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PRAISE FOR THERESA CARAGOL 
AND PARTNERING SUCCESS




As a leader in the telecommunications industry, our job is to make extraordinary connections through our network. Oftentimes, our “network” is only considered through the lens of technology, and we know that “extraordinary” connections are only possible by expanding the definition to our people and our partners. The “extraordinary” happens when this human network of employees and partners is seen as one in the same—built on trust and aligned values, common goals, and accountability across all functions. Partnering Success is a force multiplier. Theresa’s experience and best practice outlined in this book will enable “the extraordinary” in your business.


— Keri Gilder, CEO, Colt


I’ve read countless books on partnerships, but none have left a lasting impression quite like Partnering Success by Theresa Caragol. Her approach is refreshingly practical, yet profoundly impactful. Theresa’s emphasis on trust, shared vision, and mutual success resonated deeply with me. This book isn’t just about forging partnerships; it’s about building relationships that stand the test of time. If you’re serious about driving innovation and growth through strategic collaborations, Partnering Success is a must-read.


— Rob Rae, CVP of Community and Ecosystems, Pax8


In a world where partnerships are often seen as mere transactions, Partnering Success stands out as a guiding light towards genuine, enduring relationships. Not only is Theresa Caragol the master at building trust and authentic relationships, but her approach is both enlightening and empowering. This book provides both the “what” and, more importantly, the “how” of building successful partnerships. I 100 percent recommend reading this book!


— Andrea Sittig-Rolf, Chief BlitzMaster & CEO, BlitzMasters


Theresa Caragol’s Partnering Success is a game-changer in the world of business partnerships. Her insights are not only enlightening but also actionable. As someone who’s navigated the complexities of partnerships for years, I can attest to the transformative power of Caragol’s framework. Whether you’re a seasoned professional or just starting out, this book offers invaluable guidance for building dynamic partnerships that drive innovation and growth. Don’t miss out on the opportunity to revolutionize your approach to partnerships with Partnering Success.


— Kelley Steven-Waiss, Chief Transformation Officer, ServiceNow


Partners are challenged, now more than ever, to respond to a complex industry which makes this incisive and inspiring blueprint a must-read for anyone looking to supercharge their business growth strategy.


— Todd Thibodeaux, CEO, CompTIA


In Partnering Success, Theresa Caragol makes it easy to understand how to build successful business partnerships—relationships that transcend transactions and embrace innovation. Successful leaders recognize the need to build strategic alliances that drive mutual success. Caragol’s insights offer a compelling vision for the future of partnerships, including real-world examples of how to collaborate to win together. This book isn’t just a read; it’s a call to action for enterprises to rethink their approach to partnerships and to embrace a more innovative and prosperous future.


— Elizabeth A. Vasquez, CEO and Co-Founder, WEConnect
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FOREWORD: BOB O’MALLEY


“In a world bursting with new technology, how much more innovative can you be if you reach out to share others’ developments? Why limit productivity advances to what your firm can do alone? Why not be even more efficient, for example, by adapting others’ know-how or building a larger-scale plant with a partner? More generally, why not seek excellence by focusing on those things your firm does best and working with others in areas where they excel? Can you afford to lose such opportunities?”


These words were written by Jordan Lewis over thirty years ago in his book Partnerships for Profit. Since these words were written, business solutions have become more complex, requiring more diverse capabilities and new skills to deliver them. If the words and the implications were appropriate years ago, they are even more appropriate today, and most appropriate in the future where we will likely continue to see rapid rates of change.


After twenty years with IBM working with partners and clients in many capacities, I was fortunate to operate as CEO of several organizations, all involving partnerships in some form. In each situation, as the supplier and provider of products, I believed that I had the dominant role in my partner relationships. I never fully understood the partner’s view until I retired from full-time work and started a collaboration with Theresa Caragol. Only then did I realize that the power had shifted from suppliers to the community at large and the partners.


Over the last eight years, Theresa, her teams, and I have worked with all sizes of organizations, on all kinds of partnering relationships, and in all parts of the world. We saw firsthand, in our engagements and training sessions, the need to come at the partnering process totally different from the way it had always been practiced. The playing field had leveled, and the game needed to be played differently.


Using the motto “Customers for Life” as a guide, we asked ourselves, “Why not partners for life?” So, Theresa created the Partner LifeTime Value® model, which has in turn resulted in the Partnering System for Success.


While Theresa’s background is in technology, she realized that the Partnering System needs to be applicable to all industries and all kinds of partnerships. In the System for Partnering Success pages that follow, you will see the three related forces that are essential to developing long-term, mutually beneficial partnerships. These partnerships can be:


• Suppliers and Customers, and vice versa


• Suppliers and Integrators, and vice versa


• Integrators and Customers, and vice versa


They can be initiated from the demand side of the relationship or the supply side. In the following pages, you will see what these three forces are and how they interrelate, and how they must evolve for success.


