Partnership model

Marketing model

No Risk Sharing

Partner gets paid from first payment
received.

If project later collapses — you stop
paying (no clawback).

Partner risk = 0 after intro.

Risk Your risk = full delivery risk.

Payment terms Example Flow

Types of lead

Partnership program
Reveune Sharing

Sales finance model

Collaboration Rules

Hot Lead = The prospect is ready to
discuss the project, has a budget, and a
specific need (e.g., CR™, ERP, mobile app,
Al, etc.).

Cold Lead = "Maybe in the future” / just
initial interest or awareness, not ready to

Client signs S30k project.

Payment schedule: $10k vpfront, $S10k mid,
S10k final.

Margin = $9k.

Premium Partner (20%): $1.8k total.
After Ist S10k paid = $600 commission.
After 2nd 510k — $600.

After 3rd S10k — $600.

If client stops at 2nd milestone — partner
got $1.2k, and that's it.

Under 20.000 15%

commit yet.
Hot lead Sales: 5%, Partner: |5-20%. QOver
Cold lead Sales: 10%, Partner: |0%.
Under 20.000 20%
Partner 20-25% Over 20.000 25%
Client

Under 20.000 |5%
Partner |5-20% Over 20.000 20%

50%K minimum monthly

Transparency — Partner must share all
lead info (company, decision-maker, budget
stage).

Contracts — Written agreement about %
and duration of commission rights.

Conflict Resolution — If multiple partners
bring same lead, first who registered it
wins.

20.000 20%

If they fully replace your Sales

If they just intro'd j

Upsale by W2W Upsell within 6 months = 5%.

E m < Upsale by Partner ongoing % (5-10%)

e

After 12 months — 0%.

'W2w

WIN TO WIN



