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Introduction 
Today’s channel marketers are under siege from broken data, low partner engagement, generic messaging, siloed 
systems, shrinking budgets, and executives demanding results yesterday. 

These are your villains. And they don’t care that you’re stretched thin. 

In a perfect world, your channel would be clean, your operations streamlined, and your partners would actually 
follow the playbook. But that’s not your world. You’re managing multiple moving pieces across multiple partner 
tiers, regions, and campaigns—all while trying to prove your impact. 

The only way to win? You need the right tools. 

But here’s the catch: there are too many tools and not enough clarity. Every new platform promises better insights, 
more automation, smarter AI, deeper personalization, cleaner dashboards, tighter integration… and most of them 
don’t talk to each other. And few are designed for you if you’re not the kind of company that can send “BOGO,” 
“Cyber Monday,” and “You left something in your cart!” emails. 

So how do you know what’s worth using—and what’s just noise? 

In this ebook, we’ll break things down by the biggest pain points channel marketers face—then show you which 
tools are actually worth having in your utility belt. These aren’t generic B2B “best practices” - these are practical, 
channel-specific solutions that work in complex industries like auto, construction/building, IT, and energy. 

Even superheroes need help. Let’s find the tools that help you fight back. 
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01 Dastardly Data Dilemmas
Let’s start with the most obvious villain in your channel story: 
bad data. The sneaky kind: messy, confusing, contradictory, 
fragmented, outdated, and hiding in ten different tools. 

You know the drill: 

The sales team has one version of the truth. The marketing 
team has another. Your partners are off doing their own thing, 
sending “reports” via spreadsheets if they send anything at 
all. Meanwhile, you have five different platforms collecting 
five slightly incompatible pieces of the same data, and no 
idea which one to trust. 

You’re not alone. According to Salesforce, only 31% of 
marketers are fully satisfied with their ability to unify customer 
data sources. That means nearly 70% are stuck somewhere 
between “sort of working” and “data dumpster fire.” 
There’s a reason we’re starting with data. It’s the foundation 
of a good marketing strategy and tech stack. When your data 
is a mess, your whole channel is a mess. Personalization? 
Broken. ROI? Unproven. Partner trust? Hanging by a thread 

It’s not even enough to have data. You need one clean, clear 
source of truth. 

According to Demandbase, 56% of B2B marketers say data 
accuracy is one of their biggest challenges in understanding 
campaign impact, and nearly a third say their customer data 
is incomplete or out dated. No surprise there. If your pipeline’s 
built on bad intel, no amount of ad spend or nurture campaign 
will bail you out. 

So what do you actually need? 
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Hero Tool #1 Channel-Specific CRM: 
Your Command Center 

You can’t fight data chaos with a generic CRM. You need a system built for the channel —a PRM (Partner Relationship 
Management platform) that actually speaks your language. 

This is your command center. One place for all your partner-related data and workflows, from onboarding to deal registration to 
performance tracking. No more bouncing between inboxes, spreadsheets, and Slack threads. 

•	 Centralize your partner database.
Store contact details, tier status, product certifications, revenue, 
and activity logs in one clean system. This ends the duplication of 
records across marketing platforms, CRMs, and partner portals. 

•	 Streamline deal registration and pipeline visibility.
Partners log deals right into the platform. No more overlapping 
deal entries or missing opportunities. 

•	 Share clean data across departments.
Sales, marketing, and ops all pull from the same real-time partner 
data. That means you can run joint campaigns with confidence 
and trigger targeted enablement.

•	 Generate real-time reporting.
Partner dashboards, pipeline reports, MDF usage summaries—
channel-specific CRMs give you channel visibility on demand. 
Some tools even sync directly with your core CRM to bridge the 
gap between direct and indirect data sources. 

