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“It is really important to know how these folks make money. 
How they stay in business. How they manage/massage a 
deal in from top of sales funnel (inbound lead, webinar 
attendee, white paper download?) through qualification, into 
discovery, into a proposed project Statement of Work, and 
then into a real project execution and deployment.”

-Steve Cross
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I donʼt have time to go off and do 
research on the marketplace to find new 

things.  Weʼre just too busy. 

Customers donʼt come to us looking 
for apps, they come to us with 

business problems to solve.

Itʼs hard to make sense of your portfolio.  
Can you give us a better way to 

understand it?

Early Solution Partner Feedback

“ “

“
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Obsess over buyers, 
not your product(s)
Buyers choose their procurement channels, and each channel 
has a different language. 

How You Want To Sell

● Features & Functionality

● Feeds & Speeds

● Look at what we built! 

How Customers Buy

● I have a problem to be solved

● I need to leverage technology to improve 

something in my business

● What can make my job simpler or easier? 
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Three critical 
messaging paths 
When looking to enable an indirect sales motion, you need to able to speak 
several different languages in both your Marketing & Partnership efforts. 

Direct Messaging

This is what drives your PLG and 
marketplace motions, but typically 
focuses on features and is directed 
at an end user or admin persona. 

“To” Partner Messaging  
“Through” Partner Messaging

What do you want a partner to say 
about you, to their customers? 
What are the key points to get 
across, remembering the 
problem/solution framework?

Teach partners to recognize 
customer problem statements that 
your technology can uniquely 
solve. Think about value you add 
to their business outside of just 
widgets and features. 
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Direct Messaging
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‘To Partner’ Messaging
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'Through Partner’ Messaging
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Questions? 


