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Huawei Introduction Huawei Partner Ecosystem Sales and Orders Performance and Incentives Certification and Training Marketing Central Partner Complaints Handling Appendix

Who is Huawei What's Huawei Enterprise Business What's Huawei Enterprise Business Partner Strategy

Focusing on ICT to provide products, solutions, and services to
three customer groups alongside ecosystems and partners

person, home and organization for g fully Conne cteq

to every

I .
O/'/O,

(e) = -
3Pt Consumers ) carriers EE Enterprises
Ecosystems Partners
Devices Intelligent Automotive Connectivity Computing Cloud Digital Power
Solution
Smartphones Intelligent driving Wireless network Computing Public cloud Smart PV & ESS
Wearables Intelligent vehicle control Data communications Data storage Hybrid cloud Smart Charging Network
Smart home devices Intelligent vehicle cloud Optical network DriveONE
Telematics services Cloud core network Data Center Facility & Critical Power

. ) Intelligent cockpit
All-scenario lifestyle services

Intelligent automotive optics

Information distribution & Information transmission Information processing & storage, Green Energy
interaction learning & inference

+ Intelligence
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Who is Huawei What's Huawei Enterprise Business What's Huawei Enterprise Business Partner Strategy

Enterprise business: Accelerating industrial intelligence and facilitating digital and intelligent
economic development with customers and partners

= @ i

ﬁ Eg 3,300+ financial 300+ urban rail lines

8,000+ manufacturing enterprises institutions (incl. 53 of 150,000+ km of railway
20+ (incl. 78 of the world's top 100) world's top 100 banks) ﬁ%g
top oil and gas companies 130+
airports and airlines
& Accelerate 4
N
700+ . A -
smart cities Industrial % - G 200,000+ km
¥ - 2,600+ of highway
= {7 % Intelligence S0CTRR. ISPs
2,800+ 100+ ports mines
education departments, 5,000+ 190+ & customs
universities, and medical and  glectric power
research institutions healthcare companies
institutions

First-ever 200+ 20+ industries Partner-led 40.000+ 140+
industrial intelligence . _— ; : . . commercial and , i
industrial intelligent  intelligent transformation partners HUAWEI eKit products for

reference framework . , distribution sales and the distributi
i e distribution market
— solutions practices service system
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Huawei Partner Ecosystem

Huawei Introduction

What's Huawei Enterprise Business What's Huawei Enterprise Business Partner Strategy

Who is Huawei

Enterprise Business Partner Strategy: Continuously Create a Healthy Business Environment to
Grow Together with Partners and Help Customers Succeed.

(1)
Distributors (6] @ (8] (9]
. Solution .
(2] (3] (4) Porglio Cs:rstl:ll‘::'rs\g Development Service Partners In;:?t:‘a;::n
Registered sales Distribution . Partners
Resellers Extension
partners partners
Partners
A
Productéiﬁnn;l;;:ﬁgymoduct Consulting capabilities Solutlzr;pdaeb\ﬁailt;pment Service capabilities Intergration capability

s 2 A
; =2 E3 ~ ] 8008 al 0} =

Joint innovation OpenLab Pre-integration Digital Organizational
Courses Equipment gllaboration Pilot Plan  Co-Marketing Pg:;r;r

lab on the cloud Verification

Incentive support and

Partner Competency
partner operation

Joint innovation platform
Development
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Huawei Introduction Huawei Partner Ecosystem

Partner Ecosystem
Overview

sales partners partners

Partner Ecosystem Overview

Huawei is committed to working with partners on building leading digital, intelligent,
and low-carbon industry solutions and industrial Internet to create value for society and
customers.

Huawei Enterprise Business adheres to the strategy of "Being Integrated" by adopting
fair, just, transparent, and simple partner policies. It teams up with partners to build a
healthy ecosystem that advocates open collaboration for shared success. Huawei will
grow with partners with shared benefits as the bridge, integrity as the foundation, and
rules as the guarantee.

Huawei and partners stay customer-centric and strive to co-build a customer-centric
culture and mechanisms. Huawei will continue creating a healthy business
environment to grow together with partners and help customers succeed.

Huawei and partners must be committed to integrity and business ethics, strictly
comply with all applicable laws and regulations, and adopt a zero-tolerance approach
to bribery and corruption throughout the partnership.

Based on full-lifecycle customer requirements and capability elements, Huawei
categorizes partners into two groups: Acceleration Partners and Association Partners.
Acceleration Partners are partners involved in the sales of Huawei products, portfolios,
solutions, and services to end customers. They are also called Sales Partners,
including Distributors, Resellers, Registered Sales Partners, Distribution Partners, and
Portfolio Extension Partners. Association Partners mainly refer to Consulting Partners,
Solution Development Partners, Service Partners, and Integration Partners. In order to
become a Sales Partner, Association Partners need to first get certified in and obtain
the status of their desired subcategory of Acceleration Partners.

For more information, visit:
Partner Policy Outline for Global Enterprise Business

Sales and Orders Performance and Incentives

Distributors Resellers Registered Distribution Portfolio Extension Consulting  Solution Development  Service Integration Partner Partner

Certification and Training Marketing Central Partner Complaints Handling Appendix

Partners Partners Partner Partners Registration Certification

Ov\gﬁ?:\ 200 Consulting &

Contracting of Planning
) ) Onboard \(aﬁio\\){\o“
Configuration & 8 Advocacy
Quotation . Implementation
Gaining
agreement \‘s\
Expansion Customer bi\
Transfer to
/'/ operations
Assessment — Acceptance
Demand
- -
L .
.Qcceleration Partners (Sell through) . Association Partners (Sell with)
Type Type
1 Distributors
7
6 . 8 9
. Solution . .
3 5 Consulting Service Integration
. 4 c Development
Reszllers Rengsmd LmHlr EF::ertr::::’n Pariners N Partners Partners
Partners Partners Partners
Huawei
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Huawei Introduction

Partner Ecosystem
Overview

1. Distributor

2. Resellers

3. Registered sales
partners

4. Distribution
partners

5. Portfolio
Extension Partners

Huawei Partner Ecosystem

Distributors

Sales and Orders

Distribution
partners

Registered
sales partners

Resellers

are important sales partners of Huawei's enterprise business. They
develop next-tier sales partners and provide them with strong
support in terms of logistics, funding, technical aspects, enablement,
and marketing. They focus on different types of markets and are the
main sales entities for Huawei's enterprise business in authorized
sales territories, and can directly purchase Huawei products,
portfolios, solutions, and services from Huawei.

provide Huawei products, portfolios, solutions, and services to
customers, including Diamond Resellers, Gold Resellers, Silver
Resellers, and Authorized Resellers. Starting from January 1, 2025,
the Diamond Reseller level will be renamed as the Diamond level in
markets outside the Chinese mainland, and partners who are
renewed and certified as Diamond Resellers will be labeled as
Diamond Resellers. If a partner has completed Diamond Reseller
certification before January 1, 2025, they will have the same rights
and responsibilities as a Diamond Reseller during the validity
period of their Diamond Reseller status.

are sales partners who apply to collaborate with Huawei and are
approved or certified as registered sales partners through the sales
partner portal of Huawei's website — partner.huawei.com.

are sales partners for authorized territories and authorized
distribution products of Huawei. They provide logistics, funding,
technical, enablement, marketing, and other support for next-tier
sales partners, installers, and users. These partners include Gold
DPs, e-Commerce DPs, Elite DPs, and Installer DPs. DPs should
establish an appropriate level of inventory to ensure quick supply in
local markets in accordance with Huawei's requirements on
distribution business.

A Portfolio Extension Partner will purchase Huawei components or
products and provide products or services to next-tier partners or
customers under non-Huawei brands. This partner category
includes Kunpeng Partners, Component Partners, and White Label
Partners.

Performance and Incentives

Portfolio Extension
Partners

Certification and Training

Consulting
Partners

6. Consulting

partners

7. Solution
development
partners

8. Service partners

9. Integration

Partners

Solution Development
Partners

Marketing Central Partner Complaints Handling Appendix

Partner
Certification

Partner
Registration

Service
Partner

Integration
Partners

possess a deep understanding of and valuable insights into various
industries and provide consulting and planning services based on
customer business. They develop reciprocal advantages with
Huawei and promote the sales of Huawei's products, portfolios, and
solutions.

are partners who are able to develop and adapt software and
hardware that can be combined with Huawei's products and
portfolios to develop competitive industry solutions, or those who
are able to adapt industry solutions to local markets and integrate
industry applications for industry solution projects, thus promoting
the sale of Huawei's ICT products and portfolios. Solution
Development Partners include independent software vendor
(ISVs)/independent hardware vendors (IHVs), and Industry
Application Integration Service Partners.

provide customers with services such as planning, implementation,
maintenance, optimization, and operation support based on
Huawei's products, portfolios, and solutions. These partners include
ICT Service Solution Partners, Authorized Service Center Partners,
and Huawei Authorized Learning Partners (HALPS).

can provide customers with services such as system integration,
solution implementation, and maintenance based on ICT products
and solutions.
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Distribution
partners

Partner Ecosystem Distributors

Overview

Registered
sales partners

Resellers

Huawei Sales Partner Framework

NAs:

Huawei takes the lead in investing resources and assigns high-quality resources to high-
quality customers. Also, Huawei focuses on openly collaborating with mainstream partners
for more opportunities and shared benefits. Huawei encourages partners to proactively
participate in NA development, including but not limited to lead development, opportunity
exploration, precision marketing, POC support, and bidding. Huawei will offer benefits and
support to partners based on their quantifiable and verifiable activities and actual business
outcomes.

The focus of cooperation between Huawei and partners will be expanded from developing
projects to operating customers and exploring markets, capitalizing on the initiative taken
by partners and boosting shared success in the SMA market.

Performance and Incentives

Portfolio Extension
Partners

Distributors
] |
Gold silver Authorized '
Resellers Resellers Resellers |
[ [
v ¥
| Registered Sales Partners and other
i partners
|
v ¥ v
Named Accounts (NAs)

Certification and Training Marketing Central Partner Complaints Handling

Appendix

Consulting  Solution Development  Service Integration Partner Partner
Partners Partners Partner Partners Registration Certification
SMA Market:

For our customers in the SMA market, Huawei stays partner-centric when designing and
building up its processes, IT systems, and organizations to help partners reach and serve
customers more efficiently and support their independent sales. Huawei will develop
products and portfolios which are easy to integrate, configure, sell, install, and maintain
for SMAs; optimize the one-stop transaction platform for partners to help them with
independent quotation, bidding, order placement, delivery, and maintenance; and
enhance service capabilities and specialized teams to support and serve partners.

Partners should proactively invest resources to develop customers, understand the
requirements of industry segments and SMAs, lead project operations, and take
responsibility for project operation risks. They should also appropriately use Huawei
resources and capabilities, integrate Huawei products or technical solutions to provide
solutions and services for customers, and help customers address their pain points.

v

Distributors Diamond Resellers
|
v I
Gold Silver Authorized '
Resellers Resellers Resellers |
|
|

Small and Medium Accounts (SMAS)
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Distributors Resellers Registered Distribution Portfolio Extension Consulting  Solution Development  Service Integration Partner Partner
sales partners partners Partners Partners Partners Partner Partners Registration Certification

Partner Ecosystem
Overview

Huawei Sales Partner Framework

Distribution Business:

Distribution business is targeted at business scenarios of medium- and long-tail customers.
HUAWEI eKit is primarily the unified brand name for Huawei's distribution products.
Distribution products are easy to buy and sale, easy to install and maintain, and easy to
learn and use. The DP system is established following the DP-led and installer-focused
principle: Developing DPs who are competent and willing to cooperate with Huawei to
support a vast number of installers in serving customers. DPs need to prepare an
appropriate level of inventory and independently sell Huawei's offerings through wholesale
or retail. The recommended sell-in prices for DPs should be relatively stable within a
specific period of time.

_____ \ A

¥
== == Distributors |
| R 1

Elite DPs

!
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Huawei Partner Ecosystem

Distributors

Positioning of Distributors in Huawei's Enterprise Business

Huawei Introduction

Sales and Orders Performance and Incentives Certification and Training Marketing Central Partner Complaints Handling Appendix

Partner Ecosystem
Overview

Resellers Registered Distribution Portfolio Extension Consulting  Solution Development  Service Integration Partner Partner
sales partners partners Partners Partners Partners Partner Partners Registration Certification

Distributors are important sales partners of Huawei's enterprise business, who develop next-tier sales partners and provide them with powerful logistics, capital, technical, enablement, and
marketing support. They have their own emphasis in different types of markets and are the main transaction and sales entities of Huawei's enterprise business in designated and authorized
countries and regions for authorized products.

Certification Standards for Distributors Framework of Benefits for Distributors

Company Net assets = US$1.5 million; Directly placing orders ¢
qua|ificati0ns Credlt rating: D or abOVe Product commercia' priv”ege \/
Basic benefits
100% prepayment discount \
Sales Baseline 2: US$6 million
performance Baseline 3: US$2 million Self-pickup discount v
Sales rebate \
Pre-sales/After.  Sales Certificate: HCSA-Sales MBO v
I~ Pre-sales Certification: HCSA-Presales. HCSP-Presales Performance o
sales Capability  rqo cales Certification: HCIE. HCIP. HCIA benefits Specialization rebate v
Service sales rebate \
Pilot plan Subject to specific rules of pilot
plans.
Marketing and sales: Marketing. Sales development. Pre-sales MDF °®
Partner development: Next-tier partner development. Next-tier partner
Other Capability enablement Marketing support JMF N
Warehousing and logistics management: Warehousing and logistics. PSI
management Demo support S
Other benefits Subject to the specific benefit rules.
Notes: Notes:
1. Certification requirements are subject to local policies. 1. V indicates benefits with specific values or range; @ indicates benefits that distributors
2. In principle, the distributors certification requirements in the same region should be are entitled to.
consistent. 2. The benéefits for distributors in different countries and regions are subject to the local

partner policies.
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Resellers

Huawei Introduction Sales and Orders Performance and Incentives Certification and Training Marketing Central Partner Complaints Handling Appendix

Partner Ecosystem Distributors
Overview

Registered Distribution Portfolio Extension Consulting  Solution Development  Service Integration Partner Partner
sales partners partners Partners Partners Partners Partner Partners Registration Certification

Definition
Resellers, including Diamond Resellers, Gold Resellers, Silver Resellers, and Authorized Resellers, provide Huawei products/portfolios, solutions, and services for customers. Diamond Resellers

can directly purchase products from Huawei. Gold, Silver, and Authorized Resellers need to purchase products from Huawei through Distributors.
The authorization of a reseller involves the partner being identified as reseller with a partner level of Diamond, Gold, Silver, and Authorized, along with specific products, regions, and a valid period.

Reseller Positioning

1. Diamond Resellers

Diamond Resellers serve as the core sales partners of Huawei's enterprise business in industry/regional markets. They hold significant influence in these markets and maintain a robust financial
position. In addition, they have strong sales, system integration, and service capabilities for Huawei products/portfolios and solutions. They excel in developing and executing marketing plans,
expanding their customer base, and managing technical exchanges and project operations.

2. Gold and Silver Resellers

Gold and Silver Resellers serve as the important sales partners of Huawei's enterprise business in industry/regional markets. They have strong sales, system integration, and service capabilities
for Huawei products/portfolios and solutions. They excel in developing and executing marketing plans, expanding their customer base, and managing technical exchanges and project operations.

3. Authorized Resellers

Authorized Resellers serve as the sales partners of Huawei's enterprise business in industry/regional markets. They have sales, system integration, and service capabilities for Huawei
products/portfolios and solutions.

Status Certification Criteria

Partners should register on Huawei's official partner website before applying for reseller certification. The certification process evaluates company qualifications, performance, capabilities, and
customer satisfaction. Diamond Resellers must sign the Sales Framework Agreement.

14



Huawei Partner Ecosystem

Resellers

Status Certification Criteria

Huawei Introduction Sales and Orders Performance and Incentives Certification and Training Marketing Central Partner Complaints Handling Appendix

Partner Ecosystem Distributors
Overview

Registered Distribution Portfolio Extension Consulting  Solution Development  Service Integration Partner Partner
sales partners partners Partners Partners Partners Partner Partners Registration Certification

Partners should register on Huawei's official partner website before applying for reseller certification. The certification process evaluates company qualifications, performance, capabilities, and
customer satisfaction. Diamond Resellers must sign the Sales Framework Agreement.

Company Qualifications Requirements Other Capability Requirements

. . ) Diamond and Gold Resellers must possess the following comprehensive capabilities and
Level Diamond Silver Authorized pass the corresponding assessment. The assessment criteria and weight of each sub-item
are released by each region.

