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Partner Program Policies & Portal Copy
This document contains example copy for your portal--which also contains your reseller policies.  It is similar to the content within the sample portal site.  You will want to do the following:
Find and Replace
You will want to start by personalizing this document by doing a search and replace for the following (the name Acme alone will have over 100 changes):
· Acme = Your Company Name
· (xxx)xxx-xxxx = Your phone number
· John Doe = First and last name of the person you designate as your channel manager
· ACMESTATE = Your state (determines jurisdiction within the reseller agreement)
Review
Review and personalize every policy as needed. These follow industry best practices and many have been refined multiple times over the years, but there may be some nuances you may want to consider changing (but be careful not to go too far or you may end up with some problems).  Many of the areas you would edit are color coded or are covered within the Search & Replace process above. When completed, you will have all the main policies needed to start your reseller program.
Several sections contain comments. You will want to delete all of these before copying this content to your own portal site so they don't get copied along with legitimate content. Many pages have transition copy (introduces the content--then needs content). Others contain policies--these are highlighted.	Comment by Finch: Like this comment
Sample Site
This is the same content (but in MS Word format) found in the sample portal site at:
· portal.chanimal.com  - contains a sample portal plus sample content and instructions
· chanimal.com/websites/cloneportal - contains most of this exact copy within a complete reseller portal site that can be "cloned".  A version of this entire portal site (with reseller locator, forms, forum, quizes, levels, etc.) can be obtained via SaaSMax.com.
Disclaimer
Some of the content contains legal copy and we cannot assume any liability.  Although some sections were created and "negotiated" originally with legal counsel and has been used successfully without concern for hundreds of companies, there may be some content that needs to be modified for your particular circumstances. Please consult your own attorney for legal advice.


Reseller Introduction Page
[image: ]
Thank you for your interest in becoming a member of the Acme Partner Program. Below is a list of benefits to consider:	Comment by Finch: Contains ONLY program information. They are already sold on your product when they get here--so stop selling and do not contain product information here.

These are the elements resellers look for to answer the question, "Can I make any money" with your products.
· Highly competitive margins. Includes unique recurring revenue model and quick payout!
· LEADS. Pre–qualified sales leads (not just names) from events, SEO, the press and more.
· Inclusion in the reseller map and locator – so prospective buyers can find you quickly.
· FREE NFR Access. Take the quiz and it’s yours. You get to use Acme internally to learn the product and for your own use.	Comment by Finch: Resellers are NOT your customers--they are your sales team, so we don't try to make our money off them, but their customers. They need access to learn your product.
· Deal Registration. Quick, easy approval, exclusive support and pricing–plus 10% extra margin for all registered deals.
· Jump Start Margin. Earn extra margin for every registered deal within the first 90 days – covers your opportunity cost and then some.
· Start at GOLD. Three levels to reward performance, but you start at gold so you get good margins immediately.	Comment by Finch: Resellers like levels since they get rewarded for their commitment and volume. But they do not like stepping in at the bottom every time (especially if you are recruiting your competitor's resellers). You hold them at the mid level long enough for them to qualify for it.
· FREE product and market training–no cost or barriers to entry.
· MDF. Pre-allocated budget and easy-to-apply form to help you with joint promotions.
· Partner Conference. Invitation to the partner conference.
· Online Webinars to help you sell. Weekly or one-on-one webinars–the company gives the cool demo… you close the deal (while you also learn the product).
· Lots of sales tools–detailed competitive matrix, persuasive Power Points, market info, and more.
· Special spiffs, promotions and recognition (we all like a little extra).
This is an ACTIVE partner program. You’re sure to love it!
Click HERE to view a detailed grid of the reseller partner program that also shows requirements by level. Please click to apply.
[image: button-ApplyNow]
Feel free to call me with any questions–I’m happy to help.
Best regards,
[image: TedFinch_Thumbnail]
John Doe
Channel Manager
(xxx)xxx-xxxx
partners@acme.com	Comment by Finch: Critical that you include contact information. The large companies don't and it is way too difficult to get simple questions answered, like what is the margin (which you do not publish so the customers don't try to negotiate it all away). Shows you are easy to do business with.
Already a reseller partner? Click here to log-in.
[image: button-Log-In]


Program Levels Grid
	Acme Partner Program Benefits
	Platinum
	Gold
	Authorized

	Lead Generation & Sales Assistance

	Pre-qualified leads
	Access to qualified leads prioritized by your region, program authorization and certification level. 
	
	
	

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

	Volume Discount
	Back-end rebates available for achieving volume requirements. Higher authorization levels receive greater discounts.
	
	
	

	Partner Locator
	Reseller lookup, prioritized by region and certification level (higher qualified resellers listed first (along with their level of authorization) to reward commitment).
	
	
	

	Not For Resale Access
	NFR access is available at a significant discount to Partners and their employees, allowing you to benefit from Acme products at work and home.
	
	
	

	Joint Promotions
	Participate in joint regional promotions including promotional e-mails, ads, events, etc. Easy-to-use portal allow you to view any accrued Co-op (with ticklers to ensure you don’t allow it to go unused). Also includes direct phone line access and easy-to-use form to requested MDF participation for proposed joint activities. 
	
