Partnerships and
Revenue Streams
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Monthly Recurring
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Who's lost a customer




t started with a printer
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‘Doesn’'t matter to me
where you buy the thing,
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Know your audience




't you work with small
offices, sell products for
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Each vendor you sell
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Be prescriptive
‘I'll be best able to




Don’t sell a SAN to a one-




Don't sell a Mac Mini Server
to do all the file sharmg fOr
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Don't let your ego get
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cvaluating Partners
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Start with the tech:
you don't want to support
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Partner Programs
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What are some of the
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Transactional Partners:
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The Apple Store
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Just selling versus
becoming an official




Who has an account with
Ingram Micro and/or




Listings on websites/




The opportunity cost of
nappropr




Enapblement materials







Selling bandwidth;




‘Returns/stock
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Getting up to speed
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VAR enablement




Define a Subject
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Any good stories of a
_  partner Who was really

S x Sty il e

T 1 e e
A W oI YOO TN
L 0 ) =

Siae iy el o e R L il
Fa

>
ot =

v

- 318 “*AL.‘ y Rk 2D A = & N \"."
A dad S L ~ (Wl




st SN

Switching partners




Scaling and APIs




Finding the right MSP




Hourly vs fixed fee




Automation
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Additional Services




When | designed the
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Simple and transactional,
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Paypal and Nexus tax




The choice of perpetual







Not transactional
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Dea registration
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Different types of
customers, different types




Official sales channels




Turning customers Into
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Pick partners based
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Validate the tech




KnNow the cost of
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Know what kind of
partner you're working




PIck partners that appeal
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May [he 4th Be With




