CRN - 2026 Partner Program Guide Application

1) APPLICATION CONTACT INFORMATION
Name of the company applying for the CRN 2026 Partner Program Guide*: _________________________________________________
Your Company Name*: _________________________________________________
Name of the person filling out this entry form*: _________________________________________________
Your Title*: _________________________________________________
Your E-mail*: _________________________________________________
Your Telephone Number*: _________________________________________________
Extension: _________________________________________________



2) COMPANY INFORMATION

If you are a PR firm representing the vendor, please be sure to enter the vendor's name and details for these questions, unless otherwise noted.
 
Name of the company as it should appear in the CRN 2026 Partner Program Guide:*: _________________________________________________
Global Headquarters City:*: _________________________________________________
Global Headquarters State:*: _________________________________________________
Global Headquarters Country:*: _________________________________________________
North America Headquarters City (if different than above):: _________________________________________________
North America Headquarters State (if different than above):: _________________________________________________
Web Site URL:*: _________________________________________________
Top Executive Name:*: _________________________________________________
Top Executive Title:*: _________________________________________________



3) SPECIFIC CHANNEL PROGRAM INFORMATION

IMPORTANT NOTE: Separate applications must be submitted for each individual channel program. An application fee is required for each entry.

No individual persons' contact information (emails, phone numbers, etc.) submitted here, or elsewhere in the application will be published at any point.
 
Name of Channel Program:*: _________________________________________________
What regions does this program cover?:*
( ) Global (includes global framework with small regional nuances)
( ) Regional – North America/U.S-only
( ) Other (please specify): _________________________________________________
Name of Channel Program Manager:*: _________________________________________________
Program Manager Title:*: _________________________________________________
Program Manager Email Address:*: _________________________________________________
Name of North America Channel Program Manager (if different from above):: _________________________________________________
North America Channel Program Manager Title (if different from above):: _________________________________________________



4) North American Channel Marketing Leader 
Full Name: _________________________________________________
Title: _________________________________________________



5) CHANNEL CHIEF INFORMATION 

Worldwide Channel Chief*
Full Name*: _________________________________________________
Title*: _________________________________________________

6) Please upload a picture of your Worldwide Channel Chief (minimum resolution: 400p x 400p at 72 dpi; max file size 10mb).
Please name your file using the following convention: Company_LastName-FirstName.jpg, so for John Smith, ABC Inc., use ABC_Smith-John*
________1
________2

7) Worldwide Channel Chief (THIS FIELD IS OPTIONAL - ONLY FILL OUT THIS FIELD IF YOUR COMPANY HAS MULTIPLE WORLDWIDE CHANNEL CHIEFS)
Full Name: _________________________________________________
Title: _________________________________________________

8) Please upload a picture of your Worldwide Channel Chief (minimum resolution: 400p x 400p at 72 dpi; max file size 10mb).
Please name your file using the following convention: Company_LastName-FirstName.jpg, so for John Smith, ABC Inc., use ABC_Smith-John
________1
________2

Is your North American Channel Chief the same as your Worldwide Channel Chief*
( ) Yes
( ) No

9) North American Channel Chief*
Full Name: _________________________________________________
Title: _________________________________________________

10) Please upload a picture of your North American Channel Chief (minimum resolution: 400p x 400p at 72 dpi; max file size 10mb).
Please name your file using the following convention: Company_LastName-FirstName.jpg, so for John Smith, ABC Inc., use ABC_Smith-John
________1

11) North American Channel Chief (THIS FIELD IS OPTIONAL - ONLY FILL OUT THIS FIELD IF YOUR COMPANY HAS MULTIPLE NORTH AMERICAN CHANNEL CHIEFS)
 
Full Name: _________________________________________________
Title: _________________________________________________

12) Please upload a picture of your North American Channel Chief (minimum resolution: 400p x 400p at 72 dpi; max file size 10mb).
Please name your file using the following convention: Company_LastName-FirstName.jpg, so for John Smith, ABC Inc., use ABC_Smith-John
________1

13) For CRN print/online coverage, which one Channel Chief would you like to have featured with this this partner program?*
( ) North American Channel Chief
( ) Global / Worldwide Channel Chief
( ) Other Channel Chief (inclusion at editorial discretion)

14) CHANNEL CHIEF INFORMATION 

Other Channel Chief (If applicable)*
Full Name: _________________________________________________
Title: _________________________________________________
Year began serving in this role: _________________________________________________

