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Channel Partner Management

Channel partners are critical growth engines, but unmanaged ecosystems often underperform:

o Inconsistent revenue contribution and pipeline coverage

e Misaligned incentives and weak accountability

e High dependency on a few partners; low visibility on long-tail

e Underutilised enablement and insufficient deal execution discipline
Our Approach
We combine data-driven analytics, commercial rigour, and behavioural accountability
to ensure that channel partners consistently deliver measurable business outcomes.

Channel Partner Management

1. Channel Strategy & Partner Segmentation

o Segment partners by capability, strength, attractiveness, and strategic importance

o Rationalise portfolio: eliminate redundancy, reduce channel conflict

Outcome: Right partners in the right roles with clear responsibilities
2. Partner Lifecycle Management

e Structured onboarding, enablement, and certification programs
e Continuous skill development and deal coaching

o Performance-based progression and tiering

Outcome: Competent, engaged partners capable of delivering results
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3. Pipeline Economics & Conversion Health

e Revenue contribution, pipeline velocity, and margin impact
e Win rates, deal quality, and forecast reliability

o Partner activity vs outcome mapping

Outcome: Transparent, actionable insights for management and partners

4. Commercial Alignment & Incentives

Aligning commercial levers with enterprise priorities means using incentives, margins, funds,
and governance to deliberately shape partner behaviour in line with the company’s growth,

profitability, and strategic direction.

e Outcome-linked incentives and tiering structures

o Strategic account penetration

o Solution/platform adoption

o Multi-year or recurring revenue

o Revenue quality and margin contribution

o Win-rate and forecast accuracy

o Capability maturity (certifications, delivery readiness)
e Margin protection, deal governance, and MDF allocation

o Strategic campaigns

o Priority industries or solutions

o Measurable pipeline or revenue outcomes

o Pre-approval and post ROI validation

o Deal registration and deal protection rules
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o Discount approval thresholds and exception governance
o Margin floors by product/solution/segment

o Conflict resolution mechanisms between partners or direct sales

Outcome: Partners’ commercial motivation drives desired behaviours

5. Channel Partner Motivation
Understanding what drives partner behaviour and designing levers accordingly.
Covers:

e Channel partner motivation diagnostics

e Applying motivation models

o Differentiated treatment by partner type

e Recognition, status, and trust-building

o To motivate channel partners by aligning incentives, status, and relationships with what

partners value most—achievement, influence, or belonging.

6. Analysis of Channel Partner Key Business Ratios
A partner may deliver revenue today but still be:

o Financially stressed
e Over-leveraged
e Over-dependent on discounts or credit

o Unable to scale or invest

Is this partner a financially healthy, scalable business—or a hidden risk?
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7. Leadership SKkills for Channel Management
Channel Leadership Is Different. Channel leaders:

e Do not control partners directly
e Align independent businesses to enterprise priorities
o Balance growth, margin, trust, and governance simultaneously

Covers:

o Executive conversations with powerful partners
o Handling pressure for discounts and exceptions
o Negotiation Skills & conflict resolution

8. Enablement with Accountability

e Value-driven sales plays and solution messaging
e Deal coaching and opportunity qualification rigour

o Certification tied to revenue and performance outcomes

Outcome: Enablement converts into measurable business results

Target Audience

o Enterprises with multi-tier or regional channel models
e Organisations scaling indirect sales across markets

o Leadership teams seeking control, visibility, and ROI from partners
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