Reseller

Baseline 1: net

Company million: financial business scale > Bas_elme 1: Baslellne 1: Reseller Level Diamond and Gold

> >
Qualifications reports of the recent US$1 million; auglhees srelp i | BUBless Seele =

e EEEs TS ) US$0.5 million US$0.25 million Marketing
or above Marketing and sales Sales development
Pre-sales

Performance Requirements
Service delivery

Service and delivery
Reseller Level Diamond Silver Authorized Technical support and maintenance

Sales

US$2 million US$0.5 million US$0.25 million >0
performance

Customer Satisfaction Requirements

Customer satisfaction refers to the overall satisfaction of customers who use Huawei

Specialization Capability Requirements products with their partners. This includes satisfaction with pre-sales support, product

installation, and maintenance. Partners should provide Huawei with a specific number of

Reseller : : Authorize customer contacts with their consent. Huawei or authorized third parties will then conduct
Diamond Silver . : . .

Level d surveys to assess satisfaction levels. Partners must achieve a satisfactory score that meets

the specified requirements.Diamond and Gold Resellers must meet the relevant customer

e Specialization (at Advanced-level Basic-level satisfaction requirements to renew their certification. In 2025, the customer satisfaction
Specialization e A . . . . . . . .
A least one advanced  specialization in 1  specialization in 1 - requirements will be piloted in regions outside the Chinese mainland.
capabilities : ; . .
level) in 2 domains domain domain

For details about the rules for managing partners' specialization capabilities, see the
Partner Capability Development Policy for Global Enterprise Business V1.0.
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Resellers

Huawei Introduction

Sales and Orders Performance and Incentives Certification and Training Marketing Central Partner Complaints Handling Appendix

Registered Distribution Portfolio Extension Consulting  Solution Development  Service Integration Partner Partner
sales partners partners Partners Partners Partners Partner Partners Registration Certification

Partner Ecosystem Distributors
Overview

Partner Benefits

In 2025, partners will receive different incentives based on their performance in both SMA and Non SMA markets. The benefits framework is as follows:

Reseller Level Diamond Silver Authorized

Directly placing orders [ = = =

100% prepayment discount \ - - -

Basic benefits Self-pickup discount \ - - -
Product commercial privilege N NES NES N

Base rebate \/ \/ V -

Specialization rebate \ S S \/

Performance growth rebate \ \ \/ -

Performance benefits
Service sales rebate \ J Xl -
Pilot plan Subject to specific rules of pilot plans.

JMF N + - -

Marketing support Demo support N J V V
MDF [ [ [ [

Other benefits Subject to the specific benefit rules.

NOTE:
1.~ indicates benefits with specific values or range; ® indicates default benefits that partners can enjoy.

2.* indicates that commercial privileges are provided by Huawei to its resellers for purchasing its devices and services, following the applicable product policies. The final price for Gold,
Silver, and Authorized Resellers buying Huawei products and services is determined by the actual contract agreement they have with the distributors.

3.The preceding benefits are subject to the conditions specified in the partner's policies. For details, see the locally released partner policies.
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Huawei Introduction Huawei Partner Ecosystem Sales and Orders

Partner Ecosystem Distributors Resellers Registered Distribution
Overview sales partners partners Partners
Definition

Registered sales partners are sales partners who have submitted cooperation
applications as required and have been approved or certified at the registered sales
partner section on the Huawei partner official website (partner.huawei.com). For detailed
registration requirements, see the Partner Registration and Cooperation Policy for Global
Enterprise Business.

Authorized Products

Based on locally issued partner policies, Huawei authorizes partners by product category.

The authorized products only include non-distribution series products under the following
product sub-categories. Registered sales partners are eligible to sell the following

Performance and Incentives

Portfolio Extension

products in authorized regions

Product Partners Outside Partners in the
Subcategory the Chinese Chinese
Mainland Mainland
Datacom \ \/
1 Datacom Datacom network _ J
security
) oot Optical access \ \
ptical Optical transmission \ \
3 Data storage Storage \ \
4 Intelligent Video conferencing \ N
collaboration IdeaHub \ N
5 HCS HCS l V
6 Computing Computing - \
Enterprise Enterprise services
7 services and P \ \
and software
software
8  Enterprise wireless  Enterprise wireless \ \
9 Cgmmermal Terminal = v
terminal products
Industry consulting  Industry consulting

10 and application and application \ \

integration

integration

Registered Sales

Registered Sales

Certification and Training Marketing Central Partner Complaints Handling Appendix

Partner
Certification

Partner
Registration

Consulting  Solution Development  Service Integration
Partners Partners Partner Partners

Partner Benefits

The framework of benefits for registered sales partners is shown in the following table:

Product Commercial Pilot Plan Other Benefits
Privilege

Subject to specific rules ° Subject to the specific benefit
of pilot plans. rules.

Notes: 1. Incentives marked with "V" have a specified amount or range while those marked
with "@" are default incentives partners are entitled to.2. The benefits for registered sales
partners in different countries and regions are subject to the local partner policies.

Product Commercial Privilege

Resellers at all levels enjoy commercial privilege for Huawei equipment and services
released by Huawei according to relevant product policies. Registered sales partners enjoy
commercial privilege when they directly purchase equipment and services from Huawei.
The final price is subject to the actual contractual agreement between them and the
distributor. For Hi-Care, Co-Care, and other collaboration services, privilege is provided
based on the specialization capability level of resellers, as shown in the following table.

List Price Discount

Specialization

LRI Capability Level (XX% Off)
Hi-Care - X
Basic X1
Co-Care Advanced X2
Master X3
IT integration, datacom network, optical Basic Y1
network, network security, and IT product Advanced Y2
migration collaborative service Master Y3

Note:The specific values of X, X1, X2, X3, Y1, Y2, and Y3 are subject to the local partner
policy.
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Huawei Introduction

Partner Ecosystem Distributors Resellers Registered Distribution Portfolio Extension Consulting  Solution Development  Service Integration Partner Partner
Overview sales partners partners Partners Partners Partners Partner Partners Registration Certification
Types of Partners Distribution Product Category
“ Product Category Product Sub-Category
I Datacom
!r 1 Datacom Datacom Network Security
=TT T T T
N S . . .. — q Distributors : SME Network
| ittty ! Optical Access
N 5 Ontical MiniFTTO
e-Commerce ica
Gold DPs DPs P Light Field Display
Intelligent Security
) ) Video Conferencing
3 Intelligent Collaboration
Elite DPs Ideahitb
Storage
4 Data Storage
Storage Components
6 HCS HCS
Installer DPs / End users | UTRE Caipuine
7 Computing

Ascend Computing

Distribution business is targeted at business scenarios of medium- and long-tail customers.
HUAWEI eKit is primarily the unified brand name for Huawei's distribution products.
Distribution products are easy to buy and sale, easy to install and maintain, and easy to
learn and use. The DP system is established following the DP-led and installer-focused
principle: Developing DPs who are competent and willing to cooperate with Huawei to
support a vast number of installers in serving customers. DPs need to prepare an
appropriate level of inventory and independently sell Huawei's offerings through wholesale
or retail. The recommended sell-in prices for DPs should be relatively stable within a
specific period of time.
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Partner Ecosystem Distributors Resellers Registered Distribution Portfolio Extension Consulting  Solution Development  Service Integration Partner Partner
Overview sales partners partners Partners Partners Partners Partner Partners Registration Certification
Distribution Partner Benefits
.. = Installer !
Partner Level Distributor | Gold DP |commerce __.

DP

DP

Direct order

[ ] [ J [ ]
placement
100%
prepayment v v v
discount
Basic Self-pickup N
Benefits discount
Product
promotion (If ° °
launched)
Price protection ° °
Sell-in (SI)
rebate ¥ Y ¥
PerformancSell-through (ST) N N
e Benefits rebate
Pilot plan Follow the released special incentive rules.
MDF ° ° ° °
l\/éarketmg IME N J
upport
Demo support v v
Othgr Follow the released benefits rules.
Benefits
Notes:
1. "\" indicates benefits with a specific value or range; "@®" indicates default benefits that partners
obtain.

2. ST rebates for gold DPs and elite DPs are applicable only to the Chinese mainland.

3. The preceding benefits are subject to the conditions specified in the partner's policies. For
details, see the locally released partner policies.

4. For benefits related to performance, see the Support Policy on Partner Performance and
Incentives for Global Enterprise Business for specific performance and incentive rules.
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Huawei Introduction

Partner Ecosystem Distributors Resellers Registered Distribution
Overview sales partners partners

Performance and Incentives

Portfolio Extension
Partners

Definition

To support our growing number of component and white-label collaborations, we are
introducing a new partner category called Portfolio Extension Partner into our enterprise
business partner management system. A Portfolio Extension Partner will purchase Huawei
components or products and provide products or services to next-tier partners or
customers under non-Huawei brands. This partner category includes Kunpeng Partners,
Component Partners, and White Label Partners.

» Kunpeng Partners(China only) are crucial to Huawei's Kunpeng and Ascend ecosystem.
Huawei sells Kunpeng and Ascend components to partners as part of their complete
product offerings and enables them in terms of R&D, marketing, sales, and services.
These partners are responsible for the R&D, production, and sales of their own branded
products.

» Component Partners purchase Huawei's self-developed components and incorporate
them into their own products for sale through R&D and production. These partners do
not directly resell or simply repackage and sell Huawei components. Component
partners are classified into diamond, gold, and silver component partners.

* White Label Partners purchase Huawei products that do not bear the Huawei brand,
and resell these products or provide services under a non-Huawei brand. White label
partners are classified into diamond, gold, and silver white label partners.

Routes-to-Market

ComporE:eI:tr?\:Il?te label [~ -~~~ A-- === A-===-" Distributor

Parnter | T
1 |
1 |
1 |
| |

¥y v h 4 v

Gold Component/White Silver Component/White
Label Parnter Label Parnter
A\ 4 v A 4

User

Certification and Training Marketing Central Partner Complaints Handling Appendix

Partner
Certification

Partner
Registration

Consulting  Solution Development  Service Integration
Partners Partners Partner Partners

Product Classification

Component Partners

Product Category Product Subcategory

. . Kunpeng Modules
omputin
o : Ascend Inference Modules

SSD Disk

Data communication )
SuperCoding card

Data Communication module
Data storage ) )
Short-distance Optical module

Electric Power HPLC Module

Spectral Gas Sensing Module
Optical business )
Coherent optical module

Camera module and NVR module

White Label partners

Product Category Product Subcategory

Flash Storage
Scale out Storage
Data Protect
Intelligent Collaboration
Router
Data Center Switch
Campus Switch
WLAN
Security Products

Data storage

Data communication

Industry Sensing: camera and Intelligent NVR/NVR

Optical Access: ONU/ONT and OLT series

Optical Transmission: OptiX OSN 1800 series and OptiXtrans
DC908

Optical business
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Portfolio Extension
Partners

Partner Ecosystem Distributors Resellers Registered Distribution
Overview sales partners partners

Consulting  Solution Development  Service Integration Partner Partner
Partners Partners Partner Partners Registration Certification

Certification Standards

Differentiated certification standards for Components and White Label Partners are developed based on product lines and certification levels, including corporate qualification requirements,
performance requirements, and capability requirements.

White Label Partners Benefits

m Computing Data Communication Data Storage Optical Business

Component Partner Level Diamond Gold Silver Diamond Gold Silver Diamond Gold Silver Diamond Gold Silver
Product
Basic benefits ~ commercial v v v v v v ol V v v v V
privilege
Pegfé)r:rer}ﬁgce Pilot plan Subject to specific rules of pilot plans.
Demo
Marketing support v v v V v
support MDF o ° . A o ° ° ° ° ° ° °

Component Partners Benefits

“ Data Communication Data Storage Optical Business

White Label Partner Level Diamond Gold Silver Diamond Gold Silver Diamond Gold Silver
Product
Basic benefits  commercial N, \ N \ N, N N, \ N
privilege
Performance Pilot plan Subiject to specific rules of pilot plans
benefits P ) p pilot p .
Marketing Demo support \ N
support MDE . . . . . . . . .
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Partner Ecosystem Distributors Resellers Registered Distribution Portfolio Extension | Consulting | Solution Development  Service Integration Partner Partner
Overview sales partners partners Partners Partners Partners Partner Partners Registration Certification
Definitions Basic Benefits

Consulting partners possess industry insights and understanding while offering
consulting and planning services based on customer business needs, which forms
complementary strengths with Huawei and promotes the sale of Huawei's
products/portfolios, and solutions.

Development support
e . . (communities, APIs, technical [ o [
Certification Levels and Standards Iﬁf,?,ﬂ'ﬁa' documentation etc.)
° Ce:_t;flcc:jatlon Iﬁvel: C?nsultmg partners include advanced (invite-only), preferred, and Service support (verification
certitied consufting partners. environment and integration o o o
® Certification requirements: According to the company's qualifications (registered verification service support)
capital, t?u3|ness scale, brgnch), gooperahon achlgvement rggwremeptg (n.umber of Marketing Participation in Huawei's Preferential Preferential Potential
Coopera.tlon cases)_,.capabl_llty reqwr_emenf[s (consulting capability, specialization team) support marketing activities opportunity opportunity opportunity
from which the certification is three dimensions.
Opportunity sharing o o o
. Preferential Potential
Registered SRR Chinese mainland: EED SelelzdlEetlian e Dedicated Shared -
capital mainland: 2 > CNY10 million mainland: 2 support
CNY50 million - CNY2 million L _ L
Training Participation in Huawei's training ° ° °
Outside the Outside the support programs
Chinese Outside the Chinese o . .
Company mainland: = Chinese mainland: mainland: = Note: "@" indicates the default benefits that can be enjoyed.
Qualification Businless US$15 million > US$3 million US$1.5 million
Requirements scale . .
i Chinese Chinese mainland: Chinese SpeCIa! Ber_leﬂts _ _ o _ o
mainland: = > CNY20 million mainland: = The special action fund is established to support partners in investing resources to participate
CNY100 million CNY10 million in special work such as consulting and planning, marketing, brand promotion, and market
expansion specified in the joint BP of both parties.
Branch 25 >3 -
Cooperation Number of Renewed ) ) Outside the Chinese  Outside the Chinese Outside the Chinese
Achievement cooperation =10 25 certification = Special action mainland: < US$X1 mainland: £ US$X2 mainland: < US$X3
Requirements cases 1 fund Chinese mainland: £ Chinese mainland: < Chinese mainland: <
CNYY1 CNYY2 CNYY3
Industry > 100 > 50 > 20 S . o | .
. consultants - - The special action fund is a fund support program which is irregularly issued by Huawei to
Capability Dedicated boost the sales of its products, solutions, and services while encouraging partners to
requirements cooperation > 1 > 1 _ engage in targeted market expansion or invest in capacity building. For details, see the
manager special benefits for partners issued by Huawei.

Basic Benefits Certified

Huawei expert support
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Solution Development Partners refer to partners who can develop software/hardware, develop competitive products or solutions with Huawei‘s components or products, and promote the sales
of Huawei ICT products/portfolios, mainly including ISVs/IHVs and Industry application integration service partners.

ISVs/IHVs

ISVs/IHVs are able to independently develop and offer services for both software and hardware within corporate-level baseline solutions, regional reference sales solutions, and project sales
solutions. They are also responsible for version maintenance, development, and iteration of their own products, ultimately forming joint solutions with Huawei products.

Certification Levels and Standards

Company Qualification
Requirements

Cooperation Achievement
Requirements

Capability Requirements

China: Registered capital

Outside the Chinese mainland:
Business scale

Staff size

Cooperation cases

Solution cooperation

Personnel with Huawei
certification(HCIP/HCIE/HCSP-
Presales-Industry /HCSE-Presales-
Industry)

Dedicated cooperation manager
TAC

Chinese mainland: 2 CNY10 million
Outside the Chinese mainland: 2
US$1.5 million
=200

Number of projects = 5 Or Outside the
Chinese mainland: Project contract
amount 2 US$4 million
Chinese mainland: Project contract
amount = CNY50 million

Cooperation in corporate-level baseline
solutions

4

(At least 1 HCSP/HCSE- Presales-
Industry)

=1

24*7

Chinese mainland: 2 CNY2 million
Outside the Chinese mainland: =2
US$0.3 million
250

Number of projects =2 Or Outside the
Chinese mainland: Project contract
amount 2 US$1 million
Chinese mainland: Project contract
amount = CNY10 million

Cooperation in corporate-level baseline
solutions Or Cooperation in regional
reference-level sales solutions

2

(At least 1 HCSP/HCSE- Presales-
Industry)

21

24*7

Chinese mainland: 2 CNY2 million
Outside the Chinese mainland: = US$0.3
million

Cooperation in corporate-level baseline
solutions Or Cooperation in regional
reference-level sales solutions Or
Cooperation in project sales solutions

At least 1 HCSP/HCSE-Presales-Industry
for renewed certification
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Partner Ecosystem Distributors Resellers Registered Distribution Portfolio Extension Consulting | Solution Development | Service Integration Partner Partner
Overview sales partners partners Partners Partners Partners Partner Partners Registration Certification
Basic Benefits Special Benefits
Basic Benefits Certified Special benefits include the development fund, marketing fund, and special action fund.
Huawei expert support + The development fund is established to support partners in investing resources for

] e i) developing joint solutions with Huawei.

