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Partner & Channel Strategy
A PRACTICAL GUIDE FOR ECOSYSTEM-LED GROWTH

Turn partnerships into a strategic advantage — expanding reach, capability and revenue.
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FEATURED PERSPECTIVE — THE DAILY EXECUTIVE
Building Ecosystems That Create Real Value

A practical perspective on how the right partnerships can accelerate growth.
Read the full perspective at The Daily Executive, —>
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WHAT DOES THE BUSINESS NEED THE ECOSYSTEM TO ACCOMPLISH?
Start with the business outcome, not the partner list.

Where does the business need greater market or customer access?

What capabilities or expertise do we need to augment?

Where could partners improve commercial or procurement access?

Where do delivery, implementation or adoption capabilities need strengthening?
What pipeline, revenue or strategic outcomes should the ecosystem create?

WHERE CAN PARTNERS CREATE VALUE WE CANNOT EFFICIENTLY
CREATE ALONE?
Identify where ecosystem leverage creates a lasting advantage.

What relationships or customer networks could accelerate access?

What geographic, industry or sector presence could partners extend?

What specialized technologies, services or expertise would strengthen our offer?

Could partners provide contract vehicles, procurement pathways or supply-chain capability?
Where could ecosystem capability accelerate implementation, adoption or expansion?

DO WE HAVE THE RIGHT PARTNERS FOR WHERE THE BUSINESS
WANTS TO GO?
Evaluate fit, coverage and capability — not simply partner count.

Do we have the right mix of technology partners, service providers, systems integrators,
distributors, channel partners and strategic alliances?

Where do we have meaningful ecosystem gaps?

Which relationships are strategic, productive, emerging or inactive?

Are there overlapping partners creating unnecessary complexity?

Where should we invest, recruit, develop — or disengage?

WHY SHOULD THE RIGHT PARTNERS INVEST WITH US?
A sustainable ecosystem has to create mutual value.

Is our partner value proposition clear and differentiated?

What customer, market or commercial opportunity can we bring to the relationship?
Are the economics and incentives compelling for both organizations?

Are we easy to engage, transact and deliver with?

Can partners see a credible path from engagement to customer value and measurable growth?

Let's turn opportunity into growth.
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A practical framework

to help you evaluate your
partner and channel
opportunity, make the right
strategic choices, and build
the capabilities tc xecute
ecosystem growth.

“A strong partner
ecosystem doesn’t
just add channels —
it expands what you
can reach, deliver
and achieve.”

“The right partners

open doors, bring
capabilities and
create opportunities
that would be difficult
— or expensive —

to achieve alone.”

“It’s not about

having more partners.
It’s about having

the right partners,

in the right areas,
creating the n;,ht
value together.”

“Partners invest where
they see value, opportunity
and a clear path to
success. A compelling
partner experience

turns interest into
long-term commitment.”

IDEAS.
LEADERSHIP.
PROGRESS.
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A practical framework

From Ecosystem Strategy to Impact tohelpyoumove rom

ACTIVATE. ALIGN. EXECUTE. GROW TOGETHER. o
more valuable, resilient
and scalable business.

Stronger partnerships create greater reach, capability and customer value.

HOW WILL WE ACTIVATE THE ECOSYSTEM? i
5 Turn strategy into action through focused engagement and joint execution. “Activation turns
Do we have a clear plan to engage, activate and grow our priority partners? p().f{,’ﬂffﬂf into
How will we create joint go-to-market plans with our key partners? perfbrm(mce_
What mechanisms will drive opportunity identification and co-selling? The best ecosystems

How will we ensure executive alignment and visible sponsorship?
What resources, enablement and support do partners need to be successful?
How will we maintain momentum and accountability across the ecosystem?

are built through
intentional engagement
and joint execution.”

? ) .
ARE OUR TEAMS AND PARTNERS READY TO EXECUTE TOGETHER? “Partnerships succeed
Success requires alignment, capability and a shared commitment. b3 okl Sldod ar
W oln siaes are
Do our sellers understand how to effectively engage and work with partners? squinped. aliened
Are our teams and partners aligned on roles, responsibilities and rules of engagement? “ﬂ“ﬁ_’p“ , alignec X
Do we have the right incentives to drive partner collaboration and mutual success? and incented to win
Are our teams equipped with the training, tools and support they need? f(JgEIJ'IE’}‘. Enablement,
How do we manage internal channel conflict and protect shared opportunities? c[arjt}' and trust make
Is there clear ownership and communication across both organizations? the Cflﬁﬁ!‘ﬁ!l(‘(’. »
HOW WILL THE ECOSYSTEM SUPPORT STRATEGIC OPPORTUNITIES 5 :
AND CUSTOMER VALUE? The right partners
Bring the right partners into the right opportunities at the right time. amplify what we can
How do we integrate partners into our pursuit strategy for strategic accounts? do — f rom (_) P EI?II 15
Which partners bring unique value to our target industries, segments or geographies? door S to deliverir g
How will we leverage partner relationship access to open doors and accelerate progress? solutions and drwmg
Do we involve the right mix of technology, services and integrator partners? [(mggterm customer

Can partners help with procurement pathways, contract vehicles or supply-chain solutions? value.”
How will partners contribute to implementation, adoption and long-term expansion?
8 HOW WILL WE MEASURE, GOVERN AND EVOLVE THE ECOSYSTEM? “A strong ecosystem
I Ensure the ecosystem delivers measurable and sustainable value.

P T is actively managed.
What metrics will we use to measure partner contribution (pipeline, revenue, customer access, M " hat
adoption, expansion)? easure wna

How will we assess partner performance and ROI? matters, invest
Do we have the right governance to make investment, prioritization and resource decisions? with fn'{enf_ and

How will we identify and address ecosystem gaps? evolve continuot Hf}’
When should we expand, develop or disengage partner relationships? o g S
How will we continuously evolve the ecosystem to support our long-term strategy? to maximize value.
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