
        
        

DYNAFLOW ALLIANCE PROGRAM DESCRIPTION

(Revision G – September 2006)
The present document provides its readers detailed information related to the DynaFlow Alliance Program, both for the:

· Certified Partner Alliance member (click title to go to section)
· Authorized Reseller Alliance member (click title to go to section)

· Alliance Members Comparison chart  (click title to go to section)
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	CERTIFIED PARTNER ALLIANCE


Certified Partners Categories

The DynaFlow Certified Partner Alliance members consists of two (2) different categories, each containing a unique set of qualifications. To determine the category that best fits your organization, please review the descriptions below:

1. Services Solution Partners: Integrators and consultants who provide a range of value-added services based upon DynaFlow’s product offering. These include installation, business analysis and redesign, organizational impact, change management, site planning, project management, integration services, training services, outsourcing/facilities management and the development of custom and unique applications for an end user customer.

2. Software Developers: Independent software developers (ISVs) who wish to build and market an interface between their software products and DynaFlow. Developers who wish to resell DynaFlow along with their product may qualify either as value-added resellers (VARs) or original equipment manufacturers (OEM)s. Value-Added Resellers (VARs) are a category of software developers who wish to develop and sell applications or solutions that run on top of core DynaFlow technology. Original Equipment Manufacturers (OEMs) are developers who build software products and solutions within which DynaFlow is an embedded component, included in every license of the OEM's product.

Qualification Criteria

Solution Partner & Software Developers are a select group of Partners who have met the following

criteria:

· They already market a commercially available product or service-driven solution

· They have a commitment to integrate their product/services with DynaFlow

· They have the ability to undertake all aspects of the integration

· They are committed to maintaining and supporting the integration

· They have committed to learn and understand DynaFlow products via program-mandated levels of training and competency

· They are committed to maintain a minimum of two trained consultants within each authorized geography and practice

· They have proven domain expertise within one or more DynaFlow focused markets

· VARs and OEMs must meet the following additional criteria:

· Strong market share; among the top five within their target markets

· Strategic role within DynaFlow's vertical industry strategy

· Dedicated sales force trained and committed to selling integrated applications and solutions

· Commitment to dedicate and maintain a minimum of one DynaFlow-trained sales representative within each major regions

How We Help Alliance Partners Succeed

When accepted as DynaFlow Alliance Partners, Solution Partners and Software Developers receive access  to a rich set of technical, educational, and marketing tools and resources designed to make development as smooth as possible and ensure maximum market exposure for the DynaFlow-integrated product.

These resources include:

TECHNICAL:

· Development Software. Solution/Development Partners receive competitive discounts on DynaFlow software and documentation for developing their solutions and porting them to a wide variety of platforms if applicable.

· Technical Support. Solution/Development Partners receive technical support for all released DynaFlow products

· Software Updates. Solution/Development Partners receive automatic upgrades and enhancements to DynaFlow software. In selected situations, Solution/Development Partners are also eligible for pre-released (beta) versions of software.

EDUCATION:

· Technology Training. With discounts on training courses offered by the DynaFlow Institute, Solution/Development Partners learn how to achieve maximum effectiveness with DynaFlow technology.

· Sales Training. We'll help transfer knowledge to our Solution Partners' sales professionals by training them on DynaFlow products and positioning in today's market.

· Consulting. DynaFlow's consulting group is available to help Solution/Development Partners make the most of their investment and ensure their success with DynaFlow technology. 

MARKETING & SALES:

Upon completion and successful certification, the Solution/Development Partners are eligible to participate in the following DynaFlow marketing and sales programs:

· Partner Hotline. Solution Partners can keep up to date on DynaFlow products, services, and marketing efforts by accessing the Certified Partners Hotline, which acts as a single point of contact for all non-technical issues.

· Partner Web Site. An exclusive Alliance Partners section (password protected) of the DynaFlow website is made available to Certified Partners with up-to-date product information, marketing collateral, and other valuable resources for marketing and working with DynaFlow products. In addition, the Certified Partners information/identification is included in the Alliance Partner catalog of the DynaFlow website.

· Cooperative Marketing. Whether exhibiting at trade shows, hosting joint seminars, or teaming on sales calls, we work directly with our Certified Partners on marketing programs to help them promote their products on a broader scale.

· Demonstration and Training User Licenses. Solution Partners receive internal licenses that enable them to build and deliver product demonstrations, and help their team members to stay familiar with DynaFlow products.