APIs, technical documentation, etc.) = - = * The marketing fund is established based on marketing and brand promotion plans to
Technical enhance Huawei's brand influence and promote the sales of Huawei solutions.
Platform support (cloud-based ] . . , o . .
support OpenLab) L o L * The special action fund is established to support partners in investing resources in
_ - specific work such as solution development, market expansion, and project
Service support (verification implementation as stipulated in the joint BP of both parties.
environment and integration o o o
verification service support) i
Spem_al Advanced Preferred Certified
Participation in Huawei's marketing  Preferential Preferential ~ Potential Benefits
cleliiizs ity [9ppe ] @peeiliniy Outside the Chinese Outside the Chinese . .
: i ) ] ) } Outside the Chinese
Marketing Release on Huawei's marketing ° ° ° Development mainland: SIUS$X1 mainland: s.US$X2 mainland: < US$X3
support platforms fund ChlnesgNn;a\;qland. < ChlnesgNrr;%gland. < Chinese mainland: < CNYY3
Sample device support v v v
Opportunity sharing () () () Outside the Chinese Outside the Chinese Outside the Chinese
BTl B mainland: € US$X4; limit mainland: £ US$X5; mainland: < US$X6; limit of
Sales Executive exchange opportunity  opportunity - of amount per limit of amount per amount per transaction:
support _ _ Marketing fund transaction: US$Z1 transaction: US$Z2 us$z3
Dedicated cooperation manager Dedicated  Shared § Chinese mainland: < Chinese mainland: < Chinese mainland: < CNYY6;
support CNYY4; limit of amount CNYYS5; limit of amount limit of amount per
Participation in Huawei's training per transaction: CNYZ4 per transaction: CNYZ5 transaction: CNYZ6
Traini [ [ [
raining programs
support Y Outside the Chinese Outside the Chinese . .
Exam vouchers (unit: piece) 4 v v Special action mainland: £ US$X7 mainland: < US$X8 Out§|de th_e Chinese
. : ) i . _ mainland: < US$X9
fund Chinese mainland: < Chinese mainland: < Chinese mainland: < CNYY9
Note: "v"indicates benefits with a specific value or range; CNYY7 CNYYS8 T

"@" indicates default benefits that partners can enjoy.
The special action fund is a fund support program which is irregularly issued by Huawei to
boost the sales of its products, solutions, and services while encouraging partners to engage
in targeted market expansion or invest in capacity building. For details, see the special
benefits for partners issued by Huawei.
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Industry application integration service partners

Industry application integration service partners are partners who have industry
application integration capabilities of delivering Huawei‘s corporate-level
solutions and regional reference-level sales solutions. Such partners provide project
integration design, integration verification, integration implementation, and project

management.

Certification Levels and Standards

« Certification level: Industry application integration service partners include advanced

(invite-only), preferred, and certified Industry application integration service partners.

« Certification requirements: According to the company's qualifications (registered
capital, business scale, and staff size), cooperation achievements (cooperation cases),
and capability requirements (Solution cooperation, specialization team, dedicated

cooperation manager, and TAC) from which the certification is three dimensions.

Certification Requirements Certified

Registered capital

Company Business scale
Qualification

Requirements Staff size

Basic qualification

Cooperation
Achievement  Cooperation cases
Requirements
System architect
Software/Hardware
development engineer
HCIP/HCIE/
Capability HCSP/HCSE-
Requirements  Presales-Industry
Project manager
Dedicated cooperation
manager
TAC

Chinese Chinese Chinese
mainland: 210 mainland: 22 mainland: 22
million CNY million CNY million CNY

Outside the Outside the Outside the
Chinese Chinese Chinese
mainland: mainland: mainland:
21.5M USD 20.3M USD 20.3M USD
2200 250 250

Have information system integration and service
qualifications (including one or more certifications
such as CMMI, ISO 20000, CS, and ITSS) or
practical integration experience.

Renewed
=5 22 certification=
1
220 210 =5
=50 220 =210
210 25 =2
=10 25 >3
>1 >1 -
7*24 724 5*24

Sales and Orders Performance and Incentives

baseline

Certification and Training Marketing Central Partner Complaints Handling Appendix

Consulting
Partners

Solution Development
Partners

Service Integration Partner Partner
Partner Partners Registration Certification

Basic Benefits

Service support (verification
environment and integration [ [ o
verification service support)

Technical
Platform support (SmartS| and
support EIIDSDI:(’) [ [ o
Remote technical support
(Helpdesk/400 hotline) = . .
Participation in Huawei's Preferential Preferential  Potential
Marketing marketing activities opportunity  opportunity opportunity
support i i
PP Release on Huawei's marketing PY ° P
platforms
Sales support Opportunity sharing o [ [ ]
Training Participation in Huawei's training PY PY °
S programs
Exam vouchers (unit: piece) v v v

Note: "v" indicates benefits with a specific value or range;
"@" indicates default benefits that partners can enjoy.

Special Benefits

The special action fund is established to support partners in investing resources in specific
work such as industry application integration and POC as stipulated in the joint BP of both
parties.

Outside the Chinese Outside the Chinese Outside the Chinese

Special action mainland: < US$X1  mainland: < US$X2  mainland: £ US$X3

fund Chinese mainland: £ Chinese mainland: £ Chinese mainland: <
CNYY1 CNYY2 CNYY3

The special action fund is a fund support program which is issued by Huawei at irregular
intervals to boost the sales of its products, solutions, and services while encouraging
partners to engage in targeted market expansion or invest in capacity-building efforts. For
details, see the special benefits for partners issued by Huawei.
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Partner Ecosystem Distributors Resellers Registered Distribution Portfolio Extension Consulting  Solution Development | Service Integration Partner Partner
Overview sales partners partners Partners Partners Partners Partner Partners Registration Certification

Introduction

Service Partners provide customers with services such as planning, implementation, ICT service solution partners benefits and support

maintenance, optimization, and operation support based on Huawei's products, portfolios,

and solutions. These partners include ICT Service Solution Partners, Authorized Service . g
Center Partners, and Huawei Authorized Learning Partners (HALPS). Benefit/Level Certified

H :
ICT service solution partners uawe expert support ¢ ¢
Huawei
Training and Certification Ineluising O e Platform support (O3, elSDP, etc.) ° ° °
Servi Operation Support .
ervice Service _ _ authorized Development support
Service Experience . (communities, development . .
T T Rollout and Management & Operation learning Technical toolkits, APIs, technical
Business Enablement ) . support documentation, etc.)
. Integration Service . e
Software Business partner Service support (verification
environment and integration °
Authorized service center partners with service capabilities (HALP) verification service support)

Remote technical support (TAC
support)

Participation in Huawei's marketing

1) ICT service solution partners are partners who perform secondary development Marketing activities

based on Huawei software platforms and tools. They develop and deliver scenario- Support Joint marketing activities ° °
specific service solutions in the enterprise ICT service and software fields to meet . .

diversified customer requirements. Opportunity sharing ° °
» Certification level: Partners are divided into advanced, preferred, and certified. Executive exchange °

» Certification domains: 5 service domains, include Training and Certification Service, Priority in project cooperation °

Communication & Business Enablement Software Business, Industry O&M and
Operation Support Service, IT Rollout and Integration Service, and Service Experience
Management & Operation.

Sales support  Discounts on ICT service- and
software-related collaboration
services, including the smart v \ \
campus collaboration service,

AICC collaboration service, etc.
Dedicated cooperation manager

support
Training Participation in Huawei's training o o o
support programs
Training fund ° ° °
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2) Authorized Service Center (ASC) Partners are partners who have obtained Huawei
service capability certifications. They provide customers with post-sales services
(installation, implementation, and maintenance) of Huawei products.

» Certification level: Partners are divided into advanced, preferred, and certified.
» Authorization for market services:

* Advanced partners can provide services in all markets
» Preferred partners can provide services in the SMA and distribution markets
» Certified partners can provide services in the distribution market

Benefit/Level Certified

Huawei expert support

Technical Platform support (O3, elSDP, etc.) ° ° °
support Remote technical support (TAC
experts and Helpdesk/400 hotline ° ° °
support)
Participation in Huawei's
q O ann [ ] [ ] [}
Marketing marketing activities
Support Joint marketing activities °
Opportunity sharing (Share the
installed base information ° °
confirmed by Huawei)
Executive exchange °
Priority in project cooperation °

Discounts for collaboration
services, including Co-Care
Sales support maintenance service, IT
integration service, IT product
migration collaboration service, \ V \
datacom network collaboration
service, optical network
collaboration service, and network
security collaboration service

Cooperation manager support Dedicated Shared
Training Participation in Huawei's training . . .
support programs

Sales and Orders Performance and Incentives

Distributors Resellers Registered Distribution Portfolio Extension
Overview sales partners partners Partners

Certification and Training Marketing Central Partner Complaints Handling Appendix

Consulting  Solution Development
Partners Partners

Integration Partner Partner
Partners Registration Certification

Service
Partner

3) Huawei Authorized Learning Partners (HALPs) are authorized partners who provide
training services encompassing Huawei's products, technologies, and solutions, to partners
or customers (or individual users) of Huawei's enterprise business, in addition to cultivating
talent that Huawei's industry chain requires.

« Certification level: Partners are divided into certified, preferred, and advanced.

Benefits and support

| Category | Item |

Course resource

sharing
Technical
ST Training fund
Participation in
Huawei's training
programs
Platform support
Technical
Support Service support
Sample device support
Marketing part?f;ddzzelogr:n o
Support "

Participation in
Huawei's marketing
activities
Joint marketing
activities
Sales Huawei certification
support exam discounts

Advanced
Access to Huawei course resources within the authorized
technical field, including Huawei certification and partner
position training course materials, instructor enablement
videos, and TTT training materials
Huawei's training fund support and limited training and exam
vouchers for free
For details about the rules, see the Incentive Policy on the
Market Development Fund (MDF) for Global Enterprise
Business

Priority access to participate in Huawei Elite Camp and
Golden Seeds training programs

Teaching and resource center support using the Huawei
Talent platform

Right to purchase Huawei's Co-Learning collaboration training
services for HALP partners, including experts, training tools,
and lab environments

Demo discounts for purchasing devices used for training (For
details about the amount and rules of each level, see the
Incentive Policy on Partner DEMO Products for Global
Enterprise Business)

Support from Huawei's Partner Development Fund (PDF)
which is used to organize marketing activities aimed at
enhancing the capabilities of enterprise business partners.
The specific amount can be found in locally released partner
policies (for details, see the Incentive Policy on Market
Development Fund (MDF) of Global Enterprise Business)

Opportunities to participate in HALP annual conferences,
HUAWEI CONNECT, and partner conferences

Joint marketing activities with Huawei

Discounts provided by Huawei for HALPs to purchase exam
vouchers
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Definition

Integration partners refer to partners who are able to provide system integration, solution
implementation, or O&M services to customers based on ICT products and solutions.
Integration partners are classified into advanced, preferred, and certified integration
partners. Advanced integration partner certification is invitation-based.

. Company Qualification

Certlflcatlon Description of Certification

= CNY200

= CNY300 o CNY20
. . o million .
Business Accumulated business revenue million or > million
scale over the past two years Or, 2 US$45 USéI;O Or, = US$3
million million million
Staff size Number of employees =200 =100 =220

2, Capability Requirements

Capability Description of Certification ipe
Standards Advanced Preferred Certified

Capability Each region adapts the qualifications and requirements based on the actual
certificates  situation of each country.
The partner has directly won

and delivered at least five 2 CNY10 2 CNY5 2 CNY1

Project sales projects (which include ICT million million million
and delivery products and services) in the or, > or, = or. >
past two years, and the _ US$1.5 US$0.7 US$0.15
contract amount of each project million - million
meets requirements.
The partner has product or
solution R&D capabilities and
has integrated Huawei
products into its own products
: or solutions. The partner has
in?gll]"g(t)ign won a specific number of 210 25 >2
andgsal es contracts and delivered them to contracts contracts contracts

end customers in the recent
two years. The amount of each
contract is greater than or
equal to CNY500,000 or
US$100,000.

Certification and Training Marketing Central Partner Complaints Handling Appendix

Integration
Partners

Partner Partner
Registration Certification

Consulting  Solution Development  Service
Partners Partners Partner

* Business scale: Financial reports or tax certificates can be provided.

» Staff size: Employees' social security certificates can be provided, or regions can
customize specific requirements as needed.

* Project sales and delivery: The contract cover can be provided after legal authorization is
obtained. The contracting entity must be the end user or the agent construction party/carrier
designated by the end user.

* Partners can select any of the three items: capability certificates, project sales and
delivery, and solution integration and sales.
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Partner Benefits

1. Basic Benefits: After a partner passes status certification, the partner automatically
obtains the basic benefits of their level, including technical, marketing, sales, and training
support.

Huawei expert support

Platform support (cloud-based OpenLab, O3, ° ° °
SmartSl, elSDP, Talent, etc.)

Development support (communities,

Certification and Training Marketing Central

Service
Partner

Solution Development
Partners

Consulting
Partners

Partner Complaints Handling

Integration
Partners

Partner
Registration

Appendix

Partner
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2, Special Benefits: Both parties sign a joint BP, and the corresponding amount of

benefits is granted to partners.

Outside the Chinese

mainland: £ US$X1

Chinese mainland: <
CNYY1

Marketing fund
support

Outside the Chinese

mainland: £ US$X2

Chinese mainland: <
CNYY2

The benefits of partners in different countries and regions are subject to local partner
policies. For the distribution mode and process of special benefits, see the Incentive Policy
on Market Development Fund (MDF) for Global Enterprise Business.

Technical development toolkits, APls, technical o o ([ ]
support documentation, etc.)
Service support (verification environment and PY ° P
integration verification service support)
Remote technical support (TAC experts and ° ° P
Helpdesk/400 hotline support)
Demo support \ \ -
Release on Huawei's marketing platforms [ (| -
Marketing Preferentia Preferential Potential
support  Participation in Huawei's marketing activities .. opportunit
., opportunity
opportunity y
Joint marketing activities [ ([ -
Opportunity sharing (] [ -
Preferentia .
. Potential
Sales Executive exchanges opportunit
support opportunity y
Priority in project cooperation [ ([ o
Dedicated cooperation manager support Dedicated  Shared -
Participation in Huawei's training programs o [ o
Training Course resource sharing o o -
support  Exam vouchers (unit: piece) \ \ -
Training fund \ V -

Note: "\" indicates benefits with a specific value or range;

integration partners are entitled to by default.

indicates benefits that
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Registering as a Huawei Registered Partner

1. Definition

Partner registration is a precondition for obtaining various partner statuses from Huawei.
Before cooperating with Huawei, partners must complete registration on
partner.huawei.com, the HUAWEI eKit official website, or the HUAWEI eKit app. They
must submit relevant materials and sign the necessary agreements as per Huawei's
requirements. After approval, they will proceed with the certification process for various
partner sub-categories. Partners must ensure that the relevant materials provided during
registration are authentic, valid, and compliant with laws and regulations.

2. Content

(D Typically, partners must be legal entities established in accordance with local
laws.

2 Partners should provide their company/organization's full name and relevant
information as required by Huawei, and upload relevant materials such as
business licenses, organizational code certificates, or tax registration
certificates during the registration process. If these materials are not available,
partners need to provide documents with equivalent legal validity in the local
jurisdiction. Huawei reserves the right to cancel partner transactions and revoke
partner statuses if the provided documents are found to be false or invalid.

(3 Partners must submit a registration application on partner.huawei.com and sign
the General Terms and Conditions of Partnership. To get certified as an
Acceleration Partner, partners must also sign the Sales Partner Cooperation
Agreement.

@ If a partner signs the initial agreement in the first half of the year, the validity will
last until February 1 of the following year. If the partner signs the initial
agreement in the second half of the year, the validity will last until February 1 of
the third year. Renewal will begin 90 days before the agreement expires, with
the new term running from the February 1 of the first year after renewal to the
February 1 of the third year. If the partner fails to complete the renewal before
the agreement expires, the partnership will terminate and the Huawei enterprise
business partner status will be

y Register link, visit:
Partner Registration and Cooperation Policy for Global Enterprise Business
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Partner Certification

After becoming a registered partner, you can apply to become a Huawei Certified Partner. A Huawei Certified Partner can obtain the additional corresponding benefits. For more details, please
refer to the Partner Program.

Certification Process

Start a certification
application when you meet Upload corresponding

Contact your partner
manager to do a follow up
of the certification
application

The system will send you
an email to your registered

the certification document required for
requirements in Huawei certification
ePartner

email address when the
application is approved

Partner Certification Process:

1. The registered Partner administrator logs in to e+Partner to apply for a certification type. Distributor certification adopts an invite-only mode.
2. The registered Partner provides information as required, including certification and contact information, uploads company certification materials, and submits a certification application.
3. After the application is approved, the Huawei system sends a notification email to the Partner’s registered email address.

