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Best practices for IT

channels

Business has become very dynamic with the evalving channel network. IT industry is very
competitive and demands high quality product and services within low margins ARUN DIXIT

hannel business is under extreme pres-
sure if It is not managed with proper
discipline. Channel partners should
be aware about their challenges so that they

can work oul a better strategy to tackle the
same.
Territory resiriction: Partners gener

have territory restrictions. If they de
1o go beyond their territory, it will ask for
recurring fixed and variable expenses
Restricted territory means limited opportu
nity. Restricted territory can be lucrative if
It comes with exclusivity. But exclusivity
demands lot of investment and commit-
ment.

OEM companies with niche market
generally prefer offering exclusly
fty. because of limited opportunity:
Limited market opportunity has
typical problem of reaching m
beciuse they all may be scudl B
Scattered market will have very few
media vehlele 1o reach. In case of
niche market, reaching target client
is critical success factor.

OEM companles having mass
marketing product can go for multi-
ple partners within the same territory.
It ensures higher chances of reach-
Ing maximum and penetrates faster.
Accessing client [s easy because, they
may be available everywhere and
any media vehicle will be a
help to reach. Selecting
innovative media o
reach market Is

very lmportant in mass marketing. Parent
any will have to give higher impor-
Advertisement & Publicity.
Generating leads: I'T business is less “On
the Counter” and more “At the Door Step”
I'T products are generally marketed through
direct marketing. Personal presence is very
much needed in IT market due to ignorance
and low tech savvies. Sending just brochure
or updating website is not enough for IT
companies.
Hence generating inquiries means one
has to hit client requirement or problems.
Every IT require-
ment generally
starts with

jem. For e.g. Need lor a statu-
compliance software urises when there
is problem in fling e-returns, where as it
should have been in place from the begin-
ning. considering various benefits of statu-
oftware, Hence it is very important to
n your advertisement, tele-marketing,
ct marketing dialogue from client/

pect requirement’s point of view. so
that it will make client/prospect to realize
need of the product of services.

Channels
ing and quicker deal approvals.

Cantpetition: Channel partners more often
face competition from the same company
channel partner, competitor's company or
it's channel partners and the tules.

When It comes to competition from same
company channel partners il may create
awkward situation for parenicompany.
Whom it should give upper hand? Parent
companies with proper tracking CRM
can avoid such conditions. Transferring
same lead to multiple partoers Is general
ctice in the IT. hence partner will have
0 close deals assoon as possible, by cutting
their margin.

Differentiating sales and services:
Competition will néver be a problem il
one can prove clearly the differentiation
with other's services or products. Many
partners end-up glving more services or
discount 1o close the orders. That's not

a right way of business. One shoulkd
gel premium charges for their
speclilty, And specialty should
be unique selling proposition

for partners. Wining client
should be on the basig of

merit and not o the

basls of compromise.
Knowledge bused
differentintion

Is best differ-

‘ entiation In
IT Industey.

some prol

reed more aggressive market-




because Indiun (ndustry is not yet tech
savvy. Channel partner should ensure
that his sales and service staff is able
to deliver solution to client's problems,
that is the key:

Maintaining guality sales force: Sales
lorce is the first impression of
Considering channel par
may not be easy task to maintain quality
sales force. If channel partner wants o
have guality sales force then they will have
to offer better pay package so that they
can retain his sales force. But that may
not be possible because of thin margins.
Alternate ways to maintain sales force is to
#0 for commerce or Aris graduates rather
Engineers. Enforce fresher into marketing
Give better training to these graduates and
show them future growth path tha
want to achieve. Showing future
path will ensure their intere:

nd long
term commitment. Sales man working
for long term will definitely show positive
results. Continuous training, motivational

Programs by OEM Company and proper
growth path will help 1o improve output of
s force,
Managing knowledge: IT business means
only and only knowledge. One who has
zeal for knowledge will excel higher in IT
industry. Company with maximum people
who wants to grasp more knowledge will
have brighter future in a long run. Person
who will saturate in acquiring knowledge
will hive stagnation in his or her growth.
Channel partners should ensure that
knowledge about his product or services
should flow from every department to
department, T may come and go but
every new comer should undergo Induc-
tion training so that level of knowledge
can be maintained within the company
and ultimately customer gets the desired
satisfaction. Regular training and online
forum should be a constant support
from the parent company to lts channel
pariners

Working capital rotation: Channel part-
ners work on margin and they have 1o
manage thelr all expenses within their
margins. Partner margins depend on
category of products, If it Is fast moving
with minimum cfforts and services then it
may come with low margin. If it requires
more sales and services elforts then it may
have bigger margin. Under both the cases
pariners are supposed to work on credit
terms. OEM Company offers credit and
partner supply material and seryices an
credit basis. But itis very important to have
lesser or equal credit period in sales than
in purchase. Otherwise partner will keep
on [nvesting funds from his own pockets.
Recavery department should be very strong.

In Partuers Company. Apart from that terms
i-?ﬂhmm-h clear in sales so that

there will not be any point of arguments
at the time of collection. Generally collec-
tion is a problem when there is no clarity
in sales terms. Clarity n sales terms means
faster collection, faster collection means
higher ROIL

Attrition: Entire Industry is facing greater
threat from attrition ratio. Every enterprise
fs warried about retaining employees. While
retaining employees everyone Is willing 1o
pay higher salaries. irrespective of knowl-
edge and skills. That will hamper guality
of product and services and Is too risky
One should not increase his salary burden
|ust because of Jack of manpower. Having
higher ry employee means partner will
have 1o work on high margin product or
projects or higher quantity: Partners should
offer better salary to good employees and
retain few employees who can be pillar of
[ Rest of the empl
be in supporting role.

hurdle for any channel partner. For any
P er. discount s the only and last
wenpon to guin orders. Discounting prac-
tice Is worst in any sales. One should think
of offering quality services and produet
at reasonable rate is mantra of success-
ful business for any ch
Partner works on margin which cannot be
more than 10 1o 30 percent, If every part-
ner thinks of giving some 2 better and
different it will reduce chances of offering
discounts. offer discounts, partner must
have purchased licenses or products in bulk
- but constant upgrades in the versions,
products becoming obsolet e other key
challenges in investing. Parent compa-
nies should have a ‘buy back’ offer tolis
partners il it is not sold, =
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