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If your channel marketing software 
has co-branded asset management 
capabilities, then your partners 
can easily co-brand print-quality 
assets and download them either 
for digital distribution via email 
or other means, or print them for 
physical distribution.
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This article is focused on the core tools your channel 
marketing software needs for you to succeed. But first, 
bear with me for just a few minutes and consider where 
the world was a century ago when it comes to channel 
marketing. Certainly, there was no channel marketing 
software, but there definitely was channel marketing. 
Someone told me the other day that Isaac Singer, the 
father of Singer sewing machine, built a channel to sell 
his products through a network of dealers. He created 
pamphlets for his resellers to distribute, and trained them 
on how to demo the product and sell it to make money. 
He apparently created multiple channels for distributing 
his product—not just in the US, but also in other parts of 
the world. And that was almost 150 years ago.

“

“

Your channel marketing software should be able to drive integrated 
campaigns and traffic to your partner’s websites

https://en.wikipedia.org/wiki/Isaac_Singer


Automating Profitable GrowthTM

The goal is to engage end 
users through logical multi-
touch content, and draw 
them into face-to-face 
conversations. To take the 
multi-touch experience to 
the next level, your channel 
marketing software should 
also provide landing page 
and microsite capabilities.

“

“

Well, times have changed. Gone are the days when 
you can simply print pamphlets for your resellers to 
use in order to effectively pitch your product and train 
them all face-to-face. In our distributed digital age, 
where relationships are born and bred on the cloud, it 
is essential to have state-of-the-art channel marketing 
software with the right tools to ensure your resellers 
(aka channel partners) can market and sell properly.

Let’s explore here the most important tools you need for 
your channel marketing software to be effective.

• First, your channel marketing software needs a digital 
search marketing management capability. You 
should be able to load various paid search words, 
and access various ad networks— such as Google 
AdWords, LinkedIn and Facebook—and the software 
should allow partners to run search campaigns with 
a few clicks and tie their credit cards accounts or 
MDF-approved funds to those transactions. You need 
a simplified interface that manages this engagement 
end-to-end.

• Second, you need a rich social media marketing 
capability in your channel marketing software. Like 
search, social marketing drives inbound traffic, and it 
is incredibly important for your channel partners to 
tap into your social media content. Partners should 
be able to auto-select or manually select social 
streams and syndicate them seamlessly via their 
own social networks. This will amplify your reach 
exponentially.

• Third, your channel marketing software needs a 
robust multi-touch email marketing engine. You 
should be able to set multi-touch drip campaign rule 
sets, load up content and campaigns, and enable 
your partners to upload lists and market to their 
prospects and customers in a logical and sequential 
way. The goal is to engage end users through logical 
multi-touch content, and draw them into face-to-face 
conversations. To take the multi-touch experience 
to the next level, your channel marketing software 
should also provide landing page and microsite 
capabilities.

• Fourth, your channel marketing software should also 
have a multi-touch event engine. Most channel 
partners run a lot of events to drive awareness and/
or train their customer base with virtual or face-to-
face events. Your channel marketing software should 
be able to provide this capability with easy-to-use 
tools. As part of this capability, it is essential that you 
also have a complete RSVP management process, 
where registration, reminders, and post-event emails 

https://www.zinfi.com/products/partner-marketing-management/overview/
https://www.zinfi.com/products/partner-marketing-management/search-marketing-management/
https://www.zinfi.com/products/partner-marketing-management/social-syndication-management/
https://www.zinfi.com/products/partner-marketing-management/email-marketing-management/
https://www.zinfi.com/products/partner-marketing-management/microsite-landing-page-management/
https://www.zinfi.com/products/partner-marketing-management/event-marketing-management/
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and surveys can be sent automatically without 
partners having to lift a finger.

• Fifth, your channel marketing software must include 
a web content syndication engine. There’s a 
reason I list this last: Basic syndication of content 
is not good enough, because most partners do not 
drive sufficient traffic to their website. If you do, 
then you don’t have a challenge. But if your channel 
comprises lots of small businesses, it’s very likely that 
many of them lack sufficient traffic. If that’s the case, 
you should 1) make sure you have a solid channel 
marketing software platform that covers the first four 
tools covered here so that partners have the ability to 
drive traffic via inbound and outbound methods, and 
2) make the partner website an additional destination 
site with your syndicated content.

With these five core tools, your channel marketing 
software should be able to drive integrated campaigns 
and traffic to your partner’s websites and sales reps by 
leveraging content from your campaign team. I do want 
to mention one last tool that is very important and can 
be used by both marketing and sales reps from your 
partner team: If your channel marketing software has 
co-branded asset management capabilities, then your 
partners can easily co-brand print-quality assets and 
download them either for digital distribution via email or 
other means, or print them for physical distribution.

I began this article by citing the channel marketing 
innovations of Isaac Singer, who used pamphlets to 
market his product via the channel. It’s interesting to 
point out that printed materials are not totally dead, 
even today. They can be effective augmentation tools 
that are useful at various points of purchase, events and 
other customer meeting environments. However, as we 
move to more and more digital content, your channel 
marketing software should be able to give you and your 
partners the ability to leverage assets both in digital and 
physical form. If Mr. Singer were alive today, I am sure 
he would rapidly embrace all the digital tools, no matter 
how nostalgic he might be for his pamphlets.

It’s interesting to point out 
that printed materials are not 
totally dead, even today. They 
can be effective augmentation 
tools that are useful at 
various points of purchase, 
events and other customer 
meeting environments.

“

“

https://www.zinfi.com/products/partner-marketing-management/web-syndication-management/
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