2 PRINCIPAL ISSUES

Xerox Partner Training

Empowering growth through knowledge

by: Jayne Tuma, Xerox Corp.

Editor’s Note: This is the fifth in a series of article
submissions from BTA-member OEMs providing a
look at their current dealer training programs.

t Xerox, innovation has always gone hand in
Ahand with education. From the earliest days

of pioneering office technology, Xerox recog-
nized that empowering partners through knowledge
is just as important as delivering world-class prod-
ucts and services. Training has and will remain a cor-
nerstone of Xerox’s business strategy to ensure our
dealers and partners have the skills, tools and con-
fidence to support their clients at the highest levels.

For those who have been in the industry a while,
the legacy of the Xerox International Center for
Training and Management Development, later
known as Xerox Document University, still reso-
nates as a symbol of the company’s early leader-
ship in professional education.

Today, while the format and types of train-
ing have evolved, our commitment remains un-
changed. Xerox continues to invest in a modern
ecosystem of learning to meet the needs of the digital work-
place and the partners who power it.

Digital & Flexible Learning Platforms

In today’s fast-paced business environment, training must
be as flexible as the partners it serves. That commitment is
clear through the investment in Xerox Learning Central,
which was introduced in April 2025 at the Xerox Partner Sum-
mit. It is a modern e-learning platform designed to deliver en-
gaging, relevant, impactful and personalized training when-
ever and wherever it is needed.

Xerox Learning Central offers:

B Personalized learning paths tailored to roles and indus-
try needs

B Competency frameworks aligned with Xerox’s standards
for growth and performance

B Interactive learning through quizzes, adaptive modules
and certifications

Initial programs include the Evolve Verified Seller Learner
Path, the Analyst Learning Path, the Partner Field Technical
Service Provider Path and the Partner L1 Help Desk Path —
each built to accelerate readiness and improve support across
the partner network.

By combining personalization, adaptability and collabora-
tion, Xerox Learning Central represents the next chapter in
partner enablement, reinforcing our commitment to helping
partners thrive in the digital workplace.

Sales & Marketing Enablement

Just as technical training strengthens service delivery, Xe-
rox sales and marketing enablement programs are designed
to empower partners in the field. These programs equip sales
representatives with the knowledge to position Xerox solu-
tions effectively, highlight competitive differentiation and
connect solutions to real client outcomes.

A standout example is the “Why Xerox Now and Next” pro-
gram, a blended learning initiative that combines instruc-
tor-led, face-to-face training with coaching, group engage-
ment and microlearning. The learning is structured around
three questions: “Why change?” “Why now?” and “Why Xe-
rox?” These guide participants in understanding Xerox’s
unique value proposition while positioning themselves as pre-
ferred office technology providers.

In addition to strengthening messaging and positioning
skills, participants are introduced to a range of Xerox sales
tools and collateral designed to support every stage of the
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selling process. Together, these resources
ensure that partners are well-prepared to
win new business, build stronger client re-
lationships and grow their Xerox portfolios.

Technical Training

Xerox provides a robust curriculum for
technicians and service staff members,
covering everything from foundational
office technology skills to advanced pro-
duction print systems. Hands-on technical
labs, virtual instructor-led courses and
web-based modules prepare service engineers to solve prob-
lems efficiently, maintain device security and keep customers’
operations running smoothly.

A key component of this effort is Service Acclimation Train-
ing. Delivered on-site, this program brings a regional service
development manager to partner service teams, working side
by side with them to walk through Xerox products and the
tools that make servicing devices easier in the field. This prac-
tical, in-person approach ensures that technicians not only
understand the technology, but also gain confidence by apply-
ing their knowledge in real-world service environments.

Certification programs further reinforce learning and en-
sure consistency across the partner network, building confi-
dence for technicians and trust for clients. In addition, rec-
ommended learning paths help new service staff members
become proficient quickly, while ongoing updates and re-
fresher courses ensure seasoned technicians stay current with
evolving technologies.

Product & Solutions Summits

In addition to formal training programs, Xerox hosts Prod-
uct and Solutions Summits throughout the year. These events
bring together partners for hands-on, engaging learning
and enable meaningful collaboration. Partners also have the
chance to dive deeper into the Xerox portfolio, explore solu-
tion strategies and engage directly with Xerox experts.

Beyond the classroom, the summits foster peer-to-peer col-
laboration, where partners can share best practices, build con-
nections, and return to their businesses with fresh ideas and
actionable strategies. By combining product expertise with
real-world application and community building, the Product
and Solutions Summits play an essential role in strengthening
partner readiness and success.

This spirit of partnership extends well beyond summit
events. Xerox workplace consultants, digital services consul-
tants and production specialists regularly work in the field
alongside our partners, providing education, guidance and
sales support. By helping partners position Xerox solutions
effectively and address client needs directly, these special-
ists ensure that learning is continually reinforced through
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Xerox has a rich
legacy of training and
development and, today,

we continue to build on
that foundation with ...
a relentless focus on
partner success.

real-world application — turning training
into measurable results.

Benefits & Impact

The true value of training is measured
in outcomes. Xerox partners benefit from
faster onboarding of new staff members,
greater technical expertise in the field and
stronger sales readiness across their orga-
nizations. The result is improved client sat-
isfaction, higher efficiency and measurable
business growth.

As one of our core investments in partner success, training
ensures that every Xerox solution is backed by knowledgeable,
confident professionals who can deliver an outstanding client
experience from day one.

Building the Future Together

Xerox has a rich legacy of training and development and,
today, we continue to build on that foundation with for-
ward-looking programs, digital innovation and a relentless
focus on partner success.

Whether it is a technician in the field, a sales representative
meeting with a client or a manager shaping strategy, Xerox
training ensures our partners have the skills and resources
to succeed.

By combining our legacy of excellence with the innovations
of tomorrow, Xerox remains committed to empowering part-
ners, strengthening relationships and driving mutual growth
well into the future. B
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