Planning Guide for Communicating to Channel Partners

1. Communications, buying, and selling processes

The following diagram depicts the relationship among the communications, buying, and selling processes. The channel partner’s buying process depicts the generic steps that channel partners use when selecting which vendors to pursue and which goods or services to sell. The selling process depicts the generic steps that your company completes to convince your channel partner to sell your goods and/or services. The communications process outlines the key communication objectives that your company must achieve to facilitate progress in the buying and selling processes.
Modify the steps in the buying and selling processes to reflect your company’s or your channel partner’s processes.
	Communications process

	Awareness
	Interest
	Preference
	Selection
	Loyalty

	
	
	Knowledge and motivation building
	
	

	
	
	
	
	
	

	Channel partner’s buying process 

	Identify the need and/or opportunity
	Identify alternative vendors
	Evaluate alternative vendors
	Select short list of vendors
	Technical evaluation
	Partner agreement and purchase
	Renewal

	
	Competitive assessment and comparison
	
	
	

	
	
	
	
	
	
	

	Your company’s selling process 

	Opportunity identification
	Opportunity qualification
	Sales strategy and planning
	Sales proposal
	Due diligence
	Partner agreement and close
	Account management


2. Communications process and the evolution of messaging

As you move through the communications process, you must evolve your messages to map to the information requirements of your channel partner. The following table outlines the net takeaway that you should convey at each step in the process.
Modify the key takeaways to reflect your business, and identify three to five points of substantiation for each takeaway.
	Communications process—Net takeaway from  MACROBUTTON  DoFieldClick [your company name] messages

	Awareness
	Interest
	Preference
	Selection
	Loyalty

	
	
	Knowledge and motivation building
	
	

	 MACROBUTTON  DoFieldClick [Your company] is an active and good partner in the  MACROBUTTON  DoFieldClick [business type] business.
	
	
	
	
	

	
	 MACROBUTTON  DoFieldClick [Your company]  offers goods/services that meet the needs of the channel partner’s customers.
	
	
	
	

	
	
	 MACROBUTTON  DoFieldClick [Your company] offers competitively strong goods/services and channel programs.
	
	

	
	
	 MACROBUTTON  DoFieldClick [Your company]  offers attractive incentives to channel partners and makes sales efforts easy.
	
	

	
	
	
	
	The channel partner made the right choice in selecting  MACROBUTTON  DoFieldClick [Your company] .
	

	
	
	
	
	
	 MACROBUTTON  DoFieldClick [Your company]  delivered on its promise.


	Channel partner’s buying process

	Identify the need and/or opportunity
	Identify alternative vendors
	Evaluate alternative vendors
	Select short list of vendors
	Technical evaluation
	Partner agreement and purchase
	Renewal

	
	Competitive assessment and comparison
	
	
	

	
	
	
	
	
	
	

	Your company’s selling process

	Opportunity identification
	Opportunity qualification
	Sales strategy and planning
	Sales proposal
	Due diligence
	Partner agreement and close
	Account management


3. Communication vehicle options
The type of communication vehicles that are used to support the different steps of the buying and selling processes are dictated by the corresponding communication objective. The following table outlines the key communication vehicles for communication to channel partners and how they relate to each communication objective (awareness through loyalty).
In conjunction with the preceding table in the section “Communications process and the evolution of messaging,” marketing communications specialists can use the following table to determine how to best focus messages in each communication vehicle.
	Communications process—Sample communication vehicles

	Awareness
	Interest
	Preference
	Selection
	Loyalty

	Press briefing and/or tour
	Press mentions
	Knowledge and motivation building
	Partner agreement templates, invoices, and other company documents
	Partner resource Web site

	
	
	Channel partner program overview brochure/pamphlet
	
	

	Press releases and associated materials
	Analyst quotes, references, and mentions
	Channel partner program overview slide set
	Marketing development funds (MDF) rules and guidelines document
	Sales training (live, Web based, CD based, or DVD based)

	Analyst briefing and/or tour
	Customer and partner quotes and references
	Samples of point-of-purchase displays, promotional kits, and marketing toolkits
	Partner and customer references
	Newsletters

	Company informational Web site
	Company and/or product overview collateral
	Samples of past channel partner training activities, newsletters, and so on that you use for “loyalty” communications
	Partner resource Web site
	Sales guides

	Industry event trade show floor participation
	Company and/or product overview slide presentation
	Business white papers
	Partner resource Web site
	
	Incentive program and sales contest notifications

	Awareness advertising
	Product overview demonstration on Web
	Press articles and analyst papers
	Feature and functionality presentations, video, and other demonstrations
	
	In-person account or relationship visits

	Public relations
	
	Analyst papers and presentations
	Documented customer success stories
	
	

	Internet marketing
	
	Conference speaker presentations
	Capabilities brochure
	
	

	
	
	Competitive positioning advertising
	ROI tools
	
	

	
	
	Direct marketing
	Technical white papers
	
	

	
	
	Internet marketing
	
	
	


Communication vehicles selection for  MACROBUTTON  DoFieldClick [channel partner] 
For each communication objective, enter the communication vehicles that you want to create to communicate to your channel partners in the following table.
	Communications process—Communication vehicles for  MACROBUTTON  DoFieldClick [channel partner] 

	Awareness
	Interest
	Preference
	Selection
	Loyalty

	
	
	Knowledge and motivation building
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	


4. Communication vehicles budget for  MACROBUTTON  DoFieldClick [channel partner] 
Based on the communication vehicles that you selected, use the following table to create a budget. Use this budget to determine affordability and return on investment. If your estimated budget is greater than your planned budget, you need to prioritize your communications activities.
In the following table, list all your communication vehicles in the first column. Add rows if necessary. Change the month headings to correspond to actual months. Place the cost of each vehicle in the column for the month that you expect to pay the expenses for production of the vehicle. Total each column to determine your monthly budget. For some vehicles, production might take more than one month and installment payments will extend over a series of months.

	Communication vehicle budget for  MACROBUTTON  DoFieldClick [channel partner] 

	Vehicles
	 MACROBUTTON  DoFieldClick [Month 1] 
	 MACROBUTTON  DoFieldClick [Month 2] 
	 MACROBUTTON  DoFieldClick [Month 3] 
	 MACROBUTTON  DoFieldClick [Month 4] 
	 MACROBUTTON  DoFieldClick [Month 5] 

	
	$
	$
	$
	$
	$

	
	$
	$
	$
	$
	$

	
	$
	$
	$
	$
	$

	
	$
	$
	$
	$
	$

	
	$
	$
	$
	$
	$

	
	$
	$
	$
	$
	$

	
	$
	$
	$
	$
	$

	
	$
	$
	$
	$
	$

	Total $
	$
	$
	$
	$
	$


5. Communication vehicles tactical calendar for  MACROBUTTON  DoFieldClick [channel partner] 
In the following table, list all your communication vehicles in the first column. Add rows if necessary. Change the month headings to correspond to actual months. Enter the name of the ultimate owner of the activity in the second column. Place an “X” in the column for the month that you want to deliver the communication vehicle to  MACROBUTTON  DoFieldClick [channel partner] . The delivery month will, in most cases, differ from the production month that you used to determine the preceding budget.
	Communication vehicle tactical calendar for  MACROBUTTON  DoFieldClick [channel partner] 

	Vehicle
	Owner
	 MACROBUTTON  DoFieldClick [Month 1] 
	 MACROBUTTON  DoFieldClick [Month 2] 
	 MACROBUTTON  DoFieldClick [Month 3] 
	 MACROBUTTON  DoFieldClick [Month 4] 
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