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Struggling to hire? You’re not alone, and the difficulties 
extend well beyond the US. Even at the global level, 
we are experiencing an unprecedented shortage of 
qualified prospects across multiple countries. While 
the stock market is beginning to show signs of extreme 
volatility, trends in the labor market are stable and 
it appears it will continue to be tight for some time. 
Sure, this is great news for the candidate who is eyeing 
that career leap she has long been waiting for, but the 
picture is not so great if you are a manager looking to 
hire new talent for your channel marketing team.

If you read this article and do these, you can not only stop 
worrying about hiring but also stop worry about losing the 
valued employees you already have.

For the price of one employee 
you can automate and drive up 
productivity tenfold. And once you 
create that value, don’t forget to 
share—not just with customers 
and shareholders, but with the very 
employees who helped you get 
there.
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Digitizing your employee 
knowledge base is an 
ongoing challenge—
and opportunity. Train 
employees frequently on 
the latest technologies 
and on how to be more 
productive in their own 
domain, but also figure 
out how to increase 
personal productivity. 
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So what do you do? Here are three core ideas I 
encourage you to consider:

1. Create cross-functional roles. In the spirit of 
efficiency and scale, most organizations have 
inadvertently created huge departmental silos. 
This may have made some sense in the past, 
but the old ways of doing things no longer cut 
it. Consider the marketing and sales functions: 
We all know that today’s buyers are researching 
online and accustomed to making their own 
decisions based on what they learn, yet a 
surprisingly large number of sales organizations 

still rely on old school methods that involve 
picking up the phone and calling. There is a huge 
opportunity to merge your sales and marketing 
professionals to create a much higher-impact 
organization. Maybe this won’t apply to every 
single individual in those two departments, but it 
should apply to most. When it comes to finding 
buyers and closing deals, 2+2 should equal 10. I 
say this from real-life experience in the channel 
marketing automation business. At ZINFI, we 
are closing the same number of new accounts 
today that a couple of our very-well-funded 
competitors are, but we are doing that with a 
tenth of the marketing and sales resources that 
they have. In part, that’s because nearly all of our 
personnel in those two functions have developed 
expertise in both. If we can do this, you can too.

2. Train your employees better. I know this may 
sound like a cliché, but digitizing your employee 
knowledge base is an ongoing challenge—and 
opportunity. Train employees frequently on 
the latest technologies and on how to be more 
productive in their own domain, but also figure 
out how to increase personal productivity. If 
you have an employee who is a new parent, for 
example, maybe that individual can work from 
home and embrace flexible extended hours. That 
may be better than asking them to commute 
two hours a day, having them stress out about 
their family and lose productivity because of that 
stress. While face time in the office is critical for 
certain functions, much everyday work can be 
done from home. Inexpensive video conference 
tools are ubiquitous. However, training becomes 
especially critical if your employees are remote; 
they don’t have the tribal shoulder-rubbing to 
help them keep up. So invest in digital learning 
platforms that can train employees and keep 
them connected via videos and other self-
learning technologies.

3.	 Automate	workflows. If you sit down and 
carefully map your business processes, you 
are almost guaranteed to be amazed to see 
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how many redundant steps there are built into 
your workflows. Yes, process mapping may take 
a few hours, but once you have done it you will 
be ready to get a big hatchet and start cutting. 
Here’s a dirty secret: Most organizations—yes, this 
includes channel marketing organizations that 
should be deeply committed to automation—
are an extension of their past. Very few actually 
pause on a regular basis to figure out how to 
perform processes better and differently. So 
pause. Take a time out. Analyze your workflows, 
find the redundancies and bottlenecks, and 
remap them accordingly. Once you have done 
this, ask yourself, “What else can I automate to 
drive up productivity?” Today you can automate 
almost all functions—including your indirect 
channel marketing and sales activities. Seventy 
percent of world commerce flows through the 
channel, yet less than 5% of enterprises have 
deployed any level of channel automation. 
That’s an astonishing figure, and it suggests that 
organizations that are worried about making the 
perfect hire are looking at things the wrong way. 
There are abundant options to deploy unified 
channel management, starting at a few hundred 
to a thousand dollars a month. Compare that 
to the cost of bringing on a new hire. Smart 
automation will make your existing employees 
happier and even more productive, and partner 
relationships will also flourish.

I could write more about these three basic strategies, 
but I think you get the idea. Whether you are in direct 
sales and marketing or channel marketing or finance 
or manufacturing or human resources, step back and 
take a look at the business. Throwing more people at a 
problem is no longer a viable solution. In many cases, 
for the price of one employee you can automate and 
drive up productivity tenfold. And once you create that 
value, don’t forget to share—not just with customers 
and shareholders, but with the very employees who 
helped you get there. If you do that, you can not only 
stop worry about hiring but also stop worry about 
losing the valued employees you already have.

Seventy percent of world 
commerce flows through 
the channel, yet less 
than 5% of enterprises 
have deployed any level 
of channel automation. 
That’s an astonishing 
figure, and it suggests 
that organizations 
that are worried about 
making the perfect hire 
are looking at things 
the wrong way. There 
are abundant options to 
deploy unified channel 
management, starting 
at a few hundred to 
a thousand dollars a 
month. 
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