
Build Your Partnerships Success Story

HYPERGOLIC

Ready to take your partnerships to the next level? I’m here to help with 
tailored solutions that drive results.
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Part-Time 
Consulting
Strategic analysis, setup and 
guidance to grow and manage 
your partnerships.

Workshops
Interactive sessions to 
empower your team with the 
partnerships expertise to 
succeed.

Coaching
Personalized support to 
unlock your full potential as a 
partnerships leader.

Partnerships, powered by real experience.

hello@gohypergolic.com

Work with me

Zap Example

HYPERGOLIC11.1

Prompt is shown to user, they click “I’m Interested”

User in Autodesk creates a task with keyword “equipment”1 Zapier grabs contact info and creates a lead3

Sales Rep is notified of the lead in Slack42

Expand the Partnership

HYPERGOLIC

After early wins, expand through�

� More Co-Marketing: Generate additional reach by investing in co-marketed 
virtual meetups (our version of a webinar) and in-person events�

� Enhanced Enablement: Meet directly with sales and success teams�
� No-Code or API Integrations: Launch a Zap to drive 9x more leads or an API 

integration to support existing customers.

11

The Zap

User action in partner’s 
platform (i.e. task 
creation with 
“equipment” keyword).

Trigger
Zapier captures lead 
data, sends it to your 
CRM and notifies sales 
via Slack – 

.
9x lead 

volume

Outcome
Pendo pop-up offers 
your solution (i.e. 
“Struggling with 
equipment? Try 
EquipRent!”).

Action

[template] Monthly Success Reports

HYPERGOLIC10.1

In the first few days of each month, send a success report to 
your point contact and others that should be aware of the data.

Attach a report detailing the most important metrics, trends and 
deals in pipe to collaborate on. Get the template

Lead with Consistent Reporting

HYPERGOLIC

Generate trust and keep the partnership moving forward by sending monthly 
success reports (via your CRM/Google Sheets) to partners, including�

� Lifetime and Monthly Metrics: Leads, conversions, customers, revenue, 
revenue share�

� 3-Month Trends: Point out positive trends and highlight opportunities for 
improvement�

� Summary Email: Type out a short but thoughtful interpretation of the current 
status of the partnership�

� : This is the perfect time to share recent wins and 
suggest improvements and submit data-driven requests to continually improve 
upon the partnership.



This builds trust, identifies opportunities and maintains momentum.

Insights and Suggestions
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[template] V2MOM

HYPERGOLIC

Hold weekly takedown meetings to review specific deals, identify opportunities 
for improvement and track progress towards shared goals.

09.1

Get the template

Launch a no-code integration, banner or case study. Use Slack for frequent updates, celebrate 
wins and hold weekly “takedown” meetings using the V2MOM framework (Vision, Value, 
Methods, Obstacles and Measures).

Optional

Launch with Momentum

HYPERGOLIC

We call it “Momo” – Execute agreed activities with a specific launch date, 
involving product, marketing and sales.



Minimum launch elements�

� Email: Get the largest reach with a co-branded email with a better together 
story is sent to each partner’s newsletter subscribers�

� Social: Make sure the world is aware (and, drive FOMO and awareness to other 
partners and potential investors) with LinkedIn promotion with employee 
engagement�

� Referrals: Get a commitment to get a specific number of initial referrals to 
generate quick wins.
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Negotiate  DealsWin-Win-Win

HYPERGOLIC

Aim for a win-win-win outcome (your company, partner, customer). 
Balance openness with strategic positioning (i.e. integrations, exclusivity).
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Key Principles

� Build trust and rapport with diverse partner stakeholders (sales, marketing, technical)�
� Keep agreements flexible but clear on mutual obligations�
� Outline initial activities in an exhibit (i.e. co-branded landing pages, webinars, referrals, 

integrations).

Negotiation Tips

� Use your agreement template when possible, but adapt to larger partners’ processes�
� Maintain weekly check-ins to keep momentum through signing and launch�
� Prioritize relationship-building over contract specifics.

Effective & Efficient Outreach

HYPERGOLIC

Target the right individuals at HVTs for discovery meetings�

� LinkedIn: If you have a partnerships professional, LinkedIn’s algorithm 
highlights relevant contacts�

� ZoomInfo/Clay: Enrich CRM data and gain more insights on target contacts�
� Outreach: Use sequences (emails + LinkedIn touches) to secure meetings 

70% of the time. Focus on 20-50 partners initially.
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Using LinkedIn and 
ZoomInfo, clearly 
identify the best 
individuals to get in 
touch with.