This approach ensures you’re maximizing the 
value of your existing CRM system while aligning 
the data collected with your business priorities.
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Even with a CRM in place, bad data still finds a way in—like a s
hape-shifting villain that duplicates itself and just won’t die. 
That’s where data quality software comes in. It scan, cleans, and 
standardizes your data automatically. This isn’t just helpful, it’s 
profitable. Over 44% of CRM users estimate that their company 
loses more than 10% of annual revenue due to poor data quality.  

You spend less time wrestling spreadsheets and 
more time launching campaigns that actually reach 
the right people—with confidence in the results. 

•	 Standardize and normalize incoming data.
Different distributors might send you “United States,” “USA,” or 
“U.S.A.,” Powerful data quality platforms like Talend and Oracle can 
standardize formats, names, dates, and field values, but most good 
CRMs and marketing platforms include de-duplication tools to help 
you unify data.

•	 Enrich and validate contact records.
Missing job titles, inactive emails, or stale phone numbers? These 
tools pull from external sources to fill gaps and regularly validate 
existing data. Informatica, for example, validates emails and 
addresses against trusted datasets. 

•	 Set automated cleansing routines.
Set automated workflows that flag and fix problems as they 
happen, like flagging incomplete MDF claims or inactive partner 
users. Just set it and forget it.

Standardization of data definitions 
can lead to a 95% reduction in the 
number of sales reports generated.
Source: Salesforce

Hero Tool #2 Data Quality Software: 
Your High-Tech Cleanup Crew 
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Here’s the scene: your partner logs into your marketing platform, logs out. Logs into your incentive portal, logs out. Then they forget 
the third password entirely.

This is the kind of friction that kills program engagement and creates fragmented, unreliable data. Enter your next hero tool: a single 
sign-on (SSO) partner portal that unifies marketing campaigns, deals, training, and incentive tracking in one secure platform.

•	 Give partners one gateway to everything.
One login gets them access to campaign tools, co-
branded assets, deal forms, rewards dashboards, even 
training and sales enablement resources. Extu channel 
marketing solutions are based on this “hub” model—built 
to support partners across programs.

•	 Ensure secure, role-based access.
SSO gives you tight control over who sees what. Partners 
only see the incentive data they’re supposed to. And 
when someone leaves a partner company, one kill-switch 
ends all access.

•	 Integrate data across functions.
With shared login activity, you can finally track cross-
program behavior: which partners downloaded a 
campaign, registered a deal, then claimed an incentive? 
Unified portals can boost partner engagement and 
provide more accurate ROI tracking.

•	 Boost adoption (and your data pool).
Managing multiple logins can be a major pain. By 
eliminating barriers, you increase usage and more 
accurate, complete data across your entire program. 

Partners use your tools. You get full visibility. And data tells a full story – from clicks to claims to closed revenue.

Hero Tool #3 SSO Channel Marketing + Incentive 
Platform: Your Unified Utility Belt  
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Villain

Mismatched, scattered data 

Duplicate & decayed records 

Siloed systems & logins 

Tool

Channel-Specific CRM 

Data Quality Software 

SSO Channel Marketing + Incentive Platform 

Superpower

Creates one source of truth for partner 
performance and pipeline 

Cleans, standardizes, and 
enriches partner data 

Unifies access, streamlines engagement, 
and connects results 

You don’t need more tools. You need the right ones, working together.

These three tools give you clarity, consistency, and control. They don’t just fix your data, they future-proof it. With your data 
clean and unified, your next missions—personalization, automation, loyalty—will be ten times more effective. 

Suit up. The next villain’s already plotting. 

Power-Up Recap: Your Data Arsenal 
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02 The Menace of 
Mediocre Messaging

Bad data might be your origin story, but generic messaging is the 
villain that shows up in every episode.

You know the signs: partners forwarding your emails with “Not sure 
who this is for?” as the subject line. End users scrolling past your ads 
before the logo even finishes loading. Campaigns that sound like 
they were written by a robot with no clue who it’s talking to.
This is the curse of generic messaging and it can suck the life out of 
your marketing.

