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While still relatively new in the repertoire of strategic  corporate software, Partner 
Relationship Management (PRM) packages are proliferating and, with varied 
results, can contribute to revenue generation. Miercom has closely tracked  
the rapid emergence and evolution of PRMs and so was engaged by Impartner 
to assess its PRM solution, as a leading offering in this market. This report 
details analysis of specific aspects which we found unique and exceptional.

What distinguishes PRMs from software such as CRM (Customer Relationship 
Management), is the focus on the exceedingly diverse world of indirect 
channels, a quite different one from end customers. We have observed that 
the online management of resellers and indirect channels is best done by 
a package created specifically for that purpose; a CRM modified to address 
partners and indirect channels is at an inherent disadvantage.

Just as no two partners are exactly the same, there is also no one-size-fits-all 
software solution for managing these entities. Customization should be flexible 
enough to best suit the business relationship, the partner’s organization and 
channel operation, as appropriate.

In our analysis, Imparter’s PRM offers among the best capacity for 
customization that we have seen. An effective PRM should provide cohesion 
in an otherwise chaotic partner ecosystem. As important as customization 
is on a highly granular basis, an effective PRM package also needs to track 
partner performance. We have seen some PRM vendors outsource these key 
capabilities to third-party vendors, requiring hard-coded development and/
or difficult integration with their PRMs.  Such integration can be disruptive 
for PRM customers that already run a CRM system, making for an agonizing 
transition of data and processes.  Productivity and sales suffer as a result.

Impartner’s solution offers a broad array of well-integrated monitoring and 
reporting capabilities for seamless deployment, among the best we have seen.

TO YOU
EXECUTIVE SUMMARY
FROM US



Miercom exercised and validated Impartner partner-engagement tools.  
These included: The Partner Engagement Dashboard, partner onboarding, 
the “SegmentAI” segmentation engine and “SmartContent” asset library.  
We analyzed use cases of automation using Impartner’s ChannelFlow 
WorkFlow Engine, as well as the package’s ability to scale and integrate with 
popular CRMs.

Other aspects and functions of Impartner’s PRM that we tested included: 
the data-import wizard, a learning management system, through-channel 
marketing tools, and turnkey development.  We also tested and confirmed 
tools to optimize deals and for partner recognition.  

We conclude that many aspects of the Impartner PRM can enrich the sales 
growth experience of a business channel and its partners with the richest 
scope of functionality, flexibility, scalability and integration.

The following are some of the more notable features we exercised:

KEY FINDINGS
• Easy Deployment.  Impartner provides full out-of-box functionality, and 

custom branding within a few days. Partner portals in other PRM systems 
require software integration and can entail months of development for 
customization. Impartner uses a visual editor, rendered in real-time. 
Partner portals and configurations are individualized. Updates to the 
PRM software are regularly implemented and are applied meticulously 
to maintain the organization’s individualized setup.

• Ease of Integration. We concluded that Impartner works well with CRM 
solutions, such as Salesforce CRM, for which it is a managed package. In 
this case, Impartner was able to pull and update quotes, as well as make 
direct API calls through the Salesforce Object Query Language (SOQL). 
This integration allows cost-effective leveraging of such existing tools.

• Exceptional Partner Engagement. Many businesses are burdened 
with multi-tool integration and code development. With Impartner, a 
single dashboard reports partner activity with personalized touches 
pertaining to information delivery, training, segmentation and more, 
which relate to other functions of the platform. PRM customers can 
segment their partners based on broad filtering criteria and algorithms.

• Smart Content Management. Rather than flood partners with content, 
Impartner’s SmartContent asset management engine shows which 
content is actually effective. By seeing who viewed, or even previewed, 
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documents or videos in the library, channel management can determine 
how best to keep partners informed, compel them to download and 
share information, and later reward them for their efforts. The asset 
library also provides an excellent source of feedback that drives 
knowledge and, subsequently, channel sales and profit.

• Partner Performance Enhancement. Each partner is intricately 
monitored for each step towards their achieving channel sales goals. 
Partners can be given tasks, resources and then rewards to help them 
reach objectives.

• Segmentation that Matters.  Impartner’s SegmentAI segmentation 
engine functionality allows partners to be parsed according to their 
performance. Those who have completed tasks can gain access to items 
in the asset library that others cannot. Partner processes make push 
notifications, messaging, events and other activities easier to automate. 
These both save time and reach partners that matter most. 

• Advanced Workflow Management. Impartner’s workflows are straight-
forward to create, span multiple modules, and use the SegmentAI 
segmentation engine. This lets the user configure triggered activities, 
which are based on partner status or other characteristics. Unlike other 
PRM solutions we have reviewed, Impartner does not “silo” its platforms 
for complete control of each partner. One consolidated, customizable 
workflow uses logic-based control to handle training, sales leads and 
content distribution. 

