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Strategic Partner Program
Developing Business – Building Your Game Plan 
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The Plans YOU Make – The Steps YOU Take 
 

There is so much that ScerIS does, so many industries served and functions optimized, that setting 

out a plan for business development and partner development is a necessity.  Updating that plan 

monthly as your network grows or to set new “industry” or “function” targets is important 

because it affords a continuing opportunity to develop new business and expand your partner 

program.  With this in mind, the following outline is intended to help you begin the process 

Ready to Begin? 

You’ve built your plan and have some idea of what is needed to facilitate sales that produce the 

income described in your plan.  Further, you’ve developed an appreciation for what every 

business person knows, and that’s that the best way to have higher earnings is to benefit from 

the work of others.  Unlike a business where you have all responsibilities, like a traditional 

consulting or independent recruiting business, in your ScerIS business you will have the ScerIS 

team working to support your efforts.  It’s not just you, but your ScerIS team and a team approach 

that is working collectively to secure new business.   

Further, your efforts to develop partners for the ScerIS Strategic Partner Program will result in 

Partners that share in the revenue of product and service transaction in which they participate.  

Your sponsorship of these partners will result in an override of 20%, paid to you.  For every dollar 

earned by your sponsored partners in revenue sharing for their direct efforts resulting in new 

business to ScerIS, you will receive this override, now and for as long as the sponsored partners 

has these earnings.    

Getting Started: 

With several ways in which you can generate income streams with ScerIS, it’s important not to 

treat all contacts the same.  Some contacts are suspects for new business opportunities.   Some 

contacts (and companies) will be excellent candidates for the ScerIS Partner Program.  Some will 

be candidates for both.  If not already evident, it will become evident which of your contacts will 

be suspects for both direct business and the partners program. 

With this in mind, it’s important to start by differentiating your personal contacts.  Refer to 

Codifying Connections.  Business suspects will be codified by industry and function and partner 

suspects will be codified by line of business.   Codification tables are included in Codifying 

Connections.   

The more important reason for codifying your connections is to offer targeted messaging.  

Targeted messaging is more likely to resonate than generic messaging – however, the messaging 

approach you take will be your decision.  If you don’t codify your contacts and connections, you’ll 

have no choice but to produce generic messaging. 

Building Your Income Streams:   

Until you identify how you will monetize your connections, you’ll have some challenges with 

messaging, but it’s still possible to generate a favorable response from minimal effort.   
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Please remember, there’s no substitute for doing the work – and it starts with codifying contacts 

and connections.    

As you work through each of the income streams applicable to your plan, please remember that 

there are complimentary steps in other income stream programs.  For example, initially 

identifying contacts with whom you have a personal connection, you may need to determine 

whether you want to introduce them to one program or another or to multiple programs at once.  

By way of example, a recruiting agency we work with provides leads into suspect accounts, 

introduces ScerIS to work (that is in addition to core work – in this case Outlook 365 migrations 

from On Premises to the Cloud), and introduces candidates they are unable to place to the 

Strategic Partner Program.  They are also a suspect themselves, for the systems and services 

offered by ScerIS.  Your development of recruiting companies, like other sales-oriented 

businesses, can help service multiple income streams.  Can you imagine a partner you sponsor, a 

recruiting firm as an example, acquiring systems or services from ScerIS, and producing a revenue 

sharing income to you?  Can you image the same partner you sponsor generating $1,000,000 in 

annual revenue sharing income – you would be receiving $200,000 as a match to their income, 

annually.   This from one sponsored partner.  The point that’s made is, as you develop your plans, 

segment your contacts and plan next steps, we recommend you take the time to think through 

your segmentation and codification so that you maximize your potential and maximize your 

monetization of your network.   

To be successful, do the following, in concert with your business plan (targeting those income 

streams that matter to you), and perform some of these tasks nearly simultaneously.  Remember, 

your initial efforts are to develop leads for business and partners.  When we, the collective “WE”, 

are successful with an introductory call, your role (based on your SPP Agreement) will be to 

provide “sales facilitation” or turn the prospect over to your ScerIS representative.  Note:  In the 

event that you are providing lead development without sales facilitation, that ScerIS will often 

turn these leads over to another Strategic Partner who will get the difference between the fees 

paid for sales facilitation and the fee paid to you for the referral/lead. 

Do This: 

1. Break out your personal contacts from all other connections and codify for follow-up as a 

business prospect, partner prospect, or both.  Strategize with your ScerIS representative 

on next steps for each contact. 