Relevance beats budget, polish, and clever. If your message doesn’t 
connect, it doesn’t convert. This is especially true in channel 
marketing, where you’re not just talking to customers—you’re talking 
through partners to reach them. 
So let’s talk tools. These three help you personalize at scale and 
bring you channel strategy back to life.
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Here’s the truth: people trust people, not brands. If your message 
sounds like corporate crap, it’s guaranteed that noone’s listening. 
But if it comes from someone real – like a channel partner, a rep, or a 
customer who actually uses your solution, your story earns attention, 
trust, and influence.

That’s the power of an influencer strategy.

No, not TikTok teens doing product unboxings. We mean credible 
voices in your space: your partners, reps, and customers who have 
credibility and a followings within your niche.

•	 Activate partner advocates.
Find partners who are already crushing it, and help them tell their 
story. Give them resources to create content that fits their style 
(webinars, blog posts, LinkedIn takes). You guide the message; 
they bring the credibility.

•	 Co-create content with industry insiders.
Stop broadcasting. Startcollaborating. Partner with field pros 
(builders, installers, IT consultants, etc.) to build messaging 
around real use-cases. If it sounds like it came from “one of 
them,” it lands like it matters.

Hero Tool #1 Influencer Strategy: Your 
Network of Super Allies 
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Your message doesn’t sound like mass-marketing - it sounds 
like insight coming from someone your audience already 
trusts. And that’s how you rise above the noise.

•	 Leverage internal champions.
The more human your brand feels, the more trust it earns.

•	 Incentivize engagement.
Make influencer activity part of your partner program. 
Reward partners for social shares, webinar participation, 
or quote requests driven by influencer content. Turn 
storytelling into strategy. Also: you don’t have to send 
influencers entire HVAC units to promote your B2B brand. 
DemandBase, for example, unicorn piñatas to influencers, 
asking them to break the piñata open and share their 
reaction. What would be inside your influencer piñata?
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If influencer content provides the personal touch, digital ads bring the 
laser focus. When done right, digital ads hit the right buyer, at the right 
time, with the right message, and show measurable results.

The problem is that channel ads are often just recycled corporate templates 
with a partner logo slapped on it. That’s not strategy. That’s clutter.

•	 Use intent data to focus spend.
Platforms like Bombora let you identify companies actively 
researching your solution. Combine this with IP targeting or geo-
targeting to show up before buyers click “contact sales.”

•	 Run multi-channel campaigns.
Don’t stop at display ads. Extend your strategy to include 
LinkedIn retargeting, industry newsletter sponsorships, and paid 
search - especially niche terms your partners care about. The 
more strategic the mix, the more memorable you become.

•	 Track partner-influenced metrics.
Give each partner a tracked campaign link and landing page. 
You’ll see who clicks, who engages, and who closes. Your 
partners get insights and you get proof.

85% of marketers prioritize 
Linkedin for ad spend. Pairing 
LinkedIn with display ads has led to 
50% more clicks and a 33% drop in 
cost per click.
Source: DemandBase

Partners use your tools. You get full visibility. And data tells a full 
story – from clicks to claims to closed revenue.

Hero Tool #2 Digital Ads: Your Precision 
Targeting Ray
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•	 Segment audiences by vertical, region, or size.
Build campaigns specifically for “industrial distributors 
in the Midwest” or “IT consultants targeting mid-size law 
firms.” ABM platforms help you identify shared traits and 
craft hyper-relevant messaging. 

•	 Personalize web experiences.
Use dynamic content tools to customize what visitors 
see based on industry, behavior, or account data. When a 
buyer from a construction company visits your partner’s 
page, show case studies and messaging relevant to them.

•	 Enable partners to replicate ABM playbooks.
Create ready-to-launch campaigns partners can 
personalize with their own branding, contact info, and 
account lists. The platform does the heavy lifting; your 
partners get the credit (and the leads).