15) Please upload a picture of your Other Channel Chief (minimum resolution: 400p x 400p at 72 dpi; max file size 10mb).
Please name your file using the following convention: Company_LastName-FirstName.jpg, so for John Smith, ABC Inc., use ABC_Smith-John
________1


Marketing Contact

16) Who at the program's organization should we contact if we have any questions about this application or about winning 5-star status?*
First Name: _________________________________________________
Last Name: _________________________________________________
Title: _________________________________________________
Company Name: _________________________________________________
Email Address: _________________________________________________





YOUR COMPANY PROFILE

17) Which of the following best describes your company's primary business model?*
Please select one of the options below.  This is for categorization purposes only and will not be published.
( ) Hardware Manufacturer (Derive at least 60% of revenue from developing, selling and supporting your own branded IT/OT hardware products or components)
( ) Software Publisher (Derive at least 60% of revenue from developing, selling and supporting your own branded, commercially available software products and applications)
( ) Service Provider (Derive at least 60% of revenue from delivering contractual recurring services on-site, hosted or remotely managed)
( ) Blended - Company sells hardware and/or software and/or services through the channel and no one category dominates the overall revenue mix

18) Which category best describes your company's Total Annual Corporate Revenue for 2025 ($USD)?*
This is for categorization purposes only and will not be published.
( ) Greater than $10B
( ) $1B - $10B
( ) $100M - $1B
( ) Less than $100M
( ) Can't Disclose/ do not know

19) Which of the following ranges best represents your company's indirect revenue as a percentage of total annual corporate revenue for 2025?*
(Indirect revenue is defined here as: all types of revenue from partners, including sell-to, sell-through, sell-with/influence)

This is for categorization purposes only and will not be published.
( ) 1% to 10%
( ) 11% to 20%
( ) 21% to 30%
( ) 31% to 40%
( ) 41% to 50%
( ) 51% to 60%
( ) 61% to 70%
( ) 71% to 80%
( ) 81% to 90%
( ) 91% to 100%
( ) Do not wish to disclose, however, indirect revenue is 1% or more
( ) Unsure, however, indirect revenue is 1% or more

20) Please indicate the product(s) and/or service(s) in which your company specializes and are included in the scope of this core program.*
[ ] Cloud
[ ] Computing
[ ] Data Center
[ ] Edge Computing/IoT
[ ] MSP Platforms
[ ] Networking
[ ] Security
[ ] Software
[ ] Storage
[ ] Other (please specify):: _________________________________________________

21) Please indicate the specific product(s) and/or service(s) in which your company specializes and are included in the scope of this core program based on the categories chosen earlier.*
Cloud*
[ ] Hybrid Cloud Infrastructure
[ ] Private Cloud Infrastructure
[ ] Public Cloud
[ ] Other (please specify):: _________________________________________________*
Data Center*
[ ] Converged/Hyperconverged Infrastructure
[ ] Infrastructure Management & Monitoring
[ ] Power Protection and Management
[ ] Servers
[ ] Other (please specify):: _________________________________________________*
Computing*
[ ] Displays
[ ] Laptops
[ ] Printers
[ ] Processors
[ ] Smartphones/Tablets
[ ] Other (please specify):: _________________________________________________*
MSP Platforms*
[ ] PSA (Professional Services Automation)
[ ] RMM (Remote Monitoring and Management)
[ ] Other (specify):: _________________________________________________
Networking*
[ ] Connectivity
[ ] Network Performance Management
[ ] Routers
[ ] SD-WAN
[ ] Switches
[ ] Wireless LANs
[ ] Other (please specify):: _________________________________________________*
Security*
[ ] Cloud and Application Security
[ ] Data Security
[ ] Email and Web Security
[ ] Endpoint Protection
[ ] Identity and Access Management
[ ] Managed Detection and Response
[ ] Network Security
[ ] Security Operations Platform
[ ] Security Service Edge
[ ] Other (please specify):: _________________________________________________*
Software*
[ ] Application Development/DevOps
[ ] Application Integration/Middleware
[ ] Application Performance Monitoring
[ ] Artificial Intelligence/Large Language Models
[ ] Automation
[ ] Big Data
[ ] Business Intelligence & Analytics
[ ] CRM/ERP
[ ] Office Productivity
[ ] Unified Communications and Collaboration
[ ] Virtualization
[ ] Other (please specify):: _________________________________________________*
Storage*
[ ] Cloud Storage
[ ] Data Protection & Management
[ ] Network Storage
[ ] Software-Defined
[ ] Other (please specify):: _________________________________________________*