Rob Smithers
CEO, Miercom

Based on our evaluation, the Impartner Partner 
Relationship Management (PRM) solution offers 
exceptional functionality for managing business 
partner sales. Their impressive out-of-box 
deployment and unique integration features 
distinguish it from similar PRM systems. We proudly 
award the Impartner PRM solution the Miercom 
Performance Verified certification.
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1 PARTNER RELATIONSHIP MANAGEMENT

Customer Relationship Management (CRM) packages were developed to address 
management of direct-sales customers.  But now, businesses sell and service as much 
as 80 percent of their products through a network of diverse resellers, distributors and 
partners, typically in lieu of direct sales.  All of these indirect channels represent an 
entirely different environment from direct sales, and are what Partner Relationship 
Management systems are designed to handle. 

With indirect channels, for example, there are invariably instances of overlapping sales 
and customers, issues in educating partners, tracking sales and shipments, and a 
plethora of different payment terms and contracts.  There’s so much data to track, in fact, 
that these systems need to be robust and offer clear data displays and processes that 
are highly customizable.  
 

Impartner PRM

Impartner’s PRM is a “Software as a Service” (SaaS) offering, designed to accommodate 
all manner of partners and offer each an interface and access to all aspects of their 
dealings with the vendor, customized to the degree necessary.  Included PRM tools  
offer integrated, automatable and configurable functionality that is straightforward to use 
and deploy.

An intuitive dashboard (discussed later) allows the organization to see, in one glance, 
whether or not their partners are achieving sales goals.  Workflows are integrated across 
a single PRM platform for automated control for tracking of leads, partner performance 
and progress of sales, training and so on. Communications is also customizable and 
configurable to monitor, for example, whether a partner is staying engaged with the 
channel’s library of documents, webinars and events.  The Impartner PRM can even be 
integrated with the familiar Salesforce environment, to extend its capabilities into the 
CRM world, as appropriate.

ABOUT PRM
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Miercom conducted its review in four main areas of functionality: Partner Engagement, Scalability, 
Investment and Sales Growth. The Impartner PRM was assessed for its contribution to and 
improvement of typical PRM aspects.

Each of the following sections discusses specific tools and services, along with use cases, that we 
used to demonstrate the real-world impact of deploying the Impartner PRM in a business channel 
scenario. We identified and highlighted impressive and unique capabilities that distinguish this 
solution from other PRM technologies on the market today.

COMPONENTS

2 PRM COMPONENTS TESTED

Impartner offers comprehensive dashboard 
capabilities, to monitor partner activity and 
productivity using a top-bottom approach.

PARTNER ENGAGEMENT

A single workflow can span modules to 
automate actions that keep productivity up, 
while also integrating with CRM tools.

SCALABILITY

Impartner PRM holds its value, allowing 
massive data import and export automation 
and progresssive partner training.

INVESTMENT

Track and optimize opportunties from start 
to finish, combining tailored performance 
stages with automated workflows.

SALES GROWTH



3 PARTNER 
ENGAGEMENT

what makes impartner unique
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Partner Engagement Dashboard
Onboarding
Segment AI Segmentation Engine
SmartContent Asset Library

Differentiating Features

BOOSTING ACTIVITY & KNOWLEDGE

PARTNER ENGAGEMENT
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The Partner Engagement Dashboard gives both a high-level, bird’s eye and a 
drill-down, magnified view of a particular partner’s activity by using different 
tools in a customizable interface.

user data & Analysis
Once the dashboard opens, the user gets a glimpse of the status – what is going right, or wrong, 
with a particular channel partner. 

PARTNER ENGAGEMENT

3-1 PARTNER ENGAGEMENT DASHBOARD

FIGURE 1: PARTNER ENGAGEMENT DASHBOARD

This web interface loads 
fast and offers tools to 
view new users, accounts, 
user logins, top users and 
partner activity, all from one 
page. A straightforward 
pie chart can show the 
distribution by partner type 
or tier.

Charts showing download or web activity 
let the business zoom in on peak days or 
months, to help determine what is driving 
engagement. The system shows which 
downloadable resources received the most 
attention.  And a Daily Web Activity display 
shows download history by user, account, 
level, resource, IP address or timestamp. 

FIGURE 2: RESOURCE ACTIVITY CHART
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The user search feature lets the organization 
find out more about specific users and see 
what positions, such as C-Level or Senior 
Executives, are responding to the company and 
how far they have completed their Onboarding 
Checklist (Section 3.2). This can help determine 
where prime partners come from – ads, emails, 
social media or other sources – and be used to 
engage more.

PARTNER ENGAGEMENT

A channel organization finds they aren’t too interested in daily web activity or 
user statistics when the partner dashboard loads. Instead, they would prefer 
to see profit-oriented statistics and timeline charts.

BUSINESS USE CASE

FIGURE 3: USER SEARCH FEATURE

flexibile configuration
Any tool or graphic can be rearranged or removed using the drag-and-drop dashboard 
configuration. Impartner lets you organize according to your needs and priorities, resizing each 
tool to achieve an idea of partner direction in just one glance. And if you need to know more, you 
can always just click on an item to zoom in for a drilled down analysis.
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When a partner joins the company, there are several or more expectations. 
Impartner uses a clear-cut checklist for each onboarding member. This helps 
the partner gain knowledge before joining the team, and allows the channel to 
track partner progression.

