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Get stronger
results from your
channel incentives

Channel incentive programs hold the power

to accelerate partner sales, deepen engagement
and drive profitable growth in competitive
markets. Yet too often, incentive programs
collapse under their own weight. Complexity,
inefficiency or failure to scale turns a tool
designed to inspire loyalty into an obstacle

that frustrates partners.

This guide is your personalized road map to navigating those
challenges, unlocking true partner loyalty and revenue potential.




SUMMARY OF KEY ACTION STEPS

No need to upload this to an Al tool to ask for key action steps to take
away from the guide. We saved you the step and added them here.

SIMPLIFY: Audit your OPTIMIZE: Decide SCALE: Build intentional,
program to look for where to allocate flexible incentive
complicated rule funds by mapping the  models that expand
structures, inconsistent  ideal partner journey across regions, partners
objectives, unclear and continuously and products without
communications and compiling partner multiplying complexity
multistep processes. feedback. or inefficiency.

HERE'S WHAT AN Al
SUMMARY MIGHT MISS

The full guide contains additional
context and practical frameworks
that drive true transformation, not
just surface-level change. The value
lies in the stories, lessons and proven
approaches you won't get from

a summary. Inside is firsthand
knowledge from our experts who
turn channel partner programs

into a competitive advantage.



Are you here to simplify, optimize or scale?

You may have simultaneous goals for improving your program. Jump directly to the section that aligns with your needs or
explore multiple paths. We provide strategic insights, real-world examples and practical tools to implement immediately.

Cut through Continuously Expand with
complexity improve your intention through
to build trust program to flexible models
and boost maximize ROI that grow
engagement and partner without adding
performance complexity

GO TO SECTION -

GO TO SECTION -

GO TO SECTION -




Cut through complexity
to build trust and boost
engagement

IN THIS SECTION: WHY SIMPLIFY - TOOLS & TEMPLATES - REAL-WORLD EXAMPLE




Why you need to simplify
complex incentive programs

In a world where partners receive information on numerous programs,
clarity stands out. When your program is understandable and easy to
navigate, partners pay attention and build trust with your brand,
solidifying your reputation in the market.

ESSENTIAL SECTION TAKEAWAYS BY ROLE

Executives Channel leaders Marketing leaders Sales professionals Program managers

Simplicity builds Simplified programs Clear, compelling Simplified programs Streamlined and

partner trust and directly impact communication require less time consolidated programs

solidifies your a positive partner ensures partners interpreting rules, and platforms reduce

brand reputation. experience and understand enabling more administrative bu
engagement. and embrace selling

program benefits.
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Complexity quietly builds in channel incentive

programs. Each new promotion, exception or

reward makes it harder for partners to engage
and for teams to execute. The result? Overwhelmed

partners, disengaged teams and missed
growth opportunities.

Instead, make incentives work smarter, not harder. The payoff:

programs that are easy to understand, simpler to execute and

impossible to ignore.

Program reflection

Think about your own incentives and the common pitfalls of
complex programs.

>

Are your partners tuning out because promaotions feel
disjointed or incentives aren’t clearly aligned?

Are outdated rules creating confusion and/or inefficiency
for your team and partners?

Do partners struggle to track or predict rewards due to
inconsistent program structures?

Are your communications filled with jargon, acronyms or
technical language that alienates partners?

Are partners juggling multiple platforms or logins to access
different rewards and program information?

REAL TALK

Sales reps told us about their top
challenges with incentive programs

32%

find it difficult to navigate
incentive programs they
participate in

38%

report that competing
promotions prevent them
from participating

35%
find the tracking of goals

and promotions confusing
or not existent

26%

say the lack of clear and
frequent communication is
a challenge to participation
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Tools and templates

Begin simplifying your program by focusing on what matters most: helping partners
spend their time selling and servicing, not interpreting rule structures.

Simplicity checklist

Simplicity audit questions

Audit all current incentives

Merge or remove duplicate programs

Retire outdated promotions

Simplify earning guidelines

Standardize reward language

Shorten payout timelines

Consolidate siloed systems into one platform to view
promotions, track progress and redeem rewards

Validate changes with a trusted partner advisory group

Launch the simplified model with strong communication

If you answer "'no’ to any of these, it's an area you could simplify.

