
 

The PRM Advantage: Digitizing 
Partnerships for Explosive Sales Growth 
In today’s fast-paced and highly competitive business landscape, channel sales 

organizations face an unprecedented opportunity to drive exponential revenue growth by 

leveraging the power of partnerships.  

However, managing and scaling these partner ecosystems effectively requires more than 

traditional strategies—it demands a digital transformation of the partner business model. 

Enter Partner Relationship Management (PRM) applications: the technological backbone 

that empowers organizations to streamline, optimize, and accelerate their channel sales 

operations. 

This book explores how PRM applications are revolutionizing the way channel sales teams 

operate, enabling them to rapidly scale revenues by digitizing critical processes and 

embracing Revenue Operations (RevOps) best practices. From automating partner 

onboarding and training to enhancing collaboration, tracking performance, and aligning 

sales and marketing efforts, PRM platforms provide the tools needed to unlock the full 

potential of partner networks.  

Whether you’re a sales leader, a channel manager, or a business strategist, this guide will 

equip you with the insights and frameworks to harness PRM technology, foster stronger 

partner relationships, and drive sustainable growth in an increasingly interconnected world. 
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The Role of RevOps in Partner Success 
Revenue Operations, or RevOps, has emerged as a transformative approach to aligning 

sales, marketing, and customer success teams around a unified goal: driving predictable, 

scalable revenue growth.  

At its core, RevOps is about breaking down silos, optimizing processes, and leveraging data 

to create a seamless operational framework that maximizes efficiency and outcomes. For 

channel sales organizations, where success hinges on the performance of external 

partners, integrating RevOps best practices into Partner Relationship Management (PRM) 

applications is a game-changer. This section delves into what RevOps entails and how it 

can be implemented across a suite of partner applications—such as HubSpot—to amplify 

the impact of partner ecosystems. 

RevOps is built on three key pillars: process alignment, data-driven decision-making, and 

technology enablement. Process alignment ensures that every stage of the revenue 

cycle—from lead generation to deal closure and post-sale support—is streamlined and 

consistent across internal teams and external partners. Data-driven decision-making 

empowers organizations to track performance metrics, forecast outcomes, and identify 

bottlenecks using real-time insights.  

Technology enablement, meanwhile, ties these efforts together by providing the tools to 

automate workflows, share information, and scale operations efficiently. When applied to a 

partner business model, these principles transform how channel sales organizations 

collaborate with their partners, turning fragmented efforts into a cohesive revenue engine. 

PRM applications serve as the conduit for embedding RevOps practices into partner 

ecosystems, and platforms like HubSpot exemplify how this integration can work in practice. 

HubSpot, widely known for its robust CRM and marketing automation capabilities, can be 

extended into a PRM context to manage partner relationships and align them with RevOps 

goals.  
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For instance, through HubSpot’s customizable workflows, channel managers can automate 

partner onboarding by creating a step-by-step process that includes training modules, 

certification tracking, and access to marketing collateral—all tailored to the partner’s role 

and market. This ensures that partners are quickly brought up to speed and aligned with the 

organization’s sales processes, a critical RevOps priority. 

Beyond onboarding, HubSpot’s integration with PRM functionality enables real-time 

performance tracking and data sharing. Partners can log into a branded portal to access 

deal registration tools, submit leads, and view their pipeline progress, while channel 

managers gain visibility into partner activities through dashboards and reports.  

This transparency fosters accountability and allows for data-driven adjustments, such as 

identifying high-performing partners or pinpointing where additional support is needed.  

Additionally, HubSpot’s marketing automation features can be leveraged to distribute 

co-branded campaigns, ensuring that partners have the resources to generate demand 

while maintaining messaging consistency—a hallmark of RevOps alignment between sales 

and marketing. 

The implementation of RevOps across a suite of partner applications doesn’t stop at a 

single platform like HubSpot. PRM systems often integrate with other tools—such as sales 

enablement software, learning management systems, and analytics platforms—to create a 

comprehensive ecosystem.  

