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How to Manage Your Partner Program
with Al

A practical guide for the person running a lean partner program

You run partnerships. Which means you also run partner ops, partner
marketing, partner finance, partner enablement, partner sales, and

occasionally partner therapy.

Al can help, but only if it can see your actual partner data. Otherwise it's a

confident intern with amnesia.

Connect your Al assistant to your partner system of record and it can do
something useful: read your pipeline, spot stalled deals, prioritize what needs
attention, draft partner follow-ups, and help review commissions.

That's what this guide covers.

We built SoundGTM to be that source of partner data, with native
integrations for Claude, ChatGPT, Gemini, and HubSpot Breeze. We'll use
Claude in the examples, but the prompts work in any assistant connected to

your SoundGTM workspace.


https://www.soundgtm.com/
https://www.soundgtm.com/
https://soundgtm.com/

Why this is actually
possible: an explainer

If you already know MCP, skip this part. Nobody gets a
medal for reading every section.

MCP (Model Context Protocol) is a standard that lets
Al assistants connect securely to the tools and data

you already use.

With SoundGTM connected, your Al can:

Read

e Partner pipeline

e Partner list and health scores
e Stalled deals and risk scores
e Pending commissions

e Prioritized action queue

e Ideal Partner Profile

Act

With a read+write key, for admins only:

e Draft and send partner emails

e Update deal stages

e Authorize commissions
e Invite partners

e Send program announcements

You control the access. Start read-only. Keep write
access with admins, and keep a human on the
approve button for money and outbound email.




The five jobs Al can actually take off
your plate

These are five workflows that eat a disproportionate amount of a partner manager's week.
Connect your SoundGTM workspace, open your preferred Al assistant, and steal these prompts.

Job 1: Morning triage: "what actually needs me
today?"

When you run a partner program solo, the hard part is often knowing what deserves attention
first.

SoundGTM already tracks stalled deals, pending registrations, commissions, inactive partners,

and recruitment gaps. Your Al can turn that queue into a plan.

Pull my SoundGTM action queue and give me a prioritized plan for today. Group it into: (1)
things that risk revenue if | skip them, (2) quick wins under 10 minutes, (3) things that can
wait until Friday. For each item, tell me why it made the list.

Compare my action queue against my calendar for today. | have about 90 free minutes.
What's the highest-leverage way to spend them on the partner program?

Ten minutes, coffee in hand (after you cut-and-paste unless you're good at that one-handed),

and you know what today is for instead of excavating six tabs to figure it out.



Orchard Collective campaign
Bluewave Media

58,800 6d ago
- 10% On track

Harborview onboarding
Apex Growth Partners

$23,000 8d ago
— 22% Ontrack

Kestrel Finance audit tooling

Lantern Studio subscription Stratus Labs pilot
Bluewave Media

$12,000 6d ago $61,000

Apex Growth Partners

- 15% Ontrack —_— 35% On track

Juniper & Co rollout
Narthwind Consulting
$19,500 7d ago

- 18% On track

Cobalt Systems expansion

Job 2: Stalled-deal rescue

11d ago

Foxglove Retail platform
Morthwind Consulting
$47,000

58%

Meridian Health renewal
Apex Growth Partners
$84,000 66d ago

e 82% Atrisk

Partner-sourced deals go dark when the partner goes quiet. SoundGTM risk-scores open deals

based on activity, so you can find the ones that actually need attention.

List my stalled and at-risk partner deals from SoundGTM, ordered by risk. For each one,

show the partner, the stage, days since last activity, and the dollar amount at stake. Which

three should | rescue first, and why?

Then fix the stall:

Draft a re-engagement email to [partner] about the [deal name] deal. It's been inactive for
[X] days. Use the deal details from SoundGTM. Tone: helpful teammate checking in, not

passive-aggressive nag. Give them one specific, easy next step. Do not use "checking in" or

"just circling back."

Because the Al can see the real deal record, the draft can use actual context instead of producing
another meaningless "just checking in!" email. You review, tweak, send. A stalled-deal sweep that

took an afternoon now takes 20 minutes.



Job 3: Recruiting the right
partners

Signing anyone with a pulse and a LinkedIn profile is
not a partner strategy. Start with the traits your best
partners actually share.

SoundGTM stores your Ideal Partner Profile, including
traits, verticals, size, geography, and motivation.

Look at my partner data in SoundGTM. Who are
my top-performing partners by deals and
pipeline? Interview me with a few questions,
then draft an Ideal Partner Profile we can save to
the platform.