Y N
D D Partners can explain the main earning rules in under 30 seconds
D D Partners log into one centralized platform for visibility
D D Partners immediately know which action to prioritize at a given moment
D D The number of programs, promos and overlays are clear, not confusing
D D Any outdated programs have been retired
D D Partner communications are written in plain, nontechnical language
D D The partner journey has been mapped to identify friction points
D D Partners receive clear, timely performance updates
D D Program changes have been tested with a partner advisory group
D D Payout timelines are standardized and predictable

D D Incentives are aligned to business priorities, not just "nice to haves’
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Simplifying a global
incentive program

A global manufacturer with 40,000 sales team members juggled
dozens of promotions, hundreds of reward options and multiple
disconnected vendors. Outdated manual processes and the
inability to track ROI left their program inefficient and complex.

The solution was simplification through consolidation.
Key features

> One system: Incentives, communications and data management
consolidated under one secure platform.

> Automation: 20 manual processes were streamlined, reducing
administrative burden and errors.

> Clarity: Dashboards brought all data together, helping leaders
and dealers quickly see what mattered and act on it.

By simplifying administration
and partner engagement,

the company transformed a
fragmented, hard-to-manage
program into a clear, efficient
Results system that sales teams and
leaders can depend on.

> Flexible controls: Administrators could easily filter by role, switch
promotions on or off and validate against external data without
extra steps.

> 30% sales increase among the top-performing 20% of audience
> 21% increase in overall unit sales
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Continuously improve your
program to maximize ROI
and partner performance

WHY OPTIMIZE TOOLS & TEMPLATES REAL-WORLD EXAMPLE




Why you need to optimize
incentive programs

Static strategies lead to wasted spend and missed opportunities.
Legacy programs often reward the wrong behaviors, frustrate partners
with outdated rules, or confuse them through a lack of communication.

Program optimization ensures your investments align with evolving needs, trends and business
goals to target where you should invest.

ESSENTIAL SECTION TAKEAWAYS BY ROLE

Executives Channel leaders Marketing leaders Sales professionals Program managers
Investments Partner journey Budget reallocation Rapid, easy-to- Quarterly ROI reviews,
in technology, mapping and advisory  ensures incentives stay understand A/B testing, surveys and

automation and groups identify and aligned with broader promotions tied advisory groups valid

modernization lead resolve friction points, objectives, while to sales cycles program ch
to stronger revenue segment partners, and  improving program improve participati
and market share. pilot improvements. with multichannel

communications



Incentive programs aren’t “set it and forget it.”

To get the most out of your investment, programs
need ongoing fine-tuning. Optimization means
diagnosing underperformance, reallocating
resources and continually testing what drives

the best ROI.

Program reflection

Pause and reflect on your current program today. (Note: This will
help prepare you for the optimization tools coming next!)

>

Are you tracking total spend versus outcomes like revenue
growth, margin or market share?

Do you segment partners or treat them all the same?
When do key interactions and milestones happen with partners?
Are legacy rules or tools slowing down the program?

Have you diagnosed underperforming promotions to understand if
the issue is communication, goal alignment or reward relevance?

Where do partners stall or disengage?
Where is partner support weakest?
Do you have a plan for A/B testing?

REAL TALK

3rd-party vendors are an
underused resource

While only about one-third of
companies use external partners

to support and measure the
success of their incentive programs,
81% agreed having such external
support would be helpful.

—INCENTIVES RESEARCH FOUNDATION
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Tools and templates

To help you evaluate your programs, we have a three-step process to
guide you.

Diagnose
Identify friction points and partner feedback

Reallocate
Shift budget to high-impact areas

Test
Validate changes through A/B testing

© 2026 ITA Group and/or its affiliates. All i erved.
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DIAGNOSE: Identify
friction points and gather
partner feedback

This exercise will help you
answer two questions.

> Where should new funds go?

> How do we maximize what we're
already spending?

HOW TO ADDRESS FRICTION POINTS

Proactively map the Think about partner
partner journey with feedback you've

potential friction heard or what you
points. You might think they might say
not have friction at various stages of
points at each stage the journey. Again,
of the journey. you might not have

feedback for each
point of the journey.

