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Introduction
Generating revenue from partner programs is 
not a new topic or new revelation. It’s clear
that channel programs need to produce in 
order to survive. What is new and something 
we’ve been discussing this year with channel 
leaders around the world are leading and 
lagging indicators of partner success and 
what partner actions lead to revenue. 

We sought out to source innovative strategies 
and partner actions amongst different partner 
types (think: referral, OEM, SI, etc) from 
channel leaders. The resulting report is an 
in-depth look at partner actions that 
directly lead to revenue.

It outlines our efforts to connect channel 
leaders to impact business growth. This 
report demonstrates our commitment to 
helping partner managers identify important 
questions and playbooks for continued 
success in the channel.
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If you manage:

Agency Partners
65% of Channel Account Managers (CAMs) 
who manage agency partners find Marketing 
Campaigns (marketing to partners) to be the most 
successful action that leads to revenue. 

Followed up by joint materials such as 
co-branded content with 52%. 

Marketing campaigns and co-branded content 
will continue to drive revenue in the coming years. 
The question is how easy is it for your partners 
to create co-branded materials and how often 
are you creating campaign touch points? To win, 
CAMs need to assess that their marketing efforts 
draw a clear call-to-action and are consistent. 

Tip: Make sure your agency partners are 
receiving timely company update emails 
from you such as product updates or 
newsworthy stories. Allow your partners to 
co-brand materials on the fly and arm them 
with relevant content they can easily add 
their logo to.
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An agency partner is a company who will refer 
business to you. They are typically a trusted source 
for the prospect they send over and do some vetting 
on your behalf.
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If you manage:

Alliance Partners
For CAMs who manage alliance partners, it was a tie 
between marketing campaigns and joint materials, 
both coming in at 58%. 

It’s essential to not only market to your partners, but 
to market with your partners. Providing consistent 
touchpoints between your partners and their CAM 
helps strengthen a relationship and selling confidence. 

In order to succeed with alliance partners, CAMs 
should seriously consider creating a content library 
that is easily accessible by partners to co-brand. If 
you set you partners up for success and give them 
autonomy to co-brand content, you decrease the time 
it takes partners to close business.
 

Tip: Decide together which materials are 
beneficial for co-branding. Keep each other 
updated on changes within the organization 
or product changes through marketing 
campaigns. The goal here is to work together 
on a common goal, so set yourself up for 
success by regularly connecting and sharing 
important milestones.
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An alliance partner is when two companies collaborate 
on a mutually beneficial campaign while keeping 
independent. This partnership lasts as long as the 
campaign is live.  
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If you manage:

Co-Selling Partners
Partner webinars and interactions are #1 for 
co-selling partners, overtaking marketing 
campaigns and joint materials. 

The road warrior salesperson is finding a new way 
to engage and sell through webinars and virtual 
meetings. For partner webinars and meetings to 
be truly effective, CAMs need to create a regular 
cadence of check-ins, host interactive webinars to 
engage partners, and set expectations clearly at 
the beginning of a partnership.

Tip: If you’re involved in co-selling 
partnerships, create a webinar cadence 
for partners to align on an ideal customer 
profile,  understanding the competitor 
landscape, and experience with the 
products. Schedule regular interactions 
so selling talk tracks and strategies 
are unified.
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A co-selling partnership is when two companies present 
a joint offering that benefits the end user. One example 
of this is the partnership between Uber and Spotify or 
Nike and Apple.
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If you manage:

Distributors
For distributors, the most common partner 
actions that lead to revenue are regular meetings 
or interactions as well as developed training and 
onboarding.

Training and onboarding can mean a lot of 
different things. Many vendors try to master the 
nuances of onboarding a new partner as well as 
ongoing training. But it often leaves CAMs with a 
manual process to figure out. 

If your channel program plans to invest 
in the success of distributors, prioritize training 
materials, incentivizing partners to complete 
learning tracks, and automating 
the training process.

Tip: It’s important that you keep your 
distributors educated on your products. 
Frequent interactions and training will 
help them sell more intelligently and 
inform resellers about new products, give 
meaningful demos, and provide content 
relevant to their buying decision.
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A distributor is a business that purchases from an 
organization with the intent of selling it to retailers. They 
are one of the first steps of a distribution channel.
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If you manage:

MSPs
45% of channel managers reported partner 
webinars as the top action that leads to revenue. 
Not far behind were marketing campaigns at 
40% and how many times partners logged into a 
partner portal with 40%.

How many times a partner logs into your portal 
is a leading indicator of overall engagement and 
involvement in your program. Specifically for 
MSPs, they rely on updates and training from 
you. Webinars and other campaigns to increase 
education and engagement are fitting for this 
partner type. 

