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The information in this document should be considered confidential and only for the use of TRIMIT and the Partner


W
elcome into the TRIMIT Partner network. We are delighted to have you onboard, and we look forward to a long and successful partnership with you! In TRIMIT we will everything in our power to help you succeed with TRIMIT in your market space.

Running a successful partnership is in both your and our interest. When we agree on, where we are heading and how we will get there, we have a solid foundation from which we can build our joint success.

Therefore, the first step of the partnership is to give us your input to how you foresee the partnership becoming the success it deserves.

This document is designed to put both you and us “on the same page”. By documenting what we are planning and then following up on how we performed, the document will serve as a dynamic tool for the partnership. Also, it will be the background for our partner performance reviews that take place on a regular basis.

Please fill in all information into this document as detailed as possible. Sufficient time spent filling in this document already now will result in a much smoother day-to-day partner relationship with a common goal and less time spent on administrating what we do and how we do it.

The document is designed to be filled in electronically, so please do not use hand-writing when filling it in.

Any questions on how to fill in information and what to fill in can be directed to swp@trimit.com. 

Thank you!




[bookmark: _Toc268788850]Expectations from TRIMIT
In TRIMIT, our mantra is “Partnership made Easy”. We help our partners as much as we can in order to help them be successful with TRIMIT and the partnership in general. In return for the services we provide to our partners we also have some expectations for our partners:

· 3-8 TRIMIT deals closed per year
· Sales people and consultants from partners are expected to complete the TRIMIT Academy within 12 weeks of the partner contract being signed
· Openness between TRIMIT and the Partner about TRIMIT opportunities and deals in pipeline
· Bi-weekly calls between TRIMIT Partner Manager and Partner to follow progress on the partnership
· Commitment from  both sides
· We expect TRIMIT to be present on your website, and we expect you to use the available TRIMIT marketing material.


[bookmark: _Toc268788851]Basic Information

	Name and address of Partner

	Partner name
	


	Address
	


	Zip / City
	


	Country
	


	Microsoft Voice ID
	





	Contact persons at Partner

	Department
	Name
	e-mail address
	Cell phone

	Management
	
	
	

	Sales
	
	
	

	Consultancy / Services
	
	
	

	Marketing
	
	
	

	Microsoft PAM
	
	
	




	General information about Partner

	Year of establishment
	


	Total revenue per year
	


	No. of employees
	


	Website
	


	Microsoft Partner level
	


	Countries served
	


	Office locations
	


	Industries served
	


	Solutions offered
	


	Vertical focus
	






	NAV experience at Partner

	Year of NAV experience
	


	No. of NAV customers
	


	No. of NAV sales staff
	


	No. of NAV consultants
	


	NAV certifications
	


	NAV revenue per year
	





	Business model at Partner

	Describe the steps in your typical sales cycle
	









	Average time spend in sales cycle
	(Time from first meeting to contract signature)







	Expectations for TRIMIT partnership

	Expectations for TRIMIT in the market
	


	Industries to be served with TRIMIT
	


	Other solutions for the same vertical
	


	No. of customers in vertical
	


	No. of consultants with vertical experience
	


	No. of sales people to sell TRIMIT
	


	No. of consultants to implement TRIMIT
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	Expectations for TRIMIT partnership*
Tell us a little about the background for the partnership between you and TRIMIT

	Why TRIMIT?
	(Why do you find a partnership with TRIMIT interesting?)





	Why you?
	(Why should TRIMIT find you interesting for a future partnership?)





	Go-to-market strategy
	(How do you plan to take TRIMIT into your market?)





	Expectations
	(What do you expect from TRIMIT?)





	Potential
	(How do you see the potential for TRIMIT in your market?)






*Answers might be used by TRIMIT Marketing. 

	Company & Market analysis
Describe the Strengths / Weaknesses / Opportunities / Threads you see regarding your company and your market

	Name strengths of your company and your market






	Name weaknesses of your company and your market







	Name opportunities of your company and your market






	Name threads of your company and your market











	Competitor analysis
Describe your top 3 competitors, what they are good at and how you plan to beat them with TRIMIT

	Competitor 1- Name
	

	Competitor strengths
	



	How to beat them
	







	Competitor 2 - Name
	

	Competitor strengths
	



	How to beat them
	







	Competitor 3 - Name
	

	Competitor strengths
	



	How to beat them
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	Existing customers
Describe the potential of converting your existing NAV customers to TRIMIT customers

	No. of vertical customers
	(No. of existing customers in the vertical you plan to serve with TRIMIT)





	No. of conversion opportunities
	(No. of existing customers with a potential for converting to TRIMIT)





	Needs to convert
	(What is needed in order to convert customers to TRIMIT)








	New customers
We expect our partners to do a minimum of 2 campaigns per year. We fully support all TRIMIT campaigns if needed. Describe the campaigns you plan to do for the coming year.

	Campaign 1 description
	


	Target companies
	


	When?
	


	How to do it
	


	Needed from TRIMIT
	


	Campaign budget
	




	Campaign 2 description
	


	Target companies
	


	When?
	


	How to do it
	


	Needed from TRIMIT
	


	Campaign budget
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	Expected revenue for TRIMIT per year
Describe the potential you see per year as well as immediate opportunities

	No. of known TRIMIT opportunities
	



	No. of expected TRIMIT deals per year
	



	Expected TRIMIT revenue per year
	



	Expected revenue per quarter
	Q1:
Q2:
Q3:
Q4:
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