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H OW  YO U  PR E PA R E  F O R  
A  CO M M E RC E  E N A B L E D  M A R K E T P L AC E H OW  A PP D I R EC T  S UPPO RTS  YO U

BUS I N ESS  ST R AT E GY

Create a strategy. Outline and document:

 › Why you want to move to monetization. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 › How day-to-day operations will change. For example: 

 › Your support team will need to be trained to help 

customers update their billing information. 

 › Your sales team will need to be taught how to buy-on-

behalf of customers through the marketplace.

 › What products do you want to offer? Which products will  

you sell immediately, and why? What products will you 

sell next? Why?

 › Will you bundle your core offerings with third-party products?

Our team will:

 › Share best practices on suggested timelines, stakeholders  

to involve, and success stories that can guide you.

 › Expose you to customers that have gone through the same 

journey or applied similar models. 

 › Provide insight into common traps we’ve seen, such as:

 › Assuming that if a solution is available, customers  

will come. You must invest in having the right portfolio 

of products, setting up strategic bundles, customer 

onboarding, etc. 

 › Failing to enable your Sales Team to sell digital  

solutions. You must provide proper training and 

knowledge, as well as motivate them to sell digital 

products through incentive programs. 

 › Not providing enough or proper support. Customer 

lifecycle management is key.

 › Set up project management meetings with your team to 

ensure timelines are met and to track progress. This will also 

be a forum for questions. 

 › AppDirect can provide a recommended list of applications 

from our catalog where other customers have seen success.

AppMarket Ecosystem: Preparing for Success
Is your organization ready for a commerce-enabled marketplace? Below you’ll 
find the key steps to prepare for monetization and learn how AppDirect will 
support you during the process. 

 
Companies typically move to a commerce-enabled 
marketplace to: 

1. Sell more of their core offerings.

2. Extract value out of the ecosystem by enabling third-
party developers to solve the unmet needs of their 
customers through add-ons to their core products. 

3. Create more value for their customers, increasing 
customer satisfaction and stickiness. 

Learn more about the value of ecosystems:

1. Why Ecosystems Webinar: appd.it/2RrMofw

2. Unlocking B2B Platform Value Report:  
appd.it/2MECeHV

https://www.insightpartners.com/blog/ecosystems-the-silver-bullet-for-growth-and-defensibility/
http://reports.weforum.org/digital-transformation/wp-content/blogs.dir/94/mp/files/pages/files/wef-platform-report-final-3-26-17.pdf
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OPE R AT I O N A L  R E A D I N ESS

Build internal operational governance:

 › The earlier you get buy-in from your organization, the more 

time you’ll save in the end.

 › Identify and secure alignment between key internal 

stakeholders. Sample suggested messaging:

 › Sales: You’ll have an opportunity to make more money. 

The marketplace will increase the amount of products 

and services you can sell.

 › Identify who will be the owner(s) of the marketplace at 

launch and on an ongoing basis. They will interface with 

both external and internal stakeholders. 

 › Set measurable goals/KPIs.    

 › Identify reporting needs and understand how marketplace 

reports will interact with existing systems. 

Build external operational governance:

 › Third-party developers will easily be able to integrate into 

the AppDirect platform using our documented APIs. 

 › You’ll need to set up new legal and commercial agreements 

with your third-party developers. For example, if you 

received $X per referral, what will you receive per  

sale now?

Enable internal operational governance:

 › AppDirect can support your internal discussions with your 

broader teams. When you are thinking of monetization, there 

will need to be buy-in from a majority of the organization, 

including Billing and Finance. AppDirect has the knowledge 

and experience to guide you through this digital journey. 

 › We can connect you to the software vendors in our catalog 

so that you can leverage their existing content to train your 

teams. 

 › Your AppDirect account team can also provide guidance  

on sales enablement, go-to-market campaigns, and more. 

 › Access to a platform success manager who will advise on 

optimal platform use to achieve your key business metrics.

Enable external operational governance:

 › We will support your partner integrations into the  

AppDirect platform. 

 › We’ve pre-negotiated contracts with 300+ leading  

third-party products that you can add to your marketplace. 

T EC H N I C A L  R E A D I N ESS

Federated identity system:

 › What does your current federated identity system look like? 

 › Are they disparate, legacy systems?

 › You may need to revisit your existing identity integration 

in order to enable single sign-on for your end users and 

third-party developers.

Identity and access management:

 › Part of the marketplace platform, Application Manager 

allows your customers to manage and access all their cloud 

services with a single secure login. Customer administrators 

can sync their user directory and perform all user 

provisioning functions including application assignment  

on the platform. 

Why is this important?

 › Creating a frictionless end user experience will increase usage and stickiness. Once you enable the marketplace,  

users can access third-party products in the same way they access your core products—from a central console with  

a single set of credentials.