Note: Huawei may refuse a certification application if the partner doesn’t meet the corresponding requirements as specified in the previous slides.

f For more information of partner certification requirement, please find the Partner Development Policies on 2025 Huawei Partner Policy for Global Enterprise Business:

https://partner.huawei.com/eplus/#/aui/en/web/partner-policy-en
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Deal Configuration and Quotation Order/PO Credit and Delivery and

Registration function: UniSTAR SCT Placement Financing

Deal Registration(DR)

Huawei encourages partners to explore business opportunities actively by allowing
partners to register deals in advance. You will receive special support and extra rewards if
you successfully register deals with Huawei.

Benefits

For a successful deal registration, Huawei may provide you with benefits such as:
1. Pre-sales support

2. Quotation support

3. Deal Authorization

4. Other Rewards According to Local DR Programs.

Actual rewards of certain registrations will be determined on a case-by-case basis, and
will be dependent upon regional Huawei Policies of your area. You can confirm with your
Huawei local contact.

Eligibility
Normally, Huawei accepts deal registrations from Client Facing Tiers (CFT), including
Registered Sales Partners, Authorized Resellers , Silver Resellers , Gold Resellers, and

Diamond Resellers. With the authorization, Distributors can submit deal registrations on
behalf of CFT.

In some cases, Distributors can register deals for themselves, depending on local Huawei
policies. If you are a Distributor wanting to submit a deal, please discuss with your Huawei
Coordinator.

Certification and Training Marketing Central Partner Complaints Handling Appendix

Services

Shipment

How Huawei Validates and Approves Deal Registration

Huawei will review a deal registration mainly by the criteria below, and only deal registrations
that meet all requests can be accepted as successful ones:

1. The registration application should be submitted through Huawei‘s deal registration system,
with complete and authentic registration information, including but not limited to the customer
name, project name and background, estimated project signing amount and time, product or
solution requirements, and partners’ early investment in the opportunity. Information
collection and use should comply with local laws and regulations.

2. The deal registered should fall within the scope of the partner's authority (authorized
regions, authorized products, etc.).

3. All other local conditions for valid deal registration should be met as well. For more
information about local conditions for valid deal registration, Please confirm with your Huawei
local contact

Registration Operation
1. Companies who submit the deal registrations should first of all register as Huawei partners
in Huawei Partner Portal.

2. After the deal registration is successful, partners need to regularly update related deal
information or it might become invalidated, dependent upon regional Huawei Policies.

3. Huawei may ask you to supplement or modify the information submitted if your registration
information is incomplete.

Normally, the validity period for a deal registration is six months, starting from the date when
you submit the application. In case your registered deal requires more than six months to
close, please do not forget to tell your Huawei contact to extend the validity period. The
e+Partner will send you a notice before the registration expires.

f Website link: Deal Registration
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Registration function: UniSTAR SCT

UniSTAR SCT is a Web-based configuration and quotation & Solution Design tool that is
smart and simple.

SCT helps you

* Quickly learn about Huawei products:
V¥ Promotional products
V¥ Hot products
V¥ New products

* Intelligently configure products:
V¥ Intelligent configuration help
V¥ Automatic configuration verification
V¥V Configuration sharing function
V¥ Quick Product Selection

+ Simply Wizard Design for Solution:
V¥V Clear operation guide
V¥V Various parameter display modes
V Diverse Deliverable

» Easily create BOQs:
V¥V Specific discount setting
V¥V Automatic price verification

* Get helpful inputs:
V¥ Intelligent selection of products
V¥V Advantage analysis of competitors’ products
V¥ Comparisons of Huawei products

V¥ One-click download of bidding documents

Performance and Incentives
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Delivery and :
Shipment Services
Key Operations

Applying for SCT Permission
Please refer to Online Account in this document to apply for permission.

Quotation Process

Purchase
Huawei

Select
Huawei

View
Huawei

Products Products Products

Browsing Hot- Viewing Product Details Creating a Quotation
selling or Latest

Product . . -
Searching for a Product Adding and Configuring Products,
Spare Parts, or Services

View All

Product Lines Comparing Products

» Adding and Configuring Products

* Adding and Configuring Spare
Parts™

+ Adding Configurations

Comparing Solution

* Inputting Solution Design
(Scenario, Requirement
and Products Selection)

» Adding and Configuring Services

» Setting Sites and Quantities

» Finishing Solution
Design (Exporting
Product List, Topology
and TP)

Submit to e+Partner
Ecosystem

Share Quotation to Huawei
Product Manager

Figure: Quotation Process by SCT

Notes: The SCT shows the full and new range of Huawei products and provides catalog browsing and
quick and advanced search. This function helps you quickly find products that meet your requirements.
The SCT also shows product details, which can help boost your product knowledge.

f For more information, visit: https://unistar.huawei.com/unistar/sctnext/#/worldwide

Appendix
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Deal Configuration and Quotation Order/PO Credit and
Registration function: UniSTAR SCT Placement Financing

The following guidelines define the procedures for placing a Purchase Order
(PO):

If the Partner has already signed the Sales Framework Agreement with Huawei, there are
two choices for a Partner to place a PO;

1. Online PO: Place the PO through the online ordering system - e+Partner(Partners with
a valid Distributor, Diamond Reseller certification) /eKit(Partners with a valid
Distribution Partner certification)

2. Offline PO: Place the PO through a traditional way, such as print the PO or as an
electronic PO.

Online PO

For an online PO, a partner can place a PO through the Huawei e+Partner/eKit
Ecosystem directly, and check the PO status (logistics status and more) online. To use the
online ordering system, you only need to sign the online ordering agreement with Huawei,
and Huawei will arrange the system training for you as a partner.

Following these main steps for placing an online PO:
1. Log in to the e+Partner/eKit using Huawei Partner Uniportal ID and password

2. Create an order by selecting a configuration, and fill in the billing and shipping
information.

3. Submit the order in the system

After a Sales Partner submits an order, Huawei will receive and review the order, then
send an order receipt notification to the Sales Partner through the system. During order
processing, the Sales Partner can view the order status through online system.

Delivery and

Shipment Services

Offline PO

For an Offline PO, the partner needs to first create the PO according to the PO template,
then sign the PO, and send to Huawei by mail or other ways. To check the PO status for an
offline PO, the partner needs to contact the Huawei Coordinator.

Following these main steps for placing an offline PO:

1. Partner creates the PO according to the PO Template defined in the Sales Framework
Agreement .

2. Partner submits the PO to Huawei: Electronic PO, by email, or print PO then sends by
mail.

Huawei receives the PO: Huawei PO Specialist will organize and check the PO, then send
an email to notify the partner whether the PO is accepted or rejected.

Step-by-step IT Guide:

Introduction of Online Order Process
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Deal Configuration and Quotation Order/PO Credit and Delivery and

Registration function: UniSTAR SCT Placement Financing Shipment Services

[ Buying on Credit from Huawei ] PO Financing Program

Sales Partners may be able to get products or services on credit instead of prepaying the
entire cost. The credit is interest-free within the payment terms, reducing partners’ overall
costs.

Huawei designates the credit limit and payment terms. The credit limit is a revolving
amount for credit sales that Huawei grants to a Sales Partner, based on Huawei’s
evaluation of the Sales Partner. Payment terms are the number of days between the
invoice date and due date, which is no more than 30 days.

Requirements

All partners having credit sale transactions with Huawei should apply for credit at least
seven days before a transaction. To qualify for credit, a Sales Partner must provide a
copy of the company’s business license, audited financial reports for the previous three
consecutive years, and any other materials specified by Huawei.

Along with this information, the Sales Partner must submit an application for the credit
request to the Huawei Partner Manager. The Huawei Partner Manager informs the Sales
Partner of the credit decision after Huawei’s evaluation.

If the credit requested by the Sales Partner is not approved, Huawei may ask the Sales
Partner to provide other materials or credit support; otherwise, Sales Partners must place
orders with 100% of advance payment for new transactions.

Credit Adjustment

Sales Partners can apply for credit limit adjustment at any time. Applicants must provide
their latest audited financial reports. Huawei may adjust the credit limit based on
comprehensive evaluation of the Sales Partner’s financial position, historical payment
records, actual business needs, and other factors.

Huawei may unilaterally adjust or cancel the credit granted to Sales Partners with poor
payment records, those whose credit has been idle for more than six months, or partners
with credit that has been underused.

If a Sales Partner fails to pay an undisputed invoice by the required date, Huawei is
entitled to suspend the received Purchase Order (PO) as well as preparation and
shipment of the goods for the Sales Partner and freeze partners’ rebate until the overdue
Accounts Receivable (AR) amount is cleared.
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Deal Configuration and Quotation Order/PO Credit and
Registration function: UniSTAR SCT Placement Financing

Buying on Credit from Huawei [ PO Financing Program ]

PO financing is a global financing solution that helps Huawei Sales Partners cost-
effectively purchase Huawei’s products, solutions, and services. Based on the authenticity
of Sales Partners’ purchase orders to Huawei, third-party financing partners, after a
comprehensive evaluation of the risks, provide a revolving, short-term credit line to Sales
Partners. The financing is exclusively provided for Sales Partners to pay Huawei for the
PO.

The PO financing process includes the following steps:

Financing

Partner

@ Release loan @ Utilization Request
® Confirm PO © Repayment
® Deliver goods Channel
- > Huawei
X @ PO Partner

Huawei Sales Partners may gain the following benefits from PO financing:
* Increased credit capacity

* Longer payment terms

* Enhanced cash flow

* The ability to pass on extra payment terms to their second-tier partners

Delivery and .
Shipment Services
Requirements

In accordance with the specific requirements of the financing partner, the Sales Partner must
meet certain credit qualifications.

How PO financing works

» The financing partner releases credit for the approved Sales Partner.
+ Against the issuing PO, the financing partner pays Huawei the PO value.
» The Sales Partner pays principle and interest on the due date to the financing partner.

+ The financing partner bears credit and collection risks.
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Deal Configuration and Quotation Order/PO Credit and Delivery and
Registration function: UniSTAR SCT Placement Financing Shipment

Services

[ Huawei Supply Keynote ] Shipment Issues Software License Delivery

Logistic:

* For PO of E-category Incoterm: Partner shall pickup goods within three days after the
production and packing is finished. Provide waybill or bill of lading to Huawei within seven
days after cargos depart from port

» For PO of F-category Incoterm: Partner shall confirm the shipping documents from Huawei
within one day after receiving the documents. Provide waybill or bill of lading to Huawei

1
Placing Production i Contract within seven days
1

- 5 : —» Logistic
Order and delivery Change » For PO of C/D-category Incoterm: Partner shall confirm shipping documents within one

day after receiving the confirmation from Huawei, and pick up the Products within three
days after the Products have been delivered to designated address

Huawei works with Sales Partners to supply and deliver end customers. To achieve
efficient and fast delivery, Sales Partners can cooperate with Huawei in the following
aspects:

Placing Order:
» Placing Order via Huawei Online Order System on time.

* Formulate a reasonable order delivery time based on the product lead time, fund
arrangement, and the readiness of lower-level partners or end-users to accept goods.

* Provide clear and accurate delivery addresses and recipient information. For EXW/FOB
orders provide logistics forwarder information.

» Submit factory acceptance test (FAT) and special packing requirements when placing
orders

Production and shipping:

Huawei starts production and makes shipment after goods preparation conditions (such
as L/C) and shipment conditions (such as payment before shipment) are met according to
contract clauses.

Partner shall check the product package when receiving the goods. If there is any damage
to the package, mark it on the POD. Huawei will not be responsible for goods damage
after clean POD is signed.

PO Change:
* PO Change time: Partner should change or cancel PO at least seven days prior to the

estimated packing date of Product. The PO desired arrival date should be change at least
seven days prior to the estimated packing date of Product. The change of shipping
information (including delivery address in the same country, consignee/ Contact Person/
Phone number /email) should be made at least seven days prior to the estimated packing
date of Product.

Once the Products departure from the last Huawei physical site, including supply center,
hub, central warehouse and EMS factory, the Purchase Order may not be changed or
cancelled

PO for Customized Products, once accepted by Huawei, may not be changed or cancelled.

All Contract Change Applications need to be approved by Huawei. After the change, the
delivery time is recalculated from the date of Huawei’s approval.
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Deal Configuration and Quotation Order/PO Credit and
Registration function: UniSTAR SCT Placement Financing

Huawei Supply Keynote [ Shipment Issues ] Software License Delivery

Definition of Shipment Issues

* Dead on Arrival (DOA) goods are products that appear to be undamaged after shipping
but fail to operate after power-on or fail to perform correctly within 48 hours after power-
on.

» Shipment damage means that products and their packaging are obviously deformed or
damaged..

* Inconsistent goods means that the goods quantity shipped are different from those
specified on the customer’s PO. Possible differences include insufficient, incorrect, and
excessive items.

Requirements for Handling Shipment Issues

The main principle for dealing with shipment issues is that those who sell the goods are
responsible for dealing with such issues. Huawei accepts shipment-issue applications only
from direct sales end-users, distributors, and Diamond Resellers

Customers who are not Huawei’s direct sales end-users must submit their application
forms to Sales Partners. Sales Partners then submit these applications to distributors.
Distributors submit the applications to Huawei.

DOA status for goods must be claimed within 30 days from Huawei’s warranty starts if the
engineering installation service is not performed by Huawei. If the engineering installation
service is performed by Huawei, DOA must be claimed within three days from the date
when the DOA occurs and before the equipment installation report or the Preliminary
Acceptance Certificate (PAC) is signed.

Goods damage must be claimed within 14 days after the Proof of Delivery (POD) is
signed. Clear photos of the entire damaged goods and close-up photos of the damaged
parts and the six sides of the package should be provided.

Inconsistent goods must be claimed within 30 days after the POD is signed.

After receiving replacement goods, distributors or Diamond Resellers should return the
damaged goods to Huawei’s central warehouse in their local countries or regions within 10
days.

Delivery and

Shipment Services

Process for Handling Shipment Issues

Following are the steps for distributors and Diamond Resellers to follow in handling shipment
issues:

1. Follow preliminary inspection standards upon receiving goods.

2. Raise a service request to the Huawei Technical Assistance Center (TAC) for entitlement
check and hardware failure troubleshooting.

3. Sign POD after Huawei replaces the goods.

4. Pack the faulty part, label the Fault Tag on the box, and return it to Huawei’'s designated
warehouse in the local country or region after receiving the Return Notice from Huawei.

For more information about Global Service Hotline, visit:
http://e.huawei.com/go/servicehotline
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Deal Configuration and Quotation Order/PO Credit and
Registration function: UniSTAR SCT Placement Financing

Huawei Supply Keynote Shipment Issues [ Software License Delivery ]

Scope of Delivery: Huawei-developed software and third-party software license

Delivery Mode: The Huawei Software License is delivered electronically (push mail or
downloaded online) if there is no special requirement — some third-party software
licenses can only be delivered as a physical product (paper, disk, etc.).

Huawei Delivery Software License to Sales Partner

1) For Software developed by Huawei, the Software License shall be delivered
electronically through Huawei Official ESDP website
(https://esdp.huawei.com/sdpcust/#/ ). The Software license, which shall be obtained
from Huawei official authority, will be sent to Partner's indicated email address and its

Huawei ePartner system account, and the Software license is deemed to be delivered.

Partner shall on line distribute the Software entitlement to the end customer in ESDP
system. Such Software license can also be printed by Partner for physical license
requirement.

2) For Third Party Software, the License will be delivered in the manner of physical
delivery (the Paper or CD-ROM contain the software license) or electronic delivery
(push mail or download online).

3) The risk of the physical license is transferred by terms and conditions for equipment
transfer in the related contract.

Post-sales Support

If Partners or end-users have software license problems, contact the local Huawei TAC
at https://e.huawei.com/en/service-hotline-query.

Software Order Fulfillment Management online course

f For more information about Huawei Software platform(ESDP), visit:

Delivery and
Shipment

Certification and Training Marketing Central Partner Complaints Handling Appendix

Services

Order Visibility

The Order Visibility Platform is a global platform that helps Huawei partners realize one-
station order fulfillment visibility, based on POs.

+ Partners can view details of the PO’s process status in the platform.

» Partners can export Packing Lists, Serial No. and PODs from the platform.
» Partners can evaluate and rate their order satisfaction online.

» Partners can contact the PC online support team.

Follow the main steps for inquiring order information:

1. Sales Partner can ask the Sales Partner Administrator to apply for privileges.

Visit https://partner.huawei.com to enter the ePartner platform.
Click “Search Order” to enter the Order Fulfillment Visibility Platform.

Users can precisely track order status, , batch fulfillment, billing and payment status and
download the packing list, POD.

> DN

f Order Visibility Website link:
Distributors and Diamond Resellers :

* Please Log into: partner.huawei.com then click: Transactions-> Orders->Search Orders;

f Step-by-step IT Guide:
Order Visibility Online Course
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Deal Configuration and Quotation Order/PO Credit and Delivery and Services
Registration function: UniSTAR SCT Placement Financing Shipment
Warranty Services Support Services
Huawei enterprise hardware products are generally covered by a one (1) year warranty. Enterprise Product Support Services offers Hi-Care and Co-Care services that perform
Several products have extended warranty up to three (3) years or more. For detail continuous and reliable maintenance services based on the Service Level Agreements
information about corresponding product, please visit following URL. (SLAs) you choose.

