10 Strategic Principles

designed to drive meaningful, lasting partner program
transformation

#2 Prioritize incentive alignment before demanding new behaviors.

#1 Prioritize structural design over visibility.

Transformation begins with the operating model, PechlEliE|ISREFEETHTES
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Redesign your structure, engagement model, and partner framework before updating branding, Align compensation and rewards with the outcomes you expect so collaboration and co-selling
portals, or messaging. become the natural way of working, not an exception.

#3 Establish a durable governance home for the transformation that L
#4 Select early-stage performance indicators before day one.

extends beyond a single advocate.

Successful transformations outlast individual champions. Don't wait until year-end results to measure success.
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Create clear ownership and governance that can sustain momentum through leadership Define leading indicators from the start so you can demonstrate progress, adjust
quickly, and maintain executive confidence throughout the transformation.

changes and evolving business priorities.

#6 Engage sales, marketing, and product in the redesign from day
one.

#5 Focus investments purposefully.

Transformation succeeds when the teams

Not every partner or initiative should receive the
responsible for execution help shape the solution.

same level of investment.
®
. ’

(G © 0 0
£ | wh s 8

. ° i -ﬁ.
. L] b - - T i ]
& (@ () (=) (8 . : e v —
TS S S A~
B W ¥ I ¥
PANTHER EVEMSE LD TR
s weact g Vhoh  smoames  ewow  cmeowes
Concentrate resources where they will accelerate adoption, create momentum, and Co-design the future operating model early to build alignment, ownership, and
lasting adoption.

generate the greatest long-term impact.

#8 Integrate the fresh framework directly into your team's existing
workflow routines.

#7 Establish a dedicated transformation path for program integration

following an acquisition.

TN B AT EL WKLV

Partner program integration deserves its own transformation ) DSCONNECTED WORK e P b o svere st
strategy. .
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Embed the new framework into existing planning, reviews, and operational routines

Build a dedicated roadmap, timeline, and governance model to capture value faster and P h .
so it reinforces daily execution.

reduce integration risk.

#9 Align technology deployment with your established model. #10 Develop your team's strategic capability alongside the redesign.
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