1️⃣ Strategic Alignment
Corporate GTM Priorities
· ICP: What is your company’s ideal customer profile?
· Priority Verticals: Which industries are strategic growth targets?
· Geography: Which regions or territories should partners focus on?
· Buyer Personas: Who are the primary decision-makers and influencers in the buying process?
· Revenue Objectives: What pipeline or ARR contribution should partner marketing support?
Role of the Partner in Your GTM Strategy
· Are partners responsible for net-new acquisition?
· Should they focus on vertical market penetration?
· Are they intended to support regional expansion?
· Should they drive cross-sell or attach opportunities?

🧩 Partner Motion Lens (Differentiate by Partner Type)
Before creating the playbook, determine which partner models you are enabling.
	Partner Type
	Primary Marketing Motion

	Resellers / VARs
	Demand generation, regional marketing, sales-led outreach

	GSIs / Consulting Partners
	Thought leadership, transformation messaging, industry solutions

	MSPs
	Recurring services positioning, bundled solutions, lifecycle marketing

	Marketplaces
	Digital discovery, product-led growth, listing optimization


Key Questions
· How does the partner generate revenue with your product?
· What customer problems do they typically solve?
· Which marketing channels do they already use successfully?
· Are they services-led or product-led in their sales motion?

2️⃣ Positioning & Messaging Foundation
Product Positioning
· How should partners position your solution to the target ICP?
· What business challenges does your product solve best?
· What outcomes should partners emphasize in marketing?
Differentiation
· What are the top three differentiators vs competitors?
· Where does your solution consistently win?
Marketing Messaging Assets
· What elevator pitch should partners use?
· What persona-based messaging should be available (CFO, CIO, COO)?
· What industry-specific messaging should partners use?
· What case studies, testimonials, or proof points can partners leverage?
Branding & Co-Marketing
· What branding guidelines must partners follow?
· What co-branded campaign assets are available?
· Are there special product logos or “powered by” badges partners can use?

3️⃣ Competitive & Market Readiness
Competitive Landscape
· Who are the top competitors partners will encounter?
· Where does your solution typically win?
· Where should partners prepare for competitive pushback?
Battlecards
· What differentiation messaging should partners use?
· What objections should partners be prepared to address?
· What pricing or positioning guidance should partners understand?

4️⃣ Campaign Execution Model
Partner Marketing Assets
What co-branded marketing assets are available?
· Landing pages
· Email nurture campaigns
· Webinar/event kits
· Social promotion templates
· Event messaging and booth materials
Campaign Strategy
· Which campaign types should partners prioritize?
· Which industries or personas should campaigns target first?
· What messaging themes should generate demand?
Performance Expectations
· What conversion targets should partners aim for?
· MQL → SQL
· SQL → Opportunity
· Opportunity → Closed Won
· Pipeline coverage ratio
Program Incentives
· What incentives exist for high-performing partners?
· Are there bonuses for priority vertical deals?
· Are there incentives for multi-product attach opportunities?
· Are there fast-start incentives for new partners?

🤖 5️⃣ AI-Enabled Targeting & Campaign Optimization
ICP Account Identification
How can AI identify high-probability accounts within partner territories?
Potential signals:
· Firmographics
· Technology stack signals
· Hiring trends
· Funding or growth signals
· Intent data
Partner–ICP Fit Analysis
· Which partners are best positioned for specific industries?
· What historical performance data can guide partner-to-account matching?
· Should AI help route opportunities to the highest-fit partner?
AI Messaging Assistance
· Can AI help partners personalize outreach to target accounts?
· What brand guardrails should exist for AI-generated messaging?
Campaign Performance Modeling
· Can AI predict which campaign types generate the highest ROI?
· How should this influence MDF allocation or campaign prioritization?

📊 6️⃣ ROI & Partner Funnel Metrics
Measure performance across the partner marketing funnel to evaluate ROI.

Pipeline Generation
· Number of leads generated from partner campaigns
· Marketing Qualified Leads (MQLs) generated
· Opportunities created from partner leads
· Total pipeline value sourced by partners

Meeting & Engagement Metrics
· Number of meetings booked from partner campaigns
· Meeting-to-demo conversion rate
· Meeting-to-opportunity conversion rate
· Average time from initial outreach → first meeting
These metrics measure whether partner marketing is generating real sales engagement.

Sales Funnel Velocity
· Average time from first meeting → demo
· Average time from demo → opportunity creation
· Average time from opportunity → closed deal
· Total sales cycle length for partner-sourced deals
These metrics identify pipeline friction or enablement gaps.

Conversion Performance
· MQL → SQL conversion rate
· SQL → opportunity conversion rate
· Opportunity → closed-won conversion rate
· Competitive win rate

Revenue Impact
· Revenue sourced by partner marketing
· Pipeline-to-revenue conversion rate
· Average deal size for partner-sourced deals
· Partner marketing ROI
(Revenue generated ÷ marketing investment)

AI-Driven Targeting Performance
If AI targeting is used:
· Conversion rate of AI-identified accounts vs traditional targeting
· Pipeline generated from AI-matched partner accounts
· Win rate improvement from AI-assisted outreach
· Campaign ROI improvement from AI optimization

