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"Building Successful Partner Channels' is a book laying out the roadmap for
achieving global market |eadership through independent channel partnersin the
software industry.

The book applies the business model and business model environment
frameworks developed by Alexander Osterwalder and Y ves Pigneur and
concludes that taking the indirect route to market adds an additional layer of
complexity to our business model as we leave the control of finding, winning,
making, keeping and growing happy customersto third parties.

The book explains that the direct and the indirect go-to-market approach are not
options we can choose freely between, independent of the nature of our business
model and business model environments and it discusses when the indirect go-to-
market approach is applicable and advantageous and when it is not. The book
concludes that taking the indirect route to market requires that the channel isan
integrated element of our product offering and value proposition.

The indirect route to global market |eadership requires developing and
maintaining a channel partner program and the book lists al the elements of this
program including the critical channel partner P&L model. The book concludes
that our partner program will change substantially as we move from early stage
channel building to the mature mode where most of our revenue comes from
existing channel partners.

The book describes the process for channel partner recruitment, and concludes
that the initial processisvery similar to the process of hiring top performing sales
people. However, where we pay staff to perform their duties from the day they
join, channels partners will have to make substantial investments before they reap
the benefits of the cooperation. Channel partner recruitment is therefore initially
along process requiring substantial investments.

The dynamics of channel partner recruitment changes as we move from the early
mode channel development stage to the mature stage and the book recommends
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that we should recruit as many channel partners as we possibly can. We then let
them demonstrate where they belong in the channel pyramid classifying channel
partners and the book discusses how we should manage each group.

A full chapter is devoted to discuss adopting the indirect channel approach at a
later stage after having applied a direct approach first, introduces some simple
sanity checksto verify if switching isfeasible and explains how this switch can
be accomplished.
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"Building Successful Partner Channels' is abook laying out the roadmap for achieving global market
leadership through independent channel partnersin the software industry.

The book applies the business model and business model environment frameworks developed by Alexander
Osterwalder and Y ves Pigneur and concludes that taking the indirect route to market adds an additional layer
of complexity to our business model as we leave the control of finding, winning, making, keeping and
growing happy customers to third parties.

The book explains that the direct and the indirect go-to-market approach are not options we can choose
freely between, independent of the nature of our business model and business model environments and it
discusses when the indirect go-to-market approach is applicable and advantageous and when it is not. The
book concludes that taking the indirect route to market requires that the channel is an integrated element of
our product offering and val ue proposition.

The indirect route to global market |eadership requires devel oping and maintaining a channel partner
program and the book lists al the elements of this program including the critical channel partner P& L model.
The book concludes that our partner program will change substantially as we move from early stage channel
building to the mature mode where most of our revenue comes from existing channel partners.

The book describes the process for channel partner recruitment, and concludes that the initial processisvery
similar to the process of hiring top performing sales people. However, where we pay staff to perform their
duties from the day they join, channels partners will have to make substantial investments before they reap
the benefits of the cooperation. Channel partner recruitment isthereforeinitially along process requiring
substantial investments.

The dynamics of channel partner recruitment changes as we move from the early mode channel devel opment
stage to the mature stage and the book recommends that we should recruit as many channel partners as we
possibly can. We then let them demonstrate where they belong in the channel pyramid classifying channel
partners and the book discusses how we should manage each group.

A full chapter is devoted to discuss adopting the indirect channel approach at alater stage after having
applied adirect approach first, introduces some simple sanity checks to verify if switching is feasible and
explains how this switch can be accomplished.
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Editorial Review

Review

"When Microsoft acquired Navision there is no doubt that the price they paid was heavily influenced by the
value of our channel partner ecosystem. | can think of no one better suited than Hans Peter to write a book
with the title Building Successful Partner Channels." - Preben Damgaard, Co-founder and CEO of Navision

"Predictable growth and market |eadership through independent channel partners are on every software
industry CEO and sales executives mind. However, it israrely achieved. With "Building Successful Partner
Channels' Hans Peter Bech provides a great tactical approach toward reaching this goal." Torulf Nilsson,
Product Executive, Visma Retail, Oslo, Norway

"Hans Peter Bech has been at the forefront devel oping indirect channels in the software industry for more
than three decades and his track record isimpressive. 1'd highly recommend this book to anyone searching
for the route to global market leadership in the software industry.” - Y usuf Soner, School of Management at
the Sabanci University, Turkey

"Building Successful Partner Channels provides a powerful, practical approach to building a strong network
of independent channel partners, so as to optimize sales and marketing activities. The book helps sales and
marketing executives understand how to work in concert to achieve global market leadership through the
indirect-channel approach.” Toke Kruse, Founder and CEO at Billy, San Francisco, USA

From the Author

| started building independent channel partner networks in 1986. Coming from a small domestic market |
was forced to build international channel partner networks very early in the lifecycle of the companies where
| was responsible for revenue generation and | also had to do it with very limited resources. | learned that
you do not have to be big to be smart. Even small software companies can build powerful independent
channel partner networks over time if they understand some fundamental business principles.