	
	

	Effective Communications

	Monthly newsletter and e-mails
	This is not spam, but valuable information requested by our partners. Includes special announcements, applicable alliance deals, updated Q&A and new sales tools. 
	
	
	

	Partner program phone numbers
	You can talk to the VP, Partner Program if you need to know anything about the Partner Program, have any problems or suggestions. 
	
	
	

	Reseller forum
	Have a question about configuration, sales strategies, or overcoming objections? Visit the reseller forum to post your questions and view responses from support and resellers around the country.
	
	
	

	On-line Portal Resource

	Market information
	Learn market trends to determine which verticals to target, what they prefer and more.
	
	
	

	Competitive Analysis
	Review the latest matrix that shows how Acme products compare to the competition. Great resource if you’re in a competitive bid and need to de-position the competition.
	

	

	


	Sales Tools
	As available, you can access PDF product slicks, sample ad and e-mail templates, white papers, PowerPoint presentations, configuration guides, and case studies.
	

	

	


	Brand Usage
	Review branding guidelines, logo usage and leverage the Acme brand to enhance your image.
	
	
	

	Personalized portal
	View all your leads. Later, you will be able to view  rebates, leads, registered accounts and personal information within your own personalized portal.
	
	
	

	Tech & Sales Support & Training

	FREE Training
	Get up to speed on the product, sales approach and installation within the self-paced FREE training. Many of these feature streaming video. As close as possible to on-site training.
	

	

	


	Pre-release Access
	Don’t be the last one to try out the new products. Order an eval to test and get up to speed with new products “before” they hit the street. Notification of availability and a request form is available within the on-line Partner portal.
	
	
	

	Certification
	Register for our future certification program to become expert at all aspects of database development. This additional qualification you achieve a higher authorization level which provides additional margins to reward you for your expertise and commitment.
	
	
	

	Priority Reseller Tech Support
	Call a special Partner-only support number and go straight to the top of the queue for quick tech support.
	
	
	

	Annual Partner Conference
	Attend the live event, or view the presentations online with recorded video feeds and downloadable presentations.
	
	
	



	[image: http://www.chanimal.com/websites/portal/sample/assets/images/autogen/clearpixel.gif]
	

	
		Acme Partner Program Requirements
	Platinum
	Gold
	Authorized

	Lead Generation & Sales Assistance

	Register
	Must register on Acme’s Partner website and complete the application.
	
	
	

	Qualify as a VAR
	Must qualify as a VAR with a) face-to-face selling, b) provide 1st line post-sale support, c) have outbound sales reps, d) sell complimentary products and install/integration capabilities.
	

	

	


	Develop Business Plan of Action
	Submit a quarterly business plan of action with assistance from the Acme Partner Manager to allocate Co-op and MDF and orchestrate joint promotions. Templates available.
	
	
	

	Quarterly Sales Targets
	Highest level Partners are required to reach predetermined sales targets to obtain higher margins and additional benefits. Check with the Acme Channel Manager for details.
	
	
	

	Credit Application
	Required if you request a direct purchase relationship with Acme. 
	
	
	








Partner Application
Please complete this form to apply as a Acme partner. Call (xxx)xxx-xxxx  if you have any questions. Thanks.	Comment by Finch: Note: This is an application, not a lead form--so it can be long. It must have enough information to profile the partner so you later find others like the good ones to recruit. Companies have paid tens of thousands to go back and get this information because they didn't get it up front.

Top of Form
Bottom of Form
Reseller Application Step 1 of 3
· Company*

0 of 35 max characters
· Name*
First Last 
· Title*

0 of 20 max characters
· Phone

· Address* 
Street Address Address Line 2 City State / Province / Region ZIP / Postal Code 
· Country 
· Email*
Enter Email Confirm Email 
· Website*

Top of Form
Bottom of Form


Top of Form
Bottom of Form

· Years in Business*

0 of 3 max characters
· Business Type*
· Proprietor
· Partnership
· Corporation
· Distributors
Which distributors do you purchase from (click all that apply)
· Ingram Micro 
· Tech Data 
· D & H 
· Navarre 
· GE Access 
· SaaSMAX 
· Douglas Stewart 
· Lifeboat 
· Other 
· Distibution #
Provide one distributor name and account # (used to verify reseller status)--or type NONE.

0 of 50 max characters
· Classification
How would you classify your company? (check all that apply)
· Retailer 
· VAR 
· System Integrator 
· Consultant 
· Distributor 
· OEM 
· Developer 
· Chain or Franchise 
· Training 
· Mail Order 
· E-Commerce 
· MSP 
· Verticals
Select vertical markets you concentrate and specialize in (check all that apply)

· Prior Year Revenue

· Projected Revenue
Projected revenue this year

· % Hardware*
% of your business is Hardware

Please enter a value between 0 and 100.
· % Software*
% of your business is Software

Please enter a value between 0 and 100.
· % Services*
% of your business is Services

Please enter a value between 0 and 100.
· Geography*
What geographical area(s) do you serve (check all that apply)
· Local (50 mile) 
· State Wide 
· Regional (multiple states) 
· National 
· International 
· Total # Employees

· # Inside Sales*

· # Outside Sales*

· # Engineers*

Top of Form
Bottom of Form

Top of Form
Bottom of Form
Relationships & Certifications
Please list primary vendors you have a formal relationship with (reseller agreements). Include key certifications.

