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Introduction & Agenda

• Who am I and who are you?

• Lisa and her story of what, why, how, 
where, when and who of partnering 

• How should you get your partnering 
started?
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Lisa’s story …..

How her company worked with 
Routech to uncover the why, how, 
where, when, who and what of 
partnering ….. 

In the quest to find and leveraging 
partnerships ….. 

and the lessons learned so far ….
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What? Partner Engagement Actions

Recruit



Why? Rationale for partnering?
Deciding to partner

Partnering is seen as a strategic alternative in the “buy, build or partner” equation 

What is [your] Rationale for partnering?
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Who? Partner Profiling

Building a Partner Profile template to understand the fit



Where and When?
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How? Commercial Relationship



How? Contractual relationship
Agent vs. distributor



How? Contractual Content
Key Issues ChecklistKey Issues Checklist

• Products
• Targets / KPI’s
• Competition Law
• Trading Terms
• Retention of Title
•

• Products
• Targets / KPI’s
• Competition Law
• Trading Terms
• Retention of Title
•

• Liability
• Confidentiality
• Intellectual Property
• Disputes

• Liability
• Confidentiality
• Intellectual Property
• Disputes
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• Contractual relationship
• Type of Appointment
• Territory
• Duration/Termination

• Contractual relationship
• Type of Appointment
• Territory
• Duration/Termination

• Obligations (yours/theirs)
• Authority (to negotiate)
• Price (margins discounts)
• Payment (commissions)

• Obligations (yours/theirs)
• Authority (to negotiate)
• Price (margins discounts)
• Payment (commissions)
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What ROI? Partner/Programme KPIs
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What? Key areas of investment



19/11/2010 Routes-to-Market Review - Routech Ltd p13

What? Partner Engagement Actions



Key takeaways

• Remember the What, Who, When, Where & How

• Think then Do = Strategy à Execute

• Understand 3 things
• Your  Rationale
• Your Market/Category
• Your Investment
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Getting Started - Next Steps



Thank You
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