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Roles of the Channel Team
[bookmark: _Hlk8187664]Channel Marketing Manager is typically hired first.  Initially, they help with the Channel definition, setup and orchestration, but they later extend as a Regional Marketing Manager once resellers are on-board to help the accounts with regional promotions (working with resellers in their respective areas).  They would have a marketing background and report into the marketing department. Some sales experience is always helpful, so they relate to the mindset of sales and respect the differences. Channel Marketing owns the program. They are also responsible for overall partner sell-through.
· Establish a competitive reseller program (define the structure, agreement, policies (lead, MDF/Co-op, deal registration), margins, levels, etc.)
· [bookmark: _GoBack]Create the reseller collateral (create the portal, market info, price list, PowerPoint, 25/50 description, product slick, competitive matrix, white papers, case studies, graphics, sell sheets, packaging (if retail)), training & certification material, etc.
· Setup and manage the recruiting database
· Mass recruiting – create and send emails, channel ads, press release, alliances
· Questions, up-front product demos to prospective partners
· Manage reseller database (or PRM) – ensure clean consistent data, integration, analytics
· Initial setup (add to portal, acceptance email, NFR access)
· Orientation meeting (product demo, portal overview, know how to order)
· Marketing meeting (get product on website, put on reseller locator, first direct email campaign (driving to a webinar), promotional schedule)
· Ensure proper merchandising (retail only)
· Setup and manage reseller product training and certification (minor for retail, detailed for VARs and Integrators—so can handle 1st & 2nd line support)
· Collaborate on reseller promotions – act as their regional marketing manager
· Send resellers leads & track follow-up
· Jointly manage and invest in market development with MDF & Co-op budgets to increase channel sell-through
· Newsletter – keep partners up to speed on product and program updates, promotions, wins, new collateral, wins, etc.
· Contest – work with sales to run channel contest, spiffs, rebates, specials & motivation
· Sales Meetings – national (webinar or on-location)
· Marketing team – they are also part of the marketing team and participates with Product Marketing, PR, the Webmaster (for the reseller portal and reseller SEO for landing pages) and Advertising to ensure that the specific reseller needs are met.
[bookmark: _Hlk8187692]Channel Sales Manager (hired up-front for retail, but after the program is defined and reseller recruiting begins—for VARs, etc.) and reports into Sales. Should have direct sales, sales management and channel sales experience.  Channel sales owns the “people” and personal relationship. The role is responsible for considerably fewer elements than channel marketing, but fills the critical CLOSING role (no sales and the entire program has no value).
· Personally, learn how to sell the product 
· Do the phone call follow ups to resellers with lots of sales questions and GET them to apply and ensure they get into the orientation meetings.
· Cold call the reseller list to recruit directly 
· Once the reseller is on-board, their primary role is to act as a SALES manager and help the channel to SELL (model calls, coaching calls, joint visits, objections, motivation, help with high end quotes)
· Help coordinate sales promotions through the partners
· If in retail, their job is sell-in. They must sell the product into distribution and into the retail outlets (local, regional and national), plus maintain the overall account relationship. Then channel marketing helps execute the channel and product promotions to effect sell-through.
