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[bookmark: _ytfvju3wu3cj]Partner Meeting Preparation
Use this form to prepare for an introductory conversation about a potential Sitemule partnership.
The purpose is to give us a useful starting point for the discussion and help us understand your business, market, capabilities, and ambitions. It also helps us identify the partnership model that makes the most sense and where our respective strengths can complement each other.
You do not need to complete every section. Please fill in the areas that are relevant to your business and use the remaining questions as prompts for the meeting.

[bookmark: _1o8k2bq2prk9]Company information
	Contact name
	

	Company name
	

	Address
	

	Country
	

	Email
	

	Phone
	

	Legal entity type
	

	Company registration number
	

	VAT number
	


[bookmark: _628j5p1gnd4c]

[bookmark: _993gq3tzia09]Partnership
[bookmark: _novggqh8any2]Preferred partner model
Which partner model currently seems most relevant to your business? We can confirm the final model together during the meeting.
☐ Technology Alliance Partner
☐ Business Partner
☐ Affiliate Partner
☐ Not yet decided
[bookmark: _6cilapoi24lb]Sitemule products and modules
Which products or modules are you most interested in representing, implementing, integrating, or building on?
	


[bookmark: _m5qc3jj3tfdt]
Your products and solutions
[bookmark: _pd7n2m96ulnz]Your own products
Briefly describe the products or solutions your company develops or owns.
	


[bookmark: _o3n6xejkl9a4]


[bookmark: _z7xjxgbcnu4c]Third-party products
Which third-party products or technologies do you currently work with or represent?
	


[bookmark: _mbzcgm1mi5g6]
Existing partnerships
Do you currently have partnerships or commercial relationships with other vendors in the IBM i ecosystem?
	


[bookmark: _g5yvfj9blqa9]
Market and territory
[bookmark: _8vis6ejqmkas]Geographic focus
Which geographic markets do you currently serve, and where are you looking to grow?
	


[bookmark: _fxqq6alucvxw]
Markets and customer segments
Which markets and customer segments do you primarily serve?
	


[bookmark: _lr8tt6naojm3]
Industries
Which industries represent your strongest experience or market presence?
	


[bookmark: _krgk9rc1ey5v]
Experience and capabilities
[bookmark: _2cvvs85l3uib]Capabilities
What IBM i and related technical capabilities does your team have?
	


[bookmark: _hn1ya51d48a9]
Experience
What experience do you have with IBM i modernization, integration, implementation, or sales?
	


[bookmark: _3nylwc6qn2nt]
Company background
Tell us briefly about your company, its history, and how the business has developed.
	


[bookmark: _wj9bw3ggbdob]
Network
How are you involved in the IBM i community – for example through user groups, conferences, professional communities, or other networks?
	


[bookmark: _k53dxo7c8se8]
Customers and references
What types of customers do you work with, and are there any relevant customer references you would like to highlight?
	


[bookmark: _hlm7x2f14hkf]
Certifications
Do you hold any certifications or specializations that may be relevant to the partnership?
	


[bookmark: _wncay4f18jsc]


[bookmark: _wsxq3xofc9ho]Positioning
[bookmark: _hcca815a7x68]Market and competition
Which companies or solutions do you most often compete with?
	


[bookmark: _h2wtfhibdixq]
Differentiation
What sets your company apart, and what value do customers typically choose you for?
	


[bookmark: _lkkl48wr4now]
Opportunity and expectations
[bookmark: _wlddbvsmp4cr]Partnership expectations
What would you like the partnership to develop into over the short and longer term?
	


[bookmark: _8dhlir75no0]
Opportunities and use cases
Which customer needs, use cases, or business opportunities do you see the greatest potential in?
	


[bookmark: _c97y1swmhih]
[bookmark: _mmm06ye0u0gf]Resources
Who do you expect to involve in the partnership – for example in sales, technical delivery, implementation, or management?
	


[bookmark: _r36u5rv8wlyn]
Timeline
When would you ideally like to get started if we agree there is a good mutual fit?
	


[bookmark: _m49z1tjfcdbd]
Anything else you would like to discuss
[bookmark: _2r9z485e1bly]Additional topics
Are there any other questions, opportunities, or topics you would like to cover during the meeting?
	


[bookmark: _ld4aadlqyeff]
Contact
CEO Martin Hecht Olsen
Mobile: +45 40 11 77 11
Email: mho@system-metode.dk
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