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3 most important issues

• Which types of Channel partners are winning and why?

• How should our Channel programs change to gain maximum 
partner performance in the new normal

• How do we help partners pivot their sales and marketing efforts in 
today’s Social distancing environment?



Has your forecast for channel sales been adjusted 
due to COVID-19
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What are your partners biggest challenges?
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They or their clients are unable to pay

A hold on Major new business projects

An overall hold on new logo acquisitions

An inability to deal with remote client sales/Difficulty in
adjusting to remote working and client servicing

Difficulty adjusting to remote working and client servicing

An inability to pivot to remote/digital marketing
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What is your partners most important 
request?
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What are your Partners most important 
requests?
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Is your Channel budget likely to?
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Is the planned headcount for your Channel 
Team this year likely to?
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Since Covid began have you seen sales 
through the following channels
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Traditional VARs May

Traditional VARs July

MSPs May

MSPs July

System Integrators May

System Integrators July

Large account resellers May

Large account resellers July

Decrease Increase Remain the same



Since Covid began have you seen sales 
through the following channels
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Marketplaces May

Marketplaces July

Traditional Distis May

Traditional Distis July

New Breed Distis (Pax8 etc.) May

New Breed distis (Paxx8 etc) July

Master Agents May

Master Agents July

Decrease Increase Remain the same



Since Covid began have you seen sales 
through the following channels
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Telecom Agents May

Telecom Agents July

ISVs May

ISVs July

Decrease Increase Remain the same



Since Covid began have you seen sales through 
the following channels (July results only)
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VARs

MSPs

SIs

Large Account Resellers

Marketplaces

Traditional Distis

New Breed distis (Paxx8 etc)

Master Agents

Telecom Agents

ISVs

Decrease Increase Remain the same



Which key actions have you taken or are you 
planning as we begin to ease restrictions?
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Other

A total re-evaluation of your Channel Strategy

Undertaking an audit to understand which partners should be a priority

Changing your emphasis on the partners you prioritize

Adding new Channels

Adding new distributors

Continuing to offer financial support for your partners

Focusing on Marketing and remote selling training and support

Providing advice on key industry sectors

Increasing incentives to acquire new customers
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