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Q. As you progress in the VMware acquisition, what have you learned 
about their partners?
A. The VMware partners are a valuable asset that we want to embrace. Their partner 
network is scaled, global and it works.

Q. How does VMware align with other parts of the Broadcom 
Software Group?
A. We see opportunities to create even more value for partners with existing 
Broadcom Software solutions. Our cybersecurity and agile management solutions 
complement what partners are already doing with VMware technologies. We can 
reintroduce these solutions to a broader partner audience and create enhanced value 
for partners and the customers they serve.

Q. What have partners been asking?
A. With any transaction, stakeholders want to know, “How does this affect me?” For 
partners, they want to know whether following close their existing relationship with 
VMware will change, whether we plan to adjust VMware’s go-to market strategy, and 
what our plans are for VMware’s product roadmap. For Broadcom, it makes business 
sense to support and embrace VMware’s partners to provide additional opportunities 
to sell our technologies. And while we may not have all the answers today, we will keep 
them informed of our post-closing plans.  

Q. Is there a role that partners can play in Broadcom Software’s enter-
prise accounts?
A. Yes. While we have a direct sales model with Broadcom’s large enterprise accounts, 
we want to ensure partners have an opportunity to work with us strategically and support 
those accounts, where both Broadcom and partners have relationships and footprints, 
and both can benefit. In particular, given the scale we will now have across the portfolio, 
it opens up new opportunities to engage with the channel to support and engage other 
customers. We’ll work through the best way to do this with VMware following close.   

Q. How do you avoid changes that impact channel partners’ business?
A. VMware has the necessary scale and a wide product portfolio that will allow us to 
engage with and really embrace the channel. We want to build on these strengths and 
sustain the long-term relationships VMware has with its partners to provide customers 
of all sizes with choice and flexibility.
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