· Demo Support. DynaFlow offers to all Certified Partners direct sales support including (but not limited to) the usage of DynaFlow servers and online applications, enabling Partners to prepare and deliver customer specific demonstration without having to care for the technical setup and configuration or the web connection. This online support also includes the conversion of business models for the purpose of customer demo and trial period. 

· Media Relations. DynaFlow has been very successful in securing positive coverage by the press and analyst community, and we'll leverage our contacts with the trade and business press to ensure that our Certified Partners get maximum exposure.

· Solution Partner Logo. Certified Partners receive instant identification and benefit from DynaFlow's market awareness when they use the exclusive DynaFlow Certified Partner logo on product literature, packaging and advertising. (made available when certification is completed).

· User Group Meetings. Certified Partners will have access to DynaFlow User Group meetings and exchanges.

· Multinational Sales Coordination. The DynaFlow Certified Partner Program is designed to be flexible and responsive to Partners who provide customer solutions on a global scale. Certified Partners may leverage our local relationships in many countries and our international press and analyst contacts.

· Lead Referrals. Solution Partners may tap into DynaFlow's lead generation process to develop new sales opportunities for their products. As we receive prospect calls requesting third-party solutions and integration services, we pass appropriate leads to our Certified Partners.

Respective obligations:

Under this Certified Partner program, each party agrees to the following conditions & obligations:

DynaFlow accepts and commits to:
· Internal Demo/Training/Internal Operations license: provide the Partner with one internal software license of EZ-Process Suite for internal training, customer demonstration purpose and Partner internal operations, for the duration of the Partner agreement. This license is provided to the Certified Partners at 75-95% discount of standard price list. Partner modules include:

· EZ-Publisher / EZ-BPR / EZ-Book / EZ-Librarian modules - Partner demo license price: $1,600 including:

· One EZ-Publisher Server license validated for two (2) publishing repositories (R100) totaling 200 diagrams (unlimited publishing models),

· three (3)  EZ-Publisher Client licenses

· one (1) DEM import module (Baan IV or ERP-5) (unlimited diagram import/conversion)

· EZ-Publisher Automated Document Registration module validated for up to 600 published documents (one repository)
· EZ-BPR with unlimited BPR calculations and simulations (EZ-Publisher required)

· EZ-Book validated for 200 book generations (EZ-Publisher required)

· EZ-Workflow module - Partner demo license price: $2,000 including: 

· One (1) EZ-Workflow Server license validated for 50 concurrent active workflow instances, 

· three (3)  EZ-Workflow Client licenses

· with Online Workflow monitoring module

· with Conditional Step Execution module

· EZ-Modeler module - Partner demo license price: $500 including: 

· 3 named-user licenses 

· EZ-Compliance module - Partner demo license price: $1,400 including: 

· one (1) EZ-Compliance Portal Server license 

· two (2)  EZ-Compliance Client licenses

· the SOD Scan function with 5,000 authorizations license

· the DEM Import module

· Two (2) EZ-Process repository database - Partner demo license price: $500 including: related technical documentation 

· EZ-Process complete User documentation (free of charge)

· Extended Internal Deployment: provide the Certified Partners a 65% discount of standard price list for any additional EZ-Process base and/or optional modules (excluding subscription licenses) to be used solely within the Partner organization for the purpose of internal training or operations.

· EZ-Process Software Maintenance: provide free of charge to Certified Partners software upgrades of modules included in partnership agreement.

· Initial Alliance Kick-Off Setup Package: visit the Partner organization and perform the following Alliance Program “Kick-Off” tasks:

· perform an onsite installation of selected EZ-Process Server and Client components 

· install on Partner Intranet the complete set of EZ-Process documentation

· perform the import and web-conversion of any regional DEM business model (if applicable)

· personalize the web-navigation interface of EZ-Process modules to include the organization name & logo, intranet links and company specific instructions

· provide technical setup training to network/intranet administrators (up to 12 people)

· provide functional training to the selected Partner sales and support staff (up to 12 people)

· provide sales positioning session to all relevant Partner sales consultants (up to 20 people)

· provide the EZ-Process technical documentation of database structure and EZ-Process interface specifications

· EZ-Process Training: if additional training for internal Partner Consultants is required, provide the Certified Partners a 25% discount on all training courses (T&L extra), provided by DynaFlow or other Certified Partners (as defined by DynaFlow). In addition, up to two (2) Partner Consultants can be trained free of charge when joining an EZ-Process training provided to their closed accounts (customer approval required).