PARTNER ENGAGEMENT

3-2 ONBOARDING

FIGURE 4: ONBOARDING CHECKLISTchecklist & progress gauge
A new partner signs up, fills out its profile 
and begins the Onboarding Checklist.  By 
completing one of four task items (see 
graphic), they have achieved 25 percent on 
the Progress gauge.

After joining and completing one task, the partner needs to continue to make 
forward progress. They decide to register for a partner webinar. 

BUSINESS USE CASE

driving progress
Upon registering for a partner webinar, there 
are now two of four task items completed.  
A progress of 50 percent is now displayed 
on the new partner’s profile page.

FIGURE 5: PROGRESS GAUGE
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With a one-size-fits-all approach, traditional PRM solutions miss the mark 
on partner handling. Instead of treating partners as a collective, Impartner 
acknowledges partner individuality to provide more efficient management.
Some partners achieve high sales; others do less sales but deliver more profit 
per sale. Some partners want certifications while others want more marketing 
exposure. With Impartner’s SegmentAI segmentation engine, partners can 
be classified and presented with customized resources tailored to them – 
improving success prospects all around.

segment creation
“Segments” can be created based on any characteristic – on region, revenue, certification, or tier 
for example.  Depending on what is needed, management can present each segment with content, 
policies, procedures and events, which drive production.

3-3 SEGMENTAI SEGMENTATION ENGINE

PARTNER ENGAGEMENT

FIGURE 6: SEGMENT CREATION
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PARTNER ENGAGEMENT

visibility 
Classifying partners creates a tailored path to resources that fits their status or characteristics.  Once 
partner parameters are set, specific tasks and events are then made visible to these segments. This 
helps ensure a direct and focused approach, contributing to growth.

There may be differences even for the same partner, for example, based on region. And visibility of 
on-line data and components can be made dependent based on that metric.

FIGURE 7: FILTERING PARTNERS BY SEGMENT CHARACTERISTICS

An organization identifies a small-time partner with high growth potential.  
They want this partner, its users, and other similar partners to use available 
resources to increase knowledge and revenue.

BUSINESS USE CASE

event visibility
An event for this type of partner, such as a 
meeting, is created and is made available 
only to those who have achieved a 
specific certification.

This event tags the partner(s) that meet 
its attendance criteria, making it visible to 
those who can best benefit by attending.

FIGURE 8: SEGMENT EVENT
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PARTNER ENGAGEMENT

With the SegmentAI engine, Impartner boosts partner relations and engagement to drive profits. In 
this test case, an auto-tracking system was created for what management deems a high-growth 
potential partner.

partner/user visibility
In the opposite direction, the partner profile can be created first and then all events that meet these 
parameters are automatically visible.

In this case, a profile is created for a partner who has been a member for over a year, who brings 
in annual revenue of less than one million US dollars, and who has at least three certified sales 
members. When an event is created, management can opt to make it visible for anyone who fits 
this profile.

FIGURE 9: SEGMENT BY PARTNER
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For partners to make a sale or perform a service, they must be educated. Making 
resources readily available boosts the partner’s knowledge, productivity and 
profit. Impartner uses its SmartContent Asset Library to organize downloadable 
content into collections, available to partners based on customizable filters.

PARTNER ENGAGEMENT

3-4 SMARTCONTENT ASSET LIBRARY

FIGURE 10: ASSET COLLECTION CREATION

assets
Assets – resources such as white papers, data sheets and webinars – shared with partners become 
selling assets for the company. These help partners grasp the company’s vision and product benefits.

The company administrator can create a page to display on-line resources. For example, a page 
titled “Demos” would contain a list of demo videos that partners can learn from. 

With some other PRMs, links need to be individually inserted to direct access to the asset. Impartner, 
however, offers a centralized library to facilitate content viewing, so that appropriate content can be 
delivered to the appropriate viewer.
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PARTNER ENGAGEMENT

A company wants to create a collection of on-line assets available only to 
certain partners with a specific certification. Within this collection, only certain 
users would be able to access specified Microsoft Excel sheets.

BUSINESS USE CASE

create a collection
A collection of assets can be created with settings that allow visibility to all partners and users, or 
just to specified groups. These visibility options are tied into the SegmentAI segmentation engine 
(discussed in the previous section).

Visibility options are shown in the graphic below.

FIGURE 11: ASSET VISIBILITY OPTIONS

This collection is available to all 
partners who are members of the 
Platinum Tier and to users who have 
obtained a Technical certification.

FIGURE 12: CHOOSING APPLICABLE SEGMENTATION
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PARTNER ENGAGEMENT

FIGURE 13: DRAG AND DROP CONTENT UPLOADadding content
To add resources to a 
collection, the administrator 
simply selects files, drags 
them to the collection and 
drops them into the interface 
to upload. 

Assets added to the library 
can be set with descriptions, 
file types and languages. 

For bulk uploads the ”Set All“ 
drop-down menu is shown. 
These resources can be 
set to be published until a 
specific date. In this case, the 
resource was set to expire by 
the end of January 2018 and 
will no longer be viewable 
after then.

