Channel Sales/Marketing Orientation Questions
1. What is our jump start margin?
2. If a reseller goes inactive, then starts up again does the jump start margin apply or is it a onetime only deal?
3. Do we plan on having any partner conferences?
4. What are the limits on NFR copies?
5. Is the limit on NFR copies on a sliding scale based on the company size?
6. Are NFR copies and seed copies the same thing?
a. If not, what is the difference?
7. Are the policies we have in place pretty standard with what the resellers are used to?
a. If not, what are the biggest differences in our policies?
b. Are any of our policies so different from what they may be used to that they will stand out to the resellers?
8. Since resellers start at the gold level when they sign up is there a level below that?
a. Is our gold level comparable to an authorized level?
9. What is the “exclusive pricing discount” for registered opportunities?
10. Is this discount applied to all registered opportunities?
a. If the discount is not applied to all opportunities, what criteria must the opportunity meet to be eligible for a discount?
11. What is the pricing difference between a resellers registered opportunity and an opportunity for a non-registered reseller?
12. Can a non-registered reseller receive leads?
13. Since it is first come first serve on opportunities, will there ever be a scenario where 2 resellers are in contact with 2 different people from the same lead?
a. If this is something that could happen, what is done?
14. Although “opportunities cannot be combined,” can 2 resellers work together on the same opportunity?
a. If this is ever allowed, how will credit for the sale be split?
b. How would commissions be split?
15. Are resellers able to see any leads/opportunities they are not working on?
16. Will resellers be aware of which leads & contacts another reseller is assigned?
17. Will resellers have access to the entire lead/opportunity data base or only what they are assigned?
18. What information is taken into consideration for an authorized reseller to be considered?
19. How many opportunities is a reseller able to reject before action is taken?
20. Are resellers required to provide a reason for rejecting an opportunity?
21. Is the opportunity registration discount applied to all opportunities?
22. What information is required from the reseller when applying for an expired opportunity discount?
a. Can the request for the discount be denied?
b. If so, what reasons would it be denied for?
23. Will actions be taken if a reseller consistently has to reapply for the opportunity discount?
24. More clarification is needed on the claim paid line of the rules of engagement, bullet point 10 on the Deal Registration Policy page.
25. How many of each lead classification will a reseller receive?
26. Since resellers are allowed a maximum of 10 open leads, is there a limit on the number of leads for each classification (A, B, or C)?
27. Is the reseller able to pick & choose their leads?  
a. Is a lead list sent to the reseller for them to choose from or will they be assigned randomly?
28. What personal data is required from reseller for their profile?
29. Are resellers required to sign a separate NDA or is the wording in the VAR Authorization Agreement sufficient?
30. What are the consequences to the reseller for violating the NDA?
31. Are resellers allowed to share collateral &/or information with resellers who are not part of the program?
a. If not allowed, what is done to ensure sharing doesn’t happen?
b. If not allowed, what are the consequences to the reseller for sharing information?
32. Will there be a “blacklist” for resellers who are removed from the program?
a. If so, what actions would result in a reseller being placed on the blacklist?
33. What are the consequences for a reseller working on an opportunity prior to registering it through the system?
34. Will all resellers begin & stay at the gold level or will they be required to perform to maintain that status?
a. If there are performance requirements to be met, how long will the reseller stay at the gold level before being bumped down?
35. What type of certification, if any, will our resellers be required to obtain?
36. How soon after a deal is closed can the reseller expect to be paid?
a. Are there any instances where we know the payout will be either faster or slower?  (i.e. the size of the opportunity closed, length of contract, implementation time needed)
37. How will resellers receive their commission?  (Check, direct deposit?)
38. How do cancellations effect the reseller?
a. Will there be charge backs on commissions paid?
b. If a reseller has a multiple cancellations will that impact the number & quality of leads assigned? 
i. If so, after how many cancellations?
c. Will there be a limit to the number of cancellations “allowed” for each reseller?
i. If so, what happens when this limit is reached?
ii. Is the reseller then removed from the program?
1. If so, can the reseller join again at a later time?  (After additional training is completed?)
39. What is our process for referred leads?
40. How much is paid for referrals?  (Dollar amount or percentage?)
41. On a reseller generated referral will the reseller be paid commission & a referral bonus or would a higher commission be paid out?
42. How will reseller generated referrals be assigned out?
a. Is the reseller who provided the referral given first choice or is the lead assigned out like any other would be?
43. How are customer generated referrals handled?
44. Will customers be rewarded for referrals that sign up?
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