0 of 100 max characters
· Similar or Complimentary Products
List other products you work with that are similar or complimentary to Company products.

0 of 100 max characters
· Value Added Services
Provide a description of your primary "Value Added" services (integration, training, custom development, consulting, etc.)

0 of 100 max characters
Click HERE to view the Partner Agreement (opens in its own window). Please email or call the Partner Manager at (xxx)xxx-xxxx if you have any questions. By submitting this form, I agree to the terms of the reseller agreement.



Reseller Agreement
RESELLER AUTHORIZATION AGREEMENT
This Agreement is between Acme (“COMPANY”) and the reseller (“Reseller”) and establishes the terms and conditions for Resellers participation in the Acme Reseller Program (the “Program”). Under the Program, Acme will provide marketing and promotional support to Reseller as specified in this Agreement related to Resellers purchase and license of Acme products for resale.
1. Reseller Qualification
1.1 In order to ensure adequate technical and marketing support to end users, eligibility to resell Acme products is subject to meeting authorization requirements as described in the Program Materials (which are in the reseller portal). These Program Materials contain a detailed description of the benefits to a Reseller as well as the requirements of a Reseller under this program. Reseller will not sell Acme products without arranging for adequate post-sales support.	Comment by Finch: New programs have few qualifications or barriers to entry. Additional ones can be added later as you refine your program.
2. Relationships
2.1. Reseller is an independent contractor engaged in purchasing Acme products for resale to its customers. Reseller is not an agent or legal representative of Acme for any purpose, and has no authority to act for, bind or commit Acme.	Comment by Finch: It is important to define the relationship--especially since we are referring to the resellers as "Partners" which is typically a legal entity. This is a redefinition of this term--but it is the industry standard used by almost every program.
2.2. Reseller has no authority to make any commitment on behalf of Acme with respect to quantities, delivery, modifications, interfacing capability, suitability of software or suitability in specific applications. Reseller has no authority to modify the warranty offered with Acme products. Reseller will indemnify Acme from liability for any modified warranty or other commitment by Reseller not specifically authorized by Acme.
2.3. Reseller will not represent itself in any way that implies Reseller is an agent or branch of Acme. Reseller will immediately change or discontinue any representation or business practice found to be misleading or deceptive by Acme immediately upon notice from Acme.
3. Term, Limitations, Termination
3.1. The term of this Agreement is twelve (12) months from the date of acceptance by Reseller and Acme. This Agreement shall automatically renew on each subsequent year for a one-year term, unless it is terminated earlier in accordance with this Agreement.
3.2. Acme or Reseller may terminate this Agreement without cause at any time upon thirty (30) days written notice or with cause at any time upon fifteen (15) days written notice, except that neither the expiration nor earlier termination of this Agreement shall release either party from any obligation which has accrued as of the date of termination.
3.3. Acme may, from time to time, give Reseller written notice of amendments to this Agreement. Any such amendment will automatically become a part of this Agreement thirty (30) days from the date of the notice, unless otherwise specified in the notice.
3.4. Upon expiration, non-renewal or termination of this Agreement, all interests in accrued marketing funds (if any) will automatically lapse.	Comment by Finch: Some programs have Market Development Funds (MDF), but others have "accrued" funds (co-op). This is not just money they can use for anything--it must be used to promote the product and there is no reason to retain it if they are no longer part of the program.
4. Reseller Programs
4.1. Acme Reseller program will contain various participation levels. Acme will invite Reseller from time to time to participate in the co-operative advertising, market development and promotional programs offered by Acme as defined in the Program Materials. Reseller may, at its option, participate in such programs during the term of this Agreement. Acme reserves the right to terminate or modify such programs at any time at its sole discretion.
4.2. Reseller shall exert best efforts to market Acme products, and is able to use promotional materials supplied by Acme.
4.3. As defined in the Program Materials, Reseller shall have sufficient technical knowledge of the Acme products in general, and will have access to appropriate Acme sales and technical training.
4.4. Acme does not represent that it will continue to manufacture any particular item or model of product indefinitely or even for any specific period. Acme specifically reserves the right to modify any of the specifications or characteristics of its products, to remove any product from the market, and/or to cease manufacturing or supporting it.
4.5. Reseller is expected and encouraged to advertise and promote the sales of Acme products through all appropriate media including trade show exhibits, catalogs and direct mailings, space advertising, educational meetings, sales aids, etc. Acme must approve all original materials that use Acme name or trademarks (aside from modifying existing Acme supplied template materials). Acme will assist Reseller in advertising and promoting Acme products in accordance with Acme policy.
5. Limitation of Liability
UNDER NO CIRCUMSTANCES, INCLUDING ANY INFRINGEMENT CLAIMS, SHALL Acme BE LIABLE TO RESELLER OR ANY OTHER PARTY FOR ANY RE-PROCUREMENT COSTS, LOST REVENUE OR PROFITS OR FOR ANY OTHER SPECIAL, INCIDENTAL OR CONSEQUENTIAL DAMAGES, EVEN IF COMPANY HAS BEEN INFORMED OF SUCH POTENTIAL LOSS OR DAMAGE.
6. Use of Acme Trademarks
6.1. Reseller acknowledges the following:
6.1.a. Acme owns all right, title and interest in the Acme names and logotypes.
6.1.b. Acme is the owner of certain other trademarks and tradenames used in connection with certain product lines and software.
6.1.c.Reseller will acquire no interest in any such trademarks or tradenames by virtue of this Agreement, its activities under it, or any relationship with Acme.	Comment by Finch: You can lose the ability to enforce your trademark if you do not restrict usage, but you want your resellers to use them (limited) without acquiring the ownership rights.
