NMPOTOKOJ Nel
OT 3ACEJAHHUE HA KOMHUCHA
no 3amosex Ne 2236/15.10.2019 r.

HAa 3aCeJaHHe,

OcHoBanue: 3anoseo Ne2236/15.10.2019 2. na nomowmux-pexmopa Huxonau
FBaxvpooicues, Bw3noocumen — Cb2AGCHO 3anoged Ne838 om
15.04.20162. 3a uzbop Ha usnoanumen no obuecmeena NOPLUKA ypes
cvOupane na ogpepmu ¢ obsea no 3011 ¢ npedmem na nopvuxama
.. Fl3gvrzapanyuonna  mexnuuecka nOOOpLICKA HA  meneqonnu
yenwmpanu ¢ YHCC u nodenenus”.

Iara/Yac/Mscero | 15.10.2019 2./ 10:00 4. / cepaoa na YHCC cman 11008.

Jara Ha checTaBgHE
Ha NPOTOKOJA:

15.10.2019 2.

Crncras Ha 1L IIPEJICETATEI:

KOMHCHATA: 1. Padocnas Kocmoe — In. excnepm, obwecmeenu nopvuku U
mupzoge ¢ omoen “Oll u T
II. YIEHOBE:
1. Banepu  Huxavoecku - Hupexmop HaA  Oupexyus
., Hupopmayuonnu mexnonozuu
2. Buonema Mapunoea — Havannuk cexmop ,, CEOMB ",
3. Jwomura Yaxwvposa-llpucoesa — znagen 10pUCKOHCYAM 6
cexmop “Ilpasno obcnysceane”™
4. Heop Hoeues - an.excnepm obujecmeeni nOpsuKky 1 mvpzoge 6
omoen “Obujecmeenu RoOpvyxu 1 mupzoge”.

IIpeacraBenu B cpox ca nooadenu cnednume ogepmu:

MaTepHAJIN: 1. NAvipecm” EQOX - Bx.Ne01/08.10.20192./13:50u. — 3a
obocobena nozuyus Ne3;
2. JAcan® EOON - Bx.Ne02/08.10.20192/15:454. — 3a
obocobenu nozuyuu NeNel; 2; 3.
3. ,,» Pecnpomxomnnexm ™ AIl - Bx. Ne04/14.10.20192./14:004. — 3a
obocobena nosuyus Ne3.
4. oKoumparc” A - Bx.Ne(5/14.10.20192./14:384. — 3a

obocobena nosuyus Nel.

Juyemo, omeoeopro 3a nposescdanemo na obujecmeeHama nopvuxa Padocnas
Kocmosg — 2n. excnepm, obwyecmsenu nopvuxu u mopeose ¢ omoen “OIl u T, npu xotimo ce
cvxpanagam ogepmume 2u npeoade Ha nPeoceoamens Ha KOMUCUIMA ¢ NPOMOKOR Cb2AACHO
yn. 48 an. 6 om [IT13011.

Cred 3ano3nasane cbe CRUCHKA HA YHACMHUYUMe NOOanu oepmu 6Cuuxy HleHose
Ha KoMucusma nonvanuxa exnapayun no ua. 51, an. 8 -10 u 13 om IHI3011.

Ha ny6auyHOTO 3aceNAHHETO II0 OTBAapsfHE HA IOCTBIMIMTE O(epTH IPUCHCTBAT
IpeNCTaBUTENH Ha YUACTHHIIATE, KaKTO CIIE/IBa:
1. Wangna Hpanoa MuHkoBa-CTaMeHOBA — YIBIHOMOIIEH NPEACTABHTEN Ha
LAcar” EOOJ;
2. Orusg Azrenos MoHYEB - yI'BIHOMOMICH IpeacTaBuTen Ha ,,Kontpakc™” AJl;




Ha mry6imyHOTO 3ace€IAHNeTO 0 OTBApAHE Ha NOCTHINJIHTE O(GEPTH HE IPHCHCTRAT
TpeICTABUTEIH Ha CPEJCTBATA 3a MACOBO OCBEIOMABAHE.

KoMucrsaTa ycTaHOBH, Ye OepTHTe ca MOJaJeHH B ChOTBEICTBHE ¢ WI. 47, al. 2 OT
[TIT30I1 B 3ancyaTaHy, HEPO3PAYHH H [STOCTHH OAKOBKH.,

Komucusara otsopH odepTrTe HA YIACTHHIMTE O pela HA TAXHOTO IIOCTHIIBAHE, IPH
KOETO U3BLPIIH CIEIHOTO:

1. ,Aiidpect® EOOJI - npexpceparens Ha KOMHCHATa OTBOpM odepraTa H 0OABH
IIEHOBHTE IPEIUIOKEHH, KAKTO CIeABa:

¥ QObocobena nosuina Ne3 - ,AGonaMenTHa MOJAPHKKA HA TeledoHHA HeHTPAIA
»Panasonic KX TD 1232” B a0k 23A~HHCKO TsJI0 H KafeaHaTa Tele(poRHA MpeXa Ha
Im”CCO” YHCC”

69,00
JaB. oe3 JJ1C

 Hpeniaraia exemeceana aboHAMEHTHA TaKea

TexXHHUUECKOTO IIpeIOXeHHe Ha yUacTHHKa o obocobeHa mosumus Ne3 ce moammca ot
TpHMaTa 4icHOBe HAa KoMHcuaTa. Kommucusra npenmoxu Ha Minmsna Meanosa Munkosa-
CraMeHoBa — VIIBIHOMOIIEH npejcTaBuTen Ha ,Acan” EOOJ] ma moanmme TeXHUYECKOTO
OPEIIOKEHHE HA YJacTHUKA, IIPH KOETO YIIBIHOMOIIEHUS IpecTaBuTen Ha ,,Acan” EOO]]
TIOMHCA TEXHHICCKOTO IIPEANOKeHUE Ha YIaCTHHKA.

2. ,Acan® EOOJ/I - mpeyice/larens Ha KOMHCHSITAa OTBOPH odepTara X 0O0sSBH IIEHOBHTE
TIPEIUIOKEHMS, KaKTO CIICZIBA:

> O0ocoGena mozmnusa Nel - ,,M3BLHrapaHnHOEHA  TEXHHYECKA MOAAPhKKA HA
Tesedonnn nenrpamn Ha YHCC, WiFi mpexaTa n obopyasane 3a KOMYHHKAIHOHHATA
HH(PACTPYKTYPA H H3rpajaHe Ha KOMIJIEKCHO TeJedonno oxabenanane”.

780,00
aB. oe3 JIIC

TIpeanarana éxemecéuna aGOHAMEHTHA TaKkca

Texandeckoro TpeaTokKeHHe Ha yJacTHHKA o obocobeHa mosumus Nel ce moammca ot
TpHMaTa WICHOBC Ha KomucuaTa. Komucwsra npejgnoxu Ha Ormss Axrenos MoHuer -
YIIBIHOMOIIEH IpeACTaBHTEN Ha ,JKonTpakc® AJl 12 MOANUIIE TEXHHYECKOTO NPEIIOKCHHC
Ha y9acTHHKA, IIPH KOETO YIBIHOMOILEHMs IpeacraputTen Ha , Komrpakc™® AJl moamuca
TEXHHYECKOTO NPEFIOKCHUE HA YUACTHHKA.

» ObGocoGena nosunmasa Ne2 -— ,H3BbHrapannMoHHAa TexXHHYecKa MNOJAPBKKA HA
reedonnara mnentpata B YObB-Papza, WiFi mpexara u ofopyaBane 3a
KOMYHHKAIIHOHHATA HH(QPACTPYKTYPA M H3IPAKiaHe HA KOMILTIEKCHO Teae(OHHO



okadeIaBane”.

[ § CR— N 26 ‘ﬁ":M'e 2 TAKCA 100,00
 Ipenmarana.arepeceuna abonanienTna TaKes o ‘ Jn. Ges JIXC

TexXHUUECKOTO NpelIoKEHHe Ha YIacTHHKA Ho obocobeHa mozunma Ne2 ce nojmuca ot
TpHMaTa uieHoBe Ha Kommucmara. Kommcmsara npemnoxu Ha Orman Axresos MoHues -
YIBJIHOMOIIEH IIpeacTaBuTen Ha ,,KonTpakc™ AJl ma noamuire TEXHHYECKOTO NPEAOXKCHUE
Ha yJacTHHMKA, IIPH 'KOETO YIIBIHOMOIICHHS mpencTaBuTen Ha ,KouTpakc® AJl[ orTkasza ma
MONHIIE TEXHHYESCKOTO [IPEIJIOKEENE HA YHACTHHKA.

» O6ocoGena mozmuma Ned - ,AGoOHAMEHTHA NOAIPLKKA HA TeJleOHHA UEHTpanNa
wPanasonic KX TD 1232” B 6ok 23A-aucko Ts10 u kaleanara Tededonna Mpexa na
I»CCoO”- YHCC”.

97,00
ags. be3 JJAC

IIpennarana exemMéeceqaHa aboHAMEHTHA TaKed

TeXHHYECKOTO HpeIoKeHHe Ha yYacTHHKA ITo o6ocobena mosuus Ne3 ce moamuca OT
TpEMara WIeHOBEe Ha KoMmucHiaTa. Komucusta npeanoxkn Ha Ornge AnrenoB Monues -
YII'BJIHOMOILIEH OpeAcTaBHTesl Ha ,,KonTpakc™ AJl oa IOANHIIE TEXHHYECKOTO UPEIIONKEHAC
HA YYaCTHHKE, [IPH KOETO YI'hJIHOMOIIEHHS NpencraButTen Ha ,,KoHTpakc” AJ[ oTkasza ma
IIOIITHINE TEXHHHYECKOTO IIPeUIOKEHAE HA YIACTHHKA.

3. ,,PecnpomMxommiext® AJl - nperncenarens Ha KOMMCHATAa OTBOPH odeprara n o0saBM
[IEHOBUTE TIPEAJIOKEHHS, KAKTO CIICBA:
» Obocobena mozunas Ne3 - ,AGoHAMEHTHA NOJIPHKKA Ha TeIeGOHAA HeHTpaNa

»Panasonic KX TD 1232 g 610Kk 23A-HuCKO Ts110 B KabeHaTa TeaedioHHA Mpexka Ha
I»CCO”- YHCC”

89,00
as. 6e3 JJIC

Tpeamarana ekemeceana afonaMenTHA TAKCA

TexHHuecKoTo MpeUIoKeHHe Ha YJacTHHKA o obocobeHa mozumus Ne3 ce moanuca oT
TpUMaTa WIcHOBe Ha Komucusara. Komucuara npeanoxu Ha Mimsna Msanora Munxopa-
CraMeHOBa — YOBIHOMOIIEH mpeacraBuren Ha ,Acan™ EQOJ] ma mojmuine TeXHHYECKOTO
IpeIOKEH!E HAa YHACTHHKA, TIPH KOETO YII'BIHOMOIICHHS IpencTaBuTel Ha ,,Acan” EOOJ
ITOAITACA TEXHHYECKOTO IIPENONKEHHAE Ha YIACTHHKA.

4. ,Konrpaxc® AJl - mpencenarens Ha KOMUCHSITA OTBOpH odeprara U 0OsBH IIEHOBHTE
IPEUIOMKEHHS, KAKTQ CIle[Ba:

» Obocobenz mosunusg Nel - ,,sprHrapanuuonHa TEXHHYECKA NOAAPBAKKA HA
teaedonnn nentpain Ha YHCC, WiFi mpexkara H obopyiBaHe 3a KOMYRHKAIIHOHHATA
HHPPACTPYKTYPa H HIrPAKIaHe Ha KOMILIeKcHO TellefoHHO oKabensiBane”.




940,00
as. be3 JUIC

AeMeceTHa a00HAMEeHTHA TAKCa

TexHH4ECKOTO MpEIOKEHNE Ha YJacTHHKa 1o o6ocobeHa mo3unus Ne3 ce moamuca ot
TpUMaTa WieHOBe Ha xomucusara. Kommcusra mpemnoxu Ha Wnmana Mearosa Munkopa-
CrameHOBa — YIIBIHOMOIIEH TNpeacTaBuTen Ha ,Acan” EOOJ| ma momnume TeXHUYECKOTO
IpeIIOKeHNEe Ha YYaCTHHKA, TIPH KOETO YIBIHOMOMIEH s ipeacTaBuTel Ha ,Acan” EOO/]
MOATIICA TEXHHIECKOTO IIpeJI0KeHHe Ha YUACTHHKA.

KoMucusaTra pemm Ja IpOABIDKE cBosta paboTra Ha 3aKpUTO  3acefaHue
/MPeaCTABHTEIN HA YYACTHHIHTE B O0IIECTBEHATA MOPHYKA HE MOFAT A HPHCHCTBAT
OpH JEHCTBHATA HA KOMHCHATA HA TO3M eran/ ¢ pasrexiade Ha odepTure Ha
YYaCTHHI[UTE, OTHOCHO M3UCKBAHHUATA KbM JHYHOTO CHCTOSHHUE M KPUTEPHHTE 3a TO00D.

/] /

KOMMUCHSA:
IPEJCEJATEJI:
1. Paoocnas Kocmoe
— 1. excnepm, obwecmeenu nopvyKU u mupeose 6 omoen “Oll u T ... ...

II. YJIEHOBE:
2. Banepu JJuxavo6cku =~
- Hupexmop Ha oupexyus ,, Hngpopmayuonnu mexuonoz% e e e e rn e aene

3. Buonema Mapunosa
— Hauannux cexmop ,, CEOMB ... ... o vvv v vei v e e e
Jy ! . 2 /7

4. Jhoomuna Yaxwvposa-Ilpucoesa |
— anaeen 1wpuckoucynm 6 cexkmop “llpasno obcnyocaane” ... ... .a .. ... s /’
7

5. Hsop Hoeues
- 2n.excnepm obwecmeenu nopvuku u mvpeoge 6 omoen “OlluT”....., ...



NPOTOKOJ N2
OT 3ACEJAHHUE HA KOMUCHS
no 3anosex No 2236/15.10.2019 r.

OcHoBaHue: 3anoged Ne2236/15.10.2019 2. na nomowHuk-pexmopa Huxonaii
Baxvwpooscues, Bw3noowcumen — cvanacho 3anoeed Ne838 om
15.04.20162. 3a uzbop Ha usnvirnumen no obuecmeeHa NOPvYKA Ype3
cvbupane na ogepmu ¢ obssa no 3011 ¢ npedmem Ha nopvuxamd
. F3¢vnzapanyuonna  mexuunecka noOOpwICKA HA  mere@OHHY
yenumpanu ¢ YHCC u nodenerus”.

Hara/Yac/Msacro | 22.10.2019 2./ 10:00 4. / czpada na VHCC cmas IT008.
HA 3aceaaHue:

Mata Ha cheTaBsne | 29.10.2019 2.
Ha IPOTOK0.IA:

CheraB Ha I HPEJCEJATE:
KOMUCHSATA: 1. Paoocras Kocmoe — In. excnepm, obujecmeenu nopvuku u
mupzoge 6 omoen “OIlu T

II YJIEHOBE:

1. Banepu  Huriwoscxu - [upexmop HA  Oupexyus
» Hugpopmayuonnu mexruonozuu

2, Buonema Mapunosa — Havannuk cekmop ,, CEOMBE ™.

3. JTioomuna Yaxweposa-Ilpucoesa — 2naseH IOPUCKOHCYAM 8
cexmop “IIpasno obcnyaceane”

4. Aesop Hoeues - 2n.excnepm obujecmeenu nopvuxi u mvpzoee ¢

omoen “Obwecmeenu nopvuKU u mbvpeose ™.

Komucnsita mpombinku cBosfTa paboTa Ha 3aKpHUTO 3acefaHye /NpedcTABHTENH Ha
YYACTHHLIMTE B 00MIecTBEHATA MOPHYKA He MOTAT A MPHCHLCTBAT NPH JelCTBAATA HA
KOMHCHATA HA TO3H eTan/ ¢ pas[exaaHe Ha oQepTHTe Ha YJYacTHHIMTE, OTHOCHO
H3UCKBAHUATA KBM JIMYHOTO CHCTOSHHE H KpHTEPHHMTE 3a MoADOp, IPE KOETO YCTAHOBH
CIEITHOTO:

1. ,Aiddect” EQOMN,

» O6ocoGena moznmas Ne3 - ,,AGoHaMEeHTHA MOAAPLKKAE HA TeJe)OHHA MEeHTpana
sPanasonic KX TD 12327 B 6aok 23A-HicKko TS0 H KaGeSHATa TeJlepOHHA Mpeka HA
Im*CCO” YHCC”

KomucusTa ycTaHOBM, Yye BCHUKH JOKYMEHTHM Ha YYAcTHHMKA OTroBapiT H3HCKBAaHMATA
KBM JIMGHOTO CHCTOSIHHE M KPUTEPHUTE 3a ITOa00p.




2. yAcan® EOO/.

» 0Oo6ocobena nmozunus Nel -, A3pbArapaHnHonsa TeXHHYECKA OOJAPhKKA HA
tenedonnn uenrpayun na YHCC, WiFi mpesxara i obopyaBaie 32 KOMYHHKAIHOHHATA
AHQPACTPYKTYPA H H3rpakiaHe Ha KOMILIEKCHO TeJedoHHO oKabesaBane”.

Komucusra ycTaEOBH CIEAHOTO:

e B mpenocrareHata Hewnapaums no wi. 192, an. 3 or 30IT - Ilpuroxende Ne 2 or
JOKYMEHTAIIMATA 3a Y4YacTHe, 4Ype3 KOATO C¢ JCKIapHparT JMIcaTa Ha OCHOBaHUATA 3a
OTCTpaHABAHE M CHOTBEICTBHE ¢ KPHTEpPHHTE 3a MOAOOp, W3HCKBAHH OT BB3noxurens B
JIOKYMEHTALMATA 3a y4acTHe, OTHOCHO M3MBIHEHH NEHHOCTH C NPEAMET MICHTHYHM MWIH
CXOIHM € TE3M Ha TOpBYKATa, 3a INocNegHuTe 3 /Tpy/ roIMHH OT [aTara Ha MojaBaHe Ha
ofepTaTta, y4acTHHKa € JeKIlapHpall ClEeIHOTO:

wioz08op ¢ npedmem |, Hzevuzapanyuonna cepsusHa NOOOPLICKA HA KOMYHUKAYUONNA,
KOMWIOMBPHA U NepupepHa MexHuka U OCuzypaeawe HQ pe3epsHu HacHu 3a ycmpoucmeamda wHa
Buwsnoorcumens “, Kamo wacm om dozosopa Hsnvanumenm ¢ u3gbpuiean QeiiHocmu no noOOPbICKA U
pemonm na 563 6p. nacmornu u npenocumy Komriompu; 620 6p. monumopu; 43 bp. cvpevpu; 205 6p.
neuamauu ycmpoticmea (MpUHmMepY; MHOLODYHKYUOHATHY YCIPOUCIEA; CKeHepu U KORUDHU
mawuny);, 33 6p. Henpexvceaemu moxozaxpaneawu yempovicmea; 174 mpescosu ycmpoticmea u
menegonna yenmpana 3a 816 abonama.

Komucusra ycranosd, ue B Jlexmapanua no wi. 192, an. 3 or 30I1 - IIpunoxenwe Ne 2 ot
JNOKYMEHTALUATa 33 YYacTHE, OTHOCHO M3ITBIHEHH AEMHOCTH ¢ npeiMeT MIOCHTHYHH MJIH CXOAHH C
Te3d Ha TIOPHYUKATA, 34 NOCNeIHUTE 3 /TpW/ rOAMHHM OT Jarara Ha NMOJaBaHe Ha odepTaTa, YHACTHHKA
He € IexIIapHupal JaHHU CBbP3aHU CHC CTOHHOCT, XATA W NOAYYATENT,

B Choro BpeMe YUaCTHHKA € TpeAcTaBMN pedepeHuus 3a Ao6po H3ITBIHCHHE H3IaneHa oT
rnaseH aupekTop Ha I'masna aupexuws ,,Oxpana” ¢ Per.No750 or 26.01.2018 T,

KoMmucHsITa YCTAHOBH, M€ Ype3 Taka AeKaapupanure JaHHH B Jlewnapaums no wi. 192, an. 3 or
30I1 - Ilpunoxenne Ne 2, CBbP3aHH ¢ H3IILJIHEHHM IEHHOCTH ¢ MpeaMeT WAEHTHYHH WM CXOIHH C
Te3H Ha MMOPBYKATa, 3a NOCHeHUTe 3 /Tpy/ TOOMHM OT AATaTa Ha 1ojaBaHe Ha odeprara, HE MOXKE Oa
Ce YCTAHOBH JAllH NpeIcTABEHATa pedepeHUHs 3a J00pO MMLIHEHHE € CBBbP3aHa ¢ JeKIapHpaHaTa

OT Y4YaCTHHKA HU3IIBJIHCHA JelHOCT C© NpeaAMET UOCHTHYHA Wil CXOOHA ¢ TE3H Ha NMOPBYKATA.

Komucuara pemm pa ocHoBanwe wi. 97, an. 5 or IIH3O0II, mopagr ycraHoBena
HeNb,JIHOTA WJIH HECHLOTBETCTBHE HA HH)OPMAUMSITA, BKIIOYHTEIHO HEPEJOBHOCT HIH
(paKTHYECKa IPEIIKA, KN HECHOTBETCTBHE ¢ H3MCKBAHHATA KbM JHYHOTO ChCTOSIHHE
HJIM KPUTEPUHTE 32 M0AG0P, 2 YBEAOMM IHCMEHO YMACTHMKA, KATO H3MCKA OT HEro Ja
OTCTPAHH HeLJIHOTATE HIH HeCHOTBETCTBHATA B CPOK 0T 3 paboTHH AHH.

» O6ocodena mosunug Ne2 — ,M3BBHrapaniHOHHA TEXHHYECKA IO/JIPHKKA HA
TededonHata nearpaita B YOB-Papna, WiFi mpexara u obopyasane 3a
KOMYHHKANMOHHATA WH(PACTPYKTYpa H H3rpPakjaHe Ha KOMILIEKCHO
TeJieoHHO oKkadenaBamHe”.

