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The “New Normal” 
in Partner Programs
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15%

48%
13%

24%

Hardware Manuf.

Software Publisher 

Service Provider 

Combo HW, SW, Services

29%

33%

30%

8% Greater than $1B

$100M - $1B

Less than $100M

Can't disclose

Vendor Respondents (N-239)

Primary Business Model

Revenue

Average Program Participation:

5,300 partners in North America (16,000 WW)

10% in top tier of program (4% WW)
30% in top three tiers  (20% WW)
70% in the lowest tier  (76% WW)

14% of total were new partners in 2019

75% of revenue from indirect channels

29% of indirect revenue =  channel budget



© IPED – The Channel Company

What’s Top of Mind for Partners?

✓ How can I continue to build my own services
that drive customer value and allow me to 
differentiate?

✓ How do I accelerate my hybrid and multi-cloud
practice?

✓ How do I continue to optimize my cost structure?

✓ How do I maintain the best team with the 
best skills possible?
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Program Trends
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Program Trends

Main Ideas:

✓ Role based programs now dominant

✓ Cloud is a product, not a partner type AND Markeplaces are 
becoming a viable GTM channel for cloud services

✓ Programs recognize partners’ service-led business models

✓ Industry and vertical skills are more important than ever

1

PARTNER TYPES 
& ENGAGEMENT 
MODELS 
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Source:  IPED 2020 Channel Census 

Managed
Service Provider

29%

Value 
Added Reseller

29%

Consultant
15%Systems 

Integrator
9%

Application 
Developer, 3%

Hosting Services 
Provider, 2%

Retailer/etailer, 
2%

Custom Systems 
Builder, 2%

Direct 
Market 

Reseller, 2%

Commercial 
ISV, 1%

Service 
Provider 

Agent, 1%

Cloud 
Broker, …

Digital Marketing 
Agency, 1%

Partner Business Models & Revenue Mix Dictate Program Needs
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Q:  What is your corporate position regarding service providers

of vendors use their 

existing partner program
to support their cloud 
products and services 

only 6% have a separate 

cloud partner program

85%

Cloud and Managed IT Services are now ubiquitous;  programs now use
solution providers equally as service resellers and delivery providers 

44% 42%

8% 6%

Use resellers for  our
cloud/managed service

Sell to service providers -
sell products as services

Direct delivery  of cloud
services

On Prem only (no service
providers)

RESALE DIRECT –
CLOUD

DIRECT –
ON PREM

SELL TO
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✓ Ability to purchase VM solutions via distribution, which can 
be installed in a public marketplace

✓ Ability to purchase directly from a public cloud provider or 
distributor marketplace

✓ AWS:  Linkage with Consulting Program Private Offer (CPPO)

✓ Dedicated cloud experts to support

✓ Access to subscription “pay as you go” pricing model

Partner Declares 1 or More Business Models 

Integrated Cloud Marketplaces in Partner Engagement
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Integrated Cloud Marketplaces:  Partner Apps. & Services

Partners marketing their own unique solutions …..
(Must be part of the Microsoft Partner Network MPN)

Partners use Azure Marketplace to transact 
and manage their customers’ cloud assets
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Q: Thinking about a typical sale in which a Solution Provider is able to attach services to your product/service, is the amount they are able to attach:

8%

25%

67%
MORE 
PROFITABLE

Vendors acknowledge solution providers’ services-led business models;
But services-enablement programs haven’t kept up

EQUALLY
PROFITABLE

LESS 
PROFITABLE

66% offer programs for resale of vendor services

BUT ….. only 

34% offer a program track to authorize partners for 

pre- or post-sale professional services delivery

49% offer partners subscription/consumption pricing

BUT …. only 

30% provide services automation tools 

21% offer peer benchmarking data on services

PARTNER SERVICES-ATTACH OPPORTUNITY ….. 
(VENDOR VIEW)
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Vendor Program Examples:  Role Based Programs

Master Services Competencies:
• Cloud Management & Automation
• Datacenter Virtualization 
• Network Virtualization
• Digital Workspace
• VMWare Cloud on AWS

GOALS

1. Eliminate silos across partners’ most common business 
models: resell, professional services, cloud hosting, and 
managed services.