Evaluate where
friction points and
feedback overlap,
looking for areas
where you can
balance spend for
stronger ROLl.

How satisfied are you with the

newest promotion?
What do you like or dislike

DOEROEEREAR §

AT 5
0-Very dissatisfied 10-Very satisfied e“glblllty chonges.

How would you rate the support you

receive from your field manager?

OO S

Very dissatisfied Very satisfied

SUBMIT

What does gathering partner feedback look like?

Continuous partner journey mapping addresses changing
requirements of partners and markets. Ongoing testing and
strategy evolution keeps programs fresh, participation and
engagement high, and revenue growing. Partner feedback,
gathered through pulse surveys, focus groups and other research
methods, helps eliminate guesswork about what's working.

/
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FRICTION
POINTS

FEEDBACK

EVALUATION

Example partner journey

We created an example journey using common pain points and partner feedback to get you thinking. You'll notice there are
both friction points and partner feedback in the “enable” column. This is an ideal area to optimize and focus spend.

New partner
onboarding
takes too long.

Partners
need better
resources to
sell diverse
products or
services.

Partners are
Resources Existing struggling to
needed incentives implement
to make and rewards and then
sdles are aren’tvaluable  service your
inacoessible. to partners. products and

solutions.

Funds toward
developing
resources
would improve
the program
experience.

Sold accounts
stagnate
without
angoing
@ngag@m@nt
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Your program'’s pdartner journey

Now complete your own partner journey using what you've noticed in your program.

RECRUIT m ONBOARD m TRANSACT IMPLEMENT SUPPORT m

FRICTION
POINTS

FEEDBACK

EVALUATION

DOWNLOAD WORKSHEET -

]6 © 2026 ITA Group and]or its affiliates. All rights reserved.


https://info.itagroup.com/rs/614-FWE-386/images/ITA-Group-Optimize-Partner-Journey-Worksheet.pdf?version=0

REALLOCATE: Balance
spend for better program
performance

Use the partner journey
mapping and feedback

loop strategies to understand
what will most appeal to
your partners and help

you reach your goals.

Budget reallocation can bring quick wins if it aligns with business goals.
Communicate clearly to partners for adoption and mindshare.

-

O

Sales performance incentive fund (SPIFF): Implement
short-term bounties to stimulate sales activity

N

Points-based rewards: Drive loyalty through
redeemable points for sales and KPIs

Market development funds (MDF): Help partners amplify
vendor content and demand generation locally

Co-op funds: Reward partners as they sell
more products year over year

Rebates: Encourage purchases across targeted
product or service groups

Launch funds: Accelerate awareness for new
partnerships (separate from MDF and Co-Op funds)
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TEST: Validate changes
through A/B testing

The preparation,
communication and
analysis required for testing
can be hard to fit into a busy
channel leader’s schedule.
But skipping this step means
Mmissing opportunities.

We highly encourage working with a third-party vendor to do

A/B testing of partner program elements. Internal analysis often
limits creativity to familiar approaches, while external experts bring
cross-industry insights and fresh ideas to the table. If you do

A/B testing, make sure to keep documentation, noting success
measures, risk assessment, timeframe and sample size, and clear
deadlines for result analysis.

( )

POTENTIAL A/B OPTIONS

\%

Enrolled vs. not enrolled partners

\Y

Pilots within a program

\%

Carefully split partner types

\%

Regions

\

CAM-owned partner accounts
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Optimization checklist

Conduct a quarterly ROI review, tracking with consistent KPIs (Partner participation, claims,
velocity, logins, incremental revenue uplift and time-to-launch for promotions)

Audit promotions against engagement benchmarks

Test variations through A/B or pilot groups

Modernize outdated programs from the past year

Balance spend by rewarding top performers (to drive growth) and emerging partners
(to expand market coverage)

Tailor offers based on partner segmentation (tier, geography, specialization)

Conduct surveys or hold forums to keep feedback loops open

© 2026 ITA Group and/or its affiliates. All rights reserved.
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Rewarding

partners faster

Leaders from a high-tech manufacturer struggled with data
from 14,000+ global sales reps and knowing which products
were being sold. They needed to update a heavily manual
process and shorten the timeframe between rewards earned
and delivered.