•	 Integrate with CRM and sales tools.
ABM platforms work best when synced with your CRM or 
PRM. This lets you automatically trigger campaigns based 
on partner activity, funnel stage, or other meaningful data.

No more generic outreach. Instead, your messaging lands 
like it was built for that account, that decision-maker, 68% of B2B buyers say that irrelevant 

content is a major deterrent in selecting 
a vendor
Source: DemandBase

ABM isn’t just for your enterprise sales team. It’s one of the 
most powerful tools in your arsenal,especially when you’re 
supporting dozens (or hundreds) of partners, each targeting 
different buyers.

An account-based marketing platform lets you scale 
personalization by tailoring content and campaigns to specific 
accounts, verticals, or buyer personas.

Hero Tool #3 Account-Based Marketing Platform: 
Your Personalization Engine
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Villain

One-size-fits-all messaging 

Spray-and-pray advertising 

Generic campaigns 

Tool

Influencer Strategy 

Digital Ads 

Account-Based Marketing Platform 

Superpower

Humanizes your brand through 
trusted voices 

Targets the right people, in the right 
place, at the right time 

Enables scalable, relevant messaging 
across verticals/accounts 

You don’t have to sound like every other brand in your space. In fact, you can’t—not if you want attention, action, and allegiance. 

Power-Up Recap: Your 
Personalization Arsenal   
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03 The Fragmentation 
Fiend

You’ve built great campaigns. You’ve crafted smart incentives. You’ve 
equipped your partners with co-brandable assets and launched ads 
across five platforms.

And yet…nothing talks to anything else. Your tools are disconnected. 
Your teams are siloed. Your partners are confused. And your 
reporting? A monstrous mashup of screenshots, spreadsheets, and 
“just trust me”s.

This is the handiwork of a new villain: fragmentation.

He thrives in silos, sowing chaos between platforms, people, and 
programs. The more disconnected your ecosystem, the more power 
he gains—and the harder it is to prove value or scale success.

To beat him, you need cohesion. Coordination. Visibility. You need a 
system that work together. Here are the tools that make that possible.
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You’re a strategist, not a spreadsheet sorcerer. And yet, many channel marketers  get stuck manually approving MDF claims, tagging 
leads, sending reminders, updating campaigns one partner at a time.It’s exhausting. It’s error-prone. But it’s solvable.

Automation and AI help you scale what’s working, removing the human bottleneck without removing human insight.

•	 Automate repetitive workflows.
Trigger next steps automatically—like notifying partners 
when leads are assigned, launching onboarding 
sequences when new users join, or approving low-risk 
incentive claims. The result: less admin, more action.

•	 Score and route leads automatically.
Let AI qualify partner-sourced leads instantly based on 
behavior, fit, and intent to boost conversion rates and 
response times.

•	 Personalize content delivery.
 AI tools can analyze partner behavior and segment 
preferences, then serve up the most relevant campaigns, 
content, or training automatically based on what each 
partner needs.

•	 Predict outcomes.
Some advanced systems can forecast which partners are 
most likely to succeed with a campaign based on past 
performance and prioritize accordingly.

Your team spends less time clicking and chasing, more time 
creating, analyzing, and optimizing. You’re not replacing your 
instincts, you’re supercharging them.

High performing marketers are 2.5x more 
likely than underperformers to have fully 
implemented AI within their operations.
Source: Salesforce

Hero Tool #1 Automation & AI: Your 
Smart Sidekick 
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Your partners aren’t marketers, and that’s okay. Most don’t have 
the time, tools, or talent to run sophisticated campaigns, even if 
you give them great content.

Channel marketing automation lets you launch and manage 
multi-partner campaigns at scale, without expecting every 
partner to become a marketing pro overnight.

•	 Push campaigns directly to partner channels.
Partner marketing automation platforms (PMAP) allow you 
to launch pre-approved, co-branded campaigns on behalf 
of your partners across email, digital ads, social media, 
and even direct mail.

