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Advancing Analytics
in Channel Programs

E�ective execution 
of channel programs 
demands that channel 
analytics measure 
partner and program 
performance.

There isn’t a one-size-fits-all but companies 
should adhere to following certain best practices: 

To conform with standard channel 
operations and programs, develop 
a set of partner and program 
performance dashboards 
to meet additional reporting 
requirements.

To measure against agreed upon KPIs, your analytic 
capabilities must include these key elements:

By investing in an 
integrated analytics 
approach, channel 
chiefs will gain a deeper 
understanding of their 
channel data initiatives and 
drive above-market growth.

For a more in-depth look, 
download the eBook:

Best Practices in Channel Analytics

Market Performance

Partner Performance

Incentive Performance

of surveyed vendors 
indicated their analytic 
capabilities were 
significantly lacking.

Almost 

25%

Tech companies need to take 
stock of their analytics capabilities and 

define their goals in terms of future requirements.

Ensuring 
uniformed core 

channel analysis

Providing a clear 
distinction between 
operational metrics 

and analytical 
insights

Developing and 
maintaining a 

global data mart

Delivering 
actionable 
reporting

Safeguarding 
data integrity

Initiating a global channel reporting and 
analytics program means enabling 

operational metrics to: 

Measure 
program 
e�ciencies

Identify 
obstacles

Enhance 
governance and 

processes

Alert channel 
teams to improve 

processes

Increase 
partner 

satisfaction

Provide 
visibility


