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4 STEPS FOR 
REBUILDING 
YOUR CHANNEL 
PROGRAM FOR 
RECURRING REVENUE

And Why It’s Worth the Investment



Despite the piles of industry data that point to 
the fact that a channel presence is a surefire 
path to generating unprecedented revenue, it’s 
possible that you haven’t been experiencing 
this guarantee in practice. You’ve been trying 
the channel—and you’ve been getting burned. 

You were supposed to get dedicated customers who 
use your solution through your partners and stay 
aboard for years to come—instead you got customers 
who complained they weren’t getting any value from 
your solution and ended their subscriptions at the 
first opportunity. You expected a constant trend 
upward as partners got you set up in more and more 
of their clients’ businesses, and instead you saw a 
brief bump at launch followed by a flatline on your 
growth. You expected ROI, and instead you got an 
investment that you had to keep pouring money and 
resources into, and that wasn’t returning anything good.

4 Steps for Rebuilding Your Channel Program for Recurring Revenue 1



4 Steps for Rebuilding Your Channel Program for Recurring Revenue 2

And you have business to conduct. You have to make your numbers, you 
have to drive revenue, and the hands-on experience you’ve had with a channel 
program makes it look less like the panacea everyone seems convinced it is 
and more like a liability. You’ve tried the model, you’ve strung together some 
tech tools to make it happen—you didn’t see the ROI then, and you’re not 
anticipating it now. Your channel partner program is sitting in a state of 
disrepair—a hodgepodge of partners who occasionally check in to let you 
know they’re still alive, a few trickles of revenue, and an occasional report 
that reminds you the partner program is, indeed, still operational—with news 
about another subscription or two that you’ve lost.

You’ve tried the model, 
you’ve strung together 
some tech tools to 
make it happen—you 
didn’t see the ROI then, 
and you’re not antici-
pating it now.

So when we tell you that you can 
make unprecedented revenue by 
rebuilding and rebooting your channel 
partner program, you’re probably 
skeptical. But we’re here to let you 
know, despite how far-out it might 
sound, that, with the right strategy, 
it can be done. 

First things first—even if your previous 
attempts at channel programs have 
left a bad taste in your mouth…
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The Limitless Revenue Is There—Really!

From the entertainment media you consume to the office supplies that 
appear at your door when you need them, subscription-based services are a 
fact of today’s economy—and they represent its future. For vendors, creating 
a quality solution and positioning a channel team to connect the solution 
with the right clients make for a potential source of revenue that just keeps 
pouring in. 

In fact, by using a tool like Allbound’s 
ROI Calculator1, you can get a 
glimpse of the sort of recurring 
revenue that a channel partnership 
could generate. Let’s start with a 
small, hypothetical example. If 
you’re just dipping your toe in, slowly 
dedicating resources to a channel 
program and testing it out, you 
might start out with eight trusted 
partners. If those partners are them-
selves rather small, boutique opera-
tions with, say, 10 reps each at their 
operations, and each of those reps 
only closes one deal a month, with 
each deal promising $8,000 worth 
of subscriptions for services, that’s a 
potential $640,000 a month and 
$7,680,000 annually. So if you can 
keep your churn rate down, that’s no 
small chunk of revenue to build on. 
And just plugging numbers into the 
calculator, it’s easy to see how that 
revenue can become even bigger 
the more—and better—partners are 
added to the mix. 

But what about the quality of the 
partnerships themselves? That’s the 
key to making ROI a reality. And 
there are companies out there that 
are doing it. Allbound customers 
have reported the following numbers 
regarding their channel programs:

Typical partner activation
92%

Percent of total registered contacts 
who are active in the system.

43%

Typical percentage of 
content engaged

26%

Pipeline engagement 
percentage

37%

Percentage of contacts 
with a pipeline

26%

https://www.allbound.com/allbound-roi-calculator
https://www.allbound.com/allbound-roi-calculator
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Total average pipeline value

$4.34 million 
(from mid-October to December 31) Average number of 

opportunities registered

100 
Average deal size per 

partner company

$69,868  
Average deal size 

per contact

$120, 681

And if you want some insight into the typical deal size and the amount of 
money a vendor tends to bring in as a whole through its entire pipeline, the 
numbers within Allbound customers’ pipelines paint a similarly profitable 
picture. For 2016, Allbound found the following numbers:

When we take those real, on-the-ground numbers and put them together with 
the ROI calculator’s estimates, it’s easy to see that there’s really revenue to be 
made—and that there’s definitely a model for a healthy, robust channel out 
there if you’re a vendor for a subscription-based solution. 