FIGURE 14: ADD ASSETS

FIGURE 15: BULK UPLOAD “SET ALL” MENU FIGURE 16: SET PUBLISH DATE
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PARTNER ENGAGEMENT

other related features
• Different versions of a resource can be added 

to update a file, and these will still maintain the 
same permalink. 

• Assets also have the option to allow sharing. 

• Analytics are available to display metrics such 
as a download count.

update content
Content remains editable by the administrator. The system automatically generates: a content 
preview thumbnail, permalink for copy and share, specific publication schedule options, and more 
granularity with visibility – even if the collection in which the content belongs is limited to certain 
groups.  A document’s settings can be more specific about viewer prerequisites.

• In addition to how many user downloads, administrators can also monitor which ones either 
viewed or downloaded an asset.  The difference between a glance (view) and a download can 
help determine which resources may be miscategorized, misplaced or not helpful to partners.

• Partners can see a library view of assets to which they are authorized; they can search, filter and 
sort resources to quickly find what they are looking for.

• Sharing an asset can also be done, using a proprietary link tied to that partner, so they can benefit 
from a shared incoming view.  This encourages partners to use and promote assets.

FIGURE 17: EDIT ASSET CONTENT

FIGURE 18: FILE ANALYTICS
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ChannelFlow WorkFlow Engine
CRM Integration

Differentiating Features

EXPANDING SALES & PROFIT

SCALABILITY
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Impartner distinguishes itself from other PRM solutions with its workflow 
creator which, our review concluded, makes it easy to generate workflows 
and is impressively extensive. Workflows can span across modules and are 
configurable to filter partners based on specific criteria. 

workflows
Workflows can be used to create processes using compound logic — that is, if A and/or B, then 
execute C.  The ‘A’ may designate an object, or input, that is saved in the system, such as a Partner 
Account.  The ‘B’ can denote a state or event, determined by rules or filters – for example, whether the 
partner is geographically located in another country, or has achieved a certain level of certification. 
Lastly, ‘C’ is the resulting action. This is the executed output, which can be a reward for reaching a 
desired tier, or reoccurring scheduling.

This level of flexibility is useful for selecting and scheduling next-step actions for partner activity 
based on preceding events.  This automation offers versatile and granular control over thousands 
of partners without requiring many additional resources or repetitive processes.

By using the ChannelFlow WorkFlow Engine, the customer can optimize partner engagement, 
maintain regular outreach marketing and suggest activities that enhance prospects for success.  
This scalable tool allows workflows to be continually refined and built upon for more dynamic 
partner management.

When deployed, the Impartner PRM comes with templates of common workflows.  Organizations 
can use these samples and readily modify them to meet their needs, or disable them completely.

Any action that can be done with programming code can also be done with the ChannelFlow 
WorkFlow Engine.  The big difference is that with the workflow engine’s visual interface, workflow 
creation is greatly simplified and programming expertise is obviated.  The workflow engine is 
constructed to universally automate any task, rather than require the customer to develop program 
code each time a new need arises.

4-1 CHANNELFLOW WORKFLOW ENGINE

SCALABILITY
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SCALABILITY

Compound logic is used to manage the progression of actions for each 
partner. By specifying parameters, a partner is prompted to the next step.  In 
our test case, a particular webinar needs to be made available to a certain 
class of partner: one with Gold Tier status, one who joined in 2010 and has a 
headquarters based in the UK.

BUSINESS USE CASE

event visibility
A partner joins the company in January 2018 and by default enters the Bronze Tier. To determine 
whether the partner has achieved at least two of four Onboarding Checklist tasks before reaching 
the Silver Tier, a workflow with 
compound logic is created. If the 
parameters are met, the partner 
will automatically gain access to a 
particular webinar. 

The workflow is scheduled to run 
after 30 days and then again after 
90 days. After 30 days the workflow 
evaluates the partner’s status and 
finds that they have in fact completed 
their tasks. They are then promoted to Silver Tier, an action that will be reevaluated in 60 days. 

After 90 days since joining, the workflow again determines whether the partner has reached Gold 
Tier status by reaching required goals, which makes the partner eligible for webinar access.

At each of these scheduled times, there can also be programmed push notifications and email 
reminders for the partner.  These can be implemented using another workflow with timer settings 
and filter specifications.  The messages can also be customized.

FIGURE 19: WORKFLOW NOTIFICATIONS

Some PRM vendors outsource program development of some modules, training, leads and content 
libraries to third parties. Some competitors have separated “silo” modules which must be configured 
independently of one another. Workflows cannot traverse these modules.

IT silos can negatively impact operations by creating disparity between departments and reducing 
productivity. Without an integrated, unified platform, processing is not optimized. Impartner solves 
this problem with its single workflow system.
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Impartner doesn’t require customers to abandon other tools, such as their 
Customer Relationship Management (CRM) package.  Instead, Impartner 
offers the ability to integrate its PRM with native and custom objects – making 
migration to Impartner’s PRM solution easier.

object integration
New deployments of complex software systems can be daunting, especially when hundreds  
or thousands of employees need to be trained in how to use the new system.  To help in this  
regard, Impartner supports common and unique objects from the Salesforce CRM. Objects  
including accounts, contacts, opportunities, cases, price books, price lists, products, quotes and 
content are supported.

