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1. OMNINET Project Partner

Project Partners have the knowledge to actively market and introduce the product "OMNITRACKER" to
clients. They advise interested parties on the OMNITRACKER service portfolio, acquire customers with
their own sales staff and generate orders. Project fulfillment (training, installation, customizing and OMNI-
TRACKER 1%t level support) is usually handled by the Project Partner itself.

For sales, consulting and support activities, the Project Partner receives the purchasing conditions
specified in the partner contract.

2. OMNINET Sales Partner

Sales Partners possess customer and contractual relationships to actively market the product "OMNI-
TRACKER". They advise their own existing customers on the OMNITRACKER service portfolio and un-
dertake the resale of OMNITRACKER software as well as maintenance and services to these end cus-
tomers in their own contractual relationship and in accordance with the valid OMNITRACKER price list.
The project fulfillment (training, installation, customizing and support) of OMNITRACKER-specific orders
is carried out exclusively by OMNINET itself as sole contractor.

The Sales Partner receives the purchasing conditions defined for this purpose in the partner contract for
sales activities with regard to its own customer base.

3. OMNINET Tip Partner

Tip Partners pass on contacts from potential interested parties to OMNINET, possibly with additional
sales-promoting information. OMNINET is responsible for the final acquisition and project management.

The Tip Partner receives a one-off provision for the sales activities from the currently negotiated project
turnover.
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4. Requirements

Project Partner Sales Partner

Number of employees > 20 employees > 5 employees
Administrator for OMNITRACKER >=2 >=1
Consultant for OMNITRACKER >=2

ITIL certificated employees >=2 >=1
Sales representatives for OMNITRACKER >=2 >=2

Own facilities for software demonstrations and cus-
tomer meetings

Independent conduct of standard demonstrations
Regularly, project- and opportunity-related forecasting
Organization of in-house exhibitions, seminars

ANENAN
ANENAN
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5. Advantages

Special conditions for participation in

Project

Partner

Sales Partner

- v v
further trainings
OMNITRACKER in-house partner- .
. . . Optional, after
license for productive use during a
. one-off payment
partnership
Development platform v
OMNITRACKER
Development rights for self-built v
OMNITRACKER standard applica-
tions /plug-ins
Presentation version v v

OMNITRACKER

Sales Support: number of presenta-
tions per month (Travel expenses
have to be paid by partner)

3 online + 1 live

2 online + 1 live

Entrance to Partner Portal

Partner access to OMNINET Forum

Partner kit

Marketing set: flyer, brochures and
data sheets

Participation in marketing activities

Participation in media campaigns

Presentation at the OMNINET web
site

SSIENENERNEEANENEN

S ENANERNEANENAN

Participation in OMNINET partner -
meetings (with costs)

S
Microsoft Partner Vs

Independent Software Vendor (ISV) ;\X

1 \| Management
System
1S0 9001:2015
TOVRheinland
| RTIFIZIERT Www.tuv.com

1D 9108637935
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The company

Our primary goal is to satisfy our
clients by offering high-quality
products and services as well as
first-class service.

In addition, we consistently im-
plement the needs and desires of
our clients with regard to product
content, quality and deadline. The
service that we provide to our cli-
ents does not end when the con-
tract is signed: it is only the begin-
ning.

OMNINET Software Solutions

OMNINET GmbH

D-90542 Eckental

Email:  sales@omninet.de
Wehb: http://www.omninet.de

OMNINET Austria GmbH
A-1010 Wien

Email: sales@omninet.at
Web: http://www.omninet.at

OMNINET Technologies NV/SA
B-3018 Leuven

Email:  sales@omninet.be
Web: http://www.omninet.be

OMNINET Nederland

NL-2517 JK Den Haag

Email:  sales@omninet.nl
Web: http://www.omninet.nl

OMNINET Russia
RUS-Moscow 121099

Email: sales@omninet.ru
Web: http://www.omninet.ru

OMNINET GmbH (Schweiz)
CH-3072 Ostermundigen

Email:  sales@omninet.ch
Web: http://www.omninet.ch
OMNINET USA

US-New York, NY 10011
Email:  sales@omninet.biz
Web: http://www.omninet.biz

All hardware and software names used are
trademarks or registered brands of the re-
spective manufacturer.

“OMNINET GmbH

Subject to change without notice

Document replaces all previous descriptions
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