EMEA
Partner
Program
As a Sonatype Partner, you have a unique opportunity to
educate and satisfy the growing demand for DevSecOps
tools to protect Enterprise software development
lifecycles. We work with a trusted network of channel
partners and have tailored a Partner Program that
recognises that there is no “one size fits all” category.
Sonatype Partners have the flexibility to choose the level
of engagement that complements their business model.
The program is structured to provide a tiered range of
benefits to leverage your operation and allow you to
adapt as your commitment and success increase.
This Sonatype Partner Program outlines the opportunities,
conditions and benefits that are available to our Partners.
We look forward to working with you.

Industry Defining. Powerful Mission.
Happy Customers.
Sonatype has pioneered open source software (OSS) development practices for
more than a decade. Our efforts helped build the backbone for a community that
will serve over 1.5 trillion OSS component downloads this year. OSS components
are so prominent that 90% of the code in most modern applications is assembled from them. Since our founding, Sonatype innovations have helped developers harness all the good in open source software, without any of the risk.
Our best-in-breed software composition analysis (SCA) and award-winning
repository management solutions help more than 1,200 large enterprises —
including over 60% of the Fortune 100 — and our open source tools serve
millions of developers every day. Our customers experience:

E. Wayne Jackson III
Chief Executive Officer

⊲ 9
 9% reductions in time spent reviewing and
approving OSS components
⊲ 2
 6x faster identification and remediation of
OSS vulnerabilities
⊲ 7
 0% smaller windows of exploitability from
adversary attacks on OSS components
⊲ 2
 0x faster searches and downloads of
OSS components by developers
Our customers also benefit from happier employees — as measured
by our excellent Net Promoter Scores (NPS) year after year.

Your Sonatype Channel Team
To ensure your commercial success, you have a dedicated partner-centric channel team to assist with your Sonatype growth
plans and technical support. The team is focused on accelerating Sonatype’s business through partner sales engagement
across all customer and industry segments. Each region has
sales representatives who will support you throughout your
end user sales cycle. You will be introduced to your go-to
Sonatype contacts and support resources in your partner
onboarding.
The channel team is responsible for managing partner
initiatives, channel strategy, revenue attainment, and all
aspects of the customer engagement process and sales
execution.

Brian Fox
SVP & Chief Technology Officer

Sonatype Partner Levels
Sonatype offers three partner levels with different eligibility criteria and benefits. Your
level is established at the time of initial engagement and is reviewed regularly. Your level
may change if requirements and commitments are either unsatisfactory or exceeding
expectations.
Levels are determined by:

Benefits may include:

⊲ S
 ales and technical training
‘certification’

⊲ Partner Portal access

⊲ Prospect history

⊲ Partner discounts

⊲ Marketing funding

⊲ Executive sponsorship

⊲ R
 ecognition on
Sonatype’s website

⊲ End-user engagement
⊲ S
 ales and marketing
planning initiatives
⊲ Monthly cadence calls

⊲ S
 ales and technical
training workshops

⊲ NVS website access

⊲ NFR license

⊲ Quarterly business reviews

Sonatype
Silver Partner

Sonatype
Gold Partner
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Sonatype
Platinum Partner
Platinum Partners are certified trusted
advisors that can sell and manage
end-user projects and POCs. Platinum
Partners have a minimum of two sales
staff and two technical staff trained.
We run a forecastable business which
includes a yearly sales and marketing
plan and a fortnightly cadence call
to ensure success. You have access
to Sonatype senior leadership team
for events and we also pay for your
license to our Relationship Management tool. You should bring a minimum of two new deals to Sonatype
each year and you will be passed
inbound leads from the system.

Sales and Marketing Planning and Communications
In the time between the first static code and open source data breaches, to the more recent
and highly publicised software vulnerability attacks (sometimes incurring fines of $1B or more),
channel partners have been reaching out to dozens of new technology opportunities.
Driven by the growing DevSecOps market landscape, customer decision making and technology procurement has
remained relatively constant. Led by CIOs, CISOs and operations, we have fine tuned our sales enablement and messaging mix to capitalise on the partner customer journey. We highly recommend cadence calls and commercial plans
are built early so we can ensure we support your success.

