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Instructions

The reseller GRID describes program features, such as Deal Registration, Leads, Plan of Action, etc. This document contains the specific policies for each of these program features. Typically, each of these policies would be found within a separate page with the partner portal (this content becomes the text for each section).

Like all of the templates, first do a search and replace for Acme and the template should be ready to use.

Lead Generation & Sales Assistance

Pre-qualified leads
Automatically receive qualified leads prioritized by your region, program level and certification level. Notifications of leads are e-mailed to your primary e-mail account. They contain a link to your personalized Partner portal where they can be viewed and registered (“claimed”). 

Lead Follow-up Requirements
All leads that come into the company are classified as A, B or C. “C” leads are not actual leads—they are “contacts” since they may not be qualified. These contacts are sent additional information (direct mail, brochures, updates, etc.) by marketing until they respond again and are re-qualified as an A or B—in which case they are immediately referred to the partners.

In order to ensure that valuable leads don’t get cold, there is a required follow-up time period.

· First, all leads must be claimed within 2 working days.

· “A” leads. These contacts have a decision coming up soon and have requested immediate contact. They must be contacted within two working days.

· “B” leads. These contacts have specified a decision time, the size of the opportunity, etc. but it is not immediate. They must be contacted within five working days—or they may forget they even requested follow-up.
As a courtesy to the customers, and in fairness to other partners, if a lead is A) not  claimed, B) contacted within the appropriate time frame, or C) the follow-up is not subsequently recorded, then the system will automatically re-assign the lead to another partner and you cannot access the specific lead information.
In fairness, any violation of the lead process will be discussed. If it happens further, the lead system will automatically disable leads to your account.
Plan of Action
Following is a sample partner marketing plan of action for the first three months of the year. This is similar to the basic plan of action you would submit as part of Gold or Platinum authorization.

	Month
	Campaign
	Description

	January

	Lunch-n-Learn

	E-mail all existing clients. Theme of _______. Provide lunch. Follow-up with business call for development assistance or software sales.


	February

	Direct Mail campaign

	Get mailing list for region from Acme. Determine theme and modify existing Acme postcard template. Mail to accounts. Follow up for appointments and potential close.


	March

	Event. Attend local trade show for Acme
	Regional event is in my town. Get supplies from Acme. Get co-op agreement to attend. Attend the event. Report leads and follow-up to close.



	


 
Deal Registration
Register your major deals to obtain pre-sales volume discounts and special account exclusivity.

Benefits include:

· Exclusive pricing advantage over competitors 

· Potentially higher margins 

· Increased chance to win the sale 

· Assistance from sales to help close the deal 

· Early pre-sales and engineering support to help win the business 

Program Highlights:

· Offered to Partners (Authorized, Gold or Platinum)  in the United States who are registered on within the online partner portal with current/accurate information 

· Deal Registration is awarded on a first-come, first served basis 

· The registration will remain valid for 60 days (and may be renewed) 

· Deal registration may be stacked with existing discounts, such as up-front Gold  or Platinum discounts

How does it work?
1. Register an account opportunity. This includes the name of the account, the potential sales opportunity and the expected close date.
2. Submit information for approval. Once the information is submitted, the Channel Manager reviews the request and responds within 48 hours.
3. If rejected, the reason for rejection is noted. The reseller would then work with the account as normal. 
4. If accepted, it means that the opportunity is large or strategic enough to merit assistance with selling, support, or financing. It also means you will obtain an exclusive pricing discount for this account to help you secure the bid.
The company benefits since we know which big deals are coming down the pipeline—helping us plan and assist with the efforts (from a competitive bid, to helping you with any trials, pre-sale support, etc.).  Partners benefit with account exclusivity, better pricing and assistance with closing the deal.
Rules of Engagement

· Eligibility - The Deal Registration Program is limited to the company Authorized, Gold and Platinum Resellers in the United States. 

· Opportunities are registered on a first come, first served basis using the Acme online form within the Partner portal.

· Only one registration per opportunity will be accepted. Opportunities cannot be combined.
· Registered opportunities will typically be accepted or rejected within 48 hours.

· The opportunity registration discount is valid for 60 days. If the opportunity is still open at this stage the discount will expire and an application for a new discount must be made 

· The discount is only valid for the opportunity registered; the discount may not be carried over to another opportunity. 

· Once an opportunity is registered and approved, a Acme sales representative will be assigned to assist the partner through the entire sales cycle to help increase the possibility of success. Similarly, Acme sales representative may bring a potential deal to partners and would expect to work together in the same way. 
· Deal Loyalty – Once an opportunity is registered, to the extent possible, we will either win or lose the deal together as business partners. Our reseller partners agree to the same rule. If Acme brings an opportunity to a partner, the partner agrees to not introduce a competitive solution into the deal under any circumstances. If a partner chooses to bid a competitive product, Acme reserves the right to support other resellers involved in the opportunity. 