Product objects can be pulled from the Salesforce CRM and used during deal registration.   
Quotes can be generated in a self-service manner by partners on the portal and saved into Salesforce.. 
The Salesforce Content Library can also be made available to Impartner customers.

API Call Optimization
Some PRM vendors restrict customers to a limited set of API calls for a period of time, such as 
5,000 emails per month.  When this limit is reached, the result can be disastrous. For example, if 
a PRM system allows only 10,000 deal registrations a month, and this maximum is reached, the 
entire system comes to a halt.  Or, depending on the current licensing arrangement, it may require 
additional payment to continue processing requests.

Thanks to a long standing partnership with Salesforce, Impartner has been able to support clients 
with 100,000+ partners worldwide accessing the portal without reaching API call limits. This API call 
optimization, Impartner’s customers never have to sacrifice real-time, bi-directional updatees to and 
from the PRM system. 

4-2 CRM INTEGRATION

SCALABILITY
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API SANDBOX
The Impartner PRM’s API Console allows 
for the testing of Momentum scripts, 
a template markup language used in 
Impartner’s front-end development.  In 
the Momentum Lab, pieces of code can 
be previewed before being implemented. 
Also included is the MetaExplorer, which 
can look at objects and data in the 
Impartner system and maps out fields and 
operations related to these items. These  
tools make it possible to integrate with 
Salesforce objects, allowing direct API 
calls through the Salesforce Object Query 
Language (SOQL) console. 

SCALABILITY

FIGURE 20: API SANDBOX 

THQL CONSOLE
Treehouse Query Language (THQL) is 
Impartner’s API, and it can request multiple 
parameters in a single query. This is 
not generally supported by other PRMs. 
Using the THQL Console, a customer can  
use code to search first name,  
last name and account number from 
the User list all at once. This capability  
is also useful to the developer in cases  
of integration.

FIGURE 21: THQL CONSOLE
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SCALABILITY

optimizing quotes
In the partner portal, the partner can view deals that have already been submitted and begin to  
create quotes.  However, some partners do not frequently create quotes and are unfamiliar with all  
the offered products and services.  
Instead of manually searching for 
appropriate options, the partner can 
answer a few questions, based on 
filtering logic, to automatically add 
products or services with the correct 
prices.  This process is straightforward, 
uses existing CRM and PRM solutions, 
and requires no extra licenses. 

updated quote
In this case, after the quote is updated, the partner can go back to the Opportunities page in the portal 
to see the new version. The sale price has been optimally increased, and the partner can accept and 
submit the quote for automatic forwarding to the order-management system for processing.

FIGURE 22: CREATING A QUOTE

Impartner is able to integrate with Salesforce to pull and push deal registrations in real-time. With 
some other PRMs have to synchronize their database with the partner’s in order to push and pull 
data.  Additionally, other PRMs impose a limit on API calls per month, depending on the package and 
license purchased.  If API calls reach that limit – for example of 10,000 registrations – all subsequent 
requests go un-processed. Impartner has no such limitations on API calls, integrates with Salesforce, 
and processes deal registrations all in real-time.

Deal registrations can be searched and created in the customer’s partner 
portal, using an integration of Impartner and Salesforce. This “guided selling” 
helps partners quickly extend company sales by automatically pulling relevant 
data from the CRM system to the PRM system.

BUSINESS USE CASE
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Data Import Wizard
Learning Management System
Amplified Marketing
Turnkey Deployment

Differentiating Features

STEPS TOWARD LONGTERM SUCCESS

INVESTMENT
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While typical for enterprise software to include data-import tools, they aren’t 
always configurable. In many cases modifying data-import tools requires 
custom-coding and considerable time.  Impartner uses its bulk import tool to 
transfer thousands of sets of data for regular updates, or to create a new data 
storage repository.

FIGURE 23: BULK IMPORT

5-1 DATA IMPORT WIZARD

INVESTMENT

templates
Unique to Impartner is its use of 
templates, where the partner can define 
what they want to import. They can 
choose from numerous fields, or create 
their own, to determine which values 
they want pulled into this template.

bulk import
Using Impartner’s bulk import tool, a list of data files can be 
imported into the management system. For each file imported, 
you can see the count, status, date and author of the import.

FIGURE 24: LIST OF DATA IMPORT FILES

FIGURE 25: CHOOSE A TEMPLATE
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INVESTMENT

A company wants to import data for a partner based on a particular set of 
criteria. They also want to use this for similar partners in the future. Data 
should include account information, email, name, status and more. 

BUSINESS USE CASE

mapping
Once the appropriate template has been chosen and downloaded, the partner can drag and 
drop a .csv (comma-separated values) file into the Select Data box. Two results are possible: 
either the Import Tool recognizes the mapping of the uploaded file and gives template names 
with creation dates to choose from, or the partner can choose to create a new mapping based 
on this file.  Map recognition is a great time saver if the partner hasn’t chosen a template. 
Once the mapping has been chosen, 
the fields from the uploaded file can 
be dragged and dropped into the 
left-side panel where this template’s 
columns of fields are displayed. 
Automatically, the User Data 
matches names of fields to the 
imported file (e.g. Fax is matched to 
the Fax of the imported file).