6.2. During the term of this Agreement, Reseller may indicate to the trade and to the public that it is an Authorized Reseller of the Acme products. Reseller may also use the Acme trademarks and trade names to promote and solicit sales or licensing of Acme products if done so in strict accordance with Acme guidelines. Reseller will not adopt or use such trademarks or tradenames, or any confusingly word or symbol, as part of its company name or allow such marks or names to be used by others.
6.3. At the expiration or termination of this Agreement, Reseller shall immediately discontinue any use of the Acme and Acme names or trademarks or any other combination of words, designs, trademarks or tradenames that would indicate that it is or was a reseller of the Acme products.
7. Product Warranty
7.1. The warranty terms and conditions will be as specified in the Acme Standard Terms and Conditions of Sale (EULA).
7.2. Acme WARRANTY IS IN LIEU OF ALL OTHER WARRANTIES WHETHER EXPRESS, IMPLIED OR STATUTORY INCLUDING IMPLIED WARRANTIES OF MERCHANTABILITY OR FITNESS FOR A PARTICULAR PURPOSE.
8. Software
8.1 The software license terms will be specified in Acme Standard Terms and Conditions of Sale (EULA) and any Software Maintenance Agreement entered into by the parties.
9. Proprietary Information
9.1 Acme and Reseller shall each exercise due diligence to maintain in confidence and not disclose to any third party any proprietary information furnished by the other to it on a confidential basis and identified as such when furnished. Except in accordance with this Agreement, neither party shall use such information without permission of the party that furnished it. As used in this paragraph, “due diligence” means the same precaution and standard of care which that party uses to safeguard its own proprietary data, but in no event less than reasonable care. The provisions of this Section shall survive for three (3) years beyond the expiration, non-renewal or termination of this Agreement.	Comment by Finch: Basic NDA
9.2 This Agreement does not grant any license under any patents or other intellectual property rights owned or controlled by or licensed to Acme. Reseller shall not have any right to manufacture Acme products.
10. Export Controls
Regardless of any disclosure made by Reseller to Acme or Distributor of an ultimate destination of Acme products, Reseller shall not export, either directly or indirectly, any documentation, Acme products, or system incorporating such Acme products.	Comment by Finch: Important to limit use "if" you setup exclusive international country managers that will need to limit other resellers selling into their area. Usually no exclusive, except these type of conditions.
11. Compliance with Laws
Reseller agrees to comply with all laws and regulations that are applicable to the business that Reseller transacts. Reseller agrees to indemnify and hold Acme harmless for all liability or damages caused by Resellers failure to comply with the terms of this provision.
12. Government Contract Conditions
In the event that Reseller elects to sell Acme products or services to the Government (local, regional or national), Reseller does so solely at its own option and risk, and agrees not to obligate Acme as a subcontractor or otherwise to the Government. Reseller remains solely and exclusively responsible for compliance with all statutes and regulations governing sales to the Government. Acme makes no representations, certifications or warranties whatsoever with respect to the ability of its goods, services or prices to satisfy any such statutes and regulations.	Comment by Finch: Government will often contain a "Favored Nation's Clause" which says they get "best pricing" or they get price protected (get reimbursed if it is sold cheaper). This reduces the time for them to negotiate the best price.  As the vendor, you do not want to be locked into one of these if it is signed by a reseller. 
13. Miscellaneous
Notices under this Agreement must be sent by telegram, telecopy, registered or certified mail, or e-mail if receipt of e-mail is acknowledged to the appropriate party at its location stated on the first page of this Agreement (or to a new address if the other has been properly notified of the change). A notice will not be effective until the addressee actually receives it.	Comment by Finch: Typically add email as a form of notification "if" receipt is acknowledged (since it can go into spam) with a return response.
This Agreement and its schedules represent the entire agreement between the parties regarding this subject. This Agreement supersedes all previous oral or written communications between the parties regarding the subject, and it may not be modified or waived except in writing and signed by an officer or other authorized representative of each party. Neither party will be liable to the other for any delay or failure to perform if that delay or failure results from a cause beyond its reasonable control. If any provision is held invalid, all other provisions shall remain valid, unless such invalidity would frustrate the purpose of this Agreement. ACMESTATE law governs this Agreement without consideration to that body of law referred to as “conflicts of laws”. Acme and Reseller will attempt to settle any claim or controversy arising out of it through consultation and negotiation in good faith and a spirit of mutual cooperation.  Any dispute which cannot be resolved through negotiation or mediation may be submitted to the courts of appropriate jurisdiction.	Comment by Finch: Remember to change this in the Search and Replace section (or here) to the state you prefer (usually where you are physically located--so you have local jurisdiction)
(LEGAL DISCLAIMER)	Comment by Finch: Remember - I am not an attorney, nor do I play one on TV. I cannot give you legal advice. This agreement, while used frequently, may or may not work for you--please consult an attorney for legal advice.
**************  (not part of agreement)  ************
Legal Resource
Jeremy Aber specializes in SaaS companies. His agreements are in laymen terms and he follows many best practices for reseller and other SaaS agreement ("We draft 'Plain English' Software Agreements" - critical so resellers don't need to delay and hire an attorney just to understand your terms).  His website contains a lot of content on EULA, reseller, enterprise and other SaaS related issues.
www.AberLawFirm.com
jeremy@aberlawfirm.com
512-551-0338
800-661-2560



