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Sales Channel and Partner Program

U Are you being asked to streamline your U HBsHong-term, sustained revenue growth

sales organization, yet maintain or increase
revenue?

U MAre you looking for a better way to leverage
your investment in your salesforce?

Then channel and partner programs should be

While alternate channels and partner programs
have been around for a long time, they haven’t
been adopted by every industry. In an economic
climate where being a “lone ranger” no longer
works, partners, distributors, referral sources
and related companies must be groomed and
developed to perform as an extension of your
sales organization. Without question, they can
reach further geographically and industry-wise

than any existing internal sales force. Why?

Because they are motivated and incentivized to
do so, with your support. Furthermore, as with
any sales organization, the top performers will
rise to the top—only with more top performers
on board, you'll have a higher level of sustained
growth by finding and training more partners.
To develop a partner program appropriate for
you, we ask that you embark on our proven
marketing research process that has been used

by many companies.

Immerse
Throughout the partner market research
process, we gain consensus regarding pertinent

sales issues and opportunities for growth, then

attractive right how?

UMk you trying to develop better

relationships with your customers without
increasing full time employees?

an imperative in your 2010 strategic plans.

test and verify our findings by interviewing
constituents of influence, including selected
employees, customers, prospects and partners.
What we learn through one-on-one interviews
often reveals the most critical pieces to the

development of your new channel program.

Develop the Branded Personality

We put the right words around your value
proposition, create meaningful positioning
statement(s) for the organization, tweak and
mold that statement for each type of partner,
evaluate potential vis a vis competitors and

reverse engineer a go-to-market strategy.

Deliver Results

Regardless ofthe medium, (advertising, Internet,
PR, events, or conferences) a unique and
distinctive channel program builds awareness
and creates long term relationships with sales
channel partners. Partners understand that
share of market equals share of mind; partners
typically feed upon the success of other

partners.

Call us today toll free at 888-271-3920 and ask for Frank Fazio, President.
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The Partner Market Research Experience

To initiate the process, FSM Consulting conducts
an intensive workshop with our clients at an
offsite location. The client’s management team
and the FSM team participate in the adventure.

Our tightly facilitated discussion covers:

e Vision and goals

® Positioning issues

e Historical perspective

e Core values and beliefs

e Awareness and brand-building objectives

e Sales objectives

e Audiences served (current and future)

e |deal customers

e |deal customer characteristics

* |deal partners

¢ |deal partner characteristics

* Competitive analysis/competitive map

e Discussion of other organizations’
programs to emulate

¢ Value-added service offering attributes and
methodologies

¢ Uniquely identifiable differentiators

® Talent pool to promote and support its
channel program (mind-share is critical)

Deliverables

Your partner marketing research process and
roadmap are delivered via a presented booklet
that supports the most desirable channel
strategies and shows a plan of how to achieve
your organization’s partner objectives.

It includes:

® Channel and partner strategy

* A high-level positioning platform

* Subsequent messages by partner/channel
segments

* Marketing roadmap of objectives and
timeframes

e Strategy and marketing support
recommendations

e Tangible examples of how the strategy rolls

out into specific initiatives

The deliverable you receive with this partner market research process is the first step to

successfully launch your new alternate sales channel or partner program. Based on our findings and

recommendations for next steps, FSM Consulting has the experience to lead the action plan required

for your company’s new sales channel to be successful. The partner market research process is also

ideal for companies that already have a partner program, but feel it may need help. We truly believe

in this process and know that it has significantly helped every client we have worked with. We look

forward to creating your channel & partner program and know that this will be a memorable and

rewarding experience for everyone.

Call us today toll free at 888-271-3920 and ask for Frank Fazio, President.