Tip: Make sure your MSPs are committed 
to your partnership. Interactive webinars 
can be a good way to understand insights 
on new technology so you can improve 
your scope and scale of work. Hold 
them accountable to certifications and 
accreditations so you can grow together.
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(Other)MSPs (managed service providers) are partners who 
are outsourced to manage IT. These partners specialize 
in being proactive. This means they work to identify 
possible sources of friction, like a hard drive failing, 
before it actually happens.
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If you manage:

OEM
Ongoing content consumption is the number 
one priority for OEM partners. Channel managers 
found that having a consistent cadence of new 
content and staying top of mind was key to 
success of OEM partners. 

Channel managers will need to develop their 
own processes to engage the right internal 
departments for help with content, a place to store 
it that’s accessible to OEM partners 24/7, and a 
roadmap of content updates as it relates to 
your company.

Consistency and quality will win over quantity. 

Tip: CAMs who manage OEM 
partnerships need to prioritize nurturing 
the relationship. It needs to be built on 
trust and communication. Establish clear 
lines of communication and document 
the processes. Establish a means of 
communication around product updates 
and content around specific enhancements 
or changes in the product.
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Other
An OEM (original equipment manufacturer) is a 
company whose product is whitelabled into other 
products. This means that one of their features is 
utilized within a separate product and sold as one. 
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If you manage:

System Integrators
Respondents voted partner interactions (48%) 
and training/onboarding (48%) as #1 actions that 
lead to revenue. This comes as no surprise for SI 
partner types.  

Leading channel managers have had to find 
new ways to meet and touch base with partners 
with working from home. Gamification tied with 
creative ways and reasons to meet with partners 
have become popular this year. How can you 
and your partners thrive with online training 
and virtual interactions?

Tip: How do you increase the value you 
receive from your SI? Host regular best 
practice meetings that are interactive. Lead 
trainings and incentivize SIs to complete 
onboarding through gamification.
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A system integrator is an individual or a company that 
specializes in combining software and ensuring the two 
run smoothly via implementation, testing, and more.
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If you manage:

Referral
62% of respondents reported partner interactions 
lead to revenue when managing referral partners. 
Followed by marketing campaigns with 58%. 

Channel managers need to start thinking of their 
partners as a relationship. Tailor your interactions 
and marketing campaigns to that specific partner. 
Understand their needs and how you can best 
serve them. 

Provide a great experience for your partners. Get 
to know them a little more during this work from 
home time and thrive together.

Tip: In order to have a successful referral 
partner, you need to focus on the relational 
aspect of your partnership. You’re more 
likely to refer business to a company that 
you enjoy working with. Utilize Partner 
interactions to build trust and strengthen 
your relationship.
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A referral partner is an individual or a company who 
has a pre-existing connection with the person they’re 
referring to you. The pre-existing connection means 
that the lead is more likely to value that suggestion.
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If you manage:

Technology Partners
Our data shows 70% of CAMs who manage 
technology partners found partner interactions 
to be the driving force of revenue. 65% reported 
partner webinars as the second driving factor. 

In 2021, build your partner touch points and 
webinars around mutually beneficial topics. 
Providing a great partner experience will allow you 
to more easily deliver your updates and content 
and meet your indirect sales goals. Partner 
experience has come a long way over the last 
decade - are you equipped for thriving virtual 
relationships in 2021?

Tip: Make your partner webinars as 
interactive as possible. The more engaged 
partners are, the more information will 
be retained. This is also a great way to 
strengthen your relationship in a 
virtual landscape.
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A technology partner is typically an organization that 
integrates an aspect of their offering with your platform 
or service - that you then in turn sell or provide to your 
customer as a whole package.
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If you manage:

Reseller
61% of CAMs reported joint materials (content 
strategy and co-branded materials) and partner 
webinars (57%) lead to revenue. Identify if your 
content strategy and webinars are setting partners 
up for success in 2021. 

Think through sharing your internal selling 
techniques through playbooks and content that 
partners can easily co-brand. Partner webinars can 
take on many forms. The key is to identify which 
topics are most effective so your partners can sell 
and achieve your revenue goals.

Tip: Make it easy for partners to co-brand 
content. A long turnaround time for co-
branded content can discourage partners 
from submitting requests. Give partners 
the ability to independently co-brand 
pre-selected content pieces through 
partner portal automation.
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Support

A reseller is a partner who purchases your 
product/offering with the intent to resell it instead of 
utilize it within their organization.
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Gain Insight into 
What Partner Actions 
Lead to Revenue for 
Your Business
Allbound’s partner relationship management 
(PRM) tool allows you to automate partner 
training, manage MDFs, co-brand, and 
gain visibility into what’s working all while 
integrating with your favorite tools. 
When your business relies on partners, it’s vital 
to empower them to sell better and 
more efficiently.

Allbound is a flexible SaaS platform that helps 
businesses recruit, onboard, measure,
and accelerate growth through sales and
channel marketing partnerships.

REQUEST A DEMO

https://www.allbound.com/
https://www.allbound.com/request-a-demo/