Partner Home Page	Comment by Finch: The first page located within your portal site. 
Welcome
Welcome to the Acme Partner portal. Within this site you can update your profile, claim leads, get the latest news, access marketing tools like Power Points, ad & e-mail templates, price lists, register accounts and much more. Please don’t hesitate to call if you have any questions or needs.
 Click the Acme logo or HERE to return to the public partner page.
	Company News
	Partner News
	Current Promotions	Comment by Finch: I recommend you run a Jump Start bonus for a new program so your resellers have an incentive to start selling immediately.

	New portal site orientation video sample.Click here to see the video.
	Click here to find out about the new Deal Registration program.
	Jump Start Bonus! Massive margins for your first 90 days. See more.


Shortcuts to the most popular content: 
· Register a Deal
· Claim Leads
· Request MDF
· Download PowerPoint
· New Partner Orientation Steps
· FAQ - Including how to place an order
Latest Partner Newsletter
Partner Newsletter
posted by tedfinch August 28,2014 in FAQ, Orientation, Videos 
There is a new product demo that is similar to the demo given at the webinars.  It can be found …
Read More
Latest Newsletter
posted by tedfinch August 10,2013 in Uncategorized 
Welcome to the Acme Reseller Newsletter. Also, welcome to the new and improved Acme Sample Partner Portal. It is now …
Read More

Lead Policy
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 are either attached to the e-mail, or contain a link to your personalized Partner portal where they can be viewed and registered (“claimed”). 	Comment by Finch: A simple "accepted" email response works fine.
Lead Follow-up Requirements  (Please read)
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.
· You can have a maximum of 10 leads open (meaning you haven’t followed up and responded) at any one time. Once you close the leads, you will be allowed access to more.
· “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 not A) 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.	Comment by Finch: Careful with your attitude with partners--some are much bigger than you. Treat as part of the team, not slaves that do your bidding.
View Leads >



Lead Dissemination
Leads
We are in the process of creating an integrated log-in and lead dissemination system. Until then, your Channel Partner Manager will send you leads via e-mail. Thanks.
Don’t hesitate to call one of the Channel Partner Managers with any questions:
John Doe
Channel Manager
(xxx)xxx-xxxx
partners@acme.com



Plan of Action
Sample 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. You can download a PDF of possible reseller promotions here (PDF format): Reseller Promotions Pick List. You can view sample promotional templates HERE.
	Month
	Campaign
	Description

	January
	Lunch-n-Learn
	E-mail all existing clients.. 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.