FIGURE 26: MAPPING RECOGNITION

editing mapping
Once uploaded, the data enters a queue 
since enterprises can have thousands of 
imports occurring at once. If processing 
fails, a message displays an explanation. For 
example, “No matching results” is shown to 
help items be corrected as soon as possible.

Fields are completely editable, and even if a 
field’s value is updated, processing will be successful. Therefore bulk import can both create and 
update records. If a record doesn’t exist, one will be automatically created.

FIGURE 27: EDITING MAPPED FIELDS
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training modules
Training modules are typically used 
immediately during onboarding. With them, 
partners can familiarize themselves with their 
new portal and learn about the product(s) or 
service(s) they will be selling.

Training can earn partners certifications, which 
have two main purposes: they prove that the 
partner has obtained a certain level of product 
or service knowledge, and certifications 
allow them to distinguish themselves from 
other partners, since not all partners may 
have learned the latest sales or technical 
approaches of the industry. Those who stay 
up to date are rewarded by their knowledge 
when making sales, and also by the company, 
which can feature top-notch partners on their 
business website.

Partner training is an essential component in effective channel management. 
This maps directly to profits.  Customers can use their own Learning 
Management System (LMS) or purchase Impartner’s standalone training 
module.  These modules provide a mutual benefit – partners gain knowledge 
and marketing exposure, while contributing to company revenue.

5-2 LEARNING MANAGEMENT SYSTEM

INVESTMENT

easy access
With Impartner’s PRM, existing content is always accessible to partners through the portal  
and never requires additional logins to another system. Documentation, webinars, and other  
training materials are available from the same portal through which partners locate their  
opportunities and leads.

FIGURE 28: TRAINING CATALOG
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partner differentiation
A company features a partner (or reseller) locator 
on their website. Partners are displayed in an order 
based on their level of expertise. Those who have 
certifications are given preferential visibility, which 
encourages partners to stay engaged with the 
vendor through the Partner Portal and its available 
training modules. 

The more training a partner receives, the more 
knowledge and exposure it gains.  This is an easy 
way for partners to distinguish themselves amongst 
their competitors, while driving sales, gaining more 
opportunities and closing more deals.

INVESTMENT

Training modules contribute to the symbiotic relationship between vendor and 
partner. The more the partner engages in training, the more knowledge they 
gain of what they’re selling. Vendors can showcase their most knowledgeable 
partners, using such recognition to drive revenue for both vendor and partner.

BUSINESS USE CASE

lms options
Customers don’t need to remodel their LMS when deploying the Impartner PRM. They have the 
option to have Impartner’s developers integrate their current custom-made system, or they can use 
Impartner’s standalone LMS module. Typically, channel-based companies tend to take advantage 
of both options.

A company may prefer to  use their existing LMS for corporate-level activies, such as internal product 
training.  This system is familiar and can already be useful, and there may be no desire to disrupt this 
training atmosphere. But the Impartner standalone module can be employed to train at the partner-
level – for training on the Partner Portal, channel program policies, or implementing deal-registration 
procedures. Then, if chosen, partners may be given an SSL link to the other, internal LMS for more 
intensive product training.

FIGURE 29: EDITING MAPPED FIELDS

Other PRM solutions can let users build a customized Learning Management System, but the 
software development of a custom system is expensive in terms of time and cost.
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outbound marketing analytics
Marketing analysis leads to better marketing, 
and Impartner helps amplify a company’s 
reach with extensive visibility. Some PRM 
solutions can identify how many users a 
marketing campaign was intended to reach, 
how many it actually reached.

Impartner lets the company drive down 
to see more detail: not just that marketing 
material was opened, but also for how long, 
with what program, and what kind of device 
the user opened it with – a tablet, smart 
phone, laptop. 

Knowing these details gives the company 
knowledge for crafting its next round of 
marketing, helping them better reach their 
targets with sustainable accuracy.

Marketing in channel environments is inherently difficult.  Some PRM solutions 
let the company see how many partners they have reached and whether 
they paid attention to a particular campaign. Impartner goes a step further – 
providing more granular visibility.  When the company can reach more partners, 
higher sales growth results.

5-3 AMPLIFIED MARKETING

INVESTMENT

FIGURE 30: OUTBOUND ANALYTICS
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asset analytics
A partner may not be 
interested in using email 
links to reach or view 
new marketing content. 
An optimum way for a 
company to determine if 
this was effective is to use 
Impartner’s marketing 
analysis. By selecting an 
asset from the list, the 
customer can see how 
many clicks occurred. 
If they find the resulting 
disappointing, they can 
avoid this approach in 
the next campaign and 
explore other alternatives.

INVESTMENT

Partners receive an email as part of the latest marketing campaign, but the 
company wants to know if any of them used the links in the email to reach 
helpful content.

