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IT Nation Evolve Member/Vendor Plan

GOAL OF IT Nation Evolve MVP:  
1. Facilitate a discussion between your company and one or more of your vendor partners 
2. Identify ways that you can work more closely together to drive mutual growth and success

There are six templates that have been made available for your use in joint business planning between you and one of your key clients.  Feel free to adapt as needed.  


	Execution Step
	Template
	Purpose/Notes
	

	Schedule the Meeting
	Template Letter
	
	

	Prepare
	Meeting Prep
	
	

	MVP Meeting
	
	
	

	· Agenda
	Agenda
	
	

	· Member Company Intro/Update
	Planning Doc
	· Review of prior year (what did/didn’t work well)
· Goals for year (where you are headed, who you serve, opportunities you see)
	

	· Vendor Sharing
	Planning Doc
	
	

	· Four Helpful Lists

	Four Helpful Lists
	
	

	· Plan on a Page
	Plan on a Page
	· Top 5 benefits/pain points in relationship
· Member and Vendor Goals
· Risks (might keep you from hitting goals)
· Drivers (things that ensure you hit goals)
· Marketing, Calendar, MDF
· Training and Support Needs
	

	· Action Plan
	Action List
	Add actions to this list throughout the process
	




    Insert company logo or letterhead

IT Nation Evolve Member & Vendor
Business Planning Meeting
Date, Location


As a highly valued Vendor Partner, I would like to invite you to participate in a joint business planning session between Vendor and IT Nation Evolve Member.  At this event, Vendor’s team will be striving to understand IT Nation Evolve Members plans for the future as well as sharing Vendor’s future direction and goals.  It is our desire to create a plan that allows us to work together over the coming year to drive mutual success.

To participate, we ask you to come prepared to provide guidance for our relationship and to share your plans for the coming year.  There are more details on our request contained later in this document.  The value you receive by participating will occur as we discuss the future direction of the industry and Vendor, and as we work collectively to plan for the future. 

By better understanding your direction and goals, Vendor hopes to be able to identify opportunities to better align and support IT Nation Evolve Member.  It is our goal to have a plan that blends and unifies the marketing, training, and sales activities of our two organizations.

This is a unique opportunity for IT Nation Evolve Member to sit at the table with Vendor to define a path forward together.  It is our desire to continue to mature our offerings, drive solutions to our partners, and to grow our business.  We also desire to be a key part of your future success and growth.

Time:
Set from previous discussion

Location:
Set from previous discussion - Suggested that you go to their office




Thank you for allowing us to be a part of your past success, and more importantly, a key part of your future success!


Signed,
VENDOR MEMBER REPRESETATIVE, JOB TITLE
Insert company logo or letterhead


[bookmark: _GoBack]IT Nation Evolve Member / Vendor 
Planning Meeting 20XX
Date | Time [Date | time]| Location [Location]
Agenda Items
		Topic
	Presenter
	Time allotted




		☐
	Introductions
	[Presenter]
	8:00 – 8:10 am

	☐
	Review of Agenda & Process
	[Presenter]
	8:10 – 8:20 am

	☐
	IT Nation Evolve Member – Review of 20XX (last year)
	[Presenter]
	8:20 – 9:00 am

	☐
	IT Nation Evolve Member – Direction of 20XX
	[Presenter]
	9:00 – 9:45 am

	☐
	Break
	[Presenter]
	9:45 – 10:00 am

	☐
	Vendor Presentation
	[Presenter]
	10:00 – 11:00 am

	☐
	Roundtable discussion – 4 Helpful Lists
	[Presenter]
	11:00 – 12:00 am

	☐
	Lunch
	[Presenter]
	12:00 – 1:00 am

	☐
	Building the plan
	[Presenter]
	1:00 – 3:00 pm

	☐
	Dinner
	
	6:00 pm

	
	
	
	





Other Information
Observers [Observers]
Nearby Hotels [Hotel info]
Special notes [Special notes]
 [Special notes]


Insert company logo or letterhead

IT Nation Evolve Member Business Planning Meeting
Information for presentations


Vendor focus areas for 20XX:

· Our unique business proposition as it applies to IT Nation Evolve Member
· Our SMB strategy for 20XX
· New solutions you should be considering.  Or new vertical focus areas.
· Marketing programs you should be part of
· Sources of MDF that are available to drive your marketing
· Resources that are available for your customer events and marketing efforts
· Training for your account managers to be effective in selling our solutions.  Plans on how they will be trained
· Certifications that you need to achieve.  Thoughts on funding those certifications.
· Technical training that your team needs.  Plans on how they will receive that.
· Our sales goal for IT Nation Evolve Member.  Incentives available if you exceed the goal
· Our expectations for you to be or become our go to partner in your area
· If IT Nation Evolve Member could hit a home run for Vendor, what would that look like?

