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PARTNERSHIPS & ECOSYSTEM · SCORECARD

Partner Qualification Scorecard
For commercial and partnerships leaders deciding which prospective partners are worth
pursuing before any agreement is drafted.

How to use this: Score each prospective partner against the four factors below, weighted for their
partner type, before moving to commercial or legal discussion.

Partner Snapshot
Partner name and type (referral / reseller / implementation / technology):

Who initiated this conversation, and why now?

What does the partner say they want out of this relationship?

Four-Factor Scoring
Score each factor 1-5 (1 = weak evidence, 5 = strong, specific evidence) based on the partner's actual
answers, not general impressions.

Factor Score (1-5) Specific Evidence Given

Audience overlap

Existing motion (track record
introducing vendors)

Economic alignment (incentive size
vs. their priorities)

Delivery capacity (named people, real
hours)
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Qualification Questions Asked
Asked for named accounts or contacts they believe are a genuine fit today

Asked what happened the last time they introduced a new vendor to their base

Asked who specifically would do the work, by name and role

Asked what success would need to look like in the first two quarters for them to stay engaged

Cross-checked their claims against any public information (customer base, case studies, team size)

Red Flags Observed
Where were the answers vague, generic, or deflected to 'we'll figure it out'?

Is there any mismatch between the partner's stated enthusiasm and their concrete capacity?

Decision
Total weighted score and go / no-go / revisit-later decision:

If proceeding, what is the smallest first test we'll run before a full agreement?

If declining, what specifically would need to change for us to revisit this partner?


