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How to Successfully Launch Incentive Programs

You’ve got buy-in and approval from your various business 
stakeholders to design and launch your Incentive 
Programs.

Now the hard work begins. Many customers we work with 
have struggled to move to the next stage and successfully 
launch Incentive Programs that achieve their desired 
business outcomes.

Our guide will outline some of the key things that position 
you for launch success and adoption of your incentive 
programs, based on our teams collective 150 person years 
experience in the Channel ecosystem.

Congratulations!
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What’s your WHY?

WHO to target?

WHAT Incentives are you launching?

WHERE to target?

What’s your LAUNCH PLATFORM?

Tips for a smooth LAUNCH DAY... we 
learned from experience!

6 Tips to Successfully Launch Incentives Program
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Here’s the TOP 5 WHY’S our 
customers launch Incentive 
Programs:

GAIN MARKET SHARE

GET MORE DEAL REGISTRATIONS

GROW PIPELINE

With critical go-to-market Channel Partners – such as 
market leading Distributors and/or renowned Resellers.

COUNTER A COMPETITOR’S PROGRAM

Before launching Incentive 
Programs, it’s worth recapping 
and ensuring everyone in your 
organization understands Why 
they are being rolled out...

What’s your WHY?
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GAIN CHANNEL MINDSHARE

You need a motivational mechanism to drive greater 
sales momentum within your channel partners.

You might want to drive this to improve visibility of your 
revenue forecasting.

Your competitor(s) may have launched an Incentives 
Program and you need a response to counteract.

You may be entering new markets which have
incumbents and you want to quickly gain share in a 
geography or sector.



Success Guide For Launching Incentives Programs5

Ensure you clearly define Who will receive your 
Incentive Programs

DISTRIBUTORS ONLY? 

If you intend to offer Incentives to Distis only, then ensure they 
have sufficient pricing, bundling and any new sales & marketing 
collateral available several weeks before Incentive Go-Live so 
they can update their systems. 

2-TIER (DISTRIBUTORS & RESELLERS)? 
If you plan to drive Incentives using your 2-Tier channel 
partners, it is good practice to ensure Distis & Resellers are 
fully aligned with you on how the launch will happen. Consider 
if you want Distis to work exclusively with you on the Incentives 
fund allocation, disbursement and sharing with resellers? Do 
you want to manage the Incentive funding allocations, pay-
ments and tracking end to end across your Distis & Resellers?

YOUR CHANNEL PARTNERS EMPLOYEES? 
 
If you plan to direct Incentive Programs towards salespeople 
in your Channel Partners, ensure that this is allowed by your 
Partners. Ensure that your Incentive payment mechanisms 
are easy to implement, easy for the employee to claim and of 
course attractive to them.

RESELLERS ONLY?

If you intend to offer Incentives to Resellers only, ensure they 
have pricing, bundling and any new sales & marketing 
collateral available several weeks before Incentive Go-Live. If 
you have a tiered Partner network, do you want to be selective 
over what level of reseller receives the Incentives e.g. Top 1 or 
2 Tier levels only?
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OK, now you’ve designed your Incentive 
Programs but have you clearly defined Who 
do you want to roll it out to...

WHO to target?
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This is critically important to specify in a number of 
categories as below

WHICH GEOS/REGIONS? 

Make it clear which geographies and regions you plan to 
offer Incentives in. If you operate globally as a vendor is the 
Incentive for North America, EMEA, LATAM, Asia-Pac 
regions collectively or only a sub-set of these regions?

WHICH INDUSTRY SECTORS? 

Do you want to be even more selective and only offer 
Incentive Programs to your Channel Partners which serve 
particular industry sectors e.g. to grow more market share 
in that vertical?

WHICH COUNTRIES?   

Plan carefully which countries you intend to offer Incentives 
to. This is especially important in large geos like EMEA  
which comprises 128 countries. What if you have some 
countries that are performing excellently with high sales 
volumes, pipeline generation and revenues – do you need to 
offer Incentives here? Spend your allocated Incentive 
Program funds in a way that maximises revenue & doesn’t 
dilute your profits unnecessarily.
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WHERE to target?

Have You Clearly 
Defined WHERE 
Your Incentive 
Programs Will 
Be Launched...
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Clearly define WHAT your Incentive Programs are with 
T’s & C’s.

REBATE PROGRAM 

One of the most complex programs to launch due to the back-
end collection processes and systems involved to calculate and 
validate the financial amounts to be exchanged. This needs 
careful specification of the T&Cs e.g. what rebate % will you offer 
back? What are the selling conditions that must be met to attain 
the rebate?

BUNDLED OFFERS PROGRAM 

Again this can be a complicated program to launch as 
you are assembling a portfolio of SKUs / products to drive 
behaviours. Plan the launch of this carefully, especially if 
it involves physical bundles like hardware as you’ll need 
to ensure that when orders come in your supply chain can 
fulfil the complete offering in a single transaction.