Huawei Hi-Care service provides maintenance service for customers. With this service,
Huawei responds to your technical requests for remote troubleshooting and advance
hardware replacement in the shortest possible time. Hi-Care provides onsite technical
support to help you maintain a more efficient and stable network environment and improve
network productivity.

Outside China (except European Union Region)

C
Y
=

Enterprise Warranty Policy

The Co-Care Services are Huawei maintenance service solutions which are designed for
Enterprise Product Warranties URL Certified Partners. A Certified Partner who purchases Co-Care Services is supposed to

integrate its value-added services (on-site technical support, equipment heath check, etc.)

with the Co-Care Services, to form and deliver Partner-branded technical support services to

European Union Region the End Customer.

Outside China (except European Union Region)

~

Huawei WEU Enterprise Product Warranty Policy U

Huawei Enterprise Hi-Care Services URL
All Huawei warranties extend only to the Original End User Customer (the individual or
entity who purchased the product for their own use, collectively referred to in this Huawei Enterprise Co-Care Services URL
document as “Customer”) in the countries or regions where you purchase the products;
and are nontransferable. The warranty shall be provided by Huawei or the Huawei
authorized Sales Partner (collectively referred to in this document as “Huawei”). Huawei
warranties are subject to and provided only on the terms and conditions depict in this
document. If there is any conflict with contract terms and conditions, the contract terms and
conditions shall prevail.

C
X
=

Huawei Enterprise Hi-Care Service

C
X
=

Huawei Enterprise Co-Care Service
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Service Incentive Performance Incentive Sales Performance query and Incentive Implementation Incentive
Framework Calculation Execution Incentive Confirmation & Query Requirements Claim

Benefits
Framework

In order to build trust with Partners, to achieve mutual benefits, and to become the most valuable partners directly with customers, Huawei's Partner Benefits Framework is intended to increase
profits for Huawei Partners who help sell or promote Huawei’'s enterprise products and services. including 100% prepayment discount, rebates, marketing support, and pilot plans etc.

Overview

Benefits Framework for partners:

Basic Benefits Performance Benefits Marketing Support Other Benefits

Directly Product o . o Service

placing commercial 100% .prepayment Se!f—plckup Base  Specialization Sales MBO sales Growth Pilot plan MDE IMF Demo

S discount discount Rebate rebate rebate Rebate Support
orders privilege rebate .
Subject
to the specific benefit
Subject to rules
V \ V \ \ \ V \ V \ specific rules V V V

of pilot plans
Remark:For distributors, Specialization rebate are performance benefits.

Directly placing orders with Huawei
Distributors/Diamond Resellers are entitled to directly placing orders with Huawei.
Product Commercial Privilege

Distributors /Diamond Resellers can directly purchase equipment and services from Huawei based on the commercial privilege released by Huawei to distributors /Diamond Resellers according

to relevant product policies.
Gold, Silver, and Authorized Resellers can purchase equipment and services of Huawei based on the commercial privilege released by Huawei according to relevant product policies. The final

price is subject to the actual contractual agreement between them and the distributor.

100% Prepayment Discount
The 100% prepayment discount is designed to encourage distributors/Diamond Resellers who directly transact with Huawei to make 100% prepayment through cash or telegraphic transfer by
providing a discount to reduce the overall transaction price.
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Service Incentive Performance Incentive
Framework Calculation Execution

Benefits
Framework

Self-pickup Discount

The self-pickup discount encourages distributors /Diamond Resellers to give full play to their
logistics advantages. If a to distributors /Diamond Resellers opts to pick up the product by
themselves at Huawei fulfillment center or other pickup addresses agreed by both parties
when making a purchase, they can enjoy a discount for devices.

Base Rebate

It refers to the rebate offered to Diamond Resellers, Gold Reseller, and Silver Reseller for their
sales performance in the assessment period.

Specialization Rebate

To drive Sales partner to improve their specialization capabilities, and is granted based on
the specialization capability level.

Sales Rebate

To motivate distributor to achieve the sales performance target expected by Huawei and
signed in the contract within a certain period of time.

MBO

MBO rebate applies to distributor, it encourages distributors to develop and support next-tier
partners. Country-level teams or rep offices set and release detailed assessment rules for
local distributors on a quarterly basis, give scores at the end of each quarter, and apply the
scores to rebate calculation.

Service Sales Rebate

To help distributors , Diamond Resellers, Gold Reseller, and Silver Reseller enhance service
sales, improve service profitability, and ensure the quality and experience of end customers.

Growth Rebate

Growth rebate applies to Diamond Resellers, Gold Reseller, and Silver Reseller. The purpose
of this incentive is to encourage these partners to increase their sales performance.

Performance and Incentives

Sales Performance query and
Incentive Confirmation & Query

Certification and Training Marketing Central Partner Complaints Handling Appendix

Incentive Implementation Incentive
Requirements Claim

Pilot Plan

Pilot plans are issued by Huawei from time to time to promote the sales of Huawei
products/product portfolios, solutions, and services, and to guide distributors to invest in specific
market expansion activities or capability building. For details, see the pilot plans released locally.

Demo Support

To improve partners' independent sales and service capabilities and help qualified partners
conduct PoC tests and establish their own labs and exhibition centers, Huawei provides software
and hardware demo products at preferential prices.

Market Development Fund (MDF)

The MDF is a fund dedicated to facilitating the attainment of sales and market targets based on
requirements such as marketing & promotion, partner capability improvement, and sales target
achievement.

Joint Marketing Fund (JMF)

The JMF is a fund dedicated to facilitating the attainment of sales and market targets and
expanding pipelines based on requirements such as marketing and brand promotion.

Other Benefits
Other benefits enjoyed by partners are subject to local partner policies.
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Benefits Service Incentive Performance Incentive Sales Performance query and Incentive Implementation Incentive

Framework Framework Calculation Execution Incentive Confirmation & Query Requirements Claim
Distributors Reseller (Diamond, Gold, and Silver resellers)
Service Sales Rebate: To help partners enhance sales, improve service profitability, and Service Sales Rebate: include Huawei branded maintenance service rebates, collaborative
ensure quality and experience for end customers, Huawei provides service sales rebates to maintenance service rebates, and high-value service rebates. The rebates are designed to
partners. encourage resellers to enhance their service sales. Huawei provides these rebates based on

reseller performance and appraisal results. The rebate proportion increases as the performance

The rebates include maintenance service rebates and high-value service rebates. The details . .
and appraisal results increase.

are as follows:

1. Maintenance Service Rebate A maintenance service rebate includes a: 1. Huawei branded Maintenance Service  Rebate details

Threshold: achi ¢ rate of g rf target (HBMS) Rebate : Performance| Performance Rebate
reshold: achievement rate of corresponding performance targets HEMS Incentive base: performance Indicator | Indicator Range |Percentage

Incentive base: is the performance generated from the sales of maintenance services to SMA generated from selling Huawei-branded AR > X3% R1
and non-SMA market customers. maintenance services. (AttaQIRRate) X3% = AR > X2% R2
Frequency: Quarterly Frequency: Quarterly X2% 2 AR > X1% R3

. ) ) ) B . . . Formula: Rebate amount = Incentive base x RR > Y3% R4
Formula: Incentive for maintenance services = Incentive base x Maintenance Service rebate (AR rebate percentage + RR rebate RR e RS

percentage percentage). The data at the end of each (Renewal Rate)

Rebate details:

quarter is taken as the AR and RR values. Y2% 2 RR > Y1% R6

2, Collaborative Maintenance Service Rebate details
NORsSHA Geliorelsntizate gele Scaile CMS Incentive base: performance generated Delivery
market customers Rebate X1% X2% from selling collaborative maintenance 9 Performance
services. Factor
Performance Target | Achievement Rate | Achievement Rate ) “m
SR < X1 RMA <Y1 Z1

Formula: Rebate amount = Incentive base x
market customers Rebaie Y1% Y2%

(AR rebate percentage + RR rebate

percentage) x (factors include SR and RMA X1<SR=X2 Y1 <RMA<Y2 Z2
2, High-value Service Rebate: ;/ril)u::é, g\;rgggha;e; :Sttehr subject to the data at X2 <SR<X3 Y2<RMA<Y3 >3
Incentive base: performance generated by partners' sales of high-value services.
Frequency: Quarterly. 3. High-value Service Rebate:
Formula: Rebate amount for high-value services = Rebate base for high-value services x Incentive base: service performance generated from selling high-value services
High-value service rebate percentage Frequency: Quarterly

Formula: Rebate amount = Incentive base x High-value service rebate percentage

Above AR/RR/SR/RMA definition and calculates formular, please review the partner.huawei.com or consult your local partner manager.
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Benefits Service Incentive Performance Incentive Sales Performance query and Incentive Implementation Incentive
Framework Framework Calculation Execution Incentive Confirmation & Query Requirements Claim
Performance Calculation (NA and Commercial Markets) Formula

Rule Partner Type Sales Performance m

Distributor and
POD amount approved by Huawei are used as the criteria for Diamond Reseller

partner sales performance recognition. (Revenue triggered by Registered sales  Scenario 1: (POD amount + Service order amount) x

POD in general accounting period excluding manual adjustment) partners Shipment coefficient

1. For RTMs: Huawei — Distributor — Gold

reseller/Silver reseller/Authorized reseller/Registered

sales partner Project
Service PO amount are used as the criteria for partner sales 2, For RTMs: Huawei — Distributor —(Gold/Silver)

Service " it Component component partner/(Gold/Silver)white label partner
performance recognition. partners (gold,

POD amount + Service PO amount

Resellers (gold,
silver, and
authorized)

Scenario 2: POD amount + Service order amount

silver ) 1. For RTMs: Huawei — Gold reseller/Silver
Note: Commercial market project performance is classified based on the project end White label reseller/Authorized reseller/Registered sales partner
customer classification when the contract/order is first activated. partners (gold, 2. For RTMs: Huawei —(Gold/Silver) component
silver ) partner/ (Gold/Silver)white label partner
@ ldentity validity Performance is calculated based on the valid identity of the partner in the transaction country (in the system) when the order is activated.

(1) Huawei — Distributor — Gold Partner/Silver Partner Authorized Partner/Registered Sales Partner: The performance of the tier-2 partner and the partner
that signs the contract are calculated.

(2) Huawei — Diamond Reseller — End user: The Diamond Reseller's performance is calculated.

(3) Huawei — Distributor — Diamond Reseller — End user: Only the Diamond Reseller's performance is calculated.

@ RTM compliance (4) Huawei — Gold Partner/Silver Partner Authorized Partner/Registered Sales Partner— next-tier partners — End user( The performance of the partner that
signs the contract is calculated.)

(5) Huawei — Distributor — (Diamond/gold/silver)component partner/(Diamond/gold/silver) white label partner (Count the performance of tier-2 partners.)
(6) Huawei — (Diamond/gold/silver) component partner/(Diamond/gold/silver) white label partner (Count the performance of contracted partners.)
® Contract eligibility Partner performance is not counted in the whole DEMO contract.

@ Performance Finalization Any changes to performance will be made before performance is finalized on a quarterly basis.

f For more information, visit: Support Policy on Partner Performance and Incentives for Global Enterprise Business e
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Incentive

Performance
Calculation

Benefits Service Incentive
Framework Framework

Performance Calculation (Distribution Business Markets)

Sell-in Performance

» Recognition time
For Gold/e-Commerce DPs

1.Equipment: The POD amount approved by Huawei is used as the standard for partner Si
performance recognition, and the time when Huawei approves the POD is used as the
time when equipment S| performance is recognized.

2.Service: The service order amount is used as the standard for partner S| performance
recognition, and the time when Huawei's contract/order is activated is used as the time
when service S| performance is recognized.

For Other partners

The ST time reported to the PSI system by the Gold DP (the time when the Gold DP's item
outbound document is finalized in the PSI system) is used as the time when the Sl
performance of other partners is recognized.

(2) Partner identity

For Gold/e-Commerce DPs, the performance is calculated based on the valid partner
identity in the transaction country/region when the contract/order is activated. For other
partners, the performance is calculated based on the valid partner identity in the
transaction country/region at the ST time reported to the PSI system by the Gold DP.

> Calculation Rules

Contracted Whether to Calculate|Whether to Calculate
Partner Next-Tier Partner Identity |Contracted Partner's| Next-Tier Partner's
Identit S| Performance S| Performance

Partner
(Not Gold DP that has the

authorization of the same product i v
Gold DP  category)
Gold DP that has the authorization
Y N
of the same product category
Invalid identity Y N
e-Commerce Al v N

DP

Performance and Incentives

Sales Performance query and
Execution Incentive Confirmation & Query

Certification and Training Marketing Central Partner Complaints Handling Appendix

Incentive Implementation Incentive
Requirements Claim

» Calculation Method
(1) Gold/e-Commerce DPs:

S| performance in the calculation period = Y (POD amount generated from POs directly placed
by the Gold or e-Commerce DP with Huawei) + } (Service order amount generated from POs
directly placed by the Gold or e-Commerce DP with Huawei)

(2) Other partners:

S| performance in the calculation period = > (ST quantity declared by the Gold DP x
Recommended purchase price for Elite DPs)

Note: The recommended purchase price for Elite DPs refers to that at the ST time reported to
the PSI system by the Gold DP.

Sell-through Performance
» Recognition Principles
Quantity and recognition time

The ST performance is recognized at the ST time reported to the PSI system by the Gold
DP (the time when the Gold DP's item outbound document is finalized in the PSI system).
The ST quantity is calculated based on the ST data reported to the PSI system by the Gold
DP.

Partner identity

The performance is calculated based on the valid partner identity in the transaction
country/region at the ST time. Only the performance of Gold DPs is calculated.

> Calculation Rules

Contracted Whether to Calculate |[Whether to Calculate
Partner | Next-Tier Partner Identity [ Contracted Partner's SI |Next-Tier Partner's Si
Identit Performance Performance
Gold DP All Y N

» Calculation Method
Gold DP's ST performance in the calculation period = Distribution product ST quantity of the
Gold DP in the calculation period x Recommended purchase price for Elite DPs upon ST
performance recognition

* Only Gold DPs whose PSI reconciliation accuracy and stocktaking accuracy both reach at
least 95% are eligible for ST rebates.
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Incentive
Execution

Benefits Service Incentive Performance
Framework Framework Calculation

Sales Performance query and Incentive Implementation Incentive
Incentive Confirmation & Query Requirements Claim

Incentive Execution (NA and Commercial Markets)

Business Flow for Channel Performance and Incentives

PO activation Order/Re.v.enue Performance & Publicity of incentive ngew by Huawei Incentive release Inc.entllve Incentive claim
recognition Incentive calculation data Finance & Partner activation
A A A
Rules for Confirming Partner Identity and Incentives

v A partner who has a valid partner identity in Huawei's system can enjoy incentives rewarded to them based on the valid identity at the end of the calculation period.

v" For the scope of incentive products, see List of Incentive Products for Partners. The list is updated on a semi-annual basis (released by mid-year and at year end, and takes effect in the next month).
All products not specifically designated as non-incentive are considered eligible for incentives.

v The partner performance generated by each Huawei entity is included in the incentive calculation, and incentives are distributed based on the incentive amount of each Huawei entity separately.
v' Partner incentives are calculated on a quarterly basis. (Mid-year incentives are calculated with Q2 incentives, while annual incentives are calculated with Q4 incentives).

v' The reduced performance as a result of contract changes is directly reflected in the incentive base of the current quarter. If the contract/order amount of a partner is changed to 0, or the sales channel
of a partner's contract/order is changed, the performance and incentives of partners on the original channel will become 0.

v For information about the types and details of rebates for partners see related partner policies.

Scenarios Where Incentives Are Not Counted, Incentives for performance are not counted if:

v' A Gold/Silver/Authorized Reseller or Registered Sales Partner directly trades with Huawei.
v A partner places an order under a carrier framework agreement.

v A Distributor/Diamond Reseller directly signs a contract with Huawei, where it purchases products from Huawei for its own use as an end customer and does not resell the products.

Rules for Incentive Publicity and Distribution

v’ After the calculation period ends, Huawei will publicize the incentive results to partners (the publicity period is 14 calendar days). If a partner disagrees with the incentive result, the partner can provide
feedback on the publicity page.

v’ After a partner confirms the incentives within the publicity period, the incentive amount can be released to the partner's account. If the partner does not confirm the incentives within the publicity period ,
the incentive amount will be released after the publicity period ends.