The solution was to optimize the program to speed up the time
from claims to rewards, encouraging more brand loyalty in the
process. A multi-layered channel incentive and claims program
helped the leaders achieve their goals.

> Automated process: Single platform automated the claim
process by incorporating claim approval or denial and
automatic point deposit.

> Reward catalog personalization: Language, products and
relevant brands changed based on the sales reps’ location.

> Limitless earning: No more cap on sales reps’ potential to
earn improved engagement with new training, quizzes
and promotions.

After two years of helping this client
optimize the channel incentive
program, the brand saw significant
gains in sales and participation.

44%

increase in participating countries

29%

increase in participants
submitting claims

27%

increase in partner loyalty YOY

400%

return on investment

© 2026 ITA Group and/or its affiliates. All rights reserved.



Expand with intention through
flexible models that grow
without adding complexity

WHY SCALE - TOOLS & TEMPLATES - REAL-WORLD EXAMPLE
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Why you need to scale
your incentive programs

Global reach and diverse partner ecosystems demand more than copy-and-paste
strategies. Incentive rules that succeed in one region may clash with cultural

norms or regulatory requirements elsewhere. Larger program datasets require
advanced tools to identify and analyze insights. Adding more partner types also
means increasing personalization to keep up engagement.

Program scalability is the difference between programs that stall and programs that accelerate growth. But doing
it wrong costs more than doing nothing. The right structure ensures agility, consistency and measurable impact.

ESSENTIAL SECTION TAKEAWAYS BY ROLE

Executives Channel leaders
Structured, Targeted incentives
scalable models launch quickly to
avoid multiplying the right audiences.

inefficiencies.

Marketing leaders
Incentivized partners
drive more positive
word-of-mouth

and expand reach.

Sales professionals
Segmentation
allows for regular
updates and
tailored offers.

Program managers
Dashboards help

track KPIs and identify
actionable insights.

© 2026 ITA Group and/or its affiliat
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Scaling a channel incentive program across
regions, partner tiers or product categories sounds
simple: just replicate what works. Without the right
model though, scaling multiplies opportunities and
problems. Complexity grows as fast as your reach.
Inefficiencies spread. What worked for one region
or one partner tier can quickly break down when
applied everywhere.

Instead, scale with intention. Build structured, flexible models that

adapt to different markets and needs so you grow seamlessly and
deliver measurable impact tied to KPIs.

Program reflection Carefully selected partners gain
stronger results

Before you start scaling your program, ask yourself:
Rather than casting a wide net,
channels need to get sharper about
who they build with and why. Teams
that take the time to define partner fit,
run regular performance check-ins
and guide existing partners toward

action are seeing stronger ROl across
> Can you launch targeted incentives quickly for different the board. Partner selectivity isn't

> Are your current incentive rules flexible enough for different
regions and regulations?

> Does your current technology platform support automation
and customization?

> Do you have tools to manage and analyze growing data
complexity?

partner tiers? a limitation. It's a strategy.
> Are you tracking KPIs to show real impact? S Eh egagelel ulie]

© 2026 ITA Group and/or its affiliates. All rights reserved.
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Tools and templates

Scaling a channel incentive program requires a clear, structured approach that supports
partner engagement, drives sales and generates results. Follow these essential steps.

Scalability checklist

ASSESS & PLAN YOUR PROGRAM

Identify your ideal partners by analyzing top performers and their characteristics.

Segment partners by behavior, specialization or selling style to target recruitment effectively.

Evaluate your current program, set growth goals and identify where complexity or gaps exist.

BUILD A STRONG FOUNDATION

Define partner lifecycle phases and map partner journeys to understand key touchpoints.

Use technology to automate processes such as onboarding, communications and incentive management.

Assign dedicated people with channel expertise to manage relationships and scale operations.

v

© 2026 ITA Group and/or its affiliates. All rights reserved.



CHECKLIST CONTINUED

TARGET & RECRUIT THE RIGHT PARTNERS

Focus recruitment on partners that match your ideal profiles and business goals.

Attract partners by clearly communicating how your program benefits them beyond
products—emphasize profitability, support and growth opportunities.

