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GOSCURRY PARTNER PROGRAMME GoScurry

Make the next
conversation

easier to act on.

A practical overview for

people who help teams

follow through after the

meeting.

A useful layer beside the tools your clients
already trust.
Your clients already run the meeting, keep the transcript, and use a CRM. GoScurry helps carry the
conversation forward: from what was said to a clear, human next step.

Affiliate

Introduce GoScurry to a relevant audience
when the follow-up problem is already
familiar.

Standard Partner

Bring context to named opportunities and help
the first conversation start in the client's
language.

Public overview
Programme details, acceptance, and account-specific terms are confirmed directly with GoScurry.
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WHY THE PROGRAMME EXISTS

The conversation already happened. The
value leaks straight afterwards.
Notes do not become next steps. Context gets re-read before anyone writes. Follow-up arrives late enough to
feel generic. GoScurry sits beside the existing stack and turns the real conversation into a useful follow-up
sequence.

What partners keep seeing

A client has the meeting, the transcript, and
the CRM, but the work after the call still
depends on memory and manual effort.

Where GoScurry sits

Between the transcript and the inbox:
grounded in what was said, ready for a person
to review, edit, and send.

A clear split keeps the first introduction safe.

Partners bring GoScurry owns

The relationship, the client context, the
introduction, and the way the team actually
works.

Product onboarding, product questions,
technical workflow, and the approved support
boundary.

The public page explains the shape of the programme. Specific acceptance, support responsibilities, and account terms are confirmed
in writing with the partner team.
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THE TWO PARTNER PATHS

Choose the path that matches the work you
already do.
Both paths begin with a real client or audience problem. The difference is how close you stay to the
opportunity after the introduction.

01 Affiliate

For someone who makes a genuine
introduction or shares GoScurry with an
audience that already has the problem.

Good fit: audience-led introductions, clear
attribution, no delivery commitment.

02 Standard Partner

For a person or company that helps source,
qualify, and support opportunities alongside
the work they already do.

Good fit: named opportunities, agreed
activity, and a simple review rhythm.

What the first conversation should establish
01 Choose a fit

A team that already has a CRM and a follow-up problem you can describe in one sentence.

02 Name the gap
One place where conversations are being lost, delayed, or handled inconsistently.

03 Make the introduction
Context specific to the client and the way they work.
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04 Review what happened
A shared look at the workflow after the first implementation period.

A SENSIBLE FIRST STEP

Tell us about the clients, market, or
workflow you already support.

We can look together at whether GoScurry is a fit, agree what a first introduction would actually look
like, and decide which path makes sense before anything is committed in writing.

Start here
partners@goscurry.ai

This public overview intentionally leaves out account-specific rates and private partner terms. Those are confirmed directly
with accepted partners.

GoScurry.ai · AI follow-up sequences from your actual meeting conversations.