Identify
Use proven email + 
LinkedIn sequences 
that get meetings on the 
books in days, not 
weeks.

Connect
Push  

 directly into 
your CRM with 
ZoomInfo and Clay 
integrations.

contact
information

Enrich

Example Zap

HYPERGOLIC06.8

Test the zap and celebrate wins with the company to keep 
that momentum up

Use the Zapier Copilot to build 
your 2-step zap

Select the proper fields to 
trigger the zap

Select the slack channel to send the 
message

Use AI to generate a celebratory 
message to share with the company

Send a slack message when a partner-sourced deal is won

Zapier Setup

HYPERGOLIC

Create a few simple zaps to celebrate wins, communicate success and 
notify reps with timely lead data.

06.7

New Partners 
Signed
Celebrate early wins when 
new partners are coming on 
board.

New Lead 
Notifications
Sourced from Crossbeam and 
high-intent actions (i.e. 
partner referrals, in-app zaps, 
form fills, etc.), notify reps 
immediately with pertinent 
information.

New Business 
Won
Make sure the organization is 
aware when partner-sourced 
new business has been won!

Over time you’ll likely set up dozens of zaps to increase the efficiency of the channel.



The goal is always the same: get the right information to the right people at the right time so they can make an informed 
decision.

Slack Setup

HYPERGOLIC06.6

Set up a #partnerships channel for all primary 
comms to share with a broader team.



Set up a new channel for each partner to 
collaborate on deals

Set up Crossbeam notifications to specific channels so you’re aware of 
new opportunities to collaborate with your partners on

Notion Setup

HYPERGOLIC06.5

Add a few important details for each active 
partner on a dedicated page

Create a Partnerships Wiki page to be a source 
of truth for internal teams

Outline active partners and important, high-level information for internal 
teams, including quick links to view partner-specific collateral

Clay Setup

HYPERGOLIC06.4

Automate outreach to the best prospects with the strongest signals leveraging partner, firmographic and intent data.

Outreach Setup

HYPERGOLIC06.3

Set up a 10-day sequence with 3 emails and 2 LinkedIn 
outreaches

Day 1

Day 3

Get the full sequence

PRM Setup

HYPERGOLIC06.2

Set up reports with each partner with alerts to reveal top opportunities 
for introductions and co-selling opportunities.

Push helpful notifications directly into Slack

Install Crossbeam’s Copilot to Salesforce to view helpful 
data and insights from your partners directly in your CRM.

CRM Setup

HYPERGOLIC06.1

Add a “Partner Data” tab and custom fields for partners data Create an All Partners report to optimize your daily efforts

Create a Partnerships Open Pipe report to stay on top of your 
best deals moving through the funnel

Create a main Partnerships Dashboard that features key metrics including 
weekly and monthly leads, opportunities, deals won, revenue, etc.

Set Up Your ELG Tech Stack

HYPERGOLIC

Enrich accounts and build automated workflows 
with clay, keep everything organized with Google 
Drive and share partner strategies and details 
company-wide with Notion.

Internal Tools

Create a #partnerships channel and partner-
specific channels to collaborate on deals and share 
wins with slack. Set up no-code integrations to 
boost lead volume with zapier.

External Tools
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Centralizes partner accounts, 
prospects, leads and reports.

CRM

Identifies overlapping 
customers and prospects so you 
can collaborate on opportunities 
with partners.

PRM

Streamlines outreach efforts 
through customized sequences.

Outreach

REQUIRED REQUIRED

Example HVT List

HYPERGOLIC

Estimated data for each field is added to each potential partner and our AI 
agent builds an algorithm to create a weighted score for each.

05.1

The weighted score outcome determines our High Value Target partners. Get this example sheet & algo

A
lg

o

Create Your High Value Target (HVT) List

HYPERGOLIC

From your IPP, build a prioritized list of ~20 high-potential partners (Tier 1/
HVTs). Others are Tier 2 (later, you may add a third tier for scaling).
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Identify Known 
Partners
List non-competitive industry 
leaders or strategic investors.

Leverage 
Marketplaces
Explore partners’ public 

 for their Tier 1 
partners (i.e. platinum/gold 
badges).

marketplaces

Check 
Integrations
Review integration pages on 
major platforms to find 
ecosystems with ICP overlap.

Evaluate the best types of partners to work with to achieve your goals: tech partners, affiliates, associations, resellers/VARs, 
consulting groups and suppliers.



