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MARKET INSIGHTS

Why PRM Matters in 2026: The Indirect Revenue 
Engine

Partner ecosystems have become the 
primary revenue driver for modern 
enterprises. The data tells a compelling 
story: 80% of indirect channel revenue 
comes from just 20% of partners, according 
to Oracle research.

Over 90% of executives now expect 
partner ecosystems to drive revenue 
growth this year. PRM is the specialised 
system enabling scalable, efficient partner 
collaboration beyond traditional CRM 
capabilities.
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What is PRM Software? Beyond Traditional CRM

Centralised Platform
Manage reseller, affiliate, referral, 
technology, and service partners from 
one unified system.

Workflow Automation
Automates recruitment, onboarding, 
training, deal registration, co-selling, 
and payouts seamlessly.

AI-Powered Personalisation
Tailors partner journeys by type, tier, 
and performance using advanced 
PartnerStack 2026 capabilities.
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BEST PRACTICE #1

Automate & Personalise Partner Onboarding

AI Workflow
Automate tasks and 

handoffs

Partner 
Activation

Enable partners and 
track success

Dynamic 
Content

Personalize materials 
in real time

Modern PRM platforms transform onboarding from a manual bottleneck into a 
streamlined, intelligent process.

The Smart Approach

Use AI-driven workflows to reduce manual 
handoffs and dramatically speed partner 
ramp-up times.

Dynamic content delivery ensures training 
materials, marketing assets, and incentive 
programmes are tailored per partner 
profile. PartnerStack's AI automates 
onboarding emails and engagement 
triggers, creating personalised 
experiences at scale.
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BEST PRACTICE #2

Streamline Deal Registration & Lead Routing

Custom Deal Forms
Enable partners to submit deals via 
intuitive forms synced with CRM for real-
time visibility across teams.

Intelligent Routing
Automated lead assignment based on 
geography, partner fit, and historical 
performance metrics ensures optimal 
match.

Proven Results
53% higher deal close rates when partners 
are involved, according to Journeybee 
2026 research.
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BEST PRACTICE #3

Incentivise & Tier Partners Strategically
Strategic Incentive Framework

Implement tiered programmes with 
automated commission calculations and 
built-in fraud detection mechanisms. 
Performance-based incentives motivate 
and reward your top-performing partners 
whilst maintaining programme integrity.

Case Study: IRIS GearBox® 
platform automates MDF 
approvals and rebate 
management, reducing 
processing time by 70% whilst 
increasing partner satisfaction.
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BEST PRACTICE #4

Enable Co-Marketing & Co-
Selling at Scale

Co-Branded Assets
Provide marketing materials, 
microsites, and event campaigns 
via self-service PRM portals 
accessible 24/7.

Joint Sales 
Opportunities
Facilitate collaboration with 
streamlined tools that connect 
partner and internal sales teams 
seamlessly.

Centralised Management
ZINFI's platform example: centralised asset libraries and co-sell deal 
management in one integrated system.
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BEST PRACTICE #5

Leverage Data & Analytics for Continuous 
Improvement
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Intelligence-Driven Decisions

Real-time dashboards track partner activity, 
revenue growth, and ROI with granular 
visibility. AI highlights trends and flags 
underperforming partners for targeted 
support interventions.

Use these insights to refine partner 
segmentation, optimise incentive 
structures, and enhance enablement 
strategies for maximum ecosystem impact.
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Choosing the Right PRM Platform in 2026
01

AI-Powered Automation
Prioritise platforms with intelligent 
workflows, seamless CRM integration, and 
partner-first usability that drives adoption.

02

Scalability Assessment
Look for solutions that support diverse 
partner types4from resellers to technology 
alliances4and global operations across 
regions.

03

Platform Evaluation
Compare leading platforms like 
PartnerStack, Impartner, ZINFI, and IRIS 
based on features, industry fit, and 
customer success stories.
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The Future of Partner Sales: Ecosystem-Led 
Growth

The Operating System
PRM is the operating system for 
thriving partner ecosystems driving 
20-30% revenue uplift across 
industries.

Strategic Advantages
Embrace digital platforms to unlock 
co-innovation, operational agility, and 
global scale previously impossible to 
achieve.

Start Your Journey
Begin your PRM transformation today 
to build resilient, high-impact 
partnerships for tomorrow's 
competitive landscape.
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