2. Extend the success of the Master Services Competencies  --
validates and rewards partners with high levels of service 
delivery capability
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Vendor Program Examples:  Role Based Programs

GOALS
1. Eliminate silos across partners’ business models
2. Simplify the partner engagement experience
3. Allow flexible redemption models for benefits

Structure:
• 3 program levels (Authorized, Premier, Elite)

• Tiers require training and min. # of dividends
• Program level drives transactional discounting

• Dividends earned based on value-based criteria
• Partners earn more for trade up, refresh and 

net-new deal bookings

• Dividends redemption - cash rebates or Business Investment 
funds (BIF)
• BIF pays marketing, training, headcount
• Eliminated traditional MDF

2020 – 2021 Plans:
• Fully incorporate subscription pricing
• Fully incorporate service providers 
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Vendor Program Examples:  Simplified Roles Surrounding the Cloud 

Goals -- Help partners:
• Compete in a market driven by cloud adoption
• Compete better with leading hyperscalers
• Help partners develop new revenue streams

$1 billion incremental investment over three years in its public cloud ecosystem to help IBM 
Business Partners accelerate clients’ digital transformation initiatives & cloud adoption

Competencies across roles:

✓ Banking and Financial
✓ Industrial & Manufacturing
✓ Regulated Workloads
✓ Application Modernization

BUILD

SELL 

SERVICE
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Industry vertical skills will become increasingly strategic & differentiated;
still not ranked high in program “value-add” criteria   

75%

62%
57%

51%

38%

23%

Sales/Revenue
volume

Technical
skills/Certifications

Sales
skills/Certifications

Joint business plan Solutions expertise Vertical
market/industry

expertise

Q:  By what criteria are partner tiers for your partner program determined?

Industry expertise not yet driving 
meaningful program tiered benefits
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Vertical Segmentation Critical to COVID-19 Market Recovery

15

0% 25% 50% 75% 100%

Biotech

Pharmaceuticals

Telecommunications

Science & research

Defense and space

Federal gov’t 

Energy and utilities

Information Technology (IT)

Agriculture

Healthcare

Financial services and insurance

Professional Services (legal, accounting)

State & local gov’t 

Media, communications and entertainment

Wholesale & distribution

Higher education

Manufacturing

K-12 education

Real Estate & Construction

Automotive and transportation

Hospitality

Retail

Travel, recreation & leisure

Source:  IPED 2020 COVID19 Channel Impact Study
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Microsoft:  Building Vertical Skills & Market Visibility 
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ServiceNow:  Vertically Aligned and Role-Based

One of the fastest enterprise SaaS 
companies in the industry (80% of F500) 

ServiceNow Partner Industry Solutions Marketplace

SANTA CLARA, Calif. - May 28, 2020
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Program Trends:  Partner Enablement & Training 

Main Ideas:

✓ Services-led business models driving new requirements in 
role-based training

✓ COVID pandemic driving the “new normal” in virtual 
training content and delivery options, including the use of 
Communities

✓ Recurring revenue and Customer Success management is
new holistic enablement priority

ENABLEMENT 
& TRAINING 

2
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Technical certifications may not meet MSP needs; Network Engineer and Support 
Engineer are increasingly separate roles

Q What do you expect to be your company’s most critical opex/capex investments for your managed services business in the coming 12-18 months?  (N-410)

28%

38%

29%

24%

64%

51%

58%

63%

7%

10%

13%

13%

Pre-Sales Architecture/Technical
Consulting

Help Desk Call Support (L1/L2)
Engineer

Network And Datacenter
Operations Engineer

Post-Sales Deployment Engineer

Separate Role Blended  Role Don't  Have

Because Role-Based Technical 
Certification Is Lacking for MSPs

(only) say training & certif.
is a critical investment 12%

65%
say technical staffing is their most 
critical  investment (MSP business) 
in the coming 12-18 months, BUT
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Virtual and self-paced training already mainstay;  expect “new normal” 
training to favor virtual labs, VIL training

Q:  What types of training does your partner program offer?

