Challenge Your Channel
Partnership Approach

This chart is your reality check. Better partnerships don't just happen—they're built.
Are you building yours to maximize collaboration and sales?

Stability

Are they financially stable?
Can you count on them
when times get tough?

s
Capability &
Willingness

Are they excited about
working together?

Consider offering them training with your
experts to improve their business strategies.

-c
Partnership
Mentality

Do they support a
mutually beneficial
partnership?

Host team-building events to get on
the same page and break down barriers.

Skills &
Experience
Do their skills and

experience
compliment yours?

Offer incentives and resources for earning
certifications or enrolling in training.

Values
Alignment

Are your brand values and
vision in line with theirs?

Size

Will your product be
readily presented in an
offering that’s not too
vast or tiny?

Reward the partner for advocating your brand,
and for submitting useful customer data.

Customer Base

Do they serve a niche
market with untapped
potential? Do they
attract customers suited
to your product?

Motivate partners to submit customer data,
so you can study buying habits and develop
precise, strategic marketing.
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