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This worksheet is designed to help Channel Teams align on the key attributes that define who their
ideal partners are. Regardless if a channel is established or just starting, this is the blueprint for success
in prospecting and/or reviewing existing partners.

Foundational Questions

1. What is the name of the Product or Solution?

Focus on one product or solution

2. Align product to category it belongs to. List out the keywords and phrases (5-10)

Example: Employee engagement software platform

3. What is your partner program model? 5-6 selections (white label, resell, wholesale, referral, affiliate, other)

Example: Affiliate program for small opportunistic partners to do referrals


http://www.saasmax.com/

Partner Persona

1. List your Ideal Partner Reseller Company Type/Business Model.

Example: Our partners provide internal communication services to local and regional SLS and consulting firms

1. Provide 3-5 products, solutions, and/or services that your Ideal Reseller Partners be offering and
have expertise in?

Example: Phrases used by Ideal Reseller Partner to describe their business to customers

Competitive Landscape
1. Name your top 3-5 competitors

List vendor names

2. Competitor product names?

List names of vendor branded product names — including specific model numbers and part numbers if relevant.



Competitive Landscape (continued)

3. Name 3-5 adjacent vendors

List names of the vendors which your Reseller Partners typically use or sell alongside.

4. Adjacent product names

List product brand names complementary to yours that a reseller is offering. Include specific model numbers if
relevant.

Customer Persona Alignment

1. List the top 3-5 vertical markets your Ideal Reseller Partners are selling to?

Example: healthcare, manufacturing, retalil....

2. What size businesses would your Ideal Reseller Partners mostly be working with?

Example: Small Medium Business (SMB); Small Medium Enterprise (SME); Enterprise, etc.

3. What type of business(es) would your Ideal Reseller Partners be selling to? (pifferent from verticals)

Example: Dental offices, auto parts, clinics



4. Do you have any specific geographic preferences for finding Reseller Partners: Countries & States?

Additional Qualifications

1. What compliance status would your Ideal Reseller Partner have?

Example: HIPAA

2. What partner programs would your Ideal Reseller Partners be participating in?

Example: Microsoft Gold, Cisco Premier, etc.

3. What certifications would your Ideal Reseller Partner have likely earned?

Example: SOC

5. List 5 or more website URLs of your current resellers who are excellent.
This is an important step — do not underestimate its value.

Example: www.partneroptimizer.com



Additional Qualifications (Continued)

6. Prioritization and important key terms & phrases: Of all the details about your Ideal Partner above, what
would you say is/are the very top priority you care about?

Example: List key terms/phrases, target markets, and competitor parnters

Ready to start uncovering and qualifying partner prospects at lightning speed?

Visit partneroptimizer.com/platform now to download our powerful platform
and start accelerating your partnership growth today!

If you have any questions or would like more information, go to partneroptimizer.com, or send your request
to sales@partneroptimizer.com
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