Komucnara ycTaHOBH CIIEAHOTO:

e B mpemocrasenara exnapamnus mo wi. 192, an. 3 ot 30II - Ilpmioxenue Ne 2 ot




JOKYMeHTaluATa 3a yHacTHe, Upe3 KOiTO ce JeKTapupaT NHUIcaTa Ha OCHOBaHUATA 32
OTCTpaHfABaHe H CHOTRETCTBHE C KPHTEPHHTE 32 OAO0P, H3UCKBAHHU OT BBanoxuTens
B NOKYMEHTaNHNATa 3a y4acTHe, OTHOCHO H3MbIHEHH JCHHOCTH ¢ NMpeaMeT HACHTHYIHI
HITH CXOMHH C Te3H Ha NOpbukaTa, 3a IOcTefHHTe 3 /TpH/ TOAWHHM OT jaraTa Ha
HoJaBaHe Ha odepTrara, yJacTHHKA € AeKNIapHpal CIeHOTO:

Ho2060p ¢ npeomem ,, H38bH2APAHYUOHHA CepBU3HA NOOOPBIICKA HA KOMYHUKAYUOHHA,
KOMRIOMbPHA U NEpugepHa mexHuka U ocuzypasate Ha peseperu Yacmy 3a ycmpoiicmeama
na Bwznoocumenn®. Kamo wacm om Odoeoeopa Hsnvanumensim e uzgbpuigail OeiHoCmu no
noOOpwICKa U pemonm Ha 563 Op. nHacmoanu u npeHocumu xommompu, 620 6p. monumopu,
43 6p. cvpsvpu; 205 Op. newamawyu yYempoiicmea (NPUHMEDU; MHOZOQYHKYUOHAHY
yecmpoticmea; cKewepu U KOnupHu mawunu); 33 6p. Henpexwvceaemu mMOKO3IAXPAHEAUY
yempoticmea; 174 mpesicosu yempoticmea u meaeghonna yenmpaia 3a 816 abonama. ™

Komucusra ycranosu, ue B Aeknapamus o wi. 192, an. 3 ot 30I1 - [Tpunoxemue Ne 2 o1
JOKYMEHTAlMATA 32 y4acTHE, OTHOCHO WM3TTBIIHEHHM AEHHOCTH C NpeaMeT HMACHTHYHU HITH
CXOJHH C Te3H Ha MOpBUKaTa, 3a IOcHeHUuTe 3 /rpu/ roAuHM OT Jarara Ha IIoJiaBaHe Ha
otepTara, yJacTHHKA He € JeKITapHpal JaHHK CBBP3aHH CHC CTOHHOCT, JATA M NOJAVIATENL.

B chmioTo BpeMe ydacTHHKa € IIpeacTaBuil pedepeHnus 3a 1oOpo HINBIHEHHe H3daNeHa
OT IJIaBeH AupeKTop Ha ['masna aupexius ,,Oxpana™ ¢ Per.Ne750 ot 26.01.2018 ..

KoMucrsaTa ycTaHOBH, 9€ tUpe3 Taka ACKIapHpanuTe AaHHu B Jlexknapanus mo ui. 192, an.
3 ot 3011 - Ilpunoxerue No 2 CBRBp3aHU C M3NBIHEHH IEHHOCTH C NPEIMET HASHTHIHE WIH
CXONHH ¢ T3 Ha IOphUKaTa, 3a MoclefHuTe 3 /Tpu/ rOJMHH OT J@rarta Ha [OAaBaHEe Ha
odeprara, He MOXE Jla ce YCTaHOBH JAIH NPEACTaBCHATA pedepeHIIHA 38 JOOPO H3NBIHCHHE
€ CBbp3aHA ¢ JEKNapHpaHaTa OT yYacTHHKA W3ITBJIHEHA ASHHOCT ¢ IIpeaMeT HACHTHYHA HITH
CXOJHA C Te3H Ha MOPEUKATA.

Komucusita pemu Ha ocHoBanue wi. 97, an. 5 ot III301l, mopagn ycraHoBeHa
HCIBJIHOTA HJIH HeChOTBETCTBHE HA HHOOPMANUATA, BKIIOYHTEIHO HEPENOBHOCT MIIA
(aKTHYecKa rpemKa, HIH HeChbOTBETCTBHE ¢ HIUCKBAHUATA KbM JIMKHOTO CHCTOSHME
H/IH KPHTEPHHTE 32 000D, Na YBEJIOMH NHCMEHO YIaCTHHKA, KATO H3IACKA OT Hero Ja
OTCTPAHH HENLJIHOTHTE MIIN HEChOTBETCTBHATA B CPOK oT 3 paboTHH NHH.

» Obocobena nmozmrusa Ne3 - ,AGoHAMEHTHA HOAIPHKKA HA Teaed)OHHA HEHTPaNA
nPanasonic KX TD 1232” B G6mok 23A-HHCKO Tsj10 U KabesHATa Tede)OHHA
mpe:xa Ha [I”CCO”- YHCC”.

KomucusaTa ycTaHOBH CIEIHOTO:

e B mpenocrasenara Jlexnapanus mo wi. 192, an. 3 or 30I1 - IIpunoxerue Ne 2 ot
JOKYMEHTAlUATa 34 Y4acTHe, Ype3 KOATO ce ACKIAPUPAT JIAICATa HA OCHOBAHUATA 34
OTCTPaHsABaHE ¥ CHOTBETCTBHE ¢ KPUTEPHUTE 3a MOA00p, H3UCKBAHH OT BE3nokuTensa
B JOKYMCHTALIUATA 33 YYacTHE, OTHOCHO H3NBIHEHHU NEHHOCTH ¢ IPeAMET HACHTHUHH
HIM CXONHH C TE3HM Ha TOPBYKATa, 33 NOCIeAHUTE 3 /Tpu/ TOJMHH OT jarara Ha
nofaBaHe Ha ofeprara, yUacTHHKA € JSKIapHpPal CIeHOTO:



»Ho20680p ¢ npeomem ,, H36bH2APAHYUORHA CEPBUSHA NOOOPBLICKA HA KOMYHUKAYUOHHA,
KOMUIOMBPHA U nepubepra MexHUKA U OCUZYPABAHE HA Pe3epPeHY 4acmu 3a ycmpoiicmeama
Ha Buznoocumenn®. Kamo wacm om dozoeopa Hinvanumenam e uzgbpu6an OetiHocmu no
nooopwoicka u pemonm ra 563 6p. Hacmorryu ¥ npeHocumu kommiompu, 620 6p. monumopu,
43 6p. copswvpu; 205 6p. newamawu ycmpoticmea (MPUHMEPU; MHO2OQYVHKYUOHARHU
yempoiicmea; cKeHepu U KORUpHU Mmawiunu); 33 Op. Henpexveeédemu MOKO3AXPAHEAUU
yempoticmga; 174 mpesicogu yempoticmea u meaedhonna yenmpana 3a 816 abonama. -

Komucusta ycranosu, ue B [eknaparus mo wr. 192, an. 3 ot 3011 - [Ipunoxenue Ne 2 ot
JOKYMEHTAIMATA 34 YyYaCTHE, OTHOCHO HM3TBIHEHM JNEHHOCTH C IpejMeT HACHTHYHH HIIM
CXOJIHH ¢ TE€3H Ha NOPHYKaTa, 3a MOCICHHHUTE 3 /TpW/ TOJWHE OT JaTaTta Ha HOJaBaHe Ha
odeprara, yIacTHHKA He € NEKIapupall JJAHHH CBBP3aHH ChC CTOHHOCT, 1aTa H NOJIyYaTell.

B crmioTo BpeMe yuacTHUKA € IpeACTaBHI pedepeHIAS 3a 700p0 H3BIHEHHE H3aeHa
OT IIaBeH AupeKTop Ha 'nasHa qupexnus ,,Oxpasa“ ¢ Per.Ne750 o1 26.01.2018 r..

KomucnsTa ycraHoBH, de upes Taka JeKjIapupanuTe JanHu B Jlexmapanus no ar. 192, an.
3 ot 3011 - TIpunosxenue No 2 CBBP3aHH ¢ H3IILIHCHA NEHHOCTH C MPEAMET HACHTHYHH WK
CXOJIHH C TE3H Ha TIOpbYKara, 3a IocIefHUTe 3 /Tpu/ TONWHH OT JAaTaTta Ha IojJaBaHe Ha
oteprara, He MOXKe J1a C€ YCTaHOBH Jald Ipe/icTaReHaTa pedepeHus 3a 106po M3IEIHEHNe
€ CBbp3aHa ¢ JeKlapHpaHaTa OT YYaCTHHKA H3IIBJIHEHA JEHHOCT ¢ IPeIMeT HISHTHYHE Hild
CXOJ/IHA C TE3M Ha IIOPHUKATA.

KomucraTa pemd Ha ocHoeanume wi. 97, an. 5 or IIII30Il, nopagn ycranosewa
HeNBJIHOTA HJIM HCCHOTBETCTBHE Ha HH(POPMAIAATA, BKIIOYHTETHO HEPeXOBHOCT HJIHN
haKkTHIecKAa IpemKa, HIH HeCHOTBETCTBHE ¢ H3HCKBANHSATA KBM JHYHOTO CHCTOSIHHE
HJIM KPHTEPHHTe 332 NoA00p, 1a YBeJOMH NMHCMEHO YUACTHHKA, KATO M3MCKA OT HEro na
OTCTPAHH HENbJIHOTATE HIH HECHOTBETCTBHUATA B CPOK OT 3 paboTHM AHH.

sPecnpoMroMmiIerT® AJl,
Ooocobena moznums Ne3 - ,,AGoHAMEHTHA MOAIPBIKKA Ha TeledoHHA LEHTPANA
sPanasonic KX TD 1232” B Gaok 23A-HHCKO TS0 H Kabennara TejedoHHA
mpexa ga II”CCO”- YHCC ”

KoMucusara ycTaHOBH, Ue BCHYKH JOKYMEHTH Ha YYACTHHKA OTrOBAPAT H3MCKBAHHSITA
KBbM JHYHOTO CBCTOSIHHE M KPUTEPHUTE 32 II0A00D.

v w

4. ,Konrpaxce* Al :
> Obocodena mozumust Nel - , I3BLHTapAHNMONHATEXHHIECKA  NOAPHAKKA  Ha
Ttegedonan  meHTpasm Ha YHCC, WiFi mpexara u  oGopyasame 3a
KOMYHHKAIIHOHHATA HHQPACTPYKTYpAa M W3FPAKAAHE HA  KOMILIEKCHO
TesiedoHHO okaldeasaBaHe”.
Komucuara ycraHoBH, Ue BCHUKH NOKYMEHTH Ha YHYACTHHUKA OTTOBAPAT H3IHCKBAHMSATA
KBM JIMYHOTO CHCTOSIHHE U KPUTEPHHTE 3a IoA00P.



KoMucuaTa e Npoab/KH ¢BoATa padoTa ciel H3ITHIAHe HA CPOKa Mo 4iI. 97, am.
5 ot IITI3O0II.

KOMUCHA:
INPEACEJATEJL: ’
1. Paoocnas Kocmos
— 2. excnepm, abuecmeenu NOPoYKY U mopzoge 6 omoen “OuT“ ......... .. 7
A

I1. YIEHOBE:
2. Banepu Juxnvoécxu 4

- Hupexmop na oupexyus ,, Hngopmayuonnu mexnono2uu “4\7

3. Buonema Mapunosa
— Hauannux cexkmop ,, CBOMB“......... o cco v . ¥ ,j ~ Q e e

4. Jhoomuna Yaxvposa-Ilpucoesa
L « . 3 ] e/ s
— anaeen wopuckoncyim & cekmop “Ilpasno obcaysiceane’” .. ... ... ALE / /

5. Aeop Hoeuee
- 2]1.excnepm oGwecmaeny nopvyKku u mupeose 6 omoen “Oll uT” . ¢



NDPOTOKOJ N3
OT 3ACEJAHHUE HA KOMUCHA
no 3anoseq Ne 2236/15.10.2019 r.

OcHoBaHHe: 3anoseo Ne2236/15.10.2019 2. na nomowHuk-pexmopa Huxonati
Baxvpdoicues, Buwsnoocumen — cvaaacHo 3anosed Ne858 om
15.04.20162. 3a uzbop na usneanumen no oduecmeend nopvuKd 4pes
cvbupane Ha oepmu ¢ obaea no 301l ¢ npeomem na nopvukama
,, F3gvnzapanyuonna  mexnuuecka noOOPLICKA HA  MEAePOHHY
yeumpanu ¢ YHCC u nodenenus ™.

JMara /Yac/Msacro | 11.11.2019 2./ 10:00 v. / czpada na YHCC cmas I1008.

HA 3aceJaHHe:

Jata Ha cwerassine | /1.11.2019 2.
HA NPOTOKOJIA:

CneraB Ha L OPEJCENATEI:
KOMHCHSTA: 1. Padocaase Kocmoe — In. excnepm, obwjecmeenu nopwvuku u
muwpeose ¢ omoen “OIlu T*.

I YIEHOBE:

1 Banepu  Hurnwoscku - upexmop HQ  Oupexyus
,» Hngpopmayuonnu mexronozuu

2. Buonema Mapunoea — Hawannux cekmop ,, CbOMB™.

3. Jhoomuna Yaxvposa-IIpucoesa — ziasen IOPUCKOHCYAm 8
cexmop “Ilpasro obcnyoceane”
4. Heop Hosues - 2n.excnepm obujecmeeny NOPvYKU U myp2ose 8

omoen " Ofwecmeenu nopvyxu u mvpeoge”.

KoMucHsaTa NpPOALJGKE ¢BoATAa padoTa ciel) H3THYaHe Ha cpoKa mo 4. 97, an. 5
ot IIII30II.

Ha 3acemaEmeTo KOMHMCHATA YCTAHOBHM, Y€ B OIpENeNieHHs CpPoK mo wi. 97, am. 5 or
TTIT30I1 ca mocThIMIA AOMBIHUTETHA JOKYMEHTH, KAKTO CIeABA!
1, , Acan” EOOJ - Bx.Ne06/31.10.20192./16:004.

KoMucuaTa NpPOALLKH paGora ¢ pajmjexkIaHe Ha PeIOBHOCTTA Ha
AONBJIHHTEIHO NPENCTABEHATE JOKYMEHTH NPH KOETO YCTAHOBM:

1. ,Acan® EOOJ - yuacTHMKA e IpeACTaBUI CIEIHUTE JOKYMEHTH:
- Hexknapauus o wr. 192, an. 3 or 30I1 - [Ipmnoxenue Ne 2 0T noKyMeHTaAlHATA 34
ygacTae 1o oBocobenn mosuiun NeNel; 2 u 3 or Ilersp Anrenos 3iom6unes —
ynpaeurell.

Komucusara npoisok paboTta ¢ pasrieikiaHe Ha peIoBHOCTTA HA NPEJCTABEHHTE OT
YYaCTHHKA JOITBJIHUTEIHH JOKYMEHTH, IIPH KOETO YCTAaHOBH:

> 00ocobena mozumus Nel - ,,HzBLHrapaHIHOHRHATEXHHYECKAa  IMOAAPBHKKA  HA
tededonnn mearpamn Ha YHCC, WiFi mpexara m  ofopyasane 3a
KOMYHHKAIIHOHHATA HHQPACTPYKTYpa H HIrpakIaHe HA  KOMINIEKCHO
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Tes1eOHO oKabesIBaHe” - YHaCTHHKA € IPEACTABHI CICIHNTE JOKYMEHTH!

- Jexnapauus mo wi. 192, an. 3 or 3011 - [Tpuioxenue Ne 2 oT JOKyMEHTALHATA 32
yuacTie 110 0T [leTsp AHrenoB 310MOHUIEB — yIPABHTEN.

KoMucusTa ciell pasrilexiane Ha JONBIHUTENHO NPEICTaBeHUTe JOKYMEHTH YCTAHOBH,
ue y4acTHHKA OTroBapsi Ha KpHTIEpHHTe 3a IOADOp, MOpajh KOeTo ce AONVEKa 10 Io-
HaTaTBIIHO YUACTHE B MpOLEAypaTa 1o obocobeHa mozumus Nel.

» O6ocodena mosumua Ne2 — ,,HM3BBLHrapaHmuoHHA TEeXHHYECKA MOAAPHKKA HA
tenedonnaTta nenTpana B YOB-Papna, WiFi mpexara m ofopyasane 3a
KOMYHMKANHOHHATA HHPPACTPYKTYpa H HIPAKAaHe HA KOMINIEKCHO
TexedoHHO oKabensiBane” - yJacTHUKA € IPEACTABMII CIIEJHHUTE JIOKYMEHTH:

- Jexnapauus mo wi. 192, an. 3 ot 3011 - Ipunoxenne Ne 2 0T HOKyMeHTAIHATA 32
yuactre 10 oT [lerbp Aurenos 31oMOHIER — YIPABHTEIL

Komucmara ciefl pasriiexiane Ha JONBIHUTENHO NPEJCTABEHATE JOKYMEHTH YCTaHOBH,
ye YYacTHMKA OTroBaps Ha KPUTepHHTC 3a HOAOOp, MOpaiy KOeTo ¢e JomveKa J0 Io-
HATATBIIHO YIACTHE B poLeaypara 1o obocobena mosunus Ne2.

» Odocobena mosuuua Ne3 - ,,AGoHaMeHTHa NOJIPhKKA Ha TeledOHHA IEHTpala
,Panasonic KX TD 1232” B Gaox 23A-Hucko Ts0 H KaGeanara TeidedoHHa
mpe:xa Ha [I’CCO”- YHCC” - yuacTHHKA € OPEACTABHI CIICTHUTE JIOKYMEHTH:

- JHexnmapamusg mo wi. 192, an. 3 ot 3011 - ITprnoxenue Ne 2 oT JIOKyMeHTalHATa 38
y4acrie 110 oT [leTsp Aurenos 310MOHIEB — YPaBHTE]L.

KomucusTa cien pasrieskiaHe Ha AONBIHUTENHO IPEACTABEHUTE NOKYMCHTH YCTaHOBH,
ye yYacTHHKA OTroBapsd Ha KpHTEpUHTe 3a NMombop, IOpagd KOETO ¢e RoNycKa [0 Io-
HATATPHIIHO YIACTHE B Ipoleaypara 1o obocobena nosumus Ne3.

Kovucusara NPOXbJ/IKH paﬁoTa ¢ pa3ryieKIaHe Ha TeXHHYECKHUTE ITDEIIOKEHMA Ha
JOMYCHATHTE YYACTHHIIH, IIPH KOETO YCTAHOBH CJIETHOTO:

1. ,Aiideer* EQOM.
> O6ocolGena nosanna Ne3 - ,,AGoHaMeHTHA IOIAPHKKA HA Telle)OHHA IEHTPAJIA

wsPanasonic KX TD 1232” B 6aok 23A-HHCKO TRJI0 B KafenHaTa Te1edonna MpeiKa Ha
mCCco»- YHCC”

3a obocobenaTa TMO3MIHMSA YYAaCTHHKBT € INpEACTaBHNI TEXHUYECKO IPEIOKEHHE 32
y4yacTHe B oOmecTBeHaTa mophuka - [Ipunoxenne Ned oT HOKyMEHTanusATa 3a y4acTHe,
CHABPIKALLO:




- Ilpemioxenre 3a W3IBJIHEHHE HA IIOPHYKATa B CHOTBETCTBHE C TEXHHWYECKaTa
crennpUKaIKs, A3UCKBAHUATA HA BH3JIOKUTENA U KDUTEPHHTE 34 Bh3JIaraHe.
- Jlexnaparusra 3a orieq (Ipunoskerue 8) OT JOKYMEHTAIHATA 34 Y4acTHe.

Komucusita yeranosu:

B OpHIIOKEHOTO IpeqIoKeHHe 3a H3TbIHEHHE Ha IOPhYKATa B CHOTBETCTBHE ¢ TCXHHYECKaTa
cenuduKalys, H3UCKBAHMATA Ha BB3NOXKHTENS M KPUTEPHHTE 3a BB3JaraHe, YYacTHHKA e
IIpeICTABHII HOAPOOHO ONIMCAHUE HA CIETHUTE CIICMEHTH:

- Omnucande Ha elNeMeHTHTe Ha Tenegponnara cucrema Ha I["CCO” - YHCC Ha
KOMTO IUe Ce H3BBhpHIBa aOOHAMEHTHO TEXHHYECKO OOCIy)KBaHe, CBITIAcHO
JOKYMEHTAIIHATA 32 YIaCTHE;

- Ommcanue Ha AeHHOCTHTE, KOUTO 1€ C¢ BKJIFOYBAT B a00HAMEHTHOTO TEXHHYECKO
obCITyKBaHe, CHINIACHO JOKYMEHTAIIUATA 34 YYACTHE,

- OnwMcanHe Ha AelHOCTHTE, KOHTO LIE Ce BKIOYBAT € PeMOHTA Ha TenedoHHaTa
CHCTEMA, CBITIACHO JIOKYMEHTAIMATA 32 YUaCTHE;

- TlocouBane, 4e B cTofiHOCTTA HA a0OHaMeHTHATA TaKca, IIe CE BKIKOYBA MecedHa
npodrnaKTHKa Ha TejedOHHATAa LEHTpana Ha MSCTO, TEXHHYECKH KOHCYITAIMH,
TPAHCIIOPTHH Pa3XOfH B MOHT&XK Ha JedeKTHpalu KOMIIOHEHTH /elIeMEeHTH/ Ha
Tene)OHHATA CHCTEMA, KAKTO M 4Ye CMJIHA HA ENEMEHTH /KOMIIOHCHTH/ H IPYTH
MaTepyaid, HeoOXOAMMH 3a HOpManHoTo (YHKIMOHMpaHe Ha TenedoHHara
CHCTEMa INE CE H3BBPINBA Cliel lIpexBaputemio ceriacysane ¢ I1"CCO” u ce
3amjana  OT DBo3moxuTens, cliel MpeACTaBiHE Ha [pHEMO-TIpeIaBaTelleH
IIPOTOKOJ ¥ $aKTypa OpUIHHAII 3a [IeHaTa Ha MOAMEHEHNTE YacTH

- Omucanye Ha IEPHONMUHOCTTA HA OCBHLICCTBIBAHE Ha YCIyraTa, KaTo € odepupan
CpOK 3a PEaKI[Hd H CPOK 3a OTCTPaHsBAHE HA [10BPeJa ChITIACHO JOKYMEHTALHATA
33 y4acTHe;

- OnucaHwe Ha TApaHOHOHHHA CPOK M YCIOBHUATA 3a OCHTYpsABaHE Ha rapaHIusd,
CBITIACHO JOKYMEHTALIMATA 34 YYaCTHE;

- Omnucauye Ha YCHOBHATA M HayMHA Ha IIpUEMaHe Ha YCIyrara, CBIJIacHO
JOKYMEHTALHATA 32 YIacTHE.

KomucusTta YCTAHOBH, UC INPHIOKCHOTO NPECANOKEHHE 32 H3IBJIHCHHC HA IOPHUIKaTa
€ H3TroTBEHO B CROTBETCTBHE ¢ TEXHHYECCKHUTC CIICI.IH(I)HK&IIPIH H H3IHCKBAHHATa Ha
BB3IIOKHTEII, Kard Y4YaCcTHHKET € oOXBaHal BCHYKH 06CT05ITCJICTBa, CETJIACHO
JOKYMCHTaNMATa 3a yIacTHE.

Crie)( M3BBpIIEHATa IPOBEPKA Ha TEXHUYECKOTO MpPEUIOKEHHE HA YUACTHHKE, KOMHCHATA
YCT2HOBH, Y€ TO CHOTBETCTBE HA MMIICPATHBHUTE M3UCKBAHMA Ha 3aKOHA 3a OOLICCTBEHHTE
IOPBYKM W HA YCIIOBHNTa HAa BB3NOKHTENS, CHIVIACHO [OKYMEHTALMATA 34 YYacTHE B
Hacrosmara obniecTpena nopwuka. C ornen Ha TOBA, KOMUCHSTA JOIMYCKA YUAaCTHHKA A0 IO
HaTaTBIIHO Y9acTHe B OOIIeCTBeHa MOphUKa upe3 chdupane Ha odept ¢ obssa mo 3011 ¢
npeaMer ,,MI3ppbHrapaHIMoHHa TeXHHYecKa MOANpPEkKKa Ha TenedoHHH neETpamu B YHCC u
nozeneHus o obocodena nozumas Ne3,

2. yAcan“ EOO/.
> O6ocoGena noznmuna Nel - , M3ppHrapanunonna TeXHHYIecKa NOJAPBKKA HA
Teaedonnn nentpaan Ha YHCC, WiFi mpexkara u o6opyaBaHe 3a KOMYHHKAIHOHHATA
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HH}PACTPYKTYpa N A3rpakiaHe Ha KOMILIEKCHO TenedonHo okabenaBane”.

