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To become data-powered superheroes, companies need the right tools and strategies.

Channel Partners, Assemble! 
Offer a partner rewards program 
that yields points, cash rewards, or 
exclusive perks in exchange for 
submitted invoices, registrations, 
and end-user details.  

Ask for data when you send 
communication related to 
your rewards program.

Reward customers 
for referrals.

Powering Up 
Your Channel 
for Maximum 
Growth

Bad Data Is 
                      Kryptonite

Every hero has an enemy. For 
manufacturers selling through a 
distribution channel, it’s bad data. 

Without clean, structured data, 
your marketing, sales, and finance 
teams are like superheroes 
without their powers.

It’s Holding 
You Back!

On average, businesses lose 
15-25% of their revenue every 
year because of poor data. 1

91% of CRM data is incomplete, 
and 70% of it decays annually. 3 

Open rates for rewards-related emails can be up to 2X higher than industry benchmarks. 4, 5
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Referred customers 
buy 30-57% more 
than other customers. 6 
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Defeat Data Inconsistencies!
Standardize names for all data 
(ex. choose “leads” or 
“conversions,” “clients” or 
“accounts”) across all 
departments.

Integrate data shared between 
sales and marketing software.

Identify a single source of 
truth for all data—CRMs, 
ERPs, incentive programs, 
and sales/marketing 
programs should all funnel 
into this source. 

Activate Auto-Clean Mode!

Final Form — Reaching  Full Power!
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Companies suffer $15 million in yearly 
losses from bad data. 2 

When you defeat bad data practices and unleash the full power of insightful channel data, your sales 
and marketing teams will be unstoppable!

Faster, Smarter 
Sales Decisions!
No more guessing, real-time partner 
data fuels accurate forecasting.

Higher Marketing ROI!
Highly targeted, personalized 
campaigns that increase 
engagement and conversions.

Stronger Partner 
Relationships!
Better data allows you to better 
enable and communicate with your 
channel partners.

Higher Revenue 
& Efficiency!
Eliminating bad data increases 
operational performance.

Ready to Unlock Your 
Data Superpowers?
Don’t let bad data weaken your business. 
Contact Extu to power up 
your channel marketing strategy!

Set up automatic reminders to keep partner 
records updated.

Use AI-powered tools to clean and validate data 
in real-time.

Leverage smart image recognition for faster 
invoice and warranty submissions.


