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The best channel marketing software solutions require careful
planning

OK, now that you've gone through the arduous process Iy
of evaluating channel marketing software solutions

and have made a selection, how do you ensure that

you successfully engage your partner base, stimulate

productive activity in the channel and generate a decent

return on your investment?
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/] Your cross-functional team
will need to agree on the
processes that define each
program and the associated
roles and responsibilities, and
ensure that every stakeholder
is on board. /]

To begin to answer that question, let's take a moment

to think about how other kinds of applications that are
typically used in a business environment. For instance, it's
highly likely that your finance department uses financial
management software. Similarly, most enterprise or mid-
market sales departments use some type of customer
relationship management (CRM) software. They do so
because it makes the automation of processes in those
departments clearly makes their work more efficient.
With these and other business applications, the most
important success factor is almost always alignment of
clearly defined processes and well-trained professionals.
Whatever the business function, successful automation
will always require that basic processes are spelled out
in detail, and that the people carrying them out fully
understand those processes and their role in fulfilling
them. The same basic principle is also true for channel
marketing software.

With that said, the first thing you need to do before
you begin rollout of your channel marketing software
system is decide which core programs to begin with.
It's impractical and inadvisable to attempt to roll out
every program at once. You need to prioritize. Typically,
organizations will begin deployment with a few core
areas of functionality like partner recruitment,
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partner onboarding, partner training and demand
generation. The actual choices you make will depend on
your organization. The important point to remember is
that you are unlikely to succeed if you don't have mature,
clearly defined programs in place before you begin to roll
them out.

The next thing you need to do is to ensure alignment
among the different departments within your
organization that are involved in your channel activities.
Unlike other teams, channel organizations are almost
always cross-functional, and they typically involve people
from marketing, sales, operations and other departments.
It's absolutely crucial as you plan to roll out your channel
marketing software application that you have proactive
discussions with all key stakeholders before deployment
begins. Together, your cross-functional team will need

to agree on the processes that define each program and
the associated roles and responsibilities, and ensure that
every stakeholder is on board.

The last step before you begin to roll out programs

to your partner base is to provide training to the
cross-functional team that will be using your channel
marketing software. People tend to resist training, and
some organizations fail to follow through on this key
requirement. Don't fall into that trap. To use your channel
marketing software solution effectively and drive partner
engagement, your team members need to be familiar
with all of the basic functions of the application, including
log-on, navigation and searching, the full range of offered
activities, and the steps required to complete those
activities. If your channel marketing software is well-
designed and user-friendly, training shouldn't be a big
barrier. If it is mobile-friendly (it should be!), make sure
team members train on the kinds of devices they will be
using most often.

Even the best channel marketing software solutions
require careful planning so that team members all
understand their roles, responsibilities and relevant
workflows. If you get that part down, and if you select a
state-of-the-art solution, increasing partner engagement
in your channel programs and driving significant ROI
shouldn't be a problem.


https://www.zinfi.com/products/partner-relationship-management/channel-profile-management/
https://www.zinfi.com/products/partner-relationship-management/partner-onboarding-management/
https://www.zinfi.com/products/partner-relationship-management/partner-learning-management
https://www.zinfi.com/Platform/channel-management-mobile

Contact Us

AMERICAS EUROPE, MIDDLE EAST AND AFRICA
sales.noram@zinfitech.com sales.emea@zinfitech.com

6200 Stoneridge Mall Road, Suite 300 Davidson House

Pleasanton, CA 94588 Forbury Square, Reading

United States of America RGT 3EU, United Kingdom

www.zinfi.com

ASIA PACIFIC

sales.apj@zinfitech.com
3 Temasek Avenue
#21-00 Centennial Tower
Singapore 039190

© 2018 ZINFI Technologies Inc. All Rights Reserved.
Australia » China * Hong Kong + India * Indonesia * Japan * Korea + Romania * Singapore + UK + USA


http://www.zinfi.com