3a obocobeHarTa MO3HIAA YUACTHUKBT € IIPEACTABHI TEXHHUECKO NIpPEMIOKCHHE 3a
yuacrHe B ofmiectBeHaTa mopbuxa - Ilpunoxenne Ned oT OOKyMEHTAlHATa 32 yYacTHE,
CHIBPKAILO:

- Ilpemnoxenwe 32 H3NLIHCHHE Ha NOPHYKATa B CHOTBETCTBHE C TEXHHMYECKATA
crenp UKy, A3UCKBAHAATA Ha BB3IOKUTENL H KPHTSPHHTE 32 BB3Jaraxe.

KoMucusTa ycTaHOBH:

B OPHIOXEHOTO IPEIIOKEHNE 3@ H3BIHEHUE Ha IOPLYKATa B CEOTBETCTBHC C TEXHHYECKATA
cenu@HKALM, H3UCKBAHAATA HA BB3NOXHUTENd M KPUTECPHHTE 3d BB3NArale, YJacTHHKA €
Ipe/ICTABAII IOAPOOHO OIMCAHKE Ha CNENHUTE EICMEHTH:

» Omnucanue Ha 0OeKkTa Ha MOPHUKATa;

» OmnucaHre Ha AeHHOCTHTE, KOHTO Ie OBAaT BKMOYeHH B aDOHaMeHTHATa IOJIPBHKKa,
CHITIACHO JOKYMEHTALMATA 33 YIacTHE;

» Omnucanne Ba APYrH IeiHOCTH, KOHUTO 1ie OhJaT BKIIOYEHH B 00XBaTa HA IIOPHYKATa,
CPHIVIACHO JOKYMCHTAITMATA 38 Y4acTHE;

» Ommcanre Ha 0BOpPYIBAHETO KOETO INe ce TMOMIBPIKA B PaMKuTe Ha aDoHaMeHTa ¢
HocOYBAaHE HA XapaKTePUCTHKH M KONMYECTBO 3a BCAKO €IOHO, CBIJIACHO
JIOKYMEHTAIHATA 33 YUACTHE;

» Onucange H moapoOHO IpecTaBsHe Ha QYHKNUOHHpAILA CHCTeMa 3a MpHeMaHe Ha
CCPBH3HM 3aSBKH OT YYacTHHKA. YJacTHHKA € IPEACTABHI MOAPOOHO ONHCAHHE Ha
CIIEJHWTE EJIEMEHTH Ha TpHiaranaTa OT HEro CHCTeMa 3a NpHEMaHe Ha CepBH3HH
3aABKH:

- DyHKOHUH Ha CHCTEMATA;

- Buenpena cucrema web-6asmpana Help desk cucrema;

- Tlnas 3a peann3upade Ha JeHHOCTHTE IO €KCIIOATATIMOHHOTO MOUTBPKAHE;
- Etamu Ha 0OpaboTka Ha 3a9BKaTa;

» VYuacTHHK2 e IpeCTABHII IMHK KbM CaiiTa Ha IIPOM3BOMHUTEN Avaya, MOKa3Ball, 4e €
cee craryc . IlapTasop” ¢ BuBo “Emerald partner™.

» Onucagye Ha HUBO 'Ha obciyxkBaHe (SLA), ¢ mocouBaHe Ha CPOKOBE, HEYCTOMKHM H
HH(OPMALIHS, CLITIACHO NOKYMEHTALMATA 34 yJacTHe.

KoMucHATa YCTAaHOBH, Y€ TIOCTABEHOTO B JOKYMEHTAUMATA 3a YYacTHE H3HCKBaHE
CBLP3aUO ChC HAIWUME Ha MHHEMAIHO HHBO Ha cTaryc ,llapTaHpop® Ha npoOM3BOXHTENS
(Avaya) e KaKToO cleaBa:

., Yuacmnuxem 0a e cvc cmamyc ,, Hapmuvop“ na npoussodumens (Avaya) ¢ Munumanmo
nugo “Silver partner”. JJoxaszea ce ¢ TUHK KbM CDAHUYAMA HA NPOUIBOOUMENS, KbOCMO Cd
ompaszenu napmuvopume 3a bvazapus.

V4acTHEKA € TIPeICTABHI NHHK KBM caiiTa Ha IPOH3BOAHTEI Avaya J0Ka3Ball, 4¢ € Che
cratyc ,Jllaptapop® ¢ HuBo “Emerald”. Cnen =HampaseHa mnpoBepka € caiiTa Ha
[IPOM3BOJIATEIS Avaya (WWw.avaya.com), KOMUCHATA YCTaHOBH]:

- VuactHuka ,,Acan” EQOJ[ e cne cratyc ,Jlapresop” ¢ HuBo “Emerald” ma
npousBomutens Avaya (Ipunoocenue Nel - pasnewamxa om caiima wHd
npousscoumenn Avaya (www.avaya.com) Ha ruyama NPumedcasaiyu Cmamyc
,» Hapmuvop “ 6 Bvazapus, ¢ HOCOY6aHe HA NPUMEINCABAHOMO HUBO.)

- IlpousBomurelis Avaya e TIpOMEHHN TIApTHBROPCKAaTa CH Iporpama, Karo e
MpeMHHA 0T HapTHROpCKara mporpaMa Avaya Connect KbM IapTHbOPCKATa
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nporpama Avaya Edge. CrIilacHO IpelOCTaBEHOTO B CaiiTa Ha IPOU3BOJMTEILT
Avaya, pazsicCHeHHe OTHOCHO CBLP3BaHETO KbM HHMBATa Ha NAPTHLOPHTE Ha Avaya
Edge kxM HEBOTO Ha MapTHHOPcKara nporpama Avaya Connect (Ilpunooicenue Ne2
- Pvrosoocmeo 3a 2nobanna napmHbopcka npozpama) € KakTo clenBa:

Avaya Connect, Avaya Edge

Platinum Diamond

Gold Sapphire

Silver Retired (Merged into Sapphire)
|Authorized Emerald

KoMMcHATA YCTAHOBH, Yi¢ YYACTHHK2 IPHTERABa ¢TaTyC HJlapTHROP® ¢ HUBO
“Emerald” or mpousBoauress Avaya, K0eTO CLOTBeTCcTBa Ha HHBO “Authorized”
€BbIIIACHO H3NGI3BAHATA 0T BB3I0KHTENA NAPTHHOPCKA IMporpamMa HAa NPOH3BOXUTEIH
Avaya. ITocTaBeHOTO B JOKYMEHTAIMATA 32 Y4a¢THE H3UCKBAHE CBBLP3AaHO ChC HAIMYHE
HA MAHHMAJIHO HHMBO € - cmamyc ,IHapmuvop® ¢ nueo “Silver partner” (,,Retired (Merged
into Sapphire)“ ce2nacuo Oetlicmeawama cucmema 3a 2oéaina NApMHLOPCKA RPOZPama
Ha npouseooumena Avaya). ChemnoBaTelHo CBITIACHO [JelicTBAMATA CHCTeMa 3a
riodajiHa NAaPpTHHOPCKA NpPOrpaMa Ha MNPOM3BOAHTENS Avaya, 3a [Ja IOKPHSAT
MHHHMAJXHOTO MOCOYEHO B JOKYMEHTAHATA HHBO, YYACTHHLHTE cIeABa AA JOKAXKAT,
ge npuTexaBaT MuHAMyM cTratye ,JlaptHeop® ¢ HuBo “Retired (Merged into
Sapphire)”.

TlocoyeHOTO OT YHYaCTHHKA HHBO HA NAPTHLOP HA HPOM3BOAHTENA Avaya He
MOKPHABA MHHHMAJIHOTO H3UCKBaHe MOCTABEHO 0T BB3JI0KHTeId B JOKYMCHTAUMATA 3a
y4uacTee.

HpHJIO)I(eHOTO IpCATTOKEHHE 34 H3MBIHCHHE HA [OphYKara He € H3TOTBEHO B

ChOTBETCTBHE C TCXHHYICCKHTC CHCHPI(bI/II{aI.[I/IH H H3UCKBAHRATA HA BB3JIOKHTECHA, YIaCTHHRKBT

He e 00XBaHall BCHIKH 06CT05ITOJ'IC'I‘Ba, CBEI'IACHO JOKYMCHTAIMATA 38 YYACTHE,

Cileq U3BBpIIEHATA IPOBEPKA HA TEXHHYECKOTO PEIIONKEHNHE HAa YJaCTHHKA, KOMHCHATA
YCTaHOBH, W€ TO He CLOTBETCTBA HAa MMIEPATHBHHTE HM3HMCKBAaHMA Ha 3aKkoHa 3a
00IIECTREHUTE TIOPHYKA M HA YCIOBHATA Ha BB3J0XUTENS, CBIIAcCHO NOKYMEHTAIMATA 3a
y9acTHe B HACTOANIATA 0OmecTBeHa nopbuka. C OIVie]] HA TOBa, KOMHCHATA He ce JOMyeKa
YYACTHHKE JO 10 HATATHIIHO y4acTHe B 00lIecTBeHa mOpbYKa upe3 chOMpaHe Ha odepTH C
06sBa mo 30II ¢ mpemmer ,M3BRHrapaHIHOHHA TEXHMYECKa IIOANPHXKKA Ha TeledOHHH
uentpanu B YHCC u nogenenns” no obocobena mosunug Nel.

» O6ocobena nmosamms Ne2 — , J3BbHrapaHnmoHHA TeXHHYeCKa MOAJPBAKKA Ha
TenedporHata HeHtpada B YOB-PaBaa, WiFi mpexara m o0opyaBane 3a
KOMYHHKANHOHHATA HMHQPPACTPYKTYpa H  HIrpakAaHe HAa KOMILIEKCHO
TejdeoHHO oKadeABaHe”.

3a obocobeHaTa IO3MIHA YYACTHHKBT € IPEACTABH TEXHHUYECKO IPEIUIOKEHHE 34
yuacTie B oOIlecTBeHara nopbuka - llpmnokenume Ned oT moxyMmeHTanusara 3a y4acTHE,
CBHABPIKAIIO: )

- IlpepioxkeHue 3a H3MBIHCHHE HA IOPBYKATA B CHOTBEICTBHE € TeXHHYECKara
crieni(puKanvs, A3UCKBAHUATA Ha BB3I0MKUTENS H KPHTEPUUTE 3a BE3JaraHe.



Komucunara yeranoBy:

B npHIOKEHOTO Hpe/NiokKeHHE 3a H3IBbIHEHNE Ha IOPBYUKATa B ChOTBETCTBHE C TEXHHYECKaTa
crienApHKAIHS, H3UCKBAHAATA HA BBE3NOXKHTCIA H KPUTEPHHTE 33 Bh3/laraHe, YUacTHHKA €
Tpe/ICTaBUI oApoOHO OIMcaHne Ha CSTHHUTE CIEMEHTH:

» Onucanne Ha 00eKTa Ha IOPHYKATA;

» Onucanne Ha JeHHOCTUTE, KOUTO Ile OBIAT BKIIOUEHH B aDOHAMEHTHATA IIOAAPEKKA,
CHIVIACHO JOKYMEHTALIHATA 38 Y3acTHE;

» OmucaHHe Ha JPYrd ZeHHOCTH, KORTO Ie OBAaT BKIIOUEeHH B 00XBaTa Ha IMOPHYKATA,
CHIJIACHO JOKYMEHTAlIUATA 33 YYacTHE;

> Omnucande Ha 0GOPYMBAHETO KOETO IIe CE IIOJUTEPXKA B PaMKHTE Ha abDOHAaMEHTa C
NOCOYBAHE HA XapaKTEPECTHKHM M KONMYECTBO 3a BCAKO €OHO, CBIIACHO
JMOKYMEHTALHATA 32 yJaCTHE;

» Omnncanne u noApodHO IpeAcTaBsHE Ha GYHKUMOHMpAId CHCTEMA 3a IPHEMAaHE Ha
CEePBU3HM 3afBKH OT YYaCTHHKA. YUJAaCTHHKA € NPEACTaBHI IOApPoOHO ONHCAHUE Ha
CEHATE €ICMCHTH HA IIpUilaraHaTa OT HEro CHCIEMa 3a IIPHEMaHe Ha CCPBH3HH
3a9BKH:

- QyHKIMHA Ha CHCTEMATA;

- Bregpena cuctema web-6asupara Help desk cuctema;

- IInau 3a peayn3upane Ha JeHOCTATE N0 EKCINOATAI[MORHOTO [TOLAbPKaHe,
- Eranu Ha o0paborka Ha 3adBKarTa;

» VYvyacTHHKa ¢ IpeACTABIII JJHHK KbM caiiTa Ha IPOM3BOAMTENA Avaya, JOKa3Ball, 4e €
CBC CTaTyC ,,[lapTHEOP™ ¢ BHBO “Emerald partner™.

» Omnmcasde Ha HHBO Ha obcrmyxeane (SLA), ¢ mocowusaHe Ha CICOHHUTE CPOKOBE,
CHIVIACHO JOKYMEHTAHATA 3a YYacTHE - ¢ IMOCOYBaHE Ha CPOKOBE H MHGOpMallHi,
CHIJIACHO JIOKyMEHTALHATA 38 YUacTHe.

Komucusra YCTAHOBH, Y€ NPHIIOKEHOTO TIPENTIONEHHE 3a H3NIBIHCHAC Ha MOPHUYKATA
€ H3IrOTBCHO B CBHOTBETCTBHC C TCXHHYCCKHTIC cneundmxaunn H H3UCKBaHHATa Ha
BB3NIOKHTENA, KaTo YIaCTHHKLET ¢ OOXBaHAI BCHYKH 06CTOHTBJ'ICTBa, CBIJIACHO
JOKYMCHTAIIHATA 34 YHaCTHE.

Ciren u3BhpuleHaTa IPOREpKa Ha TEXHHUECKOTO IPEUIOKEHAE HA YYaCTHHKA, KOMHCHATA
YCTAQHOBH, Y€ TO CHOTBETCTRA HA MMIEPATHBHUTE M3MCKBAHHS Ha 3aKoHA 3a OOINECTBEHHTE
IIOPHPYKHA ¥ HAa YCIOBHSATa Ha BEB3MOXHTENs, CHINACHO AOKYMEHTALUAT2 34 YYyacTHE B
HacTosAmAara obmecTeeHa mopruka. C orjen Ha TOBa, KOMHCHUSITA JOOYCKA YYACTHHKA 0 IIO
HATaTBIIHO yyacThe B OOIIeCTBEHA IMOpPBUKA 4upe3 chOupane Ha odeptn ¢ ob6sBa no 3011 ¢
IIpeaMeT ,,M3BBLHrapaHI[HOHHA TEXHHYECKA IIOAAPEKKa Ha Tenedonnu nentpand B8 YHCC u
noaenaeHna” mo obocobena mozuiEg Ne2.

» O6ocobena mosumus Ne3 - ,AGoHAMEHTHA NOJAPHKKA Ha TedehoHHA mEeHTpaaa

wPanasonic KX TD 1232” B 6aok 23A-HMcKO Ta/I0 H KabeaHaTa TejaedoHHA
mpexa Ha [I”CCO”- YHCC”.

3a ofocobenara MO3IMIMS YYACTHHKBT € IPSACTABHI TEXHHYECKO TpeUIONKeHHe 3a
ydactue B oOmecTBeHaTa Imopbuka - I[Ipunoxenne Ned oT [OKyMeHTaUHATa 3a Y4acTHE,
CHIBPIKAIIIO:




- Tlpemnoxenue 3a M3MBIHEHHE Ha IOpBUKATA B CHOTBETCTBHE € TEXHHYECKATa
crienu(UKalHs, H3UCKBAHUATA Ha BE3IOKHTEN M KPUTEPUHTE 32 Bh3JIaraHe.
- HexnapangsTa 3a ornex (puinoxenne §) oT JOKyMEHTALHATa 38 yJacTHE.

KoMHcHUATAa YCTAHOBH:

B IIpHIIOXEHOTO NpeJIOKEHNE 22 H3NBIHEHHE Ha IOphYKara B CEOTBETCTBHE ¢ TEXHAYECKATA
crenuduKanys, U3HCKBAHKATA HAa BBH3NOMKHTENS H KPHTEPHHTE 32 Bb3JlaraHe, yUacTHHKA €
TIPEACTABKI TOAPOOHO OIINCAHUE Ha CIICAHNTE €IEMEHTH:

- Onwucanue Ha eleMeHTHTe Ha TeledouHara cicreMa Ha [["CCO” - YHCC Ha
KOHTO e C€ M3BBLpIIBA aBGOHAMEHTHO TEXHH4YECKO OOCTyXBaHE, CBIJIACHO
JOKYMEHTAIIMATA 38 yIacTHE;

- Omnucanue HA NeHHOCTHUTE, KOMTO IIe CE€ BKIIOYBAT B 800HAMEHTHOTO TEXHHYECKO
06CIyKBaHe, CHITIACHO JOKYMEHTAIMATA 38 YYACTHE;

- OmicaHue HA JEiHOCTHTE, KOMTO I C€ BKIIOUBAT B PEMOHTA Ha TenedOHHATA
CHCTEMa, CBITIACcHO JOKYMEHTAIlUATA 33 YYacTHE,

- Tlocousane, 4e B CTOMHOCTTA Ha aDOHAMEHTHATA TaKca, WIE ¢€ BKIIOUBA MeceqHa
npodHIaKTHKa Ha TeledoHHaTa IEHTpala Ha MACTO, TEXHHYCCKH KOHCYJTAlHH,
TPaHCIOPTHH pa3Xofi W MOHTaX Ha Jed)eKTHpamn KOMIIOHEHTH /eeMEHTR/ Ha
TenedOHHATA CHCTEMA, KAKTO M 4 CMsHA HA elleMEeHTH /KOMIOHEHTH/ M ApPYTH
MaTepHaTi, HEOGXOMMMH 3a HOPMA&IHOTO (YHKIMOHHpaHe Ha TenedoHHATA
CHCTeMa Ie CE H3BBPINBA cliel npeapapurtenHo cbraacysane ¢ II"CCO” u ce
3aiama  oT Boanmoxkatens, clel MpeicTaBsiHe Ha IPHEMO-TIPEIaBaTelieH
MPOTOKOJ M HaKTypa OPHrHHAJ 32 IIEHATd Ha IOIMEHEHH TS YacTH.

- OmgcanHe Ha IEPHOJMYHOCTTA Ha OCBINECTBABAHE Ha YCIIyraTa, KaTo € odepupai
CPOK 32 peaklys M CPOK 3a OTCTpaHABaHE Ha MOBPEZA CHIIACHO NOKYMEHTAIHATA
34 y4acTHeE,

- Onucande Ha rapaHIMOHHHS CPOK M YCIOBHATA 33 OCHTYpJABaHe Ha IapaHIud,
CBLJIACHO JIOKYMEHTAlKATA 33 y9acTHe;

- QOnucanWe Ha YCIOBMSTa M HaYMHA HA IIPHEMAaHEe HA YCIyrara, ChIJIaCHO
JIOKYMEHTaUUATA 32 yJacTHe.

KomucHsaTa YCTAHOBH, Ye IIPATIOKEHOTO NPEUIOKEHUE 38 H3IbIHEHHE Ha MOpPbYKaTa
€ H3rOTBEHO B CLOTBEICTBHE C TEXHHUYECKHTe CHENHQMKAIMHM ¥ H3UCKBaHHATA Ha
BBE3IOKHTENA, KATO YYACTHHKBT € OOXBaHal BCHYKH OOCTOATENCTBA, ChIVIACHO
JOKYMEHTALIMATA 33 yJacTHe.

Crier M3BEpIEHaTa IPOBEPKA HA TEXHUYECKOTO MPEINOKEHHE HA YJaCTHHKA, KOMHCHSTA
YCTaHOBH, 9e TO CHLOTBETCTBA Ha MMIIEPATHBHHUTE M3HCKBAHUs Ha 3aKOHA 3a OOIECTBEHHTE
HOPBYKH H HA YCIOBHATA Ha BL3NoXuTeNs, CHIIIACHO INOKYMEHTALMATA 34 YYacTHE B
HACTOAIIATA o0mecTBeHa IophyKa. C ornen Ha ToBa, KOMHCHSTa AONVCKA YUYACTHHKA J0 TIO
HATATBIINO Y4acTHe B 0OOIIecTBeHa NOphuKa upe3 crOupane Ha odeptu ¢ obspa mo 3011 ¢
npeamer ,,3BsHIapaHIMOHHA TeXHHYeCKa TIOJpEKKa Ha TeneGoHHH neHTpanu B YHCC n
nogeneHus’ mo obocobena osznps Ne3,

3. ,Pecnpomxommiaert Al

» O6ocobena no3umnga Ne3 - ,AG0OHAMEHTHA HOAAPBXKA HA TeteGONHA NeHTpaNa
wranasonic KX TD 1232 B Gaox 23A-ancko 1510 B KabennaTa TenedoaHa Mpeska Ha
m*CCo”- YHCC”




3a obBocobenara IO3WLIHSA YYaCTHHKBT € IPEICTABHI TEXHHYECKO IIPE/UIOKEHHE 33
yyacTHe B oOmecTBeHara nophuka - [Ipunoxenne Ned OT IOKYMEHTaIMATa 38 y4acTHe,
CHIBPIKAIIO:

- Ilpemwroxenue 3a H3MBIHEHWE HA IIOphUKaTa B CHOTBETCTBHE C TEXHHYECKATa
cenud KA, H3HCKBAHUATA Ha BE3IIOMKHTENT U KPHTEPUUTE 3a Bh3JaraHe.

- Jexnapargiara 3a oriel (IpHIokeHHe 8) OT NOKYMEHTalHATA 3a y4acTHe.