15%

27%

54%

79%

85%

Business Model Transformation (BMT)
training

Certification fast-path curriculum
and/or competitive vendors' offerings

Virtual technical labs

Virtual instructor-led training

Self-paced sales on-line training

13%+

15%+

49%

60%

88%

Hands-on technical labs

Classroom based technical
training w/certif.

Hands-on sales training, including
whiteboarding instruction

ON-LINE OR SELF PACED CLASSROOM OR HANDS-ON
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COVID creates a catalyst for JIT affordable partner skills development ….

✓ Selected free training & cloud 
credits

✓ Expanded virtual trainings
✓ Digital learning discounts; flexible 

cancellations
✓ Extended exam window; training units

Free training, bootcamp & 
support

Free certification training 
(specializations, cloud and wireless)

Free Services Deployment 
training; UnityXT, VxRail, DP440

HPE Tech Pro Community
✓ Expanded virtual training content -

competitive virtual training, learning paths 
and virtual exams.

✓ New tools for virtual demonstrations and 
Innovation Center briefings,

TrueMethods Training – Manage & Grow 
through this Crisis

✓ Digital selling skills enablement webinar series
✓ Remote training tools
✓ Digital workshops with the Digital Technical 

Engagement Team
✓ Free 90 SW trials

Free cybersecurity support & training

✓ Subsidies available for virtual learning & certif.
✓ 20 hours of free SAP S/4HANA consultant 

training

https://techpro.hpe.com/hpelogin.aspx?HPPSESSION=$SM$3argxfW6%2fmIDUB5mKXcgeX13unaH9abFeSK7X2irTCEYH3s12yNvP60WUVq5GX%2bejpO668JeI3hpa5yr7ZjIxVkUPjOa1Edb
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Communities:  Emerging as valuable enablement vehicle 

TechPro Community

• 78% membership growth since Nov. 1st

• 53% increase in chatter among 

partner & HPE technical professional on 
online community forums

• 25x more technical content consumed 

in the first 6 months of FY20 vs. all of FY19

• 50%+ members with technical 

certifications have earned at least one 
Continuous Learning digital badge

✓ JIT, modular content
✓ Role-based content, continuous
✓ Peer access
✓ Easier access to vendor SME’s

WHY?
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Customer Success Enablement Priority 

CUSTOMER SUCCESS:

“A proactive, holistic and 
organization-level 

approach that leverages 
technology and real-time 

visibility into customer 
activities to ensure your 
customers …. continually 

and increasingly ….. receive 
value from your products/ 
services over the course of 

their lifetime as a 
customer.”
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Program Trends:  Sales Support & Tools

Main Ideas:

✓ Demos/NFRs/trials become a more strategic door-opener

✓ XaaS and partner-led services drives growth in the 
influencer model

SALES SUPPORT 
& TOOLS

3
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Demo & Trial Programs

Q: What does this program typically charge your partners for demo units or evaluation licenses?

“Benefits include the latest 
internal-use software that 
you can use to run your 
business, sell your solutions, 
develop applications, and 
train your employees. These 
licenses must not be resold 
or used for direct revenue-
generating activities, 
commercial purposes, 
personal purposes, or 
customer training. 

63% 
of vendors offer 

discounts of 51% or 
greater on demo 

units/eval licenses 
(46% offer free!)
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The Rising Role of Influencers

Q: Does your partner program compensate partners for deals that are registered by partners, but closed by direct sales?
Q: Does your partner program compensate partners for deals registered by one partner but closed by another?

44%
Compensate partners for 
deals that are fulfilled by 
direct sales 

27%
Compensate partners 
for deals that are 
fulfilled by another 
partner

WHAT ARE THE INFLUENCE SCENARIOS?

• Teaming with Consultant/SI
• Teaming with MSPs 

(without their own infrastructure)

• Direct/indirect fulfillment 
• Online marketplaces (public/private)  

DEAL REGISTRATION
PROGRAMS
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Rise of Influencers/Referral Programs 

Why are software vendors using Influencer Models?

