Partner Manager 30-60-90 Day Plan
This plan is written for a partner manager or channel manager joining a B2B SaaS company with an existing partner program. If you are the first partner hire and there is no program yet, move the program-building items (partner agreement, tiers, onboarding) into days 1 to 30. Replace the highlighted figures with numbers you agree with your manager.
Plan details
	Item
	Detail

	Name
	[Your name]

	Role
	[Partner Manager / Channel Manager]

	Company
	[Company name]

	Start date
	[Date]

	Manager
	[Manager name, title]

	Partners in scope
	[Number] active partners, [Number] in onboarding



What this plan is for
By day 90 I will understand our partners and customers, have a clear view of which partners produce revenue, and have a working plan to grow partner-sourced pipeline. The three priorities are:
1. Learn the product, the customer, the current program and what each active partner needs (days 1 to 30).
1. Build relationships, plans and fixes with the partners that matter most (days 31 to 60).
1. Execute on recruitment, enablement and pipeline, and report results against agreed targets (days 61 to 90).
Days 1 to 30: Learn
Goals
· Understand the product, the ideal customer and why customers buy.
· Understand how the partner program works today: the agreement, tiers, fees, deal registration and payouts.
· Meet every active partner and the internal teams that partners depend on.
· Agree success measures for the first 90 days with my manager.
Activities
· Complete product training and give a demo to my manager by the end of week 2.
· Sit in on at least [5] sales calls and [2] customer success calls.
· Meet sales, marketing, customer success, finance and product leads to learn how they work with partners today.
· Review the partner agreement, commission rules, deal registration policy and the last two quarters of partner data in the CRM.
· Hold a 30-minute call with each active partner: what they sell, who their clients are, what has worked, what gets in the way.
· Read the notes from the last [3] partner deals that were won and the last [3] that were lost.
Deliverables
☐  A partner portfolio review: each partner's revenue, pipeline, registered deals and engagement over the last [12] months.
☐  A segmentation of partners into [invest, maintain, review] based on that data.
☐  A list of the top [5] problems partners raised, with a first view of which to fix first.
☐  Agreed 90-day targets, signed off by my manager.
Days 31 to 60: Build
Goals
· Build joint plans with the partners most likely to produce revenue.
· Fix the [2 or 3] process problems that slow partner deals down.
· Start a recruitment pipeline for new partners that fit our profile.
Activities
· Write a joint business plan with each of the top [5] partners, with quarterly pipeline and revenue targets.
· Agree an approval time for deal registrations with sales leadership and start reporting against it.
· Fix the most common partner blocker, for example slow registration approvals, unclear commission statements or out-of-date sales materials.
· Define the ideal partner profile with sales and marketing, and build a list of [30] target partners.
· Start outreach to target partners and hold first calls with at least [10].
· Agree an enablement plan: which partner sellers need certification and by when.
Deliverables
☐  Joint business plans signed off with [5] partners.
☐  An ideal partner profile and a target list of [30] partners.
☐  A written deal registration and conflict process that sales leadership has agreed.
☐  A monthly partner report showing sourced and influenced pipeline and revenue.
Days 61 to 90: Execute
Goals
· Show measurable progress in partner-sourced pipeline.
· Sign and onboard the first new partners.
· Set the rhythm for running the program: QBRs, scorecards and reporting.
Activities
· Run quarterly business reviews with the top [5] partners using a scorecard.
· Sign [2 to 3] new partners and take each through onboarding to a first registered deal.
· Run one joint marketing activity with a top partner, such as a webinar or co-branded campaign.
· Join deal calls with partners on every registered opportunity above [$20,000] ARR.
· Present a 90-day review and a plan for the next two quarters to my manager and sales leadership.
Deliverables
☐  QBRs completed and scorecards shared with the top [5] partners.
☐  [2 to 3] new partners signed and onboarded.
☐  A plan for the next two quarters: targets, recruitment, enablement and budget.
Measurable outcomes by phase
	Outcome
	Day 30
	Day 60
	Day 90

	Active partners met one-to-one
	[All]
	[All]
	[All]

	Joint business plans agreed
	[0]
	[5]
	[5]

	Target partners contacted
	[0]
	[10]
	[25]

	New partners signed
	[0]
	[1]
	[3]

	Deals registered by partners (cumulative)
	[4]
	[10]
	[18]

	Partner-sourced pipeline created (cumulative)
	[$50,000]
	[$150,000]
	[$300,000]

	Partner sellers certified
	[0]
	[3]
	[6]

	Median registration approval time
	[Measured]
	[3 business days]
	[2 business days]



Check-ins with my manager
	When
	Focus

	End of week 1
	Confirm priorities, access and the people I need to meet

	Day 30
	Portfolio review, partner segmentation and agreed targets

	Day 60
	Joint plans, process fixes and recruitment pipeline

	Day 90
	Results against targets and the plan for the next two quarters



Presenting this plan in an interview
If you are using this plan as a candidate, you will not have the company's partner data, so:
· Label your assumptions. Say what you assumed about the program (number of partners, partner types, sales cycle) and invite the panel to correct you.
· Spend most of your time on days 1 to 30. It shows you will learn before you change things. Keep days 61 to 90 to a few concrete outcomes.
· Use their language. Use the partner types, product names and customer segments from the job description and the company's website.
· Bring numbers, and say where they come from. For example: "If the average partner deal is about [$15,000] ARR and the win rate is about [25%], then [$300,000] of pipeline should produce about [$75,000] in new ARR."
· Keep it short. Five to seven slides or two pages, presented in ten minutes, with time left for questions.
· End with questions for them. Ask which outcome they would change, and what the previous person in the role struggled with.