Komucusra yeraHoBH:

B IpHaoxeHOTo NPEIIoKeHNe 3a H3BIHSHUE Ha TOPhYKATa B CBOTBETCTBHE C TEXHHYECKATa
crendUKaIHa, H3UCKBAHUATA HA BB3JOKHUTENA M KPUTEPHHTE 3a Bhb3laraHe, yyacTHHKaA ¢
NpeACTaBHI IIOAPOOHO OITHCAHKE HA CIISIHHUTE CICMEHTH:

- Omnucanue Ha eneMeHTHTE Ha TenedouHara cucreMa Ha II’CCO” - YHCC na
KOMTO INE ce H3RbpmBa abOHAMEHTHO TEXHAYECKO O0CIyXBame, CBIJIACHO
NOKYMEHTALUATA 38 YIacTHE;

- Onucauue Ha JeHHOCTHTE, KOUTO IIE ¢& BKIIOUBAT B aDOHAMEHTHOTO TEXHHYECKO
o0cnyxBaHe, ChIVIACHO JOKYMEHTALHATA 32 YIACTHE;

- Omnucanye Ha JeWHOCTHTE, KOHTO Ile C& BKIOYBAT € PEMOHTA Ha Tele(oHHATa
CHCTeMa, ChIJIACHO HOKYMEHTAMATA 32 YUACTHE,

- Ilocousane, ue B cTOHHOCTTA HA abOHaMEHTHATA Takca, LIe C¢ BKIIOYBA MECEYHA
npodHIakTAKa Ha TenedoHHATAa LIEHTpana Ha MACTO, TEXHHYECKH KOHCYJITAUHUH,
TPAHCIIOPTHH Pa3Xold H MOHTaXK Ha HedeKTHpanyd KOMIIOHEHTH /ejleMeHTH/ Ha
tenedOHHATA CHCTEMA, KAKTO H Y€ CMAHA Ha €JIEMEHTH /KOMIIOHEHTH/ M JpPYTH
MaTepHaly, HEOOXOAWMH 32 HOPMalNHOTO (YHKIMOHMpaHe Ha TenedoHHATA
CHCTEMA e C& HM3BHpILBA CleX NpeasapurenHo cbriaacysade ¢ [1"CCO” u ce
jamjama OT DBr3nokurend, cnep IpefcTaBIHE HA IIPHEMO-TpeJaBaTelieH
IPOTOKOI ¥ (aKTypa OpUrHHAT 34 IleHaTa Ha IOAMEHEHHTE JacTH.,

- Omnncanue Ha IepPHOTHIHOCTTA HA OCBIIECTBIBAHE HA YCIIyraTa, kaTo ¢ odepupan
CPOK 3a peaKIlMsd M CPOK 3a OTCTpaHSBaHE Ha IIOBpEa ChIJIACHO NOKYMEHTAIUATA
3a y4acTHe;

- OmnHcanwe Ha TapaHIMOHHWS CPOK K YCIOBHATA 3a OCHIYPABAHE Ha rapaHIus,
CBITIACHO JOKYMEHTAIHATA 38 YUACTHUE,

- Omnucagme Ha yClOBHsNTA M HayuiHAa Ha IpHEMaHe Ha YCIOyrata, CBIIACHO
JOKYMEHTALIUSATA 34 yIacTHe.

KomMucusra yCTavoBH, Ue MPANOKEHOTO IpEIoKEHAE 32 H3MBIHCHUE HA 1IOphUKaTa
€ M3rOTBEHO B CBOTBETCTBHE C TEXHHUYECKHTe CIelMUu(HUKAlil M H3HUCKBaHUATA Ha
BL3NOKUTENA, KATO YUYAaCTHHKBT € oOOXBaHal BCHYKM OOCTOATENCTBA, CBIJACHO
JIOKYMEHTAIUATA 33 YYacTHe.

Cnen usBbplienHara npoBepka Ha TEXHHYECKOTO IMPEVICKEHHE Ha YIaCTHHKA, KOMHCHATA
YCTaHOBH, Y€ TO CHOTBETCTBA HA MMIEPATHRHUTE M3UCKBAHNSI Ha 3aKoHa 3a OOIIECTBEHUTE
NOPBYKH ¥ HA YCJIOBHATA Ha BB3NONKHTENA, CHINACHO IHOKYMEHTAlMATa 3a YYacTHE B
HacTosAImaTa odmecTBena mopbuka. C oriiex Ha ToBa, KOMHCHATA JOIOYCKA YIACTHHKA JO 10
HATATBIIHO y4acTHe B ODLIECTBEHa NOphYKa upe3 chOupaHe Ha odepTu ¢ obssa mo 30II ¢
npenMer ,,MI3BBHrapaHIOHHA TEXHUYeCKa NOLAPHKKa Ha TejedorHn nentpank B YHCC n
nopenenun’ mo obocobena mosuIEs Ne3.



3a

»KorTpakc” AJl.

OGocoGena noznmua Nel - ,,A3pLHrapannuonHa TeXHHuecKa HOJAPHKKA Ha
tenedounn yentpann va YHCC, WiFi mpexata u oGopyaBaHe 32 KOMYHHKAaIlHOHHATA
HHQPRCTPYKTYPA H AIrpaXIaHe HA KOMIIEKCHO TeedoHHO OKabensBaHe”.

obocobeHaTa MO3UIHA VYaCTHHKRT € IIPENCTaBHil TCXHHYCCKO IPeAJIOKEHHE 34

yuacTHe B ofIIecTBeHaTa Iopbuka - IIpunoxeHue Ne4 OT HOKyMeHTanuATa 3a YJacTHe,
ChIBPIKAIIO:

- Ilpemnoxenwe 3a M3NBIHSHHE HA NOPBUKATa B CBOTBEICTBHE C TEXHMYCCKATA
coenuUKANUs, U3UCKBAHUAITA HA BB3IIOKUTENA U KPHTEPHHTE 32 Bh3JaraHe.

Komucusra ycraHOBH:

B IpUII0KEHOTO NpeUIoKeHHe 33 H3IIBIHEHHAE HA IOPHYKATA B CHOTBETCTBAE C TEXHUYECKATA
criennpUKaIKs, H3UCKBAHUATA Ha BB3NOXKHUTENS M KPHTCPHHTE 34 Bb3jlaraHe, y4acTHHKa €
NpeNCTaBHT TOAPOOHO OMHCAHNE Ha CICIHUATE eIEMCHTH:

>
>

Omnucanue Ha MpexMeTa, 0O0eKTa H HeATa Ha MOJAPEKKaATa,

Omnucanue Ha JeHHOCTHTE, KOHTO IIe OBhJIaT BRIIOYEHH B aOOHAMEHTHATA IIOJIPHKKA,

CBHITIACHO JOKYMEHTALIMATA 34 YYacTHE;

Onncanue Ha APYTH AeHHOCTH, KOUTO me 6BAaT BKIIOYEHH B 00XBara Ha NOphUKaTa,

CHIIIACHO JOKYMEHTAINATA 38 YIacTHE;

Onucanne Ha 0BOPYABAHETO KOETO IIE e NOJABpKa B PAMKHTEe Ha abOHaMeHTa C

IOCOYBAHE Ha XapaKTepHCTHKH M KOJIMYECTBO 3a BCAKO €HO, CHITACHO

DOKYMEHTALUATA 33 YYaCTHC;

[ToapoGHO ONMCaHWe Ha YCIYTHTE, KOHTO YYaCTHHUKA INIE IPEJOCTABH, 34 J[@ U3IBJIHH

H3HCKBAaHMATA Ha Be3noxmTens.

Omucanne Ha HUBO Ha obcnyxsate (SLA) ¢ nocoupaHe Ha CpoKoBe H MH(popManus,

CBITIACHO JNOKYMeHTanuara 3a yuactde. [Ipy OIMCaHMETO Ha UPHUIIAaraHoTo OT

y4acTHHKA HHBO Ha obcmyxkBane (SLA) ca 3aln0eHH ClIeqHNTe OCHOBHH SJIEMEHTa!

- Ctpanu 1o Jorosopa;

- Bpeme na obcnyxBane;

- TlpHOpUTETHH M KPUTHUHH IPEKbCBAHHUS;

- Pomu » otroBopHOCTH;

- KagecTBoO Ha yCnyTuTe,;

- CepBuzeH UEHTEHD;

- AJIMUHHCTpHpAHE;

- Tlpormenypa 3a ynpasieHHe Ha IPOMEHHTE;

- Otunrane # $aKkTypHUpaHE;

Omucanne ¥ oApo6HO IpeAcTaBsHe Ha (YHKIIHOHHpAllla CHCTEMA 34 [[pHeMaHe Ha

CCPBH3HHM 3asBKM M AeHCTBHA 32 H3NLIHEHHETO MM OT YYaCTHHKA. YYacTHHKA €

OpeacTaBuI oApoOHO ONMCaHME Ha CHEAHHTE €IEMEHTH HA [IpHiaraHara OT HEro

cHCTeMa 3a IPHEMAaHe Ha CEPBH3HHM 3aABKH:

- TIpouenypa 3a oDpaboTka Ha 3afBKHTE ¢ IOCOYBAHE HA HECYCTOHKH, CBIVIACHO
JOKYMEHTAIIHATA 38 YIacTHE.

- Ilorpebuteny Ha cUcTeMara;

- ¥Yc¢TaHoB#ABaHe HA HHITHACHTH,

- 3agBgBaHe Ha HHIMOCHTH;

- Eranu Ha npuemane U OTCTpaHABaHE Ha HHIMICHTH.

ITompo6Ho onucanue Ha TpHiarasara ot ydacrhuka Help desk crcrema — HP Service
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Manager, KosTo 1ie 6b/1¢ H3M0N3BaHa P M3NBIHEHHE HA MOPHUKATa ¢ NOCOYBAHE HA
BBH3MOXHOCTH Ha CHCTEMATa; HAUMHA Ha IpueMaHe U 00paboTka Ha 3afBKHMTE; HaTHHA
JeHCTBHE ITPH OTCTPAaHABAHETO HA BB3HUKHAT MHIMICHT; YIPABICHHETO HA 3adBKUTC
W HEIAAEHTHTE.

> VYuacTHHKA € IPEICTABKII pasieyaTka oT caifTa Ha IIpOM3BoIUTENs Avaya, ChIbpiKanl
JIMBK, JOKa3Balll, 9e € ChC CIaryc ,lfapTapop™ ¢ HuBo “Sapphire”.

KoMucHATA YCTAHOBH, Ue IIOCTABEHOTO B NOKYMEHTAllHSTA 32 YJacTHE H3UCKBAHE
CBBP34HO CEC HaIM4ME HA MHHMMAIHO HHMBO Ha cTaTyc ,llapTHBOP™ Ha IPOHM3BOJMTENT
(Avaya) e KaKkTo cle/ipa:

., Vuacmuurvm 0a e cve cmamyc ,, Ilapmuvop * na npouseodumens (Avaya) ¢ MUHUMANHO
nuso “Silver partner”. [Joxasea ce ¢ UHK KbM CHIPAHUYAMA HA NPOUEO0OUMENS, KbOEMO Ca
ompa3zenu napmuvopume 3a bvnezapus.

VyacTHMKA € IIPEICTABHJ pasneyarka OT caiita Ha NPOH3BOJMTENS Avaya, ChIbpIKaml
JMHHK, TOKa3Ball, 9e ¢ ChC cTaryc ,,[JaptHpop® ¢ HuBo “Sapphire”. Ciiel HattpaBeHa IIpOBEpKa
B caiiTa Ha TIPOM3BO/IUTENS Avaya (WWw.avaya.com), KOMHCHATA YCTAHOBH:!

- Vuactemka ,.Komrtpakc” AJl e cwve crarye ,JllapTHeop“ ¢ HEBO “Sapphire” Ha
npomzpomurens Avaya (Tlpunoswcenue Nel - pasnevamxa om caiima Ha
npouzeodumens Avaya (www.avaya.com) Ha Auyama NpUmescasaiyu cmamyc
Hapmuvop“ ¢ Buazapus, ¢ nocousane Ha APUMENCABAHOMO HUGO.);

- Ilpomzpoamrens Avaya € IpPOMEHMN IapTHBOPCKATA CH IIpoTpamMa, KaTo ¢
npeMHHa] OT MapTHeOpckara mporpama Avaya Connect KbM IApTHBOPCKATa
nporpama Avaya Edge. CbrmacHO IpefOCTaBEHOTO B caiita Ha IPOH3BOXMTENA
Avaya, passcCHEHHE OTHOCHO CBHDP3BaHETO KbM HHBATa Ha [IapPTHBEOPHTE HA Avaya
Edge ¥pM HEBOTO Ha IIApTHEOpCKara mporpama Avaya Connect (Ipunooicerue No2
~ Pox0600cmeo 3a 2hobania napmuvopeka npozpava) € KaKTo clieBa:

Avaya Connect Avaya Edge

Platinum Diamond

Gold Sapphire

Silver Retired (Merged into Sapphire)
Authorized [Emerald

Komucaara ycTanoBu, 9e¢ YJaCcTHHKA OPHTEkKaBa craty¢e ,llapTHRop® ¢ HMBO
“Sapphire” ot npomsBoauTeNsi Avaya, KOeTO ChOTBeTcTBa Ha HHBO “Gold” cpriacHo
H3M0J3BAHATA OT BhLiJ0oXKHTENIS MAPTHAOPCKA MpOrpaMa Ha NPOH3BOAMTENst Avaya.
IlocraBeHOTO B JOKYMEHTAMATA 32 YYACTHEe H3MCKBaHe CBbP3aHO ¢hC HAJHYHE HA
MHHHMAJHO HHBO € - ¢TaTyc ,,Jlapranop® ¢ nuso “Silver partner” (,,Retired (Merged
into Sapphire)” cvanacro delicmeawama cucmema 3a 2106a1Ha NAPMHBOPCKA RPOZPAMA
Ha npousgooumenn Avaya).

KomMucusaTa yCcTaHOBH, 4e ¢ NpHTexapanus oT ,Konrpake* AJl crartyc
HHapTapop® ¢ muso “Sapphire” or mpomssoguTens Avaya, Y4ACTHHKA HAATPakKAa
H3IMCKBAHOTO MHHHMA/HO HABO B J0KYMEHTALUATA 32 yuacTHe - cmamyc ,,Jlapmusop“c
nugo “Silver partner” (,Retired (Merged into Sapphire) cwzracno Oeiicmsamama
cucmema 3a 21o0aHa RAPMHLOPCKA RPOZPAMA HA RPOU3E0OuUmea Avaya).
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Komucusara YCTAHOBH, Y€ IIPHIIOKCHOTO NPCIJIOKEHHE 3a H3ITBIIHCHHUE HA IMOPHUKATa
€ H3TOTBREHO B CBHOTBETCTBHC C TECXHHYCCKHUTC CHGHH(I]HK&IIHH H H3UCKBAHHATA Ha
BB3IIOXKHUTEIA, KaTo YYacTHHKBRT ¢€ o0XBaHam BCHYKHU 06CT05ITGJ'ICTBE[, CBETIACHO
JOKYMCHTAIUATA 3a y4acTHe.

Cren u3BbplIeHATa IPOBEpKa Ha TEXHHYECKOTO IPEUIOKEHHE Ha YYAaCcTHIKA, KOMHCHATA
YCTAaHOBH, 9€ TO CHOTBETCTRA HA HMIICPATHBHHTE M3UCKBAHHS Ha 3aKOHA 3a OOLIECTBEHHUTE
IOPBYKHA W Ha YCIOBHATA HA DBB3JOXKHTENd, CBHIIACHO MOKYMEHTAllMATA 33 Y9JaCTHE B
HacTosIaTa obuecTBeHa nopruka. C ornes Ha ToBa, KOMHUCHATA JONYEKA YYACTHHKA 0 110
AATATHIIHO y4acTHe B OOMIeCTBEHA NOphUKa upe3 chOupaHe Ha odepru ¢ obaea 1o 3011 ¢
npeaMeT ,,I3BEHrapaHnHOHHA TEXHHYECKa TIOANPHKKA Ha Tenedonan nenrpamm 8 YHCC u
nozeneHusa” o obocobena mosumus Nel.

KoMHucHSITA HPOXBJKE CBOSTA Ppafora ¢ H3BEPIIBAHE HA NMOAPO6HA NPOBepKA Ha
PEIOBHOCTTA HA NpeICTABEHNTe IEHOBH MPEIJI0KeHHs HA JONYCHATHTE 10 TOIH eTam
YYACTHHIM IPH KOETO YCTAHOBH CJIEIHOTO:

1. ,Ajidect* EOO/,

» O6ocoGena mnosamusg Ne3 - ,,AGoHAMEHTHAa HOAPBAKKA HAa TenedoHHA UEHTpPAIA
wPanasonic KX TD 12327 B 6iiox 23A-HHCKO TsJI0 M KadenHaTa TeJe)OHRA MpeKa HA
m’CCO”-YHCC >

69,00
as. oe3 JIC

Hpeptarana-exkemecedna aGoHaMeHTHA TaKea

VYYacTHHKBT € IIPEJICTABHI LIEHOBO IIPEIOKEHHE B KOETO!
- VYwuactaHuKa e oepnpai exemeceuna abonameHTHa Takca 6e3 JIZIC.
KoMucHsaTa YCTaHOBH, € 1IEHOBOTO MPEIOKEHHE Ha YIACTHHKA € IIONBIHEHO, ChIJIACHO
H3HUCKBAHMATA HA JIOKYMEHTALMTA 3a YIACTHE.

Criel M3BBPIICHATA IIPOBEPKA HA IIEHOBO IIPE/UIOMKEHHC HA YJACTHHKA, KOMHCHATA
YCTAHOBH, 4€ TO CHOTBETCTBA HA HMIICPATHMBHUTE M3UCKBAHMA HA 3aKoHa 3a OOIECTBEHHTE
MOPLYKK M HA YCIOBHATA HAa DBBH3NOKHTENA, CBIVIACHO MOKYMEHTALMATa 33 YJACTHE B
HACTOSIIATA IMPOIeAypa 3a Bh3/arane Ha odniecTBena nopepuka. C ornexn Ha TOBa, KOMHCHATA
JONYCKA YYACTHAKA JI0 MO HATATBHIIHO yJacTHe B oOIecTBeHATa IOphuka Io obocobeHa
mozmies Ne3.

2. ,Acan® EOO/L

> Obocodena mosunaa Ne2 — ,H3pLHErapaninnoHHA TeXHHYECKa NONAPHKXKA Ha
Teidedonnara neHTpata B YOB-Pasna, WiFi mpexara m obopyasane 3a
KOMYHHKANMOHHATA WH)PACTPYKTYpPAa H H3IPaxkJaHe Ha KOMILIEKCHO
TeaehoHHO oKaleasiBane”.

100,00
Jm, 6e3 JJ1C

IIpepnarana exeMeceyta aboHAMEHTHA TaKca

V4acTHUKBT € IpeICTaBHII IEHORO IIPETIOKEHHE B KOETO:
- Vuacrauka e odepupal exeMeceuna aboHaMmeHTHA Takca 6e3 JIJIC.
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Komucusra YCTaHOBH, Y€ LIEHOBOTO IPSIJIONKCHHE Ha yIaCTHHKA € IIOIIBIHEHO, ChI1IaCHO
H3HCKBAHUSTA HA JOKYMEHTANNATA 3a YIacTHE.

ClieX M3BBLPIIEHATa OPOBEPKA HA IIEHOBO NPEUIOKEHNE HA YYACTHHKA, KOMHCHATA
YCTAHOBH, Y€ TO CHOTBETCTBA Ha MMIIEPATHBHHTE H3MCKBaHHs Ha 3aKoHa 3a O0INECTBEHHTE
NOPBUKM M HAa YCIOBHATA Ha BEL3iOXKHTENS, -CBINACHO JOKYMEHTAIlMATA 33 YYACTHC B
HacTOsIIATa IIpoLieZypa 3a Bhajlarate Ha obIlecTBeHa nopbyka. C ornea Ha TOBa, KOMHCHATA
JONYCKA YYACTHHKA JO 10 HATATHIIHO y4acTHe B oOIIecTBeHATa MOpBUKa mo obocobeHa
mozuust Ne2.

> Q6ocobena mozumua Ne3 - ,,AGoHAMEHTHA MOXAPHKKA Ha TeJdedoHHAa HEHTpana
,Panasonic KX TD 1232” B 60k 23A-HucKo Tago u kKabeaHara TededoHHA
mpexa Ha [I’CCO”- YHCC”.

L _ e 97,00
Ilpenaarana exxemMecedHa A00HAMEHTHA TaKCA.
. | aB.6es JAC

V4aCTHHKET € NpeICTaBHII EHOBO IIPEANOKEHHE B KOSTO:
- VuacTHuka e odepupan exxemecedHa adoHameHTHa Taxca 6e3 JIJIC.
KomMucusaTa yCTaHOBH, 4e LICHOBOTO TIPEIOKEHHE Ha yJaCTHHKA ¢ IOMBJIHEHO, ChITIACHO
H3HCKBAHHATA HA JOKYMEHTALMATA 33 YJacTHe.

Crer H3BBpIICHATA OPOBEPKA HA LEHOBO IIPEAJTIOKCHHE HA YYACTHHKA, KOMHUCHSTA
YCTAHOBH, Y€ TO CHOTBETCTBA HA HMIIEPATHRHUTE M3UCKBAHHUS Ha 3aKoHa 3a OOIECTBEHHUTES
HOPHYKH M Ha YCIOBHATA HA DBE3MOKHTENA, CHIMACHO JOKYMEHTAllMATA 3a y4JacTHe B
HaCTOSIIATA TIPOLEAYpa 3a Bh3llarane Ha o01ecTBeHa nopbuka. C ornes Ha TOBa, KOMHCHSTA
JONVCKA YYACTHHKA [0 [0 HATATHIIHO yYacTHe B ofIIecTBEeHaTa Mophuka o obocobena
o3 Ne3.

3. ,PecnpoMxoMnierT* A/l

> Ofocobena nosunus Ne3 - ,AG0HAMEHTHA HOJAPHAKKA HA TeacdoHHA IeHTpaaa
»Panasonic KX TD 1232” B Gaox 23A-HHcKo Tay0 H KaledHata TeaedoHHA
mpexa va [1"CCO”- YHCC »

89,00
Jas. 0e3 JAC

Ilpefnarana eixeMecedHa a00HaAMEHTHA TAKCA

Y4acTHAKET € IPeJICTABKI ICHOBO NIPEAIOKEHUE B KOSTO:
- Vuactuuka e odepupan exxeMeceuna abonameHTHa Takca 6e3 JIJIC.
KoMucHATa yCTaHOBH, Y€ IIEHOBOTO IIpe UIoKeHHE Ha YIaCTHHKA € IONBIHEHO, ChIVIACHO
H3UCKBAHHUATA Ha JOKYMEHTAIMATA 33 yIaCTHE.

Cnen u3BbpLIEHATa IPOBEpPKa Ha IEHOBO INPC/UIOKECHHE HAa YYACTHHKA, KOMHCHATA
YCTAHOBH, Y€ TO CHOTBETCTBA HA MMIICDATHBHMTE M3MUCKBAHMS Ha 3aKoHa 3a OOINIECTBEHMTE
NOpPHIKM M Ha YCIOBHATA Ha BB3noKHUTENd, CHIIAacHO NOKYMEHTAIMATA 3a Y4YacTHE B
HACTOAIIATA Npolleypa 3a Bh3narane Ha odiuecTBeHa nopbaka. C orie[ Ha TOBa, KOMHCHATA
JONYCKA YJaCTHHKA NO 10 HATATHIIHO yJYacTHe B OOIIECTBEHATa NMOpBUKa Io obocobena
mmo3unusg Ne3.

12




4. ,Kourpaxc“ Al

» 0O60cobena mozanus Nel - ,,3BbHrapaHUHOHHATEXHHYECKA  IIOIPBAKKA  Ha
tenedonnn nentpaam na YHCC, WiFi mpexara u  obopyasaHe 3a
KOMYHHKAIIMOHHATA WHQPACTPYKTYpPa H  HITPaXkJaHe HA  KOMILICKCHO
TesedoHHO oKabennaBane”.

IIpepnarana exxeMeceuHa aG0HAMERTHA TaKca 940,00
pen se. 63 JIC

YYacTHHKBT € NpeicTaBUl ICHOBO NIPEAIOKEHHE B KOETO:
- YuacTHHKa € odepupan exxemeceuna abonaMenTHa Takca 6e3 JIJIC.
KoMucHATa YCTAHOBH, e ICHOBOTO IPEI0XKEHHE HA YYACTHHKA € IIOMBIHEHO, CHIJIACHO
H3HCKBAHMATA Ha MOKYMEHTAlMATA 38 yUacTHe.