Use AI Tools: Input your IPP into AI platforms to discover and validate partners. Rank partners numerically (e.g., Your Top 
Partner = Partner 0, HVTs as 1.1-2.9, others 3+).

Example IPP

HYPERGOLIC

This IPP outlines the characteristics of a strategic partner that aligns well with our 
business objectives�

� Number of Mutual Customers: 10�
� ICP TAM Accounts: 1,000�
� Strong Levels of:�

� Partner Influence on Account�
� Partner Sales & Marketing Resource�
� Partner Brand Presenc�

� Product Synergy: High overlap in product/service solutio�
� Potential Speed to Launch Partnership: Fast



Our algorithm weights those aspects most important (mutual customers, ICP 
TAM, product synergy) so we prioritize partners with the highest chance of 
success.

04.1

Define Your Ideal Partner Profile (IPP)

HYPERGOLIC

For logo growth, identify partners with high potential to deliver results. Create an 
IPP by defining�

� Mutual Customers: How many mutual customers does it take to clearly define 
there’s great synergy potential�

� ICP Overlap: How many ICP customers of your partner make them ideal�
� Partnership Potential: Assess their partnerships team, referral ability, 

integration potential, digital reach, brand and customer influence�
� Product Synergy: Ensure your solutions complement each other for pitching, 

content and integrations�
� Speed to Launch: While the largest partners might have the largest ICP TAM, 

how critical is speed to launch for the success of your partnerships?



Build an algorithm to score partners based on these factors, refining with data 
from conversations and tools like clay and Crossbeam.

04

Build the Team

HYPERGOLIC

Reverse-engineer your team based on your goals:
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Full Commitment
Hire a dedicated VP or 
Director of Partnerships to 
lead.

Testing the Waters
Start with a part-time 
consultant.

Scaling Up
Add partner managers and a 
partner development rep for 
outreach and success.

Partnerships are collaborative, requiring cross-functional work with marketing, product, sales, legal and customer success. 
Ensure these departments are prepared to support.



A single dedicated person is essential to launch the program effectively.

When is the Right Time to Build 
Partnerships?

HYPERGOLIC

Deciding to build a partnerships program depends on your company’s stage and 
readiness. Key questions to assess�

� Do you have a well-defined Ideal Customer Profile (ICP)? With roughly 
100-150 B2B customers, you should understand your ICP clearly�

� Is there leadership buy-in? Partnerships require commitment, resources and 
alignment with company goals�

� Are you ready for logo growth? Partnerships leverage a partner’s reputation, 
brand and relationships to efficiently acquire customers.



If these criteria are met, proceed with clear objectives, such as a specific number of new customers or ROI 
multiple. Successful partnerships can drive significant % of net new revenue, though success hinges on 
leadership support, the right team and a robust tech stack.
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Why Partnerships Matter

HYPERGOLIC

Partnerships can drive upwards of 35% of new 
logos and new revenue.



Fast, efficient growth by leveraging your partners’ 
brand, reputation, data and relationships.

Logo Growth

Secure and defend your lead in the market with 
relationships and integrations through 
partnerships.

Build Your Moat

Accelerate your chances of being acquired, or



More effectively determine the right acquisitions for 
your organization.

M&A

Increase net revenue retention by continually 
delighting your customers and providing them with 
solutions you won’t build yourself.

Stickiness & Retention
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Revenue

$8M+
B2B Leads

5,500+
GMV

$50M+

↑Leads with the Zap

9x
Faster Sales Cycle

25%

Some of the companies we’ve worked & partnered with

By implementing these methods we’ve achieved:

The Partnerships

Playbook

HYPERGOLIC

A complete guide of proven strategies to build, scale

and manage high-impact partnerships.

https://gohypergolic.com
https://docs.google.com/spreadsheets/d/1lV1Y2qbQw48loGPL-c7TQigdVAxsOruAIcwafQnPgKQ/edit?usp=sharing
https://docs.google.com/document/d/13NOyd2aAY12MF3DfTAhwiFG9CCYYZuDviRNw_egLKSk/edit?usp=sharing
https://docs.google.com/document/d/1YUlDZdMzhoEr--81FU0KJxoNRO2dwv_LCQhnCCF87J4/edit?usp=sharing
https://docs.google.com/spreadsheets/d/1yEcKzJVJ1uQm_pPKA4ETbhkesma1FQtPW8OC0hqyQew/edit?usp=sharing