For each of these product or services categories in which you specialize, please indicate the licensing or pricing models you offer today that are available to your channel partners.  Choose all models that apply for each product/service.*
	
	On prem HW and/or SW (one-time purchase)
	Subscription based pricing (HW, SW, and/or services with fixed pricing over an annual or multi-year contract period)
	Consumption based (metered, flexible consumption based on an annual or multi-year contract period)




Company Info

22) Please estimate what your company spent in 2025 for all channel investments as a percent of your indirect revenue for 2025.*
This should include all spending, including these specific categories; headcount, deal-level incentives, back-end performance incentives, certification & training, program and other partner marketing, MDF and co-marketing funds, and infrastructure and operations. 

This is for categorization purposes only and will not be published.
( ) 1% to 10%
( ) 11% to 20%
( ) 21% to 30%
( ) 31% to 40%
( ) 41% to 50%
( ) 50% +
( ) Do not wish to disclose

23) In reference to the above budget question, please choose the option which best describes your answer.*
( ) This includes all spending, including headcount, contra-revenue elements (Deal Reg. incentives, rebates, discounts) and operating expense (training and certification, automation, demand generation/MDF funds, partner communications)
( ) This includes only operating expense elements
( ) Not applicable

24) What areas of your channel budget do you expect to have the greatest investment/focus in the next 12 months?*
Please rank in priority order, minimum of 3
________Deal-level incentives (Deal reg)
________Back-end performance incentives (rebate)
________Certification & training
________Automation tools, including partner portal
________Program and other partner marketing (including recruitment activities)
________Partner communications
________Demand gen/MDF/co-marketing funds
________Infrastructure and operations
________Additional field channel staff
________Additional inside channel staff



25) What are the most significant changes made to your partner program over the past year?*
(200 words Max)
____________________________________________ 
____________________________________________ 
____________________________________________ 
____________________________________________ 

26) What goals are you setting for your program in in the next 12 months?*
(200 words Max)
____________________________________________ 
____________________________________________ 
____________________________________________ 
____________________________________________ 

27) What element of your program do you wish more partners took advantage of and what are its benefits?*
(200 words Max)
____________________________________________ 
____________________________________________ 
____________________________________________ 
____________________________________________ 

28) To what extent do you recognize cloud marketplaces as a part of your company’s sales and marketing channels?*
Please select all that apply.
[ ] We treat them a strategic sales partner type
[ ] We treat the cloud hyperscalers and distributor cloud marketplaces as strategic alliances, with cross-functional GM support
[ ] We sell to the cloud marketplaces as a large strategic end-user (direct sale)
[ ] We actively work to get our existing partners (VARs, MSPs, ISVs) to sell their own solution through the marketplaces and/or help endusers consume our technologies through that vehicle
[ ] Other (please describe): _________________________________________________



29) If you do not want the following information to appear in your public profile, please check the appropriate boxes below. Otherwise, skip to the next question.
 
[ ] Total number of All North American Partners

30) Total number of ALL North American partners  
(Numeric Characters 0-9 only. No Commas.)
_________________________________________________

31) Is this partner program your applying for organized around partner primary business models (VAR, SI, Consultant, MSP) or around generalized partner roles or functions (reselling, building solutions, delivering services)?*
( ) By business model
( ) By role or function
( ) Other (please describe): _________________________________________________*

32) Which of these partner business model type(s) is the core focus of this program?
*
(Please check all that apply)


To view a description of each business model, place your cursor over the text.
[ ] 
	
	VAR (Value added reseller)


[ ] 
	
	Consultant


[ ] 
	
	Systems Integrator


[ ] 
	
	Commercial ISV


[ ] 
	
	Managed Service Provider


[ ] 
	
	Hosting Services Provider


[ ] 
	
	Application Developer


[ ] 
	
	Service Provider Agent


[ ] 
	
	Retailer/etailer


[ ] 
	
	IT Distributor


[ ] 
	
	OT Distributor


[ ] 
	
	Cloud Aggregator/Marketplace 


[ ] 
	 


Other (please specify): _________________________________________________*




33) If you do not want the following information to appear in your public profile, please check the appropriate boxes below. Otherwise, skip to the next question.
 
