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The final part of business planning involves performance tracking
and aligning performance with the proper rewards.

Technology organizations selling through the channel
develop business plans with their strategic channel
partners to ensure that the partner and the vendor
organization stay aligned as they pursue marketing, sales,
technical and other activities. Business planning is also
quite common in certain franchise businesses where
market and sales development remains in the hand of
local franchises. In such cases it is essential to have a tool
that can automate business planning, and this is where
channel management software comes in.
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/1 A good platform can reduce the
labor required by both the partner
and the vendor organization
tenfold. Even more importantly,
it allows vendors to integrate
their business planning activities
with performance tracking and
incentives data to build a high-
performing group of channel
partners. /]
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/1 State-of-the-art Unified
Channel Management
software comes with a
few critical capabilities,
including channel profile
management—which is
about managing partner
records—as well as contract
management, business
planning, marketing and
sales management, and
various Kinds of incentives
management. 1)

A typical partner business plan includes most of the
common elements of any business plan, including
identification of the target market, potential prospects,
overall value propositions, the products and solutions
that will be bundled together, employee training and
rewards. Typically, several marketing and sales campaigns
plans will also be included. For a vendor selling through

a network of partners, it is almost impossible to develop
unique plans for each partner and manage them
properly. Therefore, it is essential to build a template

and drive consistency across all partners involved in

such planning, but also to accommodate some degree of
customization for certain partner business plans. Today,
most organizations try to execute this process using tools
like Excel, Word and PowerPoint, which are not built for
the efficient management and tracking of the business
planning process. This is where channel management
software can be a significant help.

State-of-the-art Unified Channel Management
software comes with a few critical capabilities, including
channel profile management—which is about
managing partner records—as well as contract
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management, business planning, marketing and
sales management, and various kinds of incentives
management. The two key modules that are especially
relevant for automating business planning are channel
profile management and planning management. By
leveraging these two modules, a vendor can assign
various business plan templates based on partner
types, groups, profiles, etc., and then allow channel
management teams to work with each partner to
complete these plans. This is a core requirement for any
channel management software.

Now, within the business planning modules a partner
should be able to enter all functional plan details related
to marketing, sales, technical aspects, support, financial
details and so on, thereby creating a realistic game plan
that specifies how the partner will drive a vendor’s sales.
Business planning should also clearly specify investment
requirements from both the partners and the vendor.

In addition to these two types of planning activities,
another key element of the planning process involves
linking the plans with actual performance data, and this
should come from the other modules in the channel
management software, such as marketing, sales, training
and incentives.

The final part of business planning involves performance
tracking and aligning performance with the proper
rewards. This is what incentives management is all

about and it is why, if you are thinking of creating sound
business plans with your partners, you will need to ensure
that all performance data are integrated at a partner
record level and can be accessed using a single interface
or “pane of glass,” so that certain incentives can be
automatically applied to appropriate partners or partner
groups to further enhance performance.

What | have described above from a channel
management software perspective is completely
available from providers channel management software
providers like ZINFI. A good platform can reduce the
labor required by both the partner and the vendor
organization tenfold. Even more importantly, it allows
vendors to integrate their business planning activities with
performance tracking and incentives data to build a high-
performing group of channel partners.
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