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Quality channel partnerships are indispensable strategic a Compound Annual Growth Rate (CAGR) of 10.5%.

assets in the dynamic and fiercely competitive high Channel success demands incentive programs that drive
tech industry. As cloud-driven consolidation continues specific behaviors throughout the customer journey,

to reshape the partner ecosystem, manufacturers face not just transactions. Partners are overwhelmed with
intensified competition for a shrinking pool of high- competing programs, making it critical that yours delivers
performing partners. Your rewards program must attract exceptional value with minimal friction. This eBook
attention and differentiate your value proposition in a outlines the essential elements that combine to create
crowded marketplace. high-performance channel incentive programs delivering

measurable business results.
According to recent analyst research, the high tech
market is projected to grow from 2024 to 2029 at
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1. Segment partners
strategically with tiered
qualification frameworks

Today’s high tech partners make calculated
decisions about which vendors earn their focus and
investment. When designing your program, you must
view loyalty through your partners’ strategic lens.
Top performers carefully evaluate potential vendor
relationships against specific criteria:

Market reputation and brand strength

Solution portfolio breadth and relevance

Total addressable market

Skills development and certification pathways
Joint business planning and financial incentives

Platform accessibility and operational efficiency

Your program’s qualification framework should
reflect these priorities, creating clear advancement
paths that reward the behaviors most valuable

to your business. Effective tiering structures not
only recognize revenue contribution but also
acknowledge investments in specialization,
customer success metrics and solution expertise.



To differentiate your program in a competitive landscape, address the fundamental questions that drive partner decision-making:

“What specific financial “How does my investment “What clear advantages do
outcomes can | expect at in your solutions translate I gain as | progress through
each program level?” to measurable benefits?” qualification tiers?”

A strategically designed qualification framework transforms vague loyalty aspirations
into concrete business advantages that partners can quantify and pursue.
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2. ldentify and incentivize high-impact behaviors that predict success

Aligning your incentives with behaviors that drive channel success creates a foundation for program effectiveness. Before designing
your program structure, clearly define which partner activities truly move the needle for your business. Companies often build reward
programs without identifying which behaviors they want to encourage, leading to misaligned incentives and disappointing results.

The most successful technology companies recognize 4 key principles:

©

Create targeted loyalty
programs that incentivize
productive partner behaviors
beyond transactions
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Implement both pre-sales and

post-sales rewards to inspire

engagement throughout the
customer lifecycle

I
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Reduce partner effort
wherever possible to
significantly increase
program participation

By identifying and rewarding behaviors that predict success, you transform your
program from a cost center into a strategic driver of channel performance.

@

Ensure timely and
accurate reward fulfillment,
especially across
international markets



3. Customize rewards to align with
diverse partner business models

The consolidation and evolution of partner ecosystems has
eliminated one-size-fits-all loyalty programs. Today’s effective
incentive structures align precisely with partners’ diverse
business models and revenue strategies.

The technology industry’s transition has created a complex
landscape with traditional resellers, cloud service providers, and
hybrid models all coexisting. Design rewards that recognize how
each partner type creates value:

> Optimize incentives for traditional
on-premise partners focused on
A7 implementation and hardware margins

Adapt reward structures for cloud-centric
CZ\ partners, emphasizing subscription

revenue and lifetime customer value

Develop flexible programs for hybrid
partners, balancing both business
models during their transformation

Conduct systematic partner profiling exercises to understand
each partner’s go-to-market strategy, capabilities and financial
drivers. When your rewards align with how partners make money
with your solutions, you create stronger engagement and mutual
business growth.




4. Drive engagement across the
entire customer lifecycle, not
just the transaction

Strategic incentive programs recognize that successful deals result from
interconnected activities spanning the customer journey. The traditional
approach of exclusively rewarding closed transactions overlooks critical
behaviors that lead to sustainable revenue growth.

This shift in perspective is essential for complex solutions with extended
sales cycles. By incentivizing both pre- and post-sales activities, you can
drive partner engagement at every crucial stage.

Effective programs now strategically reward partners who:
© Accelerate demand generation through targeted marketing campaigns
© Prioritize timely lead follow-up and qualification
° Register opportunities early in the sales process
° Expand customer relationships through additional subscription sales

¢ Secure consistent renewal business and reduce churn
Distributing incentives across the customer journey shapes productive

partner behaviors, ensuring they remain engaged in creating sustainable
relationships that generate long-term value.
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5. Deliver intuitive digital experiences that reduce partner friction

Partners expect the same seamless experiences from your business tools that they enjoy on leading consumer platforms.
To increase loyalty and program adoption, systematically reduce the effort required to engage with your channel initiatives.

