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IDENTIFY OVERLAPS:

Identify Customers, 

Opportunity, & 

Prospect Overlaps

BUILD:

Overlap End 

Customer 

Account Plans

SET PARTNER 

TARGETS

Set program 

targets by 

partner 

End Customer Account Action Plan

BUILD 

BUSINESS 

ACTION PLAN

Define goals 

and tasks

PROFILE 

PARTNER BUS

Define needs, 

priorities, & 

positioning

BUILD 

ENABLEMENT 

PLAN: Assess, 

score, and build 

action plan

Partner Account Action Plan

ONE-CLICK QBR

▪ Instant PPT & PDF Export

▪ Consolidated Partner & End 

Customer Status

▪ For all partner meetings

▪ Identify Overlaps

▪ Build Account Plans

▪ Manage Opportunities

▪ Close Deals

▪ Define Business Priorities

▪ Collaborate on Targets

▪ Build plans and Tasks

▪ Enable partners to succeed

QBRs is the Spot where ‘X’ Equals 

Ecosystem Growth

“X Never Ever Marks the Spot” 

(Except with Indiana Jones and QBRs)
Indiana Jones, The Last Crusade



Partnership & Ecosystem Glory is 

Realized in your QBR 

IDENTIFY OVERLAPS:

Identify Customers, 

Opportunity, & 

Prospect Overlaps

BUILD:

Overlap End 

Customer 

Account Plans

End Customer Account Action Plan

ONE-CLICK QBR

▪ Instant PPT & PDF Export

▪ Consolidated Partner & End 

Customer Status

▪ For all partner meetings

Partner / Brand 

Overlap End 

Customer Mgmt.

☑ Map by 

“population”

☑ Identify “Brand” 

account owner

☑ Identify 

“Partner” 

account owner

Build End 

Customer 

Account Plans

☑ Identify Acct. 

sales stage

☑ Build account 

action plan

☑ Progress deal 

to next sales 

stage

Work-the-Plan

☑ Action 

definition

☑ Assign tasks

☑ Send 

Notifications

☑ Send 

reminders

☑ Track & report 

status and 

completion

MBR & QBR Glory ‘X’

☑ Instant business review

☑ Instant opportunity review

☑ Instant overlap account 

review

☑ Instant task review

Work-the-Plan

☑ Manage plan 

actions

☑ Update task 

status

☑ Resolve action 

barriers

☑ Collaborate on 

plan 

achievement

Key Plan Inputs

☑ Partner business 

priorities

☑ Market growth 

opportunities

Work-the-Plan

☑ Action 

definition

☑ Assign tasks

☑ Send 

Notifications

☑ Send 

reminders

☑ Track & report 

status and 

completion

SET PARTNER 

TARGETS

Set program 

targets by 

partner 

BUILD 

BUSINESS 

ACTION PLAN

Define goals 

and tasks

PROFILE 

PARTNER BUS

Define needs, 

priorities, & 

positioning

BUILD 

ENABLEMENT 

PLAN: Assess, 

score, and build 

action plan

Partner Account Action Plan



Partner Performance Dashboard

Capabilities Scorecard

Business Action Plan

Marketing Action Plan

Opportunity Sorting

Task Manager

Plan Acceptance & Approval

Partner / Brand Account Matching

Overlap Account Matrix

By Customer, Opportunities, & Prospects

Partner Account Planning & Tasks

Partner QBR-Integrated Overlap Account Plans

Automated Account Planning Automated Joint Business Planning (JBP)

Ecosystem Growth is Realized when QBRs 

Consolidate Partner & Customer Acct. Management

Best Practice Partnership 

Sales Management Solution

PARTNER 

ACCOUNT MANAGEMENT

END CUSTOMER 

OVERLAP ACCOUNT MANAGEMENT

I find that if I sit down and 

think, the solution presents 

itself. – Professor Henry Jones



Cover / Table of Contents

Business Action Plan

Task Manager

Partner Performance Dash

Partner Performance Dash

Capabilities Scorecard

Channel / Partner Contacts

Plan Accept / Approve

Opportunity Mgmt.Build Account Plans

Manage & Track Deal Progress

Opportunity Mgmt.

END CUSTOMER 

OVERLAP ACCOUNT MANAGEMENT

QBRs Build Committed Partnerships

Partner & End Customer Accounts

PARTNER 

ACCOUNT MANAGEMENT

Dr. Henry Jones: This is a 

new experience for me.

Indiana Jones: Happens to 

me all the time."

Indiana Jones and the Last Crusade



Finding the Right Opportunities 

Requires You Dig in the Right Spot



Work Overlap Accounts with Partners 

to Advance Down Your Sales Stages

How to Build Overlap Account Action 

Plans in Minutes: 

 

1) Select from Overlap Accounts

2) Select Sales Stage

3) Select from Recommended Activities



Plan-your-Work with your Partners and 

Work your Joint Account Action Plans 

Manage Overlap Account Plans: 

1) Select Plans to View

2) Update Plan Status

3) Review with Partner to Track Progress

4) Update following meeting



Bring it all Together in One-Click 

MBR / QBR Exports
Partner Account Management
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Overlap End Customer Acct. Mgmt.
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