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In one case, a major distributor found its industry amidst a shift from one 
type of channel program to another. It was imperative to learn if there would 
be enough potential sales growth  to o�set the market hit. In this situation, 
bankruptcy was a distinct possibility. Modeling with conjoint and logit analysis 
revealed a need to change virtually the entire channel program, and illuminated 
which new elements would provide the best returns. After implementing the 
new channel program, the client increased its annualized revenue by 60 percent 
in the first quarter. As a result, it went on to become one of the top three 
distributors in its market.

Conclusion
Your company may be looking to improve the e�ectiveness of its channel programs. 
In today’s environment, it’s crucial to create correct programs, messages, value 
propositions, and go-to-market strategies. By so doing, these will help you to 
better engage your channel and partners, and enable them to sell your products.

By using the same analytical modeling tools you apply to other areas of marketing, 
you can take control of these challenges and apply them to channel programs. 
With modeling you can optimize your channel programs with confidence—
and know that you are deploying the correct elements that will reap the biggest 
benefits for lead generation and revenue growth. Crimson Consulting provides 
services to help you in this e�ort. Crimson Consulting Group’s Channels & 
Partner Service is designed to help F100 companies improve channel and 
partner program results.

Crimson is an end-to-end marketing consultancy. We specialize in Channels 
and Partners; Products and Markets; Interactive; and Lead Management. 
Our clients include Adobe, Cisco, eBay, Hitachi, HP, IBM, Intel, Microsoft, 
Oracle, SAP, Seagate, Symantec, and Verizon. 

Email Dylan Charles, Partner leading 
the Channels & Partners Service at Crimson Consulting Group: 

dcharles@crimson-consulting.com 
or visit our website at 
http://www.crimson-consulting.com
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