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Building Profitable PartnershipsBuilding Profitable Partnerships



The Value of PartnershipThe Value of Partnership

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

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



Drivers For Profitable PartnershipsDrivers For Profitable Partnerships

ÁÁMutual GoalsMutual Goals

ÁÁCommon Views on Common Views on 
Strategic Business IssuesStrategic Business Issues

ÁÁHigh Levels Of TrustHigh Levels Of Trust

ÁÁJoint Business Activities Joint Business Activities 
with High ROIwith High ROI



Learning From Unprofitable PartnersLearning From Unprofitable Partners

Over 40% of Partnerships Fail !Over 40% of Partnerships Fail !

High Priority Reasons For Failure:High Priority Reasons For Failure:

ÁÁ52 % Structural Reasons 52 % Structural Reasons 
ÁÁMismatched strategy and operationsMismatched strategy and operations
ÁÁPartner lacks competenciesPartner lacks competencies

ÁÁ48 % fail due to damaged relationships.48 % fail due to damaged relationships.
ÁÁMismatch of partner cultureMismatch of partner culture
ÁÁLack of trustLack of trust



Link Between Trust and ProfitabilityLink Between Trust and Profitability

ÁÁ Partners that trust each other:Partners that trust each other:

Generate more profit, serve  Generate more profit, serve  
customers better, understand each customers better, understand each 
others business by sharing information others business by sharing information 
and dedicate resources to better serve and dedicate resources to better serve 
each othereach other

ÁÁ Resellers with high trust in their Resellers with high trust in their 
partnerpartner

Generated 78% more sales Generated 78% more sales 

((Harvard Business Review, Kumar, 1999)Harvard Business Review, Kumar, 1999)



The Partnering ProcessThe Partnering Process
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Assessment:  Channel CapabilitiesAssessment:  Channel Capabilities
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Select High Potential PartnersSelect High Potential Partners
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Alignment  Alignment  

ÁÁLeadership CommitmentLeadership Commitment
ÁÁGoal ClarityGoal Clarity
ÁÁApply Assessment DataApply Assessment Data

ÇÇ Define Partner Selection CriteriaDefine Partner Selection Criteria
ÇÇ U se D ata to B uild ñS traw  M odelò P rogram s U se D ata to B uild ñS traw  M odelò P rogram s 
ÇÇ Determine Potential ROIDetermine Potential ROI



Collaboration: Program DesignCollaboration: Program Design