 › You’ll also likely see more repeat purchases and increased revenue since all account information will be saved— 

including payment details
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T EC H N I C A L  R E A D I N ESS  ( CO N T I N U E D )

Additional integrations (nice-to-haves): 

 › Updates to existing integrations or net-new integrations: 

CRM, marketing automation tools, ERP, etc 

Tip: If you launch without integrations, you can operate with manual 
processes before you scale. Just ensure your teams are prepared  
for this.  

Reseller options:

 › Determine if you will continue to provide referrals to  

third-parties or if you’ll transition existing referral partners 

into monetization. (e.g. value-added resellers may want  

to resell third-party products on top of the core products 

they already sell.) 

Integrations:

 › AppDirect can help assess the required timelines and 

risk associated with each integration, provide alternate 

recommendations, and/or map out phased approaches. 

Reseller options:

 › AppDirect has a product called AppReseller that can 

seamlessly integrate with AppMarket if you need  

a reseller model. 

 › More information on AppReseller can be found here:  

https://appdirect.showpad.com/share/

HjtMvYwDeJs63Nzejhx0s

PAY M E N T  &  B I LL I N G  S E T UP 

Getting paid:

 › Sign up and set up a payment gateway to allow customers 

to submit payment during checkout. 

 › We recommend PayPal Payflow Pro for credit/debit card 

payments (dependent on your market). 

 › Off platform billing available - meaning customers would 

pay for their add-ons in the same way they are currently 

paying for third-party services (reach out to inquire about 

AppDirect’s custom integration options.)

Tip: We strongly recommend engaging with a supported payment 
gateway as soon as possible. It can take 2-6 weeks for a new 
account to be established.

Payment gateway support:

 › AppDirect has pre-integrated support for several payment 

gateway providers, including: Authorize.Net, BlueSnap, and 

PayPal Payflow Pro. Check out the full list of providers here: 

appd.it/2WvkbII

Other forms of payment:

 › We also support the ability to capture other payment 

methods, such as paying with an invoice or integrating  

to your billers. 

Revenue shares:

 › AppDirect will configure your marketplace with  

the contracted revenue shares. 

Product tax calculation:

 › AppDirect uses Avalara to calculate tax rates. 

Developer payouts:

 › AppDirect will own payout of revenue shares due to all 

Developers of Core Distribution Products. 
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https://appdirect.showpad.com/share/HjtMvYwDeJs63Nzejhx0s
https://appdirect.showpad.com/share/HjtMvYwDeJs63Nzejhx0s
https://help.appdirect.com/appmarket/Default.htm#Dev-DistributionGuide/Bill-ThirdPartIntegrations.html?TocPath=Marketplace%2520Manager|Settings|Payment%2520gateways|_____1
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PRO D U C T  R E A D I N ESS

Onboard your products:

 › Based on the products you identified in the “business 

strategy” step, onboard your own products. 

 › You’ll easily be able to add new products onto the AppDirect 

platform, so you can launch with a small set of products and 

expand your offerings in phases if preferred.

Onboard third-party products:

 › Enable the third-party developers that you established 

contracts with to bring their products onto the marketplace. 

 › Do you have product endpoints? You’ll need to help your 

developers build them out. 

Product integrations: 

 › Products might already be integrated into the core offering; 

upon purchase, they connect automatically. Or you may build 

and sell connectors between third-party and core offerings. 

Product integration documentation and toolkits:

 › We have a full set of documentation and SDKs for product 

integrations (including product endpoints) which we use 

with developers when building our catalog. Ecosystem 

developers can rely on this material to ensure the integration 

process is seamless. 

 › Documentation can be found here: bit.ly/productintegrations

Access to AppDirect’s core catalog:

 › We’ve established a catalog of 300+ leading third-party 

products that you can start selling immediately alongside 

your core products.  

S UPPO RT I N G  T H ES E  PRO D U C TS

Ensure your customers are supported:

 › Establish and train a Customer Support team for the 

marketplace.

 › There should be processes built out for the products you are 

selling and for your marketplace. It is especially important to 

plan for triaging and escalating support to third-parties.

Support options:

 › AppDirect can provide a variety of support packages 

depending on your needs.  

UP G R A D I N G  TO  ECO SYST E M  E D I T I O N

If your team is ready for a commerce-enabled marketplace with the AppDirect platform, reach out to your AppDirect representative to 
discuss details and get started.  

Get a full demo here: AppMarket Ecosystem Edition

A B O U T  A PP D I R EC T

AppDirect is headquartered in San Francisco, California with offices around the globe and works 
across vertical industries, including software, manufacturing, value-added resellers and financial 
services. J.P. Morgan, Foundry Group, iNovia Capital, StarVest Partners, Stingray Digital, and Mithril 
Capital Management have invested in AppDirect.
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For more information contact  
info@appdirect.com  
or visit www.appdirect.com.

650 California Street, 25th Floor 
San Francisco, CA 94108 
(877) 404-2777
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https://help.appdirect.com/appdistrib/Default.htm#AppDistribution/Integrate-with-AppDirect-cover.htm?TocPath=Integrate%2520with%2520AppDirect|_____0
https://appdirect.showpad.com/share/Vfdl5hEXJDst5ECOVEhaz