Program Description
Following are features and benefits of the Acme Partner Program
Lead Generation & Sales Assistance
· Pre-qualified leads. Automatically receive qualified leads prioritized by your region, program level and certification level. Notification of leads are e-mailed with a link to your personalized Partner Program portal where the can be viewed and registered (“claimed”).
· Deal Registration. Register your major deals to obtain pre-sales volume discounts and special account exclusive sales and pre-sales tech support.
· Volume Discount. Back-end rebates available for achieving volume requirements.
· Reseller Locator. Reseller look-up, prioritized by program and certification level (higher qualified resellers listed first to reward commitment). Sorted by zip codes or map-based.
· Not For Resale. NFR access and product is available at a significant discount to Partners and their employees, allowing you to benefit from Acme products at work and home.
· Joint Promotions. Participate in joint regional promotions including promotional e-mails, ads, events, etc. Easy-to-use portal allow you to view any accrued Co-op (with ticklers to ensure you don’t allow it to go unused). Also includes direct phone line access and easy-to-use form to requested MDF participation for proposed joint activities. 
Effective Communications
· Monthly newsletter and periodic e-mails. This is not spam, but valuable information requested by our partners. Includes special announcements, applicable alliance deals, updated Q&A and sales tools. 
· Partner program phone numbers. You can talk to the VP, Partner Program if you need to know anything about the Partner Program, have any problems or suggestions. 
On-line Portal Resource
· Market information. Learn market trends to determine which verticals to target, what they prefer and more.
· Competitive Analysis. Review the latest matrix that shows how Acme products compare to the competition. Great resource if you’re in a competitive bid.
· PDF Product Spec sheets. Download and print or e-mail to your client.
· Sales tools. Download professional sample ad, postcard or e-mail templates to jump start your own promotional campaign.
· White papers & case studies. Great when a client needs some technical convincing.
· Sales presentations. Download, personalize and present with professionally created PowerPoint presentations. You are ready to sell immediately.
· Demo Scripts. “Show this, Say this” demo scripts for all products showing you the most effective way to demonstrate the products.
· Brand leverage. Review branding guidelines, logo usage and leverage the Acme brand to enhance your image. Includes graphics library.
· Reseller forum. Have a question about configuration, sales strategies, or overcoming objections? Then head over to the reseller forum to post your questions and view responses from resellers around the country.
· Personalized portal. View all your leads within the personalized portal. Soon, you will also be able to view your registered accounts and personal information within your personalized portal.
Tech & Sales Support & Training
· FREE Training. Get up to speed on the product, sales approach and installation within the self-paced FREE training.
· Pre-release Product. Don’t be the last one to try out the new products. Order an early release NFR copy to check out and get up to speed with “before” it hits the street.
· Certification. Register for our certification program to become expert at all aspects of database development. This additional qualification entitles you to additional margins to reward you for your commitment.
· Priority Reseller Tech Support. Call an 800# and go straight to the top of the queue for quick tech support.
· Annual Partner Conference. Attend the live event, or view the presentations online with recorded video feeds and downloadable presentations.

Acme Partner Program Requirements
· Qualify as a VAR. Must qualify as a VAR with a) face-to-face selling, b) provide 1st line post sale support, c) have outbound sales reps, d) sell complimentary products and have install/integration capabilities.
· Must register on Acme’s Partner website and complete the application.
In addition, the program has three levels of authorization to reward those Partners that demonstrate the highest level of commitment. Click here to view these levels.
Sincerely,
John Doe
Channel Manager
(xxx)xxx-xxxx
partners@acme.com



Reseller Locator	Comment by Finch: The locator is NOT automatic when a reseller applies.  You must CONFIRM that your product is on their website before you add them to the locator.
As a Reseller you should enter your own zip and ensure you are listed in the locator. Requirements to be listed:
· List the Acme products on your site immediately as one of the requirements to get on the reseller locator.
· Contact the Partner Manager and validate that you have Acme listed on your website. He will then add your contact information to the public reseller locator.
· Click HERE to see the “public” listing of resellers.

For the following sample, type 78738 as the location and it will show you sample sites.  Return here once it is confirmed you are on the locator to verify.
[image: ]




Personal Data
Welcome to Acme
Welcome to the Acme Reseller Program and your Personal Data page. This section contains an orientation checklist and allows you to change your contact information and password.  You will not be able to change your “membership” (reseller partner) level and there is no Invoices associated with this account since there is no cost to become part of the partner program (so all invoices will say $0 (please ignore)). Also, please DO NOT cancel (it will remove your access).  Thanks.

Within this site you can also get marketing tools, prices list, sales tools, access support resources and more.  Click HERE to go to the portal home site.
I recommend you do the following:
Partner Getting Started Setup & Sales Materials
· Download the PowerPoint
· Download the Competitive Matrix PDF
· Download and personalize the Promotional Templates (so you can send an email to your existing accounts notifying them that you now carry Acme)
· Setup a page on your website that talks about Acme
· Notify the Channel Manager that your site is ready and you have Acme listed–and they will add that specific page and your contact information to the Reseller Locator
· Verify that your entry is correct in the locator.  You are now ready to sell Acme.
Training
Ensure you have access to Acme so you can begin using it. The Channel Manager should have sent you access–if not, Contact HERE.
· Watch the demo videos
· Watch the training videos
Next Steps
· When your prospects have interest, then you can either demo the software (Demo Script HERE), have them watch the product demo video HERE, or invite them to one of the Group Webinars.  We can tag team until you can do your own demos–You bring the prospect, we demo, you close.
· Go to FAQs to find out how to place an order or for other basic questions.
That’s it!!
Thanks.
John Doe
Channel Manager



MDF Request
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.

Top of Form
Bottom of Form
MDF Request Form
Complete the form below to request MDF funds. 
· Company Name*

· Phone*

· Your Name*
First Last 
· Title

· Email*

· Website*

· Description

What is the opportunity, what are you trying to do and how much contribution do you expect?
	Submit


Order Supplies
Please contact the Partner Manager for any supplies–especially when you need hard copies for events, mailers, etc. Include what you need, the number and time frame. 
Please forecast at least two weeks in advance.