Cie]y M3BLpIICHATA IIPOBEPKA HA LIEHOBO NpelNolkKeHHe Ha YYacTHHKA, KOMHCHATA
YCTaHOBH, Y€ TO CHOTBETCTRA Ha HMITCPAaTHBHUTE M3MCKBAHHA Ha 3aKOHA 32 0OIIECTBEHUTE
TIOPBYKM M Ha YCJIOBHSTa Ha BB3N0oXUTENd, CBHIMACHO NOKYMEHTAlMSAIa 32 Y4YacTHE B
HACTOAIIATA TIPOLEAYpPa 3a Bh3JIarane Ha obuecTBeHa opruka. C oriiel Ha ToBd, KOMHCHATA
JIOOVCKA YUACTHHKA 0 IO HATATHIIHO yYacTHe B obuiecTBeHara mopbuka I0 obocobena
no3umHs Nel.

B cLoTBETCTBHE ¢ pazmopeaduTe Ha i 72, an. 1 ot 3011, koMHCHSTA NPOABLIKH
paGoTa ¢ MpoBepKa HAa NpENA0KEHHATA B odepTHTe HA JONYCHATHTE YYACTHHUH 32
HANMYHE HA LEHOBO Mpe/IoKeHHe, KOeTO MOMJIEKH HA OLleHABaHe H e ¢ nopeve o1 20 Ha
€TO MO-HJArONPHATHO OT CPeAHATA CTOHHOCT HA NPEMICKEHHATA HAa OCTAHAIHTE
JMOIYCHATH YYACTHHIM I10 CHITHA MOKA3ATeN 32 OIeHKAa, IPH KOCTO YCTAHOBH CJIEXHOTO:

1. LAiidecr EOOJL - oTHOCHO MpejiaraHara exemecedHa abonaMeHnTHA Takea 0e3
JUIC 3a exennmure 000co0eHH MOZHITHHN:

» Q6ocobena mosumua Ne3 - ,AG0HAMEHTHA NOJAPLKKa Ha TeaedoHHA
nenrpaia ,Panasonic KX TD 1232” B 6mox 23A-Hucko Td10 H KabexHarta
teJedonHa Mpexka Ha [I”CCO”- YHCC .

Ilpeonoacenue na ynacmnura (Y) — 69 ne.bes J4C
Cpeona cmotinocm na ocmananume ywacmuuuu (X)— 93 ne.6e3 JJC

KomucHATa H3UHCIH pasiHKaTa MexIy MpelJIOKEHUETO Ha Y4YacTHHKAa M CpelHa
CTOMHOCT Ha OCTAHAJINTE YIACTHHIM IO (hopMyNaTa:
JOCY)/X]*100=A, kvoemo X e cpednama cmoliHOCm HG OCHQHAUME
yuacmuunu, Y e npednoscenuemo Ha yuacmuira, A e pa3nukama ¢ RpoyeRmu.
[(93 —69)/93]*100—=25,81%

Ha ocuoBanue wi. 72, ai. 1 or 3011, xoMucHsaTa pemn a2 nonrcKa IoApoOHa NHCMEHA
obocHOBKA 3a HAuWHA Ha o0pasyBaHe Ha TpexnaraHara LeHa oT ,Aifdect™ EOO]] mo
obocobena nosuimst Ne3 - ,, AGoHaMeHTHA TOAAPHKKA HA TestedoHHA I[eHTpana ,,Panasonic
KX TD 1232” B 6ok 23 A-nucko 10 B kaOenHata Tenedonna Mpexa ga [1"CCO”- YHCC”.

Komucusra pelm Oa HIpomBIDKH cBOATA paboTa ciiell moiydaBaHe Ha IHCMEHAaTa
000CHOBKA OT YYaCTHHIUTE YMHTO NPEIIOKEHNS ca ¢ moBeve oT 20 Ha cTO IO-0aroNnpUATHH
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OT CpefIHaTa CTOMHOCT Ha IIPeIJIOKEHUITa Ha OCTaHANKuTe ydacTHUIM. OG0CHOBKA 32 HAYMHA
Ha oOpasysaHe Ha othepupaHaTa IeHa CJIe[(Ba Jla Ce IPEACTaBH OT CIECAHUTE YIaCTHHIIH:
1. ;,Aiidect™ EOOJI - 0THOCHO nmpefnaraHara exxeMecedda abOHaMEHTHaA TaKca oe3 JIIC
3a caegauTe 000cO0EeHU TO3UINHN:
- O6ocobera mozuuust Ne3 - ,AGOHaMEHTHA IOJU(PHKKA HAa Tele(OHHA IEHTpalia
JPanasonic KX TD 1232” B 6nok 23A-HHCKO TsUI0 ¥ KaGenHaTa TeledoHHA
Mmpexa Ha [["CCO”- YHCC .

IIpunoxkenus:

1. Ipmuoxenue Nel — pasmedarka oT caiitTa Ha npousBoaurels Avaya
(www.avaya.com) Ha JIHIATA NPUTEKABamH cTaTyc ,JlapTHpop“ B bharapus, ¢
[0COYBAHE HA IIPHTEKABAHOTO HABO.

2. IDpunoxenne Ne2 — pasmedaTka Ha PHKOBOACTBO 3a ri00ajnHa NapTHLOPCKA
nporpama.

KOMUCHUIL:
INPEACENATEJI:
1. Paoocnae Kocmos «
— 2. excnepm, obujecmeeny nopouKu u mupzose 6 omoen “OuT™ ...

II. YJIEHOBE:
2. Banepu Juxnvoecku
- [Tupexmop na oupexyus ,, Hngopmayuonnu mexu

3. Buonema Mapunoea
— Hauannux cexmop ,, CHOMB“......cc.cco v v v e g eee mesppn oas aot aes sentes .

4. Jhoomuna Yarxvposa-Ilpucoesa ‘
— anasen wpuckoncyam 6 cekmop “Ilpasno obeayoceane” .. ... ... ... e

5. Aeop Hosues
- 2.excnepm obuecmeenu nopwvyuku u mupeose 6 omoen “OIl u T(/
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1 Avaya Edge Overview

Avaya EdgeSM is our worldwide channel program designed to support Avaya partners as they grow their
business; sell Avaya products, solutions, and services; achieve competency in leading-edge Avaya solutions;
and better compete in the marketplace.

This innovative, global program provides an opportunity for partners to differentiate their company in the
market, and gives unprecedented access to a comprehensive set of financial, technical, sales and marketing
beneéfits.

The program structure is based on partner-tracks, streamlined requirements, country location and three gem
levels: diamond, sapphire and emerald. {see diagram below)

The Avaya Edge Program Guide provides an overview of the Avaya partner program framework and
associated benefits. Links to additional documentation are included for further details. The Guide should be.
used to learn about the program competency model.and program levels, and the financial, technical and
sales and marketing benefits available.

For additional resources, please refer to Appendix A of this document.

1.1 Avaya Edge Program Structure
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1.2 Program Objectives

Avaya partners are highly valued and critical to our success. That's why we make significant investments in a
partner program that rewards partners for their commitment to Avaya and the value our partners deliver to
customers. '

Avaya Edge is deéigned to support our partners by:

Enabling you to deliver an exceptional-customer experience

Rewarding partners for value, competency, growth and customer satisfaction

Supporting a partner’s go-to-market model based on their targeted customer segments and expertise
Improving Avaya's level of coverage, consideration, and closure

Streamlining requirements and reducing administrative complexity
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¢ Simplifying the program
e Helping you grow your business in software, services and cloud- based solutions

1.3 Key Features of Avaya Edge

A single channel partner program with a global brand, Avaya Edge:

e Recognizes specific partner models, including Enterprise Value Added Resellers (VARs), SMB/MM
VARS, Direct Market Retailers (DMRs), Systems Integrators (Sls), Service Providers (SPs), and
Cloud / Managed Services.

« Offers simplified partnership requirements that ease on-boarding of new partners or new partner
personnel.

¢ Includes a streamiined solution-based competency model that reduces training course counts and
hours, and lowers costs.

« Delivers discounts that increase with partner commitment and capability, as measured by partner
level achievement.

¢ Implements aggressive deal and growth incentives to reward the development of new business and
customers in certain markets.

Provides partners with market development funds to improve coverage, consideration, and closure.
Keeps customers’ success and satisfaction at the heart of the program.

2 Partner Levels

Avaya Edge offers three program levels to reward RS S
partners for their value and competency. Higher gem !

levels offer more rewards in terms of resources/benefits | Gem
to partners. Levels

! Sapphlre

Partners enter the program at the Emerald level.
Higher program/gem levels, Sapphire and Diamond, are
available to partners who meet product and service : Emerald /

revenue, authorizations and customer satisfaction i
thresholds. Partners are required to maintain their
revenue, authorization and CSAT as outlined in the sections below to maintain their desired gem level and
associated program benefits.

Partner requirements vary slightly based on the country group or “Zone” in which the company operates.

Partner Levels are valid for a maximum of six months. Twice per fiscal year, Avaya will evaluate all partners
o determine if any adjustments are needed in their program level. In addition to the bi-annual review cycle,
Avaya will assess upward movement on a monthly basis, based on the preceding 12 months' revenue and
customer satisfaction results, along with current competencies. Benefits begin accruing the month following
the one in which the partner level is increased.

For partners who are transitioning from the Avaya Connect Partner Program, a comparison of the Avaya
Connect to Avaya Edge partner levels is provided in the table below. Avaya systems may show gem levels
or medal levels during the transition to Avaya Edge.

¥ I Avaya Connect Avaya Edge - o

oPlatinum 1 Diamond
v | Gold i | Sapphire

rSilver tRetired (Merged into Sapphire)
| Authorized | Emerald
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2.1 Tracks Overview

o e et e
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Avaya is pleased to announce the introduction of tracks %Trac’ks I Hi -
as a framework for how partners achieve their desired | | Enterprise VAR [ SMBMUM VAR . |
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gem level and associated benefits. We recognize that s
DMR

our charinel partners are not “one-size-fits-all’, and that i SUSP }I ]I

partners uniquely serve different customer segmentsin . “} L

the market place. We have evolved the partner program : [; o H
i Cloud/Managed 2 Distributor |

to better align with our partners go-to-market business :
model versus the products they sell. 1 e S e

Effective 1 October 2016 through 30 September 2017, Avaya Edge Resellers, Service Providers, System
Integrators, and Direct Market Resellers (DMRs) in all theatres will be mapped to a track. Partners will be
assigned to a track at the end of Avaya’s prior fiscal year which will remain set for the balance of the new
fiscal year unless their business model changes. Partners will be assigned to one single track only.

2.2 Tracks Details

The new partner program includes tracks that reflect a partner's overall business model:

e Partners cannot participate in more than one Avaya Edge program frack.

e Partners are assessed, typically in October, at the end of the fiscal year when September revenue
results are final and available to prepare for the next fiscal-year cycle. Avaya's fiscal year is October
of the initial calendar-year through September of the following calendar-year.

+ Partners are also assessed for gem level adjustments mid Avaya Fiscal Year (April timeframe).

» Newly on-boarded partners will default to ‘Pending Assignment’ track classification. Classification
will be assigned based on “Target Market Segment” as supplied on the partner application.

s Avaya's partner segmentation process is automatic. No action is required on the part of the pariner
or the partner's channel account manager to initiate classification.

e Avaya will notify partners of their track in early November. This information will be included in the
same email informing them of their FY17 Avaya Edge gem level.

2.3 Enterprise and SMB/MM Value Added Reseller Tracks Classification

Avaya will assess partners using a number of factors to determine which track best reflects their business
model and targeted customer segment. There will be geographic variance on how the criteria are applied.
Below is a list of factars that will be used to determine Enterprise and SMB/Midmarket VAR assignments:

- Percentage of Avaya product revenue sold to customers with less than 1000 users in comparison to
their total product results (US/CALA/Canada)

-  Enterprise Team Engagement (UC)/Enterprise Customer Engagement (CC) Sales Authorizations
(EMEA and APAC)

- Focus on Avaya named accounts

- Primarily focused on government entities (varies by state/country)

- Networking only partners carrying Networking Sales Authorization

- Video only partners carrying Video Sales Authocrization

- QOpen portfolio product sales

Note: not all criteria will he used in all theatres
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The table below shows the criteria used for the FY17 Enterprise and Mid-Market/SMB partner tracks
assessment:

2.3.1 US/Canada/CALA

Enterprise SMB/MM VAR
VAR Track Track

>50% revenue over 1,000 user segment v
>50% revenue under 1,000 user segment v
Networking only partners carrying Networking Sales v
Authorization
Open/ Unrestricted portfclio product sales only v
Sells to Avaya Named Accounts v

Services Partners v

* Assignment to track varies by state/country for partners primarily focused on
government/education/medical verticais.

e Networking only partners are defined as partners with over 90% of their overall revenue in Avaya
defined “Networking” who also carry a Networking Sales Authorization.

» Partners in the Midmarket VAR track whose revenue predominantly moves to the over 1000 user
segment will be moved into the Enterprise VAR track by Avaya immediately. The partner gem level
will be re-assessed based on that track criteria.

» Services Partners are defined as partners with over 90% of their overall Avaya revenue in Services1.
In cases where the partner Link 1D is part of a larger partner hierarchy, the parent account must also
meet the same criteria having over 80% of their overall Avaya revenue in Services. For purposes of
Sapphire or Diamond gem level revenue evaluation, a partner must have greater than 10% of their
overall revenue from product sales. If a partner does not meet this requirement, the partner will
remain at Emerald level.

¢ The decision to classify a partner as an Enterprise VAR or MM/SMB VAR is at Avaya’s sole
discretion.

2.3.2 EMEA/APAC

Enterprise SMB/MM VAR

VAR Track Track

Enterprise Team Engagement {UC)/Enterprise Customer v

Engagement (CC) Sales Authorizations

SME Sales Authorizations' v v
Networking only partners carrying Networking Sales v

Authorization

Open/ Unrestricted portfolio product sales only
Video Only partners carrying Video Sales Autherization
Services Partners v

AR

Services revenue includes maintenance plus subscription upgrades on an annualized contract basis,
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« 'Partners who hold only Midmarket/'SME sales authorizations and who do not hold the Enterprise
Sales Authorizations UC/CC will be placed in the SMB/MM VAR Track

o Networking only partners are defined as partners with over 90% of their overall revenue in Avaya
defined “Networking” who also carry a Networking Sales Authorization.

e Services Partners are defined as partners with over 30% of their overall Avaya revenue in Services’.
In cases where the partner Link ID is part of a larger partner hierarchy, the parent account must also
meet the same criteria having over 90% of their overall Avaya revenue in Services. For purposes of
Sapphire or Diamond gem level revenue evaluation, a partner must have greater than 10% of their
overall revenue from product sales. If a partner does not meet this requirement, the partner will
remain at Emerald level.

« Twice a year (starting April 2017}, partners may move between Midmarket VAR and Enterprise VAR
tracks.

= |f a partner moves from the Enterprise VAR track to Midmarket track their Enterprise UC/CC sales
authorizations will be removed.

s [f a partner in the Midmarket VAR track wishes to commence selling Enterprise UC or CC, local
approval is-required to move tracks. Transition to the Enterprise VAR track will occur the same
month the partner receives their Enterprise Sales Authorization. The partner gem level will be re-
assessed based on that track criteria.

e The decision to classify a partner as an Enterprise VAR or MM/SMB VAR is at Avaya’s sole.
discretion.

2.4 SI/SP and Direct Market Reseller (DMR) Tracks Classification

« SI/SP and DMR partners are put in the track that reflects their business model and not the products
or solutions they sell.

2.5 Tracks Requirements

r"“““’ T T T T LI

; | Requirements ° Credentlals ! :

é TotalRevenue |1 i Avaya Edge had three requirement categories: Credentials,
i _ Product Services$ | i Revenue, and Customer Satisfaction. Each s described

i Ctl it - — _‘“(i l . - 3

3 Customer Satisfaction | | .= in the following secthns.

2 A

2.6 Revenue Requirements for all Tracks

In order to earn a higher gem level, partners must meet minimum revenue requirements. These
requirements are based on their Product and Services revenue on a rolling 12 month basis. Revenue is
stated in Partner Program Value (PPV — details in Appendix B). With Avaya Edge, product revenue as well
as service revenue count toward the partner’s revenue achievement. Product revenue includes hardware
and software. Services revenue includes maintenance plus Subscription upgrades on an annualized
contract basis.

Each track has unigue reventle requirements as stated in the table below:

Services revenue includes maintenance plus subscription upgrades on an annualized contract basis
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Country Zone 1 United States

Gem Level

Diamond

Enterprise

VAR
$5,000,000

SMB/MM VAR

$2,200,000

SI/SP
$6,000,000

$3,500,000

Sapphire

$1,200,000

$425,000

$2,500,000

$1,600,000

coming Q1

Country Zone 2 See section 2.9 for country details

Gem Level

Diamond

Enterprise
VAR

$2,500,000

SMB/MM VAR
$900,000

SI/sP
$4,000,000

$2,200,000

Sapphire

$600,000

$300,000

$1,600,000

$1,000,000

coming Q1

Country Zone 3 See section 2.9 for country details

Gem Level

Diamond

Enterprise
VAR

$1,200,000

SMB/MM
VAR

$500,000

$2,000,000

$1,5900,000

Sapphire

$200,000

$150,000

$800,000

$880,000

coming Q1

“Fiscal Year Product Revenue” is the sum of a pariner's Fiscal Year product purchases at partner program
value (PPV). The partners’ Reporting Link ID is used to capture their revenue. See Appendix B for further

details.

Note: Emerald level partners must adhere to the Avaya Edge Minimum Reguirements Policy which
establishes the minimum level of productivity that Avaya channel partners are required to achieve to continue
as an Avaya Partner within the Avaya Edge Program. See section 5 Minimum Requirements for full details.

2.7 Customer Satisfaction Surveys (CSAT) Requirements for all Tracks

The Customer Satisfaction Survey is provided to assist our partners in managing their customer
relationships. Avaya contracts with a third party research vendor, Walker Information, to solicit feedback

from customers who have purchased from our participating partners throughout the year.

Although participation is optional, partners are required to produce a minimum number of customer surveys
and achieve stated satisfaction scores in order to earn a Sapphire or Diamond program level. See table
below for survey counts and score requirements.

Details on the no-cost Customer Satisfaction Survey program can be found in the Satisfaction Survey

Program Guide®.

3 hitps://sales.avaya.com/documents/1389572194606
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Customer Satisfaction Survey Responses

Number of Survey Responses Required

Partner Level Average Mean Score

Zone 1 Zone 2 Zone 3 Required
Diamond 20 12 8 3.5
Sapphire 8 6 5 35
Emerald 0 0 0 N/A

Partners who operate in‘a country that is part of a country sub-group may meet the gem level CSAT
requirements by aggregating resuits across the sub-group.

For details on other satisfaction programs associated with Avaya Service Authonzatlons such as
Implementation/Maintenance Satisfaction, see the Customer Satisfaction Policy Guide®.

2.8 Sales Authorizations and Competency Requirements

To sell Avaya solutions, there are a minimum number of sales and design credentials required of the partner
at a country level. Partner Sales Authorizations or "Right to Sell” is a gem level requirement of Avaya Edge.
Sales Authorization is generally achieved by earning two Avaya Professional Sales Specialist (APSS, or
“Sales Specialist”) credentials in every solution sold, per country and one Avaya Professional Design
Specialist (APDS, or “Design Specialist”) for every solution sold. Some solutions may not have a désign
requirement.

Implement credentials certify that a candidate has achieved an enhanced level of proficiency focused on
installing, configuring, and troubleshooting a specified Avaya product or preduct family. Implement
credentials ensure that the specialist can implement, validate and troubleshoot the installation of a single
product, single system or product family.

Refer to the Avaya Professional Credential Program Overview® for detalls on the credentials available from
Avaya Learning and to the Avava Solutions Authorization Policy Guide® for details on how these credentials
map to partner autharizations on the various Avaya solutions.

The sales authorizations and implement credential requirements vary by track as outlined in the sections
below. Where an implement reguirement is in place, it must correspond to one of the Partner Sales
Authorizations held. |

4 hitps:/fsales.avaya.com/documents/1399572194606

5 https://www.avaya-learnirig.com/Ims/ assets/quides/Credential Program Overview.pdf

6 hitps:f/sales.avaya.com/documents/1399552212704
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2.8.1 Competéncy Requirements for Enterprise VAR, SI/SP, and DMR Tracks

‘The table below illustrates the minimum levels for Enterprise VARs and SI/SP’s. DMR’s carry the same
minimum number of sales authorizations but are exempt from the Implement credential requirements.

Min # of *Min # of

Gem Level Partner Sales Implement
Authorizations Credentials

Diamond .
Sapphire 2 1

» Implement credentials must correlate to sales authorization solution area. See section 2.9 for eligible
implementation credentials. '

« Forthe purpose of earning an Avaya gem level, Sales Authorizations and Implement Credentials
need to be held in the same country (same PRM Link ID}.

» Networking-only partners with over 90% of their overall revenue in Avaya defined “Networking” who
also carry a Networking Sales Autherization require only one implement credential in Networking for
Diamond level.

2.8.2 Competency Requirements for SMB/MM VAR Tracks

In order to earn Sapphire or Diamond gem level, partners.in the SMB/MM VAR track are required to carry the
Midmarket Team Engagement (SME Communications) sales authorization and the equivalent
implementation credential. In addition they must carry at l[east one more sales authorization to earn
Diamond status. See chart below:

Min # of Min # of
Gem Level Partner Sales Implement

Authorizations Credentials

Diamond
Sapphire 1 1

e For the purpose of earning an Avaya gem level, Sales Authorizations and Implement Credentials
need to be held in the same country (same PRM Link ID).

2.8.3 Eligible Sales Authorizations

Below is the list of Sales Authorizations that can be leveraged for to earn a gem level in Avaya Edge.

A » atio F B R

Enterprise Team Engagenient (UC)
Enterprise Customer Engagement (CC)
Midmarket Team Engagement

(SME Communications)
OnAvaya-Google Cloud Platferm
Avaya |P Office Contact Center

Avaya Contact Center Select
Networking

Pod FX

Video (Scopia Endpoints) ®

AN ENENENENENERNRENEN

AN RNRNEN ANEN LN RN AN

SNENENENENENEENNENRN -

RURNENENENEN
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' US/Canada/CALA only
2 Required for SMB/MM VARs Sapphire/Diamond gem levels

¥ Scopia Endpoint sales authorization requirements are a subset of the full Scopia sales authorization
requirements. Scopia Endpoint authorization is accepted as an eligible sales authorization for all tracks.

2.8.4 Eligible Implementation Credentials

Implementation Credentials are a Gem Level requirement of Avaya Edge.

Below is the list of implementation credentials leveraged for Gem Level by Avaya Edge. See tracks
information for the number of credentials required for partners desired Gem Level. The implementation
credentials leveraged for gem level are required to map to the corresponding Sales Authorization.

Note: each entry in the table below is a separate implement credential. The list includes some credentials
that have retired so can no longer be taken, but are still valid until they retire. It is not necessary to have all of
the implement credentials in any section, for example with Enterprise Customer Engagement, some partners
may focus on Avaya Aura Contact Center, and others may focus on Avaya Aura Call Center Elite. Either of
these two implement credentials (6202 or 3304) map to Enterprise Customer Engagement (CC) Sales
Authorization.