2. Codify all remaining connections.  For business prospects, identify the industries and 

functions that will be targeted and develop (or modify scripts provided) to introduce 

ScerIS through messaging, emails and phone solicitation.  For partner prospects, identify 

their line of business.  Develop your messaging and outreach program to connect with 

these contacts to encourage their participation in the partner program, if they’re anything 

like you. 

3. Develop and run your messaging programs for business prospects and partner prospects. 
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4. ScerIS will provide you with a list of possible business prospects and partner prospects 

that are in your geography.  Please become “the face of the company” as you develop 

these possibilities. 

5. Continue the development of your connections in LinkedIn and your expanded network.  

This is an ongoing process. Download and codify new connections and determine your 

plan to develop the connection as a business lead, partner lead or both.   

6. Build your referral team.  Many individuals you introduce to the partner program will just 

want to produce soft leads into opportunities.  If they provide these leads direct to ScerIS, 

their revenue sharing percentage is less (Lead Development vs Sales Facilitation), and the 

amount you receive from their efforts (your override) is therefore less.  As an alternative, 

let these individuals providing referrals provide the leads to you directly, and together we 

will do our best to turn those leads into real opportunities for all parties involved.  Check 

out the math to determine how much better you are with this model on some referral 

partners.  Also, some companies (in particular – Not-For-Profits) will connect you with 

their board of directors, spouses of employees (to connect with their employers) and 

vendors in exchange for a referral fee for any business that’s transacted.  Sometimes their 

fees are exchanged for systems, so you’ll get a double benefit.  Note that the typical 

referral fee is 5% of the initial transaction.  But, like the example above, these companies 

may better serve you with a direct relationship to you so that you get the full benefit of 

revenue sharing, less any fees you pay them (instead of an override on a smaller fee 

earned by them in the ScerIS Partner Program). 

7. Build your sales team.  You have choices.  Work independently, engage the partners 

you’ve sponsored to help them produce better results, and/or build your own sales team.  

Some partners will come to us with a sales team in place and use all or part of that team 

to generate business and promote new partnerships.  You can build a sales team that is 

direct to you if you so desire.  This is your business.  How do you want to build it? 

8. Get to know ScerIS and its capabilities.  Your knowledge of products, services, turnkey 

offers, business processes, industries served, functions served and the value of a platform 

for enterprise-wide business needs will only serve you better and better.  ScerIS will 

provide this knowledge base in the sales process, but you can further your opportunities 

by developing a better understanding of ScerIS’s capabilities.  Additionally, learning about 

turnkey systems, SaaS offerings and other pre-configured solutions can help you define 

and promote specific programs to specific industries and specific functions. 

9. Apply your specialized product or industry knowledge into a targeted business 

opportunity.  If you are aware of an industry or business function that is inadequately 

served by solutions vendors, let us know.  The ScerIS platform may be the perfect answer 

to an industry’s issues.  Whether developed jointly or as a privately labeled 

product/offering, partners have the opportunity to benefit from their special knowledge 

(additional revenue sharing as other partners promote the solution, etc.) 
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10. Securing the Buy Out option.  In the event you want to take advantage of the Buy-Out 

option in your agreement, remember that you will need to have received at least $5,000 

in revenue sharing in each year of the three-year period preceding the buy-out date.  If 

you’ve virtually discontinued building new business with ScerIS in favor of building your 

partners program, you might not qualify for the buy-out, so plan ahead.  Here’s a simple 

way to assure yourself of access to the Buy-Out program.  Just purchase and donate 

$20,000 of software to your favorite charity during each of the three years prior to your 

planned buyout, or as much as is needed to attain $5,000 in shared revenue income.  Of 

course, only do this if you’re not securing adequate new business to qualify or you’re 

planning to exercise your buyout option, otherwise, leave well-enough alone. 

So, what’s in your plan?  Near immediate income generation using the revenue sharing model?  

Long term passive income from the activities of individuals or companies you’ve sponsored into 

the Partner Program.  Long term passive income from the activities of individuals or companies 

your sponsored Partners bring into the program.  Long term passive income from introductions 

to VARS and OEMs?   

Your plan probably depends on your needs.  A need for immediate income will drive revenue 

sharing opportunities, and you’ll be involved with partners you sponsor to identify possible 

immediate opportunities.  Long term income and you’re likely to be spending more time 

developing partners. 

A well thought out plan will help you set a course for success.  Targeting the right kind of 

companies for the right size opportunities is a key part to extraordinary success.  Targeting small, 

turnkey opportunities can build a solid monthly income (sharing revenue for two years with SaaS 

customers), and each new contract layers on top of prior contracts for up to two years at a time.   

If you need help with your plan, engage your ScerIS representative for assistance. 

 

 

 