Business Cadence Calls

Emails

Business Reviews

Depending on your partner status, you’ll
have a fortnightly or monthly call to discuss
opportunities and pipeline.

You will receive a short and sweet update
from Sonatype weekly. This message articulates any relevant brand updates.

You’ll receive a comprehensive business
review every quarter.

Marketing Calls

Newsletters

Webinars

Platinum Partners should have a monthly
call with Sonatype marketing to cover successes and forward quarterly planning.

We provide one newsletter per quarter. We
highlight incentives, new product launches,
and new technical information. We try and
keep all communications succinct and all
information remains in the partner portal.

We run two webinars per quarter. One is a
partner webinar that includes new commercial and technical information. The second
is sales enablement that focuses on a specific topic, e.g., Competitive Intelligence.

Marketing Strategy and Action Plans
Your Partner Marketing Manager will collaborate
on strategic marketing campaigns to help achieve
objectives.

PLATINUM PARTNERS should expect
to have a full commercial go-to-market
strategy, which includes committing to
that marketing strategy and two lead
generation activities per year. The channel marketing team will run through the
available resources with you and share
how we can support each other in order
to achieve success.

Brand Awareness
⊲ O
 ur in-house team
will write a PRESS
RELEASE about our
partner relationship.
⊲ We encourage you to create one CASE
STUDY per year. Our in-house marketing
team can help write the story.
⊲ Write industry-focused content for OUR
BLOG and we will promote it to 4,000+
subscribers.
⊲ F
 ind SOCIAL MEDIA content to share
@sonatype.

Lead Generation
⊲ W
 e offer ideas, content, and funding
towards EMAIL MARKETING to your demographic.
⊲ W
 e can host co-branded or joint WEBINARS on
our platform promote to our audience.
⊲ From focused stakeholder ROUNDTABLES to large
INDUSTRY TRADE SHOWS, plus our DEVSECOPS
LEADERSHIP SERIES, events are one of Sonatype’s key lead drivers and successful opportunity-converting activities. Speak to your marketing
manager to discuss options that suit your business
and audience.

Organic Campaigns
Every time a “hero” piece of content is
launched at Sonatype corporate level, we
build a “partnerised” version which includes:
⊲ S
 UPPORTING CAMPAIGN ASSETS: Social
media imagery, email text and images
⊲ CO-BRANDED CONTENT
(e.g. whitepaper) with your
logo.
⊲ CO-BRANDED LANDING
PAGE with trackable link
or html to embed the
page yourself.

Sonatype Executive Sponsorship
To support your Sonatype journey and propel your
sales cycle, we recommend you utilise some of the
prominent stakeholders in the business. Having
focused events and meetings help BUILD TRUST
AND CREDIBILITY WITH END USERS.

Pricing Matrix
We work to reward our most self-sufficient partners and appreciate the hard work that you put into the Sonatype sales
cycle. To maximise your margin for your efforts and to ensure we work fairly within our ecosystem, we have the following
pricing matrix in place:

Partner Level

Capability

Discount

Deal
Registration

Platinum Partner

Sourcing the Opportunity,
Pre-Sales Support, Selling the
Solution, and Transacting the Deal

High

Deal Registration
Discount Available

Gold Partner

Sourcing the Opportunity, Minimal
Pre-Sales, and Transacting the Deal

Medium

Deal Registration
Discount Available

Silver Partner

Transactional Partners

Entry

Deal Registration should be carried out in the Partner Portal. Speak to your channel team for your username and password.

We look forward to working with you! If you have any questions,
email your team at emea_partners@sonatype.com.

Sonatype is the leader in software supply chain automation technology with more than 300 employees, over 1,000 enterprise customers, and is trusted by over 10 million software developers. Sonatype’s Nexus platform enables DevOps teams
and developers to automatically integrate security at every stage of the modern development pipeline by combining
in-depth component intelligence with real-time remediation guidance.
For more information, please visit Sonatype.com, or connect with us on Facebook, Twitter, or LinkedIn.
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