· Customer Sales Commissions: upon the Certified Partners filling the EZ-Process Lead/Referral Form, and the prospect organization not already active in another active sales initiative, DynaFlow provides the Partner organization a sales commission up to 40% based on closed deal selling price, based on key tasks in grid:

	A
	Certified Partner provides the customer referral information and is key to establish the first contact that lead to the sale
	Partner receives 5% of selling price
	

	B
	Certified Partner acts as a facilitator between DynaFlow and the prospect to simplify/shorten the sales cycle and establish credibility in the product and overall business solution
	Partner receives +5% of selling price
	

	C
	Certified Partner coordinates the presale activities and organize & present the product demo, resulting in the purchase confirmation of any EZ-Process modules
	Partner receives +10% of selling price
	

	D
	Certified Partner performs the onsite installation and configuration of EZ-Process solution 
	Partner receives +5% of selling price
	

	E
	Certified Partner performs onsite EZ-Process training of product
	Partner receives +5% of selling price
	

	F
	Upon Partner reaching $150,000 of net sales per year (as per Partner agreement anniversary), an extra bonus of 10% is granted on all account closed above this amount
	Partner receives +10% of selling price
	


Note: Partner organization is guaranteed full % commission of tasks A and B, even if other parties are involved in the sales process (DynaFlow, other Certified Partners/Resellers). Step C commission is split between parties involved in providing the presale effort and activities. If steps C, D and/or E are performed solely by Certified Partner, full commission is then guaranteed. Selling price includes all initially purchased main + optional modules, and excludes Support & Maintenance fee, installation/training/consulting services provided by DynaFlow and volume licensing.

· Marketing/Sales support: provide Partner organization the following support to help the EZ-Process promotion tasks:

· provide product documentation and presentation aids (such as online demo, ScreenCam movie of product interface and usage, …)

· provide, free of charge, the services related to the “Surf your Own model” program, which include the conversion of the prospect model (subset of 10-50 DEM diagrams), and hosting of the resulting web-model on a DynaFlow Internet server for an evaluation period (2-3 weeks)

· provide briefing/training on benefits & positioning selling of EZ-Process

· provide Partner reserved access to Partner section of DynaFlow website
· provide Partner with usage of “Certified DynaFlow Partner” logo
· provide Partner with reserved “DynaFlow Alliance Member” information request hotline
· provide Partner with complete set of marketing presentations aids (documents, online demos, etc…), covering all modules of EZ-Process

· Help Desk Support: provide EZ-Process Help Desk support to the Certified Partner organization in one of the two following modes, as chosen by the Partner:

· “Yearly product support” option: $5,500/yearly for unlimited support calls

· “On-demand support” option: $75/hour for support calls

 

 

The Certified Partner accepts and commits to:
· Partner Alliance Kick-Off Setup Package: To secure onsite installation of internal EZ-Process system and training of Partner staff, the Partner agrees to:

· pay a one time fee of $7,500 (excluding T&L expenses) for all onsite Alliance Kick-Off tasks as defined in previous section

· provide a dedicated demo server (server hardware sizing guidelines available on www.ez-process.com)

· Only once the DynaFlow provided training of Partner Consultants (min. 2) and Sales Representative (min: 1) is completed can the Partner start using the Certified DynaFlow Partner logo (supplied by DynaFlow at end of onsite training).

· Yearly Partner Fee: to pay a yearly Partner fee of $10,000, payable on Alliance Partner Agreement yearly anniversary date:

· first year partner fee is waived

· yearly fee is reduced by 50% if Partner’s generated EZ-Process net sales for previous year is greater than $150,000USD

· yearly fee is waived if Partner’s generated EZ-Process net sales for previous year is greater than $250,000USD 
· Internal EZ-Process Knowledge: keep, by planned and structured activities, active promotion and knowledge transfer for the EZ-Process products within its organization 

· Marketing Program: initiate and keep active a regional marketing campaign including:

· additional to the training session provided by DynaFlow during Alliance Kick-Off session, insure that all relevant Partner staff are knowledgeable of the positioning and benefits of EZ-Process, and have access to marketing/product information on the Partner intranet site

· insure that EZ-Process Suite is added to the regional catalog of Certified Partner related products and is present in related regional marketing activities/events

· review current regional Partner customers list and identify, in first 6 months of agreement, 10 existing accounts and 3 new accounts where EZ-Process (native or integrated) represents a potential lead. 

