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IT NATION SECURE TRUST ISSUES

THE

01 02 03

SHOPPING PARTNER-VENDOR RETURN ON
LIST EXPECTATIONS RELATIONSHIP
Identify your shoppinglist of What Partners expectfroma How to approach and facilitate
security tech. Go shopping. vendor-partner relationship. strong businessrelationships.
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IT NATION SECURE TRUST ISSUES

TIP #1

SHOPPING
LIST

The A-B-Cs

You don't need a huge shopping list.
You need the correct shopping list.
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IT NATION SECURE TRUST ISSUES

DETERMINE
GAP
ANALYSIS
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IT NATION SECURE TRUST ISSUES

Keep It Simple

Partners want simplicity and the ability to immediately see the value a Vendor brings to their
conversations. They want to see margins, understand your expectations, and have a roadmap
that will allow them to sync with your offerings.
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IT NATION SECURE TRUST ISSUES

VENDOR
PARTNER
RELATIONSHIP

Ease of doing business.

01

Vendors who communicate
without bombarding.

02

Frictionless, seamless
transactions.

03

Partner-facingteams that take
a more consultative approach.




IT NATION SECURE TRUST ISSUES

TIP #3

RETURN ON
RELATIONSHIP

How To Approach A CISO

Understand the space a CISO operates in.
Not all CISO's are equal, and economy to scale is crucial.
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IT NATION SECURE TRUST ISSUES

VENDOR
PARTNER
RELATIONSHIP

MIX AND LAW OF MAKE IT
MINGLE NUMBERS PERSONAL

Get moving. Whatyou know. Be real and authentic.
Patience v. Persistence. Whatyou can find out. Keep it sincere.
Simple, not complex. Personalize whenever possible. Let conversationsunfold.
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DON'T DO THIS

DO THIS

MIX, MINGLE AND
MAKE FRIENDS

It takes 8 touches in the sales process to
convert prospects to customers.




DON'T DO THIS

Geni Cor - Business Consultant
| Build Personal Brands on Linkedin that MAKE money ¢ | Fort
T—
Geni Cor - Business Consultant (Brand Expert) - 1st
| Build Personal Brands on Linkedin that MAKE money(‘; | For
Coaches, CEOQ's, Founders & Sales Teams | LinkedIn & Marketin...
0CT 10
‘ Geni Cor - Business Consultant (Erand Expert) - 12:58 PM

Hi Arnaud,, thanks for sending your connection
request over.
Glad to connect!

Qut of curiosity, what made you want to connect
with me?

DO THIS

PATIENCE IN
PROSPECTING PAYS OFF

Use LinkedIn best practice to make
connections and meet them at the bar.



DON'T DO THIS DO THIS

= RE: PC List with Updates - Message (HTML)
MESSAGE  IMSERT  OPTIOMS | FORMATTEXT  REVIEW
s dmme o0 .
== e (] L] Requesta Delivery Receipt
Bec  From  Permission  Use Votin Save Sert Delay  Direc
Color - Buttons - Trern To ~ Delivery Replies

Rl \)}3-1‘

Show Fields Permissian Tracking ore Options

- Request a Read Receipt
Pamela Wilsor;
Request 3 natification when this

‘ ressage has been read,

Subject | RE: P List with Updates

From: Pamela Wilson [mailto:wilson]
Sent: Monday, Decemnber 30, 2013 7:03AM
To: antonio@thecarenavigatar.com
Subject: RE: PCList with Updates

Call me Monday moring to discuss at Jam.

Pamela D. Wilson, The Care Havigator

THE PERSONALIZED
TOUCHPOINT

70% of (CISO) customers expect some
level of in-depth personalization.




IT NATION SECURE TRUST ISSUES

Cybersecurity Co-Sell Program
]

vvvvw.connectvvise.com/compa ny/partner-services/partner—program

1 3 —=
STRATEGY CREATION LEAD GENERATION SALES COACHING
Build a winning Provide campaigns and content Teach your sales teams

go-to-market strategy to drive demand what good looks like


http://www.connectwise.com/company/partner-services/partner-program

Patrick Beggs

Patrick.Beggs@connectwise.com
No read receipts, please.

Sean Lardo

Sean.Lardo@connectwise.com
linkedin.com/in/seanlardo
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