[ ] Total number of NEW North American partners
[ ] Total number of All Worldwide Partners by Tier

What is the total number of Worldwide partners and North American partners by type formally enrolled in this core program? (Enter 0 for Worldwide if this is a North America-specific program.)*
(Numeric characters 0-9 only.  No commas.)
	
	North America
	World Wide





34) How do partners increase the benefits they get from this program?*
( ) Providing more value
( ) Selling more volume
( ) Both
( ) Other (please specify):: _________________________________________________

35)  What steps do partners need to take to maximize their benefits in the program (i.e. sell more services, sell specific product lines, add net-new accounts, etc.)?*
(200 words max)
____________________________________________ 
____________________________________________ 
____________________________________________ 
____________________________________________ 



36) Starting with your "Top" Partner Program/"Top" Tier and moving down, please enter the Partner Program/Tier name and Current Number of Partners.
 
(If your program has fewer than 7 tiers, please leave the unused Partner Program Name rows blank. If your program does not have tiers, please include in "Top" Tier.)
	
	Current Number Of North American Solution Provider Partners
	Current Number Of WW Solution Provider Partners (including North America)

	Top Tier
	_________________________________________________
	_________________________________________________

	Tier 2
	_________________________________________________
	_________________________________________________

	Tier 3
	_________________________________________________
	_________________________________________________

	Tier 4
	_________________________________________________
	_________________________________________________

	Tier 5
	_________________________________________________
	_________________________________________________

	Tier 6
	_________________________________________________
	_________________________________________________

	Tier 7
	_________________________________________________
	_________________________________________________



37) Names of Tiers
	
	
Name Of Partner Program/Tier

	
	

	Top Tier
	___

	Tier 2
	___

	Tier 3
	___

	Tier 4
	___

	Tier 5
	___

	Tier 6
	___

	Tier 7
	___





38) Please indicate which of the following requirements must be met in order for a partner to join the minimum tier or basic level of this partner program?*
(Please select all that apply.)
[ ] Technical certification requirements
[ ] Certified/accredited sales staff
[ ] Marketing plan
[ ] Sales Volume
[ ] Revenue commitment
[ ] Reseller certificate
[ ] Valid website
[ ] Technology specialization
[ ] Signed Partner Agreement
[ ] Credit check
[ ] Other (please specify): _________________________________________________*
[ ] There are NO REQUIREMENTS to join the minimum tier of this partner program

39) By what criteria are partner tiers for this partner program determined?*
(Please select all that apply.)
[ ] Sales/Revenue volume total
[ ] Recurring revenue or cloud services sales volume
[ ] Revenue growth (YoY or QoQ)
[ ] Amount of new business generated (customers or projects)
[ ] Sales skills / certifications
[ ] Technical skills / certifications
[ ] Solutions or architecture specializations or competencies
[ ] Vertical market specialization
[ ] Customer satisfaction or NPS
[ ] Repeatable solutions built and vendor-verified (applications, services)
[ ] Other (please describe): _________________________________________________*

40) What are the major transactional models you use with your partner types through this program?
(Please select all that apply.)
[ ] Resell with discounts
[ ] Co-selling with influence rewards or finder’s fees
[ ] Sell-to for partners’ own infrastructure (partner takes title)
[ ] Other (please describe): _________________________________________________*

41) Do partners need to pay a fee to join this program?*
( ) Yes
( ) No

42) If yes, what is the fee?*
_________________________________________________



43) In what areas does your company currently have a fully-managed XaaS offering?*
(Please select all that apply.)

It is defined here as a software, hardware or multi-component offer where the ongoing management and monitoring of the asset in an as-a-service model is done by the vendor as part of the offer itself.
[ ] Backup/Disaster Recovery
[ ] Cloud Applications/SW
[ ] Cloud Hosting
[ ] Cloud Infrastructure (IaaS)
[ ] Cloud Management
[ ] Cloud Platforms (PaaS)
[ ] Cloud Migration
[ ] Cloud Security
[ ] Cloud Storage (SaaS)
[ ] Other (please specify):: _________________________________________________*
[ ] We don’t offer full-managed solutions like this currently