ONBOARD & ACTIVATE PARTNERS

Welcome partners with executive support and detailed onboarding processes.

Set partners up for success by sharing key information, aligning goals, and providing access
to tools and training.

Activate partners with practical, manageable steps and celebrate early wins to build momentum.

TRAIN & ENABLE PARTNERS

Offer ongoing training with incentives tied to learning milestones and certifications.

Provide sales and marketing tools, such as branded collateral and campaign automation.

Support partners’ marketing efforts through funding programs like market development funds (MDF).

25 © 2026 ITA Group and/or its affiliates. All rights reserved.



CHECKLIST CONTINUED

ENGAGE & MOTIVATE PARTNERS

Maintain consistent communication through automated and personalized channels.

Incentivize desired behaviors, not just sales, to drive loyalty and deepen engagement.

Use behavior-based incentives to encourage activities like lead registration and product adoption.

RETAIN & REWARD PARTNERS

Prioritize delivering a smooth partner and customer experience to build loyalty.

Recognize consistent performers with rewards, incentive trips and tier-based perks.

Customize retention efforts with segmentation based on partner impact, role and customer focus.

MEASURE & EVALUATE RESULTS

Define KPIs such as partner profitability, sales volume, engagement and program participation.

Use dashboards to track progress and inform actionable insights.

Regularly review data with partners in business reviews to reset goals and optimize.

DOWNLOAD CHECKLIST &
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https://info.itagroup.com/rs/614-FWE-386/images/ITA-Group-Scalability-Checklist.pdf?version=0
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Scaling regional

incentive programs

A Fortune 100 insurance company consolidated its incentive
approach by centralizing regional promotions into one scalable
platform. By starting with independent agents before scaling to
wider audiences, the program used segmentation and sales
and support incentives to drive participation and reduce
administrative complexity.

The new platform offered three key benefits that aided the company
in motivating new and dormant agents.

> Seamless expansion: Once early success and behavior data were
established, the program launched for audiences such as career
agents and call center teams—all without redesigning the model.

> Meaningful personalization: The scalable platform enabled
greater personalization at scale, connecting each audience to
enterprisewide initiatives and goals.

> Buildable foundation: The platform was designed to support
growth across channels, adapting to changing market needs.

Consolidating multiple promotions
onto one scalable platform created
inspired channel partners, less
burdened teams and a flexible program
that could be expanded over time.

5,000

previously dormant independent
agents now sell the brand’s products

162%

of the program enrollment goal was
reached in the first 10 months

2X more

applications are produced by partner
agents enrolled in the program

© 2026 ITA Group and]or its affiliates. All rights reserved.



Transforming your channel
Incentive strategy
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Get better results from your
incentive programs

Channel incentive programs are powerful tools for accelerating partner sales, deepening
engagement and driving profitable growth. But their true impact depends on your ability
to simplify, optimize and scale, without multiplying complexity or inefficiency.

Simplicity builds trust
and makes it easier
for partners to engage
and teams to execute.
Streamline your
programs, consolidate

platforms and use
clear communication.

Optimization ensures

your investments deliver
maximum ROl and stay
aligned with business
goals. Continuously review
performance, gather
partner feedback and
adjust your approach.

Scalability helps you
expand across regions, tiers
and products. Structured,
flexible models personalize
the experience, automate
processes and track KPIs

to ensure seamless,
measurable growth.

© 2026 ITA Group and/or its affiliates. All rights reserved.



Your next step: Take action

This guide serves as a road map built on real-world lessons
and proven frameworks. Whether you're an executive, channel
leader, marketing leader, sales professional or program
manager, the path to success starts with action.

> Audit your current program for complexity and inefficiency.
> Map the partner journey and gather feedback to
optimize performance.
Build a scalable foundation with automation,
segmentation and clear KPIs.

Leverage the tools, templates and checklists provided
to drive immediate improvements.

Evolve your channel incentive program

Start with the actionable steps in each section, then reach out to
our team for expert guidance, tailored solutions or a personalized
program assessment.

30
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C ita group.

F|nd the Q ita group. “
best solution [t Rk
optimize and
scale your
program.

DOWNLOAD THE BUYING GUIDE

vy -
nmrwhairring s b and bssping ihem ham
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