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Partner & Channel Strategy

ECOSYSTEM. REACH. CAPABILITY. EXECUTION. GROWTH.

Partner ecosystem strategy, alliance alignment and channel execution designed to generate measurable pipeline and revenue.

Expand what the organization il
can reach, deliver and achieve. 60-TO-MARKET

STRATEGY
The right partner ecosystem can extend far beyond lead generation or resale. @ {0}
It can expand market reach, provide access to established customer REVENUE & SALES
relationships and networks, introduce new contract and procurement vehicles, ENTERPRISE TRANSFORMATION
strengthen supply-chain capabilities, add specialized expertise, and extend GROWTH & EEVORISNEE
the organization’s ability to deliver value throughout the customer lifecycle.
Mughal Consulting Group helps organizations build and activate the right * ORI e o®o
community of partners — including technology vendors, channel partners, “REVENUE. STRATEGY. Ll
distributors, service providers, systems integrators, strategic alliances and PARTNER & RO SALES LEADERSHIP
complementary solution providers — to support broader go-to-market execution CHANNEL &TEAM
and create measurable commercial value. ULmn & UEVELOPMENT
When deliberately designed, the ecosystem becomes an extension of the FRACTIONAL
organization itself: expanding reach, augmenting capability, accelerating REVENUE & BUSINESS
customer adoption and strengthening the value delivered downstream. LEADERSHIP

How the Right Partner Ecosystem Creates Greater Value

SIX AREAS THAT EXPAND REACH, STRENGTHEN CAPABILITY AND ACCELERATE GROWTH.

Ecosystem Market & Capability & Routes to Market Solution Delivery & Ecosystem
Strategy & Design Customer Reach Expertise Extension & Commercial Access Customer Adoption Activation & Revenue
Determine which Extend access to Use service providers, Leverage channel Bring together Align internal teams
partner types and customers, markets, integrators, technology  relationships, distribution, complementary and partners around
capabilities are required geographies and partners and specialists contract vehicles, technologies, joint opportunities,
to support the broacler relationships through to add expertise and procurement pathways implementation expertise field engagement,
business and go-to- the networks and capabilities the and supply-chain and services that improve pipeline creation,
market strategy. market presence organization does not capabilities to make it deployment, adoption, execution and
of the ecosystem. need — or cannot easier to reach and usability and the measurable
efficiently build — transact with customers. realization of customer  commercial outcomes.
internally. value further downstream.
Key Questions to Consider
BUILDING A STRONGER, MORE VALUABLE ECOSYSTEM, Thes{rongestecosystemsdo more than
1 Isthe ecosystem aligned to where the business wants to grow? extend the sales channel. They extend the

2 Do the right partners understand why and how to engage with us? organization’s reach, capabiﬁries and abz’fity
t i | i 1= ’ | 7
i Are our own sellers equipped and motivated to engage the channel to create customer value.

Can we connect partner activity to pipeline, revenue and strategic value?

RELATED PERSPECTIVE — THE DAILY EXECUTIVE

Partnerships Multiply Possibilities IDEAS.
A practical perspective on building strategic partnerships that drive real outcomes. LEADERSHIP.
Read the full perspective at The Daily Executive. = PROGRESS.

LET'S TURN OPPORTUNITY INTO GROWTH.
CONSULTING C r ] CONTACT US >
: mughalcorp.com | Toronto, Canada

REVENUE. STRATEGY. GROWTH.
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Partner & Channel Strategy

ECOSYSTEM. REACH. CAPABILITY. EXECUTION. GROWTH.

Partner ecosystem strategy, a

The Ecosystem as a Go-to-Market Multiplier

DIFFERENT PARTNERS. UNIQUE STRENGTHS. A STRONGER GTM TOGETHER.
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Technology Service
Partners Providers
Complementary Specialized expertise

technologjes that

enhance solutions

and create greater
customer value.

Extending Value Across the Customer Journey

and services that
extend capabilities
and support delivery
and adoption.
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Systems
Integrators
Implementation
capacity, industry
expertise and
end-to-end solution
delivery.

PARTNERS CREATE IMPACT AT EVERY STAGE.

e

Market Access

Opportunity

Expand into new
markets, customer
segments and
geographies.

Creation

Leverage partner
networks, relationships
and influence to
generate and develop

opportunities.

Combine complementary
technologies, services
and expertise to create

compelling solutions.

Enable access through
procurement pathways

supply-chain channels.
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Partner's

Landed customer
relationships,

Q

Distributors

Market access,
contract vehicles,

procurement local market presence

pathways and and expanded
supply-chain geographic reach.
capabilities.

BIGGER
OPPORTUNITIES.
BRIGHTER
OUTCOMES.
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alliance alignment and channel execution designed to generate measurable pipeline and revenue.

A well-designed ecosystem brings together the right
community of partners to extend reach, capability and
customer value — creating opportunities that are greater
than any single organization can achieve alone.

©

Strategic
Alliances
Access to new markets,
innovation, specialized
expertise and
co-creation
opportunities.

Partners contribute value well beyond the initial opportunity.
A connected ecosystem can accelerate progress from awareness

to adoption — and unlock long-term expansion opportunities.

Procurement

Implementation

Deliver and integrate
solutions through
partners, improving

speed, quality
and outcomes.

contract vehicles,

and established

Where Mughal Consulting Group Can Help

PRACTICAL EXPERIENCE.
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Ecosystem Strategy

& Design

Define the right partner mix
aligned to your business
and go-to-market strategy.

Services & Integrator
Strategy

Leverage services and integrators
to enhance capabilities, accelerate
delivery and improve adoption.

REAL-WORLD INSIGHTS.
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Partner Portfolio

& Prioritization

Focus investment and
resources on the partners

that create the greatest
strategic and commercial value.

Field Activation

& Engagement

Drive joint account planning.
co-selling and market engagement
tocreate and advance opportunities.

What a Stronger Partner Ecosystem Delivers

REAL BUSINESS OUTCOMES.
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Expanded Greater Easier
Reach Capability Customer Access

REVENUE.

STRATEGY. GROWTH.

LET'S TURN OPPORTUNITY INTO
mughalcorp.com |

LASTING IMPACT.

Faster
Adoption

Stronger
Solutions

GROWTH.
Toronto, Canada

MEASURABLE IMPACT.

Alliance & Channel o®p

Aligninternal teams and
partners on roles, accountability
and joint go-to-market plans.

Partner Programs

& Enablement

Equip partners and internal teams
with the right tools, training

and engagement models.
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Alignment Iof 0]
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Adoption &
Expansion
Drive customer
adoption, usability
and ongoing value —
creating opportunities
for growth.

Partner Value
Proposition

Define and communicate
mutual value for both
organizations and

the customer.

Pipeline & Revenue
Alignment

Translate ecosystem activity
intomeasurable pipeline, revenue
and long-term customer value.

‘The value of an ecosystem is not
limited to what partners sell. It includes

N

More Revenue

Opportunity help create.”

CONTACTUS >

the markets they open, the relationships
they bring, the capabilities they add
and the customer outcomes they

PEOPLE.
PERSPECTIVE.
PROGRESS.
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