’o For more information, visit: Support Policy on Partner Performance and Incentives for Global Enterprise Business
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Incentive Implementation Incentive
Requirements Claim

Sales Performance query and
Incentive Confirmation & Query

Benefits Service Incentive Performance Incentive
Framework Framework Calculation Execution

System Entrance and Data Query

e+ Partner v

Sales Performance query and Incentive Confirmation & Query .
i . @@ HUAWEI = MENU  Solutions  Market lransactions  Services  Certifications & Trainings | Achievements | My Huawei
login https://partner.huawei.com/ I
From top menu, goto Achievements = Performance & Incentive Performance & Incentive Channel Quota MBO Credit Line Mannagement
Performance & Incentive CQ Published Ledger MBO Evaluation Critieria Total Credit Line
Incentive Program MBO Score Inquiry & Confirmation Credit Line Utilization

Partners’ Sales Performance and Incentive data query authority management

1 Performance Partner users with Admin/Commerce role have access to this information
For partners
2 Incentive Partner users with Admin/Finance role have access to this information
Details of partner performance are shown below: Partner Incentive Query :

Calculated Date Unit: USD

period fro23as

SR ) -~ = s o s eromores ° e
1 Incentive Select the appropriate period for the incentive 9 View History data or Details data

| © mistory © View by detail |

IPenuu IH2+20

Total: § 00

[ 2 ] View summary/order details/COA details Equipment Performance: 00 Tl conmes [T oot wi e aipteyea beow besed o e Wransaction urTency of e Corespandng order,whch 8 the same 2 e pubHshed rebat amos
Service Performance: 0.00
3} view all kinds of rebate type in the trading currency

Sales Performance

el\hew by Certification Countries I IMF o _— MBO — -
Sales Performance ] (] Sales Performance o 1]
Country Performance Type Performance(USD) Rebate Base Performance o o Rebate Base Performance [ o
" " - - - o R Al 7.785 8,570 R e Amount 1,752 1928
1 &e Sales performance of partners with valid certification status in the countryiregion 812,749.00 ot Amourt soste e
Sales Rebate EUR usD Maintenance Service Sales  yep
Rebate
Sales Performance o o Sales Performance o
Rebate Base Performance o o Rebate Base Performance o
Rebate Amount 35,818 28,995 Rebate Amount [H] 5,530
— -

© View by Product
- ¥ View sales performance by product type and sub-product type Mote:
The performance and incentive data calculated and shown here is based upon certain formula subject 1o further réview by both Huawei finance team and Partner. During the publicity peniod,
lil (1) if both of them confirms fine with the incentive data, then such incentive will become effective immediately

(2) if any of them finds any problém and such problem is further verified by the parties, Huawei will make gorre
(3) The rebate shall be released based on the Ti Currency of the order PI“SEQ Confirmation of pe"ormance & incentive data or feedback of prublems
Product Type Product Subtype Sales Performance(USD) I na feedback is provided by Pariner by the end of the publicity period, such incentive data will be deeme® Bcd
" I m Feedback I
Data Center Facility 5

NCE Optical Network

Data Center Facility & Critical Power

Optical Business
Optical Transmission Network 9
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Incentive
Claim

Benefits Service Incentive Performance Incentive Sales Performance query and
Framework Framework Calculation Execution Incentive Confirmation & Query

Incentive Implementation
Requirements

Incentive Implementation Requirements

Requirements for Rebates

To receive rebates, a partner must meet the following requirements:

V The list of Sales Partners authorized in related IT system of Huawei is the basis for
Sales Partners to enjoy incentives. Sales Partners that are newly authorized, renewed for
their certification, or upgraded/downgraded shall enjoy incentives based on the valid
status at the end of the calculation period.

V After each incentive period ends, Huawei publishes the incentive calculation results to
Sales Partners, partner need to feedback the calculation results in publicity period.

V¥ Tier-1 Partners (including Distributors /Diamond Resellers/Gold Distribution Partners)
must complete payment collection for orders within the incentive period. JMF Incentives
can be activated and claimed once the partner confirms the event.

V¥V The rebates are inapplicable to sales performance incurred by tier 2 partners' direct
transaction with Huawei (except for carrier partners and GPs). When Gold Partners, Silver
Partners, Authorized Partners, Registered Partners and Partners with invalid status places
order/Contract with Huawei directly, no rebate will be counted. The status is based on the
identity when placing the order with Huawei

V¥V The rebates are inapplicable to Sales Partners' sales performance achieved under the
CNBG Frame Agreement.

o/ For more information, visit:

Support Policy on Partner Performance and Incentives for Global Enterprise Business
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Incentive
Claim

Benefits Service Incentive Performance Incentive Sales Performance query and Incentive Implementation
Framework Framework Calculation Execution Incentive Confirmation & Query Requirements

Incentive Claim

Incentives such as the Base rebate, MBO rebate, Specialization Rebate, and JMF are
valid within one year after its release.

Partners may choose to claim their incentives through credit notes (Claim by Credit Note),
AP payment, AP/AR netting (Deduct in Huawei AR/AP, for negative incentives), direct
deduction in next POs (Deduct in Next PO), or entrusted reimbursement (Delegation).
Regions can claim incentives in appropriate ways based on local market needs and
external compliance requirements.

JMF: These incentives will be activated after partners confirm that activities have been
held.

Non-JMF: For Distributors and Diamond Resellers, non-JMF incentives generated under
contracts only activate after the full performance payment is collected. For gold and e-
commerce DPs, non-JMF incentives generated under contracts only activate after the full
payment of S| performance is collected. For other partners, non-JMF incentives are
activated as soon as they are distributed.

Tier-1 partners can submit Credit Note application in channel quota system in e+Partner,
or use rebate when placing an online order. Tier-1 partners will receive a Credit Note and
need to notify Huawei with the corresponding invoice number if they wish to offset a
payment.

Tier-2 partners will claim through Distributors/ Diamond Resellers/ Gold DP/Elite DP after
delegating the rebate to distributors/ Diamond Resellers /Gold DP /Elite DP.

Applicability

Tier-1 Partners: Distributors and Diamond Resellers and Gold DP and E-commerce DP

Tier-2 Partners: Gold, Silver, Elite, Authorized Partners, Installer Distribution Partner, etc.

o/o For practice, please log in to:
https://partner.huawei.com/eplus/#/en/group/cq-published-ledger
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Partner Instructor
Development

Partner Capability
Development

Comprehensive
Capability Assessment

Specialization Capabilities

Specialization capabilities refer to a partner company's technical expertise in its designated
products or solutions, as well as its strengths in sales and services. It indicates a partner
company's ability to meet customer needs throughout the entire business process.

Specialization capabilities are rated into three levels: Basic, Advanced, and Master. A
partner company's specialization capabilities are assessed based on the number of its
employees who have obtained Huawei's career and specialist certificates. The certificate
will gradually improve the individual comprehensive ability assessment, including
knowledge, hands-on skills and project practices.

Reseller Specialization Capability

L

5 mm Pre-sales Post-sales

v HCSA- e HCSP- HCSE- HCS.A ) HCS.P' HCS.E'

E Cert. Type Sales Presal Presales Presales Service Service Service

I es [HCIA [HCIP [HCIE
Master 1 0 0 1 0 0 1

Advanced 1 0 1 0 0 1 0

Basic 1 1 0 0 1 0 0

Distribution Partner Specialization Capabilities

L | Positon | ~ Presales | Postsales
E .
Vv Cert. HCSA-Presales HCSP-Presales (ggtsrf;mﬁ:(rj\) HCIP
E Type (Distribution) (Distribution) IHCIE
| IHCIA
Master Planning
Advanced 0 1 0 1
Basic 1 0 1 0

Performance and Incentives

Partner Capability
Development

Marketing Central Partner Complaints Handling

Specialization Capability Level

Complex portfolio design,
third-party compatibility or
migration solutions design,
install and commission large-
scale products, and handle
complex faults.

Master

Product feature demonstration,
PoC test, medium device
installation, software and
hardware function
commissioning, and
troubleshooting.

Advance

=

Product sales quotation and
demonstration, hardware
installation, and simple
troubleshooting for small and
terminal products.

Appendix

Application

Identity

Authentication

Specialization
Rebate

Service

Authorization
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Partner Instructor
Development

Comprehensive
Capability Assessment

Partner Capability
Development

Comprehensive Capability Assessment Reseller Partner Competency Assessment (Example)

Partner Type Diamond reseller Gold reseller

Requirements for scoring other capabilities

Design the "comprehensive capability" framework for various partners. Based on the
framework, select evaluation items, design the weight of each evaluation item, and
calculate the final result to support identity authentication of various partners.

Product and solution
development

Marketing and sales

Hardware development
Software development
Solution development and application
Ecosystem partnership
Consulting
Marketing

Sales development

Validity period of the capability assessment

270 =60

assessment

2 years

Hold local online and offline marketing activities, such as
new product launch events, partner recruitment meetings, X
and technical salons. (eg: 4 points/activity)

Marketing Be able to develop marketing materials that cater to the X
Pre-sales local market. (eg: 4 points/material)
Partner development Next-tier partner development Organize next-tier partners and customers to visit Huawei X
Next-tier partner enablement or showcases.(eg: 5 points/time)
Service delivery Projects that have been successfully developed or won,
. . Marketing including project quantity and amount
SYBRT [THBe T and sales eg:= US$0.5 million (6 points/project) ;= 0.2 million USD (4~ *
Service and delivery Technical support and maintenance Sales points/project)
development
Spare part management Maintenance service sales capability (The attach rate
(AR)/renewal rate (RR) (AR 2 XX%, RR 2 XX%).Huawei X(must)
Installed base management elBMS system automatically collects statistics.
Warehousing and logistics Warehousing and logistics @® Guide the development of bidding documents or
budget plans.(eg: 4 points/time)
management
g PSI management Pre-sales (@ Complete project quotation.(eg: 4 points/time) X
Specialization team ® ffer customer network/solution design cases. (eg: 4
o points/time)
ST Enablement training Service  Success stories about service delivery for products and
Lab/Experimental environment delivery solutions » _ X
eg: project amount = US$0.1 million (5 points/case)
Project management Service and @® Have a service hotline number.
delivery Technical @ Have a secure and reliable customer service email ~ X(must)
Support and address.
maintenance @ customer issue management system(eg: 5 points) X
@ issue handling and escalation process (eg: 5 points)
Total 100
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Partner Capability Comprehensive Partner Instructor
Development Capability Assessment Development

Partner Instructor Development

The purpose of partner instructor development is to encourage excellent employees of Huawei Authorized Learning Partners (HALPs) and major partners to actively enable other partners'
personnel, as well as improve the management, consulting, development, marketing, sales, service, and commercial skills of global partners.
Further optimize instructors 'qualifications and incentives:

Hands-on Enablement Instructors

For resellers For Distribution Partners
Requirement Junior Instructor T E Senior Instructor m Junior Instructor
Instructor
ICT work ICT work experience (years)
experience >2 >3 >5

ears Basic For new qualification applications or newly
Lo Require dded technical domains, th licant d

Basic Successful , added technical domains, the applicants nee
22 23 25 s | ey CHllliee to go through a trial lecture for HUAWEI eKit

Requirements project cases

For new qualification applications or newly added technical distribution enablement standard courses.

USEIEATE, domains, the applicants need to go through a trial lecture f
capabilities omains, pzzﬁzrlzar:;Elgﬁw(ient(;tga%darr%ugou&:sgg eclure jor Certificates HCSX-Presales (Distribution)
i Pre-sales Technical presentation Number of technical salon presentations or
Pre-sales Certificates HCSP;E;e\IzaIes or HCSP;I;’)zilséales or HCSE-Presales experience equivalent experiences = 3
HCIP, HCSP-Field, HCIP, HCSP-Field, e — Post- Certificates HCIA or HCSA-Field (Distribution) or above
Post-sales Certificates HCSP-Service, or ~ HCSP-Service, or Service sales  product delivery experience Number of HUAWEI eKit product delivery
above above ry exp cases or equivalent experiences = 3

Certification Course Instructors

“ Requirement Junior Instructor Intermediate Instructor Senior Instructor

ICT work experience (years)

Certificates HCIP/HCSP or above HCIE/HCSE HCIE/HCSE
Certification

course instructor For new qualification applications or newly added technical fields, the applicants need to pass the Huawei Certified

UCEBING CPElINGE Systems Instructor (HCSI) exam and go through a trial lecture for Huawei certification courses.

Teaching experience (year) 21 23 25
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[ Regulations on Using Huawei Brand Logos for Partners ] Marketing Material Center

Marketing Central
Marketing Assets

Huawei Brand Logos for Enterprise Business Partners

Huawei brand logos: refer to the four types of logos specified in this document: Huawei
corporate logo, HUAWEI eKit logo, partner certification badges, and technical certification
badges. The rules for authorizing and using other registered trademarks and brands of
Huawei shall be subject to other policies, agreements, and authorization letters.

Ve

HUAWEI

Huawei corporate logo

<

1R
HUAWEI eKit logo

Huawei corporate logo

The corporate logo represents the Huawei brand, and has
horizontal, vertical, and other versions. The logo shown on
the right is the vertical version.

HUAWEI eKit logo

The HUAWEI eKit logo represents the Huawei sub-brand
in the distribution market (ICT infrastructure for
governments and enterprises). The logo has horizontal,
vertical, and other versions. The logo shown on the right is
the vertical version.

Partner certification badge

. L : - - N
Huawei grants certification badges to its certified & %,w% 3

. . . N, Enterprise \#
Enterprise BG partners. The badge shown on the right is a ‘\Q,.E‘Partﬁer 4
universal one. >

In some documents, it may also be called "partner logo". Partner certification badge

Technical certification badge

Partners' products or solutions are granted Huawei's
technical certification badges if they pass Huawei's
technical certification testing.

In some documents, it may also be called "authentication
mark".

2 Huawel &% HuawE! &% HuawEl
COMPATIBLE VALIDATED ENABLED

Technical certification badge

Performance and Incentives

Certification and Training Marketing Central Partner Complaints Handling Appendix

Introduction / HUAWEI eKit logo

Minimum size and clear space

The HUAWEI eKit logo must be surrounded by a minimum clear space to ensure no other
graphic elements appear too close to it.

Minimum size usage principle
The minimum printing size is 6 mm in height; the minimum digital size is 18 px.
Minimum clear space usage principle

The height of the symbol is defined as 3.5X, for both the horizontal and vertical versions, and
the size of the minimum clear space is 1.5X.

Exceptions

The logo can be smaller than the minimal size when used in special scenarios, such as
name cards.

RiFZEE TR TS NIRRT
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[ Regulations on Using Huawei Brand Logos for Partners ] Marketing Material Center

Introduction / HUAWEI eKit logo

Logo background control

This page lists the specifications of using the red logo in gray and auxiliary colors
(with different brightness), and in image backgrounds.

When using the logo in other colors, measure the brightness of the background Flat gray background control
color by referring to this color plate and select the gradient red, monotone black, or
reversed white logo accordingly.

fEhinm ERthR AR ERMR 4!??3111! 4 ERHR 4 HEhtR
Flat gray background control HUAWE| eKit HUAWE| eKit HUAYTE| eKit HUAWE eKit HUAWE eKit HUAWEI eKit HUAWEI eKit
Use the gradient red logo when the value of the background color is lower than 80% 70% 60% 50% 40% 30% 20% 10% 0%
40% or higher than 80%. Use the reversed white logotype when the value of the — Use monotone black or reversed white —
background is between 90%—100%. Secondary color background control
Use the monotone black logo or reversed white logo when the value of the
background color is higher than 40% and lower than 80%. £ enma enmz xR whuR
Secondary color background control __
. i CMYK CMYK CMYK CMYK CMYK CMYK CMYK CMYK CMYK CMYK
The scheme on the right must be strictly followed to ensure the correct usage of 26/100/88/50  5/100/100/40  0/78/61/0 0/55/39/5 0/77/100/0  0/59/100/0  0/36/80/0 0/22/50/0 4/8/80/0 0/0/50/0
secondary colors as background. Please use the monotone black logo or reversed — e e ok " — — Use monotone biack or —
white logo when the corporate logo is not clearly legible against secondary colors. Image background control
Image background control
Ensure sufficient color contrast between the background image and the corporate R o el

logo when the logo is placed against an image. Avoid placing the corporate logo
against a complex image to ensure the legibility and presence of the logo. Use the
reversed white "HUAWEI" logotype against an image in the value range of 90%—
100%.
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[ Regulations on Using Huawei Brand Logos for Partners ] Marketing Material Center

Introduction / Huawei partner certification badges

Partner certification badges are the identity badge that Huawei provides to its Enterprise Minimum size and clear space
partners. Partners can use the certification badge, which corresponds to the Huawei Enterprise o o o o
partner program they participate in, to indicate their business relationships with Huawei. Clear space Minimum printing size and minimum digital size
2X

Partner certification badges can only be used to reflect partnerships between partners and . H 80px
Huawei. Partners can only use badges that correspond to their identities or Huawei Enterprise
partner programs they participate in. oz \\!')‘ Y, & g‘@ Y,

()~ - - ~), V1 HUAWFI
Under no circumstances shall partner certification badges be used as a description of partners' \y HUAWEI %1 Imix %Epgﬂﬁgie.&‘?
products/solutions, nor shall they be used alone as a partner's trademark. {';‘ Enterprise Qj )

N _ ~ " Partner ."" L

Minimum size and clear space -M
The badge is surrounded by a minimum clear space to ensure no other graphic elements, such [ | B
as text or symbols, appear in the clear space to ensure the badge's visual effect. The height of
the clear space is defined as X, equivalent to the height of "H" in the "HUAWEI" logotype. The
size of the clear space changes according to the size of the badge. The minimum printing size
of the badge is shown on the lower right. If the badge is smaller than this minimum size, it will Gradient red Monotone black Reversed white
become illegible.
Badge color \‘” s&

2 W\ 4 b
The badge color is standardized and cannot be modified. The gradient red badge is preferred ‘G:,' HKAV‘\}T-:I ‘{!‘ ‘l}' H‘UA\;'T-:I ‘{l‘
in all VI designs. In special cases, the monotone black badge or the reversed white badge can t’ Enterprise ‘\lu‘ ‘\’ Enterprise b‘

i

be used. {2‘ Partner &’ \'\:" Partner ’\::

S e =) =
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[ Regulations on Using Huawei Brand Logos for Partners ] Marketing Material Center

Use of the Partner certification badge in the Color Environment

* As the logos have different representations during actual use, we give some examples

Introduction / Huawei partner certification badges
on how to use logos in different color forms in frequently seen colors to unify the brand
image

Current categories of Huawei Enterprise partner certification badges
* Use of a gray background

(1] Universal Enterprise partner badge

(2) Sale partners
ﬂ. (3] Solution development partners
-
oLy
o Q@ Yoy
%
&g, &, L2 e
“ HUAWE TS HUAWEI 3, HUAWEL OF wuawe
b e - - ‘{‘: S Fr ‘\‘: Trimyeisa Farmer 3 I’wmraw“\'f
iy N4 T’ 4 2y * ¥ 29y
Value-Added Partner Diamond partner Gold partner Silver partner Authorized partner
0%,
Sa——— " ] ¢ — 8 et T
. Sy Yy ), o 2
+ Use of a picture as the background o ) = 4 o

‘sovancen PREFE ‘ceRmPED
Advanced solution development partner Preferred solution development partner

Certified solution development partner

If no corresponding badge is available, use the universal Enterprise partner badge.