The other realization that Theresa discovered in her work at AchieveUnite is that every partnership intersection is unique. Most organizations treat their partnerships with one brush. It is much easier for these organizations to standardize the terms of their partnerships, legally, financially, and operationally. At best, the terms might work for one partner, certainly not all.


On the contrary, each of the partners views their own business requirements as unique. In this book, Theresa advocates for an ecosystem approach that builds configurable partnerships, contract terms, flexible support models, and mutually determined success outcomes. She offers several diagnostics that can be applied to find the best partnering connection with each partner. These partnering tools are designed to deliver effective partnering with an adequate level of commonality.


CEOs, CFOs, and CROs will see a path to strengthening partnerships with a well-documented strategy and plans. They will have the confidence to commit the organization to partnering as the optimum approach to defined growth opportunities. Partner managers and sellers will understand how they can enhance their personal partnering quotient and learn the subtle techniques to earn a seat at the executive table.


As often said about a strategic initiative, it is a journey, not a destination. In the case of the System for Partnering Success, it is both a destination and a journey.




 


INTRODUCTION


WHY DO YOU NEED A STRATEGIC PARTNERING SYSTEM?




In this book, we redefine partnering in the fast-paced business arena, emphasizing the necessity for a strategic partnership system. You’ll learn how a proactive partnership strategy can transform your company’s trajectory, impacting everything from internal culture to market reach and accelerating your company sales growth. This is a blueprint for building dynamic, enduring partnerships that will fuel innovation and drive success for your organization. If you have been, or are already, partnering in your business world, this book will help diagnose exactly how your organization can optimize your organization and achieve a 10× growth rate!





Just what is strategic partnering? Why do I need a system for it? And why now?


We live in an increasingly globalized world. Thanks to the increasingly fast evolution of tech and AI, we can work internationally with real, and sometimes automated, collaborators. Therefore, being able to fast track trusted and successful partnerships is more urgently needed now than ever before for successful short- and long-term growth. In the fast-paced, high-stakes game of modern business, it’s evolve or die. The old transactional playbook of partnerships no longer applies; the “you scratch my back, I scratch yours” ethos is about as cutting edge as a flip phone in a world of smartphones. We are currently at a tipping point for collaboration, where the next move could either catapult us into a stratosphere of success or leave us scrambling in the dust of those daring to innovate their approach to strategic alliances, routes to market, and partnering overall. The challenges we face—from technological disruption to global sustainability—demand collective intelligence and joint action. Partnering has become imperative for every organization on the planet operating in the business-to-business (B2B) market.


In this book, we will look at partnering with an entirely different lens. We’re going to look at the tangled web of partnering ecosystems, and how no company can afford to “go it alone” or ignore influencers and agents, marketplaces, strategic partnerships, and/or other novel ways to build relationships and accelerate organizations’ success and growth.


We’re going to demonstrate exactly why partnering is the most powerful growth strategy that any business can follow, offering you new tools in your partnering toolboxes, with the hard data to back these strategies.


This book presents a transformative strategy for enhancing investment yields through the concept of “partnering investment.” It distills this into a practical framework, advocating for robust business relationships built on trust to achieve an optimized Partner LifeTime Value®. The core premise is simple yet profound: prioritize people, then partner businesses, and, finally, the collective entity, to forge enduring and mutually rewarding partnerships. This method is more than a business tactic—it’s a commitment to sustained, value-driven partner relationships that promise long-term benefits for all involved.


Partnerships let you share resources, tap into new customer bases, and even split risks, so big ventures don’t feel so daunting. And if you are already working with partners, we’ll show you how to amplify those results with critical strategies. We’ll also show you how you can build better partnering cross-functionally inside of your organization that will yield results internally and externally; for instance, in role progression up the career ladder, and externally in terms of profitable sales and business outcomes. Why stick to the slow lane, building everything from scratch, when you can team up with others, share the load, and speed down the fast lane together? Your partnerships are like jet fuel on the fire of innovation, igniting revolutionary products and services that disrupt markets.


It’s about architecting a system that is fluid, flexible, and fearless—a formula that is as much about culture as it is about contracts. This system is about helping every person in your organization, your partners, and clients learn of your commitment for partnering success, so you can amplify your business tenfold by creating a culture of partnering in and across organizations.


In the heart of this book lies my unshakable belief that the spirit of partnership can be a catalyst for change. It has the power to redefine the landscapes of business and human interaction in our era. Partnering isn’t just an external strategy; it’s a culture that, when fostered within the very fabric of an organization, creates ripples that extend far beyond its walls.


This volume is more than a collection of insights. It reflects the stories shared by mentors, colleagues, and partners, illustrating the pivotal elements of successful collaborations. The incredible team at AchieveUnite embodies this ethos—authentic, exceptionally bright artisans of partnership, dedicated to the collective well-being—and establishes AchieveUnite Inc. methodologies as the best practices for partnering success. You will read stories and examples from small businesses, from individuals in the case of partnering, and from medium and large organizations that have mastered some of these best practices.


