
Partner marketing is an essential 
route to market, enabling tech 
companies to expand their reach, 
scale their operations, and 
maximize their presence. 

However, with thousands of vendors 
relying on partners to grow their 
businesses, organizations must 
embrace a strategic, collaborative, 
and supportive approach to partner 
programs or risk falling behind.

The channel accounts for over

addressable IT market1 

Partner Marketing
Best Practices:

Proper funding helps ensure partners 
have the right resources to effectively 
carry products and services to market

In�st � the

MARKET COVERAGE

82% OF ORGS
are adding partners to their 
channel ecosystems2

BUDGET ALLOCATION

70% OF BUSINESSES
are increasing budgets for:2

Partner training 
Partner incentives
Partner management

Simplify

Data-driven decision-making enables you to better align resources, augment 
existing go-to-market strategies, and make more informed investments

is the topmost 
attribute
when partnering3

Shared outcomes
Quarterly goals, benchmarks,
and objectives 

Channel segmentation 
Partner alignment with target 
markets and use cases

Partner relationship 
management (PRM) systems
Streamlined lead, deal, and 
partner management

Improved collaboration
Routine communications and 
escalation paths 

Dedicated support
Strategic pre- and post-sales 
representatives

Equip Partners �

Empowering channel partners with dedicated 
training and tools is key in capturing mind- and 
wallet-share in market

Sales
enablement

Deep dive trainings

Knowledge shares

Seller resources

Tailored
content

Joint messaging

Co-branded materials

Relevant assets

Multi-channel 
marketing

Co-sell activities

Account-based
marketing (ABM)

Social promotions

Irrelevant content generates

83% lower 
response rates

in marketing campaigns5

78% of social 
media sellers

outsell their peers6

Sales enablement strategies
can increase:4

Quarterly 
revenue by

8%

Forecasted 
deal wins by

49%

Em�ace

Removing friction for partners amplifies 
their efforts, drives higher conversion 
rates, and keeps solutions top of mind

are now “data-driven orgs”7

Performance analytics
Understand buying behaviors, portfolio 
performance, and ROI

Feedback mechanisms
Continuously improve products, 
services, and support

Create more commitment with 
compelling incentives that motivate 
channel partners

Incenti�ze �

As marketing budgets 
flatten, vendors will rely 
on channel partners to 
drive marketing efforts8

Looking to amplify your partner marketing strategy?
Learn how Exact Market can help you build, grow, and 
scale your strategic channel relationships today!
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SPIFFS Rewards on leads, deal
reg, and business won

New subscription or 
usage-based offerings

Recurring
revenue

MDF Demand Gen and 
development fund activities
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