From 2025, newly certified Diamond Partners can use new Diamond partner badge. A VAP
partner whose identity has not expired can continue to use the VAP partner badge.
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Regulations on Using Huawei Brand Logos for Partners Marketing Material Center

General Requirements

Enterprise business partners can use Huawei brand logos for normal business purposes
under necessary and legal circumstances within Huawei's business scenarios and
authorization scope.Partners shall comply with the following three principles when using

Specifications

1.Applying for authorization: For using the HUAWEI eKit logo (excluding door headers), the

Huawei brand logos:

Be practical and realistic. Meet real business requirements
when applying for brand authorization from Huawei.
Authorization must focus on scenarios related to cooperation
(such as on technology, product, and solution), truly reflect the

Logo authorization must not be used for military or other
purposes that are prohibited or restricted by laws (such as
nuclear weapons, chemical and biological weapons, missiles,
weapons of mass destruction, terrorism, and human rights
abuse), violate laws, infringe others' rights and interests, or
violate local social order and customs under any
circumstances.

partner certification badge, or the technical certification badge in the scenarios defined in the
Guidelines, approval is not required in principle and the specifications in the Guidelines shall be
followed. For using the Huawei corporate logo and the HUAWEI eKit logo (on door headers) in
the scenarios defined in the Guidelines, the partner/partner manager must submit a brand
authorization e-flow and obtain Huawei's approval and authorization. Partners can submit
authorization requests to the corresponding Huawei partner manager for brand logo
authorization in product application scenarios (product packages, boot screens, and product

purpose, content, and scope of the relationship, and do not . . . . S
/:‘gff:;?:ﬁg exaggerate or imply that Huawei has a partnership beyond the body) and exceptional scenarios not defined in the Guidelines..
relationship Partnership plan. 2.Brand Authorization E-flow:
between ! Ayt RS g Partners can submit brand authorization e-flows by themselves:
partners ' ggr:r;?ilt)é-\Allghptahr?nzrrl_r;:éplsigrtaegg: ! ;g;?; gil?rzlngz,v\::?hts, lite https://partner.huawei.com/e_plus/#/en/qrouD_/DS_TEBrmCustomerWeb?Ianq=_zh EN
and Huawei. companies and products and do not abuse Huawei logos. or partner managers submit brgnd authorization e-flows on pehalf of their partners:
Partners can use the partner certification badge and technical htt.ps.:/./dste.huawe|..com./dste/brmmdex.htmI#/brmManage/:?uthlorlzedApplvManaEe
certification badge based on specific scenarios. In equal to initiate the application process of brand logo authorization.
cooperation scenarios, reflect the equal relationship of both 3.Huawei has unilateral rights to formulate, release, modify, interpret, and revoke relevant
parties. _ _ _ documents. Relevant documents may be updated from time to time and released on
Help Meet the business strategy requirements and comply with the partner.huawei.com. Partners can check out the latest version of this document at any time for
improve the Prand strategy of both parties. compliance purposes.
brand value pg not damage Huawei's brand reputation, including but not _ - , o _
of bpth limited to depreciating Huawei's products, services, or 4. The HUAWEI eKit logo and the partner certification badge mentioned in this policy can only be
parties. partners. used by partners with corresponding identities certified by Huawei. Once a partner loses their
Comply with applicable laws and regulations and do not certification or does not participate in Huawei's cooperation program, the partner shall
violate relevant agreements signed between Huawei and immediately stop using the HUAWEI eKit logo and the partner certification badge.
artners.
g ) ) 5. Once the Huawei corporate logo authorization issued by Huawei to a partner becomes invalid,
Huawei brand logos belong solely to Huawei and cannot be the partner shall immediately stop using the Huawei corporate logo.
used without authorization from relevant Huawei departments.
. Partners can use Huawei brand logos only within the 6. Once the validity period of the technical certification badge issued by Huawei to a partner
Comply with - authorization scope and cannot authorize any third party to expires, the partner shall immediately stop using the technical certification badge.
laws and use them.
regulations.

7. Partners agree that Huawei has the right to review the use of Huawei brand logos from time
to time.

8. In addition to this document, partners shall comply with other trademark policies, visual
requirements, and other regulations related to the use of Huawei brand logo assets issued by
Huawei.

60


https://partner.huawei.com/eplus/#/en/group/DSTEBrmCustomerWeb?lang=zh_EN
https://dste.huawei.com/dste/brmindex.html#/brmManage/authorizedApplyManage

Huawei Introduction Huawei Partner Ecosystem Sales and Orders Performance and Incentives Certification and Training Marketing Central

Partner Complaints Handling Appendix

Marketing Co-Marketing Demo
Assets Funds Program

Regulations on Using Huawei Brand Logos for Partners [ Marketing Material Center ]

Marketing Materials

Marketing materials are available from the Huawei website. To obtain these materials, you
must become a Huawei certified partner and get account and access rights. You can
search for materials by keyword or document name. You can also get lists of all
documents for categories such as products and solutions of specific types.

Huawei’s marketing materials range from brief descriptions of Huawei technologies to in-
depth documents about products, solutions, and services. The brief descriptions are for
use in such locations as exhibition halls and demo trucks. Product, solution, and services
materials include bidding and branding documents, brochures, case studies, slide
presentations, sales guides, training programs, and white papers.

0’0 Website link: https://partner.nuawei.com/edg/portal/index.html#/material

61


https://partner.huawei.com/edg/portal/index.html#/material

Huawei Introduction Huawei Partner Ecosystem Sales and Orders Performance and Incentives Certification and Training Marketing Central Partner Complaints Handling Appendix

Marketing Co-Marketing Demo
Assets Funds Program

[ Joint Marketing Fund J Market Development Fund

Activity Type Activity Definition and Description

Co-Marketing Funds 1. Advertising: print, outdoor, TV and radio, mail, and Internet media ads
(including website banners, clicks, pop-up windows, search keywords, search

Joint Marketing Fund rankings, and logo display)

The Joint Marketing Fund (JMF) is a special marketing fund that's established for marketing Advertising &  2.Digital marketing: email direct marketing (EDM), webcasts, live stream

and brand promotion plans in order to achieve sales and market goals and drive business Digital marketing, social media, etc.

pipeline_ expansion. It is de_terminfeq .bas.;e_d_ on the calculation of partners' sales performance LETLEHITE 3. Production of marketing materials: low-value (Note: The unit price of low-value

and mainly used for marketing activities initiated by partners. items, including taxes, should not exceed $50.) co-brand collateral, printed

Partners obtain JMF based on a percentage of partners’ sales performance according to the materials, videos, advertorials, brochures, manuals, roll-up banners, cases,

Support Policy on Partner Performance and Incentives for Global Enterprise Business. related translations, etc.

JMF CQs is valid within one year of its release. e T Test activities enabling admission of Huawei's products and solutions,

After obtaining valid JMF amount, partners can get rewards for hosting marketing activities competition in bid evaluation, tests after bid, compatibility compliance, etc.
approved by Huawei, or participating in Huawei’s marketing activities. Partners need to apply
for a specific JMF amount based on activity types, according to the Incentive Policy on Joint

Marketing Fund (JMF) for Global Enterprise Business. Implementation Requirements:

1. Partners shall submit activity application at least seven working days before a JMF activity starts
Applicable Partners and obtain Huawei’s approval before the activity is carried out.

2. JMF activity applications must include information such as the activity type, audiences, purposes,

Distributors, Diamond Resellers/Diamond Resellers, Gold Resellers, Gold Distribution scale, planned date, and venue

Partners (DPs), e-Commerce DPs.

3. partners shall use the HUAWEI brand logo to represent activities that are related to Huawei's

Applicable Activities business, and shall comply with related clauses of the Operation Policy on Partners' Use of
Huawei Brand Logos for Global Enterprise Business.

The JMF supports marketing activities carried out by partners as described in the following 4. A partner shall confirm the completion of a JMF activity online within 90 days after the activity is
table. complete.
Activity Type Activity Definition and Description 5. For the same JMF activity, partners must not split orders or submit repeated applications for JMF.

6. It is prohibited to confirm false JMF activities. Partners must promise to carry out JMF marketing
activities according to the activity application and applicable laws and regulations. Partners must
also give feedback on the actual implementation time of JMF activities.

1.Business communication activities: visits to Huawei's/partner's demo
sites, or their online/offline exhibition halls; visits to Huawei; and attending
Huawei's marketing activities, third-party exhibitions/meetings, and training

sessions. Employees/Next-tier partners/Customers of the partners can be 7. If the valid JMF amount is less than the JMF incentive standard defined, the JMF reward will be
Event invited to attend these activities. given as per the valid JMF amount.
Marketing & 2. Workshop and enablement: technical exchanges and product For more information, visit: Incentive Policy on Joint Marketing Fund (JMF) for Global
Training promotion, workshops, training, enablement, etc. Enterprise Business

3.Partner development: partner annual conferences, partner recruitment Step-by-step IT guide: Operation Guide for Partners (Enterprise )
and development, etc.

If a region or rep office releases the localized policy, the localized policy shall prevail.

4.0thers: market insight, exhibition, exhibition hall construction, etc. 52
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Joint Marketing Fund [ Market Development Fund ]

Market Development Fund

The Market Development Fund (MDF) is a special incentive fund for market development,
which was established based on promotion, partner capability, and sales requirements to
meet sales and market objectives. Huawei independently invests in MDF for market
development activities and uses the fund to encourage partners to explore pipelines, register
deals, and independently develop markets, and to drive partners to expand market coverage
of independent sales. It encompasses: PDF. CDF. SPIF. FH. DIF. DRR.

MDF shall be used according to the Regulations on Incentive Policy on Market Development
Fund (MDF) for Global Enterprise Business.

Partners can get expense reimbursement for hosting marketing activities approved by Huawei,
or participating in Huawei’'s activities, and get rewards according to specific incentive
programs released by Huawei.

1. Partner Development Fund (PDF): marketing activity expenses intended to drive the
development of pipelines, expand Huawei's brand influence, and promote the sale of
Huawei products and solutions, in accordance with marketing and brand promotional
plans

2. Capability Development Fund (CDF): a special fund intended to encourage partners to
grow their capabilities, with incentives to cultivate partner talent, product and solution
enhancements, and project self-delivery capabilities

3. Sales Performance Incentive Fund (SPIF): an incentive fund intended to encourage
employees of partners to proactively support the sale, pre-sales, POC test, and service
delivery of Huawei products and solutions. SPIF can be directly or indirectly provided for
partner employees by partners in compliance with applicable laws and regulations.

4. Funded Head (FH): an incentive intended to improve independent sales of partners and
to encourage partners to input full-time employees to meet specific business goals.

5. Demo Incentive Fund (DIF): an incentive fund intended to encourage partners to use
demo equipment to complete marketing activities, provide guidance in the POC test,
expand the reach of Huawei products and solutions, and improve the project success rate.

6. Deal Registration Reward (DRR): a reward fund intended to encourage partners who
expand pipelines, brings incremental deal opportunities, and successfully register deals.

The implementation details shall be subject to local MDF policies.

Certification and Training
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MDF Categories and Applicable Activities

MDF
Sub-
catego

PDF

CDF

Applicabl
e Partners

All Partners

Partners
and their
employees

v

v

Description

Partner development: partner recruitment and development
Communication with customers/partners: joint sponsorships,
customer/partner experience activities, third-party forums and
exhibitions, Huawei and partner marketing conferences, etc.
Workshop and enablement: workshop, training, and
enablement

Advertising, digital marketing, and media publicity materials:
advertising and branding, direct mail (DM)/Electronic direct
mail (EDM) marketing, telemarketing, webcasting, marketing
materials preparation, co-branded promotional materials, and
success stories

Product admission, test certifications, and joint development:
customized development and joint development, and product
admission and test certifications

Joint exhibition hall and test center construction: joint
exhibition hall and test center construction

Market insight consulting: market insight

Refers to rewards for partners who have improved capabilities
related to sales, pre-sales, services, logistics, commerce, etc. It
includes the following:

v

v

v

Training fund: certification-related training vouchers and exam
vouchers that Huawei provides to partners

Advanced certification reward: rewards granted to partners or
partner employees who have obtained Huawei certifications
such as the Huawei Certified ICT Expert (HCIE) certification, or
partners and trainers within the Talent Alliance who have met
specific training and certification-related performance goals

Skill competition reward: rewards granted to partners or
individuals who have won prizes in Huawei-organized skills
competitions (such as the ICT Competition)

Service delivery incentive: incentives intended to encourage
partners to improve their integrated delivery capabilities, in
accordance with Huawei products

Elite club:

For more details, please refer to the incentive plan for your region.

63



Huawei Introduction

Marketing Co-Marketing
Assets Funds

Joint Marketing Fund

Lol Applicable

Partners

Sub-
catego

Employees of
Acceleration
Partners (Sales
partners) (only
SPIF for sales
personnel, pre-
sales personnel,
and after-sales
service
personnel)

FH Partners

DIF Partners

Acceleration
DRR Partners (Sales
partners)

Huawei Partner Ecosystem

Sales and Orders

Demo
Program

Market Development Fund

Description

Refers to incentives intended to reward sales partner
employees who proactively participate in the sale, pre-
sales, POC test, and delivery of Huawei products,
portfolios, and solutions.

For more details, please refer to the SPIF plan for your
region. It is recommended that the incentive plan drive
independent sales of partners.

Refers to subsidies provided to partner companies for their
full-time personnel who handle Huawei business. FH
requirements should be specified in the agreement, such
as the personnel competency model, performance
evaluation criteria, and expense proportions borne by both
parties. Performance evaluation criteria need to include
measurable and quantifiable indicators for partner
independent sales. Full-time personnel are employed or
hired by partner companies and work for partners' benefits.
They are dedicated to partners' market development
relating to Huawei.

Note: Partners' full-time personnel who are dedicated
to collaborative business with Huawei are employed,
hired, or assigned by partner companies. They are not
Huawei employees and shall not constitute a non-
employee staffing model.

Refers to incentives awarded to partners who use demo
equipment to display equipment, receive customers, carry
out training and enablement activities, perform POC tests,
conduct secondary development, certify products, pursue
joint innovation, and develop solutions.For more details,
please refer to the DIF incentive plan for your region.
Refers to rewards granted to partners who have
successfully registered deals, such as independent sales,
competitions, and incremental deals, which allows for
Huawei products relating to the deals to be sold in the
region.For more details, please refer to the DRR incentive
plan for your region.

Performance and Incentives
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MDF Process

MDF usage generally follows the procedure shown below, although some details may differ,
depending upon MDF category and activity type:

1.

Activity application: Partners shall submit activity application at least seven working days
before an MDF activity starts and obtain Huawei’s approval before the partner-hosted
activity is carried out.

Participate in incentive program (optional): Partners shall sign in specific incentive
program of MDF after the program is released by Huawei for some types of MDF
activities.