· insure that the Account Managers for these prospects/customers are informed of the key positioning and benefits of EZ-Process

· Lead/Referral Registration Form: to fill the Lead/Referral Registration Form promptly for all prospects, in order to validate and reserve the account in the central DynaFlow repository. Once validated by DynaFlow to identify possible multi-channels situations working on the same account, the Partner have 3 months to demonstrate a tangible and visible involvement to close the sales.

· Help Desk Support Fee: pay the yearly or on-demand software maintenance fee (refer to above section)

· Regional Translation: if applicable, participate in the language translation of EZ-Process in providing DynaFlow with the recommended local terminology to be applied to the EZ-Process interface. DynaFlow is to extract and provide the text-based components (in English), and following feedback from the regional Partner organization, incorporate the translate texts in the localized EZ-Process version to be supplied back to the region.
Additional revenue opportunities for Certified Partners:

Additional to the sales commissions chart above, the sale and implementation of the EZ-Process modules will in several cases enable the Reseller to perform consulting services such as:

· Registration of internal documents (work instructions, internal policies, quality manuals, …) into the EZ-Process index database

· Mapping of internal documents to process enabled links

· ISO quality systems: implementation & certification support

· Web and network security settings to insure that allowed “consumers” can access the EZ-Process web-server and content (Network administration services)

· Etc. …

For those value-added services, the Reseller can offer in a direct manner its services offering and quote.
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	AUTHORIZED RESELLER ALLIANCE


Reseller Program
DynaFlow Resellers are a select group of companies that have specific skills complementing DynaFlow's  market strategy and the efforts of its direct sales force. Resellers provide a self-sufficient reselling channel  for reaching incremental customers, geographies and market sectors. In addition to selling DynaFlow   products, Resellers may add value to DynaFlow through add-on applications or installation and integration  services. Members of the Reseller Program cover geographies, market segments or tier two accounts within  targeted segments for which DynaFlow does not have direct sales coverage. 

This flexible partnership mode, facilitating the initial business relationship, enables the Reseller organization to engage into EZ-Process promotion and sales in line with their desired level of involvement or prospect/market opportunities. Based on the involvement level of the Reseller, a commission of the accounts closed is then secured to the Reseller. Each sales initiatives can then be managed in an ad hoc manner, with more or less involvement from DynaFlow and the Reseller organization. 

Reseller membership is considered as a “soft relationship”, mainly driven to facilitate marketing & sales support. The Resellers usually use the demo files and web-based utilities (supplied by DynaFlow) to perform their sales activities, and do not require the full EZ-Process Suite to be installed on their network.  Resellers are provided information on how to position EZ-Process and its different modules, and how to facilitate the ROI justification with prospects. Resellers, although “Authorized” from DynaFlow, are not “Certified” on the product, due to the absence of functional and technical training on EZ-Process. Therefore, they cannot provide training or perform installation of EZ-Process. Their chosen role is to identify potential sales opportunities (complementary to their own services/products portfolio), facilitate within their region the sales process, and secure by it a commission revenue.

Reseller can however purchase selected EZ-Process modules (discounted) based on their market focus and sales opportunities. When Resellers desire to engage in a more extended manner with DynaFlow (Ex.: install most of EZ-Process modules on their internal network), a dialogue to become Certified Partners is usually initiated. The migration to Certified Partner level provides Resellers the ability to have a less costly Internal License system and the Kick-Off package benefits. This migration also insures a greater depth and quality of the product knowledge and Partner involvement by a mandatory product training provided within the Kick-Off package.
Qualification Criteria

Authorized Resellers are a select group of Partners who have met the following criteria:

· They already market a commercially available product or service-driven solution

· They have a commitment to market DynaFlow EZ-Process Suite within their product/services offering

· They have committed to learn and understand DynaFlow products and positioning

· They are committed to maintain a minimum of two trained consultants (one sales and one support) within each authorized geography and practice

· They have proven domain expertise within one or more DynaFlow focused markets

· Additional criteria helpful for Reseller acceptance:

· Strong market share; among the top five within their target markets

· Strategic role within DynaFlow's vertical industry strategy

· Dedicated sales force trained and committed to selling integrated applications and solutions

How We Help Resellers Succeed

When accepted as DynaFlow Solution Partners, Resellers receive access to a rich set of

technical, educational, and marketing tools and resources designed to make development as

smooth as possible and ensure maximum market exposure for the DynaFlow-integration product.

