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While it sounds 
simple, for the first 
time ever partners 
have the opportunity 
to complete the same 
exact cloud training 
program as my team. 
Partners are critical to 
our success and an 
extension of the Oracle 
sales organization, so 
it’s important we are 
all trained the same 
way and talk with our 
customers in the same 
language.

S P E C I A L  A D V E R T I S E M E N TS P E C I A L  A D V E R T I S E M E N T

Tireless Advocate
After leading Oracle’s North America Alliances & Channels division for two years, Bill 
Swales has yet to slow his quest to strengthen and expand the Oracle PartnerNetwork. 

Whether fueled by the success of channel-led sales initiatives, increased support from 
Oracle sales executives or impressive financial results, one thing is certain—Swales is 
just getting started. 

  
The Industry Is Catching On
The Oracle Cloud is growing, and fast. Oracle closed out fiscal year 2017 with rapid 
adoption of the Oracle Cloud, which was led by the 75 percent growth of our SaaS 
business.

Analysts have their eyes fixed on Oracle, too—and with good reason. Oracle was recently 
named a visionary in Gartner’s Magic Quadrants for Cloud Infrastructure-as-a-Service, 
Worldwide, and for Enterprise High-Productivity Application Platform-as-a-Service. In 
addition, Oracle ERP Cloud was named a leader in the Gartner Magic Quadrant for 
Cloud Core Financial Management Suites for Midsize, Large and Global Enterprises.

The market is responding positively as evidenced by Oracle’s financial results for fiscal 
2017, which showed Oracle Cloud SaaS, PaaS and IaaS revenue all increased by 60 per-
cent or more to bring total cloud revenue to $4.6 billion. The outlook for 2018 remains 
extremely optimistic with expectations for sustained growth, and for new cloud annual 
recurring revenue to eclipse $2 billion.

Partners Seeing Success With Oracle Cloud
In late June, Swales hosted the standing-room-only Annual Partner Conference at 
Oracle’s headquarters. Customer cloud success stories continue to flood in and partners 
are eager to share their sales use cases with the channel team. Their willingness to build 
the channel program is a direct result of the increasing investment Oracle is making in 
its partner program. 

This August, Oracle will roll out a comprehensive Partner Immersion Training Program, 
which is identical to the training modules that are required of internal Oracle sales rep-
resentatives and consultants. By equipping partner sales specialists, pre-sales specialists 
and architects with the same tools and messaging of the Oracle Cloud story, partners will 
have the opportunity to drive value and solve customer problems with the Oracle Cloud.  
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