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Databarracks Partner 
(de) Programme*

*Deprogramme [diːˈprəʊɡræm],vb:  
To counteract the effects of 
ingrained behaviour.
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The (de)programme
The Databarracks Partner (de)Programme is different from other channel 

programmes. That’s because we focus less on the ‘programme’ part, and much more 

on our partners themselves.

We’ve thrown out the usual top-down, one-size-fits-all structure. Instead, we build 

specific, collaborative relationships that play to the strengths of our partners on an 

individual basis. The reason is simply that this approach produces better results.

We’ve removed the labels, quotas and complexity from partnership. No customer is 

interested in how many hoops you’ve jumped through. They just want great services at 

a fair price, and that’s exactly what we’re focused on delivering.

You’ll get the training, services, support and materials you need, as established with 

your dedicated account manager. The important thing is that it’s about you and your 

customers. 

Why sell cloud services?

Simply put, because more people are 
buying them. It’s the way IT is shifting. 
A major analyst recently referred to 
the introduction of cloud platforms as 
‘hyperdisruptive’ – the type of platform 
shift that only occurs every 20 to 25 
years. Other analysts predict that by 
2016, 67% of all workloads will be in the 
cloud. 

Cloud services have made high 
performance, scalable computing available 
to everyone. Today, a bedroom-based 
startup has access to the same resources 
as the most established global brands.  

The same is true for service providers; 
with the right partnerships, this new 
commercial space is available to everyone 
with no upfront investment. 

The Databarracks Partner (de)Programme 
removes the barrier to entry to providing 
cloud services. We’ve done away with 
complex labelling and mandatory sales 
targets – we only ask for the commitment 
you’re able to dedicate.

There’s no  
easier or faster way  
to future-proof your  
business as a serious  

cloud provider.

Contents

3    Why sell cloud services?

4    Most partner programmes are broken

5    What’s in it for you?

6    How does it work?



4 5

Databarracks Partner (de)Programme

Most partner programmes are broken

Regardless of the bells and whistles, 
most partner programmes don’t offer true 
partnerships. 

They’re a numbers game for the 
provider, casting their net as widely (and 
indiscriminately) as possible. It’s a one- 
way sales channel with little in the way of 
support or collaboration. 

Training, perhaps. Badges and branding, 
sure. But actual discussions? Training that 
extends beyond pre-recorded webinars? 
Real, face-to-face support? Rarely.

The Databarracks Partner (de)Programme 
is different. We don’t want to just sign you 
up and ship you out. Branding you a “Gold 
Certified Preferred Partner” and sending 
you out into the wild isn’t useful for either 
of us in the long term.

Because the long term is what we’re 
about: consistent, reliable, high-margin 
revenue for both of us. Our services are 
sticky. Our average customer has been 
with us for 5 years – many of them have 
been with us for considerably longer.   

There’s no great secret to that, it’s simply 
a by-product of providing high quality 
services. When there’s nothing wrong, 
there’s no incentive to leave. 

What’s in it for you?

Databarracks is in a unique position 
amongst competitors. We’re sitting on 
some powerful infrastructure in some of 
the most secure locations in the country. 

But we’re also an agile company, tightly 
focused on personal customer service. Big 

enough to cope, but small enough to care. 

That means we’ve been able to distil the 
channel partner model down to its most 
simple form: you tell us what you need, 
and we’ll supply it. 

There’s no dictionary of jargon to wrap your 
head around before you can begin and no 
forgettable acronyms classifying the type of 
partner you are.  

We’ve streamlined processes every step 
of the way to minimise the time spent 
managing the relationship, so you can get 
back to doing what you do best: selling and 
supporting your customers. 

Connect your business with a 
trusted partner

  The long term  
is what we’re  

about    

“ 
” 
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How does it work?

Market Development Funds

Our marketing funds are there to be used. If 
you’ve got a good idea, we’ll support it. Forget 
the 6 month approval process and unofficial 
vendor favouritism. Just talk to us directly, and 
we’ll be straight with you. Obviously, we can’t 
provide funds for everything, but if we think 
your idea could work, we’ll support you to 
make it happen.

Dedicated Partner Portal

Your own partner portal with all the latest 
brochures, cheat-sheets and presentations 
you need. Check back for regularly updated 
technical documentation, sales guides and 
Databarracks marketing materials. 

Lead Protection

Our internal sales team are there to help, not 
be your competition. We always favour our 
partners. As soon as you notify us about your 
opportunity we will ring-fence and protect it.

Flexible Billing

Put your relationships first, and invoice your 
customers the way you want. Alternatively, just 
leave it to us - we don’t tie you to a method 
based on your “partner type”. 



www.databarracks.com

Databarracks provides secure, Infrastructure as a Service, Backup as a Service and Disaster Recovery as a Service from UK-
based, ex-military data centres. Databarracks is certified by the Cloud Industry Forum, ISO 27001 certified for Information Security 
and has been selected as a provider to the G-Cloud framework. 

Don’t wait.  
To get started, or if you’d like more information on how to 
become a Databarracks (de)Programme Partner, call now: 
0800 033 6633 or email: partners@databarracks.com

http://info.databarracks.com/Whenthecloudwontsaveyoumoney_download.html
mailto:partners%40databarracks.com?subject=

