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PARTNER PROGRAMME

Partner Discovery Questionnaire
A reusable questionnaire for every partner discovery call — qualify the partner, scope the right model, and pre-empt follow-
up meetings.

Conditional prompts are marked ↳ if …. Use the facilitator routing at the end to map answers to a partnership model.

01 Business

1. What does your organisation do, and who are your primary customers?

2. Which partnership type are you exploring (alliance, referral, managed, OEM, embedded, enterprise licensing, technology, channel)?

3. What problem are you trying to solve for your customers with AI governance?

4. What is your company size, geography, and primary market?

5. Are you currently delivering AI or agentic-AI services today?

↳ If yes: at what scale, and in which sectors?
6. What is your motivation for partnering now (customer demand, competitive pressure, regulation)?

7. Who is the executive sponsor for this partnership on your side?

02 Technical

8. What agent frameworks or platforms do your customers use?

9. Do your customers run agents in production today?

↳ If yes: what tools/systems can those agents reach?
10. How are agent actions currently controlled, if at all?

11. Do you have engineering capacity to build/maintain an integration?

↳ If yes: which languages/stacks does your team work in?
12. Do you prefer hosted API, customer-cloud, private, embedded, or proxy/sidecar deployment?

13. What latency constraints exist in your customers' workflows?

14. Do any customers require air-gapped or sovereign deployment?

15. What authentication standards do you/your customers require (keys, OAuth, mTLS)?

16. Do your customers stream agent outputs or use request/response?

03 Commercial

17. What commercial model fits your business (margin, commission, licence)?

18. What deal sizes do you typically transact?

19. Do you prefer to invoice customers directly?

20. What are your expectations on onboarding investment?

21. Are you comfortable with a minimum annual commitment?

↳ If embedded/OEM: do you require white-label, exclusivity, or territory rights?
22. What margin or commission would make this commercially viable for you?

23. How do you typically structure renewals with your customers?



04 Go-to-market

24. How do you currently take new services to market?

25. What is your sales motion (direct, channel, marketplace, co-sell)?

26. Do you have a marketing function to support launch?

27. What co-marketing or enablement would you need from us?

28. What is a realistic timeline to first customer deployment?

29. What would a successful first 6–12 months look like?

05 Target customers

30. Which customer segments would you target first?

31. What industries do your customers operate in?

32. What is the typical size of your customers (SMB, mid-market, enterprise)?

33. How many customers could realistically adopt Runtime Governance (reach)?

↳ If reach is high: which accounts would you prioritise?
34. Are any target customers in regulated sectors (finance, healthcare, defence, public)?

35. Do you have warm accounts ready for a pilot?

06 Integration

36. Where would governance sit in your customers' architecture?

37. Would you integrate it yourself, or have us deploy?

38. Which framework adapters do you need first?

39. Do you need an SDK, an API, or a proxy?

40. What is your expectation on integration effort and timeline?

41. Who would own integration maintenance over time?

42. What environments must be supported (cloud, on-prem, hybrid)?

07 Compliance

43. Which compliance frameworks do your customers care about (EU AI Act, SOC 2, ISO 27001, NIST, HIPAA, GDPR, FCA)?

44. Do your customers need audit-ready governance evidence?

45. Are there data-residency requirements?

46. Do you need governance reports mapped to specific frameworks?

47. Who owns compliance posture in your customer relationships?

48. Are there procurement or security-review processes we should prepare for?

08 Sales

49. Who are the buyers and influencers in your customer accounts?

50. What objections do you expect from customers?

51. What sales collateral do you need (deck, one-pager, ROI, demo)?

52. Do you need reference customers or case studies?

53. How long are your typical sales cycles?

54. Would you co-sell with our team on early deals?



09 Support

55. What support do your customers expect (hours, SLAs, channels)?

56. Are you able to provide first-line support?

↳ If yes: what escalation path do you need into us?
57. How do you handle incidents today?

58. What training would your team need to support governed AI?

59. Who owns the customer relationship during an incident?

10 Revenue

60. What revenue do you expect this partnership to generate in year one?

61. How does this fit your existing revenue lines (new vs attach)?

62. What is your pricing flexibility with customers?

63. Do you bundle services, or sell governance standalone?

64. What is your target gross margin?

65. How do you forecast expansion within existing accounts?

11 Partnership

66. What does a successful partnership look like to you?

67. What concerns do you have about partnering (lock-in, IP, support, roadmap)?

68. Do you require deal registration and named-account protection?

69. What level of joint planning and QBR cadence do you want?

70. Who from your side would be the day-to-day partnership owner?

71. Are you evaluating any competing governance approaches?

↳ If yes: what would make us the preferred choice?
72. What would cause this partnership to fail, and how do we prevent it?

12 Expansion

73. How would you grow from a first pilot to multiple customers?

74. Could you move customers from hosted API to private/embedded over time?

75. Would you consider embedding governance into your own product later?

↳ If yes: at what point would OEM/embedded licensing make sense?
76. What new services could you build on top of Runtime Governance?

77. How would executive reports support renewals and upsell for you?

78. What geographies would you expand into?

79. What is your 24-month vision for this partnership?

CONDITIONAL ROUTING — FACILITATOR NOTES

Introductions only, no delivery → Strategic Alliance / Referral Partner.

Owns customers + can deliver/support → Managed Governance Partner™.

Wants governance inside their product → Embedded Licensing™ / OEM.

Resells/transacts, deployment via us → Channel Partner / Reseller.

Builds a certified integration → Technology Partner.

High reach + regulated → prioritise private/sovereign deployment + compliance mapping.
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