WeED senvices distrioution and the long tall

revenue potential

partner segmentation

the head

e # partners: < 100

¢ high-touch partner management
e customized revenue sharing deals

the shoulder

e # partners: thousands

¢ high-touch management not justified by revenue potential
e cxpensive to find and qualify prospects

the long tall
e # partners: tens of thousands

® N0 commercial incentive, so no willingness to pay
e many will move to the shoulder...but which ones?
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managed apl iInfrastructure and the long tal

web services distribution channel

revenue potential

the head

e # partners: < 100

¢ formal contract with each partner
e enhanced metrics and reporting

the shoulder

e # partners: thousands

e control terms and business rules on a partner or group basis
® pusiness team controls channel with no it involvement

the long tall
e # partners: tens of thousands

¢ self-service provisioning and support

e attribution links and/or affiliate program sales
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typical apl channel management

self-service, automatically managed biz dev funnel

50-100 inquiries per day
self-provision with limited access
attribution link and branding

5-10 approvals per day
Increased allowance
“watch list”

1-2 well
qualified partner
discussions per

day

apl management I1s a business,

Not a technical, function m:;a‘
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