Building Profitable Partnerships

Improving business partner relationships and CHANNEL
programs that capture market potential and
increase sales
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The Value of Partnership

AThe top 1,000 companies earn 35 - 40% of
revenues from partnerships and alliances

A Small and mid size companies partner with large
companies to accelerate growth and profitability



Drivers For Profitable Partnerships

A Mutual Goals

A Common Views on
Strategic Business Issues

A High Levels Of Trust

A Joint Business Activities
with High ROI



Learning From Unprofitable Partners

Over 40% of Partnerships Fail !

High Priority Reasons For Failure:

A 52 % Structural Reasons
A Mismatched strategy and operations
A Partner lacks competencies

A 48 % fail due to damaged relationships.
A Mismatch of partner culture
A Lack of trust



Link Between Trust and Profitability

A Partners that trust each other:

customers better, understand each

others business by sharing information * '
and dedicate resources to better serve s >
each other

Generate more profit, serve /
f

A Resellers with high trust in their
partner

Generated 78% more sales

(Harvard Business Review, Kumar, 1999)



The Partnering Process

Collaboration:
Recommend
Solutions

Allocate
Resources

Guide
Implementation

Measure
Results




Assessment: Channel Capabillities

: Customer Expectations
Competitor Benchmarks

Core Competencies Products and Services

Customer

Members Development

Channel Capabilities Promotions and Incentives

arvice Training and Support
Selection and Developmentw g pp



Select High Potential Partners

Ability to
Execute
And
Provide
Value

Willingness To Align



Alignment

A Leadership Commitment
A Goal Clarity
A Apply Assessment Data

C Define Partner Selection Criteria
C Use Data to Build fiStraw ModeloPrograms
¢ Determine Potential ROI



Collaboration: Program Design
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