
How much does leadership 
know about your prospective 

partnership program?

Do your customers work with service providers - such as 
agencies or systems integrators - to implement and take 

full advantage of your solution?

Are you okay with waiting 12-18 months to 
start seeing real results?

Yes That seems like an awfully long time...

What do you know about 
your prospective partners?

They seem like they 
have the same 
priorities we do

They serve our target end-customers, they have a 
complimentary business model, and we know exactly 
how our software can help them hit their goals

They seem like they 
can really help us 
ramp up demand

I’ll bore them with 
the details once we 
start seeing results

They’re up for us 
trying anything as 
long as it doesn’t 
disrupt other 
departments and 
the general flow

They have a firm grasp 
of the risks and up-
sides, understand the 
commitment it 
requires from the 
entire organization, 
and are fully bought-in 
to its success

They have a great 
name and a pretty 
sick logo

What is your company’s annual revenue?

$100M+

No Yes

$50M-$100M$20M-$50M$1M-$20M< $1MPre-revenue
(Still building our product)

YesNoUmm...No

Is it effective?

YesI think adding a partner could help

Is your product in a stable state? YOU SHOULD HOLD OFF
Until you reach $20M in revenue
it’s not entirely proven you have 
brand equity, repeatable processes, 
and scale to effectively drive revenue 
for a channel partner.

Is your priority keeping 
their lights on? No? 
Then you don’t have 
the same priorities.

Wrong. Partners aren’t going to 
sell your product. If anything, when 
starting off you should be prepared 
to provide them with leads.

Seriously, how have 
you made it this far?

This is going 
to end badly...

Before complicating things with a new 
channel partner, you would be better 
served by nailing down your own 
successful, repeatable sales model first.

Partnerships aren’t something you should rush, 
and a successful channel program doesn’t get 
cranking with the flip of a switch.  It takes time 
and commitment (and you need all internal/
external stakeholders to fully realize and be 
okay with that). 

Launching a channel program 
isn’t an isolated effort. It can 
impact and require support 
from sales, product, marketing, 
legal, finance, and more. 
Leadership needs to be aware 
of what is actually required 
and be fully committed to 
cross-functional alignment.

Do you have a fairly complex 
and/or complicated sales process?

You’re better off waiting till it is. 
Frequent changes to your software 
will require training/re-training for 
partners, which is expensive 
& time-consuming.

If it’s difficult and/or extremely 
time-consuming for your own team 
to navigate your sales process just 
imagine how hard it will be to get 
someone else to do it.

SHOULD YOU BE INVESTING IN 
CHANNEL PARTNERSHIPS?
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