44) Which types of business model development or practice-building support does your program offer partners?*
(Please select all that apply.)
[ ] Business transformation consulting or planning
[ ] Help building a managed services (infrastructure or applications) operational capability
[ ] Help building vertical market or industry specialization capabilities
[ ] Help building managed services delivery skills
[ ] Help building pre-sales assessment or consulting Professional services skills
[ ] Help building post-sales deployment or integration services skills
[ ] Marketing concierge services (assistance with planning or execution)
[ ] Staffing or talent recruitment services
[ ] We do not help partners expand their business model or services
[ ] Other (please specify):: _________________________________________________*

45) What types of training and education types does your partner program offer?*
(Please select all that apply.)
[ ] Self-paced sales on-line training
[ ] Hands-on sales training, including whiteboarding instruction
[ ] Virtual instructor-led training
[ ] Classroom based technical training that ends in certification tests (including sharing of any services-delivery IP and methodologies)
[ ] Virtual technical labs
[ ] Hands-on technical labs
[ ] Testing out to exhibit existing technical skills acquired without requiring completion of the curriculum (based on existing industry or vendor-specific skills)
[ ] Digital Marketing skills training and/or certification
[ ] We do not offer training to partners
[ ] Other (please specify):: _________________________________________________*

46) Is there a cost to partners for training and/or certification?*
	
	Free for all partners
	Free for top partner tier only
	Partner pays a percentage (discount off full price)
	Partner pays full price
	Do not offer this to partners

	Basic sales training
	( ) 
	( ) 
	( ) 
	( ) 
	( ) 

	Formal sales certification
	( ) 
	( ) 
	( ) 
	( ) 
	( ) 

	Basic technical training
	( ) 
	( ) 
	( ) 
	( ) 
	( ) 

	Formal technical certification (entry level)
	( ) 
	( ) 
	( ) 
	( ) 
	( ) 

	Formal technical certification (advanced level)
	( ) 
	( ) 
	( ) 
	( ) 
	( ) 



47) How often does your partner program require re-certification or renewal for partners?*
( ) Less than one year
( ) Once per year
( ) Once every 13 to 24 months
( ) Less frequently than every 2 years
( ) Re-certification/renewal not required
( ) Not Applicable

48) What, if any, specific activities do you have in place in the program to help partners increase their services delivery skills or scale? (can apply to Prof. Svs., Managed Svs. or Support Svs.)*
(Please select all that apply.)
[ ] Formal service delivery certification training
[ ] Field training or mentoring with our services staff
[ ] Case studies demonstrating the value of a total solution sell
[ ] Solution architectures, reference guides, blue prints or other vendor services IP
[ ] Benchmarking data on best-in-class services attach rates
[ ] Services-automation automation tool to help with billing and user provisioning
[ ] A multi-tenancy management tool and reporting to help managed service providers manage their customers cloud or managed services assets
[ ] A program track to authorize partners for pre- or post-sale professional services
[ ] Discounts on your services delivery hours for the partners own consumption as part of their services
[ ] Other (please specify): _________________________________________________*
[ ] Not applicable

49) Which of these support elements does your program offer to partners wanting to build their Customer Success capabilities? *
(Please select all that apply.)

Customer Success defined as the ability to proactive measure and monetize adoption, expansion and renewal of recurring revenue offerings through dedicated people, process, tools or data
[ ] Staff training or certification (i.e.,) for Customer Success Manager
[ ] Guidance on hiring and organization of Customer Success staff
[ ] Customer journey maps and sales planning models
[ ] Data and analytics about customer level adoption, expansion and renewal
[ ] Incentives based on partners driving adoption, expansion or renewal
[ ] Use cases or marketing materials to drive a Lifecycle Services conversation
[ ] Other (please describe): _________________________________________________*

50) Do you accept third-party certifications (those from your competitors and/or industry certifications) to satisfy technical requirements in your program?*
(Please select all that apply.)
[ ] We accept competitive certifications to satisfy technical requirements as is
[ ] Option to test out based on competitive certifications
[ ] We provide gap training based on their certifications
[ ] We don’t accept competitive certifications at all
[ ] We accept industry certifications (CompTIA) but not other vendors’ certifications



51) Are partners required to meet revenue requirements in order to join the minimum or basic level of this partner program?
( ) No revenue commitment necessary
( ) Annual revenue commitment
( ) Quarterly revenue commitment
( ) Other (please describe): _________________________________________________*