Product Descriptions
Following are 25, 50 and 100 word variations of product copy you can use on your website and with promotions:
25 Word Product Description
Add
50 Word Product Description
Add
100 Word Product Description
Add



Price List
All prices are public pricing.
· Add Price List (PDF)
Your price is the list price minus your margins.



PowerPoints
Following are presentations that will help you to sell Acme products.
· Add


Demo Scripts
Below is the demo script for showing Acme, along with a few tips for software demos and group presentations:
· Add



Videos
Following are different Acme videos that may help you sell the products.
· Add



Competitive Analysis
Following is a competitive matrix that shows how Acme compares to the major competitors:
· Add



White Papers
Following are white papers (or positioning papers) that can help your technical customers understand the advantages of Acme products:
· Add



Promotional Templates
Following are sample promotional templates to sell Acme products:
· Add
Promotional Resources
If you don’t have a marketing director, or may not know how to setup and run promotions, you may wish to check out TechnologyMarketingToolkit.com. Robin Robins specializes in helping VARs and System Integrators promote their business and generate leads.



Testimonials & Case Studies
Testimonials
Following are customer testimonials:
Case Studies
Following are case studies that show how Acme products are used:
Customer List
Following is a customer list:



Market Information
Market
Add
Market Segments
Add
Main Competitors
Add
Alternatives
Add
Decision Makers
Add
Problems Solved
Add


Graphics
Following are graphics and logos to use on your website:



Deal Registration Policy
Register your major deals to obtain pre-sales volume discounts and special account benefits.
Benefits include:
· Exclusive margin advantage over competitors 
· Potentially higher margins (10% extra for registered deals)	Comment by Finch: Divide your reseller margin into base and deal registration (i.e., 20% base, 10% when you register). Otherwise resellers won't have an incentive to register their deals.  It also allows other resellers to sell (if the customer chooses), but there is a financial incentive for other resellers to walk away if it is already registered.
· 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 Gold and Platinum Partners (Authorized considered on a one-on-one basis)) who are registered within the online partner portal with current and accurate information. 
· Deal Registration is awarded on a first-come, first serve basis. 
· The registration will remain valid for 90 days and may be renewed. 	Comment by Finch: This amount can change according to the length of your sales cycle. Your "Good for 60 days," quote verbiage may also affect.
· Deal registration may be stacked with existing discounts, such as up-front Gold or Platinum discounts.
How does it work?
· Register an account opportunity. This includes the name of the account, the potential sales opportunity and the expected close date.
· Submit information for approval. Once the information is submitted, the Partner Manager reviews the request and will typical respond within 24 – 48 hours.	Comment by Finch: You want to respond as quickly as you can, but this gives some leeway.
· If rejected, the reason for rejection is noted. The reseller would then work with the account as normal. 
· If accepted, it means that the opportunity is 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.	Comment by Finch: Usually only rejected if another partner has already registered.  Some vendors will consider all "small" deals pre-registered so there is no need to register a deal under $500, etc.  Only those above need to be registered to get the full margin.  

All "accepted" leads sent to resellers should be considered pre-registered to avoid bureaucracy.
· Most deals should be registered after you invite the prospect to see a demo (if another has shown the demo they may have already registered the deal).
Acme benefits since we know which significant deals are coming down the pipeline—helping us plan and forecast. It also allows us to help you with your account (from helping you create a competitive bid, to helping you with any trials, pre-sale support, etc.).  Partners benefit with exclusive account support, better pricing and assistance with closing the deal.	Comment by Finch: The concept is that if they bring us to the dance--we will only dance with them.

Rules of Engagement
· Eligibility – The Deal Registration Program is limited to Gold and Platinum Resellers (authorized considered on a on-on-on basis). 
· Opportunities are registered on a first come, first serve 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 24 – 48 hours.
· The opportunity registration discount is valid for 90 days. If the opportunity is still open at this stage the discount will expire and an application for a new discount must be made 	Comment by Finch: Make sure to change this above and below to the same number.
· The discount is only valid for the opportunity registered; the discount may not be carried over to another opportunity that is not registered. 
· 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 cancel the deal registration and 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 whenever possible. 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 should be delivered to the customer by the reseller.	Comment by Finch: You will want to setup a new process where everyone that calls direct is asked, "Are you working with one of our current resellers."  This will help avoid problems.
· The claim paid is based on the SRP pricing at the time the deal is registered (the price is locked), which may differ from the pricing used on the current price list. 	Comment by Finch: This price protects the reseller and their quote during the period it is registered so the price will not go up. 
· Acme pays the margin directly to the reseller as sales are processed.	Comment by Finch: Depends on how you pay your margins (see how to setup reseller margins)
· If using a distributor: 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 Partner Manager, who will arrange payment through the accounting department.	Comment by Finch: Use this if it applies.
· Acme reserves the right to cancel any pricing list issued. It does not affect a deal already registered and still in progress.
· Acme reserves the right to alter, delete, or modify the program at any time, at its sole discretion. It does not affect a deal already registered and still in progress.



Register a Deal
Please complete the form below to register your opportunity. We will get back to you shortly to review the opportunity with you, discuss the resources we can provide, including potential deal discount pricing. You can call or email if you have any questions.

