
Find a 
Partner
Experts who help understand and solve 
your business problems.

Tools Used

Problem Prioritisation

 Major pain points include outdated UX, inability to search partners at a global level, unclear filter 
options, and issues with mobile usability.

The problem statement

How might we eliminate the difficulties in engaging with navigating and understanding the FAP 
functionality & profile nomenclature faced by FAP USERS so that they can quickly retrieve the best 
match and most responsive partner to deliver the IT service they need.

Business Outcome: 

Here After delivering the project, the key metrics showed a significant improvement in user engagement and 

lead quality. We received overwhelmingly positive feedback, and numerous impactful changes were 
implemented, resulting in a more efficient and user-friendly platform.

The above key metrics we got based on the below process that we followed-

Final Designs

User Personas

�  End-Customer: Frustrations include unclear filters, limited partner information, and lack of 
responsiveness�

� Partner: Struggles with incomplete profiles, missing competencies, and a cumbersome setup 
process�

� Sales Maker/Partner Account Manager: Challenges with partner visibility, tool usability, and 
internal support for partners.

FAP- Old Designs/
Screens

Empathy Mapping

�  End-Customer: Frustrations include unclear filters, limited partner information, and lack of 
responsiveness�

� Partner: Struggles with incomplete profiles, missing competencies, and a cumbersome setup 
process�

� Sales Maker/Partner Account Manager: Challenges with partner visibility, tool usability, and 
internal support for partners.

THANK YOU

Ideation and Framing

After the process flow, empathy mapping, and user personas, we performed a comprehensive competitor 
analysis. Building on that, I conducted several ideation and framing workshops for the 'Find a Partner' tool with 
stakeholders, product owners, and the development team. Including the development team was crucial to 
check the feasibility of the functionalities we envisioned. These workshops allowed us to brainstorm and jot 
down potential new functionalities to enhance the tool's lead generation capabilities.



We conducted interviews with partners to understand their issues, gather recommendations, and get feedback 
on the current tool. Using the participatory design approach, I involved all stakeholders, including the product 
owner, product manager, and development team, throughout the process. This collaborative approach 
ensured we got a holistic view and constructive feedback. Here is the revised version of the tool that I designed 
after following this thorough and inclusive process.

Process Flow

Partner Company Setup

�  Onboarding and verification of partner companies�

�   Creation and continuous management of detailed partner profiles.

Profile Creation

� Setup of comprehensive profiles including services, expertise, and certifications�

�  Regular updates to ensure profile accuracy.

Lead Management

� Capture and assignment of leads to appropriate partners�

�  Tracking lead progress from initial contact to deal closure.

Deal Registration

� Submission and approval of deal registration forms�

� Monitoring of deal status and performance metrics.

Analytics and Reporting

�  Data collection on partner performance and user engagement�

�  Generation of reports to provide insights and inform strategic decisions.

User Interaction Points

� Search and Discovery: Filters for location, expertise, and ratings�

�  Profile Viewing: Detailed partner profiles for assessment�

� Contact and Communication: Messaging and contact forms�

� Feedback and Reviews: User reviews to ensure transparency.