52) What kind of incentive programs does your program offer to encourage partners sales efforts?*
(Please select all that apply.)
[ ] Deal registration for new customers or projects – incremental discount
[ ] Deal registration for solution or multi-product deals – incremental discount
[ ] Deal registration for partner protection and co-selling support – no discount or incentive
[ ] Back-end rebates based on overall revenue growth
[ ] Back-end rebates based on sales growth in certain products or services
[ ] Incentives for on-time or certain %’s of renewals
[ ] Incentives for expanding IT services within the customer lifecycle (for Adoption, Activation or Expansion)
[ ] Incentives for driving adoption or expansion of as-a-service offers 
[ ] Individual rep-level sales incentives for taking training or gaining certifications
[ ] Individual rep-level sales incentives for selling specific products or attaching support services
[ ] Other (please describe): _________________________________________________*

53) How does your program recognize and reward co-selling influence? *
Please select all that apply.
[ ] We track and reward sales influence with co-selling support only
[ ] We track and reward sales influence with finder’s fees or commissions
[ ] We pay partners that influence, when take the deal direct
[ ] We pay partners that influence, and another partner that resells to the same customer
[ ] We don’t track or reward sales influence at this time

54) Which of these sales support activities does your program offer channel partners?*
(Please select all that apply.)
[ ] Special promotion pricing and bundles
[ ] Non-standard pricing for larger, more strategic, or competitive take-out deals
[ ] Sales scripts and prospecting guides
[ ] Pre-sales training and certification
[ ] Sales playbooks based on use-cases
[ ] Sales rep-level SPIF or reward programs
[ ] Access to sales specialists in the field (by product, solution, partner type, etc.)
[ ] Product demos, NFRs or trial licenses (for specific customer use)
[ ] Discounted or limited use license for internal labs, NOCs or SOCs
[ ] Lead qualification and sharing programs (based on corporate demand gen. activities)
[ ] Formal field (direct) sales coverage, teaming and co-selling methodologies
[ ] Other (please describe): _________________________________________________*
[ ] Do not have programs in place to motivate/support our resellers
[ ] NOT APPLICABLE

55) For your partners who resell your products or services, how does your program dictate pricing or discounting?*
(Please select all that apply.)
[ ] The program does not dictate pricing; it’s determined outside of the program
[ ] Program tiering drives discounting (combination of functional requirements)
[ ] Program sales volume requirements drive discounting (not tied to tiers)
[ ] Program training & certification requirements drive discounting
[ ] Business Model drives discounting (VAR resale vs. MSP sell-to)
[ ] We price wholesale to distributors, who determine what price to set with solution providers
[ ] Other (Please specify):: _________________________________________________*
[ ] Not Applicable

56) What kinds of field sales engagement does this program include as benefits to participating partners?*
(Please select all that apply.)
[ ] Our program does not offer benefits around field sales engagement
[ ] Clearly defined customer segmentation and direct sales rules of engagement
[ ] Escalation procedures for rules of engagement problems
[ ] Access to dedicated technical staff
[ ] Access to dedicated product specialists (sales or technical)
[ ] Partner of record or incumbency preference in accounts via Deal Registration
[ ] Field collaboration mechanisms (teaming agreements, etc.)
[ ] Focused or dedicated field Channel Account Manager coverage
[ ] Executive sponsor or field leadership oversight
[ ] Preferential treatment for local sales & marketing support over other partners
[ ] Other (please specify): _________________________________________________


57) Thinking about your channel partners’ marketing activities in 2025, estimate what percentage of your program’s marketing support (not necessarily funding) was addressed in each of these ways (allocation of 100%)
________Vendor Managed - Activities based on vendor and/or partner materials, but managed as a complete campaign on an ongoing basis by vendor; (can be by the vendor’s own marketing staff or an outsourced agency)
________Vendor Supported - Vendor supports partner planning, materials development and/or execution; partner leads
________Partner Self-Serve - Templated materials and content available for partners to customize & create campaigns around (no other vendor role)

58) Which of these funding sources does your program offer to some/all of your solution providers?*
Please check all that apply
[ ] Accrual-based (some partners earn a fixed % of their sales)
[ ] Proposal-based (requires a plan)
[ ] Business/sales development funds (used to offset solution or practice development activities – not demand gen.)
[ ] Do not offer MDF funding

