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A framework for partner performance management and scorecard design — building
scorecards that capture genuine predictive indicators of partner value (engagement quality,
pipeline health, customer satisfaction) alongside historical sales volume, avoiding
scorecards that only look backward at past performance without informing forward-looking
partner investment decisions.

Isn't historical sales volume the most straightforward and

reliable measure of partner performance? Historical volume is relevant but backward-
looking alone — it doesn't capture leading indicators (engagement quality, pipeline health,
customer satisfaction with the partner) that predict future partner value, which matters
significantly for forward-looking investment and tier decisions.

What's the risk of a partner scorecard based purely on historical

sales volume? It can miss emerging risk (declining engagement, customer satisfaction
issues) in partners with strong historical numbers, or fail to recognize genuine future
potential in newer partners without yet extensive historical volume but strong leading
indicators.

{ "@context": "https://schema.org", "@type": "FAQPage", "mainEntity": [ { "@type™:

"Question", "name": "Isn't historical sales volume the most straightforward and",
"acceptedAnswer": { "@type": "Answer", "text": ‘"reliable measure of partner
performance?\nHistorical volume is relevant but backward-looking alone — it

doesn't\ncapture leading indicators (engagement quality, pipeline health,\ncustomer
satisfaction with the partner) that predict future partner\nvalue, which matters significantly
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for forward-looking investment and\ntier decisions." } }, { "@type": "Question", "name":
"What's the risk of a partner scorecard based purely on historical", "acceptedAnswer": {
"@type": "Answer", "text": "sales volume?\nlt can miss emerging risk (declining
engagement, customer satisfaction\nissues) in partners with strong historical numbers, or
fail to\nrecognize genuine future potential in newer partners without yet\nextensive
historical volume but strong leading indicators." } } 1}
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