These resources include:

EDUCATION:

· Product Training. In addition to provide Authorized Resellers with complete EZ-Process product documentation, DynaFlow provides key product positioning and product presentation material. Discounted training sessions are available to Resellers. 
· Sales Training. We'll help transfer knowledge to our Authorized Resellers' sales professionals by training them on DynaFlow products and positioning in today's market.

MARKETING & SALES:

Upon acceptance by DynaFlow, the Authorized Resellers are eligible to participate in the following DynaFlow marketing and sales programs:

· Partner Hotline. Authorized Resellers can keep up to date on DynaFlow products, services, and marketing efforts by accessing the Authorized Resellers Hotline, which acts as a single point of contact for all non-technical issues.

· Partner Web Site. An exclusive Authorized Resellers section (password protected) of the DynaFlow website is made available to Authorize Resellers with up-to-date product information, marketing collateral, and other valuable resources for marketing and working with DynaFlow products. In addition, the Reseller information/identification is included in the Alliance Partner catalog of the DynaFlow website.

· Cooperative Marketing. Whether exhibiting at trade shows, hosting joint seminars, or teaming on sales calls, we work directly with our Authorized Resellers on marketing programs to help them promote their products on a broader scale.

· Demo Support. DynaFlow offers to all Authorized Resellers direct sales support including (but not limited to) the usage of DynaFlow servers and online applications, enabling Resellers to prepare and deliver customer specific demonstration without having to care for the technical setup and configuration or the web connection. This online support also includes the conversion of business models for the purpose of customer demo and trial period. 

· Authorized Partner Logo. Authorized Resellers receive instant identification and benefit from DynaFlow's market awareness when they use the exclusive DynaFlow Authorized Reseller logo on product literature, packaging and advertising. (made available when Reseller acceptance is completed).

· User Group Meetings. Authorized Resellers will have access to DynaFlow User Group meetings and exchanges.

· Lead Referrals. Authorized Resellers may tap into DynaFlow's lead generation process to develop new sales opportunities for their products. As we receive prospect calls requesting third-party solutions and integration services, we pass appropriate leads to our Authorized Resellers.

Respective obligations:

Under this Authorized Resellers program, each party agrees to the following conditions & obligations:

DynaFlow accepts and commits to:
· Marketing/Sales support: provide Reseller organization the following support to help the EZ-Process promotion tasks:

· provide product documentation and presentation aids (such as online demo, ScreenCam movie of product interface and usage, …)

· provide, free of charge, the services related to the “Surf your Own model” program, which include the conversion of the prospect model (subset of 10-50 DEM diagrams), and hosting of the resulting web-model on a DynaFlow Internet server for an evaluation period (2-3 weeks)
· provide briefing/training on benefits & positioning selling of EZ-Process.
· provide Reseller reserved access to Reseller section of DynaFlow website
· provide Reseller with usage of “Authorized DynaFlow Reseller” logo
· provide Reseller with reserved “DynaFlow Alliance Member” information request hotline
· provide Reseller with complete set of marketing presentations aids (documents, online demos, etc…), covering all modules of EZ-Process
· EZ-Process Internal License: provide the Resellers a 65% discount of standard price list of any EZ-Process licenses to be used only within the Reseller organization for the sole purpose of internal demo/training/operations. 

· EZ-Process Product Support & Product Maintenance fees: provide the Resellers a 40% discount of based on standard yearly fee price list. Resellers is to pay 10% yearly instead of the standard 17%.

· EZ-Process Product Documentation: provide the Resellers free of charge the entire EZ-Process product documentation.

· EZ-Process Training: if additional training for internal Partner Consultants is required, provide the Certified Partners a 25% discount on all training courses (T&L extra), provided by DynaFlow or other Certified Partners (as defined by DynaFlow). In addition, up to two (2) Partner Consultants can be trained free of charge when joining an EZ-Process training provided to their closed accounts (customer approval required).

· Customer Sales Commissions: Upon the Reseller performing some or all EZ-Process sales/implementation steps below, DynaFlow commits to pay the Reseller the cumulative commissions as per table below:

	A
	Reseller provides the customer referral information and is key to establish the first contact that lead to the sale
	Reseller receives 5% of selling price
	

	B
	Reseller acts as a facilitator between DynaFlow and the prospect to simplify/shorten the sales cycle and establish credibility in the product and overall business solution
	Reseller receives +5% of selling price
	

	C
	Reseller coordinates the presale activities and organize & present the product demo, resulting in the purchase confirmation of any EZ-Process modules
	Reseller receives +10% of selling price
	


Notes: Resellers cannot perform the EZ-Process installation and/or training, as this type of alliance membership does not include a product certification (technical and functional). Regional Certified Partners or DynaFlow staff are called in to perform such tasks. Selling price includes all initially purchased main + optional modules, and excludes Support & Maintenance fee, installation/training/consulting services provided by DynaFlow and volume licensing.