59) How does your partner program address marketing staffing to engage partners in MDF planning and lead generation execution?*
(Please select all that apply.)
[ ] We assign field marketing managers to partners receiving MDF
[ ] We assign inside marketing support staff to assist partners receiving MDF
[ ] We use outsourced pre-approved agencies who can help partners from planning through to execution and reporting
[ ] We let partners engage their own agencies to do planning and execution and reimburse them through MDF
[ ] We ask distributors to support our lower tier partners on requests for MDF funding, proof of performance and ROI reporting
[ ] Not Applicable

60) How does your partner program support its channel partners with leads?*
	
	All partners
	Top Tier Partners Only
	Top Tier and 2nd Tier Partners Only
	2nd & 3rd Tier Partners Only
	Top tier, 2nd and 3rd tier only
	Not Offered

	Generates leads and initiates sales, which are turned over to partners
	
	
	_________________________________________________
	_________________________________________________
	_________________________________________________
	_________________________________________________

	Generates leads which are turned over to partners
	
	
	_________________________________________________
	_________________________________________________
	_________________________________________________
	_________________________________________________

	Works cooperatively with partners to drive demand directly to them through MDF and other marketing programs
	
	
	_________________________________________________
	_________________________________________________
	_________________________________________________
	_________________________________________________

	Provides tools on portal for partners to drive their own demand
	_________________________________________________
	_________________________________________________
	_________________________________________________
	_________________________________________________
	_________________________________________________
	_________________________________________________



61) What percent of your indirect revenue do you budget internally for co-marketing funds that you give your partners to drive demand (either proposal-based MDF or accrual based funds)?*
( ) Less than 1%
( ) 1-2%
( ) 3-4%
( ) 5+%
( ) Can’t disclose/ don't know

62) Which of these types of communication does this program include, to inform and educate your partners?*
(Please select all that apply.)
[ ] Hosts a conference specifically for partners
[ ] Hosts a sales conference for direct sales and partners together
[ ] Conducts online webinars and conferences
[ ] Provides funding to partners to attend industry conferences
[ ] Publishes regular newsletters
[ ] Advertisements on channel websites
[ ] We attend 3rd party channel events
[ ] Conducts regular email marketing
[ ] Conducts regular meetings with individual partners
[ ] Channel Account Managers and Marketers communicate with partners through Social Media
[ ] Other (please specify):: _________________________________________________*
[ ] Do not offer

63) What type of marketing support does this program offer your partners?*
(Please select all that apply.)
[ ] Digital marketing training
[ ] Digital or next-gen. marketing formal certification
[ ] Joint marketing planning through field or assigned Partner Marketing Mgrs.
[ ] Proposal-based MDF
[ ] Accrued MDF (based on revenue)
[ ] MDF management and operational support (submitting proposals, ROI reporting, etc.)
[ ] Marketing content and templates for (non digital) demand generation
[ ] Syndicated content for digital marketing
[ ] Artificial intelligence tools to generate content or campaigns
[ ] Access to email or digital marketing automation systems
[ ] Full services marketing concierge services via 3rd party providers
[ ] Other (please describe): _________________________________________________*
[ ] We don’t offer our partners any of this marketing support

64) Does your company's partner program portal/web site provide:*
(Please select all that apply.)
[ ] A catalogue of trusted, 3rd party marketing agencies to support partner marketing
[ ] Searchable product/pricing database
[ ] Downloadable marketing materials
[ ] Online training resources
[ ] Database for peer partnering
[ ] Automated rebate processing
[ ] Account management
[ ] Portal with customizable dashboard based on profiles
[ ] Ability for partners to syndicate your content to their website
[ ] Managed services community
[ ] Ability to claim and submit performance for MDF
[ ] Deal Registration
[ ] Configuration/installation tools
[ ] Troubleshooting tools
[ ] Partner performance and profitability calculator
[ ] CRM
[ ] A selection of marketing campaigns partners can order and have executed for them
[ ] Responsive design for mobile access
[ ] Other (please specify): _________________________________________________*
[ ] No portal/website

65) Do you require partners to provide matching funds in order to receive MDF dollars?*
( ) Yes – all partners
( ) Yes – only lower tier partners
( ) No
( ) Program does not offer MDF/Co-op marketing funds