•	 Give partners plug-and-play options.
Instead of asking partners to customize assets, give them 
campaigns that are ready to go—with their logo, contact 
info, and CTA already built in. 

•	 Track participation and performance.
Know exactly which partners are launching which 
campaigns, how many leads they’re generating, and 
what’s converting. 

•	 Reduce your dependency on partner         
bandwidth.
Partners want to market, but they don’t have the time. 
Partner marketing automation helps you bridge that gap, 
making it easy and scalable.

You’re no longer waiting on partners. You’re empowering 
them and keeping your brand stays consistent across the 
channel.

Extu achieves 80-90% partner 
engagement through automated 
channel marketing programs

Hero Tool #2 Channel Marketing Automation: 
Your Multiplication Machine
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If you need six platforms and five exports just to answer one question, something’s broken. 

Yet many channel marketers still operate this way—spending hours cobbling together data from disconnected sources, hoping to 
tell a coherent story.

That’s a job for integrated dashboards.

No more guesswork. No more screenshots. Just real-time clarity, clean data, and actionable insights.

•	 Connect marketing, sales, and partner data.
Build dashboards that combine metrics from your CRM, 
PRM, marketing automation, and incentive platform. 

•	 Measure partner performance holistically.
See which partners are engaging with content, launching 
campaigns, generating leads, or earning incentives. 
This makes it easier to tier partners, allocate MDF, and 
prioritize enablement efforts.

•	 Spot gaps and opportunities.
Maybe you’ve got a high-performing campaign that isn’t 
being used in EMEA, or a partner driving clicks but not 
conversions. Integrated dashboards help you see and act 
on patterns quickly.

•	 Prove marketing ROI.
Tie your campaigns to sales outcomes and partner 
activity. When the CFO asks for results, you’ll have 
evidence.

Hero Tool #3 Integrated Campaign 
Dashboards: Your Mission Control 
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When your tools talk to each other, your strategy sharpens. Your partners move faster. Your campaigns don’t just launch, 
they land.

Cohesion isn’t just a time-saver, it’s a power multiplier..

And with your systems finally in sync, you’re ready to take on the next villain: misaligned values and low loyalty. Because brand 
trust and long-term growth? Those aren’t just nice-to-haves. They’re mission critical.

Villain

Repetitive manual work 

Partner execution gaps 

Disconnected insights 

Tool

Automation & AI 

Channel Marketing Automation 

Integrated Campaign Dashboards 

Superpower

Removes friction, scales strategy 

Pushes consistent, high-impact campaigns 
across the channel 

Provides real-time visibility and 
actionable insights 

Power-Up Recap: Your 
Cohesion Arsenal 
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04 The Identity Thief

You’ve conquered bad data, personalized your campaigns, and 
connected your tech stack.

But one villain remains, lurking in the shadows: the identity thief.

This one won’t crash your dashboard or clog your CRM. He’s 
subtler and much more insidious. He chips away at your brand 
from the inside—blurring your message, dilutes your values, and 
leaves partners and prospects wondering, “What do they even 
stand for?”

In a crowded market, clarity is your competitive edge. If your 
channel partners can’t explain your value, or your buyers don’t trust 
it, you lose.

You need tools that build alignment, amplify your brand, and create 
emotional loyalty—not just transactional engagement.

Let’s talk about how to build a brand your partners are proud 
to represent.
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Today’s buyers don’t want another sales pitch or brochure. They 
want to learn, connect, and be inspired. That’s why podcasts 
have become a stealthy superweapon for channel marketers.

A podcast gives your brand a literal voice—literally. It’s long-form, 
it’s human, it builds trust, leadership, and community over time.

•	 Humanize your brand.
Interview subject-matter experts, partners, customers, and 
internal voices. Let your audience hear your values in action.

•	 Educate your ecosystem.
Use podcast episodes to onboard new partners, explain 
programs, or spotlight new campaigns hands-free.

•	 Extend your reach.
 Promote episodes through partner portals, newsletters, 
and social media–and ask guests to do the same.