BUSINESS USE CASE

Impartner also offers a Partner Locator which can give certified top-tier partners more exposure 
on the vendor’s website, and the leading edge on new sales opportunities. Other PRM solutions 
claim to support this capability, but we have seen in some cases they produce limited templates of 
partner listings based on only a few parameters.  Impartner allows complete custom-filtering, which 
is extensible and flexible, and does not require custom program development.

FIGURE 31: NUMBER OF CLICKS PER ASSET
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quick deployment
From our interaction we have found Impartner to be very transparent about time and price of 
deployment.  The company delivers a timeline, typically 30 days, and a quote; other PRM vendors  
are not so direct. 

While some deployment dynamics result from customer roll-out decisions, deployment estimates 
should not be unreasonable or difficult to obtain.  One vendor took months before finally releasing 
a quote and time estimate to a committed customer – and this was more than triple the amount of 
time Impartner projected.  This is often due to necessary third-party development for customization 
and integration.  Impartner does all its development in-house.  By eliminating outsourcing, it can 
reduce rollout time and total cost.

updates
New product features or developments are rolled out seamlessly by Impartner, we have learned.  
No additional company or partner resources or development are required, and the customer can 
benefit from new features immediately.  Customers can also decide when, if or how new features 
are extended to their partners.

Updates are done predictably, every quarter so as to avoid disruption for customers. This organized 
approach for handling updates avoids too frequent, unpredictable and problematic changes as  
well as unpredictable product releases. Customers using Impartner are largely insulated from 
transitional issues.

A significant new software system, whether a CRM or PRM, can cost a company 
considerably more than the sticker price after custom program development 
is added in.  In addition, setting up a new system like a PRM, with all pertinent 
product and partner information can take considerable time before the system 
can be put to effective use.  Miercom research has found many cases where 
initial deployment takes six months or more.

5-4 TURNKEY DEVELOPMENT

INVESTMENT
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INVESTMENT

hybrid-tenancy model
Some PRM solutions use a single-tenant model, where each customer builds their own configuration, 
applies updates and patches security according to their individual needs and schedule. This entails 
a copy-paste approach for applying updates, which varies for each customer. It is time consuming 
and puts customers at risk when security patches are pending.

Other PRMs, including some top-rated vendors, use a multi-tenant approach to push instant, and 
simultaneous changes out to all their customers. But this mass push of software changes does not 
necessarily fit each customer’s setup.

While single-tenant models lack ubiquity, multi-tenant models lack individuality.  Impartner takes the 
best of both approaches and uses a hybrid-tenancy model for a flexible, customizable and timely 
distribution of SaaS upgrades.  Instead of the single-tenant copy-paste method, Impartner shares 
pieces of code which are logically and securely tailored to the configuration or each customer.

in-line wysiwyg content management system (CMS)
With administrative permissions, the customer can modify its portal using an in-line What You See 
Is What You Get (WYSIWYG) Content 
Management System (CMS). This 
gives the administrator the ability to 
edit the portal directly, using a visual 
editor mode, in real-time. The ‘Edit’ 
button on the left side of the portal 
below opens up the CMS mode.

FIGURE 32: CMS EDITING IN THE PORTAL

What’s unique is that there is no 
difference in the link of the portal page and the editing mode of this page.  The administrator can 
simply click content parts of the portal – text, graphics, videos, tables, menus – and edit them in the 
same page.  Being able to do this in this transparent manner ensures that all changes are rendered 
from the front end to save time and effort.

FIGURE 33: CMS INLINE REAL-TIME EDITING
This WYSIWYG visual editor doesn’t require 
knowledge of HTML or any other markup 
language. No coding is required.  Still, 
by using Search mode, the HTML of the 
page becomes visible and editable, if the 
customer wishes to work that way.

An inline CMS makes it simple for business 
users with no programming experience to 
make quick and powerful changes to their 
portal in real-time without depending on 
another department to develop code.
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update field
Using the Update Field window, the values can be edited, added or deleted using the Pick List.

A drop-down menu is featured on the portal, asking “How did you hear of us?” 
A company with administrative privileges realizes they would like to edit it one 
of the fields.

BUSINESS USE CASE

INVESTMENT

FIGURE 34: CMS UPDATE FIELD PICK LIST OF VALUES

Impartner requires no additional development time or resources to effect portal changes. While 
other PRM solutions require the company’s IT department to get involved and perform cumbersome 
coding, and then the PRM’s development team to implement the changes, Impartner provides a 
simple visual editing system that its non-programming customers can use.
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Deal Registration
Lead Management

Differentiating Features

REFINING BUSINESS STRATEGIES

SALES GROWTH
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lead generation
Lead generation is performed in stages, which may or may not be carried out linearly.

Impartner’s PRM uses progressive and editable stages in combination with 
automated workflows to help a company acknowledge and welcome quality 
sales opportunities.

6-1 DEAL REGISTRATION

SALES GROWTH

FIGURE 35: DEAL REGISTRATION STAGES

Stages can be customized, added, removed 
and updated.  If stage progression is not done  
linearly, but instead is based on the completion 
of one or more other stages, the stage can be  
edited as shown.

Whichever stage of deal the partner is at, the 
next step offered and taken will depend on the 
progression path specified. 