1. SaaS software is digital asset – so buy/resell can add customer 
complexity

2. SaaS consumption model ties customer closer to the ISV (vs. reseller)

3. Cloud/SaaS Software partners tend to be consultants/integrators –

4. Big platform vendors (AWS, Microsoft, Salesforce) have enough 
market power to change how the model works

5. For SaaS and cloud-based startups, IT IS MUCH EASIER to just pay a 
referral fee than to build a resale process

“There is an unprecedented 
opportunity with our ever-
increasing install base. 

IDC reported that by 2024, 
for every $1 of Salesforce 
revenue, Partners will earn 
$5.80.”

Salesforce.com earnings call 
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Main Ideas:

✓ Expanded funding for digital campaigns/events 
(COVID accelerated)

✓ Formal training & certification to enhance digital skills

✓ Marketing automation platform access

Program Trends:  Marketing Funds & Support

MARKETING FUNDS 
& SUPPORT

4
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• How You Can Promote & Generate Demand 

At No Extra Cost

• Your Gateway to Success - Partner Portal Tour 

• Generating New Business – Where and How to Find New Customers 

• Social Media: Tips for Success

• Seven new marketing learning paths
• On-demand, modular, comprehensive trainings
• First path is “Developing a Successful Digital 

Marketing Campaign”
• includes 7 progressive modules

• Regional Velocity events in all major geos 
(now virtual)

Building Marketing Muscle ….
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Expansion of MDF

Co-op Funds Available to More/Less Partners in 2019

51% of vendors plan to increase MDF 

pools in 2020 (25% plan increase of >20%)

55% plan to make MDF funds 

available to more partners 

7%

55%

29%

9%

Accrual based

Proposal based

Both types

Don’t offer 
MDF

Funding criteria increasingly focused on a 
strong, running, aligned business plan 
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• Launch lead generation campaigns and nurture leads

• Boost your social media presence

• Co-brand collateral for a custom look

• Get detailed marketing analytics

• Benefit from Lead Scoring - helping you prioritize

• Integration to CRM and RMM platforms 

Available to All Datto partners globally, FREE!

• Syndicated web content

• Email marketing engine

• Website analytics 

• Social media syndication 

56% of vendors 

track digital metrics as part 
of their MDF proof of 

performance or ROI tracking

Marketing Automation Platform Access

41% of vendors offer their partners some type of 

marketing automation tool or platform 
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Marketing Automation Platform Access

• My Digital Marketing platform  - market automation engine
• Replaces existing Digital Content Marketing Platform 

• End to end platform that allows a partner to plan, 
personalize, execute and measure marketing efforts

• Execute campaigns and syndicate web content 

• No-cost benefit for all registered IBM Business Partners 

• Available in 13 languages
• Staffed 24 hours a day, 5 days a week

COVID offer -- Refunds of 100% of partner funds 
for approved digital co-marketing activities
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Things to Reimagine or Reinforce ….

✓ Definition of partner value –
services delivery success

✓ Shift in incentive structure

✓ Flexibility of benefit consumption 

✓ Modular, affordable enablement

✓ AUTOMATION  - PROFILING & 
METRICS!!

ENABLEMENT 
& TRAINING 

2

SALES SUPPORT 
& TOOLS

3

MARKETING FUNDS 
& SUPPORT

4

1

PARTNER TYPES 
& ENGAGEMENT 
MODELS 
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Actionable Intelligence 
to Grow your Channel
✓Research on topics at the forefront of the channel

✓Actionable insights to fully leverage the data

✓Playbooks and tools for quicker execution

✓Advisory services tailored to your objectives

✓Executive communities to network and collaborate

35

ADVISORY
Research Readouts

Inquiry Appointments

Executive Briefings

RESEARCH
Market Intelligence

Trending Data

Vendor Imperatives

INSIGHTS
Expert Perspectives

Proven Practices

Operational Guidance

PARTNER DATABASES
SP500

MPS500

+More Lists & Awards

TOOL SETS
Frameworks & Guides

Playbooks & Templates

Channel Primers
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Please contact us if you need help

or would like to set up an advisory  
session or live webinar for
your team!

Lisa Sabourin
| Research | Education

C 561.339.5517
lsabourin@thechannelcompany.com

John Machado
| Research | Education

C 617.784.9771
jmachado@thechannelcompany.com
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