For example, syncing HubSpot with a PRM solution like PartnerStack or Impartner allows 

organizations to manage partner incentives, payouts, and tiered programs alongside sales 

data, further aligning partner efforts with revenue goals. By connecting these applications, 

channel sales organizations can operationalize RevOps principles at scale, ensuring that 

every partner interaction contributes to a unified revenue strategy. 

In essence, RevOps transforms the partner business model from a loosely coordinated 

network into a precision-driven growth engine. By leveraging PRM applications like 
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HubSpot and its integrations, channel sales organizations can implement standardized 

processes, harness actionable insights, and empower partners with the tools they need to 

succeed.  

The result is a scalable, efficient, and revenue-focused partnership framework that drives 

measurable impact—an outcome that traditional siloed approaches simply cannot achieve. 

As we’ll explore in the next section, this foundation sets the stage for rapid revenue scaling, 

turning partners into true extensions of the organization’s growth strategy. 
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Digital Platform Capabilities 
To achieve partner programs that operate efficiently at a global scale it is likely that PRM 

(Partner Relationship Management) technologies will be required if not already 

implemented. These offer the functionalities defined below, that can underpin and enable a 

Digital Sales Channels strategy for achieving this cale. 

If required the CPN can organize and manage the process of engaging and selecting PRM 

vendors to map the desired channel strategy to the best fit applications. 

Function  Maturity Capabilities 

   

Partner Portal  ●​ The primary framework for organizing your partner 
services. 

●​ Onboarding – Profile, vet and onboard new Partners. 
●​ Join Business Strategy Planning – Create joint 

accountability and drive revenue with aligned priorities. 
●​ Reporting Dashboard – Track progress of partner success. 

Deal Flow  ●​ Deal registration – Work with your existing lead 
registration process to easily qualify and approve leads 
and deals. 

●​ Distribute leads to your partners and track their progress. 
●​ Track sales, commissions and payments. 

Co-Marketing  ●​ Automate end-to-end incentives and MDF management 
processes, track and report utilization, and drive higher 
ROI from investments in your partnership. 

●​ Joint calendars to increase shared visibility on all 
programs and campaigns across partners. 
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Collateral Library 
and Co-branding 

 ●​ Shared Content Library to securely distribute and update 
go-to-market assets for regional teams. 

●​ Enable Partners to easily create their own customized 
version of your product guides. 

Content Marketing 
Platform 

 ●​ Content syndication – Enable partners to easily republish 
and reshare your content to gain a broader audience, 
from social media to website, product catalog, webinars 
and videos. 

●​ Destination pages – Make it easy to edit and launch 
relevant, ready-made web pages to drive traffic and 
capture leads from partner marketing activities. 

Sales Playbooks 
and Guided Selling 

 ●​ Playbooks allow you to create collections of sales, 
technical or marketing resources. Show them content 
based on deal stages or any process in-place. 

●​ Resources can be any electronic documents or links and 
can range from brochures, battlecards, proposals and 
knowledge articles. 

●​ Define the process flow for all types of leads and all steps 
in your sales cycle, and document all sales best practices 
and make them available to your new recruits during the 
onboarding process. Detail which marketing and sales 
assets should be used at each step of the sales cycle. 

Co-selling & 
Co-Solution Design 

 ●​ Sales pipeline management for deals worked 
collaboratively with multiple partners. 

●​ Project manage the co-development of complex technical 
solutions. 

●​ Invite multiple partners to each solution, source new 
solution ideas from anywhere, and manage all your joint 
solutions as a portfolio with a single, consistent, 
repeatable business process. 

Training and 
Certification 

 ●​ Offer a wide variety of on-demand training materials in a 
user-friendly, mobile-enabled, interactive environment. 

●​ Test partner skills and automatically certify the partner 
employee when they pass. 
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●​ Assign courses to partners, track many of the metrics you 
need to identify skills gaps which need to be addressed. 

●​ Leverage gamification and rewards to deepen 
engagement and encourage adoption success. 

Partner 
Marketplace 

 ●​ PRM vendors who also operate digital marketplaces of 
available partner programs. This presents a catalogue of 
different programs and provides workflow tools for 
partners to sign up for them. 

●​ API Marketplaces specialize in offering catalogues of API 
integration partnerships. 
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