•	 Position yourself as a leader.
Consistent, useful, and relevant insight helps you become 
a go-to source in the industry. 

You stop sounding like a vendor. You start sounding like a 
trusted guide. And that voice sticks.

53% of marketers claim 
podcasts to be the most effective 
communication format.
Source: Brand Conversation

Podcasts drive purchase intent 
up 2.7 X over normal benchmarks.
Source: Kantor

Hero Tool #1 Podcast: Your Brand 
Bat Signal  
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You can’t inspire loyalty from behind a screen. In-person events still matter because relationships still matter. People want to know 
who they’re working with.

•	 Sponsor and speak at industry events.
Don’t just show up - lead panels, deliver keynotes, or host 
breakout sessions. Demonstrate your value prop, not just 
your logo.

•	 Host partner-only moments.
Whether it’s a dinner, a roadshow, or award night, 
exclusive touchpoints build loyalty.

•	 Make your team visible.
Partners want to know who they’re working with. Events 
let them meet the humans behind the brand, building 
loyalty faster than a hundred emails.partner needs.

•	 Showcase customer success stories.
Bring partners and customers together. When end users 
speak highly of your brand in front of potential partners or 
other buyers, it does more than any campaign can.

You’re not just a name in a portal. You’re a presence in the 
market—recognized, respected, and trusted.

44% of marketers report a 3:1 ROI from 
event marketing 
Source: Statista

Hero Tool #2 Event Attendance: 
Your Brand in Action 
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A discount is a deal. A reward is a relationship.

If your channel only runs on rebates, you’re managing 
mercenaries, not brand advocates. A smart loyalty program 
deepens emotional investment. It reinforces behavior, 
celebrates commitment, and keeps your partners close—even 
when competitors come knocking.

•	 Reward more than revenue.
Recognize training completion, campaign participation, 
customer satisfaction scores, and feedback loops. Loyalty is 
about engagement, not just volume.

•	 Create tiered experiences.
Give high-engagement partners access to early product 
info, exclusive trainings, or special events. When loyalty 
leads to insider status, it becomes aspirational.

•	 Track long-term engagement.
Use your loyalty platform to spot trends early: who’s 
leveling up? Who’s gone quiet? This gives you the chance 
to intervene early.

•	 Celebrate brand alignment.
Use points, badges, or social features to reward partners 
who live your brand—whether it’s sharing thought 
leadership, running a co-branded campaign, or attending 
your webinars.

Your partners stop thinking in terms of transactions and start 
thinking in terms of partnership. They believe, and belief beats 
a rebate every time.B2B companies that prioritize customer loyalty 

see a 10–20% increase in annual revenue.
Source: Alvarez & Marsal

B2B companies that have effective 
loyalty programs have a 13% higher 
customer retention rate.
Source: Alvarez & Marsal

Hero Tool #2 Loyalty Program: Your 
Relationship Builder 
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A brand isn’t just what you say—it’s what you show, share, and reinforce.

With the right tools, you don’t just communicate values. You live them. And your partners feel the difference.

That’s how you defeat the Identity Thief—and build a channel ecosystem that’s proud to wear your logo.

Villain

Forgettable brand presence 

Lack of visibility/trust 

Purely transactional loyalty 

Tool

Podcast 

Event Attendance 

Loyalty Program 

Superpower

Gives your brand a voice and a story 

Builds emotional connection 
and partner engagement 

Deepens relationships and rewards 
alignment, not just activity 

Power-Up Recap: Your Brand 
Alignment Arsenal  
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Suit Up
You’ve faced every villain - from scattered data to generic messaging to disengaged partners. Now you’re armed with clean 
dashboards, automated campaigns, scalable personalization, and programs that build true loyalty. You’re not just running a 
channel strategy. You’re leading one with power and purpose.

When your tools actually work together, so does your team. Walk into that boardroom with confidence. You’ve got the power of 
control, the confidence to grow, and a channel strategy built to win.