So if you can keep your 
churn rate down, that’s no 
small chunk of revenue to 
build on.
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Still, with all this potential, if you’re not seeing any of the much-lauded gains 
the channel offers, it’s likely that you’ve set your channel program on the back 
burner. But you can get your channel in shape, to make the numbers you see 
in your financials reflect the impressive ones above. Let’s look at the four 
steps you’ll need to take to get your channel program up to speed with the 
revenue-generating marathon you’ve heard so much about. In doing so, we’ll 
diagnose why it feels like you’ve been doing a little stumbling on the first lap.

1. Focus, Focus, Focus!

One of the reasons your channel 
program hasn’t been able to generate 
the kind of revenue you’re looking for 
may be that you’ve cast too wide a 
net with your partners. And it is 
understandable why—it seems like 
having a successful channel should 
be a numbers game. You have your 
partners, they have their clients, they 
get your solution installed throughout 
their clients’ enterprises, and the 
revenue starts coming in. But the 
simple equation “more partners + 
more clients = more revenue” is a 
little too simple to apply in reality. The 
math might have panned out that 
way in earlier eras of partnering, but 
in today’s channel landscape—and 
with subscription-based services—it 
just doesn’t work that way.

Throwing something at the wall 
and seeing if it sticks may work in a 
situation where you’re trying to 
move boxes. But subscriptions are 
built around ongoing relationships 
and an ongoing level of satisfaction 
that drives them. So it’s critical to 
ask yourself as you’re considering 
beefing up your channel: Who do 
you want to do business with?

But you can get your 
channel in shape, to 
make the numbers you 
see in your financials 
reflect the impressive 
ones above.



As Joe Barnes, Head of Channels at Cohesity, pointed 
out in an episode of The Allbound Podcast2, it’s 
important to know who your ideal partners are, what 
spaces they’re working in, how many partners you 
want to work with, and what you want your relationships 
with them to look like. This allows you to focus on 
getting the value you’re looking for out of your channel, 
rather than expending resources on partnerships that 
are destined not to pan out from day one. 

An almost surgical and even analytics-based precision 
in choosing your partners is one of your most important 
strategic tools in creating a channel program that 
keeps client companies happy with your solu-
tion—and that demonstrates ROI instead of churn.
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2. Test and Re-evaluate—to Cultivate

Starting out with the right focus is an important first step, but a strong and 
calculated start is just the beginning—for your channel to function, you have 
to stay focused. And that requires routine—maybe even monthly—assessments 
of how your partnerships are functioning and if they’re giving you what you 
want. If you haven’t been generating the kind of value you’re looking for, take 
action. Don’t take churn sitting down; part ways with the partnerships that 
aren’t holding up their end of the bargain, aren’t demonstrating your value to 
their clients, or just aren’t engaged on the level you need them to be.

Pruning your partner relationships down to the ones that are working for you 
is key. Once every partner is a strong one, you can put your focused energy 
into accelerating those relationships. If you’re putting your energy and 
resources into partners worth having, that’s an investment in their relationships 
with their clients—which translates into subscribers that stick around and 
even ones that will reach out to you for other products, features, or add-ons.
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3. Keep Training Front and Center

It’s a common misconception going into a channel relationship that because 
partners have pre-existing relationships with their clients, there’s no need to train 
them on what your product is all about. They should be able to just get everyone 
they’re working with to sign up for a subscription and start sending revenue up 
the pipeline, right? But your responsibilities to your channel don’t stop when 
they’ve inked a deal—in fact, just as recurring revenue never stops, neither does 
the recurring responsibility of keeping your channel well-informed as to how 
your solution works and how to troubleshoot it, as well as how to position it in 
the eyes of clients.

Having information available is only half 
the battle. Getting your partners to actually 
take part in the trainings is crucial. That 
requires you to convey information in a 
way that they’ll want to learn from and to 
log and incentivize their performance.

Having training available at any time for 
your partners’ team members to do at 
their own pace—with robust, tangible 
incentives to drive them to do it—will get 
a much more thorough response than 
leaving some training files sitting on a 
drive and hoping that they’ll take a look at 
them. And as sales and marketing blogger 
David Cummings notes3, maintaining a 
channel team’s confidence in its use of 
the product is paramount—and that 
demands ongoing training.

