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Conflict between our channel partners and 

our own online channel has subsided

Our current eCommerce technology supports 

the needs of our channel program well

Our channel partner program is meeting or 

exceeding our defined success goals
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32%

AgreeDisagree Neutral

We are satisfied that our channel partners 

are successfully renewing accounts

Strongly agree

Our channel partner program is strategically 

important to our SaaS growth plans

23%

Strongly disagree

“How much do you agree or disagree with the following statements about the current state of 

your channel partner program for your SaaS product offerings?”
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Complexity of registering new accounts

Length of time to place orders for negotiated deals

Ownership of billing and ongoing relationships with 

end customers

Supporting our channel partners expand into new markets

Supporting new business models through our channel

Lack of sales/order information and real-time 

reporting data

Channel partners not servicing their end customers

Channel partners failing to achieve satisfactory account 

renewal rates

Visibility into channel performance

Conflicting goals of our online channel with our 

channel partner program

Channel partners not fulfilling their own orders

Neutral Very concernedNot at all concerned

“With respect to your SaaS products, how concerned is your firm with the 

following potential issues around supporting your channel partners?”
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Marketing management tools

Financial and BI reporting tools

A lead distribution portal

Integration APIs or connectors

Renewal management tools

Online partner locator

A deal registration portal

Entitlement/account management tools

Branded end user community portals

Hosted billing infastructure

Partner branded storefronts

Partner branded marketplaces

Already provide Plan to implement in less than a year

Plan to implement in a year or more Interested, but no current plans to implelent

No interest

17%

“What are your firms plans to implement the following channel support 

tools for your SaaS software products?”
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