10 Ways to

Lead Partner Ecosystems Beyond the Org Chart

# 1 Build the plan with the partner instead of sending it. #2 Use Al's scenarios to choose your own moment.

SEMDING THE PLAN BUILDING THE PLAN TOGETHER Al GIVES YOU THE SCENARIOS YOU CHOOSE THE MOMENT
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You walk through it together,
get thelr inout, and create a plan
thay help build.

“ou send the plan
and hope they read it.

Al can map out multiple sconarios You raad the persan in front of you
and show you the potential outcomes. and dacide the right mave,

#3 Follow up on what the summary gives you room to notice.

#4 Check in because you care, not because the data told you to.

Al CAPTURES THE SUMMARY YOU NOTICE WHAT MATTERS Al SPOTS THE SIGNALS YOU REACH OUT BECAUSE YOU CARE
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It captures kay points, dedsions, SO RICE AP or whiNt R R, Al can identify changes in activity You reach out to see how they're doing,
and action items so you can save time. and follow up on it later, and flag potential risk. not just to protect the renzwal
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#5 Say it in your own voice and personalize it. #6 Spend the time you get back on people.

Al DRAFTS A GENERIC EMAIL ¥YOU MAKE IT YOURS Al GIVES YOU TIME BACK INVEST THAT TIME IN PEOPLE
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Al can dralft an email for you ‘You pereoralize it with your voice Al handles the time-consuming work Use that time 1o have ezl conversations
in secands. and a detail that's relevant to them. 50 you get hours bsck, and build stronger relationships.

#7 Coach the numbers instead of reporting them. #8 Have the hard conversation before it festers.

SAME DATA, DIFFERENT IMPACT TURN DATA INTO A GROWTH CONVERSATION Al CAN PREDICT THE RISK YOU BRING IT UP EARLY
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A georgcard can make the parthar The , sharad as an ob
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Al can surtace the likely objections Bringing up the hard convarsation early
before they show up. builds trust and keaps the deal on track

#9 Turn the data into a point of view. #10 Show up the same way every time.

Al GIVES YOU THE INFORMATION YOU TURN IT INTO A POINT OF VIEW THE DASHBOARD FLAGS THE RISK FOU SHOW UP COMSISTENTLY

Al can deliver & sharg, well-organized Your perspective = what turns The dashboard can flag a relationship \What bulds trust is showing up with the same
market summary in saconds, information inte action for your partner. that neodt attention care, on & quistwaek as you would duning
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