PERFORMANCE PROGRAM 

You can launch a wide range of Performance Programs – usually 
to drive enhanced business outcomes such as more Deal Reg, 
increased Pipeline. The T&Cs again should be clearly defined and 
communicated with the Channel Partners prior to launch.

1

2

3

It’s important to define, share and educate your own in-house sales, marketing, finance, sales operations 
teams plus your Channel teams on What the Incentive Programs are. Also document and communicate the 
Terms & Conditions for eligibility and the start/end date of each program...

WHAT Incentives are you launching?

REWARDS & SPIFF PROGRAMS

Often used to reward employees of your Channel Partners. 
Ensure these are easy for you to administer and easy for 
the recipient to claim.  Channel Mechanics has extensive 
experience in Gift Voucher and Cash reward  programs and 
can assist with what your specific needs are.

4
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HAVE YOU A CHANNEL INCENTIVE
PLATFORM? 

Depending on the scale of your business i.e. if you operate in 
multiple geos/regions around the world and serve multiple 
industry verticals, having a platform will make the launch, 
management and tracking of your Incentive Programs much 
easier. Use the platform to orchestrate all your Incentive 
Program rollouts and live operation activities.

WHAT IF YOU DON’T HAVE A PLATFORM?

Many vendors are running Incentive Programs using tools 
such as Word/Powerpoint to specify their Incentives Program 
and T’s & C’s. They use Excel to define the Incentive offerings 
including SKUs, Bundles and Pricing info. They communicate 
the Program(s) to the Channel via email or marketing 
automation tool. If you plan to launch your Incentive 
Programs like this be ready for the massive admin overhead 
and query volumes coming in from your Channel Partners.

DOES YOUR CHANNEL INCENTIVE PLATFORM 
EASE YOUR WORKLOAD?

Having a platform is a great start but what does it allow you to 
do? Can it upload your different Incentive Programs and allow 
you to segment the geos/regions, Channel Partners, industry 
sectors you plan to roll out to? Does it automate many of the 
key tasks you want? Does it offer automated tracking of com-
plex Channel Sales activity such as Rebates & Back-End Cred-
its? All of which add workload on your sales operations and 
finance teams.
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So now you’ve designed and planned your Incentive Programs, 
how will you roll them out to your Channel Partners.

WHAT’s your Launch Platform?
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Make sure all the relevant stakeholders in your organization 
know about the launch date and program plans. 
This should include marketing, sales, finance, sales 
operations (and your IT team if they have to configure your 
systems with new rules).

Ensure your Channel Partners get the full details of the 
Incentive Programs several weeks (as a minimum) ahead of 
launch so they can change their systems and educate their 
teams.

Prepare good FAQ material that is easily accessible by 
Channel Partners about the Program launch and how it 
works.

Automate automate automate the Incentive 
Program launch and operational phases especially for 
complex Programs such as Rebates. Where possible, 
deploy on a digital platform.

Ensure your own people and your Channel Partner teams 
know the “WHY” behind your Incentive 
Programs – before you go-live.

Try and launch your Incentive Programs by geo/region 
or by country or by industry vertical if you can. 
Then get some early feedback post go-live and make any 
adjustments before launching full-scale.

Offering Incentives reduces your profitability on the “sales 
orders” that come in against each program. Ensure you 
have done some forecasting of the likely volume of 
orders and profitability impact and have agreement from 
the exec team e.g. CFO, CRO, CMO, CSO, CEO to proceed.

Tips for a smooth LAUNCH DAY...we learned from experience!
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Making Channel Incentive Programs Frictionless

Our customers digitally transformed their channel sales 
motions with our SaaS platform.

Channel Mechanics is the standard for ‘Ease of doing Business’ 
within the channel ecosystems. We enable vendors to easily deploy 
their channel programs, accelerate time to market and grow their 
channel revenues.

With our flexible and scalable Channel Automation SaaS Platform, 
vendors have the ability to execute their channel programs and 
measure performance in real-time providing valuable insights.

Our digital platform provides the capability to:

• Design, deploy, track and change channel incentives in real-time.

• Rapidly execute incentives globally or regionally.

• Target incentives to specific segments of the channel.

• Provide Partners and Distributors with greater upfront 
   incentives visibility.

• Deliver Channel sales incentives that align with your 
   business goals.

• Measure and manage outcomes to ensure ROI is quantified.

To learn more, contact:

US: +1 (408) 673 4008
EMEA: +353 (0) 91 414090
REST OF WORLD: +44 (0) 20 8132 9860
Email: info@channelmechanics.com

www.channelmechanics.com

Request a Demo

https://www.channelmechanics.com/
https://www.channelmechanics.com/request-a-demo/
https://www.channelmechanics.com/request-a-demo/