We promise not to:

1. Have too many slides –details will be in the back of the slide deck as appendixes.
1. Share too much Product information – you can get that from our website.  The only product information would be to identify key areas you need to focus on at a very high level.
1. Share boring information you already know.  You are pretty savvy in your relationships with our organization, so we know that you are looking for strategic information and things to help guide your business in 20XX.  We won’t regurgitate the basic information on our partner program.
1. Share generalizations and marketing babble.  We know that you want real information you can build your business plan upon for 20XX.  That means detail on the direction of our organization.
1. Focus on customers outside your space.  We won’t come in with enterprise mentality or offerings.

Preparing your vendor presentation


As one of Vendor’s key partners, we would like to hear from you as part of our planning process.  Please focus on the following areas:

Review of last year:

1. What went well?
1. Where were your misses?
1. What were your high level financial results?
1. What services did you offer?  What was your product mix?
1. How did our relationship work?  What went well?  What could have been better?

Plans for this year:

1. What are your financial goals?
1. What is/are the profiles of your customer(s)?
1. What solutions and services are you planning to offer?
1. What are your pain points that need to be overcome?
1. What big bets are you making this year?  What are your major focus areas?
1. What are your biggest needs from Vendor?
1. If Vendor could hit a home run for you, what would that look like?
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4 Helpful Lists 

Steps
1. Assemble Your Team
When you perform this exercise make sure phones are silent, put away and laptops down.  

1. Get a Whiteboard or Wall Post-its
On a whiteboard or flip chart, make 5 columns; one with each of these questions:
· What’s right? (Optimize)
· What’s wrong? (Change)
· What’s missing? (Add)
· What’s confused? (Clarify)
· Core Issues (Patterns that develop or what is believed to be a root cause)
It is suggested that you use a whiteboard or paper, but you can also use the template included here.

1. Pose a Question
This is the prompt that gets the conversation of solutions going and the way you frame the question is one of the most critical steps of this exercise. You’ll need to pose the question so that your team can get to the underlying issue. So for example, you might say something like, “Let’s talk about the relationship between Vendor and IT Nation Evolve MEMBER.  What do you think is right as you think about our relationship?”

1. Fill out the Chart – Start with “What’s Right?”
Under each column, ask your team to contribute the answers related to the question you’ve posed.

It’s great if you can start with “What’s right?” as that will help you to avoid a gripe session and it releases dopamine to the brain creating motivation and a higher level of engaging dialogue. Then, as you move along to the rest of the columns, avoid putting everything into the ‘what’s wrong?’ column. Really think through what belongs in the ‘what’s missing?’ column (like things related to systems, processes, tools, resources, communication, trust) that could be the root cause of an issue. Many times ‘what’s confused?’ will be things related to communication and expectations (that haven’t been properly addressed).  The items in the ‘what’s confused?’ column should be worded as questions.

Your team will walk away feeling they contributed to co-creating a plan where their opinions and needs were heard, documented and filtered.

1. Identify Core Issues 
After you’ve exhausted your lists, go back to look for patterns and action items under each column.  

You’ll notice that there are things in each column that will relate to each other or the same root cause. So circle those (or perhaps draw lines or arrows to connect them). Then jot those items in the “Core Issues” column.  Is there a dependency that will force you to address one item on your list before you can address another item? If so, number them accordingly. 

4 Helpful Lists


	What is Right?
(optimize)
	What is Wrong?
(change)
	What is Missing?
(add)
	What is Confused?
(clarify)
	Core Issues

	
	
	
	
	



	


Member/Vendor Plan on a Page

	DRIVERS
	TOP 5 BENEFITS OF PARTNERING TOGETHER
	RISKS

	DEPLETED
	OPTIMIZED
	 
·  
·  
·  
·  
·   

	

Name

Name

Name

Name

Name

	5
	4
	3
	2
	1
	
	

	
Name

Name

Name

Name

Name
	
	

	
	TOP 5 PAIN POINTS
	

	
	
·  
·  
·  
·  
·  

	

	MARKETING PLAN/CALENDAR
	TRAINING & SUPPORT PLAN

	
	

