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Organic Partnership Growth Evangelism Worksheet
Be prepared to discuss the below items.  This worksheet is for your preparation only.

	Partner Account:
	Enter Partner Account Name.	Engagement Strategy:
	Select Engagement Strategy.
	Partner Line of Business / Division:
(Optional)
	Enter Line of Business or Division (Optional).	
	

	Summary Growth Foundation Rating:
	Choose Rating.	Organic Growth Strategy:
	Choose Strategy.
	Market Business Need

	Typical Business Challenges
	Business Impact of Not Addressing
	Typical Customer Profile
	Typical Persona(s)

	Describe the typical business challenges associated with this product / solution.	Describe the typical business challenges associated with this product / solution.	Describe the typical business challenges associated with this product / solution.	User(s)
	Enter the roles that typically would use this product / solution.
	
	
	
	Buyer(s)
	Enter the roles that would be responsible for buying this product / solution.
	Relationship to Existing Partner Product / Solution

	Describe how this product / solution relates to the partner’s existing business (e.g. complementary, supporting, etc.).
	Current Market Options

	Available Product / Solution / Workaround and Source
(including our product / solution)
	Type
	Pro’s
	Con’s

	Enter product / solution or workaround and Vendor if applicable.	Choose Type.	Describe the pro’s of this approach.	Describe the con’s of this approach.
	Click “+” While in Current Market Option Row To Add New Product / Solution / Workaround 




	Market Opportunity

	Typical Project

	Services Revenue
	# and Type of Resources
	Length (Elapsed)
	Product / Solution Revenue (to Partner)
	Other / Misc.

	Enter $ amount of services revenue.	Describe the number and types of resources required.	Enter the elapsed time.	Enter $ amount of product / solution revenue to the partner.	Describe any other important or relevant characteristics.
	Profile Target(s) for this Partner
(industries, segments, geographies, etc.)
	Describe the target profiles that would be most appropriate for this partner.	Number of Potential Opportunities Available to Partner
	Estimate the number of potential targets would be available to this partner.
	Estimated Size of Market Opportunity for Partner
(based on partner number of potential opportunities, win rate, estimated capacity for projects, etc.)

	Complete (and show) the math to estimate the size of the market opportunity for this partner.
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