The Authorized Reseller accepts and commits to:
· Internal EZ-Process Knowledge: keep, by planned and structured activities, active promotion and knowledge transfer for the EZ-Process products within the Reseller organization 

· Marketing Program: initiate and keep active a regional marketing campaign including:

· insure that all relevant Reseller staff are knowledgeable of the positioning and benefits of EZ-Process, and have access to marketing/product information on the Reseller Intranet site

· insure that EZ-Process Suite is added to the regional catalog of Reseller related products and is present in related regional marketing activities/events

· review current regional Reseller customers list and identify, in first 6 months of agreement, 5 existing accounts and 2 new accounts where EZ-Process (native or integrated) represents a potential lead. 

· insure that the Account Managers for these prospects/customers are informed of the key positioning and benefits of EZ-Process

· Lead/Referral Registration Form: to fill the Lead/Referral Registration Form promptly for all prospects, in order to reserve the account in the central DynaFlow repository. Once validated by DynaFlow to identify possible multi-channels situations working on the same account, the Reseller have 3 months to demonstrate a tangible and visible involvement to close the sales. 

Additional revenue opportunities for Resellers:

Additional to the sales commissions chart above, the sale and implementation of the EZ-Process modules will in several cases enable the Reseller to perform consulting services such as:

· Registration of internal documents (work instructions, internal policies, quality manuals, …) into the EZ-Process index database

· Mapping of internal documents to process enabled links

· ISO quality systems: implementation & certification support

· Web and network security settings to insure that allowed “consumers” can access the EZ-Process web-server and content (Network administration services)

· Etc. …

For those value-added services, the Reseller can offer in a direct manner its services offering and quote.

Invoicing terms & conditions (Reseller member type):

· For EZ-Process product sale revenue, DynaFlow is to invoice full product sale amount and redistribute commissions as per involvement table above.

· For EZ-Process related consulting services directly offered by Reseller, the Reseller can invoice directly the customer and establish own rates structure.

· Product Maintenance contract/fee is fully invoiced by DynaFlow and is not subject to the commission split based on Reseller involvement.

^Top^
DynaFlow Alliance Members Comparison chart
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	Internal EZ-Process License
	
	

	Internal demo/training/operations software license (as per description in Partner section of this document)


	$6,000 USD for modules & options described above

(75-95% discount)


	N/A

	Purchase of additional EZ-Process modules and/or options
	65% discount of standard price list
	65% discount of standard price list

	Initial Kick-Off Package (including onsite installation, configuration, training, etc…)
	$7,500 USD (excl. T&L)
	N/A

	EZ-Process Software Maintenance
	Free
	10% yearly of purchased modules standard pricing (40% discount) 

	EZ-Process Help Desk Support
	$5,500 USD/year unlimited

$75 USD/hour
	10% yearly of purchased modules standard pricing (40% discount)

	EZ-Process Product Documentation
	Free
	free

	Internal EZ-Process License
	Required
	optional

	Product Knowledge Support
	
	

	EZ-Process Product Training
	Required
	optional

	EZ-Process Additional Training
	25% discount of standard price list
	25% discount of standard price list

	EZ-Process Product Positioning
	Required
	required

	EZ-Process Collaborative Development
	Possible
	N/A

	Marketing/Sales Support
	
	

	Membership hotline Sales support
	Yes
	Yes

	Complete set of marketing / presentations aids
	Yes
	Yes

	Added to DynaFlow Alliance members website and database
	Yes
	Yes

	Exclusive download section
	Yes
	Yes

	Sales Commission
	
	

	Commission Revenue (based on involvement levels per deal)
	Up to 40% of selling price
	Up to 20% of selling price

	Alliance fee
	
	

	Membership fee
	$10,000 USD yearly

- waived first year

- discounted based on yearly sales volume
	none


^Top^
NOTES:

1. The Alliance Program clauses contained in this document are set for the purpose of the Program documentation. Clauses negotiated and contained in the signed Alliance Agreement Contract will prevail. 

2. Alliance members are allowed to used the DynaFlow Authorized/Certified logos only when membership agreement is signed and that all membership conditions have been fulfilled.

3. Alliance Program details & conditions subject to change without notice.

4. All pricing in this document is in USD.