	ANNUAL IT Nation Evolve MEMBER TARGETS
	ANNUAL VENDOR OFFERINGS

	REVENUE
	
	# CLIENTS PLACED
	
	MARGIN
	
	# UNITS PLACED
	
	PROGRAMS
	
	MDF AVAILABLE
	
	TRAINING $ AVAILABLE
	

	SMART Goal
SPECIFIC MEASURABLE ATTAINABLE RELEVANT TIME-BOUND
	Action Plan
What actions do you need to take to accomplish your goal?
	Accountability

	
	
	Who is Accountable?
	Resources
	Status
	Timeline

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
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IT Nation Evolve Member - Vendor
MEMORANDUM OF UNDERSTANDING

This memorandum is executed by and between ___________________________ , _________________________________(IT Nation Evolve Member), and ___________________________(IT Nation Evolve Vendor).
RECITALS
A. The parties are members of a peer group organized and operated by Heartland Tech Group, L.L.C. d/b/a IT Nation Evolve Peer Groups (IT Nation Evolve).
B. It is the desire and intent of the parties to jointly and collaboratively consult with each other, to provide certain benefits, and to undertake certain action for the purpose of providing assistance to each other so that both parties can maximize the return on their investment with each other.    
Therefore, in consideration of the mutual promises set forth herein it is agreed as follows:
1. Memberships and Affiliations.    IT Nation Evolve Member acknowledges that it is a member in good standing of an IT Nation Evolve peer group.   IT Nation Evolve Vendor acknowledges that it is a vendor in good standing with IT Nation Evolve. 

2. Obligations of IT Nation Evolve Member.


3. Obligations of IT Nation Evolve Vendor.


4. Independent Parties. The parties are and shall remain independent of one another.  The parties intend to create a contractual relationship with one another.  Nothing herein shall be deemed to cause this Memorandum to create an agency, partnership, employment or joint venture between the parties.  

5. Term and Termination. The term of this memorandum shall be ____________ or until a party elects to terminate this memorandum or no longer complies with paragraph 1 herein.   Any party may terminate their participation in this memorandum with 90 days advance notice to all other parties.  

6. Limited Liability.  In no event shall any party to this memorandum be liable to any other party for incidental, special, indirect or consequential damages of any kind or nature whatsoever suffered by that other party, including, without limitation, damages for loss of profits, loss of information, business interruption, or loss of privacy and in no event shall the aggregate amount of any such damages suffered by a party to this memorandum, whether caused by another party to this memorandum or not, create any liability, award of damages, or financial obligation of any kind on the part of any other party to the memorandum.  

7. Other Required Documentation.   The parties agree to execute additional documentation, as is reasonably required to effect the end and purpose of this Memorandum. 

8. [bookmark: _DV_M159]Best Efforts.  Each party will use its best efforts in good faith to take all actions and to do all things necessary, proper, or advisable to consummate, make effective, and comply with the terms of this Memorandum.  

9. [bookmark: _DV_M160]Governing Law. This Memorandum shall be governed and construed in all respects in accordance with the laws of the State of _________.  All parties specifically consent to the jurisdiction and venue of any state or federal court in _______.  In so doing, the parties waive any objection that venue in any such state or federal court is not convenient.

10. [bookmark: _DV_M161][bookmark: _DV_M162]Notices. All notices and demands of any kind or nature shall be sent to the main office of the individual Member.

11. [bookmark: _DV_M163][bookmark: _DV_M164][bookmark: _DV_M166]Alternative Dispute Resolution and Attorney Fees. With respect to any dispute arising between the parties of this Memorandum, the parties shall first attempt to resolve said dispute through mediation.   If unable to do so, the prevailing party shall have the right to collect from the other party its reasonable costs and necessary disbursements and attorneys' fees incurred in enforcing this Memorandum.

12. [bookmark: _DV_M171]Severance. Any provision of this Memorandum which is prohibited or unenforceable in any jurisdiction shall, as to such jurisdiction, be effective to the extent of such prohibition or unenforceability without invalidating the remaining portions hereof or affecting the validity or enforceability of such provision in any other jurisdiction, and to this end, the provisions hereof are severable.

13. Counterparts.  This memorandum may be executed in writing or electronically, or in separate counterparts, each of which shall be deemed an original, but all of which together shall constitute one and the same instrument.


Signed on the ___ day of __________, 2016
IT Nation Evolve Member
By:_______________________________________ Title: __________________ 
AND
IT Nation Evolve Vendor
By: ______________________________________ Title: __________________
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