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spotlight on small business

Cisco expands
Ingram Micro’s agenda

The benefits of




of individual partners in order maximize the productivity of their

sales channels.

channel relationships, pinpoint leading - and lagging performers
- as well as leverage channel resources to improve operational
efficiency and profit.

With the right combination of capabilities, a PRM solution can
effectively increase partner loyalty, channel effectiveness, and
ultimately, sales revenues. And given the availability of software
as a service (SaaS) models, today’s solutions are no longer as cost
prohibitive and complex as their predecessors, nor do they carry
the financial risk of standalone and in-house solutions. The only
question for vendors today is whether the PRM solution they
choose is the right fit for their needs.

David Auld is the founder and president of ChannelAssist Inc., a
company focused on delivering channel management and PRM
solutions to customers in the information technology,
communications, retail, and financial sectors. He can be reached at
auld@channelassist.com. rx';

This Is the first of a two-part series on PRM. Look for our follow-up article on
selecting and implementing a PRM solution to be posted online on January 20, 2010.
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