts in BEA’s General 
Territory 

• $1,995 program fee 
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MEMBERSHIP PROCESS 

Application Process 
Companies interested in joining the BEA Partner Program and partnering with BEA should 
review the program requirements published in this document (BEA Partner Program Guide), 
complete the online application form and agree to the terms and conditions in the Partner 
Enrollment Agreement (PEA) and/or the Value Added Reseller Agreement.  Copies of these 
agreements are available in the online enrollment form or can be obtained by contacting the 
Partner Response Center. 
 
The BEA Worldwide Alliance Program and Operations Team will review the prospective 
partner’s application and respond via email within ten (10) business days thereafter as to 
whether the partner has been accepted into the BEA Partner Program.  After being accepted 
into the program, partners will be invoiced for the program fee and be eligible to receive the 
benefits that correspond to the partner’s assigned partnership type and level. 
 
The Partner Response Center (PRC) is available to answer questions pertaining to the BEA 
Partner Program.  The PRC can be contacted at partners@bea.com, or in the US call toll free 
(866) 323-7827 or direct dial +1 (415) 402-7300. 
 
 
Renewal Process 
Membership in the BEA Partner Program is for a 1-year term.  At the end of the 1-year 
term, partners need to renew their membership by submitting an online renewal application 
and agreeing to the terms and conditions in the Partner Enrollment Agreement (PEA) and/or 
the Value Added Reseller Agreement.  Thirty (30) days prior to the expiration of the 
partner’s term in the program, a notification email with a link to the online renewal 
application will be sent the partner’s designated primary and marketing contacts.  If no 
action is taken, a second notice will be sent to the partner’s designated primary and 
marketing contacts on the expiration date. 
 
Partners with questions about renewing their membership can contact the Partner Response 
Center (PRC) at partners@bea.com, or in the US call toll free +1 (866) 323-7827 or direct 
dial +1 (415) 402-7300.  
 
 
Program Changes 
BEA reserves the right to administer the BEA Partner Program at its discretion.  BEA may 
make any of the benefits in the BEA Partner Program Guide available to any partner, and/or 
withhold any benefits to or from any other partner.  Partners agree that they are 
responsible for all of their employees' compliance with the terms of the BEA Partner 
Program Guide. 
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APPENDIX A:  BEA CERTIFICATION PROGRAM 

BEA Certification Program Overview and Structure 
As part of its continued commitment to building competency on BEA technology, BEA 
Education Services offers a comprehensive training and certification program that spans the 
BEA product stack, including BEA WebLogic Platform 8.1.The BEA Certification Program 
incorporates competency testing and solutions-oriented certification on BEA WebLogic 
Platform 8.1.  The BEA Certification Program provides three types of certifications that 
correspond to the roles critical to the successful development, implementation, and 
administration of enterprise projects: 

• BEA Certified Developer 
• BEA Certified Administrator 
• BEA Certified Architect 

 
Within each certification, there are role-specific designation(s) or areas of “specialization”, 
facilitating a focused certification path.  The certifications are granted by passing the 
required exam(s) in a proctored testing environment. 
 
Program Benefits 
BEA Certification measures the proficiency of application development and implementation 
team members and helps maximize the return on BEA technology. Proven role-based 
technical training, available through the BEA Certification Program, builds customer and 
partner self-sufficiency by transferring BEA knowledge and best practices across the IT 
lifecycle.  Other benefits include: 

• Industry recognition and endorsement as a BEA Certified Professional 
• Increased productivity and project success 
• Credibility, customer confidence, and competitive differentiation 
• Meet the requirements to qualify as a BEA Premier or Strategic Partner 

 
Certification Requirements and Preparation 
Individuals are encouraged to review the certification learning path diagram, requirements, 
exam preparation, and registration information, all available on the BEA Certification Web 
site at http://certification.bea.com.  As a means of certification preparation, BEA highly 
encourages individuals to attend BEA technical training offered by BEA Education Services. 
BEA technical training is available at discounted rates based on your partnership level. 
 
Questions about the BEA Certification Program can be emailed to certification@bea.com. 


