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Partner incentives are a crucial component of channel marketing programs and are 

designed to motivate and reward partners for their efforts. These incentives help to 

drive partner engagement, loyalty, and performance. In this blog, we'll delve deeper 

into partner incentives for different partner types, explore various channel marketing 

triggers that can be used to incentivize partners, and learn what behaviors they are 

trying to drive.

Channel Marketing Triggers

There are numerous ways that partner activities can trigger incentives.

• When a new partner registers to join a vendor's partner program

• When a partner reaches a specific sales milestone, such as hitting a revenue 

target or closing a certain number of deals

• When a partner completes a product training or certification program

• When a vendor launches a new product or service
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Channel Marketing Incentives

There are various channel marketing incentives that can be used to motivate and 

reward partners. Here are some common ones:

1. Rebates: Partners are given a percentage of their sales back as a rebate. This 

incentive is often used to encourage partners to reach specific sales targets.

2. Co-op / MDF Funds: Partners are given a budget to spend on marketing and 

advertising activities, such as events, campaigns, or website development.

3. Sales Performance Incentive Funds (SPIFs) : are one-time bonuses paid to 

partners for achieving specific sales objectives, such as selling a new product 

line or closing a large deal.

4. Training and certification programs: Partners are offered training and 

certification programs to help them become experts in the brand's products and 

services. This incentive is often used to build partner loyalty and increase sales 

by improving partner knowledge and confidence.

5.
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5. Sales contests: Partners compete with one another for prizes or rewards, such 

as points, trips, or merchandise, based on their sales performance. This 

incentive is often used to drive short-term sales goals or to promote new 

products or services.

6. Deal registration: Partners are given priority status for leads they register with 

the brand, which can increase their chances of winning the sale. This incentive is 

often used to promote partner loyalty and encourage partners to invest in the 

brand's products or services.

When selecting the right incentives for a channel marketing program, it's important to 

consider the goals and objectives of the program, as well as the needs and 

preferences of the different partner types in the ecosystem. A well-designed program 

that offers the right incentives can help to drive partner engagement, loyalty, and 

sales.
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Channel Marketing Incentives are Changing

Channel marketing programs are evolving to meet the changing needs of both 

vendors and partners. In the past, many programs were based on tiered structures, 

where partners were classified into different levels based on their sales volume, 

commitment, and other factors. Partners in higher tiers would receive more benefits 

and rewards than those in lower tiers, incentivizing partners to increase their sales 

and commitment to the brand.

However, in recent years, point-based systems have become more popular in 

channel marketing programs. These systems assign points to partners based on 

specific activities, and partners can redeem these points for rewards such as cash, 

products, or experiences.

There are several reasons why channel marketing programs are moving away from 

tiered structures and towards point-based systems:
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a) Flexibility: Point-based systems offer greater flexibility than tiered structures. 

Partners can earn points through a variety of activities, not just sales volume, 

and they can redeem these points for a wider range of rewards. This allows 

partners to choose rewards that are most relevant and valuable to them, 

increasing their motivation and engagement in the program.

b) Fairness: Tiered structures can create an unfair playing field for partners, as 

those in higher tiers receive more benefits and rewards than those in lower tiers. 

Point-based systems, on the other hand, are based on a partner's individual 

performance, regardless of their tier. This means that partners who perform well 

can earn more points and redeem them for rewards, regardless of their tier level.

c) Simplicity: The simplicity of points in channel marketing incentives refers to the 

ease with which channel partners can understand and participate in the rewards 

and benefits offered through a points-based incentive program.
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Points Change Behavior

The behaviors that channel marketing programs are trying to drive through the use of 

a points system can vary depending on the specific goals of the program. However, 

in general, the key behaviors that vendors are trying to incentivize in their channel 

partners include:

a) Sales performance: One of the primary goals of channel marketing programs is 

to drive sales of the vendor's products or services through their partners. By 

awarding points for sales performance, vendors can encourage their partners to 

prioritize their products over those of competitors.

b) Product knowledge and training: Vendors may also want to incentivize their 

partners to become more knowledgeable about their products and services, 

which can help them sell more effectively. Offering points for completing product 

training or certifications can help encourage partners to invest time and effort in 

this area.
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c) Marketing and lead generation: In addition to driving sales, vendors may also 

want to encourage their partners to generate leads and promote their products 

through various marketing channels. By offering points for activities such as 

social media engagement, webinars, or trade show attendance, vendors can 

motivate partners to become more active in promoting their brand.

d) Relationship building: Finally, vendors may want to incentivize their partners to 

develop stronger relationships with their customers, which can lead to greater 

loyalty and repeat business. Offering points for activities such as customer 

satisfaction surveys or account management can help encourage partners to 

invest in building these relationships.

Partner incentives are essential in driving partner engagement, loyalty, and 

performance in channel marketing programs. There are several ways that partner 

activities can trigger incentives, including reaching a sales milestone, completing a 

certification program, or launching a new product. Common channel marketing 

incentives include rebates, co-op funds, SPIFs, training and certification programs, 

sales contests, and deal registration. Channel marketing programs are moving 

towards point-based systems, which offer greater flexibility, fairness, and simplicity.
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