Enterprise Team Engagement

Credentlal Code | Description

ACSS ~ 3101 + ACSS - Avaya Aura® Session Manager and System Manager PLUS ACIS -
ACIS — 6002 Avaya Aura® Communication Manager and CM Messaging — Embedded (R6.x)
ACIS - 7120 ACIS - Avaya Aura® Core Components

Enterprise Customer Engagement |
Credential Code | Description |
ACIS — 6202 ACIS - Avaya Aura® Contact Center ‘

ACSS — 3304 ACSS - Avaya Aura® Call Center Elite
Midmarket Team Engagement*
Credential Code | Description

AIPS — 4000 AlIPS - Avaya IP Office™ Platform™*
OnAvaya-Gibogle Cloud Platform

Credential Code | Description

AIPS — 4000 AIPS - Avaya IP Office™ Platform**
IP Office Contact Centre

Credential Code | Description
ACSS - 3003 ACSS - Avaya IP Office™ Contact Center

ACIS — 7750 ACIS - Ava a [P Office Contact Center
Contact Centre Select

Credential Code | Description

ASPS — 5000 ASPS - Avaya Contact Center Select
Networking

Credential Code | Description

ACIS — 7590 ACIS - Avaya Fabric Networking Solutions
ACIS — 7591 ACIS - Avaya Mobility Networking Sclutions
ACIS - Avaya Ethernet Routing Switch 8000 and Avaya Virtual Services Platform
ACIS — 6103 9000
ACSS - 3600 ACSS - Avaya Ethernet Routing Switch
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ASPS — 5400 ASPS - Avaya Stackable Ethernet Routing Switch and Virtual Services Platform

Credential Codé | Description

ACIS - 7593 Avaya Pod Fx™

Credential Code | Description

ACSS — 3103 ACSS - Avaya Scopia® Solution
ASPS - 5102 ASPS - Avaya Scopia® Endpoints

*Required to achieve a gem level in the SMB/MM track

** AIPS 4000 is a pre-requisite for the new ACIS — 7790 Midmarket Team Engagement Solutions which is
why the 7790 is not listed.

2.9 Geographic Zones.

Based on the size of the local market opportunity, countries are placed into one of three groups, for which
requirement conditions differ.

Country Group Definitions

Country Zone 1 Country Zone 2 Country Zone 3

North

America us Canada

Israel, Middle East, North Africa, South
Africa, Sub-Sahara Africa, Pakistan,
Central/Eastern Europe, Commonwealth
of Independent States (CIS),

EMEA Russia, Western Europe

Brazil, Mexico, Southern Cone, Andean

CALA Region, Caribbean and Central America

Greater China, British Indian Ocean
Territory, Brunei Darussalam,
Japan, India, South Cambodia, Indonesia, Korea, Lao
Pacific People's Democratic Rep., Malaysia,
Myanmar, Philippines, Singapore,
Thailand, Timor-Leste, Vietnam

APAC

Country Sub-Group Definitions

Sub-Group Countriés

Western Austria, Belgium, France, Germany, Ireland, ltaly, Luxembourg, Monaco,
Europe Netherlands, Portugal, Spain, Switzerland, UK

EMEA

Bahrain, Iraq, Jordan, Kuwait, Lebancon, Oman, Palestine Territory, Qatar,

Middle East Saudi Arabia, United Arab Emirates and Yemen
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Sub-Group Countries’

Adriatic Region, Bulgaria, Croatia, Cyprus, Czech Republic, Denmark,
Central/Eastern | Estonia, Finland, Greece, Hungary, Iceland, Latvia, Lithuania, Macedonia,
Europe Malta, Moldova, Montenegro, Norway, Poland, Romania, Serbia,
Slovakia, Slovenia, Sweden

Armenia, Azerbaljan, Belarus, Georgia, Kazakhstan, Kyrgyzstan,

Cis Tajikistan, Turkmenistan, Ukraine

North Africa Algeria, Egypt,Lybia, Morocco, Tunisia, Turkey

Sub-Sahara Angola, Benin, Burkina Faso, Botswana, Burundi, Cameroon, Cape Verdi,
Africa Chad, Ethiopia, Equatorial Guinea, Kenya, Martinique, Mauritius,

Namibia, Nigeria, Rwanda, Senegal, Tego, Uganda, Zambia, Zimbabwe

Southern Cone | Argentina, Bolivia, Chile, Peru, Paraguay, Uruguay

Anguilla, Antigua, Aruba, Bahamas, Barbados, Barbuda, Belize,
Bermuda, Bonaire, Cayman Islands, Costa Rica, Curacao, Dominica,
Caribbean and | Dominican Rep., El Salvador, Grenadines, Grenada, Guadeloupe,
CALA Central Guatemala, Guyanas, Haiti, Honduras, Jamaica, Martinique, Montserrat,
America Nevis, Nicaragua, Panama, Puerto Rico, St Kitts, St Lucia, St Martin, St
Vincent, Suriname, Trinidad, Tobago, Turks and Caicos, Virgin
Is.(British), Virgin Is.(US)

Andean Region | Colombia, Ecuador, Venezuela

American Samoa, Australia, Cook Islands, Fiji, French Polynesia, Guam,
South Pacific Kiribati, Marshall Islands, Micronesia, Nauru, New Caledonia, New

Zealand, Palau, Papua New Guinea, Samoa, Solomon Islands, Tonga,
APAC Tuvalu, Vanuatu

Greater China China, Hong Kong, Macau, Taiwan

India Bangladesh, Bhutan, India, Maldives, Nepal, Sri Lanka

2.10 Geographic Designations

Geographic Coverage Designation (GCD)

Avaya partners operating in multiple countries or theatres may qualify for a uniform gem level across an
entire sub-group based on earning it in one country. If their breath of experience extends to theatre level,
they may qualify for a theatre designation. And for partners whose breath of reach and experience extends
across the globe, they may be able to achieve a global designation, which may give Diamond level benefits
worldwide.

If the partner does not qualify for these designations, they receive pricing based on their partner level in each
country.

The Geographic Coverage Designation is designed to:

» Promote a partner’s breadth of presence and competency within a geography to our Customers. Global
GCD indicates a partner's ability to address Customer needs wordwide with a level of credibility, skill
and competency.
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* Allow partners to enjoy benefits across a geography when they have met certain geographic coverage
requirements. Global partners can earn extracrdinary benefits across a geography when they meet both
geographic coverage and volume of business requirements.

The Geographic Coverage Designation element of the Avaya Edge Program requires partners to comply with
all of the Avaya Edge authorization policies:

« It does not authorize a partner in all countries in the theatre or the globe.
s It does not exempt a partner from any of the Solution Authorization Policies except where noted.

= |t does not make any statements about the partner's ability to deliver services across the theatre or
globe.

+ Partners will be re-cerified each year for their GCD.

s Partners must still follow all services policies.

Country Sub-group

Patrtner Levels are awarded based on country or country sub-group. This means that a partner may
qualify for a uniform gem level across an entire sub-group based on earning it in one country. In this case,
the partner is assigned and can promote their gem level throughout the sub-group in all countries in which
they hold a valid Sales Authorization (see Sales Authorization Section). This allows partners to benefit in
multiple countries in the sub-group from the gem level earned in one country. {See “Geographic Zones™ for
information on the Avaya Edge sub-groups.)

Sub-Group Requirements

« Sapphire or Diamond gem level in any country in the sub-group

Sales Authorized in any other countries in the sub-group
Subgroup Benefiis

e The highest gem level Is awarded in all countries in the sub-group in which the partner is at a
minimum sales-authorized on one of the solutions outlined in Section 2.8.3

Theatre Designation
Theatre Designation Requirements

EMEA, CALA, APAC:
s Atleast 1 Diamond Country AND...
» Atleast 2 Other Sapphire (or higher) Countries AND...
» At least 3 Other Sales Authorization Countries AND...
» Sales Authorization in 3 separate subgroups (for example, Western Europe/Eastern Europe/Central
Europe).

North America (Canada and US):
¢ Atleast 1 Diamond country and at least 1 Sapphire in the other country required for Theatre
Designation.
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Theatre Benefits

s Theatre Designation — Partner receives Theatre Geographic Coverage Designation for external
usage with our Customers.

s Thealre-wide Diamond Status — Awards the partner with Diamond level in all countries in which they
are fully Sales Authorized in at least one Avaya solution set (UC, CC, SME, or Networking).

Global Designation
Global Requirements

Partner must be fully Sales Authorized in at least one Avaya solution set (UC, CC, SME, or Networking) in at
least 15 countries worldwide spanning all 4 theatres.

Avaya Edge Sapphire or Diamond status in at least 2 subgroups and spanning at least 2 theatres (having
achieved such gem status prior to any in-theatre or in-country manual overrides in Salesforce/PRM by Avaya
Edge theatre leads).

Global Benefits

Global Designation — Partner receives Global Gecgraphic Coverage Designation for external usage with our
Customers. |
Global Account Support — Ability to participate in Global Accounts Program.
Walker Process CSAT Exemption — Allows partner to provide their own CSAT surveying capability rather

than use the Avaya (Walker) CSAT surveying capability.

Worldwide Diamond Status

Partners who meet the above requirements for a Global Designation and supply $50M in Global Revenue
(preduct + services net) to Avaya will qualify for this final threshold of benefit. Worldwide Diamond Status |
awards the partner with Diamond Level benefits in all countries in which they are Sales Authorized— |
including Diamond-level pricing for all purchases.

Please address any queries to AvayaEdge@avaya.com

2.11 Program Leve! Promotions, Demotions and Suspensions

Promotions and Demotions

Avaya Edge promotions cceur on a monthly basis. The cut-off point for data assessment for a promotion is
the third Monday of the month. Revenue data examined for promotions is always for the 12 month period up
to the last day of the previous menth. For example, if a partner is aiming to be promoted December 1, the
revenue examined for the Dec 1 promotions will be for the 12 months up to October 31. CSAT,; Credentials;
and Authorizations will be examined as per the third Monday in November.

On December 1 the promotion will be seem first in the PRM system. The second Monday of December is the
“effective date” of the new level and is also the date on which Avaya Edge financial benefits associated with
that new level are effective and become available to the partner.

The gem level truing-up process occurs twice a year—in the October and April cycles (shown bolded and
yellow-highlighted in table below). Promotions take place on a monthly basis; however demotions only take
place twice per year with the gem level fruing-up process.

Avaya strongly recommends that partnars maintain credential and CSAT levels above the minimum
requirements to avoid any unforeseen shortfalls. Additionally, it is important to note the processing time for
gem entitlement can take several days to update on all applicable systems. Therefcre Avaya recommends
sufficient time is allowed to ensure this percolation from the system of origin (Avaya Learning/Walker) to the
Avaya PRM System. The dates below are the dates by which the credentials and CSAT must be present in
the Avaya PRM system.

AVAYA Ed g e Avaya.com/Avaya-Edge ) 16

Avaya Inc. — Proprietary & Confidential.
Use pursuant to the terms of your signed agreement or Avaya policy.




2017 schedule for Avaya Edge gem level assessments:

Date By Which
CSAT/Credentials
Must Be Met For
Promotion (Third

Date On Which
Financial Benefits At
New Gem Level Are

Effective (Second

Date On Which
Partner’'s PRM Account
Record
Updates With New Gem

Date By Which

Revenue Must Be Met
For Promotion

Monday)

Level

Monday)

30 September2016 17 October 2016 1 November 2016 14 November 2016.
31 October 2016 21 November 2016 1 December 2016 12 December-2016
30 November'2016 19 December 2016 1 January 2017 S January 2017
31 December 2016 16 January 2017 1 February 2017 13 February 2017
31 January 2017 20 February 2017 1 March 2017 13 March 2017
29 February 2017 20 March 2017 1 April 2017 10 April 2017

- 31 March 2017 17 April 2017 1 May 2017 8 May 2017
30 April 2017 15 May 2017 1 June 2017 12 June 2017
31 May 2017 19 June 2017 1 July 2017 10 July 2017
30 June 2017 17 July 2017 1 August 2017 14 August 2017
31 July 2017 21 August 2017 1 September 2017 11 September 2017
31 August 2017 18 September 2017 1 October 2017 9 October 2017~
Track Changes
Partners who move tracks will be re-assessed on the month they move tracks based on their new track
criteria.
Suspensions

Avaya partners must consistently maintain all requirements for their desired gem level (or program status)
during the fiscal year. Failure to:maintain these requirements may result in a review of the partner’s status as
an Avaya Partner in Good Standing and possible suspension. Pariner in Good Standing is typically a pre-
requisite of eligibility to participate in Avaya's financial incentive programs, so failure to retain Partner in
Good Standing may result in suspension. of these benefits.

2.12 Program Level of Partner Affiliates

Only the party to the reseller agreement may receive the Avaya Edge partner gem status. In rare instances,
Avaya has allowed affiliates, but they must first meet the contractual definition of an “affiliate” and actually be
called out as such in the reseller agreement. Typically, if the companies involved are separate legal entities,
then each is required to execute their own individual reseller agreement with Avaya. In this case, each
company would need to meet the requirements for the Avaya Edge gem status they desire based on their
own merits under the program. ’

For example, in order for the Diamond program status of partner.company ABC to flow to their affiliate
company DEF, DEF must he included in ABC's reseller agreement as an affiliate. Avaya Edge cannot
recognize the affiliate company with Diamond status -- even if there is a legal arrangement or common
ownership between the two companies — unless DEF is referenced as an affiliate in the reseller agreement
signed by the ABC “parent” company. Avaya Edge treats all parties to a single Avaya reseller agreement as
one company.

2.13 Support Select Designations

The Support Select designation recognizes-partners that have invested in creating solution-based support
services practices. These partners provide quality service delivery and expertise to meet the support
requirements of our joint customers.
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Support Select is an optional program:; it is not required for authorization or partner level achievement for
Avaya Edge partners woridwide.

The Support Select designations were created to align with the Co-Delivery areas. To earn a Support Select
designation, the partner must meet these criteria:

e Achieve co-delivery authorization (“Authorization to Maintain”) for all of the products that make up
the solution: See the Co-Delivery Compliance Policy’ guide for full details.

. Achleve 1 incremental support credential per product, as outlined in the Support Select Policy
Gmde

3 Avaya Edge Program Benefits

Avaya Edge is designed to support and reward Avaya partners as they grow their business, demonstrate
their expértise to sell Avaya products, solutions and services, and deliver an exceptional experience to
customers. Scaling to.reward partners for their increasing levels of competency, benefits fall into three broad
categories— financial, technical, and sales and marketing. Benefits are cumulative, so partners receive all
the benefits of the preceding partner levels. The tables below highlight key benefits and we encourage
partners to speak with their Avaya channel team to determine how they can best [everage them.

Program Benefits by Paritner Level

Avaya Edge provides several financial benefits that suppert partners as
they build their business and rewards partners as they achieve growth
targets. All backed by pian —driven marketing development funds
designed to deliver high ROI.

Financial Emerald Sapphire Diamond

Partner Level
Discounts
Global Demo
Purchase Program v v v
GDPP

Deal Registration _
(Americas and v v v
Europe)
Market Development

Funds (MDF) Y d v
Solution Growth v
Rebates
New Product

Introduction Rebate g v v

7 hitps://sales.avaya.com/documents/1389552194788

8 hitps://sales.avaya.com/docurnents/1399575932086
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v Co-
Partner Co-delivery v Co-Delivery Delisgry v" Co-Delivery
Pricing partners only partners only partners only
Retall Maintenance | ygonly | vuSonly | v USonly
Commissions
v

Partner Performance Diamond co-
Incentive (PPI) delivery

partners only
Partner Growth v
Performance Rebate

Avaya Edge partners have access to full suite of techncial tocls and
resources that support partners as they design, propose and support
their customers including these benefits in the table below.

Technical Emerald Sapphire Diamond
TechniCenter v v v
Qvidian Proposal v v v
Automation (QPA)

RFP Support v v v
Global Requirements

Integration Process v v v
{(GRIP) Input

No Cost Online

Sales & Design v v v
Courses

Customer Inventory v v v
Reports

Experience Avaya v v v
{trials and demos)

No Cost Service v

Assessment

Design Central

Avaya is committed to supporting our partners throughout the customer
journey. Sales and Marketing resources include digital demand
generation campaigns, best in class executive briefing centers, and a
global partner helpdesk to name a few.

Sales and
Marketing

Partner Helpdesk v
Lead Generation v v v
Content Syndication v v v

Emerald Sapphire Diamond
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Sales and

Marketing Emerald Sapphire Diamond

Partner Relationship

Manager (PRM) v v v
Partner View Tool
Partner in Customer v v v
Excellence
Avaya Financial v v v
Services
Avaya Customer v v v
Gallery
Account Manager v v v
Support
Press Releases
Global Branding v v v
Partner Appreciation v v v
Kit
Partner
Finder/Partner v v v
Laocator
Opportunity v v v
Registration
Executive Briefing v v v
Center
Federal & GovEd

v v
Agent Program US only US only
Briefing Edge v

Access

3.1 Financial Benefits

Partner Level Discounts

Avaya rewards partner commitment and capability with discounts that increase as partners achieve a higher
Avaya Edge partner level. Discounts are applied automatically, whether the partner purchases directly from
Avaya or through a distributor.

Note: actual discounts may vary for partners buying through distribution, as these are subject to negotiation
with the distributor.

Market Development Funds (MDF)
Discretionary co-investment funds are available to partners on a case-by-case basis for specific marketing
and/or business development activities. Eligible activities vary by theater and may include tralning, demo
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equipment, sales incentives, MarketLeaders, seminars/webinars, and other business develepment or
demand generation activities. All partner levels are eligible for MDF investment based on business case
evaluation. Partners seeking MDF funding should work with their Avaya Channel Account Manager (CAM). |

Global Demo Purchase Program (GDPP)

Partners can purchase Avaya equipment for demonstration purposes at a significant discount. This program
offers access to new systems and upgrades for Avaya’s strategic solutions, for the purposes of
demonstrating Avaya soluticns to end customers.

Deal Registration Program

The Deal Registration Program is a partner margin enhancement program that rewards partners with an
attractive financial incentive for hunting and closing incremental revenue opportunities with Avaya. It also
enables partners to engage Avaya resources earlier in the sales cycle. All Emerald, Sapphire, and Diamond
level partners are eligible for this financial incentive program. The first partner to register the opportunity in
PRM will be awarded the Preferred Partner status (under the Opportunity Registration Program). The deal
registration discount will only be provided to the Preferred Partner. Deal Registration is currently offered in
the Americas and Europe. Preferred Partner Status is discussed further under ‘Opportunity Registration’.

Growth Performance Rebate

Avaya rewards partners committed to growing their Avaya business in fiscal-year 2017 with a new, easy-to-
understand growth rebate program. All Diamond partners are eligible to participate and have multiple
opportunities to earn a rebate during the year. Rebates are paid on all partner revenue growth (product and
services) year-over-year. Additional rebate programs will get introduced later in the first quarter to reward
focused growth with Avaya solutions and new products and will be available to all Avaya Edge partners.

Co-Delivery Pricing
Co-Delivery partners are entitled to favorable Co-Delivery pricing, as long as the partner is compliant with all
partner program policy and Co-Delivery requirements,

Retaif Maintenance Commissions (US Only)

Avaya will pay Retail Maintenance Commissions (RMC) based on the Net Contract Value (NCV) of the

Avaya Retail Global Service Agreement. Partners will earn RMC based on the Net Contract Value, their
Avaya Edge gem level, and two performance criteria. For {ull details see the Retail Commission Policy

Guide.

Partner Performance Incentive (PPI) for Co-Delivery

The Partner Performance Incentive {PPI) Rebate is a global maintenance suppart incentive program for
Diamond level co-delivery partners established to reward performance with improved margins. Refer to the
Support Advantage PPl Guide for the Americas and EU & AMEA. This rebate is calculated quarterly and
applied to the Support Advantage Co-Delivery contract value for that quarter. Partners must be Authorized
to Maintain, purchase a Support Advantage co-delivery offer and meet performance requirements to qualify.
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3.2 Technical Benefits

Avaya TechniCenter

The Avaya TechniCenter provides technical support from a specialist who can answer feature and
functionality questions about any Avaya product or solution. Partners can contact the Avaya TechniCenter
via hotline, email, web form, or collaborative web site. Partners receive priotity access based on their Avaya
Edge level. Learn more using the TechniCenter website®

Avaya Design Central

Avaya's ATAC Design Central team provides configuration consultation and tool support, for all Enterprise
level offerings from the Avaya Portfolio. They provide this assistance while staffing a hotline, where they
answer voice call and email submitted questions, from a presales design perspective.

Avaya Business Partners can call and discuss proper direction to address a customer issue, and advice
related to tool use, output questions, and overall configuration best approach tips. In addition, they can
create designs specifically for Avaya Distributors; SI/SPs, and Diamond gem level partners.

Qvidian Proposal Automation (QPA)

Qvidian Proposal Automation delivers immediate sales assistance when you need it most. Comprised of
proposal tools and easy to search and use RFP answers, this tool helps pariners build customized proposals
in a matter of minutes. It also provides: boilerplate language for RFPs using the latest Avaya portfolio
descriptions and content.

RFP Support

Avaya has created many fools to help Avaya and Channel Partners successfully respond to RFPs and win
new business. Self-help tools include: an RFP wizard for preparing professional, always-current responses
to customer requirements and FAQs; executive summaries; and environmental policy responses. This
wizard includes content across the Avaya pertfolio: Unified Communications, Contact Center and
Networking. In addition, Avaya provides pre-sales Assistance, Advisory or Managed Proposal Support
resources for RFPs requiring assistance with size, scope and technology solution. Channel Partners are
encouraged to use these resources early in the RFP process.

Post-Sales Support

The Global Support Services organization provides low-cost technical consultation on the post-sale
implementation and maintenance of Avaya products, services, and solutions. The Avaya support
representative that is assigned to a partner inquiry is determined by the partner’s competency level, ensuring
partners receive appropriate assistance.

Global Requirements Integration Process (GRIP) Input

GRIP is an online tool that allows partners to provide feedback to Avaya Product Managemient and
Development Groups on product features, functions, and performance, and make product change requests.
The feedback is documented and consolidated at a theatre level, so product groups can prioritize
suggestions and take action as needed. More information here

<] . , i
https://sales.avaya.com/en/general/technicenter-suppart-engagement
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No Cost Online Sales & Design Courses

Avaya provides free online skills and knowledge training to help partners sell and design Avaya solutions. It
includes a full curriculum of product and sales-specific sessions, plus classes on sales techniques and
technical information.

Customer Inventory Reports (ACSBI)

Partners can access online reports with data on customer solution configurations for most base customers.
These reports provide valuable information that can help partners gain a competitive advantage in the sales
process. Having this information also saves time during implementation, particularly when upgrading existing
Avaya systems.

The Avaya Client Services Business Intelligence (ACSBI) report is a data mining tool that extracts Avaya
customer equipment and software configuration information and steres it in a database, for use in equipment
upgrades, migrations and/or maintenance renewals.

Experience Avaya (trials and demos)

Avaya offers our customers several options to experience Avaya solutions with short-term trials and
demonstrations. Partners can leverage these programs to accelerate sales to Avaya customers. See more
info below or contact your Avaya Channel Account Manager.