Top of Form
Bottom of Form
Deal Registration Form
Please complete all the information below. 
Your Company Information

Company Name*

Name*
First Last 
Email* 
Website* 
Phone* 
Today's Date* 
Opportunity Details

Tell us about the company, the opportunity size and anticipated close date.
Opportunity - Company Name*
Name of the Company you are registering 
Company Address*
Opportunity Details. Tell us about the company, the opportunity size and anticipated close date.
Street Address City State / Province / Region ZIP / Postal Code 
Country 
Website* 
Primary Contact Email* 
List all products being bid*

What is the apx deal size (product revenue)*
In plain numbers only 
% Probability you will close this deal*
10% Certain
25% Certain
50% Certain
75% Certain
100% Certain
When is the anticipated close date?* 
How many DAYS have you been working on this project?*
In NUMBERS of days only (i.e., 25). 
At what stage is this deal?*
Just Found Out
Have Not Made Contact Yet
Have Talked with Primary Contact
Gave Product Demo
Submitted Bid
Final Negotiations
Additional Details
Please explain anything else unique about this opportunity. For example: who else is competing, is this a trial, is there an upside, any outstanding issues, etc. Also explain how we can best help you to win this deal.

Submit



Current Promotions
Current Acme promotions:
· Free Not for Resale (NFR) copies for all Acme partners–IF you can answer the quiz questions correctly.
· 90 Day Jump Start BONUS–massive margins! Earn a much higher percentage margin (up to 10% more–above your regular margin) on those accounts that you register (see Deal Registration) within your first 90 days as an Acme reseller (from the day you receive the acceptance e-mail). This will encourage you to get familiar with the Deal Registration program and provide much higher margins initially to help compensate for the time it takes to get up to speed on the new product.



NFR Program
Not For Resale (NFR) copies/units/access 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 normally $10 – $25 each (see promotions for specials). Maximums vary depending on the size of your organization.
See special NFR promotions HERE!
Also, check out the NFR Quiz. Pass the quiz and you can get a FREE NFR copy/access!
[image: qn-btn-startQuizNow]


NFR Quiz
Pass the Quiz - Score FREE Software
You can either pay for the Not-For-Resale (NFR) software/access or you can take the quiz–either way, when you’ve got some skin in the game your chances of using the software increases. Resellers sell what they know and they know what they use–so we want to get you using the software.
Answer the following 10 questions correctly and you’ll gain access to the software–most of it is covered within this portal site. The Channel Manager will get an email with your responses and should email you info about the NFR within 24 hours. Contact us if there is a delay.

Top of Form
Bottom of Form
Pass the quiz and win FREE software/access to company products. 
1) How long does a registered deal stay valid?
Hint: See Deal Reg Policy 
2) What are the three (3) classifications for leads?
Hint: see Lead policy 
3) Paste your Channel Manager name and email below?
Hint: Contact us under Support  
4) How do you request Market Development Funds (MDF)?
Hint: Look under Marketing Tools  
5) Copy the URL of where you can find the Competitive Matrix.
Hint: Marketing tools 
6) All leads must be claimed within how many working days?
Hint: See lead policy  
7) How much does the company charge for training?
Hint: See training under support  
8) What is the amount of the extra "Jump Start" margin?
Hint: See special promotions  
9) How much extra margin do you receive if you register a deal?
Hint: See Deal Reg Policies  
10) What is something you must do FIRST to get listed in the reseller locator?
Hint: Folks have to find the product when the land on your website 
Your Contact Information
Let's make sure you get credit for the quiz
Date*  [image: ...]
Company*  
Website* 
Name*  First Last 
Phone* 
Email* 
Your NFR
Thanks for submitting. The test will be graded by the channel manager and will send you details about the NFR copy/access--usually within 24 - 48 hours.



Contact Us
Partner Contact Numbers
Following is the reseller partner contact number. Please do not give this phone numbers or e-mail to your customers. Your Channel Manager is the primary liaison and can help you with marketing support and joint sales assistance.
John Doe
Channel Manager
(xxx)xxx-xxxx
partners@acmet.com
 Address
Add
Map
	[image: http://maps.googleapis.com/maps/api/js/StaticMapService.GetMapImage?1m2&1i42059&2i101547&2e1&3u10&4m2&1u586&2u400&5m5&1e0&5sen-US&6sus&10b1&12b1&token=106053]





Product Updates
Following is a list of known major bugs so we can work together to get them fixed. In addition, you can find key features of the latest releases.
Known Acme Bugs
· No major bugs at this time
Acme Updates
· Upcoming product updates will be announced here



Training
Training Resources
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 that will help jump-start your efforts (most open in another window):



FAQ
Following are some of the frequently asked questions:



Certification Program
Gold and Platinum partners must provide first and second line (Platinum only) support. In return, they get higher margins and leads.
Acme is a new program. The quota and certification requirements (and training material) will be created after the 6th month. All partners will then be given a transition time to complete the training and ensure they are achieving the quota volumes before any adjustments would be made.
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