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Today’s Meeting Objective

» The objective of today’s meeting is to gain management approval of
proposed Channel Take Off Enablement Plan and budget

» Budget was developed with Channel Sales, Operations and Enablement
teams

» Revenue Goals:
»S10M in 12 months
»30 active partners selling ~$330K annually in Year 1
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Channel Take Off Enablement Program Overview

» Target partner list sourced from CRN of high propensity partners
» Monthly, quarterly, yearly milestones with Partners
» MacroSoft benefits:

» Structured ramp time

» Predictability

» Low Cost (25k) vs. expected Partner performance (330k)

» Fast Delivery (Portal and training material completed)
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Channel Take Off Enablement Components

All System Go

Count Down

Sign contracts
SKU delivery
Build preliminary BP
Demo unit delivery
Schedule partner training

Product demonstrations
Complete online trainings

Liftoff

Sales Joint sales meetings
Contacts added to PRM Technical Sharing best practices
_IMr?;i:rl;?nSgOft Operations Marketing Initial customer wins Sales forecasting
Communications processes | Executive alignment Executed MDF plan Growth strategies
MDF planning

Lead delivery
Product delivery & logistics

30 Days

60 Days

6 Months

12 Months

”39

Ma f rosoft



Management Dashboard

Activity e ) e

Partners Recruited; 60

Active Partners (made it to Lift Off); 30
Sales Training (2/partner)

Pre-Sales Tech Training

Marketing Training

Operations Training

Demo Unit

Joint Business Plan

MDF ($14K/partner)

Marketing Activities (40/partner/year)
Joint Sales Calls (1/month/partner)

Customer Wins
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Summary and/or Next Steps

» Executive Approval

» 3 Partners waiting to sign and get onboarded
» Monthly Dashboard Review with Management
» Gather feedback and adjust
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ChannelMasters
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