‘Try Avaya Trial Program
The ‘Try Avaya’ program provides customers with complimentary Avaya hardware or software for
evaluations. Visit here'® for more details.

‘Try Scopia’ Program

The 'Try Scopia’ program provides customers with a complimentary collaboration tool that go where they go.
Introduce your customer to the connective world, register them for a Try Scopia trial today at or have your
Channel Account Manager register the trial against your SalesForce opportunity. Visit here"! for more details.

Demo Avaya
We make it easy for you to sell Avaya with Demo Avaya, check out our latest demos and sign up
for a free partner account today here'™.

No-Cost Service Assessment

Sapphire and Diamond level partners are entitled to a no-cost Remote Service Assessment. Assessments
will become billable if the assessment team deems it necessary to perform an onsite assessment, or if the
partner does not satisfactorily complete the remote assessment,

% hitps://sales.avaya.com/en/general/try-avaya

1 https://news.avaya.com/us-fy16-scopia-video-conference-en-reg?PC=BAC-TE-FY18-SCOP-ATI2

12
www.demoavaya.com
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3.3 Sales and Marketing Benefits

Partner Helpdesk

The Avaya Edge Partner Helpdesk is a single point of contact for Avaya Partners who have questions about
Avaya's partner programs, tocls and services. This resource offers offer truly global partner assistance,
making it easier for partners to do business with Avaya. All Avaya Edge partners have access to the
helpdesk, regardless of their level, geography, or portfolio sold. Contact the helpdesk at
Parinerhelp@avaya.com

Lead Generation
Avaya Edge provides comprehensive marketing support to assist partners in lead generation efforts. The
program offers several different lead-generation tools and resources:

Avaya-provided leads

Avaya will design and execute digital demand generation campaigns to provide partners with qualified leads.
Leads are distributed real-time through the Partner Relationship Management system (see PRM Partner
View Tool below).

MarketLeaders

MarketLeaders is an integrated full-service marketing-on-demand program. It is designed to help increase
awareness of the joint Avaya-partner value proposition and generate leads for partners, which can then be
managed, cultivated, and moved through the sales cycle. Find out more on the Marketl eaders website "

Partner Marketing Central (PMC)

The PMC site is a free self-service program that offers resources to help partners generate brand
awareness, increase customer demand, and perform [ead generation activities. It is designed to help
partners get to market more quickly and save on marketing costs. Email, ad and design tempiates,
telemarketing scripts, posters, and more are available on the site. Find out more on the Partner Marketing
Central website.

Marketing Enablement Guides

Starting with "How to Write a Marketing Plan,” this series of Quick Start Guides provides free insight into
creating a sound marketing strategy, and then implementing that strategy with the latest, most effective
tactics. Access these Guides on the Partner Marketing Central website.

Content Syndication
In an industry where over 90% of buyers claim they use online resources to research products and services,
Content Syndication offers Partners a fast and easy way to deliver the latest Avaya information. The Content

13 .
www.avaya.com/partnermarketing
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Syndication program allows Avaya partners around the world to automatically share Avaya content and
assets on your websites, while ensuring the accuracy and consistency of the information being published. |
This program helps you engage customers in a deeper conversation that builds loyalty, opens new
opportunities, and nurtures leads, because web visitors do not leave your company site to search for missing
content.

This free service is available to all Avaya Edge partners, in 9 languages, and across all theaters. Learn more
about the service or sign up to start sharing content with this Content Syndication website.

Partner Relationship Manager (PRM) Partner View Tool

The Partner Relationship Manager {(PRM) Partner View Tool enables partners and Avaya to work more
collaboratively by providing a single, global source of information across Avaya and the partner ecosystem.
The secure, web-based portal provides consolidated views of a partner’s profile and sales activity, along with
rich dashboards and reporting. Using PRM, partners can gain better access to information, request
assistance, and win deals.

Executive Briefing Centers

Win deals by visiting Avaya's Executive Briefing Centers - state-of-the-art venues, staffed by Avaya
briefers—trained to offer specific support and advice to partners. Centers offer a customized and
persenalized sclution to a customer based on the partner's perspective of their needs. A briefer works
closely with the partner to plan the customer visit and ensure the proposed solution matches the customer's
requirements. In addition, briefers can be engaged to support client opportunities at customer locations and
via web or video-based technologies. See the Partner EBC flver for more info.

Briefing Edge
Working with our Avaya Account Manager, partners can use Briefing Edge to schedule your own Executive
Briefing Center (EBC) visit and the services of an Avaya EBC Briefer.

Customer Satisfaction Surveys

Avaya contracts with a third party research vendor, Walker Information, to solicit feedback from customers
who have purchased from our participating partners throughout the year. The Customer Survey is provided
to assist our partners in managing your customer relationships. Survey results provide insights that can help
you enhance your customer loyalty, fine tune your business, and be a source for referrals and repeat
business — all provided free of charge and with rigorous security through our research vendor. Learn more by
downloading the Satisfaction Survey Program Guide™.

Partner in Customer Excellence

Partners who achieve exceptional customer satisfaction scores are awarded the designation of “Partner in
Customer Excellence”. This designation is displayed on the Avaya Pariner Finder, available for viewing by
all users on www.Avaya.com. For more details on this designation and its benefits, consult the Satisfaction

Survey Program Guide"™.

14 https:/fsales.avayva.com/documents/1399572194606
' hitps://sales.avaya.com/documents/1399572194606
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Avaya Financial Services

Avaya Financial Services can assist partners in closing deals by helping customers acquire the financing
they need. it offers a full range of financial products that can meet each customer’s unique requirements,
including government and education offers, and is dedicated to promoting end-to-end customer
satisfaction—from lease commencement to termination. Financing is available for all Avaya products and
solutions.

Because of its experience and comprehensive understanding of Avaya hardware, software, and services,
Avaya Financial Services can provide innovative and flexible financial solutions worldwide.

Avaya Customer Gallery

Showcasing Avaya customers, the Avaya Customer Gallery lends credibility to the benefits of Avaya
products, solutions, and services and creates confidence in the Avaya brand. A global program, the Avaya
Customer Gallery includes a diverse pool of customer success stories that can be leveraged for sales and
marketing activities, in-region, and in-country. For sales teams, it provides valuable references that help
close sales quickly.

Press Releases

Partners can use press release templates to announce your certification as a Sapphire or Diamond partner
and your achievement of competency specializations. Partners simply need to complete and submit the
release 1o Avaya for review and approval. Avaya will post the press release fo the Avaya.com newsroom,
and partners can distribute it as desired.

Global Branding AVAyA E d 9 e&"

Build your brand with Avaya Edge logos showing your relationship with Avaya Diamand

and your industry expertise. These logos can be used in many places, AVAYA Ed g e“

including business cards, brochures, and presentations. Partners can obtain ‘Sapphire

their logo images and guidelines from their Channel Account Managers. -
AVAYAEdge

Emerald

Partner Appreciation Kit

This Kit is designed to help Avaya Edge partners promote your Avaya relationship and expertise to your
customers. Available resources include an award certificate suitable for framing or use in RFPs and
proposals; customizable emails; a digital signature containing your partner level; Turnkey social media
assets you can use to announce your status via LinkedIn, Facebook, and Twitter; and Logo artwork for use
in developing your cown marketing materials.

Pariners can download your customizable kit from the Partner Marketing Central site®.

Partner Locator / Partner Finder

Partner Locator on Avaya.com allows partners to promote their capabilities to prospective customers,
Avaya sales associates, and other partners who might want to collaborate with them. It offers an easy, web-
based way to search for a partner based on name, country, product capabilities and other advanced filters
such as distance from a site or partner certification.

16 .
www.avaya.com/parnermarketin

AVAyA Ed g e Avaya.com/Avaya-Edge ) 26

Avaya Inc. — Proprietary & Confidential.
Use pursuant to the terms of your signed agreement or Avaya policy.




Partner Finder in PRM Partner View allows partners to promote their capabilities to other partners and
Avaya sales associates. Avaya sales can search in Salesforce.com to find partners who meet their
customer's needs, and partners can search PRM Partner View to find partners who can provide
implementation services.

Sales Engagement Principles

These guidelines provide a predictable, objective basis for interaction between Avaya, sales and partners.
The principles clarify roles for collaboration in sales efforts across a range of customers, equipping all parties
to be more successful.

Opportunity Registration

Opportunity Registration is a program that enables partners to register opportunities with Avaya, track and
manage opportunities throughout the lifecycle and qualify for program benefits. This tool is available to all
Avaya Edge partners, regardless of the portfolio sold.

Opportunity Registration gives partners and Avaya Associates a common view of their Avaya funnel and
facilitates the best possible strategy and decision making for the partnership. The Partner that registers an
opportunity first and is approved by Avaya will become the "Preferred Partner” for that opportunity. The
"Preferred Partner™ is the only Partner that is eligible for Opportunity Registration program benefits, including
the Deal Registration financial incentive in the US, Canada, Europe, and LATAM (ses the Opportunity
Registration Guide'” for the current benefits).

Federal & GovEd Agency Program [US Only]

The Avaya Agent Program allows an approved Avaya Edge partner to act as an agent for Avaya and resell
using an existing end-user agreement between Avaya and a Federal ar GovED entity that includes agency
language. The partner must execute a reseller amendment and be approved to act as an agent for Avaya.
This policy is effective in the United States.

4 Avaya Competency Model Framework

The Avaya Edge competency model enables improved portfolio-selling. It is designed to help partners:

« Build technical competencies in leading-edge Avaya solutions.
* [ncrease revenue by differentiating in the market.
« Enjoy program benefits such as tiered discounts and technical support.

This model is solution-based, providing partner employees’ exposure to the complete Avaya portfolio, as well |
as competitive solutions and interoperability. Partner employees are educated on the entire solution lifecycle,
from design and sales to integration, maintenance, and growth. Credential levels are clearly defined by role,

function, and purpose so each partner employee receives the appropriate training. |

By focusing on end-to-end, competitive solutions and sales enablement; the competency model gives
partners opportunities to:

» Affain deep solution-expertise
» Identify displacement opportunities

7 hiips:/fsales avava.com/documents/1 309552164605

AV/-\YA Edge Avaya.com/Avaya-Edge ) 27

Avaya Inc. — Proprietary & Confidential.
Use pursuant o the terms of your signed agreement or Avaya policy.




Improve account control

Improve cost of sale and support

Simply manage your training

Optimize employee education and broaden your resource pool

Partners receive value for their competency investment. Training is streamlined, speeding time to achieve
Avaya Professional Credentials. The number of total credentials held by employees at a partner company is
a key requirement in determining partner level.

For further details, refer to the Avaya Learning Center; and the Avaya Professional Credential Program
Overview'® for details on the credentials available from Avaya Learning. The Avaya Solutions Authorization
Policy Guide'® explains how these credentials map to partner authorizations on the various Avaya sclutions

Nole: “Partner Employees” are individuals that partners intend as active employees, and who are freated as
such under the applicable empioyment and tax statutes of their geography. This means, partner Employees
are required to hold the credentials that count for the purpose of meeting Avaya Edge program requirements.
This requirement excludes independent contractors.

4.1 Credential Transition Rules

Credentials of Employees Changing Companies

Avaya strongly discourages the practice of associates being hired away from existing authorized partners by
another Avaya partner. The Avaya credentials of an employee hired away from an existing Avaya-authorized
partner in good standing will not count for Avaya Edge gem level purposes by the new employer for a period
of six months (180 days) following the date of that credentialed employee’s exit. Upon expiration of this six-
month moratorium, the employer may then include their new hire’s Avaya credentials to meet Avaya Edge
gem level requirements. A partner may immediately count the credential of a hired individual that has been
laid off by another partner or Avaya.

Regardless of the hiring situation, employee credentials will immediately count toward Solution Authorization
for the right to sell, design, implement, and support Avaya products and solutions.

Pariner Employee Attrition

Partners must at all times maintain the minimum Soclution Authorization credential requirements or else they
will immediately lose their ability to sellfservice the solution. Therefore Avaya strengly encourages partners to
maintain their number of credentialed individuals above the minimum requirement autharization
requirements. This helps protect against the risk of losing authorization should the partner lose an associate
who has completed a credential. Refer to the Avaya Solutions Authorization Policy Guide® for requirements
per product and or solution.

It is the partner's responsibility to notify their Avaya CAM immediately when an individual leaves their
company. CAMs should deactivate the associate’s PRM account by sending an email to
partnerhelp@avaya.com (APAC appartnerhelp@avaya.com). CAMs should also request the Avaya Learning
Helpdesk un-assign the student from the Company’s Link 1D by opening an ITSS ticket at http:/partner-

1% https:/fwww.avaya-learning.com/ims/ assets/guides/Credential Program Qverview.pdf

i hitps:/fsales.avaya.com/documents/1389552212704
2 https:/{sales.avaya.com/documents/1399552212704
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itss.avaya.com/. For additional information on how to contact Avaya Learning Support, see
hitps:/fwww.avaya-learning.com/Ims/#/support

CAMSs should initiate the disabling of the Avaya Single Sign On (SSO) access through Avaya IT Services at
http://partner-itss.avaya.com/. These steps are important to ensure the individual's records are no longer
associated with the partner company. Partners without a dedicated Avaya CAM may initiate the
disassociation of the individual from their company records by emailing the above contacts directly as
outlined.

5 Minimum Partner Requirements

5.1 Minimum Channel Requirements

This Avaya Edge Minimum Requirements Policy establishes the minimum level of productivity that
authorized Avaya channel partners are required to achieve to continue as an Avaya Partner within the Avaya
Edge Program. Channel partners must comply with these Minimum Requirements to maintain channel
partner status.

Minimum Channel Requirements to continue as an Avaya Partner are measured by sales authorization and
product revenue (“Revenue”). Every Avaya channel partner must achieve:

51.1 Newly Activated Avaya Edge Partner — this is an Avaya Edge partner during the first six months of
their Avaya relationship, as measured by the effective date of their Avaya Reseller Agreement:

a) At least one Sales Authorization for the portfolio(s) sold, when applicable and as outlined in the
Avaya Solution Authorization Policy, within the first six months after the effective date of your
Reseller Agreement; OR,

b) Minimum revenue of US $1,000 (any portfclio, e.g. demo kit or open NW portfolio) as measured in
Partner NET Revenue value®', within the first six months after the effective date of the Avaya
Reseller Agreement.

¢) Partner will be also required to adhere to the Avaya Edge Minimum Channel Requirements set forth
below.

5.1.2 Existing Avaya Edge Partner - channel partners who have passed the first six months of their
Avaya relationship, as measured by the effective date of their Avaya Reseller Agreement:
a) Sales Authorization for the portfolio{s) sold, as outlined in the Avaya Solution Authorization
Policy; AND,
b) Minimum revenue of US $5,000, as measured in Partner NET Revenue valuezz, for a 12 month
petiod. This minimum revenue of US $5,000 includes the US $1,000 required in 5.1.1 b) above.

Review Process

Separate to gem level evaluations, channel partners’ performance will be evaluated by Avaya on regularly
scheduled intervals to ensure they are meeting the minimum level of productivity as outlined in section 5.1
above that is required to continue as an Avaya Partner.

+ Avaya will conduct a semi-annual review for Avaya Edge channel partners toc ensure that partners
are meeting the minimum level of productivity that they are required to achieve to continue the
relationship as an Avaya partner

! See Appendix— ‘Calculation of Partner Net Revenue
22 See Appendix— ‘Calculation of Partner Net Revenue’ |
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e Avaya, in its sole discretion, will determine if channel partners are below the minimum requirement
threshold.

e Minimum requirements are just one of Avaya's channel policies, and partners are expected to
comply with all applicable channel policies. Avaya reserves the right to perform other reviews and
audits as permitted by the applicable Avaya commercial agreement and channel and offer policies.

Avaya Edge channel partners wishing to review an Avaya termination or non-renewal decision should
contact their Avaya Channel Account Manager or chosen distributor who will contact the appropriate
individuals in Avaya for further review.

Impact of Failure to Comply

Failure to comply with the Requirement Thresholds may result in newly activated or existing channel partner
account deactivation, loss of access to all Avaya resources, loss of channel partner's authorization and
program benefits within Avaya Edge program, and termination or non-renewal of the channel partner’s
reseller agreement with Avaya.

Termination or non-renewal is subject to the terms and conditions of the written agreement. Channel partner
applications will not be accepted for a period of 1 year after termination.

5.2 Partner In Good Standing

All Avaya Edge partners must maintain a good, standing with Avaya. Partners may have their good standing
status revoked if they should neglect to meet these requirements:

Signed current Terms & Conditions with Avaya
Adherence to Avaya Sales Engagement Princigles"’3 and Avaya Edge policies
Positively representing Avaya brand with customers

Compliance with Solution Authorization Policgg24
Credit account in good standing with Avaya (Tier 1 partners)

Partners who do not meet these requirements could risk loss of financial benefits, demotion or contract
termination.

5.3 Minimum Requirements to Sell

Generally Sales Authorization is achieved by earning two (2) Avaya Professional Sales Specialist (APSS, or
“Sales Specialist”) credentials and one Avaya Professional Design Specialist (APDS, or “Design Specialist”)
for every solution sold. The Avaya Solution Authorization policy has details on all the solutions requirements.

Sales credentials are required in each country the solution.is sold. The design credential required can be
held at a global, theater or country sub-group level but must be held for each solution sold.

Authorization to Sell is achieved at the country level for each solution the partner intends to sell. In the case
of country sub-groups, partners must achieve Authorization to Sell in each country in the sub-group, as
autharization in one country of a country sub-group does NOT extend that authorization to other countries
within that sub-group.

Refer to the. Avaya Solutions Authorization Policy Guide? for further details.

2 https://sales.avaya.com/documents/1389552161565
i hilps://sales avava.com/documents/1398552212704
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5.4 Minimum Requirements to Service

In order to offer implementation andfor maintenance services, partners must become Authorized to

Implement and/or Authorized to Maintain. A Sales Office in each country with the appropriate Sales and
Design Authorization is required where a partner plans to sell products or services. If a partner plans to
implement and maintain Avaya products and solutions then they need to complete the requirements as

outlined in the Avaya Sclutions Authorization Policy Guide®

The service authorization a partner achieves is based on competency and completion of either an
Implementation-Only or Implement & Maintain Service Assessment. Additional requirements such as
satisfaction surveys and performance metrics may apply, based on product and service performed These
requirements are consistent worldwide. Refer to the Avaya Solutions Authorization Policy Guide? and the
1 Co-Delivery Compliance Pol:cﬁ guide for full details.

5.5 Internet Sales Requirements

Avaya encourages partners to use the internet and social media to foster business. End-customers need the
ability to make purchases over the internet, and partners should use the internet to meet this end-customer
need.

The internet also presents opportunities, however, for unautherized and gray market sales that harm end-
customers who may unknowingly purchase damaged or unsupportable products, damaging the Avaya brand
and the businesses and reputations of Avaya and its authorized channel partners. Gray marketers
predominately use the internet to sell products to end-customers either in their own name or via an online
marketplace website at which their name is not used or is only available after the end-customer searches for
the product by name. End-customers need to know that internet purchases are not gray market and are from
Avaya-authorized partners.

Therefore, and in order to avoid confusing end-customers as to whether they are buying from a legitimate
authorized partner or a gray marketer, any electronic or internet sales conducted via a website or other
electronic method of selling products or services must be conducted in the Partner’s Account Name used
on the partner's Avaya Partner Registration Form, and the Partner's Account Name must also appear on
the webpage and in the URL or website address. A partner using a “Doing Business As” (“DBA") name or
the name of an affiliate to conduct business may use the DBA name or the affiliate’s name provided the
partner has first provided written notice of the DBA name or affiliate name to Avaya pursuant to the Notices
provision of the partner's agreement with Avaya. Acceptable websites might be http://www.partnername.com
or http://Aww.spacebook.com/partnername. Sales via an online marketplace website are not permitted.

Furthermore, internet sales must only supplement a partner’s non-internet business. Internet sales may |
not be used to actively expand a partner's sales beyond the authorized partner territory. For example, a

partner authorized in Canada may not use internet sales to actively sell to end-customers in the United

States.

Avaya, in its sole discretion, may make exceptions to these requirements and may also determine whether a
particular website is confusing, misleading, or deceptive to end-customers. Partners will comply with Avaya’s

» hitps:fsales.avaya com/documents/1399552212704
® https:/fsales.avava.com/daocuments/1399552212704

2 https://sales.avaya.com/documents/1399552212704
28 https://sales.avaya.com/documents/1399552194788
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determination of any actions a partner must make regarding such determinations. Partners are reminded that
they may not use any Avaya Licensed Trademarks in the URL or web address of their websites. The
use of a website to sell products must at all times be a supplement to the other requirements contained in
this program guide, including the requirement for Brick-and-Mortar site locations and autherizations.

Appendix A — Additional Resources
Useful Websites

For all registered partners, the online partner portal at . www.avaya.com/partnerportal provides additional
information on Avaya Edge as well as access to many program benefits:

« Onbearding materials, to get new pariners and new hires of current partners up fo speed on Avaya
policies, processes and tools. Use this role-based Partner Basics Site” to find the resources you
need to get started.

« Avaya Edge Materials, including all pregram brochures, fact sheets, detailed policy guides and
forms, are posted at Partner Portal> Partner Programs=> Avaya Edge. 0

« Avaya Edge Authorization, Specialization & Program Requirements are described in detailed
policy guides and posted at Partner Porfal> Partner Programs>Avaya Edge> Program
Requirements.®'

« Financial Benefits are described in detalled policy guides and posted at Partner Portal> Partner
Programs>Avaya Edge> Financial Benefits*

« Avaya Credential Program credential descriptions, curriculum maps, coursework and course
enroliments are located at www.avaya-learning.com.

« Partner Marketing Central offers no-cost, self-service marketing tools at
http://'www.avaya.com/partnermarketing

s MarketLeaders provides turn-key, full service partner marketing campaigns that can be funded with
Business Development Funds. Go to hitp:/avaya.com/ml.

Ask Questions, Get Information or Provide Feedback

Following are key email addresses for use in asking questions, requesting more information and providing
feedback on various Avaya Edge program elements.

Avaya Edge Partner Program - Ask questions or give us feedback on this award-winning channel program

at AvayaEdge@avaya.com
Opportunity Registration Program - send questions about the registration program to .oppreg@avaya.com

Special Bids or Deals Desk — request assistance at dealassistus@avaya.com

Authentic Avaya Buy Back Program - allows partners to protect your customer’s investments by
converting legacy equipment into cash, whether Avaya or equipment from other manufacturers. Find out
what that vintage equipment is worth at buybacks@ctdi.com.

Authentic Avaya Trade In, Trade Up Program — this buyback program targets the replacement of digital
equipment with Avaya IP Telephony for even greater cash back. Just email us at tradein@ctdi.com

http://www.avaya.com/AvayaEdge
1 hitps://sales.avaya.com/en/general/program-reguirements
2 htips:/fsales.avaya.com/en/generalffinancial-benefits

|
|
= http:/fwww.avaya.comfavayapartnerbasics
|
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Gray Market Activity - report product serial numbers suspected of gray market origin, companies or
websites displaying Avaya trademarks or logos without authorization, or simply to ask questions about gray
market at graymarket@avaya.com

Avaya Lead Generation Program - find out more with an email to lead@avaya.com

Partner Basics Site - http:/avaya:com/AvayaPartnerBasics
For all cutstanding questions, partners should contact your local Channel Account Manager.
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Appendix B — Calculation of Partner Net Revenue

Partners will be credited “Partner Net Revenue” (a/k/a “Partner Program Value” or PPV) toward meeting the
minimum revenue thresholds required for achieving a Gem level in the Avaya Edge program. Partner Net
Revenue will always be represented in US Dollars (USD).