From 1997 to 2001 | was responsible for Damgaard's activities in the German speaking markets and in this
capacity | had the unique experience of introducing and building the channel for AXAPTA (now Microsoft
Dynamics AX) in Germany, Austria and Switzerland. After the merger with Navision | was made
responsible for our joint operations in Central Europe.

| left Navision in 2001 to start my own business and in 2003 | acquired a major share of a Microsoft
Dynamics AX reseller and held the position as CEO of the company. Inthis capacity | had intimate insight
into the daily life of avalue added reseller of aproduct that | was previously responsible for launching to
independent channel partnersin the German speaking markets. Having served on both sides of the table
helped me to deepen my understanding of the principal/partner relationship and the completely different
businesses that they run.

Since 2007 | have been working as a management consultant and workshop facilitator helping clientsin the
software industry with global growth including building networks of independent channel partners.

However, as a management consultant | can only serve afew clients at atime.

With this book | hope | can help many more software companies around the world make the right choices on



how best to serve their customers and grow their global market share, when they apply the indirect go-to-
market approach.

From the Back Cover

"When Microsoft acquired Navision there is no doubt that the price they paid was heavily influenced by the
value of our channel partner ecosystem. | can think of no one better suited than Hans Peter to write a book
with the title Building Successful Partner Channels." - Preben Damgaard, Co-founder and CEO of Navision

"Predictable growth and market |eadership through independent channel partners are on every software
industry CEO and sales executives mind. However, it israrely achieved. With "Building Successful Partner
Channels' Hans Peter Bech provides a great tactical approach toward reaching this goal." Torulf Nilsson,
Product Executive, Visma Retail, Oslo, Norway

"Hans Peter Bech has been at the forefront devel oping indirect channels in the software industry for more
than three decades and his track record isimpressive. 1'd highly recommend this book to anyone searching
for the route to global market leadership in the software industry.” - Y usuf Soner, School of Management at
the Sabanci University, Turkey

"Building Successful Partner Channels provides a powerful, practical approach to building a strong network
of independent channel partners, so as to optimize sales and marketing activities. The book helps sales and
marketing executives understand how to work in concert to achieve global market leadership through the
indirect-channel approach.” Toke Kruse, Founder and CEO at Billy, San Francisco, USA

Users Review
From reader reviews:
Claudia Weidner:

In this 21st hundred years, people become competitive in every way. By being competitive right now, people
have do something to make them survives, being in the middle of the actual crowded place and notice
through surrounding. One thing that sometimes many people have underestimated this for awhile is reading.
Y es, by reading a guide your ability to survive enhance then having chance to endure than other is high. For
you who want to start reading any book, we give you this kind of Building Successful Partner Channels: in
the software industry book as beginner and daily reading book. Why, because this book is greater than just a
book.

Candy Dixon:

Often the book Building Successful Partner Channels: in the software industry will bring you to definitely
the new experience of reading a book. The author style to spell out the ideais very unique. When you try to
find new book to read, this book very suitable to you. The book Building Successful Partner Channels: in the
software industry is much recommended to you to see. Y ou can also get the e-book from your official web
site, so you can easier to read the book.



Robert Alston:

This Building Successful Partner Channels: in the software industry is brand-new way for you who has
curiosity to look for some information asit relief your hunger info. Getting deeper you into it getting
knowledge more you know otherwise you who still having little bit of digest in reading this Building
Successful Partner Channels: in the software industry can be the light food to suit your needs because the
information inside this specific book is easy to get by simply anyone. These books create itself in the form
that is reachable by anyone, yeah | mean in the e-book form. People who think that in e-book form make
them feel tired even dizzy this publication is the answer. So there is absolutely no in reading a book
especially this one. You can find actually looking for. It should be here for anyone. So, don't miss the item!
Just read this e-book kind for your better life and also knowledge.

L ee Wither spoon:

Reserve is one of source of expertise. We can add our information from it. Not only for students but also
native or citizen want book to know the update information of year in order to year. As we know those
ebooks have many advantages. Beside all of us add our knowledge, may also bring us to around the world.
Through the book Building Successful Partner Channels: in the software industry we can take more
advantage. Don't you to definitely be creative people? Being creative person must prefer to read a book. Just
simply choose the best book that appropriate with your aim. Don't possibly be doubt to change your life at
this time book Building Successful Partner Channels: in the software industry. Y ou can more pleasing than
now.
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