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The Intelligent Workplace™

4C CHANNEL FRAMEWORK™ — SAMPLE DIAGNOSTIC REPORT
Strategic Diagnostic Engine™

This sample illustrates the structure, depth, and insight you will receive from a real 4C
Channel Assessment. All data below is fictional and for demonstration only.

1. EXECUTIVE OVERVIEW

The 4C Channel Framework™ evaluates vendor ecosystem performance across four
critical channel dimensions:

Coverage — partner reach, segmentation, and geographic strength
Capability — technical, commercial, and delivery proficiency
Commitment - partner engagement, loyalty, and investment behavior
Culture - collaboration mindset, communication, values alignment
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The Strategic Diagnostic Engine™ gathered qualitative and quantitative evidence from
channel leaders, distributors, and partners to assess ecosystem maturity and identify
improvement opportunities.

Overall Channel Maturity Score: 2.8/5.0

Alignment Index: 59 /100

Benchmark Position: Challenger

Executive Insight

The vendor has strong relationships with a subset of partners and good presence in key
markets, but channel performance is hampered by uneven capability, inconsistent

coverage, and weak cultural alignment in certain partner tiers.

Top 3 Opportunities
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1. Strengthen partner capability through structured enablement
2. Expand strategic coverage in growth markets
3. Improve lifecycle engagement and co-selling consistency

Top 3 Risks

1. Overreliance on a small group of high-performing partners
2. Misalighment between vendor expectations and partner execution
3. Low cultural cohesion leading to inconsistent customer experience

2.4C CHANNEL RADAR™ — MATURITY SNAPSHOT
Dimension Scores (Sample):

e Coverage:2.9/5

e Capability:2.4/5

¢ Commitment:3.2/5
e Culture:2.6/5

Interpretation

e Coverage is adequate but limited in emerging markets; too few partners carry
the full portfolio.

o Capability is the weakest dimension—wide variance in technical and sales
proficiency.

e Commitment is reasonably strong due to established relationships, but not tied
to performance.

e Culture shows misalignment on collaboration discipline, reliability, and
customer experience standards.

Radar Summary Statement:

“Partner relationships are strong, but ecosystem capability and cultural alignment
must be strengthened to scale consistently across regions.”

3.4C CHANNEL SCORECARD™
Coverage-2.9/5
Strengths

e Solid presence in Tier-1 markets

e Distributor partnerships established
e Good brand awareness in key verticals
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Gaps

Risks

© Strategic Pathways Pte Ltd

Limited presence in secondary and growth markets
Channel overlap leading to conflict and inefficiency
Partners not carrying full portfolio across regions

Missed revenue opportunities
Overexposure to small partner groups

Capability-2.4/5

Strengths

Gaps

Risks

A few deeply skilled integrators and solution partners

Strong pre-sales support team from the vendor

Inconsistent partner technical proficiency
Limited certification and enablement programs

Weak project delivery capability among mid-tier partners

Poor customer experience
High support burden on vendor engineering teams

Commitment-3.2/5

Strengths

Risks

Long-standing strategic relationships
Good partner response to vendor-led initiatives
High participation in top-tier partner programs

Commitment not tied to measurable contribution
Few partners co-invest in marketing or ecosystem expansion
Low deal registration consistency
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Difficulty scaling pipeline predictably
Misaligned incentives across regions

Culture-2.6/5

Strengths

Gaps

Risks

Strong alignment in mission and purpose with 30% of partners
Good collaboration on flagship accounts

Misalignment in customer experience standards
Different approaches to communication and accountability
Limited transparency in deal cycles

Brand inconsistency
Loss of trust with enterprise customers

4.4C CHANNEL QUADRANT™ — POSITIONING

Quadrant Position: Challenger

Challenger Characteristics:

Strong pockets of partner excellence

Uneven ecosystem performance

Strong growth potential if capability and coverage gaps are addressed
Ecosystem not yet operating as a cohesive, aligned unit

Why not Champion?

Too much dependency on small cluster of high-capability partners
Low capability maturity across most of the ecosystem
Weak cultural alignment limits customer experience consistency

5.4C ECOSYSTEM ROADMAP™ — TRANSFORMATION PLAN

0-90 Days — Stabilize & Align
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e Define ecosystem governance and partner tiering criteria
o Identify capability-critical partners for rapid uplift

e Improve communication cadence and reporting discipline
e Map coverage gaps in priority markets

3-6 Months — Integrate & Accelerate

¢ Rollout certification and training pathways

e Launch co-selling and co-marketing frameworks
e Build partner scorecards with measurable KPIs

¢ Introduce structured onboarding for new partners

12-24 Months — Scale & Optimize
¢ Expand presence in underpenetrated geographies
e Consolidate underperforming or low-fit partners

¢ Build a continuous partner development program
e Align cultural values through joint GTM, delivery, and CX standards

6. GAP ANALYSIS & OPPORTUNITY MATRIX™

Business

Gap Identified Impact Opportunity Priority
o . . Launch certification + technical .
Low capability maturity High enablement High
Weak coverage in growth High Add Stratgglc partners in targeted High
markets geographies
Cultural misalignment Medium Establish ecosystem CX Medium
standards
Poor documentation + . .
Medium Introduce partner playbooks Medium

handovers
Low deal transparency Medium Improve deal registration High

governance

7. RISK ASSESSMENT & MITIGATION PLAN™

Risk 1 — Overconcentration Among Top 3-5 Partners

Mitigation: Grow mid-tier partner capability; diversify revenue sources.
Risk 2 — Inconsistent Delivery & Support Quality

Mitigation: Implement partner performance scorecards, enforce CX standards.
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Risk 3 — Misalighed Commercial Incentives
Mitigation: Align partner program rewards with measurable outcomes.
Risk 4 — Channel Conflict

Mitigation: Clarify segmentation, territories, and GTM rules.

8. STRATEGIC ALIGNMENT INDEX™

Alighment Score: 59/ 100

Interpretation:
e Ecosystem operates with partial alighment
e High commitment but low capability

e Culturalinconsistency affecting customer trust
e Clear pathto strong alignment with ecosystem restructuring and uplift

9. BENCHMARK COMPARISON™ (ENTERPRISE TIER)

Dimension Your Score Ecosystem Avg Delta

Coverage 2.9 3.1 -0.2
Capability 2.4 3.0 -0.6
Commitment 3.2 3.0 +0.2
Culture 2.6 2.8 -0.2
Summary:

Commitment outperforms peers, but Capability significantly lags, limiting scalability of
revenue, adoption, and customer outcomes.

10. STRATEGIC RECOMMENDATIONS FOR 4C

1. Build a High-Performance Partner Program

Introduce tiered benefits, capability requirements, and measurable KPls.
2. Strengthen Partner Capability at Scale

Launch certifications, technical bootcamps, and pre-sales enablement.
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3. Expand Strategic Coverage
Recruit targeted partners in underpenetrated markets.
4. Improve Ecosystem Transparency and Governance

Deploy partner portals, deal registration controls, and shared performance
dashboards.

5. Align Cultural Standards Across the Ecosystem

Create a unified customer experience (CX) code of practice for all partners.

11. SUMMARY OF YOUR 4C POSITION
The sample ecosystem demonstrates:
o Strong partner relationships

¢ Moderate market coverage
e Low partner capability maturity
e Cultural fragmentation

e« High strategic potential with targeted channel development

The 4C Channel Framework™ provides structure, clarity, and a roadmap for building a
high-performing Intelligent Workplace ecosystem.

12. NEXT STEPS

Build a stronger, more aligned, more capable channel ecosystem.
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