Partner Net Revenue value for products sourced through a distributor is a “proxy” calculated by Avaya and
intended to represent the reseller purchase price from the distributor. This proxy includes a revenue offset for
all the program claims (rebates or discounts) made by the individual partner. Product purchases placed
directly on Avaya will credit at the actual purchase price.

Product Revenue Calculation
Net Revenue is calculated as follows:

e Begin with Avaya Global Price List (NPL) for product purchased
e Subtract:
o Distributor Standard Discount (based on Material Price Group, or MPG)
o Special Bids discounts {upfront and back end credits)
o Enterprise Promotions (upfront and back end credits)
o SMEC Promotions (upfront and back end credits)
o Deal Registration Discount (upfront and back end only)
+ Multiply this Subtotal by the Uplift Factor (varies by Program Level and Theater)
+ Resulting number is Partner Net Revenue

Items ordered outside of published lead times and not shipped from Avaya ar reported on POS or POP
reports from a Distributor during a calendar year will not be included. No purchases from sources other than
directly from Avaya or from Avaya-authorized Distributors will count toward the calculation of Net Revenue.

Services Revenue Calcuiation

Support services is a global metric comprised of Maintenance plus Subscription Upgrades (e.g., UA, SS
Upgrade, and PASS Upgrade) on an annualized contract basis. Moreover, Support services/subscriptions
revenue is also stated at "Partner Net Revenue” which means both product and services are on a similar
“proxy” basis for standardized tracking and reporting of partner performance.

Currently, APS {or 1x) or any other services-related types of revenue are excluded.

For the purposes of this program, a partner's minimum revenue attainment {product, software, and services)
will not be adjusted for any issue related to order shipment, whether Avaya's fault or not. Such issues may
be in connection with supply chain order error, Special Bids, or of any other kind stemming from supply chain
logistics, order fulfillment, and shipping. Although every effort will have been taken to ensure accuracy and
completeness, each partner should review their monthly minimum revenue numbers with their Avaya
Channel Account Manager. If any error is detected, the CAM must notify the Avaya Edge program manager
in their sales theatre immediately. Avaya will not, however, entertain partner requests for audits of a partner's
minimum revenue pursuant to attainment of a Gem level under the 2016 Avaya Edge Partner Program.

Disclaimer

To the degree that a change in the claim (negative or positive) is identified after reporting of “Partner Net
Revenue,” Avaya reserves the right to adjust Partner results in the following months, and to the degree
necessary, adjust the Partner program status and funds accrued off previously reported "Partner Net
Revenue.”
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Appendix C — Additional Terms and Conditions
The terms and conditions outlined herein will be in effect for the duration of this program.

1. Partner must be otherwise authorized for each product line and meet any additional requirements for
reselling specific products. The partner is not automatically authorized for a product line by virtue of
receiving this documentation.

2. Violation of the terms and conditions of this program may result in the partner being billed for any
discount received associated with this program, and possible disqualification from participating in this
program and other promotions. In addition, such viclation of the terms and conditions of this program
may also jeopardize a participant's status as a Partner in Good Standing, which is a basic requirement of
Avaya Edge.

3. Without notice, Avaya may in its sole discretion cancel, suspend, amend, modify, revoke, or terminate
this program, in whole or in part, for any reason, at any time, for all partners.

4. All sales made from this program are fulfilled under the terms and conditions under which partner has
agreed to resell Avaya products and services. This program does not alter or change the terms and
conditions under which partner has agreed to resell Avaya products and services unless otherwise
specifically stated in this program.

5. Avaya expressly disclaims any and all liability relating to the results of any of its marketing plans or
promotions/programs.

8. Avaya Channel Account Managers or other similar Avaya representatives have no authority to interpret
or vary the terms of this program.

Avaya reserves the sole right to interpret and establish the terms and conditions of this program.

This program may not be used in conjunction with any other Avaya promotion unless otherwise explicitly
stated within the program-specific terms and conditions of the program or another Avaya promotion.

9. All orders must be placed through Avaya's order management system or an authorized Distributor.
Billing, shipment, and payment of equipment purchased under this program follow standard Avaya
procedures. Any preduct obtained in an unauthorized manner may be considered a material breach of
the partner’s reseller agreement with Avaya, and may jeopardize that partner's status as a Partner in
Good Standing with Avaya and disqualify the partner from participating in further Avaya Edge benefits.

10. Information contained herein is confidential and proprietary information of Avaya and is provided for the
internal use of Avaya and its authorized partners. Except as specifically authorized in writing by Avaya,
the partner shall not alter any terms and conditions of this program. Any attempted alteration shall be
deemed null and void and of no force or effect. In no event shall Avaya be liable for any errors or
omissions resulting from the information contained herein. Any communication of this program or its
parameters beyond an authorized partner may jeopardize the participant’'s status as a Partner in Good
Standing with Avaya.

11. Partner's participation in this program is partner's acceptance of the terms and conditions of this
program. In the event that partner does not agree with any terms or conditions of this program, partner
may not participate in this program.

12. Both Avaya and the Distributor agree that customer information or any other sales-related information
provided to Avaya under this program is confidential and proprietary whether marked as such or not.
Avaya agrees that it shall use such information solely for the purposes of this program, and for no other
purposes.
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Document Revision History

Date Page Section Summary
23 November 16 2.1 Updated promotion dates section
6/7 2.3.2/2.3.2 | Added definition of "Services Partner”
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| 2.3.2 revenue in Avaya defined “Networking”.
10 281 These partners require only one implement
- credential in Networking for Diamond level.
2 N%ﬁ‘;‘ber 11 284 | Updated Implement Credential table
8/9 2.6/2.7 Update CSAT and Revenue thresholds
27 October
7 2.3.112.3.2 | Corrected table headers
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YTBBLPIHI
IIPOTOKOJIHT Nee 1;
IIOMOIIHUK-PEKT

IIPOTOKOJ Ne4
OT 3ACEJIAHUE HA KOMMCHSI
no 3anosen Ne 2236/15.10.2019 r.

OcHoBaHue: 3anoeeo Ne2236/15.10.2019 2. na nomowpnux-pexmopa Huxonaii
Baxwepoocues, Bvanoocumen — cveracko 3anosed Ne858 om
15.04.20162. 3a u3bop Ha usneanumen no obuecmeena NOPLYKA Ype3
cvbupane na ogepmu c¢ obasa no 3011 ¢ npedmem na nopvuxama
., H3evneapanyuonna mexnuuecka nooOpwiicka HA  meneQoHHu
yenmpanu ¢ YHCC u nodenerus .

Harta/Yac/Msacro | 19.11.2019 2./ 10:00 4. / czpada na YHCC cmas I1008.

Ha 3accJanHe:

Jiara na cocraBsaHe | 27.11.2019 2.
HA NPOTOKOJIA:

CobcTaB Ha I IIPEJICEJIATEJI:
KOMHCHATA: 1. Paoocnas Kocmos — In. excnepm, obwjecmeenu nOpvyKku u
mupeose 6 omoen “OIl u T

1II. YJIEHOBE:

L Banepu  Jluxmvoecku - Hupexmop Ha  Oupexyus
.» Hugpopmayuonnu mexnonozuu “

2. Buonema Mapunoea — Havannux cexkmop ,, CEBOMB™.

3. Jhoomuna Haxvposa-Ilpucoesa — 2nagen OPUCKOHCYAM 6
cexmop “IIpasno obcayoceane”

4. Asop Hogueg - 2n.excnepm obujecmeenu nopouki U mvpzose 8

omoen "“Obwecmeeny NOPLYKU U MbP2ose .

KoMHCHATA NPOABLJKH CBOATA pafoTa Ha 3aKPHTO 3aceJaHHe, CJie] H3THYAHE
HA CPOKa 32 NpeIcTaBsiHe HA NOAPOOHH NHCMEHH 000CHOBKH OT YJACTHHIIHTE YHHTO
npeIoKeHHs ca ¢ nmopede oT 20 Ha cTO MO-0JArONPHATHH OT CpPEAHATA CTOHHOCT HA
NpPENJIOKEHHATA HA OCTAHAIATE YYaCTHAIM HAa ocHOBaHHe W 72, ail. 1 ot 30IL

KoMHcHATA YCTAHOBH, e B CpoKa mo Wi 72, aa. 1 or 3011 HaMa MoCTHIHIH
00OCHOBKH OT YYACTHMIM YHMMTO TNpeNJIOXKeHHs ca ¢ mnoBede or 20 nHa cTOo moO-
6JArONPHATHA OT CPeJHATA CTOHHOCT HA NPEIOKEHHATA HA OCTAHAJIHTE Y4aCTHHIH
Ha OCHOBaHHe WiI. 72, aja. 1 or 30I1.

Komucusara ycrauosu, ue Ha 12.11.2019r. Ha yuactHmka ,Alipect™ EOOJ e
M3OpPATEHO IMCMO C MCKaHe 3a IIPeNOCTaBiHe Ha IIoJpo6Ha OOOCHOBKA OTHOCHO
npeanaranara exeMeceyHa aboHamenTtHa Takca Ge3 JJIC 3a obocobena nosuuus Ne3 -
,»ABOHAMEHTHA MOAAPHKKa Ha TeledoHHa leHTpana ,,Panasonic KX TD 1232” B 610k 23A-
HMCKO TsJI0 M KabenHarta tenedorHa mpexa Ha [["CCO”- YHCC”. B onpezneneHus Cpox o
yn. 72, an. 1 or 30IT (18.11.2019r.), yuyacthuka ,Alidpect EOOJ] He e mpenocTaBui
noapo6Ha 060CHOBKA OTHOCHO IpeAnaraHara exemeceuHa aboHameHTHa Takca Oe3 JJIC 3a
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obocobena nozumma Ne3. C ormex Ha ToBa, KOMHCHATA HE JONMYCKAa YYacTHHKA JO IIO
HATATHINHO yYacTHe B 0DmecTBEHa MOphUKa upes chbupaune Ha odeprt ¢ obspa mo 3011 ¢
IpenMeT ,,I3BLHrapaHIMOHHA TEXHHIECKA IOIPEKKA Ha TENeQOHHH LICHTPAIH B YHCC n
nozeneHus” mo obocobera nozunus Ne3.

KoMucusita mnpogb/UKd cBOsiTa paboTa ¢ KjJacupaHe Ha odeprure Ha
JOMyCHATMTE YIACTHHIM, CHIJIACHO KPUTEpHii 3a BB3/Iarane ,Hafi-HAcKa HeHa' no 4.
70, an. 2, 1. 1 o 3011 o Besixa o6ocobena MO3HIHA NOOTAEHO, KAKTO C/1eBA:

» Obocobena mozunus Nel - JM3BpHrapaHnMOHHATEXHHYECKA  NONIPBXKKA  Ha
Tenedonnu penrpanu Ha YHCC, WiFi mpexara u  oGopyaBane 3a
KOMYBMKAUMOHHATA MH}pacTpyKkTypa M H3IpaxIaHe HAa KOMILICKCHO
TesedoHno okabenaBane”.

1 mscro - ,Kourpake® AJ[ — npenjarasa exeMecedHa aboHaMeHTHa Takcea —
940,00 x=.

» 0O6ocobena mo3puua Ne2 — ,M3pbHrapaHIHOHMHA TCXHHYECKA MNOIAPBKKA HA
Teaedornata mentpana B YOB-PaBma, WiFi mpexara m olopyaBane 3a
KOMYHHKAIMOHHAT2 HHPPACTPYKTYpPa H HITpakaaHe HAa KOMILIEKCHO
TesnedoHHO OKa0eNABAHE”,

1 msero - LAcan® EOOJl - npeanaraHa e:xemeceuHa a0oHaAMEHTHA TaKca —
100,00 as.

» O6ocobena mozumua Ne3 - ,,AGOHAMEHTHA MOAIPH:KKA Ha TededoHHA LECHIPATa
oPanasonic KX TD 1232” B 6a0x 23A-HHCKO TsiI0 H KalegHaTa TejaedoHHA
mpe:xa aa [1”CCO”- YHCC”

1 macTo - ,,Peenmpomxomiurext AJl — npeajaraHa exemecedHa alOHAMEHTHA
Takca — 89,00 nB.

2 mhacto - RAcan®“ EQOJ - nmpemiarana exeMecedHa a0OHAMEHTHA TAKCR —
97,00 ns.

BL3 0CHOBA HA FOPENOCOUEHATE KOHCTATALHH, KOMHCHATA NpeaIara:

1. Jla 0pie CKIIOUYEH AOT0OBOP 3a ,,A3BBHrapaHIHOHHA TEXHHIECKA NOAAPBEKKA
Ha Tenedonnm uenrpanu B YHCC u nogeaenns® 3a obocobena mosuuust Nel
»HA3BBErapaHUHOHHA TeXHHYEeCKA MOJAPBKKA HA TeledoHIH MEHTPaJIH Ha
YHCC, WiFi wmpexara wu obopyadBaHe 32 KOMYHHKAIIHOHHATA
HHDPACTPYKTYPA H H3rPAK/IaHe HA KOMILIEKCHO Telle)oHHO oKalensBane” ¢
VIACTHHKA KJACHpaH Ha mspBo MacTo ,JKoHTpakce“ AJl Ha mporHo3sa
croiinoer 36 000 (rpmaecer ® mecr xmaagu) JjB. 6e3 JJIC 3a cpok ot 3
/Tpa/rognan, caurano ot 04.02.2020 r.

2. JHa 6bJe ckI04eH Z0roBop 3a ,,M38sHrapaHIHOHHA TEXHHYECKA NMONAPBIKKA
Ha Tenedonnn nearpand B YHCC u nonenenns® 3a o6ocobena mozuuusa Ne2
»A3BHLHIAPAHNMOAHA TeXHHYECKA TMOAADPHKKA Ha TesedoHHATAa LECHTpaNa B
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YOB-Pagga, WiFi Mpexara H ofopyasaHe 32 KOMYHHKAIIHOHHATA
MH(PACTPYKTYPA H H3rpaxKaane Ha KOMILIEKCHO Texedonno okabenssane” ¢
yHacTHHKA KJIACHpPaH HA NBpBo MmacTo ,Acan“ EOQOJ na npormosna
croiiroer 3 600 (Tpn xmusgH B mecTcToTHH) AB. Ge3 JJIC 3a cpok ot 3./Tpw/
rofuuM, cuatano ot 29.02.2020 r.

3. Jla 6bJe CKIIIOMEH AOTroBop 3a ,[3BhHrapaHIHOHHA TEXBHUIECKA MOAAPBKKA
Ha Teledonnn nenrpaan 8 YHCC u moaeacunsa® 3a ofocobena mosmmus Ne3
, AGOHAMEHTHAa TONIpPhAKa HA TededoHHa IeHTpanda ,Panasonic KX D
12327 B 6ok 23A-HACKO TSUIO M KabeaHaTa Tenedonna Mpexa na I1?CCO”-
VHCC ” ¢ yuacTHHKA KJACHPaH HA OBPBO MiCTO ,Pecmpomxommiuext™ AJl
Ha mporrozHa croiimoct 5 000 (ner xuasan) as. 6e3 JJC 3a cpox or 3 /rpn/
ronuun, cautano or 04.02.2020 r. '

OrcrpanenH yIacTHHIM:
> 3a obocoGena mozuuus Nel ,,AsppHrapaHnuoHHa TeXHHYECKA MOTIPBbKKA
Ha Ttenedonnn wmentpasun na YHCC, WiFi mpexara u oGopyaBame 3a
KOMYHHKAIIMOHHATA MHDPACTPYKTYpa H H3IPAKIaHE HAa KOMILUIEKCHO
TenedoHHO oORaGensABaHE”,
1. Acan* EQOJI - Ha ocHorarme wi. 107, 1.2, 6. a) or 3011, mpexncrasesara odepra He
OTTOBApA HA IPeJBAPHTENHO 00ABEHUTE YCIOBH Ha MOPBYKATa, KaKTo CICBA!
KomucUATa YCTAHOBHM, Y€ MOCTABEHOTO B JOKYMEHTALMATA 33 YYacTHE M3HCKBAHE
CBBP3aHO ChC HATMYHE HA MHEHHMAIHO HMBO Ha CTaryc ,[lapTHROp® Ha IPOM3BOJMTENI
(Avaya) € KaKToO CJe/iBa:

., Vaacmuurom 0a e cvc cmamye ,, lHapmuvop* na npoussodumens (Avaya) c Munumanno
nugo “Silver partner”. Jloxazea ce ¢ MuHK KoM CIPAKUYAMA HA RPOU3E00UMEs, KbOemo ca
ompasenu napmuvopume 3a Bvizapus.

VuacTHHKA € NpeICTABIII JIMHK KbM caliTa Ha IPOM3BOAMTENS Avaya JoKa3Ball, de € ChC
craryc ,Jlaprasop“ ¢ mmBo “Emerald”. Cnen HampapeHa @poBepKa € calra Ha
IPOM3BOIMTENS Avaya (WWW.avaya.com), KOMACHATA YCTaHOBH:

-  Vuacrauka ,Acar EOOJ] e cwe crarye ,JllaptHsop” ¢ HuBo “Emerald” na
npomssomuTens Avaya (Ipunooicenue Nel - pasnmevamxa om caiuma Ha
npouzeodumens Avaya (www.avaya.com) Ha Auyama NPUMENCAsauju Cmamyc
., [lapmuvop “ 6 Buizapus, ¢ nocousane Ha nPUMENCA6aHomo Hugo.)

- Tpouwssogutelst Avaya € IPOMEHHN I4PTHROPCKATa CH IIpOrpama, XKaro €
IpeMHEHAT OT NapTHhOpckaTa IperpamMa Avaya Connect KBM NapTHROPCKATa
nporpama Avaya Edge. CpriacHo mpeloCTaBEHOTO B CaiiTa Ha IPOM3BOZUTENA
Avaya, passCHEHHE OTHOCHO CBBP3BaHeTO KBM HHBaTa Ha IIAPTHROPHTE Ha Avaya
Edge x5M HMBOTO Ha MapTHBOpcKara mporpama Avaya Connect (IIpurooicenue Ne2
- Por080OCMBO 3a 2R0BAANA NAPMHBOPCKA Npozpamd) € KaKkTo CleBa:

Avaya Connect Avaya Edge

Platinum Diamond

Gold Sapphire

Silver Retired (Merged into Sapphire)
Authorized Emerald




KoMHCHSITA YCTAHOBH, Y€ YYACTHHKA NpHTexKaBa cTaTyc ,Ilapranop® ¢ HEBO
“Emerald” or npoum3BoguTensi Avaya, KOETO CbOTBeTCTBA Ha HHBO “Authorized”
CHIVIACHO H3MOJ3BAHATA OT BBL3JI0OKHTEIA MAPTHHOPCKA NMPOrpaMa Ha INPOH3BOIATEA
Avaya. ITocTaBeHOTO B JOKYMEHTALHMATA 32 Y9ACTHE H3HCKBAaHe CBBP3aHO ChC HAIMIHE
HA MHHHMAJIHO HUMBO € - cmamyc ,I[lapmubop* ¢ nuso “Silver partner” (,,Retired (Merged
into Sapphire)“ cvenacro delicmeawama cucmema 3a 2/106anHa RAPMHLOPCKA NPOZpama
HA hpouseooumen Avaya). CiepoBareiHo ChIIACHO AeiicTBamarta cUcTeMa 32
robaqHa DAPTHLOPCKA NPOrpaMa HAa HPOM3BOAMTENT Avaya, 3a Nna TOKpHSAT
MHHHMAJTHOTO IOCOYEHO B JOKYMEHTANHSATA HHBO, YYACTHHIMTE CJ€IBA Ja JOKAXKAT,
Yye NPUTEXKABAT MHHHMYM cTaTyc HIlapTHBOP® € HHBO “Retired (Merged into
Sapphlre)”

, ITocoweHOTO OT YYACTHHKA HHBO HA IApPTHLOP HA NPOW3BOMMTENSI Avaya He
. MOKPHBA MHHHMAIHOTO M3MCKBAHE MOCTABEHO OT BuinoxuTesst B JOKYyMEHTADMATA 32
y4acTHe.

HpHHO)KCHOTO npe,unoxceHHe 3a W3NBLIHECHHE Ha IOphYKaTa HE € H3roTBCHO B
C'BO’I‘BCTCTBPIO v TCXHH‘ICCKHTC CIICLIH(bI/IKaIIPII/I Y M3UCKBAHUATA Ha Bb3IOXKUTCIA, YYaCTHHAKDBT
He e obxBaHaN BCI/I'-IKI/I 06CTO$ITeJICTBa CBIJIaCHO I[OKYMGHT&III/I}ITEI 3a yJacTHe.

2. wAiidect® EQOJ - na ocHoBanue w1. 107, T. 3 OTBOH, 'YYacTHHKa HE € IPENCTaBuII

" B cpok obocHOBKaTa 1o wi. 72, ai.1 ot 3011, xaxro cnezpa:

Kommucnsara ycranosu, 9e Ha 12.11.2019r. Ha ygactHuKa ,,Alidect EOOJ e usnpateHo
IHCMO C WCKAHe 3a IIpefiocTaBsHe HAa NOXPOGHA OBOCHOBKA OTHOCHO IpejjaraHara
eXeMeceuHa a60HaMéHTHé taxkca 6e3 JJIC 3a obocobena mozuums Ne3 - ,, AGOHaMeHTHa
IOIIPHXKKa ‘Ha TenedoHna nentpana ,Panasonic KX TD 1232 B 6ok 23A-HHCKO TsIO M
xabenHaTa Tedehonna mpexa Ha [1"CCO”- YHCC”. B onpenenesns cpok mo wi. 72, ai. 1
or 30IT (18.11.2019r.), yuactEuka ,Alipect™ EOOJ He e mpenoCTaBHI MOAPOGHA
06OCHOBKA OTHOCHO IIpejiTaranara exeMeceuna abosaMenTHa Takca 6e3 JIJIC 3a obocobena

mosuas Ne3.,
/\ ’
KOMMUCHU A:
NPEJCEJATEJI:
1. Padocnas Kocmoe
— 2. excnepm, obujecmeenu nopvyKy u mupzose 6 omden “OlTu T ... ... Dyt
A
II. YJIEHOBE: :
2. Banepu J[uxnvoecku
- Hupexmop na oupexyus ,, IHopmMayuoHHu mexmo .
3. Buonema Mapunoea
— Hauannux cexkmop ,, CEOMB“... ... .. v oo vevvee vt e e e e P e enas
4. Jhoomuna HYaxvpoea-Ilpucoesa
— 2naeen opuckoncynm 8 cexkmop “Ilpasro obenyceane” ... .......L L. T / e s
5. AHsop Hosues
- 2n.excnepm obugecmeenu nopvLyky U mupeose § omoen “OlluT”... ... é

- JJOKYMEHT CbC 3a/IM4eHN IMYHN [aHHWN Ha OCHOBaHue 4n.36a, an. 3 ot 30I1.



Radoslav Kostov
Документ със заличени лични данни на основание чл.36а, ал. 3 от ЗОП.