FIGURE 36: UPDATE STAGE
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the “loser” notification
Leads that are considered lost can be 
informed with a customized notification 
that is created as a workflow, with a  
trigger based on fields related to partner 
acceptance criteria.

The notification is triggered by the lost deal, 
and the notification email is customized, 
including information related to the deal 
event.The flexibility that comes with using 
workflows to handle responses to partners 
allows companies to incorporate their 
branding into all communications, rather than 
relying on the standard system notifications.

Leads are listed in the Deal Dashboard, which 
displays the stage the deal is in, as 
well as the likelihood of it closing. 
The Probability, Amount and Close 
Date columns allow partners to,  
at a glance, determine which  
leads to focus their energies on. 
In this single window, the active 
deals, value and revenue can be 
viewed. This dashboard is an 
excellent way to gauge activity 
and sales targets in a single view.

SALES GROWTH

During the deal registration process, a lead was found to be unqualified.  
Impartner uses multiple tools to let the lead down easy, and in an automated 
fashion, which saves the company time and resources. 

BUSINESS USE CASE

FIGURE 37: NOTIFY LOST LEADS

FIGURE 38: HTML EDITING FOR NOTIFICATION

FIGURE 39: DEAL DASHBOARD



38Impartner Partner Relationship Management
Copyright © Miercom 2018

1 June 2018
DR180418D

opportunity dashboard
This is a core function in Impartner’s 
PRM that helps partners maintain 
a transparent and symbiotic 
relationship with the channel vendor.  
Let’s say that the partner says about 
to register a deal by reselling the 
channel vendor’s product.  With 
Impartner’s Opportunity dashboard, 
the partner can register this deal to 
let the channel vendor, and other 
partners, know that they are working 
on this sale. This gives the partner exclusivity and also avoids conflict of interest if the channel’s 
internal direct sales team is targeting the same sale.  This can also prevent the direct sales team 
from hijacking a lead. In order to best optimize resources, the channel vendor should delegate the 
sale to the partner, and complete visibility of opportunities from both sides help this to happen.

In addition to optimizing resources, channel vendors can further incentivize partners with discounts. 
A registered opportunity can help the internal sales organization know and better forecast what’s hot 
from partners on the ground, and perhaps even extend discounts.

Channels should be able to resell, distribute and service their products 
or services without impacting with their other business operations and 
obligations.  Contributing partners are incentivized by recognition and rewards,  
which directly translates to increased sales and profits.  Channel-based 
organizations benefit from partners’ efforts and can use the Opportunity 
dashboard to see if business goals are on track, as well as to assign leads to 
the highest qualified partners.

6-2 LEAD MANAGEMENT

SALES GROWTH

FIGURE 40: DEAL REGISTRATION STAGES
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bulk assignment
Leads can be assigned to partners en masse with a simple selection and upload feature.  In the 
Opportunities dashboard, leads can even be reassigned to particular users based on an automated 
workflow. This workflow uses an algorithm to filter users which have qualifying characteristics.

SALES GROWTH

Opportunities are seen as 
pending, approved or closed. 
Using the following table, 
opportunities can be displayed 
in terms of value. And within 
the same window, the yearly 
goal can be displayed for a 
quick view of how many or how 
large sales are needed to meet 
business objectives.

Opportunities can also be shown and listed based on custom fields that are relevant to the business. 
Furthermore, data can be dropped into an integrated CRM solution.

FIGURE 41: OPPORTUNITY DETAILS

FIGURE 42: REASSIGN OPPORTUNITIES
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About Miercom
Miercom has published hundreds of network product analyses in leading trade periodicals and other 
publications. Miercom’s reputation as the leading, independent product test center is undisputed.

Private test services available from Miercom include competitive product analyses, as well as 
individual product evaluations. Miercom features comprehensive certification and test programs 
including: Certified Interoperable™, Certified Reliable™, Certified Secure™ and Certified Green™. 
Products may also be evaluated under the Performance Verified™ program, the industry’s most 
thorough and trusted assessment for product usability and performance.

Use of This Report
Every effort was made to ensure the accuracy of the data contained in this report but errors and/
or oversights can occur. The information documented in this report may also rely on various test 
tools, the accuracy of which is beyond our control. Furthermore, the document relies on certain 
representations by the vendors that were reasonably verified by Miercom but beyond our control to 
verify to 100 percent certainty.

This report was part of Miercom’s continuous Industry Assessment of Partner Relationship 
Management products. Each vendor featured is allowed to participate before, during and after 
testing. Results published may be refuted, retested and republished should a featured vendor 
choose to participate. 

This document is provided “as is,” by Miercom and gives no warranty, representation or undertaking, 
whether express or implied, and accepts no legal responsibility, whether direct or indirect, for the 
accuracy, completeness, usefulness or suitability of any information contained in this report.

All trademarks used in the document are owned by their respective owners. You agree not to use 
any trademark in or as the whole or part of your own trademarks in connection with any activities, 
products or services which are not ours, or in a manner which may be confusing, misleading or 
deceptive or in a manner that disparages us or our information, projects or developments.

ABOUT MIERCOM