Then put it to work:

My top partners are listed above. Based on their
profiles in SoundGTM, describe a lookalike
partner's profile, and draft outreach messaging |
could use to recruit five more like them.

Which partner invites are still pending in
SoundGTM? Draft a short, friendly follow-up for
each one.

Do Jobs 2 and 3 consistently and you get more active
partners, not just more logos in a portal. Who knew?

(We knew. That's why we made the guide.)




Job 4: Commission hygiene (a.k.a. never being that
vendor)

Late or wrong commissions destroy partner trust, and reconciling them manually is a spectacular
use of absolutely nobody's Friday afternoon.

SoundGTM calculates commissions automatically. Let Al review and flag exceptions while you
keep the approve button.

Show me all pending commissions in SoundGTM. Flag anything unusual — amounts that
look off compared to the deal size, duplicates, or commissions on deals that haven't
actually closed. Summarize what's safe to authorize.

Which commissions have | authorized but not yet paid (or marked paid)? Draft a quick note
to each affected partner letting them know payment timing.

Al reviews and flags. You authorize. Anything involving money should stay that way. When it
stops working with a human in the loop, we're moving to a yurt. (Hopefully one as nice as the one
above.)



Job 5: Reporting to the CRO
or CEO without the Sunday-
night panic

You know this meeting: leadership asks "how's the
partner program doing?" and you spend three hours
assembling a slide you'll present for four minutes.
Partner revenue is famously hard to attribute (the
"dark funnel" problem), which is exactly why the

reporting hurts.

With SoundGTM handling tracking, reporting becomes

a prompt.

Pull my SoundGTM pipeline summary and turn it
into a five-bullet exec update: total pipeline from
partners, movement by stage, what's at risk and
why, top-performing partner this period, and the
one thing | need from leadership. Write it so a
CRO skims it in 30 seconds.

Using my SoundGTM data, write my monthly
partner newsletter: wins to celebrate,
leaderboard movement, and one program
update. Keep it short enough that partners
actually read it.

Okay, okay, you can also use the dashboard and
reporting tools inside SoundGTM...but this way you
don't have to.



Level up: turn repeat prompts into Skills

If you're pasting the same prompt every Monday, congratulations, you've invented repetitive work

again.

Claude Skills let you package a workflow once and rerun it with a simple command. We've built

two for SoundGTM:
@ Partner Monday € Partner Recruiter
Pulls your action queue, stalled deals, and Checks your Ideal Partner Profile, profiles
pipeline summary, then creates a top performers, identifies lookalike traits,
prioritized weekly plan with revenue at drafts outreach, and follows up on
risk, quick wins, and a draft nudge for your pending invites.
most-stalled deal.

Install them once, then run the workflow with a short command ("run partner monday"). Both are

read-safe by default: they draft, you send.

Guardrails: how to do this without

scaring your CFO

Al with write access is useful. It also deserves boundaries.

Match access to Humans approve
trust. money and

Start with read-only outbound email.

access for pipeline Let Al calculate,
visibility, reporting, and reconcile, flag, and draft.
triage. Keep read+write Keep a person on the
access for admins. approve/send button.

Keep the system of
record the system of
record.

Al reads from and writes
to your partner platform.
It does not become the
source of truth. If the
data isn't there, the Al
can't magically know it.




Your 30-minute starting line

01 02 03

Get your partner data Connect your Al Run the morning triage
into one system of record. Connect Claude, ChatGPT prompt

If it's scattered across Gemini, or HubSpot Breeze to ~ That first "here's what needs
spreadsheets, Slack, and your SoundGTM workspace. you today" from Job 1 is the
memory, start there. moment this starts looking
SoundGTM syncs two-way and feeling useful.

with HubSpot, Salesforce,

Attio, and Pipedrive.

04 05

Use the rest of the prompts Install the two Skills

Rescue stalled deals, recruit better partners, Well, if you're in Claude, then install them when
review commissions, and generate reporting you're tired of pasting.

from the same data.

The "lean and mean" partner team isn't going away. The division of labor can finally get less
ridiculous: you run the program, SoundGTM runs the ops, and Al works the queue. The version of
the job where you spend your week chasing updates and rebuilding spreadsheets? That one's in
the past. Thank goodness.

SoundGTM is partner program management software for B2B teams: deal tracking, risk scoring,
automated commissions, and a partner portal, with native integrations for Claude, ChatGPT,
Gemini, and HubSpot Breeze. See it with your own pipeline at

https:/partnertracker.soundgtm.com/

Free 14-day trial with all the bells and whistles.
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