· Pricing - By registering an opportunity, Acme sales representatives agree to refrain from engaging the end-customer in pricing and/or business terms discussions. The Acme rep can and should give advice and counsel, based on their competitive and industry knowledge, but all pricing discussions, quotes and other pricing-related material must be delivered to the customer by the reseller.
· The claim paid is based on the SRP pricing at the time of purchase, which may differ from the pricing used on the pricing notice. 

· Acme pays the claim directly to the reseller on receipt of claim. 

· To claim an approved discount rebate, the Partner submits copies of the distributor invoice(s) and the invoice sent to the end user, with a copy of the pricing notice to the Acme Channel Manager, who will arrange payment through the accounting department. 

· Acme reserves the right to cancel any pricing notice issued.
· Acme reserves the right to alter, delete, or modify the program at any time, at its sole discretion.
Volume Discount
 Back-end rebates available for achieving volume requirements.

(Discount percentage and the volume requirements – yet to be determined)

Reseller Locator
A reseller lookup is prioritized by program and certification level (higher qualified resellers listed first to reward commitment).

End users can find resellers in their zip code area or within the visual map via the Acme online search. All resellers will be presented within the zip code distance or within their appropriate territory. Partners with the highest level of authorization and certification are presented on the top—highlighting their level. This gives an advantage to those that have shown the greatest level of loyalty and effort.
Not For Resale (NFR) units
NFR units are available at a significant discount to Partners and their employees, allowing you to benefit from Acme products at work and home.

Not For Resale (NFR) units are available at a significant discount to Partners and their employees, allowing you to benefit from Acme products at work and home. Your cost for each NFR copy is $___ each.  Maximums vary depending on the size of your organization.

(Note to vendor: NFR copies are usually sold at cost of goods ($10 - $20), since the partner is your sales person, not the end user.  ERASE THIS)
Eval Units (hardware only)
Partners are allowed to check out a limited number of evals for use during prospect trials and evaluations. Typically, five units are the most that can be checked out at any one time per location for a maximum of 45 days each. Each unit must be returned in the original shipped package (or better) in good condition. The company pays for shipping to the account, the reseller pays return shipping. Additional time and units may be available at the discretion of the Acme Channel Manager.
Market Development Funds (MDF)

MDF funds are allocated on a discretionary basis to Acme partner pre-approved marketing activities or programs. The proposed marketing activities should tie into the partner’s marketing plans to generate positive revenue with Acme products. Use the on-line form or contact your Acme Channel Manager to make a request for MDF. Include estimates projecting cost and program details. Acme may reimburse up to 50% of the total cost, or elect to contribute materials and manpower to assist with the promotion. All claims for payment must be received by the Channel Manager within 90 days of the activity end date.
Joint Promotions

Participate in joint regional promotions such as e-mails, ads, events, etc. The easy-to-use portal allows you to view accrued Co-op (with ticklers to ensure you don’t allow it to go unused).  The Partner portal also includes direct contact information and an easy-to-use form to requested MDF participation for proposed joint activities. 
Product Updates

Partners have access to the companies known bug list so we can work together to find them and kill them dead.
All interim updates are found below:

· Version x.x was just release. No product bugs to report at this time. 

Support
Acme provides all partners with FREE product training (excluding 3rd party training). In addition, we will post links to download beta product and known bugs within the Product Updates section. 

Partners can also collaborate with each other and with support via the Partner Forum.

Please visit the Contact Us section for a list of priority Partner support phone numbers and e-mail accounts.
Training
Partners have access to FREE product and market training from Acme (excluding 3rd party training). We conduct these live during our annual Partner events, otherwise you can get up to speed online. 
Following are several on-line resources from the main site that will help jumpstart your efforts:

· Main Learning Center 

· Tutorials (Also contain “what’s new with 7.0”) 

· Webinar 

· External Training 

· User Groups 

Partner Forum

Enter the Partner Forum to collaborate with other partners. Following are instructions to gain access to the partner section:

1. First, go to the regular forum and register (use your e-mail address and create a username and password). This forum is also found within the Acme website under “Support.” 

2. Once you have registered, you will have access to the standard Acme message board. 

3. You will then need to e-mail our Partner Manager (vars@acme.com) with your username and e-mail address. Sample e-mail below:
  

Partner Manager, 

I have registered at the forum: 
Name: YourName
E-mail:YourName@yourcompany.com 

Please allow me access to the VAR Partner section. 
Your Name
 

4. You will then be classified as a Partner and will be sent an e-mail stating that you have access to the VARs Partner section. 

5. The next time you log in, and every time thereafter, you will see a screen that shows the VAR Partners Forum. If you do not erase your browser cookies, you should have access each time without having to log in. 
(Note to vendor: Above are instructions within the portal for a manual process to add partners to a partner specific section within the most common forum software (vBulletin, PPH, etc.). ERASE)

Distributors
Following are the major distributors:

· Ingram Micro. 800-456-8000
· Navarre. 800-xxx-xxxx
· Tech Data. 727-539-7429
· GE Access. 1-800-733-9333
· Douglas Stewart. Distributor for schools
 Find additional distributor information here