66) Which of the following criteria must a partner meet in order to qualify for access to MDF funding? *
(Please select all that apply.)
[ ] It’s tied to tiers in our channel program (combination of criteria)
[ ] Sales volume
[ ] Number of certified engineers
[ ] Business plan and/or marketing plan
[ ] Discretionary based on specific product focus
[ ] Discretionary based on markets segmentation/territory/vertical
[ ] Discretionary based on channel account manager approval
[ ] Be at a certain tier of your program
[ ] Partner type/business model
[ ] ROI requirements
[ ] Have specific marketing staff
[ ] Other (please specify):: _________________________________________________*
[ ] Not Applicable to our business model

67) On what kind of activities does this partner program allow partners to spend MDF?*
(Please select all that apply.)
[ ] No restrictions, partner can spend MDF as they see fit
[ ] Appointment setting
[ ] Print advertising
[ ] Digital advertising
[ ] SEO
[ ] Sales Training
[ ] Technical training/certification
[ ] Sales head count
[ ] Technical head count
[ ] Marketing head count
[ ] Customer seminars/road shows
[ ] Online webinars
[ ] Demo equipment
[ ] Market research
[ ] Events: industry conferences, workshops, etc.
[ ] Telemarketing/ outbound sales calling
[ ] Product catalogues
[ ] Newsletters
[ ] Email marketing
[ ] Co-branded merchandise
[ ] Content development (case studies, social content, blogs, solution briefs, etc.
[ ] Direct Mail
[ ] Public relations
[ ] Website development and management
[ ] Social media enablement
[ ] Syndication
[ ] Website audit and development
[ ] Activities that generate leads
[ ] Branding and thought leadership campaigns
[ ] Other (please specify):: _________________________________________________*
[ ] Program does not offer MDF/Co-op marketing
[ ] Not Applicable

68) What percentage of your MDF /Co-op goes unspent on a quarterly basis?*
( ) None
( ) 1-10%
( ) 10-25%
( ) 25-50%
( ) More than 50%
( ) Program DOES NOT OFFER MDF/Co-op marketing
( ) Do not know/ cannot disclose



69) Compared to 2025, what are your program plans for eligibility to your MDF funding in 2026? 
( ) We plan to make MDF/Co-op funds available to fewer, more qualified partners
( ) We plan to make MDF/Co-op funds available to approximately the same number of partners, based on existing criteria
( ) We plan to make MDF/Co-op funds available to more partners, beyond just the top tier or those having received funding in the past
( ) Other (please specify):: _________________________________________________


AI Partner Program 

70) How has your partner program changed over the last 12 months to incorporate or support the selling of AI solutions by your channel partners?*
(200 words Max)
____________________________________________ 
____________________________________________ 
____________________________________________ 
____________________________________________ 

71) What dimensions of your partner program currently help partners build AI sales or service-delivery skills?*
Please select all that apply.
[ ] Core sales training
[ ] Core technical training
[ ] A specialization or competency, including training & other requirements
[ ] A track or partner business model or type
[ ] Sales tools (conversation guides, qualifying guides)
[ ] Service delivery practice-building resources (architectural guides, training on how to deliver consulting, application development frameworks, etc.)
[ ] Other (please describe): _________________________________________________
[ ] None of the above

72) What dimension(s) of your partner program are you planning to add around AI solutions in the next 12 months?*
[ ] Core sales training
[ ] Core technical training
[ ] A specialization or competency, including training & other requirements
[ ] A new track or partner business model or type
[ ] Sales tools (conversation guides, qualifying guides)
[ ] Service delivery practice-building resources (architectural guides, training on how to deliver consulting, application development frameworks, etc.)
[ ] We don’t plan to add any in the next 12 months

73) To what extent are you using AI automation to more efficiently run or deliver benefits within your partner program today?
(Please select all that apply.)
[ ] We’re using AI to help us analyze program participation data
[ ] We’re using AI to help automate certain partner-facing processes like technical support
[ ] AI is part of our portfolio of solutions – it’s not relevant to how we operate the program yet
[ ] We’re using AI tools to help partners with marketing and sales messaging / campaigns
[ ] We’re using AI to help partners ask questions about our program and understand how to participate
[ ] Other ( please specify):: _________________________________________________
[ ] We are not using AI automation / tools in any capacity




Later this year, CRN will be conducting its invitation-only Annual Report Card (ARC) project through which solution providers rank vendors in multiple technology areas across a number of criteria.

Who at this vendor should we contact to act as a liaison if the company is invited to participate?*
First Name: _________________________________________________
Last Name: _________________________________________________
Title: _________________________________________________
Email Address: _________________________________________________

Thank You!