Critical components of a frictionless partner experience include:

II Enable anywhere, anytime access via L > Establish consistent validation and

H % mobile, tablets and cloud platforms |_| claims procedures across programs

Streamline registration and activation Ensure terms and conditions align with
processes for quick onboarding all local, legal and tax requirements

The intensified competition for quality partners has elevated
the importance of operational efficiency. Leading companies
engage partners through multiple digital touchpoints —
meeting them where they already interact while showcasing
successful partners and sharing best practices.

Communicate clear qualification
criteria and engagement rules
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6. Unify program administration
through a single global
incentives platform

Running a successful global incentive program requires
a unified platform that provides consistent management
while allowing for essential regional customization. Your
technology must deliver centralized control of core
functions alongside flexibility for localized activities.

The most effective global channel programs balance
standardization with regional relevance. Successful
organizations maintain core program architecture globally
while empowering in-country teams to adapt elements
requiring local expertise.

A unified platform with region-specific capabilities enables
you to analyze performance across territories. When
integrated with your PRM/CRM systems, you create a
comprehensive ecosystem connecting rewards, fulfillment
and analytics — providing clear visibility into program ROI.



7. Implement continuous measurement and optimization methodologies

Before full deployment, test your program with a focused pilot group. This provides insights into administrative effectiveness,
messaging resonance and partner acceptance while helping you forecast the financial impact of a broader rollout.

The data gathered during your pilot phase is critical for program refinement:

Analyze performance metrics against Address operational inefficiencies before
initial projections to identify gaps they impact your broader ecosystem
Adjust program elements based on partner Refine communications to improve clarity
feedback and engagement patterns and partner understanding

Effective measurement requires establishing clear KPIs across 3 dimensions: financial outcomes,
partner behavior changes, and program operational metrics. Meaningful analytics requires
connecting multiple data sources to uncover actionable insights about program performance.
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Conclusion: Software as the
strategic backbone of rewards
transformation

A high-performance rewards program is no longer a
competitive advantage — it's a competitive requirement. As
partners increasingly evaluate vendors through a strategic
lens, your ability to deliver a cohesive, value-driven incentive
experience plays a pivotal role in partner acquisition, retention
and overall program effectiveness.

The complexity of today’s partner ecosystems and rising
expectations for personalization, scalability and agility demand
more than manual coordination or piecemeal solutions. Vistex
end-to-end revenue and channel management solutions
address these challenges by bringing all aspects of your
rewards ecosystem into a unified framework. Automation
ensures that reward processes, from segmentation to
settlement, are executed accurately and efficiently. Integrated
analytics provide real-time visibility into performance, enabling
data-driven adjustments and continuous optimization.

As the channel continues to evolve, your ability to scale, adapt
and strategically manage incentives will define your success.
Vistex Solutions provides the infrastructure to turn your
rewards program into a growth engine — deepening partner
relationships, driving targeted behaviors and delivering
measurable outcomes across the entire lifecycle.
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How Vistex Adds Value

With the rising cost of customer acquisition, the rapid pace of innovation and intense competition for market share,
high tech companies must monitor program performance, drive demand and protect margins for critical revenue
growth. Vistex enables high tech companies through an integrated solution that manages the full breadth of direct
and indirect channel management including CDM, contracts, pricing, ship & debit, rebates, Co-op & MDF, incentives
and IP royalties. High tech companies can now improve profitability through automation of complex programs,
insights into program performance, incentive calculation accuracy, overpayment avoidance, increased compliance,
streamlined reimbursements, and better manage the entire revenue management lifecycle.

About Vistex®

Vistex solutions help businesses take control of their mission-critical processes. With a multitude of programs covering
pricing, trade, royalties and incentives, it can be complicated to see where all the money is flowing, let alone how
much difference it makes to the topline and the bottom line. With Vistex, business stakeholders can see the numbers,
see what really works, and see what to do next — so they can make sure every dollar spent or earned is really driving
growth, and not just additional costs. The world’s leading enterprises across a spectrum of industries rely on Vistex
every day to propel their businesses.

Vistex®, Go-to-Market Suite®, and other Vistex, Inc. graphics, logos, and service names are trademarks, registered trademarks or trade dress of Vistex, Inc. in
the United States and/or other countries. No part of this publication may be reproduced or transmitted in any form or for any purpose without the expressed
written permission of Vistex, Inc. The information contained herein may be changed without prior notice. © Copyright 2025 Vistex, Inc. All rights reserved.

info@vistex.com | www.vistex.com


mailto:info%40vistex.com?subject=
https://www.vistex.com