Activity execution: \When using the MDF to carry out marketing activities, partners should
use the Huawei brand logo in compliance with the Operation Policy on Partners' Use of
Huawei Brand Logos for Global Enterprise Business. Distribution of prizes and gifts
(including goods and services) in MDF activities shall comply with applicable laws and
regulations. The MDF should not be used for the purchase of prizes and gifts that are not
relevant to the specific activities.

Activity acceptance: Partners shall submit activity acceptance with required
documentations within 90 days of completing the activity.

Cash In: After the activity acceptance approved, partners will obtain the reimbursement
or reward (cash/non-cash).

Others: (1) In principle, the SPIF amount granted to a partner's employee should not
exceed 2% of the sales revenue from the relevant products in the SPIF program.

(2) The DIF amount granted to partners should not exceed the PO amount of the demo
equipment purchased by the partner.

(3) If gifts are purchased or a lucky draw is arranged in a marketing activity, the total
amount of gifts/prizes should not exceed 15% of the total budget for the activity.
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Non-reimbursable Expenses
Expenses that cannot be reimbursed using the MDF include:

All activities that violate the spirit of the fund, such as, directly or indirectly, giving gifts to,
entertaining, or arranging trips for, giving cash or other cash equivalents to, providing
luxury hospitality for, or arranging private travels for public officials, customers, or partners,
including but not limited to:

1. Purchases of high-end watches, gold and silver, jewelry, cultural relics, artwork,
prepaid cards for supermarkets & stores & malls, and other liquid items.

2. Purchases of high-end health care products and medicines.

Expenses on large-scale events (such as sporting events) that are not directly
related to Huawei's business; and expenses on purely entertainment/hospitality-
related activities in places such as karaoke establishments, dance halls, nightclubs,
bathhouses, foot spas, massage parlors, and beauty salons.

4. Expenses related to private activities, such as travels and shopping of customers,
partners, and their families.

5. Travel expenses related to business and first class cabins in airplanes and
expensive hotel suites.

6. Reception expenses for public officials (see the appendix). However, hotel and travel
expenses of end customers can be reimbursed using MDF.

7. Business travel expenses incurred by Huawei employees (excluding business travel
expenses of Huawei trainers) required for participating in partner marketing activities,
such as airfare, accommodation, and allowances.

8. Other expenses not related to specific MDF activities.

Certification and Training Marketing Central Partner Complaints Handling Appendix

Appendix:

1. Do not give gifts whose amount exceeds the limit specified by local laws and regulations.

2. Partners are not allowed to present gifts or other valuable items to public customers in the following
situations:

(1) Intended to influence public customers, such as individual business decisions or other official acts.
(2) Intent to obtain an unfair commercial advantage.
(3) Other reasons prohibited by law.

3. All gifts and product samples provided to public customers must be used for legitimate business
purposes.

4. Activities, notices, invitation letters, registration forms, etc. must disclose the following information:
(1) Gift list.

(2) Scenarios when a partner gifts to public partners and requires payment for the gift.

(3) It is prohibited to pay for public customers' travel and accommodation expenses.

(4) It is prohibited to provide undisclosed gifts before an activity begins.

(5) Partners must ensure that public customers promise to accept gifts in compliance with applicable
local laws and regulations.

5. Gifts must not be provided to family members, friends, and relatives of public customers.
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Other Instructions

1. Partner marketing activities need to use Huawei brand logos for Huawei-related
business and must comply with relevant requirements specified in the Operation
Policy on Partners' Use of Huawei Brand Logos for Global Enterprise Business.

2. Partners must comply with the agreements signed with Huawei and Huawei's policies,
and shall not conduct external publicity and marketing for Huawei-related business
without Huawei's permission; otherwise, partners need to be held accountable
according to the agreements signed with Huawei and Huawei's policies.

3. Huawei has the right to require partners to provide additional application/acceptance
materials for post-event verification and audit. For false and repeated applications,
Huawei has the right to review the case, hold relevant personnel accountable, and
implement penalties according to relevant regulations.

4. If a partner violates relevant regulations, Huawei has the right to cancel the partner's
qualification to apply for MDF of the current year and implement penalties on the
partner according to the Operation Policy on Partner Order for Global Enterprise
Business.

Compliance Requirements

1. Huawei Anti-Bribery Compliance and related requirements, Anti-corruption Policy for
Huawei Partners, as well as customers' internal management requirements. Partners
shall not use MDF incentives granted by Huawei for any illegal purpose, for example,
to bribe public officials or other personnel in any direct or indirect manner for the
purpose of helping Huawei obtain or retain business opportunities.

2. Partners must comply with personal privacy protection requirements. If an application
or acceptance materials involve third-party personal information, the consent or
authorization of the third party must be obtained.

3. Partners shall comply with trade secret protection, advertisement, and competition
laws in all corresponding activities. For example, relevant activities must not contain
unauthorized information about third parties. Exaggerated and false information must
not be used for marketing. It is prohibited to make inappropriate comparison with
competitors. Partners must describe their relationship with Huawei based on facts and
must not publicize the partnership in a confusing way.

For more information, visit For detail information, please visit Huawei local partner policy.
Step-by-step IT guide: please contact with the local Huawei Partner Managers for more information.

Certification and Training
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Demo Program

To support partners in carrying out activities such as POC tests, product demonstration,
training and enablement, solution development, and integrated development and testing,

Huawei provides software and hardware DEMO products for partners at preferential prices.

Eligibility

1. Huawei Demo program is applicable to distributors,
resellers(diamond/gold/silver/authorized), solution development partners, integration
partners, HALPs, distribution partners(Gold/E-commerce), component partners and
white label partners. Partners have demo quotas based on their statuses.

2. The purchasable DEMO product quota of a partner is generated on January 1 of each
year. Any unused quota by December 31 will automatically expire and will not carry
over to the following year.

3. The purchasable DEMO product quota of a partner is calculated based on the DEMO
product discount price. Huawei issues commercial discounts or discount prices for
DEMO products to partners who directly purchase from Huawei. For partners who do
not purchase directly from Huawei, the transaction prices for DEMO products are
subject to the actual agreements signed between the purchasers and the distributors
or upper-level resellers.

4. When the certification level of a partner changes, the annual quota limit of the partner
will be adjusted accordingly, but the used quota cannot be reset.

5. If a partner has multiple partner statuses, the partner's quota of the same product type
cannot be accumulated. Instead, the maximum quota of the partner shall apply.

6. For business needs, partners are allowed to submit a quota increase application once
a year. The application can be executed only after being approved by Huawei.

Performance and Incentives
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Regulations

1.

DEMO product POs must be placed separately. Online POs are preferred. In regions
where online PO placement is not available, partners should use the PO template for
DEMO products to place POs.

Partners can also place POs under a frame contract, but the corresponding DEMO
product use terms must be added to the frame contract.

Distributors, diamond resellers, gold DPs, e-commerce DPs, component partners, and
diamond white label partners can directly purchase DEMO products from Huawei, while
other partners should purchase DEMO products through distributors.

After shipment, DEMO products cannot be returned or exchanged unless the products
are dead on arrival (DOA).If the product cannot be delivered due to Huawei's supply,
follow the instructions of Huawei's return and exchange policies and related agreements.

Partners are not allowed to resell DEMO products within 12 months after the contract is
activated. During this period, Huawei reserves the right to check the status of the DEMO
products. Partners who resell DEMO products in violation of regulations will be held
accountable according to the Operation Policy on Partner Order for Global Enterprise
Business. For DEMO products that are normally resold 12 months after the contract is
activated, partners must comply with the local DEMO product resale policy.

For more information, visit:
Incentive Policy on Partner DEMO Products for Global Enterprise Business
For detail information, please visit Huawei local partner policy.
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Partner Complaints
Handling

Partner Complaints Handling

To build a sound and well-regulated ecosystem in which Partners have a fair, competitive Complalnt-handllng Conditions
environment and gain reasonable business profits, Huawei provides a dedicated complaint L . o
system. Please follow these guidelines when making complaints:

* Real-name complaints with more detailed and accurate info are encouraged which is

Complaint Content helpful for Huawei to follow up and investigate.

Channel complaints may refer to any non-technical issues related to channel business,
which include complaints about economic issues, fake products, unauthorized sales,
channel conflicts, and other types of channel complaints.

* Clear and detailed facts are needed so that Huawei can deal with the issue in a timely
way, including the Partner info and relevant evidence such as contracts, documents,
emails, and product barcodes.

During cooperation between Partner and Huawei, if any Huawei Partner Manager is
engaged in corruption or bribery (soliciting bribes from or holding shares or a position in
the Partner company), the Partner should report it to Huawei and cooperate in an
investigation to protect the legal interests of the Partner.

Huawei will send the investigation result as soon as possible.

Additionally, during cooperation between Partner and Huawei, if Partner Manager fails to
perform his/her duties and seriously affects the normal business operations of the
Partnership, the Partner should report the failure to Huawei.

Complaint Methods

Report complaints to Huawei Enterprise BG using the following methods:

* By Creating voice in Voice of Partner (VOP) Platform which links to :
https://partner.huawei.com/eplus/#/cn/web/voice-create

* By email complaint: BCGcomplain@huawei.com

Confidentiality Commitment

Huawei promises that the reporting organizations, persons, and content shall be kept
strictly confidential.
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Enterprise Business One-Stop Online Acronyms and
Platform: e+Partner Account Abbreviations

Enterprise Business Online

Enterprise Business One-Stop Platform: e+Partner

e+Partner is a portal for Partners doing business with Huawei. Partners can use this portal to quickly handle the following tasks (follow the links for more information):

» Partner registration « JMF application and acceptance online « Partner certification and capabilities inquiry
* Find a partner * Partner Transaction Center (create - Partner performance and incentives
. Partner certification quotes, place orders, finance inquiry) . PSI management

* Quotation configuration online

» Deal registration

Huawei will continue to add new functions to the Partner site to make it is easier for partners to do business with Huawei.

Different types of partners have different access rights:

Partner Information Partne_r Deal Order Partner Joint Market Partner
Partner Type e e Information : . Channel PSI :
Certification Center . Registration Management Performance Fund Incentive
Maintenance
Distributor ° ° ° ° ° ° ° ° °
Diamond Reseller ° ° ) ° ° ° ° °
Gold ° ° ° ° ° ° ° °
Silver ° ° ° ° ° ° °
Authorized ° ° ° ° ° ° °
Registered Partner ° ) ° ° °
HALP ° ° °
Solution Partner ° ° °

Benefits for Partners

* Online partner resources give you a one-stop work platform to simplify your work with Huawei.
* The partner site is integrated with other Huawei IT systems.

o’o For more information, visit: https://partner.huawei.com
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Online Account

Access Management

Partners can obtain IT system permissions on e+Parther — My Huawei — Access Management.
Permissions include the following:

» Partner administrator: Complete company certifications, review employee association
applications, and apply for IT system permissions for other users. The first person to complete
a company’s registration on e+Partner is regarded as the administrator by the system.

» Partner employees: View and maintain personal information and submit association
applications.

Roles and Permissions in e+Partner

i You can log in to the SCT and configure Huawei products. In
Pre-sales Quotation  5qgition, you can view product prices and submit quotations
Manager  through distributors, and Diamond Resellers to the order system.

Channel product Channel product manager (for Distributor/Diamond Reseller) could

Pre-sales access to:Deal Registration/Marketplace/Quote/Order/My
manager _
Capabilities
Solution Manager relevant tasks when Huawei works with the Solution
Pre-sales Cooperation  Partner. (Submit applications for the solution and certification.
Manager Release the solution. Develop the solution.)

Account Manager (for Distributor/Diamond Reseller) could access
to: Marketplace/Leads/Deal Registration/Authorization

Sales  Account Manager Letter/Quote/Order/My Capabilities; Account Manager (for Reseller)
could access to: Leads/Deal Registration/Authorization
Letter/Search Reseller Orders/My Capabilities

Commercial Manager (for Distributor/Diamond Reseller) could
Commerce  access to: Deal Registration/Quote/Order/Payment/Invoice

Business
Manager Visibility/PSl/Program/JMF/Channel Quota Management/Complain
Software License Management(Partner online manage Software
. License Orders on ESDP Platform(http://app.huawei.com/isdp), receive
Service Administrator  /split/distribute/download/active Commercial Software license,

apply temporary License)

You can view the data and indicators of the company's delivery-
related business, manage members of the company, assign
contracts, and assign maintenance renewal tasks to service sales,
etc.

Service Service director

Certification and Training
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Service

Service

Service

Service

Service

Service

Service

Service

Service

Service

Service
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Service Manager Service Manager could access to:Manage SR/Search Order/Complain
Service Engineer Service Engineer could access to:Create SR

Safety & Quality
Assurance
Engineer

Service Project
Manager
Service Quality
Manager

Service
Technical
Director

Service
development
engineer
Director of
Service
Development

Technical
manager

Service solution
development
engineer
Service solution
development
director

Service sales

Service security quality engineers are the direct owners of electric security
and quality. They must master related regulations and requirements,
implement security and quality control measures in the project lifecycle,
and ensure that security and quality are planned, implemented, monitored,
You can view contracts under your names, initiate projects, manage
project plans and progress, and view project data and indicators, etc.

You can view the customer satisfaction of projects and approve the quality
self-check reports submitted by engineers, etc.

You can customize employee skill assessment models and set up
capability development goals, formulate company's capability
development plans, review project delivery solutions and change
solutions, view trouble tickets and change orders, escalate them to the
original manufacturer for help, and view Huawei's incentive data, etc.

You can learn courses related to secondary development, conduct hands-
on experiments, design solutions, online development and testing, and
perform tasks related to service solution development.

You can assign learning tasks, set capability development goals and plans
for service solution development engineers, and view the development
progress, technical problems, and requirement handling progress.

You can customize employee skill assessment models and set up
capability development goals, formulate company's capability
development plans, review project delivery solutions and change
solutions, view trouble tickets and change orders, escalate them to the
original manufacturer for help, and view Huawei's incentive data, etc.

You can learn courses related to secondary development, conduct hands-
on experiments, design solutions, online development and testing, and
perform tasks related to service solution development.

You can assign learning tasks, set capability development goals and plans
for service solution development engineers, and view the development
progress, technical problems, and requirement handling progress.

You can view and compare the installed base information of the company,
and track the installed base expansion tasks assigned by service director,
etc.

Marketin Marketing Activity Channel Marketing Activity(JMF) Administrator. Check Channel Marketing

9

Administrator

Activity Budget/Application for Marketing Activity/Check Activity.

Marketin Marketing ActivityMarketing Activity Applicant could access to: Marketplace/Joint Marketing

g

Applicant

Fund(JMF)

0,0 Website link: https://partner.huawei.com — My Huawei — Access Management -
Permission Management
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Enterprise Business One-Stop Online Acronyms and
Platform: e+Partner Account Abbreviations

Acronyms and Abbreviations — horonyms | engion

AlCC Artificial Intelligent Contact Center KV Key Vision
AR eEn R L/C Letter of Credit
CBG Consumer Business Group LLD Low Level Disign
CDF Capability Development Fund LSP Logistics Service Provider
CFT Client Facing Tier MBO Management By Objective
CNBG Carrier Network BG MDF Market Development Fund
DIE Demo Incentive Fund MOOC Massive Open Online Course
DM Direct Mail NA Named Acco'unt
DOA Dead On Arrival O&M Operations énd Malntenance
DR I E— oD Operation Director
PA Prelimi A ifi
DRR Serl P alen Bosas C reliminary Acceptance Certificate
- - PDF Partner Development Fund
EBG Enterprise Business Group
— : PO Purchase Order
EDM Email Direct Marketing
; } POC Proof of Concept
ESDP Electronic Software Delivery Platform :
POD Proof of Delivery
FH Funded Head
PSI Purchase, Sales, Inventory
HALP Huawei Authorized Learning Partner . .
RPA Robotic Process Automation
HCAI Huawei Certified Academy Instructor
T H T RR Renewal Rate
awei Certifie ssociate
vawel 4 ! SA Solution Architect
HCIE H i Certified ICT Expert
C ua?/ve| C.e. ffied I1C xpe. SCT Smart Configuration Tool
HCIP Huawe.| Certfffed ICT F.’ro.fesswnal SLA Gres Lyl AGTEam
SO IV C?mﬂed Spe_CI?IISt = SMA Small and Medium-sized Account
D L]0 (V2! IS SPIF Sales Performance Incentive Fund
IASC Huawei ICT Academy Support Center TAC Technical Assistance Center
iDOP Intelligent Digital Operation Platform TP Technical Proposal
IHV Independent Hardware Vendor T Train The Trainer
IMOC Intelligent Maintenance and Operation Center Drarmane) | ResE| B e T—
IOCC Intelligent ti d cent
nietigent operation commanc centen Copyright © Huawei Technologies Co., Ltd. 2022. All rights reserved.
ISDP Integrated Service Delivery Platform . ) ) .
No part of this document may be reproduced or transmitted in any form or by any means without the
ISV Independent Software Vendor prior written consent of Huwei Technologies Co., Ltd.
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