My aim is for this book to become a source of wisdom that bolsters your business partnerships and enriches your personal connections. When you cultivate the culture of partnerships in everything you do, within your organization and among your teams, the impact inevitably flows outward, influencing every external interaction with a force that can propel your business to new heights.


Join us in a journey to partner better with clients, partners, suppliers, and colleagues. Elevate your sales and business effectiveness. Become the best version of yourself as a success consultant, a collaborative coach, a strategic and trusted advisor. Partnering is the way of the future.


Through case studies, anecdotes, interviews, and exercises we will help navigate the System for Partnering Success, and the three essential dimensions:


• Relationship Development


• Business Acceleration


• Community Orchestration


Through the exercises and key next steps in each chapter, you can optimize your system for Partnering Success or build your system if you don’t have one.


The Future Without a Partnering System


Consider a future without “Partnering Growth DNA,” that is, one where your company has resisted change and maintained a static approach to partnering. Here’s what may be happening in this imagined scenario, or if you are partnering already, but not getting the results you want:


• You’re suffering from stagnation and loss of competitive edge: As others innovate and pivot, your company’s offerings become outdated, leading to a gradual erosion of market share and influence. You may have some partners, but they are not performing at the level you expected.


• You’re also isolated in a connected world: Without the advantages of a rich influencing ecosystem of strategic alliances and partnerships, your company struggles to expand, facing barriers that competitors effortlessly overcome through their collaborative networked ecosystems.


• You’re vulnerable to disruption: Inflexibility and lack of diversity in thought and action leave your company vulnerable to economic shocks, technological disruptions, employee challenges, and shifting consumer behaviors.


• You have missed many opportunities for growth: The opportunities that arise from shared visions and cooperative efforts are missed, leaving your company trailing behind as others capitalize on these ventures.


• Your brand may be taking a dive: A company that is seen as behind the times struggles to attract and retain top talent, especially when the best candidates seek dynamic, forward-thinking, and collaborative work environments.


Contrast this with a successful partnering future, where your growth rate is a hockey stick, where you have created a flywheel of influencers and referrals, and people are talking about the work you do and the quality of your organization all over the place when you are not anywhere near the room nor any of your employees are present. It’s a world where you are known as a company that cares, that puts customers and partners first, and that focuses on the win-win in everything you do. It could be a finance person and business development person collaborating, a new partner you are recruiting—in all cases people and organizations are building for short- and long-term win-wins.


The contrast between these two futures should be incredibly telling. Implementing a dynamic system for partnering is more than about simply keeping pace; it’s about setting the pace. It’s about recognizing that the future belongs to those who are bold enough to dismantle the silos, build bridges, and foster ecosystems of innovation and mutual success.


The choice is not between change and stability, but between transformation and obsolescence.
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CHAPTER 1


SEVEN CORE PRINCIPLES FOR SUCCESSFUL PARTNERING ECOSYSTEMS


The partnering imperative (Strategy and Policy), the three dimensions, and Partner LifeTime Value® combined make up the System for Partnering Success. There are some critical fundamentals to consider. Below we will unpack Seven Partnering Fundamentals underpinning the system, before proceeding to the Three Dimensions within the system itself.


Principle 1: Embrace That There Is Now a Science and a System to Partnering Success


When you adopt and follow this model, you and your organization will generate:


• faster growth


• a higher return on your investment


• more sustainable profits


• accelerated productivity


• higher rates of innovation


The system for partnering success (referred to throughout the book as SPS) is defined as:
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In this book, each of the three dimensions is a factor in partnering success leading to Partner LifeTime Value®. According to our research with the University of Glasgow, High Partner LifeTime Value® organizations are more successful overall, with higher partner revenue, higher rates of innovation and profitability, and higher revenue overall than those organizations that only leverage partnering and channels as a hobby.


Principle 2: Partnering Starts at the Top


Partnering commitment needs to be at the highest levels of the organization for three primary reasons:


1. Ecosystem partnering requires all functions—finance, legal, marketing, sales, and product—to be successful. It is not a sales function; it’s a company strategy and policy. This means that organizations don’t allow battles between people but instead encourage productive debate so that when escalations occur, it’s a norm because everyone is trying to get to the right answer for the common good.


2. Successful collaboration externally and internally across the organization is critical for successful partnering. This means that everyone lives “work life” and “daily life” going about their business seeking to understand the company and partner’s best interests, curious and open to disagreeing and debating dissenting opinions, and always seeking win-wins in every collaboration.


3. Once the course is established, the organization must stay on it and not lose momentum. Once decisions are made, everyone aligns around them. And once a “right answer” from a company is given, everyone sticks together in that right answer! That means hallway conversations and backroom disagreements stop, and people move on to the next thing at hand.


Sure, partners provide short-term value-enhancing revenue generation, opening new markets, and offloading support services. The partnering potential, however, is far greater when you make a true long-term commitment to partnering.
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