So if your channel has been lagging, turning your training from a passive 
experience to an active one is another step that will boost the quality of how 
your partners position you to their clients—resulting in better relationships 
and the ROI that comes with it.
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4. Implement the Right Sales Acceleration Tool

What do the three steps above all have in common? They’re all reliant on the 
right technological solution. Sales acceleration tools are the glue that holds 
today’s complex channel landscape together, and if you’re not using one, you 
are by definition not taking on the critical steps above—or not doing them as 
well as you otherwise could be. It’s at the heart of why you’re not seeing the 
ROI from your channel that everyone is talking about—and it’s perfectly 
natural that you’ve ended up where you are.

That’s because there have been drastic advances in the complexity of chan-
nel relationships over a relatively short period of time. What was once small 
and local may now have national or even global elements. What was once 
just one-on-one relationships with one or two offices can now involve hun-
dreds or thousands of players around the world. And most recently, with the 
advent of software-as-a-service solutions, what once involved establishing a 
series of one-off relationships to move product with occasional follow-up 
services attached has evolved into relationships that require all parties in a 
relationship to be in regular contact, to manage and maintain a solution on 
an ongoing basis.

“What do the three steps above all have in common? 
They’re all reliant on the right technological solution.”



Only recently have the right tools come into being that can address these new 
complexities at scale.

A sales acceleration tool helps you easily apply the four best practices for 
rebuilding a channel program.

And most important, a sales acceleration tool facilitates easy, effective collaboration 
between all of the numerous players involved in your channel program. 
Collaboration is what drives value in the channel, and that’s ever more the case 
as subscription-based revenue continues to demand a greater level of ongoing 
interaction between vendors, partners, and clients. The right sales acceleration 
tool is what drives that collaboration.

Log data about prospective partners in order to paint a clear picture 
of who they are and how they can boost your business, and you can 
even run analytics to get a data-driven perspective on the best 
choices to make. 

With the right tool, you can:

Observe the performance of your channel partners on a granular level 
to determine if they’re the best outfits for you to be working with and to 
see where you need to modify, prune, or pivot. 

Streamline communication between your channel team and your 
partners to make sure that there are no crossed wires and no 
dropped information so that your picture of what is going on coincides 
with the reality on the ground.

Build out and facilitate remote, ongoing trainings; monitor if your 
partners are doing them and how they are performing; and manage 
the incentives that come with their successful completion.
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So take another look at your channel program. See 
where there have been disconnects, where relationships 
and technological solutions have been strung together 
with piecemeal workarounds, and where there has 
been churn when you expected expansion. Re-assess, 
re-evaluate, and realize that you don’t have to do it 
this way anymore. 

The technology and the best practices are now here 
to get your channel program up to speed and thriving. 
And you too can take advantage of the massive 
amount of recurring revenue that is available out 
there in the subscription-based economy with a 
properly structured channel program. 
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Recurring Revenue Starts With 
Rebuilding Your Channel

The subscription-based service model—even as we’re beginning to see it more 
and more—is still in its infancy. And using channel partnering to get solutions 
into the hands of clients that can use them to thrive is even newer. But it’s all 
coming together. We’re seeing the best practices emerge, we’re building the 
industry knowledge, and we’re putting together a picture of how every 
solution—so long as it serves a need—can expand its number of ongoing 
subscriptions through channel partnerships.
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So even if you haven’t been feeling 
the love from the channel so far, 
taking a look at it with a fresh 
perspective can reveal that you’ve 
been making some quite simple, 
understandable mistakes in this 
new world that have had quite a 
drastic impact on your ability to 
generate and maintain recurring 
revenue.

By understanding the strategic 
demands of using channel partners 
for subscription-based services, as 
well as appreciating how central 
the right acceleration tool is to 
bringing it all together, you can 
build something that will extend 
your reach, expand your business, 
and bring in revenue on a recurring 
basis that seems almost unimag-
inable now when you’re reading 
those huge numbers in the 
industry news. 

Recurring revenue from subscrip-
tion-based selling is no fiction, and 
if you rebuild your channel and 
pursue growth based on the guide-
lines in this ebook, that’s something 
you’re sure to find out.

But you can get your 
channel in shape, to 
make the numbers you 
see in your financials 
reflect the impressive 
ones above.
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About Allbound

Allbound is a leading provider of partner sales acceleration software that is 
changing the industry. Our mission is to create elegant technology that 

demolishes barriers and generates fresh ideas for our customers, which in 
turn helps them nurture and grow their channels. We relentlessly work to 

shape—and lead—the indirect sales and marketing sector. 
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